
SERVICE PICK-UP & DELIVERY TO DOWNTOWN EMPLOYEES

866-225-1775
www.jeffersonchevrolet.com

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

SALES HOURS: Mon & Thur 8:30am-8pm; Tue, Wed, Fri 8:30am-6pm
SERVICE HOURS: Mon-Fri 7am-6pm

CLOSED SATURDAY & SUNDAY

* Bases on GM Employee pricing with approved Ally S,A tier. All rebates to dealer. Just add tax title and plate no security deposit required.
$995.00 due at sign 36 months 30000miles. Include Ally lease loyalty.( Current GM lease must exp by 07/31/14)deal exp 09/03/2013

�

GM
Hamtrack Plant

72
months

$2995 OIL CHANGE & TIRE ROTATION
VALET PICK-UP OR SHUTTLE PICK-UP/DELIVERYwith $10.00

mail-in rebate

2014 Chevrolet

IMPALA LS
Remote Keyless Entry
Rear Park Assist
OnStar, XM Radio

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

Only**
72
months

2013 Chevrolet

EQUINOX LS
Remote Keyless Entry
OnStar, XM Radio

With $995 Due at Signing

36
Mo. Lease
30,000 Miles $$221199/mo.

Only**

With $995 Due at Signing

36
Mo. Lease
30,000 Miles $$227799/mo.

Only**
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GM executives check out Proper Group’s injection capabilities.

It’s always nice to have the
chance to show off just what you
can do, and that’s what the peo-
ple at the Warren-based compa-
ny Proper Group International
did when they held a Technology
Day for GM executives.

The demonstration was held
Aug. 1, and, said Vice President
Joe Grippe, it grew out of the
technology day the company put
on earlier in the spring.

“Our Aug. 1 event was a good
one,” Grippe said. “It was a fol-
low-up to the technology show
we held a few months ago in our
Advanced Technology Center in
Warren.

“We displayed some of our in-
ductive heating for injection
molds technology and composite
tools, as well as our rapid cooling
technology.”

Grippe said that GM was
among the companies that sent
representatives to the spring
demonstration. They liked what
they saw so Proper Group Inter-
national held the special showing
of technology for GM executives
on Aug. 1.

“These demonstrations are
held for the purpose of showing
the benefits of our services,”
Grippe said. “These benefits in-
clude an excellent surface finish
as well as the ability to provide
‘wall molding’ to lightweight
parts.”

Grippe said wall molding is used
in the injection molding process.

“We are one of the largest in-
jection mold makers in North
America,” Grippe said. “We also
have a facility that makes injec-
tion molding to order. We like to
hold three or four shows a year
to show off the technology we
use and the partners we engage
with.”

Business has been good,
Grippe said. “By using the latest
production technologies,” he
said, “the company is able to de-
velop different business opportu-
nities for ourselves and for our
customers to produce light-
weight parts.”

That’s important, Grippe said,
because with new, stricter
mileage requirements coming
down the road, automakers have
to lose vehicle weight any way
they can.

By using new technology pro-
vided by companies like Roc
Tools, Proper is able to make
parts thinner without losing
needed strength. Companies that
help OEMs like GM reduce
weight in vehicles have a better
chance of doing business with
them in these competitive times,
Grippe said. That means invest-
ing in new manufacturing tech-
niques and equipment.

One way to do this is to mold
parts that won’t require painting,
Grippe said.

“Some molded parts get paint-
ed because of surface flaws,”
Grippe said. “These flaws need to

be covered with paint. The tools
we use to make the parts use
high heat to mold the parts by
extending the material flow and
then the molded parts them-
selves can achieve a high-gloss
finish or a low-gloss finish. This
is done by mimicking the tool
surface.”

That was what his company
was showing the more than 50
GM executives who visited the
Proper Group show on Aug 1,
Grippe said.

“It’s exciting to be able to show
people what we can do for
them,” Grippe said. “The auto in-
dustry is heating up and we’re
looking for ways to be a part of
that growth.”

Proper Group Follows Up Technology Show
With Special Event for GM Executives

the Tradesman with a standard
Hemi V8 included as part of the
value package, as well as a bed
liner and tow hitch.

“We quickly found out there
was another market that we had-
n’t thought about,” Cappa said.

“. . . that would be the sport
truck folks, people who want some-
thing fun to drive – a two-wheel-
drive, regular cab, short bed truck
with a Hemi in it, standard, and it
comes with a standard bed liner
and a tow hitch, so what could we
do to build on that . . . so we came
up with the Ram Express.

“We threw on 20-inch wheels,
body-colored bumpers and dual
exhaust. It still gets the standard
Hemi, but it’s just a great value
package – here you can get a two-
wheel-drive truck with 20-inch
wheels and a Hemi for 25 grand,
so it was a winner right away.

“So we had the work truck for
the tradesman, then we had the
fun truck and an appearance
package with the Express, and a
great value, standard value, for
25 grand,” Cappa said.

As time went by, the Chrysler
marketing people started to real-
ize that a lot of people were clam-
oring for these trucks in different

cab variations. So the company
introduced both models in quad
cab and crew cabs. Now con-
sumers can choose from the
Tradesman and the Express mod-
el that are both available in two-
wheel drive and four-wheel
drive, and in regular cab, quad
cab and crew cab.

Cappa said Chrysler expanded
the availability of the popular Ex-
press model.

He said the Black Express was
born when someone on the de-
sign team wanted a completely
blacked-out package along with
edgy headlights and a menacing
look at a great value.

Ram Black Express Pickup Termed ‘Menacing,’ ‘Sinister’
CONTINUED FROM PAGE 1


