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*Plus tax, title, plate, doc.& destination fees,with $1,000 down payment.Must qualify for employee pricing.This ad is your coupon at
time of sale. All rebates to dealer. See dealer for details. Security deposit waived with approved credit. **All purchase payments are
72mos.and include lease/owner loyalty andemployee/owner loyalty discount.Must qualify forA+credit throughpreferred lender and
S-tieronallAll leases.***BuyForprice isplus tax,title,plates,doc.anddestination fees,with$1,000downpayment.All leasesare10,000
miles per year.All leases are plus tax, title, dest., doc. and sec.deposit where applicable.Programs subject to change due to advertis-
ing deadlines.Expires 12/3/12.Chrysler,Jeep registration andDodge are registered trademarks of Chrysler LLC,AuburnHills,MI USA.

2013 DODGE DART
SXT

BUY
FOR

$15,990***
MSRP $18,885

BUY
PAYMENT

$249**MO.

LEASE FOR
$249*MO.

OR LESS!
36MO
LEASE

2013 TOWN & COUNTRY
TOURING

BUY
FOR

$25,995***
MSRP $30,990

BUY
PAYMENT

$399**MO.

LEASE FOR
$256*MO.

OR LESS!

36MO
LEASE

GRAND CHEROKEE
LAREDO 4X4

BUY
FOR

$25,891***
MSRP $32,120

BUY
PAYMENT

$423**MO.

2013
JEEP

LEASE FOR
$239*MO.

OR LESS!

36MO
LEASE
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For the third consecutive year,
Jeep Wrangler has been named
Best Resale Value in its class by
Kelley Blue Book’s KBB.com.

Wrangler also landed on
KBB.com’s Top 10 list for the sec-
ond year in a row.

“The iconic Wrangler leads the
Jeep brand’s residual values,” said
Eric Ibara, director of residual
consulting for Kelley Blue Book.

“Not only does Jeep Wrangler
command a significant amount
as a used vehicle but it does so
consistently year after year. Not
surprisingly, Wrangler again finds
itself on Kelley Blue Book’s Top 10
list.”

Kelley Blue Book’s KBB.com
Best Resale Value Awards are
based on projections from the
Kelley Blue Book Official Resid-
ual Value Guide, determined by a
skilled staff of automotive ana-
lysts. These prestigious awards
honor vehicles expected to main-
tain the greatest proportion of
their original list price after five
years of ownership.

“Jeep has continued to make
the Wrangler better in every way,
and we’re delighted that it has
once again been recognized by
Kelley Blue Book and consumers
alike as a tremendous value,”
said Mike Manley, president and
CEO – Jeep Brand, Chrysler Group
LLC.

“Wrangler sales for the year
are up nearly 20 percent because
customers know they’re getting
ultimate capability in a more
fuel-efficient package suitable for
everyday driving, that will retain
its value for years to come.”

Kevin Bilski, used car manager
at Galeanas Dodge in Warren,
said that he wasn’t surprised to
hear about Kelley Blue Book hon-
oring the Wrangler.

“There’s no doubt in my mind
that the Wrangler has a follow-
ing,” Bilski said. “People who
own them, love them.

“When it’s time to trade in their
old Wrangler, they want another
Wrangler right away. They’re hard
to keep on the lot. I just had six
and sold five of them.”

With the introduction of an all-
new powertrain for 2012, Chrysler
officials say Jeep Wrangler fea-
tures dramatically improved on-
road performance combined with
even more off-road prowess. Now,
say the officials, with new fea-
tures added to the interior, the
2013 Wrangler adds improved
comfort to its long list of benefits.

Passengers are now greeted by
new front and rear seats, interior
courtesy lighting found under the
instrument panel as well as the
cup holder areas, an auto-dim-
ming electro-chromatic mirror fea-
turing LED map lights for front pas-
sengers, an available Alpine pre-
mium speaker system and an op-
tional premium Tire Pressure Mon-
itor system that can give readouts
for each individual tire.

Also new for 2013 is a revised
soft top on Unlimited models that
is easier to raise and lower, espe-
cially when operated by one per-
son, and an available premium
soft top. Available on all models,
the new, premium soft top uses an
easier to clean, upscale material.
Consisting of three layers, the
new top also helps reduce interi-
or noise and is easier to fasten.

All this attention paid to keeping
the Wrangler fresh has really paid
off, said Matt Johnson, a used car
salesman at Milosch Chrysler
Dodge Jeep Ram in Lake Orion.

“Nothing sells better than a
Wrangler,” Johnson said. “They
really hold their value. The Jeep
line in general commands loyalty
from its customers. We also do
well with the Liberty as a vehicle.

“I believe it’s because Chrysler
has done a lot of work to keep
the line fresh, with upgraded en-
gines and redesigned interiors.
That work has really paid off.”

Wrangler Tops in Resale Value


