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Stevens Appointed GM’s Executive VP, CFO

General Motors has named
Chuck Stevens as executive vice
president and chief financial offi-
cer, effective Jan. 15.

He replaces Dan Ammann, who
became company president on
Jan. 15. Stevens was previously
CFO of GM North America.

In his new position, Stevens
will be responsible for leading
the automaker’s financial and ac-
counting operations on a global
basis, said GM spokesperson
Dave Roman. He will report to
Mary Barra, who became GM
CEO on Jan. 15.

“Chuck’s extensive experience
in leading finance operations and
driving profitable growth all
around the world makes him the
perfect choice to help our team
drive GM’s global performance to
new heights,” said Barra.

Stevens, 54, became CFO of
GM North America in January
2010. In this position, he led GM’s
financial operations for U.S.
Sales, Service and Marketing, GM
Canada, GM Mexico, North Amer-
ica Manufacturing, Customer
Care and Aftersales, and Global
Connected Consumer. He was
also interim CFO of GM South
America from December 2011 to
January 2013.

Stevens previously held lead-
ership positions in China, Singa-
pore, Indonesia and Thailand,
Roman said. He began his career
at Buick Motor Division in 1983.

“The plan is to build on the
good progress made by the fi-
nance team in driving the right
business decisions,” said
Stevens. “I look forward to work-
ing with the GM team to drive
even stronger business results.”

John Stapleton, currently CFO of
GM Global Manufacturing, will re-
place Stevens as CFO of North
America. He will report to Alan
Batey, who becomes executive vice
president and president of GM North
America effective Jan. 15. Stapleton,

Chuck Stevens

45, has more than 24 years of fi-
nancial experience at GM.

Steve Hill, 53, currently North
America vice president, Customer
Care and Aftersales, was named
vice president, U.S. Sales and Serv-
ice. He will lead U.S. Sales Opera-
tions, Chevrolet, Buick and GMC
Sales and Service, and Fleet and
Commercial Sales.

Tim Turvey, 51, currently exec-
utive director, Customer Care
and Aftersales Sales and Market-
ing, will succeed Hill as North
America vice president, Cus-
tomer Care and Aftersales, effec-
tive immediately.

“Both Steve and Tim have
proven track records of deliver-
ing strong business results and
keeping our customers at the
center of everything they do,”
said Alan Batey, GM executive
vice president and president,
North America.

“Their broad experience in a
variety of areas that touch our
customers will help us achieve
the highest levels of customer
satisfaction.”

Hill joined GM in 1983 and held
a series of sales assignments
with Cadillac prior to being
named director of Sales Promo-
tion at Cadillac in 1993. Following

assignments with Motors Hold-
ing, HUMMER and retail plan-
ning, he became executive direc-
tor of Retail and Customer Rela-
tionship Management Marketing
in 2006 and North America vice
president, Customer Care and Af-
tersales, in 2010. He earned a
bachelor’s degree at Michigan
State University and a master’s
degree at Wayne State University.
Turvey, currently executive di-
rector, Customer Care and After-
sales Sales and Marketing, began
his GM career in 1983 with Buick.
After a series of sales assign-
ments, he became director of
Aftersales for GM Japan in 2002.
Following assignments in
China, Canada, and the Latin
America, Africa and Middle East
region, he was named to his pres-
ent position in 2011. He holds a
bachelor’s degree from Southern
[llinois University-Carbondale.

Federal-Mogul
Buys Affinia Arm

(AP) - Auto parts supplier
Federal-Mogul is buying Affinia’s
chassis components business to
help broaden its product offer-
ings.

Financial terms were not dis-
closed. Affinia Group Inc.’s chas-
sis components business serves
U.S. aftermarket customers with
branded and private label chas-
sis product lines. The company
said the sale will help it to pay
down its debt.

“This combination will allow
us to better meet the needs of
current customers and increase
our ability to attract new cus-
tomers,” Kevin Freeland, Feder-
al-Mogul Corp. co-CEO and CEO
of its vehicle components seg-
ment, said.

The deal gives Federal-Mogul a
wider range of wheel-end and
steering products.

Ford’s Matchmaking Summit Results in
Contracts for Michigan Small Businesses

Ford and its Tier I suppliers re-
cently awarded $10.4 million in
contracts to Michigan-based
companies.

The contracts were granted as
a result of the March 2013 Pure
Michigan Business Connect Ford
Matchmaking Summit.

Ford hosted the summit with
the Michigan Economic Develop-
ment Corporation, in partnership
with the Detroit Regional Cham-
ber.

Ford, the first OEM to host the
summit, used the event to con-
nect more than 300 qualified
Michigan suppliers with 12 of the
automaker’s purchasing teams
and 30 of its Tier I suppliers.

“For a program like Pure Michi-
gan Business Connect to be suc-
cessful, we need leaders like Ford
and its commitment to grow our
economy organically from within,
and we thank them for their in-
vestments in Michigan,” said Gov.
Rick Snyder.

“Their commitment, along with
those of other PMBC members,
means significant growth oppor-
tunities for Michigan companies.”

Supply contracts for more than
$11 million were sourced because
of the summit, with $10.4 million
originating with Ford and its sup-
pliers.

Ford directly sourced $5.8 mil-
lion with Michigan-based small
businesses, and its Tier I suppli-
ers signed $4.6 million in con-
tracts with local companies.

“The matchmaking summit al-
lowed the Dura Automotive team
exposure to high-quality Michi-
gan small businesses that we oth-
erwise would not be aware of,”
said Richard Hopkins, vice presi-
dent of global purchasing, Dura
Automotive Systems, one of the
Ford suppliers that participated
in the event.

“We sourced more than $45
million with 200 local suppliers in
2013, including $9.2 million with
diverse suppliers. As a Michigan-
based company ourselves, Dura
is thrilled to be supporting
growth and job creation in our lo-
cal community.”

Ford has a long history, said
Ford spokesperson Kristina
Adamski, of “matchmaking” sup-
pliers through its Supplier Diver-
sity  Development  program,
which celebrated its 35th an-
niversary in 2013.

Through the program, Adamski
said, Ford aims to source at least
10 percent of U.S. purchases from
minority, women and veteran-
owned businesses.

Since the program’s inception,

she added, Ford has spent more
than $67 billion with diverse sup-
pliers.

Ford is committed to using
home-grown suppliers, Adamski
said. In 2012, the company pur-
chased $15 billion in goods and
services from Michigan-based
companies.

“We are proud to be the first
OEM to support Gov. Snyder’s ini-
tiative to increase additional op-
portunities with Michigan small
businesses,” said Hau Thai Tang,
Ford group vice president, Global
Purchasing.

“Ford recognizes the impor-
tance of our supplier network in
the success and growth of our
company, and we truly believe in
profitable growth for all.”

GM’s Patents Lead the Way When It
Comes to Car-Making Technologies

A patent for an industry-first
aluminum welding process used
onthe 2014 Corvette Stingray is
one example of how General Mo-
tors is driving more of its inven-
tions into making and equipping
cars and trucks on the road.

Another industry first — the
use of a lightweight shape memo-
ry alloy wire instead of a heavier
motorized actuator to open and
close the Corvette Stingray’s
hatch vent - is another reason
General Motors continued to
lead the auto and transportation
industries in patents granted for
the 10th consecutive quarter for
July to September, according to
The Patent Board.

According to The Patent
Board, GM received 1,672 U.S.
patents in 2013 applied to global
product engineering, powertrain
engineering, manufacturing, re-
search and development and On-

Star organizations. That’s 176
more than second place Toyota
and more than twice as many as
Ford, said GM spokesman Dan
Flores.

“Breakthrough technologies
like aluminum welding and shape
memory alloys show how GM is
leveraging its intellectual proper-
ty for real-world applications,”
said Jon Lauckner, GM chief tech-
nology officer, vice president of
Global R&D and president of GM
Ventures. “Commercializing
patented inventions as game-
changing vehicle features and
manufacturing processes reflects
GM’s commitment to innova-
tion.”

Aluminum welding is impor-
tant because it enables increased
use of aluminum to shave
pounds, which helps to improve
fuel economy and driving per-
formance.
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‘SHOPPING

FOR A NEW CAR OR TRUCK,

PLEASE

GIVE BRUCE A CALL
AND SEE HOW IT FEELS

TO BUY OR LEASE
FRON SOMEONE WITH

40+ YEARS
ALWAYS

THE LOWEST PRICE.
PROGRANMS AND REBATES.

14 CHEVROLET CRUZE 111

Automatic
- ﬁ —

-

i

Lease for 36 months 1 7 I mO

All payments are plus, title, sales tax, dealer doc fee and lisc. fees.
No first payment No security deposit.
Must have GMS discount plan, and must qualitfy for GM loyalty

suceuum  CELL # 1-586-405.5175

s blitvin@lunghamer.com

40 YEARS
OF QUALITY SERVICE

= 7 CHEW @ Drive Beautiful L IR e uop pansessional Gauoe

#42333 #21552

\5 SUMMIT DRIVE ¢ 248-292-2502 * 5825 HIGHLAND RD. (M59) ¢ WATERFORy

JAY CHAI

Located right off
I-75 on M-24,
2 minutes N. of the
Palace of Auburn Hills
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SERXx117

Fax: 248-391-0189
Cell: 248-821-8026

Email: jchaiser@wallyedgar.com

ks HJ-_‘,\-

www.wallyedgar.com - www.wallyedgar.com - www.wallyedgar.com - www.wallyedgar.com

PULL AHEAD PROGRAM JUST ANNOUNCED
esececces CALL DEALER FORDETAILS e e eccee

Be treated with the respect you deserve.
TOP DOLLAR FOR YOUR TRADE & the Best Deal PERIOD!!

Wally €dgar s

Chevrolet Employece HQ

1-248-724-1073

=
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Sales Hours:

Mon. - Thur. 8:00 am - 8:00 pm

Fri. 8:00 am - 6:00 pm

Sat. 9:30 am - 3:00 pm « Sun. Closed

CHEVY DEALER CODE 44085

$500 AUTO SHOW BONUS
$1,000 GM MANAGEMENT VOUCHER
2014 EQUINOX LS
/m

5204

36 MONTH - 10K LEASE
$0 DOWN

2014 MALIBU Ls

3186

; 36MONTH 10K LEASE

2014 CRUZE LT

$0 DOWN

>153°

36 MONTH - 10K LEASE
$0 DOWN
FIRST PAYMENT WAIVED

* Lease payment examples based on GM Employee Discount price plus fax, title, plate and first month payment (except Cruze) due at sign-
ing with all rebates including owner loyalty and $1000 employee voucher assigned to dealer. Lessee responsible for excess ware an fear
as well as exceeding contracted milage. Security deposit may be required by lender. Due to advertising deadlines, price subject o change.

1-866-906-0279

[

Wally €dgar

Chevrolct

Make us your Michigan P.E.P. Car Connection

www.wallyedgar.com - www.wallyedgar.com - www.wallyedgar.com -

www.wallyedgar.com
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