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NB Vivian: this has a question and answer structure. can you put the DS and PJT in capitals and put a space between each question and answer? 

Piet Jan ten Thije is general manager of e-commerce strategy with P&O Nedlloyd. He formulates P&O Nedlloyd’s strategy across the board with e-commerce, from decisions about its involvement with portals such as Ocean Connect and INTTRA, and purchasing ship supplies and website access onboard vessels. Digital Ship asked him some questions. 

DS What would your fantasy e-commerce provider be like for ship supplies?

PJT My fantasy supplier would meet all the following conditions:

i) accepted industry standard (single or dual)

ii) full, proven back-office integration (in P&ONL’s case DANAOS)

iii) 80 % of all marine suppliers have signed up

iv) "day-rates" for victuals

v) catalogue management by the supplier

vi) an affordable solution for on-board internet access

vii) stable, proven software

viii) longevity of the software provider

DS How far do you think the current service offering is away from achieving this?

PJT We are currently still in the process towards this endgame. There are still four or five main contenders, while in the end game you would typically expect one or two. Also the current providers currently rarely meet more than two of the above eight conditions. 

However, there is also a chicken-and-egg situation, and we realise that at a certain moment in time large shipowners/managers will have to take a risk if we want e-procurement for marine to really take off.

DS Which aspects of the ship supplies e-procurement services so far do you like and which aspects do you most dislike?

PJT For the smaller ship manager, the current product offering is actually quite good. Many of them have limited own back-office systems and the e-procurement software provides a cheap solution for them. 

However, both they and the major suppliers (with some notable, forward-looking exceptions) are unlikely to do anything until a number of the larger buyers are aboard. 

For a large owner/manager the most difficult issue is integration with existing back-office systems. These systems are often of a mixed financial and operational nature. 

Up until recently the focus of the platforms has predominantly been on the RFI (request for information) /RFQ (request for quote) process. A liner operation like PONL tends to have a relatively stable supplier base and therefore has less need for the RFI/RFQ process.

DS What do you think are the advantages / disadvantages of going to a

specialist maritime e-procurement site (such as ShipServ and Setfair) over a generic e-procurement service (such as Ariba)?

PJT This is an interesting one. PONL is actually trying to establish whether we would be best off using one of the dedicated marine applications or whether we would use one of the horizontal platforms, applied on the marine market. 

The marine players have the advantage of good contacts with the supplier base as well as better interfaces with back office systems like Danaos and SpecTec.

For most of the items that we buy for our fleet, the specifications are, however, not so special that they would not fit into a more generic solution.

Horizontal players like Ariba and CommerceOne do bring more stable software and better prospects at corporate longevity. Once a supplier has digitalised his catalog, the effort to hook up to yet another network (horizontal, next to the vertical ones) is limited. In this scenario it is even not unthinkable that sellers of ERP systems join in the competition.

DS Does P&O Nedlloyd allow seafarers to make their own decisions about ship supplies on board? Does e-procurement make this more feasible?

PJT P&O Nedlloyd has a differentiated approach per category of goods. Decisions are taken where the buyer is likely to be the best informed. Typically ordering of spare parts within contract and stores and victuals are done by the vessels themselves. Spares that have gone out of stock for some of our older vessels, as well as repairs, are organised through jointly by the vessel and the shore office. 

DANAOS already allows us to efficiently order articles for contract items. We see the biggest opportunities for e-procurement of

non-contract items like stores and victuals.

DS Do you think bunker e-procurement is a good idea? How satisfied are you with the progress OceanConnect is making and your investment in it?

PJT We would not have invested in OceanConnect if we did not feel that

e-procurement of bunkers was the way to go. OceanConnect is doing pretty well as you can see from their recent growth figures.

DS Do you think an e-procurement company can help you get a price?

PJT e-procurement is not so much about the price, although the cost-of-sale for suppliers does go down, but rather about process cost. We see the biggest opportunities in the area of reducing transaction costs and further increasing our control over the whole buying process.

SUBHEAD

Seavantage replies

Dina Matta, CEO of e-procurement company Seavantage (www.seavantage.com) replies:

We at Seavantage strongly support Piet's key point, that the biggest

opportunities of E-procurement lie in the area of process cost reduction.

The biggest savings for both the buy and supply side are achieved by total process integration, as opposed to only reducing the amount of re-keying information and the consequent reduction of error rates. 

Process integration includes catalogue assimilation and based on that (customer specific) pricelists. Only these pre-requisites will dramatically cut costs for all participants. 

In order to reach this goal in the most cost efficient manner,

a proven software solution and knowledge of the marine market are

essential.

SUBHEAD

ShipServ replies

“We believe that MTML, which was developed by ShipServ, has become the
accepted data communications standard for ship supplies.  It is now in the care of MeCA (the Maritime e-Commerce Association) of which all the major players are members.  

MTML lowers the risk for any buyer because even though he may be integrated with a particular ship supply management provider, if there
was a problem with that provider he should find it relatively easy to link to a new one if he has used the MTML standard.
ShipServ has performed more operational integrations than any other ship supply management provider and all of these are operational.  We have found little or no difficulty in performing such integrations. ShipServ already has 125 suppliers including many of the leading providers
and these are increasing weekly.  

The world's largest supplier MAN B&W has signed an exclusive three year contract with ShipServ. One of the reasons why MAN B&W has signed with ShipServ was that they wished to break the chicken and egg situation and show their commitment to the e-procurement/ship supply process.
"Dayrates" for victuals could easily be established in a TradeNet environment where all
participants have immediate access to updated information. This only requires the
participation of the suppliers to do the daily updating which again requires commitment
from shipowners to start trading.
 

Catalogue management is a complex issue but ShipServ newest product is already working 
with pricelists and IMPA's catalogue. Next to come will be the ISSA catalogue.  We are also working on a very user-friendly pricelist management system for suppliers thereby achieving P&O's requirement.  

Our products are prepared for use onboard when rates for connection from onboard are economically justifiable. In the meantime users are offered an onboard requisition generator with pricelist features which creates a small compressed e-mail able file. The software is designed to complement existing on-board PMS systems.
 
The functionality for P&O largely depends on that provided by DANAOS.  An integration with ShipServ/TradeNet would provide P&O with immediate access to all its suppliers.  We have a
service called The Supplier Enablement Service which enables us on behalf
of the buyer to connect with those suppliers who are not TradeNet enabled
by fax, so that the buyer has a transparent and fully electronic service from day one.  

Our experience is, that users with in-house procurements systems prefer to use their existing
payment solution to which their system is already integrated in parallel with other in-house
systems.

ShipServ has conducted two major studies of most of the "horizontal" software to see whether one of them should form the basis of our offering. To date, however, it has been our conclusion that these platforms did not provide the functionality or support the processes required by the marine industry.  


One of the advantages of ShipServ/TradeNet to any shipowner is that without a common platform used by many shipowners it will be necessary for each shipowner to make his individual connection to individual suppliers.  

The advantage for a shipowner, such as P&O, in integrating their in-house software with ShipServ/TradeNet is that a single connection allows them access to all their suppliers.  It is TradeNet who maintains the individual connections.  Without TradeNet it is necessary for the shipping company to maintain individual connections with at least 100 suppliers and possible as
many as 1,000.  TradeNet removes this headache.
Our experience, as mentioned above, is that much of the trade done across TradeNet is direct orders and that shipowners and their suppliers are very much interested in streamlining the
process rather than beating the price down.  
