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Topics to be Covered

üDrivers to open account trading

üNew customer needs created

üOpportunities for banks

üOpen account/supply chain solutions

üSeamless delivery  
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Drivers to 
open account trading 

üDriving factors
üMarket forces have globalized trade and supporting supply chains

üThis has made them less stable and more unpredictable 

üYet, supply chains have become strategic competitive weapons

üTo strengthen supply chains, buyers have developed more 
collaborative relationship with fewer suppliers

üResulting changes
üSupplier perceive less buyer payment risk, and therefore less need 

for traditional trade products 

üA shift from traditional trade to open account 
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"ÕÙÅÒȭÓ $ÁÓÈÂÏÁÒÄȡ 
Impact on Market Conditions
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Competition

Growth in Current Markets

Profitability

Market Opportunities

Pricing

Sourcing

Mostly Domestic/Regional

Relative to Competitors

Pre Globalization

Within Domestic/Regional

Global/Developing World

Mostly Domestic/Regional

Usual Challenges

Post Globalization

Global

Downward Pressure

Under Intense Pressure

Global Sourcing

Reaching Saturation

Global/Developing World

Indicators
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New customer needs created 
and 

New opportunities for banks



"ÕÙÅÒȭÓ $ÁÓÈÂÏÁÒÄȡ 
Impacts on Risk
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Pre Globalization Post Globalization

Supply Chain

Length of Supply Chain

Internal Collaboration

Non Strategic

Mostly Short

Marginal

Many & Transactional

Independent Functions

Limited

Mostly In Buyerôs 

Competitive Weapon

Much Longer

Interdependent Functions

Substantial

Fewer & Relational

Back Bone of Processes

Diverse & Unknown 

Working Capital Impacts

(DPO, Inventory, Cash)

Supplier Relationships

External Collaboration

Legal/Regulatory Domain

Indicators



3ÕÐÐÌÉÅÒȭÓ $ÁÓÈÂÏÁÒÄȡ 
Impacts on Risk 
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Buyer Relationships

Internal Collaboration

2nd Tier Suppliers

Relational/Collaborative

Post Globalization

Interdependent Functions

Some Collaboration

Multiple Buyer Processes

Expensive/Unavailable

Diverse & Unknown 

Substantial

Ship to Pay Cycle

Short Term Financing

External Collaboration

Buyerôs Legal Domain

Working Capital Impacts
(DSO)

Indicators

Painfully Long



7ÈÁÔȭÓ ÔÈÅ ÏÐÐÏÒÔÕÎÉÔÙ 
for banks

8

ÅIssue Import LC

ÅIssue Bank Assisted Open Account

ÅDenied Party Checking

Banks

ÅAdvise Export LC

ÅPre Export Financing

ÅDenied Party Checking

Banks

ÅIn-transit Inventory Finance

Banks

Banks

ÅExamine/Pay Export LC 

ÅOpen/Pay Outgoing Collection

ÅPost Shipment Financing

ÅReceivables Financing

ÅReceivable Management

ÅCompliance

ÅDenied Party Checking

ÅWarehouse Financing

ÅSupplier Finance Portal

ÅTSU

ÅDoc Prep 

ÅTrade Insurance

ÅExamine/Pay Import LC

ÅCollect Incoming Collection

ÅIssue ñInvoice Onlyò Bank 

Assisted Open Account 

ÅReconciliation Services

ÅPayments

ÅReverse Factoring 

ÅBuyer Financing

ÅCash Management

ÅDenied Party Checking

ÅPayables Management 

ÅTSU

ÅInventory Financing

Banks

Buyer Seller

PO

Invoice +

Legend:

Traditional Trade 

Open Account

Provide Collaboration Platform

Supply Chain

Forwarders

Insurance

Agents

Inspectors

Carriers

Distribution

Carriers

Customs
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Open account/supply chain solutions



,ÅÔȭÓ ÌÏÏË ÁÔ ÓÏÍÅ ÅØÁÍÐÌÅÓ 
solutions in more detail

üBuyer Side Solutions

üBank Assisted Open Account -Pre-shipment (Issued 
from Agreed POs)

üBank Assisted Open Account -Post Shipment (Issued 

from Approved Invoices)

üOpen Account Payment

üAccounts Payable Management 

üSupplier Side

üAccounts Receivables Management
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Bank Assisted 
Open Account (Pre-shipment)

ü Primary Purposes:
üBank provides added-value services to open account trading
üCommunicate shipping instructions (presentation requirements) to 

supplier
üDocument reconciliation (per buyer conditions)
üVehicle for financing 

üPO finance -Pre-shipment 
ü Invoice finance ɀPost-shipment (reverse factoring)

ü Characteristics:
ü Initiated from agreed PO data
üLess expensive than an LC
üCan be less paper intensive
üCan require skilled bank workers, though auto-matching is growing
ü.ÏÒÍÁÌÌÙ ÒÅÑÕÉÒÅÓ ÉÎÔÅÇÒÁÔÉÏÎ ×ÉÔÈ ÂÕÙÅÒȭÓ %20 ÏÒ ÃÏÌÌÁÂÏÒÁÔÉÏÎ 

platform
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Bank Assisted 
Open Account (Pre-shipment)
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Buyer Supplier

Buyerôs Bank

2Application
(With PO data 

or just PO data)

Docs Presented5

Bank Assisted Open Account Issued3

Early Payment or      on Due Date9

Bank Assisted Open Account with Reverse Factoring

Goods Shipped to Buyer4

Order Placed1

Approve Payment 

for Due Date
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3.   Issue Bank Assisted Open Account

5.   Match/Exam Docs

6.   Schedule Payment

7.   Offer Supplier Finance

9.   Create Finance

10. Do payment/ liquidation

If the invoice is approved, the 

supplier can opt for either early 

payment (if offered) or payment 

at the due date.
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10 Payment 

on Due Date

8 Accept Offer

7 Offer Financing

Electronic Invoice Data5

5Electronic 

Invoice Data



Bank Assisted 
Open Account (Post-shipment)

üPrimary Purposes:
üVehicle for financing 

üInvoice financing (reverse factoring)

üCharacteristics:
ü Issued from approved invoice data 

üVirtually paperless

üNo document reconciliation skills required

ü.ÏÒÍÁÌÌÙ ÒÅÑÕÉÒÅÓ ÉÎÔÅÇÒÁÔÉÏÎ ×ÉÔÈ ÂÕÙÅÒȭÓ %20 ÏÒ ÃÏÌÌÁÂÏÒÁÔÉÏÎ 
platform
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Bank Assisted 
Open Account (Post-shipment)
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Buyer

(Proponix360 

Portal)

Supplier

Buyerôs Bank

(Proponix360)

4

Early Payment or      on Due Date7

Invoice Only BAOA with Reverse Factoring

Goods Shipped to Buyer2

Order Placed1

Approved 

Invoices

4. Issue Bank Assisted Open Account  

5. Offer Finance if eligible

6&7. Create Finance and make early payment to supplier

8. Otherwise pay on due date when buyer is debited

If the invoice is offerred, the 

supplier can opt for early 

payment (reverse factoring) or 

payment at due date
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9 Payment 

on Due Date 6 Accept Offer

5 Offer Financing

Invoice/ASN Sent to Buyer3


