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The SBA's Office of
International trade’s mission
is to support small
businesses international
trade development. The
office works in cooperation
with other federal agencies
and public- and private-
sector groups to encourage
small business exports and You could be missing a world of opportunity—and profits. The U.S. Small Business Administration can help

OFFICE OF INTERNATIONAL TRADE '

U.S. SMALL BUSINESS ADMINISTRATION

Do you think your business is too small to compete in world markets? If you do, consider this fact—
98 percent of all U.S. exporters are small businesses.

to assist small businesses you get started in exporting, or help you increase your exports through loan programs, education, training
seeking to export. Through and counseling.

20 U.S. Export Assistance

and a variety of service- Then consider these facts:

provider partners, we direct
and coordinate SBA's

ongoing export initiatives in
an effort to encourage small

+ 96 percent of the world's population resides outside the U.S.
* Risk and sales potential can be spread and diversified beyond a single, domestic market.
+ Balance seasonal cycles by selling in multiple markets.

businesses going global. * Product life cycles can be extended.

; _ + Tax savings — check with your accountant to see if you qualify for the Interest Charge Domestic
For more information, go to: International Sales Corporation (IC-DISC).
htps://www.sba.gov/ + Studies show that exporters grow faster than non-exporters.

offices/headquarters/oit.

* “Made in the USA” is highly respected and is in demand.
+ Ongoing implementation of free trade agreements make U.S. products more competitive.

If you are ready to begin exporting, or want to grow your exports, we can help.

EXPORT SUCCESS IS SWEET FOR THE
OLDEST U.S. ICE CREAM COMPANY

Bassett’s Ice Cream President Michael
Strange used the SBA Philadelphia District
Office export experts as well as his local
SBDC when he had the opportunity to sell
products in China. Strange learned how
to structure foreign receivables, secure
export credit insurance and tap into the
USDA'’s Branded Program to fund up to
50 percent of certain overseas marketing
costs up to $300,000 per year, building a
strong framework for Bassett’s Ice Cream’s
exporting success.

With approximately 2,000 customers
in China, Bassett’s Ice Cream now exports
to the Bahamas and Anguilla, with hopes
to export to even more countries over the
coming years.

Michael Strange at the Basseit's Ice Cream booth in the Reading
U.S. Small Business Administration Terminal, Philadeiphia. (Photograph: Cameron Davidson)



U.S. EXPORT ASSISTANCE CENTERS

Located across the country, USEACs offer marketing assistance,
financial assistance, export insurance and referrals to other
federal, state and local export resources. USEAC personnel
from the SBA, the U.S. Commercial Service and the Export-
Import Bank of the United States can help you through the
export process. Please see the USEAC contact insert to locate
the nearest USEAC with an SBA trade specialist.

COUNSELING & TRAINING

The SBA provides free and low-cost export counseling and training
through a nationwide network of resource partners—U.S. Export
Assistance Centers (USEACs); SCORE—Counselors to America’s
Small Business; Small Business Development Centers (SBDCs);
Women's Business Centers (WBCs) and SBA offices in every state
and U.S. territory. To find your nearest office or resource partners,
visit::

« SBA District Offices: www.sba.gov/localresources

+ SCORE: www.score.org
+ SBDCs: www.sba.gov/sbhdc

« WBCs: www.sba.gov/tools/local-assistance/wbc

EXPORT FINANCING

The SBA offers four loan guaranty programs, through private lenders,
to help you access the financing needed to sell your goods and
services in the global marketplace. All four loan programs require
that you apply directly to an SBA participating lender. For eligibility
requirements and a list of the SBA's participating lenders, go to:
www.sba.gov/international.

Indirect exports qualify businesses for funding under the Export
Express, Export Working Capital, and International Trade Loan
programs. The term “indirect exports” applies when the customer
purchasing the borrower’s goods or services, although located in the
U.S., exports those purchased goods or services to a foreign buyer.

CAPLines Program

A CAPLines working capital loan can help a small business meet
its short-term and cyclical needs. The program provides lenders with
a 75 percent guaranty on asset-based working capital loans up to
$5 million, with a maximum 10-year term. These lines can support
working capital needs related to both domestic and international
sales under one line of credit.

Use of Funds: Funds may be used to support all transactional costs
related to open account sales. Typically, advances will be made
against inventory and accounts receivable. In order to advance
against foreign accounts receivable, the accounts receivable must be
covered by export credit insurance.

Dallas Steiner « Venture Peroducts, Inc. « Orrville, Ohio

Dallas Steiner’s family-owned buisness manufactured innovative
custom farm machinery as the Steiner Corporation. After selling
the company, the family re-entered the market and founded a new
firm, Venture Products, Inc., focusing on manufacturing top-of-
the-line Ventrac brand compact tractors and attachments. Ventrac
equipment is designed, engineered and manufactured with the most
up-to-date technical processes available, making the company the
leader in the sub-compact commercial grade tractor market, selling
equipment used in a variety of markets: golf courses, hospitals,
schools, governments, estates, and by professional contractors.

Using the SBA's CAPline Program for working capital to increase
product sales, Venture Products flourished. A new and strong
internet presence found dealer requests from around the world.
Two SBA Export Working Capital loans helped meet this demand.
Between 2009 and 2013, export sales increased 119%, yearly profits
out-performed industry standards, shareholder values increased,
the company’s debt load decreased, and employment increased
over 100%.

Export Express Program

Export Express provides exporters and lenders with a streamlined
process that expedites an SBA guaranty on term loans and lines of
credit up to $500,000. Lenders use their own documentation
and credit decision process. The SBA provides the lender with
an eligibility response within 24 hours, and can guarantee up to
90 percent on loans up to $350,000 and up to 75 percent on amounts
from $350,001 to $500,000.

Use of Funds: Loan proceeds may be used to finance any export
development activity including:

« standby letters of credit when required as a bid bond,
performance bond or advance payment guaranty;

+ participation in a trade show or trade mission outside the U.S;

+ developing foreign markets and product literature translation;

« general lines of credit for export purposes;

+ service contracts from foreign buyers;

« working capital to support specific export orders;

* acquisition, construction, renovation, modernization, improvement
or expansion of real estate, production facilities or equipment in
the U.S. to be used in the production of goods or services for
export.

Loans for working capital have a maximum term of seven years; for
equipment, up to 10 years; for real estate, up to 25 years.

Applicants must have been in business for at least 12 months and begin
exporting, or expand export sales, as a result of the loan. The one year
in business requirement may be waived if the lender does conventional
underwriting, nor relying solely on credit scoring, and the applicant has
valuable business experience and exporting expertise.






