
WHO Is ICBC?

ICBC refers to Industrial and Commercial Bank of China Limited. In 
2014, ICBC retained its first place position in the global banking 

industry, in terms of major indicators like tier-1 capital, profitability, 
operating income, and customer deposits; It is the first Asian bank that 
won the award “World’s Best Bank” by Banker; It ranked 1st among the 
world’s biggest public companies by Forbes Global 2000; And it stood 
No.1 in the sub-list of global commercial banks by Fortune Global 500.

WHY Choose ICBC?

For one thing, as the largest listed bank in the world, ICBC has developed 
into a recognized global brand. ICBC provides comprehensive financial 
products and services to 5,090 thousand corporate customers and 465 
million personal customers worldwide. By the end of 2014, the Bank 
has had its presence in six continents, and its overseas network has 
expanded to 41 countries and regions, with 338 overseas institutions 
and more than 1,800 correspondent banks, making it the most 
globalized Chinese finance corporation. ICBC’s network covers 95% 
of the countries and regions which have trading relations with China, 
and 100% of GDP top 20 countries. Under the backgrounds of RMB 
internationalization and China’s “One Belt, One Road” proposal, ICBC 
is upgrading its globalization from version 1.0 to 2.0, which is deeper, 
more delicate and competitive.

For another, ICBC is devoting significant efforts in localizing its 
operations in the US region. ICBC has a total of four entities in the US 
region, namely ICBC New York Branch, ICBC Financial Services, ICBC 
USA, and ICBC Standard New York. They provide a full suite of financial 
services to consumers, businesses, and financial institution customers. 

ICBC launched the New York Branch in 2008, its first presence in the 
USA. Under the supervision of the Federal Reserve Bank and the New 
York State Department of Financial Services, the Branch engages in 
wholesale banking business including corporate deposit, corporate 
credit facilities, trade finance, clearing, and treasury business. 

Founded in 2010, ICBC Financial Services, holding the broker and 
dealer license, provides primarily fixed-income securities clearing and 
financing services to institutional clients. 

In 2012 ICBC acquired an 80% interest in the Bank of East Asia (USA) and 
changed its name to ICBC USA. ICBC USA is a national bank chartered 
by the Office of the Comptroller of the Currency. It operates a total 
of thirteen branches in America, with three in New York City, five in 
San Francisco Bay Area in Northern California, and five in Greater Los 
Angeles Area in Southern California. 

In 2015 ICBC purchased 60% controlling interest in Standard Bank 
Plc and renamed its New York subsidiary to ICBC Standard New York, 
which provides trading service of securities, commodities, and foreign 
exchange.

WHAT Does ICBC Offer?

While the Bank continues supporting Chinese companies’ expansion 
in North America, ICBC Institutions in the US Region are becoming 
more rooted in the local markets. 

First, ICBC’s Project Finance and Public Finance Teams provide financial 
services for the developments of infrastructure, energy and natural 
resources, helping to leverage the US economy. For instance, New 
York Branch’s Project Finance Team designs and offers financing to 
projects based on their local risks. All projects thus far are focusing 
on the US market. Meanwhile, the Public Finance team have been 
collaborating with state and local governments. The Team offers high-
quality financial products to boost local infrastructure and societal 
developments. In addition, ICBC is more than happy to recommend 
reliable Chinese partners to local clients, allowing the United States 
and China have complementary advantages in these specific fields.

Second, ICBC’s Corporate Finance, M&A Advisory, and Syndicated Loan 
Teams offer customized financial services to American companies, 
accelerating the growth of the enterprise and local employment. 
According to the Rhodium Group, over 80 thousand jobs have been 
added as a result of Chinese companies’ investment in the United States 
between 2000 and 2004. One of the Bank’s strengths is its tremendous 
network of Chinese investors in various industries all over the world, 
who may bring direct investments to different states in the USA.

Moreover, the Branch’s Trade Finance Team helps the leading American 
corporations in expanding their global footprints by ICBC’s abundant 
capitals and strong global networks. These professional services range 
from traditional supply chain finance and factoring to value-added 
advisory on investment to China. Particularly, the aforementioned 
team has expertise in US-China trading and cross-border RMB clearing.  

Last but not least, retail business is one of the most important sections 
for ICBC Institutions in the US Region. ICBC USA is dedicated to 
satisfying individuals’ all-level financial needs, such as deposit, lending 
and transfer. After all, following the Community Reinvestment Act, 
ICBC USA supports local community development by offering credits, 
education and donations to households, organizations, and local retail 
businesses.
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EDITORS’ NOTE Since its beginning, Li has 
built PCIA from only four employees in 2004 to over 
140 employees in 2015, and led a double-digit growth 
in both the business revenue and profi t for the last eight 
years. Li started his career in 1989 at the Dushanzi 
Refi nery in Xianjiang, China, where in 1997 he 
was appointed as General Manager of the Import 
Export Division. In 2000, he was promoted to President 
of the PetroChina International Northwest China 
Corporation. Li holds an Executive M.B.A. from 
the National University of Singapore. Shaolin is also 
a the Vice Chairman of China General Chamber 
of Commerce – U.S.A., and the Chairman of CGCC’s 
Houston Chapter.

COMPANY BRIEF PetroChina International 
(America), Inc. (PCIA) is part of PetroChina Co. 
Ltd., one of the world’s largest publicly traded in-
ternational Oil and Gas Companies. PCIA is 
actively exploring international markets, devel-
oping value-added trading, extending the value 
chain, innovating in trading models, and en-
hancing trading methods in the Americas region. 
The business includes trading, blending and stor-
age, transportation, and wholesale. PCIA is dedi-
cated to build an “oil and gas operating hub” in the 
Americas and to become the biggest energy commu-
nity trading company by 2020.

Would you provide an overview of PetroChina 
International America’s business?

PetroChina International America (PCIA) was 
registered in November of 2003 in Jersey City, New 
Jersey. Over the past 11 years, the business 
has grown exponentially, both in trading volume 
and in profi t that has enjoyed double-digit growth. 
With the majority of its trading desks in Houston, 
PCIA has become a full-spectrum energy com-
modity trading company with three branch offi ces 
in Venezuela, Canada, and Brazil. With more than 
140 employees across North and South America, 
PCIA has set up crude oil, refi ned products, natural 

gas  and power, and petrochemical trading teams, 
and the trading volume was around 1.9 million bar-
rel per day in 2014.

What do you see as the key growth oppor-
tunities for PetroChina in America?

To expand our market presence in natural gas 
trading; to source crude supply to Asia, including 
mainland China from Latin American countries; to 
participate in condensate and LNG exports; to es-
tablish power trading and gas storage; and to lever-
age Far East supply for chemical markets.

Given the shale oil and gas boom in recent 
years, we see great growth potential in the Americas 
region, especially in the U.S. Increased production of 
crude oil, natural gas, and natural gas liquids provide 
many trading opportunities. PCIA is poised to get more 
involved with key trading related assets either through 
long-term commercial commitment or M&As. These 
assets either move resources to the market or refi ne 
raw feedstock into fi nished products, including termi-
nalling, storage, and refi ning types. Eventually, we will 
build an oil and gas hub with four functions including 
trading, manufacturing, storage, and logistics to cover 
the entire Americas.

What international growth opportunities do 
you see for PetroChina International America? 

We have offi ces in Calgary as well as Rio, 
which provide coverage to Canada as well as Latin 
America. Our current trading presence includes 
roughly two-thirds of the countries in the Americas, 
with heavy emphasis on the U.S., Canada, and 
resource-rich countries in the Latin region. Going 
forward, one of our key strategies is to build new 
business to develop the Latin countries, from both 
the resource capacity and the local market penetra-
tion. The goal is to cover each and every country in 
the entire Americas over the next two to three years.

The population growth in those regions, 
as well as increasing energy intensity in their 
economies, provide our company with an ever 
growing series of opportunities such as supplying 
crude oil to locally based refi neries, importing re-
fi ned products to supplement local supply, and 
supplying Far East-sourced petrochemicals into 
those markets.

PetroChina International America has 
achieved strong results in America. What has 
been the key to your success?

We are very fortunate to have great support 
from headquarters, both on the trading side and 
on the functional side of business. Localization is 
another important factor. We were able to give em-
ployees enough authorization and incentive to 
set up and expand business for the company. One 

strategy we had was to put people fi rst and fore-
most. As a trading company, the core asset for our 
company is people. The best trader creates the best 
profi t. We put our employees fi rst and we create a 
family environment and encourage our employees 
to stay with us until they retire. Also, our employees 
come from a variety of cultural backgrounds, so we 
respect the differences and encourage cross-cultural 
communication. 

You have said that one of your key priori-
ties is to strengthen your trading team. Have 
you been happy with your progress in this 
regard?

I am happy with the current progress because 
we have built strong trading teams for differ-
ent commodities in a pretty short period of time, 
and we have grown our trading teams tremendously 
over the past three to fi ve years. I am glad PCIA has 
become a player in the North American oil & gas 
market. Also, in the past, when we hired people, we 
wanted someone who could immediately start trad-
ing. Now, we hire more traders to conduct research 
for decision-making, marketing expansion in terms 
of new products and new customers, and develop-
ing new business models. About 30 percent of our 
trading team is assigned to research and analysis.

I am unhappy because we haven’t become as 
strong a player as I would like to be.

How important is it for PetroChina 
International America to invest in a refi nery?

Participation in the refi ning space is absolutely 
critical for us. As a trading company, we would like 
to have the opportunity to optimize our crude oil 
supply and refi ned product marketing. As part of 
our global asset strategy, we are constantly seek-
ing the right asset and the right time to enter, but 
more importantly, we are always looking for the 
right local partner to grow together. Given our core 
business model of trading crude oil and refi ned 
products, either having a supply relationship with a 
refi nery or a joint venture would further strengthen 
our position in this regions.

What are your key priorit ies  for 
PetroChina International America as you look 
to the future?

We will keep building a strong local trading 
team and increase our profi tability, trading volume, 
and sustainability. We are also pushing forward the 
paper trading strategy, which is a tremendous sup-
plement to our physical trading system.

We will also strategically invest in waterborne 
terminal assets as well as assets to support new 
business, such as natural gas liquids, condensates, 
petrochemicals, and other segments.•

Li Shaolin

Energy Opportunities

An Interview with Li Shaolin, 
President, PetroChina International (America), Inc. (PCIA)

POSTED WITH PERMISSION. COPYRIGHT © 2015 LEADERS MAGAZINE, INC. LEADERS 33VOLUME 38, NUMBER 4




