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Foreword
ABN AMRO Corporate & Institutional Banking has always 
focused on a strong, personalised offering and developing 
a close relationship with our clients, and Transaction 
Banking is a fundamental element in that strategy. After 
all, efficient management of working capital and liquidity 
lies at the heart of any client’s business needs. 

Today, Transaction Banking is at the forefront of a rapidly 
changing corporate banking landscape.Standard processes 
need to be as effortless as possible to free us up to focus 
on adding value. We therefore work hard to offer a better, 
more digitised customer experience. At the same time, we 
experiment with new services that go beyond traditional 
banking, and our ecosystem will increasingly be enriched 
by partnerships with fintechs.

Reinventing the customer experience
I strongly believe that to be successful we must listen 
to our clients better than ever. The most creative and 
innovative propositions are the result of co-creations with 
clients, so client intimacy and short communication lines 
are vital if we are to stay proactive and responsive.   

I hope you will agree with me that this edition of our 
Transaction Banking Magazine covers a surprisingly wide 
variety of topics. From successful client co-creations, on 
Open Banking API propositions and a COVID 19-proof ‘pay 
on delivery’ solution, to our strategy when it comes to 
partnering with fintechs. We also look at recent initiatives 
we have taken to reinvent the customer experience. 
Ranging from a digitised client onboarding process to the 

use of transaction banking data in decision-supporting 
tools, for example for cashflow forecasting. 
We are also delighted to be able to report on the progress 
we are making with the renewal of our business portal, 
Access Online.  

A sustainable relationship 
Obviously, we place a priority on being a safe and reliable 
bank, and we have articles on our approach to detecting 
financial crime and the impact of COVID-19 on ABN 
AMRO’s sustainability strategy. And as always, we have 
updates from some of our key specialists on the latest 
developments and opportunities in their respective fields.

We are committed to embedding the right Transaction 
Banking proposition for each of our clients, with the 
appropriate guidance, expertise and product suite. 
And we see this as a cornerstone to developing and 
maintaining a close, sustainable relationship with you. 

At Corporate & Institutional Banking, we believe in a no-
nonsense, personal approach based on open dialogue. 
So if you do come across a subject in the magazine you 
would like to discuss further, please don’t hesitate to get 
in touch. 

Enjoy the read!

Rutger van Nouhuijs 
CEO Corporate & Institutional Banking

“..client intimacy and 
short communication 

lines are vital..”
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Client Story   

Broekhuis in the 
driver’s seat with APIs 
A successful co-creation with ABN AMRO 

From left to right: 
Lammert van de Bospoort (Project Manager, Broekhuis), 
Emile Hennequin (Open Banking Sales & Partnerships, ABN AMRO) and 
Daniël Hes (Open Banking Sales & Partnerships, ABN AMRO)

Broekhuis, a family business with over 1500 employees, is a dealer holding which 

represents 13 car brands with over 50 showrooms. In the Netherlands, 1 in 25 new cars 

is sold by Broekhuis. Next to their showrooms, Broekhuis offers an extensive service 

package, including lease, car hire, fleet management, company vehicle equipment, 

financing, insurance and repair. Broekhuis is ABN AMRO’s first client to go live with 

the Business Account Insight API. We interviewed Lammert van de Bospoort, Project 

Manager at Broekhuis, about their experience. 

Could you explain how the Treasury and IT 
departments are organised at Broekhuis?
“Treasury is done by the Financial Director 
who is supported in this by the Controlling 
department. Our IT department is completely 
in-house and has 25 employees divided into 
4 teams: application management, applica-
tion development, data & reporting, and an 
internal helpdesk. It’s a conscious decision to 
keep our IT knowledge in-house, so we can 

remain flexible and responsive and facilitate 
the car dealers in a uniform way, so that 
clients experience consistent quality.”

You’re the first ABN AMRO client to go live 
with the Business Account Insight API. 
Why the interest in APIs?
“We’re always working on further developing 
our own systems and extracting qualitative 
data from our sources. When ABN AMRO 

invited us to work in co-creation on the im-
plementation of APIs, we were already using 
a kind of API of our own that could access 
payment information. However, it was our aim 
to keep this information at the dealers, so they 
have access to it themselves. Also, our data 
was inadequate and minimal. Our Business 
staff therefore requested the Finance team 
to look for a solution. ABN AMRO’s Business 
Account Insight API seemed a good fit. With 
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this API, we have been able to combine in-
formation from our systems and improve our 
customer experience.”

What’s your strategy regarding APIs and 
accessing data?
“Every supplier can add value by providing 
their data. We want to be able to request this 
information without the intervention of that 
supplier. We can then decide for ourselves 
what we’re going to do with it. And we can 
also combine data from different sources.
We don’t use real-time data. Instead, we 
send all data from our suppliers to a data  
warehouse, where the information is  
categorised and sent out once a week over-
night. We’d like to be able to send real-time 
data. And that’s the advantage of an API: 
you’re completely in control and you have 
real-time data.”

At ABN AMRO, we’ve noticed that not  
every client is ready for APIs. What steps 
have you taken to make sure you are? And 
what advice can you offer our clients?
“The most important thing is that you know 
what you want to do with the API. If you just 
go along with it because APIs are fashionable 
and you think the technology is fun, your case 
will soon run aground. The business case  
itself doesn’t necessarily have to be something 
big. As long as you can clearly describe and 
name the issue, you’ll be able to address it 
effectively with technical people. Developers 
need a clear idea of the problem. At Broekhuis 
we have the advantage that our developers 
are in-house. And even with external parties: 
as long as your story is clear they’ll be able to 

understand your requirements perfectly well. 
We’ve involved our IT people from Day 1.  
A classic pitfall is to work the case out com-
pletely first with the Treasury department and 
the business. It’s better to start testing as 
soon as possible and broaden things out from 
there. By working incrementally, you find out 
quicker whether it works or not, and it really 
needn’t cost much in terms of IT.

Developing a business case is difficult. 
Although you can easily calculate costs, it’s 
more complicated trying to calculate reve-
nues. How do you monetise the number of 
minutes you’ll save sales staff? It’s difficult 
to express that in money, but in qualitative 
terms it definitely adds value for the client.”

You’ve been live with the Business  
Account Insight API for 5 months now. 
How was the implementation process?
“We had regular meetings with our contacts 
at ABN AMRO to discuss the status, even 
when there was no immediate reason to do 
so. That was very useful, because we were 
in an early stage. Of course, the process 
included technical and formal elements. 
Discussions around these two areas are quite 
different, so I had my contact persons at ABN 
AMRO, and the developers from both parties 
were in direct contact with each other.  
Continuous dialogue proved to be very effective 
in discussing functional and technical aspects. 
Working with ABN AMRO in a Design  
Thinking process also really worked for us. Both 
ABN AMRO and Broekhuis work incremen-
tally in sprints, and continuously engage and 
adapt if necessary.”

"And that’s the 
advantage of an API: 
you’re completely in 
control and you have 

real-time data."
"Continuous dialogues 

proved to be very 
effective in discussing 

functional and 
technical aspects." 
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Now that you have started working with 
this specific API, can you explain how the 
API works and what you’ve achieved with 
it to date?
“We wanted to make payment informa-
tion available that our colleagues in the 
showrooms could request themselves.  
The Business Account Insight API makes  
that information available in our Intranet en-
vironment. So the salespeople can view their 
own showroom’s payment information in a 
few clicks. In terms of privacy, it’s watertight, 
as the salesperson’s profile determines what 
information they’re allowed to view. So you 
don’t need to work with passwords.
The information is to a certain extent  
displayed unfiltered. The salesperson can apply 
filters themselves, for example by cost, licen-
se plate or date. For now, the data is pretty 
raw, as we’re still working on improving the 
intelligence.”

How do you want to use the Business 
Account Insight API in the future?
“Payment information is obviously important 
for our salespeople, as they need to know 
whether a payment has been made on a car. 
Currently the salespeople still have to retrieve 
that information themselves from the portal. 
Our ultimate goal is to add this information 
to a checklist that the salesperson can go 
through when delivering a car. Or we’d like to 
be able to send a notification to the sales- 
person in advance that the car has indeed 
been paid for. We want this information to 
bring us closer to our salespeople.”

Interested in what our APIs can do for 
your business?

If you would like to talk to us about the 
potential benefits of developing an API  
for your company, please contact  
emile.hennequin@nl.abnamro.com 
or daniel.hes@nl.abnamro.com from 
Open Banking Sales & Partnerships or 
visit our developer portal at  
developer.abnamro.com.

Car brands represented by Broekhuis
"We want our sales 

people spending  
their time with the 

client, not on accessing 
information." 

www.developer.abnamro.com
mailto:daniel.hes%40nl.abnamro.com?subject=
developer.abnamro.com
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Innovation   

Reinventing the  
Customer Experience

Expecting the same convenience
A while back, we realised that the service 
level and processes we offered our clients had 
scarcely changed in recent years, while the 
world around us had radically transformed, 
and was continuing to do so at a rapid pace. 
It’s true the large corporate banking operating 
environment is complex, making the move to 
digital slower. Nevertheless, if a corporate 
treasurer can manage all their personal retail 

banking affairs online or via an app, at some 
point they’re going to expect the same 
convenience at work. With this in mind, we 
decided it was time to launch and accelerate 
initiatives that would offer that same conveni-
ence to our corporate and institutional clients. 

Beyond traditional banking 
We believe one of the strengths of ABN 
AMRO Corporate & Institutional Banking (CIB) 

is our personalised offering and focus on the 
client relationship. But we have to accept 
that our clients don’t particularly value that 
personal touch when it comes to standard or 
repetitive processes. They simply want those 
processes to be as effortless as possible. 
Our initiatives therefore free up our bankers 
to focus on the things our clients value most: 
creative, sustainable solutions that help them 
run their business as effectively as possible. 

Marlou Jenniskens (Daily Lead  
Reinventing the Customer Experience)

How does ABN AMRO keep pace with its clients’ needs in an environment rapidly 

changing due to technological developments and regulatory requirements? And more 

fundamentally, how can we ensure we leverage these developments to create genuine 

value-adding propositions for our clients that will differentiate us from other banks? 

These are the questions ABN AMRO’s strategic pillar, Reinventing the Customer 

Experience, exists to answer. Daily Lead, Marlou Jenniskens, discusses its 

implications for our Corporate & Institutional Banking Clients
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We work on both seamless digital services 
for straightforward requests and experiment 
with new services that go beyond traditional 
banking. Let’s take two very different exam-
ples: Warm Welcome, an onboarding process, 
and Treasury Booster, a cashflow forecasting 
tool.

Warm Welcome 
The regulatory environment is increasingly com-
plex and demanding. To minimise its burden on 
our clients we launched Warm Welcome, which 
focuses on client onboarding, including opening 
an account for an existing client. 

Technological developments offer huge 
possibilities for making both due diligence 
processes and customer onboarding journeys 
smoother. Every ABN AMRO business line 
has therefore been working to introduce di-
gital elements that improve these processes 
for their clients. For some client groups, this 
has already resulted in a fully digital, straight-
through process. We’ve therefore joined 
forces across the bank, so we can learn from 
each other’s experiences in digitising the 
different process elements, such as online 
applications, digital document sharing, digital 
signing and digital verification & identification. 
Within CIB, we have started a trajectory to 
improve the process by implementing such 
solutions. Together with the renewal of our 
business portal, Access Online, this would 
be a powerful combination that makes our 
offering future fit. 

Treasury Booster
During a project to anticipate future client 
needs, we realised our clients often struggle 
to integrate different internal and external 
financial data sources in order to get data 
insights fundamental to cashflow forecasting. 
With Covid-19, this topic has become more 
relevant than ever.

Following a number of digital interactive sessi-
ons with clients, we came up with a cashflow 
forecasting tool, Treasury Booster, that can be 
linked to your banking products: data insights 
supporting competitive financial products. 
We’re now investigating the possibilities of 
launching a similar product with fintech part-
ners. More news about to follow soon. 

Co-creating with our clients 
We believe that to be successful we must 
listen to our clients better than ever. A key 
part of this is continuing to test, experi-
ment and develop things with clients. Most 
of whom actually like to be part of such a 
process and provide their invaluable input as 
the most important stakeholder of all, the 
end-user! We therefore plan to continue with 
this fruitful approach: operating as a sparring 
partner to our clients. So we can provide you 
with easy-to-use tools and services, allowing 
you to focus on what you do best: running 
your business!

Building blocks of ABN AMRO’s  
Reinventing the Customer Experience strategy: 

 ` Remove pain points: improve processes our clients find  
cumbersome, such as the credit or account opening process.

 ` Future models: truly understand our clients’ key challenges and 
develop new propositions to tackle them, possibly together 
with other partners. 

 ` Capabilities: invest in the capabilities needed to improve the 
customer experience, such as new customer feedback tools, 
video banking, and digital and data capabilities. 

"To be successful we 
must listen to our clients 

better than ever."



16 17

Client Story  

DHL Express  
COVID-19 proof 
with Tikkie for 
Business 

How does DHL make use of Tikkie?
“Our couriers deliver parcels and other 
shipments to customers, and these often 
have outstanding transport or customs costs 
that need to be paid. At the door, the cou-
rier scans the barcode on the shipment and 
immediately sends the customer a Tikkie via 
WhatsApp, the Tikkie App or a QR code.  
The courier only needs their handheld device 
for this and the customer can instantly  
complete the transaction via their phone. It 
makes the process very user-friendly.”

ABN AMRO’s popular Tikkie payment service has become a household 

name in the Netherlands, with over 6 million users and 250,000 daily pay-

ment requests. And in the last couple of years it has also gained momentum 

in the corporate sector, where the Covid-19 crisis has accelerated adop-

tion. A good example is the implementation of Tikkie by DHL Express. We 

talked to Stef Schilder, Finance Order-to-Cash Manager, about how DHL has 

embraced Tikkie to enable genuinely contactless payments for package 

deliveries. 

https://youtu.be/rdk-fYZBFJk
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+74  
NPS

75%  
pay within 1 day

 >6
million  

registered users

4.7  
app store rating

48%  
pays within 1 hour

Tikkie for Business 
explained
The corporate Tikkie toolkit 

Tikkie for corporates can be implemen-
ted in three different ways: via an app, 
portal or API. 

Tikkie for Business app 
A smart solution that’s especially useful 
for corporates who are not tied to a spe-
cific location, and have employees who 
work remotely or independently.  

Tikkie portal 
Ideal for corporates who need to send 
multiple Tikkies, including real-time 
status information and specific access 
permissions. 

Tikkie API
Corporates wanting to make optimal 
use of Tikkie can integrate our recently 
updated Tikkie API into their business 
systems. It not only allows clients to 
forward payment requests, but also to 
arrange refunds of paid requests via  
Tikkie. And soon it will be possible to 
create CAMT.053 files of bundled pay- 
ments and load transaction information into 
customers’ own accounting systems.

New propositions 

With our recently launched propositions, 
Tikkie is expanding into the Food & Be-
verage outlets sector and retail market. 

Tikkie Check 
Allows guests at Food & Beverage 
outlets to pay using Tikkie without any 
staff assistance. The main advantages 
are that guests don’t have to wait for 
their bill; staff can focus on serving their 
customers; and, last but not least, Tikkie 
is a secure payment solution.

Tikkie Terug “Tikkie Cashback”
Tikkie Terug enables companies to em-
bed totally digital cashback promotions 
into their marketing strategy, through 
in-store displays or online marketing. 
Consumers use the Tikkie app to reclaim 
their money from a cashback promotion.

2
Daily flights

Served via

2
Hub & Gateway
(AMS & BRU)

8
Service Centers

1,700
Service Points

421
Vehicles of which

86
Eco-friendly

35%
Market Share

78
Parcycle/ Cubicycle/ Citybike:
60 bike couriers in more than 

21 cities on 42 routes

x
y
z

DHL Express and Tikkie in numbers
 ` Implementation: less than 4 weeks 

(between initial talks and devices 
connected to Tikkie) 

 ` Devices equipped with Tikkie: 800+
 ` Monthly Tikkies: 2,500 (and growing)
 ` Average transaction value: EUR 80.00 
 ` Tikkie share: 16% (versus 84% paid 

online via payment platform)

Why did you choose Tikkie?
“The current circumstances mean it's impor-
tant to us that payments are contactless to 
protect our customers, couriers and partners, 
as people must maintain the necessary 1.5m 
social distancing. With Tikkie, there’s no 
physical handover of any device and customers 
don't need to type in a PIN code. Another 
advantage is that couriers now only need one 
handheld device to scan the barcode on the 
shipment and process the customer's payment 
instead of separate devices for payments and 
scanning.”

What do the couriers think of it?
“Our couriers are very positive about  
Tikkie. It means they can continue doing their 
work while maintaining a safe distance in all 
circumstances. It also helps that customers 
are familiar with this payment method, as the 
couriers then don’t have to explain it.”

And how do the customers respond?
“Actually, all our customers have given 
positive feedback. Especially in these corona 
times, they appreciate being able to make 
payments safely – and knowing how Tikkie 
works creates a lot of trust.”
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Fintechs  

Partnering is  
the way to go 
In 2016, ABN AMRO launched ABN AMRO Ventures to invest in fintechs.  

Four years further, we talk to its head, Hugo Bongers, about what his team looks for 

when investing and how he sees ABN AMRO’s relationship with the fintech sector 

developing over the coming years.

A traditional bank creating a corporate 
venture fund…? 
“Though some people are surprised by it, 
we see it as a very logical step. For ABN 
AMRO, partnering and investing in fintechs 
and also broader tech companies is a smart 
way to internalise external innovations. It 
helps us accelerate our digital transformation 
and in the process of seeking out potentially 
suitable fintechs for us we’re getting a better 
overview of the trends and developments out 
there. It also gives us insights into the needs 
of our clients; how they’ll be conducting their 
financial affairs tomorrow and beyond; and, 

perhaps most important of all, where we can 
add value for them. 

In addition, partnering with fintechs has 
brought a lot of new energy into ABN AMRO. 
My team and our new fintech colleagues 
serve as the bank’s eyes and ears, tracking 
developments in the wider world.”

What do you look for in a start-up when 
deciding whether to invest?
“From the outset, the approach of ABN 
AMRO Ventures has been to invest directly 
in fintechs and become a minority sharehol-

der. Beyond that, the solution needs to be 
workable and fit with ABN AMRO’s bank-wide 
strategy. So we don’t invest if the fintech 
doesn’t have strategic added value for ABN 
AMRO. And we’re looking for companies that 
will solve a real pain point for our customers.

In turn, we want to be sure we’ll be adding 
value to the fintech. For example by becoming 
a customer or distribution partner, or through 
knowledge sharing or similar support. Our 
investment should support and facilitate the 
existing business. 

Hugo Bongers (Head of ABN AMRO Ventures).
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"...we believe that 
the era of developing 
everything ourselves 

is in the past."

Any fintechs we invest in must also remain 
independent and continue to expand swiftly. 
A fintech will inevitably face challenges, so a 
multiple perspective approach is invaluable. 
That’s why I prefer their team to be experien-
ced and diverse.” 

What do you see as the advantages of 
partnering with fintechs rather than deve-
loping inhouse?
“In some cases, it can make sense to keep 
it proprietary. But most of our problems have 
already been solved by the market and to be 
honest we believe that the era of developing 
everything ourselves is in the past. 

One of our fintech partners, Tink, is a good 
example: we noticed a clear demand from 
retail customers for a solution that gave them 
insights into their spending. We could have 
built it ourselves but it would have required 
a lot of time and resources. At the time, Tink 
had 15 people working on the solution. Since 
then, Tink has grown tremendously to over 
European market leader with 300 employees 
and has deliver a big strategic and financial 
value to ABN AMRO. In addition, this partner-
ship also brought a lot of value to Tink. There’s 
no way we could have committed those kinds 
of resources. Being an early-stage investor in 
Tink has put us in a very powerful position, 
and we’ve always had great access to the 
company’s founders.

This approach works well for both ABN 
AMRO and the fintech company, which bene-
fits from the broad spectrum of professional 
support and knowledge we can offer them.”

What developments within the fintech land-
scape have been catching your eye of late?
“Initially, fintech was mainly focused on the 
consumer/retail space, which in general is 
where digital adaption is easiest and most 
advanced. But we’re noticing a lot of interes-
ting B2B solutions emerging. As I mentioned, 
we actively look for solutions that will address 
clients’ pain points, and that obviously also 
includes the key pain points for our corporate 
clients.”

How can fintechs benefit from cooperation 
with a bank? 
“A bank allows access to a large customer 
base and has deep expertise in risk manage-
ment. Also, a bank provides the regulatory 
oversight necessary for fintechs to enter 
the market place. A bank’s resources enable 
to invest in technologies, such as artificial 
intelligence and big data. Also, a bank has 
strong existing relationships with their custo-
mers that have been in place for many years. 
Throughout their relationship, a bank has 
developed a level of trust and intimacy with 
their clients. In the end, we strongly believe 
that there is a mutual benefit and value-add.”

In 5 years, the investment fund has grown 
from EUR 10 million to EUR 100 million. 
How much further would you like to see it 
grow?
“In October 2015, when the fund still went 
under the name of ABN AMRO Digital Impact 
Fund, we invested an initial EUR 10 million in 
3 companies. Two years later, the fund had 
grown to EUR 50 million funding 8 compa-
nies. Since then, we’ve again doubled the 

assets to EUR 100 million and today ABN 
AMRO Ventures is a shareholder in 14 
 successful fintechs. 

The initial rate of growth can largely be 
explained by the time needed to get up to 
speed. Going forward, I think the ideal scena-
rio is to have a portfolio of around 20 to 25 
investments, but there is no real limit.  

In terms of where we’re investing, we’re now 
spending more on infrastructure start-ups. 
This is because we remain a bit sceptical 
about B2C propositions, as they’re relatively 
expensive to grow. We prefer to look for a 
sustainable return.”

Hugo and his team are actively looking 
to invest in fintechs that will benefit ABN 
AMRO’s clients. If there are any specific 
pain points you think a fintech solution could 
address, please contact Hugo at  
hugo.bongers@nl.abnamro.com so he can 
make his search even more targeted.

mailto:hugo.bongers%40nl.abnamro.com?subject=
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Since 1 January 2019, Robin de Jongh 
has been responsible for Detecting Finan-
cial Crime (DFC), a department of over 
2,700 colleagues who manage financial 
crime risks for ABN AMRO. 

“If we do our job well, everyone bene-
fits: we know our clients better, they feel 
comfortable with an honest bank and we 
live up to society’s expectations. That for 
me is a perfect mix. I’ve also discovered 
that detecting financial crime is a far- 
reaching and complex field, so I learn a lot 
from my work. Collaborating with gover-
nment and other banks, and innovating in 
the area of integrity risk management, for 
example through AI, are just some of the 
fascinating aspects of this work."

Security  

Detecting  
Financial Crime 
The on-going battle to stay one step ahead of the bad guys

Robin de Jongh leads a department of 2,700 colleagues who spend their every 

working hour trying to undermine a multi-trillion-dollar global industry.  

Here Robin discusses this challenging but fascinating world. 

Why has it become so important in recent 
years for banks to monitor transactions 
and fight financial crime?
“Financial crime is becoming increasingly 
sophisticated and organised. Criminals use 
the latest technology to get their money into 
the global financial infrastructure. The  
constructions they devise to do this are 
getting more and more creative. That’s why 
it’s increasingly important we stay a step 
ahead of them in order to reduce the risks to 
society, the financial system, the bank and 
our clients. 

We’re entering a new chapter and there are 
still huge gains to be made when it comes 
to detecting and preventing financial crime. 
We must be able to respond rapidly to the 
criminal world around us. And we can only do 
that when we stand united with clients, other 
banks and the government against this form 
of criminality.”

Can you briefly explain the role of the De-
tecting Financial Crime (DFC) department?
“As a bank, we play an important role in 
safeguarding the global financial system. 

Every day at DFC we’re striving to prevent 
financial crime, of which money laundering 
and the financing of terrorism are perhaps the 
best-known forms. It’s a gatekeeper role that 
we take very seriously, both our responsibi-
lity to society but also our legal obligations 
to prevent money laundering and financing 
terrorism. 

We aim to be a bank our clients can rely on, 
now and in the future. Because we’re well 
aware of the negative impact of financial 
crime; that it damages individuals and  
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companies, and in extreme cases can even 
undermine entire economies.” 

Could you give some specific examples 
of the concrete steps you take to detect 
financial crime?
“Stopping criminal money from entering the 
financial system is all about knowing your 
clients well: who are they, what they do, 
where their money comes from and where it 
goes? 

When someone applies to open an account 
with us, we probe further now into why they 
want to bank with us and what they’ll be 
using their account for. This lets us make a 
good risk estimate. Or we may require mis-
sing or additional information from a client for 
monitoring purposes or our periodic review. 
Once in a while, we update the data on 
each client, for example checking whether 
their business activities still correspond with 

the activities listed in their documentation 
and transactions on their account. This is a 
necessary part of the relationship we have 
with every client: we have to fight this battle 
together.”

Criminals are getting smarter. How does 
ABN AMRO stay one step ahead of them?
“It remains a game of cat-and-mouse. Cer-
tainly in today’s world, where technological 
developments are happening at breakneck 
speed. So we must ensure we limit the 
criminal’s options as much as we can, so they 
have nowhere to go with their illegal money. 
We can stay ahead of them by joining forces. 
For example, last July we were one of five 
banks to set up Transaction Monitoring 
Netherlands. By working together in the area 
of transaction monitoring, we’ll in future be 
able to detect the tracks left by criminal  
money better and earlier, strengthening our 
role as gatekeepers of the financial system. 

Before, a criminal could launder a small 
amount of money at each bank, without us 
knowing this was happening. Our continuous 
joint monitoring means this is happening less 
and less.”

How can DFC work with our clients to 
fight financial crime?
“We’re not able to do this on our own. It's 
our duty to ask the right questions and the 
client’s duty to provide the right answers: it’s 
reciprocal. Moreover, a client may be unawa-
re that their account is being used to move 
criminal money within the financial system.  
In which case, we investigate this together 
with them.
Obviously, we try to minimise the impact 
of DFC's work on our clients. For example, 
by having efficient processes and explaining 
clearly why we need their help. Because as I 
said, to fight financial crime effectively we will 
all have to pull together.”

Facts & Figures

 ` EUR 1.8 trillion are laundered annually worldwide;
 ` EUR 16 billion is laundered annually in the Netherlands;
 ` EUR 3 billion is the estimated amount of drugs money in the 

Netherlands, most of it cash;
 ` EUR 9 billion is earned through fraud;
 ` The Netherlands is #8 on the world’s list of most attractive 

countries for money laundering;
 ` 541,236 Unusual Transaction Reports were reported to the 

Dutch Financial Intelligence Unit (FIU) in 2019. Of these, 
39,544 transactions, with a total value of more than EUR 19 
billion, were designated suspicious. 

When is a transaction unusual? A few signs:

 ` The transaction doesn’t match the client's profile;
 ` The origin or destination of the money is unclear  

or unknown;
 ` The transaction was executed with a (foreign) counterparty 

who is insufficiently verifiable;
 ` The transaction was executed with a counterparty over 

whom there have been negative reports in the media;
 ` The client's statement about the transaction is unclear and 

cannot be sufficiently substantiated by documentation.

"We’re entering a new 
chapter and there are still 

huge gains to be made when 
it comes to detecting and 

preventing financial crime."
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Sustainability  

Sustainability in  
times of a crisis  
It’s the job of ABN AMRO’s Chief Economist, Sandra Phlippen and Director of Group 

Sustainability, Richard Kooloos, to be focused on the big picture. So when a global 

crisis of unprecedented magnitude hits the world, they are naturally better prepared 

than most to see the wood for the trees. And indeed whether those trees will be there 

to save us in the future. 

We can’t avoid discussing the situation 
surrounding the corona virus. What do you 
see as its main economic consequences?
Sandra: “The main economic consequence 
is that, for fear of contamination, people less 
frequently visit public spaces. By which I 
mean they spend less time going out to buy 
goods or services and travel to work less 
often. As a result, all the economy’s non- 
essential consumption and production came 
to a standstill during the various lockdowns 
worldwide, and in all affected countries simul-
taneously. Such a crisis has never been seen 
before. 

We’ve long thought that the lockdown 
measures themselves were causing the 
economic damage, but now we know better: 
it’s mainly the consumer who is holding back, 
lockdown or no lockdown. In regions where 
public life was not, or less strictly, shut down, 
the damage was almost as great. The tricky 
thing here is that you also have to take the 
situation prior to the virus outbreak into 
account in your calculations, as there are good 
reasons why the regions differ from each 
other in the measures that have been taken. 
There has now been a lot of research published 
that clearly shows that it’s the fear of the 

“We’ve long thought that 
the lockdown measures 

themselves were causing 
the economic damage, but 

now we know better.”
Left: Sandra Phlippen (Chief Economist)
Right: Richard Kooloos (Director of Group Sustainability)
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major impact on European companies and  
financial institutions, but also far beyond them. 
Where sustainability was previously seen as 
soft, qualitative, a vision and more of an ‘art’, 
these regulations and initiatives from the EU 
will now ensure it is concrete, quantitative, 
mandatory and more of a science.

The response of the financial sector is that in 
the coming years they really will incorporate 
ESG (Environmental, Social, and Corporate 
Governance) into the heart of their invest-
ment and credit decision processes. Not 
because they’ve all ‘gone green’, but becau-
se this information that companies have to 
produce will help banks, investors, pension 
funds, etc. make better investment and credit 
decisions.

So it’s hardly surprising that sustainability ex-
perts and regulators, but also major investors, 
see climate risk as the most material busi-
ness driver for banks in the coming years.”

What thoughts on sustainability in finance 
would you like to share with our corporate 
customers?
Sandra: “Sustainability in finance is in a change 
phase. It’s shifting from art to science, from 
voluntary to mandatory, and from the side 
lines of a company to its core, and thus the 
core of the finance role. Which means that as 
a Treasurer or CFO, you need to know what’s 
coming your way so you can adapt in time.”

virus, and far less any government measures, 
that cause the damage.”

What do these economic consequences 
mean for our customers?
Sandra: “That they’re suffering from reduced 
turnover and so have difficulty meeting their 
costs. In particular, in the directly affected 
sectors, such as the hotel and catering 
industry but also manufacturing industries 
dependent on trade, we see businesspeople 
wondering exactly what their earnings model 
is going to look like in the future. We’ve 
therefore written a report where, per sector, 
we’ve considered the structural changes 
following Covid-19 that might drive develop-
ments within that sector. It was a rough first 
attempt, but an informative one nonetheless.”

The impact of the corona virus may well 
extend beyond its effect on the economy. 
So we’re also curious how you think cur-
rent developments might have a positive 
impact on sustainability.
Sandra: “It’s a bit of leading question, as it’s 
highly doubtful whether it will actually have 
any positive impact on sustainability at all. 
Potentially, the stagnation of an economy 
with a large fossil fuel sector could be seized 
as an opportunity to implement a ‘reset’.  
But companies can’t do that on their own. 
My hope was that following the lockdown the 
government would implement a broad levy 
on CO2. The proceeds from that tax could be 
paid out as a dividend, so that instead of a 
curb on recovery the tax would be a catalyst 
for green recovery. That hasn’t happened and, 
in the meantime, a good deal of industrial  
activity is fast returning to pre-corona levels 

of emissions. In fact, the fear of contamination 
is only making road traffic busier. People are 
avoiding public transport.”

Do you think sustainability will remain an 
important item on the agenda of corpo-
rates and governments?
Sandra: “Definitely, and only become more 
important. Both from a European policy (the 
green deal) perspective and in terms of the 
physical consequences. Mounting heat, 
drought and flood risks also play an  
increasingly important role, so we’ll have to 
do something to address that.”

How can ABN AMRO help its clients achie-
ve their sustainability goals?
Richard: “ABN AMRO translates sustainability 
challenges into services to help its clients 
with their transition. This ranges from helping 
individuals make their homes energy-efficient, 
or encouraging them to invest sustainably, to 
helping companies develop circular business 
models and make their supply chains robust.

Finance people can play an important role 
within a company in making the business 
model more sustainable. I’d even go so far as 
to say that without buy-in from the finance 
organisation, the transition is far, far more 
difficult. It says a lot, for example, that the 
CFO and co-CEO of DSM Geraldine Matchett 
is a genuine pioneer in ensuring her finance 
organisation is the driver and enabler of sus-
tainability within DSM.

There’s also a lot changing in the field of 
reporting (partly due to EU legislation), and 
companies will have to report different data. 

Non-financial data that’s essential for private 
and institutional investors and shareholders. 
We’re happy to share our knowledge and 
experience in this area with our clients.”

How can a corporate treasurer or the 
finance department exert influence on 
sustainability aspects?
Richard: “In a number of ways, but the first 
step is to build up your own knowledge and 
know what the frontrunners are doing in this 
area. I’d suggest downloading the documents 
from A4S (Accounting for Sustainability), of 
which ABN AMRO is a partner, and with that 
structure in hand, see where and how you 
can create value for your company. You don't 
have to do it alone; we’d be more than happy 
to help.”

What trends and best practices do you 
see around sustainability, and how is the 
financial sector responding to them?
Richard: “What you see is an intensive 
collaboration between the public and private 
sectors, including between banks and the 
relevant ministries. During corona, banks have 
really been able to demonstrate that they  
serve the public interest. Both governments 
and the financial sector will invest heavily 
in financing the economy out of the corona 
crisis. But in doing so, these short-term initia-
tives must be brought in line with the long- 
term global and local sustainability agendas.  
If we fail to do so, the money will soon run 
out without sufficient progress being made 
with the transition.

The steps taken by the EU through the EU 
Sustainable Finance Action Plan will have a 

“Without buy-in from the finance 
organisation, the transition is far, 

far more difficult.”

https://www.accountingforsustainability.org/en/activities/a4s-essential-guide-series.html
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Growing adoption across Europe:
 ` Some 2,600 banks across  

22 European countries now offer Instant 
Payments;

 ` 6,47% of all SEPA credit transfers processed in 
Europe are instant;

 ` Over 450 million Instant Payments have been 
processed between Dutch banks (excluding 
on-us transactions) since its launch in February 
2019.

An Instant Payment in EUR:
 ` has a maximum execution time of 10 seconds, though 

98% take less than 3 seconds;
 ` has a maximum transaction sum of EUR 100,000. 

However, participating banks may agree (and some 
already have) on a higher maximum, up to as much as 
EUR 1 billion;

 ` can be executed 24 hours a day, any day of the year;
 ` is irrevocable, like a regular credit transfer;
 ` includes the option for a real-time confirmation 

to both payer and recipient, allowing track-and-trace 
functionality.

Facts & figures

seen the use of instant credit transfers via 
Tikkie continue to grow. The word ‘Tikkie’ has 
become the propriety eponym in the Nether-
lands for such transactions.

Soon, we expect corporate customers to be 
able to make their first individual Instant Pay-
ments via ABN AMRO’s portal Access Online. 
For corporates looking to exploit the full po-
tential of our 24/7 economy, we’re exploring 
how to process batch and salary payments 
as Instant Payments in a similar way to how 
we process individual payments. At the same 
time, we’re looking into how best to unlock 
the potential of API technology in both pay-
ment initiation and payment account insight 
and notification.

Payments  

Instant Payments  
here to stay 

ABN AMRO believes strongly that transferring 
money should be as quick, simple and round-
the-clock as sending a WhatsApp message. 
We were therefore an early adopter of Instant 
Payments, which has allowed us to create a 
unique proposition: our customers don’t need 
to ask for an Instant Payment. When they 
transfer money, ABN AMRO selects the best 
method to ensure their payment is proces-
sed as quickly as possible: as an instant 
on-us transaction, Instant Payment or, if the 
amount exceeds the agreed maximum or the 
recipient’s bank isn’t yet part of the Instant 
Payments system, a regular credit transfer.

Growing possibilities
Since its European launch in November 2017, 

ABN AMRO has been a frontrunner in offering 
clients Instant Payments, and we continue to 
expand the possibilities. We’ve made Instant 
Payments available not just to customers 
using mobile or internet banking channels. 
Future-dated payments, standing orders and 
payments via our payment initiation (PSD2) 
API are also all instant. 

Last but not least, there are the instant 
credit transfers through ABN AMRO’s hugely 
popular ‘Tikkie’ - a fun, user-friendly app that 
lets retail and corporate clients of any Dutch 
bank send or present a request-to-pay direct 
to someone via WhatsApp or QR-code. They 
can then pay with just a few screen touches. 
Its exemplary user-friendliness has not only 

Expert Sandra Peute gives a quick update on ABN AMRO’s continuing role as an 

Instant Payments frontrunner. 

As Business Developer, Sandra Peute 
is responsible for ABN AMRO’s product 
propositions on SEPA transactions. With over 
20 years’ experience in different roles within 
transaction banking, she’s recognised as an 
international expert on SEPA (Instant) Credit 
Transfers and SEPA Direct Debits. Sandra 
also represents the Dutch SEPA scheme 
participants on the European Payments 
Council’s Scheme Management Board and 
is a member of the European Central Bank’s 
TIPS Consultative Group. 
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Innovation  

The renewal of  
Access Online
Maarten Smit, Lead Product Owner Digital Platforms, and Bart Elderenbosch, Product 

Manager Online Channels, work within the Online Channels department on client-

facing channels for corporate clients, such as Internet Banking Business and Access 

Online. Focusing primarily on customer feedback and satisfaction, they work with 

different departments to ensure continuous improvements to back-end systems and 

the customer interface.

Why are you updating the client portal?
“Digital channels play an increasingly impor-
tant role in banking. Consumers can arrange 
almost all their banking affairs digitally. As 
a result, our corporate clients increasingly 
expect to be able to manage far more than 
just payments online. Although Access Online 
still meets the needs of many clients today, 
the technology behind it needs to be updated 
so it remains a stable and flexible channel 
that will continue to meet client needs going 
forward. Based on client feedback, we’re 
currently working on many improvements.”

What differences will Access Online users 
notice?
“Clients expect the Access Online user ex-
perience to be comparable to Netflix or Uber: 
quick, clear and simple. This year we worked 
on renewing a lot of back-end technology. 
In the near future clients will experience the 
benefits of this. For example, the new portal 
will have more logical navigation, super-fast 
search functions, multi-tasking possibilities, 
extensive self-service options and seamless 
integration of other applications. Uploading 
or creating a batch, adding an employee or 

downloading reports: everything will become 
quicker and easier. Ultimately, customer satis-
faction is what matters most for us.”

What are the most important functional 
changes?
“We’re initially working on three areas: user 
management, payments and reporting.

 ` User management: for example, more 
user-friendly login methods. We’re 
looking at the latest techniques that may 
make the E.dentifier unnecessary. We’re 

From left to right: Maarten Smit  
(Lead Product Owner Digital Platforms)  
and Bart Elderenbosch  
(Product Manager Online Channels)

"We really do 
develop this 

platform together 
with our clients"
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also introducing different user profiles 
for light and power users, so each user 
has the level of functionality they actually 
need. And of course customisation to 
specific corporate client needs will still 
be possible. 

 ` Payments: amongst other things, we’re 
introducing ‘instant payments’ and ‘stan-
ding orders’ in Access Online. Initiating 
payments will be far more intuitive and 
clients won’t have to complete more 
fields than necessary, reducing the risk 
of errors or rejections. Another improve-
ment is 'generic signing', which means 
clients will soon be able to sign not only 
financial transactions, but also docu-
ments and requests for certain products. 
This will save them a lot of time and 
give them faster access to products 
they request. All these improvements of 
course comply with the latest SEPA and 
ISO20022 standards.

 ` Real-time reporting: even better overview 
of transactions per account and more de-
tailed insights per transaction. Searching 
for transactions will be significantly im-
proved, as will creating and downloading 
reports (e.g. MT940 and CAMT.053). All 
contributing to a better user experience.

We are also working very hard on the intro-
duction of more self-service possibilities in 
the channel, such as instantly adding new 
payments accounts.”

When will clients be able to experience 
these improvements?
“We’re always making improvements to 
Access Online, including some of those men-
tioned above, for example round payments 
and reporting. Meanwhile, we’re also working 
on a completely new portal, built from scratch 
with a new look & feel and technology. This 
will require more time but we’ll be commu-
nicating more on this in the near future (see 
visuals for a ‘sneak preview’).”

Apart from functional improvements, can 
we also expect innovations?
“Together with other departments across 
ABN AMRO, we’re definitely looking into the 
possibilities for innovations on the platform in 
areas such as cashflow forecasting, virtual ac-
counts and cybersecurity. All working towards 
making it a genuine one-stop-shop portal for 
cash management, treasury management 
and related services. For example, last year 
we’ve developed an accounting package for 
SME clients that’s fully integrated into our  
Internet Banking Business platform. And 
we’re looking into comparable solutions for 
corporate clients, as well as services you 
might not immediately expect from a bank.” 

How do you involve clients in develop-
ments?
“We’re lucky in that we receive lots of feed-
back from clients in many different forms.  
We get dozens of tips from clients each month 

via the feedback button in Access Online.  
We carry out a huge amount of research when  
developing any new functionality, to identify, 
for example, which new functions, products 
or services are most wanted. Clients will 
literally tell us what they think we should 
develop, and we will then work with clients to 
test the resulting prototypes. This lets us see 
early on the development process whether 
something makes as much sense as we first 
thought. I can honestly say that we really 
do develop this platform together with our 
clients.”

How can you get involved as a client?
“Email one of us with your ideas or to say 
you’d like to take part in our research.  
We’ll then set up an appointment to discuss 
things further just as soon as you can see us.

You can contact us at:  
maarten.c.smit@nl.abnamro.com or  
bart.elderenbosch@nl.abnamro.com.”

mailto:maarten.c.smit%40nl.abnamro.com?subject=
mailto:bart.elderenbosch%40nl.abnamro.com?subject=
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Trade  

Brexit and 
Covid-19
How can ABN AMRO  
Trade & Guarantees be of help?

Deal with VAT or duties fallout from Brexit  
with our newly-developed guarantee

The looming threat of a possible hard Brexit 
has for now been overshadowed by the 
Covid-19 crisis. But it remains as vital as ever 
that companies are prepared for any scenario. 
With this in mind, ABN AMRO has developed 
a product that can help protect importers and 
exporters who have significant trade activities 
between the UK and EU. 

Pieter Bezemer, Head Trade & Guarantees 
Sales, explains how we can help our clients 
not only protect their business during any 
possible transition period, but also capitalise 
on any opportunities that may arise.  
“We want to equip companies with the  
necessary products to overcome the challen-
ges they may face in their supply chain.” 

So what challenges can clients expect? 
Currently the UK is bound by EU VAT law but, 
depending on the detail of any final agree-
ment, there is a good chance it will have 
more flexibility around VAT principles. In  
addition, there is the possibility of customs 
duty being introduced on EU imports & exports, 
which will obviously represent increased 
costs for our clients, affecting their profit 
margins. 

How can ABN AMRO help clients to miti-
gate the impact?
To minimise any potential impact, ABN AMRO 
offers a range of trade and working capital 

financing solutions. For example, the newly- 
developed Duty Deferment Guarantees to 
help manage VAT and duty payments under 
the HMRC Duty Deferment Account scheme.
 
The scheme enables importers and expor-
ters to make monthly (rather than individual) 
payments to HMRC through a Deferment 
Account. To be accepted onto the scheme, 
clients must provide HMRC with a bank  
guarantee that they can meet the cost of all 
VAT and duties. ABN AMRO can advise and 
assist with the Duty Deferment Guarantee. 

For more information on how we can  
specifically help you, please contact your 
Trade Consultant.

Pieter Bezemer
Head Trade & Guarantees Sales
pieter.bezemer@nl.abnamro.com

Olga Tomkinson
Transaction Banking specialist UK
olga.tomkinson@uk.abnamro.com

Simple and effective ways of doing trade  
business easier during the Covid-19 crisis

It’s more important than ever to be able to 
do business digitally. Especially in situations 
when you can’t physically sign a document, 
as was often the case during the first months 
of the COVID-19 crisis.  
ABN AMRO’s Extradeal allows you to manage 
Letters of Credit, documentary collections 
and bank guarantees round the clock in a 
secure, digital environment. 

Does this mean that paper is history?  
Unfortunately not. Some documents, such as 
a Bill of Lading (a paper document required to 
collect goods from a port of destination) can’t 
simply be replaced by a PDF, as they serve 
as a proof of ownership. And there are many 
other cases where paper documents are  
required for payment, customs clearance, etc. 

The good news is that ABN AMRO is 
working on various initiatives that will lead 
to a paperless trade world, including experi-
ments with innovative technologies, such as 
Blockchain. We are also working on a Smart 
Document Capture technology, which makes 
it possible to convert paper documents in 
international trade into data. How it works? 
Paper documents are scanned and digitised, 
and the scanned image then converted into 
text using Optical Character Recognition 
(OCR). With Artificial Intelligence (AI) we  
continuously OCR results, enabling fully  
automated processes. 

If you would like to know more about our 
digital Trade Finance products, please contact 
your Trade Consultant.
 

Your Trade Finance partner in North 
West Europe

Corporates in North West Europe can 
make use of the Trade Finance products 
of ABN AMRO to manage their financial 
counterparty risks. This may concern 
international trade but also domestic 
business. Although new products, based 
on blockchain technology, are gaining 
importance, the more traditional Trade 
Finance solutions, such as Letters of 
Credit and Payment Guarantees are still 
playing a key role to secure payments 
both in import- or export business as in 
domestic projects.

We are pleased to introduce one of 
our newly appointed international Trade 
Finance Consultants, Steven van der 
Meulen, who is dedicated to our clients 
in North Western Europe. In close  
cooperation with our local European 
coverage bankers he will work out the 
best solution for your needs and ensure 
that agreements are implemented quickly 
and executed well. 

Hans Kok
Product Manager Trade & Guarantees
hans.kok@nl.abnamro.com

Steven van der Meulen
Senior Consultant Trade & Guarantees 
steven.van.der.meulen@nl.abnamro.com

https://www.gov.uk/guidance/vat-and-import-duty-reducing-financial-guarantees
mailto:pieter.bezemer%40nl.abnamro.com?subject=
mailto:olga.tomkinson%40uk.abnamro.com?subject=
mailto:hans.kok%40nl.abnamro.com?subject=
mailto:steven.van.der.meulen%40nl.abnamro.com%20?subject=
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To help clients address this challenge,  
ABN AMRO is developing COMMIT, a  
service that connects a company’s real-time 
inventory management with its financiers. 
Helping our clients monetise their inventories 
while increasing their working capital.

COMMIT is designed to facilitate seamless 
interaction between the three pillars of 
effective inventory optimisation of our large 
corporate clients:

 ` Full, end-to-end oversight of inventory 
(physical, in-transit, financial) with  
automated liquidity predictions;

 ` Near-real-time reconciliation of inventories 
with warehouse network, so clients can 
keep on top of their supplies;

 ` The sharing of real-time inventory data with  
financiers, easing access to inventory finance.

The real-time data COMMIT provides for 
both the company and its financiers enables 
informed, controlled decisions that should 
ultimately help bridge a funding gap. 

Get involved and be first to benefit 
ABN AMRO aims to distribute the COMMIT 
service both to our clients and via trade  
finance platforms. As we are currently exploring 
how best to launch COMMIT, we are now 
reaching out to clients, warehouses or trade 
finance platforms interested in receiving, 
facilitating or hosting the service. 

To find out more or to get involved, please 
contact ABN AMRO Intrapreneur, Chanmeet 
Kaur, at chanmeet.kaur@nl.abnamro.com. 

Around the world, the coronavirus has created huge cross-industry disruptions,  

underlining the importance of effective inventory management in the supply chain. 

In trade, many corporates are now experiencing severe working capital restraints due 

to the inventory build-ups caused by rapidly fluctuating demand. They are struggling 

with a very delicate balancing act: keeping down the cost of holding stock in times of 

very tight cashflow while still ensuring there’s enough stock. As a result, the ability 

to react effectively to unexpected disruptions has fast become perhaps the most vital 

requirement of successful inventory management.

Innovation   

COMMIT
Inventory optimisation and finance as a service

mailto:chanmeet.kaur%40nl.abnamro.com?subject=
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For some years now, the market for Green, Social and Sustainability bonds 

has continued to grow in line with the increasingly high priority that society 

and businesses place on sustainable development. And in recent months, 

the heavy impact of the global pandemic on the debt capital market has 

seen sustainable bonds emerge as a key tool for raising funds for COVID-19 

alleviation. At the same time, Green- and other emerging bond formats, 

such as sustainability-linked bonds, promise to be pivotal in financing a 

green recovery. In other words, more than enough reasons for an update on 

this dynamic market.

Sustainability  

Accelerating 
Sustainable 
Finance 
with Green, Social & Sustainability Bonds 

Following a record sustainable bond issu-
ance in 2019 of over USD 300 billion, the 
market slowed in Q1 2020 as a result of the 
global pandemic. At which point, issuers and 
investors took on the financing of COVID-19 
alleviation programmes, with Social- and  
Sustainability bonds reinvigorating the market. 
And with the level of green bond issuance 
recovering strongly over the summer of 2020, 
the sustainable finance market as a whole is 
on-track for another strong year.

Innovative new formats
Traditionally, Green Bonds focus on financing 
environmental projects, Social Bonds on 
projects with positive social outcomes, and 
Sustainability Bonds on a combination of the 
two. However more recently, Social- and  
Sustainability bonds have been issued that 
aim to finance, for example, the healthcare 
sector, economic inclusion programmes and 
SMEs impacted by COVID-19. 

The new concept of Sustainability-Linked 
Bonds broadens the range of companies that 
can attract sustainable finance. Rather than 
exclusively financing environmental and/or 
social projects, these bonds aim to support 
companies across sectors to improve their 
sustainability performance. For instance, by 
linking one of the company’s sustainability 
targets to the coupon of the bond, which 
could potentially move up or down depending 
on how the company performs against that 
target. As it can be applied by any company 
aiming to improve its sustainability perfor-

ABN AMRO: leading the way in sustainable bonds  

Green, social & sustainability bonds are a key focus area within ABN AMRO Global Markets. On the one hand 
advising, structuring and supporting issuers with the distribution of these bonds, while on the other meeting 
the growing demand of institutional investors for sustainable investment opportunities. 

Already in 2020, ABN AMRO has successfully placed transactions for a wide-range of issuers in various 
formats and sizes, including: 

 ` > EUR 2.6 billion tap of the Dutch State Sovereign Green Bond*
 ` EUR 500 million Green Bond for local energy grid operator Enexis*
 ` EUR 100 million US Private Placement for Xior Student Housing*
 ` EUR 125 million Green Bond for Belgium wastewater utility Aquafin 
 ` EUR 750 million Green Bond for Schiphol Airport 
 ` EUR 550 million Green Tier2 Capital for de Volksbank*
 ` EUR 1 billion Social COVID-19 Bond for French Financial Institution Credit Mutuel Arkea
 ` EUR 200 million Green Bond for Norwegian aquaculture company Mowi

* ABN AMRO supported these clients as Green Bond Structuring Advisor

For a fruitful dialogue about our Green Bonds, please 
contact our Green, Social & Sustainability Bonds team:
Joop Hessels (left) at joop.hessels@nl.abnamro.com 
and/or Dick Ligthart at dick.ligthart@nl.abnamro.com.

mance, we expect to see this bond format 
further expand and diversify the sustainable 
finance market. 

Looking ahead: financing a green recovery
The recently agreed EU stimulus package has 
put climate change at the heart of Europe’s 
recovery from the COVID-19 pandemic, spur-
ring further national and pan-EU investments 

aimed at achieving sustainability targets. 
Combined with other initiatives, such as 
the EU Green Deal, EU Sustainable Finance 
Strategy, EU Taxonomy Regulation and Green 
Bond Standard, this will pave the way for 
even more issuance of Green-, Social- and 
Sustainability bonds, helping accelerate a 
‘just’ transition to a sustainable and low- 
carbon economy.
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Since its launch, SWIFT gpi has quickly set a 

new industry standard for cross-border payments, 

driven by rising client expectations, technological 

advancements, and the birth of new payment 

providers and infrastructures. The implementation of 

UETR (the Unique End-to-end Transaction Reference) 

in November 2018 was a major step towards full 

adoption. With UETR now mandatory for all banks 

(gpi and non-gpi), a unique end-to-end tracking 

identifier is now included in the header of a payment 

message and carried right through the payment’s 

journey to the beneficiary bank. 

Payments 

SWIFT gpi 
going forward 

How SWIFT gpi improves the 
customer experience:

 ` Speed: SWIFT gpi drastically reduces 
cross-border payment times; 95% of gpi 
payments are credited to end-beneficiaries 
within 24 hours, of which even 40% are 
credited within 5 minutes. Payments taking 
longer do so for a known reason, such as  
extra document checks or existing FX 
controls.

 ` Traceability & universal (end-to-end)  
tracking: the SWIFT gpi Tracker lets you 
track a payment’s status in real time, just 
like a parcel. Any gpi bank can track any gpi 
payment instructions end-to-end between 
all 11,000 financial institutions on SWIFT.

 ` Fee transparency.
 ` Unaltered remittance information.

ABN AMRO has been live with gpi since its 
launch in early 2017 and we embrace the 
advantages SWIFT gpi offers. For example, 
before the end of 2020, we aim to report 
the final status of any transaction initiated 
by corporates. So you know for sure that the 
transaction has reached the beneficiary. As a 
next step, we will expand this service so you 
always know where your transaction is, and 
what costs have been deducted and where.

Besides the universal tracking of payments, 
the following services by SWIFT are also 
worth highlighting:

 ` Pre-validation (controlled live phase): 
SWIFT improves the end-customer experi-
ence and end-to-end Straight-Through- 
Processing (STP) of gpi payments, by allowing 
gpi customers to validate payments before 
they are sent. The service has started 
with the Beneficiary Account Verification 
service, which verifies the existence of 
the beneficiary account prior to sending a 
payment instruction. 

 ` Inbound tracking (pilot): SWIFT provi-
des real-time notification of incoming pay-
ments, thus optimising cash forecasting 
and liquidity management, and improving 
exception handling. In addition, customers 
will be able to release goods prior to recei-
ving an advice of credit, as they will know 
the funds have been transferred. 

 ` Case resolution: improves the customer 
experience around enquiries and investiga-
tions related to gpi payments.

 ` Instant Payments (pilot): extends 
the gpi experience deeper into domes-
tic markets and increases the speed of 

end-to-end cross-border payments. A next 
step towards creating ‘real-time’ payments 
across the globe. 

SWIFT’s creation of a global API-based 
Transaction Management Platform
SWIFT gpi is an important step on the road to 
a hyper-connected financial industry, where 
value moves around the world in a matter of 
seconds. Meanwhile, SWIFT is already  
working on the next step, the creation of a 
global API-based Transaction Management 
Platform. 

In this vision, SWIFT moves away from 
sequential messaging towards an API-based 
platform with immutable transactions that 
can be accessed by all parties involved and 
offers true transparency. The platform should 
also cover fraud, anti-money laundering and 
sanctions. 

In close collaboration with its global commu-
nity, SWIFT is fleshing out its plans for delive-
ring its vision. A first version of the Transaction 
Management Platform is scheduled to go 
live in November 2022 (the minimum viable 
product, based on existing services). 

ABN AMRO believes strongly in SWIFT’s 
vision to establish a Transaction Management 
Platform. Therefore we will contribute to its 
further development and join from the start.  

ABN AMRO, your SWIFT gpi partner 
Simply put, being a gpi bank means ABN 
AMRO can give you a better service. We will 
continue to evaluate new gpi services and 
determine how best to integrate them into 

our own services to you. Working towards a 
world of friction-free cross-border payments.

Angeli Verduin-Kokkes
Business Expert  
Market Infrastructures

Sjaak van der Laan
Product Owner Value Stream
International Payments
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Bank Story

DAC 6 Has your internal group financing structure been amended? Have you completed  

a cross-border merger within the group? Has an entity that’s located in an  

EU-blacklisted country been added to the group’s cash pool? Have you converted an 

intra-group loan into equity? 

Legal & Tax  

The new EU  
tax disclosure 
rule DAC6
Are you prepared? 

All these and many other transactions may be 
reportable under DAC6. Here Jelle Sjollema 
of ABN AMRO Group Tax talks us through the 
ins and outs of this far-reaching EU directive.

What is DAC6 and why should I care?
DAC6 is an EU directive that requires mem-
ber states to impose compulsory reporting 
obligations on intermediaries and taxpayers in 
relation to potentially aggressive cross-border 
tax arrangements. That is, arrangements that 
meet one or more pre-defined hallmarks. 
Local EU tax authorities will exchange reported 
DAC6 arrangements with the tax authorities 
of all other EU member states.
 

The fact that an arrangement is reportable 
does not mean, or even necessarily imply, tax 
avoidance. However, failure to comply with 
DAC6 could mean significant sanctions under 
local law in EU countries. In the Netherlands, 
for example, non-reporting could result in a 
fine of up to EUR 870,000 - for each case. 

Identifying a reportable cross-border  
arrangement
The flowchart below provides an overview 
of how to identify a reportable cross-border 
arrangement (RCBA):
 ` there is an arrangement with a cross- 
border element (and a link to the EU);

 ` that arrangement meets one of the hallmarks; 
 ` and (where relevant) the main benefit test 
is met. 

It’s worth noting an arrangement is a very 
broad concept. It also includes a series of 
arrangements, and any one arrangement may 
also compromise more than one step.

The hallmarks are characteristics or features 
of cross-border arrangements that carry a 
risk of tax avoidance, and are divided into five 
categories. The scope of the hallmarks, parti-
cularly those not subject to the main benefit 
test, is very wide.

Cross-Border Arrangement Identification of a reportable arrangement

A
A1
A2
A3

C
C1.a
C1.b.ii
C2
C3
C4

B
B1
B2
B3

D
D1
D2

C
C1.b.i
C1.c
C1.d

E
E1
E2
E3

Cross-border arrangement

A cross-border arrangement is an 
arrangement between Member 
States or a Member State and a 
third country.

Is the main benefit test ("MBT") met?

Can it be established that the main benefit or one of the 

main benefits which, having regard to all relevent facts and 
circumstances, a person may reasonably expect to derive 
from the arrangement is the obtaining of a tax advanteges?

Reportable Cross-Border Arrangement

Non-Reportable Cross-Border Arrangement

Non-reportable cross- border arrangement (no need to report)

NO

YES YES

NO

NO

YES

YES
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Category A: generic hallmarks, such as an ar-
rangement where intermediaries are entitled 
to a fee, based on the tax benefit obtained by 
the taxpayer; or ‘standardised’ arrangements 
that can be easily marketed by intermediaries.

Category B: arrangements that contain 
certain tax planning features, such as the 
conversion of income into another category 
of lower-taxed income.

Category C: arrangements related to 
cross-border payments between related 
entities, such as deductible payments made 
to entities in low-tax jurisdictions.
 
Category D: arrangements concerning 
reporting obligations, such as arrangements 
that undermine information about beneficial 
owners.

Category E: arrangements concerning trans-
fer pricing, such as the cross-border transfer 
of assets resulting in a taxpayer having a 
substantially lower EBIT.

To be reportable, one or more of the hall-
marks must apply. But some hallmarks only 
apply when they fulfil the main benefit test. 
That is, if it can be established that the main 
benefit or one of the main benefits -a person 
may reasonably expect to derive from an  
arrangement- is the obtaining of a tax advan-
tage.

Who is responsible for disclosing an RCBA?
Intermediaries with nexus in the EU have 
primary responsibility for disclosing relevant 
transactions to the corresponding jurisdictions. 
But note, intermediaries aren’t just those 
providing tax advice. Anyone who facilitates 
the implementation of an arrangement that 
meets one of the hallmarks -regardless of the 
kind of advice, aid or assistance they provi-
de- may be an intermediary. So not just tax 
advisors but also, for example, law firms or 
banks.

Where no intermediary is involved, or the 
intermediary opts to use their legal privilege 
(e.g. a law firm), the obligation to report then 
shifts to the relevant taxpayer themselves.

Timetable
The DAC6 reporting obligation applies to 
RCBAs implemented on or after 25 June 
2018. The original reporting obligation start 
date was 1 July, 2020. However, following the 
Covid-19 pandemic, many EU member states 
have postponed this to 1 January 2021.  
With effect from 1 January 2021, RCBAs 
need to be disclosed within 30 days of any 
advice being given or implementation of the 
arrangement being started.

This article discusses the main rules that 
follow from the DAC6 directive. However, it’s 
important to bear in mind that DAC6 will be 
implemented differently and with local variati-
ons across EU member states.

Hallmark
Hallmark C.1.b.ii
"An arrangement that involves deductible cross-border payments 
made between two or more associated enterprises where the  
recipient is resident for tax purposes in a jurisdiction that is included 
in a list of third-country jurisdictions which have been assesssed by 
Member States collectively or within the framework of the OECD 
as being non-cooperative."
This hallmark is not subject to the main benefit test.

Situation
A Co is based in the Netherlands and part of a large MNE group.  
A Co receives loans from external parties and from B Co. B Co is 
an associated enterprise and is located in Cayman Islands. Cayman 
Islands is an EU blacklisted country. 

What to consider
 » Cross border arrangement
 » Falls within the hallmark description
 » This hallmark does not require the main benefit test to be 

met. In other words, it is not necessary that one of the main 
benefits of the arrangement is the expectation of a group's tax 
advantage 

 » DAC6 reportable cross-border arrangement
 » Intermediary should report. If no intermediary is involved or 

the intermediary opts to use its legal privilege, the obligation to 
report moves to A Co

Situation sketch

B Co (Cayman Islands)

Loan

Interest

A Co (Netherlands)
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This picture was taken at one of our pre-Covid-19 events

Sharing our knowledge  

Seminars and roundtables 
The world of Transaction Banking is changing 
rapidly. To keep you informed about relevant 
developments, we facilitate seminars and 
roundtables for our clients throughout the year. 

Recent events 
 ` Blockchain (in cooperation with PWC)
 ` Cybersecurity & Cybercrime 
 ` Global Innovation in Payments
 ` Instant Payments 
 ` Interest Rate Hedging 
 ` Leadership in Finance (in cooperation 

with Spencer Stuart)
 ` Open Banking (Part of DACT Treasury 

Innovation Cycle) 
 ` Open Banking for Large Retailers
 ` Robotics in Finance (in cooperation with 

KPMG)
 ` The Changing Payments Landscape (in 

cooperation with Zanders Consultants) 
 ` Trends in Corporate Treasury 

 

Upcoming ABN AMRO events
 ` 13 October 2020, ‘Sustainability in 

Finance’ (seminar), Amsterdam
 ` 2 November 2020, ‘Digitisation in 

Treasury’ (seminar), Amsterdam
 ` 13 November 2020, ‘Bank APIs for a 

Corporate Treasury’ (product demo), 
DACT Treasury Fair Noordwijkerhout 

 ` 13 November 2020, ‘Crisis Management: 
Turn to Banks or Capital Markets?‘ 
(lecture), DACT Treasury Fair 
Noordwijkerhout 

 ` December 2020, ‘Are you Ready for 
APIs’ (roundtable), Johan Cruyff Arena, 
Amsterdam

Upcoming conferences 
 ` 5-8 October 2020, Sibos Annual 

Conference, virtual
 ` 12-13 November 2020, DACT Treasury 

Fair (Meet & Greet, sponsored by ABN 
AMRO), Noordwijkerhout  

Tailored workshops 
We are happy to share our expertise by 
offering tailored inhouse workshops to 
corporates on transaction banking (related) 
subjects such as international cash & liquidity 
management, trade, risk management, 
cybersecurity and compliance. 
 
Interested?
Please contact Roemer Paquay,  
Head of Cash & Liquidity Management Sales 
at roemer.paquay@nl.abnamro.com
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“Always eager 
to find creative 
and effective 
solutions...”

Roemer Paquay
Head of Cash & Liquidity Management Sales

Hajar El Amraoui
Financial Institutions, Food & Retail, 

Transportation

Paul van der Heijden
Financial Institutions

Erik van Gorsel 
Food & Retail, Transportation

Sebastiaan Bezemer
Financial Institutions

Jan van Krugten
Industries, TMT, Real Estate

Peter van Raamsdonk
Logistics, TMT, Utilities

Arnold van der Werff  
Support Engineer

Gerrit Schep
Industries

Sahina Peeters
Infrastructure, Real Estate,  

Food & Retail

Sacha Kooij
Transportation, 
Food & Retail 

Steven van Varsseveld
TMT, Food & Retail,  

Transportation

Meet 
our 
team
Cash & Liquidity 
Management Sales

Patrick Pfaff (Head of Transaction Banking)
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Folkert Miedema
Head of Corporate Risk Solutions & Treasury Sales

Pieter Arends
Energy & Basic Materials

Kostas Konstantis
Utilities & Real Estate

Wouter Kuipers
Transportation & Logistics

Anna Sioungari
Transportation & Logistics 

Michael Rabellier
FX Sales

Sven Mulder
Food & Retail

Martin Kroes
Utilities & Real Estate

Tom Wanders
FX Sales

Arjan Soes
TMT & Services

Mike Otten 
APAC

Rudy Kara
Manufacturing & Construction

Dave Rommy
Energy & Basic Materials

Meet 
our 
team
Global Markets Sales 

Willie Beumer
Head of CB Daily Sales International and  

Strategic Growth Initiatives  

Iris Reijndorp-Brandel
International and Strategic  

Growth Initiatives  

Stephanie Hennissen  
Head International Desk  

Belgium

Hugo Bioret
Head International Desk 

France

Phillip Katsamperoglou 
Head International Desk  

Germany

Edwin Welman 
Head International Desk  

United Kingdom

Meet 
our 
team
International Desks and 
Trade & Guarantees

Pieter Bezemer 
Head of Trade 

& Guarantees Sales 

Jeroen de Jong
Consultant Trade  

& Guarantees Sales 

Steven van der Meulen 
Consultant Trade  

& Guarantees Sales 
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Hajar El Amraoui and Roemer Paquay editing the Transaction Banking Magazine

Transaction Banking Magazine is a publication by ABN AMRO

 

Editors: 

Hajar El Amraoui          Roemer Paquay 

Consultant Cash & Liquidity Management Sales  Head of Cash & Liquidity Management Sales 

Contributors: Pieter Bezemer, Hugo Bongers, Lammert van de Bospoort, Bart Elderenbosch, Emile Hennequin, 

Daniël Hes, Joop Hessels, Joep Hulshof, Marlou Jenniskens, Robin de Jongh, Chanmeet Kaur, Hans Kok,  

Richard Kooloos, Mirte Korenhof, Sjaak van der Laan, Dick Ligthart, Steven van der Meulen, Edwin van der Molen, 

Sven Mulder, Rutger van Nouhuijs, Masja Overing, Patrick van der Pas, Sahina Peeters, Sandra Peute, Patrick Pfaff, 

Sandra Phlippen, Peter van Raamsdonk, Stef Schilder, Marike Siekman, Jelle Sjollema, Maarten Smit,  

Olga Tomkinson and Angeli Verduin-Kokkes. 

Photography: Hannie Verhoeven

Colophon
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