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Auto manufacturers are seeing
radical changes in the way they
are doing business, Ford includ-
ed. And one way the company is
doing business now is to join
forces with service providers to
take advantage of changes in to-
day’s service economy.

Darcy Salman, a global leader
for Ford’s Global Commercial So-
lutions, said her department’s
“space is vehicle management as
a service.”

What that means is that Ford is
teaming up with companies like
Postmates to provide services to
third parties, Salman said.

In the case of the Ford-Post-
mates partnership, Ford pro-
vides Postmates with the service
delivery vehicles and Postmates
provides delivery services to
small businesses.

“This system is good because
it enables the market to reach
out to customers more effective-
ly,” Salman said. “People have da-
ta at their fingertips as a result of
using Postmates and can better

manage their business. For a
small monthly fee, Postmates will
transport items to their final des-
tination. Say you’re a company
who wants to deliver goods from
your shop to your customers.
But you don’t want the hassle of
maintaining your own fleet of ve-

hicles with drivers. You subcon-
tract the work to Postmates.
Postmates gets their vehicles
from Ford. We provide the hard-
ware and they perform the serv-
ice and get customers.”

by Jim Stickford

The Society of Automotive En-
gineers (SAE) held its annual
World Congress Experience
(WCX) last week, and GM
brought some of its latest tech-
nology to show off.

Gary Dowd Engineering group
manager at GM’s Global Propul-
sion Systems facility in Milford,
was one of the engineers on hand
to talk about GM tech on display,
which included a 2018 Cruise
self-driving test vehicle.

Dowd said he is in charge of a
group that validates vehicles

from the standpoint of what a
customer experiences.

“All the feedback that is sup-
posed to be viewed by driver,”
Dowd said. “ We validate – test – the
information being displayed to

make sure that it does what it is sup-
posed to do. For example, how
does the charge light work? Is it
blinking to show that the vehicle

Dowd at the recent WCX event with GM’s autonomous test vehicle.

Mayne shows off the Wrangler’s new hi-def rearview camera.

Salman in front of a Ford- Postmates delivery van.

GM Autonomous Test Car Proves to be Hit

Ford Has Partnerships for Providing Service

by Jim Stickford

Those who visited the FCA dis-
play at the SAE WCX gathering in
Detroit last week got to see a
2019 Jeep Wrangler.

Any why not, said FCA
spokesman Eric Mayne. The
Wrangler is an example of the
best automotive engineering and
automotive technology coming
together into a real-world prod-
uct that can be purchased by
drivers today.

“Take for example, the rear
view camera on the new Wran-

gler,” Mayne said. “These days all
cars have cameras in the rear of
the vehicle that sends an image
to the display that driver can
see. Well, the Wrangler has an
iconic look, and part of that look
is a spare tire that is mounted on
the back of the Jeep. So how
does FCA place a camera that
gives the driver a good view of
what is behind the vehicle.”

The answer was to place a
high definition camera in the bolt
that holds the spare tire in place.

New Wrangler Example of
Auto Technology in Action

CONTINUED ON PAGE 3

CONTINUED ON PAGE 6

CONTINUED ON PAGE 4

Detroit OEMs Display Their Latest Tech at SAE’s WCX

FCA’s Mack Avenue Engine
Plant just had a milestone.

On March 28, the plant cele-
brated the production of the mil-
lionth V6 Pentastar engine, said
FCA spokeswoman Val Oehmke.
Production of the engine started
at the plant only four years ago.

First introduced in the 2011
Jeep Grand Cherokee, the Pen-
tastar V6 is the most advanced
six-cylinder engine in the history
of FCA US, with an ideal integra-
tion of select technologies that
deliver refinement, fuel efficiency
and performance, Oehmke said.

“The success of the Pentastar
V6 engine family continues to be
a testament to our powertrain
engineering prowess,” said Bob
Lee, vice president – Engine,
Powertrain and Electrified

Mack Engine Honors Major Achievement

CONTINUED ON PAGE 5

2018 Chevrolet Tahoe Midnight Edition

Chevrolet has unveiled the
new Tahoe Custom Midnight Edi-
tion.

It is designed to be a rugged
and stylish statement featuring a
bold, black design and the supe-
rior capability customers expect
from Chevy full-size SUVs, all at
an outstanding value, said GM
spokesman Kyle Suba.

“The introduction of the Tahoe
Custom last year was well-re-

ceived by our customers who
were looking for the capability of
a full-size SUV with the added
utility of increased rear cargo
space,” said Sandor Piszar,
Chevrolet Trucks marketing di-
rector. “The Tahoe Custom Mid-
night takes the capability and
value of the Custom trim and
adds rugged, all-black features

Successful SUV Tahoe Has
Midnight Black Styling

CONTINUED ON PAGE 2 Employees at FCA’s Mack Engine sign the millionth V6 Pentastar produced at the plant since 2014.
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I-696 is closing down for re-
pairs starting in a couple of
weeks.

That was the message present-
ed by the Michigan Department
of Transportation (MDOT) at a
special information meeting held
in the Warren city hall on April
11.

Courtney Defauw, an MDOT
construction engineer, was one
of several state officials on hand
to answer questions from the
public.

She said that the project,
which will affect I-696 in Macomb
and Oakland counties, has been
in the planning stages for quite
some time.

Overall, I-696, also known as
the Reuther Freeway, will be
completely redone in Macomb
County from I-94 to I-75. In Oak-
land County, construction on
both the east and westbound
part of the freeway will take
place between I-75 and the I-275
interchange will be performed.

MDOT will keep all lanes open
during weekday daytime hours in
Oakland County, Defauw said.
Lane closures will occur nights
and weekends.

Things will be different in Ma-
comb County.

“The Macomb work has two
phases,” Defauw said. “During
the first phase, we will shut down
westbound I-696 and rebuild that
portion of the freeway. Once the
westbound lanes are finished, we
will divert all eastbound traffic
from the eastbound lanes to the
westbound lanes. What that
means is that during the months-
long construction process, peo-
ple may travel east on I-696. But
westbound traffic will not be al-
lowed during either phase of con-
struction.”

Diane Cross, an MDOT Com-
munications Department spokes-
woman, said that the first phase
of Macomb construction, which

shuts down the westbound
lanes, should end in late June or
early July.

“The plan is to replace the
road right down to the concrete,”
Defauw said. “It’s been quite a
while since construction on such
a major level has been done on
this part of I-696. Thanks to the
rough winter we had, we even
speeded up the project a little
because of the condition I-696
was in.”

Defauw said that prep work for
the final phase before construc-
tion should begin on April 16.
This work will determine exactly
when construction will begin.

“We don’t have an exact day
yet,” Defauw said. “But construc-
tion should start sometime in
early May. When we have a firm
start date, we will send out email
blasts, inform the media and
post it on our Web site – moving-
macomb.org.”

Defauw said the project is ex-
pected to last several months,
with a start date in May and an
end date sometime in November,
barring some unforeseen circum-
stance.

Overall, MDOT will be improv-
ing a total of 28 miles of I-696,
Cross said. In Oakland County,
the I-275/M-5 interchange to De-
quindre Road will have concrete
pavement and joint repairs as
well as drainage system repairs
and minor structure repairs.

All lanes in Oakland County
will be open weekdays during
daytime hours, Cross said. Multi-
ple lanes will be closed nights
and weekend, with a minimum of
one lane open in each direction
at all times. The free will be
closed for a maximum of 10
weekends, split into four seg-
ments.

Defauw said that MDOT real-
izes that doing such major work
on I-696, which sees 150,000 a
day travel between I-94 and I-275,
is a major inconvenience. But the
construction will extend the life
of the roadway and allow for bet-
ter traffic flow along the Reuther
Freeway in both Oakland and Ma-
comb counties.

“We will be adjusting the traffic
signals on the streets that people
will use as alternate routes dur-
ing construction,” Defauw said.

“It always takes a couple of
weeks to dial in the optimal
times for the signals to help traf-
fic flow. And it also takes a cou-
ple of weeks for people to get
used to the situation and adjust
their schedules and travel routes
accordingly. But once the work is
done, I think people will notice
how nice the road is. Its condi-
tion was so bad, we had to put in
temporary patches on east-
bound I-696 in March even
though the road will be com-
pletely redone because it was in
such bad condition. This is need-
ed work.”

I-696 in Macomb, Oakland Soon to Undergo Construction
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BRAKE SPECIAL

$22995
Most F.W.D. U.S. Cars • In-store offer ends 4-30-18

Check Our Price on
Tune Ups, Water Pumps,

Heater Cores & Other Repairs

DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

4-30-18

MMMMAAAAKKKKEEEE UUUUSSSS YYYYOOOOUUUURRRR FFFFIIII RRRRSSSSTTTT CCCCHHHHOOOOIIIICCCCEEEE

WARREN • 586-757-7203

$2336

MUFFLER & BRAKE SERVICE
23252 VAN DYKE

3 Blocks North of 9 Mile
HOURS: Mon.-Fri. 7:30am-5pm; Sat.-Closed

• Front Premium Disc Brake Pads

• 2 New Front Rotors

• Labor Included

RRAADDIIAATTOORR PPOOWWEERR
FFLLUUSSHH && FFIILLLL CCOOOOLLAANNTT SSYYSSTTEEMM

$7995
4-30-18

Extended Life
Coolant 

& G05 Extra

Automotive supplier and tech-
nology company Continental
won a 2018 Automotive News
PACE (Premier Automotive Sup-
pliers' Contribution to Excel-
lence) Award for its Digital Mi-
cromirror Head-Up Display tech-
nology. The company’s North
American headquarters are
based in Auburn Hills.

Audi and Continental were al-
so presented with an Innovation
Partnership Award for the Safety
Domain Control Unit (SDCU).
The recognition marks the 10th
PACE Award and third Innova-
tion Partnership Award wins for
Continental, said company
spokeswoman Mary Arraf.

The PACE Award was present-
ed to Continental during the an-
nual ceremony on April 9, at the
Fisher Music Center in Detroit.

The awards are recognized
around the world as industry
benchmarks for innovation, Ar-
raf said.

“Continental is honored to
have received 2018 PACE and In-
novation Partnership awards,”
said Samir Salman, CEO, Conti-
nental North America.

Continental Wins
PACE Award

Defauw shows off the MDOT map that details road construction along I-696 this summer.

found on our popular Midnight
Editions.”

Based on the LS trim, the
Tahoe Custom Midnight features
off-road-inspired styling cues
along with an all-black Midnight
appearance, Piszar said. Tahoe
Custom Midnight offers 18-inch
painted black wheels with ag-
gressive Goodyear Wrangler Du-
raTrac tires, a black grille, off-
road assist steps and black
bowtie emblems. The vehicle’s
third-row seat was removed for
additional utility, increasing car-
go space behind the second row
to 54 cubic feet.

Tahoe Custom Midnight also
features a suite of connectivity
technologies including:

• Apple CarPlay and Android
Auto compatibility;

• 4G LTE connectivity with
Wi-Fi hotspot capability
(data plan required).

Up to five USB ports and five
power outlets – including a 110-
volt three-prong outlet – to sup-
port electronic devices of all
kinds

Starting at an MSRP of $45,995,
including a $1,295 destination
fee (excludes tax, title, license
and dealer fees), the 2018 Tahoe
Custom Midnight is equipped
with 6,600 pounds of towing ca-
pacity, a maximum of 112 cubic
feet of cargo space and a 355-hp,
5.3L V8 engine that offers an
EPA-estimated 23 mpg highway.

“Chevrolet has continually in-
vested in our full-size SUV port-
folio, providing a variety of op-
tions for customers to choose a
vehicle to fit their personal style
without compromising capabili-
ty or performance,” said Piszar.
“This investment provides full-
size SUV customers with more
options than any other brand,
and has fortified Chevy’s leader-
ship in the full-size SUV seg-
ment.”

Chevrolet has been the best-
selling full-size SUV brand for the
past 43 consecutive years, Suba
said.

GM Creates New
Custom Version

Of the Tahoe
CONTINUED FROM PAGE 1
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needs a charge and solid if it does-
n’t. Does the driver see that and
process the information the way it
is meant to be processed.”

Dowd said this kind of testing
is important because everyone
wants “the latest and greatest”
technology in their vehicles. But
that technology needs to be vali-
dated from the customer’s point
of view.

“GM has announced that it
plans on releasing an au-
tonomous vehicle for limited in
use in California by the end of
the calendar year 2019,” Dowd
said. “That’s the plan, but things
can change.”

That requires a lot of testing,
Dowd said. From GM’s perspec-
tive, the company wants to make
sure that it has great products
and means testing to validate de-
signs.

Having an autonomous test ve-
hicle on display generated a lot
of interest. Dowd said that he
was able to speak with engineers
from around the world about the
Cruise.

“The biggest question I am
getting is how many sensors
does this car have,” Dowd said.
“Is the vehicle electric or
gas-powered? It’s based on
the bolt platform and GM is
adding autonomous functionali-
ty. Validation can take up to a
year or more. Development of a
vehicle can take three years or
more. But it’s like Mary Barra

says – we want zero crashes, ze-
ro congestion and 100 percent
safety.”

The other vehicle at GM’s SAE
display was the 2018 Cadillac
CT6 Platinum with Super Cruise.

Roman Mundel, an engineer
out of GM’s Global Propulsion
Systems in Pontiac, said that ve-
hicle was there because it has an
industry-first Super Cruise tech-
nology that allows the vehicle to
be driven hands-free on the free-
way.

“A lot of people are interested
in the Super Cruise tech,”

Mundel said. “It will drive for you
on the highway by keeping you in
your lane and it will track the car
in front of you to keep the dis-
tance between your car the one
in front. As an engineer, I’ve driv-
en the CTS for 10 years, but it’s
not as advanced as this model,
and I say that as someone who
loves Cadillacs.”

Mundel said his work on the
CT6 dealt with the 3L twin-turbo
engine. By having twin turbos,
the car is able to get more than
400 horsepower. That makes it
fast and powerful.

“This is an example of Cadillac
working to make sure that its ve-
hicles have the most modern en-
gineering,” Mundel said.

“It’s things like this car having
titanium-aluminide wheels. They
are lighter and ramp up faster,

which makes the car’s start
faster.”

This kind of engineering and de-
sign show the company is creating
and applying the latest technolo-
gy to its vehicles. It has the com-
pany staying ahead of the curve.
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21800 Woodward Ave. • Ferndale, MI 48220

SUBURBAN
Suburban Buick GMC

of Ferndale

Tech
CenterZoo

I-696

W
O
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D
W
A
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�
Suburban Buick GMC

of Ferndale

248-547-6100

– OPEN SATURDAY UNTIL 5PM –

Beverly Archer
Dial Direct at

ext. 5749

*MUST QUALIFY FOR GMS (GM EMPLOYEE OR ELIGIBLE FAMILY
MEMBER) AND HAVE A CURRENT CHEVROLET, BUICK, OR GMC
LEASE. 10,000 MILES PER YEAR. ALL TAXES AND FEES INCLUDED
IN PRICES SHOWN, ASSUMING TRANSFER OF PLATE. EXISTING
MILES ON COURTESY VEHICLES COUNT AGAINST THE TOTAL
ALLOWED MILEAGE. WITH A1 CREDIT APPROVAL THROUGH GM
FINANCIAL. NO SECURITY DEPOSIT REQUIRED. EXPIRES 4/30/18

248-547-6100
Matt Christy
Dial Direct at

ext. 5730

Tommy Gaynor
Dial Direct at

ext. 5709

Sal Capriola
Dial Direct at

ext. 5720

Joe Honeycutte
Dial Direct at

ext. 5724

Dennis Thacker
Dial Direct at

ext. 5773

Taylor Butler
Dial Direct at

ext. 5786

LARGE FLEET ON LOANERS

HOURS: Mon. 7am-8pm • Tues. 7am-6pm • Wed. 7am-6pm • Thurs. 7am-8pm • Fri. 7am-8pm • Sat. 8am-3pm

OPEN SATURDAY 8AM-3PM • 248-547-6100

2018 GMC CANYON
DENALI

24
MONTH
LEASE FOR

$380MONTH
WITH $380
TOTAL DUE AT SIGNING

STOCK #GI0446

PER

FOR GM EMPLOYEES WITH A CURRENT CHEVY, BUICK OR GMC LEASE
ALL INCLUSIVE PRICING PRICES SHOWN INCLUDE ALL TAXES AND FEES

THE PRICE YOU SEE IS THE PRICE YOU PAY

$316MONTH
WITH $1816
TOTAL DUE AT SIGNING

PEROR

2018 GMC SIERRA
DENALI

36
MONTH
LEASE FOR

$467MONTH
WITH $467
TOTAL DUE AT SIGNING

STOCK #GI0466

PER $423MONTH
WITH $1923
TOTAL DUE AT SIGNING

PEROR

2018 GMC ACADIA
DENALI AWD

36
MONTH
LEASE FOR

$398MONTH
WITH $398
TOTAL DUE AT SIGNING

STOCK #GI0033

COURTESY
VEHICLE

PER $354MONTH
WITH $1854
TOTAL DUE AT SIGNING

PEROR

2018 GMC YUKON XL SLT

36
MONTH
LEASE FOR

$628MONTH
WITH $628
TOTAL DUE AT SIGNING

STOCK #GI0134

COURTESY
VEHICLE

PER $584MONTH
WITH $2084
TOTAL DUE AT SIGNING

PEROR

2018 BUICK ENCLAVE
FWD ESSENCE
STOCK #BI0056

PER
$354*

MONTH
WITH $1854
TOTAL DUE AT SIGNING

PEROR

36
MONTH
LEASE FOR

$398*
MONTH

WITH $398
TOTAL DUE AT SIGNING

$10.00
OFF
ANY SERVICE*

*Of $40 or more

Tire price match Guarantee

“We will beat or
match any price
from anywhere”
On any OEM tire bought at Suburban Buick GMC.
We even look at the competitors prices for you!!!!

Ann Nash
Dial Direct at

ext. 5751

USED CAR OF THE MONTH!!!!
2007 Chevrolet Corvette Coupe
Velocity Yellow Tintcoat • 6 speed auto • 64,774 miles

$20,888*
Subject to prior sale. Please call Jerry Kelly

Used Car Manager @ 248-582-5782 or e-mail him
at jkelly2@suburbancollection.com with any questions.

*Plus $210 DOC fee, tax, plate and title fees.

Was $21,990
Stock #P2802

2018 BUICK ENCORE
FWD PREFERRED
STOCK #BI0126

PER
$160*

MONTH
WITH $1660
TOTAL DUE AT SIGNING

PEROR

24
MONTH
LEASE FOR

$224*
MONTH

WITH $224
TOTAL DUE AT SIGNING

General Motors Displays Latest Technology at SAE WCX
CONTINUED FROM PAGE 1

Automotive News awarded
Auburn Hills-based BorgWarner
with a 2018 PACE Award for its
groundbreaking S-wind wire
forming process for electric mo-
tors and alternators. The game-
changing manufacturing process
enables high-volume production
of high-voltage electric motors
up to 350 volts.

Already in production on a 12-
volt alternator for Hyundai, Borg-
Warner expects to launch the
technology in a first-of-its-kind
300-volt S-wind motor for an on-
axis P2 hybrid vehicle from a ma-
jor global automaker in late 2019,
said BorgWarner spokeswoman
Kathy Graham.

The compact, high power den-
sity technology is particularly
well-suited for P2 hybrids, which
BorgWarner expects will become

a dominant hybrid architecture.
“On behalf of everyone at

BorgWarner, we are incredibly
honored to receive our tenth
PACE Award. Thank you to Auto-
motive News and the judging
panel for recognizing the hard
work, creativity and innovation
of our engineers,” said Dr. Stefan
Demmerle, President and Gener-
al Manager, BorgWarner Power-
Drive Systems.

Sponsored by Automotive
News, the annual PACE Awards
honor superior innovation, tech-
nological advancement and busi-
ness performance among auto-
motive suppliers, Graham said.
Known around the world as the
industry symbol of innovation,
PACE stands for Premier Auto-
motive Suppliers' Contribution
to Excellence.

BorgWarner Tech Honored
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*PRICES AND PAYMENTS BASED ON EMPLOYEE ADVANTAGE DISCOUNT, PLUS TAX, TITLE, LICENSE, DOC FEE AND DESTINATION. 10,000 MILES PER YEAR. ALL FACTORY/FINANCE/LEASE
LOYALTY REBATES ASSIGNED TO DEALER. SECURITY DEPOSIT WAIVED. MUST QUALIFY FOR PREFERRED CREDIT RATING, NOT EVERYONE WILL QUALIFY. INCENTIVES SUBJECT TO CHANGE
BY MANUFACTURER. LEASE PAYMENTS INCLUDE ALL REBATES AVAILABLE. PICTURES MAY NOT REPRESENT ACTUAL VEHICLES. MUST TAKE DELIVERY FROM DEALER INVENTORY BY 4/30/18.

SALE PRICE
$30,785*

2018 RAM
1500 SLT Crew Cab Big Horn 4x4

MSRP $46,135
$167*

36 MO.
10K

2018 JEEP
GRAND CHEROKEE LAREDO 4X4

MSRP $37,785
$247*

24 MO.
10K

2018 DODGE
CHARGER GT AWD

MSRP $36,590
$193*

24 MO.
10K

• Saturday 9:00AM-2:00PM

SALE PRICE
$26,799*

2017 CHRYSLER
PACIFICA TOURING L

MSRP $35,715
$275*

36 MO.
10K

SALE PRICE
$25,998*

SALE PRICE
$28,907*

ALL LEASE
PAYMENTS
0 DOWN

0 DOWN

0 DOWN
0 DOWN

SAVE
$9,717

0 DOWN

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 TRAX LS FWD

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 4-30-18

LEASE FOR

$186*MONTH+ TAX

24MONTHS
$0DOWN

10K MILES PER YEAR • W/Chevy Lease Loyalty • #91390

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 4WD LT DBL CAB

LEASE FOR

$174*MONTH+ TAX

24MONTHS
$0DOWN

10K MILES PER YEAR • W/Chevy Buick GMC Loyalty • #91391

Riddle me this. When is a pick-
up truck like a Camaro?

When it’s the new Chevy Sil-
verado 4500HD/5500HD/6500HD.

These new Chevrolet Silverado
trucks took a design cue from an
unlikely source – the Chevrolet
Camaro, said GM spokeswoman
Rita Kass-Shamoun.

The “flowtie,” first introduced
on the front grille of the 2014 Ca-
maro Z/28 and now standard on
the 2018 Camaro ZL1, is the
chrome outline of the traditional
Chevrolet bowtie but with the
center removed, allowing in-
creased engine airflow to help
improve performance.

“There is innovation in the de-
sign details and a great example
is our Camaro Z/28-inspired
Chevrolet flowtie,” said Design
Manager Kevin O’Donnell.

“Our engineers designed it to
help win races by using airflow
to lower coolant and oil tempera-
tures on the race track.”

So what is the reason for hav-
ing the Chevrolet logo placed on
the grille of the truck in the form
of a flowtie?

During Z/28 aerodynamics
testing, engineers noticed that
the bowtie on the grille was dis-
placing air away from the radia-
tor, which can impact engine
cooling, Kass-Shamoun said.

So, propulsions engineer
Richard Quinn took a cut-off
wheel to the bowtie’s gold
fill, leaving the silver outline
intact.

He then proceeded to install
the prototype flowtie on the
grille of the vehicle being tested
and a retest revealed that it al-
lowed more air into the engine,
lowering engine fluid tempera-
tures during extended track ses-
sions.

The conventional cab Silvera-
dos are heavy-duty cycle trucks,
and the designers needed a solu-
tion that allowed for maximum

airflow with the truck’s pumped-
up grille.

They found their solution in a
most unlikely place for a prob-
lem associated with a pickup
truck – the performance car tool-
box, O’Donnell said.

“The flowtie is an elegant solu-
tion. And it’s going to work on
the Silverado exactly the way it
does on Camaro,” said O’Donnell.

Other exterior design high-
lights:

• Muscular look with a broad
wide bumper, strong center
bar and fenders that grow
out of the hood.

• A powerful hood form that

maintains downward range
of sight to provide driver
perspective.

• Fiberglass tilt-hood with in-
tegrated hand grips to aid
serviceability.

• Cab with inlaid doors and
triple door seals for in-cab
quietness.

“Chevy’s designers and engi-
neers were obsessed with mak-
ing this Silverado the most cus-
tomer-focused, medium-duty
truck among its major competi-
tors – and this is evident in every
design decision,” said Ed Peper,
U.S. vice president, General Mo-
tors Fleet.

Camaro Idea Used to Solve Truck Problem

2019 Silverado Chassis Cab Truck

This gives the Wrangler an un-
obstructed view with a hi-def
camera that allows us to keep
the Wrangler’s iconic look,”
Payne said. “That’s quite an
achievement because it allows
us to keep up with the times with
a vehicle that has a strong fan-
base that wants everything new,
but doesn’t want anything, look-
wise, to change.”

In addition to things like hi-def
rear-view camaras, the new
Wrangler boasts FCA’s eTorque
engine, Mayne said. The eTorque
uses an 48-volt electric engine to
help boost the Wrangler during
the start-stop process of driving.

“It replaces the conventional
alternator,” Mayne said. “It is ab-
solutely seemless when you
drive the vehicle. When I first
drove it, I couldn’t believe how
smooth it operated. This
eTorque provides a fuel econo-
my benefit to the Wrangler and
the Ram 1500. These are the two
vehicles that currently use this
system.”

Improving a vehicle’s mileage
and performance are important
because the public demands a
good ride and the government
has mileage standards, Mayne
said. Getting the results that are
required means making improve-
ments to a vehicle’s technology.
No single thing leads to better
mileage or performance. But by
having things like hi-def cameras
and eTorque engines, the Wran-
gler is able to keep up with the
requirements of the marketplace.

“The theme of FCA’s power-
train strategy is to optimize
proven products and known
technology like the automatic
transmission and the internal
combustion engine. The Wran-
gler is the perfect example of
that philosophy, with the
eTorque system and its 8-speed
TorqueFlite transmission.”

The TorqueFlite 8-speed trans-
mission has a broad gear spread
maximizes torque at low engine
speeds, fuel economy with a rela-
tively high final overdrive, and
promotes performance at any
combination of vehicle speed
and load, Mayne said.

At just over 200 pounds, the
transmission is relatively light-
weight. The transmission is de-

signed for engine speeds up to
5,500 rpm Torque converter lock-
up is available in all eight gears,
which further promotes fuel
economy. The TorqueFlite 8 uses
a shift-by-wire electronic shift
control system; there are no ca-
bles or mechanical linkages and
therefore gears are selected elec-
tronically, Mayne said. It is ad-
vertised that the transmission
accomplishes shifts in 200 ms or
less, a characteristic that allows
for rapid, crisp gear changes.

And part of keeping up with
changes in the auto industry is
working with suppliers, Mayne
said. That’s why FCA took the op-
portunity to meet with suppliers
to hear their pitches on new
ideas at WCX.

Sig Huber, global director and
head of Supplier Relations & Risk
Management said that 75 percent
of the parts that go into an aver-
age FCA vehicle come from sup-
pliers. To be able to meet with
suppliers at the SAE WCX and
hear their ideas for how to make
better parts and provide FCA
with better services is a great op-
portunity.

“We need the innovation of
suppliers,” Huber said. “We’ve
had several meetings and they
were about all different kinds of
technology.”

Even if FCA doesn’t buy a par-
ticular idea, the meetings give
suppliers the chance to meet
with engineers at FCA and
strengthen relationships.

Mike Salari, executive vice
president of Engineering Servic-
es for ESI Group in Farmington
Hills, said that he and his col-
leagues appreciated the chance
to meet with FCA engineers.

“It’s exciting to be able to dis-
cuss the challenges of the indus-
try like this,” Salari said. “Our
customers face historic chal-
lenges to transform their autos.
They need to deploy new tech-
nology to create accurate virtual
test models.”

ESI has the ability to meet
those needs and by being able to
speak with engineers at FCA,
both companies get a better un-
derstanding of what is needed
and both can win. Hubel said
that there is a lot of interest from
suppliers to meet with FCA peo-
ple. WCX provides the perfect
venue for a meeting of the minds.

FCA’s Latest Wrangler Shows
How to Combine New Techs
CONTINUED FROM PAGE 1
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Propulsion, and Systems Engi-
neering, FCA – North America.
“This engine delivers world-class
performance in multiple dis-
placements and vehicle applica-
tions around the globe. We’re ex-
tremely proud of how this engine
family has evolved to provide
our customers with a wide range
of performance capabilities.”

The plant was purchased in
1953 by Chrysler Corporation
and converted to a stamping
plant in 1974. In 1992, it was con-
verted to produce the Dodge
Viper. Dodge Viper production
moved to Conner Avenue Assem-
bly Plant in 1995. The Mack En-
gine Plant began producing en-
gines in 1998.

A second plant, Mack Engine
II, was completed next door and
began producing a new, smaller
V-6 engine in 2000. Expansion
lines were launched in May 2001.
On Nov. 15, 2012, the Company
announced that it would invest
$198 million and add up to 250
new jobs to produce the award-
winning Pentastar (V6) engine at
Mack I.

The last 4.7-liter V8 engine was
later built on April 4, 2013. More
than 3 million were manufac-
tured since production began in
1998. Production of the Pentas-
tar engine began in January
2014.

The Pentastar V6 engine fami-
ly consists of three displace-
ments: 3.6-liter; 3.2-liter (Jeep
Cherokee) and 3.0-liter (Jeep
Grand Cherokee, Jeep Wrangler
and Chrysler 300 sold in China).

The Mack Avenue Engine Plant
produces the 3.6-liter, the 3.2-
liter and the 3.0 liter versions.
Two other FCA facilities produce
the Pentastar. The company’s
Trenton Engine Complex, makes
the 3.6-liter for several vehicles,
including the Jeep Wrangler,
Jeep Wrangler Unlimited; Dodge
Grand Caravan, Dodge Journey,
Dodge Charger, Dodge Chal-
lenger, Dodge Durango; Chrysler
300; Ram 1500, Ram ProMaster.

FCA’s Saltillo South Engine
Plant, Saltillo, Mexico makes the
3.6-liter for several vehicles, in-
cluding the Pentastar PHEV for
Chrysler Pacifica Hybrid.

Mack Engine
Celebrates
Milestone

Mopar and Dodge//SRT driv-
ers Jack Beckman (Funny Car)
and Tony Schumacher (Top Fu-
el) posted runner-up finishes at
the 19th annual NHRA Four-Wide
Nationals at The Strip at Las Ve-
gas Motor Speedway on Sunday,
April 8.

Schumacher was only about 4
feet shy of a Wally after the finals
in Top Fuel, and Beckman was
only about 9 feet short at the
end of the Funny Car competi-
tion.

The latter saw Don Schumach-
er Racing (DSR) teammate and
fellow Mopar driver Tommy
Johnson Jr. run the quickest
pass of the quad, but foul out on
a red light after leaving the start-
ing line too early.

Beckman was second out of
the gate and held on for the run-
ner-up position.

The exciting finals were
viewed by a packed house as-
sembled to see the NHRA Mello
Yello Drag Racing Series’ first
event west of the Mississippi
River, featuring four lanes of ac-
tion simultaneously instead of
two lanes.

The Four-Wide Nationals only
require three rounds to crown a
winner, with two drivers advanc-
ing from each quadrant of four
until an event champion
emerges in the final round.

Mopar, Dodge
Have Great
NHRA Race

CONTINUED FROM PAGE 1



For decades American Axle &
Manufacturing (AAM) of Detroit
was known as a literal nuts and
bolts auto supplier. But the com-
pany has made several moves in
the past couple of years that
have moved it from a manufac-
turer with a limited range to one
that has a vertically integrated
product line that includes the lat-
est automotive technology.

Sean P. Conway, director of Ad-
vanced Commercialization at
AAM, was on hand at the compa-
ny’s SAE WCX display last week
in Detroit to talk about how AAM
has changed in the recent past.

A year ago, AAM acquired the
auto supplier Metaldyne, Con-
way said. The company reorgan-
ized after the purchase and went
from one that was essentially a
producer of driveline – basically
the drivetrain minus the engine
and transmission – to a company
with four different production
units, Conway said.

They are driveline, which is
still its biggest unit, Conway said.
The other three units are built
around powertrains, metal cast-
ing and metal forming.

“The big plus for all this is

that we are a vertically-integrat-
ed company,” Conway said. “It’s
important for us to be here at the
SAE WCX because the auto in-
dustry is changing. And we’re a
part of that change. We now have
E-drive technology available. We
not only deliver the power with
our products, which is our slo-
gan, but we’re creating the power
with our new products.”

Vertical integration is impor-
tant because the industry is
changing, Conway said. There is
growth in hybrid electric vehicle
sales, but the Internal Combus-
tion Engine (ICE) is going to be
around for a long time.

And it must be remembered
that hybrids have two engine
systems, one is still gas-powered
and one is electric. There are on-
ly three truly electric vehicles
out there – the Chevy Bolt, the
Nissan Leaf and the Tesla 3, Con-
way said.

“With the growth in hybrids,
we can now sell parts for both
the ICE and e-drive systems,”
Conway said. “E-drive systems
still require cast parts, they still
have shaft gears, bearings, rods.
These are ‘old school’ compo-

nents we make, and we can now
make these parts for the electric
parts of the machine.”

An example of AAM moving in-
to more sophisticated systems is
the second generation EcoTrak
that the company sells to FCA.
This EcoTrak is used in the Jeep
Cherokee.

“We just launched the new
EcoTrak six months ago,” Con-
way said. “It is now a lighter me-
chanical system. Being lighter
saves weight and that saves on
gas. It’s also a ‘smart’ system.
The new Cherokee has All-Wheel
Drive (AWD) and can shift to
Two-Wheel Drive (2WD) auto-
matically.”

That is important because de-
pending on weather and driving
conditions, the Cherokee might
work better in AWD or 2WD
mode, Conway said. If it’s snow-
ing or raining, having the SUV
shift automatically into AWD is
good. But if the Cherokee is driv-
ing on a highway at a constant
speed, having it run in 2WD
mode uses less power and saves
gas.

Having a system that can do
that in a “smart” mode and tran-
sition smoothly between modes
is something that benefits OEMs.

“Over the last 25 years we’ve
been able to diversity our cus-
tomer base,” Conway said.

“We started out as a General
Motors supplier but have been
able to broaden our customer
base. We now have our world
headquarters in Detroit. Our Eu-
ropean headquarters is near
Frankfurt, Germany, and our
Asian headquarters is in Shang-
hai. Being able to produce parts
for drivelines and powertrains
will allow us to grow with the in-
dustry.”
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Conway with an electric driveline, left, and mechanical driveline, right – tech for current and future engines.

AAM’s Business Growth Opens New Doors

by YURI KAGEYAMA
AP Business Writer

TOKYO (AP) – Hino Motors,
Toyota Motor Corp.’s group
truck manufacturer, and Volk-
swagen Truck & Bus of Germany
agreed April 12 to work together
in a partnership on technologies
like hybrids, electric cars, au-
tonomous driving and connectiv-
ity.

Under the deal, each company
will maintain independence, but
executive teams will work to-
gether to map out cooperation
on innovating technology and
leveraging market positions.

The arrival of the digital age
and robotics in the auto industry
is pressuring automakers around
the world to deliver to cus-
tomers vehicles that connect to
the net or avoid crashes auto-
matically.

Partnerships can save costs
and boost competitiveness of the
companies that agree to join
forces.

Automakers are also trying to
respond to a global push to re-
duce global warming and pollu-
tion by developing cleaner pow-
ertrains that emit fewer green-
house gases.

The deal brings together two
major players in trucks and bus-
es, a sector that some analysts
say can benefit the most from
the development of such new
technology.

Hino Motors President and
Chief Executive Yoshio Shimo
said the deal came together be-
cause the companies respected
each other and shared goals of
improving efficiency and devel-
oping cleaner tech.

“It will also be a strong tie-up
at times of new challenges in the
field of transportation due to the

rapid growth of e-commerce,’’ he
said.

Consumers in Japan and other
rapidly aging countries are look-
ing for new transportation op-
tions, he said.

Andreas Renschler, a board
member at Volkswagen AG and
CEO of Volkswagen Truck & Bus,
said the deal was strategic for his
company because Hino was
strong in Asia.

He shook hands with Shimo
before reporters in Tokyo.

“It is an excellent fit in terms of
regional footprints and products,
but also concerning common
ideas on how to shape the future
of transportation together,’’ Ren-
schler said.

European, Asian OEMs Join
Forces on Truck Clean Tech

Right now Ford’s vehicles are
driver-led, Salman said. But the
ultimate goal is to have au-
tonomous vehicles do the deliv-
eries.

“We believe that’s the future,”
Salman said. “People are banking
on the development of au-
tonomous technology. If we have
vehicles that use both EV and AV
technology, then there will be a
whole delivery eco-system un-
der one roof.”

And Postmates will be able to
track deliveries to develop the
most efficient times and routes
to deliver packages for a busi-
ness.

“There are a lot of small busi-
nesses that are pretty good at
getting goods from the ware-
house to their store,” Salman
said. “But how do they get their
goods from the store to the final
end user?

“Companies like Postmates
can do that for them. Postmates
owns the business model and
does customer relations and
contracts. Ford provides the
hardware. It’s a good system for
everyone.”

Ford Sees Value
With New

Partnerships

LIDENHURST, N.Y. (AP) – A
man has the car of his dreams
eight years after he slipped a
note inside the window of a blue
1971 Volkswagen bus that the
then-16-year-old called his “fu-
ture car.’’

Kyle Cropsey of Lindenhurst,
New York, received a call last
week from Cris Mead, of Oak-
land, California. Mead’s father,
Cornelius, had purchased the
van new and named it Matilda,
taking his family on cross-coun-
try trips.

The son was cleaning it out af-
ter his father’s death when he
came across Cropsey’s note
tucked in the VW’s log book.

Cris Mead tells Newsday the
family decided to give Cropsey
the van, on the condition he up-
date them on its restoration and
“go on plenty of adventures.’’

Cropsey, who is 23 and teach-
es English, says “it was fate.’’

Man Gets Dream
Volkswagen Bus

CONTINUED FROM PAGE 1
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Van Dyke Across From
GMTech Center

Payments based on 39 month 32,500 total mile lease through GM Financial with top tier credit approval. Models quoted are
Standard XT5 MSRP of $41,790, CTS Sedan AWD with MSRP of $49,705 & Standard AWD Escalade with MSRP of $79,215.Mileage
charge of $.25 for anything over the miles allowed.Additional costs due at signing include typical startup costs of taxes, license,
registration, electronic filing fee, first month’s payment, acquisition and dealer fees. Must take delivery out of dealer stock by
4/30/18. Lessee pays for excess wear, over mileage and disposition fee of $595 at end of lease. Must have Cadillac Lease Loy-
alty rebate (must currently lease a Buick, Cadillac, Chevrolet or GMC through Ally, GM Financial or US Bank). Not required to ter-
minate current lease or trade vehicle. Loyalty offer is transferable to members of the same household, not required to terminate
lease. All quotes using GMS pricing, others slightly higher. See dealer for details. ©2018 General Motors. Cadillac® XT5® CTS®
Escalade®

LUXURY HAS A NEWHOME
PRESTIGE CADILLAC
GMEmployees and Eligible FamilyMembers
EnjoyThese Exceptional Lease O)ers

$357 / 39 / ZERO

2018 CTS STANDARD
COLLECTION • STK# 150481

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

PER MONTH MONTHS DOWN

Tax, title, and license extra. No security deposit required. Mileage
charge of $.25 per mile over 32,500 miles.

LOCATION
29900 VanDyke Ave.
Warren, MI
48093

PrestigeCadillac.com

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

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

©2018 General Motors. All Rights Reserved Cadillac®

$298 / 39 / ZERO

2018 XT5 STANDARD
COLLECTION • STK# 195219

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

PER MONTH MONTHS DOWN

Tax, title, and license extra. No security deposit required. Mileage
charge of $.25 per mile over 32,500 miles.

$777 / 39 / $777

2018 ESCALADE AWD • STK# 172349
STANDARD COLLECTION

ULTRA-LOW MILEAGE LEASE FOR WELL-QUALIFIED LESSEES
WITH A CURRENT ELIGIBLE CADILLAC LEASE

PER MONTH MONTHS DOWN

Tax, title, and license extra. No security deposit required. Mileage
charge of $.25 per mile over 32,500 miles.

WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

248.332.8326
1153 Baldwin Rd • Pontiac • www.jimdouglasautosales.com

You’ll Get Your Tax Break
Plus 100’s if not 1,000’s More

Cadillac V-Performance Racing
teams Whelen Engineering Cadil-
lac, Mustang Sampling Cadillac
and Konica Minolta Cadillac
headed west to Long Beach,
Calif. for round three of the IMSA
WeatherTech SportsCar Champi-
onship and the Bubba Burger
Sports Car Grand Prix of Long
Beach to run April 13-14. (The re-
sults of the race came in after
presstime).

Just three Cadillac Racing
teams were able to participate in
the season’s shortest race, just
100 minutes. The Spirit of Day-
tona Cadillac team is repairing
the damage caused by their
crash at Sebring last month and
will sit this round out.

With a truncated race week-
end, just two days, the teams fo-
cused on getting up to speed
quickly around the 1.97-mile, 11-
turn, closed-street course that
circulates around the Long
Beach Convention Center. Con-
sistent finishes by the Whelen
Engineering Cadillac team have
them leading the Prototype
points championship heading to
the west coast.

Drivers Eric Curran and Felipe
Nasr were looking wipe out last
year’s DNF by the team at the
concrete lined track with a
strong finish.

“Long Beach is an exciting
place-you are racing through the
streets, so it is an exciting envi-
ronment,” Curran said. “There is
a huge fan base and lots of sup-
port from the locals. It is a great
vibe with all the events that go
on surrounding it, and you really
are in the heart of the city right
on the water. It is a fast, tricky
track that has concrete every-
where, so you have to be on your
toes.

“We don’t have a ton of track
time this weekend and the track
changes a lot each time you go
out as well.

“Long Beach is the first of the
short races, so it will be interest-
ing to see how hard every one
pushes-it. The race is just over
an hour and a half so we expect
everyone will be on it at 110 per-
cent. We are focused on the big
picture and the championship,
but really, we ultimately want to
win.”

The Konica Minolta Cadillac
team comes in as the defending
race winners, in fact having won
the last three years. The team is
still digging out of a points deficit
stemming from their early with-
drawal from the Rolex 24 hours
in January.

“Street circuits require a bit of
patience, and you can get caught
out quickly if you are too aggres-
sive,” Taylor said.

“The street course weekends
always have a very compact
schedule, so you have to be on
top of your game at all times to

get up to speed and develop the
car. We are coming back after
winning Long Beach three years
in a row. Last year we had a
tough battle to win the race, so
we come back with a lot of confi-
dence on street course events.

“Since then we’ve had a lot of
time to develop our Cadillac, so
I’m excited to see how strong our
car will be after everything we
learned throughout 2017. The
tough thing about Long Beach is
how much it develops over the
weekend. The track is only used
one week out of the year, so from
the first session of the weekend
to the last, the track picks up a
huge amount of grip and the bal-
ance of the car is constantly
changing. Then you add in half
the track being used by the drift
cars and covered in drift rubber,
and you never have a consistent
car.

“I enjoy the history of the
event. Growing up watching on-
board videos of the track and of
the streets. It’s cool to be in the
car seeing what those guys saw
back in the day.”

“I love street tracks because of
the challenge and the evolution
of the track gripping up during
the race weekend and adapting
the car set-up,” Van Der Zande
said. “Macau is the craziest track
of all and I love going there to
race. It is the same as Long
Beach, where it comes together
with a great city and atmos-
phere. We performed to the max
in Sebring and it just showed our
potential that we showed at Day-
tona.

“I believe that we have a lot of
momentum right now and look-
ing at the record of the team and
Jordan at Long Beach, there is a
lot of good data to use heading
into the weekend.

“I think there are over 10 cars
that can win. It will be about
staying out of trouble and wait-
ing for your chances. The compe-
tition will be rough.”

The Mustang Sampling Cadil-
lac team led by Joao Barbosa will
be introducing teammate Filipe
Albuquerque to the Long Beach
circuit for the first time this
weekend. The team that won the
season opening Rolex 24 Hour at
Daytona is ready for a weekend
of street racing.

“This is my first time racing a
sprint event like this since I think
DTM in 2014, so I’ve been think-
ing about that and my time in for-
mula cars to get into the right
mindset,” Albuquerque said.
“The track will be new, but I’ve
been preparing with iRacing be-
cause their modeling is very
good. Christian (Fittipaldi) will
be very important for me and for
the team and Joao has a lot of
good information, so I am confi-
dent we can get up to speed
quickly.”

Cadillac Racing Teams Aim
For Success at Long Beach
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INSURANCE
MADE EASY!

Kristin Newsome,
Agent.

INSURANCE
MADE EASY!

INSURANCE SHOPPERS AGENCY
Phone: 810.388.9200 | Fax: 810.400.6100

Email: knewsome@marysvilleisa.com

Now offering: AAA Insurance

… Just For Letting Us Quote
Your Home & Auto Insurance

We have Discounts for:
Engineering, Accounting,
Medical/Dental Employees

Receive a
FREE
$10 Gift Card

& MEMBERSHIPS

by TOM KRISHER
AP Auto Writer

DETROIT (AP) – Bargain prices
on 2- and 3-year-old vehicles fu-
eled record sales of used cars,
trucks and SUVs last year, a trend
that is expected to continue be-
cause people can save thou-
sands of dollars over buying new.

Used vehicle sales hit 39.2 mil-
lion vehicles in 2017, more than
double the number of new auto-
mobiles sold, according to the
Edmunds.com auto website. To
be sure, Americans for years
have bought more used cars
than new, but a recent glut of
well-equipped vehicles coming
off leases is sending more people
to the used market.

That cut into new vehicle sales
last year, helping to push them
down 2 percent. And the trend is
likely to continue because leas-
ing remains around a near-record
30 percent of all U.S. new vehicle
sales.

That will provide an ample
supply of used cars for at least
three more years, said Ivan
Drury, senior manager of indus-
try analysis for Edmunds. (Ed-
munds regularly provides con-
tent, including automotive tips
and reviews, for distribution by
The Associated Press.)

“In almost every instance, that
3-year-old car is going to save
you so much money it wouldn’t
make any financial sense’’ to
choose new, Drury said.

About 4 million vehicles are
coming into the used market
from leases this year, many of
them cars that can be bought
cheaply because buyers are
more interested in SUVs.

On average, the buyer of a 3-
year-old car can save around
$14,000 over buying the same car
new, according to Edmunds.

New vehicle prices continue to
rise to record levels, pushing

some people out of the market
and making off-lease vehicles
even more attractive, Drury said.

At the same time, the rate of in-
crease for used cars is slowing
due to abundant supply, Drury
said. So the gap between new
and used prices is actually grow-
ing.

The average new vehicle in
2012 sold for $30,803. By the end
of 2017, that rose by nearly
$4,400, according to Edmunds.
During the same period, the aver-
age used auto price rose $2,784,
to $19,462.

The difference between new
and used prices grew by almost
$1,600, from $14,125 in 2012 to
$15,714 last year.

The spread between new and
used is even more dramatic for a
3-year-old vehicle. Last year, 3-
year-old autos sold for about
$20,500. From 2012 to 2017, the
gap between a 3-year-old vehicle
and an average new one grew
more than $3,500 to $13,877.

For Jonathan Bursevich, who
lives near Fort Lauderdale, Fla.,
the spread between new and
used was just too great to pass
up.

In December, he bought a well-
equipped, mint condition gray
2015 Audi A4 from a dealership
for about $23,000, a savings of at
least $16,000 over the cost of a
new one.

The 25-year-old risk manage-
ment broker checked prices on
Google and found a new A4 to be
“way out of my budget.’’ His par-
ents always bought used cars,
foregoing the latest features but
saving thousands. So he checked
and found an Audi-certified used
A4 with 46,000 miles on it for a
little over half the price of a new
one “which I thought was a fan-
tastic value for the car.’’

The used Audi lacks some
technology that’s on the new
one, including a backup camera

and a steering assist feature, Bur-
sevich said.

“If I don’t feel like I’m in the
stone age and everything else
works, then I would be more than
happy to save money,’’ he said.

The only reason buyers would
go for a new vehicle is if the de-
sign is dramatically different or if
it has new technology they want,
Drury said.

But not every vehicle has been
redesigned, and technology has-
n’t changed that much in the last
few years.

Most 2 or 3-year-old cars have
backup cameras and Bluetooth
technology to link phones to the
cars, he said. Many have blind
spot detection and other fea-
tures, he added.

Currently the good used deals
are on cars, but even that will
change in the next few years as
more SUVs are added to the mix
of vehicles coming off leases,
said Jeff Schuster, a senior vice
president at the forecasting firm
LMC Automotive.

Seeing the trend toward higher
used-vehicle sales and the slow-
ing price increases of used cars,
many dealers have changed their
business models and aren’t
marking up used vehicles like
they used to, Drury said.

David Kelleher, who runs a Fiat
Chrysler dealership in suburban
Philadelphia, lowered used vehi-
cle prices and moved more of
them last year.

As a result, he doubled used-
vehicle sales from 45 per month
to 90, while new vehicle sales
stayed flat.

Buyers, he said, now come to
the dealership knowing the aver-
age price for a used car in their
market.

“We’re pricing to the market
rather than the old model, which
was you trade the car, put it in
the shop and mark it up $2,500,’’
Kelleher said.

Market is Right For Used Vehicle Buyers



As part of GM’s ongoing ef-
forts to capture a larger portion
of the sedan market, Chevrolet
has updated styling across the
brands car lineup.

One of the new and improved
vehicles is the 2019 Malibu,
which is one of five Chevy mod-
els that now have the RS Trim
option, said GM spokesman Nick
Jaynes Morgan.

“We see an exciting opportuni-
ty with the 2019 Malibu to give
customers new, distinctive
choices, exemplified by Malibu
RS,” said Steve Majoros, Chevro-
let marketing director for Cars
and Crossovers. “It offers athlet-
ic design and amazing features
at an attractive price point start-
ing between Malibu LS and LT
trims.”

The first-ever Malibu RS offers
a sporty, personalized appear-
ance starting at around $25,000,
driven by styling cues that in-
clude 18-inch machined wheels,
black sport grille, black bowtie
emblems, a rear spoiler and a
dual-outlet exhaust, said Mor-
gan. Inside, Malibu RS features a
leather-wrapped steering wheel
and shifter, black cloth seats
and a standard 8-inch diagonal
color touchscreen running the
Chevrolet Infotainment 3 sys-
tem.

Offered on five 2019 models,
the RS trim is a Chevrolet suc-
cess story that gives customers
distinctive choice, strong value
and performance-driven design.

The new, standard 8-inch diag-
onal touchscreen running
Chevrolet Infotainment 3 system
and new CVT transmission mat-
ed to the standard 1.5L Turbo
engine further refine the 2019

Malibu line. The Premier trim re-
tains its 2.0L Turbo paired to a
nine-speed automatic.

The Malibu’s front fascia,
grilles and headlamps are all-
new. The headlamps are inte-
grated with the upper grille and
the larger, bolder lower grille,
giving the car a more powerful
presence, Morgan said.

High-performance LED light-
ing are integrated into the head-
lamps for Premier models, and
there are new LED signature
daytime running lamps for LT
and Premier.

There’s greater attention to
detail in the grille and head-
lamps, with bold chrome ac-
cents reinforcing Malibu’s pre-
mium appearance.

A new rear valance pushes the
dual-exhaust outlets farther to-
ward the corners, emphasizing
the car’s width, while new tail-
lamps deliver a more dramatic
execution of Chevrolet’s signa-
ture dual-element design.

The LT and Premier trims fea-
ture new LED taillamps.

“The Malibu’s fresh look re-
fines and enhances the sculptur-
al beauty of the Malibu,” said
John Cafaro, executive director,
Global Chevrolet Design. “It will
also be an obvious member of
the Chevrolet car family.”
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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 manufac-
turer without notice. GM Employee discount required on the Silverado and Malibu leases. GM Supplier Discount of Supplier Discount
for Friends required on the Equinox lease. The Silverado and Malibu leases assume that you qualify for GM Lease Loyalty. To qualify for GM Lease Loyalty you must
have a GM Lease in the household excluding Cadillac. The Equinox lease assumes you have a 1999 or newer qualifying Competitive Vehicle 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 04/30/2018.
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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 4X4
ALL-STAR PKG • DBL CAB

$196+TAXWITH$0DOWN

WITH GM 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 LT

36 MTH LEASE
10,000 MILES

2018 CHEVY EQUINOX 1LT

$166+TAXWITH$0DOWN

WITH COMPETITIVE VEHICLE IN THE HOUSEHOLD
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

$193+TAXWITH$0DOWN

COURTESY VEHICLEWITH APPROX. 2,500 MILES
WITH GM 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.

SSPPRRIINNGG
IISS HHEERREE
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PPRROOGGRRAAMMSS
AARREE GGRREEAATT

CCAALLLL FFOORR
TTHHEE LLOOWWEESSTT PPRRIICCEE

Trucks, SUVs and CUVs rule
the sales charts, but GM has not
given up on cars.

Chevrolet is strengthening its
car lineup with premium, sporty
styling, enhanced features and
expanded choices for the 2019
Malibu, Cruze and Spark. Cars
are important part of today’s in-
dustry retail and fleet markets,
and represent a quarter of the in-
dustry’s retail market, said Brian
Sweeney, U.S. vice president of
Chevrolet.

“We are committed to offering
consumers a full lineup of prod-
ucts with fresh designs, new
technologies and efficient power-
train options,” said Sweeney.
“The investments we have made
in Spark, Cruze and Malibu will

help position the brand for suc-
cess in competitive segments
that still make up a significant
part of the total industry.”

The 2019 Cruze, Malibu and
Spark will offer a wide variety of
trims, packages and models –
from entry level to high end – to
meet the needs of today’s car
buyers, said GM spokesman Nick
Jaynes Morgan. Chevrolet’s car
lineup has proven effective at
bringing in new and younger cus-
tomers to the brand who then
become loyal advocates for the
brand.

Design and performance are
important to today’s car cus-
tomers, no matter the vehicle.

The restyled faces of Chevrolet
cars offer signature lighting that

makes each car instantly recog-
nizable as a Chevrolet, day or
night. Redesigned front ends for
the Spark, Cruze and Malibu offer
a more premium look while main-
taining their athletic body sides.

“The restyled face of Chevy
cars for 2019 is characterized by
a family-like appearance, with
each model honoring its Chevro-
let heritage while showing off ex-
pressive designs,” said John Ca-
faro, executive director, Global
Chevrolet Design

A greater attention to detail in-
cludes intricate, sculpted grilles
and integrated signature head-
lamps, Cafaro said.

All three models incorporate
Chevrolet’s signature dual-ele-
ment taillamps.

Chevrolet Bets Big on Building Good Cars

2019 Malibu Undergoes Exciting Upgrade

2019 Malibu RS

The North American Car, Utili-
ty and Truck of the Year (NAC-
TOY) awards has added Hannah
Elliott, a staff writer and car crit-
ic for Bloomberg Businessweek,
to its group of 60 independent ju-
rors.

Now in their 24th year, the
awards are unique because they
are awarded by dozens of re-
spected automotive journals
rather than being given by a sin-
gle publication, website, radio or
television station, said NACTOY
spokesman Brent Snavely. The
jury consists of accredited jour-
nalists from all over the country
who are leaders in automotive
news. Elliott, who is filling a va-
cancy on the jury, was carefully
selected after a number of poten-
tial automotive journalists were
considered.

“At their best, cars represent
our most fundamental values as
humans: Freedom, creativity, and
passion,” Elliott said. “I’m really
excited to join my colleagues on
such an important panel—may
the best car win.”

At Bloomberg Businessweek, El-
liott writes about the world’s top
automotive and motorcycle
brands, Snavely said. She strives
to provide readers with a behind-
the-scenes viewpoint to all auto-

motive luxury, lifestyle and per-
formance.

From pacing Ferraris around a
racetrack, driving Janis Joplin’s
old Porsche, or interviewing au-
tomotive executives at an annual
motor show, she gives readers a
unique look at the automotive
and mobility world. Prior to
Bloomberg, Elliott spent eight
years as the lifestyle reporter for
Forbes. An Oregon native, she
graduated with a degree in Jour-
nalism from Baylor University.

“We are delighted to welcome
Hannah Elliott to the jury that
test drives and votes on all of the
amazing vehicles that compete
annually for the North American
Car, Utility and Truck of the Year
Awards,” said President Mark
Phelan. “Her distinctive writing
style and extensive knowledge of
the industry along with
Bloomberg’s sterling reputation
and broad reach make her a
great addition to our group.”

The process of selecting the
Car, Utility and Truck of the Year
starts in June by identifying vehi-
cles eligible for the awards (vehi-
cle models that are new or “sub-
stantially changed”), Snavely
said. NACTOY Jurors evaluate
dozens of new vehicles during
three rounds of voting.

NACTOY Adds Elliott as New Juror



Part of being a global car com-
pany means producing a global
vehicle, and Ford has done just
that.

Last week the company intro-
duced the new Focus car for
global customers. It has been de-
signed to feature the latest ad-
vanced and affordable technolo-
gy with more comfort and space
and a better fun-to-drive experi-
ence, said Ford spokesman Mike
Levine.

The new Focus goes on sale in
Europe and China this year and
North America in the second half
of 2019. Redesigned from the
wheels up after hundreds of
hours studying and speaking
with Focus customers around
the world, the next-generation
Focus will be tailored to each
global region, even as the compa-
ny becomes more efficient, said
Jim Farley, president of Global
Markets.

“We’re evolving our successful
One Ford strategy to find new
ways to create a sporty-looking
small car our customers will
love,” said Farle. “We’ll tailor
which cars in the Focus line-up
we offer in markets around the
world to ensure we best meet
customers’ different needs and
preferences.”

The new Focus features 4-door
sedan, 5-door estate/wagon and
5-door hatchback body styles,
depending on the market. It
comes in the luxurious Focus Vig-
nale, sporty ST-Line, adventure-
oriented Active and upscale Tita-
nium in Europe and ST-Line and
Titanium in China. Ford will intro-
duce Focus in North America
closer to its on-sale date next
year.

Farley said the Focus signals
the future of Ford vehicles. The
new Focus is one of the first vehi-
cles delivered using Ford’s re-
vamped product development

process, which uses human-cen-
tered design to better deliver the
models, features and technolo-
gies customers around the world
truly value.

For the next-generation Focus,
that means:

• A longer hood with cab-rear
-ward interior that provides
a strong, reassuring on-road
presence. While it looks
bigger than the previous
Focus, its overall dimensions
are unchanged so it’s still
easy to move about urban
environments.

• More interior space for all
passengers, so it’s easier to
get in and out of the car, and
more cargo area in larger
global Focus models.

• Advanced design with aero
dynamics that look modern
while helping to improve
efficiency.

In addition, human-centered
design allows each market to tai-
lor their Focus line-up, creating
new models targeted to specific
customer groups, such as the
new sport ST-Line or adventure-
focused Active models for the

new Focus, Farley said. Through
the use of globally common but
flexible architectures and mod-
ules, Ford is able to deliver visu-
ally differentiated Focus variants
to appeal to diverse customer
needs while maintaining a high
level of commonality and low
complexity.

Even as Ford finds ways to de-
liver new and additional Focus
variants – which for many mar-
kets will bring a richer mix of Fo-
cus models – the company is
working to reduce complexity
and improve quality, Farley said.
Ford has reduced the number of
orderable configurations by as
much as 92 percent versus the
previous Focus, reducing from
up to 360 configurations to as
few as 26, depending on the glob-
al market.

This complexity reduction
helps Ford lower and control
costs while ensuring Focus cus-
tomers can more easily and
quickly find the model that
meets their needs.

While it starts with Focus, this
approach will further strengthen
with future Ford vehicles as the

company moves from individual
vehicle platforms to all-new flexi-
ble vehicle architectures paired
with modular “families,” stream-
lining common components such
as engines, electrical systems
and high-end features, such as
sunroofs, Farley said.

For customers around the
world, the new Focus majors in
advanced and innovative tech-
nology that keeps customers
connected and safely on the
road, Levine said. For example,
the new Ford Focus debuts Ford
Co-Pilot360, a suite of advanced
driver assist technologies to help
drivers move more safely, confi-
dently and freely.

Levine said available technolo-
gies, which will vary by region,
include:

• Adaptive Cruise Control
(ACC) enhanced with Stop &
Go, Speed Sign Recognition
and Lane-Centering for
effortlessly negotiating stop-
start traffic

• Ford’s Adaptive Front Light-
ing System with new camera-
based predictive curve light
and Sign-based light that
pre-adjust headlamp pat-
terns for improved visibility
by monitoring bends in the
road and – for the first time
in the industry – road signs.

• Evasive Steering Assist, a
segment-first technology
that helps drivers steer
around stopped or slower
vehicles to help avoid
collisions.

Levine said as part of Ford’s vi-
sion to deliver smart vehicles for
a smart world, 90 percent of its

new global vehicles will be
equipped with internet connec-
tivity by 2020. This includes the
new Focus, which will come with
FordPass Connect embedded
modem technology. This allows
Ford customers to turn the vehi-
cle into a mobile WiFi hotspot
with connectivity for up to 10 de-
vices.

In addition to helping drivers
plan faster, less stressful jour-
neys with Live Traffic updates for
the navigation system and en-
abling occupants to stream en-
tertainment on the move, Ford-
Pass Connect allows a range of
convenient features via the Ford-
Pass mobile app.

A new available wireless charg-
ing pad beneath the instrument
panel enables passengers to easi-
ly charge compatible smart-
phones and mobile devices. De-
vices can remain connected via
Bluetooth to Ford’s SYNC 3 com-
munications and entertainment
system while using wireless
charging.

In China, the new Focus offers
a range of advanced gasoline en-
gines, including the award-win-
ning 1.0-liter EcoBoost engine,
plus an all-new 1.5-liter EcoBoost
engine optimized for high torque
at low rpm. In Europe, Focus
brings two additional options: a
1.5-liter EcoBoost gasoline and
2.0-liter EcoBlue diesel. North
American powertrain options
will be announced closer to
launch.

The new Focus goes on sale in
Europe and China this year and
North America in the second half
of 2019.
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New Ford Focus Designed and Built to be True World Car

The new Ford Focus will be hitting dealerships around the world beginning later this year. It comes the U.S. market sometime in the year 2019.

DETROIT (AP) – Uber will start
doing annual criminal back-
ground checks on U.S. drivers
and hire a company that con-
stantly monitors criminal arrests
as it tries to do a better job of
keeping riders safe.

The move announced April 12
is one of several actions taken by
the ride-hailing company under
new CEO Dara Khosrowshahi,
who said that the changes aren’t
just being done to polish the
company’s image, which has
been tarnished by driver misbe-
havior and a long string of other
embarrassing failings.

“The first thing that we want to
do is really change Uber’s sub-
stance, and the image may fol-
low,’’ he said in an interview with
The Associated Press. “The an-
nouncements that we’re making
are just a step along the way of
making Uber fundamentally safer
for drivers and riders.’’

Other safety features include
buttons in the Uber app that al-
low riders to call 911 in an emer-
gency, as well as app refinements
that make it easier for riders to
share their whereabouts with
friends or loved ones.

Since it began operating in
2009, Uber has been dogged by
reports of drivers accosting pas-
sengers, including lawsuits alleg-
ing sexual assaults. Last year the
company was fined $8.9 million
by the state of Colorado for al-

lowing people with serious crimi-
nal or motor vehicle offenses to
work as drivers. The Public Utili-
ties Commission said it found
nearly 60 people were allowed to
drive in the state despite having
previous felony convictions or
major traffic violations including
drunken driving.

Khosrowshahi, formerly CEO
of the Expedia travel booking
site, replaced hard-charging co-
founder Travis Kalanick in Au-
gust and faced problems almost
from the start. Most recently, he
has had to grapple with his com-
pany’s autonomous vehicle pro-
gram after one of its SUVs struck
and killed a pedestrian last
month in Tempe, Arizona.

Khosrowshahi said Uber’s ex-
ponentially fast growth prevent-
ed steps like the annual back-
ground checks from being done
sooner. “I can’t change the past,
but I can change the things that
we do going forward,’’ he said.

Uber does 15 million trips per
day worldwide, and its drivers
“reflect the good and the bad
and the random events of the
world,’’ Khosrowshahi said.

It was bad policy for Uber to
do just one background check
for drivers and never follow up,
said Thomas Mauriello, a senior
lecturer of forensic science at the
University of Maryland and for-
mer defense department agent
involved in background checks.

Uber Drivers to Get Checked
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SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm • Shuttle at 6:30am - Pick-up Both Ways • All Day starting at 6:30am.

$2395
Fluid Level,

Brake & Alignment Check Included.

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

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

Most GM cars & trucks. One coupon per customer.
Must present coupon with order. Plus tax. Expires 4-30-18.

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: 4/23/2018.

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

$29,649*

STOCK #B480133

NO
GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 39MONTHS
$999DOWNN

PREMIUM
2018 BUICK ENCORE

LEASE FOR

$99*
MONTH

PURCHASE FOR

$17,579*

STOCK #B583160

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 24MONTHS
$999DOWN

PREFERRED
2018 BUICK ENVISION

LEASE FOR

$249*MONTH

PURCHASE FOR

$27,649*

STOCK #B582784

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

PREFERRED
2018 BUICK ENCLAVE

LEASE FOR

$389*
MONTH

PURCHASE FOR

$37,969*

STOCK #B580686

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$1,499DOWN

ESSENCE
2018 BUICK REGAL

LEASE FOR

$249*
MONTH

PURCHASE FOR

$23,389*

STOCK #B480143

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$1,499DOWN

PREFERRED SPORTBACK

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: 4/23/2018.

VISIT OURWEBSITE:
edrinke.com

2018 CHEVY MALIBU LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$149*PER MONTHOR PURCHASE FOR
$20,169*

24MONTHS
$999DOWN STOCK #480208

2018 CHEVY CRUZE LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$149*PER MONTH OR
PURCHASE FOR

$17,989*
24MONTHS

$999DOWN STOCK #480203

2018 CHEVY TRAX LS
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

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

24MONTHS
$999DOWN STOCK #583439

2018 CHEVY EQUINOX LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$99*PER MONTHOR PURCHASE FOR
$24,539*

24MONTHS
$999DOWN STOCK #580189

2018 CHEVY COLORADO
NOGM EMPLOYEE DISCOUNT REQUIREDZ71 EXT CABLEASE FOR

$169*PER MONTHOR PURCHASE FOR
$32,329*

24MONTHS
$999DOWN STOCK #582821

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

2018 GMC SIERRA 1500 DENALI
CREW CAB

LEASE FOR

$369*MONTH

PURCHASE FOR
$43,899*
STOCK #G580965

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$999DOWN

2018 GMC CANYON SLE
EXT CAB

LEASE FOR

$199*MONTH

PURCHASE FOR
$31,269*
STOCK #G582849

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 24MONTHS
$999DOWN

2018 GMCTERRAIN SLT

LEASE FOR

$149*MONTH

PURCHASE FOR
$26,039*
STOCK #G82511

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 #G582263

PER 24MONTHS
$999DOWN

2018 CHEVY SILVERADO
1500 LT DBL CABLEASE FOR

$99*PER MONTHOR
PURCHASE FOR

$30,309*
24MONTHS

$999DOWN STOCK #580771

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

2017 DEALER OF THE YEAR AWARDED BY GENERAL MOTORS CORPORATION

2017 DEALER OF THE YEAR AWARDED BY GENERAL MOTORS CORPORATION

2018 CHEVY CAMARO LT
NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$299*PER MONTHOR PURCHASE FOR
$24,749*

39MONTHS
$999DOWN STOCK #480066

2018 VOLT LT FORMER COURTESY VEHICLE
NO GMEMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$199*PER MONTHOR PURCHASE FOR
$28,179*

39MONTHS
$999DOWN STOCK #480033

2018 GMCYUKON SLE

LEASE FOR

$349*MONTH

PURCHASE FOR
$48,659*
STOCK #G582764

NO GM
EMPLOYEE
DISCOUNT
REQUIRED

PER 36MONTHS
$1,499DOWN

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

100
YEARS
IN BUSINESS
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