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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, transactions and illustrations used in this presentation, is prepared for the

purpose of facilitated training only. Opinions expressed in this presentation are solely trainer’s

own. For the purpose of this training, the trainer does not represent the trainer’s past, present

or future employer(s) and/or institutions that he/she belongs to. Such opinions shall not be

taken as financial advice by his/her employer or trainees, nor does it take in account particular

investment objectives, financial situations, or needs of any individuals.

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

compilation. The trainer shall not be responsible or liable for any loss or damage whatsoever

that may be caused by or suffered by you as a result of reliance on any statement, error or

omission contained in this document. Please seek internal approval or professional assistance on

its application, where appropriate.

You shall 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, recording or otherwise,

without the prior permission of the trainer. You shall not modify, remove, delete, augment, add

to, publish, transmit, sell, resell, license, create derivative works from, or in any way exploit any of

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

others to do so.



Copyright © Financial Markets Association of Singapore. All rights reserved 5

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 – Module 1

Module 1 & 2 - Section 7
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Review – Module 2

Module 1 & 2 - Section 7
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Review – Module 2

Discipline Patience Edge

Reflection Resilience Money Management

Module 1 & 2 - Section 5
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Review – Module 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 – What Makes a Good Price?

• Correct

• Competitive 

• Reflects market conditions

• Reflects your view

• Consistent 

• In line with client strategy

• Prompt

Module 1 & 2 - Section 7

Review – Module 2
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Reflection action points – to 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 – Module 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 – Module 2

Fed inject USD75bio consecutively for 2 days

US Funding squeeze 17Sep19
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Review – Module 2

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

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

Choose the right 
product to hedge!
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Review – Module 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 
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Review – Module 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 – Module 2
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Reflection action points – to 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 
characteristic when you assess or hire a trader? Why?
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Reflection action points – to 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 
characteristic when you assess or hire a trader? Why?

3. Within your own setup, reflect on how trading can play a 
bigger part to 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 – 6 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. Learn how to manage the clients’ thought process

3. Learn how to deep dive into a client’s account
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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

u
n

try Treasu
rers

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?
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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
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Client
• Business Needs

• Mandate

• Time Horizon

• Product Understanding

• 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

Ty
p

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

Extract from Norway’s SWF risk management framework

Module 3 & 4 - Section  2
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Client Mandates - Examples

Extract from Millennium’s Hedge Fund’s Investment approach

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
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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
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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

• Clients ranks banks 
based on our ability 
to serve these needs

• Transactions 
awarded follow 80 -
20 rule

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

Module 3 & 4 - Section  2

• High operational costs
• Not every bank has this facility

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian

• High capital costs
• Scarce resource

• Potential high risk 
• Restricted markets open to only 

certain banks

• Research and market colour
• Coverage varies across banks 

• 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

• Door opener – as custodian, you see 
the flows

• 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

• Avoid competing on price
• When market access becomes a 

valuable asset – charge for it 

• Know your in-house research
• Distribute according to client’s needs
• Work with traders to provide updated 

market colour

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

• Never give balance sheet away without 
cross selling 

Strategy

What is our edge?
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Recap – Know 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

Ty
p
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s 
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f 

C
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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

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

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
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t 
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ss

Foreign Exchange

Interest Rates 
Derivatives

Fixed Income

Money Market

Credit

Commodities

Equities

St
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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

• Excess cash 
balances

• Deposits
• Working 

Capital

• Salary / payroll
• Tax
• Leases, Utilities
• Import LC

• Credit terms mismatch
• Receivable / Payable currency mismatch

• Export LC

• How is client 
funding the 
purchases?

• What currency 
are the 
purchases made 
in?

• How is the 
client 
funding his 
operations?• What 

currencies are 
the sales in?

• What happens 
to the cash 
balances?

• 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
• Excess cash balances

Interest Rate Risk
• Outstanding long 

term loans

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

Funding Requirements 
• Obligation maturity 

schedules
• Bond Issuance
• Revolving credit

Hedge Accounting
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Identifying FX selling opportunities

Module 3 & 4 - Section  3

Where to look:
• Cash
• Receivables / Payables
• Dividends repatriations
• Capital hedges
• Cross border activities
• M & A activities

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

Module 3 & 4 - Section  3

Where to look:
• Outstanding LCY loans
• Outstanding LCY bonds
• Foreign currency loans
• Export bills

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

payments  
• Revenue  vs interest 

expense
• Liability maturity 

Schedule
• Floating rate 

benchmarks
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Identifying Yield Enhancement selling opportunities

Module 3 & 4 - Section  3

Where to look:
• Excess cash balances 

(CASA)
• Deposits
• Short term investments 

holdings
• Liabilities / receivables 

profile

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

outstanding
• Cash flow requirement 

profile
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Typical Questions to Ask – FX & Interest Rates Exposures

Module 3 & 4 - Section  3

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

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

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

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

• How do you manage your interest rate risks?

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

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

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

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

• How do you manage your interest rate risks?

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

• What is you view on IR movement?

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

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

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

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

• How do you manage your interest rate risks?

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

• What is you view on IR movement?

Current 
exposures

• What risks keep you awake at night?

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

• What are your methods of borrowing?
• Do you have access to debt markets (FRNs, MTNs)?
• Are your loans on floating or fixed rates?
• Do you have foreign currency loans?

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

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

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

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

• How do you manage your interest rate risks?

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

• What is you view on IR movement?

Current 
exposures

• What risks keep you awake at night?

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

• What are your methods of borrowing?
• Do you have access to debt markets (FRNs, MTNs)?
• Are your loans on floating or fixed rates?
• Do you have foreign currency loans?

Current 
setup / 
existing deals

• What deals do you have currently in your books?
• Do you use derivatives in your hedging?

• Where do you keep your cash?
• What instruments do you use to hedge FX?
• How do you repatriate your dividends?

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

• What types of derivatives have you done? How often?

FX exposures Interest Rates exposures

Risk profile / 
risk 
management

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

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

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

• How do you manage your interest rate risks?

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

• What is you view on IR movement?

Current 
exposures

• What risks keep you awake at night?

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

• What are your methods of borrowing?
• Do you have access to debt markets (FRNs, MTNs)?
• Are your loans on floating or fixed rates?
• Do you have foreign currency loans?

Current 
setup / 
existing deals

• What deals do you have currently in your books?
• Do you use derivatives in your hedging?

• Where do you keep your cash?
• What instruments do you use to hedge FX?
• How do you repatriate your dividends?

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

• What types of derivatives have you done? How often?

Current 
banking 
partners

• What is our share of wallet for your trades?
• Which bank do you currently deal with and why?

Future plans • Do you plan to expand into new markets that 
will introduce FX exposures?

• Do you have upcoming new capital requirements?
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Typical Questions to Ask – Yield Enhancement Opportunities

Module 3 & 4 - Section  3

Examples of questions to askExamples of questions to ask

• What is the current idle  cash amount?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

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

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

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

• What are you currently invested in?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

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

• What are you currently invested in?

• What grade of bonds are you mandated to invest in?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

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

• What are you currently invested in?

• What grade of bonds are you mandated to invest in?

• Must it be principled guaranteed?

Examples of questions to ask

• What is the current idle  cash amount?

• What is the usual CASA float?

• Do have regular dividend receipts or inwards profits repatriation expected?

• What is your investment return hurdle rate?

• What is the time horizon for investments?

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

• What are you currently invested in?

• What grade of bonds are you mandated to invest in?

• Must it be principled guaranteed?

• Are you mandated to 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 make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
• Ships : Bunker fuel, 
• Trucks : Diesel fuel
Raw materials 
• Timber : Timber prices

Buy 
• Lumber futures
• HSFO 380 (bunker) swaps
• Sing Gas Oil (diesel) swaps

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
• Ships : Bunker fuel, 
• Trucks : Diesel fuel
Raw materials 
• Timber : Timber prices

Buy 
• Lumber futures
• HSFO 380 (bunker) swaps
• Sing Gas Oil (diesel) swaps

What are your long term obligations? • SGD floating rate loans
• USD floating rate bonds

• Pay SGD IRS to lock in interest rate
• Receive USD/SGD CCS to convert into SGD 

floating risk

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
• Ships : Bunker fuel, 
• Trucks : Diesel fuel
Raw materials 
• Timber : Timber prices

Buy 
• Lumber futures
• HSFO 380 (bunker) swaps
• Sing Gas Oil (diesel) swaps

What are your long term obligations? • SGD floating rate loans
• USD floating rate bonds

• Pay SGD IRS to lock in interest rate
• Receive USD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? • High LCs volume > 180 days Cross currency LC discounting

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
• Ships : Bunker fuel, 
• Trucks : Diesel fuel
Raw materials 
• Timber : Timber prices

Buy 
• Lumber futures
• HSFO 380 (bunker) swaps
• Sing Gas Oil (diesel) swaps

What are your long term obligations? • SGD floating rate loans
• USD floating rate bonds

• Pay SGD IRS to lock in interest rate
• Receive USD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? • High LCs volume > 180 days Cross currency LC discounting

Do you have warehouses overseas?  
How do you fund their purchase/lease?

• Mix of equity and SGD loan • Sell SGD buy FCY spot / FX swap for conversion
• Buy SGD sell FCY forward for existing unhedged 

exposures

Question Possible Answer Potential Opportunities 

What currencies do you make your 
purchases in ?

• Buy raw timber from Indonesia 
denominated in IDR

Sell USD buy IDR 
• Spot with onshore 
• Hedge USD/IDR NDF/NDO offshore

What is the invoicing currency for your 
sales?

• Mainly in USD Sell USD buy SGD
• Spot, forwards, par forwards, FXO

How do you fund your payables and 
receivables mismatches?

• Trade finance, ST revolving 
credit facilities (RCF)

Buy IR caps against relevant floating benchmarks

Where in your business is exposed to 
commodity price risk?

Transport 
• Ships : Bunker fuel, 
• Trucks : Diesel fuel
Raw materials 
• Timber : Timber prices

Buy 
• Lumber futures
• HSFO 380 (bunker) swaps
• Sing Gas Oil (diesel) swaps

What are your long term obligations? • SGD floating rate loans
• USD floating rate bonds

• Pay SGD IRS to lock in interest rate
• Receive USD/SGD CCS to convert into SGD 

floating risk

Do you have LC discounting? • High LCs volume > 180 days Cross currency LC discounting

Do you have warehouses overseas?  
How do you fund their purchase/lease?

• Mix of equity and SGD loan • Sell SGD buy FCY spot / FX swap for conversion
• Buy SGD sell FCY forward for existing unhedged 

exposures

How often does your overseas offices 
repatriate funds back to Singapore HQ?

• Regular earnings repatriations
• HQ loan repayments

• Buy SGD 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

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

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

• Yield enhancement products (deferred a/c)
• Interest rates hedging – IRS, CCS, I/R caps

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

derivative hedges

• Interest rates hedges 
(borrowings)

• FX hedges (trade creditors & 
amount owed to subsidiaries)



Copyright © Financial Markets Association of Singapore. All rights reserved 70

Example : Selling Opportunities within the Corporate 
Balance Sheet

Module 3 & 4 - Section  4

• FX hedges – Par forward
• Commodities hedges – swaps, 

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

• Aircraft lease financing
• FX hedges

• Yield enhancement

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

Module 3 & 4 - Section  4

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

Module 3 & 4 - Section  4

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

Module 3 & 4 - Section  4

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

Module 3 & 4 - Section  4

• 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



Copyright © Financial Markets Association of Singapore. All rights reserved 77Module 1 & 2 - Section 8



Copyright © Financial Markets Association of Singapore. All rights reserved 78

Reflection action points – to be discussed during next the session 

1. Think of one major market event that had occurred which 
had significant impact for your client.  What can we do to 
add-value there?

2. From a sales perspective, what is your biggest challenge 
when you pitch to your clients?

3. From a sales perspective, what is your bank’s edge when you 
pitch to your clients?

4. Video - The top sales person ???
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Review Module 3 - Learning Objectives 

1. Understand the role of a Treasury Sales person

2. Learn how to manage the clients’ thought process

3. Learn how to deep dive into a client’s account
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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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Treasury & Markets 
Trader and Sales Foundation Course

Module 4
Selling of Treasury Products II

Thomas Poh
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Disclaimer

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

purpose of facilitated training only. Opinions expressed in this presentation are solely trainer’s

own. For the purpose of this training, the trainer does not represent the trainer’s past, present

or future employer(s) and/or institutions that he/she belongs to. Such opinions shall not be

taken as financial advice by his/her employer or trainees, nor does it take in account particular

investment objectives, financial situations, or needs of any individuals.

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

compilation. The trainer shall not be responsible or liable for any loss or damage whatsoever

that may be caused by or suffered by you as a result of reliance on any statement, error or

omission contained in this document. Please seek internal approval or professional assistance on

its application, where appropriate.

You shall 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, recording or otherwise,

without the prior permission of the trainer. You shall not modify, remove, delete, augment, add

to, publish, transmit, sell, resell, license, create derivative works from, or in any way exploit any of

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

others to do so.
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Review Module 3 - Learning Objectives 

1. Understand the role of a Treasury Sales person

2. Learn how to manage the clients’ thought process

3. Learn how to deep dive into a client’s account
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Recap - Formulating the Strategy

Module 3 & 4 - Section  5

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

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  5
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Reflection action points – to be discussed during next the session 

1. Think of one major market event that had occurred which 
had significant impact for your client.  What can we do to 
add-value there?
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Review – Module 2

Funding Stress – Libor vs Overnight Repos

Source :Bloomberg

SOFR Jun 2020 vs ED Jun 2020 Futures

Funding pressures spikes as expected 
Libor spread above overnight repo stays 
firm

SOFR Jun 2020 
vs ED Jun 2020 Futures Spread

As of 1 May 2020
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Review – Module 2

Cash is King… … (and USD is preferred)

The global USD funding liquidity 
squeeze caused a jump in the USD DXY 
index by almost 9%

USD DXY index

As of 1 May 2020

Source :Bloomberg
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Treasury Solutions

Liability Management
(Risk / Cost Management)

Asset Management
(Yield Enhancement)

93

Review – Module 3

Module 3 & 4 - Section 1

A
ss

e
t 

C
la

ss

Foreign Exchange

Interest Rates 
Derivatives

Fixed Income

Money Market

Credit

Commodities

Equities

St
ru

ct
u

re
d

 P
ro

d
u

ct
s

Client
• Business Needs

• Mandate

• Time Horizon

• Product Understanding

• Risk Profile Assessment
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Reflection action points – to be discussed during next the session 

1. Think of one major market event that had occurred which 
had significant impact for your client.  What can we do to 
add-value there?

2. From a sales perspective, what is your biggest challenge 
when you pitch to your clients?
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Review – Module 3

Module 3 & 4 - Section  2

• High operational costs
• Not every bank has this facility

Balance sheet supplier 

(funding)

Liquidity provider 

(price maker)

Macro economic  /

Financial  markets advisor

Solution provider

Settlement facilitator & 

Custodian

• High capital costs
• Scarce resource

• Potential high risk 
• Restricted markets open to only 

certain banks

• Research and market colour
• Coverage varies across banks 

• Expertise varies across banks

Challenges
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Reflection action points – to be discussed during next the session 

1. Think of one major market event that had occurred which 
had significant impact for your client.  What can we do to 
add-value there?

2. From a sales perspective, what is your biggest challenge 
when you pitch to your clients?

3. From a sales perspective, what is your bank’s edge when you 
pitch to your clients?
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How should we manage this reality?

Module 3 & 4 - Section  2

• Door opener – as custodian, you see 
the flows

• 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

• Avoid competing on price
• When market access becomes a 

valuable asset – charge for it 

• Know your in-house research
• Distribute according to client’s needs
• Work with traders to provide updated 

market colour

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

• Never give balance sheet away without 
cross selling 

Strategy
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Module 4 - Learning Objectives 

1. Learn how to formulate appropriate solutions for 
your client

2. Learn the techniques to close a deal

3. Understand how to sell as a team

Module 3 & 4 - Section  5
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Module 3 & 4 - Section 5

Formulating the Strategy
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Understanding Client’s Risk Appetite

• Hedger

• Do not entertain any risks

Conservative Risk Taker

• Proactive risk manager

• Willing to some risks

Calculative Risk Taker

• Punter

• Willing to more risks for higher returns

Very Aggressive Risk Taker

Module 3 & 4 - Section  5
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KYC !
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KYC !

Source : Financial Times
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) What Market has 
already priced in

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Market Views

Client’s view of the Market

What is priced into the Market

Your view of the Market

Module 3 & 4 - Section  5
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What are the Current Market Themes

What should 
we do?
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Market Views

Client’s view

Your bank’s house view

What market 
has priced in

Potential 
hedging benefits 

Module 3 & 4 - Section  5
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Market Views

Module 3 & 4 - Section  5
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) What Market has 
already priced in

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Client’s Objective / Mandate

Module 3 & 4 - Section  5
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Client’s Objective / Mandate

100% Hedging?

Costs

Costs

Costs

Hedges

Hedges

Hedges

Partial Hedging?

Balance client’s risk tolerance 
with willingness to pay for hedges

Module 3 & 4 - Section  5
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) What Market has 
already priced in

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Product Suitability

Meet the Client’s
1) Objective

2) Risk Appetite

3) Product Understanding

Module 3 & 4 - Section  5
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) What Market has 
already priced in

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Credit Limits & Documentation

• Credit Limits

• ISDA

• Credit Support Annex (CSA)

• Risk Disclosure Statement

• Board Resolution / Dealing Mandate

Module 3 & 4 - Section  5
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Formulating the Strategy

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) What Market has 
already priced in

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Module 3 & 4 - Section  5
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Entry Level & Timing

Module 3 & 4 - Section  5

• Option 1 - Hedge 100% at current market

• Option 2 - Place a limit order below market 

• But there is an option 3!
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Entry Level & Timing

Module 3 & 4 - Section  5

(1) 1/3  executed at current market level

(2) 1/3 working limit order below market level

(3) 1/3 stop buy order above market

Hedging Rule of 1/3

Client needs to execute a buy hedge

Order 3 is an insurance in case the market gaps against the client 
while we work the limit order (2)
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Who else needs to be involved?

Module 3 & 4 - Section  5

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Traders

Research

Compliance

Relationship Manager

Traders
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Recap - Formulating the Strategy

Module 3 & 4 - Section  5

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients
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Which category do Clients belong to?

Hedger Speculator

Market Maker

Arbitrager

RISKS

Module 1 & 2 - Section 1
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So Clients also need to understand this!

Maths Art

Social Science

Module 1 & 2 - Section 1



Copyright © Financial Markets Association of Singapore. All rights reserved 124

For FI clients, you may need to have this discussion with them!

Directional Relative Value Carry

Basket Model Arbitrage

Module 1 & 2 - Section 3
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Even for Hedging, Clients need to plan these!

Direction 
(aka View)

Holding Period

Size

Entry & Exit Levels

Timing

Product

Plan the 
trade 

Trade the 
plan!

Module 1 & 2 - Section 4
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Module 3 & 4 - Section 6

Closing the deal
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Preparing the Proposal

Module 3 & 4 - Section  6

Proposal

1. Risk Identification

2. Quantify the risk

3. Market commentaries

4. At least 2 strategies

5. Summary

Formulate Strategy
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Tools to illustrate your strategies

Module 3 & 4 - Section  6

Flow diagrams Payoff diagrams

Scenario analysis Risk Analysis
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Preparing the Proposal – use flow diagrams

Module 3 & 4 - Section  6

CLIENT BANKBond Holders

USD Principal

USD 3m Libor + 200

USD Principal

SGD Principal

USD 3m Libor + 200

CLIENT BANKBond Holders
USD Principal

SGD Principal

USD Principal

At inception

At maturity

• Client issues 5yr USD bond but is concerned about raising interest rates and FX risk
• Proposed strategy : client to pay 5yr SGD CCS fixed against USD Libor

SGD 5yrs Fixed  4 %

5yr USD bond 5yr USD/SGD CCS
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Preparing the Proposal – Risk Analysis

Module 3 & 4 - Section  6

Is the client is considered fully hedged.  Why?

• The USD liability (bond issuance) has been converted in SGD liability
• Which matches the client’s asset (cashflows) streams in SGD

• The floating interest rate risks has also been converted in fixed interest rate
• Hence the client is protected against raising interest rates risk
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USD/SGD 
in 1mth’s 
time1.3400 1.3500

132

Preparing the Proposal – use payoff diagrams

Module 3 & 4 - Section  6

• Client imported goods in USD @ 1.3500 
• Client sells goods in USD in 1 months time 
• Current 1mth USDSGD forward = 1.3400
• Client needs to hedge his FX exposure

P/L

Client’s underlying 
exposure

Hedge 1: Sell USD/SGD 
forward @ 1.3400

1
0

0
 p

ip
s

Hedge 1: Client Sell USD/SGD 
forward @ 1.3400

Client’s final 
exposure
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Preparing the Proposal – Risk Analysis

Module 3 & 4 - Section  6

Is the client is considered fully hedged.  Why?

• The client has locked in his USD receivables at 1.3400

• But this also means he had locked in a FX loss of 100 pips
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P/L

1.3400 1.3500

134

Preparing the Proposal – use payoff diagrams

Module 3 & 4 - Section  6

• Client imported goods in USD @ 1.3500 
• Client sells goods in USD in 1 months time 
• Current 1mth USDSGD forward = 1.3400
• Client needs to hedge his FX exposure

USD/SGD 
in 1mth’s 
time

Client’s underlying 
exposure

Hedge 2: Buy 1mth ATM 
USD Put /SGD Call 
K = 1.3400
Premium = 50pips

5
0

 p
ip

s
Hedge 2: Client Buy 1mth ATM 
USD Put /SGD Call 
K = 1.3400
Premium = 50pips

Client’s final 
exposure

1
0

0
 +

 5
0

 p
ip

s 
= 

1
5

0
 p

ip
s



Copyright © Financial Markets Association of Singapore. All rights reserved 135

Preparing the Proposal – Risk Analysis

Module 3 & 4 - Section  6

Is the client is considered fully hedged.  Why?

• The client has a maximum loss of 150 pips 

• The additional 50 pips loss is an insurance premium
• It allows him to enjoy unlimited upside gain is USDSGD goes above 1.3550
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Preparing the Proposal – Scenario analysis

Module 3 & 4 - Section  6

• Client has a monthly USD payable requirement over the next 6 months
• Proposed strategy: USD/SGD  European Knock In / European Knock Out Forward

Parameters:
• Fixing/Settlements = monthly
• Notional amount = USD1mio
• Strike (K) = 1.3600
• European Knock-In (EKI) = 1.3500
• European Knock-Out (EKO) = 1.3900

On each Expiry
• If USD/SGD > EKO
• No obligation on either party

• If EKI <USD/SGD<EKO
• Client buys USD 1mio @ Strike 

• If USD/SGD < EKI
• Client buys USD/SGD @ Strike

No Trade Obligation

EKO = 1.3900

Client buys USD 1mio 
@ 1.3600

K = 1.3600

Client buys USD 1mio 
@ 1.3600

EKI = 1.3500
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Preparing the Proposal – Risk Analysis

Module 3 & 4 - Section  6

Is the client is considered fully hedged.  Why?
• Client buys @ a subsidized USD/SGD rate between 1.3600 – 1.3900

• No protection above 1.3900

• Unlimited downside risks below 1.3600
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What makes a good Market Commentary?
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What makes a good Market Commentary?
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What makes a good Market Commentary?
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What makes a good Market Commentary?

Driving the glittering gold trade

Gold futures prices have shot through the roof again.  CME COMEX gold 

futures just hit a high of 1742.60 today.  The motivation for the gold trade is 

compelling.  The age old flight-to- quality trade of hoarding gold during times 

of crisis stands true again.  However, 2 other factors help to push this rally.

The cutting of Fed Funds rate to zero makes gold, a zero return asset, 

attractive from a relative return perspective.  This is especially true when the 

probability of negative US interest rates is no longer a far-fetched idea.  

Another distinctive push factor for this rally is the supply squeeze on the 

production and transportation of physical gold bars for delivery.   The 

pandemic related lock-downs caused major disruptions in gold mine and 

refinery production activities.  The shortage of flights also prevented gold 

bars of the correct specification from being transported to pre-designated 

locations for physical settlement of gold futures.  This was the cause of the 

huge widening of spread prices between CME COMEX gold futures and spot 

gold on the 24th Mar. 

CME promptly introduced a new Enhanced Delivery Gold Futures contract 

(4GC) which is available for trading from the 6th of Apr.  The new contract 

allows for the delivery of 400 ounces, 100 ounces, and 1-Kilo bar sizes to offer 

participants maximum flexibility for managing their delivery in the current 

market conditions.  

Although the latest gold rally increased the spread between spot gold and 

gold futures again, the introduction of this new enhanced gold futures 

contract should help calm the spread going forward. Nevertheless, the 

rational for higher gold prices will persist and this rally should eventually 

break the previous high of 1923 set on the 5th of Sep 2011.
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What makes a good Market Commentary?

• Either written or verbal.
• Informative and value adding (not reading off yesterday’s newspaper).
• A great commentary (to yourself) is always a good way to form a view and/or start a 

conversation with a client.

1. Quick summary of what has happened 
• A recap of past events especially new overnight ones.
• Focus on being concise and on key relevant events.

2. What are the implication of 1)
• What are their relations to current themes?
• Why are they relevant?

3. How is the market reacting to the news or going to react to it?
• Has the market already priced in that news or not?
• How is the market positioned relative to the news?

4. What is your bank’s view and position for the above?

5. How can your bank and our clients profit from it going forward?



Copyright © Financial Markets Association of Singapore. All rights reserved 143

Gate keeper vs Decision Maker

Module 3 & 4 - Section  6

Decision Maker

Gate Keeper
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Pitch preparation 

Module 3 & 4 - Section  6
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Do your homework • Read the annual reports
• Review client’s risk profile
• Speak to the RM
• Review outstanding trades with your bank
• Know who are the decision makers & gate keepers

Help the gate-
keepers so that they 
can help you

• Understand gate keepers’ constraints and challenges
• Make sure your proposal addresses these concerns

Anticipate • Prepare answers to possible questions that they might ask

Identify potential 
parameters for trade-
off

• Distinguish what is negotiable vs what is non-negotiable parameters
• The more negotiable parameters identified among both parties, the 

higher the chances of reaching an agreement

Be transparent • Never make empty promises
• When in doubt, ask to revert

Know your 
competition

• Know what the alternatives your competitors have pitched
• Have a plan to showcase why yours is better
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Make sure you Close the deal!
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Recap - Closing the deal 

Module 3 & 4 - Section  6
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Module 3 & 4 - Section 7

Selling as a Team
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Types of Treasury Sales Person

Module 3 & 4 - Section  7

The “Hunter”

• Strength: Able to sniff out big 
clients and potential “elephant” 
trades

• Modus Operandi: Keep close to 
macro trends and client activities 
at large

• Key role: Bring in the big deals 
for other team members to 
harvest

• Aka : The Rain Maker
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Types of Treasury Sales Person

Module 3 & 4 - Section  7

The “Relationship Manager”

• Strength: High social networking 
skills

• Modus Operandi: Socialise with the 
client

• Key role: Build rapport and 
relationship. Opening doors and 
setting up meetings.  Usually 
client’s first contact point.

• Aka : The “RM”
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Types of Treasury Sales Person

Module 3 & 4 - Section  7

The “Consultant”

• Strength: High product 
knowledge and analytical skill

• Modus Operandi: Listen to 
clients’ needs and structure 
solutions

• Key role: Solution provider

• Aka: The technical brain behind 
the team
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Types of Treasury Sales Person

Module 3 & 4 - Section  7

The “Chaser/Closer”

• Strength: Aggressive & energetic

• Modus Operandi: Relentless in 
following up and closing deals 

• Key role: Closing deals

• Aka : The pit bull of the team



Copyright © Financial Markets Association of Singapore. All rights reserved 153

Types of Treasury Sales Person

Module 3 & 4 - Section  7

The “Executor”

• Strength: Aggressive & energetic

• Modus Operandi: Close trades by 
volume

• Key role: Responsible for the 
bread and butter trades

• Aka : The workhorse of the team
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Selling as a Team

Module 3 & 4 - Section  7

We should aim to be all-rounded !
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Selling as a Team

Module 3 & 4 - Section  7

Add buffer to 
market price

Front run 
orders

No market 
updates

Opaque on 
client’s 

intention

Parrot 
trader’s price

Unable to 
manage the 

client

M
ar

ke
tC

lien
t

Squeezes 
trader on 

price

TradersSales

Dysfunctional Sales & Trading Team 
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Remember this?

Module 3 & 4 - Section  5

1) Risk Identification

2) Risk Quantification

3) Risk Appetite

4) Client’s Market 
View

5) Client’s Objectives / 
Mandate

6) External Market 
View

7) Bank’s Market View

8) Product Suitability

9) Credit Limits & 
Documentation 

10) Entry Level & 
Timing

Appropriate 
Strategy 

&
Solution 

Bank ConsiderationsUnderstanding Your Clients

Traders

Traders
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Remember this?

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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Selling as a Team

Module 3 & 4 - Section  7

Sales

Gets the best 
hedging price 

Best 
execution

Protect the 
trader

Market 
colour

Accurate & 
timely 

information

Double check 
the price

Manage the 
client

M
ar

ke
tC

lien
t

Add fair 
margin to the 

trade

Communication 
is key!

Traders

Effective Sales & Trading Team 

Manage the 
market
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Recap - Selling as a Team

Module 3 & 4 - Section  7
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Module 3 & 4 - Section 8

Case study
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Case Study – Life cycle of closing a deal

Module 3 & 4 - Section  8

1) Found out a pipeline 
LOAN deal to a NEW Client 
Details 
- LOCAL property developer
- Potential new loan SGD 
50mio
- 5yr SOR floating + 200 bps

3) Contact  wholesale RM 
colleague
Find out more details of the deal
- timing, competitors, drawdown 
dates etc
- Get FM into the loop and be 
involved in next meeting with client

2) FM & Wholesale RM 
meets Client
Deep dive client’s needs
- Operating cycle analysis
- Balance sheet analysis
- Exchange market views

4) Structure appropriate strategy 
and solution and prepare 
proposal
- involve, research, traders and 
structuring desk
- Start work on applying limits and 
documentation signing process

5) Pitching to the 
client
- Gate keep/ decision 
maker
- Negotiable vs non-
negotiable parameters

6) Client’s attention 
and interest gained. 
The chase begins!
- Market updates
- Follow-up meetings

7) Internal and external 
approvals granted 
- Credit  approvals granted 
and documentation signed
- Client  decision maker 
approves the hedge

8) Execution strategy 
discussion
Chase is on with gate 
keeper to pull trigger
- 1/3 rules
- Involved traders

Deal 
Closed!
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Case Study – Life cycle of closing a deal

Module 3 & 4 - Section  8
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Recap – Know Your Client (KYC)

Module 3 & 4 - Section  8
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Recap - Deep Diving a Corporate Account

Module 3 & 4 - Section  8
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Recap - Closing the deal 

Module 3 & 4 - Section  8



Copyright © Financial Markets Association of Singapore. All rights reserved 169

Recap - Selling as a Team

Module 3 & 4 - Section  8
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Review Module 3 & 4 - Learning Objectives 

1. Understand the role of a Treasury Sales person

2. Learn how to manage the clients’ thought process

3. Learn how to deep dive into a client’s account

4. Learn how to formulate appropriate solutions for 
your client

5. Learn the techniques to close a deal

6. Understand how to sell as a team

Module 3 & 4 - Section  8
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