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Welcome 
Maria Duey, Vice President 

Investor Relations & Communications 
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Forward-Looking Statements 

Any "forward-looking" statements contained herein, including those relating to market conditions or the Company's financial condition 

and results, expense reductions, liquidity expectations, business goals and sales growth, involve risks and uncertainties, including, but 

not limited to, risks and uncertainties with respect to the successful execution of the spin-off from TriMas Corporation within the 

expected timeframe or at all, the taxable nature of the spin-off, future prospects of the Company as an independent company, general 

economic and currency conditions, various conditions specific to the Company's business and industry, the Company's leverage, 

liabilities imposed by the Company's debt instruments, market demand, competitive factors, supply constraints, material and energy 

costs, technology factors, litigation, government and regulatory actions, the Company's accounting policies, future trends, and other 

risks which are detailed in the Company's Registration Statement filed on Form S-1 (available at www.sec.gov). These risks and 

uncertainties may cause actual results to differ materially from those indicated by the forward-looking statements. All forward-looking 

statements made herein are based on information currently available, and the Company assumes no obligation to update any forward-

looking statements. 

Disclaimers 

Registration Statement  

The Company has filed a registration statement (including a prospectus) with the SEC for the spin-off to which this communication 

relates. You should read the prospectus in that registration statement and other documents the issuer has filed with the SEC for more 

complete information about the issuer and the spin-off. You may get these documents for free by visiting EDGAR on the SEC Web site 

at www.sec.gov. Alternatively, the Company will arrange to send you the prospectus if you request it by contacting it at 248-631-5467. 

http://www.sec.gov/
UrlBlockedError.aspx


4 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

Analyst Day Agenda 

Session Speaker 

Welcome 
Maria Duey, Vice President, Investor Relations & 

Communications 

Company Overview: A New Beginning 

Mark Zeffiro, President & CEO 

John Aleva, President, Cequent Americas 

Carl Bizon, President, Cequent APEA 

Opportunities for the Future: Value Drivers 

     e-Commerce John Aleva, President, Cequent Americas 

     Global Original Equipment (OE) Carl Bizon, President, Cequent APEA 

     Latin America and China 
Paul Caruso, Sr. Vice President, International & 

Corporate Development 

     Operational Excellence Mike Finos, Sr. Vice President, Operations 

Financial: Value Creation David Rice, Chief Financial Officer 

Closing Remarks Mark Zeffiro, President & CEO 

Question & Answer Period All 
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On December 8, 2014, TriMas Corporation announced 
its plan for a tax-free spin-off of 100% of its Cequent 
businesses into a new stand-alone, publicly-traded 
company, Horizon Global 

Upon completion of the spin-off, Horizon will be  

publicly-traded on the NYSE under the symbol HZN 

Targeted to be completed in mid-2015 

Transaction Review 
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Strategic Rationale for Spin-off 

• Attract a long-term investor base suited to Horizon’s business profile 

• Effectively allocate resources and pursue distinct capital allocation strategies 

• Provide greater flexibility to focus on Horizon’s distinct growth and margin 
improvement strategies 

• Increase competitiveness and unlock significant value for company 
stakeholders 

• Remove competition for capital between different TriMas businesses 

• Provide direct access to the debt and equity capital markets 

• Increase strategic and financial flexibility to pursue acquisitions 

• Make strategic decisions focused on the future potential of Horizon 

• Incentivize management performance through equity-based compensation 

• Attract and retain key employees 

Clear Investment 

Thesis 

Flexibility 

Access to Capital 

Strategic Focus 

Management & 

Employee 

Incentives 
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A New Beginning 
Company Overview 

 Mark Zeffiro, President & CEO 
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Today’s Takeaways 

• Strong brands and solid customer 

relationships across the globe 

• Targeted entry into higher growth new 

markets and geographies 

 

 

• Maturity of significant investments will 

drive improvement 

• Organizing as one global company will 

deliver improvement 

 

• Strong legacy of success will lead the 

company into the future  

• Ready to run as a stand-alone company 

 

Growth 

Experienced 

Management 

Team 

Margin 

Improvement 
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A New Beginning 

• Video 
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Past…Heritage of Strong Brands 

• Brand scroll 
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Present…Developing a  

Global Enterprise 

Current Market 
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Spent $50 million in the past two years 

Consolidated plants 

Upgraded and expanded facilities 

Improved quality 

Present…Productivity Focus  

to Drive Margin Expansion 

In 2015, we expect to increase margin by 100 basis points. 
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Enriching Lives  

Through  

Better Products 

Future…Our Vision Statement 
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Mission: 

Our mission is to utilize 

forward-thinking technology 

to develop and deliver best-

in-class products for our 

customers, engage with our 

employees and realize value 

creation for our 

shareholders. 

Enablers: 

Global reach 

Product development 

Channel expertise 

Best in class costs 

Talented, experienced 
management team 

Our Mission Statement 
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Experienced Management Team  

Name Position 
Experience 

(Years) 

Mark Zeffiro 
President and Chief Executive Officer 

and Co-Chairman of the Board 
27  

David Rice Chief Financial Officer 30  

John Aleva President, Cequent Americas 27 

Carl Bizon President, Cequent APEA 34 

Jay Goldbaum Legal Director 7 

Strong track record, extensive management and leadership experience. 
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LOOKING BEYOND THE HORIZON 
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PILLARS OF ORGANIZATIONAL CULTURE 

Team-oriented, open culture which fosters risk-taking while being 

socially and financially accountable. 

Pillars of Organizational Culture  

Will Drive Performance 
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2014  

Actual 

Revenues $611.8 million 

Operating 

Margin(1) 

 

7.0% 

Free Cash Flow(2) $16.6 million 

Global Reach Approximately 

75% production in 

lower-cost 

countries 

Employees 2,700 employees 

world-wide 

A Growing Global Company 

10% Revenue CAGR from 2010 to 2014. 
(1) TriMas 2014 year end earnings presentations.  Segment operating profit after special items and before corporate expenses. 

(2) S-1 statement filed 03/31/15.  Net cash provided by operating activities less capital expenditures. 
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Manufacturing 
efficiencies 

Commercial 
Less working 

capital 

Better 
investment in 

existing 
brands 

Cost 
synergies 

Best Brands for Growth on  

a Global Basis 

Focused Leadership Brands… 

…Drive Operating Efficiency 
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Mark Zeffiro, President & CEO 

John Aleva, President, Cequent Americas 

Carl Bizon, President, Cequent APEA 

A Strong Foundation to 

Create Future Value 
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A leading designer, manufacturer 
and marketer of towing and trailer 
accessory products 

• Retail 

• Aftermarket 

• OE 

 

Financial profile 

• 2014 revenues of $447 million 

• 2014 operating profit margin 7.8%(1) 

Cequent Americas 

John Aleva, President 

(1) See Appendix. 
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Cequent APEA  
Carl Bizon, President 

Cequent APEA produces high-
quality, custom-engineered roof 
racks, tubular and towing products 

• Retail 

• Aftermarket 

• OE 

 

Financial profile 

• 2014 revenues of $165 million 

• 2014 operating profit margin 5.3%(1) 

(1) See Appendix. 



22 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

Horizon Global Has the Only Global  

Product Portfolio 

Competitive Environment 

• The competitive environment for automotive accessory products is highly fragmented 

and is characterized by numerous smaller suppliers, even the largest of which tend to 

focus in narrow product categories 

• Horizon believes there is no individual competitor that has the breadth of product 

portfolio on a global basis in the markets it serves 

Towing Cargo Management Trailering 

RAM 
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Towing 

Trailering 

Cargo 

Other 

OEM/OES 

 

Aftermarket 

 

Retail /  

e-Commerce 

 

U.S. 

 

Australia 

 

Europe 

Asia 
Africa Other Americas 

  

Diversity of Revenues 

Revenue by Product Category 

• Broadest product set available 

• Market-leading 

brands/products 

• Flexibility to serve current and 

future transportation trends 

Revenue by Channel 

• Balanced portfolio of well-

established brands serving 

each channel 

• Leverage existing product sets 

and customer relationships for 

global growth 

Revenue by Geography 

• Market leader in North 

America and Australia 

• Footprint established to serve 

emerging markets 

• Recent acquisitions position 

Horizon to penetrate the 

European market 



24 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

A Strong Foundation to 

Create Future Value 

• Diverse portfolio of high-quality and highly-engineered 

products sold under globally recognized brand names 

• Ability to provide complete solutions to satisfy customers’ 

needs 

• Global company with manufacturing operations and 

facilities in 9 different countries, including a global network 

of third party suppliers 

• Flexible manufacturing capability, low-cost manufacturing 

facilities and an established supply chain allow for a more 

efficient response to changes in end-market demand  

• Customer base spans a broad range of OEs, retailers,  

e-Commerce websites, distributors, dealers and 

independent installers 

• Customer relationships are well established, many 

exceeding 20 years 

Diverse Product 
Portfolio of Market 

Leading Brands 

Global Scale with 
Flexible 

Manufacturing 
Footprint and Supply 

Chain 

Long-term 
Relationships with  

a Diverse  
Customer Base 

1 

 

2 

 

3 
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Broad & Diverse Product Portfolio 

• Hitches 

• Ball mounts 

• Weight distribution 

systems 

• Fifth wheel hitches 

and accessories 

• Wiring harness 

• Draw bars 

 

• Gooseneck hitch 

systems 

• Crossbars 

• Towbars 

• Security 

• Towing 

accessories 

Towing Key Products Brands 

These products include 

devices and accessories 

installed on a tow-vehicle 

for the purpose of 

attaching a trailer, 

camper, etc. 

1 

 

1 
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Broad & Diverse Product Portfolio 

These products include 

control devices and 

components of the trailer 

itself 

• Trailer brake controls 

• Jacks / Couplers / Winches 

• Interior and exterior vehicle lighting  

• Brake replacement parts 

Trailering Key Products Brands 1 
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Broad & Diverse Product Portfolio 

• Bike carriers and 

accessories 

• Cargo carriers and 

accessories 

• Cargo bags 

• Truck rack systems 

This product category 

includes a variety of 

products used to facilitate 

the transportation of 

various forms of cargo, to 

secure that cargo or to 

organize items 

• Bungee cords 

• Tie-downs 

• Loading ramps 

• Interior travel 

organizers 

Cargo Management Key Products Brands 1 
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Broad & Diverse Product Portfolio 

• Tubular push bars 

• Side steps 

• Sports bars 

• Skid plates 

• Oil pans 

• Commercial brooms  

and brushes 

All other products that 

do not fit into any of the 

previous three main 

categories 

Other Brands Key Products 1 
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Past…In 2010,  

A Growing Global Presence 

2010 Global Footprint 

Solon, Ohio 

Juarez, Mexico 

Reynosa, Mexico 

Plymouth, Michigan 

Keysborough, Australia 

Mississauga, Ontario 

Facilities 

South Bend, Indiana 

Tekonsha, Michigan 

Brisbane, Australia 

Perth, Australia 

Chon Buri, Thailand 

Dallas, Texas 

McAllen, Texas 

El Paso, Texas 

Mosinee, Wisconsin 

2 

 

North American-centric with Australia presence. 
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Present… 

Established Global Presence 

2015 Global Footprint 

Fairfield, Iowa 
 

Solon, Ohio 

Juarez, Mexico 

Reynosa, Mexico 

Itaquaquecetuba, Brazil 

Plymouth, Michigan 

Keysborough, Australia 

Mississauga, Ontario 

Facilities 

South Bend, Indiana 

Tekonsha, Michigan 

Hartha, Germany 

Deeside, UK 

Auckland, New Zealand 

Brisbane, Australia 

Perth, Australia 

Pretoria, South Africa 
Chon Buri, Thailand 

Dallas, Texas 

McAllen, Texas 

El Paso, Texas 

Helsinki, Finland 

Christchurch, New Zealand 

Mosinee, Wisconsin 

2 

 

Established global footprint will drive sales and operating efficiencies. 
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Diverse, Well-Established Customer  

Relationships Across All Channels 

DIVERSE CUSTOMER BASE 

• OE 

• Retailers 

• e-Commerce 

• Distributors 

• Dealers 

• Independent 

installers 

More than 
5,700 active 
customers 

globally 

• Agricultural 

• Industrial 

• Automotive 

• Military 

• Construction 

• Recreational 

• Horse/livestock 

• Marine/power 
sports 

End 
markets 

No customer  
represents more than 

10% of revenues 

Top 10 customers 
represent approximately 

37% of revenues 

3 
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• Includes automotive and agricultural OEs 

• Component parts used on the assembly line to 

build the vehicle 

• Generally the manufacturer’s design and 

engineering 

• Typically high volume and lower margin 

• Proximity to the assembly plant is usually essential 

Capacity to Serve Both OEM  

and OES Channels 

• Parts used to accessorize the car after 

manufacture; generally at the pre-delivery stage 

• Generally the supplier’s design and engineering 

• Typically lower volume and higher margin 

• Proximity to the regional offices and national parts 

warehouses is extremely beneficial – vehicle point 

of production is irrelevant 

Original Equipment Manufacturers (“OEM”) Original Equipment Suppliers (“OES”) 

Major OE Channel Customers  

3 

 

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http://www.jayco.com/&ei=b8lUVfCNJcegNvaPgJgE&bvm=bv.93112503,d.eXY&psig=AFQjCNEP4IQ-lX_HQd8L7f9Kb3uFlfseEg&ust=1431706331629270


33 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

  

New Products and Brand Power  

Drive Aftermarket Sales 

• Strong historical relationships, custom engineering 

capability, significant brand heritage, broad product 

offerings, superior distribution and strong 

merchandising methodologies 

• Predictable product availability, new products and 

applications, pricing logic and brand power and 

reputation are key drivers to the aftermarket 

channel 

Horizon 

Brands 
Distribution 

Installers/ 

Dealers 
Horizon 

Brands 
Distribution 

Installers/ 

Dealers 

Horizon 

Brands 
Distribution 

Installers/ 

Dealers 

Horizon 

Brands 
Distribution 

Installers/ 

Dealers 

Horizon 

Brands 

Installers/ 

Dealers 

Pelligrino 
TRUCK PLAZA Cia 

LTDA 

AQUASPORTS SAC 

Aramis  

TRUCK 

DEXTRUS 

MELRICK 
AUTO CENTRES 

Overview Highlights 3 

 

http://www.google.com/url?url=http://www.keystoneautomotive.com/&rct=j&frm=1&q=&esrc=s&sa=U&ei=NkYcVbrMB8r5yQSksYKABA&ved=0CBYQ9QEwAA&usg=AFQjCNFiu4SkWzQacpCjoFXdEa-Tweq1Cg
http://www.google.com/url?url=http://www.brunswick.com/&rct=j&frm=1&q=&esrc=s&sa=U&ei=UkYcVa6yJ4ywyASXvYGwCQ&ved=0CBwQ9QEwAw&usg=AFQjCNGEhv3XWp6MGliZse1TLgI8YPaRCQ
http://www.google.com/url?url=http://www.ebay.com/itm/ARB-4x4-Accessories-10900021-Portable-Fridge-Freezer-Slide-/151429864646&rct=j&frm=1&q=&esrc=s&sa=U&ei=2kYcVfmfKMOayATx6YGYCQ&ved=0CBYQ9QEwAA&usg=AFQjCNHyCL9Cs4l_794ZFtDdXAmMjzezzg
http://www.google.com/url?url=http://www.cipsa.com.mx/&rct=j&frm=1&q=&esrc=s&sa=U&ei=b0ccVZO-M4mTyAT5goCYCQ&ved=0CBgQ9QEwAQ&usg=AFQjCNHF0-L3r_LJQgtWKQ-7DnqPCuwiVQ
http://www.google.com/url?url=http://carpodrack.com/dealers&rct=j&frm=1&q=&esrc=s&sa=U&ei=i0ccVcrtD5CcygTe0YHoCQ&ved=0CBYQ9QEwAA&usg=AFQjCNGyiL0pwKrH37968hnTwKYHLkTDuA
http://www.google.com/url?url=http://en.wikipedia.org/wiki/File:CNH_logo.jpg&rct=j&frm=1&q=&esrc=s&sa=U&ei=rUccVdycJoumyQTqwYKoCQ&ved=0CBYQ9QEwAA&usg=AFQjCNGGsYBA_4SUzfSv_-ZHJdZkjszQ7g
http://www.google.com/url?url=http://www.ebay.com/itm/ARB-4x4-Accessories-10900021-Portable-Fridge-Freezer-Slide-/151429864646&rct=j&frm=1&q=&esrc=s&sa=U&ei=2kYcVfmfKMOayATx6YGYCQ&ved=0CBYQ9QEwAA&usg=AFQjCNHyCL9Cs4l_794ZFtDdXAmMjzezzg
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Brand Leverage Across 

Retailing 

• Reaching consumers directly through online 

capabilities, including e-Commerce, is expected to have 

an increasing impact on the global automotive 

aftermarket and retail channels 

 

• Key themes within the retail distribution channel 

include brand leverage across multiple channels, 

merchandising expertise and omni-channel retailing 

Automotive Retail Mass  
Merchant 

Home  
Center 

Hardware 
Farm & 

Agricultural 

Internet  
• Servicing both pure-play and 

brick and mortar retailers 

Hor izon has the largest Nor th Amer ican retai l  market  share.  

Overview Highlights 3 

 

http://spartachamber.com/wp-content/uploads/2013/10/familyfarm.png
https://www.msdist.com/
http://www.fleetfarm.com/
http://www.doitbest.com/Main.aspx?associate=true&memberId=5080
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wn73qNDomE18cM&tbnid=9NciqH8DDaal2M:&ved=0CAUQjRw&url=http://www.eos-surfaces.com/geos/geos-in-home-depot/&ei=skBpU9CAHdKdyASK_IGABA&bvm=bv.66111022,d.aWc&psig=AFQjCNHNmZ-mcOBzI3f622Q4-38Wn7GRbQ&ust=1399493152571521
http://hitwallpaper.com/wp-content/uploads/2013/11/walmart.png
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&uact=8&docid=Lc0djsOchU13kM&tbnid=pJRv2jMZYsebkM&ved=0CAgQjRw&url=http://poorstudentblog.com/tag/kmart/&ei=6T1pU5i_L8LbyQGW2IGgBw&psig=AFQjCNFxoKQlQeQZ7wFVmD60-P9OXDRijA&ust=1399492457842844
http://www.google.com/url?sa=i&source=images&cd=&cad=rja&uact=8&docid=U7Sd1uruu9ieVM&tbnid=lf9LsbF9wp2srM:&ved=0CAgQjRw&url=http://nanobitwallpaper.com/target-logo/&ei=ED5pU_XbComayQHmnIGwBw&psig=AFQjCNEzjwi8tZNpqC_6_S2qXSMA1cYENw&ust=1399492496308524
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=e3XdJdTLAYtyEM&tbnid=K7K-IGVctdZEGM:&ved=0CAUQjRw&url=http://en.wikipedia.org/wiki/File:Advance_Auto_Parts_Logo.svg&ei=VzlpU6nbGcqayATc-oKQBQ&bvm=bv.66111022,d.aWc&psig=AFQjCNG7T7k-BI5kmKAqQvBNAshAHnK2nA&ust=1399491278302419
http://www.lashawnkford.com/wp-content/uploads/2012/10/AutoZone-Logo.jpg
http://www.google.com/url?url=http://carpodrack.com/dealers&rct=j&frm=1&q=&esrc=s&sa=U&ei=i0ccVcrtD5CcygTe0YHoCQ&ved=0CBYQ9QEwAA&usg=AFQjCNGyiL0pwKrH37968hnTwKYHLkTDuA
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Opportunities for the Future 

We believe we have multiple opportunities to improve and grow our business, through 

organic initiatives or acquisitions of new products, new geographies or new 

technology.  The following strategies are focused to deliver:  

Future Value Drivers 

Expand Existing 

Channels 

Drive Margin 

Expansion 

Operational 

Excellence 

Expand Into 

Higher 

Growth Markets 

• Leverage product portfolio and manufacturing footprint to expand 

existing channels, specifically the e-Commerce channel 

• Significant opportunity to benefit from recent investments (acquisitions 

and plant) 

• Reorganizing global operations to operate as a single combined entity 

• Flexible manufacturing capability and low-cost sourcing allow quick 

response to changes in demand 

• Opportunities for additional efficiencies and leverage 

• Leverage existing capabilities with global OEs  

• Use global manufacturing, distribution network and available products to 

expand sales in Latin America and China 
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Value Driver: 

e-Commerce 

(ˈē-ˌkä mərs) 

John Aleva, President, Cequent Americas  
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E-Commerce is the fastest growing and evolving channel 

• We are a consumer products company. 

• It’s a requirement to participate! 

Shopping experiences are augmented 

• Product and price research 

• Benefits and quality comparisons (value) 

• Product peer reviews 

• Broader selections 

• Enhanced information 

• Ease of acquisition 

• DIY and DIFM Direct support 

Shopping is and always has been about convenience -   

the system has changed 

 

Why e-Commerce 

Consumers will ultimately decide where and how they will buy goods and services - not the customers! 

Omni-channel 
Consumers engage 

anywhere via integrated, 

seamless experiences 
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Complex Commerce Channels 

Cequent participates in all channels of commerce and distribution today. 

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wn73qNDomE18cM&tbnid=9NciqH8DDaal2M:&ved=0CAUQjRw&url=http://www.eos-surfaces.com/geos/geos-in-home-depot/&ei=skBpU9CAHdKdyASK_IGABA&bvm=bv.66111022,d.aWc&psig=AFQjCNHNmZ-mcOBzI3f622Q4-38Wn7GRbQ&ust=1399493152571521
http://hitwallpaper.com/wp-content/uploads/2013/11/walmart.png
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The Traditional Distribution Models 

Cequent continues to lead the traditional distribution models! 

Brick & 

Mortar 

Distributor 

Consumer 

D 
C 

R 
R 

Manufacturer 

M 

P 

I 
Installer 

http://hitwallpaper.com/wp-content/uploads/2013/11/walmart.png
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wn73qNDomE18cM&tbnid=9NciqH8DDaal2M:&ved=0CAUQjRw&url=http://www.eos-surfaces.com/geos/geos-in-home-depot/&ei=skBpU9CAHdKdyASK_IGABA&bvm=bv.66111022,d.aWc&psig=AFQjCNHNmZ-mcOBzI3f622Q4-38Wn7GRbQ&ust=1399493152571521
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e-Commerce Has Changed the 

Game 

Cequent is taking advantage of the new e channels to expand our product offering. 

Brick & 

Mortar 

Distributor 

     Pure Play   

Online 

Consumer 

D 
C 

R 
.com R 

Manufacturer 

M 

P 

I 
Installer 
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Cequent Goes Direct to  

End Consumers 

Cequent provides products and service direct to the end consumers in some markets. 

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wn73qNDomE18cM&tbnid=9NciqH8DDaal2M:&ved=0CAUQjRw&url=http://www.eos-surfaces.com/geos/geos-in-home-depot/&ei=skBpU9CAHdKdyASK_IGABA&bvm=bv.66111022,d.aWc&psig=AFQjCNHNmZ-mcOBzI3f622Q4-38Wn7GRbQ&ust=1399493152571521
http://hitwallpaper.com/wp-content/uploads/2013/11/walmart.png
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• Unique service model (DIFM Direct) 

• Ability to sell localized market specific products Margin Growth 

• First mover brand exposure 

• Brand leverage with large customers 

• Self-funding brand support 

Global Brand 
Building 

• Direct engagement with consumers 

• Shoppers get what they want, their way 
Optimal Shopping 

Experience 

• Utilizing the power and accessibility of the internet 

• Expand our marketplace and exposure 
Global Revenue 

Expansion 

Benefits of Leveraging All  

e-Commerce Models 

By managing and optimizing the channels, Cequent can achieve revenue growth and margin expansion. 
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Value Driver: 

Global Original 

Equipment (OE) 

Carl Bizon, President, Cequent APEA  



44 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

The global market for accessories and vehicle 
personalization is increasing 

Auto manufacturers are tapping into this – creating 

‘genuine’ accessories to address this need 

Historically this has been a regional effort 

• Region specific car ranges 

• Head office leaving it to subsidiaries and distributors 

Consumer awareness of field issues changed that 

forever 

Global OE Accessory Market 
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Past… 

Local Markets, Local Solutions 
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Present… 

Local Markets, Global Solutions 
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Future… 

Global Markets, Global Solutions 
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Our Value Proposition 

Global Engineering, Regional Design, Local Supply. 
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• The market for accessories and vehicle 
personalization is increasing worldwide. 

Growing  
Market 

• The OEs are increasing their interest and 
control. OE Interest 

• Market and customer trends play to our 
unique capabilities. 

Favorable 
Trends 

• Horizon is uniquely positioned  
to grow profitably. 

Uniquely 
Positioned 

Key Takeaways 
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Value Driver: 

Latin America and 

China 
Paul Caruso, Senior Vice President, 

International and Corporate Development 
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Latin America 

• Led by Brazil and 

Mexico 

• Brazil market looks like 

US market 25 years ago 

• Mexico flashing signs of 

increasing adoption 

 

China 

• Growth in middle class 

• Enthusiasts organizing 

around active lifestyles 

• Rapid adoption when 

tipping point is reached  

Present…Latin America and  

China are Attractive Markets 

Automec 2015 – Sao Paulo Automec 2015 – Sao Paulo 

Truck accessory manufacturer 

RV Manufacturer – Hangzhou China Active Lifestyle Retailer – Shenshen China 
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• Build out of our global footprint provides product solutions           

for each market 

• Credibility of global brands and professional operations 

Horizon is Uniquely Positioned to  

Execute on Global Expansion Strategy…  
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• Multi-channel experience 

provides flexibility and 

reduced risk 

 

…Serving a Blue Chip, 

Diversified Customer Set 

• Strong relationships with 

premier global customers 

provides coat-tails for us  

to ride 

Installer - Brazil AutoZone - Brazil Auto Retail Chain - Brazil 

Installer - China Outdoor Retailer - China 
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• We are growing and have restructured 
to create a profitable platform. 

Established 
Brazil 

• Increasing commercial presence to 
meet local demand. 

Commercial 
in Mexico 

• Adding commercial presence to current 
platform. China 

Key Takeaways 
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Value Driver: 

Operational 

Excellence 
Mike Finos, Senior Vice President 

Operations 
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Present…Operational Excellence  

Vision & Culture 

VISION 

The Horizon Operations Team vision is 

to be recognized as the benchmark in 

our industry, and as an exceptional 

supplier by all of our customers. 

CULTURE   

Sustain safe and productive work environments 

that promote Lean and Six Sigma concepts, 

organizational collaboration, and global 

commonized practices focused on flexibility, 

speed and growth. 
Reynosa Mexico Metals Plant 

Reynosa Mexico Robotic Weld Cells 
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Steel costs 

Asian buy-sell 

Mexican material 

management team 

Mexico supply chain 

Asian team focus 

Asian vendor 

consolidation 

Present and Future… 

Cost Reduction Opportunities 

Purchasing 
Manu- 

facturing 
 Freight 

Distri- 

bution 

Product availability  

Midwest steel 

Intercompany 

shipments 

Asian shipment 

consolidation  

New transportation 

management system 

Labor costs from MX 

manufacturing footprint 

Tribal knowledge 

Productivity 

Outsourcing 

Quality 

OE Readiness 

CI activities 

Insourcing 

Best Practices 

Processes 

Systems 

Metrics 

 Inventory 

On demand cartons 

Short term customer       

logistic solutions  

New tools – WMS & 

voice picking 

Annual goal of 2-3%productivity improvements 
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Chinese 
manufacturing… 

Vendor optimization 

Optimize Mexican 
supply footprint 

Commonize 
manufacturing 

platforms – 
Implement “HBS” 

Transition more key 
“structure” to the 

source of 
manufacturing 

Complete ERP 
integration project 

Optimize the 
distribution system 

footprint 

Implement new 
automation 

technology at the 
distribution centers 

Increased Lean Six 
Sigma training & 
participation at 
every level of 

Horizon operations 

Future…Path to Operational 

Excellence – Next 18 months 

Surface mount technology Laser cutting Dallas distribution hub Key floor metrics 
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• Investments in distribution and manufacturing have 
allowed us to build a solid foundation. 

Robust 
Foundation 

• Management team is very experienced and committed - 
“A” players from all the previous company consolidations. 

Experienced 
Team 

• Major opportunities to drive costs out of Operations        
2-3% annual productivity target for the team. 

Targeted Cost 
Reductions 

• Record manufacturing performance over the past six 
months – output, costs, quality, and delivery. 

Performance 
Improvements 

Key Takeaways 



Value Creation 

 David Rice, Chief Financial Officer 
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Strengths for Stable Financial Future 

• Brand recognition across the most broad portfolio offered 

provides growth “annuity” to customers 

• Focused investment on leading brands benefits the entire 

portfolio 

• Global footprint supports more regional demand fulfillment 

• Positioned to serve emerging markets 

• Flexibility of manufactured or sourced solution 

• Multiple channels to reach end consumers for our product 

• Relationships have survived good times and more difficult 

ones – partnerships give stability to revenue base 

Diverse Product 
Portfolio of Market 

Leading Brands 

Global Scale with 
Flexible 

Manufacturing 
Footprint and Supply 

Chain 

Long-term 
Relationships with  

a Diverse  
Customer Base 

1 

 

2 

 

3 
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Expected Capital Structure 

Supply chain 
finance 

Asset base line 

Term debt  

Available credit facilities at 

spin expected to be 

adequate to fund ongoing 

operational needs and 

growth plans 
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Cash Earnings Power 

1. Per the Combined Income Statement presented in the Form S-1. 

2. Presented as Special Items to consider in evaluating operating income in the 2014 TriMas earnings presentation. 

3. Per the Combined Statement of Cash Flows presented in the Form S-1. 

4. Management’s estimate of the difference between corporate charges allocated by TriMas corporation to the Cequent businesses in the Form S-1 and the ultimate cost of 

these functions on a stand-alone basis, after cost actions implemented to mitigate these costs. 

5. Management estimate, before consideration of interest expense resulting from future capital structure. 

6. Management estimate. 

Historical performance 

offers financial flexibility to 

invest earnings after 

satisfying commitments. 

 

Horizon expects to further 

benefit from the focus on 

one global organization 

committed to increasing 

margins. 

2014 Illustrative Example of Cash Earnings 
($ in 000s) 

Income before income tax(1)  $                    20,590  

Interest expense(1)  $                         720  

Special Items(2)  $                      4,440  

D&A(3)  $                    18,930  

Stock Comp(3)  $                      2,660  

Adjustments(4)  $                      5,000  

Cash earnings available      $                    52,340  

Taxes (at 25%)(5)  $                      7,500  

Maintenance Capital(6)  $                      5,000  

Cash earnings available for debt 
service, de-leveraging, organic 
growth initiatives and value creation 

 $ 40,000  
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Relentless Focus on Margin 

Improvement 

• 10% to 15% improvement in cost per earned hour in Mexico 
targeted for 2015 (constant dollar basis) 

Return on Structural 
Investments 

• Sales in Europe, New Zealand, Africa and South America are 
growing in local currencies 

• Significant improvement in acquisition operating results 

Acquisition 
Performance 

• Consolidation of executive staff 

• Early retirements and elimination of redundancies 

• $5.0M targeted annual run rate cost-out 

Consolidation of 
Cequent Americas 

• 2% to 3% of cost pool is our aspirational goal 

• Opportunities in purchasing, freight, manufacturing and  
warehousing 

Continuous 
Improvement 
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Capital Structure 

• Debt service 

 

• Aspirational 
leverage ratio of 
2x net leverage to  
EBITDA 

Organic Initiatives 

• Capital 
expenditures 
supporting growth 
in acquired 
companies 

 

• Investment to 
support strategic 
sales opportunities 

Operational 
Investments 

• Support 
continuous 
improvement 
initiatives 

 

• Upgrade 
manufacturing 
capabilities where 
appropriate 

 

• Capacity to 
support organic 
growth  

M & A  Activity 

• “Bolt-on” 
acquisitions  

 

• Minimum risk-
adjusted returns in 
in excess of our 
cost of capital 

Capital Allocation Priorities 

Cash Flow and 

Balance Sheet 
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• Transition Services Agreement in place for 18 months 

• Expect that the majority of support is transitioned by 12/31/15 

Clear path to separation: 

• Public company infrastructure in place 

• Establishing independent Board of Directors 

Strong governance foundation: 

• Reduced overhead costs though business integration 

• Harmonization of systems and processes 

New public company costs to be partially offset by: 

Expect Smooth Transition to  
Public Company 
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Horizon will be classified as an “emerging growth company” which includes an 

exemption from the auditor attestation requirements of Section 404(b) of the 

Sarbanes-Oxley Act of 2002. 

• Continue to operate and improve the control environment in place  

• Corporate controls will be lifted/shifted 

• Emphasis will increase on controls as part of the process vs. an “event” 

• Plan to increase the use of self-testing 

• Continuing internal audit support with global provider 

• Focus on consistent process and value-added improvements 

 

 

Value Through Control 

Control environment drives reliability and efficiency in process. 
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• Diversification of products, customers and geography 
supported by experienced management team. Stability  

• Clear pathway from recent investments and 
commitment to operational excellence. 

Margin 
Expansion 

• Management of capital structure expected to provide 
operational and strategic options. Flexibility 

• Structures and performance to be independent. Ready to Stand  

Key Takeaways 

Global leader positioned for success. 



Closing Remarks 

 Mark Zeffiro, President & CEO 
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Past…Key Accomplishments Drive 
Momentum for Future Growth 

• Invested in relevant brands 

• Expanded OE capabilities 

• Growing presence in Latin America; just 

beginning in China 

 

 

 

 

• Completed major investment cycle 

• Restructured for more flexible sourcing and 

manufacturing in low-cost countries 

• Reorganized as one global company 

 

 

Growth 

Margin 

Improvement 
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• Finalize capital structure 

• Finalize Transition Services Agreement 

Focused on completion of spin-off: 

• Committed to growing revenues despite currency headwinds 

• 100 basis points improvement in operating profit over 2014 

Committed to delivering results: 

• Experienced leadership team in place to execute strategic plan 

Management team and strategic plan in place: 

Present…Transitioning to a  
Stand-Alone Public Company 
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Future…Driven to Deliver 
Profitable Growth 

• Leverage unrivaled global product portfolio 

– Globally recognized brand names 

– Diverse customer base 

• Focus on multiple growth drivers 

– e-Commerce, Latin America and China 

– Global OE 

 

 

 

• Drive margin improvement through: 

– Opportunities for additional manufacturing 

leverage and efficiencies 

– Continuous improvement efforts 

– Improved performance of acquisitions 

– Americas integration 

 

 

 

Growth 

Margin 

Improvement 
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Value Creation 

(1) 
Cash flow from operations less capex. 

Aspirations 2015 Longer Term 

Revenue Growth Americas: GDP+ 

APEA: 10% currency 

headwind 

GDP+ 

Operating Profit 

Growth 

+100 basis points vs. 

2014 

> Sales growth 

 

Double digit target 

margin rate 

 

Free Cash Flow 
(1) 

> Net income 

Leverage < 2x EBITDA 
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Today’s Takeaways 

• Strong brands and solid customer 

relationships across the globe 

• Targeted entry into higher growth new 

markets and geographies 

 

 

• Maturity of significant investments will 

drive improvement 

• Organizing as one global company will 

deliver improvement 

 

• Strong legacy of success will lead the 

company into the future  

• Ready to run as a stand-alone company 

 

Growth 

Experienced 

Management 

Team 

Margin 

Improvement 
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www.horizonglobal.com 

http://www.horizonglobal.com/


76 DRIVEN TO DELIVER May 21, 2015 NYSE: HZN 

Appendix 
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Appendix 

Excerpted from the Form S-1 

for Horizon Global 
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Appendix 

Excerpted from the Form S-1 

for Horizon Global 
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Appendix 

Excerpted from the Form S-1 

for Horizon Global 
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Appendix 

Excerpted from TriMas year-

end earnings presentations for 

2011 

Twelve months ended 

December 31, 

2011 2010 

Cequent Asia Pacific 

Net sales  $         94,290   $         75,990  

Operating profit  $         13,900   $         12,050  

Cequent North America 

Net sales  $       383,710   $       339,270  

Operating profit (loss)  $         32,730   $         27,840  

Special Items to consider in evaluating operating profit (loss): 

Severance and business restructuring costs  $              520   $                 -    

Excluding Special Items, operating profit (loss) would have been  $         33,250   $         27,840  

Total sales  $      478,000   $      415,260  

Total operating profit after Special 
Items  $         47,150   $         39,890  

Segment results, excluding corporate expenses 
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Appendix 

Excerpted from TriMas year-

end earnings presentations for 

2013 Twelve months ended 

December 31, 

2013 2012 

Cequent APEA 

Net sales  $      151,620   $      128,560  

Operating profit  $         13,920   $         12,300  

Special Items to consider in evaluating operating profit: 

Severance and business restructuring costs  $                 -     $           3,150  

Excluding Special Items, operating profit would have been  $         13,920   $         15,450  

Cequent Americas 

Net sales  $      437,280   $      400,400  

Operating profit (loss)  $           8,850   $         27,420  

Special Items to consider in evaluating operating profit (loss): 

Severance and business restructuring costs  $         25,570   $           7,530  

Excluding Special Items, operating profit (loss) would have been  $         34,420   $         34,950  

Total sales  $      588,900   $      528,960  

Total operating profit after Special Items  $         48,340   $         50,400  

Segment results, excluding corporate expenses 
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Appendix 

Excerpted from TriMas year-

end earnings presentations for 

2014 Twelve months ended 

December 31, 

2014 

Cequent APEA 

Net sales  $      165,110  

Operating profit (loss)  $           7,860  

Special Items to consider in evaluating operating profit (loss): 

Severance and business restructuring costs  $              850  

Excluding Special Items, operating profit (loss) would have been  $           8,710  

Cequent Americas 

Net sales  $      446,670  

Operating profit (loss)  $         31,090  

Special Items to consider in evaluating operating profit (loss): 

Severance and business restructuring costs  $           3,590  

Excluding Special Items, operating profit (loss) would have been  $         34,680  

Total sales  $      611,780  

Total operating profit after Special 
Items  $         43,390  

Segment results, excluding corporate expenses 


