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�Q��INTERNATIONAL

�Q��Baja Designs Operations Manager Trent 
Kirby (second right) and Sales Representa-
tive Heather Kirby (second left) also attended 
the Australia program. “SEMA Australia 
provided Baja Designs with direct connec -
tions to the automotive industry, which 
would be impossible to capture through any 
other outlet,” Trent said. “The amount of 
knowledge we took back with us regarding 
lighting applications, how enthusiasts make 
purchases and their current lighting needs 
provided Baja Designs with a competitive 
advantage while allowing us to invest in the 
market with confidence. We look forward to 
attending next year.” 

�Q��Kyle Wickenheiser (right), manager of 
global business development for Keystone 
Automotive Operations Inc., represented 
one of the 20 SEMA-member companies 
that participated in the exploratory visit to 
Australia to meet with pre-vetted buyers 
and explore the potential for U.S. products.

�Q��Warrior Products President Tom Richardson (right) and Gail Richardson met with buyers 
and discussed the company’s wide array of product for Jeeps, FJ Cruisers, Tacomas and 4x4s. 
“The buyers we met at the show were very excited about the possibility of having the oppor -
tunity to purchase from Warrior directly,” Richardson said. “There is potential for sales in 
Australia even though the market is small. The nice thing is that the Aussies love their autos.”

�Q Jason Mrachina (right) vice president of sales for Dee Zee Inc., met with pre-vetted buy -
ers attending the first SEMA Australia program. “These SEMA trips to smaller markets are 
a key part of our export strategy going forward,” Mrachina said. “It’s a cost-effective and 
easy way to visit existing and potential customers that we would otherwise see only at the 
SEMA Show Las Vegas. We trust SEMA to help us get started in these markets. By going 
on the trip, we were able to quickly and cost-effectively evaluate the market opportunities 
for Australia. I would recommend these types of trips to anyone who is curious about the 
market potential of a region. They are ideal for companies that have little or no presence 
in the market, since you will be exposed to a variety of pre-vetted buyers. You also get a 
sense of the vehicles and preferences of consumers in the market.” A common comment by 
participants was the usefulness of meeting with other SEMA members interested in growing 
their export business. “The best part of coming home is networking with the other manu-
facturers who were on the trip,” said Mrachina. “It’s amazing the contacts that you make on 
these trips. Some of the most surprising benefits were the result of conversations we had 
with other SEMA members about current business in North America.”

�Q�� Kooks Headers & Exhaust representa -
tives Jack Tese (left), international business 
development, and Chris Clark (second from 
left), director of sales & marketing, discussed 
their line of headers and exhaust systems 
for late-model musclecars and trucks with 
potential customers. “The Australia program 
is a must for companies that are beginning 
or continuing development in Australia and/
or New Zealand,” Tess said. “Rarely do you 
get the opportunity in a country that large 
to have preselected buyers in one place and 
in several different settings for a few days. 
The program allows you to connect with the 
market through players in the industry and 
firsthand experiences.”
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n Truck Hero Inc. representatives Alfonso Elisea (right), international sales, and Sally 
Goldberg (seated), director of international sales, met with a trade buyer attending the 
SEMA Australia event. Goldberg noted the positive perception of U.S. products. “The Aus-
tralian buyers welcomed the U.S. manufacturers with great enthusiasm,” she said. “The 
demand for high-quality product appears to be rising, and the desire to fulfill that demand  
was apparent.” 

n ROUSH Performance representatives (from left) Tim Wheeler, vice president of global sales, Tim Schultz, sales director, and Gary 
Jurick, president, talked with many buyers lined up to learn about the firm’s performance products that fit Ford, GM, Chevy and Dodge 
vehicles. ROUSH is one of a growing number of SEMA-member companies that have participated in multiple overseas business-devel-
opment programs. ROUSH has participated in the China and Middle East programs in addition to this first trip to Australia.

n Gibson Performance Corporation’s Shawn 
Gibson (right), vice president, and Rory 
Connell (center), vice president of sales, dis-
cussed the company’s performance exhaust 
and headers for street, off-road and marine. 
“Although Australia is a developed country, 
there is a huge opportunity for American 
manufacturers due to the lack of suffi-
cient aftermarket parts distributors in the  
country,” Connell said. 

n Attending the program (from left) were 
Erika Garcia of BOLT Locks by STRATTEC, 
Josh Abbott of Borla Performance, and 
Kyle Wickenheiser of Keystone Automotive 
Operations. 
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n Erika Garcia (center), sales manager of 
BOLT Locks by STRATTEC, joined 19 other 
exhibitors in gathering buyer leads that 
they were planning to follow up when they 
returned to the United States. 

n Hellwig Products was represented by Mike Hallmark (right), West Coast international 
sales manager, and Melanie Hellwig White (second from right), vice president. The com-
pany manufactures suspension load- and sway-control products for trucks, SUVs, muscle-
cars and RVs. “Buyers in the market were really excited to have us there, and we had great 
turnouts at our events,” White said. “We walked away with great leads.” 

n John McLeod (left), owner of Classic 
Instruments, discussed his company’s 
extensive line of aftermarket automotive 
gauges and instrumentation products. “I 
really believe that our first SEMA business 
development program was an excellent 
start to building a solid foundation for rela-
tionships with businesses from the United 
States and Australia.
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SEMA PAC SUPPORTS THE CAR GUYS
IN CONGRESS WHO SUPPORT YOU!

BECOME SEMA PAC APPROVED FOR FREE!

ASK WHAT YOU CAN DO
FOR YOUR FUTURE!

ASK NOT WHAT SEMA 
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Turnkey package includes booth space, measuring session featuring local 
accessory-friendly vehicles, meals and hotel accommodations.

The 2017 SEMA Middle East Business Development 
Conference will be held at the Custom Show Emirates.

Registration Opens in November
www.SEMA.org/MiddleEast
Contact Linda Spencer at lindas@sema.org 
for more information.

MEET TOP BUYERS FROM THROUGHOUT THE REGION
SELL TO THE MIDDLE EAST

March 28 – April 1, 2017  •  Abu Dhabi, UAE


