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This February, the President directed his Administration, working through the White House Rural Council, to 
lead a new “Made in Rural America” export and investment initiative. This initiative is charged with bringing 
together federal resources to help rural businesses and leaders take advantage of new investment 
opportunities and access new customers and markets abroad.   

Specifically, the President has instructed his Rural Council – in coordination with the U.S. Department of 
Agriculture, the U.S. Department of Commerce, the Small Business Administration, the Export-Import Bank, the 
Office of the United States Trade Representative, and other agencies – to commit to connecting more rural 
businesses of all types to export information and assistance through a comprehensive strategy including the 
following specific commitments, to be provided over the next nine months: 

o Host five “Made in Rural America” regional forums dedicated to promoting rural exports by 
providing rural leaders and businesses with information about federal and other resources 
available to help expand exports.  Working with local partners including the National Association of 
Counties (NACo), the Delta Regional Authority, and the Appalachian Regional Commission, these 
export-focused regional forums will help rural businesses take advantage of new market opportunities by 
providing training from experienced exporters and federal officials on the basics of exporting, accessing 
federal support, and participating in major trade events and trade shows across the country, as well as 
overseas trade missions.  

 
o Convene an “Investing in Rural America” conference later this year to connect major investors 

with rural business leaders, high-level government officials, economic development experts, and 
other partners.  This conference, hosted by the White House Rural Council in coordination with the 
Department of Agriculture and other partners, will promote opportunities to invest in Rural America by 
highlighting successful projects in energy; biofuels and bioproducts; infrastructure, from transportation to 
water systems to telecommunications; healthcare; manufacturing; and local and regional food systems. 

 
o Host training sessions to equip local USDA Rural Development staff in all 50 states plus 

territories with the tools they need to counsel businesses on export opportunities and 
resources. The Department of Commerce, through the Trade Promotion Coordinating Committee, will 
cross-train USDA Rural Development staff so they can better deliver support or refer rural businesses to 
federal services.   

 
o Provide enhanced export counseling for rural businesses to connect with foreign buyers through 

the Department of Commerce’s U.S. Export Assistance Center trade specialists in over 100 domestic 
locations and in collaboration with the U.S. Department of Agriculture’s field staff.  

 
o Coordinate across the Administration to promote rural-produced goods and services at trade 

events including trade missions, buyer programs, trade shows, and other promotion programs.  
 
o Educate local leaders across the country on the importance of rural exports in partnership with NACo 

and through the Trade Promotion Coordinating Committee in order to connect these leaders with federal 
resources and information to better support rural businesses to develop their potential for exporting.   

 
o Use the BusinessUSA online platform to better connect rural businesses with export and 

investment resources and coordinate support from across the federal government. BusinessUSA 
was launched by the President last year to serve as a “one-stop-shop” that matches businesses and 
entrepreneurs to the full range of services and resources available to them at every stage of 
development. 

 
For more information visit:  http://business.usa.gov/rural-exporting 
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Don’t get left behind.   

U.S. firms exported a record $2.3 

trillion in 2013. 

 

You don’t have to be big to be 

global.  Of all U.S. exporters, 98 

percent are smaller.  A record 

298,000 small and medium U.S. 

firms are now exporting.  In fact, 

being a smaller firm can increase 

your ability to act decisively and 

move nimbly in markets. 

 

Competitive advantage.   

U.S. exports are in high demand due 

to America’s excellent reputation 

for innovation, quality, customer 

service, and integrity. 

 

Diversified markets.   

U.S. firms that export are more 

likely to weather changes in the 

economy, stay in business, hire 

more workers, and pay wages 18 

percent higher than the national 

average. 

 

 

 
 

Counseling.  At every 

step, the federal 

government has services 

to cut complexity and 

manage risk, including help 

in building an export plan. 

 

Connecting.  We have 

the expertise to help you 

select the best markets 

and find reliable buyers, as 

well as to spot and seize 

opportunities worldwide.  

 

Capital.  Federal export 

financing programs can 

help you expand 

production, offer buyers 

competitive terms, and 

protect you from risk. 
 

   

1      

2 
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OPPORTUNITY PROFIT RESOURCES 

Why Export? 

Expanding middle class.  95 

percent of consumers live 

outside of the United States. 

Millions of people enter the 

middle class each year with 

increased purchasing power to 

buy your products and services. 

A boom in online sales.  E-

Commerce growth is exploding.  

If you have a Web site, global 

business opportunities are at 

the click of a mouse. 

Friendlier business 

environments.   

Spurred by technology and 

government reform, more and 

more countries are becoming 

business friendly. 
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14 ways to promote exports
& investment in your region

Tap into Global Markets to Create and Support Jobs

95 percent of the world’s consumers live beyond U.S. borders. 

Effective local and regional leaders recognize that their competition may no longer 
be with each other, but with regions around the world.  

Encourage your community to consider international customers and investors  
to support local job creation and economic development.

1CONVENE: Bring together regional  
and metropolitan economic leaders  
and assets  – such as key corporations, 

service providers, workforce, and transportation 
infrastructure – to specifically identify your area’s 
advantages and competencies for export  
and investment promotion. Connect with  
businesses and develop strategies to better  
understand their needs. 

2                   THINK LOCAL: There is no one-size-fits-all    
 approach to promoting exports and  
 investment, and each community has 

unique market advantages. Identify your  
assets and develop a brand. Gather local market 
insight and assess your industry strengths. When 
considering an investment attraction strategy, 
include operating costs, supply chain manage-
ment, access to natural resources, transportation 
infrastructure, workforce development, access to 
technology, and quality of life in your assessment.  

3 FOSTER REGIONAL COLLABORATION:  
 By creating regional identities and fostering    
 collaboration, communities can successfully 

market their area globally and create effective 
export and investment plans.  

4 KNOW YOUR TOOLS AND RESOURCES:   
 Learn about numerous federal, state, and   
 local resources available to you and area 

companies using Export.gov or through the 
International Trade Administration’s  “Basic Guide 
to Exporting” and “Trade Finance Guide.” Consult 
your state trade office. When considering invest-
ment, connect with SelectUSA, a U.S. government 
initiative housed in the U.S. Department  
of Commerce’s International Trade Administration. 
SelectUSA provides assistance to companies  
as well as U.S. cities, regions, and states  
to facilitate business investment into the United 
States. Learn more about programs and services 
available at SelectUSA.gov.

Get Started

GOING FORWARD

5 DEVELOP A PLAN: With a regional identity and key players around the table,  
 develop an actionable plan to promote exports and investment. The Metropolitan   
 Export Initiative aims to help leaders create an export plan within a six to nine-

month period.  The Brookings Institution has published “10 Steps to Delivering a Successful 
Metropolitan Export Plan,” for metropolitan areas everywhere to take advantage of best 
practices and start planning.  When undertaking the planning process, consider local policy 
implications that could discourage or encourage growth.

6 EDUCATE:  Ensure that companies in your area know whether they have  
 an exportable product or service and know about available resources at the federal  
and state level to help grow their business. Broaden the definition of exports to  

include activities like services exports, international visitors, and services to foreign  
students. For example, facilitate a briefing or seminar series to educate businesses about 
federal and state investment and export assistance resources and financing. Engage local 
staff of the International Trade Administration’s U.S. Commercial Service at one of more 
than 100 U.S. Export Assistance Centers (USEACs) across the country. Many USEACs also 
house experts from the Export-Import Bank, the Small Business Administration, and other 
federal entities with regional networks. Consider partnering with federal resources in novel 
ways, such as training for community banks and lenders.

7 IMPROVE ACCESS TO INFORMATION: One way to share up-to-date resources  
 is to make sure that the city or regional website dedicated to business assistance  
 provides information on opportunities and events related to exporting. Consider 

linking to local, state and federal trade resources. 

8 SUPPORT YOUR AREA’S EXPORT PIPELINE: Help identify export-ready  
 companies and refer them to regional, state and federal assistance providers,  
 such as your Small Business Development Center or local U.S. Export Assistance  

Center (U.S. Commercial Service). Make sure businesses interested in exporting are  
connected to available trainings, missions, and assistance. 



9          LEVERAGE EXISTING GLOBAL CONNECTIVITY: When evaluating local assets,  
 look at the make-up of your metropolitan area and consider how to enhance existing  
 global connections.  For example, consider partnering with diaspora or immigrant  

communities and businesses.  When selecting a city or region to visit, find a community 
that complements the industries, clusters and assets your area seeks to grow.  
For investment promotion, work with SelectUSA to devise a data-driven approach for 
market segmentation. Look to your state government, local businesses, or universities to 
identify foreign countries and cities that may already have a relationship with your city.

10 PARTNER WITH AREA HIGHER EDUCATION INSTITUTIONS:  
 Higher education ranks among the country’s top 10 service exports. Tuition  
  and  living expenses paid by international students and their families brought 

in nearly $21 billion to the U.S. economy during the 2010-2011 academic year.  As a source 
of investment, exports, and workforce development, educational institutions should be 
involved in your export and investment planning discussions. Area institutions can serve 
 as key partners, with a strong knowledge base, research, and potential for successful 
internship and workforce development programs.  

11 ESTABLISH A BUSINESS-TO-BUSINESS MENTORSHIP PROGRAM:   
Connect established exporters and investors in your area with growing  
businesses to share expertise and know-how in a particular market or sector. 

Closely affiliated with the U.S. Commercial Service’s U.S. Export Assistance Centers, the 56 
District Export Councils nationwide are organizations composed of established export 
leaders from their local business community.

12 CONSIDER A FOREIGN TRADE ZONE: A Foreign Trade Zone (FTZ) helps 
encourage exports and investment by allowing delayed or reduced duty  
payments on foreign merchandise, as well as other savings.  Local governments 

and organizations, such as ports or economic development organizations, can apply  
to create an FTZ in their communities. 

13ORGANIZE: Consider organizing trade  
 and investment  missions to key global  
 markets to promote your region  

for economic development.  Your local U.S. Export 
Assistance Center (U.S. Commercial Service) can 
help.  State trade offices often coordinate missions 
abroad as well.  Globally, high-ranking U.S. federal 
officials, state governors and mayors are viewed 
favorably as top leaders representing their mar-
kets to tout its exports and its winning attributes 
for investment.

14    BUILD EXPORTS  
 AND INVESTMENT  
 INTO YOUR BROADER	     

                    ECONOMIC STRATEGY:  
With an eye to growth and global competitive-
ness, seek alignment between exports and foreign 
direct investment; innovation in manufacturing 
and services; investments in freight and logistics; 
and the development of a globally fluent  
workforce. It is critical to promote coordinated 
messages about trade and investment,  
and to showcase how trade and investment  
efforts support the community’s overall  
economic well-being.

Sources: Brookings Institution; National League of Cities 
Center for Research & Innovation; U.S. Department of  
Commerce (U.S. Foreign and Commercial Service)

“Showcase how trade and investment efforts support  
the community’s overall economic well-being.”

The International Trade Administration’s mission is to create prosperity by 
 strengthening the competitiveness of U.S. industry, promoting trade and investment,
and ensuring fair trade and compliance with trade laws and agreements.

Offices of the National Export Initiative and SelectUSA
1401 Constitution Avenue, NW
Washington, DC 20230

202.482.5455 (National Export Initiative)
202.482.6800 (SelectUSA)

www.export.gov
www.selectusa.commerce.gov





            



Atlanta U.S. Export  
Assistance Center 

 
Contact Information: 
Sandro Murtas 
Regional Manager 
GA-AL-TN-KY 
Office of Int’l Trade, SBA 
75 Fifth St., NW 
Suite 1060 
Atlanta, GA  30308  
Tel: (404) 815-1496 
Fax:(202) 481-2966 
sandro.murtas@sba.gov 
 
The U.S. Small Business 
Administration’s resources 
and programs targeting 
small businesses provide 
an advantage necessary 
to help small businesses 
effectively compete in the 
marketplace and strength-
en the overall U.S. econo-

my. 

 

Working in partnership 
with the U.S. Commercial 
Service and the Export-
Import Bank of the United 
States, SBA staff provide 
potential and existing ex-
porters with a unified, one 
stop approach to export 
expansion through 18 U.S. 
Export Assistance Centers 

nationwide. 

 
All SBA programs and services are 

provided on a nondiscriminatory basis 

Export Working Capital Program 

SBA’s Role in Export Financing 

Most banks in the U.S. do not provide working capital advances on export 

orders, export receivables or letters of credit.  Because of that, some small 

businesses may lack necessary export working capital to support their 

export sales. That is where an SBA program can make the difference. SBA 

provides lenders with up to a 90% guaranty on export loans as a credit 

enhancement, so that the lenders will make the necessary export working 

capital available.  

The SBA delivers its export loan program through a network of SBA 

Senior International Credit Officers located in U.S. Export Assistance 

Centers throughout the country.  These specialists understand trade finance 

and are available to explain SBA’s export lending programs, the application 

process and forms and to guide exporters in selecting appropriate payment 

methods. They can also link companies to specialists for increasing export 

sales and managing foreign payment risk. 

Exporters can apply for EWCP loans in advance of finalizing an export sale 

or contract.  With an approved EWCP loan in place, exporters have greater 

flexibility in negotiating export payment terms—secure in the assurance 

that adequate financing will be in place when the export order is won. 

Benefits of the EWCP 

Financing for suppliers, inventory or production of export goods 

Export working capital during long payment cycles 

Financing for stand-by letters of credit used as bid or performance 

bonds or down payment guarantees  

Reserves domestic working capital for the company’s sales within the US 

Permits increased global competitiveness by allowing the exporter to 

extend more liberal sales terms  

Increases sales prospects in under-developed markets which have high 

capital costs for importers   

Contributes to the growth of export sales  

Low fees and quick processing times 

A Fact Sheet for Small Businesses www.sba.gov/international 



Program Features 

Guaranty Coverage 

Maximum loan amount is $5,000,000 

90% of principal and accrued interest up to 120 days 

Low guaranty fee of ¼% of the guaranteed portion for loans with maturities of 12 

months or less 

Loan maturities are generally for 12 months or less 

Use of Proceeds 

To pay for the manufacturing costs of goods for export 

To purchase goods or services for export 

To support Standby Letters of Credit to act as bid or performance bonds 

To finance foreign accounts receivable 

Advance Rates 

Up to 90% on Purchase Orders 

Up to 90% on Documentary Letters of Credit 

Up to 90% on Foreign Accounts Receivable 

Up to 75% on eligible foreign inventory located within the US 

In all cases, not to exceed the exporter’s costs. 

Interest Rate  

The SBA does not establish or subsidize interest rates on loans.   

The interest rate can be fixed or variable and is negotiated between the borrower and the 

participant lender. 

Collateral  

The export-related inventory and the receivable generated by the export sales financed with 

EWCP funds will be considered adequate collateral.   

The SBA requires the personal guarantee of owners (20 percent or more ownership). 

How to apply  

Application is made directly to lenders. Interested businesses are encouraged to contact the SBA 

staff at a U.S. Export Assistance Centers (USEAC) to discuss whether they are eligible for the 

EWCP program and whether it is the appropriate tool to meet their export financing needs.  The 

participating lenders review/approve the applications and submit the request to the SBA staff at the 

USEAC location servicing the exporter’s geographical territory. 

November 2010 



Atlanta U.S. Export  
Assistance Center 

 
Contact Information: 
Sandro Murtas 
Regional Manager 
GA-AL-TN-KY 
Office of Int’l Trade, SBA 
75 Fifth St., NW 
Suite 1060 
Atlanta, GA  30308  
Tel: (404) 815-1496 
Fax:(202) 481-2966 
sandro.murtas@sba.gov 
 
The U.S. Small Business 
Administration’s resources 
and programs targeting 
small businesses provide 
an advantage necessary 
to help small businesses 
effectively compete in the 
marketplace and strength-
en the overall U.S. econo-

my. 

 

Working in partnership 
with the U.S. Commercial 
Service and the Export-
Import Bank of the United 
States, SBA staff provide 
potential and existing ex-
porters with a unified, one 
stop approach to export 
expansion through 18 U.S. 
Export Assistance Centers 

nationwide. 

 
All SBA programs and services are 

provided on a nondiscriminatory basis. 

SBA Export Express 

Fast and Easy Loans for Small Exporters 

Small business exporters are taking advantage of the world market and 

selling billions of dollars of goods and services overseas every year. In fact, 

70% of all exporters have fewer than 20 employees.  If you are one of these 

businesses, or would like to join in this growing trend, and you think you 

are too small to receive government sponsored export financing, think 

again! 

Streamlined financing up to $500,000 

SBA Export Express offers flexibility and ease of use to both borrowers 

and lenders.  It is the simplest export loan product offered by the SBA and 

allows participating lenders to use their own forms, procedures and 

analyses.  The SBA provides an answer in 36 hours or less.     

Who is eligible to receive Export Express financing? 

Any business that has been in operation, although not necessarily in 

exporting, for at least 12 full months and can demonstrate that the loan 

proceeds will support its export development activity is eligible for Export 

Express.   

What can the loan funds be used for? 

Loan proceeds may be used for business purposes that will enhance a 

company’s export development.  Export Express can take the form of a 

term loan or a revolving line of credit.  As an example, proceeds can be 

used to fund participation in a foreign trade show, finance standby letters of 

credit, translate product literature for use in foreign markets, finance 

specific export orders, as well as to finance expansions, equipment 

purchases, and inventory or real estate acquisitions, etc.   

How do I apply? 

Interested businesses should contact their existing lender to determine if 

they are an SBA Express lender.  Lenders that participate in SBA’s Express 

program are also able to make Export Express Loans.  Application is made 

directly to the lender.  The lenders use their own application material in 

addition to SBA’s Borrower Information Form.  Lenders approve the 

request and then submit a limited amount of eligibility information to 

SBA’s National Loan Processing Center.   

 

A Fact Sheet for Small Businesses www.sba.gov/international 
November 2010 



            



International Trade Loan 

The U.S. Small Business Administration’s newly revised International Trade 

Loan provides lenders with enhanced export financing options for their cus-

tomers. 

The ITL is designed to help small businesses enter and expand into internation-

al markets and, when adversely affected by import competition, make the in-

vestments necessary to better compete. The ITL offers a combination of fixed 

asset, working capital financing and debt refinancing with the SBA’s maxi-

mum guaranty— 90 percent— on the total loan amount. 

Maximum Loan Amount 

$5,000,000 in total financing. 

Guarantee Coverage 

The SBA can guaranty up to 90 percent of an ITL up to a maximum of 

$4.5 million, less the amount of the guaranteed portion of other SBA loans 

outstanding to the borrower. The maximum guaranty for any working capi-

tal component of an ITL is $4 million.  Additionally, any other working 

capital SBA loans the borrower has are counted against the $4 million 

guaranty limit.  

Loan Term 

Maturities on the working capital portion of the ITL are typically limited 

to ten years.  

Maturities of up to 10 years on equipment unless the useful life exceeds 10 

years.  Maturities of up to 25 years are available for real estate. 

Loans with a mixed use of fixed asset and working capital financing will 

have a blended-average maturity. 

Interest Rates 

Lenders may charge between 2.25 to 2.75 percent above the prime rate (as 

published in the Wall Street Journal) depending upon the maturity of the 

loan. Interest rates on loans of $50,000 and less can be slightly higher. 

Lender Eligibility 

Any SBA 7(a) lender with an approved SBA Form 750, Loan Guaranty 

Agreement (Deferred Participation) is eligible.  

Exporter Eligibility 

Applicants must meet the same eligibility requirements as for the SBA’s 

standard 7(a) Loan Program. 

 

Atlanta U.S. Export  
Assistance Center 

 
Contact Information: 
Sandro Murtas 
Regional Manager 
GA-AL-TN-KY 
Office of Int’l Trade, SBA 
75 Fifth St., NW 
Suite 1060 
Atlanta, GA  30308  
Tel: (404) 815-1496 
Fax:(202) 481-2966 
sandro.murtas@sba.gov 
 
The U.S. Small Business 
Administration’s resources 
and programs targeting 
small businesses provide 
an advantage necessary 
to help small businesses 
effectively compete in the 
marketplace and strength-
en the overall U.S. econo-

my. 

 

Working in partnership 
with the U.S. Commercial 
Service and the Export-
Import Bank of the United 
States, SBA staff provide 
potential and existing ex-
porters with a unified, one 
stop approach to export 
expansion through 18 U.S. 
Export Assistance Centers 

nationwide. 

 
All SBA programs and services are 

provided on a nondiscriminatory basis. 

A Fact Sheet for Lenders www.sba.gov/international 



Applicants must also establish that the loan will allow the business to expand or develop an export 

market or, demonstrate that the business has been adversely affected by import competition and that 

the ITL will allow the business to improve its competitive position.     

Buyer Eligibility 

Foreign buyers must be located in those countries wherein the Export-Import Bank of the U.S. is not 

prohibited from providing financial assistance.  

Use of Proceeds 

For the facilities and equipment portion of the loan, proceeds may be used to acquire, construct, ren-

ovate, modernize, improve or expand facilities or equipment in the U.S. to produce goods or ser-

vices involved in international trade.  

Working capital is an allowable use of proceeds under the ITL. 

Proceeds may be used for the refinancing of debt structured with unreasonable terms and conditions, 

including any debt that qualifies for refinancing under the standard SBA 7(a) Loan Program. 

Ineligible Proceeds 

SBA 7(a) Loan Program requirements apply.  

Collateral Requirements 

Only collateral located in the U.S. (including its territories and possessions) is acceptable. 

First lien on property or equipment financed by the ITL or on other assets of the business is re-

quired. However, an ITL can be secured by a second lien position if the SBA determines there is 

adequate assurance of loan payment. 

Additional collateral, including personal guaranties and those assets not financed with ITL proceeds, 

may be required as appropriate. 

Application Process 

A small business exporter seeking an ITL must apply to an SBA-participating lender. The lender 

will submit a completed Application for Business Loan (SBA Form 4), including all exhibits, to the 

SBA.  

An applicant wanting to qualify as adversely impacted from import competition must submit sup-

porting documentation that explains that impact, and a plan with projections that explains how the 

loan will improve the business’ competitive position.  

Lenders should submit applications under the same procedures as standard SBA 7(a) loan applica-

tions. SBA-preferred lenders may submit an ITL under the standard preferred-lender process.    

SBA regional managers, located in your local U.S. Export Assistance Center (see reverse side) pro-

vide free ITL training and consultation to lenders. 

 

 

 

February 2011 



Export Trade Financing features credit facilities to 

export goods and services by leveraging several 

institutional programs, including the Export-Import 

(Ex-Im) Bank of the United States and private 

insurance products.

EXPORT TRADE FINANCING

 © 2012 Regions Bank.  (07/12)

Ex-Im Bank Financing
Regions has obtained substantial Delegated Lending Authority from 
the Ex-Im Bank based on our experience and expertise. Through this 
special status, Regions can make most credit decisions in-house, 
ensuring a speedy response time. Two specifi c programs include:

• Export Working Capital Program – This program provides pre-
export fi nancing of working capital to purchase export-destined 
inventory, work-in-process and labor. The primary requirement is 
that goods being exported must contain at least 50% U.S. content. 
Benefi ts include: 

 1) Deferred payment – The Exporter may defer paying down the 
line until receipt of payment from the foreign buyer (subject to 
various restrictions).

 2) Advance rates – The advance rate on foreign receivables may be 
up to 75% of export inventory and as high as 90% of the eligible 
receivable. Enhanced advance rates provide greater liquidity, 
allowing the exporter to increase export sales and enter into larger 
transactions.

• Post Export Working Capital Program – This program provides 
short-term working capital fi nancing of insured foreign accounts 
receivables when backed by either an Ex-Im Bank or acceptable 
private sector insurance policy. Goods insured under an Ex-Im Bank 
policy must contain at least 50% U.S. content, while private sector 
insurance has no U.S. content requirement. Various other terms, 
conditions and restrictions will apply depending on individual 
policies. Under this program, the exporter has the ability to offer 
extended and/or more competitive terms. Benefi ts include:

 1) Advance rates – Advance rates may be as high as 95% of total 
eligible accounts receivable (some restrictions apply).

 2) Flexibility – Regions works with both Ex-Im Bank and a number 
of private sector insurers, thus assuring exporters maximum 
fl exibility in their fi nancing options.

Banker’s Acceptance
A Banker’s Acceptance (BA) is a draft/negotiable instrument drawn 
on, and accepted by, Regions with a fi xed maturity date of up to 180 
days for eligible transactions, which may be discounted at a fi xed 
interest rate. Banker’s Acceptances can be created under an export 
Letter of Credit (LC) or on a clean basis. BAs created under an export 
LC allow the exporter to offer extended terms to increase market 
share, while still retaining the option to be paid on a sight basis, 
by discounting the Acceptance. In addition, the account for whom 
the discount charges apply can be negotiated between the seller 
and buyer, thus allowing the exporter to maintain the profi t margin. 
Benefi ts include:

• Short-term fi nancing – Banker’s Acceptance fi nancing is used to 
support short-term (up to 180 days) trade transactions. 

• Immediate cash fl ow – Banker’s Acceptances provide immediate 
cash fl ow to the exporter while waiting for the overseas buyer to pay.

• Negotiating power – Because Regions enjoys a strong credit rating, the 
exporter is assured of receiving the most favorable prevailing rates.

• Money market access – This access offers the foreign buyer entry 
into the U.S. money market at rates that may be more competitive 
than can be obtained in their own country.

Contact Us Today
For more information on Regions Global Trade Finance, 
call 1-877-419-0365 or visit regions.com/international.



Documentary Collections allow sellers to obtain 

payment following the presentment of shipping 

documents through the buyer’s bank.

DOCUMENTARY COLLECTIONS

 © 2012 Regions Bank.  (07/12)

Better Terms With Less Risk
Documentary Collections represent more attractive terms to buyers 
than requiring cash in advance or Letters of Credit. Sellers receive a 
higher degree of payment protection than open account sales. Either 
way, Documentary Collections are ideal for importers and exporters 
where the commercial and sovereign risks are acceptable.

Documentary Collection types include:
•  Documents against payment (D/P or cash against documents) – 

Exporters present shipping documents such as invoices, packing 
lists, insurance documents and transport documents to the 
overseas buyer’s bank via Regions for collection in order to obtain 
payment. Shipping documents are not released until the buyer 
pays, thereby providing additional protection to the seller. For even 
quicker service, many exporters use Regions Express Trade LC. 

 Importers are not required to pay until the shipping documents are 
presented to Regions by the vendor’s bank. This eliminates the 
need to pay cash in advance, thus conserving working capital.

•  Documents against acceptance (D/A) – Shipping documents are 
released to the buyer in exchange for the buyer’s accepting a 
draft or bill of exchange for payment at a future date. Shipping 
documents are released prior to payment.

Express Trade LC
Exporters using Documentary Collections on a frequent basis may 
further improve their effi ciency through use of Express Trade LC, 
Regions’ Web-based system. Express Trade LC allows exporters or 
their freight forwarders to create their own cover letters and send 
documents directly to the buyer’s bank, thus saving time and 
expense. Documents are received more quickly at the buyer’s bank, 
which may result in payment being effected sooner. In addition to 
saving time, costs may be reduced due to lower courier fees.

Regions offers follow-up tracers with the buyer’s bank in the event 
that the buyer does not pay in a timely fashion. Upon payment, the 
buyer’s bank remits the proceeds to Regions via wire transfer for 
credit to the exporter’s account.

Clean Collection
A Clean Collection is a check presentment drawn in either foreign 
currency or U.S. dollars on overseas banks for payment. Once 
Regions receives payment, the proceeds are credited to the payee’s 
account, providing assurance that the check has cleared.

Contact Us Today
For more information on Regions Global Trade Finance, 
call 1-877-419-0365 or visit regions.com/international.



A Letter of Credit is a conditional, irrevocable 

obligation of a bank issued on behalf of a 

buyer (importer/applicant) to make payment to 

an overseas seller (exporter/benefi ciary) upon 

presentation of documents in accordance with the 

terms and conditions stated in the Letter of Credit.

LETTERS OF CREDIT

 © 2012 Regions Bank.  (07/12)

Export Letters of Credit
Export Letters of Credit substitute the commercial risk of the buyer 
with the commercial risk of the bank issuing the Letter of Credit, thus 
providing enhanced security to exporters, provided that they comply 
with the stated terms and conditions of the Letter of Credit.

•  Transaction confi rmation – For exporters, risk may be further 
mitigated through a Regions confi rmation that substitutes Regions’ 
risk profi le for that of the overseas/issuing bank. Confi rmation of 
Letters of Credit by Regions is subject to approval.

•  Fast settlement – Regions Confi rmed Letter of Credit payments to 
the exporter/benefi ciary may be structured to be disbursed within a 
few days of receiving conforming documents. 

•  Presentment to foreign banks – Regions submits exporter 
documents to the buyer’s bank for payment under unconfi rmed 
Letters of Credit. Regions then pays the exporter upon receipt of 
the funds from the issuing bank.

•  Discounting – Time Drafts (Banker’s Acceptances) discounting 
allows the exporter to offer terms of up to 180 days to the buyer 
while still receiving payment within a few days of presenting 
conforming documents to the accepting bank. (Certain conditions 
apply.)

Import Letters of Credit
Under an Import Letter of Credit, Regions undertakes to the supplier 
that the bank will pay them once they comply fully with the terms 
and conditions of the Letter of Credit. In this way, the control of 
the goods – through an ocean Bill of Lading or other transport 
documents – is transferred to the buyer, while ensuring payment 
for the relative goods. Importers may also make use of Banker’s 
Acceptances in order to allow suffi cient time for their domestic buyer 
payment to conserve working capital.

Standby Letters of Credit
A Standby Letter of Credit is a conditional, irrevocable obligation of 
the bank to pay the benefi ciary on behalf of the applicant/account 
party in accordance with the stated terms and conditions of the Letter 
of Credit. Standby Letters of Credit are used for a number of purposes 
such as bid and performance bonds under tender offers, payment 
guarantees and advance payment guarantees. Regions Standby 
Letters of Credit are accepted worldwide and can be used as an 
alternative to bid and performance bonds on overseas projects.

Express Trade LC
Express Trade LC is provided for high volume Letter of Credit users. 
This Web-based system allows clients to complete Letter of Credit 
applications using templates to reduce time, errors and expense. 
Downloadable reports assist importers in managing their own 
internal Letter of Credit processes.

Contact Us Today
For more information on Regions Global Trade Finance, 
call 1-877-419-0365 or visit regions.com/international.



FOREIGN EXCHANGE SUMMARY
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Foreign exchange is the transaction of monetary 

business between commercial clients of different 

countries. Negotiable bills are drawn in one country 

to be paid in another country.

Regions Bank has one of the most experienced foreign exchange 
trading desks in the Southeastern United States, as well as a full 
range of foreign exchange products and services to help you deal in 
a global economy. Regions offers:

Expertise
Regions gives you unparalleled experience. Regions’ traders average 
more than 20 years of experience and can advise you on effective 
strategies to manage your foreign exchange exposure.

Competitive Rates
Regions gives you value. Regions is a market maker in global 
currencies. This ensures that you’ll get the most current and 
competitive prices on your transactions. 

State-of-the-art Information Systems
Regions gives you better information. Regions’ fi nancial information 
systems continuously monitor world currency markets to keep you 
informed about current market news and currency movements.

Automated Communications
Regions settles transactions faster. Computerized communications 
facilitate the fast and effi cient transfer of global funds to put your 
money to work faster. 

Market Commentaries
Regions keeps you informed. We offer written commentaries about 
trends and developments in global currencies to provide valuable 
perspective as you formulate future plans. 

Contact Us Today
For more information on Regions Bank Foreign Exchange, 
call 888-223-8088, email fx@regions.com or visit 
regions.com/foreignexchange. 

Product/Service Description Benefi ts
RegionsFX Online Internet-based foreign exchange system that enables your 

company to initiate foreign currency denominated wires and/or 
drafts directly from your own computer. 

Reduces transaction time by allowing users to complete entire transaction online based on real-time 
exchange rates. Users have access to Foreign Currency Account balances and wire capability. RegionsFX 
also facilitates record-keeping and transaction history while utilizing repetitive templates to reduce 
execution time to a few keystrokes. 

Spot Contract Buy or sell foreign currency for immediate use. Makes purchasing and selling foreign currencies simple and convenient while ensuring competitive 
pricing on your foreign exchange transactions.

Outright Forward 
Contract

Buy or sell foreign currency at a fi xed price for a specifi c future 
date. 

Protects future cash fl ows from negative currency fl uctuations and locks in exchange rates so you can 
plan on a known future cash fl ow.

Variable Delivery 
Forward Contract

Buy or sell foreign currency at a fi xed price for a period of time in 
the future rather than a specifi c date. 

Provides more fl exible settlement dates by allowing partial delivery of the contract at different intervals 
during the delivery window. Locks in exchange rates and allows consolidation of small forward 
requirements into one larger contract.

Foreign Currency 
Account

Designed for companies that have commonly denominated 
payables and receivables in foreign currency.

Protects your company from spot price variations, gives you more control over your accounts, increases 
transaction effi ciency and may lower fees. 

Foreign Currency
Time Deposit

Provides the ability to invest in a foreign currency at the respective 
country’s interest rates for a specifi c period of time.

Allows you to diversify your existing portfolio and to potentially earn higher interest rates than those 
available domestically while taking advantage of any favorable exchange rate move.

Foreign Currency 
Swap

An agreement between two parties to exchange a given amount of 
one currency for another and, after a period of time, to give back 
the original amounts swapped.

A swap simultaneously locks in a spot and forward rate, which protects against current and future 
exchange rate fl uctuations. A swap can be used when there is a timing change for a payment or receipt 
of foreign currency if a forward hedge is already in place.

Foreign Currency 
Option

Numerous derivative products are available to provide fl exibility in 
meeting individual needs.

Suitable for covering uncertain or contingent exposures because they do not obligate you to exchange 
currencies. Exchange at the better rate of either the option strike price or the current market rate, 
eliminating the downside risk in a position while remaining open to upside potential.

Foreign Currency 
Loan

Provides the ability to obtain fi nancing in a foreign currency based 
on the respective country’s interest rates.

Allows companies to borrow in a foreign currency. This liability can provide a natural hedge against a matched 
foreign asset. Borrower has the option to pay fi xed or fl oating interest rates. Available for select currencies.

Foreign Check 
Processing

Deposit foreign checks with Regions for immediate credit or 
collection processing.

Allows companies to accept payment via check denominated in foreign currency or U.S. dollars. Checks 
may be handled at any Regions location. Available for select countries.







FOR PROGRAM AND SPONSORSHIP INFORMATION, CONTACT JENNIFER HAGAN-DIER 
AT 615-532-4590 JENNIFER.HAGAN-DIER@TENNESSEE.EDU
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Whether you're an importer or an exporter – or both – you need a reliable banking partner to fully realize your 

company's potential in today's global marketplace. First Tennessee is the international bank of choice for a growing 

number of companies in this region for a few basic reasons: highly professional service, delivered personally, at a 

reasonable price. 

Consultation Services 

When structuring your company's international trade transactions, consult First Tennessee's group of 

international trade professionals. We can help you to identify risks and suggest appropriate control measures, enabling 

you to feel more comfortable with the unique challenges associated with international trade. 

 

Import Services 

Importers need well known banks to issue letters of credit. Once the applicant’s credit is approved, we turn 

most letter of credit applications around in one business day, and our new internet-based letter of credit issuance 

product is a further service enhancement. Importers who work with long-time vendors find our documentary collection 

services an effective payment mechanism with attractive payment tracking features. 

 

Export Services 

Exporters are active users of our risk management products. We confirm letters of credit for exporters who are 

concerned about foreign bank risk. When competitive pressures or market opportunities call for extended payment 

terms, we discount deferred payment drafts under letters of credit, on a non-recourse basis. Export collections offer 

more credit comfort than straight open-account terms. 

 

Foreign Exchange Services 

Insistence on accepting and making quotes only in U.S. dollars can limit your opportunities. Our foreign 

exchange products give you valuable flexibility for your foreign purchases or sales. When you know what your foreign 

exchange costs for spots or forwards are going to be, you can negotiate more effectively with your foreign suppliers 

and buyers over product cost. 

 

 

 

FIRSTTENNESSEE INTERNATIONAL BANKING 

 

HEADLINE LINE 2 
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LETTERS OF CREDIT 

 

Export 

 Transfer the credit risk from the foreign buyer to the issuing bank which normally improves the credit profile 

of the transaction  

 Provides exporter some protection as the original shipping documents (including the title documents/bill of 

lading) are routed through the banking system  

 May extend payment terms for a foreign buyer to support their cash flow needs e.g. collecting on receivables 

before paying their suppliers 

 

Import 

 Provides importer some protection against the non-performance of the exporter as it typically requires proof of 

shipment through the presentation of bills of lading 

 May extend payment terms allowing an importer to liquidate the purchased goods before having to pay the 

supplier 

 

Standby 

 A Standby L/C serves as a secondary source of payment which can be drawn upon if the applicant fails to pay 

the beneficiary or to provide the beneficiary goods or services as contracted  

o Can be a Financial Standby 

o Can be a Performance Standby 

 For trade purposes, standby L/Cs can be issued for the maximum amount of exposure projected during a 

specified time period  

 

DOCUMENTARY COLLECTIONS 

 Banks act as third parties to control the flow of payments and documents for the exporter and the importer 

 In import/export transactions -  

o Seller may designate that documents cannot be released by the bank until payment is received, 

providing the seller more leverage than selling on open account  

o Usually contains ocean bills of lading which are title documents  

 

 

 

INTERNATIONAL SERVICES 

 

HEADLINE LINE 2 
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FOREIGN EXCHANGE 

 Hedging Consultation 

 Spot and Forward Foreign Currency Contracts 

 Foreign Currency Drafts 

 

Forward Contracts 

 Allows a company which has, or anticipates having, foreign currency receivables or payables to minimize the 

risk of exchange rate fluctuations  

 It is a legally binding obligation of the bank and the customer to buy or sell a given currency at a locked-in rate  

Foreign Currency Drafts 

 Drafts are like "Cashier's Checks" in foreign currencies or U.S. Dollars drawn on a correspondent bank; 

therefore, they are negotiable in the foreign country by the bank on which they are drawn.  
 

INTERNATIONAL CORPORATE BANKING 

 Specialized Corporate Banking solutions for U.S. companies owned by foreign parents and for U.S. companies 

with foreign subsidiaries 

 

INTERNATIONAL FUNDS TRANSFER 

 Wire transfers can be sent to overseas beneficiaries , or received from overseas remitters 

 Remittance may be in U.S. Dollars or a foreign currency  

 Customers may place wire requests online or over the phone  
 

CHECK COLLECTIONS AND CASH LETTERS 

 First Tennessee processes foreign checks received through financial centers, lockbox arrangements, cash 

letters, or that are sent directly our International Operations Department  

 Checks can be deposited for provisional credit or can be sent on a collection basis 

 

 

 

 

 

INTERNATIONAL SERVICES 

 

HEADLINE LINE 2 
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Method of 

Payment 

Time of 

Payment 

to Seller 

Goods 

Available 

to Buyer 

Risk to Seller Risk to Buyer 

 

Cash. Prior to shipment. On arrival. None. Buyer has loss of funds until 

merchandise arrives. Relies 

completely on seller to ship 

goods as ordered. 

Sight letter of 

credit. 

Within a few days 

after shipment. 

Upon settlement 

of letter of credit. 

Very little, but 

depends on LC 

conditions. 

LC requires proof of 

shipment, but relies on seller 

to ship goods as described in 

UC documents. 

 

Time letter of 

credit. 

 

At maturity of 

draft, or at dis- 

counting of draft. 

 
Upon acceptance 

of time draft. 

 

Very little, but 

depends on LC 

conditions. 

 

Payment is due after 

receiving goods, but must be 

made regard - less of product 

quality. 

Sight draft for 

collection of 

documents 

against payment. 

Upon presentation 

of collection draft. 

After payment ... if 

all Ocean B/Ls are 

in collection. 

Possible nonpay- 

ment of draft. 

Has assurance of shipment, 

but relies on seller to ship 

goods as described in docu- 

ments accompanying draft. 

 

Time draft for 

collection of doc- 

uments against 

acceptance. 

 

At maturity of 

draft. 

 
Upon acceptance 

of draft. 

 

Possible nonpay- 

ment of goods. 

 

Actual payment is due after 

receiving goods, but must be 

made regardless of quality. 

Open account. Upon payment of 

invoice. 

Upon delivery. Completely relies 

on buyer to pay 

invoice when due. 

No risks. 

 

INTERNATIONAL PAYMENT METHODS 

COMPARISON 

 

HEADLINE LINE 2 
 



The World is 

Open for Your Business 

Find the Best International Markets for Your Company 
E-commerce, trade agreements, and more trade finance options have dramatically increased access to markets 

around the world-making it easier and less risky for U.S. firms to export. Every year, the U.S. Commercial 

Service helps thousands of companies export goods and services worth billions of dollars. Let us help you 

find the best markets for your business. 

Proven Trade Expertise 
Our global network of trade professionals is located throughout the United States and in U.S. Embassies 

and Consulates in nearly 80 countries. Whether you're looking to make your first export sale or expand to 

additional markets, we offer the expertise you need to connect with lucrative opportunities and increase 

your bottom line. 

Trade Counseling 

• Develop effective market entry and sales strategies. 

• Understand export documentation requirements and import regulations of foreign markets. 

• Navigate U.S. government export controls, compliance, and trade financing options. 

Business Matchmaking 

• Connect with pre-screened potential partners. 

• Promote your product or service to prospective buyers at trade events worldwide. 

• Meet with international industry and government decision makers in your target market(s). 

Market Intelligence 

• Analyze market potential and foreign competitors. 

• Obtain useful information on best prospects, financing, laws, and cultural issues. 

• Conduct background checks on potential buyers and distributors. 

Commercial Diplomacy 

• Overcome trade obstacles to successfully enter international markets. 

• Benefit from coordinated U.S. government engagement with foreign governments to protect U.S. 
business interests. 

• Access U.S. government trade advocacy for your foreign government procurement bids. 

Contact us today to connect with a world of opportunity. 

Visit export.gov or call 800-USA-TRADE. 

U.S. Commercial Service-Connecting you to global markets. 

U.S. Department of 



U.S. Offices 
Alabama Delaware Kentucky Nevada 
Birmingham Served by Philadelphia, PA Lexington Las Vegas 

Louisville Reno 
Alaska District of Columbia 
Anchorage Served by Arlington, VA Louisiana New Hampshire 

New Orleans Portsmouth 
Arizona Florida Shreveport 
Phoenix Clearwater New Jersey 
Tucson Fort Lauderdale Maine Newark 

Jacksonville Portland Trenton 
Arkansas Miami 
Little Rock Orlando Maryland New Mexico 
Rogers Tallahassee Baltimore Santa Fe 

California Georgia Massachusetts New York 
Bakersfield Atlanta Boston Buffalo 
Cabazon Savannah Harlem 
Fresno Michigan Long Island 
Inland Empire Hawaii Detroit New York 
Los Angeles (Downtown) Honolulu Grand Rapids Rochester 
Los Angeles (West) Pontiac Westchester 
Monterey Idaho Ypsilanti 

Newport Beach Boise North Carolina 

North Bay 
Minnesota Charlotte 

Oakland 
Illinois Minneapolis Greensboro 

Sacramento 
Chicago 

Mississippi 
Raleigh 

Libertyville 
San Diego 

Peoria Jackson North Dakota 
San Francisco 

Rockford Fargo 
San Jose Missouri 
Ventura County Indiana Kansas City Ohio 

Indianapolis St. Louis Cincinnati 
Colorado 
Denver Montana 

Cleveland 
Iowa Columbus 
Des Moines Missoula 

Toledo Connecticut 
Middletown Kansas Nebraska 

Wichita Omaha 

International Offices 
Afghanistan China France Ireland Mexico 
Kabul Beijing Paris Dublin Guadalajara 

Algeria 
Chengdu 

Germany Israel 
Mexico City 

Guangzhou Monterrey 
Algiers Shanghai Berlin Jerusalem Tijuana 

Shenyang Dusseldorf Tel Aviv 
Argentina 

Wuhan Frankfurt Morocco 
Buenos Aires Munich Italy Casablanca 

Australia Colombia Florence 

Bogota Ghana Milan Netherlands 
Melbourne Accra Rome The Hague 
Sydney Costa Rica 

San Jose Greece Japan New Zealand 
Austria Athens Nagoya Wellington 
Vienna Croatia Osaka-Kobe 

Belgium Zagreb Guatemala Sapporo Nigeria 
Guatemala City Tokyo Lagos 

Brussels Czech Republic 

Brazil Prague Honduras Jordan Norway 
Tegucigalpa Amman Oslo 

Bela Horizonte Denmark 
Brasilia Copenhagen Hong Kong Kazakhstan Pakistan 
Recife Almaty Islamabad 
Rio de Janeiro Dominican Republic Hungary Karachi 
Sao Paulo Santo Domingo Budapest Kenya Lahore 

Bulgaria Ecuador India Nairobi 
Panama 

Sofia Quito Ahmedabad Korea (South) Panama City 
Bangalore Seoul 

Canada Egypt Chennai Peru 
Calgary Alexandria Hyderabad Kuwait Lima 
Montreal Cairo Kolkata Kuwait City 
Ottawa Mumbai Philippines 

Toronto El Salvador New Delhi Lebanon Manila 
Vancouver San Salvador Beirut 

Indonesia Poland 
Chile European Union Jakarta Libya Warsaw 
Santiago Brussels Tripoli 

Iraq Portugal 
Finland Baghdad Malaysia Lisbon 
Helsinki Kuala Lumpur 

Find detailed contact information for each of our offices at export.gov. 
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Oklahoma 
Oklahoma City 
Tulsa 

Oregon 
Portland 

Pennsylvania 
Harrisburg 
Philadelphia 
Pittsburgh 

Puerto Rico 
San Juan 

Rhode Island 
Providence 

South Carolina 
Charleston 
Columbia 
Greenville 

South Dakota 
Sioux Falls 

Tennessee 
Knoxville 
Memphis 
Nashville 

Qatar 
Doha 

Romania 
Bucharest 

Russia 
Moscow 
St. Petersburg 
Vladivostok 

Saudi Arabia 
Dhahran 
Jeddah 
Riyadh 

Senegal 
Dakar 

Serbia 
Belgrade 

Singapore 

Slovak Republic 
Bratislava 

South Africa 
CapeTown 
Johannesburg 

Spain 
Madrid 

Sweden 
Stockholm 

Switzerland 
Bern 

Texas 
Austin 
El Paso 
Fort Worth 
Grapevine 
Houston 
McAllen 
Midland 
San Antonio 

Utah 
Salt Lake City 

Vermont 
Montpelier 

Virginia 
Arlington 
Richmond 

Washington 
Seattle 
Spokane 

West Virginia 
Charleston 
Wheeling 

Wisconsin 
Milwaukee 

Wyoming 
Served by Denver, CO 

Taiwan 
Kaohsiung 
Taipei 

Thailand 
Bangkok 

Turkey 
Ankara 
Istanbul 
lzmir 

Ukraine 
Kiev 

United Arab Emirates 
Abu Dhabi 
Dubai 

United Kingdom 
London 

Uruguay 
Montevideo 

Venezuela 
Caracas 

Vietnam 
Hanoi 
Ho Chi Minh City 

~IJ 
FSC 
www.fsc.org 

MIX 
Paper from 

responsible sources 

FSCO C092775 
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Planning and Strategy 
• Create a comprehensive international business plan for entry or 

expansion into targeted markets. 

• Get ideas and cost-effective solutions to help achieve your 
business goals. 

Legal and Regulatory Issues 
• Determine export licensing needs for shipping your products. 

• Understand and comply with global product standards, certification 
requirements, electricity regulations, and packaging laws. 

• Learn how to avoid intellectual property rights issues and legal disputes. 

Documentation and Product Requirements 
• Learn about export documents, including Electronic Export 

Information filing, invoices, packing lists, and certificates of origin. 

• Verify the tariff rate for your product, as well as any import fees 
for a particular market. 

• Determine your product's Schedule Band HS numbers. 

Trade Problems 
• Get assistance with customs-related issues. 

• Obtain support if your company's exports or foreign bids are 
adversely affected by a trade barrier or by market access issues. 

• Learn how to limit the risk of non-payment, and receive counseling if 
problems arise. 

Proven Trade Expertise 
The U.S. Commercial Service helps U.S. businesses succeed in markets 

around the world. Whether you're looking to make your first export 
sale or expand to additional international markets, we offer the trade 
counseling, market intelligence, business matchmaking, and commercial 

diplomacy you need to connect with lucrative business opportunities. 

Contact us today to connect with a world of opportunity. 
Visit export.gov or call 800-USA-TRADE. 



U.S. Commercial Service 

Trade Counseling 

Get the information and advice you need to succeed. 

Selling internationally can be a complicated and confusing endeavor. 

The U.S. Commercial Service will guide you through the export process 

from beginning to end, helping you to develop an effective international 

sales strategy, identify and comply with applicable laws and regulations, 

fulfill documentation requirements, and overcome trade problems. 

With offices across the United States and in nearly 80 countries-as 

well as a toll-free export hotline-our trade professionals are ready 

to make exporting easier for you. From meeting with you one-on-one to 

address your specific needs, to picking up the phone on your behalf to 

handle a customs issue, you can count on the U.S. Commercial Service's 

expertise to position your business for success in the global marketplace. 

U.S. Commercial Service-Connecting you to global markets. 



 

Regulatory Fairness Helpline 
888-REG-FAIR

www.sba.gov/ombudsman

1)

2)

3)

U.S. Small Business Administration
Working to Insure 
Regulatory Fairness for 
America’s Small Businesses 
If excessive fines, penalties or unfair regulatory enforcement 
actions by federal agencies are problems for your small 
business, you have an advocate in the U.S. Small Business 
Administration’s Office of the National Ombudsman. 

• The National Ombudsman assists small businesses facing unfair  
or excessive federal regulatory compliance or enforcement issues  
such as repetitive audits or investigations, excessive fines, and 
retaliation.
 
• The process is a confidential and effective way for small businesses 
to voice concerns about enforcement of federal regulations, especially 
those that significantly burden small business.  

• As an impartial liaison, the Office of the National Ombudsman 
directs these concerns to the appropriate agency for high-level fair-
ness review, and works across government to address those concerns, 
reduce regulatory burdens, and help small businesses succeed.

The National Ombudsman can help:
• If you’re  a small business or represent one, a small government 
entity (population 50,000 or less) or a small nonprofit organization 
and

• If your comment or complaint directly involves a federal agency 
and federal regulation. 

Protecting Small Businesses and Promoting Accountability:
• The National Ombudsman reports to Congress annually on how 
federal agencies work with the small businesses they regulate.  Each 
agency is graded on the timeliness and quality of its responses to 
small business concerns about regulatory compliance and enforcement.  

• The Ombudsman also coordinates activities of 10 Regional 
Regulatory Fairness Boards that help connect small businesses with 
resources available through the National Ombudsman’s Office. 

To comment on regulations before they are implemented, 
contact: The Office of Advocacy at www.sba.gov/advocacy

For more information visit www.sba.gov/ombudsman 
Or call SBA’s answer desk at 800-U ASK SBA (800-827-5722)

Complete the short form at 
www.sba.gov/ombudsman/comment

Then submit it online or by email, fax, 
or mail to:  ombudsman@sba.gov
202-481-5719 (fax)

U.S. Small Business Administration
Office of the National Ombudsman
409 3rd Street S.W. 
Washington, DC  20416

What to Include:

   Describe the enforcement, inspection, 
   or compliance action taken by the federal 
   agency and the results.

   outcome you are seeking.

   Provide documentation of the action 
   taken if available, such as correspondence, 
   citations, or notices.

work with the relevant agency to obtain a 
high-level review and responsive answer to 
your concerns. 

SBA programs and services are provided on a nondiscriminatory basis.

To File a Comment or Complaint with 

For help, call the Ombudsman at:
888-734-3247 (888-REG-FAIR)



Purpose:  Small business owners may use this form to submit comments on Federal enforcement/compliance actions that 
they  consider excessive or unfair. The National Ombudsman will use the information when it contacts the applicable  
Federal agency for a review of the action. 

Case #:_________  
 

Small Business Administration – Office of the National Ombudsman Exp. date 6/30/2016 

Federal Agency Comment Form OMB Control #3245-0313 

Instructions 
1. Complete, sign and date this form.  (Signature not required if completed at www.sba.gov/ombudsman). 
2.  Provide a brief written statement on the reverse side regarding the specific enforcement or compliance action taken against your organization by the 

federal agency. 
3.  Submit copies of substantiating documentation, such as correspondence, citation, or notice (Note: Can be submitted separately from this form by fax

 or mail.  Make sure to reference your name or company's name with this information). 
4.  If your comments concern the IRS, you must also submit a completed IRS Tax Information Authorization Form 8821, available at 

http://www.irs.gov/forms (Can be sent by fax or mail). 
 5.  Fax, e-mail or send this form and requested information to: (1) Fax: (202) 481-5719; (2) E-mail: Ombudsman@sba.gov; (3) Address: SBA, 

    Office of the National Ombudsman, 409 Third Street, SW, Washington, DC 20024. Telephone : (202) 205-2417.  
 Please Print 

Organization/Company Name : 

City:__________________________________________ State :__________________________ Zip :_____________________ 

Address: 

E-mail:Fax : 

Contact Name : Mr.  Ms.  ______________________________________ Title:____________________________________ 

Phone : 

Please indicate your organization type:
-for-Profit, Representing ________________________ MembersNot

  Small Government (population of less than 50,000) 
Small Business

List the federal agency with which you are having a problem: 

Federal Agency Name: 

Agency Contact person: 

Agency Office/Division: 

 Did the federal agency listed above inform you of your right to contact the SBA Office of the National Ombudsman? 

Yes  No If not, how did you learn about this office? 

Con�dentiality / Disclosure 
The Small Business Regulatory Enforcement Fairness Act (SBREFA), allows you to keep your identity and other information private, and limit 
its access only to the SBA (See 15 U.S.C. 657 (b) (2) (B)).  However, by requesting confidentiality the federal agency may not have sufficient 
information to investigate your specific problem, possibly delaying or preventing any potential resolution of your situation. 

I request that my information be kept confidential. Yes No (If yes, results may be limited.) 

Signature: Date : 

Your signature authorizes the SBA Ombudsman to proceed on your behalf. 

Pursue all legal options you believe are in your company’s best interest.  
 This process is not a substitute for legal action.  

 
SBA FORM 1993 (3-13) Previous Editions Obsolete 

Please Note:  The estimated burden for completing this form is 45 minutes.  You are not required to respond to this information collection if a valid OMB 
approval number is not displayed. If you have any questions or comments concerning this estimate or other aspects of this information collection, please 
contact the U. S. Small Business Administration, Chief, Administrative Information Branch, Washington, D.C . 20416 and/or Office of Management and 
Budget, Clearance Officer, Paperwork Reduction Project (3245-0313), Washington, D.C. 20503.   PLEASE DO NOT SEND FORMS TO OMB, as this will 
delay action on your request for assistance.

.

_______________________________________________________________________________________________  

___Association, Representing ______________ Members

Please type or print your comments on a separate sheet and return it with this form.
 



 
 

White House Rural Council 
Made in Rural America Forum 

 
Notes 

  



            



 
 

White House Rural Council 
Made in Rural America Forum 

 
Notes 
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