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One-stop car-shopping 
at Miller Honda

Car-shopping can be a very difficult experience. From 
pushy sales people, unsatisfactory products and services 
to financing hassles, you can quite easily be discouraged 

as you go from one car dealer to another.

Nora Anaya

To be free from all these hassles 
and get the best value––and best 
Pinoy service––for your money, 
shop for your car at Miller Honda 
at Van Nuys and Culver City.

Part of the Miller Automotive 
Group that carries the Toyota, 
Scion, Mercedes Benz, Chrysler, 
Jeep, Dodge, Honda, Nissan, 
and Infiniti brands, Miller Honda 
boasts of the same great advan-
tages that have made customers 
prefer Miller over other car deal-
ers for over 50 years now.

• No hassle pricing—Miller 
Honda’s prices are always low 
and always under the Kelly Blue 
Book value.

Costs  come with an affordable 
and worry-free warranty, includ-
ing our 30-day warranty, plus 
any remaining manufacturer’s 
warranty, or you can purchase an 
extended warranty. 

• 101-point inspection—Each 
automobile passes a rigorous in-
spection with an extended vehicle 
warranty.

Each purchase has a 100,000-
mile coverage on engine, drive 
train, steering, transmission, 

suspension, brakes, electrical 
systems and air conditioning. 

• Financing—Whether you 
need a used car loan, new car 
loan, bad credit car loan, or no 
credit car loan, Miller Honda can 
give you a competitive, afford-
able low rate from any of their 50 
lenders.

Aside from the above, Miller 
Honda has found an advantage 

with Nora Anaya who makes sure 
every kababayan is given the red 
carpet treatment. Nora approach-
es her work with a motherly touch, 
caring for each and every custom-
er like they were her own children.  
Having been in the business for 
over 15 years now, Nora has a 
lot of clients that keep referring 
her to their relatives and friends. 
“I’ve been with Miller Honda 

for five years, and 
I’ve enjoyed every 
minute of it,” Nora 
said. “I like talking 
to my customers, 
making sure they 
are doing well 
and checking in 
to see if they need 
anything from the 
service of their ve-
hicle or anything 
at all,” she added.

Give Nora a call 
at Miller Honda 
Culver City at 1-
888-831-3054 and 
you’ll find out for 
yourselves—you 
don’t need to go 
anywhere else for 
your car shopping. 
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Always a VIP at Livingston 
VW in Woodland Hills

For Livingston VW, 
“customer service” 
means making cli-

ents’ experience in car deal-
ing easy and enjoyable. The 
people behind Livingston VW 
believe that their customers 
are the reason they are here 
and they are willing to support 
and serve their customers in 
more ways than anyone can 
imagine. 

For over 40 years, Liv-
ingston has provided their 
customers with great satis-
faction on the services they 
provide through a number 
of ways: large new vehicle 
inventory; impressive certified 
pre-owned inventory; state-
of-the-art automotive ser-
vice facilities and equipment; 
professional, knowledgeable 
and friendly staff; extremely 
competitive financial products 
and services; on-site parts 
warehouse to fill any order; 
full service dealership; and a 
guaranteed VIP service for all 
their customers. 

The staff of Livingston VW 
knows and understands the 
importance of giving their 
customers what they want 
and they provide nothing less. 
With over 18 years of com-
bined automotive experience, 
this dealership knows how to 
provide unparalleled service. 
Its staff is present in every 
step of the way, from explor-
ing the needs and the wants 
of their customers, scheduling 
their routine maintenance, 
and when their customers’ 
next Volkswagen arrives. 
The talent that they have can 

assure you that you’ll get the 
vehicle you deserve at the right 
price. They will exceed your ex-
pectations of personal service.

Anyone can buy with confi-
dence at Livingston VW because 
they promise to meet and beat 
other franchised dealerships’ 
price on new Volkswagen. When 
you need any kind of service like 
scheduled maintenance, oil and 
filter change, tune-up, wheel 
alignment or any kind or repairs, 
Livingston can help!

If you visit their website at 
www.livingstonvolkswagen.com, 
you will find all the information 
you will need in buying a car. You 
can research the VW that’s right 
for you; request a quote on the 
new vehicle of your choice, get 
discount coupons to use at the 
Service Department and you’ll 
enjoy prompt and quality service 
that you deserve.

Feel free to send them email at 
sales@valleyvw.com if you have 
any special requests or if you 
need extra help in finding the 
vehicle you want. 

Better yet, you can go directly 

Alvin Santa Cruz, Service

to their dealership at 21141 
Ventura Blvd. in Woodland 
Hills, exit De Soto just off the 
101 Freeway. Expect to get 
a royal treatment like never 
before. You may also contact 
Nestor San Pedro and Mandi 
Niega, your Filipino Sales 
Team or call toll free at: 1-
(888) 881-1119 or if you need 
any help with servicing your 
vehicle, please call Alvin Santa 
Cruz, your Filipino Service 
Consultant at (818) 884-4444.
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General Motors employees leave the GM plant during a shift change Monday, Oct. 13, 2008, in 
Janesville, Wis. GM announced Monday it will shut down its Janesville sport utility vehicle factory 
in two phases beginning on Dec. 23, sooner than the company had expected.
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DE T RO  I T —
Chrysler LLC 
Chief Execu-

tive Bob Nardelli said 
October 16 that a steep 
decline in US auto sales 
has created an envi-
ronment for industry 
consolidation, but he 
would not comment on 
reports that talks are 
accelerating for Gen-
eral Motors Corp. to 
acquire his company.

Speaking on the CNBC cable 
channel, Nardelli said Chrysler 
has been open about looking for 
partners and creating alliances, 
but he would not address the GM 
discussions.

However, he said the US auto 
sales slump has set the stage for 
industry consolidation.

“It certainly creates an en-
vironment for consolidat ion 
where you can get synergies of 
productivity that will allow you 
to be more competitive, not only 
here in the US market, but on a 
global basis,” he said.

GM has discussed a merger 
or acquisition with Cerberus 
Capital Management LP, the 
New York private equity firm 
that owns 80.1 percent of Chrys-
ler, a person familiar with the 
negotiations told The Associated 
Press last week.

The Wall Street Journal re-
ported on its web site Oct. 16 
night that potential lenders are 
eager to see the deal finished, 
and that GM wants it done as 
early as the end of October.

GM is trying to raise addi-
tional capital as it faces poten-
tially huge losses when it reports 
third-quarter earnings in the 
coming weeks.

A major player in the deal is 
J.P. Morgan Chase & Co., one of 
the largest holders of Chrysler 
bank debt and one of GM’s key 
lenders, the Journal said.

Another person with knowl-
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Chrysler’s CEO says auto 
industry ripe for mergers

edge of the talks told The As-
sociated Press on Oct. 16 that 
no deal is imminent. Also, GM’s 
board reportedly has been cool 
to the idea.

Industry analysts also are 
skeptical of how GM would ben-
efit, but Chrysler has said it has 
about $11 billion in cash, and 
GM may be interested in gaining 
access to that.

Analysts say cash would be 
the only reason for GM to be 
interested in taking over Auburn 
Hills-based Chrysler, a privately 
held company that doesn’t have 
to report earnings. 

It lost at least $510 million in 
the first quarter and $1.6 bil-
lion last year. Its sales are down 
25 percent so far this year, the 
worst drop of any major auto-
maker.

Detroit-based GM is burning 
through than $1 billion in cash 
per month, with several ana-
lysts predicting it will reach its 
minimum operating cash level 
of $14 billion sometime next 
year. Sales are down 18 percent, 
and the company has lost $57.5 
billion in the past 18 months, 
largely because of tax account-
ing changes.

All of this comes as US sales 
have slowed to their lowest 
point in 15 years, making bank-
ruptcy possible for all of the 

cash-strapped Detroit Three if 
things don’t turn around soon 
enough.

Nardelli also said it’s possible 
the US industry could end the 
year selling around 13 million 
vehicles, more than 3 million 
below last year’s level. Chrysler 
has had to reduce factory capac-
ity by 1.1 million vehicles due to 
the slump, he said.

He said a million people are 
depending on Chrysler’s suc-
cess, including 66,409 employ-
ees, as well as those who work 
for parts suppliers, dealers, 
transportation firms and other 
companies.

“I hope the general public, I 
hope the leaders in Washington 
understand the implications 
of the pressure the industry is 
under right now,” he said.

He said it remains to be seen 
whether Chrysler will need gov-
ernment help again like it did in 
the 1970s, and said a reduction 
in gas prices has been eclipsed 
by problems for consumers 
gaining access to credit.

Cerberus bought its stake in 
Chrysler in 2007 from Daimler 
AG in a $7.4 billion deal. Cer-
berus and Daimler confirmed 
last month that they are in talks 
for the private equity firm to ac-
quire Daimler’s remaining 19.9 
percent Chrysler stake. g
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