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stone-age way and if Lutz “stone-
aged” with the rest of them, he’d last.

“That sounds funny,” Lutz said.
“But actually, that was clear ad-
vice and instructions on how to
act from a boss. In the end, it
ended up being more positive
than negative.”

Lutz then talked about Red
Poling, a former president and
CEO at Ford.

“Red was the bean counter’s
bean counter,” Lutz said. “He was
hungry for information. He’d take
home a stack of papers and read
all the information until 3 in the
morning.”

The result, said Lutz, was that
Poling sometimes nod off during
long meetings.

He concluded by talking about
former GM CEO Rick Wagoner. He
said that the story written by The
Detroit News about Lutz’s book did-
n’t talk enough about how Lutz
praised Wagoner’s strengths.

Wagoner should get credit for
making a lot of important struc-
tural changes at GM and for set-
ting in motion the launching of
products such as the Volt and
other popular products credit-
ed with turning GM around, Lutz
said. These projects were initi-
ated during Wagoner’s time at
GM.

Lutz said that while Wagoner
came from the finance side of the
business, he had a better sense
of auto style than he gave himself
credit for.

“After Ford relaunched the
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Mustang, it was obvious it was
going to be a success,” Lutz said.
“So it was decided that we would
bring back the Camaro. We
talked with the Camaro club
presidents and came up with a
design that resembled the 1967
Camaro because that’s what peo-
ple said they wanted. Rick came
by and looked at the design and
said that it looked too much like
the old Camaro.”

Wagoner told Lutz that they
didn’t just want to sell the new Ca-
maro to 55-year-old men feeling
nostalgia for the 1960s. Wagoner
wanted a well-made rear-wheel-
drive sports car that would evoke
the heritage of the Camaro while
attracting younger buyers who
like the new, modern look.

“(Designer) Tom Peters and I
looked at each other and said, ‘Of
course,”” Lutz said, indicating
that Wagoner’s comments made
sense.

The end result of Wagoner’s
advice was the new Camaro,
which turned out to be a great
success for GM. Lutz gives full
credit to Wagoner for developing
the overriding idea of what the
car should be.

But ultimately, Lutz said, Wag-
oner was too in love with devel-
oping processes.

“Processes are great when
you're talking about manufacturing
and you want to reduce as many of
the variables as possible,” Lutz
said. “But applying that notion to
engineers and marketers who are
trying to develop new ways of do-
ing things, of being creative,
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that just doesn’t work.”

Far too much time was spent
by executives “box balancing”
their work, checking off the box-
es on their procedure forms. Lutz
said the Aztek was considered
the perfect car because everyone
could tick off the boxes on the
procedure list, but no one
stopped to ask if the actual prod-
uct was any good.

Lutz called Wagoner a good
peacetime CEO who had the bad
luck to be in charge of GM during
the worst economic downturn
since the Great Depression.

Lutz said that a good executive
shouldn’t need a piece of paper
filled out in the previous year list-
ing current goals. He quoted a
Japanese executive who said he
wouldn’t hire someone like that.

The Japanese executive, said
Lutz, wanted someone who intu-
itively knew how to respond to
quickly changing market forces
and wouldn’t be tied to a to-do list
made under different circum-
stances. He said the good execu-
tive looks forward, not backward.

Tremblay Named
GM VP of Global
Business Services

General Motors has created an
all-new Global Business Services
group that ‘s intended to stream-
line back-office processes to im-
prove service quality, reduce
complexity and achieve cost effi-
ciencies.

Diana Tremblay is named
Global Business Services vice
president and will report to Dan
Ammann, GM senior vice presi-
dent and chief financial officer.

Tremblay’s appointment is ef-
fective July 1.

Her team, initially comprising
certain groups of employees
from Finance, Human Resources,
Facilities, Real Estate and Indi-
rect Purchasing, will begin imple-
mentation immediately.

When fully operational, Global
Business Services will manage
dozens of common processes
across GM and include thou-
sands of employees across the
globe.

The group is expected to re-
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duce associated costs by at least
30 percent over the next four
years.

“Every dollar of efficiency un-
locked through Global Business
Services is a dollar we can put
back into our vehicles for our
customers or is a dollar we can
take to the bottom line,” Am-
mann said.

Tremblay, 53, most recently

was the automaker’s North
America Manufacturing vice
president.
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