
Successful Export 

Strategies
Resources to expand your business

http://www.sba.gov/
http://www.commerce.wa.gov/


! ǎǳŎŎŜǎǎŦǳƭ ŜȄǇƻǊǘŜǊ ƘŀǎΧ

-a viable foreign market for its product

-access to financing

-the ability to get paid

-a globally competitive operation

http://www.sba.gov/
http://www.commerce.wa.gov/


What we will cover

ωIdentifying foreign markets and newly 
available resourcesCOM and USEAC 

ωUnderstanding how to get paid and how to 
access working capitalEFACW

ωLoan and working capital programs geared to 
small business exporters and start-up 
companies

SBA

ωExportechand Eureka! How to make your 
operation competitive globally

Impact 
Washington 

http://www.sba.gov/
http://www.commerce.wa.gov/


U.S. Commercial Service

We work together, collaborate, and

Ǉƭŀȅ ǘƻ ƻǳǊ ǎǘǊŜƴƎǘƘǎ ǘƻ ǎŜǊǾŜ ȅƻǳ ōŜǎǘΧ

http://www.sba.gov/
http://www.commerce.wa.gov/


Quick Facts
Å 95% of potential customers are outside the U.S.

Å Exports accounts for 13% GDP in 2008

Å 1 out of every 5 manufacturing jobs is connected to 
manufactured exports

Å U.S. merchandise exports to our 30 largest export markets 
increased 11% in 2008

Å Exports to Brazil, Chile, Switzerland, Colombia, Netherlands 
and Venezuela increased by 20% during that period.

Å Let us be a resource to you to get your share!

http://www.sba.gov/
http://www.commerce.wa.gov/


Trade specialists in 109 U.S. cities and 
in 77 countries worldwide ... 
headquarters in Washington

Agency Structure

We can ... 

ωFind overseas buyers, distributors, agents, JVs, licensees

ωProvide expert help at every stage of the export process 

ωHelp you to enter new markets faster and more profitably

http://www.sba.gov/
http://www.commerce.wa.gov/


U.S. Embassies & Consulates

US and foreign staff work together in US Embassies & Consulates in 
80 countries to make connections with local business & government 

²Ŝ Ŏŀƴ ƘŜƭǇΧ

ÅAdvise on market potential

ÅConduct market research

ÅFind sales channels & business partners

ÅIdentify & assist with legal/regulatory hurdles

ÅSettle disputes 

ÅLearn about cultural issues & business protocol

http://www.sba.gov/
http://www.commerce.wa.gov/


U.S. Export Assistance Centers

Trade specialists in nearly every state ςwork with overseas 
colleagues to get the information and advice you need.

²Ŝ Ŏŀƴ ƘŜƭǇ Χ

ÅIdentify new opportunities

ÅDevelop strategies to sell overseas

ÅNavigate our network of offices

ÅComply with legal/regulatory issues 

http://www.sba.gov/
http://www.commerce.wa.gov/


hǳǊ tŀǊǘƴŜǊǎ Χ

ÅTrade Associations

ÅLocal government

ÅChambers of Commerce

ÅNon-Profits

ÅUniversities

http://www.sba.gov/
http://www.commerce.wa.gov/


hǳǊ {ŜǊǾƛŎŜǎΥ ! tŀǊǘƛŀƭ [ƛǎǘ Χ 
ÅCounseling

ÅMarket Research (www.export.gov)

ÅGold Key Service (GKS)

ÅTrade Missions

Å International Partner Search (IPS)

Å International Company Profile (ICP)

ÅTrade Shows

ÅCatalogue Shows

ÅCommercial News USA

http://www.sba.gov/
http://www.commerce.wa.gov/


Gold Key Service
Å Customized matchmaking meetings scheduled 

overseas to find  business partners - customers

Å Pre-screened appointments arranged before you 
travel

Å Customized market and industry briefings with your 
overseas trade specialist

Å Post-meeting debriefing with our trade specialists 
and assistance in developing appropriate follow-up 
strategies 

Å Help with travel, accommodations, interpreter 
service, and clerical support

http://www.sba.gov/
http://www.commerce.wa.gov/


Trade Missions

ÅGold Key Service

ÅMarket Briefings

ÅNetworking
Receptions

ÅSite Visits

ÅPre & Post Mission
Counseling

http://www.sba.gov/
http://www.commerce.wa.gov/


International 
Company Profile

Background check - helps US companies ensure they are 
dealing with reliable partners or customers.

Å Detailed investigation of overseas company by overseas staff - financial 
profile, reputation in the market, etc.

Å Staff normally meets with foreign company as part of research

Å Written report provided

Å Available in limited markets - China, Russia, India, etc.

http://www.sba.gov/
http://www.commerce.wa.gov/


Trade Shows & 
Exhibitions

1.  Catalogue Shows - we promote your catalogs to hundreds of business visitors at 
selected trade shows and embassies

2.   U.S. Pavilions ςwe arrange U.S. Pavilions at certain shows  overseas

3.   Matchmaking services  - introducing US companies & foreign buyers

4.  Buyer Delegations ςwe recruit overseas buyers  to attend U.S. shows

"I am a long time proponent of catalog shows. I 
believe that they provide a maximum benefit for a 
minimal investment, especially for a small business 
that can't afford to travel internationally."
Mills Machine, Shawnee, OK

ά²Ŝ ŦƛƴŘ ǘƘŜ ŎŀǘŀƭƻƎ ŜȄƘƛōƛǘƛƻƴ ǎƘƻǿǎ ŀǊŜ ŀƴ 
economical way of getting our message out, 
which we feel is the secret to developing new 
business" 
Du-Co Ceramics Company, Saxonburg, PA

http://www.sba.gov/
http://www.commerce.wa.gov/


¢ƘŜ tǊŜǎƛŘŜƴǘΩǎ 
National Export Initiative 

Å /ǊŜŀǘŜǎ ǘƘŜ tǊŜǎƛŘŜƴǘΩǎ 9ȄǇƻǊǘ tǊƻƳƻǘƛƻƴ /ŀōƛƴŜǘ

Å Enhances funding for key export promotion programs

Å Shape Trade Agreements that open markets to our products

Å Multiagency collaborative approach, involving Commerce, U.S. SBA, 
U.S. Ex-Im Bank, U.S. State Department, U.S. Department of Energy, 
etc.

http://www.sba.gov/
http://www.commerce.wa.gov/


Iƻǿ ǘƻ ŎƻƴǘŀŎǘ ǳǎ Χ

Bob Deane                                                     Janet Bauermeister

Seattle                                                                             Spokane

U.S. Export Assistance Center     U.S. Export Assistance Center

206-553-5615  x 225                                              509-353-2625

Bob.Deane@trade.gov Janet.Bauermeister@trade.gov

www.buyusa.gov/seattle www.buyusa.gov/spokane

http://www.sba.gov/
http://www.commerce.wa.gov/
mailto:Bob.Deane@trade.gov
mailto:Janet.Bauermeister@trade.gov
http://www.buyusa.gov/seattle
http://www.buyusa.gov/spokane


Seattle US Export Assistance Center with Secretary of 
Commerce Gary Locke

http://www.sba.gov/
http://www.commerce.wa.gov/


What is Commerce?

ÅState cabinet-level agency

ÅInternational trade unit helps WA companies increase 
their exports

ÅInternational network of COM foreign representatives

ÅOur assistance is FREE for WA companies

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


Exporting tasks / challenges

ÅChoosing markets
ÅChoosing a channel
ÅFinding and qualifying a partner or customer
ÅStructuring the deal, moving goods, getting paid

February 2010

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


/haΩǎ CƻǊŜƛƎƴ Representatives

Europe Å North America Å Asia 

Mexico

Europe

India

Thailand

Vietnam

Taiwan

China

Japan

UK

France

Germany

Sweden

Denmark

Finland

Norway

Belgium

Netherlands

Spain

Italy

Czech Rep.

Slovakia

Poland

Ukraine

Romania

*USDOC Gold Key Program in Canada

*Canada

http://www.sba.gov/
http://www.commerce.wa.gov/


ωDevelop export 
strategies

ωOvercome 
barriers to 
entry

ω Identify best 
market 
prospects

How to 

Export

Market 

Research

Credit & 

Financing

Moving 

Goods

Business

Matchmaking

Trade Events

& Marketing

Business 

Matchmaking

ωMatchmaking

ωPartner search

- Buyers

- Channel

partners

ωQualified trade 

leads

ωTrade show      

participation

ωIn-bound and 

out-bound trade 

missions

Trade Services

ωMarket 
intelligence

ωCompetitor 
analysis

ωScreen buyers 
and channel 
partners 

ωMitigate 
payment risk

ωExtend buyer 
credit

ωEX-IM Bank 
guarantees 

ωClearinghouse 
& referral

ωAdvocacy 

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


/ƻƳƳŜǊŎŜΩǎ {ŜǊǾƛŎŜǎΥ
Preparing Companies for Export

ÁWork withlocal Small Business Development Centers to 
assist in the development of an international business plan

Áά9ȄǇƻǊǘ млмέ ǿƻǊƪǎƘƻǇǎ

ÁGeneral client counseling with Industry Program 
Managers: which markets, which entry method, 
structuring the deal.  

ÁArrange targeted market visits and matchmaking meetings

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


Successes

Å/ƻƳǇŀƴƛŜǎ ǎŜǊǾŜŘ ƛƴ C¸ Ωлф-- 787
ÅNumber of cases-- 1739 
ÅDollar value of assisted sales-- $37.28 million

February 2010

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


For more information, please contact: 

Andrew Crowder
Business Development Manager, Clean Technologies, 
International Trade and Economic Development
Washington State Department of Commerce

International Trade

Phone: (206) 256-6140
Email: andrew.crowder@commerce.wa.gov
Web: www.choosewashington.com

Let us know how we can help!

http://www.sba.gov/
http://www.commerce.wa.gov/
mailto:andrew.crowder@commerce.wa.gov
http://www.choosewashington.com/
http://www.commerce.wa.gov/


SUCCESSFUL EXPORT 
STRATEGIES

Tim Rasmussen

President and CEO

http://www.sba.gov/
http://www.commerce.wa.gov/


What is the Export Finance Assistance 
Center of Washington?

ÅEstablished by the state legislature in 1983

ÅtǊƻǾƛŘŜǎ ²ŀǎƘƛƴƎǘƻƴΩǎ ǎƳŀƭƭ- and medium-sized 
exporters with FREE export and trade finance 
counseling 

ÅWorks closelywith other federal, state and local 
international trade and economic development 
agencies

ÅCity-State partner for the Export-Import Bank of the 
United States

http://www.sba.gov/
http://www.commerce.wa.gov/


Our Mission

To provide trade finance counseling to ensure that 
Washington State exporters understand how to get 
paid, mitigate risk, and locate financing to grow their 
businesses.

http://www.sba.gov/
http://www.commerce.wa.gov/


Needs Particular to Exporters

ÅFinancing
ïExporter Working Capital Needs

ÅFinancing to build or buy

ÅMost banks will not lend against an export receivable

ïCash Flow issues

ÅGenerally longer payment terms

ïBuyer financing needs

ÅSales and Competitiveness
ïOpen account

ïLonger terms

http://www.sba.gov/
http://www.commerce.wa.gov/


The Current Reality

ÅAlthough thawing, credit continues to be tight

ÅIt is difficult to get new or additional capacity on 
lines of credit

ÅSome major currencies are falling relative to the 
dollar making US goods more expensive

ÅYour buyer may be having difficulty accessing 
credit and may have problem getting USD

ÅIt is more difficult to get new customers

http://www.sba.gov/
http://www.commerce.wa.gov/


Classic Trade Products

ÅLetters of Credit

ïRisk is that of the Issuing Bank

ï[ŜǘǘŜǊǎ ƻŦ ŎǊŜŘƛǘ Ŏŀƴ ōŜ ΨŎƻƴŦƛǊƳŜŘΩ

ÅConfirming bank risk replaces issuing bank risk

ïΨbŜƎƻǘƛŀǘƛƻƴΩ ƻŦ ƭŜǘǘŜǊǎ ƻŦ ŎǊŜŘƛǘ ƎƛǾŜǎ ǇǊŜǎŜƴǘ ǾŀƭǳŜ

ÅDocumentary Collections

ïReceiving Bank holds documents until they are paid

ïTwo types: -Documents against Payment; -Acceptance

http://www.sba.gov/
http://www.commerce.wa.gov/


Programs for Sellers
ÅFor Sellers

ïEx-Im Working Capital Guarantee Program

ÅAllows inventory, work-in-process, and foreign accounts receivable 
into borrowing base at generous advance rate

ïEx-Im and Private Credit Insurance

ÅProtects against non-payment of receivables

ïInternational Credit Reports

ÅGet credit information on your buyer

ÅFor Buyers

ïEx-Im Medium-term Guarantee Program

ÅAllows the foreign buyer to obtain competitive financing, but Seller 
is paid at time of shipment

http://www.sba.gov/
http://www.commerce.wa.gov/


Export-Import Bank of the United States

ÅEx-Im Bank is an independent agency of the United 
States Government
ïEstablished in 1934 , headquartered in Washington, DC 
ïMission: Support U.S. exports when faced with competition supported 

by foreign government entities in order to create and sustain U.S. jobs

ÅSupplements commercial financing for pre and post-
export financing at small business rates

http://www.sba.gov/
http://www.commerce.wa.gov/


Seller Financing

EX-IM Working Capital Guarantee

Loans are made by commercial lenders and backed by Ex-Im 
Bank, generally on terms of one year.

Can be done on a transaction or revolving basis

Provides a 75% advance rate for export related inventories.

Provides a 90% advance rate for export related accounts 
receivable.

http://www.sba.gov/

