Banker advices

Here is some advice from the banker to the sales manager regarding financial matters in international commercial contracts:
1. Understand your financial position: 
Assess the company's financial health and ensure it has the resources to fulfill contractual obligations.
2. Evaluate the buyer's creditworthiness: 
Assess the buyer's ability to make timely and full payments before finalizing the contract.
3. Consider different payment methods: 
Explore secure payment options such as letters of credit or advance payments to ensure prompt receipt of funds.
4. Manage currency risks: 
Evaluate the impact of currency fluctuations and implement strategies, such as hedging, to mitigate currency exchange rate risks.
5. Seek financing options: 
Explore financing options if additional funds are required to fulfill the contract, for example trade finance facilities.
6. Ensure proper documentation: 
Maintain accurate financial documentation to facilitate payment processing and comply with regulatory requirements.
7. Leverage banking relationships: 
Build a strong relationship with the bank's relationship manager for advice, financial solutions, and support throughout the export process.
8. Monitor payment progress: 
Actively track payment deadlines, communicate with the buyer, and promptly address any payment delays or discrepancies.
9. Consider credit insurance: 
Evaluate the suitability of credit insurance to protect against non-payment or buyer insolvency.
10. Stay informed: 
Stay updated on international trade finance practices, banking regulations, and economic developments.

To conclude: 
It is important for the sales manager to work closely with banking professionals to ensure a smooth and successful financial process tailored to their specific circumstances.

