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2019 Corvette ZR1 Scores Top Time at VIR Race Track

It’s not even out yet, but the
2019 Chevrolet Corvette ZR1 is
already breaking records.

The 2019 Corvette ZR1 set a
production-car lap record on the
4.1-mile Grand Course West at
Virginia International Raceway
with a time of 2:37.25.

Along with a harness bar and
track seats with five-point har-
nesses, the record-setting stock
ZR1 coupe was equipped with
the available paddle-shift eight-
speed automatic and ZTK Per-
formance Package, which in-
cludes an adjustable carbon-fiber
High Wing, a front splitter with
carbon-fiber end caps, Michelin
Pilot Sport Cup 2 summer-only
tires, and specific chassis and
Magnetic Ride Control tuning.

“The Corvette ZR1’s lap record
at VIR, arguably America’s most
challenging road course, is a tes-
tament to its supercar status,”
said Mark Reuss, GM executive
vice president, Global Product
Development, Purchasing and
Supply Chain. “On the racetrack,
the ZR1 can compete with any
supercar — at any price.”

On sale this spring, the ZR1
coupe will carry a suggested re-
tail price of $119,995 (price in-
cludes destination charge, but
excludes tax, title and other deal-
er fees). The ZTK Performance
Package will cost $2,995.

The ZR1’s record lap at VIR
was set during routine validation
testing earlier in January, with
vehicle dynamics engineer Jim
Mero at the wheel. The car was
set up per the owner’s manual’s
recommended track alignment

Lorenzo Center
Home to MCC
Art Show

Macomb Community College’s
Lorenzo Cultural Center is host-
ing the Scholastic Art Awards Ex-
hibition Jan. 30-Feb. 13, showcas-
ing the 562 pieces of winning art-
work from the 2018 Scholastic
Art and Writing Competition for
the Michigan Thumb Region.

Sponsored by MCC and the
College for Creative Studies, stu-
dents from 39 middle and high
schools in Macomb, Huron,
Lapeer, Sanilac and St. Clair
counties participated, said Sean
Patrick, Media Relations manag-
er at MCC.

The regional competition is
held in conjunction with the
Scholastic Art & Writing Awards
scholarship program that recog-
nizes artistic achievement by
students nationwide, Patrick
said. More than 2,100 works of
art were submitted to the Michi-
gan Thumb Region competition
this year by 930 students.

Regional awards include Hon-
orable Mention, Silver and Gold
Keys, American Vision nomina-
tions, Ken Hoover Best of Show
Art Portfolio and Best in Catego-
ry. Gold Key winning artwork
and portfolios nominated from
each region across the country
are forwarded to New York for
national judging.

National winners may also re-
ceive scholarships and other
prizes. The exhibit is open to the
public free of charge Monday
through Saturday 10 a.m.-4 p.m.,
with extended hours on Thurs-
day, 10 a.m.-8 p.m.

The 2019 Corvette ZR1 - lap record holder on Grand Course West at Virginia International Raceway

and aerodynamic settings. As
part of the validation, the ZRl1
was finalizing its total of 24 hours
of at-limit track testing, with mul-
tiple GM Performance engineers
logging laps.

“The track had been empty
since mid-December, so it was a
bit slow when we started, but
the conditions turned pretty
quick at the end,” said Alex
MacDonald, manager of Vehicle
Performance.

“On the heels of announcing
our Z06 time of 2:39.77, the ZR1

lap time is the icing on the cake.
It’s not too often you set a lap
record during validation testing.”

The ZR1’s exclusive LT5 6.2L
supercharged engine is rated at
an SAE-certified 755 horsepower
and 715 lb.ft. of torque.

The LT5 features a new, more
efficient intercooled supercharg-
er system, said GM spokesman
Ron Kiino, along with GM'’s first
dual  fuel-injection system,
which employs primary direct
injection and supplemental port
injection.

Compared to the supercharger
system on the Corvette Z06’s LT4
engine, the LT5 employs a larger,
2.65-liter supercharger that gen-
erates more boost while spinning
at a slightly slower speed. That
reduces heat to help maintain a
lower air intake temperature for
optimal performance.

Four new radiators also help
manage cooling in the ZR1, which
features 13 radiators in all, in-
cluding circuits for engine oil,
transmission and differential
cooling, Kiino said.

Colorado ZR2
Pickup Truck
Earns Honors

GM’s success with pickup
trucks continues.

The Chevrolet Colorado ZR2 is
Cars.com’s Best Pickup Truck of
2018.

The Colorado ZR2 was one of
two Chevrolet nominees for the
award, along with the Silverado
3500, said GM spokesman Phil
Lienert.

Cars.com and Pickup-
Trucks.com editors praised the
truck’s “almost perfect com-
bination of passion and tech-
nology,” noting that it’s, “not just
an interesting example of a
new pickup truck, but is quite
possibly the most distinctive ve-
hicle that’s come along in years.”

“To fully compete in the off-
road space, we couldn’t just
launch with a ‘me too’ vehicle,”
said Paul Edwards, U.S. vice
president, Chevrolet Marketing.
“As part of our strategic plan
and continued investment in our
truck lineup, ZR2 builds on the
boldness of the Colorado pro-
gram. Our midsize truck line has
defied naysayers by selling more
than 300,000 trucks in three
years, and ZR2 adds forward-
looking technology and innova-
tion to the recipe to reach an
entirely new group of off-road
enthusiast customers.”

The ZR2 is effectively a seg-
ment of one, said Joe Jacuzzi, ex-
ecutive director of Global Chevro-
let and Brand Communications,
combining the nimbleness and
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Trucks, SUVs Continue to Drive Vehicle Sales

FCA Sees Its
January Sales
Fall Sharply

FCA US reported sales of
132,803 vehicles, a 13 percent
decrease compared with sales in
January 2017 of 152,218.

Retail sales rose 2 percent to
111,577, making it the second
highest level since 2001, said
FCA spokesman Jeff Bennett.

FCA maintained its strategy of
reducing fleet sales, which de-
creased by 50 percent compared
with January 2017. Fleet ac-
counted for 16 percent of total
January sales.

Overall, Jeep brand total sales
increased 2 percent in January
to 59,703, Bennett said. Retail
sales increased 11 percent to
57,017, setting a record for Janu-
ary. The Jeep Compass generat-
ed total sales of 10,192 — also a

CONTINUED ON PAGE 5

General Motors Enjoys Strong SUV,
CUV Sales to Start Off the Year

GM'’s sales figures for January
of 2018 showed a 1.3 percent in-
crease over the same time in
2017. GM total sales in January
totaled 198,548 units.

The company ended 2017 as
the automaker with the fastest-
growing crossover sales in the
United States, showing a 20 per-
cent year-over-year gain in the
segment in January, along with a 7
percent increase in truck deliver-
ies, said GM spokesman Jim Cain.

Demand for Chevrolet trucks

and crossovers was very robust,
Cain said, helping the brand in-
crease deliveries by 5 percent
year over year. Other Chevrolet
highlights include:

e Chevrolet was the fastest-
growing crossover brand of
2017, and January deliveries
were up 40 percent. The new
Equinox and Traverse, as
well as the Trax and Bolt EV,

all posted their best-ever
January sales.

e Chevrolet’s unique three-
truck pickup strategy deliv-
ered a 17 percent increase in
deliveries, with the Col-
orado up 25 percent and the
Silverado up 15 percent. It
was the best January ever
for Silverado crew cabs.

e Chevrolet Tahoe deliveries
were up 22 percent.

“All of our brands are building
momentum in the industry’s
hottest and most profitable seg-
ments,” said Kurt McNeil, U.S.
vice president, Sales Operations.
“Chevrolet led the growth of the
small crossover segment with
the Trax as well as the mid-pick-
up segment with the Colorado.
Now, we have the all-new Equi-
nox and Traverse delivering

CONTINUED ON PAGE 3

Ford’s Transaction
Prices Above
Auto Industry’s

Overall Ford Motor Company
U.S. sales for January totaled
161,143 vehicles — a 6.6 percent
decline.

Fleet sales of 45,956 vehicles
are down 12 percent due prima-
rily to a planned change in deliv-
ery timing of daily rental sales,
said Mark LeNeve, Ford vice
president of U.S. Marketing,
Sales and Service.

Ford transaction prices hit
$37,000 per vehicle in January,
compared to $32,100 for the in-
dustry overall. Retail sales de-
clined 4.3 percent on 115,187 ve-
hicles sold, LaNeve said.

“U.S. economic factors are
very healthy and we're seeing
the effect in the auto industry, —
not just in strong demand for

CONTINUED ON PAGE 2
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Warren Library
Holding Black
History Event

The Warren Public Library is
hosting a special seminar about
the Underground Railroad move-
ment and how it changed Ameri-
ca on Thursday, Feb. 8.

The presentation starts at 6
p.m. in the Warren Civic Center
Branch’s conference room, said
Warren librarian Cyndi Knecht.

Author and retired librarian
Evelyn Millstein will visit the li-
brary to talk about her book,
“The Underground Railroad,”
said Knecht.

“She has been a student of
African American history for 70
years,” Knecht said. “After retir-
ing as a librarian, Ms. Millstein
spent three years completing
this book. ‘The Underground
Railroad’ is a labor of love by a
woman who has dedicated her
life to promoting African Ameri-
can history.”

Knecht said that space for this
event is limited and those peo-
ple wishing to attend should re-
serve a seat in advance by call-
ing the Civic Center branch at
586-574-4564.

Tier I Supplier Sees Profit in Public/Private Partnerships

Government regulations have
an effect on how companies in-
vest in new automotive tech-
nology and there is value in pub-
lic-private partnerships to help
accelerate the development and
commercialization of advanced
technologies. So government
should not be afraid of working
with industry to support Ameri-
can innovation.

That was the message given by
Mihai Dorobantu, director of
Eaton’s Technology Planning and
Government Affairs - Vehicle
Group, before the U.S. Senate
Committee on Energy and Natu-
ral Resources, on Jan. 25.

Dorobantu, who is based at
Eaton’s Vehicle Group headquar-
ters in Galesburg, Mich., began
his testimony by saying that the
U.S. and global automotive indus-
try are in a period of rapid
change and development as the
auto industry moves into the
next generation of truck and pas-
senger vehicles. At the same
time, these rapid changes in the
industry also present challenges,
he said.

“We are part of a motor vehicle
parts manufacturing industry
that is a driving force in trans-
forming mobility through innova-
tion and technology, while lead-
ing greater environmental im-
provements through sustainabili-
ty around the global economy,”
Dorobantu said.

“Motor vehicle component
manufacturers are the nation’s
largest direct employer of manu-
facturing jobs in the U.S., em-
ploying over 871,000 workers in
all 50 states.

Together with indirect and em-
ployment-induced jobs, the total
U.S. employment impact of the
supplier industry is 4.26 million
jobs. The total jobs in the suppli-
er industry saw nearly 19 per-
cent growth between 2012 and
2015.”

Dorobantu said Eaton Vehicle
is a Tier I supplier and compa-
nies such as his provide the tech-
nologies and components that
make up more than 77 percent of
the value of a new vehicle. This
supply base has generated jobs
and investment in the U.S. econo-
my, he said.

“Regulatory pressure, techno-
logical innovation, and customer
expectations are driving adop-
tion of clean and intelligent prod-
ucts, challenging traditional no-
tions of mobility and creating ex-
ceptional growth opportunities
for well-positioned companies,”
Dorobantu said.

“Our technologies also enable
businesses to meet regulatory re-
quirements and performance
goals, ensure reliability and up-
time, and lower fleet operational
costs.

“Our experience tells us that
new product developments will
only succeed when all of these
customer expectations are met.
Our approach to innovation be-
gins and ends with these require-
ments.”

Dorobantu said that Eaton has
benefitted from its work with
several government agencies,
such as Oak Ridge National Labo-
ratory in Colorado.

By having access to labs’ high-
performance computing equip-
ment and vehicle testing equip-
ment — as well as the results of
government research on new bat-
tery tech — companies like Eaton
have maintained global competi-
tiveness.

“At the same time,” he said,
“we contribute our expertise and
research direction, materials,
and funding to the Labs’ efforts.
The result is that, working to-
gether, we create and demon-
strate new technologies and
jointly advance state of the art
technologies and enhance Ameri-
can competitiveness.

Eaton’s Dorobantu testifies before the U.S. Senate’s energy committee.

“We also work closely with the
Department of Energy, through
its Vehicle Technologies Office
and Advanced Manufacturing
Program. In partnership with the
Department of Energy, we suc-
cessfully developed the funda-
mentals of new technologies that
have become essential elements
of advanced products.”

From Eaton’s perspective, pub-
lic-private partnerships foster
collaboration across the industry
in a way that is not easily
achieved with separate commer-
cial entities acting independent-
ly, thus creating new opportuni-
ties and new products.

They connect basic research
capabilities in universities and
National Laboratories with indus-
trial research and development
organizations, accelerating the
pace of innovation.

And public/private partner-
ships connect technology start-
ups developing new ideas to in-
dustrial players that have manu-
facturing capabilities and scale,
Dorobantu said.

“They also demonstrate the
potential of new technologies,
enabling product development

You're invited!
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Join us for a 50-minute informative discussion on tips,
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e Construct a satellite

your Retirement Savings Plan.
e  Social Security maximization strategies.

¢  And more!

All attendees will be offered a complimentary

retirement stress test.
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KaydanWealthManagement.com | 329 W. Silver Lake Road, Fenton, MI 48430 | 2701 Cambridge Ct. Ste. 412, Auburn Hills, MI 48326 | Ph. 810.593.1624 | Fax: 810.593.1643
Investment advisory services offered through Kaydan Wealth Management, Inc. and Raymond James Financial Services Advisors, Inc.
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investment decisions that other-
wise would not be made in a con-
servative industry,” he said. “As
an example, the benefits of multi-
speed transmissions for electri-
cal trucks and buses are enabling
a shift towards commercializa-
tion by significantly reducing mo-
tor and battery needs.”

The vehicle industry, said
Dorobantu, is facing significant
challenges. As it is very capital-
intensive, the industry has his-
torically been relatively conser-
vative in investment. However,
the technology landscape is
changing rapidly and forward-
looking investment is imperative.

The industry, he said, is re-
sponding to the challenge of re-
ducing fuel burn, which adds
cost and complexity throughout
the supply chain. Evolving mar-
kets are also creating industry
challenges as we face increased
technology competition.

Ford Car Sales
See a Drop
This January

CONTINUED FROM PAGE 1

SUVs and pickups, but in de-
mand for high trim versions of
vehicles,” LaNeve said. “Our all-
new Expedition and Navigator
are off to a hot start across the
country; Platinum Expedition
and high series Reserve and
Black Label versions of Naviga-
tor are in high demand.”

Ford transaction prices hit
$37,000 per vehicle in January,
compared to $32,100 for the in-
dustry overall. Retail sales de-
clined 4.3 percent on 115,187 ve-
hicles sold, LaNeve said. January
saw new record average transac-
tion pricing for Ford, an increase
of $2,000, with incentive spend
down $200 compared to last
year.

He also noted that retail sales
of Ford Expedition gained 56.8
percent, with fleet sales off 66.3
percent due to order timing;
2018 Expedition is turning in just
11 days.

“All-new 2018 Ford Expedition
is off to a tremendous start, with
a high mix of Platinum models —
representing 29 percent of our
sales — pushing transaction price
increases of $7,800,” LaNeve
said. “We saw retail sales in-
crease in every region of the
country, with our largest market,
the Central region, up 46 per-
cent.”

F-Series sales of 58,937 vehi-
cles last month represent truck’s
best start to the year since 2004,
LaNeve said. Mustang retail sales
increased 10.7 percent, with a to-
tal of 4,732 cars sold. EcoSport
began sales for the first time in
the U.S. in January; stock contin-
ues to build as dealers are very
excited about this new SUV, said
LaNeve. Lincoln Navigator post-
ed a 131.7 percent retail gain last
month, with overall sales of
1,288 SUVs.

“Sales of our all-new Lincoln
Navigator are up triple digits in
every region of the country, with
the Western region up 135 per-
cent,” LaNeve said.
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Williams, left, presents Chevy’s Joe Jacuzzi with the Cars.com award.

ZR2 Pickup Truck Earns
Top Honors at Cars.com

CONTINUED FROM PAGE 1

maneuverability of a mid-size pick-
up with a host of new off-road fea-
tures and the most off-road tech-
nology of any vehicle in its seg-
ment.

Compared to a standard Col-
orado, the ZR2 features a three-
and-a-half-inch wider track and a
suspension lifted up by two inch-
es. Functional rocker protection
has been added for better per-
formance over rocks and obsta-
cles, and the front and rear
bumpers have been modified for
better off-road clearance, Ed-
wards said.

Its class-exclusive features,
said Edwards, include front and
rear electronic locking differen-
tials, available diesel engine, and
the first off-road application of
Multimatic Dynamic Suspensions
Spool Valve (DSSV) damper tech-
nology.

As a result, Edwards said, the
Colorado ZR2 delivers exception-
al performance in a variety of
scenarios, from technical rock
crawling to tight two-track trails
to high-speed desert running to
daily driving.

PickupTrucks.com Editor Mark
Williams had nice things to say
about the truck in the Web site’s
best pickup announcement.

“The factory-built ZR2 is the
kind of vehicle that off-road en-
thusiasts build in their garage. It
was given a good suspension lift;
the front and rear bumpers were
modified to allow for bigger
wheels and tires; it offers front
and rear lockers; and maybe
most importantly, Chevy planted
four high-tech racing shocks at
each corner, Williams wrote.

“When you think about it,
there’s really nothing truly spe-
cial about all those pieces, ex-
cept for the fact that one of the
largest and most conservative
companies on the planet is pro-
ducing it off the same line where
it builds thousands of vanilla
mid-size Colorado pickups.

“That’s what makes this vehi-
cle so special. During the devel-
opment phase, there were hun-
dreds, and possibly thousands,
of times when GM and Chevy
could have put the brakes on the
designs that make this pickup
what it is.

“But they didn’t — or at least it
appears that way.”

GM Enjoys Strong January SUV, CUV Sales

CONTINUED FROM PAGE 1

higher sales, share and transac-
tion prices.”

Buick and GMC were major con-
tributors to GM’s year-over-year
growth in crossover sales and to-
tal sales, Cain said. Buick also saw
a major acceleration in LaCrosse
deliveries, which contributed to a
year-over-year sales increase of 4
percent for the brand.

e The GMC Terrain, which is
new for 2018, saw a 14
percent increase.

e The GMC Canyon posted a 5
percent gain.

e Buick Envision sales were up
14 percent for the vehicle’s
best January yet.

e Buick LaCrosse sales more
than doubled to 3,006 units.

Buick’s crossover momentum
will continue to grow with greater
availability of the redesigned En-
clave, launched late last year, and
the Regal TourX, which began ar-
riving in dealerships in January,
Cain said. Cadillac was also strong

Banqguet Facility

Proudly
Fam/ly
Owned for

40 Years

Seating Accommodo’rlons
for 80-1200

“Experience the Elegance with Royalty”
(586) 264-8400

www.royaltyhouse.com e royalty@royaltyhouse.com

in several segments, helping the
brand earn a 9 percent increase in
retail deliveries.

Highlights include:

e Retail sales of the Escalade
were up 12 percent year
over year, the vehicle gained
more than 2 points of retail
segment share and ATPs
rose by about $2,300.

e In addition, retail deliveries
of the Cadillac XT5
crossover rose 9 percent,
and the ATS and XTS were
up 18 percent and 30
percent, respectively.

Other GM Highlights

2017):

e Retail deliveries were down
2 percent and retail mix of
total sales was 76 percent.

e Fleet sales were up 16

(vs.

percent, with combined
Commercial and Govern
ment deliveries up 44

percent and daily rental
deliveries down 7 percent.

¢ GM'’s incentive spending was
12.8 percent, down 1 point
from a year ago, and down 2
points month over month,
according to J.D. Power PIN
estimates.

e Average transaction prices
were up $1,270 year-over-
year, according to J.D. Power
PIN estimates.

Overall, Cain said, GM enjoyed
success in January. Vehicles like
the Chevrolet Bolt sold 1,177 vehi-
cles in the first month of the year.

That’s compared to 1,162 sold
during the first month of 2017,
Cain said.
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2017 Jeep Grand Cherokee has earned customer loyalty for FCA.

FCA’s Jeep and Ram Brand
Create and Keep Customers

FCA started off 2018 by taking
home five Automotive Loyalty
Awards from IHS Markit.

The Jeep brand was recog-
nized by IHS Markit for the sec-
ond year in a row for having the
highest conquest performance,
said FCA spokeswoman Claire
Carroll.

According to an IHS Markit U.S.
owner loyalty analysis, Jeep had
the best segment-adjusted con-
quest performance within the
competitive set during the 2017
model year.

The Jeep Grand Cherokee
earned its ninth Automotive
Loyalty Award for having the
highest model loyalty in the
non-luxury mid-size SUV seg-
ment for the 2017 model year,
Carroll said.

Jeep Wrangler was acknowl-
edged by IHS Markit for the sec-
ond year in a row for having
the highest model loyalty in the
non-luxury compact SUV seg-
ment.

The Ram 1500 was recognized
for its second consecutive year
for having the highest model
loyalty in the non-luxury
full- size half-ton pickup seg-
ment.

And for the sixth time, the
Dodge Challenger muscle car
was recognized for having

~ Cli? S

the highest model loyalty in
the non-luxury mid-size sport
segment for the 2017 model

year.
“IHS Markit is honored to
recognize those automakers,

brands and dealer networks
that are successfully executing
retention and conquest strate-
gies in an increasingly competi-
tive market,” said Steve Had,
vice president, sales and product
marketing solutions for [HS
Markit.

Loyalty is determined when a
household that owns a new
vehicle returns to market and
purchases or leases another
new vehicle of the same make,
model or manufacturer, Had
said.

This year’s awards are based
on an analysis of nearly 17.5 mil-
lion new vehicle registrations
during the 2017 model year,
which ran from Oct. 1, 2016,
through Sept. 30, 2017.

[HS Markit analyzes loyalty
throughout the year, said Had,
and regularly works with its cus-
tomers to effectively manage
owner loyalty and conquest
efforts through in-depth research
and analysis of automotive
shopping behaviors, related
market influencers and conquest
and retention strategies.

p—

" DELI & CATERING

CATERING
FOR YOUR EVENT

AT YOUR PLACE
OR OURS
seating up to 75

Our chefs create something exciting every day...

Deli Sandwiches &
Hot Bar Available All Day
Homemade Soups
Fresh Baked Bread

6177 Chicago Road « WARREN
(West of Van Dyke)
586-825-0067
www.cjscompanystore.com

LUNCH HOURS: M-Sat. 10am-3pm
CLOSED SUNDAYS

GREAT WHITE

ENTAL

( Dr. Julie Lezotte)

Great White
DENTALD>

12 Mile Road

1.75 Miles

Dequindre

West of
Tech Center

- Accepting New Families -

8990

(248) 399-4011

Great White Dental is a PPO provider & we accept most insurances

28755 Dequindre
Madison Heights, Ml 48071

HOURS:Mon. 10am-2pm, Tues. & Wed. 9am-5pm,
Thur. 8am-4pm, Fri. Closed e Sat. by Appt. e Sun. Closed

Includes:
Cleaning, Exam &
Full Mouth X-Ray

Ford Earns IHS Markit's Top Loyalty Rate

Ford earned several loyalty
awards from [HS Markit for 2018.

[HS Markit honored winners in
a variety of categories, said IHS
spokeswoman Michelle Culver.
Ford achieved the highest loyalty
rate of all makes during the 2017
model year, winning the Overall
Loyalty to Make award.

Ford’s Lincoln brand also did
well, Culver said, with the Lin-
coln MKC named winner in the
Luxury CUV compact category
and the MKX topping the Luxury
Mid-Size CUV category.

The MKZ was the winner in the
Luxury Traditional Compact Car
category, Culver said.

Automotive manufacturers
and brands were recognized for
superior customer retention and
conquest efforts during the 2017
model year (October 2016
through September 2017), Culver
said.

[HS Markit analysis found that,
with approximately 17.5 million
new vehicle registrations during
the 2017 model year, 53.6 percent
of customers returned to market
to purchase or lease another new
vehicle from the same make they
already owned.

This represents record loyalty
rate and an increase of 0.8 per-
centage points from last year.
New to the analysis this year is
the assessment of the impact a
garage mate of the same brand

has on defection. A garage con-
taining two vehicles of the same
brand will return to repurchase
from that brand 63 percent of the
time.

When the garage mate is a
competitive brand then the rate
of return drops 20 percentage
points to 43 percent brand loyal-
ty.
These data points can be used
to identify customers who may
look loyal to a given brand, but
are actually at higher risk for de-
fection.

As a result of this additional
analysis, Lincoln was found to be
the brand with Highest Loyalty

2017 Lincoln MKC is tops in customer loyalty in Luxury CUV category.

to Dealer, meaning, 48.5 percent
of all Lincoln owners returned to
a Lincoln dealer for another Lin-
coln in the 2017 model year.

“Our  Automotive Loyalty
Awards program continues to
demonstrate the focus automak-
ers, brands and their dealer net-
works place on winning back and
conquesting customers during a
strong sales year that’s become
even more competitive,” said Joe
LaFeir, senior vice president, au-
tomotive, for IHS Markit.

“We are honored to recognize
those industry leaders that are
working to improve their loyalty
efforts year over year.”

Ford Launches Chariot Service in Columbus

No two cities are exactly the
same.

That holds true whether one is
discussing the local food scene
or homegrown musical talent,
and it’s equally true when it
comes to how transportation
systems within these cities are
created and how they evolve
over time to meet the needs of
people in these different cities,
said Dan Grossman, Ford Smart
Mobility vice president, Global
Microtransit Services, in an es-
say for Medium.com’s “city of to-
morrow” Web page.

Traffic jams and long commut-
ing times may be challenges
cities everywhere face, but that
doesn’t mean they can be dealt
with in the same manner in each
location, Grossman said.

“To effectively reduce conges-
tion and pollution, we have to
take a deeper look at each city’s
transportation landscape - its
available modes of transit, local
preferences, etc. — and examine
its specific issues to find the
right solutions, Grossman wrote.

“As we work with cities and of-
ficials to address their unique
needs, we're looking to team up
with local players who can take a
more active role in the better-
ment of their communities.

“That’s why we’re launching
our Chariot shuttle service in
Columbus, Ohio, through a part-
nership with JPMorgan Chase as
part of the Smart Columbus ini-
tiative. Smart Columbus is fo-
cused on improving the trans-
portation infrastructure to re-
lieve congestion and accommo-
date a regional population that’s
expected to grow by one million
residents over the next two
decades.

“Like us, the group wants to
develop a comprehensive multi-
modal approach to transit that
drives economic growth, pro-
vides better access to jobs and
reduces pollution.”

Grossman said that by teaming
up with Chase, the region’s
largest corporate employer, Ford
is offering Chariot’s ride-sharing
service to roughly 400 employ-
ees who work at the company’s
Polaris Parkway location in
Columbus.

“By providing this service to
employees who report to work
here each day,” Grossman said,
“authorities can start reducing
the number of single-occupant
vehicles on Ohio roadways, and

Ford’s Chariot service starts worldwide shuttle test in Ohio.

move toward improving every-
one’s daily commute and overall
quality of life for residents.
Beginning on Jan. 22, Chariot
will dispatch its 14-passenger
shuttles along six initial routes
that weave through multiple
neighborhoods as they pick up
and drop off Chase employees.
Routes include Slate Hill and
Washington Park, Lewis Center
and North Polaris, Olde Sawmill
and Powell, Upper Albany and

Westerville, and downtown
Columbus.
“Our Chariots are also

equipped with bicycle racks to
accommodate those who wish to
bike to their nearest shuttle
stop,” Grossman said. “Providing
Chariot shuttles is just a first
step being offered by Smart
Columbus and Chase to improve
people’s quality of life in the city.
Riders are guaranteed a comfort-
able seat and internet access.
They won’t have to deal with
traffic congestion or be con-
cerned about where to park on
the Chase campus.

“Our service complements
Chase’s own ride-sharing pro-
grams and the public transit op-
tions already available to em-
ployees from Central Ohio Tran-
sit Authority.”

After all, the goal is to work di-
rectly with cities to figure out the
best way those in authority and
those in the transportation busi-
ness can improve commuting,
Grossman said.

Chariot in Columbus is a per-
fect example of how Ford’s ef-
forts to improve commuting and
local transportation comple-
ments existing transportation
options there, Grossman said,

while at the same time adding a
new way for residents who don’t
live near transit stops and would
typically drive alone to work to
commute.

With the introduction of Chari-
ot, along with the recent launch
of CMAX, a new rapid bus serv-
ice from Central Ohio Transit Au-
thority that runs along Cleveland
Avenue, the city of Columbus
and Chase are working to relieve
the impact thousands of single-
occupancy vehicles can have on
the road to create a more con-
nected city.

“Beyond these first six routes
with Chase, we’re planning to ex-
pand Chariot’s ride-sharing serv-
ice to other businesses and or-
ganizations in the Columbus area
who are looking for ways to im-
prove their employees’ com-
mute,” Grossman said. “As we
talk to cities around the world, it
is clear the residents of each
have different needs and differ-
ent challenges when it comes to
transportation. In Columbus,
Chariot’s enterprise service most
directly addresses the conges-
tion challenges facing residents
there.

“At Ford, we are committed to
working with everyone to im-
prove commuting in cities, in-
cluding businesses, universities,
hospitals and any other interest-
ed groups. As more organizations
commit to encouraging their em-
ployees to participate in carpool-
ing and ride sharing, it will play a
critical role in improving rush
hour, getting unnecessary vehi-
cles off the streets, and giving
people more time to spend doing
the things they care about, with
the people they care about.”
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New Duramax to Be Bullt at Flmt Engme

General Motors revealed that
Flint Engine Operations will
serve as the manufacturing site
for the all-new Duramax 3.0L tur-
bo-diesel for the 2019 Silverado.

In 2015, GM announced a $263
million investment in Flint Engine
Operations for a new engine line.
GM'’s most recent announcement
was on Jan. 17.

The 2019 Silverado will be
available with six engine/trans-
mission combinations, enabling
customers to find the combina-
tion of performance, efficiency
and value that best fits their
needs, said GM spokeswoman
Liz Trudeau.

One of these choices will be
the new Flint-built 3.0L inline-six
turbo-diesel.

The new turbo-diesel will be
paired with a Hydra-Matic 10-
speed automatic transmission
and will feature industry-exclu-
sive technologies that optimize
performance and efficiency.

It is expected to be an effi-
ciency leader in the Silverado
lineup.

“The next-generation Silverado

Employees at Flint Engine Operations install a Duramax 6.6L engine.

builds on the success of our cur-
rent models, many of which are
produced here in Flint,” said
John Urbanic, Flint Engine Oper-
ations plant manager.

“We are proud to expand the
industry-leading diesel portfolio
here in Vehicle City.”

With diesel offerings on Equi-
nox, Cruze, Colorado, Express,

Silverado 1500 and Silverado HD,
no other automotive brand
offers more diesel models or
diesels in more vehicle seg-
ments than Chevrolet, Trudeau
said.

Flint Engine currently pro-
duces 1.4L engines used in the
Chevrolet Cruze, Equinox and
Volt.

FCA Sees Its January Sales Fall Sharply

CONTINUED FROM PAGE 1

record for January. Jeep Chero-
kee total sales for January rose
16 percent to 14,621.

Dealerships began receiving
deliveries of the new 2018 Jeep
Wrangler in January, which is
being produced in Toledo,
Ohio.

Chrysler brand total sales de-
clined 21 percent in January to
10,584 compared with the same
month a year ago.

The Chrysler Pacifica minivan
posted a 20 percent sales in-
crease to 8,011 marking its best
January ever, Bennett said.

The 2018 Pacifica was also

named “Family Car of the Year”
by Cars.com in January.

Dodge brand total sales de-
clined 31 percent to 27,600. The
Dodge Durango full-size SUV con-
tinued generating strong results
by posting a 9 percent increase
in sales compared with the same
month a year earlier, Bennett
said.

The Dodge Challenger re-
ceived an Automotive Loyalty
Award from IHS Markit in Janu-
ary.

It had the highest model loyal-
ty in the non-luxury mid-size
sport segment.

Ram Truck brand sales were
down 16 percent to 32,039

?2018
DEALER OFJ
THE YEAR

BUICK
MICHIGAN

compared with the previous
year.

Ram unveiled the new 2019
1500 pickup truck at the North
American International Auto
Show in Detroit in January, Ben-
nett said.

The latest version of the truck
is slated to start production by
the end of the first quarter in
Sterling Heights.

Sales of Fiat brand declined 43
percent to 1,229 vehicles, but
Alfa Romeo brand sales of 1,648
vehicles were up significantly
compared with the same month
a year ago.

Giulia led the brand with 948
sales, followed by Stelvio at 688.

Centers
me:lg!j need Hcc 1942

Join us as we feed and give hope to those
need it most this Holiday season. Please
purchase your meal tickets today for
$2.05 each.

Donations to the Grace Centers of Hope
Holiday Meal Ticket Campaign can
be made online at
www.GraceCentersofHope.org
or by calling 1-855-Help-GCH.
Meal tickets can also be purchased at
each of the Grace Centers of Hope
Thrift Stores.

Than you to our customers

We're proud to have been awarded the 2018 Deadler of the Year for Buick
in Michigan and the United Stafes, presented by DealerRater.

" CONSUMER
\ SATISFACTION

\ AWARD

ealerRater

—

)

12018
DEALER OF
THE YEAR

BUICK
UNITED STATES

" SELLERS

REPUTATION IS EVERYTHING

SellersBuickGMC.com

248.478.8000
38000 Grand River Ave.
Farmington Hills, MI 48335
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EXPERIENCE @ THE NEW BUICK : WE ARE PROFESSIONAL GRADE

2018 BUICK 2018 BUICK 2018 GMC 2018 GMC
ENCLAVE ENCORE SIERRA ABADIA
ESSENCE PREFERRED SLE 4X4 - DOUBLE CAB
36 MONTH, 24 MONTH, *
10K PEfEY:QE $32 9* 10K PEEEVAEg\é $ ] 8 6* Mg\]TBH $179
Gl 51,999 DOWN FOR ONLY T RIeIVN O $1,999 DOWN

ELEVATION EDITION
10K PER YEAR .
20" BLAGK PIMS o

7ON BEDLINEr

DEAL# 73162 « STK# 6168-18
*GMS PRICING. MUST HAVE
BUICK GMC LEASE LOYALTY. $999 DOWN
PLUS 1ST PAYMENT, TAX, TITLE, PLATE,
AND DOC FEE. WITH APPROVED CREDIT
THROUGH GM FINANCIAL.

NO SECURITY DEPOSIT REQUIRED!

DEAL# 73160 « STK# 6361-18
*GMS PRICING. MUST HAVE
BUICK GMC LEASE LOYALTY. $1999 DOWN
PLUS 1ST PAYMENT, TAX, TITLE, PLATE
AND DOC FEE. WITH APPROVED CREDIT
THROUGH GM FINANCIAL.

NO SECURITY DEPOSIT REQUIRED!

DEAL#73157 - STK# 8106-18
*BGMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $1993 DOWN PLUS TAX, TITLE,
PLATE, AND DOC FEE. WITH APPROVED CREDIT
THROUGH GM FINANCIAL.

NO SECURITY DEPOSIT REQUIRED!

DEAL#73158 - STK# 7350-18
*BMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $399 DOWN PLUS FIRST PAYMENT,
TAX, TITLE, PLATE, AND DOC FEE. WITH APPROVED
CREDIT THROUGH GM FINANCIAL.

NO SECURITY DEPOSIT REQUIRED!

2018 BUICK 2017 BUICK ALL NEW 2018 GMC 2018 GMC
ENVISION REGAL
ESSENCE SPORT TOURING TERSBAI N YLSIL!SVQ N
B $0 50 BEA $199* (BT ¢ * T S *
LEASE MONTH 1 9 9 MONTH
FOR ONLY $999 DOWN FOR ONLY LEASE LEASE
) $999 FOR ONLY 3999 DOWN e 51,999 DOWN
DOWN 10K PER YEAR

10K PER YEAR

DEAL# 73161
*GMS PRICING. MUST HAVE
BUICK GMC LEASE LOYALTY. $999 DOWN
PLUS FIRST PAYMENT, TAX, TITLE, PLATE,
AND DOC FEE. WITH APPROVED CREDIT
THROUGH GM FINANCIAL.

OR
$16,699"
* STK# 6449-18 ', WAS 530,335
DEAL# 73164 « STK# 5811-17
*GMS PRICING. MUST HAVE BUICK GMC
LEASE LOYALTY. $999 DOWN PLUS FIRST
PAYMENT, TAX, TITLE, PLATE, AND DOC FEE.

NO SECURITY DEPOSIT REQUIRED!

DEAL#73158 - STK# B039-18
*GMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $989 DOWN PLUS, TAX, TITLE, PLATE,
AND DOC FEE. WITH APPROVED CREDIT
THROUGH GM FINANCIAL.

DEAL# 73148 - STK# B116-18
*BMS PRICING. MUST HAVE BUICK GMC LEASE
LOYALTY. $1993 DOWN PLUS FIRST PAYMENT,
TAX, TITLE, PLATE, AND DOC FEE. WITH APPROVED
CREDIT THROUGH GM FINANCIAL.

NO SECURITY DEPOSIT REQUIRED! NO SECURITY DEPOSIT REQUIRED!

NO SECURITY DEPOSIT REQUIRED!

2017 GMC
2017 BU|ECS:S|§N|6,EACOSSE ACADIA
LIMITED

27 899
WAS

DEAL# 73163 » STK# 5432-17
*GMS PRICING.
MUST HAVE BUICK GMC LEASE LOYALTY

$35,999" &

DEAL#73161+ STK# 8967-17
GMS PRICING. PLUS TAX TITLE,
PLATE AND DOC FEE.

PLUS TAX, TITLE, PLATE, AND DOC FEE.

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

40755 Van Dyke - Sterling Heights -
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

“Lease figured with $1500 Dealer IVC. Certif 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. *Alllease/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 385 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 certif cates may apply to lease/pur-
chase 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 2/28/18.

Thank You for Making Buff Whelan
#1 in the Country for 2017

CALL
JEFF CAUL
586-274-0396

OVER 1,000
New Chevrolets
in Stock!

TAX wr $ ) DOWN
WITH LEASE LOYALTY = NO SECURITY DEPOSIT REQUIRED

2018 CHEVY SILVERADQ 1500
-y $ 4X4 DBL CAB ALL STAR PKG
. 24 6 36 MTH LEASE

10,000 MILES
Equiped with Power Locks, Power Windows, Power Mirrors, Keyless Entry, Remote Start,
My Link Radio, Back-Up Camera, Auto A/C, Bluetooth & More...

2018 MALIBU 1L.T

DOWN

24 MTH LEASE

$258+ TAX wirn $

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

$ == 235 +mxums()nown

WITH CHEVROLET LOYALTY = NO SECURITY DEPOSI T REQUIRED
Equiped with 1.5L Turbo Engine, 7” touch screen radio, Onstar, Bluetooth, Keyless Entry
Back Up Camera, Alum. Wheels, Deep Tinted Glass & More...

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
M ©: Jeff Caul
77 CHEVY

[1omiern. | |

E‘ METRO PKWY. | ‘

586-274-0396

PEP QUOTES BY PHONE OR EMAIL: JEFF CAUL AT JCAUL@BUFFWHELAN.COM 19

»E
i

-]

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

*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 02/28/2018.

Winter Weather Requires
Different Driving Methods

Winter storms have been hit-
ting the country with an outlook
for continued blizzard conditions
and extreme cold temperatures.

The team at Chevy would like
to remind drivers of some of the
things they can do to be ready to
navigate the roads this winter,
said GM spokeswoman Maureen
Bender.

“Check out our list of winter
driving tips to help you stay safe
and prepared on the road,”
Bender said.

Be prepared before you hit the
road:

e Don’t drive on Empty. Bad
weather can cause unexpected
delays, so keep your gas tank at
least half full and your cell phone
charged.

e Prepare your car for winter.
Have a dealer or a trusted me-
chanic do any scheduled service.
Make sure your battery, tires,
lights, wiper blades and other
critical parts are ready for win-
ter. Check tire pressure, as it can
drop as the weather gets colder.

e Consider winter tires. They
provide added traction in snow
and ice, even for vehicles with
four-wheel-drive or all-wheel-
drive. If you drive regularly in
winter weather, a set of winter
tires can be a smart investment.

e Know your vehicle. Review
the sections of your owner’s
manual covering antilock brakes,
traction control, and four- or all-
wheel-drive (if equipped) to
make sure you are comfortable
with their operation. For quick
and easy access to your owner’s
manual, check out the my-
Chevrolet app.

e Stock your car. In addition to
a snow brush and ice scraper, it’s
a good idea to carry a snow
shovel and abrasive material
such as sand or cat litter.

Jumper cables, a flashlight and
emergency flares can help if you
encounter unexpected problems.
Cold weather clothing and emer-
gency blanket or sleeping bag
can be critical if you are stuck or
stranded.

What to do when behind the
wheel:

e Maintain your momentum. If
you must travel up a hill in
snowy conditions, it’s important
to leave enough room in front of
you and maintain your momen-
tum while traveling up hill. Stop-
ping in the middle of a hill can re-
sult in becoming stuck.

e Changing lanes. If you are
going to change lanes, you may
want to look for patches of snow
covered pavement, these areas
often provide better traction for
maneuvers. Once you signal for
your turn, and begin to maneu-
ver to the next lane, if the vehicle
slips it’s important to remember
not to overcorrect or panic, the
StabiliTrak system will assist in
your maneuver.

¢ In case of a skid. Don’t pump
the brakes. Look in the direction
you want the car to go and steer
smoothly in that direction. For
modern vehicles with antilock
brakes, don’t pump the brakes.
Rather, maintain pressure on the
pedal and let the ABS system
modulate the braking.

e [f the vehicle gets stuck. De-
pending on your vehicle’s
ground clearance and the snow
conditions, you can sometimes
gently rock the vehicle free. Turn
the steering wheel left and right
to clear the area around the front
wheels (or use a snow shovel).
Turn off any traction system.
Gently shift back and forth be-
tween reverse and a low forward
gear, spinning the wheels as little
as possible.

OVER 40 YEARS
OF QUALITY SERVICE

#44296

FEBRUARY
IS HERE

AND THE
PROGRAMS

REMAIN
GREAT

PI.EASE CALL FOR DETAILS.

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

BRUgELITIIIN CELL # 1-586-405-5175

'1-888-665-5438

@3 SUMMIT DRIVE ¢ 248-292-2502 ¢ 5825 HIGHLAND RD. (M59) ¢ WATERFORy

blitvin@unghamer.com

=] M E
= |--/ CHEW @ Drive Beautiful ESUANCTI  yy iap papsessionsl canoe

#42333 #21552
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Where You
Always

CHEVROLET Get..

Color Touch Screen Radio! Remote Keyless Entry!

Bluetooth for Phone! Aluminum Wheels!

Rear Vision Camera! Push Button Start!
Stocki# J38876

24 MONTH LEASE

([_) / ’
Was $26,405 Sale Price: $21,999" __IJ
NO Employee Discount REQUIRED! $999 Down

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

LEASE LOYALTY for Current Chevrolet, Buick and GMC Lessees!"
2018 CRUZE “LT” 2018 SILVERADO “LT”4WD DOUBLE CAB

ECOTEC3 4.3L V6 Engine!

GM Bed Liner INCLUDED!

Color Touch Screen Radio!
Steering Wheel Radio Controls!
Remote Keyless Entry!

Automatic Transmission!
Color Touch Screen Radio!
Aluminum Wheels!

Remote Keyless Entry!
Rear Vision Camera!

Bluetooth for Phone! Aluminum Wheels!
Stock#J41093 Stock# J41869
4 NO Employee Discount REQUIRED! NO Employee Discount REQUIRED!
Was $22,325 Sale Price: $16,389" Was $41,910 Sale Price: $31,199"

24 MONTH LEASE 24 MONTH LEASE
i ; _) / r ; _1 P )
$999 Down $999 Down
NO Security Deposit required. Tax, title and plate fees extra. NO Security Deposit required. Tax, title and plate fees extra.

2018 MALIBU “LT” 2018 “All New” TRAVERSE “LS”

cmm——— —— .
Color Touch Screen Radio! ’ ‘
Bluetooth for Phone! ;
[ =4 - =

Rear Vision Cameral
Aluminum Wheels!

3.6L V6 SIDI VVT Engine!
8 Passenger Seating!

Color Touch Screen Radio!
S J Rear Vision Camera!
18" Aluminum Wheels!

Power Driver’s Seat!
Remote Start and Entry! Remote Keyless Entry!
Stock# 2J3303 Stocks# J40442

Was $26,895 Sale Price: $20, 499* Was $32,995 Sale Price: $27,629"
24 MONTH LEASE 24 MONTH LEASE

(HVJJ w "J/f)f)

$999 Down $999 Down

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

SHOWROOM HOURS:

Monday 8:00 AM -9:00 PM
Tuesday 8:00 AM - 6:00 PM
Wednesday 8:00 AM-6:00 PM
Thursday 8:00 AM - 9:00 PM

H " = Frid : - B:
-~ CHEVROLET RICH MILNE DAVID BERCEL JR. 4L st Tk
moran Ch evy. com rmilne@moranautomotive.com dberceljr@moranautomotive.com ( 5 8 6 ) 7 9 1 ® 1 0 1 0

35500 S. Gratiot Avenue... North of 15 Mile / Clinton To wnship / FIND ROADS
*Pictures may not represent actual sale vehicle. All applicable incentives including bonus cash, bonus tags, competitive lease, lease conquest and/or lease loyalty offers have been deducted from Sale Prices/Payments and are subject to -
change by the manufacturer without notice and are plus title, tax, plate and CVR fees and were valid at time of printing. GM Employee discount require except where noted. Leases are 10,000 miles per year. Disposition fee may be required at CHEVROLET , y 77

lease turn in. $2500 minimum trade in guarantee is for 2006 or newer vehicles in drivable condition. No branded or salvage titles. Restrictions may apply, see dealer for complete details on all incentives/offers. Sale ends 2/3/2017 @ 6:00PM.
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M WE ARE PROFESSIONAL GRADE 2016 GMC DEALER OF THE YEAR « 2016 GMC DEALER OF THE YEAR - 2016 GMC DEALER OF THE YEAR
2018 GMC SIERRA DOUBLECABSLE 2018 GMC ACADIA SLE1 2018 GMC YUKON SLE

PURCHASE FOR ELEVATION EDITION PURCHASE FOR PURDHASE FOR PURCHASE FOR

531,449 522,/49" 48 779 = 345979 521,949

PAGE 8 FEBRUARY 5, 2018

@) BUICK

2018 GMC SIERRA 1500 DENALICREWCAB 2018 GMC TERRAIN SLE

PURCHASE FOR

STOCK #G682207 STOCK #682219 sTOCK #5551971 STOCK #GBBDBBS m&‘ STOCK #G5808
= "'l :
NO GM 3 NO GM w
EMPLOYEE EMPLOYEE e
DISCOUNT DISCOUNT & - — \
REQUIRED REQUIRED = REQUIRED

9 9 9 DOWN

3GMDNTHS

saapER 2 I ssss 1] spm 35 5999 sasapm $999 5319PER 35 $399 PER 2 I
MONTH MONTHS DOWN MONTH MONTHS DOWN MONTH DOWN MONTH MONTHS DOWN MONTH MONTHS

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

2018 BUICK LACROSSE

PURCHASE FOR ESSENCE

27,429 2

STOCK #VKIHO4

2018 BUICK ENCLAVE

PURCHASE FOR ESSENCE

538, 599

STOCK nBJSWCM

2017 BUICK REGAL

PURCHASE FOR PREMIUM II

STOCK rxBA/W 95

201_8 BUICK ENCORE

PURCHASE FOR

518,049

STOCK #B582243

2018 BUICK ENVISION

PURCHASE FOR AWD PREFERRED

2 3‘”‘-

AWD PREFERRED

NO GM
EMPLOYEE
D\S( () JN

32191136 uonce 33692.0/3%00c $3095../36....5999....

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

TUES., WED. & FRI. 8:30AM-6PM
1
VISIT OUR WEBSITE: edrinke.com el ANIDXKE ATO /2 L lIHED Makowski kirgin
Now looking for experienced salespeople to join our team! com

All prices and payments include GM rebates. Pictures may not represent actual vehicle. Pricing subject to change per GM i i Prices and are ive 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 deposn required on certain vehicles — to be determined

LEASE FOR

$ .l 59%\1% ‘ 24M0Nws

LEASE FOR

*
693, 124
MONTH 'MONTHS|

SHOWROOM HOURS:
MON. & THURS. 8:30AM-9PM

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

$999....

$999....

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 by iser. Certain ictions may apply,
see dealer for complete details. ** Exp date: 2/11/2018.

v
- 2016 CHEVROLET DEALER OF THE YEAR - 2016 CHEVROLET DEALER OF THE YEAR

2018 CHEVY SILVERADQO

NO GMEMPLDYEED(SCOUNTREDU!RED 1500 LT DBL CAB
PURCHASE FOR

$99 permonTH OR $31 919*
24MUNTHS $999DOWN

STOCK #580771

2018 CHEVY MALIBU .1

NO GM EMPLOYEE DISCOUNT REQUIRED
LEASE FOR
PURCHASE FOR

$89 permontH OR $19 579*

2018 CHE VY BOLT i1

LEASE FOR
PURCHASE FOR

$299PER montH OR $33 789*
36MDNTHS $99900WN

STOCK #472006

2018 VOLT LT rmamanci

NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$22 9 permonTH OR $2PLgCHA9855%

2018 CHE VCRUZE LT

NOGM EMPLOYEE DISCOUNT REQUIRED
g HATCHBACK
PURCHASE FOR

$89 PER MONTH OR$17 289*
24MDNTHS 999DOWN

STOCK #480052

2018 CHEVYRAX s

NO GM EMPLOYEE DISCOUNT REQUIRED
LEASE FOR

$69 PER MONTH 0R$2PLBCHA4$E§R9*

2018 CHE VY EQUINOX LT

NO GM EMPLOYEE DISCOUNT REQUIRED
LEASE FOR
PURCHASE FOR

$79 PER MONTH OR$24 039*
24MDNTHS $999DDWN

STOCK #580056

2018 CHEVY TRAVERSE LS

NO GM EMPLOYEE DISCOUNT REQUIRED
LEASE FOR
PURCHASE FOR

$159 per monTH OR $27 389*

24...,.5999... 36..5999.. s 24.,.°999.. 24....5999...
GM CARD TOP OFF UP TO $3,000 « NO APPOINTMENTS NECESSARY FOR OIL CHANGES

o FAST + FRIENDLY + DISCOUNTS
s/raw'
l’lﬂl”- INE

STOCK #VJPJSR STOCK #581485 STOCK #580417

586-7?1425?000
. £ e - ex
== ) o= Certified Service LUBE OIL FILTER =y @) omac Certified Service
» _'"_-m: il

GM SERVIGE CENTER Up to 5 gts. We use Genuine G Oil & Fitter TRANSPORTATION

MICHIGAN’S LARGEST *SERVICE DEPT. *PARTS *BODY SHOP No additional or hidden charges. Out the do_or pricing. AVAILABLE
Open Mondays & Thursdays until 8:30pm e During Scheduled Repairs
866-452 -1 547 Fluid LGVBL Excludes synthetic, Diesel & Med. Duty Trucks. FREE OIL CHANGE With Each Maior Repair

Most GM cars & trucks. One coupon per customer.
Must present coupon with order. Plus tax. Expires 2-28-18.

Brake & Alignment Check Included.

WE REPAIR ALL MAKE & MODELS

26125 Van Dyke @ 10'/= Mile * Center Line, Ml 48015 - ¥
¥ (@) o Certified Service

SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm ¢ Shuttle at 6:30am - Pick-up Both Ways e All Day starting at 6:30am.

[=]yF[=] swmwww.w B 457 el NG Wt (adatd) (8 s S5 bk a2 yld) s Seits!

T 1-877-451-7707.

26125 VAN DYKEATA01/2 MILEROAD FlEr B oSt ol

VISIT OUR WEBSITE:
edrinke.com FACEBOOK
SHOWROOM HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6PM / FIND ROADS
All prices and payments include GM rebates. Pictures may not represent actual vehicle. Pricing subject to change per GM i ives. Prices and are i ive of active GM discount (unless otherwise stated). 2018 Models are price and discounted y

CHEVROLET /

V—d o

at supplier. Al 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 pax
ments are plus tax, title, plate fee w/ aoqulsmon fee up front, refundable security deposit requlred 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 ined by Certain ions may apply, see dealer for complete details. 2018 Volt is a courtesy
vehicle ** Exp date: 2/11/2018.
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