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Financing your Internatlonal Growth ﬁ.

The Rlsks and Mitigants of Internatlonal Trade st
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bnz*
Disclaimer

Important information

" This presentation is solely for information purposes only. It is not financial or other professional advice. For help, please contact BNZ or your
-professional advisor. BNZ does not warrant or represent that the information in this publication is free from errors or omissions, or that it is
suitable for yourintended use. Neither BNZ nor any person involved in this publication accepts any liability for any loss or damage whatsoever

~ which may directly or indirectly result from any advice, opinion, information, representatlon or omission, whether negligent or otherwise,
contained in this publication. References to third party web5|tes are prowded for your convenience only. We don't accept any responsibility for
the availability or contents of.such websites.
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The Problem

The'Chicken or thé. Egg?

Trade Finance is the Answer

®

Exporter

Wants to receive
payment for their
product before or
assoonasit's
shipped.

———

Purchaser

Wants to pay after
they receive their
order.
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Trade Cycle a.k.a.
Time Line

1. Sourcing
a. Shipping? / Pmt Terms / MOQ’s /
Inventory periods
2. Making
a. How long & where?
3. Inventory Period
4. Transport / Shipping
a. How & to where?
5. Your customers payment terms

bnz
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' . 1. Non-Payment
. ' a. Manage Cashflow fluctuation.
Risks in Exporting 2. Bank and Country
a. Knowing who to speak to.
| . 3. How do you manage international
e i payments and receipts?

4. The cross-border risk associated with
exporting/importing

WATE
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Cash In

. L e Open Account
Advance
l lI l II I IS Documentary Letters of
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Exporter

Importer
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Letters of Documentary

Credit Collections

Account

Dichs's'EarIy!
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. Non-Payment
. Bank and Country Risk
. Sanctions (AML / ETS)

. Contracted Terms

. Margin / FX
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Letters of Credit

_
v

Documenta ry letters of Credi_t

Exporter
(Seller / Originator)

§hipment of goods

(7 -

e Credit advice Documents Payment/
Documents presentation Acceptance of

delivery e U Bills of Exchange

0&7

Sending of documents

Exporter's Bank Importer's Bank

SWIFT/Other |
Payment channels Payment

REMITTING BANK o 0 PRESENTING/ COLLECTING BANK
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