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SlOpportunity is ahead
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ñAn additional turn of working capital can enable companies to boost 

net profits by up to 11 percent. On average, a one day reduction in 

the sales cycle is worth approximately $80,000ò
The Hackett Group in their 2005 Book of Numbers research

óSmaller companies are key parts of the supply chain. Helping them 

helps the big companies. If the plankton die, the whale dies,ô
Tony Pinn, head of supply chain solutions at Barclays Bank

According to Killen Associates, ña typical billion-dollar company spends 

approximately $27 million annually for unnecessary working capital and 

inefficient processing functions because they lack visibility into the 

Financial Supply Chain and receivables.ò In fact the total value locked up in 

inefficiencies associated with the global supply chain is estimated to be 

between $500 billion to well over one trillion US$.

What the Industry Saysé
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Is there a strategic for supply chain within 
trade in your organization?

Why should your corporate clients supply 
chain be important to you?

What are your options regarding supply chain?

How would not having a supply chain offering 
effect your bank?

What is the market saying about supply 
chains?

Is the competition moving ahead?

Key Questions around Trade



SlWhat is Trade?

Trade is the buying and selling of goods and services between companies 
both locally and globally.

Open Account - The buyer is trusted to make payment to the seller after 
receipt of the goods. Open Account is the primary business terms used 
by  corporations and represents about 80% or more of Global Trade.

üThe new view of trade today is : 

ü Buyer & Seller vs. Importer & Exporter

ü Trade is both domestic & international

ü View your corporate clients entire trade portfolio

ü Thinking needs to expand to transactional based with a 

cash management view
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ÁGlobalization:
o Has resulted in fewer domestic assets that can be leveraged to 

generate working capital.
o Has added days to getting goods to market.
o Made the physical supply chain longer, complex & more risky.

ÁBuyersare seeking to optimise their balance sheet by delaying 
inventory ownership.

ÁBuyersstrategies aim to improve cash flow by shifting working capital 
burden to their suppliers.

ÁSuppliersare seeking to obtain financing earlier in the supply chain at 
ŦŀǾƻǳǊŀōƭŜ ǊŀǘŜǎΣ ƎƛǾŜƴ ǘƘŜ ōǳȅŜǊǎΩ ŘŜǎƛǊŜ ǘƻ ŘŜƭŀȅ ƛƴǾŜƴǘƻǊȅ ƻǿƴŜǊǎƘƛǇΦ

Á LCsare moving from the traditional method of payment to open 
account

The Corporate View



SlThe Banks View
Á Opportunities

ïNew Services to Corporate

ÅStreamlines the movement of information relating to goods and money
ÅFacilitate Purchase Order and Invoice Management through the Accounts Payable and 

Receivable processes with reconciliation rules.
ÅReplace document with data and use it to provide value added services.  

ï60% of data in supply chains is common - re-used, re-keyed or re-validated.
ÅCross-sell of services (FX, Risk, Payments and Cash Management)

ïOpen Standards and Community based solutionsǘƘŀǘ ŜȄǘŜƴŘ ǎŜǊǾƛŎŜǎ ōŜȅƻƴŘ ǘƘŜƛǊ ŎǳǎǘƻƳŜǊǎΧǘƻ 
their trading partners

ïCǳǊǘƘŜǊ ǇŜƴŜǘǊŀǘƛƻƴ ƛƴǘƻ /ǳǎǘƻƳŜǊǎΩ ŎƻǊŜ ōǳǎƛƴŜǎǎ ǇǊƻŎŜǎǎŜǎ
ïCollaborative Platform(in response to Corporate demand for SCM)ǘƘŀǘΩǎΧ

ÅLoosely coupled (instead of tightly coupled point-to-point)
ÅFocus on Core Competencies (non-core processes are outsourced to best-in-class 

partners)
ÅImprove transaction visibility in their Financial Supply Chain

ïFull Trade Portfolio όƎƛǾƛƴƎ /ƻǊǇƻǊŀǘŜ ŀ ослΩ ǾƛŜǿ ƻŦ ǘƘŜƛǊ ǿƘƻƭŜ ōǳǎƛƴŜǎǎύ

ÅAll Transactions types ς[/ΩǎΣ /ƻƭƭŜŎǘƛƻƴǎΣ hǇŜƴ !ŎŎƻǳƴǘΣ CƛƴŀƴŎƛƴƎ
ÅAll Geographies ςIn-country and Cross-boarder, Domestic and International
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Supply Chain, an end-to-end business view of all the participants of a trade 
transaction pertaining to the movement of goods and services.

ÁThe need today is to pull together the three distinct information flows, 
Commercial, Logistical and Financial to best serve the business community.

ÁIdeally, a collaboration that would enable Corporations, Logistic Providers 
and Banks a single view of the three information flows.

ÁThis collaboration would bring the 3 information flows together and have 
the ability to provide a centralized view.

The Supply Chain View
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Corporate Supply Chains need event data from many activities which are part of three 

information streams; Commercial, Logistical and Financial. Often duplicated data is held in 
disjointeddivisions of companies, banks and related external third parties, few of which 

are linked, yet may have the same customer in common. A large buyer may have 
numerous independent manual and automated processes for each type of data.

End-to-End Supply Chain Complexity

Supply Chain 
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Commercial 
Logistical
Financial SellerBuyer

Sales & 

Marketing

Finance

ProcurementLogistics

Inspection

Merchandising

Shipping Manufacturing



SlThe need is to merge three related data ŦƭƻǿǎΧ
ΧŀŎǊƻǎǎ many involved parties

Raw Materials, Manufacture & Assembly

Customers

Import 

Agents Buyer

Supply Distribution

Direct Sourcing

is now over 46%
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SlCommercial Flow
Å Order Fulfillment

ï Request for quotation

ï Sales order negotiation

ï Sales Order Processing

Å Purchase Order

Å Invoice

Å Reconciliation

ï PO to invoice matching

Å Discrepancy Path

ï {ƘƻǊǘ ǎƘƛǇǇŜŘΣ ŘŀƳŀƎŜŘ ƎƻƻŘǎΣ ŜǘŎΧ

ï Debits and credits or replacement

Buyers + Suppliers + Logistics + Banks = Global Supply Chain


