Mars launches FreightTraders.com

Confectionary company Mars has launched FreightTraders.com, an online marketplace for land and sea transport. It will initally operate in Europe and the Middle East, with plans to offer services for booking deepsea shipping on the Atlantic and Pacific in Autumn 2000. 

The service is built on Mars' internal freight bidding system and builds on the company's in-house expertise in booking freight, both land and sea. The service is primarily aimed to assist freight forwarders. The company claims that "an impressive list of freight providers including some major blue chip cargo owners have already signed up."

Mars is promoting the service by explaining the potential benefits to the environment the service can provide, by reducing the amount of trucks on the road. It argues that 27 per cent of trucks on European roads are empty at any given time and FreightTraders will help connect shippers with cargoes moving in opposite directions, so the trucks can find backloads and the total truck requirement will be reduced. 

NeoModal acquires eRateRequest

www.neomodal.com
Planned online transport booking service NeoModal.com has acquired eRateRequest, an online service for booking container shipments which has already conducted over 1,000 transactions. NeoModal plans to absorb eRateRequest's technology into its own service.

NeoModal, which will be launched in July this year, offers five logistics solutions. NeoMarket is an online marketplace for spot market cargo transactions; NeoContract a tool for building contracts online; NeoCargo, a shipment contract management tool; NeoStatus, a shipment tracking tool; NeoYield, a management tool for carriers. 


Greyslot explands five-fold in 1999 

www.egreybox.com
GreySlot, the company established by Transamerica Leasing to match container repositioning requirements, reports that it achieved 10,880 empty repositioning solutions in January 2000, from 30 contracts with 19 separate operators. This is the company's best results to date and five times the result for January 1999.  

Greyslot uses both internet tools and an international team of human beings to put together deals between shipping lines. The bulk of its deals are for boxes moving to destinations in North and South East Asia, although it has recently also put deals together for reefers moving from Asia to South America, supplying 20-foot containers to the Middle East and correcting imbalances in the Atlantic. 

Bolero signs up COSCO

China Ocean Shipping Group Company (COSCO) has announced that it has signed up to secure electronic documentation service bolero.net. Cosco owns and operates nearly 500 ships, including 110 container ships and 200 dry bulk carriers. 

"bolero.net gives us a significant edge in the very competitive world shipping market," says Captain Wei Jiafu, president of Cosco. "It allows Cosco to enter the business to business e-commerce marketplace on behalf of our valued customers, and build value-added applications that pass on to them significant benefits in terms of increased efficiency."

Optimum Logistics partners with Keane

www.optimumlogistics.com
Optimum Logistics, the online supply chain system for bulk materials established by Stolt Nielsen, has commissioned information technology consultants Keane Inc to build the system. Optimum Logistics plans to offer TransLink, to electronically arrange, optimise and monitor all stages of the bulk material supply chain by incorporating information from every party involved in the shipment, including transport companies, storage companies, freight forwarders and surveyors. 

TransLink plans to eliminate efficiencies in the bulk materials supply chain by reducing and outsourcing administration, increasing carrier utilisation, rationalising pricing and reducing haulage costs. The service will launch in late April. 

The following tools are planned, as part of TransLink:

TransArranger, which arranges and tracks the status of all supplier's participation in the supply chain

TransBid, which helps streamline the transportation procurement business between carriers and producers

TransLink, which tracks and traces shipments

TransAlert, which monitors shipments and notifies parties of potential problems

TransBank, which integrates the logistics process with the trade finance process. 

ChemConnect launches logistics division

www.chemconnect.com
ChemConnect, an online marketplace for chemical and plastic products, has launched ChemConnect Logistics, to manage logistics information for goods traded on the site. It has formed preferred supplier agreements with logistics companies BDP International, Optimum Logistics, CarrierPoint and Bulknet.com. The aim is to help traders factor the cost of logistics into the trade. 

From the ChemConnect site, customers can evaluate transport alternatives, put out contracts and track cargo. They can make estimates of transport costs (ocean, inland marine and truck), documentation costs (customs, regulatory, insurance and surveying) and warehousing (terminal operations and consolidation). They can track the progress of shipments from the time the orders are bid and accepted to final product delivery. 

Launch of Shipsworld.com

www.shipsworld.com
Shipsworld.com has launched, for online purchasing of maritime "items, products and services."  The site will be targeted at onboard purchasing, to be followed by acquisition of communication services. The system is set up to enable users to search for specific items in specific port regions, rather than searching through international catalogues. 

APL launches "live chat"

www.apl.com
Shipping line APL has launched a "live chat" capability on its website. Through text messages, customers can engage in a real-time dialogue with a specially trained, live customer support representative, who can help them to use the container booking and management services APL provides. 

The chat capability will be available on weekdays, 24 hours a day. The user does not have to leave the computer screen or break an internet session in order to do this. To engage in online chat whilst putting together an online transaction, the user clicks on an "instant help" icon on the APL website. The service was piloted by Sony Electronics. 

APL comments that the shipping industry has a centuries-old tradition of face-to-face meetings, sales calls and order taking; its online chat service makes the transition for cargo buyers to full scale internet purchasing much easier.  

"Shipping customers trying out today's Web technologies still find themselves largely unsupported when they encounter problems on line -- unless they revert to a time-consuming telephone call for help," it says.

"There's no question the shipping business and its customers will benefit from this much needed injection of customer-support technology," says APL's Hickler. "Making customers feel comfortable doing business on line will be pivotal to making them consistent users of advanced tracking and supply-chain-management products and winning their loyalty."

Clarksons in equity partnership with OceanConnect

www.clarksons.net
www.oceanconnect.com
Shipbroker and information provider Clarksons has formed a strategic alliance and equity partnership with OceanConnect, an online maritime procurement service. Clarksons will support OceanConnect's initiatives to develop credit insurance and swaps capability for sales of bunker fuels. 

OceanConnect has also announced a strategic partnership with Petroleum Argos, to supply market information and analytical tools about the international energy market. The information is intended to help buyers and sellers complete bunker fuel transactions. 

Shipping companies Eletson Corporation and Keystone Shipping Co. joined OceanConnect.com as equity participants on March 21, Stena Bulk AB announced its equity partnership March 28, and Japan's giant Nippon Mitsubishi Oil Company became an equity partner March 29. 



Hanjin in e-logistics venture

www.hanjin.com
The information and telecommunications arm of shipping line Hanjin has signed a strategic alliance with five internet and venture capital companies to form LogisticsExch.net, an online logistics exchange

Boeing plans global mobile internet service

www.boeing.com/special/connexion/

Boeing has announced plans to develop a global mobile internet service for use onboard aeroplanes. Commercial airline passengers will be able to access the internet, e-mail and television. The initiative is called Connexion by Boeing. The market for such services is anticipated to be about $70bn over ten years. 

Memoranda of agreement to develop the service have already been signed by CNN Inflight Services, Mitsubishi Electric Corp, Alenia Spazio, Loral Skynet, Matsushita Avionics Systems Corp and CNBC. The company is negotiating with other airlines, to be partners in the initiative, and other content and service suppliers. 

The service will be broadband, providing datarates comparable to cable internet access. Boeing plans to use existing satellites, with the possibility of using new satellites as the service matures. The service follows the pending acquisition of Hughes Space and Communications by Boeing, which will lead to the company moving into commercial, space-based communications markets. 

Rotterdam and Shanghai co-operate with EDI

www.port.rotterdam.nl
The port authorities of Rotterdam and Shanghai have signed a letter to internet to co-operate on information and communication techniques and electronic data interchange. Co-operation may take place in training, developing new business opportunities such as an electronic bill of lading and information management. 

E-commerce has made little difference to shipping - survey

www.tradiant.com
A survey, by consultants Manalytics and online container shipment marketplace Tradiant, has found that deregulation of the US shipping market and e-commerce has made very little difference to how shippers contract for freight services. 

Nearly 60 per cent of the 210 shippers and forwarders surveyed said they still arrange freight transportation services with carriers during a single, hectic contracting season that typically lasts four to six weeks.  Almost half of the shippers and forwarders said the process is less than satisfactory, primarily because it is too time-consuming and cumbersome.

64 per cent of shippers said that a carrier's brand is either not important or only somewhat important, compared to 36 per cent who say it is a very important part of their selection criteria. This means that the efforts many carriers have made to communicate their unique service features and brand have met with little result and shipping is still very much a commodity industry. 

The survey also found that shippers want quicker carrier responses for quotes and contracts.  Shippers today seek an average of only three to four quotes per spot transaction and two to five carriers for service contracts.  Slow response time is the most frequently cited reason shippers don’t get more quotes or contract offers.

The preferred online choice for shippers, according to the survey, is a site that offers services from multiple carriers.  Fifty-eight percent of the respondents said that a marketplace is the most valuable online resource, compared to 14 percent for a carrier’s proprietary site – a three-to-one margin.  Eight percent preferred no site at all, six percent were unsure, and four percent preferred other types of sites.

ABN AMRO joins Bolero

www.bolero.net
Bank ABN AMRO has signed up to bolero.net, the secure communication service. One of its first projects will be to build bolero.net into mindtrac.com, a business to business tyre exchange. 

SpecTec and Arena in agreement

www.visma.no
Visma Marine, parent company of SpecTec, has announced an agreement with Arena, which operates an electronic purchasing system for the maritime industry. SpecTec will connect its AMOS fleet management software, fitted on almost 10,000 vessels, into the Arena purchasing network. 

This is an important development for both SpecTec and Arena. It provides Arena with direct access to the purchasing for 10,000 vessels, much more than the estimated 1,200 vessels which OneSea, probably its closest rival, has access to. It also provides SpecTec with a route into the lucrative maritime e-commerce market. 

Through the deal, it becomes much easier for shipping companies that use SpecTec to purchase electronically. Each requisition for ship suppliers, handled using conventional means, has been estimated to cost $200; these costs are at least halved using electronic purchasing. Since some shipping companies make 10,000 requisitions a year, this can be an enormous cost saving. 

The arrangement can work various ways. Firstly, all vessels that use SpecTec will have easy access to the Arena purchasing network, which includes over 250 suppliers; the development will probably lead to more suppliers signing up with Arena. However, SpecTec could expand its role from being a software company to find ways to combine the purchasing leverage of all the vessels, negotiating lower prices with suppliers. The cost savings here could prove to be greater than the cost savings from the reduced administration costs. 

If shipping companies want to put existing supplier relationships onto the web, it becomes much easier for them to do that. Rather than having to program separate interfaces to different computer systems on each of the vessels, the supplier needs only write an interface to Arena. Shipping companies may be able to negotiate lower rates with suppliers on the back of these reduced costs.

" We've chosen Arena because they were basically the first one who came out with this and who already have a proven track record," says Mr van Halst. "Arena has as an advantage to most of the other maritime purchasing websites. They are working already for a number of months with Wallem and they are doing it very successfully. We are thrilled to start working with them."

SpecTec does not plan to tie itself exclusively to working with Arena. "Its not an exclusive kind of arrangement because we need to be open to some of the other players who will talk to the market," says Mr van Halst. "Arena is the first and, at this moment, the most advanced. But we're also talking to OneSea."

SpecTec's strategy is not to enter the maritime e-procurement market itself, but to tie itself to the portals that, it believes, will survive the consolidation process; it expects about four or five to survive. "We're not trying to become a dot.com company," says Mr van Halst. "We stay close to our clients, we are committed to continue serving them, and that means that you cannot put your money in a big dark hole."

ExxonMobil teams with Telemarine

www.bunkerworld.com
ExxonMobil Marine Fuels (EMMF), which claims to be the world's largest supplier of marine fuels, has signed a contract to sell bunker fuels on Bunkerstem, a bunker trading service operated by Telemarine Ltd. Telemarine also operates the Bunkerworld.com website. 

EMMF is not be committing itself to working exclusively with Telemarine. "We expect to use a number of portals and we will also be offering clients direct quotes over our own site this summer," says EMMF director Peter Healey.

E-logistics community in Singapore

www.logipolis.com
Seven major logistics companies in Singapore have signed a memorandum of understanding to build Logipolis.com, a business to business logistics portal. The companies are Choon Heng Transport & Warehousing Pte Ltd, Chua Brothers Transportation Pte Ltd, CWT Distribution Ltd, Keppel Logistics Pte Ltd, Poh Tiong Choon Logistics Ltd , Sembawang Kimtrans Ltd, and Union Services (S) Pte Ltd. These companies, together, account for more than ten per cent of import and export containers shipped through Singapore.

The creation of the 'e-logistics' community will be accomplished by promoting the usage of solutions and services using logipolis.com's industry leading business-to-business (B2B) e-commerce platform for logistics - which will comprise logistics information services, application services for the buying and selling of logistics services and application services for the management of logistics service transactions. The partners in this MOU will individually and collectively use all or part of the services provided by logipolis to better serve their customers in an e-commerce environment. 
Peter Zapf, Chief Executive Officer, AsiaCommerce, the major shareholder of logipolis.com, said: "Considering the global move to on-line markets and exchanges across industry sectors, the intent of the MOU signatories led by logipolis.com to create a web-based exchange in this industry, will help to position the industry as a driving force behind the adoption of business-to-business e-commerce models in Singapore and across the region." 
Harnessing the ubiquitous reach of the internet and WAP technology, logipolis.com provides a framework for managing the transportation process of goods throughout the logistics chain, from the shipper to the freight forwarder to the trucker to the terminal operator to the shipping line to the consignee. It enables all of these parties to collaborate to deliver the goods from the shipper to the consignee, while ensuring that the shipper and the consignee have full visibility of the status of the shipment at all times - which will result in more efficient execution of the entire logistics delivery chain. 
logipolis.com is a vendor-neutral integrated e-commerce hub for buyers and sellers of logistics services to interact, collaborate and conduct business in a secure and reliable manner. By conducting business over an 'exchange', the service providers and the shippers will come together to encourage a seamless flow of logistics focused on using the Internet to reduce operating costs and enhancing customer service for the extended community - the logistics service-providers, the shipping operators and their respective customers. 
"With the total global container industry predicted to grow annually by eight per cent over the next three to five years, and the competition likely to increase substantially as a result of the Internet, we fully expect others to join this community in the very near future as the benefits will cut across the different sectors in the industry", said Mr. Chew. 
logipolis plans to establish similar communities in other major logistics centers in Asia and expects to be in ten different countries in the next twelve months. In addition, logipolis will be establishing alliances and partnerships with Internet shipper communities to complement and bring more value to the logistics communities in the region. 

About logipolis.com
logipolis is evolved from Clarity Systems Pte Ltd, a spin-off from Kent Ridge Digital Laboratories, the applied R&D arm of the National Computer Board (now known as the Infocomm Development Authority). It was founded in 1993 by Chew Keng Wah, Andrew Gill and Vijaykumar Shah. Both logipolis and Clarity are part of AsiaCommerce, a company in the business of creating, building , operating and financing a synergistic network of B2B e-marketplaces in Asia. Its key executives include Chew Keng Wah - Chief Executive Officer; Andrew Gill - Chief Technical Officer; Vijaykumar Shah - Senior Vice President, Operations; Nicanor Soriano - Vice President, Sales and Marketing; and Steven Low - Financial Controller. 
For other information please visit the following websites:
www.logipolis.com
www.asiacommerce.com 
Kuehne & Nagel Management AG

Logistics giant concludes partnership with online trader GoIndustry.com 

28 April 2000 - Kuehne & Nagel, the global logistics group, is to form a strategic partnership with GoIndustry.com, Europe's leading business-to- business (B2B) marketplace for surplus equipment. Kuehne & Nagel is specifically forcing the implementation of its e-commerce strategy. Munich- based GoIndustry.com is the first pan-European trading platform of its kind with world-wide logistical capacity. 

"We are building a liquid trading platform with a full range of services for our customers. The partnership with Kuehne & Nagel, one of the leading international logistics companies, is a decisive step in this direction", said GoIndustry.com CEO Andrew Heath. Klaus Herms, CEO of Kuehne & Nagel International AG, said: "In GoIndustry.com we have identified a strong partner for the global expansion of our e-commerce solutions." 

Kuehne & Nagel will make GoIndustry.com's customers on-line offers for air, ocean and overland freight, projects and insurance, in stages. E-logistic services will thus be available from a one-stop shop for the first time. Both partners are consequently promoting the integration of Kuehne & Nagel's services into GoIndustry.com's trading platform. With immediate effect, GoIndustry.com's customers will have access to Kuehne & Nagel's services through e-mail – and, during the course of this year, on-line without intermediate stages. 

Since the website was launched on 28 March 2000, GoIndustry.com has been offering a broad portfolio of services from its leading partners, including Deutsche Bank, SGS and Creditreform. The company is among the largest B2B websites in the world, with over 5,000 products sales of manufacturing machinery and office equipment. 

Kuehne & Nagel is one of the world's leading logistics companies, with 12,600 staff at 500 bases in over 80 countries. Apart from its strong market position in the ocean and air freight business, Kuehne & Nagel controls about 1.2 million m² of warehousing space and develops innovative supply chain management solutions. Its 1999 turnover was Swiss francs 6.6 billion. 

Further information: 
Tobias Jerschke 
Manager Corporate Development 
Kuehne & Nagel Management AG 
Telephone +41-1-786 95 77 

Bodo Kipper 
Manager Business Development 
GoIndustry AG 
Telephone +49-89-12 55 58 28 
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We [shipbuysell.com] are the first online, service 

providing free sale and purchase services to ship 

owners and brokers. Our site allows ship owners to 

advertise their marine vessel, and contact  information

in one easy to remember location "shipbuysell.com", 

and in turn ship owners can save on hefty brokerage 

charges when  buying or selling their ships.

Though still in the early stages of our venture, 

we have grown considerably in two short months. Our 

website now has nearly 100 ships listed for sale, with

an average selling price of  $21m USD.  To date, we 

have facilitate the sale of 5 ships, and received over 

37,000 hits in  2 months.  

I am including 2 press releases that were recently 

published in local newspapers for your perusal. Should 

you have any further questions about our company, please

feel free to contact me at the information provided below.

Since our time zones are not congruent, e-mail. 

webmaster@shipbuysell.com is the best means of

contact.

Thank you for your time.

Frederick Ghahramani

Technical Director

ShipBuySell.com

webmaster@shipbuysell.com        

--

PRESS RELEASE 1:

--------------------------

ShipBuySell.Com Begins Marketing of BC Ferries High Speed Pacificats

Burnaby, BC, May 3, 2000--ShipBuySell.com through an

 intermediary has been awarded a contract by the  

Vancouver based passenger ferries crown corporation 

(BCFC) BC Ferries Corporation, to provide free online 

ship brokerage, and aid in the sale of BCFC's new 

Pacificat Catamarans the High Speed Fast Ferries 

'Discovery', 'Explorer', and 'HSF03'.

The company will leverage it's strength and experience 

in the field of ship brokerage to market, and directly 

contact ship owners interested in the purchase of marine

vessels, and in specific high speed ferries. Transactions

completed via the company's innovative internet service 

are exempt from traditional brokerage charges or commissions.

"Conventional brokers can charge anywhere from 2-4% the 

price of the ship for their commission" stated Frederick 

Ghahramani company founder and technical director. "For 

BC Ferries, this could translate to a loss of up to 3 million

taxpayer dollars." ShipBuySell.com's service offers owners 

an alternative to traditional brokerage firms. The online 

service connects owners and their representatives to better 

facilitate the sale and purchase of marine vessels, at no 

extra cost to the parties involved.

"BC Ferries Corporation is the ideal client for 

ShipBuySell.com. They've amassed an impressive track record of owning and operating

marine vessels of all sizes," claimed Andrew Robertson, Executive Director.

"We're pleased with BCFC's  decision to use our online service, and we're confident

we  can effectively market the High Speed Ferries for the taxpayers of BC."

About ShipBuySell.com

ShipBuySell.com a wholly owned subsidiary of AGF Robertson,  is the world's

first free online ship brokerage service. The company  aims to automate and

simplify ship brokerage transactions. For  the first 60 days of operations,

ShipBuySell.com has secured 99  online ship brokerage contracts, sold 5 marine

vessels at an  average price of USD$12.2 Million, and has been inundated by

 over 37,000 enquiries from members of the marine community 

world wide.

Contacts:

Frederick Ghahramani, Technical Director                   

Andrew Robertson, Executive Director

Phone: (604) 939-5135

Fax: (604) 436-0208

www.shipbuysell.com

webmaster@shipbuysell.com

(c) Copyright 2000 AGF Robertson Inc.

PRESS RELEASE 2:

--------------------------

Burnaby, BC, May 1, 2000 -- Shipbuysell.com is a new software venture into the

shipbroking arena. But it is different from the Brokerage houses own sites,

tell us the writers.  This is the first free Omnibus shipbroking service ever.

Shipowners and shipbrokers alike are free to use this service at no charge.

Shipbuysell.com tell us they have reached thousands of owners and brokers and

will continue to expand their market.  In the first 2 months of operation, they

have had over 37000 enquiries and have listed over 90 ships.

Why is this service unique, you may ask. Shipbuysell.com tell us it has a use

for everyone. Brokers can use the service to widen their market penetration.

So can the ship owner of a vessel on behalf of his own broker. But entirely

new to shipbroking, for the first time owners can broker their own vessels if

they so wish. Initial reaction from most sectors of the market to the new service

was very enthusiastic.

Two of the larger shipbrokers though, reacted entirely differently tell us shipbuysell.com.

They were more than a little reticent of someone else playing in "their" back

yard.                                                     

With e-commerce the undeniable direction business is aking, this is said by

shipbuysell.com to be the future of selling ships. Everybody will eventually

advertise ships for sale on the Internet. Whether an owner retains a broker

in the traditional manner or he does the selling himself will be a choice he

will make, but whichever route is chosen, the Internet will play a large part

of the marketing and  ShipBuySell.com is aiming to be instrumental in that

role.

An owner who is big enough to support his own in-house legal team, only needs

market penetration. A website like

shipbuysell.com offers this service for free. But if he needs that extra expertise

which brokers offer, then he can have his shipbuysell.com posting refer enquiries

to his broker.      

Since the start of business in March, shipbuysell.com tell us they have received

advise that 5 ships have been sold via their website. They have had over 90

vessels listed with the number growing daily. This would be a formidable listing

for any brokerage house, let alone one 2 months old.

Shipbuysell.com tell us they are aiming to make the sale and purchase market

efficient, affordable and quickly accessible on a worldwide basis. This is something

the traditional 'contact' system lacks when dealing with today's fast moving

market

Shippingjobs.com expands

Marine recruitment specialist, Spinnaker Consulting, has recruited Marina Emden, a shipping solicitor from leading maritime law firm Clyde & Co.

Emden, a multilingual Masters graduate in maritime law, trained at another top shipping firm, Ince & Co. Spinnaker’s managing director Philip Parry was also employed by Ince & Co for a number of years. He commented, "Spinnaker is committed to expanding through the acquisition of high quality talent and Marina fits the bill exactly. We believe that the way to succeed is to provide both clients and candidates with expert knowledge of the market in which they and we operate. They have a right to expect us to know the shipping industries inside out and we can only do that by practising what we preach and employing the best people."

"I am excited to be part of such a knowledgeable and respected team," says Marina Emden. "There is no other recruitment consultancy with the in-depth knowledge and contacts across maritime law, marine insurance, commercial and technical shipping anything like those of Spinnaker."

Spinnaker Consulting was established in 1997 and has enjoyed considerable success, quickly becoming known for its detailed knowledge of the maritime market. The company has invested heavily in technology, including a sophisticated bespoke IT system called SHOREMAN. Its website, www.shippingjobs.com, launched in 1997, is one of the earliest maritime internet successes with almost a quarter of a million monthly hits and 60 per cent of all applications to the company made online.

Notes to editors:

1. Spinnaker Consulting Ltd specialises in shipping, offshore and transport recruitment across the commercial, technical, legal and insurance disciplines.

2. Spinnaker’s website, www.shippingjobs.com, launched in 1997, has fast become the frontrunner in maritime recruitment worldwide.

3. Michael Grey, columnist and former editor of Lloyd’s List, is a non-executive director. 

