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I think with regards to the issue of independence

through the merger we do have much broader backing

and we have a steering committee that represents all of the owners that are part of it

they just met this week in London to overlook and give guidance to the technical strategy going forward

as far as our equity structure and the input on how the system is being developed 

that’s broader

the input is broader 

I think from the market standpoint

our view is that what is importn wrt equity is stability

the market wants to know that the companies they are partnering with are in fact going to be around and providing a high service level well into the 2000 years, 2005,

the platforms strategic’s vision

the view has to be a long term commitment

our standard contracts are a three year commitment

we have made commitments to the marketplace along those lines

really the important thing about the equity structure is producing enough backing and funding to ensure that the business will remain viable 

==

Stolt 

the business is developing

I think one of the issues with our system is that it’s a full offering

we do have this very end to end product that companies can adopt

since the last time we spoke, we have also created modules or subsets of that large system

we are more flexible with our customers, they don’t have to adopt the whole system

they can contract for a subset of that

whether it’s a connectivity to the suppliers, or contract management plus connectivity

they can use the best of their existing systems and we can fill in the gap

an area that we found we 

our services are in large demand is in the database work

particularly with royal Caribbean cruise lines, we are assisting them with developing and rationalising database for our entire fleet 

and teams of people 

so that’s one area

business process design, we’re doing quite a bit of work with all our customers, providing them with information about different business models being used and helping them pick the one 

=====

what we sell, anything that has to happen to achieve 

we want to help the customer with, whether its getting the specification of a product correct, or connecting them to consortia contracfs

every one of our contracts come with an expectation of significant savings

there are three areas of savings that we target

one is the unit cost savings, our ability to assist in that area is relative to how much of the system they are willing to take 

a good example of that is, our team is working with people to evaluate consortium contracts and help people develop their own contracts, which are not necessarily consortium based, 

specific to people and maybe one or two other sea supplier customers

we identify the commodity groups

we get into the market place

the next area of saving is the logistics and operational cost

this is the cost of redoing work, and it’s the cost of supplying products and services to the ship 

in some cases freight cost can exceeed unit cost for a specific shipment

we definitely get involved in freight cost reduction

the last is the administrative costs of purchase orders

through the system 

everyone of our contracts comes with consulting offering

in every contract that we’ve signed, the customer is purchasing consulting services from us

like I said, because this is a strategic initiative for every company that we work with, and every company that we work with in future

its something that has to be adopted on a company wide approach

there are commitments being made to the board of directors, and they come with estimated cost reduction

that is what they want to track

wherever and however that can be achieved

we have the platform built, we have access to two consortiums

we are growing and building our business based on market demand

we have over 3 man years of database consulting services already contracted

our database group is fully booked for the next 3 years or something

that’s business process design 

in fact, as far as deployment of the system, the smaller companies are easier, they typically don’t come with sophisticated interface requirements

they haven’t invested in large, expensive systems or networks

we can give them a system in 35 or 40 days

right straight through impementation

those companies are attracted because they are rapid deployment opporuntities

the large companies represent a bigger commercial opportunity

they often require 

my expectation is that the major suppliers will be approached by every e-procurement company

each supplier will make a decision on which interface they think is best

they will motivate all the other e-procurement companies to get into that single interface

in some companies the suppliers themselves have in fact developed an interface plug

their requirement is you have to plug into their plug, you have to pass information depending on their file and format

if that plug is something that has been developed by an e-procurement company

if the interface is robust and it meets their needs

they are firmly requesting every company to use that technology

we employ technology which we belive is superior to anything else on the market

its more durable, more reliable and industrial strength

its sophisticated and can withstand complex transactions, and high volume transactions

we are building all our interfaces based on XML code, they are open standards, they are available for any of our competitors to use

we do not make anybody excluded from these interfaces

if they can’t trade with either other ship operators 

I think the long term view is that the exchanges will all be using the same format and the same technology, and the supplier technology 

there is a high degree of co-operation amongst the companies

it has to be otherwise it will not work

the choices with regards to the supplier, the only thing that they’re really going to choose is the type of interface that they want

they’re going to standardise that and motivate everybody to use that standardised interface

in some suppliers that we have seen, they have built a preliminary interface with one company and have a supply on everything going through it

we’ve experienced it ourselves, but we’ve come in behind them

the supplier has upgraded their technology to a more robust durable product 

I expect that the interfaces will continue to be upgraded as more and more volume goes through those pipelines, the technology 

we charge a fee per ship and consultancy fee 

we’ve maintained our current charing modeld, we do not charge the suppliers

our charges our shipoperator based and their on a 

we have 6 companies on the system

we’re moving to ten, in the next 60 days, the volume has increased dramatically over the last couple of months

we’re in the final stages of negotiation with several large customers, those announcements 

two in Asia and several in Europe, and additional in Japan and the US

our first customer, we are implementing the system through their Fort Lauderdale HQ in the Congo, Angola and Dubai and Nigeria and some very remote 

the asp concept is being used to its fullest extend

we’re able to deploy the system on a worldwide basis and connect those 

what would have taken years to deploy is being accomplished

SeaBulk Internationla 

Our guys are working in the Congo 

We are up to 36 people, only 3 of them are involved in marketing, everyone else is engineering orientated 

The development remains in Houston, implementation is centrally run, the overall control of customer implementation

management and executive offices remain in London

we have regional implementation teams in Singapore, Oslo, London,

I’m in Connecticut, the office is actually in New York

we have regional implementation, we have these centres of activity, developing 

we have benefited from the fact that Houston has over the last 3 or 4 years

has developed very large company have been in the software development business out of Houston

Compaq computer systems being one

and enron being the other one

both of those companies and several others have dramatically reduced their staff over the last 12 months

at the same time they’ve been downsizing, we of course have grown dramatically with the large customers signing up 

our needs have gone through the roof 

the system itself has been customised and our product has developed further over the last 9 months

we are still several new modules for our customers 

at the same time we have built 3 different types of supplier based module

we’ll probably announce the release of the fourth 6 to 8 weeks 

what we’re finding is we’ve done some pretty extensive surveys in the supplier community

their needs are quite diverse, to capture the market it has to meet their needs

the factors involved are the size of the supplier and their current systems sopshitcation and the type of business that they conduct

typically involved in high dollar documents with a limited number of lines

or are they involved in medium to low overall dollar value and many documents and high numbers of lines for a purchase orders

those variables of a dollar value and overall volume

those create several supplier based modules 

We are happy to connect them with the owners at whatever level of technology they want

if a supplier does not have the technology to go beyond a web browser

we are happy to design that web browser or configure that to add value to their operation

in some cases, the supplier wants a more sophisticated approach 

we’re happy to work with them on that at that level

the needs for each supplier are varied 

one of the reasons why we’ve been successful with all of the suppliers

we’re not pushing them into changing their businesss unless they want to

we’ve become a ladder for them on the IT side, but we’re not shoving them up the ladder 

the IMPA catalogue, we’ve invested something like 100 man years of effort in rationalising the IMPA catalogue

the IMPA catalogue is an excellent initial platform 

for anyone who is starting their journey down the online path that’s one we wholeheartedly 

it doesn’t specifcy packaging standards that change regionally

it doesn’t specifcy things that a shipoperator 

its still a fairly generic platform

move to automate the purchasing process and unlock the savings

particularly in import / export admin

you have to improve on the initial platform

just giving them the 40,000 line items on the IMPA catalogue, you’ve taken a baby step up 

from there the road becomes far more arduous and difficult because of the varying quality standards, companies do want to specify quality 

that’s one of the reasons why a database group is in such demand 

so many companies have identified that just moving to a standard catalogue will not deliver the streamlined 

we’ve surveyed many companies in the last two years

what we have found is that contract utilisation in the market place today, based on our activites with lots of companies, is below 15 per cent 

although most companies believe that they have made those supplier choices

the documents and the fact 

where we go from here, we continue to market to the ship operator

we have deployed a team of people who are working closely with the supplier community in general and the consortiums in the world market place specifically to come up with technology that will improve the supplier and the consortium aspect

we have designed a consortium software model that will allow groups of shipping companies to purchase as a group entity

this will improve the contract utilisation for the supplier but also for the consortia member itself

we’re starting to work closer with the supplier community and impacting with what happens 

we have interfaces with Oracle, JD, SAP, AMOS, Maximo, ABS, MMS, 

we have the capability of interfacing with ShipNet, if that is what is required by a customer

we have the capability of more or less interfacing with any company

its really customer driven 

right now, its more a function of responding to the demand from the marketplace

we’ve been asked to work with companies to analyse their business and recommend improvement and through that analysis we work out improvement

we work closely with their commercial group, to identify what their savings will be, if they improve their current process

in some cases that analysis is around two weeks, it’s a very detailed 2 step analysis

if we can jointly identify significant savings through process improvements

we move into an exploratory phase where we list the products and services we provide and they analysis whether or not they can pursue

ship operators need to see there is a considera

we have a consultant

we have an organisation within SeaSupplier that I head up in addition to the marektin

working with a set of product specifications, business process design, working with the strategic sources within the company

whether assisting them with their own contracts

or connecting them with the two consortiums that we are currently part owners of,

MARCAS, SNOCO, the original consortium built by the Stolt Nielsen group

initially wholly owned by Prime Supplier

sea supplier has a lower equity structure, because we’re working with two consortiums

we are the technology platform for the consortium. 

this is a powerful combination of commercial knowhow or expertise and aggregate buying leverage 

it all seems to be going 

the move from discovery and analysis and testing is a longer cycle than a longer purchase or machinery purchase

we are a strategic partner for the company 

3 year is our standard contract

in some cases that’s not what we signed, that is our standard contact, what we typically pursue

in the majority of cases, the customer is equally motivated to lock down terms and conditions for the long term, extended period of time

we are going to be a strategic technical 

look at how the project teams sit in 

sit in on a customer site

we host sessions with these companies, where we bring in the experts and redesign the business process

or the database rationalisation team 

offices in Oslo, Singapore, Piraeus, Bermuda

all IT based 

everybody is really associated with the IT side or business process side

and with these announcements, what we’re finding is that its more an activity of responding to incoming requests for information and discussion 

some kind of analysis of what seasupplier could provide

that’s more 

we’re up and running and we are invoicing for use of the system, consulting services, we have developed a vibrant revenue 

Stolt has over 55 per cent 

OneSea shareholders is the rest

we have the specification built and a proposal for them

the expectation is that that will happen 

its really down to V Ships, the accepta

