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Kavka sings the National Anthem at Little Caesars Arena.

by Jim Stickford

It’s a long way from FCA’s Sup-
plier Quality Program to singing
the National Anthem at FCA’s
Battle of the Brand hockey tour-
nament held at Little Caesars
Arena last month, but it’s a jour-
ney Christine Kavka has made.
Kavka, a Supply Chain manag-

er at FCA, grew up in Sterling
Heights and is a graduate of
Michigan State University’s Sup-
ply Chain Management program,
but actually started off as a Vocal
Performance major.

When asked why she switched
majors, Kavka said that she de-
cided to make the switch when
she was a sophomore. As a fresh-
man, she got to know a senior in
the Vocal Performance program.
That senior graduated with a de-
gree and went off to Europe to
get her “foot in the door” of the
European opera scene. But she
came back when she ran out of
money.
“The reason for the switch was

that I didn’t want to be a starving

FCA Supply Chain Manager
Sings From Her Heart
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2018 Bolt EV

2018 Expedition

Overall Ford Motor Company
U.S. sales for February totaled
194,132 vehicles – a 6.9 percent
decline, said Mark LaNeve, vice
president of U.S. Marketing, Sales
and Service for Ford.
Fleet performance is down 3.8

percent on sales of 71,059 vehi-
cles, LaNeve said. Ford’s overall
transaction prices compare fa-
vorably against the industry,
$36,200 versus $32,200.
Retail sales totaled 123,073 ve-

hicles last month, a decline of 8.5
percent. With the highest trans-

action pricing of any full-line
automaker, Ford posted an in-
crease of $2,100, with incentive
spending down $80 compared to
a year ago.
“Our higher trim level vehicles

are really resonating with our
customers, who are looking for
more content and technology
than ever before,” LaNeve said.
“This is especially true of our
trucks and SUVs. Our all-new
Ford Expedition and Lincoln Nav-
igator are moving fast, as we
work to increase our output to

keep up with our customers’ pas-
sion for these two vehicles.”
LaNeve said that Lincoln Navi-

gator sales’ climb, with retail
sales up 60.1 percent for Febru-
ary.
The new SUV is sitting on deal-

er lots for just 9 days on average
and 6 for Black Label. Demand
for Lincoln’s Reserve and Black
Label SUVs is overwhelming, rep-
resenting 85 percent of sales,
providing Navigator with a

Ford SUVs Move Fast, Overall Sales Down

General Motors reported
220,905 car, crossover and truck
deliveries in the United States in
February.
Overall, GM sales were down

6.9 percent in total and 10 per-
cent on a retail basis compared
to an exceptionally strong Febru-
ary 2017, said GM spokesman
Jim Cain. Last year, GM had
record sales of crossovers, large
SUVs and pickups. The light ve-
hicle SAAR was 17.5 million
units,
While overall sales declined,

the Cadillac brand saw a 14 per-
cent sales increase versus a year
ago, driven by the XT5, ATS and
the Escalade, Cain said.
Since the beginning of 2018,

the Cadillac Escalade has gained
significant retail market share
and posted large increases in av-
erage transaction prices (ATPs)
despite new competition in the
segment. Through February,
Escalade retail sales are up 10
percent, retail segment share is
up 3 percentage points and
transaction prices are consider-

ably higher, rising about $1,400
per unit to more than $82,700.
Cain said Chevrolet’s cross-

overs were up 7 percent compared
to a year ago, with the Equinox,
Traverse and Bolt EV posting their
best-ever February sales. The
Chevrolet Suburban and Colorado
also had very strong February
sales, with deliveries up 28 percent
and 7 percent, respectively.
GMC crossovers were also up

19 percent, with the Terrain

Bolt EV Bright Spot for GM February Sales

FCA US reported sales of
165,903 vehicles in February
2018, a 1 percent decrease com-
pared with sales in February
2017 of 168,326 vehicles.
Overall sales were bolstered

by the Jeep brand which posted
a 12 percent total sales increase,
said FCA spokesman Jeff Ben-
nett. The Jeep brand also report-
ed the best-ever February retail
sales of 61,122 vehicles.
Meanwhile, fleet sales for the

month fell by 3 percent com-
pared with February 2017. Fleet
accounted for 26 percent of total
sales.
Jeep brand total sales in-

creased 12 percent in February
to 70,020 vehicles, Bennett said.
The Jeep Renegade and Jeep
Wrangler led the portfolio by re-
porting their best February sales
ever.
Wrangler sales increased 17

percent to 15,936 vehicles while

Renegade rose 4 percent to 8,249
vehicles.
Ram Truck brand sales fell 14

percent to 36,737 vehicles com-
pared with the previous year.
Ram fleet sales were cut by 44
percent compared with the prior
year, Bennett said. Ram Light
Duty pickup retail sales in-
creased 8 percent to 20,384 vehi-
cles. The new 2019 Ram 1500

Renegade, Wrangler Best February Ever
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Building on past success,
Buick has invested a lot of time
and effort making sure the Envi-
sion stays ahead of the pack
when it comes to design and per-
formance.
So, refined design cues, re-

sponsive performance enhance-
ments and intelligent technology
expand on the Envision’s grow-
ing popularity, Buick spokes-
woman Jennifer Korail said.
The 2019 Envision features a

newly sculpted front and rear,
signature grille and new wheel
choices.
With a focus on quality and

safety, the design and engineer-
ing teams also welcomed input
from current Envision owners to
enhance the vehicle.
“Some of the 2019 Envision’s

most notable changes are the re-
sults of listening to our cus-
tomers,” said Elizabeth Pili-
bosian, Envision chief engineer.
“Beneath the updated exterior
are a number of changes guided
by a goal of offering the most re-
fined and pleasant driving experi-
ence possible.”
Envision highlights include

new nine-speed automatic trans-
mission for 2.0L turbo models.
Buick now offers this innovative
transmission on five models
across the lineup, as well as a

2.0L turbo engine that offers in-
creased vehicle performance of
252 horsepower and 295 lb.-ft. of
torque. The engine and transmis-
sion updates produce 0-60 mph
acceleration just under a half-
second quicker than the 2018
model.
The engine will also come with

stop/start deactivation switch –
a Buick first in North America,
Pilibosian said. The Envision’s
other features include single rate
brake booster for improved over-
all brake performance that re-
quires less effort and flexibility

to switch between Adaptive
Cruise Control and conventional
Cruise Control.
Korail said Buick has put a lot

of focus on the customer. Initial
owner feedback and solid sales
growth indicate the Buick Envi-
sion is delivering the luxury and
features desired by compact SUV
customers.
“Refinements across the 2019

Envision are aimed at providing
the best that the vehicle offers,
plus the flexibility and options

New Envision Features Latest Technology
Combined with Refined Design Features

2019 Envision
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2018 Renegade
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Many have said in jest that
fans of the Jeep brand are mem-
bers of a cult. Turns out that
there is some truth to that comi-
cal observation.
Jeep has been recognized as a

2018 “Cult Brand” Honoree at the
annual The Gathering (Society of
Cult Brands).
Jeep is the first and only auto-

motive brand to be recognized
by the association. Eight brands,
and their leaders, were honored
at The Gathering in Banff, Alberta
Feb. 21-23. The brands named
2018 honorees were chosen for
their outstanding courage and
unconventional thinking in
achieving enviable brand engage-
ment and reaping the benefits of
cult-like status, said FCA spokes-
woman Diane Morgan.
Other winners included Snick-

ers, a candy bar; Gatorade, a
sports drink; Vans, a shoe manu-
facturer; Jack Daniels, a whiskey;
Beats by Dr. Dre, an audio equip-
ment provider; Charity: Water , a
charity that helps poor commu-
nities get water; and Playstation,
a video game hardware system.
“Having the Jeep brand ac-

knowledged as a Cult Brand Hon-
oree, just as the all-new 2018
Jeep Wrangler and new 2019 Jeep
Cherokee begin to arrive in deal-
erships, is a testament to the
people who since 1941 have dedi-
cated themselves to building the
world’s most capable SUVs with
off-road capability that is second
to none,” said Mike Manley, head
of Jeep Brand – FCA.
“The global Jeep community is

like no other. There is no other
automotive brand that is so in-
stantly recognizable and woven
into the history of its home na-
tion yet recognized around the
world, and one that is protected
with such a passion by its own-
ers, fans and followers.”
“Other automotive brands,”

said Chris Kneeland, The Gather-

ing co-founder and chair of the
Brand Selection Committee,
“have been nominated over the
years, but it’s so fitting that Jeep
is the first Cult Brand Honoree.
It’s an iconic brand with vehicles
that stand apart from any other
in the automotive category.
Their marketing, product inno-

vation and customer engagement
are best-of-breed and represent
exactly how cult brands foster in-
ternal and external brand en-
gagement.”
The Gathering’s Web site said

of the Jeep brand that for “75

years the Jeep brand has been in-
delibly linked to freedom, adven-
ture, authenticity and passion.
The brand’s unwavering commit-
ment to strength and meaningful
engineering has helped forge an
extraordinary, uncommon bond
between the vehicles and their
owners.
“Jeep’s core values are embod-

ied in every Jeep vehicle’s DNA.
Jeep vehicle owners have long
known that ‘Go Anywhere, Do
Anything’ is a way of life, not just
a slogan.
“The Jeep badge stands for

more than a brand. In truth, it’s a
badge of honor.”
Founded in 2013, The Gather-

ing is a summit focused on ex-
posing the principles and prac-
tices employed by the world’s
most successful brands, Morgan
said. Keynoted by Brene Brown,
The Gathering 2018 brought to-
gether respected thought leaders
and senior executives behind
brands who’ve dominated their
industries or categories by win-
ning the irrational loyalty and de-
votion of customers and fans the
world over.

musician my whole life,” Kavka
said. “Plan B was always some
sort of business degree.
“As a freshman, I took a Supply

101 class and found that I en-
joyed it. My older brother was a
business major at MSU and said
that Supply Chain Management
was a good major, so I made the
switch.”
After graduation, Kavka got a

job in the purchasing depart-
ment of the A&W Root Beer
restaurant chain.
“Their headquarters used to

be in Livonia,” Kavka said. “Over
the years, I’ve had a few jobs
with Tier I suppliers. I joined FCA
back in 2010.”
While she has pursued a

career in supply management,
Kavka never gave up on her
love of music. She performed,
over the years, in several area

choirs and currently sings with
Renaissance Voice of Henry Ford
College in Dearborn.
And because she kept up with

her singing, Kavka jumped at the
opportunity to try out and sing
the National Anthem for the De-
troit Tigers back in 2003.
“I had seen an advertisement

in a paper covering the ‘Tiger
Fest’ event back in 2003,” Kavka
said. “That’s something the
Tigers do in January. Players go
out and meet with the media and
people during staged events.
One year, they went to the De-
troit Arsenal in Warren. They do
stuff like that every year.”
In 2003, they held an open au-

dition at a Tiger Fest event.
They were only taking the first

50 applicants and the audition
song was the National Anthem.
She was one of the 50 and passed
her audition.
“They were pleased with my

performance before the game I
sang and called me up to per-
form two more times in 2003 and
2004,” Kavka said. “They normal-
ly don’t do that, but the Tigers
have a lot of home games – 81 –
during the year they sometimes
will bring people back.”
Kavka said that singing the Na-

tional Anthem is considered diffi-
cult by many performers be-
cause it has a wide range be-
tween the low notes and the high
notes.
Kavka even got to sing the

Canadian National Anthem at the
2008 Detroit Grand Prix. The
event was being sponsored by
the Bosch company and she was
working there at the time.
The person they lined up to

sing the song realized, at a late
date, that she couldn’t do it, so
Kavka received a call about 24
hours before the event, asking if
she could do it. She could and
did.
Kavka said she also used to

sing the National Anthem for
minor league soccer games in
Pontiac.
And, for the last three years,

she has sung both the American
and Canadian national anthems
at FCA’s “Battle of the Brands”
hockey tournament. This year, it
was held at the new Little Cae-
sars Arena in downtown Detroit.
“I got to sing the anthems for

two of the four games,” Kavka
said.
“I have to say that it was nice

performing at the new arena and
I really hope to continue to do
this for future tournaments.”
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pickup truck is slated to begin
production by the end of March
in Sterling Heights.
Chrysler brand total sales de-

clined 3 percent in February to
16,150 vehicles compared with
the same month a year ago.
The good news is that

Chrysler Pacifica minivan posted
a 27 percent sales increase to
11,482 vehicles.
The Dodge brand total sales

for February fell by 8 percent to
40,187 vehicles.
Not all the news was bad.

Sales of the Dodge brand’s
Charger rose 9 percent to 7,568
vehicles.
Sales of Fiat declined 42 per-

cent to 1,241 vehicles. That is
compared to the Alfa Romeo
brand, where sales of 1,568 vehi-
cles were up significantly com-
pared with the same month a
year ago.
Giulia led the brand with 853

sales followed by Stelvio at 695,
Bennett said.

FCA Monthly
Sales Drop,
Jeep’s Rises

CONTINUED FROM PAGE 1

Jeep Brand Officially Earns Its ‘Cult’ Status in 2018

Wranglers have enjoyed strong support for years, and are a big reason Jeep has been named a “Cult Brand.”

FCA Supply Manager Sings from the Heart
CONTINUED FROM PAGE 1

http://www.detroitautoscene.com
mailto:info@detroitautoscene.com


Being a green company is not a
one-time thing, which is why
General Motors expanded its
landfill-free program to make all
of the company’s manufacturing
plants in Canada, Mexico, South
Africa and South America all
plants that recycle, reuse or
convert to energy all waste from
daily operations.
With the addition of 27 newly

certified facilities, General Mo-
tors has 142 manufacturing and
non-manufacturing landfill-free
facilities globally – more than
any other automaker, said GM
spokeswoman Carolyn Markey.
“We aspire to be a zero-waste

company with all manufacturing
plants achieving landfill-free sta-
tus,” said Dane Parker, vice presi-
dent, Sustainable Workplaces.
“That zero mindset is driven

by our local teams and their
efforts to find innovative and
sustainable solutions that im-
prove the communities where we
live and work. Our Canadian
manufacturing operations are di-
verting 100 percent of waste
from landfills, keeping resources
in the value chain and reducing
greenhouse gas emissions.
“Small, simple solutions also

are having a significant impact.
At the Oshawa Assembly Plant
and Canadian Technical Center
(Oshawa Campus), new waste,
compost and recycling container
systems in kitchenettes and high-
traffic areas are improving recy-
cling efficiencies. Through onsite
leadership efforts and employee
participation, mixed container
recycling has improved from 45
percent to 80 percent since
2016.”
“We don’t see things as they

are, but what they could be,”
said John Bradburn, General Mo-
tors Global Waste Reduction
manager. “To us, waste is simply
a resource out of place.”
From repurposing old concrete

for new walkways at the compa-
ny’s sites to cleaning instead of
disposing of oil-soaked cloths

used in the paint processes, the
teams in South America find cre-
ative and simple solutions to re-
duce waste, Bradburn said.
For instance, General Motor’s

São Caetano do Sul plant in
Brazil lines waste cans through-
out the facility with plastic
bags originally used by a local
supplier for parts shipment. The
project avoids sending nearly
8,000 plastic bags to landfill
each year.
Global waste management ef-

forts remain important to the
company’s top and bottom lines
by delivering efficiencies, gener-
ating revenue and helping with
cost savings, Markey said.
The 79 landfill-free manufac-

turing operations on average
reuse, recycle or compost ap-
proximately 96 percent of their

waste from daily operations
and convert 4 percent to energy.
A key part of the company’s

strategy is to scale impact
through collaboration and best
practice sharing among its global
operations and external mentor-
ship, Markey said.
General Motors co-champi-

oned the U.S. Business Council
for Sustainable Development’s
Materials Marketplace, an online
database for companies that
match traditional and nontradi-
tional industrial waste streams
with new product and revenue
opportunities.
In addition to sharing its land-

fill-free blueprint, the company
also mentors approximately 25
businesses each year on how to
best manage complex waste
streams, Markey said.

GM Pushes Ahead with Landfill-Free Sites
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The UAW Retiree Medical Ben-
efits Trust (the “Selling Stock-
holder” or “the VEBA Trust”) in-
tends to offer for sale 40 million
shares of GM common stock in
an underwritten secondary offer-
ing, according to a Feb. 27 Gener-
al Motors Co. announcement.
The Selling Stockholder will re-

ceive all of the proceeds from
this offering. No shares are being
sold by GM, said GM spokesman
Tom Henderson.
In connection with the VEBA

Trust’s acquisition in 2009 of the
shares of GM common stock sub-
ject to this offering, the U.S. De-
partment of Labor required the
VEBA Trust to appoint an inde-
pendent fiduciary to make all de-
cisions with respect to the dispo-
sition of such shares, Henderson
said.
Brock Fiduciary Services LLC

is the independent fiduciary and
investment manager to the VEBA
Trust for these shares.
GM also announced that, sub-

ject to the completion of the of-
fering, it intends to repurchase
from the underwriters a portion
of the 40 million shares of com-
mon stock being offered having
an aggregate value of approxi-
mately $100 million at a price per
share equal to the price per
share that the underwriters pay
to the VEBA Trust in the offering,
Henderson said.
Citigroup and Barclays are act-

ing as underwriters for the offer-
ing.
The underwriters may offer

the shares of common stock, ex-

cluding the shares to be repur-
chased by GM, from time to time
in one or more transactions on
the NYSE, on the over-the-
counter market, through negoti-
ated transactions or otherwise,
at market prices, at prices relat-
ed to market prices or at negoti-
ated prices.
Additional Information for In-

vestors GM has filed a registra-
tion statement (including a
prospectus) with the U.S. Securi-
ties and Exchange Commission
(SEC) for the offering to which
this communication relates, Hen-
derson said.
Those investing should read

the prospectus in that registra-
tion statement and other docu-
ments GM has filed with the SEC
for more complete information
about GM and this offering.
Prospective investors may get
these documents for free by vis-
iting EDGAR on the SEC Web site
at www.sec.gov.
Alternatively, GM, any under-

writer or any dealer participating
in the offering will arrange to
send any prospective investor
the prospectus if the prospective
investor requests it by contact-
ing Citigroup, c/o Broadridge
Financial Solutions, 1155 Long
Island Avenue, Edgewood, NY
11717 or by phone at 800-831-
9146 and Barclays Capital Inc., in
care of Broadridge Financial So-
lutions, 1155 Long Island Avenue,
Edgewood, NY 11717; barclays-
prospectus@broadridge.com or
by calling 888-603-5847, Hender-
son said.

UAW’s VEBA Selling Stock

customers desire most at a price
point true to Buick’s attainable
luxury promise,” Korail said.
“Pricing starts at $32,990 (ex-

cludes tax, title, license, dealer
fees and optional equipment).
All trim levels have been ad-

justed toward the heart of the
premium compact SUV market,
further positioning the Envision
to capture the interest of loyal
Buick owners looking to move up
to the next-sized compact SUV
and conquest buyers who are
considering Buick for the first
time.”
“The Envision brings a tremen-

dous growth opportunity for the
Buick brand,” said Sam Russell,
Buick marketing director. “The
new pricing strategy not only

puts the Envision in the heart of
the industry’s largest segment,
but also better positions it in re-
lation to Encore, our top-selling
nameplate.”
Nearly 60 percent of all Encore

buyers come from outside Gener-
al Motors, Korail said. These
new-to-Buick customers are in-
creasingly return buyers, with
nearly half of them likely to trade
in their vehicle to buy another
Buick SUV, she said.
In addition to attracting new

customers to the Buick brand,
said Russell, the 2019 Envision is
designed with these existing En-
core customers’ evolving needs
and preferences in mind.
Part of what attracts these new

customers is how the Envision is
thoughtfully refined, inside and
out, he said. Its exterior has a

sculpted front fascia, new grille
and headlamps that align with
the new face of Buick.
Crisp horizontal lines on the

front, he said, create a more pre-
mium look and feel, while re-
designed taillamps, reflectors
and side markers give the back
end a wider and more athletic
stance.
New optional 19-inch wheels

provide an expressive and dis-
tinct profile, said Russell.
The 2019 Envision goes on sale

in the spring of 2018 and will be
available in five trim levels start-
ing at Envision ($32,990), Pre-
ferred ($34,495), Essence
($36,795), Premium ($41,695) and
Premium II ($44,595).
Prices exclude tax, title, li-

cense, dealer fees and optional
equipment.

New Envision Features Latest Technology
Combined with Refined Design Features
CONTINUED FROM PAGE 1

Employees in South Africa help make GM landfill-free.
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DETROIT’S #1 CHEVY DEALER IN MIDTOWN

FREE is now available for customers at the Ren-Cen

Delivery to Home or Office
Contact me for the Best Chevy Deal!

BeckyD@JamesMartinDetroit.com
Direct: 313.875.0507
Main: 313.875.0500
6250 Woodward Ave.

Detroit

2018 EQUINOX FWD LT

All rebates to dealer includes Chevrolet, Buick or GMC lease loyalty. Payment plus tax, title, doc fee, license. Requires
GM Employee discount. 10,000 miles year. Disposition fee may be required at lease turn in. With approved credit.
Expires 3-31-18

LEASE FOR

$229*MONTH+ TAX

24MONTHS
$0DOWN

10K MILES PER YEAR • W/Chevy Lease Loyalty

2018 GM Accessory Employee
Discount Program

GM Employees and family members can save 20% from MSRP on
eligible GM Accessories.
Order you accessories from parts and pick up on your way home!

Contact the Parts Department for details

2018 SILVERADO 1500 LT DBL CAB

LEASE FOR

$217*MONTH+ TAX

24MONTHS
$0DOWN

10K MILES PER YEAR • W/Chevy Buick GMC Loyalty

Mighty AI and Mcity are team-
ing up to provide a new vehicle
and pedestrian detection train-
ing dataset exclusively for Mcity
members to train their machine
learning models.

Mighty AI will also join Mcity’s
affiliate member program, with
Mighty AI investing $150,000 in
the public-private R&D initiative
over the next three years, said
Mighty AI spokeswoman Angela
Cherry. The partnership was
made public on Feb. 27.

The training dataset is a first-
of-its-kind offering for Mcity
members and is designed to aid
in furthering Mcity’s mission to
accelerate the development and
implementation of connected
and automated vehicles, Cherry
said. Mighty AI will deliver the
training dataset in the next few
months. It will include more than
one million labeled objects
across thousands of images.

The Mcity Test Facility, located
in Ann Arbor, is the first purpose-
built proving ground for testing
connected and automated vehi-
cles and technologies in simulat-
ed urban and suburban driving
environments.

There’s no other facility like it,
Cherry said.

“To produce the high-quality
research results, we’ll need to en-
sure safety of automated vehi-
cles, and we must first start with
high-quality data,” said Mcity
Lab Director Greg McGuire, over-
seer of the Mcity Test Facility for
connected, automated and dri-
verless vehicles.

“Mighty AI provides that and
more with their data manage-
ment platform. This is a tremen-
dous addition to the two decades
of existing automated vehicle da-
ta Mcity and other U-M units
have collected.”

Test vehicles in Mcity and
the greater Ann Arbor area
already have collected a large

amount of raw sensor data of a
broad range of driving scenes.

This includes real imaging of
different vehicle types and
pedestrian scenarios. Mighty AI
will leverage its platform – which
pairs machine learning with hu-
man intelligence to generate
ground truth datasets for vehicle
perception systems – to ingest
this raw data and generate a fully
labeled dataset that Mcity mem-
bers can use to train their ma-
chine learning models to detect
vehicles and pedestrians both in
Mcity’s testing facility and be-
yond.

“Companies developing auton-
omous vehicle technology can
have the best AI researchers in
the world and cutting-edge mod-
els,” said Mighty AI CEO Daryn
Nakhuda, “but if they don’t have
the right training data to make
their systems a reality, they
won’t get far.

“As a leader in R&D for con-
nected and autonomous vehi-
cles, Mcity understands how crit-
ical high-quality training data is
to making autonomous driving
models safe.”

Together, Mighty AI and Mcity

aim to help Mcity’s nearly 60
members – which represent a
broad range of automotive manu-
facturers and suppliers, chip and
hardware makers, insurance
providers, and more – advance
their machine learning models.

Mighty AI’s platform for man-
aging ground truth datasets for
computer vision and machine
learning models includes a com-
munity of more than 400,000 an-
notators globally who specialize
in labeling vehicle sensor data.

Nakhuda said the resources
Mighty AI brings to bear are an
ideal pairing with Mcity, which is
the only advanced mobility R&D
center that combines early-stage
research; testing in the state-of-
the-art, real-world environment
of the Mcity Test Facility; and on-
road vehicle deployments to fur-
ther prove new technologies.

“Mighty AI is a data manage-
ment platform for autono-
mous vehicle perception data,”
Nakhuda said.

“We provide all the software,
expertise, and expert annotators
needed to create ground truth
datasets for vehicle perception
models.”

Mcity Chosen to Test Autonomous Tech

Mcity of Ann Arbor will be used to test Mighty AI technology.



MARCH 5, 2018 PAGE 5DETROIT AUTO SCENE

Tommy Johnson Jr. drove his
Mopar-powered Make-A-Wish
Dodge Charger R/T Funny Car
into the final round of Funny Car
competition at the NHRA Ari-
zona Nationals on Feb. 25 at Wild
Horse Motorsports Park.

Johnson beat Shawn Langdon,
Richard Townsend and Robert
Hight before earning the runner-
up honors for Funny Car. He was
faster than No. 1 qualifier Court-
ney Force at the start during the
final-round run before she got
the upper hand at the line.

Johnson’s runner-up finish
came after his Don Schumacher
Racing crew worked hard to get
his car ready following a fiery ex-
plosion under the hood during
Saturday qualifying. Johnson
jumped from tenth to fifth in
Funny Car point standings with
his performance.

Tony Schumacher became the
fastest Top Fuel driver in NHRA
history with a 336.57-miles per
hour run during qualifying, but
he’ll have to wait for his sixth
Phoenix victory after the win-
ningest driver in Top Fuel histo-
ry was eliminated in round one
on Sunday.

Schumacher’s 336.57 mph
mark in the Mopar Hemi-pow-
ered U.S. Army Top Fuel dragster
and his elapsed time of 3.649
seconds were both track
records, as he earned his 85th
No. 1 qualifying position. He had
the starting line advantage
against Greg Carrillo in round
one, but couldn’t get his car to
hook up during Feb. 25’s run and
lost traction to cause his prema-
ture departure.

Leah Pritchett beat Troy Buff
in the first round of Top Fuel
competition on Sunday and
faced Scott Palmer in round two
with her Mopar Dodge dragster.
She had seven victories against
Palmer in prior events, but he
was finally able to edge her on
Sunday.

Like Schumacher, Pritchett
had the advantage at the starting
line, but her Mopar Dodge drag-
ster went up in smoke millisec-
onds later to halt her progres-
sion.

Matt Hagan, who earned his
27th NHRA National event victo-
ry in the season opener with his
Mopar Express Lane Dodge
Charger R/T Funny Car, also
made it to the quarterfinals be-
fore losing a cylinder, which al-
lowed Courtney Force to ad-
vance. Hagan, the defending Fun-
ny Car winner here, easily beat
J.R. Todd in round one.

Mopar-Powered
Drag Racers

Enjoy Success

FCA Canada reported sales of
18,831 vehicles, a 1 per cent de-
crease compared with sales in
February 2017 of 19,115.

Jeep brand total sales in-
creased 46 per cent in February
2018 to 6,563, setting a monthly
record. Two Jeep products also
set monthly sales records in Feb-
ruary.

Jeep Wrangler posted a 175
per cent increase in February to
2,898. Jeep Grand Cherokee
sales were up 10 per cent to
1,337, while Jeep Compass sales
soared to 823.

Chrysler brand total sales de-
clined 20 per cent to 967, com-
pared with the same month a
year ago. Chrysler Pacifica sales
were up 24 per cent to 604, set-
ting a monthly record. Chrysler
300 sales increased 19 per cent
to 363.

Dodge brand total sales were
down 22 per cent to 4,191, com-
pared with the previous year.
Dodge Charger set a monthly
February record with a 114 per
cent increase to 612.

FCA Canada’s
February Sales
Drop Slightly
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Free shuttle service to home, office or shopping.

buff whelan chevrolet
WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!

Van Dyke • South of 18 Mile • Sterling Heights
Jeff Caul

586-274-0396
PEP QUOTES BY PHONE OR EMAIL: JEFF CAUL AT JCAUL@BUFFWHELAN.COM

*See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by
manufacturer without notice. GM Employee discount required unless otherwise noted. All 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 03/30/2018.
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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 /

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

OVER 1,000
New Chevrolets

in Stock!

CALL
JEFF CAUL

586-274-0396

2018 CHEVY SILVERADO 1LT
4X4 DBL CAB

$269+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…

24 MTH LEASE
10,000 MILES

2018 MALIBU 1LT

36 MTH LEASE
10,000 MILES

2018 CHEVY EQUINOX 1LT

$219+TAX WITH$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…

24 MTH LEASE
10,000 MILES

$238+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…

#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.

MMAARRCCHH
IISS HHEERREE
AANNDD TTHHEE
DDEEAALLSS
RREEMMAAIINN
GGRREEAATT

posting a 17 percent year-over-
year increase, and Acadia a 22
percent boost.
A 6 percent gain for the Buick
Enclave, which is new for 2018,
and a 33 percent increase in
Buick car deliveries drove a 1
percent increase for the brand.
A strong mix of truck and
crossover deliveries, a signifi-
cantly higher mix of 2018 models
compared with key competitors
and sharply lower incentives
year over year helped GM im-
prove ATPs by about $750 per
unit, according to J.D. Power PIN
estimates.
Fleet sales were up 7 percent,
driven by a 15 percent increase
in Commercial deliveries. Calen-
dar year to date, Commercial de-
liveries are up 33 percent, due to
a combination of strong prod-
ucts, business confidence and
tax reform, Cin said.
Much of the gain was in full-
size pickup trucks, underscoring
the strength of the U.S. economy.
Small business deliveries also
helped drive sharply higher sales
of large vans, Cain said.
“Consumer confidence is at its
highest level since 2000, the econ-
omy is strong, our newest prod-
ucts are selling very well and we
have successfully managed the
transition to the 2018 model year
far better than most of our com-
petitors,” said Kurt McNeil, U.S.
vice president, Sales Operations.
“Customer demand, GM’s new
products and upcoming launch-
es are in perfect tune.”
Cain said that GM has will be
launching a variety of products
throughout the month of
March. On March 1, GMC
unveiled its new 2019 Sierra and
Sierra Denali light-duty pickups.

On March 7, Chevrolet will
unveil the new 2019 Chevrolet
Silverado 4500HD and 5500HD,
which are chassis cab trucks
designed for commercial and
small business customers, Cain
said.

GM Sales Show Drop, But
Truck Numbers Increase

$19,400 gain in transaction pric-
ing for February.
LaNeve said that the Ford F-Se-
ries marks its best February
sales performance in 18 years on
total sales of 68,243 trucks. This
is the 10th consecutive month of
gains. At retail, new Ford Expedi-
tion sales saw a 41.4 percent
sales gain; fleet is down 54.6 per-
cent due to order timing. The
days-to-turn rate is just 13 days.
The Ford EcoSport sales are
climbing as more dealer stock
becomes available, LaNeve said.
EcoSport sales totaled 2,300
SUVs for February.
Overall, February marked the
10th straight month of sales
gains for F-Series, LaNeve said.
Continued strong demand for
high series trucks along with a
good mix of Crew Cab trucks lift-
ed average transaction prices by
$1,500 to $47,200 per truck. This
compares to $43,800 for the
overall segment.
Retail sales for the new Lin-
coln Navigator gained 60.1 per-
cent last month, with customer
sold orders outpacing supply.
Overall transaction prices for
Lincoln have grown $4,600 over
last year, LaNeve said. Total Ford
sales for 2018 are 342,165.

Ford Sales See
Small Decline
In February

CONTINUED FROM PAGE 1

CONTINUED FROM PAGE 1

Automotive and powersports
journalists from across the coun-
try, along with high-ranking fed-
eral and state officials, gathered
in Auburn Hills on March 2 for
the public unveiling of Mahin-
dra’s ROXOR – a new, off-road ve-
hicle.
This action that signifies
Mahindra’s commitment to intro-
ducing their “tough, no-nonsense
automotive heritage” to con-
sumers in the North American
market, said Mahindra North
American spokesman Rich
Ansell.
ROXOR’s design demonstrates
that Mahindra intends to stay
true to their roots of industrial-
grade construction and durabili-
ty, Ansell said.
“Mahindra’s 70-year automo-
tive history has been forged by
making authentic, rugged, pur-
pose-driven vehicles; ROXOR is
the embodiment of this histo-
ry…and our brand,” Mahindra
Managing Director Pawan Goen-
ka stated.
Unlike the plastic-bodied, belt-
driven vehicles long accepted in
the Side x Side category, ROXOR
offers a simple, hard worn ap-
proach, featuring a steel body on
a boxed steel frame, a heavy-du-
ty Mahindra turbo-diesel 4 cylin-
der engine, and an automotive
style 5-speed manual transmis-
sion, Ansell said.
“The ROXOR creates a new
sub-segment in the Side x Side in-
dustry, and the response we’re
getting from our newly appointed
dealer body has been really out-
standing.
“We have a National Dealer
Meeting scheduled on March 18
through March 20, in San Anto-
nio, Texas, where we’ll sit down
and discuss the roll-out and fu-
ture product offerings. We’re ap-
proaching our goal of 300 ‘first
wave’ dealers, and expect that
we’ll reach this target between

now and the end of the show,”
said Rick Haas, Mahindra North
America Automotive’s president
and CEO.
ROXOR was conceived, de-
signed, engineered and is being
built in Metro Detroit by Mahin-
dra Automotive North America
(MANA), Ansell said.
MANA is part of the $19B
Mahindra Group and recently
opened a new North American
Automotive headquarters and
manufacturing center in Auburn
Hills.
MANA’s new operation is the
central component of the 400,000
sq. ft. (spanning 3 facilities) foot-
print Mahindra now has in Metro
Detroit, and is the first OEM man-
ufacturing/assembly facility to
open operations in Southeast
Michigan in over 25 years, Ansell
said.
Mahindra Automotive North
America has, to date, created 300
new jobs and invested over $230
million into Southeast Michigan,
Ansell said. As both ROXOR pro-
duction and other programs
ramp up, Mahindra anticipates
creating an additional 400 jobs
and investing another $600 mil-
lion in the local economy by
2020.
Mahindra Automotive North
America (MANA) is Mahindra’s
North American automotive
headquarters, Ansell said. In ad-
dition to leading all North Ameri-
ca activity, MANA is a compre-
hensive automotive design, engi-
neering and vehicle development
center.
Established in 2013 and locat-
ed in Auburn Hills, MANA’s team
of veteran executives, engineers
and designers working with affili-
ate Mahindra automotive teams
in India, Korea and Italy, is play-
ing a key role in growing Mahin-
dra’s global automotive busi-
ness.
The Mahindra Group is a $19

billion federation of companies
that enables people to rise
through innovative mobility solu-
tions, driving rural prosperity,
enhancing urban living, nurtur-
ing new businesses and fostering
communities, Ansell said. It en-
joys a strong position in utility
vehicles, information technology,
financial services and vacation
ownership in India and is the
world’s largest tractor company,
by volume.
It also enjoys a strong pres-
ence in agribusiness, compo-
nents, commercial vehicles, con-
sulting services, energy, industri-
al equipment, logistics, real es-
tate, steel, aerospace, defense
and two wheelers, Ansell said.
Headquartered in India, Mahin-
dra employs more than 240,000
people across 100 countries.
In anticipation of production of
the ROXOR, Mahindra Vehicle
Sales and Service, Inc. has
signed 215 dealers in less than
four months, said Luc De Gaspe
Beaubien, vice president of Sales
and Service, Mahindra Vehicles
Sales and Service, Inc.
“The tremendous response
we’re getting from our dealers is
proof that we’re bringing a prod-
uct to market that will create a
whole new sub-category in the
SXS segment,” said Haas.
Mahindra began hiring its
sales staff late in the third quar-
ter of 2017 and now has a team
of 17 with an average of 20+
years’experience, De Gaspe
Beaubien said. Initial dealer re-
cruitment began last October.
“We knew we had a game-

changing product, and we’ve put
together a competitive dealer
agreement, but the positive re-
sponse and signups we’re getting
has far exceeded our expecta-
tion,” said De Gaspe Beaubien.
“And these are all topline deal-
ers, not ‘C’ dealers willing to take
on anything.”

Mahindra Launches ROXOR Off-Roader
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SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm • Shuttle at 6:30am - Pick-up Both Ways • All Day starting at 6:30am.

$2395
Fluid Level,

Brake & Alignment Check Included.

We use Genuine GM Oil & Filter
No additional or hidden charges. Out the door pricing.

Open Mondays & Thursdays until 8:30pm
Excludes synthetic, Diesel & Med. Duty Trucks.

Most GM cars & trucks. One coupon per customer.
Must present coupon with order. Plus tax. Expires 3-31-18.

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

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

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 /

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 unless otherwise stated. All leases are 10,000 miles per
year with approved S Tier credit. All Vehicles shown are $999 down unless otherwise stated. Disposition Fee may be required at vehicle turn in. Must have select conquest vehicle in household on certain models. Prices and payments are plus tax, title, plate, 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 bonus cash- 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. Volt is a former courtesy vehicle** Exp date: 3/8/2018.

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

TUES., WED. & FRI. 8:30AM-6PM

VISIT OURWEBSITE: edrinke.com

ED RINKE

2018 BUICK CASCADA

LEASE FOR

$389*
MONTH

PURCHASE FOR

$32,649*

STOCK #B480133

NO
GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 39MONTHS
$999DOWNN

PREMIUM
2018 BUICK ENCORE

LEASE FOR

$89*
MONTH

PURCHASE FOR

$16,579*

STOCK #VRJWNF

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 24MONTHS
$999DOWN

PREFERRED
2018 BUICK ENVISION

LEASE FOR

$279*MONTH

PURCHASE FOR

$25,699*

STOCK #B582784

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

PREFERRED

2018 BUICK ENCLAVE

LEASE FOR

$359*
MONTH

PURCHASE FOR

$36,919*

STOCK #B580750

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

ESSENCE
2018 BUICK REGAL

LEASE FOR

$269*
MONTH

PURCHASE FOR

$23,389*

STOCK #B480143

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

PREFERRED

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 unless otherwise stated. All leases are 10,000 miles per year with approved S Tier credit. All Vehicles shown are $999 down unless otherwise stated. Disposition Fee may be required at vehicle turn in. Must have select conquest vehicle in household on
certain models. Prices and payments are plus tax, title, plate, 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 bonus cash- 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. Volt is a former courtesy
vehicle** Volt is a former courtesy car. Exp date: 3/8/2018.

VISIT OURWEBSITE:
edrinke.com

2018 CHEVY MALIBU LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$159*PER MONTHOR PURCHASE FOR
$20,849*

24MONTHS
$999DOWN STOCK #480207

2018 CHEVY CRUZE LT
NO GM EMPLOYEE DISCOUNT REQUIRED HATCHBACKLEASE FOR

$149*PER MONTH OR
PURCHASE FOR

$17,499*
24MONTHS

$999DOWN STOCK #480080

2018 CHEVY TRAX LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$99*PER MONTHOR PURCHASE FOR
$15,339*

24MONTHS
$999DOWN STOCK #582794

2018 CHEVY EQUINOX LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$99*PER MONTHOR PURCHASE FOR
$24,039*

24MONTHS
$999DOWN STOCK #580189

2018 CHEVY TRAVERSE LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$239*PER MONTHOR PURCHASE FOR
$27,099*

24MONTHS
$999DOWN STOCK #VHSCWP

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

2018 GMC SIERRA 1500 DENALI CREWCAB

LEASE FOR

$329*MONTH

PURCHASE FOR
$43,899*
STOCK #G580965

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

2018 GMC ACADIA SLE1

LEASE FOR

$239*MONTH

PURCHASE FOR
$22,049*
STOCK #G582219

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

2018 GMCTERRAIN SLE

LEASE FOR

$79*MONTH

PURCHASE FOR
$20,899*
STOCK #G582160

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 24MONTHS
$999DOWN

100
YEARS
IN BUSINESS

2018 GMC SIERRA 1500 DBL. CAB

LEASE FOR

$139*MONTH

PURCHASE FOR
$31,449*
STOCK #G582207

PER 24MONTHS
$999DOWN

2018 CHEVY SILVERADO
1500 LT DBL CABLEASE FOR

$129*PER MONTHOR PURCHASE FOR
$33,919*

24MONTHS
$999DOWN STOCK #580771

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

2018 CHEVY BOLT EV LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$329*PER MONTHOR PURCHASE FOR
$32,995*

36MONTHS
$999DOWN STOCK #VSWVXT

2018 VOLT LT FORMER COURTESY VEHICLE
NO GMEMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$189*PER MONTHOR PURCHASE FOR
$30,180*

36MONTHS
$999DOWN STOCK #480033

2018 GMCYUKON SLE

LEASE FOR

$379*MONTH

PURCHASE FOR
$45,129*
STOCK #VPZT3S

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

ELEVATION EDITION

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!
Paul

Makowski
pmakowski@edrinke.com

Art
Kurgin

akurgin@edrinke.com

Greg
DeGrandis

gdegrandis@edrinke.com

Nicole
Dodge

nhuminski@edrinke.com

Jim
Pfeifle

jpfeifle@edrinke.com
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