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re You Always Get...

PRESI ’S DAY SALE Elect to Save on Our Most Popular Models! Lease Pull Ahead
NP = T — Has Been Extended!

Min, for Your Trade-In...GUARANTEED!

2014 CRUZE LT

® 2Yr/24,000 Scheduled Maintenance INCLUDED!
e | T Equipment Package! ¢ ECOTEC 1.4L “Turbo” Engine!

e Manual Transmission! e Power Driver’s Seat!
* AM/FM/XM Radio w/CD! e Remote Keyless Entry!
= o Aluminum Wheels!

; m * 38 MPG on the Highway!

£ T o o Stk. #16520
R e —— e
% "" ; R “ _ OR SECURITY DEPOSIT!
L = i Drive a “LT” for

the Price of a “LS”!

Starting At Lf—jsfse For Only
)
s17,186 = %169

2014 MALIBU LT

® 2Yr/24,000 Scheduled Maintenance INCLUDED!
e | T Equipment Package! ® 2.5L DOHC VVT Engine!
o Automatic Transmission! e Power Locks/Windows!
 Cruise Control/Tilt Wheel!  Remote Keyless Entry!
e MyLink Touch Screen AM/FM Radio w/CD!
_* Aluminum Wheels!e Bluetooth for Phone!
: * 36 MPG on the Highway!
Stk. #E15617
; MSRP $24,335
f NO SECURITY DEPOSIT!
Drive a “LT” for
the Price of a “LS”!

Lease For Only

Starting At $1 9 9

$19,778 ¥ %19

2014 EQUINOX Ls

® 2Yr/24,000 Scheduled Maintenance INCLUDED!
e LS Equipment Package! ® 2.4L DOHC Engine!

2014 TRAVERSE

® 2Yr/24,000 Scheduled Maintenance INCLUDED!
 3.6L SIDI'V6 Engine! ® AM/FM/XM Radio w/CD!

e Automatic Transmission! e Power Locks/Windows!
* AM/FM/XM Radio w/CD! e Remote Keyless Entry!

e Remote Keyless Entry!
 Bluetooth for Phone!

e o Aluminum Wheels! e 24 MPG on the Highway!
’ m © 32 MPG on the Highway! Stk. #E16202
f - = = Stk. #2E7752 MSRP $31,670
‘ih-, MSRP $25,315 NO SECURITY DEPOSIT!
= ﬂ , NO SECURITY DEPOSIT!
. Lease For Only . Lease For Only
Starting At ___, $ Starting At __ $
$21,798 27,905
$0Down Just $999 Down

Picture may not represent actual sale vehicle. All applicable rebates have been deducted from Sale Price/Payment and are subject to change by the manufacturer without notice. All leases 36 months/10,000
miles per year except Silverado which is 24 months/10,000 miles per year. All Sale Prices/Payments require GM Employee discount (except where noted) and are plus title, tax and plate fees. $2500
trade-in guarantee is on 2003 or newer vehicles in drivable condition. No branded titles. Certain restrictions apply, not all incentives are compatible with each other, see dealer for complete details. Sale

ends 2/28/2014 @ 6:00PM.
Your GM Card Earnings & Bonus Earnings Off Th

Redeem
& (R[N
i )

ese Prices!

.

35500 S. Gratiot Ave. AT *‘-
Clinton Township, MI. 48035 SHEILA ROTHENHAUSER RICH MILNE

(586)-791-1010 MORANCHEVY.COM

4511 24th Ave.
Fort Gratiot, MI. 48059

(810)-385-8500

©)

We guarantee the lowest price or it's free! © We guarantee the lowest price or it's free!

PULL AHEAD
YOUR LEASE

buff \;rhelan
chevrolet -

586-274-0396
OVER 1,000

New Chevrolets in Stock!
WE GUARANTEE THE
LOWEST PRICES OR IT’S FREE®

2014 CRUZE 1.1

R N0 FIRST
PAYMENT
OR SECURITY
DEPQSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED =

Stk.#42028
Power Locks/Windows/Mirrors - Cruise

Tilt = Aluminum Wheels - OnStar
XM Radio & More...

36 Month Lease/10,000 Miles

*
$2337...

No Security Deposit Required

2014 IMPALA Ls

Stk.#42361

1.4L Turbo = Aluminum Wheels
Power Locks/Windows/Mirrors = Cruise = Tilt
OnStar * XM Radio & More...

36 Month Lease/10,000 Miles

*
$1 8 4 30 Down-

No Security Deposit Required = No First Payment

Stk.#42190

Power Locks/Windows/Mirrors
Cruise = Tilt - Power Driver Seat & More...

36 Month Lease/10,000 Miles

*
$266"-

No Security Deposit Required

*See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by manufacturer without
notice. GM Employee discount required except where noted . GM Loyalty is included on all lease payments. All leases are 10,000miles per year
+ 1st payment, tax, title and plate fee due at signing unless otherwise noted. Offers expire 2-28-14.

FIND ROADS

="y
| || [[1smero. ]

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 &  CONVENIENT HOURS:
@Slﬂ 586-274-0396 EFE Mon. & Thurs.
£7 CHEVY

VAN DYK

[ 8:30 am - 9 pm
MEMBER
PEP QUOTES BY PHONE OR EMAIL: SINCE

*fl
ol A
Tues., Wed., Fri. METRO PKWY.
JEFF CAUL AT JCAUL@BUFFWHELAN.COM 1989

8:30am-6:30 pm [N 1 I | O N

© We guarantee the lowest price or it's free! © We guarantee the lowest price or it's free!
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2014 Chevrolet Camaro Z/28
Features ‘Flying Car’ Logic

CONTINUED FROM PAGE 1

air conditioning. That’s it. It’s a
car that can be driven on the
street, but was really built to be
driven on the track. It’s a very
specific niche part of the Camaro
portfolio.

“The reception so far has been
positive. We'll see what happens
when the public has a chance to
buy them.”

Technologies such as PTM and
the track-oriented logic helped
the Camaro Z/28 log a lap on Ger-
many'’s Nirburgring road course
that was four seconds faster than
the Camaro ZL1, and beat pub-
lished times for the Porsche 911
Carrera S and the Lamborghini
Murcielago LP640, Wise said.

The Flugplatz section of the
Nirburgring has a rise that en-
gaged the logic during the Z/28’s
7:37 lap time.

Additionally, PTM enables the
driver to press the accelerator
pedal to wide open at the exit of
the corner and manages acceler-
ation based on the given vehicle
dynamics.

Five performance levels, or
modes, are available to accom-
modate a variety of driving con-
ditions.

The track-oriented “flying car”
logic is available in all PTM
modes, but it is most effective in
Mode 5, calibrated for the fastest
lap times, Wise said.

The Z/28 represents the first
non-Magnetic Ride Control appli-
cation of PTM, pioneered on the
Corvette ZR1 and incorporated

in the Chevrolet Camaro ZL1.

Engineers further refined it for
the car on the road course at
GM’s Milford Proving Ground in
Michigan and on Virginia Interna-
tional Raceway and Road At-
lanta.

Like the Flugplatz, a section of
the Milford course proved partic-
ularly effective in calibrating the
logic, Wise said.

The Milford course features a
hill sandwiched between turns
Pahrump 1 and 2, named for
and based on a pair of challeng-
ing corners on the 3.4-mile-long
road course at Spring Valley Mo-
torsports Ranch, in Pahrump,
Nev.

“The hill between Pahrumps 1
and 2 is ideal for testing the fea-
ture,” said Wise.

“The car noticeably lifts as it
clears the top of the rise. And
without the logic built into PTM,
the torque reduction would un-
necessarily slow the car.

“With it, the car receives full
torque over the rise, which helps
reduce the lap time - and it is
part of the reason why PTM
Mode 5 can be as good, or better,
than a driver’s best effort, on
certain track conditions.

“The new Camaro Z/28 was
bred on and for the track,” said
Wise.

“From the hardware bolted to
the chassis to the software such
as the ‘flying car’ logic, every ele-
ment built into it was designed to
help deliver faster lap times, with
consistency, control and depend-
ability.”

The Van’s the Thing, Now
That Economy Has Turned

by TOM KRISHER
AP Auto Writer

DETROIT (AP) - To deliver
bouquets in and around Wash-
ington, D.C., Karin’s Florist has
two big vans, two small ones and
a boxy little wagon that’s clinging
to life.

After the Valentine’s Day rush,
the Vienna, Va., business plans to
get a new van to replace the wag-
on, a Toyota Scion xB with
180,000 miles on it that has faith-
fully made its rounds since 2006.

“We’ve got it sewn together
with rubber bands and paper
clips,” said Maris Angolia, presi-
dent of the family-owned busi-
ness named after her sister.

The van purchase, the second
for Karin’s in the past four
months, is evidence that small
business owners — once too sus-
pect of a wobbly economy to
make big-ticket purchases - are
starting to invest in their compa-
nies again.

The willingness to spend is
good news for the auto industry
and a positive sign for the broad-
er economy.

The spending is coming for
two reasons: Aging vans are sim-
ply wearing out. Plus business
confidence is growing. A January
survey taken for Wells Fargo
found that optimism among
small-business owners hit the
highest level in five years. Most
expect increased cash flow and
hiring this year. Also, once-tight
credit for small businesses has
loosened, and borrowing rose in
the second half of last year, ac-
cording to research by Experian
and Moody’s.

Commercial van sales last year
were up more than 40 percent
since 2010, and they rose 9 per-
cent in January even as U.S. auto
sales dropped 3 percent, accord-
ing to Ward’s AutolnfoBank.

“A lot of these contractors
have been trying to keep their
old products as long as they
can,” said Peter Bedrosian, sen-
ior manager of Product Planning

for Nissan North America. “The
vehicles are really nearing the
end of their useful life.”

Van sales are a bellwether for
the broader economic recovery
since small businesses are reluc-
tant to spend after a recession,
said Mike Jackson, director of
North American forecasting for
the IHS Automotive consulting
firm, which predicts commercial
van sales will grow 27 percent
between 2013 and 2015 to nearly
400,000 per year.

Auto companies have spotted
the trend, and they're moving
quickly to enter a market once
dominated by Ford, General Mo-
tors and Mercedes. Nissan en-
tered the market with the NV full-
size van in 2011 and the NV200, a
small van, last year. Chrysler’s
Ram brand started selling a full-
size van last year and has plans
for a small van. More products
are coming from GM and Ford.

Ford’s Transit Connect, a van
built on the guts of a compact
car, created a new market for
small vans when it was intro-
duced in 2009. Before it arrived
on the scene, businesses had to
buy big vans even if they didn’t
need them. Now, if owners want
better gas mileage and maneu-
verability but don’t need huge
cargo space, they have choices.

Earlier this month, GM’s
Chevrolet unveiled its own Nis-
san-made small van, the City Ex-
press, at the Chicago Auto Show.
GM contracted with Nissan so it
could bring a van to market
quickly to take advantage of
growth, said Ed Peper, the com-
pany’s vice president of commer-
cial sales.

Ford sold only 8,800 Transit
Connects when it was introduced
in 2009, but that grew to almost
40,000 last year. Nissan’s NV 200
and the Ram Cargo Van, a modi-
fied minivan, joined the market,
pushing total small van sales to
more than 53,000 in 2013. Big
vans saw even larger growth,
with sales rising from 159,000 in
2009 to nearly 259,000 last year.




