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Operator:
Welcome and thank you for standing by. At this time all participants are in a listen-only mode until the question-and-answer session. At that time to ask a question, you may press Star 1.

Today’s conference is being recorded. If you have any objections, you may disconnect at this time.

And now I’ll turn today’s meeting over to Miss (Wendy Peebles). Thank you. You may begin.
(Wendy Peebles):
Thank you. Good afternoon. I’m (Wendy Peebles), Lead Outreach Coordinator International Trade Management Division of the Census Bureau. Thank you for joining our webinar today.

For today’s webinar, we are joined with (Steven Maroon), Marketing Director, and (Elizabeth Thomas), Director of Sales and Marketing, both of the EXIM Bank of the United States. The EXIM bank representatives will share valuable information on the benefits of export credit insurance. This is an important topic for those in the export business.

Also there will be an evaluation link sent to you at the end of this webinar. Please complete it, as we value your feedback.

I think we’re ready to begin so I’m going to hand the presentation over to (Steven Maroon).
(Steven Maroon):
Thank you, (Wendy). We appreciate this opportunity to inform more business people about the best kept secret in Washington, D.C., the Export-Import Bank of the United States. Its abbreviated name is EXIM Bank, or just simple EXIM.

EXIM is the official export credit agency of the United States. Today I will provide a brief overview of EXIM Bank and its mission, while my colleague, (Elizabeth Thomas), will explain EXIM’s products and how they can help your country increase its international sales. Our presentation is only about 20 minutes long so we can take many questions at the end.

We realize there are many listening that are exporters, freight forwarders or brokers, as well as some who simply want to learn more about the trade finance support in general and how the government can assist. Of note, we have about 20 freight forwarders and brokers that are customers, and we always welcome more. We also encourage you to inform your exporting customers about EXIM or simply forward the presentation that will be sent to you. As you understand, if your customers export more, your business will also grow.

EXIM Bank is an independent self-financing executive branch agency with a 83-year record of supporting American jobs by financing the export of US goods and services. Our mission is straight forward. EXIM maintains and creates US jobs by supporting the growth of US export. The equation is simple. The more that US companies export, the better the job market is here at home.

In the last decade, EXIM has supported more than 1.8 million jobs in all 50 states. When private sector lenders are unable or unwilling to provide financing, EXIM fills the gap for American businesses. We basically provide the financing tools necessary to compete for global sales.

I want to note here that we do not compete with the private sector. Just think of EXIM Bank as a backstop whereby it covers financing that the private sector cannot provide or is unwilling to provide. Additionally, you know best that global competition is very tough.

On top of that, some governments even subsidize companies, such as paying their expenses to pitch sales worldwide or providing their customers with very attractive financing options. In fact, there are 90 other export credit agencies similar to EXIM Bank. China alone has three export credit agencies. And here’s a shocking static. China’s government agencies provided 172 times the support provided by US’s EXIM Bank in 2016. Think about it: 172 times greater than the United States.

Thus that brings us here today why we are informing you about EXIM Bank and the opportunities you have to grow your sales. EXIM is doing its very best to level the playing field for US goods and services as we go against this supported foreign competition that I just spoke about. The bottom line is basically EXIM’s mission. We exist solely to create more good paying jobs here in America. We were established in 1934 and our headquarters is in Washington, D.C. We have 12 offices nationwide.

Now you can buckle your seatbelt for a very unique fact, which we are very proud of. Unlike other government agencies, we actually bring in money to the United States Treasury. That’s right. Since 1992, EXIM Bank has sent $9.5 billion to the US Treasury. Our support also is for US-based companies, and I want to stress that. They must be based here in the United States. Furthermore, we support companies of all sizes: small, medium and very large.

Following up on company sizes, we do want stress that 90% of our deals is support for small businesses, and (Elizabeth) will be elaborating on that. We help small companies of just a few hundred people as well as one or two employees. I know a bike company in Massachusetts -- it’s a husband and wife team -- and we support them as well. Finally, no transactions are too small. We’ve even done a deal of a few thousand dollars.

There are four primary products that EXIM Bank offers. Export credit insurance and working capital guarantees are primarily designed for small companies, and (Elizabeth)’s going to be elaborating on how those two products can help small companies grow their international sales. Loan guarantees we’ll probably be discussing on another webinar, but those basically help lenders provide financing for larger - for large - for foreign buyers. And finally, we do a few direct loans but it’s a very rare. So our focus today will be just on insurance and working capital guarantees.

Now I’d like to introduce my colleague and also a good friend of mine, (Elizabeth Thomas). She’s got a great background. And what I like about it is she has a combination of the private sector and the public sector. Her international experience includes working in the United States, Asia, as well as Europe.

She’s been a sales marketing and health policy executive in a lot of jobs, particularly in high tech companies such as Hewlett-Packard and (In Touch). She got her MBA from Emery and that launched her successful career today. So here is (Elizabeth).
(Elizabeth Thomas):
Thank you, (Steve). I really appreciate that introduction, and thank you, (Wendy), for inviting us to join you today. So we’re going to spend the next couple minutes talking about exporting, why you should export, some tools available to you to mitigate the risk of exporting, and then we’re going to open it up for questions.

The first thing we’re going to talk about is why should you export, why should you think about exporting to begin with? So if you’re a small or medium sized business owner, you have a lot of things to do every day, and the economy is humming, the United States is a very big market. Why would you even want to think about exporting.

There’s a couple reasons to think about exporting. One is remember 2008. So we work with clients whose businesses were literally saved during the financial crisis because they were able to diversify and get additional streams of revenue by exporting. Having said that, there are a number of things. So the National Small Businesses Association conducts a survey every year of small businesses and they ask them about whether they’re exporting or not and what their concerns are about exporting.

And the concerns are fairly consistent each year, and that is how do I know what market to get into, should I go into that new market, am I going to get paid, the number 1 concern, how can I match - how can I be competitive in a foreign market when there are local sources for similar products, goods or services, and then if I do get an export order where do I get the cash flow, where do I get the cash to actually build the products and services needed?

Two things we’re going to focus on today to address those questions are export credit insurance and a working capital loan guarantees. But let’s go ahead to the next slide and we’ll come back and get into more details on those.

So we talked about exporting to diversify your streams of income and your revenue. Another reason to think about exporting is that the demand for made in the US products is very, very high for a number of reasons. We have a great reputation for high quality products, we have a great reputation for being good people to do business with.

This particular picture is of a small company that is an EXIM Bank client in Dallas, and let me just pause here to say I’m not going to refer to any company names today but everything I’m saying, including the company names, these have all been approved. So I’m not telling you anything that’s non-public information. Everything here is public information.

So this is a small company in Dallas. They manufacture concrete additives. And they were - two things happened. One, in 2008 after going through the financial crisis they actually had to lay off a number of people on their staff, and then they embraced exporting. And through exporting they were able to grow their revenues, they were able to hire everybody back that they had laid off, including the gentleman in the picture here, and they were able to actually add to their staff.

But the second thing to think about in terms of made in the US is that every box that goes out of this company has a USA flag. You can see it here on the corner of the box. And the president of the company was hosting a delegation from Russia, potential clients from Russia, and they were talking about the box with the US flag on it. And the president of the company said to his Russian guests, “Hey we can replace that with the Russian flag.” And the immediate response was, “No. No, no, no, don’t do that. We want our clients to know that they are buying goods that are made in the USA.”


So let’s go back to some of the concerns about exporting. The Number 1 concern about exporting is what if my buyer doesn’t pay? So let’s give a scenario. Let’s say that you are getting an inquiry from a firm in a foreign country. You’ve never done business with them before. They’re asking for you to sell to them, but not only are they asking you to sell to them, because what you can do is you can say yes and you can ask for cash in advance.

So you pay me up front and then I’ll ship my product. You can do that and people do it. And if you can get cash in advance, you know, take it all day long. However, like the US, many foreign buyers, companies in foreign countries, they want you to extend open account credit terms to them. So they want 30, 60, or 90 days to pay for the goods or services that you are shipping to them.

So what happens if you ship goods over, you’ve given your client, you know, 30 or 60 days to pay, and they don’t pay? Your recourse is very limited, meaning if you’re a small or medium sized business you probably do not have the resources to start hiring an attorney in a foreign country or getting on an airplane and flying over there. So if you just have shipped those without insuring them in any way, you might very well lose the money on that sale.

So one way to protect yourself is with export credit insurance. Export credit insurance is exactly what it sounds like. It is an insurance policy, the same way that you’ve insured your house or your car. In this case, it’s an insurance policy that insures the foreign receivables generated by an international sale. And we’ll look at an example in a few minutes to give you a little more detail about that.

There are three primary reasons to get export credit insurance on your foreign receivables. We talked about one already and that’s to mitigate the risk of nonpayment by a foreign buyer. But there’s a second reason to get export credit insurance and that is think about it as a negotiation and sales tool. So let’s assume that you are talking, you’re going back and forth, you’re talking with a foreign buyer, you’re talking about what are the goods, how many are you going to sell, what is the price.

You’re thinking, “Great, I’m going to get cash in advance.” The client’s thinking, “Oh great, I’m going to get 60 days open account credit terms.” And at the end after you’ve negotiated the deal, you finally start talking about payment terms. Well if you know that you can insure these foreign receivables, you can negotiate the payment terms in any way that you want, right? So you don’t tell your client that you have export credit insurance but you can negotiate a deal.

Maybe you want to ask for 50% cash in advance and you’ll finance the back half. It’s completely up to you. Or maybe you’ll finance the whole thing. But you can cut that deal with the confidence of knowing that the portion that is financed is covered by export credit insurance.

And then a third reason to think about export credit insurance is as a financing aid. So if you’re going to your bank and you’ve gotten this foreign deal, you now need cash to build the product or service to fulfill the international order, if you go to your bank for a loan, they’re going to look at your borrowing base. And if your - they’re going to look at your foreign receivables. If those foreign receivables are not insured, your bank is likely not going to include them in your borrowing base. If your foreign receivables are insured, your bank is likely to include them in your borrowing base so you can have access to more cash.

Your export credit insurance covers you for a number of things. One is anything - it has to do with nonpayment, right? So if it’s insolvency, bankruptcy, protracted default, you’re covered for all of those, and also for political risks. So if there’s a war or revolution, insurrection, if a country decides not to allow currency out of the country, or if the United States and another country get into a spat and one or the other of us cancels an import or an export license, if you have goods that are insured and are on the ship on their way over, you will be covered for those types of risks.

So we touched on this a little bit already. It really is - in order to be competitive, to be the most competitive in foreign markets, you need to offer open account credit terms the same way that you do here in the US. And we have any number of programs, we can’t go through them all today, we’re going to take a specific look at one, but we have any number of programs that can actually fit your particular situation. Whether you want to insure your entire portfolio of buyers, whether you want to insure a subset of your portfolio buyers, or whether you want to insure just a single buyer, we can work with you to find a program that fits your needs.

Let’s look very quickly at how - the mechanics of export credit insurance. So working with an EXIM Bank representative or EXIM Bank registered broker, you would go through - they’d understand your situation and would recommend the policy that best fits your situation. So you, the exporter, then offers credit terms to your foreign buyer.

You have a contract in place and everything’s spelled out in terms of the payment terms. The exporter - you export your product and bill the buyer. If the buyer pays, you’re done, right? The transaction is complete, everybody is happy. If the buyer fails to pay, you have up to 90 days after the buyer fails to pay - or excuse me, 90 days after the buyer fails to pay, you can submit a claim with EXIM Bank and we will cover you for that claim.

So let’s look at a very specific example. So this is just one of our products, right? This won’t fit everybody but this will give you kind of a good general rule of thumb, something to think about. So this is called our express insurance. It’s primarily used by small and medium size enterprises. You have a - you get a deal. Let’s say you get a $30,000 order from a foreign buyer and they’re asking you for 60-day credit terms.

So you sell them - you ship them $30,000 worth of product and you have insured them with export credit insurance. The premium on that sale is $65 per $100 of the gross invoice value and your coverage covers up to 95% of the gross invoice. So basically if you’ve got a $30,000 sale, you’re covered up to $28,500 for a premium of $195.

There’s no application fee, there’s no deductible, and the best part for small businesses is a pay-as-you-ship premium. So what that means is there’s no upfront premium. When you ship, you go on to the EXIM website, and we have your buyers loaded on to your portal, and you click on the buyer that you sold to and you put in the amount of the sale. We calculate the premium for you. You pay it with your credit card, and you’re done. And you can do that up to 30 days after the month after the shipment. So if you ship on September 15, you have until October 31 to report and pay for your premiums with us.

We do have some eligibility criteria that are built into - we do have some eligibility criteria. You have to be in business for at least a year. As with everything, there are very few hard and fast rules. So if you have let’s say you’ve been in an industry and you’re quite experienced and you’re opening up your own shop and you immediately want to export, we would like to talk to you about that.

You do have to have a DUNS number and financial statements or tax returns. And a DUNS number is a D&B reporting number. That’s how you establish your business credit. There’s no cost to apply for a DUNS number, and later on in the presentation you’ll see that we give you a link to information about how to do that.

And then the last point is whatever you’re shipping in order for us to provide export credit insurance for whatever you’re shipping out of the country, it has to be US - at least 50% US content, including labor but excluding markup. So let’s take an example, well two examples. One is something let’s say you’re exporting hardwood and you’re harvesting the hardwood here in the US and it’s - you’re doing whatever you do to it and then you export it. That’s pretty much 100% made in the USA.

But let’s look at another scenario as well. Let’s say you import a pen into the United States. It comes from another country into the United States, but when it gets to your warehouse, you take that pen and you put it in a beautiful box and you wrap it up and you put a beautiful bow around it and you have people who are responsible then for moving that pen to the shipment and then you pay for the shipping, if everything that you’re doing to it when it gets here, including your labor content but not your markup, if that dollar amount exceeds 50% of the cost, we can cover that for you.

A few restrictions in our charter is that we will not - we cannot cover in our charter military or defense-related products, however, there are exceptions. Like I said, there are very few hard and fast rules, and some of those exceptions are if they’re what we call dual use exceptions. It could be an exception for humanitarian reasons, it could be an exception for drug interdiction, but we work with a company that manufactures medical devices.

They are a group of former Special Forces medics and they were deployed in Afghanistan, and based on the experiences that they had there treating people in the field, they came back to the US and they devised a number of medical devices that would enhance the process of applying tourniquets and having other lifesaving devices. They are selling to foreign militaries but because it is a humanitarian exception, we are able to cover them.

We are open - we are often asked, you know, are you open all - everywhere around the world? There are about 196 countries in the world right now and we are open in over 180 of them. We are restricted in some of them, and all of that information is widely available on our website.

And then the last restriction is whatever you’re shipping must ship from a US port. So if you have a manufacturing base in China and you’re shipping to a country in Africa, that’s not something that we could support. So you do have to be shipping your products from a US port.

A couple of resources for you that you may find helpful. The first is a link to the actual site where you would ask - sign up for your DUNS number, which again is a no-cost site. The second is that the US Department of Commerce, one of our sister agencies, has a wealth of information to help you get started on their export.gov website. They have information - if you are interested in a specific country, they have actually country guides that will give you information on the economic, political, and business situation in a particular country, and they have any number of great resources to help you get started.

Likewise, the Small Business Administration has an export business planner. Very, very helpful to guide you step by step to get your export plan in place so that to maximize your success. I mentioned our country limitation schedule, which will tell you where we are open in 180 countries around the world, and you’re always welcome to reach out to me on email and I’d be happy to help you with any questions and point you in the right direction.

You are also always welcome to contact your local EXIM Bank representatives. We have highly experienced professionals who are in offices around the country, and their job is to meet with you and to talk to you to inform and educate you about what we do and to help you either get - be export ready or to expand your export sales.

So with that we’re going to actually move into questions. I hope you’ve been typing in your chat questions as we’ve been talking. And actually I see that we have - our first question has come in already. I’m going to work with my colleagues here. I’ve got a couple of questions I can see already and then (Steve) is going to read a few off for me.

The first question is, “Will we get the materials from today’s presentation?” And the answer is yes. So tomorrow you will receive an email from Census, and contained in that email will be a number of items, including a evaluation of today’s webinar, links to the presentation, and also links to today’s transcript.

(Steve), do we have another?
(Steven Maroon):
Yes. This is an ideal one because they’re a manufacturing company and we have a lot of manufacturers that are customers. The question is, “We are a small manufacturing business and have been exporting for a few years now and are looking to grow our export business but we have trouble with receiving payments on time. We’ve been discussing using EXIM Bank tools for quite awhile to help mitigate risk. What would be a good jumping point?”

(Elizabeth Thomas):
So I’m going to rephrase the question. Thank you for the question. And I’m going to kind of reword the question to see if I have this correctly. I think what you might be asking, and this comes up in the National Small Business Association survey as well, is what do I do next, how do I get started, right? So how do I get started?

So the best way to get started is it looks like you’re already engaged with an EXIM rep personnel or EXIM representative. If you’re not, that would be a great first start. The next step is figuring out where do you want to sell, what markets are right for your product. And a great way to do that is to use some of the tools from the Census Department and determine, you know, is this the right market for me, is this the right market for my product.
(Steven Maroon):
Great. Another good question here is, “Is export credit insurance available for leasing US made companies?”

(Elizabeth Thomas):
So I’m sorry, (Steve). Sorry. So the next question that we had here is, “What is the application process like?” And the application process is very straightforward. And that is that an EXIM Bank representative will sit and walk through the application with you, and the example that we looked at, the express insurance, it’s about a three-page application.

And we often get a companion question to that, which is how long does it take for an application to be processed? And we say - the process that we quote is from five days to ten business days is on average what it takes for an application to be processed.

I will say that we did have an experience once not that long ago where somebody had actually heard EXIM Bank mentioned in a presentation. They went on and Googled us. They asked for a consultation, which is a free consultation with one of our representatives. The consultation actually took place the same day as the request was made. An application was taken within 24 hours, and it was approved 24 hours later, and the company started shipping a week after that. I wish they all worked like that. They don’t all work like that, but that was an example of where the process works very, very smoothly.
(Steven Maroon):
Okay here’s another one. “Are you open in every country?”

(Elizabeth Thomas):
So we are open in about 180 countries around the world, and there is something called a country limitation schedule. It is on our website. And that’s available on our website. And you can also if you’d like to reach out to me, I’d be happy to send you a PDF of that as well.
(Steven Maroon):
Okay. We do another question here. “We are a shipper of technology considered dual use. Did you say EXIM doesn’t cover dual use items?”

(Elizabeth Thomas):
So there’s no hard and fast rules. We would have to talk to you. So we do cover dual use items. So if there is an item, let’s say it’s a military-focused item but it’s being used for humanitarian uses or for other lifesaving, we may be able to work with you. There’s no hard and fast rule here. Our EXIM rep would have to spend some time with you, you know, and really understanding what your particular situation is and work that through with you.
(Steven Maroon):
Okay (Tracy) is asking, “Does EXIM insurance cover the shipping cost as well as the product cost?”

(Elizabeth Thomas):
Yes. It covers the gross amount of the invoice. And you might want to think about, you know, you’re paying for export credit insurance, right? You might want to build -- not as a line item of course -- but you might want to build that into your pricing as well.
(Steven Maroon):
Okay. Here’s a question from (Jonathan). “You mentioned not telling your buyer that you have insurance. Is there a reason for that caution?”

(Elizabeth Thomas):
Yes, so yes. The biggest reason is you don’t want to give anybody an incentive not to pay, right? Because, you know - so let’s talk about timing. Let’s take that question and break it down a little bit and talk about timing. If it’s early in the process and you’re negotiating payment terms, that’s kind of your ace in the hole, right? You’re negotiating from a little position of power because you know that your risk is mitigated. You don’t want the person you’re negotiating with to know that necessarily, right?

So upfront, you know, we would counsel that it’s probably in your best interest to hold that to yourself. It’s part of your - you know, you’re a private company business. But let’s say it gets to a point where the client doesn’t - isn’t paying and they’re going into default. There’s a number of things we can do before filing a claim.

One is your EXIM registered broker can write a demand letter, and that often shakes payment loose. And as part of that they can say, you know, these are covered by export credit insurance backed by the full faith and government - full faith of the federal government, US federal government, and if you’re not paid you’ll be dealing directly with the US federal government. That’s fine if you’re in a default situation, but there’s really no upside to you to reveal that upfront.
(Steven Maroon):
(Paul) is asking, he’s in his first year of owning a wine export management company and you mentioned that you need to be in business for at least one year. Does that mean one year since the company was formed or one year since your first actual sale?
(Elizabeth Thomas):
It’s really one year since the company was formed, but again, (Paul), you know, reach out to us because, particularly if you have experience in wine business previously, we do take previous experience into account. So do reach out to us. Again, there are very few hard and fast rules, but really the business being, you know, extant for one year.
(Steven Maroon):
Okay. (Unintelligible) says that he has a policy but it expired in 2016. His bank went out of business and he was wondering if you could suggest how can he reenact is policy.
(Elizabeth Thomas):
So it sounds like you might have a working capital loan guarantee maybe or, but anyway, the best thing to do is, again, reach out to your local EXIM rep, explain to them what’s happened, and they can work with you on your individual situation.
(Steven Maroon):
Okay. (Gina) says that she’s a US company but they’re foreign owned. Would they still qualify?
(Elizabeth Thomas):
You qualify as long - in a couple of circumstances. One, the product that you are shipping is - has 50%, over 50% US content and you are shipping from the United States to another country, an international client, and the invoice is coming from that international client back to you in the US.
(Steven Maroon):
(Ming) wants to know, “Who typically pays for the premium on the exporting credit insurance and is the cost passed on to the buyer of your product?”

(Elizabeth Thomas):
Right. So you as the exporter are responsible for paying the premium, and this is kind of tied back to the question we talked about a little earlier, you know, why don’t you want your clients to know. So you as the exporter pay the premium, however, you certainly, not as a line item, but you could certainly build the cost of that into the markup for your products for international sales.
(Steven Maroon):
Okay. And (Jonathan) would like to know where he can get an application.
(Elizabeth Thomas):
So you can get an application either on our website, exim.gov, or you can reach out to your local EXIM representative or you can shoot me an email.
(Steven Maroon):
(Leanne) has a question, which is a follow up to a previous question. “What is not covered by this insurance?”

(Elizabeth Thomas):
So we talked about military sales. Rather than get into a long list of what’s not covered, I’m mean that’s a difficult thing to do, it would be easier to look at your specific situation and see what is covered. But in general, we talked about not military - mostly not sales to foreign militaries.
(Steven Maroon):
Okay. And (Rob) wants to know, “What happens if our customer fails to meet the payment deadline and EXIM payment is received by the exporting company and a few months later the customer pays off their bill?”

(Elizabeth Thomas):
We’ll work that out with you.
(Steven Maroon):
Okay. And another one is, let’s see, (Tom) is asking, “Can I complete the application process prior to any hard export orders?”

(Elizabeth Thomas):
You can - the answer is yes but you do need to have some identified buyers, right? You do need to have some buyers that you at least think you’ll be exporting to, because we actually do underwriting on your potential buyers.

So if you go on a - let’s say you’re going on a (gold key) mission with Department of Commerce and you know who you’ll be meeting with and you want to have some information on them, or if you are, you know, you’re fairly far down the road with a client and you think this deal is really going to happen, approach us before the deal happens. Tell us - we need to know from you who the client is, what the payment terms are, 30, 60, 90, 180 days, and how much, you know, 30,000, 100,000, how much the deal is for.
(Steven Maroon):
Okay. (Sandat) wants to know, “What questions should I ask a prospective buyer?”

(Elizabeth Thomas):
So that’s a little open-ended question. So actually what you - you know, what you might want to do is actually get a copy of the application and look at the questions we ask you and get some basic information from them about, you know, you might want to ask them for their financials, you might want to ask their credit history. It’s a little open-ended question but I would get as much history about them and their company as possible. Of course today with the Internet that’s a lot easier than it used to be.
(Steven Maroon):
Okay. (Sandeep) says, “Hello, I’m exporting almonds from California for the first time last year and our cartons are approximately $80,000 each. How can we get help from EXIM Bank to finance more sales overseas?”

(Elizabeth Thomas):
Great. So, you know, again contact your local EXIM Bank representative in California. Talk to them about export credit insurance and how we can insure your foreign receivables for you. And you can use those in your existing markets and you can also use them to think about expanding into new markets.
(Steven Maroon):
Okay. We have a premium rate question here and we don’t really have our rate sheets in front of us so we really can’t address that question. So once again, you should call the local rep in your area.

Let’s see. We have a few more questions and people are welcome to ask more. “Is EXIM insurance available for licensing agreements and royalty payments?”

(Elizabeth Thomas):
So we do have - there are situations where we can cover royalty payments and also franchisee agreements and that’s, again, that could be a whole separate webinar. We could do a whole separate, you know, informational session on that. But for today, we’re going to say yes there are situations where we can and contact us for specifics.
(Steven Maroon):
Here’s a good question from (Steven). He’s saying, “Does EXIM have any products for the export of services?”

(Elizabeth Thomas):
We do. We cover services as well as products. So my colleague (Steve) and I we’re here in Washington, D.C. and as you can imagine in the D.C., Northern Virginia, Maryland area, the vast majority of companies are service providers and we do have export credit insurance for services as well.
(Steven Maroon):
Yes I think I can answer this one, (Elizabeth). It’s, “How do we determine who our EXIM rep is?” Well we have a slide that showed all the regional offices, but one thing that’s really simple is you can call 800-565-EXIM. That is 800-565-3946, and you can press 1 and that will connect you to your local regional office that can help you. And we really encourage you to do that.
(Elizabeth Thomas):
You can also go on the website if you’d like to see kind of by name who you’re going to be speaking to. We do have a list of all of our representatives on the website with their direct dial numbers.
(Steven Maroon):
Okay. We have a question here from (Sear). “Is EXIM’s 50% US value-added minimum applicable to EXIM working capital loan guarantees or just export credit insurance?”

(Elizabeth Thomas):
All products that EXIM bank does business with.
(Steven Maroon):
We export US-made products by having the export - express insurance, which we can offer 45-day terms without having a need for - to apply for line of credit or do we need a line of credit?
(Elizabeth Thomas):
I’m sorry.
(Steven Maroon):
Oh, with express insurance do you need a line of credit as well?
(Elizabeth Thomas):
So I think there’s - so let’s separate it out. There’s two different things and let’s separate them out. So you can get export credit insurance on its own as a standalone. If that’s all you want to do is to insure your foreign receivables, great, don’t need a line of credit, you don’t need anything. You can just get export credit insurance. If you also want to add on a working capital loan guarantee where you work with your commercial lender and you get, you know, you were able to get financing, that’s great as well. You can do either of those programs independently or you can do them together.
(Steven Maroon):
(Jonathan) has a good question here. “Will my rates for credit insurance change based on whether I’m selling to a sovereign entity or a private sector company?”

(Elizabeth Thomas):
Yes, it depends on a couple of things. It depends on the product that you choose. Some products it’s standard across the board regardless. It depends on the product you choose and it depends on the country that you’re selling into.
(Steven Maroon):
(Tom)’s asking, “If I have an international customer who pays via credit card and they dispute the charges later, what can I do to protect myself from that?”

(Elizabeth Thomas):
Oh so read my blog about - I wrote a whole blog about this, (Tom), so I am one of the authors of the EXIM blog and I believe, I’m not going to get the title in exactly correct, but it was Taking Credit Card Payments, Let the Seller Beware. Right? And what the blog content is about is exactly that. If you’re taking credit card payments and somebody disputes, you know, there’s not much you can do, right?

I mean we - because export credit insurance doesn’t apply to individual consumers. There’s no way we can cover, you know, millions of consumers, hundreds of millions of consumers around the world. So if you have a B2B business as opposed to a B2C business, if you’re doing a B2B business, consider not taking credit cards, consider selling on open credit terms with export credit insurance.
(Steven Maroon):
Okay. Thank you, (Elizabeth). Here’s one from (Rob) that says, “If you keep - with other forms of insurance, if you use it repeatedly your rates go up. Does that happen with EXIM’s insurance?”

(Elizabeth Thomas):
So we don’t - so the answer is it doesn’t. We do not actually get a lot of claims. When you file a claim, we work with you, your EXIM registered insurance broker works with you. We do a number of things to shake that payment loose before you have to file a claim. We’ll cover you in the claim but who wants to file a claim, right? It just - it takes more time for you to get paid, there’s, you know, a little more overhead, so we will work with you to try to get that payment to you as expeditiously as possible.
(Steven Maroon):
Okay. The next question is, “Does EXIM offer financing?”

(Elizabeth Thomas):
EXIM has a - there’s, again, it’s a broad question. So there’s a couple of things, and I’ll give a few answers. One is that there’s a working capital loan guarantee program. So if you need cash, if you get an export order and you need cash to fulfill that order and you go to your bank and you apply for line of credit or whatever, a loan and the bank is a little bit concerned about the risk, you can apply to - you can talk to your bank about having that loan guaranteed by EXIM Bank, and they may be willing to take more risk with an EXIM Bank guarantee. If the question is more about buyer financing, there is also foreign buyer financing available, and that would be kind of a one-on-one question.
(Steven Maroon):
Great. (Jenny) has an interesting question here. She says, “I currently have our international customers pay via bank transfer. How would EXIM be better?”

(Elizabeth Thomas):
Well it’s not that it would be better, right? So bank transfer, again, is fine. The question, again, is about timing. So are you shipping and then they’re transferring? Are you taking the risk of shipping your goods overseas and then they transfer or are they transferring before? So if they’re transferring before you ship, then there’s no risk for you, right, because you got the money in the bank. But if you’re shipping and then - and they’re waiting to receive the goods and then pay you, there’s some risk for you there.

But the other thing is if you want to be competitive in local markets, right, so let’s say you’re talking about cash in advance and you’re getting cash in advance, and we have a client that just happened to this. They were getting cash in advance from a customer in the Caribbean and they were getting cash in advance, they were getting cash in advance, they were getting cash in advance and one day they stopped getting orders. And they realized this client hadn’t ordered from them in awhile.

They picked up the phone, they called the client, they said, “Hey, what’s going on?” And the client said, “This other guy’s giving me open account credit terms.” So it became a competitive issue. And so our client came to us, got export credit insurance, offered them open account credit terms and was able to get this company back in the fold. But - so if you’re finding that you’re not being competitive against local sellers or against other sellers of similar products, you might want to think about open account credit terms.
(Steven Maroon):
(Spencer) has a question. “Is EXIM Bank and the Department of Commerce the same?”

(Elizabeth Thomas):
No, thank you. That’s great, (Spencer). Thank you. No. I did refer to Commerce as a sister agency. We are separate and distinct. Department of Commerce is one agency and EXIM Bank is an independent agency of the United States, but we work very closely together. We are - work very collaboratively like we’re here today with the US Census Bureau. We work together very collaboratively. We also work with other agencies, including the Small Businesses Administration. Anyway that we can help companies facilitate United States-based jobs by facilitating the export of US-based goods and services.
(Steven Maroon):
Okay. And this is like the last question that’s come in. It’s, “Do you help with getting products approved in particular countries?”

(Elizabeth Thomas):
Again, I’m not really sure what that means. So we’re not involved in the regulatory process. For example if you’re a medical device and you’re trying to get a CE mark or something, that’s just not - if I’m understanding the question correctly, that’s not part of our charter.
(Steven Maroon):
Yes definitely.
(Elizabeth Thomas):
Okay, we’re just going to scroll down and see if we have any other questions so just give us a minute.
(Steven Maroon):
Please feel free to send in your questions these last few minutes here, we’d be glad to answer them.
(Elizabeth Thomas):
If you had a question that I answered but maybe I didn’t correctly, you know, fully understand it or if I missed something or if you think of something tomorrow or the next day or this afternoon, please feel free to email me at any time. You have my contact information. And again, you’ll be receiving an email tomorrow that has not only the presentation with my contact information but the evaluation and links to both the presentation and the transcripts.
(Steven Maroon):
Okay. We got a few others. (Greg) is asking where can he get some help filling out his application?
(Elizabeth Thomas):
Oh, that’s what we’re here for, (Greg). We’re really glad that you asked that question. Our EXIM Bank representative will sit with you and will walk through the application process with you, filling it out together. They will show you, you know, there’ll be a couple of places where we need information from you about the buyer, and it’s a very simple process, so we’ll get your through it.
(Steven Maroon):
Great. “Does EXIM Bank work with brokers?”

(Elizabeth Thomas):
Yes. Another great question. So at some point in the process you - you’re best practice that we encourage all clients to do is to go online and choose an EXIM Bank-registered insurance broker. You do not pay the EXIM Bank registered insurance broker. We do that, so there’s no cost to do you to do that.

And the reason to select an EXIM Bank-registered broker at some point in the process is that these are the professionals who will help you with day-to-day questions. You know, once you’re approved, they’ll be helping - they’ll help you through the approval process, they’ll also help you with any kind of day-to-day questions that come up.

If you get into a situation where a company is not paying, a foreign company is not paying you, they will likely write a demand letter for you, and that usually - that oftentimes shakes a payment loose. They may contact somebody in the State Department in the local country for you to ask for some help. So these are professionals who are really there to help make your life easier and help you maximize the value of your export credit insurance policy.
(Steven Maroon):
Here’s a great question. “Do I have to cover all my shipments or can I just pick a few?”

(Elizabeth Thomas):
You can do it any number of ways. You can choose to cover - you can get a policy that covers all of your clients, you can get - you can cover a subset of your clients, or if you like, you can cover just one particular client, or you can get a series of policies, each one covering one particular client.
(Steven Maroon):
Here’s one. I’m not sure if it’s related to her business or not but she says, “Is it required to have good personal credit in order to do business with EXIM?”

(Elizabeth Thomas):
So we would be looking at your - we’d be looking at your business credit, right? If you’re talking about export credit insurance, we would be looking at your DUNS number, and that tells us what your, you know, your company’s business credit is. That’s the primary thing. If you are working with your bank for a loan, a working capital loan guarantee, then they would be looking at both your company and your personal credit.
(Steven Maroon):
Okay. (Elizabeth), you answered this question earlier but it wouldn’t hurt to repeat it for this gentleman. “How likely is it to get approval if you’ve only been in business for a year?”

(Elizabeth Thomas):
Yes, it really depends on your individual circumstance, and here’s what we’re going to look at. We’re going to look at if you - perhaps you’ve been in the industry before. Maybe you have deep domain expertise in this industry and you’ve just decided to go out and open up your own shop, we are certainly willing to sit and talk to you and to talk to you about your particular company’s situation.
(Steven Maroon):
And that was the last question, (Elizabeth).
(Elizabeth Thomas):
All right. Do you wrap up, (Wendy)? I’ll turn it back over to you.
(Wendy Peebles):
Okay great. Thank you. This has been an awesome webinar, very informative. I’m learning a lot. So I certainly just want to thank everyone for their participation here today. Thank you and if there are no further questions, this completes our webinar.
Operator:
Thank you for your participation. That does conclude today’s conference. You may disconnect at this time.
END
