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Good afternoon,
please test your mic and chatroom

and confirm that you can see and hear me clearly

Thomas Poh
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Disclaimer

The structures, transactionsand illustrations used in this presentation, is prepared for the

purposeof facilitated training only. Opinionsexpressedin this presentationare solelyǘǊŀƛƴŜǊΩǎ

own. For the purposeof this training, the trainer doesnot representtheǘǊŀƛƴŜǊΩǎpast,present

or future employer(s)and/or institutions that he/she belongsto. Suchopinionsshall not be

taken as financialadviceby his/her employeror trainees,nor doesit take in accountparticular

investmentobjectives,financialsituations,or needsof anyindividuals.

The information provided is believed to be correct, current or applicable at the time of

compilation. The trainer shall not be responsibleor liable for any lossor damagewhatsoever

that may be causedby or suffered by you as a result of relianceon any statement, error or

omissioncontainedin this document. Pleaseseekinternal approvalor professionalassistanceon

its application,whereappropriate.

Youshall not reproduce,store in a retrieval system,or transmit this document, in whole or in

part, in any form, or by any means,electronic,optical, photocopying,recordingor otherwise,

without the prior permissionof the trainer. Youshallnot modify, remove,delete,augment,add

to, publish,transmit,sell,resell,license,createderivativeworksfrom, or in anywayexploitanyof

the document,in whole or in part, in print or electronicform, and you shall not aid or permit

othersto do so.
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Review Module 1 & 2 - Learning Objectives 

1. Understand the 3 aspects of trading 

2. Distinguish the different approaches to forming a 
market view for trading

3. Learn the types of trading strategies

4. Know the key components of trading strategies

5. Identify characteristics that makes a good trader

6. Gain an overview of trading within a bank

7. Understand the role and responsibilities of a market 
maker

Module 1 & 2 - Section 8
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Review ςModule 1

Module 1 & 2 - Section 7
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Review ςModule 2

Module 1 & 2 - Section 7
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Review ςModule 2

Discipline Patience Edge

Reflection Resilience Money Management

Module 1 & 2 - Section 5
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Review ςModule 2

Risk Taker / 
Risk Manager

Client 
Intermediary

Functional 
Coordinator

Franchise 
Owner

What is a Good 
Trader in a Bank?

Module 1 & 2 - Section 7
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Market Making ςWhat Makes a Good Price?

ÅCorrect

ÅCompetitive 

ÅReflects market conditions

ÅReflects your view

ÅConsistent 

ÅIn line with client strategy

ÅPrompt

Module 1 & 2 - Section 7

Review ςModule 2
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Reflection action points ςto be discussed during next the session 

1. From your past experience, pick one incident where a trade 
strategy component was not planned or executed properly, 
resulting in a poor performance of the trade.  It can be from 
a trader, sales or even personal investment perspective
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Review ςModule 2

Corporate tax repayment & 
reduction in Fed balance/bank 
reserves caused a massive 
spike in overnight repo lending 
rate

US Funding squeeze 17Sep19
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Review ςModule 2

Fed inject USD75bio consecutively for 2 days

US Funding squeeze 17Sep19



Copyright © Financial Markets Association of Singapore. All rights reserved 14

Review ςModule 2

What index is a better reflection 
of actual repo funding rate?
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Review ςModule 2

What index is a better reflection 
of actual repo funding rate?
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Review ςModule 2

Choose the right 
product to hedge!
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Review ςModule 2

Entered a Long Bond Futures @ 
127-25 on Breakout

Stopped out of Long Bond Futures @ 127-09

Market 
eventually broke 
much higher but 
positions already 
stopped out L
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Review ςModule 2

Enter a Long Bond Options 
Deep OTM Call Option, 
K=129.50 (TYU9C 129.50) 
instead @ 7 ticks
(When TYU9 Futures = 127-
25)

Participate fully in 
the big bond rally 
TYU9C 129.50 = 42
7 : 42 Payoff
(6 times)
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Review ςModule 2
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Reflection action points ςto be discussed during next the session 

1. From your past experience, pick one incident where a trade 
strategy component was not planned or executed properly, 
resulting in a poor performance of the trade.  It can be from 
a trader, sales or even personal investment perspective

2. From your perspective, what is the most important 
characteristicwhen you assess or hire a trader? Why?
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Reflection action points ςto be discussed during next the session 

1. From your past experience, pick one incident where a trade 
strategy component was not planned or executed properly, 
resulting in a poor performance of the trade.  It can be from 
a trader, sales or even personal investment perspective

2. From your perspective, what is the most important 
characteristicwhen you assess or hire a trader? Why?

3. Within your own setup, reflect on how trading can play a 
bigger partto contribute to the business.  Why and what are 
the constraints faced by your traders currently?  How can 
you help in your current role in this process?
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Course Overview ς6 Modules

Treasury & Markets Trader and Sales Foundation Course

Part 1 - Trading & Market Making (M1 & 2)

Part 2 - Selling of Treasury Products (M3 & 4)

Part 3 - Risk Management (M5)

Part 4 - Operational Control and Support to Trading & Sales (M6)
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Module 3 - Learning Objectives 

1. Understand the role of a Treasury Sales person

2. [ŜŀǊƴ Ƙƻǿ ǘƻ ƳŀƴŀƎŜ ǘƘŜ ŎƭƛŜƴǘǎΩ ǘƘƻǳƎƘǘ ǇǊƻŎŜǎǎ

3. [ŜŀǊƴ Ƙƻǿ ǘƻ ŘŜŜǇ ŘƛǾŜ ƛƴǘƻ ŀ ŎƭƛŜƴǘΩǎ ŀŎŎƻǳƴǘ
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Module 3 & 4 - Section 1

Role of a Treasury Sales Person
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Sales within a Commercial Bank

C
o
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try T

re
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rs
Global 

Markets

Equities

Cash

Derivatives

FICC

FX

Rates

Commodities

Credit

Treasury Origination Sales

Asia

Europe

US

Business 
Management

Module 3 & 4 - Section 1
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What is a Treasury Sales Person?

Module 3 & 4 - Section 1

Phone Jockey?

Parrot?
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What is a Treasury Sales Person?

Module 3 & 4 - Section 1

Am I just a relationship manager?

What kind of relationship should 
we aim for?



Copyright © Financial Markets Association of Singapore. All rights reserved 30

What is a Treasury Sales Person?

Module 3 & 4 - Section 1

How can we go beyond giving 
transactional services?
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Treasury Solutions

Liability Management
(Risk / Cost Management)

Asset Management
(Yield Enhancement)

31

What is a Treasury Sales Person?

Module 3 & 4 - Section 1

A
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Foreign Exchange

Interest Rates 
Derivatives

Fixed Income

Money Market

Credit

Commodities

Equities
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Client

Å Business Needs

Å Mandate

Å Time Horizon

Å Product Understanding

Å Risk Profile Assessment
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Treasury Solutions

Liability Management
(Risk / Cost Reduction)

Asset Management
(Yield Enhancement)

32

What is a Treasury Sales Person?

Module 3 & 4 - Section 1
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Module 3 & 4 - Section 2

Know Your Client (KYC)
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Type of Clients

Module 3 & 4 - Section  2

T
yp

e
s 

o
f 
C

lie
n
ts

Institutional

Asset Managers & Insurance

Sovereign Wealth Funds (SWF) & Central Banks

Hedge Funds

Other Banks

Corporates

Large Corps

Commercial Banking (SME)

Business Banking

Retail

Private Banking

Mass Affluent

Mass Market
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Type of Clients

Module 3 & 4 - Section  2

One Size Does Not Suit All !
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Do your KYC !

Module 3 & 4 - Section  2

We need to know what their 
mandates & risk profile before 

selling!
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Client Mandates - Examples

9ȄǘǊŀŎǘ ŦǊƻƳ bƻǊǿŀȅΩǎ {²C Ǌƛǎƪ ƳŀƴŀƎŜƳŜƴǘ ŦǊŀƳŜǿƻǊƪ

Module 3 & 4 - Section  2
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Client Mandates - Examples

9ȄǘǊŀŎǘ ŦǊƻƳ aƛƭƭŜƴƴƛǳƳΩǎ IŜŘƎŜ CǳƴŘΩǎ LƴǾŜǎǘƳŜƴǘ ŀǇǇǊƻŀŎƘ

Module 3 & 4 - Section  2
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Client Mandates - Examples

Module 3 & 4 - Section  2
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Client Mandates - Examples

Module 3 & 4 - Section  2
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Client Mandates - Examples

Module 3 & 4 - Section  2

Source : Bloomberg News



Copyright © Financial Markets Association of Singapore. All rights reserved 42

Client Mandates - Examples

Module 3 & 4 - Section  2

Source : FT
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How Clients see us

Module 3 & 4 - Section  2

ClientBank A

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian



Copyright © Financial Markets Association of Singapore. All rights reserved 44

How Clients see us

Module 3 & 4 - Section  2

Client

Bank A

Bank B

Bank C

Bank D

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian
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How Clients Manage Relationships with Banks

Module 3 & 4 - Section  2

ÅClients ranks banks 
based on our ability 
to serve these needs

ÅTransactions 
awarded follow 80 -
20 rule

ÅUsually seek 2-3 
banks for 
transparency / 
competition 
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How should we manage this reality?

Module 3 & 4 - Section  2

Å High operational costs
Å Not every bank has this facility

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian

Å High capital costs
Å Scarce resource

Å Potential high risk 
Å Restricted markets open to only 

certain banks

Å Research and market colour
Å Coverage varies across banks 

Å Expertise varies across banks

Challenges
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How should we manage this reality?

Module 3 & 4 - Section  2
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How should we manage this reality?

Module 3 & 4 - Section  2
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How should we manage this reality?

Module 3 & 4 - Section  2

Å Door opener ςas custodian, you see 
the flows

Å Path of least resistance for clients to 
deal with custodian bank

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian

Å Avoid competing on price
Å When market access becomes a 

valuable asset ςcharge for it 

Å Know your in-house research
Å 5ƛǎǘǊƛōǳǘŜ ŀŎŎƻǊŘƛƴƎ ǘƻ ŎƭƛŜƴǘΩǎ ƴŜŜŘǎ
Å Work with traders to provide updated 

market colour

Å Your ability to tailor to client needs 
gives you pricing power

Å Nevergive balance sheet away without 
cross selling 

Strategy

What is our edge?
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Recap ςKnow Your Client (KYC)

Module 3 & 4 - Section  2
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Module 3 & 4 - Section 3

Client Account Deep Diving 
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Focus on Corporates

Module 3 & 4 - Section  3

T
yp

e
s 

o
f 
C

lie
n
ts

Institutional

Asset Managers & Insurance

Sovereign Wealth Funds (SWF) & Central Banks

Hedge Funds

Other Banks

Corporates

Large Corps

Commercial Banking (SME)

Business Banking

Retail

Private Banking

Mass Affluent

Mass Market
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Formulating the Strategy

Module 3 & 4 - Section  3

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

пύ /ƭƛŜƴǘΩǎ aŀǊƪŜǘ 
View

рύ /ƭƛŜƴǘΩǎ hōƧŜŎǘƛǾŜǎ κ 
Mandate

6) External Market 
View

тύ .ŀƴƪΩǎ aŀǊƪŜǘ ±ƛŜǿ

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients
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Deep Diving a Corporate Account

Module 3 & 4 - Section  3

Treasury Solutions

Liability Management
(Risk / Cost Management)

Asset Management
(Yield Enhancement)

A
ss

e
t 
C

la
ss

Foreign Exchange

Interest Rates 
Derivatives

Fixed Income

Money Market

Credit

Commodities

Equities

S
tr

u
ct

u
re

d
 P

ro
d

u
ct

s

Balance Sheet

Operating Cycle
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The Corporate Operating Cycle

Module 3 & 4 - Section  3

Cash

Payables

InventorySales

Receivables Corporate
Operating Cycle

Buy Resources

Store Resources
Sell Goods

Manufacture Goods

Await Payment
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Selling Opportunities within the Corporate Operating Cycle

Module 3 & 4 - Section  3

Commodity price risk

Å Excess cash 
balances

Å Deposits
ÅWorking 

Capital

ÅSalary / payroll
ÅTax
ÅLeases, Utilities
ÅImport LC

Å Credit terms mismatch
Å Receivable / Payable currency mismatch

ÅExport LC

ÅHow is client 
funding the 
purchases?

ÅWhat currency 
are the 
purchases made 
in?

ÅHow is the 
client 
funding his 
operations?ÅWhat 

currencies are 
the sales in?

ÅWhat happens 
to the cash 
balances?

Å Any repatriation of 
profits/dividends 
expected?
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Selling Opportunities within the Corporate Balance Sheet

Module 3 & 4 - Section  3

Returns on Liquid Assets
Å Excess cash balances

Interest Rate Risk
Å Outstanding long 

term loans

FX Risk arising from 
Å Transactional risk 
Å Translation risks
Å Capital hedge
Å Dividend repayments

Funding Requirements 
Å Obligation maturity 

schedules
Å Bond Issuance
Å Revolving credit

Hedge Accounting
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Identifying FX selling opportunities

Module 3 & 4 - Section  3

Where to look:
ÅCash
ÅReceivables / Payables
ÅDividends repatriations
ÅCapital hedges
ÅCross border activities
ÅM & A activities

What to look for:
Currency Mismatches in 
Å Asset vs Liability 
Å Revenue  vs Expense
Å Revenue vs Liability
Å Revenue vs Equity
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Identifying Interest Rate selling opportunities

Module 3 & 4 - Section  3

Where to look:
ÅOutstanding LCY loans
ÅOutstanding LCY bonds
ÅForeign currency loans
ÅExport bills

What to look for:
Mismatches in 
Å Asset vs liability Interest 

payments  
Å Revenue  vs interest 

expense
Å Liability maturity 

Schedule
Å Floating rate 

benchmarks
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Identifying Yield Enhancement selling opportunities

Module 3 & 4 - Section  3

Where to look:
ÅExcess cash balances 

(CASA)
ÅDeposits
ÅShort term investments 

holdings
ÅLiabilities / receivables 

profile

What to look for:
Å Average CASA balances 
Å Cash-flow patterns
Å Days sales outstanding
Å Days payable 

outstanding
Å Cash flow requirement 

profile
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Typical Questions to Ask ςFX & Interest Rates Exposures

Module 3 & 4 - Section  3

FX exposures InterestRates exposures

Risk profile / 
risk 
management

ÅWhat is your risk management approach and appetite?
ÅDo you have a risk management policy?
ÅDo you hedge your risks (FX, I/R, Commodity) ?

ÅDo you have a balanced hedging strategy 
between FX, spot and options?

ÅDo you actively alter your debt maturity profile in line 
with interest rates views?

ÅHow do you manage your interest rate risks?

FX exposures InterestRates exposures

Risk profile / 
risk 
management

ÅWhat is your risk management approach and appetite?
ÅDo you have a risk management policy?
ÅDo you hedge your risks (FX, I/R, Commodity) ?

ÅDo you have a balanced hedging strategy 
between FX, spot and options?

ÅDo you actively alter your debt maturity profile in line 
with interest rates views?

ÅHow do you manage your interest rate risks?

Market views ÅOn a scale of 1-10, how concern are you about 
FX volatility?

ÅWhat is you view on IR movement?

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

ÅWhat is your risk management approach and appetite?
ÅDo you have a risk management policy?
ÅDo you hedge your risks (FX, I/R, Commodity) ?

ÅDo you have a balanced hedging strategy 
between FX, spot and options?

ÅDo you actively alter your debt maturity profile in line 
with interest rates views?

ÅHow do you manage your interest rate risks?

Market views ÅOn a scale of 1-10, how concern are you about 
FX volatility?

ÅWhat is you view on IR movement?

Current 
exposures

ÅWhat riskskeep you awake at night?

ÅDo you pay in foreign currency?
ÅDo you receive in foreign currency?
ÅDo you deal with commodities?
ÅDo you receive upfront amounts in cash?

ÅWhat are your methods of borrowing?
ÅDo you have access to debt markets (FRNs, MTNs)?
ÅAre your loans on floating or fixed rates?
ÅDo you have foreign currency loans?

FX exposures InterestRates exposures

Risk profile / 
risk 
management

ÅWhat is your risk management approach and appetite?
ÅDo you have a risk management policy?
ÅDo you hedge your risks (FX, I/R, Commodity) ?

ÅDo you have a balanced hedging strategy 
between FX, spot and options?

ÅDo you actively alter your debt maturity profile in line 
with interest rates views?

ÅHow do you manage your interest rate risks?

Market views ÅOn a scale of 1-10, how concern are you about 
FX volatility?

ÅWhat is you view on IR movement?

Current 
exposures

ÅWhat riskskeep you awake at night?

ÅDo you pay in foreign currency?
ÅDo you receive in foreign currency?
ÅDo you deal with commodities?
ÅDo you receive upfront amounts in cash?

ÅWhat are your methods of borrowing?
ÅDo you have access to debt markets (FRNs, MTNs)?
ÅAre your loans on floating or fixed rates?
ÅDo you have foreign currency loans?

Current 
setup / 
existing deals

ÅWhat deals do you have currently in your books?
ÅDo you use derivativesin your hedging?

ÅWhere do you keep your cash?
ÅWhat instruments do you use to hedge FX?
ÅHow do you repatriateyour dividends?

ÅWhat is your budget/target IR/expense and 
fixed/floating mix?

ÅWhat types of derivatives have you done? How often?

FX exposures InterestRates exposures

Risk profile / 
risk 
management

ÅWhat is your risk management approach and appetite?
ÅDo you have a risk management policy?
ÅDo you hedge your risks (FX, I/R, Commodity) ?

ÅDo you have a balanced hedging strategy 
between FX, spot and options?

ÅDo you actively alter your debt maturity profile in line 
with interest rates views?

ÅHow do you manage your interest rate risks?

Market views ÅOn a scale of 1-10, how concern are you about 
FX volatility?

ÅWhat is you view on IR movement?

Current 
exposures

ÅWhat riskskeep you awake at night?

ÅDo you pay in foreign currency?
ÅDo you receive in foreign currency?
ÅDo you deal with commodities?
ÅDo you receive upfront amounts in cash?

ÅWhat are your methods of borrowing?
ÅDo you have access to debt markets (FRNs, MTNs)?
ÅAre your loans on floating or fixed rates?
ÅDo you have foreign currency loans?

Current 
setup / 
existing deals

ÅWhat deals do you have currently in your books?
ÅDo you use derivativesin your hedging?

ÅWhere do you keep your cash?
ÅWhat instruments do you use to hedge FX?
ÅHow do you repatriateyour dividends?

ÅWhat is your budget/target IR/expense and 
fixed/floating mix?

ÅWhat types of derivatives have you done? How often?

Current 
banking 
partners

ÅWhat is our share of wallet for your trades?
ÅWhich bank do you currently deal with and why?

Futureplans ÅDo you plan to expand into new markets that 
will introduce FX exposures?

ÅDo you have upcomingnew capital requirements?
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Typical Questions to Ask ςYield Enhancement Opportunities

Module 3 & 4 - Section  3

Examplesof questions to askExamplesof questions to ask

ÅWhat is the current idle  cash amount?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

ÅWhat is the tenor of bonds that you are mandated to buy?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

ÅWhat is the tenor of bonds that you are mandated to buy?

ÅWhat areyou currently invested in?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

ÅWhat is the tenor of bonds that you are mandated to buy?

ÅWhat areyou currently invested in?

ÅWhat grade ofbonds are you mandated to invest in?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

ÅWhat is the tenor of bonds that you are mandated to buy?

ÅWhat areyou currently invested in?

ÅWhat grade ofbonds are you mandated to invest in?

Å Must it be principled guaranteed?

Examplesof questions to ask

ÅWhat is the current idle  cash amount?

ÅWhat is the usual CASA float?

Å Dohave regular dividend receipts or inwards profits repatriation expected?

ÅWhat is your investment return hurdle rate?

ÅWhat is the time horizon for investments?

ÅWhat is the tenor of bonds that you are mandated to buy?

ÅWhat areyou currently invested in?

ÅWhat grade ofbonds are you mandated to invest in?

Å Must it be principled guaranteed?

Å Are you mandatedto sell options?
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Example : Matching Opportunities to Exposures for a 
Singapore Timber Import/Export Merchant

Module 3 & 4 - Section  3

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
ÅShips : Bunker fuel, 
ÅTrucks : Dieselfuel
Raw materials 
ÅTimber : Timber prices

Buy 
ÅLumberfutures
ÅHSFO 380 (bunker) swaps
ÅSing Gas Oil (diesel) swaps

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
ÅShips : Bunker fuel, 
ÅTrucks : Dieselfuel
Raw materials 
ÅTimber : Timber prices

Buy 
ÅLumberfutures
ÅHSFO 380 (bunker) swaps
ÅSing Gas Oil (diesel) swaps

What are your long term obligations? ÅSGD floating rate loans
ÅUSD floating rate bonds

ÅPay SGD IRS to lockin interest rate
ÅReceiveUSD/SGD CCS to convert into SGD 

floating risk

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
ÅShips : Bunker fuel, 
ÅTrucks : Dieselfuel
Raw materials 
ÅTimber : Timber prices

Buy 
ÅLumberfutures
ÅHSFO 380 (bunker) swaps
ÅSing Gas Oil (diesel) swaps

What are your long term obligations? ÅSGD floating rate loans
ÅUSD floating rate bonds

ÅPay SGD IRS to lockin interest rate
ÅReceiveUSD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? ÅHighLCs volume > 180 days Cross currency LC discounting

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
ÅShips : Bunker fuel, 
ÅTrucks : Dieselfuel
Raw materials 
ÅTimber : Timber prices

Buy 
ÅLumberfutures
ÅHSFO 380 (bunker) swaps
ÅSing Gas Oil (diesel) swaps

What are your long term obligations? ÅSGD floating rate loans
ÅUSD floating rate bonds

ÅPay SGD IRS to lockin interest rate
ÅReceiveUSD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? ÅHighLCs volume > 180 days Cross currency LC discounting

Do you have warehouses overseas?  
How do you fund theirpurchase/lease?

ÅMix of equity and SGD loan ÅSellSGD buy FCY spot / FX swap for conversion
ÅBuySGD sell FCY forward for existing unhedged 

exposures

Question Possible Answer Potential Opportunities 

What currencies do you makeyour 
purchases in ?

ÅBuy raw timberfrom Indonesia 
denominated in IDR

Sell USD buy IDR 
ÅSpot with onshore 
ÅHedge USD/IDR NDF/NDO offshore

What is the invoicingcurrency for your 
sales?

ÅMainlyin USD SellUSD buy SGD
ÅSpot, forwards, par forwards, FXO

How doyou fund your payables and 
receivables mismatches?

ÅTradefinance, ST revolving 
credit facilities (RCF)

Buy IR caps againstrelevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
ÅShips : Bunker fuel, 
ÅTrucks : Dieselfuel
Raw materials 
ÅTimber : Timber prices

Buy 
ÅLumberfutures
ÅHSFO 380 (bunker) swaps
ÅSing Gas Oil (diesel) swaps

What are your long term obligations? ÅSGD floating rate loans
ÅUSD floating rate bonds

ÅPay SGD IRS to lockin interest rate
ÅReceiveUSD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? ÅHighLCs volume > 180 days Cross currency LC discounting

Do you have warehouses overseas?  
How do you fund theirpurchase/lease?

ÅMix of equity and SGD loan ÅSellSGD buy FCY spot / FX swap for conversion
ÅBuySGD sell FCY forward for existing unhedged 

exposures

Howoften does your overseas offices 
repatriate funds back to Singapore HQ?
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ÅHQ loan repayments

ÅBuySGD Sell FCY spot, forwards, par forwards, 
FXO
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Recap - Formulating the Strategy

Module 3 & 4 - Section  3

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

пύ /ƭƛŜƴǘΩǎ aŀǊƪŜǘ 
View

рύ /ƭƛŜƴǘΩǎ hōƧŜŎǘƛǾŜǎ κ 
Mandate

6) External Market 
View

тύ .ŀƴƪΩǎ aŀǊƪŜǘ ±ƛŜǿ

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients
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Recap - Deep Diving a Corporate Account

Module 3 & 4 - Section  3
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Module 3 & 4 - Section 4

Case Study
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å Yield enhancement products (deferred a/c)
Å Interest rates hedging ςIRS, CCS, I/R caps

Å Yield enhancement products
Å FX hedging (trade debtors)
Å Restructure existing 

derivative hedges

Å Interest rates hedges 
(borrowings)

Å FX hedges (trade creditors & 
amount owed to subsidiaries)
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å FX hedges ςPar forward
Å Commodities hedges ςswaps, 

futures & options (not just 
unhedged amount but also 
MTM of existing hedges)

Å Aircraft lease financing
Å FX hedges

Å Yield enhancement

Å FX hedges
Å FX spot (repatriation)
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å FX hedges
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å Spot FX (repatriation)
Å FX hedges
Å Yield enhancement
Å Asset swaps
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å FX hedges (transactional & 
translational)
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Å Restructuring of existing hedges 
that does not qualify for hedge 
accounting
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Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

Source : CNA


