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All T want is a Jeep!
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Viele Griife. My name is Andreas
Ulber, President and Founder of
FORTEC, Inc., and this 1s my
story.

Like many of you, my love of Jeeps
began at a young age. I remember
being fascinated with Jeeps as a
boy growing up in Hamburg,
Germany, especially the old CJS
and CJ7 models. Even as a kid, I
was struck by the elegance, style
and symmetry of the Jeep design.
Of course, being able to quickly
jump in and out of the vehicle
onlyhelped to spur my young
imagination about the types of
adventures I'd one day have driving
my Jeep. While many fascinations
from childhood eventually fade,
my passion for Jeeps continued t0
grow over the years. But it wasn’t
until college that I had my first
opportunity to turn my dream of
owning a Jeep into a reality.

At the time, T was working for
an auto importer based in the
U.S. who was paying me t0 find
high end cars in Germany before
shipping them to Atlanta.

The typical export model in the 80’s

It wasn’t long before 1 began
thinking about reversing the
process and having a CJ Jeep
imported from the U.S. to
Germany. Unfortunately, I didn’t
have the money to import and
keep a CJ, but after talking with
my father, I decided it was possible
to cover the cost of importing a
Jeep by selling the vehicle shortly
after it arrived in Hamburg.

I’'m happy to say my plan was
a success. Not only did I cover
the cost of importing Cls to
Germany, 1 even got to drive
them for a while before finding
a buyer. While it was difficult

saying

goodbye so soon after acquiring
each new CJ, I enjoyed every
minute I spent behind the wheel.
Shortly before graduation, a
friend expanded on my idea by
starting his own Jeep importing
business. Working together, he
and 1 made several trips from
Hamburg to Atlanta in search of
the finest CJs we could find. Little
did T know that my parttime job
working with my friend would be
the start of a lifetime commitment
to the Jeep brand and everything
it stands for.




It all started in Hamburg, Germany
during the early 90s

During these early days, we could only
afford to buy a few CJs at a time.

However, the demand for Jeeps was
high in Germany, and we easily made
enough money selling the CJs we
imported to travel back to the U.S. each
summer to do it all over again.

Of course, we all know CJs need a Jot of
care and attention, which translated into
a demand for parts and accessories for
the Jeeps we’d been importing.
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with the idea of starting a parts and
accessories company, and FORTEC F
was born.
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make FORTEC a multinational company.
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1994. Loading Jeep parts for export to Germany.

For the first couple of months, I worked
from my father’s basement using an
old Costco PingPong table as a desk.

It quickly became obvious that the
business would never survive by only
selling parts and accessories to our
own company in Germany. To solidify
FORTEC’s place in the U.S., we had
to find more export customers around
the world, while also developing some
domestic business.
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Once again our hard work and
determination paid off, as we were able
to find several more export clients to
add to what FORTEC, Hamburg was
purchasing. But it wasn’t until we
closed our first domestic deal that we
really thought we had it made.

Our first domestic sale was to a local
Jeep dealer for 400 rear seats and 200
carpet kits for their new 1994 Wranglers.
In our minds we had finally done it. We
had reached the Big Leagues.

Buoyed by our success, I decided to
open FORTEC’s first retail space by
renting a small storefront to sell Jeep
accessories. The business actually did
pretty well, and we managed to sell a
bunch of Jeep accessories and perform
a few custom installations in the parking lot.

To continue building off our success,
I decided to expand once again. However,
selling accessories and installing lift
kits in the parking lot is far different
than having your own showroom floor
and shop.

I made a few mistakes over the next
couple of years, but the one thing I got
right was agreeing to let my cousin
Matt intern at the shop for a summer.
What started off as a few months of
free labor transformed into a budding
partnership that lasts to this day.

Matt never left FORTEC after his
internship ended, and he now currently
runs both our Fort Lauderdale and Miami
locations while serving as a full partner
in the business.
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1997. Real Estate lesson in life;
read your leases carefully.

1996 Andreas with cousin Matt




FORTEC, Transformed
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Fortec in Roswell, Georgia
With locations in both Georgia and
Florida and plans on further expansion,
the health of FORTEC has never been
better. We have a truly exceptional staff
of employees and technicians, many of
which have been with the company for
many years. We pride ourselves at having
the most skilled, experienced, and highly
trained technicians in the industry, sO
we can deliver the best experience and
products to our customers. We have
even partnered with a local college and
the SEMA to enable our technicians to
participate in the latest, most advanced
continuing education possible.
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As FORTEC continues to grow, my
hope is to provide my more senior staff
members the opportunity to run their
own FORTEC locations in the future.
I’ve been lucky enough to live my
dream of working with Jeeps for most
of my life, and I would feel incredibly
honored and privileged to offer that
same opportunity to some of the men
and women who have helped me build
this company into what it is today.

As for me, I have no plans on slowing
down when it comes to building
FORTEC into an industry leading
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business. Our in the meantime 25 year
old family business has been built on
strength, honor and commitment that
carries through in everything we do. I
am excited to see what adventures we
are going to experience in the years to
come.

Finally, I'd like to thank you, knowing
you have a lot of options when selecting
Jeep parts and accessory retailers.
I truly appreciate that you are taking
the time to read my story and for your
business. Like you, I have a love for
Jeeps that will last a lifetime, and want

every FORTEC customer to know that
we share your passion. That’s why at
FORTEC, we promise only to offer the
very best parts, the very best service,
and the very best people. After all,
Jeeps, the Jeep brand, and Jeep lovers
deserve nothing less.






