· New developments from SpecTec

· AMOS Express went into the market July last year

· And it is proving to be very well received by the marketplace

· Have not yet marketed it heavily, but now beginning to do so

· It’s a very intuitive and user friendly on board system; it’s simple yet quite broad shipmanagement system

· It is less functionality rich than our classic AMOS M&P, so it is ideal for simpler vessels and operations

· We intend to add personnel and reporting tool kits to it

· This should ultimately replace our portfolio systems for on board use

· The success of Express and the reception in the market place has caused us to revamp the user interfaces of our user applications

· Both AMOs Mail and AMOS M&P will be launched with much more user friendly, large button user interfaces

· And that is one key development 

· In addition to that we’re doing a lot of work on the dtabase side, to take what has in effect been a very strong standard on applications and basically make them run on the same database and make them run as the integrated suite as we intended them to be

· The user should be able to perate his data mucn more effe tively, and enable the user to manage the fleet more effectively

· Also working on making it more robust, etc

· Last year was very mjuch aoub tstaibligna, and revamping and making the modules e-commerce enabled

· And we have spent for M&P and through M&P AMOS Wexpress with the portals basically making portal drivers for Arena, e4marine, we had to release an MTML interface that could be used by anyone

· MarineProvider, ShipServ, OneSea and PrimeSupplier

· We’re at the mid of the first quarter, we could state wuite significantly that AMOS has been e-commerce enabled for a whole variety of portals

· And that we intend to keep it so

· When this is said, this has been e-com enablement, but we think that we’ll go back to the drawing board and go back and revamp our purchasing application over the coming months to make a revised purchasing application which is not only e=cpommerce enabled but e-commerce to the core and eeals with some of the particular US gap reluiqrements

· There are some rquieremnsa about authorisation levels and those kinds of things

· Spo summing up, we are confident that we are e-com enable dand that weare taking the shipboard system into becoming a true shipmanagement system, we’re taking the historial M&P ubti bepoming much more of a fleet management and fleet tracking tool for the upper management to use for decision making

· Doing a lot of product stabiliiation and working on databases

· Cost wise, I think we spent last year developing our own outsourcing unit, sso now we have 30 people working as developers on specifications made by headquarters, we have our own designers, our own testing facility, and we have invested quite heavily in support infrastructure, we have a global support system

· All of the group can use it for inputting and looking up information

· While we have decreased our staff in Norway, we have increased quite sig, staff in Petersburg, Russia, about 30 people

· While we have maintained our very best people here in Norway, this has increased our capacity in areas such as quality

· Looking into the fact that we’re operating in a relatively tight niche, we have had to follow the industry and find areas of the world where we can employ more people

· With the rest of the products, we have worked hard to stabilise, the intent is to release and continue to release maintenance releases of stabilised versions, but to gradually give our customers an upgrade

· Our obligation is to our customers (legacy customers) and they’re investing in a SM system, and we intend to work with all of them to help them with their investment, and when the time is right to give them an upgrade path 

· Customer will pay a fee

· Whatever is in their contracts, but there is a fee for upgrading

· A lot of them are perfectly happy to run what they have

· I think it’s in everyone’s interests to get ultimately get onto the platform that soon most off the industry will be using

· That is the only assurance they have that they will have access to all the newest developments

· In principle, we’ll supply an MTML format, we’ll supply a generic AMOS XML format, but if there are things that are in AMOS that MTML doesn’t allow, then they can still read it if they wish

· When we have made this interface and put it into production , I think we have both learned quite a bit that allows us to go back and imprpove it

· And certainly when the time comes to revamp the purchasing module, a lot ofthis experience will help us improve AMOS to becoming the standard on board requieisting rtool

· And have that link on to our shore-based system or onto any of the other ERP systems, such as ASP, JD Edwards, all those we can interface with

· We will soon be there with vewrsion 1 intega4ration towards all the portals

· If you llok at the overall integration issue, I think it’s going to be quite easy to fix the buyer side

· The buyer side is done; the hardship is on the supplier side

· Any supplier, anywhere ein the world is running on proprietary systems, if any, and for e-commerce benefits you have to fix the uspplier side

· That’s where I think an e-commerce portal will not od that

· They will just allow another palce to log your order or your tender, so you need some sort of supplier side integration, some standardisation on that side

· And one thing is to interface with these portals on MTML; for now and for the foreseeable futute, I think that we are quite comfortagblae that we will run seamlessly with a large number of portals, allowing the AMOS customers the full freedom of being able to select which portal they want to use

· As long as Inmarsat sat costs remain high, you will have intelligence on board ships whether it’s 5,7,9, years before the costs comedown

· For the foreseeable future,there will be smart people and smart systems on board vessels, and there will be smart people and smart systems on shore

· For the next 3-5 years, there will be smart shipmanagement systems on board the vessels

· Ost of the portals were planning to originally put on board requisition kits, but they have gone away from that now

· Quite a few of them are surprised by what it atkes to atually deliver services

· Part of that is going back to my supplier argument

· ST will, through AMOS, allow liquidity on the buyer side; half of the industrial shoi[ping world is using our systems and could trade quickly, but a lot of these portals will find out that it will be difficult to interfacd on the supplier side

· I thknk that the bloodshed is needed ; the winners should emerge and the industry should be confident that one or two of these portals and one or two of these standards will survive

· The investments that they have to make, if you are a mid-sized supplier, the IT investment equals 1-2 years of profits

· If you were to try to get your backofice systems up to par

· And I foresee strong consolidation on the supplier side

· Just because they will have to take the risk of getting their houses in order

· A lot of the suppliers who are giving good prices today will have a really hard time to get up to speed

· Profitable e-commerce is still a few years away

· At least for the portal players

· Everything has clearly sobered up quite a bit

· I think if we look at the market for SMSs, I think only a very limited number of players have the financial strength and make the returns from the business that will allow them to stay in business for the long haul

· I’d be surprised if one or two of the non-IT related owners aren’t soon making decisions to withdraw

· Dig around

· Gary Letton; ABS Infosystems
· Producing a press kit abut the integration of Station 12/ST

· Call next week to get comment

That’s how any industry typically evolves

 I heard yesterday that Alta Vista let 200 people go

15m searches conducted a day

if they can’t make it work, then no one in shipping will be able to

the shift from portal to integrated procurement tool

