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P erform ance is th e  tru e  te s t 
of a carrie r in its ability to  
deliver custom er satisfaction. 
As in ternational sh ippers 

p u t A tlantic C ontainer Line to  th e  test, 
we consisten tly  perform  to  m eet all 
th e ir  expectations. In fact, ACL is th e  
choice of m ore N orth Atlantic sh ippers 
than  any o th e r  carrier.

Delivering custom er sa tisfaction  has 
always been a hallm ark of Atlantic 
C ontainer Line. As your to ta l tra n s -

po rta tion  partner, ACL offers a  w ide 
range of services th a t can accom m odate 
every  type  of shipm ent. W hatever the  
cargo, ou r team  of experts  s tudy  your 
shipping requ irem en ts in dep th , 
providing innovative solu tions to  fit 
every  need. ACL gives you first class 
perform ance—first tim e, every  time.

T ry ACL and  com pare us w ith th e  rest. 
You'll no tice th a t th e re 's  som ething 
different abou t Atlantic C ontainer Line.
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Our customer commitment 
the right container 
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International 
Report b y  Elizabeth Canna

■  What does central booking for rail and ocean transport 
have to do with military logistics? Maybe more than we 
realize.

Today's sophisticated supply chain m anagem ent networks 
can trace their roots directly to yesterday's m ilitary distribution 
systems. No surprise here. M ost everyone knows this (and 
those who weren't aware will be after reading this m onth's cover 
story).

But to take a peek at the learning curve in progress consider 
the case o f one very low-profile back-room  logistics project yet 
to be unveiled publicly w hich has also borrowed from  the armed 
forces. Global Logistics Venture, a 50-50 partnership shared 
by CSX Corp. and American A irlines has som ething in com -
m on  w ith  th e  U n ite d  S ta te s  T ra n sp o r t C o m m an d  
(USTRANSCOM ): General Duane H. Cassidy. Cassidy 
joined CSX Corp. in the fall o f 1989 after he retired from  the 
military. Global Logistics Venture was launched by CSX and 
American Airlines at about the same time. Cassidy's last 
m ilitary assignm ent was as the first com m ander in chief o f 
USTRANSCOM , an um brella com m and created by President 
Reagan in 1987 to coordinate global air, land and sea transpor-
tation for the army, navy and air force. His first job  title at CSX 
Corp. was vice president-logistics technology, a title he still 
holds. (He was recently given the added responsibilities o f 
president o f CSX/Sea-Land Logistics, which is playing a sig-
nificant role in the Kuwaiti re lief effort).

W hile Cassidy was com m anding U STRAN SCO M  he pre-
sided over the developm ent o f a logistics com m unications 
system called G lobal Transportation Network. And since jo in -
ing CSX Corp. he has worked closely with those steering 
jlo b a l Logistics Venture.

The people at G lobal Logistics Venture aren't talking about 
heir work. The project only recently entered an early trial 
nhase, and its creators are reluctant to tout w hat they haven't 
idequately tested. Their m enu o f value added logistics services 
vill ultimately depend on what shippers want. But with an 
lirline funding half o f the venture, it doesn't seem far-fetched to 
nfer that central booking a la the Sabre system shared by m ajor 
lirlines might be one of those value-added services.

And that's what central booking for rail and ocean transport 
las to do with military logistics.

V  America's star may be shining brightly right now in the 
teady atmosphere o f post-war foreign affairs. But in diplo- 
natic circles of somewhat lesser consequence, the United 
dates recently lost an important foothold.

"W e g o t ro lle d ,"  sa id  an  A m e ric a n  sh ip p in g  
lelegate, referring to the defection of m ost o f the U.S.'s 
upporters in the tum ultuous UNCTAD Liner Code review 
in fe ren ce  debate. A fter some 15 m onths of internal squab-

bling the so-called Group B, or developed countries, finally 
agreed on conditions for the long-postponed review  confer-
ence. W ith the exception o f the U nited States, they accepted a 
proposal which had been put forth by secretary-general K en-
neth Dadzie. The U.S. opposed the Dadzie com prom ise saying 
it left too m uch latitude for expansion o f the Liner Code. A t first, 
m any o f the Group B countries sided with the U.S., but that 
support eroded over tim e as one by one they decided to just get 
on w ith things.

If  the U.S. decides to attend the review  conference, which 
will be held M ay 21 through June 7 in Geneva, it will be able to 
vote on matters o f procedure even though it is not a  signatory to 
the Liner Code. However, only contracting states will be able to 
vote on am endm ents to the Code. It was a debate over voting 
rights for non-signatories that sabotaged the original review 
conference in the fall o f 1988.

W hat worries the U.S. and other states, even signatories, is 
that the underdeveloped countries, the so-called Group o f 77, 
will succeed in extending the Liner Code's cargo-sharing pro-
visions to interm odal transport and to non-liner, non-confer-
ence carriers. But the Group o f 77 appears to be even more 
disunified than the Group B countries, a state o f affairs some 
hope will blunt efforts to extend the Liner Code.

W hen it finally gets under way in M ay, the Liner Code review 
conference will be interesting to watch, not so much because of 
its potential for extending the Code, but because it could give us 
a good snapshot o f the changing world order everyone is talking 
about. Consensus seems to be out o f the reach o f Group B and 
the Group o f 77. A ndno  one seems certain whether o rno t Group 
D (com m unist) even exists any more. Those post-W orld W ar II 
monoliths have begun to disintegrate.

Now it's tim e for the diplom ats to get w ith the program.

■  Liner Code proponents aren’t the only ones eyeing 
increasingly influential non-conference carriers.

At this w riting in m id-M arch, North A tlantic operators were 
preparing for another m eeting o f the Eurocorde A greem ent the 
w eek o f M arch 18. Eurocorde is a discussion forum supported 
by m ost o f the North Atlantic conference and non-conference 
carriers which perm its the participants to discuss pricing w ith-
out fear o f antitrust prosecution, at least for now.

Shippers on both sides o f the Atlantic have com plained for 
years that Eurocorde is anti-com petitive. A lthough the regula-
tors at the Federal M aritim e Com m ission in W ashington have 
allowed Eurocorde to exist, European Com m unity antitrust 
watchdogs in Brussels have been sending signals o f late that 
they  m ay no t share  the F M C 's unspoken  app roval o f 
Eurocorde.

It will be interesting to see if, after the Eurocorde meetings, 
non-conference carriers announce rate increases sim ilar to
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those being instituted by the conference. Rather than trying for 
an across-the-board rate hike in the highly com petitive trade 
between Europe and the A tlantic and G ulf Coasts, the confer-
ence has opted for selective rate increases. It's one way to try and 
avoid the inevitable avalanche o f independent actions that 
usually follow a general rate increase.

M eanwhile, with Brussels seemingly building m om entum  to 
rule against Eurocorde, the agreement's m eeting in M arch may 
present a last opportunity to try and get those rates up before 
things get sticky.

■  Speaking of conference and non-conference carriers 
getting rates up, members of the Transpacific Stabilization 
Agreement have reaffirmed their intention to eff ect their own 
general rate increase. The target GRI is $200 per forty-foot 
container equivalent. The target date is May l.A n  increase of 
$200 per FEU will "barely restore the levels" that existed a 
year ago, TSA said.

TSA ’s staunch support of the impending GRI is matched by 
the m em bership's determ ination to keep no less than 14 percent 
of unused capacity off the market. A nd that could go up to 15 
percent between now and the end o f M ay, TSA  said. A fter that, 
the num ber o f TSA  slots declared off-lim its could go even 
higher since a recent TSA filing with the FM C puts the ceiling 
at 18 percent.

How staunch is TSA's staunch support of its goals? The 
mem bership seems to have rem ained loyal to their capacity 
reduction program , but not so loyal to GRIs. As in the transat-
lantic, IAs have undercut rate increases. W ill this year's round 
of rate hikes fare any better?

Remember, TSA doesn't have the strong binding ties that a 
conference has. It's all voluntary. A nd we all know how effec-

M Gone are the days when the Shipping Act was viewed by 
the FMC leadership as a law that doesn't need any major 
fixing. This was the position of former Acting Chairman 
James Joseph Carey, who said back in October of1990 that he 
was of the opinion that "if it (the 1984 Shipping Act) isn’t 
broke, don't try to fix it."

Chairman Christopher Koch's w illingness to at least take a 
look at the possibility o f m aking changes in the law surfaced 
without any great fanfare back in early February when he 
indicated that he w ould not just sit back and accept the status 
quo.

"Any im provem ent is worth instituting if  it provides signifi-
cant, positive long-term  benefits," chairm an K och said at the 
time. "My personal goal is not a passive acceptance o f the status 
quo, but a constant search for the m ost responsive, well- 
maintained, reliable and efficient transportation system."

Those words did not appear to ruffle any feathers at the tim e 
they were spoken.

tive conference ties have been.

■  The first term of the landmark transatlantic Vessel 
Sharing Agreement expired at the end of March. And the 
VSA's members marked the occasion by making a few changes 
to the agreement which make it more difficult for a carrier to 
abandon the VSA.

Rather than being effective for successive term s o f three 
years each, the V SA is now effective for one ten year term, 
beginning M arch 28,1991 and ending on M arch 27 ,2001. If  a 
V SA m em ber decides to withdraw, that carrier m ust now "make 
all reasonable efforts to assist the other parties in succeeding to 
the business o f the withdrawing party, including, but not lim ited 
to, providing custom er lists, and affirm atively recom m ending 
the other parties to the w ithdraw ing parties' customers," the new 
agreem ent says.

M oreover, any carrier opting to withdraw  from  the VSA is 
barred from  the trade as a com m on carrier for five years, or until 
after M arch 28, 2001, whichever com es first.

Could such strong incentive to stick with the VSA bode well 
for transatlantic stabilization?

■  Graduates of the State University of New York's Fort 
Schuyler Maritime College shared an awkward moment during 
their recent alumni luncheon.

As keynote speaker Philip Shapiro, president and CEO of 
Liberty M aritim e Corporation, reached the point in his speech 
where he discussed the legislative fallout o f the Exxon Valdez 
oil spill, the m ood of the audience shifted almost im perceptively.

Seated at the rear o f the room  was the 1968 Fort Schuyler 
graduate Joseph Hazlewood, the ill-fated captain o f the Exxon  
Valdez.

However, subsequent events have drawn concern from  some 
officials, who fear that Koch may be leaning in a pro-dregulatory 
direction supported by fellow FM C m em ber Rob Quartel, 
whose views are well-known.

"There are signs that the chairm an is leaning in Q uarters 
direction. He has voiced doubts over the conference system and 
the value of tariff filing," Am erican Shipper was told by an FMC 
insider. It is understood that Koch threw  open the possibility ol 
discussing Shipping A ct provisions in a conversation with an 
official o f a m ajor U .S.-flag steam ship line.

Two fellow FM C m em bers agree that the FM C chairm an no 
longer regards the Shipping A ct as set in concrete.

Significantly, com m issioner M ing Hsu noted that Koch has 
"broken" from  the view that "if it isn't broke, don't fix it." While 
the com m issioner withheld detailed com m ent on the situation 
she did agree that in the upcom ing review  o f the statute that "we 
should look at some o f the issues raised by shippers." She woulc 
not elaborate on these issues.

Washington 
Report b y  Tony Beargie

v -
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Com m issioner Rob Quartel appeared to be encouraged by 
Koch's posture on the Shipping Act.

"I think the Chairm an and I are on the same wave length on 
many issues," but by all means not all issues, Quartel told 
Am erican Shipper. "W e are both conservative Republicans, but 
even among conservative Republicans, there are going to be 
differences.”

Quartel predicted that both the FM C chairm an and FM C 
mem ber M ing Hsu will soon be joining him  by raising some 
really tough questions" over the Shipping Act. "They are going 
to ask the industry to tell them  w hat is good for ALL businesses, 
m eaning international trade in general."

"I think Chris is very interested in doing som ething to support 
the U.S. m erchant marine and I think the questions he is asking 
right now are related to w hat is the best thing to do for the 
industry, Quartel said of the FM C chairman. "I think his head 
is in the right direction on that."

Quartel also took note of another difference between the 
present chairm an and form er Acting Chairm an Carey. "Chris is 
taking an active role in m anaging the (FM C) staff and setting the 
agenda," Quartel said. "Carey let the staff set the agenda, while 
Chris is setting his own agenda."

Does all of this spell trouble ahead for ocean carriers who 
support tariff filing and the conference system? Some feel that 
if  Koch goes too far that there m ay be problem s down the 
road.

In a conversation with Am erican Shipper, Koch agreed that 
he has raised the possibility o f discussing various Shipping Act 
issues and has in fact done so with "several" chief executive 
officers o f various steam ship lines, including those represent-
ing a m ajority of U.S. flag shipping lines.

These on-going conversations are taking place on an infor-
m al basis, Koch said. And, the CEOs are now in the process of 
answering a num ber o f issues Koch has raised.

The general question being asked o f all shipping line execu-
tives is in effect what the current system (the 1984 Shipping 
Act) does to help their business.

A sked if the very fact that issues are being raised signals a 
change in policy from  the agency's leadership, K och said his 
approach to issues "shouldn't signal a change in anything."

"I think these are legitim ate questions," the FM C chairman 
said. "It's not ju st me. The whole Shipping A ct is going to be 
questioned this year and you can’t run from  it, and you shouldn't 
ran  from  it."

"I'm being very inquisitive and I would like the answers," 
Koch said. "And, I would hope that any new (FM C) chairm an 
would be doing the same thing."

J i Some officials feel behind the scenes activities taking 
place within the Advisory Commission on Conferences and 
Ocean Shipping may throw a monkey wrench into a smooth 
review of the Shipping Act by the Advisory Commission when 
it starts work in mid-April.

For starters, D avid Dye, form er counsel to form er Acting 
FM C Chairm an Carey who oversaw the setting up o f the 
Advisory Com m ission, has left that position to becom e the 
GOP counsel on the House Interior Com mittee.

The Advisory Com m ission's new  executive director is Florie 
Liser, who recently left her job  as an econom ist in the Transpor-
tation D epartm ent's Office o f International Trade and Trans-

portation. The director o f that office is A rnold Levine, who 
some feel has "his own agenda" for the FM C. There have been 
rum blings around W ashington that L iser's form er ties with 
Levine's office could spell trouble for the FM C and the Ship-
ping Act.

A  source who knows Levine said he "personally" would like 
to do away w ith the FM C that his position here is "well-known" 
by certain governm ent officials. During the Reagan years, it 
was noted, there existed an "internal bill" that never surfaced. 
However, that proposal would have done away with the FM C 
and transferred its duties to an office w ithin D O T.

Transportation Departm ent officials totally reject the sug-
gestion that the A dvisory Com mission's day-to-day operations 
will be slanted.

Deputy Secretary of Transportation, Elaine Chao, a former 
FM C chairm an, will be representing Transportation Secretary 
Samuel K. Skinner on a day-to-day basis at the Advisory 
Com m ission, it was noted. "She (Chao) is very sensitive to the 
independence of the Com mission," Am erican Shipper  was told. 
Furtherm ore, DOT officials have also heard rum ors that the 
Com m ission m ight be "stacked" adm inistratively in favor of 
deregulation, and those who have voiced concern over this 
possibility "have been assured that we have no hidden agenda."

The com m ission was scheduled to hold its first public m eet-
ing A pril 10, when all eight o f the private sector com missioners 
will be sworn in. The year's schedule may be announced at the 
meeting, L iser said.

For future reference, the com m ission is housed at the D e-
partm ent o f Transportation's m ain W ashington headquarters in 
room  5102. The telephone num ber is (202) 366-9781.

■  Has Sea-Land Service changed its position on ODS 
reform?

The w ord from  industry sources is that CSX board chairman 
John Snow m et with Transportation Secretary Samuel K. Skinner 
and M aritim e A dm inistrator W arren Leback in early M arch to 
inform  them  that CSX/Sea-Land w ould oppose subsidy reform 
legislation that contains any expansion o f subsidy funds or the 
right o f subsidized operators to build foreign.

At least three governm ent sources confirm ed the fact that the 
m eeting took place, the industry official said.

■  The Agriculture Ocean Transportation Coalition 
(AgOTC) will hook up with the National Industrial Trans-
portation (NIT) League in a combined meeting scheduledfoi 
May 7-8 in Washington.

This is the first tim e the tw o groups have jo ined forces: 
AgOTC spokesm an Peter Friedm ann said.

The afternoon session of M ay 8 is being set aside for the 
A gOTC agenda w hich will cover a num ber o f Shipping Acl 
issues, carrier surcharges, and ocean transportation taxes. The 
latter will include a discussion o f "dram atic increases" in these 
charges and also a discussion of harbor fees, vessel tonnage 
taxes and Coast Guard user fees.

The Shipping A ct will be discussed during the morning 
sessions on M ay 8. FM C Chairm an Christopher Koch has beer 
invited to speak, as has Transportation Secretary Samuel K 
Skinner.

The M ay 7 sessions will deal prim arily with surface transpor 
tation issues.
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Forwarders Seek A Bigger Role
Want to be total logistics providers, but say they're handicapped. 
Some favor complete deregulation.

By Joseph Bonney___________________________

Many freight forwarders, customs bro-
kers and other shipping middlemen believe 
U.S. laws and regulations haven't kept pace 
with the blurring of boundaries between 
transportation functions.

The issue was brought into focus by the 
Federal Maritime Commission's unsuc-
cessful struggle to define a shipper (fol-
io wing page) and by the furors over bonding 
of non-vessel-operating common carriers.

Those disputes are merely symptoms of 
a more fundamental shift in transportation, 
several speakers said at the annual meeting 
of the National Customs Brokers and Freight 
Forwarders Association of America.

They said today's transportation envi-
ronment requires integrated logistics com-
panies that can handle everything between 
the time an order is placed until the product 
reaches the warehouse or retail shelf.

"Basically, I say let the importers and 
exporters do what they do best, and that's 
buy and sell," said Cobb Grantham, man-
aging director of DSL Transportation Ser-
vices Inc., a consolidator based in South 
Gate, Calif.

The rest of the work— letter-of-credit 
administration, customs details, transpor-
tation contracts, insurance, order tracking 
and so on— should be done by the logistics 
company, he said.
"The market has and will continue to dictate 
one entity to handle these functions, re-
gardless o f governm ent regulations," 
Grantham said. "If you are called a for-
warder, broker, consultant or whatever, you 
must become an international logistics 
company— a provider of all required func-
tions (from) after the sale is consummated 
to delivery of merchandise."

A growing number of forwarders and 
brokers also function as NVOCCs, largely 
to keep from being shut out of the trans-
portation loop. Some com panies have 
formed partnerships to try to provide ship-
pers with one-stop service.

Grantham said, though, that U.S. laws 
and regulations have no category for the 
international logistics company he de-
scribed. "I think it's time for the regulators 
to catch up with the market," he said.

D ifferent Rules. M. Sigmund Shapiro, 
president of Samuel Shapiro & Co. of 
Baltimore, said U.S. companies are handi-
capped in competition with overseas coun-

terparts who can provide a complete pack-
age to shippers.

"How can we operate under a different 
set of rules from the rest o f the world? he 
asked.

Responding to that question, FMC chair-
man Christopher Koch said that one of the 
FMC's most difficult tasks is figuring out 
how to deal with transportation intermedi-
aries.

There's no perfect solution, he indicated. 
Attempting to extend the FMC's regulation 
beyond U.S. borders is difficult and causes 
problems, as shown by the controversy 
over bonding of NVOs, he said.

Another suggestion has been to deregu-
late forwarders and NVOs. Koch noted that 
European Community nations "don't have 
this 'definitional matrix' confusion," but 
recognize vessel-operating common carriers 
and broadly defined transport users.

"I'm perfectly willing to consider whether 
that is a better way to do it," Koch said. "The 
last thing anybody in Washington, D.C. 
wants to do is put our forwarding industry 
at a competitive disadvantage, just as they 
don't want to put our merchant marine at a 
disadvantage. Yet that is exactly what we 
are doing."

He said, however, that deregulation would 
raise numerous issues and that any move in 
that direction would require extensive dis-
cussion of the possible consequences. He 
indicated that the Presidential Advisory 
Commission on the 1984 Shipping Act 
would be a good place to start.

Shifting Role. Jim White, director gen-
eral of the British International Freight 
Association, said U.S. regulations haven't 
reflected the changes in forwarders' activi-
ties.

After containerization, he said, "the for-
warder gradually altered his role and ceased 
to act solely as the agent of the cargo and 
more and more assumed the responsibility 
o f the carrier."

This transformation has been encouraged 
by customers who seek a single carrier 
liability, a single document of carriage, a 
single cost for the service provided, and a 
single point of contact, he said.

As a result, according to White, "the 
traditional demarcation lines between the 
various elements in the transportation chain 
have disappeared, except here in the U.S. A., 
where your statutory requirements to some 
extent artificially maintain the old order."

White said the forwarder is the logical 
one to pull together the various elements of 
a logistical system.

"The trend for the '90s is clear— the for-
warder will be required to provide a total 
distribution package backed by a wide range 
of value-added services, many related to 
the control and dissemination of cargo- 
related information."

If forwarders don't act, he said, the 
opening will be filled by ocean carriers who 
already function as intermodal operators 
and are becoming increasingly vertically 
integrated through acquisitions of ware-
housing and distribution facilities.

Says Shipper Pays. U.S. regulations 
restrict the ability of forwarders to provide 
the services that shippers want and need, 
White asserted.

"Continued increasing regulation of the 
maritime sector in the U.S.A. is inhibiting 
the development of the ocean forwarder's 
role in supply-chain management," he said.

The victim, he said, is "the U.S. inter-
national trader, who continues to pay un-
necessarily high costs."

White said forwarders should be able to 
tailor a logistics package to a customer's 
needs, and to "charge according to the value- 
added services incorporated in the contract, 
free of artificial tariff barriers."

Ocean carriage represents less than 20 
percent of the value of a logistics contract, 
White said. "It is, I believe, wrong that 
outmoded concepts on tariffs in this sector 
should become a major problem for inter-
national forwarders serving the U.S. mar-
ket," he said.

NVO Bonding. Forwarders based outside 
the U.S. have criticized requirements for 
tariff-filing and bonding by NVOCCs. 
White called the bonding requirement "an 
extra-territorial extension of U.S. legisla-
tion."

He said the bonding will be expensive to 
implement, and that the law wrongly views 
the forwarder as a common carrier. "He is 
not a common carrier, and such a concept 
disappeared outside the U.S.A. years ago."

W hite said the main reason for the 
NVOCC bonding law seems to be to help 
the FMC with its enforcement of tariff- 
filing requirements by freight forwarders 
who are sending goods to the U.S.

(Continued on Page 98)
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Middlemen Get 
The Green Light
FMC gives up effort to restrict definition 
of "shipper." Carriers disappointed.

By Tony Beargie

A five-year attempt to narrow the defini-
tion of the term ‘shipper’ under the 1984 
Shipping Act has finally been abandoned 
by the Federal Maritime Commission.

The Commission considered restricting 
use of the term "shipper" to beneficial own-
ers of cargo as a way to limit abuses to the 
Shipping Act, but any such action would 
have run counter to the Interstate Com-
merce Law, which defines "shipper" as the 
person responsible for paying the freight 
bill. The ICC definition has been upheld in 
the courts on numerous occasions.

If a more restrictive definition were 
adopted by FMC, various transportation 
intermediaries such as shipper agents, 
freight forwarders and brokers would have 
aeen barred from acting as “shippers” un- 
ier the Shipping Act. This, in turn, would 
lave prevented them from obtaining many 
benefits flowing from the statute such as the 
ight to ocean carriers’ mixed commodity 
ates.

The commission’s decision followed a 
engthy oral argument held late last year 
vhere shipper groups and so-called trans- 
lortation middlemen spoke out against the 
hipper definition proposal. Liner confer-
ences, on the other hand, argued that clari- 
ication of the shipper definition was 
equired so that ocean carriers would know 
or certain just who is qualified under the 
iw to obtain certain shipping rates. (For 
overage, see the December 1990 issue of 
merican Shipper, pages 28-32.)

'he Decision. Announcing the agency’s 
ecision, FMC chairman Christopher Koch 
lid the proposal was “well intended” but at 
te same time was “flawed and unwork- 
ble.”
Furthermore, the proposal failed since it 

tempted to place “artificial regulatory 
axes around dynamic, flexible commer- 
al relationships” in international trade, 
och added.
“The range of activities provided by

various middlemen in the shipping industry 
is highly diverse and complex,” the FMC 
chairman said. “The Commission has prop-
erly determined that this proposal would 
create rigid definitions providing few, if 
any, benefits to the commercial market-
place and would create unnecessary confu-
sion, and only more problems.”

Koch’s statement reflected many of the 
views expressed by those opposed to the 
proposed rule.

Aside from narrowing the shipper defini-
tion and limiting the use of mixed commod-
ity rates, the proposed rule carried a third 
prong aimed at barring non-tariffed NVO 
operations. Koch noted that the still rela-
tively new NVO bonding law addresses 
this issue.

Linking the NVO bonding law to the 
objectives of the proposed rule drew a dis-
senting statement from FMC member Rob 
Quartel, a well-known opponent of the new 
law. The NVO law “is simply not the ‘ white 
knight’ of this issue; in fact it is really a 
noncompetitive wolf in sheep’s clothing,” 
Quartel said.

In an order discontinuing the proceed-
ing, the FMC said the record gathered in the 
proceeding showed that the proposed rule 
was “irreparably flawed” in its endeavor to 
“define who is and (who) is not a shipper.” 

The FM C’s objective was to limit the 
scope of parties who could act as shippers 
under the Shipping Act and also to bar 
untariffed NVO operations so that “the 
statutory scheme contemplated by the 
Shipping Act” would be preserved.

The agency’s proposed shipper defini-
tion “was essentially a device to effectuate 
certain substantive restrictions,” the FMC 
noted.

The proposal drew very little support 
from the public, with only ocean carriers 
and conferences voicing limited support, 
the FMC said. Of the over 50 comments 
received a majority either urged the com-
mission to abandon or make major changes 
in the proposed rule, the agency said.

The so-called “legally responsible to pay”

standard in the proposal drew the most 
criticism, with many holding the standard 
to be “ambiguous” since a carrier may not 
possess the means to determine if a certain 
party is the one legally responsible for pay-
ing transportation charges, the commission 
said.

Furthermore, many argued that often 
more than one party may have payment 
responsibilities, and that an entity’s “inter-
est in a shipment, such as ownership rather 
than responsibility to pay, is the more ap-
propriate criterion for defining” the term 
“shipper,” the FMC said.

Many commentators also challenged the 
“categorical exclusion” of parties such as 
forwarders, brokers, agents and shippers’ 
associations from shipper status under the 
law, the FMC said.

Shippers’ associations, for example, felt 
that the proposed revamping would restrict 
their rights under the 1984 Shipping Act.

As appears to be the case now regarding 
the new NVO bonding law, ocean carriers 
and conferences opposed “the perceived 
law enforcement duty created by the pro-
posed rule” regarding NVO tariff filing. 
Some carriers suggested that the FMC “was 
in effect attempting to delegate to carriers 
some of its (the commission’s) own law 
enforcement responsibility, the FMC said.

“It appears that the suggested definition 
of ‘shipper’ unrealisticly attempted to sim-
plify the complex relationships and activi-
ties in the sh ipp ing  in d u s try ,” the 
commission said.

“The proposed definition proved, we be-
lieve, to be excessively rigid and conse-
quently unintentionally exclusionary in its 
application to a myriad of entities with 
interests of various kinds in oceanbome 
cargo.”

Issue Dates Back To 1986. What got 
the ball rolling on the shipper definition 
issue was a petition filed by Howard A. 
Levy, attorney for the U.S. Atlantic-North 
Europe Conference and the North Europe- 
U.S. A tlantic Conference (collectively 
known as the North Europe Conferences) 
seeking a rule that would have provided the 
industry guidance as to just who is a shipper 
under the 1984 Shipping Act.

What really bothers NEC are alleged 
service contract abuses said to be carried on 
by certain transportation middlemen.

These parties, according to the NEC at-
torney, go to the FMC and research service 
contract filings and then seek equal treat-
ment under the law as similarly situated 
shippers.

In turn, the middlemen, who do not own 
the cargo, purchase transportation services 
from ocean carriers and then turn around 
and sell service contracts to shippers, Levy 
asserted. (For coverage, see the December 
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"I believe that anyone who ships 
today by truck and rail wonders 
why they have the freedom  fo r  
overland movements but not by 
ocean."

-  Peter Friedmann

1986 issue of American Shipper, pages 8- 
10.)

Levy continued to take an active role in 
the issue right up to the FM C’s decision to 
end the whole ordeal.

Reached at his office in New York, the 
NEC attorney voiced disappointment over 
the commission’s decision to terminate the 
shipper definition proceeding without 
coming up with a clarifying definition.

“We need a rule to clarify the statutory 
definition,” Levy told American Shilpper. 
Levy said he was “disappointed that the 
FMC determined not to adopt a new or 
revised shipper definition rule.”

He added that he continues to be of the 
view that “such a new or revised rule would 
be extremely useful and was needed to 
provide appropriate guidelines for the 
maritime community at large.”

During the course of changing proce-
dures over the years in an attempt to clarify 
the shipper term, the FMC in the proposed 
rulemaking issued a rule different from that 
proposed by Levy.

The big difference was the agency’s de-
cision to expand the proceeding to cover 
non-tariffed NVOs, and that decision “re-
ally fouled the whole thing up,” an industry 
source said.

In the meantime, Levy’s group contin-
ued to back FM C’s objective, while not 
supporting the agency’s proposed shipper 
definition. During the course of last year’s 
oral argument before the FMC, Levy said 
the commission was on “the right road ’ 
despite some reservations over the pro-
posal. (For coverage, see the December 
1990 American Shipper, pages 29-33.)

AgOTC: “Tar Baby.” The proposed rule 
was “a tar baby you don’t want to touch,” 
Peter Friedmann, who represented the Pa-
cific Coast Council of Customs Brokers 
and Freight Forwarders in the FMC case, 
told American Shipper.

The FMC is now finding it difficult to 
implement the new NVO regulations, he 
noted, adding that the agency certainly felt 
it would have been even more difficult to 
issue new rules for shippers, Friedmann 
indicated.

Friedmann called the commission’s ac-
tion “a wise decision” which shows that the 
agency “is sensitive to and aware of com-

10 AMERICAN SHIPPER: APRIL 1991

mercial practices” in international mari-
time transportation.

“Modem transportation logistics trans-
actions can be very complex in terms of 
financing , ow nership  and d e liv e ry ,” 
Friedmann said, adding that “any narrow-
ing of the definition of shipper would have 
a tremendously disruptive impact on cur-
rent commercial trade practices.”

Will Issue Become Moot? Signifi-
cantly, Freidmann raised the possibility that 
the issue may as early as next year become 
“moot” should Congress decide to deregu-
late service contracts.

“If service contracts are deregulated in 
1992 like those in the forest products indus-
try (which are exempt from FMC regula-
tions) and like those in the rail and trucking 
sectors, then the issue of ‘who is a shipper 
becomes moot,” Friedmann said.

“I believe that anyone who ships today 
by truck and rail wonders why they have the 
freedom for overland movements but not 
by ocean,” Friedmann said. “They are 
wondering why ocean transportation is out 
of sync.”

“A Fire Has Been Put Out.” Those were 
the words used by attorney Ronald N. 
Cobert, an attorney for several shipper as-
sociations which opposed the FM C’s pro-
posed rule, when he reacted to the FM C’s 
decision to discontinue the shipper defini-
tion proceeding.

Cobert fears that the FMC may repeat the 
same mistake in the agency’s efforts to 
implement the new NVO law.

“They (meaning the Federal Maritime 
Commission) placed a lot of emphasis on 
the new (NVO) law, and if the new rules 
restrict shippers' associations, then we have 
the same problem as we had in the shipper 
definition case,” he said. “They appear to 
be putting all of their eggs in one basket.” 

On the other hand, Cobert voiced support 
for the FM C’s attempts to get the NVO 
situation “under control as long as those 
attempts do not restrict shippers’ associa-
tions.”

If the proposed shipper definition were 
allowed to stand, this would have harmed 
shippers ’ associations, because it could have 
been interpreted as stating that the shippers' 
groups are not shippers under the law. In 
turn, this could have knocked shippers’ 
associations out of the ability to me-too 
service contracts and to use tariff rates, 
Cobert said.

“We have 90 years of historic precedent 
regarding shippers’ associations," Cobert 
said. “There is no reason to overturn the 
legal precedent that shippers' associations 
are shippers. They have the same rights and 
protections accorded to all other shippers,” 
Cobert concluded.

Quartel Would 
Give Middlemen 
Total Free Rein

But NVOCC spokesman 
withholds endorsement of 
his stance. Peter 
Friedmann, however, says
6,000 NVOCCs in Hong 
Kong alone make FMC 
enforcement regulations a 
hopeless task.

By Tony B e a r g ie ___________________________

The Federal M aritim e Com m ission 
should get out of the business of trying to 
regulate transportation middlemen, ac-
cording to agency com m issioner Rob 
Quartel.

“Our current efforts to divide the inter-
mediary community into a collection of 
seemingly discreet entities to be licensed, 
bonded, tariffed, investigated, monitored, 
and otherwise bureaucratically pigeon-
holed and poked at is both foolish and 
pointless,” Quartel said in a speech deliv-
ered before the Houston (Texas) Customs 
House Brokers and Freight Forwarders 
Association.

Shortly after his Houston appearance 
Quartel told American Shipper it is next tc 
impossible to define the wide range o 
transportation middlemen in a way tha 
would not adversely affect intemationa 
commerce.

“We spend a lot of time here (at the FMC 
trying to slide the definition of these group 
into finer and finer categories and alsi 
attempting to fit square pegs into roum 
holes,” Quartel told American Shipper 
“And the fact of the matter is we don ’ t kno\ 
very much about transportation middle 
men.”

Furthermore, the commission’s postur 
over the whole issue of transportation intei 
mediaries is “out of sync” with other go\ 
emment agencies who regulate air, roa 
and rail transportation, Quartel said.

Quartel suggested to his Houston aud
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ence that the FMC “let go,” so to speak, and Koch Outlines FMC Agenda
“allow the market to define the appropriate
structure and functions of transportation ^ e w  chairman appears before House subcommittee, lists
intermediaries.”

Three Steps For FMC Proposed.
Quartel proposed that the FMC take the 
following three steps aimed at deregulating 
the middleman industry.

• Begin a fact-finding proceeding to find 
out basic facts about the industry, such as 
how many intermediaries are operating, 
how they operate, how they interact with 
each other, and so forth.

• Publicly call on the Shipping Act Ad-
visory Commission to investigate and 
evaluate the issue, and to recommend “ap-
propriate legislative changes” to the 1984 
statute.

• The FMC could also consider using its 
Section 16 authority to exempt transporta-
tion intermediaries from agency require-
ments such as tariff filing. (The FMC 
recently proposed to exempt marine termi-
nal operators frorm agency regulation, he 
noted.)

Quartel used his Houston appearance to 
publicly question the merits of tariff filing.

Having had some experience with the 
agency’s proposed Automated Tariff Fil-
ing and Information System (ATFI), Quartel 
said he has developed a “strong skepticism 
about the value of tariff filing in general and 
the tariff system in place at the Commis-
sion, in particular.”

Reaction Mixed. While the Interna-
tional Association of Non-Vessel-Operat- 
ing Common Carriers’ executive director 
Raymond P. deMember didn’t exactly slam 
the door on Quartel’s proposed program, he 
also did not endorse it at this point in time.

The NVO industry spokesman said there 
is “a sentiment in the industry for as little 
regulation as possible,” but as long as regu-
lations exist, they “should be enforced 
across the board.”

Furthermore, only about three percent of 
the NVO association’s membership would 
support the elimination of tariff filing, 
deMember said.

Washington attorney Peter Friedmann, 
who represents many transportation inter-
mediaries, said that total deregulation of 
these groups is “consistent” with the posi-
tion taken by his clients, including mem-
bers of the Pacific Coast Council of Custom 
Brokers and Freight Forwarders.

Many firms feel that the FMC simply 
cannot effectively regulate the huge num-
ber of transportation intermediaries operat-
ing in the U.S. foreign trades, Friedmann 
said. “There are some 6,000 NVOs in the 
Hong Kong Directory alone,” he said. “Ev-
ery town even in Africa and South America 
has a freight forwarder.” ■

major issues facing Federal

By Tony Beargie   ___

The Federal Maritime Commission's new 
chairman, Christopher Koch, laid out a wide- 
ranging FMC agenda in a recent appear-
ance before members of the House Merchant 
Marine Subcommittee.

Most of the matters covered by the FMC 
chairman are already known. However, his 
testimony provided a means to put the 
agency's program in what may be used later 
as a reference package.

Highlights of FM Cs agenda follow.
• International Trade Probes. The 

commission has begun to take steps to com-
bat alleged unfair trade practices against 
the following nations: Japan (the harbor 
fund issue); the Peoples’ Republic of China 
(alleged restrictions on U.S.-flag carriers); 
Korea (alleged restrictions on U.S.-flag 
carriers); Taiwan (alleged restrictions on 
U.S.-flag carriers); Ecuador (cargo reser-
vation issues); and, Venezuela (Venezu-
elan entry restrictions).

• European Community. The FMC 
is keeping a close eye on regulatory devel-
opments taking place in the European 
Community, Koch said. Also, the FMC 
continues to have an ongoing exchange 
program with the EC. However, at the cur-
rent time, “we have no regulatory disagree-
ments with the EC over maritime matters,” 
Koch said.

• Enforcem ent Actions. This has 
been one of the FM C’s shining stars. Koch 
noted that the agency in fiscal year 1990 set 
a one-year record in collecting some $25 
million, which is approximately five times 
higher than the highest previous year’s col-
lection.

For example, in the transpacific mal-
practices probe, the FMC focused on ship-
per tactics to defraud carriers and tactics 
used by carriers to win cargo.

“We hope we are bringing order to the 
transpacific,” Koch said, adding that mal-
practices “seem to be on the wane.”

• S h ip p in g  R ate  S u rc h a g e s . 
Bunker fuel and war risk surcharges as a 
result of the Persian Gulf situation “are a 
major concern to the Commisison,” Koch 
said. The FMC has instituted a program to 
monitor the surcharges, Koch noted.

• Controlled Carriers. The FMC has 
set up a task force headed by Commissioner 
Ming Hsu to monitor controlled carriers.

The FMC is keeping a close watch on 
Soviet and PRC carriers. “Given bilateral 
agreements that the U.S. has with these 
nations, Soviet and Chinese vessels are able

aritime Commission.
to operate in U.S. cross-trades. Such activ-
ity is expected to increase,” Koch said.

• Ports and M arine Terminals.
Recently, the FMC proposed to exempt 
marine terminal operators from FMC re-
quirements to file agreements between 
themselves and ocean carriers for terminal 
services. Under the proposal, the FMC 
would retain the ability to handle Section 
10 complaints and agreement filings would 
continue to be required for certain confer-
ence-type agreements among marine ter-
minal operators, Koch noted.

• Cruise Ships. A final report will be 
coming soon on current FMC regulations 
governing financial responsibility of pas-
senger vessel operators.

• Transportation Intermediaries. 
While the FMC has acted here on several 
fronts, such as interim regulations affecting 
NVOs under the new bonding law, and the 
decision to leave intact the broad “shipper” 
definition as contained in the 1984 Ship-
ping Act, Koch views this area as one of 
“continuing complexity” for the FMC.

The FMC must attempt to determine the 
“best way to deal with this dynamic seg-
ment of the maritime industry,” Koch said.

• Automated Tariff Filing. The FMC 
is now in its fourth (prototype) phase in 
developing ATFI. The system is expected 
to begin full operations in fiscal year 1992, 
Koch said. This will include a phase-in 
schedule for tariff filers.

• Domestic Offshore Regulation. 
A joint Interstate Commerce Commission - 
Federal Maritime Commission task force 
has been recently set up to resolve various 
rate jurisdictional problems that have sur-
faced over the past several years involving 
offshore trades, Koch said.

• Shipping Act Review. The Ship-
ping Act of 1984 should be analyzed “as a 
whole” and should not be dealt with in a 
vacuum, Koch indicated. The Advisory 
Commission should not ignore effects ol 
shipping regulations on the U.S.-flag mer-
chant marine, Koch said.

The 1984 statute is “a major improve-
ment” over the 1916 Shipping Act, the 
FMC chairman said.

Koch indicated that the Advisory Com 
mission will be dealing with proposals tc 
further deregulate ocean shipping.

The Shipping Act has brought many ben 
efits such as rate stability, swift agreemen 
processing, cuts in legal costs, and the pro 
motion of competition, according to the 
FMC chairman. “Competition is alive anc 
well in our maritime trades,” Koch said.l
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Our North A tlantic container service is no 
longer contained in one route.

We now have tw o  routes, both w ith  sailings 
every week.

Route One serves Montreal, Felixstowe, 
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This leaves the com petition trailing even 
further in our wake. It also wakes everyone up 
to  our continuing com m itm ent to  Montreal.

We call there 140 times a year, if you include 
our other services.

The St Lawrence is the gateway not 
only to  Canada, but to  the US M id West,

by 50%. And downed our transit times 
by very near as much.

Antw erp  to  Montreal, for ex 
ample, is cut from twelve to  e ight days.

While Montreal to  Le Havre is down

North Eastern and West Coast markets.
In fact, it's the ideal way to 

the whole of North America.
And the ideal way to  get there, is door-

c A n a d a
m n n m m E

to -do o r w ith  us.
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Fact-Finding 
Investigation

N o.18

Deals accepted as customaiy 
business practice in many 
parts of the world are frowned 
upon as malpractice in the 
American trades. During 
weeklong hearings at Los 
Angeles, the FMC focused 
attention on a handful of cases 
which show just how hard it is 
to stay within the law, and to 
enforce it.

By Richard Knee

When the Federal Maritime Commis-
sion reached a series of settlements totaling 
nearly $21.3 million last fall, it freed inves-
tigators for the agency to launch a new 
round of probes into rebatings and other 
forms of rate malpractice in the transpa-
cific.

That observation came from investiga-
tive officer Peter J. King, who directed fact-
finding proceedings over four days in late 
February in Los Angeles.

Does it follow, King was asked, that the 
FM C’s Bureau of Flearing Counsel is look-
ing ahead to still more probes, once it con-
cludes the current round?

With a smile, he responded in one word: 
“Always.”

‘S ign ifican t’ S ettlem ents  Loom.
Even as the Los Angeles hearings were 
close to winding up, the FMC reached a 
$21,400 settlement in Washington with 
Gunze Sangyo, Inc., a Tokyo-based manu-
facturer suspected of obtaining or trying to 
obtain transpacific carriage at less than the 
published rate, a violation of Shipping Act 
section 10(a)(1).

King, moreover, said at the close of the 
hearings, held Feb. 19-22, that the commis-
sion expected soon to announce “signifi-
cant” settlements involving “fewer than 
five and more than one” parties, most of 
them shippers.

At first, he said the announcements could 
come by late March but then he backed off, 
saying it was difficult at best to offer a time 
frame.

There are, he added, more than 100 par-
ties in mitigation proceedings with the FMC, 
though the practices that some parties re-
veal to the agency “will prove not to have 
been in violation” of the 1984 Shipping 
Act.

What is clear, commented one well- 
placed observer, is that the carriers are 
doing their best to conform to the myriad 
laws and regulations governing their par-
ticipation in the U.S. trades.

But it appeared, the observer added, that 
Maersk Line could well be implicated in 
one of the cases that King and investigator 
Vem W. Hill examined publicly during the 
hearings.

In another case they probed there, King 
said Evergreen Marine Corporation was 
apparently trying to distance itself from the 
actions of one of its salesmen, but the 
employee’s attorney took issue with that 
perception.

“There’s a lot going on in the intermodal 
area which is of concern to carriers that 
have not settled and those that have already 
settled with the commission,” the observer 
said.

The liner shipping industry is becoming 
increasingly concerned over malpractices

that operators feel are upsetting the stability 
of the transpacific trade, the observer said.

Many cases of malfeasance involve non- 
vessel-operating common carriers, the ob-
server said.

Not a Trial. At the start of the hearings, 
King reminded those present that the pro-
ceedings did not constitute a trial and were 
“non-adjudicatory.”

Their sole purpose was to collect infor-
mation, he said.

But if history repeats itself in this series 
of cases, which are lumped into what is 
officially labeled Fact-Finding Investiga-
tion No. 18, the upshot is likely to be a raft 
of settlements between the agency and a 
good number of the parties whose activities 
came under scrutiny.

The settlements involve the parties’ pay-
ing penalties to the commission without 
having to admit any wrongdoing— an at-
tractive alternative to undergoing long, 
costly formal legal proceedings and facing 
the possibility of an even stiffer fine, not to 
mention adverse publicity.

King and Hill declined to estimate how 
high or low the settlement amounts might 
be, either individually or in total.

In some of the cases that came before the 
proceedings in Los Angeles, King asked 
involved parties for additional information 
and said it was possible they would be 
summoned for further testimony.

In addition, King has gone to the U.S. 
attorney’s office for help in tracking down 
a woman who left the country, apparently to 
avoid having to testify.

Many Ways to Skirt Law. Rebates are 
legal as long as they take place within the 
framework of the tariffs applicable to the 
shipments in question.

It is when they are given secretly that the 
participants to such transactions run afoul 
of the 1984 Shipping Act, King explained.

There are, moreover, numerous other 
forms of rate malpractice, real or suspected, 
that have drawn the attention of the FMC 
and other agencies:

• In the case involving Maersk, a Taipei 
NVOCC is suspected of having coattailed 
onto a service contract between Osaka, 
Japan-based Matsushita Electric Industrial 
Company and the Asia North America 
Eastbound Rate Agreem ent, o f which 
Maersk is a member. The NVOCC was 
acting on behalf of a Taipei company with 
the same name as a Matsushita affiliate in 
the Philippines.

• In the case involving Evergreen, a Los 
Angeles importer of electronic and other 
consumer goods is suspected of allowing at 
least one company to use a service contract 
the consolidator had with the shipping line.

In addition, FMC officials said it appears
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that A&A Electronics and an Arcadia, Ca-
lif.-based consolidator the importer em-
ploys may have may have failed to pay a 
Baltimore-based customs broker out of some 
of the profits the two were supposed to 
share.

The coattailings “devalue” service con-
tracts for the shippers that move freight 
legitimately under the pacts, King remarked.

• The president and principal owner of a 
Torrance, Calif., fruit exporter is suspected 
of having accepted a substantial discount 
on a trip aboard a Nippon Yusen Kaisha 
cruise ship, as thanks for her company’s 
freight business.

The exporting firm is also suspected of 
understating cargo volumes in order to re-
duce freight payments to NYK and other 
carriers.

• Some carriers, according to King, ab-
sorb under the table what “would ordinarily 
be the legitimate expenses of shippers or 
consignees.” These involve such services 
as terminal handling and drayage.

Or, he continued, the carriers will make 
secret “short-pay” arrangements with their 
customers.

• In a case many years ago, an overland 
carrier picked up all or most of the tab for 
some customers who attended the Ken-
tucky Derby. In a criminal proceeding ini-
tia te d  by the In te rs ta te  C om m erce 
Commission, a federal circuit court found 
the carrier guilty of rebating.

W itn esses  P lead Ig n o ran ce . A
common thread seemed to run through the 
testimony of virtually all the witnesses who 
appeared in Los Angeles: They frequently 
pleaded ignorance regarding the compa-
nies with which they did business.

Either by design or through sloppiness, 
they failed to check into such things as the 
other companies’ business practices, finan-
cial viability and product lines, and failed to 
keep tabs on shipment data such as freight 
volumes and points of origin or destination.

Communications Gap. In the case in-
volving Maersk, there were apparent com-
munications gaps in the process of compiling 
information for the commission’s Bureau 
of Hearing Counsel.

The case involves shipments arranged 
with Maersk’s Taipei office by Master In-
ternational, a Taipei NVOCC, on behalf of 
Precision Electronics Corporation, based at 
the same address as Master International.

The matter came to the attention of FMC 
investigators in San Francisco, probably 
because some of the shipments were to 
destinations known to be the addresses of 
certain NVOCCs to which Matsushita had 
not sent any cargoes, as far as the the FMC 
knew, King told reporters later.

Maersk’s Taipei sales manager, Guo Chi

Cheng, apparently allowed the shipments—  
at least 101 of them— to go through under 
Matsushita’s service contract with ANERA 
after he was told that Precision Electronics 
was a Matsushita affiliate.

Matsushita has both an affiliate in Tai-
wan and an affiliate called Precision Elec-
tronics Corporation, according to Carl 
Beharry, assistant general manager of the 
logistics service division of Matsushita 
E lectronic Corporation of Am erica in 
Secaucus,N.J., who testified in Los Angeles.

However, Beharry said, the Taiwan af-
filiate is called Sung Tien Mou Company, 
Ltd., and the Precision Electronics firm 
with ties to Matsushita is in the Philippines. 

The latter manufactures batteries, he said. 
The line of business of Precision Elec-

tronics in Taipei remains a mystery.
Jia-Jiu Yang, the apparent point man in 

Los Angeles for Master International, re-
plied, “I don’t know,” when King asked 
him to describe the business of Precision 
Electronics in Taipei.

Bills of lading that King later brought 
forth described the cargoes as electrical 
goods, knockdown furniture, stationery and 
what might have been disposable polyeth-
ylene bags; the copy was difficult to dis-
cern.

None of the items was listed in the 
Matsushita-ANERA service contract.

Yang, the first to testify in the case, is 
president of Sino-American Corporation, a 
Los Angeles-based company which he said 
is in the import and export business and acts 
as a delivery agent for N VOCCs in the trade 
between the United States and Taiwan.

Yang’s boss, he told King, is John Lin, 
who runs Precision Electronics in Taiwan. 
Yang said he did not know the firm ’s own-
ers.

Later, with Beharry in the witness box, 
King referred to State Department records 
listing Yang as managing director of Preci-
sion Electronics in Taiwan and not showing 
Matsushita as an owner of the firm.

At Lin’s behest, Yang said, he went to 
Los Angeles from Taiwan to form Preci-
sion International Group (USA) Corpora-
tio n  as a trad e  nam e under the 
Sino-American Corporation umbrella.

But Yang did not follow Lin’s instruc-
tions to file an NVOCC tariff with the 
FMC, he said.

Maersk, meanwhile, apparently made no 
effort to check the credentials of Precision 
Electronics in Taipei until after the matter 
came to light in the form of a letter to Carlos 
Neimeyer, the commission’s San Francisco 
district director, to officials at the carrier’s 
headquarters in Copenhagen.

And the FMC Bureau of Hearing Coun-
sel was less than satisfied with M aersk’s 
subsequent actions.

Officials at Maersk headquarters assigned

Preben Hein, general manager of outbound 
pricing, conference affairs and communi-
cations in San Francisco, as liaison to the 
FMC in the matter.

Hein told King he signed a letter, dated 
last Nov. 7, asking Guo to check into Mas-
ter International’s involvement in the ship-
ments. The letter had been drafted by 
attorney David F. Smith, of the Washington 
law firm Dow, Lohnes & Albertson.

Guo sent back a letter saying he had 
found no Master International involvement, 
Hein told King, who then observed that it 
was “strange” Guo should be the one to 
investigate a customer with which he dealt 
personally.

Hein said he did not know if Guo handled 
e ith e r the M aster In te rn a tio n a l or 
Matsushita-Taipei account.

He said also he did not know when Mas-
ter International started using the service 
contract and he did not try to find out.

He provided the data Neimeyer had re-
quested, he said, and that was not among 
them.

Meantime, he added, officials at Maersk 
headquarters had contacted the carrier’s 
Taipei office in the matter but he had not 
seen any of their correspondence.

Hein also professed ignorance concern-
ing a letter, on what was purportedly 
M atsushita-Taiw an stationery, asking 
Maersk in Taipei to permit “another party” 
to move a shipment to the United States 
under the service contract.

Asked why Matsushita, as party to the 
contract, would need to seek such authori-
zation, Hein said he did not know.

He said he would contact Guo on the 
matter.

King also asked Smith to inform him by 
early March whether he could furnish cop-
ies of any correspondence between Maersk’s 
Copenhagen and Taipei offices pertaining 
to the service contract.

King said he was withholding judgment 
until the “unvarnished correspondence” 
came forth.

“There is nothing to indicate anyone is 
on the take here,” he added.

M ultitude of Sins. A series of ship-
ments involving— but not necessarily im-
p licating— Evergreen m ay well have 
embraced a variety of transgressions, and 
not solely against the FMC.

A&A Electronics, a Los Angeles-based 
importer of electronic and other consumer 
items, allegedly allowed other parties to 
move goods under its service contract with 
Taipei-based Evergreen, the world’s larg-
est-capacity container carrier.

An Arcadia, Calif, consolidator, Pacific 
Maritime Express, was linked to a variety 
of transportation service companies in 
Taipei that A&A allegedly allowed to use
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It’s midnight. A time when most dockworkers 
are home, asleep in their beds.

But in Baltimore, it’s time when some dock-
workers are ending their shift. And others are just 
beginning their’s.

Thanks to a new labor contract, the Port of 
Baltimore will be able to offer the most flexible work 
schedule on the U.S. East Coast. With the ability to 
expand hours to accommodate truckers and shipping

their lines on schedules. Just the way it shouk 
On the ship-side, we’re substantially r 

the amount of time a ship has to remain in por 
now when a ship comes in after hours, we sim 
after hours. With an unlimited number of mid 
starts per month, late-arriving ships never ha1 
idle waiting for crews to arrive. And since thes 
are smaller and more efficient, overall labor a  
remain lower than most ports on the East Co;



Hours are now more flexible on the terminal- 
>. Previously, gates would open at 8 a.m. and 
5, with an hour off for lunch. But now we can 
5 a.m., work through lunch, and not close 
til midnight. Which means that the port with 
;st truck processing time on the East Coast 
) on processing an extra 10 hours a day.
\dd to this the fact that we’re the only port 
CTF less than a thousand feet from the docks,

and that we’ve just invested over $250 million into 
the latest cargo handling technology, and it’s easy to 
see which port wants your business. And is willing 
to work hard for it.

The port that’s burning the midnight oil.

The Port Of Baltim ore
Mastering the ins and outs of shipping.



its service contract with Evergreen, but its 
motivation was unclear.

A&A’s volume was far short of the 
amount it had committed to move on 
Evergreen’s ships during the year’s dura-
tion of the contract— about fifteen 40-foot 
containers out of a minimum 250. So it might 
appear that A&A allowed the coattailing in 
order to avoid or minimize its volume 
shortfall. The shortfall occurred because 
one of A&A’s customers did not come 
through with an anticipated 200 FEUs’ 
worth of latex gloves, A&A owner Leonard 
Fu told King.

But Fu and his wife, Ava, both testified 
that she had signed the service pact, in 
January 1989, at the urging of Daniel Lee, 
a longtime friend of Ava Fu and then- 
president of Pacific Marketing Enterprise, 
the parent of Pacific Maritime Express.

Lee’s name later showed up on some 
bills of lading for shipments that moved 
under the service contract with Evergreen.

Lee had told them they could get reduced 
shipping rates by signing a service contract, 
the Fus said, and while they would have 
preferred to use Maersk, they opted for 
Evergreen because it was about half as 
expensive.

Another reason for the Evergreen choice, 
Leonard Fu said, was that his wife did not 
speak much English.

One could speculate that another pos-
sible reason for signing the service contract 
was that the Fus knew in advance that the 
Taiwanese firms linked with Pacific Mar-
keting/Pacific Maritime would ship under 
the service contract.

In fact, Leonard Fu testified that Lee had 
interceded on A&A’s behalf after A&A, 
warned by Evergreen in November 1989 
about the possibility of a shortfall, had tried 
to argue that it had fulfilled its volume 
commitment.

Meantime, Pacific Maritime Express and 
its associated firms in Taipei apparently 
received rebates from Evergreen.

King pointed, for instance, to one ship-
ment on which the house bill of lading from 
Damco Express, Ltd., a Taipei NVOCC, 
shows a freight cost of $2,700 while a 
Damco statement to Pacific Maritime Ex-
press orders the latter to pay $2,550 to 
Evergreen.

King produced papers showing A&A 
was to receive— but did not always pass 
along to W olf Barth, a Baltimore-based 
customs broker— obscurely labeled special 
charges, usually of $100 per FEU, from 
consignees.

Pacific Maritime Express president Rob-
ert Lee was silent after King asked him, 
“How often do you cheat W olf Barth?”

Robert Lee said he was not related to 
Daniel Lee and that Daniel Lee had re-
signed last June and moved back to Taipei.

A&A's volume was far short of the 
amount com m itted to m ove on 
Evergreen’s ships during the one-year 
contract period—about fifteen 40-foot 
containers out o f a minimum 250.

Evergreen’s Role? The other piece of 
the puzzle, yet to be determ ined, is 
E vergreen’s role in the rebatings and 
coattailings.

Leonard Fu said he was unaware his wife 
had signed the service contract with Ever-
green until she told him about it in March 
1990.

The man who negotiated with Ava Fu for 
Evergreen, Stanley Juang, was not the man 
who signed the pact. The signator was a 
man named Howard Koo.

Evergreen shifted Juang to its EVA Air-
ways Corporation subsidiary shortly after 
he had initiated discussions with Ava Fu. 
He works in Los Angeles as deputy man-
ager in the business coordination depart-
ment.

The key questions, King told reporters, 
are who knew about the arrangement and 
when did they know about it.

“If Evergreen knew who Daniel Lee was, 
Evergreen is in it up to their ears,” he 
asserted.

Blaming Daniel Lee was “easy” because 
he was not present to defend himself, King 
added.

Daniel Lee had “shipped out” long be-
fore the current round of fact-finding pro-
ceedings began but had still gotten wind the 
investigation was under way, King said.

King would also “draw some signifi-
cance,” he said, from the fact that Juang 
testified as an individual, not as an Ever-
green representative, and that he had his 
own attorney present at the Los Angeles 
hearings.

The attorney, Terry J. Coniglio, who is 
based in Long Beach, did not feel Ever-
green was trying to distance itself from 
Juang in the case.

Evergreen counsel Paul M. Keane, who 
was also at the hearings, bowed out for 
ethical reasons, Coniglio said.

Keane is with the New York law firm 
Cichanowicz, Callan & Keane.

Juang was subpoenaed as an individual 
and therefore needed an attorney to repre-
sent his, not Evergreen ’ s, interests, Coniglio 
explained.

Volume Discrepancies. In another 
case, a Torrance, Calif.-based fresh-fruit 
exporter is suspected of having understated 
its cargo volumes in order to cut its freight 
bills, King said the case could tie in to a 
sizable travel discount NYK gave to a cus-
tomer.

Several bills of lading on shipments for 
All-Seasons Fruit Company, Inc., showed 
lower numbers of containers than those 
indicated on other documents, such as ex-
port declarations and U.S. Department of 
Agriculture clearance certificates.

Julie Wang, president and a director of 
All-Seasons Fruit, told King, however, that 
the discrepancies in some other cases had 
gone the other way.

After reviewing documents on several 
shipments, King asked Wang to provide 
written information on how much of its 
volume All-Seasons Fruit moves on NYK ’ s 
ships.

It seemed, he said, that NYK was getting 
lots of business from that company and 
from YCM Associates, Inc., in which Wang 
owns stock and her mother, Pearl Chen, has 
about 80 percent interest.

Wang had said she likes NYK because its 
ships are the fastest in the trade to Taiwan, 
where All-Seasons Fruit sends the lion’s 
share of its cargo.

Chen, testifying after Wang, admitted 
paying only $750 for a NYK-sponsored 
cruise package that included air transporta-
tion from Los Angeles to Hawaii, an over-
night stay in Hawaii, a five-night cruise to 
Ensenada, Mexico, aboard NYK’s passen-
ger ship Crystal Harmony and bus trans-
portation to San Diego.

Speaking through an interpreter, Chen 
said she had no way of knowing if she was 
receiving any kind of rebate or discount 
because she did not know how much the 
package or its components cost NYK.

But a walk-through with King of the 
probable costs, with conservative estimates 
used, indicated a range of $2,080 to $4,990 
for the package.

King said he would probably resummon 
both Wang and Chen later.

A No-Show. Where and when King con-
tinues the proceedings in Los Angeles de-
pends, he said, on whether the head of Pao 
Pao Industries in Pasadena, Calif., and Pao 
Pao Plastic Industries in Taipei returns to 
this country.

Lily Wang, who heads the firms, report-
edly telefaxed a message to the FMC Feb. 
14, saying she would not attend the hear-
ings, to which she had been subpoenaed.

King has referred the matter to the U.S. 
attorney’s office for possible legal action.

He believes Wang will return, he said, 
because Wang “has a house in Pasadena— 
a very nice house.”

The proceedings could continue in Los 
Angeles, he said, or they could move to 
Washington, where Wang would have to go 
should she return to the United States.

The resumption was likely to come 
sometime between March and early May, 
he said. ■
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Brazil-to-U.S. Trade Opens Up
New regulations, new services and the problems of a major 
player promise to shake up the Brazil-to-U.S. trade.

By William J. Warren

Carriers are scrambling to fill the void 
left in the Brazil-to-U.S. trade left by Lloyd 
Brasileiro and the relaxation of Brazilian 
shipping regulations.

Brazilian liner operator Com panhia 
Marinha Maritima Nacional SA expanded 
its U.S. Gulf container service, which it has 
operated since 1976, to include calls at U.S. 
East Coast ports. Two ships with an average 
capacity of 700 TEUs will call on New 
York, Philadelphia, Baltimore, Norfolk and 
Savannah every 20 days.

Nacional’s expansion was facilitated by 
the revision of Brazil’s merchant marine 
regulations announced by the Brazilian 
government last month (see American  
Shipper, October issue, page 68, and March 
issue, page 42).

Prior to deregulation ship operators were 
compelled to petition maritime authorities 
for permission to enter new trades or expand 
services.

Nacional had been petitioning the gov-
ernment for three years for permission to 
include East Coast ports in its service.

Another new player in the trade between 
the U.S. East Coast and South America is 
Pan American Independent Line, which 
will call every three weeks at New York, 
Philadelphia, Baltimore, Norfolk, Savannah 
and Jacksonville in the U.S. and Brazilian 
and other South American ports. The line 
will operate the service with two ships and 
plans to add a third vessel and increase 
calling frequency to every two weeks.

Pan American’s owner and operator, 
Montemar S.A. of Montevideo, Uruguay 
named Norton Lilly International, Inc., 
Secaucus, N.J., as general agent for its new 
service. Norton Lilly terminated its contract 
to represent the troubled Companhia de 
Navegacao Lloyd Brasileiro on February 5, 
ending a relationship that spanned 14 years. 
Three days later Norton Lilly signed a 
contract to represent Pan American, ac-
cording to Owen Kelly, Norton Lilly’s vice 
president.

Kelly said Montemar has been running a 
“very successful” liner service between 
Brazil and Europe for the past 15 to 20 
years. The line ran a service between the 
U.S. East Coast and Brazil as a member of 
the Interamerican Freight Conference, 20 
years ago, but was a “small player,” and 
dropped out.

Pan American decided to re-enter the

trade as a non-conference member when 
the Brazilian government announced last 
fall that coffee, cocoa and cotton— cargoes 
previously restricted to pool carriers— were 
open to all lines.

“For the first time in 40 or 50 years we 
have a solid, reliable independent carrier in 
the trade,” said Kelly.

Transroll Navegacao S.A., an indepen-
dent Brazilian line, entered the Brazil-U.S. 
East Coast trade in 1986 when it signed an 
agreement with the Ford Motor Company 
to transport trucks from Brazil. Transroll 
operated the service in cooperation with 
Wallenius Line of Sweden. Wallenius pulled 
out of the trade when the contract with Ford 
expired and Transroll has been the sole 
operator of the service since Jan. 1, 1991, 
according to Rex Wheeler, the line’s man-
ager at Southern Steam, Inc., Transroll’s 
U.S. general agent.

The deregulation of Brazilian shipping 
could prove highly profitable for the line, 
said Wheeler. “It makes Transroll’s eligi-
bility for flag cargoes wide open,” he said.

Third-Flag Lines. Third-flag carriers 
who already ply the trade say they welcome 
deregulation and can handle the increased 
competition it has fostered.

“It’s good news for everybody except the 
B raz ilian -flag  lin e s ,” said Jam es F. 
DeChant, executive vice president of Ivaran 
Agencies Inc., the line’s New York-based 
general agent. The Brazilian-flag carriers 
will have trouble competing now that re-
straints have been lifted, he said, adding 
that rates could drop as more lines enter the 
trade. “The guys that are the most efficient 
are the ones that are going to survive and 
that’s us.”

Norwegian-based Ivaran Lines staked 
out a larger piece of the trade as long as 
eight months ago, said DeChant.

The line increased the number of ships 
serving the U.S. Gulf ports from four to six, 
and during the pre-Christmas season ran as 
many as nine ships in that trade on a spot- 
charter basis. Ivaran increased the number 
of its ships serving U.S. East Coast ports 
from four to five at the first of the year.

The line also plans to increase the size of 
the ships serving the U.S. East Coast ports. 
Currently Ivaran runs 900 TEU ships in the 
trade. Two of the ships will be replaced by 
1700 TEU vessels this year, two more will 
be replaced by the larger vessels during the 
first quarter of next year, said DeChant.

Netum ar Not W orried. The entry of 
Nacional into the Brazil-U.S. East Coast 
could spell a heating up of competition in 
the trade. The line’s Brazilian-flag com-
petitors say they are determined to meet the 
challenge.

“We are keeping our eye on it, but w e’re 
not going to overreact, “ said T.J. Battaglia, 
vice president, traffic/sales of Campanhia 
de Navegacao Maritima Netumar S.A., a 
privately owned Brazilian line that is a 
member of the Interamerican Freight Con-
ference.

Shipper Restrictions Remain. Opening 
coffee, cocoa and cotton to non-conference 
carriers helps Brazilian exporters but does 
nothing to help American exporters, said H. 
George Miller, executive director of Ship-
pers for Competitive Ocean Transportation 
(SCOT). “It’s certainly an improvement 
and it helps them on their exports,” conceded 
Miller. “But the Brazilian government has 
always been less stringent on northbound 
cargo than southbound.”

Vague wording in Decree 666— Brazil’s 
cargo reservation decree— and stiff penal-
ties against exporters who violate it, make 
American shippers loath to entrust cargo to 
third flag carriers, said Miller.

The Brazilian government estimates that 
just under 50 percent of all southbound 
cargo in the trade is subject to Decree 666, 
said Miller. “W e’ve never been able to 
verify the numbers,” he said. “It’s their law 
and their numbers. We just don’t know.” 
There are no figures available for north-
bound cargo, he added.

The decree reserves for Brazilian-flag 
carriers all cargo which receives financial 
assistance and loans assistance, said Miller. 
Reserved cargo includes products destined 
for an agency of the Brazilian government; 
for nationalized industries such as coal, 
petroleum and steel; and for those compa-
nies receiving tariff benefits. The Brazilian 
government grants tariff benefits to en-
courage companies to establish plants in 
Brazil. A number of chemical companies 
currently enjoy tariff benefits in Brazil, said 
Miller.

The broad scope of the decree often leaves 
shippers confused. “There’s always a ques-
tion by the exporter as to whether it (cargo) 
may be under 666,” said Miller.

And few shippers are willing to pay the 
price for guessing wrong. Although Bra-
zilian maritime officials have agreed to 
advise exporters whether their cargo is 
covered by the decree, Miller said they will 
not guarantee that Brazilian customs offi-
cials will agree with the determination, 
leaving shippers open to fines equaling the 
landed value of the goods. Most shippers 
bring their cargo back to the United States 
rather than paying the penalty, he added.® 
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Competitors Say FMC Favors DXI
Transax, other tariff filers protest that they’re being shut 
out from information on development of the ATFI system.

By Tony Beargie

Four electronic tariff-filing services have 
com plained that the Federal M aritime 
Commission is giving preferential treatment 
to its contractor in the Automated Tariff 
Filing and Information System.

FMC chairman Christopher Koch prom-
ised to consider the complaints, which were 
aired at a House Merchant Marine Sub-
committee meeting on the commission’s 
budget authorization.

The tariff-filing services, led by Transax 
Data, said the FMC appeared to be giving 
an unfair advantage to Data Exchange In-
ternational (DXI), the software contractor 
for ATFI.

Transax and the other firms claim they 
are being shut out from information con-
cerning development of the FM C’s auto-
mated tariff-filing system, which is expected 
to begin operation by the 1992 fiscal year.

“Specifically, we believe that the FMC 
has inadvertently ‘unleveled the playing 
field' by permitting its software contractor 
to unfairly take commercial advantage of 
its subcontractor status,” said Peter Cass, 
president of Transax.

Cass was joined by John Murphy, execu-
tive vice president of Alltrans International 
Group; Robert Schweizer, general manager 
of D istribution-Publications Inc., and 
Douglas Mitchell, manager of the Atlantic 
Division of Pacific Coast Tariff Bureau.

“Not only has the FMC not prohibited its 
software contractor (DXI) from providing 
ATFI-related commercial services, it has 
failed to take any steps to preclude DXI 
from gaining an unfair commercial advan-
tage over its competitors.”

D XI D isputes  A lleg a tio ns . The alle-
gations of Transax and the other tariff- 
filing companies were disputed by Robert 
M. Ryan, president of DXI.

“There are significant opportunities for 
all tariff firms and other parties who are 
technically qualified” to take part in de-
velopment of ATFI’s tariff filing, retrieval 
and distribution, and page creation and 
printing, Ryan said.

Ryan took issue with the other firm s’ 
contention that FMC actions have prevented 
the firms from designing software for the 
ATFI system. “The FMC has already re-
leased the ATFI data set, which is all that is 
required to develop and build compatible 
software,” he said.

the system would conflict with congres-
sional guidelines to:

• Ensure timely and equal access to the 
ATFI data base so that as many vendors as 
possible are able to provide value-added 
dissemination systems.

• Ensure that the ATFI system is devel-
oped and operated without the creation of a 
government or contractor monopoly on 
filing and retrieval of tariffs.

“While the FMC has indicated that it will 
ensure access to its data base, it has failed to 
provide details of its plans on this issue,” 
Cass said. “This stands in stark comparison 
to the level of detail it has released with 
regard to other areas of ATFI development.”

“In order for electronic filing software 
vendors such as us to compete with the 
FM C’s subcontractor, we need to create 
software products that will interface with 
ATFI and that our customers can use as 
soon as ATFI is operational,” Cass said.

“To do this, we need time and a predict-
able ATFI environment. So far, the FMC 
has given us neither and has promised us 
neither.”

"Specifically, we believe that 
the F M C  has in a d v e r te n tly  
'unleveled the playing fie ld ' by 
perm itting its software contractor 
to unfairly take com m ercial ad -
vantage o f  its subcontractor sta-
tus."

- Peter Cass
Transax Data

The DXI president also asserted that 
Transax, through its affilitation with the 
Journal of Commerce, enjoys an advantage 
through free advertising “which is not 
available to anyone else.”

He also said Transax lacks an under-
standing of what the industry requires, not 
of what the FMC requires. “They’ve had 
plenty of time to understand what the 
steamship industry is looking for and they 
simply have not responded with an appro-
priate product,” he said.

Ryan said he thinks the other firms “are 
trying to buy time at the expense of the 
FMC.”

Koch S eeks  In fo rm atio n . Koch urged 
the companies to provide the FMC with 
information. He said that shortly thereafter, 
the agency could issue an interim report on 
the situation. He warned, though, that it 
would be a “mistake” to delay implemen-
tation of ATFI.

Transax and the other tariff-filing com-
panies said they supported ATFI but were 
concerned that the FM C’s current plans for

M ajo r C hanges. Last summer the FMC 
announced several major changes in the 
type of software it will be using in the new 
system, Cass noted.

The agency changed its software re-
quirements to incorporate an algorithm- 
based component into its software.

Cass said the agency also substituted 
“the subcontractor’s proprietary transaction 
set— which had never been used in the 
industry— for the TDCC transaction set 
which the industry had spent years devel-
oping.”

The FM C’s failure to provide specifics 
about its changes, Cass said, has forced 
other vendors to halt or slow their devel-
opment of new software.

“In short, we have been in limbo for at 
least seven months, and apparently will 
continue to be in such a state for another 
month or more until DXI and the FMC 
release additional technical data,” Cass said.

“DXI’s development of its commercial 
software, by comparison, has not been ad-
versely affected,” Cass said. “To the con-
trary, buoyed by its ‘insider knowledge,’ 
DXI has been moving swiftly to take ad-
vantage of the situation, a situation which 
many believe was of its own creation.”

Points o f C ontroversy. Cass cited five 
issues that have surfaced since last summer: 

• First, the FMC ’ s chose a modified ver-
sion of D X I’s commercial software product 
known as “RateMaster” when the FM C’s 
primary contractor —  Planning Research 
Corporation —  and DXI failed to develop 
customized software required by the ATFI 
project, Cass said.
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While D X l talks to FM C officials every day about software m atters, 
we have ye t to talk to the FM C once since it changed DXFs contract. "

- Peter Cass

• Second, DXI knew since “at least last 
July” of FM C’s decision to change to the 
RateMaster approach, Cass said. And while 
the FMC called the changes “proposals,” 
the agency already had committed itself to 
the changes, Cass asserted. The changes 
were not made public for almost six months, 
he said.

• Third, “ex parte” rules are in force 
against other tariff firms, but not DXI. These 
rules prohibit discussions of certain issues 
relating to the development of the system. 
“While DXI talks to FMC officials every 
day about software matters, we have yet to 
talk to the FMC once since it changed 
DXI’s contract,” Cass said.

• Fourth, “unlike any of us, DXI has had 
time to familiarize itself with the FM C’s 
software because the FM C’s software is 
virtually the same one that DXI will be 
using commercially as a third party vendor,” 
Cass said.

This situation allows DXI to try to “lure

potential customers by unfairly character-
izing the FM C’s adoption of ‘RateMaster’ 
as an official ‘endorsem ent’ o f D X I’s 
commercial software product,” he said.

• Finally, DXFs “unfair lead time” in 
developing, testing and marketing of an 
ATFI-compatible software product totals 
some eight months, Cass said.

“As far back as July 2, 1990, DXI offi-
cials have been boasting in the media and to 
potential customers that FM C’s adoption of 
‘RateMaster’ as the ATFI software makes 
DXFs software the ‘standard’ in the ship-
ping transportation industry,” he said.

Batch Filing. Cass said no company to-
day has ATFI-compatible software for 
batch-filing of tariffs.

With batch-filing, tariff filers prepare 
tariff updates “o f f ’ the ATFI system, and 
then sign on to the system to file them 
instantaneously to the FMC.

The tariff filing companies want batch

filing and say the ATFI system needs it. 
“The system has only a fraction of the lines 
needed if each filer were to get on a com-
puter modem, interface with ATFI, and 
interactively draft the tariff ‘on line,”’ Cass 
said.

The Transax president said the job of 
developing batch-filing software is being 
made more difficult by delays in delivery of 
ATFI’s software specifications —  but that 
DXI is not subject to that handicap.

“What is needed of the FMC to level the 
playing field is careful management both of 
a timetable and of the flow of information 
about ATFI,” Cass said.

He said that could be done by allowing 
the batch-filing stage of the ATFI prototype 
phase to begin only after several vendors 
has had their batch-filing software certified 
as ATFI-compatible, and allowing for all 
filers to test the software before ATFI en-
ters its final phase.

"A certification stage prior to testing of 
batch filing software will help accomplish 
two objectives," Cass said.

"First, it will ... validate specific batch 
filing software products as adequate for use 
with ATFI. Second, it will have the salutary 
effect of informing the public that, contrary 
to DXI's assertions in the marketplace, no 
vendor's software has yet been given the 
FMC's stamp of approval." ■

The amount of fruit 
shipped toughtheBxt of 
Boston is one reason our 

business is healthy
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shipping through the Port of Boston, call us at (617) 973-5354 or fax us at (617) 973-5357.

Massport Maritime Department, Boston Fish Pier, Northern Avenue, East Building II, Boston, MA 02210
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Industry Wants ATFI Dialogue
FMC answers questions about automated tariff system, 
but some say more communication is needed.

By Joseph Bonney ____________ ___________

Industry officials who flocked to a dem-
on stra tio n  o f the F edera l M aritim e 
Commission’s tariff automation system say 
the FMC seems more willing to listen to 
their concerns.

But some still worry that legalities and 
bureaucracy will get in the way of an effi-
cient design of the FM C’s Automated Tar-

iff Filing and Information system.
The FMC spent two days in February 

answering industry questions about ATFI, 
then invited additional written questions 
and comments by March 25.

The demonstration and the opportunity 
for dialogue was described by some indus-
try representatives as a welcome sign. At a 
previous FMC demonstration, no questions 
were answered.

“I was very pleased with what appeared 
to be a change in attitude between the two 
demonstrations,” said Michael Cook, di-
rector of documentation systems at Sea- 
Land Service Inc. “There was a better 
general mood. The FMC seemed to be more 
willing to listen.”

The questions and answers went beyond 
the scheduled 4 P.M. conclusion of the 
demonstration. Rob Quartel, the FMC 
member overseeing ATFI, instructed staff-
ers to stay as long as necessary to answer 
questions. The ATFI technology shown at 
the demonstration drew generally positive 
responses from representatives of ocean 
carriers, conferences and tariff publishing 
and software companies.

But some of the industry officials ques-
tioned the way the system is being devel-
oped. They said the FMC needs to get as 
much industry input as early as possible.

Open Discussion. Peter Neibert, direc-
tor of marketing information at American 
President Lines, said he worried that bu-
reaucratic constraints will prevent the FMC 
from the kind of open discussion needed to 
design a workable system. “You can 't do a 
system like this in a closet,” Neibert said. 
“That ’ s an issue that ’ s coming out more and 
more.”

Neibert said he’s seen companies that 
allow one department to design a computer 
system without input from other depart-
ments. “It never works,” he said.

Because ATFI is far bigger and more 
complicated than an intracompany system, 
the need for communication is even greater, 
he said.

Another industry official contrasted the 
FM C’s approach to ATFI with that of the 
Customs Service on the Automated Com-
mercial System, which has automated much 
of the filing of customs entries.

In developing ACS, Customs based its 
regulations largely on recommendations of 
a governm ent-industry com mittee, the 
Customs Electronic Systems Advisory 
Committee. With ATFI, some industry of-
ficials say, the FMC seems to be issuing 
regulations first and designing the system 
to fit them. The FM C’s response has been 
that it is bound by legal requirements— and 
that there is no way for the agency to ac-
commodate all of the desires of each party 
involved in the process.

One of the main points of debate contin-
ues to be the FMC ’ s proposed requirements 
for use of a six-digit Harmonized Code to 
classify goods in tariffs.

Many maritime tariffs now are based on 
two-digit codes, which provide less detail.

Some carriers fear that conversion of 
their tariffs to a six-digit code will be ex-
pensive. They also said it will make tariffs 
too voluminous and complicated. ■
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President Bush Seeks Two-Year 
Extension of “Fast TYack” Authority
Time needed to wrap up GATT, other ttade pacts 
including free trade agreement with Mexico.

By Tony Beargie

Declaring that the so-called “fast track 
authority is essential to win economic gains 
for the U. S. in several pending international 
trade agreements still hanging in mid-air, 
President Bush recently urged Congress to 
approve a two-year extension of the trade 
negotiation authority.

In areportto Congress, the President said 
an extension until June 1,1993, is required 
so that Administration negotiators can con-
tinue to work on the far-reaching Uruguay 
Round of trade talks (under the General 
Agreement on Tariffs and Trade), a pro-
posed U.S.-Mexico free trade agreement, 
and the latest of Bush’s initiatives— the 
proposed wide-ranging U .S.-Latin America 
“Enterprise for Americas Initiative.”

Bush’s push for an extension drew im-
mediate support from the American Asso-
ciation of Exporters and Importers.

“AAEI strongly supports the admin-
istration’s request for an extension of fast 
track authority to complete the GATT Uru-
guay Round which has come so far to date, 
and for the negotiation of a North America 
Free Trade Agreement offering further 
market opportunities for U .S. exporters and 
im porters,” A A EI’s president Eugene 
Milosh said.

“For Congress to scuttle the potential 
market benefits of the GATT Uruguay 
Round in its final phase and the North 
American Free Trade Agreement in its in-
fant stage.. .would be tragic for the multilat-
eral trade system and competitive U.S. 
business,” Milosh said. “Smaller U.S. firms 
dependent on the free flow of goods would 
be especially hard hit by more trade restric-
tions certain to follow a failure of the GATT 
round.”

Sen. Bentsen Issues W arning. The
President’s pitch drew support but also a 
warning from one of the Senate’s key play-
ers— Sen. Lloyd Bentsen (D-Texas) who 
holds the powerful position of Senate Fi-
nance Committee Chairman.

Bentsen warned that winning an extra 
two years in fast track authority from Con-
gress will not be an easy task. “It’s going to 
be difficult to get an extension of the nego-
tiations— with fast track— through Con-
gress,” the Texas lawmaker said.

Move To Defeat Fast Track Surfaces.
Signs of difficulty followed Sen. Bentsen’s 
warning.

Soon after the President sent up his ex-
tension request, a move to scuttle two more 
years for “fast track” surfaced in the House 
of Representatives. Rep. Byron L. Dorgan, 
a member of the House Ways & Means 
Committee, introduced a resolution to de-
feat the President’s measure.

Just how many House members will sup-
port Dorgan’s position against extension 
remains to be seen. However, when his 
resolution was introduced on March 6, he 
had 14 co-sponsors.

Noting Congress has until May 15 to act, 
Rep. Dorgan said the House of Representa-
tives can either decide to do “a hurry-up 
job” by approving the President’s request, 
or grant “major trade agreements the same 
scrutiny we give other major national ques-
tions.”

“Without my resolution, there will be no 
debate of the fast track provisions. Con-
gress will simply accept the hurry-up op-
tion by forfeit,” Rep. Dorgan said.

The North Dakota Democrat is espe-
cially upset over the way the Bush Admin-
istration handled agricultural policy in 
regard to the proposed GATT accord. The 
administration, according to Rep. Dorgan, 
“has insisted in bargaining away” the 
nation’s domestic farm program in GATT.

“Despite vigorous objections from some 
members of Congress, the administration 
has gone well beyond the issues it should 
focus on— matters such as export subsi-
dies, market access, and other trade barri-
ers— and has needlessly welded its own 
ideology on domestic programs to the U.S. 
role in the GATT,” he said.

“Some of us are not willing to have our 
domestic farm programs crafted in an in-
ternational trade agreement, and then, to 
make matters worse, have no opportunity 
for changes when the GATT is brought to 
Congress for approval.”

Although the Uruguay Round suffered a 
setback last December over agricultural 
issues, recent consultations abroad have 
proved to be “encouraging,” the President 
said. Recent steps taken by EC nations 
toward reforming its common agricultural 
policy may lead to a breakthrough, the 
President indicated. If this should occur, 
then Latin American countries and other 
countries involved in the 107-nation GATT 
talks may be willing to open their markets 
to manufactured goods and services, the 
President said. On the other hand, the Presi-
dent warned that “much hard bargaining 
lies ahead.”

Extension of fast track authority is war-
ranted on grounds that some progress in 
negotiations has been achieved, and by the 
fact that a large number of participating 
nations have voiced the resolve to resume 
the GATT talks and work toward progress 
in all areas, the President said.

Two Year Agenda. Over the next two 
years, the Bush Administration expects to 
wrap up the Uruguay Round, and to nego-
tiate a North American Free Trade Agree-
ment with Mexico and Canada, and finally 
to pursue the Enterprise for the Americas 
Initiative, the President told Congress.

Uruguay Round Benefits C ited. The
President said an agreement stemming from 
the multilateral talks is expected to produce 
the following benefits:

• Lower tariff and non-tariff barriers to 
manufactured products and other goods. 
This could trigger an increase in U.S. out-
put by over $1 trillion during the next 10 
years, the President said.

• Rules to protect intellectual property 
of U.S. entrepreneurs. Currently they lose 
some $60 billion per year through theft and 
counterfeiting, the President noted.

• New markets for U.S. service firms. 
Sevice industries export $115 billion annu-
ally, it was pointed out.

• An agreement to open world markets 
to investment. This helps generate some 
$240 billion, or two-thirds of total U.S 
exports, the President said.

• Full participation of developing na-
tions in a global trading system. This coulc 
increase U.S. exports by $200 billion ovei 
the next 10 years, the President said.

• Strengthened rules on dispute settle 
menV antidumping, subsidies, and tradf 
remedy provisions. These benefits shouk 
provide predictability and certainty in ac 
cess to foreign markets and should act ti 
ensure fair trade at home, the Presiden 
said.

Completion of the Uruguay Round i 
important to the “continued widespreai 
acceptance of the GATT system” and ti 
stave off protectionist pressures around th 
world, the President said. “Just as trad 
expansion spurs growth and prosperity, 
widespread raising of trade barriers woul 
reduce long-term growth and lower livin 
standards,” the President said. “Moreovei 
if the closing of markets were abrupt an 
severe enough, it could contribute to 
worldwide recession,” he warned. I
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Exports Drop, So Do Barge Rates
Slowdown in grain shipments to U.S.S.R. helps drive 
Mississippi River rates 10 to 20% below 1990 levels.

By Joseph Bonney

A slowdown in grain exports, especially 
to the Soviet Union, has produced sharply 
lower rates for barge shipments on the Mis-
sissippi River system.

“The outlook is not positive, at least for 
the next six months, mostly because of 
grain,” said Peter Hubbard, senior vice 
president of sales and marketing for Mid-
land Enterprises Inc., whose subsidiaries 
include Ohio River Company.

“Demand and price levels are 
at the lowest point in the last five 
years,” Hubbard said. “It was 
1985-1986 when we last saw 
prices similar to this.”

“Lack of exports— that’s the 
key thing affecting rates,” said 
Morris Larson, executive vice 
president of the St. Louis Mer-
chants Exchange. “Everything 
else is secondary to lack of de-
mand.”

Through mid-February, U.S. 
grain exports from all coasts were 
running more than 25 percent be-
hind the previous crop year, said 
David Campbell, vice president 
of marketing at Valley Line, a major towing 
company.

Through February 14 the U.S. had ex-
ported 1.907 billion bushels of grain in the 
current harvest year, compared with 2.636 
billion a year earlier. That’s a drop of ap-
proximately 17 million tons.

The reduced exports are reflected in lower 
rates. Barge-line officials say that, gener-
ally, rates are 10 to 20 percent below what 
they were a year ago.

Near-month rates for grain barges from, 
say, Iowa to New Orleans, are $1 to $1.25 
a ton below last year, Campbell said.

O ther Factors. Besides sluggish ex-
ports, rates have been affected by good 
crops and an ample supply of barges.

“W e’ve had reasonably good navigation 
conditions all winter, so there were no situ-
ations to push up prices,” Larson said.

In recent years, the barge market has 
been roiled by occasional volatility caused 
by short-term developments such as drought, 
freezes and p roblem s at nav igation  
chokepoints.

In the fall of 1989, for example, more 
than 1,000 barges were hung up above Lock 
and Dam 26 at Alton, 111., just upstream

from St. Louis, because of mechanical 
problems at the lock.

There have been problems with drought 
along the Missouri River last winter, as well 
as the usual freezes on the upper Missis-
sippi, Ohio and Illinois rivers, but overall it 
wasn’t enough to dramatically affect barge 
supply.

Grain as Barom eter. Barge operators 
often look to the Merchants Exchange for 
trends on rates, because it is the only public

price that traders can use as a reference.
Although many bulk commodities move 

on the Mississippi and its tributaries, most 
attention is focused on shipments of grain 
to the 10 big export elevators between Ba-
ton Rouge and the Gulf of Mexico.

“Grain movements are so visible, so liq-
uid, that they pretty much set the tone,” 
Campbell said.

That tone has been uncertain. Exports to 
the Soviet Union have been affected by the 
U.S.S.R. ’s political instability and currency 
and credit problems.

“Nobody knows who to talk to, who to 
deal with, how to get anything done,” Larson 
said.

Erosion of Rates. Barge rates began to 
weaken noticeably in m id-1990.

Rates usually decline in the summer, 
when most of the previous year’s crop has 
been shipped and South American grain is 
coming to harvest. Then it usually picks up 
in the fall— but not in 1990.

“We didn’t see the traditional buying 
patterns by the Russians,” Campbell said. 
“Usually they are heavy buyers in August 
and September. That didn’t happen this 
year.”

Meanwhile, the eruption of the Persian 
Gulf crisis in August added uncertainty 
about rising fuel prices— which primarily 
have been absorbed by the barge lines.

Then came the bumper crops of grain in 
the U.S. and elsewhere.

For months, U.S. farmers had worried 
that they would get too much or not enough 
rain at critical times. But the grain belt got 
rain and cool weather at exactly the right 
junctures, which left silos brimming and 
commodity prices low.

“With a flat price for their product, there 
was little incentive to get it sold at the 
market price,” Larson said.

With ample storage available, domestic 
producers have been able to avoid selling in 
hope that prices will rise. Meanwhile, for-
eign buyers have held off on buying in hope 
that prices will go lower still.

The September-October-No- 
vember harvest period is the 
barge industry’s “Christmas sea-
son,” Larson said. “That’s when 
you put your book on and you 
make it or you don’t.”

“Right now there are all kinds 
of incentives to sit on the side-
lines and wait,” he said.

Some bargem en, however, 
hope rates will rebound later this 
year as the new U.S. grain crop 
comes in and producers are forced 
to move grain stocks out of stor-
age to make room for new pro-
duction.

“We think it will get better 
later in the year,” said Midland’s Hubbard. 
“How much better, we don’t know.”

Barge Supply. The current slump in barge 
rates comes as towing companies that oper-
ate on the Mississippi system have begun to 
recover from the bust they endured through 
most of the 1980s.

A gradual rise in shipments had finally 
soaked up much of the surplus of barges 
that helped bankrupt many operators.

The barge surplus was the result of a 
building binge that was fueled by the grain 
export boom of the 1970s and by laws that 
encouraged investment in barges as tax 
shelters. The number of covered hopper 
barges dedicated to grain has declined from 
a 1982 peak of 13,500 to 14,000 to an 
estimated 10,000 to 10,500 today.

Many were scrapped, and some were 
even exported. Meanwhile, construction of 
new equipment came to a virtual halt.

A few shipyards are beginning once again 
to crank out new barges, but only on a 
modest scale— and for the most part, only 
to replace existing equipment.

“The fleet probably isn’t even replacing 
itself,” Hubbard said. “W e’re probably see-
ing a small reduction in the fleet.” ■
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Everything Our 
Company Stands For Can Fit 

On The Head Of A Pin.

This isn’t  just a pin.
It’s sales reps juggling phone calls to get 

deliveries off a ship in time to meet a custom er’s 
deadline. Or crane operators peering over the 
controls as they align containers during heavy 
storms in Rotterdam.

It’s a formally integrated process that 
ensures that every one of our 8,500 employees 
worldwide works as a team to meet your needs. 
Because every one of them has the power to 
make decisions. So every one has a personal 
stake in your shipment.

It’s a process that demands meeting cus-

tom er requirements; managing by prevention; 
producing error-free work; and constantly moni-
toring quality. A process we started years ago.
One we back up with our Customer Focus Initiative. 
A report card which lets you grade us.

To find out what the Sea-Land Quality 
Process can add to your business, contact your 
local Sea-Land representative.

You’ll see that Sea-Land people around the 
world proudly display this badge of quality.

if the pin fits, SeaSLand
wear it. OUR COMMITMENT RUNS DEEP.™

©  1991 Sea-Land Service, Inc. P art of the CSX global transportation network.



LOGISTICS OF

W ars have a way o f changing the course o f the transportation 
industry.

W orld W ar II left a network of airfields around the world and 
set the aviation industry o ff on a rapid growth cycle which 
continues to this day.

The Vietnam W ar left little for which Americans could be 
proud, but the ability o f Sea-Land ships with on-board cranes to 
deliver military goods from  interior points in the U .S . to interior 
points in V ietnam  more quickly than breakbulk carriers dem -
onstrated to all concerned that containers were a preferred 
means o f transportation for the future.

Desert Shield and Desert Storm may be rem em bered as the 
w ar which gave Logistics its most difficult challenge and 
proved the ability o f com puters (and people) to coordinate the 
m assive flow of people, m ateriel and supplies to a designated 
battle site in time to fight and win a designated war. W hile all 
wars depend upon success in logistical operations, Desert 
Storm was the first which could be described as 90% Logistics 
and 10% combat.

In the words o f the U.S. military, the w ar in the Persian G ulf 
"validated the necessity for a single m anager o f America's 
defense transportation system."

The logistical system was run by a headquarters staff o f 421 
civilians and m ilitary people at Scott A ir Force Base, Illinois. 
The unit, officially known as the United States Transportation 
Com mand (USTRANSCOM ) had been operational only since 
October 1, 1988-less than tw o years before it was called upon 
to perform.

W ebster's D ictionary  defines Logistics in its m ilitary sense 
as a term which includes selection, purchase and delivery o f all 
materiel and weapons, as well as troops, for combat. In wars 
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past, the task was to deliver m assive quantities with minimal 
regard to cost. The mission was to get the job  done and worry 
about the expense later. The same requirem ents applied to 
D esert Storm. But in this war, the m ission was carried out with 
finesse. There was confusion; there were excesses, and some 
things did not w ork out ju st as planned. But overall, it was a 
success. A nd everyone knows it.

Interestingly, retired General Duane H. Cassidy, who was the 
first com m anding officer o f USTRANSCOM  at Scott A ir Force 
Base, was recently appointed president o f CSX/Sea-Land L o-
gistics from  where he unquestionably will transfer the proven 
skill o f Logistics in W ar to the expanding use o f com plex 
Logistics in Peace.

C onceived  in 1 9 8 7 . The marshalling o f the half million or 
so troops that supported the allied effort in the G ulf was exactly 
the type o f challenge the Reagan adm inistration had in mind 
April 18,1987, when President Reagan directed the Secretary 
o f Defense to integrate global air, land and sea transportation. 
General Cassidy was placed in charge o f the project.

Created to coordinate the strategic deploym ent of all U.S. 
armed forces in tim es o f war, USTRANSCOM  oversees the 
Navy's M ilitary Sealift Com mand, the Arm y's M ilitary Traffic 
M anagem ent Com m and and the Air Force's M ilitary Airlift 
Command.

USTRANSCOM  has spent m uch o f its short lifetim e devel-
oping essential working tools, including logistics software 
which it describes as a " road m ap toward a fully capable global 
m obility managem ent system which will include the ability to 
track mission-essential troops and materiel with a total intermodal 
intransit visibility."



Lessons 
of 
War
Although sealift was a suc-
cess, it illuminated problems 
that could threaten the future 
of America s maritime capa-
bilities.

The ports of W ilm ington, N.C. (above), Jacksonville and Houston w ere  
focal points for the  U.S. m ilitary shipm ents for D esert Shield. When 
President Bush m ade the decision in Novem ber to build-up for Desert 
Storm, these three  ports rem ained very active but w ere  surpassed by 
the little-know n m ilitary ordnance depot at Sunny Point, N.C., on Cape 
Fear River a few  m iles south of W ilmington.

By William J. Warren

There were gaffes, there were glitches, 
there were gremlins. But when it was all 
over nearly 10 million tons of cargo made it 
to the Middle East for the Gulf war effort, so 
who could say that the sealift was anything 
less than a smashing success?

“We have moved more equipment and 
supplies to the theater of operations more 
quickly than at any time in history,” Mili-
tary Sealift Commander Vice Admiral 
Francis R. Donovan told a House Armed 
Services subcommittee on February 19.

A celebratory mood reigns at the offices 
of Military Sealift Command. Near-giddi-
ness infects the comments of officials whose 
pronouncements during the heat of the sealift 
were oblique, verging on the cryptic.

Some official preening seems in order. 
The amount of cargo moved since August 7 
is staggering: 2.9 million short tons of dry 
bulk, including 1,000 tanks, 1,500 helicop-
ters, 2,000 armored personnel carriers and 
thousands of bombs; 878,000 tons of con-
tainerized cargo including everything from 
soda pop to talcum powder to undershirts 
and shoelaces; and 6.1 million tons of pe-
troleum products.

Lessons Learned. Despite the suc-
cesses the sealift spotlighted a reserve fleet 
in sorry shape. Eighteen of the ships were 
undergoing major repairs at the time they 
were activated. Chronic underfunding has 
re su lted  in years o f defe rred  
maintenence.

Congress lopped off nearly two-thirds of 
the Maritime Administration’s $239 million 
budget request for the Ready Reservefleet 
program in 1990. The $89 million Congress 
allowed the fleet left little money to send 
ships out on sea trials. Well over half the 
vessels had never been test activated during 
their tenure in the reserve.

The fleet itself is outmoded. Most of the 
ships use steam propulsion systems rather 
than simpler diesel plants. Finding spare 
parts and experienced engineers to run the 
systems is a challenge.

The fruits of neglect showed in the num-

bers: the majority of the ships failed to be 
delivered for service by the prescribed 
deadline. It could have been worse. Not all 
the ships were needed at once.

Just forty-two of the 96 ships in the 
Ready Reserve fleet, which the Maritime 
Administration maintains for the MSC, were 
called up in the first stage of the sealift in 
September. As it was, American shipyards 
were stretched to the limit.

Had all 96 been needed at once, said 
Maritime Administrator Captain Warren 
G. Leback, there would not have been suf-
ficient repair facilities or enough crew 
available to meet the demand.

Ready Reserve Not Always Ready.
The absence of regular test trials added an 
element of uncertainty to breaking out ships, 
most of which are supposed to be available 
within 120 hours from the time the MSC
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Desert Storm Dry Cargo Sealift
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calls them into service.
Only 21 of the 78 ships activated over the 

course of the sealift had ever been sent out 
on sea trials after they went into the fleet. 
Some of the vessels had been idle for more 
than a dozen years.

MarAd had only hours to reverse the 
ravages of years of neglect. Sixty-five of the 
Ready Reserve ships are supposed to be 
delivered within five days of activation, 28 
vessels within ten days and three with 20 
days.

Activating a ship involves a great deal 
more than simply hoisting anchor and 
shoving off. First the vessel must be towed 
from its berth to a repair yard, a process that 
often takes two days. Another 24 hours 
must be set aside for a sea trial, leaving just 
two days in between for all necessary repairs.

As soon as the sealift began American 
shipyards filled to capacity readying the 
five-day ships for service and the 10- and 
20-day ships stacked up.

According to M arAd’s own figures just 
under 40 percent of the ships were deli-
vered on time “or within hours” of sched-
ule.

Some of the glitches proved embarrass-
ing. During the first break out of 42 RRF 
ships, a breakbulk vessel, the G ulf Banker, 
had to be towed back to the yard after the 
crew complained of technical difficulties.

Leback still appears testy when discuss-
ing the saga of the Antares, an SL-7 Navy 
ship, which broke down after setting sail 
under one boiler. “The Antares got a lot of 
poor publicity,” said Leback. “I would have 
made the same decision that Admiral 
Donovan did: start her out under one boiler. 
I designed those ships, I built them. They 
were designed to run on two boilers at 33 
knots and one boiler at 25 knots. He took a 
gamble. The Antares didn’t make it.”

The Antares had to be towed to Spain for 
repairs. Another ship picked up its cargo, 
which arrived in Saudi Arabia six days late, 
said Leback.

Not Enough M ariners. Adding to all 
the mechanical problems was a shortage of 
qualified seamen. To man the Ready Re-
serve fleet 2,400 additional merchant 
mariners had to be hired from a steadily 
shrinking pool of mariners.

Desert Storm Sealift 
Tanker Delivery Profile
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“If you look at the post-Vietnam Ameri-
can merchant marine, the job base has 
steadily declined and the supply of mari-
ners has absolutely matched that step by 
step,” said Bruce Carlton, director of the 
maritime office of labor and training. In the 
last 20 years mariners have been leaving the 
industry in droves, seeking steadier work in 
other fields. "What these people took with 
them is experience and skill and valid li-
censes."

The maritime unions were charged with 
the task of tracking down these seamen who 
had retired or left the industry. “The unions 
did an incredible job of reaching out to find 
these people,” said Carlton.

O u tm o d e d  S h ip s  R e q u ire  O u t-
m oded Skills. The problem with crewing 
was not just a matter of numbers. It was also 
a matter of finding engineers with expertise 
in systems that are 25 years old. While 
diesel ships are becoming increasingly 
popular in the world operating fleet, the 
Ready Reserve fleet is still predominantly 
steam. Eighty-one of the 96 Ready Reserve 
ships have steam systems.

Steam plants are much more complicated 
than diesels and the design of the system 
varies from ship to ship. Many of the steam 
plants are of foreign design. Some were 
built by manufacturers long since out of 
business.

“Steam expertise is on the wane,” con-
cedes Carlton. “It’s not gone but it’s on the 
wane, and when we’re forced to break out 
70 ships quickly and., .at least three quarters 
of them are steam plant, that’s a terrific 
instantaneous demand for steam expertise.”

The problem isn’t with the maritime 
academies, said Carlton, the problem is that 
engineers in the field do not often need their 
steam training, and there are no refresher 
courses to ensure a ready supply of re-
servists.

In fact young engineers graduating from 
state maritime academies are often quite 
adept at steam systems, since training ships 
at five of the academies are steam plant. But 
once the graduates enter the work force at 
least halfboard diesel ships, and it doesn't 
take long before the intricacies of steam 
propulsion are forgotten.

The demand for engineers with experi-
ence on steam plants prompted the enlist-
ment of several older mariners, including 
an 82-year-old second mate on a chartered 
vessel, who was featured in an article in a 
January issue of Fortune magazine. MarAd 
officials are still smarting from the cover-
age, which they fear painted a picture of a 
sealift desperate for bodies.

In fact, said Leback, many of the older 
mariners who filled in during the first lean 
days of the sealift were quickly replaced by 
younger mariners.

34 Ships That 
Won the War

Allied forces marshalled a fleet 
of nearly 300  ships for Desert 
Storm , including 70 versatile , 
quick-loading Ro/Ro ships critical 
to the task of getting armored  
equipment to Saudi Arabia in time 
for Desert Storm.

But the U .S. military only had 
36 of these ships in its inventory 
last August 17 in the Ready R e-
serve Force and 19 under long-
term charter as part of the Maritime 
Prepositioned, Fast Sealift and 
other contracts.

The military needed more.
It chartered in 7 Am erican-flag  

Ro/Ros and 27 which flew the 
flags of Saudi Arabia, Liberia, 
Panam a, USSR , Norway, Greece, 
Denm ark, Cyprus, Italy and The  
Netherlands.

"Desert Storm has pinpointed, 
beyond a doubt, the absolute  
surge requirem ent for more Ro/ 
Ros in the early moments of a 
contingency involving sealift of 
forces," Sealift C om m ander Vice  
Admiral Francis R. Donovan has 
told Congress.

Besides, said LeBack, retired mariners 
helping out in a war effort are nothing new. 
“We did this in World W ar I, we did it in 
World War II, we did it in the Korean War 
and the Vietnam War, “ he said. “On the 
first ship I went on the skipper was 72 years 
old and the chief engineer was 69.” 

Despite the problems, the RRF fleet per-
formed well, insist officials at both MSC 
and MarAd. The fleet’s efficiency level 
was 90 percent during the sealift, said 
Leback. All activated ships eventually 
completed voyages.

“Once you got the first voyage out and 
you got all the kinks and the glitches and the 
gremlins out of it they performed very well,” 
he said.

M o re  Ships N eeded . Indeed, most of 
the sealift cargo moved on reserve ships: 78 
Ready Reserve vessels, eight fast sealift 
ships, 13 maritime prepositioning ships (Ro- 
Ros) and 11 afloat prepositioning ships 
(nine cargo ships and two tankers).

But there simply weren’t enough ships in 
reserve to handle all the cargo. In particular, 
there was a shortage of the most versatile 
ships— roll-on, roll-off vessels— which are 
ideally suited for transporting  heavy 
equipment, since vehicles can be driven on 
and off the decks.

As of February 3 100 U.S.-flag ships and

84 foreign-flag ships were on charter by the 
MSC transporting dry cargo. The rates 
paid by the MSC, which were sometimes 
double what charterers had been paying 
just prior to the sealift, caused a furor in the 
press and led to charges that the government 
was being gouged.

But MSC officials say they made the best 
deals possible in a tight market. “I think we 
were paying market rate at the time,” said 
Admiral Donovan. “When you need ships 
on a one- or two- or three-day notice you ’re 
making a business deal with people. I don’t 
think we paid excessive prices.”

The military’s sudden need for ships 
created a market climate in which prices 
were bound to climb, said Donovan. The 
only alternative to paying the cost would 
have been to requisition American-flag 
ships. “We could have done that,” he said. 
“But you could be taking U.S. ships off 
trade routes which we may never get back 
on. I think the way we did things this time 
was the right balance.”

As in most epic victories luck played a 
role in the sealift. The weather was good, 
our ships were not being fired upon, and 
there was time to get the equipment there. 
“We had six months before the first bullet 
was fired,” said Carlton.

In addition, the sealift was a coalition 
effort, combining the maritime assets of the 
allied nations. Without those ships, the U.S. 
would have been forced to rely on its 
“mothball fleet:” 73 World War II Victory 
ships that require 30 to 90 days to ready for 
service.

B ringing It A ll B ack H om e. While 
everyone connected with the sealift seems 
to be breathing a sigh of relief, there remain 
challenges ahead.

There are nearly 10 million tons of 
equipment sitting in Saudi Arabia that must 
now come home.

“We didn’t really expend anything but 
ammunition,” said Michael Delpercio Jr., 
director of M arAd’s office of ship opera-
tions. “We lost practically no equipment. It 
all has to be brought back.”

While a small amount of equipment might 
remain in Saudi Arabia, the bulk of the 
cargo will come back to the U.S. As aresult, 
the reserve fleet is not being deactivated. A 
number of ships are sitting in American 
harbors, fully crewed, ready to sail on a 
moment’s notice.

With the time pressures considerably 
eased there is speculation about changing 
the make-up of the fleet.

“I think that there’s going to be a lot less 
foreign-flag charters, but I don’t think 
they’re going to do away with the Ameri-
can-flag charters,” said Delpercio. In ad-
dition, a shortage of Ro-Ros will persist, 
requiring the continued use of some foreign-
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How Desert Storm Relied on Europe
The military divides the logistical operation of Desert Shield and

Desert Storm into three phases:

Phase I: The period from August until Novem ber when the
United States was providing a shield for nations on 
the Arabian peninsula, waiting to see if economic 
sanctions against Iraq would prevent war. Most ship-
ments w ere from U.S. mainland ports.

Phase II: The period from Novem ber, when President Bush 
ordered the build-up of combat forces, and March, 
when the w ar was concluded. During this period, the 
military actually moved more materiel from W estern  
Europe to Saudi Arabia than from the U.S. mainland  
and possessions: 1 ,837 ,970  m easurem ent tons from  

the U .S. com pared to 2 ,0 19 ,80 2  m easurem ent tons 
from Europe and the Far East-virtually all from Eu-
rope.

Phase III: Post-war period. A small but steady supply, largely 
from Europe.

Ships Sailed

Phase 1 Phase II
PORTS
Sunny Point, N.C. 9 30
Jacksonville, Fla. 29 25
Houston, Texas 20 20
Bayonne, N.J. 10 13
Beaumont, Texas 14 4
Wilmington, N .C. 10 12
Savannah, Ga. 10 2
Charleston, S .C . 11 5
O akland, Calif. 8 10
Long Beach, Calif. 7 10
A ll U .S . Ports 1 42 1 58

RSEAS PORTS
Rotterdam 41
Antwerp 32
Bremerhaven 4 32
Nordenham , G erm any 1 22
Livorno, Italy 3 9

A ll O verseas Ports 8 166

‘ Figures do not add because lesser ports are not listed.

flag vessels.
We ’■ve retained the nucleus of this force,” 

said Donovan. “It’ll be a mix pretty much 
like it was before. W e’re going to need the 
ro ll-on /ro ll-o ff assets as well as the 
breakbulk assets.”

The MSC has retained virtually all the 
American-flag vessels it chartered during 
the sealift, while letting go most of the 
foreign-flag ships, said Donovan.

M aking  R eady R eserve  B ette r. Of-
ficials at MarAd and the MSC hope prob-
lems encountered with the sealift will 
prompt Congress to increase funding for 
the RRF program.

Donovan and Leback are buoyant when 
discussing their plans to better the Ready 
Reserve fleet. Besides aquiring more Ro- 
Ro ships, their proposals include laying up 
ships in clusters of three or four, and as-
signing each cluster a skeleton crew. The 
crew would maintain the ships and take 
them out on regular sea trials.

The ships that performed best during the 
sealift, say MarAd officials, were the 
prepositioning ships, which are constantly 
manned and regularly sea tested.

They also propose creating a merchant 
marine reserve, similar to the naval reserve, 
that would offer mariners job protection 
when they are called into service. Reserv-
ists might be paid a stipend and could be 
required to attend yearly training programs 
to ensure there is always a supply of mari-
ners familiar with the type of ships in the 
reserve fleet.

The reservist proposal is part of an omni-
bus labor bill currently in Congressional 
hearings.

But both officials acknowledge that their 
programs will all be scuttled if Congress 
doesn’t supply the funds.

“The one thing that needs to be done in 
the future is to have adequate funding,” said 
Leback. “You cannot maintain a Ready 
Reserve fleet on a year-to-year basis with-
out knowing how much money you’re go-
ing to have over time.”

If funding for the fleet is not maintained 
at a consistent level, these plans could do 
the fleet more harm than good, warned 
Delpercio.

If Congress grants funds formaintenence 
and sea trials this year and pulls the funds 
next year, ships could be left sitting in the 
water facing freeze damage and corrosion. 
“You can’t be going back and forth,” he 
said. “That’s the one scary part about this.”

But Donovan is looking on the bright 
side.

“I think Congress is very receptive right 
now to items that have to do with sealift 
because it's been obvious to everybody just 
how critical sealift is to an effort such as 
w e’ve just gone through,” he said. “It

brought sealift and merchant marine and 
maritime industry issues up to the national 
level to be looked at.”

Others worry that the Ready Reserve 
fleet could become a victim of its own 
success.

Once other issues are again competing 
for the attention of Congress, legislators 
may be less enthusiastic about committing

funds to improve a reserve fleet that has 
managed to muddle through with minimal 
support.

If history is an indicator, Congress’ inter-
est in maritime issues will be short-lived, 
said Leback. “As soon as the war is over and 
the euphoria is worn off, people forget what 
happened and they’ll worry about it tomor-
row.”

34 AMERICAN SHIPPER: APRIL 1991



Tnere A re O thers W ho 
Frequent T he W iters O f Hawaii

As O ften  As We Do.

H um uhum u -n u ku n u ku -a p u a  'a (ReefTriggerfish) —  The S ta te  F isk  o f  Hawaii, “h u m u h u m u "  m eans "to fitp ieces together" a n d  " n u k u n u k u -a p u a a ’ m eans "nose 
like a  pig," stem m ing from  the grunting noises these fish  make. This m a y  also explain why early H aw aiians often u sed  them  in place o f  pigs in religious ceremonies.

tu m u l

%

we serve, w ere
B ecause H aw aii is th e  only  place 

dedicatee! to  serving it right. 
T h a t1 s why M atso n  o ffers you m ore ships, 
sailing m ore o ften , to  an d  from  m ore po rts , 
th a n  anyone else. A n d  why were com m itted  
to  doing even m ore for you tomorrow. A lo ka.

Matson.
C o m m itte d  To Serving

A  , n t  o f  A lexander &  Baldwin, Inc. H a W a j l  B e S t .



58  ships for Desert Storm w ere loaded at Jacksonville. Blount Island Term inal (above) is now back to normal.

PEACE: Like the 1970s All Over Again
It’s hurry up and wait as chaos replaces the orderly logistics of war.

By Elizabeth Canna

“It’s like the 1970s all over again.” 
Such was the simple description offered 

by an ocean carrier executive that so aptly 
captures the mood sweeping the interna-
tional trade community now that the Middle 
East war is over.

Project specialists synonymous with the 
glory days of the Middle East building 
boom— names like Bechtel, McDermott, 
M.W . K ellogg, C aterp illar or Foster 
Wheeler-have moved to the forefront after 
laying low for half a decade or so.

A modern-day Middle East boom is in 
the making, that much is for certain. But not 
even the most seasoned of Middle East 
market players is willing or able to predict 
when or how that boom will unfold. 

“You’re probably talking months down

the road,” said a spokesman for San Fran-
cisco-based Bechtel Corp.

“It’s absolutely too early to tell,” said 
Thomas A. Madden, executive vice presi-
dent for Daniel F. Young, Inc., a freight 
forwarder with extensive experience in the 
Middle East. The orderly disbursement of 
war-bound troops and supplies contrasted 
sharply with the chaos that took hold once 
the shooting stopped in the Middle East.

The telephone at the office of the Kuwait 
Emergency and Recovery Program  in 
Washington, D.C., rang busy for hours on 
end, as did the phone lines at the Kuwaiti 
Embassy.

Rumors of a firm contract forced Bechtel 
to take its phone off the hook— almost. 
Flooded with hundreds of phone calls from 
job seekers and project vendors, the com-
pany set up recorded messages instructing

applicants where to send written requests. 
At this writing in early March Bechtel had 
a letter of intent from the Kuwaiti govern-
ment, but not a contract.

And exaggerated rumors of another Ku-
waiti contract sent CSX C orp.’s stock 
soaring seven percent overnight.

CSX’s Big Surprise. Among the fa-
miliar names being cited as sure winners in 
the rebuilding of Kuwait was one new face, 
CSX/Sea-Land Logistics, based in Alex-
andria, Va.

The CSX Corp.’s low-key contract lo-
gistics unit quietly won the exclusive right 
to coordinate the movement of post-war 
emergency relief cargo to Kuwait, catching 
most of the industry by surprise.

(Please Turn to Page 69)
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W o r l d -Cl a s s  Se r v i c e

F o r  A l l  Y o u r  C a r g o  ...O n l y  a t  C h a r l e s t o n .
O n ly  a few  ports are true w orld -c lass ports.

O n ly  a few  ports tru ly  serve the w orld , and on ly  a few  ports 

o ffe r w orld -c lass qua lity  o f  service.
The Port o f  Charleston is one o f  these ports.

Charleston g ives sh ippers steam ship service, interm odal 

connections, and e ffic ien t ocean tenn ina ls  that are unbeatable.
A n d  Charleston is the most automated port in the w orld , 

w ith  our O rion  E D I system lin k in g  a ll o f  the m ajor sh ipp ing  
elements fo r fast cargo clearance, to save you time and m oney 

on every sh ipm ent you make.

C a ll ou r to ll free “ W o r ld -C la ss  Se rv ice ”  line: 1-800-845-7106 
fo r Charleston serv ice fo r your next shipment.

Port o f Charleston
P.O. Box 817 • Charleston, SC 29402 

1 -800-922-5254 (inside S.C.) * 1 -803-723-8651

Offices: New York Chicago Atlanta Washington, D.C.
Greenville, S. C. •  Frankfurt Hong Kong • Tokyo Sydney



E ditor’s Note: A t the International Shippers’ Conference held in Hong Kong in February, Brian Allen, 
director general o f  the Far Eastern Freight Conference, presen ted  a comprehensive history o f  shipping 
in the Asia trades. W hat fo llow s is an excerpt from  A llen’s address.

Pricing in the Asia Trades
By Brian Allen

Director General, Far Eastern Freight Conference

By the time the liner conferences had 
developed full tariffs, covering all the com-
modities moved by the liner trades, a con-
cept had been developed which can best be 
described as cross subsidation.

This meant that the higher value com-
modities were charged a freight rate that 
enabled operators to lift low value cargoes 
at ra tes tha t w ould  have been 
unremunerative if the higher value cargoes 
had not been available. This was not an 
entirely philanthropic move by the confer-
ences as it helped to increase trade volumes 
and thus the load factor for the ship. On the 
other hand, it has to be recognized that 
many of the products of the then less-devel-
oped countries were able to move at freight 
rates which did not result in an unaccept- 
ably high landed value for the goods.

This system worked pretty well when 
conferences carried the lion’s share of the 
trade. The advent of strong independent 
operators changed the balance.

The independent entrant to a trade will 
survey the cargoes available and 
most will decide to go for the 
high paying cargoes. Whereas 
the conference feels itself bound 
to offer to carry the full range of 
cargoes in the trade, the independent feels 
no such compulsion. To attract the high 
paying cargo, the independent offers a lower 
rate which will still give him a profit and 
avoids the lower paying cargoes where he 
feels he will engender a loss. This upsets the 
balance of the conference revenue and re-
sults in lowering of the higher freight rates 
as the conference lines seek to retain their 
share of the cargoes.

Whilst this could result in the conference 
operators avoiding the lowest paying cargo, 
there is little doubt that this would be viewed 
politically as unreasonable behavior by the 
cartel. There has therefore been a compres-
sion of rates and a reduction in profitability 
for both conference operators and, on the 
rebound, for the independent.

One of the problems of periods of intense 
competition is for the shipper who, in order

to keep abreast of changing freight rates, 
has to spend an increasing part of each week 
checking around the whole market for fear 
of finding that he has not obtained the most 
economic rate. If the process continues for 
long, substantial losses arise for the opera-
tors and, in the end, the services’ quality 
and flexibility is impaired.

During the period 1982 to 1989, the 
average revenue per container fell for FEFC 
members by over 20 percent in dollar terms 
and, when you take inflation into consider-
ation, by over one-third in real terms. Whilst 
this situation might be bearable in the short 
term, it cannot be sustained for long, other-
wise the losses that inevitably result will, as 
time goes on, deter investment with the 
result that the service deteriorates and ex-
porting and importing become more haz-
ardous.

As far as I can make out, the situation in 
the transpacific trades has been, if any-
thing, worse than in the Europe trades and, 
quite frankly, there is no alternative other

than that freight rates rise to a point where 
they provide, and continue in the long term 
to provide, an adequate return on invest-
ment. Be under no illusion that there is a 
vast difference in operating cost between 
an Asia Pacific region fast containership 
and a European fast containership; the costs 
are remarkably similar.

A recent study by Containerisation In-
ternational gives a most interesting analy-
sis of the results of ten major operators 
which serves as an excellent overview of 
the investment required in transport and the 
results obtained. The operators are prima-
rily investors in liner vessels, although they 
do have other transport interests.

In the period 1980 to 1989, the survey 
shows that assets rose by 72 percent, rev-
enue by 80 percent and operating profit by 
75 percent. These measurements have been

made in U.S. dollars. All that sounds very 
tidy and nice until you look at the ratio 
between assets, revenue and operating profit.

On assets of 15 billion and turnover of 
15.8 billion the operating profit was 360 
million. That is to say, operating profit is 
2.4 percent on assets and 2.3 percent on 
revenue. Hardly an exciting result. The 
picture is, in fact, rather worse, for in three 
of the ten years the combined result was an 
operating loss. In the other seven years, 
three years are under 4 percent, two under 3 
percent and two under 2 percent.

Conclusion. The opening of the Suez 
and Panama Canals and the development of 
the U.S. railroad system enabled rapid de-
velopment of the liner trades which cover 
the Asia Pacific region.

The advent of containerization made for 
rapid, economic and secure handling and 
transport of liner cargoes. This entailed 
massive investment which has continued as 
full intermodalism spread through the trades.

Because of this investment, 
the growth of exports from the 
Asia Pacific region has been 
facilitated to an extent which 
would otherwise have been 

unachievable. The service is regular, reli-
able and economic. Rates will have to in-
crease for services to be maintained, but 
this is most unlikely to impair exports.

A recent growth forecast for world trade 
in 1991 is 53 percent. The growth from the 
Asia Pacific region is likely to exceed this 
figure considerably and will not be matched 
by a similar increase in liner capacity in the 
Europe trade. The capacity available is likely 
to be matched closely to the volume of 
cargo.

The liner industry has served, and con-
tinues to serve, the requirements of the Asia 
Pacific region very well. It has played a 
major role in facilitating the export growth 
and, if you are thinking of a regional award 
for export achievement, I think the liner 
industry can well lay claim to be included in 
the list. ■

On assets o f 15 billion, operating profit is 2.4 percent on 
assets and 2 3  percent on rex’enue. Hardly an exciting result.
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Ocean Freight Cost at Retail Level

Brian Allen illustrated his address (at left) with figures showing 
the impact of ocean freight cost on the price Britons pay for 
consumer goods received from the Far East. He stated his 
costs in U.S. dollars, used here.

Laser Disk Player 

Japan-U.K. $ 5 . 6 4
Video Deck Japan-U.K. $ 2 . 7 8

g Canned Asparagus  

Taiwan-U.K.

20" Color TV 
Singapore-U.K.

$ 1 0 . 0 3

Cassette Recorder $ 1 . 3 4  
Hong Kong-U.K.

Peacock Chair 
Manila-U.K.

$ 8 . 1 5

Canned Tuna 
Zam boanga-U.K.

$ . 0 2 Sneakers ^  
W. Malaysia-U.K.



Are Forwarders Taking Market Share From Carriers?

Forwarders reported gaining on the ocean carrier’s privileged status .

By William J. Warren

Freight forwarders who offer door-to- 
door transportation services are a growing 
threat to the privileged status of ocean liner 
companies, according to a British freight 
forwarder.

“Intermodalism is bringing to an end the 
historical privileges of the shipping lines,” 
said Jim White, director general of the 
British International Freight Association, 
in a speech at the Hong Kong Shippers’ 
Council’s International Shipping Confer-
ence in February.

Because the sea leg has historically been 
the most important part of international 
transit, shipping lines have been granted 
special privileges, including exemption 
from antitrust laws, broad authority to raise 
rates, and the power to exclude forwarders 
from their definition of shippers, White 
added.

But the pre-eminence of the sea leg is on 
the wane. So, too, are the privileges enjoyed 
by shipping lines.

“As more and more recognition is given 
to the totality of the end-to-end transport 
chain, so the sea leg today is increasingly 
perceived for what it is— one segment out 
of several which together make up this 
complex operation known variously as lo-
gistics, distribution or just plain transport,” 
White said.

“With this realization comes increased 
questioning of the favored status of the 
operators of the sea leg whose costs, after 
all, are frequently less than half the total 
costs of a door-to-door transport move-
ment,” he added.

H ard w are  D oesn ’t  C ount. Two types 
of companies are currently competing for 
intermodal business: those who own their 
own hardware and those— usually freight 
forwarders— who do not. Companies that 
do not own hardware, White said, are in the 
best position to tailor their services to the 
client’s needs.

“The independent operator, or NVOCC 
to use the American term, can...design the 
logistics package which most closely repli-
cates his customer’s needs,” he said, “and 
he is not restricted by the ever-pressing 
requirement to fill the space for which he 
must, inevitably, bear the cost, used or 
unused.”

No S m all In vestm ent. But even with-
out an investment in hardware, an NVOCC 
doesn’t achieve success without consider-
able commitment of capital.

Sophisticated communications are cru-
cial in turning a set of services into a com-
prehensive intermodal package, W hite 
noted. “It is the use of computers and EDI 
(Electronic Data Interchange), the setting 
up of a worldwide network of representa-
tives that gives the lie to the often heard 
criticism that forwarders and NVOCCs are 
fly-by-night organizations with neither the 
will nor the wherewithal to invest in the 
infrastructure needed to compete in the 
market place of today.”

D em ise  o f th e  S m all NVO? No for-

"Only the mega forw arders will 
have the resources to com pete in 
the battle fo r  the logistics business 
o f  the m ultinational g iants... . 
Sm aller companies w ill be obliged  
to fin d  their own niche."

- Jim White

warder who is unable to make a sizable be 
able to compete for the business of the 
multinationals, White said.

“Only the mega-forwarders will have the 
resources to compete in the battle for the 
logistics business of the multinational gi-
ants, which is one reason why we have seen 
recently the increasing number of mergers 
and acquisitions in this sector of industry,” 
he said. “Smaller companies will be obliged 
to find their own niche, if they are to survive 
through the nineties and make it into the 
21st Century.”

Bonding Bill A dds P ressu re . U.S. 
government efforts to rein in cargo consoli-
dators by requiring them to fork up hefty 
bonds threaten the growth of the interna-
tional freight forwarding industry, White 
said.

The freight forwarding industry will 
continue to increase its share of the inter-
modal market, as long as the competitors 
remain on a level playing field. However, 
last year’s NVOCC Bonding Act, which 
was signed by President Bush on Novem-
ber 16, has upset that level playing field, he

said.
“In a period when the airline industry is 

being deregulated, when road and rail com-
pete more or less freely for traffic, and 
when international trade is being encour-
aged to combat the threat of a world reces-
sion,” White said, “one of the major trading 
countries takes a step backwards into a 
regulatory framework which breaches both 
the principles of the GATT and a specific 
agreement of the OECD.”

Under the new bill carriers are respon-
sible for verifying that they are dealing with 
a licensed forwarder. Lines accepting cargo 
from an unlicensed forwarder face fines of 
up to $25,000 per bill of lading.

Forwarders must have a tariff on file with 
the U.S. Federal Maritime Commission 
detailing the commodities carried. New rates 
and rate increases require 30 days' notice 
and rate reductions, one day’s notice.

Enforcement of a requirement that for-
warders post a $50,000 bond with the FMC 
received a stay of execution until April 15. 
The bonding regulations can only boost the 
cost o f transport to shippers, W hite 
warned.

N o C a r r ie r  E x e m p t io n  fo r  
M u ltim o d a l. Shipping lines recognize 
that their customers increasingly expect 
more than port-to-port service.

“With the relative decline of the sea leg, 
they have extended their operations at both 
ends and have become operators of trains, 
particularly in the USA, and road haulers.” 
Some, he noted, have even established their 
own in-house NVOCC operations.

However, he added, shipping lines that 
become intermodal operators are attempt-
ing to make the transition easier by lobby-
ing to have their traditional antitrust 
protections applied to their intermodal op-
erations.
White argued against a proposal to extend 
antitrust immunity to intermodal agree-
ments, currently being investigated by the 
European C om m unity (see A m erican  
Shipper, March 1991, page 46).

“Such an agreement,” White said, “would 
materially disadvantage the non-shipown- 
ing intermodal operators who already have 
to contend with unfair merchant haulage 
rules in conference tariffs, and discrimina-
tory practices in the availability of contain-
ers.” ■
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3 language we speak is service. Cho Yang brings to 
USA a half century of shipping experience and puts 

:op-level manager at every major office around the 
rid, with the experience and authority to give you 
ck, binding decisions.

I j f r  p  CHO YANG LINE
\ /  C HO  YANG S H lm N G  CO..LTD.

WEEKLY ROUND-THE-WORLD CONTAINER SERVICE



Tough It Out in Southern China
Getting goods from here to there is tough, but getting 
better in fast growing manufacturing region.

By Elizabeth Canna_________________________

Southern China’s Pearl River Delta may 
be one of Asia’s hottest manufacturing 
growth centers, but shippers are still having 
a tough time getting their goods to market.

Since the early 1980s the Pearl River Delta 
has gradually taken over Hong Kong’s role 
as a regional manufacturing hub.

Manufacturers based in Hong Kong have 
set up plant sites in the Southern Chinese 
Guangdong province, while ports and ter-
minals have sprung up al-
most overnight to supply 
these facilities, and to bring 
their finished goods to 
Hong Kong for export.

But the cost of water and 
land transport, a complex 
bureaucracy, and a still 
primitive infrastructure make for tough 
going. “Some think it is most ideal for 
manufacturers to have their own trucks 
serving between the operation sites in China 
and Hong Kong. However, it is difficult for 
a license to be granted to a manufacturer 
unless you have close connections with 
certain authorities within the Chinese gov-
ernment,” explained Dennis Ting, chair-
man of Kader Industrial Co. Ltd., one of 
those Hong Kong-based manufacturing 
companies with installations in the Pearl 
River Delta area.

Even if a manufacturer manages to get a 
trucking license, it’s no real bargain. The 
annual license fee for a truck operating 
between Hong Kong and China is HK $77 
(about $9.87). But fees for road mainte-
nance, bridge crossing, insurance and other 
charges add up to a monthly levy of HK 
$3,330 (about $430) per truck.

And this doesn’t take into account cer-
tain hidden costs. “In addition, it is vital for 
a driver to maintain a friendly relationship 
with the customs officers through tokens 
like cigarettes, newspapers and magazines,” 
Ting said.

“Manufacturers are now more concerned 
with the continued rising trucking costs and 
the delay in processing the documents and 
customs clearance. Future growth and ex-
pansion in China will depend on the im-
provem ents in efficient transportation 
between the two places,” he added.

Ting made his remarks in a speech deliv-
ered at the International Shippers Confer-
ence held in Hong Kong in February.

Explosive G row th . In the 11 years since 
Ting began manufacturing in Southern 
China he has seen some major improve-
ments in the transportation network linking 
Hong Kong to China.

“For the last decade the Chinese govern-
ment has committed heavily to build up the 
area and expand its infrastructure. Numer-
ous roads have been built, w idened, 
strengthened or bridged,” he said.

“The economic and shipping business 
relationship between Hong Kong and South

China, particularly the Pearl River Delta, 
was been developed and enhanced in the 
80s with a speed and scale beyond anyone ’ s 
expectations,” Yuan Geng, executive vice 
chairman of China Merchants Holdings 
Company told the audience.

“It is widely recognized that the most 
typical river mouth port group lies in the 
River Rhine, which was built by the Ger-
mans, Dutch and Belgians in over200 years ’ 
time after the industrial revolution. Now, it 
seems that we Chinese may build the mod-
em Pearl River mouth port group in a rela-
tively shorter time,” he added.

Where only a handful of ports served 
China’s southernmost region, Guangdong 
province, a decade ago, a network of so-
phisticated container ports is being devel-
oped.

In 1989, Guangdong province ports pro-
cessed about 80 million tons of cargo in 
1989, double the volume of 10 years ago. 
By the year 2000, that 80 million tons will 
probably grow to 150 million tons, Geng 
predicted. “The province has become the 
most active region of container transporta-
tion in mainland China,” he said.

S till Tough fo r S h ip pers . Explosive 
growth notwithstanding, all is not smooth 
sailing for shippers in the region.

The process of getting goods into the 
export market is a convoluted one. Raw 
materials, machine parts and even packing 
materials all have to be brought in from 
Hong Kong. Then the finished goods are 
sent back to Hong Kong for their interna-

tional destinations. Moreover, the price of 
shipping goods from Hong Kong to ports 
within the Pearl River Delta isn’t cheap, 
Ting pointed out.

It costs $490 to ship a 40-foot container 
about 100 miles to Guang-Zhou. In com-
parison, a rate of $1,200 per 40-foot con-
tainer for a transpacific voyage from Hong 
Kong to California is not unusual. And 
despite efforts by the Chinese government 
to build up the infrastructure, manufactur-
ers still have to supply some of the most 
fundamental services on their own.

“Because of the insufficiency of the in-
frastructure in China, Hong Kong manu-
facturers have to provide daily necessities 
and dormitories for the workers.

Salaries are often distributed in a very 
un-capitalistic manner.

“In some areas, the wages are not paid 
directly to the workers. It is the employ-

ment agency which col-
lects the money on their 
behalf. Certain fees will 
then be held back by the 
authorities. The money 
withheld is to be utilized 
for social security, retire-
ment funds, village devel-

opments funds, mecical insurance plus other 
handling charges. After these deductions, 
only half of the amount paid out by the 
Hong Kong manufacturers will be paid to 
the workers,” Ting explained.

R ole C hange fo r Hong Kong. With 
China’s full control of Hong Kong only six 
years away, the British colony is gradually 
relinquishing its role as a manufacturing 
mecca in exchange for servicing the fledg-
ling manufacturing centers of Southern 
China.

“To meet the growing need for trade- 
related services as transportation, finance 
and communications, Hong Kong has over 
the last ten years been undergoing some 
transformation into a regional service cen-
ter rather than a center for light manufactur-
ing,” John Gray, vice chairman for the 
Hong Kong and Shanghair Banking Corpo-
ration Ltd. told the conference.

Since the end of 1984 employment in 
financial and related business services in 
Hong Kong has increased by more than 50 
percent. Gray pointed out, while manufac-
turing employment dropped by 13 percent.

Will Hong Kong lose its pre-eminence as 
one of the world’s largest ports?

Probably not.
“Some may worry that once the port 

facilities in the Pearl River Delta develop, it 
may reduce the amount of cargo going 
through Hong Kong and even replace or 
weaken Hong Kong’s position as the ship-
ping center. I personally do not think so,” 
Geng said. ■

"The p o rt group in the R iver Rhine was built by the 
Germans, Dutch and Belgians in over 200 years. Now, it 
seem s that we Chinese may build the modern Pearl River 
mouth port group in a relatively shorter time."

-  Yuan Geng
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□
M A E R S K  LINE

W h e th e r you g row  th e  o ran g e s  o r 
d is tr ib u te  the  pou ltry , cook  u p  the 
french  fries o r  c a tch  th e  fish , you  w an t 
your p ro d u c t s tr ic tly  fre sh  on  arriv a l.

D epend on M aersk  L ine. W e’ll p ro v id e  
clean, s tro n g  c o n ta in e rs  an d  c o n s ta n t 
onboard  m o n ito rin g . R eliable fixed  
day o f  w eek  sa ilin g s  a n d  e x tra -
o rd inarily  fast tr a n s i t  tim es.

\ s  w ell a s  e ffic ien t d o c u m e n ta tio n , 
id v an ced  g lobal c o m m u n ic a tio n s , an d  
co m p u terized  cargo  track in g .

o f  M a ersk  p ro fe ss io n a ls  w h o  can  
e x p e d ite  y o u r cargo  a n d  save you  tim e 
a n d  money.

W h e n  you  sh ip  w ith  M aersk , you sk im  
th e  c ream  o f th e  s h ip p in g  in d u stry .

F or m ore  in fo rm a tio n , co n tac t 
M aersk  Inc ., G ira ld a  F arm s, RO.
Box 8 8 0 , M a d iso n , NJ 0 7 9 4 0 -0 8 8 0 . 
201-514-5000 .



H anjin  m oved to  5 7 -a c re , $ 6 3 ,0 0 0 ,0 0 0  te rm in a l a t Long B each  M arch  6 .

More Shuffling in the Pacific
Hanjin and Yang Ming start Calif or nia-Asia-Europe 'Pen-
dulum' services; join East Coast-Far East all-water trade.

By Richard Knee____________________________

South Korea's Hanjin Shipping Com-
pany and Taiwan's Yang Ming Marine Line 
planned to launch a joint service linking the 
Far East and the U.S. East Coast in late 
March.

In addition, the two carriers are initiating 
new routing patterns in which ships arriv-
ing in the Far East from California will 
continue westward to Europe rather than 
head back across the Pacific.

Both carriers are dubbing these "Pendu-
lum" services, though they are not cooper-
ating on those routes as they are in the 
all-water trade to the East Coast.

Both "Pendulum" services offer weekly, 
fixed-day sailings.

Seoul-based Hanjin and Taipei-based 
Yang Ming both operate outside the major 
transpacific conferences.

At the same time, they participate in the 
Transpacific Stabilization Agreement with 
three other independents and the eight 
members of the Asia North America East- 
bound Rate Agreement, which is using a 
variety of strategies — most notably a re-
duction of cargo capacity — in an effort to 
firm up shipping rates in the trade.

Jo in t S erv ice . The service to the East 
Coast is to offer weekly, fixed-day sailings, 
employing five Hanjin and four Yang Ming 
ships having an aggregate capacity of about
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26,000 TEUs, according to Yang Ming 
officials.

The first vessel, Hanjin New York, was
to reach Savannah March 28, Wilmington 
March 29 and New York April 1.

In the Far East, the ships call at Kaohsiung, 
Keelung, Busan, Hong Kong, Yokohama 
and Kobe.

Feedering services out of Kaohsiung of-
fer links to Singapore, Bangkok, Malaysia, 
Indonesia, the Philippines, Australia, India 
and Pakistan.

H a n j in 's  'P e n d u lu m 1 S e r v ic e .
Hanjin's so-called Pendulum service to and 
from  California, besides boosting the 
carrier's presence at the state's two big load 
centers, marks the full implementation of a 
new routing pattern that takes in Europe as 
well.

Under the routing scheme, which Hanjin 
started phasing in at the first of the year, 
ships arriving in the Far East continue west-
ward, moving up through the Red and 
Mediterranean seas instead of heading back 
to California.

The Pendulum service employs 13 ships 
ranging in TEU capacity from 1,660 to 
2,692; all but three can carry upward of 
2,668 TEUs.

On the West Coast, the vessels call at 
Long Beach and Oakland, with intermodal 
connections available at both ports.

From  O akland, the vessels sail to

Yokohama, Kobe, Pusan, Kaohsiung, Hong 
Kong and Singapore, then up to the Euro-
pean ports of Le Havre, Rotterdam, Ham-
burg, Bremerhaven and Felixstowe, where 
they turn around and reverse the order.

H anjin  B ack a t  Long B each . Hanjin 
has opened a brand new terminal at Long 
Beach, moving back from Los Angeles, 
where its ships have called since the merger 
of Hanjin Container Line and Korea Ship-
ping Company in 1989.

The Long Beach terminal, at Berth 60- 
62, is a 57-acre facility that cost $63 million 
to construct.

The facility has room to grow and the 
extra land could accommodate an exten-
sion of the container yard or an on-dock rail 
yard, according to Paul Laign, Hanjin's 
North American assistant general manager 
of operations.

Marine Terminals Corporation is man-
aging the terminal.

Yang M ing  S plits  S erv ices . Yang 
Ming's new routing scheme actually marks 
a split in its vessel deployments, according 
to the carrier's agents in New York and San 
Francisco.

Until now, they explained, Yang Ming 
has operated strictly in the all-water trade 
between the East Coast and the Far East, 
with the vessels stopping at Los Angeles on 
the way out from New York.

The all-water service with Hanjin does 
not touch Los Angeles.

In its "Pendulum" service, Yang Ming is 
operating 14 vessels with an aggregate ca-
pacity exceeding 32,OOOTEUs. On the West 
Coast, ships call at Los Angeles first.

F rom  O akland , they head out to 
Y okoham a, K obe, B usan , K eelung, 
Kaohsiung, Hong Kong, Singapore and 
Colombo, then go up through the Red and 
Mediterranean seas.

European ports o f call are Genoa, 
Felixstowe, Rotterdam, Hamburg, Antwerp 
and Le Havre. Yang Ming representatives 
did not have information on the order in 
which those ports would be served.

From Europe, the ships call at Colombo, 
Singapore, Hong Kong, Taiwan, Korea and 
Japan before sailing to California.

S tack tra in  S erv ices . Yang Ming plans 
to offer stacktrain services via Los Angeles 
for cargoes moving in and out of the Gulf, 
Midwest and Southwest regions.

The carrier was negotiating with the rail-
roads serving the regions, said Bill Arnold, 
sales representative with Solar International 
Shipping Agency, Yang Ming's general 
agent in New York.

The service would probably be "generic," 
rather than Yang Ming-dedicated, Arnold 
said. ■



D E D I C A T I O N
Dedication is easy to claim, but hard to prove. The only honest way to demonstrate true 
dedication is over an extended period o f time. If  you can measure up year after year, you 
earn the right to talk about dedication.

For over four decades H oegh Lines has linked N orth  America with growing 
markets in the Middle East, India and Southeast Asia, including Indonesia. That’s more 
than 40 years o f dedicated liner service with a fleet o f vessels accommodating a full range 
o f cargo. Bulk, breakbulk, containers, heavy lift, ro-ro or deep tanks, Hoegh Lines has 
the ships and the schedules to meet your needs... and the dedication to make it work right. 

Discover the difference dedication makes.

______________________________________________  Y o u r  P a r t n e r  i n  W o r l d  T r a d e

HOEGH LINES



Freight Transport 19 ECMT Countries
Domestic & INtemational in Billion TKM

Modal Growth

1970 1975 1980 1988 2000 2010 Split % til 2010

274 244 269 257 251 247 14% -4%

439 543 687 830 1189 1442 79% 74%

113 108 118 109 117 118 7% 8%

826 895 1074 1196 1557 1807 51%

Railways
Road
Inland WW  
Total

Modal split and growth based on 1990.)

EC Transport Ill-Prepared for '92
User fees instead of subsidies, commercial access to state- 
controlled railways, no more cabotage, firm central EC 
control among recommendations.

By Elizabeth Canna

With traffic volumes heading nowhere 
but up, the European Community’s trans-
port network is bursting at the seams, ac-
cording to a recently-published report.

Unless the EC can produce a pan-Euro-
pean transport policy which subjugates na-
tional interests, relieves road congestion, 
and makes better use of coastal shipping, 
the Community will find it increasingly 
difficult to compete in the global market-
place. Moreover, if transportation prob-
lems don’t improve, the study says, they 
will block the path towards the political and 
economic unification targeted for the end 
of 1992.

“Quite simply, they pose a direct threat to 
the main objectives of the Community,’’ the 
report stated.

“Generally speaking, the EC and its 
member states have failed to anticipate the 
consequences of transport development,” 
the study pointed out. “They are now pay-
ing the price for having postponed the de-
velopm ent o f coherent and integrated 
transport policies for far too long.”

Formally entitled “Transport in a Fast 
Changing Europe,” the study was launched 
in 1989 by the Commission of the European 
Communities. Reasearch was conducted 
by “Transport 2000+,” an independent panel 
of academics and politicians appointed by 
tran sp o rt com m issioner K arel van 
Miert. The panel’s assignment was to 
define and offer solutions to the European 
Community’s transport pitfalls, medium 
and long term, internal and external.

In conducting its investigation, the panel 
consulted more than 200 experts including 
transportation executives, economists, en-
vironmental specialists and educators. 
Those surveyed came from both within and

outside the Community. The panel pre-
sented its conclusions to van Miert this past 
January.

T h rea t to  EC C om petitiveness.
Congestion and deteriorating reliability of 
the transport system threaten the EC ’ s com-
petitiveness by undermining the ability of 
manufacturers to move product efficiently, 
the panel found.

“Unfortunately, the unreliability of road, 
rail and air transport and the congestion 
problems in the urban sprawl prevent 
meaningful application of the zero-stock 
principle based on Just-in-Time transport, 
which has such an important influence on 
manufacturing and trading costs,” the re-
port said.

If they are not addressed 
im m ediately, the panel 
warned, these problems can 
only get worse as the world 
economy progresses, even 
at a slow pace.

“We know that all eco-
nomic growth leads to ac-
c e le ra ted  grow th  in 
exchanges and traffic .
H ence, the re  is every  
chance that these problems 
will worsen in com ing 
years, and what is now 
merely transport-related 
deterioration, nuisance and 
controversy, has all the 
makings of a crisis in the 
global system,” the study 
predicted.

The potential for the 
EC ’s transport system to 
bloom beyond the borders 
of the 12-member Com-
munity still exists. But the

opportunity must be seized now, the panel 
urged.

“Relations with third countries have be-
come an important political issue and will 
increase growth potential for the EC trans-
port system as a whole,” the report said.

Specifically cited was the need to im-
prove decaying transport links with the 
emerging eastern European democracies.

All for One? Any solutions to the EC ’s 
transport dilemma must subvert protected 
national interests, the panel indicated.

“The answer to the threat is a new Pan- 
European transport policy. In principle, 
member states should be able to solve their 
own transport problems, and they have tried 
to do just that. They have invested in and

Forecast of the Development of Total Freight 
Transport in Europe

Billion TKM /
Road

Source: ECMT/C&L
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WHO SAYS .YOU CAN'T
AT THE SAME TIME.

SEA-BARGE 
MIAMI TO

SEA-BARGE
JACKSONVILLE 

TO 
lERTO RICO
sea-Barge provides 

kly direct service fro 
onvilleand Miami to

iSea-Barge provides weekly direct service from  
Jacksonville and Miami to Puerto Rico. We offer 
consistently reliable service and we are com pet-
itively priced. We also offer a 21/2% commission 
to all recognized freight forwarders. Give us an 
opportunity to solve your shipping problems.

Information: 1-800-275-1732

Bookings:
MIAMI:
MIAMI FAX: 
JACKSONVILLE: 
SAN JUAN: 
PONCE:

(305) 371-8488, TELEX 807036
(305)371-6543
(904) 354-6603
(809) 793-7515/7516
(809) 848-9000

SEA-BARGE ; 1991 SEA-BARGE GROUP

P.O. Box 011190 Flagler Station, Miami, Florida 33101 
1040 Port Boulevard, Port of Miami, Miami, Florida 33132 
P.O. Box 3037, Jacksonville, FL 32206



they have adopted policies without which 
congestion and pollution would be much 
worse.

“However, experience suggests that the 
pace at which purely local priorities over-
take European considerations accelerates 
as one descends the various levels of gov-
ernment,” the study said.

The panel recommended an end to all 
subsidies.

Improve Coastal Trade. One area 
where national interests will have to take a 
back seat to Community competitiveness is 
in the coastal trade lanes. One 
sure way to boost the EC ’s 
transportation network is by 
taking better advantage of 
coastal shipping’s potential, 
the panel concluded.

“U pgrad ing  the m ain 
west-east road and rail routes 
is a priority, but will take too 
long to achieve,” the report 
sta ted . “By im prov ing  
coastal transport and the 
suprastructure of the seaports 
in Eastern Europe, combined 
with ro-ro facilities, we can 
keep pace with the soaring 
demand and enhance the 
market share for this mode 
of transport. The same ap-
p lies to M ed ite rranean  
ports,” the report stated.

However, development of 
a truly competitive coastal 
shipping system means the 
relaxation of country-spe-
cific trading rights.

“All restrictions on sea- 
cabotage must be abolished immediately, 
the report said.

End Rail Monopolies. European rail-
ways, often instruments of social welfare 
programs, need to be made more accessible 
for the movement of freight and passen-
gers.

While differences in power sources and 
rail gauges place operational compatibility 
out of reach just now, there are other ways 
to improve rail transport, the panel sug-
gested. One is by taking the private sector 
on as a partner. “A harmonized, standard-
ized and integrated European railway sys-
tem is still a long way off, and this is a 
problem calling for EC action without de-
lay,” the report urged. “With this in mind, it 
is time to abolish the old state-bound mo-
nopolies.

“The infrastructure should be accessible 
to new operators alongside the existing 
railway corporations. Railways should op-
erate under market conditions on the basis 
of quality and flexibility. Efficiency and

service to passengers and forwarders should 
be improved and enhanced.”

C reate Interm odal Hubs. With the 
demand for door-to-door delivery on the 
rise, the EC should make sure it is ready for 
the added traffic. “Intermodal transport 
is by far the most effective and progressive 
system of transport... A select group of Eu-
ropean mainports/hub centers should be 
established with excellent hinterland con-
nections and a suprastructure facilitating 
intermodal transport,” the report said.

The need to create a pan-EC intermodal

network may itself be the answer to another 
pending problem: what to do with soon-to- 
be-vacated military facilities.

“The changing military situation in Eu-
rope offers potential for effective use of the 
military infrastructure for civilian pur-
poses,” the report said.

Air Traffic . These installations could also 
be used to support growing air traffic, the 
panel suggested.

As with ocean cabotage, member states 
should not impede competition among 
Community airlines.

“Small national airlines and regional air-
lines should have easy access to the mar-
ket,” the report stated. “Privatization of 
European airlines should have attention.” 

“There should be standard rules for the 
entire commercial air sector, including 
freight and charter traffic,” the study con-
tinued. “Incentives should be created for 
airlines to invest in modem, environmen- 
tally-friendly technology. Handling proce-
dures and infrastructures, especially for air

cargo, should be improved.”

The Environment. Of central concern 
to the panel is the impact of transport growth 
on an already fragile EC ecology. Land 
transport contributes heftily to problems 
such as acid rain and air pollution. Non-EC 
countries such as Austria and Switzerland 
have already legislated stringent emission 
controls and other conservation measures. 
The EC will be forced to follow suit, the 
panel stressed.

“The consultations made clear that the 
transport sector should accept and under-

stand its responsibility to soci-
ety, and act accordingly,” the 
report said. “A set of high-stan-
dard rules to protect the environ-
ment should be implemented for 
emissions, noise, clean engines, 
clean fuels, energy consump-
tion, etc.”

As an ecologically-friendly 
p o licy , the panel c ited  
Switzerland’s Eco Bonus sys-
tem, which views personal and 
commercial transportation as a 
luxury, and rewards conserva-
tion through a series of fuel 
surcharges.

Who Pays for Reform? The
dilemma of how to fund trans-
port reform was the one area 
where the panel was unable to 
reach a consensus. “In most 
cases we arrived at a meaning-
ful com prom ise. H owever, 
the re  w as one excep tion , 
nam ely transport financing 
when shared European consid-

erations are at stake: should funding be at 
the European or national level?,” the report 
acknowledged.

Only one member of the 12-member 
panel favored national control. That panel-
ist was Sir Christopher Foster, a professor 
and advisor to British Telecom. The others 
supported a central control. “W hat is 
needed is an autonomous source to supply 
these inevitable expenses, especially for 
the infrastructure and related aspects with 
an EC dimension,” the study said.

A European Infrastructure Fund should 
be created, the panel recommended. The 
fund would be fed by transport user charged 
one ECU (European Currency Unit) cent 
per unit of energy consumption. The fund 
should finance not only immediate con-
struction and maintenance, but also reaserch 
aimed at keeping the EC ’s transportation 
system competitive, the panel noted.

If the suggested system of collection 
were implemented, the fund’s total revenue 
would be “several billions ECUs,” the re-
port said.
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Transport 2000+ Group Guidelines

U ser Fees:
All the costs (procedural, infrastructural, environmental, social, etc.) caused by 

the modes (road, rail, inland waterway, etc.) are known and charged to users;
No S ubsid ies:
As a matter of principle, the member states actaually stop subsidies to weak 

operating modes, EC legislation establishes criteria for grants at source for the 
occasionally inevitable need to support weaker passenger and goods transport 
operations;

S elf-S upporting :
The transport system is financed by user taxes and charges;
D eregula tion :
Deregulation and fiscal harmonization is implemented for all modes of transport 

before January 1993;
C on struc tio n  P rio rities :
Construction of infrastructure aims at filling the international gaps, rather than 

smoothing congestion peaks. Not to do so means national roads and railways which 
would be idle for most of the day - a waste of cash and space in any language;

C abotage:
Unrestricted cabotage is introduced for all modes of transport throughout the EC;
C om petition :
Fair competition is maintained between modes of trasnport, without distortion by 

public preference for a given mode, (i.e.) promotion of intermodal synergy.
F ree  M a rk e t:
The EC transport system contributes to achievement of the free internal market 

and helps Europe towards a network economy;
U se o f R esou rces:
Resources (private/public capital, energy, space, subsidies) are used cost- 

effectively;
M arke t-b ased :
The transport system is based on meeting market and consumer needs;
M onopolies:
Monopolies are abolished and established EC competition rules are fully applied 

in the market, where necessary supplemented by new rules of competition adapted 
to the deregulated and liberalized market;

H arm onization :
Liberalization and required harmonization of the transport market to be given 

equal priority but without linkage of the two issues;
Environm ent:
High standard rules for environmental protection covering all modes of transport 

are established at EC level;
Local P ro jects :
Transport is not used as an instrument of regional policy pushing local priorities;
In te rm o d a l Hubs:
Multi-modal (combined) transport sites are established adjacent to monomodal 

routes, through creation of high-tech terminals;
Laws:
Institutional apparatus and legal procedures are more flexible andfaster in 

meeting the necessary democratic standard as current in member states;
P artnersh ips:
Public and private initiatives evolve into partnerships;
O u ts id e  EC:
Solutions are found for the infrastructure bottlenecks outside the EC which 

hamper access/transit;
R esearch:
There is maximum possible furtherance of research and technological innovation.

M em b ers  o f T ran sp o rt 2 0 0 0 +  G roup
Edgard Pisani, former member of the European Commission, co-chair
Neelie Smit-Kroes, former Minister of Transport in the Netherlands, co-chair
Emesto Stagni, former professor at the University of Bologna
Horst Seefeld, former chairman. Transport and Tourism, European Parliament
Nils Wilhjelm, former Minister of Industry in Denmark
Eduardo Pena, General Director of Transport of the European Commission
Sir Christopher Foster, advisor to British Telecom ■

Tri Valley Growers 
Doing Business 
In Poland

Nearly three generations of Communist 
rule notwithstanding, entrepreneurial spirit 
abounds in Poland, and an investment of a 
little money and a lot of patience could pay 
off handsomely, officials with Tri Valley 
Growers told a trade association meeting in 
San Francisco recently.

Tri Valley, a San Francisco-based pro-
duce canner, has been active in Poland 
since the political and economic landscape 
of Central Europe began changing sharply 
two years ago, company treasurer James 
Salisbury told the International Managers 
Association unit of the California Council 
for International Trade.

Even during the past five months, some 
noticeable changes have occurred within 
Poland itself, added Tri Valley vice presi-
dent Edward Thor.

Thor and Helga White, an attorney spe-
cializing in international trade law, listed 
several factors giving Poland what is per-
haps the most attractive business environ-
ment of any Central European country.

M a rk e t, Labor. Poland offers the largest 
internal market in Central Europe and a 
cheap but well educated work force, Thor 
told the gathering, and the country’s ability 
to rein in inflation has produced stability in 
the economy.

The country’s central location affords 
good access to markets in other Central 
European nations, he said.

Even under Communist rule, Poland’s 
farms did not undergo collectivization, he 
said, and that country is not wracked by the 
religious or cultural strife plaguing some 
other parts of Central Europe.

The country’s communications infra-
structure is of mixed quality, telex being 
probably the most reliable component, he 
said.

Poles “are totally committed to the idea of 
a market economy —  even though they 
don’t know what it is,” he added.

While they do not have the market savvy 
of Western business people, however, Poles 
know when they are being exploited, he 
said.

Joint-venturing is a good way to become 
active in Poland, he said.

“Massive amounts of assistance are 
available... (for) true joint ventures that are 
going to help Poland,” he said. One can 
either establish a new company or invest in 
an existing one, she said. The former re-
quires taking at least 20 percent ownership 
and a minimum investment of $50,000. ■
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CRUISE CONTROL
Prom the m om ent you book your cargo on one of 
our containerships un til it’s received at its final 
destination, NLS is keeping w atch. .Guided by 
our highly sophisticated  technology, our 
dedicated people are com m itted to ensure 
th e  safe, efficient transport of your 
goods. O ur 4 all-w ater service routes, 
com bined w ith  our in term odal expertise 
and fixed day-of-week sailings, have 
m ade NLS a leading carrier to and 
from the Far East. Let us control 
your next shipm ent. Just call.

f  * NLS (USA) INC.: New York (212) 466-3900 / Atlanta (404) 688-6959/Baltimore (301) 327-8200
>ston (617) 723-6620/Chicago (312) 726-7250/Cleveland (216) 835-8160/Dallas (214) 522-1657/Detroit (313) 559-4350/Houston (713) 861-7639/Memphis (901) 763-1051 
;w Orleans (504) 525-2913/Norfolk (804) 625-8394/Philadelphia (215) 625-0960/Savannah (912) 238-0081 /Tam pa (813) 223-1481 /W ilmington (919) 392-0200 
tCIFIC LINER AGENCY: Long Beach (213) 495-6400/Portland (503) 294-0734/San Francisco (415) 989-8590/Seattle (206) 623-1006/Vancouver (604) 684-7752.
ISTERN LINER AGENCY: Montreal (514) 842-7983 /Toronto (416) 864-1211.



French Shippers 
Lobby for Change
Translate year-old study into other languages 
for distribution to shippers throughout Europe.

By Elizabeth Canna_________________________

Ocean carrier conferences may serve a 
practical purpose in some parts of the world, 
but not in the sophisticated east-west trade 
lanes, according to a position paper being 
circulated by the French Shippers ’ Council.

Freight rates and service quality are 
shaped more by the presence of competi-
tive outsiders than by the conferences 
themselves, the report concludes. More-
over, it says, conferences have failed to 
ensure stability in many of the world’s 
trades, and therefore, should no longer en-
joy antitrust immunity.

The French report isn’t new. The FSC 
completed its study about a year ago, adopt-
ing its findings as the official French Ship-
pers’ C ouncil’s policy towards ocean 
conferences.

But, with an eye towards gaining even 
broader support for its policy, the FSC just 
recently produced an English translation 
and began distributing the document to 
other national members of the European 
Shippers’ Council, the multinational um-
brella organization for shippers headquar-
tered in the Netherlands.

“It is a general framework showing what 
shippers want,” explained FSC’s Flerve 
Comede in describing the report. “Those 
who have seen it all think it is a good 
analysis.”

In te rm o da l T ran sp o rt. There is no 
reason for conferences to become involved 
in intermodal through transport, the French 
insist.

“The lines which are able to handle the 
whole transport generally deal very well 
with it, and the way they follow the goods 
gives satisfaction to the shippers,” the posi-
tion paper states. “On the contrary, confer-
ences don’t seem to be able to play a useful 
part in the organization of this door-to-door 
transport. It is a fact that the offers for land 
carriage are numerous and varied enough

for each (shipper) to be able to organize his 
pre and post transport in a profitable and 
competitive spirit.

“The reasons for creating maritime con-
ferences do not apply to land transport. The 
extension of the conference privileges to 
land carriage has no economical justifica-
tion at all. These transports must remain 
only in the hands of the lines.”

The European Commission is currently 
investigating whether to extend ocean con-
ference antitrust immunity to intermodal 
transport. European shippers have lobbied 
hard against such an extension.

S hippers Should Have F ree  C hoice.
According to the French position, shippers ’ 
freedom of choice is impeded by confer-
ences.

“The free choice of a carrier is an eco-
nomic necessity for the shipper: he must 
look for the carrier giving him the better 
quality of service, varied as his needs may 
be, as well as the best position in competi-
tion on the international market. To reach 
that point, free negotiations of prices be-
tween carrier and shipper are essential,” 
FSC states.

B ritish  V iew s . The French position vis a 
vis conferences is not unlike an earlier 
report produced by the British Shippers’ 
Council.

“A lot of the views expressed by the 
French Shippers’ Council are supported by 
the British Shippers’ Council,” said BSC’s 
Chris Welsh. “There might be degrees of 
difference in emphasis, but we are quite 
impressed with the overall picture.”

Welsh said he was unaware of any other 
shippers’ councils which had committed 
their thoughts to paper in such a formal 
manner.

“A lot of the others are very vocal but, 
when it comes down to getting it in black 
and white, are less forthcoming,” he ob-
served.

P an-ES C  Policy? What is the likelihood 
the French effort will generate an ESC- 
wide policy on conferences?

“I think it will help contribute to an 
overall position, but I think it will be one of 
a number of contributions,” Welsh said.

Given the politics of the European ship-
ping industry, particularly within the Euro-
pean Community, a pan-ESC position is 
feasible, but not imminent, he indicated.

“It’s possible this could come off within 
the next 12 months, but I don’t know,” he 
said. “I ’m not sure we have the will at this 
point to consolidate it into one European 
position.”

A single European position might not 
even be desirable, Welsh noted.

“We might either come up with a very 
complicated position that accounts for ev-
ery nuance, or come up with a very bland, 
straightforward one that doesn’t,” he said.

“You have to look at it from a political 
point of view,” he said. “We often believe 
it’s best for national councils to say it in 
their own words,” he explained. “It’s often 
very helpful to have a number of different 
councils putting forth their own views.”

European Community shippers have 
achieved success in the past by directing 
their lobby efforts through their national 
governments, rather than simply relying on 
an ESC-Brussels interface.

L itt le  Im p ac t On Q uality . According 
to the FSC’s findings, the conference sys-
tem has had little influence on the range of 
services available to shippers.

“It is very clear that the quality of service 
goes hand in hand with the competition 
between the conference and the indepen-
dent lines. When powerful independent lines 
exist, they offer as good a quality of service 
as the conference,” the report says. As 
long as independent lines present a strong 
competitive force, high quality service is 
available in both heavy and light traffic 
trades, FSC points out.

Moreover, FSC notes, conferences have 
generally been unable to guarantee good 
quality service under government-mandated 
cargo sharing regimes. “The effect of gov-
ernmental measures to limit or get rid of the 
competition, or to organize the traffic for 
the benefit of national lines, is generally 
negative upon the quality of the conference 
service,” FSC says.

F re ig h t R ates . Conference pricing poli-
cies discriminate between large and small 
shippers, FSC points out.

“Conferences establish freight rates valid 
for a range. But these rates do not apply to 
important shippers who negotiate the freight 
rates either with the conference or, more 
often, directly with the conference lines. 
These negotiated rates can be more than
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Germany's reputation for precision craftsmanship is known throughout 
the world. Great precision is a distinguishing feature of German products 
and of the German people.

Being precise is a part of the Polish Ocean Lines' tradition, too. As 
one of the leading North Atlantic carriers, POL is fully dedicated to a 
schedule of dependable, on-time weekly sailings between North America, 
Germany and other European countries.

If you are shipping cargo to or from Germany, POL can give you 
superior service at very competitive rates. It is a tradition of which we are 
very proud.

POLISH OCEAN LINES
General Agent: Gdynia America Line, Inc.
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The French Scorecard
In d u stria lized  E as t-W e s t C on fe ren ces

“Shippers consider the quality of service of the conference lines to be good, but the 
big independent lines provide at least the same service. The presence of these big 
independents ... forces the conference to meet the needs of the market.”

U nd erdeveloped , N orth -S outh  C on fe ren ces

AFRICA: “This can be characterized by several elements: application of cargo 
sharing as defined by the UNCTAD Code; unilateral measures adopted by some 
African countries.

“These characteristics involve a double restriction: no free choice of the maritime 
company and no free choice of the loading port. The independent lines often find 
themselves set aside from the market, either by legal disposition or by various created 
barriers. In African traffic, the quality of service is very changeable. It is directly 
affected by the loading obligations. The conference ships are very different in type 
and quality.”

SOUTH INDIAN OCEAN : “The quality of the CIMACOREM services is not good 
enough as far as car transport is concerned. The conference sometimes plays the part 
of a public service in calling financially uninteresting ports, Mayotte for instance. 
(Mayotte is a tiny island about halfway between Madagascar and the coast of 
Mozambique).

“In these particular cases the quality of the service is unavoidably much below 
average (vis a vis) frequency of calls and conditions of unloading.”

CENTRAL AND SOUTH AMERICA: “Conferences operating in Central 
America usually give the shippers a good quality of service except for Europe- 
Caribbean and Mediterranean-Central America conferences, which offer a very 
limited number of calls.

“The WITASS conference, for instance, has a very unequal quality of calls in 
Europe according to the location of the ports. The French ports are very badly served, 
although the traffic potential is very important.

“In South America, because of bilateral agreements aiming to favor South 
American lines and to get rid of independent ones, the quality of service is notoriously 
inadequate. As is the case for Central America, Mediterranean-South American 
conferences offer a very inadequate number of calls.”

RED SEA-EAST MEDITERRANEAN: “This part of the world is marred by the 
weak position of the conference system. The independent lines, which control most 
of the traffic, offer a good quality of service and easily adjust their capacity to the 
needs of the market.”

OCEANIA: “In this (trade) the relative lowness of the need for transport and the 
unbalanced northbound traffic do not incite the independent lines to enter the market 
next to the conference, which turns out to be in a dominant position.

“As a result, the conference is not stimulated by the competition, and so, is not 
urged to improve the quality of its service. It keeps the capacity of its transport to a 
level just to be sure to fill up its vessels and even refuses to load low value cargo."

half the price of the official rate, which 
proves that this official rate is totally dis-
connected from the market and seems to be 
on too high a level.

“The official rate only applies to small 
shippers who have no means of negotiation 
at their disposal or who often do not control 
their transport themselves,” the shippers 
maintain.

Because of the unpredictability of freight 
rates, shippers are unable to properly project 
their freight costs, the policy paper claims.

“The stability of rates that the confer-
ences claim to maintain has become totally 
non-existent,” FSC says.

“The stability...is completely ruined by 
numerous surcharges in constant variation. 
Once again, these variations affect mainly 
the small shippers more because they are 
not able to negotiate fixed rate tariffs for a 
certain period.”

Suggestions . “The obligation of con-
sultation is not correctly respected....The

mechanisms of settlement of disputes do 
not work in a satisfactory way. Shippers 
think they are not enough protected against 
the abuses some conferences can make in 
the use of the (antitrust) exemptions given 
them by (EC Shipping) regulations.

“Shippers note that recent innovations in 
the organization of maritime transport (such 
as) round-the-world services (and) feedering 
have mainly been made by big independent 
lines, whereas conferences maintain an old- 
fashioned and inefficient organization.

“Shippers think the conference system is 
acting as a brake to innovation and to the 
adaptation of the organization of traffic to 
the needs of the customers.

“Consequently, shippers do think the 
conference system should not be consid-
ered as an adequate means for worldwide 
maritime transport...and thus the group ex-
emption granted to the conferences should 
be abolished.

“Shippers realize that some kind of orga-
nizations of maritime transport must exist 
to ensure the regularity and the quality of 
calls. But these organizations cannot be the 
same in all (trades). For instance, there is no 
reason why the Europe-USA (trade) should 
be organized in the same way as the Europe/ 
Polynesia (trade).

“Generally speaking and especially for 
the main routes, the conference system is 
out of place. Supply and demand for trans-
port are sufficient for competition between 
lines to exist naturally. Simple technical 
agreements should be enough to ensure a 
convenient scheduling of calls.

“It is obvious that (in trades) of low 
traffic, the very existence of an offer for 
transport may ask for a more general orga-
nization, such as a conference.

“Finally, either because they keep an 
economical system different from the 
economy of the market, or to ensure the 
protection of their national merchant ma-
rine, some countries impose for the time 
being the conference system or unilateral 
measures. It is obvious that, in this case, 
relationships can be defined only on the 
basis of bilateral agreements or by cargo 
sharing as settled by the UNCTAD Code.

“The aim of the shippers is for the mari-
time transport to become a common mode 
of transport in which they directly negotiate 
with their chosen carrier within the market 
price, and no (longer) with a cartel.

“It belongs to the shipowners to try and 
find the most adequate kinds of organiza-
tions for each (trade) to ensure at the same 
time a suitable payment for their services 
and a quality in rate and service which will 
bring them the support of their customers.

“But it is doubtful that they could be 
induced to do that as long as regulations 
automatically bring them important advan-
tages without any real counterpart.” ■
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In every way.
Keels, wings and wheels. Fast response. Accuracy. Communications. 

Documentation. Warehousing. Consolidation. Distribution.

All the way.
Point to point between everywhere in North America to and from 

anywhere in the Pacific Rim and South Asia.



Harbor M aintenance Fees Collected From Shippers
1987* 1988 1989 1990

Imports
Exports
Domestic
FTZs
Cruise Ships

$43,249,000
6.777.000
2.414.000

677.000
120.000

$99,793,000
35,938,000
9.170.000
3.102.000 

551,000

$105,927,000
44,618,000
8.590.000
3.876.000 

666,000

$109,215,000
45,808,000
9.069.000
4.020.000 

559,000

Total $53,237,000 $148,554,000 $163,677,000
'Figures are for Oct./Sept. fiscal years. Tax was imposed April 1987.
Source: U.S. Customs Service._________________________________

$168,671,000

Some Shippers Dodge Harbor Fees
Customs says exporters may be underpaying $13 million a 
year. Enforcement o f “honor system ”  is hit-or-miss.

By Joseph Bonney___________________________

Although the government has been col-
lecting harbor-maintenance fees since 1987, 
complaints persist that some shippers aren’t 
paying their fair share.

The Customs Service acknowledges that 
on exports and domestic waterborne com-
merce, collection is primarily on an honor 
system— and that verification is difficult at 
best.

Precise figures are unavailable, but Cus-
toms officials estimate that exporters may 
be underpaying by as much as $13 million 
a year. There is no reliable estimate of the 
rate of compliance on domestic shipments.

Some shipper groups say their members 
are paying the tax but that competitors 
aren’t— and that Congress established a 
convoluted payment system without giving 
Customs the tools to make sure that every-
body pays.

The issue has gained new prominence 
this year with the tripling of the harbor- 
maintenance fee, to 0.125 percent of the 
value of cargoes loaded or unloaded at U.S. 
ports. The tax had been 0.04 percent since 
its inception in 1986.

When the increase was proposed, some 
shipper representatives argued that it might 
not be necessary if the government could do 
a better job of collecting the 0.04 percent 
tax.

The increase was part of a series of trans-
portation tax increases passed in the closing 
days of the last Congress. In fiscal 1990, 
before the increase, the tax brought in $ 168.7 
million.

Many shippers, especially the larger ones, 
pay the tax religiously. Importers have little 
choice— unless they pay, Customs w on’t 
clear their shipments.

The problem, according to shippers and 
their representatives, is on exports and do-
mestic waterborne shipments.
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Some exporters are said to be under-
reporting the value of their cargoes by put-
ting a low figure on the shipper export 
declaration they file with Customs.

“Importers are used to calculating the 
amount and paying it,” said Gilbert Lee 
Sandler, a Miami-based attorney who spe-
cializes in Customs issues. “Many export-
ers are not used to filing anything, and are 
not supplying adequate information.”

“The burden of the tax is falling unfairly 
on importers,” said Robert Leo, vice presi-
dent and counsel of the New York-based 
American Association of Exporters and 
Importers.

‘All Kinds of Games.’ Customs offi-
cials acknowledge that the value of some 
export shipments probably is under-re-
ported, but they say the extent of the prob-
lem is unclear. “We know there are some 
problems with the export statistics,” said 
Harry Carnes, director of the Customs 
Service’s user fee task force. “What we are 
not sure of is the magnitude of the problems.” 

The General Accounting Office, the in-
vestigative arm of Congress, reportedly has 
been looking into the valuations listed on 
exports to some regions, particularly South 
America.

Carnes acknowledged that “there are all 
kinds of games played” with export valua-
tion. For example, he said, exporters ship-
ping goods to countries with high tariffs 
have an incentive to under-report the 
shipment’s value.

“There’s a lot of shopping around for 
freight forwarders and NVOs who will do 
the document the way the shipper wants it 
done,” he said. “It’s a competitive world 
out there.”

Carnes noted, however, that nonpayment 
of taxes carries legal penalties. He said 
carriers, forwarders and non-vessel-operat-
ing common carriers should make sure that

the shipper export declarations they file are 
accurate.

“They shouldn’t be guessing at this,” he 
said. “They should be obtaining the infor-
mation from the shipper of the goods. If the 
information is not accurate, the exporter 
ultimately is liable.”

Honor System. The system for collect-
ing the fee on domestic shipments is more 
complicated. Essentially, though, it’s an 
honor system.

On the domestic shipments, Customs is 
the collection agency for the Army Corps of 
Engineers, which administers the trust fund 
into which the fees are paid.

The shipper pays the fee, and must file a 
quarterly form to Customs listing the 
shipment’s value.

Separately, the inland carrier files a ves-
sel operator ’ s report to the Corps, listing the 
shipment’s weight. That form is designed 
not for tax collection, but to allow the Corps 
to keep track of how much cargo is moving 
on various waterways.

If the information on the Corps and Cus-
toms reports could be matched automati-
cally, it would provide a ready cross-reference 
that would help with enforcement, the agen-
cies say.

Now, however, the only way the forms 
can be compared is manually— a process 
that both Customs and the Corps say they 
lack time or money to do.

Dwayne Koch, senior transportation 
policy adviser for the Corps, said the com-
modity codes on its vessel operator reports 
are detailed enough to provide a good idea 
of the cargo’s value.

If the computer software and staff were 
available, auditors could easily compare 
shipper payments against typical values for 
cargo listed by carriers, Koch said.

Corps Seeks $5 Million. The Corps 
plans to ask Congress this year to allow $5 
million from the harbor-maintenance fee to 
be used by Customs to improve auditing 
procedures. A similar request was rejected 
last year.



Over the last twenty years, 
we’ve put some distance between 
ourselves and the competition.
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S e tting  the  s tandard  o f q u a lity  to r 20 years to  and from  A ustra lia /N ew  Zealand.

ASSOCIATED CONTAINER TRANSPORTATION
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Customs now does only limited auditing 
of the harbor-maintenance fee payments—  
last year such audits turned up $350,000 in 
unpaid fees. Usually such audits are “pig-
gybacked” onto other Customs investiga-
tions.

With a specific authorization, Carnes 
said, “we would have auditors dedicated to 
harbor-maintenance audits and I guarantee 
we would do a better job.”

In the meantime, the Corps is issuing a 
new vessel operator report that will require 
domestic carriers to list the shipper’s Inter-
nal Revenue Service identification num-
bers on forms submitted to the Corps.

If the money becomes available, that 
number could be automatically cross-refer-
enced against shipper payments to Cus-
toms, Koch said.

One argument against providing the 
money has been that the expenditure might 
not produce enough additional tax collec-
tions to justify itself. Now that the tax has 
been increased and more money is involved, 
Congress may look on the request more 
favorably.

Background of Law. The harbor- 
maintenance fee has been a source of con-
troversy and confusion since it was first 
proposed in Congress. The fee was bitterly 
opposed by shippers, carriers and ports.

There was lengthy debate over how the 
tax would be assessed. Generally, larger 
ports favored a tax based on the volume of 
tonnage, while smaller ports supported a 
value-based tax. The American Associa-
tion of Port Authorities finally endorsed the 
fee as a way to assure federal support of 
dredging projects, but some foresaw prob-
lems.

“The administration of the fee could be 
very difficult, especially on domestic and 
proprietary cargo m ovem ents,” AAPA 
president Erik Stromberg said in 1986.

The AAPA, which opposed the tripling 
of the harbor fee, is not pushing for any 
changes in the collection system. But 
Stromberg agreed recently that the current 
system raises the likelihood “of something 
less than 100 percent collection.”

Another Washington lobbyist suggested 
that collection might be simplified by mak-

ing carriers responsible for payment of the 
fees— much the same way that airlines pay 
their fees that go into the airport trust fund.

That proposal gets no support from car-
riers. They lobbied against it in 1986, say-
ing they would be unable to pass the fee on 
to shippers. They also said it might give 
competitors access to confidential informa-
tion about shipments.

Customs ‘In Middle.’ Shipper groups 
say Customs officials appear to be doing 
the best they can with with a complicated 
law. “W e’re not blaming Customs. They’re 
stuck in the middle,” the A AEI’s Leo said. 
“The law was poorly drafted. When Con-
gress put the puzzle together, all of the 
pieces fit, but they were the wrong pieces.”

“This whole thing was not well thought 
through,” Irvine said. “The people most 
harmed by this fee are the ones who are the 
most honest. That’s crazy, in my view. I ’m 
not saying those who aren’t paying are 
dishonest. They may just be misinformed,” 
she said. “But it’s the government’s job to 
see that the burden is spread fairly.” ■

ILA Costs Drop in N.Y., Rise in Baltimore
Retirement incentives cut costs in New York/New Jersey. 
Declining manhours force increase in Baltimore’s GA1.

By Joseph Bonney___________________________

Assessments for longshore benefit pro-
grams have been reduced at the Port of New 
York/New Jersey and increased at the Port 
of Baltimore.

In New York, response to a retirement- 
incentive program will reduce the standard 
assessment on most containerized freight to 
$4.50 per ton, from $4.85. The change was 
effective March 1.

In Baltimore, the assessment for the port’s 
Guaranteed Annual Income program has 
been increased to $3.75 per man-hour 
worked from $2.75.

The new assessment in Baltimore is in 
effect through September. “W e’ll look at it 
then and, hopefully, reduce it,” said Maurice 
C. Byan, president of the Steamship Trade 
Association of Baltimore.

“Anytime you have to increase costs, it’s 
a matter of concern,” Byer said. “Overall, 
though, w e’re still more competitive than 
ports to the north of us.”

Drop in Man-Hours. The increase was 
made necessary by a drop in the port’s 
longshore employment— to 2.4 man-hours 
last year from 2.8 million the previous year 
and 6 million a decade ago.

B yar said  the new  In te rn a tio n a l 
Longshoremen’s Association contract in 
Baltimore, which limited eligibility forGAI 
and provided for a lower wage for GAI 
recipients, may reduce the strain on the 
benefit fund.

Previous contracts provided for GAI re-
cipients to get the same hourly wage as 
working longshoremen.

The new contract pegs the GAI wage at 
50 cents an hour below regular wages the 
first year, with similar cuts in each of the 
next three years— meaning that by the fourth 
year, the GAI wage will be $2 an hour 
below regular wages.

In recent years Baltimore has been 
squeezed by competition from Hampton 
Roads, where there is no assessment for 
GAI. The new local ILA contract at Hamp-
ton Roads also limits eligibility for GAI, 
and requires that recipients actually show 
up for work.

N.Y./N.J. Reductions. The cut in the
cargo assessment at the Port of New York/ 
New Jersey is the second in 15 months. 
Assessments were dropped by $ 1 per ton on 
January 1,1990, after a similar retirement- 
incentive program.

In the mid-1980s, most cargo in the New

York/New Jersey port was subject to a 
benefit assessment of $5.85 per ton, in 
addition to a $65-per-unit charge for con-
tainers.

The per-container charge remains, but 
the tonnage assessments have been reduced 
during the last four years.

The first reduction came in April 1987, 
when the assessment on labor-intensive 
work such as stuffing and stripping con-
tainers and handling breakbulk and military 
cargo was reduced to $2.85 a ton.

The following year, the $2.85 rate was 
extended to other cargo bound to or from 
points more than 260 miles from the port.

The $l-a-ton reduction came in January 
1990. The latest reductions, to $4.50 per 
ton, apply to standard cargo bound to or 
from points within 260 miles of port. The 
rate remains $1.85 for other cargo.

ILA president John Bowers and James 
A. Capo, president of the New York Ship-
ping Association, said the latest cut is aimed 
at passing on savings from the new contract ’ s 
retirement-incentive program.

About 630 longshoremen— more than 
15 p ercen t o f  the 4 ,095-m em ber 
workforce— signed up during a 60-day 
window period to declare their intention to 
retire. ■
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Greenbrier
Unveils
Autostack

Some say new system could 
revolutionize shipping o f au-
tomobiles in intermodal con-
tainers.

With Greenbrier's Autostack system, cars are loaded onto a rack 
outside the container. The rack, which rolls on wheels, then is inserted 
into the container. Because the cars don't have to be driven into the 
container, there's less chance of damage. If the racks aren't needed for 
a backhaul, the racks can be collapsed for return shipment in containers. 
Autostack, which has been three years in development, is undergoing 
live tests on Burlington Northern trains between Chicago and Seattle.

By Joseph Bonney

Two years after it piqued interest at the 
Atlanta Intermodal Expo, a new automo-
bile-shipping system is undergoing live 
tests— and getting positive reviews.

“It’s performed excellently,” said Tim 
Stuckey, executive vice president of the 
Greenbrier Companies, which developed 
the Autostack system for shipping cars in-
side containers.

“There have been some glitches, but 
they’ve all been relatively minor,” said 
Jerry Taylor, general manager of automo-
tive operations for Burlington Northern 
Railroad.

Some suggest that Autostack has the 
potential to revolutionize automobile ship-
ping, which now relies on specialized 
equipment such as multi-stack railcars and 
pure car carrier ships.

The Autostack system has been tested 
since February 15 on shipments moving 
five times a week each way on Burlington 
Northern trains between Seattle and Chi-
cago. The tests will run through April.

The new system allows automobiles to 
move in regular intermodal containers in-

stead of the multilevel railcars that now are 
the industry standard.

With Autostack, as many as six autos are 
rolled into a rack that a special loader m e-
chanically inserts into a container for trans-
port. The racks are collapsible and can fit 
six to a container when they are knocked 
down.

Sneak Preview. The system attracted 
keen interest during a sneak preview at the 
Atlanta Intermodal Expo in 1989.

The system wasn’t on full display at the 
expo because some foreign patents were 
still pending. But enough was shown to 
whet the interest of careful observers, par-
ticularly other equipment makers.

Stuckey said Greenbrier, a major railcar 
builder and lessor, intentionally kept quiet 
about the system until it could be completed

and evaluated. “We didn’t want to make 
fools of ourselves or our customers.”

The operational testing of the system has 
been done in cooperation with Burlington 
Northern. BN has been providing the con-
tainers and trains, while G reenbrier’s 
Autostack Inc. subsidiary has been operat-
ing the equipment.

The system is being used to transport 
Ford automobiles from the Chicago suburb 
of Naperville, 111., to Seattle, and Nissan 
vehicles from Seattle back to Naperville.

Less Damage. Bill DeWitt, Burlington 
Northern’s automotive vice president, said 
the system could revolutionize the inter-
modal transportation of automobiles.

“Automotive manufacturers have been 
asking for safer modes of transport,” DeWitt 
said.
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Cars loaded onto Autostack racks are secured at the wheels, so that the 
cars ride on their suspensions instead of their frames. Steel racks have 
no hydraulic connections to cause leaks. System has undergone three 
years of tests at sea, on rails and over highways.

Mechanical loader slides racks into 
container.

Greenbrier officials said reduced dam-
age is a big selling point for the system. 
They said the system reduces the potential 
for damage in several ways:

• Because the system for inserting the 
auto-carrying racks into containers means 
cars don’t have to be driven into tight enclo-
sures, dents and dings are avoided.

• Autos can travel in sealed containers, 
which reduces the potential for theft and 
vandalism and allows shippers to use 
smoother-riding stacktrains.

Besides reducing damage, the system 
has the potential to free shippers from de-
pendence on specialized equipment that 
requires expensive repositioning on one-
way moves.

Niche Markets. Greenbrier officials 
envision the Autostack system serving niche 
markets in hub-to-hub shipments.

Examples would be expensive vehicles 
that require special safeguards against 
damage, and overseas shipments in lots too 
small to justify use of a pure car carrier ship.

Tiemey said that because the collapsible 
racks lend themselves to one-way ship-
ments, a natural market might be exports 
from foreign-owned “transplant” U.S. au-
tomobile factories that import parts in con-
tainers.

They don’t foresee it replacing pure car 
carriers or traditional multi-level railcars 
that are designed to handle vans and trucks 
as well as automobiles. Autostack handles 
only automobiles.

Over the long term, however, BN ’s Tho-
mas said the ideal use of the system would 
be to allow cars to be shipped directly from 
manufacturer to dealer.

However, all concerned say that ideal 
won’t be reached soon. For one thing, too 
much has been invested in other, special-
ized types of equipment for vehicle trans-
port.

How It Works. The Autostack machin-
ery is simple and can be set up quickly and

operated easily, Greenbrier officials say.
The most complicated part of the system 

is the loader, an apparatus that employs 
basic technology and uses hydraulic jacks 
to raise and lower the racks on which the 
cars are stowed.

The wheeled racks that fit into the con-
tainers are made from steel pipe and are 
hinged at one end so they can be collapsed 
for the backhaul leg on one-way shipments.

The racks weigh about 5,000 pounds for 
40-foot containers and 6,500 pounds for 
48-footers.

In designing the system, Greenbrier 
avoided using hydraulic jacks in the racks 
because of the potential for damage from 
leaks.

“The steamship and railroad lines weren’t 
crazy about having hydraulic fluid in their 
containers,” Stuckey said.

The system has worked well, Stuckey 
said, even during winter operations in Chi-
cago. “We wanted to see what it would do 
in cold weather and it performed well when 
there was a chill factor of 35 below,” he 
said. ■

Honda Ships U.S.-Made
The first shipment to Europe of U.S.- 

m anufactured Honda automobiles was 
shipped through the Port of Jacksonville by 
American Honda Motor Company.

Approxim ately 650 Accord wagons 
m anufac tu red  at A m erican  H o n d a’s 
Marysville, Ohio, assembly plant were 
transported in the initial shipment in mid- 
March.

American Honda plans to export about
5,000 station wagons to Europe through 
Jacksonville during the rest of 1991, and the 
figure could grow, said Honda spokesman 
Kurt Antonius.

“We sure hope it does grow,” he said. 
“The market is going to dictate that. W e’ll 
have to see how well the vehicle sells in 
Europe.”

Jacksonville already is a major port for 
automobile imports. Last year the port 
handled 358,973 imported vehicles and 201 
units of exports.

C. Cliff Mendoza, port director at Jack-
sonville, said that with the globalization of 
the automobile business, the port sees “a lot 
of opportunity for accommodating more

Cars to Europe
automobile exports.”

The Jacksonville Port Authority recently 
invested about $250,000 to improve the 
railhead at the port’s Blount Island Marine 
Terminal to provide more efficient handling 
of multi-level railcars that haul automobiles 
for export.

Antonius said Honda already was using 
Jacksonville for imported cars, and that the 
rail connections with Ohio made it conve-
nient for exports as well.

American Honda has been exporting 
automobiles from its Marysville plant since 
1987. The company has used Jacksonville 
to export U.S.-built Honda automobiles to 
Israel.

Initially, the Accord wagons will be ex-
ported to six European nations— Great 
Britain, France, Germany, Belgium, the 
Netherlands and Switzerland.

Accord wagons bound for the European 
market will share the U.S. version’s engine 
and basic equipment, with differences re-
flecting regulations and market conditions 
in the target countries— for example, right- 
hand-drive vehicles for the U.K. ■
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W e ’re  g o o d  
to  y o u r  g o o d s .

Shipping fragile or hazardous ma-
terials can be a shattering experi-
ence. But at Hapag-Lloyd, we go a 
long way to make sure your goods 
arrive shipshape.
We start by offering free consulta-
tions on packing and stowage of 
containers. We also provide spe-
cial containers and handle over-
sized cargo and heavy lifts. In

transit, we keep critical watch and 
closely monitor both perishable 
and hazardous cargoes through-
out the entire trip.

And, we not only deliver your 
goods in good condition, we also 
deliver them on time.

It’s this kind of service that’s 
made us the number one carrier of

hazardous materials on the Atlan-
tic and earned us the reputation as 
“THE RELIABLE ONES” .

H  Hapag-Lloyd
The Reliable Ones

Area H eadquarters:
New York: Hapag-Lloyd (America) (718) 442-9300 • Chicago: Hapag-Lloyd (America) (708) 971 -9300 • San Francisco: Hapag-Lloyd (America) (415) 927-2900 

Atlanta: Hapag-Lloyd (America) (404) 434-6999 • Montreal: Montreal Shipping Inc. (514) 286-4646



Hewlett-Packard Using 3rd Parties
Computer manufacturer teams up with Skyway and others.
By Richard Knee

The chorus that sings hosannas to the 
idea of farming out logistics has yet another 
voice: Hewlett-Packard Company.

The Palo Alto, Calif.-based computer 
manufacturer has teamed up with Skyway 
Freight Systems to shorten the domestic 
routing of goods moving from the Far East 
via Los Angeles to Hewlett-Packard’s cus-
tomers in the United States.

The result is a 33 percent reduction in 
order-cycle time and a 17 percent cut in the 
cost of moving those shipments, according 
to Deby Veneziale, corporate sales director 
for Watsonville, Calif.-based Skyway.

H arping on a fam iliar them e, Joel 
Baudouin, Hewlett-Packard’s U.S. logis-
tics manager, noted that the use of Skyway 
and other third-party logistics providers 
enables his company to devote its resources 
to its core business of product design and 
manufacture.

The use of third-party providers increases 
flexibility for the shipper by providing ac-
cess to additional facilities and personnel 
without requiring investments in fixed as-

sets, he said.
H ew le tt-P ackard  em ploys Skyw ay 

strictly in the domestic distribution of goods 
from the Far East.

In other logistics programs, Hewlett- 
Packard uses the likes of Federal Express 
and North American Van Lines, Baudouin 
said. He would not elaborate on those pro-
grams, however.

Steps Eliminated. Before Hewlett- 
Packard began using Skyway, goods would 
move by truck from Los Angeles to a third- 
party warehouse in San Diego and then 
across town to the firm ’s order assembly 
facility before going out to customers, 
Veneziale said.

Now, Hewlett-Packard never touches the 
shipments, she said.

After shipments receive customs clear-
ance at the Port of Los Angeles, Skyway 
moves them to its own distribution facility 
nearby, from where they go out to Hewlett- 
Packard’s customers, she said.

In addition, Hewlett-Packard downloads 
its shipment data— purchase orders, sales 
orders, parts numbers, quantities, product

descriptions, serial numbers and internal 
numbers— to Skyway’s information man-
agement system, which Hewlett-Packard’s 
customers can in turn use to track cargoes to 
their own sites, she said.

Best Advice: Take Your Time. Es-
tablishing a relationship between a shipper 
and a logistics provider is a time-consum-
ing process if it is done properly, both 
Baudouin and Veneziale said.

The two sides must get to know each 
other thoroughly to determine if there is a 
proper fit, they said.

Hewlett-Packard looks at its potential 
logistics suppliers in terms of their infor-
mation systems, geographical coverage and 
“quality” components such as process con-
trols, timeliness of turnaround and invoic-
ing accuracy, Baudouin said.

“When you’re doing this type of pro-

"When you 're doing this type o f  
program , you can't bid that out."

-  Deby Veneziale

gram,” added Veneziale, “you can’t bid 
that out.”

Once the two parties have done their 
homework on each other, she explained, to 
put the partnership up for bid is counterpro-
ductive because the logistics provider must 
then deal with a request for quote rather 
than focusing its resources on developing 
the logistics program itself.

Obstacles to a Good Fit. Skyway does 
not always assume there is a good fit and 
has, in fact, bid a friendly adieu to some 
potential customers, Veneziale said.

In one case, she said, the shipper was not 
comfortable with a proposal to stop routing 
shipments through its manufacturing and 
distribution facility in the Northeast, a step 
Skyway felt could be eliminated, she said.

Also important, she continued, is who 
within the shipper’s organization champi-
ons the idea of outsourcing logistics.

If the lone champion is the traffic chief, 
she said, “it won’t fly,” because the rela-
tionship requires the support of a cross 
section within the shipper’s firm. The traf-
fic department’s job is to find the lowest 
rate, she said, but the lowest rate does not 
always translate into the lowest overall cost.

The logistics process involves the pur-
chasing, materials, manufacturing and fi-
nance/internal auditing functions, she said, 
and in the case of outbound shipments, add 
sales and marketing to the list.

The best bet, she said, is when the sup-
port comes from the financial side, where 
the “bean counters” are.

At Hewlett-Packard, in fact, the logistics 
staff reports to the chief financial officer.B

DO THE INTERMODAL 
AND TURN YOURSELF 
AROUND.
No song and dance. This is the 
one-step. The one-source inter-
modal company. Complete motor 
carrier services and intermodal 
specialists serving the southeast 
with headquarters in Savannah and 
terminals in Atlantaand Charleston.

SAVANNAH
124 Prosperity Drive 
Savannah, GA 31408 
912-964-0547 
ATLANTA
2500 Forrest Park Rd., S.E.
Atlanta, GA30315
404-622-2044
CHARLESTON
2045 Austin Avenue
Charleston, SC 29405
803-747-4155

LanPort meets the demands of 
the industry with Bonded Trucking, 
Terminal Service, Refrigeration 
Services, Bonded CFS, Bonded 
Cartman and Container Repair.

That’s what it’s all about.

I N C O R P O R A T  E D
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Ferrari Puts Everything "Under One Roof" at Newark
By William J. Warren

The ports of Baltimore and Long Beach, 
Calif., won’t be seeing any more sleek 
Ferraris pass through their gates. The Ital-
ian automaker has selected Port Newark, 
N.J., seaport as its single point of entry in 
North America.

The change is part of Ferrari North 
America’s consolidation of its operations, 
logistics and preparation at its Englewood 
Cliffs, N.J., headquarters, which officially 
opened Dec. 11, 1990.

“We wanted to have everything under 
one roof,” said Ken McCay, director, ser-
vices and parts for Ferrari North America, 
Inc. The company was able to improve 
efficiency by closing offices in Pennsylva-
nia and California, he said.

Interest Costs a Factor. While qual-
ity control and efficiency were the prime 
considerations in Ferrari’s decision to con-
solidate, the move also makes sense in 
terms of transportation costs, said McCay. 
It takes four weeks to transport the automo-
biles by ship from Bremerhaven to Long 
Beach compared to two weeks to the U.S. 
East Coast. This is a considerable savings in

interest costs to Ferrari, since each car sells 
for an average of $100,000 to $125,000.

“The interest offsets the difference in 
transportation costs,” said McCay.

Ferrari’s choice of ports naturally was 
heralded by officials at the Port Authority 
of New York and New Jersey.

Over 365 acres at the Port Newark-Eliza- 
beth seaport and at the Auto Marine Termi-
nal on Upper New York Bay are dedicated 
to the storage, processing and distribution 
of imported automobiles.

Preparing Autos at One Site. Ferrari 
has chosen Foreign Auto Preparation Ser-
vices Inc. (FAPS) of Port Newark to pro-
vide all off-loading services and pre-delivery 
preparations.

FAPS, which counts among its clients 
Alfa Romeo, Fiat, Ford, General Motors, 
Sterling and Volvo, prepares more than
100,000 export and import autos each year 
at its Newark facility. FAPS provides cus-
toms bonded handling and export valida-
tion as well as pre-delivery preparation

Since FAPS began handling Ferraris in 
November 1990 it has processed more than 
200 of them.

By having the cars prepared by a single

company at a single location, said McCay, 
a Ferrari customer in Toronto, Los Angeles 
or Chicago is assured precisely the same 
product as a customer in New York City. “It 
allows you to stabilize your quality,” he 
said. And perfection is what most Ferrari 
customers expect. After all, a customer 
sometimes waits as long as three years for 
delivery, according to McCay.

F e rra ri m a in ta in s  40 designated  
dealerships throughout the United States 
and four in Canada. From Port Newark the 
cars are shipped to dealers in closed con-
tainers, usually about two to five cars at a 
time. Having been inspected and prepared 
for sale at the port, they arrive “spotless” 
and virtually ready for immediate sale, said 
McCay.

Only the Ferrari F-40, the company’s 
top-of-the-line model, priced at $400,000, 
is shipped by air on Alitalia Airlines to New 
Y ork’s John F. Kennedy Airport.

About 1,100 to 1,200 of the 4,000 auto-
mobiles Ferrari manufactures each year at 
its facility in Maranello, Italy, are destined 
for the North American market. The cars 
are shipped to the U. S. on Wallenius Line 
ships from either Bremerhaven, Germany, 
or Savona, Italy, four times a month. ■

The World Is Our Trading Partner
Each year, almost 5,000 vessels 
call at the P ort o f  H ouston, 
m oving im port and export 
cargo betw een the U nited 
States and the rest o f  the w orld. 
H ouston ’s unequalled versatility 
and vast array o f  services 
coupled w ith  its proxim ity to 
both  producers and consumers 
make it the port o f  choice — 
w hatever the cargo. The Port 
o f  H ouston, T rading partner to 
the w orld.

Pont of Houston Authority
1519 C ap ito l A venue, H ous ton , TX 77002 
Phone: (713) 226-2100 Fax: (713) 222-8214 

1-800-688-DOCK
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ANALYSIS OF U.S. LOGISTICS COSTS
1989 Total =  $637 Billion 

Admin.
Inventory ($23Bil) Warehousj

I K i9 ($137 bh)

Other Transp. 
($76 Bil)

Pvt. Intercity 
Truck ($85 Bil)

i- Li- t  ■■ --------- Pvt. Local TruckFor-Hire Trucking nm
($94 Bil) ($81 Bll)

CF Enters Third-Party Logistics
Menlo Logistics hopes to benefit from the muscle o f its 
parent company, Consolidated Freightway s.

By Joseph Bonney

Consolidated Freightways has entered 
the third-party logistics business.

A new subsidiary, Menlo Logistics Inc., 
has been created to manage various com-
mercial and industrial logistics activities, 
from supply of raw materials to the produc-
tion line and delivery of finished goods to 
the customer.

John Williford, general manager of Menlo 
Logistics, said the new third-party logistics 
contractor will benefit from the backing of 
Consolidated Freightw ays, which has 
41,300 employees and 1990 revenues of 
$4.2 billion.

Menlo Logistics will share financial, tax, 
marketing, purchasing, electronic data sys-
tems and other support functions with Con-
solidated Freightways. “That ’ s an important 
benefit we have,” Williford said.

Many third-party logistics contractors 
have sprung up in recent years to handle 
companies’ dedicated contract carriage, 
warehousing, materials management, in-
ventory control, information management 
and other business activities.

In 1989, U.S. companies spent more than 
$637 billion for inventory carrying, ware-
housing, for-hire and private trucking carri-
ers and other logistics services, CF said.

That total comprises $141 billion in in-
ventory carrying costs, $137 billion in 
warehousing, $94 billion in for-hire truck-
ing, $85 billion for private intercity truck-
ing, $81 billion for private local trucking, 
$76 billion for other transportation and $23 
billion for administration.

“Businesses today are looking for new 
ways to improve service and lower costs,” 
Williford said.

“The reso u rces o f C o n so lid a ted  
Freightways allow us to provide businesses 
with the most talented people and the most 
sophisticated technology available today,” 
he said.

Although CF is a major transportation 
carrier, Menlo Logistics will use compet-
ing carriers when they offer a better ar-
rangement for the customer.

“We have to be able to offer the customer 
better service and lower costs for this to 
work,” he said. “You can’t be biased.”

Preliminary Work. Menlo Logistics 
started operations at the beginning of 1991. 
Williford said the company had some busi-
ness at the start, and has added more, though 
he would not give details.

Before launching Menlo Logistics, Con-
solidated Freightways spent two and a half 
years planning its entry in the contract lo-
gistics field, Williford said.

That planning process included work with 
two consulting firms and talks with more 
than 500 customers, he said.

The planning showed that customers are 
looking for expertise and demonstrated 
ability in a wide variety of logistics func-
tions, including running a truck fleet, ware-
housing, materials information systems, 
Williford said.

A successful third-party provider must 
be able to handle a customer’s logistics 
needs better than the customer can do it, he 
said. Sometimes that’s a tall order.

“The logistics departments at some of 
our customers have gotten pretty advanced,” 
he said. “We have to be at least as capable 
as they were.”

Another requirement, Williford said, is 
for good communication with the cus-
tomer— on planning, operations, account-
ing and everything else connected with 
logistics.

“This approach is critical because it al-
lows both parties to set priorities and goals 
that achieve mutually favorable results,” 
Williford said.

Electronic data interchange is a vital part 
of the process, he said. EDI is “just as 
important for warehousing and contract 
carriage as for LTL and air freight.”

Big Potential Market. Williford said 
the potential market for third-party logis-
tics services is immense, and that possi-
bilities for third-party services are limited 
only by the imagination.

“Each customer has different logistics 
challenges and objectives, and each re-
quires a fresh approach,” he said.

For example, one customer’s overriding 
concern was on-time service, “so we essen-
tially bet our fee on our performance: if 
service doesn’t improve, we don’t make 
any money, and if it gets worse, we actually 
pay them.”

“There’s a lot of interest in finding ways 
to save money and improve service,” he 
said. “The customers have taken (transpor-
tation) rates down as far as they can go, and 
now they have to be more creative.”

Key Personnel. As general manager of 
Menlo Logistics, Wilford is responsible for 
day-to-day operations at the company, 
which like CF is based at Menlo Park, Calif.

Williford joined CF in 1981 as a eco-
nomic analyst/senior marketing analyst, 
where he evaluated acquisition candidates 
and conducted strategic planning.

In 1984 he was named director of mar-
keting for CF ’ s international operations and 
later director of marketing for CF Inc., 
where he oversaw marketing programs for 
all parts of the company.

Other top personnel are:
Richard J. Anchan, director of contract 

warehousing operations. He most recently 
was senior vice president for Unit Distribu-
tion, a Jacksonville-based contract logis-
tics firm. Earlier, he was with Abbott 
Laboratories, Swift & Company and Sysco 
Corporation.

Michael D. Griffus, director of contract 
carriage operations. He most recently was 
area manager of business development for 
Leaseway Transportation Corporation, 
where he developed, negotiated and coor-
dinated dedicated trucking contracts in 
California, Texas and Colorado. ■
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THE CLIMATE AT SOME PORTS 
CAN TURN YOUR LIQUD STOCK 

INTO FROZEN ASSETS.

The Ports of Virginia have 
enjoyed unprecedented growth 
and success over the last few 
years. But this spectacular perfor-
mance shouldn't 
have come as a 
surprise to any-
one familiar with 
the needs of the 
shipping industry.

Of all the ports 
on the East Coast, 
only Virginia offers such a unique 
combination of natural advantages.

For instance, our temperate 
climate means shippers can 
count on ice-free conditions year 
round. That means you can sched-
ule cargo movements whenever 
needed, without having to first 
check the calendar or the latest 
weather forecast.

Our deep natural harbor can 
easily accommodate the newest 
generation of large ships. And 
The Ports of Virginia are located

a scant 18 miles from the open 
sea, making access quick and 
economical for the world's 
leading shipping lines. In fact, 

more than 75 lines 
now include us on 
their regular routes, 
giving us an unparal-
leled schedule of 
d irect sailings.

Our centra l 
location also puts us 

within one day of two-thirds of the 
U.S. population, eas ily  reached 
through an impressive intermodal 
transportation network. Of course, 
there's always room for improve-
ment. So we constructed the 
Virginia Inland Port to provide an

improved link between our 
coastal facilities and the indus-
trial centers of the U.S. And 
we've already begun an expan-
sion program to add more than 
5,500 feet of additional berthing 
space throughout our terminals.

Every day we're looking to the 
future, investing in new ways to 
build on our successes to ensure 
that The Ports of Virginia continue 
to provide you with the finest 
services and facilities possible, 
now and into the next century.

If you'd like more information 
about what Virginia's natural 
advantages could do for you, just 
give us a call. After all, we'd hate 
to see you left out in the cold.

/7 \T The Ports of Virginia
We’re the Natural Mid-Atlantic Load Center.
Virginia Port Authority. 600 World Trade Center. Norfolk, VA 23510 
(804) 683-8000 Toll free (800) 446-8098.

New York •  C h icago •  K entucky • W inston-Salem • Sao Paulo • Brussels •  Tokyo • Hong Kong • Seoul



How Stacktrains Save Kerr $225,000 a Year
That's in freight costs alone. Quality & production improved.

By Joseph Bonney___________________________

Dana Vincent is a believer in the use of 
third-party intermodal service for domestic 
shipments.

“W e’ve gone from zip to a very good 
percentage of our traditional traffic in stack 
and dedicated piggyback,” said Vincent, 
logistics manager of Kerr Glass Manufac-
turing Corporation.

He said the use of intermodal service has 
solved transportation, inventory and pro-
duction problems at his company, which 
manufactures products such as containers 
and bottle caps at 11 plants in eight states.

The transportation savings alone are es-
timated at $225,000 in little more than a 
year.

Even so, it took a selling job by Vincent 
to convince others within his company and 
Kerr’s vendors to try intermodal service.

The reason, he said, is negative attitudes 
formed through bad experiences with ser-
vice by railroads.

To overcome these attitudes, intermodal 
service must be demonstrably better than 
its competition, Vincent said.

“If a truck is late to a customer, the traffic 
manager will tell his people, ‘Don’t use 
ABC Trucking,’” he explained. “But if it’s 
coming in on intermodal and it’s late, he 
doesn’t say ‘Don’t use ABC Intermodal.’ 
He just says ‘Don’t use intermodal.’ The 
whole industry gets a black eye."

Tinplate Movements. Kerr’s first ex-
tensive use of domestic third-party inter-
modal service was in 1989 for tinplate 
shipped from Chicago to a bottle-cap plant 
at Arlington, Texas, near Dallas.

The Arlington plant feeds thousands of 
tons of tinplate annually through its punch 
presses. Kerr’s corporate purchasing de-
partment buys the rolled tinplate directly 
from steel mills.

From there it is sent to metal-cutting 
vendors in the Chicago area for processing. 
The metal cutters cut the rolls, which weigh
15.000 pounds or more, into standard-sized 
sheets.

The sheets are stacked up to a foot high 
and palletized. Each pallet weighs 2,500 to
4.000 pounds, depending on the weight and 
gauge of the metal and the amount loaded 
on each skid.

Before the switch to intermodal, the Chi- 
cago-to-Texas route of the tinplate “was 
circuitous, expensive and full of delays,” 
Vincent said.

The pallets were trucked from the Chi-
cago vendor to a nearby public warehouse

for storage until the Arlington plant needed 
to replenish its inventory.

The inventory at the Chicago public 
warehouse often amounted to several hun-
dred tons.

The Arlington plant kept about a three- 
month supply of tinplate on hand, and drew 
from the distant inventory as needed.

W arehouse-to-plant shipment was by 
traditional railcar. That had its drawbacks, 
including a 10-to-21-day transit time and 
the necessity for costly blocking and brac-
ing to limit damage.

Mistrust of Railroads. There were 
several reasons for the warehouse storage, 
Vincent said.

First, the rail contract required minimum 
quantities of 70 tons per boxcar. The cutting 
vendor did not have warehousing space for 
accumulation of regular shipments of that 
quantity.

Second, Vincent said, “because our 
tinplate cutter had had some bad experiences 
with railroads in past decades, he refused to 
load anything directly on a railcar even 
when they did have 70 tons or more.”

Those bad experiences involved damage 
during humping of railcars in rearrangement 
of mixed trains, and the refusal of railroads 
to accept responsibility for any of the 
damage.

Switch to Intermodal. The impetus for 
the change to intermodal came when a new 
plant manager arrived at Arlington in late 
1988 and determined that inventory was 
excessive.

To reduce the inventory, the company 
switched much of its shipments to over-the- 
road trucking, which provided second- or 
third-moming delivery.

Vincent said that in April 1989, he began 
looking into stacktrain services with his 
third-party representative.

Because the cutting vendor was unwill-
ing to put the plate onto stackcars, Kerr 
decided to try it on shipments from the 
Chicago public warehouse.

One advantage of stacktrain service, 
Vincent said, was the reduced potential for 
damage. Vertical vibration was less than 
with truck or piggyback, and lateral stability 
dramatically increased, he said.

The use of multi-platform cars with ar-
ticulated joints instead of conventional 
couplers eliminated one of the chief causes 
of damage —  the humping of mixed cars in 
freight yards.

In the stacktrain shipments, Kerr replaced 
the pallets and elaborate blocking and

bracing with a small, steel anti-skid plate 
that Vincent had heard about at the Council 
of Logistics Management’s annual meeting 
in St. Louis in 1989.

Change Pays Dividends. The switch 
dramatically reduced loading time and al-
lowed more tinplate to be loaded into a 
container than could be handled in a regular 
over-the-road trailer.

“This was due to the lower weight of the 
local drayage trailers used to shuttle the 
trailer to and from the stacktrain yards, as 
compared to a regular over-the-road trailer,” 
Vincent said.

The first shipment of three containers —  
one 40-foot, one 45-foot and one 48-footer 
—  went smoothly. Since then, more than
1,000 loads of tinplate have been shipped 
without damage or loss, Vincent said.

Intermodal shipments now are loaded 
directly from the tinplate cutter’s facility, 
which means the drayage and public- 
warehousing steps are eliminated from the 
transportation process.

In addition to the transportation savings, 
he said, the 60 percent reduction in inven-
tory has freed storage space at the plant and 
provided room for the company to install 
more punch presses, increase manufactur-
ing capacity and smooth out production 
schedules.

Vincent said there have been other ad-
vantages:

• A definite transit time has been estab-
lished, so that production schedulers can 
accurately predict the estimated time of 
arrival of inbound materials.

• Unloading time at Arlington was re-
duced from an average of three hours for 
one boxcar to less than 20 minutes to unload 
the same amount of tinplate from three 
intermodal trailers.

• Outbound loads of finished product 
can be staged so that the inbound tinplate 
trailers, once emptied, can be reloaded with 
an outbound shipment. That reduces drayage 
costs.

The successful Chicago-to-Texas tinplate 
movements have encouraged Kerr to use 
third-party intermodal service for other 
shipments, notably the movement of glass 
containers from Los Angeles to Wisconsin.

On the first such shipment, Vincent said, 
Kerr “had three dozen loads of 28-ounce 
glass containers that arrived without a crack 
or a chip or any problem.”

He said Kerr is working with its third- 
party agent, Mark VII Transportation of 
Indianapolis, to use intermodal services in 
other traffic lanes where feasible. ■
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St a n d i n g  a bo v e  t h e  r es t  d ema n d s  
A STRONG DEDICATION TO QUALITY.
Votainer was created to serve the special 
transportation needs of the LCL shipper. Our efforts 
have catapulted us to the top of the growing 
NVOCC industry, an accomplishment requiring a 
■angle-minded dedication to quality.

Our continuous 20-year growth is strong 
evidence of our commitment to quality, and our 
intention to continue growing to meet the future 
needs of LCL shippers. Votainer also has the added 
advantage of being part of the Netherlands-based 
Van Ommeren Ceteco Group, which gives us long-
term financial stability along with a global office

network and communications system. Yet, we remain 
an independent group offering personalized service of 
the highest quality.

In the highly competitive world of intermodal 
transport, and especially in the LCL business, quality 
is the hallmark of longevity. We are proud of our past 
accomplishments... and look forward to leading the 
industry into our third decade of service.

VOTAINER
A m em ber of the
Van Ommeren Ceteco Group



Crowley Loses $42 Million Appeal
5th Circuit says Crowley attorneys missed deadline 
for appeal o f treble damage antitrust suit.

By Joseph Bouncy___________________________

Crowley Maritime Corporation has been 
rebuffed by a federal appeals court in its 
effort to avoid paying a $42 million anti-
trust award to Zapata Gulf Marine Corpora-
tion.

The 5th U.S. Circuit Court of Appeals 
did not rule on the merits of the case but said 
that Crowley’s attorneys missed a deadline 
for filing an appeal of the decision.

Crowley planned further appeals, which 
could lead to the U.S. Supreme Court.

“It would be a long shot, but there’s a lot 
at stake,” said Joseph Mole of the New 
Orleans law firm of Lemle & Kelleher, 
which represents Zapata. “If this was a 
Celtics game, I wouldn’t light up a cigar 
yet.”

The $42 million judgment stemmed from 
a suit that accused Crowley’s Trailer Ma-
rine T ransport subsidiary of conspiring with 
Sea-Land Service and Puerto Rico Mari-
time Shipping Authority to monopolize the 
U.S.-Puerto Rico trade.

After a six-week trial presided over by 
U.S. District Judge Henry A. Mentz Jr. of 
New Orleans, a jury in March 1990 awarded 
Zapata $14 million in damages. Because it 
was an antitrust case, the award was auto-
matically tripled to $42 million.

Crowley’s attorneys, from the New Or-
leans firm of McGlinchy, Stafford, Cellini 
& Lang, failed to file their appeal in time, 
according to a three-judge panel of the 5th 
Circuit.

The appeals court said that although 
Crowley attorneys filed an appeal of the 
initial judgment, they did not appeal after 
Zapata filed a later motion for interest pay-
ments.

The appeals court said the judgment did 
not become final until after the trial judge 
ruled on Zapata’s interest-payment motion 
(which was denied).

As a result, the 5th Circuit said Crowley 
had not filed its appeal in time— and that the 
appeals court had no jurisdiction to hear the 
case.

Richard Simpson, senior vice president 
of Crowley, said his company remains con-
fident that the courts eventually will decide 
in its favor.

“The case is very complex and we knew 
it would be long and drawn out, but we feel 
that ultimately we will prevail,” Simpson 
said.

The Case. Zapata’s lawsuit claimed that 
American Caribe Lines Inc., which was 
established in 1984 to compete in the U.S.- 
Puerto Rico trade, was driven out of busi-
ness by TMT, Sea-Land and PRMMI.

Those three companies, which dominate 
the trade, all were named in the antitrust 
suit.

PRMMI was declared exempt from li-
ability because of its state-owned status. 
Sea-Land settled out of court with Zapata 
for an undisclosed amount immediately after 
jury selection. TMT declined to settle, and 
the case went to trial.

Zapata, a Harvey, La.-based company 
that operates a large fleet of vessels in the

A $250 million pre-tax gain from the sale 
of its container assets helped send Itel Corp ’ s 
1990 earnings skyward in a year that other-
wise would have seen little change from
1989. “Had it not been for the impact of the 
special items, 1990 earnings were approxi-
mately flat with 1989,” said Rod Dammeyer, 
Itel’s president.

Itel reported 1990 income of $132 mil-
lion, more than four times its 1989 net 
income of $30 million. Itel’s revenue for 
the year was $2 billion, up slightly from 
1989’s revenue of $ 1.9 billion, while earn-
ings per share came in at $2.68 for 1990 
compared with $.47 for 1989.

Itel sold much of its intermodal container 
leasing and services assets late last year to 
a competitor, General Electric Capital Corp., 
the corporate parent of the Genstar Con-
tainer Corp. for about $825 million. Itel 
needed the cash to fund the purchase of 18.7 
million shares of Itel common stock from 
the Henley Group.

Interest expense associated with Itel’s 
investment in other corporations, including 
American President Companies and Santa 
Fe Pacific, continued to m itigate the 
company’s operating results. “The carry-
ing cost of these investments reduced in-
come by approximately $1.50 per share in 
1990 and 1989,” Dammeyer said.

Itel ’ s three main operating divisions each 
reported lower earnings for 1990. Itel Rail, 
which includes the company’s third-party 
distribution business, showed operating 
income of $145 million, down 12 percent 
from 1989. Revenue, at $471 million, was 
up 10 percent from the previous year.

offshore oil and gas fields of the Gulf of 
Mexico, had set up American Caribe in an 
effort to diversify from the slumping en-
ergy industry.

American Caribe began operation in 
March 1984, using tugs and flat-deck barges 
chartered from Zapata’s Gulf Fleet Marine 
subsidiary. Zapata provided much of the 
financing for the operator.

American Caribe operated for only eight 
months before entering liquidation pro-
ceedings under Chapter 7 of the federal 
bankruptcy code.

Mole said proving the antitrust case was 
made easier by the fact that it involved a 
domestic trade to which entry is restricted 
by the Jones Act. He said the smaller firm 
was a victim of predatory pricing by its 
three major competitors.

“During AmCar’s existence, rates on 
containers that they carried went from about 
$4,000 to $2,000 per box, and as soon as 
they left the trade, rates went back up,” 
Mole said. “That’s just too pretty a picture 
for an antitrust lawyer to pass up.” ■

Bad weather impeded Itel’s Great Lakes 
dredging business during the latter part of 
the year, resulting in a 37 percent drop in 
operating income to $ 17 million, compared 
with $28 million in 1989. Dredging rev-
enue, at $197 million, was down 2 percent.

Operating income at Anixter, Itel ’ s wir-
ing systems distribution business, was $59 
million, about even with 1989. Revenue for 
1990 was $1.3 billion, 6 percent ahead of 
the previous year.

Significant Stock Repurchase.
During the latter part of 1990 Itel bought 
9.35 million shares of its common stock 
from the Henley Group for about $175 
million. Itel also has the option to pick up 
Henley’s remaining 9.35 million Itel shares 
for up to $22 per share by July 31, 1991.

In addition, as part of Itel’s 1987 pur-
chase of Flexi-Van Leasing’s container 
assets, Flexi-Van has the right to require 
Itel to purchase up to 3 million Itel shares at 
$16.67 per share on March 29, 1991. Itel 
has the alternative of paying Flexi-Van the 
difference between the $16.67 per share 
and Itel ’s current market value on that date. 
(Itel’s common shares were trading at about 
$14 per share in mid-February when this 
report was written).

Itel announced in January it would em-
bark on a program to acquire an additional 
one million shares of its common stock on 
the open market, and through private trans-
actions. It is Itel’s third such effort.

Itel had about 39 million shares of its 
common stock outstanding at the end of 
1990. ■

Box Sale Boosts Iters Earnings
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PEACE: Like the 1970s All Over Again
(Continued from Page 36)

Hard on the heels of the cease-fire came 
news of CSSL’s coup, and carrier execu-
tives suddenly found themselves clearing 
their calendars to leave room for a quick trip 
to Alexandria, seeking business from a 
shipper they had either never heard of or 
had paid little heed.

The breadth of CSSL’s contract was 
overblown at first, and when its stock went 
skyward, CSX begrudgingly released a terse 
statement describing the extent of their 
commitment.

“CSX/Sea-Land Logistics has a contract 
involving the transportation of emergency 
relief material, but only for that limited 
purpose. Future involvement of CSX/Sea- 
Land Logistics in coordinating transporta-
tion service to Kuwait beyond immediate 
emergency relief remains to be determined,” 
the statement said.

Beyond those few words, CSSL isn’t 
talking. The Kuwaiti contract, the company

says, has a confidentiality clause.
What has come to light, however, is how 

much CSSL will pay to move relief cargo 
from the United States to the Middle East. 
A service contract filed with the Federal 
Maritime Commission by the “8900” Rate 
Agreement for the Kuwait Emergency Re-
lief Project lists rates Middle East carriers 
haven’t seen for the better part of a decade, 
averaging 25 percent higher than current 
rates.

While many were speculating that CSSL 
might lock up reconstruction cargo beyond 
the relief effort, some long-term Middle 
East market players were skeptical that the 
new kid on the block would play a signifi-
cant role overall.

“They’re a competitor,” acknowledged
D.F. Young’s Madden. “But all the legiti-
mate forwarders are sitting back and wait-
ing to see what they can really do.” Madden 
noted that freight forwarders such as D.F.

CSX/Sea-Land Logistics - 8900  Lines 
Kuwait Emergency Relief Project Service Contract

Effective: February 26, 1991 
Expires: February 26, 1992
Scope: Materials, equipment and supplies for use in the “Kuwait Emergency Relief Project’’
Minimum: 500 TEUs
Rates: From February 26, 1991 through August 26, 1991

Red Sea Arabian Gulf
Non-Hazardous Hazardous Non-Hazardous Hazardous

Measurement Cargo $ 130 $ 280 $ 150 $ 300
Weight Cargo 203 426 223 446
20 ft standard 3,350 4,350 3,750 4,750
20 ft open top 3,600 4,600 4,000 5,000
20 ft flat rack 3,600 4,600 4,000 5,000
40 ft standard 4,600 5,850 5,000 6,250
40 ft high cube 5,000 6,250 5,400 6,650
40 ft open top 5,000 6,250 5,400 6,650
40 ft flat rack 5,000 6,250 5,400 6,650
40 ft reefer $8,400 $10,400 $8,800 $10,800

Rates:
From August 27, 1991 through February 25, 1992

Red Sea 
Non-Hazardous Hazardous

Arabian Gulf 
Non-Hazardous Hazardous

Measurement Cargo $ 140 $ 290 $ 160 $ 310
Weight Cargo 220 443 240 453
20 ft standard 3,500 4,500 3,900 4,900
20 ft open top 3,750 4,750 4,150 5,150
20 ft flat rack 3,750 4,750 4,150 5,150
40 ft standard 4,900 6,150 5,300 6,550
40 ft high cube 5,300 6,550 5,700 6,950
40 ft open top 5,300 6,550 5,700 6,950
40 ft flat rack 5,300 6,550 5,700 6,950
40 ft reefer $8,700 $10,700 $9,100 $11,100

Young, with decades of experience and 
contacts in the Middle East marketplace, 
would likely not lose much to the upstart 
CSSL.

First Things First. Before anyone can 
assess what needs to be done to bring Ku-
wait back, hundreds of oil fires burning out 
of control have to be extinguished, a job 
complicated by the thousands of land mines 
Saddam Hussein’s troops sowed through-
out the oil fields.

Equally perilous are the port areas where 
the beaches, too, have been mine-strewn.

There is no clear assessment yet of dam-
age to port facilities in Kuwait. Estimates 
range all the way from “not too bad” to 
“only one crane standing.”

Even if most of the cranes escaped bomb 
damage or sabotage, the mere fact that they 
went unused for so many months means 
some rehabilitation will be in order.

Building Kuwait this time around will, in 
one project engineer ’ s estimation, “be harder 
than building from scratch when the most 
you had to do was chop away at a hill that’s 
off to the side.”

“It will take a lot 
of time to even get 
ready for building,” 
he added. “And then 
it w ill require all 
categories o f engi-
neering effort and 
construction effort.”

C a rrie rs  and 
S h ippers  P re -
pare. Though no 
one was certain when 
and how the recon-
struction would un-
fold, M iddle East 
carriers and shippers 
w ere m aking sure 
they’d be ready for 
the crunch when it 
finally comes.

Some cargo had 
a lready  been 
prepositioned in the 
Eastern M editerra-
nean before the end 
of the war. “A few 
days ago we weren’t 
really sure, but now 
accounts are openly 
telling us,” said Ned 
Brantly, Middle East 
line manager for A .P. 
Moller Maersk Line 
two days after the war 
ended.

With the end of 
h ostilities cam e a 
rush of rate inquiries

AMERICAN SHIPPER: APRIL 1991 69



from shippers. While Brantly conducted a 
brief conversation with American Shipper, 
his colleagues at Maersk fielded rate requests 
for garbage trucks, 400 mobile homes, 
portable toilets, generators, cranes and 
wreckers. “W e’re being inundated with 
inquiries which range from soup to nuts,” 
he said.

Brantly estimated the rebuilding of Ku-
wait could mean 300 to 400 thousand TEUs 
by the time it settles down.

After a five-year dry spell, are carriers 
ready to carry so much?

“Our current ships in the trade can absorb 
the first rush, but w e’re also looking at 
chartering in a few others,” Brantly said.

“W e’re looking at redeploying our ships,” 
said Captain Ian S. Cairns, regional line 
manager for the National Shipping Com-
pany of Saudi Arabia. NSCSA’s vessels 
currently go as far north in the Persian Gulf 
as Dammam.

Both Cairns and Brantly said they ex-
pected a lot of new carriers would pop up 
out of the woodwork. But, as Brantly pointed 
out, new players would probably not be 
long-term players, not in a trade that is 
essentially a one-way proposition.

“Without a good return leg, people will 
come in, fumble and fall down,” he said.

Also up for speculation was whether 
some old hands in the Middle East would 
come back. Wilhelmsen Lines was at the 
top of most lists of possible re-entrants. 
Under the trade name of Barber Blue Sea, it 
was a leading Middle East carrier during 
the late 1970s and early 1980s.

W ilhelmsen’s fleet of roll-on roll-off 
ships, most of which were built specifically 
for the Middle East trade, would be espe-
cially useful if the Kuwaiti port facilities 
are as badly damaged as some think. Like 
many carriers, Wilhelmsen acknowledged 
some months back that it was studying the 
Middle East, but they are also firmly com-
mitted to their existing services.

Many industry players were speculating 
that CSSL would favor its corporate cousin, 
Sea-Land Service Inc., which along with 
Maersk, NSCSA, and the United Arab 
Shipping Company, makes up the “8900” 
Rate Agreement.

But sources within CSSL vowed they 
would treat all carriers equally.

Beyond Kuwait. Even before Saddam 
Hussein invaded Kuwait last August 2, a 
Middle East trade boomlet of sorts had been 
gathering momentum after a five- or six- 
year dry spell.

Suppliers and carriers were eyeing the 
rebuilding potential in Iran and Iraq follow-
ing the conclusion of their eight-year war. 
And Saudi Arabia had embarked on several 
large-scale construction projects.

As quickly as those opportunities were

put on hold when Iraq annexed Kuwait, 
they are once again slowly taking shape.

“Right now we’re concentrating prima-
rily on Saudi Arabia,” NSCSA’s Cairns 
said. “A lot of projects were put on the back 
burner for the war.”

Included in the massive Saudi Arabian 
projects that have been revived are a pipe-
line stretching across the peninsula from 
the Gulf to the Red Seaport of Yenbo. Also 
in the works is a power station being built 
by General Electric, and a Saudi project to 
increase oil field capacity.

Until the Gulf war Iraq and even Iran 
offered considerable promise. “We were 
going after a lot of Iraqi business. They 
were building a lot of refineries,” said D.F. 
Young’s Madden. “Iran has tremendous 
potential,” observed M aersk’s Brantly.

By Gary Burrows and Joseph Bonney

U.S. port officials say practice paid off in 
a relatively smooth movement of military 
cargo for the Persian Gulf war.

Since 1977, the Military Traffic Man-
agement Command has used commercial 
ports in its annual Reforger exercises, adrill 
for resupplying NATO troops in Europe.

“W e’ve practiced for this so many times 
over the years,” said Robert Goethe, assis-
tant executive director of the Georgia Ports 
Authority.

“Reforger was sort of a dress rehearsal,” 
said John Roby, transportation manager at 
the Port of Beaumont. “The practice helped. 
There were some startup problems, but 
once everybody got used to everybody else, 
it went pretty well.”

Even the peacetime exercises, however, 
didn’t prepare the ports for all of the prob-
lems of Operations Desert Shield and Desert 
Storm.

At Wilmington, N.C., the surge in cargo 
m ovem ents p roduced  a shortage of 
longshore labor.

“We had had exercises in the Wilmington 
area, but had never done exercises in all of 
the ports there at once,” said Bruce Edwards, 
spokesman forthe MTMC. “Once we started 
up, the labor problem surfaced.”

Willie Sloan, president of International 
Longshoremen’s Association Local 1426, 
said the problem was solved when 80 to 100 
additional ILA workers and military per-
sonnel were brought in from Galveston; 
Philadelphia; Morehead City, N.C.; and 
Georgetown, S.C.

The Persian Gulf loadout took place at 
military facilities such as Bayonne, N.J., 
and Sunny Point, N.C., as well as at com-
mercial ports.

Deja Vu? W hatever dim ensions the 
Middle East building boom eventually takes, 
it will recall the days when the United 
States was the Middle East’s biggest sup-
plier.

Kuwaiti officials, Brantly reminded, have 
made it clear they will remember those who 
liberated their country.

What about competition? In the middle 
and late 1980s the United States gradually 
lost market share to the West Germans and 
Japanese. But times have changed.

The U.S. dollar has softened consider-
ably since those days. And the Germans and 
Japanese played a far smaller role in the war 
effort. Besides, most feel the Germans are 
too busy resurrecting their eastern neigh-
bors.

Seems like old times.

At Houston, Desert Shield and Desert 
Storm added $2 million to the port revenue, 
which normally runs about $50 million a 
year.

“They paid like any other tariff cus-
tomer,” said port spokesman Lee Vela.

The port set aside Berth 4 of the Barbours 
Cut Container Terminal for military use. “I 
can’t say it didn’t pose some inconvenience 
from time to time, but everybody worked 
around it. It went well,” Vela said.

A New Surge. Now that hostilities have 
ended, many ports anticipate a surge in 
shipments for the rebuilding of Kuwait.

“W e’ve had a number of inquiries about 
the shipment of goods to that part of the 
world,” said Houston’s Vela.

Because Houston is the center of the 
energy industry, it stands to benefit from 
project shipments of equipment to repair 
Kuwait’s badly damaged oilfields.

“We expect some of that will move 
through Houston,” Vela said. “We just don ’t 
know how much right now.”

Goethe also said Houston is likely to 
handle much of the postwar cargo.

He said he expected most of the cargo to 
move through four or five ports on the 
Atlantic and Gulf Coasts.

He said much of the electrical equipment 
is likely to come from the Northeast, while 
building materials are likely to move from 
the Southeast and oilfield equipment from 
the Southwest.

Port officials say the rebuilding is ex-
pected to provide cargo opportunities for 
several years to come. “If you consider 
Kuwait alone, it needs new bridges, build-
ings, apartment houses, flagpoles, sewer 
pipe, vehicles, trucks,” said Jacksonville’s 
director of marketing, Neal Ganzel. ■

Ports Look to Rebuilding Effort
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Our New Waterfront Home is 
Ready to Receive Guests

W ere anxious to show you our new home, a 57-acre, $63 
million dedicated marine terminal in the Port of Long Beach.

With exclusive berthing rights for Hanjin customers in our 
state-of-the-art facility, Hanjin now provides schedule flexibility, 
swift and efficient cargo handling and maximum security. Plus, 
w e’re ideally located just minutes from Southern Pacific’s 1CTF, with 
direct access to the 710 freeway.

Introduced in tandem with our new 13-containership 
pendulum service with fixed day sailings, the new terminal enables 
Hanjin to provide unsurpassed customer service.

Come for a visit. You w on 't be long.
HANJIN

SHIPPING



Eugene McCormick
President
Lykes Bros. Steamship Co.

Lykes is struggling for a way to replace its aging ships, but present U.S. 
subsidy law requiring ships be built in American shipyards has made 
replacement impossible without giving up current subsidy benefits.

Forcing the Issue on U.S. Maritime Future

Lykes accuses MarAd o f dodging th eissue; plans to acquire foreign ships.

By Joseph Bonney

The Maritime Administration's rejection 
of Lykes Lines' application to acquire for-
eign ships raised more questions than an-
swers and led Lykes President Eugene 
McCormick to accuse MarAd of ducking 
the issue.

"It's a tough question, and government 
bureaucrats don't like tough questions," 
McCormick said. "They don't want to give 
us an answer and come to grips with the 
issue...We're going to force them to make a 
decision on where the American Merchant 
Marine is going."

Maritime Administrator Warren Leback 
said MarAd isn't dodging the issue. "How 
can you dodge it if you don't have all the 
facts in front o f you?" he said. "If they'd put 
all the facts and the data required to make a 
decision, we certainly would have made a 
decision."

MarAd denied Lykes' request for per-
mission to replace up to 10 of its subsidized 
U.S.-flag ships with foreign-flag vessels on 
various trade routes. However, MarAd said 
Lykes was free to reapply after answering a 
list of 16 questions.

At the same time, MarAd said Lykes

doesn't need a waiver from Section 804 of 
the 1936 Merchant Marine Act to operate 
foreign-flag ships in areas where the ships 
would not compete "with any essential 
American-flag service."

Section 804 prevents most owners of 
foreign ships from receiving U.S. operating 
subsidies.

Partial Victory? Lykes, which needs to 
replace its aging U.S.-flag fleet and says it 
can do so only with foreign-built ships, 
described MarAd's decision as a partial 
victory.

The company said in a statement that the 
ruling "made clear that Lykes may obtain 
foreign-flag vessels and operate them in 
certain trade routes."

Lykes officials said they would they 
would push MarAd to determine where 
they can operate foreign-flag ships without 
a Section 804 waiver.

"If they did not intend for us to read the 
decision the way we read it, we're going to 
force them to tell us," McCormick said.

Leback said government regulations al-
low any subsidized line, after obtaining the 
secretary of transportation's approval, to 
operate foreign-flag ships if they don't

compete with other U.S.-flag services.
"We didn't say that," Leback said in 

response to McCormick's comments. "I 
think the regulations say that."

Lykes said it was studying the questions 
MarAd wanted answered in connection with 
the company's request for broader permis-
sion to operate foreign-flag ships. The com-
pany said it intended to reapply "as quickly 
as possible."

"Lykes is free to come back in and 
resubmit the application," Leback said. "It 
will be looked at if they answer everything 
that was required.”

'Ought to Be Embarassed.1 Although 
McCormick said MarAd's questions were 
answerable, he expressed puzzlement and 
exasperation at the list.

He said the questions were "terribly na-
ive" and generally seemed designed to force 
delays that would allow the agency to avoid 
a decision. Several of the questions re-
flected points raised by opponents of Lykes' 
application.

McCormick said that while it's common 
for MarAd to request additional informa-
tion, such questions usually have "some 
relevance to the issue. It's hard to find the
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E v e r y  w e e k  ••• 
o n  t h e  s a m e  d a y .
INDEPENDENT LINER SERVICE FOR ALL YOUR SHIPPING NEEDS 

INTERMODAL / RO-RO / LO-LO / REEFER / FCL

JD B .m editerranean sh ip p in g  c o m p a n y - s .a . JO.
SC GENEVA S C

FROM: BOSTON-NEW YORK-BALTIMORE-NORFOLK TO:
NORTH EUROPE, 
UK, AND ITALY:

ROTTERDAM
ANTWERP
BREMEN
HAMBURG

FELIXSTOWE 
LE HAVRE 
LEGHORN 
NAPLES

EASTERN
MEDITERRANEAN:
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ASHDOD
HAIFA
ALEXANDRIA

‘ PIRAEUS
ISKENDERUN
IZMIR
ISTANBUL

*Via Feeder Service

SOUTH AFRICA: CAPE TOWN 
PORT ELIZABETH 
DURBAN

EAST AFRICA: MOGADISCIO 
MOMBASA 
D.E. SALAAM 
TANGA

AUSTRALIA: SYDNEY
MELBOURNE
FREMANTLE

INDIAN OCEAN: PORT LOUIS 
P.d. GALETS 
TAMATAVE

U.S.A. GENERAL AGENT: CONTAINERSHIP AGENCY, INC.
96 Morton St., New York, N.Y. 10014 (212) 627-5300

BALTIMORE
301-631-7567

BOSTON
617-725-1900

CHARLESTON
803-577-7891

CHICAGO
312-853-0224

CLEVELAND
216-871-9526

HOUSTON
713-681-8880

NORFOLK
804-489-7575

ANTWERP 
DECKERS &WIRTZ 
(011-323)234-0380

ROTTERDAM 
SEALINER AGENCIES 
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EUROPEAN AGENTS
HAMBURG BREMEN FELIXSTOWE

F.H. BERTLING F.H. BERTLING MEDITE U.K.
(011 -49) 302950 (011 -49) 18474 (0394) 676452

MIAMI
305-477-927

LE HAVRE 
MSCFRANCE 

(35)215898

CANADA: S/S STEAMSHIP
MONTREAL TORONTO

(514)844-3711 (416)362-1121



relevance to some of these questions."
"They ought to be embarassed to ask 

some of these questions. If this is what the 
agency knows about the industry, maybe 
we don't need a Maritime Administration," 
McCormick said.

Scanning the list of questions, he com-
mented on several:

• What does Lykes mean by regular ser-
vice? ("What do they think a liner service 
is? It's not a feeder service, not a tramp 
service. It’s a liner service," McCormick 
said.)

• What is the basis for Lykes’ assumption 
that it could operate the foreign-flag ships 
at a profit? ("What do they think we are? 
We've been in business for 90 years, oper-
ating lots of ships all over the world.")

• What is the expected time lag between 
acquiring foreign-built ships and putting 
them under U.S. flag? ("Our application 
didn't mention putting them under U.S. 
flag. That question looks like they didn't 
read our application.")

• What are Lykes' present and future 
needs for vessels? ("We've only been tell-
ing them that for 10 years.")

Lykes1 Quandary. Lykes has been 
struggling to find a way to replace its aging 
fleet under restrictions of the government's 
operating-differential subsidy program.

The law allows ODS only for U.S.-built 
ships. But U.S.-built ships cost far more 
than foreign-built vessels, and since the 
early 1980s no construction subsidies have 
been available to offset the difference.

The situation has left Lykes unable to 
launch a major fleet-modemization pro-
gram without giving up ODS and access to 
government-related cargoes that are re-
served for U.S.-flag operators.

Lykes received $93.3 million in operat-
ing differential subsidy during the 1990 
fiscal year. That was about half of the 
government's total cost of ODS forthe year.

The company's ODS contracts with 
MarAd extend to 1998, but Lykes needs to 
do something quickly because the older 
vessels in its 30-ship fleet are nearing the
25-year age limit for receiving subsidy.

During the closing days of the last Con-
gress, Lykes unsuccessfully sought legisla-
tion that would have allowed it to acquire 
foreign-flag ships without surrendering 
ODS. Lykes then asked MarAd to allow the 
company to buy or charter 10 foreign-built 
ships to operate up to 10 multi-purpose, 
self-sustaining foreign-flag vessels on trade 
routes betw een the U.S. and A frica, 
Australasia, the Middle East and South 
Asia, and South America.

MarAd said it could not grant such a 
broad waiver because the request "must 
contain as a minimum the size of the for-
eign-flag vessel to be employed and the

ports to be served."
The agency said the application sought 

permission "to operate 10 foreign-flag ves-
sels of a size to be determined by Lykes on 
an open-ended number of voyages on un-
specified itineraries."

Opponents' Reactions. Other U.S.- 
flag carriers and the Shipbuilders Council 
of America said MarAd's denial and its 
questions of Lykes were justified because 
Lykes' application was vague.

"I think it suggests that people ought to 
file complete applications," said Stuart 
Breidbart, vice president for regulatory af-
fairs of Sea-Land Service.

"The questions are fine. It's the answers 
that count."

Sea-Land, which operates U.S.-flag ships 
without ODS, said Lykes wants to have it 
both ways — by using foreign-flag ships 
while continuing to receive subsidy.

"We have no objection if Lykes or any-
one else wants to compete with us on an 
equal basis, but that means without subsidy," 
Breidbart said.

Sea-Land's position is that Lykes should 
have to forgo subsidy on one ship for each 
foreign-flag vessel it operates.

John Stocker, president of the shipbuild-
ers council, said he found MarAd's ques-
tions "entertaining ... I th ink they're 
legitimate questions. I'm going to be fasci-
nated by their response."

He said MarAd seemed to be "trying to 
make Lykes think seriously about its re-
sponse before filing again."

Stocker said he would be especially in-
terested in seeing how Lykes responds to 
MarAd's request for 1991 quotations on 
prices for new U.S.-built ships. He said 
Lykes may have difficulty obtaining bids 
from U.S. shipyards that know Lykes doesn't 
plan to place an order.

Breidbart and Stocker said they saw little 
new in MarAd's statement that Lykes could 
operate foreign-flag ships in areas where 
the ships wouldn't compete with U.S.-flag 
service.

"I find it interesting that Lykes is declar-
ing victory on a denial of their application. 
That seems like Saddam Hussein declaring 
victory," Breidbart said. "We're not sure 
what they're seeing there that's n ovel... I'm 
sure they will be back at the trough," he said.

"Lykes loves to play the game of letting

clever politicans try to make something 
happen," Stocker said. "They ought to let 
the market decide who wins and loses."

Next Up: Farrell. MarAd's decision came 
after a smaller subsidized operator, Farrell 
Lines, followed Lykes in seeking permis-
sion to acquire foreign ships. MarAd hasn't 
ruled on the Farrell request, which has 
attracted opposition from competitors and 
unions. The applications for foreign-flag 
authority have surfaced at a time when 
chances for reform of government ODS 
policy appear dead in the water.

The Office of Management and Budget 
is reluctant to add to the government's ODS 
obligations, and no money for ODS reform 
is included in the administration budget for 
next year. U.S.-flag companies have been 
unable to agree on a reform program.

"I think ODS reform has been declared 
dead before arrival by the Office of Man-
agement and Budget, the Department of 
Transportation and the maritime labor 
unions," Breidbart said.

Push for Action. McCormick said, 
however, that Lykes will push for govern-
ment action in Congress and in the the 
executive branch.

"I think change will come from Congress 
when Congress wakes up to the fact that this 
country does need an American merchant 
marine," he said. "If they don't wake up to 
that fact, or they decide that we don't need 
a merchant marine, we want them to just tell 
us. We just want to get the government to 
make a decision on maritime policy," 
McCormick said. "Tell the people the truth. 
If they don't want an American merchant 
marine, tell us. We can live with that. Just 
tell us."

He said the company hopes to forge 
alliances with seagoing unions. Although 
the unions have opposed Lykes' foreign- 
flag applications, McCormick said it’s to 
labor's interest to allow Lykes to operate 
foreign-flag ships to help maintain the 
company's existing U.S.-flag operations.

"If we do nothing, one-third of our fleet 
disappears in the next two years, and not 
just one-third of our fleet but one-third of 
our market, one-third of our customers, 
one-third of our corporate infrastructure," 
McCormick said. "We're not going to let 
that happen." ■

Bentley Back on Maritime Committee
Thanks to a special waiver granted by House Republicans, Rep. Helen Delich Bentley (R-Md.) 

is back to work as a member of the House Merchant Marine & Fisheries Committee.
When the committee first organized early in the congressional session, Mrs. Bentley's absence 

from the list of new members was widely noticed.
Rep. Bentley said she was prompted to seek a waiver to return to the maritime committee by the 

GOP leadership of that committee, and by maritime business and union leaders.
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Four Nations Win Duty Free Status
i  -

Charles R. Roberrts

Roberts Named 
Acting CEO at 
Port of Oakland

Charles R. Roberts was appointed acting 
CEO of the Port of Oakland following a 
decision by the port commission to oust 
Nolan R. Gimpel, the former American 
President Line executive who had held the 
$170,000 a year CEO job 14 months.

A retired colonel in the Army Corps of 
Engineers, Roberts has managed the port's 
engineering department since 1979. The 
department has a staff of 235 and budget of 
$11,000,000.

Roberts' immediate goals are to solve the 
port's financial problems and make progress 
on the port's project to increase channel 
depth from 35 to 42 ft.-a project which has 
been stalled for four years because of en-
vironmental concerns.

Financial Troubles. Gimpel's ouster 
stemmed chiefly from financial troubles 
that rendered the port unable to make an 
annual $5 million installment of a $37 
million payback to the city for harbor and 
airport project bonds dating back to 1925.

Commissioners are concerned over what 
they see as a loss of market share to ports in 
southern California and the Pacific North-
west.

The straw that broke the camel's back, 
according to one port officials, was Gimpel's 
proposal to hire a San Francisco public- 
relations firm to develop a marketing plan 
for the port and to explain to the city why 
the $5 million was not forthcoming.

Gimpel and his lawyer claim ed the 
commission could not legally fire him 
without a public hearing. ■

Certain imports from Namibia. Central African Republic, 
Chile and Paraguay reinstated as GSP beneficiaries.

By Tony Beargie

Certain imports from Namibia, the Cen-
tral African Republic, Chile and Paraguay 
may now come duty free into the U.S. under 
the Generalized System of Preferences 
(GSP) program.

Namibia, which became an independent 
nation on March 21 ,1990,isanew  addition 
to the GSP list of nations, while the Central 
African Republic, Chile, and Paraguay have 
been reinstated as beneficiaries.

The Central African Republic, Chile and 
Paraguay had been suspended from the 
program for failing to "provide internation-
ally recognized worker rights, as required 
by the GSP statute," U.S. Trade Represen-
tative Carla Hills said.

The decision to add Namibia to the list 
and to reinstate the other three nations re-
flects "the Bush administration's continu-
ing efforts to administer the GSP in a manner 
that is responsive to the authorizing 
legislation's requirements and the economic 
needs of developing countries," Ambassa-
dor Hills said.

A review by Hills' office, which was 
begun in April of 1990, indicated that the 
three formerly suspended nations now meet 
the worker right requirements, the U.S. 
Trade Representative said.

The four nations now are able to export 
more than 4,230 products into the U.S. on a 
duty-free basis. USTR statistics show that 
during the first 11 months of 1990, the 
Central African Republic exported $70,519 
in GSP eligible products into the U.S., 
while Chile exported $131 million, Para-
guay $21 million, and Namibia $903,160. 
These products sold to the U .S. are expected 
to grow in dollar value now that the four 
nations are enrolled in the GSP program.

The Central African Republic, Chile and 
Paraguay are the first suspended nations to 
be re-enrolled in the GSP program. Four 
other nations are still off the list because of 
previous worker rights determinations. They 
are Burma, Liberia, Nicaragua and Roma-
nia. Worker rights practices of eight other 
nations are currently being reviewed, Hills 
said. These nations are: Bangladesh, Benin, 
the Dominican Republic, El Salvador, Haiti, 
Nepal, Sudan and Syria. Decisions regard-
ing their eligibility are expected to be an-
nounced this coming April.

The GSP program offers preferential 
duty-free entry to some 4,230 products from 
134 designated beneficiary developing na-
tions. The purpose of the program is to 
promote economic growth and develop-
ment in these nations through commerce 
rather than through financial aid.

The program was authorized by the 1974 
Trade Act and was renewed by the Trade 
and Tariff Act of 1984.

GSP duty-free imports totaled some $10 
billion in 1989 and $9.2 billion during the 
first 10 months of 1990, according to the 
Office of the U.S. Trade Representative.■

Foreign Longshore 
Practices List

The U.S. Department of State is in the process 
of compiling a list of nations which bar U.S. 
crewmen from performing longshore work in 
their countries.

The listing is required by a legislation signed 
into law last November that prohibits crews of 
foreignnations from performing longshore work 
in the U.S. if those nations in turn bar U.S. 
crewmen from doing the same work in their 
countries.

The new law which amends the Immigration 
andNationality Act o f1952was pushed through 
Congress with the backing of the International 
Longshoremen's Association and the Interna-
tional Longshoremen's and Warehousemen's 
Union.

State Department spokesman Stephen Miller 
told American Shipper that the Bush adminis-
tration had opposed the labor-backed amend-
ments. The State Department has also received 
comlaints from anumberofEuropean and Asian 
nations ov the new law, Miller said.

The law requires the State Department to list 
nations that do restrict U.S. activities. These 
nations in turn will be barred from performing 
longshore work in the U.S.

U.S. embassies around the world are now in 
the process of providing data to the State De-
partment, Miller said.

Comments on the activities should be sent to 
the State Department's Office of Maritime and 
Land Transport Affairs, Room 5826, Washing-
ton, D.C. 20520. Comments must be filed by 
March 29. For additional information, contact 
Mr. Miller at (202) 647-5840.

AMERICAN SHIPPER: APRIL 1991 75



Pacific Tariff Data-Basing Advances
The TWRA and its tariff-publishing agent introduce new 
software. ANERA works on its own system.

By Richard Knee

The transpacific’s two major shipping 
conferences are busy converting their tar-
iffs into data-base formats but how soon 
their respective systems come into wide-
spread use is anybody’s guess at this point.

Mariner Systems, Inc., has developed a 
software system for the Transpacific West-
bound Rate Agreement and its tariff-pub-
lishing agent, the Pacific Coast Tariff 
Bureau. All three parties are based in San 
Francisco.

Transax, the Bridgewater, N.J.-based 
tariff-publishing arm of Knight-Ridder, is 
developing a data-basing system for the 
A sia N orth A m erica Eastbound Rate 
Agreement, which is headquartered in Hong 
Kong.

Carriers belonging to the conferences, 
whose memberships overlap, vary in how 
they perceive the respective systems and on 
how much they intend to use them.

D a ta  C a ll-U p , R e c o r d s .  Systems such 
as Mariner Systems’ TariffBASE will fa-
cilitate and expedite not only the call-up of 
current tariff data but also the establishment 
and retrieval of old information, according 
to Mirto Collazo, the company’s executive

vice president, and Joan Murphy, market-
ing and operations director.

Historical data can be valuable in estab-
lishing new rates, Collazo explained.

And, added Murphy, a carrier that is not 
using automated systems must go through 
the tedious, time-consuming process of 
looking through microfiches and old tariff 
pages.

Using TariffBASE, the Pacific Coast 
Tariff Bureau stores and retrieves tariff 
data by category, PCTB vice president Stan 
Levy said.

For example, he said, a carrier or confer-
ence wanting to find out which rates carry 
surcharges has merely to call up the com-
modity, origin and destination points, and 
other data specifics, avoiding the need to 
sift through page after page of text.

And, he continued, if a carrier or confer-
ence wants to change a rate or series of 
rates, it has simply to identify the item 
number or numbers and apply a single 
formula.

Under the old system, the carrier or con-
ference had to call up a page and input all 
the new information manually, he said.

“Once the information is updated,” Levy 
added, “we can still spit out a page,” per the 
requirem ents of the Federal M aritime

Commission or the appropriate agencies of 
other national governments.

M ixed  R e v ie w s . TheTW RA/PCTB and 
ANERA/Transax systems are drawing 
mixed reviews from users and other ex-
perts.

The latter is a tad behind the former in 
terms of developmental progress, according 
to Mike Cook, director of documentation 
systems for Sea-Land Service, Inc.

But Peter Neibert, director of marketing 
information systems for American President 
Lines, said neither one “is noticeably ahead 
of the other.”

Implementation of both systems “have 
seemed to be close since last September,” 
he said, “but there is no roadmap.”

The two also differ on the question of 
commodity-descriptions applicability.

“Unfortunately, the shipper’s and tariff 
commodity description don’t match” in 
many cases, Cook said.

For example, a shipper might want to 
know the tariff for “widgets, one-quarter 
inch, blue” but the listing filed with the 
FMC might be under “general merchandise, 
including widgets.”

Neibert does not feel there is a problem in 
this case, because commodities are likely to 
be listed by the numbers assigned to them in 
the Harmonized System used internation-
ally for customs purposes.

A PL’s Tariff Online Pricing System 
(TOPS) can accept any set of numbers, be it 
alpha-numeric or Harmonized System-
generated, he said.

If, he added, there is a change in a com-
modity description, the tariff publisher must 
decide if this would require listing a new 
item in the tariff or amending an existing 
item.

Even so, he said, problems have arisen 
surrounding com patibility o f software 
systems and data formats between the PCTB 
and some subscribers.

APL’s use of TariffBASE will be limited 
to the automation and electronic transmis-
sion of data, Neibert added. The company 
has made no determination, he said, whether 
to “sell” TOPS in its other major operating 
region, the intra-Asia trade.

No tariff-filing is required by the govern-
ments in the region, so TOPS is so far being 
kept strictly in-house, he said.

Dennis W. Caren, a systems consultant 
in Kinnelon, N.J., guessed that Mariner and 
the PCTB are on the right track, though he 
admitted he is not familiar with the details 
of TariffBASE.

“I think these fellows know the require-
ments of the TWRA and its member lines 
better than anybody,” said Caren, who has 
monitored development of the FM C’s Au-
tomated Tariff Filing and Information re-
lated industry systems. ■

THE PERFORMANCE PORT
S OUTH J ERSEY

Excellent 
O ffice /Factory  
Space For Maritim e 
Related Companies

Inquiries Invited

New Deepwater 
Ship Berths

M ulti-Purpose 
85-Ton H/L 
B u lk /C onta iner Crane

PORT CORPORATION

(a n  a g e n c y  o f the S ta te  o f  N ew  Je rsey )

BU LK /B R E A K B U LK  MARINE TERMINAL SPECIALISTS

SOUTH JERSEY PORT CORPORATION
BROADWAY & MORGAN BLVD. CAMDEN, N.J. 081 04 
BOB/541-B500 215 /023-6294  TELEX: B31BB5
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THE SHINING STAR OF SHIPPING

Serving the U.S. - Puerto Rico & 
Caribbean trade with express weekly sailings 

Offering both Lift-On/Lift-Off and 
Roll-On /Roll-Off service

Backed by the best customer service P U E R T O R /C O î r—
team in the business—PRMMI cares Puerto Rico Marine Management, Inc., Agent
about your cargoI

A/AV/£RAS

Call these numbers 
for booking and 
information

ATLANTA...... . . . . . . . . . . . . . (404) 952-1244
BALTIMORE.............. (301) 631-6060
BOSTON................... (617) 848-3990
CHARLESTON (803) 747-0454
CHARLOTTE.............. (704) 568-4310
CHICAGO................. (708) 398-1822
IN CANADA: MONTREAL..... .. . . . . . . . . . . (514) 288-8235

EDISON, N.J.............. (908) 225-2121
ELIZABETH, N.J... . . . . . . . (201) 558-8852
HARTFORD............... (203) 763-0013
HOUSTON....... . . . . . . . . . . (713) 333-1300
INDIANAPOLIS.......... (800) 323-4111

JACKSONVILLE (904) 757-2900
LONG BEACH........... (213) 436-1044
M IAM I..................... (305)374-2300
NEW ORLEANS (504)942-1100
NEW YORK.............. (212) 269-8698

TORONTO....... . . . . . . . . . . (416) 361-0811

PHILADELPHIA......... (609) 778-0900
PITTSBURGH.... . . . . . . . (412) 776-2001
SAN FRANCISCO...... (415)938-0255
SAN J U A N .............. (809) 793-3000
SEATTLE................. (206)623-2593

'CAR CARRIER



Shipper groups are gearing up for an 
effort to persuade Congress to deregulate 
intrastate trucking.

R eps. D ennis H astert, R -Ill.; Ron 
Packard, R-Calif., and Tom DeLay, R- 
Texas, said they would offer their bill as an 
amendment to the highway reauthorization 
bill.

Hastert introduced a similar bill last year, 
but the legislation never made it out of 
committee.

Prospects are questionable for this year’s 
bill. It faces strong opposition from the 
A m erican Trucking A ssociations, the 
Teamsters union and state regulatory agen-
cies.

Nevertheless, some shippers and shipper 
groups say they are more optimistic about 
this year’s bill, especially if they succeed in 
attaching it to the highway bill.

“It’s time our laws allowed truly unin-
hibited intrastate and interstate commerce,” 
said John R. Block, president of the Na-
tional-American Wholesale Grocers’ As-
sociation.

Deregulation proponents said their con-
fidence w as boosted  by the Bush 
administration’s surface transportation bill, 
which called for elimination of “duplica-
tive and costly state regulations governing 
the rates and services of interstate motor 
carriers.”

The deregulation effort is supported by 
two Interstate Commerce Commission 
members, Edward Emmett and Karen 
Phillips, who are drafting trucking regula-
tory reform legislation that they hope to 
complete by April. They said their legisla-
tion will complement the Hastert bill.

Hastert estimated that creation of a uni-
form national system of fuel taxation, ve-
hicle registration and the federal preemption 
of state laws limiting market entry could 
reduce freight rates by $12 billion a year.

The Department of Transportation esti-
mates that the changes would produce sav-
ings of $6 billion a year.

42 States Regulate. Although inter-
state trucking was largely deregulated a 
decade ago, states retained the right to con-
trol entry and rates within their borders. 
Forty-two states still regulate intrastate

"After 1992, it will be easier to 
move a truckload from  Rome to 
Oslo than from  Dallas to Hous-
ton."

- Dorothy Gevinson

trucking in some manner.
The Hastert bill would eliminate most 

state regulations affecting interstate truck-
ing companies and would establish a uni-
form system among the states for registering 
and taxing trucks.

International shipments moving between 
a port and an origin or destination within the 
same state are not subject to intrastate regu-
lation.

Even so, many large shippers complain 
that intrastate trucking regulations affect 
international shipments by limiting compa-
nies’ ability to design efficient distribution 
systems.

“If you’re moving raw materials from 
west Texas to southeast Texas for manufac-
turing into a product that’s exported, your 
costs are higher and your product is less 
competitive, said Bill Huie, director of cor-
porate transportation for NCH Corporation 
in Dallas.

Fight in Texas. Some of the bitterest 
fights over intrastate trucking regulation 
have been in Texas, where the state’s Rail-

Arguments Pro, Con. At the states’ 
level, the debate over intrastate trucking 
deregulation resembles the one that pre-
ceded passage of the Motor Carrier Act of 
1980, which deregulated interstate truck-
ing.

Many shippers, especially the larger ones, 
say deregulation expands choices and com-
petition, encourages innovation and reduces 
costs. Opponents argue that it encourages 
cutthroat competition that eventually hurts 
service.

Those arguments are echoed in debate 
over the Hastert bill, but there are some 
different twists.

The American Trucking Association 
takes no position on state regulations but 
argues that the federal government should 
leave the issue to individual states to de-
cide.

The ATA has supported uniformity in 
state tax and safety rules because, it says, 
those are legitimately federal issues.

Gevinson said state regulation, especially 
in a large state such as Texas, inhibits the 
development of shipper-carrier partnerships 
and drives up costs.

“A carrier can take a load from out of 
state to Dallas and pick up a return load 
from Houston, but has to move empty be-
tween Dallas and Houston if he has no 
intrastate authority,” she said.

In an international economy, she argued, 
such inefficiencies can’t be tolerated. “Af-
ter 1992,” she said, “it will be easier to 
move a truckload from Rome to Oslo than 
from Dallas to Houston.” ■

road Commission exercises tight control 
over intrastate trucking.

Many companies have established distri-
bution centers just across the state line in 
Louisiana, Oklahoma and New Mexico, 
primarily so they can serve Texas with 
deregulated interstate trucking.

Dorothy Gevinson, assistant director of 
national government relations for Procter 
& Gamble, said Texas trucking regulation 
was one of the main reasons her company 
moved production from a plant in Dallas to 
one in Alexandria, La.

Block said Frito-Lay ships com chips to 
San Antonio from Jackson, Miss., instead 
of Lubbock, Texas, which is 300 miles 
closer, because it saves $95 per truckload.

In recent years, proponents of deregula-
tion have won a series of court and regula-
tory victories that have whittled away at the 
Texas Railroad Commission’s restrictions 
on intrastate trucking.

Legislation to deregulate intrastate 
trucking is introduced annually in the Texas 
Legislature, but has been beaten by a coali-
tion of regulated carriers and rural interests 
who argue that deregulation would eliminate 
service to remote areas.

Chipping Away at Texas' Armor
Bill would force uniform federal, intrastate truck 
policies. 42 states cling to their own regulations.

By Joseph Bonney
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Start your breakbulk future 
at Brunswick today.

At the Port of Brunswick, Georgia, we 
provide unlimited opportunities for 
breakbulk shippers. Three deepwater 
terminals and over 2,000 acres of 
improved sites for warehousing and 
distribution can satisfy both your current 
needs and your future plans.

From one-time shipments to complex 
project moves, we offer fast, efficient 
handling at competitive rates. All terminals

are within seven miles of Interstate 95 and 
are served by CSX and Norfolk Southern 
railroads, making Brunswick a convenient 
conduit for imports and exports.

Our colorful new brochure contains 
detailed information on the Port of Bruns-
wick. For a free copy, contact your Georgia 
Ports Authority representative listed below.

SAVANNAH Richard Field 
Director of Trade Development 
Tel. 800-841-1107 •  Tel. 800-342-8012 (GA) 
Tel. 912-964-3811 •  FAX 912-964-3903

Port of Brunswick
▼ 9  Georgia’s port o f opportunity



Long Beach Picks Dillenbeck
Port director has 23 years' experience developing 
port properties in Los Angeles & Long Beach.

By Richard Knee____________________________

Like the ballplayer who comes to bat 
with a game against his ex-teammates on 
the line, Steven R. Dillenbeck faces the 
very strong possibility of a fierce tug-of- 
war for carrier business between the ports 
of Long Beach, where he is the new perma-
nent executive director, and neighboring 
Los Angeles, where he worked for 20 years 
before switching in 1987.

Long Beach port commissioners an-
nounced Dillenbeck’s appointment Feb. 19, 
bringing to an early end a three-person 
rotation system that had been ticketed to 
last through next September or later.

A number of issues dealing with prop-
erty development top the agenda as he takes 
the port’s administrative helm, he told 
American Shipper, but the port is also 
keenly interested in the service realign-
ments that shipping lines are forging.

‘Six or Eight in the Wind.’ There are 
“six or eight (new service alliances) in the 
wind right now,” Dillenbeck said.

He did not elaborate.
Both ports have big stakes in how carrier 

partnerships take shape, because either one 
could lose if one or more of its tenant 
shipping lines join hands with one or more 
vessel operators using the other port.

Land-D evelopm ent Issues. To
Dillenbeck, the chief issues facing him at 
this juncture center around property devel-
opment and management.

He said he is devoting the greatest share 
of his energies to three major projects:

• Completion of a 147-acre expansion 
of Pier J and leasing-out of the added space.

• Completion of grade separations and 
secondary rails linking the port with the 
mainline tracks of the three big railroads 
serving the port.

• Acquisition and development of Union 
Pacific and Ford Motor Co. properties abut-
ting the waterfront and each other at the 
Long Beach-Los Angeles boundary.

Pier J Expansion. The expansion of Pier 
J will give the facility a total of 367 acres 
when it is completed and the added space 
could well be spoken for long before then, 
Dillenbeck said.

The port expects the project to wind up 
about November 1992, he said, and the 
lease arrangements on the added space could
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be in place by late this month or late next 
month.

The pier’s current tenants— Stevedoring 
Services of America, Kawasaki Kisen 
Kaisha Line and Maersk Line— are all eye-
ing the added space, as are a number of 
other prospective occupants, he said.

Asked who might be in the latter group, 
he responded, “I won’t answer at this point.”

Rail-Tie Improvements. Completion 
of improvements affecting the rail lines is 
probably about three years away, Dillenbeck 
said.

Currently, a single rail line serves the 
port area, and trains must cross roadways to 
move in and out, which ties up motor- 
vehicle traffic, he said.

Grade separations will remedy the latter 
problem, he said, and the addition of a 
second track will enable trains to move in 
both directions simultaneously.

The rail lines will tie into the mainline 
tracks of the UP, Southern Pacific, and 
Atchison, Topeka & Santa Fe railroads.

Cost of the work just within the port’s 
property is about $135 million.

UP and Ford Properties. The acqui-
sition and combining of the UP and Ford 
properties will actually create an area strad-
dling the boundary between the two ports, 
Dillenbeck said.

The former occupies 550 acres and the 
latter takes up 70 acres, he said.

Only 400 acres of the UP property is 
usable, however, because the rest is taken 
up by such things as oil wells and cogenera-

Steven R. Dillenbeck
Executive Director 
Port o f Long Beach

tion plants, he said.
The port completed acquisition of the 

Ford property three years ago and is pur-
chasing the UP land in phases, with 
completion of the transfer expected by late 
May or late June, he said.

Tentative plans call for a 200-acre con-
tainer-handling facility on the combined 
space, though work such as landfilling and 
the construction of wharves will be neces-
sary first, he said.

“Things are always subject to change,” 
he remarked.

Port officials are “very optimistic” that a 
container facility on the UP-Ford property 
would attract a user or users and, in fact, 
“we have a pretty good idea who would fit,” 
he said.

But here, too, he declined to mention any 
names.

Land Management Experience. It is
Dillenbeck’s many years of experience in 
property management that gave him the 
edge for the executive directorship over the 
other two managing directors who have 
occupied the port’s administrative helm on 
an acting basis.

Dillenbeck’s first post at Long Beach 
was properties director. After a year, he 
rose to the position of managing director for 
the port’s commerce and development bu-
reau.

The other two managing directors are 
Leland R. Hill, whose tenure as acting ex-
ecu tiv e  d irec to r was cu t sho rt by 
Dillenbeck’s appointment, and Paul E. 
Brown, who became acting executive di-
rector following the departure of Joseph 
Prevratil in May 1989.

Dillenbeck succeeded Brown in March 
1990 and Hill took the reins last December.

The trio worked well together when the 
rotation system was in place, Dillenbeck 
said, and he expects their good relationship 
to continue.

The port commission “has been very 
impressed with the qualities of each of the 
three managing directors,” commission 
president C. Robert Langslet said in the 
Feb. 19 announcement. “However, with 
more than $1 billion in properties under 
lease and an extensive land-acquisition 
program  under way, it was felt that 
Dillenbeck’s background and experience 
particularly qualified him forthe position.”

Not Really a Policy Change. The
appointment of a permanent executive di-
rector does not reflect a policy change on 
the part of the commission, according to 
port officials.

The rotation system was but one option 
the commission was examining in finding a 
replacement for Prevratil, added port com-
munications director Yvonne Avila. ■



The Network 
that never sleeps

includes three freight forwarding offices in China
The 187 Panalpina offices worldwide include consultation regarding China or any of our
Beijing, Shanghai, and Canton, staffed by our other locations. They can provide details about 
professionals who provide every freight forward- export/import, air/ocean, customs, consolida- 
ing service you may require. Our full-service tions, containerization, warehousing, storage,
capability and experience are with every packing, distribution, duty drawback, insurance
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Double Hulls Help; It Takes More
Double hulls expected to add 2 f  per gallon to cost 
o f gas. Hydrostatic loading may be even better.

By W illiam J. Warren_______________________

A long-awaited report on double-hull 
tankers from the National Academy of Sci-
ences appears to vindicate the controversial 
double-hull provision in the Oil Pollution 
Act of 1990, which was passed by Congress 
in August.

“When OPA 90 requirements are fully 
implemented over the next 25 years, double 
hulls should save...an estimated 3,000 to
5,000 tons of oil spillage per year in U.S. 
waters....,” concluded the report, Tanker 
Spills: Prevention By Design. “The savings 
represent roughly half of the current aver-
age annual spillage from vessel accidents in 
U.S. waters.”

But the report stresses that double hulls 
offer only a partial solution to preventing 
oil spills. Other suggested improvements 
include constructing more durable ships 
and requiring the existing fleet to meet 
safety regulations established in the early 
1980s under the International Convention 
for the Prevention of Pollution from Ships 
(MARPOL). Sixty-five percent of the ex-
isting world fleet was built prior to imple-
mentation of the regulations and is therefore 
exempt.

The report, which called double hulls the 
most cost effective of the design alterna-
tives, was assembled by the twelve-mem-
ber Committee on Tank Vessel Design, 
formed by the National Research Council, 
the operational arm of the National Acad-
emies of Sciences and Engineering. The 
report was requested by the U.S. Coast 
Guard following the Exxon Valdez spill, the 
worst oil spill in the nation’s history.

Would Not Have Saved Valdez. While 
the committee advocated double hulls, it 
pointed out that the design would not pre-
vent spillage from a high-speed collision or 
grounding. Indeed, a double hull would 
have done little to prevent the Exxon Valdez 
from spewing 11 million gallons of oil into 
the pristine waters of Alaska’s Prince Wil-
liam Sound in March 1989, concluded the 
committee. The tanker ran aground with 
such force that both hulls would have been 
pierced.

Double hulls would help prevent leakage 
in a low-speed accident, since only the 
outer hull, separated from the inner hull by 
a space of two to three meters, would be 
punctured.

A Design Superior to Double Hulls?
Another design concept, which the com-
mittee suggested might be superior to double 
hulls in some circumstances, could have 
minimized spillage in the Valdez accident. 
A tanker incorporating an intermediate oil- 
tight deck with double sides “could spill 
less oil in high-energy groundings (under 
circumstances that would have penetrated 
the inner hull of the double hull) and in 
some collisions (because it employs wider 
side tankers),” the committee said.

The design would incorporate the prin-
ciples of hydrostatic control in which the 
pressure inside the cargo hold is maintained 
in equilibrium with the external sea pres-
sure, so that oil will not flow out of the tanks 
when the hull is pierced. However, this 
vessel design has never been proven in 
industry practice and possesses a number of 
drawbacks, including spillage from low- 
energy groundings due to its single hull, 
and increased operational complexity, noted 
the committee.

The committee suggested that existing 
vessels could be required to implement 
hydrostatic loading, since it would not re-
quire most ships to undergo structural over-
haul.

However, the procedure would reduce 
cargo capacity by 15 to 17 percent, possibly 
requiring a greater number of ships, thereby 
increasing risk of accidents.

Double Hull Wins on Costs. The study 
assessed 17 different designs that could be 
used to prevent spills, including double 
bottoms, double sides, smaller cargo tanks 
and hydrostatic control. “Results of this 
study indicate that no single design is supe-
rior for all accident scenarios,” the commit-
tee said. But costs made double hulls the 
best alternative, they concluded. “On the 
basis of cost effectiveness, the double hull 
is among the best values of the designs 
evaluated by the committee.”

When fully phased in double-hull tank-
ers will add about $700 million dollars a 
year to transport costs, or about one to two 
cents per gallon of gas at the pump.

The double-hull design itself creates new 
hazards, the report cautioned. Highly com-
bustible hydrocarbon vapors may enter the 
spaces between the hulls through cracks or 
defects in the barriers that separate cargo 
from ballast, increasing the risk of fires and 
explosions.

One in every 50,000 gallons of oil mov-
ing through U.S. waters is spilled, resulting 
in 9,000 tons of spillage annually. Tanker 
accidents account for 20 percent of the oil 
spilled at sea during marine transportation 
activities. A larger portion comes from 
tanker operations that are not accident-re-
lated and from municipal and industrial 
wastes and runoffs, according to the com-
mittee.

Congress Stole the Show. The im-
pact of the report has been somewhat blunted 
by the Oil Polution Act of 1990, which 
Congress passed in August. The bill re-
quires that tankers trading in the U.S. be 
refitted with double hulls by the year 2010 
or retired. All single-hull ships are to be 
phased out by the year 2010, while all older 
double-hull vessels are to be phased out by 
2015. The legislation also sets liability limits 
for the shipowner and establishes a $1 bil-
lion superfund to clean up oil spills from 
unknown parties, to be paid for through a 
five-cent-per-barrel oil tax.

Passage of the act, while coming as a 
shock, in no way influenced the committee ’ s 
work, members said. “We were led to be-
lieve that Congress would wait on our re-
port,” said Dr. Vojin Joksim ovich, a 
committee member and president of Acci-
dent Prevention Group, San Diego, Calif. 
Joksimovich, who has extensive experi-
ence in the nuclear industry, specializes in 
analyzing and quantifying risks.

Subsequent spills, including a major one 
off Galveston in the Gulf of Mexico, turned 
up the “political heat” on Congress to take 
action, contended Joksimovich. “They felt 
under pressure to move.”

C om m ittee m em ber Dr. T om asz 
Wierzbicki, a professor of applied mechan-
ics in the department of ocean engineering 
at the Massachusetts Institute of Technol-
ogy, said he was not even aware that Con-
gress was considering legislation when he 
learned that the bill was now law. “I was 
somewhat suprised when Congress passed 
the pollution legislation,” he said. “I was 
working under the impression that we were 
to advise the Congress.”

“I don’t think there’s any great suprises 
here,” said Tom Tucker, a spokesperson for 
American Bureau of Shipping, after read-
ing the committee’s summary.

ABS has been neutral in the debate over 
double-hull or single-skin ship designs, 
Tucker said. “Either way you can build 
them and build them safely,” he said. “There 
is no one best design for all circumstances 
and I think the report acknowledges that.”

Tucker added that ABS has been inspect-
ing double-hull tankers “for a while now,” 
and that there are currently 25 double-hull 
tankers being constructed to ABS specifi-
cations. ■
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Stocker Nixes National Shipyard Idea
Joint venture shipbuilding won't build U.S. 
competitiveness, SC A president says.

By Tony Beargie

The American shipbuilding industry’s 
leading spokesman has soundly rejected a 
proposal that U.S. shipyards cooperate on a 
joint venture national shipyard.

"I take great issue with this (proposal)," 
John Stocker, president of the Shipbuilder’s 
Council of America, told American Ship-
per.

Due to a number of barriers including 
those related to costs and the environment, 
"I just don't see this happening," he said.

Stocker said such a yard would have to be 
set up under a joint venture arrangement 
among three or four U.S. companies.

"We just do not operate this way. This 
isn't Europe," he stated.

The creation of a national shipyard was 
proposed by Lewis A. Rockwood, manag-
ing director of the consulting firm Growth 
Associates, at SCA's annual conference held 
in February.

While crude and product imports will 
spark a demand for some 125 new tankers 
over the next decade, the U.S. shipyard's 
share of this new business will be "zero," 
according to Rockwood.

Overall, the picture looks so bad for U.S. 
shipbuilders that Rockwood proposed the 
industry set up a "national shipyard" to 
build crude carriers and product tankers. "I 
propose that you build this (yard) with 
equity so you don't have to borrow the 
money," he said.

No more Euphoria. The near-euphoric 
predictions offered at the previous SCA 
conference were noticeably absent at this 
year's meeting.

Right off the bat the opening speaker, 
Dennis Stonebridge, director of the famed 
Drewry Shipping Consultants, set the tone 
of the meeting.

Last year ’ s ‘ ‘relatively rosyscenario...has 
obviously been heavily tarnished” by the 
war in the Persian Gulf, the rise in oil prices, 
and “confusion and uncertainty over the 
likely course of future (economic as well as 
political) events,” Stonebridge said.

Specifically, several factors could bring 
about a negative impact on world maritime 
industries during the next few years, ac-
cording to Stonebridge. These include:

• The possible collapse of the GATT 
talks, which could lead to increased protec-
tionism between the world’s major trading 
blocs— namely, the EC, the U.S. and Japan.

• Instability and uncertainty in the Middle 
East.

• The export of depressed economic 
conditions now taking place in the U.S.

• Further deterioration of the Eastern 
European economies.

• A continuation of “the worst crisis in 
the world banking industry since the 
1930’s.”

While several countries will “technically 
be in a recession,” there is a “general con-
sensus” that world trade growth will “re-
main positive” in terms of the year 1990, 
Stonebridge said.

John Stocker
President
Shipbuilders Council 
of America

"We ju st do not operate this 
way. This isn't Europe."

Despite all of the unforeseen develop-
ments which have occurred over the past 
year, Stonebridge is guardedly optimistic 
over the future of shipbuilding. However, 
much will depend on how long the U.S. and 
its allies will be involved in the Persian Gulf 
crisis, he said. “The longer the Gulf crisis 
continues, the longer it will take the world 
economies to drag themselves out of reces-
sion,” he said. If the crisis ends this year, the 
shipbuilding outlook “is encouraging,” 
Stonebridge added.

In fact, a high demand level for new 
tonnage, and “possibly a boom” between 
1995 and the year 2000, is a possibility, 
Stonebridge said.

Prices will continue to rise, with Japan 
and to a lesser extent Korea continuing to be 
market leaders, he said.

Stonebridge predicted some 300 million 
deadweight tons in new buildings by the 
year 2000. The biggest chunk would come 
from the tanker sector with 142.2 million 
dwt; followed by bulkers, with 111.1 mil-
lion dwt; containerships, accounting for
13.3 million dwt; and chemical and gas 
carriers, accounting for 7.3 million dead-
weight tons.

Stocker Confident. Offering a general 
overview of the conference, SCA president 
John Stocker agreed that the extremely up-
beat predictions voiced last year have indeed 
been tempered. (For coverage of last year’s 
meeting, see the March 1990 issue of 
American Shipper, pages 82-84.)

However, the SCA president remains 
confident that the U.S. will enter the com-
mercial market. “There is a market out there 
and there is hope for the U.S. to crack that 
market,” Stocker said, noting that ship-
building cost levels between the U.S. and 
other nations “have almost leveled out.”

Stocker sees a future for U.S. yards in the 
following markets:

• Cruise ships.
• Handy sized product tankers.
• Self-unloading bulk carriers.
• LNG tankers.
Any vessel sector that demands high 

technology will spell good news for U.S. 
shipyards, because of the nation’s long ex-
perience in building tonnage under the 
Navy’s shipbuilding program, Stocker said.

The outlook for the U.S. is anything but 
gloomy, Stocker indicated, pointing to 
Stonebridge’s prediction of world trade re-
quiring some 300 million deadweight tons 
between now and the year 2000. In fact, the 
U.S. is already starting to crack the ship 
repair and conversion market, Stocker said. 
And “the first sign of U.S. re-entry” into the 
commercial sector will be in this market, he 
added. “We are seeing signs of this al-
ready,” Stocker said, noting that growth in 
the ship repair and conversion markets is up 
50 percent from 1988. This comes to about 
$300 million in business per year, he said.

Stocker attributed the more cautious pre-
diction tone in part to the way forecasts 
were made last year. In 1990, experts tended 
to make the mistake of forecasting on a 
traditional premise of 20-year vessel re-
placements, he said.

The 20-year time frame no longer neces-
sarily holds, he said, noting that when ships 
reach the age of 20 or so, “it isn’t auto-
matic” that they be replaced by new ton-
nage. Vessel repairs and conversions are 
becoming increasingly popular, he said.

Last year, experts focused “too narrowly” 
on the age element, and tended to overlook 
other variables, Stocker said. “This year’s 
forecast is much more sophisticated. People 
are beginning to look at other variables.”

“We still think demand will grow be-
cause replacements will take place in some 
point in time, and it will be better for the 
U.S. industry if this occurs during the latter 
half of the decade,” he said. Why will it be 
more advantageous to wait until the mid- 
1990s? Stocker’s answer is that a few more 
years are required to allow adjustments in 
phasing out or ending international ship-
building subsidies to take hold. ■
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Washington Briefs
By Tony Beargie (202) 347-1678, FAX (202) 783-3919

Matson Raises Rate 2.9% , Drops Fuel Charge
Matson Navigation Company has filed an across-the-board rate 

increase of 2.9 percent effective April 1 for its U.S. West Coast/ 
Hawaii service.

Also effective April 1, the company said it was canceling a 2.9 
percent fuel-related charge that took effect November 11.

The timing of the changes was coincidental, a Matson spokes-
man said.

The spokesman said the need for the fuel charge was eliminated 
by the drop in bunker costs, but that the across-the-board increase 
was necessitated by rising operating costs.

"Although Matson’s freight revenue grew last year, our operat-
ing expenses also continued to rise,” said C. Bradley Mulholland, 
Matson’s president and chief operating officer.

COSCO Seeks Extension on FMC Order
China Ocean Shipping Company asked the Federal Maritime 

Commission to allow an extra 60 days for COSCO and three other 
carriers to provide information on conditions in the U.S./China 
trade.

The FMC asked COSCO, China National Foreign Trade Trans-
portation Corporation (Sinotrans) and two U.S.-flag carriers—  
American President Lines and Sea-Land Service— for information. 
(March American Shipper, page 55).

The request was part of a series o f FMC investigations under 
way into maritime trade practices in the Far East.

The FMC asked for information by April 1 on six subjects: 
branch office status, recognition of carriers’ tariffs, port service 
issues, intermodal and related services, “doing business” costs, and 
additional issues yet to be identified.

COSCO said extra time was needed to obtain the information, 
especially because some of it must be provided by the government 
of the People’s Republic of China.

“The bulk of the information sought involves PRC laws in one 
way or another. COSCO is a shipping company, and must go to 
government sources to collect much of the information the Com-
mission is seeking,” COSCO said. “Then, once the material is 
collected it must be translated, and finally it must be analyzed and 
organized by COSCO’s counsel.”

FMC Says Carrier Operated Without Tariff
The Federal Maritime Commission has sought an injunction in 

U.S. District Court in Miami against a group of Florida companies 
that allegedly has operated as an untariffed common carrier.

The Department of Justice joined the suit in an effort to collect 
$150,000 in civil penalties and to enforce a cease-and-desist order 
that the FMC issued in a previous case.

The legal actions were aimed at Eddins B. Taylor, Marcella 
Shipping Company Ltd. and Bahamas International Shipping.

The FMC complaint accused T ay lor of doing business under the 
Marcella and Bahamas names and operating as a common carrier 
without an FMC tariff.

Bahamas International was identified as a Florida corporation 
that advertises an ocean transportation service between Miami and 
the Bahamas and the Turks and Caicos. The FMC said Bahamas is 
agent for Marcella, a Bahamian corporation.

Marcella’s tariff was cancelled as inactive by the FMC in 1987. 
Earlier, the FMC had found that Marcella violated Section 18(b)(3) 
of the 1916 shipping act by misrating 189 shipments and had 
violated Section 18(b)(1) of the 1916 act by transporting 181 
shipments without a tariff on file with the FMC.

  "------

Complaint Filed Against Virgin Island Port
The operator of a private terminal at St. Thomas has accused the 

Virgin Islands Port Authority of charging discriminatory and 
noncompensatory rates.

The West Indian Company Ltd. told the Federal Maritime 
Commission that the port authority charged ship’s dues on all 
vessels calling in St. Thomas Harbor, even if they didn’t use port 
authority facilities.

In 1985, West Indian filed an FMC complaint charging that the 
port authority violated Sections 10(b)(12) and 10(d)(3) of the 1984 
Shipping Act by raising ship’s dues to cover shortfalls in revenues 
at the Crown Bay terminal. That case was settled by the two parties.

West Indian said that since then the port authority has raised 
passenger fees by $1 per passenger at all terminals to cover the 
costs of the publicly owned Crown Bay terminal.

“The proposed rate actions of the Port Authority bestow undue 
and unreasonable preference or advantage to the Port Authority 
and to users of its passenger terminal and cargo facility in Crown 
Bay,” West Indian told the FMC.

U.S. to Gather Facts On Longshore Work
The State Department is preparing to find out whether any 

foreign countries restrict seamen from performing longshore work.
The determination is required as part of a compromise that was 

included in a new U.S. law designed to prohibit foreign seamen 
from doing longshore work while their ships are in U.S. ports.

The State Department’s Bureau of Economic and Business 
Affairs proposed a rule to require the compiling and annual 
updating of a list of countries with laws, regulations or practices 
that restrict the practice.

The longshore bill, passed during the closing days of the last 
Congress, provides for reciprocity in the case of other nations that 
the State Department determines do not restrict foreign seamen 
from performing longshore work.

N.C. Company Seeks $132,000 in POL Case
Cape Fear Bonded Warehouse Inc. has filed a  Federal Maritime 

Commission complaint seeking $132,000 in reparations from 
Polish Ocean Lines and Sea-Gal Express Inc.

Cape Fear, which operates a marine terminal at Wilmington, 
N.C., accused POL and Sea-Gal Express Inc. of illegally forcing all 
shippers to pay for trucking between Wilmington and Lumberton, 
N.C. Sea-Gal was described in the complaint as a subsidiary of 
Gdynia America Line., POL’s general agent.

Cape Fear said Sea-Gal and POL require shippers to pay the 
same price, regardless of whether they ship directly to Wilmington 
or have their cargo transloaded at Lumberton.

Cape Fear said that as a result, it has been prevented from 
handling refrigerated containers.

FMC Denies One Day's Notice Bid
The Federal Maritime Commission has denied an application by 

Tropical Shipping and Construction Co. Ltd. for an exemption 
from the 30-day tariff filing requirement, which would have 
permitted the carrier to publish new or reduced rates on one day's 
notice in the Florida-U.S. Virgin Islands trades.

The company's application was supported by Trailer Marine 
Transport Corp., a subsidiary of Crowley Maritime Corp., but 
opposed by the Caribbean Shippers Association.

(For coverage of the issues, see the February 1991 issue of 
American Shipper, p. 84.)
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$21,400 Settlement in Transpacific Case
The Federal Maritime Commission announced a $21,400 settle-

ment with Gunze Sangyo Inc., a Japanese company, in an inves-
tigation stemming from the FM C’s transpacific malpractices 
program.

Gunze Sangyo, a Tokyo-based manufacturer and shipper of 
textiles, chemical products and machinery, allegedly violated 
Section 10(a)( 1) of the 1984 Shipping Act by obtaining or attempt-
ing to obtain transportation at rates below applicable tariffs or 
service contracts. The company did not admit any violations of 
law.

Western Shipbuilding Association Disbands
The Western Shipbuilding Association, organized in the late 

1950s to promote the shipbuilding and ship-repair industry on the 
Pacific Coast, has ceased operation.

Association president Jack R. Bertram said members decided 
last fall that the association’s limited national agenda would not 
adequately serve the region' s shipbuilding and ship-repair needs in 
the 1990s.

“Members’ opinions were clear and consistent,” he said. “They 
have turned to regional organizations to address local, state and 
national issues currently before the maritime community.

“Groups such as the Port of San Diego Ship Repair Association 
and the Maritime Alliance of the Pacific Northwest are much closer 
to their constituencies than WSA ever can be,” he said.

Pool Proposed for South America Route
Compania Sud Americana De Vapores and Naviera Neptuno 

S.A. have asked the Federal Maritime Commission to approve a 
pooling agreement in the U.S./West Coast o f South America trade.

The pooling agreement would cover ports of the West Coast of 
South America, Panama and the U.S. Gulf and Atlantic Coasts.

The two carriers would be authorized to operate up to eight 
vessels with capacity of up to 25,000 deadweight tons each in the 
trade for one year.

Seaway Nomination Clears Committee
Stanford E. Parris, former Republican congressman from 

Virginia’s 8th District, moved toward confirmation as administrator 
of the St. Lawrence Seaway Development Corporation. He would 
replace James L. Emery.

During a routine confirmation hearing before the Senate Com-
merce Committee, Parris said he would like to see new products 
and commodities transiting the waterway, and perhaps expand the 
movement of coal products.

He endorsed last year’s Great Lakes compromise on P.L. 480 
shipments as provided in the Farm Bill, and urged that the com-
promise be given time to work.

Seaway Opening Is Earliest in Decade
The March 26 opening of the St. Lawrence Seaway this year is 

the earliest in 10 years.
The date, set by the leaders o f the agencies that manage the 

seaway, was announced in Washington at the 54th annual inter-
national joint conference of the Canadian Shipowners Association 
and the Lake Carriers’ Association.

Seaway administrators said a reason for the early opening was 
demand for movement of export grain during the first part of the 
seaway season, which will close on December 13.

The last time the Seaway opened this early was in 1981, when it 
opened to international shipping on March 25. Last year the seaway 
opened on March 28.

Bill Would Review Bilateral Trade Pacts
Four members of Congress have introduced a bill (H.R. 1115) to
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review how well foreign countries are complying with bilateral 
trade agreements with the U.S. The bill, which would amend the 
1974 trade act, was referred to the Ways and Means Committee.

The bill’s sponsors are Reps. Robert T. Matskui, D.-Calif.; Les 
Aucoin, D.-Ore.; Nancy L. Johnson, R.-Conn., and Richard T. 
Schulze, R.-Pa.

44 Inactive Tariffs Slated for Cancellation
The Federal Maritime Commission has announced its intention 

to cancel 44 domestic offshore tariffs it said appeared to be 
inactive.

The FMC said it considered the tariffs to be inactive if the carrier 
had failed to amend its tariffs during the last year, or if the carrier 
had no active phone listing at its last known address or had not 
responded to telephone inquiries about the status of the tariffs.

Coast Guard Offers Drug-Testing Amendments
The Coast Guard has proposed changes in a 1988 rule that 

established drug-testing programs for workers in the maritime 
industry.

The Coast Guard said its proposed amendments were an effort 
to relieve unnecessary or repetitive testing caused by the previous 
rule. The changes are designed for workers who change jobs 
frequently.

One change would allow a new employee to go unscreened if he 
or she has passed a pre-employment test within the previous six 
months.

The second change would exempt an employer from having to 
test workers who have been subject to random drug testing by 
another employer for at least 12 months.

OOCL Seeks $97,200 From Espee Trading
Orient Overseas Container Line has asked the Federal Maritime 

Commission to order Espee Trading Corporation to pay ocean 
freight charges on shipments of waste paper to India.

OOCL claims Espee, based in Richmond Hill, N.Y., failed to 
pay $97,200 in freight charges on shipments between March 2 and 
August 8, 1988. OOCL is seeking that amount plus damages.

U.S. Private Fleet Continues to Decline
The privately owned, deep-draft fleet of the U.S. merchant 

marine decreased by seven vessels and 176,000 deadweight tons 
between October 1989 and October 1990, the Maritime Admin-
istration said. As of Oct. 1, the fleet had 484 vessels— 406 ocean-
going ships and 78 Great Lakes vessels— with carrying capacity of 
about 22 million dwt.

MarAd listed one commercial ship under construction— a 23,314- 
dwt. containership being built by MatsonNavigation Company for 
$129 million at National Steel & Shipbuilding Company in San 
Diego.

Couple Says Goods Erroneously Sent to Hawaii
A San Diego couple filed a Federal Maritime Commission 

complaint alleging that two San Diego companies sent their 
household possessions to Honolulu against their wishes. Mr. and 
Mrs. John Barbeau are seeking $25,000 from Ocean Beach Transfer 
& Storage Inc. and HC&D Forwarders International Inc.

U.S. Grants Reciprocity for Pakistan Ships
The U.S. Customs Service has amended its regulations to allow 

Pakistan-registered vessels to operate between U.S. coastwise 
points without restrictions on carriage of empty containers.

The ruling came after the State Department presented Customs 
with evidence that Pakistan places no restriction on carriage of 
empty cargo vans, empty lift vans and empty shipping tanks by 
U.S.-flag vessels between ports in Pakistan.



INTERNATIONAL LOGISTICS. The
Council of Logistics Management and the 
World Trade Institute are sponsoring the 
Third Annual Conference on International 
Logistics April 29-30 at the World Trade 
Institute in New York. The conference of-
fers more than 35 workshop sessions on 
international logistics. Conference fee is 
$695 for the first registrant and $630 for 
each additional registrant from the same 
company. Contact the World Trade Institute, 
One World Trade Center, 55 W, New York, 
N.Y. 10048,(212) 435-3161.

WORLD CLASS COMPETITION. The
Western New York Roundtable of the 
Council of Logistics Management, in as-
sociation with the Rochester Chapter of 
Materials Handling and Management So-
ciety, will sponsor a seminar entitled "World 
Class Competition - the Quest for Quality" 
in Pittsford, N.Y. on April 17. The seminar 
will address specific areas of interest for the 
logistics professional and includes such 
speakers as lames R. Parker, manager of 
supplier total quality for Xerox Corporation; 
William S. Key, distribution manager for 
Coming, Inc.; and Robert C. Camp, Xerox 
Corporation. Registration fee is $89 and 
includes luncheon.

FAXPORT SERVICE. The World Trade 
Center NETWORK is offering a new ser-
vice which allows overseas businesses to 
contact anyone in the U.S. who has a touch- 
tone telephone attached to a fax machine. 
The new service, "FAXPORT," is the latest 
in a series of enhancements of the WTC 
NETWORK service, an international elec-
tronic bulletin board and messaging service 
through which businesses worldwide can 
advertise their offers to buy and sell goods 
and services. Cost for FAXPORT is $3 for 
the first minute and $2 for each additional 
minute. For further information, contact 
Nona Haimer, NETW ORK m arketing 
manager, (212) 466-8287.

SYMBOL/ACCU-SORT ALLIANCE.
Symbol Technologies Inc. of Bohemia, 
N. Y., supplier of bar code-based data cap-
ture systems, announced a marketing alli-
ance with Accu-Sort Systems Inc., aTelford, 
Pa., supplier of ultra high-speed bar code 
scanning equipment, omnidirectional scan-

ners and software controlled systems. Un-
der the agreement, the companies together 
will provide high-speed, bar code-based 
materials handling for a number of appli-
cations. Symbol and Accu-Sort products 
already are at work together at several sites, 
including the distribution center o f Famous 
Footwear Inc. in Milwaukee. The compa-
nies' products are also in use at the Wal- 
M art Stores Inc. distribution center in 
Bentonville, Ark., and were at Andersen 
Consulting's Logistics 2000 exhibit at the 
Atlanta INFORUM, which demonstrates 
new techniques that speed the flow of infor-
mation and merchandise between retailers 
and manufacturers.

TANKER GUIDE. The Tanker Advisory 
Center of New York is offering the 1991 
Guide fo r  the Selection o f Tankers which 
contains over900pages of data about tankers 
and owners. Cost of the guide in the U.S. 
and Canada is $520. Contact the Tanker 
Advisory Center, Inc. at (212) 628-7686, 
FAX (212) 439-9109.

HM-181 SOFTWARE. Regulation Scan-
ning, the Pennsylvania-based software 
company, now has available the revised 
version of RegScan HMT, the software that 
deals with the federal regulations associated 
with the transportation o f hazardous mate-
rials. The Department of Transportation
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recently revised the Hazardous Materials 
T ran sp o rta tio n  R egu la tions and the 
RegScan HMT software will accommodate 
the old and new regulations.

BOSTON CARGO IS UP. The Port of 
Boston recently released year-end statistics 
indicating total traffic at the port's public 
terminals rose by 1.1 percent, container 
volumes rose by 3.5 percent, and exports 
increased by 10.8 percent in 1990. Although 
total tonnage has exceeded 1,000,000 tons 
for the past three years, according to the 
report, this is the second consecutive year 
that cargo shipped solely in containers has 
also topped the 1,000,000-ton mark and the 
sixth consecutive year of growth for exports.

WOMEN'S TRAFFIC SCHOLARSHIP.
The Women's Traffic Club of New York is 
taking applications for its annual scholarship 
to be awarded to a student residing in the 
New York, New Jersey or Connecticut. The 
$1,000 scholarship is given annually to 
promote and encourage a career in the field 
of traffic and transportation. The applicants 
must be legal residents of New York, New 
Jersey or Connecticut and must be enrolled 
in a degree program in an accredited insti-
tution of higher learning, majoring in traffic 
and transportation management or a related 
field. Applications should be sent to the 
chairman of the scholarship committee no 
later than April 15. Contact Gloria Orlando, 
80 North Moore Street, Suite 21C, New 
York, N.Y. 10013, (212) 966-4100.

TRANSAX HONG KONG OFFICE.
Transax Data announced that its Hong Kong 
office has been relocated to Room 601 -604, 
Exchange Square Tower II, 8 Connaught 
Place, Central, Hong Kong, telephone (852) 
848-9591, FAX (852) 868-5262.

ITA SPRING CONFERENCE. The In-
termodal Transportation Association will 
hold its annual spring conference April 10- 
12 at the Hyatt Regency Hotel in Baltimore. 
M. McNeil Porter, president of CSX Inter-
modal, will deliver the keynote address. 
Seminars will focus on hazardous materials 
and overweight loads. The hazardous-ma- 
terials seminar will be led by Richard G. 
Weiss, manager, hazardous materials lo-
gistics and services for Du Pont. Speakers 
will include Alan I. Roberts of the Depart-
m ent o f T ranspo rta tion , M ichael F. 
Trentacofte of the Federal Highway Ad-
ministration, Albert Faber of the Federal 
Railroad Administration, William P. Forster 
of Conrail and Steve Vicary of ABF Freight 
System. The session on overweight loads 
will be led by Rep. Helen Bentley, R-Md. 
Speakers will include C.T. Shurstad of 
Southern Pacific, David B. Letteney of the 
Steamship Operators Intermodal Commit-

tee and Michael W. Sutter of E.I. Kane 
Intermodal Transport. For information, 
contact the ITA at 6410 Kenilworth Ave., 
Suite 108; Riverdale, Md. 20737. Phone 
(301) 864-2661, Fax (301) 864-4163.

VON RAAB JOINS FIRM. William von 
Raab, formerly U.S. Customs commis-
sioner, has become a member of the law 
firm of Bode & Hainline in Washington. 
For the past eight years, he served under 
two presidents as commissioner of the 
United States Customs Service. Von Raab 
previously held policymaking positions in 
the Federal Energy Administration, the 
Department of Commerce, and the Cost of 
Living Council. He has also served as vice 
president and financial consultant to New 
York University. He received an A.B. de-
gree from Yale College and an LL.B. from 
the University of Virginia.

MANAGEMENT SEMINARS. A semi-
nar on fundamentals of freight and shipping 
rate management is being sponsored by the 
American Management Association May 
20-22 in Pittsburgh. The association will 
also offer a seminar on cost management 
and analysis techniques for material man-
agers and logistics professionals May 13- 
15 in Minneapolis. For further information, 
contact Robert McCarten at (212) 903-8210.

HAZARDOUS MATERIALS. The Haz-
ardous Materials Advisory Council's 1991 
Annual Conference and Exhibition is 
scheduled for May 8-10 at the Hyatt Re-
gency Crystal City Hotel in Arlington, 
Va.Conference registration fees are $395 
for members, $525 for non-members, $ 175 
for federal government representatives and 
$150 for state and local government offi-
cials. For further inform ation, contact 
HMAC at (202) 728-1460.

DOT TRAINING MODULES. The Haz-
ardous Materials Advisory Council is ex-
tending the acceptance period for ordering 
the first six training sets of the U.S. Depart-
ment of Transportation's "Modular Com-
pliance and Enforcement Program." The 
module titles are: How to Use the Hazard-
ous Materials Table; Shipping Papers; 
P ackag ing ; M ark ing  and L abeling ; 
Placarding; and Carrier Requirements. The 
training is based on the current Hazardous 
Materials Regulations, Title 49, Code of 
Federal Regulations, Parts 100-199, and is 
designed for shippers, carriers, freight for-
warders, manufacturers, enforcement per-
sonnel and initial emergency responders. 
Cost of the six modules is $500 for HMAC 
members and $600 for non-members. For 
further information, contact the Hazardous 
Materials Advisory Council office at (202) 
728-1460.

MORAN SALES MANAGER. Paul J. 
Quinn has been named 
sales manager for Moran 
Towing and Transporta-
tion Company, Inc. of 
Greenwich, Conn. Quinn 
joined the sales depart-
ment in 1975. He will 
supervise and serve cus-
tomer accounts in the Quinn 
port area and will be re-
sponsible for generating new business.

LYKES CORPORATE SALES. Henry 
Gomez has been named sales representa-
tive, export sales, in the New York office of 
Lykes Lines. He has been with Lykes since 
1987, serving as traffic supervisor, Medi-
terranean services, New York, and has 
served as supervisor, credit and collec-
tions, in New York. Gomez has more than 
15 years' experience in the steamship in-
dustry.

LEVANT SERVICE TO BALTIMORE.
The arrival of the Levant Pride at the 
Dundalk Marine Terminal in February 
marked the beginning of Levant Lines' ser-
vice to the Port of Baltimore. A Greek- 
flagged steamship line, Levant Line will 
use the Port of Baltimore as its mid-Atlantic 
port of call for its Mediterranean and Black 
Sea service. The line switched its opera-
tions to Baltimore from Richmond, Va. 
Levant began operations last spring with 
two multi-purpose vessels-the Levant Pride 
and Levant Spirit. Both vessels have a con-
tainer capacity of 975 TEUs.

NEW ZEALAND BEEF. The Port of 
W ilm ington has been chosen by the 
Kyokuyo Shipping Company of Japan as 
its U.S. North Atlantic port of discharge for
55,000 tons of New Zealand boneless beef 
per year. The service commenced in Febru-
ary with the Wisteria, which carried 2,000 
tons of cargo.

UASC MOVES TO N.J. The United Arab 
Shipping Company has moved from Man-
hattan to Cranford, N.J. The company can 
be contacted in care of Kerr Steamship 
Com pany, Inc ., 505 South  A venue, 
Cranford, N.J. 07016, telephone (201) 272- 
8600, telex (201) 219219 KERR UR.

MARINE INDEX BUREAU. The Marine 
Index Bureau, Inc. of New York, the national 
clearinghouse for marine personnel injuries, 
illnesses and claims, announced its ex-
panded claims review reporting service for 
administrators of longshore and harbor 
workers' compensation claims. Noreen 
Arralde, MIB's longshore and harbor pro-
gram manager, said the program is de-
signed to help with claim procedures.
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BROMMA SPREADERS. Bromma Inc. of 
Roxboro, N.C., has contracted to design and 
supply telescoping spreaders for container cranes 
at Wilmington, Del., and Savannah. Both 
spreaders will be able to handle 20-, 40-, 43- or 
45-foot containers. The 43-foot containers are 
usedbyChiquitaBrandsforshipmentofbananas. 
Bromma is a wholly-owned subsidiary of 
Bromma Conquip AB of Stockholm, Sweden.

TERMINAL FOR CROWLEY. Jack-
sonville Port Authority's board of directors 
approved a resolution authorizing acquisi-
tion and development of a third public 
seaport terminal. The new terminal will 
accommodate Crowley Maritime Corpora-
tion, one of the port's major users, and 
provide the authority with future expansion 
capabilities. The method of financing has 
yet to be determined but would likely involve 
a public-private partnership. JAXPORT also 
recently dedicated its new $8.47 million 
Blount Island bridge which covers 1,680 
feet. The bridge was funded with $6.78 
million in federal funds and $1.7 million in 
port authority funds. The older two-lane 
bridge will remain in use, primarily for 
eastbound traffic.

PINA JIAN JOINS ACL. C. J. Pinajian has 
been named district sales manager in Miami 
for Atlantic Container Line. He is respon-
sible for sales in Florida, excluding the 
Panhandle. Prior to joining ACL, Pinajian 
worked for ATL International as a sales 
manager in Atlanta. He has also held posi-
tions at Biehl & Company, U.S. Lines, and 
Brown Transportation.

COASTAL BUNKERING. Coastal Fuels 
Marketing, Inc. of Miami, a subsidiary of 
the Coastal Corporation, announced com-
mencement of marine bunkering operations 
from Coastal's terminal in Jacksonville. 
Coastal is currently offering bunkering ser-
vices in 16 ports throughout the East and 
Gulf Coasts, including eight ports in Florida 
and in Aruba. Orders will be handled through 
Coastal Fuels Marketing, Inc. marine sales 
office in Miami.

FOOTW EAR DISTRIBUTIO N. The
Footwear Distributors and Retailers of 
America will host the Footwear Traffic and 
Distribution Conference April 28-May 1 at

Marco Island, Florida. Among the speakers 
will be Carol Hallett, commissioner of the 
U.S. Customs Service. A panel will discuss 
"Successful Use of Third Party Logistics," 
which will include Craig Gustin, SRI In-
ternational; Douglas Christensen, TNT 
Contract Logistics; and Brian Kullman, 
C S X -Sea-L and L og istics. "D om estic 
FootwearTransportation" will be discussed 
by Charles Dorman, J. Baker, Inc.; Ted 
Lepcio, St. Johnsbury Trucking; and 
Newton Graves, Yellow Freight Systems. 
" Maj or Intemati onal Footwear Trade Lanes" 
is the subject for another panel where the 
subject will be discussed by Scott Larson, 
Payless Shoe Source; Joan Paddock, 
Reebok; Andrew Rosener, Morse Shoe; 
and Ron Dente, Fisher Camuto. The final 
panel, entitled "Are Conferences Flexible 
Enough to Meet Shippers' Needs?" will 
include moderator Peter Friedmann, Ater, 
Wynne; members Hubert Weisenmaier, 
SAMCO; Com m issioner Rob Quartel, 
FMC; and shipper and carrier representa-
tives including Sea-Land Services. For fur-
ther information, contact Kate Borman at 
the Footwear Distributors and Retailers of 
America, Washington, D.C., (202) 737- 
5660, FAX (202) 638-2615.

CHARLOTTE INTERMODAL TER-
MINAL. A 22 percent increase in the num-
ber o f m oves th rough the C harlo tte 
Intermodal Terminal to the Wilmington 
Terminal made 1990 a record year for the 
North Carolina State Ports Authority. A 
total of 5,415 container moves were made 
during the year. In addition to the deepwater 
port at Wilmington and the inland port in 
Charlotte, the North Carolina State Ports 
Authority owns and operates a deepwater 
port at Morehead City and an inland port at 
Greensboro. The Greensboro Intermodal 
Terminal also showed a steady increase in 
container movements between Greensboro 
and Wilmington.

W. DON WELCH MEDALLION. The
College of Charleston's Intermodal Trans-
portation Program announced establishment 
of the W. Don Welch Medallion to honor 
the executive director of the South Carolina 
State Ports Authority. F. Dennis McKeever, 
president of International Forwarders, Inc., 
received the first medallion at the Decem-
ber 10 graduation and awards banquet for 
the intermodal transportation program's 
professional training class. McKeever has 
been involved in the Charleston transpor-
tation industry since 1970. The W. Don 
Welch Medallion, developed at the request 
of the transportation community and sup-
ported largely by industry contributions, 
will be awarded annually by the College of 
Charleston to a member of the transporta-
tion industry.

MUSICAL GARBAGE TRUCKS. Gar-
bage collection trucks manufactured by the 
Heil Company are loaded for export at the 
Port of Charleston's Union Pier Terminal. 
The trucks, among a shipment of 80, were 
loaded onto the HUAL Autoliner vessel 
HUAL Prince, destined for Taiwan. An 
unusual feature of the trucks is that they are 
equipped with electronic music boxes.

WALLENIUS SALES. Robert J. Duke has 
been named regional sales manager for the 
South Atlantic and Gulf by Wallenius Lines 
North America, Inc. Duke will manage 
sales and marketing for 12 states and will be 
based in Charleston, S.C. He began his 
career in the shipping industry in 1984 in 
sales and management positions.

LYKES ACCOUNT EXECUTIVE. Alec 
Norris has been named account executive 
in the Atlantic and Gulf region, based in the 
Charlotte office of Lykes Lines. He will 
supervise sales in the middle and southern 
regions of North Carolina and the northern 
region of South Carolina. Norris began 
working for Lykes in 1985 as a sales repre-
sentative in the Chicago office and has 
served as senior sales representative in 
Charlotte for the last three years.

STEEL COIL WAREHOUSE. The North 
Carolina State Ports Authority board of 
directors authorized construction of a 
35,000-square-foot transit shed at the 
Wilmington terminal, which is expected to 
be completed in approximately one year. 
The building will be constructed on an open 
storage area behind Berth 1 and will be used 
for storage of steel coils.

SA V A N N A H  B R ID G E  CO M ING  
DOWN. Months after its original demoli-
tion date, the Talmadge Memorial Bridge 
in Savannah will finally be removed before 
April 1. The bridge, long a nuisance for the 
Georgia Port Authority because of its low 
clearance, is being replaced by a new $90 
million span that has a clearance of 185 
feet, 50 more than the Talmadge, to allow 
passage of container ships.
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LANPORT EXPANDS. AFter reporting 
growth of more than 25 percent in 1990, 
Lanport Inc. said it will add a new container 
freight station in Savannah and quadruple 
its container space in Charleston. The 
company completed its five-bs7, 34-acre 
container yard on Feb. 1. The yard has 48 
refrigeration outlets, the largest capacity 
for refrigerated containers of any privately 
owned terminal in Savannah. Lanport also 
signed a lease with an option to buy 16 acres 
in Charleston.

TAMPA ADDS RO/RO SERVICE. The
Port of Tampa is being served by weekly 
roll-on/roll-off refrigerated container ser-
vice for the Southeast Central America trade. 
Tampa Bay Shipping will operate the MIV 
Anthenor Express, which can accommo-
date 36 refrigerated containers and about 
35 automobiles or small trucks.

SEACO NAMES VPS. Southeastern At-
lantic Cargo Operators Inc. has new vice 
presidents in its Savannah and Jacksonville 
offices. Ed Murray, assistant to SEACO 
president Ben Mercer, will take on a new 
role in sales and marketing in Savannah. 
Frank Streeton, formerly assistant vice 
president and port manager in Savannah, 
also was named vice president. Steve Penna 
was named vice president in Jacksonville.

GULFPORT DREDGING. After more 
than 25 years of research, a project to deepen 
the Gulfport harbor may soon be under 
way. Pending final public approval, bids 
could be awarded in April for pre-dredge 
monitoring work, surveying and base line 
studies of harbor bottom, said C.T. Green, 
deputy port director. Actual dredging is 
expected to begin in October or November. 
The cost is estimated at $41.5 million, with 
federal funds covering nearly $27 million 
and the state paying the balance. The project 
will deepen the bar channel to 38 feet and 
the Mississippi Sound and Gulfport Flarbor 
to 36 feet, Green said. About 1.5 million 
cubic yards of dredged material will be 
used to create a 29-acre port expansion. 
Another 1 million cubic yards will be spread 
about a foot thick across the channel as part 
of a three-year study. The project is ex-
pected to be completed by 1994. Mainte-
nance dredging will take place every 18 
months after that.

PASCAGOULA PORT DIRECTOR.
Fred S. Sherman has been named executive 
director of the Jackson County Port Au-
thority/Port of Pascagoula effective April 
1, succeeding Capt. Paul Smith, who left in 
December to become executive director of 
the USMMA Alumni Association.

INS ACL SALES REP. Atlantic Con-
tainer Line has appointed 
John Lins district sales 
manager for Houston.
He is responsible for 
sales in the states of 
Texas, Oklahoma and 
Mexico. Prior to joining 
ACL's sales staff, Lins 
worked for Hapag-Lloy d 
as district sales manager 
in Memphis.

N A T IO N A L  PR IV A T E  TR U C K  
COUNCIL. The National Private Truck 
Council will hold its third annual educa-
tion/management conference April 7-10 at 
the New Orleans Marriott. Speakers will 
include Southwood J. Morcott, chief ex-
ecutive of Dana Corporation, and Douglas 
M. Lambert, director of the Center for Stra-
tegic Marketing and Logistics Management 
at the University of South Florida. For

information, contact the council at (703) 
683-1300.

PASCAGOULA CARGO UP 14.4%.
Import-export cargo tonnage at the Port of 
Pascagoula last year increased 14.4 percent 
from the previous year. Exports increased 
by 30 percent, mainly due to shipments of 
forest products and government relief food-
stuffs. Forest products and paper account 
for 63 percent o f the export cargo at 
Pascagoula, and bagged foodstuffs account 
for 14 percent. Pascagoula’s imports last 
year declined by 11 percent, mainly due to 
a drop in forest product imports. Volumes 
for natural rubber, the port’s main import 
commodity, remained steady.

PROFIT FOR MOBILE PORT. The
Alabama State Docks reported a profit in 
the last fiscal year of $648,699, compared 
with $682,043 the previous year. Operating 
revenue during fiscal 1990rose by $534,996, 
to $42.6 million, while operating expenses 
increased only $56,119, to $37,956,811. 
During the last fiscal year the port handled 
13.352 million tons of cargo through its 
facilities.

SOUTH LOUISIANA TONNAGE. The
Port of South Louisiana’s jurisdiction — 
the Mississippi River between New Or-
leans and Baton Rouge —  handled 189 
million tons of cargo last year, according to 
the Army Corps of Engineers. The Corps’ 
waterborne commerce statistics include both 
barge and ship traffic. The preliminary fig-
ures for 1990 show a 7.7 percent increase 
from 1989. Exports rose 5 percent to 67.7 
million tons, import tonnage rose 6.2 per-
cent to 32.6 million tons and domestic ton-
nage rose 10.4 percent to 88.8 million tons.

TANK CONTAINER CONFERENCE.
Tank Container USA 1991 will be held 
March 12-15 at the New Orleans Conven-
tion Center. Speakers at the conference 
include: Lee D. Martin, Dow Chemical 
USA; Dr. Lori Ramonas, Chemical Manu-
facturers A ssociation; B rent D ibner, 
Temple, Barker & Sloane; Gabriel DeVitto, 
DuPont de Nemours, Inc.; Bryan Haworth, 
P&O Roadtanks Ltd.; Robert Levine, Un-
derwriters Laboratories, Inc.; Capt. Wil-
liam Buckwald, New Jersey State Police; 
Michael Augustyniak, New Jersey State 
Police; Dr. Virginia Liters, Department of 
Transportation; Dale Heffner, Electro- 
Chemical Engineering; John Hove, Buffers 
USA Inc.; Lt. Comm. Philip Olenik, U.S. 
Coast Guard; John Conley, National Tank 
Truck C arriers, Inc.; D. C hristopher 
Cathcart, Hazardous Materials Advisory 
Council; and J.W. Fleshman, Association 
of American Railroads. For information, 
call 011-44-81-647 1132.
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PORT MANAGEMENT TRAINING.
The International Program for Port Plan-
ning and Management (IPPPM), an inten-
sive two-week training program for upper 
level maritime executives, will be held in 
New Orleans April 8-19. IPPPM is a non-
profit organization sponsored by the Port of 
New Orleans, the World Trade Center of 
New Orleans, Louisiana State University's 
Ports and Waterways Institute, the Uni-
versity of New Orleans, and the American 
Association of Port Authorities.

HOUSTON M ARINE INSURANCE.
The 26th Houston Marine Insurance Semi-
nar will be held September 15-17 at the 
Adams Mark Hotel in Houston, and will be 
approved for credits by Maritime Law As-
sociation, CLE Texas Bar, CE Texas In-
surance Agents, and CE Texas Insurance 
Adjusters. For information, contact Capt. 
Jack Roberts at (713) 485-2464.

WEST GULF MARITIME OFFICERS.
O.H. Hall of Port-Cooper/T. Smith Steve-
doring Company was elected chairman of 
the board of West Gulf Maritime Associa-
tion of Houston for his ninth year in office. 
C.A. Alcorn of Fairway Terminal Corpora-
tion was also re-elected as vice chairman 
for his ninth year. Other board members are 
Irby J. Banquer, J.S. M cD erm ott, J. 
McManus, and Jules Verbeme, all of Hous-
ton; Bob Ostos of Brownsville; J.S. Boyd, 
Corpus Christi; T.E. Lundy, Lake Charles, 
La.; and Don Suderman of Galveston. John 
T. Scardasis and Bruno Salesi of Houston 
were elected to serve as directors at large. 
Officers who were re-elected include Ted 
Thorjussen, president; Walter A. Niemand, 
vice president; Edward A. Gilbert, vice 
president-finance/treasurer; and Billie 
Parker, secretary.

H ONDEX A PPO IN TS B IN N IN G S.
Honduran Express Line has appointed E.S. 
Binnings, Inc. as national sales agent. 
Hondex offers a weekly super express ser-
vice from the Port of Gulfport to both Puerto 
Cortes and Puerto Castilla, Honduras, as 
well as to all major inland points within 
Honduras.
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HAZMAT TRANSPORT. The Trans-
portation Center at Northwestern Univer-
sity will sponsor Hazmat Transport '91 June
17-19 on campus. The management confer-
ence will bring together all modes of the 
transportation industry; manufacturing/ 
shipping industries which produce hazard-
ous materials; state, local and federal regu-
lators, enforcers and first responders; public 
interest groups; and academic researchers. 
Topics to be covered include Information 
Needs for Realistic Risk Assessment; Poli-
tics, Strategy & Routemaking; Risk, Public 
Perception & Communication; Multi-Ju-
risdictional Issues in Hazmat Transporta-
tion ; The E conom ics o f H azardous 
Materials; Training, Planning & Crisis 
Response; D isclosure, Enforcem ent & 
Compliance; Liability; and Risk Manage-
ment & Insurance. For information, contact 
Marilee Snyder at (708) 491-8350, FAX 
(708) 491-3090.

INFORMATION SYSTEMS. The Cen-
tral, E astern  and W estern  M ichigan 
Roundtables of the Council of Logistics 
Management will sponsor an all-day semi-
nar at the Kellogg Center of Continuing 
Education on the campus of Michigan State 
University May 2. The seminar, entitled 
"Logistics Application of Information Sys-
tems," will address specific areas of interest 
for the logistics professional during the 
next decade. Robert StCyr, organizational 
consultant in the information management 
and technology group of Digital Equipment 
Corporation, will be keynote speaker. 
Registration fee is $99. For further infor-
mation, contact David Closs at (517) 353- 
6381; Dean Hill at (313) 473-6700; Susan 
Oaks at (517) 351 -1147; or Robert L. Cook 
at (517) 772-5586.

ROADWAY EXPRESS VP. William R. 
Tickle has been named vice president, cor-
porate sales, of Roadway Express, Inc. of 
Akron. He has almost 40 years of experi-
ence in the freight transportation industry, 
previously working as senior vice president 
of sales and marketing for P-I-E Nationwide 
of Jacksonville.

INDIANA PORT COMMISSION. Gov-
ernor Evan Bayh announced appointment 
of N. Stuart Grauel of Indianapolis to the

Indiana Port Commission. Grauel is vice 
president for public affairs at Indianapolis 
Power and Light Company. R. Louie 
Gonzalez has been named chairman of the 
commission. He was initially appointed to 
the commission in January 1989 and suc-
ceeds William Keck, who served more than 
20 years on the commission.

AST& L SPRING  SEM INARS. The
American Society of Transportation and 
Logistics will sponsor a seminar entitled 
"Fundamentals of Traffic and Transporta-
tion" May 10 in Indianapolis, Ind., and May 
17 in Jacksonville, Fla. "Inbound Transpor-
tation and Purchasing" is scheduled for 
April 16 in Indianapolis, May 3 in Greens-
boro, N.C., and June 7 in Pittsburgh. Each 
course costs $125 for members of AST&L 
or Delta Nu Alpha and $150 for non-
members. For information, contact Carter 
M. Harrison, CTL, Executive Director, 
American Society of Transportation and 
Logistics, P.O. Box 33095, Louisville, Ky. 
40232, (502) 451-8150.

NORTHW ESTERN SEM INAR. The
Transportation Center o f Northwestern 
University will offer a five-day manage-
ment seminar on petroleum and energy 
economics and management April 8-12. 
Energy industry executives, university pro-
fessors, industry consultants and govern-
ment administrators make up the course 
faculty. Featured speakers include John 
DesBarres, president & CEO, Santa Fe Pa-
cific Pipelines, Inc.; Victor Beghini, presi-
dent, Marathon Oil Company, and vice 
chairm an, energy, USX Corp.; John 
Lichtblau, president, Petroleum Industry 
Research Foundation; James A. Haslam, II, 
president & CEO, Pilot Oil Corporation; 
David Doane, director, Office of Oil & 
Natural Gas Policy, U.S. Department of 
Energy; Kenneth Blower, director, health, 
safe ty  & env ironm enta l quality , BP 
America; Donald P. Jacobs, dean, J.L. 
Kellogg Graduate School of Management, 
Northwestern University; and Gaylord 
Freeman, professor of banking. For more 
information, contact Barbara Duggan at 
(708) 491-3225.

AST&L SCHOLARSHIPS. The Ameri-
can Society of Transportation and Logistics 
announced the 1990 recipients o f the 
Society's L.L. Waters scholarships. They 
are Michael L. Keech, a graduate student at 
the University of Tennessee, Knoxville; 
Patrick M. Quintana, a student at University 
of Colorado, Boulder; Patricia L. Mehl, 
who is pursuing a B.S. degree in business 
administration at the University of Toledo, 
Toledo, Ohio; and Matthew M. Kunz, who 
will receive a bachelor of business admin-
istration from Iowa State University.
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HANK A STAYS ON LAKES PANEL.
Henry Hanka has been reappointed chair-
man of the Great Lakes Commission, a 
position to which he was elected in Septem-
ber 1990. Hanka is government resources 
director of the Seaway Port Authority of 
Duluth. He joined the authority in January 
1985 and has served on the commission 
since his appointment by then Gov. Rudy 
Perpich in 1983.
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G ATX AUSTRAL-ASI AN DIRECTOR.
Ken B. Young has joined Chicago-based 
GATX Terminals Corporation as director 
of Austral-Asian operations and develop-
ment. He is responsible for directing GATX 
Terminals' Far Eastern and Pacific Rim 
operations and business development ef-
forts. He is based in Singapore. He previ-
ously worked for 12 years as vice president 
of terminal operations with New Haven 
Terminals Corporation.

AST&L, DNA SIGN AGREEMENT.
Charles J. Brittain, president of the Ameri-
can Society of Transportation and Logis-
tics, and Marilyn K. Clore, president, Delta 
Nu Alpha Transportation Fraternity, an-
nounced that AST&L and DNA have signed 
a "Memorandum of Agreement" to work 
more closely in the furtherance of trans-
portation, distribution and logistics educa-
tion.

LOGISTICS CONFERENCE. The Reno 
Roundtable of the Council of Logistics 
Management will sponsor a seminar at the 
Peppermill Hotel in Reno on April 8. 
Speakers at the conference include Roger 
W. Kallock, chairman of Cleveland Con-
sulting Associates; Kenneth B. Ackerman, 
president of the K.B. Ackerman Company; 
Emily G. Rodriguez, director of transporta-
tion for Esprit de Corp; Richard J. Sherman 
of Digital Equipment Corporation; and C. 
John Langley, Jr., professor of marketing 
and logistics at the University of Tennes-
see. Registration fee is $100. Contact 
Katleen Hedland at (708) 574-0985.

overseas environment; Gary Mastro of 
United Parcel Service, international coop-
eration in package pickup and delivery; 
Lejo Brana of Riviana Foods, Manuel Rosa 
of Pro-Pak Laboratory, and Robert TenEyck 
of Ten-E Laboratories, U.N. packaging 
standards for hazardous materials; and Bill 
Armstrong of Sealed Air Corp., state of the 
industry presentation. Wednesday's pro-
gram will feature Ellis Murphy of the Na-
tional Safe Transit Association discussing 
NSTA's role in preshipment testing world-
wide; Aldo DeSoto of Gabriel Cont. will 
discuss corrugated recycling-domestic/ex- 
ported; Bob Sterritt of Tuscarora Plastics 
will cover expanded polystyrene: an envi-
ronmentally sound packaging material; and 
Jim Garland of Arco Chemical will discuss 
the National Polystyrene Recycling Com-
pany. For further information, contact the 
NSTA at (312) 645-0083.

SAFE TRANSIT CONFERENCE. The
National Safe Transit Association will 
present the Annual Safe Transit Confer-
ence April 7-10 at the San Diego Hilton 
Beach and Tennis Resort in San Diego. On 
Monday, April 8, the keynote address will 
be presented by Sheila J. Landers, partner 
in the law firm of Keller & Heckman, who 
will speak on the relationship between en-
vironmental regulations, international trade 
and non-tariff barriers. Other speakers and 
their subjects include: Raymond Kong, 
president of LABTEST Hong Kong, pack-
age and product testing for international 
customers; R.B. Mohinda, vice president of 
technical services for Riviana Foods in 
Houston, understanding the international 
consumer-basis for packaging design and 
development; Stan Soter of J.C. Penney 
Company, tracking packaging problems in 
international commerce; Robert TenEyck 
of Ten-E Labortories, Docket 181-impact 
on shipping hazardous materials; Richard 
Sheehan of 3M Company, hazardous mate-
rials container closure; and Herb Ridgeway 
of Concepts in Packaging, Korrvu packag-
ing system. On Tuesday, speakers and their 
subjects include: Jerry Stone, packaging 
engineer with National M otor Freight 
Classification Committee, motor freight 
damage trends; Herbert Schueneman of 
WestPak Inc., overseas overnight: package 
testing to move through the overseas 
overnight environment; Ed Fox of Proctor 
and Gamble, packaging design for envi-
ronmental advantage; Alan Spear of Davis 
& Company, intermodal freight damage 
evaluation; Don Shafton of TNT Bestway, 
packaging testing to meet variations in the

IBM TRANSPORTATION CONFER-
ENCE. "Transportation— Going the Dis-
tance in the '90s" is the title of the 1991 IBM 
T ransportation  E xecutive C onference 
scheduled for April 8-10 in Palm Springs, 
Calif. Sessions will focus on issues of con-
cern to the freight and passenger sides of the 
industry. Freight topics will include logis-
tics information systems, maintenance-of- 
way systems and automatic equipment 
identification. Passenger sessions will cover 
point-of-sale support systems, resource 
scheduling and executive decision support. 
IBM has scheduled the following speakers: 
Ron Ponder, CIO and senior vice president 
of Federal Express Corporation, will dis-
cuss his company's winning the 1990 
Malcolm Baldrige National Quality Award; 
Dr. Francis Small, CEO and managing di- 
rectorof New Zealand Rail, Ltd., will speak 
onthe successful revitalization of New 
Zealand Rail; Paul S. Bender, president of 
Bender M anagement Consultants, will 
discuss this decade's global issues in freight 
transport and logistics; Dr. James Krupi, 
president of Strategic Leadership Solutions, 
will speak on the changing work ethic; and 
Daniel Burrus, a technology forecaster, will 
speak on emerging technologies and the 
creative use of these technologies in for-
mulating short and long range plans. For 
information, call Nancy Berkland at (212) 
614-4977 or Carey Macdonald at (212) 
614-4569.

S.F. WATERFRONT PLAN. Keri Lung 
has been appointed project manager of the 
new Waterfront Land Use Plan for the Port 
of San Francisco, and Noreen Ambrose 
also joined the port to work on the use plan. 
Executives at the port estimate that a com-
plete waterfront land use plan for the entire 
waterfront will be concluded within one 
year.
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J A P A N  A L U A N C  
T O K Y O

AMERICA'S CUP CHALLENGER. Japan's entry into the America's Cup 1992 yacht 
race has arrived in California, suitably shrouded to protect the innovative keel design from 
competitors' prying eyes. The racing yacht Nippon was discharged in the Port of Long 
Beach from the containership Japan Alliance, owned and operated by Nippon Liner 
System, Ltd. of Tokyo. The Nippon is Japan's first entry into the world's largest and most 
prestigious yacht race, the America's Cup, which will be held in San Diego in May 1992. 
A second yacht, identical to the Nippon, arrived one week later in Long Beach on Nippon 
Liner System's Shin-Beishu Maru, and its hull was similarly shrouded for purposes of 
confidentiality. Both yachts were loaded in Nagoya, Japan, and belong to a team known 
as Nippon Challenge, which is financed and supported by 72 Japanese companies and 
organizations, including Nippon Liner System of the Navix Line group as an official 
supplier.

BRADSHAW APPOINTMENTS. Judeth 
G. Olewine was named account executive 
and Kimberlee A. Baxter was appointed 
claims executive with Bradshaw & Associ-
ates of San Francisco. Olewine has an ex-
tensive background in marine insurance. 
Baxter previously served as claims admin-
istrator at a major West Coast steamship 
line.

LONGSHORE TEXTBOOK. Marine 
Index Bureau has available David E. Cisek's 
The Longshore Textbook, a collection of 
articles on various aspects of the Longshore 
and Harbor Workers Act and discussions of 
topics such as concurrent jurisdiction, death 
benefits, hearing loss, credit rights and third- 
party provisions. Copies are available for 
$ 12.50 from The Longshore Textbook, 851 
Burlway Road, Suite 610, Burlingame, 
Calif. 94010, (415) 347-7747, FAX (415) 
347-4609.

SEATTLE MARINE DIVISION. The
Port of Seattle has reorganized its marine 
division. The division, headed by senior 
director Frank Clark, has four departments. 
Marine Services, headed by Michael LaTorr, 
manages marine operations and real estate. 
Marine Planning and Development, headed 
by Keith Christian, handles long-range 
planning, property acquisition, facilities 
planning and development, and project

management. Boat Harbors, headed by Mark 
Knudsen, oversees marinas and fishing ter-
minals.

SP-MEXICAN GRAIN RATES. South-
ern Pacific Transportation Company has 
entered into an agreement with Ferrocarriles 
Nacionales de Mexico, the Mexican na-
tional railroad system, to establish through 
grain unit train rates from U.S. origins to 
destinations within the interior of Mexico. 
The rates apply through the border crossing 
of Eagle Pass, Texas/Piedras Negras, 
Coahuila. SP said that prior to this, rail rates 
for grain exported to Mexico were quoted 
by U.S. railroads to border points only, with 
separate rates quoted by FNM for ship-
ments from the border south to Mexican 
destinatons.

PUGET SOUND OPERATORS. Tom
Alderson of Compass Marine has been 
elected president of the Puget Sound 
Steamship Operators Association, Inc.; Art 
Schroeder of International Shipping Com-
pany, Inc. was elected vice president; and 
Bill Williams of Matson Navigation Com-
pany was elected secretary/treasurer. Newly 
elected directors were Bob Bohlman of 
Norton Lilly International, John Geary of 
Crowley Maritime, Scott Jones of General 
Steamship Corporation, Chuck Main of Foss 
Maritime Company, Hal Schuyler of Sea-

Land Services, Art Schroeder of Interna-
tional Shipping, and Geir Sylte of Tricorn 
Shipping Agencies.

GRAY S HARBOR FTZ. The Port of Grays 
Harbor, Washington, has received approval 
of its application for Foreign Trade Zone 
status from the U.S. Department of Com-
merce. Approximately 500 acres of port- 
owned property was formally designated as 
U.S. Foreign Trade Zone No. 173.

IMPORT/EXPORT WORKSHOPS. The
Fritz Companies, Inc. of San Francisco is 
offering a fundamentals of importing work-
shop, which provides systematic, in-depth 
instruction in the different phases of im-
porting, including Customs laws, docu-
mentation, classification, insurance, terms 
of sale and types of entries. Fritz is also 
offering an exporting workshop which of-
fers practical skills in letters of credit, insur-
ance considerations, drawback, export 
licensing, boycott provisions, hazardous 
materials and the role of the freight for-
warder. A workshop on preparation for the 
U.S. Customs exam is scheduled in Or-
lando February 25-March 1 and August 19- 
23; San Francisco March 4-8 and August
26-30. Workshops on Fundaments of Im-
porting are scheduled for Columbus March
18-20; Houston April 1-3; San Francisco 
April 22-24 and November 18-20; Chicago 
May 6-8 and September 23-25; Boston May 
13-15 and October 7-9; Atlanta June 10-12; 
Seattle June 17-19; Philadelphia July 8-10; 
Los Angeles July 22-24; Memphis August 
5-7; Miami October 28-30; and an import-
ing workshop for retailers only, Orlando 
December 2-4. Fundamentals of exporting 
will be held in Columbus March 21-22; 
Houston April 4-5; San Francisco April 25- 
26 and November 21-22; Chicago May 9- 
10 and September 26-27; Boston May 16-17 
and October 10-11; Atlanta June 13-14; 
Seattle June 20-21; Philadelphia July 11- 
12; Los Angeles July 25-26; Memphis Au-
gust 8-9; and Miami October 31 -November
1. For information, call 1-800-873-4774.

INTERMODAL UP AT PORTLAND.
Intermodal container rail moves at the Port 
of Portland's Terminal 6 during 1990 in-
creased 33 percent over 1989, from 33,084 
to 43,956 container rail moves. The port 
completed its Terminal 6 on-dock inter-
modal rail yard expansion late last year. It 
doubles the yard's capacity since the previ-
ous expansion in 1987. Now Portland can 
handle two double-stack unit trains simul-
taneously, or a total of 56 double-stack 
railcars. The project expanded the Termi-
nal 6 intermodal rail yard from 16 to 34 
acres and also comprised over 1.7 miles of 
new rail track and 28 acres of heavy-duty 
asphalt concrete paving.
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BLUE STAR LINE SALES. Victoria 
Stevens has been appointed sales represen-
tative for Blue Star Line Ltd., based in San 
Francisco. She will be responsible for the 
Bay Area accounts. Stevens has 11 years of 
experience in international trade, most re-
cently working as account executive for 
Trans Senko Corp.

PORTLAND CENTENNIAL. The Port 
of Portland's Centennial Year began Febru-
ary 19 with kickoff ceremonies held at 
Terminal 1 to commemorate the port's first 
100 years. The port is planning a series of 
events and activities throughout the year, 
including a customer appreciation recep-
tion, radio spots highlighting "Port Mo-
ments in History," various educational 
programs, a traveling display, and two 
community-wide public events in Septem-
ber.

MARAD APPOINTS KENNEDY. Ro-
nald W. Kennedy, director of port opera-
tions for the Port of Los Angeles, has been 
appointed to the Maritime Administration 
unit of the National Defense Executive 
Reserve (NDER). This appointment, signed 
by the Secretary of Transportation Samuel 
K. Skinner, assures that local port manage-
ment has the necessary authority to operate 
in the event of a national defense emer-
gency. In addition, the Port of Los Angeles 
has entered a standby Federal Port Control-
ler (FPC) service agreem ent with the 
FMaritime Administration. Under the 
agreement, Kennedy has been designated 
federal port controller, an agent of the U.S. 
government in the event of a war or national 
emergency.

FACILITIES HANDBOOK. The Port of 
Seattle has published an updated version of 
its Facilities Handbook, a comprehensive 
listing of facilities and services related to 
the port's maritime and aviation operations. 
To obtain a copy of the handbook, call 
(206) 728-3400.

LIVINGSTON ACQUIRES FIRM S.
Livingston International Inc. of Toronto 
has acquired the assets of the customs bro-
kerage, trade shows and consulting activi-
ties of Mendelssohn-Commercial Ltd. and 
Arthur L. Brunette Ltd. The transaction 
includes 420 employees of Mendolssohn 
and Brunette. Jeff Patterson, executive vice 
president of operations for Livingston, was 
appointed president of the Mendelssohn- 
Commercial Division. Livingston Interna-
tional Inc. is a member of the Livingston 
Group of companies, a Canadian logistics 
services company specializing in customs 
brokerage, international trade facilitation 
and physical distribution.

M O N T R EA L S H IP P IN G . G uy G.
Bouchat has been named president and chief 
executive officer of Montreal Shipping, 
Inc., based in its headquarters in Montreal, 
following retirement of Frank B. Peterson 
and James L. Thom. He previously served 
as executive vice president. The company 
also relocated its Toronto office to 2700 
Matheson Boulevard East, Suite 400, West 
T ow er, in the T oron to  suburb  of 
Mississauga.

LIVINGSTON APPOINTMENTS. John 
Dewit has been named sales/service repre-
sentative of Livingston International Trade 
Services, based in Windsor, Ontario. His 
responsibilities will be to sell and service 
Livingston's non-resident importer offer-
ing in Michigan. The trade services com-
pany offers non-resident importer services 
to U.S. exporters who act as importer of 
record in Canada with Livingston as agent. 
Hossein Azimi has been named national 
client service manager for Livingston Inter-
national, Inc. Aximi has 15 years' experi-
ence in the industry and most recently served 
as sales/service representative and branch 
manager.

MONTREAL CARGO RECORD. The
Port of Montreal reported a record 5.8 mil-
lion tons of containerized cargo passed 
through its terminals in 1990, an increase of
7.4 percent. Total traffic handled at the port 
increased by 1.3 million tons or 6.5 percent, 
climbing to 21.7 million metric tons in 
1990. The port reported a net income from 
operations of $3.6 million and a net income 
of $10.8 million. Non-containerized cargo 
decreased by 167,000 tons, or 13.2 percent, 
because of strikes in the Canadian steel 
industry and the recession. Petroleum prod-
ucts increased by 174,000 tons to 7.1 mil-
lion, or 2.5 percent. After the port was 
seriously hurt in 1989 by the effects of the 
preceding year's drought on the prairies, 
grain traffic increased by 1.1 million tons, 
or 63.6 percent, reaching 2.7 million tons in
1990.

HUB GROUP CANADIAN OFFICE.
The Hub Group has established an opera-
tion in Toronto, bringing to 35 the number 

■ of facilities serving North 
1 Am erica. Hub Group- 

Canada Ltd. will be man- 
agedby James W. Adams, 
who was nam ed vice 

I president of sales in the 
Toronto office. He has 17

  ____ years' experience in the
Adams general transportation and 

distribution industries, 
including 15 years of trucking experience 
in Canada with North American Van Lines.

VANCOUVER TONNAGE. The Port of 
Vancouver posted total tonnage in 1990 of
66.4 million tons, the port's second highest 
total, exceeded only by 1988's record 71.3 
million tons. The 1990 figure represents a 
3.8 percent increase over the previous year's 
total of 64 million tons. Containers reached 
a record high of 322,569 TEUs, 5.6 percent 
over the 1989 figure of 305,688 TEUs.

HANJIN CANADA OFFICES. Hanjin 
Shipping Company, Ltd., based in Seoul, 
Korea, has begun servicing its Canadian 
clients through direct representation in 
Vancouver, B.C., Toronto and Montreal. 
Hanjin will retain the same offices and staff 
from its former agent, Protos Shipping. 
New telephone numbers are Vancouver 
(604) 682-8384, Montreal (514) 281-2025, 
and Toronto (416) 361-3040.

8TH CRANE AT VANCOUVER. The
Vancouver Port Corporation announced that 
a fourth crane will be purchased for instal-
lation at its Centerm container terminal, 
bringing the total number of cranes at the 
port to eight. The new crane will enable the 
terminal operatorto simultaneously service 
two ships using two cranes on each. In 
November 1990, VPC completed the in-
stallation of elevators on all seven cranes, a 
$ 1.6 million project. VPC expects to invest 
close to $13 million in crane operations in 
1991, including the new crane purchase 
project. At Vanterm, VPC recently com-
pleted terminal access improvements and is 
currently expanding the intermodal rail yard 
at an additional estimated cost of $3.3 
million.

NORTON LILLY INTERNATIONAL.
James C. Breckinridge has been promoted 
to assistant vice president 
of operations and Ian 
Harth was named Pacific 
region equipment and in- 

t e r -  
modal 
man-  
a g e r j
f o r  Breckinridge
Norton
Lilly International, Inc. 
Both appointees work in 

Harth the Pacific region head-
quarters in Los Angeles. 

Norton Lilly was established in 1841 .

94 AMERICAN SHIPPER: APRIL 1991



Brokers, Forwarders & NVOs
B y B ich ard  K n ee, (415) 495-6748, F A X  (415) 495-6750

Who Will Speak for the NVOCCs?
Elections in trade associations usually involve no more than 

rubber-stampings of slates put forth by nominating committees.
The next meeting of the International Association of Non- 

Vessel-Operating Common Carriers appears to be shaping up 
differently, as at least one candidate is gearing up to challenge 
incumbent Laurie Zack for the presidency.

The meeting is slated June 10-11 in Washington.
Zack has headed the association since 1988. She is vice president 

of Sea Cargo International, the NVOCC division of Schenkers 
International, in the Chicago suburb of Bensenville.

Vying with her for the presidency is Owen G. Glenn, chairman 
of Direct Container Line in Carson, California.

Glenn praises Zack, calling her one of the best leaders ever in the 
IANVOCC’s history, but he wants to launch some programs to 
enhance the association’s image and widen its constituency (de-
tails are in last month’s American Shipper, page 117).

Zack sees no major differences in perspective between herself 
and Glenn. What he advocates, in fact, either is in progress or has 
been accomplished, she asserts.

As this edition of American Shipper went to press, Zack and 
Glenn were the only announced candidates for the IANVOCC 
presidency. There was some speculation, but no official announce-
ments so far, that there could be multiple candidacies for the vice 
presidency and secretary-treasurership as well.

The following profiles of Glenn and Zack are based on separate 
conversations they had recently with American Shipper.

Laurie Zack: "I Am a Doer"
Laurie Zack, like Direct Container Line chairman Owen G. 

Glenn, has risen from the low rungs of the corporate ladder.
She has spent her entire 13-year career with Schenkers, one of the 

world’s largest transportation-services conglomerates.
Also like Glenn, she has had her share of peaks and valleys.
Zack first went to work for Schenkers as a switchboard operator, 

then moved up to a documentation clerk’s post on the freight 
forwarding side, she said.

Eventually, the job was expanded to include the traffic clerk 
function as well, she said.

“One day,” she recounted, “somebody showed me a consolida-
tion file. It was just my cup of tea!” So she switched to Sea Cargo, 
working with her colleagues to expand the operation. As vice 
president, she coordinates all the activities for the unit.

One of the most important lessons for Zack stemmed, she said, 
from an experience which, while unfortunate, could have been 
much worse.

She had sent off a shipment of hazardous materials without 
providing proper certification or affixing the appropriate placards to 
the container. The problem was discovered while the shipment was 
en route, she said, and it was stopped before any mishaps occurred.

But the experience drove home to her the importance of proper 
certification and labeling for such cargoes, she said.

Zack has also been blessed along the way by a number of 
excellent teachers, she said.

Within the Schenkers organization, she said, there was a core of 
people who were “very influential” in her career, people who “took 
the time to steer me, to show me how the business worked.”

One of them was Joerj Launer, another Sea Cargo vice president 
who was Schenkers’ Midwest-region manager at the time Zack 
was learning the ropes.

“He taught me the business from the inside,” she said. He helped 
her to gain a focus on the ripple effect that permeates the business—  
a ripple effect that can easily span an ocean, she said.

But of all her mentors, she said, the one who merits “first prize” 
is Raymond deMember, the longtime executive director of the 
IANVOCC.

As president of the association, Zack has worked side by side 
with DeMember, she said, and he has taught her many, many things 
from an industry-wide perspective.

Another lesson Zack has gained is the importance of sitting 
down and talking with people, she said.

Another time, she and some industry colleagues brought together 
a group of shipping lines serving the U.S.-Oceania trades to seek 
ways to end a cutthroat rate war.

Several years ago, she said, a non-conference line decided not to 
differentiate all-water and minibridge rates on freight-all-kinds 
shipments to and from the East Coast, and less-than-containerload 
shippers found they could get low rates without having to go 
through NVOCCs.

Zack and her colleagues were able to convince the shipping lines 
they were hurting themselves, she said, and they not only halted the 
rate wars but also implemented a volume-incentive program that 
has been in their tariff ever since then.

The vessel operators now review and adjust their FAK rates—  
usually upward— every six months, she said.

Zack takes a great deal of pride in the record she has compiled 
as president of the NVOCC association.

She is not so sure that she and Glenn have any major differences 
in perspectives, she said, and this is evidenced by the fact that “what 
he wants to do we are doing now or have already done.”

If Zack is re-elected, she said, she wants to continue expanding 
the involvement of N VOCCs in the association ’ s affairs; to increase 
the number of regional chapters in the group to focus on local 
issues; and to strengthen the shippers’ association arm of the 
IANVOCC.

Since she became president in 1988, she said, she has worked 
hard to improve the industry’s image. Toward that end, she added, 
the association has two major achievements under its belt: the 
growth of membership to 75 firms from 18 and the successful push 
for enactment of a federal bonding requirement.

“Those who know me, those who have worked with me, know 
me as a doer, not a talker,” she asserted.

Owen G. Glenn: A Lover of Logic
If Owen G. Glenn had had the benefit of hindsight when he 

began working, he said, he would have pursued a law career.
He likes to work in a system governed by logic and in a position
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where he can effect change.
All this is not to say that Glenn does not enjoy the NVOCC 

business.
Much to the contrary, he likes the traveling it involves and, best 

of all, the “fascinating people” he has met since he entered the 
world of freight transportation in 1964 with the freight division of 
a bank in his native New Zealand.

The people aspect of the business 
“is like an elixir,” he said, and the 
types of people run the gamut: 

“Some are good, some are bad, 
some are honest, some are dishon-
est— it’s a polyglot mixture of hu-
manity.”

Still, he remarked, “there’s no in-
terpretation in the freight business. 
There is no challenge to me as an 
individual.”

Academically as well as profes-
sionally, Glenn has come from the 
ground up.

And, he said, he has had his share 
of fortunes and misfortunes along the way.

One of his high points was participating in a special program for 
entrepreneurs at Harvard University— not bad for someone who 
had, of necessity, ended his formal education at age 15. "That was 
the best $23,0001 ever spent," he said, referring to the program fee.

His first job was at a New Zealand bank, where he started in the 
mail department and performed other menial chores, and eventu-
ally worked his way up to a teller position.

It took him only six months to get the job of head teller at a 
branch, “at the tender age of 2 1 he recounted. Not long thereafter, 
he said, he got a case of wanderlust, so he took a series of blue- 
collar jobs in Europe and Britain.

By the time he returned to New Zealand, in 1962, “I knew all the 
jobs I didn’t want to do,” he remarked.

He returned to banking, but this time on the freight side, trouble-
shooting in cases of mishandled loads, lost shipments and the like.

He moved to Sydney to handle Emery Air Freight sales in 
Australasia, but was wooed by a headhunter to MS AS in London, 
which was trying to get into the airfreight business, he said.

He spent five years there before returning to Sydney for what he 
termed personal reasons.

A bitter experience during his final two years with MSAS is, 
Glenn said, the chief reason he has stayed in business for himself 
since 1974.

A year earlier, he said, he hired a young man into MS AS’s ocean 
group, and the man rose to the position of group managing director 
within a year.

“Then,” Glenn continued, “he fired me.”
The experience “created a resolve never to trust anybody to 

employ me again,” he said.
His early days in business were a struggle, he recalled, and banks 

were chary about loaning him money for a house until his friend 
Ross Cribb, who is now chief general manager for TNT, interceded 
in his behalf.

“He held out his hand when he didn’t have to. I can never forget 
that,” Glenn said.

Glenn and a partner started Pacific Forwarding Group in Sydney 
in 1978, setting up DCL as a unit in the Los Angeles harborside 
community of Wilmington.

Constant travel among Australia, the United States and England 
took its toll, however, and Glenn and his partner agreed it was 
impossible to run both Pacific Forwarding and DCL under a single 
corporate roof.

So they spun DCL off, Glenn taking its reins as chairman.

Report on NCBFAA Board Meeting
John Peterson, one of the two West Coast delegates on the board 

of the National Customs Brokers & Forwarders Association of 
America, has prepared a report on the board’s January meeting.

Copies are available from Peterson at Withrow, Zerwekh & 
Company, phone (213) 830-1300, or from Jeremy Potash at Potash 
& Company, fax (415) 261-9598.

WESCCON Planned Oct. 30-Nov. 1
The Pacific Coast Council of Customs Brokers & Freight 

Fowarders Associations plans to hold this year’s Western Cargo 
Conference Oct. 30 to Nov. 1. Other details are pending.

Kelly International Sales Chief
Kelly International has appointed John J. Buckley, Jr., to the new 

post of sales and marketing vice president. Buckley is a 25-year 
veteran of the transportation industry. He moved to Kelly from 
Sean Shipping, Inc., a non-vessel-operating common carrier.

Kelly conducts forwarding, customs brokerage, trucking, ware-
housing and distribution services for ocean and air shipments. The 
firm is based in Jamaica, N.Y.

Record Revenue, 17% Profit Boost for Harper
Net income for the Harper Group jumped 17 percent in 1990 as 

the San Francisco-based transportation-services firm posted a 
record in revenues. Harper gained a net $17,333,000, or $1.82 a 
share, on revenues of $435,866,000 in 1990, versus $14,828,000, 
or $1.56, on revenues of $398,313,000 in 1989.

Fourth-quarter revenues also reached a record for the period, 
rising to $116,818,000 from $105,947,000. Profits for the quarter 
climbed to $4,363,000, or 46 cents a share, from $3,882,000, or 40 
cents a share.

Harper’s shares are traded in the National Association of Secu-
rities Dealers. The yearlong results in 1990 included an after-tax gain 
of $552,000, or 6 cents a share, from the sale of real property in 
Tokyo, the company said.

Hellmann Posts Revenue Record
The U.S. division of Hellmann International Forwarders rock-

eted to a record $60 million in 1990 from $43 million the previous 
year. The unit did not reveal net results.

The division expects a 15 percent rise in business this year 
because of global economic conditions, said Gary Syner, vice 
president of sales and marketing.

The division is three years old and based in Long Beach, Calif. 
Corporate headquarters are in Osnabreuck, Germany.

Fred Higdon Leads SF Association
Fred Higdon, director of import and assistant director of U.S. 

operations for the San Francisco-based Fritz Companies, heads 
this year’s slate of officers as president of the San Francisco 
Customs Brokers & Freight Forwarders Association.

Other electees are Steven Enderson, W.J. Bymes & Company, 
first vice president; Gerardo Palomo, Tokyu World Transport, 
second vice president; Bernard Vas, Nippon Express, third vice 
president; JohnLeitner, W.J. Bymes, treasurer; and Sandra Swanson, 
Global Transportation Services, secretary.

Newly elected to the association board are Jerry Clopp, J.E. 
Lowden & Company; Marta Moss, Carmichael International 
Service; and Dianne Weldon, Columbia Shipping, Inc.

FMC Chairman Koch to Address SF Association
Federal Maritime Commission chairman Christopher Koch is 

slated to address a May 22 dinner meeting of the San Francisco 
Customs Brokers & Freight Forwarders Association.

Details of the event are to be announced.

Glenn
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Panalpina Opens San Diego Office
Panalpina, Inc., has opened a San Diego office, its third on the 

West Coast and 29th in the country.
Branch manager is Clive Tranter. Address is 9060 Activity Road, 

San Diego 92126.
The facility offers a full range of import- and export-related 

services geared for both waterborne and airborne shipments, 
Panalpina said.

These include customs brokerage, consolidation, breakbulk, 
containerization, warehousing, packing, distribution, and ship and 
plane chartering.

Panalpina's other West Coast offices are in Los Angeles and San 
Francisco.

Fritz Expands Air Marketing Program
Fritz Companies, Inc., has promoted Phil Wood to assistant 

director of sales and marketing.
As such, he is to lead the San Francisco-based 

company's expanded air inbound marketing 
program, serving as liaison between Fritz and its 
customers around the world.

He is also responsible for expanding the firm's 
national account base in the Bay Area in the 
third-party logistics area.

Wood Wood has extensive experience in logistics
and account management, according to Fritz 

executive director Dennis Pelino.

MSAS Acquires Quebec Air Forwarder Imopac
MSAS Cargo International (Canada), Inc., has acquired Imopac 

(Ind.), Inc., a Quebec airfreight forwarder, from Interexco, Inc.
Imopac has offices in the Montreal and Ottawa areas, and 

specializes in moving aviation spare parts, communications equip-
ment, consumer electronics and pharmaceuticals. The 18-year-old 
company is active in the transatlantic particularly, MSAS said.

MSAS entered the Canadian market four years ago with the 
purchase of the customs broker G.M. Patry.

The Imopac acquisition enables MSAS to enhance its position in 
that market, Canadian-region manager Jim Smith remarked. 

MSAS is a unit of Ocean Group pic. in Britain.

Air Canada Cargo Revenues Increase
Consolidated operating revenues for Air Canada Cargo rose to 

C$413 million in 1990 from C$398 million in 1989 despite an 
extremely difficult environment for airlines and the downturn in 
the overall economy, reported Geoff Bridges, the airfreight unit's 
vice president.

The unit's operating results contributed substantially to the 
airline's overall profitability, particularly on routes in which Air 
Canada employs Boeing 747 combination planes, Bridges said.

The company appears well positioned to enter the transpacific 
market with combination aircraft, he said.

Alitalia Reinstates Mideast Destinations
Alitalia has resumed service to Dubai, Tel Aviv, Jeddah and 

Cyprus, and planned to reinstate connections with Damascus and 
Amman while continuing those with Teheran, Cairo, Tunis, Algiers, 
Casablanca and Tripoli.

Services to Kuwait City and Baghdad are to resume as soon as 
the runways at those airports are repaired, the airline said.

In addition, Alitalia has removed insurance surcharges for 
flights serving the Persian Gulf region.

Air Transport Assn. Communications VP
Directors of the Air Transport Association of America have 

elected William E. Jackman vice president of communications.

ALL TOE HELP YOU 
NEED FOR SHIPPING 

IN AND OUT OF
FLORIDA...

IS RIGHT HERE!
I * - •  P O R T

M  E V E R G L A D E S
MIAMI f

Port Everglades, the deepest harbor in the 
southeast, has the shortest, straightest and safest 
harbor entrance of any major U.S. port. The big-
gest cargo ship can go from sea buoy to dockside 
in about 30 minutes.

At dockside, cargo ships are afforded all the 
facilities and services expected of any major world- 
trade port. And more. Port Everglades is a major 
transportation hub. No port in the world provides 
such convenient sea, air, rail and highway 
connections. The Port Everglades Expressway 
(1-595) begins here and connects to every major 
Florida highway. The Fort Lauderdale/Hollywood 
International Airport is our next door neighbor.
And we’re adjacent to Florida East Coast (FEC) 
Railway operations in Fort Lauderdale. So cargo 
shippers can count on getting all the help they 
need.

PORT SPECS
• Nation’s Shortest Entry Channel
• 44' MLW, Southeast’s Deepest Harbor
• 3 Fourth-Generation Gantry Cranes
• 30 Berths; 18,000 Linear Feet
• Over 100 Acres Open Storage
• Refrigerated Storage (1 mill. cu. ft.)
• RO/RO, LO/LO Facilities
• 24-hour, Fenced & Manned Fire & Security
• Foreign Trade Zone #25 (400,000 sq. ft.)
• Fast ACS Customs Cargo Selectivity
• Port Everglades Expressway 1-595
• 8 Transit Warehouses
• 74 Reefer Plugs at Waterside

PORT 
EVERG LADES
Hollywood/Ft. Lauderdale/Dania

Port E verglades A uthority
Ron Lopez, Director of Marketing- and Sales 
Carlos Buqueras, Asst. Director of Marketing and Sales 
1850 Eller Drive
Fort Lauderdale, Florida 33316 U.S.A. (305) 523-3404 
CABLE: PORTGLADES • TELEFAX: (305) 525-1910

CALL 
RIGHT HERE! 
RIGHT NOW!

Customer
Service:

1-800-421-0188

H
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Forwarders—
(Continued from Page 8)

"I hope that we have already accepted 
that ocean freight tariffs are irrelevant to the 
forwarders' principal role today of provid-
ing a logistics service or in managing the 
total supply chain," he said.

"The concept of publishing a tariff for a 
forwarder's consolidation service is totally 
alien to our industry.

"If the FMC wishes to continue to have 
shipping lines fde tariffs and the lines are 
happy to do so, then that is fine by us," 
White said.

"But freight forwarders are not shipping 
lines.”

White said the goal of ensuring financial 
responsibility by forwarders and N VOs can 
be met by requiring use of the FIAT A bill of 
lading, backed by mandatory liability in-
surance.

Education of Shippers. The problems 
that produced the N VO bonding requirement 
could have been avoided if shippers had 
been more careful, said Leonard C. Rob-
erts, president of Miami International For-
warders.

"If you took a poll of those companies 
who have had serious problems with NVOs,

I doubt you would find many knowledge-
able importers or exporters on the list."

"It is those who are looking for 'great 
pricing' who usually fall into the hands of 
unscrupulous NVOs.

"Sometimes it is forwarders looking for 
high commissions who route freight with 
NVOs without knowing the financial con-
dition of the NVO."

Roberts said brokers and forwarders 
should work harder to educate shippers 
about shipping costs.

"With a better educated shipping public, 
many problems could be eliminated," he 
said. "Perhaps then we would need less 
regulation of our industry, not more." ■

Jay Helstern Dies
Jay Helstem, a 30-year veteran of the broker-forwarder industry 

who was instrumental in developing the annual Western Cargo 
Conference, died Feb. 20.

Helstem was vice president, air, of J.E. Lowden & Company in 
San Francisco and executive manager of Poseidon Freight For-
warders in South San Francisco.

Guidebook for Freight Forwarders
Vera Paktor, a licensed freight forwarder, has prepared a manual 

that simplifies the language of regulations governing the industry.
Cost is $59.95 for the first copy and $39.95 for each additional 

copy, and there is a $1.50 shipping charge per copy.
The manual is available from Communicore, Inc., 708 Church 

St., Evanston, IL 60201.

DCL 'Quality' Program
Direct Container Line, a non-vessel-operating common carrier 

based in Carson, Calif., has launched a "quality" program involving 
continuous scrutiny of the value of DCL’s services as perceived by 
its customers in the United States and abroad, company chairman 
Owen Glenn said.

U.S. Airlines' Cargo Traffic Up 2%  in 1990
Freight traffic for U.S. airlines rose 2.1 percent to 10,160,808 

ton-miles in 1990 from 9,951,823 TMs in 1989, the Air Transport 
Association of America reported.

The 1990 volume included 5,238,221 TMs of international 
freight and 4,922,587 TMs of domestic freight. The corresponding 
totals in 1989 were 5,129,872 TMs and 4,821,951 TMs.

The figures did not include mail volume, which last year came 
to 529,227 international TMs and 1,386,394 domestic TMs, and in 
1989 totaled 510,202 international TMs and 1,322,432 domestic 
TMs. For December, international volume included 418,662 TMs 
of freight and 69,389 TMs of mail 1990, versus 404,679 TMs of 
freight and 79,969 TMs of mail in 1989.

Domestic volume for the month included 391,386 TMs of 
freight and 165,919 TMs of mail last year, versus 376,357 TMs of 
freight and 161,434 TMs of mail in 1989.

ACCA Slates Confernce in May
"Global Distribution-Meeting Customer Needs" will be the 

theme at this year's conference of the Air Courier Conference of 
America, May 5-7 at the Hyatt Regency (Palmetto Dunes) in Hilton 
Head, S.C.

Information is available from conference chairman Joseph 
Costigan, phone (718) 526-2300; Larry Burtchaell, phone (703) 
435-7044; and Mark Engle, phone (202) 452-0770.

Hellmann Opens Terminal in Puerto Rico
Hellmann International Forwarders (USA) has opened its first 

offshore facility, a freight-handling terminal at San Juan, P.R., 
International Airport.

The facility is to serve as a hub for shipments moving to and from 
the Caribbean, according to Gary Syner, vice president of sales and 
marketing. Terminal manager there is Robert Casiano and opera-
tions manager is Jaime Suarez.

Hellmann handles all sizes and weights of cargo at the new 
terminal, Syner said. Hellmann (USA) is based in Long Beach, 
Calif. It is the U.S. operating unit of Hellmann International 
Forwarders, of Osnabreuck, Germany.

Flagship Express Flight Operations VP
Flagship Express, Inc., has named Andrew J. Camarata vice 

president of flight operations.
He moved to Ypsilanti, Mich.-based Flagship from Wichita Air 

Services in Wichita, Kan., where he was president of that firm and 
vice president of flight operations of its sister company, Private Jet 
Expenditures. Camarata has more than 30 years of aviation expe-
rience, including five years with the Navy.

Skyway Adds to Midwest and East Coast Sales Staff
Skyway Freight Systems, Inc., has expanded its Midwest sales 

force with the appointments of Jack Akenson as account manager 
in Minneapolis, and Jeffrey O'Connor and Richard Prisching in 
Chicago.

New account manager Michael T. Dana provides sales support 
in Northern New Jersey and New York City. In Philadelphia, John 
S. Fitzpatrick covers Pennsylvania, Maryland, southern New Jer-
sey, Virginia and the District of Columbia. They will focus on 
Skyway's expedited transportation services such as Standard Air 
and Express Truck, which benefit the high-technology, pharma-
ceutical and publishing industries in the regions.

Air Europe Names U.S.-Canada Agent
Air Europe has appointed Independent Air Freight Services of 

Toronto as cargo general sales agent for the northern United States 
and Canada. The agent will provide sales, ground-handling and 
trucking services for Air Europe.

Burlington Fills Service Gap to U.K.
Burlington Air Express ran a supplemental lift program to Great 

Britain from its Fort Wayne, Ind., hub over four weekends recently 
to make up for a capacity shortfall that stemmed from the Persian 
Gulf war. Irvine, Calif.-based Burlington flew its je t freighters to 
London each weekend between Feb. 23 and March 17, according 
to Colin Pitts, vice president.
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Shipping
By William J. Warren (212) 269-9198, FAX (212) 363-3783

Mideast Emergency Surcharge Disputed
A reduction in the Far Eastern Freight Conference's Middle East 

Emergency Surcharge (MEES) wasn't enough, the European 
Shippers' Council said.

Reduced charges of $220 per TEU and $400 per FEU were 
considerably greater than the ESC estimate that MEES should not 
exceed $50 per TEU. "ESC therefore still recommends shippers to 
pay under protest only and seek possible alternatives," ESC said in 
a statement.

Higher Profits for Van Ommeren
Van Ommeren Ceteco of the Netherlands said its 1990 profits 

should be about 45 million guilders ($27 million) compared with 
37 million guilders in 1989. Earnings per share are expected to rise 
from 2.53 guilders to 3.00 guilders, contributing to the higher 
earnings is an extraordinary profit and a higher tax burden,VOC 
said. VOC plans to release its final figures for 1990 on April 9.

Singapore Tops Hong Kong
The port of Singapore knocked the port of Hong Kong out of the 

number one spot in the Far East in 1990 by moving 190,000 TEUs 
more than Hong Kong. Hong Kong handled 5.1 million TEUs last 
year, the first time the 5 million figure was surpassed. But Singapore 
handled 5.2 million.

Cast Buys Yugoslav Ship
Cast (1983) Ltd. said it purchased the 70,000 DWT "Cast

Polarbear" from Atlanska Plovidba of Yugoslavia for $16.5 mil-
lion. The ship had been on charter since its delivery in 1982, and 
will now forms part of Cast's six-vessel transatlantic service.

Familiar Names Disappear
Four liner services owned and operated by Wilhelmsen Lines 

A.S. of Norway will bear the name of their corporate parent 
effective April 1. Barber Blue Sea, ScanCarriers, Barber West 
Africa Line and Willine will begin sailing under the same name, 
Wilhelmsen Lines, on that date.

Troll Carriers, a joint venture between Wilhelmsen Lines and 
ULS of Toronto which carries forestry products from North America 
to Europe, will continue to operate separately.

Hanseatic-Sovbunker Joint Venture
Hanseatic Shipping Company of Cyprus and VAO Sovbunker 

of Moscow announced a joint venture which will encompass 
management and crewing of ships, vessel construction, and other 
services. Each partner has an equal share in the venture which will 
be initially headquartered at Hanseatic's Limassol offices.

12% of Big Tankers Used for Storage
Nearly 12 percent of tankers above 200,000 DWT were being 

used as floating storage in February according to Intertanko. 
Totaling 19.3 million DWT, the number of tankers serving as 
storage in February represented a 30 percent increase over the 
previous month.
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Most of the storage tankers are anchored off Europe, the Arabian 
peninsula and in South East Asia, Intertanko said. Among the 
reasons cited for the increased used of tankers as storage are: 
moving oil closer to consumer markets, moving oil away from war 
zones, or the difficulty of selling oil in the current market.

War Postponed Conferences; New Dates Announced
Fear of war-related terrorism led to the postponement of two 

shipping conferences until the fall.
The International Cargo Handling Coordination Association 

(ICHCA) has rescheduled its 20th biennial conference until October 
7-11 in Sorrento, Italy.

BIMCO has moved its 1991 general meeting to September 21- 
24 in Venice.

Balt Gulf Calls on U.S. Gulf
Balt Gulf Line, the Russian container 

service between North Europe and Mexico 
now includes calls on U.S. Gulf ports. The 
service will call on Houston, Savannah and 
New Orleans in addition to Vera Cruz and 

Tampico. In Europe the line calls at Liverpool, Bremen, Hamburg 
and Rotterdam. Scheduling details are still being finalized.

s
Europe /

Vi ^

v  ^ ^

HUAL Adds Jacksonville and Bremerhaven
Hoegh-Ugland Auto Liners has added the ports of Jacksonville, 

Fla. and Bremerhaven to its U.S.-Europe twice-monthly ro-ro 
service.

HUAL’s U.S. port rotation now includes Wilmington, Del.; 
Baltimore; Charleston and Jacksonville. The company plans to add 
Halifax, Nova Scotia. In Europe HUAL vessels call direct at 
LeHavre, Amsterdam, Bremerhaven and Emden, Germany, with 
transshipment services to the UK, Scandinavia, West Africa and 
inland points in Europe.

Oakland and Los Angeles. Each vessels will complete a 91-day 
rotation to 22 ports in Asia, North America and Europe.

Wallenius Adds Ship
Wallenius Lines North America, Inc., has added a fifth vessel to 

its transatlantic service, and plans to add a sixth ship in June.

New Zim Service to New Orleans, 
Miami

Zim-American Israeli Shipping Co., 
Inc.’s Zim Container Service from the

  western Mediterranean will now call on
New Orleans.

The Zim Kingston V-8 will call on the port on a 10-day fre-
quency. Zim ’s other mainliner service, the North Atlantic Service 
from the eastern Mediterannean calls on New Orleans every three 
weeks.

Zim will make calls on Miami. Mainliners will call at Miami on 
an eight-day frequency and will originate their service from the 
eastern and western Mediterranean.

Levant Trades Richmond for Baltimore
Levant Line will now use the Port of Baltimore instead of 

Richmond, Va. as its Mid-Atlantic port of call for its Mediterranean 
and Black Sea Service.

Levant Line will call on Balitmore every 20 days and will 
connect the port with Piraeus/Salonika, Greece; Mersin, Izmir and 
Istanbul, Turkey; Constanza, Romania; and Russian Black Sea 
ports.

Alexco Starts New Service
Alexco Shipmanagement Ltd. o f Swit-

zerland has begun a dedicated liner service 
betw een  N orth  A m erica  and the 
Mediteranean, primarily to serve the forest 
products exporting community. The ser-

vice, which will also accept all types of dry bulk commodities as
well as general and project cargo, will call on ports in eastern
Canada, the eastern seaboard and U.S. Gulf Coast ports.

Seawood Shipping (B.C.) Ltd., with offices in Portland, Ore. and
Vancouver, B.C. are general agents for the new service.

"K" Line Osaka Terminal
“K” Line is leasing Quay No.8 of the 

Osaka Container Terminal, which is now 
called “K” Line Osaka Container Termi-
nal (KOCT), from Osaka Port Terminal 
Corporation.

The new berth is able to handle much larger vessels and will 
permit “K” Line to rationalize its facilities in the port.

TWRA Rate Increases
The Transpacific Westbound Rate Agreement (TWRA) has 

implemented scheduled increases in its origin terminal receiving 
charge (TRC), and rates on cigarettes, synthetic rubber, wastepa- 
per, metcl scrap, poultry and hay.

The TRC will be raised by $20 per 40- and 45-foot container 
equivalents and $16 per 20-foot unit, raising total charges to $380 
and $341, respectively. TRCs for dry and refrigerated cargo rated 
on an “any-quantity” basis will be increased by $1 per revenue ton 
across the board, including container yard (CY) and container 
freight station (CFS) shipments. Per package/per carton charges 
will increase 2 cents per unit. Other per unit charges will rise by 1 
percent.

Mideast Insurance/Operations Surcharge Reduced
Member shipping lines in the West Coast/Middle East Rate 

Agreement (WCME) have significantly scaled back a vessel insur-
ance and operations surcharge, which was originally intended to 
offset unusual hull insurance, crew, cargo rerouting and other cost 
factors related to the Persian Gulf conflict.

Effective March 8, WCME suspended the VIOS entirely for 
cargo moving to Middle East destinations outside the immediate 
Persian Gulf area. Cargo moving to persian Gulf ports will have the 
surcharge reduced to $35 per 40-ft. container, $28 per 20-ft. 
container, $2 per revenue ton for cargo rated on a weight basis, and 
$1 per ton for cargo rated by measurement.

New Lykes Service
Lykes Bros. Steamship Co., Inc. is offering a direct service from 

Baltimore to ports in Saudi Arabia and Egypt handling both Desert 
Storm and commercial cargo.

The new service will be a single-ship operation with a 45-day 
turnaround.

Hanjin Pendulum Service
As part of its new pendulum service Hanjin Shipping Co. Ltd. is 

increasing the number of container ships from five to 13 on its fixed 
weekly service from the Far East to the U.S. West Coast ports of

Conference Boosts Rates
The American West African Freight 

Conference increased its special and 
project rates on 20- and 40-ft. containers 
$100 and $150 respectively.

Breakbulk rates will be increased $4 
W/M. The increases, which apply to shipments to West African 
ports and Canary Islands, will be valid thorugh Sept. 30, 1991.

100 AMERICAN SHIPPER: APRIL 1991



Nedlloyd/CCN! Space Charter
Nedlloyd Lines has reached agree-

m ent w ith  C om pania C h ilena de 
Navegacion Interoceanica, S.A. for 
Nedlloyd to charter slots on CCNI's 
ships in the trade between the East Coast 

of the United States and the West Coast of South America. The 
agreement clears the way for Nedlloyd to offer service following 
the sale of the multi-purpose vessels it has been deploying in the 
trade, Nedlloyd Katwijk and Nedlloyd Kembla.

Under the agreement, which takes effect in mid-April, Nedlloyd 
will maintain a 10-day frequency and has been accepted for 
membership in the Atlantic and Gulf/West Coast of South America 
conference.

- Caribbean  
& South 
America

T he P re s id e n t's  “ E ” A w ard 
for E xce llence  in E x porting

New Australia-S.E. Asia Service
The Italian carrier Lloyd Triestino di 

Navigazione has announced aservice 
between Australia and South East Asia 
to be operated jointly with Nippon Yusen 
Kaisha (NYK) and Regional Container 

Lines (RCL) of Singapore.

Non-U.S.
Canada
Trades

P.O. Box 1258 
Longview, W A 98632 
(206) 425-3305

Network Signs Norton Lilly
Network Shipping, Ltd. has signed an agency agreement with 

Norton Lilly International o f Secaucus, N.J., the final step in 
establishing a new independent common carrier shipping service 
between Costa Rica and the U.S. East Coast ports of Camden, N.J., 
and Savannah, Ga.

Network will offer weekly container and breakbulk service with 
fixed day departures from Camden and Savannah.

Navconsa Trades Miami for Port Everglades
Navconsa Line, formerly operating out of Miami, has begun 

service from Port Everglades, offering a twice monthly service to 
Central and South America.

Hamilton Trucking Facility
H am ilton T rucking , a d iv is ion  of 

Hamilton Terminal Corporation, a Hapag- 
Lloyd (America) Inc. subsidiary, is open-
ing a new facility in Louisville, Ky. The 
facility allows for access to major con-

tainer depots and rail terminals, allowing Hamilton to provide 
overnight service between Kentucky, southern Indiana and south-
ern Illinois and the ports of Baltimore and Norfolk.

Domestic

OOCL Signs Deal With Santa Fe
OOCL, Express Systems Intermodal (ESI), a subsidiary of 

OOCL (USA) Inc. signed a multi-year contract with Santa Fe 
Railway to transport ocean containers on stack trains between the 
ports of Long Beach or Richmond and Kansas City, St. Louis.

COLUMBIA 
■ J  SNAKE

RIVER SYSTEM

New Puerto Rico-Central America Service
Compagnie Des Long-Courriers, S.A. and Baltic Shipping 

Company have established a joint service in the trade between 
Puerto Rico and Central America (excluding Mexico), Venezuela, 
Colombia, Islands of the Caribbean, and Europe (via Atlantic, 
Baltic and North Sea ports of call, and including USSR). The new 
service is called Cobalt Line Joint Service Agreement.

Vneshtrans Service to Iran
The USSR state-owned forwarding organization Vneshtrans, 

has launched a service to Iran under the name V.I.L.S. (Vneshtrans 
Irantransit Liner Service). Two to three sailings a month will be 
offered from Hamburg, Bremen, Rotterdam and Antwerp to Djulfa, 
Anzali and Nowshar in North Iran.

Brazil to Europe Service
Leif Hoegh & Co. A/S has signed an agreement with Norsul 

Intemacional, Rio de Janeiro in which both companies will provide 
open hatch/container bulk vessels for a service from Brazil to 
Europe. The service, which will specialize in forst products, will be 
run from Norsul’s office in Rio de Janeiro. A contract with 
Aracruz, Brazil’s largest producer o f woodpulp, is in place.

Leif Hoegh has also signed a 5-year contract with CMPC and 
Arauco, tow of Chile’s major forest products companies.

Both ventures will begin by mid-1992.

Tecmarine's New Service
Tecmarine Lines, Inc. has introduced Eastern Caribbean Ex-

press Service, a direct, non-transhipment service to St. Maarten, 
Trinidad, Barbados, St. Lucia and Martinique. The service will 
sail every Friday, arriving in St. Maarten the following Tuesday 
(four days transit); Trinidad Thursday (six days transit); Barbados 
Friday (seven days transit); Martinique and St. Lucia Saturday 
(eight days transit).

General agent for Tecmarine in the U.S. is Marine Cargo 
Management, Inc., of Miami Fla.

Italia D'Amico Joint Service
Italia/d’Amico Joint Service is offering service between Ven-

ezuela and the West Coasts of the United States and Canada from 
La Guaira and Puerto Cabello. Other ports include Cartagena, 
Colombia; and Altemira (Tampico), Vera Cruz, on the east coast 
of Mexico; and Mazatlan on M exico’s west coast. U.S. ports will 
be Seattle, Portland, Oakland and Los Angeles. In Canada the 
service will call at Vancouver, B.C.

West Coast general Agents for the service are Williams, Dimond 
& Co., and in Canada Empire Shipping Co., Ltd.
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Corporate Appointments
By Lynn Sharpe, (904) 355-2601, FAX (904) 791-8836

American President Companies, Ltd.
Will M. Storey has been named executive vice president and 

chief financial officer of American President 
Companies, Ltd. He will be responsible for the 
financial functions, corporate finance and in-
vestor relations, controller, internal audit, human 
resources, legal and risk management depart-
ments.

Since 1989, Storey served as director and vice 
chairman of Manville, Inc.. From 1982 to 1988, 
he was vice chairman and senior financial and 
administrative officer at Federated Department 

Stores, Inc.
He also served as executive vice president and chief financial 

officer for Boise Cascade Corporation during his 19 years at the 
forest products company.

Storey will be based at APC's Oakland headquarters and suc-
ceeds Robert K. Dahl, who resigned in 1990.

Crowley Maritime Corporation
Thomas B . Crowley, Jr. has been named general manager of Red 

& White Fleet, a business unit of Crowley Maritime Corporation. 
Red & White operates 10 passenger boats ranging in capacity from 
150 to 650 passengers, in numerous ferry services in the San 

Francisco Bay area, including commuter and 
excursion ferry services, Bay cruises and 
charters. Scheduled services carry passengers 
between San Francisco and Tiburon, Sausalito, 
Vallejo, Oakland, Alameda, and Alcatraz and 
Angel Islands.

Red & White Fleet evolved from the original 
company founded by Crowley's grandfather, 
Thomas Crowley, in 1892, utilizing an 18-foot 
rowboat to ferry goods and sailors back and 

forth from ships anchored in the Bay.
Thomas B. Crowley, Jr. is a graduate of the 

University of Washington, Seattle, and spent the 
last three years in a management training pro-
gram involving both of the corporation's operat-
ing divisions, the Pacific Division, based in 
Seattle, and the Atlantic Division, in Jackson-
ville.

Rinus Schepen has been appointed vice presi-
dent, Central America and Panama service, for 
Crowley Maritime Corporation's Atlantic Di-
vision.

Schepen is headquartered in Miami and is responsible for 
foreign locations in an area that includes Costa Rica, Guatemala, 
Honduras, Nicaragua, El Salvador and Panama.

Schepen joined Crowley in 1987 and previously served as vice 
president for European services in Jacksonville. Prior to joining 
Crowley, Schepen worked for over 20 years in the shipping and 
transportation industry, with assignments in the United Kingdom, 
Luxembourg, Germany, the Netherlands and the U.S.

Stolt-Nielsen, Inc.
Stephen Harwood White has been promoted to managing direc-

tor, tanker trading-Europe with Stolt-Nielsen, Inc., headquartered 
in London. White has been with the company since 1972, after 
serving in Vietnam with the U.S. Navy as engineering officer on 
the 4,000-ton destroyer USS Hull.

White started as a ship operator and moved up 
to operations manager in Singapore, finally 
graduating to vice president and service man-
ager in Latin America in 1987.

The Great Lakes and Transatlantic services 
were added to his duties in 1987, and in 1989 he 
was appointed senior vice president.

Williams, Dimond & Company
Vemon L. Johnson and Raymond L. Keene have been elected to 

the board of directors of Williams, Dimond & Company, headquar-
tered in San Francisco.

Johnson currently holds the position of vice president, finance, 
and has been with the company 17 years.

Keene is vice president and has been with the company three 
years. Prior to joining Williams, Dimond, he held senior executive 
positions with Seapac, Seatrain and Dodwell in Japan.

General American Transportation Corporation
Terrence G. Heidkamp has been named vice 

president of finance and chief financial officer 
for General American Transportation Corpora-
tion of Chicago. He will be responsible for 
financial planning, budgeting, contract admin-
istration, pricing and accounting.

Prior to joining General American in 1990 as 
director o f analyais, budget and pricing,
Heidkamp served as vice president of finance Heidkamp
and controller for Pullman Leasing Company in
Chicago.

Consolidated Rail Corporation
Richard S. Pyson has been elected vice president-engineering 

with Consolidated Rail Corporation of Philadelphia. Pyson is 
responsible for all engineering functions and reports to Donald A. 
Swanson, senior vice president-operations. Pyson succeeds Clifford 
W. Owens, who retired after 45 years in the railroad industry.

Since March 1990, Pyson served as assistant vice president- 
engineering/maintenance. He began his railroad career in 1964 
with the Pennsylvania Railroad, a Conrail predecessor.

Storey

Crowley

Schepen

White Associated Container Transportation/ 
PACE Line

Dennis Strong has been named commercial 
manager and Thomas Mullins was named pric-
ing manager at Associated Container Transpor-
tation/PACE Line in New York.

Strong has been with ACT/PACE since 1980 
and previously served as pricing manager. In his 
new capacity, he will oversee the carrier's inter-

est in all regulatory matters 
including tariff publication, 
con fe rence  m em bersh ip , 
ratemaking and intermodal pricing.

Tom  M ullins jo ined  ACT (Canada) in 
Montreal in 1974 and has held several positions 
in the Montreal office, most recently as man-
ager, commercial and pricing. He previously 
served in various managerial positions with 
Norton Lilly & Co., Seatrain Lines and Atlantic

Strong

Mullins

Container Line.
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Mitsui O.S.K. (America), Inc.
Mitsui O.S.K. Lines (America) Inc. has announced six upper-level 
management appointments resulting from the company's recently 
announced, ongoing reorganization of its activities in the United 
States.

According to M. Hirakawa, president of MOLAM in New York, 
James Taylor, formerly managing director of Network Shipping 
Agencies in New York, has been named vice president-operations 
at the company's headquarters. Taylor will be responsible for all of 
MOLAM's equipment control, maintenance, customer service and 
documentation audit/control functions and will report directly to 
James Davis, MOLAM's recently named executive vice president 
and chief operating officer.

Frank Vanduyn has joined Mitsui O.S.K. Lines (America) as 
regional vice president and general manager for the company's 
Pacific Southwest region. Vanduyn is based in Long Beach and 
previously served as a vice president at Strachan Shipping, Inc. in 
New York.

MOLAM operations in the Pacific Northwest will be the respon-
sibility of Kathy Gordon, who was recently named regional vice 
president and general manager at the company's regional head-
quarters in Seattle, while Ron Stevenson has assumed the position 
of regional vice president for MOLAM's Midwest region, based in 
Chicago.

Doug Tipton, formerly general manager-intermodal for Maersk 
Line in New York, will be based at MOLAM corporate headquar-
ters and serve as regional vice president for Mitsui O.S.K. 
(America)'s Northeast region.

Tim Noonan has also joined MOLAM as assistant vice presi- 
dent-sales for the Pacific Southwest region in Long Beach. Noonan 
will report directly to Frank Vanduyn.

Steve Rand, regional vice president and general manager in 
Atlanta, announced appointment of C. W. Howie as regional opera-
tions manager. Howie, formerly with Hanjin Shipping Co., Ltd., 
will be based in Atlanta.

Other appointments in Atlanta are Paul McClintock, formerly 
with Sea-Land Service, who has been named regional sales man-
ager, and Carl B ollettino, who has assum ed the post o f 
equipmentcontrol manager. Bollettino moved to Atlanta from 
Mitsui O.S.K. Intermodal in Chicago and will be responsible for all 
intermodal operations in the Southeast.

Mark Shepard is MOLAM's new operations manager-Gulf with 
responsibility for the company's operational efforts in the Houston, 
New Orleans, Dallas, and Memphis areas, as well as those centered 
in Mexico. Shepard will be based in Houston and will report to 
C.W. Howie in Atlanta.

Steve Flynn, presently an account executive for MOLAM in 
Jacksonville, has been relocated to Charlotte to open the company's 
new office there. Flynn will be in charge of sales throughout the 
North Carolina area and will report to Paul McClintock.

World Shipping, Inc.
John E. Hunger has been named treasurer and chief financial 

officer of World Shipping, Inc., and ContainerPort, Inc., both 
headquartered in Cleveland. He has been controller of ContainerPort 
Group since 1984.

Hunger served with Coopers & Lybrand as a CPA prior to 
joining World Shipping.

World Shipping, Inc. was founded in 1960 and is parent of 
ContainerPort Group, Inc., an inland transportation specialist in 
intermodal container depots and trucking with nine terminal facili-
ties in the Midwest and East Coast.

Mega-Sys, Inc.
David R. Yeley has been elected vice president of Mega-Sys, 

Inc., a third-party logistics, transportation management company 
headquartered in Greenwood, Ind.

Yeley has almost 19 years o f transportation management ex-
perience at Yellow Freight Systems, Inc., Cummins Engine 
Company, Inc., and Cosco, Inc. He also serves as national chair-
man of the board of the American Society of Transportation and 
Logistics.

Yellow Freight System, Inc.
Paul A. Fox has been named director of logistics services for 

Yellow Freight System, Inc.
In his new position, Fox will be responsible for supporting 

customer-specific logistics projects and for developing logistics 
services.

Emery Worldwide
Thomas Reilly has been named vice president-fmance with 

Emery Worldwide of Palo Alto, Calif. He most recently served as 
controller of Con-Way Eastern Express, a regional trucking com-
pany.

Reilly joined Con-Way Eastern Express in March 1990 after 
serving as director of financial research and management for the 
Millbrook Group, a New York-based financial consulting group.

Right-O-Way
Right-O-Way, a Tustin, Calif.-based transportation company, 

has changed its name to Right-O-Way Transportation, Inc., and is 
modifying its management structure to reflect the company's 
activities in domestic and international air cargo, over-the-road 
trucking, local trucking and ocean transportation.

Right-O-Way Transportation, Inc. also appointed David Pancoe 
senior vice president of sales and marketing. He previously served 
as senior vice president/general manager.

CAROLINA 
rSTEVEDORING- 

COMPANY
Stevedores 

Terminal Operators
Savannah •  Charleston •  Jacksonville

Savannah (912)966-1111 
P.O. Box 1767, Savannah, GA 31402 

Charleston (803) 769-5900 
P.O. Box 22207, Charleston, SC 29413-2207 

Jacksonville (904) 353-4060 
P.O. Box 11119, Jacksonville, FL 32239

Also Serving
B runsw ick, GA, G eorgetow n, SC & P o rt Canaveral, FL
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Middlemen Should Be Regulated

Before reading further, I suggest you turn to Page 39 and 
look at the chart showing the cost o f ocean freight as an element 
in the price paid by consumers at the retail level. The data are 
based on shipment o f consumer goods to the United Kingdom 
from various locations in the Far East but are pertinent to all 
trades and help to make the point I discuss below.

Trucking companies are ideally suited to function as NVOCCs. 
They are, in fact, com m on carriers and do business as carriers, 
m aking no pretense also to be a shipper.

I never understood why so few truck lines seized the op-
portunity w hich was theirs for the asking 20 years ago. Perhaps 
it was ignorance of the international requirem ents. Or, was 
business so good along the highw ay they did not wish to be 
bothered with learning? The few which did seize the opportu-
nity were generally involved in the offshore domestic trade to 
Puerto Rico; concentrated on the Caribbean; slowly awaking to 
the fact that the world-at-large is m uch bigger.

Longshore un ion con tracts m otivated , and frustra ted , 
steamship lines' attem pts to fill the m arket need w hich NVOCC 
operators recognized, gained a foothold, and now provide on a 
very large scale. They have becom e m ore than consolidators; 
they com pete head-on with both steam ship lines and foreign 
freight forwarders.

As a defense against independent N VOCCs, freight forw ard-
ers and carriers were forced to create their own NVOCC 
affiliates or subsidiaries, further confusing the industry.

In a free m arket society, I presum e it is OK that all these 
opportunities exist for business men w ith lim ited capital to stir 
the com petitive pot. There are many in W ashington who think 
it is just great.

I don't.
The small shipper is at great risk when he entrusts his product 

to any carrier for a voyage or flight overseas. A single shipm ent 
m isdirected, with faulty docum entation, or held in a warehouse 
waiting on other cargo with w hich it can be consolidated, can 
have a devastating im pact on the small business which has spent 
a relatively large percentage o f tim e and assets to create a 
m arket overseas. The largest and m ost responsible carriers will 
mess things up occasionally and the small shipper suffers, but 
a responsible carrier takes the blam e and helps the shipper 
recoup.

U nfortunately, it is the small shipper who is m ost likely to be 
relying upon a small, under-financed and under-staffed N  VOCC 
to handle his shipments. He needs protection, but he is not 
getting it.

A nother flaw  in the present situation lies in the Shipping Act 
o f 1984 as interpreted by the Federal M aritim e Commission. 
The law perm its m iddlem en to act on their own behalf, neither 
representing the shipper in the m anner o f foreign freight for-
warders , nor the carrier in the manner of agents. The undisciplined 
NVOCC is being allowed to feather his own nest w ith no regard 
to the best interest o f the beneficial owner of cargo or the carrier- 
in-fact.

Beneficial owners and carriers-in-fact are hurt severely as the 
undisciplined NVOCC wheels and deals.

The Shipping A ct requires carriers to deal with NVOCC 
com petitors as if  the com petitor were a beneficial owner. The 
carrier loses revenue, which he m ust recoup by raising prices to 
other parties.

The beneficial owner of the goods also suffers when the 
undisciplined N V OCC fouls delivery of cargo. The beneficial 
ow ner is told the NVOCC is saving him  m oney, but as the chart 
on Page 39 illustrates, the money saved is not really a factor in 
success on the consum er market. Q uality o f service is, however, 
a trem endously large factor.

Regulation o f m iddlem en will help to solve the problem. 
M ost responsible NVOCCs, foreign freight forwarders and 
carriers support this view. W ithout this regulation as a guide, 
the small shipper is left to make an uninform ed choice on a 
m atter o f critical importance to his future success.

There is another solution, o f course. The trucker who backs 
his vans up to the shipper's loading dock every day is known and 
trusted by the shipper. He will not jeopardize the shipper's 
considerable dom estic business with sloppy handling o f the 
shipper's international freight.

But truckers m issed the boat, and I w onder if m ore than a few 
will take the trouble to get on board at this late date.
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The Only Destination 
to Worry About is 

the 18th Hole.
With Hyundai, you can rest assured that your cargo will 

reach its final destination without delay. We offer worry-free 
shipping to key world ports, as well as reliable intermodal 

services to major hubs and remote locations throughout the U.S.
What's more, our commitment to on time schedules 

ensures prompt and predictable arrival dates. 
So, keep your cargo moving in full swing and relax.

Contact Hyundai today.

▲  HYUNDAI
MERCHANT MARINE CO., LTD.
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Bringing It All 
Together. 
There’s An Art 
Tbit.

Cheese from France.

Fruit from the U.S.

Service to  m e e t y o u r  needs.

When you’re shipping perishable cargo around the world, OOCL delivers the quality 
service you depend on. With just one phone call, you’ll receive quick and accurate 
information on the status of your shipments. Throughout the entire journey, OOCL 
monitors your goods with exacting care. The whole idea is to provide you with a 
trusted resource for carefree transportation.

Shipping is the business of making connections. At OOCL there’s an art to it.

Dedicated to Quality Service


