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Project Blue explores the major trends that are reshaping the competitive environment
for FS businesses worldwide. Our clients are using the framework to help them judge
the implications of these developments for their particular business, and look at how to
take advantage of the changes ahead.

The rise and interconnectivity of the emerging markets of South America, Asia, Africa
and the Middle East (together these regions form what PwC terms ‘SAAAME’) is in
many ways the most far-reaching of the developments facing the FS sector. Trade
within SAAAME is growing much faster than the flows between developed-to-
developed and developed-to-emerging markets.

With its port complex providing one of the main gateways to Asia, Singapore is at
the heart of the growth in intra-SAAAME commerce. As we explore in this paper,
Singapore’s FS sector is capitalising on these developments as it augments its position
as a regional hub for trade finance and emerges as the one of the world’s leading
commodities’ trading centres. The coming challenge for Singapore’s FS businesses
is how to extend their presence into Africa, South America and the Middle East.
This in turn opens up the challenges of how to establish a foothold in hard-to-enter
markets and how to manage risk and talent across more complex and diverse
international operations. 

I hope you find this paper interesting and useful. If you would like to discuss any
of the issues raised, please feel free to contact either me or my colleague, Chris Matten
(contact details on page 9). 

Dominic Nixon
PwC (Singapore) 
Asia Financial Services Leader 

Foreword

Welcome to ‘Capitalising on the
growth and global interconnectivity
of the emerging markets: Financial
services in Singapore’. The paper is
a Singapore-focused companion to
our global paper: ‘Capitalising
on the rise and interconnectivity
of the emerging markets’,
the latest viewpoint in our
Project Blue framework. 
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What do we mean by SAAAME?

‘SAAAME’ refers to South America, Africa, Asia and the Middle East. SAAAME
doesn’t include Japan as this is a developed G7 economy. Mexico is excluded as it
trades mainly within the North American Free Trade Agreement zone and less
with SAAAME. For now, Russia and the Commonwealth of Independent States
(CIS) are also excluded from SAAAME, as trade is largely internal or with Europe.



This transhipment business is a key foundation for the city’s FS sector, with Singapore
operating as a major centre for trade finance, insurance and, through notable recent
developments, commodities trading.

The value of commodities trading in Singapore has more than doubled over the past
ten years to exceed a trillion dollars in 2011, with the number of people employed
increasing to 12,000.2 In 2012, Trafigura, one of the world’s biggest commodity traders,
moved its main trading operations from Switzerland to Singapore, joining BHP Billiton
and Anglo American, which both have their main regional trading desks in the city.
Notable recent entrants include the Bank of China, which set up its first overseas
forfeiting and commodity finance unit in the city in 2011.3

Singapore’s low tax rate is clearly an attraction. The availability of specialist expertise
in commodities, trade finance and related areas is also important. But competition for
talent is growing in a country with minimal unemployment and will need to be
managed to make sure it doesn’t become a constraint on growth. 

Reaching across SAAAME
The shift in the focus of global trade and investment is accelerating (see Figure 1
overleaf). Clients will be looking to their FS providers for acquisition support, trade
services, insurance and finance in local currencies as they seek to tap into Asia’s fastest
growing trade flows (see Figure 2 overleaf). Yet, while Singapore-based institutions
have developed good coverage across Asia, their presence in Africa, Latin America and
the Middle East is still limited.

Breaking into new markets
FS groups face challenges in expanding into new markets. There may be restrictions on
licences or foreign ownership in some markets. Even in open markets such as Brazil,
there may be little market share for sale, and it may be prohibitively expensive if it is. 

So a lot of forward-looking financial institutions are going to be seeking out smaller
and less saturated markets. Trade flows in and out of Africa are growing rapidly, for
example. This suggests that participating in some key African markets early could
provide an important foundation for future growth.

Elsewhere, partnership is going to be crucial. And to attract the right partners, FS
groups need to think about what they can offer them that their competitors cannot.
This might be complementary international coverage, or access to a target customer
base in Asia.

Very few groups are going to be able to cover all the key markets. So, collaboration with
other financial institutions and businesses outside the sector, such as telecom firms, is
going to become more common in the future.

Gateway to Asia

Singapore is the second biggest
container port in the world, only
surpassed by Shanghai.1 Straddling
the main trade route from China
to India, Singapore is the focal
point of a web of intra-regional
transport links, with goods being
shipped in from, and despatched
out to, smaller local ports around
the region.
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1  World Shipping Council Top 50 Container Ports
2010 and Straits Times, 08.01.11

2  Bloomberg, 02.05.12 and Financial Times, 22.05.12

3  China Daily, 22.09.11



Figure 1: Transformation in global trade flows

Trade value: $6.92tr
CAGR 2002–10: 8.0%

Non-SAAAME

SAAAME

Trade value: $2.82tr
CAGR 2002–10: 19.4%

Trade value: $2.67tr
CAGR 2002–10: 13.6%

Trade value: $2.16tr
CAGR 2002–10: 12.9%

Sources: WTO and PwC analysis
Note: Russia and the Commonwealth of Independent States (CIS) have not been included in SAAAME definition because trade is largely international and/or with
Europe. Mexico is excluded as it trades mainly within the North American Free Trade Agreement zone and less with SAAAME. Both areas remain very important growth
markets and should be considered in relation to the SAAAME region

Figure 2: Trading hot spots (growth in value of imports and exports)
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Managing more complex and
diverse operations
As they reach into new markets, FS
businesses will need to contend with a
more complex risk profile. SAAAME
countries have varied legal and regulatory
frameworks, political systems, business
ethics and cultures. It will be important
to develop the timely and reliable
management information and risk
management systems needed to operate
in new and unfamiliar markets. 

Operating models will need to reflect
the changing geographical focus of the
business. They will also need to deal
with more extensive partnership
arrangements and be sufficiently agile to
respond quickly to unfamiliar market
conditions, distribution channels and
cultural preferences. 

The underlying challenge is securing
sufficient talent in emerging SAAAME
markets where suitably qualified and
experienced people may already be in
short supply. Short-term and reactive
approaches – be this seeking to lure key
people from competitors or bringing in
large numbers of expatriate personnel –
are likely to prove excessively costly
and may still fail to provide the people
needed to meet strategic objectives.
A more systematic and forward-looking
workforce plan, capable of anticipating
and meeting skills’ needs, could reduce
costs and allow FS organisations to
build a more sustainable platform for
business development.



We believe that there are four key questions that FS businesses should consider as they
look at how to gear their strategy and operations to the changing global economy:

• How are your corporate clients responding to the shift in the focus of global growth
and how can you develop your services and geographical reach to support them
more effectively?

• Are there opportunities to extend your regional and wider international footprint
and what strengths would you be looking to leverage as part of such a strategy?

• Is your governance and risk management equipped to deal with a more complex and
globalised sector?

• Is the recruitment, retention and development of talent within your organisation
equipped to meet long-term strategic objectives and how can you develop a more
proactive strategic plan?

Following your customers

FS businesses in Singapore are
well placed to take advantage
of the rise in intra-SAAAME trade.
But they will need to broaden
their international reach if
they are to make the most of
these opportunities. 
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Making sense of an uncertain future

We’re working with a range of
FS organisations to judge the
impact of the mega-trends shaping
their industry, and where and how
they can compete most effectively.
If you’d like to discuss any of the
issues raised in this paper, or the
impact of other trends examined in
Project Blue, please contact either of
those who are listed here, or your
usual PwC contact.

Dominic Nixon 
Asia Financial Services Leader 
PwC (Singapore) 
Tel:+65 6236 3188 
Email: dominic.nixon@sg.pwc.com 

Chris Matten
Partner, Financial Services 
PwC (Singapore)
Tel:+65 6236 3878
Email: chris.matten@sg.pwc.com 
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The Project Blue framework seen here begins with the considerations needed to adapt
to the current instability. It then goes on to assess what FS businesses need to do to plan
for, and ideally take advantage of, the changes ahead. 

One of the main things we’ve been looking at is the extent to which these developments
could disrupt existing business models. We’ve also been looking at how these trends
are feeding off each other. A clear case in point is the extent to which rapid growth in
emerging markets is spurring a mass influx of people into the cities. 

Our clients are using the framework to help them judge the implications of these
developments for their particular business, and look at how to take advantage of the
changes ahead. Will business and operational models still be viable in this new
landscape? What strengths within the business would allow it to develop a leading
position? What talent and investment will need to be put in place now, to prepare for
the changes ahead? 

Project Blue framework

The Project Blue framework
considers the major trends
that are reshaping the global
economy and transforming the
behaviour of consumers, businesses
and governments. 

Figure 3: The Project Blue framework 

Source: PwC Project Blue analysis

P
ro
je
ct
 B
lu
e 
Fr
am

ew
o
rk

Global instability

Regulatory environment Fiscal pressures Political and social unrestA
d
ap
t

Rise and interconnectivity
of the emerging markets
(SAAAME)

• Economic strength
• Trade
• Foreign direct investment

Demographic change • Population growth
discrepancies

• Ageing populations

Social and behavioural
change

• Urbanisation
• Global affluence
• Talent

• Capital balances
• Resource allocation
• Population

• Changing family structures
• Belief structures

• Changing customer
behaviours – social media

• Attitudes to financial
institutions

Technological change • Disruptive technologies
impacting FS

• Digital and mobile

War for natural resources • Oil, gas and fossil fuels
• Food and water
• Key commodities

Rise of state-directed
capitalism

• State intervention
• Country/city economic

strategies

• Technological and scientific
research and development
and innovation

• Ecosystems
• Climate change and

sustainability

• Investment strategies
• Sovereign wealth funds/

development banks

P
la
n



This publication has been prepared for general guidance on matters of interest only, and does not constitute professional advice. You should not act upon the
information contained in this publication without obtaining specific professional advice. No representation or warranty (express or implied) is given as to the accuracy 
or completeness of the information contained in this publication, and, to the extent permitted by law, PricewaterhouseCoopers does not accept or assume any liability,
responsibility or duty of care for any consequences of you or anyone else acting, or refraining to act, in reliance on the information contained in this publication or for 
any decision based on it.

For more information on Project Blue, or other Financial Services programmes, please contact Áine Bryn, Global Financial Services Marketing Leader, PwC (UK)
on +44 207 212 8839, or aine.bryn@uk.pwc.com.

For additional copies, please contact Maya Bhatti, Global & UK Financial Services Marketing, PwC (UK) on +44 207 213 2302, or maya.bhatti@uk.pwc.com.
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