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By Symone C. Skrzycki A Global Go-between for Manufacturers and Suppliers

You’re an automobile manufacturer on a tight deadline and receive defective parts from 
your supplier, which is located in a foreign country. You start to dial your contact’s 
telephone number to resolve the problem, but remember that his office is already 
closed for the day due to the difference in time zones. What do you do? 

 Many businesses are turning to Team Quality Services, a company headquartered in Auburn 
that provides local assistance regarding quality and logistics issues at 72 
locations throughout the United States, Canada and Mexico.
 “With global manufacturing, parts are made all over the world,” observes 
Team Quality Services President and CEO Chris Straw, “and those parts are 
typically shipped to a company that assembles a product. We help companies 
that manufacture those components by providing local resources.”
 Established in 1997, the organization serves the automotive and energy 
markets as well as the government sector. It employs about 125 people; most 
are field representatives who visit manufacturing facilities to offer assistance 
with quality issues during the assembly process. 
 “The strongest automotive market in the world is still the United States,” 
Straw comments. “A lot of those customers have their main business located 
throughout an industrial corridor from Toronto down through Mexico City. 
That’s an industrial corridor we take care of.”
 Straw shares how international partnerships have benefited Team Quality 
Services.
 “Diversification is probably the biggest thing I’ve learned,” he reflects. “The 

way we have grown is by listening to our customers and helping them with their needs as they 
expand into new markets, open new plants or have new customers.”
 “When one country might be going through a tough time (economically), another one isn’t. 
It helps our company to have our resources and income come from different countries. You hear 
all the time about companies shipping their plants to Mexico (for instance). By having services in 
Mexico, we’ve seen that business increase.”
 Team Quality Services currently has approximately 200 customers. Plans are underway to 
expand its global presence into China. 

Heating Up Export Opportunities

The year was 2001, the city was Fort Wayne and the challenge facing Mike Kelly was 
naming a new company he was forming to produce heating systems for the outdoor 
telecommunications market. He knew it was important to choose a moniker that was 
internationally recognizable and clearly conveyed its focus. Soon, Caliente (Spanish for 

hot) was born. 
 “We were primarily manufacturing very thin, very flat, very efficient heating elements,” he 
recalls. “We established ourselves in the medical, military and telecom markets and have gotten 
into green cooling systems and controls. Our niche is specialty printing of electrically conductive 
inks and thermal systems for outdoor electronic equipment.”
 The company started out in the telecommunications market. From the onset, partnering 
with international companies was a priority. 
 “We knew we were going to have to sell and provide on a worldwide basis so it was part of 
our strategy out of the gate to become an international company,” he asserts. “(Early on), we had 
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Resource: Chris Straw, Team Quality Services, at (260) 572-0060 or 
www.teamqualityservices.com

Team Quality Services conducts 
on-site inspections to help 
suppliers maximize product 
performance.
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reps in the United Kingdom, Israel and Sweden. That’s been part of our 
mission and culture from the beginning.”
 “We know the markets and technologies we excel in and try to keep 
our focus on those opportunities. Those customers really lead our business.”
 In 2008, Caliente was honored as Fort Wayne’s small business 
exporter of the year. Business with the U.K., Sweden, Italy, Israel, Canada, 
Mexico, Hong Kong, China and Singapore accounted for 25% of 
company sales.
 “Last year, we fell back to around 18%,” Kelly notes. “We could be up this 
coming year. We have a big project we’re working on in Sweden right now. We 
have several domestic projects this year, too. It’s not that we’ve changed our 
strategy. It’s more market conditions.”
 Additional products include a line of Frio Thermoelectric Coolers (“Once we 
got into coolers, we had to establish the Frio name,” Kelly shares) for use in 
applications such as outdoor telecommunications (in small- to mid-sized enclosures) 
and the medical and military fields. The units operate without compressors and 
coolants, reducing energy consumption and eliminating maintenance issues such as 
leaking hoses. Compared to traditional systems, they increase cooling capacity by 5 to 10%. 

Renewable Energy: German Firms ‘in Demand’ in Indiana 

Wind farms, plains and automobiles. These are a few of the things that might come 
to mind when considering Indiana’s growing presence in the alternative energy 
industry. Increasingly, a number of efforts are taking place to attract renewable 
energy firms to the state from European countries – especially Germany.

 “Because of Germany’s engineering background and history with the automobile, there are a 
lot of technologies being developed that are a great fit for what’s being developed in the 
Indianapolis region or Indiana in general,” contends Kristie McKillip, business development director 
at the Indy Partnership, an economic development organization representing several counties in 
Central Indiana.
 Europe provides more than 65% of foreign direct investment in the state, according to a 
report released last summer by the Indiana University Kelley School of Business for the Indiana 
Economic Development Corporation. Moreover, German-based employers account for 
approximately 14% of total companies and foreign dollar investment in the Indianapolis area. 
 “Our target is really the manufacturers (including the automotive industry),” 
McKillip emphasizes. “We’re a manufacturing state. These products need to be 
manufactured somewhere and they (German firms) need the labor background. 
We feel Indiana is a hotbed for that activity.
 “There’s a litany of reasons why it might make more sense to do manufacturing 
here in Indiana.” Among them are low utility and labor costs, strong talent base, 
an advanced logistics industry and access to raw materials. 
 Two European businesses specializing in alternative energy settled in Delaware 
County in 2009. VAT-Getriebetchnik (VAT), an international manufacturer of 
wind turbines and renewable energy-powered lighting, relocated its U.S. 
headquarters to the area. It will create more than 100 jobs by 2011. In addition, 
Italian-based Brevini USA, which produces gearboxes for wind turbines, moved 
its North American headquarters to the county and will employ approximately 
455 people.
 McKillip visits Germany at least biannually to seek potential investments. 
 “When I went last year, for a lot of the trip we ended up talking to advanced 
manufacturers (involved in the auto industry). Some were interested in getting 
into clean technology and intrigued by what was going on in the U.S.
 “There’s sometimes a misconception that we’re going to come back with a 
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Resource: Mike Kelly, Caliente, at (260) 426-3800 or www.heatsmarter.com

On a recent trip to Germany, the 
Indy Partnership’s Kristie McKillip 
(second from right) visited the 
Amerika Haus, which houses the 
American Chamber of Commerce 
in Germany (known as AmCham 
Germany) and industry-related 
organizations. Pictured with 
her are (from left) Dale Buuck 
(Northeast Indiana Regional 
Partnership), Bill Petranoff (Duke 
Energy), Mariya Gandzhova (IEDC – 
Berlin office) and Burkhard 
Linke (AmCham Germany).
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bunch of announcements, but it doesn’t happen overnight. It’s a long investment in time, energy 
and establishing contacts.”

Economic Downturn Impacts Expatriate Workforce

E xpatriates, those employees who move to a new country to work for their company’s 
operations there, have long played a vital role. But now, more businesses are scaling back 
and replacing those workers with local talent, according to a study published in late 2009.
 The Expatriate Talent Market Trends Survey, conducted by human resources firm 

Sibson Consulting, reveals actions taking place last summer in the midst of the recession and 
beginning of the economic recovery. Nearly 100 professionals occupying finance, human 
resources, legal, marketing, operations, research and development or sales positions at U.S.-
based companies participated. Respondents employ expatriates worldwide and/or in regions 
including China, Hong Kong, Taiwan, Europe, Africa/Middle East and Australasia (islands of the 
southern Pacific Ocean, including Australia, New Zealand and New Guinea).
 Industries such as manufacturing (29%), banking/finance/insurance (17%), consumer products/
services (13%) and professional business services (13%) are represented.

 According to study findings, the three most sought-after skills 
businesses desire in expatriates are industry knowledge, leadership 
ability and technical skills. Leading the way in terms of the functions 
for which they are most often recruited are operations, research and 
development, and legal.
 Due to the recession, most participants have maintained (47%) 
or reduced (35%) their expatriate workforce, while 18% have increased 
it. The biggest reason for maintaining and hiring expatriates is the 
impact they have on business strategy. When asked about their 
plans for when the economy began to rebound, 25% indicated they 
hoped to increase use of expatriates compared to 54% planning no 
changes and 21% intending to decrease the foreign workforce.
 Many companies shared that reductions were prompted primarily 
by high compensation costs, followed by the overall economic 
environment. At the time, the majority (67%) of respondents 
planned to maintain compensation levels versus (26%) intending to 
reduce them. Seven percent anticipated increasing pay.

 To save money, many multi-national companies reported they would replace expatriates 
with local talent (the No. 1 cost-cutting method), shorten assignments, develop internal talent, 
change compensation plans and increase the use of variable pay.
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Resource: Expatriate Talent Market Trends Survey at www.sibson.com/publications/
perspectives/volume_17_issue_3/expatriate.html
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Resource: Kristie McKillip, Indy Partnership, at (317) 464-5412 or www.indypartnership.com




