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Batey shows off the new 2019 Silverado at Eastern Market.

by Jim Stickford

Chevrolet kicked off the 2018
North American International
Auto Show (NAIAS) by unveiling
the 2019 Silverado at Detroit’s
Eastern Market Jan. 13.
Alan Batey, General Motors ex-

ecutive vice president and presi-
dent, GM North American and
Global Chevrolet, said Chevrolet
just celebrated a century of
building pickup trucks and that
the next 100 years begins with
the 2019 Silverado.
“Our saying, ‘Find New Roads,’

is the cornerstone of Chevrolet’s
DNA,” Batey said. “It is meant to
inspire passion and loyalty, and
it’s working.
“For the third year in a row,

Chevrolet has seen retail sales
growth. A large part of that is be-
cause of the brand’s lineup. It’s
the best and the broadest out
there. Last year, we sold 43,000
EVs alone.”
And a crucial part of Chevy’s

lineup, Batey said, is the Silvera-
do. Trucks are an ever-growing

Silverado Gets Hometown
Premiere at Detroit Show

Sergio Marchionne said he be-
lieves autonomous tech and elec-
tric tech will take a lot longer to
develop than many people think.
The Fiat Chrysler CEO was

talking with the media at the
2018 North American Interna-
tional Auto Show (NAIAS) and an-
swered questions from the press
on such topics as his retiring
from the company, rumors of
sales to China and where he got
his sweaters.
Marchionne said that, for the

record, he buys his sweaters on-
line because of his crazy sched-
ule. But on a more serious note,
Marchionne said he is an “agnos-
tic” when it comes to new tech-
nology. FCA is investing money in
developing it, but he believes
autonomous tech and electric
tech will take a lot longer to de-
velop than many people think.
“We need to be careful of my

skepticism,” Marchionne said. “It
doesn’t solve any business prob-
lems. But at the same time, I
don’t know of any car companies
that make money selling EVs.
“I studied philosophy when I

was young and foolish and one
thing I remember is the line ‘all
that you can’t speak about must
pass over in silence.’
“There are proclamations

about EVs and AVs that are, at

best, conjecture. Last year, about
3 percent of vehicles sold in the
U.S. used some sort of electric
technology in some form. That is
not a good basis for a business
unless you think all the problems
have been solved.”
Marchionne said that he’s

technology neutral and any tech
that will help the company meet
goals, whether imposed by gov-
ernments or by stockholders,
will be used.
He added that EVs will be big

in Europe first because of regula-
tions by the European Communi-

ty. He also said he is not sur-
prised to hear about other Euro-
pean OEMs having problems
meeting European emissions
standards, but all OEMs who op-
erate in that market will have to
find a way to meet those goals –
and he’s confident Fiat will be
able to do so.
Different regulations in China,

the U.S. and Europe will dictate
what technologies are adopted
and when. But, Marchionne said,
“EV tech is not the only solution

FCA CEO Sergio Marchionne an ‘Agnostic’
When It Comes to New EV, AV Technology

CONTINUED ON PAGE 2Marchionne talks with the media at the 2018 NAIAS in Detroit last week.
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Hay displays the 2018 Regal TourX at the auto show in Detroit.

by Jim Stickford

Ford was built on the idea of
freedom of movement.
That was one of the messages

Bill Ford, executive chairman of
Ford Motor Company, talked
about during Ford’s presentation
at the 2018 North American Inter-
national Auto Show (NAIAS) on
Jan. 14.
Ford talked about how both

the city of Detroit and the Detroit
auto industry have made great
comebacks in the last decade.
“Ford was founded on the idea

that freedom of movement is fun-
damental to human progress,”
Ford said. “We at Ford will stay
focused on people . . . Today’s
show is about passion and about
the commitment of our people.”
Ford CEO Jim Hackett said that

2018 was his first auto show as a
Ford executive.
“The eyes of the world are on

us at this show,” Hackett said.
“Everyone is waiting for the next
technology to further transform
the world. When that tech

comes, culture and business will
change.”
And Ford will not cede the fu-

ture to anyone, Hackett said. And
that’s why the company built the
new 2019 Edge ST. The new Edge
ST – Ford’s first SUV to be tuned
by the Ford Performance team –
features the most powerful V6
engine available in its class with
a specially tuned 2.7-liter twin-
turbocharged EcoBoost engine
pumping out 335 horsepower
and 380 lb.-ft. of torque, Hackett
said.
It’s also outfitted for dynamic

handling with a quick-shifting 8-
speed automatic transmission,
standard all-wheel drive with se-
lectable traction control, an
available performance brake
package, and ST-tuned sport sus-
pension.
“Edge ST puts a new animal on

the road – a performance SUV
with a track mentality,” said Hau
Thai-Tang, executive vice presi-
dent of Product Development
and Purchasing. “From a per-
formance standpoint, and with

its SUV silhouette and versatility,
it sets a new standard Edge fans
will love to drive.”
A new Sport Mode allows Edge

ST drivers to experience more
aggressive throttle response and
shifting patterns that hold gears
near redline through cornering
maneuvers, sharper engine brak-

ing, and a more resonant exhaust
tone. Drivers can also manually
shift using the steering wheel-
mounted SelectShift paddle
shifters while firmly positioned
in unique Edge ST seating with
additional bolstering.

Ford Shows Off New Ranger, Talks About a Hybrid F-150

While Buick didn’t introduce a
new vehicle at the 2018 North
American International Auto
Show, the brand is still excited
for 2018.
Chris Hay, director of Product

and Pricing for Buick, said the
brand’s Regal Sportback and Re-
gal TourX had their debut late
last year and should give the
brand enough new product to
bring the public into dealerships.
“The Sportback and TourX of-

fer the mid-sized sedan market

two vehicles that are really ver-
satile,” Hay said. “While the SUV
market has grown, there is still
demand for exciting, well-made
sedans, and we think the Regal
Sportback and TourX are vehi-
cles that sedan drivers will love.”
Buick was traditionally known

for its sedans, Hay said, but the
brand bet on SUVs and CUVs
starting a few years ago.
“We were able to get ahead of

the curve,” Hay said. “In 2007, we
launched the Enclave. That is a

smaller SUV. It came out at a time
when SUVs tended to be bigger.
In 2013, we launched the Encore.
It came out at a time when there
weren’t many premium small
SUVs in the marketplace. We’ve
been able to succeed as a brand
by looking for opportunities in
the ‘white space’ where there are
gaps in the market. That’s what
we’re doing with the Regal Sport-
back and TourX. We’re bringing

Buick’s Pivot to SUVs and CUVs Pays Off
With Strong Sales in U.S., China Markets

by TOM KRISHER and DEE-ANN
DURBIN
AP Auto Writers

DETROIT (AP) – The North
American International Auto
Show in Detroit opened to the
press this week with one big
question hanging in the air: How
will autonomous vehicles
change the industry?
The answer is still unclear. In

the meantime, automakers con-
tinue to put out new vehicles of
all shapes and sizes, including
small cars, SUVs and the all-
mighty pickup truck, which dom-
inated the show.
All went on display when the

show opened to the public Jan.
20, with a charity preview the
night before.
Here are five things we learned

from the preview last week:
• Trucks are king. Pickups are

Autonomous Cars
Topic of Day

At NAIAS

Raj Nair showed the media the new Ranger mid-size pickup truck.
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part of the retail automotive mar-
ket, he said, driving brand popu-
larity and profits.
He emphasized that Chevy

could not afford to drop the ball
when redesigning the Silverado
for 2019.
To build the best truck for its

customers, Batey said Chevrolet
employed a three-track strategy.
“Trucks are a complicated

market,” Batey said. “But it really
comes down to a few simple
truths.”
First, Batey said, customers re-

ly on their trucks for more than
transportation, so dependability
really matters. Second, work
comes first for customers, so
having a truck that can carry
large loads and tow a lot matters.
Third, he added, truck cus-

tomers want the perfect truck for
them. The solution is not offering
a “one size fits all” truck, rather
it’s offering trucks – mid-size, full-
size and heavy-duty – and trim
levels that fit the individual cus-
tomer’s needs.
“2018 will be a massive year for

Chevrolet,” Batey said. “We will
begin the next 100 years in
trucks for the new Silverado
1500.”
“Truck customers value capa-

bility and functionality above all
else,” said Tim Herrick, executive
chief engineer of Full-Size Trucks.
“Every truck – including the luxu-
rious High Country – is a work
truck with a job to do. As such,
we set out to create the best tool
for the job at hand, one that
makes work more productive
and more enjoyable, no matter
what they call ‘work.’’’
Mark Reuss, president of Gen-

eral Motors North America, said
that redesigning the Silverado
was the work of 10,000 people, as
well as many suppliers. It will be
built in Fort Wayne, Ind., at Fort

Wayne Assembly, the most-effi-
cient auto plant in North Ameri-
ca, said Reuss. That fact shows
just how important the 2019 Sil-
verado is to Chevrolet and GM.
The bed is the defining trait of

every pickup, Reuss said, and
bed construction has long been a
strength of Chevy Trucks. To im-
prove upon that strength, the
2019 Silverado 1500 bed features:
• Best-in-class cargo volume;
• Higher-strength steel floor;
• More and stronger tie-
downs;

• Silverado will be available
with a class-exclusive power
up/down tailgate that can be
operated from the key fob,
interior button or by hand.

Other changes include avail-
able task lighting, a 120-volt pow-
er outlet and larger cutouts in
the class-exclusive CornerStep
bumpers to better accommodate
steel-toed boots.
With class-leading cargo vol-

ume and class-exclusive features,
the new Silverado offers the
most functional bed of any full-
size truck, Reuss said, and more
convenient hauling for cargo of
virtually any size or shape.
The 2019 Silverado is larger

than before, he said, including a
wheelbase that is up to 3.9 inch-
es longer and an overall length
that is 1.6 inches longer, enabling
both more cargo volume and
more interior room for all cab
lengths.
Remarkably, he said, it’s also

lighter, weighing 450 pounds less
than today’s truck when compar-
ing crew cab V8 models.
The weight savings comes

from extensive use of mixed ma-

terials and advanced manufac-
turing processes throughout the
next-gen truck, said Reuss, al-
lowing Chevrolet to use the right
material for the application and
optimize every component for
mass, durability, safety and func-
tionality to meet our customers’
needs.
For example, the body is 88

pounds lighter than before due
to mixed materials use. All exteri-
or swing panels (doors, hood
and tailgate) are made of alu-
minum while fixed panels (fend-
ers, roof and bed) are made of
steel. The underlying safety cage
uses seven different grades of
steel, each tailored for the specif-
ic application.
The fully boxed steel frame is

also 88 pounds lighter than its
predecessor, said Reuss, while
offering 10 percent greater tor-
sional rigidity. Eighty percent of
the frame is made of high-
strength steel varying from 2 to 5
millimeters in thickness, and
every millimeter is optimized for
performance using a variety of
processes, including hydroform-
ing, roll forming, conventional
stamping and tailor-rolled blank-
ing.
As a result, he said, frame sec-

tions, gauges, grades, processes
and materials strategically vary
to maximize strength, durability
and stiffness without adding un-
necessary mass.
Mixed materials also play a

part in the all-new suspension.
The front independent
short/long arm suspension fea-
tures new forged-aluminum up-
per control arms that are lighter
and provide better wheel align-

ment than the stamped compo-
nent they replace.
The live-axle rear suspension

is also redesigned, including new
carbon-composite second-stage
springs on LT models that save
about 12 pounds per side over
the steel springs they replace.
The 2019 Silverado will be

available with six engine/trans-
mission combinations, giving
customers more combinations of
performance, efficiency and val-
ue to best fit their priorities, said
Reuss.
The features include new 5.3L

and 6.2L V8s with industry-first
Dynamic Fuel Management that
actively shuts off any number of
cylinders, in a variety of combi-
nations, depending on immediate
needs to optimize fuel economy.
The result of this industry-first
technology is instant power
when called for, and impressive
efficiency, Reuss said.
The Silverado will also be

available with an all-new Dura-
max 3.0L inline-six turbo-diesel.
Chevrolet offers diesel engines in
more segments and models than
any other brand, said Reuss, in-
cluding Equinox, Cruze, Col-
orado, Express, Silverado 1500,
Silverado HD and upcoming Sil-
verado medium-duty models.
Both the 3.0L diesel and 6.2L

engines are paired with a new Hy-
dra-Matic 10-speed automatic
transmission, as well as
start/stop technology to improve
fuel economy for optimum per-
formance and efficiency, Reuss
said.
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DETROIT (AP) – Detroit isn’t
on Amazon’s list of cities under
consideration for the online re-
tail giant’s second headquarters.
Seattle-based Amazon on Jan.

18 released a list of 20 cities that
didn’t include the Motor City,
which had submitted a proposal
to be the home of the second
headquarters.
Amazon plans to invest $5 bil-

lion in the new headquarters and
could employ as many as 50,000
people in and around the city it
chooses.
Detroit’s proposal included of-

fice space in existing buildings,
more space in projects under de-
velopment and vacant land in
the city.
Amazon had made clear that

tax breaks and grants would be a
big factor in its decision about
where to locate the project.
Dan Gilbert, founder of online

mortgage lender Quicken Loans
and Bedrock commercial real es-
tate, was picked last year by
Mayor Mike Duggan to lead the
team pursuing Amazon.

Detroit Does Not
Make List of
Amazon Sites

New Silverado Makes Its Debut at Eastern Market Event

The media saw the new Silverado at a special press preview.

A significant source of E.coli
pollution has been eliminated in
Warren, thanks to joint efforts by
the city, a local business and the
Macomb County Office of Public
Works, said Public Works Com-
missioner Candice Miller.
An industrial firm along 11

Mile Road near Schoenherr, was
discovered earlier this month to
have an illicit sewer connection
in which its sanitary sewage was
running into a storm drain that
flowed untreated in to the Red
Run Drain and ultimately in to
Lake St. Clair. Working with the
city and MCPW, the business has
corrected the illicit connection.
“The business owner engaged

immediately,” said Miller. “This
was an illicit connection created
years ago when the building was
under different ownership. We’ll
never know how, when or why
the illicit connection was made,
but the bottom line is we found
it and we fixed it.”
Miller said Warren’s Depart-

ment of Public Works staff de-
serves kudos for tracking down
the source and working with the
business to eliminate it, which
was causing E. coli pollution
spikes in the drain that were so
high that they exceeded the abil-
ity of the MCPW’s lab to meas-
ure.
E. coli, a bacteria found in hu-

man and animal waste, makes
water unsafe for drinking,
bathing or swimming and is the
primary factor in beach closures
on Lake St. Clair.
“Eliminating one source is just

one step – there is no magic bul-
let to clean water. It takes all of
us working together, step by
step, to protect and preserve
our magnificent Great Lakes,”
Miller said.
The E. coli source was origi-

nally found thanks to a resident
who reported seeing a sheen on
the Red Run Drain near 14 Mile
and Schoenherr in Sterling
Heights, Miller said.
Subsequent investigation led

to the source along 11 Mile Road
and another in a residential area
near 14 Mile and Schoenherr in
Warren.

Macomb County,
Warren Find
E. coli Source
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by Jim Stickford

Fiat Chrysler introduced the
new 2019 Ram 1500 at the North
American International Auto
Show.

Mike Manley, head of Ram
Brand, unveiled the 1500 – which
included for the first time a gas-
hybrid engine component – to
the media on Jan. 15.

“When we launched the Ram
brand in 2009,” Manley said, “it
was done with a purpose. We are
now celebrating 100 years of
trucks and we want to focus our
resources on building the best
truck in the marketplace.”

Ram designers, Manley said,
understand that in this competi-
tive truck market, it you don’t
build a great truck, you will lose.

“The all-new 2019 Ram 1500 de-
livers a no-compromise ap-
proach to the full-size truck seg-
ment with strength, durability,
technology and efficiency,” said
Manley. “The Ram 1500 offers
truck buyers leading-edge inno-
vation with 225 pounds of weight
reduction, 12,750 pounds of tow-
ing capability, a stunning Ucon-
nect 12-inch touchscreen display
and active systems that improve
fuel efficiency and assist drivers.
The Ram 1500 stands out as the
benchmark in a very competitive
segment.”

And this Ram 1500 leverages
the power of the innovative
eTorque mild hybrid system on
the proven Pentastar V6 and
Hemi V8 powertrains to improve
fuel economy without sacrificing
horsepower, torque or capability,
and requires no extra effort by
the driver.

The eTorque enables the new
Ram 1500 to achieve significant
gains in fuel economy, Manley
said. All Ram 1500s equipped
with eTorque offer improved fuel
economy when compared to the
previous model.

“The eTorque mild hybrid sys-
tem amplifies our award-winning
combination of power, perform-
ance and fuel economy in the
powertrains for the 2019 Ram
1500,” said Bob Lee, head of En-
gine Powertrain and Electrified
Propulsion Systems Engineering,
FCA - North America. “Today’s
truck owners highly value fuel
economy but also demand pay-
load, towing and drivability. The
2019 Ram 1500 exceeds expecta-
tions.”

The new Ram 1500 uses the
longest, lightest and most effi-
cient frame in the half-ton truck
segment, said Lee. The chassis
has reduced weight by 120
pounds – 100 pounds from the
frame alone delivering a maxi-
mum payload of 2,300 pounds
and maximum trailer tow capaci-
ty of 12,750 pounds.

The strongest Ram 1500 frame
ever produced includes the same
impact countermeasures across
all configurations, and is made
from 98 percent high-strength
steel, Manley said. Exclusive
front splayed frame rail technolo-
gy (patent pending) creates a
highly efficient energy-absorbing
structure for all impact modes,
including front-offset with frame
integration forward of front tire.

Also, frame-mounted high-
strength steel tire blockers are
placed behind the front tires to
force wheels outward in the
event of impact.

Additionally, side rails are
taller and fully boxed. To further
improve NVH, new electronically
controlled side-frame-mounted
active tuned-mass modules (AT-
MM) work in harmony with an in-
terior active noise cancellation
(ANC) system on 5.7-liter Hemi
V8 equipped models to reduce
ambient sounds down to a low
67.1 db – the quietest Ram 1500
ever. Rear cross members are
double sheer welded to the in-
side and outside of the frame for
improved durability and roll stiff-
ness.

Helping to create the most spa-

cious cab in the segment, said
Manley, three new, longer frame
lengths are offered: a 144.5-inch
wheelbase on Crew Cab short
beds and a 153.5-inch wheelbase
on Crew Cab long beds – both
four inches longer than their
predecessors. The Quad Cab
long bed has a wheelbase of
140.5 inches. Ram’s newest pick-
up offers a turning radius of just
46.2 feet, curb to curb.

New independent front suspen-
sion components combine light-
weight composite upper control
arms, aluminum lower control
arms and retuned geometry for
improved responsiveness and
handling. The front stabilizer bar
is relocated behind the front
tires, further improving roll stiff-
ness by 20 percent. A new front
coil-over shock design is stan-
dard equipment on all Ram 1500s
regardless of configuration.

The third generation, exclusive
rear five-link coil suspension de-
sign provides better articulation
over obstacles than a leaf spring
system, and the new progressive
coil springs are more than up to
the task of handling a payload of
2,300 pounds and towing capabil-
ity of 12,750 pounds.

Frequency Response Damping
(FRD) technology has found its
way into the 2019 Ram 1500
shocks on all four corners. When
the 1500 experiences a slower in-
put, common during cornering
and heavy braking, the bypass
valve is closed for more aggres-
sive damping, which provides

additional stability and poise.
When driving normally or ex-

posed to faster shock inputs –
which is common on rough roads
or at higher speeds – the valve
will open to soften the damping,
giving the driver more comfort,
confidence and control.

The new aluminum tailgate not
only features damping during
opening, it also integrates a lift
assist measure. Unlike most com-
petitors, Ram uses a nitrogen-
and oil-charged strut, which
gives consistent assist in even
the coldest or warmest climates
and consistent assist through the
entire tailgate swing, Manley
said. The latch-and-lock mecha-
nism is now electronic, reducing
the amount of moving parts and
allowing owners to drop the tail-
gate with the interior switch, re-
motely with the key fob or un-
lock/open with passive entry.
Customers with arms full will ap-
preciate the ability to easily ac-
cess the bed on approach.

The new face of Ram includes
a chiseled Ram’s head logo and
“RAM” grilles, Manley said. Most
dramatic differentiation between
models across six distinct price
classes.

Design also includes new full
LED Adaptive Front-lighting Sys-
tem (AFS), including twin bi-func-
tional projector headlamps, fog
lamps and tail lamps and lighter,
longer and wider, including an
overall cab length increase of
four inches, creating the most
spacious interior.
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New Ram 1500 Builds on 100 Years of Pickup Heritage

Manley showed the media the 2019 Ram 1500 at NAIAS.

DETROIT (AP) – Experts say a
bright light and what sounded
like thunder in the sky above
Michigan was a meteor.

The American Meteor Society
says it received hundreds of re-
ports of a fireball Jan. 17 night
over the state, including many in
the Detroit area. Reports also
came in from several other
states and Ontario, Canada.
Some Michigan residents report-
ed their homes shaking.

The society says the reports
suggest a space rock penetrated
deep into the Earth’s atmos-
phere before it broke apart. The
U.S. Geological Service says it
registered as a 2.0 magnitude
earthquake in Michigan.

Bill Cooke with NASA’s Mete-
oroid Environment Office tells
The Detroit News it was “definite-
ly a meteoroid’’ and a rare sight
for Michigan. Other states where
people reported seeing a fireball
included Illinois, Pennsylvania,
Ohio, Indiana and Missouri.

Surprise Meteor
Hits Michigan



to any single problem. Econom-
ics will determine what tech is
used and where.”
When asked about his succes-

sion plan, Marchionne said he
does plan on retiring by early
2019, but any succession plan
will be created by the FCA board
and not him. And, he said, any
successor will be following a
business plan created by Mar-
chionne and his colleagues.
“The board wants the business

plan that goes from 2018 to 2022
to have clarity,” Marchionne
said. But he repeated that it’s a
group plan, and not “his” plan.
Any successor will be on board
with it, he said, because his un-
named successor will have
helped formulate it. He also said
that any potential successors are
men.
When asked about breaking up

the company and selling, maybe,
Jeep to a Chinese company, he
said the answer to that question
was no. There never was any in-
tention to do that, but he under-
stands why people might specu-
late about that in the media. “It
gets great headlines,” he said.
As for FCA’s China partner,

GAC, Marchionne said the two
companies make great partners,
and FCA is working with them on
GAC perhaps selling cars in the
U.S. Having said that, he also
warned that there is no guaran-
tee that GAC would be success-
ful.
On the subject of pickup

trucks, Marchionne said they are
popular in the U.S. because they
fit into the character of the Amer-
ican public and its culture.
“About two out of three vehi-

cles sold in the U.S. are trucks or
SUVs,” Marchionne said. “I think

we made the right call about
three years ago to shift our pro-
duction toward trucks and SUVs.
It was based on the realization
that trucks and SUVs are the
fastest-growing segments in the
market.
“As to why, I say it’s an Ameri-

can thing. I don’t see trucks be-
coming as big in Europe.”
Marchionne said that FCA has-

n’t always met sales predictions.
The company now does not ex-
pect to sell seven million vehi-
cles in 2018, but it has met profit
predictions, and meeting those
predictions is really what’s im-
portant.
He noted that when he took

over Fiat in the 2000s, the com-
pany was nearly bankrupt. When
Fiat took over Chrysler in 2009,
that company was bankrupt. So
getting the financial house in or-
der has been a huge priority, and
those efforts have begun to pay
off.
When asked what product will

be built in the Mexican plant that
used to make heavy-duty trucks,
Marchionne said some sort of ve-
hicle that will be a world vehicle.
He said it was important that
FCA repay America for helping
the company out financially.
The move of heavy-duty truck

production from Mexico to
Warren was about, in part, fulfill-
ing an obligation the company
owed the U.S.
Recent changes in tax law have

made that decision easier to
make.
“We have an obligation to pro-

duce trucks in the country where
90 percent of them are sold,”
Marchionne said.
“It was the right thing to bring

back production to the U.S. We
want to be an active contributor
to the recovery of the U.S. Our
own recovery, beginning in 2009,
was not painless and we want to
make sure that never happens
again. But it would be wrong if
we didn’t do the right thing.”
When asked about truck build-

ing capacity, Marchionne said
that once all the plant refurbish-
ment is done, FCA will have the
capacity to overtake Silverado in
terms of production. If FCA can
sell more 1500s than Chevy Sil-
verados, it will be able to.
And while FCA has moved to-

ward trucks and SUVs, it will still
build sedans when it makes
sense.
“Our commitment is strong, es-

pecially when it comes to
Dodge,” Marchionne said. “We
won’t abandon that market, es-
pecially with Tim Kuniskis’ (head
of North America Passenger Car
Brands) attachment to the V8 en-
gine.
“I think he has one in his bed-

room,” he joked. “As long as he can
defend their sales economically,
they will stay in the portfolio.”

On the subject of rebuilding
the Alfa Romeo brand in the U.S.,
Marchionne said they had to take
the Germans head-on. The brand
has two “great” products and
bringing the brand to the U.S.
will be a long-term effort. Fiat,
on the other hand, won’t be
pushed as hard in the U.S.
“Changes in gas prices and

American tastes don’t bode well
for the brand here,” Marchionne
said, “and FCA has adjusted its
efforts to sell Fiats here based on
these realities.”
As for diesel engine technolo-

gy, Marchionne said Fiat has al-
ways used diesel tech for large
heavy equipment. But the diesel
scandal of 2015 has put the tech
on the defensive for regular cars.
New regulations in Europe have
made the tech less palatable
over there, but Marchionne be-
lieves there will be a place for
diesel tech here.
And, FCA’s commitment to

making minivans in Windsor is
“unwavering,” Marchionne said.
He is confident FCA will be able
to leverage the Pacifica platform
for new products in the future.
In the area of building a truck

for the mid-size pickup market,
Marchionne said that given the
introduction of the Ranger, the
market is tight. FCA’s last mid-
size – the Dakota – was discontin-
ued a few years ago because the
economics of production didn’t
work. But they are reexamining
the market niche and – “never
say never,” he said.
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*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 1/31/18.

SALE PRICE
$32,641*

2018 RAM
1500 SLT Crew Cab Big Horn 4x4

MSRP $46,280
$176*

24 MO.
10K

2018 JEEP
COMPASS LIMITED 4X4

MSRP $30,425
$159*

24 MO.
10K

2017 DODGE
JOURNEY GT AWD

MSRP $36,285
$137*

24 MO.
10K

• Saturday 9:00AM-2:00PM

SALE PRICE
$23,670*

2018 CHRYSLER
PACIFICA TOURING L

MSRP $39,970
$265*

36 MO.
10K

SALE PRICE
$30,663*

SALE PRICE
$22,820*

ALL LEASE
PAYMENTS
0 DOWN

UP TO $2,000
AUTO SHOW BONUS CASH

0 DOWN

0 DOWN 0 DOWN

0 DOWN

FCA CEO Sergio Marchionne an ‘Agnostic’
When It Comes to New EV, AV Technology

NEW YORK (AP) – General Mo-
tors will take a $7 billion write-
down in 2017 tied to the U.S.
tax overhaul, but expects strong
sales in North America and Chi-
na to sustain its profit through
2018.
The Detroit automaker on Jan.

16 reaffirmed its 2017 expecta-
tions for adjusted profit between
$6 and $6.50 per share and said it
expects similar results in the
year 2018.
The company also cited cost

cutting and growth in some of its
other units, including GM Finan-
cial, as factors in maintaining
profit.
Like others that have an-

nounced a hit from the new tax
law, General Motors expects the
changes will be favorable to the
company and the industry as a
whole.
Two of the nation’s biggest

banks, JPMorgan Chase and
Wells Fargo, announced a com-
bined $5.75 billion tax hit, but
shares of both surged higher be-
cause of more favorable tax ben-
efits going forward for corpora-
tions.
General Motors enters into the

year 2018 with lowered costs and
ongoing strength in United States
pickup truck sales.
In the year 2017, General Mo-

tors sold its Opel/Vauxhall and
GM Financial European units and
cut business in parts of Africa
and India.
Overall, U.S. auto sales fell 2

percent industrywide in 2017, ac-
cording to Autodata Corp., end-
ing an unprecedented seven-year
expansion.
Still, 2017 marked the fourth-

best sales year in U.S. history, af-
ter 2000, 2015 and 2016, accord-
ing to Kelley Blue Book.

GM Sees Profits for 2018

CONTINUED FROM PAGE 1

COLUMBUS, Ohio (AP) – Re-
publican Gov. John Kasich creat-
ed a statewide center Jan. 18 to
advance Ohio’s efforts to be-
come a national leader in au-
tonomous vehicle research and
smart road technology.
His executive order establish-

ing DriveOhio comes a day after
aides say he successfully
pitched the idea at the Detroit
Auto Show. Automakers there
are sharing the latest ideas for
knds of robotic cars.
Kasich’s order calls for Dri-

veOhio to be led by an executive
director appointed by Ohio’s
state transportation director.
That person would establish

formal liaisons with the state de-
partments of transportation,
public safety, administrative
services and insurance, the state
workforce transformation office,
the adjutant general and the
heads of the Ohio Turnpike and
Public Utilities commissions.
The office also will confer with

advisory boards of government
leaders and experts.

Ohio Seeking
Piece of

AV Action
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The Canadian-made 2018
Chrysler Pacifica was named
Best Minivan and the 2018 Ram
1500 has been named Best Pick-
up Truck by the Automobile
Journalists Association of Cana-
da (AJAC) in its annual Canadian
Car and Canadian Utility Vehicle
of the Year awards program.
AJAC is a long-running and re-

spected national association of
automotive journalists who test
drive and report on new vehicles
in various media outlets across
the country, said FCA
spokesman Bradley Horn. The
annual Car and Utility Vehicle of
the Year Awards program is an
integral part of the association,
providing consumers with ex-
pert advice and data to inform
their vehicle buying decision.
This year, AJAC’s annual Cana-

dian Car and Canadian Utility Ve-
hicle of the Year voting process
was notably different from previ-
ous years, Horn said.
For the first time, voting was

expanded to include all vehicles
available to Canadian buyers,
not just the vehicles that are
new to the market.
AJAC’s voting journalists were

able to score vehicles against all
their competition, whether they
were new for for the year 2018 or
returning popular models, Horn
said.
Almost 3,000 ballots were cast

on 182 vehicles, including at Test
Fest, a multi-day October event
attended by more than 60 jour-
nalists from across the country,
Horn said.
“Having both Chrysler Pacifica

and Ram 1500 recognized as the
best in their segments by the ex-
pert members of AJAC is an in-
credible honor,” said Reid
Bigland, president and CEO of
FCA Canada. “The Pacifica is the
most awarded minivan of the
past two years, and this uniquely
Canadian accolade, measured
against all of its segment rivals,
further proves that Pacifica de-
livers class-above quality, safety
and functionality for families.
“Even faced with renewed

competitors, Ram 1500’s Best
Pickup Truck title proves the
depth of engineering prowess
and competence offered by this
proven line of trucks and the
strength of the Ram brand over-
all. This win is especially sweet,
given that we’ve just made the
‘Best Pickup Truck’ of 2018, even
better for 2019 with the recent
introduction of an all-new Ram
1500.”
Chrysler Pacifica overcame

eight rivals to earn the Best Mini-
van crown, Horn said

Canadians Like
Windsor-Made

Pacifica

DETROIT (AP) – Among the
many shiny models vying for at-
tention at Detroit’s North Ameri-
can International Auto Show are
the revamped Volkswagen Jetta,
Hyundai Veloster and Kia Forte.
But cars – particularly small

ones – are having a tough time
getting buyers to look their way
as SUVs grow in popularity.
Car sales are expected to hit a

record low this year after steadi-
ly declining for several years.
SUVs surpassed cars for the first
time in 2016, and the gap only
widens.
Reasons are plenty, including

relatively low gas prices, grow-
ing millennial families and small,
attractive SUV models that are
becoming more fuel-efficient and
affordable.
Analysts and auto executives

say there’s still demand for small
cars and cite popularity for them
overseas. Consumer sentiment
could also flip and automakers
must be ready.

Smaller Cars
Have Tough

Time in 2018
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SUV versatility to the sedan mar-
ket.”
The Enclave and Encore have

proven so successful, Hay said,
that they now account for about
80 percent of Buick’s sales. And
2017 was the brand’s best sales
year since 2004.
“We were able to do this by an-

ticipating how the market would
change,” Hay said.
Mike Ofiara, assistant manager

Buick Brand Communications,
said that Buick’s success in SUVs
and CUVs and the sale of Opel
has not meant the end of the Cas-
cada. The vehicle will still be
made in Europe and sold in the
United States.
The Cascada doesn’t have to

be a big seller, volume-wise, Ofi-
ara said. It’s job is to attract peo-
ple and bring them to the deal-
ers’ showrooms. He said it’s an
exciting looking car that changes
how people perceive the brand.
Even if they don’t buy a Cascada,
they will get to see Buick’s port-
folio.
“The Encore is a key vehicle,”

Ofiara said. “It’s our biggest vol-
ume seller and it’s popular with
the female demographic. It’s
what we call a ‘get ’em and grow
’em’ vehicle. Younger buyers pur-
chase it and they like it and re-
main Buick customers after the
initial purchase.”
Hay said the key to growth in

the future for Buick will be SUVs.
The brand has created the
Avenir sub-brand. They saw the
success GMC has had with its De-
nali sub-brand – in 2017 almost a
third of all GMC sales were De-
nalis – and has decided to do the
same thing.
“We see ourselves as offering

attainable luxury,” Hay said. “It’s
key that we are able to offer a
premium vehicle that is not what
people think is yesterday’s news.

Again, it’s about playing in the
white space between standard
and high-end cars. The space
that is empty of other players.”
Hay admitted that Buick’s suc-

cess with the Encore has been a
bit of a surprise. They worked
hard to produce a great vehicle,
but that doesn’t mean the public
will buy what they’re selling.
Ofiara said that producing a

great vehicle is no guarantee of
success. The Buick Verano sedan
was designed to be an entry vehi-
cle into the Buick brand.
“We all thought it was a very

good sedan,” Ofiara said. “But
the market changed, and sedans
in general lost a lot of popularity
with the public. Now the Regal is
our entry sedan.
“It was a shame to see the Ver-

ano go, but it didn’t make sense
to keep making it in this new SUV
world.”
Hay said Buick has also en-

joyed success globally. The
brand is doing very well in China.
They’ve been able to leverage
our markets in China and the U.S.
to be able to produce vehicles in
a global scale.
“We’ve been in China now for

20 years,” Hay said. “Buick is a
true sales success. Last year we
sold 1.4 million vehicles globally.
They first introduced the Regal
and the LaCrosse in China, which
means that by the time they get
here, development costs are tak-
en care of. That’s a nice advan-
tage to have.”
Ofiara said that he was recent-

ly driving a TourX and was
stopped by police because the
officer checked the plates and it
came back for a Buick.
The Regal TourX doesn’t look

like a traditional Buick and its
look fooled the officer. Once the
misunderstanding was cleared
up, they then talked about the
car before Ofiara went on his
way.
“The Regal TourX enables peo-

ple’s lifestyles,” Ofiara said. “Our
Buick marketing has paid off. We
knew we had to change people’s
perception of the brand. It wasn’t
easy, but we did it. Right now
Buick’s entire line-up is new. The
oldest vehicle iteration is only 24
months old.
“We’ve done a broad transfor-

mation across the board. It’s a
good time to be in a Buick.”

Buick’s Move to SUVs, CUVs Pays Off

2018 Buick Regal TourX

CONTINUED FROM PAGE 1
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Payments on these 2018 Cadillac’s are for a standard model XT5 MSRP of $41,190, ATS Sedan AWD with an MSRP of $38,715
and a Luxury AWD CT6 AWD Courtesy Transportation Vehicle (CTA) with MSRP of $69,585, stk# 101952. Lease is through GM
Financial with top tier credit approval, 10,000 mile per year total. $0 cap cost reduction down, only typical startup costs of
taxes, license, registration, first months payment, acquisition and dealer fees due at signing. Must take delivery out of dealer
stock by 1/31/18. Lessee pays for excesswear,overmileage and disposition fee of $595 at end of lease.Residency restrictions
apply. May not be available with other offers. Must have Cadillac Lease Loyalty rebate (must currently lease a Buick, Cadillac,
Chevrolet or GMC throughAlly,GM Financial or US Bank).Not required to terminate current lease or trade vehicle. Loyalty offer
is transferable to individuals residing in the samehousehold.Price based onGMEmployee Pricing.Others slightly higher..©2017
General Motors. Cadillac® XT5® ATS® CT6®

LUXURY HAS A NEWHOME
PRESTIGE CADILLAC
GMEmployees and Eligible FamilyMembers
EnjoyThese Lease O*ers thru theAuto Show

$338 / 36 / ZERO

2018 XT5 STANDARD
COLLECTION

ULTRA-LOWMILEAGE LEASEFORWELLQUALIFIED
CURRENTGMOWNERS/LESSEES

PER MONTH MONTHS DOWN

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

LOCATION
29900 VanDyke Ave.
Warren,MI
48093

PrestigeCadillac.com

SALES - 888.548.8939
Mon&Thur 8:30am-8pm
Tues,Wed & Fri 8:30am-6pm
Sat 10am-4pm

SERVICE
888.548.8939
Mon - Fri 7:30am-6pm
Sat 8am-3pm

©2017 General Motors.All Rights Reserved Cadillac®

$312 / 27 / ZERO

2018 ATS AWD
STANDARD COLLECTION

ULTRA-LOWMILEAGE LEASEFORWELL-QUALIFIED LESSEES
WITHACURRENTELIGIBLECADILLAC LEASE

PER MONTH MONTHS DOWN

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

$538 / 36 / ZERO

2018 CT6 AWD • 3.6L • STK# 101952
LUXURY COLLECTION

ULTRA-LOWMILEAGE LEASEFORWELLQUALIFIED
CURRENTGMOWNERS/LESSEES

PER MONTH MONTHS DOWN

Tax, title, and license extra. No security deposit required.Mileage
charge of $.25 per mile over 30,000 miles. Stk#101952, current
mileage 4,466.

Van Dyke Across From
GMTech Center

Sale of Bosch’s division for
starter motors and generators
has been completed.
As of Jan. 16, the new company

will operate autonomously under
new ownership as SEG Automo-
tive, said SEG spokesman Patrick
Liebler.
SEG Automotive will be distin-

guished by continuity, global
presence and a broad product
range, Liebler said. SEG is an
8,000 employee company emerg-
ing from the BOSCH Starter Mo-
tors & Generators business, in-
cluding its office in Novi, head-
quarters of the company’s North
America operations.
The new name is testimony to

over a century of history in the
development and production of
starter motors and generators as
well as a future-oriented focus on
e-mobility, Liebler said. The com-
pany will continue under a new
owner, Zhengzhou Coal Mining
Machinery Group Co., Ltd. SEG
Automotive North America is an
integral part of the global growth
and production strategy.
“The name is new, but SEG Au-

tomotive is committed to conti-
nuity, especially in terms of loca-
tion strategy and our employ-
ees,” said Jon Husby, Regional
president of SEG Automotive
North America. “Their many
years of experience in the com-
pany, competence and commit-
ment contribute significantly to
our success. In the future our lo-
cations in Novi, Michigan and
Lerma, Mexico, will play an even
more important role in the
worldwide SEG Automotive busi-
ness, and we will continue to be
an attractive employer in North
America.”
SEG Automotive will be draw-

ing on a storied history, Liebler
said. More than a century ago –
in March 1914 – Bosch presented
its first electric starter motor for
vehicles.
It replaced the arduous and of-

ten hazardous cranking by hand.
The year before had seen the in-
troduction of the “Bosch light”. It
powered the first electric lights
for cars – and is the origin of the
generators still commonly in use
today.
This Bosch division went on to

continuously improve the effi-
ciency and functionality of
starter motors and generators
for passenger cars and commer-
cial vehicles – by inventing the
trend-setting Start/Stop, for ex-
ample. With its highly innovative
BRM (Boost Recuperation Ma-
chine), Liebler said. SEG Automo-
tive is now paving the way for a
cost-efficient and environmental-
ly-friendly hybrid technology for
vehicle manufacturers and their
customers: the BRM enables re-
generative braking and energy
storage via a 48-volt electrical
system to save fuel, enable a per-

formance boost when passing or
even to “coast” with the engine
switched off.
The new company is commit-

ted to further expanding its con-
tribution to the reduction of CO2
emissions from passenger cars
and commercial vehicles in or-
der to address the challenge of
climate protection – globally and
across all drive technologies,
Liebler said. Even though e-mo-
bility continues to gain ground:
the combustion engine will re-
main a pillar of individual mobili-
ty worldwide for many years to
come.
This presents vehicle manufac-

turers with major challenges
with regard to reducing fleet con-
sumption and requires new solu-
tions to achieve climate protec-
tion goals (i.e. CO2 regulations).
With the BRM, SEG Automotive

already offers a technology for
hybridizing gasoline and diesel
engines in a cost-effective man-
ner. Through the use of BRM, fuel
consumption and CO2 emissions
can be reduced by about 15 per-
cent.
Advanced start/stop technolo-

gy, as well as high-efficiency gen-
erators from the SEG Automotive
portfolio also provide significant
CO2 savings, Liebler said. The ef-
ficiency gains accomplished by
these technologies are not just a
matter of theory and only rele-
vant on the test bench: SEG Auto-
motive technologies reduce fuel
consumption and CO2 emissions
under real-world conditions
every day.

SEG Automotive Formed
After Sale From Bosch

DETROIT (AP) – The CEO of
France-based automaker PSA
Group says it will offer 40 elec-
tric models across its lineup by
2025, and it plans to sell vehicles
in the U.S. within 10 years.
Carlos Tavares told the Auto-

motive News World Congress in
Detroit on Jan. 17 that PSA al-
ready offers mobility services in
the U.S. and soon will start car-
sharing in some major cities. It
will use its experience to learn
the market and return to U.S.
sales.
Such an approach “will mini-

mize the risk of not understand-
ing what the U.S. consumer is ex-
pecting from us,’’ he said.
Tavares wouldn’t say exactly

when the company that makes
Peugeot and Citroen vehicles
will come to the U.S. or which
brand it will offer.
PSA, which is Europe’s No. 2

automaker, completed a $2.5 bil-
lion takeover of the Opel and
Vauxhall brands from General
Motors last year.

PSA Auto Group
Looking at
U.S. Market
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#42333 #21552#44296

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

CALL
BRUCE LITVIN
– 24/7 & 365 –

OVER 40 YEARS
OF QUALITY SERVICE

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

1-888-665-5438

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

AAUUTTOO
SSHHOOWW
$$$$$$$$
IISS HHEERREE,,

AASS WWEELLLL AASS

GGMM MMAASSTTEERR
CCAARRDD $$$$$$
CCAALLLL FFOORR AA

GGRREEAATT
DDEEAALL!!

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 leases assume that you qualify for GM
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 01/31/2018.
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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 /

BRING THE NEW YEAR IN WITH A NEW

buff whelan chevrolet
OVER 1,000

New Chevrolets
in Stock!

CALL
JEFF CAUL

586-274-0396

2018 CHEVY SILVERADO 1500
4X4 DBL CAB ALL STAR PKG

$246+TAXWITH$0DOWN

WITH LEASE LOYALTY • NO SECURITY DEPOSIT REQUIRED
Equiped with Power Locks, Power Windows, Power Mirrors, Keyless Entry, Remote Start,
My Link Radio, Back-Up Camera, Auto A/C, Bluetooth & More…

36 MTH LEASE
10,000 MILES

2018 MALIBU 1LT

$228+TAXWITH$0DOWN

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…

36 MTH LEASE
10,000 MILES

2018 CHEVY EQUINOX 1LT

$235+TAXWITH$0DOWN

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…

36 MTH LEASE
10,000 MILES

VYLETEL

*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 household. IVC certifi cates may apply to lease/
purchase examples and are good while dealer supply lasts. Prices subject to change during the month of January 2018. *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 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 1/31/18.

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

$386*

2018 BUICK
ENCORE
PREFERRED

STK# 6168-18 • DEAL# 72569
*GMS PRICING.

MUST HAVE BUICK GMC LEASE LOYALTY.
$999 DOWN PLUS 1ST PAYMENT, TAX,

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

39 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$189*
$999 DOWN

2018 BUICK
ENVISION

ESSENCE

STK#6402-18 • DEAL#72568
*GMS PRICING.

MUST HAVE GM LEASE LOYALTY,
$1999 DOWN, PLUS 1ST MONTHS PAYMENT,

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

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$289*

ALL NEW 2018 GMC

TERRAIN
SLE

STK#7721-18 • DEAL#72570
*GMS PRICING.

MUST HAVE BUICK GMC LEASE LOYALTY. $999 DOWN
PLUS 1ST PAYMENT, TAX,TITLE, PLATE & DOC FEE.

NO SECURITY DEPOSIT REQUIRED!

$226*
$999 DOWN

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

2018 GMC

ACADIA
DENALI

STK#7661-18 • DEAL#72571
*GMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $1999 DOWN PLUS 1ST PAYMENT,

TAX, TITLE, PLATE & DOC FEE.
NO SECURITY DEPOSIT REQUIRED!

$329*
$1,999 DOWN

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

2018 BUICK
ENCLAVE

ESSENCE

STK#6361-18 • DEAL#72567
*GMS PRICING.

MUST HAVE BUICK GMC LEASE LOYALTY.
$1999 DOWN PLUS, TAX, TITLE,

PLATE & DOC FEE.
NO SECURITY DEPOSIT REQUIRED!

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$1,999 DOWN

$1,999 DOWN

2018 GMC

SIERRA
SLE 4X4 • DOUBLE CAB

STK#7292-18 • DEAL#72573
*GMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $999 DOWN PLUS 1ST PAYMENT, TAX,

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

$228*
$999 DOWN

GREAT DEAL!

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

STK#5223-17 • DEAL#72566
*GMS PRICING.

MUST HAVE A BUICK GMC LEASE IN HOUSEHOLD.
PLUS TAX, TITLE, PLATE, & DOC FEE.

2017 BUICK LACROSSE
ESSENCE

$26,599*
WAS
$40,585

NOW

2017 BUICK
REGAL

SPORT TOURING

STK#5786-17 • DEAL#72565
*MUST HAVE GMS PRICING

AND BUICK GMC LEASE LOYALTY.
PLUS 1ST PAYMENT, TAX,
TITLE, PLATE & DOC FEE.

NO SECURITY DEPOSIT REQUIRED!

27 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$288*
$0 DOWN

WOW!

2018 GMC

YUKON XL
PREMIUM EDITION

STK#8018-18 • DEAL#72578
*GMS PRICING. MUST HAVE BUICK GMC

LEASE LOYALTY. $1999 DOWN PLUS 1ST PAYMENT,
TAX, TITLE, PLATE & DOC FEE

NO SECURITY DEPOSIT REQUIRED!

$639*
$1,999 DOWN

LOADED! • 22” RIMS • LEATHER • HEATED AND
COOLED SEATS • CHROME GRILLE • SUNROOF
• NAVIGATION • REAR SEAT ENTERTAINMENT

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

2018 GMC

CANYON
SLT • CREW CAB

STK#7849-18 • DEAL#72579
*GMS PRICING.

MUST HAVE TRADE IN & BUICK GMC LEASE LOYALTY.
PLUS TAX, TITLE, PLATE & DOC FEE.

$34,456*
WAS
$41,375

• LEATHER • NAV • LANE DEPARTURE
• BOSE • SPRAY ON BED LINER

AUTO SHOW SALES EVENT

Macomb Community College
and Master Pneumatics Inc. will
present the fourth annual Fluid
Power Challenge, designed to in-
troduce local sixth grade stu-
dents to the world of engineering
and increase awareness of STEM
(science, technology, engineer-
ing and math) careers.
More than 110 sixth-graders

from the Warren Consolidated
School District’s Middle School
Mathematics Science Technolo-
gy Center will first learn about
using pressurized gases and liq-
uids and then take that learning
to solve specific engineering
challenges, said Sean Patrick,
Manager of Media Relations at
Macomb Community College.
This six-week program begins

with a workshop Wednesday,
Jan. 24, when students will learn
the basics of both pneumatics
and hydraulics, the two compo-
nents of fluid power engineering,
Patrick said.
The students who attend the

event, will learn to build small
pneumatic lifters and develop
the skills they will need to oper-
ate them.
Following the initial session,

Patrick said that students will
break into teams of four.They will
then return to their individual
schools to design, build and test
their prototypes, with the aim of
meeting an engineering chal-
lenge set forth by creators of the
program.
“With the shortage of individu-

als pursuing STEM careers, it is
important to engage kids and
capture their imagination
through fun, hands-on activities,
and create excitement about ca-
reers in science, technology and
engineering,” said Joe Petrosky,
dean, Engineering and Advanced
Technology at Macomb. “Master

Pneumatics, who originally
brought the Fluid Power Chal-
lenge to us, understands the im-
portance of investing in young
people to create a robust talent
pipeline for the future.”
At the second session, to be

held Tuesday, March 27, Patrick
said the teams will then com-
pete, using their machines to
solve engineering problems in-
cluding lifting, rotating and plac-
ing weighted cylinders on a plat-
form.
The students will be judged on

how well their machines operate,
how well they work together as a
group, and through personal in-
terviews.
The students are also required

to submit a written portfolio that
documents the processes they
used.
Both sessions will be held at

the John Lewis Student Commu-
nity Center (K Building) on Ma-
comb Community College’s
South Campus in located at
14500 E 12 Mile Rd in Warren,
Patrick said.
Master Pneumatic Inc. original-

ly advocated bringing the Fluid
Power Challenge to Michigan
and partnered with Macomb to
make it a reality, with this being
the fourth year of the partner-
ship.
According to the National Flu-

id Power Association, (NFPA),
fluid power is a growing and rap-
idly changing field that provides
numerous opportunities that cut
across many fields including
manufacturing, transportation,
entertainment and others.
NFPA created the Fluid Power

Challenge to help address a po-
tential future shortage of skilled
workers by introducing STEM to
students in their early years,
Patrick said.

MCC to Hold STEM Contest
For Sixth Graders



the most popular vehicles in the
U.S., and trucks unveiled at the
show make clear that will contin-
ue for a long time.
General Motors spent heavily

to update its top-selling Chevro-
let Silverado pickup, cutting up
to 450 pounds of weight by using
more aluminum and lighter high-
strength steel. The truck also
gets two new V8 engines that can
run on one to eight cylinders de-
pending on how much power is
needed.
Fiat Chrysler’s Ram also got

big updates, losing more than
200 pounds and giving it a gas-
electric hybrid engine option.
Both the Silverado and Ram were
given more athletic stances and
meaner looks. Ford added a
diesel engine to its F-150 and
rolled out the midsize Ranger.
Sales rose nearly 6 percent last

year to almost 2.4 million, even
though total U.S. auto sales
dropped 2 percent. Ford’s F-Se-
ries is the country’s top-selling
vehicle, followed by the Silvera-
do and Ram.
• Tax reform boost. U.S. auto

sales are likely to fall to around
16.7 million in 2018 from 17.2 mil-
lion last year, says Michelle
Krebs, an executive analyst with
the car buying site
Autotrader.com.
But that would still make it one

of the 10 best sales years in his-
tory, so the market remains
strong.

U.S. income tax code changes
this year may stimulate new auto
sales, but any increase likely will
be offset by rising interest rates
and the abundant supply of late-
model used cars that pull buyers
from new vehicles, Toyota Motor
Corp.’s top North American exec-
utive says.
North American CEO Jim Lentz

expects a sales boost of 200,000
vehicles as tax cuts put more
money in people’s pockets. But
the increase could be negated as
rising rates keep some people on
the sidelines, and some buyers
opt for a lower-cost but nice off-
lease used car.
Tax cuts could boost pickup

truck sales because businesses
can write off the expenses imme-
diately under the new code,
Lentz said.
But he expects luxury new-car

sales to be flat this year even
though tax rates were reduced
for higher-income earners. Any
decrease could be wiped out by
caps on deductions for mortgage
interest and local and state taxes
in big luxury-car states such as
New York and California, Lentz
said.
• Trade deal. Many auto exec-

utives interviewed at the auto
show say they’re afraid the U.S.
might pull out of the 24-year-old
North American Free Trade
Agreement, but they can’t pre-
pare for it because they don’t
know what, if anything will re-
place it.
In ongoing negotiations with

Mexico and Canada, the Trump
administration is seeking to en-
sure that more vehicles are made
in America, among other
changes. But Jim Lentz, Toyota’s
North American CEO, says end-
ing the agreement would likely
raise costs. That, in turn, would
raise vehicle prices and cut de-
mand, forcing manufacturing lay-
offs. It also would make the U.S.
less competitive than the world’s
other manufacturing centers, he
said. Ending the agreement also
could force some suppliers to
stop making parts.
Charlie Chesbrough, the chief

economist for Cox Automotive,
said it’s hard to imagine there
will be much change in produc-
tion, because automakers need a
long lead time to act and they
know the next president could
reverse Trump’s actions. But
some automakers are already
taking pre-emptive steps to show
the administration they’re willing
to boost U.S. production. Fiat
Chrysler said ahead of the auto
show that it will move heavy
duty truck production from Mexi-
co to Michigan in 2020.
• Hedging on robot cars. Au-

tomakers are hedging their bets
when it comes to autonomous
vehicles and whether they will
someday cut into or even end
personal car ownership.
In interviews through the

week, executives said they’re
preparing for a time when
people hire self-driving ride serv-
ices to get around instead of

spending on personal vehicles.
But they don’t know just when

that will take place, so they also
must continue to spend millions
to develop conventional vehicles
as well.
“These proclamations that we

hear about the advent of electrifi-
cation and artificial intelligence
. . . are all things that, at best, are
conjecture,’’ said Fiat Chrysler
CEO Sergio Marchionne.
Although some companies

plan to deploy driverless cars to
carry passengers in coming
months, Marchionne said it will
take years for the vehicles to be
in widespread use.
Mark Reuss, General Motors’

head of product development
said he wishes he knew exactly
when and where the switch
would take place. But for now,
GM and other companies have to
be in both places.
“We can go either way and that

agility is priceless,’’ said Reuss.
• Good old days. Despite the

new wheels on the show floor,
one of the biggest hits is a 50-
year-old Mustang GT fastback in
need of a paint job. It was one of
the original cars used in the 1968
film, “Bullitt,’’ which put the Mus-
tang on the map with a famous
chase scene.
Ford Motor Co. rolled it out to

help celebrate a special “Bullitt’’
edition Mustang, which goes on
sale this summer.
The faded green car got a huge

cheer when it rumbled onto the
stage.

CONTINUED FROM PAGE 1
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Autonomous Vehicles Remain a Big Question

To complement its performance
abilities, Edge ST features new
front and rear styling, a wide
mesh grille for optimal cooling,
deep side skirts and dual-exhaust
outlets, Thai-Tang said. Unique
21-inch wheels are available and
interior design cues on the steer-
ing wheel, seat backs and scuff
plates provide a subtle reminder
that this five-passenger SUV is
something special.
But Ford didn’t stop with the

2019 Edge ST. Raj Nair, executive
vice president and president of
North America at Ford, intro-
duced the 2019 Ranger, which
will be sold in the North Ameri-
can market for the first time this
year.
“Ford will take its rightful place

in the mid-size truck market,”
Nair said. “We’ve been dominat-
ing trucks since 1977 and the
Ranger is an icon. It was the first
vehicle I worked on when I joined
Ford in the late 1980s. It’s the
best-selling mid-size pickup in
Europe and South Africa. It’s
been built Ford-tough.”
Production begins late this

year at Ford’s Michigan Assem-
bly Plant as customer demand is
growing for midsize trucks. U.S.
sales are up 83 percent since
2014 as a new generation of mid-
size truck buyers seek more ma-
neuverable, fuel-efficient pick-
ups.
The 2019 Ford Ranger answers

the call with an all-new midsize

pickup featuring a new exterior
design, chassis and powertrain
developed specifically for North
American truck customers.
Powerful and strong, with a

high-strength steel frame, Ranger
is equipped with a proven 2.3-
liter EcoBoost engine mated to
the only 10-speed automatic
transmission in the segment.
Ranger comes in entry-level

XL, mid-level XLT and high-level
Lariat trim series with available
Chrome and Sport appearance
and FX Off-Road packages, and in
SuperCab or SuperCrew cab con-
figurations.
Ranger incorporates smart

driver-assist, passenger conven-
ience and connectivity technolo-
gies. Advanced driver-assist
technologies include standard
Automatic Emergency Braking,
while Lane Keeping Assist, Lane
Departure Warning, a Reverse
Sensing System and class-exclu-
sive Blind Spot Information Sys-
tem with trailer coverage are
standard on XLT and Lariat trim
levels.
Additional driver-assist tech-

nologies standard on Lariat in-
clude Pedestrian Detection and
Adaptive Cruise Control.
Available SYNC 3 features Ap-

ple CarPlay and Android Auto
compatibility, Ford+Alexa per-
sonal assistant functionality and
optional navigation. An available
FordPass Connect 4G LTE mo-
dem provides Wi-Fi access for up
to 10 devices. Available AC pow-
er outlets allow for charging of

laptops and USB outlets provide
more options for passengers to
connect. Available B&O PLAY
premium audio is specially tuned
for the Ranger cab to deliver a
rich and engaging listening expe-
rience.
Ford’s innovation hasn’t

stopped with the Ranger and the
Edge ST. Jim Farley, executive
vice president and president of
Global Markets, said that Ford
vehicles are about how people
feel about them.
The question of whether an

electric vehicle or a hybrid can
stir someone’s soul is about to
be answered.
Ford is investing $11 billion in

EV technology and the company

will introduce a hybrid F-150 that
will be built in Dearborn in the
year 2020.
This is all part of Ford’s ongo-

ing plans. Operational fitness,
portfolio rationalization and in-
creased investments in electrifi-
cation, autonomy and mobility
are at the core of company strat-
egy, Farley said.
Ford’s investment in electrifi-

cation will increase to $11 billion
by 2022 and will result in an ex-
panded electrified portfolio to
include 40 electrified vehicles
globally, including 16 full battery
electric vehicles by 2022.
The future is coming and Ford

Motor Company is ready, Ford
said.

Ford Shows Off Its New Ranger Mid-Size and Edge ST
2019 Ford Edge ST2019 Ford Edge ST interior

In an effort to better serve the
business development clients of
the Macomb County Department
of Planning & Economic Develop-
ment by attracting skilled profes-
sionals to the region, Macomb
County is featuring a new web
application to promote career
opportunities offered by top em-
ployers.
“Our purpose is twofold,” said

John Paul Rea, director of the
Macomb County Department of
Planning & Economic Develop-
ment. “We want to support the
businesses that have enlisted
our services as they seek out
candidates for their open posi-
tions. Secondly, we want the

world to know about the great
jobs waiting for them in Macomb
County, Mich.”
The launch of the Macomb

County Jobs Board, Rea said, co-
incides with the 2018 North
American International Auto
Show – a time when the world is
watching the newest technolo-
gies in mobility be revealed.
“Macomb County is a great

place to call home, and our com-
panies are at the forefront of
advanced manufacturing capabil-
ities and digital innovation,”
said County Executive Mark A.
Hackel.
“We want talented people from

near and far to get excited about

the inspiring and high-paying
jobs our companies have to offer,
as well as our enviable quality of
life.”
The new Jobs Board is pow-

ered by TrueJob, Inc., an Ann Ar-
bor-based company that devel-
oped their hosted job board soft-
ware product to meet the unique
needs of economic development
organizations, chambers and
trade associations that want to
increase the strategic value they
offer the communities they
serve.
For more information on the

program, call 586-469-5285 or vis-
it MacombBusiness.com, Rea
said.

Macomb County App Helping Job Seekers

CONTINUED FROM PAGE 1

Meridian Winter Blast returns
Jan. 26-28 to Campus Martius
Park in Downtown Detroit.
“Meridian Winter Blast fea-

tures winter activities, live enter-
tainment, and delicious local
restaurants for the whole family
to enjoy,” said Blast spokes-
woman Jennifer Sutton. “We are
thrilled to have Meridian as our
title sponsor for the second
year.”
Some of the festivities include

the Meridian Winter Slide, Sut-
ton said, and Meridian spon-
sored free ice skating on Campus
Martius rink sponsored by St.
John Providence Health System,
Marshmallow roasting courtesy
of Downtown Detroit Develop-
ment Authority, professional
skating demonstrations and
MetroPCS’ zip-line.
Detroit’s music scene will be

on display on two stages, with
more than 50 entertainment acts
performing, Sutton said. The
Taste of Detroit food and vendor
tent gives visitors the chance to
sample delicious Metro Detroit
restaurants and shop from local
stores and artisans. Meridian
Winter Blast will also feature a
special Kid Zone.
There will be several Comfort

Stations where guests can warm
up, Sutton said.
Meridian Winter Blast has a

storied history here in Detroit,
Sutton said. In January 2005,
Winter Blast, formerly known as
Motown Winter Blast, kicked off
the official countdown to Super
Bowl XL in Detroit. Winter Blast
attracted more than one million
people to Detroit during the Su-
per Bowl. For the past 12 years,
Winter Blast has continued to at-
tract Metro Detroiters to the re-
vitalized downtown Detroit area.

Winter Blast
Heads to

Downtown

LANSING, Mich. (AP) – The Re-
publican-led Michigan Legisla-
ture voted Jan. 17 to override
Gov. Rick Snyder’s veto of a
speedier tax cut for those who
trade in their car for a new one,
the first override in his tenure
and just the fourth in the last 67
years.
Senate Majority Leader Arlan

Meekhof said the “timing was
right’’ – the same day the cham-
ber approved a bill to keep in-
tact and boost Michigan’s per-
sonal tax exemption, which is at
risk of being eliminated under
the recent federal tax overhaul
due to the way the state tax code
is linked to the U.S. code.
He and House Speaker Tom

Leonard downplayed any con-
cerns that the override will
cause a rift in their relationship
with the Republican governor.
“I’m more focused on the mon-

ey that the taxpayers send us –
how much more of it should be
put back in their pocket,’’ said
Meekhof.

State Legislature
Overrides a
Snyder Veto
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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 1-31-18.

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

GM CARD TOP OFF UP TO $3,000 • 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). 2018 Models are price and discounted at supplier. All leases are 10,000 miles per year with approved S Tier
credit. All Vehicles shown are $999 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. 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: 1/28/2018.

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

$199*MONTH

PURCHASE FOR

$23,789*
STOCK #B470714

PER 24MONTHS
$0DOWNN

ESSENCE
2017 BUICK ENCORE

LEASE FOR

$89*MONTH

PURCHASE FOR

$20,989*
STOCK #B578823

PER 24MONTHS
$999DOWN

AWD PREFERRED
2017 BUICK ENVISION

LEASE FOR

$159*MONTH

PURCHASE FOR

$24,049*
STOCK #B571416

PER 36MONTHS
$999DOWN

AWD PREFERRED
2018 BUICK ENCLAVE

LEASE FOR

$369*MONTH

PURCHASE FOR

$38,349*
STOCK #B581041

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

ESSENCE
2017 BUICK REGAL

LEASE FOR

$149*MONTH

PURCHASE FOR

$26,695*
STOCK #B471195

PER 24MONTHS
$999DOWN

PREMIUM II

ED RINKE

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). 2018 Models are price and discounted
at supplier. All leases are 10,000 miles per year with approved S Tier credit. All Vehicles shown are $999 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. 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: 1/28/2018.

VISIT OURWEBSITE:
edrinke.com

2018 CHEVY MALIBU LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$149*PER MONTHOR PURCHASE FOR
$19,359*

24MONTHS
$999DOWN STOCK #VKMGTG

2018 CHEVY CRUZE LT
NO GM EMPLOYEE DISCOUNT REQUIRED HATCHBACKLEASE FOR

$149*PER MONTH OR PURCHASE FOR
$16,289*

24MONTHS
$999DOWN STOCK #480042

2018 CHEVY TRAX LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$149*PER MONTHOR PURCHASE FOR
$16,239*

24MONTHS
$999DOWN STOCK #580975

2018 CHEVY EQUINOX LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$169*PER MONTHOR PURCHASE FOR
$22,259*

24MONTHS
$999DOWN STOCK #580099

2018 CHEVY TRAVERSE LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$219*PER MONTHOR PURCHASE FOR
$26,389*

24MONTHS
$999DOWN STOCK #580417

WE’LL GIVE YOU A $3,500 MINIMUM FOR YOUR 2003 OR NEWER TRADE IN • AUTO SHOW BONUS CASH

2018 GMC SIERRA 1500 DENALI CREWCAB

LEASE FOR

$359*MONTH

PURCHASE FOR
$46,479*
STOCK #G578855

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

2018 GMC ACADIA SLE1

LEASE FOR

$219*MONTH

PURCHASE FOR
$27,479*
STOCK #G581158

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

2018 GMCTERRAIN SLE

LEASE FOR

$179*MONTH

PURCHASE FOR
$23,199*
STOCK #G580877

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 24MONTHS
$999DOWN

100
YEARS
IN BUSINESS

100
YEARS
IN BUSINESS

2017 GMC SIERRA DOUBLE CAB SLE

LEASE FOR

$169*MONTH

PURCHASE FOR
$28,949*
STOCK #G574644

PER 36MONTHS
$999DOWN

2018 CHEVY SILVERADO
NOGM EMPLOYEE DISCOUNT REQUIRED 1500 LT DBL CABLEASE FOR

$179*PER MONTHOR PURCHASE FOR
$30,929*

24MONTHS
$999DOWN STOCK #580716

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 CHEVY BOLT LT
LEASE FOR

$295*PER MONTHOR PURCHASE FOR
$30,249*

36MONTHS
$999DOWN STOCK #472006

2018 VOLT LT HATCHBACK
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$339*PER MONTHOR PURCHASE FOR
$29,995*

36MONTHS
$999DOWN STOCK #VPGBH9

2017 GMCYUKON DENALI

LEASE FOR

$699*MONTH

PURCHASE FOR
$63,249*
STOCK #G577035

PER 36MONTHS
$1999DOWN

AUTO SHOW BONUS CASH
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