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I.  CHANGING TRADE FLOWS (1 OF 16)

One of the characteristics of trade flows is that they change, 
they are dynamic, subject to the regional economic growth,  or,   
are exposed to regional and global crisis that generate 
significant volatility in the trend of the  evolution,    
permanently.

To be more specific, the changing political and economic 
environment in the MENA landscape, the fluctuating price of 
oil and  a series of  various risks have introduced barriers to 
trade flows,
Such as

1. Sanctions
2. Payments risks
3. Trade regulations
4. Price competitions and quality
5. Logistics costs
6. Financial crisis
7. Political unrest
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While on the other hand,  miscellaneous  factors, have 
contributed   positively to the trade flows, namely:

1. Availability of liquidity/credit
2. Export Credit Agencies
3. Product innovation
4. Efficient  correspondent banking services
5. New methods of trade finance
6. Transportation facilities
7. Alternative financing options
8. Tax incentives/subsidies

The following comparative statistical data provides us with this 
dynamism in trade flows:

1. Trade flows from the Far East to the MENA region, years  
1994 and 2009

2. Trade flows from selected countries in Europe and the U.S. to 
the MENA region, years 2004 and 2009

3. Inter-Arab trade in 2007 and 2008 3
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I.  CHANGING TRADE FLOWS, TABLE A (3 OF 16)

1994 Data
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I.  CHANGING TRADE FLOWS, TABLE B (5 OF 16)
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I.  CHANGING TRADE FLOWS (6 OF 16)
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I.  CHANGING TRADE FLOWS, TABLE C (7 OF 16) 2004 Data
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I.  CHANGING TRADE FLOWS, TABLE D (8 OF 16)
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I.  CHANGING TRADE FLOWS, TABLE E (10 OF 16)
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I.  CHANGING TRADE FLOWS, TABLE F (11 OF 16)
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According to the Middle East Trade and Road 
Survey of 2009, total inter-Arab trade witnessed 
an overall increase over the period 1996-2006, 
equivalent to around 302%. 

This improvement in the overall scene of inter-
Arab trade was driven by improvements in the 
volumes of inter-Arab exports and inter-Arab 
imports, which in 2006 reached $55.82 billion and 
$52.31 billion respectively. In the following data 
for the years 2007 and 2008, as per information 
from the Arab Monetary Fund, the trend of inter-
Arab trade flows attained $60.9 billion and $86.6 
billion respectively. See Tables E and F.
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I.  CHANGING TRADE FLOWS (13 OF 16)

In a declaration to the press,  “the Peninsula” 
newspaper in Qatar,  Sheikha Lubna bint Khalid 
Al Qasimi, the Minister of Foreign Trade of UAE, 
stated that inter-Arab trade rose 8.8% in 2009 
which figure will rise to $94.2 billion

Sheikha Lubna explained that the recent global 
financial crisis serves as a catalyst and motivation 
for all Arab countries to develop their cooperation 
and achieve complete integration in order to 
strengthen the capacities that contribute to the 
development of their economies and keep them 
better positioned to confront potential future 
challenges. 14
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Today, after the recent events in the Arab world, the flow of 
goods within the inter-Arab markets, as well as trade flow 
from other regions, the Far East or Europe will be affected, 
but in the short run.

By looking closer to the comparative trade flows statistics, to 
and from MENA (the Far East and Europe/USA) and within 
the inter-Arab, we notice:

1. The predominance of the growth of China’s share, together 
with South Korea, Japan, Thailand and Malaysia.

2. With respect to North Africa, the traditional rising shares 
of the U.S., France, Germany, Italy and Spain, followed 
recently by Turkey &  Russia .

3. The emergence of Iraq as a prime importer of goods for its 
reconstruction.

4. The leading shares of the KSA, UAE, Syria and Egypt with 
respect to inter-Arab trade.
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I.  CHANGING TRADE FLOWS (15 OF 16)

To conclude,  the first part of my presentation, I 
would like to refer to one of the most important 
barriers as mentioned earlier,  is payments risks. 
Correspondent banks and exporters/beneficiaries  
require some kind of protection against these 
risks.  You have to attack risks  before  they 
attack you.

Attached is a list of new and traditional categories 
of political risks: Table G
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II.  INCREASED EXPANSION  OVERSEAS (1 OF 9)

I shall focus now  to  the second part of my presentation,  that is 
“the increased  expansion overseas of Lebanese banks”.

This is about correspondent banking and the services rendered 
by Lebanese banks, which have played since  more than a 
century an important role in rendering services to the Lebanese 
citizens and to its Business  communities, within Lebanon and  
specially at present in the MENA region, together with 
international  correspondent  banking partners overseas.

The following draft shows the beginning of correspondent 
banking between Lebanon and Brazil in 1919.  
This draft of that epoch, is an indication of one of the 
correspondent banking services rendered by a Lebanese bank , 
namely,  Pharaon and Chiha together with Banque Française
pour le Brésil in Sao Paolo. 18
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II.  INCREASED EXPANSION  OVERSEAS (3 OF 9)

Other correspondent banking services rendered  by Lebanese 
banks developed starting 1975. Within 15 years until 1990, 65 
banks were established overseas in order to serve, mainly, their 
Lebanese clients  over borders in the Diaspora.  

In the 90s and the first decade of this century, Lebanese banks 
became more and more cultured in correspondent banking.

By rationalizing their foreign units, decisions were made 
according to the market requirements  and the choice of the 
right strategies.  By this, I mean, one of the following five 
strategies :

1. An Agency arrangement with a foreign correspondent
2. Correspondent banking from afar
3. Opening of a Representative office
4. The establishing of a branch
5. The establishing of a subsidiary or an affiliate. 20



II.  INCREASED EXPANSION  OVERSEAS (4 OF 9)

Today, in view of: 
Changes in trade flows and investments, as demonstrated 
through the various tables,
The expansion of the Lebanese Diaspora mainly on the African 
continent, Nigeria, Angola, Ghana, the Ivory Coast, Cameroon, 
Congo and other states,

The spreading over of the Lebanese new generation in the 
MENA region, either as an expatriate or establishing new 
business ventures, in Europe, Algeria, Egypt, Jordan, Syria, 
Cyprus, Iraq, UAE, Yemen, the  KSA, Kuwait, Oman, Qatar, 
Bahrain, Senegal …  Lebanese banks have  increased their 
expansionary ambitions overseas and followed their corporate 
clients and depositors, in Paris, London, Frankfurt, Geneva, 
New York,  Bucharest, Cyprus, Minsk, Algiers, Cairo, the KSA, 
Muscat, Sana’a, Dubai, Dakar, Sudan, Abu Dhabi, Amman, 
Damascus, and lately in Najaf, Erbil, Baghdad, Basra   by 
selecting the right strategy servicing unit, one of the 5 just 
mentioned earlier.
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II.  INCREASED EXPANSION  OVERSEAS (5 OF 9)

This continued expansion has been enabled due to the increase 
of the size of the banks locally – their  comfortable  strong 
equities, liquidity and  profitability positions,  their high  
capital adequacy ratios, their shareholders’ commitment and 
support, their compliance to Tier I and Tier II criteria and the 
acquisition of a comprehensive banking culture and risks’ 
management. 

Of course, the presence of the Lebanese banks overseas had to 
meet the challenges of competition from:

o The Lebanese banks themselves

o International banks – the U.S. majors and the European banks

o MENA Region banks established in Europe

o Consortium Arab Banks in the Middle East and Europe. 22
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The success of overseas expansion can be ascribed to:

The Liberal economic system of Lebanon that has given the 
opportunity to the Lebanese banks to develop, to be cultivated 
and educated in banking technology and IT.

The reputation and professionalism of the managements and 
their staff

Corporate and  banking culture

The flexible Central Banking regulations of Banque du Liban
compared to most of the MENA country central banks and 
regulations.  The banking system in Lebanon was founded in 
1864 and continues to be viable until today.

23
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International cooperation with the IFC’s GTFP,   ATFP’s   inter-
Arab trade finance, various ECAs such as Coface , ECGD,  
OPIC, AFD, EIB,  the Islamic Corporation for Insurance of 
Investments and Export Credits,  Arab Investment and Export 
Credit Guarantee Corporation.

BANQUE LIBANO-FRANÇAISE & ITS GROUP NETWORK 
CLOSELY COOPERATES WITH ALL THESE 
INTERNATIONAL AND REGIONAL INSTITUTIONS in 
rendering its trade finance and treasury  services to its 
corporate clients and correspondent banks

o In order to continue this success, growth and  profitability,  
especially from non-funded income services and compete  within  
the European, MENA region and the Far Eastern markets  
Lebanese banks that will render correspondent banking services, 
they must:
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1. Permanently call on beneficiaries/suppliers in these regions 
that export goods to the MENA region and introduce their 
banks and trade finance services they render and the 
corporations they serve.

2. Develop strategic alliances between financial institutions in 
these regions. Again, this requires visits to these banks, 
introduce the bank and the services rendering capacities and 
networking.

3. Develop strategic alliances with ECAs within these regions.

4. Introduce the supply chain financing option for their corporate 
clients and beneficiaries simultaneously.
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5. Cooperate with the international rating agencies and other 
financial institutions and finance companies that provide 
ancillary services in detecting Money Laundering, shell 
companies.

6. And of course, continue to develop the international banking 
culture and introduce innovations in correspondent banking 
culture.

7. Develop and train correspondent banking RELATIONSHIP 
MANAGERS that are mobile and ready to travel and 
compensate them equitably.
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