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 Why Go International? 

Domestic pressures and foreign opportunities…  

…lead firms to seek out International Success  

Liberalization of global trade (i.e. NAFTA, TTIP, etc.) 

Growth demands and intense competition in US market 

> 95% of consumers are located outside of the USA  

Rising incomes & purchasing power of middle class in 

emerging economies 

American products are sought after by customers 

worldwide due to the quality and high tech reputation 
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               TOP 10 economies in 2014 and 2050 

Nominal GDP Billion US$ 

*Economist Intelligence Unit 



                    US Export Top Destinations 

Country Volume ($Bil) % of Total Exports 

Canada 281 19% 

EU 271 18% 

Mexico 236 16% 

China and HK 153 10% 

Japan 62 4% 

S. Korea 43 3% 

Brazil 32 2% 

$1.1 trillion 72% 

World total $1.5 trillion 100% 

*International Trade Organization (ITO) 



                        Cross Border Risks 

Political Risk 

 

 

Transfer Risk  

 

 

Currency fluctuation 

 

  

  Currency devaluation 

Country Risk 

Financing risk 

 

 

Contract Risk  

FX Risk Commercial Risk 



                 Sovereign Credit Ratings 

India Baa3   
Spain Baa2  

China Aa3 

Canada Aaa 

Germany Aaa 

India Baa3 
Vietnam B1 

Brazil Ba2 

Chile Aa3 

USA Aaa 

S. Africa Baa2 

                Mexico A3 

Colombia Baa2 

Argentina B3 

UK Aa1 

 *  Moody’s 



 Solutions to Minimize Trade Risk 

Cash in 

Advance 

Open 

Account 

Documentary 

Collections 

Letters of 

Credit 

Covered by Bank Services 

Buyer Seller 

High Low 

Low High 

Seller’s Risk 

Buyer’s Risk 



1. Sales Contract with LC Terms 

Seller’s Bank  
(Advising) 

2. LC 

Application 

Buyer’s Bank  
(Issuing) 

3. LC Issued (LoC / Cash collateral) 

4. LC Advised 

 (delivered)  

5. Goods are shipped 

6. Shipping documents presented  

7. Docs to issuing bank for payment/acceptance 

Buyer’s 
bank pays 
the seller’s 

bank 

Seller’s bank 
claims 

payment 
against 

documents 

Seller’s 
bank 

advises LC 

Buyer’s 
bank 

issues LC 

BUYER SELLER 

8. Exchange 
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Letters of Credit 



Documentary Collections 

BUYER SELLER 
1. Sales Contract with DC Terms 

5. Bank notifies  

that they are 

holding 

documents  

with instructions  

to collect 

3. Documents 

forwarded  

2. Goods shipped 

4. Shipping documents presented  

7. Reimbursement 

6. Debit account  

and courier documents  

Seller’s bank Buyer’s bank 

Buyer’s 
bank pays 
the seller’s 

bank 

Buyer’s 
bank debits 
the account 
of the buyer 

Seller’s 
bank 

presents 
shipping 

documents 
to buyer’s 

bank 

Seller 
forwards 

the 
documents 
to its bank 
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Buyer’s Bank 

BUYER 
Sight 
 If the LC calls for payment at SIGHT, providing the 

documents are not discrepant, the buyer’s bank 

collects the funds from the buyer and releases the 

original shipping documents to the buyer.  The buyer’s 

bank then remits funds to the seller’s bank for onward 

payment to the seller. 

Seller’s Bank 
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BUYER   Time Terms 
 If the LC calls for payment on TIME TERMS, providing 

the documents are not discrepant, the buyer’s bank 

commits to paying the seller’s bank at maturity and 

then releases the original documents to the buyer. On 

the maturity date, which is normally confirmed by the 

seller’s bank via swift,  the buyer’s bank collects 

payment from the buyer then remits funds to the 

seller’s bank for onward payment to the seller. 

Acceptance Buyer’s Bank Seller’s Bank 

$ 

$ 

$ 

$ 

Letters of Credit – Sight, Term 



 Stand-by Letters of Credit (SBLCs) 

Mitigates risk that the applicant will not perform as agreed by contract 

International & Domestic 

 Bid Bond 

 Performance Bond 

 Warranty Bond 

 Advance Payment 

Guarantee 

 Financial Guarantee 

Domestic 

 CRE 

 Leases 

 Workers’ 

Compensation 

International 

 Support to 

Overseas 

Working Capital 

Facilities 

 

Santander’s strength  

 10 core markets 

 33 countries in global footprint   

 2,000+ banks international network 



EXIM Working Capital Guarantee & SBA 

 Get financial assistance to help your company on the export process. 

 Santander can help you secure financing to pay for raw materials, 

inventory, supplies or labor destined to produce goods for export, as 

well as export-related accounts receivable. 

 The program also covers the issuance of Standby Letters of Credit 

as bid bonds and performance bonds related to your export 

business. 

 Santander has Delegated Authority from Ex-Im Bank, which enables 

us to expedite the approval of this sort of transactions 

 Covers more countries than any insurer does 

 

 SBA offers programs to support the diverse needs of small 

business owners. 

 Term Loans and Lines of Credit up to $500k 

 90% SBA guaranty on loan amounts up to $350k  and 

75% on loans between $350k and $500k 

 Preferred Lender for this program: Santander has 

authority to approve SBA Export Express loans without 

seeking prior approval from the SBA. 

 

 

How Santander can help? 

Small Business Administration: Export Express 

EX-IM Bank Working Capital Guarantee Program 



A unique portal where an easy, well organized and agile structure helps you navigate and 

find relevant international trade information for you to go global. 
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Santander Trade Portal 

 On this website, companies can find answers to the following questions:  

 In which country should I choose to do business in? Companies will find useful 

information on new markets and business opportunities. 

 What companies are available for me to do business with? Database to find potential 

customers and suppliers as well as competitors. 

 How to do business? Tailored services explaining international regulations applicable to 

specific products. 

 What currency should I use to conclude a sale/purchase contract? A converter of 147 

international currencies along with information on the degree of market openings. 

 What services does Santander offer if I am looking to do business abroad? Detailed 

information on Santander’s products and services to manage your foreign trade.  

 What steps should I take to get established abroad? Companies will find useful 

information on how to get established in a foreign country.  



  International Desk 

Poland 

Germany 

United Kingdom 

Chile 

Argentina 

United States 

Colombia 

Asia Region 

Africa Region 

Spain 

Brazil 

Portugal 

Peru 

Mexico 

Uruguay 

Puerto Rico 

The ID deals with International Companies 

PARENTS & SUBSIDIARIES 

14 COUNTRIES  

&  

2 REGIONS 
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