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GM scope and Purchasing evolution and organizational
structure

Setting priorities and measure, evaluate, and control suppliers

Long Term relationship with suppliers to improve quality and get
access to product development and innovation

Drive competitive pricing and low total cost through increased
openess and cooperation
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Global automotive industry sales
leader for 77 years

Founded in 1908

GM revenue in 2007 $180 billion
GM employs about 266,000 people
GM products sold in 200 countries
Vehicle assembly in 35 countries
9,4 million vehicles sold in 2007

) CHEVROLET
13 vehicle brands -

10,000 dealers
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GME sales: 2.2 million units in 2007
95.2 percent growth in Russia
» Outpaced industry growth of 33.5 percent
» Opel sales up 232 percent
» Chevrolet up 33.6 percent
Opel/Vauxhall growth of 4.3 percent
Cadillac sales up 31 percent

Saab remains Europe’'s leading E85 brand
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Level of strategic involvement

Evolution of Purchasing at GM
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According to Van Weele

From Postman to Entrepreneurial Thinking!



Glooal Purchasing and Supoly Chain — =volution 90's o
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90’s Today
Main tool “QSTP” (Quality, Best Landed Cost
Service, Technology, Price) XXX
Abandoned cost estimation — XXX
competition only
XXX

Creativity Teams established

Emergence of Supplier

Development & Supplier Quality

Globally bundled sourcing
packages
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Was

Is Now
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Structure 3 (then 4) Execs — Commodity 7 Execs — Engineering Centered

centered (Material focus)* (Product focus)
Reporting Geography-based (Regional) SMT-based (Global)
Ralat
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Decision-making

Regionally-developed proposal to
Global C.T./ Table

Globally developed proposal /
Global Decision

Skill-set / Staff

Optimized within Regions

Optimized Globally

Meetings

Regional and Global Meetings

Only Global Meetings

Contracting

Regional Buyers issue contracts

Contracts issued centrally

Supporting Structure

Regional Engineering / Design

Global Engineering / Design

Communication

Non- Structured

Structured: 7 Times a year with top
300 Suppliers, GPSC Buyers,
Managers and Executives
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« GM scope and Purchasing evolution and organizational
structure

e Setting priorities and measure, evaluate, and control
suppliers

 Long Term relationship with suppliers to improve quality and get
access to product development and innovation

« Drive competitive pricing and low total cost through increased
openess and cooperation



2003 GP3C Priorities — Clear Rules for cooperation



Data driven: Performance is measured

* Real time
» Available 24/7
» Detailed for Supplier, country, plant, and all employees)




Driving Clear Direction and Focus
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2008

Regional
Scorecard
Commodity / Exec. 2008
Director Scorecard
. Commodity / Director
Top Down Scorecard
» Global .
Creativity Team /
e Cross- Manager Scorecard
Functional |
. Supplier
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Alignment Internal / External



Superior

Culture

« “Can Do” Attitude

* Obsessed with
Continuous
Improvement

» Saying “No” the Right
Way

» Strive for Stretch
Targets

Organizational
+ g
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Superior

Capability

* Bring Best-in-Class
Designs

» Breakthrough
Technology

» Speed - Go Fast
* Global Presence

Overall Supplier
|

Superior

Competitive
Advantage

* Product Focus
* Quality Performance

e Flawless Launches and
Program Execution

» Sustainable Cost
Advantage

» Best-in-Class Value
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Yellow

Yellow
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Agerdza

« GM scope and Purchasing evolution and organizational
structure

o Setting priorities and measure, evaluate, and control suppliers

« Long Term relationship with suppliers to improve quality
and get access to product development and innovation

* Drive competitive pricing and low total cost through increased
openess and cooperation



TIME LINE

LIFE OF PART

Potential Supplier Assessment




Shows all performance data for selected suppliers



Technical reviews: analyze with Engineering if the
guotes are technically acceptable!

After initial goute round, all concepts are evaluated
Cross-functional team to assess supplier (Purchasing,
Engineering, Quality, Supplier Risk Management)
Supplier presents technical concept

All participants discuss issues & proposals

Team approves or rejects technical concept

Sourcing continues with approved suppliers only
Most competitive of approved systems wins business
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« GM scope and Purchasing evolution and organizational
structure

o Setting priorities and measure, evaluate, and control suppliers

 Long Term relationship with suppliers to improve quality and get
access to product development and innovation

 Drive competitive pricing and low total cost through
Increased openess and cooperation



Competitive oricing and low total cost

Driving Supplier Alignment

Transparency:
- Target Process
- Sourcing Process
- 1804 Cost Breakdowns
- Supplier Suggestion Programs
- Concept Sheet approach  Suppliers can propose alternatives

Communication
- Extranet: GMSupplyPower
- Regular supplier business Meetings
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Global GM suppliers

Meeting GM requirements for

New suppliers

Tools to develop suppliers:

* “Build to Print”

» LOocal supply

« Small business share

» Understand GM requirements

Experienced, local
suppliers

Build global capability
Understand complex global
requirements

global supply

Complexity of Requirements



Thank you for Listening



