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The trade finance gap is widening 

Source: White Paper by World Economic Forum Trade Tech – A New Age for Trade and Supply Chain Finance, Sep 2018 

“ The Asian 
Development Bank 
estimates there was  
a $1.5 trillion trade 
financing gap in 2017, 
representing  
roughly 10% of global 
merchandise trade 
volumes 

World Economic Forum 
Trade Tech – A New Age for 
Trade and Supply Chain Finance 
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Global trade is growing 

absolute growth in cross-
regional trade volumes 

absolute growth in intra-
regional trade volumes 

Magnitude of relative growth 

Source: White Paper by World Economic Forum Trade Tech – A New Age for Trade and Supply Chain Finance, Sep 2018 
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Value chains are increasingly fragmented 

Boeing has transformed itself into a systems integrator and has 
outsourced an increasing proportion of its aircraft production 

737 Classic at start of 
production 

 

10% outsourced 

747 Series at start of 
production 

 

20% outsourced 

787 Dreamliner at start 
of production 

 

80% outsourced 

Parts built by Boeing in-house 

Parts outsourced 

Transformation from vertically integrated production into systems integration 

Source: IBM 
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The quest to digitize Trade Finance has continuously failed… until now 

Blockchain resolving 'unresolvable' aspects 

– Governance of Equality  

– Single Source of Truth  

– Smart Contracts  

– Redundancy & Resilience 

A problem which until recently could not be solved… … until the emergence of Distributed Ledger Technology 

Driver of the Trade Finance Gap today 

– Many different parties loosely connected 

– Different means of data storage & exchange 

– Slow step-by-step transaction 



5 

Vision 
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we.trade value proposition 

Increased 
Transparency 

Overview in one single tool that provides the status of all trade 
transactions, incl. history / audit log (including date of payment) 

Reduced Risk 

Less Time 
and Cost 

More Growth 

Financial protection against debtor risk arising from late or failed 
payments, unknown suppliers, structurally weaker countries, etc. 

Automated monitoring of contract terms and payment on 
fulfillment without delays resulting in lower operating costs 

Lower entry barriers to Trade Finance services due to ease-of-use 
and cost-efficiency enable to conduct more (international) trade 

1 

2 

3 

4 

Value proposition 
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Go-to-market journey 

Ambitions Achievements 

• Launch innovative and digital global Trade Finance platform, 
leveraging blockchain technology 

• Create open platform for all relevant Trade Finance parties, 
incentivizing collaboration and value creation 

• Complement traditional paper based offerings with a fully 
digitized solution, targeting long-term replacement 

July 2016 
UBS kicked-off Batavia proof-of-concept in cooperation with IBM and 
client involvement 

October 2016 
Presentation at SIBOS after successful proof-of-concept completion 

August 2017 
Launch of Batavia consortium between UBS, four other banks and IBM 

March 2018 
Successful execution of two international client pilot transactions on 
Batavia MVP platform 

September 2018 
UBS along with 2 other Batavia banks  
joined forces with we.trade 
creating a trade platform with 
unprecedented reach in Europe 

Q1 2019 
Scaling out to clients 

 

Economic drivers 

Inclusion 
Grant larger client base access to risk mitigation & financing 

Simplification 
Simplify and accelerate transaction processing 

Automation 
Reduce operating costs through digitization and automation 
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Commercial trade transaction between two companies 

Packaging machine producer Pharmaceuticals producer 

Machine for packaging 
pharmaceutical products 

EUR 50,000 
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A typical transaction includes various challenges 

A seller and a buyer agree on 
the trade of a packaging 
machine with value EUR 50 k. 

Missing transparency 
on status of trades 

No shared storage for 
invoices 

Cumbersome 
negotiation process 

Uncertainty when 
payment arrives 

Insufficient cash flows 

The seller produces and  
ships the machine to the 
buyer and sends the invoice. 

The buyer sends the pay-
ment later than agreed or 
defaults on payment. 

The seller is now lacking 
working capital and needs to 
decline a new order. 

C
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Unstructured 
collaboration between 

seller and buyer 

Initiation Production Payment Follow-Up 

Buyer defaulting on 
payment 
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New we.trade offering solves these challenges  

Status of all trades 
transparently visible 

on we.trade 

Relevant documents 
in mutually shared 

storage 

Streamlined process in 
one tool 

Certainty when 
payment arrives 

Advanced Payment 
(BPU Financing) 

improves cash flow 

So
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Guided collaboration 
between seller and 

buyer 

Initiation Production Payment Follow-Up 

BPU mitigates risk of 
payment defaults 

A seller and a buyer agree on 
the trade of a packaging 
machine with value EUR 50 k. 

The seller produces and  
ships the machine to the 
buyer and sends the invoice. 

The seller receives a payment 
assurance (BPU) for the in-
voice amount. The payment 
from the buyer is triggered 
automatically at value date. 

The seller receives an advan-
ced payment (BPU Financing) 
based on the payment 
assurance allowing it to 
finance additional deals. 



11 

we.trade creates an alternative for medium value transactions 

Low transaction values 

Payment 

• high risk 

• low costs 

• low effort 

High transaction values 

Letter of Credit 

• low risks 

• high costs 

• high effort 

Medium transaction values 

we.trade 

 controlled risk 

 moderate costs 

 moderate effort 

Payment 
(Open Account) 

Letter of Credit 
Risk mitigation and financing for 

value transactions in a digital world 

we.trade 

tr
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transaction value low high 0%
 

10
0%
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• Get ready for platform economics 

– Trend towards platform models require banks to work with partners (including 
competitors) and form collaboration partnerships (e.g. consortia) 

• Start from the client and the business 

– Talk business first and only then define technical solution (i.e. "What is the customer 
need?", "What problem are we solving?", "What is the business potential?") 

– Leverage design thinking with clients so everybody understands the intrinsic problem 
and ensure the  solution actually solves that problem 

– Build clickable dummies and review / test them with clients 

• Ensure an aligned vision between partners 

– Define high-level long-term vision to align partners and ensure buy-in along project 
progress (i.e. lighthouse / guiding principle, particularly in agile development) 

– Agree on joint value propositions and pitch presentations 

– Seek partners with similar mindset, agile and pragmatic approach (particularly in early 
phases) 

• Simplify and iterate everywhere 

– Start small and grow in phases (PoC, MvP, production and scaling-out) 

– Avoid complicated operational setups to gain execution speed 

• Communicate wisely 

– Use communication channels wisely to gain access to interested parties, secure backing 
and partners, and make success stories publicly known 

If you want to innovate, stay agile – but be prepared to climb mountains 

• Ensure strategic fit 

– Develop clear understanding of revenue drivers and define business opportunity early on 

– Understand the strategic focus of the business division and secure your business sponsors 

• Plan ahead 

– Determine the legal vehicle for progression after PoC early on (e.g. contractual 
collaboration or legal entity for joint venture) 

– Prepare production phase plans and roadmap early in MvP phase for smooth transition 

• Beware of time – it takes longer 

– Budget enough time for finding partners and securing financial and resource 
commitments 

– Legal negotiations generally take longer than expected 

• Beware of effort – it will be higher 

– Cost and time for switchover into production is higher and will take longer 

– Plan capacity wisely as resources are heavily absorbed by switchover 

• … it will still get complicated over time 

– Start planning well for each phase transition (i.e. transition from PoC environment ("no 
problem if something breaks") to MvP development ("happy flow is working") to 
production switchover ("everything highly available and professionally supported") 

– Develop an understanding of the run and integration cost. Be prepared to absorb them 
after conclusion of the PoC 
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UBS at the leading edge of innovation in trade finance 

43% 
of Swiss Exports going to 
countries supported by 
we.trade 

13 leading financial institutions 
are offering we.trade 

Q2  
2019 

we.trade go-live for UBS 
clients planned for Q1 

Bank Network 
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