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2018 Chevy Tahoe PPV features First-in-Class Active Safety Technology.

Chevrolet Adds More Safety
Technology to Police Units

When it comes to public safe-
ty, one can never be too safe.

Which is why GM Fleet is
adding new safety features and
options to the Chevrolet 2018
Tahoe Police Pursuit Vehicle
(PPV) for the 2018 model year, in-
cluding technologies designed to
help reduce potential crash
speeds or help avoid a crash all
together, said GM spokeswoman
Rita Kass-Shamoun.

“We want to protect our pro-
tectors and help them get home
safely at the end of every shift,”
said Ed Peper, U.S. vice presi-

dent, GM Fleet. “The safety tech-
nologies we are introducing on
the Tahoe PPV may serve as a
second set of eyes.”

The centerpiece is a new En-
hanced Driver Assist Package
that’s the first of its kind for a
pursuit-rated vehicle, Peper said.
The option package is built
around five distinct technologies
and features:

e Low Speed Forward Auto-
matic Braking: This feature,
which has never been offered on

CONTINUED ON PAGE 3

Mopar’s Moves to Become World Brand

Means Exp

by Jim Stickford

Mopar’s efforts to become a
world brand took another step
forward last week with the open-
ing of Mopar Romulus Parts Dis-
tribution Center(PDC).

The site will employ more than
100 people and represents a $10.4
million investment by FCA, said
Fiat Chrysler spokesman Darren
Jacobs. It increases Mopar’s parts
distribution network to 23 sites in
North America and more than 50
around the world.

With an additional PDC that
opened earlier this year in Win-
chester, Va., FCA US has invested
$22.6 million in 2017 to strength-
en its parts distribution network
in the U.S., with 23 PDCs in North
America, Jacobs said. Combined,
the two facilities represent more
than 170 jobs.

In addition to U.S. growth,
Mopar has also recently expand-
ed its international parts distri-
bution network. In less than five
years, Mopar recently has added
four new parts distribution cen-
ters, including joint ventures in
Asia, Europe and South America.

Mark Bosanac, director NAFTA
Supply Chain Management and
Global Parts for Mopar, said the
Romulus facility was built to as-
sist dealers to get parts and rep-

Gorlier opened up a new Mopar parts facility last week in Romulus.

resents Mopar’s commitment to
providing FCA customers with
the best parts possible.

Norwood Jewell, UAW vice
president and director of the
Chrysler Department, spoke at
the opening ceremony.

“Back in 2015, there were dis-
cussions about this plant and
where it would be built,” Jewell
said. “To actually see a plant like
this pop up just shows the
growth of FCA and the UAW. This
facility gets to ship parts to deal-
ers and support the new cars
that are being built. Just look at

: MCC Hosts Event to Educate Students on STEAM Careers

by Jim Stickford

It’s never too soon to get a
sense of what one wants to do in
life. Which is why for the past
decade Macomb Community Col-
lege (MCC) has been hosting an
event that educates local stu-
dents on potential careers.

Joe Petrosky, dean of Engineer-
ing and Advanced Technology at
MCC, said that last week’s Auto
STEAM (Science Technology En-
gineering Arts Mathematics/
Manufacturing) fair held at the
school’s Warren campus has a
tradition at the school.

“This was our 11th year hold-
ing the event,” Petrosky said.
“Over the years the event has
changed. We used to call it our
RET event, which stood for Ro-
botics Engineering and Technolo-
gy. But times have changed and
over the last decade we've re-
fined what we've been doing in

response to what we perceive as
the needs of businesses and stu-
dents.”

The goal of Auto STEAM, Pet-
rosky said, is to create an inter-
active experience where stu-
dents from area schools get to
meet with representatives from
industry to learn what careers
are out there.

And MCC representatives have
the chance to inform these stu-
dents how they can obtain the
education and skills needed for
these potential careers, Petrosky
said.

This year, said Sean Patrick,
media relations manager at MCC,
a total of nine organizations set
up interactive “pods” for stu-
dents. The particpating compa-
nies were Magna, which had a
pod about autonomous vehicles.
General Motors’ pod was about

CONTINUED ON PAGE 2
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Cordioli at GM’s pod at the recent MCC Auto STEAM fair.

Ford is working with ARGO at Carnegie Mellon to develop new autonomous driving systems.

the new Wrangler. There’s a vehi-
cle that people want to cus-
tomize, and this plant will help
that.”

Pietro Gorlier, head of Parts and
Service for Mopar, was also on
hand at the opening ceremony.

CONTINUED ON PAGE 3

VW Exec Receives
7 Years for

Emission Scandal

DETROIT (AP) - A judge on
Dec. 6 sentenced a Volkswagen
senior manager to seven years in
prison for covering up a scheme
to evade pollution limits on U.S.
diesel vehicles, calling it an as-
tonishing fraud on American
consumers.

Oliver Schmidt, who is the sec-
ond person to be sent to prison
over the scandal, was dis-
patched to the U.S. from Ger-
many in 2015 to meet with suspi-
cious California regulators. But
he didn’t disclose rogue soft-
ware that had long fooled au-
thorities into believing that VW
was meeting emissions rules on
nearly 600,000 vehicles. He also
misled American investigators
and destroyed documents.

“I'm sure, based upon com-
mon sense, that you viewed this
cover-up as an opportunity to
shine — to climb the corporate
ladder at VW,” U.S. District Judge
Sean Cox said. “Your goal was to
impress senior management.”

CONTINUED ON PAGE 4

Ford Goes Back to School
For Autonomous Tech

Developing reliable self-driving
cars requires pushing the enve-
lope in computer science and ar-
tificial intelligence.

While Ford is applying the lat-
est techniques in computer vi-
sion and machine learning to the
work the company is doing every
day, some of the most advanced
research is being done at the uni-
versity level, said Ford
spokesman Alan Hall. That’s why
it’s critical to stay connected to
the academic community, so the
company can cultivate the young
minds that will help us bring cut-
ting-edge work out of the lab and
into the real world.

To do this, Ford has formed
unique affiliations with Carnegie
Mellon University and Georgia In-
stitute of Technology to work
with three world-class faculty
members, Hall said.

“Developing reliable self-driving
cars requires pushing the enve-
lope in computer science and arti-
ficial intelligence,” said Bryan
Salesky, CEO, Argo Al. “While
we're applying the latest tech-
niques in computer vision and
machine learning to the work
we're doing every day, some of
the most advanced research is

CONTINUED ON PAGE 10
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A New Housing
Project Proposed
In Detroit

DETROIT (AP) - Housing Sec-
retary Ben Carson says Detroit
will help start a new federal pro-
gram designed to help those re-
ceiving housing assistance.

Carson visited Detroit last
week to announce the launch of
EnVision Centers , an initiative
designed to help HUD-assisted
households achieve self-suffi-
ciency. Ten pilot centers are
planned nationwide, including
one in his native Detroit.

Carson discussed the program
Dec. 6 at the Boys & Girls Clubs
of Southeastern Michigan’s Great
Futures Gala.

EnVision Centers will be locat-
ed on or near public housing de-
velopments to help boost char-
acter and leadership, education-
al advancement, economic em-
powerment and health and well-
ness. A mobile app is planned.

The effort uses partnerships
with federal, state and local gov-
ernments, nonprofits, faith-
based organizations, corpora-
tions, public housing authorities
and housing finance agencies.

Businesses Help Educate Area Students on Career Choices

CONTINUED FROM PAGE 1

the use of clay sculpting in the
design of cars. Fiat Chrysler’s
pod was about the use of sketch-
ing in vehicle design.

Ford’s pod was about render-
ing vehicles using 3D model tech-
nology. Kuka’s pod was about the
use of programmable logic con-
trollers in manufacturing.

American Axle’s pod was
about drivability and the use of
surface traction. Siemens’ pod
had a traffic light programming
simulation. Comau’s pod con-
cerned robotics, and the North
American International Auto
Show was also on hand. Students
learned about the show and how
it promotes Detroit and the auto
industry.

Petrosky said the students
went to each pod and were able
to participate in the hands-on
demonstrations that took place.

One of the industry profession-
al who interacted with students
was Bruna Cordioli, a creative
sculptor at GM’s Design Dome in
the Tech Center.

Cordioli, a native of Brazil, re-
ceived her degree in product de-
sign from the Maua Engineering
School San Paulo. She worked
first as an intern for GM in Brazil,
and eventually got a job with the
company. She came to the U.S.
three years ago and has worked
on several vehicles, including
Cadillacs that haven’t yet been
shown to the public.

“I am here to show kids how
the car design process works,”
Cordioli said. “We try to give
them a perspective on what they
can do in the future and that you
don’t have to be an engineer to
work on the creation of cars.
That’'s why we have a full-size
model car that students can
sculpt.”

Cordioli said that the students
have been telling her that work-

Students from across the Detroit area came to a STEAM fair hosted by Macomb Community College.

ing on the car is “way fun” and
that they are surprised how cre-
ative they can get.

“But the most frequent ques-
tion I hear from students is ‘how
long does it take to create a car
from start to finish,”” Cordioli
said. “Back in Brazil a lot of peo-
ple were surprised to learn that
women could work in the auto in-
dustry designing cars. | want to
let students know that they can
do this too.”

Among the students who at-
tended the STEAM fair was Jade
McGuffey of Wyandotte Middle
School.

“l wanted to come here to see
what you need to be a mechani-
cal engineer,” McGuffey said. “I
like to build stuff and think it
would really be cool to be a me-
chanical engineer. So an event

like this, where I can learn what I
need to know to be a mechanical
engineer.”

Petrosky said that the 2017
event was a success. Now they

will rest a couple of months, and
then get ready for 2018.

“It takes months to put this
on,” Petrosky said. “But we think
it’s worth the work.”

Ford Working with Chinese Partner

NEW YORK (AP) - Ford is join-
ing with Chinese e-commerce gi-
ant Alibaba Group to explore
new ways for people to buy and
own vehicles in the world’s
largest auto market.

The carmaker said Dec. 7 that
it’'s signed a three-year agree-
ment to test marketing sales and
marketing as well as collaborate
on cloud computing and distri-
bution strategies.

Initially the companies will
study methods for people to buy
vehicles from pre-sale research,

to test drives and leasing op-
tions. They’ll study areas to co-
operate “that are reshaping the
automotive industry in China
and around the world,” Ford said
in a prepared statement.

Ford also hopes to better in-
corporate digital technologies
and platforms into its vehicles.

Ford is a relatively small player
in China and has been focusing
on expanding into the market to
better compete globally. It prom-
ised to roll out 50 new vehicles in
China over eight years.
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Chevrolet Adds More Safety Mopar Expansion Plan Comes to Romulus
Features to Police Vehicles

CONTINUED FROM PAGE 1

a pursuit-rated vehicle before,
automatically applies the brakes
to help reduce a collision’s sever-
ity if the vehicle is traveling at a
low speed and the system de-
tects that a front-end collision is
imminent and the driver has not
already applied the brakes to
avoid the detected hazard ahead
of the vehicle.

e Forward Collision Alert: This
system uses radar and a forward-
looking camera to measure the
closing speeds between a vehicle
and any objects that might be in
its path.

If a driver-adjustable threshold
is passed, the system triggers a
visual alert and audible beeps or
seat pulses, if so equipped, that
warns the driver of potential
dangers.

e Lane Keep Assist with Lane
Departure Warning: This feature
provides gentle steering wheel
turns to help drivers avoid
crashes due to unintentionally
drifting out of their lanes when
they are not actively steering
and the turn signals are not acti-
vated.

e Safety Alert Driver Seat: The
GM-patented Safety Alert Seat
gives drivers the option of
choosing to get haptic seat-bot-
tom vibration pulses as warnings
instead of audible crash avoid-
ance alerts.

e Power Adjustable Pedals:

Combined with the Tahoe PPV’s
standard 10-way power driver
seat and tilt wheel, the power ad-
justable pedals help drivers of all
sizes find their optimal driving
position for comfort and control,
making driving both safer and
easier.

“When they’re on road patrol,
police officers are constantly
multitasking,” said Theodore
Quisenberry, 43-year law en-
forcement veteran and the re-
tired chief of the Royal Oak Po-
lice Department and the Oakland
County Homeland Security Divi-
sion.

“Now when officers are scan-
ning their surroundings, so is
their vehicle. That will help them
stay safe.”

Kass-Shamoun said that ac-
cording to a 2017 Insurance Insti-
tute for Highway Safety (IIHS) re-
port on front crash prevention,
vehicles with forward collision
warning reduced the rate of rear-
end crashes reported to police
by 27 percent and when com-
bined with automatic braking
further cut the rate by 50 per-
cent.

The Tahoe PPV also includes a
number of standard safety and
driver assist features, Kass-
Shamoun said, including Stabili-
Trak Electronic Stability Control
System, Bluetooth hands-free
connectivity, Rear Vision Camera
with Rear Park Assist and steer-
ing wheel controls.

CONTINUED FROM PAGE 1

“What a great year for Mopar,”
Gorlier said. “As some of you
may know, Mopar is celebrating
its 80th anniversary this year.
The brand was born in 1937 with
an antifreeze product. I can’t
think of a better way to celebrate
this anniversary than by opening
a state-of-the-art parts distribu-
tion center.”

Mopar is experiencing growth
around the world, Gorlier said.
The Romulus site will serve as a
global source PDC, replenishing
other regional PDCs in the area
with the 10,000 highest-volume
products in the Mopar brand’s
500,000-plus part portfolio.
Overall, the facility will use two
shifts of workers to handle ap-
proximately 45 million parts an-
nually and an estimated 35 in-
bound and 35 outbound trailers
every day.

“All of this work and invest-
ment has one objective,” Gorlier
said. “Be all of the service our
customers need. The only pur-
pose for those who work here
will be to implement our motto
of ‘service to the people who
drive us.” These customers de-
serve prompt, fast efficient serv-
ice with minium downtime for
their vehicles.”

The site is part of Mopar’s goal
of providing total customer serv-
ice, Gorlier said.

“This is a time when cus-
tomers have endless possibilities
when it comes to ordering
parts,” Gorlier said. “Often the
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part they want is just a computer
click away. But it is here at this
site and others like it where
Mopar’s vision of becoming a
brand that provides total cus-
tomer service is made a reality. [
say let’s keep on building this
brand and creating our vision.”

Gorlier said that by building
the Romulus PDC close to the air-
port, Mopar is able to get parts
to customers faster.

That’s important because
Mopar is part of FCA as it exists
today — an automaker with global
reach that has 70 million cus-
tomers on several different conti-
nents.

“We have simply developed
across several regions around
the world,” Gorlier said. “We are
using the same model of cus-
tomer care wherever we are, and
we are leveraging our assets. It’s
important to run the business
the same everywhere. It’s more
efficient. Of our 70 million cus-

tomers globally, 30 million are in
North American and 40 million in
the rest of the world.”

When asked about competi-
tion from companies like Ama-
zon, Gorlier said there’s always
something to learn about how
they do business, but at the end
of the day, they still need to get
any parts they might sell from
Mopar.

“We can learn from them, but
they don’t build parts,” Gorlier
said. “Mopar does. This isn’t
just about auto parts, it’s about
passion. There is value in hav-
ing something that represents
more than just a name. Mopar
has been doing this for 80 years
for many different owners for a
company with many different
names. They've all invested in
the Mopar brand because they
saw the value in it. Our cus-
tomers are passionate for vehi-
cle performance and for the
Mopar brand.”

Traffic Plan for Downtown Detroit

DETROIT (AP) — The Michigan
Department of Transportation
plans to move forward with the
idea of replacing Interstate 375 in
downtown Detroit with surface
streets.

Crain’s Detroit Business re-
ports an MDOT study reimag-
ines the roadway as a boulevard
connecting [-75 with Detroit’s
central business district and
waterfront. Jonathan Loree, a
senior project manager for
MDOT, says the existing [-375

BECKY
DOYLE

is now at...

doesn’t meet the city’s needs.

The Detroit Free Press reports
the wupdate comes following
years of study and debate but it
could be about 2022 at the earli-
est before the project starts. De-
tails and funding need to be
arranged before work on the
spur that currently feeds into
downtown off I-75.

In its place, plans for the road-
way would create surface streets
with landscaped medians, bicy-
cle lanes and other amenities.
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VW Exec Receives
7 Years for
Emission Scandal

CONTINUED FROM PAGE 1

The judge called Schmidt, who
had led VW’s engineering and en-
vironmental office in Michigan
for three years, a “key conspira-
tor” in the deception.

“Without trust in corporate
America,” Cox said, “the econo-
my can’t function.”

The diesel vehicles were pro-
grammed to trigger certain pol-
lution results only during test-
ing, not during regular road use.
The plan was hatched in 2006,
and the vehicles were marketed
as “clean diesel.” Justice Depart-
ment prosecutor Ben Singer
called it the “height of irony.”

Schmidt, 48, was arrested in
Miami in January while trying to
return to Germany after a vaca-
tion. He’s been in custody with-
out bond.

“For the disruption of my life, I
only have to blame myself. ... |
accept the responsibility for the
wrong | committed,” Schmidt
told the judge.

Engineer James Liang cooper-
ated with the FBI and was sen-
tenced to 40 months in prison last
summer. Six others at VW or Audi
were charged, but they are in Ger-
many and out of reach of U.S. au-
thorities. Among them is Heinz-
Jakob Neusser, who was described
as Schmidt’s boss. He was head of
engine development and, later,
VW brand development.

VW pleaded guilty as a corpo-
ration in March and agreed to
pay $4.3 billion in civil and crimi-
nal penalties on top of billions
more to buy back cars.

Schmidt’s lawyer, David Du-
Mouchel, argued that his sen-
tence should be identical to
Liang’s, noting that his role only
heated up in 2015 in the last
months of the scheme.

Modern Art Museum Declares Classtc Fiat 500 Work of Art

Art can be many things - a
painting, a sculpture, a fresco or
even a car.

The Fiat 500’s acquisition by
the New York Modern Art Muse-
um (MoMA) has earned the Fiat
brand an accolade at the 2017
Corporate Art Awards, said Fiat
Chrysler spokeswoman Diane
Morgan. The award celebrates
the status of the most popular
car in the Fiat brand’s history —
the icon that brought mass car
ownership to Italy and has be-
come a worldwide ambassador
for the country and a major sym-
bol of Italian creativity — as a gen-
uine, globally important work of
modern art.

Founded last year with the aim
of increasing the visibility, recog-
nition and reputation of projects
that connect the world of busi-
ness to the world of art, Morgan
said the Corporate Art Awards
are organized in association with
the LUISS Business School and
support from the Italian Arts,
Heritage and Tourism Ministry,
as well as the Confidustria indus-
trialists’ association, ABI banking
association, Museimpresa muse-
ums’ association and the Foreign
Ministry.

This year’s edition, which con-
cluded Nov. 21 in Rome with the
awards ceremony in the Collegio
Romano’s Sala Spadolini, repeat-
ed the international success of
2016, with the participation of 80
companies from 18 countries.

A global scope that very much
reflects the identity of the Fiat
500 itself, Morgan said, with
more than 80 percent of sales
made outside Italy, and the
car is a European best-seller
in its segment, topping its cate-
gory in nine European countries
and in the top three in another
seven.

Attending the private audience
with Italian President Sergio
Mattarella, was Olivier Francois,
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head of Fiat Brand and chief mar-
keting officer, FCA.

“We are honoured to receive
this prestigious award,” Francois
said. “The award is a tangible
recognition that Fiat 500 is not
just an industrial masterpiece
with a 60-year history, but rather
areal symbol of Italian creativity,
which has won a place in the col-
lective imagination. And its jour-
ney continues today, with ever-
increasing vigour and awareness
of its role as an ambassador for
[talian excellence worldwide.”

The 2017 Corporate Art Award
is yet another prize for the splen-
did Fiat 500, 60 years after its
birth, Francois said. Its acquisi-
tion by the permanent collection
of the New York Modern Art Mu-
seum provides “incontrovertible
proof of the car’s iconic, global
status and is a genuine tribute to
its unforgettable style.”

The charming “face” of the Fiat
500 with its chrome whiskers and
round headlights is recognised
around the world - and has in-
spired artists all over the world
to evoke it in their works, Fran-
cois said.

The model purchased by the
MoMA is a 500 F series, Morgan
said, the most popular 500 ever,
made from 1965 to 1972. If the
500F is added to the other ver-
sions (Sport, D, L. and R) of the
first generation, more than 4 mil-
lion cars were produced from
1957 to 1975.

Today’s 500, just like its illustri-
ous ancestor, Morgan said, imme-
diately proved highly successful
since its reintroduction in 2007. In
just 10 years it has already ac-
quired 2 million customers, as well
as winning an impressive array of
prizes, including World Car of the
Year and the Compasso d’oro.

Apart from its worldwide sales
and numerous awards, Morgan
said the Fiat 500 is a symbol of
[talian design and manufacturing

BIG
2017

ey Josg @

2017 DODGE
JOURNEY GT AWD

SALE PRICE
$21,913*

2018 RAM

1500 SLT Crew Cab Blg Horn 4x4

. v .
I D " 1] "

SALE PRICE
$34,998*

2018 CHRYSLER

300S AWD

SALE PRICE
$24,449*

e JEED o=y @) maawve

NEED FINANCING? -,E_A,,p,m,ed
www.RosevilleEZLoan. cu in/Seconds! g

Get

1-696

Frazho Rd.
=]
1]1]:

' l / 10 Mile Rd.

L
1-94

*PRICES AND PAYMENTS BASED ON EMPLOYEE ADVANTAGE DISCOUNT, PLUS TAX, TITLE, LICENSE, DOC FEE AND DESTINATION. 10,000 MILES PER YEAR. ALL FACTORY/FINANCE/LEASE LOY-
ALTY REBATES ASSIGNED TO DEALER. SECURITY DEPOSIT WAIVED. MUST QUALIFY FOR PREFERRED CREDIT RATING, NOT EVERYONE WILL QUALIFY. INCENTIVES SUBJECT TO CHANGE BY
MANUFACTURER. LEASE PAYMENTS INCLUDE ALL REBATES AVAILABLE. PICTURES MAY NOT REPRESENT ACTUAL VEHICLES. MUST TAKE DELIVERY FROM DEALER INVENTORY BY 1/2/18.

MoMA in NYC has added a Fiat 500 F series to its permanent collection.

worldwide, and fully deserves its
place in the collective imagina-
tion, with importance far beyond
the automotive industry itself.

This status is confirmed by the
impressive programme of events
that the brand took part in this
year to pay homage to the 60th
anniversary of the Fiat 500.

In addition to its entry into the

MoMA and its prize at the Corpo-
rate Art Awards, Morgan said the
Fiat 500 was featured in “See You
in the Future,” Fiat’s first short
movie, starring Oscar-winner
Adrien Brody, and took part in
the delightful “500 Forever Young
Tour” roadshow, which saw the
iconic Fiat 500 visit some of Eu-
rope’s loveliest squares.

Lamborghini Joins Crowd,
Making a ‘Super’ SUV

by COLLEEN BARRY
AP Business Writer

MILAN (AP) Supercar makers
have long known that parked
next to that snarling Lamborghi-
ni, racing-red Ferrari, or stately
Bentley at some of the globe’s
toniest addresses is a practical
SUV. With the sport utility vehi-
cle market growing by leaps and
bounds, they increasingly want
in on those profits.

Lamborghini unveiled the
once-improbable Urus SUV on
Dec. 4 at its headquarters in San-
t’Agata, Italy, where the supercar
maker owned by the Volkswagen
group is expanding the factory to
meet utility vehicle demand. The
Urus enters a luxury field crowd-
ed with the Mercedes G-Class,
the Bentley Bentayga and the
trailblazing Porsche Cayenne —
and soon to be joined by Aston
Martin, Rolls Royce and, in all
probability, Ferrari.

Analysts say that the move in-
to SUVs has become a natural fit
for most brands, even supercar
makers like Lamborghini, despite
the risk of alienating aficionados.

“I think if you look at those
brands’ image, I think you would
look at an SUV - especially a
Lamborghini - as almost a sell-
out move. | don’t think that is the
case anymore,” Jeff Schuster,
senior vice president at LMC Au-
tomotive in Detroit. “There is
some risk to the purist, who can
only see one view of the brand.
But as long as they don’t move
too far out of who they are, a
lineup can include an SUV in
these brands. I wouldn’t have
said that five years ago.”

From being nonexistent in
2006, high-end SUVs have more
than quadrupled in sales since
2010, from 4,700 units to almost
21,000 units in 2016, driven by
the Mercedes G-Class and Bent-
ley Bentayga, according to IHS
Automotive. The entry of the
Urus along with the planned As-
ton Martin DBX and Rolls Royce
“High Side Vehicle” is expected
to push those numbers up to
29,300 by 2020. Even Ferrari is
considering entering the catego-
ry, with a decision expected ear-
ly next year, which could leave
McLaren as the only hold-out
among supercars.

Luxury SUVS are merely fol-
lowing the mass-market trend.
SUVs are the fastest-growing
overall segment of the car mar-
ket, tripling in sales in a decade
from just under 8 million units in
2006 to nearly 26.5 million units
last year. SUV sales are forecast
by IHS Automotive to grow by an-

other 28 percent to over 34 mil-
lion units by 2020.

Before having a true luxury op-
tion, IHS automotive analyst lan
Fletcher said, many SUV owners
went to private modifiers and
tuners to increase performance
and add luxury swag to their off-
the-line mass-market vehicle. “A
lot of manufacturers said, “Oh,
we can have a piece of that,”
Fletcher said.

Porsche proved the market
with the Cayenne, and was fol-
lowed by the Mercedes G-Class,
“which went from being utilitari-
an to being something synony-
mous with the Kardashians,” he
said.

The decision to enter the SUV
market was a no-brainer for Lam-
borghini, which as part of the
VW group shares luxury SUV
platforms with the Bentley Ben-
tayga and the Audi Q7, bringing
down development costs and in-
creasing profit margins.

“The Urus looks like it will be
far more rakish than the SUV
range that the VW group has,
and far more dynamic,” Fletcher
said. Trailers of the Urus show
the vehicle spinning around the
desert, an obvious fob to Middle
Eastern brand enthusiasts, but
could also appeal to buyers in
Africa and Russia, where road
conditions in some areas may
have discouraged buyers from
indulging in the lower-slung
sportscars.

“They are aiming to have a ve-
hicle which epitomizes what the
brand’s core characteristics are:
sport, high performance and ac-
cessible to customers who had
to give up a sports car because
they are having children, or just
couldn’t get into a sports car any
more or it wasn’t practical,”
Fletcher said. “It broadens the
brand to a wider group.”

IHS forecasts Urus sales of
2,900 a year to a peak in 2019-
2020, putting it on par with the
Lamborghini Huracan. And as
with cars in the super luxury seg-
ment, the profit margins can be
astronomical.

In the United States, SUVS are
reshaping the luxury market,
outpacing car sales and reaching
a new audience, with the appeal
strongest in trend-setting cities
like Los Angeles, Miami and New
York.

“I think car companies want to
keep the brand pure, but they
cannot ignore the market right
now,” said Jessica Caldwell, sen-
ior analyst at Edmunds. “They
are in the business to make mon-
ey and [ think that is why they
are going this route.”
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FCA Executive
Teleconferences
On Seat Safety

Nothing takes a back seat to
safety. In fact, the back seat is
where an 8-year-old is most like-
ly to find safety.

That’s what Mark Chernoby
told an after-school car club at
Bowling Green (Missouri) Ele-
mentary in a private teleconfer-
ence, said Fiat Chrysler
spokesman Eric Mayne.

The executive who heads vehi-
cle safety and regulatory compli-
ance at Fiat Chrysler Automo-
biles N.V. connected with the au-
to aficionados after a club mem-
ber reached out with an idea to
make cars safer, Mayne said.
From a safety lab at the Compa-
ny’s U.S. headquarters in Auburn
Hills, Chernoby recently shared
advice via teleconference.

But it wasn’t all business.
Back-seat travel affords kids an
opportunity to have fun, Cherno-
by noted.

The  teleconference  was
prompted, Mayne said, by an e-
mail to the executive, from club
president Jackson Bierly. The 8-
year-old pitched an air-bag con-
cept to FCA, maker of his fa-
vorite brand - Dodge.

Discussion ranged beyond
back-seat travel, with one clever
clubber engaging Chernoby on
the topic of suspension travel.

“Nothing is more important
than encouraging the type of in-
quisitiveness these kids showed
today,” he said later. “That’s how
we develop great engineers. And
great engineering can have dy-
namic impact on the lives we
lead.”

The FCA Foundation, the char-
itable arm of FCA US LLC, sup-
ports programs that promote
science, technology, engineering
and math as avenues of study for
young people. The foundation
recently donated $900,000 to
support academic and nonprofit
organizations across the United
States.

UAW Caucus
Nominates
Gary Jones

DETROIT (AP) - An influential
caucus of United Auto Workers
leaders on Nov. 30 nominated a
regional director from Missouri
to become the union’s next pres-
ident.

Gary Jones, who heads a re-
gional office near St. Louis, will
lead a slate of candidates to be
voted on at the union’s conven-
tion in June. In most cases candi-
dates are elected after being
nominated by the caucus of local
union leaders.

Jones likely will replace Den-
nis Williams and take over a
400,000-member union that is
dealing with a bribery scandal
and stalled efforts to organize
workers at foreign-owned auto
plants in the south.

Before becoming regional di-
rector Jones, a certified public
accountant, served as the
union’s chief accountant and as
a top aide to three secretary-
treasurers at the Detroit head-
quarters.

Secretary-Treasurer Gary Cas-
teel was nominated to return to
his post. Vice President Cindy
Estrada and Regional Directors
Rory Gamble and Terry Dittes
were nominated for three vice
president posts. Gamble leads a
region in Michigan while Dittes
heads a regional office based in
New York.

Williams will retire, as will Vice
Presidents Jimmy Settles and
Norwood Jewell.

The pending change in leader-
ship comes as the UAW faces an
expanding federal investigation
into a corruption scandal involv-
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the union.

Picture may nof reflect actual vehicle. * The FCA US LLC (formarly Chrysler Group) Employee Advantage Purchase pragram salé prices and lease payments quoted. Just add tax , fille, doc fee and destination charge.** 24, 217, 30, 38 month FCA US LLC employee leasés. The amount due on all leases require amount dus plus monthly tax, cap cost reduction tax, first payment, iitle, plate,
doc o6 and destination charge. Securily degosit i waived on alllease payments, Lease payments are 10,000 miles por yeat. .20 canis per mili thru Ally or .25 cants thru Chiysler Capitalfor excess mileage. Customer must qualifyfor 1 or § lier credit approval. Paymants subject o change dus 10 lowsr approved crodil L. Banks may require In prove income and residency for redil
approval. Customer s responsile for excess wear and tear. Total deferred price is the sum of the purchase prica, pius do fee, plate fes, sales fax. and accrusd finance charges over tha farm of the loan. All rebates and program moneys assigned back to dealer. Al prices and lease payments are based off FCA US LLC incantives thru th Greal Lakas Business Center. Rabales as refall
consumer cash, lease cash, lease loyally, military, irade assist cash, finance hoaus cash and all other Great Lakes offers will be applied. The dealer invoice amount is nol a net factory price to dealer, Customers may not qualify for al offers, Incentivas, discounts of financing offers. Sea dealer for qualifications and complete details. Exclusive Huvagre new car cash coupon has been
applied to all saia and leasa payments in this ad. Vehicle sale prices include Chrysler Capital bonus cash-must finance thru Chrysler Capital. Ram leases include Great Lakes Truek Conquest Bonus cash. *Sale prices include lessee foyalty retail bonus cash, customer must qualify. ! 84 month buy, 2.99% APR with approved credit. Ram payments include Ram fo Ram Loyalty Rebate.




PAGE 6

DETROIT AUTO SCENE

DECEMBER 11, 2017

Girl Scouts Got to ‘STEAM’ Along at the GM Design Dome

Girl Scouts from around Michi-
gan had the chance to learn
about vehicle design thanks to
the GM’s “Creative Careers at
GM Design” Science Technology
Engineering Art Mathematics
(STEAM) fair.

The gathering took place on
Dec. 2 at the Design Dome locat-
ed on the GM Tech Center cam-
pus in Warren, said Maggie Eko,
group manager - Academy and
Design.

“The purpose of the event,”
Eko said, “is to introduce young
women to auto design and make
them aware of the creative de-
sign skills a company like GM
has, and how there are roles that
women can play in the design of
a vehicle.”

Roughly 200 Girl Scouts from
across Michigan attended the
event, Eko said. They were part
of the Southeast Michigan Coun-
cil and Heart of Michigan Coun-
cil.

Eko herself has been working
for GM for about 18 years. She
got her start in the auto business
after graduating from the Colum-
bus College of Art & Design in
Ohio.

“I started out at GM as a clay
sculptor,” Eko said. “I now work
as a digital sculptor. Back when I
started, we had to build our own
tools and learned things the old
fashioned way.”

CATERING

But since then, Eko said, vehi-
cle design has taken a step for-
ward with the use of Computer
Aided Design (CAD) technology.

Much of the design process is
done via computer, but there is
still a need for people with clay
sculpting skills, Eko said. Vehi-
cles still need to be seen in the
real world before going into pro-
duction.

Eko said that while many of
her relatives worked for the auto
industry, her parents didn’t.

“My father worked for Michi-
gan Bell and my mother was an
artist,” Eko said. “When [ told
them I wanted to get an art de-
gree, they had to be talked into
supporting me.I had to find a
way to make an art degree pay
off.”

That’s where GM came into the
picture.

“For me to be able to talk to
young women and tell them that
they can pursue an art degree
and be creative and be able to
work for a company like GM is
great,” Eko said. “If | knew what |
could do with my degree before |
got it, | wouldn’t have had to con-
vince my parents to support me.
Talking to the Girl Scouts allows
me to pay it forward as it were.”

Many people think of car cre-
ation as something men do, but
statistics show that about 20 per-
cent of vehicle design jobs go to
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Girl Scouts got to see, in a hands-on way, how sketching is used to design vehicles at a Tech Center event.

women, Eko said. That figure is
up from previous decades.

“You do need math skills and
other technical skills to be a de-
signer,” Eko said. “Fortunately
most art degrees do require stu-
dents to take math and science
classes. The most common ques-
tion I've been asked when talking
to students is do I like cars.”

The answer is pretty simple.

“I tell them that cars are art,”
Eko said. “Everything from the
way a car looks on the outside to
the switches in the interior and
how they are placed has to be de-
signed by artists. You don’t have
to be a car person to do that. I
mean it helps, but as soon as I tell
students they, their interest perks
right up.”

Another fact that Eko shares
with students is that cars are
seen by everyone.

“An artist with a show in a
gallery might have 50 or 100 peo-
ple see his or her work,” Eko
said. “Millions of people buy cars
and millions more see them.”

The day was broken down in-
to seven different segments, Eko
said. Scouts were given a 30-
minute career awareness pres-
entation. That was followed by a
question and answer session.
Scouts were than able to go to
the various stations that were
set up and see how design is
done. This was followed by
lunch.

Then scouts were able to go to
the photo area and see a product
of GM design, a green special edi-
tion Corvette convertible.

“The car’s color was ‘Girl
Scout’ green,” Eko said. “Then
the scouts were shown videos,
and finally, the worked on creat-
ing a special badge for their sash-
es. Everyone who participated in
the event got a copy of the badge
that was created.”

Hosting these events is a privi-
lege, Eko said. GM is all about
STEAM, and being able to share
this with young ladies who might
be interested in an automotive ca-
reer really matters.
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“There are so many careers
out there that young women
don’t know about, careers they’d
be good at,” Eko said. “Letting
them know about these careers
can really make a difference in
someone’s life.”

Tesla Makes
Good on
Battery Promise

ADELAIDE, Australia (AP) -
The world’s biggest lithium-ion
battery has plugged into an Aus-
tralian state grid, an official said
Dec. 1, easily delivering on Tesla
Inc. chief executive Elon Musk’s
100-day guarantee.

Musk promised to build the
100-megawatt battery within 100
days of the contracts being
signed at the end of September
or hand it over to the South Aus-
tralia state government for free.

South Australia Premier Jay
Weatherill announced Dec. 1 the
battery began dispatching pow-
er into the state grid on Nov. 30
afternoon, providing 70
megawatts as temperatures rose
above 86 degrees Fahrenheit.

“South Australia is now lead-
ing the world in dispatchable re-
newable energy, delivered to
homes and businesses 24/7,”
Weatherill said.

The official launch came a lit-
tle over 60 days after the deal
was signed. But crucially, it came
on the first day of the Australian
summer — the season when pow-
er usage soars due to air condi-
tioning use. The battery has the
capacity to power 30,000 homes
for up to an hour in the event of
a severe blackout, but is more
likely to be used to boost supply
during peak demand periods.
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GM has advice on how people can transport Christmas trees.

Tree Transport for 2017

The holiday season is upon us
and for many that includes a fun-
filled trip with family or friends
to find the perfect holiday tree.
But before your tree-hunting ad-
venture begins, it’s important to
be prepared.

A recently published AAA sur-
vey estimates that in the past
three years 20 million Americans
did not properly secure their
trees to their vehicles, which
may lead to dangerous road de-
bris, said GM spokeswoman
Katie Amann.

To help get your tree home safe-
ly, Amann said people should
check out the following tips from
Chevrolet engineers for transport-
ing a tree in or on top of a vehicle:

1. Dress warmly, wear gloves
and bring a piece of cardboard to
kneel on if you're cutting your
tree down.

2. If you're transporting the
tree inside your vehicle, make
sure to lay down a tarp to keep
your car clean.

If you're transporting the tree
on top of your vehicle, make sure
you have cross-rails installed so
you can help avoid damaging the
paint on top of your vehicle.

3. Make sure the tree is tightly
bound with netting or rope be-
fore tying it to the top of the ve-
hicle.

4. Place the stump end of the
tree toward the front of the car
to reduce aerodynamic drag and
ensure a safe drive home.

5. Lay your tree directly over-
top the available cross rails,
loop twine over and around
it and repeat to cinch it with
a figure-eight motion to
secure your tree tightly to the
vehicle.

This can help protect the tree
from moving around while you
drive it back to your house after
purchase.

6. If possible, use secondary
roads and avoid highways when
driving with your tree on top of
the vehicle. That helps keep the
tree on top of your vehicle.

7. BONUS TIP: Choose a car
such as the 2018 Chevrolet Tra-
verse with available OnStar 4G
LTE WiFi hotspotl, Apple
CarPlay/Android Auto2 compati-
bility and 120-volt power outlet
so you can take the holiday party
with you wherever you travel
this winter.
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4 IVCiS USED WHILE SUPPLIES LAST.

NO SECURITY DEPOSIT REQUIRED!

IE E; \  WE
2017 GMC

SIERRA

DENALI - 1500 « 4WD « CREW CAB

"349

$0 DOWN

A

FOR ONLY
10K PER YEAR

MSRP
$49,000

STK#7636-17 - DEAL#72001
*GMS PRICING. MUST HAVE GM LEASE LOYALTY PLUS
TAX, TITLE, PLATE AND DOC FEE,
4IVC'S USED WHILE SUPPLIES LAST.

NO SECURITY DEPOSIT REQUIRED!

ARE PROFESSIONAL GRADE

2017 GMC

ACADIA

SLE-2

7 %199

LEASE $0 DOWN

FOR ONLY
10K PER YEAR V8" TRAILERING PKG - BOSE

STK# 7373-17 - DEAL#71998
*GMS PRICING. MUST HAVE GM LEASE LOYALTY PLUS
ST MONTHS PAYMENT, TAX, TITLE, PLATE AND DOC
FEE. 2 IVC'S USED WHILE SUPPLIES LAST.

NO SECURITY DEPOSIT REQUIRED!

2017 BUICK
ENVISION

ESSENCE « AWD

$319°

$1,999 DOWN

36 MONTH/
10K PER YEAR
LEASE

FOR ONLY

STK#6188-18

*GMS PRICING. MUST HAVE GM LEASE
LOYALTY, $1999 DOWN, PLUS 1ST MONTHS
PAYMENT, TAX, TITLE, PLATE AND DOC FEE.

NO SECURITY DEPOSIT REQUIRED!

DEAL#72004

2017 BUICK

REGAL
SPORT TOURING

$229"

$0 DOWN

39 MONTH/
10K PER YEAR
LEASE

FOR ONLY

STK#5786-17 « DEAL#72005
*GMS PRICING. MUST HAVE LEASE
CONQUEST REBATE PLUS 1ST MONTHS

PAYMENT, TAX, TITLE, PLATE AND DOC FEE.

4 IVCiS USED WHILE SUPPLIES LAST.
NO SECURITY DEPOSIT REQUIRED!

ALL NEW 2018 GMC

TERRAIN

SLE

199"

$999 DOWN

+ TURBO

FOR ONLY
10K PER YEAR

STK# 7804-18 « DEAL#71989
*GMS PRICING. MUST HAVE LEASE CONQUEST REBATE
PLUS 1ST MONTHS PAYMENT, TAX,

TITLE, PLATE AND DOC FEE.
NO SECURITY DEPOSIT REQUIRED!

2017 GMC

YUKON

DENALI « 4WD

36 $B75

SO DOWN

LOADED! - MOONROOF
+ 22"CHROME RIMS « NAV - DVD

10K PER YEAR

STK#7680-17 - DEAL#71987
*GMS PRICING. MUST HAVE GM LEASE LOYALTY PLUS
TAX, TITLE, PLATE AND DOC FEE. 1ST PAYMENT UP
FRONT. 4 IVC’S USED WHILE SUPPLIES LAST.

NO SECURITY DEPOSIT REQUIRED!

529,995

WAS WHILE SUPPLIES
LAST

$40,585

STK#5223-17

*PLUS TAX, TITLE, PLATE AND DOC FEE

VISIT OUR WEBSITE TO SEARCH FOR MORE VEHICLE SELECTIONS AT WWW.VYL|

2017 BUICK LACROSSE

ESSENCE

2017 GMC

ACADIA

LIMITED

WAS HURRY IN WHILE SUPPLIES LAST!!
$46,570

STK#9458-17
*GMS PRICING. MUST HAVE GM LEASE LOYALTY
PLUS TAX, TITLE, PLATE, AND DOC FEE.

40755 Van Dyke - Sterling Heights -

WWW.VYLETEL.NET

SALES: Sun CLOSED; M, TH 8:30am-3pm; T, W, F 8:30am-6pm; SAT 10am-3pm
SERVICE: Sun CLOSED; M, TH 7am-8pm; T, W, F 7am-6pm; Sat 8am-1pm

*Lease figured with $1500 Dealer IVC. Certifi cates 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 housefold. IVC certfi cates may apply to lease/ pur-
chase examples and are good while dealer supply lasts. Prices subject to change during the month of December 2017. *GM Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. *For GM Employee Purchase or Lease Conquest Rebate Customer Must Have Non GM L¢

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 1/2/

Merry Christmas and Happy Holidays from

buff whelan chevrolet

OVER 1,000
New Chevrolets
in Stock!

CHEVROLET

586-

CALL

JEFF CAUL

274-0396

2018 CHEVY SILVERADQO 1500

—_

4X4 DBL CAB

27a+ TAX wmn $

WITH LEASE LOYALTY = NO SECURITY DEPOSIT REQUIRED

Equiped with Power Locks, Power Windows, Power Mirrors, Keyless Entry, Remote Start,

ALL STAR PKG
DOWN

36 MTH LEASE
10,000 MILES

SALES

PLEASE CALL FOR THE

BES'I'

LEASE PROGRAMS
AND REBATES OF THE

My Link Radio, Back-Up Camera, Auto A/C, Bluetooth & More...

PREVIOUS

2018 MALIBU 1LT COURTESY CAR

APPROX. 3,000 MILES
$ 2 ’ 2"' TAX wirn $0 DOWN
36 MTH LEASE
10,000 MILES

WITH LEASE LOYALTY - NO SECURITY DEPOSIT REQUIRED
Equiped with Power Locks, Power Windows, Power Mirrors, Keyless Entry, Back-Up Camera,
Touch Screen Radio, Bluetooth, OnStar & More...

2018 CHEVY EQUINOX 1L.T

$ = 24 4+ xums()powN

WITH CHEVROLET LOYALTY = NO SECURITY DEPOSIT REQUIRED

Equiped with 1.5L Turbo Engine, 7” touch screen radio, Onstar, Bluetooth, Keyless Entry

Back Up Camera, Alum. Wheels, Deep Tinted Glass & More...
METRO PKWY. i

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

CAL
BRUCE ‘.’ﬂ”” CELL £ 1- 586_405.51 75 Free shuttle service to home, office or shopping.
. blitvin@unghamer.com buff whelan chevrolet

OF nuAurv SEBVICE WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!
Van Dyke * South of 18 Mile * Sterling Heights
1'888 '665'543 8 M ©sw Jeff Caul =05
= =

w
X
>
=]
g
>

586-274-0396

EMBER
SINGE
1989

7 CHEVY

PEP QUOTES BY PHONE OR EMAIL: JEFF CAUL AT JCAUL@BUFFWHELAN.COM

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

GMC.

CHEW Drive Beautifd ERUAICSME. 1o e *See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by
4—- |--/ ive Beauti 442333 We mtzc;issssgmtmm manufacturer without notice. GM Employee discount required unless otherwise noted. All leases assume that you qualify for GM
#44296

Lease Loyalty. To qualify for GM Lease Loyalty you must have a GM Lease in the household. 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 01/02/2018.

@i SUMMIT DRIVE ¢ 248-292-2502 ¢ 5825 HIGHLAND RD. (M59) ¢ WATERFORy
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Van Dyke Across From
GM Tech Center

LUXURY HAS A NEW HOME
PRESTIGE CADILLAC

Van Dyke Across

From GM Tech Center

Payments on 2018 CADILLAC XT5 are for a standard model with MSRP of $40,390, Escalade on 2017 PREMIUM Luxury AWD
CTA Courtesy Transpertion Vehicle with MSRP of $87,090. CT6 on 2017 Luxury RWD model with MSRP of $66,010. 36 month,
30,000 total mile lease through GM Financial with a top tier credit approval. SO cap cost reduction down, only typical startup
costs of taxes, license, registration, first months payment, acquisition and dealer fees due at signing. Take delivery by 12-31-
2017.Lessee pays for excess wear, over mileage and disposition fee of $595 at end of lease. Residency restrictions apply. May
not be available with other offers. XT5 and CT6 includes $750 Cadillac Customer Lease Loyalty rebate (must currently lease a
Buick, Cadillac, Chevrolet or GMC through Ally, GM Financial or US Bank) and Escalade includes $3000 Cadillac Select Market
Loyalty Bonus (must currently own or lease a 2003 or newer Cadillac). Customers are not required to terminate their current
lease or trade in their vehicle. Loyalty offer is transferable to individuals residing in the same household. Dealer “Flex Cash”
used on CT6 and with $2,000 Flex Cash on the Escalade lease is only available while supplies last. Price based on GM Em-

2018 XT5

ULTRA-LOW MILEAGE LEASE FOR WELL QUALIFIED
CURRENT GM OWNERS/LESSEES

319 /36 /

PER MONTH MONTHS

2017 ESCALADE

WITH A CURRENT ELIGIBLE CADILLAC LEASE

PER MONTH MONTHS

2017 CT6

ULTRA-LOW MILEAGE LEASE FOR WELL QUALIFIED
CURRENT GM OWNERS/LESSEES

PER MONTH MONTHS

ployee Pricing. Others slightly higher. ©2017 General Motors. Cadillac® XT5® Escalade® CT6®

STANDARD COLLECTION - STk# 107447
7 TO CHOOSE FROM

Tax, title,and license extra. No security deposit required. Mileage
charge of $.25 per mile over 30,000 miles.

LUXURY COLLECTION - sTk# 383074
5T0 CHOOSE FROM

ULTRA-LOW MILEAGE LEASE FOR WELL-QUALIFIED LESSEES

°669 / 36 / ZERO

Tax, title, and license extra. No security deposit required. Mileage
charge of $.25 per mile over 30,000 miles.

LUXURY COLLECTION - sTk# 197022
4T0 CHOOSE FROM

°5399 /36 /5750

Tax, title, and license extra. No security deposit required. Mileage
charge of $.25 per mile over 30,000 miles.

/ERO

DOWN

DOWN

DOWN

PrestigeCadillac.com

LOCATION SALES - 888.548.8939
29900 VanDyke Ave. Mon & Thur 8:30am-8pm
Warren, Ml

48093 Sat 10am-4pm

©2017 General Motors. All Rights Reserved Cadillac®

Tues, Wed & Fri 8:30am-6pm  Mon - Fri 7.30am-6pm

SERVICE
888.548.8939

Sat 8am-3pm

Tesla Wins Court Appeal

KANSAS CITY, Mo. (AP) — Tesla
Inc. can continue to sell its elec-
tric cars directly to consumers in
Missouri after a state appeals
court reversed a lower court rul-
ing that favored a trade group
representing car dealers.

The Missouri Automobile As-
sociation sued the state Depart-
ment of Revenue in 2015, arguing
that the agency violated state
law by granting licenses allowing
Tesla to sell cars directly to cus-
tomers.

A three-judge panel of the Mis-
souri Court of Appeals ruled Dec.
6 that the car dealers association
did not have standing to sue the
state agency, reversing a lower
court’s ruling.

“The decision is a victory for
Missouri consumers who want
the choice to learn about and
purchase their Tesla in their
home state,” Tesla said in a state-
ment. “We have been serving
customers in Missouri for almost
five years and have contributed
to the state economy and jobs
for Missourians _ something that
will now continue.”

The ruling followed a decision
by Cole County Judge Daniel
Green last year that the Revenue
Department should not renew
Telsa’s motor vehicle dealer liit-
the carmaker is not a franchisee.
After that ruling, Tesla temporar-
ily closed its offices in Kansas
City and a St. Louis suburb.

Gurung’s Retail Lab at Cadillac House has the his latest collection.

Cadillac House Brings New
Fashion to Marketplace

For the Cadillac brand, style is
something that extends beyond
automobiles.

The Council of Fashion Design-
ers of America (CFDA) and Cadil-
lac recently named the next four
designers participating in Retail
Lab, a mentorship program
which provides fashion design-
ers a real-world education in re-
tail, including a rotating physical
retail space at Cadillac House,
said Cadillac spokesman CJ
Smith. The 2018 Retail Lab
shops, which will operate for
three months each, are Title of
Work, Dannijo, Rosetta Getty and
Rachel Zoe.

The four designer brands fol-
low the first class, Smith said,
which featured Timo Weiland,
Cushnie et Ochs, Public School,
Tanya Taylor, Pamela Love and
Prabal Gurung, whose retail shop
opened at Cadillac House this
past October for the holiday sea-
son.

Retail Lab is a pioneering pro-
gram developed with Cadillac in
which designers are selected
through a competitive applica-
tion process to gain valuable re-
tail experience under the tute-
lage of fashion industry experts.
Participating designers also re-
ceive access to a brick-and-
mortar retail space at Cadillac
House to show their work and
sell products.

At Cadillac House, which
Smith describes as a brand expe-
rience center that invites innova-
tors across art, fashion, enter-
tainment and hospitality to cre-
ate unique programming for the
public, designers are encouraged
to transform the space as they
see fit to bring to life their unique
vision and point of view.

“The selected 2018 Retail Lab
designers are a diverse group of
American fashion designers with
a unique brand story to tell,”
said Ashley Sandall, director of
Strategic Partnerships for the CF-
DA. “With Cadillac’s continued
support, these designers are able
to grow their businesses while
receiving valuable resources as
they consider opening their
owned retail stores.”

“Retail Lab is the full embodi-
ment of our brand’s commitment
to fashion and Cadillac House’s

mission to curate ever-changing
programming for the community,
beyond automotive,” said
Nathan Tan, associate director of
brand partnerships and experi-
ences at Cadillac. “We are proud
to provide this year’s class of de-
signers with a blank canvas to
experiment with as a physical ex-
tension of their brand and look
forward to seeing what they each
create.”

Retail Lab is also supported by
way of store fixtures provided by
Alu, mannequins from DK Dis-
play, hangers from Henry Hang-
ers and technology and retail
business solutions from Prism,
Axis and KWI, Smith said.

Retail Lab is located within
Cadillac House at 330 Hudson
Street in New York. The store will
be open six days a week, Mon-
days through Fridays from 11
am. to 7 p.m., and Saturdays
from 11 a.m. to 5 p.m.

Retail Lab is a program
launched by Cadillac and CFDA
providing tangible value to
designers who are driving the
fashion industry forward, Smith
said. Participating designers,
selected through a competitive
application process, will gain
valuable retail experience under
the tutelage of fashion industry
experts.

The main component of Retail
Lab will be a custom retail shop
located on the ground floor of
Cadillac House in New York,
while also learning integral keys
to success in retail, including
business development, market-
ing and public relations, Smith
said. In addition to covering
costs associated with a retail
space, such as real estate, dis-
play units, mannequins, signage
and point of sale system, Cadil-
lac will provide each designer
with a $75,000 grant to put to-
wards wholesale buys, sales sup-
port and marketing.

As the first Innovation Partner
of CFDA’s Retail Lab, Accenture
works closely with the Lab’s se-
lect group of emerging fashion
designers to develop customized
retail strategies and equip them
with the critical business knowl-
edge and digital skills required to
stay competitive in today’s chal-
lenging retail market, Smith said.
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GM Sees Self-Driving Cars on Streets in 2019

By TOM KRISHER
AP Auto Writer

DETROIT (AP) - General Mo-
tors Co. expects to carry passen-
gers and deliver goods with self-
driving vehicles in big cities
sometime in 2019, telling in-
vestors it's moving quickly and
plans to be ahead of other au-
tomakers and tech companies.

The Detroit automaker recent-
ly made the announcement at an
investor presentation in San
Francisco, saying that based on
its current rate of change, it ex-
pects “commercial launch at
scale” of the autonomous vehi-
cles within the next year or so.
The vehicles would not have a
human backup driver, the com-
pany said.

Company executives didn’t say
how many vehicles GM would de-
ploy or what cities they would be
in, but they were clear that the
company plans to run ride-hail-
ing and delivery services and
quickly make money off them _
at higher profit margins than it
now makes from selling cars and
trucks.

“This business is potentially
bigger than our current core
business,” Chief Financial Officer
Chuck Stevens told the group.

GM said it is important to be
first to get the self-driving elec-
tric vehicles on the road so the
rider experience can be im-
proved quickly and give the com-
pany a competitive advantage.
GM said there still was much
more difficult engineering work
to do. And it’s not quite clear yet
whether the automaker will be
first.

Delphi, an automotive suppli-
er, has said it expects commer-
cial vehicles to be using its au-
tonomous system in limited ar-
eas in 2019. Delphi recently
bought autonomous software
startup NuTonomy and is also

S e
NSPARENT

PRICING

=

partnering with BMW AG, chip-
maker Intel Corp. and camera
and visual recognition software
maker Mobileye.

Google’s Waymo division is
testing self-driving minivans in
Phoenix, carrying passengers
without a backup driver in the
front seat. An employee in the
back will be able to stop the vehi-
cle by pushing a button but
won’t be able to steer the vehi-
cle. Waymo plans to announce a
commercial service in the next
few months.

German automaker Daimler AG
has teamed up with supplier
Bosch to develop autonomous
taxis by 2020. And Ford plans to
have a self-driving car available
for ride-hailing services by 2021.

GM President Dan Ammann
said the first commercial use of
EVs would be in ride-sharing. He
wouldn’t say if the service would
involve ride-hailing company
Lyft, in which GM has invested
$500 million. More details, he
said, would come closer to 2019.

GM'’s Cruise Automation unit is
testing autonomous Chevrolet
Bolt electric vehicles with human
backup drivers in San Francisco,
Detroit and Phoenix, and has
plans to test in Manhattan next
year.

The automaker says it’s fo-
cused on deploying self-driving
vehicles safely, but it also wants
to beat rivals to market. Ammann
said GM is in the lead to deploy
the vehicles in large numbers.
Once they’re on the road, the ve-
hicles’ computers will constantly
learn and improve.

“Getting first onto that learn-
ing curve is pretty important,” he
said.

GM estimated the total ride-
sharing market could reach $1.6
trillion once it hits 75 percent of
all rides in the U.S. Now it’s less
than 1 percent. Ammann said GM
now makes about $30,000 per ve-

The Best Price is a Transparent One

+ Lease price with taxes + fees included
« Zero Security Deposit required with easier down payments.
« Only Redlistic Rebates
« An experience built upon complete transparency.

hicle by selling them, but said
ride-hailing and delivery profits
could rise to hundreds of thou-
sands of dollars per vehicle.

Because GM has software and
sensor development, as well as
manufacturing, it can roll out au-
tonomous vehicles cheaper than
competitors, the company said.

Investors apparently weren’t
impressed by the presentation or
had already built autonomous
vehicles into GM’s stock price.
After the afternoon presentation,
shares of GM fell 1.8 percent to
close at $43.04 while the broader
markets ended higher.

Auto Writer Dee-Ann Durbin con-
tributed to this report.

OEM Not Phased
By Efforts to
End EV Incentive

SMYRNA, Tenn. (AP) - The
head of Nissan Motor Co.’s oper-
ations in North America said
Dec. 4 that the company is un-
daunted by congressional efforts
to do away with a federal tax
credit for plug-in electric vehi-
cles.

Boasting a 40 percent increase
in battery range to 150 miles
(240 kilometers), the 2018 Leaf
will hit dealerships early in the
new year with a sticker price of
just under $30,000. But that’s be-
fore a $7,500 federal tax credit
that has been a major selling
point for buyers of the previous
version of the Leaf or other elec-
tric offerings from companies
like Tesla or General Motors.

The tax credit could disappear
if the House version of a federal
tax overhaul bill prevails in nego-
tiations with the Senate, which
included the incentive in the bill
it passed last week.

$2.05 each.
be made online at

each of the Grace Centers
Thrift Stores.

SELLERS @BUICK

REPUTATION IS EVERYTHING

See Dealer for Details

38000 Grand River Ave. | Farmington Hills,
888-504-2960 | SellersBuickGMC.com

Grace

enters
of Ho

Serving those in need

since 1942

Join us as we feed and give hope to those
need it most this Holiday season. Please
purchase your meal tickets today for

Donations to the Grace Centers of Hope
Holiday Meal Ticket Campaign can

www.GraceCentersofHope.org
or by calling 1-855-Help-GCH.
Meal tickets can also be purchased at

of Hope

MI 48335

2017 Buick Encore

FWD Lease Offer wmsee. 525775

182-.

ANSPARENTPRICING

INCLUDES, ALL TAXES & FEES, NO SECURITY DEPOSIT
INCENTIVES INCLUDED: GM EMPLOYEE PRICE, GM LEASE LOYALTY

10,00

3 9 months

2018 GMC Terrain

SLE FWD Lease Dffer usw seazn

277

per
maonth

TRAMSPARENTPRICING

miles
yactr

$482

.A‘I...E!’

B

INCLUDES: ALL TAXES & FEES, NO SECURITY DEPOSIT
INCENTIVES INCLUDED: GM EMPLOYEE PRICING, GM LEASE LOYALTY

3 9 months

10,0005

61

total due at signin
(includes first month payment

total due at signing
[includes first month payment]

71 2017 Buick Envision

Predferred FWD Lease Offer wmsee. 536,995

2 5 7&%

TRANSPARENTPRICING

INCLUDES: ALL TAXES & FEES, NO SECURITY DEPOSIT

INCENTIVES INCLUDED: GM EMPLOYEE PRICE, GM LEASE LOYALTY
36 months .I O' OO 5624

@ BUICK

miles
year

expires 12,31.2077

2077 GMC Acadia

SLE1 FWD Lease Offer wsw saam

193-

RANSPARENTPRICING

mcm 0ES: ALL TAXES & FEES, NO SECURITY DEPOSIT
INCENTIVES INCLUOED: GM EMPLOYEE PRICE, GM LEASE LOYALTY

36~... 10,0005

WE ARE PROFESSIONAL GRADE

55

@ BUICK

total due at signin
lincludes first month payment]

W ARE PROFESTIONAL CRADE

total due at signing
[includes first month payment]

Offers include: Tax, Title, Plate, Transfer, CVR, Doc Fee, GM Employee Pricing, GM Lease Loyalty (must have a 1999 or newer GM lease in household),
and 1st Month’s Payment. No security deposit required. See dealer for details.

expires 12.31.2017

expires 12,31.2007
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GM ‘Marketplace’ Tech Turns Car Into Shopping Center

Starting in the beginning of De-
cember General Motors Co.
rolled out the automotive indus-
try’s first commerce platform for
on-demand reservations and pur-
chases of goods and services.
With Marketplace, drivers can
now order and pay for their fa-
vorite coffee — and much more —
on the way to work with a simple
tap on the dash.

Marketplace allows customers
to order food, find the closest
gas station to save on fuel, and
make dinner reservations on the
go, said GM spokesman Vijay ly-
er.

This means Marketplace gives
drivers of eligible Chevrolet,
Buick, GMC and Cadillac vehicles
the opportunity to more safely
interact with a growing number
of their favorite brands in retail,
fuel, hospitality, food, hotel and
transportation through the in-ve-
hicle touchscreen.

Marketplace, lyer said, also
features a “Shop” section dedi-
cated to offers specific to GM ve-
hicles, for instance purchasing
Wi-Fi data, discounts for an oil
change or deals on General Mo-
tors accessories. Simple on-
screen notifications can identify
relevant offers.

“The average American spends
46 minutes per day on the road
driving. Leveraging connectivity

and our unique data capabilities,
we have an opportunity to make
every trip more productive and
give our customers time back,”
said Santiago Chamorro, vice
president for Global Connected
Customer Experience, GM.

“Marketplace is the first of a
suite of new personalization fea-
tures that we will roll out over
the next 12 to 18 months to near-
ly four million U.S. drivers.”

Leveraging the embedded 4G
LTE connectivity, Chamorro said
GM is adding Marketplace to mil-
lions of existing 2017 and 2018
model-year cars, trucks and
crossovers that have compatible
infotainment systems, with con-
tinued rollout to compatible new
vehicles.

A separate data plan is not re-
quired to use Marketplace.

“For most retailers and con-
sumer brands the daily commute
is the only time not accessible in
a consumers’ day,” said Chamor-
ro. “Marketplace gives mer-
chants the ability to more safely
engage with drivers and passen-
gers in a meaningful way that
provides true value for our cus-
tomers.”

Marketplace is designed to be
used while driving, Iyer said. It
uses machine learning from real-
time interaction data, such as lo-
cation, time of day and a driver’s

Ford’s Special Service Plug-In Hybrid sedan.

Ford Building New Hybrid
Pursuit Police Vehicle

Earlier this year, Ford revealed
the world’s first-ever pursuit-rat-
ed hybrid police vehicle.

Today, the company is giving
law enforcement an even more
efficient option with the reveal of
a plug-in hybrid vehicle capable
of driving up to 21 miles without
a drop of gas, said Ford
spokesman Chris Terry.

The Special Service Plug-In Hy-
brid Sedan, the first plug-in hybrid
police vehicle from Ford, is de-
signed for police and fire chiefs,
detectives, and other government
personnel whose jobs don’t re-
quire a pursuitrated vehicle.

“This is the first Ford police
vehicle that can potentially get
through an entire shift using no
gasoline whatsoever,” said
Stephen Tyler, Ford police brand
marketing manager. “Anyone can
plug this in to any wall outlet to
run gas- and emissions-free on
battery-only operation.”

The vehicle’s 3.3-kilowatt on-
board charger allows agencies to
fully charge the 7.6-kilowatt-hour
battery in just 2.5 hours on a 240-
volt, level-two charger, Tyler
said. But Ford is confident most
agencies won’'t need anything
more than a regular 120-volt wall
outlet to recharge. The lithium-
ion battery can move the vehicle
up to 21 miles on a single charge
and up to 85 mph on battery
power alone.

Once the battery runs down,
the vehicle is powered by its
gasoline-electric hybrid power-
plant — with a range surpassing
500 miles - eliminating any con-
cerns of range anxiety typically
associated with battery-only
electrics.

The custom interior features
heavy-duty cloth front seats with
reduced bolsters, for officer
comfort, and rear anti-stab
plates, plus vinyl rear seating
and flooring.

Other highlights include a rein-
forced top tray for mounting
equipment, metal console
mounting plate, red and white
task lighting in the overhead con-
sole, police engine-idle feature,
unique alloy wheels and an auxil-
iary power distribution box in
the trunk, Tyler said.

Several unique options are
available for the Special Service
Plug-In Hybrid Sedan, including a
driver spot lamp, a trunk storage
vault, trunk ventilation system,
and a rear door control-disabling
feature. A special dark-car fea-
ture turns off interior lighting
and allows the dash cluster to be
dimmed 100 percent for surveil-
lance, and several emergency
lighting packages like those
found on other Ford police vehi-
cles are also available.

The new Special Service Plug-
In Hybrid Sedan joins two other
Ford police vehicles revealed
this year — Ford Police Respon-
der Hybrid Sedan and F-150
Police Responder, Terry said.
Recently, both successfully
completed rigorous testing
conducted by Michigan State
Police at Grattan Raceway in
Belding, Mich., and Los Angeles
County Sheriff’s Department at
Auto Club Speedway in Fontana,
Calif.

Customers will be able to or-
der the Special Service Plug-In
Hybrid Sedan in December with
sales starting next summer.

established digital relationship
with third-party merchants, to of-
fer highly personalized experi-
ences.

Adhering to industry distract-
ed driving guidelines, as well as
GM’s strict in-house safety guid-
ing principles, Chamorro said GM
designs its in-vehicle systems to
minimize manual interactions,
helping drivers keep their eyes
on the road and their hands on
the wheel.

GM lets customers buy 4G LTE
Data packages, extend their On-
Star subscription or receive of-
fers for certified service, parts
and accessories for their specific
vehicle, lyer said.

The first brands accessible
through Marketplace include:

e Starbucks offers another
convenient way for customers to
order ahead and enjoy their fa-
vorite handcrafted beverage or
food item.

And as part of the Starbucks
Rewards program, members en-
joy more value by earning Re-
wards towards free food and
drink. (Early 2018)

e Dunkin’ Donuts will help cus-
tomers start their day off right
through an experience that al-
lows DD Perks members to pre-
order and pay onscreen for their
favorite coffee and donut, at
their preferred pickup location.

e Wingstop will allow you to
skip the wait by re-ordering your
favorites and paying ahead, so
you can get home in time for the
big game

e TGl Fridays will let cus-
tomers schedule a table reserva-
tion for them and their closest
friends and family when they
need a break from the week.

e Shell will enable the excep-
tional driver experience, provid-
ing ease of payment and savings
with INSTANT GOLD STATUS in

0 @

Featared Brands & Offers

Marketplace is a platform that allows shopping from a car.

the Fuel Rewards program. Cus-
tomers’ closest Shell station will
be identified and station ameni-
ties showcased among the
largest fuel station network in
the U.S., with the ability to pay in-
dash coming soon.

e ExxonMobil will quickly lo-
cate Exxon and Mobil fuel sta-
tions with details of what they of-
fer, route you there and get you
back on the road faster.

e Priceline.com gives drivers
access to hundreds of thousands
of hotels and exclusive hotel sav-
ings on the go.

¢ Parkopedia allows drivers to
find, reserve and pay for parking,
all at the click of a button.

e Applebee’s ensures cus-
tomers are never too far from
Eatin’ Good in the Neighborhood
whether close to home or miles
away with the ability to locate
their nearest restaurant, order
featured menu items and reorder
recent favorites through the con-
venience of their vehicle’s touch-
screen.

e [HOP makes it easy for
guests to enjoy hot, fresh all-day

breakfast favorites like fluffy but-
termilk pancakes on the go,
thanks to safe and secure on-
dash ordering and location serv-
ice capabilities that help search
and find the nearest restaurant
for pickup.

e delivery.com empowers the
neighborhood economy by en-
abling customers to order online
from their favorite local restau-
rants, wine and spirits shops,
grocery stores and laundry and
dry-cleaning providers.

To allow merchants to effi-
ciently and quickly integrate
their content as part of the in-ve-
hicle Marketplace ecosystem, ly-
er said General Motors is work-
ing with three main platform
partners: Xevo (Www.Xevo.com)
in Seattle, Washington; Con-
versable (conversable.com) in
Austin, Texas; and Sionic Mobile
(www.sionicmobile.com) in At-
lanta.

Merchants interested in Mar-
ketplace can contact the above
platform partners or email Gen-
eral Motors at Marketplace@on-
star.com.

Ford Goes to School for Autonomous Tech

CONTINUED FROM PAGE 1

being done at the university lev-
el. That’s why it’s critical to stay
connected to the academic com-
munity, so we can cultivate the
young minds that will help us
bring cutting-edge work out of
the lab and into the real world.”

To do this, Salesky said,
unique affiliations have been
formed with Carnegie Mellon Uni-
versity and Georgia Institute of
Technology to work with three
world-class faculty members.

Simon Lucey, Deva Ramanan
and James Hays are collaborat-
ing with Argo Al to push the lim-
its in computer vision and ma-
chine learning, Salesky said.
These research scientists are
playing an instrumental role in
developing the core technologies
that will allow self-driving cars
both to see and understand the
world around them, and to pre-
dict road user behavior.

While Lucey, Ramanan and
Hays are spending time at Argo
Al , Salesky said they are also
benefiting from Argo funding that
supports student research cover-
ing a wide range of issues per-
taining to self-driving cars.

“We’re backing their campus
work and supporting the time
spent with their university col-
leagues to ensure we are invest-
ing in the future of robotics,”
Salesky said.

Last year, fewer than 60,000
students graduated in the field of
computer and information sci-
ence, according to the National
Center for Education Statistics,
Salesky said. Yet there are close
to 500,000 computing jobs avail-
able right now across the United
States.

“So it’s important we support
the faculty’s continued presence
and engagement on campus,”
Salesky said, “as this talent
shortage can only be addressed
if industry and academia work

together to support research and
invest wisely in educational pro-
grams that get students more in-
volved in science and technolo-
gy.”

These collaborations reflect
one way Argo is investing in that
future and looking to apply les-
sons from academia to make self-
driving cars a reality, Salesky
said. Deva Ramanan is an associ-
ate professor at the Carnegie
Mellon University Robotics Insti-
tute, where his research interests
span computer vision and ma-
chine learning. With a focus on
visual recognition, Ramanan’s
work involves training computer
programs to identify people by
distinguishing different body
parts and comparing them
against a trove of human and
nonhuman models.

“Making sure self-driving cars
can accurately identify people in
all of their different shapes, sizes
and positions is an essential step
to establishing their safety and
reliability,” said Ramanan. “I look
forward to developing solutions
for this problem with Argo, while
continuing to stay connected
with my students at Carnegie
Mellon and uncovering new ar-
eas of research for them to ex-
plore.”

Prior to this, Salesky said Ra-
manan was an associate profes-
sor at the University of Califor-
nia, Irvine. He was awarded the
David Marr Prize in 2009 and the
PASCAL VOC Lifetime Achieve-
ment Prize in 2010. He earned an
NSF Career Award in 2010, the
UCI Chancellor’s Award for Ex-
cellence in Undergraduate Re-
search in 2011 and the PAMI
Young Researcher Award in
2012. Popular Science named
Ramanan one of its “Brilliant 10”
researchers in 2012.

Also from Carnegie Mellon is
Simon Lucey, Salesky said, an as-
sociate research professor at the
Robotics Institute. Lucey leads

the organization’s CI2CV Com-
puter Vision Lab, which is en-
gaged in cutting-edge research
developing technology in com-
puter vision and machine learn-
ing. His work includes training
computers to extract geometric
information from images and
videos, novel approaches for ap-
plying vision and learning to em-
bedded devices, and developing
ways for computer systems to ef-
fectively read facial actions and
body behavior.

“Working with Argo is a great
opportunity to develop systems
that can more readily interpret
and anticipate the 3D world,”
said Lucey. “Not only will stu-
dents at Carnegie Mellon benefit
from this collaboration by spot-
ting fertile ground for further re-
search, but we’ll be able to make
great strides in preparing au-
tonomous vehicles for the real
world.”

Prior to his current position,
Salesky said Lucey spent five
years as a principal research
scientist at Australia’s leading
federal research agency, the
Commonwealth Scientific and
Industrial Research Organiza-
tion. Lucey was awarded the
prestigious Australian Research
Council’s Future Fellowship in
2009, and holds numerous NSF
awards. He also has research
gifts from Apple, Adobe, Sam-
sung and Bosch.

James Hays is an associate
professor at Georgia Tech’s
School of Interactive Computing,
where he focuses on using inter-
net-scale data and crowd-sourc-
ing to improve scene under-
standing and allow smarter im-
age synthesis and manipulation,
Salesky said. His research inter-
ests span computer vision,
graphics, robotics and machine
learning. The opportunities and
challenges of creating perception
systems for autonomous driving
are significant, said Hays.
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RED TAG

SALES EVENT
See some @8R Save some

Lease Loyalty for Current Chevrolet, Buick and GMC Lessees!

= Color Touch Screen Radio!
= Remote Start and Entry!

* Aluminum Wheels!

= Rear Camera!

= Deep Tinted Glass!

= Bluetooth for Phone!
Stock# H41140

Employee Pricing to EVERYONE!
Was $23,845 Sale Price: $16,889"
24 MONTH LEASE

$129

$999 Down

NO Security Deposit required. Tax, title and plate fees extra.

2018 CRUZE “LT”

= Automatic Transmission!
* Color Touch Screen Radio!
= Aluminum Wheels!

* Remote Keyless Entry!

* Rear Vision Camera!

= Bluetooth for Phone!
Stock# J40930

Was $22,325 Sale Price: $17,343"
24 MONTH LEASE

$212

$999 Down

NO Security Deposit required. Tax, title and plate fees extra.

2018 “All New” EQUINOX “LT”

= Color Touch Screen Radio!

= Bluetooth for Phone!

= Rear Vision Camera!
Remote Keyless Entry!

%‘ = Aluminum Wheels!
e : = Push Button Start!
@ 4 Stockit J41895
Employee Pricing to EVERYONE!

Was $27,745 Sale Price: $23,745"
24 MONTH LEASE

$219

$999 Down

NO Security Deposit required. Tax, title and plate fees extra.

2018 SILVERADO “LT” 4x4 DOUBLE CAB

= ECOTEC3 4.3L V6 Engine!

= GM Bed Liner INCLUDED!

= Color Touch Screen Radio!

= Steering Wheel Radio Controls!
.~ = Remote Keyless Entry!

.\'— — . uminum Wheels!
'i —<a_ Stﬁlck# J403?9h i
Was $41,710 Sale Price: $33,989"
24 MONTH LEASE

$227

$999 Down

NO Security Deposit required. Tax, title and plate fees extra.

2018 MALIBU “LT”

= Color Touch Screen Radio!
= Bluetooth for Phone!

= Rear Vision Camera!

= Aluminum Wheels!

= Power Driver's Seat!

= Remote Start and Entry!
Stock# J41267

Was $26,895 Sale Price: $22,012"
24 MONTH LEASE

$267

$999 Down

MO Security Deposit required. Tax, title and plate fees extra.

2018 “All New” TRAVERSE “LS”

= 3.6L V6 SIDIVVT Engine!

= 8 Passenger Seating!

= Color Touch Screen Radio!
= Rear Vision Camera!

P
' % = 18" Aluminum Wheels!
il " g = Remote Keyless Entry!
Stock# J40311

Was $32,995 Sale Price: $28,629"

24 MONTH LEASE ’
$278 &>
NO Security Deposit required. Tax, title and plate fees extra.

$999 Down

$2000 MINIMUM for Your Trade... When You Lease/Purchase a Remaining 2017"

DRAN |

ol EHE\/RDLEI'

* moranchevy.com

RICH MILNE

rmilne@moranautomotive.com

SHOWROOM HOURS:

8:00 AM - 9:00 PM
8:00 AM - 6:00 PM
8:00 AM - 6:00 PM
Thursday 8:00 AM - 9:00 PM
Friday 8:00 AM - 6:00 PM

21 (586) 791-1010

Monday
Tuesday
Wednesday
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g 0 RM @ BUICK
RINKE JeAss

M WE ARE PROFESSIONAL GRADE 2016 GMC DEALER OF THE YEAR « 2016 GMC DEALER OF THE YEAR - 2016 GMC DEALER OF THE YEAR

2017 GMC SIERRA 1500 DBL CABSLE 2017 GMC ACADIA DENALI 2017 GMC YUKON DENALI 2017 GMC YUKON XL DENALI 2018 GMC TERRAIN SLE

PURCHASE FOR PURCHASE FOR

89 ______ 526,319

STDBEKZ#GWBBEm "

PURCHASE FOR ELEVATION EDITION

525,219

STOCK #VDDN3S0

PURCHASE FOR

561,499

STOCK #6576989

PURCHASE FOR

534,059

STOCK #6571778

STOCK #6580

2 I MONTHS

@J BU IC K 2016 BUICK DEALER OF THE YEAR « 2016 BUICK DEALER OF THE YEAR « 2016 BUICK DEALER OF THE YEAR

39MDNTHS

|
5999 5639,:9; $399 159pER 999
bown MONTH DOWN MONTH DOWN

3GMDNTHS

2 IMDNTHS

5119PER 5999 ssgspER
MONTH DOWN MONTH

2 IMDNTHS

s 9 9 9 $1 B 9 on
DOWN MONTH

201_7 BUICK ENCORE 2017 BUICK ENVISION 2017 BUICK LACROSSE 2017 BUICK ENCLAVE 2017 BUICK REGAL

PURCHASE FOR PREFERRED Il PURCHASE FOR ESSENCE PURCHASE FOR ESSENCE PURCHASE FOR LEATHER GROUP PURCHASE FOR SPORT TOURING

$1‘?,55 $29, 839 m 529,789 4 $35,339" 2 $21,995° /
; — : stock 485707 L gl

STOCK #B573659, STOCK # 3 75443 STOCK #B575404 J STOCK # BA/W 79
-

PURCHASE FOR LEASE FOR

$] 49&%\“»— ‘ 24mow—s $999DUWN $2] QMC\ITH ‘36MQNTH5 QQQWDNTH $ .| QQE%NTH 36MONTHS $99900wn $ .| QQE:%NTH

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

MON. & THURS. 8:30AM-9PM 1-86 6-452-1 30 0
TUES., WED. & FRI. 8:30AM-6PM
26125 VAN DYKE AT 10 '/2 MILE ROAD

R Ut BRIIE: edrinke.com Now looking for experienced salespeople to join our team! Jonsigesmie s |

LEASE FOR

3 9MONTH§

$999.... $999....

All prices and payments include GM rebates. Pictures may not represent actual vehicle. Pricing subject to change per GM i i Prices and are i ive of active GM employee discount (unless otherwise stated). All leases are 10,000 miles per year with app S Tier credit.. Di ition Fee may be required at vehi-
cle turn in. Vehicles. Must have lease loyalty and/or closing competitive lease depending on vehicle model. Lacrosse purchase price is gm employee discount, lease loyalty, and trade in rebate. Lacrosse purchase pricing is plus interest rate.Lacrosse purchase is $2500 down plus title taxes and fees. Prices and payments are plus tax,
title, plate fee w/ isition fee up front, security deposit required on certain vehicles — to be determined by lender. Purchase pricing is gm employee discount plus title, taxes and fees. Pricing is subject to select model vehicles- while supplies last. Pricing has included instant value certificates, 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: 12/31/2017.

2018 CHEVY SILVERADO 2017 CHEVY MALIBU .1 2017 CHEVY CRUZE LT 2018 CHE VY EQUINOX LT

LEASE FOR 1500 LT DBL CAB LEASE FOR LEASE FOR HATCHBACK LEASE FOR

PURCHASE FOR PURCHASE FOR PURCHASE FOR PURCHASE FOR
$219PER montH OR $34’809* $209ER montH OR $19 409* $119 permontH OR $17 269* $209 permontH OR $23 319*
24MUNTHS $999DOWN STOCK #580719 24MONTHS 999DOWN STOCK # 470477 24MDNTHS 999DOWN STOCK #471364 24MDNTHS 999DOWN STOCK #580043

2017 CHE VY BOLT evir 2017 CHE VY TAHOE s 2017 CHE VYTRAX LT 2018 CHEVY TRAVERSE

LEASE FOR LEASE FOR LEASE FOR LEASE FOR

PURCHASE FOR PURCHASE FOR PURCHASE FOR PURCHASE FOR
$279PER montH OR $32 149* $289PER montH OR $42 289* $129PER vontH OR $15 849* $269PEH montH OR $27 390*
36MDNTHS gggDHWN STOCK # VCWZG3 36MUNTHS 999DUWN STOCK #578757 24MDNTHS 999UOWN STOCK #578373 24MDNTHS 99900WN STOCK #580417

GM CARD TOP OFF UP TO $3,000 « NO APPOINTMENTS NECESSARY FOR OIL CHANGES

E D RI N KE o FAST e FRIENDLY ¢ DISCOUNTS
EXPRESS LANE
”’”’” - 586-754-7000
ext 1231

=1 @) e Certified Service LUBE OIL FILTER =i @) = Certified Service

——
GM SERVICE CENTER Up to 5 gts. y We use Genuine GM Oil & Fitter S TRANSPORTATION
MICHIGAN'S LARGEST »SERVICE DEPT. *PARTS *BODY SHOP s 95 Mo adtional o hidden charges. Ou the door riing. —— AVAILABLE
_ e (. Open Mondays & Thursdays until 8:30pm During Scheduled Repairs
866'452'1 547 Brake & A”gf]'r‘]‘;gnﬁea’ﬁgck — Mokt G cars & rucks, O coupan per customer FREE OIL CHANGE With Each Major Repair

26125 Van Dyke @ 107z Mile * Center Line, MI 48015 Must present coupon with order. Plus tax, Expires 12-31-17. WE R.EPA|R ALL MAKE & MODELS
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. =i @) omac Certified Service

e 1-877-451-7707.

VISIT OUR WEBSITE: AN - 1oB0c FEes
edrinke.com Ju w J!'h J:I '“ JI‘ uu—-. !]ucnool 2
{ Pfeifle
SHOWROOM HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6PM / FIND ROADS" Gatmacn  eteesiiecon
c:l:ﬂgg;?r:Jl&p; *’:f?éé’ﬁclﬂﬁfmcﬁgf;:w:mmagm rg‘l,;:ﬁgmo??e? m;;‘i:: r:rc:::rrlgds:tb:l?l:ltt:?ac:;:%: pl:::ft'flave Iea.se Io;::ye Z:S%r closing c:rrnapemwt; Ie::easg;:ﬂllrllg on vehlcgsﬁ)::} (g::?:::‘nze::ylﬁfe::‘:rdg ﬂl:s!el:ie :ﬁ;e ;Igtgofg: mg:ma' CHEVROLET "_!T_ r—iﬂ

tion fee up front, refundable security deposit required on certain vehicles - to be determined by lender. Purchase pricing is gm employee discount plus title, taxes and fees. Pricing is subject to flex cash certificates- 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: 12/31/2017.
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