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SUPPLIER © Sends goods BUYER

[ ]
—
o o @) Accepts goods and commits to pay at invoice due date ."

€ Requests payment O Makes payment (net of fees)

PARTNER FINANCIAL
INSTITUTION (PFI)

=

© Atinvoice due date, pays PFI

@ Binds ADB to risk participation on specific transactions

& Remits funds in case of funded participation*

ADB

& Remits principal and fees

»

*PFl may use funds on a revolving basis toward ADB pre-approved SCF programs

Program Profile

SME from ADB’s Developing Member Country (DMC")
* Minimum of 2 years relationship with buyer
+ Solid production and delivery track record

Established corporate
+ Rated at least BB or its equivalent
* Located anywhere

Goods, commodities and equipment

Cross-border and domestic trade transactions

Loan or guarantee

Varies based on credit assessment
Up to 180 days

ADB takes up to 50% of the risk per transaction
(never exceeding PFI's exposure)

US dollar, euro, Japanese yen, Chinese yuan
Local currency programs may be approved on a case-to-case basis

Mo sign-up cost, participation fees apply

‘DMCs:  Afghanistan, Armenia, Azerbaijan, Bangladesh, Bhutan, Cambodia, Cook Islands, Federated States of Micronesia, Fiji, Georgia, India,
Kazakhstan, Kiribati, Kyrgyz Republic, Lao People’s Democratic Republic, Malaysia, Maldives, Marshall Islands, Mongolia, Myanmar,
MNauru, MNepal, Pakistan, Palau, Papua New Guinea, People’s Republic of China, Philippines, Samoa, Sclomon lslands, Sri Lanka,
Tajikistan, Thailand, Timor-Leste, Tonga, Turkmenistan, Tuvalu, Uzbekistan, Vanuatu, and Viet Nam



Becoming a Partner Financial Institution

Provision of information sufficient for ADB to conduct risk assessment

A-on a global scale (minimum)

+ Sound credit risk management, operations risk management, and
documentations risk management systems
+ Competent and adequate risk management teams

+ Post-shipment, post-acceptance financing (minimum)
+ SCF portfolio that match ADB objectives

BB across all obligors on a global scale

<2% across all products

+ SCF clients use PFI's trade IT platform for SCF transactions
+ Supports PFI’s ability to track and monitor SCF transactions

B B Ay B EAR#5(Cash management)

P 4 PR (L AR A% (Cash management) » A1HE & (1 275 (Payment) ~ R B EHE
(Liquidity Management) ~ &5 Sweeping ~ MR H #1455 (Cleaning) ~ UL
PR (Collection)ZF > AR BNt/ NSRS AR B MBI & TN - ST
B TEHIAYAERERE » R E SRR K AT SRR R - UGS B ~ IR ARF R
LS ER R R R ER P EE TR - Sl BB E R & T FREERFENT B
RO S LERI TR




3 SMEs play an important & strategic role with ~ 95% number of enterprises, ~50%
GDP contribution and ~ 50% workforce utilization.

¢ SMEs grow much faster than large corporate but fragile, high risk and low loyalty.

¢ Less than 30% SMEs are bankable due to their fragile market position, non-
transparent financial disclosure and lack of traditional collaterals.

< Significant opportunities for banks to cross sell to SMEs, their owners and
corporates in the supply chain.

3¢ Banks are finding ways to overcome the challenges of serving SME client
segment.

It requires banks to develop effective strategies to improve SME client
relationship and loyalty via innovations in technology, improvement of operating
model and risk management to capture this lucrative business

From customers’ perspective From banks’ perspective

Flexibility <@ Price

Service Product Empowerment




Client size Large corporates
A

Middle market .|||
enterprises
Small enterprises ol * Loans/Financing
Micro SMEs/ u * Structured finance
Retail ‘lu - Loans/Financing » Cash management
‘uuu - Depositand solutions
* Loans/ Program investment * Trade solutions
+ Program lending (e.g. Lendlrfg /Financing + Trade finance + Capital market
score cards) * Factoring (LC, Factoring, solutions
+ Deposits * Deposit Guarantee) - Investment Bank
« Retail / Payment * Payment &collection ~ * Transaction (Advisory, M&A)
solution (Cards, POS)  (e.g. cash pick up, products
business card, POS) - FX

>

Client sophistication
Business Underwriting,

Relationship {9 Specialization @ Customization
model | mass, wide reach _

¢ SME clients are widely dispersed through the country.

# Banks use both physical channels (specialized SME centers) and digital channels to
acquire & serve SME clients and do marketing their SME banking business on a
wide reach.

¢ Specialized SME centers are established in locations with high geographic
concentrations of targeted SMEs.

¢ Banks provide SMEs with convenient & secured digital banking channels such as
internet banking, e-transaction banking platform to allow SMEs to open on-line
accounts and term deposits/investment, apply credit on-line, verify authentication
of bank guarantee, deposits.

¢ Internet marketing are used widely at low cost to advertise banking products,
marketing campaigns, information sharing.

+ E-commerce is surging and convenient for on-line sales/purchase of goods and
services with credit cards, mobile apps via secured payment gateways.



High

Current £ served locally
value (S through

Tier description Clients per RM

Capital city
based _ Corporate Businesses 10-20
b - Annual sales: $100-500MM clients/Sr. RM
+ Complex solutions, bespoke needs
+ Client deal team
Mid Market: Top Tier 15-30
+ Annual sales: $50-100MM clients/Sr. RM

- Standard/Customized products

TEERAI + High-touch relationship service

Mid Market: Middle Tier 30-50
+ Annual sales: $20-50MM clients/RM
+ Standard products

Commercial
Banking Centers

Mid Market: Bottom Tier 50-100

« Annual sales: $5-20MM clients/Jr. RM

+ Standard products, cost manage

Micro/SME Relationship Managed 100-200

« Annual sales $1-5MM clients/Local
Low + Underwriting, standard products Business Banker

Low Potential value () High

° Mid-Market segment @ Micro SME segment Italics = Priority commercial action

Understanding the clients’ business will facilitate banks’ decision in credit grant and
support them to adjust sales & service and operating model to gain more revenue from
this segment. Banks will understand the needs of clients at each stage of the business
cycle, break-even point, associated risks & mitigants, relevant products/solutions to be
offered.

Key information bankers need to know and understand on their SME clients:

i TTTTTTT 1 P Tt H i TTTTTTT 1
I 1 I
I Detailed E SWOT ! i I Intellectual E
I business ! Competitive '} Customers ! Competitors || property, !
,  process | advantages || ! | Trade secrets !
Lo oo i Lo i Lo oo :
i T H i T 1
| Responsibilities ! Ke | Business |
Corporate |1 &qualifications | y ! !
governance ! of BOD, BOM, ! performance ||strategy &plan, ! Technology
i ' "1 indicators |} MIS !
! CEO | ! |

r
1
1
1
1
1
1
1
1
1
1
1
r



¢ Banks can increase clients’ product holdings via cross selling and product bundle.

Relationship strength Product offerings Product bundle’
: Penetration/ 1) Accounts, e-banking Basic account &
New relationship Term deposits deposit ==
Stage 2: Up-tier plus Interest-based
3) Working capital/Term financing products sf=

4) Property financing

5) Overdraft
Plus priority consumer banking

Stage 3: Growth (3, (4), (5) plus Fee-based
6) Trade finance products
7) FX
8) Insurance
9) Advisory

Plus invitations to SME events, priority
consumer banking, 24/7 banking support

T Product bundles can be varied at different stages of the relationship.

¢ Increased benefits for clients with higher/multiple products to reward high product
holding.

—~ SME Bt

1. ROBSEENEE | B R EREEHI SME #FE R EIME SRR - 8iE—F
EETS A BRIRISIE AP R E - S350 B | (Tl FATRIME -
ST 4 L B ) B 22 5 4 2 7 (retail banking) » 7 & Sl S S RIA1T9Y 5
= o IEAh - BIPA T NESE S RSB RS U N E R A
EABETENS 8 TEICLAT » Al LUfE R85> SME Ay -

2. AT EEI) © FHRP R BV [F &g Rk SME Jo Rk ~ 17365 -
S BRI P AR A R - DI ERITI S > J0ER SME & & AL
MRS ERTTAVIE AR RS - g El SME &5 ARIEEREE R FRETAC
TN S E SYN =GR FZE = et 2= =g NEi|: D e G ke 7 5 ISy
FEfEAY SME ZEfn R ATEHHASR - EEHEEERVEFEI - MR - E
SEARTE - Arag e Z SRR - flanE R TR B - HRERA]
& PCB EERAVESER - ITTHEEEAIE TR AT - EEEmEER T
ST SRATEGET SME FE ARSI A
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3. R FEETZ K - Micro Y FEREFK S S RIS LR A7 IR Z 41
BN EATRIH Y e B 75 KA K - 1T Middle &5 RIE SR A SRIT IS 2
Hh > W EEE - FREEBIAHERERNEREX - —RiNE > EEXENE
TR MR R EE - HlA VEES -

4. IREFERFL 5 FEENM > AR sk B AR E T A be
EHED - BFFHEERET e  HAHEES » AIARE P 2 i (R
& St -
WS 2 > WBEIERAEF - B TTEE MR TR ERARTS - DL
TR AR ARAL - SR AT L B 7 L T bRl i 2 S Y%
F o sRATRAIERS IR SRR » ok ks 2R R B s an (A se 2 21 - 1ff SME
AR B S G SRITE AR BN E F » AIFEsRTERE (A2 E LUK niche
anfR s ER L » MR AU P Y B R T R E R AAGRIT > 1R LUEE
ST 5V B FHEE ST AR -

SME $R1T2Ex% 5%
. JEE IR SME #2(5 + #8517k (deposits) s #7178 FE %5 (transaction products)
By FERAER A -

— |1l

2. SME Banking 8 T7/E2% © $R17 5 SME Banking 375 17 HE B E Y - Hpyee
BE -~ ANB IR B BREEE R BREARIEEIFTIAE - HUiRiTE
25K SME #4597 £ Small 5 Middle #FT  “One size fits all” J7 =% TR

3 o

3. A X BHEE : ST I R = A A EE b4 & (product bundling) U HERS
& o INILIE SR TS BRI - $EUALLPITHBEIR - EmE G ME
HBNsRITIEHE = wallet share ~ ST MEAVU SR —N7 25 = U Kz i (s P 1
ToRYER - SRR T B b2 P e 2R HY /5 e AN A R AR R e
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BFEOE S BRETET SME #FHYERE A E - EERKER EEAKE

TSR TED SME & FRVE IR BB & SR THVESR °

EPYESE  ERFEST - RM(Relationship Manager) ~ BEETTHY ~ K49

W@

o
o
o

. FPB3E  RM i ERNE PRGEE - PURIEHERIE K KEHY

SME & P&k - ftiEm ~ [ERIEF - BRI L E a2
Pl > BT 2 E P

- HEZRTVINR SRS RINZ - AR IR NEARERSE  AmEFAZ LS

FIERSEE o RyF AR/ MBS b - B/ NS P AR AR PR EUE
REMRECETH - EACEB A FHER B —RE R MR RS E 5
F o DUZR G M EERmRERRY - I - A0ff{E BRIy 5 TP EfE L E A2 Y&
BRI L SR an KRS - FosRATERINAE 2 th/ M SR eRIT SR 5 (SME
Banking) /Y EE E R -

B AR TG - (REE SRR IR AL - MEA B hn/
R E RGN EE - A/ N SRR AR N » S50 — BRI S DL
TR MRS BERT HUSE & - R AE SRR FET RS 7 =UH

fFRE -

N

i

- RALR SRR E /NSRRI BRI > NSRSy N s AR

AARE  HinEERAEHMER T GHER EEERET R AR
T RIINEENZR - MEIT AR R SR REOF - BB FHR  SRITH RS
FoRMERE ST S N EBUR MBS GBI BB E 2 HR T - &8
FIAT AR INMESERNESE T T » BREGERCERIN  STOR H/MEER
5 T REMA4ESE | (customer relationships) 51 Ry RS 8 ey F o -

SME @&k e J7 8t

12



| e —BEMG LG e FREAPTEE R TE  LaET
2 BIERL SR ER AL E M ~ REE S ~ K - IEWE » DB EIZERE
IKAERR AL SE Y SR 7% - (Total financial solution with Speed, Quick

Turnaround, Best Mission and critical service performance etc. ) °

2. BRI W DB R ST OK
AR PR TR ESERREE |

3R GAIERERFEIHEHEE L TENIRSEH | &k TENKGRIME |
R U ELFESE S RS | E R GRS RISER = AL ELGE o BB T BE
PEETHE SIS | (Integrated relationship pricing ) > Blli& " F R FEETE | -

4, ER R T EEE
FekE IR NS SRR O ER ) (Core deposit ) » BA(E F1 /NS SEDUAT T Ry
FESHET AT EEE -

5. HEEE RS
BEETER T EE T e ERAE - BEML ) RS - RIEE T IIAE
SEZH FHET MR E  BERRE TREE - HEERIRY
RS TIRA g MERS 2 A 2 BLETEIRTIRISINER - B RS IR
1T24% " Multi-bank Connectivities | » 528 FAINEE ~ A RlgER 2 M P& 435
[ 5 BCERER Al b 2 A M e RS o

6. X Z T B R SE 5 S4B IR
FoteBtoe B SRR - SRITATHEE T ORISR ) SRR
SRIAE " AN GRS ) R T ERSER ) BRI R - BN TR
AR SRHISE SRy B S A e o ] LA Ry - RS RECSE R T 20
WEEERFEHEA - RS TEEEHE  FhE e A F LUEEY
ERSERCE R HIEE ~ At ~ G BRI 2 e - FihEIEE
T BT NMESRHIREE TR K - TS EE -
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F.~ SME ZEB RIS —FE B 70(Business Model) 7347
1. ¥R 3 AT

(D) BERIFEFRIEFTY I ST - DEBRA " BEE T B E 2
HEMEE W= (Straight Through Processing 5 STP) AR#EESE | -
"L S~ TLean s K T EEHMBIESEILE ) TIRELUE - DIFIKIERE
(B E SRR ] B2 [ E AR BB -

Q) FPEHREL
. JERRTTE PIRGE - EREEIRESE SRS SR SRl an - 20t
N F AR AHRE 2 R an T
b. FESTEFFTK - sRUFERE - AV oL - EEERE - U

T SR B 4 Rl i (One-bank coverage model)

2. WESRAEREE T
(1) $RITHERRSE
() HRFZE ATy - O TIEE SR A RS #0 2 SRR A
s 2 -
(3) T/MESEE P A EEEAGRIT AT R IR Rk > g (A Es 4%
FREBEEES ERESERA S -

N RLER
. FEEf RIS MR A

C. FEMEEE MR SRME R KN ERTT Z & PR (R
(Relationship Manager, RM) A A e

d. 558 KRS AR ERE m OmIgasET - EabiE/ MRS E
Koy~ BB BTN - SRS A SR 2 R mnlifF g A (Product
Manager, PM) -

e. WEMIEFEEAHE " BEMEHERE ; (Integrated relationship
pricing) » A& " FFRIGZREE | FTHEE G ER
A

f. 558 RIS B8 R A S 2 A BN -
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2. T RISHEEN A
a. BERIRE 4 ghsE 4 (All in One banking system, AIO) » $RfT2E B
o Bl RSES 16H H 5 Rl (Trade service) » BIFE'H 78l & (Trade
finances, SCF, Factoring, Event Triggered ) ~ R B/ IR B8 {5 FH jik
(Documented Credits > Or Non-Documented Credit) » & —fFFa2Es%a T R

17 " BeEX5MERHTE

A Z R FR KA ST IR Security Services  {RE
Custodian % > JItEE FHF K& > B FENIPEERI S tHEADIRE -

c. 2R FEHGEHLMN - STEGHIT/NEZE " BEMEEHERIE
(Integrated relationship pricing ) » #IHEHSE [ERUK(E R/ MEEE
ZERRE ~ AT ~ RITE ARSI SRS R DU R P
SRR Sy~ (2R By TETE -
=R E AN RN+ GRS R S EHE A+ & SR
PR HoAth B RR X AR A B

3. #HECsUE
TR " DUSEN S ) Rt Bt A 2 I - S8 SE
FrE2E KB e S B T EAVAHAIOU b - AR EE S A T ORI
[B8l S A\ A 1Y i A -

4. EH] ~ A EHAR G EH A ORI R R HAR (R IRE S IRITE)
STEIFVET TR

5. FEOTPYERREERERVA L SIREATTRYILEARE > BEERT TR R

PR Cotip I e A H AR (e - gk B L EIRETAVEN - IR T2
Az A S I S H AR EE R R R R D
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2. HELUEGHEPT BT/ MRS B BRI A S
3. SEBRRSEBIL - (FRME T B ETmaE LI H B -

Strengths
th/ N R (ERE TR ST  BHR TR RS R

B

WIS BT FEEEUA > FEEER T U
S

A TR AR BHBINES
Z B R SEIERETT

RAHER ~ dHARGE M - B RS
KR EE b 5% 2 (B3 -

Weaknesses

16

. HBEPESE B RIS ITIEI SR IS A AR - UL R B G > 55%
[ BRI Y SR T SR - e DB = PRI (RS -

T, AR B T MBS NI R A - BE
S S5 -

BASTE] ;

S

WEI P/ N FEBRICE S s 2 (B 5E - Bl (SWOT)
Zu
SIIMR IR E S
SWOT Z3Afrai BH 1K -

A e SR /N SR SRR AR S -

Opportunities

o BN T/NMESRIEFEEFBIER K AE

B HE B EE SN NEZE R 2
IMESE > TR E A

BB | 2 KRR ETBRSER S R
ENRZHNEELZ TESBT ) R

b

"R TR RENERS | ZAE KR

T > HEINERREIEHE

pihio el R S g RS B € G RS RN
BRSSP EE EEEE

Threatens



o SMREERIT RIRBIABI G IRIT T o BIASRITHRF RS ZBERIT/RE =

g EHREEER " R SES INMEERERE  EMHIEEETEERN
il TEATSES ) & TEEHE
B )0 HISSERITHER T - o BEHETSZ TINEE S LRI

fb2& % R ER |

o FEanRHT KBHSERETI A e > MIRSERL

e BTG o SRITRSE ARSI Rl
AN BIRE A NEEER N -

o SRTTREA A B4RZESRIEE I A b 2 o
BTS2

o RITHERMEEE ZEZRNERZ
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HRZ B A - (N EE -

PP sEtES -

RN > R

SR S EFYHAM 4p NE -

EEE SME B I LR MRS - ARV BERLA S gt

BrgaL > &R EEEE R ERE RS ME B B E -
B EEEEHER - RESRTNREEREEFEAR > DI
SRR SME = PR E Rl - TEE X R RIS B 5P PRV iR ELE

e

SARE /) °

T BGKHIERETE
FERGIAERETE i - ERNZE LR S E R - A ERIEKE RS
A ERIE R /KR - A ARE KA T TAHEHERS > JEbe L E el — 2 -

RAr 2 (5 A Eba AR R LR TR0 > SRITERERETE 720 > AR
BEHS  PIA: —ihSE T E 28T - AR RS E A T E RS
[ 2 b il > Edhs [EEEF T -

SRA TSR Z A E (R DURIE R b LR SRS Ry A Z AR - R 22 E 2 BRpdiR
TEHLCE P ERGT > IR (S LR R Ar 2 i B SRS e 3 2 SriiRefEfg -
EEENERMTTSIN - HREFER > RS TR EE RIS - &K
HIRIZE AR AN - SRATHESE RS BT T - (AR (3 AR - sa TR
R A U -

G E SME BGRIVERS (ATENER ~ Fl=nes - MRS ) ELUESH
EESAREHEN > TESLZEIINE (B DR ARRRR ) HIE
baa (ARCARIHE R ) Rl AN -

PRI Z S NRIT B R AR B (R DT AR A AU A BF ABGRRE TERT R T - Gk
SH A R M CREEERTS ~ JNER S ~ T1AMERRE
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H7Y SME fFESRZ I B &R > IS atidas it - B DUR bR A T 5
Hs o Ea AR B &R - SVE AR RS R AR (ReR - £ E%5 L SME &
RN BUNMRFEIERLIERR  EEHEIE T URE A R TP B -
AR L EAEH

I E 2 NEA Tk 2N iy
2. ERHEAS T E

3. BEAERZ B
4. BAER TR
5. AIAMEEREA

FERITHGEE T AR EEE A S BT SHR KB IES TRZE AR ER
TR « EREEN ARG TEBUR » WA AR AR E RE PR Y T~ LURIRET
EfEfR > F SRR SRR A -

B e ERRE

B 2 SRTT(DBS)

Fris 2 SR T(DBS) RISy iy 2 sl BB A E MITRR o H 1T Hg
TRAELHT B 2SR T (DBS)FF & BRI sREE K =B LML > EERLE RIEA] >
H B EEARAGE — IR sE R SRR (4 -
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— ~ EEAFUNMBIERR RIA R - (EECR RO TEAUIRMSE - M EH P A= LK
B RERREE o Rl MR SE R S Ebe - Bl MR PR ETR
B EE S - RACEF A EEH —RMEER - MU IEB
E R T o DUERI O M EERmERERY - I A0[RIy s R E S
SN E BRI B S Y o SR - R TRhaE TR NSRRI TR
(SME Banking)Hy 2 ZEEHEE -

= SRR AEHE T (Supply Chain Management)ix KB {EAE A &
fhiEn - BUER ~ FEER - WX HERE - ARER SR - YRS
A - WE SR SRR A ~ ERRiva/ ME - PUEZFIE AL - &
TR e 5 PR i (/B 5 (Cash management) > BLfE S (] S€ 75 (Payment) ~
JRENEE L (Liguidity Management) ~ &< AR Sweeping ~ TR HBH4EH
(Cleaning) ~ (s (Collection)F » A B/ NS AE B IR S B TH
o ER R ETHNRERE - ETESNARK - SCERFHRDE - UL

-
it~ BN HE - O R REFFFEELR -

=~ FERENGREE AT E - EESARSRE - BABR It
INEEERAUSHVEE - A/ NMESEREATRERY N > BHEN—ROR B
LI T AEES BRI RAGES - REIIRE SRR R
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