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OVERVIEW

The GTR US conference is set to return to Chicago 
for its third consecutive year on June 13, 2019.

An in-depth, interactive agenda spanning geopolitical risks to the 
latest financing innovations in the trade space will furnish attendees 
with a comprehensive view of the key commercial trends emerging 
in 2019, and the practical know-how enabling corporate treasurers, 
financiers and trade credit managers to form a resilient, bottom line-
boosting business strategy.

With a keen focus on networking, GTR US 2019 once again
provides the ideal forum for US companies and financial service
providers to meet and discuss the next steps for US trade, and
the evolution of the trade finance space.

“A great chance to reconnect with global trade 
finance players in North America.”

T Gaul, Caterpillar

“Very insightful and a great  
opportunity to connect.”

R Taparia, Business Aggregate

Click here to see 
a list of attending 
companies from  

2018’s event

Evening Reception
Boat Trip on Chicago River

Hosted by

Thursday, June 13, 2019

Time: 5.30pm-8pm (boat will leave at 6pm sharp)

Location: Wendella West Dock

“The intellectual capacity was excellent,  
well balance with strong content in  

digestible periods of time.”

S Pale, Willis Towers Watson
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Sectors attended in 2018

1%AFRICA
South Africa

83%AMERICAS
Canada 
United States

13%EUROPE
France 
Germany 
Netherlands 
Ukraine 
United Kingdom

1%MENA
UAE

2%ASIA
Japan 
Malaysia 
Singapore

What to expect

200+

Delegates
100+

Companies
40+

Speakers

Attendee breakdown by job title in 2018

70%

Senior level

9%

Mid-level

21%

C-level

Company size breakdown in 2018

64%

Multinational

14%

Mid

23%

SME

Percentage of attendees by region in 2018
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AGENDA

Thursday, June 13, 2019

08.00 Registration and refreshments

09.00 Chair’s opening remarks 

09.05  Keynote: Trade policy and economic growth – tough times 
ahead? 
Recent projections downgrading US GDP growth expectations through 
to 2020 have cited the economic drag from President Trump’s trade 
policies and slowing global growth as significant headwinds. This high-level 
assessment of the global macroeconomic landscape will highlight the key 
factors at play across emerging and developed economies, from commodity 
prices to fiscal policies, review the impact of geopolitical volatility on 
trade and financial flows, and offer predictions on the primary risks and 
opportunities emerging for US companies and trade financiers. 

Gregory Daco, Chief US Economist, Oxford Economics

09.35 Latin American political risk round-up
Political developments in the Latin American region have received mixed 
reviews across the US trade sector. The election of Bolsonaro in Brazil 
has been met with cautious optimism, though the policies of both his 
government and that of Mexico’s ‘AMLO’ are yet to crystallize. Meanwhile 
economic crisis in Venezuela and fire-fighting ‘Macri-economics’ in 
Argentina add to a fast-evolving political landscape south of the border.  
This regional roundup will pinpoint political risk hotspots, intra-regional  
trade and investment trends and challenges, and the markets opening  
up to North American businesses.

10.00 Networking break

10.40 Interview: Evolving trade challenges and financing priorities
●● To what extent has increased awareness of evolving trade risks impacted 
supply chain operations? Which strategic measures are organizations 
implementing to mitigate potential trade disruption? 

●● The impact of business unpredictability: Has financial risk management 
become a higher priority in the current climate? 

●● To what extent does financial innovation take a back seat in a volatile 
market environment? Is there a greater need for ‘painless’ working capital 
solutions as a result? 

●● Are corporate treasurers and financiers under pressure to ‘do more 
with less’? How significant is working capital optimization in the wider 
profitability picture? 

Jonathan Richman, Managing Director, Head of US Trade Finance & 
Working Capital, Banco Santander

Supply chain lightning talks

11.20  Matching working capital needs with financing sources
With supply chain financing well established as a key working capital 
optimisation technique for top-tier corporates, mid-market companies 
are increasingly realising the benefits of running their own program. 
Meanwhile the rapid growth of a complex ecosystem of payables and 
receivables financing and technology providers offers a diverse range of 
structured and digital facilities for businesses of varying size and working 
capital structures.

This series of lightning talks will provide a concise guide to the breadth of 
solutions available, profiling the corporate segments they are best placed 
to support. A selection of market leading practitioners will be provided 
with 8 minutes to outline the core strengths of each solution from an 
operational, technology, credit and accounting standpoint, enabling 
delegates to discern the nuances between different providers and the 
solution or combination thereof best suited to their supply chain priorities.

1: Procure to pay platforms with bolt-on third party finance
Ecommerce networks hold the necessary captive data, making a 
compelling SCF proposition for those utilizing P2P solutions. 

Bart Ras, Managing Director, Greensill Capital

2: Multi source solutions: Connecting buyers, sellers and funders
The attraction of funding diversity in a hardening credit environment: 
With the capability to mitigate liquidity and operational risks, do funding 
agnostic models hold an advantage?

Andrew Holmes, Head of North America Origination, Demica

3: Receivables financing: A platform-based solution
In which industry segments are online receivables market places gaining 
traction, and how do transactions differ from more traditional facilities?

Omer Ibrahim, Director, LiquidX

12.20  Panel review: Trade digitisation in practice – Changing 
business today, for the better
Reviewing the solutions presented during the supply chain lightning 
talks, this interactive discussion will invite audience participation on the 
key challenges and opportunities offered by full-production digital trade 
solutions, highlight the technology value-add propositions that are gaining 
traction in North America and further afield, and assess the challenges to 
technology adoption posed by trade volatility: 
●● In an era of tightening credit is it strategy-wise to diversify supply chain 
funding sources? Are providers more willing to collaborate for share in 
the client’s wallet?

●● Quantifiable gains: Highlighting where digitised transactions and the 
use of e-bills as collateral can enhance trade and working capital 
financing opportunities 

●● Assessing the role of digitisation in maximising efficiency: What role can 
be played by technologies such as robotics and AI in promoting a step-
change towards fully digitised financing?

●● Is greater emphasis now being placed on reaching the supply chain’s 
‘long tail’? Has increased supply chain disruption risk moved focus 
towards easily implementable, flexible solutions?

Michael Crawford, Senior Corporate Treasury Manager, The Mosaic 
Company
Jacco de Jong, Global Head of Sales, Bolero
Chris Spedding, Head of Global Transaction Banking, North America, 
Lloyds Bank 

13.10 Lunch

Sponsorship opportunities
Ed Virtue 
Director, Global Sales 
evirtue@gtreview.com 
+44 (0)20 8772 3008

Speaking opportunities
George Mitchell 
Senior Conference Producer 
gmitchell@gtreview.com 
+44 (0)20 8772 3017

Marketing & media opportunities
Elisabeth Spry 
Marketing Manager 
espry@gtreview.com 
+44 (0)20 8772 3006
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AGENDA

Stream A

14.20  Case study: Ensuring maximum return on supply chain 
financing strategy
Successful SCF implementation requires resource investment: 
IT, treasury, procurement and finance departments are all critical 
contributors. This session will share first hand experiences of supply 
chain financing deployment, highlighting the practicalities and 
challenges commonly encountered, and the best practices that can 
promote maximum return:
●● Key benefits: When does an SCF programme make sense in terms of 
economics and metrics? 

●● How do financiers select clients, and vice versa? What are the relative 
strengths of banks and non-bank providers? 

●● The importance of securing support from senior management to 
ensure collaboration across internal business functions 

●● Supplier on-boarding: Achieving buy-in from the optimum vendor mix, 
and the role of solution providers in the process

Michael Lonie, Managing Director, Global Transaction Banking 
Department, Mizuho Bank

15.00  Case study: Bridging the working capital gap – a Brazilian 
success story 
A look into an innovative application of trade financing: Learn how this 
syndicated documentary letter of credit facility has been utilized to help 
this business support their imports and improve working capital.

Filipe Mossmann, Managing Director, Head of Trade, Americas, 
Transaction Banking, Standard Chartered
Eduardo Pascowitch, Treasury Coordinator, Braskem
Marina Dalben, Head of Treasury, Braskem

15.30  Assessing trade tech adoption trends and expectations
●● Technology fatigue: To what extent do corporates want bank services, 
but are tired of taking on different software platforms? How can this 
be remedied? 

●● Trade tech competition: Are fintechs too blinkered in their approach 
to developing trade solutions? Is interoperability the primary barrier to 
widespread adoption?

●● Where are breakthroughs most likely? Is technology best suited to 
resolving specific business issues such as regulatory compliance, or will 
critical mass be achieved only by penetrating the full trade value chain? 

Dan Juliano, Head of Business Development, TradeIX
Gene Vayngrib, CEO & Co-Founder, Tradle

Stream B: 

14.20   Workshop breakout: The growing role of credit and political 
risk insurance in US trade
Prolonged geopolitical tension, stringent financial market regulation and 
heightened insolvency risks across domestic, developed and emerging 
markets have seen an uptick in utilization of trade credit and political 
risk insurance throughout the trade ecosystem. With drivers for uptake 
ranging from single risk mitigation to working capital optimization and 
capital relief, insurance solutions engender differing challenges and 
benefits for various trade financing players. 

This interactive workshop provides the opportunity to gain deep insight 
on the utilization of insurance cover by the key actors undertaking 
and supporting US trade. Delegates will be provided with the choice 
of interactive breakout groups, each discussing the role of credit and 
political risk management within their business, and debating the 
drivers, practicalities and capabilities of insurance solutions from the 
perspective of their market segment

Julien Vignal, Head of Trade Finance Americas, Property & Special 
Risks, Trade Credit, AIG
Jay LeClaire, Region Director, Sales & Marketing, Americas Region, 
Euler Hermes World Agency

Group 1
Trade finance lenders: Accessing risk distribution and capital relief 

Group 2
Corporates: Balancing in-house credit management strategy with third 
party solutions

Group 3
Insurers: Key factors when evaluating clients and deals, and the impact 
of deal pricing on available cover 

Enabling delegates to share experiences, successes and key risk 
concerns while benchmarking mitigation best practices, this session will 
provide the chance to ‘have your say’, before reaching conclusions and 
sharing key takeaways.

16.10 Networking break

Closing plenary

16.30  Make supply chains great again: Promoting sustainable 
business growth throughout the trade ecosystem
High profile corporate insolvencies have highlighted the lack of regulatory 
clarity governing the accounting treatment of trade payables and the 
potential misuse of reverse factoring programmes. Less prominent in 
mainstream media have been reports on the benefits of properly utilised 
programs to SME suppliers, and the initiatives driving sustainable supply 
chain management, from financing to environmental impact. This debate 
driven session will assess the need for industry standards for supplier 
financing and the challenge this engenders, and highlight the growing 
significance of sustainability as a driver of positive-impact supply chain 
strategy.

17.20 Close of conference

 Followed by evening networking reception boat trip

 Hosted by Mizuho

16.00 Networking break
“A very good format, style and foundation. 
Great representation of speakers in an open 
discussion format.”

S Thiagarajan, Navistar

“Once again GTR has put together a relevant 
and topical conference. In addition to the 
excellent networking opportunity, I enjoyed 
the discussion around trade finance and how 
our business is begging to transform itself.”

S Lotito, MUFG
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REGISTRATION FORM
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Payment details
Please select credit card type

   

Card number

Expiry date Security code (3 or 4 digits)

 MM/YY 

Cardholder’s name

Company VAT number

Cardholder’s signature

Cardholder’s address

Booking code

Delegate information
For multiple bookings please email events@gtreview.com

Title: please tick

Mr  Mrs  Ms  Miss  Dr 

First name

Last name

Job title

Department

Organisation

Address

Postcode/Zip

Country

Telephone

Facsimile

Email

Signature

I can confirm that I have read and agree to the terms and conditions below.  

Terms & conditions
1.  Confirmation: Booking confirmation will be 

sent to you immediately for all bookings.  If 
you have not received an email confirmation 
within 24 hours of making the booking, 
please contact the team at events@
gtreview.com or on +44 (0)20 8673 9666.

2.  Payment (including VAT) must be made 
in full prior to the start of the conference. 
GTR retains the right to refuse entry in case 
of non-payment. Payment can be made 
through Credit Card online, via telephone 
or by sending our Events team a completed 
Credit Card Authorisation form. 

3.  All delegates who have not paid prior to the 
conference will be denied entry. 

4.  Transfers: If you cannot attend a conference, 
you can transfer your place to another 
individual. Places can be transferred at 
any time up to and including the day of 
the conference. Please note an additional 
charge may be applicable if the new 
attendee is not entitled to the same rate. 

5.  A delegate place can be transferred to 
another conference, if the request to us is 
received more than 5 working days before 
the conference. Please note additional 
charges may be applicable. A delegate can 
only transfer their place a maximum of two 
times, after which they will incur a 20% 
administration fee.

6.  Cancellations: All delegate cancellations 
must be made in writing to events@gtreview.
com. The charge for cancelling your booking 
is:

 -  1 month before the conference: 90% 
refund of the full cost

 -  5 or more working days before the 
conference: 80% refund of full cost

 -  5 or less working days before the 
conference: no refund

7.  Non-attendance to a conference will result 
in no refund. 

8.  In the case of the cancellation of the 
conference or the change of the conference 
date, GTR will not be held liable for any 
booking, travel or hotel costs associated 
with the booking. 

Please note that all confirmed registrations are 
subject to the event terms and conditions

Should you have any queries, please contract 
our team at events@gtreview.com or on 
+44 (0)20 8673 9666.

  If you do not wish GTR to use your 
information for marketing purposes,  
please tick this box.

Pricing details

Standard rate US$1,299 

Corporate rate US$399 
Exporters, importers, traders, manufacturers and producers of physical goods.

Early booking discount (10%) 10% discount 
I am booking by May 17, 2019 and would like to claim a 10% early booking discount.

Can’t make the conference?  US$150 
Gain access to speaker presentations, online delegate networking portal and conference 
delegate pack.

GTR Subscription
Save over 10% on an online subscription

1-year online only subscription US$350 

Ways to register

Email: events@gtreview.com Web: www.gtreview.com

Fax: +44 (0)20 8673 8662 Telephone: +44 (0)20 8673 9666

Post:  GTR, Exporta Publishing & Events Ltd,  
4 Hillgate Place, London SW12 9ER, UK
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mailto:events@gtreview.com
mailto:events@gtreview.com
http://www.gtreview.com/event-terms-and-conditions/
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