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CORPORATE PARTICIPANTS 
 

Tim Stone 
Chief Financial Officer, Ford Motor Co. 

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. 

 ......................................................................................................................................................................................................................................................  
 

MANAGEMENT DISCUSSION SECTION 
 

Unverified Participant 

 
All right. Good morning, everyone. And thank you for coming out to the Goldman Sachs Industrials and Materials 

Conference. I'm very excited to kick off the company presentations this morning with a dual CFO fireside chat. I 

believe this is somewhat unique as we have Ford's current CFO, Bob Shanks, over there on the left who has 

been with the company for over four years. And we were also joined by his successor, Tim Stone, who will take 

the reins in a few weeks on June 1. 

 

So, gentlemen, thank you very much for coming out here today. 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. 

Thanks for having us. 
 ......................................................................................................................................................................................................................................................  

Unverified Participant 

 
I think everyone knows that the format is going to be fireside chat. So, we're just going to go through a whole 

bunch of questions, and hopefully be able to elicit some incremental information out of these two gentlemen. 
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QUESTION AND ANSWER SECTION 
 

 

 
Q 

But I think the first place I want to start is just on the transition process itself. Bob, you've been with the company 

for longer than I've actually been on this planet. You know the numbers cold. You've experienced that for long 

duration cycles in the auto business. So, you know what's worked in the past, and more importantly you know 

what hasn't worked, or at least didn't resonate with the market. In my knowledge or in my opinion, it's a big loss of 

institutional knowledge. 

 

On the flipside, Tim you worked in a faster paced, ever changing backdrop with your two decades at Amazon, and 

then your time at Snap. So, you bring a fresh perspective. How do you two see the transition process in the loss 

of Bob's institutional knowledge [ph] with (00:01:23) the new perspective from Tim shaping the future of Ford? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Want me to go first? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Yeah. Go for it. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
So, I'm not concerned about it, and not because [indiscernible] (00:01:34) but – so Ford is -- we've got over 

200,000 or about 200,000 people. The senior team is extremely strong. The finance team is extremely strong and 

deep in both cases. It's common in Ford particularly at senior levels for people to be there 30-something years. 

So, there's a lot of institutional knowledge all around all of this. And still will be after the transition occurs. So, I'm 

not terribly concerned about that. 

 

I'm also not too worried as well because I -- things move so fast. So, it's interesting, people contact me that have 

retired and no one provides them insights and everything. It's just not relevant. Five minutes after I'm gone, I'm 

not relevant because the business just moves so fast and there's so many pieces of it that are in play that I think 

the relevance isn't there so much. Clearly, there is some history there but, again, it's so resonant in Ford, so I'm 

not terribly concerned about that. 

 

To me, what I'm most excited about is actually what Tim brings, which is a diverse voice, new perspectives, a 

different experience coming from other parts of the economy, other businesses that are more in the forefront in 

terms of where technology is leading us; used to working very close to customers and having that incredible 

desire to understand as intimately as possible, what customers are all about. He also has a very strong 

perspective around improvement of productivity, coming from a company like Amazon. All those things are going 

to be fabulous for Ford. 

 

So, I think it's a big win-win for Ford and I'm not concerned at all about the fact that one of 200,000 people is 

walking out the door. There's a time for everything, this is my time. It's his and he's going to do a wonderful job. 
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Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Thanks, Bob. Only I'd add is it's a unique opportunity coming into a company where you have the person who's 

going to be retiring in the role for a few months before I take over. And, additionally, Bob's going to be around for 

the end of the year – through the end of the year. But I know also from being a member of a company for a 

decade, you're always a member of the family and Bob and I were to become best friends and I [ph] hold 

(00:03:56) the phone a friend, so to speak. But, as Bob said, it's a very deep team and a highly capable team. The 

finance team [indiscernible] (00:04:03) over 25 years of tenure at Ford. And so, the opportunity to partner with the 

entire leadership team and my team, and, of course, we'll have Bob as a very helpful ally through this transition. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Got it. Maybe staying on this thread because there was a major change in Ford about two years ago, Jim Hackett 

at the helm, and now you're coming on board, Tim. I think there's more of a newer culture in the C-suite, if you 

will, very much non-auto and more weighted toward a Silicon Valley approach. So, how do you see the overall 

culture of Ford reacting to this? Is there a potential culture clash? Again, I know it's been in the works for a couple 

of years now but does this, with your appointment, is there a potential for an acceleration here with some of the 

transformative plans that Jim has been talking about for a couple of years now and [ph] potentially (00:04:51) with 

some other restructuring efforts that are now underway? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Sure. I think, from a culture standpoint, I've been very pleased with how welcoming everyone has been, of course, 

patient as well, as I ask a bunch of questions and learn. I found the culture very smooth from a transition 

standpoint and very welcoming of me. I think everyone – at the end of the day, we're all focused on building great 

customer experiences, building the company. [ph] We're (00:05:13) all owners trying to do the right thing to build 

the company [ph] and (00:05:16) long-term oriented. 

 

So we sit around the table, just as Bob has with everyone and ask ourselves what's the right thing to do as things 

are evolving from a technology standpoint and from a redesign standpoint as we look at opportunities to drive 

growth and productivity in the business and invent on behalf of customers over the long-term versus a bunch of 

change in a way as we all know from a technology standpoint. 

 

So, I found the cultural transition to be quite smooth and the company very welcoming of another voice, and it's 

just one more voice at the table to make the right decisions for the company from a strategic standpoint over the 

long-term. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. But, again, coming in from the outside, not sure how much [indiscernible] (00:05:59) took a look at it. Ford 

typically takes a little bit longer, has historically taken a little bit longer to make some decisions and then see 

action, and then we've seen that play out over the last couple of years and now we're starting to see a little bit 

more definitive process and quicker. What do you bring to the table from that outside perspective that you think 

will maybe enhance or accelerate this, not the auto 2.0 AV/EV part of it but the redesign of actually how we're 

selling a car? 
 ......................................................................................................................................................................................................................................................  
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Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
I mean like everyone at Ford, I'm going to be focused on building the customer experience and redesign the 

business to make sure the right business in place in every region we operate, every product we develop for 

customers. And I'm a big ball of energy. I'm going to be a new addition of energy to that process just as Bob has 

been. But I'll be partnering with the teams to drive that forward. 

 

At the end of the day, we've got a lot of execution ahead of us, a lot of opportunity ahead of us and I will make 

sure we're driving toward those opportunities in a deliberate way to make sure we've got measurements in place 

[indiscernible] (00:07:01) have the resources available to us to execute on that vision. And I think that's something 

we're all aligned on. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. Maybe just staying on this with you, Tim, because you were the VP of physical stores and led the 

integration of Whole Foods in Amazon. What did you learn in that process of integrating a very offline, old-world 

business like grocery stores into Amazon? And are there any parallels that you see in the longer term 

transformation in Ford? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
That's interesting. Actually, there are some parallels. And one of the things I learned in that process is you might 

think a traditional retail company that's been around a lot longer than Amazon would be very different. But at the 

end of the day there are far more similarities. We even had a [ph] culture (00:07:37) offsite, for example, as part of 

the integration process. And what we learned is going through the Amazon culture in the Whole Foods culture, all 

the different leadership principles in Amazon has, the Whole Foods similar list, is how much similarity there was. 

Because, at the end of the day, these are [indiscernible] (00:07:52) companies. Similarly, Ford is a family – it 

came from [indiscernible] (00:07:56) family company. They're focused on building great customer experiences. 

And focused on the long term and what Amazon and Whole Foods represented is the bringing together of 

strengths of two different businesses that are focused on those durable attributes. Customers want great prices 

with great value. They want great selection, and they want [indiscernible] (00:08:18) feel convenient and you're 

able to bring together the strengths of two different businesses together which had very similar cultural objectives 

and visions and achieve even more together. 

 

And I see some opportunities within Ford similarly where I'm coming in from a different background but it's all very 

similar to my – maybe to everyone's surprise, very similar culture, [ph] all trying to (00:08:38) build a great 

business, build great customer experiences, great products, great services and that pace of change is evolving 

more quickly. So, just as with Amazon joining Whole Foods, with Whole Foods, you could introduce [indiscernible] 

(00:08:49) and delivery and you leverage all data and technology benefits of Amazon. With Ford, with the 

technology evolution underway, we have an opportunity all the strengths of 115 years of experience of that 

fabulous operator and a product – a customer-driven company that's earned the trust day in and day out of our 

customers and couple that with the technology opportunities ahead of us as we look forward to the next 115 

years. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 
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Yeah. And I think you're touching on it but given that Whole Foods had a very dedicated customer base, how do 

you – or how did you navigate maintaining that base through a period of significant change? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Yeah. I think it goes back to what I mentioned a minute ago, just focus on those durable attributes of customer 

experience that won't change over time [indiscernible] (00:09:33) have an opportunity to enhance them 

[indiscernible] (00:09:33) we can enhance the customer experience with utilizing technologies, new services, and 

different product benefits. You look at Whole Foods, their customers want outstanding value, high quality, and low 

prices and convenience. So, with more stores bringing together [indiscernible] (00:09:50) the company focused 

even more energy on enhancing those attributes. 

 

For us, we focus on the things that aren't going to change over time. Customers are going to want fabulous, 

fantastic products. They are going to want great services in their cars and they are going to want us to focus on 

the customer experience day in and day out to earn their trust. And we have the opportunity to invent on behalf of 

customers as well and bring things to the table that, from a customer experience standpoint, the customers didn't 

even know they needed. I didn't know I need a keyless entry on my Ford vehicles, for example. Now, I couldn't 

live without it. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Got it. Maybe switching gears a little bit. Bob, let's talk about restructuring. So far, the company's made a few 

smaller announcements in Europe with the Russia JV and then in South America as well. Both are expected to 

carry pretty solid two-year paybacks on the up-front cash costs. However, there's a larger move coming in 

Europe. Some of the details have been discussed, but it's not really been crystalized just yet. Kind of a three-part 

question but, first, when do you think you will be able to communicate or the company will be able to 

communicate a more formal announcement like the soft communication was for the middle of the year? Second, 

what makes Europe more difficult either from a Ford perspective or the industry setup for you to take action and 

achieve your longer-term 6% EBIT target? And then, lastly, what type of payback period should we be anticipating 

from the upcoming actions? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Yeah. So, first of all, I don't want to call it a restructuring. We call it redesign because I've done restructuring. 

That's not what this is. This is restructuring that comes from the redesign, but this is actually rethinking, 

reimagining, and coming out the end of the chute as a different business. It's not a restructuring; that's shedding 

people, folding plants, but you saw the same business model. This is – and you're focused in the same areas. 

This is different. And, particularly, I think Europe is a great example where, today, let's say, we sell a million and a 

half-ish vehicles. The majority of them are passenger cars. And, as we go forward, what we've said is we're going 

to be a business that is largely focused on commercial vehicles including pickups and an expanded commercial 

vehicle portfolio. 

 

We'll have a smaller portfolio of passenger vehicles including electrification and then we'll have a yet smaller third 

pillar which will be very high margin, aspirational, imported products coming from anywhere inside Ford Motor 

Company. 
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And the reason we're doing that is because we believe – going back to cultures, one of our truths is play to win. 

And, for us to play to win, we have a winning hand in Europe and it's called commercial vehicles. We are the 

number one brand both in terms of vans. We're the number one medium pickup with the Ranger. And, even in the 

first quarter, I mentioned this on the call where we made $57 million EBIT in Europe and a quarter behind that you 

had several hundred million dollars of EBIT coming from that portfolio that I just described. It's the rest of the 

portfolio which actually brings us back to where we ended up in the quarter. 

 

So, there's a very strong play to win opportunity for us in Europe and it's around how we're going to allocate 

capital in the future to those particular parts of portfolio. So it's a different business. Of course, coming out of that 

are going to be consequences. That's a restructuring, people, footprint. We'll have to look at the dealer network, 

the suppliers and so forth. There will be restructuring associated with that but it's really because of the redesign. 

 

So, based on that, we believe that we've got an opportunity to make the 6% return. And, again, not at peak. I 

mean sometimes when you when people ask those questions about margins, it's I've made it next quarter; check, 

I'm done. No, this is supposed to be [indiscernible] (00:13:50) a long cycle. So – and we know that at a 6% return 

given the business model we have in Europe which includes joint venture. So, for example the transit's actually 

built with a joint venture partner in Turkey, sort of a different contract in North America. So, at a 6% margin, we 

get an extremely healthy return on invested capital. So, it's a really good business for us. 

 

In terms of how it's going to unfold, what we said is that over the course of just this year alone the $11 million of 

EBIT charges that we signaled about a year ago, we'll see about $3 billion to $3.5 billion come forth through 

announcements and actions and so forth. About $2.5 billion of cash associated with that. And we only saw about 

$500 million of EBIT charges in the first quarter. So, you can see much of it lies ahead. And a lot of it will be 

Europe, and the way this is going to unfold is not necessarily a big announcement. But just as we've been doing, 

every time that we have gone through the process with our social partners in terms of what we're going to do and 

gotten their input and agreed on what we're going to do going forward, then we'll be making announcements. So, 

it will be sort of a rolling thunder as opposed to a big bang. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

But, correct me if I'm wrong here, we should -- you kicked off that process in January, February of this year, I 

believe the communication has been around mid-year maybe to June that [indiscernible] (00:15:15) of timeframe. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
That will be much more in the balance of the year. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
But I wouldn't expect it to just be a single announcement. 
 ......................................................................................................................................................................................................................................................  
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Q 

And just to follow up on that 6%, do you think that's through the cycle average? And there's a peak that's higher 

than that? But now, you're reading [indiscernible] (00:15:28)... 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
[indiscernible] (00:15:29) just like in North America, our target is 8% to 10%. We should be running at 10% now at 

this point in the cycle. So, we do think that we should see those types of returns over a whole cycle which is why 

we're working to redefine and redesign the business. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. And, staying in the region, the company's mentioned within its Europe redesign that it's taken the new CO2 

targets into consideration with the product portfolio. How is Ford tracking versus the 95 grams of CO2 for 2020? 

Do you anticipate paying any fines over the vehicle emissions be able to achieve this with just a product refresh? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
No fines. No credit purchases. [indiscernible] (00:16:06) through our own efforts. The portfolio, the technology 

we're deploying and our plan will deliver that. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

And is there an expectation for how far below that 95-gram level you're going to be. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
No, we haven't provided anything on that. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
But we will comply on our own. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. And then on the sedan vehicles that are still cash positive that you're still running within the region, are 

there any headwinds associated with the final shutdown of those lines once you do discontinue the product that's 

not contemplated already within some of the redesign and restructuring of Ford? 
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Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
No. We haven't said anything about nor relates today about what we plan to do later. But – I mean focus, literally 

just finish launching. So, that still has a ways to run. And yes, it only launched about a-and-a-half ago. They're 

doing well in the marketplace. They are generating print period positive cash flow, and then we'll have to see what 

happens at the appropriate point in time. But right now they're doing what they need to do which is give us the 

cash based on the investments that we've made. And when we're ready to talk about what comes later, we will. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

So Tim, do you want to talk about what comes later? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Not at this time. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

At least I tried. Moving on to a very important and perhaps the most important profit pillar, pickup trucks in North 

America. Ford has a very strong franchise here. You're the market share leader. At times you've traded that with 

GM, Bob. Right now they'd come out with an updated product but so has – we have Chrysler with a very credible 

premium offering while still running the older truck for the value buyer. So, overall, that segment has been 

resilient, but there is some healthy competition out there and I think at least at the end of March and April, a little 

bit of excess inventory at each player. How do you see the competitive dynamics shaping up on the light-duty side 

as we head into the back half of the year, particularly as Ford does have the oldest product on the lot today. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Well, we should be a little more clear about what you mean by oldest products. So, when we launched the F-150 

in 2014 and 2015, we've refreshed it twice since. So, it is not an old product. It is a very compelling product and 

it's a leading product in the segment both in terms of transaction prices, market share, and also customer loyalty. 

So, it's a very, very strong offering in the marketplace, and we're going to have a new one in 2020. So, that is a 

segment that we are not taking our foot off the pedal whatsoever. 

 

And on the super duty side. Super duty actually was all new about a year-and-a-half ago. And we'll have a refresh 

coming towards the end of this year. So, we're in an extremely, extremely strong position relative to the products 

themselves. And, as demonstrated so far through the first quarter in terms of the types of metrics that I indicated. 

So, we feel comfortable in terms of our competitive position and the strength of the products and the loyalty of the 

customers. I think going ahead, of course, against stronger competition, and to your point, it is stronger because 

of the new products. 

 

We're very careful in terms of how we manage supply/demand. We've got some great analytics around how we 

optimize volume versus mix versus price. And so, I think we'll continue that and we'll see how competition – what 

competition does and we'll react accordingly. But I think we feel really comfortable about where we are, and we 

also believe our inventories are in very good shape. 
 ......................................................................................................................................................................................................................................................  
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Q 

Let's just stay on this for a second because the competitive dynamic to me I think is very interesting, at least how 

we're going into the back half of the year because both of your competitors have added capacity, yeah, Chrysler 

really for the exiting truck, the old truck. And there's a couple 60,000 incremental units across light-duty and 

heavy-duty for GM, but you haven't really added capacity. And I'd call it the oldest product but it is still at least in 

our opinion, you've seen our research the most compelling still out there on the road being offered at this moment. 

 

So, how do you see yourselves reacting to incremental incentives from maybe one of your competitors and then 

potentially the second one following as they may need to gain market share or show volume growth in the back 

half? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Yeah. Well, I think we'll have to wait and see how it plays out because so far, and again, that doesn't mean it's 

what will happen in the future, the effect of the two new entries from our competition seem to have been more one 

versus the other. Now, you've seen Ram seem to have much more impact on Silverado than on Ford, a little bit 

on Ford but the bigger impact seems to be between the two of them. They both have new heavy-duty trucks 

coming out as well so that will be a new dynamic that we have to deal with. 

 

But again, this isn't the first time we've been to this rodeo so I think we know how to manage that and of course I 

think everyone has demonstrated thus far no reasonable discipline around pricing but we're ready to respond and 

to protect the franchise going forward. We'll just have to wait and see what they do. I don't know what they'll do. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

But from a Ford standpoint, you're looking to maintain profitability and... 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Oh, absolutely. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

That may be at the sacrifice of volumes? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Well, we're not going to push the line at the expense of profitability. But again, there's an optimal mix among all 

these various factors and that's what we're going to shoot for is that optimal mix. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 
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Understood. And you brought it up a couple of times, I wanted to touch on it too. The back half will be interesting 

for the heavy-duty side. You have a refreshed super duty coming out. There's a new Ram heavy-duty. There's a 

new GM heavy-duty that's coming out. I'm not sure there's been a time in the past where all three players have 

launched a new product in the same half of the year. How do you expect the market to maintain discipline when 

that's occurring? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
But, again, this isn't the first time that we've – all of us at various points in time have new products, so it will be a 

new dynamic. There'll be a lot of interest from the very loyal customers of each of those brands. That's what 

always happens and we'll just fight it out in the marketplace. But I think all of us have demonstrated particularly 

over the last five, six, seven years a lot of discipline in how we've managed the go-to-market strategies 

individually. And it's very clear, I think, as well that everyone's focused on margin, on profitability so I'm sure 

there'll be moments where any of the players might veer towards the edge of that to test the boundaries. But I 

believe everybody's going to continue to be quite disciplined. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. And then, maybe last one on this because you've introduced the new medium-duty – brought back, I should 

say, the medium-duty Ranger. How are you seeing that in the marketplace with a buyer? Is it taking away any 

potential F-150 customers and bringing them down, cannibalizing your own product or is it just bringing back an 

older buyer set that hadn't had a truck to come back [indiscernible] (00:22:59)? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Yes. Too early to tell. We only sold – I think we wholesaled about 30,000 in the first quarter. We sold about 10. 

So, we're just filling the pipeline right now. So far – and this is no great surprise. It's extremely high transaction 

prices, very strong mix, extremely quickly on the dealer lot. So, it's off to a very good start. Our assumption is, 

once everything normalizes, that there'll be potentially some substitution particularly from the lower end as some 

customers who may have bought an F-150 but didn't really need that full capability decided to go for this 

opportunity. So, we've kind of factored that into our planning as well. So, I think everything that we're seeing right 

now is very positive. And we're very excited about having that new [ph] entry (00:23:46). 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Tim, from a fresh perspective coming into this, how do you see these pickup truck battles? How do you believe 

Ford's position... 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
We drive the pickup by the way. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

What are you driving right now? 
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Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
F-150. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. [ph] That (00:24:03) King Ranch, Lariat... 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Standard edition. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. That's the keyless entry for you, right? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
Absolutely. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

But, coming from an outsider's perspective and looking at this, how do you see Ford position within the market 

from the pickup trucks? Do you think there will be anything different, any change in viewpoint as to how you're 

going to run or help run that portfolio when you take over? 
 ......................................................................................................................................................................................................................................................  

Tim Stone 
Chief Financial Officer, Ford Motor Co. A 
I think, as Bob said, I think we're very well-positioned with the [ph] fresh (00:24:27) Ranger entry Super Duty and 

F-150 coming as well at the time, very well positioned. We saw that in the first quarter, couldn't have been more 

pleased with the results we saw on transaction price and share. 

 

And I think the pressure we continue to take is make sure we're building fantastic products for that very important 

part of our customer base. And what you're seeing with the product launches we're introducing it is just that and 

we will evolve that over time with electric and so forth. But I don't expect to see a great deal of change in that area 

[indiscernible] (00:24:59) be an opportunity for us to continue to bolster that customers focus for that customer 

base. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. Look, I want to keep moving around to a couple of different regions. I want to get to China now. Because 

certainly, Ford, very significant profit generator a few years ago. We've seen that. You wiped away to some 

degree. Really want to get an understanding of what the market ambitions are. I think there is a better sense from 
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the leadership team on the 1Q 2019 call, a bit of introspection if you will on what Ford really wants to be in China 

as it targets improvement. 

 

And with that, it sounded more like the company's going to favor profitability over scale as it goes forward. What 

does that mean for the current [ph] stalled (00:25:43) capacity level in the region versus the volumes of about, I 

think, 1.2 million at peak and then around 600,000 now? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
I mean, China's an important market. It's the biggest in the world. We did very well there until we stumbled last 

year, in part, due to an aged portfolio so we have a lot of new products coming. So, the new leader of China, 

Anning Chen, just announced 30 new products coming in three years. So, there's a refresh of the portfolio that's 

underway. He's also been clear that we're going to be much more tailored in the approach to consumers in terms 

of services and products as well. We're also working much more closely with local Chinese tech giants such as 

Baidu with the infotainment system that we're now bringing into our new products and going after costs very, very 

aggressively. 

 

What we're really focusing on right now is stabilizing the dealer network because one of the issues that we faced 

last year is that we had a lot of issues with their profitability, with their engagement, so ground zero for us right 

now. Taking care of all those other elements of the business that I mentioned is really getting the dealers 

profitable, getting the dealer engagement back to where it needs to be, getting the number of sales consultants 

and the quality of the sales consultants that we need in those stores as well. And we are seeing progress on that 

front. 

 

But as I said on the call and I think in some of the conversations that we have with investors following the call is I 

would describe the situation as stabilizing. We still have a lot of work to do. So, we're making progress, but got a 

lot of work to do ahead of us. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Fully understood. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
And, [ph] David (00:27:29), to your point, I don't think it's a choice of scale or profitability. You have to have 

appropriate scale and appropriate scales actually usually much, much smaller than 2 million units or 1 million 

units, it's by component to the supplier to their factory and so forth. So, we actually had manned the plants pretty 

much in line with where the volume is. So the installed capacity obviously is greater but the manning is pretty 

consistent with what we need to run at the [ph] volumes (00:27:56) that we're running. So the partners have been 

very helpful on that. 

 

And I think we just have to build ourselves back from that on the back of new product. The new leadership team 

has got a great perspective and point of view about how we can resonate more strongly in the marketplace with 

the new product as we go forward. So, we'll let that unfold. But I think right now we just got to get the dealers back 

and get them profitable. To me, that's the ground zero. 
 ......................................................................................................................................................................................................................................................  
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Q 

Got it. Is there a target metric? Over half of them over 75%, 100% profitability that the company is targeting by the 

end of 2019? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Well, they were profitable as a group in the first and third month of the year, so in January and March. They 

weren't in February because of the Chinese New Year. But the majority of them individually were still losing 

money. So obviously we want to get the majority profitable and working to do that. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. And then one more on China, one of the things that's going to help the company within the region is 

nearshoring your product. You were importing some Ford and Lincoln vehicles historically. I think you still may be. 

But with the excess capacity that you have, [ph] you're starting to (00:29:05) nearshore them. Is there any rule of 

thumb on the savings the company can achieve per vehicle from that manufacturing nearshoring [indiscernible] 

(00:29:15) those vehicles? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Well, let me describe it this way. So when we are planning to localize all the Lincolns with each new one that's 

introduced, it will be localized but the first one start towards the end of this year, the [ph] new Ford Sierra 

(00:29:27). And then with each new Lincoln that's introduced after that would be localized other than the 

Navigator for obvious reasons. And then the other large-ish volume import is the Explorer, and we're just 

launching the all new one as we speak right now in Chicago. That will also be localized in China too. I think that's 

in 2020. 

 

And when you think about it what that does, first of all, these products are subject to exchange rate. So, that can 

create issues with the overall business model [ph] depending on how they move, auto (00:30:07) tariffs. That's a 

very today kind of example in terms of an exposure that we have to that particular business approach. We have 

an extremely long pipeline, so a lot of cash involved in terms of getting the products from U.S., Canada, Mexico, 

all the way over to China. There are obviously additional quality concerns around all the handling of other 

products on the way over. Material costs are lower in China. Labor is lower in China. We can be closer to the 

market in terms of consumer demand because we've got this long pipeline so it takes longer to react. 

 

So every single part of the business equation improves by localizing if you have the right scale, and we believe 

that we will. So, it is a huge, huge opportunity for Lincoln because we see China actually is sort of ground zero for 

Lincoln, given the size of the market and how well the brand has been received and is welcomed by customers 

and the network is very strong. 

 

All the issues that we had last year on China were really on the Ford brand, not on the Lincoln brand putting aside 

tariffs on and off. So that's a great opportunity for us and the segment that the Explorer competes in has started to 

be localized to some extent by VW and some of the other players so that's going to make the product much more 

competitive in terms of competing with them on price, at the appropriate price level. So, it's a huge, huge 

improvement in terms of the business model for each one of those. 
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Q 

Yeah. Is there a quantifiable number that you can share? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
No. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Okay. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
A lot. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

I'm just going to observe a couple... 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Very immaterial. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

A couple of thousand dollars per vehicle... 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Very immaterial. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

...and it would be 100,000 vehicles. Got it. So, you brought it up. I do want to touch on it because I don't think it 

was discussed on the 1Q call, but certainly very important, tariffs are back on the table again now with China 

being raised to 25% imports to the U.S., some potential for retaliation. And then also an upcoming decision on 

auto import tariffs into the U.S. from some potential regions. What has Ford baked into its guidance today? And 

what could be at risk if there are any further tariffs being implemented? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
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The only thing I'd say on that is certainly it's moving very quickly, which is unfortunate. But based on the current 

tariffs in place we continue to hold the guidance that we have in place for China which is a substantial 

improvement from last year's loss. No change. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

No change. But what do you have embedded? Are you still at the 10% rate from an import, from a parts 

perspective back to the U.S.? What would, if there would be an impact, up to 25%? 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
The current rate, current tariffs. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

At the current rate, so the 10% level. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
I think it's 15%. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

15%. Okay. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. A 
Into China. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Into China. Okay. 
 ......................................................................................................................................................................................................................................................  

Unverified Participant 

 
Look, that's all the questions that I had for you guys today. Really appreciate you coming out. Bob, I believe this is 

your last public appearance. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. 

It is. I'm going into hiding after this. 
 ......................................................................................................................................................................................................................................................  
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Unverified Participant 

 
You mean, at the end of the year because you're going to continue to liaise. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. 

Yeah. Yeah. No, it's been a great one. It's a wonderful company. It's a great opportunity. I'll tell you, as [ph] David 

(00:33:24) said, I've seen a lot over a long period of time. The company is doing things that they probably should 

have done many, many years ago. It is extremely focused on where the winning plays are for Ford Motor 

Company and we've got some extremely strong franchises that presently are being somewhat affected by other 

parts of the business where we've invested in in the past that just aren't places where we're going to win frankly. 

You've got to make choices going forward and we're making very, very clear choices. And this business is going 

to look very different from this point forward. 

 

And the first quarter was just a very small sample and taste of what lies ahead. Because a lot of the work that 

we've done over the last couple of years, that starts to come to bear over the next one, two, three years. It's going 

to be a different company. It's going to be a strong company and I love the fact that the company is bringing in 

new voices, Jim Hackett, obviously Tim and others to help us with this transformation and that's what it is. It's a 

huge opportunity and we're going to win. 
 ......................................................................................................................................................................................................................................................  

Unverified Participant 

 
Wonderful. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. 

Okay. 
 ......................................................................................................................................................................................................................................................  

Unverified Participant 

 
Well, thank you very much for joining me, Bob. Congratulations again. 
 ......................................................................................................................................................................................................................................................  

Robert L. Shanks 
Chief Financial Officer & Executive Vice President, Ford Motor Co. 

Good. Thank you very much and thanks to all of you. 
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