FINANCIALEDGE!

1

I:El Intro to Corporate
Banking

R

1. An Introduction to
Corporate Banking
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Corporate Banking
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‘The House of Corporate Banking’
Trusted Advisors
Working
Capital
Operational
Banking
Foundations
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The importance of Corporate Banking

HAO

How clients are categorized

%

Implications for the products offered

FINANCIALEDGE!
Core product range
Available solutions How they meet clients’ needs
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2. What is Corporate Banking
- Operational Banking

FINANCIALEDGE!

gz = ERE

Corporate Bank Not the only, or Companies
sometimes even the

most profitable function.
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‘The House of Corporate Banking’

Trusted Advisors

Working
Capital

Operational
Banking

Foundations

FINANCIALEDGE!

Operational
Banking
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Checking (or Current) Account Operational @

Banking
2 &
Make q| e Receive Eﬁﬁ

payments (GE8) \Q’ funds Corporate Bank

Provide information on the
position of their bank account.

Provide details of all payments
made from or money received.

($) © @
Inreal ~ » Attheend
C\Q In Debit C\G In Credit time % —Q— of day

(deficit) (surplus)

Account Balance

FINANCIALEDGE!

Operational
Banking

«O  Require services (from a single bank or a group of banks) &
to meet their business footprint.

Customer Service
A

v_l Managing N Assisting s ‘What is this 'a/ Strategy
N payroll with foreign em crediton my for surplus
e payments k@ exchange account?’ queries balances

FINANCIALEDGE!
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3. What is Corporate Banking
- Lending

FINANCIALEDGE!

Lending

il

FINANCIALEDGE!
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Lending

Unsecured vs.
Secured facilities

Unsecured

E.g. simple overdraft

Secured

E.g.loan

The bank has a
claim on an asset
(or assets) of the

business

Contingency
facilities

Allow borrowing on
pre-agreed terms

E.g.in a liquidity crisis

Meet predictable short
term financing needs

E.g. when inventory levels
are being built up

AKA. Revolving
Credit Facilities
(RCFs, or revolvers)

Asset
financing

Financing the
purchase of certain
assets

E.g. commodities or
machinery

Used as collateral
for the loan to
reduce the
borrowing cost

Settlement
lines

Limits on the
corporate’s accounts
(allows trade without

needing to check
available funds)

Eg.
payment settlement limits
(large payment runs
like salaries)

or wire settlement limits
(enable wire transfers
before the anticipated
funds are received)

FINANCIALEDGE!

4. What is Corporate Banking

- Working Capital

FINANCIALEDGE!
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Working [ gy A
Capital

FINANCIALEDGE!

Working A
Capital

Insufficient liquid assets to meet liabilities as they fall due

Cash flow issue

FINANCIALEDGE!
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Working A
Capital

Offering generous Inventory expansion EEE
° credit terms on sales ° in anticipation of

to attract customers future sales Corporate Bank

J Offer solutions to improve cash flow.

I Review published accounts and discuss
working capital needs directly with the client.

Negative impact on the company’s cash position

improve them

— W
o~ Working Capital
.556 Costs and how to

FINANCIALEDGE!

5. What is Corporate Banking
- International

FINANCIALEDGE!
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@ International

FINANCIALEDGE!

International

Q0

- o
6= el

Foreign currency Foreign currency Trade finance Advice on global
exchange bank accounts instruments banking structures
E.g. Letters of Credit Minimize borrowing costs.

(to allow trade with new
overseas partners whose
credit quality they may not
be comfortable with).

Add value to a client
and increase the revenue
earned by the bank

FINANCIALEDGE!
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6. What is Corporate Banking
- Relationship

FINANCIALEDGE!

Trusted Advisors

FINANCIALEDGE!
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Trusted Advisors

Thought
leaders

S
ok

Developing in-depth industry expertise
in their clients’ business sectors

Demonstrate how the full range of banking
services can best support their clients.

FINANCIALEDGE!
@oool
Foundations
FINANCIALEDGE!
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Foundations

2

n Understand: ‘ '

1. Who the 2. The mutual

clientis \ objectives
.

A\Y

IETTETERRRTRRTTRRTEY  Know Your Customer (KYC) regulatory requirements EEEEEEETTEFTETTEETT]

What their O The activities the «@ The banking solutions
bag 0% m
E ]

business is business undertakes they may typically need

FINANCIALEDGE!

@oool

Foundations

Corporate must meet the appropriate Bank must suggest appropriate
credit risk assessment (so the Bank is banking solutions to meet a Corporates
comfortable lending to them) present and future business needs

)
B EFE

( The Bank must manage their own return and risk requirements )

“ Be aware of a Bank'’s strategy #

Ensure all client relationships are achieving the
required Return On Investment (ROI)

FINANCIALEDGE!
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7. Importance of Corporate
Banking

FINANCIALEDGE!
E D
Why is Corporate Banking Important for a Bank?
Repetitive Longer tenure of Cheap & stable Wide Opportunity for
income stream relationships liquidity source product range cross-selling
/) alatataty - »
) @) &) &
K w/ °g° =
FINANCIALEDGE!
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Why is Corporate Banking Important for a Bank?

‘Annuity’ or ‘click income’
Ia%m
FX trades A balance is left

Investment Banking may
earn larger fees but
requires a mandate for
every new transaction

Repetitive
income stream

/)
&

FINANCIALEDGE!

Why is Corporate Banking Important for a Bank?

Once established, the
Corporate Banking relationship
will typically continue until...

Typical minimum term: 3 years,
but banking relationships often
span many decades

..The bank’s level of service drops, so the Corporate ...The bank decides it does not wish to
discusses needs with new banks gelotively unusual and - continue banking for that Corporate

tends to revolve around funding terms and conditions) (Rare, unless the bank’s strategy changes)

Longer tenure of
relationships

FINANCIALEDGE!
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Why is Corporate Banking Important for a Bank?

Typical minimum term: 3 years,
but banking relationships often
span many decades

$44¢ }
e,

Client deposits are a relatively cheap source of stable liquidity for banks

Cheap & stable
liquidity source

FINANCIALEDGE!

Why is Corporate Banking Important for a Bank?

: - 9 o,/
Simple: Checking e= \m Complex: Hundreds of accounts
(or current) accounts (= o OMN[p & and multiple currencies
W

[ 2N NS i ; .
cash Q=‘ Multi-currency Minimize Increase yield Improve corporate’s
. > " 1> the cost on surplus working capital
concentration I-e pooling : £ deb h bal bal ” offici
—— W < of debt cash balances alances’ efficiency
Wide
productrange

»
;é’

FINANCIALEDGE!
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a Why is Corporate Banking Important for a Bank?

Corporate Bankers discuss many areas of banking

N

Opportunity for
cross-selling

FINANCIALEDGE!

8. Client Base

FINANCIALEDGE!
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T R R RS LRSS RSEESSRRIERIIEEE ClientBase EEEEEEEEEEEEEEEEEEEEEEEEEEEEeEenEnnnnnjp

Retail [ Business Commercial [ Multi-National Financial
Banking Corporate Banking Corporates Institutions

BRA

FINANCIAL EDGE!
Retail [ Business
Banking
%
Turnover: Solutions:

Less than $1 million Simple pre-packaged

') &

Higher Risk managed (Ezi%%ﬁ:ﬂ;iggiﬁt?eid:n ;

margins centrally day-to-day operational banking)
FINANCIAL EDGE!
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Commercial [
Corporate Banking

BRE

Revenue:

)
B3

Solutions:

$1 million - $1 billion

Q

Local specialists:
Banking for a specific
country or region.

Simple but tailored
towards lending

»
{n

Sector specialism:
Banking for a
specific industry.

More bespoke
solutions

FINANCIALEDGE!
Multi-National
Corporates
%

Revenue: Solutions:

$ billions Bespoke with negotiated
perannum pricing and discretion given to

Senior Corporate Bankers
Huge domestic Substantial company
client: E.g. Retailers in many geographies:
like Target or E.g. Unilever, Nike or
Sainsbury’s Microsoft
FINANCIALEDGE!
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Asset managers

)
2HE

Financial
Institutions

Solutions: )

Bespoke and high ~ Seller &Buyer
(Reciprocal arrangements to use

levels of discretion A
given to the other banks’ capabilities in other
Corporate Bank currencies or geographies)

N
Payment Strong income without increasing

the cost of infrastructure
(Corporate Bank’s already
have the infrastructure)

Facilities services
(very high volume
of transactions)

FINANCIALEDGE!

. 0 0 . .

*  Multi-National Financial :

. Corporates A Institutions .

: O &\

5 :

’..lIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII"’

Work very closely with their Bank’s Investment Banking teams
-
ole
($) :
Raise capital from Acquire other
public markets businesses

FINANCIALEDGE!
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S
3

Split by sector

Government and Local Authority Agriculture Financial Institutions Retail and Wholesale
Hospitality and Leisure Manufacturing, Transport and Logistics Technology, Media and Telecoms Real Estate Healthcare

FINANCIALEDGE!

%%a

( Companies in similar sectors will likely benefit from similar types of solutlon

]

Sector-specific expertise
—
Can service other clients in the
sector and add extra value

(operational and treasury
finance areas in the sector).

Trusted industry adviser
—
As a Corporate Banker gets

more established in a sector,
they become trusted for all

banking matters in the sector.

6

Win more business

The bank can always put a
client-focused expert in front of
a Corporate, meaning more
business and therefore revenue.

FINANCIALEDGE!
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9. Product Range - Intro

FINANCIALEDGE!
Cash Working Capital Trade Finance Foreign
Management Lending Management (AKA Trade Services) Exchange
— P
)
Digital or Technical International Asset Security
Infrastructure Banking Management Services Markets
I B
2 m
S () ©
A\ J
G
Core Products in Corporate Banking
FINANCIALEDGE!
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10. Cash Management

FINANCIALEDGE!
‘ Mandate to act as
Corporate Banker
e
Several accounts
Bank accounts Several across many
One currency currencies countries
s Basic current ‘=\‘
O - o =3
account facility “@
FINANCIALEDGE!
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Process receipts Initiate payments

,0

="

(8]
i

I
Visible to the Reconcile transaction flows
Corporate efficiently and invest any surplus
FINANCIALEDGE!
G

Actually or notionally move money

Payment transfer fee solutions
between different accounts

Deficits minimized the lower the cost

or money lent at
the lowest rate

Positive cash in
the highestinterest
earning account

[ The more predictable the payment, ]

Offer solutions for urgent, international, or
very large transfers for higher cost

Smooth transfer of money into
the right account at the right

The more complex the client’s bank account time, as cheaply as possible.

structure, the more complex the solution.

FINANCIALEDGE!
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11. Lending

FINANCIALEDGE!

o (@) B (2B

FINANCIALEDGE!
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Unsecured Revolving Credit Secured Multi-currency
Lending Facility (RCF) Loans Facilities
P A '
O ) %5
y
\} W
E.g. Overdrafts AKA ‘Revolver Borrowed and repaid Large endin
like a revolver or via a (Eg. $100m+g
‘ ‘ pre agreed repayment
|
Repayable on Lend up to a limit program —
demand as and when the ‘ ‘Club deal’
(AKA ‘Uncommitted’) client requires Bank places a charge ub ded
— — on a company asset ‘
— — (to recoup potential
Not a reliable ‘Committed’ outstanding funds) ‘Primary Lenders’
source of funding . — (arrange the deal and
for a Corporate ‘Commitment Fee’ - lend the most)
on money they don't Normally a lower
borrow (in addition interestrate than an ‘Secondary Lenders’
to interest) unsecured loan (lend smaller amounts)
FINANCIALEDGE!

Does not generate the majority of bank profits

P
Lending money from I
its own balance sheet

Significantrisk and
regulatory costs

Profits come primarily from other services,
once the core relationship has been established.

FINANCIALEDGE!
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12. Working Capital

FINANCIALEDGE!

Working Capital Management solutions

Free up cash that would be
tied up in working capital.

=

Order to cash

From ordering to receiving cash from the customer.

Purchase to pay

From company purchasing to payment.

FINANCIALEDGE!
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e Release cash to a corporate
< ] tied up in payments (enhance
working capital for a bank fee)

Purchase to pay

From company purchasing to payment.

Supply Chain Finance
9j [
%) .

Commodities purchased Lending money to purchase Bank settles a client’s invoice,
act as collateral for a loan the client’s required inventory with the client repaying later
to purchase the commodity (itself potentially acting (improves the speed of
in the first place. as collateral). payment to the supplier).

. VAN VAN J

FINANCIALEDGE!

e Release cash to a corporate
< y) tied up in payments (enhance
working capital for a bank fee)

Purchase to pay

From company purchasing to payment.

Supply Chain Finance

Implicit cost of receiving the funds early is
based on the client’s borrowing cost.

Bank settles a client’s invoice, Client < Supplier

with the client repaying later
(improves the speed of

k payment to the supplier). ) (If the client is a large corporation with a strong credit position).

FINANCIALEDGE!
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B) @) i
Order to cash

( Receivables Finance \

Helps the corporate improve cash flow by not having to wait for a payment.

Oa SRR A

k Client Invoice Corporate Borrow Bank J
Corporate gets cash now, then uses the future Bank charges a fee for the service, based on the credit
funds from the invoice to repay the bank risk of the corporate’s client (who settles the invoice)
FINANCIALEDGE!

13. Trade Finance

FINANCIALEDGE!
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Trade Finance

Assist the smooth operation of international trade.

-‘.
a WA Importer
s

Risk

-f.
Agm\sA Exporter
HE -

Risk

Time and money cost to
manufacture and ship products,
while hoping that the overseas
customer pays once delivered.

Exporter may demand payment
upfront, so the importer has to
wait for the good to be
manufactured and shipped.

Timerisk

FINANCIALEDGE!

Letter of Credit

Guarantee that if the importer fails to pay,
the importer’s bank will pay instead.

Relies on the creditworthiness of the importer’s
bank to reduce the risk of non-payment.

—;-
S S

Importer’s Bank Exporter Importer

From the importer's bank, on request of an exporter.

Rebalance the importer and exporter risk

FINANCIALEDGE!
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Trade Finance

= ‘An An
Exporter Importer

Creditworthiness Payment Timings

The roles of parties involved if anything goes wrong.

Y

Facilitate international trade by leveraging the
creditworthiness, regulated nature and global reach of Banks.

FINANCIALEDGE!

14. Foreign Exchange

FINANCIALEDGE!
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Iy
sicle QERRES

Volumes of international ) .
receipts and payments Foreign Exchange (FX) Services

$ Deep understanding of
the companies’ foreign
— currency needs.

Must report their financial position
in a single home currency

FINANCIALEDGE!

Significant drivers of profitability
(limited risk exposure to the Bank, reducing regulatory cost of trading)

( Foreign Exchange (FX) Services \

Spot FX trades FX Forwards FX Options
A 4 |

=0

Immediate settlement. Lock in an exchange rate For a fee, provide an exchange
for a future exchange. rate for future exchange if the
rate moves against the corporate.

W

The higher the value of a trade

FINANCIALEDGE!
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15. Digital

FINANCIALEDGE!
Digital Infrastructure ;
\_.x_f Y
e oy Qg
%
Transparency Data & Payments Automation
o)
Full view of their Upload & download data, and Make the corporate’s
activities in real time. initiate & reconcile payments. team more efficient.
Visible to clients and serves as the
gateway for corporate bankers’ fee income.
FINANCIALEDGE!
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16. International

FINANCIALEDGE!
&4 International
N .
WO Corporate Banking
International Global SLUG T ] Currency
BS==) bank =0 lendin /é\. systems @ restrictions
o= t f 'I't'g K‘/ (especially for ® and how to
accounts achines major currencies) mitigate these
Trade Local clearings H izati
($) ;‘ instruments (focus on geographies T LT
t_u (manage global where the bank has (de-mystify the
trade risks? direct access) complexities)
FINANCIALEDGE!
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17. Asset Management

FINANCIALEDGE!

. Excess surplus balances ) )
Multi-National Financial

Corporates f f f Institutions
Y
o U

Asset Management Division

A Corporate client asks the bank to invest
its excess cash balances on its behalf.

FINANCIALEDGE!
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In line with the client's
Treasury Policy

v, .
SN EEEEEEEEEEEEEEEEEEEgEEEEEEEEEEEEEEEEEEEEES

Qrrernnnnans

Place cash on deposit with other banks if the client:

Only wishes to invest in short term cash products

Has limits on how much can be deposited with one banking institution

FINANCIALEDGE!

Earn higher returns than
justinterest on cash.

Normally requires tt‘

taking on more risk.
TEY Risk tolerance XEEERERE Liquidity needs

®» & @

Could include minimum Cash the business might How long the asset
credit ratings for fixed need to bring back at manager will be entrusted
income securities. any given time. with the excess cash.
FINANCIALEDGE"
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22

4 Main Asset Classes

A
r

s B (m A

Equity Fixed income

Cash Alternatives

Investing in short dated money market products (E.g. Treasury Bills and Commercial Paper)
which match the risk and return profile of the bank’s money.

FINANCIALEDGE!

18. Security Services

FINANCIALEDGE!

© 2025 Financial Edge Training

38



FINANCIALEDGE!

Security Services

S
B F

Corporate Banks Financial Institution Clients

V-

offer services related to investments listed on exchanges.

( Provide access to local financial markets, enabling clients to )

@

New York Stock Exchange

AN I/

A

v

1N

London Stock Exchange

FINANCIALEDGE!

E

©@

Custody Services

Prime Brokerage

Safeguarding and
administration of client assets.

Allow hedge funds to enter short
positions, or leverage long positions.

D 4

Execution only basis
(the bank carries out trades
requested by the hedge fund).

Managed service
(the bank manages
the entire process).

FINANCIALEDGE!
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19. Markets

FINANCIALEDGE!

e S
LAAAAS Issuing money market
. securities to clients.

Corporate Banking Markets desk

Certificate of Deposit

tyt ZD :
‘ Possibly tradable in
. . . secondary markets,
Potentially earning clients (should the client wish to
N

higher rates of interest get their money back

ike term deposits). before maturity).

FINANCIALEDGE!
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Money Foreign Commodity
Market Desk Exchange Markets Desk
Issuing tradable money Spot and futures Spot or futures trades,
market instruments transactions, minimizing risk primarily for hedging
(E.g. Certificates of Deposit). with hedging solutions. purposes.

FINANCIALEDGE!

1

FINANCIALEDGE!
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