GT Nexus launches forwarder private network
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Shipping line backed e-logistics company GT Nexus has launched Forwarder Private Network (FPN), an e-logistics solution designed to help freight forwarders manage their shipments, integrating directly with the back office systems of the ocean carriers which use GT Nexus. 

GT Nexus has also formed an alliance with Cleartrack Information Network, a supply chain event management firm, to develop a combined service offering which helps shippers track shipments across different transport modes. 

The company went live with its shipment execution platform in June last year (as Tradiant, the previous company name) and now has 150 customers, including Hewlett Packard and Japanese trading house ITOCHU, who are all managing contracts, placing bookings and managing documentation online. 

The users are about 40 per cent freight forwarders. It is meeting particular success in consumer electronics, paper, chemicals and retail sectors. Most customers are US based. 

GT Nexus has two series of projects. The first is planning. “Our planning products put shippers in control of the supply chain,” comments John Urban, CEO. “They can automate everything from their request for proposal work all the way through contract management,” he says.

Management of long term contracts with carriers is an important part of this. “We bring online a very collaborative process for managing those contracts,” he comments. 

Another aspect of planning is optimising the transportation. “It gets into very sophisticated linear programming applications,” he says. “It allows people who are managing these applications to establish all the business rules.”

Shippers can incorporate many different factors into the planning process, including transit time, carrier reliability, associated services. 

The second series of products is execution tools, which can be used to make bookings, manage the associated documentation and track the goods. It includes tools to send notifications and alerts. 

Combining planning and execution tools, shippers can make clear to carriers what is expected of them and exactly when they are expected to deliver the goods by, creating a sophisticated frame of reference.

“GT Nexus brings some strong analytics capabilities to identify when the plan is operating as expected,” comments Mr Urban. “Say 

I’m supposed to book 19 per cent of my business through carrier a but I only got 15 per cent booked. I kind find out what the impact on my transportation chain is and why it happened.”

The entire GT Nexus system is operated over the internet as an application service provider (ASP). Carriers pay a small fee per transaction, whilst shippers and forwarders pay a licensing fee to use the software. 

SUBHEAD

Standards in logistics

“Carriers almost across the board have gotten very serious and focussed on bringing standardisation to international logistics,” he says. 

“Its a huge issue within the industry. There are millions of dollars of efficiency available by moving this industry outside the traditional phone fax courier process. There have huge ramifications on the cost of managing a supply chain. “The industry has embraced the need for standardised processes to eliminate that and be able to share information electronically.”

“The carriers that have backed GT Nexus are looking at a much larger vision,” he says. “Carriers that have endorsed GT Nexus need to be very focussed on their customer’s need.

“The end of the day, carriers customers are going to demand connectivity to all of their customers. They are going to do it from the kinds of products that GT Nexus builds.”

One of GT Nexus’ goals is to build a reservation system for cargo similar to the Sabre system developed for the airline industry; indeed Max Hopper, CEO and founder of Sabre, is on the board of GT Nexus. 

Mr Urban believes that connectivity between the different portals (GT Nexus, Cargosmart, INTTRA, shipping lines own systems) is not too far away. Similar to the airline industry, where there are a number of rival systems including Sabre, all of which have access to the major airlines. 

Mr Urban dismisses any talk in the industry about carriers setting up portals in order to gain control of the market, or maritime industry being concerned about its money going into the pockets of venture capitalists. 

“The hair on the back of my neck always stands up when you hear semi-socialistic approaches,” he says. “People say, ‘Gee you can really control this market and prevents people from getting in.’ To try to think that you can isolate yourself from the competitive world and control what your customers buy.”

