GOAL THREE: Provide Financing Support for Qualified
Exportsfor Which Private Market Financing is Not Available

Performance Goal 3.1 Increase FY2000 authorization of Working Capital
guaranteesto $1 billion.

Strategies:
- Market Ex-Im Bank’s Working Capital guarantee program to new groups of potential

users;

Create salestargetsfor the marketing staff;

Increase delegated authority levels,

Target a new group of lender s(asset-based); and

Assign specific responsibility for marketing the program to one employee

Data Source: Authorization data from Ex-lm Bank’s accounting system

Actual Performance:

The Budness Credit Dividon is regongble for Ex-Im Bank's Working Capitd
Guarantee (WCG) Program. Working capital loans guaranteed by Ex-Im Bank hep US
exporters purchase finished products for export, pay for the raw materias, labor and
overhead required to produce goods for export, and cover standby letters of credit.

In FY00, Ex-Im Bank steadily progressed towards its stated god of providing $1 billion
in WCG support by the end of 2000. However, the goa was not met, primarily because it
is optimigic if not unredigic given maket conditions and Ex-Im Bank’s current
adminigrative condraints. As such, gaff feds this goal requires re-evauation.  Although
the god was not met, Ex-Im Bank recorded an extremely sgnificant increese in WCG
support in FY 00--working capita |oan guarantees rose 41% to arecord $588 million.

Working Capital Guarantee Program
Authorizations

O
600 FY95
Dollar Amount W FY96
40071 OFyo7

of

Authorizations 200_/ UFyos
in Millions B Fyo99
0 O FY00

14



This record increase is due in no smdl pat to Ex-Im Bank’s vigorous efforts to market
the working capital guarantee program to new groups of potentid users in FY00. In
FY00, Ex-Im Bank joined a variety of trade associations, such as the Commonwedlth
Banking Association and the Turnaround Management Associaion, and continued its
rdaionship with the Commercid Finance Association.  Joining these groups has
provided Ex-Im Bank with a bevy of outreach opportunities, such as presenting at and
atending their quarterly meetings and renting booths a ther Annua Conferences. In
addition, Ex-Im Bank has dgnificantly ramped up its advertisng in such trade journds as
“The Secured Lender” and “The Journal of Corporate Renewa”. As a direct result of this
new exposure, business clearly increased dramaticaly to its current record leve and the
Busness Credit Divison provided anecdota reports that financid inditutions are dill
seeking Ex-Im Bank support more than ever. To hdp assst with these outreach efforts,
the Busness Credit Divison has one Full Time Employee (FTE) desgnaied a “Lender
Rdaions’ marketing liason. This FTE is charged with interacting with commercid
banks and participating in seminars attended by banks and other financid ingtitutions so
as to increase awareness and usage of the WCG program, and has played an extremey
vauable marketing role in the field.

In FY0O, Ex-Im Bank increased the amount of working capitd available through the
Delegated Authority Lender Program. Delegated authority is a specid partnership that
dlows qudified lenders to commit Ex-Im Bank's guarantee under the WCG program
without prior gpprovd from Ex-Im Bank. Delegated authority leverages Ex-Im Bank's
scarce resources by tgpping into existing private sector expertise, thus improving overal
customer sarvice.  Furthermore, delegated authority speeds up the egpplication and
approva processes, heping to make busnesses more competitive; average turnaround
time for a WCG not submitted under delegated authority is between 2-6 weeks, but
WCG's submitted under this program are usudly completed within 5 business days. Ex-
Im Bank currently has over 100 deegated authority lenders involved in the WCG
Program. Ex-Im Bank granted new “Super” delegated authority to 14 large asset-based
lenders, providing delegated authority limits of $10 million per transaction/per borrower
and $150 million aggregate with the am of further improving customer service and case
turnaround time.  While merger and consolidation activity in the banking industry kept
the aggregate number of deegated authority lenders farly Satic when compared to
FY99, overdl, Ex-Im Bank welcomed 20 new delegated authority lenders to the Program
in FY Q0.

FY00 dso saw the Business Credit Divison begin the research and background analysis
necessary to pave the way for automating select application processes. While the actua
automation process is scheduled to begin in FYOlL, the $600,000 contract for this
initiative was awarded in FY00. The research and background analysis was composed of
internd  discussons as to which Ex-Im Bank processes best lent themsdves to
automation. It was decided that an automation process would best serve deegated
authority transactions, which compose the bulk of the Busness Credit Divison's
workload. The Business Credit Divison is optimigtic that autometing these transactions
will best dlow Ex-Im Bank to badance its limited resources againg its mandates to grow
its business.
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In FY0O, Ex-Im Bank continued its long-standing relationship with the Smal Busness
Adminigration (SBA). However, Ex-Im Bank and SBA continue to grapple with the
chdlenges of harmonizing the differing goads and philosophies of two diginct US
Government agencies with two different chaters and mandates.  Nevertheless, the
Business Credit Divison is optimigic that this rdaionship will continue aong its present
course, given the extent to which Ex-Im Bank's and the SBA’s programs complement
one another.
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Performance Goal 3.2: Increase the number of insurance policies issued to small
businesses and their lendersby 5% over FY 1999 |evels.

Strategies:
Create salestargetsfor the marketing staff;
I ncrease outreach effortsto small businesses; and
Develop and implement product enhancementsfor small businesses

Data Source: Data is currently captured in Ex-Im Bank’s insurance processing system and
accounting system on policies issued and the involvement of a small business as a beneficiary of the
insurance support. This data is readily available for measurement through the use of customized
reports.

Actual Performance:

As dated above, the Insurance Divison had a god of increasng the number of insurance
policies issued to smdl businesses and their lenders by 5% over FY99 leves. The
Insurance Divison not only met but exceeded this god, recording an increase of 15% in
the number of small businessinsuredsin FY 00 over FY 99.
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In addition to the broad outreach efforts detalled in God 5, Ex-Im Bank relied on its
network of Regiona and Satellite Offices, located in New York, Washington DC, Miami,
Houston, Chicago, Long Beach (Cdlifornia), Orange County and San Francisco, to help
grow the business of its Insurance Program. In FYQO, the Regiond and Satdlite offices
reoriented their previous broad approach to focus in on smal businesses and ramped up
their outreach activities, contacting roughly 30,000 new and prospective customers. The
Regiond offices daffs conducted approximatdy 3,000 office vidts with US companies
and was involved in over 250 globa seminars that introduced the over 12,000 attendees
to Ex-Im Bank’s financing products. It is important to note however, that the success of
these off-dte offices is measured not in terms of its outreach efforts, but in terms of the
new insurance policies they generate in a given fsca year. For FY0O, the Regional and
Sadlite offices had a god of 675 new policiess They not only met but exceeded this
god: these offices generated 694 new policy sdes, a margin of 3% over the established
sdes target.  In addition, multi-buyer insurance quotes issued increased 60% in FY 0O, to
605, off of FY99' stotal of 377.

In FY0O0, Ex-Im Bank’s Insurance Divison developed and implemented a host of product
enhancements and new products designed to make Ex-Im Bank’s insurance policies more
atractive to smdl busnesses. One of the new products included the Short-Term
Financia Indtitution Supplier Credit (FISC) Policy. In response to market conditions and
an identified and documented need for this product, Ex-Im Bank offered this Policy in
FY00. This Policy drengthens and compliments the exising short-term  insurance
product line by fadilitating the use of insurance for smal business exporters through
financid indtitutions acting as wholeders.

In addition, the Insurance Divison conducted a comprehensve review of its short-term
insurance pricing structure, a review amed a developing a framework more reflective of
market risks The Insurance Divison dso evauated the feashility of changing the Smal
Business Policy export credit sdes threshold from $3 million to $5 million. Increasng
this threshold expands the availability universe for this product, as well as the potentid
for recaving an “enhanced assgnment”, a powerful and popular risk management tool
that shifts exporter performance risk from the lender (who typicaly assumes this risk in
an BEx-Im Bank backed ded) to Ex-Im Bank. The changes to the fee schedule and the
threshold were agpproved in FYOl. Also in FY00, Ex-Im Bank saw the increased
insurance activity generated by FY99's changes to the short-term credit standards and
monitored activity under the Africa Filot Program, an initigtive designed to grow Ex-Im
Bank’s presence in African markets.

Also in FYQ0, the Insurance Divison completed the first phase of its Automation Project
on time and under budget. This firg phase, a requirements andyss, included complete
busness process reengineering. Phase Two options for implementation are currently
under review.
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Performance Goal 3.3: In FYO00, 60% of all long-term loan and guarantee
transactions (by number) will involve high-risk markets or high-risk customers and
85% of all medium-term loan and guarantee transactions will involve high-risk
marketsor high-risk customers.

Strategies:
- Initiate special financing programsfor high-risk markets;

L ocate a marketing officer in select high-risk markets;

Increasetravel to high-risk markets;

Move the marketing for high-risk markets into the group responsible for medium and

long term transactions; and

Createacredit structurethat allows support for sub-sovereign obligors

Data Source: Data is currently captured in Ex-Im Bank’s loan and guarantee processing system on
country risk rating, credit standards, and financial condition. This data is readily available for
measur ement through the use of customized reports.

Actual Performance:

While Ex-Im Bank did sgnificant loan and guarantee busness in high-risk markets in
FYQO, it did not meet its stated god of having 60% of dl long-term and 85% of dl
medium-term  transactions involve high-risk markets.  Not meeting this god can be
atributed to the fact that the risk ratings for severd of Ex-Im Bank’s most active markets
improved during the course of FYO0O, rendering the transactions in those markets
indigible for this measurement.
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Despite the data to the contrary, daff believes Ex-Im Bank made tremendous progress in
FY00 in making its products avalable in high-risk markets, primarily because Ex-Im
Bank now is underteking systematic outreach efforts designed to reach these markets as
never before.

In FY0O, Ex-Im Bank initiated and refocused on specid financing programs designed to
increase usage of Ex-Im Bank financing products.  Beginning August 2000, Ex-Im Bank
darted to accept the credit of qudified cities, ates, and other subsovereign governments
in emerging markets for the purchase of US equipment and sarvices. This initiative was
desgned to make doing business with US companies easer for quaifying subsovereign
entities in such countries as Argentina, China, Poland, and South Korea. Ex-Im Bank
will continue to explore ways to expand the program in FYOL to reach more subsovereign
governmentsin alarger number of countries.

Besdes devdoping the aforementioned subsovereign initiaive, Ex-Im Bank dso
reenergized its Foreign Currency Guarantee Program in FY00. The Ex-Im Bank Foreign
Currency Guarantee Program (FCGP) was established to meet the needs of potential
buyers of US goods and services. It is desgned to help these buyers control certain risks
associated with export credits by effectively soreading currency fluctuation risk amongst
a number of paties. Ex-Im Bank daff heavily marketed this Program to prospective
usrs in highrisk markets in FY00, seeing this Program as an effective means by which
Ex-Im Bank could generate truly additional business in countries that are deemed at risk
for future currency devaduations. During FY00, Ex-Im Bank expressed its willingness to
accept applications for Indian Rupee financing under this Program, and the lig of
currencies in which Ex-Im Bank will ke able to accept applications is expected to expand
in FYO1.

In a further effort to strengthen Ex-Im Bank’s presence in high-risk markets, Ex-Im Bank
supported its Business Development Officer stationed in Turkey during FY0O to work on
the deveopment of the Southeast Europe Initiative to increase the US presence in this
important market. In addition, Ex-Im Bank had one full-time representative paid by the
Depatment of Commerce stationed in Beljing during FY00 to help increase awareness of
Ex-Im Bank’s products in this growing economy.

In terms of gaff travel, FY00 was an extremey busy year for Ex-Im Bank. In FYQ0, Ex-
Im Bank’s management made a concerted effort to increase the amount of outreach and
international  busness development, especidly in markets that previoudy garnered little
dtention.  As a result, Ex-Im Bank daff visted many high-risk markets in FYQO,
including but not limited to Nigeria, Senegd, Mozambique, Kenya Jordan, Georgia,
Azerbaijan, Armenia, and Vietnam. These trips normdly induded a mixture of seminars
and individud customer medtings. Ex-Im Bank gaff noted that these trips have the
benefit of generaing additiond lending activity within a short period of time. While this
activity tends to be smdl transactions, Ex-Im Bank’s motivation for these trips is to
edablish and fosger commercid and governmenta reationships that did not exist
previoudy to the trade missons.
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In FY00, Ex-Im Bank successfully reorganized its internationa marketing department,
moving this divison into the area respongble for medium- and long-term transactions,
the Structured and Trade Finance Group. Ex-Im Bank management fdt this transfer was
necessary to dlow daff to develop a focus on foreign education and outreach efforts to
potentia buyers of US goods and services.
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Performance Goal 3.4: Increase the amount of Ex-Im Bank authorizations for
environmentally beneficial exportsby 5% over FY99.

Strategies:
Work with the Department of Energy to attract interest in the China Environmental
Fund; and

Target specialized marketing effortsat environmental exporters

Data Source: Authorization data from the accounting system and information on the environmental
nature of the export as captured in Ex-Im Bank’s processing systems.

Actual Performance:

Ex-Im Bank created its Environmental Exports Program in 1994 as a pro-active means to
fulfill its Congressond mandate to increese its support of environmentdly beneficid
goods and sarvices exports. Since the Program's inception in 1994, environmenta
transactions supported by Ex-Im Bank have grown from 13 in 1994 to 62 in 2000, with a
total portfolio well in excess of $2 hillion.
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In FY00, Ex-Im Bank authorized loans, guarantees and export credit insurance policies in
support of nearly $877 million worth of US exports that were environmentaly beneficid
or were sold for environmentdly beneficid foreign projects Ex-Im Bank met and
exceeded its dated god of increasing environmentaly beneficid exports by 5% over
FY99. In FY99, Ex-Im Bank authorized 65 environmentaly beneficid transactions that
resulted in environmenta exports totding $206.8 million. In FY0O, dthough the number
of environmentdly beneficid transactions decreased to 62, the dollar amount of
authorizations increased to gpproximately $877 million. One of the reasons why Ex-Im
Bank surpassed this god is that in FY00 Ex-Im Bank supported 5 large combined cycle
power plants that met Ex-Im Bank’'s criteria for environmenta exports due to their high
fud efficiency andlor low emissons  Power plants that meet cetan efficiency
thresholds and/or low emisson thresholds are digible for support under Ex-Im Bank’s
Environmenta Exports Program.

The Program benefits not only the environment but dso hedps expand the US
environmental industry, an industry that generates a yearly trade surplus of $8 hillion.
The Program’s parameters demondtrate Ex-Im Bank’s resolve to reach out to al exporters
of environmental products and services regardless of ther dze.  Technologies and
sarvices that provide restoration, trest wastewater, and provide renewable energy or
energy efficiency are prime examples of the environmenta projects that Ex-Im Bank
seeks to support. Ex-Im Bank’s Environmenta Exports Program includes a pro-active
busness development agpproach and specid enhancements for environmenta exports,
induding supporting the maximum alowable repayment terms permissble under OECD
and Berne Union guiddines, capitdization of interest during condruction; and locad cost
support equa to 15% of the US contract price. In addition to these enhancements, Ex-Im
Bank will aggressively use its tied aid resources to offset foreign concessonary financing
offersfor environmenta projects.

To increase its support of environmenta exports, Ex-Im Bank aggressively promoted
clean US renewable energy exports that produce rdatively smdl amounts of greenhouse
gases, and worked in conjunction with the Department of Energy (DOE) to identify and
target foreign markets for US exporters of wind, solar, and geothermd energy and
technologies that promote energy efficiency. In support of this endeavor, Ex-Im Bank
and the DOE gave severd joint presentations to Chinese Energy Officids in FYOQO.
Looking forward, Ex-Im Bank is conddering a joint trade misson to China in FY01 with
the DOE to help increase its presence in this important market.

In addition to DOE, Ex-Im Bank worked with a \ariety of other US Government agencies
in FY0O to market its Environmental Exports Program.  Ex-Im Bank joined forces with
the Department of Commerce, in the form of joint Export Finance Seminars, to promote
environmental exports.  These seminars have generated increasingly significant  interest
and business, and ae expected to continue in FYOL  In addition, Ex-Im Bank
participated both in USAID’s Globa Technology Network email broadcast program and
in Environmenta Protection Agency (EPA) sponsored corferences.  Ex-Im Bank daff
plans to continue and expand Ex-Im Bank's inter-agency outreach efforts in FYOLl by
working in conjunction with the Depatments of Commerce, Energy, and State and the
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EPA to improve business development foci in foreign target markets. In addition, Ex-Im
Bank expects to patner with multilateral development banks and foreign environmentd
fundsto further raise the profile of the Environmenta Exports Program in FYOL.

In terms of its ongoing efforts to broaden its reach in emerging markets, Ex-Im Bank
continues to seek out partner's who can assigt in the promotion of US environmenta
exports.  In early April of FY00, Ex-Im Bank Director Dan Renberg traveled to the
Czech Republic and Hungary to rase awareness of Ex-Im Bank's Environmental Export
Program. As a result of this busness devdopment misson Ex-Im Bank sgned an
agreement with the Hungarian Export Import Bank edtablishing the South-East Europe
Recondruction Credit Initistive.  Under this initiagive, Ex-Im Bank and the Hungarian
Export Import Bank will work together to identify environmentaly beneficid projects in
countries such as Croatia, Romania, and Bulgaria for joint support. To implement this
agreement, Director Renberg has met with the Ambassadors to the United States from
Hungary and Croatia, and Ex-Im Bank sent a senior trade finance specidigt to the region
to identify potentia projects under this program.

On the domedtic front, Ex-Im Bank began in FY00 to advertise its Environmenta Exports
Program in a variety of high profile trade finance journds, a practice gtaff will continue
into FYOLl. In addition, Ex-Im Bank daff participated in busness development missons
throughout the United States during FY 0O, vidting dates such as Cdifornia, Vermont,
Virginia, and Georgia These outreach efforts have proven to be powerful tools for
growing awareness of the Environmentad Exports Program. In Cdifornia, for example,
Ex-Im Bank patnered with the Cdifornia Energy Commisson and the Cdifornia
Environmentd Business Council to provide counsding services for ther members
preparing for oversess trade missons. Thanks to the postive word of mouth generated
by these successful business deveopment missons, Ex-Im Bank gaff now has meetings
damog daly with new customers looking to paticipate in environmental transactions and
needing guidance on how to proceed. This counsdor role has proven to be a very
benefidad for Ex-Im Bank as it heps overcome the one of the largest impediment to
usage of the Environmenta Exports Program: lack of awareness. Looking ahead to
FY0l, Ex-Im Bank daff is planing on srengthening its exiding partnerships with the
environmenta industry and state governments so as to increase awareness and usage of
the Environmenta Exports Program.
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