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Euler Hermes Survey: Exports Critical to U.S. Small  -Medium (SME)
Business Growth

Exporting SMEs expect 9 percent annual revenue growth

BALTIMORE, Md. — 12 OCTOBER 2015 — Two-thirds of U.S. small- and medium-sized enterprises
(SMEs) feel that exporting has contributed to their business growth, according to a national survey
released today by Euler Hermes, the world’s leading provider of trade credit insurance. Exporting
SMEs also estimate they could increase revenues by 26.3% in three years and 42.4% in five years if
armed with the right risk management tools. At the same time, there still are risks: The Euler Hermes’
2015 U.S. Export Survey found that non-payment issues and uncertainty about international
customers are companies’ biggest concerns.

A view of the landscape

According to Euler Hermes, 62% of U.S. SME exporters have increased exporting activity over the
last five years. Surveyed companies believe exporting is most beneficial, equally, for increasing sales
and profits (77%) and in providing a competitive advantage (77 %).

The majority of U.S. businesses export to fewer than four markets (56%), with Canada and the United
Kingdom being the most common destinations. When asked which countries these companies would
like to begin exporting to, China (14%), Canada (11%) and Germany (11%) top the list.
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Source: Euler Hermes U.S. Export Survey

“In today’s global marketplace, it has become increasingly important for U.S. exporters to expand their
foreign market sales to remain competitive,” said James Daly, president and CEO of Euler Hermes
Americas. “Understanding different markets, especially China, can be challenging. But many
companies have already experienced real growth exploring new markets, and as long as they have
the right risk management tools in place and access to solid information about local trade practices,
they can export and expand safely.”

Outside influences
On a global level, U.S. exports fell 3% in the first half of 2015 due to a stronger dollar and a slowdown

in global demand. These factors, coupled with ongoing volatility in China, Russia and Latin America,
as well as a flat recovery in Europe, did not create strong incentives for U.S. companies to expand to
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new markets. However, Euler Hermes estimates that there is still an additional $58 billion possible in
U.S. goods exports in 2016.

Despite U.S. government efforts to stimulate exports, global economic volatility has caused U.S.
businesses to be wary of international markets and focus instead on domestic opportunities. Long-
term consequences to domestic-only consumption include limited innovation, reduced risk
diversification and a potential market share loss to competitors.

Navigating international markets

One of the main barriers to export entry for SMEs is non-payment. According to Euler Hermes’ U.S.
Export Survey, one-third of surveyed SME exporters said they’'ve experienced the non-payment of an
export shipment in the past year, with an average of four non-payment issues per year. Two in five
SME exporters (39%) believe their international customers are more risky, and 37% indicate their
domestic and international customers are altogether different.

“While exporting to new markets can help drive innovation and increase profitability for U.S.
businesses, it is vital companies develop a sound risk management strategy, which includes
understanding each country’s payment culture and collections practices,” said Daly. “Despite non-
payment risks, we have found exporting companies are most likely to view exports as a means of
increasing revenues with little incremental cost, making operations more efficient.”

Mitigating risks requires the right toolkit

Access to information remains the most important tool for exporters. Euler Hermes recommends three
actions for companies that want to begin exporting or expand into new markets:
» Seek help obtaining individual potential customer information: Balance sheet strength and
customer credit terms depend on individual company, country and industry drivers
« Consider company-specific preferences for selling abroad: Evaluate different operating
models, including distributors, sales agents, joint ventures or a regional branch
» Revise terms and conditions: Supplier protection, local payment cultures and collection
practices vary dramatically across countries.

Methodology
The Euler Hermes 2015 U.S. Export Survey analyzed the opinions and sentiment of 250 small- and

medium-sized businesses with annual revenues between $1 million and $50 million. All had B2B
revenues accounting for at least 50 percent of total revenues; half exported goods or services.
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Euler Hermes North America Insurance Company

Euler Hermes’ regional headquarters for the United States, Canada and Brazil is located in Owings
Mills, Md. Founded in 1893, Euler Hermes is North America’s largest and longest-established provider
of trade credit insurance and accounts receivable management solutions. The company protects and
insures around $120 billion of regional trade transactions annually, serving small, medium and
multinational clients across a range of sectors. The company employs 430 people regionally and
serves clients from more than 50 locations in North America and Brazil.

Euler Hermes is the global leader in trade credit insurance and a recognized specialist in the areas of
bonding, guarantees and collections. With more than 100 years of experience, the company offers
business-to-business (B2B) clients financial services to support cash and trade receivables
management. Its proprietary intelligence network tracks and analyzes daily changes in corporate
solvency among small, medium and multinational companies active in markets representing 92% of
global GDP. Headquartered in Paris, the company is present in over 50 countries with 6,000+
employees. Euler Hermes is a subsidiary of Allianz, listed on Euronext Paris (ELE.PA) and rated AA-
by Standard & Poor's and Dagong Europe. The company posted a consolidated turnover of €2.5
billion in 2014 and insured global business transactions for €860 billion in exposure at the end of
2014. Further information: www.eulerhermes.com, LinkedIn or Twitter @eulerhermes.

Cautionary note regarding forward-looking statements: The statements contained herein may include statements of future expectations and
other forward-looking statements that are based on management’s current views and assumptions and involve known and unknown risks and
uncertainties that could cause actual results, performance or events to differ materially from those expressed or implied in such statements. In

addition to statements which are forward-looking by reason of context, the words "may”, "will", "should", "expects”, "plans”, “intends",
"anticipates"”, "believes”, "estimates"”, "predicts", "potential”, or "continue” and similar expressions identify forward-looking statements. Actual
results, performance or events may differ materially from those in such statements due to, without limitation, (i) general economic conditions,
including in particular economic conditions in the Euler Hermes Group’s core business and core markets, (ii) performance of financial markets,
including emerging markets, and including market volatility, liquidity and credit events (iii) the frequency and severity of insured loss events,
including from natural catastrophes and including the development of loss expenses, (iv) persistency levels, (v) the extent of credit defaults, (vi)
interest rate levels, (vii) currency exchange rates including the Euro/U.S. Dollar exchange rate, (viii) changing levels of competition, (ix) changes
in laws and regulations, including monetary convergence and the European Monetary Union, (x) changes in the policies of central banks and/or
foreign governments, (xi) the impact of acquisitions, including related integration issues, (xii) reorganization measures, and (xiii) general
competitive factors, in each case on a local, regional, national and/or global basis. Many of these factors may be more likely to occur, or more
pronounced, as a result of terrorist activities and their consequences. The company assumes no obligation to update any forward-looking
statement.




