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AUTO CARE 
The real birth of a 
new automobile 
  

By MONICA PEREZ 
Copley News Service 
  

To bring a new car to market 
takes up to five years and encom- 
passes the broadest range of skills 
and talents found anywhere. Most 
new automotive products originate 
as part of a long-range plan, based 
on forecasts for future needs in 
transportation. 

Following is a summary of how a 
car is “born’’ based on a report on 
the manufacture of Chrysler Corp.’s 
Le Baron GTS and Dodge Lancer. 

To begin, marketing experts and 
product planners try to predict what. 
types of people will make up the 
biggest segment of the automobile 
market in the future. Whether they 
decide this will be baby boomers, 
senior citizens or families will help 
define what characteristics a car 
should have to be sold during that 
time. 

Once the desired characteristics - 
such as roominess, quietness, econ- 
omy and aerodynamic styling - have 
been prioritized, designers develop 
specifications for the car and make 
preliminary decisions on size, 
width, height, length and wheelbase 
- thus defining the ‘‘package.’”’ Prod- 
uct engineers then submit recom- 
mendations on engines, transmis- 
sions and equipment to support the 
overall vehicle objectives. 

As soon as the car begins to take 
form, product and manufacturing 
engineers examine the data and 
report on the practicality of building 
the car according to proposed speci- 
fications. Cost studies determine if 
the car can be produced at an 
affordable price for its targeted 
market. 

The complete car package - port- 
folio of facts, figures, market 
research reports, cost estimates, 
charts, diagrams and sketches - has 
to be approved by corporate man- 

agement and then the development 
of the actual design, detailed engi- 
neering and styling can begin. 

Stylists draw hundreds of 
sketches of the basic car and its 
components and from these they 
develop design ideas and various 
themes. The best ideas then are 
sketched in greater detail and con- 
verted to full-scale tape drawings. 
These are done with special black 
tape on boards as high and wide as 
the actual car. The technique pro- 
vides the first full-view perspective, 
and the removable tape strip allows 
for easy changing of lines to achieve 
the best aesthetic results. 

The next step, clay models, pro- 
vide the first three-dimensionalper- 
spective of the new product. Mean- 
while, interior designers develop 
ideas for instrument panels, seats, 
various hardware and other interior 
parts. . * 

Designers then convert two of the 
clay models selected to full-scale 
fiberglass models. 
During each step designers and 

engineers use complex computer 
systems that enable engineers or 
draftsmen sitting at graphics ter- 
minals to make precise, elaborate 
and detailed drawings of any piece 
of machinery or part. Furthermore, 
designers can analyze and test com- 
ponents they design right before 
their eyes. They can pull drawings 
apart, render them in three dimen- 
sions or in solid forms, enlarge 
details, apply colors, change shapes 
and viewing angles and subject 
them to electronically simulated 
temperature changes, mechanical 
stresses and other real-life condi- 
tions. 

Once necessary changes resulting 
from these studies have been made, 
the car is recast in fiberglass for 
final review. With this approval, 
engineers move onto the next major 
task - building a prototype, a hand- 
made working model of the new 
car. 

SOLIS RE), 

  

SALE 

$102? 

Balkamp Emergency Light — Developed to meet 
the already growing demand by safety conscious 
drivers. Interior mounted, like original equipment. 
Anti-Glare shield included to reduce driver dis- 
traction. Fits all domestic and foreign cars.    
    

  

  " WHEN THE NAME IS NAPA, the standard is quality. 

DALLAS AUTOPARTS 
668 Memoriol Highway, Dallos © 675-2143 © 

  
Assembly line 
An automatic welding system uses computer-controlled 
robots to weld components in the body structures of 
Chrysler LeBaron GTS and Dodge Lancer automobiles. 

23 VEHICLES 
FOR FAST 

DELIVERY SERVICE 
SERVICE— PARTS 

FOR ALL 
CARS—TRUCKS & 

TRACTORS 
FOREIGN—DOMESTIC 

COMPLETE 
MACHINE 
SHOP 

AUTO PARTS 
* MONROE SHOCK ABSORBERS 
* AP MUFFLERS & PIPES 
* AC & WIX OIL & AIR FILTERS 
* BLUE STREAK IGNITION 
* AC & CHAMPION SPARK PLUGS 
* AMALIE OILS & GREASES 
* REPLACEMENT PARTS FOR 
ALL VEHICLES 

HOUSE OF A MILLION PARTS SERVING THE PUBLIC 
OVER 61 YEARS 

KLEIN AuTO PARTS 
TUNKHANNOCK 

11 BRIDGE ST. 
836-2143 

NANTICOKE 
34 W. BROAD ST. 

735-5300 

WILKES-BARRE 
354 N. RIVER 

823-3174 

PITTSTON 
126 S. MAIN ST. 

634-4607 

  

      

THE BEAUTY SHOP 
“AUTOMOTIVE BEAUTICIANS SINCE 1955” 
NEVER WAX AGAIN, LET US DO IT! 

COMPLETE CAR CLEANUP 
* WAX OR PAINT PROTECTOR 
ON EXTERIOR — 3 STEP 
PROCESS ; 

© SHAMPOO INTERIOR 

© CLEAN THE MOTOR 

® SHAMPOO TRUNK, ETC. 

© BLUE CORAL POLY, SIMONIZE, 
MIRROR GLAZE, OR PAINT PROTECTOR ON 
EXTERIOR — YOUR CHOICE 

FOR APPOINTMENT CALL 824-5875 
IN DOWNTOWN WILKES-BARRE 

“Puzzled About Consumer Loan Rates? . . 

  

. We Invite You To 
Compare — In Fact, We Want, You To Compare. Here Are 

| Some Examples Of Our Rates: 

XAMPLE: NEW CARS —cormmpe——— 
  

11.50% APR 
10% DOWN-48 MONTH TERM 
$7,000 — $182.62 Monthly Payment 

  EXAMPLE: USED CARS 

12.50% APR 
15% DOWN-36 MONTH TERM 
$5,000 — $167.27 Monthly Payment   

THERE ARE NO UP-FRONT FEES 
ANSWERS USUALLY WITHIN 24 HOURS 

CALL 288-4511 
Ask For Mike Boyle or Mike Mondy 

OR STOP IN AT 

THE LUZERNE NATIONAL BANK 
118 MAIN ST., LUZERNE 

801 MAIN ST., SWOYERSVILLE 
Remember To Open Your Vacation & Tax Club Now. Earn 5; Interest 

0 1d 

F.D.I.C. 
Equal Housing Equal Opportunity 

Lender Lender   

. SPURLIN'S DALLAS EXXON 
MEMORIAL HIGHWAY 

(Across From The Dallas Shopping Center) 

PHONE 675-3336 

AUTO CHECK-UP, LET OUR 3 FULL 

TIME TRAINED MECHANICS LOOK 
OVER YOUR CAR FROM TOP TO BOTTOM. 

* Gas & Oil * Brakes * NAISE Approved 
* Batteries * Official Inspection Station 
* Tires * Tune-ups (Electronic) 

AAA TOWING 
Open Monday thru Saturday 7 a.m.-10 p.m. Sunday 8 a.m.-10 p.m.       

  

  

at Jack Williams 

We stock a full range of tires.for on the highway, off the beaten 
path, in the factory, on the farm, in the garden, down the fairways. 

e All-Terrain Vehicles e Snow Plows 
e Lawn & Garden Tractors e Wheelbarrows 

e Boat Trailers e 3-Wheelers 
e Campers & 4-Wheelers 
e Golf Carts 3 ¢ 
e Fork Lifts 

     

         
     
   

     

     

  

Maintenance-Free Batteries for: 

* Lawn & Garden Tractors ¢ Recreational Vehicles § 
* Campers * Marine Engines 

Open Daily 7:30 A.M. to 6 P.M. 
Sat. 7:30 A.M. to 3 P.M. 

JACK TIE 
oW TIRE & AUTO SERVICE CENTERS 

WILKES-BARRE 
Route 315, 
Wilkes-Barre/Scranton Hwy. 
Phone: 829-1991 

  

or Jack Williams 
Charge Account 

  

  

   
    

KINGSTON 
S. Wyoming Ave., 

STROUDSBURG BERWICK 
Route 611, Terrace Dr., Front Street, 

Narrows Stroud Township Route 11 
Phone: 283-0551 Phone: 421-1277 Phone: 759-0376 

YOUR CAR’S BEST FRIEND | 
  
  

    

    

  

When buying used, 
be rather careful 
  

By JANET GORDON 
Copley News Service 
  

-Whether you don’t have enough 
cash to buy a new car, or whether 
you want to sell your old car to get 
enough cash to buy a new one, 
buying and selling used cars is a 
part of the American way of life. 

But with used cars, a consumer 
runs a number of risks - whether 
he’s buying or selling. When buying, 
a person runs the risk of buying 
someone else’s lemon or a stolen 
vehicle. When selling, a person risks 
getting a fair price or having a 
lawsuit filed if paperwork is not 
handled correctly. 

The best way to avoid these scen- 
arios is to do as much research on 
the car as possible before buying or 
selling. 
Following are: tips from the Auto- 

motive Information Council. 
To determine the appropriate 

price, check newspaper ads for 
vehicles similar to the one you are 
trying to buy or sell. Keep the 
condition of the car in mind - a 
consumer will not pay top dollar for 
a car with abnormally high mileage 
or in need of major repairs. 
Remember, too, that people selling 
used cars are in competition with 
used car dealers who have recondi- 
tioned their vehicles and offer a 
warranty. 

If attempting to sell a’ car you're 

Some tidbits on 
An invention that was to have an 

enormous impact on the rubber 
industry was announced in 1888 
when the first practical pheumatic 
tire was made by John Dunlop in 
England. 

still making payments on, you must 
get the title or a release from the 
loan agency. 

If buying, don’t buy a car that 
doesn’t have all the proper paper- 
work. Check the car’s Vehicle Iden- 
tification Number with the VIN 
listed on the title. 

If the paperwork looks right, 
request a fest drive. Check to make 
sure that all lights, doors and win- 
dows work. Check the tires for wear 
and proper inflation. Ask if the 
seller has a record of car mainte- 
nance required over the past years. 

If selling, go along on a test drive 
with the potential buyer or take 
some kind of security deposit. 
Request a certified check or cash as 
payment and don’t let the buyer 
have the car or title until you 
receive, payment. 

When buying, avoid a deal if the 
seller absolutely demands cash. 
Always obtain a receipt for the sale, 
which both parties have signed. If 
selling, be sure to keep a copy of the 
receipt for yourself. The receipt 
should state the year, make and 
model, serial number of the car and 
the price paid. Indicate whether the 
car is sold ‘as is” or with some 
kind of guarantee. 
Most state vehicle registrations 

must be transferred to the new 
owner. Also remember to cancel - 
or buy insurance coverage on the 

automobiles 
The first president to ride in a car 

was Theodore Roosevelt, who, on 
Aug. 22, 1902, toured Hartford, 
Conn., in a purple-lined Columbia 
Electric Victoria. He was accom- 
panied by Col. J.L. Greene. 

ot 

  

1 Liehart Rust   
  

      

ZIEBART TOTAL PROTECTION 

cash in on the savings. 

Add life, looks and 

Be car smart. 

RUSTPROOF 
1155 MAIN ST., SWOYERSVILLE 

287-2296 

BONNER CHEVROLET 
“The Chevy Store” 

#1 in Customer Satisfaction 

FINANCING ON 
CHEVETTES 

FINANCING ON MOST 
CARS and TRUCKS 

1986 SPECTRUM 6660 
Starting at 

  

9% 
9% 

IThis Coupon is worth 1 00°; 

The Ziebart® 
Total Protection Package 

1 lIiehart Paint Protection 

[AF Ziebart Fabric Protection 

the regular price. Just clip out and bring in this coupon to 

Offer expires 12/31/86 

LEO’S ZIEBART 

Protection 

PACKAGE . .. at $100 off 

value to your car. 

Go Ziebart! 

ING SHOPS 
743 KEYSER AVE., SCR. 

392-4910 

  

1986 cHEverte “6190 
  

Auto., P. Steering, Rr. 
1986 NOVA *7950 Defog. 
  

Auto., 4 cyl., Air Cond. 
1986 CELEBRITY 59780 & more 
  

4 Drs. 

  

1986 CAPRICE CLASSIC 

USED CARS 662 WYOM. AVE., KINGSTON 288-0319 
NEW CARS 694 wom, AVE., KINGSTON 287-2118 

30 IN STOCK 
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