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Cadillac Brand to Lead GM’s
Charge for EV Powertrains

2019 NAIAS Highlights Drive to Develop EV Tech

It looks like FCA’s muscle car
lineup is due for some electric
upgrading.

FCA CEO Mike Manley told
members of the media during the
2019 NAIAS in downtown Detroit
that FCA will be building an EV
Challenger in the next decade.

Manley told The Detroit News
that the platforms that FCA is us-
ing for the company’s popular
muscle cars – the Charger and

the Challenger – are aging and
will have to be replaced in the
upcoming decade as FCA moves
on.

“They can’t exist as you get in-
to the middle-2020s,” said Man-
ley. “New technology is going to
drive a load of weight out, so we
can think of the powertrains in a
different way. And we can use

FCA’s Manley Says Electric
Challenger ‘Makes Sense’

Cadillac will be leading the
charge in GM’s development of
EV technology.

The GM brand furthered its re-
cent product blitz on Jan. 13 with
the reveal of the brand’s first EV,
the first model derived from
GM’s future EV platform. The an-
nouncement was made at a spe-
cial event held at the Garden
Theater in Detroit to kick off the
North American International

Auto Show (NAIAS). It’s the com-
pany’s move toward an all-elec-
tric future, said Cadillac Presi-
dent Steve Carlisle.

“Cadillac’s EV will hit the heart
of the crossover market and meet
the needs of customers around
the world,” said Carlisle. “It will
represent the height of luxury and
innovation while positioning

It’s official. Ford will be build-
ing an electric F-150 pickup truck
in the future.

The news was officially con-
firmed by Jim Farley, Ford presi-
dent of Global Markets, on Jan.
16.

Speaking at the Deutsche Bank
Global Automotive Conference
in the MGM Grand in Detroit,
Farley told the audience that
Ford would “be electrifying the
F-Series – battery electric and
hybrid – in a move designed to
‘future-proof’ the F-Series fran-
chise.”

The F-150 pickup truck is the
top-selling motor vehicle in the
North American market. Last
year, Ford sold more than
700,000 of the pickup truck. It is
currently assembled in plants in
Dearborn and Missouri.

Ford spokeswoman Dawn
McKenzie said that Farley’s
statement is consistent with
Ford’s strategy for its trucks.

“We’re constantly looking at
new ways to better serve our
truck customers,” McKenzie
said. “From new features to new

F-150 Getting
Tech Engine

Cadillac showed off a rendering of the brand’s first EV at NAIAS.In the future, cars like this 2019 Challenger could have an EV engine.
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Waymo, supplier to Detroit auto firms, will add facilities in Michigan.

Another step was taken last
week to make Michigan one of
the centers of development of
autonomous vehicle technology
when the Michigan Economic De-
velopment Corporation (MEDC)
on Jan. 22 approved a grant to
help Waymo open a facility in the
state.

Support for Waymo is further
evidence that Michigan contin-
ues to lead the next revolution in
transportation, as well as signifi-
cant community revitalization
actions, said MEDC spokes-
woman Kathleen Achtenberg.

In addition to supporting Way-
mo, the MEDC also approved
grants to Magneti Marelli. These
business developments will gen-
erate total private investment of
more than $26.1 million and cre-
ate up to 506 jobs, Achtenberg
said.

The new investments draw on
the state’s R&D climate and time-
ly supply of high-skilled engi-
neering talent and logistical re-
sources, she noted.

“Today’s projects will fuel new

economic activity across Michi-
gan, strengthen communities,
and create good-paying jobs for
our residents,” said Gov.
Gretchen Whitmer.

“Michigan is at the forefront of
innovation in automotive design
and development, and high-tech
auto companies continue to real-
ize the invaluable assets that
Michigan has to offer: high-tech
engineering resources, top-notch
research and design, and a high-
ly skilled workforce.”

Waymo was established in
2016 as a subsidiary of Alphabet
Inc. Based in Mountain View,
Calif., it’s a growing self-driving
technology company, Achten-
berg said. The company current-
ly has an operation in the city of
Novi with approximately 20 em-
ployees.

Waymo is looking to locate its
vehicle integration operations in
Michigan where it will integrate
its self-driving systems into the
vehicle platforms of its OEM

Waymo Expanding in State
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Just because it’s cold in De-
troit doesn’t mean that Michigan-
ders haven’t been able to have
some outdoor fun this winter.

Ford’s Michigan Central Sta-
tion Winter Festival opened Jan.
18 to a large crowd that braved
the weather to enjoy a 3D light
show on the iconic building, a
night market and a first-of-its-
kind exhibition of train station
artifacts curated by the Detroit
Historical Society.

Other family-friendly activities
included live graffiti painting,
face painting, fire pits with
s’mores, artist demonstrations,
live performances, vendor
shops, community booths as
well as an ice sculpture of the

train station. The 10-day festival
was part of an extension of
Ford’s North American Interna-
tional Auto Show presence, said
Ford spokeswoman Christina
Twelftree.

Tapping into advanced 3D
projection-mapping technology
and old-fashioned storytelling,
Ford has been able to use the 18-
story train station as a canvas to
re-create the station’s glory days
as a transporation hub, its revi-
talization, and its future as the
centerpiece of a new 1.2-million-
square-foot Corktown campus.

Along with its partners, Ford
Motor Company seeks to shape
the future of mobility and trans-
portation, Twelftree said.

“We’ve planned the festival to
coincide with NAIAS so we can
give auto show guests and
local residents a unique and
unforgettable brand experi-
ence,” said Garett Carr, Ford
global auto show and events
manager.

“We’re using Detroit’s most
famous landmark to captivate
an audience through dramatic
storytelling.

“Whether it’s sitting behind
the wheel of one of our vehicles
or inviting people to see where
we’re going as a company, high-
touch, personalized experiences
like this are critical to cut
through to customers in a noisy
marketplace.”

Ford Winterfest Lights Up Corktown Area

The Grand Central train station, currently undergoing restoration, was the center of Ford’s recent Winterfest.
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(AP) – Saying the road ahead
was “very difficult,” Tesla’s CEO
Elon Musk said Jan. 18 that the
company would be cutting its
staff by about 7 percent.

The electric car and solar pan-
el maker notified its employees
about the staff cuts and other
plans in an email posted on Tesla
Inc.’s website.

Musk said Tesla hopes to post
a “tiny profit” in the current
quarter but a 30 percent expan-
sion in its workforce last year

was more than it can support.
Tesla’s shares tumbled earlier

this month after it cut vehicle
prices by $2,000 and announced
fourth-quarter sales figures that
fell short of Wall Street estimates.

“Our products are too expen-
sive for most people,” Musk said
in the memo to staff, saying the
company has to “work harder.”

“Tesla has only been produc-
ing cars for about a decade and
we’re up against massive, en-
trenched competitors,” he said.

Musk said in a tweet in Octo-
ber that Tesla, based in Palo Alto,
Calif., had 45,000 employees. A 7
percent cut would involve laying
off about 3,150.

“We unfortunately have no
choice but to reduce full-time
employee headcount by approxi-
mately 7 percent . . . and retain
only the most critical temps and
contractors,” he said.

The company says it delivered
over 245,000 electric cars and
SUVs last year, nearly as many as
all previous years combined. But
its 2018 production fell far short
of a goal set nearly three years
ago of manufacturing 500,000 ve-
hicles for the year. That goal was
announced in May of 2016 based
on advance orders for its mid-
range Model 3, which Musk said
sells for $44,000.

Musk said Tesla plans to ramp
up Model 3 production, “as we
need to reach more customers
who can afford our vehicles. At-
tempting to build affordable
clean energy products at scale
necessarily requires extreme ef-
fort and relentless creativity,” he
said in the memo, “but succeed-
ing in our mission is essential to
ensure that the future is good, so
we must do everything we can to
advance the cause.”

propulsion systems, we are al-
ways looking at new designs and
technology that will better serve
our customers.”

McKenzie said that Ford has
no official timetable yet set about
when the public will see the EV F-
150.

Farley’s comment was part of a
larger presentation on Ford’s im-
mediate future.

“Over the last 19 months, we
have worked to reshape and
transform our company – sharp-
ening our competitiveness, tak-
ing actions to improve our prof-
itability and returns, and invest-
ing in our future. These actions
support our drive to satisfy to-
day’s customers – and those of
tomorrow,” said Jim Hackett,
Ford president and CEO.

Farley also shared details of
the company’s major global
product wave, which focuses on
trucks, commercial vehicles and
SUVs.

“We are now beginning to see
the results of our capital shift
away from traditional sedans to
trucks and SUVs with new utility
nameplates globally, including
the Territory in China, Bronco,
and a slightly smaller, yet-to-be
named off-roader in North Ameri-
ca,” Farley said. “2018 was a
growth year for F-Series, espe-
cially Super Duty in North Ameri-
ca. Transit and Ranger are now in
all global markets in high volume
with great potential.”

Farley also outlined actions
the company is taking to reshape
its regional businesses, includ-
ing:

North America – In the next 24
months, Ford is refreshing 75
percent of its lineup, fortifying
the company’s successful truck
franchise and renewing and ex-
panding the range of SUVs. At the
same time, Expedition and Navi-

gator are posting increases in
share, conquesting from compe-
tition, and increasing its mix of
SUVs, more in line with the over-
all market.

Europe – Ford is the #1 selling
commercial vehicle brand in Eu-
rope. Its plan is to redesign to
strengthen its competitive posi-
tion, and to improve profitability
and returns. The company also
plans a more targeted vehicle
lineup within three customer-fo-
cused business groups – com-
mercial vehicles, passenger vehi-
cles and imports.

China – (1) Create a solid foun-
dation for a turnaround with the
right leadership and the right
products – including new Territo-
ry and Focus models.

(2) Follow through with an in-
tense focus to improve cost
structure and improve relation-
ships with partners, including
the dealer network.

(3) Introduce more than 10
new Ford and Lincoln products
in China this year and more than
30 by 2021.

South America – Remain com-
mitted to the region with an opti-
mized footprint, targeted to
Ford’s strengths and focus on re-
ducing structural costs and im-
proving efficiency; administra-
tive headcount reduced by 20
percent in 2018.

“We are bolstering our portfo-
lio to capture a healthy share of
higher growth and higher profit
segments and partnering where
appropriate to improve prof-
itability and returns,” Farley said.
“I’m very confident in our plan
and our ability to execute.”

Chief Financial Officer Bob
Shanks reported positive compa-
ny operating results despite ex-
ternal challenges, including com-
modity costs, unfavorable ex-
change effects and policy
changes. He also cited other fac-
tors, including a decline of busi-
ness in China and higher warran-
ty costs in North America.

“For 2019, we see the potential
for year-over-year improvement
in company revenue, EBIT and
adjusted operating cash flow,”

Shanks said. “Our imperative to
sustain an investment grade rat-
ing and a strong balance sheet re-
mains the foundation of our busi-
ness.

“For 2019, we expect to be able
to fully fund our business needs,
while maintaining cash and liq-
uidity levels at or above our tar-
get levels.”

Shanks gave other high-level
guidance for 2019, emphasizing
the dynamic and challenging
nature of the global external
environment:

• Continued GDP growth glob-
ally and in major markets,
with a deceleration in the
rate of growth in the U.S.,
Europe and China.

• Global industry sales vol-
ume expected to remain flat
compared with 2018.

• Commodity costs to remain
at the present level through
2019.

• Adjusted effective tax rate
for 2019 to be in the low 20s
– a full 10 percentage points
higher than in 2018.

electrification to really supple-
ment those vehicles.”

This statement came at a time
when FCA’s muscle car sales are
actually increasing. Challenger
sales increased 3 percent in 2018,
with FCA selling a total of 66,716.

The Web site motor1.com re-
ported that of the Mustang, the
Camaro and the Challenger, only
the Challenger reported higher
sales numbers in 2018 compared
with 2017.

New EVs will be hitting the
marketplace in the near future.
Steve Carlisle, head of the Cadil-
lac brand, told reporters earlier

this month that Cadillac will take
charge of EV development for
GM and that Cadillac will be in-
troducing an EV model in a cou-
ple of years.

Ford told the media during the
company’s introduction of the
2020 Explorer that the SUV will
also have a hybrid version.

“I think that electrification will
certainly be part of the formula
that says what is American mus-
cle in the future. What it isn’t go-
ing to be is a V8, supercharged,
700-horsepower engine,” Manley
said to The Detroit News.

Zac Palmer of Autoblog.com
said that developing an EV
“could finally be the push Dodge

needs to move away from the an-
cient platform it currently uses –
a platform developed in the mid-
2000s based on parts from the
Mercedes W210 platform devel-
oped in the 1990s.

“Considerable updates and re-
freshes have been made since,
but it’s still one of the oldest un-
derpinnings in a vehicle sold in
the U.S. today.”

As to the timing of more specif-
ic information about when an EV
Challenger will hit the market,
FCA spokeswoman Kristin
Starnes said in an email that FCA
is currently not in a position to
comment on further product
plans.

TechCenterNews®

31201 Chicago Road South
Warren, Michigan 48093

586-939-6800

Contact us:
Info@TechCenterNews.com

Deadline: Thursday 5:00 p.m.
for the next edition of Monday

William Springer II, publisher
Lisa A. Torretta, operations
Jim Stickford, editor
Tech Center News is a registered
trademark of Springer Publishing Co.

www.TechCenterNews.com

PAGE 2 JANUARY 28, 2019TECH CENTER NEWS - WARREN

CONTINUED FROM PAGE 1

Arlington Manor Apartments
Move In Incentives For GM Employees

Arlington Manor Apartments

586-294-6220

• Spacious one & two bedroom
• Short & long term leases
• Kitchens including:
built-in microwave, dishwasher
& frost free refrigerators
• Central air and heating.
• Washers & dryers
in each building.
• 11x15 foot storage unit

Ask for
Mary or

Lori

Arlington Manor Apartments
Move In Incentives For GM Employees

Conveniently located 2 miles East of the GM Tech Center
Arlington Manor Apartments
31250 Schoenherr • Warren, MI

586-294-6220
Leasing HoursLeasing Hours

M-F 9-5:30
Sat 10-4
Sun 12-4

Most Popular Vehicle, the F-150, Has an Electric Future

Manley Says EV Challenger ‘Makes Sense’

Registration is now open for
the Macomb Community Action
29th Annual Walk for Warmth
event. The event will take place
on Saturday, March 2, 2019, at
Macomb Mall in Roseville, said
Macomb County spokeswoman
Roneeka Pleasant-Brown.

Walk for Warmth raises funds
to assist low-income Macomb
County residents with heat-relat-
ed emergencies like paying utili-
ty bills or replacing a broken fur-
nace. Since it began, the event
has raised over $750,000 to help
ensure that local families can
stay warm in their homes
throughout the winter.

“It is always a heart-warming
experience to help warm the
homes of those in need, and
there are thousands of Macomb
residents who need such sup-
port each winter,” said Ernest
Cawvey, director of Macomb
Community Action.

“Without our community part-
ners, such as Macomb Mall, our
financial and in-kind sponsors,
and compassionate community
members, this event would not
be what it is today.”

Registration For
Warmth Walk

CONTINUED FROM PAGE 1

Cadillac as the pinnacle of mobil-
ity.”

The Cadillac EV’s name and ad-
ditional details will be revealed
closer to launch, Carlisle said.
The Jan. 13 announcement is
part of Cadillac’s aggressive
product acceleration. Overall,
Cadillac will introduce new mod-
els at the rate of roughly one
every six months through 2021,
Carlisle said.

GM’s future EV platform, which
Cadillac will be the first to use,

will be flexible, allowing the com-
pany to respond quickly to cus-
tomer preferences with a rela-
tively short design and develop-
ment lead time. The Cadillac
portfolio will eventually benefit
from a variety of body styles that
can be spun off this architecture,
said Carlisle.

The most advanced compo-
nents within this platform are the
drive units and battery cells,
both of which are being designed
for maximum usability through-
out GM vehicle lineups in differ-
ent countries, Carlisle said.

Andrew Smith, executive direc-
tor of Cadillac Design, said that
having Cadillac be GM’s leader in
the development of EV technolo-
gy makes sense.

“Electrification of Cadillacs al-
lows us to take a clean sheet ap-
proach to engineering and de-
sign,” Smith said. “That’s impor-
tant because it allows interior de-
signers to decide what goes
where and create simple, elegant
designs for our vehicles. Our ulti-
mate goal is to execute all our ve-
hicle designs at levels that befit
the Cadillac name.”

Cadillac Brand to Lead GM’s EV Charge
CONTINUED FROM PAGE 1

Musk Says Tough Times Ahead for Tesla Car Production
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RED WINGS
Where Fit
Comes
First…

RED WING SHOE STORE
M-F 10-8; Sat. 10-5; Sun. 12-4

33289 Mound Rd.
Just North of 14 Mile Rd. in Stober Plaza – on the west side of the street

586-264-4500

• Safety Toes

• Professional
Fitting

• Wide Widths
In Stock

The Preferred
Brand

of Detroit’s
Auto Industry

House
RoyaltyBanquet Facility

Seating Accommodations
for 80-1200

“Experience the Elegance with Royalty”
(586) 264-8400
www.royaltyhouse.com • royalty@royaltyhouse.com

Proudly
Family

Owned for
40 Years

That’s a lot of LEGO bricks.
Chevrolet and students from

the Oxford Community School’s
FIRST LEGO League and Detroit’s
Ralph Waldo Emerson Elemen-
tary’s A World in Motion Pro-
gram unveiled the first-ever full-
size LEGO Silverado at the 2019
North American International
Auto Show just ahead of the
show opening to the public.

The LEGO model is an exact
life-size replica of the new 2019
Silverado 1500 LT Trail Boss, and
it is the first full-size Chevy vehi-
cle built entirely of LEGO bricks,
said GM spokeswoman Afaf
Farah.

The LEGO Silverado continues
the partnership between Chevy
and Warner Bros. Pictures that
began in 2017 with “The LEGO
Batman Movie” and the LEGO
Batmobile from Chevrolet, Farah
said.

This partnership builds on the
Silverado marketing efforts that
were launched by Chevrolet and
General Motors earlier this
month.

“Chevrolet is once again
thrilled to be working with Warn-
er Bros. to integrate the brand

and one of our most iconic prod-
ucts – Silverado – into ‘The LEGO
Movie 2: The Second Part,’” said
Sandor Piszar, director of
Chevrolet Truck marketing.

“The themes of determination
and teamwork in the new movie
align perfectly with our Chevy
brand values and we are sure
that the all-new Silverado has the
features, technologies and
strength that would help Emmet,

Lucy and their friends as they
take on exciting new challenges.”

Making the full-size pickup
truck out of LEGO blocks wasn’t
easy, Farah said. Eighteen spe-
cially trained LEGO Master
Builders spent more than 2,000
hours hand-selecting and placing
each of the 334,544 pieces on the
red LEGO Silverado, which has
unique working lights and graph-
ic details.

Chevy Hits the Bricks with LEGO Display

Chevy showed off a full-sized Silverado made of LEGO bricks at NAIAS.

partners, Achtenberg said. The
company plans to locate into a
ready-to-go, light manufacturing
facility space at a yet-to-be-
determined location in Southeast
Michigan that will support its ca-
pacity expansion plans.

“In the U.S., the auto industry
is synonymous with Michigan.
Auto manufacturing has created
hundreds of thousands of jobs in
the state and built an economic
engine that helps fuel the entire
country,” said Waymo spokes-
woman Alexis Georgeson.

“. . . Waymo is excited to an-
nounce that we’ll grow our busi-
ness in Michigan, as the Michi-
gan Economic Development Cor-
poration (MEDC) voted to ap-
prove our effort to establish our
manufacturing presence to build
our self-driving vehicles in the
state, creating hundreds of jobs
along the way.”

The project is expected to gen-
erate total private investment of
$13.6 million and create 100 jobs
with the potential for up to 400
jobs, resulting in a Michigan
Business Development Program
performance-based grant of up
to $8 million, Achtenberg said.
Michigan was chosen over com-
peting sites in a number of other
states.

“With recent announcements
like KLA-Tencor, Samsung, and
Waymo today, we continue to see
increased interest in Silicon Val-
ley companies looking to relo-
cate or expand into Michigan,”
said Jeff Mason, CEO of MEDC.

Mason also determines who re-
ceives grants on behalf of the
Michigan Strategic Fund (MSF).

In addition to MSF support,
MICHauto, an economic develop-
ment initiative of the Detroit Re-
gional Chamber, has offered to el-
evate Waymo’s engagement and
participation in MICHauto.

For information on careers
with Waymo, contact
https://waymo.com/joinus/.

“In 2016, Waymo selected Novi
as the location for its first Michi-
gan mobility development cen-
ter," said Detroit Regional Part-
nership Vice President of Busi-
ness Attraction Justin Robinson.

“Having Waymo choose to yet
again invest in the Detroit region
for its second mobility operation
is validation of our business case
as a leading global center for
technology development and in-
tegration.

“We were excited to have the
opportunity to compete for and
win this project and value the
support of the Michigan Econom-
ic Development Corporation and
MICHauto in helping to close this
deal.”

Magneti Marelli, founded in
Italy in 1919, develops and manu-
factures high-tech components
for the automotive industry and
has 85 manufacturing plants, 15
R&D centers and 31 application
centers in 20 countries around
the world.

The company is looking to
grow and invest in its North
American headquarters to fur-
ther strengthen its R&D, technol-
ogy, and professional labor capa-
bilities, Achtenberg said.

The company plans to expand
at its facility in Auburn Hills,
hiring new employees, construct-
ing new labs and adding machin-
ery.

The project is expected to gen-
erate private investment of more
than $12.5 million and create 106
jobs, resulting in a $1.59 million
Michigan Business Development
Program performance-based
grant, Achtenberg said.

Michigan was chosen over
competing sites in a number of
other states. The city of Auburn
Hills has offered staff time in sup-
port of the project.

“We are honored that Magneti
Marelli has chosen to continue
its growth in Auburn Hills,” said
Auburn Hills Mayor Kevin Mc-
Daniel.

“This new investment will al-
low Magneti Marelli to continue
developing technologies that will
contribute to the advancement
of mobility.

“We are excited about Magneti
Marelli’s reinvestment and the
additional jobs it will bring to
Auburn Hills.”

Michigan Grants Helping
Waymo Grow Operations

“... build our
self-driving vehicles

in the state,
creating hundreds

of jobs
along the way.”

– Alexis Georgeson,
Waymo

CONTINUED FROM PAGE 1
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HIBACHI BUFFET
LUNCH
BUFFET
$8.99
MMoonn--FFrrii •• 1111aamm--33::3300ppmm

Price Excludes Beverages

33431 Van Dyke at 14 Mile (Same Shopping Center as Walmart)

586-264-7000
Fax: 586-264-8080

CCAALLLL FFOORR RREESSEERRVVAATTIIOONNSS
CCAATTEERRIINNGG •• CCAARRRRYY--OOUUTT

WWee SSeerrvvee AAssiiaann && AAmmeerriiccaann CCuuiissiinnee

SSTTEEAAKK •• PPRRIIMMEE RRIIBB
SSEEAAFFOOOODD •• CCRRAABB LLEEGGSS

HHIIBBAACCHHII GGRRIILLLL
FFUULLLL SSUUSSHHII BBAARR

��������
TTrryy OOuurr NNeeww BBuuffffeett RRAATTEEDD 44 SSTTAARR!!

INDUSTRIAL FOOTWEAR
USAMADE – All Widths and Sizes

CHOICES - Over 28 Brands and a Wide Selection of Men's and Women's Styles
SAFETY, Non-Safety & MET GUARDS
EH, ESD and CSA Approved Footwear

WE'RE A LOCAL Company and Located in the North Pointe Shopping Center
30833Hoover Road (Hoover & 13Mile)Warren

Hours: Monday through Friday 10 am – 5 pm • Saturdays 9 am – 2 pm
*Mobile Shoe Store Available For Company-Sponsored Shoe Programs

On Your Site - Your schedule!

586-578-0996

Hill accepts the IHS Markit’s Loyalty trophy from Balasia.

Consumer loyalty helps keep
sales up and that’s good news for
GM, said company spokeswoman
Lauren Langille.

General Motors Co. has earned
the highest customer loyalty
among all automakers selling in
the United States for the fourth
year in a row, IHS Markit con-
firmed at the Automotive News
World Congress held in conjunc-
tion with the recent North Ameri-
can International Auto Show,
Langille said.

IHS Markit, which is a leading
source of global automotive in-
dustry information, analysis and
insight, recognized GM’s success
in retaining owners over repeat
buying cycles.

Steve Hill, GM’s U.S. vice presi-
dent of Sales, Service and Mar-
keting, accepted the award on
behalf of the company and its
dealers from IHS Markit Vice
President of Automotive Adviso-
ry Services Kristen Balasia.

“Such strong loyalty only
comes when everyone keeps the
customer at the center of every-
thing we do, whether they are
making, marketing, selling or
servicing our vehicles,” Hill said.

GM also announced that more
than one million Chevrolet, GMC,
Buick and Cadillac drivers have
signed up for My GM Rewards,
the automotive industry’s first
comprehensive loyalty rewards
program, Langille said.

The program, launched in
April of last year, allows cus-
tomers to earn and redeem
points on eligible new purchases,

including new vehicles, dealer
services, accessories, and On-
Star and connected services. It’s
also open to non-GM drivers who
want to have their vehicles serv-
iced at GM dealerships and make
other purchases.

“My GM Rewards is our way of
thanking loyal customers and
making sure they have a great
ownership experience, so they
come back to Chevrolet, GMC,
Buick and Cadillac dealers again
and again,” said Hill. “The pro-
gram has been a big hit since it
was launched, and its growth has
exceeded our expectations be-
cause the rewards are easy to
earn and redeem on things that
people really want and need.”

The sales and service experi-
ence delivered by Chevrolet,
Cadillac, Buick and GMC dealers
is a major reason why GM’s loyal-
ty scores are so consistently
high, Hill says.

Buick ranked highest in satis-
faction for dealer service among
mass market brands for the sec-
ond consecutive year in the 2018
J.D. Power Customer Service In-
dex (CSI) Study, which measures
service satisfaction among own-
ers and lessees of 1- to 3-year-old
vehicles, Langille said. Chevrolet
tied for second place, followed
by GMC. Cadillac ranked third in
luxury brands.

GMC is the second highest-
ranked brand for sales satisfac-
tion, according to the 2018 J.D.
Power Sales and Satisfaction In-
dex (SSI) study. It measures sales
experience satisfaction.

General Motors’ IHS Markit
Loyalty Scores Are Tops
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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

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

The famed Packard Plant pedes-
trian bridge that crossed East
Grand Boulevard in Detroit Col-
lapsed.

The event took place at about
3 p.m. on Jan. 23. Detroit police
reported that no one was injured
when the collapse happened and
the street was immediately
closed off so that debris could be
cleared.

Joe Kopietz, a spokesman for
site co-owner Arte Express, told
The Detroit News that contrac-
tors at the site noticed bricks
falling from the bridge at about 3
p.m. He says the cause of the col-
lapse is believed to be a pre-ex-
isting structural issue and tem-
perature fluctuations.

The city also co-owns the
bridge. The office of Mayor Mike
Duggan says it’s making plans to
have a contractor remove the de-
bris as soon as possible.

The bridge was erected in
1939. It had been off-limits to
tour groups in recent years be-
cause of concerns about its
structural integrity.

Most of the Packard Plant is
owned by Spanish-born develop-
er Fernando Palazuelo, who is

gradually moving forward with a
site redevelopment plan.

Attorney Joe Kopietz, a
spokesman for Palazuelo's com-
pany Arte Express Detroit, told
the Detroit Free Press that
Palazuelo hopes to see the

bridge reconstructed in the fu-
ture.

He did not know the precise
cause of the collapse, but sus-
pects that recent temperature
swings between thawing and
freezing had a role.

Packard Plant Pedestrian Bridge Collapses
The site of the Packard bridge collapse was cordoned off for safety because of potential chemical exposure.

DEARBORN, Mich. (AP) – Ford
Motor Co., which has struggled
overseas and saw U.S. sales fall
last year, reported its first quar-
terly net loss in two years Jan.
23.

The company said it lost $116
million, or 3 cents a share, in the
fourth quarter, compared with a
$2.52 billion profit a year earlier.
It last posted a quarterly loss in
the fourth quarter of 2016.

The loss included an $877 mil-
lion one-time charge to revalue
global pension assets due to a
late-year market slide.

Ford made $3.68 billion for the
full year, but that was only about
half of what its net profit was in
2017. North America was its only
profitable region.

“It’s not a year that we were

happy with,” Chief Financial Offi-
cer Bob Shanks told reporters. “I
think the fourth quarter kind of
continued in that theme.”

The annual and fourth-quarter
performances sent company ex-
ecutives scrambling to explain to
Wall Street analysts why it was
taking so long to restructure and
roll out new products that could
increase sales and profits.

CEO Jim Hackett, who re-
placed the ousted Mark Fields in
May of 2017, acknowledged frus-
tration with the speed of Ford’s
$11 billion restructuring effort.

“It is what it takes to build an
industrial model that we’re talk-
ing about, to do it the right way,
to not have it fall apart,” he said
on a conference call with ana-
lysts.

Ford Profits Decline in 2018
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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.
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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. All payments assume GM Employee Discount and GM Lease Loyalty. To qualify for GM Lease Loyalty you
must have a GM Lease in the household. All lease payments are based on 10,000 miles per year. 1st payment, tax, title and plate fee due at signing on all leases
unless otherwise noted. All deals expire 01/31/2019.
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18 MILE RD.

SINCE
1989

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

Thanks for making Buff Whelan Chevrolet the
#1 DEALER IN THE U.S.A. 2 years in a row

OVER 1,000
New Chevrolets

in Stock!

CALL
JEFF CAUL

586-274-0396

2019 CHEVY TRAVERSE FWD 1LT
w/ Convenience and Confidence package

$349+TAXWITH$0DOWN

NO SECURITY DEPOSIT REQUIRED
Equiped with Power Lift Gate, Remote Start, Heated Seats, Auto A/C, 8” Touch Screen Radio,
Back Up Camera & More

36 MTH LEASE
10,000 MILES

2019 TRAX LS

24 MTH LEASE
10,000 MILES

2019 CHEVY EQUINOX 1LT

$216+TAX WITH$0DOWN

NO SECURITY DEPOSIT REQUIRED
Equiped with 1.5L Turbo Engine, 7” touch screen radio, Onstar, Bluetooth, Keyless Entry
Back Up Camera, Alum. Wheels, Deep Tinted Glass & More…

36 MTH LEASE
10,000 MILES

$160+TAXWITH$0DOWN

NO SECURITY DEPOSIT REQUIRED
Equiped with Power Locks, Power Windows, Power Mirrors, Keyless Entry, Back-Up Camera
& More…

GM was offering more than ve-
hicles for sale at the 2019 North
American International Auto
Show (NAIAS), the company was
offering people the opportunity
to make money through its
Maven service.

GM spokeswoman Annalisa
Bluhm said the company had a
message for people interested in
looking at new vehicles – in the
three years since Maven’s
launch, the demand side of the
service shows that people partic-
ipating can really flip the depreci-
ation curve of new vehicle pur-
chase.

“Let me say this more simply,”
Bluhm said. “Your new car can
make money for you.”

That’s possible if people sign
up for the Maven app. They place
their vehicles on the Maven plat-
form and make their cars avail-
able for others to use.

“We have users who make $800
a month from their cars,” Bluhm
said. “We pay for the insurance
and it offers coverage of up to $1
million.

“The take is split 60/40 be-
tween car owner and Maven. A
car sits idle three-fourths of the
day. So by making one’s car avail-
able, a Maven participant can
take that car from being a money
loser through depreciation to a
money earner.”

Bluhm said that once people
understand how Maven works,
getting them to sign up isn’t that
tough a sell.

“There is a certain group of
people who are interested in this
and it’s ripe and fertile ground to
reach out to them,” Bluhm said.
“And we’re not just talking about
Millenials. Often the people who
make their vehicles available
own one or two cars. Then they
find that their kids have gone off
to college and they find that they
might have an extra vehicle on
their hands. By signing up for

Maven, they have extra flexibility
in making money.”

And flexibility is the key to
making Maven work, Bluhm said.
It’s the car owner who deter-
mines when that vehicle is avail-
able. So a two-car family where
both spouses need a car to get to
work Monday through Friday,
might do well by making one of
their vehicles available during
the weekend when they can get
by with one car.

Currently, Maven is operating
in Detroit and Chicago, Bluhm
said. GM plans on making the
service available in 10 more
cities by the end of the year.

Bluhm said that when GM em-
ployees were creating Maven,
they always believed that the
service would be popular with
Millenials who lived in crowded
cities such as New York.

But what surprised people at
GM was that there is a real ap-
petite for growth of the service.

“We saw growing demand right
away,” Bluhm said. “We thought
Maven would start relatively

small and grow over time. But
within two-and-a-half months of
its launch we knew that the plat-
form would work in any urban
area.”

GM is built for economies of
scale, Bluhm said. There are a lot
of GM car buyers out there.
Those who have purchased GM
products within the past five
years can participate in Maven,
provided their vehicles meet cer-
tain conditions.

“After people go to Maven.com
and upload the app, we send
someone to check out their vehi-
cles,” Bluhm said.

“We have to make sure the ve-
hicle in question checks out. And
in addition to being in good
physical condition, the vehicle
must also have a certain level of
connectivity.”

Signing up for Maven is that
simple, Bluhm said. The program
allows vehicle owners to make
money from their cars.

“Once people learn that, get-
ting them to sign up isn’t hard,”
Bluhm said.

Your New Vehicle Can Make Money for You

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

Maven experts have to OK cars before they can be used for the service.

TOKYO (AP) – Toyota Motor
Corp. and Panasonic Corp. are
setting up a joint venture to re-
search, manufacture and sell bat-
teries for ecological autos, an in-
creasingly lucrative sector amid
concerns about global warming.

The Japanese automaker and
the Japanese electronics maker
said in a joint statement Jan. 22
that Toyota will take a 51 percent
stake and Panasonic 49 percent
in the joint venture, which is
scheduled to be up and running
by the end of 2020.

The companies have been
studying working together on
batteries since 2017.

They did not say how much
would be invested in the joint
venture.

Panasonic will transfer equip-
ment, assets and workers from
its plants in Japan and China to
the joint venture, which will em-
ploy 3,500 workers from both
companies.

Separately, Panasonic already

has invested in a battery factory
with U.S. electric car maker Tesla
Inc.

Innovations in batteries are
critical for electric vehicles, with
charging times and costs key ob-
stacles to the public’s accept-
ance and use of the new technol-
ogy.

Toyota, Japan’s No. 1 automak-
er, is thought to have fallen be-
hind rival Nissan Motor Co. in pi-
oneering electric vehicles, and
has been trying to catch up in re-
cent years.

The companies said the auto
motive sector was trying to meet
various challenges that require
innovation and new ways of
thinking about transportation,
including autonomous driving
and car-sharing services.

“Today’s automotive world is
also being called on by society to
help find solutions to such issues
as those related to global warm-
ing, resources and energy,” they
said in a joint statement.

Toyota Allies With Panasonic



JANUARY 28, 2019 PAGE 7TECH CENTER NEWS - WARREN



PAGE 8 JANUARY 28, 2019TECH CENTER NEWS - WARREN

2019 BUICK ENCORE PREFERRED
PURCHASE FOR

$17,379*

$139*PER
MONTH

24
MONTHS

$999DOWN

LEASE FOR
STOCK# B591965

2019 BUICK ENCLAVE PREFERRED
PURCHASE FOR

$33,579*

$319*PER
MONTH

24
MONTHS ZERODOWN

LEASE FOR
STOCK# B590062

2019 BUICK ENVISION PREFERRED
PURCHASE FOR

$27,159*

$219*PER
MONTH

36
MONTHS

$999DOWN

LEASE FOR
STOCK # B591035

2019 BUICK REGAL SPORTBACK
ESSENCEPURCHASE FOR

$27,879*

$439*PER
MONTH

36
MONTHS

$999DOWN

LEASE FOR
STOCK# B490067

2019 BUICK CASCADA PREMIUM
PURCHASE FOR

$32,739*

$449*PER
MONTH

39
MONTHS

$999DOWN

LEASE FOR STOCK# B490075

No GM
Employee
Discount
Required

2018 GMC CANYON SLE EXT CAB

STOCK #G583861PURCHASE FOR

$26,949*

2019 GMCTERRAIN SLT
$169*PERMONTH 36MONTHS

LEASE FOR

$999DOWN

STOCK #G591341PURCHASE FOR

$25,139*

2019 GMC ACADIA SLE1
$179*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G590708PURCHASE FOR

$24,919*
2019 SIERRA LIMITED
$229*PERMONTH 36MONTHS

LEASE FOR

$999DOWN

STOCK #G591846PURCHASE FOR

$33,549*

2018 GMC SIERRA 1500
$399*PERMONTH 36MONTHS

LEASE FOR

$999DOWN

STOCK #G585783PURCHASE FOR

$49,999*NO GM EMPLOYEE DISCOUNT REQUIRED

DENALI
CREW
CAB

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). Must have GM Employee discount and lease loyalty. All leases are 10,000 miles per
year with approved A Tier credit. All Vehicles shown are $999 down unless otherwise stated. Disposition Fee may be required at vehicle turn in. Must have
lease loyalty or lease conquest vehicle in household on certain models. Prices and payments are plus tax, title, plate, doc fee, refundable security deposit
required on certain vehicles – to be determined by lender. 2019 model year vehicles are priced and discounted at supplier discount with a competitive lease
or lease loyalty depending on vehicle model. Pricing includes Ed Rinke bonus cash, while supplies last.**$3,500 trade in is valid on 2008 or newer vehicles
w/ under 115k miles in drivable condition, no branded titles, reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details. ** Exp date: 1/31/2019.

LEASE FOR

$229*

PURCHASE FOR

$34,960*

24MONTHS
$999DOWN

NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 592288

*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). Must have GM Employee
discount and lease loyalty. All leases are 10,000 miles per year with approved A Tier credit. All Vehicles shown are $999 down
unless otherwise stated. Disposition Fee may be required at vehicle turn in. Must have lease loyalty or lease conquest vehicle in
household on certain models. Prices and payments are plus tax, title, plate, doc fee, refundable security deposit
required on certain vehicles – to be determined by lender. 2019 model year vehicles are priced and discounted at supplier
discount with a competitive lease or lease loyalty depending on vehicle model. Pricing includes Ed Rinke bonus cash, while
supplies last.**$3,500 trade in is valid on 2008 or newer vehicles w/ under 115k miles in drivable condition, no branded titles,
reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details. ** Exp date: 1/31/2019.

2019 CHEVROLET
SILVERADO 1500LIMITED CUSTOM

DOUBLE CAB

LEASE FOR

$149*

PURCHASE FOR

$22,059*

24MONTHS
$999DOWN

NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK#592460

2019 CHEVROLETEQUINOXFWD LS

LEASE FOR

$179*

PURCHASE FOR

$22,459*

24MONTHS
$999DOWN

NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 490110

2019 CHEVROLETMALIBULT

LEASE FOR

$209*

PURCHASE FOR

$19,219*

36MONTHS
$999DOWN

NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 490023

2019 CHEVROLETCRUZELT

PER
MONTH

PER
MONTH

PER
MONTH

PER
MONTH

HURRY, OFFER ENDS 1/31/2019.

NO GM EMPLOYEE DISCOUNT REQUIREDCOURTESY VEHICLE

LEASE FOR

$89*

PURCHASE FOR

$16,269*

24MONTHS
$999DOWN NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 592443

2019 CHEVROLETTRAXLS

PER
MONTH

No GM
Employee
Discount
Required

ELEVATION
EDITION

No GM
Employee
Discount
Required

No GM Employee Discount Required

No GM
Employee
Discount
Required

MSRP $35,905
SAVE OVER $8,000

2019 GMC YUKON SLE
$409*PERMONTH 36MONTHS

LEASE FOR

$999DOWN

STOCK #WHSBC9PURCHASE FOR

$45,329*NO GM EMPLOYEE DISCOUNT REQUIRED

LEASE FOR

$439*

PURCHASE FOR

$43,849*

36MONTHS
$999DOWN NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 590498

2019 CHEVROLETTAHOELS

PER
MONTH

LEASE FOR

$249*

PURCHASE FOR

$31,089*

24MONTHS
$999DOWN NO GM EMPLOYEE DISCOUNT REQUIRED • STOCK# 592424

2019 CHEVROLETTRAVERSELS

PER
MONTH
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