
GM is using several different
powertrains to achieve fuel effi-
ciency standards, including im-
proved diesel.
The 2017 Cruze Diesel Sedan

offers up to an EPA-estimated
highway mileage of 52 mpg – the
highest highway fuel economy of
any non-hybrid/non-EV in Ameri-
ca. Based upon the EPA highway
estimate, Cruze Diesel with the
six-speed manual transmission
has an estimated range of up to
702 highway miles on one tank of
diesel fuel, said GM spokesman
Nick Jaynes Morgan.
“Chevrolet is dedicated to of-

fering customers a wide range of
propulsion options,” said Steven
Majoros, Chevrolet Marketing
director. “We know there are cus-
tomers looking for the right com-
bination of fuel efficiency, driving
dynamics, fuel type and more.
With the EPA-estimated 52-mpg
highway Cruze Diesel Sedan,
they can get it all.”
The 2017 Cruze Diesel Sedan

features a new Ecotec 1.6-liter in-
line four-cylinder turbo-diesel en-
gine offering an SAE-certified 137
horsepower and 240 lb.-ft. of
torque. Cruze Diesel passed all
stringent U.S. environmental
standards and validation, includ-
ing Tier 3 Bin 125 emissions stan-
dards.
Morgan said that despite re-

cent scandals in the media con-
cerning diesel technology, there
is still a demand for diesel vehi-
cles.
“First and foremost,” Morgan

said, “a lot buyers have not been
scared away from diesel. There

are a lot of enthusiasts out there
and many have just received
checks for getting rid of their
diesels. They don’t need a lot of
convincing to get another diesel
because they understand the fuel
economy and they understand
the fun of driving a diesel.”
It’s important to remember

that the Cruze diesel sedan
achieves hybrid levels of fuel
economy while at the same time
producing some of the highest
levels of torque in the car’s seg-
ment, said Morgan, adding that
it comes with great price points.
Buyers will be able to option

their Cruze diesel sedans with
either a standard six-speed man-
ual or a new, optional Hydra-
Matic nine-speed automatic
transmission that includes fuel-
saving stop/start technology,
Morgan said.
In addition to its segment-lead-

ing EPA-estimated 52 mpg high-

way fuel economy, Cruze diesel
with the six-speed manual re-
turns an EPA-estimated city
mileage of 30 mpg, resulting in 37
mpg combined, Morgan said.
Cruze Diesel with the nine-

speed automatic achieves an
EPA-estimated highway economy
of up to 47 mpg and 31 city mpg,
or 37 mpg combined, he said.
A suite of connectivity features

complements the Cruze Diesel
Sedan’s inherent efficiency,
Morgan said.
These include available OnStar

with 4G LTE connectivity and
built-in Wi-Fi hotspot and avail-
able Android Auto and Apple
CarPlay compatibility through
Chevrolet MyLink.
Pricing for the 2017 Cruze

diesel sedan starts at $24,670 in-
cluding $875 destination charge.
The Cruze Diesel Sedans are

on their way to dealerships right
now, Morgan said.

by Jim Stickford

You never know when famed
comedian Jerry Seinfeld will
come knocking on your door.
For retired GM designer Wayne

Kady it was at last year’s Wood-
ward Dream Cruise, when a
member of Seinfeld’s staff con-
tacted Kady about possibly using
his 1967 Cadillac in a Web show
called “Comedians in Cars Get-
ting Coffee.”
The show is put on by Seinfeld

and is available on Sony Studio’s
Crackle Web site. The premise is
simple – Seinfeld picks up a new
comedian every week in a classic
automobile and takes that come-
dian out for coffee. The car is
supposed to match the guest co-
median’s personality and Sein-
feld and the guest discuss their
ideas on comedy.
On Jan. 26, Seinfeld picked

up comedian Lewis Black in

Kady’s black 1967 El Dorado.
“I was first contacted about my

car being used for the show last
August,” Kady said. “My wife was
in the hospital at the time and I
wasn’t sure that the request was
real after I got a call from a guy
on his staff.”
Kady’s El Dorado had been

seen at the Cruise and caught the
eye of one of Seinfeld’s staff.
Kady said he was not that famil-
iar with Seinfeld or his work, hav-
ing only seen the comedian’s
show a couple of times.
Kady was told that they want-

ed to put his car on a trailer and
have it driven to New York.
“I didn’t want to send my car

to New York without knowing
more, so I had a friend check out
the offer and it turned out to be
legitimate,” Kady said. “I was
aware of Jerry, but my son Brian

Driving Kady’s Caddy is
A Big Hit With Seinfeld
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Comedian Jerry Seinfeld drives GM retiree Wayne Kady’s 1967 Cadillac.

2017 Cruze Offers 52-mpg Diesel

2017 Chevrolet Cruze Diesel

February is Black History
Month, and the UAW has taken
the time to acknowledge and cel-
ebrate the accomplishments of
African-Americans throughout
the union’s history.
Among those honored on the

union’s Web site uaw.org are Lil-
lian Hatcher, Ben Gross, Marc
Stepp, Ruben Burks and Nelson
“Jack” Edwards.
The Web site noted that World

War II was the start of Lillian
Hatcher’s many years fighting for
social justice. While doing de-
fense work at Briggs Manufactur-
ing in Detroit, she noticed that
African-American women were
passed over for promotions to
riveter positions. Determined to
do something about it, she joined
UAW Local 742 and the Double
Victory Club, an African-Ameri-
can group that advocated for
equal rights in the war indus-
tries. She eventually was promot-
ed to a riveter position.
From there, she won election

to Local 742’s executive board
and soon after was appointed an
International representative with
the UAW’s newly formed
Women’s Bureau, the first
African-American woman to be
appointed a UAW International
representative.
Through the next decades, she

served on countless social jus-
tice boards and committees, in-
cluding the U.S. Labor Depart-
ment’s War Production Board
and Advisory Council to the
Women’s Bureau, the United Na-
tion’s Education and Economic
Council.

She died in 1998.
Gross became a UAW member

in 1949 when he joined UAW Lo-
cal 560 at Ford Motor Co. in
Richmond, Calif., and began a 62-
year-long affiliation with the UAW
that included a string of ground-
breaking positions. In 1950, he
became the first African-Ameri-
can elected to the local’s bargain-
ing committee. Four years later,
as chair of the local’s housing
committee, he helped create the
Sunnyhills cooperative develop-
ment in Milpitas, Calif., the first
labor-sponsored, planned, inter-
racial community in the United
States.
In 1961, Gross was elected to

the Milpitas City Council, a first
for an African-American. In 1966
and 1968, city residents elected
him mayor, the first African-
American mayor to represent a
predominantly white California
town. He came to Detroit to

serve as the UAW’s assistant di-
rector of the Civil Rights Depart-
ment in 1971, and stood strong
with the UAW at key civil rights
demonstrations across the coun-
try, bringing his pursuit of justice
and racial equality to all of his
work with the UAW until his re-
tirement in 1986. He died in 2012.
Marc Stepp was drafted into

the Army in 1943, right after be-
ginning work at the Chrysler
Highland Park Plant. In the Army,
he saw the authoritarian regi-
mentation of the military, which
led to his belief that unions are
key to individuals having a
strong voice in an organization.
When he returned to Chrysler,

he began years of devotion to
union ideals and held numerous
leadership positions in UAW Lo-
cal 490. From 1974 to 1989, he
served as vice president of the

UAW Looks Back at Its Black History

Lillian Hatcher Ben Gross
GM hourly employees at 1936-37 sit-down strike

There is dignity in manual la-
bor and the UAW celebrates that
every Feb. 11 by holding “White
Shirt Day” events.
According to the UAW Web site,

White Shirt Day got its start back
in 1948 when Bert Christenson, a
member of GM’s UAW Local 598,
initiated National White
Shirt/White T-shirt Day on Feb. 11,
1948, as a way to honor the Flint
sit-down strikers of 1936-1937.
The strike had lasted 44 days,

beginning on Dec. 30, 1936, and
ending on Feb. 11, 1937.
Current UAW President Dennis

Williams said that Christenson be-
lieved if workers wore white-col-
lared shirts that were traditionally
worn by management, the mes-
sage would be sent that blue col-

lar workers deserved the same re-
spect and recognition as manage-
ment.
When workers wore the white

shirts, he said, they would
demonstrate the strength and
unity of UAW members. So every
Feb. 11, members are urged to
wear white shirts to honor those
who came before.
“It’s been 80 years since the

Flint Sit-Downers’ victory,”
Williams said. “The Flint Sit-
Down Strike was called the strike
heard around the world because
it was more than a strike. It start-
ed a mass movement for change
in this country.
“What was at stake for them 80

Hourly Employees Wear
White Shirts as Message
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by TOM KRISHER
AP Auto Writer

DETROIT (AP) – If you do your
homework, now is the time to
practically steal a new sedan
from your car dealer.
For more than a year, sales of

cars have been tanking because
Americans have gone nuts over
SUVs and trucks. As stockpiles of
sedans such as the Chevrolet
Malibu and Chrysler 200 stretch
across car lots, automakers are
forced to offer big discounts to
move them.
There are a few steps to find-

ing the best bargain, but it boils
down to this: Figure out which

cars aren’t selling, research dis-
counts and don’t buy until the
end of the month when dealers
are more desperate to sell.
Brad Korner, general manager

of AIS Rebate, an Ann Arbor firm
that follows the labyrinth of auto-
maker discounts, equates buying
a car cheap with purchasing dis-
counted baked goods. To get the
good deal, you have to really
look. “You go into the store and
the day-old bakery stuff is on a
different shelf,’’ he says.
Be wary of offers that seem too

good to be true, like $69 per
month payments. Earl Stewart, a
North Palm Beach, Fla., Toyota
dealer who is critical of other
dealers’ sales tactics, advises
people to ignore dealer advertis-
ing. “Probably 99 percent of it is
misleading,” he says. The low-
price deals often are on stripped-
down models that the dealer may
not even have. They also can in-
clude hefty down payments.
But armed with the right infor-

mation, you can navigate the new
car sales maze and get 20 per-
cent or more off a car’s sticker
price:
• Pick a target and find slow

sellers.
For more than a year, many

compact, midsize and large cars,
gas-electric hybrids, and many
lower-level luxury cars haven’t
sold well. So dealers have big
supplies. Because they’re paying
interest on the cars, they’re
eager to sell. So figure out the
size of car you want. Then look
for automaker monthly sales
press releases on the internet
and find models with big year-
over-year declines.
The sales figures are released

early in the month. To get the
best deal, you can’t be too picky
about color or equipment be-
cause you need to buy what’s on
dealer lots.
• Look for discounts online.
Many websites, including

those from the auto companies
as well as kbb.com, truecar.com
and Edmunds.com, list publicly

available discounts called incen-
tives. Say you decide on a mid-
size car. Sales of the Nissan Alti-
ma were off nearly 15 percent in
January, so incentives are likely.
On its website, Nissan was offer-
ing $4,550 off a nicely equipped
$25,460 Altima Midnight edition.
That’s nearly 18 percent off the

sticker without haggling! There
often are combinations of zero
percent financing and cash back.
According to Wards Automotive,
midsize cars with the biggest in-
ventories include the Chevrolet
Malibu, Honda Accord, Toyota
Camry, Hyundai Sonata and Ford
Fusion – some of the top-selling
cars in the U.S.
• Visit dealers.
During the first two weeks of

the month, go to a few dealers.
Confirm the incentives you found
online – then ask for more. Often
automakers add deals by region,
or they offer rebates if you own a
competitor’s model or have one
of their models.
There also are other discounts

for being an AAA member, serv-
ing in the military or being a re-
cent college graduate. Most
salespeople, when they find out
you’ve done your homework, will
be honest and give you a good
price, says Korner. Michelle
Krebs, an analyst for Autotrad-
er.com, says at this point, don’t
mention a trade-in. Work that in-
to the deal later. Don’t agree to
buy at this time.

• Pick a dealer, and go back
later.
You’ll get an even better price

by waiting until the last few days
of a month or quarter. First, deal-
ers offer salespeople bonuses to
meet monthly sales goals. If they
are close to the bonus, they’ll be
more willing to deal. Also, deal-
ers get what are called “stair
step” incentives from automak-
ers for hitting sales goals. It’s big
money, so dealers close to their
targets are more willing to bar-
gain.
For a larger dealer, Stewart

says hitting stair step goals can
mean $250,000 or more, the dif-
ference between a monthly profit
and loss. General Motors is help-
ing some dealers get rid of 2016
cars by giving up to 20 percent
off the sticker.
Bigger dealers can get higher

payments from automakers and
sometimes can offer better
prices than smaller ones.
The bottom line is if you go

through all these steps and
you’re a tough negotiator, you
can get a well-equipped car for
less than the price of a stripped-
down SUV.
Even if you don’t move this

month, deals on cars probably
will go on for a while. “Until the
buying public loses its appetite
for SUVs, it’s not going to
change,” says Jeff Rogers, gener-
al manager of the Williamson
Automotive Group in Miami.
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WARREN URGENTCARE

“We Care”
URGENT CARE FOR ACCIDENTS AND INJURY

ADULT & PEDIATRIC ILLNESS
Digital X-Rays, EKG and Lab Work, On-Site Lab Service, Strep, Mono,
Pregnancy & Urine Testing, Vaccinations, Sports & School Physicals,

Occupational Medicine, Work-Related Injuries,
Pre-Hire Physicals (BAT & Urine Screening)

SPECIAL ON SPORTS PHYSICAL $25.00 State-of-the-Art Facility

8am-10pm • 7 Days a week • 365 Days a Year
“Bringing Quality Urgent Care To Your Neighborhood”

586-276-8200
31700 Van Dyke • Warren, MI 48093

On Van Dyke Rd., between 13 & 14 Mile in
St. John’s Windemere Park

OTHER CONVENIENT LOCATIONS:

ATTENTION
Chrysler, GM, Ford

Employees, we’re within
2 miles of your plants

HAP & BCN
NO Referrals Needed!
www.warrenurgentcare.com

FLU SHOTS

Woodland Urgent Care
22341 W. 8 Mile Road

Detroit

313-387-8700

N. East Macomb Urgent Care
43900 Garfield, Suite 121

Clinton Township

586-868-2600

Our chefs create something exciting every day…

seating up to 75

6177 Chicago Road • WARREN
(West of Van Dyke)

586-825-0067
www.cjscompanystore.com

HOURS: M-Sat. 10-3 • Closed Sun.

From
Party Trays

to Full Buffets –
WE DO IT ALL!

Deli Sandwiches &
Hot Bar Available All Day

Homemade Soups
Fresh Baked Bread

RED WINGS
Where Fit Comes First

RREEDD WWIINNGG SSHHOOEE SSTTOORREE
M-F 10-8; Sat. 10-5; Sun. 12-4

3333228899 MMoouunndd RRdd..
Just North of 14 Mile Rd. in Stover Plaza  – on the west side of the street –

586-264-4500

• Waterproof
• & Insulated

• Safety Toes

• Professional
Fitting

• Wide Widths
In Stock

The Preferred
Style 

of Detroit’s 
Auto 

Industry

Officials with the Department
of the Army Senior Executive Tal-
ent Management Program have
appointed Marion G. Whicker of
Trenton the acting executive di-
rector of the U.S. Army TACOM
Life Cycle Management Com-
mand’s Integrated Logistics Sup-
port Center (ILSC) in Warren. The
post is effective Feb. 19.
U.S. Army TACOM’s ILSC sus-

tains warfighting readiness and
manages a large part of the
Army’s investment in warfighting
capacity; integrating nearly 3,000
weapon systems forming the
core of Army readiness, said
Army spokesman Don Jarosz.
The ILSC’s approximately 3,500

active-duty soldiers and Army
civilians are charged with com-

plete cycle support of aircraft ar-
mament, small arms, field ar-
tillery, mortars, tools and train-
ing systems, tactical vehicles,
light and heavy combat vehicles,
watercraft, soldier/biological/
chemical systems and deploy-
ment/support equipment.
“In this position, Ms. Whicker

will oversee the readiness of the
majority of Army maintenance,
fielding, new equipment training,
supply chain management, and
systems readiness.
“She has the full confidence

and support of the TACOM com-
manding general and myself, and
we look forward to what will
most certainly be her positive
contributions to the Command,”
said Brian Butler, U.S. Army

TACOM’s deputy to the com-
manding general.
Prior to this appointment,

Whicker served as the Com-
mand’s deputy chief of staff since
March 2015. A career Army civil-
ian since 1984, she has held nu-
merous supply chain, fleet plan-
ning, project management, asset
management, fielding and train-
ing leadership and fiscal plan-
ning roles of increasing responsi-
bility. She is regarded as one of
the Army’s premier logisticians.
A member of the Army Acquisi-

tion Corps, she holds the Army’s
highest certification in Life Cycle
Logistics.
She has a bachelor’s degree in

business administration from
Iowa Wesleyan College and a

master of science in administra-
tion in Leadership from Central
Michigan University.

TACOM is Getting New Acting ILSC Executive Director

MarionWhicker

Shift in Vehicle Popularity Offers Consumer Opportunities
An Oscars preview, estate

planning and the Big Bang
Theory are on tap in the next few
weeks at the Warren Public
Library.
On Thursday, Feb. 23, at 6

p.m., movie enthusiasts will
present an Oscar Night Preview.
Those attending will see clips of
the nominated films and cast
votes on which ones should win.
On Thursday, March 2, at 6

p.m., attorney Nick Daniels will
discuss the ins and outs of
estate planning.
On Monday, March 6, physics

professor Jesse Mason will give a
lecture on the Big Bang Theory,
and will use telescopes, weather
permitting. All events will be at
the Civic Center branch. To learn
more, call 586-751-0770.

Warren Library
Holding Events

Dana Incorporated on Feb. 13
reached a definitive agreement
to purchase axle housing and
driveline shaft manufacturing op-
erations from U.S. Manufacturing
Corporation (USM).
Under terms of the agreement,

Dana plans to acquire USM’s
Warren, Mich., assets in ex-
change for $100 million in cash.
This acquisition will increase
Dana’s revenue from passenger
and commercial vehicle manu-
facturers and will transition sig-

nificant purchased content to
vertically integrated supply. It
will also provide Dana with new
product and process technolo-
gies for lightweighting.
The acquisition provides Dana

with USM’s proprietary tube-
manufacturing processes and in-
tellectual property for light-
weight thin-wall axle tubes and
hollow axle shafts, said Dana
spokesman Jeff Cole. The pur-
chase is subject to customary
closing conditions.

Dana Inc. Buys Warren-Based Factory
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UAW Chrysler Department. After
negotiating steep concessions in
the 1979 contract when Chrysler
faced tremendous financial diffi-
culties, Stepp lobbied Congress
for $1.5 billion in loan guarantees
for the company, and then over-
saw difficult negotiations for an-
other round of concessions from
membership totaling $462.5 mil-
lion.
After retirement, he became

executive director of urban af-
fairs and community relations at
the University of Detroit. He died
last June.
Jack Edwards would eventual-

ly be called Walter Reuther’s
“point man for civil rights.” The
road to that designation was
filled with dedication to civil
rights and the UAW for many
years.
His achievements for workers

are remembered because of the
improvements he won at the ne-
gotiating table for foundry work-

ing conditions and safety equip-
ment.
He helped establish the UAW’s

Independents, Parts and Suppli-
ers Council, and later became
the council’s director. From 1962
to 1970, he served as a UAW In-
ternational Executive Board
member at large, as UAW vice
president from 1970 to 1974 and
as the first African-American
elected to the UAW International
Executive Board.
In 1963, he went to Birming-

ham, Ala., at the request of Wal-
ter Reuther to help with the civil
rights struggles there. In 1964,
Edwards was elected vice presi-
dent of the NAACP, and later co-
founded the Coalition of Black
Trade Unionists. He died in 1974.
Ruben Burks’ long history of

unionism and advocacy started
in 1955 when he began working
as an assembler at the former
General Motors Fisher Body
Plant 2 in Flint where he joined
UAW Local 598.
Born in 1922, Burks steadily

rose through the ranks of the lo-
cal, serving in various leadership
posts, including shop commit-
teeperson and executive board
member. In 1970, then-UAW Presi-
dent Walter Reuther appointed
Burks to be an International rep-
resentative in Region 1C. By
1989, he was the director of Re-
gion 1C and held that position for
three terms.
In 1998, he became the first

African-American International
UAW Secretary-Treasurer, a post
he held until 2002.
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(586) 264-8400
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UAW Looks Back at Its Black History

Ruben Burks Marc Stepp

was really excited about the offer.
They took comedian Lewis Black
out in it, andwhat I’m really proud
of is that I helped design that car
when I worked for GM.”
Kady said he grew up in a

small Caifornia farming town
near Fresno. He received his edu-
cation at the Art Center College
of Design in Los Angeles. He
started working for GM in Febru-
ary of 1961 and retired from the
company in April of 1999. During
his tenure, he served as head of
Design for both the Cadillac and
Buick brands.
“I was head of Cadillac Design

for almost 13 years,” Kady said,
“and moved over to be head of
Buick Design for my last 10 years
at the company.”
Kady said he was working for

Cadillac in the 1960s, when the El
Dorado was designed. Restoring
his 1967 brought back a lot of
memories of the time he helped
design the vehicle.
“My sister Laurece was the first

owner of the El Dorado,” Kady
said. “She was going to scrap the
car, but gave it to me back in 1986.
I had it shipped from California
back to Michigan. I ended up tak-
ing it apart, repairing it, painting
it, the works. It was the first time I
ever restored a car.”
And, Kady said, much of the

credit for the quality of the
restoration goes to his col-
leagues at GM.
“This was the first time I ever

painted a car, but there was a
guy in the GM paint department
– Mick Micelli – who I had
worked with,” Kady said. “He
had his own small bump shop
where he painted cars on the
side. It was there that he showed
me how to get started painting
my car. He was very helpful.”
Kady said he also received

help from friends in GM’s design
deparments.
“As far as I’m concerned, we

have the best car design people
who are the best of the best,”
Kady said. “Whether you’re talk-
ing about mechanics or uphol-
stery. A colleague who worked in
upholstery did the seat work on
the El Dorado. His name was Paul
Greenspan and he did the work
in his basement. He did a great
job. I worked pretty steady on
the El Dorado for six to eight
months restoring it.”
While that was the first car

Kady restored, it wasn’t the last.
He also has a restored 1958
Corvette. It belonged to his
younger brother Nasser.
“He died at age 40,” Kady said.

“I inherited the car. He was going
to restore it, but died before he
could get to it, so I completed
the work. My other cars are a
1972 convertible El Dorado and a
1984 Cadillac Seville.”

Kady said the 1972 El Dorado
isn’t really much longer than the
1967 version. What’s different is
that the 1972 is wider. It’s also a
little lower to the ground, and as
a result looks much bigger than
the 1967 version.
“That was the way cars were

designed in those days,” Kady
said. “The goal was to get the cars
as low and as wide as possible.
That was something that started
with Harley Earl. But the first gas
crisis hit in 1973 and car design
changed radically after that.”
Kady said that he still believes

GM designers do a great job, but
he misses the interior space they
had in older Cadillacs. “Back
then, people could ride in back
seats with plenty of leg room,” he
said.

Driving Kady’s Caddy is
A Big Hit With Seinfeld

CONTINUED FROM PAGE 1
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PRESTIGE TECH CENTER CADILLAC
We Service All GMMakes & Models

TIRE
ROTATION
– Inspect Tire Condition

– Inspect Tread Depth

– InspectWheel Condition

$999
Some vehicles higher. Plus tax & shop
supplies. Not valid with any other o2er.
Expires 2-28-17

CERTIFIED SERVICE

DEXOS
OIL CHANGE
$3995
Limited time only. Up to 5 quarts. Some
vehicles higher. Plus tax & shop supplies.
Valid on GM vehicles only. Not valid with
any other o2er. Expires 2-28-17

CERTIFIED SERVICE

BRAKE
PADS
ACDelco
GM Original Equipment

$16995≠

≠Turning or replacing rotors.
All other services and tax extra.
Excludes Brembo and high performance
parts. Retail customers only.
See dealer for eligible vehicles and
details. Expires 2-28-17

CERTIFIED SERVICE

CERTIFIED SERVICE

Take Advantage
Of These Specials &
Save On Service!

Prestige Cadillac
29900 VanDyke Ave.
Warren,MI 48093
PrestigeCadillac.com

Sales - 888.548.8939
Mon.& Thurs. 8:30-8
Tues.,Wed., & Fri 8:30-6,
Sat. 10-4

Service
888.548.8939
Mon. - Fri. 7:30-6
Sat. 9-2Tech Center Cadillac

– Convenient Customer Shuttle
– Early Bird Check-in
– Loaners Available
– Convenient Business Hours
– Same Day Service
– Factory Trained Service Advisors
– ASE Certified Technicians
– Online Express Checkout
– Mobile App Service
– GM Quality Parts

10% OFF
OFFANYMAJOR SERVICE
Not valid with any other o2er. Expires 2-28-17

CERTIFIED SERVICE

SAVE UP
TO $125

Luxury Has
A New Home.

or less per axle
includes rotor inspection

New state-of-the-art wind tunnel will improve tests like this.

Consumers’ appetite for vehi-
cles with greater fuel efficiency
and performance has led Ford to
invest in a new aerodynamic test-
ing complex that will house a
next-generation rolling road
wind tunnel and state-of-the-art
climatic chamber.
The new facility will come

complete with testing advance-
ments that better match the
technological development of
Ford products – both production
vehicles and racing vehicles,
said Ford spokeswoman Deeptie
Sethi.
“This investment in new world-

class test facilities underpins
Ford’s ongoing commitment to
advance our capabilities to con-
tinue to provide our customers
with high-quality vehicles,” said
Raj Nair, Ford executive vice
president, Global Product Devel-
opment and chief technical offi-
cer.
The new wind tunnel complex

will sit on 13 acres next to Ford’s
current Driveability Test Facility
in Allen Park. The complex will
house new innovative technolo-
gy that delivers state-of-the-art,
real-world driving simulations to
advance improvements in fuel
economy.
Construction starts this year,

Sethi said.
Dennis Paige, lab manager for

Ford’s Driveability Testing Facili-
ties, pointed out that advanced
features, development and inno-
vation require that testing and
verification technology keep
pace with the evolution of the
automobile and the industry as a
whole. That’s where the new
facility comes into play, he said.
Ford’s new wind tunnel com-

plex better positions its engi-
neers to conduct testing that
proves out advancements in ve-
hicle design. A new five-belt con-
veyor system can replicate real-
world drag through a rolling road

aerodynamic tunnel that enables
Ford to bring the road to the ve-
hicle, rather than the vehicle to
the road.
To test for optimal fuel efficien-

cy, each wheel gets its own belt.
The massive fifth belt runs under
the center of the vehicle, allow-
ing airflow around the entire ve-
hicle at speeds up to 155 mph.
As a part of the rolling road

belt cartridge system, a crane
will be used to switch between
the five-belt and single-belt sys-
tems – an industrial-sized plug-
and-play approach bringing two
testing methods into one.
The single belt – which oper-

ates at up to 200 mph – opens up
a new breed of testing for high-
speed performance and racing
vehicles.
Together with the rolling road,

the wind tunnel complex will
produce full environmental air-
flow simulation, with speeds
from 155 mph to 200 mph, Sethi
said. This expanded air flow will
enable engineers to validate ve-
hicle designs at a higher quality
and repeatability, which
strengthens testing for aerody-
namic shielding, high-speed
performance and other design
features.
The climatic chamber can

get as low as minus 40 degrees
Fahrenheit, colder than the
Arctic, and as high as 140
degrees Fahrenheit, hotter than
the Sahara.
“This new wind tunnel facility

will not only allow us to test our
performance and racing vehicle
lineup but will also enable us to
share innovations across all our
global Ford products,” said Dave
Pericak, Ford Performance global
director.
To accommodate large-frame

vehicles, including Super Duty
trucks, the new aerodynamic
complex will “super-size” wind
tunnel chambers, Pericak said.

Ford Wind Tunnel Complex
To House New Technology

BEIJING (AP) – China’s auto
sales shrank in January following
a sales tax increase, an industry
group reported Feb. 13.
Sales in the world’s biggest

auto market declined 1.1 percent
from a year earlier to 2.2 million,
compared with December’s 9.1
percent expansion, according to
the China Association of Auto-
mobile Manufacturers. Total ve-
hicle sales, including trucks and
buses, rose 0.2 percent from a
year ago to 2.5 million.
China’s auto sales rose 15 per-

cent last year after Beijing cut in
half a 10 percent sales tax on
small-engine vehicles. The gov-
ernment restored part of that re-
duction in January, raising the
tax from 5 percent to 7.5 percent.
Demand for SUVs helped to

offset weakness in sedan sales.
SUV sales rose 10.5 percent in

January to 881,000, while sedan
sales shrank 3 percent to 1.1 mil-
lion, according to CAAM. Sales of
lower-priced Chinese brand
SUVs rose 15.2 percent to
543,000.

China’s trade figures can be
distorted by the Lunar New Year
holiday, which falls at different
times in January and February
each year. This year, the two-
week holiday began Jan. 27, de-
pressing retail activity in Janu-
ary, while last year’s break didn’t
begin until Feb. 7.
“January was an unusual

month with the earlier timing of
the Chinese New Year holiday
and the impact of the reduced
tax incentive,’’ Ford Motor Co.’s
vice president for sales, Peter
Fleet said.
• General Motors Co. reported

earlier that January sales of GM-
brand vehicles by the company
and its Chinese partners fell 24
percent to 321,264. It blamed the
Lunar New Year sales lull.
• Ford Motor Co. said its sales

were off 32 percent at 88,432 ve-
hicles.
• BMW AG, Europe’s biggest

luxury brand, said sales of BMW-
and Mini-brand vehicles rose
18.2 percent to 51,345, exceeding
50,000 for the first time.

Car Sales Decline in China



Sometimes the best way to
celebrate an anniversary is to do
what one does best, and the
Mopar brand continues the cele-
bration of its 80th anniversary
with the introduction of the limit-
ed-edition Mopar 2017 Dodge
Challenger.

The vehicle offers a pair of
hand-painted, custom, show car
trim options. Only 80 cars will be
available in Pitch Black/Contu-
sion Blue, with another 80 in
Pitch Black/Billet Silver, in a nod
to 80 years of the Mopar brand.

The Mopar 2017 Dodge Chal-
lenger also includes Mopar per-
formance parts, accessories, an
exclusive owner’s kit and a serial-
ized badge, said Mopar
spokesman Darren Jacobs.

“Since its birth in 1937, Mopar
has evolved from the name of an
antifreeze product to a global
customer-care brand,” said
Pietro Gorlier, head of Parts and
Service (Mopar), FCA – Global.

“The Mopar 2017 Dodge Chal-
lenger, our latest limited-edition
vehicle, is a testament to this
philosophy, showcasing how
Mopar assists owners in person-
alizing all FCA US vehicles.”

The Mopar 2017 Dodge Chal-
lenger joins an exclusive club as
the eighth limited-edition,
Mopar-modified vehicle deliv-
ered straight from the factory, Ja-
cobs said.

In 2010, the brand produced
the first of an ongoing series of

limited-edition vehicles, the
Mopar 2010 Challenger. Other
low-run, factory-produced Mopar
rides would follow: the Mopar
2011 Charger, Mopar 2012 300,
Mopar 2013 Dart, Mopar 2014
Challenger, Mopar 2015 Dodge
Charger R/T and Mopar 2016
Ram Rebel.

A special Mopar 392 logo,
hand-painted on at the Mopar
Custom Shop, gives an additional
custom touch, Jacobs said.

The upper exterior is unified
with Pitch Black accents. The
standard satin black of the Shak-
er Hood package by Mopar and
Shaker Hood scoop surround is
painted Pitch Black.

The rear decklid spoiler also
receives the Pitch Black treat-
ment, and the Mopar Design
badge on the spoiler is turned
black-on-black.

The 20-x-9-inch aluminum
wheels are embellished with se-
mi-gloss accents, while center
caps feature the Dodge logo.
Standard chrome exhaust tips
are replaced with Dodge Chal-
lenger SRT Hellcat black exhaust
tips.

The six-speed manual trans-
mission Mopar 2017 Dodge Chal-
lenger also makes a performance
statement that enhances the
base Dodge Challenger R/T 392.
The 6.4-liter, 392 Hemi engine
pumps out 485 horsepower and
475 lb.-ft. of torque and is aug-
mented by the Shaker Hood

package by Mopar, which pro-
vides performance gains with a
hint of vintage styling, Jacobs
said. The scoop is embellished
with Shaker badging.

A Mopar cold air intake also
delivers a performance boost
and is aided by an air catcher
duct system via the headlamp.
The upgrade, inspired by the
Dodge Challenger SRT Hellcat,
feeds additional cold air into the
vehicle.

Mopar Shaker strut tower
braces and caps are silver pow-
der-coated and increase rigidity
and handling of the Mopar 2017
Dodge Challenger. Four-piston
Brembo brakes provide stopping
power.

The limited-edition vehicle will
be available in both the United
States and Canada, with a U.S.
Manufacturer’s Suggested Retail
Price (MSRP) of $55,790, exclud-
ing, of course, taxes and destina-
tion fees.

The Mopar 2017 Dodge Chal-
lenger will begin arriving in se-
lect dealerships early in the sec-
ond quarter of 2017.

Gorlier shows off limited-edition 2017 Mopar Dodge Challengers.
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HIBACHI BUFFET
LUNCH
BUFFET
$8.29
MMoonn--FFrrii •• 1111aamm--33::3300ppmm

Price Excludes Beverages

33431 Van Dyke at 14 Mile (Same Shopping Center as Walmart)

586-264-7000
Fax: 586-264-8080

CCAALLLL FFOORR RREESSEERRVVAATTIIOONNSS
CCAATTEERRIINNGG •• CCAARRRRYY--OOUUTT

WWee SSeerrvvee AAssiiaann && AAmmeerriiccaann CCuuiissiinnee

SSTTEEAAKK •• PPRRIIMMEE RRIIBB
SSEEAAFFOOOODD •• CCRRAABB LLEEGGSS

HHIIBBAACCHHII GGRRIILLLL
FFUULLLL SSUUSSHHII BBAARR

��������
TTrryy OOuurr NNeeww BBuuffffeett RRAATTEEDD 44 SSTTAARR!!

Mopar Debuts Its Special 80th Anniversary Challenger

Ford Next Generation Learning
(NGL) has teamed up with the
Ford STEAM program to award
$50,000 in grants to creative high
school students who are using
their STEAM skills to advance
sustainable communities and
make people’s lives better, said
Ford spokesman Todd Nissen.

Building on the success of
Ford’s College Community Chal-
lenge, the Ford STEM High
School Community Challenge
was launched to empower stu-
dents in the nationwide Ford
NGL network to put their knowl-
edge to work making positive
changes for people in the com-
munity.

Student leadership was an es-
sential part of each winning pro-
posal, along with the participa-
tion of community partners. Stu-
dents explored real-life issues
and ways to address unmet
needs in technology, alternative
energy, health and other areas,
Nissen said.

Winning projects were select-
ed by a panel of Ford reviewers
with first place awarded $20,000,
second place winners awarded
$10,000 each and third place re-
ceiving grants of $5,000 each to
implement their solutions.

Representing their schools,
Nissen said these winning teams
of students will lead these initia-
tives.

• Whites Creek High School,
Nashville, Tenn. ($20,000) – Stu-
dents will convert a Ford F-Series
truck and a tractor to run on re-
newable hydrogen fuel. Students
will also develop a solar farm to
produce electricity and power
the new hydrogen processor
they plan to build.

• Guilford High School, Rock-
ford, Ill. ($10,000) – Students will
develop solar-powered charging
stations with LED lights through-
out the city of Rockford. Stu-
dents will also create an outdoor
learning lab at their school with
floating decks and solar charging
stations.

• Bartow High School, Bartow,
Fla. ($5,000) – Students will host
#PolkHacks, a hack-a-thon for un-
derserved youth ages 13-18. Stu-
dents will engage business and
tech professionals as they devel-
op applications to solve a local
problem during a three-day
event.

• Harlingen High School, Har-

lingen, Texas ($5,000) – The
Skeeterbots team will program
and outfit drones to battle the
high population of mosquitoes in
the Harlingen Community.

• Newton College and Career
Academy, Covington, Ga.
($5,000) – Students will trans-
form a school bus into a mobile
learning lab to help members of
the community explore STEM.

• Pharr-San Juan-Alamo Me-
morial ECHS, Alamo, Texas
($5,000) – Students are creating a
Community IT Engagement Cen-
ter to promote the use of tech-
nology to support community
economic growth. Students will
share their IT knowledge with
members of the community.

“Innovation and sustainability
are two essential elements that
will help strengthen communities
and improve the quality of life for
the people who call them home,”
said Mike Schmidt, director, Edu-
cation and Global Community
Development, Ford Motor Com-
pany Fund. “Through creative ini-
tiatives like the Ford STEM High
School Community Challenge, we
hope to encourage innovative ap-
proaches to learning that spark
student interest and imagina-
tion.”

Ford NGL is a signature pro-
gram of Ford Motor Company
Fund – the philanthropic arm of
Ford Motor Company, Nissen
said.

Ford NGL is nationally recog-
nized for the innovative way it is
transforming U.S. high schools
with career-themed academies
that give students an opportuni-
ty to learn by doing in fields
they’d like to explore, such as en-
gineering or healthcare, Nissen
said.

Ford Motor Company and Ford
Fund invest more than $18 mil-
lion each year in forward-think-
ing education programs around
the globe that empower people
to develop creative solutions to
improve the quality of life in their
communities.

The Ford STEM High School
Community Challenge was devel-
oped to encourage students to
pursue a STEAM education and
help meet a growing need in busi-
ness, while also helping Ford and
the rest of the automotive indus-
try develop a future pipeline of
skilled technical talent, Nissen
said. Ford STEAM adds arts to

the familiar STEM curriculum to
emphasize the importance of de-
sign and creativity in the devel-
opment of innovative solutions

To view this year’s winning
projects and get more informa-
tion, visit: www.fordblueovalnet-
work.org/stem-community-
challenge.

Ford Promotes STEM Learning Programs

Maven, General Motors’ per-
sonal mobility brand, is working
with the City of Los Angeles to
create mobility and provide easi-
er, more sustainable and more
convenient options for Ange-
lenos to navigate the city,
said GM spokeswoman Annalisa
Esposito Bluhm.

Maven’s car-sharing applica-
tion is meant to complement Los
Angeles Mayor Eric Garcetti’s
vision to leverage multi-modal
transportation solutions to ad-
vance mobility and encourage
more electric vehicles in the
market, Bluhm said.

The collaboration is expected
to increase opportunities in L.A.
neighborhoods, from reducing
mobility barriers to exposing
cities to transportation electrifi-
cation.

Maven City car sharing in Los
Angeles has seen an average of
56 percent member growth
month-over-month since launch-
ing in October of the year 2016,
Bluhm said.

General Motors’
Mobility Brand

Expanding in L.A.



by Jim Stickford

Ryan Nagode, chief designer
for Truck, Commercial and Per-
formance Car Interiors at Fiat
Chrysler, has a wide variety of
skills that help design and shape
vehicle interiors for work.
For fun, he’s created a Wookie

costume that allows him to stand
seven feet tall. (For the uniniat-
ed, a Wookie is an alien creature
in the “Star Wars” movies that
is hairy all over and stands taller
than seven feet. The most
famous Wookie is named Chew-
bacca and is the co-pilot of the
Harrison Ford-piloted Millenium
Falcon.)
“I’ve worked for Chrysler, now

Fiat Chrysler, for 14 years,”
Nagode said. “Normally, I stand
about six-feet-one-inch tall. I’ve
always been fascinated by movie
props that have a real sense of
theatricality.
“I liken those kinds of things

and the skills needed to carry
them off to what we do here at
Fiat Chrysler. It’s all about getting
the details right and it’s a hands-
on kind of work where you think
things through to their logical
end.
“And, as someone who enjoys

looking at the details, the world-
building that has gone into the
‘Star Wars’ movies is impressive.
“The props they’ve built for

those movies look great, like they
really exist in our world. They
have a well-worn look that gives
a weight that makes them not
look like movie props.”
Nagode said his skills as an in-

terior designer for Fiat Chrysler
have also given him a reputation
as someone who can make great
Halloween costumes. So in 2015,
when “Star Wars – The Force
Awakens” came out in December,
Nagode and his colleagues
decided to have their Christmas
party with a “Star Wars” theme

because it was the same day
as the movie came out. That
allowed him to show his co-work-
ers his Wookie suit.
“I had origingally put together

the suit for Halloween,” Nagode
said. “But I wasn’t able to get it
done in time, so the Christmas
party allowed me to show them
what I did.”
This suit was based off of pho-

tographs of Chewbacca, Nagode
said. And he did a lot of research
on how to make a Wookie cos-
tume. He said a quick search on-
line revealed several different
Web sites that carry do-it-
yourself instructions on how to
build a Wookie suit. He used a
substance called kanekalon to
make the Wookie fur.
“Kanekalon is used to make

wigs,” Nagode said. “It’s a faux
hair product. I tell you, I had to
weed out a lot of stuff I saw on
forums to come up with my de-
sign for my suit. The skills I
learned at the Cleveland Institute
of Art were helpful. I have a de-
gree in industrial design from
there.”
Nagode said he grew up in the

greater Buffalo, N.Y., town of East
Aurora. That part of the country
is known for its arts and crafts,
he said. There’s even a model
company called Aurora. His
father was an industrial designer
in the toy industry, Nagode said,
and would take him to work.
“Dad would give me pieces of

foam to work on and I would go
to town and create stuff,” Nagode
said. “I liked the hands-on ap-
proach and that helped me
choose a career path.”
One of the things Nagode

learned growing up was how to
sew because that’s an important
part of the toy business, and that
came in handy when creating his
suit. He is also comfortable
around machines.
“Making the costume and de-

signing interiors is all about the
details,” Nagode said. “In this
day and age, when everyone has
upped their game, it’s the atten-
tion to details that make a car
more attractive.”
And having the skills to design

an attractive vehicle interior
helped with the design of his
Wookie suit.
After all, Nagode said, all kinds

of people have to fit inside a Ram
truck and people come in differ-
ent sizes.
That knowledge helped him

build a suit with stilts to make
him stand at a height of about
seven feet.
Nagode said he has a seven-

year-old son named Trace who
thinks his dad’s hobby is “cool.”
“I have some more ideas for

some other costumes,” Nagode
said.
“My mind is constantly spin-

ning. Chewbacca took me a lot of
time to construct, but it was fun
to do, to be able to take the skills
I need for my work life and apply
them to my home life.”

Want to Kiss a Wookie? Chrysler Designer Can Help You
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Fiat Chrysler’s “MotorCitizens” donated 3,400 pairs of gloves and mittens to Hamtramck students this winter.

Employees from Fiat Chrysler
Automobiles have lent a helping
hand.
On Jan. 19, volunteers from

FCA known as the “MotorCiti-
zens,” delivered 3,400 pairs of
mittens to Hamtramck Public
Schools.
That’s 34,000 fingers wrapped

in warmth.
This is the third year that FCA

has worked with Mittens for De-
troit, a local nonprofit that is
known for “warming hearts, two
hands at a time.”
“It’s a wonderful community ef-

fort at FCA, the employees hold
‘MittenRaisers’ at the headquar-
ters in Auburn Hills as well as

the 13 manufacturing plants in
the Metro area,” said Wendy
Shepherd, executive director of
Mittens For Detroit.
FCA has donated more than

100,000 pairs of unused mittens
and gloves since 2014, giving a
huge hand of support to MFD.
“It’s such an exciting partner-

ship. What FCA is doing with Mit-
tens For Detroit says so much
about their corporate culture,”
said Shepherd.
Since the inception of Motor-

Citizens, FCA employees have
participated in dozens of
service projects and programs,
donating their time, energy and
expertise to efforts that help dif-

ferent areas of the community.
“It’s all about people stepping

up, and the whole team at FCA
wants to be active in helping the
community,” said Shepherd.
Mittens for Detroit is a non-

profit that distributes new mit-
tens and gloves to children and
adults in need through partner
agencies, schools, organizations
and charities throughout the
Metro area.
Since it begain in 2010, MFD is

responsible for bringing 168,000
pairs of mittens to cold hands
across Detroit.
For more information about

Mittens for Detroit or to donate,
visit www.mittensfordetroit.org.

Chrysler Gives Helping Hand This Winter

Ryan Nagode, inset, acts as a Wookie with colleague Nick Cappa.

years ago? Everything. The laws
were stacked against them. They
risked their lives to gain respect
and dignity.”
The success of the Flint Sit-

Downers showed the country –
and most importantly, it showed
other workers – that they de-
served to have a seat at the bar-
gaining table with the boss as
equals, Williams said. “There are
many lessons to draw from the
Flint Sit-Down Strike,” he said,
“but the biggest one is that work-
er solidarity is how we keep our
seat at the bargaining table. It’s a
lesson we should never take for
granted or forget. The UAW is a
movement. Solidarity isn’t a slo-
gan. It’s a way of life.
“If there was ever a time to

channel the strength of the Flint
Sit-Down Strikers’ character and
their solidarity, it is now. We
wear white shirts on Feb. 11, the
anniversary of the day the strike
ended, to send the message that
we have the right to the same re-
spect as those in management.”

Hourly Employees
Wear White Shirts
To Send Message

Sarah Maisano, 17, of Clinton
Township and Ewan Drum, 10, of
New Haven this month were
named Michigan’s top two youth
volunteers of 2017 by The Pru-
dential Spirit of Community
Awards, a nationwide program
honoring young people for out-
standing acts of volunteerism. As
State Honorees, Sarah and Ewan
each will receive $1,000, an en-
graved silver medallion and an
all-expense-paid trip in early May
to Washington, D.C., said Pruden-
ital spokesman Harold Banks.
The Prudential Spirit of Com-

munity Awards, now in its 22nd
year, is conducted by Prudential
Financial in partnership with the
National Association of Second-
ary School Principals (NASSP).
The program judges also rec-

ognized other Michigan students
as Distinguished Finalists for
their community service activi-
ties. Other honorees include:
• Carolyn Cohn, 17, of Hunt-

ington Woods, a senior at Berkley
High School, started “Teen
Screens,” a nonprofit that has
provided dozens of laptops to
students in need in her school
district. After finding and anony-
mously donating a laptop to a
classmate who didn’t have one,
Carolyn was determined to help
others in a similar situation. She
now works with a computer pro-
grammer who clears the comput-
ers of old data and installs help-
ful software.
• Stephanie Sills, 18, of Bloom-

field Hills, a senior at Ernest W.
Seaholm High School, has helped

to raise more than $44,000 for
lung cancer research over the
past two years as co-organizer of
“The Lung Run” a 5K walk/run.
Stephanie, a cross-country run-
ner, worked with her friends to
start the race after learning that
her mom had been diagnosed
with stage four lung cancer.
• Nikki Sorgi, 17, of Shelby

Township, a senior at Henry Ford
II High School, helped to provide
more than 200 blankets to sick
children over the past two years
by coordinating a fundraiser and
blanket drive. She worked with
her National Honor Society, stu-
dent council, teachers and peers
to collect donations and then
make blankets for groups like the
C.S. Mott Children’s Hospital and
Kids Kicking Cancer.

Local Students Honored for Charity Work

CONTINUED FROM PAGE 1
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#42333 #21552#44296

475 SUMMIT DRIVE • 248-292-2502 • 5825 HIGHLAND RD. (M59) • WATERFORD

CALL
BRUCE LITVIN
– 24/7 & 365 –

40 YEARS
OF QUALITY SERVICE

CELL # 1-586-405-5175
blitvin@lunghamer.com

1-888-665-5438

LLAASSTT
TTWWOO
WWEEEEKKSS

OOFF TTHHEE
MMOONNTTHH
TTHHEE DDEEAALLSS

AARREE

GGRREEAATT
PPLLEEAASSEE CCAALLLL……

Please call with the vehicle you desire 
and you will be delighted with the payment.

Free shuttle service to home, office or shopping.

buff whelan chevrolet
WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!

Van Dyke • South of 18 Mile • Sterling Heights
Jeff Caul

586-274-0396
PEP QUOTES BY PHONE OR EMAIL: JEFF CAUL AT JCAUL@BUFFWHELAN.COM

*See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by manufacturer
without notice. GM Employee discount required unless otherwise noted. The Cruze lease assumes Lease Conquest. The Trax, Equinox,
and Traverse assume Chevy Lease Loyalty or Lease Conquest. To qualify for Lease Conquest you must have a NON-GM Lease in the household that terminates within 365
days. All lease payments are based on 10,000 miles per year. 1st payment, tax, title and plate fee due at signing on all leases unless otherwise noted. All deals expire 02/28/2017
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METRO PKWY.

18 MILE RD.

SINCE
1989

CONVENIENT HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6:30PM /

buff whelan chevrolet
The deals are ALWAYS HOT at

OVER 1,000
New Chevrolets

in Stock!

CALL
JEFF CAUL

586-274-0396

2017 CHEVY CRUZE LT

$123+TAXWITH$0DOWN

NO SECURITY DEPOSIT REQUIRED Equiped with Power Locks, Power Windows,
Power Mirrors, Keyless Entry, Back-Up Camera, Bluetooth and More…

24 MTH LEASE
10,000 MILES

2017 CHEVY TRAX LS

$103+TAXWITH$0DOWN

NO SECURITY DEPOSIT REQUIRED Equiped with Power Locks, Power Windows,
Power Mirrors, Back-Up Camera, Keyless Entry, Bluetooth, OnStar and More…

24 MTH LEASE
10,000 MILES

2017 CHEVY EQUINOX 1LT

$128+TAXWITH$0DOWN
NO FIRST PAYMENT REQUIRED
NO SECURITY DEPOSIT REQUIRED Equiped with Power Locks, Power Windows,
Power Mirrors, Keyless Entry, Back-Up Camera, Bluetooth, OnStar, XM Radio & More…

24 MTH LEASE
10,000 MILES

2017 CHEVY TRAVERSE LS

$185+TAXWITH$0DOWN

NO SECURITY DEPOSIT REQUIRED Equiped with Power Locks, Power Windows,
Power Mirrors, Keyless Entry, Bluetooth, OnStar, XM Radio and More…

24 MTH LEASE
10,000 MILES

VYLETEL

•*All lease/purchase examples are 0gured with GM employee pricing. lease conquest rebate quali0es to customers who have a non GM lease in household set to expire within 365 days of new lease/
purchase delivery date. *Buick/GMC lease loyalty rebate applies to customerswhohave a current Buick/GMC lease in house hold. IVC certi0catesmay apply to lease/ purchase examples and are goodwhile
dealer supply last. All total due at signing for leases include: tax, title, plates, money down and any security deposit that may be required.. Purchase prices is plus tax, title and plate. Expires 2/28/17

VISIT OURWEBSITE TO SEARCH FORMORE VEHICLE SELECTIONS ATWWW.VYLETEL.NET

40755 Van Dyke • Sterling Heights •586.977.2800
WWW.VYLETEL.NET SALES: Sun CLOSED; M, TH 8:30am-9pm; T, W, F 8:30am-6pm; SAT 10am-3pm

SERVICE: Sun CLOSED; M, TH 7am-8pm; T, W, F 7am-6pm; Sat 8am-1pm

ALL NEW 2017
BUICK ENCLAVE
FWD • CONVENIENCE

Stock #HJ274740 • Deal #62606
GM pricing must have

Buick/GMC lease loyalty rebate.
Lease example is stock specific.

NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$129*
$1,984 DUE AT SIGNING

ALL NEW 2017
BUICK ENCORE

FWD • PREFERRED

Stock #5398-17 • Deal #65358
GM pricing must qualify for

Buick/GMC lease loyalty rebate.
Lease example is stock specific.

NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY
32 MPG

$119*
$1,552 DUE AT SIGNING

ALL NEW 2017
BUICK ENVISION

FWD • ESSENCE

Stock #5503-17 • Deal #63678
GM pricing must have

Buick/GMC lease loyalty rebate.
Lease example is stock specific.

NO SECURITY DEPOSIT REQUIRED!

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$269*
$2,258 DUE AT SIGNING

ALL NEW 2017 GMC

TERRAIN
FWD • SLE-1

Stock #9001-17 • Deal #63132
$1481 total due at signing.
GM pricing must qualify for

Buick/GMC lease loyalty rebate.
Lease example is stock specific.

NO SECURITY DEPOSIT REQUIRED!

$99*24
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

SIERRA
1500 • 4WD • DOUBLE CAB

Stock #9870-17 • Deal #65360
$1891 total due at signing. MRSP: $42,955

GM pricing must qualify for lease conquest rebate.
Lease example is stock specific.

NO SECURITY DEPOSIT REQUIRED!

$279*36
MONTH
LEASE

FOR ONLY

10K PER YEAR

2017 GMC ACADIA NAMED A 2017 IIHS TOP SAFETY PICK

SELECT BONUS CASH
ON YUKON UP TO $625000

NEW! NOTADEMO
GM pricing plus tax, title and plate.

Stock #9141-16

ALL NEW 2017 GMC

ACADIA
LIMITED • FWD

Stock #9459-17 • Deal #63680
$2943 total due at signing.

GM employee lease must have
Buick/GMC lease loyalty rebate.

NO SECURITY DEPOSIT REQUIRED!

$325*
LOADED! W/OPTIONS:

CHROME WHEELS, COOLED SEATS,
DUAL MOON ROOF, 7 PASSENAGER

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

16% OFF REMAINING
ON 2016 BUICK LACROSSE/REGAL

$5,000 OFF SELECT 2016 ENCORE

YEAR END INVENTORY CLEARANCE

Stk. #5021-16 • Deal# 65361
GM pricing lease figured with lease

conquest rebate. Must have Non-GM lease
in household to expire within 365 days.

2016 BUICK CASCADA
PREMIUM • 1SP

10 TO CHOOSE FROM GREAT SELECTION AT WWW.VYLETEL.NET
DON’T WAIT! GREAT LEASE DEAL

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$259*
$2,019 DUE AT SIGNING

NO SECURITY DEPOSIT REQUIRED!

NEW! NOTADEMO
Stock #9572-16

GM pricing plus tax, title and plate. Must have conquest
rebate

2016 GMC

YUKON
XL • 4WD • SLT

$53,499*
SAVE BIG!

WAS
$69,725

••• SAVE OVER•••
$16,220 OFF LIST

2016 GMC

SIERRA
1500 • 4WD • DOUBLE CAB • SLE

$35,495*
WAS
$47,875

SAVE OVER
$8,700 OFF LIST

Stock #4834-16
GM pricing plus tax, title & plate.

$25,121*
WAS
$33,885

2016 BUICK
REGAL

FWD • PREMIUM II GROUP

NOW

EVERYONE PRICE!
16% OFF SALE

Cadillac V-Performance Racing
drivers Johnny O’Connell (Flow-
ery Branch, Ga.) and Michael
Cooper (Syosset, N.Y.) are re-
turning for the 2017 Pirelli World
Challenge (PWC) GT season,
which begins on March 10 and
ends in September, said Cadillac
spokesman Kyle Chura.
Joining the duo will be Jordan

Taylor (Orlando, Fla.) and Ricky
Taylor (Apopka, Fla.) for the five
SprintX rounds behind the wheel
of the Cadillac ATS-V.R Coupe.
The Taylor brothers are cele-

brating an IMSA WeatherTech
SportsCar Championship win at
the Rolex 24 at Daytona on Jan.
28 where they drove the recent
new Cadillac DPi-V.R prototype
to the overall victory. The PWC
season will open with a sprint
round in the streets of St. Peters-
burg, Fla., at the Cadillac Grand
Prix of St. Petersburg.
O’Connell is coming off a

three-race win season in 2016
(wins at Circuit of the Americas,
two at Sonoma Raceway) and a
pole position (Mazda Raceway
Laguna Seca), Chura said. O’Con-
nell is a four-time PWC GT driver
champion and drives the Veloci-
ty Red No. 3 Cadillac ATS-V.R
Coupe. Teammate Cooper post-
ed two wins last year (Barber
Motorsports Park and Mid-Ohio)
and a pole at Barber Motor-
sports Park. Cooper will start his
sophomore season with his No. 8
Cadillac ATS-V.R in a new Vector
Blue livery.
Jordan and Ricky Taylor will

join the team for the PWC
SprintX rounds. The SprintX
rounds will take place at Virginia
International Raceway, Canadian
Tire Motorsport Park, Lime Rock
Park, Utah Motorsports Campus
and the Circuit of the Americas.
The dynamic of two-driver racing

in the PWC series is an exciting
prospect for the four Cadillac
drivers, said Chura. Driver pair-
ings for the April 28-30 SprintX
opening round at VIR are forth-
coming.
“I’m very much looking for-

ward to the 2017 PWC season,”
O’Connell said. “We had one bad
weekend last year that really
cost us, and I’ve been training
hard all winter looking for some
redemption. Ricky and Jordan
are doing a great job proving
themselves on the world stage,
especially with that great win at
Daytona two weeks ago. I am
very much looking forward to
working with them this season in
the SprintX races. Amazing
strides have been made the last
several years in PWC that have
made it a destination for top
drivers. I plan to keep an open
mind heading into the first
SprintX round at VIR in April.”
Cooper is eager for the season

to start and to drive with Ricky
and Jordan, Chura said.
“I’ve been counting down the

days to the start of the season,
so it’s nice that it is almost here,”
Cooper said. “Being back with
Cadillac Racing is still very excit-
ing to me and I can’t wait to get
my sophomore season in the GT
class started. I’ve already heard
of some other high-caliber ef-
forts being launched for this
year, which is great news. I think
we are going to see the competi-
tion take another step up in
PWC, which means it will be that
much more exciting to watch. All
of the Cadillac fans should be as
excited as I am to have Jordan
and Ricky with us for the SprintX
races this year. Jordan has tested
with us numerous times the last
few years, so I’m sure they’ll slot
right in.”

Cadillac’s V-Performance
Drivers Ready for Season
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SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm • Shuttle at 6:30am - Pick-up Both Ways • All Day starting at 6:30am.

$2395
Fluid Level,

Brake & Alignment Check Included.

We use Genuine GM Oil & Filter
No additional or hidden charges. Out the door pricing.

Open Mondays & Thursdays until 8:30pm
Excludes synthetic, Diesel & Med. Duty Trucks.

Most GM cars & trucks. One coupon per customer.
Must present coupon with order. Plus tax. Expires 2-28-17.

Quick Oil Change EXPRESS LANE
LUBE OIL FILTER

Up to 5 qts.

BODY SHOP
586-754-7000

ext 1231

INSURANCE
WRECK AMENDED
TRANSPORTATION

AVAILABLE
During Scheduled Repairs

FREE OIL CHANGE With Each Major Repair
WE REPAIR ALL MAKE & MODELS

GM SERVICE CENTER
MICHIGAN’S LARGEST •SERVICE DEPT. •PARTS •BODY SHOP

866-452-1547
26125 Van Dyke @ 101/2 Mile • Center Line, MI 48015

EDRINKE • FAST • FRIENDLY • DISCOUNTS

VISIT OUR

QUICK LANE

Jim
Pfeifle

jpfeifle@edrinke.com

See us for your GM Employee purchases. Now looking for experienced salespeople to join our team!

1-877-451-7707
26125 VAN DYKE AT 10 1/2 MILE ROAD

NODOC FEES
Find Us on
FACEBOOK

Nicole
Dodge

nhuminski@edrinke.com

– NO APPOINTMENTS NECESSARY FOR OIL CHANGES –

SHOWROOM HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6PM /

Dennis
Thacker

dthacker@edrinke.com

Paul
Makowski

pmakowski@edrinke.com

All prices and payments include GM rebates. Pictures may not represent actual vehicle. Pricing subject to change per GM incentives. Prices and payments are inclusive of active GM employee discount (unless otherwise stated). All leases are 10,000 miles per year with approved S Tier credit. Encore, Enclave, Terrain, and Acadia are 24 months leases.
Envision, Verano, Sierra, Lacrosse, Sierra Denali, and Yukon are 36 month leases. Regal and Cascada are 39 month leases. All Vehicles shown are $999 down, except for the Yukon which is $1999 down. Disposition Fee may be required at vehicle turn in. Must have lease loyalty and/or closing competitive lease. Prices and payments are plus tax, title, plate
fee w/ acquisition fee up front, refundable security deposit required on certain vehicles – to be determined by lender. All leases are priced significantly below supplier pricing which makes them also below GMS pricing with approved credit through GM financial. Purchase pricing is gm employee discount plus title, taxes and fees. Pricing is subject to
select model vehicles- while supplies last. Canyon lease is with approved S tier credit and competitive lease. **$3,500 trade in is valid on 2003 or newer vehicles w/ under 115k miles in drivable condition, no branded titles, reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details. ** Exp date: 2/28/2017.

We’ll give you a $3,500 minimum for your 2003 or newer trade in. See us for your GM Employee purchases.

1-866-452-1300
26125 VAN DYKE AT 10 1/2 MILE ROAD

Now looking for experienced salespeople to join our team!

SHOWROOM HOURS:
MON. & THURS. 8:30AM-9PM

TUES., WED. & FRI. 8:30AM-6PM

VISIT OURWEBSITE: edrinke.com

ED RINKE

2017 BUICK LACROSSE

EVERYONE LEASE FOR

$249*
MONTH

PURCHASE FOR

$29,390*

STOCK #TNNHVT

PER 36MONTHS
$999DOWN

PREFERRED FWD
2017 BUICK ENCORE

EVERYONE LEASE FOR

$99*
MONTH

PURCHASE FOR

$20,995*

STOCK #B571898

PER 24MONTHS
$999DOWN

PREFERRED
2017 BUICK VERANO

EVERYONE LEASE FOR

$169*
MONTH

PURCHASE FOR

$21,995*

STOCK #B470037

PER 36MONTHS
$999DOWN

SPORT TOURING
2017 BUICK ENCLAVE

EVERYONE LEASE FOR

$128*
MONTH

PURCHASE FOR

$30,995*

STOCK #B573050

PER 24MONTHS
$999DOWN

CONVENIENCE GROUP
2017 BUICK REGAL

EVERYONE LEASE FOR

$159*
MONTH

PURCHASE FOR

$25,439*

STOCK #B470197

PER 39MONTHS
$999DOWN

SPORT TOURING

ED RINKE

All applicable rebates including lease loyalty, Chevrolet lease loyalty or lease conquest offers have been deducted from sale price/payment. Cruze, Silverado, Equinox, Traverse and Trax are 24 month leases. Volt and Malibu is a 36 month lease. Camaro is a 39 month leases. Pricing is subject
to select model vehicles, while supplies last. Pictures may not represent actual vehicle. Prices subject to change per GM incentives. Prices and payments are inclusive of active GM Employee Discount (Unless otherwise stated). Pricing is subject to select model vehicles while supplies last.
All leases are 10k miles per year w/ approved S Tier credit w/ $999 due at signing unless otherwise stated. Prices & payments are plus tax, title, and plate fees with acquisition fee up front. All leases are priced significantly below supplier pricing which makes them also below GMS pricing
with approved credit through GM financial. Purchase pricing is gm employee discount, plus title, taxes and fees must have closing competitive lease or lease loyalty depending on model. Must Have closing competitive lease or lease loyalty depending on model. Disposition Fee may be
required at vehicle turn in. Refundable security deposit required on certain vehicles –to be determined by lender. **$3500 trade-in is valid on 2003 or newer vehicles with under 115k miles in drivable condition, no branded titles, less reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details.** Expiration Date – 2/28/17.

VISIT OURWEBSITE:
edrinke.com

2017 CHEVY MALIBU LT
EVERYONE LEASE FOR

$153*PER MONTHOR PURCHASE FOR
$22,995*

36MONTHS
$999DOWN STOCK #470217

2017 CHEVY VOLT LT
EVERYONE LEASE FOR

$289*PER MONTHOR PURCHASE FOR
$33,299*

36MONTHS
$999DOWN STOCK #470027

2017 CHEVY CAMARO 1LT
EVERYONE LEASE FOR

$249*PER MONTHOR PURCHASE FOR
$25,995*

39MONTHS
$999DOWN STOCK #470207

2017 CHEVY CRUZE LT
EVERYONE LEASE FOR

$59*PER MONTH OR PURCHASE FOR
$17,919*

24MONTHS
$999DOWN STOCK #470239

2017 CHEVY TRAX LS
EVERYONE LEASE FOR

$59*PER MONTHOR PURCHASE FOR
$16,689*

24MONTHS
$999DOWN STOCK #572434

2017 CHEVY EQUINOX LT
NO FIRST PAYMENTEVERYONE LEASE FOR

$59*PER MONTHOR PURCHASE FOR
$21,479*

24MONTHS
$999DOWN STOCK #572834

2017 CHEVY TRAVERSE
LSEVERYONE LEASE FOR

$129*PER MONTHOR PURCHASE FOR
$25,949*

24MONTHS
$999DOWN STOCK #TVWPQQ

WE’LL GIVE YOU A $3,500 MINIMUM FOR YOUR 2003 OR NEWER TRADE IN

2017 GMC YUKON SLE 4WD

EVERYONE LEASE FOR

$349*MONTH

PURCHASE FOR
$47,969*
STOCK #G572194

PER 36MONTHS
$1999DOWN

2017 GMC ACADIA SLE-1

EVERYONE LEASE FOR

$179*MONTH

PURCHASE FOR
$27,729*
STOCK #TVBF0Q

PER 24MONTHS
$999DOWN

2017 GMCTERRAIN SLE-1

EVERYONE LEASE FOR

$79*MONTH

PURCHASE FOR
$22,379*
STOCK #TPGFN6

NO FIRST
PAYMENT
REQUIRED

PER 24MONTHS
$999DOWN

GM CARD TOP OFF IS BACK…

GM CARD TOP OFF IS BACK…
100
YEARS
IN BUSINESS

100
YEARS
IN BUSINESS

2016 SIERRA 1500 2WD REGULAR CAB

PURCHASE FOR

2017 GMC SIERRA 4WD DOUBLE CAB SLE

EVERYONE LEASE FOR

$199*MONTH

PURCHASE FOR
$37,995*
STOCK #G571156

PER 36MONTHS
$999DOWN

2017 CHEVY SILVERADO
1500 4WD LT DBLEVERYONE LEASE FOR

$189*PER MONTHOR PURCHASE FOR
$35,269*

24MONTHS
$999DOWN STOCK #TNSB3H

NO FIRST PAYMENT REQUIRED

$25,399*

MSRP
$32,190
STOCK #G563994

LAST ONE
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*Price based upon GM employee pricing. Tax, title, license and doc fee due. No security deposit required. Excess mileage charge of $.25 per mile
over 30,000 miles. Must be a current GM lessee through GM Financial, Ally or US Bank. Lessee pays for excess wear and tear charges and a
disposition fee of $595.00 or less at end of lease. All applicable rebates to dealer. Photo may not represent actual vehicle. For qualified buyers
w/ (GMF) approved credit. Visit Prestige Cadillac for details; some restrictions apply. MRSP’s: CT6 $61,390, ATS $37,590, CTS $48,555, XTS Sedan
$46,290, XT5 Crossover $45,890. For all offers, take new delivery from dealer stock by 2/28/2017.

Prestige Cadillac
29900 VanDyke Ave.
Warren,MI 48093
PrestigeCadillac.com

Sales - 888.548.8939
Mon.& Thurs. 8:30-8
Tues.,Wed., & Fri 8:30-6,
Sat. 10-4

Service
888.548.8939
Mon. - Fri. 7:30-6
Sat. 9-2

LUXURY HAS A NEWHOME.
Prestige Tech Center Cadillac
LowMileage lease for well-qualified GMFamily lessee

Convenient Sales
& Service Hours
Open Monday
thru Saturday

$489
/MONTH

Courtesy
Transportation
Shuttle to
& from o2ice

$299
/MONTH

Complimentary
CarWash
Most cars
& light trucks

$429
/MONTH

Quality Service
You Can
Count On!
State of the Art
Diagnostic
Equipment

$459
/MONTH

New &
Pre-Owned
Service & Parts
Concierge ALL UNDER
ONE ROOF!

$359
/MONTH

Tech Center Cadillac

THE NEWCT6 AND THE NEW XT5 ARE AVAILABLE!
ATS 2017
2.0 SEDAN
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

XT5 2017
CROSSOVER
LUXURY COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

CTS 2017
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

XTS 2017
SEDAN
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

CT6 2017
3.6L AWD LUXURY COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

24 MONTH/10K PER YEAR
$3,079 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,559 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,409 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,779 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,669 DUE AT SIGNING AFTER ALL OFFERS

TAKE ADVANTAGE OFTHIS EXCEPTIONAL OFFER

10% OFF
Notvalid with any other o2er. Expires 2-28-17

CERTIFIED SERVICE

SAVE UPTO $125
OFFANYMAJOR SERVICE

Welcome to the Newly Renovated
Quality Inn and Suites of Warren!

Come see our new vision

As a premiere Choice hotel, we will make
your stay memorable and comfortable
with our fabulous amenities:

30900 Van Dyke Rd. Warren, MI 48093
PH 586-574-0550 • Fax 586-574-0750

Directly Across from theGM Tech Center

• Serta Cloud 9 Bedding
• 40 Inch Flat Screen HD TV’s
• On-Site Guest Laundry
• Suites Available
• Mini-Refrigerators in Every
Room

• Earn Choice Privileges Points

• Complimentary Hot Breakfast
• Complimentary Shuttle
(within 5 miles)

• 24 Hour Business and Fitness
Center

• Complimentary Wired and
Wireless Internet

Room Rates
Starting At

$74
Per Night

www.qualityinn.choicehotels.com

FRANKFURT, Germany (AP) –
France’s PSA Group, maker of
Peugeot and Citroen cars, says
it’s exploring a “potential acqui-
sition” of Opel, General Motors’
money-losing European busi-
ness.
PSA Group said in a statement

Feb. 14 that it was considering
“numerous strategic initiatives”
that would expand the existing
cooperation between the two
companies, and that a takeover
of Opel was one of them.
PSA Group and GM are already

involved in several joint projects
in Europe. The Detroit-based
automaker acknowledged the
talks and cautioned that “there
can be no assurance that an
agreement will be reached.”
A PSA-Opel combination would

create the second-largest carmaker
by market share in Europe, with
16.6 percent of sales according to
2016 figures. It would be second
only to Volkswagen, with 23.9 per-
cent – but would vault ahead of the
Renault-Nissan alliance with 13.9
percent.
GM has endured years of loss-

es at its European business,
which makes cars under the
Opel and Vauxhall brands.
It had hoped to reach break-

even by now, but last year posted
a loss of $257 million for the year
even as GM as a whole turned in a
robust profit of $9.4 billion.
The company’s earnings in

Europe took a $300 million hit
from the British vote to leave the
European Union. The resulting
plunge in the British pound
shrinks the dollar value of earn-
ings from its Vauxhall models in
that market.
GM CEO Mary Barra has un-

derlined the company’s commit-
ment to Opel several times in
recent years. But the unexpected

loss last year has increased pres-
sure on the company to find a
solution in Europe, and she ex-
pressed dissatisfaction with the
situation there after the compa-
ny’s most recent earnings report.
Barra said on a conference call

that “without the negative im-
pact of Brexit we would have
achieved break-even in 2016.”
“We aren’t satisfied with these

results,” she said, “and the team
is focused on mitigating the ef-
fect through further cost efficien-
cies” and new models.
GM Chief Financial Officer

Chuck Stevens said the company
expected only a “relatively flat
performance” in Europe this
year.
Opel has struggled to control

costs due to stronger worker
protections in Europe that make
it harder to adjust production
capacity to demand than in the
U.S. or other locations. Opel and
Vauxhall also face tough compe-
tition for sales of less profitable
mass-market vehicles.
Opel has had success with

models such as the Mokka small
SUV, and sales rose 4 percent last
year. Its mainstay Astra model,
which competes with the Volk-
swagen Golf, won the European
Car of the Year award at the
Geneva auto show.
But it lacks larger SUV models

that would bring fatter profits.
GM and PSA Group formed an

alliance in 2012 but in 2013 GM
announced it was selling its
stake.
In 2009, GM agreed on a sale of

a majority stake in Opel to Cana-
dian car parts firm Magna Inter-
national and Russian lender
Sberbank but called the deal off
as GM’s fortunes improved
following its bankruptcy restruc-
turing.

General Motors Considering
Selling Opel to Peugeot
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Chevrolet introduced the
brand’s new Redline special edi-
tion series at the Chicago Auto
Show last week.
Available on nine Chevrolet

cars, trucks and crossovers, Red-
line is the broadest cross-portfo-
lio special edition ever offered by
the brand, said GM spokesman
Kyle Suba.
Redline made its debut in con-

cept form at the 2015 SEMA Show
in Las Vegas, Suba said. Inspired
by a strong positive reception
from customers and the success
of special editions across the
portfolio, Chevrolet expanded
Redline across nine vehicles in
the car, truck and crossover seg-
ments:
• Cruze LT (sedan and hatch-

back);
• Malibu LT;
• Camaro LT/SS (coupe and

convertible);
• Trax LT;
• Equinox LT;
• Traverse Premier;
• Colorado LT;
• Silverado Double Cab LT

Z71, Crew Cab LTZ Z71.
“Redline is another example of

Chevrolet bringing SEMA con-
cepts to showrooms,” said Brian
Sweeney, U.S. vice president of
Chevrolet. “The SEMA show has
proven to be a great way to iden-
tify customization trends in the
industry, and quickly apply those
trends to our most popular
Chevrolet models. Based on the
strong interest Redline attracted
at the show, we believe they will
be very popular with customers
looking for standout cars, trucks,
and crossovers.”
All Redline vehicles are

equipped with black wheels fea-
turing distinct red hash marks,
black nameplates with a red out-
line, blacked-out grilles and black
Chevrolet bowtie logos.
From there, vehicles feature

design elements tailored to the

preferences of those specific cus-
tomers. For example, the Silvera-
do and Colorado Redlines feature
red tow hooks, while Camaro
Redline features unique black
hash marks above the wheels, a
design cue taken from Chevy’s
long heritage in motorsports.
“Our special edition lineup has

been popular with customers
and dealers alike,” said Sweeney.
“Since the introduction of special
editions on vehicles like the Sil-
verado and Camaro, vehicle av-
erage transaction prices have in-

creased, time to turn has de-
creased, and conquest rates
have risen, which has con-
tributed to making Chevrolet the
fastest-growing brand in the in-
dustry two years in a row.”
Silverado Redlines are the first

available for purchase; orders
can be placed at Chevrolet deal-
erships now, Suba said.
As to the availability of the ve-

hicles, all Redlines will be avail-
able for purchase by the end of
2017 calendar year, Sweeney
said.

Chevrolet Creates Special ‘Redline’ Vehicles

Sweeney talks about GM’s Redline vehicles at the Chicago Auto Show.

LONDON (AP) – Britain’s busi-
ness secretary says he had con-
structive talks with the president
of General Motors amid alarm
that thousands of jobs could be
lost by the possible takeover of
GM’s Opel division by France’s
PSA Group.
GM’s Dan Amman spoke with

Business Secretary Greg Clark
and the Unite’s union’s Len Mc-
Cluskey about the consequences
about PSA’s possible takeover of
GM’s loss-making Europe opera-
tions.

Clark said Feb. 16 he was reas-
sured by GM’s intention “to build
on the success of these opera-
tions rather than rationalize
them.”
Opel’s British brand, Vauxhall,

employs 4,500 people at plants in
Ellesmere and Luton.
McCluskey urged the govern-

ment to back Vauxhall – just as it
did for rival automaker Nissan to
ensure the Japanese automaker
kept operations in the U.K. once
Britain leaves the European
Union.

Britain Nervous Over Opel Situation
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