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FINANCING AMERICA’S MANUFACTURING
AND INDUSTRIAL BOOM

WEDNESDAY, MAY 14, 2025

UNITED STATES SENATE,
COMMITTEE ON SMALL BUSINESS
AND ENTREPRENEURSHIP,
Washington, DC.

The committee met, pursuant to notice, at 2:35 p.m., in Room
428A, Russell Senate Office Building, Hon. Joni Ernst, chairwoman
of the committee, presiding.

Present: Senators Ernst [presiding], Young, Hawley, Markey,
Cantwell, Shaheen, Rosen, and Hickenlooper.

OPENING STATEMENT OF SENATOR ERNST

CHAIR. I call the Committee on Small Business and Entrepre-
neurship to order, and I apologize for my tardiness. I am excited
to hold this hearing to discuss opportunities to reignite investment
in small American manufacturers and ensure our industrial future
is built right here at home.

America is and has always been a nation of builders. Men and
women who roll up their sleeves, put in a hard day’s work and take
pride not just in what they make, but what it means for their fami-
lies, their communities, and their country. That entrepreneurial
spirit is in our DNA.

For far too long Washington looked the other way as factories
and farms shut down and the jobs that once sustained many U.S.
families were shipped overseas. Despite the importance of domestic
industrial production to our national security, production of critical
goods was offshored to foreign countries. In doing so, we’ve made
ourselves dependent on an international supply chain offering fast,
mass-produced goods, mostly coming from China.

This came at a cost, not just economic, but strategic. In January
of this year, the U.S. recorded a $29.7 billion trade deficit with
China. We’ve been massively reliant on our chief adversary for the
goods and services we consume. Today, the manufacturing sector
comprises only 10.1 percent of America’s gross domestic product, a
figure trailing most other industrialized nations. We've left our-
selves economically beholden to the rest of the world and hollowed
out our industrial core that once employed millions of Americans.

We cannot accept that status quo. I believe in a great American
comeback, one driven by the world’s most talented workforce and
a new era of domestic manufacturing ensuring this nation’s eco-
nomic security. We can make “Made in America” the norm instead
of the exception.
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Thanks to President Trump’s leadership, we are already seeing
the early signs of a manufacturing revival and industrial boom in
Iowa and all across the country. No group is more eager to lead
this charge than small manufacturers who make up 98 percent of
all manufacturing firms in the United States. Theyre ready to
build, ready to grow, and they want to do it here in the United
States.

But Washington needs to do its part. It’s time Congress acts to
ensure that the federal government does not stand in the way of
small manufacturers. We must empower them by providing them
the tools they need to generate new jobs, to rebuild and fortify
American supply chain stability, and to reduce our reliance on
other countries, including adversaries.

However, breaking ground on new manufacturing facilities or up-
grading existing ones is a major investment. In many cases, these
projects require long-term financing options, which can be particu-
larly difficult for small businesses to access. That is why I was
proud to introduce the Made in America Manufacturing Finance
Act, along with another member of this committee, Senator Coons.
This bipartisan legislation would double the SBA-backed loan limit
from $5 million to $10 million for small manufacturers.

By allowing manufacturers to access greater capital, my legisla-
tion encourages small manufacturers to invest in their operations
and support the training and expansion of our manufacturing
workforce. This is about leveling the playing field for American
manufacturers on the world stage. It is a straightforward, common
sense and bipartisan solution to unlock the potential small manu-
facturers have to secure our national and economic security.

I am also interested in how we can leverage another SBA pro-
gram, the Small Business Investment Company, SBIC, to support
small manufacturers. This program supports the flow of private
capital to small businesses across the country.

I'm grateful that we'’re joined today by Mr. Mickelson from Iowa
and Mr. Geis from Missouri who invest in small businesses across
the heartland through the SBIC program. I look forward to hearing
from all our witnesses about how we can best align SBA programs
and private investment to spark America’s next industrial boom.
The independence, prosperity, and security of our next generation
depends on it.

Thanks to our witnesses for being here today, and I look forward
to your testimony. And with that, I now recognize Ranking Member
Markey for his opening statement.

STATEMENT OF SENATOR MARKEY

Senator MARKEY. Thank you, Madam Chair, so much. And we
are here to talk about small business manufacturers, which con-
tribute to our local economies and provide well-paying jobs for
American workers. But we must address the elephant in the room
when it comes to American manufacturing, Trump’s destructive
small business killing tariffs.

The Boston Globe, on Friday, that is five days ago, the headline
is Massachusetts Port Authority. That’s the entry point for New
England. They expect shipping volume in June to decrease by 35
percent compared to last year. That’s in June. And we do know
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this, you know, when there’s a 35 percent decline in those con-
tainers coming in, that’s the trade. That’s what helps manufactur-
ers.

There are about 40,000 small manufacturers who are hit by tar-
iffs at both ends as importers and as American producers, who are
going to be affected by this and they’re the most vulnerable. Those
aren’t the big companies. Those are the little companies. They just
live month to month. And so that’s a very dangerous development.
We can’t afford to have a one third reduction in New England of
the containers coming in. That is trade.

And the biggest issue for small businesses, whether they are
manufacturers or clothing shops or restaurants or hardware stores,
is the uncertainty caused by Trump’s rollercoaster tariff policy.
Over the past month, the mood on Main Street has soured. Small
business owners planning to hire new employees has fallen to a
four-year loan, as sales decline and the future remains uncertain.
And unlike large corporations, small businesses cannot absorb tar-
iff costs and ride out the storm, even as the vast majority of small
businesses are seeing massive tariff induced cost hikes, this admin-
istration is offering exemptions for billion-dollar corporations.

If you can get a dinner invitation to Mar-a-Lago like the heads
of Apple and Google, you can secure an exemption for your indus-
try. But no small businesses receive support from this Administra-
tion on how to navigate these constant policy changes. And mean-
while, these tariffs are destroying the small manufacturing growth
we saw during the Biden Administration.

In fact, the Biden Small Business Administration made more
than $10 billion in loans to small manufacturing, contributing to
775,000 new manufacturing jobs. President Trump likes to play the
hero, but in his first term, his SBA made $2 billion less in small
manufacturing loans than the Biden Administration, and they lost
200,000 manufacturing jobs. And now in his second term, he is hit-
ting small manufacturers where it hurts. The cost of building a fac-
tory is skyrocketing because of the tariffs. The Trump tariffs are
not a recipe for a manufacturing boom. They're a recipe for manu-
facturing doom.

My witness today who makes guitar pedals in Akron, Ohio did
not have the opportunity to dine with the President of Mar-a-Lago.
Now she is unsure if her small manufacturing business will survive
the uncertainty and crushing cost increases unleashed when the
President began his trade war on Main Street, turning Main Street
into Pain Street. They're the ones who are feeling this most ad-
versely.

President Trump has kneecapped small businesses that build
high quality products here in the United States, because of his
naive and misguided vision of how supply chains work. With very
few exceptions, American companies that build here must rely at
least to some extent on components made elsewhere. We can’t have
35 percent fewer containers coming into America, into the Port of
Boston of New England. This includes the 40,000 small manufac-
turers who are being crushed by tariffs at both ends, as importers
buying parts and as exporters facing retaliatory tariffs.

So, I've heard from small businesses in Massachusetts, there’s a
paranoia which has set in and I've heard from all across America
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about the impacts of these tariffs. Last week, I spoke with
Brandale Randolph, founder of 1854 cycling company, an electric
bike manufacturer based in Massachusetts. Brandale shared with
me that his company finally recovered from the $45 million, which
they lost during COVID, only to now be forced to decide whether
or not they can weather this new disaster. The message from 1854
and other small businesses across the country is clear; these tariffs
are going to put them out of business.

And that’s why last week I introduced the Small Business Lib-
eration Act, to exempt small businesses from the Trump tariffs,
just exempt them. Small business owners are our neighbors, our
friends, our family. We must provide the necessary relief so that
they can operate and grow and succeed. They're not Democrat or
Republican businesses. They’re not blue or red small businesses.
This should not be a partisan issue.

The National Chamber of Commerce has said that we should ex-
empt small businesses. I'm with the National Chamber of Com-
merce. They're speaking for every Chamber of Commerce all across
the country, exempt small businesses from the tariffs. I have intro-
duced the legislation; we should try to find a way to expedite its
passage on the floor of the Senate. I thank you, Madam Chair.

CHAIR. Thank you, Ranking Member Markey. Again, I want to
extend a warm welcome to all of our witnesses for being here
today. And I'll now introduce the three witnesses who are testifying
today on behalf of the majority. And I am thankful that you all
took time out of your busy schedules to share your expertise on
SBA’s Small Business Investment Company program and attract-
ing investment to manufacturing.

And I am going to start with Mr. John Mickelson, who is an
Iowan, and he is the co-founder and the managing partner for Mid-
west Growth Partners, an Iowa-based private investment partner-
ship founded in 2013. Midwest Growth Partners is a licensed rural
business investment company and small business investment com-
pany.

Mr. Mickelson previously served as a West Des Moines city coun-
cilman—and thank you very much for your service—served on the
board of the State Historical Society of Iowa and currently serves
on the board of the Small Business Investor Alliance and the
Young President’s Organization, Iowa.

He received his JD, his MBA, and his BBA from—what univer-
sity was that? The University of Iowa. So, from a Cyclone to a
Hawkeye, sorry you couldn’t get into Iowa State. So anyway, thank
you John very much. And I will also note he was a letter winner
on the University of Iowa’s football team. So, to that “Go Hawk-
eyes.”

Next, Mr. Brian Riley is the founder and CEO of Guardian
Bikes, a children’s bicycle manufacturer based in Seymour, Indi-
ana. He previously was the founder and CEO of SureStop, a com-
pany that developed, patented, and commercialized a proprietary
braking technology for bikes. Mr. Riley holds a bachelor’s degree
from California Polytechnic State University.

Our third witness, Mr. Benjamin Geis, is a managing director of
Eagle Private Capital. He formerly served as Chief Financial Offi-
cer of the Fund Manager. Prior to January of 2004, Mr. Geis was



5

in the assurance and Dbusiness advisory practice of
PricewaterhouseCoopers, LLP, where he started his career.

He holds an undergraduate business degree from Rockhurst Uni-
versity and is a member of the American Institute of Certified Pub-
lic Accountants, and the Missouri Society of Certified Public Ac-
countants. And thank you again. And I will go ahead since Senator
Markey stepped out to go vote, I'll go ahead and introduce you Ms.
Robbins.

It’s Ms. Julie Robbins, and she is the CEO of EarthQuaker De-
vices, a guitar effect pedal manufacturer based in Akron, Ohio. She
was previously a financial planner at First Merit Bank. Ms. Rob-
bins has a bachelor’s degree from Baldwin Wallace University. And
thank you Ms. Robbins for being with us today as well.

And so, with that, we will start the witness testimony and you
will each have five minutes for your testimony and we will start
with Mr. Mickelson. You're recognized.

STATEMENT OF MR. JOHN MICKELSON, MANAGING PARTNER,
MIDWEST GROWTH PARTNERS, WEST DES MOINES, IOWA

Mr. MiCcKELSON. Thank you, Chair for the introduction, at least
at least most of it except for the Iowa State part. And thank you
distinguished members of the committee for welcoming us today.

My name’s John Michelson and I'm the co-founder and Managing
Partner of Midwest Growth Partners, a private investment part-
nership located in Des Moines, Iowa. Midwest Growth Partners
was established in 2013 with a thesis that institutional capital
doesn’t flow to many markets where it is needed.

Notably, small businesses in rural areas don’t have a natural
conduit to capital like larger enterprises or businesses in more pop-
ulated areas. But those overlooked markets have great businesses,
who employ more than 23 million individuals in the U.S. and who
need access to capital in order to grow or to facilitate orderly suc-
cession plans as business owners retire. Over 12 percent of jobs in
rural America—2.6 million—are in manufacturing.

Our investors include community banks, members of the farm
credit system, commodity advocacy groups such as the Iowa Corn
Growers and Rural Electric co-ops. They want financial returns for
their investment, but they also value supporting U.S. based small
businesses.

Midwest Growth Partners has invested in 42 such small busi-
nesses via two USDA Licensed Rural Business Investment Com-
pany vehicles or RBICs, and one SBA, licensed Small Business In-
vestment Company vehicle or SBIC. Starting with seven employees
after our first investment in 2014, today, Midwest Growth Partners
companies employ more than 3,000. These jobs all provide living
wages, benefits, much needed off-farm income for families. The av-
erage net job growth at each of our portfolio companies is over 20
percent.

Smaller businesses, particularly those in low income or rural
areas, tend to have more difficulty accessing traditional sources of
capital because they don’t have the balance sheets of big businesses
and are therefore seen as too risky. This is where RBICs and
SBICs fill the gap with capital.
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Established in 2002, RBICs fill small business capital gap by pro-
viding patient investments for small businesses throughout rural
America. Today there are 22 RBICs in operation with over 1.7 bil-
lion in committed capital. SBICs have been around since 1958.
SBIC funds are private investment vehicles that pool capital from
institutional investors with leverage from the SBA, which is in-
vested into businesses to help them grow. There are 318 SBICs
with over 46 billion in committed capital and SBA leverage. About
20 percent of those dollars are invested in small manufacturers, all
of which are domestic.

I'd like to provide you with a few examples of the impact that
has been made by Midwest Growth Partners Investments, thanks
in part, to the RBIC and SBIC programs.

The first is AgCertain, which is a manufacturer of refined glyc-
erin and specialty edible oils located in Boone, Iowa, a community
of 12,000. When Midwest Growth Partners invested in 2019,
AgCertain employed 22 people. Today they have 42. In addition to
the employment growth, the company has invested more than $32
million in capital improvements in the facility, including refinery
upgrades, installation of a storage tank farm, pipe racking creation
of two rail spurs, a storm water container facility, and a new boiler.

Another example would be Shells By Design. A manufacturer of
tart shells and desserts located in Garner, Iowa, population 1,200.
When Midwest Growth Partners invested in the Shells platform in
2023, they had 40 employees. Today they have 67. In addition to
the job growth the company has spent more than $500,000 in facil-
ity improvements and incorporated automation into their manufac-
turing process.

Success stories like these manufacturing companies in small
town Iowa don’t happen accidentally. Innovative entrepreneurs, a
dedicated workforce and capital formation are critical to continue
to create more of these successes and the need is there. Midwest
Growth Partners routinely reviews more than 800 opportunities a
year and executes approximately five.

Capital formation can only be accelerated by providing a regu-
latory and policy environment which is reliable for parties in the
capital markets. A good example of encouraging this is the bipar-
tisan investing in All of America Acts. In this Congress, the bill
was introduced in the house in March, with a key improvement to
direct more investment in domestic manufacturing.

As mentioned previously, about 20 percent of all SBIC invest-
ments are made in small manufacturers, and if enacted, this legis-
Lation can unlock significantly more for our domestic industrial

ase.

The investing in All of America ACT would: increase capital for
the SBIC program which is market driven, and a hundred percent
used for American small businesses, would specifically target mar-
kets like where Midwest Growth Partners is investing today, such
as rural and low-income geographies, and finally it would provide
leverage for small manufacturers additional leverage. This is all
done without new spending, new appropriations, new subsidies, or
new mandates.

Thank you, and I would welcome any questions that you have.

[The prepared statement of Mr. Mickelson follows.]
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Good afternoon distinguished members of the committee, and thank you Chair Ernst for the
introduction. My name is John Mickelson, and | am the Co-founder and Managing Partner of
Midwest Growth Partners, a private investment partnership located in Des Moines lowa, with an
additional office in Omaha, Nebraska.

Midwest Growth Partners was established in 2013 with a thesis that institutional capital doesn’t
flow to many markets where it is needed. Notably small businesses and companies that are in
small communities, which are often in rural areas, don’t have a natural conduit to capital like
larger enterprises or businesses in more populated areas. But those overlooked markets have
great businesses who employ more than 23 million" individuals in the US and who need access
to capital in order to grow or to facilitate an orderly succession plan as owners retire. Over 12%
of jobs in rural America — 2.6 million — are in manufacturing.?

Our investors include community banks, members of the farm credit system, commodity
advocacy groups such as the lowa Corn Growers, rural electric co-ops, and successful families.
They want financial returns from their investment, but they also value supporting US-based
small businesses.

Since its founding, Midwest Growth Partners has invested in 42 small companies, via two USDA
licensed Rural Business Investment Company vehicles (RBIC) and one SBA licensed Small
Business Investment Company vehicle (SBIC). Starting with seven employees after our first
investment in 2014, today Midwest Growth Partners companies employ more than 3,000. These
jobs all provide living wages, benefits, and much-needed off-farm income for families. The
average net job growth at each of our portfolio companies is 20.5%.

Both the RBIC and SBIC programs are successful public private partnerships that bring
investment capital to areas often overlooked by the nation’s financial centers. Traditionally,
banks help finance small businesses that have a stable revenue history and assets to borrow
against.

' See Rural America at a Glance 2022 Edition, USDA, available at Rural America at a Glance: 2022
Edition
21d.

1080 in Creek Parkway, Suite 340N | West Des Moines, lowa 50266 | p: 515.421.4800 mgpfund.com



Unfortunately, smaller businesses, particularly those in low-income or rural areas tend to have
more difficulty accessing traditional sources of capital because they don’t have the balance
sheets of big businesses and are therefore seen as too risky.

This is where RBICs and SBICs fill the gap with the first institutional capital to be deployed into
the small business. This capital fortifies the small business’s balance sheet enabling them to
grow and eventually access conventional bank capital.

Established in 2002, RBICs fill the small business capital gap by allowing funds to provide
patient, more flexible investments for small businesses throughout rural America. Today, there
are 22 RBICs in operation with over $1.7 billion in committed capital. Unlike SBICs, RBICs
cannot draw leverage from the federal government so all commitments are private capital.

SBICs have been around since 1958. SBIC funds are private investment vehicles that pool
capital from institutional investors with leverage from the SBA which is invested in businesses to
help them grow. There are 318 SBICs with over $46 billion in committed private capital and SBA
leverage. About 20% of those dollars are invested in small manufacturers, all of which are
domestic.

I'd like to provide you with a few examples of the impact that has been made by Midwest
Growth Partners investments thanks, in part, to the RBIC and SBIC programs.

AgCertain — is a manufacturer of refined glycerin and specialty edible oils and is located in
Boone, lowa, a community with a population of 12,000. When Midwest Growth Partners
invested in 2019, AgCertain employed 22 people. Today they have 42. In addition to the
employment growth, Midwest Growth Partners and its other partner owners have invested more
than $32 million in capital improvements in the facility including refinery upgrades, installation of
storage tank farm and pipe racking, creation of two rail spurs, a storm water containment facility,
a new boiler, and various utility upgrades.

Another example would be Shells By Design, a manufacturer of innovative tart shells and
desserts located in Garner, lowa, population 1,200. When Midwest Growth Partners invested in
the Shells platform in 2023, they had 40 employees. Today they have 67. In addition to the job
growth, Midwest Growth Partners has spent more than $500,000 in facility improvements and
incorporating automation equipment into manufacturing processes.

1080 in Creek Parkway, Suite 340N | West Des Moines, lowa 50266 | p: 515.421.4800 mgpfund.com



10

Success stories like these manufacturing companies in small town lowa don’t happen
accidentally. Innovative entrepreneurs, a dedicated workforce, and capital formation are critical
to continue and create more of these successes. And the need is there. Midwest Growth
Partners routinely reviews 800 investment opportunities a year and executes approximately five.

Capital formation can only be accelerated by providing a regulatory and policy environment
which is reliable for parties in the capital markets. A good example encouraging this is the bi-
partisan Investing in All of America Act, led last congress in the Senate by Senator Hickenlooper
of Colorado and Marshall of Kansas and Representative Meuser of Pennsylvania and Scholten
of Michigan in the House. This Congress, the bill was reintroduced in the House (H.R. 2066) in
March with a key improvement to direct more investment in domestic manufacturing. As
mentioned previously, about 20% of all SBIC investments are made in small manufacturers and
if enacted, this legislation can unlock significantly more for our domestic industrial base.

The Investing in All of America Act would (1) increase capital to the SBIC program which is
market-driven and 100% used for American small businesses; (2) specifically target overlooked
markets like where Midwest Growth Partners is investing today such as rural and low-income
geographies; and (3) provide bonus leverage for small manufacturers. This is all done without
new spending, appropriations, subsidies, or mandates.

Thank you and | would welcome any questions you have.

1080 Jordan Creek Parkway, Suite 340N | West Des Moines, lowa 50266 | p: 515.421.4800 mgpfund.com
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CHAIR. Thank you very much. And next, Ms. Julie Robbins,
you’re recognized.

STATEMENT OF MS. JULIE ROBBINS, CEO, EARTHQUAKER
DEVICES, AKRON, OHIO

Ms. ROBBINS. Thank you, Chair Ernst and all the members of
the committee. I appreciate the opportunity to share my experi-
ence. I'm the co-owner and CEO of EarthQuaker devices, a guitar
effect pedal manufacturer located in Akron, Ohio, and a member of
Main Street Alliance.

As someone who has devoted my life to running a small U.S.
manufacturing business, with a background in banking and in edu-
cation and economics, I have many suggestions and recommenda-
tions on this topic. However, without immediate relief from the tar-
iffs and ensuing trade war, U.S. manufacturing companies like
mine will not survive the summer.

I founded EQD with my husband, Jamie Stillman, 20 years ago.
And after all the challenges and struggles we have faced over the
years, I never imagined that the greatest existential threat to our
company would come from our own government. Since the tariffs
and ensuing trade war have gone into effect, our business and in-
dustry overall have suffered dire consequences.

Our costs have increased and our sales have fallen. Overall, year
to date, our sales are down 15 percent. April was down 33 percent.
We operate on a very thin margin to pay our employees living
wages and competitive benefits. If these losses persist or widen be-
yond the next month, we will have no option but to scale back ben-
efits and reduce our workforce.

Our company grew very much by the bootstraps, by starting
small and continuously investing in the business. We have utilized
the services of the SBA via a 7(a) loan. Our local export focused
SBDC at Cleveland State University, for step funded export train-
ing and matching grants and the Ohio TechCred grant to upskill
employees. We also extensively use the services of Magnet, a Cleve-
land based national Manufacturing Extension Partnership pro-
gram, for consulting education and networking.

Today we have 35 employees and we are a 100 percent USA-
based manufacturer, producing over 50,000 pedals per year. How-
ever, the raw materials used for our products are sourced from
abroad because there are no viable domestic manufacturers of the
electronics components we use in our products. While the compo-
nents originate overseas, we mostly purchase them from whole-
salers located in the USA.

To be clear, it would have always been a more affordable option
for us to manufacture overseas and another country such as China.
However, our values are to create and maintain good jobs in our
hometown, so we absorb the extra expense to make this work.

Akron suffered greatly after rubber manufacturers moved their
operations abroad in the seventies and eighties, and growing up in
that environment shaped our mentality on this. No matter what
anyone may claim on our behalf, it is not a cost-effective solution
to source or manufacture our components in the U.S. It is espe-
cially not feasible in the shorter intermediate term due to the un-
stable market conditions which have caused a cash flow crunch.
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Prior to the new tariffs in 2025, we paid approximately a dollar
40 per panel for blank PCBs from our longtime trusted supplier.
Searching for a domestic alternative, the prices ranged from $20
and 70 cents to $31 and 19 cents per panel. That is not a viable
option and would push our prices up far beyond what the market
will bear, and that is just one of the components that we use. We
have delayed product launches, as well as completely scrap plans
for new releases because of the increased costs and ongoing confu-
sion.

The changes announced on May 12th are a great example of the
continued confusion and uncertainty, exactly what is the new tariff
rate? Is it official? Can I update my planning? Things rarely re-
main the same from week to week. We have consistently been net
exporters. In fact, we were awarded the 2019 exporter of the year
by the SBA during President Trump’s first term.

However, today our exports are down as much as 50 to a hun-
dred percent. Our customers say this is due to anti-American con-
sumer sentiment, and the global financial fallout from the chaotic
rollout of U.S. tariffs. Small manufacturers in my industry are all
at risk of going out of business. We share frustration about the lack
of government support or resources, even as this threat being as
bad, if not worse, than COVID for my company. The SBA and MEP
network are losing funding at a time when they’re needed most.

Prior to implementing the tariffs, no one asked how we would be
impacted or what we would need to succeed. I feel an incredible
sense of frustration as the disparity between large and small busi-
nesses grow wider, and they benefit from exemptions and delays
that do not apply to us.

[The prepared statement of Ms. Robbins follows.]
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Testimony of Julie Robbins, CEO and Owner, EarthQuaker Devices LLC
U.S. Senate Committee on Small Business and Entrepreneurship
Financing America’s Manufacturing and Industrial Boom
May 14, 2025

Thank you, Chair Ernst, Ranking Member Markey, and all members of this committee. |
appreciate the opportunity to share my perspective on the topic of today’s hearing, Financing
America’s Manufacturing and Industrial Boom. That is a noble endeavor and one for which my
background in banking, investments and as a small business owner manufacturing in the USA
qualify me to offer my advice. However, without immediate relief from the tariffs and ensuing
trade war, US manufacturing companies like mine will not survive the summer and certainly will
not contribute to a boom.

My name is Julie Robbins and | am the CEO of EarthQuaker Devices, a guitar effect pedal
manufacturer based in Akron, OH. | own the company with my husband, Jamie Stillman, who
founded the company and designs the products. Prior to running EarthQuaker Devices, | worked
at a community bank — first as a branch banker. Then in the back office for investment services,
and finally as a financial planner serving many small business owners. | have a degree in
Economics from Baldwin-Wallace University, which was a significant achievement as | had my
first son, Gavin, a month after | turned eighteen, and a month before | graduated high school.

| founded EarthQuaker with my husband, Jamie Stillman twenty years ago, and after all the
challenges and struggles we have faced over the years, | never imagined that the greatest
existential threat to our company would come from our own government.

| am a third-generation small business owner, and both Jamie and | have always had an
entrepreneurial spirit. | started my first business, a cleaning company, when | was twelve. He
started his first business, a record label named Donut Friends, at the age of thirteen. When we
met in our late teens, | was a young single mother, having had my son Gavin a month after |
turned eighteen and a month before | graduated high school. We shared a strong work ethic, a
do-it-yourself mindset, as well has the strength and fortitude to forge our own paths, rather
than simply relying on an employer for a paycheck.

Our company grew very much “by the bootstraps,” by starting small and continuously
reinvesting in the business. We were never interested in taking on investors, but we did utilize
the services of the SBA via a 7(a) loan, our local export focused SBDC at Cleveland State
University for export training and matching grants, the Ohio TechCred grant to upskill
employees to promote our workforce from within, as well as foster a culture of continuous
EarthQuaker Devices
350 W Bowery St

Akron OH 44307 USA
www.EarthQuakerDevices.com
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improvement. We used the funds from the Payroll Protection Program during COVID and kept
our staff fully employed during all the lockdowns. We also extensively use the services of
Magnet, a Cleveland based national Manufacturing Extension Partnership program, for
consulting, education, and networking.

Today, we have thirty-five employees, and we are a 100% USA-based manufacturer. Our
capabilities include CNC routing, powder coating and UV printing enclosures, populating PCBs,
assembly and testing of finished products. However, the raw materials used for our products are
sourced from abroad. There are no domestic manufacturers of the electronic components used
in our products. They come from a variety of locations, mostly in Asia such as China, Maylasia,

South Korea, Taiwan, and Thailand but also from Canada and Mexico.

Since the tariffs and escalating trade war have gone into effect, our business has suffered dire
consequences. Our costs have increased drastically, while our sales have fallen rapidly. Although
we need to raise prices immediately, lack of clarity and uncertainty for the future hinder our
ability to plan and execute. Raising prices will undoubtedly contribute to an additional slowing
of sales. Our carefully crafted supply chain is disrupted, and we lack the resources to navigate
these changes without the resources of a large corporation.

Our small team has spent countless hours crunching numbers, running models, worst case
scenarios, searching for suppliers, attempting to set up accounts with new vendors, researching
mitigation strategies — only to have the situation change quickly and with no notice. We have
delayed product launches as well as completely scrapped plans for new releases because of the
increased costs and ongoing confusion.

We have heard of news of exemptions and raced to see if our components were included, only
to find that they were added to benefit large corporations. Large technology or automobile
companies have departments of lawyers and analysts to help them lobby for and negotiate
policies for their benefit. As a small business owner, | feel an incredible sense of frustration as
the disparity between large and small businesses grows wider. The trade organization which
represents the musical instrument manufacturers has chosen to lobby on behalf of the largest
companies in the industry — guitar manufacturers — for exemptions on imported hardwoods.

This has absolutely no benefit to companies like mine who have no need for wood.

We are typically planning at least a year in advance, but now all of that is complete mystery.
What will happen when the reciprocal tariffs kick back in? If customers think prices will go
down, they will wait for the lower price. If they buy at the higher price, they will expect price
protection by way of a credit if the price is reduced. And what if more changes that we cannot
anticipate happen, and how will we adapt? It is exhausting to keep up with the constant

EarthQuaker Devices
350 W Bowery St
Akron OH 44307 USA
www.EarthQuakerDevices.com
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changes and unpredictability. From week-to-week things are different, giving us whiplash trying
to keep up. Businesses rely on predictability and stability to plan and grow. The changes
announced on May 12" are a great example of this. Are they official yet? Can | update my
planning? | have whiplash and things rarely remain the same from week to week.

All our imported components now have additional tariffs added, recently as much as 185%. On
May 12t there were again further changes announced, reducing reciprocal tariffs down to 30%
plus the 2018 and 2015 executive actions for a total of 75%. It would also seem to be a
temporary plan, and will certainly change again, so it is impossible to forecast and implement a
price increase.

Tariffs are taxes paid to Customs and Border Patrol by the small business that imports the
product to release the product from the shipper. There are other fees and expenses that
accumulate due to the tariffs, such as “material handling charges” and “brokerage fees” that
add as much as an additional 10-25% onto the price. The tariff rate can change after the product
is shipped, in this case tripling the price of the components with no recourse for the small
business. We cannot calculate the impact without clear data, and that has been difficult or
impossible to find.

One of my competitors, Robert Keeley of Keeley Electronics, located in Oklahoma City, OK, place
an order for components which shipped on March 27. The shipment cleared customs on April
16. The price he paid for the components was $7,700. He paid tariffs of $6489, slight more than
82%, and the following additional fees “Disbursement Fee $131.14, Export Customs Clearance
Fee $43.99, Additional Classifications $344, Fuel Surcharge $183.75, AMS Fee $35, Customs
Brokerage Charge $145, Ocean Freight LCL $612.50, Harbor Maintenance Fee $18.04,
Merchandise Processing Fee $49.95, ISF Filling Fee NVO $50, Bundle Origin $320 for a total of
$8,422.37. This represents a 123% increase over the price of the components. These fees are
not transparent in origin and difficult to predict.

It is a priority for me to make data driven decisions. My inventory manager has been adjusting
the data as the changes roll out, and as our demand falls. We used to forecast for one thousand
pedals per week, but due to the decline in sales we are forecasting only 750 pedals per week.
Because we have inventory on the shelves it takes us about 6 months to completely turn over
our parts and begin use of new stock. The following is a chart demonstrating the weekly impact
of tariffs forecasted as of April 14t":

EarthQuaker Devices
350 W Bowery St
Akron OH 44307 USA
www.EarthQuakerDevices.com
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And here is the data expressed as a table:

Ending date Month | Weekly increase Weekly pedals Cost per pedal
4/27/2025 April | $15.57 750 S 0.02
5/31/2025 May $510.76 750 $ 068
6/30/2025 June |[$1,810.72 750 $ 241
7/31/2025 July $2,898.48 750 $ 3.86
8/30/2025 Aug $4,239.44 750 $ 5.65
9/29/2025 Sept $8,200.76 750 $ 1093
10/31/2025 Oct $8,552.41 750 $ 11.40
11/30/2025 Nov $9,435.59 750 $ 1258
12/28/2025 Dec $9,598.23 750 $ 12.80

EarthQuaker Devices
350 W Bowery St
Akron OH 44307 USA
www.EarthQuakerDevices.com
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We have consistently been net exporters, where our exports exceed our imports by two times.
In fact, the SBA awarded EarthQuaker Devices the 2019 Exporter of the Year. This year our
exports are down as much as 50% to 100% in some countries. Our customers say this is due to
anti-American consumer sentiment and the global financial fallout from the chaotic rollout of

US tariffs. It is devastating to see America’s reputation fall so swiftly.

If our primary objective were to make the highest amount of profit, it would have always been a
more affordable option to outsource our manufacturing to another country. It would have
minimized complexity as well. However, our values are to create and maintain good jobs in our
hometown, so we absorbed the extra expense to make this work. Akron suffered after rubber
manufacturers moved their operations abroad in the 70s and 80s and growing up in that
environment shaped our mentality on this.

We are considering for the first time offshoring manufacturing to reach our export markets,
something we would never have considered if these tariffs had not been implemented. The
increased cost of continuing to manufacture our products in the USA will make them
uncompetitive in the global marketplace. We could manufacture in China to serve other
markets and remain competitive and relevant. With our income declining so rapidly, | fear | have
no other choice.

Our domestic sales have also slowed rapidly. We sell primarily to music stores. The feedback |
am receiving is that they are loading in heavily on imports before the reciprocal tariffs kick back
in and prices go up. Just another example of how this is backfiring, and American small
businesses are paying the price.

Overall, our sales are down 15% year to date. April was down 33%. We already operate on a
thin margin to pay our employees’ living wages and competitive benefits such as health
insurance, 401k match and paid parental leave. If these losses persist or widen beyond the next
month, we will have no option but to scale back benefits and reduce our workforce. This would
have devastating consequences for our employees who have worked so hard for us and rely on

their jobs to support their families and provide health insurance.

Today, we have perfect credit and have never missed a payment, but sustained losses threaten
our ability to repay our debts and put us at risk of bankruptcy by the end of the year. We have
approximately $1.2m in loans from a local community bank. The loans have financed the
purchase of two manufacturing facilities in downtown Akron, a state-of-the-art PCB assembly
line as well as a line of credit to even out cash flow. We are rapidly running out of liquidity.
Banks typically attach a covenant to their lending which requires the borrower to maintain a

minimum Debt Service Coverage Ratio. As our sales decline, we lose borrowing power and

EarthQuaker Devices
350 W Bowery St
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could soon find ourselves under the required ratio and considered to be in default — without
even missing a payment.

Another concern is that our home is collateral for the bank so if we default, we will lose
everything we have worked for, just as our two daughters are in college. | do not see more debt
as the answer, and | do not know why a bank would loan money to a business without a clear
path to success. To be truthful, the suggestion that | borrow money and pay interest to finance

taxes and fees abruptly imposed on me by the government is offensive.

The idea that the government can abruptly change the playing field with no apparent concern
for the impact the changes have, taking massive amounts of money from small businesses by
way of taxes and fees does not feel American to me. It sounds more like a policy you might hear

from a country with an authoritarian government who does not value free enterprise.

You may ask, why don’t we just manufacture all the raw materials here in the USA? To start, | do
not know how to make these 1000s of individual components. Second, | do not have the money
to open more factories and invest in hundreds of new machines to make them. | cannot imagine
the cost, but | know | do not have it. Finally, | do not have time. It would require years of
planning and investment, not weeks or months. The tariffs are impacting me today and | need
an immediate solution.

In mid-April, | decided to invite other USA based pedal manufacturers to a Zoom support group.
The group now has over thirty members from across the USA. We are all in the same position
and trying desperately to survive this massive disruption. As | understand, the intention of the
tariffs is to help US manufacturers. | can assure you, not one of these companies have benefit in
any way and we all are at risk of going out of business.

We have shared ideas on how to adapt. What would it take to manufacture just one of these
components in the USA? One of my competitors, Jon Cusack of Cusack Music in Holland,
Michigan, researched the possibility. The component selected is a 16mm Potentiometer (used
to adjust parameters on a product, such as tone, level, distortion, etc.). His current annual
volume of the component is around 130,000, and his current cost is $0.22, for an annual cost of
$28,600.

The analysis showed that the cost per part would be $3.75 at an annual volume of 130,000, for
an annual cost of $487,500, or over seventeen times our current cost. This number does not
include the upfront tooling charge, weeks, or months prior to receiving parts. The lowest
estimate for tooling is $238,500, which is over eight times the current annual cost.

EarthQuaker Devices
350 W Bowery St
Akron OH 44307 USA
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As you can see, it is not a cost-effective solution to source our components in the US. Both the
up-front tooling cost, and the final component costs are just too high to justify even one
component.

If we cannot manufacture them, could we find a domestic supplier? | received an email from the
SBA recommending the NIST sourcing tool to find domestic suppliers and decided to search for
one of our most necessary components, blank PCBs. Prior to the new tariffs in 2025, we paid
approximately $1.40 per panel from our long-time trusted supplier. Most of the companies
recommended by this tool were manufacturing abroad but had an office in the USA. The prices
ranged from $20.70 to $31.19 per panel. That is not a viable option and would push our prices
up beyond what the market will bear. Finding a new supplier is not as simple as finding the best

price, and we must consider lead time, business practices and most importantly the quality.

Another frustration we all share, there is also no government support available. There are no
grants or loans available like there was during COVID, but this threat is much worse than COVID
for my company. No webinars about how to adapt. The SBA and MEP network is losing funding
at a time when they are most needed. Prior to implementing the tariffs, no one asked how we
would be impacted or what we needed to succeed.

As | have shown, we are already manufacturing in the USA. We cannot manufacture electronic
components, and we cannot find a new domestic supply chain. We cannot borrow more money.
We cannot continue to sustain these losses and market disruptions. We are offered no support
or resources to navigate these rapidly developing changes. If the tariffs are not swiftly removed,
our options are to close, sell or offshore our manufacturing.

If we close our business, it will have impact on our employees and their families, our dealers
and distributors, our vendors and suppliers, the artists we pay royalties to for their
collaborations, our community bank and musicians everywhere who rely on our products for
their sound.

If the objective of this committee is to increase investment in the USA, then they must consider
how to repair the trust lost by those who have already invested heavily in the USA and now run
the risk of losing their investment. The idea that the government can abruptly change the

playing field with no concern for the impact of the changes is devastating.

| have concluded that there are no other options - these tariffs need to be reversed by the
administration immediately to prevent the mass extinction of American small businesses.
Rescinding the tariffs or exempting small businesses, as ranking member Markey’s proposed bill
does, would be the first step of many needed to rebuild trust in doing business in the USA for

EarthQuaker Devices
350 W Bowery St
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current and potential investors in US manufacturing. Any changes to economic and trade policy
should meet the needs of businesses where they are today, not years in the future.

EarthQuaker Devices
350 W Bowery St
Akron OH 44307 USA
www.EarthQuakerDevices.com



21

1 grew up in the small town of Muir, Ml, where my dad owned the local hardware store. He
had bought it after several years of jobs moves caused by automotive plant closures. |
spent much of my early life working behind the counter, and learning many things, such as
how to thread pipe, replace glass and screen in windows, replace handles on farm tools,
help people solve plumbing and electrical problems, etc. This was one of those hardware
stores that had everything from housewares to custom hydraulic hoses, to leather pump
seals. The type of hardware store that ceased to exist after many years of big box stores
offering lower quality products at much tower prices. Many times | would walk a customer
through the store, showing them everything they needed 1o solve their problem, just for
them to say something like: “l can get that cheaper at Walmart.” Consumers decided price
was more important than the quality of service. If itwas cheaper, they didn’t care if the
clerk had no idea how to answer their questions. What did | learn from this?

o Customers did not assign a value to the helpfulness of a store employee.

o Price is more often more important than quality.

¢ Manufacturing location of a product is not important to most customers.

e Because of this consumer attitude, China was going to become one of the main
suppliers for everything we buy.

Years later, after | had spent several years as an electrical engineer, designing control
systems for major appliance manufacturers, | decided | would rather do something | loved.
{ quit my job to design and build effects pedals for guitar players. | have always loved
playing guitar, but I was never very good at it. What| WAS good at was designing and
building high quality electronic devices. So | took that passion and went down a new path.
That path would eventually lead me to owning 2 small businesses: Cusack Music, who
designed and builds guitar effects pedals for our own brand, as well as many other brands
(private labeled), and Westshore Design, who designed and built electronics for many
other markets, such as LED lighting, Industrial control systems, Tattoo Equipment, Coin
Acceptors, etc. During this period, 1 was able to quote, and save products from being built
in Mexico, and overseas. | had made it a goal, not only to create American jobs, but also
not to support design work that was not intended to be manufactured in the US.

At that time, | was using PCBs (printed circuit boards) that were manufactured in the US.
We had started to lose bids that we had quoted, so | started asking those customers
questions, and found out | was the only vendor bidding with US manufactured PCBs. Sol
started giving customers 2 guote options: 1 with US PCBs, and one with Chinese PCBs.
After a year with nobody selecting the US option, | again realized that to most consumers,
price is most important.
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In 2015, | sold Westshore Design and focused on guitar pedals for S years (because ofa
year hon-compete with the buyers). After the non-compete was up (2020), | decided to
pursue hon-music related customer once again, as well as regain previous non-music
customers. At this time, my focus was to keep my customers from having their entire PCB
assembled overseas. By streamlining our assembly lines, and processes, we lowered our
set-up times and made labor as minimal as possible. We still cannot compete with a PCB
assembly fully built overseas, but if we could keep the price low enough, most customers
would stay. We have, so far, only had a few customers who have moved their PCB
assembly work overseas. One advantage we have is our lead time. Ourlead timeis
typically 4-8 weeks, whereas lead times for PCB assemblies in China or Taiwan canbe 12
weeks or more. In addition, many overseas vendors require up front payment for 50%, if
not the entire order. Many small businesses have a hard time pre-paying large order, which
gives us some advantage.

The only way we can do what we do and compete in the market is by purchasing our
components from overseas sources. Without this, the difference between what we must
charge, and what our competitors overseas charges becomes too great for our customers
to tolerate.

I have a $22,000 order placed several months ago in China ready to ship. Itis on hold
because | don’t know if the tariff will be $5,000 or $54,000. A 245% tariff didn’t even cross
my mind as a possibility when | placed that order.

The main issues caused by tariffs are:

o We have no ability to predict what the tariffs will be tomorrow, next week or next month.
As aresult, most of our orders are on hold.

« Theincreased cost prices our products above what is tolerable to our customers.

+ [tis impractical to manufacture many of these components in the US. | have completed
an investigation into what it would cost to manufacture one of my components (A
16mm potentiometer) in the US. The price increase would be over 17 times the cost to
buy that component from China.

¢ Even our same-continent competitors (Canada, Mexico) do not face this same tariff, so
they will ultimately have an advantage against us.
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Analysis of on-shoring a 16mm Potentiometer currently source from China.

Because time is on the essence, | used Grok (Al) to help me investigate the potential cost of
manufacturing one of the components | purchase from China, here in the US. 1 have an
addition document that contains much of the data obtained from Grok, which | can share
with you. The component selected a 16mm Potentiometer (used to adjust parameters on a
product, such as tone, level, distortion, etc). Our current annual volume of the partis
around 130,000, and our current cost is $0.22, for an annual cost of $28,600.

The analysis showed that the cost per part would be $3.75 at an annual volume of 130,000,
for an annual cost of $487,500, or over 17 times our current cost. This number does not
include tooling, which would be required up front, weeks or months prior to receiving parts.
The lowest estimate of tooling $238,500, which is over 8 times the current annual cost.

As you can see, itis not cost effective solution to source our components in the US. Both
the up-front tooling cost, and the final component costs are just too high to justify.

This part contains 9 individual parts, 7 of which are unique. Below is the BOM (Bill of
Materials) atong with pricing.

Component QTY | Cost | Total | Tooling | Notes
Shaft 11 $0.49 %049 | $8,000
Threaded bushing 1] $0.49 | $0.49 | $30,000
Resistive Element 1] $0.42 | $0.42 | $20,500 | Assuming tooling for 31 tapers/values.
PCB Pins 3| $0.28 | $0.84 | $18,000 | Brass, not Phosphor Bronze
Wiper Carrier 1] $0.06 | $0.06 | $15,000
Wiper 11 $0.24 1 $0.24 | $15,000
Back Cover 1] $0.35 ] $0.35 | $20,000
Assembly 1] $0.86 | $0.86 | $112,000 | Alocal machine builder estimated $850,000 - 1.1M
Tooling Amortization 1] $0.18 | $0.18 | $238,500

Total | $3.93

Annuat Volume 130,000
Tooling Amortization 10 Yrs
Current cost 0.22
Current annual spend $28,600
Potential annuat spend  $511,350.00
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Figure 1 Images and costs for components required to manufacture a 16mm potentiometer.

Shaft: $0.49
Tooling: $8,000
Leadtime: 4-5 weeks

Threaded Bushing: $0.49
Tooling: $30,000
Leadtime: 7-11 weeks

Resistive Element: $0.42
Tooling: $20,500
Leadtime: 5-8 weeks

PCB Pins: $0.28
Tooling: $18,000
Leadtime: 5-8 weeks

Wiper Carrier: $0.04
Injection Mold tooling: $15,000

Leadtime: 4-8 months

Wiper: $0.24
Tooling: $15,000
Leadtime: 4-6 months

Back Cover: $0.35
Tooling: $20,000

Leadtime: 5-9 weeks
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Corporate Offices: 1-800-979-4722 |wwwAm @ CB. g
ContactUs  AC Terms and Conditions ?  Back to Admin

FreeDFM Viewer 2.0

Click to View FreeDFM Results
art #: Easy Listenin, | Revision: B Rev 1 [Date: 4/21/2025 | Quote #: 6233046
EarthQuaker Devices Quote valid for 30 days

STANDARD SPEC Price Matrix: (Qty = Pieces, Not Arrays)
1. Standard Spec bare board pricing assumes lead-free HAL (altematively, board finish may be upgraded to ENIG or Silver at no additional cost in the
rare event lead-free HAL becomes temporarily unavailable), FR4, green mask, white silkscreen, and nnn—p\alsﬁ slots.
2. We now offer both non-plated and plated thru holes on all o!ourstandard ‘spec boards (if no specifications provided, holes will be

plated).
3.INCLUDES UL markings and dae codes. S4V.0 s addod f equested t e of order ety o if noted nfls. Minimum firished hole
ize 010", Hole tolerance +/-.005". Minimum Trace/Spa
4. los roceive ull GAM roview and nspection fo PG class 2-ABD.
. ltyourd design inciudes ifyou d orimpedance referto

6. Eloobiol ot optnal for 0 ayor board, _Uritpicocos nat ncude shpping and handiing. - AC Torms and Condlitons apply.
7. AdvancedPCB has a S0 day imited warraty and w wil notacospt bty forany cos i addionto the vall o the bt boards ncluding but ot

v, business and any other ‘damages or losses. AdvancedPCB disclaims any open-ended
aceepcanea of liabllity ror losses beyond our control.

To Place Order, Click on UNIT PRICE below:

AS A SPEC & PRICING ALTERNATIVE

Qty Same Day | 1-day | 2-day | 3-day | 4-day | 5-day | E Test(Lot) THE n‘rmmmaapsec MATRIX

250 NA NA | NA | NA | NA | NA 297.17 Seo FT T b.

30 | NA | NA | NA [ NA | NA | NA | seezaz_||[coin TS e

500 NA NA | NA | NA | N/A | NA 297.17 Non-plated slots

1000 N/A N/A | NJA | N/A | NIA | NIA $207.17

Tooling NRE = $0 v
CUSTOM SPEC Price Matrix: (Qty = Pieces, Not Arrays)

1 Ths cmm Spec bare bonrd Matrix reflects pricing for the EXACT SPECS you QUOTED (except as noted in the comments).

ce material type bel

5 Al o raeais Ao reviow and inspection to the certfication / qualification you select below.
4. INCLUDES UL markings and date codes. 94V-0 is added if requested at time of order entry or if noted in files. Finished hole tolerance

+1- 003"({f requested). Unit price does not include shipping and handiing. AC Terms and Conditions apply.
§ AdvancadPCE has 90 dayIiisd wamanty and we wilnot acoopt iabityfor any costn sddton o th vaus of the b bosrds |nauu|ng but
not limited business
acceptance of liability for losm ‘beyond our control.

To Place Order, Click on UNIT PRICE below:

Qty Same Day 1-day 2-day 3-day 4-day | 1-week | 2-week | 3-week | 4-week
250 NA $82.68 $40.32 $27.82 |$2625| $24.69 | $23.13 | $20.99 | $17.70
300 N/A $80.18 $39.01 $26.86 |$2534| $23.82 | $22.30 | $20.22 | $17.03

500 N/A $75.19 $36.40 $2513 |$2352| $22.09 | $20.66 | $18.70 | $15.99
1000 N/A $71.44 $34.44 $24.98 |$22.37| $20.79 | $19.42 | $17.56 | $15.83
Tooling NRE = $200.00  (Tooling waived when  re-ordered) *Testing = $297.17

* ET charges shown above do not include Hi-Pot test charges.

Part # Easy Listening Revision # BRev1 Layer count 2 v 1
X Dimension 7.9 Y Dimension 45 Aray O
Tab-Route? O ing?
w’ FR4 v [Einish Thickness 0.062" v Finigh Plating Lead Free Solde v
gers? None v ICopper Wt (Quter) 1oz v
ISolderMaskType LPI v Soldermask both sides v ISoldermask Color Green v
Quter Min Trace 0.006" v Inner Min Trace 0.008" v Mixed Inner Cu Wt
Outer Min Space 0.008" v nner Min Space 0.008" v
[Smallest Hole Size  0.008 m both sides v ﬁlm@u_(‘&m White v
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[Technologies:

Blind/Buried Vias? None v

Microvias? None

[Tor SMD Pads 784 hgmm SMD Pads ha'u Pitch 0.050" v
g:’::siﬁ;’o':‘s: IPC Class 2-AB00 ¥ (Pricing Subject To File Review) O Qutside Test Lab (] cAM Review (C3)
O Special Coupons () AS9100? (AS9102 FAI $400.00 minimum If applicable) Hi-Pot Test None v
IAdditional Ocg Di o CAP C inro
(Attributes:
O controlled Impedance?  (Pricing Subject To File Review) [ cAM Review (Impedance)
Plated Slots?
[ plated Edges?  (Pricing Subject To File Review) O caM Review (Edges)
O Counterbores?
O countersinks?
O castellated Holes?
|Advanced

v (Finished hole size <= .006")

Blind/Buried Via Fill None v Via-In-Pad? None v

[ soldermask Plugged Vias?
(Optional O Holes Plated .0015? # Holes Per Board 0 0 Mo x-0ut2
b O o< o0 O il Mook Colors?
or ONLINE QUOTING (] Efchback? LPI Legend None v [ Muttiple Silk Colors?

O cover Coat? O Edge Mill2 O Material AROM?

O cavity Process? Multiple Cavity? None v O Laser Rout? (O Material Transfer?

O Controlled Depth Driling? O Controlled Depth Miling2 O Unique Serialization? O Serialization?

(O Back Drilling? Multiple Backdrill? None v O Tetra Etch? Multiple Tetra Etch? None v
[Panelization % Panel Size 18x24 v User#Up 0 System# Up 6 A AT
KQuantities: 250 300 500 1000 ITAR OYes @No
[Comments:

ISR: v
[ print Mode [ Delete Quote | [ Quote

[] Quote Spec Definitions




27

QSTREG. NO. 1023002724 ~ EIN94-3083515

UPS Supply Chain Solutions s gmcammses v w

SCAC-UPSF \ y/
STATEMENT NBR  Nbr of Items AMOUNT DUE AMOUNT PAID
4663882994 1 8,422.37 USD

LOL411721130000000000000084223704b6388299483KEELEYXE

REMITTANCE ADVICE - PAYMENT DUE:  08-May-2025

PLEASE MAIL REMITTANCE TO:

KEELEY ELECTRONICS UPS / UPS SCS Dallas
14 NW 132ND ST P.O. Box 730900
OKLAHOMACITY OK 73114 Dallas, TX 75373-0900

BILLING INQUIRY CALL: 1-800-443-6379

(Please detach and retum above remittance advice with your payment. )

Effective May 5, 2025, an increase may apply to your freight forwarding brokerage fees for U.S. imports. Additional details can
be found in our letter dated April 4, 2025 or contact your sales representative.

SUMMARY OF CHARGES
STATEMENT NBR : 4663882994

Shipment Nbr Invoice Nbr Ship Date Invoice Date Orig Dest Total Charges ~ Curr
7809050249 6064117211 21-Mar-2025 28-Apr-2025 SZX OKC 8,422.37 UsD
TOTALDUE : 8,422.37 USD
ORIG BCSINV 93

Page 1

StatementNbr: 4663882994 Pg 1 of 16
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QSTREG. NO. 1023002724  EIN 94-3083515

. . FMC LICENCE NO. 000275F  QUEBEC ENTERPRISE NO, 1149892151
UPS Supply Chaln SOluthnS DUNS 17-946-2911 BINGST REG. NO. 871436135RT000L
s

CAC-UPSF
®
‘UPS SUPPLY CHAIN SOLUTIONS, INC TERMS AND CONDITIONS OF SERVICE
As Bromuigated by the NATIONAL CUSTOMS BROKERS AND FORWARDERS ASSOCLATION OF AMERICA, INC,
These teams and condiions of service constinte alegally binding contract behweenthe *Company” andthe " Custormes mp: Temms and Condi h the
Terms and Condisons set forth in such other document(s) shall govem those servic
1 Deios () *Compeny” salzesa PS Sy ChiSotons, L, tsubadis . )" Custormer*
1 chudng , shigpors. porers, exporers,cariers, . shipper's agents b consignces ,ete. It 1sthe
ustomer HCE : stozuer,
(@ Ocean’ * O . anda * @) Thrdparses* shallzciude , buenotbe amted o, the followng - “cariers. rickmen, cartmen,
o o, OTF o ke agees wcehsenen s aers i e goods s ctued B mvanm.. atge, hodlng anlos deivey andof o2
2 Company 4s Agert The “agent” of g . the securng of the
fling of export documeatation on bebalf of te Customer eyt dealngs it Governmeat Ageacies a o al olber eices Company e an ndependen contactor
3 Limitaton of Actions (2) fora potental or act byt ,
tise toclam ; (2] ompany st G
. withn one (1) year theloss. i) For transportation , wilsin two the loss; (it) For .
ticuidation of the enty(s); () aniag within one ( loss; ) any other
ype, within two (2) years fom the date of the loss
4oL Services of Thisd ustomer
thrd partis ' transportation . the shupment ; adsice by the Corpi
the goods, ap:
anyln Actof
sy s it ageas,nconsectios ity awch the Compny stallreasonaby coaperate with the Customses, hich hall be kable for axy \:harges or costs incurred by the Company.
. ratescf duty, feight ch
Customer
6. Reliance On Iaformation Furnished . 2) Customer i documeats 10, Costoms aad Border Brotection, other Agency andor sties, and wil
irmediately adse the Company of any errors, discrepancies , or betalf, (b . Customs eniries . appheations .
. the Comp: 3 ustomes , Customer s
the C The Limport, e ©
Customer i i i

losses, penalies or other

Cust
costs resuling from any incomrect or qu:shanablz tements of the wight rovided 5 th Cusomes r £ gt o cankadar on which the Cumpuny relies
7 To ThrdPartes. Thirdp: damage, which must
inthe abseace of the refusal of the dmmdmm at Company's discretion., the goos »
limetations of lisbilty andfor terms and conditons of service
& Insusance . Unless requested to do so inwrbingin sufScieatticue priorto sipment from poiat of orign asd confimed to C\ls\mntr\nwmmg Company is underno oblgaton to procure insurance on Customers bebalf. The Company does ot

undeztake or warrant thatsuch msurance can or willbe placed. Unless the Customer has s own pokey. insurance s to one or
Comgany. placed shal cestifcate or will ap Tnallcases,
d hould dispute ts abiity or ang reason, the insared shal andthe bty
ation therer ‘paie o the Comp the Compacy. IF
orelsewhere ,the same ssthe . the Company
Eraes e esponsbis o ot mssenis o g pon o opet g B 1 v e
9 Disclaimers ; Linitation of Liabity . tesesvices; (5)
mpzny , the Cor 3 any njury to Custorner . ’s goods,

acts pasties; () In bythe Company, Customer may 3 cton,

- s [ bove, the Company' 13
) where the Claim asi i “Customs business " ()i, i

3 rpany’  ililment. . s faciitesos

property, 50 per pound of goo ) wi I £ *Customs business * o the amount of : (6) Inno evestshall

or
Companybe lible or xe:ponsﬂ:le for :onszqu:m!ﬂl. indirect, m:ld:mal Stantory or v dumages evn € § ha b 5t o nofie of G posioy of och dumages, g md s or camages i o delay of semices

oan provision by the Compazy.
1

defend, X
8 | State andlor ot o, duages cons, lams andorerpnes acudogluactladedto
¥ eeateiine . . fines . penalies, liqudated damages or othermones duc
aising from sevices provided to or on bebalf o te Costomer . The confication or dtestion of e Comn e e
promptly on demand I the event that any claim, s or proceeding is brought aganst the Company, it shall gve notice i wriing to the Customer by mal at ts address on fle with the Company
12 C.OD. or Cash Cellect Shipmeats . C CaiCalit oz Dl (COD.Y et bk s, <ir'salor enifiedchcks () of coedt ad ot s
or consgaee
o ustomer' . ic . Forgery, andthe Comp: izble The
delay in semitance lost in exchange, or diring transmission or whie in the cowrse of collection
12 Costs of Collection . In oumpass, collestion y's feesanda 1.5% permonth of balance due, orthe
ighest rate permited by sppheable aw.
14, GeaeralLien And Rigis To SellCustomer s Preptﬂ? @ G oupaay's with
(5) andfor both, (b) ustomer of ng. aswell as any

other charges; of Company's exercise of suchlien. (¢) Unless , lien,, Customer of credtatsight, or, if the
amount dueisin dispute, an acceptablebond equalto 110% of the value of the otal amount due, n favor of Company. 3
shipment(s) at pubiic or private sale or auction and any net procesds remaining thereaRler shal be refunded to Cust

5 NoDuy Cust R — §1508and 51
for other L i 3 iting ,the fion (), butnotactasa "recordseeper” or 'record
ku:pu@ agent* for Customer.
. Filng Protests, etc b » postimp
amm insding but ot e tc,obtining bining i protests, et
17 NoDuty ToProvdeL Customer Comp
26 the expert o or mport o the Dised S
18 Propasomund oot of il of Ladea Wher billof lading . pices et
i wriing by Costomer o s age and Customer agecs o pay for same, Company sl se e wight suppied by Costone
18 Wiitien alter oramend sas shall be sl
andvoid
20 Cempany. T d
compensaton shall be exchisive of any brokerage, commissions . dvidends , . the shipment . and t,
charges i ompany, ounpas

+ihe Customar shll pay th expenses of coleclon ndor igaton incldng a rensonbl atomeyfc

21 Seveiy T e andlor potiats) then i such eveat the remainder hereof shall remaia in fll force and effect

the State of Georga, Taw

o d P Georgia;
o the exercise of n personam jirischetion by saxd courts over , and () further agree that any action to exforce & judgment may be msthied i any usdiction

For ar and ocesn Feight services, the applicable terms and conditons, which nchide butations of kabibty, arc the SCS webste
IE you are the importer of record, paymen to the broker wil not relieve you of iabiliy for customs charges (dies, taxes, or other debts owed Customs) in tae event the charges are not paid by the broker
Therefore, if you pay by check, customs charges may be piad with a separate check payable 1o U5 Customs and Border Protection” which wil be debvered to CBP by the broker. [15CFRS111295)]
[REV. 52-16]

ORIG  sCSINV 93 Page 2
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QSTREG. NO. 1023002724  EIN 94-3083515 —
. . FMC LICENCE NO. 000275F QUEBEC ENTERPRISE NO. 1149892151
UPS Supply Chaln Solutlons DUNS 17-946-2911 BIN/GST REG. NO. §71436135RT0001 (
SCAC-UPSF
A

(4

ORIGINAL
Shipment Nbr. : 7809050249 ShipDate : 21-Mar-2025  INVOICE NUMBER : 6064117211
Origin :CNYTN Dest : USLAX Rate Scale: OFN INVOICE DATE :  28-Apr-2025
Payer Acct  : 709964704 Payment Type: COL Statement Number: 4663882994
Received At : SHIPPERSDOOR  HAPU: N FileNbr: BRNB1347737 Entry: SCS97568392 15-APR-2025
Rated Weight : 771LB 350.0 KG Rate/KG: 0.00 Consumption
Service : UPSPREFERRED Station: 0031 GBS/USL 7809050249
Shipper Payer REMITTANCE ADDRESS:
HONG YUAN ELECTRONIC TECHN(KEELEY ELECTRONICS allas
CO.LTD 14 NW 132ND S P.0. Box 730900

NO.151,CHANGTI ROAD,SHIWAN T OKLAHOMA CITY OK 73114 US Dallas, TX 75373-0900
BOLUO COUNTY, HUIZHOU CITY,
SHENZHEN 518000 CN

Ref Nbr. - BILLING INQUIRY CALL: 1-800-443-6379
Contact X X Ref. Nbr.  : 00LU2306728400 Service Level OF21
Assmbly. Nbr. PONbr.
R TaxID :
Consignee_ Importer  :KEELEY ELE
KE]:LEY ELECTRONICS Description :PER BILL OF LADING
14 NW 132ND ST Declared Value.
OKLAHOMACITY OK 73114 US Customs Value 7,700.00 USD
MBL/MAWB.. 83276899
Ports. . 2704 CNYTN USLAX
Ref Nbr. : OOLU2306728400 Container Nbr............ TGBU9269439
Contact XX Vessel/Carrier Name.  SHIPCO TRANSPORT INC
Dstr Voyage/Flight Nbr..... 069E
A(J.udl We r:u:J-n. 771LB 350.0KG Est. ]%epa[ture Date... 27-Mar-2025
Dim Weight 289LB 131.2KG Est. Arrival Date. 16-Apr-2025
Rev Note : Term.Ref . .
UPS Package Acct #..  Not Provided
Charges Billed Entered
938 DISBURSEMENT FEE 131.14 131.14 USD
90 EXPORT CUSTOMS CLEARANCE FEE 43.99 300.02 CNY
853 ADDITIONAL CLASSIFICATIONS 344.00 344.00 USD
774 FUEL SURCHARGE - DEST 183.75 183.75 USD
568 AMS FEE 35.00 35.00 USD
17 DUTY TO CUSTOMS 6,489.00 6,480.00 USD
07 CUSTOMS BROKERAGE CHARGE 145.00 145.00 USD
OF1  OCEAN FRT.LCL 612.50 612.50 USD
H38  HARBOR MAINTENANCE FEE 18.04 18.04 USD
G99 MERCHANDISE PROCESSING FEE 49.95 49.95  USD
D95 ISF FILING FEE NVO 50.00 50.00 USD
BNO BUNDLE - ORIGIN 320.00 320.00 USD
Total Charges : 8,422.37 USD
Exchange Rate: 1CNY = 0.1466255USD
Comments: Also Notify:
PREFERRED LCL SERVICE
Dimensions
Total Volume: 0.787000 M3
Total Pieces : 27

Delivery Date/Time; 21-Apr-2025 /10:32:39AM Broker Notified Date/Time :  04-Apr-2025 _9:57:00PM
Receivéd by : GEARHE. IERT Delivery Route : 004 Nbr

ORIG  SCSNV 93 Page 3
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00100 GBK Form Approved OMB No. 1651-0022
EXP 03-31-2025
DEPARTMENT OF HOMELAND SECURITY 1. Filer Code/Entry No. 2. Entry Type 3. Summary Date
U.S. Customs and Border Protection SCS 97568392 o 04/24/2025
4. Surety No.|5. Bond Type |6. Port Ccde 7. Entry Date
ENTRY SUMMARY 054 8 2704 04/15/2025
8. Importing Carrier 9. Mode of Transport 10. Country of Origin 11. Import Date
COSCC ENGLAND 1 CcN 04/11/2025
12. B/L or AWB No. 13. Manufacturer ID 14. Exporting Country 15. Export Date
QOLU2306728400 MULTI CN 03/27/2025
18. L.T. No. 17.1.T. Date 18. Missing Docs [19. Foreign Port of Lading 20. U.S. Port of Unlading
57078 2704
21 Location of Goods/G.O. No 22 Consignee No_ 23 Importer No 24 Reference No.
Y292 ST GEORGE | 20-241352200 20-241352200
25 Ultimate Consignee Name and Address 26. Importer of Record Name and Address
KEELEY ELECTRONICS KEELEY ELECTRONICS INC
14 NW 132ND ST DST ST: OK 14 NW 132ND ST
OKLAHOMA CITY OK 73114 CKLAHOMA CITY OK 73114
City State Zip City State Zip
. i 32. 33. 34
a27. 28. Description of Merchandise A HTSUS Rate Duty and LR, Tax
29. 30. 31. A. Entered Value | B. ADA/CVD Rate
Line |A.HTSUS No. A. Grossweight | Net Quantity in B. CHGS C. IRC Rate Collars Cents
No. B. ADA/CVC No. B. Manifest Qty. | HTSUS Units. C. Relationship D. Visa No.
MFST QTY: 27 RELATED: N

HBL. 780050249

CONT TGBUS2pS439
001 INVOICE NUMBER - P120250124

57078
ARTICLE OF CHINA,US NTE 20
0 0KG 0 25% 140.00
9903.88.01 C39
0.3464 %(MPF) 1.94
0.125 %(HMF) 0.70
CNDONHON407DON
Other Fee Summary for Block 39 35. Total Entered Value CBP USE ONLY TOTALS
MPF 499 49.95 A LIQCODE __ |B. Ascertained Du 37.D
HIMF 501 18.04/S14420 = & Uty
Total Other Fees 6489.00
REASON CODE | C. Ascertained Tax 38. Tax
567.99 0.00
36. DECLARATION OF IMPORTER OF RECORD (OWNER D. Ascertained Cther 39. Other
OR PURCHASER) OR AUTHORIZED AGENT 67.99
| declare that | am the [:| Importer of record and that the actual owner, E. Ascertzined Total 40. Total
purchaser, or consignes for CBP purposes is as shown zbove, OR owner 6556.99
or purchaser or agent thereof. | further declare that the merchandise was obtained pursuant to a purchase or 2greement 16 purchase and that the

prices set forth in the invoces are true, OR [_| was not obtained pursuant to a purchase or agreement fo purchase and the statements in the invoices as
1o value or price are true to the best of my knowledge and belief. | also declare that the statements in the documents herein filed fully disclose to the best
of my knowledge and belief the frue prices, values, quantities. rebates, drawbacks, fees, commissions, and royalties and are true and correct, and that all
goods or services provided to the seller of the merchandisa either free or at reducad cost are fully disclosed

| will immediately fumish to the appropriate CBP officer any information showing a different statement of facts

41. DECLARANT NAME TITLE SIGNATURE DATE
UPS SUPPLY CHAIN SOLUTIONS, INC. ATTORNEY IN FACT PAUL GEHRIG 042472025
42 Broker/Filer Information (Name, address, phone number) 43. Broker/Importer File No_

UPS SUPFLY CHAIN SOLUTIONS BRNB1347737

660 FRITZ DRIVE

COPPELL TX 75019 CBP Form 7501 (06/09)
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DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET
U.S. Customs and Border Protection

32

Page# 2
OMB No. 16510022

EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
. %0 3 A Entered Value S :gilucs\lgal?;te Duy and 1R Tex
Line [A. HTSUS No. A. Grossweight | Net Quantity in B. CHGS . IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 112.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 13.539KG 2000 NO 560 FREE 0.00
8533.40.8070
CNDONHON407DON
002  |ARTICLE OF CHINA,US NTE 20
57078
0 0 KG 0 25% 210.00
9903.88.01 C59
0 3464 %(MPF) 291
0.125 %(HMF) 1.05
CNDONHON407DON
CN/HK EC 20% DUTY
0 0KG 0 20% 168.00
9903.01.24
CNDONHOMN407DON
IEEPA-RECIPRCCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 20.39KG 3000 NO 840 FREE 0.00
8533.40.8070
CNDONHON407DON
003 ARTICLE OF CHINA,US NTE 20
57078
0 0KG 0 25% 140.00
9903.88.01 C39
0.3464 %(MPF) 1.94
0.125 %(HMF) 0.70
CNDONHON407DON

CBP Form 7501 (06/09)
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DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET
U.S. Customs and Border Protection

33

Page# 3
OMB No. 16510022

EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
. %0 3 A Entered Value S :gilucs\lgal?;te Duy and 1R Tex
Line [A. HTSUS No. A. Grossweight | Net Quantity in B. CHGS . IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 112.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 13.539KG 2000 NO 560 FREE 0.00
8533.40.8070
CNDONHON407DON
004 |ARTICLE OF CHINA,US NTE 20
57078
0 0 KG 0 25% 190.00
9903.88.01 C53
0 3464 %(MPF) 263
0.125 %(HMF) 0.95
CNDONHON407DON
CN/HK EC 20% DUTY
0 0KG 0 20% 152.00
9903.01.24
CNDONHOMN407DON
IEEPA-RECIPRCCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 18.45KG 4000 NO 760 FREE 0.00
8533.40.8070
CNDONHON407DON
005 ARTICLE OF CHINA,US NTE 20
57078
0 0KG 0 25% 95.00
9903.88.01 c27
0.3464 %(MPF) 1.32
0.125 %(HMF) 0.48
CNDONHON407DON

CBP Form 7501 (06/09)
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DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET
U.S. Customs and Border Protection

34

Page # 4
OMB No. 1851-0022
EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
. %0 3 A Entered Value S :gilucs\lgal?;te Duy and 1R Tex
Line [A. HTSUS No. A. Grossweight | Net Quantity in B. CHGS . IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 76.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 9.22KG 2000 NO 380 FREE 0.00
8533.40.8070
CNDONHON407DON
006 |ARTICLE OF CHINA,US NTE 20
57078
0 0 KG 0 25% 250.00
9903.88.01 C70
0 3464 %(MPF) 3.46
0.125 %(HMF) 1.25
CNDONHON407DON
CN/HK EC 20% DUTY
0 0KG 0 20% 200.00
9903.01.24
CNDONHOMN407DON
IEEPA-RECIPRCCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 2427 KG 2000 NO 1000 FREE 0.00
8533.40.8070
CNDONHON407DON
007 ARTICLE OF CHINA,US NTE 20
57078
0 0KG 0 25% 560.00
9903.88.01 C155
0.3464 %(MPF) 7.76
0.125 %(HMF) 2.80
CNDONHON407DON

CBP Form 7501 (06/09)
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DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET

U.S. Customs and Border Protection

Page# 5
OMB No. 16510022

EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
. %0 3 A Entered Value S :gilucs\lgal?;te Duy and 1R Tex
Line [A. HTSUS No. A. Grossweight | Net Quantity in B. CHGS . IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 448.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
SWITCHES F/ELEC CIRCUITS
0 54.37 KG 8000 NO 2240 FREE 0.00
8536.50.9065
CNHONYUA210DON
008  |ARTICLE OF CHINA,US NTE 20
57078
0 0 KG 0 25% 255.00
9903.88.01 C71
0 3464 %(MPF) 353
0.125 %(HMF) 1.28
CNDONHON407DON
CN/HK EC 20% DUTY
0 0KG 0 20% 204.00
9903.01.24
CNDONHOMN407DON
IEEPA-RECIPRCCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
SWITCHES F/ELEC CIRCUITS
0 2476 KG 2000 NO 1020 FREE 0.00
8536.50.9062
CNDONHON407DON
009 ARTICLE OF CHINA,US NTE 20
57078
0 0KG 0 25% 95.00
9903.88.01 c27
0.3464 %(MPF) 1.32
0.125 %(HMF) 0.48
CNDONHON407DON

CBP Form 7501 (06/09)
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DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET
U.S. Customs and Border Protection

36

Page # 8
OMB No. 16510022
EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
. %0 3 A Entered Value S :gilucs\lgal?;te Duy and 1R Tex
Line [A. HTSUS No. A. Grossweight | Net Quantity in B. CHGS . IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 76.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 9.22KG 2000 NO 380 FREE 0.00
8533.40.8070
CNDONHON407DON
010 |ARTICLE OF CHINA,US NTE 20
57078
0 0 KG 0 25% 1530.00
9903.88.01 G421
0 3464 %(MPF) 21.20
0.125 %(HMF) 7.65
CNDONHON407DON
CN/HK EC 20% DUTY
0 0KG 0 20% 1224.00
9903.01.24
CNDONHOMN407DON
IEEPA-RECIPRCCAL EXCL IN TRAN
0 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
SWITCHES F/ELEC CIRCUITS
0 148.55 KG 5000 NO 6120 FREE 0.00
8536.50.9062
CNDONHON407DON
0 ARTICLE OF CHINA,US NTE 20
57078
0 0KG 0 25% 140.00
9903.88.01 C39
0.3464 %(MPF) 1.94
0.125 %(HMF) 0.70
CNDONHON407DON

CBP Form 7501 (06/09)

StatementNbr: 4663882994 Pg 10 of 16




DEPARTMENT OF HOMELAND SECURITY ENTRY SUMMARY CONTINUATION SHEET
U.S. Customs and Border Protection

37

Page # 7
OMB No. 1851-0022
EXP 03-31-2025

1. Filer Code/EntrggNoz.

SCS §75568

27. 28. Description of Merchandise 32. 33. 34.
A.HTSUS Rate Cuty and |.R. Tax
. %0 3 A Entered Value |B. ADA/CVD Rate
Line A, HTSUS No. A. Groseweight | Net Quantityin  [B. CHGS C.IRC Rate Dollars Cents
No. B. ADA/CVD No. B. Manifest Qty. [HTSUS Units C. Relationship | D. Visa No.
CN/HK EO 20% DUTY
0 0KG o] 20% 112.00
9903.01.24
CNDONHON407DON
IEEPA-RECIPROCAL EXCL IN TRAN
o] 0 KG 0 FREE 0.00
9903.01.28
CNDONHON407DON
OTHER RESISTCRS NSPF
0 13.539KG 2000 NO 560 FREE 0.00
8533.40.8070
CNHONYUA210DON
MPF 49.95
HMF 18.04
INV VALUE 14420.00U8D
NEV 14420.00USD
uss 14420.00USD
INV VALUE 14420.00USD
NEV 14420.00USD
uss 14420.00USD

CBP Form 7501 (06/09)
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UPS SUPPLY CHAIN SOLUTIONS
560 FRITZ DRIVE

COPPELL

TX 75019

38

GEK
Page 10f 3
ABI CERTIFIED PAPERLESS

ACE ENTRY /

IMMEDIATE DELIVERY H“Hl ||

8C8-9756839-2

1. ARRIVAL DATE

2. ELECTED ENTRY DATE

3. ENTRY TYPE CODE/NAME 4. ENTRY NUMBER
01

011125 041525 SCS-9736839-2
5. PORT 6. SINGLE TRANS. BOND (7. BROKER/IMPORTER FILE NUMBER
2704 BRND1347737

8. CONSIGNEE NUMBER
20-241352200

9. IMFORTER NUMBER
20-241352200

16 UL RMATE PRNECTIER A

14 NW 132ND ST

11, IMPORTER OF RECORD NAME
KEELEY ELECTRONICS INC

14 NW I32ND ST

OKLAHOMA CITY QK 73114 LS OKLAHOMA CITY OK 73114 us
12. CARRIER CODE 13. VOYAGE/FLIGHT/TRIP (14. LOCATICN OF GOODS-CODE(S)/NAME(S}
OOLU 0651 Y292/ST. GEORCE WAREIIOUSING CO. (CI'S)

15. VESSEL CODE/NAME
COSCO TNGLAND

18. U.S. PORT OF UNLADING
2704

|1 7. MANIFEST NUMBER

18. G.O. NUMBER 19. TOTAL VALUE

14420 USD

20. DESCRIPTION OF MERCHANDISE
CARGON.OS - DH

21. IT/BUAWE 22. IT/BLUAWEB NO. 23. MANIFEST QUANTITY 24. HS. NUMBER 25. COUNTRY | 28. MANUFACTURER NO.
CODE OF ORIGIN
| 9903.88.01 CN CNDONTTON4O7DON
M 0OLU2306728100 9903.01.24 CN CNDONHON407DON
H UASI7809050249 27 9903.01.28 CN CNDCONHON407DON
$333.40.8070 CN CNDONHONA0TDON
i i
ADD'L:
PAUL GEHRIG(ATTY-N-FACT)
518-569-2226 041525
EXAM SITE: ST. GEORGE WAREHCUSING CO. (CFS) Release date: 2023-04-15
CONTAINER NUMBER 1 Natification records: 98, 01

TGBU9269135

SO60 received: 041325 1757

Electronic Entry Release Notification Port Of: 2704

| certify that proper release for the cargo has been received from
US Customs and Border Protection. UPS Supply Chain Solutions,
Inc

Authorizing Cfficial: Date:2025-04-15

StatementNbr: 4663882994 Pg 12 of 16
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Entry / Inmediate Delivery

UPS SUPPLY CHAIN SOLUTIONS

660 FRITZ DRIVE
COPPELL
TX 75019 Page 2
Entry Number: SCS-9756839-2 SCS-9756839-2
*** ADDITIONAL BILLS *** ADDITIONAL TSUSA (HS) NUMBERS
IT/BLIAWB IT/BUAWBNO.  VIF/T ARRIVAL DATE QUANTITY | H.S. NUMBER COUNTRY  MANUFACTURERID
CODE OF ORIGIN
9903.88.01 CN CNDONIION407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONHON407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONHON407DON
9903.88.01 CN CNDONIION407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONITON407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONHON407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONITON407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8536.50.9065 CN CNHONYUA210DON
=+ ADDITIONAL CONTAINERS

StatementNbr: 4663882994 Pg 13 of 16
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Entry / Inmediate Delivery
UPS SUPPLY CHAIN SOLUTIONS

660 FRITZ DRIVE
COPPELL
TX 75019 Page 3
Entry Number: SCS-9756839-2 SCS-9736839-2
*** ADDITIONAL BILLS ** ADDITIONAL TSUSA (HS) NUMBERS
IT/BLIAWB IT/BLJAWB NO. VIFIT ARRIVAL DATE QUANTITY | H.S.NUMBER COUNTRY MANUFACTURERID
CODE OF ORIGIN
9903.88.01 CN CNDONITON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8536.50.9065 CN CNDONHON407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNDONHON407DON
9903.88.01 CN CNDONIION407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8536.50.9065 CN CNDONIION407DON
9903.88.01 CN CNDONHON407DON
9903.01.24 CN CNDONHON407DON
9903.01.28 CN CNDONHON407DON
8533.40.8070 CN CNHONYUA210DON
*** ADDITIONAL CONTAINERS

StatementNbr: 4663882994 Pg 14 of 16
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. HFEHBRREFRRAE
Dongguan Hongyuan Electronics Co.Ltd.
407 No. 262, XiHu Middle Road ,Shilong Town DongGuan City ,GuangDong Province ,China zip code:523325
TEL:+86-076981772839 Mobile:+8613928394458 (Rita)
www.honyet.com
Email:salesThongyuan@163.com
Commercial invoice

To: Keeley Electronics,Inc DATE:Jan,24th, 2025
ATTN:Mr Charles France Invoice No: PI20250124
Add: 14 NW 132nd St.Oklahoma City, OK 73714 USA. P00146&P00219
TEL: (405) 341-2025
UNIT PRICE TOTAL
ITEM Commodity hame Part number QTY (PCS) (usD) AMQUNT
EXW. (UsD)
#01 |Rotary potentiometer RY9312NO-0S18A00-CS00K-060 2000 0.28 560
#02 |Rotary potentiometer RV9312NO-CS18A00-B10K-060 3000 0.28 840
#03  |Rotary potentiometer RV9312NO-CS18A00-A100K-060 2000 0.28 560
#04  |Rotary potentiometer H161NP5SA-1+T2 AT00K L15RA(E1) 4000 0.19 760
#05 |Rotary potentiometer H161NPSA-1+T2 B100K L1SRAET) 2000 0.19 380
#06  |Rotary potentiometer RV9312NM-0519A1.5-B10K-067N 2000 0.50 1000
#07  |Toggle switch MT-0-102-C110-M200-RS 8000 0.28 2240
#08 |Rotary switch RS1275P1S3BE-H1-0522.5A1.5-00 2000 0.51 1020
#09  |Rotary potentiometer H161NP5A-1+T2 C1M L1SRAET) 2000 0.19 380
#10 |Foot switch PBS-24B-4-L 6000 1.02 6120
#11 Rotary potentiometer RV9322NO-CS15A00-B103-060 2000 0.28 560
TOTAL 35000 14,420.0
Remark

Dengguan Hengyuan Electronics Co,Ltd.

Rita

StatementNbr: 4663882994 Pg 15 of 16
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REMETRTHIRLE)
Dongguan Hongyuan Electronics Co.,Ltd.
407 No. 262.xiHu_Middle road ,ShiLong Town ,Dongcuan City cuangDong Province ,China.Zip code:523325

TEL+86-076981772839  Movile:+881392539445¢

Customer:  Keeley Electronics,Inc Date: Mar,14th2025
ATTN: Mr Charles France PLNO:PL 25 03 14
ADD: 11 NW 132nd $t.Oklahoma City, OK 73111 USA. P00146&p00219

TelFax (405) 331-2025

King list 4%

Carton NQ Commocity name Partnum er ‘pc‘;;’“ v T oY e cight ;‘;‘g’;ﬁ‘ ross cigh| (;:;mn e "
11 |Rotary potentiomeler RV9312NO-0S18A00-C500K-060 2000 2000 | 0.00500 | 10.0000 | 11.3000 36731.5%21 0.02
2-2  |Rotary potentiometer RV9312NO-0S18A00-B10K-060 2000 2000 | 000500 | 100000 | 113000 | 36°31.5°21 0.02
32 |Rotary potentiometer RV9312NO-CS18A00-B10K-060 1000 1000 | 000500 | 50000 | 60000 30°20°20 0.01
44 |Rotary potentiometer RV9312NO-0S18A00-A100K-060 2000 2000 | 000500 | 10.0000 | 113000 | 36731.5%21 0.02
55 [Rolary polentiomeler RV9312NM-OS1941.5-B10K-067N 2000 2000 | 000640 | 12.8000 | 14.8000 36729+29 003
6-6 Rotary potentiometer RV9322NO-0S15A00-B103-060 2000 2000 | 0.00500 | 10.0000 | 11.3000 36*31.5%21 0.02
7-10  [Rotary potentiometer H161NP5A-1+T2 A100K L1SRACET) 4000 1000 | 000770 | 30.8000 | 352000 | 36°31.5%23 0.10

11412 | Rolary polentiomeler H161NP5A-1+ T2 B100K LISRATET) 2000 1000 | 000770 | 154000 | 17.6000 | 36°31.5%23 005

1314 |Rotary potentiometer H161NPSA-1+T2 C1M LI SRA(ET) 2000 1000 | 000770 | 154000 | 17.6000 | 36731.5%23 0.05

1516 | Rotary switch RS1215P1S3BL-1 11-0522.5A1.5-00 2000 1000 | 000940 | 18.8000 | 22.0000 47°30°23 0.06

17-18 | Toggle switch MT-0-102-C 110-200-RS 8000 4000 | 0.00360 | 288000 | 32.0000 40730725 0.06
Nuts use for MT-0-102-C110-M200-RS 16000 | 16000 | 0.00034 | 54400

19-19 110000 | 375%22°13 | 001
Washer use for MT-0-102-C110-M200-RS 16000 | 16000 | 0.00030 | 4.8000

20-26  |Foot switch PBS-24B-4-L 5460 780 | 002300 | 125.5800 | 135.1000 52727725 027

27-21  |Foot switch PBS-24B-4-L 540 540 | 002300 | 124200 135000 52727205 | 0.035

TOTAL 35000 215.2400 | 350.0000 0.787

Dongguan Hongyuan Electronics Co. Ltd.

Fita van

StatementNbr: 4663882994 Pg 16 of 16
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CHAIR. Thank you, Ms. Robbins. Mr. Riley, you’re recognized for
five minutes.

STATEMENT OF MR. BRIAN RILEY, FOUNDER AND CEO,
GUARDIAN BIKES, SEYMOUR, INDIANA

Mr. RiLEY. Chair Ernst and the distinguished members of the
committee. Thank you for the opportunity to testify today. My
name is Brian Riley and I'm the co-founder and CEO of Guardian
Bikes, a company I started 15 years ago while I was still in college
with a simple mission: to make bicycles safer for families.

The inspiration to start the company came from a traumatic acci-
dent that my grandfather had on his bicycle. When I was growing
up, my grandpa, Lee Bowman, used to ride his bike around the
neighborhood for exercise. One day, a car cut him off. He panicked
overapplied his front brake, and that sent him flipping over the
front of his handlebars. He landed on his head and broke his neck.
He was found on the side of the road by someone who called 911.
Luckily, he survived, but needless to say, it was a traumatic expe-
rience that my family and I went through.

When I was in college, I kept thinking about what problem I
could help solve. I decided to work on a new type of bicycle braking
system, which could prevent the type of accident that my grand-
father had. After numerous failed prototypes, the SureStop braking
system was born, an important innovation which made this type of
accident a thing of the past.

In those early years, I was convinced that the right business
model for this was to partner with the major bike brands to get the
SureStop Braking system adopted into their new bike models. So,
from the age of 21 to 26, I traveled around the world partnering
with bike companies to get SureStop adopted.

During those years, I got an up-close look at exactly how the bi-
cycle industry worked. I quickly learned that every major bicycle
brand in the United States was partnered with a Chinese OEM fac-
tory to manufacture bikes for U.S. consumption. In fact, the entire
bicycle component supply chain was completely dominated by
China as well. The Chinese OEM would handle the ordering of the
components from brakes to handlebars to hubs, and would then
build a complete bike for each American bike brand.

That meant that no matter what brand we choose to partner
with, our customer that would buy the SureStop brake components
from us, would actually be the Chinese OEM factory that’s building
the bicycle for the brand. That meant I spent a lot of time traveling
to China and seeing all the major factories in China.

It was an interesting start to a career. I learned how the entire
value chain for bicycles worked, from production to retail. And con-
trary to my parents and grandparents’ generation, when bike com-
panies like Schwinn were American manufacturing powerhouses
employing many thousands of people in the Midwest, when I en-
tered the industry in 2010, not a single bike brand sold in the U.S.
was manufactured in the U.S. anymore.

In addition, most of the iconic bicycle brands had not only shored
all their production, but over the years, most had become foreign
owned as well. With unique IP in this industry, and a value chain
dominated by China, it was difficult to control our own destiny
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being a component supplier. Eventually, I decided to evolve the
company and integrate our SureStop technology into our own bikes,
and build a new type of bike company from the ground up. This
is how Guardian Bikes of today was born.

As we got started, we imported bikes from China like everyone
else. However, when the 301 tariffs started under President
Trump’s first term, and later COVID supply chain disruptions
came, we decided this was the moment to take a big bet and do
what everyone in our industry insisted was impossible. We decided
to start a bicycle factory in the United States.

In 2022, Guardian Bikes officially opened its factory in Seymour,
Indiana. And in just 36 months, we’ve quickly become the first and
only large scale bicycle factory to exist in the United States since
the industry decided to completely offshore production decades ago.
We now employ 250 people in Indiana, making 2,000 safe quality
bikes every single day. We’re doing it profitably. We're growing
quickly, and we’re demonstrating that reshoring production in the
United States is not as impossible as many might say.

Starting and scaling this business required capital. Early on, a
crucial SBA 7(a) loan helped us get off the ground, but it was only
a starting point. What truly allowed us to execute on the factory
was patient, long-term capital from private equity investors who
believed in our vision.

Senator Ernst’s Made in America Manufacturing Finance Act,
which would double the loan limit for SBA 7(a) and 504 loan pro-
grams to 10 million for small manufacturers, would be instru-
mental in furthering growth of American companies looking to
reshore production. Increasing working capital through this legisla-
tion would empower small manufacturers to start or expand pro-
duction, hire more Americans, and solidify the U.S. as a viable
place to start factories again.

Ultimately, our experience with Guardian Bikes, proves that re-
shoring manufacturing isn’t theoretical, it’s achievable, sustainable,
and it’s necessary. By investing in American made products,
strengthening public-private partnerships, and ensuring our trade
policies prioritize domestic production, we can empower small busi-
nesses like mine to lead America’s manufacturing resurgence.

Thank you for the opportunity to share my story.

[The prepared statement of Mr. Riley follows.]
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Testimony of Brian Riley
Founder & CEQ, Guardian Bikes
Hearing Entitled “Financing America’s Manufacturing and Industrial Boom’
United States Senate Committee on Small Business and Entrepreneurship

3

May 14, 2025
Chair Ernst, Ranking Member Markey, and Distinguished Members of the Committee:
Thank you for the opportunity to testify today.

My name is Brian Riley, and I am the Co-Founder and CEO of Guardian Bikes, a company 1
started 15 years ago, while I was still in college, with a simple mission: to make bicycles safer
for people.

The inspiration to start the company came from a traumatic accident that my Grandfather had on
his bicycle. When I was a kid growing up, my Grandpa, Lee Bowman, used to ride his bike
around the neighborhood for exercise. One day, a car cut him off, he panicked and overapplied
his front brake, causing the front wheel to lock up and sending him flipping over the front of the
bike. He landed on his head and broke his neck and was found on the side of the road by
someone who called 911, Luckily, my Grandpa survived the accident, but it was a traumatic
experience that my family and I went through.

When I went to college, I kept thinking about what problem I could help solve. I decided to work
on a new type of bicycle braking system which could completely prevent the type of accident
that my grandfather had. After numerous failed prototypes, the SureStop braking system was
eventually born, an important innovation which made this type of accident a thing of the past. I
was convinced that the right business model for this invention was to partner with the major bike
brands to get SureStop planned into their new bike models. So, from the age of 21 t0 26, [
traveled around partnering with existing bike brands to get the SureStop braking system adopted
onto their new bike models.

As I'began to work within the industry, I quickly learned that every single bike brand in the
United States was importing bikes from Chinese OEM bike factories. In fact, the entire bike
component supply chain was in China as well. Things like brakes, wheels and handlebars would
be ordered by these Chinese OEM factories, who would then sell a complete bike in a box to an
entity in the USA, and eventually it would make it to an American consumer. So, while a
company like Huffy or Schwinn would make the decision to use the SureStop brake system on a
model—our customer buying our SureStop components was the Chinese OEM factory.
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It was an interesting start to a career. I learned how the entire value chain for bicycles worked,
from production to retail. Contrary to past decades in the U.S., when bike companies like
Schwinn were American manufacturing powerhouses, when I entered the industry as a young
person in 2010, not a single bike brand sold in the U.S. was manufacturing in the U.S. In
addition, the American brands I had grown up on — like Schwinn or Huffy, had not only
outsourced all their production, but it turned out most of these popular brands were foreign
owned as well.

By 2016, we decided to pivot the company from a bicycle brake component supplier to start our
own bike company and integrate our SureStop braking technology onto our own bikes. This is
how Guardian Bikes was born.

Initially, we had to use the Chinese OEM supply chain to make our early bikes. However, as
tariffs started in 2017 and 2018 under President Trump's first term, and later Covid supply chain
disruptions started happening, we decided to build a factory to make our bikes in the US.

In 2022, we started our bike factory in Seymour, Indiana. In just 36 months, we’ve become the
first large-scale bicycle factory to exist in the United States since the industry completely left the
U.S. in the 1990s. We employ 250 people, making 2,000 safe, quality, American made bicycles
per day, and are rapidly growing.

Starting and scaling this business required capital. Early on, a crucial SBA 7(a) loan helped us
get off the ground, but it was only a starting point. What truly allowed us to grow was patient,
long-term capital from private investors that provided us the equity injection we needed to build
our first U.S. manufacturing facility.

Senator Emst’s Made in America Manufacturing Finance Act—which would double the loan
limit for SBA’s 7(a) and 504 loan programs to $10 million for small manufacturers with U.S.
production facilities—would be instrumental in furthering growth of American companies
looking to re-shore production. Increased working capital through this legislation would
empower small manufacturers to start or expand production, hire more Americans, and help
solidify the U.S. as a viable place to start factories again.

Private investors and lenders often lack incentives or confidence to invest fong-term in U.S.
manufacturing. Public-private partnerships like SBA’s 7(a), 504, and SBIC programs are
precisely the kind of tools that can help small manufacturers. Expanding and improving these
programs would encourage more patient, long-term capital into domestic production.

Another obstacle is imports from low-wage countries, particularly in Asia, which also benefit
from subsidized steel and aluminum. Over 200 million pounds of overseas steel and 40,000,000
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pounds of overseas aluminum are imported into the United States annually in the form of
finished bicycles.

Bicycle manufacturing can come back to America, and serve a critical role in sustaining a
healthy and competitive U.S. steel and aluminum industry.

Seventy-five years ago, over 99% of bikes sold in America were made in America. Many
American bicycle manufacturers and their network of domestic bicycle component suppliers
shifted to wartime production during WWII in order to support the war effort, a key element to
sustaining America’s fight during the war.

However, after World War 2, bike tariffs were slashed from 30% to an average of 11%, and by
1955, imports had captured a staggering 40.6% of domestic bicycle sales. Various trade
enforcement actions helped slow further bleeding over the next few decades, but it was a steady
decline. By 1999, the three remaining major U.S. bike manufacturers had shut down all domestic
manufacturing, laying off thousands of employees.

Today, an astonishing 85% of all bikes sold in the United States are imported from China, despite
the supplemental 25% tariff on bicycles from China as part of 2018 Section 301 action supported
by both the prior Administrations.

As the Administration works to reshore production of automobiles, trucks, and airplanes, they
should not forget about bicycles. The labor-intensive nature of bicycle manufacturing can rapidly
create thousands of good jobs if a protective tariff for bicycles is set. A protective tariff need not
limit competition; foreign manufactures are welcome to invest in America and compete for our
market by paying American wages and buying American steel. A modestly protective tariff of
$150 per bicycle would have the effect of reshoring most mass-market bicycle production while
not materially affecting high-performance, limited-production imported bicycles.

This is how we must rethink our approach to trade policy. Historically, policymakers prioritized
foreign market access concessions at the expense of our domestic manufacturing base. Yet,
exports represent only a small fraction of the American economy—just about 11 percent of GDP.
By contrast, domestic consumption drives nearly 70 percent of our economic activity. To achieve
lasting prosperity, we must prioritize policies that encourage producing goods here at home to
satisfy domestic demand first and foremost.

Section 232 measures are the most effective tool to safeguard and rebuild vital domestic
industries. Unlike traditional trade agreements, which frequently promise uncertain and elusive
access to foreign markets, Section 232 tariffs deliver immediate and enforceable protection for
American businesses. We should never compromise on these effective measures in exchange for
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theoretical export opportunities that rarely translate into real economic benefit. When faced with
choosing between solid, enforceable domestic protections and speculative foreign market
opportunities, the right decision is always clear: invest in America.

The most effective way to build a robust American economy is by investing in our domestic
industrial base, ensuring good-paying jobs for our communities, and revitalizing critical
manufacturing industries across our heartland. Exports can play a supporting role, but they
should never be the cornerstone of our economic strategy.

President Trump's trade policies have made significant strides in reshaping our economic
approach—especially by implementing foundational tariffs and prioritizing American workers
and industry. But there remains much to do. Now is the moment to strengthen our tariff
frameworks, reinforce strategic protections for critical industries, and resist reverting to failed,
reciprocal trade agreements that favor uncertain promises over guaranteed domestic growth.

Ultimately, our experience at Guardian Bikes proves that reshoring manufacturing isn't
theoretical—it’s achievable, sustainable, and necessary. By investing in American-made
products, strengthening public-private partnerships, and ensuring our trade policies prioritize
domestic production, we can empower small businesses like mine to lead America’s
manufacturing resurgence.

Thank you for the opportunity to share my story.
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CHAIR. Thank you, Mr. Riley. And next, Mr. Geis, you're recog-
nized for five minutes.

STATEMENT OF MR. BENJAMIN GEIS, MANAGING DIRECTOR,
EAGLE PRIVATE CAPITAL, ST. LOUIS, MISSOURI

Mr. GEis. Good afternoon, Chair Ernst, and distinguished mem-
bers of the committee. Thank you for the opportunity to speak with
you today. My name is Ben Geis and I'm a Managing Director at
Eagle Private Capital based in St. Louis, Missouri, and current
chair of the board at the Small Business Investor Alliance.

I'm proud to be here, not just as representative of my firm and
SBA, but as someone who understands firsthand economic chal-
lenges and the potential of rural and lower income America. I grew
up in a town of just 600 people in Nebraska, and my partners hail
from in and around the St. Louis, Missouri. We’re raised in commu-
nities where entrepreneurship is common, but access to capital is
often limited. That’s why we chose to use our backgrounds in fi-
nance, not on Wall Street, but to invest in America’s small busi-
nesses, particularly in the communities that shaped us.

Eagle Private Capital was founded in 2003 with a mission to pro-
vide growth capital to small businesses through the public private
partnership of the SBA Small Business Investment Company Pro-
gram. Our team brings decades of experience in commercial lend-
ing, investment banking, and accounting. Over the past 20 years,
we've invested approximately 1.27 billion in 162 small businesses
through six licensed SBIC funds. Eagle Fund three was awarded
SBIC of the year by the SBA, and an Eagle Fund IV portfolio com-
pany, Paragon Bioservices, was awarded the 2019 SBIC portfolio
Company of the Year by the SBIA.

Eagle is currently investing out of its six SBIC fund, which was
licensed in August of 2024. From this fund, we have invested in
nine portfolio companies and deployed $71 million to date, less
than one year into our investment period. Those numbers represent
more than capital deployed. They represent real growth in real
communities. Across 91 realized investments, our portfolio compa-
nies have added over 6,000 jobs and increased revenues by nearly
3 billion. In Missouri alone, we’ve invested in 16 companies result-
ing in 20 percent job growth, a meaningful impact in places where
every job counts.

Let me share an example, close to home in Jackson, Missouri, a
town about a hundred miles south of St. Louis, we invested in
Rapco, a manufacturer and assembler of data cables and inter-
connect devices. When we first invested in 2008, Rapco had 550
employees. By the time we exited the investment in 2017, the com-
pany had added 105 jobs, becoming an even stronger pillar of its
rural community.

But our impact isn’t limited to the Midwest. We've seen similar
results in 37 other states where we have investments. In Massa-
chusetts, for example, Eagle has invested in six businesses across
six funds, growing revenues by almost 80 million or 79 percent,
and employees by 342 or 83 percent.

One standout is Learn Well, which provides in-person and vir-
tual academic services for students undergoing mental health
treatment. Since Eagle’s initial investment in Learn Well in Janu-
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ary 2018, the company has demonstrated remarkable resilience
and growth. Over the past five years, Learn Well’s performance has
been exceptional. The team has grown from 115 to 233 employees,
which is 103 percent expansion, and serves over 33,000 students
each year.

These stories aren’t one-offs. They’re the result of the SBIC pro-
gram. We review hundreds of opportunities a year. These are often
companies that are too small, too rural, or too unique to get the
attention of traditional lenders. SBICs like ours fill this gap, de-
ploying flexible capital to companies that need it most, while work-
ing alongside the management teams, leveraging their expertise
and our experience in the lower middle market to create a long-
term partnership.

Finally, the investing in All of America Act introduced last Con-
gress, by Senators John Hickenlooper and Roger Marshall, will en-
able SBICs to do more of what it already does well: support small
businesses, create jobs, and strengthen the economic backbone of
America, especially in places that too often get left behind.

Specifically, the bill provides SBICs with bonus leverage to invest
in rural, low-income manufacturing or national security focused
businesses. The legislation would also adjust the leverage caps to
account for inflation that has risen nearly 30 percent since they
were last raised. Adjusting the caps is necessary to ensure the pro-
gram’s investment power remains consistent with the broader mar-
kets and SBICs can continue assisting job creating small busi-
nesses across the country.

I'm proud of the work we've done and the communities we've
helped grow and encourage this committee to move swiftly on the
legislation so even more can be done.

Thank you for the opportunity to testify today. I look forward to
your questions.

[The prepared statement of Mr. Geis follows.]
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The Small Business investor Alliance

SBIA was formed in 1958 to represent Small Business Investment Companies, the original American
venture capital and private equity funds. As the small business investing market grew more complex, so
did SBIA. SBIA now includes Small Business Investment Companies (SBICs), Rural Business investment
Companies {RBICs), Business Development Companies {BDCs}, conventional private equity funds, private
debt funds and other funds investing in American private small businesses. We also represent the
institutional investors {e.g. community banks, university endowments, pension funds} who invest into
these small private funds. Our association’s purpose is to represent the entire lower middle market
investing ecosystem, both General Partner and Limited Partner. As such, our public policy goals are
balanced and focused on maintaining a robust, healthy, and competitive market for investing in American
businesses.

Private Capital Markets, Private Equity, and Venture Capital 101

The American capital markets are the envy of the world. Our capital markets are one of our greatest
advantages in the highly competitive global economy. Our public markets are well known, with stock
prices of very large businesses readily available and often at the top of the news. In contrast, private
equity, private credit, and venture capital are far less understood, but arguably of equal or greater
importance because they empower entrepreneurs to unleash innovation and growth. Private capital
markets are critically important to small businesses in scaling up and becoming regionally, nationally, and
globally competitive.

Private equity is a very broad category of capital providers who are commonly misunderstood and often
misrepresented. The truth is, investing by private equity is a powerful force for good. Private equityis a
driver of job creation, innovation, and expanding prosperity to the people and places that are not yet fully
benefiting from our system of free enterprise. The profits from private equity fund the retirement security
of millions of pensioners and provide the scholarship money used to provide educational access to a new
generation of college students. These private equity investments are commonly made in areas of the
country that are otherwise passed over or passed by. Most of our member funds are located in Little Rock,
Indianapolis, Buffalo, Omaha, Kansas City, and many other places that far from Wall Street or Silicon
Valley. Regardless of investing style, private equity investors in small and medium-sized businesses make
money by helping the businesses grow and succeed. The idea that private equity funds make money by
having businesses fail is just not true.

How Smali Business Investing Works

To put it in the simplest of terms, private equity and venture funds are investment vehicles that pool
capital {largely from institutional investors like pensions and endowments) and then invest in businesses
that are not publicly traded to help them grow.
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Private equity helps business grow by not only providing critical, patient capital that conventional banks
cannot, but also by helping the smaller business learn how to grow and make big leaps forward that they
otherwise would not have been able to achieve on their own. The only way to be a successful private
equity fund in the lower and middle market is to find smaller businesses and help them grow into bigger,
better businesses.

Small Business Investment Companies (SBICs)

SBICs are an American success story and example of a successful federal public policy that aligns the power
of private markets with the public interest of job creation and economic growth. Congress declared in its
original authorizing legislation that the SBIC program should “stimulate and supplement the flow of
private equity capital and long-term loan funds which small business concerns need for the sound
financing of their business operations” while also stimulating the national economy and job growth.!

SBICs operate in what is commonly called “the lower middle market.” The small businesses that compose
the lower middle market are employer firms, typically with $5-$150 million in annual revenues. Not every
lower middle market business will be eligible for SBIC investment, they still must meet the size standards
set by Congress and the SBA for the program. SBICs typically invest in businesses just entering the lower
end of the middle market and in small businesses with growth potential to enter the middle middle market
($150-$500 million revenue/annually). Very few of these growing companies want to become publicly-
traded companies and very few will ever have an IPO.

1 Small Business Investment Act of 1958, Pub. L. 85-699 (Aug. 21, 1958). 15 U.S.C. 661.
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Where
do SBICs
fit in?

Small Business

SMALL
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ALLIANCE™

SBICs invest exclusively in domestic small businesses, creating jobs and empowering U.S. small businesses
to compete in our economy. Companies that in their early stages received SBIC investments and have
subsequently grown into icons of American industry include Federal Express, Apple, Intel, and Callaway
Golf. While these are recognized companies globally, many more small businesses backed by SBICs have
grown from smaller businesses into robust, sustainable mid-sized businesses.

SBICs must invest in U.S. small businesses, which are defined
as having the following:
Tangible net worth of less than $24 million and average net income

after Federal income taxes for the preceding two completed years of
less than $8 million.

0, + Or, the industry size standard covering the industry in which the
1 oo /o applicant is primarily engaged.
sSU PPOI“I‘ for At least 25% of an SBIC’s financings must be in smaller
. enterprises, defined as having the following:
Ame rican » Net worth less than $6 million and average net income after Federal
s I I income taxes for the preceding two years of less than $2 million.
ma « Or, the size standard for the industry in which it is primarily engaged.
.
Businesses ?BI=Cs may not invest in, with certain exceptions, any of the
ollowing:

- Passive businesses

- Real estate businesses

- Project financing

- Farm land purchases

- Businesses contrary to public interest

ness SMALL

- Foreign investments BUSINESS
INVESTOR
ALLIANCE™
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Small businesses that are experiencing a generational transfer warrant special mention because private
equity, and SBICs in particular, play a critical role in successfully managing these changes. Most small
businesses are “lifestyle businesses” that provide a fulfilling career and support a family, but the business
will end when the owner ceases working. But there are also a large number of businesses that are meant
to continue on past their founder’s time and many of these founders are aging. There are hundreds of
thousands of successful businesses, commonly small businesses, that were founded by baby boomers or
post-baby boomers, whose owners need to retire and whose business still has its brightest days ahead. In
many of these businesses the founder/owner does not have a child who is willing or able to take over this
business. Without a buyer, often a private equity fund or a management team backed by a private equity
fund, many of these otherwise successful small businesses will simply shut down — harming their
employees, the economy, and their communities.

When these businesses facing generational transfer are sold to an SBIC or private equity fund these
businesses grow. The new owners are investing for the longer term —in new equipment, new technologies,
new products, and new employees. These businesses innovate like a startup but do so with the critical
advantage of a proven business model. it is common for the family or founder of the business to retain a
minority ownership stake in the business and therefore participate in the ongoing success of the now
growing business. The failure rate of these investments is low and the growth rate {both profit and
employment} is high.

Impact of SBICs

SBICs are a critical part of the small business capital markets. SBICs investments are overwhelmingly the
first institutional capital to ever be deployed into the small business they are backing. Further, once SBIC
capital is invested into a small business then the smali business is often able to access more conventional
bank capital. SBICs are only able to make a profit by successfully growing small businesses.

Since inception, all SBICs have made over 198,000 investments in U.S. small businesses totaling nearly
$140 billion.? These investments are in real companies with real staying power and real growth potential.

In FY2024, the capital committed to U.S. small businesses from licensed SBIC funds was nearly $47 billion,
a record level over 50 percent higher than five years ago.> Nearly one in four investments, moreover,
were made in underserved small businesses.* During 2024, the SBIC program had 318 active funds®.

Last week, SBA announced it has granted at least 49 green light approvals to SBICs so far in FY2025. At
least 27 new SBIC licenses have been issued, and we are only about halfway through the year. To put that
in perspective, the Agency issued just 26 licenses in all of FY2023.

2 Small Business Administration, March 2025 Offering Circular for Trust Certificates.

3 Small Business Administration, Small Business Investment Company (SBIC) Program Overview Report for FY2024 (last visited
March 11, 2025)

4 The Office of Investment and Innovation reports financing information based on data collected on the SBA Form 1031. The
term "Underserved" and represents women-owned, minority-owned, and veteran-owned smal} businesses or small businesses
who are located in a low-to-moderate {LM) income area.

Sid.

& With Green Light Approval, SBIC Applicants are approved to proceed with raising private capital necessary for
Final SBIC License approval. Receiving Green Light Approval is an important milestone, and pending no material
adverse changes following this approval, sufficient private capital being raised, and submission of Final License
Application and fees, Green Light Approved Applicants proceed to receive an SBIC License.
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SBIC Numbers as of 2024

SBIC History by the Numbers

The total lifetime number of funds the
SBA has licensed as SBICs

$140 The amount SBICs have invested in U.S.
BILLION business since 1958

The number of investments SBICs have

200,000 made in U.S. businesses since 1958

The number of jobs created or sustained

by SBIC investments since 1995 SMALL
BUSINESS
INVESTOR

ALLIANCE™

Supporting Small Domestic Manufacturers and the Industrial Base

Manufacturing plays a critical role in the US economy. The sector employs nearly 16 million people and
directly accounts for over ten percent of total GDP.® Adding in the indirect impact of supply chain sourcing
around the country, this jumps to over 17 percent.® As such, manufacturing is an ecosystem that needs
capital, a prepared workforce, working supply chains, and transportation and logistics. The United States
has most of these, but all require improvements and good public policy. With technology having
transformed every sector of our industrial base over the past 50 years, good public policies should aim to
support manufacturing broadly, not just focus on “advanced manufacturing”. Manufacturing is a web of
interconnected industries that all play an important role in our economic ecosystem.

SBICs currently make approximately 20 percent of all investments in the manufacturing sector. While
some of the policies needed to promote manufacturing need improvements from the states and local
governments (zoning, etc.), there are things this Committee can do to boost investment in small domestic
manufacturers via the SBIC program. The Investing in All of America Act, discussed in more detail below,
would unlock “bonus” leverage for investing in manufacturers, businesses in low-income and rural areas,
and technologies critical to our national defense.

7 Jobs are a sum of findings from Library of Congress report entitled “Measuring the Role of the SBIC Program in Small Business
Job Creation” from 1995-2014 and data from SBA SBIC annual reports 2014-2024.

& National Institute of Standards and Technology, Annual Report on the U.S. Manufacturing Economy: 2024, Annual
Report on the U.S. Manufacturing Economy: 2024

°ld.
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SBIC Structure

Most SBICs are levered {debenture) funds, which means those funds are authorized to borrow money
from a federally authorized credit facility using the Federal Home Loan Bank system. [t is critical to note
that unlike other SBA programs, the investments made by the SBICs have zero investor guarantee. All

private capital can be lost with a bad investment - the private sector is fully exposed to risk with the SBA
leverage protected by the private capital. Access to this SBA/Federal leverage permits individual SBICs to
multiply paid-in private capital up to two times capital or $175 million, whichever is less. Almost all SBIC
Funds have a finite term, with an investing period of 5 years and then a harvesting period of another 5
years. As such, SBICs commonly have several SBIC funds that are in different parts of their
investing/harvesting life cycles {investing, harvesting, and then forming their next fund). The maximum
leverage for an SBIC family of funds (a group that holds multiple SBIC licenses) is currently $350 million.
Leverage is provided at a zero-subsidy rate, with no annual appropriations necessary to fund up to $6
billion a year {FY25 Continuing Resolution}, which is eventually paid back in full to the SBA with interest
andfees. {See Appendix for the typical lifecycle of a traditional SBIC).

Accrual Debentures and Reinvestor SBICs

SBA has relatively new additional tools to fill more types of capital access gaps in the market: Accrual
and Reinvestor SBICs. Accrual SBICs are leveraged funds but interest accrues and is paid back by the SBIC
at the end of the 10-year debenture period to better align with the cash flows of long-term, equity-
oriented funds. Equity investments allow small businesses to retain their liquid capital for both growth
and working capital. Reinvestor SBICs are a subset of Accrual SBICs for the express purpose of
reinvesting in a portfolio of smaller investment funds to increase the geographic reach of the SBIC
program. Reinvestor SBICs are in a category commonly referred to in the investing industry as “funds-of-
funds”. Reinvestor funds are a market-driven developmental league to provide more capital to a next
generation of emerging small business investors.

SBIC Critical Technologies Initiative

The SBIC Critical Technologies initiative is a partnership between SBA and the Department of Defense
(DOD) to increase investments in a broad range of small businesses that operate in critical national
security industries and supply chains. These small businesses are not necessarily government contractors,
but are in key industries we need to develop domestically. SBA and DOD have identified gaps in the credit
markets for high-tech startups and small businesses that could produce the technology needed for future
national security efforts.
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License Type

Standard SBIC

Accrual SBIC

Investment Strategy

Private Credit,
Structure Equity
or Mezzanine

Venture, Growth
or Buyout

Details

Uses Standard Debenture
Eligible for up to 2 tiers of leverage
$175M for one fund or $350M for family of funds

Uses Accrual Debenture
Eligible for up to 1.25 tiers of leverage
$175M cap for one fund, $350M for family of funds

. No funding from SBA
Non-Leveraged B_enef'ts °_f an SBIC Typically established and owned by abank
SBIC license, without Provides financial institutions with opportunities
SBA leverage to receive Community Reinvestment Act credit
and a limited exemption from the Volker Act
Uses Accrual Debentures
. _af. Must invest =2 50% of capital in private funds
Reinvestor SBIC Fund-of-Funds Eligible for up to 2x tiers of leverage
$175M cap for one fund, $350M for family of funds
Critical Heavy focus on (GeTn S0 Sl ACERE _
Technologies National Security ’F\,/'auri;;nr‘éiis; Sl(i)t/r? gognncal Technologies
SBIC and Defense Critical to National Security

State of Small Business Access to Capital

For small businesses, access to capital is a distinguishing feature that often determines success or failure.
It is noteworthy that access to capital often is the single highest concern for growing small businesses. It
is much more difficult for smaller businesses to access long term patient capital than it is for medium-
sized or larger businesses.

Traditionally, community and regional banks generally help finance businesses that have assets to borrow
against. Even when banks can provide capital, they generally cannot provide equity or many of the flexible
types of capital that growing small businesses need. Unfortunately, smaller and more rural businesses
have even more difficultly accessing traditional sources of capital, particularly if there is any equity in the
transaction. Also, many small businesses do not have adequate assets to access the amount of bank loans
that they need. Smaller businesses are seen as too risky for most banks and larger financial institutions.
Equity and subordinated debt provided by SBICs, RBICs, and other PE/VC funds enable small businesses
to access bank loans that otherwise would be unavailable.

Additionally, smaller businesses need hands-on help to manage growth while some need help to navigate
changes in the competitive landscape. Some family-owned small businesses need help to transfer
ownership when the original founders are ready to retire but want to maintain the business as a going
concern. This is the kind of help that SBIC funds can provide.
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SBIA Policy Recommendations

While the SBIC program has shown record growth over the past 15 years, there are policies this committee
can consider to expand access to capital in unserved geographies, ensure the SBICs remain on par with
rising inflation, and provide the Office of Investment and Innovation with the resources necessary to
administer the program.

SBIA strongly supports the investing in All of America Act

SBIA strongly urges Congress to consider and pass the Investing in All of America Act, to increase access
to capital through the SBIC program. This bipartisan legislation was led in the Senate by Sens. John
Hickenlooper {CO} and Roger Marshall {KS) last congress and has been reintroduced in the House by Reps.
Dan Meuser {PA} and Hilary Scholten (Mi}). The bill will encourage private capital investments in the parts
of America that are often overlooked, including small manufacturers.

Last Congress, meaningful improvements were made to the bill, including an adjustment to how college
and university investments are treated which will unlock significant new investment into SBICs to the
benefit of both students and small businesses. That bill passed the House unanimously last year.

This year’s version of the bill makes one additional, and very important, improvement to make
investments in small manufacturers eligible for bonus leverage. Expanding access to capital for U.S.
manufacturers is a top priority for many Senators on this committee, and we believe the new Investing in
All of America Act will fulfill that goal.

The Investing in All of America Act reforms the Small Business Investment Company program at SBA to
encourage private capital investment in underserved areas and industries with the following benefits:

o Market-led and market-driven.

¢ No new spending, mandates, or subsidies.

e 100% of investment is in American small businesses.

s Encourages investment in Low-income and Rural Areas.

e Encourages investment in domestic manufacturing and critical technologies.
o Inflation adjustment allows the program to remain competitive as prices rise.

The Investing in All of America Act would streamline the current bonus leverage provisions to make them
simple and straightforward, with no need for new appropriation for implementation as
drafted. Specifically, the bill provides SBICs with bonus leverage to invest in rural, low-come,
manufacturing, or national security-focused businesses.

The legislation would also adjust the leverage commitment levels by a factor of inflation from the last time
they were adjusted in statute and make annual adjustments thereafter. The leverage caps have not been
adjusted since 2015 for single license holders and 2018 for a family of funds. In that time, inflation has
risen nearly 30%. In the face of current and future inflationary pressure, adjusting the leverage caps is
necessary to ensure the program’s investment power remains consistent with the broader markets and
SBICs can continue assisting job-creating small businesses across the country for years to come.
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SBIA supports passage the Investing in Main Street Act

During the first weeks of the 119" Congress, the House unanimously passed H.R. 754, the Investing in
Main Street Act. The bill has a long history of bipartisan support and has been championed in the Senate
by Sens. Todd Young {IN) and Tammy Duckworth {IL}. The bill would rectify a historical disconnect between
banking law and small business investment law and allow a bank or federal savings association to invest
up to 15% of their capital and surplus in SBICs, while still subject to the approval of the bank regulator if
above 5%. This would dramatically increase the amount of private capital in the SBIC program, which will
then be deployed to domestic small businesses, at no cost to taxpayers. The legislation has been referred
to the Senate Banking Committee and we urge Members of this Committee to speak with your colleagues
to move it forward.

SBIA urges Congress to ensure all fees charged to, and collected from, SBICs are used by Olf exclusively to
administer the SBIC program.

The SBIC program has experienced significant growth recently. There are nearly 320 licensed funds with
combined SBA commitments and private capital exceeding $46 billion. There has also been record-setting
interest from prospective and returning licensees. As previously mentioned, SBA has approved at least
49 green light approvals and 27 licenses to SBICs so far in FY2025. To put that in perspective, the Agency
issued just 26 licenses in all of FY2023.

Ensuring the fee revenues collected from SBICs by the Office of Investment and Innovation are used to
provide the personnel and resources to process and manage this influx of new and existing licensees is
critical.

SBIA thanks the Committee for holding this important hearing and looks forward to working with
Members on bipartisan legislation that will increase capital access for all of America’s small businesses.
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APPENDIX

The Roa d *o Initial fundraising period of 12 months after
issuance of Green Light Letter
an SBIC

License

PreScreening Application Submision Green Light Letter SBIC Licensing r"“::;‘:;':(""‘f Fund Wind Down

* Submit P * Submit appli « Applicants interview with  * Managmentteam raises  * SBICs have 12 additional = Repay SBAn ful.
Application (optional). exhibits, and pay SBA at Washington DC required private capital months postlicensingto | = Surrender license.
- Call with SBA. application fee. Headquarters for inital fund closing. raise additional capital
« Decide to Apply foran * SBA conducts due * Investment Committee, = Apply for license and {muktiple closings
SBIC license. diligence. Licensing Committee, submit fee. allowed).
* Investment Committe and Admi e« Admi approves | * SBICoperational lfe:
votes to conduct in - to issue Green Light license and issues it to « ~5years for investment
person interview with Letter. SBIC. period
applicant. * Green LightLetterissued = Conduct Initial Fund * ~5 years for harvest
- acertification that the Closing and start period
management team will operating.

be issued an SBIC license

and the intended

leverage commitment

from SBA at fund closing,

provide terms and

conditions are met. SMALL
BUSINESS
INVESTOR
ALLIANCE™

Robust Fund Reporting, Examination, and
Oversight Protect Taxpayers

Quarterly and annual financial report: SBIC Licensees must submit quarterly financial
reports with respect to fund-level financials and portfolio company financings.

Portfolio financing report:For each financing of a small business, excluding

guarantees, SBIC Licensees must submit a portfolio financing report within 30 days of
the close of the quarter in which portfolio company financings occurred.

Examinations: The SBA Office of Investment and Innovation Examinations Division
performs periodic remote and on-site examinations of SBICs every one to two years to
monitor regulatory compliance with SBIC program statutory, regulatory and policy
requirements. Examiners also ensure the accuracy of information SBICs submit to SBA.

SMALL
BUSINESS
INVESTOR
ALLIANCE™
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Senator YOUNG [presiding]. Well, thank you so much. As is com-
mon here, our former Chairman had to depart and I am acting
chairman, I'll say that for the benefit of the staff behind me. Since
I just moved into the seat, I'll ask you, Mr. Geis are you the last
one to deliver your testimony? I'm expecting that is indeed the
case.

Mr. GEis. I am the last one.

Senator YOUNG. All right, great. Thank you. Now that I have
command of this situation——

[Laughter.]

I'll thank all of you for appearing. I am of course especially glad
to see Mr. Riley here. He’s invested in the great state of Indiana,
but I am really excited about having all of you here.

As I often share with our panelists, my father was a small busi-
ness person. This is not always known as the committee with the
broadest jurisdiction that touches on every facet of your life, but it’s
really, really important. It’s important to people like him, that we
optimize the programs and support that the small business admin-
istration in particular gives our small businesses and give you a
platform and a voice.

And so, thank you for being here today. Before I dive into my
own questions, I will give Senator Shaheen an opportunity to ask
hers. Senator Shaheen.

Senator SHAHEEN. Well, thank you very much Mr. Acting Chair-
man. And I appreciate that since I have not yet voted. So welcome
to all of our witnesses. Thank you all for being here very much. I
actually grew up in Missouri and my grandfather was from Jack-
son, so I know exactly where you’re talking about Mr. Geis.

One of the programs that I helped create when I got to Congress
and that I continued to think is very important, and in fact I
worked with Chair Ernst on it last year as the State Trade Expan-
sion Program, the STEP program, which you mentioned, Ms. Rob-
bins. It helps small businesses sell internationally.

And when we think about the fact that about 95 percent of our
markets are outside of the United States, it’s really important for
us to help small businesses get into those markets because right
now, fewer than 5 percent of small and medium sized businesses
do business overseas.

You mentioned in your testimony that you currently manufacture
in the U.S. to sell internationally, but that now you’re having to
consider moving production overseas just to export. Can you talk
a little bit more about the impact that the tariffs have had on actu-
ally pushing your production offshore and what that means for
your company long term?

You talked a little bit about the potential to need to downsize to
address that, but in addition to that, what would the loss of the
STEP program and the technical assistance and grants that that
provide mean to your business?

Ms. RoBBINS. Thank you very much for your question. The STEP
program, the way Ohio disperses the funds is through the SBDC
and an IMAGE grant. The IMAGE grant reimburses us for, well,
partially reimburses us for activities related to exporting. It also
provides education.
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So currently we’re participating in a program called the Global
Target Program, with a focus on Latin America. It prepared us for
a trip to Brazil last month, and set us up for success in that mar-
ket. I'm incredibly grateful to the staff at the local SBDC, very
knowledgeable, they bring in experts and connect us to others.

But as you mentioned, unfortunately I need to consider
offshoring my manufacturing, and that’s because as I mentioned,
our sales are down and sustained losses put us at risk of bank-
ruptcy by the end of the year. We have perfect credit and we’ve
never missed a payment, but we’re rapidly running out of liquidity.
In addition, the tariffs make our products exceedingly expensive.
My competitors overseas do not have that problem. And so, in order
to compete, I feel that we may need to diversify and manufacture
overseas to serve export markets.

Senator SHAHEEN. Thank you. And again, if you could speak a
little bit, one of the things that we have learned from the “skinny
budget” that the Administration has sent as on appropriations, is
that it would eliminate the STEP program entirely. What would
that mean in terms of future, assuming that tariffs are addressed
in ways that allow you to build back some of those markets, what
would that mean for you if you no longer have access to that tech-
nical assistance and the funds that are available through the STEP
program?

Ms. ROBBINS. It would have a really devastating impact, espe-
cially for businesses that don’t have the education experience that
we have. You know, we’ve learned a lot by benefit of this program
and access to those experts. A new startup or another small busi-
ness just starting to get into exports, they would lose such a valu-
able resource.

Just an example of what a global target session may be like. It
would be you know, maybe 12 other business owners looking to in-
crease their exports and they would bring in an expert or two, to
speak about a variety of topics relevant to exporting, marketing,
legal compliance, financing your exports, taking payments. Things
like that helps to demystify the complexity and also creates a
greater network of experts to reach out to.

So, you know, while I would be hurt, I think that it would be
much harder for businesses that don’t have the same experience
that we have to get a leg up. Thank you.

Senator SHAHEEN. Thank you. Thank you, Mr. Chairman.

Senator YOUNG. Well, thank you, Senator Shaheen. I will pick up
with Mr. Riley giving him the Hoosier privilege, a Hoosier by
choice by way of Sacramento, and his company, Guardian Bikes lo-
cated in Seymour, Indiana I think is a prime example of how a
small business can grow into a successful and thriving American
company and even help reshore an industry. Doesn’t happen in
every case but we should celebrate it, and the jobs you create and
the opportunities associated with all of that when it does.

So, your insights Mr. Riley, into how the policies that we put in
place here in Washington, DC, which can be detached and removed
from the daily cadences and concerns of regular people sometimes,
they would be invaluable to our whole process and so I appreciate
all of your comments this morning.
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Whether it’s developing skilled workers through apprenticeships
or connecting startups to research institutions and capital, public-
private partnerships are already proving what’s possible when sec-
tors work together. Too many small businesses, especially in rural
communities, lack access to the same networks or infrastructure or
talent pipelines that they need to compete and grow.

Mr. Riley, how have public-private partnerships, if at all, helped
support or scale your small business operations? And you can ex-
pand on that if you would like. In your experience, what do you see
as the most effective roles for the government and the private sec-
tor in making these partnerships work?

Mr. RILEY. Thank you, Senator Young. And I'm proud to be a
new Hoosier of a couple years. So, in Guardian Bike’s case, when
we were first starting, we did utilize an SBA 7(a) loan and that
was instrumental in getting the company off the ground, getting
some working capital in.

But in our case, when we really started looking into starting a
factory, it was clear that we needed several million dollars to get
this thing started, both because of some of the equipment that we
needed, but also because we were starting something that no bike
company had done in the United States in many decades. And we
knew that there’d be at least say, 12 to 18 months of time where
we have to kind of go into money losing mode to learn how to run
a factory to get the thing up and running.

And so, we relied, you know, on an SBA 7(a) loan, but also some
private equity, not private equity, but I should say individuals in-
vesting some money in for equity in the business.

That was instrumental, but it was also challenging. That was me
going around, you know, pitching a lot of different individuals, get-
ting them to believe in the vision, taking 50 to a hundred thousand
dollars checks, you know, left and right to try to pile together a few
million dollars, in order for us to really kind of execute on this vi-
sion of starting a factory in the USA.

So, I think to the extent that, you know, what we’ve done is chal-
lenging and in a lot of industries it is challenging to actually
reshore production and reshore supply chain, and it does take cap-
ital. So, I think to the extent that the government can make flows
of capital easier for companies that are looking to reshore produc-
tion and build production in the United States. That’s helpful.

Senator YOUNG. So, I'm just going to stop there, and though
we're both from Indiana, we didn’t choreograph this because that’s
a great lead in to Mr. Mickelson. And my questions for you, sir, you
mention in your testimony the importance of programs like the
Rural Business Investment Company, RBIC and the Small Busi-
ness Investment Company, SBIC, to help create jobs and drive eco-
nomic growth in the Midwest, which I especially care about.

So how can we use our federal investment tools more effectively,
in your informed estimation, to expand access to capital for rural
entrepreneurs and ensure that small businesses in underserved
areas can grow and compete.

Mr. MicKELSON. Thank you, Senator, for the question. I'll stay
on the theme here, and stick with Indiana. We actually had an in-
vestment in Franklin, Indiana, which you might be familiar with.
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It’s not a large metropolitan area. But there were two great entre-
preneurs there that

Senator YOUNG. I live like a few miles away.

Mr. MICKELSON. Okay. So perfect. [Laughter.]

Senator YOUNG. We really didn’t choreograph this, but thank
you. Sometimes it happens.

Mr. MICKELSON. So, two great entrepreneurs there. They were
young, they were obviously risk takers. They started a business,
but they had not had the resources to scale the business to profes-
sionalize the business.

So, when we invested with them, we brought in systems, we
brought in people. They originally had one location. By the time we
exited the investment, they had 13 locations. They had a full C-
suite of teams. And so that would not have been, you know, pos-
sible without programs like the RBIC and SBIC. And so, two ways
that you could help that, I mentioned the investing in All of Amer-
ica Acts, passing that would help create more opportunities for sit-
uations like this.

And then on the RBIC side, the RBIC program does not have le-
verage like the SBIC program has. And so that’s one thing that
we've been working with the USDA with for a long time to try to
get that put into place.

Senator YOUNG. Thanks so much. Unless there are any other In-
diana stories. Senator Rosen, you're recognized.

Senator ROSEN. We'll talk a little bit about some Nevada stories,
maybe, how’s that? Because in Nevada, we love our entrepreneurs,
our dreamers or small business owners. And for those of you who
don’t know, we’re really famous for those big casinos. I know that,
but that only makes up 1 percent of the businesses in Nevada. 99
percent are small businesses. And so, it is really the heartbeat of
Nevada.

And I want to build a little bit upon what Senator Shaheen
talked to you about on the tariffs, because the tariff impact on Ne-
vada small businesses, they’re already facing disastrous economic
consequences of President Trump—that just across the board tar-
iffs, and small manufacturers in particular are struggling.

Many businesses and manufacturer in the U.S. rely on imported
parts and materials. And in Nevada, like I said, 99 percent of our
businesses are small businesses. And because of Trump’s tariffs,
these companies are now calling us. They’re worried, they're trying
to navigate increased cost disruptions in their supply chain and
frankly, they’re just so worried the uncertainty of it all. They just
don’t know what to plan or prepare for and how to move forward.

So, Ms. Robbins, I'm going to ask you, could you discuss about
how the uncertainty, not just for your business, but for yourself,
your family, and everything you put into it, how have the adminis-
tration’s tariffs really impacted you and how small manufacturers
are particularly vulnerable?

Ms. RoBBINS. Thank you so much for your question. Small manu-
facturers are really clinging to life right now. My small team,
which I could count on one hand, has spent countless hours crunch-
ing numbers, running models, worst case scenarios, searching for
new suppliers, attempting to set up accounts with those, fore-
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casting expenses, calculating, and recalculating price increases only
for the situation to change drastically with no notice.

It creates such an environment of uncertainty that I don’t under-
stand how someone could invest in an economy without having
some level of certainty you can regain your investment. I've in-
vested $1.2 million into our company to manufacture guitar pedals.
We do all of our manufacturing here in Akron, Ohio. And to manu-
facture more than we do now would be like asking a baker to make
flour.

The uncertainty from day to day, we have a weekly meeting
where we discuss the tariff impacts and try to determine how to
proceed. We certainly need to increase our prices as our costs have
just drastically risen. However, the landscape doesn’t stay the same
from week to week. I don’t know how to proceed. It’s complete un-
certainty.

Senator ROSEN. And how stressful is that? And how stressful is
for the people who work with you and believe in all of what you’re
doing——

Ms. ROBBINS. Incredibly stressful.

Senator ROSEN. And of course, we have a lot of live music in so
I'm sure there’s some folks who've been buying them from you. So,
thank you for sharing that. And I'm sorry that youre going
through all of that trauma and hopefully we can get some certainty
going forward.

Because our emerging manufacturing industries, it’s just so im-
portant, they’re surging investments. You've put in over a million
dollars small businesswomen. Right. But in Nevada, we have a lot
of clean energy. It’s wind, water, solar, geothermal, it’s just our ge-
ography and geology. And so, our clean energy technologies, they
support our small manufacturing businesses. It’s beneficial for our
local and national economics.

And T've seen the benefits of clean energy firsthand. We are the
only state that has an operating lithium mine. I know everybody
likes their phones. We need that Lithium. Nevada’s become a hub
for electric vehicle battery manufacturing in recent years. And last
year I helped secure a tech hub designation for the lithium loop
project, led by the University of Nevada Reno, which will create
even more economic opportunity in northern Nevada. Businesses
are coming, batteries, recycling, training, engineers, all of it.

So, Mr. Geis, I know that Eagle Capital has a portfolio of compa-
nies in the clean energy space. Can you speak to the importance
of directing investment to emerging industries like clean energy,
and this just the spectrum of energy. We need it all and ways that
small businesses can benefit from engaging those industries?

Mr. GEIs. Sorry, thank you for the question, Ms. Rosen. So, help
me, could you repeat the last part of your question again just to
make sure I address it appropriately?

Senator ROSEN. Well, you know, the importance of directing in-
vestments to emerging industries like clean energy. Like I said, in
Nevada, we have wind, water, solar, geothermal, battery recycling,
lithium mining, critical mineral mining, all of these things. So,
they’re newer industries and we want to move capital to us to de-
velop that. So, I just wanted you to talk about that a little bit.
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Mr. GEIS. Yes, for sure. I mean, I think our focus as a small busi-
ness investment company—a hundred percent of the investments
we make are in small businesses in the United States, that’s a sole
focus of what we do. And so, I think we see lots of wonderful entre-
preneurs that are in emerging industries like you talked about.
And really you know, we provide that capital to help them grow
and be more competitive on a global landscape. And I think it’s vi-
tally important to our country to encourage that entrepreneurial
spirit.

Senator ROSEN. Thank you. I yield back.

CHAIR [presiding]. Thank you, Senator Rosen. Senator Hawley.

Senator HAWLEY. Thank you very much, Madam Chair. Thanks
to all of our witnesses for being here. Mr. Geis, I want to start with
you because I understand that you are a Missourian and you are
a St. Louis Guy. Is that right?

Mr. GEis. That is correct.

Senator HAWLEY. Although I think you went to college on the
other side of the state or my nick of the woods. Rockhurst Univer-
sity?

Mr. GEIs. Yes.

Senator HAWLEY. Okay. Very good. Now, were you born and
raised in St. Louis?

Mr. GE1s. I was not.

Senator HAWLEY. Okay. He’s helping me all the time. [Laughter.]

I could hear you. That’s fine. Keep going, you're on a roll.

Mr. GEe1s. No, I was not born in St. Louis. I was born in Ne-
braska, but I'm not an atypical St. Louis story. I married a St.
Louis girl, so I've been there for 26 years.

Senator HAWLEY. Oh, there you go. All right. Well, that’s good.
Hey, we’ll claim you. That’s great. You're a Missourian in my book.

Mr. GEIS. Yes.

Senator HAWLEY. Right. Let me ask you, in your written testi-
mony, you included the helpful chart explaining how the SBIC pro-
gram helped spur investment in small business. And I wonder if
you could just tell us, just give us an overview, tell us about the
SBIC program, what it is, and why it matters so much to Missouri.
Just give us your perspective on that.

Mr. GEIS. Yes. So, you know, I think I'd come at it from a couple
of different angles. So first of all, you know, it’s a stable, long-
standing program. It’s been around since 1958. It’s operated at a
zero subsidy from the taxpayer since its inception. But I think
what’s critical about what SBICs do in Missouri and lots of other
states, is we provide that critical next stage of capital to really cre-
ate the growth to drive to the next level.

So, you know, oftentimes entrepreneurs’ capital invest their own
money to start their businesses, but when they hit sort of a critical
inflection point, they need that next round of capital to really invig-
orate growth and that’s what SBICs do.

Senator HAWLEY. Yes. Very good. In fact, if I've got my statistics
correct, and in FY 24 alone, SBICs invested in Missouri $192 mil-
lion in more than 20 small businesses across the state. That capital
supported over 3000 jobs in the state of Missouri. That’s pretty
good. We want every single one of those jobs.
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Mr. GEIs. And I think, you know, SBICs fill a gap, right? There
are, you know, everybody knows about the capital markets and the
large lenders and larger private equity funds that ultimately invest
those large dollars of capital that we hear about. But SBICs are
squarely in the heartland of America and small businesses, that’s
what we do day in and day out.

Senator HAWLEY. Very good. Let me ask you to talk about the
role that small businesses can play in the manufacturing sector
and how SBIC can be used to help spur industrial growth. I mean,
can you talk about that? Because this is a big need and the back-
drop here that I probably don’t have to explain to anybody on the
panel or anybody watching this hearing is that, you know, in
America as a whole, we have lost 4 million jobs.

It is particularly in industrial sector to China since 2001 in Mis-
souri, it’s close to 60,000 jobs. We need more industry; we need
more manufacturing of all kinds. Tell us about the SBIC compo-
nent here for that.

Mr. GEis. I mean, it’s a big focus of what we do. If I look at the
Eagle Funds, 25 to 35 percent of our investments are in manufac-
turing companies. And the stories that we could share within our
portfolio are not too dissimilar from my other panelists here, but,
you know, we provide the capital to help build the new plant, to
really spur and change growth. So that is what the SBIC program
does.

Senator HAWLEY. Very critical. Thank you. Thank you for the
work you do. Thank you for willing to be here, and thank you for
testifying. And with that, I yield back to you, Madam Chair.

CHAIR. Great. Thank you. Senator Hawley. And I'll go to Mr.
Mickelson. We'll start with you, and Mr. Mickelson. Oh, I'm sorry.
Senator Hickenlooper.

hSenator HICKENLOOPER. I must look like a wallpaper or some-
thing.

CHAIR. I missed you. I got caught up there with Senator Rosen
and totally overlooked you. My apologies to you. Senator
Hickenlooper, you're recognized for five minutes.

Senator HICKENLOOPER. Let me start. Mr. Mickelson, the SBIC
we've been talking about, obviously as a cornerstone of so much
what the SBA does. As a small business person myself, I'd gotten
laid off, was out of work for a couple years and took a long time
to raise the money, as I always would say, my mother wouldn’t in-
vest and she wouldn’t.

I think those private investments with coupled coming through
the SBIC, can really bring—well, it certainly brought hundreds of
millions of dollars into Colorado. And I've been working with Sen-
ator Marshall to further build on that success. I'm sure you're
aware of the All the America Act. So, in terms of your firm oper-
ating the SBIC, how would expanding that program broaden access
for capital to what are popularly called underserved to lower in-
come communities?

Mr. MicKELSON. Thank you, Senator, for your question. It is
timely. We actually closed an investment in Colorado last week,
from an SBIC, so your timing’s perfect. But you know, certainly the
passage of the investing in All of America Act, which I know you
introduced last Congress and hopefully it'll get through this Con-
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gress, will increase funding to the SBIC program so there will be
more opportunities for investment, like the one we did last week
and Colorado.

It’ll also specifically target rural and low-income areas. And so,
Midwest growth Partners invest in rural areas. So that would give
groups like us more opportunities to make those investments. And
then finally, it would provide bonus leverage for manufacturers.
And so, we've talked a lot about the importance of manufacturing.
Right now, 20 percent of dollars from SBIC roughly go into manu-
facturers. And so, with some bonus leverage, we would expect that
number to go higher because there’d be more capital available. And
so great.

Senator HICKENLOOPER. It’s okay. You covered it well. I spent a
lot of time in West Des Moines, and when as an entrepreneur I
branched out, one of our brew pubs that we opened was in down-
town Des Moines, but it was the Raccoon River Brewing Company
and the old hotel Fort Des Moines.

Mr. MICKELSON. It’s a great spot.

Senator HICKENLOOPER. I probably know a number of your per-
sonal investors. I got them to help invest in that.

Mr. MICKELSON. Yes. Perfect.

Ms. Robbins, let me ask you a question. The tariff situation, obvi-
ously as somebody—I can remember every little bit, when you're a
truly small business, every little bit makes a difference. And I
think tariffs went up, then they’ve been suspended, now it’s three
months, that uncertainty is chaos. I know how hard that is.

How have you guys navigated the uncertainty around the tariff
issue and how to make your planning of when you make infrastruc-
ture investments and how do you assess that? How are you able
to grow?

Ms. RoBBINS. Thank you so much for your question, Senator.
We're not able to grow under the tariffs. The tariffs have created
complete uncertainty. They’re changing from week to week. You
mentioned that they announced a reduced tariff rate and a 90 day
pause. But I'm still not clear on exactly how much I'm paying in
tariffs. Is it 30 percent plus the 2018 plus the fentanyl? That would
put me at 75 percent. That’s still huge. Yes, we do count every
penny.

And I used to be a financial planner, and as a business, we're
planning a year out easily. And now I don’t know what’s happening
next week and three months. And it’s impossible to navigate these
circumstances. So, you know, we had forecast a price increase,
things had been the same for two weeks. We were going to roll it
out and now the tariffs have changed. So, we’re going to hold onto
that.

I also know that my customers have been loading in on foreign
imports. My customers are retail stores. They’ve been loading in on
foreign imports during this reduced tariff pause because they're
speculating that it’s going to go back up. So just another way, this
is backfiring and hurting U.S small businesses. Thank You.

Senator HICKENLOOPER. Good. Thank you. And I love the name
EarthQuaker. I was an old geologist and the Colorado School of
Mines has an earthquake center, and you can get a live feed to see
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anywhere in the world when a quake happens. And you ought to
stick one of those in your retail sales or your wholesale sales office.

Mr. Riley and again, a safer bike. I was a huge bike fan, a huge
believer in outdoor recreation. It’s a business. It creates jobs, but
it also makes people healthy. It makes people feel healthy, I mean,
it changes their mental health issues. You had a unique journey
somehow. Mark Cuban never took the time to let me have—on his
TV show. I'm not sure what he was doing back when I was trying
to raise money.

What other suggestions would you give small business owners
who are trying to find capital to invest in domestic manufacturing?

Mr. RILEY. Sure. Thank you, Senator. Yeah, I was very lucky to
have the opportunity to go on the show Shark Tank and I got an
investment from Mark Cuban, but I think the statistics were some-
thing like 80,000 people every year apply to go on the show and
something like 50 or 60 actually get on a season. So, I still pinch
myself that that actually happened for me.

But I would say, you know, for just general advice for small busi-
nesses, I think what we've done is try to create a U.S. factory
reshore production, but really make that a strategic advantage for
us. And not have it really be all about a tariff advantage, but actu-
ally an inventory advantage. A way that we can, you know, set up
the bikes in a really safe way.

The whole brand is built around safe bikes. So, a bike is only as
safe as it’s set up. You set up the brakes, you set up every fastener
to a certain torque. So really kind of telling it—for somebody like
us telling that story to investors and getting investors excited
about the strategic advantages of building a product in the United
States that are over and above just tariffs or whether it’s going to
be a price advantage in these things.

That was a really big thing for us and we were able to secure
capital, you know, not only from Mark Cuban on the show, but
from a group of just individual investors

Senator HICKENLOOPER. Ripple effect. That’s perfect advice. I
mean, that you're exactly right. They got to take the advantage you
have and then use that to go out and compete. I'm out of time but
anyway, I yield back to the Chair.

CHAIR. Do you have another question? Senator Hickenlooper.
Okay. [Laughter.]

No, thank you. Senator Hickenlooper. Okay. I will go ahead and
recognize myself now for five minutes, and we’ll start with you, Mr.
Mickelson. Your investments highlight the next-generation tech-
nologies that are coming out of our farms, that are creating new
jobs across America and helping our nation remain competitive
globally. From your experience investing in dozens of small busi-
nesses in Iowa and across the heartland, what are their greatest
barriers to growth and building here in the United States?

Mr. MICKELSON. Thank you, Senator. So certainly, access to cap-
ital as we've talked about today. So, when, when you look at a busi-
ness that’s scaling, they're trying to add new people, more talented
people, more educated people, and that comes at a cost. You think
about technology investments and things like ERP systems, com-
puter systems efficiency in your manufacturing process, trying to
automate as much as you can. All of that costs money, and that’s
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a big part of just the professionalization process that you try to do
in each one of our investments.

And so, each investment that we look at, theyre successful,
they’ve done a great job, but we’re trying to take them to the next
level and help them grow. And so that takes expertise and that’s
largely human capital driven, and it takes capital to build out prop-
erty, plant and equipment and invest in that technology.

CHAIR. Thank you. And Mr. Riley as well. Again, just reiterating
what Senator Hickenlooper said, you’ve been recognized nationally
for your efforts to reshore production of bicycles and industry that
had been dominated by China for decades. And thank you for doing
that. I commend you for all that Guardian Bikes is doing to build
higher quality bikes for children, and something that is possible be-
cause of your ability to source from domestic suppliers.

So, you've been able to raise a significant amount of private cap-
ital to support your vision. Based on your experience, what added
value and benefits do investors seem to find with Made in America
products?

Mr. RILEY. That’s a great question. The way that we really went
about it was to say, look, the world is changing around us. Supply
chains aren’t as secure as we thought they were. COVID was a per-
fect example of that. So, to start with, building product onshore
just gives you a lot more supply chain resiliency.

Over and above that, it really kind of can change a business, so
when you’re purely relying on imports, the lead times are long. You
got to ship them all the way here. And so you have to deal with
a lot more inventory. You have to plan your business just right to
figure out what are we going to sell? What do we need to buy?
Sometimes many months ahead of time.

When you’re onshore and you can produce in your own factory,
you can take that demand signal. For example, when the Barbie
movie came out, we started selling a lot more pink bikes. I don’t
know how we could have predicted that,

CHAIR. Right?

Mr. RILEY. But when you sell a lot more pink bikes and youre
able to just, you know, paint more bikes pink the next day, you can
just start making more pink bikes and react to that kind of de-
mand signal. So that’s a perfect example of—there’s all kinds of
real advantages that come from onshoring manufacturing that I
think so many businesses that have relied on imports for a long
time, they don’t necessarily think that way because they're not in
the weeds of manufacturing.

But we found that there really are true business advantages over
and above, you know, any cost advantage or anything like that.
And just running the business, being able to react to demand,
being able to have a resilient supply chain and deliver safe quality
products to lots and lots of consumers. And we find that those con-
sumers, you know, reward us for making that decision and they
Kant to do business with a company like us that’s trying to do it

ere.

CHAIR. Yes. Thank you very much. And Mr. Geis, thanks for
sharing your experience, both as an SBIC investor and as a leader
in the SBIC industry. As you stated in your written testimony, 20
percent of SBIC investments fund American manufacturing compa-
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nies. How can Congress further target the SBIC program to invest-
ments that are critical to our nation’s economic and national secu-
rity while maintaining a zero-subsidy program?

Mr. GEers. Thank you for the question. I would say by supporting
the SBIC Critical Technology Initiative. So that, for those who
don’t know, it’s a partnership between the Small Business Admin-
istration and the Department of Defense to license SBICs that will
invest at least 60 percent of their investments in small businesses
in sectors that are deemed critical to our national security.

CHAIR. Okay. Fantastic. And with that I will recognize Senator
Cantwell for questions.

Senator CANTWELL. Thank you, Madam Chair. So good to see our
witnesses. Ms. Robbins, thank you for being here, specifically, we
love music and the Pacific Northwest, and we like to get our
grunge on and do many other things. But, you know, we had a
music stand company in Yakima Washington that continued to be
a big exporter.

And I kept thinking, I'm so proud of you guys. How do you—
they’re big supporters of the XM Bank, you know, and I kept say-
ing, how are you so successful? I would think somebody would
knock this off. And they were like, no, no. You’re a symphony. You
need performance out of a music stand. You can’t have a big con-
cert with lots of people coming and have a bad music stand.

So, you are a similar company that makes electronic parts and
turns those into something that musicians can create with. So how
are you thinking about this tariff situation and what do we need
to do to help more businesses like you grow?

Ms. RoBBINS. Thank you so much for your question, Senator. I
was really fortunate that a lot of the investing that I did in our
business happened before the tariffs were increased. So, in 2022,
we invested in a state-of-the-art PCB assembly line. And under the
current tariffs that would be maybe triple in price. The tariffs have
really made it more challenging for us to recoup our existing in-
vestment in our business and are putting us at risk of bankruptcy,
if these conditions continue.

We have perfect credit and we've never missed a payment, but
like I said, we're running out of liquidity, and our home is collat-
eral on our loans. So, if we miss payments and we default, we will
lose everything that we work for, including our home, just as our
two daughters are in college.

And I don’t see taking on additional debt as the answer. I also
don’t know why somebody would invest in a company that is cur-
rently losing money without a clear path to success. I also find the
suggestion that I borrow money and pay interest to finance taxes
and fees, abruptly imposed on me by the government with no no-
tice and no consideration, I find that suggestion offensive. And I
believe the tariffs seem to be reversed immediately or at the very
least, small businesses need to be exempted.

Senator CANTWELL. Well, small businesses definitely have a lot
less flexibility. Do you have a big export market for your devices?

Ms. RoBBINS. We do. We've worked very hard to increase our ex-
ports. They're approximately 30 to 40 percent of our sales, although
just in the last few months, we have seen that number drop dras-
tically due to anti-American sentiment and the chaos that the glob-
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al financial markets have experienced due to this chaotic trade pol-
icy.

Senator CANTWELL. You know, I find it takes a lot to become an
exporter. We have in the northwest—we had programs in the
eighties where we just encouraged everybody to do it. I don’t know
if it was our geography or just an ethos, but we encouraged people
to do it. And it’s hard because you’re taking risk, you're taking a
risk anyway as a business person, but you're taking more risk be-
cause now you have less control over.

That’s why we support the export import bank so much because
it lessens that risk. But we find that ends up being 25, 30 and
you’re saying, in your case, 40 percent of sales opportunities. It
makes sense. You have a whole global market to pursue. What are
some of your best markets for exports?

Ms. RoBBINS. Europe, Australia, Canada, Japan, anywhere that
guitar music is popular, guitar-based music, and where incomes are
high enough to afford some discretionary spending.

Senator CANTWELL. Okay. So friendly countries to us anyway, we
should have good relationships with them. And this shouldn’t really
be the barrier that it is at this moment.

Ms. RoBBINS. That’s right. But we’ve offended a lot of our allies.

Senator CANTWELL. Thank you so much. Thank you, Madam
Chair, Ranking member.

CHAIR. Thank you. Next, I recognize Ranking Member Markey
for his questions.

Senator MARKEY. Thank you, Madam Chair. Trump’s tariffs,
they’'ve been thoughtless, they’ve been reckless, unpredictable,
overly broad. They've caused economic uncertainty, as I already
said, a 35 percent reduction in the number of huge containers com-
ing into Mass-port, the port of New England really, for the month
of June. Just absolutely unbelievable. And it has a profound impact
on small businesses and consumers all across the country. And it
places small businesses at a competitive disadvantage. They’re not
able to weather the storm the way bigger companies are.

Ms. Robbins, you are already a 100 percent U.S. manufacturer,
but as you state in your testimony, it’s entirely impractical for you
to be able to manufacture all the raw materials and components
that go into your final product in the United States, especially with
the current tariffs. Can you describe why this would be near impos-
sible at this time?

Ms. RoBBINS. Thank you for your question, Senator. Yes, I'd be
happy to. First of all, any type of investment like this would re-
quire months or years and a lot of money. And I don’t have that
time and I don’t have that money right now, especially as I'm being
taxed heavily. I can also share some data with you.

One of my friendly competitors did an analysis on what it would
take to reshore just one of the components that goes into a pedal.
So, this one that I have here behind these knobs is what’s called
a potentiometer. And they are used to adjust parameters on a
pedal such as tone level, distortion, et cetera. So, his annual vol-
ume on this part, he uses 130,000. So, it’s one of his most fre-
quently used parts. And his current——

Senator MARKEY. Cost 130,000 what?

Ms. RoBBINS. Potentiometers.
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Senator MARKEY. Okay. Beautiful.

Ms. ROBBINS. And his current cost is 22 cents, and his annual
cost is $28,600. The analysis showed that the cost per part would
be $3 and 75 cents for an annual cost of $487,500, over 17 times
the cost.

Senator MARKEY. For you?

Ms. RoBBINS. For a company that was attempting to reshore a
single part. So, the tooling would be $238,000, that’s eight times
the annual cost, and that’s just one part of hundreds that go into
an effect pedal. So, he actually listed here the nine different parts
that go into making this. And I'd like to submit this for the record,
and I'd like to thank John Cusack for providing me with this evi-
dence today. Thank you.

CHAIR. Without objection. We’'ll have that entered into the record.

Senator MARKEY. So, as you mentioned in your testimony, you
were named SBA Exporter of the year in 2019. So, no one does it
better than you. You were the number one. And so now tariffs were
imposed. So, describe that in terms of the daily headaches that
you’re now confronting.

Ms. ROBBINS. It’s basically, all we do now is try to navigate this
environment. I'll tell you what I'm not doing. I'm not putting out
new products, I'm not growing, I'm not thriving, I'm not hiring. I've
actually canceled job openings. These are all things that I'm not
doing. What I am doing is worrying, stressing, things changing
from day to day.

You know, thinking over my employees and how they’re depend-
ent on our healthcare to manage their chronic conditions or chronic
conditions of loved ones. Thinking of my daughters and how they’re
relying on myself and my husband for our income, to complete
their education. This is what I'm doing. I'm not doing things that
are productive.

Senator MARKEY. Right. So, President Trump’s motto of short-
term pain for long term gain. So, you are sitting there, your short-
term pain, but that short term pain could turn into long-term pain
for you. It could be an extinction event.

Ms. ROBBINS. Absolutely.

Senator MARKEY. It could be an obliteration event, not a libera-
tion day, but an obliteration day, if this goes on for too long. So,
do you really feel that he’s picking winners and losers here? Apple
gets a pass; other big companies get a pass and you are down there
trying to figure it out all by yourself?

Ms. ROBBINS. I do. I do think that the disparity between large
and small businesses has grown wider. 'm here publicly stating
how poorly my business is doing while those companies are meet-
ing royalty in the Middle East. It’s a huge disparity.

Senator MARKEY. Do you have lawyers and lobbyists here in
town helping your company?

Ms. RoBBINS. No.

Senator MARKEY. Does Apple? Yes, they have departments. Does
Google? Yes. All these big companies. They do. You have no one
here except for this committee actually, we’re supposed to be your
advocates to protect you. So, you just think there’s a dispropor-
tionate impact on you?
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Ms. RoBBINS. That’s correct. I do have some advocates. The Main
Street Alliance is working hard to level the playing field and ele-
vate the voices of small businesses. And I really appreciate their
iQ,lupport, but it still does not compare to what the large companies

ave.

Senator MARKEY. So, do you keep a bottle of Pepto-Bismol now
nearby as each day stories, you know, give you something else to
think about and worry about?

Ms. ROBBINS. As a small business owner, I'm used to navigating
challenges. I have excellent problem solving and stress manage-
ment skills, as you must to be in this position. However, I just
don’t see solutions. They’re just not immediately available and I
need immediate solutions. So, in my opinion, the only option is to
rescind the tariffs, to pass the bill that you’ve mentioned exempting
small businesses, it’s just not survivable.

As you mentioned, I believe we’re facing the mass extinction of
small businesses. We are clinging to dear life. The reason youre
not seeing bigger numbers of the fallout in the economy, is because
of folks like me that are—our house is on the line. We're going to
do everything we can to save our businesses, to keep our employees
employed. We're not also not like big companies that we’re going
to slash jobs the moment the forecast change.

Senator MARKEY. Just one final question. I appreciate your in-
dulgence, Madam Chair. When the President announces that he’s
in the process of beginning to try to find an agreement with China,
does that just lift the cloud over off your head and all of a sudden,
you’re feeling instant relief? And what does that mean to you when
you hear that? That they're trying to get a deal but they don’t have
a deal and then there’s still 179 countries left to go to get a deal
with?

Ms. ROBBINS. There’s absolutely no relief. It just creates more
confusion and uncertainty, and it actually creates some effects such
as, retail stores loading in on products from China in order to get
things in before the tariffs theoretically go up even higher. That’s
what happened over the last month while there’s been a break on
the other reciprocal tariffs. So, it absolutely doesn’t help us. It just
extends the period of uncertainty.

And I really need to be making changes now. And I can’t due to
this uncertainty. In the U.S. where we sell to retailers, and it is
our largest market, if you make a price increase, you really can’t
go backwards. You know? And the more that you increase your
price, the less competitive, the less affordable that you’ll be to end
users. And you really can’t predict how much further your demand
will fall when you raise prices. And it’s certainly not something
that you want to do repeatedly.

So having something that I could plan for, you know, we ab-
sorbed the 2018 tariffs. They were 25 percent, that was difficult,
but we did it. What’s going on now is absolutely so challenging. I
don’t know a way forward.

Senator MARKEY. So, thank you Madam Chair.

Ms. RoBBINS. Thank you.

CHAIR. Thank you, Ranking Member Markey. And I'll just make
my own editorial comments as well. We recognize it is really dif-
ficult Ms. Robbins, and I appreciate your testimony, very detailed.
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It is a very complicated situation. We did not get into this situation
overnight and we have had tariffs from other countries for decades
now.

And if we go back and look at those tariffs, we have forgotten as
a nation that those same countries that we are tariffing now have
had tariffs against us. And it’s just baked into the prices of the
goods that we consume every single day. This is a painful time. We
recognize that we have got to find a way forward and we hope that
these countries come back to the table and work with the United
States of America.

For those that are able to manufacturing all of their product in
the United States, kudos. We love that. We want to support you.
We want to have more made in America jobs for Americans. We've
got to figure a way forward.

So, I really appreciate all of you coming here today to give your
testimony. This is a very important committee especially for states
like all of ours, where most of our businesses are small businesses.
So, we want to find a way forward that will work for all of us and
make sure that we are manufacturing here in the United States.

So, I do want to ask unanimous consent that the witnesses full
statements be included in the record and without objection, so or-
dered. So, we’ll make sure that all of your full written testimonies
are included today. And with that I do have a closing statement.

I ask unanimous consent that the record of today’s hearing re-
main open for two weeks for members to submit questions, revise
and extend their remarks, and submit additional information into
the record. Without objection, so ordered.

And again, thanks to our witnesses for being here today. Really
great testimony. Thank you so much. And with that, the Com-
mittee on Small Business and Entrepreneurship stands adjourned.

[Whereupon, at 3:58 p.m., the hearing was adjourned.]
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Testimony of Philippe Herndon, Owner, Caroline Guitar Company
U.S. Senate Committee on Small Business and Entrepreneurship
May 14, 2025

Thank you Chair Ernst, Ranking Member Markey, and all members of this committee. It is an honor to
be able to share the story of my company to the U.S. Senate Committee on Small Business and
Entrepreneurship in hopes of expressing our perspective on tariffs and their impact on “Financing
America’s Manufacturing and Industrial Boom.”

I’ve compared being a small business owner and entrepreneur to being a fugitive: while you have to run
for your life, the view can be worth it. In 2009, I graduated from the University of South Carolina in
2009 with an International Master of Business Administration degree. Id returned to graduate school
with the intent of finally growing up after a first act of playing music, working the occasional office job,
and seeing America from the window of an Econoline tour van. Playing music was so rewarding, I often
thought of the performing as what we did for free; it was the long drives, loading the equipment up the
fire escapes or down the basement stairs, and the cheap hotel stays that required payment.

In the aftermath of the financial crisis, I soon realized I had acquired a viable professional degree during
what might have been the worst time to acquire one, so I decided to try and make some “thunkware.”
“Thunkware” was what a career counselor had called “something that you could drop on an

interviewer s desk that would make a ‘thunk’ sound, proof that you can put something together that will
show you have what it takes.” So with that in mind, I invested my tax return from a year where I'd
struggled to find steady work towards the process of launching a brand, making a guitar pedal, selling
the first batch, and use it to show my understanding of product development and maybe get a real job.

Instead, I started a company. Since completing our first piece of thunkware, it’s been my teammates’ and
my honor to make and sell tens of thousands of the devices here in the United States, employ people
here in Columbia, South Carolina, and create the kind of place that I would have wished would’ve hired
me years ago. As I’ve told business students, there are precious few goods that people are willing to pay
a premium for that are made in the USA. These industry clusters are both cultural exports as well as
products that allow us to employ people doing work they enjoy, and I take that responsibility seriously.
While we may take our home city for granted sometimes, our work can seem like a downright exotic
piece of American rock and roll fun in the far flung places where our customers have found us.

However, I am now deeply concerned that the tariffs on necessary materials for our design and assembly
will compromise our ability to continue our work.

On the latest batches of necessary material that we received, we have had to pay a 170% total tariff. Our
work is transformative in the same way a bag of beans isn’t a pot of coffee, or a bag of flour and a
handful of chips isn’t a cookie — but we still need that “flour” to cook. The previous Section 301 tariff
implemented by President Trump on Chinese imports in 2018 was inconvenient, but we could identify
other efficiencies and ramp up our order quantities to mitigate that impact. However, our latest batches
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include the original executive order, the additional 20% applied in February of this year, and the post
“liberation day” tariffs of 125% on goods for China. This 170% cost increase across multiple significant
items in our bill of materials is not a sustainable burden for us or any of our peers in this industry.

We are deeply frustrated that these sharp and sudden tariff increases have happened under the pretense
that the tariffs will encourage purchases of American made substitutes when there are no viable
American made substitutes currently available. As a small business, our order sizes on work that can be
done here cannot meet a remotely competitive minimum quantity. The other materials that we require —
from passive semiconductors to control potentiometers to audio chips — have either not been made in
the United States for decades, or never were at all.

The other argument for the tariffs is that they must be maintained to ensure that the materials that we
need will eventually be made here. In the years that would ensue, small businesses like ours would be
expected to endure or pass on these cost increases for however long it takes to make it worthwhile for
capital investment, and then for the factories to be built, the workers trained to do that stateside, and the
efficiency to eventually reach the levels of the current overseas suppliers.

With all due respect to Senator Booker’s home state, we’d have a better chance of growing our national
demand for coffee beans, bananas, and pineapples in New Jersey. (Please don’t take offense, we think
Red Bank is a lovely place to visit!)

For the better part of two decades, Berkshire Hathaway has owned Mouser, one of the world’s largest
importers and distributors of semiconductors and parts for the electronics industry. From this vantage
point, they’ve seen exactly how many components get sold and the quantities to be kept on hand for
immediate delivery. If this holding company, chaired by the world’s fourth richest man, with all that
market insight, seemingly endless resources, and billions in revenue every year, has never seen a viable
path for any of that “flour” to be made in house stateside, what chance does a small company like mine
have, with three employees and multiple orders of magnitude less resources and runway?

With the tariffs at their current unsustainable levels, we've been approached by industry peers and
competitors in Sweden, the United Kingdom, and Germany expressing an interest in taking over our
production. This is deeply troubling to me for several reasons: first, because it’s always been our mission
to make the goods here and take pride in that. But more troubling is the realization that while it sounds
absolutely crazy to offshore our work from the USA to the EU, if 1 were operating strictly on the
numbers instead of sentiment, they are correct. These tariffs on our cost of goods sold have now make it
absolutely viable for us to offshore our work to them.

The parts that needs to be said out loud are that we don’t want to do this, but the tariffs are putting our
company and stateside peers at such a competitive disadvantage that our international peers are
recognizing it, and the tariffs are forcing us to raise prices while our foreign competitors do not have to.

Turge the Senate Committee on Small Business and Entrepreneurship to pursue action to either retake
authority on tariffs back from the Executive Branch and reverse these increased tariffs, or compel the
Executive Branch to reverse them so that businesses like ours have the chance to compete. Thank you.
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Mission Engineering Inc I o l

1311 Clegg St, Suite B
Petaluma, CA, 94954

My name is James Lebihan. | am the CEO of Mission Engineering Inc. and Sunn Musical
Equipment Corp., US manufacturing companies that design and build American-made
products such as audio amplifiers, speakers, and electronics. We operate two factories in
the USA, one in California and one in Missouri. We are a small business. We currently
employ 15 factory staff. Prior to becoming CEO of Mission, | worked for 20 years in Silicon
Valley in the semiconductor and computing industries at Intel and Dell.

Since the founding of Mission Engineering in 2009, | have been committed to
manufacturing in the USA. Mission manufactures in American factories, with American
employees. When we can’t make it ourselves, we use local US suppliers as much as
possible. We do source some components from overseas, though. This is because such
components are not produced in the USA. For example, there is no factory in the USA
producing the microchips and passive components used in our electronics. The wood
required for our amplifiers and speakers is Baltic birch. The trees used for this material
primarily grow in the Baltic states, such as Russia, Finland, and Estonia.

The changing landscape of tariffs, which are taxes on American businesses, has had a
significant effect on our operations. I'd like to address some of the intended benefits of
tariffs and how these have materialized for us so far.

1. Tariffs level the playing field against unfair foreign trade practices, leading to growth for
US manufacturing.

In 2024, Mission’s business grew by 33% year on year. In the first quarter of 2025, we
continued to grow by 30%. We hired new staff and acquired financing to purchase more
inventory to meet the expanding demand for our products. In the few weeks since the latest
round of tariffs came into force, our revenue is down 40%. Our international sales have
fallen 90%. For 15 years, we were a net exporter with around 50% of our revenue coming
from overseas. In May 2025, our overseas sales will be almost zero. The increased costs
and reciprocal tariffs have made our products less affordable. Anti-American sentiment
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from overseas customers has resulted in a demand reduction. Market research indicates
that consumers in the US are reducing their discretionary spending on luxury items such as
ours due to inflationary fears. The consequence for Mission’s manufacturing business has
not been growth, but decline. Qur revenue went from 30% up to 40% down virtually
overnight when the tariffs were introduced.

2. Short-term pain for long-term gain.

Successful small businesses usually remain small because they don’t have access to
capital. They don’t have enough cash to survive long periods of downturn and wait it out.
We plan our cash flows week to week, month to month. We need to forecast to survive. The
unpredictable tariff level changes make it difficult to predict our demand and costs. How
long is ‘short term’? Without accurate policy data, it's impossible to plan. Our business
experiences short-term pain, but there is no long-term gain.

3. The tariff levels have been cut. Businesses can absorb the cost and make less profit.

Music electronics is a low-margin business. Net earnings are typically below 9%. Even
without tariffs, it would be more profitable to close our US factories and produce solely in
Asia. We are part of a community of people who believe in US manufacturing. We are proud
to build here, even if it makes less profit. However, the tariffs have increased our costs
beyond the point where we can be profitable.

Here is one example, a component we purchased on March 17 2025:

PCB panel: $107.20
Shipping: $73.76

Taxes and duties: $18.10
Total: $199.06

Here is the same 8 weeks later, on May 19" 2025:

PCB Panel: $106.60
Shipping: $144.35

Taxes and duties: $63.96
Total: $314.91

The price for the component decreased, but taxes increased by 350%, and shipping costs
are up 100%, which is a knock-on effect. The shipping companies are experiencing
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increased costs in brokering the complex and fast-changing tariffs, and they are passing
this on to their customers. As | typed this, | received an email from our lawyers indicating
that they are increasing their prices for the first time in over three years by 25% due to their
costincreases. Tariffs are another pressure on an already inflationary market, and the profit
margin in our business is nowhere near enough to absorb these kinds of increases.

4. Ifyou use all American-made parts, you won't pay any tariffs.

In electronics, we need natural resources such as neodymium, tantalum, germanium, and
tin. The US lacks reserves of these minerals due to geological conditions. Other
businesses may require crops such as coffee, tea, avocados etc. It’s not an option to get
these in any quantity from the US. No amount of tariff can change this. Some materials
have to come from overseas.

For manufacturing that could be done in the US, the economics of onshoring depend very
much on the product. One size does not fit all. It might be straightforward for products such
as steel and vehicle parts. We already have the expertise, the workforce, the locations, and
the economic model, it can be done. Other components are much harder.

The electronic components that we use in our products are completely different. The
factories that create these take many years to build and require significant investment over
the long term before they become profitable. China and Taiwan have been investing in
building this infrastructure since the 1980s

Intel's attempts to become a viable contract manufacturer and compete with these
overseas foundries resulted in billions of dollars of losses, tens of thousands of layoffs,
and the dismissal of the CEO. Some of these problems are complex to solve and certainly
well beyond the resources of small businesses such as ours.

I strongly believe in American manufacturing. | have supported it in my career as an
employee and a business owner. The tariffs have had a devastating effect on small
manufacturing businesses, with many of us facing the prospect of closure, bankruptcy, or
moving our business overseas. | respectfully urge you to support the Small Business
Liberation Act and exempt our small businesses from these tariffs.

James Lebihan
CEO, Mission Engineering Inc
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Written Testimony of Steve Skillings, Chief Operating Officer, Sunn Musical Equipment
Corp

Submitted to the U.S. Senate Committee on Small Business and Entrepreneurship
May 2025

Thank you for the opportunity to submit this testimony. My name is Steve Skillings, and I am the
Chief Operating Officer of Sunn Musical Equipment Corp. Sunn is an American music
equipment company focused on reviving one of the most respected amplifier brands in music
history. Our mission is to deliver high-quality reissues of classic Sunn amplifier designs, built in
the U.S. and engineered for today’s musicians.

We design, assemble, and ship all of our products domestically. However, like many small and
mid-sized U.S. manufacturers, we rely on a small number of globally sourced components—
specifically printed circuit boards (PCBs) and analog potentiometers. These components are
currently sourced from overseas, including China, due to availability, cost structure, and scale.

Analog potentiometers are legacy components. They use 1950s technology, and there are no
remaining manufacturers producing them in the United States. They are still critical to our
product, but U.S. suppliers exited this space long ago because of low margins and limited
demand. Likewise, most domestic PCB vendors focus on high-complexity, high-margin work in
industries such as aerospace, medical, and defense. The quotes we receive from U.S.-based
suppliers are often five to ten times higher than overseas options. In some cases, our volume is
simply too low for them to quote at all.

These sourcing decisions are not about cutting corners. They are about keeping domestic
production viable. Strategic sourcing helps us maintain U.S. operations, employ skilled labor,
and offer premium products at accessible prices. Recent tariffs on components from China have
made that substantially more difficult.

We are not trying to survive. We are trying to thrive. But policies like this introduce new barriers
that slow us down.

Here is how the tariffs have affected our business:

o We’ve reduced and delayed some component orders while recalculating production costs.

o We’ve postponed the launch of new amplifier models originally planned for late 2025.

« We’re reviewing potential price increases that could affect affordability for our core
audience, including working musicians.

o« We’ve paused some hiring and marketing initiatives to reassess long-term financial
planning.

o« We are now less cost competitive compared to European-made amplifiers, which puts
U.S.-built products at a disadvantage globally.
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Sunn is fully committed to U.S. manufacturing. We operate two production facilities, one in
California and one in Missouri. Importing a small number of low-margin components such as
potentiometers and PCBs enables us to create value here at home—through engineering,
assembly, testing, branding, and customer support. That’s where the majority of our product’s
value is created. A typical guitar and bass amp by Sunn has a dozen or more of potentiometers,
among other imported parts, so when the tariffs hit on parts that are not, and unlikely ever to be
produced in the US, iour cost and we have no domestic alternatives.

We are also a net exporter. A growing share of our amplifiers is sold internationally. This puts us
in a strong position to contribute to the U.S. economy while representing American
manufacturing on a global stage. The components we import support a product that is designed
and built in the U.S. and shipped worldwide under a respected American brand.

We recognize the purpose behind trade policy and support the idea of protecting long-term
national interests. But a one-size-fits-all tariff structure does not account for the role these
components play in enabling small-scale U.S. manufacturing. Larger corporations may be better
positioned to absorb these costs. Smaller firms, particularly those restoring legacy American
brands, are more exposed to this kind of disruption.

For these reasons, I respectfully urge all representatives, from both parties, to act quickly
to support and advance solutions to help. Providing targeted tariff relief to small
manufacturers would allow companies like Sunn Musical Equipment Corp to maintain
momentum, preserve pricing stability, and continue investing in American manufacturing jobs.
This would not only strengthen domestic production capacity, it would help protect the future of
U.S. innovation and legacy brand revitalization.

Thank you for the opportunity to share this perspective.

Sincerely,

Steve Skillings

Chief Operating Officer

Sunn Musical Equipment Corp
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Senate Committee on Small Business and Entrepreneurship Hearing
May 14, 2025
Follow-Up Questions for the Record

Questions for Mr. Benjamin Geis

Questions from:
Senator Cantwell
SBIC

Innovative ideas can come from anywhere and anybody — but entrepreneurs need access to
capital to put their ideas into action. In fact, America’s inventions often come from small
businesses. Small businesses are essential to our innovation ecosystems.

The SBIC program helps small businesses access financing to start up or expand. In Fiscal Year
2024, 14 businesses in the State of Washington received $77 million in financing in total from
the SBIC program, supporting 1,202 jobs. Over the past ten years, SBIC has supported 138 small
businesses in Washington state.

QUESTION 1:

There is a big push right now to bring manufacturing back to the U.S. Do you have thoughts on
how the SBIC program can help with this objective?

Currently, about 20% of SBIC investment is in small domestic manufacturers. This is despite
10% of our National GDP coming from the manufacturing space. It’s clear that SBICs are
already hard at work to fill a capital gap at the bottom of the market for small
manufacturers. As more small businesses seek to reshore their manufacturing here in the
United States, they will need capital to make that a reality. SBIA urges Congress to pass the
Investing in All of America Act which will enable SBICs to access bonus leverage to support
reshoring manufacturing.

QUESTION 2:

For some businesses, the costs of tariffs will be hard to either absorb or pass on to consumers,
and could challenge the viability of a small business, which may lead them to have to either
borrow or fail. Can you describe the impact of tariffs on cash flow and business planning for
small businesses?

Tariffs are touching many industry sectors across the country. For some, it’s beneficial and
for others it’s a detriment. The biggest issue | hear is the uncertainty of the tariffs makes
planning for the future extremely difficult. What | have heard from my business owner
community is that they are treating tariffs like any other business disruption and focusing on
finding ways to keep their businesses moving forward.
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Senate Committee on Small Business and Entrepreneurship Hearing
May 14, 2025
Follow-Up Questions for the Record

Questions for Mr. John Mickelson

Questions from:
Senator Cantwell
SBIC

Innovative ideas can come from anywhere and anybody — but entrepreneurs need access to
capital to put their ideas into action. In fact, America’s inventions often come from small
businesses. Small businesses are essential to our innovation ecosystems.

The SBIC program helps small businesses access financing to start up or expand. In Fiscal Year
2024, 14 businesses in the State of Washington received $77 million in financing in total from
the SBIC program, supporting 1,202 jobs. Over the past ten years, SBIC has supported 138 small
businesses in Washington state.

QUESTION 1:

There is a big push right now to bring manufacturing back to the U.S. Do you have thoughts on
how the SBIC program can help with this objective?

Currently, about 20% of SBIC investment is in small domestic manufacturers. This is
despite 10% of our National GDP coming from the manufacturing space. SBICs are
already hard at work to fill a capital gap at the bottom of the market for small
manufacturers. As more small businesses seek to reshore their manufacturing here in the
United States, they will need capital to make that a reality. I urge Congress to pass the
Investing in All of America Act which will enable SBICs to access bonus leverage to
support reshoring manufacturing.

QUESTION 2:

For some businesses, the costs of tariffs will be hard to either absorb or pass on to consumers,
and could challenge the viability of a small business, which may lead them to have to either
borrow or fail. Can you describe the impact of tariffs on cash flow and business planning for
small businesses?

Tariffs are touching many industry sectors across the country. For some, it’s beneficial
and for others it’s a detriment. The biggest issue I hear is the uncertainty of the tariffs
makes planning for the future extremely difficult. What I have heard from our portfolio
companies is that they are treating tariffs like any other business disruption and focusing
on finding ways to keep their businesses moving forward.
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Dear Senator Frnst,

Thank youragain for the opportunity to testify before the Committee on Smalil Business
and Entreprencurship on May 14, 2025 on the topic of “Financing America’s Manufacturing and
Industrial Boom.” It was an honor to share Guardian Bikes’ story of successfully bringing high-
volume bicycle manufacturing back to the United States.

[ understand that Senator Cantwell has summitted questions for the record, and I’m happy to
provide the detailed answers below as well as background and context.

In a letter dated May 29%, 2025 requesting follow-up questions for the record, Senator Cantwell
states “People for Bikes, the trade association representing bike manufacturers, reports that
tariffs are at an unsustainable level for the U.S. bicycle industry.” It is important to add some
additional context on the misleading characterization of who People for Bikes represents and
clarify the determination between bicycle “manufacturers” and “distributors.” Following this
context, | answer the three questions posed by Senator Cantwell below.

Introductory Statement

The vast majority of bicycle brands within the People for Bikes coalition are not manufacturers,
but rather distributors, who import and sell complete bicycles manufactured predominantly in
China by Chinese OEM bicycle factories. Therefore, the organizations which People for Bikes
represent operate as marketing and distribution entities, who do not engage in or invest
meaningfully in U.S. manufacturing operations.

In contrast, Guardian Bikes is a true American bicycle manufacturer. We operate a vertically
integrated production facility in Seymour, Indiana, employing 350 American workers and
producing more than 500,800 bicycles annually, with plans and capacity to scale well beyond
2,000,000 units per year with 2,000 American workers within the next 3 years. We have
invested tens of millions of dellars into advanced manufacturing infrastructure, automation, and
workforce development and have successfully brought large-scale bicycle production back to the
United States for the first time in many decades.

Guardian Bikes does not associate with People for Bikes, precisely because their interests and
actions run counter to Guardian’s interests. Despite their claims to support U.S. Bike
manufacturers, the policies they endorse serve to further entrench dependence on foreign
production. One such example is their support of the U.S. Bicycle Production and Assembly
Act (H.R. 3904) which would allow duty-free importation of foreign-manufactured bicycle
frames and components if the final assembly of these parts occurs in the United States. This
bill, while appearing on the surface to support US bicycle manufacturing, severely undermines
domestic manufacturing capability and capacity. It would immediately undermine any
investments in manufacturing bicycles domestically and further reinforcing China's dominance
over this industry. In the case of Guardian Bikes specifically, it would undermine the tens of
millions of dollars invested and hundreds of manufacturing jobs already created in the Midwest,
and the thousands of new jobs to come as we grow capacity.
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We urge lawmakers to understand the distinction between true manufacturing and final assembly
of imported goods. Any legislation intended to support American manufacturing must prioritize
companies like Guardian, those who take real financial and operational risks to bring production
home, not distributors who profit from offshore supply chains and outsourced manufacturing
while presenting themselves as domestic bike manufacturers.

Below are the answers to Senator Cantwell’s questions:

QUESTION 1:

| greatly appreciate the hard work you’ve done to build and expand your business,
Guardian Bikes. Do you obtain any parts from overseas? How do you expect tariffs to
impact the cost of those parts?

Yes, while Guardian Bikes has made significant investments in reshoring bicycle frame
manufacturing to the United States, we do still import approximately 40% of our bill of
materials, such as tires, hubs, saddles, etc.

That said, Guardian Bikes is committed to restoring our entire bicycle components supply chain
to the United States within the next three years, and tariffs (which level the playing field to make
it more competitive to make bicycle components in the United States) help to accelerate that.

In that context, we are supportive of tariffs that are structured to protect and encourage
companies like Guardian that are bringing high-volume bicycle manufacturing back to the U.S.
Tariffs, when applied strategically and predictably, can level the playing field against heavily
subsidized imports and create the economic conditions necessary for domestic industries to scale.

However, for tariffs to be effective, they must be part of a clear, stable policy framework that
manufacturers can plan around, uncertainty undermines investment. We encourage Congress and
the administration to ensure tariff policy is targeted and consistent, in support of long-term U.S.,
manufacturing resurgence.

Question 2:

Most bike frames are made overseas. As I understand it, you will be manufacturing bike
frames in the U.S. But is it correct that you still impert parts to build bikes here? And do
you foresee ending all importing for your company?

That’s correct. Just this year, following an investment of $19 million dollars in capital equipment
and job training, we have begun manufacturing all of our bike frames in the United States,
specifically in Seymour, Indiana, using highly automated processes such as laser-cutting and
automated welding which we’ve developed internally, However, as noted above, we still import
some components required to assemble a complete bicycle. We view domestic frame production
as the first step in a broader initiative to localize the entire bicycle supply chain into the Midwest.
We’ve already formed a supplier network around our Indiana facility and are encouraging
component manufacturers to relocate or expand here through co-investment opportunities,
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volume commitments, and shared innovation. Over time, with the right support and policy
environment, we believe it’s possible to manufacture most, if not all, bike components
domestically. But this is a multi-year undertaking that requires coordinated effort between
private industry and government.

QUESTION 3:

Given your experience, do you see your business model working for larger
manufacturers? Do you foresee major manufacturers bringing the manufacture of all
components back to the United States?

Absolutely. Bringing an entire supply chain back to the United States is entirely possible. The
country had an entire supply chain for bikes as recently as the 80s, and it was decimated after
China entered the WTO and “free trade” policies sent it all overseas. Today, targeted tariffs
which reward domestic manufacturing will help drive a resurgence, and an entire supply chain
can come back to the United States.

What we’re building at Guardian Bikes isn’t just a new factory, it’s a vertically integrated, data-
driven manufacturing and logistics platform designed for the modern consumer product
landscape. We believe this model, combining vertically integrated domestic production,
automation, and direct-to-consumer distribution, can scale well beyond Guardian Bikes and well
beyond the bike industry alone.

For larger manufacturers, particularly those who value quality, responsiveness, and brand
differentiation, reshoring production is not only viable but increasingly strategic. With rising
labor costs overseas, growing geopolitical risk, and consumer demand for transparency and local
sourcing, domestic production is regaining its competitive edge. For U.S. manufacturing to be
globally competitive, we need a robust ecosystem of local suppliers, skilled labor, capital
investment, and supportive policy frameworks, including consistent tariff policy and incentives
for domestic production which levels the playing field against foreign imports.

Thanks again for the opportunity to share the Guardian Bikes story. We are proud to demonstrate
to this industry and others that manufacturing is possible in the United States.

Respectfully,
Brian Riley

Founder & CEO

Guardian Bikes



89

ﬁEaptlz@uakeF Devices

Senate Committee on Small Business and Entrepreneurship Hearing
May 14, 2025
Follow-Up Questions for the Record

Julie Robbins, CEO, EarthQuaker Devices

QUESTION 1:

My understanding is that your company takes small, generic, electronic parts and turn those
generic parts into something that a musician can create with. Can you explain which parts you
get from overseas, and the value employees add to those parts?

Thank you very much for your question, Senator Cantwell. To create all of the products in our
catalog, we use 961 different components. These represent 34 different Harmonized Tariff
Codes and are sourced from 14 different Countries of Origin.

As you can see, only 6% of the value of our raw materials originates in the US and are mostly
comprised of packaging. 44% of our components are electrical in nature and are not
manufactured in the US.

Total weekly: $ 24,961.14
Korea Country of origin % LI Country B Weekly 1 colurkd Weekly Country of origin value
Malaysia _Indonesia Portugal . yraine Poland Taiwan $ 8,692.27 35%
Japan__Mec0 N China $ 766009  31%
Mixed \\‘ Canada $ 230167 9%
| Thailand $ 165610 7%
USA $ 156070 6% 95,0000
m Mixed $  taps s% Lo
Japan $ 673.61 3% 300000
w Mexico $ 337.23 1% $2,000.00
Malaysia $ 231.91 1% I I I 1
Indonesia $ 163.18 1%
Korea $ 140.32 1% &
Portugal $ 130.41 1%
Ukraine $ 87.03 0%
Philippines $ 498 0%
961 different components Poland s DN
Electrical $ 10,993.72 4%
14 different Country of Origins Component type value Hardware $ 8,326.49 33%
iC's $ 3823.20 15%
34 different HTS codes Packaging $ 1,066.53 4%
cM $ 483.00 2%
$24,961 Weekly raw material expenses Merch $ 268.20 1%)
$1.297 million annual raw material expenses

alectical » Hardware wIC's s Packaging

While many of the components originate from abroad, we mostly purchase them from
wholesalers located in the USA. Our two largest suppliers immediately started adding tariff
surcharges to each purchase, as they had started doing this after the first round of tariffs in
2018. It would greatly increase the complexity of running our business if we had to import all
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these parts directly from the manufacturer, and we appreciate the support and service the
wholesalers provide. They also create money for the US economy with the margin they charge
for the products.

We take all these raw materials and add value by turning them into finished products. Here is an
outline of our manufacturing process. First, we take blank PCBs and run them through our state-
of-the-art SMT manufacturing line, which solders many of the small electronic components.
Next, additional electronic and mechanical components are added by hand and then soldered in
our wave soldering machine. We invested nearly $750,000 in this equipment in 2022 to have
these capabilities in house.

Simultaneously, we are manufacturing the enclosures. We import raw aluminum enclosures,
and then do all the machining, powder coating and UV printing in-house. In 2021 we purchased
a second manufacturing facility to contain all these processes. Having this capability allows us to
offer exclusive colorways and special artwork to our customers and contributes to a significant

amount of our sales.

The next step would be for the circuit boards to undergo quality control, where the quality of
the work completed by the SMT line is inspected. During this stage, several other components
are added and soldered by hand.

After that, the circuit boards are assembled into the enclosures and final hardware such as
knobs, jacks and switches are installed by hand. Each product is tested to ensure it is functioning
correctly, and then it is packaged by hand.

Our manufacturing company is as vertically integrated as we can be, without manufacturing 961
individual components.

QUESTION 2:

| keep hearing from the Administration that the goal for tariffs is to bring back manufacturing
to the U.S. But do you think that the parts you buy from overseas will be manufactured in the
U.S. in the future?

It is not clear to me that the goal of the tariffs is to move manufacturing back to the U.S. That is
because the goals of the tariffs are not clear, and some contradict each other. For example, if
the goal of tariffs is to leverage trade deals with other countries, that would in practice serve to
discourage manufacturing in the US because the tariffs could go away before the investment
comes to fruition. If reshoring manufacturing were truly the goal, then the tariff roll-out date
would be based on the time required to get new factories up and running- months or years,
rather than weeks or days.
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| believe that it is not realistic to think these electronic components would be manufactured in
the U.S. It is especially not realistic in the short or intermediate term, as the tariffs and trade
war have caused a cash flow crunch and created so much uncertainty for businesses, we are not
sure how to move forward.

One of my competitors, Jon Cusack, did an analysis to see how much it would cost to re-shore
manufacturing of just one component, a potentiometer, in the US. He found that with the
annual cost and tooling, the cost would increase approximately 25 times.

We have searched for US suppliers of some of the components that we use. We hoped to find a
domestic supplier of PCBs, as they are used in each product. However, the quotes came back
15-20 times higher than our imported price.

Our market cannot sustain significant price increases. Our competitors abroad are not subject to
these trade policies and added costs. The current policy is making the US the least competitive

place in the world to manufacture.

While | am not an expert in electronic component manufacturing, | don’t believe that these jobs
will be high paying. The factories that produce them could have significant negative
environmental impacts which also makes them unattractive to host them in our communities.
The US does not have the infrastructure needed to support this type of manufacturing at this
time, and to get there it would require a significant public investment. The equipment to
manufacture components would originate from overseas and would be subject to current
tariffs. The raw materials used in the components and building the factories largely originate
overseas as well. The tariffs will have the impact of making an already expensive investment
much more expensive — and unpredictably so as the tariff rate may change many times through
the process.

QUESTION 3:

How does the uncertainty from tariffs impact your ability to make hiring decisions and capital
investment decisions?

The uncertainty from the impacts of tariffs makes it very difficult to plan for hiring or capital
investments. Currently, we are committed to holding steady with pricing and labor until the 90

day pause on reciprocal tariffs ends, and to re-evaluate the landscape then.

However, with the threat of ever-changing tariffs which impact not only on our costs but also on
consumer demand, we have continued to downgrade our forecasts. Any possibility of a
profitable year has greatly diminished, and we are now focused on preserving cash to weather
the storm.
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At the beginning of April, we had a job opening in our enclosure manufacturing department. We
closed that job listing due to the uncertainty created by tariffs. We will not add any further jobs

until we feel we are standing on solid ground, which could take quite some time in this trade
climate.
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