
  

 

Section 1: Trade Financing: Trends, Strategy and Evolution 
The questions in this section are most applicable for a representative from the 
Executive Management team.  Please consult as appropriate. 
 
Q1 How many trade finance transactions were processed by your trade finance department in 

2016?  
 
Note: The term trade finance transactions processed refers to received requests for trade 
finance processed by your trade finance department which were approved or declined. 
 
Please enter numbers only and do not enter commas or decimal places.  If you are unsure 
please provide a best estimate. 

   

 
 
 
Q2 Approximately, how many of the trade finance transactions processed in 2016 were (i) 

export and (ii) import operations 
 
Note: The term trade finance transactions processed refers to received requests for trade 
finance processed by your trade finance department which were approved or declined. 

 
Please enter whole numbers only and do not enter commas or decimal places.  If you are 
unsure please provide a best estimate. 
 

 
Export Import 

  

 
 
Q3 Globally, what was the total estimated value of proposed trade finance transactions your 

bank received in 2016? 
 
Note: The term proposed trade finance transactions refers to received requests for trade 
finance processed by your trade finance department approved or declined.  The term 
value refers to the amount of finance provided. 
 
Please record your response in the box provided. Please enter whole numbers only and 
do not enter commas or decimal places. 

 USD  
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Q4(i) Please provide the percentage breakdown of the total estimated value of proposed trade 
finance transactions your bank received in 2016 by the region in which they were 
proposed? Please ensure your entries add to 100. 
 
Please complete the table below by entering the percentage for each Region. Please 
enter whole numbers only and do not enter commas or decimal places. 

 
Region Percentage 

Western Europe  

Central and Eastern Europe  

North America  

South America  

Central America and the Caribbean  

Russian Federation  

Other CIS  

Advanced Asia (Hong Kong, Japan, Korea, Singapore)  

Developing Asia (excl. India and China)  

India  

China  

Pacific  

Middle East and North Africa  

Sub-Saharan Africa  

Total = 100%  

 
                   
 
Q4(ii) Please provide the percentage break down of the total estimated value of proposed trade 

finance transactions your bank received in 2016 by each client type? Please ensure your 
entries add to 100. 
Please enter whole numbers only and do not enter commas or decimal places. 

   
Client Type Percentage 

Multinational and large corporate  

Middle Market/mid-Cap   

Micro and SME  

Total = 100%  

 
 
 
Q4(iii) Please provide the percentage break down of the total estimated value of proposed trade 

finance transactions your bank received in 2016 by the type of transaction undertaken? 
Please ensure your entries add to 100. 
Please enter whole numbers only and do not enter commas or decimal places. 

 
Transaction Type Percentage 

Commercial Letters of Credit  

Guarantees  

Standby Letters of Credit  

Collections  

Supply Chain Finance  

Total = 100%  
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Q5 Of the total value of proposed trade finance transactions in your bank received in 2016, 
what was the total value rejected? 
 
Note: The term trade finance transactions processed refers to received requests for trade 
finance processed by your trade finance department which were approved or declined. 
 
Please enter numbers only and do not enter commas or decimal places.  If you are unsure 
please provide a best estimate. 

 USD  

 
 
Q6(i) What proportion of the value of trade finance transactions proposed to your bank in 2016, 

did you reject in each of the following regions? 
Please complete the table below by entering the percentage in the boxes provided. Please 
enter whole numbers only and do not enter commas or decimal places. 

 
   

By Region  
(based on response from previous 
question if region greater than zero) 

% Rejected % Approved TOTAL 

    

    

    

    

Total = 100%   100% 

 
 

Q6(ii) What proportion of the value of trade finance transactions proposed to your bank in    
2016, did you reject by client type? 
Please complete the table below by entering the percentage in the boxes provided. Please 
enter whole numbers only and do not enter commas or decimal places. 

 
 

By Client type 
(based on response from previous 
question if client type greater than 
zero) 

% Rejected % Approved TOTAL 

    

    

    

    

Total = 100%   100% 

 
Q6(iii) What proportion of the value of trade finance transactions proposed to your bank in 2016, 

did you reject by type of transaction? 
Please complete the table below by entering the percentage in the boxes provided. Please 
enter whole numbers only and do not enter commas or decimal places. 

 
By Transaction type  
(based on response from previous 
question if transaction type greater 
than zero) 

% Rejected % Approved TOTAL 

    

    

    

    

Total = 100%   100% 

 



 

4 
 

Q7 Of the total trade finance transactions rejected in 2016, what proportion was rejected for 
the following reasons? Please ensure your entries total to 100. 
Please complete the table below by entering the percentage in the boxes provided. Please 
enter whole numbers only and do not enter commas or decimal places. 

 
 

Rejected applications Percentage 

Were completely unsuitable for finance due to low quality of the 
applications 

 

Were rejected due to KYC concerns  

Could have been financed with additional collateral or clearer financial 
requirements  

 

Were suitable, but profits were too low  

Other (please specify)  

Please enter numerical values which add up to 100% for each category 
set 

100% 

 
 

 
Q8 In 2016, how did your bank’s trade lines compare to 2015 for each of the following client 

types?  
Please select one only in each row 

 
 

 Significantly 
decreased 

1 

Slightly 
decreased 

2 

No 
change 

3 

Slightly 
increased 

4 

Significantly 
increased 

5 

Financial institution      

Multinational and 
large corporate 

     

Middle Market/mid-
Cap  

     

Micro and SME      

 
 

 
Q9 Have your 2016 bank’s trade finance revenues increased, decreased or remained the 

same when compared to 2015 
Please select one only 

 Increased  

 No change  

 Decreased  

 
 
Q10 What do you consider to be the most important single area of development and strategic 

focus for the Trade & Finance industry over the next 12 months? 
Please select one only 

 Product development – Supply Chain Finance  

 Product development – traditional trade  

 Change in geographic coverage  

 Technology – FinTech or Platform development  

 Technology – digitisation  

 
Other (please specify) 
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Q11 Please indicate which of the following aspects, if any, are expected to adversely impact 
your business in the short term by selecting the relevant aspects below. 
Please select the aspects in order of the impact you expect they will have on your 
business, with number 1 being the aspect with greatest potential. 

 
 

Rank  

Increasing protectionist and trade-restrictive measures  

Shifting trade flows and corridors  

Volatile commodity markets  

Competition and disruption from FinTechs and Non-Banks  

Increasing regulation  

Compliance requirements  

Capital constraints  

Other (please specify)  

 
Q12 Please rank the following client segments in order of priority to your bank, by selecting the 

relevant aspects below. 
Please select the segments in order of priority to your bank by clicking on each relevant 
aspect, with 1 being the aspect with the greatest priority for your bank.. 

 
 

 
Rank  

Financial institution  

Multinational and large corporate  

Middle market/mid-Cap  

Micro, small and medium-sized companies (SMEs)  

 
 
 
Q13 Of the following options, where do you see the greatest potential for growth and evolution in 

the financing of international trade?  
Please select one only 

 Supply Chain Finance  

 Financing new sectors  

 Evolutionary technology, such as digital trade and online trade platforms  

 Transformational technology, such as Digital Ledgers  

 New alliances between banks and FinTechs  

 Attraction of non-bank capital to create additional trade financing/SCF capacity  

 None of the above   
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Q14 Please select the 5 top industry sectors receiving trade finance from your bank in 2016.  
Please rank up to five industries only by selecting each industry sector, with 1 being the 
industry receiving most trade finance from your bank. 

 Agricultural products  

 Automotive products  

 Chemicals  

 Clothing  

 EDP and office equipment  

 Fish  

 Food  

 Fuels  

 Integrated circuits  

 Iron and steel  

 Machinery and transport equipment  

 Manufactures  

 Non-electrical machinery  

 Non-ferrous metals  

 Office and telecom equipment  

 Ores and other minerals  

 Personal and household goods  

 Pharmaceuticals  

 Power generating machinery  

 Raw materials  

 Scientific and controlling instruments  

 Telecommunications equipment  

 Textiles  

 Total fuels and mining products  

 Transport equipment  

 
 

 



  

 

Section 2: Business Development and Sales 
The questions in this section are most applicable for Head of Sales.  Please consult 
as appropriate. 
 
Q15 During 2016, what service did your clients request most often? 

Please select one only 

 Higher credit limits  

 Greater risk appetite and market coverage  

 Increased transactional efficiency  

  Digitised channels to access trade financing solutions  

 Solutions across the trade transaction cycle  

 Cash flow and working capital solutions  

 Favourable pricing  

 Other (please specify)  

 
 
Q16a   Which of the following best describes the technical competency and capacity in trade sales 

within your bank for 2017  
Please select one only 

 Capacity and skills are more than sufficient to meet expected need   

 Capacity and skills meet expected need  

 Capacity and skills are insufficient to meet expected need  

 
Note: Q16b ONLY ASKED TO THOSE WHO SAY OPTION 3 AT Q16A) 

 
Q16b How does your bank propose to address your shortage in capacity and skills in trade sales? 

Please select one only 

 Recruitment   

 Automating solutions and sales for certain types of business  

 Training and development  

 
Other (please specify) 

  

 
 
 
Q17 What potential is there for digital channels to materially impact your sales volume?  

Please select one only 

 Little to no potential   

 Some potential   

 Significant potential   

 Transformational potential   

 Unsure  

 
 



  

 

Section 3. Product Development and Management 
The questions in this section are most applicable for Head of Product.  Please consult 
as appropriate.  For Response by Head of Product 

 
Q18 Which of the following statements best describes how you perceive the continued relevance 

of traditional trade finance in the context of banking?  
Please select one only 
 
Note: Traditional Trade finance operations refer to your banks’ international business 
transactions, including Commercial L/Cs, Guarantees, Stand-by L/Cs, Collections, 
processed by your trade finance department, to include selling, processing and delivery of 
TF products and solutions, with the exception of Supply Chain Finance.   
 

 Traditional trade finance will reduce year over year  

 Traditional trade finance will remain relevant but show static growth  

 Traditional trade finance will remain relevant and will show growth  

 
 
Q19 Which of the following best describes the position of Supply Chain Finance in your bank at 

this time? 
Please select one only 

 High priority and significant growth  

 Limited focus  

 Under analysis and consideration  

 Opportunistic focus only  

 Not a matter of priority at this time  

 Unclear as SCF is housed outside of the trade business  

 
 

Q20 The following image shows the 'Standard definitions for techniques of Supply Chain 
Finance' document by the ICC in partnership with BAFT, EBA, ITFA and FCI.  
 

 
 
Please indicate which of the following statements best applies to your bank 
Please select one only 

 My bank is not familiar with the suggested terminology to date  

 
My bank applies the suggested terminology partially and is using, in practice, some of 

the language proposed  

 
My bank applies the suggested terminology widely and is applying most of this 

language  

For more information or if you would like to access the ‘Standard definitions for techniques of Supply 
Chain Finance’ document in full please click here 

https://cdn.iccwbo.org/content/uploads/sites/3/2017/01/ICC-Standard-Definitions-for-Techniques-of-Supply-Chain-Finance-Global-SCF-Forum-2016.pdf
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Q21 Thinking about supply chain finance techniques, please select the three techniques most 

used by your bank in 2016.  
Please select up to three only 

 

Receivables discounting (Receivables Discounting is a form of Receivables Purchase, 
flexibly applied, in which sellers of goods and services sell individual or multiple 
receivables (represented by outstanding invoices to a finance provider at a discount.) 
 

 

 

Forfaiting (Forfaiting is a form of Receivables Purchase, consisting of the without 
recourse purchase of future payment obligations represented by financial instruments or 
payment obligations (normally in negotiable or transferable form), at a discount or at 
face value in return for a financing charge.) 
 

 

 

Factoring and its variations (Factoring is a form of Receivables Purchase, in which 
sellers of goods and services sell their receivables (represented by outstanding 
invoices) at a discount to a finance provider (commonly known as the ‘factor’). A key 
differentiator of Factoring is that typically the finance provider becomes responsible for 
managing the debtor portfolio and collecting the payment of the underlying receivables.) 

 

 

 

Payables Finance (Payables Finance is provided through a buyer-led programme within 
which sellers in the buyer’s supply chain are able to access finance by means of 
Receivables Purchase. The technique provides a seller of goods or services with the 
option of receiving the discounted value of receivables (represented by outstanding 
invoices) prior to their actual due date and typically at a financing cost aligned with the 
credit risk of the buyer. The payable continues to be due by the Buyer until its due date.) 
 

 

 

Loan or Advance against Receivables (Loan or Advance against Receivables is 
financing made available to a party involved in a supply chain on the expectation of 
repayment from funds generated from current or future trade receivables and is usually 
made against the security of such receivables, but may be unsecured.) 
 

 

 

Distributor Finance (Distributor Finance is financing for a distributor of a large 
manufacturer to cover the holding of goods for re-sale and to bridge the liquidity gap 
until the receipt of funds from receivables following the sale of goods to a retailer or end-
customer.) 
 

 

 

Loan or Advance against Inventory (Loan or Advance against Inventory is financing 
provided to a buyer or seller involved in a supply chain for the holding or warehousing of 
goods (either pre-sold, un-sold, or hedged) and over which the finance provider usually 
takes a security interest or assignment of rights and exercises a measure of control.) 
 

 

 

Pre-shipment Finance (Pre-shipment Finance is a loan provided by a finance provider to 
a seller of goods and/or services for the sourcing, manufacture or conversion of raw 
materials or semi-finished goods into finished goods and/or services, which are then 
delivered to a buyer. A purchase order from an acceptable buyer, or a documentary or 
standby letter of credit or a Bank Payment Obligation, issued on behalf of the buyer, in 
favour of the seller is often a key ingredient in motivating the finance, in addition to the 
ability of the seller to perform under the contract with the buyer.) 

 

 
Other 1 (please specify) 

  

 
Other 2 (please specify) 

  

 
Other 3 (please specify) 
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Q22 What trends have you observed in your customers’ use of third-party platforms in 2016?  
Please select one only 

 Significant decrease  

 Slight decrease  

 No change  

 Slight increase  

 Significant increase  

 Don’t know / Not sure  

 

Q23 Which of the following statements best represents your view on the progress related to the 
digitisation of trade finance?  
Please select one only 

 Digitisation is showing momentum and uptake in the market  

 Significant interest is evident, but only limited progress is evident to date  

 Technology is ahead of business and implementation  

 
Regulatory barriers are slowing product design and development in digital trade and 

trade finance  

 
The development of digital trade finance models will stay focused on traditional 

products  

 The growth in digital trade finance will come from SCF and FinTech  

 None of the above  

 

Q24 In which of the following regions do you expect truly commercialised industrialised digital 
trade flows to first occur? 
Please select one only 
 

Western Europe  

Central and Eastern Europe  

North America  

South America  

Central America and the Caribbean  

Russian Federation  

Other CIS countries (Armenia, Azerbaijan, Belarus, Georgia, Kazakhstan, Kyrgyzstan, Moldova, 
Russia, Tajikistan, Turkmenistan, Ukraine, and Uzbekistan’)   

Advanced Asia (Hong Kong, Japan, Korea, Singapore)  

Developing Asia (excl. India and China)  

India  

China  

Pacific (Australia, New Zealand and other Pacific Islands)  

Middle East and North Africa  

Sub-Saharan Africa  
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Q25 In which of the following industries do you expect truly commercialised industrialised 
digital trade flows to first occur? 
Please select one only 

                  
Agricultural products  

Automotive products  

Chemicals  

Clothing  

EDP and office equipment  

Fish  

Food  

Fuels  

Integrated circuits  

Iron and steel  

Machinery and transport equipment  

Manufactures  

Non-electrical machinery  

Non-ferrous metals  

Office and telecom equipment  

Ores and other minerals  

Personal and household goods  

Pharmaceuticals  

Power generating machinery  

Raw materials  

Scientific and controlling instruments  

Telecommunications equipment  

Textiles  

Total fuels and mining products  

Transport equipment  

 
 
Q26 In your opinion how many years is the industry from having 60% or more of all trade flow 

processes digitised? 
Please select one only 

 Less than 10 years  

 10-25 years  

 26-50 years  

 Over 50 years  

 
 



  

 

Section 4. Operations 
The questions in this section are most applicable for response by Head of Trade 
Operations.  Please consult as appropriate. 

 
Q27 Please indicate how your global trade finance operations are configured today? 

Please select all that apply 

 Traditional trade processing only, by product or transaction type  

 Traditional trade processing only, by customer group  

 Traditional trade and supply chain finance or variations of that  

 Partly outsourced  

 Integrated with cash management or other transaction banking operations  

 Other (Please specify)  

 
 

Q28 In your opinion, what is the single biggest challenge faced by trade finance operations units 
today?  
Please select one only 

 A reduction in the global pool of senior technical specialists in trade operations  

 Limitations posed by traditional technologies  

 Narrow use of operations’ expertise in the broader trade business  

 Limited opportunity for training and development  

 Cost control pressures  

 Productivity management  

 Other (please specify)  

 
 

Q29 Thinking of your bank’s current performance in terms of operational risk and error rates, how 
does this compare to last year?  
Please select one only 

 Significantly improved performance  

 Marginally improved performance  

 The same level of performance  

 Slightly reduced  performance  

 Significantly reduced performance   

 Unclear  
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Q30 What trends has your trade finance department experienced regarding each of the 
following areas during 2016?  
Please select one only in each row 

 
 Significant 

decrease 
1 

Slight 
decrease 

2 

No 
change  

3 

Slight 
increase 

4 

Significant 
increase 

5 

Don’t 
know/

Not 
sure 

Refusal rate, in 
percentage terms, for 
first presentation of 
documents under 
Documentary Credits 

      

Questionable/spurious 
discrepancies raised 
under Documentary 
Credit presentations 

      

Claims made under 
guarantees and 
Standby Letters of 
Credit 

      

Number of court 
injunctions seeking to 
prevent payment under 
Commercial Letters of 
Credit, Standby Letters 
of Credit and 
guarantees 

      

 
 
 
 
 
 



  

 

Section 5: Trade Finance Gaps 
The questions in this section are most applicable for response by Executive 
Management.  Please consult as appropriate. 
 
Q31 In your opinion, do you believe there is a shortage in servicing the trade finance needs of 

the global market?  
Please select one only 

 Yes   

 No  

 
 
Q32 To what extent do you agree or disagree that the following could be potential barriers to 

financial institutions servicing the trade finance needs of the global market?  
Please select one only in each row 

 
 

 Strongly agree              Strongly disagree                                                                                
 

Don’t 
know/
Not 
sure 
 

5 4 3 2 1 97 

AML/KYC requirements        

Basel regulatory requirements        

Low country credit ratings        

Issuing bank’s low credit ratings       

Previous dispute or unsatisfactory 
performance of issuing banks 

      

Constraints on the bank’s capital       

Lack of dollar liquidity       

High transaction costs or low fee 
income 

      

Low company/obligor credit rating       

Insufficient collateral from 
company 

      

Lack of familiarity with products 
by the bank’s staff 

      

More strict foreign exchange 
control policy 

      

 
 
Note: Q33 ONLY ASKED TO THOSE WHO SAID ‘YES’ AT Q 31 

 
Q33 To what extent do you agree or disagree that trade protectionism could widen the trade 

finance gap, further?  
Please select one only 

 
 

Strongly agree                                                       Strongly disagree                                                                                             Don’t know/Not 
sure 

5 4 3 2 1 97 
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Q34 To what extent do you agree or disagree that trade finance programs of Multilateral 

Development Banks and Export Credit Agencies help in fulfilling demand for trade finance 
in the following regions?  
Please select one only in each row 

 
 

Regions Strongly agree           Strongly disagree                                                                                                                                                    Don’t 
know/
Not 
sure 

5 4 3 2 1 97 

North America       

Latin America and the Caribbean       

Europe       

Middle East and North Africa       

Central Asia       

East Asia       

Southeast Asia       

South Asia       

Pacific       

 
 
 
Q35 To what extent would you agree or disagree that financial technology will impact your 

bank’s ability to do more transactions through … 
 Please select one only in each row 

 
 

 Strongly agree             Strongly disagree                                                                                                                                                    Don’t 
know/Not 
sure 

5 4 3 2 1 97 

Enhancing ability to assess risk of small 
clients  

      

Reducing costs of due diligence        

Facilitating KYC checks        

Other (please specify)       

 
 
 
Q36 What do you anticipate would be the most significant benefit of greater integration and 

harmonization of rules, standards, regulations and policies in Trade Finance?  
Please select one only 

 Reduce trade finance gaps  

 Boost economic growth  

 Encourage financial inclusion  

                                            Ability to promote digitisation across the value chain  

 
Other, (please specify) 

  

 
 


