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BECOME AN OESA MEMBER
OESA champions the business interests of the automotive supplier community throughout the supply
chain and in Washington, D.C. Membership gives supplier and affiliate members access to timely
industry information, relevant programming and unparalleled networking opportunities.
Become a member and join more than 500 member companies that are part of the automotive
supplier community’s leading voice and resource. Members represent nearly every tier, every
component, every size, both public and private.
Supplier Member Benefits:
• Members-Only OEM Town Hall Meetings
• Peer Group Councils
• Topical Event Programming
• Industry Studies and Best Practice Benchmarking
• Advocacy in Washington, D.C.
If your organization is not a member of OESA, please contact the OESA membership team to learn
more:

Steve Horaney
Vice President, Membership and Sales
248.430.5969 | shoraney@oesa.org

Erin Schrieber
Manager, Membership Recruitment
and Development
248.430.5970 | eschrieber@oesa.org

Tune In!
OESA is pleased to present the "Automotive Insiders"
podcast. Tune in for the latest in automotive and supplier
industry news and learn how companies are thriving in the
new mobility landscape.
Click here to listen to the latest

Adam Slaman
Manager, Sponsorship Sales and
Membership Development
248.430.5958 | aslaman@oesa.org

Voice

The Suppliers’

The OESA team is excited to host the virtual 2020 Automotive Supplier
Conference: Journey Back to the Future on November 9-11, 2020.
This year’s annual conference will feature industry executives, thought
leaders, analysts, and political commentators as they share their
perspective on the future of the automotive supplier industry:

John Absmeier

Michael Barone

Jonathan Capehart Elaine Coffman
Journalist

Lockton Michigan

Françoise Colpron

Brian Daugherty

Kevin Depew

Mike Jackson

Adam Jonas

Jeff Jorge

Larry Keyler

Shad Khan

Bill Long

John McElroy

Chris Nielsen

Doug L. Parks

Michael Robinet

Bryan Salesky

Wolf-Henning
Scheider

Don Walker

Ann Wilson

Lear Corporation

OESA

Toyota Motor North
America

Journalist

Morgan Stanley

General Motors

Baker Tilly

IHS Markit

RSM US LLP

Argo AI

Valeo North America

Flex-N-Gate

MEMA

MEMA

Magna International

RSM US LLP

Journalist

MEMA

ZF Friedrichshafen

We hope you will join us as we discuss the “Journey Back to the Future” for automotive suppliers
and the mobility community. Registration is open and available to everyone.
Click here to register and access the full agenda.
As always, please feel free to contact me at 248.430.5963 or jfream@oesa.org.
Julie A. Fream
President and CEO
OESA
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OESA AUTOMOTIVE SUPPLIER BAROMETER

Supplier Sector Restart Shows Resilience, Yet Pandemic Weighs
on Sentiment
Mike Jackson
Executive Director, Strategy and Research
248.430.5954 │ mjackson@oesa.org

According to the Q3 2020 OESA Automotive Supplier Barometer Index (SBI)TM – a gauge to
measure North American automotive supplier executive sentiments – the coronavirus pandemic
continues to impact the outlook for the automotive supply base. Results posted a slightly positive
reading of 53 for the period, three points above a neutral level of 50. Despite a 38-point rise in the
SBI from Q2, the latest survey reflects only a modestly favorable gain in optimism for the 12-month
outlook from Q2 2020 to Q3 2020.
A substantial portion of the Q3 SBI uncertainty is attributed to the pandemic’s impact on the U.S.
economy and poor sales of programs supplied. Responses show a significantly polarized outlook,
with 47% of responses indicating an improved outlook from Q2 while 36% of responses indicated
their outlook deteriorated further. The outlook for firms with less than $1 billion in annual revenue
improved, while the largest firms’ outlook remained essentially unchanged.
Additional detail in the Q3 2020 OESA Supplier BarometerTM, sponsored by RSM US LLP, focused
on Talent and Human Resources. The results indicate:
• Skills gaps, as well as gaps in company culture, narrowed while suppliers embrace changes
needed to close such gaps further.
• The pandemic has cooled regional voluntary turnover rates throughout North America, however
pockets of high turnover remain, particularly in Canada.
• Hourly workers have become the biggest hiring concern in North America, as companies
struggle to get hourly employees to return to plants and find replacement workers.
• The pandemic has profoundly impacted how and where people work, with much more flexibility
anticipated in future work schedules. Executive leadership and finance/accounting roles have
outperformed their peer groups in a work-from-home setting.
"Despite the unprecedented impact of the pandemic, the supplier sector has played a pivotal role in
leading the industry and its expansive talent pool through a period of profound volatility, empowering
networks of distributed teams and onsite operators to achieve high levels of safety, efficiency and
productivity in the face of severe headwinds,” said Mike Jackson, executive director, strategy and
research, OESA.
“Technology has helped to increase communication and flexibility, accelerating virtual collaboration
that will continue to fundamentally alter future organizational and talent paradigms,” Jackson
continued. “Leading suppliers remain focused on employee development while aligning with a more
nimble company culture to foster innovative new approaches and speed outcomes.”
The Q3 SBI chart and a full copy of the Supplier Barometer results are available on the OESA
website at: https://www.oesa.org/resource/oesa-automotive-barometer-studies.
RSM US LLP commentary on the Q3 2020 OESA Supplier BarometerTM results can be found on page
4.
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OESA AUTOMOTIVE SUPPLIER BAROMETER
OESA Supplier Barometer: Q3 2020 Results
Describe the general twelve-month outlook for your business. Over the past three months, has your opinion become…?
Current Supplier Outlook (Share of Respondents)
Q2 2020

60%

Supplier Barometer Index: (SBI and 6m Average)
90

Q3 2020

80

40%

60

53

Lehman
Collapse

50

20%

40

Jan-2020

Jan-2019

Jan-2018

US Trade
War
Escalates

Jan-2017

Jan-2016

Jan-2015

US
Fiscal
Cliff

Jan-2014

Jan-2013

Japan
Tsunami/
Grexit Crisis

Jan-2012

Jan-2010

Jan-2009

10

Jan-2011

Euro
Crisis
Begins

20

Significantly more
pessimistic

Somewhat more
pessimistic

Unchanged

Somewhat more
optimistic

30
Significantly more
optimistic

0%

US Tax
Reform

70

195 responses

The outlook for the third quarter is optimistic on net, with the SBI improving 38 points from Q2 to 53.
Risks remain however, as 30% of responses indicate a more pessimistic outlook than 3 months ago.
Q3 2020 OESA AUTOMOTIVE SUPPLIER BAROMETER
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Roles/Responsibilities vs. Skills - Understanding the Gaps
Given competitive hiring pressures and your effort to retain and capture new talent...
Are you evaluating the gaps
between roles/responsibilities
For those indicating ‘yes’
vs. skills in your organization?
What is the magnitude
How willing are you to embrace the scope
of each gap?
of change needed to close each gap?
Not
applicable
8%
Not willing
3%

No
gap/Aligned
9%

Wide gap
3%

No
21%

Very
willing
43%

Moderate
gap
31%

Yes
79%

Minor gap
57%

Somewhat
willing
46%

Skill gaps are closing, with only 34% of respondents indicating they have moderate to wide gaps,
down substantially from 60% last year.
Q3 2020 OESA AUTOMOTIVE SUPPLIER BAROMETER
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Programs to Attract and Retain Talent
How do you see this changing over the next 1 to 3 years?
Fewer
Programs
9%

What are you doing to adapt your organization to each of
these changes?
Increased Flexibility

13

Talent / Employee Development / Training

11

Evaluating Policies

8

Increasing Employee Visibility
More
Programs
50%

No
Change
41%

4

New Recruiting Initiatives

3

Increased Benefits

3

Internships/Student Recruitment

3

Increased Communication

3

Change in Company Culture

2

No Specific Program
Diversity

2
1

Number of Responses

Suppliers will continue to leverage their flexible work environments as a means of attracting and retaining talent.
Internal development and increasing employee visibility are other key themes.
Q3 2020 OESA AUTOMOTIVE SUPPLIER BAROMETER

3

Contact Mike Jackson to learn more about automotive supplier sentiment. He can also provide information
on economic and industry trends, as well as the Chief Financial and Chief Purchasing Officers Councils.
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The Insights on Sales of
Distressed Businesses
The economic turmoil from the ongoing pandemic will likely not subside anytime soon.
While some businesses have flourished in 2020, others are facing challenging economic
headwinds. As we approach 2021, governmental loans and other support will likely run
out, and creditors will become more aggressive seeking repayment of loans. Often,
a financially distressed business owner facing creditor pressure will take aggressive
steps to save his or her business. An owner may attempt to sell business assets while
avoiding payment of debts to creditors. As a result, the old, faltering business may be
resurrected into a new business without satisfying its financial obligations. This article
discusses sales of distressed businesses, inside and outside of a court proceeding, and
the rights of creditors.

KEY ASPECTS OF SALE TRANSACTIONS
The first step to understanding your
rights as a creditor to a business
involved in a transaction is to
determine the form under which
the transaction was consummated.
Business transactions are usually
structured as either a sale of stock,
sale of assets or a merger.
While it would be unusual for the
sale of a distressed company’s
business to be structured as a sale
of stock or merger, generally the
creditors of the business prior to the
sale of stock or merger continue
as creditors immediately following
the sale. The sale of a distressed
business typically involves the sale
of the distressed company’s assets.
When a transaction is structured
as an asset sale, the buyer of the
assets is not legally responsible to
pay amounts owed to the seller’s
creditors, subject to certain key
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exceptions. These key exceptions
include situations where the buying
entity is a mere continuation of
the seller, where the transaction
lacks good faith and is intended
simply to avoid creditor claims or
is fraudulent. In each of these
exceptions, a creditor of the seller
may have a claim that the buyer
is a successor to the seller and
therefore remains liable for the
amount the selling entity owes such
creditor.
The most typical exception whereby
a buyer remains liable to the seller’s
creditors in an asset purchase and
sale transaction is when the buyer
expressly agrees to the assumption
of the seller’s liabilities owing to
some or all of its creditors. It is
common in an asset purchase
and sale transaction for accounts
payable and other current liabilities
to be expressly assumed by the

buyer as part of a working capital
adjustment mechanism. Working
capital adjustments involve an
express assumption of certain
current liabilities and a post-closing
adjustment to the purchase price
based on the actual working capital
as of the date of closing compared
to an agreed upon target amount of
working capital.
The sale of distressed companies
may involve judicial oversight
through a bankruptcy court or a
court under an assignment for the
benefit of creditors proceeding or
receivership proceeding. The rules
established in these proceedings
can also impact the rights of
creditors with respect to a seller and
buyer in a business transaction.

GUEST COLUMN

SALES BY DISTRESSED BUSINESSES
In desperate times, companies in
financial distress turn to desperate
measures in order to maintain the
viability of a business. Troubled
businesses often face lender
defaults and creditor pressure that
may bring operations to a grinding
halt. Business owners under these
circumstances will employ a number
of methods to keep the lights on.

For the past 15 years, the
bankruptcy sale has become an
increasingly used tool for distressed
businesses in numerous industries,
including the auto industry. Under
section 363 of the U.S. Bankruptcy
Code, a business may sell its assets
as a going concern in Chapter
11 bankruptcy. The assets may
be sold free and clear of all liens,
claims and encumbrances, with
liens transferred to the proceeds.
Many buyers prefer buying assets in
section 363 sales because they will
obtain a court order prohibiting any
of the distressed seller’s creditors
from pursuing claims against the
buyer. Sales of assets in Chapter
11 are subject to higher and better
offers through a competitive bidding
process. Often, a distressed
business will select a “stalking
horse bidder” at the beginning
of the process, which will be the
prevailing bidder if no competing
bids are submitted. If competing
bids are submitted, a competitive
auction will be held to determine the
highest and best bid for the assets
In many circumstances, a buyer
will buy the name of the distressed
business and hire many of the
same employees. Pre-bankruptcy
ownership/management may
obtain an employment contract and
continue to work for the buyer. As
a result, to the outside world, it will
appear to be business as usual.

There are drawbacks to the
Chapter 11 sale process. In
most circumstances, the secured
lender with a lien against all of a
company’s assets must consent to
the sale. Further, the Chapter 11
process is typically very expensive
and requires a significant amount
of funding to get a sale across the
finish line.
Distressed sales may also be
conducted under a court approved
receivership or assignment for
benefit of creditors. In many
instances, the orders approving
sales are similar to bankruptcy
court orders. However, the ground
rules for the sale are set by each
court that appoints the receiver.
Further, each state has differing
statutory provisions relating to these
processes. As a result, it is often
extremely confusing for creditors
from different states to understand
the nuances of a process. Further,
a state court in Idaho approving
a sale, arguably has no power to
enforce orders against creditors in
Michigan.
More and more businesses are
eschewing the more formal,
expensive bankruptcy sale and
attempting to conduct sales
outside of a court process. When a
business has defaulted, a secured
lender may pursue a foreclosure
sale under Article 9 of the Uniform
Commercial Code. A bank may
foreclose upon assets and then sell
assets to a buyer.
In addition, a distressed business
may attempt to sell its assets
outside of any formal process.
This often occurs when a business
cannot afford to fund a more

formal process, and it attempts to
effectuate a sale at a lower cost.
While the costs are minimized on
the front end, there is significant risk
that a creditor will pursue the buyer
for claims against the distressed
seller. A buyer of a distressed
business also faces a risk of
successor liability, where a creditor
may pursue the buyer to collect
upon claims against a distressed
seller.
Often, sales outside of court
take place in a secretive fashion.
Creditors should ask questions
and request documentation from
the distressed business to fully
understand their rights and potential
remedies.

Jason W. Bank is the chair of Kerr
Russell’s Bankruptcy
and Restructuring
department. He
focuses his practice
in the areas
of commercial
bankruptcy, outof-court workouts,
corporate
restructuring, and creditors’ rights.
EMAIL: jbank@kerr-russell.com

Kevin T. Block is an attorney at Kerr

Russell focusing
primarily on business
law, including
business transactions,
real estate and
secured financing.
He handles a variety
of stock or asset

purchase and sale transactions,

including for distressed companies.
EMAIL: kblock@kerr-russell.com.

kerr-russell.com
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TECHNOLOGY UPDATE

Dieselgate, R&D Spending and Battery-Electic Vehicles
Brian Daugherty
Chief Technology Officer, MEMA
248.430.5966 │ bdaugherty@mema.org

Dieselgate nets a new settlement victim
Volkswagen has paid more than $30 billion for its role in the Dieselgate scandal, and now Daimler
has settled for just over $2 billion. One of the long-term effects is that European OEMs are faced
with the continuing difficulty of meeting ever more stringent emissions requirements without
the benefit of high mpg diesels. Just a few years ago, diesels were the powertrain of choice for
approximately 50% of the EU passenger vehicle market. Post Dieselgate, sales of that powertrain
option are now closer to 20%. This rapid change in diesel sales has dramatically increased the need
for OEMs to sell (not just offer) full Battery Electric Vehicles (BEVs) and hybrids to make up the
difference. It has also caused turmoil in the supply base due to the changing powertrain mix.
Surprisingly strong auto demand and automotive supplier R&D spending continues
Although light vehicle sales clearly took a big hit in the second quarter due to the global pandemic,
as things start to improve, they have been surprisingly strong. Research and development spending
has also remained relatively high during this time as companies strive to maintain new product
development schedules and look toward a much more complex and technology-filled future.
Anecdotally, as I’ve talked to our members in the R&D community, they are busier than ever and
working hard to decide which projects warrant precious development resources. With so many
different vehicle technology areas undergoing rapid innovation, this appears likely to continue for
many years.
Battery Electric Vehicles and Electrification
Although there were significant questions raised in the second quarter about how battery electric
vehicle sales would fair in a pandemic and post-pandemic environment, those concerns (at least
for now) have been largely put aside and the push towards electrification continues. Several large
OEMs seem to be taking a more nuanced view of the BEV market and appear to be reducing their
exposure. Since battery costs are considered to be one of the largest barriers to higher scale BEV
adoption, a much longer life battery (over 500K miles or even the rumored 1M miles) could be used
in several different BEVs over its lifetime – resulting in a much lower overall battery cost per mile.
Imagine buying a new vehicle as an unpowered glider and having your previous vehicle’s battery and
powertrain installed after purchase.
General Motors still plans to launch at least 20 new BEVs by 2023. As an aside, they also plan
to have SuperCruise technology available on over 22 vehicles within the same timeframe. VW’s
electrification push continues – especially in Europe where the difficulties of meeting EU fuel
economy standards with only 20% diesels in the powertrain mix is rapidly becoming apparent. They
plan to spend over $35B by 2024 to develop and launch BEVs. Ford is gearing up to launch their
Mustang Mach-E in late 2020 which will be followed by a battery electric version of the F-150. The
large OEMs will have significant competition in the BEV market from Tesla – who dominates the
space today – as well as a number of start-ups.
8 │ OESA News - 2020 Fourth Quarter
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One of those start-ups is Nikola and I’ve had the opportunity to have several discussions with them
over the last few months. Although Nikola has been known for its development efforts regarding
heavy-duty battery and hydrogen fuel cell trucks, they recently announced that they will build a
light vehicle named the “Badger” in partnership with an existing OEM. The Badger pick-up truck is
planned to have 600 mile range and 455 hp by using both a battery and a hydrogen fuel cell.
Lucid Motors has announced that their planned Lucid Air BEV sedan will have over 500 miles
of range with charging rates of 20 miles per minute using a new 300 kW charging station. By
comparison, the average rate for U.S. home use is about 1.2 kW per hour (10,766 kWh/year in
2015), so a 300 kW charger will have a temporary electrical grid demand equivalent to about 250
homes. Charging stations containing multiple chargers of this throughput level will require significant
local grid infrastructure along with local battery storage or other innovative technologies to smooth
the peaks and valleys of electrical demand.
Clearly, the race to stand out, differentiate products, and gain market share is continuing in the fully
electric vehicle space. Some of these plans will pan out and others will not, but either way it will be
exciting to watch.

Contact Brian Daugherty to learn more about new vehicle technology trends and their impact on the
industry. He can also share information about the quarterly Mobility Supplier Forums and the OESA
Advanced Technology Council. Both are designed to keep industry stakeholders informed of new vehicle
technology.
OESA News - 2020 Fourth Quarter
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BERYLLS INSIGHT - TEASER.
US AUTOMOBILITY: UNILATERALISM IN A NETWORK OF
NETWORKS?
lization and stellar delivery performance showcase the importance of greater digitalization of
the customer experience. Beyond the immediate Corona manifestations, changes in the
automobility value chain will rewrite the rules of
the game. While incumbents’ DIY approach to
the future of automobility gave room to new
kids on the block, the required core competencies to champion this future are too
complex for a single player to handle alone.

A teaser of the Berylls perspective on the
near-term future of US automobility and
lessons learned continent-to-continent in the
face of the pandemic.
Kicking up a lot of dust, COVID-19 has
made the form and shape of the future of
automobility even more opaque. The Berylls US
Automobility Insight functions as a compass for
players for the near-term future by providing a
different perspective on what has and has not
changed amidst the pandemic along three key
sections: A critical reflection of (1) what American customers want, (2) the impact on the
automobility value chain, and (3) the strategic
implications for US automobility players.

WHAT NOW.
Future competition in the automobility
industry will be between networks, not individual players. US automobility players are
recommended to internalize their home-turf
core competencies at the customer interface
and regarding the provision of the vehicle
framework. CASE technologies should only be
internalized if players can realistically achieve a
sustainable competitive advantage in them. The
underlying legal, financial, and technological
risks of all other fields are best hedged in a
network of complementary downstream and
upstream partners.

WHAT CUSTOMERS WANT.
The private vehicle will remain the cash
cow of the automobility industry over the nearterm future. Within this dominant segment,
customers are demanding an omnichannel
blend of physical and digital (retail) offerings.
While connected services are on customers’
radar, their full unfolding is yet to come.
Depending on the development of macroeconomic stimuli, electric passenger vehicles
will remain a niche phenomenon in North
America over the near-term future, just as
automated driving.

Coping with the digital ramifications of
the pandemic is only the qualifier for the
longer-term game. Future success will be
determined by performance within networks,
not individual greatness. Formulate a clear
vision and enhance prioritized core competencies, which will form your network value
proposition. Now.

HOW AUTOMOBILITY PLAYERS REACT.
With automobility supply and vehicle
production of many players having been
shaken by COVID-19, Tesla’s market capita-

THE IMPACT OF COVID-19 ON MOBILITY DEMAND
New COVID-19 infections and change in visits to transit stations in the US | Calendar week 10 to 35/2020
NEW COVID-19
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BERYLLS DO NOT STOP AT DIGITALIZATION CONCEPTS
AND PARTNERING STRATEGIES. WE STAND FOR END-TOEND SOLUTIONS WITH OUR OWN SKIN IN THE GAME.
As Berylls, such insights are not
something we only preach to our clients as
strategy consultants. In our digital ventures
and equity investments we eat our own
medicine with our own ‘skin in the game’. But
Different.
THE GROUP.
The Berylls Group consists of four pillars:
Berylls Strategy Advisors, Berylls Mad Media,
Berylls Digital Ventures and Berylls Equity
Partners, who are co-creating to conceptualize,
individualize, digitalize and bridge the gap to
the future of automobility end-to-end. Berylls
Strategy Advisors is the Group’s ‘think tank’
advancing pioneering ideas and concepts.
Collaborating closely with market-leading
automobility players across Europe, Asia and
North America, we are part of the automobility
vanguard.
THE CAPABILITIES.
Within the four pillars, Berylls offers a suite
of services ranging from 360° analysis over
strategic concepts to performance improvement and transformation; from AI-based data
engines to the development of a million
customer journeys; from digital solution and
tool conceptualization to their operation; from
due diligence to financing to transaction and
integration management. Our goal is to create

tangible and sustainable value by working
closely together with our clients and partners.
We develop concepts, but mostly, we get things
done.
THE PEOPLE.
Berylls hosts a community of automobility
enthusiasts who consider themselves as
consulting entrepreneurs having skin in the
game. With long-lasting industry and consulting
experience, we love to discuss the billion-dollar
questions of the industry – and dare to state a
different opinion.
THE NETWORK.
Berylls’ client portfolio and partner network
extend across the automobility ecosystem.
They involve companies, institutions, and
experts in the fields of vehicle assembly, sales,
fleet operations, (charging) infrastructure,
mobility services, software and tech development, and many more.

THE FULL STORY.

FURTHER INSIGHTS.

The time of lone wolves in the US automobility
industry is running out. The pandemic has
amplified existing challenges and created new
ones – especially in terms of the digitalization of
the customer experience. Adaptation to the new
rules of the game and bearing of technological,
financial and legal challenges will be too complex
(and risky) for a single player alone.
Read on in our insight: Identify your home-turf
core competencies and build up your network.
Now.

Collaboration

Shared
mobility
Berylls US
Automobility
Insight

Note: This document constitutes a preliminary discussion paper, neither all nor any part of the contents of this document, any
opinions expressed herein, or the firm with which this document is connected, shall be disseminated to the public. Berylls
shall not bear any liability in respect of decisions made based on and uses of this document. No warranty is given as to the
accuracy of the information contained in this document.

Automobility
Index

Secrets of
Tesla

Martin French
Managing Director
Berylls Strategy Advisors Corp
T +1 248 584 3800 x.812
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CONNECTED FACTORY JOURNEY:
KICKSTARTER GUIDE WITH PRACTICAL USE CASES
Vijayakumar Balasubramanian
Global Practice Lead – Digital Transformation Services & Solutions
vijay.balu@hindujatech.com
Manufacturing requires problem solving, resource planning and optimization skills coupled with flawless
execution. Historically, decision making in Manufacturing has been constrained by lack of real time visibility
of data of the machines / processes, data lying in silos across IT tools and lack of integration between IT
and OT (Operational Technology) Systems. With the emergence of technologies like IIoT coupled with data
analytics, manufacturing leaders comprising of Operations Managers, Quality Managers and Maintenance
Managers will be able to realize better operational efficiencies, thereby influencing financial outcomes
for the organization. While the business value of Connected Factory is clear, most of the organizations are
pondering where and how to start this journey. The best way to start the journey is to evaluate the use
cases and decide which one of them is relevant for your organization based on your current maturity
& pain points. This article outlines the key use cases that Automotive Suppliers can evaluate as part of their
Smart Manufacturing / Industry 4.0 Shop Floor Journey to meet the changing landscape of the automotive
industry. The following functional stack diagram highlights the end-to-end components to be enabled by
technology for realizing Connected Factory Solution to cater to multiple use cases.

END-TO-END FUNCTIONAL STACK DIAGRAM
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S.No

Use Case Name

Use Case Description

Business Benefits

1

Condition
Monitoring
(Macro View)

Monitor machines or lines or different
plants to calculate performance KPIs in
near real time / real time

• Improve Visibility of KPIs like On-time Delivery,
OEE, Throughput, Cycle time, Yield etc…
• Identify bottlenecks in your line using data

2

Machine Cycle
Time & Process
Parameters
(Monitoring of
Critical Machines)

Monitor cycle time & process parameters
like Temperature, Vibration, Pressure of
critical machines through real time data
collection from sensors at granular level
with insightful reports

• Improve First Pass Yield
• Reduce unplanned machine breakdowns

3

Machine Alerts
Monitoring

Track, Trace, prioritise machine alarms
generated from different machines
to address the root causes proactively
through centralized IT tool

• Reduce unplanned machine breakdowns
• Reduce MTTR (Mean Time to Repair) of machines

4

Energy
Consumption
Optimization

Track and Trace Energy Consumption
of different machines (like Presses,
Furnaces…) w.r.t different shifts, variants,
operators and launch continuous
improvement initiatives to optimize
energy consumption

• Reduce Energy Consumption Cost by baselining
of the current state and feed the inputs into
Design Experiments / Six Sigma Projects

5

Quality Analytics

Fuse different sources of data - ERP,
Field, Machine and correlate them for
traceability

• Reduce lead time for root cause analysis of
product failures
• Improve manufacturing process capabilities
• Reduce warranty cost of products attributed to
manufacturing issues

6

Predictive
Maintenance of
Machines

Predict Failures of machines before they
could happen using data generated
from machines leveraging Machine
Learning or Deep Learning models

• Reduce shop floor / machine downtime
• Reduce maintenance spare parts inventory cost
through optimization

According to one of the research papers published by World Economic Forum, Organisations who have
been implementing Connected Factory initiatives are able to achieve benefits that include:

Upto

50%

Upto

increase in Overall Equipment
Effectiveness (OEE)

90%

reduction in Quality Cost

Upto

50%

improvement in Energy
Efficiency

While the above use cases are not exhaustive, the use cases presented here will help organizations to kickstart the journey
with pilots or proof of concepts to realise Productivity, Quality, and Safety goals based on the As Is State maturity.

Hinduja Tech, part of the multi-billion dollar Global Business Conglomerate, Hinduja Group, is the integrated Product
Engineering and Digital Technologies Solutions Provider for the mobility industry with global delivery model. As a partner
of choice, Hinduja Tech works with leading automotive organizations (OEMs & Tier-X Suppliers) and disruptive mobility
players in the USA, Mexico, Europe, Japan and India.
Hinduja Group, headquartered in UK, has its presence in over 35 countries and employs a total of 150,000 people. Hinduja
Group has significant presence in Commercial Vehicle Engineering & Manufacturing verticals.
Hinduja Tech Inc. is located at 39555 Orchard Hills Place, Ste 600, Novi, MI 48374. For further enquiries, please reach out
to kartik.shah@hindujatech.com

www.hindujatech.com
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INDUSTRY OUTLOOK

Profound Dynamics in the Pickup Category
Mike Jackson
Executive Director, Strategy and Research
248.430.5954 │ mjackson@oesa.org

The full-size pickup truck category has historically been a sizable cash cow for the auto industry,
driving robust profitability for key players including FCA, Ford, General Motors and others. Success
in the mid-size pickup segment also fueled growth ambitions at Toyota and Nissan, yet substantial
market share gains have been tougher to realize, due to remarkably high brand loyalty across pickup
truck owners.
Lofty economies of scale serve as the linchpin to driving exceptional profit margins. Much like the
luxury segment, such rich returns enable crucial powertrain, materials, and technology investments
to allow for even greater product differentiation. These product innovations continue to push average
transaction prices to all-time highs.
A new competitive dynamic is well underway, as a broad range of existing and all-new players are
newly focused on providing battery electric propulsion for the pickup sector. A brief extract of these
emerging players and models includes: the Lordstown Motors Endurance, Nikola Badger, Rivian
R1T, Tesla Cybertruck as well as electrified versions of the Ford F-150 and a portfolio of GM entries,
including the newly revealed GMC Hummer EV ‘supertruck’. While It has been a demanding journey
for the Nissan Titan and Toyota Tundra to win over brand loyalists, they have greatly benefited from
strong customer connections.
The task for a collection of industry upstarts to create compelling new brands, and product entries is
far greater within such a punishing product category as the pickup segment. Since its founding, Tesla
has faced the same kind of challenges with obvious success, yet such an accomplishment has been
the exception rather than the rule. Many investors are keen to realize the same stratospheric returns
afforded Tesla, which has provided a strong appetite to fund new entities, even in the absence of prior
product development and manufacturing.
Suppliers will have many opportunities to add value by engaging with emerging automakers in this
important EV ecosystem, yet due diligence is crucial. Teams can learn to offer the greatest impact by
aligning the proper organizational risk tolerance with the right new business opportunities. As in every
competitive environment, suppliers face the prospect of both risks and rewards. Today’s high margin
pickup category is no exception and is set to unleash a surge of innovation that may fundamentally
alter the profit calculus of the category and the industry from this point forward.
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OESA EVENTS

Operations & Plant Manager Forum 2
November 5 | 12:30 - 2:00 p.m.

OESA invites Tier 1, 2 and 3 supplier member operations and plant managers to attend the OESA
2020 Operations & Plant Manager Forum on November 5, 2020.
At the Nov. 5th meeting, Joe Zaciek, manager, research & industry analysis, OESA, will share the
latest "OESA Economic and Industry Outlook" and an update on industry trends. Shawn Carswell,
president, KTR2 Global, will discuss “Practical 4.0 for the Plant Manager,” including best practices to
improve tooling and inventory visibility, increase productivity, and resolve manufacturing issues.
Based on participation and interest in this forum, OESA will host six meetings per year. There is
no limit to the number of representatives per member company to participate. Senior operations
mangers from every manufacturing location are encouraged to attend.

Labor Requirements and the USMCA: What Your Human Resource
Department Needs to Know
November 17 | 10:00 - 11:55 a.m.

Register now for USMCA webinar presented by MEMA on November 17, 2020.
The U.S.-Mexico-Canada Agreement (USMCA) has been in force since July 1, 2020. The new
Rules of Origin (RoO) requirements for vehicles and vehicle parts are more complex, including new
provisions for labor value content (LVC).
Although the parts and components manufactured by vehicle suppliers are not obligated to meet the
LVC requirement to qualify a good for duty-free treatment under USMCA, vehicle manufacturers can
count the value of parts made with high-wage labor in their LVC calculation.
As a result, suppliers are being solicited by their OEM customers for a variety of labor-related
information. Furthermore, the Department of Labor issued rules on how to calculate LVC and the
paperwork needed to validate and support the claims.
A panel of industry experts will be on hand to present an overview of the issues related to USMCA’s
LVC requirement and provide key take-aways. The webinar will also touch on what companies can
expect related to labor rapid response. Another key feature of the webinar is having a company
perspective on their challenges, experiences and lessons learned along the way.
This webinar is geared towards the supplier personnel that handle human resources, legal and trade
compliance of suppliers that manufacture OE parts and components for passenger vehicles, light
trucks and heavy trucks. Members of OESA and HDMA are encouraged to attend.
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OESA EVENTS

Strategic Insights: Connectivity Growth Strategies: Supplier Risks &
Rewards
November 19 | 1:00 - 3:30 p.m.

Connectivity is fueling supplier growth opportunities through new feature content and business
models that offer enhanced user experience and value derived from unique data streams. Leading
suppliers are also looking to add value via process digitalization, which scales technology to empower
employee teams and supply chain partners. These changes offer prospects for explosive growth,
flexibility and transparency yet introduces new risks which need to be addressed.
OESA invites supplier industry executives, analysts, and strategy professionals to the OESA 2020
Strategic Insights Executive Briefing Series, “Connectivity Growth Strategies: Supplier Risks &
Rewards“ on November 19, 2020, at 1 p.m. ET. Attendees will gain a detailed understanding of new
opportunities and legal considerations vital for business planning to enhance competitiveness and
mitigate compliance risks when dealing with connected technologies.
Suppliers will learn the value of embedding a robust cyber paradigm throughout the product lifecycle,
from development to manufacturing through product support. Learn how process stakeholders
address diverse risks to enhance vehicle safety, security and data privacy. Build resilient capabilities
within the vehicle, its ecosystem and supply chain to repel threats and remain secure. The OESA
2020 Strategic Insights - Executive Briefing Series offers fresh perspectives to contend with the
dramatic pace of industry change, technology advancement and production sourcing dynamics.
Leon Nash, U.S. automotive cyber leader, and Nick Sikorski, product security strategy and solutions
leader, Deloitte Risk & Financial Advisory, will explore new business models within the connectivity
space.
Jennifer Dukarski, shareholder, emerging technology, media, intellectual property, data privacy
& cyber, and Claudia Rast, shareholder, practice department chair of the intellectual property,
cybersecurity, and emerging technology group, Butzel Long, will discuss legal considerations crucial
to safeguarding supply chains as the industry continues transitioning from hardware to software.

Presenting Sponsors:

OESA members and industry guests may register for all OESA events at www.oesa.org.
For registration assistance, contact OESA at 248.952.6401 or info@oesa.org.
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OESA EVENTS

Master Class Workshop: Leveraging the Art of Storytelling in Your Business
November 20 | 8:30 - 11:15 a.m.

Registration is now open for the new workshop in the “OESA Master Class Workshop Series.” This
series is designed to help supplier professionals work directly with customers to develop better
customer engagement skills.
The “Leveraging the Art of Storytelling in Your Business” workshop is scheduled to take place
virtually on November 20, 2020.
Jason Stocker, President, C&U Americas, Inc., will set the stage on the importance of storytelling
in business. Kim Boudreau Smith, Founder and CEO, Her Bold Voice, will share proven strategies
and tools to help attendees put the art of storytelling into practical application.
The workshop will feature small, interactive group sessions for more in-depth training.
Attendees will leave the meeting with:
•
•
•

Improved storytelling skills
Proven persuasion techniques
Delivery techniques

OESA members and industry guests may register for all OESA events at www.oesa.org.
For registration assistance, contact OESA at 248.952.6401 or info@oesa.org.
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Members-Only Ford Town Hall
December 1 | 1:00 - 4:00 p.m.

OESA is please to host the 15th Annual OESA Members-Only Ford Purchasing and Engineering
Town Hall on Dec. 1, 2020 via virtual format. Hau Thai-Tang, chief product development &
purchasing officer, Ford Motor Company, will provide a Ford purchasing and engineering update and
participate in an interactive Q&A session.
Thai-Tang will introduce additional Ford executive to provide a government relations update,
an update on Ford’s electrification strategy, and Ford’s 2021 sourcing needs. Following the
presentations, will be a Q&A session that will address questions from attendees.
Following the Q&A session, Ford Motor Company commodity purchasing executives will be available
to network one-on-one with attendees via virtual format.
Current and prospective Ford Motor Company suppliers and those interested in learning more about
Ford's strategic plans are encouraged to attend this annual event.
Networking Sponsor

Industry Sponsor:

Executive Sponsor:

Supporting Sponsors:

OESA members and industry guests may register for all OESA events at www.oesa.org.
For registration assistance, contact OESA at 248.952.6401 or info@oesa.org.
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Diversity, Equity, and Inclusion Forum
December 2 | 10:00 a.m. - 12:30 p.m.

OESA is committed to leading efforts to help members promote and enhance diversity, equality,
and inclusion in the automotive supplier community. OESA is pleased to continue the Diversity,
Equity & Inclusion (DE&I) Forum for all OESA members. The meeting will be held December 2,
2020, starting at 10 a.m. ET via Zoom. The DE&I Forum will help members develop and promote
best practices through events, quarterly meetings and community outreach efforts that foster greater
understanding and action within their organizations.
Every member is encouraged to send at least one representative from their organization to attend this
meeting to understand the direction of the forum and how to become involved in 2021. Additionally,
the forum will feature presentations from OESA research and industry analysis manager, Joe Zaciek
on the recent DEI benchmarking survey and Deloitte consumer DEI leader, Marin Heiskell and DEI
leader, Cathy Gutierrez regarding The Need for Change: Diversity and Inclusion in the Automotive
Industry with a Q&A session to follow. DE&I at My Company is a new portion of the forum that will
highlight practices at a member company and this forum will focus on Gentex Corporation.
There is no cost for OESA members to participate in the DE&I Forum, however registration is
required.

OESA & HDMA 2020 Members-Only Volvo Trucks Town Hall
December 10 | 10:00 a.m. - 12:30 p.m.

OESA and HDMA are pleased to co-host a members-only Volvo Trucks Town
Hall on Dec. 10, 2020, via virtual format. Volvo Trucks has upcoming product
launches and is seeking to expand its supply base to include both the light vehicle
and heavy duty supply base.
Michael Lovati, senior vice president group trucks purchasing, Shannon Goodwin, vice president
Powertrain Purchasing of Volvo Trucks, and Howard Monk, vice president Supplier Quality and
Development, will provide members with a unique opportunity to hear the latest Volvo supplier
initiatives, strategic updates and an overview of upcoming purchasing projects. A Q&A session that
will follow the presentations to address questions from attendees.
Following the Q&A session, additional Volvo executives will be available to network one-on-one with
attendees via virtual format and discuss sourcing opportunities* for the following commodity groups:
•
•
•
•

Cab & Electrical
Chassis & Vehicle Dynamics:
Indirect Services
Powertrain EMOB

OESA members and industry guests may register for all OESA events at www.oesa.org.
For registration assistance, contact OESA at 248.952.6401 or info@oesa.org.
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COUNCIL HIGHLIGHTS

Continue to Develop Your Next Generation of Talent in a Virtual
Interactive Environment
OESA Young Leadership Council 9 Now Accepting Nominations

OESA is seeking nominations for the ninth Young Leadership Council (YLC9). The virtual interactive
leadership development program is designed to equip future leaders with the professional and
personal skills, tools, best practices, and behaviors they need to confidently lead others and drive the
performance of their team and the organization. When feasible, we will resume in-person meetings.
YLC 9 is open to current OESA regular and affiliate member companies only. Nominees can come
from all functional areas, including finance, sales, marketing, manufacturing, human resources,
purchasing, logistics, communications, and engineering.
Virtual Meeting Format:
● Personalized connection through live interactions with OESA facilitator, subject matter experts,
CEO’s and executive speakers and classmates in the full cohort, and with smaller groups in
virtual breakout rooms.
● YLC 9 Cohort will participate in developing their programming content with the guidance of the
OESA facilitator. Their program content will be based on the issues that matter most today and in
the future.
● Interactive peer-to-peer roundtable sessions enabling YLC members to build connections with
each other and help meet each other’s individual needs.
● Hands-on exercises, group discussions, and polls to ensure engagement during the two years.
● Online learning providing an opportunity to bring people together who might otherwise have
limited opportunities to connect face-to-face due to restricted travel.
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COUNCIL HIGHLIGHTS
Topics from Previous YLC Cohorts:
● Industry Related Insights
◦ MEMA Legislative Council and EHS&S Council findings
◦ Industry Supplier Barometer
● Coaching Techniques
◦ Empowering & managing teams
● Accountability
◦ Holding others accountable
● Change Management
◦ Resiliency in a VUCA world
● Influence and Negotiation
◦ Advocate ideas, building consensus and strong relationships with internal teams as well as
customer and vendor stakeholders
● Emotional Intelligence
◦ Manage emotions, stress, and develop social awareness
◦ Leveraging different perspectives, skills, experiences and working styles
● Communication
◦ Open & effective communication with teams
● Work-Life Balance
◦ Self-care, mindfulness and setting boundaries
Graduates leave the program better prepared for greater responsibility and equipped for the next step
in their career.
The council fee for this two-year program is $3500 per individual council member. To nominate your
candidate(s) to join the Young Leadership Council complete the nomination form before Dec. 31, 2020.
Early nominations are encouraged.
The YLC 9 Virtual Kick-off Meeting is on January 26, 2021.

For more information about the OESA Young Leadership Council, contact Keiyania Mann at 313.676.1670 or
kmann@oesa.org.
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Upcoming OESA Events (via virtual format)
Nov. 5

Operations & Plant Manager Forum 2

Nov. 9-11

Automotive Supplier Conference

Nov. 17

Labor Requirements and the USMCA

Nov. 19

Strategic Insights: Connectivity Growth Strategies

Nov. 20

Master Class Workshop Series: Leveraging the Art of Storytelling in Your Business

Dec. 2

Diversity, Equity & Inclusion Forum

Upcoming Council Meetings (via virtual format):
Nov. 3

Enviroment, Health, Safety, and Sustainability Council

Nov. 12

Chief Purchasing Officer Council

Nov. 17

Advanced Technology Council

Nov. 17

Legal Issues Council - 4th Quarter Segment 2

Nov. 18

Communication Executives Council

Nov. 18

Human Resources Council - 4th Quarter Segment 2

OESA App: Get The Latest in Events and Councils
Stay up-to-date on the latest OESA events, council meetings and industry information
with the OESA mobile app.
It is available in the App Store & Google Play Store. Log in to the app with your OESA
username and password.
CLICK HERE for more details.
Upcoming 2020 OESA Town Hall Meetings
Mark your calendar for the Members-Only OEM Town Hall Meetings via virtual format.

Dec. 1

Ford Town Hall

Dec. 10

Volvo Trucks Town Hall
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