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Is it time to say goodbye 
to Ol’ Bessie?
Get your vehicle into tip-top 
shape before the trade

What is detailing?
If you think you can do the job yourself, gather the necessary tools 

and prepare to hunker down for a half-day’s work of cleaning, vacuum-
ing, scrubbing, polishing, waxing, buffing, etc. Professionals in the busi-
ness have the tools and products to get into all the nooks and crannies, 
something that helps them do the job in much less time and with much 
less elbow grease than the average car owner might have to expend.

There’s more to the job than meets the eye.
In its simplest form, detailing is a process that rejuvenates and pro-

tects the surfaces of your car. Professional detailers can return a car to 
showroom, or near-showroom, condition.

Once that work is completed, protectants are applied to keep the 
car looking good for as long as possible. Paint, glass, leather or uphol-
stery, carpet and trim are all treated to help maintain that just-leaned 
appearance.

According to automotivedetailing.com, a professional detailer 
combines chemicals, equipment, knowledge of vehicle surfaces, industry 
standards and customer requirements into systematic procedures to 
accomplish their goal of quality service and a delighted customer.
What work is performed?

Every detailer has his or her own system for bringing out the best 
in a vehicle. Generally, a car is cleaned inside and out: Wash, wax, win-
dows, wheels. Spot cleaning and treatment is performed, and in some 
cases, minor repairs to items such as chipped paint, burn holes and 
torn upholstery are completed.

Most detailers offer a basic service, with additional procedures of-
fered on a fee-for-service basis.

Be prepared to answer questions about the level of detailing you 
want performed and any areas of your vehicle that may require extra 
attention.
What should you ask of a detailer before hiring his or 
her outfit?

As with any business or service, start by asking trusted family and 
friends who they use. Call a couple and feel them out on the phone.

Ask exactly what services are provided at each level of care and 
how much you can expect to pay for those services. Ask about ad-
ditional services they provide 

Finally, ask for references.
Is there anything you should do to prepare your car for 
the detailing process?

A clutter-free work area will help keep the process timely and 
prevent anything important from being lost.

Remove any debris from seats and floors, pick up loose change and 
empty the ashtrays, door pockets, consoles, glove box and other nooks 
and crannies.

Let the detailer know if you have used any chemicals in the vehicle 
recently to try and do any spot-cleaning, etc., and come equipped with 
a list of special problems you would like addressed. 
Still want to do it yourself?

Here’s a link to help you get started on the basics: detailcity.com/de-
tailing-how-to.html.

By Martha E. Conway

mconway@cnylink.com

The devil is in the details, so it’s said, and 
apparently so is a higher resale value for your 
used car or truck. Experts in the field say no 
matter who the buyer is, he or she is going 
to get a subliminal message about the overall 
condition of the car by what they see when they 
first walk up and open the door.

Pros offer pointers
…to up your trade-in

When you trade your car in, all you’re doing 
is selling it to a dealer, according to Mike Pugh 
of Milo Motors in North Syracuse.

“What you want to do is present the ve-
hicle in the most favorable light,” Pugh said. 
“Run it through the car wash and vacuum the 
interior.”

Pugh said if a dealer sees an interior that 
looks dingy and unkempt, they are going to 
assume that level of care also was extended to 
the structural and mechanical well-being of 
the vehicle.

“If the dealer sees an interior that is trashed, 
they are going to apply that condition to the 
rest of the vehicle and assume it’s worth less,” 
Pugh said. “Present your car to a dealer as if it 
is going to be sold in your driveway.”

According to Pugh, negotiate the price on 
your trade first.

“You don’t have to lie,” Pugh said. “You 
might want to tell the dealer you are selling it 
yourself or have a friend interested in it and 
want to know what the dealer says its worth. 
Just ask the dealer to tell you the actual cash 
value of the vehicle you are selling.”

Pugh said there is one advantage to trading 
in a vehicle: Sales tax savings. The trade-in 
value is deducted from the selling price of your 
new car, meaning you pay less sales tax.

“If you have a car worth $5,000 and use it 
for a trade-in, its value becomes $5,400 when 

you figure in the savings on sales tax at 
a rate of 8 percent,” Pugh said.

A big advantage of trading in your 
vehicle is simple convenience.

“You don’t have to make yourself 
available at strange times just because 
they are convenient to a poten-
tial buyer,” Pugh said.

…to sell it privately
One of the rea-

sons  dea ler s  get 
more money for 
cars, Pugh said, is 
because they get 
them professionally 
detailed.

“I do think that it 
is money well-spent if 
you are trying to sell it 
yourself,” Pugh said. 
“Get the oil 
changed. And 
if you go to one 
of the retail chains, 
they will top off all your other fluids, 
as well.”

Pugh said the most inexperienced car buyer 
will likely know enough to pull the engine oil 
dipstick.

“If they see old oil in there, they’re going to 
be suspicious of everything else,” Pugh said.

A few dollars invested in taking care of 
known cosmetic and aesthetic problems is also 
a good investment, according to Pugh.

“You may know what the squeak or rattle is 
that is present in the car, but there are custom-
ers that can’t see past what is an easily repaired 
defect,” Pugh said. “Try and step back from the 
vehicle and look at it as if you were going to 
buy it. Ask yourself, ‘If I were buying this car, 
what would turn me off? What needs attention 
right away?’ If a body side molding is falling 
off the car, get it fixed.”

D o n ’ t 
go crazy 

fixing up 
that gold-

e n  o l d i e , 
though. Pugh 

said a good objective 
is to invest about 10 
percent in your car to 
help it sell quickly.

“If you’ve got a car 
you think is worth 
$2,000, invest a cou-
ple of hundred dol-
lars in fixing it up,” 
Pugh said. “It may 
mean the difference 
between selling it in 

a couple of days or selling it 
in a couple of weeks.”

A real testimony to qual-
ity is a freshly inspected vehicle, Pugh 

said.
“If you’re confident your car will pass 

inspection, get it inspected,” Pugh said. 
“Even if it isn’t due. Buyers, especially if they 
don’t take it to their own mechanics, won’t 
know how worn the brakes are.”

“That sticker can put some of their fears to 
rest before they get started, and the inspect-
ing mechanic can give you a heads-up about 
work that might be needed in the coming 
months.”

I n s i d e  E x c e l l e n c e : 
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Ford, Chrysler and GM…The rest of the story!

By Amanda Seef

Spinella’s Auto 
Sales in Mattydale 
has taken root in 
their Brewerton 
Road location, af-
ter opening for 
business Nov. 
1.  The business 
boasts a sales, 
parts and service 
department with 
more than 300 
years of experi-
ence combined 
with the staff of 
approximately 20 employees. 
Tony Spinella, owner of the business, 
had been working in automotive sales 
since 1987, working with a number of 
local car dealers before deciding to put 
together his own dealership.  Spinella 
describes the business as having “local 
flavor,” with most employees working 
in the business for many years prior to 
coming to Spinella’s. “Even though 
we’re a new business, we’ve learned 
and been trained by local dealers,” 
said Spinella.  “We’re hoping to do 
great things here.”  Spinella’s cur-
rently offers used vehicles of all shapes 
and sizes, with their current inventory 
including cars, trucks, vans and SUVs 

of many manufacturers — Dodge, 
Chevrolet, Kia and more.  Our Ser-
vice Department is fully equipped 
with the ability to handle almost any 
service problem no matter how big 
or small.  The service department is 
also licensed to do New York state 
inspections. 

The new business has been aver-
aging about 40 car sales a month, 
though that is something Spinella 
would like to see improve as well.  
The goal by the summer, reaching 
toward the one-year opening an-
niversary, is to average about 100 
cars a month.  Spinella notes that’s 
“something you have to build up 
to.” “By mid-summer we anticipate 
being about to stock more than 100 
cars in inventory and being able to 
sell 100 cars a month, plus,” Spinella 
said.  Though the business is new, 
the work ethic is nothing short of 
experienced with each employee 
working hard to put the business in 
the top.  Within the first two months 
of operation, Spinella’s sponsored a 
unique program, modeled off of the 
home makeover shows on cable tele-
vision.  The program, titled “Turn 
your winter rat ... into ALL THAT,” 
allowed for visitors to Spinella’s Web 
site to submit an application about 
their car. The application included 
basic information, as well as the 
applicant’s story — information about 
what mechanic work their car might 
need.  Along with the application, 
applicants submitted a digital photo 
of their vehicle.  From the 50 to 
100 applicants, Spinella chose two 

The following letter was written by a fellow Ford Deal-
er. There is no way I could express my thoughts better.

Sincerely,
Fred Raynor

President, Fred Raynor Ford Lincoln Mercury Cor-
poration, Fulton New York Family owned, operated and 

proud member of the Central New York community.

As I watch the coverage of the fate of the U.S. 
auto industry, one alarming and frustrating fact 
hits me right between the eyes. The fate of our 
nation’s economic survival is in the hands of some 
congressmen who are completely out of touch and 
act without knowledge of an industry that affects 
almost every person in our nation. The same lack 
of knowledge is shared with many journalists that 
are irresponsible when influencing the opinion of 
millions of viewers. 

Senator Richard Shelby of Alabama has 
doomed the industry, calling it a dinosaur. 

No Mr. Shelby, you are the dinosaur, with 
ideas stuck in the 70’s, 80’s and 90’s. You and the 
uninformed journalist and senators that hold the 
onto myths that are not relevant in today’s world. 
When you say the Big Three build vehicles that no 
one wants to buy, you must have overlooked that 
GM outsold Toyota by about 1.2 million vehicles 
in the U.S., and Ford outsold Honda by 850,000 
and Nissan by 1.2 million in the U.S. GM was the 
world’s number one automaker beating Toyota by 
3,000 units. 

When you claim inferior quality comes from 
the Big Three, did you realize Chevy makes the 
Malibu and Ford makes the Fusion that were both 
rated over the Camry and Accord by J.D. Power 
independent survey on initial quality? Did you 
bother to read the Consumer Report that rated 
Ford on par with the good Japanese automakers? 
Did you realize Big Three’s gas guzzlers include the 
33 mpg Malibu that beats the Accord? And for ‘09 
Ford introduces the Hybrid Fusion whose 39 mpg 
is the best midsize, beating the Camry Hybrid? 
Ford’s Focus beats the Corolla and Chevy’s 
Cobalt beats the Civic. When you ask how many 
times are we going to bail them out you must be 

referring to 1980. The only Big Three bail out was 
Chrysler, who paid back $1 billion, plus interest. 
GM and Ford have never received government 
aid. 

When you criticize the Big Three for build-
ing so many pickups, surly you have noticed the 
attempts Toyota and Nissan have made spending 
billions to try to get a piece of that pie. Perhaps it 
bothers you for 31 straight years Ford’s F-Series has 
been the best selling vehicle. Ford and GM have 
dominated this market and when you see the new 
‘09 F-150 you’ll agree this won’t change soon. 

Did you realize that both GM and Ford offer 
more hybrid models than Nissan or Honda? 
Between 2005 and 2007, Ford alone had invested 
more than $22 billion in research and develop-
ment of technologies such as Eco Boost, flex fuel, 
clean diesel, hybrids, plug in hybrids and hydrogen 
cars. Its 2008 and the quality of the vehicles com-
ing out of Detroit are once again the best in the 
world. 

Perhaps Sen, Shelby is not that blind. Maybe 
he realizes the quality shift to American. Maybe 
it’s the fact that his state of Alabama has given so 
much to land factories from Honda, Hyundai 
and Mercedes Benz, that he is more concerned 
about their continued growth than he is about 
the people of our country. Sen, Shelby’s disdain 
for “Government Subsidies” is very hypocritical. 
In the early 90’s he was the driving force behind a 
$253 million incentive package to Mercedes. Plus, 
Alabama agreed to purchase 2,500 vehicles from 
Mercedes. While the bridge loan the Big Three is 
requesting will be paid back, Alabama’s $180,000-
plus per job was pure incentive, Sen, Shelby, not 
only are you out of touch, you are a self-serving 
hypocrite, who is prepared to ruin our nation 
because of lack of knowledge and lack of due dili-
gence in making your opinions and decisions. 

After 9/11, the Detroit Three and Harley Da-
vidson gave $40 million-plus emergency vehicles 
to the recovery efforts. What was given to the 
9/11 relief effort by the Asian and European Auto 
Manufacturers? $0. Nada. Zip! We live in a world 
of free trade, world economy and we have not 

been able to produce products as cost efficiently. 
While the governments of other auto producing 
nations subsidize their automakers, our govern-
ment may by ready to force its demise. While our 
automakers have union wages, benefits and legacy 
debt, Asian competitors employ cheap labor. We 
are at an extreme disadvantage in production cost. 

Although many UAW concessions begin in 
2010, many lawmakers feel its not enough. Some 
point the blame to corporate management. I 
would like to speak of Ford Motor Co. The com-
pany has streamlined by reducing our workforce 
by 51,000 since 2005, closing 17 plants and cutting 
expenses. Products and future product is excellent 
and the company is focused on one Ford. This is a 
company poised for success. Ford product quality 
and corporate management have improved light 
years since the nightmare of Jacques Nasser. 

Thank you Alan Mulally, and the best manage-
ment team in the business. The financial collapse 
caused by the secondary mortgage fiasco and the 
greed of Wall Street has led to a $700 billion bail-
out of the industry that created the problem. AIG 
spent nearly $1 million on company excursions to 
lavish resorts and hunting destinations. Paulson 
is saying no to $250 billion foreclosure relief and 
the whole thing is a mess. So when the Big Three 
ask for 4 percent of that $700 billion, $25 billion 
to save the country’s largest industry, there is 
obviously oppositions. But does it make sense to 
reward the culprits of the problem with $700 bil-
lion unconditionally, and ignore the victims? 

As a Ford dealer, I feel our portion of the $25 
billion will never be touched and is not necessary. 
Ford currently has $29 billion of liquidity. How-
ever, the effect of a bankruptcy by GM will hurt 
the suppliers we all do business with. A Chapter 
11 bankruptcy by any manufacturer would cost 
retirees their healthcare and retirements. Chances 
are that GM would recover from Chapter 11 with 
a better business plan and much less expense. 
So who foots the bill when GM or all three go 
Chapter 11? All that extra health care, unemploy-
ment, loss of tax base and some forgiven debt goes 

Spinella’s new location 
has experience behind it 

The staff at Spinella’s Auto Sales in Mattydale.

See Spinella’s on page 3

See Raynor Ford on page 3
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$15,995

08 Chrysler Town 
& Country LX Van

V6, Red, 19,673 Miles, 
Stock# U1753

• chrysler •
• jeep • 

$11,995

08 Dodge Avenger SE
4 cyl., Blue, 

11,341 Miles, 
Stock# U1769

$12,995

08 Dodge Avenger SXT
4 cyl., White, 
11,968 Miles, 
Stock# U1780

$13,995

08 Dodge Caliber R/T
AWD, 4 cyl., Blue, 

12,260 Miles, 
Stock# U1781

$17,995

08 Dodge Durango SLT
SUV, 4WD, V8, Silver, 

12,094 Miles, 
Stock# U1782

$14995

08 Dodge Grand 
Caravan SE Van

V6, Blue, 21,563 Miles, 
Stock# U1741

$18,495

08 Dodge Nitro SXT
SUV, 4WD, V6, Black, 

107 Miles, 
Stock# U1739

$13,995
08 Chrysler Sebring

Limited, 4cyl., White, 16,473 
Miles, Stock# U1765

$14,995
08 Chrysler Sebring

Conv., V6, Red, 13,005
Miles, Stock# U1731

$17,995

08 Jeep Commander 
Sport SUV

4WD, V6, Green, 21,033 
Miles, Stock# U1754

$15,995

08 Jeep Compass 
Sport SUV

4WD, 4cyl., Blue, 18,891 
Miles, Stock# U1746

$12,995

08 Jeep Compass 
Sport SUV

FWD, 4cyl., Silver, 20,294 
Miles, Stock# U1786

$16,995

08 Jeep Liberty 
Limited Edition SUV

4WD, V6, Silver, 18,425 
Miles, Stock# U1730

$15,995

08 Jeep Liberty 
Sport SUV

4WD, V6, Blue, 11,565 
Miles, Stock# U1747

$18,995

08 Jeep 
Wrangler X SUV

4WD, V6, Red, 569 Miles, 
Stock# U1793

$14,995

08 Suzuki SX4 Touring 
Hatchback

AWD, 4 cyl., Gray, 8,974 
Miles, Stock# 90111B

ROUTE 481 • FULTON, NY
598-811810 Minutes North of

Great Northern Mall
GREAT SELECTION OF PRE-OWNED

CARS • TRUCKS • SUVs

Romano Ford
5431 N. Burdick Street
Fayetteville, NY 13066

(315) 637-4668

Romano Motors LTD.
5433 N. Burdick Street
Fayetteville, NY 13066

(315) 637-4520

Romano Volkswagen
5431 N. Burdick Street
Fayetteville, NY 13066

(315) 637-4668

FORD AND VOLKSWAGEN SERVICE SPECIALS

MERCEDES-BENZ SERVICE SPECIALS

*ALL SPECIALS GOOD THROUGH 2.28.09

Make your appointment today online at www.romanocars.com 
or call the dealership to schedule your service.

Front End 
Alignment
$5995
• Set toe in adjustment
• Set all air pressures

FORD-THE WORKS FUEL SAVER PACKAGE
• Motorcraft® Brand Oil & filter change
• Rotate & inspect 4 tires • Test battery
• Inspect brake system • Top off all fluids
• Check belts, hoses, air, & cabin air filters

$3995

VOLKSWAGEN-THE WORKS FUEL SAVER PACKAGE
• Rotate & inspect 4 tires • Inspect brake system
• Castrol Synthetic Blend Oil & filter change 
• Test Battery • Top off all fluids
• Check belts, hoses, air, & cabin air filters

$7995

4 Wheel Alignment
$13995
• Set all adjustments to factory specifications
• Castor-Camber bolts extra

Fuel Injection Service

$14995
• Clean your fuel system components, 

increase your MPG and add years 
of performance to your vehicle

BEEP! BEEP!
Donate your car to Kidney Cars

• Tax Deductible
• Free Pick-up
• No Hassle

KIDNEYCARS.ORG
800.488.CARS

Ken’s Collision
•SERVICE•

Serving CNY For Over 50 Years.

• Complete Frame & Body Shop
• Free Estimates • Loaner Cars

315.638.0285
100 Syracuse St., Baldwinsville

You’re Driving Home Our Reputation

is a supplement to: 
Eagle Newspapers

5910 Firestone Drive, Syracuse, N.Y. 13206
Phone: (315) 434-8889           Fax: (315) 434-8883
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By Georgia Keene

Since 1979, Par-K Chrysler Jeep 
has provided customers around 
Central New York with an excellent 
buying experience. The economy may 
be in a slump, but the staff at Par-K is 
confident that its loyal customer base 
and wide vehicle selection will keep 
business strong in 2009. General 
manager Tom Gilbo says that now is 
a great time to buy a car or truck.

A Five Star Chrysler dealer, Par-K 
is known around the community 
for its excellent customer service. A 
recent survey by the Oswego Palla-
dium-Times named Par-K the num-
ber one new car dealer in Oswego 
County. Chrysler has taken notice 
of the dealership’s commitment to 
customers as well; for the 2007-2008 
year, Chrysler named Par-K’s service 
manager Gina Gunther the Five 
Star Service Manager of the Year. 
This award was based on an index of 
customer satisfaction. 

So far in 2009, Chrysler has 
already made over 600 interior and 

exterior changes to its vehicle lineup. 
All Chrysler and Jeep vehicles now 
have better fuel efficiency. Many are 
equipped with wi-fi connect, allowing 
passengers to access the Internet on 
the road. Most Chrysler vehicles now 
come with YES Essentials seat covers, 
which are stain-resistant. 

The Chrysler Town & Country 
minivan is the only minivan on the 
market with Sto n’ Go seating, allow-
ing the seats to be folded into the floor 
for extra room. The Town & Country 
also has power doors operated with the 
push of a button. Chrysler and Jeep 
are still the only brands to offer the 
Lifetime Powertrain Warranty, which 
covers the engine transmission for the 
time the driver owns the vehicle. 

In 2010, Chrysler plans to release 
three electric vehicles: the four-door 
Jeep Wrangler, the Chrysler Town & 
Country and the Jeep Patriot. 

Tom Gilbo says that now is a great 
time to buy a vehicle because of the 
economy. “Because of the gas prices 
over the summer, prices on 4x4s have 
come down,” he says. Gilbo says that 

business has been very good, espe-
cially used car sales. “We are staying 
positive about this economy,” he says. 
“The industry is down, but it will turn 
around. It isn’t just the domestic in-
dustry, foreign sales are also down.” 

Gilbo explains that most of Chrys-
ler’s sales decrease over the past year 
can be attributed to their sales of com-
mercial and fleet vehicles. “Any time 
there is a problem with the economy, 
Chrysler decreases their sales of fleet 
vehicles to bring the value of cars up 
and allow for more leasing,” he says. 
Par-K is still leasing the Jeep Grand 
Cherokee, Jeep Liberty and Jeep 
Commander to customers.

The service department at Par-K 
has several experienced staff mem-
bers who make sure the repair and 
maintenance process runs smoothly. 
Rick Malia has been service director 
for 15 years and is popular with the 
dealership’s loyal customer base. 
“People love Rick because they know 
him and trust him,” says Gilbo. “We 
are a small dealership, so people feel 
more comfortable coming here. It’s 

not overwhelming.” Parts manager 
Dana Howell has 25 years of experi-
ence working with Chrysler. “We do 
a lot of wholesale sales of parts, and 
offer custom parts that some people 
send as gifts,” says Gilbo. 

Par-K has a full collision center, 
which is the largest body shop in Os-
wego County. The shop is equipped 
with frame machines and a paint 
booth, and can hold 15 cars. Their 
custom painter Butch Jackowski is a 
custom vehicle specialist. “He’s the 
best painter I’ve ever seen,” says Gilbo. 
Jackowski paints any make or model, 
even motorcycles, but specializes in 
classic cars. His work has been fea-
tured in national auto magazines. 

Gilbo is confident that Chrysler 
will persevere through the tough 
economic times. “Chrysler isn’t going 
anywhere,” he says. “The Jeep products 
are very profitable in the Northeast. 
We will get through this year.” 

Par-K Chrysler Jeep is located on 
Route 481 in Fulton. They can be 
reached at 598-8118 or on their 
website, www.par-k.com.

back to the taxpayer, us. With no 
chance of repayment, this would be 
much worse than a loan with the 
intent of repayment. So while it is 
debatable whether a loan or Chapter 
11 is better for the Big Three, a $25 
billion loan is definitely better for the 
tax payers and the economy of our 
country. 

So I’ll end where I began on the 
quality of the products of Detroit. 
Before you, Mr. or Ms. Journalist 
continue to misinform the American 
public and turn them against one of 
the great industries that helped build 
this nation, I must ask you one ques-
tion. Before you , Mr. or Madam 
Congressman vote to end health care 
or retirement benefits for 1 million 
retirees, eliminate 2.5 million of our 
nations jobs, lose the technology that 
will lead us in the future, and create 
an economic disaster including hun-
dreds of billions of tax dollars lost, I 
ask this question not in a rhetorical 
sense. I ask it in the sincere, literal 
way. 

Have you driven a Ford lately? 

Par-K has deals on a wide selection of vehicles

By Georgia Keene

Looking for a quality used vehicle? 
Look no further than Summit Used 
Car Central on Hiawatha Boulevard. 
Customers will find a wide range of 
pre-owned makes and models as well 
as a positive shopping experience.

Summit Used Car Central has 
over 350 used cars available, includ-
ing a full line of domestic and import 
brands. The inventory is accessible 
online at www.summitcars.com, and 
the website is constantly being up-
dated to ensure accuracy. Because 
Summit Automotive sells so many 
brands, Used Car Central has con-
nections with a multitude of banks, 
making it easy for customers to get 

financing.
The facility at Used Car Central is 

being refurbished, and offers a com-
fortable, newly redone showroom for 
customers. 

The salespeople at Used Car 
Central are experienced and knowl-
edgeable. They help customers find 
vehicles that suit their specific needs 
and offer a caring, no-pressure sales 
environment. 

Summit Used Car Central is 
part of the fastest-growing automo-
tive group in New York State. They 
look forward to meeting many new 
customers in 2009. They are located 
at 959 Hiawatha Boulevard West in 
Syracuse right next to Summit Dodge 
and can be reached at 474-4855. 

At Used Car Central are, from left, Bob Bauer, sales manager, Mi-
chael Lopiccolo, business manager, and Lonnie King, group internet 
director.

Need a quality used vehicle? 
Summit Used Car Central has what you’re looking for!

Raynor Ford
From page 1

Having fun selling cars are, from left, Yankee Bob Cahill, Karate 
Chris Leotta, Thomas “Elvis” Gilbo, Justin “Bam Bam” Morrison 
and Buffalo Joel Wayman.

winners to receive service on their 
cars.  The work was done between 
Christmas day and New Year’s, with 
the fully operational vehicles ready to 
be picked up New Year’s Day.  With 
one of the winners receiving nearly 
$3000 worth of service on her vehicle, 
Spinella said that she, along with 
family and friends, had tears in their 
eyes as she picked her car up from the 
shop. Spinella hopes to continue the 
program each year. 

Though there is no set schedule for 
growth, Spinella hopes to expand and 
develop the whole block around the 
property between Hinsdale and Rte. 11. 
More information about the growing 
business can be found at spinellacars.
com, or inquiries can be sent to 315-
579-8080. 

Spinella’s
From page 1

08 Dodge Avenger
pw, pl, cc, cd, prev. 
rental, 12 in stock, 

#D0882471, 11-24K,
Starting as low

as $11,790 Buy for $8,990

08 Chrysler Town
& Country

5 in stock, prev.
rentals, miles 12K-19K, 

#D0882490
Starting from 

$12,990 Buy for $12,950

07 Dodge Caliber
4 in stock, miles from 

16 to 59K, #D0761624, 
prev. rentals

Starting as low
as $9,957 Buy for $9,950 Buy for $13,950

08 Dodge Durango 
SLT 4x4

#D0882462, miles 
15-18K, prev. rentals, 

2 in stock
Starting from 

$16,490

Expires 2/15/09. Cannot 
be combined with any other 

coupons or offers.

Expires 2/15/09. Cannot 
be combined with any other 

coupons or offers.

SHOW HOURS 
Wednesday, Thursday 
& Friday: 4 pm – 9 pm
Saturday: 12 Noon – 9 pm
Sunday: 11 am – 5 pm

ADMISSIONS
Adults  . . . . . . . . . . . . . . . . . . $7.00
Seniors  . . . . . . . . . . . . . . . . . $5.00
Children under 12  . . . . . . . . . $2.50
Children under 5  . . . . . . . . . . FREE

Wednesday 
Special–

Two-4-One
Admission!

FEBRUARY 4–8

This is your opportunity 
to see all the 2009 cars and
trucks together! 
Over 350 cars and trucks
… from sport utilities to
luxury cars … are displayed
side-by-side for you to shop and compare. 
See futuristic concept cars. 
The Auto Show is fun for the whole family!

Convention Center & War Memorial 
in Downtown Syracuse

SPONSORED BY SYRACUSE AUTOMOBILE DEALERS ASSOCIATION

101
ANNUAL
AUTO
SHOW!

ST

OVER
40 VANS
TO CHOOSE

FROM

2009 DODGE
GRAND CARAVAN
FULL STOW ‘N GO

ATTENTION
Chrysler Lease Customers Employee Pricing

PLUS ALL REbATES!!! MSRP $24,775

Only $16,999*

Or $279* PER MO.
* JuST TaxES
DOwn PluS FEES

* with approved credit, 72 mos, 5.75%

ATTENTION ALL CREDIT UNION MEMBERS.
SAVE UP TO AN ADDITIONAL $1,000!!

2008 PRE-OWNED SPECiALS

avengersxt/Sebring Touring $12,495
Caliber starting at$11,995
Gr. Caravan SxT starting at $15,995

Grand Cherokee...........$16,995
PT Cruiser Touring........$10,995
Durango SlT...................$16,995

Several of Each Model to Choose • 12K-25K miles

2009 DODGE
JOURNEY SE

Pw, Pl, PM, 
4cyl., auto, a/C.
MSRP $21,795

$16,395 $269/mo*OR

* Price all rebates & discounts
Just taxes down, plus fees

2009 DODGE RAM 1500

Quad Cab 
or Crew

Take $9,000 off any one 
instock, incl. all rebates

1-800-836-0476
Rt. 57 South, Fulton
www.longleydodge.com
*Prices include all rebates and discounts. Must qualify for all rebates with approved credit.

Now Welcoming ALL Previous Sam Dell 
and Fernandez Customers!

we service all Dodge/Chrysler/Jeep Models 
no matter where you bought them!

Sales Open 
Sat 9-4

‘08LEFTOVER
ONLY 4 LEFT

St# 11940

NITRO SXT 4x4
MSRP $24,490 • $7,000 OFF

Longley Price $17,490

‘08LEFTOVER

ONLY 2 LEFT

DODGE AVENGER
MSRP $21,836 • $4,800 OFF

Longley Price $17,995

OVER 80 NEW ‘09s
INSTOCK and IF WE DON’T HAVE WHAT YOU’RE 

LOOKING FOR, WE WILL FIND IT FOR YOU!

www.LONGLEYDODGE.com
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Bill Rapp Superstore expanding
By Georgia Keene

Since 1946, Hudson & Mow-
ins Domestic and Foreign Auto 
Repair has served Baldwinsville 
and the surrounding area with 
exceptional customer service and 
work done with honesty and value 
in mind. The AAA-Approved 
Napa AutoCare Center is a well-
kept operation with friendly staff 
and a great community presence. 

Owners Greg and Cathy Hud-
son encourage customers to keep 
their vehicles in top condition 
in 2009. They emphasize that 
routine maintenance can save 
customers money in the long 
run. “With the economy the way 
it is, customers will benefit from 
maintaining the vehicles they 
have rather than dealing with the 
expense of buying a new one,” 
says Cathy. Hudson & Mowins 
makes it convenient to maintain 
a vehicle.

Greg and Cathy also remind 
their customers that they can keep 
up a vehicle’s warranty without 
returning to the dealership for 
service. The Magnuson-Moss 
Warranty Act states that owners 
can choose which service shop 
maintains their warranty. The 
staff at Hudson & Mowins hopes 
people will visit them for both 
routine maintenance and to keep 
up their warranties. 

Hudson & Mowins has been 
a AAA-Approved center for 50 
years, and has won the AAA 
Top Shop Award for seven years 
running. Under AAA’s program, 
Hudson & Mowins is held to 
high standards, all of which the 
shop meets or exceeds. The shop 
has also been a Napa AutoCare 
Center for 18 years. Napa requires 

that all of its centers be highly 
reputable and qualified to make 
quality repairs. 

The technicians at Hudson & 
Mowins are outstanding; three are 
Master Technicians, which means 
they are qualified in every possible 
area of ASE Certification. This 
certification is given for service 
excellence. The rest of the tech-
nicians are working to become 
Master Technicians, while all of 
them are ASE Certified. The techs 
at Hudson & Mowins regularly 
attend training sessions to make 
sure they have the skills to service 
the array of new vehicles on the 
market. 

The reception area of the shop 
is always clean, with conveniences 
such as a toy-filled play corner for 
children, a television and comput-
er setup, and coffee for customers. 
The staff is friendly and helpful, 
and the mechanics speak directly 
to customers about the work to be 
done. The close contact between 
customers and technicians is very 
important to the staff at Hudson 
& Mowins. 

The shop has a computer 
system that allows invoices and 
maintenance histories to be 
conveniently accessed. E-mails or 

postcards are sent out weekly to 
remind customers when routine 
maintenance and inspections are 
due. Hudson & Mowins offers a 
Napa AutoCare credit card with 
90-day, same-as-cash terms.

Over the past year, Hudson 
& Mowins has worked with a 
research team from Syracuse Uni-
versity and the Napa Ad Council 
to help raise money for autism 
awareness. A donation box and 
informative pamphlets have been 
placed in the reception area, and 
so far the effort has been a success. 
The Hudsons have raised money 
by having people make donations 
in place of paying for some repairs. 
“If a customer comes in with a flat 
tire, for example, we will tell them 
to donate the cost of the repair 
instead of charging them. Yes, it 
cuts down on the money we make, 
but it is such a worthwhile cause,” 
says Cathy. She says that with the 
participation of several Napa ser-
vice centers, a lot of money is being 
raised for autism research.

Hudson & Mowins is located 
at 62 E. Genesee St. in Baldwins-
ville. To contact them, call 635-
5681 or visit hudsonandmowins.
com. They look forward to seeing 
new customers in 2009. 

By Georgia Keene

On December 15, 2008, Summit 
Dodge opened a new location on 
Hiawatha Boulevard. The opening 
was the result of a consolidation of 
Sam Dell Dodge and Val’s Sum-
mit Dodge. Dealer Tom Kristoff 
anticipates this new dealership will 
become the largest Dodge store in the 
Syracuse market in 2009. 

The economy is a concern for 
auto dealers, and the sales trend for 
many dealerships is negative. But 
employees at Summit Dodge say their 
company is, in fact, growing. “Our 
growth in 2008 was substantial,” says 
Kristoff.  He reports that Summit 
Automotive’s new car sales were up 
9.4% last year. “We intend to be the 
one auto group in the area to buck 
the trend of the economy, and we 
have good reasons to believe that we 
will do so.”  While other businesses 
are laying off employees, Summit has 

hired more staff members. In Decem-
ber, Summit Dodge was named the 
fastest growing Dodge dealer in the 
Northeast. 

The new facility on Hiawatha Bou-
levard is three times the size of the pre-
vious facility on State Fair Boulevard. 
The extra space has allowed Summit 
Dodge to increase the size of its inven-

tory and offer a wider selection of new 
and pre-owned Dodge vehicles. The 
dealership also offers Dodge commer-
cial and fleet vehicles to companies. 
The entire inventory can be viewed 
online at summitcars.com.

The service and collision depart-
ments at Summit Dodge have also 

At Summit Dodge are, from left, Nick Garzia, Jordan Petit, Lou 
Valerino III, Doug Jean, Art Colagiovanni and Tom Kristoff.

By Georgia Keene

The New Year brings Bill Rapp Su-
perstore into its 55th year of business. 
Despite recent national economic 
concerns, the dealership is expanding 
and looks forward to the year ahead. 
The Superstore will soon open the 
doors of its new Nissan Premier sales 
and service facility. 

Construction began on the Nissan 
building in May, and builder Hueber 
Breuer completed it in December. 
This addition is the newest Nissan 
dealership in the United States. “This 
really bucks a trend in the economy,” 
says Jerry Rapp. “You don’t see a lot 
of places expanding and creating jobs 
nowadays.” The dealership has sold 
Nissans for almost two years and is 
eager to give this side of the business 
its own building.  

Jerry describes the beautiful new 
facility as state-of-the-art, with every 
amenity a customer could look for. 
The building has free wireless Inter-
net and a lounge with a big screen 
TV. But Bruce and Jerry are quick 
to point out that the building is not 
what will make the Nissan dealer-
ship successful. “The people make 
the company,” they say. Salespeople 
already employed with Bill Rapp 
Superstore will transition to work in 
the Nissan facility. 

Bill Rapp Superstore also sells 
Buick, Pontiac and GMC vehicles 
in their General Motors channel, 
and Subaru and Jaguar vehicles in a 
dealership adjacent to the new Nissan 
building. “In light of the economy’s 
current state, the best sellers have been 
our certified pre-owned vehicles,” says 

Jerry. Under certified pre-owned 
programs, customers know they are 
buying a quality vehicle held to high 
factory standards. Factories also of-
fer incentive programs that attract 
buyers: buying a certified pre-owned 
vehicle could offer an interest rate as 
low as 2.9%.  

“We have a cautiously optimistic 
outlook about 2009,” says Jerry Rapp. 
“We’re lucky to live in an area where 
although we feel some of what’s going 
on with the country’s economy, our 
customers continue to get financing 
without interruptions.” He says that 
despite the economic downturn, 
banks and finance companies have 
continued to cooperate in financing 
their customers’ vehicle purchases. 

“The average person has watched 
as billions of dollars have been pulled 
out to rescue the country’s financial 
institutions,” says Bruce Rapp. “Many 
people have lost their faith and trust 
in these institutions.” The brothers 
say that trust is not an issue among 
their customers. The Superstore’s 55 
years of business in Central New York 
have allowed it to build trust among 

a loyal customer base. “We value the 
relationships we have built with our 
customers,” says Bruce. The brothers 
understand the frustration customers 
feel when they are put through to 
voicemail or an automated message. 
They are always available to help 
customers and pick up the phone to 
address any concerns.  

The staff at Bill Rapp offers a 
great buying experience. “A customer 
can come in, have a car appraised, 
meet a salesperson and see a variety 
of vehicles in one stop,” says Jerry. 
Because the Superstore offers many 
different makes and models, buyers 
can explore their options and change 
their minds without having to meet a 
different salesperson for each vehicle 
that interests them. “Since we have so 
many cars in one area, there is variety 
without the hassle,” says Jerry. The 
Rapps encourage the public to stop 
by and see the new Nissan building 
when it opens. 

Bill Rapp Superstore is located at 
the corner of Thompson Road and 
Burnet Ave. in Syracuse. To reach the 
dealership, call 437-2501.

Pictured from left are Fred Mathieson III, Eric Kulba, Chris Book-
man, Richard Stonecypher, Bill Woodworth, Ron Fitzgerald and 
Chris Racha.

It’s always a great day at Wilber Duck Chevrolet and Buick
It was the worst of times, it’s now 

the best of times…to buy vehicle, that 
is. Despite the media, the truth is 
Americans still need to buy vehicles, 
and one of the best places to buy 
them is at Wilber Duck Chevrolet 
and Buick, in historic downtown 
Oneida.

“Sales may have been down for 
a short time, but Biff and I aren’t. 
We’re jacked up,” said Frank 
Duck. 

Biff, a.k.a. Craig Wilber, is 
Duck’s business partner. Both Wil-
ber and Duck have been in the auto 
industry for several years and know 
the auto industry extremely well. 
They’ve both been through some 
tough economic times and know 
how to survive. 

“We want folks to know they 
can feel safe doing business with us. 

There aren’t any problems with GM 
and there aren’t any problems with 
Wilber Duck.” One of the owners is 
always here to assist you. We haven’t 
had any staff layoffs, plan on helping 
more people and plan on selling 
more cars in 2009 than we did in 

2008.”
Currently, Wilber Duck has a 

huge selection of new Chevy’s and 
Buick’s, plus top quality pre-owned 
vehicles of every make and model. 
They’re all priced really great, priced 

Summit Dodge opens new location

Hudson & Mowins: honest, oustanding service

See Wilber Duck on page 5

Wilber Duck Chevrolet and Buick, is located in historic downtown 
Oneida.

Bruce Rapp

See Summit Dodge on page 8

‘00 Honda CiviC
Automatic, Green, 4 Cyl.

Stock# 17225, 30,875 miles.

$5,388

‘01 vW Jetta
Automatic, Green, 6 Cyl.

Stock# 17174, 77,608 miles.

$8,319

‘03 dodge ram
Silver, Black Inter., 8 Cyl.

Stock# 17009, 58,021 miles.

$8,933

‘03 gmC envoy
Automatic, Blue, 6 Cyl.

Stock# 17051, 34,789 miles.

$12,888
‘04 dodge intrepid

Automatic, Blue, 6 Cyl.

Stock# 17253, 77,773 miles.

$5,977

‘04 dodge 
grand Caravan
Automatic, Blue, 6 Cyl.

Stock# 17246, 71,732 miles.

$6,777

‘05 dodge ram 2500
Automatic, Silver, 8 Cyl.

Stock# 17071, 12,217 miles.

$16,995

‘05 Jeep Liberty Sport
Automatic, Green, 6 Cyl.

30,222 miles.

$10,995
‘06 Jeep Commander Sport
Leather, Moonroof, 1 Owner, 25K

$14,897

‘06 CHrySLer pt CruiSer
Automatic w/overdrive, Red, 4 

Cyl., Stock# 17252, 18,394 miles.

$9,133

‘06 Jeep grand

CHerokee Larado
Automatic, Steel Blue, 6 Cyl.

Stock# 17177, 19,997 miles.

$14,333

‘06 Jeep grand

CHerokee Limited
Automatic, Black, 8 Cyl.

Stock# 17074A, 18,418 miles.

$16,888

‘05 Jeep Liberty Sport
Automatic w/overdrive, Silver, 6 

Cyl., Stock# 17179, 31,449 miles

$11,980
‘07 CHrySLer toWn & 

Country Limited
Automatic, Red, 6 Cyl.

Stock# 17217, 30,525 miles.

$17,111

‘08 dodge avenger
Automatic, Red, 4 Cyl.

Stock# 17204A. 19,600 miles.

$12,777

‘08 CHrySLer pt CruiSer
Automatic w/overdrive, Cream, 4 

Cyl., Stock# 17200, 19,646 miles.

$11,777

‘08 CHrySLer 300
Automatic, Black, 6 Cyl.

Stock# 17241, 19,512 miles.

$22,247
‘06 Jeep Liberty Sport

25K, 1 Owner, Sharp

$12,236

‘08 CHrySLer
Sebring touring

Automatic, Red, 6 Cyl.

Stock# 17032A, 11,436 miles.

$19,887

‘04 Jeep grand

CHerokee Limited
Sunroof, Leather, 1 Owner, 

80,000 miles.

$8,877

See Our Full Line of New 

and Used Vehicles at

Shapiromotors.com

‘04 Jeep grand

CHerokee Larado
Automatic w/overdrive, Gray, 6 

Cyl., Stock# 17255, 76,267 miles.

$8,633

‘05 Honda aCCord
Automatic, Silver, 4 Cyl.

Stock# 17141A, 35,354 miles.

$13,995

OVER 100 NEW 

2008 & 2009 

IN STOCK

Rt.11Mattydale [315]579-8080
BAD CREDIT? NO PROBLEM. WE WILL HELP!
Visit us at www.spinellacars.com and fill out a credit application online

Now Open For Service 6 Days A Week

“THE AUTO
SAVINGS CENTER”

0000055870-01

START THE NEW YEAR OFF RIGHT...START THE NEW YEAR OFF RIGHT...
with a great pre-owned vehiclewith a great pre-owned vehicle

from Spinella’s Auto Sales!from Spinella’s Auto Sales!

NOPAYMENTS up to 90DAYS! For well-qualified applicants
with approved credit.

$300 FREE
GAS!

WITH EVERY
PURCHASE

08 Pontiac Grand Prix
PW, PL, CL, tilt, CD, only
32K mi. Like New. Save

Thousands.

Only

$13,880
+tax & DMV

2006 & 2007 Chevy
Cobalt LT’s

Chocie of 4!! PW, PL, CC,
tilt, miles, starting at 34K

Prices starting at

$8690!!
+tax & DMV

2005 Pontiac Vibe
Auto, PW, PL, CC, CD, tilt,
42K, moons & tunes pkg.,

sunroof!
FRBH one owner trade!!

$11,490
+tax & DMV

08 Hyundai Sonata
GLS

4cyl, sunroof, XM radio,
PW, PL, p/seat and more,

31K miles
Like New

$13,780
+tax & DMV

07 Chrysler Pacifica
Touring AWD

Well equiped, moonroof, 7
passangers, 28 MPG, and

more 45K mi
Only

$13,795
+tax & DMV

05 Mazda Tribute 3.0
4WD

Auto, PW, PL, CD and
much more. Only 46K miles

Only

$11,985
+tax & DMV

2006 Ford Escape
XLT 4x4

PW, PL, CC, tilt, more,
super clean!! 53K

Only

$11,975
+tax & DMV

2004 Chevy Silverado
Z71 EX Cab 4x4

Bose, p.seat, XM, onstar,
dual climate control,

loaded!! 54K, NADA retail
over $16,000

Spinella’s new year price

$14,890
+tax & DMV

07 Toyota Highlander
V6 AWD, auto, sunroof,

PW, PL, power seat, alloys,
35K mi,
Only

$17,980
+tax & DMV

2007 Chevy Malibu
Choice of 2!! PW/PL, CC,
tilt, CD, 35 & 37K, Your

Choice

$11,890
+tax & DMV

Cooling System Flush.......$79.95
(up to 2 gallons of all makes antifreeze
(extended life)

4 Wheel Alignments..........$69.95
Power Steering Flush........$79.95
Automatic Transmisson
Service...............................$119.95

Lube, Oil & Filter
SPECIAL

$23.95
Winter Service

Special
$49.94
IncludesLube&OilFilter

(uptotwo5qtsofSemi,syntheticoil) tire
rotation,heatersystemcheck,batterycheck

Plus our 72 point vehicle check!

(up to 5qts. of semi-synthetic oil)

Buy 1 & Next is FREE
Plus our 72 Point Inspection
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By Georgia Keene

Longley Dodge, a Five Star 
Chrysler dealer, has been in busi-
ness for over 61 years. President 
Dennis Longley, vice president 
Gene Longley and sales manager 
Doug Longley represent three gen-
erations of family owning and 
operating the dealership. 

As a Five Star dealer, Longley 
Dodge meets Chrysler’s strict train-
ing, facility and process require-
ments. Chrysler LLC constantly 
re-evaluates these dealerships, 
making sure they meet high stan-
dards. Individual staff members 
must also be evaluated specifically 
for their jobs, meaning managers 
and technicians must attend train-
ing workshops in order to provide 
the best customer service possible. 
The staff members at Longley 
Dodge believe they must earn the 

business they receive.
According to Dennis Longley, 

Longley Dodge strives to be the 
best dealership, not the biggest. 
Dennis reports that 2008 sales 
ended strongly, with December 
sales up from the end of 2007. 

“We are looking for a good 
year in 2009 with the high quality 
new vehicles Chrysler is currently 
producing,” said Longley. 

One such vehicle is the new 
Dodge Ram 1500, recently named 
International Truck of the Year by 
J.D. Power and Associates. Longley 
says this vehicle is brand new from 
the ground up, with improved fuel 
economy, more horsepower and 
an unbeatable ride. Its quality is 
on par with the imports that have 
been so popular recently. Longley 
also says that this popularity is not 
as well deserved as some might 
think.

According to the National 
Highway Traffic Safety Admin-
istration, Chrysler recalled the 
fewest vehicles of the “Big Six” 
producers in the U.S. In 2008, 
Chrysler recalled 360,000 vehicles, 
compared to 2.2 million recalled 
in 2007. In contrast, Toyota and 
Honda both saw increases in their 
recalls in 2008 between 198,000 
and 230,000 vehicles compared to 
figures from last year. These figures 
support the attitude at Longley 
that buying domestic vehicles is 
best for both the customer and the 
economy. 

Last year, the Dodge Challenger 
was a rare, limited edition model, 
but now it is in full production in 
three different models: the Base 
Challenger SE, RT and SRT8 mod-
els. These models will be available 
at Longley Dodge in 2009.

The dealership has service and 

parts departments with expert 
technicians who communicate 
directly with the factory. Longley 
will service any Chrysler, Dodge 
or Jeep vehicle regardless of where 
it was purchased. Dennis Longley 
says that as a Chrysler dealer, 
Longley Dodge is better equipped 
to service a Chrysler, Dodge or 
Jeep vehicle than an ordinary shop. 
“Unlike smaller service shops, we 
have special tools made specifically 
for Chrysler and factory training 
repairing these types of vehicles,” 
says Longley. He emphasizes that 
the technicians at Longley Dodge 
are better prepared to address 
people’s concerns because they 
specialize in servicing these models 
and have years of experience.

In fact, technician John Wall is 
entering his 46th year of work in 
the service department at Longley 
Dodge. “After all these years, John 

is still serving the public with ser-
vice they can trust,” says Longley. 

Longley Dodge is located at 
1698 Route 57, just south of 

Fulton. 
They can be reached at 598-

2135 or at longleydodge.com.

By Georgia Keene

Romano Motors consists of nine dealerships in the 
Central New York area, with three dealerships on North 
Burdick Street in Fayetteville. Ford, Mercedes-Benz and 
Volkswagen models are sold and serviced in adjacent 
facilities. In 2009, the group hopes to expand their sales 
offerings and better accommodate their expanding cus-
tomer base.  

Service Manager John Bruno has been in charge of 
service for Romano Mercedes-Benz for 20 years, and has 
managed service for all three dealerships for the past two 
years. 

Romano Ford opened in Fayetteville in 1985, and 
since then it has consistently offered exceptional sales 
and service. The dealership’s service department employs 
seven full-time technicians. In 2008, they expanded their 
service personnel to include a truck mechanic. To accom-
modate these kinds of repairs, they added two truck lifts to 
the service shop. This year, they plan to continue growth 
in this direction and pursue even more commercial truck 
business.

All the technicians at Romano Ford are Ford Certified 
and continue their training to keep up with the industry. 
The seven techs boast over 120 years of combined expe-
rience servicing Ford vehicles. Romano has a summer 
apprentice program with Morrisville State College, which 
allows automotive technology majors to gain valuable 
experience working with experienced technicians. 

Several Ford and Lincoln Mercury dealerships have 
closed or are in the process of closing, so Romano is tak-
ing strides to accommodate these new customers. While 
the service department used to offer only one shuttle per 
day, it now runs shuttles constantly to give customers rides 
to and from Romano. The department is also offering 
expanded hours on Tuesdays, Thursdays and Saturdays.

The Mercedes-Benz dealership opened in 2001. It 
has a new building that caters to customers’ needs. The 
dealership offers its customers an award-winning road-
side assistance program. Shop foreman David Bender 
has 20 years of roadside assistance experience, and has 
been recognized by Mercedes for his excellent service. In 
2008, Romano Mercedes-Benz was recognized as being 
in the top tier of customer satisfaction for dealerships in 

the Northeast.
In 2009, Mercedes is launching the new compact SUV 

GLK model and its redesigned E Class line.
The Mercedes service department has nine certified 

technicians with 115 years of combined experience. In the 
back of the Mercedes building, Romano has a complete 
collision center that services all makes and models. “A 
lot of people don’t ever see the collision center because it 
doesn’t face the road,” says Bruno. He urges anyone need-
ing a repair to visit Romano’s experienced technicians.  

Romano Volkswagen opened in 1993 and has since 
seen substantial growth. “When we opened, Romano 
used to go to New York City to buy Volkswagens, but 
we now have 200 vehicles on the premises,” says Bruno. 
Among these vehicles are the new NCS compact sedan, 
the GTI sedan, diesel Touareg SUV, and the NMS mid-
size sedan. Bruno says the new 4-door sports coupe CC 
will be a very popular vehicle this year. 

The service department has grown along with sales. 
When Romano Volkswagen opened, the service center 
had two bays and one technician; it now has six techni-
cians and nine bays. The staff at Romano Volkswagen 
looks forward to seeing new service customers in 2009.

Romano Motors is located at 5433 North Burdick 
Street in Fayetteville. They can be reached at 637-4500 
or on their website, www.romanocars.com.

Driver’s Village continues to grow, 
both on-site and on the web

By Jennifer Wing

Driver’s Village in Cicero is revolutionizing how peo-
ple purchase their vehicles and have them serviced.

Customers at Driver’s Village have many great 
choices when it comes to buying a new or used car.  
Lou Bregou, Director of Operations at Driver’s Village, 
said,   “We not only stock a wide variety of makes and 
models for the new car buyer, but we also have a Used 
Car Warehouse, where our customers can always find 
at least 90 cars priced under $12,000.”  Bregou said 
business has been steady at Driver’s Village with its 20 
franchises .  “Our used car sales have gone up, as well 
as our service business,” he said. “We’ve seen that the 
car business in Syracuse has not been as bad as what 

has been experienced around 
the country.”

Part of the reason for the 
increased service business at 
Driver’s Village is Driver’s 
Express, a quick service facility, 
capable of handling all makes 
and models. There is no appointment necessary for 
any maintenance service, such as an oil change, tire 
rotation, coolant flush or an inspection, and the center 
uses NAPA parts.  No appointment necessary is also the 
rule at each dealership’s service department.

Extremely popular now is the company’s website: 
driversvillage.com. This is where customers can find 
what vehicles are available at the individual dealerships, 

Driver’s Village 
dealers

Audi
BMW
Buick

Chrysler
Dodge

Hummer
Hyundai

Jeep
Kia

Lexus
Lincoln
Mazda

Mercury
Mitsubishi

Nissan
Pontiac
Porsche
Scion
Suzuki
Toyota

Volkswagen
Used Car and Truck 

Warehouse

Pictured from left are John Wall, Gene Longley and Dennis Longley 
of Longley Dodge in Fulton. 

to move and most come with the 
balance of the new car warranty. “Be-
cause of the current auto industry, 
right now you can buy car for less,” 
Duck said. 

So, when you are thinking of 

buying or selling a vehicle, any 
automobile in fact, call or stop 
in to Wilber Duck Chevrolet and 
Buick. You can also search their 
entire inventory online 24 hours a 
day seven days a week as they have a 
web-site. Just log on to  wilberduck.

com because “it’s always a great 
day at Wilber Duck Chevrolet and 
Buick.”

Wilber Duck Chevrolet and 
Buick is located at 116 Broad Street, 
Oneida, NY 13421.  You can contact 
them by calling (315) 363-4600.

Romano offers exceptional sales, service

Romano Ford opened in Fayetteville in 1985, and since 
then it has consistently offered exceptional sales and 
service.

Longley Dodge: More than 61 years of meeting high standards, both in sales and service

Wilber Duck
From page 4

An aerial view of Driver’s Village.

See Driver’s Village on page 8

Fred raynor’s Car Companies
Celebrating 42 years as Cny’s Local dealership

Pre-Spring Savings




Truckload of

Pre-owned

‘08 MusTang converTibles
...so cheaP fred

couldn’T resisT!

Save $$$
now and 
soak up a 
little sun 

later!
V-6, auto, aluminum wheels, sport stripes 

and all the rest! Balance of the Ford Factory 
Warranty and Roadside Assistance.

$16,809Miles 8K-18K
YOUR 

CHOICE!

FORD F-SERIES!
The 2009 

Motor
Trend 

Truck of 
the Year

in sTock! fred’s Moving TheM ouT!
• “Automotive Excellence” award Popular Mechanics

• “Truck of Texas”

• “Best Luxury Pickup”

• Kelly Blue Book 2009 Best Redesigned Vehicle

• Detroit Free Press “Truck of the Year”

• Detroit News “Truck of the Year”

• “Top Safety Pick” Insurance Institute for Highway Safety

• “Accessory-Friendly Truck” Design Award from SEMA

...and the list goes on!

Stop in and see why the world loves
the BEST SELLING 

VEHICLE IN AMERICA!
Ford F-Series

We always carry a large selection of pre-owned cars, 
trucks, sport utility and vans. All the new ones too! 

The right vehicle, at the right price, from the right place.

Fred raynor’s

Located at Fred Raynor
Ford/Lincoln/Mercury

Extend     a paw and adopt a pet today!
FORD • LINCOLN • MERCURY

Route 3 West, Fulton
592-2222

1-877-9-TRUCKTOWN

“It’s a great day at Wilber-Duck Chevrolet Buick” 

WILBER-DUCK
Chevrolet Buick

116 Broad Street, Oneida, NY 13421363-4600 
Visit us on the Web at www.wilberduck.com
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Used Cars
Available

2009 chevy express cargo van all options

Msrp
Dealer Discount
gM rebates

$25,930
$2,370
$2,000

Buy For $21,560
Good Til 2/1/09

2008 chevy tahoe ltZ 4x4 every availaBle opt

Msrp
Dealer Discount
gM rebates

$55,635
$7,640
$9,000

Buy For $38,995Good Til 2/1/09

2008 chevy silveraDo

$27,995

Ext Cab, One Ton, 4x4, Dually, This Truck Has It 
All, Many Many Extras, LT Pkg, Chrome Wheels, 
Spray In Bedliner, HD, Trailer Pkg, Only 11,000 
Miles, One Owner, 5 Yr. 100,000 Mile Warr, 
MSRP New $48,000,  
Unbelievable Price 

All Opts, AC, Bedliner, Chrome Wheels, New Tires, 
Sport Suspension, Only 20K, One Owner, That’s Right 
20K, One Owner, In Showroom Cond, Must See, Super 
Super Sharp,  
Steal At

2004 ForD ranger

$8,995

2006 chevy iMpala
LT1 Pkg, CD Player, Pwr Seat, Alloy Wheels, 
Super Super Clean, Great Gas Mileage, You 
Must See This Impala, Super Nice,   
One Owner   $8,995

2007 chevy silveraDo
Ext. Cab Pickup, All Opts, Auto, AC, Bedliner, 
30,000 Miles, One Owner, 5 Yr. 100,000 Mile 
Warr, This Ext. Cab Is Super Sharp,  
Must See  $12,995

2002 DoDge raM 1500

$6,995

All Options, Auto, AC, Chrome Wheels, Only 
50,000 Miles, Bedliner, Tonneau Cover,  This 
Truck Is Super Super Clean, Must See,    
Great Price  

2006 chevy silveraDo
Ext. Cab, 4x4, LT, All Opts, Only 18,000 Miles, 
One Owner, That’s Right 18,000 Miles, One 
Owner, This Silverado Has It All, Many Many 
Extras, Must See,
Better Than New  $15,995

2005 BuicK lesaBre
Every Available Option, Full Power, CD Player, 
Power Seats, Alloy Wheels, Great Gas Mileage, 
Super Super Clean, One Owner, Must See This 
Car, Steal At $8,995

2007 MitsuBishi galant

V6, Auto, AC, Full Pwr, Only 17,000 
Miles, One Owner, Great Gas 
Mileage, Full Warranty,
Best Buy Of 
The Week  

$11,995

2008 chevy suBurBan lt3

$29,995

4x4, Every Avail Opt, TV/DVD Player, Nav System, 
Heated Leather Int., Pwr Moonroof, This Suburban 
Has It All, Chrome Wheels, ONSTAR, Sat Radio, 
20,000 Easy Miles, 5 Yr. 100,000 Mile Warr,    
Priced To Move 

4x4, All Opts, Auto, AC, Bedliner, Alloy 
Wheels, Heavy Duty, Tow Pkg, This 4x4 Is 
Super Super Clean, One Owner,      
Priced To Move     

2004 chevy silveraDo

$9,995

V6, Auto, Pwr. Windows & Locks, Cruise Control, 
CD Player, 50,000 Miles, One Owner, That’s 
Right Only 50,000 Easy Miles, Showroom Cond, 
New Tires, Must See, 
Steal At   

2001 BuicK century

$5,995

2007 toyota caMry
V6, XLE Pkg, Every Avail Opt, Pwr Sunroof, 
Heated Leather Int, CD Player, Chrome 
Wheels, Theft Recovery System, One 
Owner, This Car Looks & Runs Like New, 
Super Gas Mileage,  
Super Price  $16,995

Conv, Every Avail Opt, Pwr Conv Top, Nav 
Sys, Chrome Wheels, Heads Up Display, Only 
2,000 Miles, GM Exec Car, 5 Yr. 100,000 
Mile Warr, This Vehicle Has Nothing Missing, 
MSRP New $70,000    
Will Not Last At

2008 chevy corvette

$46,995

2007 MaZDa 6i
4DR, All Options, Only 25,000 Miles, One Owner, 
Full Warranty, 6 Disc CD Changer, Chrome 
Wheels, Showroom Condition,  
What A Buy A  

$12,995

2005 chevy silveraDo 2500
HD, 4x4, LT1 Pkg, Pwr Windows, Locks, Remote 
Start, CD Player, Chrome Wheels, Heavy Duty 
Trailer Pkg, 30,000 Miles, One Owner, Toolbox, 
Showroom Cond, Must See,    
Super Super Buy  At $13,995

2008 BuicK lucerne
V8, CXI, Special Edit, Heated Leather Int, 18” 
Chrome Wheels, This Lacerne Has All The Opts, 
18,000 Very Easy Miles, 5 Yr. 100,000 Mile Warr, 
Super Gas Mileage, Too Many Extras To List,   
Steal At $21,995

2004 chevy MaliBu lt
V6, Auto, AC, CD Player, Alloy Wheels, 
Rear Spoiler, 40,000, Very Easy Miles, This 
Malibu Has It All, Showroom Condition, 
Must See,     
Super Sharp   $6,995

2007 BuicK lucerne
All Options, Super Super Clean, One Owner, 
20,000 Miles, 5 Yr. 100,000 Mile Warr, Must 
See, This Car Is In Showroom Cond,  
What A Steal At $13,995
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including price ranges and features. It 
has links to the used car inventory, 
dealership specials, information 
on all of the products offered and 
even allows the customer to get 
details about a vehicle through a 
Carfax report.  A customer can 
experience something as exciting 
a virtual test drive or as simple a 
finding out the hours of opera-
tion.  Click on DVoffers.com and 
you can build your new vehicle or 
search the over 400 used vehicles 
with video for each car, visit the 
Vehicle Appraisal Center where we 
can buy your vehicle even if you do 
not buy from us (a Driver’s Village 
exclusive), check the value of your 
trade, see newspaper and TV ads, 
schedule a service appointment 
and even get coupons.

For those who are concerned 
about whether they can be ap-
proved for a car loan, or want to 
know how much they can spend, 
Finance First is just a click away 
on DVoffers.com  “You can be 
pre-approved at Finance First, 
which takes a lot of the worry and 
guesswork out of buying a vehicle,” 
Bregou told us. 

The retail shops inside the fa-
cility are reminiscent of the days 
when Driver’s Village was the thriv-
ing PennCan Mall and “meeting 
at the clock” was the way you re-
connected with your friends. The 
current retail operations make a 
customer’s time at Driver’s Village 
productive and pleasant.  Home 
to Driver’s Expresso Coffee Shop, 
Carnegie Café and Conference 
Center, Avis, Hertz and Enterprise 
Car Rental, Nationwide & Fear 
Insurance, Shades of Orange Art 
Studio, Branch’s Driving School to 
name a few,  make Driver’s Village 
more than a place to buy a car or 
get it repaired.  Driver’s Village is 
a destination. 

As if all of this isn’t enough, 
Driver’s Village also includes Driv-
er’s Expressions, offering automo-
tive accessories such as remote 
starters, GPS and heated seats and 
the state-of-the-art Driver’s Village 
Collision Center, New York State’s 
largest and most modern collision 
facility.

“Driver’s Village now has it all.  
Bregou said.  “We are complete. 
People know we’re here and know 
our reputation for great vehicles 
and service.”

For more information, visit 
driversvillage.com, DVoffers.com 
or call 1-800-4-burdick.

retained employees from the con-
solidation. Many of the technicians 
came from Sam Dell Dodge, so they 
have years of experience working on 
Dodge, Chrysler, Jeep and Sprinter 
van models. The new Collision 
Center is three times the size of that 
at the previous Summit location, 
and has brand new state-of-the-art 
equipment. Summit offers a lifetime 
guarantee on all repairs made for the 
owner of the vehicle for the duration 
that they own the vehicle.

Although the Hiawatha Boule-
vard store is new, the fact that it is a 
consolidation of dealerships means 
that customers of Val’s Summit 
Dodge, Sam Dell Dodge and Perfor-
mance Auto Mall will see familiar 
faces at the new store. The goal of 
the employees at Summit is to forge 
strong relationships with custom-
ers. “We take pride in our great 
customer service,” says Kristoff. “We 
hire enthusiastic employees because 
their enthusiasm creates enthusiastic 
customers.” Employees enjoy a posi-
tive work environment at Summit be-
cause the dealership recognizes that 
this is an extension of how employees 
treat their customers. 

If you’re looking for a new or 
pre-owned Dodge vehicle this year, 
visit Summit Dodge at 959 West 
Hiawatha Boulevard in Syracuse. 
The dealership can be reached at 
487-6211. 

Driver’s Village
From page 5

Summit Dodge
From page 4

CMYK

.COM
800-985-1680
315-452-1556
DRIVERSVILLAGE.COM

SHOP INSIDE
OVER 90 UNDER $12K

VEHICLE APPRAISAL CENTER DRIVERS VILLAGE • 5885 EAST CIRCLE DRIVE • CICERO,NY13039

Located at the
crossroads
of CNY burd0117
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Attention Credit UnionAttention Credit UnionAttention Credit Union
Members!Members!Members!

LEASE OFFERS

GET PRE-APPROVED
BEFORE YOU START SHOPPING

Applyonline,orcall1-800-541-2332orcontact
Bettyat315-458-8434 • dvoffers.com

Save up to an
additional $1,000$1,000$1,000 Some restrictions apply.

Call us for details.

(315)458-89155885 East Circle Dr., Cicero
Burdick Nissan

BN
ISSAN

0117

Auto, keyless remote,
air, power windows
& locks and more.

2009 Nissan
Rogue S AWD

Model #77419
Stock #349, #350
MSRP $22,505

26
MPG
HWY

Over 15 Available 4 at this price

Your Choice

2009 Altima
2.5 S

Auto, keyless
remote, air, power
windows & locks
and more.

Model #05719
Stock #115 #119.
MSRP $22,545

31
MPG
HWY

Over 20 Available 13 at this price

Lease
For $199 Per month for

39 months

All leases: $2,999 down plus 1st payment, tax & DMV fees due at inception. 12K/mi/yr, .15/mi. thereafter. Customer responsible for maintenance &
repairs & excess wear. Lease offers and low financing for well qualified applicants with approved credit through NMAC. Expires 2/2/09.

All new CC and Clean Jetta TDI in stock now!

(315)699-26615885 East Circle Dr., Cicero
Burdick VW

$329 per monthLease
For

29
MPG
HWY

BVO
LKSW

AG
EN

0117

Auto, CD, Power Windows & Locks, A/C, ABS,
6 Airbags, Traction Control & more.

2009 VW Routan S

#125, MSRP $25,390

Auto, ESP, moonroof, A/C, ABS, power
windows & locks, 6 airbags and more.

$349Lease
For

2009 VW Passat Komfort

#013, MSRP $29,189

23
MPG
HWY

Both leases: 36 month lease/10K miles/yr. $999 cash down plus 1st
payment, tax and DMV fees. No security deposit. 25-cent excess
mileage penalty. Ends 2/2/09.
Volkswagen Carefree Maintenance available for 36 months/36,000 miles. Customer responsible for all
excess wear and early termination fee. For well-qualified applicants with approved credit.

per month

V6, auto, PW/PL, tilt,
cruise, pow. seat,

#035, MSRP $26,335.

(315)452-18005885 East Circle Dr., Cicero
Burdick Buick

2009 Buick Lacrosse CX

Ends 2/2/09

BBU
ICK0117

28
MPG
HWY

+ tax, title & reg. $1,000 customer cash, $3,500 Targeted Leasee
Bonus & $1,000 Owner Loyalty included. All Rebates Applied.

JustJust
AnnouncedAnnounced

Owner LoyaltyOwner Loyalty
is BACK!is BACK!

BUY FOR $19,995

$6,340 Off
MSRP

bm
azda0117

(315)455-70515885 East Circle Dr., Cicero
Burdick Mazda

Test Drive a New Mazda Today

All leases: 10,000 miles/yr. $3000 (MAZDA3i) or $2,000 (MAZDA6i) cash or trade down plus 1st payment, tax, acq. fee and DMV, security deposit
waived. 15-cent excess mileage penalty. Customer responsible for all maintenance, repairs, excess wear and early termination fee. Lease

offers and low APR for well qualified applicants with approved credit through Chase Bank. Expires 2/2/09. See store for details.

2009 MAZDA6i
Sport Value

$199 per month
36 months

Manual, air,
power windows &
locks, CD. #161,
MSRP $19,320

31
MPG
HWY

1YVHP80A595M28954

29
MPG
HWY

2009 MAZDA3i
Touring

Automatic, power
windows/locks/seat,
CD and much more.

#050, MSRP $18,465.

$169Lease
For

per month
36 months

JM1BK32G991213227

Lease
For

0% APR Available on
Select Models.

Call us for details.

2009 MAZDA6 Special Owner Pricing
for all current Mazda owners

Call for more information

BS
UZ

UK
I0

11
7

(315)458-84475885 East Circle Dr., Cicero
Burdick Suzuki

Low APR financing for well qualified applicants with approved credit in
lieu of rebate through ASFS. Offers expire on 2/02/09.

2008 Suzuki SX4
Sport Sedan 28

MPG
HWY

5 speed manual, A/C, ABS,
PW, PL, alloys, CD & more.

#187, MSRP $15,758.
Model #S3L83N8

Buy
For

$12,990
+ tax, title & reg. $2,000 Mfr. rebate included

$1,000 Owner Loyalty Available

0%APR
for 60 months

available

(315)452-18005885 East Circle Dr., Cicero
Burdick Hummer

BH
U

M
M

ER0117$5,000 rebate, $1,000 Owner Loyalty and $3,500 Targeted
Leasee Bonus Included. Ends 2/2/09

2009
Hummer H3

Automatic, AC, PW, PL, cruise, tilt, CD, trailer
tow package & more. #010, MSRP $35,175

Buy
For

$24,475 + tax, title
& reg.

$10,700 OFF
MSRPSAVE

BLIN
CO

LN
0117

+ tax, title & reg. $2,000 Mfr. rebate included. #068, MSRP $23,180

(315)699-63005885 East Circle Dr., Cicero
Burdick Lincoln Mercury

$18,759

2009 Mercury
Milan28

MPG
HWY

+ tax, title & reg. $1,000 Mfr. rebate included. #073. MSRP $28,235.

6 cyl., auto,
A/C, leather,

remote start &
more

$24,540Buy
For

2009 Mercury
Mariner 4WD

4 cyl, auto,
A/C,

moonroof,
spoiler, SYNC

& more

Buy
For

Must finance through FMCC. Expires 2/2/09

$4,421OFF
MSRP

$3,695 OFF
MSRP

24
MPG
HWY

(315)452-18005885 East Circle Dr., CiceroBurdick Dodge - Chrysler - Jeep
www.driversvillage.com

BDODGE0117

2009 Dodge Ram
Crew Cab

$10,000 Off MSRP
$4,500 Rebate and Owner

Loyalty IncludedSAVE UP TO

#102, MSRP $41,880

Over 300Over 300
New Cars,New Cars,

trucks, Sporttrucks, Sport
Utilities andUtilities and

Mini VansMini Vans
in stockin stock

0%0%
FinancingFinancing
up to 72up to 72

months onmonths on
select ‘08select ‘08
models*models*

Owner
Loyoalty up
to $2000

Returning
Leasee Buy
at Employee

Price

Credit Union Members

Save Up to An

Additional $1,000

Big Discounts on AllRemaining ‘08 ModelsOver 90 in stock!

#1#1#1 Dodge
Dealer

#1#1#1
#1#1#1

Chrysler
Dealer
Jeep
Dealer

Just Announced:
Burdick Dodge-
Chrysler-Jeep

Based on Chrysler Corp. figures for the year 2008

BM
ITSU

BISH
I0117

5885 East Circle Dr., Cicero
Burdick Mitsubishi

• 10 years/100,000 miles powertrain warranty
• 5 years/60,000 miles bumper to bumper warranty
• 5 years/unlimited miles emergency roadside assistance

10 100 10-YR/100,000-Mile
Powertrain Limited Warranty

*See Roger Burdick Mitsubishi for powertrain limited warranty details.

Low APR financing for well-qualified applicants with approved credit
through MMCA in lieu of rebate. Expires 12/31/08.

(315)453-9901

2009 Mitsubishi
Lancer

5 speed, 2.0L DOHC
MIVEC, PW, PL, 7 airbags

CD/MP3, and more.

28
MPG
HWY

2009 Mitsubishi
Eclipse GS

5 speed, A/C,
2.4L-Mivec, CD, PW,

PL, ABS, cruise
alloys & more.

28
MPG
HWY

All leases: 60 month lease, 12,000 miles per year, 15¢ or 18¢
(Eclipse) per mile excess mileage penalty. $0 downpayment plus

1st payment, tax, DMV fees and security deposit. No security
deposit on Eclipse lease. Customer responsible for all

maintenance, repairs, excess wear and early termination fee. For
well-qualified applicants with approved credit through MMCA or

US Bank (Eclipse). Expires 2/2/09.

Customer Loyalty & Military
Rebates Available On New

Mitsubishis.
Call us for more information

2009 Mitsubishi
Outlander ES 4WD

CVT trans, A/C, CD, PW,
PL, alloys, cruise, CD, Blue

tooth Tech, and more.

25
MPG
HWY

$275
per month

Lease For OR

+ tax, title & reg.
#392, MSRP $23,665$0 Down Payment

$22,491
Buy For

0%
APR

up to 48 months

$227
per month

Lease For OR

+ tax, title & reg.
$1,000 Mfr. rebate included

#297, MSRP $20,774
$0 Down Payment

$18,499
Buy For

$206
per month

Lease For OR

+ tax, title & reg.
$1,000 Mfr. rebate included

#397, MSRP $14,640
$0 Down Payment

$12,999
Buy For

0%
APR

up to 48
months

in lieu of rebate

BKIA0117

(315) 233-53085885 East Circle Dr., Cicero
Burdick Kia

2008 Kia Sedona LX 2008 Kia Sorento LX 4x4

Auto, A/C, PW, PL & more.
#247, MSRP $24,990

$18,990
+ tax, title & reg. Mfr rebate included

Auto, A/C, PW, PL & more.
#236, MSRP $25,450

$19,450
+ tax, title & reg. Mfr rebate included

*For well qualified applicants with approval through
KMFC. See Burdick Kia for details. Expires 2/2/09.

As Low
As

As Low
As

0%
for 60 months

+ Bonus Cash
APR*

23
MPG
HWY

22
MPG
HWY

2008 Kia Sportage LX 4x4
V6, auto, A/C, PW, PL, #243,

MSRP $22,145

$17,415
+ tax, title & reg. Mfr rebate included

As Low
As

21
MPG
HWY


