
Fiat Chrysler is exploring an in-
novative way to poke holes in
conventional vehicle engineer-
ing.

Weight reduction, a key con-
tributor to improved fuel econo-
my, can be achieved by using
less material, said Fiat Chrysler
spokesman Eric Mayne. The
challenge is determining which
components can withstand
weight reduction – and by how
much – while still satisfying cus-
tomer expectations for vehicle
durability and performance.

Fiat Chrysler engineers have

developed multiple algorithms to
quickly and precisely determine
the optimal size and shape of
“lightening holes.” The new
process is one of 24 topics com-
pany engineers discussed during
WCX 2017, the SAE’s annual in-
ternational gathering at Cobo
Center last week, Mayne said.

“Such exchange is vital to the
industry’s continuing mission of
developing vehicles that deliver
greater and greater efficiency,”
said Bob Lee, head of Powertrain

CONTINUED ON PAGE 5
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Mascarenas, Bahash, Goldstein, Weinert, Holland and Kotagiri talk about developing innovative corporate culters at an SAE panel discussion.

by Jim Stickford

The auto industry is changing
and it’s innovate or die. And that
was one of the major topics of
discussion at 2017 Society of Au-
tomotive Engineers (SAE) World
Congress held in Cobo Center lat
week.

At a panel discussion titled
“Establishing a Culture of Innova-
tion” experts from several large
auto companies and auto suppli-
ers talked about new processes
of innovation.

The panel was chaired by Paul
Mascarenas, a special venture
partner at Fontinalis Partners.
The panelists were Jim Holland,
vice president, Vehicle Compo-
nent and Systems Engineering for
Ford; Lisa Bahash, senior vice
president, Automotive and
Transportation at Jabil Engineer-
ing Solutions; Viv Goldstein, di-
rector of Innovation Acceleration
at GE; Mike Weinert, vice presi-

dent of Advanced Technology &
Engineering for Deere and Com-
pany; and Swamy Kotagiri, presi-
dent of Manga Electronics, and
executive vice-president and
chief tecnology officer for Magna
International.

Mascarenas started off the dis-
cussion by asking the question
what exactly is a corporate cul-
ture of innovation. Goldstein said
that at GE it’s about creating
things that are both new and valu-
able. That requires a corporate
culture dedicated to supporting
innovation. And that isn’t easy.

“You can’t say to people now
you can wear jeans, be more in-
novative,” Goldstein said. “To
drive innovation we look at two
things, mind set and the mechan-
ics.”

Mind set deals with how they
bring together people in an envi-
ronment that is creative and
where it’s safe to fail. Mechanics
deals with the process of turning

new ideas in viable commercial
products. GE is still a business,
Goldstein said.

Kotagiri agreed with Goldstein
that letting people know it’s OK
to fail is important. But it’s also
important to fail fast and cheap.

“You have to be able to move
fast when an idea works,” Kota-
giri said. “We create islands of in-
novation within the large corpo-
rate structure. And when a cre-
ative idea is being brought to
fruition, we provide the people
with the help they need. That
could be legal, or financial or lo-
gistical.”

Holland said that experimenta-
tion is important. And so is be-
ing able to move an idea through
the development cycle quickly.
That’s not always easy at Ford.

Mascarenas said it’s important
not to have one group that’s con-
sidered the innovators and an-
other group that just slogs
through doing their jobs. How

does a company be inclusive in
generation new ideas.

Bahash said that’s an interest-
ing area of conversation because
she’s seen a lot of situations
where R&D have come up with
ideas where they then have to
try to sell those ideas to the cor-
porate suits.

She said it’s important to think
about what is driving change
within the industry and develop
products along that line. What a
company wants to avoid is trying
to adapt products to a changing
markets. That can be hard when
a company has financial require-
ments – coming up with some-
thing new while still meeting the
current needs of clients.

Weinert said it all comes down
to leadership. The bosses need
to understand that innovation re-
quires risk and people that will
put themselves out there.

Developing Innovative Strategies Key to Auto Success

CONTINUED ON PAGE 6

Jim Holland

by Jim Stickford

It’s been said that Ford has
better ideas. But how the compa-
ny generates its ideas has
changed in the past few years.
Just ask Jim Holland, vice presi-
dent, Components and Systems
Engineering at Ford.

“I’d say the biggest change
over the past few years are the
key trends that affect the auto in-
dustry,” Holland said. “When we
talk about trends that affect Ford
we talk about the emergence of
more megacities. The increase of
the middle class around the
world. That means more cars
and more pollution, so we are
asking how do these trends af-
fect the kinds of vehicles we will
build. From there we move to
more typical trends like light-
weighting and autonomous
technology.”

These influences, Holland
said, are accelerating. Also, the

Ford Adopting
New Methods

For Innovation

Fiat Chrysler Lightweighting
Works By What’s Not There

Chrysler lightweights by removing mass wherever that is feasible.

Chevrolet and baseball have returned to downtown Detroit this spring.

It’s spring and that means
baseball and Chevrolet are re-
turning to Comerica Park.

They are celebrating Opening
Day of the Major League Baseball
(MLB) season by placing this
year’s showcase vehicles a top
the fountain at Comerica Park,
said GM spokeswoman Afaf
Farah. A new 2018 Equinox and a
2018 Silverado 2500HD will sit
high above the Chevrolet Foun-

tain behind center field for the
coming baseball season.

“Chevrolet is proud to help
kick off the 2017 MLB season by
continuing the tradition of show-
casing our vehicles in the center
field fountain at the home of the
Detroit Tigers,” said Paul Ed-
wards, U.S. vice president,
Chevrolet Marketing. “This year,
we have chosen to display the
all-new Equinox and the HD Sil-

verado because they are among
the most versatile, durable and
capable vehicles in the Chevrolet
lineup and we know that they are
tough enough to withstand the
unpredictable Michigan weath-
er.”

Chevrolet has sponsored the
fountain, which features an array
of water displays and the sound

Chevy Steps Up to Plate at Comerica Park

CONTINUED ON PAGE 2
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of a tiger growling after each De-
troit home run, for the last eight
seasons, Farah said. The brand
displays vehicles from its lineup
each year.

“We greatly value our partner-
ship with Chevrolet,” said Tigers
Vice President of Corporate Part-
nerships, Steve Harms. “The
Chevrolet Fountain is a symbol
of our community, and a repre-
sentation of its hard working
people.

“The Chevrolet Fountain is an
iconic focal point within Comeri-
ca Park, and is truly one of the
most unique branding locations
of any ballpark in Major League
Baseball.”

Farah said that this is just one
of the things Chevy does to sup-
port baseball.

In addition to its long-running
Tigers sponsorship, Chevrolet is
also the Official Vehicle of Major
League Baseball and the Official
Automotive Sponsor of the PLAY
BALL initiative.

Comerica Park
See Chevy

At the Plate
CONTINUED FROM PAGE 1

When people think about what
they want in their cars, nice
seats tend not to be the first
thing they think of, but when a
seat is uncomfortable, people re-
ally notice.

Bonny Thomas is a seat com-
fort engineer for Fiat Chrysler
and she spoke about the impor-
tance of car seats at last week’s
2017 Society of Automotive Engi-
neers (SAE) World Congress at
Cobo Center.

“Cars today have all kinds of
technology that do all sort of
things, but at the end of the day
they still have to have comfort-
able seats,” Thomas said. “Don’t
think for a second that the OEMs
take seats for granted. They have
invested time and money and en-
ergy making sure that our seats
have a broad appeal to people
with a variety of different body
types.”

Thomas said that in the 1950s
even the front seats of vehicles
were bench seats. Now they are
always bucket seats. Another
change from the 1950s is the
shape of the average American.

“Body shapes have changed in
the past few decades,” Thomas
said. “In the 1980s we took a lot
of data about body shapes, and
even since then body shapes
have changed. That data doesn’t
reflect how people are right now.
Keeping up with that is a chal-
lenge.”

Another challenge OEMs face,
Thomas said, is what people ex-
pect from seats. The standard of
comfort people demand from
even the less expensive vehicles
is much higher than in the past.
So cost becomes a factor.

While seat adjustment technol-
ogy has come a long way, OEMs
have to be careful that they don’t
make systems too complicated.

“You want to be able to finely
tailor to an individual’s personal
preferences,” Thomas said. “But

if you make a system too compli-
cated, people will just quit in
frustration because there are so
many buttons and switches they
will have to use. When that hap-
pens, nobody wins. Not the cus-
tomer and not the OEM.”

Seat technology has gone from
the electric in the 1990s to the
electroninc today, Thomas said.
And that creates its own prob-
lems. This technology has a
physical presence that has to be
taken into account. A seat has to
fit properly into a car, and the
seat technology has to properly
fit into the seat.

That requires great effort on
the part of both seat designers
and seat engineers.

And, Thomas said, there are
changes in consumer prefer-
ences. In the past, softer seats
were more popular, but it seems
that consumers are now prefer-
ring stiffer seats.

But with the addition of better
engineering and new technology,
OEMs have been able to expand
the range of adjustments possi-
ble for a seat and thus more peo-
ple can enjoy the comfort.

“As late as the 1970s, women
and shorter men used to have to
put a pillow behind their backs

so that they could reach a car’s
pedals,” Thomas said. “That’s
changed.”

Jennifer Badgley, a comfort re-
lease engineer who works out of
the GM Tech Center, spoke on
the same panel as Thomas. She
said that seat engineers must al-
so work with body engineers and
designers because of outside fac-
tors.

“Lightweighting is very impor-
tant,” Badgley said. “One of the
ways to make a vehicle lighter is
to make it narrower, thus reduc-
ing the overall size of the vehicle.
That means seats have to be
smaller at a time when people
aren’t getting less wide.”

Part of Badgley’s job is to work
with vehicle designers in the ear-
ly design process of new models
to make sure that the seats fit the
vehicle. And part of that job
means finding out what kind of
niche the vehicle is aimed at. A
Cadillac has different require-
ments than a Cruze.

“When talking about seats,
you’re talking about design, engi-
neering and marketing,” Badgley
said. “When people don’t like a
seat they will use every line avail-
able on a survey form to let you
know.”

Seating Foundation of Automobile Design

Jennifer BadgleyBonny Thomas

by DAVID RISING
Associated Press

BERLIN (AP) – Germany’s
economy minister and other offi-
cials met April 5 with the head of
automaker PSA Group and union
representatives to go over de-
tails of the French company’s ac-
quisition of General Motors’ Eu-
ropean brand Adam Opel AG,
with both sides saying the talks
had been “constructive.’’

GM sold its Opel and Vauxhall
brands to PSA in March for
roughly $2.33 billion, making the
French company, which makes
Peugeot and Citroen cars, Eu-
rope’s No. 2 automaker after VW.

Opel employs 19,000 people in
Germany out of a total workforce
of 38,000, and the sale has raised
concerns about job losses, espe-
cially in an election year. Vaux-
hall, the British brand, employs
4,500 people at two plants.

Executives have insisted that
no layoffs are foreseen, though
analysists have said they’re in-
evitable over the long term.

PSA Group CEO Carlos
Tavares has said there are ways
to contain factory costs other
than cutting workers, and that
the company would focus on lo-
gistics, quality, energy, mainte-
nance and security.

In a joint statement issued af-
ter the meeting, Economy Minis-
ter Brigitte Zypries said Tavares
had reaffirmed PSA’s commit-
ment to respect existing labor
agreements and that meeting
participants agreed that the sale
“can offer significant advantages
to both’’ PSA and Opel/Vauxhall.

Zypries said Germany would
continue to provide “construc-
tive support’’ to the merging of
PSA and Opel/Vauxhall at both a
federal and state level.

Opel Sale to PSA
Raises Issues on
Future Layoffs

AM General and the U.S. Tank
Automotive Research Develop-
ment and Engineering Center
(TARDEC) have entered into a
new partnership to develop and
demonstrate an autonomous
driving vehicle that may revolu-
tionize how soldiers, sailors, air-
men and Marines, along with
equipment and supplies, are
transported inside U.S. military
facilities, said AM General
spokesman Jeff Adams.

Under the Applied Robotics
for Installations and Base Opera-
tions initiative (ARIBO), AM Gen-
eral and TARDEC are currently
developing an autonomous vehi-
cle, with demonstrations expect-
ed to begin this Spring at the U.S.
Military Academy, West Point,
Adams said.

The ARIBO program allows
current civilian robotics technol-
ogy to be examined in vehicles in
a semi-controlled environment
such as military bases like West
Point which have restricted
roads, predefined routes and re-
strictive operations for favorable
conditions.

The program’s aim is to ad-
vance the state of military robot-
ics while simultaneously ad-
dressing U.S. military base needs
by creating reliable military ro-
botic technology and reducing
operational and personnel costs,
Adams said.

“The American-made AM Gen-
eral vehicle is ideally suited for
this initiative which will demon-
strate the ability to augment the
Academy’s existing transporta-
tion system, which consists of a
24/7 shuttle service transporting
cadets and other military per-
sonnel to/or from the Academy
hospital,” said AM General Exec-
utive Vice President, Kevin
Rahrig.

“Imagine what having a fully
autonomous wheelchair accessi-
ble vehicle would mean to indi-
viduals with disabilities. This
partnership with the Army could
be the first step in transforming
transportation for millions of
people.”

During testing, the au-
tonomous program at West Point
will examine:

• Vehicle safety, performance
and reliability;

• Acceptance of robotic tech-
nologies by government users
and non-users;

• Time and money savings;
• Energy efficiency;
• Navigation and mapping

ability.
“The West Point demonstration
uses AM General’s vehicle to not
only demonstrate an autonomy
kit, but to highlight the idea of
robotics for military and civilian
use,” said Alex Jimenez, project
leader for TARDEC’s ARIBO pro-
gram.

“The best robotic systems in
the world will not find traction
until users are comfortable with
the systems. West Point is a
prime location to address the ac-
ceptance aspect of robotics by
having future Army leaders see
and experience these robotics
first hand.”

TARDEC’s mission is to devel-
op, integrate and sustain the
right technology solutions for all
manned and unmanned Depart-
ment of Defense (DoD) ground
systems and combat support
systems to improve Current
Force effectiveness and provide
superior capabilities for the Fu-
ture Force.

It is based at the Detroit Arse-
nal facility located in Warren.

The director of TARDEC is Paul
D. Rogers.

TARDEC Working on New
Ways to Test Technology

http://www.detroitautoscene.com
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General Motors recognized 118
of its best global suppliers dur-
ing its 25th annual Supplier of
the Year awards ceremony on
March 31 in Orlando, Fla.

GM recognized more suppliers
this year than in any year since
the first Supplier of the Year
event, said GM spokesman Nick
Richards.

Automotive suppliers from 15
countries received GM’s Supplier
of the Year award for going above
and beyond GM’s requirements,
providing customers with the
most innovative technologies
and the industry’s highest-quali-
ty vehicles.

More than half of the suppliers
were repeat winners from 2015,
including global filter supplier
Mann+Hummel, which received
the exclusive Silver Anniversary
Award for consistent perform-
ance. It has been named a Suppli-
er of the Year 22 times in the pro-
gram’s 25-year history, Richards
said.

“We have the privilege to work
with and recognize the industry’s
most capable suppliers,” said
Steve Kiefer, GM vice president,
Global Purchasing and Supply
Chain. “Through their valued
partnership, we will continue to
deliver the products, services
and experiences our customers
deserve.”

In addition to naming its top
suppliers, GM recognized AGM
Automotive, LLC; Comau, LLC;
LG Chem; LG Electronics, Inc.;
Magna Exteriors; Means Indus-
tries; Multimatic; and Sam Shin
Chemical Co. with the Innovation
Award for the following reasons:

• AGM Automotive, LLC of
Troy – implementing a hands-free
liftgate with integrated logo
lamp, featured on the 2018
Chevrolet Traverse.

• Comau, LLC – creating a flex-
ible robotic body assembly fram-
ing system for Pre-Production
Operations, improving future ve-
hicle launch quality.

• LG Chem and LG Electronics,
Inc. – integrating a 60-kWh lithi-
um-ion battery pack in the
award-winning Chevrolet Bolt EV.

• Magna Exteriors — develop-
ing a multiaxial laser cutting and
welding process on painted ther-
moplastic, enabling lighter
weight design of the 2017
Chevrolet Camaro ZL1 fascia.

• Means Industries of Saginaw
– creating a selectable one-way
clutch, resulting in more efficient
packaging of the new Hydra-Mat-
ic nine-speed front-wheel-drive
transmission.

• Multimatic has its U.S. sales
and engineering headquarters
are in Southfield – enhancing the
DSSV position sensitive spool
valve damping technology for
the first-ever application in an
off-road truck, in the Chevrolet
Colorado ZR2.

• Sam Shin Chemical Co. – de-
veloping an innovative material
layering process with its 3-D fan-
tastic grille on the Chevrolet Bolt
EV.

Michael Guttilla, global vice
president of sales for Multimatic,
said this has been one of the
most rewarding projects Multi-
matic has done with GM because
of the collaboartive nature of the
work, from purchasing through
engineering.

“It required us to break down
barriers and work together in a
new way, which made it very
easy to bring our best technolo-
gy to the table,” Guttilla said. “It
started with an idea from GM en-
gineers – take Multimatic Formu-
la One suspension technology
and apply it to an ‘off-roadable’

performance pickup truck. In
this case the Chevy Colorado
ZR2. When this truck hits the
market, it’s going to absolutely
be a killer in the segment.”

GM also honored three compa-
nies – Aisin AW Co., Ltd.; Con-
Form; and Kautex – with its Over-
drive Award. The award, first giv-
en in 2012, recognizes supply
partners for extraordinary lead-
ership in cultural change and
commitment initiatives that
drive exceptional business re-
sults for GM.

The Supplier of the Year Over-
drive and Innovation award win-
ners were chosen by a global
team of GM purchasing, engi-
neering, quality, manufacturing,
and logistics executives,
Richards said.
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CHICKEN SHACK STERLING HEIGHTS

16 Mile & Van Dyke
37010 Van Dyke • www.chickenshack.com
Located in the Crossroads Shopping Center in front of Home Depot

586-276-0788
*One Discount Per Order. Good Until 5.5.17.
Valid at 16 Mile & Van Dyke Location Only.

WEEKDAY SPECIALS
– Monday –

Buy One Chicken Dinner
Get One 50% OFF*

– Tuesday –
Buy One Combo Dinner

Get One 50% OFF*

– Wednesday –
Buy One Rib Dinner

Get One 50% OFF*

– Thursday –
Buy One Tender Dinner

Get One 50% OFF*

– Friday –
Buy One Wing Dinner

Get One 50% OFF*

l-r, Jim Danahy, GM director Engineering - Chassis; Guttilla; Multimatic CEO Peter Czapka; and Kiefer.

GM Celebrates its Top Suppliers
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RoyaltyBanquet Facility

Seating Accommodations
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Owned for
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development of different tech-
nologies in different industries
not normally associated with the
car industry are driving changes
in the auto industry as well.
Things like smart phone tech.

“We have smart everything
now,” Holland said. “There is the
Internet of Things that connect
vehicles to other vehicles and in-
frastructure. We need to recog-
nize that we have to change how
we come up with ideas if we want
to stay on top of the industry.
That’s why it was so good of us
to visit a General Electric innova-
tion facility in Palo Alto, Calif. We
saw how they operated and how
they developed ideas.”

One of the things Holland saw
was an openness and willingness
to share ideas between people
and between departments. Ford
looked at these procedures and
decided that just because they
weren’t developed at Ford didn’t
mean they shouldn’t be adopted.

“That is a big change,” Holland
said. “We learned a lot from what
we saw at Palo Alto. Ford CEO
Mark Fields said the auto indus-
try always has been an innova-
tive industry, but we have to real-
ize that we have to innovate even
faster.”

One way Ford has improved,
Holland said, is a willingness to
look outward by working with its
supply base.

And the company is more con-
nected with its customers thanks
to modern communications tech-
nology. It’s not about asking what
they want, it’s about observing
what they do.

“We look at their ‘pain’ points,”
Holland said. “That’s a phrase we
use to determine what they
touch and where they put their
stuff. We are looking hard to find
the right balance between having
enough features for people and
making sure that they have ease
of use.”

In today’s world car market in-
novation also includes paying at-
tention to different markets
around the world. In China that
means paying attention to how
the back seat of a vehicle is de-
signed. Many Chinese car own-
ers have drivers and spend a
great deal of time in the back
seat. And developing new ideas
has required Ford to invest in
new buildings.

“Most of our Dearborn campus
was built 60 years ago,” Holland
said. “First off, the buildings
need to be updated with new
technology and just be repaired.
But the way people worked in th
1950s is different than they way
people work today. But getting
rid of cubicles and shutting peo-
ple off from each and construct-
ing buildings where it’s easy to
collaborate and get together to
work on problems, innovation
becomes easier.”

Ford Looks for New Ways
When Innovating Ideas

CONTINUED FROM PAGE 1
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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,
license and doc fee and destination charge. No security deposit required. Must qualify for preferred credit rating, not everyone will qualify. All rebates assigned to dealer. Save even more with military rebate. Sale prices
and lease payments include consumer cash rebate, lease cash, and Chrysler Capital Bonus Cash. Must finance through Chrysler Capital. Not everyone will qualify subject to credit approval. Pictures may not represent
actual vehicles. Must take delivery from dealer inventory by 4/20/2017.

20%
REBATE
on Select
Inventory

USE YOUR UAW
RETIREES VOUCHER
FOR UP TO $1000

SALE PRICE
$20,296

SALE PRICE
$32,297

2017 RAM
1500 SLT Crew Cab Big Horn 4x4

LEASE FOR
$1999 DOWN
MSRP $45,810
WITH RETURNING LEASE AND LEASE TURN IN

$136*
36 MO.
10K

2017 JEEP
PATRIOT High Altitude 4X4

LEASE FOR
$1999 DOWN
MSRP $27,735

$97*
36 MO.
10K

2017 DODGE
JOURNEY GT AWD

LEASE FOR
$1999 DOWN
MSRP $35,535

$124*
24 MO.
10K

• Saturday 9:00AM-2:00PM

SALE PRICE
$23,425

20%
REBATE
on Select
Inventory

2017 CHRYSLER
300S AWD

LEASE FOR
$1999 DOWN
MSRP $39,270

$154*
24 MO.
10K

SALE PRICE
$26,294 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

A 1969 Dodge Hemi Coronet RT from the Lingenfelter collection.

The Lingenfelter Car Collec-
tion will be available for viewing
by the public on Saturday, April
29, as part of an effort to raise
money for the American Cancer
Society.

The Lingenfelter Collection is
considered one of the top-rated
car collections in the world, said
Lingenfelter spokeswoman Chris
Morrisoe.

“The unique vehicles will be
available for viewing as money
and awareness is raised to sup-
port the programs of the Ameri-
can Cancer Society (ACS) during
this open house,” Morrisoe said.
“Guests attending the open

house will be able to support the
ACS by making monetary dona-
tions at the door. In addition, Ken
Lingenfelter will be signing a lim-
ited edition event poster. There
will be door prizes awarded as
well as refreshments available as
our guests browse the 40,000
square foot showroom. All the
money raised at the open house
will be donated to the ACS.”

The open house begins at 10
a.m. and goes until 5 p.m., Mor-
risoe said. It will be held at the
Lingenfelter facility located at
7819 Lochlin Drive in Brighton.

To learn more about the show,
go to lingenfeltercollection.com.

New Lingenfelter Collection Viewing
Raising Money for Cancer Charity

Tracy Pope raising money for the United Way at Warren Stamping.

Sometimes raising money for
the United Way is a piece of cake.
Just ask the members of UAW Lo-
cal 869’s Community Service
Committee.

Tracy Pope and her colleagues
on the community committee re-
cently raised about $350 for the
United Way by holding a bake
sale.

“Our committee holds differ-
ent events throughout the year
to raise money for different wor-
thy causes,” Pope said. “The lat-
est bake sale held in March
raised money for the United Way.
We also raise money to fight lu-
pus and help adopted families.
It’s something we like to do.”

Pope said she’s been working
at Warren Stamping for 15 years
and has served as a volunteer on
the community committee from
the very start of her tenure at the
plant.

“When I came here I said I’d
volunteer on the committee,”

Pope said. “You have to be elect-
ed to serve on the committee,
and I’ve been re-elected to serve
since then. But I also want to say
that all of the people who serve
on the community committee re-
ally help out.”

Pope said the community rais-
es money by setting up tables
and selling her co-workers baked
goods. They also seek out dona-
tions. This is different from the
past, when they sometimes went
on the floor and solicited funds
from people working the produc-
tion line.

“We can’t do that anymore,”
Pope said. “Things get really hec-
tic on the floor, the people can’t
be distracted from their jobs.”

Pope said credit also goes to
fellow community committee
members Pamela Moore, Tonya
Williamson, Tiffany Mason, La-
Tonda Winston, Sequoia Barney
and Leta Pollard for their hard
work.

Warren Stamping Employee
Helping The United Way

2017 is proving to be a good
year for the new Chrysler Pafica
minivan.

On April 5, the new 2017
Chrysler Pacifica was been
named the 2017 Crossover-SUV
of the Year by the Rocky Moun-
tain Automotive Press (RMAP).

On April 6, 2017 Chrysler Paci-
fica was named the best minivan
of 2017 by the New York Daily
News Autos team in the newspa-
per’s second annual Auto
Awards.

A panel of eight automotive
journalists with more than 100
years of collective experience
evaluating new vehicles selected
this year’s Daily News award win-
ners, said Fiat Chrysler spokes-
woman Angela Bianchi. The pan-
el of jurors was given a single,
overarching directive: within
each category, rank the vehicles
in the order that you would rec-
ommend them to your family
members, friends and co-work-
ers.

“In each category, these
awards reflect the best choices
for consumers based on practi-
cal considerations and our expe-
rience driving them,” said Chris-
tian Wardlaw, New York Daily
News Autos editor. “People buy
vehicles for different reasons,
and we adjust our criteria ac-
cordingly depending upon the
vehicle category and what car
buyers may prioritize in each of
them. The goal is to provide peo-
ple with smart, practical, enjoy-
able, and emotionally appealing
choices across a broad spectrum
of vehicles while rewarding au-
tomakers for value, innovation,
design and dynamism.”

For the award, RMAP members
were tasked with choosing from
dozens of excellent vehicles that
were new or significantly new
this year Bianchi said.

These vehicles were voted up-
on by a nominating committee,

consisting entirely of RMAP jour-
nalists, to narrow the list of
Crossover-SUV nominees to
three.

The RMAP membership at
large – all automotive journalists
in the Rocky Mountain region, in-
cluding Arizona, Colorado, Ida-
ho, Kansas, Nebraska, Utah,
Wyoming, Montana and more –
were then asked to choose which
crossover-SUV best matched the
Rocky Mountain lifestyle.

“There’s no doubt about the
strength of the crossover seg-

ment in the Rocky Mountain re-
gion,” said RMAP President
David Muramoto. “And while the
2017 Chrysler Pacifica is not a
‘conventional’ crossover, it im-
pressed RMAP voters with its
ability to deliver innovative fea-
tures to customers in that partic-
ular market segment. My review
of the sleek Pacifica revealed it
drove more like a car, with good
power and fuel efficiency.
Chrysler does minivans well, and
the Pacifica is yet another leap
forward.”

Critics Heap Praise on the 2017 Pacifica

2017 Chrysler Pacifica

DETROIT (AP) – More than 100
vacant houses in Detroit are ex-
pected to be rehabbed as part of
the city’s efforts to improve
neighborhoods.

Mayor Mike Duggan’s office
says Wednesday that $4 million
is being invested by several foun-
dations through the Strategic
Neighborhood Fund.

The two-year project in the
west side Fitzgerald Neighbor-
hood is expected to start this
spring.

In addition to rehabilitating

115 houses, a two-acre park will
be created and 192 vacant lots
will get landscaping.

The City Council could vote
March 4 to transfer parcels from
the Land Bank Authority to the
project’s developers and the city.

The city says another $5 mil-
lion investment for commercial
development also is planned for
the area.

More than 60 houses in the
neighborhood already have been
demolished as part of Detroit’s
blight removal program.

Detroit Renovation Project Begins
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Coordination, FCA – Global, and
ranking SAE member on the
Company’s management team.
“FCA is proud to support SAE in
this ongoing endeavor.”

The company is also co-spon-
soring the Leadership Summit at
2017 World Congress. The fea-
tured event is a forum where var-
ious industry stakeholders en-
gage in discussions that cover a
wide range of topics, including
the growing importance of
weight reduction.

“FCA US is committed to de-
signing and producing lighter,
more fuel-efficient vehicles that
still meet the demands of our
customers,” said Phil Jansen,
head of Product Development,
FCA – North America. “The all-
new 2017 Chrysler Pacifica
meets these criteria. Not only is
it 250 pounds lighter than the ve-
hicle it replaced, the Pacifica is
larger and stiffer.

“Such progress bodes well for
our ongoing investigation of
strategic material placement,”
Jansen added.

The algorithms developed by
Fiat Chrysler engineers may be
applied to any component. Simu-
lations on virtual truck-frame
components saw weight savings
of three percent to five percent,
Mayne said.

With such a tool at their dis-
posal, vehicle development
teams can accelerate their work,
which benefits customers by re-
ducing the time required to
bring new products to market.

Lee and Jansen participated in
a Leadership Summit panel dis-
cussions on April 6. Their topics,
respectively, were product ex-
pectations in the next decade,
and the current state of industry
innovation, Mayne said.

Fiat Chrysler
Execs Speak
At SAE Event

CONTINUED FROM PAGE 1

Ram Truck on April 5 unveiled
updates to two of its leading
model lines; the 2017 Ram 1500
Rebel and Ram Limited.

For 2017, Ram will add a sev-
enth color option for the brand’s
1500 off-road model. The Ram
Rebel 1500 Delmonico Red joins
Bright Silver Metallic, Bright
White, Brilliant Black, Flame Red,
Granite Crystal Metallic and Mo-
jave Sand, said Fiat Chrysler
spokesman Nick Cappa.

Ram also announced that the
most premium members of the
Ram pickup truck lineup – Ram
Limited models – will be avail-
able with new body-color R-A-M
tailgate letters and side steps, re-
placing chrome tailgate letters
and side steps.

“Truck buyers are looking for
new colors and features that
make a statement and allow
them to stand out from the
crowd,” said Mike Manley, head
of Ram Truck – Global. “Whether
it’s the off-road-enthusiast ap-
peal of the Ram 1500 Rebel or
the luxury and sophistication of
the Ram Limited, Ram trucks de-
liver features and durability that
are winning over more owners.”

The Rebel Delmonico Red is a
new addition to the Rebel family
of colors, Cappa said. The deep
red exterior color is available on
all Rebel models and in two-tone
(black lower panels) or mono-
tone paint treatments. Ram 1500
Rebel Delmonico Red can also
be ordered with the Rebel Black
(black wheels and front skid
plate) appearance package.

Ram Rebel Delmonico Red fea-
tures a black and gray interior
with black anodized bezels on
the doors, center console, in-
strument panel and gauge clus-
ter trim rings.

Ram Trucks
Update

1500 Line
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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

AAPPRRIILL
IISS HHEERREE
AANNDD WWEE
HHAAVVEE SSOOMMEE
FFAABBUULLOOUUSS
LLEEAASSEE
PPRROOGGRRAAMMSS

AANNDD
GGRREEAATT DDEEAALLSS AALLSSOO
FFOORR TTHHOOSSEE WWHHOO
WWAANNTT TTOO PPUURRCCHHAASSEE!!

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

“If you want innovation, lead-
ership must own it,” Weinert
said.

Holland agreed, saying it starts
at the top but everyone needs to
feel that it’s OK to innovate, “not
just the cool kids.”

Goldstein also agreed, saying
that in order to create an inclu-
sive culture where everyone is
involved from the top down to
the bottom up.

“That can be uncomfortable
for leaders,” Goldstein said. “We
get to where we are because we
know the answers to questions.
Now we must be the people ask-
ing the questions. What do our
customers needs? At GE we have
a lot of great technology and it’s
easy to put that technology first
and not ask what do our cus-
tomers need.”

Bahash said it’s also important
to understand that innovation re-
quires a practical side to things.

“It’s great to be fast in terms of
coming up with new ideas,” Ba-
hash said. “But You also need
people who know how to exe-
cute, who know how to commer-
cialize ideas.”

Kotagiri said innovation does-
n’t always have to be a huge new
idea. Sometimes small improve-
ments really pay off. Holland said
management needs to get out of
the “not invented here” mind set.
Leadership must be receptive to
outside ideas.

“The ability to outsource and
the ability to open source inno-
vation is important,” Goldstein
said. “And that can be very diffi-
cult for management. Let me give
you an example. In one of our jet
engines we have a bracket that
was designed by a teenager. He
had no aeronautics experience
but he had an idea. And it was
this lack of experience that al-
lowed him to think outside the

box and look at a problem in a
new way.”

When the question of the pace
of innovation came up, Bahash
said regulations can often be a
catalyst for innovation. New re-
quirements in terms of mileage
and emissions have forced com-
panies to come up with creative
solutions. The result of regula-
tions has been great improve-
ments to the internal combus-
tion engine.

Kotogiri said that the democra-
tization of information, the abili-
ty of technology to disperse
ideas to a wide variety of people
is something that’s only hap-
pened in the past few years. But
this has had a huge impact on de-
velopment of new ideas.

Goldstein agreed, saying that
start-ups use this new technolo-
gy to their advantage. They are
nimble and they are focused.
They have limited resources, so
they work hard to get value for
every dollar spent.

“A few years ago when start-
ups began nipping at our heels,
we started looking at how they
operate,” Goldstein said. “One
thing we saw was that they
weren’t afraid to fail and when
they failed they failed fast and
cheap. We larger organizations
have much to learn from that
mindset.”

Bahash said companies have

also be willing to disrupt their
own business – come up with a
new idea that will replace the old
way of doing things.

Weinert said it’s also impor-
tant to have a timeline. Discipline
is still important. A company has
to have its ideas worked out be-
fore implementation.

“Making it up as you go along
gets to be very expensive,” Wein-
ert said. “So we look at improv-
ing programs on a smaller basis
before we start. It’s all about
speed. You want to stay fast, but
also stay small. When you look at
India and China, they can move
very quickly because they have
small groups dedicated to mak-
ing improvements.”

Goldstein agreed, saying GE
has found it best to have small
teams dedicated to one task.
They have focus. When they
would bring in 30 people to a
project, these people would
have other pulls on their time
and would only dedicate 10 per-
cent of their efforts to the proj-
ect. It is better to have five or six
people dedicated to a project
when they can devote all their
time to it.

The question of diversity came
up. All the panelists agreed that
having people with different per-
spectives and different ways of
thinking really pays off. But di-
versity must be real.

“Good diversity isn’t ‘hey
these people look different from
me, but they think like me, I love
diversity.’” Weinert said. “Com-
panies need to practice tolerance
and openness. I travel a lot see
engaging new ways to look at
things. If a company can em-
brace that, they will succeed.”

Holland said an advantage to
being a large multinational is that
they can work with people from
all over the world and get all
kinds of different perspectives.
Size can be an advantage.

True Diversity Helps Create Innovation
CONTINUED FROM PAGE 1

“If you want
innovation,
leadership

must own it.”
– Mike Weinert,

Deere and Co.
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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. Due to advertising deadlines prices and programs subject to change. All deals expire 05/01/2017

��
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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,
where the CUSTOMER IS NUMBER 1

OVER 1,000
New Chevrolets

in Stock!

CALL
JEFF CAUL

586-274-0396

2017 CHEVY CRUZE LT

$88+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 LT

$232+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…

24 MTH LEASE
10,000 MILES

2017 CHEVY EQUINOX LS

$78+TAX WITH$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

$118+TAX WITH$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

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 $69, 2017 Lacrosse $2249, 2017 Regal $229, 2017 Envision $256, 2017 Enclave $179, 2017 Acadia SLE-1 $209, 2017 Terrain SLE-1 $79, 2017 Sierra Double Cab $2,295. 2017 Yukon $2,378 *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 4/30/17.

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 REGAL
SPORT • NAVIGATION

STK# 5564-17 • DEAL# 67038
GMS pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED!

39 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$179*

ALL NEW 2017
BUICK ENCORE

PREFERRED

STK# 5619-17 • DEAL# 67001
GMS pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$69*

ALL NEW 2017
BUICK ENVISION

FWD • PREFERRED

STK# 5347-17 • DEAL# 67002
GMS pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED!

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$256*

ALL NEW 2017 GMC

TERRAIN
FWD • SLE-1

STK# 7218-17 • DEAL# 66994
GM pricing plus tax, title, lic. & doc. fee.
Must have lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$79*
$0 DOWN

24
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

SIERRA
1500 • 4WD • DOUBLE CAB

STK# 9942-17 • DEAL# 67039
GM pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate. $1,999 down.
NO SECURITY DEPOSIT REQUIRED!

$296*36
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

ACADIA
FWD • SLE-1 • NEXT GERNERATION

STK# 9737-17 • DEAL# 66955
GM pricing plus tax, title, lic. & doc. fee.
Must have lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$209*
$0 DOWN

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

STK# 4922-16
GMS pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate.

2016 BUICK REGAL
FWD • PREMIUM II GROUP

NAVIGATION, 20” RIMS, 5.3L V8, SPRAY ON BEDLINER.
NICE TRUCK!

WOW SAVE $14,211!
STK# 9378-16 • DEAL# 67039

GM pricing plus tax, title, lic. & doc. fee.
Must have lease conquest rebate.

2016 GMC

SIERRA
1500 • 4WD • DOUBLE CAB • SLE

$33,999*
WAS
$48,210

ALL NEW 2017 GMC

YUKON
4WD • SLE

22” RIMS, CONVENIENCE PKG,
MAX TRAILERING

STK# 7277-17 • DEAL# 67000
GM pricing plus tax, title, lic. & doc. fee.
Must have lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$379*36
MONTH
LEASE

FOR ONLY

10K PER YEAR

$22,699*
WAS
$32,885

NOW

SAVE OVER
$10,000 OFF LIST

ALL NEW 2017
BUICK ENCLAVE
FWD • CONVENIENCE

STK# 5564-17 • DEAL# 67002
GMS pricing plus tax, title, lic. & doc. fee.

Must have lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$229*

BRAKE SPECIAL

$22995
Most F.W.D. U.S. Cars • In-store offer ends 4-30-17

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

4-30-17

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 4-30-17

Extended Life
Coolant 

& G05 Extra

2018 Chevrolet Traverse

March was a good month for
General Motors, saleswise.

GM, which grew its retail sales
faster than any other full-line au-
tomaker in 2016, outpaced the in-
dustry once again in March.

The company also gained re-
tail share in the first quarter of
2017, said GM spokesman Jim
Cain.

“The economy is strong and
we see more growth ahead for
our brands,” said Kurt McNeil,
U.S. vice president of sales oper-
ations. “More people are work-
ing, consumer confidence is at a
16-year high, fuel prices are low
and Chevrolet, Buick, GMC and
Cadillac have a wave of new
crossovers to compete in the in-
dustry’s biggest and hottest seg-
ments.”

At Buick, crossovers are ex-
pected to account for more than
75 percent of retail deliveries in
2017, up from 66 percent in 2016,
driven by the Encore, Envision
and Enclave, Cain said.

GMC, which has the highest av-
erage transaction prices (ATPs)
of any non-luxury brand, will
launch the all-new 2018 Terrain
in late summer, complementing
the redesigned Acadia that went
on sale in late summer 2016.

Cadillac will benefit from a full
year of production of the new
XT5 crossover, which is now the
second best-selling vehicle in its
segment.

Chevrolet, which grew retail
market share in 2015 and was the
industry’s fastest-growing brand
in 2016, is particularly well posi-
tioned. Chevrolet had its best
March and first quarter retail
sales since 2007.

“Chevrolet will have the indus-
try’s broadest and freshest line-
up of utility vehicles led by the
all-new 2018 Equinox and Tra-
verse, plus we have a unique
three-truck pickup strategy and a
dominant position in large SU-
Vs,” McNeil said.

“We also have a first-mover ad-
vantage in many segments. It will
be years before key competitors
are able to launch rivals to the
Chevrolet Bolt EV, Colorado and
Trax.”

Highlights (vs. 2016) First
Quarter Overview:

• GM’s retail sales were
546,838 units, up 1.9 percent, and
retail market share was up 0.2

percentage points to an estimat-
ed 16.8 percent. The gains were
primarily driven by crossovers,
which were up 21 percent. Truck
deliveries were up half a percent-
age point.

• Chevrolet increased its first
quarter retail share by an esti-
mated 0.1 percentage point, as
did GMC.

• Commercial deliveries were
up 4 percent, and daily rental de-
liveries were down 8 percent, or
about 6,000 units. Total fleet
sales were down 3 percent.

• Total sales were 689,521
units, up 1 percent, and market
share was up an estimated 0.3
percentage points to an estimat-
ed 16.7 percent.

• Average transaction prices
were approximately $34,000, in
line with last year’s first quarter.

March Overview:
• Retail sales were 203,113

units, up 5 percent, and market
share was up 0.6 percentage
points to an estimated 16.1 per-
cent.

• Chevrolet’s estimated retail
market share increased 0.4 per-
centage points and Buick was up
0.3 percentage points.

• Total sales were 256,224
units, up 2 percent, and market
share was up an estimated 0.4
percentage points to 15.9 per-
cent.

• Commercial deliveries were
up 3 percent driven by a 67 per-
cent increase in Malibu deliver-
ies and strong pickup and large
van sales.

Daily rental sales down 18 per-
cent, or more than 5,100 units.
Fleet sales were down 9 percent.

Brand Highlights (vs. 2016):
• Chevrolet crossovers on a

retail basis in March, the Trax
was up 51 percent, the Equinox
was up 26 percent and the Tra-
verse was up 24 percent.

• For the quarter, Trax retail
sales were up 54 percent, the
Equinox was up 16 percent and
the Traverse saw a 7 percent
sales increase.

• Bolt EV sales in the quarter
were 3,092 units, with limited
availability.

The days to turn is exception-
ally low at 14 days.

• Cadillac XT5 retail sales in
March were 22 percent higher
than the outgoing SRX, and ATPs
were about 9 percent higher.

General Motors Enjoys
Strong March Sales
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Business and academia got to-
gether at the 2017 Society of Au-
tomotive Engineers (SAE) World
Congress meeting last week at
the Cobo Center.

SAE International and General
Motors revealed the eight North
American universities who will
compete in the upcoming Auto-
Drive Challenge.

This new autonomous vehicle
design competition is a three-
year challenge to develop and
demonstrate a fully autonomous
passenger vehicle. The competi-
tion’s technical goal is navigating
an urban driving course in an au-
tomated driving mode as de-
scribed by SAE Standard (J3016)
level 4 definition by Year 3, said
GM spokesman Chris Bonelli.

The universities are:
• Kettering University;
• Michigan State University;
• Michigan Tech;
• North Carolina A&T

University;
• Texas A&M University;
• University of Toronto;
• University of Waterloo;
• Virginia Tech.
“SAE International is excited

to expand our partnership with
GM to build the future STEM
workforce through the Auto-
Drive Challenge,” said Chris Ciu-
ca, director of Pre-Professional
Programs at SAE International.
“Building on our success
through programs like Formula
SAE, the AutoDrive Challenge
launches a new platform to en-
gage industry and academia in
working towards a common goal
of preparing the brightest young
minds for the future of au-
tonomous technologies.”

Throughout the three-year
competition, students will focus
on autonomous technologies
and allow for modification and
testing, Bonelli said. They will
work with real-world applica-

tions of sensing technologies,
computing platforms, software
design implementation and ad-
vanced computation methods
such as computer vision, pat-
tern recognition, machine learn-
ing, artificial intelligence, sensor
fusion and autonomous vehicle
controls.

“GM is very excited to work
closely with these eight universi-
ties over the next three years,”
said Ken Kelzer, GM vice presi-
dent of Global Vehicle Compo-
nents and Subsystems. “The stu-
dents and faculty at these
schools bring deep knowledge
and technical skills to the compe-
tition. We are proud to help offer
these students the hands-on ex-
perience necessary for them to
make an immediate impact on
the automotive world when they
graduate.”

GM will provide each team
with a Chevrolet Bolt EV as the

vehicle platform, Bonelli said.
Strategic partners and suppliers
will aid the students in their tech-
nology development by provid-
ing vehicle parts and software.

Throughout the AutoDrive
Challenge competition cycle, stu-
dents and faculty will be invited
to attend technology-specific
workshops to help them in their
concept refinement and overall
autonomous technical under-
standing.

Beginning in fall 2017, Year 1
will focus on concept selection

for university teams by having
them become familiar with sens-
ing and computation software.
They will be tasked with comple-
tion of a concept design written
paper as well as simple missions
for on-site evaluation, Bonelli
said.

These simple missions can in-
clude straight roadway driving
and object avoidance/detection.
The Year 1 final competition will
be hosted at GM’s Desert Proving
Ground in Yuma, Arizona, Bonelli
said.

In Year 2 the teams will refine
their concept selections into sol-
id system developments and will
have more challenging dynamic
events for testing on-site, includ-
ing dynamic object detection and
multiple lane changing.

Year 3 will culminate with final
validation of design and concept
refinement.

They will navigate complex ob-
jectives of on-site testing, includ-
ing higher speeds, turnabouts
and moving object detection,
Bonelli said .

Schools Named in Autonomous Vehicle Design Competition

Students and faculty advisers from eight selected AutoDrive Challenge universities pose alongside a Chevrolet Bolt EV they will work on.

Masco’s Taylor headquarters will soon be leased to Ford.

Ford’s plans to update its facil-
ities in and around its world
headquarters in Dearborn are
continuing a pace.

Ford Land on April 5 had
reached an agreement with Mas-
co Corporation to lease buildings
in nearby Taylor, as that compa-
ny is moving its headquarters to
Livonia.

Ford will use the buildings as
transitional office space for near-
ly 1,000 employees as the au-
tomaker continues to transform
its Dearborn campus, said Ford
spokeswoman Monique Brentley.

The announcement is part of
Ford’s 10-year transformation of
its more than 60-year-old Dear-
born facilities, which will co-lo-
cate 30,000 employees from 70
buildings today into primarily
two locations – a product cam-
pus and a world headquarters
campus.

“As our campus transforma-
tion continues, we need transi-
tional work space in close prox-
imity to our campus,” says Dave
Dubensky, chairman and CEO,
Ford Land. “Masco’s headquar-
ters building offers the needed
space and amenities for our em-
ployees, and it’s in close proxim-
ity to our Dearborn campus.”

The four-story, 416,000-square-
foot building has ample office
and open collaboration work-
space, an indoor courtyard, full-
service café and 24-hour fitness
center.

Ford employee shuttle service
will be expanded to include the
new location, which is less than
five miles from the Dearborn
campus, Brently said.

In 2015 Masco announced
plans to relocate its headquar-
ters from Taylor to Livonia. The
company plans to complete the
move by June. Ford will move in-
to the building shortly thereafter,
Brently said.

“On behalf of Masco, which
has been a resident of Taylor for
nearly 50 years, I am pleased that
we are leaving our building in the
good hands of a company that
has shown strong commitment
to the Detroit metropolitan area,”
says Keith Allman, Masco presi-
dent and CEO.

Ford has also leased an adja-
cent 140,000-square-foot former
retail store owned by Masco,
Brently said.

The space will be used for ad-
ditional capacity throughout
Ford’s Dearborn campus trans-
formation.

Ford Leases Masco Property

by TOM KRISHER
AP Auto Writer

DETROIT (AP) – The U.S. gov-
ernment’s auto safety agency is
reviewing a Ford Motor Co. recall
of thousands of cars, SUVs and
vans that can run low on coolant
and potentially overheat and
catch fire after the company pro-
posed a remedy that doesn’t fix
the coolant problem.

Ford notified the agency about
the recall, which has caused 29
engine fires, in paperwork dated
late March. The automaker said
it would install a sensor that
warns owners when coolant is
low in the 1.6-Liter turbocharged
engines. The sensor does not
solve the underlying problem of
vanishing coolant.

The National Highway Traffic
Safety Administration said April
4 it is reviewing the recall. “The
agency will take appropriate ac-
tion as necessary,’’ an agency
spokeswoman said in a state-
ment. She would not provide fur-
ther details. The agency con-
firmed the review after The Asso-
ciated Press raised questions
about Ford’s remedy.

NHTSA could determine that
the fix solves the fire problem,
or it could open an investigation

to see if more repairs are need-
ed.

Experts say coolant shouldn’t
become depleted in newer cars,
and that Ford may be cutting
costs by shifting responsibility
for the problem to owners.
Coolant could be leaking from a
number of places, or the engine
could be burning it, both of
which could cause significant en-
gine trouble down the road – es-
pecially if owners don’t religious-
ly watch coolant levels and act
immediately if they get low.

“All you’re doing is monitoring
a symptom, not solving a prob-
lem,’’ said John Nielsen, managing
director of automotive engineer-
ing for AAA. “A healthy engine
doesn’t leak coolant at all. Ever.’’

The recall includes about
230,000 vehicles in North Ameri-
ca. Ford said engines can over-
heat if coolant gets low, causing
the cylinder head to crack and
spew oil that can catch fire. No
injuries have been reported in
any of the fires.

Parts won’t be available to in-
stall the coolant-level sensor un-
til later this year. In the mean-
time, Ford will send letters to
owners telling them how to
check coolant and add some if it
gets low.

Elizabeth Weigandt, a compa-
ny spokeswoman, said the sen-
sor solves the safety problem.
“You would stay informed as to
how much coolant you have in
the engine,’’ she said. “That
would address the unique risk of
the cylinder head cracking.’’

The new sensor would turn on
a dashboard warning light, she
said.

In NorthAmerica the recall in-
cludes Escape SUVs from the
2014 model year, plus the 2014
and 2015 compact Fiesta ST, the
2013 and 2014 Fusion midsize car
and the 2013 through 2015 Tran-
sit Connect small van.

In Europe, the recall covers ve-
hicles manufactured in the mod-
el years 2010 through 2015 C-Max
hybrid and Focus small car, and
the 2013 through 2015 Transit
Connect.

Sean Kane, president of Safety
Research and Strategies Inc., a
Massachusetts firm that does au-
to testing for plaintiffs’ lawyers
and other clients, said Ford likely
is trying to avoid costly engine
repairs that would cure the
coolant leaks.

“It sounds like they have a big-
ger issue. More likely than not
they don’t want to repair that is-
sue,’’ Kane said.

NHTSA Looking at Coolant Problem at Ford

by TOM KRISHER
AP Auto Writer

DETROIT (AP) – General Mo-
tors has rejected a proposal from
investor David Einhorn to split
its stock into two classes.

The plan from Einhorn’s Green-
light Capital hedge fund would
create one dividend-paying stock
and one “capital allocation’’
stock. The New York-based
hedge fund intends to submit the
non-binding plan at the GM annu-
al shareholders’ meeting later
this year, where it will also nomi-
nate four candidates for GM’s
board.

Einhorn said March 28 on CN-
BC that GM is only paying out a
quarter of its earnings, which is
unusual for a high-yielding stock.
Some investors, he said, care on-
ly about the dividends, while oth-
ers care only about the compa-

ny’s earnings. The proposal
would give those who buy the
stock for the dividend what they
want, and let other investors get
capital appreciation based on
earnings and stock buybacks.

The plan would pay the same
money to the same people, giv-
ing everyone what they want, he
said. “It doesn’t change anything
else about what’s going on at the
company,’’ he said.

But GM said in a statement
March 28 that the proposal cre-
ates “unacceptable risks’’ and is
not in the best interests of share-
holders. Among the risks are the
potential loss of GM’s investment
grade credit rating, unknown
market demand for the new secu-
rities that could depress prices,
and corporate governance chal-
lenges that would come from
having two classes of stock with
competing objectives.

Einhorn, however, said GM’s
contention that a change would
endanger GM’s credit rating a red
herring, contending that ratings
agencies don’t normally care
about whether there are two
classes of stock. Greenlight owns
0.88 percent of gm shares.

GM said its management has
spoken with Greenlight numer-
ous times during the past seven
months, including a meeting be-
tween the hedge fund and GM’s
board. The Detroit automaker
said it consulted with ratings
agencies and conducted a review
with three investment banks.

Two years ago, GM avoided a
proxy fight with annual investors
by starting its stock buyback
program. Since then, GM has in-
creased its earnings – profit
reached $9.4 billion last year –
and paid out more in dividends
and stock repurchases.

General Motors Turns Down Stock Proposal
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Fiat Chrysler reported U.S.
sales of 190,254 units, a 5 percent
decrease compared with sales in
March 2016 (199,467 units).

What’s important to remember,
said Fiat Chrysler spokesman
Ralph Kisie, is that in March, fleet
sales of 43,992 units were down 15
percent year over year as Fiat
Chrysler continues its strategy of
reducing its sales to the daily
rental segment.

Fleet sales represented 23 per-
cent of total the company’s sales
in March. Fiat Chrysler’s retail
sales of 146,262 units were down
1 percent for the month, and rep-
resented 77 percent of total
March sales.

Dodge brand and Ram Truck
brand sales increased year over
year in March, Kisiel said. Dodge
brand sales were up 10 percent,
led by the 100 percent increase
in Dodge Journey crossover
sales. Ram Truck brand sales
were up 6 percent in March as
the Ram pickup and Ram Pro-
Master van each posted year-
over-year sales gains. Sales of the
Jeep Grand Cherokee – the Jeep
brand’s volume leader in March –
were up 22 percent compared
with the same month in 2016.
Sales of the Fiat 500 and the new
Chrysler Pacifica minivan in-
creased year over year as well in
the month.

Four Dodge brand vehicles
posted year-over-year sales in-
creases in March, led by the
Dodge Journey crossover’s 100
percent sales gain. Sales of the
Dodge Challenger were up 17
percent in March. The 2018
Dodge Challenger SRT Demon –
the Dodge brand’s new ultimate
performance halo car – will be
unveiled this month during the
2017 New York International Auto
Show week. The Dodge Grand
Caravan minivan and the Dodge
Viper also turned in year-over-
year sales gains for the month.

Dodge brand sales were up 10
percent compared with the same
month in 2016.

Ram pickup truck sales in-
creased 6 percent in March, com-
pared with the same month a
year ago. In addition, sales of the
Ram ProMaster van were up 24
percent for the month. Ram
Truck brand sales, which include
the pickup, ProMaster and Pro-

Master City, were up 6 percent in
March.

Sales of the Fiat 500 increased
12 percent in March, compared
with the same month a year ago,
Kisiel said. Jeep Grand Cherokee,
the brand’s volume leader for the
month, recorded a 22 percent
year-over-year sales increase in
March for its best sales month
this year, Kisiel said.

Challenger Sales a Win for Fiat Chrysler

2017 Dodge Challenger

2018 Ford Expedition

March sales were a mixed bag
for Ford.

Company spokesman Erich
Merkle said in a press teleconfer-
nce on March 4 that overall Ford
Motor Company U.S. March 2017
sales totaled 236,250 vehicles – a
7 percent decline versus a year
ago. Retail sales declined 2 per-
cent last month, with 157,740 ve-
hicles sold. Fleet sales of 78,510
vehicles were down 17 percent,
reflecting a strong year ago com-
parison, with customer orders
front-loaded in early 2016.

Additionlly, Merkle said, Ford
Motor Company average transac-
tion pricing increased $1,800 last
month, compared to an industry
increase of $190, according to
J.D. Power. Ford F-Series sales to-
taled 81,330 pickups – a 10 per-
cent increase versus a year ago,
with overall average transaction
pricing up more than $2,500.

“What’s really driving that, we
saw increases yes for F-150, but
we also strong increases for our
all new Super Duty, where retail
sales were up 26 percent last
month, with gains coming from
every region of the country,”
Merkle said

Ford Super Duty high-series
trucks represented 56 percent of
2017 Super Duty retail sales last
month, Merkle said. The Ford Es-
cape posted record March retail
sales with a 13 percent gain, and
Ford Expedition grew 43 percent,
with 5,472 SUVs sold.

“ Our largest region for pickup
trucks in the central region of the
country retail sales for Super Du-
ty were up 32 percent,” Merkle
said

In other good news, Merkle
said Lincoln retail sales up 5 per-
cent; retail car sales were up 11
percent, while SUVs gained 2 per-
cent.

“When you take a look at the

vehicles, what we were coming
up against, was a very tough
year-over-year fleet compari-
son,” Merkle said.

“So when you look at where we
are our fleet sales were down 17
percent, over a year ago, it just
so happens that March of last
year was our strongest fleet sales
month of the year last year, with
our fleet volumes being very
front-end loaded at the beginning
of 2016, so we’re coming up
against a really tough year-over-
year comparison when we com-
pare it to March of last year, in
terms of fleet volume.”

A look at the retail side of
Ford’s business, show those
sales were down 2 percent,
Merkle said. But with that 2 per-
cent the company also saw a sig-
nificant increase in average
transaction prices, so Ford’s av-
erage transaction prices were up
eighteen-hundred dollars, year-
over-year, and that’s about 9
times the rate of growth for the
overall industry.

Merkle also said sales of the
Expedition SUV, as well as sales
of various Lincoln vehicle mod-
els showed strong results in
March.

“It’s a good sales month for Ex-
pedition, our largest market for
that SUV is actually Texas, and
this is really important because
as everyone knows, we’ve got
the all-new Expedition coming
out for the 2018 model year this
fall, so we’re really excited about
that,” Merkle said.

“When we look at March, our
retail sales for the Lincoln brand
were up 5 percent. We had an 11
percent gain for cars a lot of that
was driven by the all-new Conti-
nental and SUV’s were up 2 per-
cent at Lincoln, with really MKC
leading the way. MKC sales were
up 17 percent in March.”

Ford March Sales Showed
Strength in Truck Market

by DAVID RISING
Associated Press

BERLIN (AP) – Germany’s
economy minister and other offi-
cials met April 5 with the head of
automaker PSA Group and union
representatives to go over de-
tails of the French company’s ac-
quisition of General Motors’ Eu-
ropean brand Adam Opel AG,
with both sides saying the talks
had been “constructive.’’

GM sold its Opel and Vauxhall
brands to PSA in March for
roughly $2.33 billion, making the
French company, which also
makes Peugeot and Citroen cars,
Europe’s No. 2 automaker after
Volkswagen.

Opel employs 19,000 people in
Germany out of a total workforce
of 38,000, and the sale has raised
concerns about job losses, espe-
cially in an election year. Vaux-
hall, the British brand, employs
4,500 people at two plants.

Executives have insisted that
no layoffs are currently foreseen,
though analysists have said
they’re inevitable over the long
term.

PSA Group CEO Carlos Tavares
has said there are ways to con-
tain factory costs other than cut-
ting workers, and that the com-
pany would focus on logistics,
quality, energy, maintenance and
security.

In a joint statement issued af-
ter the meeting, Economy Minis-
ter Brigitte Zypries said Tavares
had reaffirmed PSA’s commit-
ment to respect existing labor
agreements and that meeting
participants agreed that the sale
“can offer significant advantages
to both’’ PSA and Opel/Vauxhall.

Zypries said Germany would
continue to provide “construc-
tive support’’ to the merging of

PSA and Opel/Vauxhall at both a
federal and state level.

“I am glad that we have made
further progress, not least in the
interest of the employees of
Opel/Vauxhall,’’ she said. “I par-
ticularly welcome the commit-
ment by Mr. Tavares to respect
and continue all the collective
agreements.’’

Other topics of the meeting in-
cluded the continuation of
Opel/Vauxhall as a single compa-
ny with independent brands
within the PSA group, and the
agreement to work together with
unions to “ensure the long-term
viability of the Opel/Vauxhall
brands, production sites, and the
development center in Europe.’’

All sides agreed to meet again
to continue the talks at an un-
specified future date.

Sale of Opel to PSA Creates
Political Fears in Europe

DETROIT (AP) – Ford is
adding 211,000 vehicles to a 2015
recall to replace faulty door
latches. That recall covers the
2014 Fiesta and the 2013 and
2014 Fusion and Lincoln MKZ.
The expansion brings the total
from the 2015 recall to nearly
757,000.

Door latches have been a ma-
jor problem for Ford vehicles
during the past two years, result-
ing in investigations by the Na-
tional Highway Traffic Safety Ad-
ministration and recalls of at
least 3 million vehicles.

In the latest recall a pawl in
the door latch can break, either
stopping the doors from closing
or causing them to open while
the cars are being driven.

The company says it’s un-
aware of any crashes or injuries

NHTSA Looks at
Ford for Recall
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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 4-30-17.

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, Terrain, Encore, Envision, Lacrosse, Acadia, Sierra,
Verano, Regal are 24 month leases. Yukon and Cascada are 36 month leases. All Vehicles shown are $999 down except for the Yukon which is $1999 down and the Enclave, Terrain, Encore, which are zero 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: 4/30/2017.

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

$219*MONTH

PURCHASE FOR

$30,369*

STOCK #B470762

PER 24MONTHS
$999DOWN

PREFERRED FWD
2017 BUICK ENCORE

LEASE FOR

$59*
MONTH

PURCHASE FOR

$19,479*

STOCK #B571925

PER 24MONTHS
$0DOWN

PREFERRED
2017 BUICK VERANO

LEASE FOR

$139*MONTH

PURCHASE FOR

$21,099*

STOCK #B470037

PER 24MONTHS
$999DOWN

1SH - SPORT TOURING
2017 BUICK ENCLAVE

LEASE FOR

$99*
MONTH

PURCHASE FOR

$30,449*

STOCK #B573707

PER 24MONTHS
$0DOWN

CONVENIENCE GROUP
2017 BUICK REGAL

LEASE FOR

$129*
MONTH

PURCHASE FOR

$23,439*

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. Malibu, Traverse, Trax, Silverado, Cruze, and Equinox are 24 month leases. Tahoe, Camaro and Volt are 36 month leaes. Pricing is subject to se-
lect 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. Cruze, Equinox, Trax and Malibu are $0 down. 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.. 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 – 4/30/17.

VISIT OURWEBSITE:
edrinke.com

2017 CHEVY MALIBU LT
LEASE FOR

$59*PER MONTHOR PURCHASE FOR
$22,899*

24MONTHS
$0DOWN STOCK #470317

2017 CHEVY VOLT LT
LEASE FOR

$239*PER MONTHOR PURCHASE FOR
$31,169*

36MONTHS
$999DOWN STOCK #471089

2017 CHEVY CAMARO 1LT
LEASE FOR

$239*PER MONTHOR PURCHASE FOR
$23,899*

36MONTHS
$999DOWN STOCK #4702507

2017 CHEVY CRUZE LT
LEASE FOR

$49*PER MONTH OR PURCHASE FOR
$16,969*

24MONTHS
$0DOWN STOCK #470376

2017 CHEVY TRAX LS
LEASE FOR

$49*PER MONTHOR PURCHASE FOR
$17,599*

24MONTHS
$0DOWN STOCK #572578

2017 CHEVY EQUINOX LT
LEASE FOR

$59*PER MONTHOR PURCHASE FOR
$21,729*

24MONTHS
$0DOWN STOCK #573485

2017 CHEVY TRAVERSE
LSLEASE FOR

$59*PER MONTHOR PURCHASE FOR
$23,969*

24MONTHS
$999DOWN STOCK #574301

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

2017 GMC YUKON SLE 4WD

LEASE FOR

$289*MONTH

PURCHASE FOR
$49,499*
STOCK #G572355

PER 36MONTHS
$1999DOWN

2017 GMC ACADIA SLE-1

LEASE FOR

$95*MONTH

PURCHASE FOR
$27,979*
STOCK #VDFF03

PER 24MONTHS
$999DOWN

2017 GMCTERRAIN SLE-1

LEASE FOR

$59*MONTH

PURCHASE FOR
$22,549*
STOCK #VCGSNS

PER 24MONTHS
$0DOWN

100
YEARS
IN BUSINESS

100
YEARS
IN BUSINESS

2017 GMC SIERRA 1500 4WD DBL CAB SLE
ELEVATION EDITION

LEASE FOR

$169*MONTH

PURCHASE FOR
$31,995*
STOCK #VDDPBN

PER 24MONTHS
$999DOWN

2017 CHEVY SILVERADO
CUSTOM EDITIONLEASE FOR

$99*PER MONTHOR PURCHASE FOR
$31,379*

24MONTHS
$999DOWN STOCK #570806

2016 BUICK DEALER OF THE YEAR • 2016 BUICK DEALER OF THE YEAR • 2016 BUICK DEALER OF THE YEAR

2016 GMC DEALER OF THE YEAR • 2016 GMC DEALER OF THE YEAR • 2016 GMC DEALER OF THE YEAR

2016 CHEVROLET DEALER OF THE YEAR • 2016 CHEVROLET DEALER OF THE YEAR

2017 GMC SIERRA DENALI 1500 4WD
CREW CAB

LEASE FOR

$369*MONTH

PURCHASE FOR
$48,179*
STOCK #VBPDZH

PER 36MONTHS
$999DOWN
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