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Neon making its
mark with tough

twentysomething-

crowd

Chrysler Corp. President
Robert Lutz borrowed an
adage from
ex-Chairman Lee lacocen to
introduce the carmaker’s first
all-new subcompact since
1978: "If this car doesn't excite
you, you had better check your
pulse hecause you'ro dead.”

Chrysler is aiming the “no
sncrifices” 1005 Neon at thoe
twentysomething crowd, bot-
ting vaiue for the dollar is
more important than the prico
tag.

To mnke a point, Lutz
reminds: “Value is more
important than price. Yugo
proved that™

The new-for-'95 Dodge-
and Plymouth-badged Neons,
which can go up to 125 mph at
top speed, come with an
88,975 price tag. But the car-
maker's real goal is to pene-
trate the lucrative oversens
market. so Chryaler-badged
Neons are being exported to
18 European markets via the
carmaker’s 18,000 European
dealera.

Theodor R. Cunningham,
executive vice president of

Road Test
By Anne
Fracassa
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sales and marketing, says

Ncan sales aro booming. In
April, o record 17,941 Neons
were bought nationwide.

And last month in New
York, Chrysler accepted the
American Marketing
Association’s 1994 Grand
Edison New Product Marketer
of the Year award for innova-
tive excellenco for its work on
the Neon and Chrysler Cirrus.
The two cars won individual
Gold Edison Best New
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Tho awards were cstab-
lished cight ycars ogo to rec-
ognize American marketing
excellence and innovation.

Houra after Lutz intro-
duced tho now cab-forward-
designed Neon to thousands of
auto executives and journal-
ista in Frankfurt, Germany,
tast yeor, he and Chairman
Robert Eaton conducted what
amounted to live fireside
chots vin satellite with U.S.
journalists in cight mnjor
citicn, including Detroit and
Washington.

It marked the first time @
member of the Big Three
automakers had introduced a
U.$.-made car ebroad.

Eaton was candid about
the importance of the Neon to
Chrysler's future.

“It is important to moke a
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profit” with the Neon, 8
Eaton, who took over as
Chrysler chairman when
Tacocen rotired, “Wo do not
expect to loso money on this

“Fhe Neon will dispel the
myth that Ameriea can't build
exciting cars,” added Lutz,
whoso 700-member platform
toam brought the Neon to
market in 31 months at a
dovelopment coat of $1.3 bil-
lion — nbout half what it cost
to develop the 1998 minivans.
“Even though the Neon is
being built in North America,
it is designed for markets

around the world.
“The Neon is a different

kind of American amali car. It
will not be a car of sacrifices.
1t'1l hove performance, be
envirt ally r ible

with personality and charsc-
ter. We want it to be a car peo-
ple want to own, not o car
thoy buy because that's all
they can offord. It'a o car that
goes boyond expectations. It's
more than just transporta.
tion.”

Lutz expects a good
response to the Noon in
Europe.

“Chryslor is showing a
commitment to the European
morket,” he said. “When we
roturned to Europe in 1987,
some poople said American
carmakers couldn't innovate
without a Jopanese or
Europoan partner. ... For too
many years, American compa-
nies were behind tho curve,
But Chrysler wants to provo
with the Neon that it's a
whole new game.”

Four-door Neans aro mado
in Belvidere, 111, Coupes are
manufactured in Toluca,
Mexico. Belvidero can make
up to 300,000 Neons a yoar
and Toluca another 76,000,

The 2,320-pound Neon
offers o 2.0-liter, 16-valve, sin-
glo overhead cam 4-cylinder
engino and ia available in 6-
speed manual transaxle or 3.
speed automatic transaxle. It
comes equipped with dual
front-ncat nir bags, availoblo
anti-lock brakes and an inte-
groted child safety seat.

Lutz said the Neon's
flashy look could make all the
difference to the discerning
buyer.

“The young Germans I've
met here are particularly
tnken with tho two-door
caupe,” he said. “They really
like the different headlights.”

If you'd like to sec a partic-
ular model tested or if you
have a car question, send Anne
Fracassa ¢ message at AVAN-
T11054, Avanti's America
Online mailbax. Or comment
through the Internct at AVAN-
711054 @aol.com.

fuel efficient, stylish ... o car

Anne Fr is senior editor
of Avanti NewsFeatures.

Winter Is Over,
but Don’t

Neglect Your |
Wiper Blades

Tho pansing of enother cold,
dreary winter means that you, as
a driver, no longer have to con-
tend with {cy driving conditions -
that can make roada dangerours.

However, you're not in the clear
yet. The effects of oll that winter
driving hiave probably taken their
o]l on the rubber edge of your
car's wiper blades, says Lee
Reighart of ANCO Wiper Blades,
a division of Cooper Automotive.

Do you remember those times
when you waited impatiently for
tho wipera to clear the frost from
yaur windshield while the car
was warming up? Imogine scrap-
Ing your knuckles across that
samo frosted windahield, and you
can underatand the abuse your
wiper blades sustained.

“Road film, dirt, salt, petroleum
products and the additional pollu-
tion in the air all contribute Lo
the deterioration of the rubber
wiping edge of wiper blades,”
Reighart says.

Hero nro some wiper-blade tips
from the cxperts at ANCO:

« Windshields contaminated
with waxes and cila will not allow
windshiold wipera to perform
properly, causing poor visibility.

« Many types of windshield
wipers actually will fift off the
windshield at highway speeds.
Use wipers designed with aerody-
namic fentures to improve wiper
performance at high speeds for
clearer driving vision.

« Improperly performing wind-
shield wipers that skip across
windshielda create annoyances
and distractiona that interfere
yith safe driving conditions.

» Inspect wiper blades every
pix months. Replace when worn,
damaged or malformed.

+ Ninety percent of all driving
decisions behind the wheel are.
based on vision. Properly operat-,
ing windshicld wipers can’
{mprove driving vision for safer
vehiclo operation.
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NMIORE MONEY

X AND Z PLAN BUYERS WANT? $

FOR THEIR TRADE-INS. “A LOT MORE MONEY”
AVIS FORD GIVES MORE FOR EVERY TRADE-IN.

N 1994 OVER 2000 A, x, AND z PLAN BUYERS
TRADED IN THEIR USED CARS AND TRUCKS AT AVIS FORD.

THE REASON CONTINUES TO BE THAT AVIS FORD

GIVES

MORE MONEY ON EACH & EVERY TRADE-IN.
YOUR TRADEIN APPRASED AT AV FORD BEFORE YOU BUY




