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National Export Initiative

Goal:  Double U.S. exports over the next five years

Å Government-wide effort

Å Export Promotion Cabinet

Å Re-establish Presidentôs Export Council as principle private sector 
advisory committee on international trade

Å Increase Export-Import Bank trade financing, especially for 
small/medium sized enterprises

Å Enforce current trade agreements

Å Strengthen existing relationships
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Office of Textiles and Apparel 
Overview

The Office of Textiles and Apparel (OTEXA)                                  
develops programs and strategies to                                               
improve the competitiveness of the U.S.                                                                 
textile, apparel, footwear, and travel goods industries

üCompile industry data

üResearch and analysis

üAssist in trade negotiations

üPromote U.S. textile and apparel companies at trade 
events

üDevelop supply chain and sourcing strategies

üExecute U.S. textile and apparel trade policy
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OTEXA Export Services

OTEXA has over 30 years of 
experience in facilitating exports for 
small and medium-sized companies.

ïExport counseling and 
assistance

ïMarket research

ïU.S. Pavilions at established 
overseas trade shows

ïTrade missions

ïEmphasis on niche markets, 
higher end 
producers/suppliers, and FTA 
partnerships

ïCatalog/sample presentations 
at overseas trade shows
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OTEXA Services: Conduit to 
Military Sales

Å OTEXA, with its designated Trade Specialist receives and 
disseminates military trade leads from 80 country offices of 
the U.S. Commercial Service

Å OTEXA works with military offices that specialize in R&D 
and product commercialization

Å OTEXA sponsors pavilions and sample booths at military 
trade shows around the world, such as MILPOL in Paris and 
Defense Systems & Equipment in London (DSE), to create 
market exposure, market entry, marketing and sales.  Trade 
show follow-up consists of tailored company specific data 
sheets with leads and contact information

Å OTEXA interfaces with Foreign Military Sales (FMS) offices 
overseas and in Washington to train, create awareness and 
seek new business opportunities

Å OTEXA  offers information on Export Licensing  & Controls
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OTEXA Services: Conduit 
to Military Sales - Continued

Å OTEXA assists with marketing suggestions/strategies 

for international sales

Å OTEXA offers seminars/webinars on specific topics

Å OTEXA works as a match-maker when a company needs complementary 
product or expanded production capabilities

Å OTEXA can tailor, develop and co-lead a trade mission for trade associations

Å OTEXA works with relevant trade associations and military organizations to 
keep abreast of developments and promote your companyôs products

Å OTEXA can facilitate contacts with universities involved in R&D for co -
development of  products
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OTEXA Services: Conduit to 
Military Sales - Continued

OTEXA works in tandem with associations such as:

Å American Apparel and Footwear Association 
(AAFA)

Å North Carolina Military Business Center 
(NCMBC)

Å National Textile Center (NTC)

Å Association of the United States Army (AUSA)

Å National Textile Association (NTA)

Å United States Industrial Fabrics Institute 
(USIFI), U.S. branch: Industrial Fabrics 
Association International (IFAI)

Å National Association of Uniform Manufacturers 
(NAUMD)

as well as Embassy offices in Washington, DC 
and state and local Chambers of Commerce 
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Associations with Beneficial Military Committees

Å National Textile Association (NTA) Mr. Hardy Poole, Regulatory 

& Technical Committee, 110 Hawthorne Lane,  Charlottesville, VA 22911.  
Phone: 434-296-4464, Cell:  434-962-4581, www.nationaltextile.org

Å National Association of Uniform Manufacturers (NAUMD)  
Mr. James Hangley, National Military Affairs Committee; For information, 
contact NAUMB President Richard Lerman.  Phone: 1.212.736.3010 Fax: 
1.212.736.3013  Rjlerman@naumd.com, www.naumd.com

Å US Industrial Fabrics Institute (USIFI) Ms. Ruth Stephens,  
1801 County Rd. B W. Roseville MN 55113-4061. Phone: 651-222-2508 Fax: +1 
651-631-9334   rastephens@ifai.com,  www.ifai.com

Å American Apparel & Footwear Association (AAFA) Mr. Kurt 
Courtney, Government Contracts Committee, 1601 N. Kent Street, Suite 1200 

Arlington, VA 22209 (703) 797 -9039 kcourtney@apparelandfootwear.org
www.apparelandfootwear.org

Å N.C. Military Business Center (NCMBC), Ms. Teresa 
Bouchonnett, North Carolina Military Business Center, PO Box 1748 

Fayetteville, NC 28302.  Tel 252-725-0951, bouchonnett@ncmbc.us
www.ncmbc.us

Å Association of the United States Army (AUSA) Mr. Alex Brody , 

2425 Wilson Blvd.  Arlington, VA 22201  Tel  703-907-2665, abrody@ausa.org
http://www.ausa.org
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DOC Contact for the Berry Amendment

Ms. Maria DôAndrea

Office of Textiles and Apparel

U.S. Department of Commerce

Washington, DC 20230

Telephone: (202) 482-1550

Email:Maria.DAndrea@trade.gov
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Other Avenues for 
Domestic and 
Foreign Military 
Sales
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What Is FMS?   
The Foreign Military Sales (FMS) program is the

U.S. Governmentôs program for transferring

defense articles, services, and training to other

sovereign nations and international organizations.

Under FMS, the U.S. government procures defense

articles and services on behalf of the foreign

customer. Countries approved to participate in this

program may obtain defense articles and services

by paying with their own national funds or with

funds provided through U.S. government-

sponsored assistance programs. In certain cases, 

defense articles, services and training may be 

obtained on a grant basis. The Defense Security 

Cooperation Agency (DSCA) administers the FMS 

program for the Department of Defense (DoD).

Foreign Military Sales

How can I find out more about the FMS 

program? 

Check out their website at www.dsca.mil, call 

703-601-3670, or send  DSCA an e-mail at

LPA-Web@dsca.mil.

mailto:LPA-Web@dsca.mil
mailto:LPA-Web@dsca.mil
mailto:LPA-Web@dsca.mil


How Does FMS Operate?

Å FMS is managed and operated by DoD on a no-profit and no -loss basis. Countries and international 
organizations participating in the program pay for defense articles and services at prices that recoup the 
actual costs incurred by the United States. This includes a fee (currently 3.8% of what the defense articles 
and/or services cost, in most instances) to cover the cost of administering the program. 

Å When defense articles and/or services are required, the requesting country's representative provides a Letter 
of Request (LOR) to their U.S. counterpart. Copies are sent to the Department of State (DoS) Bureau of 
Politico -Military Affairs and the DSCA. The original is furnished to the DoD Military Department or other 
implementing Defense Agency that will prepare the response in the form of a LOA. 

LOAs take three forms: 

Å Defined Line. Certain defense articles and services can be provided only on Defined Line LOAs, which offer 
items at individually estimated prices and delivery dates. The U.S. Government, where necessary, in turn 
contracts for the defense articles and services that are required to fulfill the LOA. 

Å Blanket Order. Most repair parts and routine services can be offered under Blanket Order LOAs. These LOAs 
are perfectly suited for addressing recurring needs (i.e., where the customer will require additional defense 
articles or services on a periodic or frequent basis). Once established, the Blanket Order LOA reduces the time 
needed for processing an order and contracting for the items and/or services required. 

Å Cooperative Logistics Supply Support Arrangement (CLSSA). Under the CLSSA, the customer acquires access 
to the U.S. logistics pipeline for the support of specified end items. This allows supply of repair parts from 
existing U.S. stocks, without waiting for completion of a procurement cycle. CLSSAs are normally established 
for countries with well -developed logistics systems and with larger quantities of end items to be supported. 
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What Are the Differences Between FMS and Direct Commercial 
Sales of U.S. Defense Articles or Services?

Å With few exceptions, the U.S. does not care whether a customer acquires its defense 
articles and services under FMS or through Direct Commercial Sales (DCS).

In general, LOAs promote standardization (by providing customers with defense articles 
identical to those used by U.S. forces), provide contract administration services which 
may not be readily available otherwise, and potentially help lower costs by consolidating 
FMS buys with U.S. purchases. DCS allow the purchaser more direct interface during 
contract negotiation (and likely more opportunity for firm -fixed priced contracting), and 
acquire non-standard defense articles where special requirements demand tailoring the 
articles to meet a particular need.

One common misperception: Although the extent of DoD involvement is different, 
technology release approvals, and third country transfer approval requirements are the 
same for both  methods of purchase.

Additional Information:

The following publications are recommended. 

Å DoD 5105.38-M, Security Assistance Management Manual (SAMM )

Å A Comparison of Direct Commercial Sales and Foreign Military Sales for the Acquisition of U.S. Defense 
Articles and Services

14

http://www.dsca.mil/samm
http://www.dsca.mil/samm
http://www.dsca.mil/samm
http://www.dsca.mil/samm
http://www.dsca.mil/samm
http://www.dsca.mil/samm
http://www.disam.dsca.mil/pubs/DR/greenbook/App 4/Appendix 4.pdf
http://www.disam.dsca.mil/pubs/DR/greenbook/App 4/Appendix 4.pdf
http://www.disam.dsca.mil/pubs/DR/greenbook/App 4/Appendix 4.pdf


Proactive and Reactive

Foreign Military Sales:
Å OTEXA is often contacted by our 

Commercial Service Posts overseas

with leads for Foreign Military Sales.

An example of this would be Morocco,

with whom weôve been working 2.5 years.

Non-Foreign Military Sales:
Å OTEXA is exposed to military buyers at 

international shows. As a result we have 

been able to interface our companies with 

military procurement from the UK, Brazil, 

Denmark , the UAE and the Kingdom of Saudi Arabia.
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Procurement Technical Assistance Centers 

The Defense Logistics Agency, on behalf of the Secretary of Defense, administers the DoD Procurement Technical 

Assistance Program (PTAP). PTA Centers are a local resource available at no or nominal cost that can provide 

assistance to business firms in marketing products and services to the Federal, state and local governments . 

http://www.dla.mil/db/procurem.htm 

Procurement Technical Assistance Centers
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Example of Technical Assistance Center
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Contractors can solicit the Military Services to 
offer items for sale through various web sites:

ÅArmy: 
ï http://www.sellingtoarmy.info/user/showpage.aspx?SectionID=9

ÅNavy:
ï http://www.donhq.navy.mil/OSBP/

ÅAir Force:
ï http://selltoairforce.org/index.php

ÅMarine Corps:
ï http://www.donhq.navy.mil/OSBP/activities/marine -corps.html

ÅContractors can also respond to Solicitations for bid at:

ï https://www.fbo.gov/
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Trade Show Schedule: Military/Technical Textiles

DSEI (London, England)

Future Soldier  (Prague, Czech Republic)          September 13-16, 2011 

October 14-16, 2010                                               

IDEX (Abu Dhabi, UAE)                       Techtextil India ( Mumbai, India)

February 20-24, 2011                               October 10-12, 2011

Techtextil (Frankfurt, Germany)

May 24-26, 2011

Milipol (Paris, France)

October 18-21, 2011
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U.S. Department of Commerce NATO Business 
Opportunities

Office of Strategic Industries and Economic Security 
Bureau of Industry and Security
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ÅNATO procurements include infrastructure, military, and civil 
procurement opportunities (~ 27% U.S. funded)

ï The NATO Security Investment Program (NSIP), implemented under the 
Infrastructure Committee (IC), funds investments in military capabilities 
and common support facilities, such as command, control, 
communications, and information systems (C3I); transportation; storage; 
airfields, fuel pipelines, harbors, and navigational aids

- The Military Budget Committee (MBC) funds the alliance's military 
headquarters, regional commands, and activities, including their 
operating and maintenance costs

ï The Civil Budget Committee (CBC) funds the cost of NATO's current civil 
headquarters and personnel in Brussels.  In addition, the CBC is funding 
the construction project of NATOôs new Headquarters, estimated at over 
$500 million
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NATO Procurement Opportunities

ÅInternational Competitive Bidding (ICB) opportunities constitute large 
infrastructure projects authorized by the Infrastructure Committee or the 
Military Budget Committee

ÅHost Nations include NATO procurement agencies (NAMSA, NC3A, SACT, 
SHAPE, etc.) and NATO member governments

ÅCommerce advertises upcoming NATO ICBs on the Federal Business 
Opportunities (FedBizOpps) website www.fbo.gov

ÅU.S. General Services Administration (GSA) Schedules can be used by 
NATO

ÅThe commercial sections within the U.S. Embassies of each NATO 
member country have the responsibility of assisting in the dissemination 
of NATO procurement opportunities among the U.S. Government, the 
Host Nation and industry
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NATO Approval/Nomination

ÅBefore a company can be nominated to the bidders list for an ICB 
procurement, the Department of Commerce must approve one of its U.S.-
based facilities for participation in NATO ICB

ïCompanies must submit an application (BIS-4023P form) for each facility they 
want approved for participation in NATO ICB

ïVisit 
www.bis.doc.gov.gov/defenseindustrialbaseprograms/OSIES/NATOprograms
/index.htm

ïOnce approved, the firm can request that Commerce 

issue a Declaration of Eligibility (DOE), which is 

used to nominate an approved facility to the bidders 

list for a particular NATO ICB procurement

ïWithout the Declaration of Eligibility , a company 

will not be allowed to submit a bid
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NATO Security Investment Program

Å In FY 2009,  Commerce advertised 54 NATO ñICB projectsò via 
the FedBizOpps system

Å 472 US firms approved for NAMSA ñDeclarations of Eligibilityò

Å 90 ñApproval Lettersò issued to US firms for  NATO International 
competitive Bidding (ICB)

Å 151 ñDeclarations of Eligibility Lettersò issued to US firms for 
NATO ICB

Å 25  US firms approved for NC3A ñBasic Ordering Agreementsò 
(BOA)

Å 41 ñE-mail Inquiriesò awaiting receipt of additional NSIP 
documentation

24



Embassy Team Responsibilities under NATO 
Security Investment Program

ÅEmbassy receives a copy of the Notification of Intent (NOI) and subsequent 
amendments for each ICB opportunity issued by its Host Nation

ÅEmbassy is responsible for immediately forwarding NOIs and all other ICB 
documents to Commerce

Å Embassy will receive DOEs from Commerce and nominate the firms to the bidders 
lists by forwarding the DOEs to the Host Nation

Å Embassy is responsible for responding to inquiries from Commerce and industry 
regarding NATO procurements tendered by the Host Nation

Å Embassy may provide updates on ICB schedules, including expected/actual 
Invitation for Bid (IFB) release date and bid closing date, as well as information on 
Host Nation contract selection

Å Embassy Team may also advertise Notifications of Intent (NOI) on other websites 
in order to expand outreach to industry
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Additional  NATO 
Opportunities

Companies are encouraged to pursue non-ICB
opportunities by joining the suppliers lists of 
the following NATO entities:

Å NATO Maintenance and Supply Agency (NAMSA) Source File
ühttps://www.natolog.com/EPROCUREMENT/

Å NATO Consultation, Command and Control Agency (NC3A) Basic Ordering 
Agreement (BOA)
ühttp://boa.nc3a.nato.int/

Å Supreme Headquarters Allied Powers Europe (SHAPE) Supplier Database
ühttp://www.nato.int/shape/community/budfin/

Å Supreme Allied Commander Transformation Supplier List
ühttp://www.act.nato.int/
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Instructions for NATO International 
Competitive Bidding (ICB)

ÅAny U.S. firm desiring to participate in NATO ICB must 

be approved by the Department of Commerce, Bureau of 

Industry and Security, Office of Strategic Industries and Economic Security

- If a change in corporate status occurs (e.g. merger, acquisition or reorganization 
of the relevant business unit), a new NATO ICB application should be submitted

ÅFirms are required to submit the following for each facility to be approved for NATO 
bidding:

- One completed copy of form BIS -4023P ; separate form to be submitted for each facility
üComplete legal name & address of entity to be approved entered in item 1
ü Items 3 & 8 should be signed & dated by a security official and a ranking company 

official, respectively, of the facility seeking NATO ICB approval
ü Item 3 requests information on the facility security clearance required to qualify for 

participation in bidding on classified procurements. A facility clearance is not 
required for NATO ICB approval in general nor for nomination to the bidders list for 
NATO unclassified procurements.  A facility clearance is required for nomination to 
the bidders list for NATO classified procurements.  
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Instructions for NATO ICB, continued

Instructions for Form BIS -4023P, continued
ü To assist in establishing a companyôs technical ability, Item 5 asks for a narrative 
resume that provides a description of the facilityôs recent technical contracts, along 
with references to work performed for U.S. and local governments, as well as foreign 
countries 

ü Item 6 asks for a current annual report or set of financial documents that have been 
prepared and verified by a CPA. If a separate annual report is not prepared by a 
subsidiary, the financial report for the parent company may be submitted

ü Item 7 should identify the goods and/or services provided by the facility being 
considered for NATO ICB using the North American Industry Classification (NAIC) 
code number

ü Form BIS-4023P can be downloaded from

www.bis.doc.gov/defenseindustrialbaseprograms/osies/natoprograms/bis -4023p.pdf

For questions, contact Ms. Elsie Carroll, telephone (202) 482-8228;

fax (202) 482- 5650; email:  ecarroll@bis.doc.gov
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Filtered NATO Leads

ÅTo assure that you receive NATO leads 

accurately and promptly

- Go to FedBizOpps, www.fbo.org

- Register as a vendor

- Click on the link Location/Agency Admin

- Go to Table of Contents, section (4) ñread and follow 
the directionsò

- Use Department of Commerce and Bureau of 
Industry and Security as your search parameters
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Doing Business with NATO

POINTS OF CONTACT

For the Supreme Allied Commander Transformation (SACT):

Mr. Alex McDonald

Deputy Purchasing and Contracting Officer

Supreme Allied Commander Transformation (SACT)

BUDFIN - Purchasing & Contracting Office

Telephone (757) 747-3695

Fax (757) 747-3525

Email:  Alex.Macdonald@act.nato.int

For the NATO Consultation, Command and Control Agency (NC3A):

Mrs. Marleen Descamps -De Geest

Senior Contracting Assistant

Basic Ordering Agreements (BOAs)

NATO Consultation, Command and Control Agency

Telephone (011)(32) 2-707-8591

Fax (011)(32) 2-707-8770

Email:  marleen.descamps@nc3a.nato.int
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Doing Business with NATO, cont.

POINTS OF CONTACT, cont.

For the NATO Maintenance & Supply Agency (NAMSA):

Mr. Marc Entringer

NATO Maintenance & Supply Agency (NAMSA)

Procurement Division/Source File Section

Telephone (011)(352) 3063-6319

Fax (011)(352) 3063-4319

Email:  mentringer@namsa.nato.int

For the Supreme Headquarters Allied Powers Europe 
(SHAPE):

Mr. Danny Hovaere

Chief Purchasing and Contracting Branch

ACE  Head of Contacts

Supreme Headquarters Allied Powers Europe (SHAPE)

Telephone (011)(32) 65-44-3919

Fax (011)(32) 65-44-3541

Email:  danny.hovaere@shape.nato.int
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Department of Commerce Point of 
Contact for NATO

Ms. Elsie Carroll
NATO Program Specialist

Bureau of Industry and Security
Telephone (202) 482-8228

Fax (202) 482-5650
Email:  ecarroll@bis.doc.gov

BIS website:  www.bis.doc.gov
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Selling to NATO-

The NATO Maintenance and 
Supply Agency (NAMSA) 
Registration Process



Brief Overview of NAMSA:

In order to be considered for NATO procurement by the 28 NATO

Countries and the 12 NAMSA inclusive Partners for Peace Nations (PfP-

Austria, Azerbaijan, Belarus, Finland, the former Yugoslav Republic of

Macedonia, Georgia, Kazakhstan, Moldova, Sweden, Switzerland,

Ukraine and Uzbekistan), you need to register 

on the NATO Maintenance and Supply Agency

(NAMSA) registration site. 

This is a basic ñHow Toò  register your company with NAMSA for

NATO procurement. We will guide you through the steps to registration.
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NATO Procurement Processes: 
Summary 

Å Businesses interested in procuring contracts with NATO headquarters or operational 
divisions are advised to use various resources to increase the probability of getting 
their company details into vendorsô databases. 

Å NATO has a number of different agencies that have their own acquisition processes, 
and the procurement of goods is generally based on the identification of a particular 
budgetary line instead of the needs of particular agencies. In this regard, the most 
prominent agencies are NAMSA, NC3A, NCSA, NACMA and NAPMA, along with 
procurement from NATO headquarters.  NAMSA is the most appropriate self 
registration site for textile and textile related products.

Å NATO procurement offers great potential trade opportunities for U.S. companies in 
sectors ranging from security and defense to maintenance and repair services. 

Å This presentation will highlight some of the points of contact for companies 
interested in doing business in the defense, aerospace, military, safety and security 
areas primarily, as well as a handful of other sectors of indirect interest. 
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The Importance of  NAMSA Registration :

NAMSAôs main task is to assist NATO nations by 

organizing common  procurement and the supply of spare 

parts and arranging maintenance and repair services 

necessary for the support of various weapon systems in their inventories. This

assistance is available whenever two or more nations operate the same system and

have made a conscious decision to use NAMSAôs support facilities.

As NATOôs premier logistics Agency, NAMSA provides cooperative logistics 

services to its customers ïthe NATO nations and other NATO bodies ï

underpinned by three basic principles: consolidation, centralization and 

competition.
Å Consolidation. NAMSA consolidates identical or similar logistics requirements expressed by two or 

more of its customers. The consolidation of requirements means larger quantities can be ordered, resulting 
in lower prices.

Å Centralization. By placing their requirements with NAMSA, customers have the added advantage of 
addressing a single entity rather than having to deal with a multitude of suppliers.

Å Competition. NAMSAôs international competitive bidding allows a widest market to be scoured to obtain 
the best quality at the lowest prices.
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Step 1: Begin Registration Process:
NAMSA Homepage (http://www.namsa.nato.int/ ) 
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To register your company- Click ñOur businessò

http://www.namsa.nato.int/


Step 2: 
Follow NAMSAôs Business to Procurement and Click 

ñSupplier Registrationò
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Step 3:  Click ñ Apply For Registrationò
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A.) NAMSO ( NATO Maintenance and Supply Organization) - comprises the legislative entity, the 

Board of Directors (BOD), and NAMSA, the executive agency. NAMSO countries are the 28 NATO 

countries.

(See Footnote A)



Step 4: Registration Continued:

As of 15 July2010, companies are requested to 
register online at:
https://www.natolog.com/registration/Registration.aspx

Important Stipulations:

Å It is mandatory to be registered as a supplier to do business with NAMSA. 
As a registered supplier, you will be contacted for new RFPs (request for 
proposal) if your registered capabilities match the requirements of the RFP. 
In addition, you will have access to several e-Procurement applications.

Å When you have completed the registration process, NAMSA will take the 
necessary steps to obtain, if required, from the appropriate authority in 
your firmôs host country, a certification that your firm is not ineligible to 
participate in procurement actions initiated by the national military 
services of that country. Only after this certification has been received, can 
your firm be entered into their Source File.
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Registration Continued:
Step 5: Click ñContinueò 

(https://www.natolog.com/registration/Registration.aspx )
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Step 6: Please Fill in the Information and Click 
ñStep 2ò and Follow the  Instructions:
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After the first register button, an automatic E-mail will be sent to your company with an Internet link where 

documents, Application form, Pricing policy, Firm description and also any other company documents can be 

added. Then click the ñREGISTERò button.


