
                 
    

LARRY MONTANTE 
 
Part 1 – Personal/Professional History 
 
1. Please provide a history of your professional background and education (including 

professional development).  Feel free to attach your resume and/or Bio.  Describe the 
specifics of your current job responsibilities: 

 
See below for bio. 
 

 
2. Indicate your historic and/or current involvement with automotive industry initiatives 

specifically, as well as other professional and philanthropic associations, societies and 
organizations you have been actively involved in.  Please be specific about other boards (if 
any) on which you have served or are currently serving: 

 
Over my career, I have engaged in several automotive industry initiatives, the SEMA 
organization, leadership councils and SEMA-member companies in many ways. I have 
had direct involvement as a member of the SEMA Show Committee and participated in the 
WTC, TORA (formerly LTAA) and YEN. Additionally, given my relationship with several of 
SEMA’s senior leaders, I have been called upon to provide feedback and guidance on 
several key SEMA initiatives over the years.  
 
I have driven many events and occasions where SEMA was included and featured at 
Keystone Automotive Operations events in an effort to provide forums and venues to 
expand SEMA membership, exposure and engagement. Some examples of this include 
hosting a SEMA Town Hall meeting in our Texas distribution center, providing booth space 
for SEMA to exhibit at our annual BIG Show to engage manufacturers and jobbers, along 
with hosting SBN networking mixers at these BIG Show events. 
 
As an engaged SEMA member for more than 50 years, Keystone has produced one 
SEMA Hall of Fame member, three distinct Persons of the Year, four individual members 
of the SEMA Board of Directors and has won the Warehouse Distributer of the Year 
multiple times. Throughout my career, my marketing leadership has driven the exposure, 
campaigns, branding and industry messaging that has supported and contributed to many 
of these accomplishments.  
 
I have also directed and sponsored many of my Keystone team members to participate in 
several councils and committees. Some examples of this are the Board of Directors 
nominating committee, Hall of Fame Nominating Committee, New Products Task Force, 
Rep of the Year nominating committee, LTAA/TORA and SBN. 
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In addition to my SEMA specific contributions, I have also served as a consultant (pro 
bono) to many of Keystone SEMA-member manufacturers, helping to shape their vision, 
providing best practices, developing growth plans, sharing market intelligence, and helping 
with product development. 
 
From a broader participation perspective, I am currently serving on the Executive 
Committee for the Automotive Parts Services Group (The Group) which is a program 
group of WDs and affiliate program under the Federated and Pronto brands.   
 
 

3. Please highlight specific career accomplishments including, but not limited to, patents 
received, product innovations, awards and recognitions, publications, marketing or 
business programs, presentation to business and/or industry symposiums.  Share any and 
all significant or notable accomplishments: 

 
Given the length of my career, the various leaderships roles I have been in, and the 
opportunities presented to me as Keystone has grown and transitioned through various 
ownership and leadership groups, I had the freedom to innovate, construct and drive a 
variety of programs, systems and initiatives.  
  
Highlighted are some of these more significant accomplishments: 
 

• Founded and developed the innovative Parts Via omnichannel click-to-mortar 
supplier and jobber affiliate program that links the consumer through a 
manufacturer’s website to retail locations as a pickup and installation outlet 
during the transaction process. 

• Developed and launched the category management organization and structure at 
Keystone. Transitioned from managing products by brand to organizing 
personnel and processes to manage brands and their products by specific 
market segments and product categories. 

• Worked with many KAO manufacturers to develop new products, most notably 
creating the Bug Shield with GTS that launched a new large and longstanding 
category for functional hood protection. 

• Developed and launched the TrailFX private-label brand and product offering. 
• Conceptualized and organized the Keystone Big Show-KAO’s annual supplier 

and customer trade show now in its 22nd year.  
• Created and launched the Keystone Specialty Catalog program providing 

retailers with a 1,000-plus page consumer “wish book” that could be customized 
with their own store cover and branding. 

• Created and implemented a supplier MAP program along with DNS list 
management, enforcement tools and systems. 

• As part of KAO’s robust mergers and acquisitions activity, was instrumental in 
guiding strategy, growth, integration and execution plans. 

• Created and executed much of KAO’s geographic expansion strategy and plan.  
• Spearheaded KAO’s market-facing plan along with key programs to execute the 

emergence into new market segments, including RV, trailer and marine. 
• Built the architecture, content and launch of many business-to-business, 

customer-centric systems and websites, including eKeystone.com. 
• Created and launched the innovative (at the time) eight-title retail vehicle-specific 



catalog program to support jobber’s local marketing efforts. 
• Created and launched the Key Parts jobber retail tabloid and point-of-sale 

marketing program. 
• Established a variety of internal mainframe and web-based analytical, process-

improvement, CRM tools and systems that drive sales, growth and profitability. 
• Drove the evolution from print-based marketing programs to digital business-to-

business and business-to-consumer sales and marketing programs with 
corresponding web solutions. 

• Created and launched and managed the KAO customer incentive Trip and 
Loyalty programs. 

• Hosted many large-group meetings and presentations at KAO Big Shows and 
several SEMA Shows to present business and market updates to KAO suppliers. 

• Multiple WD of the Year Awards and SEMA product awards. 
• Earned numerous WD of the Year awards from suppliers over the years under 

my leadership. 
• Graduate of the Wharton School’s Advanced Management Program. 

 
  
4.  Please mark each of the skill categories where you believe you possess a level of 

expertise: 
 

 Manufacturing   Motor Sports/Racing 
X Distribution/Logistics  X Vehicle Shows/Auctions/Exhibitions 
X Supply Chain  X Financial Planning/Management 
 Engineering   Accounting 
X Vehicular/Product Design/Innovation  X Human Resources Management 
X Product Management  X Business Management/ Development 
 OEM Design/Technology  X Sales 
X Brand Management  X Business Technology 
X Advertising  X Data Management 
X Marketing  X Internet Utilization 
X Strategic Planning  X Other (specify): 
X Public Relations   Merger and Acquisitions 
X Crisis Management   People Development / Mentoring 
 Regulatory Compliance   Social Media 
 Legislative/Lobbying   Omni-Channel Supply Chain 
    Affiliate and Loyalty Programs 

 
Part 2 – Personal/Professional Attributes 
 
5. What are your specific areas of expertise?  What unique skills or perspective do you think you 

could bring to the leadership of SEMA?  What business or life experience do you have that 
prepares you to help shape the direction of the industry?  What industry issues are you 
particularly passionate about? 

 
I have had the opportunity to grow and develop my career at Keystone and be instrumental in 
the transition from a family-owned, sub-$100M business through aggressive, growth-minded 
private equity ownership, to the $1.4B division of the publicly held LKQ Corporation today.   
 



During this time in the various leadership roles and functional areas I have been in, I have had 
the flexibility to create and innovate and be a significant part of the management and growth 
strategy of the company. This has come with its share of challenges due to the many changes 
in leadership and the evolution of our culture. This timeline and experience have been the 
environment that established, honed and tested my best attributes. These attributes include 
vision, strategy, execution, drive, ownership, flexibility, self-awareness, market, channel and 
product knowledge, along with supply chain, M&A, personnel development, fiscal responsibility 
and marketing. 
 
I feel my wide-ranging experience and attributes as noted along with a deep understanding of 
all markets and channels, and my ability to market to and create consumer-facing programs 
and systems within the SEMA space, qualify me to be a SEMA Board member to help guide 
the growth of our industry.   
 
I am most passionate about the vision and growth plan for our industry while specifically 
addressing how we raise the bar and onboard more general consumers into our space. In 
addition to this, I am very interested in how our industry thrives as it transitions to a more e-
commerce-based industry in the digital age. 
 
 

6. What would you say is/are your most notable achievement(s) to this point in your career?  
What are you most proud of?   

 
From an achievement standpoint, I feel the best about having developed many programs and 
technologies that have helped both our suppliers and customers grow their businesses. I also 
feel good about my strategic and visionary contributions to Keystone alongside our suppliers. 
From a more personal perspective, I am very proud to have mentored and developed team 
members over the years that have moved on to key leadership roles in the company.   
 
I appreciate the opportunity to run for the SEMA Board of Directors and look forward to serving 
our industry.   
 

  
Part 3 – Industry Perspective 
 
7. What do you consider to be the top opportunities or threats facing the specialty parts 

aftermarket over the next five years?  Try to be specific to industry trends. You may comment 
on macroeconomic issues (inflation, unemployment, health care, etc.) but only if they are 
relevant to your perspective on industry issues. 

 
My top opportunity: Threats facing our industry are as follows. They are not necessarily in rank 
order since they are very different and would have varied impact over separate timelines. 
 
- Vehicle trends and technology shifts: vehicle electrification, ADAS, autonomous vehicles 

and other emerging technologies will reshape the platforms and the way vehicles are 
configured and used. 

- Legislation/regulation and impact on vehicle configuration, modification and the 
performance market. 

- Channel/technology shifts: As the power, influence and reach grows of e-commerce, big 
tech and social giants, there is risk of a redesign of the specialty marketplace. Although 



SEMA as an industry organization might tend to remain agnostic, a sweeping disruption 
could impact many of the entrepreneurial companies that develop the backbone products 
and services the industry exists on. 

- Specialty-market size/growth and enthusiast engagement: There is a certain graying of our 
industry, and we are also competing with other viable options available to the younger 
consumer. We need to make sure we keep pace, onboard younger consumers, and also 
expand our market and product offerings to include lifestyle and other adjacent enthusiast 
activities. 

- The lasting impact the COVID-19 period has/is having on our industry, members and the 
backbone of what drives creativity and innovation. In our business we have seen many 
changes in behaviors and patterns from our suppliers and customers which prompted us to 
evaluate our processes, approach and systems, then make necessary permanent changes 
to keep pace. This coupled with the exaggerated demand brought on by deep supply-chain 
voids could drive an over-correction and eventually put companies at risk based on too 
many adjustments made based on this “false demand” and short-term elevated market 
conditions. It is in the best interest of SEMA and the Board to understand, educate and 
drive improvements through the membership to ensure the necessary adjustments are 
being made to thrive post COVID-19.   

 
8. Of the issues you identify above, which ONE concerns you the most as to how it will impact the 

industry’s future?  What would you do to initiate change to either expedite a positive outcome 
or prevent a potential disaster? 

 
Hopefully you agree with my approach to this answer. I think that the first--vehicle trends and 
technology shifts--over the long-term will be the most impactful but further out.  
  
Although I have thoughts/recommendations on that topic, I am choosing to be more specific 
and answer the third--channel/technology shifts--since much of my experience has been in this 
area. 
 
Over the past few years, we have seen a few very large companies pursue the SEMA space 
more and apply their overarching consumer products approach. This has been accelerated by 
the COVID-19 situation as e-commerce has been a go-to option for consumers. This plus the 
reach and influence of social-media companies can have a lasting impact on what consumers 
are exposed to and how they purchase.   
 
As I mentioned above, we as an industry need to be supportive of equal opportunity; but 
without a watchful eye on these shifts, we could eventually be faced with a very consolidated 
and eroded manufacturer and retailer/installer base that is not made up of product vision and 
an enthusiast and entrepreneurial mindset and drive.   
 
I would suggest and hopefully organize an effort within SEMA that would: 
 
- First think through the role of each key constituent in the supply chain in our industry. 

- Determine the core function and value add of each and what can be done to support/protect. 

- Seek input from members in each role in the supply chain to collaborate on ideas and solutions. 

- Leverage existing and future SEMA initiatives (especially the councils) with the goal of 



strengthening and supporting each member component. Some examples would be training, 
education, marketing, tech tools, as well as exploring other industry’s best practices. 

- Related to my fourth point above, I’d suggest SEMA spearheads more consumer-facing marketing 
to expand the market and control more of the narrative in support of the core channel constituents. 

I appreciate the forum to present my perspective on this and am looking forward to a 
discussion and other views on the topic, no matter what the outcome of the Board process.   
 

 
Part 4 – Association Specific Observations 
9. Do you feel that the Board of Directors and SEMA are currently pursuing the initiatives that are 

critical to our business segment?  What would you place more emphasis on?  What would you 
discontinue?  What would you add? 

 
As I thought about this question, I spent a good deal of time on the SEMA website to make 
sure I was aware of the current initiatives of SEMA, the councils and the Board. What follows is 
my own summary of what I believe these to be. I have broken them down into two buckets. 
Core SEMA functions and more topical/special-interest initiatives.  
 

• SEMA core functions/base initiatives 

o Education/communication 

o Shows/events 

o Government affairs/legislation 

o Councils/member engagement and contribution 

o Manufacturing/product development resources-SEMA Garage 

o Market research/insights 

o Industry data provider/tools that enable member sales 

• SEMA topical/special-interest initiatives 

o Youth engagement and new business entries in SEMA/industry 

o Future technology 

 Vehicle electrification 

 Autonomous vehicles/ADAS 

o PRI role within SEMA and future of racing industry 

o Future of aftermarket and channels in post COVID-19 world 

o Council initiatives 

 Awareness campaigns 

 Education/training/networking/resource guides 

 Emissions compliance 



 SEMA Launch Pad 

 Media Trade Conference 

 Dealer awareness/engagement programs 

 Marketing tools and resources 

 Recognition opportunities 

 Member recruitment 

 Technology tools 

As you can see from what I gleaned, there are many initiative groupings currently in play. 
Unless I missed it, I was not able to see a section of the site that clearly stated what was a 
specific Board and/or SEMA initiative. I feel the process I went through summarized them but 
would be interested to know if I missed any.   
 
I will start by saying that I didn’t really see anything that I would discontinue. I do think some 
topics like education, training and trends seem to have activity at the overarching SEMA level 
and also in the councils and committees. I’m not sure if there is collaboration among all groups 
that work on these topics, but I feel there is an opportunity to consolidate at the broader SEMA 
level and have council and committee members participate. This could lead to more SEMA 
resources and support with more accomplished in the end.  
  
My second thought on the amount of initiatives is I’m not sure if there is a way to measure the 
impact and/or effectiveness. If there currently are measures in place, that’s great, and can lead 
to a way to maybe thin out some that are not driving as much value as intended. If measures 
are not currently in place, it may be a good practice to implement some to then eventually 
evaluate and possibly trim some lesser value-add initiatives.   
 
I feel that SEMA and the Board are doing a good job on the core functions/initiatives as I listed. 
I do think there might be some opportunity in getting the message out more to the membership 
and also beyond membership in hopes of engaging more current and future members. We 
should pursue marketing beyond the current methods to grow reach.   
 
Based on my experience, I feel more emphasis should be placed on the following groups of 
initiatives. These tend to be more technology, future trends and market growth-based. It’s 
logical that areas with more unknowns and further from our comfort zone could need more 
attention.  
 

• Youth engagement and new business entries in SEMA/industry 

• Future Technology 

o Vehicle electrification 

o Autonomous vehicles/ADAS 

• PRI’s role within SEMA and future of the racing industry 

• Future of aftermarket and channels in post COVID-19 world 

• Awareness campaigns 



• Marketing tools and resources 

• Member communication and recruitment 

• Industry data provider/tech tools that enable member sales 

Lastly, regarding additions and in keeping with my thoughts in question eight, I feel there 
should be a formal initiative added that works on the health, integrity and future of the 
industry’s channel structure and member roles and responsibilities. 
 
I also feel there should be an initiative based on expanding our coverage into adjacent spaces, 
particularly in the active-lifestyle and outdoors segments. Overlanding is a great example of an 
emerging lifestyle segment that is closely related to our industry and needs to be adopted and 
cultivated. This also has a strong tie to onboarding new and younger consumers and 
businesses since this space and other active-lifestyle/outdoors segments are expanding 
rapidly now and have a younger demographic.   
 

10. As a SEMA Board member how do you feel you would be uniquely qualified to help address 
the issues you identified above?  

 
In my 37 years at Keystone, I have had the opportunity to grow and develop and be 
instrumental in the transition from a family-owned business through several aggressive, 
growth-minded, private-equity ownerships, to now a division of the publicly held LKQ 
Corporation. Through this time in my various leadership roles touching many different 
functional areas of the business, I have been able to create and develop programs and 
systems, organize and lead people, and improve processes through project management.  
 
I feel this experience plus my drive, leadership and passion for improvement and growth 
position me well to work with the SEMA team and Board to proactively address issues, help 
protect the core value of our membership, and shape the future of our industry. 
 

11.  What do you see as SEMA’s weaknesses?  
 

I view most of these as more of an opportunity to improve than a sheer weakness:   
 

• Diversification beyond the physical SEMA Show to drive impact and innovation for the 
industry. 

• Communication to existing and potential members. The ability to use current digital 
marketing tools to further the message, activities and benefits to a broader industry 
audience. 

• Consumer awareness and reach on behalf of the industry and membership. Raising the 
water level. 

• Onboarding and engagement of younger consumers, business and entrepreneurs. 

• Entrance and penetration of adjacent markets and product categories.  

• Need for more focus and attention to the structure, integrity and protection of the 
industry’s channels and go to market approach. 

• The organization can tend to be too conservative and agnostic at times. I have seen 



other industry organizations be more proactive in driving growth and improvements. 

• Seem to be behind from technology standpoint based on the size of the organization 
and industry. The website could be more robust and there should be more digital and 
technology tools developed for the membership. 

 
12.  How about its strengths? 

 
SEMA’s strengths and strong points include… 
 

• The magnitude and impact the SEMA Show has on the industry. 

• The size and scale of the SEMA organization with its broad platform of activities and 
initiatives. 

• Passionate enthusiast membership base with a strong entrepreneurial mindset.  

• Robust legislative and government affairs divisions. 

• Good relationships and collaboration with the OEs. 

• Deep manufacturing and product development resources–SEMA Garage. 

• Industry data tools/provider–SDC. 

• Broad membership volunteer participation in councils, activities and initiatives. 

 
13. If you were chosen to chair the Long-range Planning Committee, which topics or issues would 

you want your committee to be deliberating on? 
 

Over my career I have had a keen interest and been very involved in vision, strategy and long-
term planning. I would welcome the opportunity to engage in and lead discussions on these 
topics: 
 

• Lessons learned from COVID-19 period to determine necessary 
adjustments/improvements needed within the SEMA approach and initiatives.  

• Youth engagement and new business entries in SEMA/industry. 

• Future technology…vehicle electrification, autonomous vehicles, ADAS. 

• PRI’s role within SEMA and future of the racing industry. 

• Awareness campaigns, marketing tools and resource evaluation, best practices and 
opportunities. 

• Member communication and recruitment evaluation, best practices and opportunities. 

• Industry data provider/tech tools that enable member sales. 

• Entrance, expansion and penetration of adjacent market segments and product 
categories.  

 



Part 5 – About You 
 
14. Questionnaires can be very limiting.  In the space below, share with us anything we didn’t ask 

that you believe will help the Nominating Committee develop a better understanding of you as 
a candidate: 

 
First and foremost, I appreciate the opportunity to pursue a seat on the SEMA Board of 
Directors and am enjoying the process and approach SEMA and the nominating committee are 
using to present candidates to the membership.  
 
Instead of recapping much of my experience, qualifications and attributes that I feel make me a 
great candidate in this section, I have pasted below portions from my first submission serving 
as an efficient way for you to review. 
 
With the tactical details below for your perusal I will focus more on what is personally driving 
me in my bid for a seat on the Board.    
 
Many years ago, I was afforded the opportunity to attend and graduate from the Wharton 
School’s Advanced Management Program. Even though I learned a ton that was business 
related, I have to say my greatest takeaways were about me personally and how important 
knowing yourself and your teams are to building and maintaining a successful, thriving 
business and associated culture.  
 
During the program I experienced three profound life-changing programs: A Myers-Briggs 
personality profile and in-depth study and review of the results, a very detailed 360-degree 
review involving many internal and external contributors with results reviewed in one-on-one 
coaching, and lastly sessions that covered the “Seasons of One’s Life and Career.” Given I 
was in my early 40s at the time and still advancing my career, all three were very impactful and 
helped make some adjustments and shape me going forward.   
 
During the third program on “Seasons of Life and Career” I learned that over time your 
objectives naturally change as you grow older and you need to adjust your approach regarding 
your personal style and how you develop and utilize your team. This has helped me transition 
over the time since Wharton to spending more time developing teams, building a bench and 
giving back. I have gained great satisfaction mentoring and guiding many folks within the 
business (and externally) and watching them grow within the company and take on more 
responsibility.   
 
Now at the current season of my career, as I think about my current and future goals, I have 
concluded that I can continue to share, mentor and vision cast but from a broader external 
perspective and do so at the SEMA Board level. This would expand my sphere of influence 
and create the opportunity for industry leaders and member companies to benefit from my 
experience. And in the end by helping the industry and its organization it also helps protect the 
future of our team that will have the reigns of the company down the road. 
 
Lastly, I would like to give you some more insight on me personally. I am happily married to my 
lovely wife Karen and have two daughters, Julia and Livia, and two stepdaughters, Madison 
and Makenzie. Given the years between both pairs, it has been interesting to see the changes 
technology and approach have had on how youth interact today.  
 
I have a very strong moral fiber and hold family in high regard. I grew up in 
Nebaska/Pennsylvania and am a descendant of hard-working immigrants that instilled in me a 



strong work ethic and sense of pride. I am a very driven and competitive person with a passion 
for the outdoors, travel and active lifestyle. Spent many years training and competing 
recreationally in outdoor sports like mountain biking and trail running. I love to cook especially 
traditions within my ethnic heritage. I have a keen interest in new and emerging developments 
across many topics like technology, sports, home improvement and, of course, cars. 
  
Given I’m presenting to a passionate car-enthusiast group, I would say that I have always had 
a love for cars and over the years have had the opportunity to own a few “drivers” cars. I’d 
label me a “car guy” and consider myself the perfect customer for our industry. Deep interest 
and enthusiast, but not able to do the work myself. So knowing what I want and finding 
qualified folks to do the work is very important to me.    
 
Hopefully, this in addition to my bio below gives you a good sense of who I am, why I am 
seeking the Board position, and why I feel I will be a great addition to the SEMA team.  
 
I sincerely appreciate the opportunity to run for the SEMA Board of Directors and look forward 
to serving our industry. I am also looking forward to connecting live as we progress through the 
interview process.   

 
Larry Montante Bio: 
 

Larry Montante 
VP Category Management  
Keystone Automotive Operations, a Division of LKQ 
Corporation 
 
About 
37 years in the Specialty Automotive Aftermarket and 10+ years in the RV Industry Aftermarket in 
various leadership roles including Category Management, Marketing, Inventory Management, 
Purchasing, eCommerce, M&A, Sales, Business Analytics, Pricing, Events, Retail, and Operations. 
 
Additional experience / contribution over time though the company's high growth track and evolution 
from a family owned business through a phase with several private equity owners and currently as a 



division of LKQ Corporation. 
 
With most of career centered around onboarding / driving / marketing products from supplier through 
retailer to consumer afforded the opportunity to originate / develop / contribute to several unique 
programs / systems like B to B websites, B to C customer affiliate programs / websites, Digital B to B 
sales and marketing platforms, Loyalty incentive / trip programs, and Full Line and Vehicle Specific 
Digital and retail print media  
 
Experience 
 
Keystone Automotive Operations 
Total Duration 37+ yrs 
 

o Position - VP Category Management 
Jan 2010 – Present 
Duration - 11 yrs 
Leading all Category Management, Supplier Relations, Inventory Management, Purchasing, Supplier 
and Customer Pricing, and Product Master Data activities. Key stakeholder / contributor to 
Marketing, B to B Digital. and eCommerce activities. Key stakeholder and founder of the PartsVia B to 
C customer Affiliate and Loyalty Programs.  

o Position - Vice President Marketing 
Jan 1999 – Jan 2010 
Duration - 11 yrs 
Led all Marketing, Promotional, Branding and Events activities. Key contributor to the architecture, 
construction, design, and launch of B to B web platform. Led Marketing and Promotional activities 
specific to company's geographic and acquisition expansion. 

o Position - Director of Marketing 
Jan 1992 – Jan 1999 
Duration - 7 yrs 
Started the KAO Marketing Org and led all Marketing, Advertising, Publishing, Promotional and 
Event activities. Launched unique Marketing tools, Affiliate Program, publications, and Customer 
Incentive Trip program. 

o Position - Category Manager 
Jan 1986 – Jan 1992 
Duration - 6 yrs 
Category Manager / Buyer responsible for the growth plan, assortment, inventory management, 
purchasing, and marketing of a 100+ suppliers. 

o Positions - Operations and Sales 
Jan 1984 – Jan 1986 
Duration - 2 yrs  
Started with the company in Operations as part of the inbound receiving team then transitioned to 
Sales managing growth for a set account base.  

 
Education 
 

https://www.linkedin.com/company/keystone-automotive-operations/
https://www.linkedin.com/company/keystone-automotive-operations/
https://www.linkedin.com/company/keystone-automotive-operations/
https://www.linkedin.com/company/keystone-automotive-operations/
https://www.linkedin.com/school/19329/?legacySchoolId=19329
https://www.linkedin.com/school/19329/?legacySchoolId=19329
https://www.linkedin.com/company/keystone-automotive-operations/�
https://www.linkedin.com/school/19339/?legacySchoolId=19339�
https://www.linkedin.com/school/19329/?legacySchoolId=19329�


o The Wharton School Advanced Management Program 
 

o Villanova University 
 

Skills / Proficiencies 
o Strategic Planning 
o Project Management 
o Product Development 
o Business Development 
o Marketing Strategy 
o Mergers and Acquisitions 
o Inventory Management 
o B2C Retail 
o Business Process 

Improvement 

o Pricing Strategy 
o Strategy 
o Merchandising 
o B2B Commerce 
o Sales Process 
o Account Management 
o Sales Management 
o Sales & Marketing 
o E-commerce 
o Web Project Management 

o Negotiation 
o Affiliate Marketing 
o Omnichannel Marketing 
o People Development 
o Mentoring 
o Team Building 
o Leadership

 
 
 

https://www.linkedin.com/school/19329/?legacySchoolId=19329
https://www.linkedin.com/school/19339/?legacySchoolId=19339
https://www.linkedin.com/school/19339/?legacySchoolId=19339
https://www.linkedin.com/school/19339/?legacySchoolId=19339
https://www.linkedin.com/school/19339/?legacySchoolId=19339
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,22)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,24)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,23)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,1465701825)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,21)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,17)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,20)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,1375302554)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,1375302554)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,1375303757)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,12)/
https://www.linkedin.com/in/larrymontante/detail/skills/(ACoAAAOKRbYBLF5QmFEkKwiJgB2S0IHt3akMcYY,13)/
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	About
	Experience
	Keystone Automotive Operations
	Total Duration 37+ yrs

	o Position - VP Category Management
	Jan 2010 – Present
	Duration - 11 yrs

	o Position - Vice President Marketing
	Jan 1999 – Jan 2010
	Duration - 11 yrs

	o Position - Director of Marketing
	Jan 1992 – Jan 1999
	Duration - 7 yrs

	o Position - Category Manager
	Jan 1986 – Jan 1992
	Duration - 6 yrs

	o Positions - Operations and Sales
	Jan 1984 – Jan 1986
	Duration - 2 yrs
	Started with the company in Operations as part of the inbound receiving team then transitioned to Sales managing growth for a set account base.


	Education
	o The Wharton School Advanced Management Program
	o Villanova University

	Skills / Proficiencies

