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Disclaimer: This material that follows is a presentation of general background
information about the Bank’s activities current at the date of the presentation. It is
information given in summary form and does not purport to be complete. It is not to
be relied upon as advice to investors or potential investors and does not take into
account the investment objectives, financial situation or needs of any particular
investor. This material should be considered with professional advice when
deciding if an investment is appropriate. UOB accepts no liability whatsoever with
respect to the use of this document or its content.



Global Business Development Unit H#UOB
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Capturing Business Opportunities in

Pearl River Delta (PRD)

The Greater Pearl River Delta
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Source: National Bureau of Statistics of China

The PRD is one of the
most vibrant economic
regions. In 2013, the
PRD accounted for:

 4.2% of China’s total
population

e 9.3% of China’s
GDP

« 27.5% of China’s
total export

8% of China’s total
retail sales of
consumer goods

Source: HKTDC research, 27 Feb 2015



Financial Supply Chain Management
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An Integrated UOB Solution for Our Customers i} UOB
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l ComErehensive ranae of Eroducts to satisf= the bankina needs of our customers {




Case Study 1: UOB’s FDI Capabilities H#UOB
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Shanghai Free Trade Zone (FT2)

Established in 2003, the client is in the
business of hydropower development and
investment, international and domestic trade

UOB HK

* The client’'s Hong Kong subsidiary
acts as the international business
platform, focusing on import and
export trading

+ It opened an account with UOB Hong * N

Kong in 1H15 to tap on our cross- S = 1
border cash sweeping capabilities ~ N UOB Singap?)re I
DS
= /
« It also opened an account with UOB 7
Singapore in 1H15 for similar reasons. 7
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Case Study 2: UOB Hong Kong-China HUoB
Collaboration KB

* The clientis a leading
industrial equipment
manufacturer, and operates
in various parts of China
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* The relationship began in 7 1t uoB Shenyang~\\
Hong Kong in 2014 to v S
support the client’s working / China Propose to grant the client a
capital and hedging i trade facility line
requirements " \I
« The client chose UOB as the \ /
partnering bank for both R\ /
Hong Kong and China, N J
because it values : UOB-Shenzhen m s
. bR #ft UOB Hong Kong ol
o The close cooperation Propose a cash .
between UOB China and pooling solution to the '“~-- UOB Hong Kong was mandated to
UOB Hong Kong clientin Shenzhen lead a dual-currency syndicated term

o UOB'’s capabilities in loan, jointly with an international bank

transaction banking and
machinery leasing
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Questions & Answers
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