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The trade finance market is at an exciting crossroads,
and opportunities abound. For instance, the barriers
to trade are falling in places they have stood for
decades. In China, we are seeing impressive growth
in the adoption of RMB (renminbi) by international
exporters, and we expect this will be a game
changer in the market.
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Remaining abreast of developments in supply chain
finance (SCF) is vital. In the past, SCF was almost
exclusively buyer-driven, involving revolving
receivables purchase programmes intended to
lengthen days payable outstanding.
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Frequent changes in policy measures, each more
relaxed than the last, are fast bringing about the
liberalisation of the RMB. While only 2% of external
Chinese trade was settled in RMB in 2010, this figure
leapt to 18% by last year.
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