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The banking and financial sector is undergoing major 
changes. The common thread is the introduction of 
greater risk control aided by various instruments. In  
view of recent highlighted events in the industry,  
many consider this a healthy reaction.

Paradoxically, wiTh regard to the ongoing shift, it is 
more evident than ever that old truths still apply, the most 
obvious being that for a bank to survive and have a strong 
market position, it must be led by customer benefit. 
Earning money from money is not in itself a sustainable 
business concept. It is about delivering solutions that 
create results in the long term.

The clienTs’ success is our reward, not only because  
it makes our job satisfying, but also because it is the 
foundation of our own commercial success.

The value of a bank’s input is created by each 
individual member of staff. It is the relations between 
individuals that determine the final result. Our clients 
should be met with dialogue and an understanding of 
their needs. If, as a bank, we have the market’s confidence, 
this is largely due to the commitment of individual 
personnel to the client’s challenges.

My exPerience afTer many years in the industry is  
that no one loves their bank. A bank can, however, be 
respected by creating customer benefit. At RBS in the 
Nordic region we value the respect and confidence  
shown by a range of the most prominent companies  
in our market.

Old truths still apply 

Head of RBS Markets  
& International Banking 
Nordic Region 

Teliasonera has issued its first 
ever bond in pounds sterling. 
In December the company 
decided to capitalise on the 
favourable market conditions 
and issued a 30-year bond 
worth GBP 400m.

There was high interest 
among investors and the issue 
was oversubscribed 4.8 times. 
Interest was set at 4.375 per 
cent, one of the lowest rates 
ever for a 30-year bond, and 
the company made a strong 

debut on the sterling market 
– a market characterised by 
longer terms than other bond 
markets.

The transaction means 
that TeliaSonera continues to 
focus on a longer duration and 
greater diversification in 
accordance with its long-term 
financing strategy. This issue 
thereby supplements bond 
loans with shorter terms.

RBS was joint bookrunner 
for the deal.

koMMuninvesT, which handles 
financing for the vast majority 
of municipalities and county 
councils in Sweden, has made 
a grand entrance on the US 
market for bonds in US dollars.

Following extensive 
preparation, including 
adaptation of loan documen-
tation and road shows in the 
US, Asia, Europe and the 
Middle East, one of the largest 
SSA issues of 2012 was 
carried out in October. SSA is 
the designation for Suprana-
tional, Sovereign and Agency 
issuers.

The amount could be 
increased from $ 1bn to $ 
1.75bn without compromising 
the target price level. Several 

GBP 400m to TeliaSonera

Billions in dollars for Kommuninvest 
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central 
banks 
were 
among 
the 
buyers, 
and 27 
per cent 
of the 
investors 
were from 
the US.

“The high level of Ameri-
can participation was one of 
the issue’s biggest successes. 
We are delighted that we now 
have an investor base spread 
over all continents,” says 
Anders Gånge, Head of 
Funding & Treasury at 
Kommuninvest.
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Anders Gånge, Head 
of Funding & Treasury 
at Kommuninvest.

Renminbi offers
more flexibility
Doing business with China  
is difficult, but by no means 
impossible. Deregulation of 
the foreign currency control  
is in full swing and the Ren-
minbi is expected to be fully  
convertible as soon as 2015.

D eregulation in China is 
happening fast. There’s a 
lot to gain for companies 
who keep up with deve-

lopments,” says Lee Lee Bernold, who 
specialises in the Asian markets and 
has been stationed at RBS in Zurich 
since this autumn.

The main developments concern the 

Text: Anneli Kamlin   Photo: Håkan Lindgren

internationalisation of the Chinese 
currency, the Renminbi.

“As recently as four years ago it was 
almost impossible for foreign compa-
nies to carry out transactions with or in 
China without going via currencies 
such as the dollar or euro. Now there 
are many opportunities, and new ones 
are emerging all the time.”

The possibilities in China are set to increase,  
according to Lee Lee Bernold, Asia expert at RBS.

››
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Dalarna reached the goal
A transaction with eight properties clo-
ses the circle for Dalarna County Council, 
and it can once again focus on its core 
operation.
   
“The renTal soluTion has helped us 
through a period of adjustment. Ever 
since we entered the agreement in 
2002, our sights have been set on an 
arrangement whereby both ownership 
and responsibility for administration 
would be transferred to an external 
party. We have now reached our goal,” 
says Martin Bergdahl, previously 
property manager for Dalarna County 
Council, and now a consultant.

The background to the current 
transaction is the Care of the Elderly 
Reform of the 1990s, which passed 
responsibility for elderly care from 
county councils to municipalities. 

Dalarna County Council began seeking 
new owners for properties where the 
municipalities had been assigned 
responsibility for running operations. 
At the time the municipalities were 
unable also to take over the properties.

The soluTion was that Nordisk Renting, 
through its subsidiary Svenskt Fastig-
hetskapital, bought the properties and 
then rented them to Dalarna County 
Council. The partnership originally 
covered 18 healthcare facilities.

The County Council and Svenskt 
Fastighetskapital then worked together 
to relieve the County Council of owner-
ship and administration of the properties. 
Since the original acquisition, some of 
the properties have been gradually 
switched to new rental arrangements 
between Svenskt Fastighetskapital and 

Text: Anneli Kamlin

A total of 18 healthcare  
facilities have changed hands.

the municipality in question, and 
together the parties have now divested 
the eight remaining properties.

This means that Svenskt Fastighetska-
pital has sold the properties to Lönnback-
en Fastigheter . “The arrangement gave 
good closure for a partnership that has 
worked well for 10 years,” says Lennart 
Ingefeldt of RBS Nordisk Renting. ✕
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Bernold notes that this is bringing 
about more flexibilities.

“In particular, companies can now 
have better control over cash and foreign 
risk management, which many are 
striving to achieve. Being able to pay 
Chinese suppliers in Renminbi may also 
result in cost savings due to discounts.”

The recruiTMenT of Lee Lee Bernold is 
part of RBS’s initiative to develop its role 
as a strong partner in Asian markets.

RBS now offers advice, for example, 
on local currency invoicing, cross-bor-
der settlements, financing alternatives 
in Renminbi, investments in Renminbi 
and solutions for accessing surplus 
cash in China.

“We can already see that Nordic 
customers are very interested in 
understanding and in reaping benefits 
from developments in China,” says 
Bernold.

“The regulations are 
under development, 
which also means that 
it can be easier dealing 
with China down the 
road.” 

“Conditions in China are rarely unambiguous,” 
says Janet Ming of the RBS China Desk.

In the Nordic region, RBS’s custo-
mers have access to the bank’s exper-
tise on China via the relationship 
managers in Stockholm.

“We’re delighted that our internatio-
nal organisation includes leading 
experts who are continuously updated 
on developments,” says Charlotta 
Damberg, Transaction Services 
Origination at RBS in Stockholm.

even Though develoPMenT has advanced 
quickly, the Renminbi is still a very 
small currency in international terms. 
There is a great imbalance between 
China’s economic growth and use of 
the country’s currency, which is why 
officials in China are now speeding  
up deregulation.

“Companies in China that are 
starting to use the Renminbi to a larger 
extent reduce their currency risks, 
increase transparency in their business 
and shorten the trade cycles,” says 
Janet Ming, Head of RBS’s newly 
established China Desk in London, 
which will be a new hub for China 
expertise within RBS.

“There are many different opportu-
nities to choose from, depending on the 
company’s individual situation. The 
conditions are changing all the time,  
so part of our mission is to monitor the 

situation and keep everyone in this part 
of the world on top of all the changes.  
A lot is happening at the moment, and 
the Renminbi is expected to be fully 
convertible as soon as 2015.”

Conditions in China are rarely 
unambiguous.

“The regulations are under develop-
ment, which also means that it can be 
easier dealing with China down the 
road. Doing business with China is 
difficult due to all the regulations, but 
by no means impossible. That’s why it’s 
vital to have a bank partner who knows 
the market well,” says Ming. ✕

ShanGhai

BeijinG

Shenzhen

ChenGdu
ChonGqinG

RBS has been in China for more than a century, 
and is one of the largest foreign banks in the 
country. The bank has five full-service branches, 
in Shanghai, Beijing, Shenzhen, Chengdu and 
Chongqing, and three representative offices,  
in Guangzhou, Tianjin and Wuhan.

In Europe there is a newly established China 
Desk in London, as well as China specialists in 
Amsterdam, Zurich and other places. Nordic 
customers can access all this expertise via their 
local RBS branch.

RBS in China
FACT

GuanGzhou

Wuhan

Tianjin

›› Millicom developing
A Swedish bond loan swapped to dollars 
paves the way for Millicom’s investment 
in mobile Internet in Latin America  
and Africa.

Mobile operator Millicom is continuing to 
expand and break new ground on growth 
markets in Latin America and Africa.

Under the strong local brand name 
Tigo, Millicom, part of the Kinnevik 
sphere, offers user-friendly, easily 
accessible mobile services based on 
pay-as-you-go card solutions. Millicom 
is also focusing on being innovative. 
The product mix is being developed, 
Internet sites for emerging markets 
being one area of particular interest.

“We have made reasonably priced 
mobile telephony accessible to our 

customers on the growth markets. We 
are now moving forward and develo-
ping e-commerce and other on-line 
services. We see similar potential for 
these services in our markets as there 
was for mobile phones ten years ago. 
The development of our Mobile 
Financial Services payment solutions 
will be a strong enabler, with 85 per 
cent of our customers being unbanked,” 

Text: Anneli Kamlin    Photo: Håkan Lindgren

Tigo is Millicom’s brand and 
 is very strong locally.

says Pierre-Yves Bredel, Group 
Treasurer at Millicom.

This is why the company recently 
acquired parts of Rocket Internet, a 
company that starts and develops 
e-commerce companies and other 
consumer-oriented online companies.

The deal relates to Millicom buying 
20 per cent of Rocket Internet’s 
business in Latin America and Africa 
for € 85m. A series of options makes it 
possible to increase the holding 
progressively over the next four years.

To fund the deal, Millicom has 
chosen to exploit favourable terms on 
the Swedish bond market and borrow 
SEK 2bn, SEK 730m of which will be 
for the acquisition and the rest to 
strengthen the balance sheet. ✕
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There is a term in psychology called 
confirmation bias. We are more inclined 
to take in information that confirms our 
existing perceptions.

I have recently observed a widespread 
view that the situation for the EMU is 
brighter now than it was a year ago.

Since policymakers base their 
decisions on ideas about what produces 
good and bad results respectively, how 
they perceive the political and economic 
situation is, of course, critical.

But is the EMU situation really better?
Unfortunately, only someone with 

fairly fragmented eyesight would see an 
EMU that’s developing positively.

It is true that the Bund spread – the 
difference in interest rates between 
government bonds in Southern Europe 
and Germany – has shrunk considerably, 
which could be interpreted as the 
financial turmoil being mitigated by the 
intervention of the ECB.

But wouldn’t it be more reasonable to 
view success as citizen welfare, financial 
security and the stability of political 
institutions?

If so, it is unfortunately clear that 
unemployment within the EMU is at a 
record high. Industrial production has 
fallen by 4 per cent and retail sales are 
almost 3 per cent down.

The separatist movement in 
Catalonia is gaining government power, 
and in Greece a neo Nazi party is third 
in the country’s opinion polls.

But the Bund spread has decreased.
Everything’s fine now. ✕

Selective eyesight

Over the course of one month late last autumn, all the 
major Swedish banks issued bonds with the help of RBS. 
They were all very well received by investors in pounds 
sterling and euro.

The major 
Nordic banks 
have recently 
strengthened 

their position on the capi-
tal markets, which they use 
for ongoing borrowing.

“They have an excellent 
reputation. One explanation is 
the general economic situation: 
it is no longer primarily banks 
that have financial problems, but 
whole nations. The Nordic banks 
also have a particularly good 
capital base and have prepared 
well for the introduction of the 
new regulations,” says Markus 
Jennemyr, Head of Financial 
Institutions at RBS in the  
Nordic region.

nordea, seb, svenska Handels-
banken and Swedbank all carried 
out successful transactions with RBS 
over a four-week period last autumn. 
In all cases the transactions related to 
pre-financing due to favourable market 
conditions.

There was strong interest in all four 
bonds, and they were attractively priced.

They were all senior unsecured 
bonds. Unlike covered bonds, senior 
unsecured bonds do not have direct 
collateral in the borrower’s own lending 
portfolio of mortgage loans, for example.

“It was important for us to have an 

arrangement based on unsecured 
borrowing. We can’t borrow too large 
volumes on the bond market against 
collateral.

There are legal requirements and 
business considerations to take into 

account,” says Bengt 
Edholm, Head of Group 
Treasury at Svenska 
Handelsbanken.

Handelsbanken’s issue 
was for GBP 300m with  

a term of 10 years.

“we are growing rapidly in the UK and 
are opening a new branch every ten days, 
which means we have a genuine interest 
in pounds sterling. This expansion also 

means we are striving to be visible as 
regards borrowing in pounds, where it 
is important to work with a bank that 
has good coverage for these particular 
investors,” Edholm explains.

generally sPeaking, The main challenge 
on the sterling market has been the 
high prices. There are relatively few 
investors.

“It’s often cheaper for us to borrow in 
euros or dollars and convert to pounds. 

Text: Anneli Kamlin   Illustration: Tobias Flygar

In this instance, however, the terms 
were attractive, especially considering it 
was an unsecured bond.

Covered bonds are better suited to 
Sweden,” says Edholm.

Two of The other bond loans were 
also conducted in sterling. 

Nordea’s seven-year loan of 
GBP 500m, also a senior unse-
cured bond, and Swedbank’s 
GBP 250m over three years. 
The three sterling bonds were 
of course primarily bought by 

British investors.
There was a wider 

geographical spread for 
SEB’s € 1bn bond.

“afTer a Period of excellent 
market development we deci-
ded, despite strong liquidity, 
to pre-finance via a senior 
unsecured bond, which was 
at a historically low cost com-

pared to covered borrowing. 
With a seven-year issue we also 

gained a longer reference point on 
our senior borrowing in euro,” says 
John Arne Wang, Head of Treasury 
Management at SEB, which prima-
rily borrows in covered bonds on 
the Swedish market for its long-term 

financing.
“We supplement this with senior 

borrowing when the time is right, and 
the euro is our primary source there. It’s 
strategically important to have as liquid 
a benchmark curve as possible.”

RBS values the co-operation it enjoys 
with the banks.

“They are iMPorTanT customers for 
us. We have recently built up a new 
team for bank financing and are well 
established on the markets for euros 
and pounds. In 2013 we are focusing 
on being an even more active player in 
dollars and Swiss francs as well,” says 
Markus Jennemyr. ✕

“It was important for us to  
have an arrangement based  
on unsecured borrowing.”

Success for Nordic 
bank bonds

Reflections 
Pär Magnusson  
Chief Economist, RBS Nordic Region 
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A s head of RBS’s office in 
Oslo, Sverre looks east. To 
Asia.

“Our mission is to help 
our customers compete on the global 
market. That’s why we have a strong 
focus on Asia, where the majority of 
customers have growing business,” he 
explains.

Although gas, oil and power produc-
tion are the foundation of Norway’s 
strong economy, Sverre believes that 
related sectors, such as oil services, are 
where the fastest developments are at 
the moment.

“Many companies have grown up as 
suppliers to Norway’s staple industries, 
but they have made the move onto a 
global market, and that’s where they 
need our help.”

The interest in Asia is not only down 
to the growing domestic market in 

He does live up to the stereotypical image of the skiing 
Norwegian. But Sverre Sivertsen is also very much  
focused on the wider world.

those countries. Norway’s uniquely 
strong economy also means that 

norwegian coMPanies – perhaps to an 
even greater extent than other Western 
countries – tend to source their produc-
tion abroad, and primarily in Asia.

RBS’s Oslo office has the largest 

Norwegian companies as its customers. 
Stockholm provides some administrative 
backup, and Sverre and his colleagues 
turn to London if they need to consult 
experts on currencies, cash management, 
bonds or certain other RBS products.

“At a local office like ours, we tend to 
be generalists, we know a fair amount 
about many areas. Our strength lies in 
our local knowledge and our network, 
as well as being fast and flexible.”

even so, inTernaTional experience is 
important. Sverre Sivertsen, who has 
worked in international banking for 20 
years, is concerned that too few young 
Norwegians are going abroad to work:

“Experience of foreign countries is 
vital, both for personal and career 
development. It’s about broadening 
your horizons and forging contacts.”

So what has driven Sverre in his  
own career?

“I’m a competitive person. I hate 
losing. There are about ten banks of 
RBS’s calibre in the world. We can’t 
always be number one, but we must 
never, ever be number ten…” 

He is convinced that 2013 will be a 
successful year for RBS.

“Generally speaking, the bank world 
is in crisis. But at RBS, we can at least 
be glad that we were one of the first 
banks to be in that crisis. It means that 
we dealt with the problems early and 
are that much better armed now 
because of it.” ✕

Local generalist supports 
customers globally

Co-worker portrait: Sverre Sivertsen

Born in:   
Trondheim, Norway.

Leisure: Outdoor life or travelling,  
the South of France being a favourite.

My local hike: Taking the metro to 
Holmenkollen with my partner and 
skiing all the way home.

When I’m not hiking: Grouse shooting 
or fishing. Being with friends and  
family, ideally with a good meal.

Hidden talent: I can make an amazing 
sauce to go with the grouse.

Best surprise from partner:  
A babysitter and a table at the best 
restaurant in town.

IN BRIEF 

Sverre Sivertsen 
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