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LIVE CHAT FEATURE
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U.S. Department of Commerce | International Trade Administration | U.S. Commercial Service 
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growth every step of the way.
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Company



The Rural Export Center
Every Company Has a Research Need 



Why Research?

The Ill Informed Exporter
Feels fearful, tepid and doubtful 
because of the unknown
Lacks market insights, has superficial 
knowledge of markets
Inactive, waits for leads to drop into 
their lap
Spends time and money chasing 
rabbits and not following up
Has low commitment to exporting
Lower likelihood of a success

The Well Informed Exporter
üFeels empowered and confident 

because s/he has market intelligence
üApproaches prospects confidently 

because s/he knows the lay of the 
land

üPro-actively pursues exporting
üStrategically chooses markets and 

partners
üHas high commitment to exporting 

because of the investment
üHigher likelihood of a success



RAISE intel can help 
companies with the 
following needs:

Target Markets: Determining if there is export opportunity, and where, 
including prioritized country rankings

Plan: Building a strategic export plan based on data and on-the-ground realities

Execution Channels: Determining if a Trade Show, Trade Mission or overseas 
trip is a worthwhile investment

Contacts: Developing a prospective partner list, to see who is currently on the 
ground active in your industry segment

Competitive Advantage: Amplifying your presence at a trade show by 
developing a contact list to do promotions prior to the trade show.

Prep for Success: Preparing for a meeting with a prospective buyer by 
researching opportunities in advance of the meeting

https://2016.export.gov/rural/raise/

https://2016.export.gov/rural/raise/


RAISE Processes & 
What RAISE Brings 
to the Table

10 Years’ Experience, hundreds of 
reports

Access to Data (+$1M in CDP 
databases) 

Mass Data Research Skills

Access to on-the-ground Network



Success Stories Related to RAISE
1. Swanson Health Products (vitamins)
2. PRx Performance (exercise equipment)
3. Sea Foam (automotive)
4. Spectrum Aeromed (aerospace / medical)
5. RDO Equipment  (ag equipment)
6. Superior Mfg (ag equipment)
7. WCCO Belting (industrial equipment)
8. Door Stud (building products)
9. Mattracks (automotive)
10. Steffes (heaters)
11. Titan Machinery (ag equipment) 
12. Botlink (drone software)
13. Palmer Bit (drilling equipment)
14. Abrasives Inc. (industrial materials)



The Rural Export Center / CS Team
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Definition of a 
Rural 

Company

Company is in a community with a population less 
than 150,000 OR company is not located within a 
reasonable commute (60 miles from city center or 
more) from a major metropolitan area with 
international services (banks, lawyers, seminars, 
partners, ports, etc.)



Matrix & Sample 
Report



RAISE Research Pricing

Small Medium Large

Matrix $950 $2,250 $2,900 

One Country 
Report $950 $2,250 $2,900 

Buyer List $800 $1,850 $2,400 

Matrix + 3 Country $3,750 $8,800 $11,300 

All Services are Customizable



https://www.trade.gov/website-globalization-review-gap-analysis

Website Globalization Review (WGR) - $100

WGR Report identifies areas for 
technical and “business 
process” improvement, and 
provides concrete suggestions 
for how to fix those areas 
identified as needing 
improvement.

https://www.trade.gov/website-globalization-review-gap-analysis


Thank you!
For general export assistance, contact Matt Anderson (based in San Diego)

Mobile: 619-204-3318; matthew.andersen@trade.gov

To request a research report, email rural@trade.gov
Heather.Ranck@trade.gov
Website: trade.gov/rural  

mailto:matthew.andersen@trade.gov
mailto:rural@trade.gov
mailto:Heather.Ranck@trade.gov


EXIM Bank:
Solutions to Support 
Your Export Growth

Sandra Donzella
Deputy Managing Director – Western Region



EXPORTING:  STRONG GROWTH OPPORTUNITIES

of Sales 
Opportunities are 
Outside the U.S.



Why Do Only 1% of  
Companies Export?
Fear of the Unknown…RISK!



EXIM is the official Export Credit Agency (ECA) of the 
U.S. Government.

Mission: Maintain and create U.S. jobs by supporting 
the growth of U.S. exports.

Established in 1934

Headquartered in Washington, D.C.

12 Regional Offices nationwide

Support for all U.S.-based companies who export

EXIM BANK: WHO WE ARE



FY 2020 Results

1,836 small business transactions (nearly 89% of total)

1,049 in amounts < $500,000 (57%)

$5.4 billion in total authorizations, supporting 
approximately $10.8 billion of U.S. exports 

Of this amount, over $2 billion represented direct 
support for small business exporters
(38.6% of total authorizations)

SMALL BUSINESS IS OUR BUSINESS

Ag:

EXIM authorized $440.0 million to support $756 million 
U.S. exports of agricultural goods and services



EXAMPLES: EXIM CLIENTS IN THE AG-SECTOR



WHAT WE DO: THREE WAYS EXIM CAN HELP

Insure your foreign 
accounts receivable

Assist you to obtain 
pre-export working 
capital financing

Help buyers importing 
capital equipment 
obtain term loans



INSURANCE SOLUTIONS IN THE ABSENCE OF CASH

Read about it

www.grow.exim.gov/hubfs/ebook/ECI_eBook.pdf

http://www.grow.exim.gov/hubfs/ebook/ECI_eBook.pdf


Insurance on receivables generated from export credit sales   

EXPORT CREDIT INSURANCE – BENEFITS

Risk Protection

Protects against buyer 
nonpayment due to commercial 

risks and political risks.

Sales Tool

Empowers US exporters to offer 
competitive credit terms, typically 

30-60 days or up to 180-days 
(360-days for equipment or 

machinery or bulk ag 
commodities). 

Financing Aid

Obtain additional financing. Most 
banks will finance up to 90% of 

the invoiced amount, but 
generally only if insured.



RISKS COVERED

Commercial Risk:

Insolvency

Bankruptcy

Political Risk:

War, revolution, 
insurrection, civil 
unrests

Expropriation

Protracted 
Default

Transfer Risk

Cancellation of 
an Import or 
Export License

Note: does not cover commercial disputes



EXPORTER-HELD POLICY TYPES

Multi Buyer
95% Coverage

Express 
95% Coverage
(Limited portfolio; Up to 10 buyers)

Single Buyer 
90% Coverage
(One policy per buyer – country risk)

Note:  Bulk Agricultural Commodities can be considered for  98% coverage 

Portfolio Coverage
(1) Standard (2) Small Business

Self Insure,
Letter(s) of Credit

Buyer 
1

Buyer 
2

Buyer 
…

Buyer 
1

Buyer 
2

Buyer 
3

Buyer 
4



INSURANCE COST

NO application fee; NO buyer underwriting fee; most policies have NO deductible 

Express Policy: 0.65% of the gross invoice value (up to 60-days)…on a $25,000 sale, 
that’s only $162.50 in premium!

Small Business Multi-Buyer Policy: 0.55% of the gross invoice value (up to 60-
days)…on a $30,000 sale, that’s  only $165 in premium!  0.20% for CAD (just $60)

Single-Buyer:  Mexico: 0.81%; South Korea: 0.56%; UAE: 0.67%

Note: a 25% discount applies under Express and Small Business policies if exporter has 
an export loan guaranteed by SBA or EXIM 



WORKING CAPITAL GUARANTEE PROGRAM

Assists small and mid-size companies in obtaining working capital to 
produce or purchase US goods and services for export.

EXIM guarantees 90% of the loan amount (principal & interest); 
COVID temp. relief: 95% option 

Asset-based loan structure, supporting 75% advances made against 
export-related inventory (including WIP) and up to 90% on foreign 
receivables

Supports direct and indirect exports

Loan Structure: Transaction-Specific or Revolving Line of Credit

EXIM’s facility fee:  0.25% - 0.90%, depending on loan amount, if 
loan done by a participating “Delegated Authority (DA)” lender



ELIGIBILITY

Minimum 3-year history (exporter & importer)

Exporter must have a Duns # - financial info.

Products must be made in the USA with a minimum 50% 
US-content (measured at cost, exclusive of mark-up)

Buyer must be located in a country where EXIM is open for 
support, per the Country Limitation Schedule 



©2021 Export-Import Bank of the United States

www.exim.gov
1-800-565-3946 (EXIM)

Sandra Donzella
Deputy Managing Director

Western Regional Office – San Diego Branch
Phone: (858) 467.7035 | sandra.donzella@exim.gov

Photo



SBA Export Loan Guaranty Programs
March 11, 2021

International Trade Specialist
U.S. Small Business Administration 
Office of International Trade

U.S. Export Assistance Center
2302 Martin St #315, Irvine CA 92612

949-660-8935

Martin Selander



Network of Export Finance Specialists
at U.S. Export Assistance Centers

ATLANTA 
serving Georgia, Alabama, Kentucky, 
Tennessee
David.Leonard@sba.gov 404-730-2706

ARLINGTON, VA
serving  Virginia, Maryland, District of 
Columbia, West Virginia
William.Houck@sba.gov 202-557-4063

CALIFORNIA
IRVINE
serving Southern California, Nevada
Martin.Selander@sba.gov 949-660-8935

LOS ANGELES
serving Southern California, Arizona
Pellson.Lau@sba.gov 213-894-8267

SAN FRANCISCO
serving Northern California – Bakersfield 
to the Oregon border
Jeff.Deiss@sba.gov 415-902-6027

CHARLOTTE
serving North Carolina, South Carolina
Dan.Holt@sba.gov 704-333-4886 x226

CHICAGO
serving Illinois, Wisconsin
Michael.Fazio@sba.gov 202-205-0410

CLEVELAND
serving Ohio
Patrick.Hayes@sba.gov 216-522-4731

DENVER
serving Colorado, Utah, Wyoming 
Patricia.Brewer@sba.gov 202-798-7521

DETROIT
serving Michigan, Indiana
Romualdo.Ancog@sba.gov 313-226-3038

FLORIDA
MIAMI
serving S. Florida , Puerto Rico, Virgin Islands
Mary.Hernandez@sba.gov 305-526-7425 x21

TAMPA
serving Central & North Florida
Sandro.Murtas@sba.gov 727-464-7177

HARTFORD, CT
serving Connecticut, Rhode Island, Massachusetts, 
Maine, Vermont, New Hampshire 
Joseph.Raycraft@sba.gov

HOUSTON
serving Texas, Oklahoma, New Mexico
Alale.Allal@sba.gov 202-412-4657
Jeremy.Foreman@sba.gov 202-868-0461

MINNEAPOLIS
serving Minnesota, North Dakota, South Dakota
Carlos.Sosa@sba.gov 612-348-1642

NEW ORLEANS
serving Louisiana, Arkansas, Mississippi
Reginald.Harley@sba.gov 202-906-0217

NEW YORK CITY
serving New York, New Jersey
Eduard.Ekel@sba.gov 212-809-2645

PHILADELPHIA
serving Pennsylvania, Delaware
Theophilus.Samuel-Hunte@sba.gov
215-597-6105

PORTLAND
serving Oregon, S. Idaho, Montana; Hawaii & Guam 
James.Newton@sba.gov 503-326-5498

SEATTLE
serving Washington, Alaska, N. Idaho, 
Leland.Gibbs@sba.gov 206-470-9243
John.Brislin@sba.gov 202-798-7531

ST. LOUIS
serving Missouri, Iowa, Kansas, Nebraska
temporarily vacant – contact New Orleans

https://www.sba.gov/article/2017/nov/01/list-useacs-sba-staff
mailto:David.Leonard@sba.gov
mailto:William.Houck@sba.gov
mailto:martin.selander@sba.gov
mailto:Pellson.Lau@sba.gov
mailto:Jeff.Deiss@sba.gov
mailto:Dan.Holt@sba.gov
mailto:Michael.Fazio@sba.gov
mailto:Patrick.Hayes@sba.gov
mailto:Patricia.Brewer@sba.gov
mailto:Romualdo.Ancog@sba.gov
mailto:Mary.Hernandez@sba.gov
mailto:Sandro.Murtas@sba.gov
mailto:Joseph.Raycraft@sba.gov
mailto:Alale.Allal@sba.gov
mailto:Jeremy.Foreman@sba.gov
mailto:Carlos.Sosa@sba.gov
mailto:Reginald.Harley@sba.gov
mailto:Eduard.Ekel@sba.gov
mailto:Theophilus.Samuel-Hunte@sba.gov
mailto:James.Newton@sba.gov
mailto:Leland.Gibbs@sba.gov
mailto:John.Brislin@sba.gov


Local SBA District Office

36

Cynthia Harris
District International Trade Officer

SBA San Diego District Office
550 West C Street #550
San Diego CA 920101

(619) 727-4884 Office
(202) 805-9847 SBA Mobile
cynthia.harris@sba.gov

Serving small business exporters throughout 
San Diego and Imperial Counties



SBA Export Loan Products

Export Working Capital Program 
Maximum loan $5 Million; 90% guaranty for short term loans and lines of credit for export 
working capital.

Export Express
Maximum loan $500,000.  Short term loans and lines of credit for export purposes –
processed through Express procedures on E-Tran.

International Trade Loan
Maximum loan $5 Million with a 90% guaranty.  Term loans for facilities, equipment, 
working capital, and debt refinance that will enhance export ability.  
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Export Working Capital 
Program (EWCP)



Amounts:
§ Maximum Loan Amount: $5.0 million 

§ Maximum Guarantee: 90%.

Structure:
§ “Asset-Based” or “Transaction-Based” 

financing 

§ Single Project or Revolving Credit Line 
for multiple transactions

Eligibility:
§ In business 12 months or proven 

expertise 

§ No U.S. content requirement; military 
sales allowable 

§ Company meets SBA size standards + 
other standard SBA eligibility 
provisions

Export Working Capital Program Highlights



Transaction-Based EWCP

40

Use of Proceeds / “P.O. Financing”
§ To acquire/produce goods or services for export. 

§ EWCP funds can be used to finance up to 100% of exporter’s costs associated with a 
specific export transaction, not to exceed 90% of the overall export sale amount. 

§ Transaction evidenced by Purchase Order, Documentary Letter of Credit, or signed 
contract 

§ Short term and “Self Liquidating”



Export Working Capital Program

41

Short Term +Transaction Based 

Loan repayment from assignment of payment proceeds from 
foreign buyer: 

§ Letter of Credit 

§ Open Account 

Unlike more traditional financing, loan repayment not based 
upon borrower cash flow or profitability



Asset-Based EWCP – Use of Proceeds

To finance existing foreign accounts receivables, advance rates up to 90%. 

To finance existing foreign inventory, raw materials, work in process, 
advance rates up to 75% 

To support Standby Letters of Credit used as performance, advance payment, 
or bid bonds.

42



Indirect Exports

Indirect Exports are considered exports for purposes of determining the eligible use of 
proceeds. 

The term “indirect export” applies to situations where, although the Borrower’s direct 
customer is located in the United States, that customer will be exporting the items/services 
it purchased from the Borrower to a foreign buyer.
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Export Working Capital Program

44

Eligibility & Features

Exporter must demonstrate ability to perform / i.e., in business 12 months (Note other 
“non-export” SBA loans are available from SBA District Office) 

Service & trading companies are eligible- applicant does not necessarily have to be a 
manufacturer 

Country limitation schedule- some countries/buyers are precluded from support

Credit Insurance 

Applications processed at SBA USEAC



Export Express



SBA Export Express

46

§ Provides financing to small businesses whose borrowing 
needs are too small to be profitably met by traditional 
SBA  programs 

§ “Small” = maximum loan $500,000 (no minimum) 

§ Flexible use of proceeds



SBA Export Express

47

Provides many incentives/advantages to the 
Lender to support smaller loan requests
§ No SBA application forms 

§ No SBA underwriting or credit review (eligibility 
review only) 

§ Bank approval transmitted online to SBA national 
processing center in Sacramento 

§ SBA turnaround 24 hours max, often immediate



Export Express –
Use of Proceeds Examples:

48

Proceeds may be used for any of the following export development activities:
§ Participation in a trade show that takes place outside the United States

§ Translation of company website, product brochures, or catalogues for use in 
international markets

§ Purchasing real estate or equipment to be used in the production of goods or services for 
export

§ Acquiring machinery or equipment to be used in the United States in the production of 
goods or services for export



International Trade 
Loan (ITL)



SBA International Trade Loan 
Long Term Financing

50

§ Maximum loan amount $5,000,000 

§ Provides long term financing for small business engaged or preparing to  engage in 
exporting 

§ Applicant must establish that loan proceeds will expand an existing export market(s) or 
develop new ones



SBA International Trade Loan 
Long Term Financing

51

Examples:
§ Real Estate acquisition/construction (Max 25 years)

§ Expand or renovate existing facilities leasehold improvements (TBD)

§ Machinery and Equipment (TBD)

§ Permanent Working Capital /Debt Refinance (Max 7-10 years)



State Trade Expansion 
Program “STEP” Grant



.
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CLOSING REMARKS

Mark J. Ballam
Managing Director

Center For Advancing Global Business 
Center for International Business Education & 
Research (SDSU CIBER)

619.767.8068  |  mballam@sdsu.edu

https://business.sdsu.edu/students/cagb
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