


SBA Office of International Trade - What Do We Do?

Goal According 
to Statute

Increase the 
Number of Small 
Business Exporters 

Increase the 
Volume of Small 
Business Exports

Exporting 
Advice & 
Advocacy

Grants to 
Find 
International 
Buyers

Financing for 
International 
Sales

U.S. Small 
Businesses



Are You:
▪ For-profit business and meet SBA size standards?

▪ Direct Exporter or Indirect Exporter?

▪ Do your products and/or services ship from the United States?

▪ Do you demonstrate good character, credit, management, and ability to 
repay?

▪ Existing business who has been in operation (even if not exporting) for at 
least 12 months?   – OR –

▪ Early-stage business with key personnel who have demonstrated export 
expertise and past business success? – AND –

▪ Do you have an export business plan with a 12-month export sales 
projection and supporting narrative rationale?

Are you looking for:
❑ Grants for export market development and eCommerce

❑ Loans to support your exporting activities



Ineligible Exports

▪ No Goods sold to the U.S. military at a base overseas

▪ No Hospitality or Gas Stations

▪ Legally prohibited via EXIM’s Country Limitation Schedule:  Cuba, Iran, North Korea, Sudan, 
and Syria

▪ No sales to OFAC-sanctioned parties



Export Loan Programs

• International Trade Loan Program (ITL) – (Avg. $2.09 Million)

• Term Loan financing up to $5,000,000

• Support for permanent working capital

• Export Express Program – (Avg. $264,200)

• Working capital and term loan support up to $500,000

• 90% guaranty for loans up to $350,000

• 75% guaranty for loans between $350,000 and $500,000

• Export Working Capital Program (EWCP) – (Avg. $2.09 Million)
• Asset Based Line of Credit up to $5,000,000

• Support for Purchase Order financing

• Used to issue Standby Letters of Credit with 25% collateralization



Problem: Opportunity to Purchase Larger Building  

Solution: 
• International Trade Loan or Export Express

•Possible Structure
• 25-year repayment term
•Collateral is 1st lien on Real Estate and other company assets
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Problem: Need Cash to Purchase Inventory

Solution: 
• International Trade Loan
•Permanent Working Capital
• 10-year tenor

•Export Express
• Line of Credit
• 7-year tenor
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SBA Contact Information

John Brislin

Export Finance Manager

Washington State, Northern Idaho, Alaska

Colorado, and Wyoming

SBA Office of International Trade

Email: john.brislin@sba.gov

Tel: (206) 584-3486

Tammi Hanshaw

Lender Relations Specialist

Wyoming District Office

Email: tammi.hanshaw@sba.gov

Tel: (307) 441-4886

Patricia Brewer

Export Finance Manager

Colorado, Montana, Utah, and Wyoming

SBA Office of International Trade

Email: patricia.brewer@sba.gov

Tel: (202) 798-7521

https://www.sba.gov/about-sba/sba-locations/headquarters-
offices/office-international-trade

mailto:john.brislin@sba.gov
mailto:tammi.hanshaw@sba.gov
mailto:patricia.brewer@sba.gov
https://www.sba.gov/about-sba/sba-locations/headquarters-offices/office-international-trade
https://www.sba.gov/about-sba/sba-locations/headquarters-offices/office-international-trade


How are we doing?
Please take a minute to let us know

Advance Casper Aerospace & Defense Conference – Wyoming District Office – International Trade

www.sba.gov/feedback
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Step Grant Overview

Aerospace & Defense Industry Conference
May 4, 2023



But First! 



About STEP Funding
STEP = State Trade Expansion Program

Federal funds distributed to states by SBA, plus state 

match

Administered by WBC

Goals:

➔ Increase number of small businesses that export

➔ Increase value of exports

➔ Increase number of small businesses pursuing new 

trade opportunities



Award Details
75% of eligible expenses (up to $5,000)

Max 2 awards/year

Eligible Expenses:

● Airfare & ground transportation

● Baggage & parking fees

● Meals & lodging

● Registration fees, trade show booth space

● Trade mission fees

● Currency exchange fees

● Fees for shipping samples, equipment, materials 

● Compliance testing product for entry into an export market

● Website translation & search engine optimization



Eligibility
Small business (SBA Standards)

Physically located in WY

At least 51% of product/service is USA made

In business for at least 1 year

Capacity to export

Required Sales Projections: Applicants required to 

demonstrate how projected sales criteria will be met over 

3-5 years as a result of the trade-event.

➔ New-to-export business: USD 150,000

➔ New-to-market business: USD 300,000



Timeline & To-Dos
❏ Work with WBC STEP Director to apply

❏ Apply before scheduled trade event

❏ Save receipts!

❏ Send an invoice to the WBC for eligible 

expenses

❏ WBC will reimburse 75% of eligible 

expenses up to $5,000

❏ Report sales generated from trade event



Contact:



America’s 
Export Experts

U.S. Department of Commerce  |  International Trade Administration  |  U.S. Commercial Service

trade.gov



The world is open for your business.
Our global network of experienced trade professionals is located throughout the United 
States and in U.S. Embassies and Consulates worldwide. Whether you’re looking to make 
your first export sale or expand to additional markets, we offer the expertise you need to 
connect with opportunities and increase your bottom line.

Our Services

EXPORT COUNSELING
• Learn about the export process and develop effective market entry and sales strategies. 
• Find out about export documentation requirements and import regulations of foreign  markets. 
• Learn about U.S. government export controls, compliance and trade financing options.

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.

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 markets.

COMMERCIAL DIPLOMACY
• Address  trade obstacles to successfully enter international markets. 
• Benefit from coordinated U.S. government engagement with foreign governments to 
protect U.S. business interests.

Let our global network 
work for you.

Worldwide Recognition
As the U.S. government, we can open doors that no 
one else can in markets around the world.

Global Network
Our unmatched global network with trade experts in 
more than 76 markets can provide you with on-the-
ground knowledge and connections.

Results Driven
Our expert, in-person counseling is unparalleled and 
designed to help you succeed in global markets.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Export Counseling
INTERNATIONAL BUSINESS DEVELOPMENT
The U.S. Commercial Service provides you with reliable information and
personalized counseling at every step of your export journey- from
strategy and planning, financing and logistics, market entry and
expansion, to advocacy, and even eCommerce counseling. Our trade
experts are here to address your concerns and guide you to success in
the global marketplace.

ECOMMERCE INNOVATION LAB
The eCommerce Innovation Lab helps U.S. business by identifying
export opportunities across the ecommerce sales channels, through
concentration on client digital strategy development, use of Website
Globalization Review gap analysis tools, and the online eCommerce
Export Resource Center business library to help companies adapt and
grow in the digital economy.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Market Intelligence
COUNTRY COMMERCIAL GUIDES
Prepared by trade and industry experts,
Country Commercial Guides provide
information on market conditions,
opportunities, regulations and business
customs for over 125 countries. Country
Commercial Guides detail important factors
to help you decide if a market is right for
your product or service.

CUSTOMIZED MARKET RESEARCH
Customized Market Research answers
questions about an overseas market
including; market trends & size, customary
distribution and promotion practices, market
entry requirements, product standards and
registration, regulations, key competitors and
potential agents, distributors, and strategic
Partners.

INITIAL MARKET CHECK
The Initial Market Check is an initial
assessment of the market potential of your
product or service in the targeted market. The
service gauges the potential of a specific
product or service in a market by gathering
feedback from up to five industry participants
and provides recommendations on whether
to pursue the target market.

INTERNATIONAL COMPANY PROFILE
The International Company Profile provides
U.S. companies and economic development
organizations with a comprehensive
background report and full analysis on a
specific foreign company. Reports provide
general business information, background and
product information, key officials, references
contacted by ITA, financial data/credit
worthiness, reputation, results of site visits
and interviews with principals; information
sources consulted in preparing the report; and
analysis of information.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Business Matchmaking

SINGLE COMPANY PROMOTION
Provides U.S. companies with promotional
services to help increase the awareness of
their product or service in a specific market.
The promotional event may consist of a
technical seminar, press conference,
luncheon, dinner, or reception with targeted
direct mail or email campaigns.

INTERNATIONAL PARTNER SEARCH
Provides U.S. firms with a list of up to five
prospective agents, distributors and
partners that have expressed an interest in
your product or service. Virtual introduction
via teleconference to the identified contacts
also available.

FEATURED U.S. EXPORTER LISTING
A listing in the directory of an overseas U.S.
Commercial Service’s website gives U.S.
exporters targeted exposure to more
effectively help them find foreign business
partners in specific local markets. It allows
local importers to find U.S. exporters
interested in exporting to a specific local
foreign market.

GOLD KEY SERVICE
Provides U.S. firms traveling to a foreign market with up to five
pre-screened appointments to establish relationships with potential
overseas agents, distributors, sales representatives, business
partners and other local, in-country entities.

BUSINESS SERVICE PROVIDER LISTING
An online program to help U.S. exporters
identify a professional export service provider
to support them in the assessment, financing,
or completion of an export transaction.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Trade Events

CERTIFIED TRADE MISSIONS
Organized with select trade organizations,
missions are customized to meet the needs
of groups of U.S. companies participating.
Missions may include activities such as
market briefings, Gold Key Service,
receptions, site visits, and technical
seminars.

INTERNATIONAL TRADE FAIRS
Certified trade fairs feature a U.S. Pavilion
and represent a U.S. Department of
Commerce endorsement that the fair offers
a high-quality, multifaceted opportunity for
American companies to successfully market
their product/services overseas.
Participating companies receive U.S.
Commercial Service assistance with access
to prospective foreign buyers, agents, and
industry representatives. Other services
include pre-show industry/country market
briefings, one-on-one export counseling,
onsite promotion, and more.

TRADE SHOW REPRESENTATION
The Trade Show Representation Service
provides U.S. companies and economic
development organizations with the ability
to increase their marketing exposure at an
overseas trade show when they are unable
to attend in-person. Multiple clients’
products and services may be showcased by
the Commercial Service at the event.

DISCOVER GLOBAL MARKETS
Organized by the U.S. Commercial Service,
these annual business development forums
focus on an industry and/or world region. The
conferences feature one-on-one meetings
with U.S. Commercial Service diplomats
visiting from abroad; panel discussions on the
latest industry trends; export education; and
extensive networking with U.S. trade officials
and leading private sector experts.

TRADE WINDS
Organized by the U.S. Commercial Service,
Trade Winds missions include a business
development forum in its host city, consisting
of regional and industry specific conference
sessions as well as pre-arranged consultations
with U.S. Diplomats representing commercial
markets throughout the region. Participating
companies can customize a business
matchmaking schedule with multiple stops,
based on input from our in-country
Commercial Specialists, and grow their
international sales through meetings with pre-
screened potential buyers, agents,
distributors and joint-venture partners during
the mission.

Commercial Service
Presented Events

INTERNATIONAL BUYER PROGRAM
At major domestic industry trade shows, the
U.S. Commercial Service provides services
including on-site introductions to foreign
buyers; networking; export counseling;
market analysis; and business
matchmaking.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Commercial Diplomacy

REPORT A TRADE BARRIER
File a complaint with the International Trade
Administration’s Trade Agreements
Negotiations and Compliance Office. This
office works with U.S. businesses to help
ensure that foreign governments adhere to
and do not impose trade barriers
inconsistent with their trade agreement
obligations.

TRADE DISPUTE RESOLUTION
We can provide information to help you
resolve common trade disputes like
customs issues. In some instances, we may
be able to make inquiries directly with the
foreign government.

ADVOCACY CENTER
The Advocacy Center coordinates U.S. Government Advocacy efforts for U.S. exporters
competing on foreign projects or procurement opportunities that involve foreign government
decision-makers, including foreign government-owned corporations. U.S. Government
Advocacy assistance helps level the playing field on behalf of U.S. exporters and workers
competing for international contracts against foreign firms and to promote the growth of
exports of U.S. goods and services around the world.

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Primary Regulations

• Export Administration Regulations (“EAR”) 

• Technology and Services not under exclusive jurisdiction of 
another agency

• Commerce Dept., Bureau of Industry and Security 

• International Traffic in Arms Regulations (“ITAR”) 

• Military/Space Goods, Technology and Services

• State Dept., Directorate of Defense Trade Controls

• Foreign Assets Control Regulations (“FACR”) and Certain 
Acts 

• Embargoed and Sanctioned Countries

• Treasury Dept., Office of Foreign Assets Control

Exporting is the practice of 
producing a good or service in 
one country and selling it to 
consumers in another country

Although most U.S. commercial 
exports do not require export 
licenses, certain items are 
controlled by the United States 
and subject to U.S. export 
control laws. 

Failure to follow these 
compliance laws may result in 
noncompliance penalties up to 
incarceration, making it a 
priority to understand these 
tenets prior to exporting

Export Controls 101

U.S. COMMERCIAL SERVICE Overview trade.gov/export-solutions



Aerospace

• Defense Products

• Unmanned Aircraft Systems

• Commercial Space

• Large Civil Aircraft

U.S. COMMERCIAL SERVICE OverviewU.S. COMMERCIAL SERVICE Aerospace trade.gov/aerospace-defense-industry



Defense

• U.S. dominates global defense 
spending

• 40% of total world military spending

• Military aircraft parts – over half of total 
U.S. military exports

• Opportunities – address new threats 
such as cyber security and unmanned 
combat vehicles on land, at sea, and in 
the air with precision strike

U.S. COMMERCIAL SERVICE OverviewU.S. COMMERCIAL SERVICE Aerospace trade.gov/aerospace-defense-industry



Unmanned Aircraft Systems

U.S. COMMERCIAL SERVICE OverviewU.S. COMMERCIAL SERVICE Aerospace trade.gov/aerospace-defense-industry

• Segmented into two platform markets

• Defense and civil/commercial

• U.S. largest share of domestic & global 
defense UAS markets

• Global commercial UAS market will 
grow tenfold in just 5 years, from $4 
billion to $40 billion

• Opportunities – UAS software, 
sensors, processing technology, and 
product delivery



Commercial Space
• 4 categories: space launch services, 

communications and remote sense satellites, 
related satellite services, and necessary 
ground-based equipment

• Global space-based satellite services exceeds 
$300 billion annually

• U.S., European, Russian, and Japanese firms 
are dominant players

• India and China are quickly catching up

• Opportunities - geostationary earth orbit 
(GEO) space launch services, ‘small-sat’ 
technology, active commercial remote sensing 
satellites

U.S. COMMERCIAL SERVICE OverviewU.S. COMMERCIAL SERVICE Aerospace trade.gov/aerospace-defense-industry



Large Civil Aircraft

• Civil aviation is categorized into two 
major group

• Scheduled air transport

• General Aviation (GA)

• Hardest hit from COVID-19 crisis

• Industry strategy and operational 
efficiency remain large unknowns 

U.S. COMMERCIAL SERVICE OverviewU.S. COMMERCIAL SERVICE Aerospace trade.gov/aerospace-defense-industry



Global Aerospace Market Size 2022

U.S. COMMERCIAL SERVICE Aerospace
trade.gov/aerospace-defense-industry



Aerospace Top Markets

U.S. COMMERCIAL SERVICE Aerospace

Rank Country 12-Month Total Exports 
(Billions, USD)

1 France 8.70

2 Canada 8.53

3 Germany 8.34

4 United Kingdom 7.75

5 Brazil 6.61

6 China 5.38

7 Singapore 4.98

8 Mexico 4.86

9 United Arab Emirates 2.66

10 Japan 2.0

trade.gov/aerospace-defense-industry



Aerospace Trade Events

U.S. COMMERCIAL SERVICE Aerospace

• Xponential

• Denver, CO - May 9-11

• Europe Virtual Chat

• Online – May 10-24

• Paris Air Show

• Paris, France - June 19-22

• Discover Global Markets for Aerospace

• Denver, CO – September 6

• Aerospace & Defense Trade Mission 

• Romania and Poland – November 12-17

trade.gov/aerospace-defense-industry



Suzette Nickle

Director

US Commercial Service Colorado & Wyoming

suzette.nickle@trade.gov
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