
by Jim Stickford

Fiat Chrysler held a special
“matchmaking” event close to
Valentine’s Day and during Black
History Month designed to bring
together black-owned Michigan
businesses with company offi-
cials.
Fiat Chrysler holds regular

“matchmaking” events to build
relationships with potential sup-
pliers, said Fiat Chrysler spokes-
woman Kaileen Connelly.
The company has a strong

commitment to supporting a di-
verse supplier base, she said.
“The events are very well

attended and that is actually
something of a problem,” said

Connelly. “It can be very easy for
a potential supplier to get lost in
the crowd.
So when Fiat Chrysler’s Suppli-

er Diversity Group came up with
the idea of holding mini-match-
maker events aimed at specific
demographics – African Ameri-
cans, women, Latinos, veterans –
having the first matchmaking
session be for African Americans
during February, also known as
Black History Month made per-
fect sense, Connelly said.
The first event took place on

Feb. 20 at Fiat Chrysler head-
quarters in Auburn Hills. Marvin
Blake Washington, director and
head of Body, Exterior and Raw
Materials Purchasing, along with

Dr. Kenneth L. Harris, president
and CEO of the Michigan Black
Chamber of Commerce, were
among those who put the first
Black Supplier Engagement Fo-
rum together.
Washington credited Kevin

Bell, who is in charge of Supplier
Diversity, for coming up with the
original idea.
The forum builds on Fiat

Chrysler’s long commitment to
supplier diversity, Washington
said. Since 1983, the company
has purchased goods and servic-
es from minority suppliers worth
more thatn $60 billion.
More than 50 certified African-

FCA Holds Year’s First Supplier Mini-Matchmaking Event

®Detroit AutoScene®

VOL. 85 NO. 7 FEBRUARY 27, 2017ESTABLISHED 1933 AS NEW CENTER NEWS AND 1983 AS OAKLAND TECH NEWS

“F IRST IN THE HEAR T OF DETROIT”

info@detroitautoscene.com

View This Week’s Edition at http://DetroitAutoScene.com

Harris, left, and Washington at first forum.

2017 Camaro ZL1 takes the test track at record speed – up to 198 mph.

For American production line
cars, there’s fast and then there’s
Camaro-fast – proven on a track
in Germany.
The 2017 Camaro ZL1 Coupe

has a top speed of 198 mph, said
GM spokesman Ron Kiino.
Chevrolet tested the max veloci-
ty of the ZL1 (with 10-speed auto-
matic) on the High Speed Oval at
Germany’s Automotive Testing
Papenburg GmBH proving
ground. Compensating for wind
speed, the top speed is the aver-
age achieved from running the

ZL1 in both directions on the 7.6-
mile loop – 202.3 mph in one di-
rection and 193.3 mph in the oth-
er direction, Kiino said.
“This test caps an impressive

list of performance stats for the
Camaro ZL1, which was designed
to excel at everything,” said Al
Oppenheiser, Camaro chief engi-
neer. “It’s the most capable – and
fastest – Camaro ever.”
The Papenburg testing was

conducted on the ZL1’s produc-
tion Goodyear Eagle F1 Supercar
3 tires with pressure set at 44 psi,

the recommended setting for ex-
tended high-speed driving. The
car’s only deviations from stock
were mandatory safety equip-
ment and data-logging equip-
ment.
Papenburg’s high-speed oval

features 2.5-mile straights and 1.3-
mile turns with 49.7-degree bank-
ing on the top lane. The steep
banking allowed Chevrolet test
drivers to run the ZL1 flat out
around the track without lifting

Fast is Spelled C-A-M-A-R-O

DETROIT (AP) – Technology
glitches, including Bluetooth
phone pairing and misunder-
stood voice commands, put a
dent in car and truck reliability
scores in a major survey of auto-
mobile owners.
Lexus and Porsche tied for the

top spot, leading all brands for
dependability in the survey re-
leased Feb. 23 by the consulting
firm J.D. Power. But electronic
problems caused trouble across
the industry, pushing the aver-
age up to 156 problems per 100
vehicles. That’s four problems
higher than last year and the
highest number since J.D. Power
changed scoring methods in
2015.
Toyota, Buick and Mercedes-

Benz rounded out the top five
most dependable brands, while
Fiat, Jeep and Infiniti were the
least reliable, according to the
survey.
The J.D. Power study, now in

its 28th year, questioned 35,186
owners of 2014 model-year
vehicles about problems they

have had in the past 12 months.
In addition to technology trou-

ble, complaints about battery
failures jumped by 44 percent
compared with last year. Batter-
ies were the most frequently re-
placed part not related to normal
wear, the study found.
That’s because people are buy-

ing vehicles with more electric
features such as power seats and
high-end audio systems, plus
automakers are converting
mechanical devices such as pow-
er steering to electric power, said
Dave Sargent, J.D. Power’s vice
president for global automotive.
Also, in an effort to save fuel by
reducing drag on the engine,
automakers aren’t fully charging
batteries in some cases, Sargent
said. “It seems like that maybe
isn’t going as well as they would
like,” he said.
The study found that main-

stream brands are catching up
with luxury and niche brands
with excellent reliability.
Of the top 10 brands, five are

considered mainstream. Besides

Toyota and Buick, Hyundai (6th),
Chevrolet (8th) and Honda (9th)
made the top 10. Luxury brands
BMW (7th) and Jaguar (10th)
also were high in the rankings.
The scores are important, be-

cause buyers who are unhappy
with their vehicles are less likely
to buy a future vehicle from the
same brand. “We find buyers are
increasingly avoiding models
with poor reputations for de-
pendability, so manufacturers

can’t afford to let quality slip,”
Sargent said.
Automakers have struggled for

nearly a decade to perfect elec-
tronic systems that link phones
and handle voice commands.
J.D. Power said the audio com-

munication entertainment-nav-
igation category caused the most
problems in the survey, account-
ing for 22percent of complaints,

Battery, Tech Complaints Mar Reliability, Customers Say

2016 Buick Verano

Hiroto Saikawa

Cargo floorboard in new Ford EcoSport features honeycomb material.

Being busy as a bee isn’t just a
saying at Ford. The company is
actually taking some engineering
cues from bees, said Ford
spokeswoman Becky Sanch.
Honeybees didn’t actually cre-

ate the four-way parcel shelf for
the new EcoSport cargo area, but
they did lend their design to the
recycled paper honeycomb ma-
terial that gives the shelf its un-
usual strength, Sanch said.
“The hexagonal design of

honeycomb is a testament to

nature’s ingenuity,” says Mike
Mazzella, Ford EcoSport assis-
tant chief engineer. “Not only is it
strong, it’s superlight. Customers
can slide the shelf into multiple
different slots like an oven rack;
even store it on the back of the
seats. It helps make EcoSport
super-flexible in everyday use.”
Honeycomb is one of several

useful details that make the
EcoSport an engineering and

The Ford Buzz – EcoSport’s
New Honeycomb Material
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TOKYO (AP) – Carlos Ghosn,
who leads Nissan and Renault,
has tapped Hiroto Saikawa, a vet-
eran Japanese executive at Nis-
san, to replace him as chief exec-
utive at the Japanese automaker,
although Ghosn will stay on as
chairman.
Nissan Motor Co., based in

Yokohama, made the announce-
ment in a statement Feb. 23. The
appointment, effective April 1,
will be up for shareholders’ ap-
proval in June.
The move does not signal a

smaller role for Ghosn. Besides
leading the Nissan-Renault al-
liance, Ghosn is also chairman at
scandal-ridden Japanese auto-
maker Mitsubishi Motors Corp.,
in which Nissan took a control-
ling stake last year. And Ghosn
said he needs to focus on the ex-
panded three-automaker alli-
ance.
Ghosn, sent in by Renault SA

of France in 1999, led near-bank-

Saikawa Named
To Replace Ghosn
As Chief Executive
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off the throttle in the turns.
“The ZL1 was developed with

high-speed performance in mind,
incorporating a balanced aerody-
namic package that reduces lift
without significantly affecting
drag,” said Oppenheiser. “After
testing the car in standard set-
tings, which produced the 198-
mph average, we set the front
and rear camber adjustments to
0 degrees and the tire pressures
to the maximum allowable side-
wall pressure, and saw the ZL1
average over 200 mph.”
Special aero features include a

stanchion rear spoiler that offers
an advantageous lift/drag ratio
compared to a blade-style rear
spoiler, and a patent-pending

auxiliary transmission oil cooler
cover that reduces front-end lift
with no drag penalty, Kiino said.
The front-to-rear aero balance
was also fine-tuned for high-
speed stability.
Additional performance capa-

bilities of the ZL1 Coupe tested
with the available 10-speed auto-
matic transmission include:
• 0-60 mph in 3.5 seconds;
• Quarter-mile in 11.4 seconds

at 127 mph;
• 1.02g max cornering;
• 60-0 mph braking in 107 feet.
The 650-horsepower, super-

charged LT4 engine powering the
ZL1 is matched with a standard
six-speed manual transmission
with Active Rev Match or an
available, new 10-speed automat-
ic transmission. Additional fea-
tures include:
• Magnetic Ride Control;
• Electronic limited-slip differ-

ential (coupe only);
• Goodyear Eagle F1 Supercar

3 summer-only tires measuring
285/30ZR20 in front and
305/30ZR20 in the rear;
• 20-inch forged aluminum

wheels;
• Brembo brakes with six-pis-

ton Monobloc front calipers and
two-piece rotors.
The 2017 Camaro ZL1 is based

on GM’s Alpha platform, which it
shares with the Cadillac ATS and
CTS. It replaces GM’s Zeta plat-
form and was developed under
the leadership of GM engineer
Dave Leone to be light and com-
pact while still being able to han-
dle both rear and all-wheel drive
configurations.
The 2017 Camaro ZL1 starts at

$63,435 for a coupe with the man-
ual transmission (price includes
$995 destination and $1,300 gas
guzzler tax) and $65,830 for a
coupe with the 10-speed auto-
matic (includes $995 destination
and $2,100 gas guzzler tax).
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WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

248.332.8326
1153 Baldwin Rd • Pontiac • www.jimdouglasautosales.com

You’ll Get Your Tax Break
Plus 100’s if not 1,000’s More

BRAKE SPECIAL

$22995
Most F.W.D. U.S. Cars • In-store offer ends 3-31-17

Check Our Price on
Tune Ups, Water Pumps,

Heater Cores & Other Repairs

DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

3-31-17

MMMMAAAAKKKKEEEE UUUUSSSS YYYYOOOOUUUURRRR FFFFIIII RRRRSSSSTTTT CCCCHHHHOOOOIIIICCCCEEEE

WARREN • 586-757-7203

$2336

MUFFLER & BRAKE SERVICE
23252 VAN DYKE
3 Blocks North of 9 Mile

HOURS: Mon.-Fri. 7:30am-5pm; Sat.-Closed

• Front Premium Disc Brake Pads

• 2 New Front Rotors

• Labor Included

RRAADDIIAATTOORR PPOOWWEERR
FFLLUUSSHH && FFIILLLL CCOOOOLLAANNTT SSYYSSTTEEMM

$7995
Most F.W.D. U.S. Cars • In-store offer ends 3-31-17

Extended Life
Coolant 

& G05 Extra

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

up from 20 percent last year.
The survey didn’t include any

vehicles with Apple CarPlay and
Android Auto, which automakers
have recently allowed into their
in-dash systems. Both mimic the
user’s phone on the car touch
screen.
Sargent said he expects them

to cause more problems at first
as drivers become confused
about whether they are using
the phone system or the car’s
electronics.
Lexus and Porsche tied as the

top brands, with 110 problems
per 100 vehicles. Toyota moved
up one position, to third, with
123 problems, followed by Buick
at 126 and Mercedes-Benz at 131.
Hyundai was the most improved
brand, jumping from 19th to
sixth place, reducing problems
per 100 vehicles by 25 to 133.
The study also ranks brands

by market segment. Segment-lev-
el winners included the Camry
for most dependable midsize car
while Toyota’s FJ Cruiser was
the top Compact SUV. Ford’s F-
150 was the most reliable pickup
truck.
General Motors had four seg-

ment winners in the J.D. Power
list.

J.D. Power Issues
Study Results

On Auto Quality
CONTINUED FROM PAGE 1

Camaro ZL1 Proves to be High-Powered Speed Machine

2017 Camaro ZL1

CONTINUED FROM PAGE 1

Wanting to lend a helping
hand, the Metro Detroit Chevy
Dealers Association is collecting
items for the Detroit Capuchin
Services Center’s “Truckloads of
Hope” fundraising effort.
“Every quarter, dealerships of

the association try to help out
one single charity,” said Jenna
Popp, marketing manager for
Heidebreicht Chevrolet in Wash-
ington Township. “Right now, we
are collecting items from our
staff and customers for the
Capuchin Services Center. We
will be collecting items until
March 6.”
Those who wish to donate

items can drop them off at partic-
ipating Metro Chevrolet Associa-
tion dealerships, Popp said.
In fact, the cause is so good

that the dealership’s owner, Kurt
Heidebreicht, has decided to
spend $2,000 of his own money
to purchase items for the Ca-
puchin Services Center, Popp
said.
“Yeah, a bunch of us at the

dealership went to a Target and
bought $2,000 worth of goods
and they will be donated to the
Capuchin Services Center after
March 6,” Popp said.
The Capuchin Services Center

is looking for household items
such as hand and bath towels,
shampoo, soap, toothbrushes,
toothpaste, sheets, laundry de-

tergent, paper towels, baby
wipes, diapers and blankets,
Popp said.
To learn more about the Truck-

loads of Hope campaign, people
can go to http://chevy-
detroit.com/truckloads-of-hope,
said Popp.

Local Chevrolet Dealers Helping Out Capuchin Charity

Staff at Heidebreicht Chevrolet show off some of the items they’ve collected for the Capuchin Services Center.

WASHINGTON (AP) – GM is
trying to persuade state lawmak-
ers to approve self-driving car
rules that would benefit the
automaker while potentially
keeping its competitors off the
road.
GM denies trying to freeze out

other brands, but legislators in
four states say GM lobbyists
asked them to sponsor bills that
the company’s competitors con-
tend would do just that.
The bills provide a blueprint

for automakers to make self-dri-
ving cars available to the public
through on-demand ridesharing
apps rather than direct sale.
Tech companies like Alpha-

bet’s Waymo and ride-sharing
companies like Uber say the
measures could prevent them
from deploying self-driving cars,
because they require the vehi-
cles be owned by an automaker.
Some OEMs of partially self-

driving cars say they agree.

GM Seeking Laws
On Self-Driving

http://www.detroitautoscene.com
mailto:info@detroitautoscene.com


American business owners from
the Michigan Black Chamber of
Commerce came for a half-day
program with sessions led by
representatives from Bank of
America, Merrill Lynch and Plun-
kett and Cooney. Topics included
succession planning and access
to capital. Ralph Gilles, head of
Design at Fiat Chrysler, was also
an executive sponsor of the fo-
rum.
“The Black Supplier Engage-

ment Forum offers attendees a
better chance to make more di-
rect connections with people at
Fiat Chrysler,” Washington said.
“We need events like this to

provide our members with better
access to companies like Fiat
Chrysler,” Harris said. “More im-
portantly, we can use this as an
opportunity to educate our mem-
bers on issues that face African
American businesses. Which is
why we have representatives
from Bank of America, Merrill
Lynch and Plunkett and Cooney
to talk about the topics of suc-
cession planning and access to
capital.”
African American businesses

in Michigan have grown greatly –
three times the rate of business-
es overall – in the past few years,
Harris said. The number of such
businesses in the state have gone
from 70,000 to 106,000 between
2007 and 2012.
“Look at the city of Detroit,”

Harris said. “It’s started to see

growth in Black businesses. In
2012 there were 49,0000. They
range over all kinds of
industries. African American
auto supplier businesses num-
ber about 450 and range from
Tier I to Tier IV. Some employ
only a few people, but others
employ many. We want to make
sure that they can grow within
the Fiat Chrysler supplier net-
works.
“And this forum can give them

exposure and access to the com-
pany. They can meet with people
at the top who make the deci-
sions. This is a company that is a
leader in this field and realizes
that the county’s demographics
are changing.”
Washington added that one of

the reasons the importance of a
succession plan was a topic of
discussion is because few Black
businesses have been able to
transcend to the second or third
generations of a family. It’s a top-
ic many people don’t like to think
about.
And the success of Black busi-

nesses has resulted in children
who become doctors or lawyers
and don’t want to take over the
family business. That needs to be
dealt with through planning,
Harris said.
And Black businesses need ac-

cess to capital, which is why they
invited Bank of America and
Merrill Lynch to send speakers,
Washington said.
“What we’re looking for is cre-

ative new ideas and suppliers

who can get them to us,” Wash-
ington said.
“The auto industry is undergo-

ing massive changes and we’re
looking for people with new
ideas.”
Getting in business with new

suppliers isn’t always about
price, Washington said. Quality
of product is important.
He cited as an example of that

the work done for Fiat Chrysler by

retired Detroit Piston Vinnie John-
son. His company, Piston Group,
makes suspension modules and
does assembly of suspension
modules for Fiat Chrysler.
These parts are not cheap, but

they are of high quality, said
Washington.
“I would say that most Michi-

ganders are familiar with how im-
portant the car industry is for
the state,” Harris said. “But they

don’t always know how to en-
gage with the business and cre-
ate access with the right people.
“Here, they will be meeting the

people that make the decisions
concerning which suppliers to
do business with.
“When potential suppliers see

top-down decision that energizes
a niche segment of suppliers, it’s
a win-win for everyone on both
sides of the supply chain.”

CONTINUED FROM PAGE 1
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Harris speaking about how African American businesses can adapt to changing times.

FCA Holds Year’s First Supplier Mini-Matchmaking Event

design powerhouse – a highly
functional package in a vehicle
just smaller than Ford Escape,
Mazzella said. The adjustable
floorboard will debut as a new
feature when EcoSport arrives
early next year.
Resin-reinforced honeycomb

has a truly phenomenal strength-
to-weight ratio, underscoring
EcoSport’s capability to go small
but live big. The shelf weighs a
scant six pounds, yet it is rated
to handle nearly 700 pounds
across a 38.5-inch-by-25.25-inch
surface. In other words, this slip
of a shelf can hold innumerable
combinations of heavy items.
For years, honeycomb has

been used to create the strong
structure under the skins em-
ployed in high-end sporting
equipment like skis, as well as
aerospace frames. To create the
adjustable floorboard for the
new Ford EcoSport, a layer of
hexagon-shaped cells made of
100 percent recycled paper and
water-based glue is sandwiched
between two layers of composite
material. It’s able to hold more
than 100 times its six-pound
weight in cargo.
The parcel shelf can hold any

of four positions in the cargo
area to best suit a driver’s needs:
• In the lowest position, it

serves as a load floor for maxi-
mum storage.
• In the middle position, it

creates a secure storage area be-
neath the floorboard.
• In the high position, the area

underneath increases to create a
cargo floor that lines up with the
fold-flat second-row seats.
• Removed and stored verti-

cally against the back of the sec-
ond-row seats.

Ford Launches
Designs Using
Bee Engineering
CONTINUED FROM PAGE 1



As the old saying goes, if you
can’t bring Muhammad to the
mountain, bring the mountain to
Muhammad.
Which is what Fiat Chrysler is

doing with its World Class Manu-
facturing program.
The company unveiled plans

Feb. 21 to officially open a
fourth installment of its World
Class Manufacturing Academy
(WCMA) in the Hoosier State this
March, said Fiat Chrysler spokes-
woman Jodi Tinson.
Branded “WCMA Indiana,” the

$2.1 million program, funded by
Fiat Chrysler and the UAW, will
serve employees from all five
area facilities at two locations:
the Tipton Transmission Plant
(TTP) and the UAW National
Training Center (NTC) Kokomo.
“In Indiana, we are harvesters,

so it is only natural that we apply
our skills in nurturing and culti-
vating to our manufacturing
workforce,” said Lori Hoback,
FCA US co-lead – WCMA Indiana.
“FCA US and the UAW have a

responsibility to develop the cur-
rent and next generation of work-
ers to continue supporting the
production of some of the
world’s most recognizable auto-
motive brands. When we invest
in our people, we invest in our
products and our customers.
Everyone wins.”
Because Indiana is the hub for

the automaker’s transmission
and casting production, the new
Academy will serve as an ideal
training program for the 8,200
Kokomo and Tipton-based em-
ployees. The curriculum has
been specifically developed to
meet the unique needs of this
specialized workforce. Pilot
classes began in January 2017 to
help finalize the new curriculum
and certify the trainers and facil-
itators.
“The UAW and FCA US under-

stand the significance of invest-
ing in and empowering our peo-
ple, which are equally as impor-
tant as investing in equipment
and products,” said Cherylene
Hough, UAW co-lead – WCMA In-
diana. “We are all thrilled about
opening the WCM Academy here
in Indiana. As a team, we are
eagerly preparing to develop the
finest local manufacturing talent
in the industry.”
The Tipton location will repli-

cate the original Academy locat-
ed in Warren, Mich., with hands-
on training in a flexible, open
concept environment. Employ-
ees learning at this location will
share the benefit of immediate
application through actual floor
experience at any one of the five
local plants. The NTC location
will focus on technical training
geared toward skilled trades and
engineering groups in partner-
ship with Indiana University, Pur-
due University and Ivy Tech
Community College.

This is the fourth installment
of the WCM Academy since the
opening of its flagship operation
in January 2012, Tinson said.
Since then, the WCMA has tak-

en its training on wheels with the
WCMA Mobile Unit in 2013,
bringing its core curriculum right
to the plant floors for more im-
mediate learning. A year later,
the Warren Academy underwent
a 15,000-square-foot expansion
and also established a satellite
facility in Saltillo, Mexico.
World Class Manufacturing is a

methodology that focuses on
eliminating waste, and improving
quality and safety in a systematic
and organized way. WCM en-
gages the workforce to provide
and apply suggestions on how to
improve their jobs and their
plants, promoting a sense of
ownership.
WCM was first implemented by

Fiat in 2006 and introduced to
Chrysler Group as part of the al-
liance between the two compa-
nies in June 2009, Tinson said. As
of September 2016, all five Indi-
ana facilities have earned bronze
designations in implementing
WCM and are working toward
achieving silver status, making
the training at the WCMA Indiana
crucial to their success.
Since 2009, FCA US has com-

mitted investments of more than
$1.9 billion and added more than
4,100 new jobs to its Indiana
transmission operations.
The five Kokomo- and Tipton-

area manufacturing plants (Koko-
mo Transmission, Kokomo Cast-
ing, Indiana Transmission I and II,
and Tipton Transmission) pro-
duce the four-, five-, six-, eight-,
and nine-speed transmissions
powering some of the company’s
most recognizable vehicles in-
cluding the Chrysler 300, Jeep
Grand Cherokee, Dodge Grand
Caravan, and Ram pickup, Tin-
son said. TTP is the manufactur-
ing site for the innovative eFlite
dual-motor electrically variable
transmission that powers the
2017 Chrysler Pacifica Hybrid.
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Must qualify for Chrysler Employee Advantage discount for all sale prices and lease payments. *Plus tax, title, license, CVR and doc fee and destination charge. **All leases based on 10,000 miles per year. Plus tax, title,
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USE YOUR UAW
RETIREES VOUCHER
FOR UP TO $1000

SALE PRICE
$19,998

2017 JEEP
PATRIOT High Altitude 4X4

LEASE FOR
$1999 DOWN
MSRP $27,735

$86*
36 MO.
10K

2017 CHRYSLER
300S AWD

LEASE FOR
$1999 DOWN
MSRP $39,270

$154*
24 MO.
10K

2017 RAM
1500 SLT Crew Cab 4x4

LEASE FOR
$1999 DOWN
MSRP $45,810

WITH RETURNING LEASE

$148*
24 MO.
10K

2017 DODGE
JOURNEY GT FWD

LEASE FOR
$1999 DOWN
MSRP $33,635

$126*
24 MO.
10K

• Saturday 9:00AM-2:00PM

SALE PRICE
$24,353

Chrysler’s Tipton, Ind., transmission plant where employees will learn new ways to work.

Chrysler Trainers to Teach at Indiana Plants

Fiat Chrysler has released the
names of the 387 Chrysler, Jeep,
Dodge, Ram and Fiat dealerships
that have earned certification as
2017 Customer First Award for
Excellence winners.
These 387 dealerships succeed

the inaugural group of 124 deal-
erships who earned their certifi-
cation in 2016, said Fiat Chrysler
spokesman Ralph Kisiel. By
achieving this elite status, these
Fiat Chryser dealerships will be
recognized by consumers as
leaders in customer sales and
service experience. The winning
dealerships account for 24 per-
cent of Fiat Chrysler retail sales
volume in the U.S.
“Our dealers are striving to not

just improve the customer expe-
rience in their facilities, but to
become the industry leaders in
customer satisfaction on both
the sales and service sides of the
business,” said Al Gardner, head
of Dealer Network Development,
FCA – North America.
“We now have triple the

amount of winning dealerships
that may proudly market them-
selves as Customer First Award
for Excellence achievers. Con-
sumers will know that they are in
a Customer First dealership from
the logos, but more importantly,
they will experience the evolu-
tion of these elite stores.”
Fiat Chrysler created the Cus-

tomer First Award for Excellence
with its dealer partners and J.D.
Power to improve customer sat-
isfaction with Chrysler, Jeep,
Dodge, Ram and Fiat dealerships
in the United States with a specif-
ic focus on the sales and service
experience, employee training
and facility condition, Gardner
said.
“Mopar congratulates Cus-

tomer First dealers who have

demonstrated an elite commit-
ment to serving customers
throughout the entire life of their
vehicles,” said Pietro Gorlier,
head of Parts and Service
(Mopar). “Mopar shares their un-
wavering commitment to their
customer-first philosophy, and
we’ll continue to support them
through an extensive portfolio of
authentic parts and accessories,
innovative service lane technolo-
gy, such as wiADVISOR, and the
full dedication of our technical
and training staff.”
All 2,600 Chrysler, Jeep, Dodge,

Ram and Fiat dealerships are eli-
gible to pursue and earn this
award on an annual basis, Kisiel
said. Dealerships must achieve
stringent goals in five core “pil-
lars” to earn the coveted Cus-
tomer First Award for Excellence
designation:
• Facility Certification – Facili-

ty provides a clean, comfortable
environment for customers;
• Performance Measures –

Dealership has achieved highest
levels of customer-oriented sales
and service goals;
• Training Certification – Em-

ployees have received the high-
est level of required FCA-certi-
fied training;
• Employee Surveys – Com-

pleted to promote the voice of
your employees and a customer-
driven culture;
• Process Validation – Certi-

fied sales and service processes
that support excellence in cus-
tomer handling.
The Customer First Award for

Excellence initiative was rolled
out to dealerships in October
2015, Kisiel said. Dealership staff
participated in cross-country
workshops where they learned
of award requirements and deal-
ership best practices.

Fiat Chrysler Recognizes
Dealerships for Excellence

Unique Fabricating, Inc. of
Auburn Hills, which engineers
and manufactures multi-material
foam, rubber, and plastic compo-
nents utilized in noise, vibration
and harshness management and
air/water sealing applications for
the automotive and industrial ap-
pliance market, released its pre-
liminary financial results for the
fourth quarter and 12 months
ended Jan. 1, 2017.
The company reported rev-

enue of approximately $170 mil-
lion for 2016 and adjusted dilut-
ed earning per share of about 78
cents, compared to 88 cents for
2015.
Fourth quarter revenue for

2017 was $43.7 million, said

Unique Fabricating spokesman
Brett Maas.
“2016 was highlighted by

record revenues, strong market
demand, the launch of new pro-
grams and the integration of an
accretive acquisition,” said John
Weinhardt, CEO. “The invest-
ments we are making to scale our
operations and manufacturing
capabilities were ongoing
throughout 2016 as we worked
diligently to stay ahead of the de-
mand curve, scale our produc-
tion facilities and improve pro-
ductivity.
“A key component to the man-

agement of our growth is the in-
stallation of new equipment at
several of our facilities.”

Unique Fabricating Reports Finances
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The Mopar-powered machines
out of the Don Schumacher Rac-
ing (DSR) stable were the undis-
puted stars of the 57th NHRA
Winternationals Feb. 12.
Matt Hagan won the Funny Car

portion of the event in his Mopar
Express Lane Dodge Charger
R/T, while Leah Pritchett claimed
the Top Fuel crown in her Papa
John’s Pizza/Mopar Pennzoil
Dragster. The win was the 23rd
of Hagan’s career, while Pritchett
earned her second Top Fuel Wal-
ly.
Hagan was the No. 1 qualifier

in Funny Car on Feb. 11, tying
both his national elapsed time
and top speed records. He then
worked his way through the lad-
der on Feb. 12, defeating two
Mopar Dodge teammates en
route to facing Courtney Force in
the final. Hagan laid down an
elapsed time of 3.875 seconds at
330.07 mph in the left lane to win
the title.
All four DSR Funny Cars ad-

vanced to the second round,
with Hagan moving on to face de-
fending event winner and 2016
champion Ron Capps in the
semifinals. Hagan bettered his
Mopar teammate after Capps
redlit at the starting line.
Hagan’s run was not without

drama, however, as his car broke
loose and he nearly crossed the
center line before getting the ma-
chine righted. Hagan beat Jeff
Diehl in the first round, then won
the matchup against teammate
Jack Beckman in the Infinite
Hero Dodge Charger R/T in
round two. Beckman had defeat-
ed Cruz Pedregon in the first
round. Tommy Johnson Jr. and
his Make-A-Wish Dodge Charger
R/T defeated Alexis DeJoria in
the first round before being best-
ed by John Force.
In Top Fuel, Leah Pritchett

could not have scripted a better
homecoming. A native of the
Southern California town of Red-
lands, Pritchett won her second
career national event in Top Fuel
in her third career final round.
She bested Doug Kalitta from

the right lane with a pass of
3.711 seconds at 324.98 mph.
Pritchett was also the first fe-
male No. 1 qualifier in Top Fuel
at the Winternationals since the
legendary Shirley Muldowney
accomplished the feat in 1977.

Mopar-Powered
Vehicles Win
Big at NHRA

HARTFORD, Conn. (AP) – Elec-
tric car maker Tesla Motors is
making another push to sell its
vehicles directly to Connecticut
consumers.
The Connecticut legislature’s

General Assembly’s Transporta-
tion Committee is considering a
bill this session that would allow
the Department of Motor Vehi-
cles commissioner to issue new
or used car dealer’s licenses to
electric vehicle manufacturers
without a franchise agreement in
the state.
Tesla has been lobbying for

several years to open retail out-
lets in Connecticut. State law
currently prevents a vehicle
manufacturer from also being a
retailer.
This year’s bill does not place

specific limits on how many loca-
tions Tesla might open. Jonathan
Chang, the company’s deputy
general counsel, told lawmakers
Feb. 22 those decisions will be
market-driven.
The Connecticut Automotive

Retail Association has opposed
Tesla’s efforts to sell directly to
consumers.
The organizaton has stated

that the company should partici-
pate in the existing franchise
system.

Tesla Motors
Lobbies for

Direct Selling
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A more detailed view of the 2018 Dodge Demon is coming.

Dodge will introducing the new
2018 Challenger SRT Demon at
the upcoming New York Auto
Show, and some lucky fans will
be able to attend.
First, Dodge started releasing

pre-reveal teaser videos, giving
its followers rare and unique in-
sight into the new 2018 Dodge
Challenger SRT Demon across its
official social channels, said Fiat
Chrysler spokeswoman Eileen
Wunderlich. Now, the brand will
be inviting a limited number of
its loyal social media fans to at-
tend the hotly anticipated ulti-
mate muscle car’s reveal during
New York Auto Show week this
April in the week before Easter.
“Our Dodge//SRT fans are

among the most enthusiastic and
socially engaged in the automo-
tive industry,” said Tim Kuniskis,
head of Passenger Cars, Dodge,
SRT, Chrysler and FIAT, FCA
North America. “They also have
an insatiable appetite for any
news about Dodge//SRT prod-
ucts. Building uniquely branded
content, such as ifyouknow-
youknow.com, is just one of the
many ways that our enthusiasts
can share in the excitement and
also gives them the opportunity

to customize the content to
make it their own.
“Inviting fans to attend the re-

veal of the all-new 2018 Dodge
Challenger SRT Demon in New
York is our way of saying ‘thank
you’ for being a vital part of
Dodge and SRT.”
Since Jan. 12, 2017, fans have

been given glimpses into the
Dodge Challenger SRT Demon
through the pre-reveal teasers,
Wunderlich said.
The videos have Dodge//SRT

enthusiasts buzzing, sharing the
content, deciphering clues about
the videos’ meaning, and creat-
ing their own custom content
from the teasers. Fans have been
invited to check out the ifyou-
knowyouknow.com website,
where they can find weekly up-
dates and can access and share
content.
“We haven’t contacted anyone

yet with invitations,” Wunderlich
said. “We will be sending them
out via social media. Those who
receive an invite will have the op-
portunity to be at a major auto
show and see the roll-out of an
exciting new project. This is an
honor usually reserved for peo-
ple in the media.

Dodge to Debut SRT Demon
At New York Auto Show

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 differ-
ent 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 include 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.

Vehicle Popularity Gives Buyer Opportunities

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

sustains 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 readi-
ness, 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 command-

ing general and myself, and we
look forward to what will most
certainly be her positive contribu-
tions to the Command,” said Brian
Butler, U.S. Army TACOM’s deputy
to the commanding 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 Acqui-

sition 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 Selects New ILSC Exec Director

MarionWhicker

Art Van Furniture has opened
the application process for chari-
ties across the Midwest to com-
pete in its ninth annual Art Van
Charity Challenge, said Art Van
spokeswoman Diane Charles.
The three-week campaign will
once again be championed by re-
turning Art Van Charity Chal-
lenge Ambassador model Cindy
Crawford, with the winning chari-
ty receiving a $100,000 grant
from Art Van Furniture.
“Our success at Art Van Furni-

ture is deeply rooted in our com-
mitment to giving back just as
much as we have received from
the communities we serve,” said
Kim Yost, Art Van CEO. “We are
excited to see this spirited com-
petition return to ignite a new fo-
cus and drive for making a differ-

ence in the lives of those who
need us most.”
With Crawford partnering with

Art Van Furniture for a third con-
secutive year to promote the
challenge, charities across the
Midwest that provide assistance
to children, health care and hu-
man services are eligible to sub-
mit applications through Tues-
day, March 28, 2017.
Art Van Furniture will award a

total of $180,000 in grants to the
fundraising nonprofits, with the
grand prize winner receiving a
$100,000 grant, Charles said.
The fundraising portion of the

challenge will kick off on Tues-
day, April 4, at noon and runs
through Tuesday, April 25, at
noon. The winners will be an-
nounced on Wednesday, April 26.

“We have all needed someone
to step in and graciously offer a
helping hand to carry us through
a challenging time or experi-
ence,” said Crawford. “It is an
honor for me to once again part-
ner with Art Van Furniture to am-
plify the message of hundreds of
charities in need. In my last three
years as ambassador, we have
helped countless individuals,
and I look forward to another
successful year.”
Powered by CrowdRise, the

Art Van Charity Challenge raised
$2.3 million last year alone,
Charles said. Since the Art Van
Charity Challenge started in
2009, Art Van Furniture has do-
nated more than $8 million and
raised over $24 million for more
than 350 charities.

Art Van Launches New Charity Fundraiser
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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

SSTTIILLLL
TTIIMMEE

TTOO GGEETT

SSOOMMEE
EENNDD
OOFF TTHHEE MMOONNTTHHSS
FFEEBBRRUUAARRYY
SSPPEECCIIAALLSS
PPLLEEAASSEE CCAALLLL FFOORR DDEETTAAIILLSS

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

People around the world like
different things about different
kinds of cars, but there seems to
be one preference that is the
same around the world – white is
the most popular car color.

At least that’s what Axalta, a
global supplier of liquid and
powder coatings, has discov-
ered.

The company released its
Global Automotive 2016 Color
Popularity Report on Feb. 20. It
confirms a continued global
domination by white as a vehicle
color, “while hints of colorful
hues are tinting traditional neu-
tral colors” bringing color back
into the mainstream, said Axalta
spokesman John Wray.

“We are seeing a clear prefer-
ence for the neutral shades, but
there is a catch,” said Nancy
Lockhart, Axalta Color Marketing
manager. “We are seeing colorful
hues being added to these neu-
trals to create eye-catching
tones. Watch for tints and effects
to add depth and beauty to these
neutrals in the future.”

Axalta’s report states that
worldwide, white as a color is in
first place with the color being
chosen for nearly four of every
10 new vehicles, Wray said.

In Africa, light colors are most
favored. White, along with silver,
make up 63 percent of new pur-
chases. In the Chinese market,
more than half of vehicles sold
are white. And solid white is a
more popular shade than pearl
white. Conversely, in the Japan-
ese market, pearl white sells at a
rate of 27 percent compared with
7 percent solid white.

In Europe, 27 percent of new
vehicles are white – 24 percent
solid white, 3 percent pearl
white. In South America, 41 per-
cent of new vehicles sold are

white – 34 percent solid white, 7
percent pearl white.

In North America, white re-
mains the most popular color –
25 percent – which is the lowest
percentage of any market.

India is the only market where
white is not the top color pick.
Gray is tops with 31 percent of
vehicles being that color. White
is second at 29 percent.

The report stated that silver
was overtaken by white as the
most popular color in 2011 and
that silver’s popularity continues
to decline.

Obtaining this kind of informa-
tion on a global basis is impor-
tant, said China-based Axalta
OEM Color designer Annie You,
because the color design
process is now global.

“Together, we are developing
colors years into the future, and
the baseline of where we are
today is an invaluable start,” You
said.

Overall, Axalta stated that
around the world, white is the
most popular vehicle color – 28
percent solid white, 9 percent
pearl white.

White Remains Top Color
Choice for New Vehicles

Nancy Lockhart
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As spring arrives, thoughts
turn to baseball, and Chevy has
that covered.
Chevrolet has enlisted the help

of two world-class athletes to sup-
port the brand’s youth sports pro-
grams around the country, said GM
spokeswoman Afaf Farah.
Andrew McCutchen, MLB All-

Star and outfielder for the Pitts-
burgh Pirates, will work with the
brand on its Youth Baseball ini-
tiatives. Chevrolet is also work-
ing with Alex Morgan, gold
medalist and soccer champion,
to help the brand grow its youth
soccer programs.
“At Chevrolet, we celebrate the

power of play and the positive ef-
fect it has on kids, families and
communities,” said Paul Ed-
wards, U.S. vice president of
Chevrolet Marketing.
“Partnering with Andrew Mc-

Cutchen and Alex Morgan allows
us to share their expertise and
passion for their individual
sports and demonstrate to chil-
dren everywhere that with perse-
verance and dedication anything
is possible.”
Since 2006, Chevrolet, in part-

nership with its dealers, has
been supporting baseball and
softball at the youth level in
communities across the country
through Chevy Youth Baseball,
a grassroots, community out-
reach program, Farah said.
Participating youth baseball

and softball leagues receive
equipment and sponsorship
checks from Chevrolet, as well as
unique Major and Minor League
Baseball experiences such as ex-
clusive instructional clinics. In
the last 11 years, Chevy Youth
Baseball has donated more than
135,000 equipment kits, renovat-
ed 9,400 parks and impacted
more than 6.7 million boys and
girls across the U.S.
“I have so many great memo-

ries playing little league ball –
from hitting my first home run to
just being together with my
friends – experiences that taught
me to love the game,” said Mc-
Cutchen, the 2013 National
League MVP. “I am thankful that I
was able to achieve my dream
and am excited to support Chevy
Youth Baseball so that more of
the dedicated and talented youth
around the country have the
same support and opportunity to
make it to the big leagues.”
Chevrolet will once again spon-

sor Major League Baseball’s
PLAY BALL initiative, a collabora-
tive effort between MLB, USA
Baseball and USA Softball to en-
courage participation in all forms
of baseball and softball.
Youth baseball isn’t the only

sport Chevrolet sponsors, Farah
said. Since 2010, Chevrolet, in
partnership with its dealers, has
also been supporting soccer at the
youth level in communities across
the country through Chevy Youth
Soccer, a grassroots, community
outreach program.
Participating youth soccer

leagues receive equipment and
access to instructional clinics. In
the last six years, Chevy Youth Soc-
cer has donated more than 6,200
equipment kits, provided free in-
struction on soccer fundamentals
to more than 600,000 students
and impacted more than 5 million
kids across the U.S.
“Youth sports were a huge part

of my life and really helped
shape who I am today,” Morgan
said. “I know how much work

goes into chasing your dream
and I was so lucky to have the
support of my family and com-
munity. That is why I am thrilled
to be able to support so many
young people through Chevy
Youth Soccer as they chase their
dreams on the field.”

McCutchen, Chevy Support Youth Baseball

Star-struck kids spend time at the ballfield with Pirates all-star outfielder Andrew McCutchen.

Macomb Commmunity College
is celebrating Michigan’s cultur-
al history, formed in part by
imaginative myths and folklore.
The Lorenzo Cultural Center,

located on Macomb Community
College’s Center Campus in Clin-
ton Township, will explore that
personality with Tall Tales and
Folklore: Exploring Michigan’s
Traditional Stories, March 2
through May 5, said MCC
spokesman Sean Patrick.
With 30 presentations and per-

formances complemented by ex-
hibits in the cultural center’s
8,500-square-foot Discovery Hall,
Tall Tales and Folklore will give
audiences a look into Michigan’s
heritage with presentations on
subjects ranging from investiga-
tions into the wreck of the Ed-
mund Fitzgerald to songs from
Michigan lumber camps.
The program series will kick

off on Thursday, March 2, at 6
p.m. with a book signing by “The
Thrill of the Chill” author
Johnathan Rand, Patrick said.
While the presentations and

exhibits are open to the public at
no charge, preregistration is re-
quired for presentations by call-
ing 586-445-7348 or by emailing
culturalcenter@macomb.edu.
Visit macomb.edu for a com-

plete listing of speakers.

MCC to Feature
Tall Tales and

Michigan Folklore

BERLIN (AP) – Chancellor An-
gela Merkel has called the chief
executive of PSA Group, the mak-
er of Peugeot and Citroen cars,
to discuss its potential takeover
of General Motors’ German sub-
sidiary.
Merkel’s spokesman said PSA

boss Carlos Tavares told her Feb.
21 that the Opel unit would re-
main independent within the

group. The spokesman said
Tavares also assured Merkel that
PSA would safeguard Opel’s sites
and planned investments and
“honor job guarantees.”
Opel employs 19,000 people in

Germany out of Opel’s total
workforce of 38,000. It’s an elec-
tion year in Germany, so politi-
cians are very sensitive to possi-
ble job losses.

Possible Opel Sale Creates Worries
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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
ELEVATION EDITION

EVERYONE LEASE FOR

$149*MONTH

PURCHASE FOR
$31,459*
STOCK #TQXHDZ

PER 24MONTHS
$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



Add yet another trophy to the
2017 Ford F-150 Raptor show-
case. The new Raptor crushed
the competition in the California
desert to earn AutoGuide.com’s
Pickup Truck of the Year, said
Ford spokesman Jiyan Cadiz.
Earlier this year, Raptor took

home Best Pickup Truck of 2017
honors from Cars.com and the
Four Wheeler Pickup Truck of
the Year award, said Cadiz.
“The 2017 Raptor is the whole

package. It’s not just suspension or
just appearance. Ford left no stone
unturned with this purpose-built
Baja runner, and it shows,” said
Stephen Elmer, AutoGuide.com
trucks editor.
“While each truck in this year's

competition brings something to
the table, the Raptor feels truly
special, managing to provide a
truck that is capable, intelligent,

and most of all, a riotous amount
of fun.”
In earning the AutoGuide.com

award, the F-150 Raptor won over
the judges during testing in
Barstow, Calif., where they praised
the Raptor’s innovation, overall
driving experience and value for
the money, Cadiz said.
The off-road F-150 Raptor

builds on the success of its pred-
ecessor with performance gains
and new technology that didn’t
go unnoticed by AutoGuide.com
reviewers, Cadiz said. With a
high-output 3.5-liter EcoBoost en-
gine generating 450 horsepower
and 510 lb.-ft. of torque, segment-
first 10-speed automatic trans-
mission, a six-mode Terrain Man-
agement System, and a high-
strength, military-grade, alu-
minum-alloy body that saves 500
pounds over the previous model,

the new Raptor stands alone
among high-performance off-
road trucks, said Cadiz.
The 2017 F-150 Raptor’s chas-

sis also sets the performance bar
with its second-generation BF
Goodrich KO2 tires designed ex-
clusively for the truck’s extended
off-road capabilities, Cadiz said.
In addition, upgraded FOX
Shocks (jointly engineered by
Ford Performance and FOX) are
44 percent larger with 3-inch di-
ameter shock canisters (2.5-inch
previously) and nine-stage by-
pass damping, delivering im-
proved suspension control. The
new shock design enables an in-
crease in suspension travel to 13-
inches at the front and 13.9-inch-
es at the rear (a 0.8-inch front
and 1.9-inch rear increase in
wheel travel compared to its
predecessor).
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2017 Ford F-150 Raptor

F-150 Raptor Earns Yet Another Award

rupt Nissan to a turnaround. He
has said for years he hoped to
hand over the running of Nissan.
“I will continue to supervise

and guide the company, both in-
dependently and within the Re-
nault-Nissan-Mitsubishi alliance.
This planned change will also al-
low me to devote more time and
energy to managing the strategic
and operational evolution and
expansion of the alliance,” he
said.
Saikawa was groomed for the

role, serving as co-CEO since late
last year. A graduate of the pres-
tigious University of Tokyo, he
has overseen various operations
at Nissan, which makes the
March subcompact, Leaf electric
car and Infiniti luxury models.
“I am confident that the man-

agement team I have developed
at Nissan over the past 18 years
has the talent and experience to
meet the company’s operational
and strategic goals,” Ghosn said.
After joining Nissan in 1977, he

has managed Nissan’s U.S. and
European businesses and its sup-
ply chain and customer satisfac-
tion. More recently, he had com-
plete control over its research,
design and other overall opera-
tions.
Rebecca Lindland, executive

analyst for Kelley Blue Book,
stressed Ghosn remains very
much in command.
“After years of playing maestro

to a multi-cultural, multi-branded
behemoth, Mr. Ghosn is focusing
solely on orchestrating the
strategic and operation success
of his latest alliance, the sym-
phony of Renault-Nissan-
Mitsubishi,” she said.
“He’s leaving the day-to-day

tasks of Nissan to Saikawa-san,
and there’s no indication Mr.
Ghosn is contemplating hanging
up his baton,” she added, using

the honorific “san” for Japanese
names.
It is still unclear what Ghosn

specifically has in mind for Mit-
subishi, under the alliance. But
the brand, although tarnished
over scandals that go back
decades, is believed to have po-
tential in Southeast Asia.
Nissan stepped in after Mit-

subishi was found inflating fuel
economy figures for its minicar
models, also sold under the Nis-
san brand. Buyers were compen-
sated with cash rebates.
In an earlier scandal, Mit-

subishi’s reputation was ham-
mered by a massive cover-up of
defects that surfaced in the early
2000s, and had been going on for
decades.
Bigger manufacturers are often

better placed to ride out intense
competition in the auto industry
and Ghosn has said he grabbed
at an opportunity to gain scale as
Mitsubishi shares nose-dived af-
ter the mileage scandal surfaced.
Combining global vehicles

sales for the three brands,
Ghosn’s alliance is among the
biggest groups in the industry, al-
though it still trails Volkswagen
AG, at No. 1, Japanese rival Toy-
ota Motor Corp., and GM.

Saikawa Named to Replace
Ghosn as Chief Executive

PARIS (AP) – French carmaker
PSA Group saw its profits jump
last year and is giving dividends
for the first time since 2011,
burnishing its image as it weighs
a buyout of General Motors’
money-losing European opera-
tions.
While revenues last year were

largely stable, PSA’a 2016 finan-
cial results Feb. 23 reflected the
company’s marked recovery
since a bailout by Chinese in-
vestors and the French state
three years ago.
Group income was 1.7 billion

euros, up from 899 million in
2015, attributed in part to a
faster-than-expected cost-cut-
ting. It also announced plans for
a 48 euro cents dividend per
share, its first in six years.
In vaunting the 2016 results,

PSA Chairman Carlos Tavares
said his company is “now very,
very close to becoming the

benchmark of the automotive in-
dustry in terms of efficiency and
effectiveness.’’
PSA did not release new infor-

mation about its talks with GM
over a possible takeover of Ger-
many-based Opel and its U.K.
brand Vauxhaull, which would
create Europe’s No. 2 carmaker
by market share, behind Volk-
swagen.
The prospect has raised con-

cerns about job cuts around Eu-
rope, a politically sensitive issue
in election years in Germany and
France.
The German and French econ-

omy ministers discussed the po-
tential deal at a meeting in Paris
on Feb. 23.
Opel employee representatives

and union leaders in Germany
say they will push to keep cur-
rent jobs and factories, and
Britain’s biggest trade union has
demanded on Feb. 23 that the

government protect Vauxhaull as
Britain prepares to leave the EU
and PSA considers a buyout.
PSA and GM said earlier in Feb-

ruary that they are considering
expanding their current coopera-
tion, including a possible PSA
purchase of Opel.
Detroit-based GM has been try-

ing to boost prospects for its
European business, which last
made a full-year profit there in
1999.
Beyond Europe, Tavares ac-

knowledged that PSA is frustrat-
ed with lost market share in
China, but said PSA hopes to
double sales in Iran this year
after the lifting of sanctions
allowed the French carmaker to
revive activities there.
The chief financial officer said

PSA took a “big hit” on currency
volatility, especially in Argentina
and in Britain after its vote to
leave the European Union.

French Carmaker Sees Profits Increase

Carlos Ghosn

CONTINUED FROM PAGE 1

MADISON, Wis. (AP) – Most
cars on Wisconsin roads will be
driverless two decades from
now, a University of Wisconsin
researcher says.
“They’re coming, whether we

like it or not,’’ engineering pro-
fessor David Noyce said at an As-
sembly committee hearing on
the future of autonomous cars
Feb. 22.
Driverless cars can make driv-

ing safer, cut traffic, reduce emis-
sions and give more people the
ability to get around, according
to Noyce and others who testi-
fied.
But many challenges remain:

bad weather and hackers can
throw off the tech, the cars are
pricey and raise new legal ques-
tions, such as who is liable when
something goes wrong.
Last month, the University of

Wisconsin-Madison Traffic Oper-
ations and Safety Laboratory
was one of 10 groups nationwide
the federal government designat-
ed to test the vehicles. But Wis-

consin still trails other states in
preparing for the transition,
Noyce said.
Uber, GM and companies de-

veloping the tech are jockeying
to get a say in how the state sets
its groundwork. Both Uber and
GM plan to run ride-sharing net-
works of driverless cars.
Critics say a law passed last

year in Michigan at GM’s urging
intentionally boxes out GM’s
competitors in the state. But GM
lobbyist Brian O’Connell, who
testified at the committee hear-
ing, called Michigan’s law the
“gold standard.”
Legislatures in 11 states and

Washington D.C. have already
passed laws related to driverless
cars.
The governors of two other

states have signed executive or-
ders for driverless car testing.
Noyce said driverless cars re-

move the risk of driver distrac-
tion or error, which he said ac-
count for more than 90 percent
of traffic deaths.

Wisconsin Looks at Michigan Law
Concerning Autonomous Vehicles
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