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In mid April, Ericsson, one of the world’s 

largest telecommunications equipment 

providers, secured two major contracts worth 

US$1.44bn with China’s biggest mobile 

phone companies: a US$1.3bn deal with 

China Mobile and a US$140mn deal with 

China Unicom to support the expansion of 

their GSM networks were signed. 

The Swedish mobile phone company 

is probably one of the most high-pro  le 

companies in Sweden. However, times 

have not been completely favourable for the 

company, having announced lower net pro  ts 

than expected for 2007, and seeing its share 

price dented by market uncertainty. 

Yet, this large-scale deal with China 

potentially points to a turnaround in the 

company’s fortunes, as well as illustrates the 

growing importance of emerging markets, 

particularly in Asia, for Swedish corporates. 

According to of  cial government statistics, 

exports to China for 2007 increased by 7%, 

whereas exports to the US decreased by 9%. 

Hakan von Sydow, senior vice-president, 

head of trade  nance, Sweden at 

Handelsbanken, also observes: “Our biggest 

markets in Asia are clearly China and India, 

but we are also starting to see some potential 

in the newer very emerging markets such as 

Cambodia or Vietnam.”

Referring to the increasing appetite for 

emerging market risk across the Nordic 

region, Jorgen Lund Lavesen, commercial 

director – Atradius Northern Europe, 

comments: “In the more emerging markets 

such as in the Baltic states we saw double 

digit growth in the export of goods during 

2007.”

But as corporates expand into new territories, 

they will look for a means of  nancing 

their new trade  ows. With other forms of 

 nancing drying up in light of the global 

liquidity crisis, trade  nance has taken on a 

new sheen. However, Sweden’s trade  nance 

departments need to ensure they can win 

contracts by providing an ef  cient service. 

Supporting the supply chain 
Sweden’s SEB Bank has a well-established 

track record in trade  nance. 

“Trade  nance goes hand in hand with SEB. 

It has a long history within the market. Owner 

of the bank, the Wallenberg family, has 

historical links with major Swedish corporates 

which have now expanded internationally,” 

remarks Lars Millberg, global head, trade 

 nance, global transaction services, 

merchant banking, at SEB. 

Yet, over the past few years the bank has 

been changing its approach to its trade 

 nance business. 

In 2006, trade  nance operations became 

part of global transaction services (GTS) 
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authorities and navigate the sometimes tricky 

legal waters. And, although India lags behind 

in offering a more conducive business climate, 

he expects the country will inevitably follow the 

example of China in the near future. 

He also highlights Vietnam as a region of 

interest, but as yet the bank has not been 

involved in any transactions within the country. 

According to of  cial statistics, Danish exports 

to China grew by 40% in 2007, with the 

equivalent of €1.6bn-worth of goods being 

exported to the country. In comparison, there 

has been minimum trade with Vietnam, 

with only around €100mn-worth of exports 

recorded in 2007. 

Tapping into the ECA market
Offering export credit agency (ECA)-backed 

 nancing is another possible tactic to win over 

corporates. 

Typically the market for ECA-backed business 

is relatively small in Denmark, as one banker 

remarks: “In a year there are probably only 10-

15 transactions that are really worth going for.”

There has also been a general feeling that the 

relatively liquid Danish corporates are more 

and more willing to accept risk, without turning 

to an ECA for assistance. 

However, given the squeeze on global 

liquidity, the prospect of ECA  nancing may be 

about to become far more attractive. 

As evidence of the appeal of the market, DnB 

Nord is looking to  nalise one of its  rst ECA-

backed deals. 

As GTR goes to press, the deal has not 

yet closed, but it involves the  nancing of 

exports to a cement plant in Brazil. DnB Nor is 

bidding for the transaction, offering to arrange 

the US$25mn deal, including the handling 

withholding tax issues. The proposed offer is 

expected to be arranged in conjunction with 

the Danish ECA EKF and the request for 

 nancing originated from a Brazilian bank. 

Economic forecasts further stoke the 

argument that Danish corporates could start 

turning to ECA-backed  nancings to help 

make their exports more competitive. 

According to an economic report published by 

SEB Bank in February, Danish exports are set 

to gradually lose their momentum. Measured 

in current prices, exports increased by only 

2.5% in 2007, compared to a 9% growth in 

2006. 

This decline is partly due to dwindling demand 

in western European markets. Exports outside 

the eurozone are also being damaged by 

continuing currency appreciation, with the 

krone strengthening by 3% in 2007. 

Not only are Danish exports potentially losing 

their competitive edge, the banks that would 

usually  nance this business are facing 

higher funding costs as well as higher and 

more realistic risk spreads, thus making ECA 

 nancing, which can help mitigate and spread 

the risks, more attractive. 

Jan Vassard, deputy managing director at 

EKF, observes: “We have seen a growing 

demand for cover in the CIS and Eastern 

Europe. We explain this development by a 

combination of strong economic growth and 

increased risk perception in the market.”

According to EKF’s annual report, the CIS and 

Eastern Europe region has increased its share 

of EKF’s guarantee exposure growing from 

11% in 2006, to 18% of the portfolio in 2007. 

Russia is the largest market in this region 

where there has been growing demand in the 

cement sector. 

Turkey is relatively new but growing market 

for EKF. The near and Middle East region, 

including Turkey, accounts for 14% of EKF’s 

guarantee exposure, and this is mainly driven 

by demand in the Turkish wind energy sector. 

Vassard adds that of  cial export credit 

agencies like EKF will most probably have 

to  ll some of the “capacity gap” in export 

 nancing left by private  nancial institutions. 

“When meeting colleagues from other parts 

of the world, it seems as if pricing in Northern 

Europe, and within Scandinavia, is extremely 

competitive,” remarks Henrik Schriver,  rst 

vice-president, trade and export  nance, at 

Danske Bank in Denmark. 

Danske Bank is the largest bank in Denmark, 

and a key player in the northern European 

region, but it still heeds the growing level of 

competition in the market. 

With the banking market in Denmark relatively 

crowded, corporates do not necessarily 

remain loyal to one particular bank, but often 

hold out for the best deal available. 

Schriver elaborates: “We do see an increasing 

number of companies putting their trade 

 nance business up for tender among their 

core banks.”

Flemming Lippert, head of trade and export 

 nance at DnB Nord in Denmark, further 

comments: “Many of the corporates in 

Denmark are used to having more than one 

bank as their house bank. They often spread 

their business out according to the credit lines 

available.” 

DnB Nord is one of Denmark’s new faces 

in the banking world, with the bank only 

setting up operations in 2006, as a joint 

venture between DnB Nor and Norddeutsche 

Landesbank Girozentrale (NordLB).  

Yet, although corporates have been able to 

pick and chose which bank to work with, the 

implications of the credit crunch may change 

the nature of their relationship with the banks. 

Nordic banks have escaped the brunt of the 

crunch, but with global liquidity tightening, 

bankers have remarked that their lending rates 

have increased as much as 75 basis points in 

recent months. 

The general aim of both the newcomers 

and more established players is now to win 

over corporates, not solely by offering cheap 

 nancing, but through being able to ef  ciently 

manage various strands of their business.

As Lippert remarks: “Part of our strategy is 

not only to win the trade  nance business of 

a company, but to also organise their cash 

management and treasury operations. It is not 

enough just to supply a loan to a company, 

but we are also looking to gain other forms of 

business.”

Automating trade  nance
IT innovation is one way banks can capture 

more trade business. 

“Accessibility is also becoming more and more 

important and again we believe that state-of-

the-art IT is a key driver,” comments Danske’s 

Schriver. 

Over the last year, the bank has been 

developing its three-year-old web-based 

IT-interface for corporate customers called 

business online. 

The system provides real-time information 

to Danske customers on all trade  nance 

products. According to Schriver, over 75% of 

the bank’s total trade  nance volume is now 

conducted through the online facility.

Over at DnB Nor Bank, Lippert adds that the 

bank has also established an online internet 

bank facility which will handle all the cash 

management and trade  nance facilities in the 

same spot.

“It has proven to be very popular, especially 

for trade  nance customers with large volumes 

of business who can transfer these volumes to 

the bank,” he remarks. 

Financing renewables in 
Nicaragua 
Although DnB Nord is a newcomer to the 

bank, it has been able to draw on the strength 

of its parent companies, and its global network 

of correspondent banks. This has enabled it to 

close some interesting transactions, helping 

Danish exporters move into more unusual 

markets. 

In January the bank signed a US$56mn deal 

to support the export of wind turbines, blades 

and accessories for the construction of a wind 

farm consisting of 19 wind mills in Nicaragua. 

The deal was structured as a standby letter of 

credit, issued by Central American Bank for 

Economic Integration (Cabei), and  nanced 

via a club loan arranged by DnB Nord, with 

parent banks DnB Nor and Nord/LB acting as 

participants. 

The Latin American market has much 

potential, according to Lippert, and the region 

still promises more favourable pricing than 

presently being seen in Asia, in particular 

China. 

“I see risk pricing in Asia remaining low for a 

substantial number of years. Considering the 

risks involved for instance in South America 

there seems to be a higher risk margin 

compared to the Chinese market.”

However, Lippert adds that the Asian markets 

still hold promise. 

In China, he has found that the business 

environment has been improving, making 

it far easier to deal with Chinese banking 

Navigating the Nordic market

Despite a high level of competition for business in Denmark and 
Norway, the trade  nance market still manages to attract new players. 
Rebecca Spong reviews bank tactics and economic developments in 
the Nordic region.
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