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Do you believe the retail car business is up 32% year-to-date?
Read more below!
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Doering Fleet Management

Dear Adam,

Doering Leasing Co. welcomes our clients and future
clients alike! We appreciate your time, attention and
business greatly. We are focused on your success,
longevity, and the complete satisfaction of your fleet
needs.

DID YOU KNOW? - Now is a great time to shed
unutilized and underutilized vehicles. The used market is
incredibly strong and values remain high. Used vehicles
that sit idle tie up capital unnecessarily and break from
lack of use and "'lot rot," not to mention tie up valuable




capital.

MUCH more information is available on
doeringleasing.com in the newsletter archive! We enjoy

sharing our expertise, knowledge and industry
information with you such that you can make more
informed decisions. We love to hear your comments and
ideas.

NON-PROFIT RELIGIOUS FLEET
MAINTENANCE STATISTICS:

MAINTENENACE COSTS - What does it cost to maintain your
fleet? It is a function of the type of vehicles and age of vehicles.
Preventative maintenance typically alleviates major repairs but
increases average non-emergency maintenance spend per
vehicle. You know what is said about an ounce of prevention?

The average religious non-profit organization spends $46/month
per vehicle on maintenance (based on a data sample of over
10,000 vehicles). The newer vehicles requiere far less and the
older vehicles require far more. The sweet spot in this data
analysis shows that a well-cycled (cycle = replaced/rotated) fleet
incurs only about $30/mo per vehicle in maintenance costs. 8-12
year old vehicles, no matter their mileage account for a statistically
disproportionate amount of the maintenance spend and should
typically be eliminated from a fleet.

Our competitors offer FULL SERVICE / FULL MAINTENANCE
leases for $80-$120 per month per vehicle. Shall we review the
math? That's 174% - 260% of what would typically be incurred
just to have a firm take the risk and level the payments over time.
SELF INSURE! A managed maintenance program is an accurate
way to track actual maintenance spend without employing your
internal human resources, time and energy authorizing repairs,
reimbursing repairs and tracking them.

Doering Leasing Co's managed maintenance program proactively
tells drivers when their vehicles need preventative service, track
vehicle repair and maintenance history in a computer system
readily accessible nationwide, and offer many ancillary benefits -
roadside assistance, motor vehicle record checks, glass breakage
repair, accident management, registration management, and much
more! For about $10.00 per month per vehicle, a managed
maintenance program is easily justified.

The program includes negotiated and discounted rates for repairs
and access to A.S.E. certified mechanics who speak directly with
the repair shops and authorize or DENY repairs as they deem
necessary. Your drivers are never put in an awkward position to
deny repairs and are never pressured to complete them.

Managed maintenance programs are the way to go! Contact
DOERING for more information or visit us at the RCRI conference!
We can't wait to see you.
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RECENT SUCCESS STORIES

USED CAR SALES - Doering Remarketing has had tremendous
success with both off-lease and customer-owned vehicle sales.
Used car values, including SUV's, commercial trucks and pickups,
are incredibly high. One example included the sale of 20 previously
owned vehicles as the client transitioned to a full fleet management
and leasing program. Vehicles were sold, condition reports taken
on each and values assessed vis-a-vis Manheim auction market
value results from the last sixty days. Vehicles sold for greater than
30% over market value estimates on average! This was over
$24,000 additional that was not expected.

Incredibly high resale value have allowed organizations to cycle
vehicles more readily while maintaining the lowest annual cost for
fleet vehicles. Take advantage of the great used car market and
cycle vehicles. READ MORE BELOW!

FLEET MANAGEMENT WHERE LITTLE EXISTED - Doering
recently began working with a business with a very diverse fleet of
vehicles, nearly all makes and models scattered around the nation.
Drivers were empowered to select the vehicles, negotiate for them,
negotiate trade-in values for old vehicles so long as the vehicle
meets the size criteria deemed "necessary.". No fleet discounts
were being employed, no controls in place, no direction given to
drivers. The result was a diverse fleet of vehicles with acquisition
costs over 10% greater than they should have been. KEY POINT -
By not selecting preferred brands, drivers often selected vehicles
with terrible resale value, reliability, or both. The firm had to pay
the bills long-term. Doering instituted a fleet selector list comprising
the best options available in each car and truck class necessary
(not wanted -- just necessary). Doering setup fleet rebate
programs with the respective manufacturers using a power of
attorney and working on behalf of the client. The result was a 12%
savings per vehicle, saving thousands of dollars per vehicle.
Working with the firm, Doering helped order vehicles with
necessary options, but managed to keep options limited to manage
costs and consistency across the fleet for numerous reasons.
Vehicles were factory ordered to decrease costs rather than
purchase vehicles out-of-stock!

Featured Article
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In addition to periodic
Ezines, Doering sends
newsletters and other useful
information. We guarantee
it to be useful.
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Toyota Launches Tacoma
Production in San Antonio

Fuel Economy Tips of the Month

Driving habits have a dramatic effect on fuel economy - up to 40%

WATCH THE VIDEO - CLICK HERE

TEXT VERSION - CLICK HERE

oS \What is Fleet Management?
E[VV 2011 BMW 5 Series Draws

Proper Fleet Management is a Decision. "Top Safety Pick' Award
It's a choice....or more accurately a series of good choices.
Make the right decisions!
Fleet management is a fancy term without a clear definition. We're about

to rectify this.

Fleet management is sequence of decisions and actions which achieve

key desired goals in a vehicle fleet - specifically decreasing costs,




increasing resale value, gaining consistency and control over
maintenance spend, tracking fuel costs and using fueling-related data to
derive fuel economy calculations, preventative maintenance actions and
more. Fleet management is not about leasing or buying; rather, it
encompasses assessing your current situation, desired long-term goals,
and sets a path to achieve said goals.

Normally, the best managed fleets institute a relationship with a fleet
management firm (and who better than DOERING - honestly) to employ
buying large-fleet power, professional expertise, nationwide vehicle
distribution, remarketing, maintenance management and fuel
management. Employing outside experts for accounting, legal, medical,
and any speciality need makes sense. Fleet management is an arena so
many believe they can handle themselves...with serious consequences,
with significant costs. Fleet management firms also provide driver training,
if needed, registration and renewal management, roadside assistance,
towing, glass breakage repairs and much more.

Doering Leasing Co. is a PARTNER, not simply a fleet management firm.
Partners work with you and in your best interest, proactively and
honestly. Partners are in it for the long-term and live by the VALUE and
BENEFITS they provide. Find a partner. Find DOERING

Current AutoBiz Macroeconomics 101

Not since World War Il has the United States scrapped more
vehicles than it sold, effectively contracting the U.S. fleet. 2009 was
the first time. Fourteen million vehicles were retired in 2009 and only
ten million new vehicles were sold. The U.S. fleet dropped from 250
million vehicles to 246 million. It's notable that the U.S. has only 209
million drivers.

Cash for clunkers had little impact as it was a one-for-one exchange
that put 700,000 new vehicles on the road. J.D. Power projections
for 2010 new vehicle sales were recently raised to 11.8 million from
11.7 million.

Retired vehicles continue to meet or exceed new vehicle figures as
Americans "use up" vehicles at a faster rate than Americans are
replacing them.

This is the root cause of the boiling hot used car market in the
$1000-$7500 car segment. Affordable used cars are at a premium
as uncertainty and trepidation remain pungent in the air.

"Positive first-quarter GDP growth and favorable employment
numbers suggest that the economy is performing slightly ahead of
expectations,” J.D. Power said. "In addition, robust product activity is
expected to drive consumers into showrooms, and fleet volume is




being replenished from the low levels of 2009."

However, less spending on buyer incentives from automakers will
cause retail sales -- those mainly to individual consumers -- to fall to
9.2 million vehicles on a SAAR basis compared with 9.6 million in
2009, the analysis and research group based in Southern California
said.

Fleet sales -- mainly to government agencies and companies -- will
rise to 205,000 new vehicles, up 52 percent from last May, J.D.
Power said.

U.S. light-vehicle production for 2010 was forecast at 11.2 million
cars and trucks, an increase of 32 percent from 2009.

Full-Size %2 Ton Pickup Truck Statistics

Doering recently completed analysis of twenty-four months' worth of
full-size pickup truck fuel data. Overall fuel economy in fleet
operation was 17.5 MPG but found the Chevrolet Silverado pickups
achieved 18.9 MPG long-term. Doering believes this is due to the
active fuel management system improving fuel economy in coasting,
idling, and other low-demand driving situations.

A definitive uptrend in full-size truck fuel economy is noted,
approximately 10% in recent years, despite the EPA's revised fuel
economy testing criteria. It is also notable that full-size pickups are
rated at 14-15 MPG city and 19-20 MPG highway on the window
sticker and are achieving better than expected outcomes in fleet
(non-towing) operation.

Great Time to Sell Used Vehicles / Cycle
Your Fleet

The used car market couldn't be any hotter! It is a great time to sell
unutilized or underutilized vehicles and replace 6-10 year old
vehicles that still have substantial value in the current market. New
car prices are incredibly attractive. Coupled with high used car
prices, the argument for replacing vehicles at this juncture is
compelling!" Any decision that narrows the amount of depreciation
sustained per vehicle is a logical and judicious decision.

Lack of supply of used car trade-ins and a steady demand for
inexpensive used vehicles has driven market prices for compact
through full-sized used cars up. Vehicle values are always

The ability to pay cash for
vehicles is something to be
proud of; it is just not the
best use of capital long-
term.




decreasing over time, but vehicle values have bucked the trend and
have inflated to unsustainable values. In the short-term, likely one to
two years, vehicle values will remain quite high as new car volumes
are limited by OEM's to maintain profitability and prop up resale
value. If new car volumes remain consistent (even increased
slightly), used vehicle values will remain very high.

Case and point: Doering liquidated fifteen 8-10 year old Ford/Chevy
compact and full-size cars in Detroit this week. They sold for 40%
over MMR (Manheim Market Report) prices and garnered $19,800
over MMR values. Clearly this was all due to Doering's hard work
and name, but a little has to do with the marketplace we suppose.
These vehicles were not in mint condition, were rated "average" or
below.

BOTTOM LINE - With replacement vehicle costs today and the
resale value of the used vehicles we are seeing, it is the perfect time
to cycle a fleet, take advantage of a slow new car market, a raging
used car market, and see results. Our client realized that the cost of
their vehicles was only about $100/mo per vehicle in raw
depreciation. A new Focus is $15000 or so; a used one sells for
$5500-$6000. That's $9000 in depreciation over 6-7 years = $107-
125/mo. If prices were normalized and the same used car sold for
$3500, monthly depreciation quickly becomes $150/mo or more.

The market is setup to cycle your fleet now with all factors aligned in
your favor. Do it. Contact Doering for help if you wish. We're more
than happy to provide great news to you too. Remember, don't go it
alone. Time is wasted; money is left on the table; frustration
proliferates the process.

Vehicle Turnover + Cycle Times

Through a slow economy, vehicle turnover has slowed and cycle
times have extended. This has been the case for over two years
and organizations are finding themselves with aging fleets,
maintenance costs increasing substantially and issues with
downtime, driver dissatisfaction, and safety concerns paramount.

It is important to address cycle time lag proactively before it spirals
out of control. Doering and our peer group firms nationwide have
seen excessive cycle time lag spiral out of control to the point that it
can not be easily remedied. A quandary of exponentially increasing
maintenance costs and the increased costs of renewing 30% of a
fleet in short order make the decision difficult.

Doering suggests dealing with this situation proactively. If a reduce
vehicle turnover is necessary, this can be handled long-term, but
ceasing replacements and extending cycle times without a clear and




definitive strategy are problematic long-term.

If this problem already exists in your organization, there are few
choices but to bite the bullet, analyze what your long-term fleet cycle
interval should be, determine a long-term pace (# vehicles per year)
and add %2 of those you are behind on replacing to that interval for
the 2011 model year and the same for the 2012 model year. The
best organizations come out of a slow time lean, mean, and clean -
ready to take on new challenges and business opportunities without
the baggage of an aging fleet holding you back.

Fleet isn't meant to be the top priority. Your core business/mission
is! Consistent attention and the right partner (named DOERING) will
keep fleet management from becoming your top priority. In fact, at
Doering, we love this stuff! Your fleet management is our top
priority. Remember - it is out core competency. It is all we think
about. Itis all we live for. We darn good at it.

News That's Fit to Print

GPS Voices Should Match Users' Mood for Safety Reasons- from
business fleet

GPS devices and their constant demands can at times actually
sound like the machines are nagging or being bossy. Tech
researchers are trying to make the voices sound less robotic, but
they're facing hurdles, according to CNN. For GPS devices, voice
technologists record human actors reading different sentences.
Computers store these sentences in a database, chop them into
sounds, and then remix them to make any possible combination of
words. The result is intelligible, but it's not quite human.

One reason for this is that human speech is complex, with about 40
basic sounds in the English language, with seemingly limitless
combinations. But this will improve as computers continue to get
faster and are able to store more data, said Mark Gretton, chief
technology officer of TomTom, a GPS maker. Also, technology
appears to have made some strides in replicating the sound of
human emotion and inflection.

To make computers sound more human, the machines must
somewhat understand what they're reading so that they know when
to inflect. This part of computer science is much more challenging,
said Andy Aaron, a computer speech researcher at IBM.

The user's mood at the time he is using the technology is another
factor. How well a computer voice matches the listener's mood is not
just a matter of preference, it's a matter of safety, said Clifford Nass,
a Stanford professor who studies computer voices.

A study found that these emotional mismatches may actually be




dangerous in driving situations. Sad drivers who get instructions
from happy computer voices, and happy drivers who listen to sad
voices, are more likely to have accidents, he said. The emotionally
confused drivers are also less likely to be able to pay attention to the
road.

One solution gives drivers options when it comes to the voices of
their computerized companions. TomTom offers a range of
downloadable voices, from the fictional Darth Vader and Homer
Simpson to celebrities like the rapper Snoop Dogg. Users can also
read a list of test sentences and have their own voices transferred
into the GPS.

Chrysler Begins Establishing Fiat Dealer
Network

Courtesy of Business Fleet

Chrysler Group LLC has begun the dealer selection process for the
reintroduction of the Fiat brand in the United States.

Chrysler Group expects to select dealers in about 125 markets
identified for growth potential in the small-car segment. Fiat dealers
will be located in approximately 41 states.

"The Fiat dealer network will be appropriately sized to serve the
market opportunity," said Peter Grady, vice president of network
development and fleet. "Our vision is to establish a dealer network
that will reflect and enhance the brand's reputation for innovation
and fun, and will offer a unique, personalized customer experience.

Chrysler Group plans to officially announce its U.S. Fiat dealer
network locations in September.

Black Book: "Very Positive Retention Value"
for New Diesel Engines

Courtesy of Business Fleet
The used-vehicle market is performing well, with auction attendance

and activity stable, but there is noticeable activity from the truck
segment and its improved retention values, according to Ricky




Beggs, of "Beggs on the Used Car Market."

Beggs, the managing editor of Black Book, says the truck segment -
including pickups, vans, SUVs and crossovers - have had the most
activity with 67 percent of the adjustments coming from these type
vehicles. Full-size pickups, in particular, are a very vital part of the
industry and have improved in retention value.

"With a very large portion of the power plants in this segment being
diesel fueled, meeting the latest diesel emission standards has
required new technologies. These power plants, at a significant
premium cost over the gas engines, from $7,200 to $7,800 when
new, have a very positive retention value, currently at $7,400 for a
used three-year-old model," Beggs says.

He adds that the extended, super and crew-cab pickups have
increased in their retention values, and attracted more potential
buyers in the wholesale and retail markets in the used markets.

"Today's three-year-old extended/super cab models will bring an
additional $1,500-$2,200 premium over a regular cab model. Taking
it to the next level, a crew-cab version with four full doors will require
an additional $2,000-$2,500 more over the extended/super cab
design," he says. "Sure you are going to pay an extra $2,100 to
$2,700 when new over the regular and/or extended versions for the
increased cab space and doors, but it opens up many more potential
buyers in both the wholesale and retail markets in the used
markets."

Mercury's Demise, Impact on Retention and
Brand Values

Courtesy of Business Fleet

Many consumers have turned to Ford-branded products, which have
demonstrated strength in both sales and perceived quality over the
past few years. With an improved lineup and strong product growth,
Ford cannibalized many previous Mercury customers. Currently,
Mercury only accounts for approximately 0.8 percent of the U.S.
automotive market share, with the majority of Mercury sales going to
fleet customers.

Current macroeconomic indicators are significantly more unfavorable
for Mercury, with total industry sales in the 10- to 11-million range.
On the positive side, Mercury is currently selling fewer than 90,000
annual units, which is less than both Plymouth and Oldsmobile prior
to their phase out.




In ALG's next report, it will include a 2.5-3pt negative adjustment to
the residual outlook for the overall Mercury brand consistent with the
historic declines seen in other retired brands, but taking account of
the positive factor of low volume.

While Mercury's used brand value had been on an upswing since
2008, minimal differences between competing Ford models with
similar equipment and styling, coupled with unexplained price
discrepancies, resulted in sales figures and demand that have
declined swiftly over the last few years. Currently, Mercury's used
brand value is approximately 12 percent below the industry average,
and ALG has forecasted it to decline an additional 5.5 percentage
points by 2013.

ALG regards brand value as a significant driver of residual values;

hence, this forecasted decline is a significant factor in determining

the 2.5-3pts of forecasted deflation that will be applied to the brand
over the 36-month term.

Doering recommends NOT acquiring Mercury branded vehicles, but
rather employ Fords in your fleet as necessary. Sell the ones you
have before the brand is phased out as Saturn was.

Company Demonstrates Plugless Power for
EVs and Hybrid Vehicles

Courtesy of Business Fleet

[This is an amazing new technology that would legitimize the electric
car and allow its use in the mainstream. Your home, your office
parking structure, and the shopping mall would all be buyers. It's a
plugless technology; it's sustainable. The only downside - it just
pushes the carbon footprint toward a power plant, just further rom
view and has only 80-90% efficiency versus corded charging
systems.]

A working prototype of a plugless induction charger for electric and
hybrid vehicles is in the works, according to physorg.com.
Virginia-based company Evatron demonstrated the system at the
Plug In conference that took place the week of July 26 in San Jose,
Calif.

To recharge a vehicle's battery using the system, the vehicle parks
at a Plugless Power station over a floor-mounted parking block. The
block automatically aligns itself with an adapter fitted to the vehicle
and begins charging. No flow of electricity takes place between the
vehicle and parking block, and no plugs or cables are used.




The system operates by electrical induction. In this process,
electrical current flowing into a primary source produces a flow of
current into a secondary source, without using plugs or cords.

The down side is that a 20-percent loss in power can take place
during charging. Evatron rates its system at 80-percent efficient, but
hopes to reach 90-percent efficiency by the time production units are
released.

The system's first two major components are an adapter fitted on the
vehicle and a parking block, which is a long flat pad on the ground
underneath the vehicle at the charging station or in the garage. A
control tower plugged into the grid is the third major component.
Essentially, the adapter and parking block form two separated
halves of an electrical transformer.

Induction chargers have been used in portable devices such as
mobile phones and electric toothbrushes, and for medical implants,
but this is the first time such a system has been tried for electric and
hybrid vehicles.

Chevrolet Volt Battery Gets Standard Eight-
Year, 100,000-Mile Warranty

The Chevrolet Volt electric vehicle will provide customers with a
standard, eight-year/100,000-mile warranty on its advanced, lithium-
ion battery. The comprehensive battery warranty is transferable at
no cost to other vehicle owners.

"The Chevrolet Volt's batteries have exceeded our performance
targets and are ready to hit the road," said Micky Bly, GM executive
director, global electrical systems. "We are making a commitment to
our customers to deliver the highest standards for value, safety,
quality, performance and reliability for an unprecedented eight
years/100,000 miles."

The Volt's comprehensive battery warranty covers all 161 battery
components, 95 percent of which are designed and engineered by
GM, in addition to the thermal management system, charging
system and electric drive components.

The Volt is the only electric vehicle that can operate under a full
range of climates and driving conditions without limitations or
concern about being stranded by a depleted battery. It has a range
of about 340 miles and is powered with electricity at all times. For up
to the first 40 miles, the Volt is powered solely by electricity stored in
its 16-kWh lithium-ion battery, using no fuel and producing no




emissions. When the Volt's lithium-ion battery runs low, an
engine/generator seamlessly operates to extend the driving range
another 300 miles on a full tank of fuel.

GM's Brownstown Township plant, which began building prototype
batteries in January, soon will begin regular battery production.

"We're moving fast to deliver for the customer and ensure the Volt
launch stays on track," said Nancy Laubenthal, plant manager of the
Brownstown Battery Plant. "Last August we announced the
investment in the Brownstown facility and in January built our first
completed battery pack. Now we are finishing pre-production
batteries and soon we will begin building production batteries for
Chevrolet Volts that will be delivered to dealers before the end of the
year."

Ford Completes Sale of Volvo to Geely

Volvo Car Corporation and related assets have been sold to the
Zhejiang Geely Holding Group Co. Ltd.

The total purchase price for Volvo and related assets set forth in the
agreement signed in March 2010 was $1.8 billion, including a $200
million note and the balance in cash. Geely issued the note Aug. 2
and paid $1.3 billion in cash to complete the sale.

Under the new ownership, Volvo Cars will retain its headquarters
and manufacturing presence in Sweden and Belgium; and its
management will have the autonomy to execute on its business plan
under the strategic direction of the board.

Ford will continue to cooperate with Volvo in several areas to ensure
a smooth transition, but has not retained any ownership in the Volvo
business. Ford will continue to supply Volvo with, for differing
periods, powertrains, stampings and other vehicle components. Ford
also has committed to provide engineering support, information
technology, access to tooling for common components, and other
selected services for a transition period.

Honda to Sell Plug-In Electrics
Courtesy of Business Fleet
In announcing it will begin selling two new plug-in electric vehicles in

the United States in 2012, Honda notes that these plug-in cars are
just a step toward hydrogen fuel cell vehicles, according to news




reports.

Honda Motor America said it will sell a small plug-in electric
"commuter car" and a mid-sized or larger plug-in hybrid vehicle.
Honda will also introduce a more fuel efficient version of the Honda
Civic Hybrid next year. The new Civic Hybrid will include Honda's
first use of lithium-ion batteries in a hybrid vehicle.

The automaker will first roll the plug-in electric vehicles out in a test
program in California beginning this year, with Google, Stanford
University and the City of Torrance, Calif. serving as participants.

Other major automakers, including General Motors, Ford, Toyota,
Fiat and Nissan have all previously announced plans to begin selling
plug-in vehicles in this country by 2012, but this is the first
announcement from Honda. GM will begin selling the Chevrolet Volt,
and Nissan will begin selling the Nissan Leaf, both in relatively small
numbers by the end of this year. Ford Motor Co. plans to begin
selling its Ford Focus BEV plug-in car early next year. Fiat will begin
selling an electric version of its tiny 500 hatchback in the U.S. in
2012.

Honda sees electric cars as only a temporary step toward mass-
market adoption of hydrogen fuel cell vehicles. A Honda spokesman
said fuel cell vehicles are the "ultimate solution," but lack of
hydrogen filling stations is the current obstacle. Honda, however, is
working to perfect at-home hydrogen fueling technologies.

2011 Ford Explorer to Deliver 30 Percent
Better Fuel Economy

The 2011 Ford Explorer equipped with an optional 2.0-liter EcoBoost
-4 engine will be the new class leader in the mid-size SUV segment,
achieving at least a 30 percent increase in fuel efficiency compared
with the current V-6-powered Explorer.

"The all-new Explorer will give a huge universe of existing and
prospective customers the capability they expect and the luxury and
convenience they want, all combined with the fuel economy they
need," said Mark Fields, Ford president of The Americas.

The new Explorer, which arrives in showrooms later this year, has a
reduced vehicle weight compared to the previous model. Extensive
use of lighter and stronger high-strength steels such as boron add
durability while saving weight. An aluminum hood is used, while a
one-piece composite front bolster - the radiator support between
engine and grille - is 65 percent lighter.




Sophisticated engine controls and other technologies contribute to
the Explorer's improved fuel economy. Electric power-assisted
steering, battery management, fast engine warm-up and aggressive
deceleration fuel shutoff all combine to improve drive dynamics and
save fuel.

The Explorer also features the first North American Ford application
of a variable-displacement air conditioning compressor that reduces
parasitic engine drag.

Powertrain advancements like twin independent variable camshaft
timing and six-speed automatic transmissions help Explorer deliver
responsive performance when needed combined with low-rpm
efficiency when cruising.

The EcoBoost I-4 engine pairs a turbocharger with direct gasoline
injection to provide drivers with projected class-leading fuel economy
- pending EPA certification - with no compromise in performance.

Tesla Motors and Toyota Partner to Develop
Electric Version of RAV4

Tesla Motors Inc. (Tesla) and Toyota (TMC) have signed an
agreement to develop an electric version (EV) of the RAV4.

With an aim to market the EV in the United States in 2012,
prototypes will be made combining the Toyota RAV4 model with a
Tesla electric powertrain. Tesla plans to produce and deliver a fleet
of prototypes to Toyota for evaluation within this year. The first
prototype has already been built and is now undergoing testing.

In May, Tesla and TMC announced their intent to cooperate on the
development of electric vehicles, parts, and production system and
engineering support. Tesla seeks to learn and benefit from Toyota's
engineering, manufacturing, and production expertise, while Toyota
aims to learn from Tesla's EV technology, daring spirit, quick
decision-making, and flexibility.

TMC introduced the first-generation Prius hybrid vehicle in 1997.
The company also plans to introduce EVs into the market by 2012.

Tesla's goal is to produce increasingly affordable electric cars for
mainstream buyers - relentlessly driving down the cost of EVs.
California-based Tesla designs and manufactures EVs and EV
powertrain components, and is currently the only automaker in the
U.S. that builds and sells highway-capable EVs in serial production.




GM Announces Pricing on 2011 Chevrolet
Volt - Shocking but True!

Doering believes each vehicle will have $5000-$7500 under the
back seat -- given the price.

General Motors announced pricing on the 2011 Chevrolet Volt, the
industry's first electric vehicle with extended-range capability, at the
Plug-In 2010 conference. Starting July 27, participating Chevrolet
dealers in launch markets will begin taking customer orders for the
Volt.

The Volt's MSRP will start at $41,000 ($33,500 net of the full federal
tax credit, which ranges from $0-$7,500) including a destination
freight charge of $720.

Chevrolet will offer a lease program on the Volt with a monthly
payment as low as $350 for 36 months at manufacturer's suggested
retail price with $2,500 due at lease signing, including security
deposit based on current conditions, which could vary at time of
delivery. The benefit of the $7,500 tax credit is included in the
reduced lease payment, with the tax credit going to the lessor.
Customer deliveries of the Chevrolet Volt are scheduled to begin in
launch markets late this year with initial production limited.

GM Confirms Network of 4,500 Dealers -
Arbitration Completed

General Motors recently announced that it has concluded the dealer
arbitration process and that effective Nov. 1, it will have a network of
about 4,500 U.S. dealerships to sell and service customers for
Chevrolet, Buick, GMC and Cadillac vehicles.

The company also reported that many of these dealerships are
participating in a major facilities upgrade program, with more than
300 updates already completed and about 1,000 projects scheduled
through the end of 2010.

Although GM's new dealer network is about 25 percent smaller than
in early 2009, it remains the nation's largest. This gives existing and
potential GM customers more choice and convenience when it
comes to where to buy a car and have it serviced.

During its restructuring last year, GM offered wind-down agreements
to 2,064 Chevrolet, Buick, GMC and Cadillac dealers that the
company determined needed to transition one or more of those
brands from the dealer network by Oct. 31, 2010, when the dealer
agreement expires.




Under the provisions of a federal law passed in December 2009, GM
dealers filed 1,176 arbitration cases with the American Arbitration
Association to have their dealer agreements reinstated. Only 62
arbitration cases were completed with decisions rendered. GM
offered 702 Letters of Intent to involved dealers, allowing them to
conduct normal dealer operations as soon as they comply with the
terms of the Letter of Intent. GM has reached 408 individual
resolutions with other dealers, most of which call for the dealer to
continue the wind-down process. Four cases were dismissed.

In June 2009, GM had 6,049 dealerships selling eight brands, with
87 brand combinations. The new dealer body will have about 4,500
dealerships, with just 15 brand combinations and four brands.

GM dealerships across the country are updating their Chevrolet,
Buick-GMC and Cadillac facilities to align with new branding
guidelines. This initiative, which began in October 2009, is
accelerating with dealerships upgrading their stores at the rate of
about 100 per month.

Major elements of the image upgrades include customer-friendly
features such as work areas with phone and lap top computer power
outlets, Wi-Fi and a café area with refreshments.

"Customers throughout the country will be seeing a new look at the
Chevrolet, Buick, GMC and Cadillac dealerships in their
communities," Reuss said. "Putting our new dealer network in place
is one of the most important elements in the rebirth of GM."
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