
by Jim Stickford

The new 2017 Jeep Compass
was built as a vehicle for the
world and that was no easy task.
Chris O’Hara, senior manager -

Jeep Brand Product Marketing at
Fiat Chrysler, said that the new
Compass has been in develop-
ment for the past several years
and that it’s truly the first global
SUV built by Fiat Chrysler. And
building a vehicle that will be
built and sold around the world
was a huge challenge.
“Every market has its own

preferences,” O’Hara said. “It was
very difficult to tailor a vehicle
that will be sold in different mar-
kets around the world and will be
built in four different plants in
four different countries – Brazil,
China, Mexico and India, for con-
sumers in more than 100 coun-
tries around the world.”
By having four plants manufac-

ture the Compass, Fiat Chrysler
has been able to adjust
the vehicle for the different mar-
kets where it will be sold, O’Hara
said.
But that created a logistics

challenge that makes rolling out

the Compass across the globe
“difficult ” to make happen.
“Every year we do an evalua-

tion of the Compass to make sure
that meet the needs of cus-
tomers around the world,”
O’Hara said. “A lot of research
goes into this and we rely on my
counterparts in other regions to
shape each version of the Com-
pass, which is based on the Small
Y platform. That’s the platform

we use for the Renegade, but the
Compass has a longer wheel-
base and different powertrains.”
The new Compass is coming at

the right time, O’Hara said. Fiat
Chrysler defines it as a compact
SUV and the popularity of such
vehicles is growing every year.
“This is a world trend,” O’Hara

said. “We are putting the
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2017 Dodge Journey

It’s now possible to read tablets via a Chevy’s Wi-Fi capability.

The new 2017 Jeep Compass is hitting dealerships soon.

The 2017 Jeep Compass Built to be World
Vehicle is Coming Soon to Showrooms

Chevy makes some powerful
vehicles with a lot of horsepow-
er. But now vehicle power can be
measured in a different way – gi-
gabytes of data.
After using more than 4 million

gigabytes of data in 2016,
Chevrolet owners in the U.S. with
an in-vehicle OnStar 4G LTE Wi-Fi
hotspot will now have access to
an unlimited prepaid data plan
for only $20 per month, said

GM’s available starting March 3,
and Chevrolet will offer this
groundbreaking plan enabled by
AT&T across its entire retail line-
up.
Chevrolet data usage has in-

creased exponentially as owners
have come to appreciate the abil-
ity to stream video on a tablet,
send email on a laptop or play

Chevy is Turning Vehicles
Into Moving Wi-Fi Spots

2017 Chevrolet Trax

2018 Ford Expedition

At a time when auto sales in
general are flat or even down,
GM has posted gains in sales vol-
ume and market share
Record sales of crossovers,

large SUVs and pickups in Febru-
ary drove General Motors’ retail
market share up more than one-
half percentage point versus a
year ago, said GM spokesman
Jim Cain.
Average transaction prices,

which reflect what customers
pay after sales incentives, also
set a February record, Cain said.

“Our retail-focused go-to-
market strategy is delivering ro-
bust results,” said Kurt McNeil,
U.S. vice president, Sales Opera-
tions. “All of our brands grew
their average transaction prices
by healthy amounts, and we de-
livered solid growth in the indus-
try’s fastest-growing and most
profitable segments.”
February Highlights (vs. Febru-

ary 2016):
• GM’s total sales were up 4

percent to 237,388 units com-
pared with an estimated 1 per-

cent decline for the industry.
This equates to a market share of
17.5 percent, an increase of 0.9
percentage points.
• Retail sales totaled 188,715

units, up 5 percent, compared
with a flat industry. This equates
to a market share of 17.7 percent,
an increase of 0.7 percentage
points.
• GM’s average transaction

prices (ATPs) rose $570 per unit
to $34,900, a February record.

February GM Sales Show Some Strength

Fiat Chrysler reported U.S.
sales of 168,326 units, a 10 per-
cent decrease compared with
sales in February 2016 (187,318
units).
In February, fleet sales of

44,898 units were down 26 per-
cent year over year as Fiat
Chrysler continues its strategy of
reducing its sales to the daily
rental segment, said Fiat
Chrysler spokesman Ralph
Kisiel. Fleet sales represented 27
percent of total company sales in
February. Fiat Chrysler retail
sales of 123,428 units were down

3 percent for the month, and rep-
resented 73 percent of total Feb-
ruary sales.
Ram Truck brand sales were

up 4 percent in February, com-
pared with the same month a
year ago, Kisiel said. Three Jeep
brand vehicles topped February
sales from a year ago, including
the Jeep Renegade with an 11
percent increase. Sales of the
Jeep Grand Cherokee, the
brand’s volume leader in Febru-
ary, were up 11 percent as well.
Three Dodge brand vehicles

recorded year-over-year sales in-

creases in February led by the
Dodge Journey’s 55 percent sales
gain. Sales of the Fiat 500 and the
new Chrysler Pacifica minivan
were up year over year as well.
Sales of the Ram pickup truck

increased 5 percent year over
year in the month. The brand in-
troduced new special-edition
Night packages for Ram 2500 and
3500 HD pickup trucks at the
2017 Chicago Auto Show in Feb-
ruary, Kisiel. The new Night edi-
tions further expand the Ram fac-

Chrysler Sees Monthly Ram Sales Increase

Overall Ford Motor Company
U.S. sales totaled 208,440 vehi-
cles in February.
The represents a 4 percent de-

cline versus a year ago, said Ford
spokesman Erich Merkle.
Retail sales of 134,576 vehicles

decreased 3 percent, while fleet
sales were down 5 percent, with
73,864 vehicles sold. The fleet de-
cline reflects a strong year-ago
comparison, with customer or-
ders front-loaded in early 2016.
Overall car sales were down 24

percent, while customers contin-
ue to shift to trucks and SUVs.

Ford brand SUV sales totaled
68,820 vehicles – record Febru-
ary sales – up 6 percent versus a
year ago, Merkle said. Record Es-
cape sales of 27,637 vehicles and
a 48 percent increase in Expedi-
tion sales drove the gains.
Ford F-Series was up 9 percent,

with 65,956 trucks sold. This rep-
resents F-Series’ best sales since
2004, with new Super Duty retail
gains coming from every region
of the country.
“We continue seeing strong

consumer demand for the high-
est-series Super Duty pickups

and the all-new F-150 Raptor, plus
greater availability of 2017 model
year F-150s,” said Mark LaNeve,
vice president, U.S. Marketing,
Sales and Service. “This drove a
$3,600 increase in average trans-
action prices for F-Series last
month alone, Lincoln had a
$2,100 increase, ultimately deliv-
ering an overall company trans-
action price increase of $1,900
per vehicle.”
Lincoln sales totaled 8,744 vehi-

cles, a 9 percent increase. Lincoln

Ford Feeds Demand for Trucks and SUVs
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BorgWarner, a global provider
of clean and efficient technology
solutions for combustion, hybrid
and electric vehicles, is now sup-
plying HY-VO chains for the
Chevrolet Volt plug-in hybrid and
Malibu hybrid.
Offering greater efficiency and

lower noise than gear drives,
BorgWarner’s HY-VO chains
transmit torque from the two-
motor electric drive unit to the
differential and front axles, said

BorgWarner spokeswoman Katya
Pruett.
“Drivers expect a quiet ride

and appreciate efficient propul-
sion. Our proven HY-VO chain
technology delivers both with
the high quality and durability
automakers count on,” said Joel
Wiegert, president and general
manager, BorgWarner Morse Sys-
tems. “This new application of
our HY-VO chain technology is
another example of BorgWarn-
er’s solutions for electric propul-
sion systems.”
BorgWarner’s tunable HY-VO

chain technology features two
unique link profiles assembled in
a specific pattern to reduce
noise.
BorgWarner’s HY-VO chains

drive a variety of applications, in-
cluding front-wheel drive trans-
missions; part-time and all-wheel
drive transfer cases; hybrid elec-
tric motor applications; and re-
verse and primary drives for
power sports such as snowmo-
biles, scooters and all-terrain ve-
hicles.
In addition to HY-VO chains,

BorgWarner supplies mini direct-
acting variable force solenoids
and thermostats for these appli-
cations.

Three years of J.D. Power PIN da-
ta show that GM has led the in-
dustry in ATPs in 35 of 36 months
through February.
GM internal data shows that in-

centive spending was essentially
flat year over year, Cain said.
This is in sharp contrast to re-
cently published PIN estimates
that noted an increase of 2.7 per-
centage points to 15 percent of
ATP.
Commercial deliveries were up

7 percent, driven by an 11 per-
cent increase in pickup sales and
a 75 percent increase in Chevro-
let Malibu sales. It was the best
February Commercial sales since
2008. Government sales were up
4 percent and daily rental deliv-
eries were down 2 percent. Total
fleet sales were up 2 percent.
Small business deliveries,

which are included in retail sales,
were up 13 percent, driven by a
22 percent increase in full-size
pickups and a 39 percent in-
crease in large vans.
Cain said GM estimates the

seasonally adjusted annual sell-
ing rate (SAAR) for light vehicles
was approximately 17.5 million
units.
Brand Highlights (vs. February

2016) show that Chevrolet had
its best February retail sales
since 2007 and its best February
total sales since 2008.
Crossovers deliveries set a Feb-
ruary record for the brand.

Three Chevrolet models ― the
Trax, Equinox and Volt ― had
their best February total and re-
tail sales ever, Cain said. Tra-
verse had its best-ever February
total sales, and its best February
retail sales since 2011.
Deliveries of the Chevrolet Bolt

EV approached 1,000 units. The
national rollout of the crossover
is just underway.
The Chevrolet Suburban had

its best February retail sales
since 2008, and the Silverado had
its best February total and retail
sales since 2007.
Buick had its best February re-

tail sales since 2004, driven by
the new Envision and the Encore,
which set a February record.

GMC had its best February re-
tail sales since 2002, with trucks
and crossovers up 18 percent
and 15 percent, respectively.
Standouts include the Canyon,
up 21 percent; the Sierra, up 19
percent; the Acadia, up 22 per-
cent; and the Terrain, up 8 per-
cent. GMC Denali penetration, at
26 percent of GMC retail sales,
was the highest for any February
in history, Cain said. GM esti-

mates that Chevrolet and GMC
earned more than 40 percent of
all full-size pickup retail sales,
with ATPs up nearly $600 per
unit. Cadillac XT5 retail deliver-
ies were 6 percent higher than
the SRX it replaced. Average
transaction prices are 8 percent
higher than SRX.
Cain said GM is optimistic that

the company, and Chevrolet in
particular, will continue to gain
retail market share in an industry
expected to remain at or near
record sales levels.
“Looking ahead, we will stay

focused on strengthening our
brands, growing retail sales and
share, reducing daily rental deliv-
eries and maintaining our operat-
ing discipline,” McNeil said. “Our
strong small business deliveries
are a clear sign of growing confi-
dence in the economy.
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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

GM Vehicle Sales in February Show Strength, Profits

MKC, up 12 percent, MKX, up 1
percent, and all-new Continental
sales of 1,079 cars fueled the
growth.

The Associated Press reported
that automakers are also spend-
ing more because vehicles cost
more. Consumers are rapidly
shifting out of cars and into SU-
Vs and trucks, which cost more
money. Kelley Blue Book said the
price people paid for a vehicle
last month was up 2 percent
from last February to an average
of $34,352.
Ford’s U.S. sales chief Mark

LaNeve said cars made up 53
percent of new vehicle sales in
2010. In February, they were
around 35 percent.
“It is structural and in some

ways breathtaking,” LaNeve said.
“There’s going to be a car mar-
ket, but where it eventually gets
to, we don’t know.”
Ford February sales highlights

include:
• Ford Expedition sales went

from 3,984 in February 2016 to
5,906 in February 2017, a 48.2
percent increase.
• Focus sales went from

18,620 in February 2016 to 12,
691 in February 2017, a 31.9 per-
cent decline.

Ford Sales Show
Value of Its
Truck Line
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BorgWarner’s HY-VO(R) tech is used in the Volt plug-in hybrid.

MSU Extension is offering a
free, three-week Money Manage-
ment Workshop for people of all
incomes who want to improve
the way they handle money, said
county spokeswoman LaShawn
Brown.
The classes will focus on basic

money-related activities. Learn
to make decisions about money,
create and manage a spending
plan, identify specific, measura-
ble, attainable, realistic and time-
ly goals, clean up credit, reduce
debt, savings and investing
strategies, and selecting financial
professionals.
The series will take place from

6 p.m. to 8 p.m., Wednesday,
March 8, 15 and 22 at MSU Exten-
sion, VerKuilen Building, 21885

Dunham Road, Clinton Town-
ship, Brown said.
Individuals that attend all

three classes within one series
will receive a certificate of com-
pletion. Registration is required.
To register, contact Mickie at
586-469-7614.
Michigan State University Ex-

tension (MSUE) brings
a variety of educational pro-
grams to residents, empowering
them to improve their lives and
community. County-based MSUE
staff, in concert with on-campus
faculty members, serves resi-
dents with programming focused
on agriculture, natural resources,
children, youth, families, com-
munity and economic develop-
ment.

MSU Extension in Macomb
County Teaches Finances

BorgWarner’s HY-VO Technology
Used for Volt and Malibu Hybrids

tory-custom truck family from
the half-ton Ram 1500 announced
in September 2016 to the brand’s
three-quarter and one-ton mod-
els. Production of the 2017 Ram
HD Night models began in early
February.
The Dodge Challenger, Dodge

Journey, and Dodge Viper each
posted sales gains in February,
led by the Journey’s 55 percent
year-over-year increase, Kisiel
said.
The Challenger turned in a 19

percent increase, while Viper
sales were up 23 percent in the
month.
The Dodge brand unveiled the

new 2018 Dodge Durango SRT at
last month’s 2017 Chicago Auto
Show, Kisiel said
Three Jeep brand models

recorded sales increases in Feb-
ruary, Kisiel said. Both the Jeep
Grand Cherokee – the brand’s
volume leader for the month –
and the Jeep Renegade posted 11

percent year-over-year sales in-
creases. In addition, the Jeep
Wrangler logged a 2 percent in-
crease in February.
Jeep brand retail sales figures

were up year over year in Febru-
ary.
Sales of the Fiat 500 were up 1

percent in February, compared
with the same month a year ago,
Kisiel said. Sales of the new Fiat
124 Spider were up 26 percent
compared with the previous
month of January.
Sales of the new 2017 Chrysler

Pacifica were up in its second
month of year-over-year compar-
isons.
The sales numbers increased

36 percent compared with sales
in the previous month of Janu-
ary, Kisiel said.
Alfa Romeo brand sales of 443

units were up 843 percent com-
pared with the same month in
2016. Maserati brand sales of
1,087 units were up 49 percent
compared with the same month
a year ago.

Chrysler Monthly Sales
Heavy on Trucks, SUVs
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Technology now makes it pos-
sible for a car to be tuned to
tastes and preferences of the
driver.

On Feb. 21 Cadillac unveiled
the next-generation Cadillac user
experience system, which offers
a more personalized, intuitive in-
terface.

Cadillac spokesman Steve Mar-
tin said the new technology will
debut in the Cadillac CTS, begin-
ning with the 2017 interim model
year, arriving at U.S. dealerships
during the first quarter.

Cadillac plans to include the
system in XTS and ATS sedans
with the start of 2018 model year
production. Cadillac’s other
product lines are scheduled to
adopt the system in future model
years, Martin said.

The next-generation Cadillac
user experience is a dynamic
platform that can be adjusted
over time to meet a customer’s
evolving connectivity needs,
leveraging the cloud to enable
personalization, available con-
nected navigation, and applica-
tions through the Collection app
store, Martin said.

With functionality that applies
popular apps and smartphone
practices in the vehicle, the new
user experience system provides
customers with easier access to
the most common features, Mar-
tin said. The more intuitive oper-
ation includes a Summary View
in which all key applications – cli-
mate, audio, phone and naviga-
tion – are displayed on one
screen.

“Cadillac pioneered connectiv-
ity by bringing OnStar to market,
and more recently we became
the first luxury brand to enable
Apple CarPlay and Android Auto
across our product line,” says
Richard Brekus, Cadillac director
of product strategy. “We have
worked to improve overall sys-
tem response in recent years,

and now this next-generation
user experience system delivers
more improvements, focused
mainly on intuitive control.”

My Driver Preferences are per-
sonalized, cloud-based profiles
that allow users to customize the
infotainment system to match in-
dividual preferences and take
that same customized experi-
ence with them into any new
Cadillac user experience
equipped vehicle.

Features such as vehicle and
display setting, contact favorites,
navigation route preferences and
recent destinations can be cus-
tomized and follow a user’s pro-
file.

Each driver can create an indi-
vidual account and personalize
their preferences for the Cadillac
user experience. Vehicle owners
can manage their My Driver Pref-
erences in the vehicle or via their
myCadillac Owner Center on the
Cadillac Web site.

The new Cadillac user experi-
ence features an available all-new
navigation app with an intuitive
interface and access to destina-
tion information via available
cloud-based services, Martin
said.

This includes updated points
of interest, live traffic informa-
tion, fuel prices and parking in-
formation, Martin said.

Through simple input meth-
ods, such as enhanced voice
recognition and an improved on-

screen search function, users
have access to more relevant
search results. Over time, this
opt-in subscription-based system
can learn a user’s preferred
routes and destinations, offering
predictive suggestions based up-
on traffic and frequent destina-
tions.

New Cadillac user experience
equipped vehicles currently
come standard with an available,
opt-in 12-month connected navi-
gation trial.

The built-in OnStar 4G LTE en-
ables an active connection to the
vehicle that, with customer con-
sent, will allow Cadillac to re-
motely update features such as
navigation and the newly
launched Collection app store,
after vehicle purchase, Martin
said.

The available 4GLTE Wi-Fi
hotspot allows passengers to
connect up to seven compatible
mobile devices, smartphones,
and tablets to high-speed wire-
less Internet. The new system
supports use of two compatible

phones concurrently via Blue-
tooth.

Users can access Apple
CarPlay and Android Auto ad-
vanced smartphone integration
through the Home screen. Apple
CarPlay and Android Auto com-
patibility are subject to their
terms, privacy statements and
data plan rates, and require a
compatible smartphone.

Every new Cadillac currently
comes standard with an available
12-month OnStar subscription at
no additional cost, Martin said.
Among other benefits, this con-
nectivity plan features OnStar
Smart Driver, an opt-in service
designed to help owners maxi-
mize their vehicle’s overall per-
formance, reduce wear and tear,
monitor fuel efficiency and im-
prove their driving – all factors
that add to the overall ownership
experience.

Owners can also manage their
vehicles remotely with the indus-
try-leading myCadillac mobile
app via their compatible smart-
phones.
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Cadillac tech makes setting personal preferences easier than ever.

Cadillac Makes Customizing
Personal Preferences Easy

The technology company Con-
tinental, which maintains its
North American headquarters in
Auburn Hills, was honored as
one of FORTUNE magazine’s
“Most Admired Companies” for
2017, ranking among the Top 5 in
the motor vehicle parts catego-
ry, said Continental spokesman
Thomas Recke.

FORTUNE recognized the com-
pany for excellence in areas like
product & service quality, use of
corporate assets, financial
soundness quality of manage-
ment and social responsibility.
Continental currently employs
more than 220,000 people in 55
countries, Recke said.

“Being named as one of FOR-
TUNE’s ‘Most Admired Compa-
nies’ is not only a great honor,
but a direct result of the great
work and commitment of our
teams around the world,” said
Samir Salman, CEO of Continen-
tal North America. “Every day,
we are actively involved in shap-
ing the future of mobility, work-
ing with partners and customers
around the world. This recogni-
tion from FORTUNE highlights
our values-driven management
style as well as our sustainable
business model translates into
economic success, but are also
recognized externally.”

Along with this recognition,
Continental was also named one
of “America’s Best Employers”
by Forbes magazine, Recke said.

Auburn Hills’
Continental

Admired

DEARBORN, Mich. (AP) – AAA
Michigan after conducting a sur-
vey of gasoline prices througout
the state of Michigan says gas
prices statewide have risen by
about 4 cents per gallon in the
week ending Sunday, Feb. 27.

The Dearborn-based auto club
says that as of Feb. 27 the aver-
age price for self-serve regular
unleaded gasoline was about
$2.30 per gallon.

That’s about 54 cents more
than it was at the same point last
year, according to figures kept
by AAA Michigan.

AAA says the lowest average
price was about $2.28 per gallon
in the Detroit area, where it’s up
about 3 cents from a week ago.
The highest average was about
$2.40 in the Marquette area.

It was the seventh consecutive
week that Marquette had the
highest average price in the
state, according to recent sur-
veys conducted by AAA across
the state.

According to AAA, Michigan
ranks 21st nationally for the
most expensive average daily
gas price.

AAA Michigan develops its fu-
el price numbers through sur-
veys of daily gasoline and fuel
prices at 2,800 different filling
stations across the state of
Michigan.

AAA Notes Rising
Gasoline Prices
Across Michigan



Compass in the market segment
between the Renegade and the
Cherokee. It’s closer in price to
the Renegade, but its refine-
ments are closer to the more pre-
mium Cherokee. It’s a vehicle
that is a unique combination of
rugged and refined. It can go off
road, but still maintains a premi-
um feel.”
O’Hara said that Jeep “consult-

ed” with customers in the devel-
opment stage and the thing they
liked most about the vehicle was
its interior space.
“It’s a few inches longer than

the Renegade and we put all that
into the Compass’ interior,”
O’Hara said. “So to hear that they
appreciated the amount of interi-
or space was good news. They al-
so liked the black roof feature
that comes with some versions.
It doesn’t change the actual di-
mensions of the vehicle, but the
black roof, we were told, made
the Compass look lower and
sleeker.”
Overall, O’Hara said that the

people at Jeep are excited about
the Compass and believe it will
do well in its segment.
“This segment of SUV sold

about 6.5 million vehicles last
year,” O’Hara said. “By 2020 we
expect sales in the segment to
reach 7.5 million. And it’s a fuel
efficient vehicle. Now customers
no longer have to choose be-
tween space and economy.”
One thing that many find inter-

esting, O’Hara said, is that the
Compass’ SUV segment appeals
to women a lot. About 60 percent
of buyers in this niche are fe-
male. But Jeep has a Compass
model designed to appeal to men
with the Trailhawk version. It has
a more aggressive look.

“Our all-new 2017 Jeep Com-
pass enters an extremely impor-
tant and growing segment world-
wide, and does so with an un-
matched list of attributes that in-
cludes benchmark 4x4 off-road
capability, exceptional on-road
driving dynamics, fuel-efficient
powertrains, countless advanced
technology and safety features,
all wrapped in a premium, au-
thentic Jeep design,” said Mike
Manley, head of Jeep Brand –
FCA Global. “Built around the
world for customers everywhere,
Jeep Compass raises the bar in
the compact-SUV segment.”
The 2017 Jeep Compass is

available in four different trim
configurations: Sport, Latitude,
Limited and Trailhawk. The new
2017 Jeep Compass delivers best-
in-class off-road capability, cour-
tesy of two advanced, intelligent
4x4 systems, each of which can
send 100 percent of available
torque to any one wheel, O’Hara
said. Features include:
• Jeep Active Drive – full-time

4x4 system;
• Jeep Active Drive Low –

class-exclusive full-time 4x4 sys-
tem with 20:1 crawl ratio.
Both Jeep Active Drive and Ac-

tive Drive Low 4x4 systems in-
clude the Jeep Selec-Terrain sys-
tem, providing up to five modes
(Auto, Snow, Sand and Mud
modes, plus exclusive Rock
mode on the Trailhawk model)
for the best four-wheel-drive per-
formance on- or off-road and in
any weather condition. For even
greater Trail Rated off-road capa-
bility, Selec-Terrain includes Se-
lec-Speed Control with Hill-de-
scent Control on Trailhawk mod-
els, O’Hara said.
Compass features a discon-

necting rear axle and power take-
off unit (PTU), in order to pro-

vide 4x4 models with enhanced
fuel economy. Jeep Active Drive
and Active Drive Low 4x4 sys-
tems instantly engage when 4x4
traction is needed.
For those who seek adventure

off the beaten path, O’Hara said
the Compass Trailhawk model
delivers best-in-class Trail Rated
4x4 capability with:
• Standard Jeep Active Drive

Low 4x4 20:1 crawl ratio;
• Selec-Terrain with exclusive

Rock mode;
• Increased ride height of al-

most one inch, skid plates and
Jeep signature red front and rear
tow hooks;
• Unique fascias with 30-de-

gree approach angle, 24-degree
breakover angle and a 34-degree
departure angle;
• Hill-descent Control;
• Aggressive 17-inch off-road

tires;
• Up to 19 inches of water

fording;
• Up to 2,000-lbs. towing capa-

bility.
Fiat Chrysler’s “small wide ar-

chitecture,” a fully independent
suspension, segment-exclusive
frequency damping front-and-
rear-strut system, and precise
electric power steering combine
to deliver superior on-road driv-
ing dynamics in the new Com-
pass, O’Hara said.
And it also has a rigid founda-

tion. The upper body structure
and frame are engineered as a
single unit for a stiff and more
mass-efficient structure, and it is
designed and built with an exten-
sive use of high-strength steel
and liberal use of structural ad-
hesives. More than 65 percent
high-strength steel is used for
maximizing vehicle dynamics
and crash performance while op-
timizing weight efficiency.

A total of five engines – three
gasoline and two diesel – will be
offered, depending on the market
worldwide. In North America, the
proven, fuel-efficient 2.4-liter
Tigershark four-cylinder engine
will power the Compass, deliver-
ing best-in-class 4x4 highway fuel
economy of 31 mpg when paired
with the six-speed manual trans-
mission.
Efficiency and refinement

also are hallmarks of Fiat
Chrysler‘s 16-valve, 2.4-liter
Tigershark I-4 engine with the
MultiAir2 electro-hydraulic, fully
variable valve-actuation system,
O’Hara said. The advanced tech-
nology engine produces 180
horsepower, 175 lb.-ft. of torque
and is mated to the choice of
three transmissions in North
America:
• Class-exclusive nine-speed

automatic transmission for 4x4
models;
• Six-speed manual transmis-

sion (4x2 and 4x4 models);
• Aisin six-speed automatic

transmission for 4x2 Compass
models.
The new 2017 Jeep Compass is

the only compact SUV to offer a
nine-speed automatic transmis-
sion, enabling the vehicle to opti-
mize engine output and for ag-
gressive launches and smooth, ef-
ficient power delivery at highway
speeds, O’Hara said. The nine-
speed transmission is standard
on all Jeep Compass 4x4 models.
The Compass 4x2 and 4x4

models are equipped with the
standard six-speed manual trans-
mission. This proven transmis-
sion features a 6.68 ratio spread
and a 4.438 final-drive ratio for fu-
el efficiency at faster speeds.

The 2017 Jeep Compass Built Across Globe,
Making it Truly Vehicle for World Market
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2017 Compass Cockpit offers room and modern technology.

The introduction of a new Jeep
Compass gives owners the oppor-
tunity to turn that vehicle into
something personal.
And the Mopar brand is point-

ing the way for personalization of
the new Jeep Compass, said Fiat
Chrysler spokesman Darren Ja-
cobs. Owners of the compact SUV
can choose frommore than 90 au-
thentic Mopar accessories when
the vehicle arrives in Jeep dealer-
ships in North America in the first
quarter of 2017.
“Owners can put their unique

stamp on the all-new Jeep Com-
pass right at launch with a full
line of authentic Jeep acces-
sories,” said Pietro Gorlier, head
of Parts and Service (Mopar), FCA
– Global. “Mopar celebrates its
80th anniversary in 2017, and we
continue to deliver products that
remain true to the DNA of each
brand and the personality of each
vehicle. With a full line of acces-
sories available at launch, we’re
ready to do that for 2017 Jeep
Compass owners.”
Mopar accessories for the Jeep

Compass fit a variety of lifestyles,
from those seeking the freedom
to go further to those looking to
increase convenience and func-
tionality, Gorlier said. Mopar
products are designed and engi-
neered together with the original
design of the vehicle to deliver a
perfect fit and finish. Mopar prod-
ucts also offer a comprehensive

warranty and are built according
to factory-authorized specifica-
tions, providing customers quali-
ty, durability and peace of mind.
A few of the Mopar accessories

available for the all-new Jeep
Compass include:
• Rock rails: Protect from off-

road obstacles with durable rock
rails, made of galvanized steel
and painted black. Manufactur-
er’s Suggested Retail Price
(MSRP): $925.
• 18-inch wheels: Standout on

the streets or trail with unique,
Mopar 18-inch cast aluminum
wheels, painted high-gloss granite
crystal. MSRP: $195 each.
• Roof rack cross rails: These

cross rails attach to production
roof rails and allow for bike, ski,
watersports or luggage carrier at-
tachments. MSRP: $225.
• Rooftop cargo basket: Stow

extra gear securely with Mopar
rooftop storage options designed
specifically for the Jeep Compass.
MSRP: $358.
• Graphics: Customize the ex-

terior with a unique black hood
graphic and black swoosh body-
side graphic. MSRP: $100/$180.
• Cargo tote: Keep gear gath-

ered up and transportable with
this convenient cargo storage op-
tion. MSRP: $33.20.
• Molded cargo tray: Protects

the cargo area from dirt, sand and
moisture and removes easily for
cleaning. MSRP: $95.

Mopar Allows Owners to Make New
Compass a Real Personal Vehicle

Mopar makes it easy to personalize the new Jeep Compass.
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The 2017 NHRA Mello Yello
Drag Racing Series season is off
to a dream start for the Mopar
and Dodge brands. Don Schu-
macher Racing (DSR) and Mopar
teammates Matt Hagan and Leah
Pritchett won their respective
classes in the 33rd Annual NHRA
Arizona Nationals at Wild Horse
Pass Motorsports Park on Feb.
26, just as each did during the
NHRA Winternationals at Auto
Club Raceway at Pomona two
weeks ago.
Hagan took home the Funny

Car Wally for the second consec-
utive event and the 24th time in
his career, while Pritchett won in
Top Fuel for the third time over-
all and the second time in a row.
Hagan and the Mopar/Sandvik

Coromant Dodge Charger R/T
Funny Car team qualified in the
No. 4 position and were matched
up against Mopar teammate Ron
Capps in the NAPA Dodge Charg-
er R/T in the final round.
Hagan turned on the win light

in the right lane as he made a
pass of 3.878 seconds at 330.88
mph with a reaction time of .057.
Capps narrowly missed the vic-
tory with a reaction time of .075
paired with a 3.883-second pass
at 333.88 mph.
Hagan beat Cruz Pedregon in

the first round, then defeated
Tim Wilkerson in the second be-
fore matching up against and
besting his Mopar and DSR team-
mate, and No. 1 qualifier, Tommy
Johnson Jr. in the semis.
After a heartbreaking redlight

in the semifinals during the Win-
ternationals, 2016 Funny Car
champion Ron Capps righted the
ship with his advance to the final
round. Capps bested Jeff Arend
in the first round before defeat-
ing Gary Densham in the second.
He then dispatched of Jim Camp-
bell to advance to the final round
against Hagan.
Tommy Johnson Jr. and the

Make-A-Wish Dodge Charger R/T
set a track elapsed-time record
at Wild Horse Pass in round four
of qualifying on Saturday
evening with a 3.837-second run
at 329.10 mph. Johnson looked
to be the early favorite, and from
his No. 1 positon he knocked out
fellow Dodge competitor Phil
Burkart Jr. in the first round, be-
fore beating Robert Hight in the
second. However, he was ulti-
mately defeated by teammate
Hagan.
The aforementioned Jim

Campbell was the tory of the day
as he advanced all the way to the
semis after defeating both Court-
ney Force and J.R. Todd. Camp-
bell campaigns a Dodge Charger
R/T for longtime drag racing stal-
wart Jim Dunn.

Mopar, Dodge
Brands Earn

Wins at NHRA

DETROIT (AP) – The Detroit
Pistons are partnering with Hen-
ry Ford Health Systems on a new
development that will bring the
team’s corporate headquarters
and practice facility into the city.
Officials said Feb. 24 that the

offices and team performance
complex will be built between
Henry Ford Hospital and Wayne
State University in Detroit’s New
Center area.
Construction is scheduled to

begin this summer. Detroit’s NBA
team is moving downtown in
time for the 2017-18 season. The
Pistons will share Little Caesars
Arena with the NHL’s Detroit Red
Wings. The new arena is being
built just north of downtown.
The Pistons will continue to

practice at the team’s suburban
facility near The Palace of
Auburn Hills until the 100,000-
square foot office and perform-
ance complex is completed.

Detroit Pistons
Building New
Practice Site



The days of Knight Rider,
where your car will understand
what you feel is coming ever
closer. At least that’s what Ford
is aiming for.
“We are now used to cars that

understand what we say,” said
Ford spokeswoman Monika Wa-
gener. “Experts predict that in fu-
ture they may also know how we
feel – sometimes without us hav-
ing to say a word.”
Nearly 90 percent of all new

cars are expected to offer voice
recognition capability by 2022,
Wagener said. The next step for
the cars of tomorrow could be to
pick up on tiny changes in facial
expression as well as modula-
tions and inflections in our
speaking voice, easing the driv-
ing experience for consumers.
Advanced systems – equipped

with sophisticated microphones
and in-car cameras – could learn
which songs passengers like to
hear when they are stressed and
those occasions they prefer to
simply enjoy silence. Interior
lighting could also complement
the mood, Wagener said.
“We’re well on the road to de-

veloping the empathetic car
which might tell you a joke to
cheer you up, offer advice when
you need it, remind you of birth-
days and keep you alert on a long
drive,” said Fatima Vital, senior
director, Marketing Automotive,
Nuance Communications, which
helped Ford develop voice recog-
nition of the SYNC in-car connec-
tivity system.
Cloud-based voice control is

anticipated to be available on 75
per cent of new cars by 2022,
and it is predicted future systems
would evolve into personal assis-
tants that shuffle appointments
and order takeaways when driv-
ers are held up in traffic jams.
Vital said movie fans might re-

call in the film “Her,” Scarlett Jo-

hansson’s character Samantha
catered to Theodore Twombly’s
every command, as a voice
recognition system, which with
uncanny accuracy, learned his
mood, needs and wants – just
from the sound of his voice.
Someday soon, real car could do
something similar.
This summer, Ford’s in-car con-

nectivity system SYNC 3 will en-
able drivers to connect to Ama-
zon’s virtual assistant Alexa and
offers 23 different languages and
many local accents, Wagener
said. By accessing cloud-based
resources, cars of the future
could enable even more drivers
to speak their native language,
good news for those celebrating
International Mother Language
Day.
“Voice commands like ‘I’m hun-

gry’ to find a restaurant and ‘I
need coffee’ have already
brought SYNC 3 into personal as-
sistant territory,” said Mareike
Sauer, voice control engineer,
Connectivity Application Team,
Ford of Europe. “For the next
step, drivers will not only be able
to use their native tongue, spo-
ken in their own accent, but also
use their own wording, for more
natural speech.”
Apple CarPlay provides a sim-

plified way to use the iPhone in-
terface on a car’s touch screen,
giving users access to Siri Eyes-
Free voice controls, as well as
Apple Maps, Apple Music, Phone,
Messages, and a variety of third
party apps. Android Auto deliv-
ers Google Maps and music to a
car’s screen while enabling voice
controls for phone calls and mes-
saging.
A research project Ford is cur-

rently running with RWTH
Aachen University includes using
multiple microphones to im-
prove speech processing and re-
duce the effect of external noise

and potential disruptions, Wa-
gener said. Nuance says that
within the next two years, voice
control systems could prompt us
with: “Would you like to order
flowers for your mum for Moth-
ers’ Day?” “Shall I choose a less
congested but slower route
home?” and “You’re running low
on your favourite chocolate and
your favourite store has some in
stock. Want to stop by and pick
some up?”
Future gesture and eye control

would enable drivers to answer

calls by nodding their head, ad-
just the volume with short twist-
ing motions, and set the naviga-
tion with a quick glance at their
destination on a map.
So is there a danger that, as in

the movie “Her,” we might fall for
our advanced voice recognition
systems?
“Lots of people already love

their cars, but with new in-car
systems that learn and adapt, we
can expect some seriously strong
relationships to form,” said Do-
minic Watt, senior lecturer, De-

partment of Language and Lin-
guistic Science, University of
York. “The car will soon be our
assistant, travel companion and
sympathetic ear, and you’ll be
able to discuss everything and
ask anything, to the point many
of us might forget we’re even
talking to a machine.”
At Mobile World Congress, the

world’s largest gathering for the
mobile industry, in Barcelona,
this week, Ford will reveal the
next advances in mobility and
connectivity.
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A Ford employees shows emotions on faces that Ford technology is being programmed to recognize.

Ford Looking at Technology for Reading Mood of Driver

DETROIT (AP) – Japanese auto
parts maker Takata Corp. plead-
ed guilty to fraud Feb. 27 and
agreed to pay $1 billion in penal-
ties for concealing an air bag de-
fect blamed for at least 16
deaths, most of them in the U.S.
The scandal, meanwhile,

seemed to grow wider when
plaintiffs’ attorneys charged that
five major automakers knew the
devices were dangerous but con-
tinued to use them for years to
save money.
In pleading guilty, Takata ad-

mitted hiding evidence that mil-
lions of its air bag inflators can
explode with too much force,
hurling lethal shrapnel into driv-
ers and passengers. Chief finan-
cial officer Yoichiro Nomura
spoke on behalf of the Tokyo-
based company, saying the con-
duct was “completely unaccept-
able.’’
The inflators are blamed for 11

deaths in the U.S. alone and more
than 180 injuries worldwide. The
problem touched off the biggest
recall in U.S. automotive history,
involving 42 million vehicles and
up to 69 million inflators.
Penalties in the criminal case

include $850 million in restitu-
tion to automakers, $125 million
for victims and $25 million for
the U.S. government. Takata’s
fine to the government could
have been as much as $1.5 bil-
lion, but the judge in the case
said such a sum probably would
put the company out of business.
While Takata’s destruction

“would probably be a fair out-
come,’’ it wouldn’t help victims
get paid, U.S. District Judge
George Caram Steeh said in ac-
cepting the deal negotiated with
the U.S. Justice Department.
Takata’s penalty is small com-

pared with the one imposed on
Volkswagen, which must buy
back cars and pay up to $21 bil-
lion over its emissions-cheating
scandal. Steeh said he would
pick a person to administer the
restitution funds this week. Ken-
neth Feinberg, who handled the
General Motors ignition switch
and BP Oil spill compensation
funds, is being considered.
Takata’s inflators use ammoni-

um nitrate to create a small ex-
plosion that inflates air bags in a
crash. But when exposed to pro-
longed high temperatures and
humidity, the chemical can dete-
riorate and burn too fast. That
can blow apart a metal canister.
In the U.S., 19 automakers are

recalling inflators. Worldwide,

the total number is over 100 mil-
lion.
Takata is “fully committed to

ensuring that such conditions
never happen again,’’ Nomura
said.
The costs of the recalls have

saddled Takata, which also
makes seat belts, with two
straight years of losses. Lawyers
acknowledged in court that the
company will have to be sold to
fund the agreement. Separately,
three former executives are
charged with falsifying test re-
ports. They remain in Japan.
Steeh rejected pleas by

lawyers for plaintiffs in lawsuits
against Takata and automakers
to delay the sentencing. They
contended language in the plea
agreement would help the au-
tomakers’ defense because it
painted them as victims of Taka-
ta’s deception.
“Whether the OEMs (automak-

ers) have a role as culprit in addi-
tion to victim is something that
can be resolved through the liti-
gation process,’’ he said.
Plaintiffs in dozens of lawsuits

over the defect charged in court
papers filed Monday in Miami
that Honda, Toyota, Nissan, Ford
and BMW had independent
knowledge that Takata’s air bags
were unsafe before putting them
in millions of vehicles.
After an inflator ruptured in

2009, one of the auto companies
described the problem as “one in
which a passenger protection de-
vice was transformed into a
killing weapon,’’ the court filing
said. The company was not iden-
tified.
The filing marks the broadest

allegation yet that automakers
knowingly put their customers in
danger.
“The automotive defendants

were aware that rupture after
rupture, both during testing and
in the field, confirmed how dan-
gerous and defective Takata’s air
bags were,’’ the plaintiffs’ attor-
neys said.
The auto companies have as-

serted that they were deceived
by Takata and shouldn’t be held
liable.
In Takata’s plea agreement, the

Justice Department says Takata
got the car companies to keep
buying its inflators “through sub-
mission of false and fraudulent
reports and other information
that concealed the true and ac-
curate test results.’’
The plaintiffs are suing not on-

ly over the deaths and injuries

but over what they say is the ve-
hicles’ loss in value because of
the defect.
The plaintiff’s filing Monday al-

leges that Honda, Takata’s
biggest customer, was involved
in designing Takata inflators, and
two of them exploded and rup-
tured at Honda facilities in 1999
and 2000. Toyota had quality
concerns about Takata in 2003,
while Ford ignored objections of
its own inflator expert. Nissan
switched to Takata inflators to
save about $4 per inflator, the
lawyers alleged, while BMW also
sought cost savings.
BMW, Nissan, Ford and Toyota

declined comment. Honda said
the lawyers’ filing was misleading
and an effort to maintain claims
for economic losses regardless of
Takata’s guilty plea. The compa-
ny also labeled as false an allega-
tion that it proceeded with Taka-
ta inflators for cost reasons while
knowing they were dangerous.

Takata Agrees to $1 Billion Federal Penalty

LINCOLN, Neb. (AP) – Nebras-
ka should be careful not to over-
regulate self-driving vehicles as
technology continues to devel-
op, lobbyists for auto manufac-
turers and dealers said Feb. 28 at
a legislative committee hearing.
A bill sponsored by Sen. Tyson

Larson of O’Neill would create
provisions allowing for au-
tonomous vehicles in the state.
Nebraska is now among the ma-
jority of states that don’t ac-
knowledge the emerging technol-
ogy’s existence in statutes, even
as more companies have begun
testing self-driving cars.
“Autonomous vehicles are no

longer just an engineer’s vision
of the future,’’ Larson said.
Drivers could see self-driving

cars on many roadways as early
as 2020, said John Lindsay, a lob-
byist for the Auto Alliance. He
urged the committee to make
sure any legislation is loose
enough not to interfere as manu-
facturers continue developing
autonomous vehicles.
Loy Todd, president of the Ne-

braska New Car and Truck Deal-
ers Association, told the commit-
tee he wants to avoid any legisla-
tion that could stop dealers from
selling self-driving cars when
they’re commercially available.
Ford and GM, have predicted
several models should be on the
market between 2018 and 2021.

Nebraska Ponders
Self-Drive Regs
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by Jim Stickford

Sometimes seeing red isn’t a
bad thing. Just ask the folks at
the GM Tech Center’s Cadillac
Building.
Employees who work in the

Cadillac Building held a Red
Cross blood drive on March 2.
“This is the first blood drive

we’ve held for 2017,” said blood
drive organizer Laurie Sweeney,
who is an executive administra-
tor for the directors who work
in the building. “We hold drives
quarterly. I’ve been the organiz-
er since 2012. I can’t even re-
member how I got the task. But
I’m a big advocate for the ten-
ants in the building and I like to
make things happen.”
And Sweeney said that she es-

pecially likes to make things
happen for a good cause.
“The Red Cross always needs

blood,” Sweeney said. “It’s
great to help those in need and
now that it’s tornado season,
the Red Cross really needs
blood.”
Sweeney said the she and her

colleagues have been working
with the Red Cross so long that
setting up an individual blood
drive is routine.
“The process goes smoothly,”

Sweeney said. “The Red Cross
contacts me and sets the sched-
ule for the year. I get the room
ready where the blood will be
donated the day for a particular
blood drive. They come in and
set up their equipment.”
Sweeney sends out an an-

nouncement shortly before the
actual drive and people can
sign up to make a donation.
What’s interesting, Sweeney

said, is that it’s done electroni-
cally these days. In the an-
nouncement, there’s a code spe-

cific to the Cadillac Building
blood drive. People interested
in donating visit the Red Cross
Web page and input the code
and sign up for what time they
would like to come in and make
a blood donation.
“We get walk-ins as well,”

Sweeney said, “but most of the
donations come from people
who sign up online. We usually
get about 40 people signing up
and collect somewhere in the
neighborhood of 30 or 35 units
of blood. It’s flu season and
sometimes people who sign up
are rejected after they fill out
their questionnaires. That’s
why it’s important to get as
many people as we can to sign
up. I see many of the same faces
whenever we hold a driver and
these people are to be com-
mended.”
One of the donors was Eliza-

beth Durrett, an IT systems en-
gineer in the Cadillac Building.
“I signed up because it’s the

right thing to do,” Durrett said.
“I like to give as often as I am
able. I first gave blood when I
was 18 and have been donating
ever since then.”
Durrett said that she’s glad to

donate and that it’s not that big
a deal.
“This is not hard,” Durrett

said. “It really doesn’t hurt, it’s
helpful to people who need it
and we get free snacks. What’s
not to like. And this time we
donors got a little gift card from
Amazon.”
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Durrett after donating a pint of blood to the Red Cross.

GM Employees Donate Blood
At the Tech Center in Warren

Chevy OnStar Service Brings Wi-Fi Home

online using a gaming console
in their vehicles, and now
customers can utilize the full
potential of their OnStar 4G
LTE Wi-Fi hotspot without
worrying about running out of
data.
“We have contractors bidding

jobs in their Silverados, families
streaming movies in their Subur-
bans and Malibus and everyone
tapping into the cloud for mu-
sic,” said Alan Batey, president of
GM North America and global
head of Chevrolet. “With the
most affordable unlimited 4G LTE
data plan in the auto industry,
the widest availability of Apple
CarPlay and Android Auto and
new connected services like On-

Star AtYourService, our momen-
tum can only grow.”
Last year alone, Chevrolet cus-

tomers used nearly 200 percent
more OnStar 4G LTE data in their
vehicles compared to 2015, Cain
said. In the second half of 2016,
Chevy owners used almost as
much data as they had the previ-
ous 24 months since OnStar 4G
LTE launched.
To put this data usage in per-

spective, Chevrolet owners and
their passengers streamed the
equivalent of more than 17.5 mil-
lion hours of video in 2016.
“We’re pleased to deliver this

special unlimited data plan to
Chevy owners,” said Chris Pen-
rose, president, IoT Solutions,
AT&T. “Accessing the internet
through AT&T’s 4G LTE Wi-Fi,

passengers now can access all of
their content and enjoy endless
entertainment on the go.”
As the first automaker to offer

4G LTE connectivity across its
entire retail portfolio, Chevrolet
has sold more than 3.1 million
OnStar 4G LTE-connected vehi-
cles since June 2014 and has
more vehicles on the road
equipped with 4G LTE than any
other automaker.
Today, along with the 4G LTE

connection enabled by AT&T, the
OnStar Basic Plan comes stan-
dard on all new Chevrolet retail
models, Cain said. The Basic Plan
includes select remote vehicle
services and the OnStar AtYourS-
ervice marketplace via the my-
Chevrolet mobile app among oth-
er features.

CONTINUED FROM PAGE 1

DETROIT (AP) – Plaintiffs in
dozens of lawsuits against air
bag maker Takata and five au-
tomakers allege the car compa-
nies knew that Takata’s products
were dangerous yet continued to
use them for years in order to
save money.
The allegations against Honda,

Toyota, Nissan, Ford and BMW
were made in a filing Feb. 27 with
a federal court in Miami, which is
handling pretrial evidence-gath-
ering in lawsuits against Takata
and the automakers. The filing
says documents produced in the
case show the auto companies
had independent knowledge that
Takata’s air bag inflators were
unsafe before putting them in
millions of vehicles.
The allegations come just

hours before Takata entered a
guilty plea to one criminal charge
and agree to pay a $1 billion
penalty at a hearing in Detroit.
The Feb. 27 filing says that af-

ter an inflator ruptured in 2009,
one of the auto companies de-
scribed the problem as “one in
which a passenger protection de-
vice was transformed into a
killing weapon.’’ The company
wasn’t named in the document.
The court filing marks the

broadest allegation yet that au-
tomakers knew about Takata’s
problems yet continued to use
the inflators and put their cus-
tomers in danger. The lawyers
are trying to counter the auto
companies’ assertion that they
shouldn’t be liable because they,
too, were deceived by Takata.
But the OEMs have pointed to

Takata’s plea agreement, in
which the Justice Department
says Takata got the car compa-
nies to keep buying its inflators
“through submission of false and
fraudulent reports and other in-

formation that concealed the
true and accurate test results.’’
In addition to the deaths and

injuries caused by Takata air
bags, lawyers allege that vehicles
sold by the automakers declined
in value because they kept using
the Takata equipment.
The filing Feb. 27 includes spe-

cific allegations that each of the
automakers knew about Takata’s
problems:
• Honda, Takata’s largest cus-

tomer, was intimately involved in
designing Takata inflators, and
two Takata inflators exploded
and ruptured at Honda facilities
in 1999 and 2000.
• Toyota had quality concerns

about Takata in 2003, the same
year that an inflator ruptured at
a Toyota testing facility, the doc-
ument says. At least 15 inflators
in Toyotas blew apart by 2014,
when the company issued a na-
tionwide recall.
• Ford picked Takata inflators

over the objections of its own in-
flator expert because Takata was
apparently the only company
that could provide the number of
inflators Ford needed, the
lawyers wrote. One document
obtained through the pretrial
process said that Ford had a
“gun to its head, so it had to ac-
cept ammonium nitrate.’’
• Nissan, the document said,

switched to Takata inflators “pri-
marily, if not solely’’ to save
about $4 per inflator. Another au-
tomaker told Nissan about the
risky inflators in 2006, eight
years before Nissan began a na-
tional recall, the document said.
• At BMW, documents show

the company went to Takata
seeking cost savings.
As early as 2003, a Takata infla-

tor ruptured in a BMW in
Switzerland.

Takata’s Air Bag Scandal
Hits Five Automakers

John Weinhardt, CEO and Tom
Tekiele, CFO of Unique Fabricat-
ing, Inc. of Auburn Hills, which
engineers and manufactures
multi-material foam, rubber, and
plastic components utilized in
noise, vibration and harshness
management for the automotive
and industrial appliance market,
will present at the 29th Annual
ROTH Conference on Tuesday,
March 14.
They will also conduct one-on-

one meetings that day, said Fab-
ricating, Inc. spokesman Rob
Fink.
The conference will be held

March 12-15, 2017 at The Ritz
Carlton in Dana Point, Calif.
This conference is one of the

largest of its kind in the U.S. Fol-
lowing the success of previous
years' events, the ROTH Confer-
ence, with close to 500 partici-
pating companies and over 4,000
attendees, will feature presenta-
tions from hundreds of public
and private companies in a vari-
ety of sectors including Health-
care Technology, Internet & Me-
dia, Cleantech, Industrial Growth
& Solar, Consumer, Oil & Gas /
Mining & Minerals and Business
Services. ROTH combines com-
pany presentations, one-on-one
and small group meetings and
panel discussions.
Unique Fabricating, Inc. engi-

neers and manufactures compo-
nents for customers in the auto-
motive and industrial appliance
market, Fink said.
The company’s solutions are

comprised of multi-material
foam, rubber, and plastic compo-
nents and utilized in noise, vibra-
tion and harshness (NVH) man-
agement, acoustical manage-
ment, water and air sealing, dec-
orative and other functional ap-
plications.

Fabricating Inc.
Execs Speak at
Conference
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PARIS (AP) – The chairman of
French carmaker PSA Group
wants to create a “European car
champion’’ with the purchase of
General Motors’ European car
business and pledged to work
with governments and unions
worried over job cuts.
After reporting a near-dou-

bling in 2016 profits, Carlos
Tavares lauded the benefits of a
deal that could reshape the con-
tinent’s car market and leave
PSA, the maker of Peugeot and
Citroen cars, leapfrogging the Re-
nault Nissan alliance to be sec-
ond behind Germany’s Volkswa-
gen.
Speaking in Paris Feb. 23,

Tavares said PSA’s ambition to
buy GM’s loss-making Germany
subsidiary Opel and its British
brand Vauxhall is rooted in its re-
markable financial turnaround.
The company, which had to be
bailed out by Chinese investors
and the French government just
three years ago, was able to an-
nounce Feb. 23 its first dividend
payment in six years alongside
the profit jump.
Tavares insisted that the po-

tential deal is “nice to have’’ but
“not a must’’ and laid out a string
of reasons why he thinks it
would be a good idea: it could
improve Opel’s bottom line, ex-
pand PSA’s market, and keep
both companies competitive
globally.
He said a combined company,

which would be Europe’s No. 2
carmaker behind Volkswagen,
could have volumes of 5 million
cars. Detroit-based GM has been
trying to boost prospects for its
European business. It last made
a full-year profit there in 1999.
“We believe there is an oppor-

tunity to create a European car
champion, resulting from the

combination of a French compa-
ny and German company and
without forgetting our U.K.
friends,’’ Tavares said.
“Opel has making red ink for

10 years, and burning approxi-
mately 1 billion in cash every
year,’’ he said. “We believe we
can help.’’
He insisted that Opel would re-

main a German company, in part
to benefit from Germany’s strong
reputation for car engineering.
He said PSA would respect ex-

isting labor agreements, though
he didn’t explicitly rule out job
cuts. Tavares has spoken with
German Chancellor Angela
Merkel and met with Opel em-
ployee representatives since the
takeover discussions were an-
nounced last week.
“The best way ... is to have

unions and governments on your
side,’’ he said.
Jobs are an especially sensi-

tive issue in what is election year
in both Germany and France.
The German and French econo-
my ministers discussed the po-
tential deal at a meeting in Paris
on Feb. 23.
Opel employee representa-

tives and union leaders in Ger-
many say they will push to keep
current jobs and factories, and
Britain’s biggest trade union has
demanded that the government
protect Vauxhaull, as Britain pre-
pares to leave the EU and PSA
considers the buyout.
While revenues last year were

largely stable, PSA’s group in-
come was 1.7 billion euros last
year, up from 899 million in 2015,
attributed in part to a faster-
than-expected cost-cutting.
Beyond Europe, Tavares

acknowledged that PSA is
frustrated with lost market share
in China.

Proposed Sale of GM’s Opel
Meant to Create Auto Giant

#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
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GGRREEAATT
FFEEBBRRUUAARRYY
LLEETTSS MMAAKKEE

MMAARRCCHH
EEVVEENN BBEETTTTEERR
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GGRREEAATT
OOFFFFEERRSS
PPLLEEAASSEE CCAALLLL FFOORR DDEETTAAIILLSS

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

VYLETEL

*Lease figured with $1500 Dealer IVC. Certificates Program subject to change while IVC Supplies Last. *Lease example is Stock Specific. *GM Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. *All lease/purchase examples are figured with GM employee pricing. Lease conquest rebate qualifies 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 customers who have a current Buick/GMC lease in household. IVC certificates may apply to lease/ purchase examples and are good while dealer supply lasts. Prices subject to change during the month of February 2017. *GM
Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. Total due at lease signing 2017 ENCORE $1599, 2017 Lacrosse $1599, 2017 Envision $1999,2017 Enclave $1799, 2017 Acadia FWD $219, 2017 Acadia Limited $1699, 2017 Terrain SLE-1 $69, 2017 Sierra Double Cab $1629. 2017 Yukon $1,699 *For GM Employee Purchase
or Lease Conquest Rebate Customer Must Have Non GM Lease In Household To Expire Within 365 Days Of Delivery Of New Purchase or Lease. Programs subject to change. **Additional 2 payments of a max amount of $400.00 total. Photos may not represent actual vehicle. Price is subject to change without notice. See dealer for details. Expires 3/31/17

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

DEAL# 66406 • STK# 5483-17
GMS pricing plus tax, title, lic.

must have lease conquest rebate.
$999 down with approved credit.

NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$129*

ALL NEW 2017
BUICK ENCORE

FWD • PREFERRED

DEAL# 65358 • STOCK# 5383-17
GMS pricing plus tax, title, lic.

must have lease conquest rebate.
$999 down with approved credit.

NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$69*

ALL NEW 2017
BUICK ENVISION

FWD • PREFERRED

DEAL# 66406 • STK# 5483-17
GMS pricing plus tax, title, lic.

must have lease conquest rebate.
$1259 down with approved credit.
NO SECURITY DEPOSIT REQUIRED!

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$259*

ALL NEW 2017 GMC

TERRAIN
FWD • SLE-1

DEAL#66408 • STK#9463-17
GMS pricing must have lease conquest rebate.
Plus tax, title, lic & doc fee. with approved credit.

NO SECURITY DEPOSIT REQUIRED!

$69*24
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

SIERRA
1500 • 4WD • DOUBLE CAB

ELEVATION EDITION
LOADED! 20”BLACK, ACCENT WHEELS!

DEAL#66413 • STK$9870-17
GMS pricing plus tax, title, lic & doc fee.
$1,250 down with approved credit.

NO SECURITY DEPOSIT REQUIRED!

$299*
SPRAY ON BEDLINER, ELECTRIC REAR WINDOW DEFOGGER,

5.3L V8 ECOTEC3 ENGINE, 20” BLACK PAINTED ALUM. WHEELS,
POWER HEATED OUTSIDE MIRRORS,

BODY COLOR MIRROR CAP-GRILLE SURROUND - DOOR HANDLES -& MOLDINGS,
DEEP TINTED GLASS, REMOTE KEYLESS ENTRY AND LOCKING TAILGATE,

REAR VISION CAMERA SYSTEM, SIRIUS XM SERVICE, TRAILERING EQUIP PKG,
AND MUCH MORE!

39
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

ACADIA
LIMITED • FWD

DEAL#66407 • STK# 9969-17
GMS pricing plus tax, title, lic & doc fee.

$999 down with approved credit.
Must have lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$319*
LOADED WITH OPTIONS!

CHROME WHEELS, COOLED SEATS,
DUAL MOONROOF, 7 PASSENGER!

39
MONTH
LEASE

FOR ONLY

10K PER YEAR

STK# 4895-16
GMS pricing plus tax, title, lic. & doc fees.

2016 BUICK CASCADA
PREMIUM • 1SP

NAVIGATION, 20” RIMS, 5.3L V8, SPRAY ON BEDLINER.
NICE TRUCK!
STK#3572-16

GM pricing plus tax, title, lic. & doc. fee.

2016 GMC

SIERRA
1500 • 4WD • DOUBLE CAB • SLE

$34,497*
WAS
$47,875

SAVE OVER
$11,890 OFF LIST

STK# 4895-16
GMS pricing plus tax, title, lic. & doc fees.

$20,995*
WAS
$33,885

2016 BUICK
REGAL

FWD • PREMIUM II GROUP

NOW

ALL NEW 2017 GMC

YUKON
4WD • SLE

STK#9914-17
GMS pricing plus tax, title, lic & doc fee.

$999 down with approved credit.
Must have lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$397*39
MONTH
LEASE

FOR ONLY

10K PER YEAR

$20,995*
WAS
$33,885

NOW

SAVE OVER
$10,000 OFF LIST

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. All lease assume that you qualify for 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 03/31/2017
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18 MILE RD.

SINCE
1989

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

buff whelan chevrolet,
where the CUSTOMER IS NUMBER 1

OVER 1,000
New Chevrolets

in Stock!

CALL
JEFF CAUL

586-274-0396

2017 CHEVY CRUZE LT

$68+TAXWITH$0DOWN

WITH LEASE CONQUEST • 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 SILVERADO
Double Cab 4x4 Allstar Pkg.$275+TAXWITH$0DOWN

WITH LEASE CONQUEST • NO SECURITY DEPOSIT REQUIRED
Equiped with Power Locks, Power Windows,Remote Start, Power Seats, Back-Up Camera, Hitch,
Locking differential, XM Radio, OnStar and More…

36 MTH LEASE
10,000 MILES

2017 CHEVY EQUINOX LS

$69+TAXWITH$0DOWN

WITH LEASE CONQUEST • 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

$138+TAXWITH$0DOWN

WITH LEASE CONQUEST • 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
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New technologies make it pos-
sible for companies like GM to
use media in a new way to get its
message out.

Epic Games, The Mill and
Chevrolet have joined forces to
revolutionize the conventions of
digital filmmaking with “The Hu-
man Race,” a short film and aug-
mented reality (AR) presentation
debuting March 1 at the Game
Developer’s Conference (GDC) in
San Francisco, California, as part
of Epic Games Founder and CEO
Tim Sweeney’s opening presenta-
tion, said GM spokeswoman Afaf
Farah.

Combining an advanced imple-
mentation of Epic’s Unreal Engine
with The Mill’s proprietary virtu-
al production toolkit, Mill Cyclops,
“The Human Race” shows what
can be done when the two tech-
nologies are pushed beyond the
limits of existing real-time render-
ing capabilities to produce a fu-
turistic film that features the 2017
Chevrolet Camaro ZL1 in a heated
race with the Chevrolet FNR con-
cept car, Farah said.

The only physical vehicle
filmed for “The Human Race” was
the Mill BLACKBIRD, a fully ad-
justable rig that enables filmmak-
ers to insert almost any car mod-
el into any filmed environment.
Until now, CG cars were added
by visual effects artists in post-
production, requiring days of
rendering to produce high-quali-
ty imagery, Farah said. During
this shoot, however, live video
feeds as well as positional data
from the Array tracking system
were fed directly into Unreal En-
gine. The Camaro was then ren-
dered and composited seamless-
ly into the footage in real-time
AR, allowing the directors to in-
stantly see the final look and
composition of each shot.

The same real-time technology
was used to create, alter and pro-
duce the short film, blurring the

lines between production and
post. The ability to create “final
pixels” in real time will ultimately
change the way filmmakers cre-
ate content and make critical de-
cisions, Farah said.

A live recreation of the AR vi-
sualization was also shown dur-
ing Epic’s presentation, offering
an up-close view of the real-time
tech used to produce the project.

“‘The Human Race’ blends cine-
matic storytelling and real-time
visual effects to define a new era
of narrative possibilities,” said
Angus Kneale, chief creative offi-
cer at The Mill in New York. “This
is a pivotal moment for film VFX
and the coming era of augmented
reality production. Using Unreal’s
cutting-edge game engine tech-
nology, filmmakers are able to see
their photoreal digital assets on
location in real time. It also means
the audience can effect change in
films in ways previously unimag-
ined, giving interactive control
over vehicles, characters and en-
vironments within a live action
cinema experience. With Mill Cy-
clops, The Mill’s proprietary vir-
tual production toolkit, we are
able to render and integrate digi-
tal assets into the real world to a
level never seen before.”

“Find New Roads is more than
just a tagline at Chevrolet.
We embrace that mission in the
advanced engineering of our
cars, and also in the way we
service and communicate with
our customers,” said Sam
Russell, general director of
Global Chevrolet Marketing.
“‘The Human Race’ brings a lot
of those ideals together. The
technology involved in produc-
ing this film provides a glimpse
into the future of customer
engagement and could play a
unique role in how we showcase
car model options with interac-
tive technologies like AR and
VR.”

“We’re always thrilled to show-
case the levels of innovation our
customers can achieve in Unreal
Engine,” said Kim Libreri, CTO,
Epic Games. “Today’s presenta-
tion demonstrates what’s possi-
ble when combining live action
with the power of Unreal En-
gine’s real-time photorealistic
rendering capabilities – essen-
tially taking the ‘post’ out of
post-production.”

For more information about
about “The Human Race,” see
youtu.be/2nWQ96ydO-I, Farah
said.

The “skin” of the vehicle is added digitially via computer technology.

Chevy Develops ‘Augmented Reality’ Tech
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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 3-31-17.

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. Enclave, Regal, Acadia, Encore, Terrain and Sierra SLE are 24
months leases. Envision, Yukon, Lacrosse, Cascada, Verano, and Sierra Denali are 36 month leases. All Vehicles shown are $999 down except for the terrain which is $0 down and the Encore which is $499 down. Disposition Fee may be required at vehicle turn in. Must have lease loyalty and/or closing competitive lease depending on vehicle model. 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. **$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: 3/31/2017.

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

LEASE FOR

$239*
MONTH

PURCHASE FOR

$29,390*

STOCK #B470762

PER 36MONTHS
$999DOWN

PREFERRED FWD
2017 BUICK ENCORE

LEASE FOR

$79*
MONTH

PURCHASE FOR

$20,995*

STOCK #B571898

PER 24MONTHS
$499DOWN

PREFERRED
2017 BUICK VERANO

LEASE FOR

$119*
MONTH

PURCHASE FOR

$21,995*

STOCK #B470037

PER 36MONTHS
$999DOWN

SPORT TOURING
2017 BUICK ENCLAVE

LEASE FOR

$129*
MONTH

PURCHASE FOR

$30,995*

STOCK #B573050

PER 24MONTHS
$999DOWN

CONVENIENCE GROUP
2017 BUICK REGAL

LEASE FOR

$139*
MONTH

PURCHASE FOR

$25,439*

STOCK #B470197

PER 24MONTHS
$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. Silverado, Malibu, Cruze, Trax, Equinox and Traverse are 24 months leases. Volt is a 36 month lease. Camaro is a 39 month lease. Pricing is subject to select model vehicles,
while supplies last. Pictures may not represent actual vehicle. Silverado is a courtesy vehicle, while quantities last. 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 sup-
plies last. All leases are 10k miles per year w/ approved S Tier credit w/ $999 due at signing unless otherwise stated. Cruze, Equinox, Trax and Traverse are with $0 down. Prices & payments are plus tax, title, and plate fees with acquisition fee up front. All leases are priced significantly below supplier pric-
ing 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 – 3/31/17.

VISIT OURWEBSITE:
edrinke.com

2017 CHEVY MALIBU LT
LEASE FOR

$105*PER MONTHOR PURCHASE FOR
$19,995*

24MONTHS
$999DOWN STOCK #TNSBMF

2017 CHEVY VOLT LT
LEASE FOR

$269*PER MONTHOR PURCHASE FOR
$31,899*

36MONTHS
$999DOWN STOCK #470895

2017 CHEVY CAMARO 1LT
LEASE FOR

$259*PER MONTHOR PURCHASE FOR
$24,279*

39MONTHS
$999DOWN STOCK #470207

2017 CHEVY CRUZE LT
LEASE FOR

$59*PER MONTH OR PURCHASE FOR
$16,169*

24MONTHS
$0DOWN STOCK #470239

2017 CHEVY TRAX LS
LEASE FOR

$63*PER MONTHOR PURCHASE FOR
$16,499*

24MONTHS
$0DOWN STOCK #572578

2017 CHEVY EQUINOX LT
LEASE FOR

$59*PER MONTHOR PURCHASE FOR
$20,229*

24MONTHS
$0DOWN STOCK #573490

2017 CHEVY TRAVERSE
LSLEASE FOR

$89*PER MONTHOR PURCHASE FOR
$21,869*

24MONTHS
$0DOWN STOCK #573560

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

2017 GMC YUKON SLE 4WD

LEASE FOR

$339*MONTH

PURCHASE FOR
$45,995*
STOCK #G572346

PER 36MONTHS
$999DOWN

2017 GMC ACADIA SLE-1

LEASE FOR

$119*MONTH

PURCHASE FOR
$27,729*
STOCK #TVBF0Q

PER 24MONTHS
$999DOWN

2017 GMCTERRAIN SLE-1

LEASE FOR

$79*MONTH

PURCHASE FOR
$22,379*
STOCK #TPGFN6

PER 24MONTHS
$0DOWN

100
YEARS
IN BUSINESS

100
YEARS
IN BUSINESS

2016 GMC SIERRA 1500 4WD DBL CAB SLE

PURCHASE FOR

2017 GMC SIERRA 4WD DOUBLE CAB SLE

LEASE FOR

$199*MONTH

PURCHASE FOR
$36,629*
STOCK #G571079

PER 24MONTHS
$999DOWN

2017 CHEVY SILVERADO
1500 Z71 4WD LT DBLLEASE FOR

$126*PER MONTHOR PURCHASE FOR
$33,959*

24MONTHS
$999DOWN• COURTESY CAR STOCK #570991

$35,939*

STOCK #G564230

LAST ONE
COURTSEY
VEHICLE
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