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State of the Industry
Supplier Executives Share Their 
Outlooks for 2022 and Beyond
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n our January 2022 issue, we spoke with leaders from 
the aftermarket distribution segment to gauge their 
sentiments on the outlook for business in 2022. 

At the time, the world was cautiously optimistic 
as the pandemic was on a downturn, and business was 
starting to look up. In addition to discussing some of the 
more timeless hot topics such as emerging technologies, 
average vehicle age and miles driven, we asked these leaders 
to talk about the current global supply chain disruptions, 
chip shortages and workforce struggles that have come to 
a head in recent months. Now, just a mere three months 

later, additional layers of complexity have been added to the 
current business environment, not only in the automotive 
aftermarket but around the globe. Issues such as inflation 
and concerns about an impending economic recession, 
continuing labor shortage issues, rising gas prices and 
Russia’s military invasion of Ukraine are having widespread 
impacts on businesses today.

For this month’s cover story, leaders from the C-suite at 
some of today’s top aftermarket suppliers give us an inside 
look at the biggest opportunities and challenges they are 
facing right now, in light of the news of the day. 
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By Amy Antenora
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John Lussier 
President
(Litens) Tendeco Sales

What are some of the biggest trends that are 
having an impact on your business in 2022?

As you can imagine, our various plants around 
the world are still experiencing labor shortages 
as well as raw material increases. The difficulty 
is trying to secure enough inventory to 
anticipate future demand while doing our best 
to mitigate price increases.

What are your thoughts about the 
business environment for the automotive 
aftermarket in 2022?

It seems to me that the business environment 
is mixed. We have good demand (as of now) 
and anticipate the demand to continue as a 
result of the new-vehicle supply shortages.

However, inflation will create headwinds. The 
average consumer will struggle in deciding 
where to allocate their dollars. I suspect the 
average consumer will elect to put off any 
major repairs until inflation subsides or payroll 
increases offset inflation.

What do you feel is the greatest threat 
facing the automotive aftermarket  
right now? 

For those of us who rely on the internal 
combustion engine for revenue, it is clear 
that we must re-align ourselves to become a 
supplier that can both supply the ICE market 
as well as the EV market. AMN
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Dan Billie 
Chief Executive officer 
plews & Edelmann

How has the company adjusted to and pre-
pared for the prolonged global supply chain 
issues we are seeing today? What are your 
overall thoughts on the state of the industry 
for the remainder of 2022?

Plews & Edelmann has been blessed to 
manufacture in North America. In 2021, our 
corporate order fill averaged well over 95%. 
We embrace the supply chain disruption and 
believe it to be a huge advantage for a U.S.-
based company. In our opinion, there will 
continue to be supply chain disruptions well 
into 2023. Whether the main contributors are 
American-Chinese relations or threats of war, 
the automotive aftermarket will be required to 
pivot as suppliers face various headwinds in 
2022. 

How important is vehicle miles traveled as 
an aftermarket indicator for Plews  
& Edelmann?

Like most suppliers whose “sweet spot” is a 
vehicle ranging in age from eight to 15 years, an 
increase in miles driven also helps expand the 
need for steerin-component repairs. We saw an 
uptick in 2021 as more personal vehicles were 
being used for longer trips and vacations in lieu 
of air travel. While much of our product offer-
ing is considered a non-discretionary spend, an 
increase in vehicle repairs due to more miles 
driven helps our cause. And due to our close 
proximity to our customers in North America, 
any change in their demand can be overcome 
quickly with exemplary order fill from a state-
side supplier-partner. AMN

John amalfe 
Chief Executive Officer 
Momentum USA

What do you feel is the greatest opportunity 
facing the automotive aftermarket  
right now? 

The biggest opportunity is that we’ve never 
been in the position we are [today] with the ve-
hicles in operation. The automotive aftermar-
ket has the most vehicles in operation I think 
ever in years 3 through 15. That’s obviously the 
sweet spot of the aftermarket. I think for the 
past year, and going into this year, we’ve been 
enjoying a lot of organic growth because there’s 
vehicles out there that are out of warranty and 
they’re being repaired and our shops are busy. 
If the shops are busy, WDs are busy and we, as 
manufacturers, are busy.

Has your business been impacted by the 
labor shortage? If so, how are you  
handling it?

I think everybody is feeling the pinch of labor 
issues right now. Our strategy is – we are a 
family business, we’re an entrepreneurial 
business and we want to make sure all of our 
key employees understand the difference in 
working for an entrepreneurial, family busi-
ness. Right now there’s been a lot of talk about 
hourly rates, but I think there’s a lot more that 
is meaningful to the employees than just their 
hourly rate. So, we’re really focused on making 
sure that our employees see the whole benefit 
of working for us – everything they get working 
for a family business and being part of our 
family. And I think that has been very good for 
us. We have a very good retention rate among 
our employees.
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A significant amount of our employees have 
been with us over 20 years. We have employees 
who have been with us now 40 years. They stay 
because they value what they do within the 
company. They understand that we value what 
they do and they enjoy being part of a family 
company that has that entrepreneurial spirit. 
You have to be competitive with your hourly 
rate but it’s not just that. You’ve got to be able 
to offer the employee an entire package in 
order to really retain them. And we talk the 
same way to prospective new employees. It’s 
not about us making sure we have the highest 
hourly rate in our manufacturing facilities. It’s 
more about how you can grow here, what you 
are going to mean to the company, what your 
role is, why we value your role. All of those 
things are very important to employees when 
they’re deciding about where they want to 
work nowadays.

What are some of the biggest trends that 
are having an impact on your business  
in 2022?

Obviously right now you have a very unique 
dynamic in the aftermarket. You have really 
strong, organic growth happening like we just 
talked about. And, at the same time, we’re 
being hit with hyperinflation. At the same time 
as that, we’re being hit with large supply chain 
challenges, no matter what part of the supply 
chain you’re in. Whether you’re a technician, 
you’re a WD or you’re a manufacturer, you’re 
being challenged in a big way with your supply 
chain. So, the dynamics of all of that happen-
ing at the same time has really caused us to be 
in a very unique position. I don’t think there 
are many CEOs who can say, “Oh yeah, we did 
that in 19-something.” There’s no playbook for 
hyperinflation, huge supply chain shortages 
and then organic growth all happening at the 
same time.

What are your thoughts on current vehicle 
miles traveled numbers and how inflation 
and rising gas prices might impact this?

We had kind of this perfect playbook written 
up for us for the next, I’d say three to five years, 
where you’ve got a great car parc, you’ve got 
people driving more cars, getting older; all 
signs point to the organic growth we’re enjoy-
ing to sustain for years. If there’s an Achilles 
heel that can really curtail all this, it’s the gas 
prices. Because if the consumer has to pay 
these gas prices over a sustained period of 
time, they’re going to drive less. They’re going 
to have less disposable income and they’re 
going to spend less on their car and only fix 
what they absolutely have to fix, which will put 
us back where we were during the recession-
ary times, when people would go into a shop 
and maybe they needed a bunch of different 
work, but would only do what was absolutely 
necessary. AMN
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