iShipExchange.com/Linda Ho McAfee

· No VC

· Know who our clients are

· Small is beautiful

· You can’t go faster than the market

· Year 2000 – we were all building

· Our product is totally alive

· Last year was still concepts

· Have product, came from Don Staffin

· Ship-shore element

· Both, starting from ship/central office, customers want that flexibility

· Pioneer iConcepts, subsidiary of Pioneer Global

· IT in HK for the past 25 years

· ISE could draw on their expertise

· 20 companies, 700 vessels (controlled)

· some don’t need integration; suppliers need it

· “fear of supplier is more intense”

· our model does not charge the supplier

· buyer pays transaction fee

· it’s about making life easier for the supplier

· gives them flexibility as well

· it’s not just about getting the buyers and then forcing the suppliers on board

· we’re not an aggregate buyer

· Spencer Eade

· Preferred partner

· Signed an agreement with ISSA

· Sept 2000/Oct 2000

· Now have onlikne registration for suppliers

·  1600 suppliers, maybe ¼ need integration

· so far have focused on preferred vendors

· we actually had one s/manager call us and ask us to put a ship on our system

· Demo: Ship Ex-L

· The application resides both on board and in the office

· Keeps historical records; templates are stored

· IShip will undertake to customise the spreadsheet for clients

· The system draws upon spreadsheet fields

· In following versions, will pick up data according to clients’ preference

· All suppliers must be registered with iShip

· Purchase order functionality in a weeks’ time

· A web-enabled Excel spreadsheet; integration therefore very easy

· From ship-to-shore – a text file goes to shore

· Very small, compressed, cost effective

· Ship Ex-L is a piece of software that uses the internet as a means of communication

· Supplier will receive e-mail with web hyperlink, informing it that an RFQ has been received 

· Ship Ex Procure – for the supplier

· Everybody is familiar with Excel

· Ship Ex-L is for the buiyer

· Buyer must use offline system; most requisitions are created on board the vessel; communications still very expensive

· Ship Ex Procure – handles substitutes quoting as well

· Will have ‘reminder’ facility

· Purchasing managers have so many orders to keep track of, so reminders are a good thing to have, ie if a purchasing manager wants to know, 2 days before an order is due in

· Easier to integrate with Excel

· Some integrations are not needed; people are asking the wrong questions when it comes to integration

· System is more or less complete; but would like to add more features

· Some buyers would like dispatch instructions to go to master

· Ship Ex-L Onbaord – inventory control system so that Ship Ex-L can be linked into inventory; not competing with SpecTec, however; it would not be an planned maintenance system

· Fairmont Shipping is the user

· Anything they don’t like is changed

· Have to find out how a company works and ask them what they want

· We’re all pioneering, so it’s not surprising that people are experimenting

· Integrated with AMOS-D

Jeffrey Lee/CargoExchange.net

· Offices in Singapore, HK, Malaysia

· Need people with logistics experience

· Working with PONL Asia

· 14 carriers on board

· dipping their ‘toe in the water’

· Evergreen in S’pore, PIL (Pacific Int’l Lines), Hyundai, Wan Chai, working with us on a local basis

· Here in HK, to my surprise, there are fewer businesses online than in S’pore

· 80-90 per cent in S’pore online because of government initiatives

· shipping community in HK doesn’t have as high a penetration as S’pore

· liner initiatives are from head office – local offices are interested in what we have to offer

· end 2000, 100 containers/month

· we envisage the exchange as a part of the supply chain, where the real benefit comes from is the other components: online payment gateway (ABN Amro, Chase – two banks have agreed to work with CX.net), insurance (available now), documentation, etc.

· completed another round of financing at end 2000

· experience and expertise more important than money

· political situation in Philippines doesn’t help

· transactions deriving revenue; 1 per cent transaction charge from both buyer and seller

· 4PL: Fourth party logistics

· draw on our membership expertise

· looking into a ‘brokerage’ type of service

· ‘excess’ model is not as compelling during peak seasons

· the industry doesn’t want transparency

· the shipper wants it, though

· the only place where it might be effective is in the US, where the lines have to publish their tariffs and contracts

· John Q Public can access it 

· Any line that goes to the US has to do likewise

· Nobody’s been left unscathed by the dot.com downturn

· We’re beginning to see the light at the end of the tunnel

· But interestingly enough, it’s not coming from S’pore

· For most of the major lines, their regional offices are based either in S’pore or HK

· ‘who doesn’t want more cargo?’

· ‘we do find them new customers’

· we’ve got a couple of shippers, that have been giving us chunks of cargo (40-50 conatiners) and the carrier would never have known about this cargo otherwise

· our marketing staff have located it

· e-commerce still has a ways to go

· we hope that things will pick up again at the end of the year

· the shipping industry moves as slowly as a ship

· for the big lines, INTTRA, if it works great, but the relative investment is small

· the people working in the companies are not included in e-commerce decisions, not educated

· if the carriers are serious, it can’t be top-down, it has to be bottom-up

· the techies who come in don’t understand that shipping is a relationship-based business

· the beginning was about recruiting membership, but now realise it’s better to have a few dedicated members than 1000 members who don’t use it

· when J joined Evergreen in the mid-80s, the big thing was transitioning from telex to fax

· not much has changed since then

· e-mail being the biggest thing at the moment

· bid/ask system; willing buyer, willing seller

· most shippers, all things being equal, will buy based on price, but not all things are equal

· anonymous posting board; some of the carriers do check the exchange regularly to see what’s available

· there’s still a lot of handholding

· have to send e-mails to people notifying them that there is cargo

Russell Green/LINE

· focus is e-logistics solutions

· just signed a global deal with Reebok to provide order visibility globally

· developed something with SAP, which became the industry standard

· there’s a lot of excitement from Reebok at the moment because there is the potential for the this appt o become the same sort of thing

· Reebok will be able to see what’s going on with all their suppliers and their inventories

· Order Visibility Application (OVA)

· Signed the deal; formal PR in the next week or so 

· On the transactional side of the business, we are speaking to another shipmanagement company about a global deal for ship supply procurement

· Also excited about transport management system (TMS), following acquisition of Cairo, optimising container movements

· Piloting with UK company at the moment

· Signed a deal with a major UK shipping line as well

· Cross border trucking; have won a license which will enable freight forwarders, shippers, etc. to move containers across HK/China border more easily

· HK to China, full container 

· Inland container terminal is a ‘neutral zone’ so containers can be stuffed/destuffed

· Hutchison: we are very much a part of HPH

· Trying to leverage int’l port network; can get foot in the door with major clients 

· Invaluable, especially in light of dot.com downturn

· People are interested in the fact that HPH have Asian/Chinese focus

· People are mixing and matching applications

· Cross border visibility, transport and inventory visibility, as well

· Key message is visibility in the supply chain

· We’re also speaking to their suppliers, for instance, suppliers of Reebok

· May form a joint venture with Reebok to market the software on a wider basis

· From sourcing to operations to supplying to multinationals to retail

· It’s about visibility, to taking cost out

· It’s very much a collaborative business

· Thru OVA, we will have an offering for the apparel industry

· Rather than pushing a product, it’s asking what do you need

· Working with an innovator like Reebok, the rest of the industry will adopt it

· Everybody benefits

· The direction we are taking now is more accepted in the market

· TransactLink – for SMEs in HK, e-documents plus, rolled out here

· An overlay to a lot of the other stuff we’re doing

· No one’s denying that it’s (e-commerce/logistics) a good concept, but it will take longer than people think

· Haven’t got to spend a lot of time looking for funding; have more time to do the business

· We’ve had a couple of successes; it proves we’re on the right track

· Send e-mail to W Chung/R Green with conference programme

Pat Slesinger, Gerry Buchanan/Wallem Shipmanagement

· Embarking on a rewrite of procurement system

· What we’ve learned over the past 2 years is that even more efficiencies can be gained

· All internally

· Guess that we can halve work effort again

· Halved accounting support; doubled capabilities; will do it again with this rewrite

· It’s not just a question of plonking a PC on a desk; it does take time

· Rewrite: specified by Mark Haslett, and he is extremely excited about it; ‘a different dimension’

· Getting interest from dot.coms and shipping companies

· Further streamlining and re-engineering, the process itself

· It is efficient as it stands; but as users we can see where it can be better

· Within 2001, completion

· First draft will come out in 3-4 months then tweaking, then on to launch

· Crew Calling
· Looking at Iridium for crew calling

· $1900/handset and mobility allows every quick deployment and repair

· per minute cost?

· Portable, so crewmember can go elsewhere, off the bridge

· Doesn’t add another layer of administration

· Elechtech is a reseller

· Last week became distributors

· I’m quite happy to give them a few ships to trail it on

· Stratos becoming Concert distribution

· Elechtech; subsidiary of Wallem Group

· I had an idea for crew calling five years ago

· ‘crew cash’; standalone kiosks were all being talked about with BT, but it fell by the wayside

· people don’t understand that it’s not the internet and send large files

· putting PCs for use onboard doesn’t sit well with most owners

· it’s great for a fleet of 5-6 ships, but when it’s 100, it’s too expensive

· this is why if Iridium works, it will be a good option

· 3-D Modelling
· Lescar (Liberian flag)

· Interest from other flags and P&I and class

· Lescar is the first flag that has stood up to be counted after the Erika; they didn’t want an Erika on their hands

· Lescar, on their ships, they’re going to go a lot deeper than that

· 3rd Model, PCTC 500 car units, 2 major P&I Clubs – interested for loss prevention training

· demoed to principal, PCTC, PCCCs, they thought it was fantastic

· as managers, we initiate IT implementation, development costs borne by Wallem

· if the managers wants it, then it’s down to the owner

· still have ships on Globe Wireless, b/c Inm-B is $30,000

· we don’t mark up management fees

· with IT we can do more with less people

· 125 ships; volume helps

· not interested in merging 

· you can get too big and hence too far away from your customers

· don’t expect to get bigger, don’t want to get bigger

· 55 per cent#

· owners have recently visited Viking and have been happy with the vessel

· all the initiatives I get excited about are in-house

· our accounting/procurement system gives us the edge

· software

· dot.coms dumbed it down to the point that it was a replacement for the fax

· Patrick went to chief engingeers and masters, asked them what they wanted and overall they were happy with it

· Redesigning so that all info is on one screen

· ‘consolidation of information’

· 94 – automated s-s procurement , specified by end users

· we’ve got an advantage in that we’ve got a base of end users

· e-procurement absolutely, but the rest of it . . . not sure

· taken too far in certain areas

· three months pilot, four months production, Wallem’s procurement system

· users of the system worked to implement it

· how can a dot.com do that?

· Real value comes from integration

· Software companies should specialise; identify niche, then work together

· I don’t care where it comes from as long as it’s the best; AMOS-D, Rydex, etc. then write integrations

· If we just gave our software away, then it would mess up the market

· Would force the changes needed in maritime IT?

· OSS – you end up with mediocre everything

· You might get one good thing, but not good everything

· You have to design the right tool for the job

· Disbursement accounts from agent: digital e-mail web-enabled disbursement accounting system, which agents will be instructed to fill which can be passed on to the appropriate party

· Currently it will take up to 6 months to get disbursement account; a ship could be sold by then or leave management

· Wallem is a shipping group that happens to get good at IT

· So it makes more sense to partner with other people to ‘externalise IT assets’

· Technical data as well; ship’s performance, etc.

· The 3-D thing will take a lot of their time

· On PCTC (car carrier), then extrapolate to other classes of vessels

· If I (Gerry) were in charge of a shipyard, I would give one to every owner

· Was developed for internal use; we take care of that first

· We’ve approached shipyard to get CAD files, but haven’t had much success because they view it as their property

· So have to go back to paper files

· 3D Viz

· done a VLCC and products tanker

· this technology enables use on PS2, which is virus proof, PC

· good for safety training

· could simulate a fire, and the seafarer being trained could find his way to mustering point

· can introduce figures, crowds, obstacles, etc.

· virtual reality simulation system

· interactive, so can teach people procedures

· CBT-training is better b/c people retain more

· In the past, most seafarers spent time in industry before going to sea, but not today

· Coming out of college

· 3D Viz will be installed in training schools

· when loss prevention module is completed

· people will be provided with hyperlink to take them directly to that ‘problem area’ for instance, car carriers, lashing is a big issue

· P&I Clubs are very excited about it

· Once we go into full production, it would take us a month (ship, but with 125 ships, that will take forever)

· So now looking at one for each class of ships, with small differences accounted for with hyperlinks

· This is the 5th version

· Coming up with one-off is one thing, but to mass produce it is another thing altogether

· Started in (concept) 99-00

William Ho/Man Sang

· Worries about price info leaking out

· For the supplier, very secretive

· Maersk Sealand calendar on the wall

· Coloured binders stacked on the bookshelf, nearly ceiling high 

· RFQs clipped in big black butterfly clips and hung on the wall

· We cannot avoid it, maybe it’s not mature enough now

· One guy using a ruler to fill in prices on a quote on a piece of orange paper 

· Communications now consist of 60 per cent fax, 40 per cent e-mail

· How do we deal with e-commerce?

· It is a problem we work 365/24/7, but we need 366 days

· We can’t answer all the e-mails, faxes and letters

· In years past, RFQs came in on fax; but now they come in on e-mail from buyers, sometimes very large files

· Are we going to have to pay for e-commerce?

· We would need five more people to have e-commerce

· You have more and more work from e-commerce

· I can’t choose (which platform); I have no idea

· Each time I meet with my friends, other ship chandlers, we talk about this

· We’re waiting for consolidation

· In HK, small family business, the wife is the typist, son is the driver; they don’t know or care anything about e-commerce

· E-commerce will not give you business as a gift; you have to fight for it

· We’re not a supermarket; we have spares, stores, our catalogue is like a bible

· We’ll wait and see; 3-5 years, maybe, everything will be settled

· I asked some friends who joined Arena if they got any new business, and they said just 1 or 2 orders, and they were small ones

· Our service is very important; the owner has to rely on our company; this should determine who gets the business, not whether or not I sign up to e-commerce

· Would not sign up , even if a big owner/buyer said they wouldn’t do business with us anymore

David Nie/

· It’s not a good thing

· For the small business, you still have to involve manpower

· It’s interesting to shipmanagers/owners

· Now buyers can get more quotations because of e-commerce

· So competition becomes harder, 

· The buyers like it because they can get cheaper prices

· Previously have been frame based; but now more spot purchase

· If e-commerce comes in, we will get more competition

· We could benefit because when we in turn source, we could realise the benefits of the buyer

· All the suppliers here in HK are not so use to the paperless office

· We would be forced to join; if a buyer has adapted to a system, so do you or else we are out of the market

Arthur Bowring/HKSOA

· HKD 2000-3000 typical conference price

· Sept. 18-19

· Excelsior Hotel; Pacific Place

· Places for stands

· London – send company profile; outline, programme and division of responsibilities

· HKSOA: 180 members

· Possible discount for members

· China Club dinner/Yacht Club

Mike Mudd/Fleet Management Ltd

· Shipowners/managers/chartering

· Expect ot charter 400 ships in a year

· Bought Andre, a Swiss grain trader, their Asian operations

· Noble Group: holding company; deals in commodities and investments now, too

· 16 years old, founded in 85, listed in S’pore in 97

· Rawmart is the e-commerce initiative of the group

· You cannot trade on RW.com, it simply connects all players in the business

· Public exchanges have not done well because globality is hard to achieve and fierce competition

· To use as a basis for a series of private exchanges

· We’re not producers or consumers

· It’s a giant ‘stitching’ match to get all these companies to talk to each other

· 3-5 years; this is a long-term project

· bid and post system

· 6320 companies, 124 eDeals completed

· can post ‘for sales’ and ‘wanted’

· $400-500m worth of products have gone through since Sept. 11 (launch date)

· pay a fee for posting to board

· connects straight through to bank, HSBC Secure Payment Server, so Rawmart never sees the financial details

· selling ‘shop-fronts’

· average transaction worth $2m (1.2m)

· our own traders use it 

· 7 languages: English, Russian, French, Japanese, Korean, Portugese, Chinese

· 65 per cent derived from emerging economies: Africa, India, China

· we’re a combination of Amazon and FedExpress

· ‘we link producers and consumers’

· private exchange will be about document management

· Noble Grain private trade will be finished 15/5/01

· Save 20 per cent of a trader’s time?

· This is very much a back-end system

· Ernst and Young auditing the business practices; exactly the same as the report on a publicly-listed company

