
by TOM KRISHER
AP Auto Writer

DETROIT (AP) – The United
Auto Workers union has picked
General Motors as the target
company for this year’s contract
talks with Detroit’s three au-
tomakers.

The move announced Sept. 3
means that GM will be the focus of
bargaining, and any deal with the
company will set the pattern for
Ford and Fiat Chrysler. It also
means that if the union decides to
go on strike, it will be against GM.

Contracts between the union
representing about 152,000 work-
ers and GM, Ford and Fiat
Chrysler expire at 11:59 p.m. on
Sept. 14.

Earlier Sept. 3 the union an-
nounced that over 96 of its mem-
bers voted to authorize strikes
against the companies.

The strike authorization vote
is a normal part of the bargaining
process, and it doesn’t mean that
there will be a work stoppage.
But tensions are high in contract
talks this year because the
automakers are making billions

in profits and workers want a
bigger slice. The companies,
though, want to get closer to par-
ity with foreign automakers with
U.S. factories that are mainly in
the South.

In a statement, the union said
96.4 percent of workers at Gener-
al Motors voted to authorize a

There’s going to be some fun
this October at Macomb Commu-
nity College.

MCC’s Culinary Institute is
hosting Oktoberfest, Saturday,
Sept. 28, 6:30 – 10 p.m., at the
Lorenzo Cultural Center on the
college’s Center Campus in Clin-
ton Township.

The event will feature German-
style hors d’oeuvres and a din-
ner buffet, prepared by culinary
institute faculty and students,
along with an open beer and
wine bar. Entertainment will be
provided by the Bavarian band
Siasswasser Tanzlmusi, playing
traditional alpine folk music.

The cost for the event is $45

per individual or $85 per couple,
said Sean Patrick, manager of
Media Relations at MCC.

Tables of 10 are available for
$425. Event proceeds will sup-
port Macomb Culinary Institute
activities and programs, includ-
ing competing in the IKA Culi-
nary Olympics, which will be
held in Stuttgart, Germany, in
February 2020.

MCC’s culinary program is ac-
credited by the American Clu-
nary Federation Education Foun-
dation, Patrick said. To make a
reservation go to tinyurl.com/
2019oktoberfest to make reser-
vations, Patrick said. Tickets will
not be available at the door.

Jeep is proud of the new 2020
Gladiator, and Jeep employees are
proud to be able to build the new
pickup truck and carry on a tradi-
tion that extends back more than
75 years.

Building the new 2020 Jeep
Gladiator continues a decades-
long, interconnected relationship
between the city of Toledo and
the Jeep brand, said Edward Car-
denas, FCA multimedia editor.

For nearly 80 years, Jeeps have
been built in Toledo, and that’s
a point of pride for the women
and men who build the Gladiator
in the south plant of the Toledo
Assembly Complex, Cardenas
said.

“While these skilled workers
have worked for FCA for any-
where from a few years to a few
decades, they all have an appre-
ciation for their place in the
long history with the Jeep brand
and Toledo,” Cardenas said.
“This is true for Codey Simpson
who was born and raised in the
Toledo area. He initially worked
on the Jeep Wrangler, which is

built in the north plant, before
moving to the Gladiator decking
area.”

“I get to say I am part of it,”
Simpson said. “Going through this
whole process is just a dream
come true for me.”

Michael Carroll has been with
Jeep for six years and is im-
pressed with the new Gladiator.

“It’s one of the best vehicles I’ve
seen in a long time with all the dif-
ferent options that are available,”
Carroll said. “This is the only
truck that you are ever going to
find with a top that comes off,
doors that can be removed and a
windshield you can drop down to
experience all the freedom of a
topless truck.”
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Ford volunteers recently help clean up lots in the Springwell neighborhood of southwest Detroit.

More than 5,000 Ford Motor
Company employees are joining
community service projects in 34
countries this month to make
people’s lives better during Ford
Global Caring Month, the signa-
ture annual event of the Ford Vol-
unteer Corps.

Examples of the work include a

project in the Philippines to con-
struct a communal water facility
in two villages, said Ford spokes-
woman Stafanie Dunham. Cur-
rently, some residents travel one
hour each day for water because
their homes lack a piped-in sup-
ply. The volunteers will clear the
ground, bring in construction

materials, lay the necessary
blocks and tiles and install a con-
crete floor.

In Brazil, Ford volunteers will
help setup a mother’s workshop
to train women to earn income
as seamstresses and start their

Ford Volunteers Clean Up Communities

CONTINUED ON PAGE 2

FCA employees on the line work to build new Gladiator pickup trucks.

by Jim Stickford

GM is getting ready to launch
its annual teamGM Cares Week,
an event that lets the company
and its employees give back to
the communities that are home
to GM facilities. This year’s event
takes place during the week of
Sept. 16.

“This is our seventh teamGM
Cares week, my fifth managing it,”

said Sean O’Sullivan, teamGM
Cares Program officer. “The idea is
that for a week GM employee vol-
unteers make a concentrated effort
to help out their local communi-
ties. We do this on a national lev-
el. This year we have teamGM
Cares projects taking place in
eight states, including Michigan,
Georgia, Illinois, Missouri, Indiana

TeamGM Cares Week Help
Neighborhood Projects

Ford’s hybrid police interceptor have been ordered by police units.

Jeep Employees Proud of Gladiator Work

TeamGM Cares volunteers recently planted urban gardens in Detroit.

CONTINUED ON PAGE 2

When thinking of hybrid car
engines, most people don’t think
of them as ways to save taxpay-
ers’ money. But that’s the case
with the 2020 Ford Police Inter-
ceptor Utility.

Already America’s best-selling
police vehicle, the Ford Police In-
terceptor Utility is capturing the
attention of law enforcement
agencies for a new reason – the
2020 model is the first-ever pur-
suit-rated police utility vehicle
with a standard hybrid engine,

said Ford spokeswoman
Michaela Johndrow.

Orders for the Ford Police In-
terceptor Utility Hybrid are pil-
ing up. Agencies in cities such as
San Diego, Columbus, Ohio, and
Madison, Wisc., have committed
to adding hybrids to their law en-
forcement fleets, Johndrow said.

So far, these police agencies
have ordered more than 2,600
units equipped with the vehicle’s

Ford Police Hybrids Save
Taxpayers Cash on Fuel

CONTINUED ON PAGE 4

Oktoberfest Coming Soon

GM is UAW Strike Target
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As the saying goes, if you get a
person to go to the mountain,
bring the mountain to that per-
son.
Which is which is what owners

of the new Ford Transit van are
doing, said Ford spokeswoman
Elizabeth Kraft.
Take for example, Steve

McBride, executive director of
Pewabic Pottery in Detroit.
He said that he knew the future

success of this historic business
couldn’t rely on foot traffic alone,
Kraft said.
To find new ways to engage

with the community and increase
awareness of its business, own-
ers of the 116-year-old ceramic
studio and school purchased a
Ford Transit and created a travel-
ing exhibition space with
portable ceramic firing kilns that
allows the artists to bring the Pe-
wabic experience to community
festivals and schools.
“This is something we’d been

thinking about doing for almost
30 years,” said McBride. “We
knew we needed to customize
the interior of the van to reflect
our history while also creating a
new kind of experience. We want-
ed it to be easy for people to
walk through, so Ford’s option
for a high roof and easy upfitting
made choosing a Transit a no-
brainer.”
Pewabic and its Street Team is

just one example of a trend being
embraced by small businesses
and entrepreneurs – mobile oper-
ations, Kraft said.
With consumers increasingly

valuing scarce free time and com-
mercial real estate pricing up six
percent year-over-year, accord-
ing to Real Capital Analytics,
savvy merchants have discov-
ered that people want the retail
and service industries to come to
them.
“This trend sits right at the in-

tersection of craft and conven-
ience,” said Sheryl Connelly, Ford
chief futurist. “Clicking a button
and getting something shipped
to you is something we’re used
to, but now we’re quickly moving
into ‘Click a button, get a service
or get a custom experience.’
“We all saw this start with the

food truck trend, but as we shift
away from commodity purchas-

ing and toward personalized re-
tail experiences, we’re seeking a
more meaningful connection
with brands – one that turns
commonplace transactions into
memorable moments. So being
able to build out a van to suit
that experience is a new way to
imagine a brand.”
Businesses are choosing full-

size vans to grow their compa-
nies rather than investing in sta-
tionary brick and mortar loca-
tions, Connelly said.
Understanding these new

trends and how customers will
use their vehicles is part of why
Ford has been America’s best-
selling commercial van brand for
40 years. Year-over-year, sales of
Transit are up 1.9 percent, and
that jumps to 5.3 percent for
fleets in the one-to-five-vehicle
range.
“This is a segment we’ve been

watching for some time,” said
Tiffany Chang, Ford Transit mar-
keting manager. “This segment is
where customers hustle and
where entrepreneurs are most
creative.”
Mobile operations provide

flexibility for business owners to
set up shop near corporate of-

fices, in bustling downtown loca-
tions and at festivals and events
near school campuses, Connelly
said. Several steps are removed
from the purchase process, al-
lowing consumers almost instant
access to goods and services.
“A lot of our customers can’t

bring a bicycle in or just appreci-
ate the convenience of service
and sales at home,” said Denise
West, co-owner of Sarasota Pop-
Cycles. “Having a van lets us take

care of our customers better.
Plus, because of the big ad space
it offers we reach new people
when we’re on a run. A neighbor
sees the van and calls us to
schedule service of their own.”
This effort pays off. According

to an Out Of Home Advertising
Association of America study
performed in 2019, 64 percent of
residents age 16 or older sur-
veyed noticed a wrapped vehicle
ad within the past month.
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own businesses. Such projects
provide employees a way to com-
bine their personal interest in
community service with their ca-
reers.
“This is an opportunity for pro-

fessional and personal growth,”
said Emanuela Silva, analyst,
Ford Human Resources in Brazil.
“I have always been involved
with volunteer work, and it is
great to work at a company
where a life goal of helping oth-
ers is fulfilled through company
initiatives.”
In Germany, Ford employees

will continue a project to help
care for refugee children. By
supporting refugee integration in
the Cologne area, volunteers will

introduce a sports program for
children who are disadvantaged
or living in refugee homes to help
themmake friends and build con-
fidence, Dunham said.
In the United Arab Emirates

Ford volunteers will build toys
for homeless refugee children.
“The handmade toys from Ford

employees will be sent to the
children to put a smile on their
face and not lose hope of a better
future.” said Zeek Ainabe, Ford
volunteer, Government and Com-
munity Relations, UAE. “Ford
Global Caring Month is a great
opportunity for employees to
come together and work as a
team to serve humanity for its
greater good.”
In Mexico, 250 Ford volunteers

are building a dining room and

playground at a home for home-
less and abused children, Dun-
ham said. The project will pro-
vide the kids with a protective
environment to restore their
physical and emotional well-be-
ing, resume their schooling and
play with other children.
“I love helping people,” said

Berenice Perez aguilar, Ford vol-
unteer and Communications
Coach, Ford of Mexico. “For me,
it is important that we multiply
our efforts and make these chil-
dren have a better education, life
and social quality.”
“Ford volunteers play a vital

role in demonstrating Ford’s
commitment to become the
world’s most trusted company,”
said Todd Nissen, director, Ford
Volunteer Corps.

Ford employees in at least 10
states will also participate in a
wide variety of Ford Global Car-
ing Month activities.
The Ford Volunteer Corps is

the heart of a global network that
enlists tens of thousands of em-
ployees annually. Ford Global
Caring Month is the largest con-
centration of Ford employees
performing service work in the
community, but Ford volunteers
are engaged year round at food
banks, care facilities and
schools.
Since its launch in 2005 by Ex-

ecutive Chairman Bill Ford, the
Ford Volunteer Corps has con-
tributed 1.7 million hours of com-
munity service in 50 countries,
representing nearly $45 million of
in-kind community investments.

Ford Volunteers Give Time, Effort to Help Communities

and Texas. We are also working in
the Canadian province of Ontario.”
While the teamGM Cares pro-

gram has a special week of activ-
ities, it operates year round.
“In any given year, we start

planning between the months of
January and April,” O’Sullivan
said. “After that it’s off to the
races and we go off ripping and
roaring.”
Some teamGM Cares activities

that have taken place earlier this
year include volunteers from the
Detroit area helping clean up the
Cody neighborhood in Detroit in
July.
“We helped clean up five ele-

mentary schools as well as a
high school,” O’Sullivan said.
“We also boarded up abandoned
buildings and planted urban gar-
dens. Being able to do things like
that is very satisfying.”
TeamGM Cares just doesn’t

pick any charity to help, O’Sulli-
van said.
“We pick organizations that fo-

cus on areas we want to help,”
O’Sullivan said. “The non-profits
we help focus on things like edu-
cation and improving the quality
of life of people in the communi-
ty.”
So team GM Cares like to

groups like Focus:HOPE, O’Sulli-
van said.
“They do a great job working

with residents to improve their
lives,” O’Sullivan said.
Khristi Miller, volunteer

manger for Focus:HOPE, said
that this year teamGM Cares vol-
unteers will come on Sept. 17
and Sept. 20 to help pack food
packages for Focus:HOPE’s food
program.
“Every month we provide

41,000 meals to seniors,” Miller
said. “Of those 41,000 meals,
13,000 go to homebound people.
When I talk with GM volunteers, I
can tell they’re happy to be able
to do something that helps peo-
ple, and not just have busy work
to do.”

TeamGM Cares
Projects Start
This Month

CONTINUED FROM PAGE 1
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Ford Transit Van Helping Businesses Go Meet the Public

McBride uses this Transit van as part of a traveling exhibition.
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Building on nearly 25 years of
connectivity leadership, General
Motors will be introducing new
in-vehicle technology that will
enhance the overall customer ex-
perience and make it easier than
ever for customers to bring their
digital lives into future connect-
ed vehicles.
GM’s research shows that

many customers prefer an em-
bedded technology experience in
the vehicle, and increasingly ex-
pect seamless integration be-
tween the tech in their hands
and the tech in their vehicle, said
General Motors spokeswoman
Katie Downey.
Listening to customer feed-

back, GM will work with Google
to bring new options for a voice
assistant, embedded navigation
and in-vehicle applications to
compatible Chevrolet, Buick,
GMC and Cadillac vehicles in re-
gions around the world begin-
ning in 2021.
Broad deployment across all GM
vehicle brands is expected to roll
out in the years following,
Downey said.
“We are re-envisioning the fu-

ture in-vehicle customer experi-
ence, and this is just the first
step. The integration of select
Google technology and services
into our vehicle infotainment sys-
tems will foster a more connect-
ed and efficient driving experi-
ence,” said Santiago Chamorro,
vice president for Global Con-
nected Customer Experience,
GM. “We will continue to offer

our own unique infotainment fea-
tures that only GM can deliver,
such as service recommenda-
tions, vehicle health status, in-ve-
hicle commerce and more, with
the Google applications and serv-
ices complementing our offer-
ings.”
Future GM infotainment sys-

tems will continue to be powered
by Android, which enables GM to
bring familiar and enhanced ex-
periences from Google to the ve-
hicle, Downey said.
Among the services are

Voice Assistant.
With the built-in Google Assis-

tant, drivers will be able to make
the most of their driving time in
the vehicle and easily get things
done hands-free using just their
voice.
Drivers can use the Assistant

to make calls or text a friend,
play a favorite radio station or
podcast, close the garage door
(requires compatible smart
home devices) or even change
the temperature in the vehicle,
all while keeping their eyes on
the road and their hands on the
wheel.
The Assistant integration will

continue to evolve over time, so
that drivers in the future will be
able to simply use their voice to
engage with their vehicle, which
could include renewing their On-
Star or Connected Services
plans, checking on their tire pres-
sure, scheduling service and
more, Downey said.
There is also Embedded Navi-

gation. Google Maps in the vehi-
cle is constantly up-to-date and
helps drivers navigate with real-
time traffic information, automat-
ic re-routing and lane guidance,
Downy said.
With the Assistant, drivers can

use voice to navigate home,
share their ETA, find the nearest
gas station and EV charging sta-
tions (based on availability) or
ask about a store’s hours without
needing a phone.
Another service is In-Vehicle

Applications. The Google Play

Store lets drivers find their fa-
vorite apps and services de-
signed specifically for in-vehicle
use. Drivers can listen to the
same albums, podcasts and au-
diobooks in the vehicle as at
home and stay connected with
their most important contacts on
communication apps, Downey
said.
“GM is a trailblazer with An-

droid in automotive and a leader
in vehicle connectivity,” said
Patrick Brady, vice president of
Engineering, Google.

“We’re incredibly excited to
work with them to transform the
way people consume media, stay
in touch, navigate and access in-
formation on the go.”
While using Google applica-

tions and services make driving
safer, it’s still vitally important
that the driver must always re-
main attentive.
Additional services and data

may be required.
Full feature details will be

available closer to launch,
Downey said.

®Detroit AutoScene®

SEPTEMBER 9, 2019 PAGE 3“FIRST IN THE HEART OF DETROIT SINCE 1933”

strike, while it was 95.98 percent
at Ford and 96 percent at Fiat
Chrysler.
Picking GM as the target is no

surprise because it’s the most
profitable of the three compa-
nies, and General Motors also
has announced plans to shutter
four factories in Ohio, Michigan
and Maryland.
The union has pledged to fight

the closures at two Detroit-area
factories, in Lordstown, Ohio,
and near Baltimore. Production
already has stopped in Lord-
stown, Baltimore and one of the
Detroit-area factories.
“We are focused. We are pre-

pared and we are all ready to
stand up for our members, our
communities and our manufac-
turing future,’’ union President
Gary Jones said in a statement
Tuesday.
General Motors officials said

the company is looking forward
to “constructive discussions’’
with the union to build a strong
future for employees and its
business.
General Motors, the nation’s

largest automaker, likely was
picked because talks there will
be the most difficult of the De-
troit Three, said Kristin Dziczek,
vice president of labor, industry
and economics at the Center for
Automotive Research, an indus-
try think tank.
Although she doesn’t know

how negotiations have been go-
ing so far, the likelihood of a
strike was high even before the
union picked General Motors, Dz-
iczek said.
The union raised strike pay for

workers and has said it will use
all tools in its toolbox during
contract talks.
In addition to the four plants

that GM has slated to close, it al-
so has three other factories in

Michigan and Kansas that aren’t
being fully utilized, and the union
will seek new products for those
plants, she said.
General Motors also leads all

automakers in production of ve-
hicles in the country of Mexico,
another thorny issue for the
union.
It’s also possible there will be

an economic downturn within
the term of the next four-year
contract, so the union will seek
job and income security, Dziczek
said.
Adding to the tension is the au-

tomakers’ quest to trim hourly
labor costs, which have grown
when compared with Southern
U.S. factories run by Toyota, Nis-
san, Hyundai-Kia, Volkswagen
and others.
Fiat Chrysler pays about $55

per hour in wages and benefits to
the company’s UAW workers,
while it’s $61 at Ford and $63 at
General Motors.
That compares with an aver-

age of $50 per hour at plants
owned by foreign-based au-
tomakers, according to the Cen-
ter for Automotive Research, an
industry think tank.
Also playing into the talks is a

corruption investigation by the
federal government into the
union’s leadership.
Last month federal agents

searched Jones’ suburban De-
troit home, and several union
leaders and executives have
been found guilty of taking mon-
ey from a training center run
jointly by the UAW and Fiat
Chrysler.
Jones, who has not been

charged, marched in Detroit’s La-
bor Day parade but exited the
route before its completion and
didn’t speak to any union mem-
bers.
About 20 marchers carried

signs calling for the union to be
reformed.

GM is UAW Strike Target
CONTINUED FROM PAGE 1

GM Looks to Google to Improve Connectivity Technology

Google Maps will be integrated into GM Infotainment in 2021, making the system easier to use by drivers.
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Good news for fans of the origi-
nal Willys Jeep, the vehicle that
started it all.
The Jeep brand is returning

the Wrangler Willys edition to
the iconic SUV’s lineup and intro-
ducing the new 2020 Wrangler
Black & Tan, said FCA
spokesman Berj Alexanian. Both
models are based on the Wran-
gler Sport S and feature unique
exterior and interior content.
“Special editions are a perfect

way for Jeep to connect with cus-
tomers and feed their ideas and
passion into the brand and its ve-
hicles,” said Jim Morrison, head
of Jeep Brand - North America.
“Wrangler Willys harkens back
to the original Jeep while Wran-
gler Black & Tan offers a unique
look with a tan top. We are proud
that both new models will add to
the wide appeal Jeep Wrangler al-
ready offers.”
The 2020 Jeep Wrangler Willys

and Black & Tan editions are
available to order now, Alexanian
said.
The 2020 Jeep Wrangler lineup

sees the return of the popular
Willys edition and marks the first
time it is available on the newest
generation Jeep Wrangler (JL),
Morrison said.
The Wrangler Willys edition

features a limited-slip rear differ-
ential, Rubicon rock rails and
shocks, heavy-duty brakes and
32-inch Firestone mud terrain
tires. These features, combined
with Jeep’s Command-Trac 4x4
part-time, two-speed transfer

case with a 2.72:1 low-range gear
ratio, bolster the Jeep Wrangler
Willys’ off-road capability.
This added capability is high-

lighted with a rugged appear-
ance, Morrisons aid. Special exte-
rior design cues feature a Willys
hood decal, unique black 17-inch
aluminum wheels with gray pad
print and a gloss black sport
grille.
All-weather slush mats, as well

as LED headlights and fog lights,
are also standard on the Wran-
gler Willys edition.
The Wrangler Willys edition is

available in 10 colors: Black,
Granite Crystal, Sting Gray, Billet,
Ocean Blue, Firecracker Red,
Punk’n, Hellayella, Mojito! and
White.
The 2020 Jeep Wrangler Willys

has an MSRP of $33,740 for the

two-door model and $37,240 for
the four-door version of the vehi-
cle.
Joining the Jeep Wrangler line-

up for the first time for the model
year 2020, the Wrangler Black &
Tan features a unique look with a
distinct heritage flair, Morrison
said.
Available in all exterior colors,

the Jeep Wrangler Black & Tan
edition features 17-inch Machine
Granite wheels wrapped in all-
terrain tires, side steps, Low
Gloss badging and a premium tan
soft top.
The 2020 Jeep Wrangler Black

& Tan has a U.S. Manufacturer’s
Suggested Retail Price (MSRP) of
$32,940 for the two-door model
of the Jeep and an MSRP of
$36,440 for the four-door version
of the vehicle.

New Wrangler Celebrates Willys Heritage

This special 2020 Wrangler is meant to honor the original Willys Jeep.

The MDNA and Machine Hub
of Mount Clemens have entered
into a new strategic partnership
that will modernize, update and
transform LOCATOR Services
Inc. across all of its product
lines.
“LOCATOR Services Inc., a

wholly-owned subsidiary of Ma-
chinery Dealers National Associ-
ation (MDNA), offers top-quality
products to the used machinery
industry.,” said Machine Hub
CEO Jimmy Gwizdala. “Their pri-
mary objective is to provide
easy-to-use and effective tools to
help businesses buy and sell ma-
chines and equipment.”
Products include: Locator Cus-

tomer & Inventory Management
System (Locator CIMS), Gwizdala
said.
LocatorOnline.com which has

been a major online listing serv-
ice for used metalworking ma-
chinery, with tens of thousands
of For Sale listings updated on a
regular basis.
The companion printed direc-

tory, LOCATOR of Used Machin-
ery, Equipment & Plant Services,
the world’s largest printed direc-
tory of available used metalwork-
ing equipment, Gwizdala said.
This directory reaches almost
100,000 buyers, sellers and deal-
ers.
“With the expertise that Ma-

chine Hub brings to this strategic
partnership, dealers and end-

users will be able to access the
most advanced machine dealer
software system on the market,”
Gwizdala said.
“This system includes im-

proved inventory management
(CIMS), customer relation man-
agement (CRM), analytics, mar-
keting resources, and machine
maintenance logs. Additionally,
Machine Hub has made it incred-
ibly easy to get your machines to
market with an intuitive and
bustling marketplace.”
“We’re excited by the opportu-

nity to work closely with the MD-
NA and look forward to provid-
ing MDNA Members with sub-
stantial benefits in the years to
come.” said Jeff Stern, COO of
Machine Hub.
“It’s an honor to be connected

to an association that does so
much for its members. We built
Machine Hub to assist machine
dealers in doing what they do
best, buying and selling ma-
chines. I look at this partnership
as an extension of this core com-
pany philosophy.”
MDNA Executive Vice Presi-

dent Mark Robinson said the or-
ganization’s strategic partner-
ship with Machine Hub will bring
an enormous new member bene-
fit to the MDNA by immediately
empowering members to im-
prove their ability to market as
well as sell and inventory their
tools.

Mount Clemens Startup
Enters into Partnership

standard 3.3-liter hybrid engine.
These commitments represent

more than 17 percent of the
15,000-plus orders for the 2020
Police Interceptor Utility. Con-
ventional gas engine options in-
clude a 3.0-liter EcoBoost V6 and
a 3.3-liter V6 with flex fuel capa-
bility.
Many agencies continue to

evaluate their vehicle needs and
will place orders later in the year.
A few, such as the Los Angeles
Police Department, tested the
new hybrid in advance, and have
already placed orders, Johndrow
said.
“I drove the new Police Inter-

ceptor Utility and was im-
pressed,” said George Yamanaka,
Los Angeles Police Department
fleet manager. “It’s great – a hy-
brid utility vehicle that doesn’t
sacrifice performance.”
As part of an ongoing effort to

convert its full patrol fleet to hy-
brid power, the department has
ordered 39 2020 Police Intercep-
tor Utility Hybrids to date, ac-
cording to Yamanaka. He said the
arrival of the 2020 Police Inter-
ceptor Utility Hybrid gives law
enforcement an option that until
now didn’t exist – a pursuit-rated
hybrid SUV.
While actual mileage will vary,

the new 2020 Police Interceptor
Utility Hybrid has an EPA-esti-
mated rating of 23 mpg city/24
mpg highway/24 mpg combined
– a 41 percent improvement over
the current Police Interceptor
Utility equipped with a conven-
tional 3.7-liter gas engine,
Johndrow said.
Projections indicate the hybrid

could help police departments
save between $3,500 and $5,700
per vehicle annually in fuel costs
versus the current Police Inter-
ceptor Utility.
Applying those projected num-

bers to every Police Interceptor
Utility sold in 2018 would equate
to an estimated savings of more
than 43 million gallons of fuel
and an estimated annual cost
savings of between $118 million
and $193 million.
Hybrid technology is ideal for

law enforcement because of the
potentially significant idle-time
fuel savings, Johndrow said.
When police vehicles are station-
ary, a conventional gasoline en-
gine must run continuously to
power emergency lighting, ra-
dios, computers and other on-
board electrical equipment.
The hybrid powertrain of the

Police Interceptor Utility allows
the engine to shut off for extend-
ed periods, powering electrical
equipment via its lithium-ion bat-
tery and helping achieve signifi-
cant reductions in fuel usage and
CO2 emissions over the previous
generation Police Interceptor
Utility.
“Our Police Interceptor Utili-

ty’s standard hybrid powertrain
provides the potential for signifi-
cant fuel savings with improved
performance and no tradeoffs in
safety or cargo space,” said
Stephen Tyler, Ford police brand
marketing manager. “It’s a win-
win-win formula for law enforce-
ment.”
In testing by the Michigan

State Police in 2018, the new Po-
lice Interceptor Utility Hybrid
had the fastest 0-100 mph accel-
eration, fastest lap, fastest aver-
age lap and highest top speed of
137 mph versus competitive po-
lice utility vehicles, including V8-
powered entries.
The only faster entry was the

Ford Police Interceptor Utility
powered by a 3.0-liter EcoBoost
engine.
And in Los Angeles County

Sheriff’s Department testing, the
new Police Interceptor Utility Hy-
brid bested the outgoing 3.7-liter-
equipped model in 0-60 mph by
1.1 seconds and in the 0-100 mph
run by 4.7 seconds. It also turned
a fastest lap time that was 2.4
seconds better than the 3.7-liter
and fastest average lap time that
was 1.7 seconds better.
The vehicle is purpose-built at

Ford’s Chicago Assembly Plant.
The Police Interceptor Utility

includes vinyl rear seats and
vinyl flooring enable easy clean-
ing, and anti-stab plates in the
rear of the front seatbacks help
protect officers from potential
threats.

Ford Hybrid Police Vehicle
Saves Taxpayers Money

CONTINUED FROM PAGE 1
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TOKYO (AP) – The chief exec-
utive of scandal-plagued Nissan
on Sept. 5 acknowledged receiv-
ing inappropriate payments from
the Japanese automaker but de-
nied he ordered or knew about it.
Hiroto Saikawa said an internal

company investigation found he
had received the money, but he
would return it.
“I thought everything was be-

ing carried out properly, and I
didn’t know anything,’’ Saikawa
told reporters.
Nissan said that the findings

from its ongoing internal investi-
gation will be reported to the
board of directors Sept. 2, but
declined to elaborate, saying the
board was independent.
“We have heard that share ap-

preciation rights will also be part
of this report,’’ the company
said, referring to the payments
linked to Nissan share prices
that executives, including
Saikawa, received as bonuses.
Japanese media reports have

said that the dates were changed
to allow the maximum amount of
cashing in on the stock prices, al-
lowing Saikawa to receive hun-
dreds of thousands of dollars in
dubious compensation.
The latest development comes

as former Nissan Chairman Car-
los Ghosn is awaiting trial on
charges of falsifying documents
on deferred compensation and of
breach of trust in allegedly di-
verting Nissan money for person-
al gain. He denies wrongdoing.
Saikawa blamed what he called

“the Ghosn system’’ at Nissan for
the payments, and said the sys-
tem was being reviewed.
Saikawa succeeded Ghosn and

in the past was closely allied
with Ghosn, who led Nissan for
two decades and made it one of
the most successful automakers
in the world.
Saikawa said he had left the

task of overseeing the compensa-

tion system to Greg Kelly, a for-
mer board director who was ar-
rested last year with Ghosn on fi-
nancial misconduct allegations.
Kelly has maintained his inno-
cence.
Since the arrests of Ghosn and

Kelly, Nissan profits and sales
have tumbled. Investors are also
worried about Nissan’s relation-
ship with alliance partner Re-
nault SA of France, which owns
43 percent of Nissan.

#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.
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SERVICE PICK-UP & DELIVERY TO DOWNTOWN EMPLOYEES

YYoouurr OOnnllyy
VVaalleett GGMM DDeeaalleerr
Only 6 Blocks From Downtown & GM RenCen

GM
Hamtrack Plant

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

�

OVERSTOCK SALES EVENT
PLUS JEFFERSON BUCKS = BIG SAVINGS!!*

2019 CORVETTE Z06 COUPE 

2019 CORVETTE Z06 COUPE  BASED ON GM EMPLOYEE PRICEING.  JUST ADD TAX,TITLE,
PLATE AND DOC FEE.  INCLUDES CORVETTE LOYALTY

LT4 6.2L SUPERCHARGED V8
8SPD PADDLE SHIFT 
AUTO TRANS
MEMORY PACKAGE
CURB VIEW CAMERAS
REMOTE START
CHROME ALUM WHEELS

.

*

866-225-1775
www.jeffersonchevrolet.com

2130 E. JEFFERSON AVENUE
6 Blocks East of the GM RenCen • Detroit

SERVICE HOURS: Mon-Fri 7am-6pm CLOSED SATURDAY & SUNDAY

$3995
OIL CHANGE
& TIRE ROTATION

Includes up to 
5 qts. of Dexos Oil

VALET PICK-UP OR
SHUTTLE PICK-UP/DELIVERY

2019 TRAX 1LT AWD

2019 TRAX 1LT BASED ON GM EMPLOYEE PRICING WITH WELL APPROVED GM
FINANCIAL LEASE APPROVEL JUST ADD TAX,TITLE,PLATES,DOC FEE ALL REBATES TO
DEALER INCLUDES LEASE LOYALTY, 36MONTHS/30000MILES NO SEC DEP REQUIRED.
JEJEFFRSON BUCKS CAN BE USED, IF AVAILABLE. START UP COSTS ARE DUE AT SIGN-
ING. 

36MTH    10KPER YEAR

$199WITH
$0DOWN

* SEVERAL TO CHOOSE FROM SAVE $14,311WAS$92,910
NOW

$78,599

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

��
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METRO PKWY.

18 MILE RD.

SINCE
1989

• See dealer for details. Photos may not represent actual sale vehicle. All rebates and incentives, including GM loyalty & Conquest in-
centives have been deducted from the price and are included in the lease payments, and are subject to change by the manufacturer
withoutnotice. Leases are through GM Financial and are based onA1 approval. GM Employee discount is required unless otherwise noted. All leases are for 10 k miles
per year. GM Lease Loyalty requires a Buick, GMC or Chevrolet lease in the household. Silverado or Sierra loyalty requires a 2014 Silverado or Sierra lease in the house-
hold. Those leases do not have to terminate. 1st payment, tax, title, plate fee and $24 CVR fee are due at signing. All prices are plus tax, title and plate fee, and $24
CVR fee. Purchases price on Trax includes $750 down payment assistance and must be financed thru GM Financial. See dealer for complete details on all incentives
and offers. All deals are only good while supplies last. Deals good thru 9/30/2019

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

WITH GM LEASE LOYALTY
No Security Deposit Required. Tax, Title & Plate Fees Are Extra

• Automatic • AluminumWheels
• Remote Keyless Entry
• Deep Tinted Glass • Remote Start
• Cruise Control • XM Satelite Radio
• Power Driver’s Seat • Push Botton Start

24 MTH LEASE

$228MTH
$0DOWN

2019 TRAX LT AWD

36 MTH LEASE

$208MTH
$0DOWN

WITH GM LEASE LOYALTY OR FRIENDS
& FAMILYWITH COMPETITIVE LEASE

No Security Deposit Required. Tax, Title & Plate Fees Are Extra

24 MTH LEASE

$258MTH
$0DOWN

2019 EQUINOX FWD 2FL

36 MTH LEASE

$234MTH
$0DOWN

WITH SILVERADO OR SIERRA LOYALTY
No Security Deposit Required. Tax, Title & Plate Fees Are Extra

INCLUDES GM BEDLINER
TRAILER TOW PACKAGE
• Remote Start
• 20” AluminumWheels
• Sirus XM Satelite Radio
• & More

24 MTH LEASE

$228MTH $0DOWN

2019 SILVERADO CREW CAB

WITH GM LEASE LOYALTY
No Security Deposit Required. Tax, Title & Plate Fees Are Extra

• V-6 • Automatic
• Air Conditioning
• Power Windows & Locks
• Power Driver Seat
• AluminumWheels
• Remote Start

24 MTH LEASE

$318MTH
$0DOWN

ALL NEW 2019 BLAZER LT

36 MTH LEASE

$290MTH
$0DOWN

• 1.5TurboEngine •AluminumWheels
•KeylessEntry •DeepTintedGlass
•EnhancedSafetyFeatures
• 7”ColorTouchScreenMyLinkRadio
•withXMSateliteRadio
•OnStarw/4GLTEwithBuilt InWifFiHotspotStk #95388 Stk #94868

Stk #93405

Stk #96575

WAS $43,485
SALE
PRICE $31,417

CUSTOM
4X4

WAS $33,570
SALE
PRICE $26,142

DRIVER
CONFIDENCE
PKG

WAS $26,185
SALE
PRICE $17,433

WAS $26,185
SALE
PRICE $17,433

To help keep people in the
path of Hurricane Dorian safe,
General Motors will offer compli-
mentary OnStar Crisis Assist
services for owners of all proper-
ly equipped Chevrolet, Buick,
GMC and Cadillac vehicles.
All owners of properly

equipped Chevrolet, Buick, GMC
and Cadillac vehicles in the
impacted region can access On-
Star Advisors who are ready to
help 24/7 with the following
services:
• Coordinating emergency res-
cue and evacuation services;

• Routing away from danger;
• Connecting callers with
loved ones, family and
friends;

• Directing to available re-
sources like shelter, food and
water;

• Booking hotel rooms where
feasible;

• Handling “Good Samaritan”
calls to help others impact-
ed;

• Providing hands-free calling
minutes as applicable;

• Adding data for available in-
vehicle Wi-Fi Hotspot as
needed (data plans provided
by AT&T).

GM Car Services
Help Dorian

Storm Victims

More Nissan Money Issues



2019 BUICK ENCLAVE PREFERRED
PURCHASE FOR

$34,647*

$247*PER
MONTH

24
MONTHS

$999DOWN

LEASE FOR
STOCK # B594666

2019 BUICK REGAL TOUR X PREFERRED
SPORTSBACKPURCHASE FOR

$26,737*

$377*PER
MONTH

36
MONTHS

$999DOWN

LEASE FOR
STOCK# B490016

2019 BUICK ENCORE
PREFERREDPURCHASE FOR

$19,177*

NO GM EMPLOYEE
DISCOUNT REQURED

$117*PER
MONTH

24
MONTHS

$999DOWN

LEASE FOR

STOCK# B596085

2019 GMC CANYON DENALI
$217*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G595365PURCHASE FOR

$36,337*

2019 GMC ACADIA SLE1
$187*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G595663PURCHASE FOR

$28,087*

*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). 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.
**$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. Free appraisals on vehicles see salesman for details ** Exp date: 9/30/2019.

*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). 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. Tahoe is a former courtesy vehicle. **$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. Free appraisals on vehicles see salesman for details ** Exp date: 9/30/2019.

/ HURRY, OFFER ENDS 9/30/19

2019 BUICK REGAL PREFERRED II
PURCHASE FOR

$25,157*

$397*PER
MONTH

36
MONTHS

$999DOWN

LEASE FOR
STOCK# B490296

LEASE FOR

$147*

PURCHASE FOR

$29,707*

24MONTHS
$999DOWN

STOCK#595848

2019 CHEVROLET
SILVERADO 1500CREWCAB CUSTOM

PER
MONTH

2019 GMC SIERRA SLE
$197*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G596255PURCHASE FOR

$31,187*
2019 GMCTERRAIN SLE
$207*PERMONTH 36MONTHS

LEASE FOR

$999DOWN

STOCK #G592107PURCHASE FOR

$27,387*

CREW
CAB

2019 BUICK ENVISION PREFERRED
PURCHASE FOR

$31,997*

$317*PER
MONTH

36
MONTHS

$999DOWN

LEASE FOR
STOCK # B592449

LEASE FOR

$197*

PURCHASE FOR

$22,327*

24MONTHS
$999DOWN

STOCK#594413

2019 CHEVROLETEQUINOX2FL

PER
MONTH

LEASE FOR

$137*

PURCHASE FOR

$30,367*

24MONTHS
$999DOWN

STOCK#595450

2019 CHEVROLET
SILVERADO 1500LIMITED CUSTOM

PER
MONTH

LEASE FOR

$267*

PURCHASE FOR

$21,667*

24MONTHS
$999DOWN

STOCK#490244

2019 CHEVROLETVOLT LT
FORMER COURTESY VEHICLE

PER
MONTH

LEASE FOR

$217*

PURCHASE FOR

$25,047*

24MONTHS
$999DOWN

STOCK#592562

2019 CHEVROLETBLAZER 1LT

PER
MONTH

LEASE FOR

$177*

PURCHASE FOR

$32,397*

24MONTHS
$999DOWN

STOCK#592909

2019 CHEVROLET
SILVERADO 1500DBL CAB LT

PER
MONTH

LEASE FOR

$297*

PURCHASE FOR

$40,467*

24MONTHS
$999DOWN

STOCK#59060

2019 CHEVROLETTAHOE LS
FORMER COURTESY VEHICLE

PER
MONTH

LEASE FOR

$297*

PURCHASE FOR

$22,947*

36MONTHS
$999DOWN

STOCK# 490063

2019 CHEVROLETCAMARO 1LT

PER
MONTH

LEASE FOR

$117*

PURCHASE FOR

$13,879*

24MONTHS
$999DOWN STOCK#595794

2019 CHEVROLETTRAX LS

PER
MONTH

2019 GMC SIERRA
$127*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G592400PURCHASE FOR

$29,477*

DBL CAB
ELEVATION 2019 GMC SIERRA

$147*PERMONTH 24MONTHS

LEASE FOR

$999DOWN

STOCK #G595547PURCHASE FOR

$29,887*

DBL CAB LIMITED
ELEVATION
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