PROJECT NARRATIVE

a. Executive Summary
Applicant

ITA and Other Federal Collaborators

Specialty Equipment Market Association (SEMA)
Diamond Bar, CA / www.SEMA .org

(staff with a logical stake in project success)

Industry and Analysis

Office of Transportation & Machinery/Automotive Team
(Tom Sobotta, Automotive Team Leader; Elizabeth Couch, International Economist; Elena Mikalis, Senior Policy Analyst)

» U.S. Embassy-Abu Dhabi, United Arab Emirates
(John Simmons, Commercial Counselor)

» U.S. Consulate General-Dubai, United Arab Emirates
(Robert Bannerman, Principal Commercial Officer)

+ U.S. Embassy-Beijing, China (Joshua Halpern,
Commecrcial Officer and Danicl Green, Dircctor,
Trade Facailitation Office)

» U.S. Consulate General-Shanghai, China
(Terri Tyminski, Commercial Officer)

¢ U.S. Embassy-Moscow, Russia (Robyn Kessler,
Commercial Attaché —-Moscow, and Acting Commercial
Counselor — Kazakhstan)

+ U.S. Embassy-Minsk, Belarus (Patrick Walsh,
Office of Russia, Ukraine and Eurasia at headquarters)

Exports: Award Period
Four Years After Award Period

Foreign Markets Targeted

U.S. Industry
Project Description

Global Markets

+ U.S. Embassy-Baku, Azerbaijan
(Michael Durnan, Economic Officer)

* U.S. Embassy-Thbilisi, Georgia
(Anson McLellan, Economic Officer)

» U.S. Export Assistance Center in Ontario, CA
(Eduard Roytberg, Senior International Trade Specialist
and Global Automotive Team Leader)

+ Office of China and Mongolia
(Jim Pruitt, International Trade Specialist)

* Office of the Middle East and North Africa
(James Cramer, International Trade Specialist;
Steven Garrett, International Trade Specialist)

* Office of Russia, Ukraine and Eurasia
(Kenneth Duckworth. Commercial Officer)

$40 million
$200 million

+ Russia and the NIS which could include: Armenia, Azerbaijan,
Belarus, Georgia, Estonia, Kazakhstan, Kyrgyzstan, Latvia,
Lithuania, Moldova, Tajikistan, Turkmenistan, Ukraine and Uzbekistan

* People’s Republic of China (China)

» The Middle East/United Arab Emirates (UAE) and nearby
countries: Bahrain, Kuwait, Oman, Qatar and Saudi Arabia
as well as Lebanon, Egypt and Jordan

Automotive Specialty-Equipment

1. Organize annual one-on-one business development
conferences in the Russian region (Russia +NIS)

2. Organize overseas international vehicle measuring sessions in

Russia, the UAE and China. Participating U.S. manufactur-

ers would have access to vehicles popular in these key export

markets but not available in the United States. During a day-
long event participating U.S. firms would be able to measure
one or more of these vehicles in a start-of-the-art garage
equipped with lifts, measuring tools and a highly skilled staff
in order to create export-ready product. The event would
include a networking reception with key buyers who will be
an invaluable resource as to the demand for products for
which vehicle application.

Create a global vehicle parts lending library/CAD-CAM

database of vehicles popular overseas but not sold in the

United States. SEM A will make available design drawings

of the key vehicles with overseas appeal as well as a lending

library of key components of these overseas-only vehicles in

order to assist members in creating product.

4. Regularly publish information on these promising markets in
SEMA publications.

5. Serve as a one-stop shop resource for U.S. manufacturers
regarding regional markets; information on vehicle registrations;
relevant laws/regulations; and information on the distribution
networks and local opportunities/challenges to selling U.S.
products into each of these markets.

6. Work with government officials in each of these markets
to seek pro-industry regulations which allow U.S. products
equal access.

»
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b. Background
(1) Competitive Position of U.S. Industry and Market Potential

a. The Industry

The 50-year-old automotive specialty-equipment industry, which supplies products to upgrade and
personalize cars and light trucks (SUVs and pickups), grew to $33.4 billion in 2013 sales, a 6.7% increase
from the previous year and the fourth consecutive year of growth. The scope of the market is defined as
one based strictly on discretionary purchases—a sector distinct from the automotive replacement and
maintenance products designed to replace OE parts as they become worn or damaged. Accessories are
parts made for comfort, convenience, performance, safety or customization, and are designed for add-on
after the original assembly of the motor vehicle.

Retail Sales
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The specialty-equipment industry is an important U.S. economic engine, creating an estimated one
million jobs generated by thousands of privately owned, mostly small-sized firms. In fact, the average
SEMA-member company has annual sales of up to $1 million and employs 20 or fewer employees.

Geographically, specialty-equipment firms are located in all 50 states. However, California continues
to have the largest concentration of companies involved in this sector followed by the South Atlantic,
which includes Florida and South Carolina.

Some of the better-known specialty-equipment companies include B&M Racing and Performance,
Hedman Manufacturing, Edelbrock Corp. and K&N Engineering Inc.
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b. Specialty Equipment Market Association (SEMA) History & Services

Headquartered in Diamond Bar, California, the Specialty Equipment Market Association, known by
the acronym SEMA, is the only nonprofit trade association in the United States serving the specialty
automotive aftermarket. Founded in 1963, the association currently has 6,451 member companies. The
association’s 116 employees are based in the Southern California headquarters as well as branch offices
in Washington, D.C., and Detroit, Michigan. Regarding membership categories, the largest number is
manufacturers, though the association serves the breadth of the industry, including those involved in the
distribution and sale of specialty products.

The association provides a wide range of services to members but is perhaps is best known for the
annual trade show, the SEMA Show. Noted as the single largest annual United States gathering of small
businesses, the association produces the world’s largest trade show serving the specialty-equipment
market. Held annually since 1967, the SEMA Show, a part of Automotive Aftermarket Industry Week
(AAIW), attracts more than 126,000 professionals from more than 100 countries. Held in Las Vegas,
Nevada, the show features more than 2,300 exhibitors and is the venue each year for more than 1,500
new-product releases. The SEMA Show has evolved into an important venue for U.S. companies to
network with overseas buyers as the Show attracted record numbers of international numbers of
distributors and retailers in 2013—25% of all buyers at last year’s Show came from abroad.

In addition to the Show, SEMA serves as the industry’s source for research on trends and market
information and provides its members with year-round access to educational and technical resources,
legislative and regulatory advocacy, industry publications, international business development and
business-to-business events.

SEMA’s Export Initiatives

Over the past two decades, the association has developed a successful track record regarding its
overseas work. SEMA places a high priority on assisting SEMA-member companies diversifying their
customer base and assisting its members take advantage of the huge export opportunities as the global
demand for the automotive industry's products soars. As the typical SEMA-member company has a
relatively small staff and modest budget compared to larger firms, SEMA’s export programs and services
serve as an extension to their staffs and fill a vital void by providing needed global expansion resources.

For SEMA members, new geographic markets offer opportunities to create new revenue streams
and reach new customers. Numerous studies have shown that exporters outperform non-exporters in terms
of wages, productivity and innovation and, equally important, this diversification can make firms more
resilient during economic downturns. SEMA assists U.S. companies to identify strategic markets and
guide its members along the way. Our initiatives include everything from international research to
identify developing markets, to working with international officials on legislative issues, to creating
venues for SEMA members to connect with international buyers, to trade missions to key countries
throughout the year. Additionally, they include importing vehicles popular outside the United States but
not sold in the United States in order to assist U.S. companies create export-ready product are just some
of these efforts.
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A partnership with the U.S. Department of Commerce enhanced with a 2011 Market Development
Cooperator Program (MDCP) award was a key factor to growing our range and depth of our programs
beyond the traditional markets to which U.S. manufacturers export markets of Europe, Australia and
Japan to promising emerging markets. Since September 2011, nearly 300 U.S. companies have traveled to
China and/or the Middle East with SEMA, and/or have measured vehicles popular in key overseas
markets but not sold in the United States in order to create export-ready product. Export sales, by
participants in our one-on-one programs in the Middle East and China has resulted in more than $31
million in sales by participating companies.

Export Sales Reported By MDCP Recipients/SEMA Programs

Time Quarterly China Middle East Totals by
Period Totals Totals Quarter

2011 4Q Oct-Dec 2011 $1,598,059.00 $1,598,059.00
2012 1Q Jan-Mar 2012 $916,954.96 $916,954.96
2012 2Q Apr-June 2012 $1,070,193.71 $1,422,048.74 $2,492,242.45
2012 3Q Jul-Sept 2012 $523,209.00 $1,503,170.23 $2,026,379.23
2012 4Q Oct-Dec 2012 $1,146,172.26 $1,584,790.77 | $2,730,963.03
2013 1Q Jan-Mar 2013 $1,104,364.12 $3,795,553.18 $4,899,917.30
2013 2Q Apr-Jun 2013 $2,224,611.00 $2,837,671.12 | $5,062,282.12
2013 3Q Jul-Sept 2013 $2,561,046.20 $3,124,020.08 $5,685,066.28
2013 4Q Oct-Dec 2013 $3,102,843.36 $2,538,357.19 | $5,641,200.55
?;’fa‘;‘: $14,247453.61 | $16,805,611.31 | $31,053,064.92

Please note: U.S. companies receiving grants to defray the cost of participating on the one-on-one
programs are required to provide export sales figures quarterly for a 12-month period. We have 100%
participant compliance, but the figures are understated in that companies are required to report export
sales only for the 12 months following receipt of the subsidy.

Thirteen U.S. manufacturers which have participated on the SEMA China and/or SEMA Middle East
have also won U.S. Department of Commerce Export Achievement Certificates for their increases in
export sales to these markets. These awards were presented by U.S. Department of Commerce officials at
the 2012 and 2013 SEMA Shows.

In addition to our efforts to create networking events for U.S. manufacturers and local buyers, SEMA
has been actively seeking to improve the overseas regulatory climate governing the use of specialty
products. Through our work with foreign governments and local stakeholders, we can point to important
regulatory/legislative victories in each of these markets. We have, in each case, succeeded in impacting
laws and regulations which would unfairly penalized U.S. companies or severely limit the ability for
consumers to customize their vehicles. We are currently working with the United Arab Emirates (UAE)
government to develop laws governing our industry and have met with Chinese officials for similar
purposes.
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Our international efforts were significant enough for SEMA to be selected in 2013 for the Presidential
Export Service “E” Award. “SEMA has demonstrated a sustained commitment to export expansion,” said
Acting Secretary Rebecca Blank in her congratulatory letter. “The ‘E” Awards Committee singled out
SEMA’s International Vehicle Measuring Program as well as our legislative initiatives. Regarding the
legislative work noted Blank in the award notification, “The organization’s work to support the
developing legal frameworks for emerging specialty-equipment industries in China and UAE was
particularly compelling. SEMA’s achievements have undoubtedly contributed to national export
expansion efforts that support the U.S. economy and create American jobs.”

Our overseas efforts—SEMA actively searches for additional markets where passion, market
conditions and the vehicle mix indicate good potential for our members’ products—increasingly point to
emerging markets. Our decision to our expand our program to the Chinese and Middle East markets has
proven to be a good one as U.S. manufacturers are finding immediate sales and even greater promise.
Building on our emerging market program, the next promising market that we have identified is Russia
and the surrounding NIS countries, and we seek to partner with the U.S. Department of Commerce to
explore this new region. We look at a number of key factors in selecting markets to target: passion for
customizing; sufficiently large country/population; sufficient middle/upper class to afford customization;
and the ability to begin to communicate with government officials and/or when the laws regarding
customization are non-exist or not well developed. All are present in the Russian/NIS region.

a. Choice of Russia as Target Market

i. Factors Influencing the Potential of the Russian Specialty-Equipment
Market

e Size of the Market/Potential for Further Growth: Russia ranks sixth in the world in terms of
annual passenger-vehicle sales. The country’s auto market has rebounded from the 2008-2009
recession with new-vehicle sales for 2012 up 11% from the previous year, which makes Russia
the second-largest European vehicle market. With 2.9 million passenger vehicles sold last year,
the country is quickly gaining on Germany—the top market in Europe—and many experts
estimate that the positions will flip between these two countries in the next few years.

e Size of the Specialty-Equipment Market: Given the newness and fragmentation of the

market, there are very few meaningful numbers. We received a number of estimates that th

which are widely considered to be quite considerable. eBay has privately 1dentitie
one of its top four markets in terms of sales of U.S. sellers to Russian buyers.

o Huge Pent-up Demand to Purchase Vehicles and Other High-Ticket-Price Items. Unmet
Demand: There are now 38.7 million passenger vehicles on Russian roads but with a
population of 140 million, Russia has far fewer passenger vehicles per capita—30% the rate as
in the United States. As more Russians enter the middle class, the growing number of motorists
in the market for a second vehicle in the passenger-car market in Russia could grow by another
1 million vehicles annually and top 3.5 million sales, according to PricewaterhouseCoopers,

Thi e includes proprietary information, identified between brackets [], the release of which would cause competitive harm
is pag
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whose research team also estimates that the number of new-car sales in Russia in the next 10
years will be equal to all of the cars on the road today.

e Growing Discretionary Income: Russia has the highest gross domestic product per capita
among the members of BRICS. “[By] 2020, Russia should be one of the biggest consumer
markets on a global basis,” said Russian Machines Chairman Siegfried Wolf in a Just-
Auto.com interview. The company also owns the GAZ Group automotive division. Per capita,
Wolf said, Russia has double the income of the Chinese—$20,000 compared to $11,000—and
India is at about $6,000. According to a recent Ernst and Young report, Russia also has a bigger
share of high earners (annual income above USD $50,000). Fifteen percent of households fall
into this bracket, three times more than that in Brazil.

o Passionate and Growing Car Culture is readily evident in Russia with its consumers
embracing vehicle personalization.

e Appetite for Off-Roading. Bad roads and open countryside create strong demand for off-road
products. Driving off-road for recreation is extremely popular and and hobbyists are good
customers for product that enhances the functionality of these vehicles on unpaved roads
whether for hardcore adventures or to head to their dachas over poorly maintained or non-
existent roads.

o Popularity of SUVS/Pickups: SUVs represent the largest- and fastest-growing automotive
sector in Russia, making up 31% of all passenger sales in 2012. Nearly one-third of all
passenger-vehicle sales were SUVs—more than double the rate of SUV sales throughout the
rest of Europe.

e Positive Perception of U.S. Products: According to the U.S. Department of Commerce’s
“Doing Business in Russia: 2013 Country Commercial Guide for U.S. Companies” report,
“Aftermarket sales of replacement parts and accessories are dynamic, with high customer
receptivity to U.S. products. Many U.S. brand names are well known and sell strongly in
Russia. Some of the ‘Made in the U.S.A.” products that Russian motorists seem to favor are
lubricants, automotive chemicals and off-road accessories.” This positive perception was also
evident during conversations with a large number of top Russian resellers of specialty products
during two SEMA planning trips to the region as well as with Russian/NIS buyers attending the
2013 Las Vegas SEMA Show. Wholesalers and retailers we met were generally enthusiastic
about carrying U.S. products. Many didn’t yet have the opportunity to meet with U.S. firms but
were interested in doing so. We heard repeatedly that there are not enough American products
on the market and that their Internet-savvy customers are seeking American products, and if

“ their shops don’t carry these products that the consumers will buy their U.S. performance
products from eBay or other online sources.

o Spreading U.S. Entertainment Industry Is a Positive Factor: Local enthusiasts are
increasingly aware of and deliberately seek U.S.-branded products aided by TV shows, such as
TLC’s “Overhaulin’” KpyToit Tioruar (Krutoy Tuning), MTV’s “Pimp My Ride” Tauxy ua
npokadky (Tachku na prokachku) and Universal Studio’s The Fast and the Furious ®opcax
(Forsazh. They play an important role in generating interest in American-style tuning. As brand
awareness and education among consumers and the trade continues in both markets, U.S.
brands are bound to benefit.
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e Distribution System in Early Stages/Fragmented: The specialty-equipment markets in
Russia are still in its early stages with a new and fragmented distribution system. U.S.
manufacturers still have the opportunity to get into the Russian/NIS markets during these early
days.

e U.S. manufacturers Interest in the Russian/NIS Market: SEMA, in cooperation with the US
Department of Commerce, is organizing an exploratory trip to Russia. We want to use this first
trip to get a better sense of the market and identify any unique issues that might affect how we
shape the new program. We are limiting this pilot project to 10~12 experienced U.S. exporters
to help us shape a potential 2015 program.

Local Competitors

To date, Russian manufacturers produce only some basic styling products. They have typically not
ventured into the more complicated styling or performance sector.

Third country Competition

The Australian specialty-equipment companies have developed early market share in Russia. Factors such
as strong federal and state government support of their firms seeking to export to Russia (and worldwide)
and the benefits of a similar vehicle park has enabled Australia to get a lead. Ironman and ARB are
among the most popular Australian specialty products being sold. German companies include Brabus

and Eibach.

Regional Program

We seek to make this a regional initiative versus a Russia-only program, including the NIS countries such
as Armenia, Azerbaijan, Belarus, Georgia, Estonia, Kazakhstan, Kyrgyzstan, Latvia, Lithuania, Moldova,
Tajikistan, Turkmenistan, Ukraine and Uzbekistan.
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Additional Opportunities (not addressed above)

Chrysler Jeep Wranglers: One of the most accessory-friendly vehicles of all time is being sold for
the first time in Russia with Jeep dealers eager for aftermarket products to customize new
vehicles before leaving the showroom. U.S. firms are the leaders in aftermarket products for
Jeeps ranging from suspension to lighting to performance exhaust products and bumpers.

Two Russian Models: The UAZ Hunter and the UAZ Patriot are extremely popular with young
enthusiasts and for taking off-road, but there is a dearth of aftermarket products for these
vehicles. While it’s been announced that another Russian branded vehicle, the Lada, has been
scrapped, the UAZ continues to enjoy strong sales as the vehicles are relatively inexpensive and
easy to work on—similar to vehicles that helped spur the start of the U.S. industry 50 years ago.
UAZ dealers are eager for U.S. products. Australian companies currently supply some product for
the UAZ, but the dealers are eager for additional aftermarket options.

Vehicle manufacturers appear to be focusing less on dealer restrictions for selling aftermarket
products, and so dealers are starting to customize vehicles in their showrooms with aftermarket
product.

Challenges

@

Fragmented Distribution: The challenges lie with the fragmented distribution system (a strange
convoluted process for getting products in the country) Few resellers are stocking significant
amounts of product resulting in the need to order upon demand. Most shops have not yet made
investments in their outlets, resulting in some very basic shops with little display space.
Tariffs/taxes/cumbersome import regulations raise the price on imported U.S. specialty
products through resellers typically work through large import houses, which makes these costs
more managable

The Laws regarding customization are unclear though most companies do not find either of
these more than a nusiance.

Project Description

SEMA Russia One-on-One Business Development Conferences

A 2V%:-day Program Core Program. Exhibitors will participate in a U.S. Embassy
briefing/dinner, visit local specialty shops, participate in an evening networking event with buyers
from throughout the region followed by a day-long table-top display at a local show or in a
standalone program at a hotel ballroom.

SEMA will organize a pilot trip for a limited group of experienced U.S. exporters May 21-24,
2014, to lay the ground work for a potential program. We are getting a lot of interest from
members to travel with us on this pilot program to Moscow. We will take approximately 10-15
companies on this trip with the first full-fledged trip to Russia contemplated for May 2015. We
were successfully able to expand our current grant to include a “pilot project” to Russia. This
allows us to use grant funds to provide a grant to qualified participants but enables us to remain
eligible for a possible second MDCP grant covering the Russian market. We anticipate this
becoming an annual event.
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e Given that the specialty-equipment markets are new in both markets, the laws are only just being
created and the distribution system is only being developed, we believe that the one-on-one
program is the right-sized program for U.S. specialty-equipment manufacturers. The programs are
priced to be less expensive than exhibiting at an overseas trade show (no need for multiple staff,
high freight cost and booth setup fees as well as hotels and other trade show-related costs). In
addition, all buyers participating in the one-on-one programs are pre-vetted, a big plus in
emerging markets. Hotels, meals, an interpreter, in-country travel to meetings and site visits are
included. Air fare is additional.

e The MDCP grant would be used to subsidize the costs for U.S. companies to participate in the
one-on-one programs as well as to provide a match for a networking reception to enable us to
provide complimentary entry for buyers.

e The project will include the creation/maintenance of dedicated websites promoting the Russia
one-on-one programs. The sites will include an online registration tool for both U.S. companies
and Russian companies (and other languages as needed) for the foreign buyers.

Assist in the Development of a Legal and Regulatory Framework for the Specialty-Equipment
Market

By sharing its longtime expertise on the legal framework governing specialty-equipment products,
government officials in these emerging markets can gain technical advice and insight into the most
appropriate system to implement in their home markets. SEMA is seeking a system with sufficient
flexibility to allow the governments to customize the regulations to their own needs and achieve specific
safety and emissions goals, while doing so in a way that avoids the creation of unnecessary or overly
burdensome laws. The creation of a transparent and objective system while accepting self certification to
any of the major international requirements are also sought.

SEMA will create an internal team among SEMA staff to assist with this effort. Those serving on this
workgroup include the association’s President and CEO, our director of federal relations and Linda
Spencer.

Overseas International Vehicle Measuring Program

One of the hardest things for a small supplier of aftermarket parts is to gain access to the newest
vehicles to develop prototype parts. While the United States continues to lead the way in automotive
customization, vehicle owners throughout the world are increasingly seeking hot, new products to make
their cars and trucks personal and unique. Exporting products can be profitable, but U.S. manufacturers
need access to these vehicles in order to create product for the vehicles on the road in the target markets.

U.S. manufacturers are at a huge disadvantage vis-a-vis their competitors around the world, including
specialty-equipment manufacturers in Australia, Thailand, Japan and Europe, who have easy access to
globally popular vehicles that are also sold in their home market.
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To address these challenges, SEMA proposes to organize annual international mega vehicle
measuring sessions in Russia, the UAE and China. Participating U.S. manufacturers would have access to
measure and examine up to a dozen vehicles popular in these key export markets but not available in the
United States. The chosen venue in each market would be equipped with lifts and other tools to allow
U.S. manufacturers to measure and prototype products. The program would provide U.S. manufacturers
with invaluable information as to the most in-demand vehicle platforms and access to these vehicles.
The proposed program already has buy-in from resellers in these key markets who are eager for a greater
range of U.S. products to offer their customers and would be on-hand to advise the specific type of
products their buyers are seeking and any other market conditions which should be taken under
consideration, e.g., the extreme heat in the Middle East and the poor road conditions in China, Russian
and its surrounding countries.

SEMA would also make available design drawings of these key vehicles with overseas appeal as well
as a lending library of key vehicle components of these overseas-only vehicles in order to assist members
in creating product.

Phase one of SEMA’s International Vehicle Measuring Program, made possible in cooperation
with the U.S .Commerce Department and the 2011 SEMA MDCP program, is a program to import to the
U.S. vehicles popular overseas but not sold in the United States. To date, we have imported two
vehicles—a Toyota HiLux and a Ford Ranger T6— in order for the U.S. companies to create product for
these accessory-friendly vehicles. The response for this initiative has been overwhelming. To date, 200
U.S. manufacturers have measured the two vehicles under the global vehicle importation program. Both
vehicles have crisscrossed the country to meet the strong demand by U.S. manufacturers to bring the
vehicles to their facilities to measure the vehicles or to participate in various measuring sessions around
the country. Additional companies are currently waiting to measure one or both vehicles. To meet this
demand, SEMA has recently successfully extended the temporary waivers for the two vehicles (through
temporary NHTSA/EPA/Homeland Security waivers). We are currently narrowing down the list of
vehicles on the U.S. manufacturers’ wish lists to select the third vehicle to import.

The program is expected to speed the flow of U.S. styling and performance products to
international distributors and assist U.S. companies in gaining market share in these key markets as they
have the opportunity to make product with applications suitable for the vehicles on the road in these
emerging countries.

a. Research/Resourse Export Tool Chest

SEMA-member companies are typically founded by an enthusiast who enters the industry because of
a love and passion for automobiles. The resulting products are innovative, which attract worldwide
demand. Yet these firms often don’t have sufficient global sales and marketing knowledge. It’s, therefore,
a struggle for most member companies to identify which international markets provide the greatest
potential in terms of product mix (many specialty products are vehicle-specific), consumer base (with the
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means and interest to personalize their vehicles) as well as information the products legality. Lastly, it’s
critical that manufacturers can identify and connect with reliable and capable overseas distributors.

As U.S. companies venture into emerging markets, SEMA will serve as a one-stop shop for bringing
concerns about formal or informal trade barriers, complaints of counterfeiting or any other hurdle to doing
business in the targeted market.

SEMA will provide regular market information developed through the export toolbox initiative (and
the various other projects within this grant to member companies via regular articles and postings in our
various publications, i.e. SEMA News, SEMA eNews and on the SEMA website, www.sema.org, The ITA
would consistently be credited with being a partner in these initiatives.

Collect Data to better understand how many of our companies are translating the measuring of the
vehicles into the creation of products and the subsequent increase in export sales.

(3) Performance Measurement

ITA measures

Goal . Reportin
Measure (ITA #) 4 $ Value Explanation Ml:e tho dg
Exporter NTE: New Chances of making sales | All firms sign
Class to Export of those participating in success
NTM: 25 one on ones agreement to
New to NTM 50%; ITM 50% report as a
Market condition of
ITM: 75 receiving
Increase to assistance
Market under the
$40 MDCP
million program.
Export Transactions
SEMA has
conducted
Export Transactions Four $,290 member
; million surveys for
Yee}rs Following Award many years.
Period
Signing 100
Distributor contracts
Contracts signed
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Enables
companies
to talk to
quality
. pre-vetted
Exploring retailers
potential for | 54
market for distributors
their product | ,c well as
through low- | jiher US
cost one on companies
one programs | ,.q
hopefully
avoid
costly
mistakes
Upon signing on to Gather signed
participate in an event | document and
(same basic agreement | reportto ITA
Success Agreement used for each event) upon receipt
of document
for all
participants
Participation List to ITA 3 weeks prior to each
event
Applicant-Designed Measures
Measure Instances During Explanation Reporting Method
Award Period
Create Annual 20 US manufacturers | e Program

international vehicle
measuring sessions
in Russia, China and
the Middle East

Organize a total of 9
overseas international
vehicle measuring
sessions. 3 in the first
year and 3 in years 2
and 3

of 114 companies
over three years
participating in the
measuring sessions in
the Middle East; 60
companies measuring
vehicles in China and
70 companies in
Russia

Business participating in year 1 registration list
Development dl a.mmll:af!lylgﬁll of 3 ¢ and 25 each in year 2 | o Post event
Conference in Russia | ¢WFn8 e ol the grant 1 14 3 participant Survey
Organize We anticipate a total Program registration

Post event participant
surveys

Report on the export
dollars generated by
the sale of products
for these vehicles
available only outside
the US

Create tools to assist
member companies
in determining
market potential in
Russia, China and

A minimum of eight
articles a year on the
Russian, Middle East
and /or Chinese market
in SEMA publications

e Provide ITA with
copies of articles,
links on website;
communicate
regularly re:
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the Middle East as SEMA’s monthly difficulties US
well as opportunities | magazine SEMA News manufacturers are
by making export- and/or our electronic facing such as:
ready parts for newsletter SEMA eNews trade barriers and
globally popular 3“332::;‘;’:’1)5“ counterfeiting

vehicles and issues

disseminate this
information

(1) Partnership With ITA and Other Entities
SEMA looks forward to working with the following ITA staff:

e  OTM—the Office of Transportation and Machinery, Automotive Team has been a fantastic
resource for SEMA. This office has been invaluable in helping us respond to member requests as
they seek to grow their export business and to channel requests to various overseas posts.
Connecting with the right staff not only within the D.C. building, but worldwide. We look
forward to this office helping us to coordinate the various projects within the MDCP grant.
Local U.S.-based Commerecial services offices. SEMA looks forward to a continued close
relationship with Senior International Trade Specialist and Global Automotive Team leader
Eduard Roytberg who works out of the Ontario/Inland Empire U.S. Export Assistance Center.
SEMA’s headquarters is located within the Inland Empire. Roytberg and other DOC staff on the
call offered to help promote the one-on-one programs to U.S. companies located within their
regions.

e Global Markets- US Embassy Moscow(Robyn Kesser, Commercial Attache- Moscow, and
Acting Commercial Counselor-Kazakhstan and Office or Russia, Ukraine and Eurasia (Kenneth
Duckworth, Commercial Officer) As we enter a new market we looking forward to meeting with
the relevant Russian/NIS staff We have already had an initial meeting and several phone
conference calls.

(2) Credentials

a. Overview

SEMA currently has 6,451 member companies of which 5491 or 85.12% are U.S. firms (a list of
members is available upon request). The association is the largest in the world and the only association in
the United States representing the specialty-equipment association.

b. Staffing

Linda Spencer, SEMA s director of international relations, will be the project director. (Time devoted to
project will be 60 %.) Betty Guo, SEMA international market specialist (Time devoted to project will be
50%) will serve as the project assistant. SEMA has created several teams who will work on one or more
program components.

Senior Vice President of Operations Bill Miller (Time devoted to project will be 2%) and Vice President
of Communications and Events Peter MacGillivray (Time devoted to project will be 3%) will serve in an
overall advisory role.
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SEMA CEO and President Chris Kersting (Time devoted to project will be 1%), SEMA Senior Director
of Federal Government Affairs Stuart Gosswein (Time devoted to project will be 1%)

SEMA Vice President of Administration George Afremow will be responsible for oversight of MDCP
grant. Time devoted to project will be 2%).

The marketing team will include: Janet Lee, Group Operations Manager (Time devoted to project will be
4%) who will be a part of the outreach to member companies and will be involved in the post event
surveys; Jeff Kaysen, SEMA senior graphic services manager (Time devoted to project will be 2%) will
produce the marketing materials.

Resumes of Key Personnel

Linda Spencer, SEMA Senior Director, International and Government A ffairs
Linda Spencer is the senior director of international and government relations at SEMA. In this capacity,

she oversees the association’s overseas efforts in key markets around the world including, Russia, Europe,
China, the Middle East and Latin America. In addition to her trade development responsibilities, Spencer
overseas the formulation of the association’s policies on international issues and works with industry and
governments in these key markets to legalize the use specialty-equipment products. Domestically, she
promotes the association’s trade relations with the administration. She has been with the association for
nearly 20 years. Prior to SEMA, Spencer worked on Capitol Hill where she served as a Senior Legislative
Assistant for the Northeast-Midwest Congressional Coalition and was the staff chair of the Congressional
Auto Parts Task force.

Chris Kersting, President and CEO

Chris Kersting became president and CEO of SEMA in July 2002. Kersting began working with SEMA
in 1989, serving as general counsel and government affairs representative. Kersting’s goals for the
Association include 1) supporting member success by raising SEMA’s member benefits to best-in-class
levels, 2) building the value and excellence of the SEMA Show and other SEMA events and, 3) leading
the industry to new business opportunities in domestic and international commerce.

Bill Miller, Senior Vice President of Operations

William (Bill) Miller brings more than 15 years of industry experience as an innovative, hands-on leader
in facility operations, marketing and special-event promotions to SEMA. In his role as Senior Vice
President of Operations, Miller is responsible for strategic planning and overseeing day-to-day business
initiatives for five departments within the association: events and communications; membership and
marketing; market research; information technology; and OE relations.

Peter MacGillivray, Vice President of Communications and Events

Peter MacGillivray heads up the communications and events programs for SEMA. This role includes
oversight of the association’s public relations and publications, which includes the monthly print
magazine SEMA News and the weekly electronic newsletter SEMA eNews. MacGillivray also leads the
association’s show department, which organizes the annual SEMA Show in Las Vegas and several
regional trade shows, and special events throughout the year.

George Afremow VP/CFO
George Afremow is responsible for overseeing day-to-day accounting, HR and administrative activities

for the association.

Mike Spagnola vice president of OEM & Product Development Programs
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Mike Spagnola oversees the SEMA Product Development Center. In this role, he collaborates with the
SEMA OEM and Vehicle Technology departments, and serves as a resource and liaison for members and
automakers. His focus is on SEMA services that help members develop products quickly and efficiently.

Stuart Gosswein, Senior Director of Federal Government Affairs

Stuart Gosswein has been affiliated with SEMA for more than 27 years, having worked for both the
association and its general counsel office, Trainum, Snowdon & Deane. He specializes in federal
legislative and regulatory matters impacting the auto industry and small businesses and intellectual
property rights protection.

(3) Support Letters from U.S. Firms Interested in Participating

We have received letters from SEMA members have indicated their buy-in to participate in the
SEMA’s programs in Russia. These letters appear at the end of this section.

(4) Use of ITA Emblem

Attached at the end of this section is a sample SEMA web page showing the proposed use of the ITA
emblem.

(5)Success Agreement SAMPLE-
Dear MDCP Program Participant:

The U.S. government estimates that less than 1% of U.S. small businesses currently export, even though
there’s huge demand worldwide for high-quality, American-made products. SEMA members as a group
appear to fare better as a percentage of those that engage in exporting, but this still leaves many untapped
opportunities. SEMA has created several initiatives to assist you in exploring the sales potential for your
product in a promising and fastest-growing and most markets: Russia and the surrounding NIS countries.
In addition US manufacturers are invited to participate in three new annual programs — in Russia, China
and the Middle East - to measure vehicles popular in these markets and elsewhere around the world — but
not sold in the US.

SEMA has teamed up with the U.S. Commerce Department’s International Trade Administration (ITA),

which has agreed to help defray the project costs of each of these programs through its Market
Development Cooperator Program (MDCP).

Agreement to Participate in the SEMA Russia Business Development Program and/or the
International Measuring Sessions in China and Middle East and Russia

1. Benefits
Thanks to a MDCP award and the partnership with ITA, we are able to provide companies valuable
resources to aid your entry into Russian market and or/ access to hard-to-obtain vehicles popular around
the world but not sold in the US. and/or Middle East markets. Here are a few of the benefits available to
participants:

2. Subsidy
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SEMA will provide qualified companies with a $1000 subsidy to those seeking to participate on both the
SEMA one-on-one program in Russia and the concurrent international measuring program taking place in
Moscow. $900 subsidies are available for those participating in the international measuring sessions in
the Middle East and China.

3. AsSkITA Questions and Answers

Thanks to our MDCP partnership, ITA industry specialists, market access professionals and Commercial
Service officers based in the United States, Russia, China and the Middle East are available to help you
get answers to your marketing questions.

4. Business Cards

We’ll translate into Russian business cards for your employees participating on the Russian one-on-one
program and into Chinese for those participating in the international measuring session in China.

5. Pre-Trip Briefings and Webinars

Each delegation member will be invited to participate in a “know before you go” seminar. The webinar is
designed especially for companies participate on the SEMA one-on-ones. Come away from the one-hour
session with a checklist that companies should take as they consider entering China, the Middle East,
Russia markets and other critical check-offs to maximize your upcoming trip.

6. Keeping Track of How We Are Doing

Our partner, ITA, is tasked by the U.S. Congress to help U.S. companies be more competitive. One of the
proven methods to increasing the health of your firm is to diversify your customer base, which can have
the benefit of adding to your bottom line, lead to product improvement and innovative ideas—even in the
United States—and better position your firm to ride out future economic downturns. Therefore a good
indicator of a firm’s competitiveness is a company’s exports. SEMA and the ITA want to know how we

are doing.

7. Keeping us Updated

Participants receiving these subsidies agree to participate in four quarterly surveys for a one-year period

post-event. This information will only be used in the aggregate and as always, proprietary information is

never released publicly without your written permission.

(1) Depending on the program in which you participated --the dollar value and number of Russian,
Chinese and/or Middle Eastern bound export sales (deliveries or contracts for goods or services).
Please share any information such as a non-proprietary description of the type of good or service
sold, its application, steps you took to make the sale, etc.

(2) The dollar value and number of export sales in global markets for vehicles measured through the
international vehicle measuring sessions.

(3) Export-related agreements you conclude such as signing an agent or distributor.

(4) Value of any trade complaint you are able to resolve as a result of help from SEMA or ITA

(5) Other relevant information you care to share with us such as staff hired or re-assigned to
exporting.
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8. Export Achievement Awards

SEMA members with the highest export success in the Chinese, Russian and/or Middle East markets or in
worldwide sales for international vehicles measured through the international vehicle measuring program
through participation in these SEMA initiatives will be recognized by a top Commerce official and
presented with an Export Achievement certificate. I agree to the terms of the participation agreement with
SEMA as set forth above.

Company name

Email/Phone

Address

Name

Title

Signature
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Su G
SPeN SION TECHNOLS

18375 Bandilier Circle, Fountain Valley, CA, 92708 Tel: 714 965-7828 Fax: 714 965-7829

7 January 2014

Dear MDCP Panel:

Radflo Suspension Technology, a shock absorber manufacturing company based
in Fountain Valley, CA, has been a member of SEMA for the past 5 years. Our
membership has allowed us to participate in the international programs offered
by SEMA. These have included one on one match making networking and sales
sourcing trips to both China and the UAE. All the trips we have participated in
have been very beneficial in allowing us to promote our brand and introduce
interested international companies to experience “made in the USA” products first
hand.

Through the international programs offered by SEMA, we have been able to
identify additional markets and resources to allow Radflo to increase revenue,
hire more people and increase product offerings.

Radflo Suspension Technology plans to attend future SEMA matchmaking
programs in China, United Arab Emirates, Russia and any additional markets
SEMA has identified as being potential business opportunities.

Yours faithfully,
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SEMA News—June 2013

SEMA'’s International Program Making Headlines

While the United States continues to lead the way in automotive customization, vehicle owners
throughout the world are increasingly seeking hot new products to make their cars and trucks
personal and unique. This growing international interest means that SEMA manufacturing
members have opportunities to grow their businesses overseas. Exporting products can be
profitable, but determining where the hot markets are and what the hot products are can be a
challenge. The SEMA international relations department is focused on assisting. Check out some

of the recent media clips that do a great job of explaining just how SEMA is helping.

Truck Trend

Reporter Edward A. Sanchez
did a fantastic job of
explaining why the Toyota
Hilux was chosen as the first
vehicle in the SEMA
International Measuring
Session program. He also
explained how the HiLux was
making appearances
throughout the country so that
SEMA members could gather
measurements to help create
products for the truck.
Although the HiLux is not sold
in the Unites States, it is an
international top seller, which
means that it has huge
potential for SEMA members.

— e ey
Los Angeles Times cus ==
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Los Angeles Times

The title of Ronald D. White'’s
blog article says it all:
‘Exporting California Car
Culture and Goods to Dubai
and Beyond.” Several SEMA
members recently participated
in an organized trip to Dubai in
hopes of expanding their
businesses to the Middle East.
With SEMA staff organizing
the trip, participating SEMA
members are able to make
valuable connections, gain
insight and develop new
business relationships in the
Middle East.

Saudi Gazette

One of the leading newspapers
in Saudi Arabia, Saudi Gazette
described the recent Middle
East Motor Tuning Show as a
success and noted the region’s
unique and growing market.
That's why SEMA members are
looking so closely at the Middle
East. With SEMA
representatives in attendance at
the show, the three-day event
gave SEMA-member
companies a rare opportunity to
see firsthand what the market is
all about.

Sema delegation visits
‘Liberty Motor Sports®
el §

Sema de

Khaleef Times

Another leading newspaper in
Dubai, Khaleej Times
reported on SEMA’s trip to
the Middle East. As the story
explained, a major part of the
SEMA mission included tours
to local shops. A tour of
Liberty Motor Sports, an
established company in
Dubai that is already working
with many U.S. companies,
gave SEMA members a
better understanding of the
vehicle customization market
in Dubai.



3. Budget
a) Budget for Project Award Period and Supporting Worksheets
The budget for project award periods and other worksheets are provided in this Part 3,
Budget. They support and explain the figures reported on SF-424A, which is included in
Part I, Forms.

b) Financial System

As shown on the budget for project award period, most, actually 58 % of the $952,685 match is
salary and benefits. This works out to $179,895 per year. For SEMA this amount will easily be
absorbed as part of the $13,102,700 budget for salaries and benefits. Projected program income
is $297,000 over three years.
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Summary

Total
Indirect Direct
Salaries 411,973 411,973
Fringe benefits 127,712 127,712
Travel 12.000 12,000
Contracted services 90,000 90,000
Total 641.685 0 641,685
Fringe Benefits Rate Calculation
Domestic
Fringe benefits 127,712
Salaries 411,973 = 31.00%
Indirect Cost Rate Calculation
Indirect Costs 0

Direct Costs 641,685 = 0.00%
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Budget for Project Award Period
With Breakdown of Projected Funding Sources

Total Expenses for All Years Ist Year 2nd Year 3rd Year
Categories Non-Fed Share Non-Fed Share Non-Fed Share Non-Fed Share
Cash Cash Cash Cash
Fed Pgin Fed Pgm Fed Pgm
Share | Income | Other In-Kind Fed Share Pgm Income Other In-Kind| Share ] Income | Other { In-Kind | Share | Income | Other | In-Kind
DIRECT EXPENSES a b c d [ f g h i j k 1 mn n o p
PERSONNEL
1] Domestic
3|TOTAL 411 ! 138,237 142,360
FRINGE BENEFITS
4] Dom.  (Rate 31.00% 27,712 40,727 42,853
TRAVEL
8] Intemational 12,000 3,000 3,000 1,500 4,500 4,500 4,500
12]JCONTRACTUAL 90,000 30,000 30,000 30,000
13|OTHER
Program Income 297,000 104,000 104,000
TOTAL DIRECT ]
14]Sum from above 12,000] 297,000) 641,685 3,000] 79,000 205,103 4,500 89,000 215,590 4,500  89,000] 220,992 0]
151Sum of all direct columns ]Sum line 16 columns a, b, ¢, d Sum line 16 columns ¢, f, g, h 287,103]Sum line 16 columns i, j, k, | 309,090{Sum linc 16 columns m, n, o, p 314,492
INDIRECT EXPENSES a b c d e f g h i i k 1 m n 0 p
16{ Indirect (Rat o0.00%|
17] Percent of Total (line 20
TOTAL a b
18| Dir.+Indir.
19]__Percent of Total (line 20)
All Expense Columns

20| Total

Sum line 16 columns a, b, ¢, d

0O]Sum ling 16 columnse, f, g, h

0|Sum line 16 columns i, j, k, 1

OfSum linc 16 columns m, n, o, p

Note: Explain calculation of each category in separate worksheets and narratives as appropriate.

2014.02.24 01:21 PM




Personnel Expenses
Breakdown and Projected Funding Sources

Three Year Totals

Ist Year 2nd Year 3rd Year
% Non-Fed Share
Cash
Fed Pgm
Explanation & Calculation Share Inc Other In-Kind
h q T s
Ann_
%of Allocated Jncreas Parivr,
Org, Position time Ann Sal. Salary ¢ Adist
a b c=a*b d ¢
SEMA Senior Director, General oversight,
Intemnational and Govt  addressing legislative and
Affairs regulatory issues abroad,
personnal decisions, member
relations, trade missions,
nsant nrmmakinn
SEMA International Market  Assist with all aspects of the
Soecialist Grant
SEMA Senior Vice Presidnt of  Strategic planning and
Operations overseeing daily business
Initiatives within departments
SEMA Vice President Overali advisory role
Communications and
Events
SEMA CEO and President Advisory role
SEMA Senior Director of Federal legislative and
Federal Govemment regulatory matters impacting
Affairs auto industry, small
businesses, inteliectual
property rights protection
SEMA Legai Staff Prepare Leg/Reg documents
SEMA Vice President and CFO  Financial
oversight/withdrawing
ASAPfunds
SEMA General Ledger Ensure proper accounting of
Bookkeeper project costs. Review of
financial database.
SEMA Group Operations Assist with logistics for MDCP
Manager programs, creates exhibitor
directories
SEMA Graphic Services Design materials for SEMA-
Manaaer MDCP oroarams
SEMA Manager Web Content Maintain MDCP related
proaram website
SEMA Vice President Intemational measuring
Production programs
Develooment
TOTAL

2242014 131 PM

This page includes proprietary information, identified between brackets [], the release of which would cause competitive harm

Salancs MDCP Grant 2-18-14  Persomnel



ACTIMITY CALC

1st Year 2nd Year 3rd Year
Non-Fed Share Non-Fed Share
Cat. | Activity Explanation & Catculation Pom Inc Other x..::.n Fed Shars| Pgminc Other __.._‘X_.L
Travel (int1) Pordiem Days So8 - . . . 4 - .
a b c=a'b

Travel %o Beigng for the international measuring $1.5004 $1.500
program
Linda Travel to China for intsmational
measuring sessions (2) -SEMA e:
Travet 1o the Middie East for the Travel to the UAE for intenational measuring $1,500.4 $1,500.
b ing sessions
Expense
Linda Travel to Russia for the Travel to Russia for the Intemational Measuring $1.500. $1,500.
International Measuring sessions and  [sassions and one on onea
lone on one (3) SEMA Expense
Travel ® China for the intemational measuring
Engineer toTravel to China for [program
intemational measuring sessions (2)
Grant ex]
(Engineer to travei 1o the Miidie East for[Travel © the UAE for the intemational measuring
the Inwemational Measuring sessions  |program
Grant Expense
Engineer to Travel to Russia for the Trave! ® Russia for the intamational measuring
Intsmational Measuring sessions Grant |program
Expenss
$4,500. $4,500
[Contractual
Contract staff in China 3000 a month x 12 $6000 4 30,000.00] 30,000
i year x3
Grant finsnced Contractural 0 00|Tiotal. Convractural 80 000 00 30,000.00 30,000.00
contractural (SEMA +Grant}
T:- on Ones
Ruasiafioverseas Vahiclel
[Measuring sessions
L_WHM._ ‘ona on onesintemnatonal 51000 grants for approximatoly 20 US companies 23,500.00] 28,500 28,500,
e o participats in the One on one
progremintsmational measuring in 2015, 25 520,000
s ,000 year ane,
,ﬂaﬂniﬂ«_zno_a n.:n another 25 In 2017 + 3500) 525,000 yoar 2 networking [$3500 per
por year for & reception Grants __jand 3 evant ar
Middle East intemational Measuring [34200 for each o1 [networking | $5000 par| 39,200 39,200 ..ﬂ.us.ﬂ
sossion 1$900 grants for approximately 38 US companies the 3 years avent year
[per year (2015, 2018, 2017) to participats in the
3 ing sossions
(China intemational Measuring session $900 grants for approximataly 20 US companies $18000 for ysars 2|networking | $5000 for Nw.g.ﬂ H.g,ﬂ
[per year (2016 and 2017) to participata in the and 3 event yours 2
i sossions + $5000 and3
ing event
Subfotal Grants| 62,7004 90.7001 90,700
Other
[Export Tool chest - among possible bring vehicle compenents or vehicles to the US forl 25,000, 10,000 8,000
projects: the lending library identified through the
i B ing program as a vehicle
[worth creating CAD designs or for lending
purposes;Purchase and anatyze vehicle
jistration data and other toots.
Subtotal Grants +othe 25,000 10,000, 8,000.
Gramd totals ARl categories] 90.700.00; 33,000.00] 105,200.00] 34,500 & 103,200 u&gs_
Revenue
[Russia one on ones/intsrnational
Measuring Russia 210,000 80,0004 75.000.00] 75,000/
Middis East international Measuring
session
3 years a1 38x $500 ME 57,000.00) 18,0004 19,000.00] 18.000.
China intemational Measuring session
not held in 2014, 2015 _and 2018 _B xx 500 China 30,000.00 10,000, 10,000.00| 10,000
_ 89.000.00] 104,000.00] 104,000




Revenues:

Membership Dues
Trade Shows
Publications

Corporate Income

Total Revenues

Expenses:

Publications

Gen & Admin
Total Expenses

Net Operating Surplus

Other Income/(Expenses)

Investments, net

Interest & Amortization

Net Surplus/(Deficit)

Specialty Equipment Market Association -P&L BOD
Performance Racing Industry, Inc.
Performance Aftermarket Publications, Inc.
SEMA Data Co-Op
SEMA Memorial Scholarship Fund
Combined Statements of Financial Activities
As of December 31,
FY2014
Supplemental Information FY2013
Actuals Budget Actuals Budget Actuals Actuals
Q2 Qtr2 Var % YTD YTD Var % Qtr2 YTD
738,116 788,625 (50,509)  (6%) 1,426,776 1,502,000 (75,224) (5%) 642,846 1,276,759
31,694902 30,509,419  1,185483 4% 31,758,500 30,579,419 1,179,081 4% 29,607,070 29,692,309
2,133,197 2,125,199 7,998 0% 2,970,210 2,954,331 15,879 1% 2,111,571 2,898,452
528,885 796,826 (267,941) _(34%) 728,949 882,902 (153,953) (17%) 662,560 784,746
35,095,100 34,220,069 875,031 3% 36,884,435  35918,652 965,783 3% 33,024,047 34,652,266
7,926,170 10,622,904 (2,696,734) (25%) 8,603,634  11270,094  (2,666,460) (24%) 8,556,095 8,941,260
598,121 837,753  (239,632) (29%) 904,711 1,096,540 (191,829) (17%) 1,085,200 1,441,273
6,441,622 7,502,601 _(1,060979) _(14%) _ 11971210 _ 13,887243 _ (1,916,033) (14%) 6,165,731 _ 11,299,741
$14,965913  $18963258 ($3997,345) (21%) $21,479,555  $26253.877  ($4,774,322) (18%)  $15,807,026  $21,682,274
$20,129,187 _ $15256,811 $4,872,376 _ 32% _ $15404,880  $9.664,775  $5,740,105 59% _ $17,217,021 _ $12,969,992
3,174,038 730,500 2,443,538  335% 5,146,577 1,461,000 3,685,577 252% 327,539 3,382,171
(190,100) (158,306) _ (31,794) _ 20% (381,343) (316,612) (64,731) 20% (163,558) (324,566)
$23,113,125 _ $15,829.005 _$7,284,120 _ 46% _ $20,170,114  $10,809,163  $9,360,951 87% _ $17,381,002 _ $16,027,597
Page 1 1/21/14

08:19 AM



OMB Number: 4040-0004
Expiration Date; 01/31/2008

Application for Federal Assistance SF-424 version 02
*1. Type of Submission: * 2. Type of Applicetion: * it Revision, select appropriate letter(s):

(] Preapplication X] New I l

|z Application D Continuation " Other (Specify)

[[] ChangediCarrected Application | [] Revision I

* 3. Date Recsived: 4. Applicant [dentifier:

Completed by Grants gov upon submission. I
5a. Federal Entity [dentifier: * 5b. Federal Award |dentifier.
State Use Only:

6. Date Received by State: | 7. State Application |dertifier: [

8. APPLICAN TINFORMATION:

*8.Legal Name. |Specialty Equipment Market Association Pl I

* b. E mployer/Taxpayer {dentification Number € IN/TIN): * ¢. Organizational DUNS:

1952544340 [072282247

d. Address

* Streett: l1575 South Valley Vista Drive ]
Street2: [ ]

* City: !ﬁimend Bar Bl . .
Coutty I 2 — ——— .

* State: | i e MY _Ch: California L I ot
Province: I

* Country. [ e N USA: UNITED STATES R -

*Zip /Postal Code: [91765-0910

e. Organizational Unit

Department Name: Division Name:

R [l ]

f. Hame and contact information of perzon to be contacted on matters involving this application:

Prefix: i L;] *FirstName:  [Linda
Middle Name:

*LastName: spencer

Suffix I gl

Title: lSenior Director, Interytional and Gov't

Organizetional Affilistion:

* Telephone Number. (2024158008 Fax Number: 3 ]

*Email 1 indas@sena. org ; = __*]




OMB Number: 4040-0004
E xpiration Date; 01/31/2008

Application for Federal Assistance SF424

version 02

4. Type of Applicant 1: Select Applicant Type:
!N: Nonprofit without 501C3 IRS Status (Other than Institution of Higher Education)

L]

Type of Applicant 2: Select Applicant Type:

L]
-]

* Other (specify):

* 10. Name of Federa! Agency:

IDepart.ment of Commerce

41. Catalog of Federal Domestic Assistanc e Humber:

hi.112
CFDA Title:

arket Development Cooperator Program

* 12. Funding O pportunity M umber:
1 TA-INA-OPCM-2014-2003773

* Title:

arket Development Cooperator Program 2014

13. Competition Identific ation Number:

2435318
Title:

14. Areas Affected by Project {Cities, Counties, States, etc.x

* 15, Descriptive Title of Applicant's Project

SEMA Russia and NIS Business Development Program and International Vehicle Measuring Program

Attach supporting docum ents as specified in agency instructions.

[I Acd Attachments | [ Delete Attachments | | view Attachments |




OMB Number: 4040-0004
E xpiration Date: 01/31/2009

Application for Federal Assistance SF-424 version 02
16. Congressional Districts Of:

—_ e
* a. Applicant ICA-39 *b. Program/Project [CA-39 |
Attach an additional list of Program Project Congressional Districts it needed.

] I Add Attachment .1 I Delete ﬁ.t‘.achmem—“ I View Attachment l

17. Proposed Project:
*a.Start Date:  |10,01/2014 *h.EndDete: 09/30/2017 |
18. E stimated Funding ($):
* a. Federal 300" 00 0M0 0)
* b. Applicant ; 641,685. 00|
*c. State
*d. Local
* g, Other
*{, Program Income | ] T 26_7,000. OIOI
*g.TOTAL 1,228,685.00
* 19. 1s Application Subject to Review By State Under Executive Order 12372 Process?
[] & This appiication was made available to the State under the Execuive Order 12372 Process forreviewon | |.
[:] b. Program is subject to E.0. 12372 but has not heen selected by the State for review.
5] ¢. Programis not covered by E.O. 12372.
* 20. Is the Applicant Delinquent On Any Federal Debt? (If Y es”, provide ex planation.)
[:] Yes X No Explanation ™ |
21. *By signing this application, 1 certifir (1) to the statements contained in the list of certifications** and (2) that the statements
herein are true, complete and accurate to the best of my knowledge. | also provide the required assurances** and agree to
comply with any resulting terms if | accept an award. | am aware that any falge, fictitious, or fraudulent statements or claims may
subject me to criminal, civil, or administrative penalties. (U.S. Code, Title 218, Section 1001)
* | AGREE
* The list of certifications and assurances, or an intemet site where you may obtain this list, is contained in the announcement or agency
spedfic instrudions.
Authorized R epresentative:
Prefix: I;I *First Neme: |Linda —l
Middle Name: [ 5 . e T ' '
* Last Name: 'Spéné'er 5
Suffix Ll
* Tile: [S_enior Director, International and Gov't
* Telephone Number: 12924158008 I FaxNumber: I ]
*Email: (1 indas@sena. 6rg' i
* Signeture of Authorized Representat ive: lCon'plened by Grants gov upon submission. l * Dete Signed: |Corrpleted by Grants.gov upon subrission. I
Authorized for Local Reprodudtion Standard Form 424 (Revised 10/2005)

Prescribed by OMB Circular A-102




Close Form ﬂ

DISCLOSURE OF LOBBYING ACTIVITIES

Approved by OMB
Complete this form to disciose lobhying activities pursuant to 31 U.S.C.1352

0348-0046

| Review Public Burden Disclosure Staterment ||

1.* Type of Federal Action: 2.* Status of Federal Action: 3. *Report Type:
a.contract [[] = bidsterappiication [X] 2. inttal fiing
X | b.grant b. initial award D b. metesial change
% ¢. cooperative agreement D o. post-awad
d.loan
[:I e.loan guarantee
D {. loan insurance

4. Name and Address of Reporting Entity:

X]rrime [ JsubAwardee

* e I

|
* Street 1 l - i —- o l StreetZl j

o el ] *| |

Congressiond District, if lnown: | j

3. If Reporting Entity in No.4 is Subawardee, Enter Name and Address of Prime:

6. Federal Department/Agency: 7. " Federal Program Name/Description:
E I rlar):u: Development Cooperator Program
CFDA Number, ¥ apphivable:  [L1.112 ]
8. Federal Action Number, /f known: 9. Award Amount, if known:
a s
[l CE RIS AT LR | l

10. a. Narr-i-t-a ;I;d Ad-l-iras ;f Lobbying Registrél-'l_t:
Predx T 11 I-I *Fvifsthﬁmel ! Mddle Ntme L '

*Lastﬂsmel = I Rtz I |.

* Street 1 I I Street 2 L I
bl | ** | || * [

b. Individual Performing Services neluding address ifdifierent fom No. 10a)

fredix IMiu‘de Néare l I
*Lasthﬁmel i i I Aix | - | Iv
*Street 1 i - ¥ _“i Street2 I I

*City T __J Sate l_____ R

iR - | * (S

14. hbmaton requested throughthis frm is asthorized byttle 31 LL.S.C. section 1352. This disclosure oflobbying activities is a materid representation of et upon which
reliance was placed bythetier above when the fransaction was made or entered into. This dsclosure is required pursuant to 31 U.S.C. 1352, This information will be reported to
the Congress serri-annually and will be avaiable for public inspection. Any person who failste file the required discdosure shall be subject to a civil penaltyofnot lessthan
$10.000 and not more than $100 000 for each such Gilure.

* Signature: ltompleted on submission to Grants.gov I

tName: Rredix :' T I';I *Hrs!nsmeu “ Niddle fasre | —I
Hastrane [ R | s

Title: r : Telephone No.: lDae: Il:ompleud on submission to Grants. gov

Sutherizd for Looal Reprmdunion
F Use Only: Bbndand Rorm - LLL (Row 7.67)




FORM CD-511
(REV 1-05)

U.S. DEPARTMENT OF COMMERCE

CERTIFICATION REGARDING LOBBYING

Applicants should also reviewthe instructions for certification included in the regulations before compieting this form. Signature onthis form provides for
compliance with certification requirements under 15 CFR Part 28, 'New Restrictions on Lobbying.’ The certifications shall be treated as a material representation
of fact uponwhich reliance will be placed when the Depaitment of Commerce determinesto award the covered transaction, grant, or cooperative agreement.

LOBBYING

As required hy Section 1352, Title 31 of the U.S. Code, and implemented
at 15 CFR Part 28, for persons entering into a grant, cooperative
agreement or contract over $100,000 or a loan of loan guarantee over
$150,000 as defined at 15 CFR Part 28, Sections 28.105 and 28.110, the
applicant certifiesthatto the best of his or her knowledge and belief, that:

(1) No Federal appropriated funds have been paid or wil be paid, by or on
hehalf of the undersigned, to any person for influencing or attempting to
influence an officer or ermployee of any agency, a Member of Congress in
connection with the awarding of any Federal contract, the making of any
Federal grant, the making of any Federal loan, the entering into of any
cooperative agreement, and the extension, continuation, renewal,
amendment, or modification of any Federal contract, grant, ioan, or
cooperative agreement.

(2) If any funds other than Federal appropriated funds have been paid or will
he paidto any person for influencing or attemnpting to influence an officer or
employee of any agency, a Mernber of Congress, an officer or employee of
Congress, or an employee of a member of Congress in connection with

this Federal cortract, grant, loan, or cooperative agreement, the
undersigned shall complete and submit Standard Form-LLL, 'Disclosure
Formto Report Lobbying.' in accordance with its ingtructions.

(3) The undersigned shall require that the language ofthis certification be
included in the award documents for all subawards at all tiers {ncluding
subcontracts, subgrants, and contracts under grants, loans, and
cooperative agreements) and that ali subrecipients shall certify and
disclose accordingly.

This certificationis a material representation of fact upon which reliance
was placed when this transaction was made or entered into. Submission of
this cerification is a prerequisite for making or entering into this
transaction imposed by section 1352, title 31, U.S. Code. Any person who
failstofile the required certification shall be subjectto a civil penalty of not
lessthan $10,000 and not more than $100,000 for each such failure
occurring on or hefore Octaber 23, 1996, and of not less than $11,000 and
not more than $110,000 for each such failure occurring after October 23,
1996,

Statement for Loan Guarantees and L oan Insurance

The undersigned states, 1o the best of his or her knowledge and belief,
that:

In any funds have been paid or will be paid to any person for influencing or
attempting to influence an officer or employee of any agency, a Member of
Congress, an officer or employee of Congress, of an employee of a
Member of Congress in connection with this commitment providing for the
United States toinsure or guarantee a loan, the undersigned shalil
complete and submit Standard F orm-LLL, ‘Disclosure Form to Report
Lobbying," in accordance with s instructions

Submission of this statement is a prerequisite for making or entering into
this transaction imposed by section 1352, title 31, U.S. Code. Any person
who fails to file the required statement shall be subject to a civit penalty of
notiessthan $10,000 and not more than $100,000 for each such failure
occurring on or before October 23, 1996, and of not lessthan $11,000 and
not more than $110,000 for each such failure occurring after October 23,
1996.

As the duly authorized representative of the applicant, | hereby certify that the applicant will comply with the abhove applicable certification.

*NAME OF APPLICANT

ISpecie.lty Equipment Market Association

*AWARD NUMBER *PROJECT NAME

2435318 |SEMA Russia and NIS Business Dewvelopment Program
and Interna

Prefix: * First Name: Middle Name:

I | pinda I |

*Lagt Name: Suffix:

ISpencer I | |

*Title: ISenior Director, International and Gov't |

*SIGNATURE: *DATE:

ICormleted by Grants.gov upon submission.

|Cormleted by Grants.gov upon submission. —l




View Burden Statemert _

BUDGET INFORMATION - Non-Construction Programs

OMB Number. 4040-0006
Expiration Date: 06:30§2014

SECTION A - BUDGET SUMMARY

omﬂhnﬂﬁ.wﬁs Doawn (frensral Estimated Unobligated Funds New or Revised Budget
Activity Number Federal Non-Federa Federal Non-Federa Tota
(a) ) (c) ) ©) n @

1. 11.112 $ _ _ $ _ _ $ _ a........._m _ :..a:..._ $ _ 1,228 685 00
= I I | | &

3. | o | |
4. L 1 | |- [ |

5. Totals w_ _ $ _ [_ $ _ uoo.ooo.a_@ _ m»@.n«m.oo_ m_! »‘»»Pnom.oo_

Standard Form 424A (Rev. 7- 97)
Presctibed by OMB (Circular A -102) Page 1




SECTION B - BUDGET CATEGORIES

6. Object Class Categories GRANT PROGRAM, FUNCTION ORACTIVITY Total
Q] €] (€] 4 (5)

a. Personnel $ | [_m _ »ufﬁw.ni $ _ [_m _ J $ »uu.ﬁu.g_

b. Fringe Benefits _ _ _ u.........»»..8_ _ 4 h 1_ _ S....__S.oo_

c. Travel _ S.ooo.oo_ _ 12,000. 00| _’ | _ _ _ n?ooo.oo_

d. Equipment _ IN N || L I |

e. Supplies _ B HN I | | l

f. Contractual _ | | %0,000.00|| | Il | || 30,000. 00|

g. Construction = It | | | |- I | ]

v O | [ [ | I |

i. Total Direct Charges {(sum of 6a-6h) _ 12,000. 00| | s41,685.00 | NI 8] 653,685. 00|

j- Indirect Charges _ [l 1 | | B | fls] ]

k. TOTALS (sum of 6i and 6j) | 12,000 00§ | s41,605.00[|§ | |18 | |8 553, 685. 00|

7. Program Income $ | [_m _ »w.__.aoa.ao_ $ _ _ $ _r [_ @_’ »m...ooo.oo_

Authorized for Local Reproduction

Standard Form 424A (Rev. 7- 97)
Prescribed by OMB (Circular A-102) Page 1A




SECTION C - NON-FEDERAL RESOURCES
(a) Grant Program (b) Applicant (c) State (d) Other Sources (e)TOTALS
8 | 8| s | s | IIs | _
9 [ Il L | | |
10. | _ N | - | [ | |
". _ | _ | | l
12. TOTAL (sum of lines 8-11) $ | [1s | Is | s B
SECTION D - FORECASTED CASH NEEDS
Total for 1st Year st Quarter 2nd Quarter Jrd Quarter 4th Quarter
13. Federal $| Is $ $ $
14. Non-Federal §| N N B [l | Il | |
15. TOTAL (sum of lines 13 and 14) §[ IIs | is[ |\l JIs[ |
SECTION E - BUDGET ESTIMATES OF FEDERAL FUNDS NEEDED FOR BALANCE OF THE PROJECT
(a) Grant Program FUTURE FUNDING PERIODS (YEARS)
(b)First (©) Second (d) Third {e) Fourth
16. $ | IS |8l s |
17, _ Bl | I | I L |
|”/!Il
18. _ | | i N !
1. _ | | | | | | |
20. TOTAL (sum of lines 16 - 19) — s [ IE} |[$] I$] _
SECTION F - OTHER BUDGET INFORMATION

21. Direct Charges: ﬁ _ 22. Indirect Charges: _
e ——————— —— H

nﬂcznmn for Local Reproduction Standard Form 424A (Rev. 7- 97)

Prescribed by OMB (Circular A -102) Page 2



