GloMaP extends strategy
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GloMaP, an internet platform for container and dry bulk fixtures, says it has realised that online trading alone does not earn a living. Yet, managing director Markus Giesenkirchen stresses that it can be a viable basic business model paving the way for valuable, profit generating add-ons.

He says, “we certainly showed that it works, but not in volumes which help us survive.” GloMaP has also observed that some larger shippers don’t want to have to go to an ‘open’ website to tender their shipments. They are are interested in contracts with carriers, and the normal shipment volume is considerably bigger than a couple of containers.

In response to this, GloMaP has developed a closed and permanent tender platform, a tool to add to the shipper’s own website, accessible for invited bidders only. GloMap builds and hosts these platforms. So far, more than 50 shipper own sites have been developed, and the revenue coming from those is more reliable than what is generated on the GloMaP trading platform.

Tenders put on the ‘closed’ platforms are normally exclusive, which means they are very likely to be matched. Open tenders, on the other hand, often test the water – they don’t always end in an online match. In that case, GloMaP hasn’t earnt a penny. Until December 2001 volumes worth 300.000.000 were tendered on the site, most of which were not matched online.

Now, the company is transforming itself into a logistics consultancy, providing software tools and strategic guidance to shippers, carriers and freight forwarders.

The latest development into this direction has seen GloMaP.com partnering with Germany-based Logo-Team Management Consultants to expand its logistical consulting business further.

“With LOGO-TEAM, we have found a logistical consulting company renowned in Germany and Europe, which has understood the advantages and the efficiency of electronic tools and their realization in the operative logistical processes,” says Mr Giesenkirchen. 


Mr Giesenkirchen regards flexibility as one of the main characteristics needed to survive in a fickle environment such as internet-based trading. Therefore, evolving from internet platform to software provider to logistics consultancy isn’t a surprising move.


In the future, the closed and permanent tender software is to be improved and extended and supply chain management tools are under development: the integration into the financial software package of a company is only one of the tasks here.


Mr Giesenkirchen is confident that the business will be able to exist, with the venture capitalists happy about the progress and talks to new investors for future growth. “If you want to grow, you need investment,” he says. Admittedly, GloMaP is not at an entirely stable, financial state, but that can only keep it on its toes creating new business opportunities.  


As there are large tenders going on the closed platforms at the moment, things are looking promising, indeed. And as Mr Giesenkirchen puts it, “everyone is busy at GloMaP.”

