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ICC BANKING COMMISSION IN FLORIDA  
‘THE FUTURE OF TRADE FINANCE’ 

ISSUE 5 Oct`. 2010

 Orlando 22 and 23 September 2010 

The recent ICC Banking Commission meeting was held in 
Orlando USA on 22 and 23 September 2010.  This meeting 
was the final meeting chaired by Ms. Regina Prehofer with this 
important position passing to Kah Chye Tan, Global Head of 
Corporate Cash and Trade, Standard Chartered Bank. 
 

The meeting had as it’s theme ‘The Future of Trade 
Finance’ and was one of the best attended meetings in the 
long history of the ICC Banking Commission.   
 

This meeting was geared towards practical issues affecting 
trade. The achievements of the The ICC-ADB Register on 
Trade & Finance were discussed.  There was a very interactive 
session as usual on the Draft Official Opinions of the 
Banking Commission. 
 
 
 
 
 
 
 
 
 
 
 
 

Vincent O’Brien, ICC Representative to the WTO on the panel with   
Jean-Pierre Chauffour, Lead Economist, World Bank and  

Steven Beck, Head, Trade Finance, Asian Development Bank. 
 

The panel exploring the role of multilateral development banks 
as engines of growth, including participation from the World 
Bank, EBRD, ADB, IADB and the IFC, heightened the 
awareness of the critical supports provided by the 
development banks trade facilitation programs to the poorest 
countries during times of crisis. 
 
A highlight of the event was a focused discussion on the SWIFT 
BPO led by David Hennah (SWIFT) with practical inputs and 
examples from Neil Chantry (HSBC) and Xiong Yuanmeng 
(Bank of China). 
 
The last but by no means least presentation involved Vincent 
O’Brien updating the audience on the progress of the ICC’s 
Market Intelligence Working Group (MIG), whose latest 
research document ‘Rethinking Trade Finance 2010’ has 
received widespread acclaim from around the World. 
 
 

 Paris, France  
27 September 2010 
The new Incoterms® rules  
are key commercial terms   
setting out the responsibilities  
of sellers and buyers for  
the delivery of goods under  
sales contracts for both  
domestic and international  
trade. 
 
The latest version with  
11 key rules become effective 
globally on 01 January 2011 
 
Are you ready? 
 
     EXW  - FCA - CPT - CIP – DAT – DAP – DDP  
                      FAS – FOB – CFR - CIF 
 
     For further information:        Visit   www.incoterms.com  
 

    “Incoterms”  
    is a registered trademark of the International Chamber of     
    Commerce. 
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TradeBrief eBSI News & Commentary 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Directors Note 

Welcome to 

this Autumn 
2010 edition 
of eBSI 
Tradebrief! 
 

Thankfully some normality has 
returned to the trade finance 
markets with world trade and 
in turn trade finance in a 
recovery mode. Soundings at 
the recent ICC Banking 
Commission meeting in 
Orlando were encouraging 
with the main players in trade 
finance reporting significant 
increases in activity.  
 

In this edition we have 
interesting contributions from 
more than 10 countries and 
coverage of eBSI activities in 
more than 20 countries.  
 

Our usual clinic item deals 
with the touchy issue of 
signing bills of lading and the 
pages are packed with 
relevant and practical advice 
and guidance’ 
 

Enjoy reading. 

Vincent O’Brien 

 

The ITS Accreditation. 
 

 
Why I want you to become 
an International Trade Specialist?   
 
If I was to say that I have always been interested in  
international trade that would be quite an untruth  
– in fact, it would be a downright lie! 
 
For me, international trade conjures up images of mountains of paperwork, bureaucracy, paying 
money for services that I don’t understand and dealing with "nitty-gritty" problems each day.
 
So to be fair and honest, the words "international trade" do very little for my energy or motivation.
 
However, I have always been interested in places, knowledge, friendship and the spark that 
comes from interacting with exciting intelligent people with different cultural and professional 
backgrounds  
– people who are willing to learn, people who are willing to share.
 
People, places, knowledge, interaction, intelligence, learning, sharing and of course excitement – 
that is what the ITS Accreditation is all about.  Sure, we learn about documents, procedures, 
rules and regulations but these are like stepping stones on a career path of professional 
opportunity. 
 
As Programme Coordinator for the ITS Accreditation it almost goes without saying that I will be 
positively biased toward the programme – but maybe this positive bias is justified.
 
One of the very best ITS graduates, Mr. Diarmaid Kelleher sent me a bright and cheerful email 
after his graduation.  “Jenya, the great results achieved in the ITS Accreditation are a 
reflection of the high standard of tuition provided by eBSI and I greatly appreciate the 
practical assistance I have received in the course of my studies.” 
 
Now, that is the kind of email a body needs for a bright start to the day on a cold, wet and windy 
morning, when all you hear on the radio is doom and gloom and financial crisis.
 
For me, it is important to help people learn, develop and advance towards achieving their personal 
ambitions but I also believe any programme to which a person is willing to dedicate a year of their 
life should lead to tangible and measurable benefits.  How pleasing it is when participants provide 
positive feedback that demonstrates the benefits achieved. 
 

Such a message also came from Mr. Tom Grace, who joined the ITS Accreditation as a materials planner in a medium sized company in 
Ireland.  “Jenya, I express my sincere thanks and appreciation for eBSI support during the ITS Accreditation, the course itself was 
excellent and the recognition of the ITS Accreditation has had a positive and direct impact on my career.” Tom advanced his career 
and is now a Foreign Trade Specialist in a major multinational company in Ireland and has continued to share his knowledge and help other 
ITS students through the lifetime access to the course related discussion forums that he and all graduates of the ITS Accreditation enjoy.
 
Yes, that is the kind of communication that advances your day ahead in the most positive manner – now one is ready for any challenge or 
opportunity! 
 
The most interesting part of the ITS for me is the international dimension.  You may have guessed that with a surname like "Zotova" that I am 
not from Ireland, though eBSI originated in Ireland.   I am from Estonia and part of the international eBSI support team.  When I realise that we 
have tutors or advisors from more than 20 countries and participants from more than 50 countries it makes me feel good to be part of a 
growing positive force in international trade and finance. 
 
As I write, our First Director, Mr. Vincent O’Brien is in Kyrgyzstan on a business trip and yes we do have students as far away as Kyrgyzstan 
and even in Outer Mongolia.    I am sure Vincent will send us a technical trade video broadcast from Bishkek, the capital of Kyrgyzstan which 
will be posted on the front page of www.ebsi.ie 
 
How wonderful it was to hear from our graduate Ms Olga Abikh one late afternoon; Olga is a Trade Finance officer with a bank in Kyrgyzstan.  
“Jenya, the ITS Accreditation Programme was a golden opportunity to learn about International Trade.  Communicating with eBSI 
tutors and the possibility to share opinions with fellow students meant that I really enjoyed and benefited from the learning 
process.” 
 
With a message like that and others that you will see on our testimonials page, I think I can say that my daily work brings me great satisfaction 
and what could possibly have been better to end another exciting day at the eBSI Export Academy. 
 
So now, you can see why I want you to become an International Trade Specialist...  

– ITS obvious! 

Jevgenia Zotova 

Expert Profile 
Name: Jevgenia Zotova 
Position: ITS Coordinator 
Employer: eBSI 
Location: Tallinn Estonia 
Specialisation: Support Learning Services 
Contact: jzotova@ebsi.ie  

Jenya 
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TradeBrief eBSI 
The DOC CREDIT CLINIC – ‘Any signature must be identified’ 

Doc Credit Clinic 
 

International Trade 
Certified Training Programmes 

Programme Intakes every two months from October 2010 
 

 Certificate in Logistics 
 Certificate in Finance  
 ITS Accreditation 
 Advanced Certificate in  

International Trade & Logistics 
 Diploma in Export Operations 
 Certified Courses in Shipping 

Delivered exclusively by: 
eBSI Export Academy 
Tel: +353 94 9381444       Fax: +353 94 9381708 
Web: http://www.ebsi.ie           Email: info@ebsi.ie 

Answer 
 

Interesting question!   
 
To facilitate the answer and to help grasp the conclusion, I have recreated the data provided in visual form because in the LC business our 

decisions in practice are based on the ‘look’ of the data as it appears on the face of the document.    
   
First, let’s look at the data by zooming in on the document that is at issue, which is bottom right corner of the bill of lading. 

 
We can see the that the bill of lading indicates the name of the carrier as 
 ‘SEAVIEW SHIPPING LTD’. 
 
We can see that it appears to have been signed by a different party  
‘YORKLINE  (DUBAI) LTD’. 
 

The next step is to turn to the rules, that is UCP 600  
to examine for compliance. 
 
If we refer to UCP 600, sub-article 20 (a), (i) we can see: 
 

 ‘A bill of lading, however named, must appear to: 
 

        indicate   the name  of the carrier  and  be signed  by: 
• the carrier  or a named  agent  for or on behalf  of the carrier,  or 
• the master  or a named  agent  for or on behalf  of the master. 
 

Any signature  by the carrier, master or agent must be identified as that of the carrier, master or agent”. 
 
 

The bill lading satisfies the requirement of indicating the name of the carrier ‘SEAVIEW SHIPPING LTD’. The bill of lading is signed, not by 
the carrier ‘SEAVIEW SHIPPING LTD’ but by a different party ‘YORKLINE (DUBAI) LTD’.    
 
However, to comply with UCP 600 any signature…….. must be identified (in capacity of the carrier or the master or the agent)     
– this  identification requirement is not satisfied. 
 
Consequently, the document is discrepant. 
 

 It is unfortunate as with basic knowledge this discrepancy could have easily been avoided – or if time permitted easily repaired. 

Q 2010/03 - BILL OF LADING – ‘any signature must be 
identified’ 
 

We have received a presentation from a Nominated Bank which they 
claim is in compliance with the terms and conditions of the LC and 
UCP 600.  However, within our LC department there is disagreement as 
to whether the presented Bill of Lading Complies. 
 

The Bill of Lading is signed by a party ‘Yorkline Dubai Ltd’ and it is 
clear that the party has signed on behalf of the carrier.  However, some 
of our staff believe the document is discrepant as that signature is not 
identified as carrier, master or agent. 
 

What is your opinion? 
 

We await your reply as the clock is ticking. 
------------------------------------------------------------------------------------------------------

Expert Profile 
Name: Vincent O’Brien 
Position: First Director 
Employer: eBSI 
Location: Most likely on a plane 
Specialisation: International Trade Finance 
Contact: vob@ebsi.ie    
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TradeBrief eBSI Upcoming Events 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Vincent O’Brien with participants at the highly commended URDG 758 workshop held in Dubai on 14 June 2010 

 
 

A Major International Seminar in Documentary Credit Management will be held on 28th November 2010 in Dubai Chamber of 
Commerce & Industry, UAE.  This seminar will be delivered by Vincent O’Brien, ICC Representative to the WTO Expert 
Group on the Global Financial Crisis and long standing member of the ICC Banking Commission. 
For the program or to register for 28 November 2010, please contact:  
Dubai Chamber of Commerce & Industry, Legal Services Department, Tel: +9714 2028399/369, Fax: +9714 2028811 
E-mail: Legalevents@dubaichamber.ae 
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TradeBrief eBSI eBSI Career Focus 
 Careers in Exporting… Trade Finance Training   

 
 
 
 
 
 
 
 
 
 
 

Another area of Exporting and International Trade in general which 
is seldom properly understood is the area of Trade Finance and 
Payments.  This issue we look at the profile and role of a Trade 
Finance professional and why this role has attracted greater 
attention in the aftermath of the Global Financial Crisis. 
 

According to the Asian Development Bank, Trade finance is critical for oiling the 
wheels of the world economy. Without it, companies cannot get the goods 
consumers want to buy and factories cannot get essential components. That means 
fewer jobs, lower incomes, and, ultimately, slower economic growth. Without a 
doubt, the global financial crisis has brought into sharp focus the importance of 
traditionally conservative asset backed trade finance as a safe port in which to 
weather the storm that has harassed financial markets over the last 2 years.   
The recent IMF/BAFT Trade Finance Survey of 88 banks indicates that 89% of small banks and 91% of large banks 
surveyed believe that the trade finance situation is either stabilizing or improving. Furthermore, more than 75% of banks 
reported that they are now in the position to meet increased demand for trade finance.  Along with this trend, the need for 
trade finance professionals has grown significantly.  The ICC along with the Major International Development Banks also 
completed a survey recently where 161 banks from 75 countries participated.  All of this international activity and research 
underpins the growing importance of Trade Finance as a career while the world draws its focus on mechanisms for growth 
and trade development as a vehicle for recovery from the global financial crisis. 

IFC FIT Initiative – Finance of international Trade program run by eBSI Export Academy under the auspices of the 
International Finance Corporation and combining eBSI’s comprehensive Finance of International Trade Course with 
Coastline Solution’s Mentor 600 online training in UCP600 and leading to a Certificate in Finance of International Trade 
from the Institute of Export UK.  The commercial value of this program combined is EUR995, however in selected countries 
of IFC participants may enroll in the course for a subsidized fee of EUR 390.  More info at http://ifcfitinitiative.com  
 

Finance of International Trade Course – Last but not least eBSI Export Academy runs a practical online course in 
Trade Finance covering Collections, Documentary Credits, Bonds and Guarantees, Factoring, Invoice Discounting, 
Forfaiting, Structured Trade Finance, ECGAs and Warehouse Financing. Course fee EUR 695.  More info from info@ebsi.ie.  

3 Day International Trade Finance Training Course – This masterclass from London Based International Faculty of 
Finance focuses participants in understanding the various risks that are inherent in contemporary trade finance. The course 
provides a wealth of practical information and tools essential for success in any trade finance transaction.  Courses are 
again based in London and most recent enrolment fee is set at GBP 2,099 (USD $3340).  More details at 
http://www.iff-training.com/international-trade-finance-training-course/71/ 
Certified Documentary Credit Specialist - CDCS is the professional certification that will enable documentary credit 
practitioners to demonstrate specialist knowledge and application of the skills required for competent practice.  The exam 
fee and self study guide costs GBP 425 + GBP 50 enrolment fee and may require further preparatory courses at extra cost 
prior to sitting the exam.  Further details at http://cdcs.ifslearning.ac.uk/  
ICC Online Trade Finance Training Suite - Coastline Solutions, in partnership with the International Chamber of 
Commerce (ICC), offers a suite of online training in the traditional trade finance products:  Collections,  Documentary 
Credits,  Standby LCs,  Demand Guarantees. The training ensures that trade finance professionals have the requisite skills 
to issue, process and honour trade products in line with the provisions of the ICC Trade Rules (URC 522, UCP 600, URDG 
758 and ISP98). Course cost per module is EUR 300 or you can sign up for the full suite for just EUR 800.  More info at 
http://www.coastlinesolutions.com/tradefinancesuite.htm  

Given this clear opportunity for career development let’s look at the options 
available to those wishing to gain specific training and qualifications in Trade 
Finance in the short term:  
4 day International Trade Finance Course – Seminar from Ethan 
Hathaway.  This seminar is delivered on a regular basis and costs USD $5,398 
at last price check.  Further details of this Hong Kong based course can be 
found at  
http://www.ethanhathaway.com/training/international-trade-finance 
5 day Trade Finance School - This Euromoney Training course covers all 
aspects of international trade and commodity finance from a practical 
viewpoint. Heavy emphasis is placed upon risk assessment and problem solving 
techniques, through a clear understanding of a customer's trade cycle.  
Currently the enrolment fee is GBP 3,995 (USD $6300) and the training takes 
place in London. More info at 
http://www.euromoneytraining.com/Course/1553/Financial-Training-UK-and-
Ireland/CourseInfo.html  

Expert Profile 
Name: Thomas Smith 
Position: Operations Director 
Employer: eBSI 
Location: Kiltimagh, Ireland 
Specialisation: International Trade Training 
Contact: ts@ebsi.ie   

Certificate in Finance of International Trade 
Learn all you need to know about Methods of Payment & Finance! 

 
 Online Tutorials with ICC Banking Commission Members 
 Certified by the Institute of Export UK 
 Includes ICC Online Training in UCP 600 
 Recognised by International Finance Corporation 

Contact us for more details: 
eBSI Export Academy  
Tel: +353 94 9381444              Fax: +353 94 9381708 
Web: http://www.ebsi.ie                 Email: info@ebsi.ie 
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TradeBrief eBSI eBSI Weblinks for Exporters 

 

eBSI Weblinks for Exporters is a new section that will provide you every issue with websites
recommended by our course participants as being of particular use to them in their international Trade
Activities!  Websites that can be considered for inclusion in this section include but are not limited to
International Trade, Trade Finance and Logistics sites such as: 

If you have a site to recommend then send it 
to Weblinks for Exporters at weblinks@ebsi.ie! 

• Business Networking Sites 
• References or Blogs 
• Import Export Directories 
• Country Portals 

ShipServ is the leading maritime e-marketplace, helping the 
buyers and sellers of ship supplies to reduce the costs 
associated with doing business together.  They do this 
through an innovative portfolio of software, services and 
hosted applications designed by shipping people, for 
shipping people.  http://www.shipserv.com  

Coracle Voice is a social media, news monitoring 
and online consultancy service for the shipping 
industry. Coracle Voice is brought to you by 
Coracle Onlinehttp://coraclevoice.co.uk/   

Coracle delivers expert professional development packages and 
training solutions for the shipping industry. Their blended and 
adaptable skills courses allow shipping professionals to easily 
integrate education and training into their work or home lives.  
That is why eBSI counts Coracle as its strategic education 
partner for our clients in the Shipping industry. Check out their 
new iphone apps for the shipping industry at:  
http://www.coracleonline.com/apps  
 

“AFROTRADE” provides an
excellent opportunity to any
commercial organization that
wishes to expand its market to the
giant and needy market of Africa.
They sell a comprehensive
directory of African Importers. 
http://www.afrotrade.net  

TradeKey.com is world's leading marketplace
which connects traders with worldwide
wholesalers, buyers, importers & exporters,
manufacturers and distributors in over 220
countries, quickly and cost effectively. 
http://www.tradekey.com  

Lloyd’s List’s provide information, analysis and
knowledge for business decision makers in the 
global shipping community. Coming from one of the 
oldest names in international trade with a strong 
reputation in Business and Shipping intelligence. 
http://www.lloydslist.com  

Biznik is an award-winning 
community of entrepreneurs and 

small businesses dedicated to 
helping each other succeed.  It 
has groups, events calendar, 

forums and member contributed 
articles among other items. 

http://biznik.com 

 

GlobalTrade.net is an initiative from the 
Federation of International Trade 

Associations (www.fita.org) with the 
objective of being a knowledge resource for 
international trade professionals & a cross-

border database of international trade 
service providers. 

http://www.GlobalTrade.net  

Plaxo – An enhanced address book 
tool for networking and staying in 
contact.  It will also inform you of 
updates of your contacts.  You can 

import contacts also. 
http://www.plaxo.com 
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TradeBrief eBSI IFC FIT Initiative 

IFC FIT INITIATIVE LAUNCHED IN EAST AFRICA 
6th Launch takes on Regional Focus for Africa! 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 

 Nairobi, Kenya 
The launch on 21 May 2010 of the first Regional FIT Initiative Program took place in the framework of another major 
milestone in the development of the IFC GTFP program – its 100th seminar training event since the establishment of the 
GTFP. Representatives from the Government of Japan who have funded the establishment of this Regional FIT Initiative 
program in East Africa were on site to participate in both events. The launch event attracted over 90 delegates from the 
Banking and International Trade Sectors of Kenya, Tanzania and Uganda.   
A stirring presentation was delivered by the Chairperson of the Institute of Export UK, Mrs Lesley Batchelor who addressed 
the audience in Kenya from her office in the United Kingdom using Internet Video Conferencing. 

Next Intake Dates for the IFC FIT Initiative 
The next program intakes will take place in the following 

countries on 24 January 2011 

 Bangladesh, Ataur Rahman, Bangladesh@ifcfitinitiative.net  

 Pakistan,  Umar Farooq,  Pakistan@ifcfitinitiative.net 

 Nigeria, Bunmi Funke, Nigeria@ifcfitinitiative.net  

 Vietnam, Martin Nguyen, Vietnam@ifcfitinitiative.net 

 Cambodia, Cambodia@ifcfitinitiative.net  

 East Africa, Kenya@ifcfitinitiative.net  
 

For other countries please contact info@ifcfitinitiative.net  

Graduation Events  
A series of graduation events took place during the 
summer celebrating the achievements of Trade 
Finance Professionals in Pakistan, Bangladesh and 
Vietnam in their passing the success criteria 
established for the conferring of the Finance of 
International Trade Certificate from the Institute of 
Export UK and the Certificate of Accomplishment in 
UCP600 Mentor online training. 
Pakistani participants graduated at events in Karachi, 
Lahore and Islamabad between the 2nd and 6th of 
July 2010.  Pictures of the main events can be seen on 
this page, and a video commentary on Pakistan was 
uploaded to the course central website at 
www.ifcfitinitiative.com.  
ICC Nigeria, our strategic partner in Nigeria, organized 
a very successful URDG seminar on 2 June in Lagos. 
Save the date of 2 December in your diary if you are 
in Nigeria as ICC Nigeria will deliver an Incoterms 
2010 workshop with Vincent O’Brien!  Request Info 

FIT Initiative Graduation held in Islamabad July 2010

FIT Initiative Graduation held in Lahore July 2010 

Vincent O’Brien, Mrs Omolara Akanji and Mrs 
Bunmi Funke at the URDG Seminar in Lagos 
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TradeBrief eBSI 

 

 IFC FIT Initiative 

Online Collaboration Site for stakeholders 
To leverage the network aspect of the 'FIT' 
Initiative all stakeholders (participants, tutors 
and coordinators) will have access to an online 
networking and collaboration system designed to 
facilitate exchange of ideas and contact building. 
 
Online Interactive Core Learning Material 
The Finance of International Trade (FIT) course 
is comprised of the following Learning Units: 
    * Methods of Payment 
    * Bills of Exchange 
    * Documentary Collections 
    * Documentary Credits 
    * Import Documentary Credits 
    * Bonds & Guarantees 
    * Forfaiting, Factoring & Invoice Discounting 
    * Structured Trade Finance 
    * Export Credit Agencies 
    * Complex Transactions 
    * Warehouse Financing 
    * GTFP Trade Facilitation Program 
 

The IFC ‘FIT Initiative’ is an e-learning 
program that is designed with an important 
dual purpose: 
   1. to train and certify international trade 
finance professionals 
   2. to build an online global network of 
international trade and finance professionals 
who will share knowledge and experience on 
an online platform specifically developed for 
the program 
 

This Three Month program is delivered in a 
combination of the following learning 
elements: 
 
Online Support site for students 
Students will be incorporated into the eBSI 
Alumni and will be able to collaborate through 
a purpose built learning platform. 
 
Online Specialised training in UCP 600 
ICC Approved Online Training in UCP 600 
(Mentor or Upskill 600). 

Project Partners in the IFC FIT Initiative 
eBSI Gratefully acknowledges the participation and contribution provided to 

the success of this project by the following project participants:  

Next Intakes  
The next roll out of the IFC FIT Initiative 
will commence for participants in 
Bangladesh, Cambodia, East Africa, 
Nigeria, Pakistan and Vietnam on the 24th 
of January 2011.  Participants of the IFC 
FIT Initiative become a part of an 
international network of trade finance 
professionals! 
 

Those interested in participating in the 
program or requiring further details can 
contact the IFC FIT Program 
Administration at info@ifcfitinitiative.com 
or contact directly their local coordinators 
listed on the previous page. 
 

The IFC FIT Program is now firmly 
established with almost 500 graduates 
already!  Will you be next? 
 

Join us on Facebook! 
http://www.facebook.com/pages/IFC-FIT-Initiative-
Finance-of-International-Trade/144415565569188  

FIT Initiative Graduation held in Dhaka Bangladesh on 1 August 2010 

FIT Initiative Graduation held in Chittagong  Bangladesh on 2 August 2010 

East Africa Launch of the IFC FIT Initiative 
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TradeBrief eBSI Expert Commentary  

Hiring Sales Agents and Export Representatives 

Last Issue, Thomas Smith’s article covering the career 
opportunities as an Export Sales Representative, touched on an 
area I am particularly passionate about.  As such I have prepared 
this article building on his but giving the perspective of an 
exporter or manufacturer who seeks to hire such an export sales 
representative and to explore the criteria I have used in the past 
when dealing with this important area. 
Hiring a Sales Agent or Export Representative, like any other HR 
decision, is not something to be taken lightly as your chosen 
candidate will essentially be the face of your company in your 
target market. 

I have been the owner/CEO, of a multinational operation. I developed the company from a ‘national’ (well actually based in 
The Netherlands and Germany) to a multinational business. My operation had three manufacturing plants and, in the end, 
eleven marketing companies located in many parts of the world, including China (Beijing and Hong Kong), Japan, USA, and 
most European Countries. My Headquarters were in Germany with two production plants and four or five marketing 
branches in Germany itself. In Europe I established my own marketing offices in those markets where I saw business 
potential. 

Sales Agents 
Since the sale of my company I have consulted for many 
manufacturers and exporters and have assisted them in introducing 
their products or services to the market place. I have also been 
involved in reorganizing many company's sales structures. I always 
had the belief that the sales force was the key element that could 
pull any company through any difficult economic time. Sales, 
therefore was always my prime focus when working in any 
organization. I have often been involved in finding good 
international representation for clients because I still had a good 
personal network of contacts.   

Simple but Pragmatic Strategy 
My strategy was simple yet pragmatic - I sought out an individual with a 
strong marketing and management background in the target country and 
offered him or her to become the future Managing Director of the new 
marketing operation that they had to build for me, and off we went. This 
way my costs were low and I had extremely motivated people to work for 
me that were prepared to invest their working life in building "their" 
company. This (European) strategy also gave me the best form of control 
over what my sales people were doing for me. Before, I had agents and it 
was difficult to maintain them and to control what and how much they 
were doing for my business – a common issue when dealing with agents 
as you will see later.  Most of my European Companies therefore became 
a great success and in the end I was employing close to a hundred sales 
engineers and had a staff in total of 330 employees. I repeated the same 
strategy in several overseas markets such as the US, China and Japan. In 
the "rest" of the world, and in areas where we needed even greater 
engagement with the market due to the sheer size of the market it could 
not be covered by Branch Office Staff on their own (USA for instance); 
we worked with agents and distributors in addition to our own Branches. 
In 1990 I sold my business to a major multinational. My business at that 
time had a net worth of $150 million. 

 

Expert Profile 
Name: Gerard Korver 
Position: Managing Director 
Employer: www.Export-Trading.com  
Location: The Netherlands 
Specialisation:  Export Consultant 
Contact: info@export-trading.com  
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TradeBrief eBSI Expert Commentary 
 
 Pareto’s Law for Export Sales Agent Recruitment 

In general terms, less than 20% of sales agents are 
successful. This is "normal" and apparently an industry 
average. 80% of the agents were unsuccessful and eventually 
have to be replaced. This is a continuous and very labor 
intensive process. The cost of recruiting, retraining the new 
agents, salespeople, the sales lost and the customers lost and 
market share lost to competing lines can be astronomical. 

Online Resources 
One of my own personal initiatives in assisting manufacturers 
in finding agents has been to set up an international trade 
directory at www.export-trading.com.  Its focus is as a 
location where Manufacturers can be found by potential 
buyers.  For the more proactive among you a website at 
http://www.exportid.com/ provides an online directory of 
specialised export agents seeking principals. Remember to 
take into account the points in this article when evaluating 
potential export sales agents for your company and you will 
be well on your way to being in the top 20% of successful 
product lines offered by your future sales agent! 
 

Gerhard Korver 
Looking for export markets, new products, sales agents, 
manufacturing agents, buying agents world-wide?  
 
You can post your products, services, or search for 
distributors and sales representatives (free) at www.export-
trading.com  
Email: info@export-trading.com  
Other Web Sites: www.freeexportdirectory.com  

This is why finding, recruiting and appointing sales agents is an art and a highly skilled task. Assuming we have found the 
best agent for our purposes, the most difficult part still remains after the Agent has been appointed: MANAGEMENT.  This 
is true with both independent/self-employed agents or employed sales staff.   
 

Interviewing a sales agent is a task which not only needs to determine how good a sales professional they are, but to a 
greater extent, we need to look at how they are running their business.  That includes looking at the product lines they 
currently sell in detail and identify which ones could match with your products, rather than compete with them.  An 
exporter or manufacturer needs to make sure that the sales agent is not just trying to get more product lines with the 
premise that the more lines they carry, the more chance of selling ‘something’.  That’s why a focused and well structured 
product line portfolio which complements or synergises with our own product lines is an essential ingredient when choosing 
a sales agent. 
 

Key Criteria 
Among other items of data I like to collect on potential export sales agents, of course as mentioned, their product lines, 
their management style, their successes rate, which product lines are under performing and why from the perspective of 
the export sales agent.  The fact of the matter is that, when we go in search of a good export sales agent, the best of the 
bunch will be difficult to find because they are already on the road selling.  Those that are sitting at home randomly 
applying to represent your, or someone else’s product line is likely the wrong agent to work with.   This is where the 
criteria and suggestions above can assist in your search for the right person for your company. 

Why does this happen? First of all, some business people think they are 
the only manufacturer/exporter in the world. Fact is, there are millions, 
all wanting to sell their "unique" line of products. Fact is too; that in an 
ideal world the manufacturer/exporter wants to employ someone by 
paying them only after a fully paid sale has taken place hence the 
popularity of sales or commercial agents. Many times the case may be 
that the sales agent isn’t convinced that they have the best product in 
the form of your product.   
The sales agent has to personally "invest" first in selling your product 
without having earned a cent yet. So they have little or no other choice 
than to try to sell your product and, yes, mostly on an opportunistic 
basis. The problem is, the sales agent will naturally focus on products 
they know they can sell.  Another limiting factor is the number of product 
lines being handled by the sales agent. 12-15 product lines should be any 
agent’s limit. A typical sales agent will earn most of their income from 
20% of their entire portfolio; the remainder of the portfolio is trial, error 
and opportunistic. Chances are considerable that you are in the other 
"remaining" section of the agent's portfolio. That’s not an optimum 
solution. 
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CS Newsflash 

Kah Chye Tan, newly appointed Chair, ICC 
Banking Commission  presents the second 

prize for Mirja Fonck of Pohjola Bank Finland. 

Regina Prehofer, presents a high spec 
Ferarri Laptop to the first prize winner Per 
Johannson of Svenska Handels Banken. 

Vincent O’Brien announces the 
China Systems Prize Draw. 

Kah Chye Tan, Global Head of Corporate Cash 
and Trade, Standard Chartered Bank and newly 

appointed Chair, ICC Banking Commission  
verifies second  prize winner. 

Regina Prehofer, Chair, ICC Banking 
Commission draws first prize winner. 

Mike Quinn, JP Morgan Global Trade, 
Managing Director with Vin O’Brien as he 

collects entries. 

CS Prize Draw 
 At ICC Banking Commission 
Orlando USA – 23 September 2010 

China Systems, the world’s leading trade services solutions vendor, has recently signed International Finance 
Bank, based in Miami, for use of its Trade Services solution CS Eximbills. International Finance Bank will deploy 
the platform automating traditional trade finance business functions under a contract that will see the project 
implemented jointly with China Systems and International Finance Bank staff. The system will be fully integrated 
with the Bank’s systems in a real-time environment. The implementation is expected to take just over one 
month.  
 
In another important development, Umpqua Bank, a subsidiary of Umpqua Holdings Corporation (NASDAQ: 
UMPQ), has teamed with China Systems USA & Canada Inc. (China Systems), to offer its international banking 
customers the latest in automated trade finance technologies. Umpqua's International Banking Division recently 
completed the installation of an integrated system that automates and audits the complete cycle of trade finance 
transactions. Additionally, the bank has released its Umpqua Online Trade Services, which provide expanded 
trade finance functionality for Umpqua Bank customers, including 24-hour online access to letters of credit and 
outgoing documentary collection services. 
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Nigeria is an emerging economy with high growth potential. 
Unfortunately, most of it remains untapped due to many exportable 
commodities being neglected, as the federal government’s main focus is 
the exploration and exportation of crude oil. In addition, the government 
and financial institutions have so far given little or no attention to 
developing commodity export in terms of policy implementation and 
export financing, respectively. 
 
There is no doubt that Nigeria is capable of increasing her current levels of 
commodity production. The country is among the top ten in the export of 
commodities worldwide, despite the fact that nearly all Nigerian commodity 
exports are mostly cultivated by small scale farmers. For example, n Chemonics 
International Inc.’s 2002 report, Overview of the Nigerian Sesame Industry, 
Nigeria is listed as the seventh largest exporter of sesame seeds in the world. 
 
Thus, it is proposed that exporters should be financed in order to increase the demand for several Nigerian commodities, 
which will in turn raise the return on investment (ROI) of farmers. The bigger the ROI of the farmers, the more they will 
be encouraged to cultivate on a larger scale. New entrants will also be enticed to join, and Nigeria’s annual production 
will ultimately grow as a result. 
 
The scope of the proposed financial model for small scale exporters is as follows: 
 
1. Sourcing of export order from commodity importers abroad 
2. Commodity sourcing, quality control and warehousing 
3. Post-shipment financing and export credit insurance 
 
Numbers 1 and 2 should be monitored by the bank in order to reduce performance risk on the part of the exporter and 
minimize non-payment risk due to the poor quality of exported items. 
 

The Scope of the Export Financing Model 

Expert Profile 
Name: Ayemibo Bamidele 
Position: Trade Product Manager 
Employer: Diamond Bank Nigeria 
Location: Lagos, Nigeria 
Specialisation:  Trade & Finance 
Contact: bayemibo@gmail.com  

Financing Options for Exporters – Nigerian Perspective 

 Post-shipment financing and export credit insurance 
 

The average small scale Nigerian exporter uses open account or 
documentary collection as mode of payment and has to wait for at least 
14-30 days from the date of shipment to the date of receipt of the 
export proceeds from the buyer. 
 

Post-shipment financing, which finances exported goods from the date 
of shipment to the date of receipt of the export proceeds, aims to 
provide small scale exporters with the working capital needed to 
minimize the cash constraints resulting from the extended waiting 
period. Since the waiting time depends on several factors, the need for 
post-shipment finance to reinforce the exporter’s financial position also 
varies accordingly. Post-shipment finance can take various forms but 
mainly involves factoring or discounting of receivables. 
 

Export factoring is a complete financial package that combines export 
working capital financing, foreign accounts receivable bookkeeping, 
credit protection, and collection services. A factoring house or factor is 
a bank or specialized financial establishment that purchases invoices or 
accounts receivables. The factor buys the exporter’s short-term foreign 
accounts receivables at a discount, usually without recourse, and 
assumes the risk on the ability of the foreign buyer to pay. It also 
handles collections on the receivables. 
The risk of non-payment by foreign buyers is virtually eliminated, 
allowing exporters to offer open accounts and documentary collection 
payment terms, improve liquidity position, and increase 
competitiveness in the international marketplace. 
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After presenting the required documents, a 
small scale exporter will sign an agreement 
with the bank to acquire an export contract 
and a post-shipment export financing 
facility. The bank will forward the 
documents to the buyer’s bank with the 
instructions for documentary collection. The 
buyer’s bank will transfer the funds to the 
exporter’s bank, and the bank will then 
liquidate the exporter’s facility and credit to 
the exporter’s account. 

Export factoring for small scale exporters 
 
Although export factoring is a total financial package, this article will only focus on post-shipment export working capital 
financing. 
 
Banks should hire an agency such as Dun and Bradstreet to investigate foreign buyers of different Nigerian commodities to 
check and confirm their credit standing. Banks can then enter into an agreement with qualified companies who will issue 
their export contract locally on a documentary collection basis to exporters that need post-shipment financing. The bank 
should also have an agreement with NEXIM Bank or an insurance company to provide export credit insurance for small 
scale exporters. 

The following exports are eligible for cover under the facility. 
• Export of goods wholly or partly manufactured in Nigeria 
• Export of commodities, which are exportable under the laws of Nigeria. 
• Such export must be supported by written contracts of supply concluded on 
credit terms of not more than 180 days. 
• Export of services.  
 

Two types of cover are provided under the facility 
• Pre-shipment cover    • Post-shipment cover 
In most cases, one policy shall be issued to cover both pre- and post-
shipment risks while pre-shipment policy alone shall be granted on exceptional 
cases.  
 

The risks covered under both pre-shipment and post-shipment 
policies are stated below: 
 

Pre-shipment risks 
• Insolvency of the buyer immediately before shipment is undertaken or other 
events that make it inadvisable to export,    • Cancellation of export license 
which was valid at the time production commenced,   • Imposition of 
restriction on the export of goods not subject to license at the time production 
commenced. 
 

Post-shipment risks 
a) Commercial Risks: 
• Insolvency of the buyer • Protracted default by the buyer • Buyer's refusal 
to accept the goods dispatched which conform to contract specifications. 
 

b) Political /Economic Risks 
• A general moratorium on payment decreed by the government of the 
buyer's country. • Any other measures or decisions of the government of a 
foreign country, which prevent performance of the contract. • Political events, 
economic difficulties, legislative or administrative measures arising outside 
Nigeria that prevent or delay the transfer of payments   due under the 
contract. • War, revolution and civil disturbance in the country of the buyer, 
which prevents or delays the transfer of payments due under the contract. 
• Default by a government buyer. • Any other causes of loss arising outside 
Nigeria, which is beyond the exporter’s and buyer's control. 

Export credit insurance 
 

The purpose of export credit insurance is to provide offshore protection to exporters of 
goods and services who sell their products on credit terms. Exporters are insured 
against losses arising from various risks, either commercial or political. Export credit 
insurance gives exporters a significant degree of financial security, enabling companies 
to take on bolder export policies by accepting new purchasers and venturing into new 
overseas markets with fewer risks. 
 
Export Credit Insurance in Nigeria is available through the Nigerian Export Import Bank 
through their Export Credit Insurance Facility (ECIF).   
 

The objectives of the facility are: 
 

• To encourage exporters to diversify their export markets without fear of the risks 
inherent in dealing with new buyers 
• To attract new enterprises into export business 
• To encourage exporters to extend credit terms to their buyers in order to enhance 
their competitiveness in the international markets 

Further information:  
Further information on Export Credit Insurance in 
Nigeria can be obtained from the Nigerian Export 
Import Bank through their website at  
http://www.neximbank.com.ng/export_credit_insurance_
facility.php 
 

ECIF Brochure ECIF Guideline 
 
Nexim’s Main Website covering all the supports 
available to Nigerian Exporters can be found at:  
http://www.neximbank.com.ng  
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DISCOVER HOW GLOBALTRADE.NET CAN HELP YOUR OVERSEAS OPERATIONS 
Want to share your expertise to the international trade community and in return gain new business leads from other trade 
professionals? FITA Online (http://www.fita.org) makes it possible through its new website http://GlobalTrade.net .  
 

 
 

Are You an Importer/Exporter? 
Find informative content and service 
providers for your international trade 
operations in GlobalTrade.net’s 
Knowledge Resource.  Here 
international trade professionals can 
find experts’ analysis, market surveys, 
tips, white papers, country profiles, 
experts’ views, webinars, news flows, 
video tutorials, etc.  
 
Are You a Service Provider? 
Feature your expertise by posting 
content to our Knowledge Resource 
and listing yourself in our Database 
of International Trade Service 
Providers. International trade 
professionals can select experts such 
as international marketing 
consultants, trade finance companies, 
banks, freight forwarders, quality 
control firms, lawyers, accountants, 
customs brokers, instructors, 
insurance providers for their 
international operations. 
 

 
http://www.GlobalTrade.net is run by FITA Online (http://www.fita.org) , the online services division of the Federation of 
International Trade Associations (FITA), together with partners U.S. Commercial Service, UK Trade & Investment, 
ThomasNet, Alibaba and Kompass.  
 

eBSI Export Academy has teamed up with FITA Online to provide you with special invitations to try out this new website.   
You will be among the first to try it out.  So what are you waiting for? Sign up today! 
 
The new website is currently in its “soft launch” phase‐ that meaning you can only access it by an exclusive invite. Launching 
in only a matter of weeks, GlobalTrade.net would like to invite all eBSI TradeBrief subscribers to create a profile today, post 
informative content and gain new business leads for FREE. Creating a profile and posting content is free. Being listed in the 
Database of International Trade Service Providers is free until June 2011.  
 

Simply log in with the ID and Key below to start getting new business today! 
ID: eBSI 
KEY:  1234 
 

*** 
 

FITA Online offers diverse online services to the worldwide international trade community. Its services include the websites 
http://www.globaltrade.net  and http://www.fita.org, as well as International Trade Information Platforms for Banks, online 
international trade information systems for government economic development agencies and customized international trade 
marketplaces.  
Explore GlobalTrade.net for FREE at http://www.globaltrade.net  
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Notations and Multimodal Transport Documents 

Expert Profile 
Name: Pavel Andrle 
Position: Secretary - Banking Commission 
Employer: ICC Czech Republic 
Location: Prague, Czech Republic 
Specialisation: Trade Finance Training 
Contact: pa@ebsi.ie  

In the autumn 2009 issue of DCInsight, Haluk Erdemol 
tackled on board notations as they apply to a B/L and 
multimodal transport documents (multimodal bills of 
lading).  
 

This is perhaps the most controversial issue that has 
emerged in UCP 600 so far, and his article was an excellent 
contribution to the ongoing debate, which hopefully will be 
resolved some time soon. Here I would like to add some 
personal comments. 

Bill of lading  
First, it is unfortunate that this confusion took place, as it was, in my view, clearly avoidable. It is a well-known fact that UCP 
500 article 23 provided clear guidance in saying: "If the bill of lading indicates a place of receipt or taking in charge different 
from the port of loading, the on board notation must also include the port of loading stipulated in the Credit and the name of 
the vessel on which goods have been loaded, even if they have been loaded on the vessel named in the bill of lading."  
 
Sub-article 23 (a) (iii) (a) of UCP 500 also clearly allowed a bill of lading to show a place of taking in charge different from 
the port of loading, and/or a place of final destination different from the port of discharge. ISBP 645 paragraph 82 further 
explained that if the Container Yard (CY) or Container Freight Station (CFS) is stated as the place of receipt, and that place is 
the same as the stated port of loading, these places (place of receipt and the port of loading) would not be considered as 
different, and consequently the inclusion of the named vessel and port of loading in the on board notation would not be 
necessary. This clarification does not appear in the updated ISBP 681.  
 
The intention behind these apparent changes (or omissions) in the UCP 600 and ISBP 681 has not been explained in a timely 
fashion to the banking community. Naturally, this led to confusion with some believing there was an intention to treat the 
matter differently under the new UCP (why otherwise was there a change?); and others claiming that it was only a change in 
the drafting style and not in the underlying rules for examination. 
 
In its Commentary to UCP 600, the UCP Drafting Group explains that the reason for changes in the wording was "not to 
encourage" the use of the "place of receipt" and "place of final destination" on bills of lading covering ocean transport. But 
the requirement that the document checker must be able to determine that the bill of lading appears to indicate that the 
shipped on board statement (by pre-printed wording or by a separate notation) relates to loading on board the named vessel 
at the port of loading stated in the credit, and not to any pre-carriage of the goods between a place of receipt and the port of 
loading, remains the same as it has been under UCP 500. 

The Drafting Group's desire "not to encourage the use of the place of 
receipt on bill of lading" is understandable. It seems pretty strange when 
the credit requires only ocean transport from a port of loading to a port of 
discharge, that the bill of lading should show the place of receipt at all. If 
the place of receipt is the same as port of loading, and the only difference 
is that the place of receipt is a CY or CFS, then it seems reasonable. In 
most cases, containers are received by carriers at these places. The bill of 
lading is released to the shipper only when the goods are on board the 
named vessel. 
 
But if the place of receipt is very far from the port of loading, say at a 
distant inland place, then it is likely that the document is actually a 
multimodal transport document. Usually, the document itself makes this 
quite clear.  

For instance, if a document is entitled "Bill of Lading for Combined 
(Multimodal) Transport Shipment or Port to Port Shipment" and 
indicates that the "Place of Receipt" and/or "Place of Delivery" fields 
are to be filled in only in case the document is used as a combined 
(multimodal) transport document, should we accept a multimodal 
transport document in cases when the credit requires a bill of 
lading covering only a port-to-port transport? 
 
It would be nice to receive "true ocean transport bills of lading 
only" when a credit requires a bill of lading covering port-to-port 
transport. However, in practice, especially in the case of landlocked 
exporters, shippers arrange the transport with one major carrier, 
which organizes both the land transport from the inland place to 
the port of loading and then transport from the port of loading to 
the port of discharge or even the final place of destination. 

Pavel Andrle discusses technical LC details 
with an eBSI consulting client. 

mailto:pa@ebsi.ie
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Practice  
It would be simple if the transport from the inland place of receipt to the port of loading were covered by one transport 
document, say a road transport document, and the port-to-port transport (as requested by the credit) by an ocean bill of 
lading. In such a case, the bill of lading would not show the place of receipt as the inland place at all (why should it?). 
However, in practice the carrier issues only one transport document: a multimodal transport document, since that is what 
he is responsible for. He does not often understand why the shipper wants him to add a separate dated on board notation 
with the named vessel and the port of loading and, in some cases, he does not actually want to comply with this specific 
request since, by doing so, he actually "converts" the multimodal transport document into a bill of lading.  
 

Certainly we accept documents as compliant when the credit requests a bill of lading covering ocean transport only. We do 
not concern ourselves too much with the pre-carriage (from the place of receipt to the port of loading), provided it is 
evident that the goods were shipped on the named vessel at the port of loading. If the place of receipt differs from the port 
of loading (see above) and the bill of lading shows also a pre-carriage means of conveyance (for instance a truck), an on 
board notation (shipment date, vessel name, port of loading) is necessary. It would be necessary even if the pre-printed 
wording indicates "shipped on board." If the transport document expressly indicates that the "shipped on board" statement 
relates to any truck, wagon or any other means of conveyance on which goods are shipped from the place of receipt on the 
way to the port of loading, than the extended on board notation (showing shipment date, vessel name, port of loading) 
would be also requested.  

Do we, as bankers, accept a bill of lading showing a place of final destination different (not just CY or CFS) from the port of 
discharge? Under UCP 500 we clearly did; under UCP 600 we do as well, even without clear guidance in UCP 600 or ISBP 
681. It may seem strange that we accept a transport document which shows that the goods will go to Prague when what 
we wanted was for the goods to be delivered only to the port of discharge, say, Hamburg. But we do. 

Multimodal transport  
Neither article 26 of UCP 500 nor article 19 of UCP 600 clearly state that a 
multimodal transport document must show that the goods were "shipped on board" 
the named vessel in the port of loading if the transport begins by ocean transport 
from the port of loading stipulated in the credit (as the starting point of the 
shipment). This issue was very problematic under UCP 500, which is why many of 
us constantly raised the issue during the UCP revision process.  
Sub-article 19 (a) (ii) of UCP 600 requires a multimodal transport document to: 
"indicate that the goods have been dispatched, taken in charge or shipped on board 
at the place stated in the credit". It is argued that if the multimodal transport starts 
with ocean transport (from the port of loading as requested in the credit), then it 
should show that the goods were shipped on board a named vessel at the port of 
loading stated in the credit. However, since UCP 600 does not clearly say so, one 
might argue that the multimodal transport document might just show that the 
goods were dispatched or taken in charge in the port of loading.  

In the case of multimodal transport, delivery terms such as FCA, CPT or CIP should 
preferably be used, as these are a perfect match for the "goods being dispatched or 
taken in charge".  
 

Many recent Banking Commission opinions made it clear that if the multimodal transport 
starts at the port of loading stated in the credit, the multimodal transport document must 
show that the goods have been shipped on board a named vessel at the port of loading 
stated therein. This may not be ideal, but provided this interpretation is clear and well 
communicated, it is acceptable.  
 

If the applicant wants a multimodal transport document to show that the transport starts 
at the port of loading with goods being taken in charge only (as opposed to being shipped 
on a named vessel), he or she can do so by inserting a clear request in the credit. If the 
credit shows a port, e.g., Hamburg port, as the place of receipt, then in my view the 
multimodal transport document might well show that the goods have only been taken in 
charge in the Hamburg port.  
 

It should be made perfectly clear that if the multimodal transport starts by ocean 
transport at the port of loading as stated in the credit, the requirements for the 
multimodal transport document in relation to "shipped on board at the place stated in the 
credit" must be exactly the same as those for the bill of lading as set out in article 20. In 
other words, if the multimodal transport document shows a place of receipt different from 
the port of loading (see above) and also shows the pre-carriage means of conveyance, an 
on board notation is required (indicating the shipment date, name of the vessel and port 
of loading). If the multimodal transport document shows a qualification to the vessel as 
"intended", a separate dated on board notation with the name of the actual vessel is 
required. If the multimodal transport document shows a qualification of the port of 
loading as "intended", a separate dated on board notation with the name of the actual 
vessel and port of loading is required.  
 

ICC rules are rules of practice. Their goal must be to provide practitioners with clear 
guidelines to do their jobs. In this case, the clarity called for has, up to this point, been 
lacking. 
 

Article originally published in DCInsight Vol. 16 No.1 January - March 2010 by Pavel Andrle.  Pavel 
Andrle is an international trade finance consultant and trainer for eBSI Export Academy and 
Secretary of the Banking Commission of ICC Czech Republic. His e-mail is pa@ebsi.ie.  
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Save the  
Date  

for your 
Diary! 

 

March 17-18 2011 

Receivable Finance International 2011 
Factoring Conference and Exhibition, March 17- 18, 2011 

 Parco dei Principi Hotel, Rome, Italy 

 Parco dei Principi Hotel, Rome, Italy - March 17- 18, 2011 
Following the reports of returning to growth by many international receivables finance markets, BCR publishing is inviting 
industry professionals to discuss new opportunities for business development in the new economic era. 
 
We will discuss: 
 
How factoring companies and banks should react to the changing global dynamics to facilitate their business growth? 
 
The new risk culture for factors reinvesting in growth? 
 
What steps receivable finance organisations should take to facilitate trade and exports of their clients 
What challenges new regulatory initiatives for aiding the economic recovery will bring to receivables financiers 
 
Who should attend? 
 
Senior managers who are looking for new knowledge to help to grow the business from: 
 
Trade finance organizations, Factoring companies and Banks, Invoice Discounters and Asset Based Lenders, Accounting and 
Law firms, Brokers and Corporate Advisors, Credit Insurers and IT providers  
 
Considered the leading event for the European receivable finance industry, Receivable Finance International conference and 
exhibition attracts the highest quality speakers. 
 
To register your interest and receive a 15% early bird discount (GBP 977 instead of the full price GBP 1150) 
please e-mail us at info@bcrpub.co.uk.  
 
About BCR conferences: 
 
BCR conferences are carefully designed to provide a productive and informative forum for senior-level discussion for 
factoring professionals. As a result, attendees go back to their firms armed with new ideas, concepts and contacts to grow 
their businesses. 
 
To see the list of previous events please visit us at www.bcrpub.co.uk  
 
BCR Publishing is the publisher of the World Factoring Yearbook, World Supply Chain Finance Yearbook and receivables 
finance information website: www.factorscan.com  
 
 Other publications from BCR 
World Supply Chain Finanace                                         World Factoring                                      Factoring in the UK 
              Yearbook 2010                                                      Yearbook 2010                                              12th edition 
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Demand for eBSI experts to deliver seminars and attend conferences around the world has grown 
dramatically despite financial crisis.  Here is a brief overview of some of our more notable appearances 
since last issue! 

 Istanbul, Turkey 
A special presentation and information event was arranged for the 27th of April by 
IFC in Istanbul prior to their important 3rd Annual GTFP Partner’s Meeting on 28 
and 29 April featured in an earlier issue.  Vincent O’Brien delivered a presentation 
to donors on the results of the GTFP training initiatives.  The GTFP itself has seen 
its volume of activity grow significantly in the last year. 

 

 
 

An exceptional turnout for the IFC 3rd Annual GTFP Partner’s Meeting on 28-29 April 2010 

 Tashkent, Uzbekistan 
Vincent O’Brien’s multi-country EBRD Trade Finance Fraud Prevention and 
Identification tour continued into Central Asia with a 2 day event in Tashkent, 
Uzbekistan on 10 and 11 May. Participants particularly appreciated the emphasis on 
examination of real life cases in bringing various fraud schemes into greater focus. 

 
Vincent O’brien at Certificate awarding event in Tashkent. 

 Dushanbe, Tajikistan 
The next stop on the multi-country EBRD Trade Finance Fraud Prevention and 
Identification tour was in Dushanbe, Tajikistan on 13 and 14 May.  
 

 
Vincent O’brien with participants in Dushanbe at Certificate awarding event. 
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 Skopje, FYR Macedonia  
The second leg of the EBRD Trade Finance Fraud Prevention and Identification Tour 
was focused on South Eastern Europe with a seminar taking place in Skopje, FYR 
Macedonia on 18 and 19 May.    

 
Vincent O’Brien with Participants in Skopje Trade Finance Fraud Prevention Seminar.  

 Belgrade, Serbia 
The EBRD Trade Finance Fraud Prevention and Identification tour continued its 
South Eastern Europe leg with a seminar taking place in Belgrade, Serbia on 20 
and 21 May.    

 
Vincent O’Brien with Participants in Belgrade at the end of the training. 

 Chisinau, Moldova  
The final stop on the South Eastern Europe EBRD Trade Finance Fraud Prevention 
and Identification Tour was focused on Chisinau, Moldova and took place on 26 & 
27 May.    

 
Vincent O’Brien and Moldovan participants in Chisinau at the certificate conferral ceremony. 
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 Dubai, United Arab Emirates 
The growing importance of Demand Guarantees was also reflected by a significant 
turn out at a ‘Uniform Rules for Demand Guarantees new revision - URDG758’ 
seminar held in Dubai and organised by Dubai Chamber of Commerce & Industry 
on 14 June 2010. A Video report on this seminar can be found under our Technical 
Trade Broadcasts section of the eBSI Export Academy Website at www.ebsi.ie.  

 
Vincent O’Brien & Dubai Chamber of Commerce & Industry participants 

following the highly successful event. 

 Lagos, Nigeria 
The International Chamber of Commerce National Committee in Nigeria invited 
Vincent O’Brien, eBSI’s First Director to deliver the first ICC seminar in Africa on the 
Uniform Rules for Demand Guarantees new revision, URDG 758.  The highly 
successful seminar was held in Lagos on 2 June 2010. 

 

Vincent O’Brien with an impressive turnout of Nigerian Bankers at the New URDG 758 Rules 
workshop held in Lagos, Nigeria. 

 Beijing, China 
Pavel Andrle was invited by ICC China to deliver a seminar to their members on 
Trade Finance for Emerging Markets on 13 June 2010.  This seminar was 
attended by 18 delegates and covered aspects also of relevance following from 
the Global Financial Crisis. 

 
Pavel Andrle & Trade Finance participants at the ICC China seminar. 
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 Budapest, Hungary  
The International Chamber of Commerce National Committee in Hungary invited 
Vincent O’Brien to deliver a seminar on the new URDG 758 Rules for local 
bankers on 8 June 2010.   

 
Vincent O’Brien with Participants in Budapest URDG 758 Seminar. 

 Warsaw, Poland 
Following from the successful event in Hungary, the International Chamber of 
Commerce National Committee in Poland organised a seminar on 10 June 2010 
on the updated rules for Demand Guarantees, URDG 758 under the capable 
tuition of Vincent O’Brien.  This seminar marked over 10 years now that eBSI 
have been undertaking training in this growing market. 

 
Vincent O’Brien with Participants in Warsaw at the end of the training. 

 Hanoi, Vietnam  
The Confederation of Asia-Pacific Chambers of Commerce and Industry (CACCI) 
is a regional grouping of apex national chambers of commerce and industry, 
business associations and business enterprises in Asia and the Western Pacific. 
CACCI Invited eBSI Trade Finance Tutor, Pavel Andrle to deliver a seminar on 
UCP600 and URDG758 on 18-19 June 2010. 

Pavel Andrle with Participants in Hanoi at end of the training event. 
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Are You a National of an Emerging Market? 
Would you like to Develop a Career in International Trade? 

If you said YES to these two questions you may apply for and be eligible to up to 60% grant financial support toward 
the cost of the certified programmes listed in this advertisement! 

 

 Certificate in Finance  
 International Trade Specialist  

Accreditation 
 Diploma in Export Operations 

Contact us for more details: 
The electronic Business School International  
Tel: +353 94 9381444       Fax: +353 94 9381708 
Web: http://www.ebsi.ie    Email: info@ebsi.ie 

 Phnom Penh, Cambodia 
eBSI Consultant and Trade Finance Tutor Mr. Pavel Andrle, as part of his tour of South East 
Asia, was also invited by CACCI  and Cambodia Institute of Banking to deliver a UCP 600 
and URDG 758 seminar in Phnom Penh. The UCP600 and URDG758 seminar was held on 
28-29 June 2010. 

 
Pavel Andrle with Cambodian participants at the UCP600 and URDG758 seminar in Phnom Penh. 

 Tblisi, Georgia 
All the leading Georgian banks participated in a seminar held on 3-4 June 2010 in Tbilisi 
and gained an insight into developments in bank guarantees. It was also a very valuable 
event for business people active in export and trade finance and investment projects. 
The seminar was led by Mr. Pavel Andrle, eBSI Tutor and Secretary to ICC-CR Banking 
Commission. 

 
Pavel Andrle with participants of the Trade Finance Seminar in Tbilisi Georgia 

 Nairobi, Kenya 
A special event was held in Nairobi, Kenya within the celebrations of the International 
Finance Corporation’s 100th GTFP training with the launch of the 6th IFC FIT Initiative 
Finance of International Trade elearning Program in Kenya.  The event had over 90 
participants including representatives from the Government of Japan who have financed 
this launch in East Africa. The first group of participants will complete their studies at the 
end of October with another intake to start off in January/February 2011. 

 
Thomas Smith with attendees of the Launch of the IFC FIT Initiative in East Africa 
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2nd Annual West 
Africa Trade & 

Commodity Finance 
Conference 

November 3-4, 2010 
Millennium Hotel 

London, UK 

 

3rd Annual North 
Africa Trade & 

Investment 
Conference 

November 10&11, 
2010 

Four Seasons Hotel 
Cairo, Egypt 

 

Global Trade Review 
The world’s leading 
international trade 
finance and export 
finance magazine. 

emeafinance 
The complete 

information source for 
the finance industry in 

the EMEA region. 

 
Competition! 
 

 
Win the ‘China  
Systems  
Scholarship’. 
 
Compliments of  
China Systems  
Corporation Mr. Syed  
M Abbas Taqvi who  
works in the Trade  
Finance Department at Bank  
AL Habib in Pakistan has  
Won the ‘Scholarship’  
For URDG Master, the just  
released online URDG 758  training developed by  
Coastline Solutions, ICC’s Technology Partner. 
 
To subscribe to receive the eBSI Tradebrief simply 
sign-up for eBSI TradeBrief on any page or our site 
www.ebsi.ie and we will add you to our subscriber 
list and you may be the next winner of the valuable 
China Systems Scholarship’ prize. 

eBSI  Participating Upcoming Events: 
 

Country Specific:  

 Bishkek, Kyrgyzstan  EBRD Trade Fraud Prevention  
         18 & 19 October 2010. 
 

 Istanbul, Turkey – EBRD Crisis Response Conference               
         20, 21 & 22 October 2010 
 

 Dublin, Ireland – Institute of International Trade  
Letter of Credit Documentation on 26 October 2010 
 

 Managua, Nicaragua  – IFC Export Import Finance For 
Corporates  on 5 November 2010. 
 

 Dublin, Galway, Cork, Ireland – ICC Ireland, Incoterms 2010 
Road-show 9,10 &  11 November. 
  

 Jakarta, Indonesia – IFC Export Import Finance For 
Corporates  on 17 November 2010. 
 

 DUBAI, UAE – Dubai Chamber - Advanced Letter of Credit 
Management  on  28 November  2010. (see page 4 of this issue) 
 

 Lagos, Nigeria – ICC Nigeria, Incoterms 2010 in Action 
Workshop on 2 December 2010. 
  

If you would like information on any of these events please email 
events@ebsi.ie and we will send you the relevant details. 

Certificate in Logistics 
Learn all you need to know about Transport and Logistics! 

 

 Online Tutorials 
 Certified by the Chartered Institute of Logistics & Transport 
 Includes Section on Logistics Customer Service 
 Recognised Internationally 
 Interactive self-paced learning 
 3 Written Assignments and 1 Online Exam 

 

Contact us for more details: 
The electronic Business School International  
Tel: +353 94 9381444       Fax: +353 94 9381708 
Web: http://www.ebsi.ie             Email: info@ebsi.ie 

emeafinance African 
Banking Charity 
Awards Dinner 

December 8, 2010 
Hilton Tower Bridge 

Hotel 
London, United 

Kingdom 

3rd Annual Nordic 
Region Trade & 
Export Finance 

Conference 
November 18, 2010 
Radisson Blu Hotel 

Gothenburg, Sweden 


