· To add value

· IT for IT’s sake is a definite no-no

· If it adds value, we’ll do it, if it doesn’t add value, we won’t

· Directly, on the bottom line; savings flexibility, ability to react to customers’ requirements

· It’s always been very positive (feedback), indirectly

· We’ve actually had turn around and say that they have suggested to other shipmanagers that they implement systems similar to the ones that Wallem have

· There is a certain amount of interest from our principals, the shipowners, would Wallem be willing to externalise the IT?

· Generally if people sue shipmanagers, like any outsourcxing, they tend to benchmark, there won’t be a single shipmanager that they go to

· If I was a shipowner I wouldn’t want to look at disparate systems and reconcile between them

· So I can understand their interest in having some commonality

· 50/50 from our perspective, we like to see the whole fleet using the same systems

· but then again an owner using different shipmanagers using the same systems across his fleet

· we develop IT systems internally which we do not charge for; some are externally purchased which are agreed with the owner prior to procurement

· the majority is AMOS-D 

· having said that, we do have a principal who has a different system

· basically what we do is use a weighted balance sheet of questionnaires in terms of functionality, etc.

· viability, implementation, cost, etc.

· it’s not just a question of will it do the job?

· Can we show demonstrably to our principals the value add, it’s obviously one consideration bc they’re voing to end up paying fo rit

· Come up with a coe3hsive implementation strategy

· Office-side software crewing ABS-NS SafeNet for crewing

· Comms software- based on Rydex, ship-shore

· It’s worked well; we were one of the first companies in the world to not use e-mail as just a pure reduction on time but to use it as a means of enabling ship-shore, shore-ship process integration

· Inm-A – the majority – when it comes to voice band, the majority is still A

· We do have some mini-M’s, primarily owner initiative – mini-M is spotty, at the end of the day if the owner wants to make the capital invesment, obviously we’re happy but it’s not necessarily something we would reccomnet as additional capital expenditure

· Inm-F 

· Avg. between 2.5 3.5 thousand $ per month per vessel

· There is fundamentall a major difference between owneroperators and shipmanagers

· We’re a third party, an outsourcer forour principal, the people onboard vessels are our crew

· Tey’re not the owners’ crew

· And owners perhaps havea different point of view when it comes to welfare of crew

· You walk into heavy car service, you don’t care about the welfare of the car mechanice who’s going to do the job

· There is a difference between owning your own vessel and owning the staff who directly employing the staff on board the vessel

· And going to a third party

· Who pays for it? There are simple things like crew calling

· IPDS is good in concept, but we really have got at the ned of the dayas a shipmanager, it’s not our equipment and it’s not our vessel

· From certainly what I’ve ssen, I’ve never seen people retrofit Inm-B to take advantage of lower traffic minute rates

· So if that trend is true, and holds true, then how long’s it going to take for thef leet to go through B before it even gets to F

· M4 is great, but there must be a way to get antenna cost down

· Any stabilised antenna costs silly money

· Inm-B is 35k USD

· We’re looking at Inm-F at under 10k USD, but then you’ve still got the antenna question

· The ability to be able tohave push and upll technologies, ship-shore and shore-ship are definitely at the top of anyone in IT in shipping, it’s not something we have at the moment, and we would spend not inconsiderable effort in working around

· But all in all, IPDS, great idea

· We’ve got a thing that works, has been working for two years, we have had constantly had people basically saying, well saying you own Arena, etc., and we didn’t and we don’t

· It’s doubled the number of vessels aprocurement officer can deal with it

· Are we planning the next jump? Of course; but what we have the best that is available today

· Thesimple fact is that tings change by the minute, by the day, but when Wallem does move to the next one, sure ashell 1. it’s gonna work and 2 it’s going to have an order of magnitude impact on our business

· A lot of people have approached us including seeral from p15 onwards, and I turned around and said way are you constantly trying to get me to downgrade from what I have now?

· The portals have not got ship-shore integration and other bits and pieces, and we’ve had this stuff since 1994

· It amazes me that people ask me to talk about e-procurement and all I’m talking about is stuff that is 2 years old; it’s old hat

· We’ve got the t-shirt, it’s faded

· We’ve certainly not been sitting on our laurels for these past two years

· I’ve got my CEO kick me in the ass, saying what have you done lately?

· Constantly evolving; it’s all very well being leaderof the pack, but people do expect you to come up with new and better ways of doing things

· Wallem does not do IT for IT’s sake

· 50 per cent of fleet are tankers; 120 vessels pure technical

· 115 including manning

new marketing manager Andrew Craig-Bennett

based out of London office

· either the buyers become really hard-assed about negotiations and drive the smaller suppliers out of business

· economics dictate a pie is of a finite size

· unless we’re going to end up with 50k instead of 30k vessels

· the market is the market

when we initially started doing our e-business which is also including e-procurement; e-procurement was the first visible external product, we planned every thre months to put another release out, some more functionatliy, and we waited three months, no one followed, we waited six months, no one followed, I shelved the plans basically to update every 3 monhts

two years after the event, we have anglo eastern launching a competitive product

I just odn’t understand howthe marine industry is going to move ofrward dand actually make money for itself

The simple fact is that concern basically about not sharing information are restricting any ability for anyone to make a dollar

A shipmanager/owner, Inm, terminal

Cost=profit, when you loook at it from a shipowner’s point of view

I would definitely suggest that people need to have a very, very fresh look at the way that they do business

People have always always made money out of shipping, if that was not a fact, there would be no ships

Concert looking forward; CVNS-M owned by the corporate

Steve Lingo; responsible for Marine

852 2532 3528

we saved 30-40 per cent on any call through CVNS-M

and basically Stratos have I understand, are gonna market the service, which we will be excellent for us

the more people on the network, the cheaper it will become

