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development, Bottomline Technologies, a 

global provider of collaborative payment, 

invoice, and document automation 

solutions. “Large corporates need 

a healthy and risk-mitigated supply 

chain and I’m firmly convinced that 

bank-assisted open account is a viable 

service.” Taylor expects the next year to 

be devoted to spreading awareness of 

the benefits of the new functionality with 

adoption following. “Supply chain finance 

is the buzz, and it is reliant on automation. 

The initial focus, I believe, is automating the 

corporate’s back office, getting rid of the 

paper and making it electronic. “

Mike McDonough, head trade product 

management, Bny Mellon, sees TSU with 

BpO as a useful addition to the armoury 

of trade service providers. “As a fully active 

open-account end-to-end service provider, 

we offer two alternatives,” he says. “One 

is the TSU; we were an early adopter and 

frankly we’re big fans.” The bank also has its 

own platform, for those counterparties not 

on TSU. In the present climate, he suggests, 

while the idea of the BpO is attractive, 

smaller bank clients may be hesitant to 

invest in new technology. For corporate 

clients meanwhile, the question is what is it 

going to cost. “I’m not talking about the cost 

in terms of technology, I’m talking about 

Our pilot participants view 
the bank as a business 
partner in supporting them 
along their supply chain 
and meeting their risk 
intermediation, liquidity 
and settlement needs.
Ivy Mosupi, product head, 
supply chain fi nance, Standard Bank

the cost in terms of a bank stepping up to 

guarantee payment on a transaction,” says 

McDonough. “corporates are also going 

to need to see regulatory recognition of the 

instrument before they can comfortably 

understand how to account for it and trade it 

on their books.”

He is, however, optimistic that this will be 

achieved. “SWIFT is the trusted provider 

to banks worldwide; they don’t necessarily 

have to prove themselves when they go into 

a bank and say, ‘Here’s some technology 

we’ve developed for a need that we think 

the market has.’,” he says. “That is why the 

TSU, and by extension the BpO, probably 

has the best chance of anything in the 

market today of becoming the standard for 

processing of open account transactions.”

Regional examples

Two regional banks that have embraced 

the BpO and are moving forward towards 

commercialisation are Standard Bank of 

South Africa and national Bank of Greece.

“We’re already in production,” confirms 

Evy passa, senior director, head of group 

trade finance & payments, national Bank of 

Greece (nBG), which is now promoting the 

service to its corporate customers, primarily 

large corporate importers in the areas of 

solar and alternative energy, chemicals, 

pharmaceuticals and manufacturing. “While 

our discussions are positive, we also need 

the suppliers to be onboard,” says passa. 

“We’re therefore partnering with global 

players to offer services that can go across 

borders.” Discussions with partners in 

Germany and Italy are well advanced and 

passa expects to have live BpO activity 

in its supply-chain-financing programme 

within the next three months.

“I think that nBG will be the driver of this 

initiative in Greece, due to the fact that it has 

a huge corporate client base and, of course, 

long standing expertise in trade finance,” 

says passa. “But I think others will follow.”

Ivy Mosupi, product head, supply chain 

finance, Standard Bank, confirms that 

the BpO is to be tested with those South 

African pilot participants that the bank is 

We’re partnering with global 
players to offer services that 
can go across borders.
Evy Passa, 
senior director, 
head of group trade fi nance & payments, 
National Bank of Greece
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running. “The bank is looking to test BpO 

with both importers and exporters and 

as both an obligor and a receiving bank, 

obviously leveraging the methodology built 

from when the bank was conducting its 

proof of concept,” she explains. At that 

stage, Standard Bank partnered with several 

international banks in South America, 

Europe and Asia, including Deutsche Bank, 

Bank of china, Banco do Brasil and Bnp 

paribas , but the scope was only limited to 

TSU and will now be extended to BpO. “The 

BpO is incorporated in the Standard Bank 

end-to-end Supply chain Finance service 

to enhance the other services offered under 

open account,” she adds.

So far the bank has received a positive 

welcome from the pilot participants when 

introducing the BpO. “They believe it 

offers more flexible, faster, easier and less 

costly forms of trading,” says Mosupi. 

“Furthermore, our pilot participants 

view the bank as a business partner in 

supporting them along their supply chain 

and meeting their risk intermediation, 

liquidity and settlement needs.”

While critical mass will take time to build 

up, Hennah at SWIFT believes that the 

next 12 months will see concerted efforts 

on the part of banks to educate customers 

on the potential that BpO offers for 

marrying the convenience of open-account 

trading with the risk mitigation of tradition 

trade finance instruments.

What is the main attraction to Bank 

of China of the Bank Payment 

Obligation (BPO)?

We already knew that TSU could 

make transactions more efficient and 

transparent and that it would provide a 

good basis for innovation in financing 

instruments. We see the BpO as a kind 

of bank credit based on the common 

electronic platform of TSU and combined 

with trade information and conditions. 

Its introduction in 2009 now makes risk 

participation possible.

Unlike TSU, you are focusing initially 

on domestic business with BPO. 

Why is that?

A survey conducted by SWIFT 

among five chinese banks in 2009 

indicated that 90% of domestic letter 

of credit business involved intra-bank 

transactions while only 10% were 

interbank transactions. The reason for 

this phenomenon, to some extent, is 

the lack of a unified telecommunications 

platform to support interbank domestic 

letter of credit business in china. It 

poses an obstacle to the development 

of domestic letter of credit business 

between different banks, and is not 

conducive to the long-term growth of 

domestic trade in china.

However, TSU with BpO provides 

a solution. TSU is a unified electronic 

platform with an advanced 

telecommunications framework to ▼

With the addition of BPO to 
TSU, the creditworthiness of 
transactions is enhanced, and 
TSU with BPO can function 
similarly to a domestic 
letter of credit to facilitate 
domestic trade in China.
Xiong Yuanmeng, Bank of China

Domestic opportunities for BPO
Bank of China was the first bank to sign up to use 
the BPO. Supply Chain on SWIFT spoke to Xiong 
Yuanmeng, senior manager, corporate banking unit, 
Global Trade Services, Bank of China, about their 
reasoning.

TSU, and by extension 
the BPO, probably has the 
best chance of anything 
in the market today of 
becoming the standard for 
processing of open account 
transactions.
Mike McDonough, 
BNY Mellon
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of information exchange between 

different banks. With the addition of 

BpO to TSU, the creditworthiness 

of transactions is enhanced, and 

TSU with BpO can function similarly 

to a domestic letter of credit to 

facilitate domestic trade in china.

In addition, it can be the 

backbone for banks to offer 

alternative forms of financing. It 

creates opportunities for banks to 

provide value-added supply chain 

management services, such as 

BpO-based pre-shipment and 

post-shipment finance. In addition, 

TSU 2.0.30 released last year 

supports the input, transmission, 

and matching of chinese character 

information, thus, greatly increasing 

its potential use in china.

What feedback have you 

received from customers on 

the potential of BPO?

We are now working to promote 

the commercialisation of BpO by 

expanding customer awareness 

of this new function. Feedback 

from those customers who have 

experienced the BpO service is 

positive.

Since going live, what has your 

actual experience been of BPO 

(or is it too early to tell)?

It’s clearly a good solution for 

bringing together electronic 

document transfer and related 

bank credit. However, more 

in-depth experience depends 

on further commercialisation 

of the solution, which are now 

undertaking.

Integrating BPO into third party 
solutions
Supply Chain on SWIFT spoke to Joel Schrevens, 
solutions director, China Systems about his firms 
approach to the BPO.

Has there been any immediate 

impact on supply chain finance from 

the introduction of the BPO or are 

participants adopting a wait-and-see 

approach?

Sometimes a wait-and-see approach is not 

a choice, but a result of market conditions. 

The impact of a new proposal from the 

Basel committee on Trade Finance, 

classifying trade products as more risky, 

is a point of big concern. Everyone agrees 

that trade and access to affordable trade 

finance is vital to the economic recovery 

process and that trade products actually 

provide risk mitigation techniques.

More specifically for the introduction of 

the BpO, it was unfortunate that the Icc 

April meeting in Beijing was cancelled. 

SWIFT and a number of banks were going 

to apply for Icc endorsement of the BpO 

as an accepted market practice. This 

would be a great step forward, since trade, 

being a collaborative and global business, 

can only be successful when the parties 

involved have agreed on a common 

set of guidelines and dispute resolution 

procedures like the Ucp for Letters of 

credit, which are published by the Icc.

Icc endorsement of the BpO would further 

confirm its potential as a legally binding, 

valid and enforceable risk mitigation and 

open-account financing instrument, without 

the need for individual bilateral agreements 

between buyer and supplier banks.

The potential of the BpO is very clear, but 

having a well-defined procedural, legal and 

risk management context is a prerequisite 

for the BpO to become a key instrument in 

The potential of the 
BPO is very clear, 
but having a well-
defined procedural, 
legal and risk 
management context 
is a prerequisite.
Joel Schrevens, 
China Systems

SupplyChain on SWIFT#4 Jun10.indd   6 29/6/10   14:16:42



7Supply Chain on SWIFT
Visit swift.com for more information about SWIFT and its portfolio.
Join the dialogue at www.swiftcommunity.net/SConSWIFT

N
ew

s bank-assisted open-account trade. 

On a domestic level, such issues can 

be much more easily controlled and it 

is not a coincidence that a BpO-based 

solution for domestic trade services 

was recently introduced in china (See 

page 5). With increased usage and 

Icc endorsement, we could see a 

domino effect in usage of the TSU and 

BpO in the course of 2011.

How are you positioning the 

BPO within your existing trade 

services offering?

We have implemented TSU 

messaging standards, which are 

ISO 20022-compliant, and the BpO 

instrument in exactly the same way 

as we have implemented SWIFT 

standards; that is, it is transparent 

to the business user. We support 

the TSU channel and the BpO in the 

same way as we support SWIFT FIn 

and EDI for Factoring messages. We 

build solutions that focus on the trade 

business; not on the channels that 

are used to achieve the business.

We position the BpO as an 

additional trade instrument that can 

be used as a vehicle for pre- and 

post-shipment finance by buyer and 

supplier bank. The concept of the 

Obligor Bank opens the door for other 

banks to participate in the BpO risk.

Although banks are mostly not 

involved in open account trade 

exchanges today, apart from the 

settlement side, it is clear that the 

TSU with BpO provides a valid 

alternative to process open account 

transactions in a more secure way: 

it formalises the establishment of 

buyer credit and reduces the risk of 

supplier fraud, because a supplier 

bank is involved and will perform the 

necessary checks on their side.

If the bank buys our Eximbills 

Enterprise solution today, even if they 

do not have an immediate business 

case for TSU with BpO, they can 

start using the BpO capability of 

TSU if that situation changes. We 

would not have to sell them a new 

application.

We see the long-term potential of 

TSU and BpO as well-founded for 

the following reasons:

Like the traditional trade MT4xx 

and MT7xx messages, TSU and 

BpO use SWIFTnet infrastructure.

We expect TSU BpO to be 

endorsed by the Icc, so that it 

becomes a common market practice 

similar to the Ucp for Letters of credit.

Message standards for 

TSU are XML-based and ISO 

20022-compliant. current 

message standards for traditional 

documentary trade are MT4xx- 

and MT7xx-based. It is likely that, 

over time, these parallel tracks will 

converge. Future documentary trade 

standards are likely to be XML-

based, sharing the SWIFTStandards 

Financial Dictionary with TSU. This 

implies that through our current 

compliance with TSU standards, we 

are paving the path for our future 

compliance with the XML versions 

of traditional trade standards. 

processing trade ‘source’ and 

‘settlement’ data via the same 

infrastructure and using the same 

message formats will also facilitate 

reconciliation of payments and 

speed up reversal of related liabilities, 

in the event that the open account 

trade transaction has been financed.

New trade 
industry council 
takes shape
In the face of new capital 
requirements and other 
regulatory changes proposed 
under Basel III, SWIFT 
is collaborating with 
international trade services 
associations in creating 
a common voice for the 
industry.

peaking at the Institute 

of International Finance’s 

(IIF) Spring Membership 

Meeting in Vienna, Dr Josef 

Ackermann, chairman of 

the IIF’s Board of Directors and chairman of 

the Management Board and of the Group 

Executive committee of Deutsche Bank AG, 

observed that, “We are meeting at a crucial 

time for the global economy – a time both 

of uncertainty over the course of economic 

recovery, and one where major economic 

policy and financial regulatory reforms 

will be at the centre of the G-20 Summit 

discussions.”

Ackerman stressed that, “It will be important 

to consider carefully the content, the timing 

and the calibration of the reforms in order to 

achieve the right balance between stability 

and growth.”

The trade services industry is particularly 

keen to engage with regulators in 

ensuring that proposed changes to capital ▼

S
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s requirements under a revised Basel III 

framework do not undermine the recovery 

in global trade.

Why is this a concern? As Marc Auboin, 

counsellor in the Economic Research and 

Statistics Division, World Trade Organisation 

(WTO) explains in his paper ‘The prudential 

treatment of trade finance under Basel III: 

For a fair treatment’ (available at www.voxeu.

org): “There was a time when trade finance 

received favourable regulatory treatment. 

It was viewed as one of the safest, most 

collateralised, and self-liquidating forms of 

finance. This was reflected in the moderate 

use of capitalisation for cross-border trade 

credit in the form of letters of credit and 

similar securitised instruments under the 

Basel I regulatory framework put in place in 

the late 1980s and early 1990s.”

The Basel I text indicates that short-term 

self-liquidating trade-related contingencies 

(such as documentary credits collateralised 

by the underlying shipments) would be 

subject to a credit conversion factor equal 

or superior to 20% under the standard 

approach. “This meant that for unrated 

trade credit of USD 1,000,000 to a 

corporation carrying a normal risk-weight 

of 100% and hence a capital requirement 

of 8%, the application of a credit 

conversion factor of 20% would ‘cost’ the 

bank $16,000 in capital,” says Auboin. 

“The safe, short-term, and self-liquidating 

character of trade finance has not been 

properly recognised under the Basel II 

framework and the proposed revised rules 

(Basel III) seem to raise additional hurdles 

to trade finance. Both trade financiers and 

regulators should strive to avoid this.”

BAFT-IFSA, the global financial services 

association formed by the merger of 

the Bankers’ Association for Finance 

and Trade (BAFT) and the International 

Financial Services Association (IFSA) is 

taking active steps to engage with the 

industry and regulators on this issue.

In its proposed form, says Dan Taylor, 

president and chief operating officer, BAFT-

IFSA, Basel III is a step backwards from a 

trade perspective. “The recent consultative 

papers from the Basel committee that have 

attracted such a lot of comment suggest 

increasing the capital requirement for trade 

finance instruments fivefold,” he says. 

“We believe 100% capital ratio is way too 

high and has the potential to stifle trade, 

particularly as the world is coming out of 

the financial crises and trade is leading the 

charge.” It will also have knock-on effects, 

says Taylor. “If banks have to pay more for 

capital, they will probably end up charging 

more for the related products,” he argues.

Capital pricing

For John Ahearn, global head of trade, 

citi, there is nevertheless a need for 

banks to get a firm grip on the capital 

implications of their trade finance 

business. The ramifications of the move 

from Basel l to Basel ll on the cost of 

trade-related capital have still not been 

fully assimilated by many in the industry, 

he suggests. “With Basel ll rolling out, 

pricing should have gone up, because 

banks were required to put more capital 

against their trade business,” he notes. 

“In fact we saw pricing going down. 

What that told me was that we were in 

the middle of a frenzy pre-crisis; people 

were not looking realistically at pricing 

and capital.” The cost of capital has been 

crystallised by the crisis, says Ahearn. 

“A lot of banks have now woken up to 

the impact that Basel ll has had on their 

balance sheet and we did start seeing 

upward movement on the pricing side.” 

pricing has again been on a downswing, 

however. “With Basel lll implying an 

additional layer of capital and with what’s 

happening in the EU, I would expect 

pricing to start rising again. It hasn’t 

happened yet and I’m surprised.”

In the face of such uncertainty, it is vital 

that practitioners engage with each other in 

preparation for a constructive dialogue with 

regulators. Enter the GTIc. “At the request 

of SWIFT’s Trade Services Advisory Group 

(TSAG), a new industry body – the Global 

Trade Industry council (GTIc) – is being 

created,” says André casterman, head 

of trade and supply chain, SWIFT. “This 

new group will exist under the umbrella 

We believe 100% capital 
ratio is way too high and 
has the potential to stifle 
trade, particularly as the 
world is coming out of the 
financial crises and trade is 
leading the charge.
Dan Taylor, BAFT-IFSA
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of the recently merged BAFT-IFSA. It will 

be composed of banks, associations and 

suppliers and SWIFT will contribute to this 

group as one of its participants.”

“We formed this group at the request of 

the industry,” confirms Taylor. “The GTIc 

has many of the same people as TSAG, 

including SWIFT. It is comprised of the 

thought leaders in the industry, primarily 

the heads of trade of 15 or so global banks 

to give them a forum to look at big issues 

and provide some overall guidance for the 

industry as a whole. As an organisation, we 

have several product committees that deal 

with day-to-day trade issues; this is a way 

of looking more broadly at the industry.” 

Dani cotti, head of global trade, J.p. 

Morgan, sees the roles of SWIFT and 

BAFT/IFSA as complementary given their 

mandate and membership. “The Basel 

II and III industry discussions don’t fully 

appreciate the short term nature of trade 

finance compared to other longer-term 

off- and on-balance sheet commitments 

that banks undertake for their clients,” 

says cotti. Banks need to collaborate 

not only to develop the appropriate 

instruments, but to work constructively 

with regulators to demonstrate the actual 

risk profile and economic impact of those 

instruments, he contends. “There was a 

need to create a council that embraces 

not just the international trade banks, 

but also multilateral organisations like 

the World Trade Organisation (WTO) and 

the International chamber of commerce 

(Icc) and other industry bodies that are 

dealing with trade in order to create a 

single industry voice for trade vis-à-vis 

governments and the regulators. Some 

people compare it to the Epc in payments, 

addressing topics that are of interest to all 

players in the industry.”

casterman is enthusiastic about the 

prospects for the GTIc. “We look forward 

to increasing our cooperation with BAFT-

IFSA as the industry is facing challenges 

such as regulatory pressure, harmonisation 

of financial supply chain product definitions 

and collaborative tools to respond to 

customer demand,” he comments.

Auboin at the WTO meanwhile stresses 

that the trade finance and regulatory 

communities should understand one 

another’s processes and objectives – they 

are not necessarily at odds with one 

another. “The trade finance community 

believes that it promotes a cautious 

model of banking that has clearly been 

financing the sustained expansion of 

GTIC’s industry scope

The Global Trade Industry Council 
(GTIC) will be the premier 
industry body providing thought 

leadership for the international trade 
community and driving the dialogue 
on innovative solutions to challenges 
in global trade finance and transaction 
banking. It coalesces differing interests 
in international trade and develops and 
coordinates advocacy positions for its 
members and the industry as a whole 
on trade-related initiatives.

As an influential trade industry group 
with a global remit, major stakeholders 
and policymakers will view the GTIC as 
the vanguard for solution-driven initiatives 
and standards-setting, as well as a vital 
source of expertise and analysis.

The GTIC will operate under the aegis 
of BAFT-IFSA. As a leading, influential 
voice in global banking and trade, it will be 
well-placed to assess needs and trends 
in the industry and, in turn, advance the 
dialogue for lasting solutions to regulatory 
or business challenges facing the trade 
community. GTIC members have an 
unparalleled view of, and expertise on, 
global trade trends that equip them to set 
industry priorities to accommodate the 
wave of change anticipated in the trade 
industry over the next decade.

On behalf of BAFT-IFSA and its 
membership, GTIC will have the capacity 
to organise stakeholder interests to 
achieve landmark results on trade 
initiatives, including the development 
of standards, rules, universal tools and 
systems, by employing appropriate 
advocacy and educational campaigns. 

Some people compare 
[GTIC] to the EPC in 
payments, addressing 
topics that are of 
interest to all players in 
the industry.
Dani Cotti, 
J.P. Morgan

international trade without major hurdles 

until the recent crisis,” he says. “The two 

communities should be encouraged to 

develop a mutual understanding and to 

meet regularly during the comment period 

on Basel III with a view to reaching a 

consensus on processes and hence on 

a new regulatory framework that can be 

both right and fair”
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e Trading information with 
multiple banks
With the help of GTC, Trade for Corporates allows 
Finnish paper products giant Metsä to streamline its data 
flows with multiple bank partners

espite a general trend 

towards trading on open 

account terms, traditional 

instruments remain a key 

component of a bank’s 

trade finance offering, particularly for high 

value goods, for items sourced from a 

new supplier, and in jurisdictions requiring 

transactions on a Letter of credit (Lc) basis.

Metsäliitto Group (Metsä) is the eighth 

largest forest industry group in the world. 

Its five business areas include wood 

supply, wood products, pulp, board and 

paper, and tissue and cooking paper. The 

company has long been looking for a way 

to automate the processes around Lc 

documentation. “The main driver was that 

handling of export documentation within our 

group is very decentralised,” says Kimmo 

Helle, vice president, treasury development, 

Metsa. “We have 20+ locations where 

export documentation is managed.” A few 

years ago, the group started to look for a 

way to centralise and standardise export 

documentation handling. “We decided then 

that the best way forward was to find software 

that we could distribute to all the internal users 

handling export documentation so that we 

could at least have a uniform approach.”

Two years ago, the group began 

centralising its global letter-of-credit handling 

using the @GlobalTrade Export Lc System 

from Global Trade corporation, hosted by 

Unicredit HypoVereinsbank (HVB) in Munich 

D
and accessible by all of Metsä’s banks. phase 

one of the project enabled the Group’s banks 

and business units to collaborate on a global 

electronic letter-of-credit database.

SWIFT messaging

“Since there are Lc messages moving 

between banks, notably the issuing bank 

and the advising bank, we asked whether 

our advising banks could send an Lc to us 

electronically using the same message,” 

says Helle. “We began discussions with 

our banking partners to see whether they 

could send us SWIFT standard MT700 

series messages.”

Metsä began exchanging SWIFT-formatted 

messages with three banks. “We then realised 

that since these messages were designed 

for communication between banks, they did 

not 100% meet the needs of corporates,” 

says Helle. “In discussions with SWIFT at 

conferences, for example, we’d asked if it 

might be possible to receive messages that 

were more tailored for corporates. But then 

during one conference in Sweden in late 

2008 I was approached by Global Trade 

corporation and asked if we would be a pilot 

for the MT 798 message. I said yes.”

Metsä joined SWIFT in 2009. “For the 

time being, we’re using SWIFT essentially 

for ‘trade for corporates’ messages, but in 

the future we plan to use SWIFT for cash 

management,” says Helle. “Scandinavian 

markets have generally been more advanced 

in automating processes than other regions 

and the advantage for us is that our banks 

are also very eager to automate.”

nick pachnev, cTO, Global Trade 

corporation sees a widespread applicability 

of ‘Trade for corporates’ for companies of all 

sizes. “I think ‘Trade for corporates’ applies 

to pretty much every corporate segment that 

we deal with,” he comments. “companies 

which have large volumes of transactions are 

interested in SWIFT messages for obvious 

reasons, such as STp, efficiency and more 

accurate data transmission.” One of the 

driving forces for them, pachnev suggests, 

is that many large corporates already have 

the SWIFT infrastructure in place for cash 

management and payment services so trade 

finance messages are a bonus. “But smaller 

firms can also benefit,” he insists, “particularly 

now that the Alliance Lite interface provides 

them with affordable access to SWIFT.”

Support for the new messages is fully 

integrated into Global Trade’s existing 

offer for both large and small companies, 

whether internally installed on a licence at the 

customer site or accessed on a Software 

as a Service (SaaS) basis. “We provide 

customers with a very simple connector 

that can take the messages from the SWIFT 

interface, whether located at a service 

bureau or on their internal corporate network, 

and carry them two and from our system. 

We’ve also simplified this process for smaller 

companies by integrating our connector with 

SWIFT’s Alliance Lite interface”

According to pachnev, customer 

feedback on the messages has been 

very positive. One of the main concerns 

of customers over the past few years, he 

suggests, was how to exchange trade 

information efficiently with multiple banks. 

“This new standard Is a practical answer to 

that wish. It’s a win-win solution for both the 

banking world and the corporate world.”
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e SWIFTReady labels for trade 
services explained
What SWIFTReady labels are available for applications in 
the trade services area?

ompliant applications are 

awarded a SWIFTReady 

label according to clear 

and specific criteria. 

These are re-evaluated 

on a yearly basis and are designed to 

reflect the capability of a product to provide 

automation in a SWIFT environment.

In the area of trade services, three 

SWIFTReady labels are currently available 

for 2010: SWIFTReady TSU, SWIFTReady 

Trade Finance and SWIFTReady for 

corporates – Trade Finance. All three 

are aimed at applications that work in 

a back-office context and are awarded 

after a successful technical and functional 

validation by SWIFT.

The SWIFTReady for corporates – 

Trade Finance label was introduced in 

2010 to complement the SWIFTReady 

Trade Finance label. It aims at business 

applications that are capable of processing 

and exchanging trade flows with multiple 

banks in a corporate back-office context. 

They must be able to connect over SWIFT 

to the bank’s back-office environment to 

provide seamless trade flow integration 

between corporate and bank. 

A vendor view

MIT is an independent Swiss company 

specialised in the development of trade 

finance software solutions for bankers. 

Its flagship credoc application holds a 

current SWIFTReady Trade Finance label. 

C
“The SWIFTReady label is fundamental 

for MIT, “ says Jean Luc Spinardi, sales 

and training manager, MIT. “It indicates 

our commitment to supporting the latest 

market standards and acts as a valuable 

reference of quality.” MIT has a team 

dedicated to ensuring that it continues to 

comply with the label criteria, which are 

reset annually.

Spinardi notes the increasing trend 

towards electronic communication of 

trade information between banks and 

corporates.” It was logical to integrate 

a capability to handle the MT798 trade 

envelope in our 2009 release,” he 

says. corporate-to-bank messages are 

handled via the incoming messages in 

credoc. They are put at the disposal of 

the bank through the SWIFT interface, 

which imports these messages into 

the incoming message table. “The 

application allows corporates to send 

a concrete request for the opening of a 

documentary credit or amendment as 

well as many other messages,” says 

Spinardi.

Using the MT 798 for bank-to-corporate 

messages meanwhile allows for the 

definition of a unique format for which 

an existing message type may not be 

available or applicable, says Spinardi. It 

also allows financial institutions to use 

message types that are awaiting live 

implementation on the SWIFT system.

To qualify for the SWIFTReady Trade 

Finance label , MIT activated additional 

functionalities in credoc and modified the 

application to allow for the generation of 

the additional message types. “credoc 

now handles all in and out trade finance 

messages, including MT 103, MT 202, 

MT 202(cov), MT 4xx, MT7xx, and now 

the MT 798 enabling the exchange of 

information between corporates and 

banks,” says Spinardi.

The SWIFTReady label is 
fundamental for MIT. It 
indicates our commitment to 
supporting the latest market 
standards and acts as a 
valuable reference of quality.
Jean Luc Spinardi, 
sales and training manager, MIT
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Visit swift.com for more information about SWIFT and its portfolio.

Join the dialogue at www.swiftcommunity.net/SConSWIFT

Va
lu

e SWIFT launches new 
consulting services for 
Trade and Supply Chain
SWIFT Consulting Services is a global 
team of industry experts that builds on 
SWIFT’s core competencies.

SWIFT is now launching 
consultancy services for Trade 
and Supply Chain to help you 

better understand, implement and get 
the most from this growing SWIFT 
offering. The portfolio includes an 
array of services from business and 
technical consulting to implementation, 
integration and project management.

Have a SWIFT trade expert from the 
SWIFT Consulting Services team on site for 
one of the following packages:

SWIFT trade traffic data 
benchmarking
Based on an in-depth analysis of your 
SWIFT Trade Traffic, you will get a 
benchmarking of your market share versus 
your competition.

Trade and supply chain messaging 
analysis
Based on the analysis of your technical 
Trade and Supply Chain messaging, you will 
get recommendations on how to decrease 
messaging costs and improve operational 
efficiency and STP to the benefit of your 
corporate customers.

Trade, supply chain and e-invoicing 
product strategy
You will get tailored recommendations on 
how to extend your product portfolio by 
leveraging new industry initiatives such 
as the Bank Payment Obligation and 
e-invoicing to the benefit of your corporate 
customers.

For more Information, please contact 
your SWIFT account manager or your 
nearest SWIFT office.

Meet SWIFT – upcoming events
Date Host Conference name Location
28-30 Jun SAP SAP International Treasury Management 

Conference Amsterdam

7-Jul IACCT IACCT, Deutsche Bank and SWIFT Singapore

27-Jul Eurofinance International Cash, Treasury & Risk 
management in Japan Tokyo

13-Jul IACCT IACCT, J.P. Morgan and SWIFT Guangzhou

6-8 Oct Eurofinance International Cash & Treasury Mgt Geneva

25-Aug IACCT IACCT, Deutsche Bank and SWIFT Hong Kong

19-22 Sep BAFT-IFSA BAFT-IFSA Annual Conference Orlando

22-Sep IACCT IACCT, SCB and SWIFT Singapore

23-Sep IACCT IACCT, Citi and SWIFT Kuala Lumpur

23-24 Sep ICC ICC Banking Commission Orlando

September Wolfsberg Wolfsberg industry outreach: Twice yearly 
(March, September), London London

5-6 Oct Exporta Asia Trade and Export Finance Conference Singapore

11-12 Oct Billentis 6th European EXPP Summit Munich

13-Oct Billentis E-Invoicing Operators' Forum Munich

25-29 Oct SWIFT Sibos Amsterdam

3-Nov IACCT IACCT, J.P. Morgan and SWIFT Shanghai

3-5 Nov BAFT-IFSA 20th Annual Conference on International 
Trade New York

7-11 Nov AFP AFP Annual Conference San Antonio

8-10 Nov Supply-Chain Council Supply Chain Council’s Southeast Asia 
Conference Singapore

10-11 Nov Exporta North Africa Trade & Investment Conference Cairo

Trade and Supply Chain team
André Casterman Head of Trade and Supply Chain

Nicolas Stuckens Product Management Anti Money Laundering

Raimo Naatsaari Product Management e-Invoicing

David Hennah Product Management Supply Chain Finance

Nadine Louis Product Management Supply Chain Finance

Nicola Boothby Product Management Trade Finance

David Dobbing Standards

Robert Marchal Standards

James Wills Standards – Americas

Kate He Standards – Asia Pacific

Corinne Béranger Partner Management

Anyal Hozee Partner Management

Chris Conn Regional Business Development – Americas

Connie Leung Regional Business Development – Asia Pacific

Alan Wong Regional Business Development – Asia Pacific

Vivian Zeng Regional Business Development – Asia Pacific

Urs Kern Regional Business Development – EMEA

Nicolas Willard Regional Business Development – EMEA
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