
H A R T Z E L L  P R O P E L L E R ,  I N C .  
P I Q U A ,  O H I O  

“325 people and growing...” 

T R A N S L A N D ,  I N C .  
H A R B O R  C I T  Y , C A L I F O R N I A  

“We’re currently shipping direct 
to Argentina, Chile, Brazil, Spain, 

Australia, and New Zealand...” 

A I R  T R A C T O R ,  I N C .  
O L N E Y , T E X A S  

“We’ll add 10 full-time jobs this year...” 

“Our planes are becoming known worldwide, in countries such as 

Argentina, which we wouldn’t have entered without Ex-Im. Now 

we’re making cash sales there because Ex-Im primed the pump.” 

– David A. Ickert, Air Tractor, Inc., Olney, Texas 
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E X P O R T - I M P O R T  B A N K  O F  T H E  U N I T E D  S T A T E S 

W I T H  E X P O R T S  O F  P L A N E S  S O A R I N G ,  

P R O P E L L E R  S A L E S  P O W E R  S P I N - O F F  B E N E F I T S  

DAV I D  A .  I C K E R T was taking no 
phone calls on a recent fall day 
because he was “hosting a group of 

people from Argentina.” 

What brings a delegation of Argentine business 
executives to the small town of Olney, Texas 
(population 3,500), 100-plus miles from the 
Dallas-Ft. Worth metro area? In this case, it 
was their purchase of specialty airplanes for 
agricultural uses such as crop spraying. 

Since its founding in 1972, Air Tractor, Inc., 
has been building agricultural and forestry fire 
fighting planes. But Ickert, the firm’s vice pres
ident - finance, says it was only with a 1994 sale 
of two of these planes — which “wouldn’t have 
happened without Ex-Im insurance” — that 
Air Tractor’s export sales took off and began a 
climb that continues to this day. 

“But now we’re making a significant share of 
export sales with no agency support,” Ickert 
says. “Nonetheless, we would not have linked 
up with these overseas buyers if we hadn’t first 
gotten a foot in the door with the deals where 
Ex-Im was involved. 

“And I can assure you, as the person who spent 
a year and a half in the unsuccessful pursuit of 
private financing, that those sales would not 
have been made without Ex-Im’s participation.” 

The effects of those and other export sales on 
Air Tractor’s growth have been dramatic. 
“Export deliveries account for one-third of our 
1997 production,” Ickert reports. “That’s more 
than double the export share as recently as 
1993 — even though it’s on a base of domestic 
sales that has also been growing. 

“We’ll add 10 full-time jobs this year, three or 
four of which can be directly attributed to the 
growth of exporting, for total employment of 
160 people.” 

Those added jobs have a big impact on Olney, 
where Air Tractor is the largest private 
employer. But the impact extends also to a 

range of suppliers across the U.S., companies 
such as Transland, Inc., of Harbor City, 
California, which makes gate boxes for Air 
Tractor planes and is “getting more and more 
into direct export of parts used for replacement 
and repair,” according to Transland President 
and CEO Conrad Barlow. “We’re currently 
shipping direct to Argentina, Chile, Brazil, 
Spain, Australia, and New Zealand as a result 
of indirect exports through customers such as 
Air Tractor.” 

Hartzell Propeller Inc. of Piqua, Ohio, enjoys 
similar export success. “Air Tractor is our third-
biggest customer in sales of original equipment. 
Their orders keep the equivalent of six of our 
people employed,” says Michael R. Disbrow, 
Hartzell’s vice president - marketing and cus
tomer support. He reports that the Ohio firm 
employs “325 people and growing, thanks to 
our own exports and indirect exports through 
customers like Air Tractor.” 

The impact of increasing employment in Piqua 
is, again, significant, according to Disbrow: 
“There’s no one dominant employer here, but 
rather a handful of us in the 200 to 500 employ
ee range. Each company is important, because 
there’s not a huge industrial base in Piqua. 

“We’ve added about 75 employees in the past 
four to five years, and of course the town gets 
not only the direct economic benefits of those 
jobs, but all the spin-off pluses of those folks 
spending on housing and food and furniture 
and so forth.” 

Hartzell itself generates spin-off benefits for 
Piqua: The 80-year-old company completed a 
$4 million expansion, including a new head-
quarters building, in April 1997. 



D 
P R I C E  B R O T H E R S  C O M  P A N Y  

A Y T O N ,  O H I O  

“...all of the raw materials for our pipe 
are provided from the local area.” 

B L A C K  &  A T C H  V E  
K A N S A S  C I T Y , M I S S O U R I  

“...our total employment increased by almost 
60%—to more than 6,500 employees.” 

“I think many people don’t realize how extensively these export 

deals filter down to affect jobs and communities throughout the U.S.” 

– Ronald J. Ott, Black & Veatch, Kansas City, Missouri 
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“ I N V I S I B L E ”  E X P O R T E R S  R E V E A L E D :  P R O J E C T  

F I N A N C E  D E A L  B R I N G S  G L O B A L  A T T E N T I O N  

IN T E R N AT I O N A L  B U S I N E S S is 
booming for the Kansas City-based project 
engineering firm Black & Veatch, and com

pany official Ronald J. Ott says Ex-Im Bank is the 
principal catalyst. “In 1996, nearly 90% of our 
revenues in the power sector were from interna
tional projects. These projects were primarily in 
emerging markets, and a number of these were 
Ex-Im supported. 

“For the firm in total, revenues from international 
projects increased by 47% from 1995 to 1996. 
Over the past seven years, our export sales jumped 
from 12% to more than 60% of our business rev
enue, while our total employment increased by 
almost 60% — to more than 6,500 employees.” 

A landmark international project for Black & 
Veatch, and for Ex-Im Bank as well, is construc
tion of the Pagbilao coal-fired power plant in the 
Philippines. For the company, which served as 
project manager and primary exporter, “Pagbilao 
is a breakthrough project,” according to Ott, who 
is a Black & Veatch senior partner. “It represents 
our transition from a firm primarily doing domes-
tic work to a global firm doing well over half its 
business on international projects.” 

For Ex-Im, Pagbilao is the first private power 
transaction and the first project finance transac
tion to reach completion — with financial con-
version in 1997 from the construction phase to 
the operation phase. 

“We were able to compete for the Pagbilao pro
ject on the basis of Ex-Im’s involvement,” Ott 
says. “And our win there was also a win for 85 
U.S. subcontractors in 30 states. A single large 
project such as Pagbilao involves from 100 to 
200 of our own employees, plus thousands more 
for subcontractors.” 

That thought was forcefully conveyed by Black & 
Veatch managing partner John H. Robinson, Jr., 
in testifying before a U.S. House of 
Representatives subcommittee in April 1997: 
“Our reliance on suppliers is absolute,” he said. 

“They account for well over one-half of the value 
of our work, and we rely on hundreds of them. ... 
[Ex-Im Bank] is a major facilitator for our invisi
ble exporters, those small and medium-sized firms 
that form the backbone of our economy.” 

For the Pagbilao project, those “invisible” 
exporters included companies as widely separated 
as Strate Welding Supply of Jacksonville, Florida, 
and Mid-Pac Electric, Inc., of Aiea, Hawaii. 
Among them was Price Brothers Company of 
Dayton, Ohio, which manufactured large-diame
ter concrete pipe at its plant in Hattiesburg, 
Mississippi. “Pagbilao by itself gave our 
Mississippi plant three months of full-time work 
for 75 employees,” says Price Executive Vice 
President James S. Clift. “But when you add in 
the spin-off benefits of that single project, it’s fair 
to say we’ve kept the whole plant running — and 
its 100 people working — for at least a year. In 
addition, there are the upstream and downstream 
economic benefits for Hattiesburg and the vicini
ty. For example, all of the raw materials for our 
pipe are provided from the local area.” 

Among the spin-off benefits of Pagbilao listed by 
Clift are “high visibility that resulted in sales to 
four other power plant projects in the Far East 
and Caribbean regions” and “brought us to the 
attention of people in other countries, such as 
Argentina, as an exporter of pipe-making equip
ment and technology.” The company’s export 
success in this latter role, Clift says, “would lead 
to creating 50 to 75 permanent engineering-
related jobs here in the U.S.” 

Clift also points to “linkages” that connect such 
jobs to a starting point that requires the presence of 
Ex-Im Bank. “ ... Ex-Im simply is not given as 
much firepower by Congress as those [foreign 
export credit] agencies have. ... We’d like to see 
more deals like Pagbilao, where Ex-Im puts the pri
mary contractor — and therefore dozens or even 
hundreds of subcontractors — on equal footing.” 



G I L Q U I S T  T O O L  &  M A C H I N E  
T A C O M A ,  W A S H I N G T O N  

“recently expanded from the one-man basement 
operation...to a six-employee outfit housed in a 

P E R F E K  T A ,  I N C .  
W I C H I  T A , K A N S A S  

“Most of our 40% sales gain this year 
comes from Boeing.” 

20,000 square-foot facility.” 

B O E I N G  C O M M E R C I A L  
A I R P L A N E  G R O U P  

S E A T T L E ,  W A S H I N G T O N  

“...a big part of the order 
goes to contractors nationwide...”

“Most of our 40% sales gain this year comes from Boeing. 

When they win an Ex-Im supported sale, such as to Uzbekistan, 

a big part of the order goes to contractors nationwide, 

such as to us here in Kansas.” 

– Linda J. Guerra, Perfekta Incorporated, Wichita, Kansas 
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“ H O R I Z O N T A L ”  S U B C O N T R A C T I N G  S P U R S  V E R T I C A L  

G R O W T H  F O R  B O E I N G  S U P P L I E R S  

AC C O R D I N G  T O its sales literature, 
Perfekta, Inc., “is ready for today’s global 
market.” Those words are backed by 

action, for example, in the Wichita, Kansas, com
pany’s role as a supplier of precision custom-
machined parts to the Boeing Commercial 
Airplane Group (BCAG), Seattle. “Most of our 
40% sales gain this year comes from Boeing,” says 
Perfekta Vice President Linda J. Guerra. “With 
most of Boeing’s future commercial sales going to 
overseas markets, that ties our financial health and 
future growth directly to theirs.” 

Perfekta is hardly alone: In 1996, BCAG award
ed more than $10 billion to U.S. suppliers locat
ed in all 50 states. The share of this contracting 
won by small businesses, such as Perfekta, 
amounted to $2.6 billion. Significant, wide-
spread benefits to suppliers results from Boeing’s 
“horizontal subcontracting structure,” which, 
according to one press account, “means the com
pany builds the airframes and leaves most subsys
tem production to outside contractors.” 

Another small contractor that’s winning big 
through Boeing is Gilquist Tool & Machine, a 
Tacoma, Washington, area machine shop that 
recently expanded from the one-man basement 
operation of owner Bill Gilquist to a six-employ
ee outfit housed in a 20,000 square-foot facility. 
In a January 1997 article, the Journal of 
Commerce said Gilquist and more than 30,000 
other domestic suppliers are “riding the Boeing 
wave, ... supplying parts and systems for Boeing’s 
biggest unit, the Commercial Airplane Group.” 

An important order for Boeing in 1996 was the sale 
of two wide-body jets to Uzbekistan Airways 
financed by Ex-Im Bank’s $171 million guarantee. 
“This was a significant win because the only west-
ern aircraft previously operated by the airline was 
produced by Europe’s Airbus,” says BCAG 
President Ron Woodard. “Also, the sale is to an 
emerging market with tremendous long-term 
potential. With Uzbekistan just beginning to tap its 
significant natural resources, its international air 
traffic will expand significantly in coming years.” 

Woodard terms Ex-Im’s support “absolutely indis
pensable” in making the sale possible. “The com
mercial finance market is not yet able to deal 
with the cross-border political risk.” He adds that 
Ex-Im loan guarantees have supported 13% of 
the company’s commercial aircraft exports over 
the past 10 years. “And Ex-Im has never incurred 
a loan loss from a Boeing sale.” 

Perfekta’s Guerra recognizes the “compounding” 
effect of such sales by Boeing. “When they win 
an Ex-Im supported sale, such as to Uzbekistan, a 
big part of the order goes to contractors nation-
wide, such as to us here in Kansas. But we’ve 
turned that work into more export sales in at 
least two ways. First, we’ve gotten subcontract 
orders from foreign companies that also supply 
Boeing with parts. Second, we’ve entered over-
seas markets that we may not have been exposed 
to without Boeing.” 

This “compounding,” which extends the benefits 
of increased sales through the economy in a rip
ple effect, works in reverse also: When sales are 
down, whole economic sectors are hurt. Guerra 
notes that both her company, with 120 employ
ees, and the Wichita regional economy suffered 
in the period 1992 to 1995, when aircraft orders 
slumped. “The biggest problem in such a down-
turn is that it isn’t possible to switch quickly to 
supplying another industry, due to the unique 
supplier requirements of the aircraft industry. As 
a result, our renewed growth starting in 1995 was 
largely attributable to orders from Boeing, many 
of which can be traced to Ex-Im support.” 

The support of export credit agencies, she adds, 
“is — like it or not — something other countries 
provide. I believe that makes Ex-Im’s support 
appropriate. And the fact that the support is for 
deals that flow down through companies like 
Boeing to a wide spectrum of companies 
throughout the U.S., and to the local economies 
of those companies, makes Ex-Im’s role vital.” 



M A D D O X  F O U N D R Y  &  M A C H I N E  W O R K S ,  I N C .  
A R C H E R ,  F L O R I D A  

“...the second-largest employer in Archer.” 

M O V I N G  W A T E R  I N D U S T R I E S  C O R  P . 
D E E R F I E L D  B E A C H ,  F L O R I D A  

“We currently have 750 small business 


“We need Ex-Im Bank. Otherwise, our sales to Zimbabwe suppliers in 24 states that benefit directly from our

export sales.”


and other developing countries wouldn’t have happened. 

It’s as simple as that.” 

– William E. Bucknam, Moving Water Industries Corp., Deerfield Beach, Florida 
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T H E  A M A Z I N G ,  E N V I R O N M E N T A L L Y  F R I E N D L Y , 

J O B - C R E A T I N G  C L E A N  W A T E R  P U M P  

BI L L  B U C K N A M  is in the enviable 
position of having a job that allows him 
to help bring improved economic cir

cumstances and better living to countless num
bers of people in some of the world’s poorest 
countries as well as right here in the U.S. 

His job title — vice president and general coun
sel — reveals nothing of his fortunate circum
stances. But there’s a clue in his employer’s name: 
Moving Water Industries (MWI) Corporation, of 
Deerfield Beach, Florida, manufactures water-
related equipment, including pumps, well-
drilling equipment, and the family-owned busi
ness’s signature product — a pump operated by 
pedal or solar power that provides clean, pressur
ized drinking water to people in some of the 
earth’s remotest rural areas. 

As for the benefits of his firm’s exported products 
here at home, one must know the extent to 
which MWI’s overseas shipments are “made in 
America” or, more accurately stated, made 
throughout America. “We currently have 750 
small business suppliers in 24 states that benefit 
directly from our export sales,” Bucknam says. 

The impact of exports on MWI itself is no less 
dramatic: Since receiving its first commitment 
from Ex-Im in 1983, the company’s sales have 
quadrupled and its workforce has tripled, to 
today’s 250 employees. Bucknam says the value 
of exports has increased during that period from 
about 60% of total annual sales to 85% “and 
heading higher.” In 1997 alone, MWI finalized 
Ex-Im financing supporting $66 million in 
exports to Africa and South America. With this 
performance, MWI won Ex-Im’s Small Business 
Exporter of the Year Award. 

One of MWI’s Ex-Im-supported sales in 1997 — 
the sale of their patented Hydraflo pumps to 
Zimbabwe using a $23 million Ex-Im direct loan 
— is notable for its origins. “I had the opportuni
ty to spend a few minutes with Zimbabwe 
President Mugabe at a 1995 event in 
Washington,” Bucknam recounts. “I handed him 

our brochure called ‘War on Drought’ and began 
to explain it. He interrupted, saying, ‘We need 
you badly. We need this technology. When can 
you come to Africa?’ 

“I went to Zimbabwe soon after, with a $50 mil-
lion expression-of-interest letter from Ex-Im that 
— to everyone’s good fortune — they were able 
to generate almost overnight. Things proceeded 
from there to finalizing the deal and getting our 
people and some of those hundreds of our suppli
ers to work on it in 1997.” 

One of these hundreds is Maddox Foundry & 
Machine Works, Inc., a company founded in 1905 
in the then-remote and also newly-founded cen
tral Florida town of Archer, by the grandfather-in-
law of current President and CEO Michel C. 
(Mike) Cureau. “What we are is a glorified black-
smith,” he remarks. “We can make anything.” For 
MWI, “anything” is castings for pumps. 

With 75 employees, Cureau observes, “Maddox is 
the second-largest employer in Archer. But it’s 
clear we need indirect exports through compa
nies like Moving Water to maintain or improve 
that employment level.” Cureau explains that, 
“like other U.S. manufacturers, we’re seeing 
some traditional markets drying up. So export 
sales through companies like MWI, particularly 
of technology that has such vast market poten
tial, is increasingly important for us.” 

Such comments validate Bucknam’s assertion 
that, “At MWI, the slogan ‘exports mean jobs’ is 
an everyday reality. But that wouldn’t be the case 
without Ex-Im Bank, because our competitors in 
other countries all have the support of their 
export credit agencies. MWI has the best and 
most advanced equipment of its type in the 
world, but that’s irrelevant without the financing 
that’s unavailable from private sources. We need 
Ex-Im Bank. Otherwise, our sales to Zimbabwe 
and other developing countries wouldn’t have 
happened. It’s as simple as that.” 



J . L .  L U T Z  W E L D I N G  A N D  F A B R I C A T I N G  
F R E N C H T O W N ,  N E W  J E R S E Y  

“Our company is the third-biggest taxpayer in our township.” 

S T O L L E N  M A C H I N E  A N D  T O O L  
K E N I  L W O R T H ,  N E W  J E R S E Y  

“You don’t have to go far to see how our growth 
has caused growth...” 

P R O C E D Y N E  C O R  P . 
N E W  B R U N S W I C K ,  N E W  J E R S E Y  

“...we’re the eleventh-largest of more than 1,200 
employers in New Brunswick.” 

“Without Ex-Im’s help, there would have been no Brazilian sale, 

no furnace, no patent, no similar export sales, and little or no 

growth for us or our suppliers.” 

– Norbert R. Beyer, Procedyne Corp., New Brunswick, New Jersey 
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H O W  A  F U R N A C E  I N  B R A Z I L  B L A S T E D  S M A L L  F I R M S  

I N  N O R T H  J E R S E Y  T O  N E W  H E I G H T S  

BE R T  B E Y E R  S AY S  he would like 
to end his company’s participation in Ex-
Im Bank’s Working Capital Guarantee 

Program: “So far, we’ve paid more than $200,000 
in fees for this facility.” But there’s this one issue 
that seems to keep cropping up and postponing 
the termination date: “The program has helped 
us win individual sales that are as much as 10 
times larger than our biggest sales of only a few 
years ago. So we have a situation where our com
pany’s phenomenal growth resulting from the Ex-
Im program is at least temporarily keeping us on 
the program.” 

The company is Procedyne Corp., a New 
Brunswick, New Jersey, designer and manufactur
er of fluid-bed furnaces. Beyer, the firm’s vice 
president and chief financial officer, says that 
today Procedyne has sufficient cash flow to 
finance export deals of the size that was typical 
when Procedyne first gained Ex-Im support only 
four years ago. “But the size of our export deals 
over those years has increased at a rate far beyond 
what any reasonable person would have estimat
ed at the time.” Case in point: an order complet
ed in 1997 that involved the sale of a furnace for 
a plant in Mexico. Procedyne’s price for that sin
gle furnace was roughly equivalent to Procedyne’s 
total annual revenues in years of the early 1990s. 

The company’s employment growth has tracked 
revenues: its 80 employees today more than dou
ble the number in 1994. Beyer notes that, while 
Procedyne “certainly isn’t a large employer 
nationally, we’re the eleventh-largest of more 
than 1,200 employers in New Brunswick.” 

For a true picture of the company’s effects on 
employment, a look at what Beyer describes as 
“our hundreds of subcontractors in New Jersey and 
across the country” is required. “You don’t have to 
go far to see how our growth has caused growth, 
especially among a number of small, family-owned 
and operated businesses,” he says. “For example, 
there’s Stollen Machine and Tool in Kenilworth, 
New Jersey, headed by Bob Stollen. And if you go 
out into the country west of us, you’ll find John 

Lutz and his wife, Jane, at J.L. Lutz Welding and 
Fabricating in Frenchtown, New Jersey.” 

Jane Lutz, who serves as corporate secretary and 
credit manager for the heavy-steel fabricating 
company founded in 1946 by her husband’s father, 
fondly describes Frenchtown as “big enough for its 
post office and a few thousand residents.” J.L. Lutz 
is on the edge of town and growing fast. “We’ve 
been very, very busy,” Lutz laughs, after her esti
mate that the firm employs 18 people is quickly 
corrected by the company bookkeeper. “She says 
we now have 23 employees.” As with Procedyne, 
that number is significant at the local level. “Our 
company is the third-biggest taxpayer in our town-
ship,” Lutz says. 

Lutz says she and her company’s other managers 
“are very aware of the final destination of our work 
for a good customer like Procedyne. That Mexico 
order was as big for us, on our scale, as it was for 
Procedyne on its scale. In some ways, Procedyne’s 
huge increase in foreign sales might be more 
important for us than for them because we depend 
on customers big enough to take on the kind of 
large, complete projects that we’re set up to only 
do a portion of in a subcontract arrangement.” 

Procedyne’s Beyer is amazed that such export 
sales involving Ex-Im began as recently as the 
1994 sale of a furnace to General Motors-Brazil 
that required the development of a patented 
technology co-developed by seller Procedyne and 
buyer GM-Brazil. “It’s the patented technology 
that has led to our subsequent sales around the 
world. Without Ex-Im’s help, there would have 
been no Brazilian sale, no furnace, no patent, no 
similar export sales, and little or no growth for us 
or our suppliers.” 

Beyer finds one more way to quantify the impact: 
“When we started working with Ex-Im, our rev
enues were 90% domestic and 10% foreign. 
Today, those figures are reversed; our revenues 
are 90% foreign.” 



D E E  I N C O R P O R A T E D  
C R O O K S T O N ,  M I N N E S O T A 

“We’re one of the five largest employers here—each 
of us has a few hundred employees.” 

S T O N E L  C O R P O R  A T I O N  
F E R G U S  F A L L S ,  M I N N E S O T A 

“We’re a small company with 26 employees in a small 
town of about 13,000 people.” 

“I’d call our Ex-Im support a win-win, but there are dozens 

of winners — our company, our local bank, our town, and 

our network of suppliers across the upper Midwest.” 

– Wally Stommes, StoneL Corporation, Fergus Falls, Minnesota 
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E X P O R T  S U P P O R T  H E L P S  F O L K S  B U I L D  

“ W O N D E R F U L  L I F E ”  I N  S M A L L - T O W N  M I N N E S O T A 

“IH AV E  T O  A D M I T  that I didn’t 
fully realize how much of an impact Ex-
Im Bank support would have on our 

community until one morning earlier this year,” 
Wally Stommes recalls. “People were stopping 
me on the street and shouting to me as they 
passed in their cars. They were all telling me how 
great it is for our company to have hooked up 
with Ex-Im. How did they know anything about 
Ex-Im, let alone that we’d gotten the Bank’s sup-
port for exporting?” 

The mystery was easily solved. Stommes — co
founder and president of StoneL (pronounced 
“stone-ell”) Corporation, a maker of valve mon
itoring equipment for processing plants — hadn’t 
known that Ex-Im Bank’s news release about his 
company’s support had been turned into a front-
page article in the home-town Fergus Falls 
(Minn.) Daily Journal. 

“We’re a small company with 26 employees in a 
small town of about 13,000 people,” Stommes 
notes, “so the Ex-Im impact that might not mean 
a lot to people in big cities makes a very big dif
ference here.” Stommes says Fergus Falls, located 
180 miles northwest of Minneapolis, could be 
pictured as “a genuine small-town America sort 
of place,” not unlike the fictional Bedford Falls of 
the Christmas-season film classic “It’s a 
Wonderful Life.” 

“We added three new jobs very quickly as a result 
of the increased exporting made possible by Ex-
Im,” Stommes says. “That resulted from a quadru
pling of our export sales in the first year after Ex-
Im provided the insurance that allowed our local 
bank to expand our credit by $200,000. We’ve 
gone from a level of exporting that represented 
2% of our total sales in 1995 to 15% of total sales 
this year. Over the next year, we project another 
doubling of exports — half of which will be 
directly attributable to our Ex-Im insurance.” 

And half of StoneL’s cost of goods sold flows 
through to “an extensive list of subsuppliers 
located throughout Minnesota and into neigh-

boring states,” Stommes adds. “That means if we 
increase exports by the $600,000 or so we pro
ject, about $300,000 of that goes into the pock
ets of businesses and their employees. So I could 
call our Ex-Im support a win-win, but there are 
dozens of winners — our company, our local 
bank, our town, and our network of suppliers 
across the upper Midwest.” 

Heading up the list of those suppliers, Stommes 
says, are companies such as Professional 
Technologies, Ham Lake, Minn.; Phoenix 
International, Fargo, North Dakota; TWF, Inc., 
Barrett, Minn.; Zercom, Brainerd, Minn.; and 
Dee Incorporated, a foundry in Crookston, Minn. 

Dee’s president and general manager, Jim Ellinger, 
reports that “about 20 to 25 of our 200 total jobs 
depend on indirect exports through customers 
such as StoneL.” Those jobs are important to 
Crookston, Ellinger says, a town of about 8,000 
people in the northwest corner of the state. “We’re 
one of the five largest employers here — each of us 
has a few hundred employees.” He notes that Dee’s 
work resulting from StoneL exports is particularly 
important in lessening his company’s historical 
dependency on work for the recreational vehicle 
industry, “which tends to be very cyclical and 
therefore a cause of fluctuating employment.” 

Back at StoneL, Wally Stommes has no doubt 
that Ex-Im support was essential for his firm’s 
export gains. “We had to have the insurance 
because we have a high level of receivables that 
our sources of finance have to be able to collat
eralize.” He credits Ex-Im’s Jackie Meredith for 
heroic efforts in securing that insurance: The 
Chicago based regional business development 
officer plowed through a major snow storm to 
“come to us out here in the hinterlands” and 
accelerate momentum toward a deal with 
StoneL’s local bank. 

“I look at this as a way of providing the necessary 
comfort level for the banks,” Stommes explains. 
“As for StoneL, we never sell a product unless 
we’ve assured ourselves that we’ll be paid. “ 



StoneL Corporation 
Fergus Falls MN 

Facilities expansion, 
560 new jobs. 

Black & Veatch 
Kansas City KS 

2,710 new jobs, 
8% increase in earnings, 

225 subsuppliers. 

Air Tractor, Inc. 
Olney TX 

2 new facilities, 12% 
increase in earnings. 

Boeing 
Seattle WA 

710 new jobs, 
6% increase 
in earnings, 

356 new 
subsuppliers. 

Procedyne Corporation 
New Brunswick NJ 
80 employees (more than 
double the number in 1994), 
11th largest of more than 
1,200 employers. 

Moving Water Industries 
Deerfield Beach FL 
825 new jobs, 
420 contractors, 
750 subsuppliers. 

Main Suppliers 

SubSuppliers 

Branch Offices 
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D I R E C T O R S ,  O F F I C E R S  A N D  A D V I S O R Y  C O M M I T T E E 


BOARD OF DIRECTORS 

James A. Harmon 
President and Chairman 

Jackie M. Clegg 
First Vice President and 
Vice Chair 

Julie Belaga 
Director and Chief 
Operating Officer 

Maria Luisa Haley 
Director 

Rita M. Rodriguez 
Director 

William Daley 
Secretary of Commerce 
Director, ex officio 

Charlene Barshefsky 
United States Trade 
Representative 
Director, ex officio 

OFFICERS 

Andrea B. Adelman 
Chief of Staff 

Dolores de la Torre Bartning 
Group Vice President 
Resource Management 

Gloria B. Cabe 
Counselor to the Board 

David W. Carter 
Vice President 

Office of Communications

and Acting Vice President 

of Congressional and

External Affairs 


Robert L. Charamella 
Director, Broker Relations 
and Product Development 

James C. Cruse 
Vice President 
Policy, Planning and 
Program Development 

Stephen G. Glazer 
Coordinator Counsel, NIS 
and Central Europe 

Pete Gosnell 
Acting Vice President 
Country Risk Analysis 

Kenneth W. Hansen 
General Counsel 

Dennis H. Heins 
Director, Office of 
Human Resources 

James K. Hess 
Chief Financial Officer and 
Chief Information Officer 

Walter B. Hill, Jr. 
Acting Vice President 
Credit Administration 

Ralph Kaiser 
Acting Director 
Administrative Services 

Le Roy M. LaRoche 
Acting Vice President 
NIS and Central Europe 

James A. Mahoney, Jr. 
Vice President, Engineering 
and Environment 

Allan I. Mendelowitz 
Executive Vice President 

Clem Miller 
Acting Vice President

Asset Management Division


Jeffrey L. Miller 
Group Manager 
Structured Export Finance 

Robert Morin 
Vice President 
Aircraft Finance 

Barbara O’Boyle 
Vice President 
Project Finance 

William W. Redway 
Group Manager

New and Small Business 


Clyde Robinson 
Vice President and 
Counselor to the Chairman 

Piper Starr 
Acting Vice President 
Insurance Division 

Deborah Thompson 
Deputy Vice President 
Asia/Africa 

Kenneth M. Tinsley 
Vice President, Americas 

Candelario Trujillo, Jr. 
Vice President, 
Information Management 

Cynthia B. Wilson 
Director, Equal Opportunity 
and Diversity Programs 
and Training 

Sam Zytcer 
Vice President 
Working Capital 

1997 ADVISORY 
COMMITTEE 

Dr. Gary Hufbauer 
Advisory Committee

Chairperson

Reginald Jones 

senior fellow, Institute for

International Economics,

Washington, D.C.

Representing Commerce


Ronald Blackwell 
Director, AFL-CIO, 
Department of 
Corporate Affairs 
Washington, D.C. 
Representing Labor 

John C. Dean, 
President, 

Silicon Valley Bancshares 

Santa Clara, California

Representing Finance/

Technology/Small Business


John A. DeLuca, 
President and CEO

Wine Institute

San Francisco, California

Representing Agriculture


Peter C. Freeman 
Teasurer, Dillingham 
Construction Corporation 
Pleasanton, California 
Representing Production 

Warren O. Fuller 
President and Chairman

Paul O. Abbe, Inc.,

Little Falls, New Jersey

Representing Small Business


Elmer D. Gates 
Vice Chairman,

Fuller Company

Bethlehem, Pennsylvania

Representing Production


Hon. Harry Johnston 
Jones, Foster, Johnston 

& Stubbs

West Palm Beach, Florida

Representing Commerce


David E. Lamb 
Managing Director

Lamb Grays Harbor

Company

Hoquiam, Washington

Representing Small Business


Garth L. Milne 
Senior Vice President and 
Treasurer, Motorola 
Schaumburg, Illinois 
Representing Production 

Hon. Toby Roth 
Flippo Roth & Associates 
Washington, D.C. 
Representing Commerce 

Federico Sacasa 
Group Executive 

Vice President and Division

Manager, Bank of America

San Francisco, California

Representing Finance


Jackson Stromberg 
President, Bechtel 
Financing Services, Inc., 
San Francisco, California 
Representing Services 

Hon. Kathleen 
Kennedy Townsend 
Lieutenant Governor 
State of Maryland 
Annapolis, Maryland 
Representing State 
Government 

Hon. Julie Meier Wright 
Secretary, California Trade 
& Commerce Agency 
Sacramento, California 
Representing State 
Government/Small Business 

4 0 / 1 9 9 7 A N N U A L R E P O R T 


