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A truly global player

Combining local intelligence with global reach to become the world's best trade bank is a work-in-progress for
Citigroup. Ravi Saxena, Head of the Trade Services Business in Europe for Citigroup Global Transaction
Services, explains further. In 15 years with the bank, he has held various positions in operations, technology,
cash management and trade services in Europe, India and Israel.

The practice of international
tradeisone of the oldest
economic activities. But from
the Phoenician traders of the
15th century to the present, the
central issue hasremained
unchanged: how to balancethe
risksof doing businesswith
remote counterpartieswith the
potentia rewards.

What has changed isthe size of
theindustry and the additional
burden this putson buyers,
slersand financia
ingtitutions. With the advent of
web-based communication,
anyonein theinternational
trading community can choose
to do businessanywhere.
Participantsranging in sizeand
sophistication from mega:
corporationsto small to mid-
sized manufacturers now
interact in hundreds of
countries, each with individua
languages, laws and business
practices. Theresulting effect
on the entire supply chain
could be confusion and
inefficiency.

To stave off thisconfusion,
Citibank offers numerous
integrated servicesaong the
entire supply chain, from
traditional trade services,
including risk mitigation
(lettersof credit, LC
confirmations and standby
letters of credit); information
(paymentstracking, automated
status reporting, real-time data
retrieval for local and global
subsidiaries, customised
reporting and client service);

financing (advances under

L Cs, discount billsand notes,
receivables and payables
financing, pre-export finance,
supplier/distributor finance);
and settlement (documentary
collections, letters of credit and
open account trade
processing).

Many banks offer similar
services. But Citibank
differentiatesitsalf by
combining adeep local
presence with avast global
network to provide consistent,
end-to-end solutions. Witha
long history in countries across
the globe, including over 100
yearsin Asaand Latin
America, Citibank isgenuinely
alocal bank —withan
important distinction.

A global roadmap
Clients set aroadmap that
Citibank supportswith aglobal
footprint, delivering solutions
today and anticipating what
solutionsthey'll need
tomorrow.

Scae economies:

With over 1.8 million trade
transactions each year Citibank
isone of theworld'slargest
trade banks by transaction
volume. The scaleof
operations reduces per unit
transaction costs, ultimately
improving aclient's bottom
line. Furthermore, scale
economiesfoster adriveto
innovate and devel op new
technologies and solutions.

Client base:

Asabank that services
multinational corporationsand
financia ingtitutionsaswell as
small tomedium-sized
corporationsin local markets,
Citibank deliversalarge span
of solutionswith many local
variations. Citibank's unique
experience and expertise
enablesit to provide consistent,
quality servicetoitsdiverse
client base.

Having aphysical presencein
80 countriesand providing
indirect servicein another 20
requires aconsistent
operationa architectureand
uniform business processes—
onesthat area so robust and
capable of responding quickly
to changesin marketsand
client demand.

Thislarge branch network
allows Citibank to provide
trade solutionsin newer
emerging markets—where
opportunitiesfor businessare
often highest. And serving a
large number of companies
from branches around the
world often alows Citibank to
service both ends of a
transaction, reducing
transaction risk for both buyers
and sdllers.

Anon the ground presence,
commitment to direct
origination and knowledge of
local markets enables Citibank
to deliver the mogt effective
trade solutionsto clients.

Citibank can originate and
arrange financing based onin-
depth knowledge of the
marketswhere clientsare
doing business, alowing them
to draw on the expertise of
industry-specialised
international teams.

A unique regional
philosophy
Regiondisation playsakey
roleat Citibank —but it isnot
just about devel oping solutions
for local markets. Instead,
Citibank takes apragmatic
approach to doing business
based on the belief that
efficiency iskey inany trade
transaction by leveraging
economies of scale.

So rather than process
transactionsin onelocation for
clientsin over 80 countries,
trade processing isdone
through hubs or regional
processing centres (RPCs).
These hubs, located in Penang,
Malaysia; Tampa, US;
Lewisham, UK and Mumbai,
India, not only provide client
servicefor their regions, they
also processglobal
transactions.

RPCs expedite turnaround
timesfor clientswhile
remaining closeto theregions
where businesstakesplace. In
addition, each hub isacentre of
excellencein adifferent
speciaity. The RPC in Penang,
for example, handlesdl import
letters of credit, in additionto
transactions originating from
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theAsiaregion; theRPCin
Lewisham handlestransactions
originating from Europe and
Africaand isaso the centre of
excellence for guarantees.
Infact, thehub in Lewisham
issues most of the guaranteesin
Citibank originating from any
part of theworld. Indl cases,
processing is seamless across
all four RPCs.

But regionalisation doesn't
imply that clients should use
uniform services. Thefront
officeremainslocal tothe
client for delivery of service
with theregional offices
providing processing.

Truly integrated
solutions

Unlike some competitorswho
initially developed solutions
for narrow regiona needslater
adopted as global standards,
Citibank developed itstrade
architecture asaglobal
solution during thedesign
stage.

Today, asingle point of contact
ddivers streamlined accessto
cash management and trade
services.

A common web banking
platform provides easy access
and control over trade
transactions. With CitiDirect®
Online Banking, importers can
issueand amend LCsonline;
settle and track import
collections; monitor
transaction status, track history
and prepareimport LC
applications. Exporterscan
track and transfer LC and
amendments online; create
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export LC presentation |etters;
initiate and track direct
collections; and monitor
transaction history. Both
importers and exporters can
customise authorisation,
integrate systemsto upload
datato their treasury
applications or enterprise
resource planning (ERP)
system, build librariesand
maintain multilevel security
mechanisms.

Exportersin Asia, in particular,
areincreasingly outsourcing
trade document preparation
and information management
processesto Citibank, enabling
clientsto reduce document
preparation timeand
documentary discrepancy
rates.

A Maaysianclient wasableto
reduce document preparation
cycletimefrom 17 to five days
and othersfound adropin
document discrepancy rates
from 90% to less than 5%.
Although technology has
moved certain aspects of
international tradeinto the 21t
century, many more
improvements are needed.
Citibank takes aleadership and
working rolewith many global
task forcesand was directly
involved in creating and
fostering adoption of the|CC
document, International
Standard Banking Practicefor
the Examination of
Documents Under
Documentary Credits (ISBP),
which delivered much needed
clarity totheuse of letters

of credit.

People make the
difference

So how doesabank witha
trade businessthat extends
across 100 countriesand 3,000
correspondent banks meet the
needs of tens of thousands of
clients? A technol ogy-enabled
businessrequires an ongoing
investment in infrastructure
and re-engineering to
implement strategiesthat
increase operating efficiencies,
reduce risk and deliver uniform
client servicearound theworld.
Of coursg, it helpsto havethe
right people, structure and
performance metricsin placeto
develop highly tailored
solutionsfor demanding
clients.

People:
Taented people arekey and

today, about 2,500 people,
working inamatrix structure,
deliver Citibank trade services
globally. Decentralised
decision-making empowers
people closest to anissueto
make decisionsthat best
benefit each client.

Organisation structure:
Withinthe past year,
transaction banking activities
wererealigned internally to
focuson providing financia
ingtitutions and corporate
clientsaround theworld with
cash management, trade and
securities services solutions,
supported by thefull rangeand
capabilities of Citigroup.
Serving asatrusted advisor,
Citibank helpsclientsintegrate
trade serviceswith their supply
chain, manage and monitor
working capital more
effectively and realise grester
operating efficiencies.

Performance measurement:
Effective measurement isa
cornerstoneto superior client
service, so each month
divisionswithin thegroup
receive amonthly report card
measuring year to date and

monthly performance against
pre-defined targets. Thereport
cards serve as an effectivetool
toidentify performance gaps
and develop corrective
solutionsfor clients.

The trusted advisor
Choosing aglobd tradebank is
amajor decision —onethat
playsout in every transaction.
Thriving in the complex world
of international traderequiresa
banking partner who helpsyou
keep an eye onthe big picture,
while meseting the endless
permutations of aconstantly
shifting playing field.

A trusted advisor with both a
largeglobal footprint and
strong global platform are
essentia ingredientsfor the
practitioner of international
trade, whether buyer, sdller or
financial ingtitution.

But whatever bank you choose,
pay close attention to the
essentias: infrastructure,
commitment to technical and
serviceimprovements, aswell
asits people and the way they
assig clients. And take your
time—thisisalong-term
commitment that will impact
your long-term trade success.

For moreinformation on
Citibanke Trade Services,
please contact
ravi.saxena@citigroup.com or
visit www.citigroup.com/
transactionservices
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