The relation with Fruitline is that we both believe that the full and


successful implication of the e-commerce in the reefer industry requires


both e-trading (Fruitline e.g.) and e-logistics (GoReefers) in a synergetic


relation to be useful, efficient. Thus we do have a common goal and


consequently the strategic partnership is just about that, i.e. having an


open and creative dialogue to enhance the reefer business on the web. On the


other hand the relation is not exclusive and we have dialogues with other


trading sites as well as we think that task is more of a general and


structural development than company specific.





After e-commerce took off, the first thing that pioneering dot.coms learned was that they could not operate in isolation. For all the talk of non-existent inventories, quick response times and free delivery of products, it became obvious that e-commerce wasn’t about glamour. It wasn’t about the fluff and the zippy graphics that the user saw on the computer screen or the high profile CEO with his philosophical pronouncements. It was about the nitty-gritty, profoundly prosaic logistics network that underpinned all of the front-end acrobatics. 


Many deals and alliances must be formed behind the scenes in order to ensure that a product or a commodity lands on the doorstep of the person for whom it is intended. The maritime e-procurement companies know this. ShipServ and ShipVertical are just two of the companies that have sought agreements with freight forwarders in order to provide their customers with easy access to the next link in the value chain. 


Companies like GoReefers and DealLogistics are using the internet to address this need. They don’t need to provide the link; they are the link.


	


CROSSHEAD GoReefers


In July 2000, GoReefers announced that it intended to provide the reefer industry with an efficient online logistics solution. The company was founded by four reefer specialists from Seatrade Reefer Chartering: Joris Bakker, Jeroen Vermeer, Peter Jedeur Palmgren and Lars Gunnar Larsson, previously president of Cool Carriers and general manager of Seatrade Reefer Chartering. The team claimed to have 60 years of reefer experience between them. 


	In October 2000, the company announced that it had teamed up with Orion Shipping, the reefer broking company formed by three former Klaveness Chartering brokers, Espen Harr, Morton Saetre and Peter Oyen. At a time when most chartering portals were still talking about disintermediating the broker, GoReefers brought a broking house in to help work business through the online cargo exchange and to generate market information.


	And in March 2001, it finally launched its cargo exchange platform, in association with Network Chartering. 





I knew the goreefers guy from a previous life, we worked together at Seatrade


They saw what we were doing with NC and realised that we could fulfil the cargo exchange element


Their plans are well beyond a cargo exchange, they want to move into the full supply and logistics chain, of which the cargo ex is an element


What they wanted to start with was something relatively simple, whereby users could access


The start was sort of users would access the system and get an insight to the market as well as contribute to the market by posting cargoes, etc.


The interesting thing about what they’re doing is that they’re saying you post to a broker, so there are some rules, if you like


Brokers can repost to the market place, which is a sort of cutdown version of what nc was about; everyone can post or give access to their information to everyone else, based on certain controls


We can take you to that full P2P computing for your system ,but for the start, we’ll give you a cutdown version of that that gives you more control


What’s interesting is, you need content


Goreefers therefore set up an alliance with orion shipping, brokers


To populate the exchange with market information


So that’s the idea which kickstrated the cargo exchange system


Over time, we’ll move to a more p2p type system


We give them the architecture, the foundation to build on to it, so when it comes to that model, we just invoke it, if you like


And the other thing was speed, we were able to get them up relatively quickly


They didn’t have to g back and reinvent the wheel


We gave them a lot of the technology that they needed to start


4 months, given the go ahead to going live


we could have done it faster to some extent, but as we developed, we expanded the scope a little bit, we moved a bit further towards the final model than we originally intended to


the whole gamut of options that you might want in reefer shipping


reefer containers and hold space


you would be looking at vessels of a certain type and their positions


at this point you post to the broker you choose; the broker posts to the market in general


however, the next evolution is that you post to whoever you like, and they then post to whoever they like, so they post to a controlled number


at all stages along the post, the owner of the information at any point controls who sees it, so you can maintain one to one relationships


it maintains a certain quality of information because brokers will know what’s just crap data and they can assess it before posting it


it’s a reefer chartering platform at the moment


you look at the market and you can offer online


you start the negotiation process with an offer; the point is you negotiate with a broker exactly like you do today


we do think quite similarly on these fronts as the goreefers guys


it’s much better to work with a company who thinks the same


they’ve got recorded fixtures of course, and a recent vessel database


the reefer market tends to be ignored by most software companies, so they have to take something and bend it, bend it until it breaks to make it fit


these guys are filling a niche


certainly Shipbrokerexchange could handle these transactions, but it is quite specialised when you dig down a little deeper


these guys are mixing the online world with traditional trading, so they’re not limiting themselves


they’ve got some offline contracts as well for moving cargo


august 99


originally intended to be a chartering platform; launched back in May 2000; we had a product


almost the day we launched, we got contacted by ShipDesk who wanted us to get involved with them


so we went down that path a long time, but that meant the product didn’t evolve


when we launched, there were probably half a dozen people in our space; people we considered competitors are no longer around


we were just too small and got swamped by the marketing of these guys


couldn’t get noticed


transition to solutions provider, was when we pulled out from ShipDesk


we said we’re not going to be able to compete against these guys in this market; and we started to have doubts about the model


we never had the same model as LevelSeas or ShipDesk


when we first launched, we were talking to brokers and this whole issue of data entry, they liked Network Chartering because of the common platform


people said I love it, but I have to re-enter data into your system to use it


I have Dataworks, I don’t like doing it once, I certainly don’t like having to do it twice


So Dataworks fit perfectly


Let’s put the client server stuff and the software together and we’ve got a system


Oct last year, we said let’s do it, and that was Shipbrokerexchange


One strategy of NC is that we’re involved in exchanges, because we participate, build, run manage an exchange


But at the same time, GF came along, so we evolved into a technology provider as well


That tech side has been interesting, because it’s brought in more business


It was hard just to get a voice


People are now coming round to this way of thinking; now looking at how to move forward and do the next thing





Launched 28th of Feb


400 users across owners, brokers, charterers


almost every facet of reefer shipping is involved


no fixed transaction numbers; into the second week just now


more than 30 cargoes, a couple of time charter requirements


20-25 ships


that is above expectations I would say, and the sort of feedback we get from users is basically very good


we have concentrated initially on produce, and then we took it from the logistics of that produce and as you realise the reefer market is very volatile, there isa peak season and oan off season, part fruit which is a low value cargo, where logistics is 40 p ercent of the landed cost, so it becomes very imp when you are trading fruit that you are aware of the cost of it


so this lends itself pretty well to a market information, in order to give customers and operators updated real time information


to provide an industry which has been fairly closed and has required a lot of detailed special knowhow to be part of that, to open that up to enable people to understand themarket far better


the phil is around the perishable goods, we are not aiming to go beyond that, but covering the whole of logistics chain to farm gate to supermarket


and enable people to optimise their chain, to choose their ‘free choice logistics’ so enable people to choose the logistics they wish


we have the cargo exchange, which is oriented towards shipping


this is just one step of many


of course, the shipping side of the logistics is the most costly one, so we started off with that


logistics manager – logistics chain management tool to be rolled out next


functionality that will come will embrace that, including cold storage and tracking


they liked the openness, the simplicity, easy to navigate, also have a newsletter, weekly newsletter that is giving market information


going to 400 members


























 














 














     GoReefers, with its Head-office on the docks in Rotterdam, was established by four reefer specialists and is building a global


     on-line marketplace designed to facilitate the logistics of reefer cargoes. This enhances arranging your full logistics package


     (amongst others shipping, cold storage and trucking) supported by e.g. on-line documentation, cargo tracking & tracing, and


     quality control. In addition market information and industry news is already offered through Business Lounge and the weekly


     News Digest. More functionality will soon follow.





                Lars is a man of many parts. From being a Captain in the merchant navy


                to being the Traffic Manager in a Ro-Ro and Container operation in the


     UK. His other credits include Trade and Traffic Manager for Salen Reefer Services, Vice


     President of Cool Carriers, founder of Cool ShipManagement and Chairman of Cool


     Carriers Japan, USA, Australia and New Zealand. With a group of partners he launched


     Scanreefer Chartering AB, a reefer shipping company. He has been an Executive at


     Swedish Orient Line and is the former General Manager of Seatrade Reefer Chartering.





	





