
Successful Export 

Strategies
Resources to expand your business

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


Why you are here

ÅYou currently export

ÅYou wish to begin exporting

ÅYou want to learn more about exporting

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/


What is Commerce?

ÅState cabinet-level agency

ÅInternational trade office helps WA companies increase 
their exports

ÅExport counseling ςwe are a clearinghouse of information

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/


/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/


Reasons Your Company Might Export 

-Domestic market saturated / diversify risk / less 
expensive to expand internationally

-Need to scale quickly 

-Global markets are growing faster

-Improved product competitiveness

-Flatten business seasonality 

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/


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@mail.doc.gov janet.bauermeister@mail.doc.gov

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

http://www.sba.gov/
http://www.commerce.wa.gov/
mailto:Bob.deane@mail.doc.gov
mailto:janet.bauermeister@mail.doc.gov
http://www.buyusa.gov/seattle
http://www.buyusa.gov/spokane


Contact and Link Information
Andrew Crowder
Business Development Manager, Clean 
Technologies
WA State Department of Commerce
Phone: (206) 256-6140
E-mail: andrew.crowder@commerce.wa.gov

COM Website: www.commerce.wa.gov
E-Market: www.buyusa.gov/eme
Trade Information: www.ita.doc.gov/td/tic
Export Controls: www.bis.doc.gov
Department of Justice: www.usdoj.gov/criminal/fraud/fcpa

http://www.sba.gov/
http://www.commerce.wa.gov/
http://www.buyusa.gov/eme
http://www.export.gov/exportbasics/ticredirect.asp
http://www.bis.doc.gov/
http://www.usdoj.gov/criminal/fraud/fcpa
http://www.commerce.wa.gov/
http://www.commerce.wa.gov/


Seattle US Export Assistance Center with Secretary of 
Commerce Gary Locke

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


ADDING VALUE FOR SMALL-
TO MID-SIZE BUSINESS EXPORTERS

Mike Marave

Board Secretary

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


The Export Finance Assistance Center 
of Washington

The Export Finance AssistanceCenter provides trade 
finance counseling to ensure that Washington State 
exporters understand how to get paid, mitigate risk, 
and access financing to grow their businesses.

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 (<$200mm in annual sales) with export and 
trade finance counseling resources

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/


Services We Provide

Outreach Services
ÅExport finance seminars in partnership with federal, 
state and local organizations

Counseling Services

ÅQualifying your Foreign Buyer

ÅUnderstanding and formulating payment terms
-Risk mitigation through letters of credit and credit insurance

-Understanding foreign exchange issues

ÅStructuring the transaction

ÅHow to access financing

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


Å Increased demand for export credit insurance

Å Sellers unable to access financing for working 
capital and growth

Å Buyers unable to access financing for purchasing 
capital goods

Å Foreign exchange volatility

Current Trade Finance Topics

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


Export Credit Insurance

Protects foreign accounts receivables from loss by insuring them 
against both financial and political risks

Allows you to offer more competitive payment terms and sell on 
open account while mitigating risk of non-payment

Can be used as a financing tool for both sellers and buyers

There are several types of credit insurance, allowing the seller to 
find the best policy to meet their need.

http://www.sba.gov/

