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BUSINESS
PEOPLE

DENNIS KOSTER of Bloomfield
Hills was appointed sales manager of
the Dotco Sales Division of D.L.
0O'Toole Co. in Birmingham.

Koster had been with DeLorean

Motors Co.’s composite technology.

facility as a plastics technician.

KENNETH MERAE JR. of Farm-
ington Hills is now a technical repre-
sentative with Cemnent Enamel
Development, Inc.

He will beresponsible for product
promotion in Michigan.

MARK COSGROVE of Rochester
has joined W.B. Doner & Co., advertis-
ing, as an account executive.

Cosgrove most recently was with the
J. Walter Thompson agency.

MARK CALICE of Troy has been
appointed assistant manager for sales
of the Troy office of First of Michigan

Corp.
Calice has been with First of Mich-
igan since 1972.

R. SCOTT GREGORY of Bloomfield
Hills has joined the Detroit staff of Wil-
liam M. Mercer, Inc., employee ben-
cfit consuitants and actua;

Gregory had been wﬂ.h thc Mercer
office in Portland, Ore.. as a consult-
ant and actuary.

VALERIE TUTTLE of Southficld
has been named national sales man-
ager for WXYZ radio.

Ms. Tuttle had been division man-
ager for ABC radio spots sales.

Miller Hmmc:

DAVID MILLER of Rochester has
been named manager of general mar-
ketsfor Sperry Vickers' North Ameri-
can Group in Troy.

Miller joined Spem Vickers in 1969
as a sales engmeer in the Cleveland
office.

LLOYD HAYNES of Biloomiield
Hills. Michigan Bell's vice-president-
revenues and public relations. will
retire in

Haynes and his wife, Marjorie, are
moving to Long Lake in the Traverse
City area.

Nilsson

Ms. ’I‘hnmpsan

WILLIAM NILSSON of Southfield
joined D°Arcy- & Masius

No day is typical for Thomas Murphy

**Good economic growth.”

Time and again, General Motors
Board Chairman Thomas A. Murphy
used those words to answer questions
on foreign trade. inflation and auto

prices.

Murphy, 6. head of the nation's
largest manufacturing firm, met this
week with editors and reporters from
Observer & Eccentric Newspapers.

At annual compensation of $975,000,
the Bloomfield Hills resident ranks as
the 10th highest paid executive in the
country.

At the end of the hour session, Mur-
phy said he found newspersons’ ques-
tions a good warmup for the May 19
amnual meeting of GM's stockholders.
Here are our quesuons and his
answers:

Q. (Sandra Armbruster, Westland
Observer editor) I know you have a
background in finance. But what does
afulltime chairman of the board do all
day?

Murphy: “Good question. There's no
lymcal day. 1 guess. There's a lot you
wouldn't expect a business person
would become involved in. My son
looked at my schedule and said. 'It's
amazing to me you'd be involved in
sune of the things vou are that don't
relate directly to General Motors.

“This in spite of the fact that I was
on the coast and go to the plant
and had a meeting with some dealers.
Twas out there at Stanford University
to participate in an advisory council
meeting, a dinner, and raise some
money for the United Negro Coliege
Fund. and a luncheon.

“Certainly. the prayer breakfast
over here this morning (sponsored by
the Livonia Chamber of Commerce at
Schoolcraft College) is another
example.

“And this week—I just borrowed
what I call my “idiot sheet* from my
driver. Yesterday I got to the oifice
about 8 o'clock. 1 left there to fly to
Washington to participate in a labor-
management. meeting, starting with
lunch and finishing about 4:30: then
flew to New York for dinner: and back
to Willow Run last night at midnight:
got to bed about 1:30. Got up this
morming and came to lhe prayer
breakfast. Today I'm going to get
mysell started on trying to prepare for
our annual meeting

~And I see at 6:05 tonight I'm going
to participate in a talk show with a
radio station in Boston. Tomorrow I'll
be going to Washington again for the
keymote address of the Public Rela-
tions Socicety conference at the May-
Oower. Then Tl be at the White House
1o get an_award from the Invest in
i il. [l meet
with a mup]e of congressmen in the
afterncon and then fly back.

“Thursday I have a couple of dates
in the (GM) building in the moming.
Then leave the buildng and go to
Lewisburg to attend a business council
meeting Friday morning. 1 go to Chi-
cago to be at the University of Iilinois
president’s reception Friday evening.
Then be at the quarterly meeting of
the Universily of Illineis Foundation
Saturday morning. Then brunch—the
mayor of Chicago and the governor of
linois will be present. Then I'll be
buck in, probably, in the evening.™

The board meets

Q. (Tim Richard, editorial direc-
tor) How often does the board meet?

Murphy: “Once a month. Between

the committees and the board, yes, all
day. We start at 8 o'clock in the morn-
ing with two of our committees—the
Public Policy Committee and the
Bonuses and Salaries Committee.
They meet at breakfast and go until
about 10 o’clock.

“The Audit Committee’s meeling
starts around 10 and they go until
lunch time. The Nominating Com-
mittee generally meets during unch

ause some of the people are
involved in some of the other meet-
ings, and they go until 2 o'clock.

“The board meets at 2 and generally
goes to 5 or 5:30, and sometimes a
Little bit later. We try to involve all the
directors in the committee meetings.
‘That enables us to cover a lot more

id

ground.

“We meel the first Monday of every
month, generally in New York. We
come out to Michigan once a year.
Then we ask the baord to give us an
extra day to enable us to take them
through our product planning and see
some of the facilities.

“Occasionally it's been our practice
to try to have a meeting overseas and
see some of our facilities, but we
haven't had one of those for about five
years now."

A 6 per cent profit?

Q. (Ron Garbinski, West Bloomfield
Eccentric editor) Do you believe—in
view of union demands, high capital
expenditures, governmental regu-
lations and the down-sizing program—
that GM can realistically realize prof-
its greater thun six per cent?

Murphy: “I don't know.

~The problem is we have to offer
competitive values, and we have to
price our products in the knowledge
we compete with other things, even
besides automobiles offered by our
compelitors.

We have lo compete with vacations
and swimming pools and all the rest.
So our prices are determined. in the
final analysis, by the market.

“Our costs are determined by the
values we have to pay for all the
things that go into making that prod-
uct—the wages and the materials. 1
guess our report card is the margin
we're able to gel between that com-
pelitively détermined price and all the
costs, and the efficiency of our man-
agement of all those resources is going
to determine whether we're going to

_have a profit margin at all.

~We're in a risk-taking business, and
we put literally billions of dollars on

the line every day, every year. in®

order to generate the type of volume
we need to make any profit at all.
Because we do have a helluva big
fixed cost before we make the first
ar.

“So we're gonna have to generate
volume, and we're gonna have to be
efficient in order to have any margin
at all. And what that margin is going
to be is going to be determined by our
ability to manage those resources and
those people.”

‘What is the government's
obligations, to make an indi-
vidual do something he
doesn’t want to do? Or fo
force him to pay for some-
thing he doesn't feel e
needs?’

— Thomas Murphy

business=]|

Safety vs. profit
Q. (Steve Barmaby, Farmington
Observer editor) I would like to talk
about safety for a moment. The air
bag has been a matter of debate for
the last couple of years. What weight
does safety hold as a factor in this
debate versus profit? What would be
the cost of installing one in each new
vehicle for GM, and how would GM
pass along this cost to the consumer?
What would be the markup for GM to
make a satisfactory profit?

Murpny: *'Let me put the air bag—

or air cushion restraint—in per-
spective.
“We have always tried to build a
safe vehicle. We have succeeded in a
broad sense. The question here is how
far do we as a society go in protecting
the individual against himself? How
far should we go in protecting you
against yoursell? You're smoking a
cigarette (Laughter). You know and [
know that's not very good for you. but
you're exercising your freedom.

“'A lot of people in this country exer-
cise their freedom to drink. and then
drive a car afterwards. The statistics
say that if all those people could be
taken off the highways, we could cut
our fatality rate in half—just, bam'—
like that. No question.

“We also know that if people would
use the restraint system that is in the
cars today, the lap and shoulder belt
combination, they would have a better
system, more reliable, one that would
give you greater protection, in all
types of accidents, than anything else
we've been able to conceive, including
the air cushion restraint system.

I can tell you this, based on our
testing, because we've had very little
with the air cushion restraint systes

1f you can tell me the kind of accident
you intend to have, then I can tell you
the kind of restraint system you should
have in your car.

“If you're going to go straight into
that wall at, say, 20 miles an hour,
then I'd say you oughta have an air
bag in your car, It will give you a

Murphy says he uses his lap and
shoulder hbelt 93 per cent of the
time.” )

. tearup the

grc'm-r degree of protection than the
lap and shoulder belt. It doesnt put
the strain on your neck and the upper
belt of your body.

“Now if you go off the road and you
roll over, then I'd say you better have
your lap and shoulder belt in place it
will keep you from getting'thrown out
of the vehicle and keep people from
getting  knocked around inside the
vehicle, and the air cushion won't do

it.

“We think the air cushion—if you're
going to have equivalent protcction of
the lap and shoulder belt, you really
should have lap belt in place.

“At best, the air cushion is a sub-
stitute for the lap and shoulder belt.
and it’s a heckuva lot'more costly.

“As far as price is concerned. we
were offering the air cushion for three
model years—'74, ‘75 and ‘76 in ur
full-sized cars. It cost us about $80 mil-
lion 10 do this. We had tooled ourselves
to make 100,000 a year. and we sold
about 10.000 in three years. In spite of
what you've read, we've been trying to
sell those things to evervbody we
could. In the final analysis. most of
them went into our own car fleets.
There was not great interest in the
thing,

“We were charging about $300, and

we were putting about §200 of our own |

money into every car because we were
not recovering our costs.

“When you put ‘em in every car.
you'll be able to get the cost down, but
the price we put oa them was designed
to recover only our costs—no markup
Icr ourselves.

re was no great interest. 1
would say we were underwhelmed
(Laughter). We could make a heckuva
better deal—we have a system that's
in the car today. It's paid for. If peopte
would use those lap and shoulder belt
combinations, lh(\"d have uli the pro-
tection they’re’ going to get from the
p:issl\e system, and it wouldnt cust”
e, near as much.

“And to replace it after you've had
an accident will be about $600. I want
to impress on you, when you have an
accident that makes that bag blow up,
it's a pretty severe jolt It's going to
rior of that exr.

1 t 10 the government eople.
why don’t we try to edueate poople to
use the beit? In the finul analy:
when [ look at all the money
been spent in trying to encuurage
peaple not to smoke—will we ever
change people? Even when | was a
youngster, when there wasn't the med-
ical evidence we have today, it was
clear that smoking didn't do much for
you. Now we have pretty good evi-
dence it’s really harmful to you. But
still a Tot of us still smoke. That's your
privilege. and 1 don't think anything
should be done about it.

“What is the government's obliga-
tion to make an individual do some-
thing he doesn’t want to do? Or to
force him to pay for something he
doesn’t feel he needs”

*1 use mine (lap and Shoulder belt)
probably 49 per cent of the time.™

MURPHY
More growth

Decelerating prices?

Nick slmmn Birmingham-
Bloomiicld Eccentric editor) My ques-
tion revolves around the $100 per car
average price hike by GM which took
effect Tast Mond: 1 the lime the
il M said a \eri

we had in

Imml we've

lm-:m\‘c our prices  incre:
never parallefed really

our  cost
increases. We have Telt thiat by having

one big price ine at annual model
change time, the visibitity of that has
probably generated some psychology
as well as the physical fact of the price
index’s responding
“What we want to do is get away
from that if we can. The problem here,
of course, is that we have to respond to
the market. Are we relating well to the
customer? Are we offering the cus-
tomer something he wanis to buy?
~We have to remember this: On any
given day. there’s not probably a
single person who las to buy an
automobile that day. 1t's o deferrable
purchase
“The wpieal new car buyer has a
aar that's prolably three or tour years
old. He trades 1. long before it gives
up i s going out ol serviee is con-
cerned. We've got 1o convince that
individual that the car we're offering
» loday has more atractions and value
for him than the one he's driving.
which cood  transportation. A
there's e i

it 4
iyt

tietendy
ol w i goes on the punk heap
he guy who dorves the junker, the
one just zbout o give up. When it
gives out. he has to come back to find
another used car. Now. he's faced with
a pure auction market. Supply and
demand govern the price. iis demand
is there. The supply has been slowed
down because that new car buyer
in' g wuy bevond him

it an ample sup-

pIv ot the Yind of car e generally
e has gone up.

it hasn't gone up

SH00 or S200. But to

Ullm.’urlrlplinunf

3 he

the price s sen 2
can’t get fipancing for that t pe
transaction. He has to put his money
on the line, and sometimes it t
him eompletely out of the .mmmohl]c
market

‘Tight’ room adds little to Holmes’ heatlng bill

By BARBARA UNDERWOOD

Thelong, cold winterof 1978is still
recent enough that Mr. and Mrs.
Frankiyn Holmes of Birmingham are
doubly happy about the room they
added to their home last fall.

Unlike most people, they are par-
ticularly happy about their heating
bill.

The first bill the Holmes® received
alter their 13-by-20-foot room was in
use was only $4 more than previous
heating bills. And that was in January.

‘The reason for the small difference
in heating costs is the insulation that
was used, the room's builder, Bob
Snem of Southfield, asserts.

Advertising in Bioomfield Hills as cor-
porate systems manager for data
procelsing.

Nilsson hud been ‘with Owens Com-
ing/Fiberglass Corp. in Toledo.

TRACY C. THOMPSON of Farm-
ington has been appointed senior
atlorney in the National Bank of
Detroit’s law department.

In her three years with NBD, Ms
‘Thompson has worked as an assistant
legal officer and a junior attorney.

JEROME FOSTER of Troy has been
promoted to vice- presndenl of M:ch-
igan National Ban!

Foster came to MNB-DC!YDI! a[ler 13

years with Manufacturers National *

Bank in its commercial loan
department.

MURIEL ZAGER of Southfield has
joined Salesworld, Inc. as a recruiter
for sales and marketing personnel.

Mrs. Zager most recently was terri-
u tory manager for the Rnytype Division

E o{ Litton lndustnes in the Detroit

.

use of fiberglas, styro-
foam and insutated glass made the
roon almost airtight.

“IF ALL builders would think it was
winter when they are building, we
would get more tight rooms like this,”
Stern says.They don't always think of
insulation in the summer,

“Tight is the password in this busi-
ness,” he adds.

The Holmes' room was started in
mid-November and they had the first
fire in the fireplace two months later.

During the first weeks after the
room was completed, there were no
drapes at the large window walls, but
the heating bills didn't change when
drapes were added. ~

Building ““tight"” means higher mate-
rial and labor costs, but lower heating
bills soon make up the difference,
Stern says. He estimated that the addi-
tiona! costs in the Holmes’ room were
$150.

‘THF ROOM is panclled in chestnut
over dry wall, another heat-saving fea-
ture

"ﬁsually panelling is applied over
the studs,” Stern said “The dry wall
is another fprm of insulation."

‘This

The 100-square feet of glass in the
large sliding doors on the south side of
the room has a thermal barrier
between two layers of glass, The door
to the outside, on the north side, is
steel with a magnetic closing and sty-
rofoam insulation.

The windows are made to open, but
the home also has central air condi-
tioning." Mrs. Holmes keeps the ther-

airtight room costs the Holmes little to heat. (Staff photo by Steve Cantrell)

mometer at 67 degrees and has “‘never
changed it up or down, even before the
energy crunch.”

‘The Holmes decided to add to their
present house after considering and
then dismissing the idea of finding
amother home.

“This is my house and I didn’t want
to leave it,"” Mrs. Holmes says. “We

looked at others but didn't find any-
thing else we wanted.”

The Holmes’ only son is grown and
o longer living at home. One bedroom
in the one-story home has been con-
verted to a den where the television
set is kept.

“I won't have the television out
here,” Mrs. Holmes says of her new

room. “We use the den during the
weel

With the new room, they have
gained a fireplace and a place to
entertain, she said.

Room additionsare becoming more
and more prevalent Stern says.

“People just are not movmg they
are adding rooms,” he says.



