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FOREWORD

T
he recent HSBC  
Trade Confidence 
Survey, looking at 
business sentiment  

and expectations on trade activity 
and business growth shows that 
global business confidence is 
mildly positive in terms of both 
local and global economic 
outlooks. 

However, when asked for 
their views on future prospects, 
corporates were considerably 
more upbeat on both trade 
and general business aspects. 
Respondents saw the favourable 
factors impacting on business as 
being led by increased product 
demand (75%). This was 
followed by improvement in the 
global economy and favourable 

exchange rates (both on 64%).
Meanwhile, the majority by 

country were also optimistic 
about the impact of economic 
conditions on financial risk.

In increasingly uncertain and 
turbulent times it’s clear that 
an emphasis must be placed 
on efficient, flexible and robust 
working practices.

More and more global 
businesses are being squeezed 
between ever slimmer margins 
and complex supply and sales 
chains with corporates looking  
to make working capital work  
as hard as possible to contribute 
to cash flow.

Choosing a banking partner 
with global reach and local 
knowledge is a good starting 

point. As the Head of Commercial 
Banking in Europe, I see many 
examples where we have helped 
our clients to grow their business. 

With a presence in 33 European 
markets we’re ideally placed to 
help clients across the globe to 
expand into Europe and to help 
our European clients expand 
into fast-growing markets in 
other regions. For multinational 
corporate clients, our International 
Subsidiary Banking (ISB) team 
also offers inbound country desks 
in a number of markets with a 
dedicated Relationship Manager.

We are seeing continued 
growth in multiple countries with 
increased investment in Spain, 
Poland, Netherlands, Germany, 
Italy and Switzerland amongst 
others. Recently, we also became 
the first bank to implement a 
two-way RMB sweep between 
Europe (UK/Germany) and China. 

Despite the challenges that 
China is currently facing it remains 
a market of significant potential. 
Even with a slowdown, it is still 
showing impressive growth rates; 
with Retail sales growing at more 
than 10% we will also continue 
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turbulent times  
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placed on efficient, 
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working practices.”
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Head of Commercial Banking,  
Europe

of respondents to the HSBC 
Trade Confidence Survey 
saw increased product 
demand as the most 
favourable factor impacting 
on business

75%

to see a rise in urban consumers. 
Allied to this, as the RMB has 
been opened up to more market 
forces, it has moved one step 
further towards more liberal 
financial markets.

We have the international 
connectivity, presence and  
ability to facilitate Trade,  
Working Capital, Supply Chain 
and Treasury solutions flexibly 
as part of our overall relationship 
with our clients. 



TRADE CORRIDORS

There is no doubt that European businesses are in a privileged position, 
operating in one of the world’s largest trading regions. And it is a region 
that will continue to play a central role in both existing and emerging 
trade corridors with other key markets around the world, says Andrew 
Betts, HSBC’s Head of Trade and Receivables Finance, Europe.

T
here are some 
resounding figures that 
help to put Europe’s 
role in global trade in 

context. With a population of over 
740 million, a collective GDP 
bigger than the US and China, and 
the 28 EU members accounting 
for 16% of global trade in goods 
and services¹, Europe is truly a 
trading powerhouse.

Indeed, it is the world’s largest 
exporter of manufactured goods 
and services and is itself the 
biggest export market for around 
80 countries – by comparison the 
US is the top trading partner for 
just over 20 countries.

All of which puts the region and 
those businesses operating within 
it, in a prime position to benefit 
from new and established trade 
corridors. 

Those trade corridors describe 
trade and capital flows between 
high growth or established 
markets. Historically they have 

been between trading partners in 
the developed markets of Europe 
and the US but with the impact 
of the economic crisis businesses 
are increasingly looking to 
the faster-growing markets of 
Asia, the Middle East and Latin 
America.

It is not just markets like 
China which, despite the recent 
slowdown, is still showing strong 
growth, several other Asian 
countries, such as Vietnam, India, 
and Indonesia are also rapidly 
enhancing their trade performance 
and expanding their share of global 
exports. 

The emergence of these 
new trade corridors reflects the 
changing nature of global trade. 
For example, a large percentage 
of global trade now involves 
component parts being bought 
and sold across borders. 

Supply chains are increasingly 
complex and often involve 
numerous countries. There are 

global trade
The shifting landscape 

of 

»

Supply chains 
are increasingly 
complex and often 
involve numerous 
countries.”



TRADE CORRIDORS

millions of products where supply 
chains involve a single product, 
moving multiple times, across 
borders and between companies 
of all sizes.

This changing trade landscape 
will inevitably offer opportunities 
for European businesses as 
growth in world trade and cross-
border capital flows continue to 
outstrip growth in average GDP.

And it is to the emerging markets 
that businesses can continue to 
look for growth potential. Of the 
world’s top 30 economies, we 
expect those in Asia, the Middle 
East and North Africa to increase 
in size approximately four-fold 
by 2050, driven by favourable 
demographics and increasing 
urbanisation. By this time, those 
economies will be larger than 
those of Europe and the USA 
combined, while we expect Asia 
alone to contribute nearly 50% of 
global GDP growth between now 
and 2050.

As those economies grow 
so their demand for European 
goods and services is likely to 
increase. China is a case in point 
and remains a hugely exciting, if 

challenging, market with a growing 
demand for both luxury goods and 
everyday consumer staples.

There will also be an increasing 
demand for infrastructure 
investment as China has plans 
to construct 15 ports in line 
with the New Silk Road initiative 
and to improve connectivity 
for international trade. At the 
same time, there is significant 
investment underway in the 
Pearl River Delta, which is now 
the world’s most populous area, 
bigger than Tokyo and with a 
matching economy.

It is all part of the orientation 
of the West towards the East. As 
China and other Asian economies 
increasingly rebalance away from 
exporting and towards importing, 
the scale of the opportunity for 
European businesses will only 
increase.

There is no doubt that tapping 
into new and established trade 
corridors both with Asia and other 
markets, is a great opportunity for 
European businesses and at HSBC 
we are well placed to support 
those endeavours.

As companies look to exploit 

the opportunities that come with 
an ever-changing global trade 
landscape, they need a bank that 
can help finance across borders 
seamlessly and efficiently.

Our geographic footprint allows 
us to add real value by being at 
both ends of all the major trade 
corridors in the world today. While 
a strong presence in Asia means  
we are very well placed to support 
companies as they look to tap into 
the enduring growth potential in 
the region.

That same global network and 
our established relationships 
with companies of all sizes from 
SME to multinationals enables us 
to support entire supply chains 
throughout the world.

It is an exciting time to be in 
international business as global 
trade-flows continue to grow 
and shift. For those companies 
that can position themselves to 
play an increasing role in new 
and established trade corridors, 
the opportunities for sustainable 
growth are outstanding. 
¹  European Commission –  

http://ec.europa.eu/trade/policy/ 
eu-position-in-world-trade/

 It is to the emerging 
markets that businesses 
can continue to look for 
growth potential.”

»

We expect Asia alone to 
contribute nearly 50% of 
global GDP growth between 
now and 2050.

HSBC’s geographic footprint 
covers 96% of foreign direct 
investment across the 
world’s high-growth markets.

50% 96%

http://ec.europa.eu/trade/policy/eu-position-in-world-trade/
http://ec.europa.eu/trade/policy/eu-position-in-world-trade/


CHINA FOCUS

It will not be caught in the middle 
income trap, however.

hina’s economy has 
overtaken the US as 
the world’s largest 
economy in purchasing-

power parity terms. However, 
given its much larger population, 
China is far from a rich country. Its 
average resident’s international 
purchasing power is still only 14% 
of that of the average US citizen. 
There is a lot of catching up to do.

This is not to downplay China’s 
progress. GDP growth in the 35 
years since the introduction of 
economic reforms averaged nearly 
10% a year, lifting many out of 
poverty. But China was growing 
from a low base and has yet to 
reach anywhere near its potential.

Many economies typically 
experience periods of rapid growth 
because low productivity can catch 
up quite quickly towards levels in 
richer economies. But with China’s 
growth likely to slow this year to 
its lowest rate in a quarter of a 
century, the question is whether 

its economy is already close to 
the stage when it is no longer 
catching up. As recent events 
have demonstrated, a significant 
slowdown could happen sooner 
rather than later.

However, we believe China still 
has a lot of room left to catch up. 
The factors behind its spectacular 
growth may have diminished, but 
they still offer enough potential to 
drive productivity growth for many 
more years – enough for China 
to achieve high-income status, 
potentially within a decade.

Some economists fear China 
faces the ‘middle-income trap’ in 
which a country grows rapidly but 
then slows sharply before making 
it to high-income status.

An economy can fall into this 
trap as wages grow and its 
exporters lose competitiveness. 
As the country has yet to catch 
up in technological sophistication 
relative to advanced economies, 
it cannot move up the value 

CHINA
playing catch upis still
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An average resident of 
China has an international 
purchasing power of just 
14% of that of the average 
US citizen.

14%



CHINA FOCUS

chain. Unable to compete with 
advanced economies while 
facing increasing competition 
from other poor countries, export 
income declines and investment 
capabilities diminish, leaving the 
middle-income country trapped in 
a long transition period unless it 
introduces economic reforms.

However, we believe China is 
currently experiencing a cyclical, 
rather than a structural, slowdown. 
Its economy has grown fast in the 
three decades since reforms but 
remains, in per capita terms, some 
way behind the most advanced 
economies, including the US.

Catch-up growth is 
easier than inventing new 
technologies.  Eventually, China 
will have to move towards an 
innovation-led growth model 
once the potential for growth is 
exhausted – but not yet.

In the meantime, further 
urbanisation is key to maintaining 
relatively high growth rates. Not 
only will more people working 
closer together create more 
network effects and knowledge 
spill-overs, urban household 
consumption is rising as a share 
of GDP while rural household and 
government consumption growth 
are relatively slow. Urbanisation 
– and the government spending 
needed to support it – is an integral 
part of the real rebalancing story.

Finally, spending on education 
must also catch up. The workforce 
cannot be expected to absorb 
extra capital or technology without 
the requisite skills. Investment in 
human capital is one of the few 
ways policymakers can influence 
the future rate of technological 
innovation – the only sustainable 
source of growth in the long run. 

The 
establishment of the 
Shanghai Hong Kong 
Stock Connect shows 
that financial reform  
is accelerating, not 
slowing down. We think 
this will be another 
landmark year.”

“Since 2010, Renminbi trade settlement has risen 
from near zero to 22% of China’s total trade, and 
we expect it to top over 50% by 2020. In 2014 the 
Renminbi broke into the top five payment currencies 
in the world for the very first time. And several 
central banks already hold the Renminbi in their 
reserves.
2014 saw more market opening, lower capital 
controls and the roll-out of pilot financial measures 
worldwide and nationwide. The establishment of 
the Shanghai-Hong Kong Stock Connect shows that 
financial reform is accelerating, not slowing down. 
We think this will be another landmark year.”
STUART GULLIVER, HSBC Forum 
Hong Kong, 26th March 2015

RMB KEY FACTS AND FIGURES

More than 10,000 financial institutions are doing 
business in RMB.

The RMB is one of the 10 most-used currencies for 
payments worldwide. 

The offshore RMB (CNH) bond market – “dim sum 
bonds” – has doubled in size each year since 2008.

From just 3% in 2010, the RMB is now used to settle 
around 18% of China’s total trade.

China has currency swap agreements with at least  
20 central banks.

RMB deposits in Hong Kong totalled RMB860bn at the 
end of 2013, up from RMB315bn in 2010.

RMB deposits account for around 12% of total deposits 
in the Hong Kong banking system, up from 1% in 2008.

There are now four offshore RMB centres – Hong Kong, 
Singapore, London and Taiwan.

We forecast that the RMB will be fully convertible 
within 2-3 years.

(Source: Rise of the Redback 3)

From just 3% in 2010, the RMB is 
now used to settle around 18% of 
China’s total trade.

Renminbi trade settlement 
is expected to top over 50% 
by 2020.

RMB deposits in Hong Kong 
totalled RMB860bn at the end of 
2013, up from RMB315bn in 2010.

860bn

50%

18%



SEPA has not had an easy ride. The 
Eurozone took quite some time to get 
used to the idea of standardised payment 
processes. The protracted but necessary 
cross-border discussions between 
the various stakeholders ensured that 
many would view it as an exercise in 
bureaucracy not efficiency. Indeed, now 
that it is a reality, 
some are yet to 
embrace the strategic 
and transformational 
benefits SEPA can 
bring, with focus in 
the main on tactical 
implementation and 
compliance. The truth 
for all concerned is 
that the hard work 
and expense that 
brought SEPA into 
being will remain; 
banks, corporates and 
vendors need to work together to unlock 
its potential. For those who do grasp ‘the 
art of the possible’, a world of treasury 
optimisation and opportunity awaits. Not 
least of that potential lies in the increased 
scope for centralisation. 

CENTRALISE, RATIONALISE, OPTIMISE 
Companies have for some time been able 
to globally, regionally and domestically 
centralise their liquidity using a wide 
range of tools, such as zero-balancing and 
cross border sweeping. But what SEPA, 
and the XML data format in particular, 
has brought is standardisation. This gives 

corporates the opportunity to more readily 
explore the centralising, rationalising and 
streamlining of their accounts payable (AP) 
and accounts receivable (AR) processes – 
even combining these with their existing 
liquidity structure. 

It is perhaps fair to say that most of the 
market focus up to the point when SEPA 

officially went live was 
on ensuring compliance 
and that businesses 
would be able to carry 
on with payments and 
collections. A lot of 
time and effort was 
expended on this and 
once they had made 
it happen, many felt 
they needed a break, 
notes Ian Blackburn, 
Regional Head of 
Commercialisation 
Europe, Payments and 

Cash Management. The value-adding 
SEPA benefits that were promised could 
wait. “I think that hiatus is now reaching 
an end and corporates are starting to look 
at how they can use that commonality.” 

Many businesses are reviewing their 
account structures and considering 
what operational gains can be put in 
place. “The promise around SEPA is 
that although it is not perfect, there are 
further chapters to the harmonisation 
story – with niche products and specific 
payment types in certain countries – 
customers realise that they may not have 
to have so many accounts in one country,” 

FUTURE OPPORTUNITIES

The one certainty in the current economic environment is that change 
is firmly on the agenda. Many may equate this with increased 
pressure and even risk, especially where the regulatory agenda 
is seen as one of tighter control. But as new developments in the 
European landscape unfurl, the smarter treasury operation can 
position itself to benefit from the very thing that others may fear.

The promise 
around SEPA is that 
although it is not 
perfect, there are 
further chapters to the 
harmonisation story.”

  the  
possible:
of

FUTURE  
OPPORTUNITIES  
FOR TREASURERS

»

Art
The



says Michèle Zaquine, Senior 
Proposition Market Manager, 
Europe, Payments and Cash 
Management. “Businesses 
may not be able to rationalise 
as much as they’d like, but 
they might be able to make 
operational gains.” 

In terms of rationalisation 
and centralisation, SEPA has in 
effect become a great enabler 

although it remains essential 
to assess what is the most 
appropriate course of action in 
the light of existing business 
models. At the highest level, 
a couple of different scenarios 
have arisen, says Blackburn. 
There are companies that do 
not necessarily have ‘bricks and 
mortar’ outside of their home 
market and SEPA has allowed 

FUTURE OPPORTUNITIES

» them more easily to reach an 
increased number of markets 
whilst retaining their accounts in 
one place. 

Those that do have a 
distributed physical presence will 
have had the benefit from day 
one of potentially lower prices 
for payments execution. The fact 
that SEPA gives a region-wide 
standard maximum clearing 

What corporates are now 
looking at is a broader picture.”

»

Chart 1 SEPA, XML and treasury uplift
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cycle of D+1 (a payment execution time at the 
latest by the end of the next business day) has 
equally allowed them not only to have certainty 
around the timing of their payments but has 
also facilitated the migration of non-urgent 
transactions away from the real-time gross 
settlement system (RTGS) to D+1, bringing  
cost efficiencies. 

“What corporates are now looking at is a 
broader picture,” says Blackburn. “They are 
asking if they really need to have as many 
accounts around the region, how they can 
reduce their account maintenance fees, and 
how they might be able to rationalise accounts 
to simplify their liquidity management.” 
However, it may be a bit too soon for companies 
to consider placing all activities under one 
account, albeit theoretically possible under 
SEPA. Corporates are understandably focused 
on counterparty risk, which precludes the ‘one 
bank, one account’ approach. Also, for certain 
types of payments, most corporates would 
want to have accounts in-country. SEPA does 
not cover cheque or cash and in some markets 
local clearing systems – such as LCR in France 
or RIBA in Italy – where if a client is undertaking 
transactions through those mechanisms, a local 
account is required. 

FUTURE OPPORTUNITIES

» For banks, this is all part of the exercise of 
discussing with customers the precise nature 
of their payment and collection flows, and 
therefore whether or not certain accounts 
need to be maintained. This discussion may 
also include a technology review, considering 
if an existing ERP module, for example, can 
be enhanced to cover all operations or if the 
business wishes to maintain other instances of 
that system in-country. Zaquine comments that 
this has become “a much broader discussion” 
requiring not just an understanding of payment 
flows but also any issues around working capital 
optimisation before it is possible to use the 
available tools effectively.

PAYMENTS, COLLECTIONS AND  
WORKING CAPITAL OPTIMISATION 
For companies that do opt for centralisation, 
even if some accounts must sit outside 
of that model, a business can still go a 
long way to optimising its processes and 
reducing administrative costs. “But, it is 
easier to centralise the payments side than 
the collections,” says Blackburn. “Payments 
information is easier to track (just by extracting 
payment run files and sharing that information 
with the unit that is making the payment) 

Corporates are also keen to  
learn more about new banking 
techniques on the receivables side.”

Payments information  
is easier to track whereas 
receivables are more challenging  
if the business is not able to  
control how the cash comes in.”»



FUTURE OPPORTUNITIES

applicable to collections, facilitated 
by easier global harmonisation of 
invoice numbering. “Corporates are 
also keen to learn more about new 
banking techniques on the receivables 
side,” says Blackburn. Of note here is 
the ‘virtual account’ concept. Here, a 
corporate sets up a central account, or 
a smaller number of header accounts, 

on the receivables side. 
Appended to these accounts 
will be any amount of virtual 
account numbers which are uniquely 
allocated to each counterparty. Each 
payment can only be routed via the 
counterparty’s unique account number 
and this always links back to the 
relevant main account. This offers a 

major improvement 
on the normal 
reconciliation 
process. 

Other develop-
ments have been 
around data 
enrichment. Many 
corporates have 
realised that XML 
can be used beyond 
the SEPA landscape. 
Zaquine feels that it 
“really opens up the 
parameters for them 
having more useful 
data.” Combining 
SEPA XML data 
with information 
from outside 
that process has 
definite advantages. 
“By packaging 
a consolidated 
receivables 
management 
reporting tool for 
customers that puts 

whereas receivables are more 
challenging if the business is not 
able to control how the cash comes 
in (reconciliation is a challenge if, for 
example, the client does not quote 
references).” 

There are signs that the status quo 
is rebalancing as the emergence of the 
‘on-behalf-of’ model becomes more 

The centralised  
and rationalised treasury 
model is also solid 
ground on which to build  
a more robust internal 
governance structure.”

»
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Chart 2: Centralisation: a transverse project
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all their credit receipts in one place and on 
one report, it gives clients that enriched 
data.” 

By allocating this data back to their 
TMS or ERP system, it is possible then 
to start managing receipts by exception. 
Consolidation of information facilitates 
auto-reconciliation in the back office; the 
system is positioned to inform what has 
not been received and what is yet to be 
applied. The potential to lower overheads 
previously employed on sales ledger 
management is clear. Further, integrating 
data into their ERP system allows the 
corporate to more easily deploy that data 
for control, reconciliation and working 
capital purposes (quicker clearing cycles, 
reduced fees and lower overheads for 
allocating and matching against the  
sales ledger). 

There is a forecasting and liquidity benefit 
too. If a corporate can combine the cash 
side with a more strategic way of looking 
at Days Sales Outstanding (DSO) and its 
payments processes, and look to reduce the 
cycle, this too ties in with working capital 
improvements. In preparing the ground for a 
supply chain finance or receivables finance 
programme that can reduce the time it 
takes to collect the money, there is potential 

for an immediate impact on cash flow. 
Processes such as dynamic discounting  
can have a similar effect. 

“The centralised and rationalised 
treasury model is also solid ground on 
which to build a more robust internal 
governance structure,” says Blackburn. 
Scalability of risk and control systems 
becomes more challenging for companies 
that grow rapidly through acquisition.  
“But those that have taken the leap and 
have started to centralise will reap the 
benefits in terms of governance and  
future scalability.” 

FURTHER OPPORTUNITIES 
By moving to a more centralised 
treasury model with fewer accounts, 
it becomes much easier to consider 
these improvements. “There are 
many components involved but as the 
corporate moves along the curve towards 
centralisation it will see more opportunities 
to manage its supply chain and business 
flows,” Zaquine notes. “SEPA and XML 
are just the foundations for what can 
become a more optimised model.” She 
feels this because many corporates have 
realised that XML is not specifically limited 
to payments and collections and that it is a 

FUTURE OPPORTUNITIES

global format that has a much wider use. 
Indeed, the decision by the European 
Central Bank (via the Euro Retail 
Payments Board) to press for a region-
wide roll-out of an instant payments-type 
product (similar to Faster Payments in 
the UK) takes SEPA to the next level. 

Specific to SEPA is the Additional 
Optional Services (AOS) concept. These 
have been permitted as a means of 
fine-tuning SEPA’s relevance to specific 
jurisdictions; extended remittance 
information required by Finland or 
France’s Change Account Identification. 
Some AOSs are very market-specific 
but if an AOS has the potential for full 
European reach then Zaquine believes 
it has the chance to be adhered to by 
other communities – but it will be the 
community operating as one, not an 
individual corporate or the banks, which 
will make this happen. For this reason, 
she believes that there will not be a flood 
of AOS requirements as SEPA gains 
momentum; they will occur only when the 
need arises and when the market pushes 
for it. The real question then around any 
AOS is its reachability. “If there is not 
sufficient reachability it will create market 
fragmentation,” she warns. 

As the corporate 
moves along the curve 
towards centralisation it will 
see more opportunities to 
manage its supply chain and 
business flows.”

»



CASE STUDY

An automated, two-way RMB sweeping 
solution between China and Germany 
enables Würth Group to sweep funds 
seamlessly from China to Germany and 
vice versa, making efficient use of their 
global cash balances.

ocated in more than 
80 countries, fastening 
products corporation 
Würth Group was quick to 

take advantage of the opportunity to 
include onshore RMB in global cash 
pools when it was launched in July 
2014, and implemented a manual 
solution within a few weeks of the 
announcement once the necessary 
regulatory approval had been 
obtained.

Würth Group’s cash pooling 
solution involves a domestic  
RMB (CNY) cash pool in China  
that sweeps cash from group 
entities’ accounts in China into a 
pool header account. This account 
is then swept into an offshore RMB 
(CNH) account in Germany via a 
special cash concentration account. 
As CNH is a freely tradable liquid 
currency, group treasury can then 
use these balances in the same 
way as any other currency for group 
liquidity and investment purposes.

In March 2015, Würth Group 
mandated HSBC to automate this 
solution, enhancing operational 
efficiency on top of financial 
efficiency. 

One of the reasons that many 
organisations have not already 
leveraged the ability to do cross-
border sweeping in RMB is the need 
to comply with regulatory conditions. 
However, as Gabriele Schnell, 
HSBC’s head of payments and cash 
management in Germany, explains: 
“A critical issue for corporations 
that wish to include RMB in global 
cash pools is compliance with 
regulatory conditions, such as 
limits on the amount that can be 
swept into and out of China. This 
monitoring and compliance is now 
automated through HSBC’s global 
liquidity management engine, which 
brings peace of mind and significant 
efficiency benefits for clients.”

While cash pooling is a well-
established technique, there are 

AUTOMATIC
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CASE STUDY

some specific issues that corporations 
need to consider when including RMB 
into global cash pools, in particular the 
need for regulatory approval and limits  
to the amount that can be included in 
cross-border sweeps. 

Würth Group has an entity located in 
the recently expanded Shanghai Free 
Trade Zone (SFTZ) so the approval 
and compliance process is relatively 
straightforward. Although entities located 
outside of the SFTZ are also now eligible 
for two-way RMB cross-border sweeping, 
the conditions are more comprehensive. 
However, as long as the company fulfils 
the necessary regulatory requirements, 
compliance monitoring is automated 
through HSBC’s global liquidity platform.

The benefits of cash pooling are well-
established, and the ability to include 
RMB, particularly on an automated basis, 
is a leap forward for many corporations 
that have struggled to integrate RMB 
within a regional and global cash 
management strategy. In many cases, 
difficulties accessing excess liquidity 
in China have restricted organisations’ 
appetite for investment in China. 

However, as Patrik Imholz, Head of 
Treasury Management, Würth Finance 
International B.V. outlines: “RMB 
sweeping enables us to manage the 
liquidity of our Chinese group companies 
centrally from Germany and to integrate  
it into our global cash management. 

“Surplus liquidity can be used to 
finance other group units, so insufficient 
liquidity can be balanced out by cross-
border transfers, while interest and 
foreign currency expenses can decline 
as a result. Currency risks can also be 
managed centrally from Germany.”

RMB was ranked the fifth currency in 
the world for global payments by the end 
of 2014, according to SWIFT, and the 
value of RMB payments increased  
by more than 100% during the year.

“The more payments are settled in 
RMB, the more valuable automated RMB 
cash concentration becomes for German 
companies,”says Gabriele Schnell of 
HSBC Germany.

“HSBC has already implemented 
liquidity settlement manually for several 
clients. Automation means greater 
efficiency and security for our customers, 

helping them to use the cash in their 
business globally in the most valuable  
way possible.”

Germany is now the fourth country in 
which HSBC has fully-automated RMB 
two-way cross-border cash concentration 
in addition to Hong Kong, Singapore and 
Great Britain. This mandate 
paves the way for other 
corporations in Germany 
to leverage their RMB 
liquidity more effectively, 
and across Europe more 
widely. “HSBC is well-
established as a strong 
RMB cash management 
partner for corporations 
globally, and we continue 
to engage in a strategic 
dialogue with clients of 
all sizes and industries,” 
concludes Gabriele 
Schnell. 

“Not only are we seeing strong interest 
in RMB opportunities amongst our 
clients, both in Germany and worldwide, 
but also from corporations with which we 
have not had a relationship previously.” 

HSBC has already 
implemented liquidity 
settlement manually for 
several clients. Automation 
means greater efficiency and 
security for our customers.”

HSBC is well-established  
as a strong RMB cash management 
partner for corporations globally.”

»



PUT YOUR BUSINESS ON THE

When you’re scanning the landscape  
for business opportunities our expertise 
can help you get into the right market 
with the right plan.

Contact your Relationship Manager today
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