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EEuromoney has been covering transaction banking for 
many years, but this is the first time we have published 
an annual transaction services guide, reflecting our 
enhanced focus on and coverage of a business area that 
is crucial to banks and their clients. 

By combining our previously published liquidity 
management and technology in treasury management 
supplements into one new annual guide, we have 
brought together a compelling blend of useful data and 
expert editorial insight and analysis. 

As part of our enhanced focus, we have also launched 
dedicated online coverage of the transaction banking 
industry on Euromoney.com, which aims to bring you 
weekly news, analysis and opinion on the main themes 
affecting global corporate treasuries. 

Taken together, we hope the editorial content we are 
producing across print and online is engaging and valu-
able, and ultimately providing you with the informa-
tion and analysis you need to shape your business and 
your strategy. 

In this year’s guide, we are exploring three interest-
ing and important themes that encapsulate why this 
business is crucial, how corporate client demand is 
changing and when exactly the renminbi will become a 
top-three payments and settlement currency. 

In addition to that, read what group treasurers and 
chief financial officers of some of the world’s largest 
companies have to say on banking relationships, the 
impact of new financial regulation and how their role 
has changed irrevocably since the 2008 crisis. 

We have also analysed the results of Euromoney’s 
2013 cash management survey, focusing in on whether 
or not corporate treasurers are indeed consolidating 
their cash manager relationships, and dissected the 
results of our own pulse survey on trapped cash, which 
highlights the countries that are best and worst at ena-
bling repatriation of cash. 

The ability to repatriate cash from overseas operations 
is important at the best of times, but in times when geo-
political risk has returned with a vengeance, being able 
to pull money out of crisis-hit countries swiftly becomes 
a top priority. As a company treasurer, being able to rely 
on support from banking partners to do so is vital. 

And it is this trusted relationship between transaction 
bank and corporate client that we explore in the first of 
our features, which looks at why transaction banking is 
often held up as the best working example of good-old-
fashioned relationship banking.

From the perspective of a corporate client, transaction 
banking epitomizes relationship banking because of the 
services it involves. Payments and collections, working 

capital, operational efficiency, risk management, liquid-
ity optimization and short-term funding are all embed-
ded into a client’s financial operating system. 

“That presupposes a level of advice, trust and code-
pendency,” says Rajesh Mehta, head of treasury and 
trade solutions, Europe, the Middle East and Africa, at 
Citi. 

It is that codependency that banks are most interest-
ed in, because it is the dynamic that supports relation-
ships over the long term. 

Adapting to change and meeting client needs is 
equally important for ensuring longevity in the rela-
tionship, and in the second of our features we investi-
gate the changing face of corporate client demands and 
how transaction banks have adapted. 

Technology investment is a critical area here, as Paul 
Simpson, head of global transaction services at Bank 
of America Merrill Lynch, explains: “Over the past 
10 years, large corporates have become much more 
dependent on technology. A decade ago, even some 
of the largest companies were doing a lot of manual 
reconciliation and cashflow forecasting. As of five years 
ago, investment in automating processes and ERP 
standardization has really taken off, and this is allowing 
corporates to electronify and build their business in a 
way that is scalable.” 

Banks have had to invest billions of dollars each year 
to keep up with the ferocious pace of technological 
development, and this is set to continue, and undoubt-
edly multiply, as global trade and commerce becomes 
increasingly digitized. 

Our third feature explores this theme of global trade 
and the impact the inexorable rise of the renminbi is 
having on companies that buy from and sell to China, 
which will soon supersede the US as the world’s largest 
economy. 

Specifically, we investigate when exactly there might 
be a big-bang moment when companies the world over 
embrace the renminbi as a mainstream payments and 
trade-settlement currency, effectively breaking the long-
held dominance of the US dollar, euro and sterling for 
the first time. 

The moment is getting closer, and is being hastened 
by a programme of liberal economic reforms that Adam 
Smith would be proud of, but precisely when it will 
happen remains anyone’s guess. 

What is for certain is that companies worldwide that 
buy and sell from China need to be preparing them-
selves for this inevitability. 

Some are well advanced in their preparations – most 
are not. 

Foreword
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Some of the images conjured up by bankers to describe transac-
tion banking are vivid enough to remain with you for some time. 
Many liken it to a relationship or marriage: courtship is followed 
by cohabitation, and the potential exists for a lifetime of harmony 
provided there is candour and mutual financial interest. More 
dramatic still are the visceral metaphors employed by bankers, 
describing it as a company’s heart, lifeblood or nervous system. 

Leaving aside the question of whether a spouse is as integral to 
survival as one’s heart, the intent of transaction bankers is clear. 
“Relationship banking deals with everyday activities,” explains 
Marc Carlos, head of global trade and transaction banking at BNP 
Paribas. “Nothing is more essential than transaction banking 
services, such as payments and working capital: that is why trans-
action banking is relationship driven.”

For banks, the attraction of transaction banking is straightfor-
ward. “When a bank acts as a primary provider of transaction 
services, the bank’s network becomes an extension of the client’s 
own infrastructure,” says Paul Simpson, head of global transac-
tion services at Bank of America Merrill Lynch. “Inevitably, when 
you perform such a critical function – and perform it well – you 
become a trusted adviser.”

From the perspective of a client, transaction banking epitomiz-
es relationship banking because the services it involves, such as 
payments and collections, working capital, operational efficiency, 
risk management, liquidity optimization and short-term funding. 
These are embedded into a client’s financial operating system, 
notes Rajesh Mehta, head of treasury and trade solutions, Europe, 
Middle East and Africa, at Citi. “That presupposes a level of ad-
vice, trust and codependency.”

It’s the codependency that banks are most interested in. As 
Mike Verrier, group treasurer of FTSE100-listed Wolseley, the 
world’s number one distributor of heating and plumbing prod-
ucts, explains, transaction banking services are long term in na-
ture because they “are complex and difficult to switch to another 
provider”. He adds: “Periodically, we run tenders for our transac-
tion services; however, our experience is that we rarely change the 
incumbent.”

Consequently, transaction banking is relationship banking 
almost by default, because relationships last a long time. “Rela-
tionship banking denotes longevity and a long-term view,” says 
Mehta. “In banking terms, transaction banking is sticky because 
relationships are difficult to unpick” and therefore produce long-
lasting revenues, he adds. As Simpson notes, this annuity-style 

revenue stream is a key attraction.
In addition to its sticky revenue characteristics, transac-

tion banking offers opportunities to win additional business. 
“Providing transaction banking services to a customer delivers 
a rich source of data and with it a unique opportunity to attain 
a deeper understanding of their business,” says Diane Reyes, 
global head of payments and cash management at HSBC. “Lev-
eraging this intelligence enables us to deliver an outstanding 
customer experience.”

Crucially, one of the characteristics of true relationship banking 
is that a bank can use its insight into a client’s activity to make 
proactive product and service suggestions. “In such situations, 
business may be put out to tender for governance reasons, but 
by making the suggestion, the chances of winning the business 
are improved because of the bank’s additional knowledge,” notes 
Mehta, adding: “Having a relationship never eliminates competi-
tion, however.”

Customers look at a broad number of factors when they 
choose a transaction banking partner, according to HSBC’s Reyes. 
“Geographic coverage; counterparty strength; transaction bank-
ing advice; suitable products; understanding of local regulations; 
connectivity; reliable technology; and the ability to apply that 
technology to develop bespoke solutions for customers’ needs are 
all common factors,” she says.

Those qualities are prerequisites for successful transaction bank-
ing. However, relationship banking requires an X factor: the abil-
ity to conduct a relationship, which can be harder than it sounds. 
“The main challenge is establishing a partnership,” explains Ernst 
Ohmayer, co-head, global transaction banking, at UniCredit. To 
do that, banks must stay close to their clients, provide continuing 
support and advice, listen carefully – in order to anticipate needs 
– and ensure the entire organization is committed to “following 
up” on these needs, adds Ohmayer.

The last point is critical to success. “A successful client relation-
ship can only be nurtured if there is no silo-thinking,” says Ohm-
ayer. “It is the task of the entire management – not just passionate 
sales people – to spark the ‘client obsession’ a bank needs, if it is 
to respond effectively to the requirements of corporate clients.”

Despite the increased importance placed on transaction bank-
ing by many banks, the ability to take a pan-organizational view 
of client relationships remains a common stumbling block. “For 
some, a siloed approach [means] it can be difficult to align their 
structure around the client,” says Jennifer Boussuge, head of glob-

Relationship banking never died. The supportive role a bank plays in helping 
clients grow and develop has always been at the heart of transaction 
banking. Investment bankers could learn something. By Laurence Neville

The epitome of  
relationship banking
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al transaction services, EMEA, at BAML. “We have an integrated 
coverage model for GTS, and corporate and investment banking. 
The integration of our businesses is one of our strengths – our 
corporate banker covers a large corporate and knows end to end 
how we service that client; that’s powerful.”

While transaction bankers wax lyrical on the benefits of 
relationship banking for their banks, how does it help clients? 
Most obviously, corporates gain access to low-cost credit, which 
is almost always the price to pay – either implicitly or explicitly 
– for the privilege of providing transaction banking (see box on 
Wolseley). More generally, relationship banking – in the context 
of transaction services – implies a commitment to clients to be 
more than just another service provider.

“In practical terms, relationship banking in GTS is about dedi-
cated customer service,” says Simpson at BAML. “For example, 
if we have a client based in Asia and that company wants to be 
serviced globally from Asia, then we will make that happen. We 
will service their worldwide operations from their locally based 
Asia headquarters.” 

Stefan Bender, head of global transaction banking, Europe, Mid-
dle East and Africa, at Deutsche Bank, agrees: “Quality of service 

The fall and rise of relationship banking
Not so long ago, annuity-style revenue streams – and relation-
ship banking – were seen as old fashioned. Mike Verrier, group 
treasurer of heating and plumbing products distributor Wolse-
ley, recalls sitting on a panel at an Association of Corporate 
Treasurers conference, just before the financial crash, explaining 
his company’s relationship-based approach to banking. “The 
session and discussions with participants afterwards made me 
feel distinctly out of touch,” he says. “It was clear that transac-
tion, not relationship, banking was the order of the day.”

Before 2008, banks were focused on big, one-off mandates 
with upfront fees and little long-term commitment. “Long-
term services such as transaction banking products were seen as 
having low profitability and not being something that created 
customer loyalty,” says Verrier. “The view was that corporates 
would always shop around for the best transaction execution. 
Many banks did not grasp that ultimately corporates would 
look at the total cost of the portfolio of banking services that 
they bought, and expect the pricing to reflect the synergies.”

There might have been a time when bankers did not 
understand – or remember – why transaction services are so 
important to corporates, but that is no longer the case, asserts 
Manfred Schmoelz, head of transaction services, Asia Pacific, 
at Royal Bank of Scotland. “When the global markets were im-
pacted by the economic downturn six years ago, banks turned 
to their core banking revenues by necessity, as other revenue 
streams dried up or disappeared altogether.”

Now changing bank regulations – most notably Basle III – 
require greater capital allocation for traditional commercial 
banking activities and more focused liquidity management by 
banks. “This regulatory framework is leading banks to provide 

services that are linked to the core operational activities of cli-
ents,” says Ernst Ohmayer, co-head, global transaction banking, 
at UniCredit. “Only by being recognized as a partner can a bank 
offer and retain the transactional services linked to customers’ 
day-to-day business life.”

At the same time, transaction banking has become increas-
ingly competitive – not least because a new wave of banks 
has begun to push transaction banking in search of customer 
deposits to fund their other banking activities – resulting in 
shrinking margins worldwide, according to Stefan Bender, 
head of GTB Europe, Middle East and Africa at Deutsche 
Bank. “Hence, client retention, long-term client centricity and 
relationship orientation have become the major priorities for 
transaction banks, in addition to the quality of services and the 
range of products they offer.”

Meanwhile, corporates’ approach to relationship banking 
has also evolved. As a result of the crisis, corporates increas-
ingly came to value their supply chain, including their banks, 
according to Marc Carlos, head of global trade and transaction 
banking at BNP Paribas. That prompted many companies to 
turn to supply-chain finance – “a product that reinforces the 
relationship between a bank and a company” – to support sup-
pliers. In short, corporates became more aware of the potential 
value banks could deliver and the mutual benefits offered by a 
deeper relationship. “Supply-chain finance allows BNP Paribas 
to eliminate financial intermediaries for a corporate, helping 
to lower costs and improve efficiency,” says Carlos. “It also 
improves our knowledge of both the buyer company and its 
suppliers, which makes it easier for us to meet our compliance 
obligations.”

“For some, a siloed approach [means] it can 
be difficult to align their structure around the 

client”

Jennifer Boussuge, BAML
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is the key differentiator.” He adds: “Beyond the quality of services 
and the range of solutions, the major drivers of a well-functioning 
relationship between clients and banks are mutual trust while 
conducting business.”

Many banks are increasingly seeking an advisory role with 
clients in pursuit of a fuller relationship. “We want companies to 
discuss their business strategy with us so we can understand their 
goals and challenges,” says Boussuge at BAML. “We call this ‘share 
of mind’ and it’s important because it translates into ‘share of 
wallet’. We have the capacity to really commit time and resources 
to our key clients: we have a consultative approach with corpo-
rates’ treasury teams and white-board their challenges, providing 
advice and solutions that help address their multiple and complex 
needs.”

A relationship approach to transaction banking really comes 
into its own when clients embark on a new strategic endeavour, 
according to Claudio Camozzo, co-head, global transaction bank-
ing, at UniCredit. For example, a European corporate expanding 
to north America immediately needs to optimize its treasury 
activity, manage additional FX risk and ensure that supply-chain 
management between the two continents is supported by an 
appropriate trade-finance solution. “Unless you have a reliable 
partner bank this situation can be challenging to manage,” says 
Camozzo.

A relationship bank (assuming it had the appropriate capabili-
ties) would understand the corporate’s business model and the 
consequent implications for supply-chain management/supply-
chain finance, cashflow and cash management needs, and interest 

KrisEnergy: an evolving relationship
One of the key tenets of transaction banking is that by build-
ing a long-term relationship with clients – driven by day-to-day 
activities rather than flashy one-off transactions – banks can 
play a role in supporting the development and growth of cli-
ents. Given that global and large regional banks primarily focus 
on top-tier corporates, this hypothesis can be difficult to test: it 
is unusual for a company to go from start-up to multinational 
without at least a few changes of transaction bank along the 
way. 

One exception is KrisEnergy, an independent oil and gas com-
pany established in September 2009. To be sure, KrisEnergy was 
far from a regular start-up. On launch, it received a $500 million 
equity investment from First Reserve, a leading private equity 
investor specializing in the energy sector. Moreover, the found-
ers of KrisEnergy previously founded and operated Pearl Energy, 
a multi-asset exploration and production company sold to 
Mubadala Development Company, an Abu Dhabi government-
owned investment vehicle, in 2008.

Nevertheless, KrisEnergy has enjoyed spectacular growth, 
driven by a series of strategic partnerships with leading opera-
tors, giving it interests in 14 exploration, development and pro-
duction assets in Cambodia, Thailand, Indonesia and Vietnam 
after just three years of operation. Flexible banking arrange-
ments were therefore necessary to meet the company’s evolv-
ing needs. “Starting from basic operating accounts with [an] 
electronic platform, the cash management solutions that we 
used extended to liquidity management solutions that helped us 
enhance value on a day-to-day basis and cater for an event-driv-
en transaction,” explains Stephen Clifford, chief strategy officer 
and vice-president, treasury, at KrisEnergy.

As KrisEnergy’s reach across southeast Asia expanded, it 
required an efficient and effective straight-through processing 
platform to manage domestic and cross-border payments. RBS, 
which has worked with KrisEnergy since its inception and is 
now its lead bank in five countries in Asia and Europe, proposed 
its Access Direct host-to-host solution. “We needed a host-to-
host global payments engine to facilitate domestic and cross-
border commercial payment instructions, in all currencies, from 

any location in the world,” 
says Clifford. “And for ease of 
use, we wanted to be able to 
send payments in a single file 
and view everything from a 
single window. With Access Di-
rect, we got what we needed in 
a highly secure environment as 
well as seamless and compre-
hensive reporting.”

Benefits for KrisEnergy in-
clude automated, multi-bank 
reporting, and real-time track-
ing and tracing files and in-
dividual transactions, assured 
straight-through processing 
that eliminates the need to 
re-key transactions in a bank 
interface, and online signing 
which offers the conveni-
ence of online authorization. 
Access Direct uses industry 
XML standards for communi-
cation and payment formats, 
supporting seamless integration with ERP and treasury systems. 
“Our choice of Access Direct marks the latest stage in the con-
tinuing evolution of our partnership with RBS,” says Clifford. 
“RBS has been with us from day one and we’re confident that 
its capabilities will help us to continue to grow and achieve our 
strategic goals in the future.”

According to Manfred Schmoelz, head of transaction services, 
Asia Pacific, at RBS, the key to relationship banking is thinking 
about where you can make an impact for your client. “In the 
case of KrisEnergy, our relationship evolved as the company 
went from a start-up to an international corporate,” he notes. 
“Over the years, we helped the company improve efficiencies 
in its financial processes and constantly considered what they 
might need next as their business grew.”

“In the case of 
KrisEnergy, our 

relationship evolved 
as the company 

went from a start-up 
to an international 

corporate”

Manfred Schmoelz, RBS
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rate and FX risk, says Camozzo. “A partnership attitude with an holis-
tic approach to clients’ needs is not only essential to serve corporate 
clients effectively but can also offer cross-selling opportunities to the 
bank,” he adds.

Verrier at Wolseley says the banks that really understand relation-
ship banking go the extra mile to understand the company’s business 
model. “They visit our subsidiaries to talk to our commercial people,” 
he explains. “They are therefore able to relate their products to our 
needs and successfully match them up in a way other banks cannot. 
This commitment to getting close to us separates the excellent banks 
from the ordinary.”

Boussuge says this is precisely the strategy BAML is adopting. “Our 
success is dependent on knowing how we can be relevant to a client,” 
she notes. “Those that openly discuss their business strategy, and are 
transparent in how business will be allocated, will ultimately get the 
best value from us. We can’t innovate or provide new services in a 
vacuum. That means talking to clients frequently, both informally 
and through structured forums such as our client advisory board, 
which provides us with essential feedback on a range of issues from 
how we are structured, to where we should direct investments, and 
what we need to change.”

Relationship banking: a treasurer’s view
For heating and plumbing products distributor Wolseley, transac-
tion banking – rather than one-off mandates – is the foundation of 
its banking relationships. “I see banking as the original outsourc-
ing and logistics service, acting as a store of wealth and a way to fa-
cilitate its transfer,” says Mike Verrier, group treasurer of Wolseley. 
“Consequently, we treat our banks as we would any other supplier 
or service provider. We need banking partners that can meet our 
needs over the long term and with whom we can have a mutually 
profitable relationship.”

Wolseley’s extensive branch network means 
that it needs local banks in the countries where 
it operates. These banks form the core of its 
banking group. Wolseley currently has 21 
relationship banks, which provide it with the 
product range and geographic spread it needs. 
“Whenever we plan a major transaction, such as 
a revolving credit facility, a US private place-
ment or a receivables financing facility, we 
know that some combination of our relation-
ship banks will be able to provide excellent 
execution,” explains Verrier. “Naturally, we look 
at the various league tables for transactions and 
generally we find that at least five of our rela-
tionship banks are in the top 10. The great benefit of such a strong 
banking group is that we know we can complete any transaction 
we contemplate with a bank we know well and we have worked 
with in the past. When you are doing a complex transaction, 
working with teams you know well is a distinct advantage.” 

Wolseley has always been open about the quid pro quo that in 
return for focusing the great majority of its ancillary business with 

its core banks, these banks must lend to the company, with loan 
margins that reflect the value of total business. “We expect attrac-
tive loan margins because of the other business that the banks will 
obtain from us,” says Verrier. “Since the financial crisis, banks have 
become increasingly willing to talk about ‘share of wallet’ and how 
they value the business we do with them.”

Nevertheless, it remains hard to get some banks to tell Wolse-
ley what business they want to win. “The leading banks are clear 
about their capabilities – they focus on their competitive products 

and services; these banks are a pleasure to work 
with as we can channel our efforts into work-
ing with them in activities where we maximize 
the benefits for both of us,” says Verrier. “Alas, 
a large number of banks still apply a scattergun 
approach, trying to offer everything, but not 
being clear where they really excel. It is much 
harder to develop relationships with these 
banks as we struggle to find the key areas to 
focus on.”

Verrier encourages banks to present new 
ideas that might benefit the company. “We are 
always willing for banks to trial and test ideas 
with us even while they are still in develop-

ment; we see it as a privilege to be able to contribute to the de-
velopment of new products and services in this way,” he says. He 
cites supply-chain finance and FX risk management as “excellent’ 
products” it was introduced to in this way. Unfortunately, Verrier 
also sees numerous “solutions looking for problems”, which he 
believes would be less common if banks spent more time talking to 
clients during product development.

“We know that some 
combination of our 

relationship banks will be 
able to provide excellent 

execution”

Mike Verrier, Wolseley

“Unless you have a reliable partner bank this 
situation can be challenging to manage” 

Claudio Camozzo, UniCredit
TS
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“The ability to create 
custom solutions 
for transactions 
and reporting in a 
convenient and highly 
specific way is a 
powerful proposition 
for corporates”

Corporate-to-bank connectivity 
has evolved considerably in 
recent years, with treasurers and 
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SJXIR�GLSSWI�7;-*8�JSV�FERO�
GSQQYRMGEXMSRW�XS�QMRMQM^I�XLI�
RYQFIV�SJ�FEROMRK�GSRRIGXMSRW�ERH�
achieve bank independence.
%�JYPP]�GIRXVEPM^IH�ETTVSEGL�XS�

GEWL�ERH�XVIEWYV]�QEREKIQIRX�MW�
RSX�JIEWMFPI�JSV�EPP�SVKERM^EXMSRW�
ERH�MR�VIEPMX]��QSWX�QYPXMREXMSREP�
GSVTSVEXMSRW�GSQFMRI�GIRXVEPM^IH�
ERH�HIGIRXVEPM^IH�IPIQIRXW��
EGGSVHMRK�XS�XLIMV�GSVTSVEXI�
GYPXYVI��FYWMRIWW�QSHIP�ERH�
KISKVETLMGEP�WGSTI��*SV�I\EQTPI��
QER]�)YVSTIER�GSVTSVEXMSRW�LEZI�
GIRXVEPM^IH�XLIMV�GEWL�ERH�XVIEWYV]�
QEREKIQIRX�EGXMZMXMIW�MR�)YVSTI��
[MXL�HIGIRXVEPM^IH�TE]QIRXW�ERH�
GSPPIGXMSRW�MR�SXLIV�VIKMSRW��8LIWI�
GSVTSVEXMSRW�X]TMGEPP]�VIUYMVI�E�
GSQFMREXMSR�SJ�WSPYXMSRW�ERH�WIVZMGIW�
to enable central visibility and control 
SZIV�KVSYT�GEWL�ERH�PSGEP�TE]QIRXW��
GSPPIGXMSRW�ERH�GEWL�QEREKIQIRX�
*SV�WSQI�GSVTSVEXMSRW��MRGPYHMRK�

PEVKI�QYPXMREXMSREPW�MR�MRHYWXVMIW�
such as utilities and retail, as well as 
WQEPPIV�GSQTERMIW��PSGEP�TVS\MQMX]�MW�
MQTSVXERX�ERH�XVERWEGXMSR�ZSPYQIW��
WYGL�EW�GSPPIGXMSRW��GER�FI�ZIV]�LMKL��
8LIWI�GSQTERMIW�RIIH�GSLIWMZI�
connectivity solutions that support 
local practices in each country while 
QEMRXEMRMRK�GSRWMWXIRG]�ERH�KPSFEP�
ZMWMFMPMX]��ERH�EZSMHMRK�JVEKQIRXEXMSR��

Harmonization and 
localization
;MXLMR�IEGL�FVSEH�GYWXSQIV�
TVS½PI��IEGL�GSQTER]�[MPP�LEZI�
WTIGM½G�RIIHW�EGGSVHMRK�XS�

MXW�MRHYWXV]��KISKVETLMG�VIEGL��
FYWMRIWW�SVKERM^EXMSR�ERH�GYPXYVI��
TE]QIRX�ERH�GSPPIGXMSR�WXVEXIK]�
ERH�XIGLRSPSK]�MRJVEWXVYGXYVI��8LI�
'SVTSVEXI�(MKMXEP�&ERO�PIZIVEKIW�
E�WMRKPI�TPEXJSVQ�JSV�EPP�XVERWEGXMSR�
ERH�VITSVXMRK�WIVZMGIW��MVVIWTIGXMZI�
SJ�XLI�GLERRIP�W�HITPS]IH��8LMW�
enables us to support both local 
GEWL�QEREKIQIRX�WTIGM½GMXMIW�
ERH�VIKMSREP�KPSFEP�VITSVXMRK�
VIUYMVIQIRXW��;MXL�XLI�HIZIPSTQIRX�
SJ�<10�WXERHEVHW�ERH�MRXVSHYGXMSR�
SJ�7)4%��XLIVI�MW�E�KIRIVEP�XVIRH�
XS[EVHW�WXERHEVHM^EXMSR�ERH�
LEVQSRM^EXMSR��,S[IZIV��HIWTMXI�
XLI�MRXVSHYGXMSR�SJ�GSQQSR�GVIHMX�
XVERWJIV�ERH�HMVIGX�HIFMX�MRWXVYQIRXW��
QER]�GSYRXVMIW�LEZI�EHETXIH�XLI�
WXERHEVH�MRWXVYQIRXW��TEVXMGYPEVP]�
7)4%�(MVIGX�(IFMX��7((��XS�
QIIX�PSGEP�RIIHW��*SV�I\EQTPI��MR�
4SVXYKEP��XLI�WXERHEVH�7((�LEW�FIIR�
enhanced in line with local practices 
WS�XLEX�QERHEXIW�GER�FI�EGGITXIH�
SV�EQIRHIH�YWMRK�%81�QEGLMRIW��8S�
QE\MQM^I�GYWXSQIVW�́YWI�SJ�7((��MX�MW�
ZIV]�MQTSVXERX�JSV�PEVKI�WGEPI�FMPPIVW�
MR�4SVXYKEP�XLEX�XLIMV�FEROW�GER�
WYTTSVX�XLMW�VIUYMVIQIRX��[LIXLIV�
XLI]�QEREKI�GSPPIGXMSRW�PSGEPP]�
SV�GIRXVEPP]��'SRWIUYIRXP]��[LMPI�
GIRXVEPM^EXMSR�MW�E�[MHIWTVIEH�XVIRH��
XLI�RIIH�XS�WYTTSVX�PSGEP�WTIGM½GMXMIW�
VIQEMRW�ZMXEPP]�MQTSVXERX��

The channel of choice
)ZIV]�GSQTER]�STIVEXMRK�
internationally needs to balance local, 
VIKMSREP�ERH�KPSFEP�VIUYMVIQIRXW�
[LIR�WXVYGXYVMRK�MXW�GEWL�
QEREKIQIRX�WXVEXIK]�ERH�WSPYXMSRW��

'SRWIUYIRXP]��XLI�'SVTSVEXI�(MKMXEP�
&ERO�GSRGITX�FVMRKW�XSKIXLIV�XLI�
JYPP�VERKI�SJ�PSGEP�ERH�GIRXVEPM^IH�
WIVZMGIW�ERH�GLERRIPW��IK��7;-*8��
host-to-host, web-based solutions 
and national protocols such as 
)&-'7�ERH�-WEFIP�[MXLMR�E�WMRKPI�
JVEQI[SVO��&EWIH�SR�XLI�WTIGM½G�
RIIHW�SJ�IEGL�GSVTSVEXMSR��[I�GER�
XLIVIJSVI�HIZMWI�XVERWEGXMSR�ERH�
MRJSVQEXMSR�WSPYXMSRW�XLEX�FVMRK�
XSKIXLIV�XLI�WSPYXMSRW�ERH�WIVZMGIW�
XLEX�XLI]�VIUYMVI��PIZIVEKMRK�XLI�

INTRODUCING THE CORPORATE 
DIGITAL BANK
&24�4EVMFEW�MW�TMSRIIVMRK�GSLIWMZI�GSRRIGXMZMX]�WSPYXMSRW�XLEX�WYTTSVX�PSGEP�TVEGXMGIW�MR�IEGL�GSYRXV]�
[LMPI�QEMRXEMRMRK�GSRWMWXIRG]�ERH�KPSFEP�ZMWMFMPMX]

By Marie-Laurence Faure-Lepetit, Head of Marketing Channel Products, BNP Paribas Cash Management
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GLERRIP�W�XLEX�EVI�QSWX�ETTVSTVMEXI�
JSV�XLIMV�FYWMRIWW��*SV�I\EQTPI��
JSV�GSQTERMIW�XLEX�ZEPYI�FERO�
MRHITIRHIRGI��7;-*8�QE]�FI�XLI�
QSWX�ETTVSTVMEXI�TPEXJSVQ�JSV�
XLIMV�VIKMSREP�SV�KPSFEP�XVERWEGXMSR�
ERH�VITSVXMRK�RIIHW��TIVLETW�
WYTTPIQIRXIH�[MXL�[IF�FEWIH�
GSRRIGXMSRW�JSV�PSGEP�YWIVW�MJ�
VIUYMVIH��*SV�XLSWI�XLEX�HS�RSX�
LEZI�XLI�FYHKIX�SV�VIWSYVGIW�XS�
MQTPIQIRX�7;-*8��SV�JSV�[LMGL�FERO�
MRHITIRHIRGI�MW�PIWW�MQTSVXERX��
LSWX�XS�LSWX�ERH�SV�[IF�FEWIH�
GLERRIPW�QE]�FI�QSVI�WYMXEFPI�

Process and solution 
integration
%�OI]�JEGXSV�XLEX�[MPP�MR¾YIRGI�
XLI�GLSMGI�ERH�GSR½KYVEXMSR�SJ�
FEROMRK�GLERRIPW�MW�E�GSQTER]´W�
internal cash and treasury 
QEREKIQIRX�MRJVEWXVYGXYVI��*SV�
I\EQTPI��E�GSQTER]�QE]�QEOI�
TE]QIRXW�ERH�SV�EGGIWW�EGGSYRX�
WXEXIQIRXW�XLVSYKL�ER�)64�
�IRXIVTVMWI�VIWSYVGI�TPERRMRK�
XSSP�WYGL�EW�7%4�SV�3VEGPI��817�
�XVIEWYV]�QEREKIQIRX�W]WXIQ�SV�
E�GSQFMREXMSR��-VVIWTIGXMZI�SJ�XLI�
XIGLRSPSK]�MRJVEWXVYGXYVI�MR�TPEGI��
XVIEWYVIVW�ERH�½RERGI�QEREKIVW�
EVI�PSSOMRK�XS�LEVQSRM^I�ERH�
WXERHEVHM^I�XLIMV�GSQQYRMGEXMSRW�
ERH�JSVQEXW�EGVSWW�XLIMV�FEROW��
LS[IZIV��XLI�QIGLERMWQ�XLI]�YWI�
XS�EGLMIZI�XLMW�EMQ�QE]�HMJJIV��-J�
QMHHPI[EVI�MW�MR�TPEGI�FIX[IIR�
XLI�GSVTSVEXI´W�W]WXIQW�ERH�XLI�
FERO��XLI�JSVQEX�GSR½KYVEXMSR�[MPP�
XEOI�TPEGI�[MXLMR�XLI�QMHHPI[EVI�
layer to support industry-standard 
JSVQEXW�WYGL�EW�<10��;MXLSYX�E�
QMHHPI[EVI�PE]IV��GSVTSVEXIW�QE]�
FI�QSVI�VIWXVMGXIH�MR�XLI�GLSMGI�
SJ�JSVQEXW�XLI]�GER�TVSHYGI�
SV�EGGITX��WS�FEROW�QE]�RIIH�
XS�EHETX�QSVI�XS�GYWXSQIVW �́
constraints. To support our 
GYWXSQIVW�YWMRK�7%4��JSV�I\EQTPI��
[I�SJJIV�TVIGSR½KYVIH�<10�
XIQTPEXIW�JSV�7%4�XLEX�I\EGXP]�
QEXGL�&24�4EVMFEW �́WTIGM½GEXMSRW��

8LIWI�XIQTPEXIW�LEZI�EPVIEH]�
been rolled out across 10 
GSYRXVMIW�ERH�IREFPI�GSQTERMIW�
XS�MQTPIQIRX�<10�JSVQEXW�VETMHP]�
[MXLSYX�XLI�RIIH�JSV�I\XIRWMZI�
GSRZIVWMSR�SV�XIWXMRK���

Corporate Digital Bank in 
practice
8LI�EFMPMX]�XS�GVIEXI�GYWXSQ�
WSPYXMSRW�JSV�XVERWEGXMSRW�ERH�
VITSVXMRK�MR�E�GSRZIRMIRX�ERH�
LMKLP]�WTIGMJMG�[E]�MW�E�TS[IVJYP�
TVSTSWMXMSR�JSV�GSVTSVEXIW��
*SV�I\EQTPI��E�GSQTER]�MR�
&IPKMYQ�QE]�FI�EGGYWXSQIH�XS�
YWMRK�'SHE�JSV�VIXVMIZMRK�ERH�
VIGSRGMPMRK�HSQIWXMG�EGGSYRX�
WXEXIQIRXW�ERH�QE]�RS[�FI�
WIIOMRK�XS�QEREKI�MRXIVREXMSREP�
WXEXIQIRXW�MR�E�GSRWMWXIRX�[E]��
8LVSYKL�XLI�'SVTSVEXI�(MKMXEP�
Bank, we enable conversion 
XS�'SHE�JSVQEXW�MVVIWTIGXMZI�
SJ�[LIXLIV�XLI�GYWXSQIV�YWIW�
7;-*8��LSWX�XS�LSWX�SV�[IF�
based solutions, or local solutions 
WYGL�EW�-WEFIP�SV�4'�&EROMRK�
Business. This includes account 
WXEXIQIRXW�JVSQ�ER]�&24�4EVMFEW�
EGGSYRX�EGVSWW�SYV�JSSXTVMRX��
'SRWIUYIRXP]��XLI�GSQTER]�GER�
YWI�MXW�HSQIWXMG�VIGSRGMPMEXMSR�
XSSP�XS�VIGSRGMPI�VIKMSREP�SV�
KPSFEP�TE]QIRXW�ERH�GSPPIGXMSRW�
EW�STTSWIH�XS�MRZIWXMRK�MR�RI[�
TVSGIWWIW�ERH�XIGLRSPSK]��
-R�+IVQER]��E�QENSVMX]�SJ�

GSQTERMIW�GSRRIGX�XS�XLIMV�FEROW�
JSV�HSQIWXMG�GEWL�QEREKIQIRX�
ZME�)&-'7��8LVSYKL�XLI�'SVTSVEXI�
(MKMXEP�&ERO��[I�[ERXIH�XS�
extend the convenience, security 
ERH�WXERHEVHM^EXMSR�SJ�)&-'7�
XS�GYWXSQIVW �́MRXIVREXMSREP�
GEWL�QEREKIQIRX�FYWMRIWW��
'SRWIUYIRXP]��[I�LEZI�I\TERHIH�
XLI�YWI�SJ�)&-'7�XS�IREFPI�
GYWXSQIVW�MR�+IVQER]�XS�GLERRIP�
XLIMV�VIKMSREP�ERH�YPXMQEXIP]�KPSFEP�
GEWL�QEREKIQIRX�FYWMRIWW��WYGL�
EW�QEOMRK�TE]QIRXW�ERH�VIXVMIZMRK�
FERO�WXEXIQIRXW��XLVSYKL�)&-'7��

Supporting the mobile 
treasurer
;LIR�GSRWMHIVMRK�XLI�QSWX�
ETTVSTVMEXI�GLERRIPW�JSV�FERO�
GSQQYRMGEXMSR��XVIEWYVIVW �́
ERH�½RERGI�QEREKIVW �́RIIHW�
EVI�IZSPZMRK�FI]SRH�HIWOXST�
and laptop-based capabilities. 
-RGVIEWMRKP]��YWIVW�EVI�WIIOMRK�XLI�
EFMPMX]�XS�TIVJSVQ�GIVXEMR�JYRGXMSRW�
WYGL�EW�VIZMI[MRK�PMUYMHMX]�TSWMXMSRW�
ERH�ETTVSZMRK�TE]QIRXW�XLVSYKL�
WQEVXTLSRIW�ERH�XEFPIXW���;I�EVI�
HIZIPSTMRK�E�VERKI�SJ�GETEFMPMXMIW�
XS�WYTTSVX�SYV�GYWXSQIVW �́TE]QIRX�
[SVO¾S[�WYGL�EW�IREFPMRK�YWIVW�XS�
TVI�EYXLSVM^I�TE]QIRX�½PIW�[MXLMR�
the accounts payable or treasury 
HITEVXQIRX��[LMGL�GER�XLIR�FI�
TYWLIH�XS�WIRMSV�ETTVSZIVW�JSV�½REP�
ZEPMHEXMSR�ZME�E�QSFMPI�HIZMGI�

The Corporate Digital Bank 
of the future
(MKMXM^EXMSR�ERH�HMWXVMFYXMSR�SJ�
GETEFMPMXMIW�ZME�QSFMPI�HIZMGIW�
GSRXMRYI�XS�FI�QENSV�IPIQIRXW�SJ�
&24�4EVMFEW�'EWL�1EREKIQIRX´W�
WXVEXIK]��;I�EVI�MRGVIEWMRK�XLI�
VERKI�SJ�WIPJ�WIVZMGI�GETEFMPMXMIW��
WYGL�EW�FERO�EGGSYRX�QEREKIQIRX�
�&%1��[LMGL�GYVVIRXP]�VIUYMVIW�
WMKRM½GERX�VIWSYVGIW�ERH�QERYEP�
processes by corporates and banks 

EPMOI��;LMPI�PIKEP�VIUYMVIQIRXW�
HMJJIV�MR�IEGL�GSYRXV]�JSV�FERO�
EGGSYRX�QERHEXIW��[I�EVI�[SVOMRK�
XS�WXERHEVHM^I�XLI�TVSGIWWIW�EW�JEV�
EW�TSWWMFPI��8LMW�MW�IEWMIV�MR�)YVSTI�
[LIVI�E�GSQQSR�JVEQI[SVO�
MW�MR�TPEGI��LS[IZIV��MRHMZMHYEP�
GSYRXVMIW�EVI�EX�ZEVMSYW�WXEKIW�SJ�
MQTPIQIRXEXMSR��%R�EWWSGMEXIH�
GLEPPIRKI�MW�XLEX�HMJJIVMRK�HIKVIIW�SJ�
HMKMXM^EXMSR�SJ�TVSGIWWIW�EVI�JIEWMFPI�
EGVSWW�GSYRXVMIW��GSRWIUYIRXP]��
[LIR�WXERHEVHM^MRK�ERH�EYXSQEXMRK�
GETEFMPMXMIW��MX�MW�MQTSVXERX�XLEX�
XLI�TVSGIWW�TVSZMHIW�IJ½GMIRGMIW�
[LMPI�QMRMQM^MRK�XLI�RYQFIV�SJ�
countries that need to be treated 
as exceptions. The Corporate 
(MKMXEP�&ERO�[MPP�GSRXMRYI�XS�IZSPZI�
MR�PMRI�[MXL�GLERKMRK�GYWXSQIV�
HIQERHW��RI[�GLERRIPW�ERH�
IRVMGLIH�WIVZMGIW�RSX�SRP]�JSV�
GEWL�QEREKIQIRX�FYX�EGVSWW�XLI�
WTIGXVYQ�SJ�GSVTSVEXI�FEROMRK�
EGXMZMXMIW��MRHIIH��XLMW�MW�SRI�SJ�
XLI�JYRHEQIRXEP�SFNIGXMZIW�SJ�XLI�
'SVTSVEXI�(MKMXEP�&ERO�GSRGITX��&]�
PIZIVEKMRK�E�WMRKPI�TPEXJSVQ�EGVSWW�
channels, solutions and services, our 
GYWXSQIVW�[MPP�GSRXMRYI�XS�FI�EFPI�
XS�XEOI�QE\MQYQ�EHZERXEKI�SJ�SYV�
WIVZMGIW�[MXLMR�E�GSQQYRMGEXMSRW�
JVEQI[SVO�XLEX�MW�HIWMKRIH�EVSYRH�
XLI�RIIHW�SJ�XLIMV�FYWMRIWW�
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Special focus

The debate rumbles on around when exactly during the 1920s 
and 1930s the US dollar surpassed sterling as the world’s lead-
ing international currency.

Now, though, what is indisputable is that China will surpass 
the US as the world’s largest economy – possibly by the end of 
this year – and the renminbi will almost certainly continue its 
rise and at some point in the next decade will start to directly 
challenge the US dollar as the leading international currency. 

That will be a profound event when it comes, symbolizing 
and confirming China’s rise as a world economic and political 
power as much as underlining the fall of the US and the west’s 
long-held economic supremacy. 

The internationalization of the renminbi is essential for this 
to happen, which is why Beijing has been prudently hasten-
ing the currency’s use in recent years through a liberalization 
programme that Adam Smith would have been proud of. 

China’s new leaders have galvanized this free-market push 
since taking charge early last year, bringing about capital 
market and interest rate liberalization and establishing the 
Shanghai Free Trade Zone in the first few months of office. 

Since then, interest rates have been freed up for foreign-
currency deposits and within the SFTZ – a testing ground for 
economic reform – restrictions on cross-border capital flows 
have been removed. In addition, the daily trading band for 
the spot rate between the renminbi and the US dollar has been 
widened from 1% to plus or minus 2% a day, providing greater 
freedom around market pricing. 

Taken together, these reforms highlight China’s commitment 
to reform and point to capital account liberalization being 
closer than ever before. 

The opening up of the capital account, enabling companies 
and investors to trade the renminbi across China’s borders 
without hindrance, is seen as the crucial reform for the cur-
rency to emerge as a truly global rival to the US dollar. 

“If the authorities can, in time, loosen up the capital ac-
count, that would be great for companies,” says Rachel Miao, 
finance director, China, for Dover Corporation, a US-head-
quartered manufacturer of specialized industrial products and 
equipment. 

The consensus view is that this will happen by 2020, but it 
could reasonably be expected to occur in the next two to three 
years, according to HSBC. 

In international payments and trade settlement – a vital 
artery of the global economy – this reform in particular is 
seen as one that might help trigger a big-bang moment when 
companies worldwide truly embrace the renminbi and use it 
pari-passu with the dollar, euro and sterling to pay for goods 
and services. 

“China is currently the number-two world economy, it has 
the seventh-largest traded currency and it is one of the most 
significant exporters,” says Evan Goldstein, managing director, 
global head of renminbi services, Deutsche Bank. “The only 
missing piece is capital account reform and full convertibility.” 

Kee Joo Wong, head of global payments and cash manage-
ment, China, at HSBC, says that should this happen there is a 
distinct possibility the renminbi will become a top-five world 
payments currency within five years from now.

The renminbi has a long way to go before it achieves this sta-
tus, but it has already made dramatic progress in the past three 
years alone, overtaking 22 other currencies to break into the 
top-10 most used currencies for payments and trade settlement 
for the first time this year. 

In March, the renminbi was the seventh-most-used currency, 
with a new record-high share of 1.62%, according to Swift data. 
Standard Chartered estimates that renminbi trade-settlement 
volumes could quadruple to $3 trillion by 2020 – making it the 
fourth-largest payment currency in that time behind the US 
dollar, euro and sterling. 

Capital account reform and full convertibility of the cur-
rency is vital for this to happen, but ahead of that time are the 
world’s largest multinational companies ready to ditch the dol-
lar for the renminbi? And beyond the focus on and excitement 
around this policy event, what is it actually going to take to 
make the renminbi a mainstream international payment and 
trade-settlement currency?

Early momentum
Faith and trust in the authorities has a large part to play in 
answering that last question. Much of the renminbi’s early 
momentum, spurred on by Beijing’s reformist zeal since 2009, 
has come from those multinational companies that buy from 
and sell to China vast quantities of goods and services, in turn 
creating a naturally deep demand to do business with the 
China in its own currency. 

The renminbi’s meteoric rise as a payments and trade currency has brought 
it closer to becoming mainstream than ever before. Precisely when this will 
happen is anyone’s guess. That it will is inevitable. By Duncan Kerr

Redback rising
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But mainstream currencies cannot be perceived to be a 
one-way bet as the renminbi has been. “When we talk to our 
clients one of the first questions they always ask is: ‘Is it a 
one-way bet?’” says Jinny Yan, a senior economist at Standard 
Chartered. “We have seen some depreciation in the value of 
the renminbi recently, and that has put the question into 
people’s minds as to how much they can continue to believe 
the currency will continue to appreciate.”

HSBC’s Wong argues that Beijing allowing the currency 
to fluctuate more against the dollar, “is a demonstration to 
companies and consumers that this currency is being driven 
by market forces”.

Widening the trading band between the renminbi and dol-
lar to plus or minus 2% a day does not create a freely traded 
currency, but it’s twice as free as it was. 

In addition to this, it’s imperative that Beijing continues 
to prove that it is willing and able to put in place the reforms 
needed to support China’s growth and development, and by 
extension of that the renminbi’s internationalization. 

“If the renminbi is to be utilized frequently and by many 
more corporates, there has to be a certain level of comfort,” 
says Wong. “Attaining that stems from treasurers understand-
ing the direction in which the authorities are moving.”

These elements together are important to encourage confi-
dence and the broader use of the renminbi, but ultimately this 
will be driven initially by demand among large multinationals 
that see China as a critical market for them. 

Since 2009, when Beijing began to loosen controls on its 
current account by launching a trade programme enabling 
companies on the mainland to use renminbi for international 
trade, some multinationals have jumped on the opportunity to 
pay their China-based customers and suppliers in renminbi. 

Sweden’s Ikea, the world’s largest furniture retailer, and Ger-
many’s Henkel, a consumer and industrial goods manufac-
turer, were among a small group of multinationals to pioneer 
this a couple of years ago, in effect having their China sub-
sidiaries invoice cross-border transactions in renminbi rather 
than in dollars. 

Using this intercompany renminbi invoicing model enables 
companies to better manage their foreign exchange risk, cut 
transaction costs and process payments faster. Some multina-
tionals have also started to make and receive payments from 
their third-party suppliers in the renminbi for much the same 
reasons. 

UK supermarket group Tesco and Germany’s Siemens, 
Europe’s largest engineering company, have most recently fol-
lowed Ikea’s lead. In February, Siemens announced that it had 
introduced the renminbi as an additional ‘regular’ currency 
with the same payment status within the company as other 
cross-border trade-settlement currencies, and particularly the 
US dollar and euro. 

“Siemens has a broad presence and a long history in China 
dating back to 1872 when we supplied China with the first 
pointer telegraphs,” says Bernd Euler, chief financial officer 
of Siemens China. “To adopt the renminbi invoice procedure 
with our customers and suppliers is a shift that supports Sie-

mens in gaining a competitive edge in this major market.” 
It’s an edge many other multinational companies that trade 

with and have substantial investments in China are eager to 
gain too. 

According to Standard Chartered’s sixth quarterly Offshore 
Renminbi Corporate Survey – in which around 130 senior 
finance managers of companies across Asia, Europe and the 
US were interviewed – some 48% of those that import from 
China said they preferred to pay their mainland suppliers in 
renminbi. 

Similarly, 45% of those that export to China preferred to 
quote prices to their mainland buyers in renminbi. This con-
trasts with 29% of importers and 18% of exporters who would 
prefer to do deals in US dollars, according to the survey. 

HSBC’s Wong says European multinationals seem to be mak-
ing the most progress on this front and some companies that 
he knows have even moved almost 100% of their intercom-
pany transactions into renminbi. 

He adds that they are also increasingly comfortable with ac-

“China is currently the 
number-two world economy, 

it has the seventh-largest 
traded currency and it is 

one of the most significant 
exporters. The only missing 

piece is capital account reform 
and full convertibility”

Evan Goldstein, Deutsche Bank. 

0

5

10

15

20

25

30

35

40

EUR
USD G

BP JP
Y

CAD
AUD
CH

F
H

K
D

SG
D

SE
K

CN
Y

TH
B

N
O

K
RUB
PL

N
M

XN
D

K
K

ZAR
TR

Y
N

ZD

SWIFT payments Total trade

%

WORLD PAYMENT CURRENCIES VS. TRADE
GLOBAL SHARE (EXTRA-REGIONAL TRADE ONLY FOR EUROPE)

Source: WTO, Swift, Standard Chartered Research

TS RMB p2.indd   11 29/05/2014   13:52



TRANSACTION SERVICES · June 2014  www.euromoney.com12

Special focus

cepting third-party payments from their suppliers in renminbi, 
which might be one of the key next phases in driving the use 
of the currency throughout the corporate spectrum. 

“If the renminbi is to be widely used, it has to go far deeper 
into the supply chain of large companies and that means small 
and medium-sized enterprises,” says Deborah Mur, head of 
treasury and trade solutions, western Europe, at Citi.

Quick evolution
Penetration among the world’s smaller companies will un-
doubtedly take a lot longer than for the multinationals, but 
with the right clearing and settlement infrastructure that evo-
lution could take place a lot more quickly than expected. 

Specifically the People’s Bank of China has been developing 
its own international clearing and settlement system, known as 
China International Payments System (CIPS), which it expects 
to launch this year after several delays. The onshore system, 
China National Payments System, is also being upgraded by 
the PBOC. 

The idea behind CIPS is to have a new renminbi clearing and 
settlement network that is wholly integrated with the onshore 
financial system and is scalable enough to handle the surge in 
international renminbi usage over time. 

Once launched, CIPS is expected to be a key source of inter-
national renminbi liquidity, says Standard Chartered’s Yan. 

For Citi’s Mur, the launch of CIPS might have a more 
profound impact. “If you’re looking for an ‘a-ha!’ moment,” 
she says, “I think the launch of the clearing system CIPS will 
provide that moment. That’s when the user experience should 
significantly improve.”

There is no question that CIPS has the potential to be a 
game changer. Although the international renminbi clearing 
platform hasn’t been launched yet, the basic functionality of it 
is expected to markedly improve access for foreign corporates 
as well as help accelerate the process of internationalizing the 
renminbi. 

Indeed, for the first time CIPS will put the renminbi on an 
even footing with other global currencies in areas such as oper-
ating hours, risk reduction and liquidity optimization. This is 
good news for companies using the currency. 

But Rani Gu, transaction services products head for Greater 
China at JPMorgan, says that for them to get the best out of 
it most need to enhance their enterprise resource planning 
systems to use the renminbi efficiently as a functional treasury 
currency. She says that is happening and in addition “compa-
nies that have renminbi payables and receivables are increas-
ingly looking at centralized payment processing and manage-
ment, which can often mean incorporating the renminbi into a 
regional treasury or payment factory.” 

However, as much as there is excitement behind CIPS, there 
is caution too. There are questions, for example, around the ex-
tent to which CIPS will embrace international standards, its ro-
bustness, whether it will run on a gross or net settlement basis, 
and the definition of its rules around finality and insolvency. 

The hope is that CIPS will meet the efficiency of some of 
the most advanced clearing systems such as the UK’s Clearing 

House Automated Payment System (Chaps) or the Clearing 
House Interbank Payments System (Chips) in the US, which 
combine elements of both netting and real-time gross settle-
ment. 

The importance of CIPS, if Beijing gets it right, is not lost on 
Deutsche’s Goldstein, who says it could create the closest event 
to a big-bang moment in the renminbi being used as a pay-
ments and trade-settlement currency. 

“If large corporations start to really reconsider the cur-
rency within their SAP and accounting systems, and if market 
infrastructure initiatives like Sepa [the Single Euro Payments 
Area] and ISO20022 [global messaging standards] consider the 
renminbi and the onshore platform develops a PvP [payment 
versus payment] or RTGS [real-time gross settlement] settle-
ment finality, then you’ll start to see all the pieces move into 
place for this major event.”

He adds, however, that China still has “different payment 
standards and formatting migrations (CNAPS to CIPS), and that 
some form of standardization for cross-border payments would 
need to happen before this will occur.” 

Citi’s Mur shares this view and says that if China’s CIPS is 
the equivalent to Chips, Chaps and Target 2 – an interbank 

“When we talk to our clients one of the first 
questions they always ask is: ‘Is it a one-way bet?’ 

We have seen some depreciation in the value 
of the renminbi recently, and that has put the 
question into people’s minds as to how much 
they can continue to believe the currency will 

continue to appreciate”

Jinny Yan, Standard Chartered
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payment system for the real-time processing of cross-border 
transfers throughout the European Union – it will certainly 
help facilitate the broader adoption of the renminbi. 

Commodity revolution
If there is one global industry that could accelerate this and 
more fundamentally potentially cause a revolution in how 
the renminbi is used, traded and indeed priced, it is the sector 
for which China is largely reliant on imports: commodities. 

Close to one-third of China’s imports are commodities, 
and iron ore, coal, crude oil and soya beans together make 
up almost 20% of that. And if, as Standard Chartered expects, 
China’s trade invoiced in renminbi could double by 2020 to 
around 28%, or over $3 trillion, then the invoicing of China’s 
commodity trade in the currency would go a long way to-
wards accelerating this shift. 

Most global commodity trade is currently dollar-denominat-
ed, but even a partial redenomination of China’s commodity 
trade into renminbi would substantially boost renminbi trade 
flows. Standard Chartered expects renminbi-denominated com-
modity trade flows to account for about 6% of China’s trade by 
2020. 

“While Renminbi-invoiced commodity trade will likely 
grow at a slow pace to start with, the oligopolistic structure of 
China’s biggest commodity suppliers should cause the growth 
rate to increase exponentially once renminbi-denominated 
flows reach a critical size. We expect this to happen in 2019,” 
says Kelvin Lau, senior economist at Standard Chartered in 
Hong Kong. 

Lau adds that he expects renminbi invoicing to start with 
small one-off trades in crude-oil and soya-bean imports, and 
that when renminbi-denominated trade payments become 
more popular, commodity producers are likely to want further 
exposure to the currency. This will require pricing commodities 

directly in renminbi, instead of obtaining the price from dollar-
denominated indices. 

“While such a redenomination of commodity indices is still 
some way in the future, we believe the markets will move in 
this direction,” says Lau. 

Deutsche’s Goldstein believes that the markets “would stand 
up and take notice” if a “major foreign commodities company 
repriced or started quoting in renminbi”. But he says that 
even if that did happen it would not necessarily “be a catalyst 
for widespread change because the US dollar is still the major 
international currency by a long shot”.

Euromoney contacted oil companies BP, Exxon Mobil, Shell 
and commodities trading and mining company Glencore 
Xstrata seeking comment on this, but they either declined to 
comment or did not return calls. 

From the evidence so far, this remains an early stage develop-
ment, but HSBC’s Wong says that some of the oil majors are 
raising renminbi funding offshore by issuing dim sum bonds, 
through bank debt or simple FX swaps, and investing capi-
tal back into China via shareholder loans in renminbi, and 
utilizing the new cross-border lending or sweeping schemes to 
extract whatever excess liquidity they have in the country. “As 
such,” says Wong. “You could say they have gotten their feet 
wet and are moving in this direction.” 

Indeed, the day one of the big oil companies first invoices 
China for oil in renminbi and receives payment in Chinese 
government bonds as a result will likely be a watershed mo-
ment for the renminbi as a world payment and trade-settle-
ment currency. 

Citi’s Mur says that in the meantime the planned US IPO of 
Chinese e-commerce company Alibaba later this year will be an 
interesting catalyst in the internationalization of the renminbi.

The company, founded in 1999 by former English teacher 
Jack Ma, controls an estimated 80% of China’s e-commerce 
market through its Tmall and Taobao sites, with almost $250 
billion-worth of goods sold over its Chinese marketplaces last 
year.

“If their 230 million-plus active customers start buying and 
selling cross-border and then settling in renminbi,” she says, 
“that is going to be another phenomenal driver of flows.” 

“If the authorities can, 
in time, loosen up the 
capital account, that 
would be great for 

companies” 

Rachel Miao, Dover 
Corporation
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Enel is one of the leading players 
in the power and gas markets 
across Europe. It is Italy’s largest 
power company and Europe’s 
second largest in terms of market 
capitalization. The company 
operates across 40 countries 
and four continents, overseeing 
power generation from more than 
98GW of net installed capacity. 
Enel employs 71,000 people 
to distribute electricity and gas 
through a network spanning 1.9 
million km and serving 61 million 
customers.

Enel has been listed on the Milan 
Stock Exchange since 1999; with 
1.2 million retail and institutional 
investors, the company has the 
largest number of shareholders 
of any Italian company. The Italian 
Ministry of Finance is one of Enel’s 
most important shareholders 
with a holding of 31.24% of the 
company’s stock.

Enel is ardently committed 
to renewable energy for 
sustainable development. The 
company operates a wide range 
of hydroelectric, thermoelectric, 
nuclear, geothermal, wind and solar 
renewable power plants. In 2013, 
over 42% of the power generated 
by Enel was carbon-free.

Enel is an innovative company 
ERH�MX�[EW�XLI�½VWX�YXMPMX]�MR�XLI�
world to replace traditional 
electromechanical meters with 
smart meters, making it possible 
to measure energy consumption 
in real time, as well as manage 

contractual relationships remotely. 
Approximately 32 million Italian 

retail customers are equipped with 
smart meters installed by Enel 
and the company is deploying an 
additional 13 million smart meters 
to its customer base in Spain. This 
tool is key to the development 
of smart grids, smart cities and 
electric mobility.

SEPA: Creating a level playing 
½IPH�MR�)YVSTI
The Single Euro Payments Area 
(SEPA) project, championed by 
the EU since 2002, is designed 
to include non-cash euro retail 
payments as part of European 
integration with the aim of 
JSWXIVMRK�IJ½GMIRG]�ERH�GSQTIXMXMSR�
within the euro area.  

An integrated market for 
electronic payments for the euro 
is believed to be necessary for the 
proper functioning of the market 
XS�FIRI½X�FYWMRIWWIW�EW�[IPP�EW�
consumers. By replacing current 
national payment schemes with a 
common EU-wide payment scheme 
- reliant on open standards and 
common rules - SEPA has laid down 
XLI�JSYRHEXMSRW�JSV�TVS½GMIRG]�MR�
the chain of payments. 

Within the framework of SEPA, 
all retail payments in euros are 
regarded as domestic transactions. 
The distinction between domestic 
and cross-border payments within 
the euro area is eliminated.

The EU’s SEPA Migration 
End-date Regulation established 

1 February 2014 as the deadline 
for the euro area’s migration to 
SEPA credit transfers (SCTs) 
and SEPA direct debits (SDDs) 
denominated in euros. Enel handles 
approximately 20 million direct 
debit transactions a month. For the 
company to continue to give its 
broad customer and client base the 
QSWX�IJ½GMIRX�WIVZMGI��XLI�XVERWMXMSR�
to the SEPA payments system was 
of the utmost importance.

To prepare for the transition, 
Enel enlisted UniCredit’s cash 
management services towards 
the end of 2012 to assist with 
the migration project. Innovative 
by nature, Enel decided to tackle 
the task early so as to become a 
market leader in SEPA payments. 

Enel has built a long and secure 
relationship with UniCredit over 
the past 20 years. While Enel 
works with 10 banks altogether, 
UniCredit proved itself to be one 
of the most reliable and innovative 
and eventually became the main 
treasury bank for the company 
during the demanding time of 
transition.  

Giovanni Vattani, head of 
payment systems at Enel in Italy, 
considers UniCredit to be on a 
different level to other banks. “For 
UniCredit it was obvious that their 
problems would have been as 
important as our problems. They 
took a personal approach to build 
and maintain a relationship with us. 
2S�TVSFPIQ�LEW�FIIR�XSS�HMJ½GYPX�
for them to overcome,” he says.

3ZIVGSQMRK�WIXFEGOW�EJXIV�
QMKVEXMSR
Institutions in Italy, and Europe 
more generally, have taken two 
different approaches of SEPA 
migration. Some corporates 
and institutions opted for basic 
compliance with SEPA regulations, 
which would have a minimal effect 
on their enterprise resource 
planning systems. 

At the other end of the scale, 
companies such as Enel have taken 
on board a much more thorough 
TVSNIGX��MQTPIQIRXMRK�JYPP]�¾IHKIH�
adjustments to their core systems 
and internal processes to take 
advantage of all SEPA functionalities 
from the beginning.

The migration from older credit 
transfer and direct debit payment 
schemes to the new SEPA scheme 
was relatively smooth for Enel as 
it worked closely with UniCredit 
XS�IRWYVI�XLI�QSWX�IJ½GMIRX�
migration possible. However, once 
the new payments system came 
into being at the start of February 
this year, Enel experienced 
WSQI�HMJ½GYPXMIW�[MXL�GIVXEMR�
transactions. Indeed, the transition 
efforts impaired banks, customers 
and the domestic corporate 
banking network.

In some instances, different 
interpretations of particular rules 
led to the missed delivery of 
VIGSRGMPMEXMSR�½PIW�FIX[IIR�FEROW��
In other cases, the corporate 
banking network had issues 
QEREKMRK�MRWXVYGXMSR�½PIW�XLEX�

UNICREDIT CASE STUDY: ENEL
Enel, a global leader in power and gas production based in Italy, sought out the 
cash management services of UniCredit for its SEPA migration process. It is full of 
praise for the rapid and successful resolution of the issues that followed

Fernando Santini
Vice President, International Cash Management Sales Italy
Unicredit Spa 
Tel: +39 0667076987
Email: Fernando.Santini@unicredit.eu
www.gtb.unicredit.eu 
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“Collaboration 
was of the utmost 
importance to us in 
order to serve our 
client to the highest 
standards”

were 10 times larger than in the 
old data format. This led to delays 
ERH�HMJ½GYPXMIW�MR�HIPMZIVMRK�XLIQ�
to banks.

In particular, the interpretation 
of reason codes created one of 
the biggest problems for Enel. 
Mismatches between senders’ 
and recipients’ approaches to 
the SEPA implementation led to 
misinterpretation of reason codes. 
Where the full implementation of 
SEPA had not taken place, the use 
of the old direct debit data format 
on one side of the transaction 
meant that complications could 
arise on the other side. 

“In Italy, the new system of SEPA 
uses a larger number of reason 
codes than in the previous system, 
and so, in some cases, customers 
WXMPP�YWMRK�XLI�SPH�½PI�JSVQEX�LEH�
trouble understanding the real 
reason their payments had been 
rejected,” explains Fernando 
Santini, cash management sales 
expert, vice president, at UniCredit 
in Italy.

“One of the main reasons for 
this issue was that other corporates 
hadn’t invested enough in new 
treasury activities prior to the 
implementation of SEPA. They were 
of the understanding that because 
they currently had a low number of 
unpaids on their system, this would 
remain the case,” he says.

“While implementation had 
gone smoothly under the direction 
of UniCredit, what we discovered 
was that banks and some other 
institutions did not properly test 
out the new functions. Indeed, for 
YW��MX�[EW�HMJ½GYPX�XS�XLSVSYKLP]�
implement the testing phase in 
part because of the huge number 
of transactions we complete daily. 
In some cases, the client was 
being affected and this was not 
acceptable to us. We needed to 
address the situation as quickly and 
IJ½GMIRXP]�EW�TSWWMFPI�²�WE]W�:EXXERM��

9RM'VIHMX Ẃ�SRI�XS�SRI�
GYWXSQIV�QSHIP
Given the scale and intricacy of 

some of the issues, it could be 
I\TIGXIH�XLEX�½RHMRK�E�[SVOEFPI�
resolution would be a lengthy 
process. This was not the case. In 
less than two months, UniCredit, 
under Santini’s leadership, was 
able to address the issues the 
migration process had brought to 
the fore. UniCredit’s one-to-one 
customer assistance model made 
the difference, says Vattani.

As well as formal monthly 
meetings from the beginning of 
the transition process, UniCredit 
and Santini offered around-the-
clock support to all departments 
in Enel affected by the migration. 
Moreover, all business was 
conducted in a transparent and 
constructive manner and a solution 
was crafted and implemented in 
a partnership between Enel and 
UniCredit.

UniCredit solved the problem 
that Enel was experiencing from 
the mismatch in reason codes, 
allowing Enel again to provide the 
best service to its customers.  

There were a couple of other 
issues that needed to be resolved, 
however. For instance, Enel had 
questions on how to populate 
XLI�WIUYIRGI�X]TI�¾S[W�[MXL�XLI�
SDD information and how to use 
XLI�½VWX�SV�GYVVIRX�HMVIGX�HIFMX��
UniCredit advised it thoroughly on 
how to overcome this issue with 
the adoption of a new process. 
This is no longer an issue for the 
company.

“We dealt directly with various 
departments including product 
development, communications and 
½RERGI�XS�HIEP�[MXL�XLIMV�WTIGM½G�
issues,” says Santini. “Collaboration 
was of the utmost importance to 
us in order to serve our client to 

the highest standards.”
“The most important outcome 

is that we now have a streamlined 
approach to the solution of any 
problems we face thanks to 
our partnership with UniCredit. 
Unfortunately, this has not 
happened with other banks that 
are working with us to solve similar 
problems. In some cases, the issues 
are still ongoing,” says Vattani.

“UniCredit is second-to-
none when it comes to advice 
surrounding SEPA migration and 
solving the various problems that 
followed and they remain our 
most trusted banking and cash 
management partners,” he says. 

Giovanni Vattani, 
head of payment 
systems, Enel
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Over the past 10 years, the demands that corporate clients make 
of banks in global transaction services have changed dramati-
cally. There are a number of drivers for this evolution. One key 
catalyst is the overall role of technology, which has been an 
enabler for changing corporate demands. 

“From a treasury perspective you could say that the complex-
ity and portfolio of responsibility of treasury has increased,” says 
Michael Spiegel, global head, trade finance and cash manage-
ment, at Deutsche Bank. “Companies have been growing while 
at the same time needing to become more efficient in terms of 
productivity, which is where technology has played a big role. 
This was also seen following the financial crisis when an enor-
mous amount of transparency was required. This was particu-
larly the case for multinationals, which needed to know where 
their cash was and what sort of exposures they had in terms of 
credit, banks and currencies.”

Paul Simpson, head of global transaction services (GTS) at 
Bank of America Merrill Lynch, says: “Over the past 10 years, 
large corporates have become much more dependent on tech-
nology. A decade ago, even some of the largest companies were 
doing a lot of manual reconciliation and cashflow forecasting. 
As of five years ago, investment in automating processes and 
ERP standardization has really taken off, and this is allowing 
corporates to electronify and build their business in a way that 
is scalable.”

Corporates are also leaning on technology to deal with the 
increased demands of regulation and risk management. “In 
the case of regulation, one example can be seen in US multi-
nationals,” says Deutsche Bank’s Spiegel. “They have to have a 
repository of the guaranteed exposures – the off-balance-sheet 
contingent liabilities – to prove where they have these. This 
requires a more efficient delivery mechanism. Also with risk 
mitigation, corporates have been looking to further enhance 
their risk mitigation in the overall flow business. They have 
always been good on credit monitoring, project monitoring, but 
now are increasingly focused on the visibility of where the cash 
sits and flows. They also require greater adaptability to respond 
better and more quickly to geopolitical challenges.” 

Rajesh Mehta, head of treasury and trade solutions, EMEA, at 
Citi, says: “Risk management has evolved from a client perspec-
tive. In terms of counterparty risk management, corporates have 
moved away from wanting all of their eggs in one bank basket. 
Then there is the need to visualize exposures, to mobilize based 

on this and then once mobilized to optimize what you have. This 
could be exposure to different countries – thinking back to Egypt 
and the Arab Spring or more recently Russia and Ukraine – or ex-
posure to conditions such as the low interest rate environment.”

Aside from the direct regulatory effects on corporates over the 
past 10 years, the indirect or unintended consequences of some 
new regulations have also changed the demands made on GTS 
banks. 

“There are Basle III-induced concerns, such as what happens 
to the supply chain and suppliers that are in countries with a 
lesser rating,” says Deutsche’s Spiegel. “The overall financial 
crisis sparked a consideration among larger companies to look 
at enterprise risk in an end-to-end manner, starting with where 
the raw materials and semi-finished products come from, what 
the position of their suppliers is, all the way through to who 
distributes their products and who the end users are. There is an 
emerging deeper value chain and financing chain that corpo-
rates are looking at from an end-to-end perspective.” 

The regulatory burden has an effect on the relationship be-
tween corporates and their GTS banking partners. 

“Because of the increase in regulation and the way that banks 
have to approach this, if your bank doesn’t understand what 
you do and how you approach things, everything takes longer,” 
says Neil Hannaford, group treasury manager at Merlin Enter-
tainments. “We want to move forward quickly so we want to 
work with banks that understand what we do and can work with 
us to get us over the hurdles that we face when operating in new 
countries and territories.”

Despite most banks claiming this is how they work, Hanna-
ford is sceptical: “Some are adept at doing this, but some aren’t. 
That was the case 10 years ago and is still the case today. It can 
depend on the type of bank, what their approach is and how 
they are trying to position themselves. The ones that work best 
with us are the ones that work on that relationship basis and ask 
us what we do and what we want. It really helps us if they are 
prepared to get close to our business in that way.” 

BAML’s Simpson says: “From a bank perspective, over the past 
10 years, what we have been seeing and will continue to see is a 
demarcation line. Banks are either going to be one of the global 
GTS providers or a niche or regional provider. Which category 
certain banks fall into has also changed over the past decade. 
For example, there are Chinese banks and a couple of the larger 
Indian banks that are becoming global providers. Their networks 

Transaction banks are under pressure to keep up with a growing list of 
client demands. Investing in technology is essential. By Ben Poole

The changing face of 
corporate demands
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are as vast as several of the established global providers. If you 
are a big provider and you don’t acknowledge or understand 
that, then in five or 10 years’ time you will probably lose a con-
siderable amount of your business. Some of the large Chinese 
banks are building out branch networks and are entering major 
markets around the world. Their domestic corporate clientele is 
starting to go overseas, and as they do so, they are leveraging the 
relationships they already have with the Chinese banks.”

To respond to the changing GTS landscape and evolving 
corporate demands, banks have been investing in an attempt to 
bring benefits to their existing client base and win new busi-
ness. Most banks have spent big on technology, which can bring 
benefits to corporates in a number of ways, as Deutsche Bank’s 
Spiegel explains. “We have invested heavily in the sophisti-
cated technology that underpins today’s innovative solutions, 
enabling a greater degree of granularity in reporting, but also 
standardizing some capabilities and functionality across borders 
to ensure a consistent delivery,” he says. “This requires consider-
able investment, which is what we have done and will continue 
to do.”

Investment in the channels that GTS banks use has also been 
key to meeting the changing needs of corporate clients. Citi’s 
Mehta says: “Our investment in liquidity management and 
data – XML and electronic channels – has been as a result of us 
wanting to get more and better data, not just to feed transac-

tional processing but also to achieve the enriched data necessary 
for clients’ risk management and regulatory reporting. Invest-
ment here services the evolving demands of clients in terms of 
centralization, efficiency and working capital.”

Investment in the products that banks offer has also changed 
as the demands from corporates, particularly on the treasury 
side, have grown beyond cash management. “We have invested 
heavily in the supply-chain and trade-finance piece,” says Citi’s 
Mehta. “As markets became disrupted, clients continued to go 
more global and there was a demand for more flexible trade-
finance structures. We invested in the trade platform, more 
specifically the supply-chain export industry finance, things 
such as capital goods business and then commodities. Commod-
ity finance is driven a lot by the flows you see between China 
and Africa, Latin America and Africa, and the oil-producing and 
oil-importing regions.” 

In addition to investment in processes and products, most 
GTS banks also put a high premium on investing in people to 
attract and retain talent. “It is important to continue investing 
in talent,” says Citi’s Mehta. “As the business is always changing 
you have to continually review your talent profile according to 
the changed environment.”

Spiegel adds: “We also invest in people across the globe. We 
want to have top service and solutions: for example, we have 
created a solutions team within the transaction banking side. 

“It is important to continue investing in talent. As the business is always changing you have to 
continually review your talent profile according to the changed environment”

Rajesh Mehta, Citi,
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Here we invest a lot of intellectual capacity to thinking through 
the working capital end-to-end value chain of our clients. We 
look at using solutions that we have used in one part of the 
world and see how these can provide benefits in other parts of 
the world.” 

As well as benefiting their clients, banks are finding ways to 
use the changing GTS landscape to their advantage. 

“The regulatory environment is driving competitive oppor-
tunities for banks,” says BAML’s Simpson. “The banks that are 
willing to build capabilities or create solutions that are driven 
by the regulatory framework will see good returns on their 
investment. One example is in Asia, where some of the regional 
providers have invested in their capability to allow intra-Asia 
trade and trade flows, which has benefited them. You could also 
look at the US regulations, of which there are many. Dodd-Frank 
1073, for example, had a very specific verification process related 
to consumer flows. We partnered with our consumer bank to 
develop a solution for our FI clients. And because we acted so 
quickly, we ended up being a provider to some of the largest 
banks in the US.”

The demands that corporates make on their banking partners 
differ depending on their size and footprint. “Large corporates 
have complexities in volumes and quite often are operating in 
more countries,” says Deutsche Bank’s Spiegel. “When we talk 
about investment in technology, this is not just on the bank 
side. These corporates also invest enormous amounts in the ERP 

systems and TMS. The complexity for the smaller corporates 
comes from the fact that they generally do not have shared 
service centres or the size and the scale of their larger peers, yet 
clearly want to benefit from developments. That is where banks 
have to find ways to bring offerings and solutions to those cli-
ents on a slightly different scale.” 

The nature of the relationship between a bank and its cor-
porate client can differ depending on the size of the corporate. 
“With a smaller client, banks can bring more of an advisory role 
to the relationship and work through what is happening to the 
corporate,” says Deutsche Bank’s Spiegel. “With large corporates, 
it is more often the case that we will work together with them to 
develop solutions in true partnership and see how together we 
can optimize their processes.” 

The relationship between banks and their smaller corporate 
clients is a particular focus as the nature of small business is 
changing – SMEs are going global. “In the small business and 
mid-market corporate sector, we are seeing a massive migration 
overseas, particularly towards the upper end of the sector,” says 
BAML’s Simpson. “Around five years ago, approximately 95% of 
our SME clients in the US were content to stay domestic. In the 
past three years, I would say that 70% to 80% of that group are 
now going overseas. There is a huge investment by these com-
panies to go international, because the CEOs and CFOs of these 
companies are keen to diversify their revenue streams.”

He adds: “There is a point to be made about the use and de-

“In the small business and mid-market corporate sector, we are seeing a massive migration overseas, 
particularly towards the upper end of the sector”

Paul Simpson, Bank of America Merrill Lynch
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livery of mobile technology by small and mid-cap corporates. If you 
look at how our clients are using it today, it allows them to control 
and run their businesses from virtually any location. Combine that 
with what we are seeing on the small business and consumer side 
– our consumer business has up to 12 million users of mobile a day 
and our small business area is also growing in this way.” 

Some differences in corporate demands emerge when different 
geographies are considered. “We have a number of different scales 
of activity depending on where you look geographically and our 
demands on our banking partners reflect this,” says Merlin Enter-
tainments’ Hannaford. “For example, in the US our activities are 
reasonably developed and still expanding, so we have a certain 
requirement there where we need the cash-pooling arrangements 
and to consider overdrafts, for example. This differs in smaller 
countries for us where we just want an operational activity, so you 
don’t necessarily need a global bank for that. In this situation we 
would go and speak to a regional or local bank, because they know 
the market best.” 

Difference in demand can also occur when looking at smaller 
domestic companies. “If you’re looking at a pure Asian company 
compared with a pure European company, the Asian company is 
far more focused on the growth stage of their cycle, whereas the 
European company is more focused on efficiency,” says Citi’s Mehta. 
“Compare these types of companies to a multinational that is oper-
ating across various regions of the world. There will be differences 
in their demands depending on which geography they are operating 
in. The advantage that multinationals have is that they will drive 
efficiencies everywhere. They will optimize in the areas that at that 
particular stage of the economic life cycle are not seeing growth by 
deploying more resources to these areas. Their optimization and 
resource allocation is broader and they have more opportunities to 
optimize within. They have the same needs as companies that are 
based purely in one region, but they have more levers to be able to 
manage these.”

Hannaford says: “We look at each market separately and don’t 
subscribe to the concept of requiring one bank for all of our activity. 
We look to see how it fits within the locality, as we need partners 
who understand the local market and can support our business. That 
is about being on the ground and engaging with these banks, so 
they are more likely to understand what we are trying to do. Those 
that understand it get the business, as they will be able to react to 
our needs, rather than try to sell us something that isn’t suitable.”

Some regional differences in demand from corporates can come 
from the difference in perception and developments of trends in 
different regions. Mobile payments provide an example of this. 
“In Asia or Africa, mobile payments have a completely different 
meaning and speed of development than they do in the developed 
world,” says Deutsche Bank’s Spiegel. “This applies when you go 
into transaction banking services for corporates as well. In the 
emerging world there is more affinity with technology and more 
openness at times. For example, it is perhaps more likely for a 
corporate here to use a mobile device to approve a treasury pay-
ment. In the western world, this openness may still take some time 
to develop. There are different speeds of technological advancement 
and uptake around the world.” 

The transaction banking landscape has changed dramatically 

over the past 10 years and this evolution is well placed to con-
tinue. “Trends such as the quest for real-time information, greater 
transparency and the use of technology in a more intuitive way will 
increase as we go forward,” says Deutsche Bank’s Spiegel. “There are 
emerging industries where the speed of development is enormous. 
We are asked by some of our clients to be very flexible and to be 
able to think and move with them, develop ideas and help imple-
ment these in a true partnership. We need to make investments 
into our underlying systems to allow this flexibility without risking 
the stability of the systems. This is an interesting challenge to have, 
because the more you are flexible and interfere with your underlying 
operating systems, the less stable they are. We are putting the appro-
priate infrastructure in place so that we can respond to clients’ needs 
individually without risking operational efficiency and security.” 

BAML’s Simpson adds: “A trend that is happening now, and 
which is only going to become more prevalent in the future, is that 
corporates will increase their reliance and dependency on banks to 
be trusted advisers and implementers. We have built a dedicated 
team to specifically provide this kind of advisory expertise. The 
team is made up of ex-treasurers, CFOs, and tax and shared service 
professionals. The reason driving this trend is that corporates are 
being tasked to become more efficient and complete more complex 
projects, but they are not being given additional headcount.”

The issue of being asked to do more with less is a concern for 
corporates of all shapes and sizes. It will continues to be an area that 
requires careful management. “We have worked with some of the 
most dynamic companies in the world that have asked us for advice 
about how to fix or change a treasury-related issue,” says Simpson. 
“If they are happy with our recommendations, and the resulting 
savings, we are then asked to implement the projects and help drive 
the savings. We are seeing more and more large corporates make 
these requests across treasury, FX, shared service centres and in-
house banks in some of these.”

The regulatory burden, which has already made an impression 
on the relationships between GTS banks and their corporate clients, 
will also continue to have an effect. “Basle III will affect the way that 
banks and their clients look at their mutual relationship,” says Citi’s 
Mehta. “Capital allocation at a client level will require support by a 
fair amount of non-capital-related revenue. The buying process and 
the nature of the relationship will evolve as some funding mecha-
nisms become more difficult or expensive. That is the big factor to 
consider.”

He adds: “The whole client service experience is really getting a 
whole new meaning. The client experience needs to become more 
consistent. You have processes that were interfacing bank and client 
domestically that are now interfacing at a more centralized place. 
You have a different product mix used. There is a lot of investment 
and thought going into that.” 

This will continue to be a key issue for corporates. “If you are an 
international company, you have got to be able to have confidence 
that when your banking partner says they can deliver in a certain 
country, that they will do that in a coordinated manner,” says Mer-
lin Entertainment’s Hannaford. “Communication is an area where 
banks can let themselves down. This can lead to the corporate hav-
ing unrealistic expectations of what they can achieve. If more banks 
can improve this, I would be happy.” TS
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Sponsored chapter

“Companies can now 
treat the RMB as just 
another currency and 
China can become part 
of regional and global 
treasury solutions”

In recent years, a series of 
regulatory changes has extended 
across emerging markets, 
XVERWJSVQMRK�XLI�½RERGMEP�PERHWGETI�
in Asia, Africa and the Middle East 
for the better or, in some cases, for 
the worse.  

South Africa, for instance, has 
QEHI�XERKMFPI�GLERKIW�XS�STIR�
YT�MXW�IGSRSQ]�ERH�MRXIVGSQTER]�
funding at a global level has become 
easier. In India, on the other hand, 
VIKYPEXSVW�LEZI�QEHI�MRXIVGSQTER]�
JYRHMRK�QSVI�HMJ½GYPX�

The emerging market that has 
legitimately garnered the most 
attention in terms of reform and at 
the forefront is China, the world’s 
second largest economy. While 
subtle changes in economic and 
TSPMXMGEP�WXVEXIK]�SR�XLI�QEMRPERH�

have trickled down from China’s 
ruling elite to the rest of the 
country, the game-changer has been 
the establishment of the China 
(Shanghai) Pilot Free Trade Zone 
(PFTZ) in October 2013 and the list 
SJ�(IXEMPIH�-QTPIQIRXEXMSR�6YPIW�
JSV�'ETMXEP�1EVOIX�3TIRMRK�XLEX�
JSPPS[IH�MR�%TVMP�XLMW�]IEV��

China opens up
Within the PFTZ, a number of 
GLERKIW�LEZI�QEHI�MRXIVGSQTER]�
funding and transaction banking 
WMQTPIV��6IKYPEXMSRW�GSRGIVRMRK�
GVSWW�FSVHIV�VIRQMRFM��61&�
PIRHMRK��TE]QIRXW�HSGYQIRXEXMSR��
foreign exchange transactions 
and investment vehicles, such as 
dim sum bonds, have all eased. 
-QTSVXERXP]��'LMRE´W�GYVVIRX�EGGSYRX�
MW�IJJIGXMZIP]�STIR�ERH�MXW�GETMXEP�
EGGSYRX�[MXL�VIWTIGX�XS�GVSWW�
FSVHIV�MRXIVGSQTER]�¾S[W�LEW�
FIIR�TEVXMEPP]�PMFIVEPM^IH���
±'SQTERMIW�GER�RS[�XVIEX�XLI�

61&�EW�NYWX�ERSXLIV�GYVVIRG]�ERH�
'LMRE�GER�FIGSQI�TEVX�SJ�VIKMSREP�
and global treasury solutions,” says 
1MGLEIP�:VSRXEQMXMW��LIEH�SJ�TVSHYGX�
management, Greater China and 
North East Asia, for Standard 
Chartered.
±%R�STIR�GYVVIRX�EGGSYRX�ERH�

a liquid offshore market allow 
GSQTERMIW�XS�GIRXVEPM^I�XLI�GSRXVSP�
SJ�61&�JSVIMKR�I\GLERKI�ERH�
interest rate risks. The rules around 
cross-border lending in US dollars 
ERH�61&��IWTIGMEPP]�XLVSYKL�XLI�
PFTZ, enable treasurers to more 
effectively manage liquidity to 
and from what is likely to be the 

PEVKIWX�KVS[XL�STTSVXYRMX]�JSV�XLI�
foreseeable future. Now is the time 
to start integrating China into wider 
treasury solutions and create value 
for shareholders,” he continues.

Shanghai is being used as a test-
bed for Chinese regulation changes 
that will chart the course for the 
country as a truly global economy. 
8LI�TMPSX�^SRI�LEW�XLI�TSXIRXMEP�XS�
XVERWJSVQ�XLI�½RERGMEP�ERH�FEROMRK�
sector in China for good.

The best way to take advantage 
of China’s new regulations, 
GVSWW�FSVHIV�W[IITMRK�ERH�
RSXMSREP�TSSPMRK�MW�XS�YWI�E�
reliable, stable, liquid and well-
GETMXEPM^IH�FERO��&EWIP�---�GETMXEP�
adequacy, liquidity and leverage 
requirements have created a new 
½RERGMEP�IRZMVSRQIRX�JSV�FEROW�
which has brought reviews of 
GEWL�TSSPMRK�EVVERKIQIRXW�ERH�
STIVEXMRK�VIPEXMSRWLMTW�XS�XLI�
JSVI�JSV�GSVTSVEXIW�ERH�XVIEWYV]�
HITEVXQIRXW���

“As China moves towards 
XLI�PMFIVEPM^EXMSR�SJ�XLI�61&�
ERH�EHSTXW�KPSFEP�WXERHEVHW��MX�
MW�MQTIVEXMZI�XLEX�XLI�PMUYMHMX]�
QEREKIQIRX�TSSP�FI�WIX�[MXL�
E�FERO�XLEX�MW�EFPI�XS�TVSZMHI�
W[MJX��MRRSZEXMZI�ERH�FIWTSOI�
solutions throughout every stage 
SJ�XLMW�I\GMXMRK�NSYVRI]�ERH�
I\GIIHW�XLI�GETMXEP�EHIUYEG]�
VIUYMVIQIRXW�EW�PEMH�SYX�F]�&EWIP�
---�²�WE]W�8EVIO�)P�=E½��KPSFEP�LIEH�
of liquidity management and 
cash transformation at Standard 
Chartered. 

Standard Chartered has been 
EGXMZI�MR�MQTPIQIRXMRK�ERH�

QEREKMRK�XLI�MQTEGX�SJ�&EWIP�---�
regulations and has a dedicated 
KVSYT�SJ�WIRMSV�I\IGYXMZIW�JVSQ�
the bank’s liability and regulatory 
QEREKIQIRX�XIEQW�XS�MRXIVTVIX�
the regulatory guidelines and 
IZEPYEXI�XLI�MQTEGX�SJ�&EWIP�---�SR�
the bank and its clients. The bank 
MW�[IPP�GETMXEPM^IH��LEW�SRI�SJ�XLI�
LMKLIWX�XMIV���GETMXEP�VEXMSW�ERH�
LEW�E�&EWIP�---�GSQTPMERX�PMUYMHMX]�
coverage ratio of over 100% and 
leverage ratio over 3%.* The bank 
continuously strives to strengthen 
its balance sheet with increased 
focus on organic growth and 

STANDARD CHARTERED BRINGS CHINA 
INTO THE GLOBAL COLLECTIVE
2I[�VIKYPEXMSRW�ERH�STIRMRK�YT�MR�'LMRE�EVI�XVERWJSVQMRK�XLI�VIRQMRFM�MRXS�E�KPSFEP�GYVVIRG]��
7XERHEVH�'LEVXIVIH�GER�KYMHI�GSQTERMIW�HYVMRK�XLMW�I\GMXMRK�XMQI

Michael Vrontamitis, 
Standard Chartered

8LMW�QEXIVMEP�LEW�FIIR�TVITEVIH�FEWIH�SR�MRJSVQEXMSR�TVSZMHIH�F]�7XERHEVH�'LEVXIVIH�&ERO��7'&��-X�MW�JSV�MRJSVQEXMSR�ERH�HMWGYWWMSR�TYVTSWIW�SRP]�ERH�HSIW�RSX�GSRWXMXYXI�EHZMGI�SV�ER�MRZMXEXMSR�SV�VIGSQQIRHEXMSR�XS�
IRXIV�MRXS�ER]�XVERWEGXMSR��;LMPI�EPP�VIEWSREFPI�GEVI�LEW�FIIR�XEOIR��7'&�ERH�MXW�EJ½PMEXIW�QEOI�RS�VITVIWIRXEXMSR�SV�[EVVERX]�EW�XS�EGGYVEG]�SV�GSQTPIXIRIWW��ERH�RS�VIWTSRWMFMPMX]�SV�PMEFMPMX]�MW�EGGITXIH�JSV�ER]�IVVSVW�SJ�JEGX��
SQMWWMSR�SV�JSV�ER]�STMRMSR�I\TVIWWIH�LIVIMR��7'&�SV�MXW�EJ½PMEXIW�QE]�RSX�LEZI�XLI�RIGIWWEV]�PMGIRWIW�XS�TVSZMHI�WIVZMGIW�SV�SJJIV�TVSHYGXW�MR�EPP�GSYRXVMIW�SV�WYGL�TVSZMWMSR�SJ�WIVZMGIW�SV�SJJIVMRK�SJ�TVSHYGXW�QE]�FI�WYFNIGX�
XS�XLI�VIKYPEXSV]�VIUYMVIQIRXW�SJ�IEGL�NYVMWHMGXMSR��

�7SYVGI��7XERHEVH�'LEVXIVIH�&ERO��%RRYEP�6ITSVX������



Sponsored chapter

MQTVSZMRK�XLI�UYEPMX]�SJ�PMUYMHMX]��
Standard Chartered can 

LIPT�GPMIRXW�XS�YRHIVWXERH�XLI�
Q]VMEH�GLERKIW�XEOMRK�TPEGI�SR�
the mainland, to work these 
VIKYPEXMSRW�XS�QE\MQYQ�FIRI½X��
ERH�XS�TVSZMHI�GPMIRXW�[MXL�PMUYMHMX]�
WXVYGXYVIW�XLEX�EVI�GSQTPMERX�[MXL�
the changing banking regulation 
and monitoring in China.  

Bespoke solutions
7XERHEVH�'LEVXIVIH�LIPTIH�E�
global leader in the information 
technology sector to leverage 
SRWLSVI�61&�XVETTIH�MR�'LMRE�
F]�TVSZMHMRK�MX�[MXL�97�HSPPEVW�JSV�
its acquisition activities through a 
FIWTSOI�WSPYXMSR�
8LI�GSQTER]�LEH�PMEFMPMXMIW�

locally in China that needed to 
FI�VITEMH�MR�61&��1SVISZIV��EW�
61&�MRXIVIWX�VEXIW�MR�'LMRE�EVI�
regulated and yields are higher 
MR�SJJWLSVI�61&�GPIEVMRK�GIRXVIW�
PMOI�7MRKETSVI��,SRK�/SRK�ERH�
London, the client was inclined to 
OIIT�JYRHW�MR�61&�[MXLSYX�XLI�
need for conversion.  
%W�[IPP�EW�XLI�TVSFPIQW�JEGIH�

by the client, regulation changes 
in China created other issues. For 
I\EQTPI��[LMPI�MRWXMXYXMSRW�GER�
PIRH�61&�XS�SJJWLSVI�WYFWMHMEVMIW��
E�HMVIGX�ETTPMGEXMSR�QYWX�FI�QEHI�
via banks to advise and administer 
the arrangement. There were 
also borrowing restrictions, as the 
GSQTER]�[EW�YREFPI�XS�IRKEKI�MR�
short-term bank borrowing to meet 
YVKIRX�TE]QIRX�SFPMKEXMSRW��

Understanding the needs of 
XLI�GPMIRX�ERH�XLI�TVSFPIQW�MX�[EW�
facing, Standard Chartered was 
EFPI�XS�GSQI�YT�[MXL�E�WSPYXMSR�
W[MJXP]��-X�TVSZMHIH�XLI�PMUYMHMX]�XS�
the client in less than two weeks 
F]�EMHMRK�GVSWW�FSVHIV�61&�
PIRHMRK�JVSQ�'LMRE�XS�7MRKETSVI�
for the client, where funds were 
EYXSQEXMGEPP]�W[ITX�XS�7MRKETSVI��
and facilitating a multi-currency 
RSXMSREP�TSSP�MR�7MRKETSVI�

[MXL�FSXL�61&�ERH�97�HSPPEV�
denominated accounts. Under this 
WSPYXMSR��XLI�HI½GMX�HSPPEV�TSWMXMSR�
[SYPH�FI�SJJWIX�EKEMRWX�XLI�WYVTPYW�
61&�TSWMXMSR�JSV�ER�MQTVSZIH�
interest result without incurring 
any overdraft charges. Thirdly, 
MX�MRXVSHYGIH�E�H]REQMG�TSSP�
TE]QIRX�JEGMPMX]��EPPS[MRK�XLI�GPMIRX�
XS�YWI�XLI�TSWMXMZI�FEPERGIW�MR�
61&�XS�QEOI�MRXVE�HE]�TE]QIRXW�
from the dollar account, without 
the need to fund the account 
QERYEPP]�½VWX��

The client saved more than 
$1.5 million in overdraft charges, 
as Standard Chartered was able to 
offset negative US dollar balances 
[MXL�XLI�TSWMXMZI�61&�FEPERGIW��
8LIVI�[EW�GSQTPIXI�ZMWMFMPMX]�XLVSYKL�
daily and monthly consolidated 
VITSVXMRK��RS�TL]WMGEP�*<�SV�W[ETW�
were used, and all this was executed 
in a fully automated way.
;MXL�XLI�STIRMRK�YT�SJ�XLI�

PFTZ the client has been able to 
execute ‘true’ end-of-day cross-
FSVHIV�W[IITMRK��[LMGL�LEW�JYVXLIV�
LIPTIH�XS�GSRWSPMHEXI�MXW�JYRHW�
into the global structure within the 
same value date.  

&EPERGMRK�GEWL�¾S[W
&ES\MR��E�,SRK�/SRK�FEWIH�KVSYT�
[MXL�WMKRM½GERX�TVIQMYQ�GEV�
HIEPIVWLMTW�EGVSWW�'LMRE��LEH�LMKL�
½RERGMRK�GSWXW�ERH�[EW�QEREKMRK�
ER�YRFEPERGIH�GEWL�¾S[�TSWMXMSR��
&ES\MR�[EW�JSVGIH�XS�FSVVS[�
QSRI]�JVSQ�LIEH�SJ½GI�[LMPI�
XLIVI�[EW�MREGGIWWMFPI�XVETTIH�GEWL�
in China.  

Though the regulations under 
4*8>�LEZI�FIIR�PMFIVEPM^IH��
JSVIMKR�I\GLERKI�GSRXVSP�TSPMGMIW�
WXMPP�TVIZIRX�JYRHW�JVSQ�¾S[MRK�
freely cross-border even within 
XLI�GSQTER]��%W�E�VIWYPX��SRWLSVI�
IRXMXMIW�EVI�SRP]�TIVQMXXIH�XS�
borrow from offshore with a 
PMQMXIH�JSVIMKR�HIFX�UYSXE�WTIGMEPP]�
ETTVSZIH�F]�7XEXI�%HQMRMWXVEXMSR�
of Foreign Exchange (SAFE). 

'SQTP]MRK�[MXL�XLI�VIKYPEXMSRW�
ERH�XLI�RIIHW�SJ�&ES\MR��7XERHEVH�
'LEVXIVIH�[EW�EFPI�XS�LIPT�XLI�½VQ�
STIR�E�WTIGMEP�61&�TSSP�LIEHIV�
EGGSYRX�MR�XLI�4*8>��TVSZMHMRK�
E�XE\�IJ½GMIRX�EYXS�W[IITMRK�
QSHIP�GEWL�TSSP�ERH�MRXVSHYGIH�
FEPERGI�WLEVMRK�ERH�GETMXEP�PMQMXW�SR�
YXMPM^EXMSR�HSQIWXMGEPP]���

For cross-border, Standard 
'LEVXIVIH�MQTPIQIRXIH�W[IITMRK�
FIX[IIR�ER�SZIVWIEW�TEVXMGMTEXMRK�
TSSP�ERH�HSQIWXMG�TSSP�LIEHIV�
with no quota limitation for cross-
FSVHIV�W[IITMRK�EQSYRXW��7XERHEVH�
'LEVXIVIH�EPWS�MQTPIQIRXIH�E�
TER�'LMRE�GVSWW�GMX]�TSMRX�SJ�WEPIW�
(POS) collection to consolidate 
funds at a central level.
7XERHEVH�'LEVXIVIH�TVSZMHIH�

&ES\MR�[MXL�JYPP�ZMWMFMPMX]�ERH�
GSRXVSP�SJ�MXW�GEWL�¾S[�EX�HSQIWXMG�
and global levels, savings on 
funding costs, savings on tax on 
the entrustment loan and lower 
EHQMRMWXVEXMZI�GSWXW�XLVSYKL�TER�
China POS collections.

Proven ability
As regulation continues to evolve 
ERH�TVSGIWWIW�[MXLMR�XLI�4*8>�
WIIT�MRXS�XLI�VIWX�SJ�XLI�GSYRXV]��
XLI�61&�[MPP�FIGSQI�E�KPSFEP�XVEHI�
currency uninhibited by the arbitrary 
FSVHIVW�SJ�E�JVII�XVEHI�^SRI��2S[��
ERH�IZIR�QSVI�GSQTVILIRWMZIP]�MR�
the future, we see the consolidation 
SJ�EPP�IRXMXMIW�MRXS�SRI�KPSFEP�61&�
TSSP��IEWMIV�MRZIWXQIRX�MRXS�'LMRE�
VIHYGMRK�61&�GYVVIRG]�VMWO�ERH�
IEWMIV�*<�LIHKMRK�

Standard Chartered is one of 
XLI�JI[�FEROW�[LMGL�GER�GSQTPIXI�
all traditional liquidity management 
WXVYGXYVIW�ERH�TVSZMHI�ZEPYI�
[MXL�EKEMRWX�XLI�WYR�W[IITMRK��
³XVYI �́IRH�SJ�HE]�W[IITMRK�JSV�
61&��GVSWW�FSVHIV�ERH�PSGEPP]��
Standard Chartered is also 
offering other innovations such as 
simulation pooling, which allows 
for real-time simulations of liquidity 
TSWMXMSRW�FIJSVI�I\IGYXMSR��limit 

management, which tracks intra-
GSQTER]�TSWMXMSRW�ERH�EWWSGMEXIH�
limits, and NSMRX�ZIRXYVI�W[IITMRK, 
[LMGL�EPPS[W�JSV�WSTLMWXMGEXIH�
EYXSQEXIH�W[IITMRK�ERH�VITSVXMRK�
for JV structures. 

Standard Chartered has the 
TVSZIR�EFMPMX]�XS�OIIT�61&�ERH�
W[ET�SXLIV�GYVVIRGMIW��QMXMKEXMRK�
GYVVIRG]�¾YGXYEXMSR�VMWO��ERH�
TVSZMHMRK�E�GSRWXVYGXMZI�JVEQI[SVO�
for businesses to grow internationally 
while bringing back funds. 

As Ping Wang, general manager 
SJ�XLI�½RERGMRK�HITEVXQIRX�
EX�&ES\MR�TSMRXW�SYX��±-X´W�SYV�
LSRSYV�XS�GSSTIVEXI�[MXL�
7XERHEVH�'LEVXIVIH�&ERO�'LMRE�
XS�MQTPIQIRX�XLI�½VWX�RSR�UYSXE�
61&�HIRSQMREXIH�X[S�[E]�GVSWW�
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'LEVXIVIH�&ERO�XS�FVMRK�EFSYX�
greater outcomes in the future,” 
she says.

MZk^d�>e&RZÛ%� 
Standard Chartered
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Survey analysis

Treasury professionals of multinational companies with com-
bined annual sales of more than $250 billion see China, India 
and Russia as the most difficult countries from which to repatri-
ate company funds, according to a ‘trapped cash’ pulse survey 
conducted by Euromoney. 

In the first in a series of treasury-related surveys throughout 
the year, treasurers and finance directors of companies across in-
dustries voted China the “least efficient” country from which to 
repatriate cash. India was voted second, Russia third, Argentina 
fourth and Turkey fifth. 

India was however, ranked first ahead of Iran among countries 
the companies had considered investing in but had been dis-
suaded from so doing by the country’s onerous regulatory and 
tax regime, meaning companies are more likely to invest in Iran 
rather than India. 

By comparison, the US, Germany and the UK were voted the 
“most efficient” countries in the survey, which was conducted in 
March. 

The results, which reflect one of the main long-standing 
grievances large and mid-sized international companies have 
when doing business in core emerging economies, comes amid a 
concerted effort by the governments of China, India, Russia and 
Turkey to tackle the issue of trapped cash and ease some of the 
cross-border liquidity-management restrictions. 

Trapped cash – money that companies legitimately earn 
overseas but that is difficult to access or repatriate – typically 
occurs because of a combination of factors that include for-
eign exchange controls, capital requirements, restrictions on 
inter-company lending, and taxation on cross-border flows and 
dividends paid. 

It’s a big problem for treasurers because it can reduce a com-
pany’s ability to put cash surpluses in one part of the business 
to work elsewhere. This can prevent companies from offsetting 
debt, raising borrowing costs, and might also restrict a company’s 
investment and growth plans. 

The sums involved are substantial too. 
JPMorgan, for example, estimates that between 25% and 40% 

of cash held by non-financial S&P 500-listed companies is sit-
ting in or is trapped in offshore or overseas jurisdictions. This 
equates to some $400 billion to $1 trillion in offshore or overseas 
deposits. 

“China is arguably making the most overt progress at the regu-
latory level around how multinationals can access their onshore 
cash,” says Julian Oldale, head of international cash manage-

ment origination, North America, Royal Bank of Scotland. “With 
the onset of new regulations in 2014, multinationals may now 
establish entities within the Shanghai Free-Trade Zone, ultimately 
linking onshore cash pools with offshore global treasury centres.”

He adds this is “a major move” but admits “there is still much 
work to be done from a technical perspective to make it a widely 
adopted process.” 

For Christian Edelmann, partner and head of the Asia Pacific 
region at Oliver Wyman, the framework in place in the FTZ – a 
testing ground for reformist economic policy in China – is help-
ing to solve some of the challenges multinationals face around 
liquidity. But he warns the extent to which cashflows will be 
liberalized unfortunately remains uncertain.

“We have already seen cash flowing much more seamlessly 
between the FTZ and the rest of the world [mainly Hong Kong],” 
says Edelmann. “The big question remains to what extent the 
flows from the rest of China in and out of the FTZ will be liberal-
ized going forward.” 

Many in the world of business and finance are asking the same 
question. However, there are also those who believe China, given 
the reforms in recent years, is undeserving of the top ranking. 

“China has been continuously liberalizing financial regulations 
since mid-2012, with sequential changes occurring with some 
frequency. As is the custom in China, changes come in small 
steps with a period of pilot programmes to test results,” says Elyse 
Weiner, global head of liquidity management services, treasury 
and  trade solutions, at Citi. 

She adds: “With these regulatory changes, companies can lend 
both Chinese renminbi and foreign currency across borders. 
Within the SFTZ, both lending and borrowing of RMB is possible. 
As such, we see China becoming less of an issue with respect to 
trapped cash.” 

Moving money in and out of Russia is difficult too, according 
to the survey, and it must be even more difficult during times of 
crisis. 

“We do see companies looking to lower exposure and liquidate 
assets in Russia, given the problems in Ukraine,” says a senior 
transaction services banker. “Companies are watching closely 
what’s going on in Russia. On the other hand, Russian companies 
may not feel particularly comfortable with assets in the US, given 
the possibility of US sanctions.” 

The more efficient regulatory and tax regimes of the US, 
Germany and UK are certainly to be strived for. And the gap is 
closing between developed and core faster-growing economies 

Treasury professionals say despite efforts to improve tax and regulatory 
regimes, China, India, Russia and Argentina are the worst offenders

China voted worst for  
trapping company cash
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where “the cash management landscape is evolving quickly,” 
says John Laurens, head of global payments and cash manage-
ment, Asia Pacific, HSBC. 

“The launch of NACH [National Automated Clearing House] 
in India and the increase in pilot programmes to manage excess 
liquidity in China reflect the changing dynamics,” he says. 

Laurens adds that while the payments and cash management 
infrastructure in India might have been seen historically as 
complex and fragmented, growth in the Indian economy has 
created a need for, and accelerated the provision of, a capable 
payments infrastructure. 

Even still, Edelmann is not surprised to see India’s regulatory 
regime ranked worst.

“In India, cross-border pooling is not allowed by regulations,” 
he says. “Royalty payments and transfer pricing between parent 
and subsidiary are also strictly monitored and regulated. The 
issue is not payment systems or banking infrastructure – it has to 
do with convertibility and transferability.” 

He adds: “The India rupee is not convertible on capital ac-
count. All repatriations of capital have to be approved individu-
ally. Also, remitting profits out is a long process as accounts have 
to be audited and tax returns assessed and approved before a 
company can remit out dividends or capital.”

In China, by comparison, a “simplified cross-border settlement 
process and further exchange control and interest-rate liberaliza-
tion are progressing,” says Laurens. “The State Administration of 
Foreign Exchange has been transforming administrative processes 
that will lead to greater consistency and transparency via reforms 
to the current account and capital account rules.” 

And as a greater number of international companies take 
advantage of the new regulations in China, RBS’s Oldale says this 
and the service banks provide will help change the historical dif-
ficulties associated with moving money in and out of the world’s 
second largest economy. 

“This will take time to happen,” he says. “But as more liquidity 
structures are put in place and banks build their capabilities and 
advisory services to help companies benefit from these regula-
tions, we will see an improvement.”

Mark Raddan, UK partner at accountancy firm KPMG, says that 
in addition to this it should be borne in mind that a company’s 

experience in China very much depends on what industry it is 
operating in. 

“If you have a manufacturing base there, rather than just 
exporting goods with a sales force, this tends to be viewed more 
favourably by the local government as well as reducing the 
amount of net cash that needs to be repatriated,” he says. “What 
a country wants to see are companies creating jobs so they 
therefore make the rules easier for companies with manufactur-
ing operations in China. Countries don’t want to be used just as 
an export market. With a manufacturing base in China, there are 
lower taxes and it’s easier to repatriate cash.” 

Oldale argues China is proactively taking strides toward open-
ing its market and allowing multinationals to take advantage of 
their operations and cash generation in the country to benefit 
their wider-working capital needs. However, he says, the regula-
tory landscape in India remains restrictive for multinationals, 
and particularly in the area of cash and liquidity management. 

“There are few options for repatriation other than dividends, 
and there is no sign this will change in the near future,” he says. 

Citi’s Weiner agrees: “Although we’ve seen movement toward 
liberalization of currency and capital controls in China, the same 
cannot be said of India.”

She adds: “Most multinational companies have well devel-
oped, tax driven strategies for bringing money back from foreign 
operations to the home country. Repatriation is almost always an 
option, but often at a cost.” TS
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“Most multinational 
companies have well 
developed, tax driven 
strategies for bringing 

money back from foreign 
operations to the home 
country. Repatriation is 

almost always an option, 
but often at a cost”

Elyse Weiner, Citi
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The areas of focus for treasurers 
have grown in number and 
complexity, with none of the 
traditional priorities having 
changed. Treasurers would typically 
focus on operational activities 
VIPEXIH�XS�GEWL¾S[�QEREKIQIRX�
and bank relationships with 
analytical and reporting inputs 
to the CFO. The role would 
involve people managing 
spreadsheets in almost all but 
the largest organizations. And 
bank relationship management 
would typically involve measurable 
indicators, such as fees, which 
would determine the success of 
the treasurer in managing costs. 

In most corporates in the 
Middle East, the role of treasurer 
was divided between the CFO, 
various support and strategic 
services, and treasury operations, 
and that continues in many 
organizations today. But, though it 
may remain a cost centre, there is 
a clear emergence of a strategic 
treasurer role as more areas come 
within its ambit.
8LI�EJXIVQEXL�SJ�XLI�½RERGMEP�

crisis led to a change in funding 
patterns available to Middle 
East corporates, as well as a 
reassessment of supply chains. This 
led to greater focus on planning 
and understanding the alternatives 
in terms of trade and export credit 
½RERGI��GETMXEP�QEVOIX�ERH�VMWO�
management opportunities. It also 
led to a greater focus on managing 
increasing demands for governance 
ERH�GSRXVSPW�EW�[IPP�EW�IJ½GMIRG]��

driven by the twin forces of greater 
regulatory oversight and a slowing 
world economy. 

Wider focus, tighter budget
As a result, today treasurers 
in the Middle East typically 
JSGYW�SR�GEWL¾S[�JSVIGEWXMRK�
and cash stock maintenance, 
aspects of risk management, 
centralization of payables and 
receivables and introduction of 
shared services, automation of 
enterprise architecture as well 
as bank interfaces, increased 
and sophisticated reporting 
requirements to management as 
[IPP�EW�VIKYPEXSVW��XVEHI�½RERGI�
and liquidity management, and 
bank relationship management and 
optimization. And having to work 
to a cost budget has meant doing 
all this with as many or fewer 
staff with modest investment in IT 
infrastructure. 

The main IT areas of focus 
for treasury have been mobile 
banking and client/supplier 
management, e-invoicing and 
automated supply chain, cloud 
GSQTYXMRK��EREP]XMGW��[SVO¾S[�ERH�
business intelligence, enterprise 
architecture and upgrading 
existing platforms, often having to 
graduate away from spreadsheets. 
Most large corporates also deal 
with multiple banks, resulting in 
an accretion of bank systems 
and governance to overlay an 
aggregated real-time picture, 
becoming bank-agnostic is yet 
another focus area. And, there 

MW�WMKRM½GERX�HIZIPSTQIRX�MR�
common standards on messaging 
(XML) and trade (MT798), with 
ERPs allowing for adaptation to 
these standards. 

Leading the way
There are some excellent 
examples of the new priorities 
for treasury being executed well. 
The government of Abu Dhabi 
has been progressing with the 
twin standards for enterprise and 
processing architecture, and single 
treasury account maintenance, as 
building blocks to administer the 
50-plus government departments 
supported by its budget. Though 
implementation is in various 
stages across the group, there is 
a clear roadmap and standards 
in place, which have been of 
considerable assistance to 
treasurers at these entities in 
procuring banking services.

Regulation originating from the 
US (Dodd-Frank, FATCA) and 
the EU (SEPA compliance, PSD) 
and others (Basel III), though not 
necessarily directly relevant to a 
Middle East treasurer, is important 
for supply chains, and part of the 
treasurer’s mandate to dimension. 
Risk management, which for ME 
treasurers has tended to be more 
focused on interest rate and 
currency risk than derivatives, say, 
is an area of greater importance. 

Hence, it is fair to say that a 
treasurer has a much more visible 
and complex job than a few years 
ago, with little time to plan or retrain. 

Regulation at centre stage
At banks, regulatory compliance 
has been given centre stage and 
WMKRM½GERX�MRZIWXQIRX�LEW�FIIR�
made to upgrade transaction 
monitoring, interdiction, screening 
and correspondent banking, driven 
by a very direct focus from overseas 
regulators. Basic changes are taking 
place across banking processes to 
VI¾IGX�XLI�MQTPMGEXMSRW�SJ�*%8'%�
and Dodd-Frank, and corporate 
clients as well as correspondent 
banks have shown a preference to 
work with the Middle East banks 
that are furthest along. 

The role of the transaction 
banker has seen a transformation 
much as that of the treasurer, and 
almost every wholesale bank has 
moved towards creating a distinct 
transaction banking business carved 
out of relationship management, 
payment operations and IT. 
Transaction banking revenue streams, 
IWTIGMEPP]�JVSQ�¾SEX�FEPERGIW�ERH�JII�
income, are seen as attractive given 
XLIMV�ERRYMX]�ERH�PS[�VMWO�TVS½PI��

Several examples demonstrate 
how a corporate treasury and a 
bank work together to streamline 
and manage risk, improve visibility 
of funds globally, and allow the 
treasurer to focus on priorities 
while allowing minimal resource 
deployment to running day-to-day 
bank relationships. One such case 
WXYH]��TVS½PIH�LIVI��WLS[W�XLI�
transformation achieved by Tourism 
Development & Investment 
Company working with Abu Dhabi 
Commercial Bank.

TREASURY EVOLUTION AND 
THE ROLE OF BANKS
Treasurers today have much more visible and complex jobs than a few years ago. 
Transaction bankers too are adapting to changing circumstances, with a particular focus 
on new regulatory demands
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CASE STUDY - TOURISM DEVELOPMENT 
& INVESTMENT COMPANY
TDIC’s new payments system, implemented in cooperation with ADCB, 
provides a blueprint for the region

Tourism Development & 
Investment Company (TDIC), 
established in 2006, is a master 
developer of major tourism 
destinations in Abu Dhabi. 
Government funding for 
development projects requires 
segregated funds for each project 
to avoid commingling of funds and 
enable reporting and accounting 
at project level. TDIC managed 
this through a call account 
structure for each project, with 
½\IH�MRXIVIWX�XMIVW�JSV�GEPGYPEXMRK�
daily interest, paid on a monthly 
basis. TDIC now has 99 principal-
protected call accounts with same-
day access to funds.

With a large number of accounts 
and the need to demonstrate a 
high degree of accountability for 
each project, TDIC recognized that 
it needed to improve its payment 
process. The process was manual, 
with up to 15 physical documents 
required to support each payment. 
Each invoice took at least 10 days 
to process, with no ability to track 
the status of each payment – for 
example, an invoice sent to an 
approver but not yet approved. 
Payment cycles were performed 
twice each month, potentially 
resulting in late payment, damage 
to supplier relationships and risk to 
the supply chain.

TDIC was implementing a new 
ERP as part of a wider government 
MRMXMEXMZI�JSV�½RERGMEP�STXMQM^EXMSR��
While this incorporated some 
existing tools for payments, 
such as automatic generation of 

payment messages, it did not fully 
support the payment approval 
requirements or tracking of 
payment progress. TDIC decided 
to customize and enhance the 
payment functionality available 
through its ERP and integrate 
the solution with Abu Dhabi 
Commercial Bank (ADCB).

The solution
TDIC worked closely with ADCB, 
but decided not to use any bank’s 
electronic banking platform 
for the payment solution. This 
allowed it to maintain flexibility 
in its choice of banking par tners 
and enabled the solution to be 
structured to meet its needs 
exactly. Similarly, it opted to 
enhance its ERP rather than 
implement a separate, specialist 
payment system: the cost and 
integration effor t would have 
been greater and additional 
technical resources would be 
required. ADCB provided the 
payment formats, including advice 
on encryption, to ensure accurate, 
robust and secure straight-
through processing.

Having highlighted the 
GLEPPIRKIW��8(-'�MHIRXM½IH�
priorities for a new payment 
process, which was then presented 
XS�QEREKIQIRX��%W�XLI�½VWX�
company in the region to create 
a customized automated payment 
process, this was a major step for 
TDIC. The solution recommended 
won considerable internal support, 
particularly as a result of the 

quality of the audit trail. At any 
point, a payments report can 
be produced from the ERP, with 
information on the maker, checker 
and approver on each payment. 
Invoices are automatically archived 
at an individual invoice and 
payment level, avoiding the need 
for manual archiving. 

The implementation proceeded 
smoothly, with a high-quality 
approach to project management, 
including extensive testing. TDIC’s 
internal solution is now closely 
integrated with ADCB, with 
transmission of new payment 
files every 15 minutes to the 
bank’s designated file location. 
These are then retrieved and 
validated prior to payment, with 
prompt notification of rejections 
or queries.

&IRI½XW�
7SQI�SJ�XLI�FIRI½XW�MRGPYHI�XLI�
following:
��(IQEXIVMEPM^EXMSR��4VSGIWWIW�

are paperless (replacing an average 
of 15 documents per payment) 
resulting in more rapid processing.
��4VSGIWW�IJ½GMIRG]�ERH�

convenience: Each step in the 
payment process, including 
approvals and signatures, is 
conducted promptly and passed 
automatically to the next step. 
Signatures on payments are 
completed electronically while 
still providing signatories with full 
information on the invoice.
��%YHMXEFMPMX]��4E]QIRXW�GER�FI�

tracked throughout the procure-

to-pay lifecycle, allowing key 
performance indicators to be 
measured and remedied if required. 
��'EWL�TSWMXMSRMRK�ERH�

forecasting: The TDIC treasury 
TVSZMHIW�XMQIP]��EGGYVEXI�GEWL�¾S[�
forecasting over a 12-month time 
LSVM^SR��MQTVSZMRK�½RERGMEP�QIXVMGW�
considerably.
��7YTTPMIV�ERH�IQTPS]II�

satisfaction: Suppliers receive 
payments on time and are 
EYXSQEXMGEPP]�RSXM½IH��)QTPS]IIW�
have also responded very positively 
to the new process, as they no 
longer need to deal with large 
volumes of paperwork, and are 
able to provide a better service to 
other departments.
��*MRERGMEP�FIRI½XW��8(-'�

calculates that the value of 
WEZMRKW�ERH�IJ½GMIRGMIW��MRGPYHMRK�
GSRWYQEFPI�VIWSYVGIW��WXEJ½RK��
process enhancements and 
reduction in operational risk, is 
approximately $10 million a year.
��)\IQTPEV�SJ�FIWX�TVEGXMGIW��

TDIC is uniquely positioned as 
an economic lynchpin in Abu 
Dhabi and is an important role 
model. Its experiences provide a 
blueprint for other government 
and commercial entities and 
in the region. This is timely as 
the government is focused on 
IRLERGMRK�WXERHEVHW�SJ�½RERGMEP�
responsibility, accountability and 
transparency. The partnership 
with ADCB illustrates how local 
banks can provide services that 
could only have been provided by 
international banks in the past.
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Treasury viewpoint

TS

This year is an anniversary for Norbert Mayer, the senior vice-
president of finance and group treasurer of BMW. He celebrates 
30 years at the company, a period in which the car, motorcycle 
and engine manufacturer has changed irrevocably.

Mayer, a former banker who joined BMW in 1984, has not 
only seen this transformation, but has also played an impor-
tant part in it since the late 1990s.

After being appointed president of BMW US Capital LLC in 
1997, overseeing risk management for BMW Group’s Ameri-
cas operations, Mayer became director of corporate finance, 
responsible globally for BMW’s capital markets activities across 
debt and equity financing, and structured finance, and for 
overall risk management of currencies, rates and commodities.

In 2010 he was appointed group treasurer, overseeing 
corporate finance, asset management and pensions, investor 
relations and the group’s global treasury centres.

It is a broad set of responsibilities many treasurers of large 
international companies have taken on in recent years, bestow-
ing them with greater strategic importance. 

With a team under him in Munich – and regional treasury 
teams in the US, UK and Singapore – Norbert is well supported. 

One area in particular in which he needs the support is in 
understanding the impact of new financial regulations, particu-
larly on the banking sector.

“Even today we don’t know precisely how new regulation is 
impacting the banking sector and particularly in driving new 
business plans and business models,” he says. 

“We will have to wait and see how this develops, and wheth-
er this could impact the provision of banking products, pricing 
and ultimately the behaviour of our partners.”

Challenges
Equally challenging, says Mayer, has been preparing the com-
pany for European Union regulations such as European Market 
Infrastructure Regulation and the Single Euro Payments Area. 

Mayer says BMW has been Sepa-ready for some time, but 
it is not only BMW he has to worry about. He says ensuring 
the company’s main suppliers are Sepa-compliant is just as 
important. 

Globally, risk management is one of any treasurers’ core 
responsibilities and, for Mayer, this has meant focussing on the 
increased risk around cross-border financing, market volatility 
and currency risk. 

BMW’s currency risk is dominated by those currencies – US 

dollar, renminbi, sterling, 
rouble and yen – in which 
it makes most sales. 

To combat this, it not 
only established produc-
tion plants and component 
factories in each of those 
markets, but also increased 
the volume of purchases 
denominated in those cur-
rencies, as a result creating 
a “natural hedge” against 
the negative effects of cur-
rency fluctuations. 

Liquidity risk has been 
one of Mayer’s preoc-
cupations since the 2008 
financial crisis. BMW maintains a liquidity reserve and diverse 
range of refinancing options, but in the financial service busi-
ness it needs to match-fund maturities and currencies to offset 
each other as well.

“Debt on our balance sheet is !68 billion to !70 billion 
across a variety of currencies and this is the main challenge 
on the financial services side,” says Mayer. “On the industrial 
side, there is not so much of a financing need as we enjoy a 
very healthy cashflow, so our focus is more about risk manage-
ment.”

For Mayer, the cash management and payments business is 
as important as risk management, and here BMW has made 
some changes from which it is now benefiting.

“We introduced a global payment factory in Europe and 
in other parts of the world, and this is running successfully,” 
he says. “So we have a centralized approach on the payments 
and cash management side, which has been a big step for the 
company.”

Mayer says the main focus of the treasury operations is on 
and around “utility banking” instead of the “fancier” invest-
ment banking. Banking services of cash management, risk 
management and liquidity risk management “are the instru-
ments we are using to execute our treasury responsibilities and 
operations”.

In addition, what he wants to see in a bank is “reliability, 
strength, low counterparty risk” and “how competitive they are 
on price and the quality of their service,” he says. 

BMW group’s treasurer, Norbert Mayer, discusses new financial regulations, 
managing risk and what he wants from his banking relationships

Navigating the impact of  
new financial regulations

Norbert Mayer uses ‘utility’ banking to 
execute his responsibilities
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Ask any investment banker to draw up a list of those blue-chip 
multinational companies of the world they would most like to 
bank, and US-based global industrial conglomerate General Elec-
tric would almost certainly be at the top.

GE and its financial services arm, GE Capital, are not just large 
components of the biggest and most lucrative investment bank-
ing fee-paying market. With operations in all the developed and 
fast-growing economies, the industrial and financial conglomer-
ate is one of the largest clients an investment bank could have 
globally.

In debt capital markets in particular, where GE Capital is the 
US’s largest corporate issuer of long-term debt and the world’s 
largest issuer of commercial paper, global investment banks com-
pete intensely to win high-profile and lucrative debt mandates.

That desire to win, however, is having to be refocused elsewhere 
as GE Capital pares back its once substantial annual issuance 
needs.

“There was a point in time not so many years ago when we 
were issuing $70 billion to $80 billion a year in long-term unse-
cured debt and the banks would all focus their attention on being 
part of that pie because they knew that they could earn fees,” says 
Kathy Cassidy, senior vice-president and treasurer of GE and GE 
Capital, who retires this summer. 

“As issuance patterns have changed – in 2013 we issued $32 
billion of long-term unsecured debt, and in 2014 we will issue 
a smaller amount in the $25 billion range – so banks have had 
to focus more on where and how they can secure other types of 
sustainable revenue-generating fee opportunities.”

As such, transaction banking has come into focus because it 
offers that attractive combination of sustainable revenues with 
healthy profitability, and at a time when more episodic invest-
ment banking revenues continue to slip and slide.

In addition, the value of this business can multiply if, as a result 
of the transaction banking relationship, the bank can generate 
other more lucrative ancillary banking business. 

“Banks have really focused in on this as a great way to lock 
in stable cashflows that are hard to displace,” says Cassidy, who 
adds: “Once you have a banking relationship, it takes a real effort 
to change. They realize that and are putting higher-quality people 
into this business.”

While this is a welcome development, Cassidy says GE is 
acutely aware of what each bank can and cannot do for them. 

“For every bank, we know what their strengths are and what 
their weaknesses are,” she says. “We also know how much credit 

they supply to us, which 
is still a very important 
factor.”

Cassidy adds that the 
banking relationships GE 
has are based on a “ho-
listic understanding of 
what the banks are good 
at, how much credit they 
provide to us and what 
fees they earn”. She says 
GE thinks of the “cash 
management business as 
one way we can compen-
sate them for the overall 
relationship.”

One area in particular 
where banks can provide corporate treasurers with needed sup-
port is in understanding the new regulations around crucial areas 
such as liquidity.

“Some of the biggest changes since the crisis are understanding 
the new rules as well as putting a lot more governance and con-
trols over how we manage liquidity, how we manage our funding 
and ultimately how we operate with more intensity,” says Cassidy. 

The role of sophisticated technologies in enabling GE and GE 
Capital to successfully manage and analyse cash and liquidity 
globally is crucial, but equally so is still the “human judgment 
component”, says Cassidy. 

“How we stress test our liquidity in order to make sure we have 
sufficient cash to survive very challenging market conditions with 
more severity is one of the most important lessons from the 2008 
crisis.”

To help ensure this survival, GE Capital now has a liquidity 
team that manages its cash and liquidity portfolio. “We manage 
almost $70 billion of cash, which is multiple times what we had 
before on the financial services side,” says Cassidy. 

Across the board Cassidy says her team can learn much from 
how banks have dealt with regulation over the years, and never 
more so than now. What’s interesting is that the relationship GE’s 
treasury has with its core banks has moved right up the chain of 
command.

“It’s not only the investment banking or the capital markets 
teams,” says Cassidy. “It’s the actual management of the bank 
itself and its treasury organization.”

GE and GE Capital’s retiring treasurer, Kathy Cassidy, discusses banking 
partners and the impact the financial crisis had on her role

Knowing the strengths and 
weaknesses of banking partners

Kathy Cassidy is learning how to handle 
regulation from the banks
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Incorporated in Lomé, Togo, in 
1985, Ecobank has established itself 
as one of the fastest-growing and 
most innovative banking groups in 
sub-Saharan Africa. Now present in 
36 of Africa’s 55 countries, we have 
in excess of 19,000 staff from 40 
nationalities, servicing more than 
10 million customers. We have built 
an unparalleled network across the 
continent, constituting the largest 
footprint of any bank operating 
in Africa. Ecobank operates with 
common branding, processes 
and technology across its entire 
network of 1,200 branches and 
2,300 ATMs to provide a consistent 
customer experience.

Our growing presence in major 
KPSFEP�½RERGMEP�GIRXVIW��MRGPYHMRK�
Beijing, Dubai, Paris and London, is 
raising international awareness of 
Ecobank’s extensive transactional 
and advisory capabilities, as well 
as enhancing our reputation as 
an authoritative voice on African 
XVEHI�½RERGI�ERH�MRZIWXQIRX�MWWYIW��
Our sales and trading hub in Paris 
constitutes a unique pan-African 
foreign exchange platform, now 
trading in 25 African currencies. 

“The breadth of our footprint 
allows us to capture regional 
%JVMGER�XVEHI�¾S[W�IJJIGXMZIP]�²�
explains Alice Zulu, Senior Group 
Manager responsible for Trade 
*MRERGI��)GSFERO´W�GSR½VQEXMSR�
signature is recognized by a wide 
VERKI�SJ�FIRI½GMEVMIW��[LMPWX�

our excellent relationships with 
major correspondent banks and 
multilateral agencies enhance 
our capacity and give Ecobank 
a truly global reach. 
3YV�XVEHI�½RERGI�
offerings range from a 
multitude of plain 
vanilla services 
to more 

sophisticated, 
tailored solutions, such 
as structured commodity 
½RERGI��W]RHMGEXIH�XVEHI�PSERW�
ERH�XVEHI�VIGIMZEFPIW�½RERGMRK��

Our on-the-ground presence 
and dedicated local SME 
relationship management teams 
enable Ecobank to support 
XLI�½RERGI�VIUYMVIQIRXW�SJ�
the entire supply chain of our 
corporate and institutional 
customers. Working closely with 
our ‘keystone’ customers, we 
GER�TVSZMHI�MRZIRXSV]�½RERGI�
adapted to the requirements of 
their distributors. We also provide 
WYTTPMIV�½RERGMRK�ERH�GYWXSQM^IH�
EWWIX�FEWIH�½RERGMRK�XS�STXMQM^I�
our customers’ working capital 
cycle. Ecobank can also extend its 
½RERGMEP�WYTTSVX�XS�SYV�GYWXSQIVW �́
employees, as well as those of their 

suppliers and distributors.
In late 2011, Ecobank took 

a strategic decision to invest in 
building a world-class pan-African 

transactional 
banking platform. 
This was the birth 
of the Transaction 

Services Group, 
with the 

mandate and 
responsibility 

to build 

and manage 
Ecobank’s cash and liquidity 

QEREKIQIRX�ERH�XVEHI�½RERGI�
businesses, together with all the 
related alternative channels and 
integration methods. This involved a 
WMKRM½GERX�MRZIWXQIRX�MR�XIGLRSPSK]�
and product lines as well the 
formation of a new management 
team and the hiring of experienced 
transaction bankers in key markets. 

Three years later, the results are 
tangible and Ecobank’s innovative 

offerings are gaining traction right 
across our diverse customer base, 
ranging from major multinationals 
XS�½RERGMEP�ERH�MRXIVREXMSREP�
organizations, SMEs and individuals. 
Today we offer a comprehensive 
range of services to support 
collection, payment, trade and 
liquidity management for global and 
regional treasury departments right 
across Africa.

By streamlining collection 
processes, our clients are able 
to extract additional liquidity 
throughout the working capital 
cycle – from when orders are 
placed to cash realization. Our 
branch network serves as a cash 
and cheque collection centre, 
allowing direct payments with 
real-time online transfer of account 
information. Our offerings include 
cash-in-transit services, post-
dated cheque collection, in-branch 
collections, teller implant services, 
mass collections and merchant POS 
acquiring services.

Our payables management 
solutions are designed to improve 
payment processes, enhance 
STIVEXMSREP�IJ½GMIRG]�ERH�
strengthen internal controls. Our 
services include electronic bulk 
supplier payments, customer on-site 
payments, mass payments, electronic 
funds transfers (EFT)/real time gross 
settlement (RTGS) and SWIFT 
services, over-the-counter payments, 
company payroll, cash delivery 

ECOBANK – PLAYING THE NETWORK 
ADVANTAGE ACROSS AFRICA
%JVMGE´W�VETMH�HIZIPSTQIRX�MW�STIRMRK�YT�E�TPIXLSVE�SJ�FYWMRIWW�STTSVXYRMXMIW�ERH�½RERGMRK�GLEPPIRKIW��
3JXIR�XLI�WSPYXMSRW�GEPP�JSV�ER�MRXIKVEXIH��GVSWW�FSVHIV�ETTVSEGL��[LMGL�SRP]�E�½RERGMEP�MRWXMXYXMSR�[MXL�XLI�
vision and scale of Ecobank can deliver. With its extensive footprint, its full franchise operating model and its 
broad and diverse client base, Ecobank is uniquely positioned to offer a truly pan-African transaction banking 
service. Patrick Gutmann, Head of Ecobank’s Transaction Services Group, explains why

 

Patrick Gutmann
Group Head, Transaction Services Group
Tel: +27 11 783 6197; +27 11 505 0312
Email: pgutmann@ecobank.com
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services, card and ATM services, as 
well as mobile banking capabilities.

Ecobank Omni: Powering the 
Network Advantage
Although there are similarities in 
the cash management and trade 
environments within Africa’s leading 
IGSRSQMIW��XLIVI�EVI�EPWS�WMKRM½GERX�
variations in the regulatory 
environment, including monetary 
policy and exchange controls, 
and the payments infrastructure. 
The payments infrastructure has 
WMKRM½GERXP]�MQTVSZIH�MR�VIGIRX�
years, greatly shortening the 
turnaround time in moving funds 
across Africa. Cash remains the 
most common form of payment, 
EPXLSYKL�WMKRM½GERX�TVSKVIWW�LEW�
been made in migrating customers 
to electronic transactions. The 
introduction of various electronic 
transfer options has reduced the 
number of cheques being issued 
and the risks associated with 
fraudulent or delayed clearance.

“We are seeing increasing 
interest from both global and 
regional treasury departments 
in solutions that support their 
collection, payment, trade and 
liquidity management right across 
XLIMV�WYTTP]�GLEMRW�²�GSQQIRXW�
Nkosi Moyo, Ecobank’s Senior 

Group Manager responsible for 
Cash Management. In response 
to their demand for greater levels 
SJ�MRXIKVEXMSR�ERH�IJ½GMIRG]��[MXL�
uniform interfaces and services 
across multiple geographies, we 
developed our corporate online 
banking portal, Ecobank Omni. As 
E�VIWYPX�SJ�E�JSGYWIH�ERH�IJ½GMIRX�
implementation schedule, we were 
able to roll out Omni across 30 
African countries within just 24 
months. In the 18 months following 
its launch, the volume of online 
payment and cash management 
transactions being processed via 
Omni increased by nearly 200 times.

From the outset, we were looking 
to develop a cash management 
W]WXIQ�XLEX�[EW�¾I\MFPI�IRSYKL�
to accommodate varying local 
business practices, yet powerful 
enough to support a high volume 
of transactions across our entire 
network. We moved quickly to 
implement a robust solution 
to facilitate cross-border and 
multi-currency business for our 
customers, removing many of 
the traditional bottlenecks in 
the cash management process. 
The development of Omni 
LEW�WMKRM½GERXP]�IRLERGIH�SYV�
straight-through-processing (STP) 
capabilities, enabling us to provide 

much improved customer service, 
rapidly processing higher volumes of 
transactions with minimal errors. 

Today, Ecobank Omni offers a 
GSQTVILIRWMZI�WYMXI�SJ�¾I\MFPI�
online cash management tools, 
designed to help corporations 
increase productivity and manage 
XLIMV�GEWL�¾S[W�ERH�[SVOMRK�
GETMXEP�G]GPIW�QSVI�IJ½GMIRXP]��
With real-time global account 
access and customizable features, 
our customers gain control over 
XLIMV�GVMXMGEP�½RERGMEP�JYRGXMSRW�ERH�
can manage and monitor all their 
local and international payments 
and receivables activities through 
one platform. Highly sophisticated 
security and authorization 
features ensure that Ecobank 
Omni conforms to their internal 
compliance procedures.

We are also seeing corporations 
moving more towards centralized 
cash management and liquidity 
solutions, fully leveraging technology 
such as host-to-host or SWIFT 
integrations, the latter increasingly 
being seen as the enabler for 
standardized connectivity to 
multiple banks. As with Omni, our 
7;-*8�FEGO�SJ½GI�TVSGIWWIW�LEZI�
been fully automated to support 
XLMW�KVS[MRK�XVEJ½G�

International and regional 

businesses operating in Africa 
EVI�HIQERHMRK�KVIEXIV�½RERGMEP�
EGGSYRXEFMPMX]��IJ½GMIRG]�ERH�
comprehensive reporting. As 
a result, corporate treasurers 
increasingly are looking to 
centralize and streamline their 
African operations. We believe 
that, thanks to the combination our 
pan-African footprint, our in-depth 
local knowledge and our innovative 
technology platform, we are able to 
offer our transaction services clients 
capabilities greater than the sum 
of Ecobank’s parts. This is what we 
XIVQ�SYV�±2IX[SVO�%HZERXEKI²�

Patrick Gutmann, Ecobank

Here are just a few real-world examples of how Omni and SWIFT 
WSPYXMSRW�LEZI�FIIR�MQTPIQIRXIH�XS�EHHVIWW�WTIGM½G�GYWXSQIV�RIIHW�

Liquidity management for a telecommunication services company 
With accounts held in multiple branches across the country, our customer 
needed visibility of each account and the ability to move funds into a 
single concentration account at the end of each day. Through Omni, any 
cash deposits are immediately available for viewing in each collection 
account and, at end of day, Omni automatically sweeps the funds between 
XLI�GSPPIGXMSR�ERH�GSRGIRXVEXMSR�EGGSYRXW��'SR½KYVEXMSR�SJ�XLI�W[IIT�
XVMKKIVW�MW�¾I\MFPI�ERH�MW�FEWIH�SR�GVMXIVME�WIX�F]�XLI�GYWXSQIV��

Direct debit processing for insurance companies 
We have played a key role in enabling direct debit collections for a number 

of African insurance companies. Premiums that traditionally were paid in 
GEWL�SV�F]�GLIUYI�EX�FERO�FVERGLIW�SV�GYWXSQIV�SJ½GIW�EVI�RS[�GSPPIGXIH�
automatically on agreed dates, and reconciliation reports provided to the 
collecting party. This is not only more convenient for the payer, but also 
IREFPIW�XLI�MRWYVIV�XS�TVSNIGX�GEWL�¾S[W�QSVI�EGGYVEXIP]�ERH�MRGVIEWI�XLI�
automation of payment reconciliation. 

7;-*8�FYPO�TE]QIRXW�JSV�PSGEP�XVERWEGXMSRW�JSV�E�RSR�TVS½X�
organization 
Driven by a strategic objective to standardize bank interfaces, our 
customer needed a bank that could not only implement the technical 
integration but also had the local market expertise and coverage to 
offer solutions beyond major urban areas. Through SWIFT, we are able 
to receive bulk MT 103 instructions for local payments to bank accounts, 
over-the-counter cash withdrawals or even the printing of cheques. This 
service can also be extended to make payments to mobile wallets. 

CUSTOMER CASE STUDIES
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Treasury viewpoint

TS

Carlsberg, the world’s fourth-largest beer-brewing company, 
called on its relationship banks late last year to show their com-
mitment to the company, and in December some 19 of them 
answered the call by backing a new loan facility.

The !2.51 billion loan, arranged by Carlsberg, refinances two 
earlier facilities and matures in February 2019, although the 
company has an option to extend the maturity to 2020 or 2021.

Securing such financial backing is important, not least because 
it gives the company and its treasurer some degree of financial 
certainty in an otherwise uncertain and ever-changing global 
financial landscape.

Much of that is concentrated in and around the global bank-
ing sector, the force of which is causing an historic shift in the 
relationship banks have with their clients. 

Lars Cordi, vice-president and treasurer of Carlsberg, is acutely 
aware of this and says the new loan the company has secured is 
“relationship defining”.

He says: “Whenever we refinance our big loan facilities, that 
gives us an opportunity to re-evaluate our banking relationships, 
for us and for them. Companies have a constant dialogue with 
their banks, but on refinancing that really is the moment of 
truth.”

He adds that today more than ever there needs to be a mutual 
alignment on strategy between the company and its banks “on 
where we are heading, and whether our relationship banks sup-
port us in that as a result of the strategy they are pursuing”.

New financial regulation is the primary force behind the 
strategic shift banks have been undertaking, with higher capital 
requirements under Basle III in particular forcing them to make 
“hard decisions on what clients to prioritize”, says Cordi.

That can be a ruthless decision-making process, which can 
result in a long-term lending relationships being cut. As such, 
banks are focusing on trying to strengthen their relationships in 
other areas, and transaction banking makes the perfect fit. 

Even though Carlsberg has the full financial support of 19 
banks – BNP Paribas, Citi, Danske Bank, Nordea, Royal Bank of 
Scotland, Bank of Tokyo-Mitsubishi UFJ and UniCredit among 
them as lenders – Cordi says these banks are still placing more 
emphasis than before on developing a transaction banking 
relationship.

However, he adds that while banks are finding their true 
strength or niche in what they can do better than others, “they 
realize they cannot pitch for everything”.

The importance banks are placing on transaction banking 

does reflect the enhanced 
strategic importance the 
corporate treasurer has 
taken on since the financial 
crisis. For Cordi, this has 
manifested itself in a num-
ber of areas, from focusing 
intensely on free cashflow 
and deleveraging, to merg-
ers-and-acquisition support 
and working capital.

“In 2008, about 8% of 
group sales were tied up in 
trade working capital and 
now we are below 1%,” 
says Cordi, who co-led a 
working-capital initiative 
with the company’s group strategy team.

“Through this process, it became very clear to us where capital 
was being tied up, in what markets, in what categories, which 
is crucially important,” he says. “Incentive schemes within the 
company were changed, and down to sales guys in a particular 
market who should have key performance indicators related to 
working capital.”

Combined with that has been the M&A and operational sup-
port Cordi and his team have had to provide to the company.

“By region we have different strategies and priorities,” says 
Cordi. “In western Europe, it’s the centralization of accounting 
processes, procurement processes and supply-chain planning 
across Europe. In eastern Europe, the priorities are very much 
the same, but we have to respect differences in market character-
istics, legislation, etc.”

He adds that in Asia he and his team are providing specific 
M&A support as well as supporting the company in the integra-
tion of the newly acquired businesses.

A substantial part of that integration process will involve 
technology platforms, and there Cordi says Carlsberg started 
implementing a new treasury system last year and that this year 
the company will go live with it, “which will be a major step 
forward for us and will also include e-treasury”.

“As a result of this, the treasury team here in Copenhagen will 
have straight-through processing, FX trading, aluminium trad-
ing, among other capabilities, and many of our subsidiaries will 
have this e-banking/e-treasury functionality too,” he says.

Carlsberg’s treasurer, Lars Cordi, discusses the defining moment in 
relationship banking, treasury strategy and working capital initiatives

Credit provision still critical  
for corporate treasurers

Lars Cordi is redefining Carlsberg’s 
relationships with its banks
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América Móvil has been executing a bold acquisition and invest-
ment strategy in the past three years, consolidating its leading 
market position in the Americas at the same time as seeking 
investments farther afield.

The European telecoms sector has been one of the most attrac-
tive targets, but it is in the Americas that América Móvil has ex-
panded most since 2010 when it kicked off its investment spree 
with the $23 billion purchase of a 60% stake in Teléfonos de 
México (Telmex), increasing it to 93% in 2011. Today, América 
Móvil has operations in 18 countries in the Americas, has more 
than 265 million mobile customers, over 31 million fixed-line 
users, and some 19 million broadband and 19 million television 
subscribers.

“América Móvil has grown tremendously in size since 2010, 
and since then we have embarked on a major investment pro-
gramme, investing $10 billion a year for the past three years,” 
says Moreno. “We expect to invest another $10 billion a year for 
the next three years. This means that the financing side has been 
very active for us.”

América Móvil was a prolific issuer on the international and 
domestic Mexican peso bond markets last year, but away from 
financing Moreno says successfully managing the collection of 
payments from all its operations has been just as important a 
focus. 

“One area we have been focusing more on is in our cash 
management operations, and particularly ensuring we have a 
homogenous platform for all our operations,” he says.

“We have over 300 million customers, which means the issue 
of payment collection is very important to us. Having pre-paid 
clients and contract clients, as well as reconciling numerous 
bank accounts and managing numerous receivables accounts 
can be very complex. However, our cash management platform 
simplifies all of that.”

América Móvil uses Citi as its global cash manager, provid-
ing a central, unified cash management platform for all of the 
company’s operations. The relationship goes back many years, 
making Citi one of América Móvil’s most important relationship 
banks. 

In 2011, both companies even announced a $50 million joint 
venture to offer mobile banking services in Mexico and through-
out Latin America.

The joint venture, called Transfer, enables América Móvil’s 
customers to use basic mobile telephones to set up bank ac-
counts, transfer money, withdraw cash from automatic teller 

machines, make purchases in stores, receive payments and pay 
bills.

It’s the type of relationship that banks are striving to secure 
with their corporate clients because the cash management 
business is seen as a gateway to winning more business, and 
especially in areas such as M&A advisory and capital markets.

But does this mean Citi is better positioned to win more ancil-
lary business from América Móvil? Moreno says not. 

“We have a number of relationship banks and they support 
us in certain capacities that are very important to us. We limit 
any such business to those banks in the relationship,” he says. 
“Citi has been one of those banks for a long time, and as such it 
can try to win business from us on the capital markets side and 
advisory. But that Citi is our global cash manager does not mean 
they will always win other business.”

Indeed, Deutsche Bank, for example, advised América Móvil 
on its bid for KPN and along with Barclays and BNP Paribas 
acted as a bookrunner on the company’s inaugural hybrid bond. 
América Móvil’s other relationship banks were also active on 
the financing side last year, but few were as active as Citi across 
three markets.

The US bank was a bookrunner on América Móvil’s $750 mil-
lion three-year floating-rate note last September – the company’s 
first ever – a euro tranche in July, and also worked on its dual-
listed local peso deal.

América Móvil’s CFO, Carlos Moreno, discusses investment, financing and 
the importance of unified cash management to its enlarged operations

Global expansion brings 
transaction challenges

Carlos Moreno: a unified platform with Citi has simplified América Móvil’s 
cash management
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Pulse survey analysis

Anecdotally, transaction bankers will tell you that their corpo-
rate clients are consolidating their cash management business in 
the hands of a smaller group of relationship banks. 

Ask corporate treasurers the same question and the responses 
vary from agreeing with the consolidation theme to stating the 
opposite – that companies are either maintaining their relation-
ships or expanding them to diversify bank counterparty risk. 

The reality, according to the results of Euromoney’s 2013 cash 
management survey, is that non-financial companies and finan-
cial institutions are constantly reshaping their cash manager 
relationships and that cutting back or indeed expanding the 
number of banks they work with does largely depend on the size 
of the company. 

For instance, overall 63.2% of non-financial and financial 
institutions that responded to the survey last year said they did 
not expect to change the number of international cash managers 
they worked with over the next year, while 11.1% said that they 
intended increasing the number and 6.6% said they intended to 
reduce the number. 

The majority (53.5%) of non-financial and financial institu-
tions said they had re-evaluated cash manager relationships in 
the previous 12 months by issuing a request for proposal. But 
what’s more striking on a deeper analysis of the results is that 
only 21% of non-financial companies with annual revenues 
greater than $100 billion re-evaluated their cash manager rela-
tionship over the same period of time. 

This percentage is the lowest for five years, and is substantially 
down from the 58% recorded in the 2012 survey, which suggests 
that large, multinational companies are indeed consolidating 
their banking relationships. 

This is backed up by the survey results over the past five years, 
which show that the number of cash managers used by large 
corporates fell from between seven and 10 in 2009 to between 
two and four in 2013. Overall, a total of 56.1% of respondents in 
last year’s survey said that between two and four cash managers 
were core to their operations, while 28.7% said that only one 
cash manager was core. Some 30.8% of non-financial companies 
said one was core compared with only 15.3% among financial 
institutions. 

So what is driving consolidation among the large global cor-
porates?

“Large corporates are likely to have the most defined set of 
bank relationships – indeed these will have been consolidated 
and strengthened over the past few years as both parties have 

reacted to the financial crisis and changing regulatory environ-
ment,” says Mike Edwards, head of market management for 
Europe, the Middle East and Africa, global transaction services, 
at Bank of America Merrill Lynch in London.

The crisis forced corporate treasurers to better understand 
counterparty risk and select their bank counterparties more 
wisely. Furthermore, companies have generally been gravitat-
ing towards banks that are the strongest under the new Basle III 
framework. 

That certainly seems to be more apparent among large com-
panies. Overall, however, 55.6% of respondents to last year’s 
survey said concerns about the stability of the banking sector 
had not changed the way they worked with banks. Some 24.4% 
of respondents said that stability concerns had, while most wor-
rying of all is that a chunky 19.9% of survey respondents said 
that they did not know if they had or not.

Further down the scale from large global companies, the con-
solidation theme might not be quite so pronounced yet, and for 
a couple of reasons: resources and time. Smaller companies with 
smaller treasury teams simply haven’t had the time to engage in 
rigorous analysis of their banking relationships and what’s more, 
changing banking relationships is notoriously difficult and often 
a frustratingly protracted process. 

Combine all of that with the fact that these treasury teams 
have also had to get up to speed with a wall of new financial 
regulation, and it’s little wonder that choosing a new set of cash 
managers hasn’t been their top priority. 

Euromoney’s 2013 cash management survey shows big companies are 
consolidating relationships, but smaller peers are not, yet. By Duncan Kerr

Blue-chip global companies 
consolidate cash managers
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Bank directory

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 3 1 0 1 0 0 1 0 0

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 67 12 8 2 2 10 14 18 1
No. of countries with fully automated direct access to same day  
clearing systems:  68 12 8 2 2 10 14 18 2
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 67 12 8 2 2 10 14 18 1

PRODUCTS/SERVICES OFFERED         
COVERAGE/PRODUCTS & SERVICES         
Number of branches:  12 8 2 2 10 14 18 1
Clearing/payment services:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/card services:  Yes No No No No Yes No Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes Yes Yes Yes Yes
Overnight:  Yes Yes Yes Yes Yes Yes Yes Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  10 8 2   1 1 1
Single country (All accounts in same location – multi-currency):  10 8 2   1 1 1
Multi-country (Leave funds locally in each country – single currency):   10 8 2   1 1 1
Multi-country (Leave funds locally in each country – multi-currency):   10 8 2   1 1 1

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes No No No No Yes No Yes
Automated sweeps:  Yes No No No No Yes No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes No No No No No No No

REPORTING CHANNELS AVAILABLE:         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  No No No No No Yes No No

ADCB

HEAD OFFICE 
ADDRESS
Abu Dhabi Commercial Bank
Salam str., 
Abu Dhabi, 
UAE

REGIONAL OFFICE 
ADDRESS 
Abu Dhabi Commercial Bank
75 Rehmat Manzil, 
Veer Nariman Rd
Bombay 20, India

Abu Dhabi Commercial Bank - 
Offshore branch
27 Hill Street, 
St. Helier JE2 4UA, 
Jersey

C-SUITE/SENIOR 
EXECUTIVES
Colin Fraser
EVP, Head Wholesale Banking 
Group
+971 2 6963741
colin.fraser@adcb.com

Murali Subramanian
EVP, Head Transaction Banking 
Group
+971 2 6962107
murali.s@adcb.com

MARKETING
Fiona Darby
Senior Manager Marketing
+971 2 6962994
fiona.w@adcb.com

Mohamed Tahboub
Senior Manager, Corporate Comms
+971 2 6945101
mohamed.tahboub@adcb.com

PRODUCT
Isaac Thomas
Head of Cash Mgt
+971 2 6962435
isaac.p@adcb.com

Krishnakumar Duraiswamy
Head of Trade Finance
+971 4 3875406
krishnakumar.duraiswamy@
adcb.com

Neil Armitage
Head Client Services
+971 4 3875416
neil.a@adcb.com

COUNTRY HEADS 
OF TRANSACTION 
SERVICES
Shrikant Puranik
Head Liabilities and Cash 
Management
+9122 39534105
puranik@adcbindia.com

The emergence of the UAE as a treasury centre, and with it the wider GCC as an 
increasingly important industrial and commodity powerhouse, has been the context 
for the strategy pursued by ADCB in building and accrediting its Transaction Bank-
ing capabilities. Over a four year period, ADCB has established itself as the premier 
provider of cash management, trade, and corporate treasury advisory services in the 
UAE and a provider of repute in the Middle East. Testimony to this has been the 25 
awards won by ADCB during 2013 and 2014 to date from some of the most reputed 
treasury publications and bodies globally, as well as the growth, profitability and 
credit standing that compares very favourably to global and regional peers.

An increasing number of large UAE/GCC corporates, government and public 
sector names, as well as mid market and SME names maintain active supply chains 
reaching out to over 50 of the world’s main economies as they have taken their 
services, trading and manufacturing practices to higher levels of professionalism 
and sophistication. And with it has come expansion and investment in geographies 
across the world. Being a UAE bank with two branches in India and a branch in 
Jersey, ADCB supports client needs on a comprehensive basis using global banking 
partners and provides consistent and high levels of service and delivery as guaran-
teed at the parent relationship level.

ADCB provides full service banking capabilities to its clients that constitute over 
a third of the UAE economy and also works with the largest corporate names in the 
GCC, offering them trade, supply chain and cash management solutions. 
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BANK OF AMERICA 
MERRILL LYNCH

At Bank of America Merrill Lynch, we strive to match our clients’ industry and 
regional needs as they expand into new markets by continuously innovating and 
by serving them in a proactive, advisory manner. Accordingly, we’ve expanded our 
ability to speed up client cross-border payments and receipts, optimize liquidity, 
increase global cash visibility, facilitate global trade fl ows, safeguard assets and drive 
operational effi ciencies. This strategy has helped differentiate us in the market and 
asserts the value of greater connectivity and collaboration.

 Worldwide Asia Pacifi c Eurozone Rest of CEE LatAm MENA Rest of North 
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 38 13 13 5 3 2 0 0 2

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 30 10 10 4 3 2 0 0 1
No. of countries with fully automated direct access to same day 
clearing systems:  37 12 13 5 3 2 0 0 2
No. of countries with fully automated direct access to 
ACH/Giro Electronic Clearings: 36 11 13 5 3 2 0 0 2

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  12 8 2 0 2 0 0 5,000
Clearing/payment services:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/card services:   Yes Yes Yes Yes Yes Yes Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes Yes Yes Yes Yes
Overnight:  Yes Yes Yes Yes Yes Yes Yes Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  7 12 5 0 No 0 0 2
Single country (All accounts in same location – multi-currency):  3 0 1 0 No 0 0 0
Multi-country (Leave funds locally in each country – single currency):   0 0 0 0 Yes 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):   0 0 0 0 Yes 0 0 0

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes Yes Yes Yes Yes Yes No Yes
Automated sweeps:  Yes No No No Yes No No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/cashfl ow reporting customization tools:  Yes Yes Yes Yes Yes Yes Yes Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  Yes Yes Yes Yes No Yes Yes Yes

CASH MANAGEMENT SURVEY, 2013
NON-FINANCIAL INSTS RANKINGS
GLOBALLY 
5th Bank of America Merrill Lynch

NORTH AMERICA 
2nd Bank of America Merrill Lynch

ASIA 
4th Bank of America Merrill Lynch

AUSTRALASIA 
4th Bank of America Merrill Lynch

HONG KONG 
2nd Bank of America Merrill Lynch

PHILIPPINES 
3rd Bank of America Merrill Lynch

UNITED STATES OF AMERICA 
1st Bank of America Merrill Lynch

CASH MANAGEMENT SURVEY, 2013
FINANCIAL INSTS RANKINGS 
GLOBAL 
ALL TRANSACTIONS 
4th Bank of America Merrill Lynch

NORTH AMERICA 
DOLLAR TRANSACTIONS 
2nd Bank of America Merrill Lynch

ASIA 
DOLLAR TRANSACTIONS 
3rd Bank of America Merrill Lynch

STERLING TRANSACTIONS 
3rd Bank of America Merrill Lynch
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 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 57 13 11 5 10 1 8 7 2

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 52 8 10 4 10 1 8 6 1
No. of countries with fully automated direct access to same day  
clearing systems:  52 12 10 4 10 1 8 6 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 52 12 10 4 10 1 8 6 1

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  28 90 7 57 1 37 7 78
Clearing/payment services:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/card services:  Yes Yes Yes Yes No Yes Yes Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes No Yes No Yes
Overnight:  Yes Yes Yes Yes No Yes No Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  3 13 6 2 0 0 0 0
Single country (All accounts in same location – multi-currency):  3 13 6 1 0 0 0 0
Multi-country (Leave funds locally in each country – single currency):   3 13 6 1 0 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):   3 13 6 1 0 0 0 0

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes Yes Yes Yes No No No Yes
Automated sweeps:  Yes Yes Yes Yes No No No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes No Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes No Yes
Payment/cashflow reporting customization tools:  No No No No No No No No

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes No Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes No No
Mobile applications for liquidity/treasury monitoring:  No No No No No Yes No No

BNP PARIBAS

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 96 18 11 7 10 23 12 13 2

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 72 16 9 1 2 21 10 11 2
No. of countries with fully automated direct access to same day  
clearing systems:  70 17 12 5 7 12 6 9 2
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 77 17 12 5 7 18 6 10 2

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  497 167 4 199 2064 100 52 962
Clearing/payment services:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/card services:  Yes Yes Yes Yes Yes Yes Yes Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes Yes Yes No Yes
Overnight:  Yes Yes Yes Yes Yes Yes No Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  9 2     1 2
Single country (All accounts in same location – multi-currency):  3 2     1 
Multi-country (Leave funds locally in each country – single currency):   14       2
Multi-country (Leave funds locally in each country – multi-currency):   14       2

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes Yes Yes No Yes Yes Yes Yes
Automated sweeps:  No Yes Yes No No No No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes Yes Yes Yes Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  Yes Yes Yes Yes Yes Yes Yes Yes

CITI
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 Eurozone Rest of CEE 
  W Europe

NETWORK OUTLINE
INFRASTRUCTURE
No. of countries with fully integrated full service branches: 5 4 3

PAYMENT CLEARING SYSTEMS & SERVICES   
No. of countries with direct access to local paper based clearings: 5 4 3
No. of countries with fully automated direct access to same day clearing systems:  5 4 3
No. of countries with fully automated direct access to ACH/Giro Electronic Clearings: 5 4 3

PRODUCTS/SERVICES OFFERED   
GENERAL COVERAGE/PRODUCTS & SERVICES   
Number of branches: 61 283 15
Clearing/payment services: Yes Yes Yes
Payment/card services: Yes Yes Yes

SWEEPING   
Intra-day: Yes Yes Yes
Overnight: No No No

NOTIONAL POOLING   
Single country (All accounts in same location – single currency): 3 4 1
Single country (All accounts in same location – multi-currency): 3 4 1
Multi-country (Leave funds locally in each country – single currency):  3 4 1
Multi-country (Leave funds locally in each country – multi-currency):  3 4 1

INVESTMENT OF EXCESS CASH   
Money market funds: No No No
Automated sweeps: No No No

REPORTING   
Real time/Intra-day reporting: Yes Yes Yes
End of day reporting: Yes Yes Yes
Payment/cashfl ow reporting customization tools: Yes Yes Yes

REPORTING CHANNELS AVAILABLE   
Swift: Yes Yes Yes
Online portal: Yes Yes Yes
Email: No No No
Mobile applications for liquidity/treasury monitoring: Yes Yes Yes

DANSKE BANK

 Worldwide Asia Pacifi c Eurozone Rest of CEE LatAm MENA Rest of North 
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 38 14 9 2 7 2 3 0 1

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 36 13 9 2 7 1 3 0 1
No. of countries with fully automated direct access to same day 
clearing systems:  28 14  2 7 1 3 0 1
No. of countries with fully automated direct access to 
ACH/Giro Electronic Clearings: 35 12 9 2 7 1 3 0 1

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:         
Clearing/payment services:         
Payment/card services:         

SWEEPING         
Intra-day:  Yes Yes Yes  No No No Yes
Overnight:  Yes Yes Yes  No No No Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  6 5 0  0 0 0 1
Single country (All accounts in same location – multi-currency):  6 3 0  0 0 0 1
Multi-country (Leave funds locally in each country – single currency):   6 0 0  0 0 0 1
Multi-country (Leave funds locally in each country – multi-currency):   6 0 0  0 0 0 1

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes Yes   No   Yes
Automated sweeps:  Yes Yes   No   Yes

DEUTSCHE BANK
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 Worldwide Asia Pacific Eurozone Rest of CEE North  
    W Europe  America

NETWORK OUTLINE      
INFRASTRUCTURE      
No. of countries with fully integrated full service branches:  3 7 4 2 1

PAYMENT CLEARING SYSTEMS & SERVICES      
No. of countries with direct access to local paper based clearings:  3 6 4 1 1
No. of countries with fully automated direct access to same day  
clearing systems:   2 7 4 2 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings:  1 7 4 2 1

PRODUCTS/SERVICES OFFERED   
GENERAL COVERAGE/PRODUCTS & SERVICES   
Number of branches:  3 74 741 2 1
Clearing/payment services:  Yes Yes Yes Yes Yes
Payment/card services:  Yes Yes Yes Yes Yes

SWEEPING   
Intra-day:  Yes Yes Yes Yes Yes
Overnight:  Yes Yes Yes Yes Yes

NOTIONAL POOLING   
Single country (All accounts in same location – single currency):   2 4 1 1
Single country (All accounts in same location – multi-currency):   2 4 1 
Multi-country (Leave funds locally in each country – single currency):    2 4  
Multi-country (Leave funds locally in each country – multi-currency):    2 4  

INVESTMENT OF EXCESS CASH   
Money market funds:  Yes Yes Yes Yes Yes
Automated sweeps:  No No No No Yes

REPORTING   
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes Yes

REPORTING CHANNELS AVAILABLE   
Swift:  Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  No No No No No

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 60 19 10 5 7 5 9 1 4

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 50 19 5 4 3 5 9 1 4
No. of countries with fully automated direct access to same day  
clearing systems:  57 17 10 5 7 5 9 1 3
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 55 16 10 5 6 5 9 1 3

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  640 465 1130 356 2000 285 1 433
Clearing/payment services:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/card services:  Yes Yes Yes Yes Yes Yes No Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes Yes Yes Yes Yes
Overnight:  Yes Yes Yes Yes Yes Yes Yes Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  12 8 2 3 0 8 1 2
Single country (All accounts in same location – multi-currency):  11 6 2 2 0 7 0 2
Multi-country (Leave funds locally in each country – single currency):   18 10 2 4 4 8 2 3
Multi-country (Leave funds locally in each country – multi-currency):   18 10 2 4 4 8 2 3

INVESTMENT OF EXCESS CASH         
Money market funds:  Yes Yes Yes Yes Yes Yes No Yes
Automated sweeps:  Yes No Yes No Yes Yes No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes Yes No Yes Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes  Yes
Mobile applications for liquidity/treasury monitoring:  Yes Yes Yes Yes Yes Yes Yes Yes

SVENSKA 
HANDELSBANKEN

HSBC
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 Asia Pacifi c Eurozone Rest of W Europe CEE

NETWORK OUTLINE    
INFRASTRUCTURE
No. of countries with fully integrated full service branches: 1 11 2 8

PAYMENT CLEARING SYSTEMS & SERVICES    
No. of countries with direct access to local paper based clearings: 1 11 2 8
No. of countries with fully automated direct access to same day 
clearing systems:  1 11 2 8
No. of countries with fully automated direct access to 
ACH/Giro Electronic Clearings: 1 11 2 8

PRODUCTS/SERVICES OFFERED    
GENERAL COVERAGE/PRODUCTS & SERVICES    
Number of branches: 1 11 2 8
Clearing/payment services: Yes Yes Yes Yes
Payment/card services: Yes Yes Yes Yes

SWEEPING    
Intra-day: No Yes Yes Yes
Overnight: No Yes Yes Yes

NOTIONAL POOLING    
Single country (All accounts in same location – single currency):  4  4
Single country (All accounts in same location – multi-currency):  3  5
Multi-country (Leave funds locally in each country – single currency):     
Multi-country (Leave funds locally in each country – multi-currency):     

INVESTMENT OF EXCESS CASH    
Money market funds: Yes Yes Yes Yes
Automated sweeps: No Yes Yes Yes

REPORTING    
Real time/Intra-day reporting: Yes Yes Yes Yes
End of day reporting: Yes Yes Yes Yes
Payment/cashfl ow reporting customization tools: Yes Yes Yes Yes

REPORTING CHANNELS AVAILABLE    
Swift: Yes Yes Yes Yes
Online portal: Yes Yes Yes Yes
Email: No No No No
Mobile applications for liquidity/treasury monitoring: No No No No 

ING

 Worldwide Asia Pacifi c Eurozone Rest of CEE LatAm MENA Rest of North 
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 34 10 10 4 7  1  2

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 15 8 2 1   2  1
No. of countries with fully automated direct access to same day 
clearing systems:  25 10  4 7  2  1
No. of countries with fully automated direct access to 
ACH/Giro Electronic Clearings: 32 9 11 4 4  2  2

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  10 10 4 7  1  2
Clearing/payment services:  Yes Yes Yes Yes  Yes  Yes
Payment/card services:  No Yes Yes Yes  No  Yes

SWEEPING         
Intra-day:  No Yes Yes Yes  No  Yes
Overnight:  No Yes Yes Yes  Yes  Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  5 4 1 4  0  1
Single country (All accounts in same location – multi-currency):  2 1 1 0  0  0
Multi-country (Leave funds locally in each country – single currency):   10 10 4 0  0  1
Multi-country (Leave funds locally in each country – multi-currency):   10 10 4 0  0  0

INVESTMENT OF EXCESS CASH         
Money market funds:  No No No No  No  Yes
Automated sweeps:  No No No No  No  Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes  Yes  Yes
End of day reporting:  Yes Yes Yes Yes  Yes  Yes
Payment/cashfl ow reporting customization tools:  Yes   Yes    

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes  Yes  Yes
Online portal:  Yes Yes Yes Yes  Yes  Yes
Email:  Yes Yes Yes Yes  Yes  Yes
Mobile applications for liquidity/treasury monitoring:  No No No No  No  No

RBS
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 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 13 2 4 4 2 0 0 0 1

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 13 2 4 4 2 0 0 0 1
No. of countries with fully automated direct access to same day  
clearing systems:  13 2 4 4 2 0 0 0 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 13 2 4 4 2 0 0 0 1

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  2 261 534 42 0 0 0 1
Clearing/payment services:  Yes Yes Yes Yes No No No Yes
Payment/card services:  No Yes Yes Yes No No No Yes

SWEEPING         
Intra-day:  Yes Yes Yes Yes No No No Yes
Overnight:  Yes Yes Yes Yes No No No Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  0 0 1 0 0 0 0 0
Single country (All accounts in same location – multi-currency):  0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – single currency):   0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):   0 0 0 0 0 0 0 0

INVESTMENT OF EXCESS CASH         
Money market funds:  No Yes No No No No No No
Automated sweeps:  No Yes No No No No No Yes

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes No No No Yes
End of day reporting:  Yes Yes Yes Yes No No No Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes No No No Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes No No No Yes
Online portal:  Yes Yes Yes Yes No No No Yes
Email:  No No No No No No No No
Mobile applications for liquidity/treasury monitoring:  No No No No No No No No

NORDEA

HEAD OFFICE 
Nordea Bank AB
Smålandsgatan 17
SE-105 71 Stockholm
Sweden

REGIONAL OFFICES 
Nordea Bank A/S
Christiansbro, Strandgade 3
DK-1401 Copenhagen C
Denmark

Nordea Bank AS
Middelthunsgt. 17
NO-0368 Oslo
Norway

Nordea Bank Oy
Aleksanterinkatu 36 B
Helsinki
Finland

C-SUITE/SENIOR 
EXECUTIVES
Mikael Bjertrup
Head of Transaction Products
45 33 33 36 15
mikael.bjertrup@nordea.com

Roger Lundholm
Head of CM Sales & Solutions
46 8 614 66 57
roger.lundholm@nordea.com

Thomas Ericson
Head of CM Implementation & 
Customer Support
46 70 567 41 14
thomas.ericson@nordea.com

Ulla Joranger
Head of CM Process Management
45 33 33 21 51
ulla.joranger@nordea.com

Henrik Koch
Head of Authentication & Financial 
Anti-Crime
45 20 87 20 67
henrik.koch@nordea.com

Soeren Andresen
Head of Trade Finance
45 33 33 44 27
soren.andresen@nordea.com

MARKETING
Christina Lindstorff
Head of TP Communications and 
Marketing
45 33 33 56 02
christina.lindstorff@nordea.com

Heidi Strandvoll
Head of CM Customer Reach
47 90612031
heidi.strandvoll@nordea.com

PRODUCT
Jesper Ramsö
Head of CM Sales, Wholesale
46 8 614 79 18
jesper.ramso@nordea.com

Gunnar Berger
Head of CM Solutions
46 8 614 93 68
gunnar.berger@nordea.com

Susanne Riis
Head of Trade Finance Sales
45 33 33 13 34
susanne.riis@nordea.com

Peder Bach
Head of Markets Sales
45 33 33 51 53
peder.bach@nordea.com

COUNTRY HEADS 
OF TRANSACTION 
SERVICES
Michael Vinther
Head of CM Sales Retail, Denmark
45 33336750
michael.vinther@nordea.com

Juha Mattila
Head of CM Sales Retail, Finland
358 9 165 54486
juha.mattila@nordea.com

Ulf Bjørnhaug
Head of CM Sales Retail, Norway
47 90281866
ulf.bjornhaug@nordea.no

Amelie Philippsthal
Head of CM Sales Retail, Sweden
46 70 829 77 90
amelie.philippsthal@nordea.com

The leading cash management bank in our home 
markets.

Nordea is one of the 500 largest companies in the 
world, the largest financial services group and the 
leading treasury and cash management bank in northern 
Europe.  

Our cash management organisation supports all 
of Nordea’s 600,000 corporate customers with cash 
management services in integrated mission driven value 
chains. We create the customer value propositions with 
outset in the customers’ processes and our offerings 
cover everything from accounts, transactions and 
payments services to advanced liquidity management 
and online tools. 

A leading star for the Nordea cash management 
organisation is development based on deep customer 
understanding and a value creating dialogue. The 
customers are our key focus and we are here to develop 
and supply the services that they really need. To enable 
this we keep in close touch with our customers and 
always ask for and appreciate their feedback. This way 
we are able to create great customer experiences.

We acknowledge that people make a difference. 
Our dedicated cash management specialists with 
extensive expertise – locally as well as globally – enable 
us to provide versatile cash management services and 
innovative solutions.
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 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

Network outliNe         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 16 0 6 1 1 7 0 0 1

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 13 0 3 1 1 7 0 0 1
No. of countries with fully automated direct access to same day  
clearing systems:  15 0 6 1 1 7 0 0 0
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 12 0 3 1 1 7 0 0 0

Products/services offered         
GENERAL CoVERAGE/PRodUCTS & SERVICES         
Number of branches:  1 7626 0 830 6044 0 0 720
Clearing/payment services:  No Yes No Yes Yes No No Yes
Payment/card services:  No Yes No Yes Yes No No Yes

SwEEPING         
Intra-day:  No Yes No Yes Yes No No Yes
overnight:  No Yes No Yes No No No Yes

NoTIoNAL PooLING         
Single country (All accounts in same location – single currency):  
(only in Portugal, UK and Poland)  0 2 0 1 0 0 0 0
Single country (All accounts in same location – multi-currency):  0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – single currency):   0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):   0 0 0 0 0 0 0 0

INVESTMENT oF ExCESS CASH         
Money market funds:  No Yes No Yes Yes No No Yes
Automated sweeps:  No Yes No Yes Yes No No Yes

REPoRTING         
Real time/Intra-day reporting:  No Yes No Yes Yes No No Yes
End of day reporting:  No Yes No Yes Yes No No Yes
Payment/cashflow reporting customization tools:  No Yes No Yes Yes No No Yes

REPoRTING CHANNELS AVAILAbLE         
Swift:  No Yes No Yes Yes No No Yes
online portal:  No Yes No Yes Yes No No Yes
Email:  No Yes No Yes Yes No No Yes
Mobile applications for liquidity/treasury monitoring:  No No No No No No No No

saNtaNder

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

Network outliNe         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 45 18 1 1 0 1 8 15 1

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 40 15 1 0 0 0 10 14 0
No. of countries with fully automated direct access to  
same day clearing systems:  38 13 2 0 0 0 9 13 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 30 13 1 0 0 0 3 13 0

Products/services offered         
GENERAL CoVERAGE/PRodUCTS & SERVICES         
Number of branches:  890 1 1 0 1 150 216 2
Clearing/Payment Services:  Yes Yes Yes No No Yes Yes Yes
Payment/Card Services:  Yes Yes Yes No No Yes Yes Yes

SwEEPING         
Intra-day:  Yes Yes Yes No No Yes Yes Yes
overnight:  Yes Yes Yes No No Yes Yes Yes

NoTIoNAL PooLING         
Single country (All accounts in same location - single currency):  11 1 1 0 0 6 7 1
Single country (All accounts in same location - multi-currency):  11 1 1 0 0 6 7 0
Multi-country (Leave funds locally in each country - single currency):   16 1 1 0 0 7 14 1
Multi-country (Leave funds locally in each country - multi-currency):   16 1 1 0 0 7 14 0

INVESTMENT oF ExCESS CASH         
Money market funds:  No No No No No No No No
Automated sweeps:  No No No No No No No No

REPoRTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes Yes Yes Yes
Payment/Cashflow reporting customization tools:  No No No No No No No No

REPoRTING CHANNELS AVAILAbLE         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  Yes Yes Yes Yes Yes Yes Yes Yes

staNdard chartered
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Bank directory

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 49 6 11 2 12 0 5 12 1

PRODUCTS/SERVICES OFFERED  
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  6 11 2 12 0 5 12 1
Clearing/payment services:  Yes Yes Yes Yes No Yes Yes Yes
Payment/card services:         

SWEEPING         
Intra-day:  Yes Yes Yes Yes Yes Yes Yes Yes
Overnight:  Yes Yes Yes Yes Yes Yes Yes Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  2 5 1 3 0 0 0 0
Single country (All accounts in same location – multi-currency):  2 3 1 2 0 0 0 0
Multi-country (Leave funds locally in each country – single currency):   2 3 1 2 0 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):   2 3 1 2 0 0 0 0

INVESTMENT OF EXCESS CASH         
Money market funds:         
Automated sweeps:         

REPORTING         
Real time/Intra-day reporting:  Yes Yes Yes Yes No  Yes Yes
End of day reporting:  Yes Yes Yes Yes No Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes No Yes Yes Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes Yes Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes Yes Yes Yes
Email:  Yes Yes Yes Yes Yes Yes Yes Yes
Mobile applications for liquidity/treasury monitoring:  Yes Yes Yes Yes Yes Yes Yes Yes

SKANDINAVISKA 
ENSKILDA BANKEN AB

SOCIÉTÉ GÉNÉRALE

 Worldwide Asia Pacific Eurozone Rest of CEE North  
    W Europe  America

NETWORK OUTLINE  
INFRASTRUCTURE   
No. of countries with fully integrated full service branches: 16 3 4 5 3 1

PAYMENT CLEARING SYSTEMS & SERVICES      
No. of countries with direct access to local paper based clearings: 16 3 4 5 3 1
No. of countries with fully automated direct access to same day  
clearing systems:  16 3 4 5 3 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 16 3 4 5 3 1

PRODUCTS/SERVICES OFFERED      
GENERAL COVERAGE/PRODUCTS & SERVICES      
Number of branches:  3 4 5 3 1
Clearing/payment services:  Yes Yes Yes Yes Yes
Payment/card services:  Yes Yes Yes Yes Yes

SWEEPING      
Intra-day:  No Yes Yes Yes Yes
Overnight:  No Yes Yes Yes Yes

NOTIONAL POOLING      
Single country (All accounts in same location – single currency):  3 4 4 2 1
Single country (All accounts in same location – multi-currency):  1 4 4 0 0
Multi-country (Leave funds locally in each country – single currency):   0 1 4 0 0
Multi-country (Leave funds locally in each country – multi-currency):   0 1 4 0 0

INVESTMENT OF EXCESS CASH      
Money market funds:  Yes Yes Yes Yes Yes
Automated sweeps:  No Yes Yes Yes Yes

REPORTING      
Real time/Intra-day reporting:  Yes Yes Yes Yes Yes
End of day reporting:  Yes Yes Yes Yes Yes
Payment/cashflow reporting customization tools:  Yes Yes Yes Yes Yes

REPORTING CHANNELS AVAILABLE      
Swift:  Yes Yes Yes Yes Yes
Online portal:  Yes Yes Yes Yes Yes
Email:  No No No No No
Mobile applications for liquidity/treasury monitoring:  No No No No No 
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 Asia Pacific Eurozone Rest of W Europe CEE LatAm MENA Rest of Africa North America

PRODUCTS/SERVICES OFFERED
GENERAL COVERAGE/PRODUCTS & SERVICES        
Number of branches: 0 0 0 0 0 0 0 3,081
Clearing/payment services: No No No No No No No Yes
Payment/card services: Yes Yes Yes Yes Yes No No Yes

SWEEPING        
Intra-day: No No No No No No No No
Overnight: No No No No No No No Yes

NOTIONAL POOLING        
Single country (All accounts in same location – single currency): 0 0 0 0 0 0 0 0
Single country (All accounts in same location – multi-currency): 0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – single currency):  0 0 0 0 0 0 0 0
Multi-country (Leave funds locally in each country – multi-currency):  0 0 0 0 0 0 0 0

INVESTMENT OF EXCESS CASH        
Money market funds: No No No No No No No Yes
Automated sweeps: No No No No No No No Yes

REPORTING        
Real time/Intra-day reporting: No No No No No No No Yes
End of day reporting: No No No No No No No Yes
Payment/cashflow reporting customization tools: No No No No No No No Yes

REPORTING CHANNELS AVAILABLE        
Swift: No No No No No No No Yes
Online portal: No No No No No No No Yes
Email: No No No No No No No Yes
Mobile applications for liquidity/treasury monitoring: No No No No No No No Yes

US BANK

 Worldwide Asia Pacific Eurozone Rest of CEE LatAm MENA Rest of North  
    W Europe    Africa America

NETWORK OUTLINE         
INFRASTRUCTURE         
No. of countries with fully integrated full service branches: 19 1 5 0 12 0 0 0 1

PAYMENT CLEARING SYSTEMS & SERVICES         
No. of countries with direct access to local paper based clearings: 19 1 5 0 12 0 0 0 1
No. of countries with fully automated direct access to same day  
clearing systems:  19 1 5 0 12 0 0 0 1
No. of countries with fully automated direct access to  
ACH/Giro Electronic Clearings: 19 1 5 0 12 0 0 0 1

PRODUCTS/SERVICES OFFERED         
GENERAL COVERAGE/PRODUCTS & SERVICES         
Number of branches:  5 5424  3527    1
Clearing/payment services:  Yes Yes  Yes    Yes
Payment/card services:  No Yes  Yes    Yes

SWEEPING         
Intra-day:  No Yes  Yes    No
Overnight:  Yes Yes  Yes    Yes

NOTIONAL POOLING         
Single country (All accounts in same location – single currency):  0 5  7    0
Single country (All accounts in same location – multi-currency):  0 1  1    0
Multi-country (Leave funds locally in each country – single currency):   0 0  2    0
Multi-country (Leave funds locally in each country – multi-currency):   0 0  0    0

INVESTMENT OF EXCESS CASH         
Money market funds:  No Yes  Yes    No
Automated sweeps:  No Yes  Yes    No

REPORTING         
Real time/Intra-day reporting:  Yes Yes  Yes    Yes
End of day reporting:  Yes Yes  Yes    Yes
Payment/cashflow reporting customization tools:  No Yes  Yes    Yes

REPORTING CHANNELS AVAILABLE         
Swift:  Yes Yes  Yes    Yes
Online portal:  Yes Yes  Yes    Yes
Email:  Yes No  Yes    Yes
Mobile applications for liquidity/treasury monitoring:  No Yes  Yes    No

UNICREDIT
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Making your cash management a success factor
A lot of companies still have considerable potential to improve their competitiveness by  
optimising their national and international payment transactions. Enhanced efficiency, greater 
clarity, lower costs – we have now developed a 5-point programme for cash management  
optimisation to help you achieve all of this. 
For more information, visit www.commerzbank.com /cashmanagement

Corporate Banking

2014_05_16_FL_AZ_Kampagne_Cash_Management_210x286_EN ie.indd   1 16.05.14   13:46


	001
	002
	003
	004
	005
	006
	007
	008
	009
	010
	011
	012
	013
	014
	015
	016
	017
	018
	019
	020
	021
	022
	023
	024
	025
	026
	027
	028
	029
	030
	031
	032
	033
	034
	035
	036
	037
	038
	039
	040
	041
	042
	043
	044

