
by Irena Granaas
Special Writer

Automotive companies the
world over are faced with the
same challenge – how to go
lean and green, and at the
same time, get customers on
board with the new technolo-
gy.
At the Wall Street Journal

ECO:nomics Symposium, held
Jan. 10 during the North
American International Auto
Show in Cobo Center’s Michi-
gan Hall, Jim Farley, group
vice president of Global Mar-
keting for Ford Motor Co., and
Thomas C. Baloga, vice presi-
dent of Engineering for BMW
USA, discussed their respec-
tive companies’ strategies for
addressing these issues.
WSJ Senior Editor Joseph

White served as moderator
for the program, which was
followed by a brief question-
and-answer session with the
two auto executives.
“We’re going to be hearing

today from two senior auto
executives who are directly
involved in developing the
marketing and technology
strategies required, not just to
put greener and smaller cars –
smarter cars, not just smaller,
on the road, but to convince
customers to buy them,
which is the real game,” White
said as the session began.
White had Farley and Balo-

ga explain their companies’
differing strategies and ap-
proaches to these challenges.

Farley, before joining Ford in
2007, was vice president in
charge of Toyota’s luxury
brand, Lexus, and is also
widely lauded for the success-
ful launch of the automaker’s
Scion brand.
Farley discussed EcoBoost,

which uses turbos and direct
injection to get more power
from smaller engines, while
Baloga discussed the evolu-
tion of BMW’s EfficientDynam-
ics, an umbrella term for mul-
tiple technologies that allow
the automaker to continue to
provide the low-end torque
their customers expect, and
reduce CO2 emissions while
providing improved fuel econ-
omy.
Farley confirmed that, like a

lot of their competitors, Ford
looked at turbocharging tech-
nology as a way to get both
fuel economy and perform-
ance from a small engine.
“In 2007 . . . I found that the

company had made a major
bet on GTDI (gasoline tur-
bocharged direct injection) in
the U.S., largely due to the
(European manufacturers)
giving everyone low-end
torque, fun-to-drive . . . We
just felt . . . we had to differen-
tiate ourselves, using our DNA
from other parts of the world
and that was when we really
bet on fun-to-drive . . . It be-
came clear that we were going
to be the first of the mass
market brands to bet big on
GTDI installation as our core
engine in all of our core car

crossovers.”
Baloga spoke about what

prompted BMW – whose claim
to fame is luxury vehicles en-
gineered to provide low-end
torque/fun-to-drive character-
istics – to implement their fuel-
efficiency, emissions-lowering
technology.
Company executives started

the discussion as early as
2000, based on the govern-
ment regulation-backed move-
ment to reduce automotive-re-
lated greenhouse gases and
improve fuel economy. Main-
taining the driving experience
BMW owners had come to ex-
pect was paramount.
They brought “efficient”

and “dynamics” together, a
combination which works in
German and in English. BMW
also opted to go across the
board with EfficientDynamics,
offering it on their highest-vol-
ume vehicles.
“Our fleet fuel economy has

been helped to the point that
it’s really astonishing. We can
prove that it’s (gone up) near-
ly 30 percent over the number
of years,” said Baloga.
Farley said, depending on

the region of the world, Ford
will offer a menu of country-
specific technologies. The
Dearborn-based automaker
uses (the term) economic
technology as a basket from
start-stop (a system that pro-
grams the engine to shut off
when the vehicle is idling at a
stoplight, for example) to a
full hybrid to the fully electric

Focus and everything in be-
tween, including EcoBoost.
Farley noted that consumer

acceptance when Ford began
offering EcoBoost in the F-Se-
ries of trucks far surpassed
what the company expected,
to the point where Ford is
now offering the system on 40
percent of its vehicles, more
than twice what they expect-
ed.
“We sell nearly 500,000 F-Se-

ries (trucks) a year, just in the
U.S. alone,” Farley responded.
“A year ago we had no V6s (in
the F-Series). We introduced a
normally aspirated V6 (with)
EcoBoost . . . It’s still the
fastest-earning F-Series we
have – and it is a high-perfor-
mance F-Series.
“We found two things: Num-

ber one, democratize the
price as much as you can . . .
Secondly, truck customers are
more open to new technology
than almost any other cus-
tomer in our lineup . . . The
biggest learning challenge
that we have is to prove with-
out a doubt, that after 200,000
miles in towing 10,000 pounds
or overloading the truck, that
you won’t have any durability
issues with EcoBoost, and
that’s still to be played out.”
In response to a similar

question about customers
embracing EfficientDynamics,
Baloga focused on one of the
technologies, stop-start.
“The government require-

ments that are in place,” he
said, “and that are proposed
for the future are extremely
tough . . . in order to achieve
those targets, what we’re
faced with as an industry, par-
ticularly BMW, is improving
efficiency in smaller incre-
ments.
“The low-hanging fruit’s

been picked a long time ago,
so we need to have a lot of
features that we’re going to
cumulatively use to meet the
requirements for the fleet.”
Baloga start-stop has been

very successful in Europe
with manual transmissions,
where the driver activates
and deactivates the system.
The automaker knew it

would also have to get it to
work seamlessly in cars
equipped with automatic

transmissions, which is the
case with the majority of au-
tos sold in the U.S.
For cars equipped with au-

tomatic transmissions, start-
stop would have to activate
without input from the driver,
which can be disconcerting
for the customer. The au-
tomaker does have a cus-
tomer education program and
has provided information and
training to dealerships.
But, even with all this, Balo-

ga said the new car customer
is “not necessarily in the
mood” to absorb all that infor-
mation at once.
“What we learned is . . . we

need to get it into the main-
stream so that people are ac-
commodating these things.”
They’ve heard about it,
they’ve understood it, they
can accept it over a longer
term as opposed to getting
the new technology with the
first delivery of a car.”
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4511 24TH AVE.
FORT GRATIOT

MINUTES FROM EVERYWHERE!

35500 GRATIOT
CLINTON TWP.

*Picture may not represent actual vehicle. All cash incentives have been deducted from Payments/Sales prices are plus tax, title and plates. Alternate APR is in lieu of most incentives. All
leases are 39 months/10,000 miles per year +800 credit score, other slightly higher. First payment, title, tax and plate fees are due at lease signing. Security deposit is required on Equinox.
Purchase Payments are 75 months at 2.99% APR for well-qualified individuals. Certain restrictions may apply, see dealer for additional details. Sale ends 1-31-12 at 6 pm.

RICH
MILNE

rmilne@moranautomotive.com

DICK
MILNE

dmilne@moranautomotive.com

6 6 7 2 6 NO DOC FEES!!

Your Sales & Service Leaders
888-58-MORAN

Automotive
Family

ViewAllofOurNewandCertifiedUsedVehicles24/7@moranchevy.com

It Pays to Be Loyal…Current GM Owners Get Up To $1000 in Bonus Cash!

2012SONIC

Stk.#6699

Check Out Our 24
Month Leases!

2012CRUZE

Stk.#5425

MPG

36
LS Equipment Package!

Power Locks/
Windows!

LS Equipment Package!
5 Star Rating!

MPG

35

WAS $18,740
Starting At!

$17,597

24 Month
Lease!

$149
$999 DOWN!

The Best Pric
e…

PERIOD!

Stk.#6179

MPG

33
LS Equipment Package!

Remote Keyless
Entry!

WAS $22,755
Starting At!

$18,169

24 Month
Lease!

$129
$999 DOWN!

The Best Pric
e…

PERIOD!

WAS $14,845
Starting At!

$13,998
Payment As Low As!
$189
$999 DOWN!

The Best Pric
e…

PERIOD!

2012CAMARO

Stk.#6614

2LS Equipment Pkg!
Auto Transmission!

MPG

29

WAS $26,020
Starting At!

$23,898
24Month Lease!
$279
$999 DOWN!

The Best Pric
e…

PERIOD!

2012 IMPALA

Stk.#5302

LS Equipment Package!
AluminumWheels!

MPG

30

WAS $26,470
Starting At!

$21,398
Lease or Buy...
Your Choice!!
$299

$999 DOWN!

The Best Pric
e…

PERIOD!

OWNERAPPRECIATIONDays.

WeTreat YouLike Family®

NO Hidden Fees or Charges • We’ll Beat ANYONE’S Deal…PERIOD!
NO Monthly Payments Until Spring 2012… Sign and Drive Leases!

GM Card
bonus up to
$2,000
Call for details

2012MALIBU

Wally Edgar
Chevrolet Employee HQ

Be treated with the respect you deserve.
TOP DOLLAR FOR YOUR TRADE and the Best Deal PERIOD!!

1-248-724-1073

Wally Edgar
Chevrolet

Located right o! I-75 onM-24,
2minutes N. of the Palace of Auburn Hills

Make us your Michigan P.E.P. Car Connection
1-866-906-0279

*Employee pricing plus tax, title, plate, first month payment and doc fee due at signing.
Lease examples with ALLY bank and approved credit. All rebates including GM Owner
Loyalty assigned to dealer. Lessee responsible for excess wear and tear as well as ex-
ceeded contracted mileage. †S Tier and 800 credit score required. Exp. 1-31-12.

Jay x117

� No Doc Fees on P.E.P.’s
� Open Saturday 9:30-3
Fax: 248-391-0189
Cell: 248-821-8026
Email: jchaiser@wallyedgar.com

SalesHours:
Mon. - Thur. 8:00am-8:00pm
Fri. 8:00am-6:00pm
Sat. 9:30am-3:00pm•Sun. Closed

CHEVY DEALER CODE 44085

2012 MALIBU LS

$119*

$999 DOWN

24MOS. LEASE • 10K

FREE!!
Factory Remote Start

2012 CRUZE LS

$129*

$999 DOWN

24MOS. LEASE • 10K

2012 SILVERADO
EXT 4WD

$219*

$999 DOWN

24MOS. LEASE • 10K

$500
AUTO SHOW BONUS

ON SELECT VEHICLES

GM CARD
TOP OFF

BONUS $750

GM OWNER LOYALTY REBATE UP TO $1000GM OWNER LOYALTY REBATE UP TO $1000

SpecialsJanuaryJanuary

www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com
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Village Automotive Repair

RENTAL CARS
& TOWING
AVAILABLE

COMMERCIAL ACCOUNTS WELCOME – “ FREE SHUTTLE”

1-586-275-2777
31470 Mound Rd. Warren
East side of Mound 2 blocks North of 13 MileGM DEALER

CERTIFIED
TECHS

Winter
FFRREEEE

FREE
Battery Check

BATTERIES
Sold Here

Full
Synthetic

OIL CHANGE $605 QTS. • MOST CARS & TRUCKS

�
�

�
INSPECTION

Mastering the ECO:nomics of Leaner, Greener Automobiles

Jim Farley, group vice president of Global Marketing for Ford Mo-
tor Co., left, talks to a reporter following the ECO:nomics Sympo-
sium at NAIAS at Cobo Center in Detroit Jan. 20.
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LAS VEGAS – OnStar and
Verizon Wireless unveiled a
second-generation connected
research vehicle at the 2012
International Consumer Elec-
tronics Show (CES).
The static Chevrolet Volt re-

search concept vehicle focus-
es on a comprehensive in-ve-
hicle experience, giving all
users access to streaming
content from the Cloud en-
abled by the Verizon 4G LTE
network and building on On-
Star’s Advanced Telematics
Operating System (ATOMS).
The Volt research cars were

featured as part of the Verizon
booth.
The prototype applications

demonstrate:
• Streaming content: The

4G LTE connection provides
passengers access to stream-
ing content from their home
computer or via a popular
streaming service.
• Sharing content through-

out the vehicle: OnStar has
developed a method for the
in-vehicle sharing of content
among users.
• Rear seat infotainment

management: With the use of
an advanced Human Machine
Interface, the user has inde-
pendent control of the two
rear zones, allowing transmis-
sion of cached or streaming
content, including music,
videos, games and news, to
each rear passenger.

• Video chat: Rear seat pas-
sengers can make a Skype
video call from the vehicle to
anywhere: vehicle to home,
vehicle to mobile device, or
vehicle to vehicle.
Additionally, OnStar built

on its pioneering work with
Smart Grid technology and
home connectivity to develop
in-vehicle energy manage-
ment applications:
OnStar RemoteLink: Full in-

tegration of OnStar’s Re-
moteLink mobile application,
giving the Volt owner the op-
portunity to access remote
vehicle information and serv-
ices.
Real-time diagnostics and

Eco Routing: Volt owners can
access charge status, dis-
tance on remaining charge,
find and reserve charging lo-
cations and manage pertinent
Volt information and vehicle
diagnostics.
Home Energy Management:

OnStar allows users to con-
trol the home thermostat,
lights, garage door and other
systems directly from the ve-
hicle.
Following the 2011 CES

joint research vehicle, On-
Star’s advanced innovation
engineering team continued
collaboration with Verizon’s
LTE Innovation Center to fur-
ther investigate the potential
of the connected vehicle. The
takeaway was developing a

more holistic cloud connect-
ed in-vehicle experience.
“These applications are just

a glimpse of what is possible
when you combine the cloud
computing capabilities of On-
Star and the power of the Ver-
izon 4G LTE network,” said
OnStar President Linda Mar-
shall.
“Moving forward, we want

to continue to provide our
customers with a comprehen-
sive suite of connected serv-
ices and create a seamless
and safe in-vehicle experi-
ence.”
While the applications

shown in the static Chevrolet
Volt research vehicle are only
conceptual, they demonstrate
future opportunities the On-
Star ATOMS Cloud capabilities
can provide in combination
with broadband accessibility.
“Any future services from

OnStar will meet our high stan-
dards for safety – making sure
that drivers’ hands are on the
wheel and their eyes are on
the road,” Marshall said.
OnStar is a wholly owned

subsidiary of General Motors.
With more than 6 million sub-
scribers in the U.S, Canada
and China, OnStar is currently
available on more than 45
model year 2012 GM models,
as well as available for instal-
lation on most other vehicles
already on the road with On-
Star FMV.

OnStar, Verizon Shine in Concept Volt


