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Enablers

Regional 
Businesses

4.  Build a leading SME business

5.  Strengthen wealth proposition

6.  Build-out GTS and T&M cross-sell business

7.  Place customers at the heart of the banking experience

8.  Focus on management processes, people and culture

9.  Strengthen technology and infrastructure platform

1.  Entrench leadership in Singapore

2.  Reposition Hong Kong

3.  Rebalance geographic mix of our business 

Geographies

DBS, the Asian Bank of Choice for the New Asia
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GTS: Strong Revenue Growth & Operating Leverage

(1) Profit before allowances

740M

344M

492M

396M

918M

39%

1.41B

47%

1.08B

426M
657M

35%

2010 2011 2012 2010 2011 2012 2010 2011 2012 2010 2011 2012

Revenues Expenses Profits

 

(1) Cost to Income

Broad based growth across all markets, products and customer segments

+31% yoy

+38% CAGR +52% CAGR+20% CAGR

+15% yoy +40% yoy
Competitive Advantage

In S$
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GTS: Year‐on‐Year Growth in Cash and Trade

4
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345
Income (S$M)

(S$B)

1Q10 2Q10 3Q10 4Q10 1Q11 2Q11 3Q11 4Q11

1Q10 2Q10 3Q10 4Q10 1Q11 2Q11 3Q11 4Q11

Deposits
Loans

14

52

Earnings Momentum Across All Markets and Products

Strong Customer Deposit and Loan Growth

87

47

1Q12

1Q12

Trade
Cash

3yr CAGR
Cash

 

34%
Trade       48%

3yr CAGR
Cash

 

34%
Trade       48%

362

2Q12

84

53

2Q12

342

3Q12

94

50

3Q12

321

4Q12

95

52

4Q12

3yr CAGR
Deposits  23%
Trade       66%

3yr CAGR
Deposits  23%
Trade       66%
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Other 

 
Businesses

Institutional 

 
Bank       

 
(excl GTS)

GTS

2010 2011

$7.1B
$7.6B

9

9

73

14.2%

2010 2011

$4.1B

42.2%

48.2%

$4.3B

73

9.6%

37.8%

47.0%

15.2%

38.4%

47.5%

50.3%

39.2%

10.5%

2012  2012 

$8.1B

17.5%

36.0%

46.5%
$4.5B

73

34.9%

44.5%

20.6%

GTS’s

 
Growing Contribution to Group Results

Group Revenues  Group Profit Before Allowances 

In S$
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2011
2012-2013

Our Journey Towards Becoming a Leading Regional GTS Bank

 Assessment of Capabilities & Gaps

 Strategy Development

 Future Focused Organization

 Key Product Priorities

 Deploy Technology Investments

 Resource allocation to high ROE   
Revenue Pools

 10,000+ New Sales Calls

 Alignment with RM Organization

 Commodity Trade Finance Team

 Focus on Materiality

 Talent Recruitment/Development

 New Product Launches
-

 

Suite of RMB Services
-

 

Supply Chain
-

 

Sub Acct Structure, (Cash Mgt)
-

 

Bulk Payments
-

 

USD Mini Max Acct
-

 

e-Advising
-

 

AR Purchasing
-

 

Distributor Financing
 Geographic Expansion
 Regional Sales Team
 Expanded FI Business
 ERP Systems Capability
 Trade Asset Distribution Desk
 Performance Mgt Tools
 Talent Development

2010
 IDEAL 3.0 – Redefining Internet Banking

 New Products
-

 

Interest Reallocation Structures
-

 

Pan Asia Sweeping Capabilities
-

 

Bundled Product Sets
-

 

Expanded Payment Capabilities
 Commercialization of new technology

-

 

STP, Scale, Capacity
 Decision Analytics 
 Automated Risk Tools
 Record Marketing Spend
 ROE Balance Sheet Strategies
 Deepen Wallet Penetrations
 Talent Development
 Working Capital Mgt
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2009 : 51 Revenue Streams 

2013 : 123 Revenue Streams 

Expanded Opportunities Targeting High ROE Revenue Streams



 

Major revenue streams 
from products which did 
not exist in 2009



 

72 new revenue streams across DBS 
franchise



 

4 countries delivering >$100M revenues (1)



 

250+ new RMs and Product Sales


 

65% of revenue generates from markets 
outside Singapore (1)

C t r y  
P r o d u ct S G H K C N IN I D TW R O W
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(1) MIS basis
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Asia Wholesale Banking Revenue Pools by Product

Source: McKinsey Global Banking Pools

2

Post Risk Revenues; USD B1

1

 

At constant 2010 exchange rates
2

 

Capital Markets and Investment Banking

CAGR, %

12

12

11
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Company as Buyer - Payables + Inventory

Purchase
Order
Issued

Goods 
Rec’vd

Acquisition
Fixed 

Assets
Expansion

CapEx

Goods
Shipped

Paym’t
Made

Request
For 

Quote

Inventory/
WIP

Receive
PO

Goods 
Arrive

Goods
Shipped

Paym’t
Rec’vd

Finished
Goods
Ready

Profit
Generation
/ Surplus

Company as Seller - Distribution - Receivables

Doc Prep Shipping Manufacturing Doc Prep Shipping Buyer & Distributor Mgmt

Receivables Management

Doc 
Prep

LC 
Acceptance

Term 
Lending

Fxd Asset
FinancingLC

Issuance
Bonds /
Guarantees

Vendor
Financing
FX Fwd

FX Spot
Payment Svc
Cash Mgmt

FX Fwd

FX Spot
Cash / 

Credit Card 
Collections
Cash Mgmt
Receivables

Securitisation

Fxd Depo
Liab Mgmt

Va
lu

e 
to

 D
B

S LC
Confirmations
Bonds / Gtee

LC
Nego

Distributor FinancingFinancing via Term Loans / Overdraft

Inventory Financing
Pre-Ship Fin Post-Ship Fin

Va
lu

e 
to

 C
lie

nt

Improve 
Info flow

Stretch PayablesShortening
Order cycle

Reduce, 
manage

& finance 
Inventory

Stocks / Inventory Management

Strengthen
Distribution

Network

Reduce 
Collection

Costs and outsource for 
increased efficiency

(Channels)

Finance 
(incl. Non- 

recourse) for
Receivables 
(timing and 

B/Sheet)

Building Unique Value Propositions for our Clients



USD 2.6 Trillion of “Trapped”

 
Working Capital in DBS’s Key Markets
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Hong KongSingapore India, Indonesia,
Taiwan

China Total

Listed Firms 

 
(USD,B) 21 18 333 247 619

Non Listed 

 
Firms 

 
(USD,B)

34 36 1,541 447 2,058

55  54  

1,874  

694 2,677

Source:

 

DBS Research, IHS, Mckinsey

Majority of the “trapped”

 

working    

 
capital improvement opportunities in 

 
Developing countries where DBS has a 

 
strong franchise 

In billions USD

173  Bn

750 

DBS Opportunity 
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Distribution Capability in Asia Still in Development Stage 

Complex multi layered distribution networks require 

 
new solutions

Distributor(s)

Wholesaler(s)

60‐70%

30‐40%

Tier 1 cities Retailers

 

outside 
Tier 1 cities

Financial risks are directly correlated to 
infrastructure risks

FMCG, Technology, Luxury Goods, 

 
Packaged Food, Pharma, etc.
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World 12%

Asia 26%

Core 42%

DBS Well Positioned to Tap Into Open Acct Trade Opportunity

2011
(US$2,611 B)

Source : 2008 &  2011 FCI Annual Statistics 

Asia
659
25%

Europe
1,577

60%

Australasia
75

3%

Africa
30

1%
Americas

268

10%

2008
(US$1,868 B)

Asia
332
18%

Australasia
46

3%

Africa
18

1%
Americas

217

12%

Europe
1,252

72%

CAGR

Estimated revenue pool of US$1.7B in DBS’

 

core markets
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Building Scale Through Innovation & Productivity

13

IDEAL 3.0

 Award winning iBanking platform
• Used by 60,000 clients
• Supporting clients in 104 countries
• Reducing 180,000 hours of operations time annually



 

“Step Up” expense reductions :
• Renegotiated key vendor contracts
• Long term contract for Swift payment networks
• Significantly reduced global clearing costs



 

Client Centric Servicing
• “e-Advice”
• “Crystal Mark” account growing process
• Paperless Activation

Distinctive Customer Solutions & Services

39%

47%

35%

2010 2011 2012

Co
st
 to

 In
co
m
e

Increased Focus on Productivity
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The Largest Companies in the World Trust DBS

http://www.google.com.sg/imgres?imgurl=http://upload.wikimedia.org/wikipedia/de/6/63/Vitol_logo.svg&imgrefurl=http://de.wikipedia.org/wiki/Datei:Vitol_logo.svg&usg=__l1mztjpRvYxRMXqscbFV1Nz09vQ=&h=326&w=1024&sz=7&hl=en&start=4&zoom=1&tbnid=ka9gRQYrh2FxoM:&tbnh=48&tbnw=150&ei=NRAsUb9MgdatB7OEgYAB&prev=/search%3Fq%3Dvitol%26um%3D1%26hl%3Den%26sa%3DN%26gbv%3D2%26tbm%3Disch&um=1&itbs=1&sa=X&ved=0CC8QrQMwAw
http://www.ril.com/
http://www.tata.in/default.aspx
http://www.google.com.sg/imgres?imgurl=http://tx.english-ch.com/teacher/jasper/Diners_Club_Logo.png&imgrefurl=http://tx.english-ch.com/teacher/jasper/level-b/restaurants-to-lower-prices-during-event/&usg=__daJffHFz47v_72JFEhLi68c2VNw=&h=600&w=753&sz=48&hl=en&start=2&zoom=1&tbnid=VF87BGcCrqKn-M:&tbnh=113&tbnw=142&ei=6n45UeClFI60rAfa14DIBg&prev=/search%3Fq%3DDiners%26um%3D1%26hl%3Den%26gbv%3D2%26tbm%3Disch&um=1&itbs=1&sa=X&ved=0CCsQrQMwAQ
http://www.thisisnoble.com/
http://www.mercuria.com/Mop/Site/aboutus/introduction.php
http://burnyourfuel.com/My_Files/Ford/Ford_Logo.jpg
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

 

Best Bank for Emerging Corporates in Asia


 

Best Transaction Bank in Singapore


 

Best MNC/Large Corporate Bank in 
Singapore, Indonesia and China



 

Top 5 Global Cash Management Bank in APAC


 

Ranked 1st in Singapore, Hong Kong & Indonesia


 

Ranked 3rd in China, India and Taiwan



 

Best Cash Management Bank in Singapore



 

Best Trade Finance Bank Bank in Singapore


 

Best Sub-Custodian Bank in Singapore



 

Best Trade Finance Bank in Singapore

Key awards



 

Best Trade Finance Bank in Singapore

Increasing DBS’s Profile Across Asia
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Acquiring new customers Delivering high ROE revenues

Future Focus ‐

 
The Foundation for Sustained Growth

16

 Flight to quality – new US & European clients

 Increased need for Pan Asia services

 Materiality of mid market names

 DBS’s strong balance sheet

 Willingness to lend

 Broad range of RMB trade & cash products

 Supply chain & open acct programs

 Innovative USD deposit account

 Liquidity mgt structures

 Ideal 3.0: Redefining internet banking

 Multi geographic deals

 Higher credit quality names

 Larger deals…..less operating costs

 Multi product deals: Trade, Cash & FX

 Positive operating leverage

 Over 30,000 sales calls per annum

 Working capital approach to building solutions

 RM team over 1,400 strong

 Increased spend on marketing and brand

Creating new product revenues Expanded sales capacity across Asia
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Q & A
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