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The onus of healthy suppli-
er relations falls on the OEM
even more than the supplier.

In so many words, so said
the retired GM Vice Chairman
Bob Lutz, who spoke about
OEM-Supplier relations at the
recent AIAG Automotive
Sponsors Supply Chain Sum-
mit held in the Michigan State
University Management Edu-
cation Center in Troy, just last
week.

The Automotive Industry
Action Group (AIAG) 2012
Supplier Summit took place
on May 8-9, with sponsors
from the greater automotive
supply chain all talking about
issues facing suppliers.

Lutz’s keynote lecture
kicked off the busy two-day
event.

He began his address by
saying that keeping an open
line of communications is the
most important thing when
developing relationships be-
tween OEMs and suppliers.

These days relationships
between suppliers and OEMs
cross national boundaries.

“We’re no longer a regional
business,” Lutz said.

To that end, it wouldn’t
hurt Americans to learn more
foreign languages and to learn
how to be sensitive to the cul-
tures of other countries. The
art of communication is the
language of leadership, but
this won’t always be easy,
Lutz said, because nothing is
so simple that it can’t be mis-
understood.

Building trust can be very
difficult at times, Lutz said.
OEMs have to remember that
winning is a team sport and
suppliers are part of the team.

“So much of today’s innova-
tion comes from suppliers,”
Lutz said.

“When I was on the supplier
side of things, I didn’t hesitate
to point out when OEMs were
making mistakes.”

Things change over time,
Lutz said.

He found instances where
OEMs were over-spec-ing
things like car batteries, going
on the notion that batteries
were the way there were 10 or
15 years ago, but batteries
and electrical systems have
made huge improvements,
and requiring batteries to
meet the demands of yester-
day’s cars is just wasteful.

“We told CEOs this and
saved them a lot of money,”
Lutz said. “When suppliers
just give OEMs what they ask
for and don’t point out ways
to improve costs, it’s called
malicious obedience. When I
was head of Chrysler, I’d have
lunch regularly with the CEOs
of Chrysler’s suppliers. I’d ask
them who was the best com-
pany to work with. You’d ex-
pect the answer to be Honda
or Toyota, but they said GM.

“I asked why and was told
things are so messed up
there, the suppliers could sell
the same part to 17 different
departments with 17 different
supply numbers and 17 differ-
ent prices and they made a lot
of money out of that system.”

Smart auto manufacturing
CEOs aren’t afraid to listen to
others who might have new
ideas, Lutz said. Smart CEOs
are afraid of old ideas be-
cause they’re the ones that
get you stuck in the past.

But it’s very important for
OEMs and suppliers to strike
the right relationship be-
tween cozy and combative.
That’s where good, earnest
and honest communication
comes in.

If supplier and OEM get too
cozy, one can end up in a situ-
ation similar to one Lutz had
while at Chrysler. He’s played
golf with supplier CEOs and
they’d say around the 10th
hole how well things were go-
ing and that they knew they
were getting the contract.

That kind of friendly rela-
tionship can reduce competi-
tion between suppliers and it
takes pressure off them, and
pressure can be good when
put to constructive use. Sup-
pliers can lose their edge.

“We saw that thing in

Chrysler in the late 1990s,”
Lutz said. “We almost suc-
ceeded too well. Having too
cozy a relationship between
Chrysler and its suppliers al-
lowed price increases to
sneak in because everyone
took their eye off the ball. A
little tension and conflict are
important for organizations
to succeed. Constructive ten-
sion is good and goals have to
be shared. Blame and success
have to be shared.”

It’s also very important
OEM-supplier relations are
open and not dictatorial. Sup-
plier CEOs are smart and
know how to game the system
when OEMs demand price re-
ductions. They just submit
higher bids that they know
they can come down on –
price wise. And on the suppli-
er side quality has to be built
in. The days when quality was
a reason to buy from one par-
ticular supplier are gone.

Now every OEM expects
quality and lack of quality is a
reason not to buy from a par-
ticular supplier. Lutz said that
Internal Combustion Engine
(ICE) is not at the end of its
development, and improve-
ments in ICE vehicles will
bring OEMs a lot of the need-
ed technology for meeting the
2025 CAFE standard.
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May 6 was the first Sunday
of the month, so like swallows
returning to Capistrano, gear-
heads also returned to the
GM Tech Center in Warren.

That’s because the first
Sunday in May is also the date
of the annual Bearing Burners
Auto Club (BBAC) spring car
show.

And presumably since May
6 was also a sunny and clear
afternoon, weatherise, sever-
al thousand people turned
out to kick the tires on cars
and to buy used parts.

It was actually the 35th an-
nual Bearing Burners spring
car show, a traditional event
in the area that used to be
held at Freedom Hill in Ster-
ling Heights but of late is held
at the GM Tech Center.

“I’ll take credit for the
weather,” chuckled Fred Ly-
on, BBAC show chairman.

“We judged about 550 cars
this year, so it was a little
overwhelming.”

That was Lyons way of say-
ing that it was another suc-
cessful show for the Bearing
Burners, which historically is
an east side club with roots
dating back to 1950. Some 50
different classes of vehicles
were given awards by BBAC
at the function.

He praised the 35 or so vol-
unteers from the club who
ran the spring car show. Also,
he said the support from key
show sponsors was invalu-
able, including Wanda Auto
Refurbishing, Detroit Per-
formance Centers and CARS,
Inc., among others.

“We run the swap meet,
everybody pretty much
knows what to do by now,” he
added.

Meanwhile, the swap meet
and parts corral was at least
as big and busy as the car
show itself.

Available for purchase
there was everything from a
mint-condition 1967 Michigan
license plate (expires 1-31-68)
for just $25 to a 1955 Oldsmo-
bile speedometer for $20 to
1964 Chevy Impala side-by-
side car seats for $600 to a
2002 Dodge headlight assem-
bly / two for $20.

Something for everybody,
in other words.

Then there was retired
Chrysler illustrator Mike Di-
Fazio, who now sells small-
framed nostalgic auto images

at the summer car shows.
DiFazio’s paintings put pop-

ular cruiser cars like the 1957
Chevy Bel Air and 1955 Ford
Thunderbird into traditional
fun local environments such
as in front of the Hunter
House eatery in Birmingham,
Dodge Main in Hamtramck or
Village Chrysler Jeep dealer-
ship on Woodward Avenue in
Royal Oak.

“Nostalgia seems to sell
best,” said DiFazio, who in his
earlier career was a parts il-
lustrator at Chrysler when its
design staff worked from its
former headquarters in High-
land Park.

In his heyday he designed
dealer brochures and dealer
newspaper ads, back when
OEMs did that for their
stores.

“Nostalgia sells best over-
all, but you might say that
women appreciate the art
while the men seem to like
the nuts and bolts.”

DiFazio’s own favorite
painting he sells is of a Jeep
from World War II, and he has
several such paintings of vari-
ous military trucks and cars
for sale among his collection.

For that matter, his booth
was very busy, indicative,
perhaps, of the brisk pace of
the entire Bearing Burners
spring car show in Warren.
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$19.95
*Oil & Filter Change

*Most cars, includes drain & fill motor oil up to 5 quarts, replace oil filter, bottled & synthetic oil
extra.

34315 Mound Rd.
Between 14 & 15 Mile on W Side

586-939-3300In-store
off
er

en
ds

5-
19
-1
2.

Regular Price
$2795+ tax

Mon.-Fri. 8am-6pm
Sat. 8am-4:30pm

Professional Courteous Service
Since 1992.

Rice Family Owned & Operated

INDEPENDENCE
AUTO REPAIR

Full Service
� We Have Tires �

American Owned & Operated
We do all factory

scheduled maintenance!

FREE Shuttle Service within a 10 mile radius
FREE Courtesy Check on any vehicle
FREE Coffee to everyone

28775 Van Dyke • Warren
12 & Van Dyke

586-751-4440

Certifed
Technicians

15075 32 Mile Rd. • Romeo
Corner of 32 Mile & Powell Rd.

586-336-4440
2

Locati
ons:

Trans. Flush
w/ cleaner & additive.

Includes 17 qts. transmission fluid.
OR Coolant

Flushw/ cleaner & additive.
$9999 Inclu. 3 gal.

of Coolant
In-store offer good through 5-31-12

Front End
Alignment
$3999
4-Wheel
Alignment
$7999

Ceramic
Brake
Special

Includes pad
installation

In-store offer good
through 5-31-12

$9999
10%

OFF Parts

$1799
w/ Tire Rotation
$26.99

In-store offer good through 5-31-12

Full Service Oil,
Lube & Filter

Change
to All GM
Employees
w/ Badge

Camber & Caster
Adj. Additional

In-store offer good
through 5-31-12

OPEN:
Mon-Fri

7:30 am-6pm
Sat.

8am-3pm

GetAway to Sunset Bay
Bella Vista Inn & Hersel’s on the Bay

on beautiful Lake Huron in Caseville

WEEKEND GETAWAY

Call 989-856-2650
or visit bella-caseville.com

PACKAGE

Early Check-in Friday. Late Check-out Sunday.

• Jacuzzi Suites • Fireplace
Dining, DJ, Dancing & More.

MOTEL
ROOMS $70 per

night

$229
3 DAYS & 2 NIGHTS

GRAND OPENING SPECIALS!
6 FREE Foils w/haircut purchase

FREE Lip Buff w/eyebrow wax purchase
or $5.00 OFF any service.

58912 van dyke & 27 mile road • washington twp., mi 48094

586.697.5361

V
salonsalon

WOODWORKING
FINE FURNITURE

AUDIA

Beautiful wood trim for your home.
Modern or Traditional

• Doors
• Molding
• Trim
• Stairways
• Fireplace Mantels
• Brackets

G U A R A N T E E D W O R K M A N S H I P

V I S I T O U R S H O W R O O M

31253 Utica Rd. Fraser, MI 48026

586-296-6330
www.audiawoodworking.net

MALANA
Barber Shop

Village Plaza
5831 13 Mile Rd.

Warren

586-979-4285

10% DISCOUNT
to ALL Employees

w/ID Badge

Batteries for
Everything

586-838-4555
5755 12 Mile at Mound

The Camaro Z28 was the one car model visitors saw the most of at the Bearing Burners car show at
the GM Tech Center. The annual show is a “rite of spring” for area gearheads and classic cruisers.
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Retired GM Vice Chairman Bob Lutz was the keynote speaker at
the 2012 AIAG Supplier Summit in Troy last week.
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Visitors to the Bearing Burners car show check out the artwork
of Mike DiFazio, a retired Chrysler illustrator who now does nos-
talgic auto-themed prints that sell briskly for $15 apiece.
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35th Annual Bearing Burners Show
At GM Tech Center Is Well Received

GM’s Lutz Weighs In on OEM-Supplier
Relationships at AIAG Car Conference


