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EDC and its Emerging Exporters Team are on call for smaller exporters — companies with annual exports 
of up to $1 million — to help them grow their exports through specialized insurance and financing 
support. 

The Emerging Exporters Team 
is staffed by a wide variety of 
specialists who are in the busi-
ness of managing risks asso-
ciated with exporting. 

The team offers services in-
cluding export credit insurance 
and export financing. Export 
credit insurance is a risk man-
agement tool that protects ex-
porters against 90 per cent of a 
loss if foreign buyers don't pay. 
Small business will often use 
this security to obtain working 
capital financing from their 
bank. Export financing involves 
loans to foreign buyers so that 
they can purchase Canadian 
capital goods. 

Small businesses involved in 
exporting have three key needs: 
quick decisions, accessibility 
and the elimination of red tape. 
Everything about the way the 
group works — from the ap-
plication processes through to 
the ongoing relationship with 
exporters — has been designed 
with these fundamentals in 
mind. 

EDC offers export credit in-
surance and line of credit fi-
nancing over the phone. The 
difference between this and 
other call-centres is that you're 
reaching an experienced deci-
sion maker (not an operator), 
someone who can make deci-
sions on the spot. That means 
EDC can put coverage in place 
on the spot in as little as 15 
minutes, handle all ongoing ex-
port credit needs of customers, 
and refer entrepreneurs to 
others if EDC cannot help  

directly. The team can also fax 
applications and information 
regarding its services instantly 
while on-line with customers. 
Customers and potential custo-
mers can dial a 1-800 line from 
9:00 a.m. to 5:00 p.m. their time 
from anywhere in Canada. 

It is this streamlined ap-
proach that has won kudos from 
its many new customers. Since 
the team's inception in early 
1995, more than 2,000 small 
businesses have better risk pro-
tection on their exports to the 
U.S. and overseas. 

Philip Humfrey, President, 
Excalibur Machine & Tool Co. 
says the team's efforts to res-
pond to his unique needs as a 
small business involved in ex-
porting is welcome. 

For smaller exporters like 
Excalibur, obtaining bank finan-
cing can be a challenge. "With 
the support of EDC, we have been 
able to arrange bank financing 
on our foreign accounts receiv-
ables, growing our U.S. customer 
base to more than 60 per cent of 
annual sales." 

Another new way to obtain 
financing against a company's 
export business is the Master 
Accounts Receivable Guarantee 
(MARG). Developed in co-oper-
ation with eight major financial 
institutions, the program helps 
exporters increase their operat-
ing lines of credit. MARG works 
because EDC provides a guar-
antee to the bank, turning the 
exporter's receivables into work-
ing capital. Companies apply for  

the program through their banks. 
Once approved, the funds are 
available under their operating 
line of credit up to a maximum 
of $500,000. 

Not all exports are sold on 
30-day or 60-day credit terms. 
Exporters whose foreign buyers 
are requesting medium-term 
financing (i.e., a repayment 
period of more than one year) 
in order to purchase Canadian 
capital goods and related ser-
vices now have a number of op-
tions available to them. De-
pending on the needs and char-
acteristics of the deal, EDC's 
team of specialists can work 
with Northstar Trade Finance, 
a B.C.-based company special-
izing in financing for capital 
goods exports, or directly with 
exporters and their foreign 
buyers to find the right solu-
tions. 

No company is too small to 
export, and no company is too 
small for EDC. The emerging 
Exporters Team can be reached 
at 1-800-850-9626. 
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