
EXPORT TRADE 
ASSISTANCE PARTNERSHIP 

PROGRAM
Successful Exporting in Today’s Global Economy 

Weekly Sessions 
Thursdays, May 30 — June 27

8 am - 1 pm

Selling American products and services overseas is both profitable 
and culturally rewarding for all companies that want to prosper in 
today’s global marketplace.

Participate in an exclusive training program carefully designed to 
give business executives strategies, insights, and a ready network 
of contacts necessary to successfully expand sales globally. If 
you believe exporting could be part of your growth strategy, 
these courses will provide you with the hands on tools and the 
latest information necessary to succeed. In addition, through this 
course, you will become informed about the effective finance and 
marketing assistance currently available through both state and 
federal agencies and walk away knowing precisely how to leverage 
these resources. 

RUSTIN CONFERENCE CENTER
2085 RUSTIN AVENUE
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Registration Cost: $5
Includes all 5 Sessions

Free Parking

Receive a Certificate of Completion at the end of your last session. 

Space is limited. Please register at:

What Is It? 

Veselina Farooq
vfarooq@rivco.org

951.955.4262

Paul Smith
paul.smith@sba.gov

714.560.7448

ETAP Sessions
All sessions run from 8 AM to 1 PM

Mr. David Harlow is the President & CEO of ITC-Diligence, 
Inc. (ITC). ITC was founded in 2002 as an International Trade 
Consulting Firm and a second generation National Corporate 
Custom House Broker.  ITC provides a unique blend of 
international trade related services to importers, exporters, 
manufacturers, distributors, public utilities, and local government, 
focusing on CBP and the Foreign Trade Zone.  David Harlow 
represents numerous Grantees in Southern California and assists 
regions, cities, and businesses with the implementation and 
oversight of the FTZ Program.  Additionally, ITC provides services 
in over fifteen different states while continuing to grow.

Norman Arikawa

 Norman Arikawa has worked at the Port of Los Angeles for 
over 40 years and is currently the Assistant Director of Trade 
Development for the Port. His responsibilities include promotion 
of the port and developing inbound and outbound trade. He has 
helped develop Trade Connect, a program which promotes export 
opportunities to small and medium businesses and educates them 
on the available resources for exporting. Trade Connect received 
the Presidential “E Star” Award in 2013. He also is responsible for 
coordinating visits by foreign officials to the port and frequently 
meets with government leaders from countries around the 
world.  He is a member of the District Export Council of Southern 
California by appointment of the US Secretary of Commerce, and 
serves on the board of the Los Angeles Regional Export Council. 

Assistant Director of Trade Development 
Port of Los Angeles

DAVID R. HARLOW
President & CEO, ITC-Diligence Inc. 

Chris Lynch 

Christopher Lynch is a global business thought leader and founder 
of the International Business Accelerator (IBA) which has worked 
with 30 companies (60% women-owned and 45% minority owned) 
to enter into global markets. An economist by training, he was 
a career US Foreign Service Officer, dealing with economic and 
business policy issues in Washington DC and at five US Embassies 
in Europe and Latin America. His last post before retiring was 
as US Consul General to Hamburg. He is an adjunct professor of 
International Business at Golden Gate University and economics at 
Long Beach City College. He speaks fluent German and Spanish.

Founder, International Business Accelerator

Global Business opportunities
for a small business

SESSION 1 - May 30

Speakers

piet Lesage

Piet Lesage has more than 30 years of International Business 
development experience. He not only has experience with 
closing businesses all over the world: Europe, Latin America, Asia 
and Africa, but he also helped integrate companies with vastly 
different business cultures as a result of cross border M&A. 
Furthermore, his expertise has guided Fortune 500 companies, 
SME’s and start-ups alike. 

Principal Consultant, GB5D

Market Research and 
Cross Cultural Communication

SESSION 2 - June 6

martin selander

Martin Selander is the U.S. Small Business Administration (SBA) 
senior representative for international trade at the U.S. Export 
Assistance Center (USEAC) in Irvine, CA.  He has served at the 
SBA since 1991 and at the USEAC since 1996, coordinating SBA 
export financing and international trade assistance programs for 
four SBA Districts in Southern California and Nevada. Prior to 
serving at the USEAC,  Martin was a Commercial Loan Specialist 
in the finance divisions of the SBA District Offices in Hartford, 
Connecticut and Los Angeles, focusing on SBA domestic lending 
programs, loan servicing, liquidation & workout, and economic 
development.

Senior Representative for International Trade,  
USEAC Irvine, U.S. Small Business Administration 

Robert Corona
Business Consultant, Crown International 

International Trade finance
and methods of payment

SESSION 3 - June 13

Sandra donzella

Sandra Donzella has been with the Export-Import Bank of the U.S. 
(“EXIM Bank”) for 18 years.  She is the Deputy Managing Director 
of EXIM’s West Regional Office, and is responsible for business 
development and outreach efforts in the West.   

Sandra joined EXIM Bank in 2001 after spending nearly a decade 
in International Banking, where she specialized in Trade Finance 
and directly worked with EXIM Bank’s programs.  She has also been 
involved in temporary assignments at EXIM’s Bank Trade Credit 
Insurance Division as a Portfolio Manager and Underwriter for the 
West Region.  She received a B.A. degree in Economics from the 
University of Connecticut in 1991.

Deputy Managing Director, EXIM Bank

International Shipping
and legal issues

SESSION 4 - June 20 

Ken August is the Founder and President of August Law Group, P.C., 
a transactional law firm specializing in domestic and international 
corporate and financial transactions, securities and private equity 
investments, mergers and acquisitions, technology transfer, licensing 
and strategic alliances. He began his legal career in Washington, D.C., 
as part of the legal team representing former U.S. Treasury Secretary 
William Simon’s investment banking firm, Wesray Corporation, in a 
variety of public and private financial transactions, management buy-
outs and related corporate activity. Prior to establishing his own firm, 
Mr. August worked at Graham & James, Los Angeles, CA, specializing in 
mergers & acquisitions, corporate finance, franchise and securities, and 
joint venture transactions for the firm’s international clientele. 
During his career, Mr. August has participated as legal counsel in 
transactions having an aggregate value of more than $2.5 Billion dollars. 

August Law Group 
Ken August

Hema Dey

Hema Dey, is a seasoned International Marketer who has traveled 
extensively around the world and lived and worked in various 
parts of the world including France, UK, China, Malaysia and New 
Zealand. She has over 20+ years of experience and expertise in 
opening up markets for manufacturers through traditional means 
but is also extremely effective in creating eCommerce solutions 
to enhance and accelerate growth. Hema is President of Iffel 
International Inc., a full-service marketing agency in Los Angeles. 
If you are seeking tips on how to grow your sales revenue, Hema 
will be addressing the key aspects of sales and marketing that US 
manufacturers need to consider to connect with buyers overseas. 

President, Iffel International, Inc. 

Mustafa Arat was born in Istanbul, Turkey in 1953.  He came to 
the U.S. at the age of 15 in 1968 with his family.  He has a BA from 
Western Michigan University in Anthropology and a MBA from 
Indiana University.

Mustafa started his career in 1982 with Xerox Corporation as an 
Account Representative selling laser printers, ethernet networks, 
pc’s, typewriters and copiers.  In 1986 he moved to California with 
his wife.He finished his career with Pitney Bowes as a Reginal 
Director of Sales in 2005 and started his own company Turkish 
Coffee World.  Turkish Coffee World is a specialty retailer of 
products for making and serving Turkish coffee based in Corona, 
California since 2007.  The company exports their products all 
over the world through eCommerce.

Mustafa arat 
Founder & CEO, Turkish Coffee World

ecommerce
SESSION 5 - June 27

Margaret Brunk

Margaret Brunk is an Area Sales Manager for BGI Worldwide 
Logistics.   With over 13 years of experience as an International 
Freight Forwarding professional, Margaret has seen many changes 
and improvements within the industry.  As a sales professional, 
Margaret views her role as a consultant and mentor to clients that 
are venturing into logistics and supply chain for the first time.   
When Margaret is not at work, she is exploring her new home 
(Southern California) and looking for opportunities to serve her 
new community as a volunteer.

Area Sales Manager, BGI Worldwide Logistics

Chris Lynch 

Christopher Lynch is a global business thought leader and founder 
of the International Business Accelerator (IBA) which has worked 
with 30 companies (60% women-owned and 45% minority owned) 
to enter into global markets. An economist by training, he was 
a career US Foreign Service Officer, dealing with economic and 
business policy issues in Washington DC and at five US Embassies 
in Europe and Latin America. His last post before retiring was 
as US Consul General to Hamburg. He is an adjunct professor of 
International Business at Golden Gate University and economics at 
Long Beach City College. He speaks fluent German and Spanish.

Founder, International Business Accelerator

Robert Corona has provided international business consulting 
services in Southern California for over 15 years and has also 
assisted local business with business analysis and recommending 
specific strategies in the areas of marketing and sales, logistics, 
and trade finance. Mr. Corona is bilingual and provides training 
and consulting in Spanish.  Mr. Corona holds a B.S. in Business 
Management and an MBA from CSUSB.

Robert Corona
Business Consultant, Crown International 
Robert Corona has provided international business consulting 
services in Southern California for over 15 years and has also 
assisted local business with business analysis and recommending 
specific strategies in the areas of marketing and sales, logistics, 
and trade finance. Mr. Corona is bilingual and provides training 
and consulting in Spanish.  Mr. Corona holds a B.S. in Business 
Management and an MBA from CSUSB.

paul smith

Paul Smith is an accomplished professional with twenty-five years 
experience in business development.  His career encompasses 
both the private and public sectors. His experience includes 
sales management, direct marketing, export promotion, 
and matchmaking, for markets worldwide.  As an Economic 
Development Specialist and District International Trade Officer 
for the U.S. Small Business Administration, Mr. Smith is responsible 
for outreach to the business community for the Santa Ana District 
office. His expertise focuses on International Relations, High Tech 
industries & Native American outreach.  He works closely with 
private industries, trade associations, state / federal Agencies and 
local chambers to promote international trade. 

District International Trade Officer, 
U.S. Small Business Administration

Moderator

Contact

Erica Ramirez

Mrs. Erica Ramirez has been employed with the U.S. Department 
of Commerce, U.S. Commercial Service since January of 1999.  In 
her capacity as an International Trade Specialist, Mrs. Ramirez 
supports U.S. manufacturers expand their international sales.  
She is currently detailed to support the 232-tariff program which 
consists of reviewing aluminum and steel exclusion requests and 
objections.

In 2003, Mrs. Ramirez served as the National Team Leader to the 
National Environmental Technologies Team of the US Commercial 
Service. She has coordinated several buyer matchmaker meetings 
between US manufacturers and international buyers at trade 
shows and was successful in assisting US firms generate sales.

International Trade Specialist, 
U.S. and Foreign Commercial Service

Jonathan Watson 
Director of International Sales, Alvarado Turnstiles
Jonathan D. Watson is the Director of International Sales for 
Alvarado Turnstiles, based in Chino, CA, USA.
He has over 20 years of experience in planning, specifying, and 
selling turnstiles for access control applications, including, but not 
limited to multi-tenant buildings,  corporate headquarters, schools, 
manufacturing facilities, embassies and military installations.  
Jonathan D. Watson shares his expertise and experience in 
trade circles and publications internationally.   Alvarado has 
been recognized by the US  Department of  Commerce for their 
excellence in international business and has been the recipient of 
accolades including the US Export Achievement Award.

Participants will learn about Foreign Trade Zones and how to utilize 
databases to determine best markets, benefits of trade agreements, 
classify a good and determine the duty rates for specific products, export 
distribution considerations, and locating foreign representatives and 
buyers. 

1. Global Business Opportunities for Small Business

This course introduces learners to the concept of cross-cultural 
communication and its importance in the modern globalized workplace. 
Strategies for identifying both similar and divergent cultural 
characteristics across different cultures, and why they play an important 
role in Global Trade. 

Understanding how to get paid for an export sale is crucial. This training 
discusses how your organization can finance the transaction and related 
business costs from the time you obtain the order, through the production 
cycle to the time you receive final payments. 

This session covers export distribution consideration, direct exporting, and 
various components of agency and distributor agreements. 

This session covers e-commerce, how it has evolved in international trade, 
and how your business can use it for exporting. 

2. Market Research and Cross Cultural Communication

3. International Trade Finance and Methods of Payment

4. International Shipping and Legal Issues

5. E-Commerce
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