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Who says 
NYK handles 
with care?

OxyChenrs 
Brian Kelly, 
Will Figueras and 
Gary Temple, 
that’s who.
Brian T Kelly, center,
Senior Vice President-International; 
W ilfredo E. Figueras, left,
Vice P residen t-In tern ation al Sales Division; 
GaryD . Temple, right, 
M an ager-In tern atio n al Logistics.

Occidental Chemical Corporation, 
headquartered in Dallas, oper-
ates some 50 manufacturing 
facilities throughout the world, 
employing over 11,000 people. 
The company ships its raw 
materials, intermediate and 
finished products around the 
globe and has been a major 
customer of NYK for many years. 
Gary Temple tells why:

“In our industry, maintaining 
the highest safety standards is 
absolutely essential and timing 
is critically important because 
of sensitive pricing shifts in 
world markets. That’s why NYK 
is a premier transportation 
partner. We know we can always 
depend on fast, efficient and 
responsible total logistic capa-
bilities worldwide, including

This expression o f custom er satisfaction is completely voluntary and given w ithout obligation o f any kind.

NYK’s feeder network in Asia, 
warehousing, DST services and 
all-water services to and from 
the East Coast.”

NYK. We handle OxyChem’s 
products with utmost care, 
speed and efficiency. We can 
handle your products too with 
the same high standards of 
excellence.

Effectiveness • Efficiency • Excellence N Y K L I N E
NIPPON YUSEN KAISHA

NYK Line (North America) Inc.
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Notes and Comments
By Joseph Bonney

and Tony Beargie

■ Apparently unable to get his U.S. Shipbuilding Consortium project off the 
ground,former F ederal Maritime Commission member Rob Quartet may soon start 
organizing shippers fo r a frontal attack on the Jones Act and the 1984 Shipping Act.

I f  successful in putting together an organization to jo in  the shipper lobby now led 
by the N IT League, Chem ical M anufacturers Association and Shippers for Com peti-
tive O cean Transportation, Quartel m ight find a fresh outlet for his youthful enthusi-
asm and be able to spend more o f his time at home in W ashington, thus avoiding the 
regular com m ute to U.S. Shipbuilding Consortium  headquarters in Greenwich, Conn.

Ole Skaarup, chairm an o f the shipbuilding consortium , fired the opening gun in 
QuarteTs attack plan during a speech Feb. 10 at the 12th annual M ississippi Valley 
Coal Exporters Council conference in New Orleans.

Skaarup spoke at length on his success over the years in putting together bulk 
shipping contracts in which Skaarup Shipping participates as an ocean carrier.

He closed with a declaration that “we have to organize the A m erican shippers to take 
action" to overturn six specific laws which he has opposed over the years, including 
the Jones Act, which keeps Skaarup’s foreign-flag ships out o f the dom estic trades. 

Quartel appears eager to run the new  shipper group.

■ Since taking over as president of the National Industrial Transportation 
League in 1992, Ed Emmett has tried to broaden the NIT League’s advocacy for 
shippers.

The league s board recently authorized the purchase o f com puter software systems 
to help the league staff follow  legislation and regulatory issues at the federal and state 
levels.

"W ith more and m ore state governm ent activity affecting our m em bers, we felt it 
was im p o rtan t... to include the states,” Em m ett said.

The NIT League board also has voted to expand the league’s Executive Advisory 
Council, which com prises selected league m em bers and executives from  carriers. The 
EAC, w hich m eets tw ice a year, provides a forum  for discussing shipper-carrier issues.

The NIT League board voted to expand the EAC to include air-carrier representa-
tives as well as officials from  the m aritim e, railroad and m otor-carrier industries. The 
league board also will participate in future EAC meetings —  a move Em m ett said is 
an effort to translate EAC discussions into action. (JB)

■ Ted Prince, vice president o f liner services at “K ” Line America, sees railroad 
terminals as a weak link in the intermodal transportation chain.

He says m any rail term inals are m ism anaged, causing delays that cascade through 
the entire system. O ne problem  is that in m any cases the railroads turn supervision over 
to a vendor and d o n ’t keep their own m anager on site all the time.

Im proved term inal perform ance, Prince believes, is less likely to com e from 
expensive, high-tech equipm ent than from  old-fashioned, hands-on management.

"People confuse technology with m anagem ent,” he said. “Technology is not a 
substitute for m anagem ent.” (JB)

® Ifyou phone Zim-Israel Navigation Co. in New York, you now get a real human 
being on the line instead o f a voice-mail message.

Joseph M erante, senior vice president, said that when Z im ’s custom er service 
departm ent was reorganized recently, voice-m ail was scrapped and the departm ent 
was given its own telephone switchboard.

Ironically, the switch from  voice-m ail was aided by another technology —  auto-
m ated tariff-filing, which allows quicker retrieval o f data for rate quotation and billing. 

Z im  developed a proprietary system  for autom ating its own tariffs before the Federal
4 AMERICAN SHIPPER: MARCH 1994
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T h e  Sy m b o l  
Fo r  Q u a l i t y  I n  

Sh i p p i n g

"K" Line is a fully-integrated intermodal transportation 
company linking the Pacific Rim and North America with an 

unparalleled quality of service.
Five weekly fixed-day sailings to the Pacific Northwest and Pacific 

Southwest offer direct transfer to "K" Line's own double-stack train service 
covering the United States, Canada and Mexico.

Touchdown Service, our innovative door pickup and delivery system, 
is a totally-integrated LCL operation using company-owned 

containers, terminals, containerships, reconsolidation facilities, 
double-stack trains and dedicated motor carrier.

Dedication, Innovation and Service have made "K" Line the 
Symbol for Quality in Shipping.

R ' K "  L i n e  A m e r i c a ,  I n c .

“K” Line America, Inc. / “K” Line Canada Ltd. Offices and Agents
Murray Hill NJ-lmport .908-582-9190 Charlotte...................704-357-8091 Houston 713-878-2100 Montreal....................514-933-5224 SanFrancisco.......... 415-267-4200
MunayHI. NJ-Export .908-582-9141 Chicago 708-292-2300 Jacksonville' 904-354-0883 ......... ^ 6 6 - 0 5 0 0  Savannah L ™ ' ™
Atlanta  404-952-0897 Cincinnati ................ 513-792-2298 Memphis..................... 901-761-2001 Newport Beach 714-759-KOO Seattle......................206-389-6800
Baltimore' 410-962-5200 Cleveland ............... 216-333-3805 Miami' 305-592-9814 Norfolk 804-523 2775 St. Louis................... ^ 4 ^ - 6 8 7 8
Boston..................... 617-261-4600 Dallas........................214-402-3600 Minneapolis................ 612-449-5200 Philadelphia  2W&2450 Toronto.....................m m - im
Charleston' 803-577-6610 Detroit....................... 313-336-2320 Mobile' 205-433-1200 Portland 503-220-3700 Vancouver................ 604-682-7270

’Kerr Steamship Company, Inc. Office



M aritime Com mission required carriers to file tariffs electroni-
cally. Because Zim  operates in so m any trades, its tariff files are 
among the most extensive o f any carrier. (JB)

■ Rumors in recent months have had New Orleans-based 
Lykes Lines planning to shift its corporate headquarters to 
Tampa, but the carrier’s president says it’s not so.

The rum or cropped up after Thom pson L. Rankin becam e 
chairm an of the shipping com pany last year. Rankin heads the 
Tam pa-based fam ily conglom erate Lykes Bros. Inc., and com -
mutes to New Orleans regularly to attend to duties there.

Lykes Lines President Eugene F. M cCorm ick says the ship-
ping com pany is not actively looking to m ove its headquarters 
from  the 22-story building where i t ’s been since 1972. H ow -

ever, he acknowledged that when the com pany’s lease expires 
in a few years, Lykes probably will look for other office space 
in the New Orleans area.

One reason: The w orld’s largest casino is about to be built 
directly across the street, and the folks at Lykes are less than 
thrilled with the prospect o f fighting daily traffic jam s of 
gam blers’ tour buses. (JB)

■ There is a feeling within the FMC that backers of Ohio 
Sen. HowardMetzenbaum’s bill to eliminate antitrust immu-
nity fo r  conferences may try to attach the bill to the 
administration’s U.S.-flag subsidy package.

“W e’re just waiting to see where the shoe drops,” an FMC 
official told Am erican Shipper. (TB)

L E T T E R S
Third Party Trend

Having not seen a readers’ comment 
or letters to the editor section in Ameri-
can Shipper leads me to believe that 
these thoughts may never see the light of 
day. However, I ’m compelled to address 
your article, “Third-party boom: trend or 
fad” in your January 1994 issue (page 
37). Thank you for a very timely article.

The question, “Do third-party provid-
ers want to help corporate traffic depart-
ments or replace them?” has a simple 
answer: Yes! A third-party provider will 
do either, depending on the client’s 
wishes.

Clifford Sayre ’ s question, “Why would 
any businessman who looks at logistics 
as a strategic advantage want to go with 
a third party?” is not a challenging ques-
tion. It is parochial. It is a natural, ex-
pected, and often heard defensive 
question asked by career traffic manag-
ers concerned more with turf protection 
than efficient, integrated logistics opera-
tions.

To the extent that outsourcing and 
downsizing (or right-sizing) are a per-
manent feature of the corporate land-
scape, third-party logistics professionals 
will be here to stay.

The traffic executive who claimed third 
parties aimed their sales and marketing 
efforts at chief executive officers hit the 
bullseye. Where else could such an im-
portant and far-reaching decision be 
made?

Traffic managers, and I ’ve been one, 
tend to focus on tactical rather than stra-
tegic issues. A traffic executive who has 
become turf oriented with a myopic view 
of logistics should be concerned about 
being replaced by a third party.

Third parties will not and cannot work 
with a corporate traffic department to 
maintain the status quo and perpetuate

inefficiencies.
Yes, third-party logistics is a growth 

industry because corporate traffic depart-
ments tend to become bureaucratic, un-
imaginative and lethargic ... they talk the 
talk but don’t walk the walk.

Nelson H. Maier, Jr., EVP 
Consolidated Traffic 
Management Services,
Duluth, Ga.

R ussia and C.I.S.
I would like to compliment Leslie 

Wines on the recent article in the Febru-
ary ed ition , “R ussia and C .I.S .: A 
Forwarder’s Nightmare” (Page 42-0). She
did report on many of the main problems 
confronting forwarders operating in the
C.I.S. I did find some of the recommenda-
tions posed as being much too simplistic.

I was disappointed in the depth of her 
research regarding U.S. companies oper-
ating in the C.I.S. My company, Matrix 
International Logistics Inc., handled, in 
1993, over 3,500 shipments to over 300 
destinations within the former Soviet 
Union via six ports and over 20 airports.

We have the largest full-service for-
warding operation in St. Petersburg, Rus-
sia, o f any reco g n ized  w orldw ide 
forwarder. We are currently working for 
six branches of the U.S. Government and 
over 40 U.S.-based companies operating 
within the C.I.S. It is my understanding 
that no U.S.-based forwarder has handled 
a greater volume of traffic to and through 
the C.I.S. than Matrix.

Ron Cruse, co-president 
Matrix International 
Logistics Inc.

C ontainer hijackings
I read with interest your article entitled 

“Container hijackings on the rise” (Janu-
ary American Shipper, page 52).

As you may know, the Waterfront Com-
mission of New York Harbor has a regu-
lation requiring every pier superintendent 
to immediately report to this agency any 
thefts or attempted thefts o f cargo. Addi-
tionally, within 10 days after the end of 
each calendar quarter, he must file a re-
port of all thefts and losses of waterborne 
freight occurring under suspicious cir-
cumstances.

Since the commission is unaware of 
any container having been stolen in 1993 
from a facility within its jurisdiction, I 
wrote to Mr. James Malone of the Port 
Authority of New York and New Jersey, 
and Lt. Richard Touw of the New Jersey 
State Police requesting any information 
that may be inconsistent with our internal 
reports. Copies of these letters are en-
closed.

As of this date (Jan. 28), I have not 
received a written response to my inquir-
ies. While I did receive a telephone call 
from Lt. Touw acknowledging that he did 
not have any information relating to any 
thefts of containers in 1993 from piers 
within the commission’s jurisdiction, I 
have not, as yet, received a reply from Mr. 
Malone.

James T. Sullivan, chief
Division o f  Police 
Waterfront Commission o f  
New York Harbor

EDITOR’S  NOTE: A spokesman fo r  the Port 
Authority o f  NY/NJ explained that the discrep-
ancy between its figures and those o f  the Water-
fro n t Commission is a matter o f  bureaucratic 
reporting requirements. Five container thefts were 
reported to the port authority’s police unit from  
its own jurisdiction, which is distinct from  the 
commission’s jurisdiction. While the jurisdic-
tions overlap in many parts o f  the waterfront, the 
overlap is not complete, thus accounting fo r  the 
discrepancy.
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he objective remains unchanged: 

you have to carry the customer’s 

cargo reliably, safely and efficiently 

each and every time... Meeting this 

objective has become far more complex as cus-

tomers enter new markets and source globally... 

More experience, more know-how, more infra-

structure support is required to carry a ship-

ment from St. Paul to St. Petersburg, Stuttgart to 

Singapore or Shanghai to San Juan... When you 

move more than a million containers to some 

100 countries every year like we do, the world 

gets to be a smaller, more familiar place.”
I I  i l l  M iddleton

e I ice President
A tlantic

Globally, There’s a 
World of Difference

SeaSLand
P art of the CSX global transportation  network

44 When you move 
more than a million  
containers to some 
100 countries every  
year; the world gets 
to be a smaller; more 
fam iliar p lace



NEWSFRONT

By Elizabeth Canna

Debating
Rules for

Consortia
Proposed EU rules for  

consortia spark debate on 
maximum size o f market 

shares to be allowed .

Shippers: 17
“European shippers generally find  that 

consortia can be a useful form  
of cooperation fo r shipping lines to 

reduce costs and to improve service. As 
consortia are trade related, they are an 

alternative to market restructuring 
which might otherwise be done through 

mergers or acquisitions.”

Carriers:
“The draft Implementing Regulation 

which is now proposed fails to take into 
account how consortia actually operate 
and what the purpose of consortia is.”

Displaying unusual evidence of like- 
mindedness, advocates for shippers and 
carriers in Brussels have told the European 
Commission it needs to expand its geo-
graphical limits for defining a consortium ’ s 
market share.

But on nearly all other aspects of the 
Commission’s proposal forregulating ship-
ping consortia, the two sides harbor widely 
diverging views.

The European Commission is in the final 
stages of creating a regulation that will 
grant antitrust immunity to shipping con-
sortia serving the European Union. Ship-
pers and carriers spent the first few weeks 
of 1994 formulating their responses to draft 
of the rules circulated by the Commission 
in N ovem ber and Decem ber (January 
American Shipper, page 40-E).

Just prior to releasing the draft, the Com-
mission let it be known it hopes the new 
regulation will emerge free of the ambigu-
ities many have found in the European 
Union’s earlier efforts to regulate ocean 
shipping.

“Please participate vigorously,” urged 
EU competition official Jonathan Faull, 
shortly before the debut of the draft regula-
tion. “Help us make a regulation that avoids 
some of the difficult interpretation Regula-
tion 4056 has caused us all.” Regulation 
4056/86 made it possible for liner confer-
ences to enjoy immunity from antitrust pros-
ecution.
Since its enactment in 1986, it has been 
hotly debated by those disagreeing over 
which conference practices the regulation 
exempts and which it doesn’t.

Never especially enamored of liner con-
ferences, the European Commission hopes 
its rules on consortia will eventually en-
courage carriers to cooperate within con-
sortia, rather than within conferences.

But as the comments of the European 
Community Shipowners’ Association show, 
carriers aren’t ready to make that choice.

“The draft Implementing Regulation 
which is now proposed fails to take into 
account how consortia actually operate and 
what the purpose of consortia is,” ECSA 
wrote.

Shippers, on the other hand, like the 
consortium concept.

“European shippers generally find thal 
consortia can be a useful form of coopera-
tion for shipping lines to reduce costs and tc 
improve service,” European Shippers’ 
Councils commented. “As consortia are 
trade related, they are an alternative tc 
market restructuring which might other-
wise be done through mergers or acquisi-
tions.”
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Assume

you need

transport and

distribution

specialists

not new

jg T  Nedlloyd Lines

Then w hy not let our 
spec ia lis ts  w ork  for you. 
N ed lloyd  Lines is one of 
the w o rld 's  la rgest 
sh ip p ing  com pan ies . And 
the m ost innovative, too. 
We em p loy  more than 
4000 spec ia lis ts  in 
transpo rt and d is tr ibu tion  
log istics. Their job  is to 
deve lop  g loba l 
transporta tion  and 
d is tr ibu tion  s tra teg ies 
ta ilored to your spec if ic  
needs leaving you free to 
concen tra te  on your core 
bus iness activ ities. 
'G loba l Expertise ' is just 
one of the m any PLUSES 
you'll ge t from N ed lloyd  
Lines.
If you 'd  like to know  more 
abou t our PLUS concep t, 
just w rite  or call us.

Nedlloyd Lines (U.S.A) Corp.
2100 River Edge Parkway Suite 300 
Atlanta GA 30328-4656 
phone: +1 404 951-3600 
fax : +1 404 980-9409

employees Another Plus from Nedlloyd Lines



NEWSFRONT

How To Define Market. Both sides 
find fault with the Commission’s attempt to 
use port coverage as a measure of market.

“The present wording of this article re-
lates the permitted market share to the ranges 
of ports covered by the consortium in ques-
tion. This is very restrictive, since a consor-
tium itself might call only a limited number 
of the total range of ports at each end of a 
trade,” ESC said in its comments.

ESC expressed a willingness to accept a 
“widening of the base to which the market 
share is related,” but only on the condition 
that the market share cap for any single 
consortium is one applied to industrial con-
sortium in general: 20 percent rather than 
the 30 to 50 percent range proposed by the 
Commission.

However, ESC also made it clear that by 
acquiescing to a broader geographical defi-
nition, it is not suggesting the consortia 
rules permit cooperation beyond the sea.

"It is important to underline the fact that 
consortia may only be created for the joint 
operation of maritime transport service. 
The regulation must not extend the exemp-
tion into other commercial activities, in-
cluding inland transport services,” ESC said.

Equally dissatisfied with using port 
ranges as a measure, the European Commu-
nity Shipowners’ Association said, “The 
market at the side of the EU cannot be 
looked at or defined on the basis of transit 
through a limited number of specific ports, 
nor for that matter, the link between these 
ports and specific ports overseas.”

But rather than suggesting a broader 
market definer, ECSA suggested the Com-
mission give up any attempt to determine 
market share.

Capping Market Share. To nobody ’s 
surprise, carriers are balk ing at the 
Commission’s effort to regulate the market 
share of a consortium, claiming its limits on 
share and membership size are arbitrary.

The Commission ’ s draft sets a maximum 
membership of six if a consortium exceeds 
a market share of 50 percent.

“A limitation in membership is likely to 
freeze out the smaller lines which would 
not be able to continue their services alone 
or to find another alliance to compete in 
service quality and cost with its former 
partners. Such a development would re-
duce competition in the market,” ECSA 
stated.

Today’s consortia, which normally bind 
carriers in purely operational term s, 
shouldn’t even be considered market enti-
ties, ECSA contends.

“Unless the consortium agreement in-
cludes joint marketing, which is rare, mar-
keting is strictly in the hands of individual

lines, not the consortium,” ECSA com-
mented. “Pricing is equally controlled by 
the individual member lines, and/or by lines 
jointly in the context of a conference. The 
consortium is therefore not a market party, 
the individual member lines are. The con-
sortium does consequently not have a mar-
ket share.”

Shippers, on the other hand, view the 
Commission’s limits as too liberal.

“Although we find that the draft regula-
tion quite closely follows the principles 
normally applied to industrial consortia, 
there is one very serious deviation,” ESC 
said. “Although there are varying criteria 
for measuring dominant position, member 
states and the Commission seem to recog-
nize a market share of between 10 percent 
and 20 percent. In the interest o f ensuring 
competition shippers favor the lower limit.

“It seems quite unjustified,” ESC contin-
ued, “that the maximum level should be 
exceeded by more than 50 percent as is the 
case in the proposed Article 6. There is no 
doubt that an entry into force of an accepted

Two Definitions
Shipowners and the European Com-

mission don’t see eye to eye on the 
ideal definition of a shipping consor-
tium. Here’s what the two suggest:

European Commission’s Proposal:
“Consortium means an agreement or 
arrangement between at least two ves-
sel-operating carriers which provide 
international liner services for the car-
riage of cargo, chiefly by container, 
on a particular route, the object of 
which is to bring about cooperation 
for the joint operation of a maritime 
transport service for the purpose of 
rationalizing their operations by means 
of technical, operational and/or com-
mercial arrangements, with the ex-
ception of price fixing, and which 
improves the service offered individu-
ally by each of its members.”

ECSA’s Proposal:
“Consortium means an agreement or 
arrangement between at least two car-
riers which provide international liner 
services for the carriage of cargo, on a 
particular route, the object o f which is 
to bring about cooperation for the joint 
operation of a transport service for the 
purpose of rationalizing their opera-
tions by means of operational and 
commercial arrangements, with the 
exception of price fixing.”

market share for consortia of 30 percent or 
35 percent would lead to demands for equal 
treatment from consortia within other modes 
of transport as well as industry.”

Burden Of Proof. Besides disagreeing 
on ho w and if market share limitation should 
be prescribed, shippers and carriers are also 
at odds over who should carry the burden of 
proof.

Except for the transatlantic, there is a 
dearth of neutrally-produced trade statis-
tics from which market shares can be deter-
mined. The task of accumulating tradewide 
data and keeping the Commission informed 
is unfairly burdensome for members of a 
consortium, ECSA contends.

Shippers, on the other hand, believe the 
consortia rules should “include an obliga-
tion to present an annual report to the Com-
mission and to shippers outlining changes 
and improvements to vessels, equipment 
and services, the impact on costs and the 
improvement in prices to customers and to 
quantify the net benefits to customers rela-
tive to the services of other competing car-
riers.”

Getting Out. Carriers believe the Com-
mission has underestimated the degree of 
interdependence a consortium creates when 
it operates on a principle of sharing assets.

“Not only the providing of vessels is 
important,” ECSA said. “Staff, systems and 
other commitments play equally important 
roles, which could be heavily affected by an 
all too sudden and unforeseeable change 
and distortion.”

Such a sudden change could easily hap-
pen if Brussels sticks to its plan of allowing 
a consortium member to withdraw on six 
months’ notice after a maximum initial 
period of 18 or 24 months.

“A maximum period of at least five years 
would be more realistic and acceptable to 
the shipping lines,” ECSA said.

Also too short, according to ECSA, is the 
six months which existing consortia will be 
given to comply with the new rules once 
they go into effect. More appropriate, ECSA 
indicated, would be a clause grandfathering 
existing consortia until their date of expira-
tion.

Overregulation?The regulation has been 
in the works since 1986, when the European 
Union took its first step in applying anti-
trust law to shipping by enacting Regula-
tion 4056/86.

Convinced the new regulation did not 
take into consideration the special condi-
tions produced by shipping consortia, the 
Council of Ministers asked the Commis-
sion to develop a consortia regulation. ■
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NEWSFRONT

U.S.-Vietnam race is on for carriers
Non-U.S. lines already have beachheads in Vietnam 
for intra-Asia and Asia-Europe services.

By Richard Knee

Within hours after President Clinton lifted 
the United States’ generation-old embargo 
on trade with Vietnam, virtually all the 
major carriers in the transpacific reported 
they planned to begin as quickly as was 
feasible to carry cargo between the two 
countries.

Vietnam represents but a small drop in 
Asia’s economic bucket, but shipping ex-
ecutives foresee tremendous growth in that 
market.

Non-U.S.-flag carriers already include 
that country in their intra-Asia and Asia- 
Europe service routes. Vietnam is not on 
their line-haul routes, but some of the feeder 
services are operated by the lines them-
selves rather than by connecting carriers.

For the two big U.S.-flag carriers plying 
the Pacific —  American President Lines 
and Sea-Land Service —  it means playing 
catch-up to their other-flag rivals.

APL said it would launch a feeder-based 
Vietnam service immediately, while Sea- 
Land said it would announce its plans in 
mid-February.

“K” Line expanded its five North Ameri-
can Pacific services to include Vietnam. 
Intra-Asia service to and from both Ho Chi 
Minh City and Haiphong have been operat-
ing successfully for several years.

Ho Chi Minh City will be served by two 
“K” Line feeders sailing on weekly fixed 
day schedules.

Two will operate eastbound, one via 
K aohsiung, the other via S ingapore. 
Westbound, cargo for Ho Chi Minh City 
will transfer at Hong Kong, except PNW-2 
service from Tacoma which will transship 
at Kaohsiung. Haiphong is served on a 10- 
day rotation via Kaohsiung and Hong Kong.

Eastbound transit times from Ho Chi 
Minh City are 22 days to Los Angeles and 
Seattle via Kaohsiung, and 23 days via 
Singapore to Long Beach, Los Angeles and 
Tacoma. Westbound transit times are 24 to 
27 days via Kaohsiung, depending on route. 
Reefer service is available in both direc-
tions.

Hapag-Lloyd has extended its existing 
Singapore/Vietnam feeder service to cover 
shipments to and from the U.S. Hapag- 
Lloyd has three sailings a week between 
North America and Singapore. Containers 
to and from Ho Chi Minh City connect in
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Singapore every four days for a two-day 
voyage.

Taiwan-based Evergreen, already well- 
established in Vietnam with feeder connec-
tions to its services between the Far East 
and North Europe and the Mediterranean, 
quickly added service to and from the U.S.

Evergreen will continue to use Singapore 
as transshipment point for European and 
Mediterranean traffic to and from Vietnam, 
but will transship its U.S./Vietnam cargo 
over its home port of Kaohsiung. Evergreen 
affiliate Uniglory operates a weekly feeder 
between Kaohsiung and Ho Chi Minh City 
using two container vessels with 500-TEU- 
plus capacity. A common feeder is used 
between Kaohsiung and Haiphong.

The Vietnamese Market. Conrad H.
C. Everhard, chairman of the board of Cho 
Yang Line (U.S.A.), believes the Vietnam-
ese will welcome U.S. goods and services 
with open arms. “The Vietnamese people 
like us,” he said.

During the civil war that resulted in 
Vietnam’s 1975 reunification, the United 
States infused goods and capital to the south-
ern region, he said.

“The Americans didn’t plunder the coun-
try like the French and the Russians did,” 
Everhard said. “The Russians took every-
thing that wasn’t nailed down.”

APL, which said it would start a feeder- 
based service to Vietnam immediately after 
Clinton’s declaration, expected an initial 
wave of exports including building materi-
als and capital goods to rebuild Vietnam’s 
infrastructure, according to John A. Gurrad, 
vice president of strategic development.

“We also expect to see a rapid growth in 
the movement of consumer and household 
products, appliances, beverages and other 
North American products for which there is 
a substantial pent-up demand,” Gurrad said. 
“Imports from Vietnam into North America 
will consist largely of garments, textiles, 
shoes, handicrafts and food products.”

Everhard remarked, however, that U.S. 
goods have already been getting into Viet-
nam, through other countries such as En-
gland.

“You can find any American product 
there,” he said, adding that lifting of the 
trade embargo “is long overdue... We should 
have been in there two or three years ago. 
Now, the Japanese, the French, the English

and the Dutch are way ahead of us.” 
Vietnam has accounted for a “very, very 

negligible” volume of business for Mitsui 
O.S.K. Lines, said Matsuo Kamada, presi-
dent of Mitsui O.S.K. Lines (America).

MOL includes Vietnam via feeder in the 
intra-Asia and Asia-Europe trades, Kamada 
said.

“No doubt, the future is very bright, ” 
Kamada said. “The country offers potential 
because of its cheap labor, and lots of coun-
tries are rushing to invest there.”

At Sea-Land, officials would not make 
any “finite” forecasts until after the carrier 
started its service and got a sense of what 
was moving in the initial stage, spokesman 
Jesse Mohorovic said.

“This company knows Vietnam very 
well,” he added. “Sea-Land was far and 
away the major supplier in the Vietnam war 
effort.”

Service Routes. Carrier executives 
p o in ted  to  S ingapo re , H ong K ong, 
Kaohsiung, Busan and Japanese ports as 
major transshipment points for shipments 
moving to and from Vietnam.

Major ports in the country are Ho Chi 
Minh City, Da Nang and Haiphong, and 
many carriers offer overland service to the 
inland cities o f Vung Tau, Can Tho, 
Nhatrang and the capital, Hanoi.

APL’s announcement listed “represen-
tative” transit times from Ho Chi Minh City 
of three days to Singapore, 10 days to 
Yokohama, 20 days to Los Angeles and 25 
days to New York.

Representative transit times to Ho Chi 
Minh City are four days from Hong Kong, 
five days from Kaohsiung, 19 days from 
Bombay and 24 days from Seattle, APL 
said.

Vietnam’s Infrastructure. Vietnam 
lags in its infrastructural development, and 
this will slow the flow of goods to, from and 
within the country, at least in the short term, 
shipping executives said.

“The harbors are congested without U.S. 
freight volumes,” one well placed observer 
remarked.

V ie tn a m ’s h arbo rs  are not 
deep. Vessels that Maersk Line operates 
in its Vietnam feeder service can each carry 
up to about 500 20-foot equivalent units 
(TEUs), said Blaise Bartucci, the shipping 
line’s U.S.-based vice president of Pacific 
service.

Everhard termed Vietnam “the ultimate 
intermodal challenge. Eighty percent of the 
roads are impossible —  unless you’re in a 
tank.” To get cargo inland, he said, “they 
strip the boxes in the port area and put it in 
a cart or in a rickshaw.” ■



NEWSFRONT

The Clinton administration came up with 
a plan to stick foreign-flag shipowners with 
most of the cost in its new subsidy plan for 
American-flag carriers.

The plan was revealed when the Clinton 
budget proposal was presented to Congress. 
In less than 24 hours, it was under attack by 
American port and shipper interests. Orga-
nizations representing foreign carriers wait 
in the lobby, prepared to join the attack at 
the appropriate time.

American-flag companies that stand to 
receive the proposed $1 billion subsidy 
over 10 years were not overjoyed by the 
Clinton proposal either. At least one execu-
tive wants it made clear the Maritime Ad-
ministration will not oppose efforts to flag 
out any ships not on the list of 52 vessels 
earmarked to receive subsidy money.

With so much opposition building from 
all sides, administration spokesmen started 
backing down from the foreign-financing 
proposed in the budget, claiming it was just 
a move to get the subsidy issue before 
Congress without violating the deficit-con- 
trol resolutions adopted last year. But the 
damage was done, and it may be back to the 
drawing board for maritime reform.

Opposition. The administration plan left 
virtually everyone dissatisfied.

U.S.-flag carriers were unhappy with the 
level of funding. Shippers were upset that 
the program was not linked to their effort to 
reform the 1984 Shipping Act by allowing 
confidential service contracts. Port authori-
ties oppose the tonnage tax increase.

The biggest hurdle, however, may be 
fo reign  c a r r ie rs ’ o p p o sitio n  to  the 
administration’s proposed funding mecha-
nism.

The administration says the proposed 
150 percent increase in the existing tax on 
net vessel tonnage would be less burden-
some than a tax on cargo containers. But 
foreign operators, who carry the vast ma-

jority of cargo in and out of the U.S., balk at 
the idea of subsidizing their U.S.-flag com-
petitors via the tonnage tax.

Vessel owners, both U.S.- and foreign- 
flag, now pay a tax based on net tonnage for 
the first five voyages of each year. The tax 
currently is 6 cents a ton for vessels sailing 
into the U.S. from ports in the western 
hemisphere and 27 cents per net ton for 
ports calling from other regions.

Administration Commitment. The
negative reaction to the tonnage tax in-
crease raised questions about whether the 
administation will stick with the idea.

D epu ty  T ra n sp o rta tio n  S ecre tary  
Mortimer Downey told industry lobbyists 
that the tax increase was only a proposal, 
and that the administration was still open to 
other alternatives.

An industry lobbyist who attended the 
meeting with Downey said the DOT offi-
cial said the tax proposal was listed as the 
funding mechanism merely as a way to get 
the program to Capitol Hill.

Budgeting rules require new programs to 
be accompanied by proposals for financ-
ing. So for a new U.S.-flag subsidy program 
to be enacted, some plan for a new tax or 
reduced spending must be offered.

Flagging Out. U.S.-flag carriers are await-
ing the expected early-March release of 
details on the new subsidy program. “This 
is like any other proposal. The devil is in the 
details,” said the president of one U.S.-flag 
carrier.

One provision the U.S.-flag carriers will 
be looking for is whether the program will 
allow the easy transfer to foreign flags of 
any U.S.-flag ship not eligible for the new 
subsidy program.

To qualify for the proposed new subsidy, 
vessels must be no more than 15 years old. 
“If they want the ships, they should put 
them in the program. Otherwise, the admin-

istration should provide an immediate flag- 
out provision,” an industry lobbyist said.

The administration’s proposed 10-year, 
$1 billion program would cover approxi-
mately 52 liner vessels, far short of the 90- 
plus vessels in the U.S. liner fleet. That has 
caused some friction among U.S.-flag car-
riers trying to elbow their way into position 
to receive the limited subsidy funds.

The new program’s subsidy payments 
would be set at $2.5 million per ship per 
year through fiscal year 1997, dropping to 
$2 million in fiscal 1998 through the end of 
the program in fiscal 2004. The Maritime 
Administration estimates these payments 
are one-third to one-half lower than those 
made under the old ODS program.

Pena’s View. Transportation Secretary 
Federico Pena acknowledged that the fund-
ing limitations of the administration’s sub-
sidy plan may force operators to flag out 
some of their tonnage.

He appeared resigned to the fact. “We 
already have a mixed flag fleet out there,” 
Pena told American Shipper.

As military shipments reserved for U.S.- 
flag carriers have declined, the remaining 
American-flag carriers say the net advan-
tage of remaining under the U.S. flag has 
diminished.

That, combined with uncertainty over 
future government policy toward the U.S.- 
flag fleet, has led carriers such as Sea-Land, 
American President Lines and Lykes Lines 
to operate a combination of U.S.- and for-
eign-flag ships.

Pena said there may be room to negotiate 
for more money if Congress wants the pro-
gram to cover more than 52 ships. But he 
said the administration’s proposed subsidy 
plan closely mirrors the Studds/Lipinski 
subsidy bill which the House passed over-
whelmingly last year. (December 1992 
American Shipper, page 14).

Herberger Pitches Plan. Maritime 
A dm inistra tor Al H erberger said the 
administration’s subsidy legislation would 
allow carriers to build ships in lower-cost 
foreign shipyards and still be immediately 
eligible to carry preference cargo.

He estimated that about 55 existing U.S.- 
flag ships would meet the 15-year age re-
quirement. “W e’re after newer, larger, faster 
and more efficient ships,” he said.

Some have questioned whether a 52-ship 
subsidized U .S.-flag merchant fleet is 
enough to support military needs. But 
Herberger pointed out that in addition to the 
subsidized ships, the military could draw 
on 132 U.S.-flag ships used in the domestic 
trades, and 30 U.S.-flag bulk carriers sup-
ported by cargo preference laws. ■
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NEWSFRONT

D.X.I. wins TAA contract from Transax
By Joseph Bonney

D.X.I. Inc. scored a victory in the tariff- 
automation wars when it wrested the Trans- 
Atlantic A greem ent’s tariff-publishing 
account from Transax Data, which had held 
the contract for more than two years.

The change followed disagreements by 
TAA and Transax over the handling of

conversion of tariffs to electronic form for 
f ilin g  w ith  the F ed era l M aritim e 
Commission’s Automated Tariff Filing and 
Information system (ATFI).

The transatlantic liner conference put its 
tariff-publishing business up for bid when 
Transax’s contract expired at the end of 
1993. Several tariff publishers bid for the 
contract, and TAA selected D.X.I.

It is our firm  conviction that 
we will strive to conduct gur  

business operations using the 
h i g h e s t  b u s i n e s s  e t h i c s  

principles, so that w e  will 
gain and retain the respect 

a n d  trust o f  our customers, ou 
employees, and the com m unit 

in which we live.
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Transax will continue to publish the 
TAA’s service contracts.

In conjunction with the change from
D.X.I. to Transax for publication of data 
tariffs, T AA delayed the effective date of its 
new ATFI data tariffs, which had been 
scheduled to take effect Feb. 15.

H.L. Holden, the TAA’s executive direc-
tor, said the conference became “concerned 
with Transax’s ability to satisfactorily pro-
duce timely responses to errors discovered 
during a mutually conducted audit o f the 
TAA data tariffs during the months of Janu-
ary and early February.”

BecauseTAA was one of Transax’s most 
prominent tariff-publishing accounts, the 
conference’s shift to D.X.I. caused a stir in 
the hotly contested tariff-automation busi-
ness.

Transax, a division of The Journal o f  
Commerce, dominates the tariff-publishing 
business but is battling with several com-
petitors to supply carriers with tariff auto-
mation services.

Those services include not only tariff- 
filing but automation of rate quotations, 
bills of lading and other tasks.

Robert M. Ryan, president of Pittsburgh- 
based D.X.I., called the TAA contract a 
boost for his company. “We have been after 
this business for five years,” he said.

How ever, Peter Cass, president of 
Transax, played down the significance of 
the TAA contract.

He said the TAA has been filing about 
1,000 pages a month of tariff data, com-
pared with 3,000 to 4,000 for some confer-
ences and individual carriers for which 
Transax files tariffs.

Cass acknowledged that Transax and 
TAA had had differences over the pace of 
converting tariffs to data form and the speed 
at which Transax had been able to correct 
errors discovered in the data.

“Finding and correcting errors in data is 
substantially more difficult than under the 
old text-page format,” Cass said. “It can 
take several days. They were expecting 
quicker performance and we couldn’t guar-
antee it.”

Many ATFI filings have been rejected by 
FMC inspectors, who can spot discrepan-
cies more easily in automated tariffs than 
under the old paper system.

For shippers, carriers and middlemen, 
the real impact of tariff automation will be 
the manipulation of the electronic tariffs to 
improve documentation and develop so-
phisticated logistics analysis.

Tariff automation companies such as
D.X.I. and Transax see tariff-filing as a first 
step on that path, but having a tariff-filing 
contract w on’t necessarily help win the 
value-added business, Cass said. ■
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NEWSFRONT

NVOs fight to retain co-loading

Claim FMC’s proposed restrictions 
will drive firms out o f business.

By Tony Beargie____________________ _______

Initial comments coming into the Fed-
eral Maritime Commission show over-
whelming NVOCC opposition to proposed 
new restrictions on co-loading non-vessel- 
operating common carriers.

If carried out, a new regulatory order 
would hang over the NVO industry under 
which they would be barred from co-load-
ing full-container-load cargo and cargo 
moving under service contracts. They would 
also have to bare all their rates, charges, 
financial agreements, and terms to the FMC. 
And, to top things off, the FMC is looking 
into the possibility of outlawing NVO co-
loading altogether.

As expected, the FMC ’ s initiative sparked 
a wave of protests from a number of smaller 
vessel consolidators who claim that they 
would be forced out of business should the 
proposed restricitions became a reality.

The proposal also drew opposition from 
European forwarders.

The Zurich-based International Federa-
tion of Freight Forwarders (also known as 
“FIATA”) called the FM C’s move an obvi-
ous “attack on the worldwide freight for-
warding industry.”

FIATA views the proposed restrictions 
as “severe” which could lead to an “outright 
ban” on co-loading in the U.S. foreign trades.

The Zurich-based organization in effect 
said that the latest move against NVOs is 
just too much, considering the fact that the 
FMC has already imposed several trade 
barriers, including the ATFI electronic fil-
ing system, tariff filing and bonding.

FIATA also charged that the proposed 
new regulatory scheme would go against 
U.S. free trade policies which have been 
fostered over the years by both Republican 
and Democratic administrations.

“At a time when the North American 
Free Trade Agreement is being launched 
and all efforts are being made by the U.S. 
government to revive the stalled GATT 
negotiations aimed at the tearing down of 
international trade barriers, the FMC has 
proved by its new proposed restrictions that 
it definitely does not act in line with U.S. 
trade policy,” FIATA said.

Jim  W hite, chairm an o f F IA T A ’s 
Multimodal Transport Institute, said that 
the FMC’s drive to further extend U.S. 
regulations abroad “must be stopped.” If

not, White continued, “it will force at least 
half of the existing freight forwarders who 
depend on co-loading out of the U.S. trade.”

New Definition of NVO Urged. Rather 
than pursuing the proposed restrictions, the 
FMC should change course by defining the 
NVO “as a new, and distinctly different 
class of shipper from regular shippers,” 
said Gary A. Ryan, chairman of the Cus-
toms Brokers & International Freight For-
warders Association of Washington State ’ s 
NVOCC committee.

Then, after the NVO is defined as an 
NVOCC entity that has filed an ocean freight 
tariff with the FMC, the commission could 
issue special regulations covering co-load-
ing and other practices “uniquely associ-
ated with NVOCC operations,” Ryan said.

Actions taken by the FMC over the past 
few years (bonding and ATFI) have already 
driven a number of NVOs out o f business, 
Ryan said.

NVOs save ocean carriers money since 
their use cuts out the costs associated with 
hiring salesmen to canvass small and me-
dium sized shippers, Ryan pointed out.

He also noted that air carriers have used 
freight consolidators as their marketing arm 
with “great success” for quite some time.

Dual Standard. If the commission de-
cides to bar NVOs from co-loading full 
container loads, then it should also bar 
ocean carriers from co-loading with other 
carriers through charter agreements, Ryan 
said.

“After all, when a vessel operating com-
mon carrier issues a bill of lading for freight 
to be carried on vessels that it does not 
operate, the vessel operating common car-
rier is acting as an NVOCC,” he said.

Ernest G. Wohlwill, president of Multi- 
Modal International Inc. o f Jamaica, N.Y., 
echoed the views of many smaller forward-
ers who predicted that the FM C’s proposed 
restrictions would drive smaller firms, like 
his, out of business.

If the new regulatory regime is adopted, 
“all but the largest NVOCCs” will be driven 
from the U.S. trades, Wohlwill predicted. 
This would bring on higher shipping rates 
and a reduction in services, he added.

Jaguar Intermodal Transport’s president 
Frank Rosenberg said the only party that 
would benefit from the proposed restric-

tions would be the FMC, because the agency 
would then possess “a more complete defi-
nition of co-loading.”

Rosenberg said he could not understand 
the motive behind the FM C’s proposal. 
“Co-loading has certainly not caused rate 
levels to rise, nor is it viewed as a problem 
by the shipping public in general,” he said.

He added that the larger NVOs and the 
ocean carriers have been hurt somewhat 
because the smaller firms have allowed 
their margins to shrink in response to mar-
ket pressure. “That is not our fault,” 
Rosenberg told the FMC.

Joel C. Lopez of Valley Stream, N.Y., 
chose to voice his protest as a private citi-
zen, rather than doing it through an industry 
association.

He characterized the proposal as appear-
ing to be “very hostile towards” smaller and 
medium sized NVO firms. He also insinu-
ated that the proposal was drummed up to 
help “the ailing U.S. shipping lines.”

If this is the case, then the FMC fails to 
see the “entire problem” surrounding the 
U.S.-flag liner community, Lopez said.

And, when U.S. flag ships flag out to 
foreign registries, it would be “even more 
bizarre” if many NVO jobs were sacrificed 
for what could turn out to be a non-U.S. 
flagged industry, Lopez told the FMC.

Lopez urged the commission to return to 
a more deregulatory posture that existed 
under the leadership of former FMC chair-
man Christopher Koch.

“I hope that the commission will realize 
that these proposals are bad for business 
and are looked upon as a trade barrier,” 
Lopez concluded.

Lee Connor, president of the John S. 
Connor firm in Baltimore, also urged the 
FMC to drop the proposed restrictions.

The proposed regulations would drive 
many “law abiding” NVOs out of business, 
reduce competition, eliminate options of 
the shipping public, and produce “a spiral- 
ing effect on shipping prices,” Connor said.

And, he said a competitive marketplace 
with a sizeable co-loading industry helps to 
limit many cases of NVO abuses.

Shippers are not opposed to the current 
regime, Connor said. So, the impetus for the 
FMC proposal must have come from “spe-
cial interest groups who seek to eliminate 
competition,” Connor said.

Another opponent, Globexpress Line of 
Valley Stream, said the proposed rules sim-
ply do not make any sense.

“You w on 't gain more control over the 
industry by introducing new rules,” com-
pany spokesman J. Rogawski told the FMC. 
“All the government will create is new 
expenses, new confusion, and a greater 
headache for the FMC.” ■
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Independents join Central America conference
By Joseph Bonney

Two independent lines have joined the 
U.S ./Central America rate agreement, which 
has been reorganized in an effort to lure 
other non-conference carriers into the fold.

By joining the conference, Tropical Ship-
ping and Construction Co. and King Ocean 
Central America may help shore up dete-

riorating rates in the competitive trade.
During the last several years the U.S./ 

Central America trade has attracted a vari-
ety of new carriers —  both small operators 
and regional ventures of major lines, such 
as Maersk.

This surge in new capacity, combined 
with expansion of refrigerated fruit carriers 
that operate as common carriers southbound,

has caused rates to plunge by as much as 30 
to 40 percent (January American Shipper, 
page 30).

The conference, the U.S./Central Ameri-
can Liner Association, has seen its market 
share dwindle to about 50 percent. CALA 
members are Crowley American Trans-
port, Sea-Land and Seaboard Marine.

Although Central American Discussion 
Agreement provides conference and non-
conference operators a forum to discuss 
rates and capacity and agree on voluntary 
actions, the carriers have had difficulty 
agreeing on ways to stabilize rates.

After months of discussion, the confer-
ence decided to try to broaden its base by 
reorganizing into a new rate agreement that 
will be divided into four ratemaking sec-
tions.

CALA Becomes LASSA. The reorga-
nized conference, with Tropical and King 
joining the three CALA members, will be 
called the Latin American Shipping Ser-
vice Association.

The change takes effect March 10, with 
new tariffs becoming effective March 15. 
CALA’s existing service contracts or time- 
volume rates will be carried forward into 
the new conference. The key difference 
between CALA and the new conference, 
LASSA, is that members of the new agree-
ment will be able to operate as conference 
members in some regions and as non-con-
ference carriers in another.

One ratemaking section will cover U.S. 
ports from Maine to Cape Canaveral, Fla.; 
another will cover Florida from south of 
Cape Canaveral to Tampa; the third will 
cover the U.S. Gulf west of Tampa; the 
fourth will cover Puerto Rico and the U.S. 
Virgin Islands.

Each of the ratemaking sections will cover 
port-to-port and intermodal services to Costa 
Rica, El Salvador, Guatemala, Honduras 
and Nicaragua.

That flexibility is viewed as a key to the 
conference’s hopes for enticing other inde-
pendent carriers to join the agreement.

The idea of ratemaking sections has been 
used in other conferences, notably the Medi-
terranean.

Joe De Braga of the Hollywood, Fla.- 
based Associated Conference Secretariat, 
which handles the agreement’s affairs, the 
sectional arrangement is the main differ-
ence between CALA and LASSA.

He said the new sectional arrangement 
should help some carriers feel more com-
fortable with conference membership. ■
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Washington Briefs

Clinton will nominate Scroggins to FMC
President Clinton will soon nominate the senior deputy port 

director of the Tampa Port Authority, Joe Scroggins, to the Federal 
Maritime Commission.

Scroggins, an independent, is expected to fill one of the seats 
normally set aside for the minority Republican party. However, 
federal regulations do not specify that a minority seat has to be 
filled by someone belonging to one of the two major political 
parties.

The selection of Scroggins also fits in with the Administration’s 
policy of appointing as many minorities as possible to posts in the 
federal government. Scroggins is black.

In an interview, Scroggins said that he has over the years shifted 
back and forth between the Republican and Democratic parties.

Scroggins backs the Clinton Administration’s programs. He 
indicated he will easily fall in line with the more pro-regulatory 
policies that are beginning to emerge under FMC chairman W ill-
iam D. Hathaway.

TAA fails to defuse Danish case
Two Danish shipper associations continue to press their claim 

that the Trans-Atlantic Agreement illegally refused to grant them 
“me-too” status on a service contract.

The complaint, by Container Freight International and Danish 
Consolidation Services, is the first against TAA to be presented to 
the Federal Maritime Commission.

TAA attempted to defuse the complaint by allowing one of the 
associations, DCS, to qualify for terms of a competitor’s rate on 
shipments of Danish furniture to the U.S. DCS accepted the “me- 
too” status on the furniture shipments, but said it still wants to be 
considered a similarly situated shipper on 20 other commodities 
covered by competitors’ service contracts.

TAA also claims CFI and DSC really are profit-making freight 
forwarders instead of true shippers’ associations. The associations 
deny that allegation.

The shippers’ associations accuse the TAA of several violations 
of the 1984 Shipping Act, but the key issue is TAA’s refusal to 
provide the associations with terms similar to those in contracts 
offered individual shippers.

The associations said that on shipments of Danish furniture to 
the U.S., the TAA offered them rates of $1,425 per 20-foot 
container, based on a minimum volume of 600 TEUs a year.

The shippers’ associations said Ikea, a major individual shipper, 
received a better deal from TAA —  $852 per container for a 
minimum volume of 1,520 TEUs (February American Shipper, 
page 42-1).

The associations said the sharply different rates offered associa-
tions and individual shippers are part of an effort by TAA to divide 
and conquer by discouraging shippers from forming associations.

The Danish associations say they want “me-too” status on 20 
other commodities besides furniture for which the TAA signed 
contracts with individual shippers. DCS said it was not satisfied 
with TAA’s “last minute” rate concessions on furniture, but 
accepted it out of “commercial necessity.”

Self-policing comes to the Mediterranean
In return for not having to pay civil fines for past malpractices, 

14 carriers in the U.S.-Northern Mediterranean trade have agreed 
to enter into a self-policing agreement.

The U.S.-Med agreement is the third to surface in the U.S. 
foreign trades, and pretty much completes a longstanding goal of

the Federal Maritime Commission to have self-policing in all 
major U.S. foreign trades.

Self-policing first appeared in the transatlantic in 1988.Late last 
year, the FMC finally won an agreement to cover the transpacific, 
which for years had been plagued by malpractices.

The FMC has been investigating trade practices in the Mediter-
ranean “off and on” for about two years, said the FM C’s William 
Jarrel Smith, Jr. The negotiations leading to the self-policing 
agreement took approximately six months, Smith said.

Although the FMC was not specific regarding malpractices in 
the trade, a settlement agreement between the agency and the 
carriers states that the signatories will detail compensation paid to 
freight forwarders handling westbound cargo.

While the Mediterranean probe was halted after the agreement, 
Smith said the FMC will monitor the progress of the agreement. He 
added that self-policing will help ensure future compliance with 
the 1984 Shipping Act.

Glanzer retires at FMC; Smith succeeds him
Seymour Glanzer has retired as director of the Federal Maritime 

Commission’s bureau of hearing counsel and has been succeeded 
by William Jarrel Smith, Jr.

Smith had been director of the FM C’s bureau of investigations. 
That post has been filled by Norman W. Littlejohn, previously 
director of the bureau of administration.

Succeeding Littlejohn as director of the bureau of administration 
is Sandra L. Susumoto, previously deputy director of the bureau of 
trade monitoring and analysis. Susumoto also has been appointed 
to the FM C’s senior executive service.

Glanzer had been director of the bureau of hearing counsel, an 
office whose duties include prosecution of enforcement cases, 
since 1986.

Earlier he served 12 years as an FMC administrative law judge 
and 13 years as an attorney for the Interstate Commerce Commis-
sion, where he was regional counsel in the agency’s New York 
office from 1959 to 1969.

Glanzer was senior counsel to Hertz Corp. from 1969 to 1971.

Aaron Reese, former FMC managing director, dies
Aaron W. Reese, managing director of the Federal Maritime 

Commission from 1970 to 1974, died Jan. 21 at his home in Harpers 
Ferry, W. Va.

Reese was appointed managing director of the FMC by then- 
chairman Helen Delich Bentley in 1970. He served until 1974, until 
he was named Bentley’s confidential assistant, a post he held until 
1975, when he resigned. Reese returned to the FMC as a trial 
attorney in 1977 and was director of the commission’s bureau of 
hearing counsel from 1984 until 1986. He retired in 1994.

FMC withdraws proposal on shipper associations
The Federal Maritime Commission has dropped a proposal to 

change the way a shippers’ association is defined in the FM C’s 
rules on service contracts and automated tariff filing.

The FMC said industry comments indicated that the rule change, 
proposed in 1992, was not necessary.

The original proposal would have allowed two or more shippers 
to sign ocean-carrier service contracts without forming a shippers’ 
association. The proposed change also would have clarified the 
terms “consolidators" and “nonprofit basis” as used in the defini-
tion.

The proposed rule change drew opposition from carriers, ship- 
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pers’ associations and transportation middlemen, who said legal 
and practical problems would result (August 1992 American 
Shipper, page 19).

U.S. sends a signal to China on transshipments
Having failed on the diplomatic front to deal with illegal trans-

shipments of Chinese imports to the U.S., the U.S. government has 
reduced Chinese textile and apparel import quotas by as much as 
35 percent. The quota cuts began Jan. 17.

The Chinese accepted the quota cuts so they could continue to 
have access to the U.S. market, but the Chinese also requested 
another round of talks.

Illegal transshipments and overshipments which violate U.S.- 
China trade agreements are at the root of the problem.

An investigation started by Customs in April 1991, “Operation 
Q-Tip,” shows some $2 billion per year in goods have been 
illegally imported into the U.S. from China. Customs found at least 
25 countries are being used in illegal transshipments.

Customs’ investigation also has uncovered a number of illegal 
schemes stemming from transshipment points in Europe, Asia, 
Africa, South America, and Central America. Evidence gathered 
so far shows that some 130 importers located in 14 states are being 
targeted as possible violators in the transshipment and quota 
avoidance schemes.

Between 1990 and 1993, China allegedly shipped in excess of its 
quota anywhere from 48 percent to 58 percent of some 88 catego-
ries of textiles and apparel products.

Shipbuilding-subsidy negotiations to continue
After four and a half years of waiting for western and Asian 

diplomats to reach agreement to end world shipbuilding subsidies, 
U.S. shipbuilders have all but abandoned hope that such an agree-
ment will be reached.

The international negotiations are scheduled to resume in March, 
but John Stocker, president of the Shipbuilders Council of America, 
considered asking the Clinton Administration to suspend the talks 
after the most recent round failed to resolve these issues:

•  Japanese financing problems under which Japanese ship-
yards are given preferential financing through the Japanese Devel-
opment Bank.

•  Making government-supported financing of export ships on 
preferential terms subject to the same dispute-settlement proce-
dures as other subsidy schemes.

•  European opposition to the Jones Act, which restricts the U.S. 
domestic market to U.S.-built ships.

Stocker said the shipubuilders may ask the U.S. government to 
suspend the negotiations so that the Gibbons and Breaux bills, 
which would impose duties on ships that call in U.S. ports after 
being built with the aid of subsidies in foreign shipyards.

New Lykes transatlantic route aimed at military cargo
Lykes Lines has added a second North Atlantic route, but the 

new service will primarily haul military cargo and is expected to 
have little impact on the commercial market.

Lykes’ new service began operation in January on a twice- 
monthly between the U.S. ports o f Norfolk, Baltimore and New 
York and the European ports of Antwerp, Felixstowe and Le 
Havre.

The new service is being run with two 1,600-TEU ships that 
were among six in Lykes’ weekly transatlantic service between the 
North Europe and U.S. East and Gulf coasts and Mexico. The two 
ships that were shifted to the new service have been replaced with 
vessels chartered by Deppe Line, which has a transatlantic space- 
charter agreement with Lykes.

Eugene F. McCormick, Lykes president and chief operating 
officer, said the new routing resulted when Lykes lost to Sea-Land 
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Service in bidding for two transatlantic service contracts with the 
military. Together, the contracts involve about 15,000 TEUs a 
year.

To fill the gap left by the lost military business, Lykes fell back 
on its commercial worldwide contract for general military ship-
ments in the transatlantic. That contract, awarded annually, pro-
vides the low bidder with access to up to 75 percent of the available 
military cargo.

Lykes was low bidder for the current 12-month period, which 
runs to May 31. But while Lykes can haul up to 75 percent of the 
cargo, actual liftings have been only about 25 percent.

To get more of the available 75 percent, Lykes had to “go where 
the cargo is,” which meant direct calls by U.S.-flag ships at 
Norfolk, Baltimore and New York, McCormick said.

Crowley, Thompson, Tropical in Mexican agreement
Three shipping lines in the U.S./Mexico trade have formed a 

discussion agreement to permit them to discuss rates and other 
issues without running afoul of antitrust laws.

Crowley American Transport, Thompson Shipping Co. and 
Tropical Shipping and Construction Co. are members o f the 
Mexican Discussion Agreement.

The agreement covers the trade between U.S. Atlantic and Gulf 
Coast ports and inland points and ports and points in Mexico.

Ceres files complaint against Baltimore port
Ceres Marine Terminal Inc. has filed a complaint with the 

Federal Maritime Commission, accusing the Maryland Port Ad-
ministration of discrimination in services and lease terms.

The complaint alleges violations o f the 1916 and 1984 shipping 
acts. The complaint seeks reparations and legal expenses, but does 
not specify the amount.

Ceres alleged that the port authority has given preference to 
Maersk/Universal, the other privately owned stevedoring opera-
tion at Baltimore’s North Dundalk Marine Terminal.

The complaint also alleges that the MPA gave preferential 
treatment to Hale Intermodal Marine Co., which competes with 
Ceres in container-on-barge service between N orfolk and 
Baltimore’s Dundalk terminal.

Ceres alleged that the port authority granted more favorable 
lease terms and better crane service to Maersk/Universal while 
refusing to allow Ceres to install one o f its own cranes at Dundalk.

NIT League opposes Transcon challenge
The National Industrial Transportation League is opposing a 

legal challenge that the trustee of the bankrupt Transcon truck line 
has filed against the Negotiated Rates Act of 1993.

The act established procedures for settling the controversy over 
back charges for the difference between tariffs on file with the 
Interstate Commerce Commission and unfiled negotiated rates.

The bankruptcy trustee for Transcon, a California-based truck-
ing company that was one of the largest motor carriers to fail in the 
post-deregulation era, claims the act does not apply to bankruptcy 
cases.

“It is ludicrous to contend that Congress exempted bankrupt 
estates from the application of the (act),” the NIT League said. 
"Bankruptcy trustees, and their armies of dunning and collection 
mercenaries, are the reason why the (act) was enacted into law.”

NIT League offers undercharge-relief workbook
The National Industrial Transportation League says copies of 

the workbook used in its recent briefings on the trucking-under- 
charge relief law are available.

The workbooks can be ordered from the league office in Arling-
ton, Va. The price is $50 for members and associates and $75 for 
others.
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Zim eyes Latin expansion
Kingston second-largest hub along east-west route.

By Joseph Bonney___________________________

A year after entering the U.S./South 
America trade, Zim Israel Shipping Co. is 
talking about adding capacity.

The carrier says it may add capacity on 
both its main north/south route and two 
feeder loops that operate out of Z im ’s re-

gional hub in Kingston, Jamaica.
The main north-south service between 

North and South America now operates 
with four ships, each with capacity of less 
than 1,000 twenty-foot-equivalent units.

Joseph Merante, senior vice president at 
Z im ’s New York office, said Zim is “evalu-
ating” whether to add tonnage on that route.

He said several options are being consid-
ered, with a decision expected by summer.

Zim ’s Americas route intersects with the 
carrier’s long-established east-west services 
at Kingston, a port with regional feeder 
services.

Zim is close to announcing upgrades on 
two of those feeder routes —  a Caribbean 
circuit that runs from Kingston to San Juan 
and Santo Domingo and back to Kingston, 
and a G ulf service with a rotation of 
Kingston, Veracruz, Houston, New Orleans 
and Kingston.

The Caribbean feeder operates with one 
550-TEU vessel on a sailing frequency of 
eight to nine days. The Gulf service uses a 
750-TEU vessel with a 14-day round trip.

“Our goal is by the summer of 1994 to 
provide additional capacity on both feeder 
routes and increased frequency on our Gulf 
of Mexico feeder,” Merante said.

Z im ’s entry into the U.S./South Ameri-
can trade last year raised jitters among 
competitors. They feared Zim would use its 
non-conference status to undercut rates in a 
trade that has attracted several new entrants 
in the last few years.

However, other carriers say Zim has had 
only a modest impact on the highly com-
petitive market.

Zim declined to follow the Inter-Ameri-
can Freight Conference’s lead recently when 
the IAFC announced plans for a 5 percent 
across-the-board rate in tariff rates. How-
ever, executives at both Zim and other 
carriers played down the significance of 
that decision.

Merante pointed out that many cargoes 
in the trade move at rates whose benchmark 
is not the conference tariff but a lower 
service-contract rate. “We have to meet 
those levels to compete for major moving 
commodities.”

Merante said Zim ’s north-south route 
has been profitable. “We have made money” 
on the route, he said. “We have not lost any 
money from day one.”

He said Zim started with a base of cus-
tomers from the carrier’s other routes to the 
Mideast, Far East and the Mediterranean.

U.S./South American cargo on Zim ’s 
north-south service is supplemented by 
transshipment cargo funneled to and from 
Zim ’s main east-west route and regional 
feeders via Kingston.

Merante said Kingston has emerged as 
Zim ’s second-busiest transshipment hub, 
with annual throughput of more than 70,000 
containers of various sizes.

But while a large amount of cargo to and 
from other points is relayed at Kingston, 
Merante pointed out that ships in Zim ’s 
north-south service sail all the way from the 
U.S. to South America and back. ■
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Crystal ball for APC is cloudy
Company’s profits rose sharply in 1993 but 
transpacific westbound rates dropped sharply.

By Richard Knee

American President Cos. reported profit 
increases of 100 percent for the fourth quar-
ter and 41 percent for the entire year in 
1993, but company and outside sources 
said the outlook for this year contains some 
question marks.

Transpacific westbound rates appear to 
be the greatest cause for concern.

Fourth-quarter net income for Oakland, 
Calif-based APC rocketed from $10.6 mil-
lion, or 64 cents per common share, in 1992 
to $21.2 million, or $1.31 per share in 1993.

The latter figures were fully diluted be-
fore a two-for-one stock split that became 
effective last Jan. 28, APC said.

Fourth-quarterrevenues rose from $671.2 
million in 1992 to $761.8 million in 1993 
and operating income jumped from $19.8 
million to $32 million.

Full-yearnet income climbed from $56.5 
million, or $3.39 a share, to $80.1 million, 
or $4.99 a share, fully diluted before the 
stock split. Revenues edged up from $2.51 
billion to $2.59 billion and operating in-
come slipped from $ 140.1 million to $ 132.9 
million.

Result comparisons were partly affected 
by the fact that the reporting periods for 
1993 were a week longer than those for 
1992 — 15 weeks versus 14 for the quarter 
and 53 versus 52 for the year, investor 
relations director Randall Gausman said.

More Cargo, Lower Rates. A PC’s 
transportation arm, American President 
Lines, experienced cargo-volume increases 
in all the company’s theaters of operation, 
both for the quarter and for the full year.

Consequently, APL ’ s revenues rose even 
though average rates in most sectors de-
clined.

APL’s operating expenses as a percent-
age of revenue dipped from 91 percent to 89 
percent for the fourth quarter and increased 
from 88 percent to 89 percent for the full 
year.

Real estate sales for APC rose from $4.6

APC Operating Highlights
Year Ended 12/31/93 12/25/92

Volume in FEUs carried
INTERNATIONAL
Import 214,300 206,800
Export 155,500 147,600
Intra-Asia 173,300 146,100
Total International 543,100 500,500

STACKTRAIN
International 192,600 190,900
North America 345,600 316,900
Total Stacktrain 538,200 507,800

Average revenue per FEU
INTERNATIONAL
Import $4,107 $4,013
Export $3,200 $3,385
Intra-Asia $1,899 $2,030

STACKTRAIN $1,315 $1,327

Transp. operating expense
(in millions)

Land Transport $933.7 $933.0
Cargo Handling $516.2 $470.4
Vessel, Net $295.6 $281.3
Transp. Equip. $184.2 $181.5
Info. Systems $49.6 $49.5
Other $302.6 $286.5

Total $2,281.9 $2,202.2

Oper. Cost per FEU $2,568.0 $2,694.0
% of Transp. Rev. 89.0 88.0
Source: American President Cos.

million to $7.5 million for the quarter and 
from $6 million to $ 16 million for the year.

While APL expects continuing growth in 
the North America stacktrain and intra- 
Asia shipping markets, the company is con-
cerned about where rate levels will go, 
particularly in the westbound transpacific, 
said APC chairman John M. Lillie.

Average revenues per 40-foot container 
(FEU) in that trade plunged from $3,453 to 
$2,997 for the fourth quarter and dropped

from $3,385 to $3,200 for the full year.
The only trade in which average rates 

improved was the eastbound transpacific: 
from $4,025 to $4,063 for the quarter and 
from $4,013 to $4,107 for the full year.

“The coming year, APC has to play a lot 
of catch-up. There was a lot of extraordi-
nary income (in 1993) that the company 
won’t have (this) year,” said Burton Strauss, 
a transportation-stock analyst for Lehman 
Bros.

The extraordinary gains were from real 
estate and ship sales and from equipment- 
detention charges related to Operation 
Desert Storm, Strauss said.

The detention charges dwindled in 1993 
from $41.2 million to $5.9 million, though 
for the fourth quarter they rose from $2.9 
million to $3.6 million.

Gausman reported that all detention 
claims have been settled and are expected 
to contribute about $ 10 million to operating 
income this year upon collection.

APL sold two of its older vessels and 
some containers for $3.6 million in the 
fourth quarter, he said.

Also likely to affect APC this year, ac-
cording to Strauss, are the money being 
spent for new ships; contract negotiations 
with unions representing seagoing person-
nel; and the fate of maritime subsidy issues 
in Washington.

Other Developments. Lillie, mean-
while, pointed to a number of develop-
ments affecting A PC’s bottom line:

•  General and administrative expenses 
“to improve companywide systems and 
processes” will jump from $9 million in 
1993 to about $27 million this year.

The improvements will effect cost sav-
ings in future years, Lillie said.

•  A PCissued$150m illionw orthof7 1/ 
8 percent senior notes last Nov. 29 that will 
become due in 2003, and issued $150 mil-
lion of 8 percent senior debentures on Jan. 
12, due in 2024.

Some of the proceeds from those issues 
went to repay some $72 million in bank 
loans, and the balance are to go for financ-
ing capital expenditures, including progress 
payments for shipbuildings, Lillie said.

•  Capital spending will rise from $156 
million in 1993 to an estimated $270 mil-
lion this year.

The 1993 figure included $91 million for 
shipbuilding in-progress payments and the 
purchase of two previously leased vessels.

This year’s amount includes $55 million 
for shipbuilding in-progress payments, with 
the rest going chiefly for refrigerated con-
tainers, chassis, terminal improvements in 
North America and Asia, and computer 
systems, Lillie said. ■
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TSA lines seek $190/FEU increase
Would affect both tariff and contract shipments.

By Richard Knee____________________________

A base-rate increase of $ 190 per 40- foot 
container (FEU) on U.S. imports from Ja-
pan is the declared goal of a coalition of 13 
ocean carriers, but an oversupply of vessel 
capacity could work against the efforts of 
the group, known as the Transpacific Stabi-
lization Agreement.

W ashington-based attorney R obert 
Peavy, the TSA’s chief spokesman, said the 
carriers would attempt rate increases on 
shipments moving under both tariffs and 
service contracts.

Reaction from the importing community 
was surprisingly mild, though some per-
sons contacted observed that the carriers 
would be up against the simple law of 
supply and demand.

The TSA is not a conference, it does not 
file tariffs or execute service contracts with 
shippers, and its decisions are not binding 
on its members.

Rate goals are intended as general guide-
lines, and it is assumed that carriers will aim 
for proportionate increases affecting other- 
size shipments.

Given the rate erosion that has occurred 
over the past eight years, a $190-per-FEU 
increase would be “within reason,” said 
Bill Coogan, senior vice president, ocean, 
for Expeditors International, a Seattle-based 
customs broker and freight forwarder.

“But I ’m not sure it’s something that will 
come to pass, because of laws of supply and 
demand,” Coogan said.

With service-quality levels pretty much 
even among the carriers, he said, it is rate 
differences that will determine who gets the 
cargo, he said.

“I don’t see an increase of this magnitude 
being implemented by the independent car-
riers,” said Tom Eye, manager of interna-
tional distribution for J.C. Penney.

Given the overtonnaging in the trade, he 
said, non-conference lines will be able to 
boost their rates by $50 per FEU at most, 
although it is too early to tell.

Barry Horowitz, vice president of Direct 
Line Cargo Management Services (CMS), 
a cargo-consolidation firm, had a reaction 
that was surprisingly generous toward the 
TSA.

Horowitz, previously international trans-
portation director of Nike Inc., has been 
critical of conference actions and policies.

“I think they’re going to get some money 
this year,” he said of the TSA-member

lines. “I think they probably need it. ... At 
some point or another, I think we all recog-
nize this is going to happen.”

The TSA, which earlier announced a 
rate-increase goal of $225 per FEU in the 
trades from other Far Eastern countries, has 
set caps on capacity availability in an at-

tempt to minimize space oversupply.
During the quarter ended Feb. 28, carri-

ers set aside 14 percent of their aggregate 
physical space as off limits to cargo. Rarely 
if ever, though, has the availability limita-
tion forced a shipment off a vessel.

All nine members of the Transpacific 
Freight Conference of Japan and the Japan- 
Atlantic/Gulf Conference belong to the 
TSA.

Also participating in the TSA are inde-
pendents Evergreen, Hanjin, Hyundai, and 
Yang Ming. B

We've just upgraded our 
service to Europe in a big way.

ANNOUNCING RO/RO SERVICE FROM NEW YORK 
TO EUROPE EVERY TEN DAYS

The Big App le ...B roadw ay...the Twin Towers...HUAL. Now we’re a big part 
of New York. Because Hoegh-Ugland Auto Liners’ Ro/Ro vessels call New York 
direct enroute to Europe.

And, we’ve added Antwerp to our direct service port rotation, which includes 
A m s te rd a m , B re m e rh a v e n , E m den and L e H a v re . O f co u rse , if i t ’s m ore 
convenient for you, we still make direct calls at Baltimore, Brunswick, Charleston, 
Davisville, Halifax, Jacksonville and Wilmington, Delaware.

W e’re going to prove “ If you can make it here, you can make it anywhere.’ 
Call us now for schedule and booking information.

A
AUTOLINERS 5  INCORPORATED

General Agents for Hoegh-Ugland Auto Liners A/S •  (516) 935-1600
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Sea-Land orders 4,000-TEU ships
To operate in Pacific. Three ex-USL ships to be modified.

By Joseph Bonney

Sea-Land Service plans to spend approxi-
mately $250million to build four new 4,000- 
TEU containerships and boost the speed of 
three former United States Lines Econships.

The new ships will be built in Japan and 
delivered in late 1995 and early 1996. They 
will be used in Sea-Land’s transpacific ser-
vices, where Sea-Land shares space with 
Maersk in services that provide six weekly 
sailings in each direction.

The modifications to the three former 
Econships will increase their speeds to 21 
knots from the current 19 and allow them to 
be used to replace existing tonnage on any 
of several trade routes, Sea-Land said.

Sea-Land has 12 of the former Econships, 
now known as the Atlantic class, that were 
acquired in 1988 after USL’s bankruptcy. 
These ships, originally built to carry up to 
4,200 TEUs, now carry about 3,400 TEUs 
in the transatlantic, where Sea-Land par-
ticipates in a vessel-sharing agreement with 
P&O Containers and Nedlloyd.

Sea-Land ’ s fleet renewal plans have been 
the subject of speculation for several years.

The most modem large containerships in 
the carrier’s fleet now are the transpacific 
D-9s, which were built in the early 1980s 
and later modified to their current capacity 
o f2,500 TEUs, and the Atlantic class, which 
also date to the early 1980s.

Investment in construction and modifi-
cation of ships for Sea-Land represents a 
vote of confidence by parent CSX Corp

Under chairman John Snow, CSX has 
put its subsidiaries under relentless pres-
sure to produce a positive return on capital. 
At current rates, that means a return of 9 to 
10 percent on capital invested.

After years of cost-cutting and re-engi-
neering, Sea-Land achieved that goal in 
1993, with operating income of $193 mil-
lion, up 28 percent, on revenue of $3.2 
billion.

Sea-Land will await maritime policy 
developments in Washington before decid-
ing whether to put its new ships under the 
U.S. flag.

American President Lines and Lykes 
Lines, which also have ordered new for-
eign-built containerships in recent months, 
are taking a similar approach.

Snow said Sea-Land plans to operate the 
modified Atlantic-class vessels under the 
U.S. flag, “assuming maritime reform is 
enacted in this session of Congress.” The
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Atlantic-class ships don 't receive operating 
subsidy but are eligible for preference car-
goes set aside for U.S.-flag ships.

Snow said Sea-Land “would welcome 
the opportunity to operate the new vessels 
under U.S. flag ... if the reform package is 
appropriately funded and if it adopts inter-
national standards for vessel specifications.” 

Reforms sought by U.S.-flag carriers in-
clude revision of Coast Guard design rules 
that add to the cost of flying the U.S. flag.

Although the price of the new ships was 
not disclosed, CSX and Sea-Land officials 
said they were pleased.

John P. Clancey, president and chief op-
erating officer of Sea-Land, said the new 
vessels will be used to replace higher-cost 
ships. Company officials said the new ships 
are viewed as replacement tonnage instead

By Tony Beargie

The Justice Department decision which 
opened up lucrative military cargoes to 
foreign flag partners in Vessel Sharing 
Agreements (VS A) has sparked a counterof-
fensive from Sea-Land Service.

Acting on two fronts— the judiciary and 
the Congress —  Sea-Land hopes to reverse 
the ruling, which forced the Maritime Ad-
ministration to change charter orders con-
tained in several vessel sharing agreements.

If allowed to stand, these changes would 
open military cargoes to Sea-Land’s for-
eign-flag VS A partners, P&O Containers 
and Nedlloyd, in the transatlantic trade.

In recent years, government preference 
cargoes have accounted for 18 to 20 percent 
of Sea-Land’s transatlantic revenues. In 
1992 and 1993, the MSC was “by far” the 
company’s largest customer, Sea-Land at-
torney Richard L. Brusca said.

American President Lines— Sea-Land ’ s 
“partner” in major legislative issues —  is 
backing Sea-Land in the VSA case.

While the DOJ decision is at the heart of 
Sea-Land’s problem, the lawsuit names the 
Transportation Department and MarAd, 
since it was MarAd that changed the VSA 
charter orders.

A court decision is needed before June 1 
so that Sea-Land will be able to submit bids 
to carry Military Sealift Command cargo.

of increased capacity.
The new ships, to be called the Express 

class, will have speeds of 24 knots. The D- 
9s that the new vessels will replace have top 
speeds of only 20 to 21 knots.

Sea-Land said it was evaluating bids by 
several finalists for modification of the three 
Atlantic-class ships. The work is expected 
to be completed by late 1994.

The work will include replacing the pro-
pellers and bow sections, shortening the 
ships by more than 100 feet and modifying 
propulsion to increase horsepower.

The A tlantic-class vessels, built for 
United States Lines’ ill-fated round-the- 
world service, originally were designed to 
sail at 16 knots. After buying the ships at the 
bankruptcy sale for a bargain price of $9 
million each, the company made limited 
modifications and reduced their capacity.

With their low capital cost, the former 
Econships have been a good investment. 
However, their size and relatively slow 
speed has made them unsuitable for most 
trade routes other than the transatlantic. ■

Otherwise, the MSC may try to disqualify 
Sea-Land from the bidding process.

Sea-Land wants oral arguments sched-
uled before the court recesses for the sum-
mer, and is ready to begin the brief 
submission process in early March.

The dispute is rooted in Sea-Land’s 1988 
acquisition of 12 transatlantic ships from 
bankrupt United States Lines. When MarAd 
approved the acquisition, the agency pro-
hibited Sea-Land's VSA partners from car-
rying MSC cargo on the ships.

Five years after the ships changed hands, 
the MSC won a favorable ruling from the 
Justice Department. (January American 
Shipper, page 11.)

Sea-Land was not permitted to take part 
in the Justice Department inquiry which 
preceded the legal opinion ordering the 
changes in the VSA agreements. However, 
the Defense and Transportation departments 
were allowed to comment.

Meanwhile, Senate Commerce Commit-
tee chairman John Breaux, D-La., and Sen. 
Daniel K. Inouye, D-Hawaii, made it clear 
that the DOJ order will not slip by without 
congressional oversight.

Both men are concerned that the ruling 
would weaken all government-impelled 
cargo preference programs. Opening up 
these cargoes to foreign flag partners would 
weaken the U.S.-flag merchant marine and 
the nation’s security, Breaux said. ■

Sea-Land takes VSA ruling to court
Congress also set to get into military cargo dispute.



CROWLEY’S THE ONE
the U.S. East and Gulf Coasts, 
and nations in South Am erica, 
Central A m erica and th ro u g h -
ou t the Caribbean.

C row ley’s the one to  
call when yo u ’ re looking 
fo r  m ore value fo r  you r 
sh ipp ing  dollar. W hether 
it ’s p rom p t access to  rates, 
convenient booking, cargo 
status tracking , EDI, the 
m ost sa ilings to  the m ost

destinations, o r any o f our 
other services, C row ley offers 
you m ore than anyone else.

For details on any of 
C row ley’s value-added 
services ta ilo red to  meet 
you r specific  needs, contact 
the in d u s try ’s num ber one 
team  of over 150 sales 
professiona ls in 35 offices, 
supported by 5,000 
dedicated em ployees.

To The 
Americas

Crow ley’s the one carrier 
provid ing m ore services 
between the Am ericas than 
anyone else. Services include 
container, ro ll-o n /ro ll-o ff, and 
specialized cargo capabilities 
between the m ost ports on

Elena Jimenez,
Senior Account Executive, 
is in Crowley’s sales office 
in Miami, Florida, helping 
to provide our customers 
with more shipping 
service for their

@  CROWLEY AMERICAN TRANSPORT, INC.
Operating Headquarters: North Regency Two, 9487 Regency Square Blvd., Jacksonville, FL 32225 

Bookings & Rates and Customer Service: 1-800-CROWLEY (1-800-276-9539)
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Translink seeks transatlantic niche
Eastbound North Atlantic service will be part o f two-ocean 
route connecting U.S., Europe, Tahiti and New Zealand.

By Joseph Bonney

A French-owned carrier, Translink Navi-
gation, will target forest products and other 
containerized, breakbulk and ro-ro cargo as 
it seeks a niche in the eastbound North 
Atlantic market.

The non-conference carrier plans a sail-
ing every 15 days. Translink operates six 
multipurpose ships, each able to carry up to 
600 tw enty-foot-equivalent units, plus 
breakbulk and roll-on, roll-off cargo.

The competitive transatlantic market 
hasn ’t been kind to new com ers. But 
Translink is hedging its bets by including 
the new route as part of a broader two-ocean 
service.

For two years, Translink has operated 
westbound round-the-world route linking 
Europe, Tahiti, New Zealand, Southeast 
Asia and the Mideast. That service is being 
revised to go from Europe through the

Panama Canal to Tahiti and New Zealand, 
back through Panama to the U.S. East Coast, 
and back to Europe.

Markets. The new routing will tap sev-
eral markets while reducing container-re-
positioning costs, said Raym ond J.R. 
Dowding, group development manager for 
Translink.

Dowding said Translink already is doing 
well on the Europe-to-Pacific route. The 
French possessions of Tahiti and New 
Caledonia import “everything but every-
thing —  frozen peas to diapers,” he said.

From New Zealand, Translink’s primary 
commodity is expected to be frozen meat. 
The New Zealand-to-U.S. market is “rela-
tively small,” Dowding said, but will posi-
tio n  T ran s lin k  to  carry  eastbound  
transatlantic cargo.

After discharging at Savannah and Balti-
more, Translink’s ships will have most of

their capacity available for U.S. exports to 
Europe, Dowding said.

“If you take 500 TEUs as an average 
capacity, we estimate 85 percent of that will 
be available to load out of the East Coast,” 
he said. “W e’ll also be able to load up to
3,500 tons of breakbulk and ro-ro cargo.” 

Dowding acknowledged that much trans-
atlantic cargo is locked into service con-
tracts with the Trans-Atlantic Agreement 
or established independents. But he said 
“there’s quite a bit o f free cargo out there.” 

Forest-products exporters, for example, 
have complained about TAA rate increases 
and have been seeking an alternative.

Niche. W ith sailings every 15 days, 
Translink isn’t likely to become a big factor 
in the transatlantic. But Translink officials 
say that with their other markets, they can 
do well as a niche player.

Translink’s new routing will be a partial 
about-face in the carrier’s current westbound 
round-the-world rotation.

For the last two years Translink has sailed 
from Hamburg, Rotterdam, Dunkirk and 
Le Havre in North Europe; via Panama to 
Papeete, Noumea, Auckland and Lyttelton, 
New Zealand; then to Southeast Asia, the 
Red Sea ports o f Hodeidah and Aqaba, the 
Suez Canal and back to Europe.

The new ro tation  w ill be T ilbury, 
Antwerp, Dunkirk, Le Havre, through the 
P anam a C anal to Papeete , N oum ea, 
Lyttelton, Auckland, back to Papeete, the 
Panama Canal, the U.S. ports of Savannah 
and Baltimore, and back to Tilbury.

The line’s inbound and outbound ser-
vices to U.S. ports will be represented by 
Gulf and Atlantic Maritime Services, based 
in Iselin, N.J.

Dowding said Translink began evaluat-
ing new routing options when it decided it 
wanted to improve service frequency on its 
southbound Europe-to-Tahiti and New 
Zealand leg.

To improve service frequency, Translink 
needed to either add two ships or shorten 
the 108-day round-the-world voyage. The 
new routing shaves 15 days off the round 
trip, Dowding said.

Translink is headed by William Ravel, 
who several years ago made news by taking 
over a service between Europe and New 
Zealand from Hyundai Merchant Marine in 
the wake of accusations that the South Ko-
rean carrier had engaged in dumping, or 
deliberate underpricing of its services.

In addition to its newly revised service, 
Translink operates Condor Line, which sails 
every 18 days from Argentina to South 
Africa, Southeast Asia, Japan and back, and 
a service linking New Zealand with Pacific 
islands. ■

24 AMERICAN SHIPPER: MARCH 1994

Ports of Virginia have the natural advantage 
of being only 18 miles from  the open sea w ith 50 
foo t channels and no obstructions that allow in-
creased maneuvering of even the larger vessels.

We provide a direct link from the terminals to 2/3 of 
the U.S. population w ithin 24 hours. As a gateway 
to the world we offer 75 lines and one of the most fre-
quent direct sailing schedules on the U.S. East Coast.
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NYK Line, NOSAC join forces
NYK-NOS car and truck carrier service to 
South America, the Mideast and Mediterranean.

By Gary Burrows___________________________

Nippon Yusen Kaisha (NYK) Line and 
Norwegian Specialized Autocarriers Inc. 
(NOSAC) have joined together to offer a 
dedicated pure car truck carrier (PCTC) 
service between the U.S. East Coast and the 
east and west coasts of South America.

NYK-NOS, as the partnership is known, 
also plans to start a PCTC service between 
the U.S. East Coast and the Mediterranean, 
Red Sea and Persian Gulf in March.

Each carrier has contributed one vessel 
to the service, which started in January. A 
third will be contributed by one of the 
partners by the end of March, coming from 
service either in the Far East or Europe, said 
Jan Ey vin Wang, president of NOS AC. The 
vessels will have an average capacity of 
about 3,500 cars.

NYK Line, which operates the largest 
fleet of car carriers in the world, has been 
providing car carrier service from Japan to 
South America for more than 15 years.

NOSAC has been offering a service from 
Florida to Venezuela and Colombia, serv-
ing major automobile manufacturers, for 
about two years. The carrier expanded that 
service about nine months ago to include 
Chile, Wang said.

“We were running one PCTC from Jack-
sonville and Miami all the way down to 
Chile and up again,” Wang said.

“The NYK-NOS service takes this con-
cept and expands it to the East Coast. Not 
only will NYK-NOS cover both the east 
and west coasts, we’re giving shippers the 
option to load in New York and Baltimore,” 
he said.

NYK-NOS has appointed Stevens Ship-
ping and Terminal Co. as agent in North 
Florida for both the South America and 
Mideast services. Wilhelmsen Lines (USA) 
Inc. represents NYK-NOS throughout the 
rest of the United States and Canada.

Rotation. The South America service will 
callNew York, Baltimore, Jacksonville and 
Miami every two weeks, loading alternately 
for South America’s east and west coasts.

The vessel rotation creates a double loop 
between the U.S. ports and both coasts of 
South Am erica, in effect providing a 
monthly service to the South American 
ports of Puerto Cabello, Venezuela; Santa 
Marta, Colombia; Ecuador; Callao, Peru; 
and Arica/Iquique and Valparaiso/San An-
tonio, Chile.

“Then the same vessel will go up through 
the Panama Canal back to New York, then

load the same U.S. ports to go to Brazil with 
discharge in V itoria and Santos; then 
Montevideo, Uruguay; and Buenos Aires, 
Argentina. Then the vessel goes back to 
New York,” Wang said.

Each vessel will operate on an 84-day 
rotation, performing its individual circuits 
between the U.S. and South America’s east 
and west coasts.

“You could do it in 75 days if you pushed 
yourself. But we feel that we need to have 
some flexibility while maintaining a sched-
ule which has an ability to be kept,” Wang 
said.

Also the longer schedule makes the ser-
vice available for inducement calls. “If you 
want to go to the Dominican Republic, for 
example, you can do that, if you want to go 
to Veracruz, Costa Rica, Mexico, you have 
time to do that,” Wang said.

Transshipment services are also avail-
able from the NYK-NOS partners’ Far East 
and European services, Wang said. The 
services connect with NYK-NOS at either 
Baltimore or Jacksonville.

The service is being managed by a joint 
staff headquartered in Baltimore. The op-
eration is headed jointly by Wang and 
Osam u M iyam oto, president of NYK 
Bulkship (USA) Inc. ■

Med, Mideast Service. Beginning 
March 1, NYK-NOS will offer fortnightly 
service loading in Jacksonville, Baltimore 
and Newark with direct service to the Medi-
terranean and Mideast region.

Discharge points will include Voltri 
(Genoa), Jeddah, Dubai, Dammam and 
Kuwait. Additional ports will be consid-
ered on an inducement basis.

NOSAC has been providing regular
PCTC service from Europe to Jeddah for . . . ., ,  t k  You can rest assured the entire port com m unity is / C v _ ,  0  . f .  .
m anyyears,andfrom theU .S.EastC oastto working together to create an environment of success j  . The Ports OI V irginia  
Jeddah since 1990. NYK has been serving antJ growth For more information fax us your mailing t H B J  o n e  s t o p . Am e r i c a  a n d  t h e  w o r l d .
the Mideast from Japan for more than 15 address fo r a free video tour at (804)683-85 00 . 600 W orld Trade Center. Norfolk, VA 23510.

years.
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Arab cooperation
Two container ship companies begin a system o f global 
cooperation with a first step in the U.S. market.

By Bruce Vail

National Shipping Co. of Saudi Arabia 
and United Arab Shipping Co. have begun 
sharing container slots on each others’ ves-
sels and coordinating their sailing sched-
ules to create a weekly service linking the 
United States to the Persian Gulf and parts 
of the Far East.

Together the companies deploy 13 ships 
with service through seven U.S. ports and 
two Canadian harbors.

The aim is prevent the Arabs from being 
outclassed by any other operator in terms of 
port coverage or sailing frequency.

The chief executives for U.S. operations 
at both companies said the shared service 
was but the first step in a global integration 
that should ultimately place the partners in 
the first rank of worldwide container opera-
tors.

Coming next will be cooperative arrange-
ments in services linking the Arab world to 
both Europe and to the Far East.

Strategic Alliance. “Strategic alliances 
are now a common feature in the trade,” 
said Anil Vitharana, president of United 
Arab Agencies Inc., the American unit of 
Kuwait-based United Arab Shipping.

Such alliances have heightened the com-
petition in the Persian Gulf, he suggested, 
making the new cooperative agreement al-
most a matter of necessity.

The trend is worldwide but in the specific 
context of the Red Sea/Persian Gulf market 
the Arabs are competing head-on with a 
Maersk/Sea-Land/P&O joint service and a 
Cho Yang/DSR/Senator cooperative ven-
ture.

But even without such competition, the 
two Arab partners make a particularly good 
fit, Vitharana said.

United Arab is jointly owned by the 
governments of the Persian Gulf region for 
the express purpose of providing long-term 
stable service to the area. National Ship-
ping Co. of Saudi Arabia, owned 29 percent 
by the government in Riyadh, was char-

tered by the royal government for the same 
purpose.

Political ties among the countries have 
been strengthened in the wake of the war 
against Iraq. Saudi Arabia offered itself as 
the launching pad for U.S. strikes against 
the Iraqi army. And ports in Bahrain and the 
United Arab Emirates were made available 
for the international effort to restore the 
Kuwaiti ruling family to power.

These Arab nations are further bound 
together by the oil economy. All of the 
nations are committed, to one degree or 
another, to moving “upstream” in the oil 
business, becoming less reliant on pumping 
crude solely and getting more involved in 
refining, transport and marketing.

Breakbulk and ro-ro 
cargoes are excluded from  

the cooperative venture.

Indeed, National Shipping Co. is negoti-
ating now for five new supertankers to 
mark its debut in the crude transport sector.

National Shipping Co. and United Arab 
have a track record of working together. 
The two are involved in joint ventures that 
control 13 chemical tankers used for the oil 
products trade.

Not A Merger. While the two companies 
have pledged global cooperation for the 
container trade, both will maintain their 
separate identities and work to preserve 
their current market niches, said Mohammed 
Al-Ahmed, NSCSA’s U.S. owners’ repre-
sentative.

The Saudi company, for example, has 
always preferred multi-purpose ships to the 
cellular container variety used most widely 
by United Arab. This will not change.

Saudi importers need breakbulk and ro- 
ro service for oil field equipment, irrigation 
and construction machinery, and cars and

trucks, Al-Ahmed said.
Al-Ahmed said his company would con-

tinue to pay special attention to this market. 
The market is so important to NSCSA that 
breakbulk and ro-ro cargoes are excluded 
rom the cooperative venture with United 
Arab, he said.

Directly related is the question of port 
calls in North America. Unlike some coop-
erative ventures that entail merging or elimi-
nating port calls, both Arab companies will 
continue their old pattern of port rotation.

Merging of terminal operations will take 
place only in the four Atlantic coast ports—  
New York, Savannah, Norfolk, and Balti-
more —  where both companies had been 
active separately in the past. National Ship-
ping Co. will continue to make calls on its 
own at Houston, New Orleans, Wilmington, 
N.C., Halifax , and St. John.

Also remaining separate will be sales 
staffs, all documentation that affects ship-
pers and even most of the operational staff. 
The concept is vessel cooperation, Vitharana 
and Al-Ahmed agreed, not partnership or 
merger.

Fa r East Li n k. Part of the plan for the two 
companies is to sharpen the Far East link in 
the service, both men said.

As a matter of market strategy, the com-
panies operate their ships in a United States- 
Red Sea/Persian Gulf-Singapore loop.

One reason is that it allows them to carry 
U.S. exports to the Gulf and then move on 
to Indian Ocean ports and Singapore in 
search of cargoes to carry back to the United 
States.

Otherwise the overall lack of general 
cargo exports from the Gulf region would 
force them to re-cross the Atlantic with 
empty cargo holds.

The slot-sharing deal allows both com-
panies to offer weekly service eastbound to 
Singapore. The service is priced indepen-
dently of conference rates as a way of 
competing with carriers that have faster 
transit times.

A shared weekly westbound service from 
Singapore is under discussion and should 
be worked out soon, Vitharana said.

Although the U.S.-Singapore connection 
is meaningful to the two companies, it is not 
a high priority, according to one marketing 
manager.

One of the main reasons for including 
Singapore in the loop is to provide regular 
liner service to Arab exporters of petro-
chemicals. Singapore is a convenient hub to 
serve the entire Far East market, he said.

U.S. cargo is an important port of the 
Singapore connection, but the service does 
not rise or fall on it, the marketing manager 
said. ■
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Freudenbergstrasse 120 
8044 Zurich 
Switzerland

Tel: 41-1-363-8110 
Fax: 41-1-363-8140

The carriers have 
fumbled past 

opportunities to make 
peace with Brussels.

Industrial policy 
triumphed over 

competition policy, 
something carriers 
have been trying to 

achieve for years now 
without much success.

For machinery 
moving from North 

Europe to New York, 
Tschui promised a 

service contract 
discount o f at least 20 
percent fo r small to 

medium shippers.

Notes and Comments

Best face forward
Don’t be surprised if carrier rhetoric dies down 

for a while in Europe.
The first few months of 1994 present shipping 

lines with a unique opportunity to try to influence 
the way the European Union regulates their indus-
try. The question is, do they know how to make the 
most of it?

The EU ’s competition commissioner Karel Van 
Miert promised the Council of Ministers late last 
November he would produce a report on the appli-
cation of antitrust regulation to shipping by the 
middle of the year. The report could come sooner.

When it does appear, it will represent a compro-
mise hammered out by the two directorates that 
chiefly impact shipping in the EU, the competition 
directorate, DG IV, and the transport directorate, 
DG VII. Though the two hold decidedly different 
views on the subject, past compromises have leaned 
toward DG IV ’s narrower interpretation of EC 
competition law.

The carriers have fumbled past opportunities to 
make peace with Brussels and with their most 
ardent critics, the shippers’ councils.

The months leading up to delivery of the Van 
Miert report offer another opportunity, maybe the 
last for a long time.

Resist temptation
Especially useful for shipowners now would be 

the courage to resist overplaying a recent political 
setback incurred by Van Miert.

The commissioner had hoped to block the merger 
of the steel tube divisions of Mannesmann AG of 
Germany, ILVA SpA of Italy and Vallourec of 
France (which provided evidence against the Trans- 
Atlantic Agreement, by the way). But his opinion 
was overturned when enough of his own commis-
sioner colleagues voted against him, allowing the 
merger to go through. Such events rarely happen in 
Brussels.

The outcome of this particular confrontation 
should have special interest for shipping lines. In 
this instance, industrial policy triumphed over 
competition policy, something carriers have been 
trying to achieve for years now without much 
success.

As irresistible as it may be, however, shipown-
ers would probably do themselves a favor if they 
could restrain themselves from making too much 
of the steel tube incident. Take note of it, yes. But 
don’t carry it as a standard.

You know what they say about lightning strik-
ing twice.

Great expectations
Shipowners actually have another reason to 

make the most of their current opportunity to help 
shape policy.

In June the EU is expected to choose a new 
president of the European Commission, and among 
those said to be lobbying vigorously for the job is 
someone well-known, but hardly cherished by 
carriers. Sir Leon Brittan.

A deal to be had in the Atlantic?
What with all the rhetoric flowing back and 

forth over the Trans-Atlantic Agreement it’s been 
difficult to nail down any specifics about TAA’s 
freight rates, other than those appearing in the 
agreement’s tariff on file at the U.S. Federal Mari-
time Commission.

Relatively little cargo moves under the tariff 
rate in any major trade, and in the case of TAA, 
where emotions have run high, shippers and for-
warders haven’t been eager to discuss their lower 
rates, lest they weaken any anti-TAA stance taken 
by their advocates in Brussels and Washington.

But one freight forwarder, Karl Tschui of Natu-
ral SA of Basel, Switzerland, gave a hint of what’s 
possible with the TAA when he pitched forward-
ing services to a gathering of 250-plus Swiss 
shippers in January.

For machinery moving from North Europe to 
New York, Tschui promised a service contract 
discount of at least 20 percent for small to medium 
shippers.

Twenty percent off list is an OK place to start.

Ever weary Evergreen
As Taiwan’s Evergreen Marine Corp. joined 

fellow Asians in early February to celebrate the 
onset of the lunar Year of the Dog, it was wishing 
it could vacate the doghouse Brussels seems to 
have built on its special behalf.

The European Commission’s second statement 
of objections against the Trans-Atlantic Agree-
ment, issued in December, placed Evergreen in the 
spotlight once again. The document showed that 
over the course of 1993 the Commission had not 
changed its opinion that Evergreen does not repre-
sent competition to TAA because it does not offer 
special equipment, and because it has followed 
market trends by raising its freight rates.

If the Commission didn’t think Evergreen of-
fered special equipment in 1992 and in 1993, 
when, in fact, it did (though perhaps not in as high 
quantities as others), then maybe its opinion will 
change now that Evergreen has begun taking de-
livery on 500 new, 40-foot high cube reefers.

As for freight rates that are too high, how low do 
you think Evergreen could drop its rates to take 
market share away from TAA, before TAA or 
other North Atlantic operators headed to Brussels 
armed with dumping complaints against Ever-
green? Dumping is one charge the Commission 
has shown it can react to swiftly.

If you don’t remember, ask Hyundai.
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When it’s time to say goodbye
European Commission closes four-year case; 
adds to slowly growing body o f legal precedent.

By Elizabeth Canna

Members of liner conferences should not 
be required to give more than six months’ 
notice of withdrawal, according to an agree-
ment reached last fall between the Euro-
pean Commission and the East African 
Conference.

The agreement, to be published this year 
as part of the Commission’s annual report 
on competition policy, called for the East 
African Conference to shorten its with-
drawal notice period by half.

It was the latest sign that the European 
Union is not a place where old-style, re-
strictive ocean conferences can expect to 
thrive.

Though not characterized as a formal 
decision in the legal sense, the agreement 
sends a strong signal to to other liner con-
ferences doing business in the European 
Union. It also adds more dimension to the 
European Commission’s slowly evolving 
view of what carrier agreements should and 
shouldn’t be.

CMB Brought Charges. The case dates 
back to 1989 when Compagnie Maritime 
Beige (CMB) decided it wanted to operate 
as an independent in the trades between 
Europe and East Africa.

At the time the East Africa Conference 
required its members to give 12 months’ 
notice before withdrawing. Moreover, that 
notice of 12 months could only expire at the 
end of a calendar year.

Theoretically, a member might have to 
wait nearly two years before it could oper-
ate outside the conference.

CMB lodged a complaint in Brussels 
against the East Africa Conference in June 
1989 alleging the conference’s withdrawal 
policy was not covered by the antitrust 
exemption granted to liner conferences by 
Article 3 of the EU ’s Regulation 4056/86.

In the meantime, the East Africa Confer-
ence instituted legal action against CMB, 
including an arbitration procedure, hoping 
to forestall CM B’s launch of a service that 
would compete with the conference.

Commission Agrees With CMB. The
European Commission accepted CM B's 
argument that the East Africa Conference ’ s 
w ithdraw al req u irem en ts  w ere 
anticompetitive.

“The Commission held that the period of 
notice provided for in the conference agree-
ment was unreasonably long and consti-
tuted a restriction of competition that was 
contrary to Article 85(1) [of the Treaty of 
Rome],” the Commission said in a state-
ment.

“The notice-giving clauses in the confer-
ence agreements are closely linked to effec-
tive non-conference com petition from 
outsider companies, which constitutes the

It was the latest sign that 
the European Union is not 

a place where old-style 
restrictive ocean 

conferences can expect 
to thrive.

main counterweight to the block exemption 
granted to the liner conferences,” the Com-
mission wrote.

The Commission offered the East Africa 
Conference the opportunity to amend its 
withdrawal requirements, an offer accepted 
by the conference in June of last year. The 
conference changed its bylaws, permitting

a member to leave the rate agreement after 
six months ’ notice, given at any time during 
the year.

Having persuaded the East Africa Con-
ference to see things its way, the Commis-
sion te rm inated  its case against the 
conference in September without adopting 
a formal decision.

Sending A Message. The seven years 
since the EU adopted Regulation 4056/86, 
the statute explaining how to apply compe-
tition policy to ocean shipping, have been 
fraught with dispute over its interpretation.

The more celebrated formal cases chal-
lenge the Far Eastern Freight Conference’s 
fixing of inland prices and the Trans-Atlan- 
tic Agreement’s combining of rate setting 
and capacity management.

Though out o f the spotlight, the case 
against the East Africa Conference adds to 
the European Commission’s definition of 
what a liner conference should be.

Commission officials have indicated that 
the agreement reached with the East Africa 
Conference will serve as a model for other 
liner conferences.

Six months is also the notice period cho-
sen by the Commission for its draft rules on 
shipping consortia. But the Commission 
showed its preference for the consortium as 
a model carrier agreement by adding a few 
strings to consortium withdrawal.

Members of highly integrated consortia 
sharing a revenue pool and trade-specific 
special equipment can withdraw on six 
months’ notice only after participating in 
the consortium for 24 months. Members of 
less-highly integrated consortia can with-
draw on six months’ notice 18 months after 
the agreement has entered into force. ■

A sampling of withdrawal requirements
TRANS-ATLANTIC AGREEMENT

Members may withdraw without penalty after 90 days’ notice. Before 90 days, 
the member is assessed liquidated damages of $ 1,000 per day for each day under 90. 
This does not mean the withdrawing member is free of its obligations under TAA’s 
Capacity Management Program. The CMP requires departing members to fulfill 
their obligations for the CMP period in question. Those not fulfilling this obligation 
are subject to $1,500 per day in liquidated damages.

EUROPE ASIA TRADES AGREEMENT
EATA members may withdraw after 90 days’ notice.

FAR EASTERN FREIGHT CONFERENCE
FEFC members may withdraw on 90 days’ notice. Some funds may be forfeited, 

depending on when notice is tendered.

U.S. SHIPPING ACT OF 1984
Section 5 (b) (3) of the U.S. Shipping Act of 1984 states, “Each conference 

agreement must permit any member to withdraw from conference membership 
upon reasonable notice without penalty.”
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Keeping it simple
Simplicity and flexibility seem to work fo r Mediterranean 
Shipping. Replacement ships will operate in Atlantic.

By Elizabeth Canna

Mediterranean Shipping Co. prefers not 
to be bogged dow n... not by multiple man-
agement layers and committees, not by 
esoteric and encumbering strategic plan-
ning, not by fancy marketing techniques, 
not even by partnerships with other carri-
ers, though these have become a necessity.

It wasn’t that long ago that Mediterra-
nean Shipping viewed space charters and 
similar carrier marriages as signs of the 
weak aligning with the weak. But that was 
before overtonnaging took its toll and start-
up costs went sky-high.

“I think it’s a question of philosophy,” 
observed Mediterranean Shipping’s presi-
dent, Gianluigi Aponte, during a recent 
interview at the company’s Geneva head-
quarters. “I prefer to be alone. It’s much 
easier to be alone.”

Altered Philosophy. “We are indepen-
dent, but we are not crazy,” he added. “So 
if we can cooperate to raise our rates to a 
reasonable level, we will do so. That’s why 
we were members of Eurocorde.” 

Eurocorde is a term referring to a series 
of discussion agreements forged between 
the North Atlantic conference and non-
conference carriers in the mid-1980s.

Since Eurocorde, Mediterranean Ship-
ping has launched more complex opera-
tional partnerships, including a U.S.-North 
Europe space charter with Atlantic Con-
tainer Line and a U.S.-South America joint 
service with Em presa M aritim a S.A. 
(Empremar), Chile’s state shipping line.

Unlike another independent-m inded 
member of Eurocorde, Evergreen Marine 
Corp. of Taiwan, Mediterranean Shipping 
Company relinquished its independence to 
an even greater degree in 1992 by signing 
on to the Trans-Atlantic Agreement.

It was one way to improve a very trouble-
some trade. “Compared to effort and remu-
neration, certainly the Atlantic is the worst,” 
Aponte said.

Being a part of T AA hasn ’ t kept Mediter-
ranean Shipping from pursuing one of its 
favorite activities, the buying and selling of 
second-hand container ships.

Starting late last year the company began
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taking delivery of what, by the end of April, 
will add up to six vessels in the 2,100 TEU 
capacity range. Four of the six will be 
deployed in the Atlantic, replacing three 
1,600-TEU ships. These in turn will be 
moved into Mediterranean Shipping’s Eu- 
rope-Australia route, boosting frequency 
from every 14 days to weekly.

As for the other two ships expected by 
April, Aponte will not say where they are 
destined to serve.

“I think the TAA will be 
prepared to do whatever is 

legally necessary.”

Shippers Need TAA. By its nature, the 
Atlantic is at once demanding to serve and 
unstable, two traits that can discourage op-
erators. A TAA-type agreement is neces-
sary to preserve the level of service available 
to shippers, Aponte believes.

“I think as long as TAA, or any confer-
ence, can exist in the North Atlantic it's 
better that it exists. Otherwise the service 
will suffer,” he said.

Will TAA survive its antitrust battles in 
Brussels? As Aponte sees it, that’s up to the 
European Commission.

“I think Brussels has a big responsibility, 
and I hope they will consider the impor-
tance for Europe to have a good and finan-
cially strong team of owners who can 
provide good service in the North Atlan-
tic,’ he stated. “They should do everything 
possible to keep TAA alive.”

Despite placing the burden squarely on 
Brussels' shoulders, Aponte does believe 
TAA will make some adjustments to make 
itself more palatable to the European 
Union’s antitrust watchdogs, and to avoid 
crushing fines.

“I think the TAA will be prepared to do 
whatever is legally necessary,” he said. 
“However, we hope the EU will be reason-
able in their request.

“The companies involved are just sur-
viving, so any negative effect imposed by 
Brussels can have a negative influence on

the results of the whole operation. That will 
certainly compromise TAA, and conse-
quently all services, which I emphasize will 
be dramatic for the European economy.” 

Aponte admits to being perplexed by 
shippers who take their anti-TAA com-
plaints to regulators in Brussels and Wash-
ington.

“I say that they are unjust, because they 
would have liked us all to go bust,” he said. 
“I feel, after all, that maritime transport is 
irrelevant to the price of the products trans-
ported, whereas the service is very vital. I 
think instead of protesting for the sake of 
protesting, the shippers should cooperate 
with the shipowners in order to have a 
viable service.

“The freight rates in the North Atlantic 
are very competitive and they are now at the 
level they should have been at long ago had 
we not fought as we did,” he added.

A Means To An End. Thanks to TAA, 
M editerranean Shipping’s returns have 
improved in the North Atlantic, but not by 
much.

“It’s slightly better, but not a big im-
provement,” Aponte said.

A closely held firm, Mediterranean Ship-
ping does not discuss its finances. But 
Aponte did acknowledge that the company ’s 
North Atlantic operations are profitable, 
just like its other services.

“We are making money there as every-
where else, but le t’s say it’s not our best 
line,” he said.

Turnover in 1993 was about $600 mil-
lion according to Aponte, about half what 
the container shipping interests of Hapag- 
Lloyd AG and the Nedlloyd Group bring in 
annually, and about one-fifth of Sea-Land 
Service’s annual revenue.

The company’s turnover in 1992 was 
about $530 million, indicating a 13 percent 
improvement in 1993.

Mediterranean Shipping considers itself 
just a small player in the North Atlantic, its 
presence in the trade more a means to an end 
than an end in itself.

“We are in the Atlantic because we felt 
we needed to attract more cargo on our 
north-south routes by transshipping through 
the U.S. and Europe,” Aponte explained.

The north-south routes haven’t been 
nearly as chaotic. Rates are stable, but rela-
tively low, Aponte said.

One disappointment has been the civil 
war and unrest in Somalia, where Mediter-
ranean Shipping enjoyed a brisk business 
until a couple of years ago. “It was quite a 
strong area for us, with all sorts of con-
sumer goods moving in,” Aponte said.

He is cautious about South Africa. Once 
business fell three or four years ago because
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of various trade sanctions imposed against 
the nation, volume leveled off and has stayed 
steady ever since.

“I expect politics there will be no prob-
lem, but the growth will be slow,” Aponte 
said.

What’s Next? Ask most shipping com-
panies what the future holds, and they will 
discuss what various trade studies have told 
them about potential growth trends.

Ask Mediterranean Shipping Co. the 
same question and it will remain essentially 
noncommittal, preferring to jump at oppor-
tunities when they arise.

How would Aponte describe Mediterra-
nean Shipping’s strategic outlook? “Short 
term strategy —  no strategy.”

Though characterized as a specialist in 
north-south trades, Aponte doesn’t accept 
such a label. “We are only 22 years old as a 
company,” he said. “To say we are not 
interested in east-west trades, we can’t say 
that. For the time being we go step by step.”

One step that isn’t likely any time soon is 
entry into the Pacific, a rumor that surfaces 
from time to time.

“It’s not something that will happen very 
shortly. The trade is there, the cargo is 
there, but you cannot decide because the 
cargo is there you’ll set up a line,” Aponte 
said.

“For our company it would mean dou-
bling our turnover, doubling our activities, 
and we don’t do that lightly,” he added.

Though seemingly noncommittal about
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Linking Europe with ...

U.S. North A tlan tic weekly
U.S. South A tlan tic & G ulf weekly 
East A frica weekly
South A frica weekly
East M editerranean weekly
W. Cst. S. Am erica every 11 days 
Canary Islands every 14 days 
Indian O cean every 14 days 
Austra lia every 14 days*

*To be upgraded to weekly by the end of 
April.

strategy, Aponte exudes enthusiasm about 
the overall potential for world trade, and for 
carrier fortunes in general.

“I think this year will be very good, and 
1995 will be an even better year,” he said.

He doesn’t worry about the steady flow 
of newbuildings due to come into the mar-
kets over the next few years.

“Quite a lot of ships are old and due to be 
scrapped, and I think world trade will grow 
dramatically. It doesn’t matter where the 
trade grows, what’s important is it grows,” 
Aponte said. “I think whoever is in business 
today and has an agent and a number of 
ships will take advantage of this situation.” 

“If you follow the world scene you’ll see 
that w e’ve never had such low borrowing 
rates, low inflation and low interest rates 
and so many opportunities with new coun-

tries opening up for a better living,” he 
added.

Keeping It Simple. Though it operates 
in a multitude of trades, deploying a fleet of 
more than 40 container ships, Mediterra-
nean Shipping’s management structure is 
different than most.

Policy calls for all managers to have 
spent time at sea, a once-common practice 
that has been traded by most shipping lines 
for business-school management tech-
niques.

“Our managers are complete,” Aponte 
said. “Therefore they have a broad view 
which helps us make quick decisions and be 
flexible.”

Policy also calls for reliance on second-
hand containerships, rather than becoming 
enmeshed in the long-term commitment of 
newbuildings.

“The reason is, by the time you make a 
proposal for a newbuilding and the vessel is 
ready for delivery the market can change,” 
Aponte pointed out.

Fleet maintenance and replacement are 
important activities for Mediterranean Ship-
ping, but as with other company business, it 
is carried out with little fanfare. Aponte 
himself is responsible for finding the right 
properties.

It may be different, but it’s the Mediter-
ranean Shipping way, and Aponte sees no 
reason to change:

“I have definite convictions,” he said. 
“From the results, I think it works.” ■
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Consumer costs
What does rate restoration mean to the fellow  
who wants to buy a new pair o f jogging shoes?

By Elizabeth Canna

So, you’ve vowed to make 1994 the year 
you get into shape. To keep your promise 
you need a new pair of jogging shoes.

In terms of U.S. dollars those shoes could 
set you back between $50 and $150, and 
they would have been cheaper if you’d 
bought them last year.

But chances are, barely any part of the 
higher price tag can be blamed on a more 
expensive sea voyage from the Far East.

At going market rates, sea freight adds 
about 42 cents to the cost of a pair of 
imported running shoes being sold in Eu-
rope, less than 1 percent of the shelf price of 
those esoteric high-priced models.

Even for a low-end pair, the impact of 
ocean transport is still less than 1 percent.

If  conference carriers serving the North 
Europe-Asia trades were to hold on to a rate 
increase they announced at the beginning 
of this year, the impact per pair would go up 
to about 42 cents, including terminal han-
dling charges, still less than one percent of 
the shelf price on both the fancy and plain 
models. But that’s a big if.

Recent history tells us that rate hikes in 
these volatile trade lanes don’t get very far. 
The reason: a trade wide pattern of cutthroat 
competition that settled in a few years ago 
when new tonnage and new partnerships 
changed the marketplace forever.

Habits die hard, even those that aren’t so 
old. And with more new tonnage and maybe 
some partnership reshuffling coming in 
1995 and beyond, it’s not likely those jog-
ging shoes will cost a great deal more to 
ship in the near future.

Meaningless Tariff Rates. It’s been a 
long time since conference carriers serving 
the trades between North Europe and Asia 
mentioned increasing their freight rates.

Instead, it’s rate restoration they talk 
about nowadays. On Jan. 1 both divisions 
of the Far Eastern Freight Conference, the 
Asia Westbound Rate Agreement and the 
E astbound M anagem ent A greem ent, 
launched a rate restoration effort.

AWRA said it would try to “restore” rates 
by $ 150 and $300 for 20 and 40-foot contain-
ers. EMA’s targets are $150 and $225.

Compared with the FEFC’s tariffs, those 
goals seem modest, coming in below 10 
percent for many commodities. But tariffs 
don’t mean much in the FEFC trades.

Against actual market prices, those rate 
restoration targets tell a different story, 
especially eastbound. If the targets were 
met, a 40-foot container o f vacuum clean-
ers would cost 26 percent more to ship from 
North Europe to Japan. So, too, would a 20- 
foot box filled with bottles of mineral wa-
ter.

As for a 20-footer of jogging shoes mov-
ing westward, the effect of rate restoration 
would be 13 percent over the market rate, 6 
percent over the tariff rate.

Why bother keeping meaningless tariff 
rates?

Though they bear no relation to what’s 
going on in the marketplace, the FEFC’s 
tariffs do serve a purpose. The tariff repre-
sents rate levels that were discussed with 
the European Shippers’ Councils as part of 
the consultation process required by Euro-
pean Union law. No shipper really pays 
them, but these are the official rates.

So when one of the FEFC’s units an-
nounces a “rate restoration” it doesn’t mean 
a rate increase in official, legal terms. In-
stead, it means an effort to move back 
towards the official rate level. As long as 
the carriers don’t aim to increase the offi-

cial rate level, they don’t legally have to 
consult with shippers.

Missed Opportunity. In 1991, when 
most of the trade’s long term consortia, like 
Trio and ScanDutch, broke apart, carriers 
had a chance to turn things around.

New partnerships were announced her-
alding new opportunities for carriers to 
improve their returns.

It didn’t work that way.
“The restructuring of the trade has been 

so radical in the last two years, and the 
growth of capacity so great, that the oppor-
tunity for a period of sustained profitability 
appears to have been missed,” said Lon- 
don-based Drewry Shipping Consultants in 
its “Container Market Profitability to 1997” 
published at the end of 1992.

“Westbound rates have not risen to the 
extent that they could or should have, and 
with volume growth now slowing at the 
same time as surplus capacity rises, there is 
no longer any immediate prospect of this 
being  rem e d ied ,” D rew ry  repo rted . 
“Eastbound rates have been totally deci-
mated in the scramble for cargo to fill 
empty boxes and empty slots, and even 
should the EAT A secure some dramatic 
rate rises, the effect upon service profitabil-
ity will be limited.”

That report was written in 1992. Little 
has happened to change the picture.

Learning From TAA? EATA, the Eu-
rope Asia Trades Agreement, which in-
cludes members of the FEFC as well as 
independent shipping lines, has recently 
reported increased volumes and improved 
cargo mixes.

Does this mean the trade’s carriers are 
embarking on an era of stability and more 
remunerative rates, just as their compatriots

Enjoy the liqueur

How much harm have the Trans-At-
lantic Agreement’s higher freight rates 
brought to exporters o f some of Europe’s 
more prestigous consumerproducts?Not 
much, according to Karl Tschui, vice 
director of the Swiss forwarding com-
pany, Natural S A of Basel.

During a January speech before more 
than 200 Swiss shippers, including some 
of TAA’s most outspoken critics, Tschui 
put the question of higher rates in practi-
cal terms:

“The wine and spirits industry com-
plained about having suffered irreparable 
losses after TAA’s January 1, 1993 rate 
increase. TAA’s research revealed that 
the New York shelf price for a bottle of 
Martell cognac was $21.60, and that with 
the TAA freight rate increase, it now 
costs five cents more.

“I leave you the burden of deciding if, 
by virtue of this ‘enormous’ increase, 
you would henceforth forgo a cognac 
after a fine meal.”
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How $150/TEU rate increase affects consumers
(Expressed in U.S. dollars)

When a rate agreement like the Far 
Eastern Freight Conference announces 
an increase of $150 per 20-foot con-
tainer and $300 per 40-footer, it sounds 
like a hefty hike. The FEFC ’ s westbound 
regional unit, the Asia Westbound Rate 
Agreement, voted to implement just such 
an increase on Jan. 1. Members of 
AW RA’s eastbound counterpart, the 
Eastbound M anagement Agreement, 
concurred on Jan. 1 rate hikes of $150 
and $225 per 20- and 40-foot boxes, 
respectively.

But appearances can be deceiving. 
Example: An increase of $300 on a 40- 
foot container of video cassette record-
ers moving from Singapore to the United 
Kingdom adds 20 cents to each of the
1,500 tape decks packed in the con-
tainer. Once the 20 cents is factored in, 
the full cost of getting each one of those 
VCRs from Singapore to a U.K. port, 
including terminal handling charges, 
would be $4.12 if the FEFC ’s tariff rates 
were the going rates.

Since FEFC tariff rates bear little, if 
any, resemblance to market rates, the 
actual cost of transporting those VCRs 
is closer to $2 per unit. Buying a video 
tape deck in London nowadays can set 
you back between $225 and $400 for 
most models.

Here are some other examples:

NOTE: Prices to and from other European 
and Asian destinations normally vary by a 
few cents. Unit prices all take into account 
the Jan. 1 freight rate increases announced 
by EMA and AWRA. This does not neces-
sarily mean that the rate increases actually 
took hold in the full amounts noted on the 
commodities listed. Where the impact of 
the Jan. 1 increases were less than one 
cent, “.00” appears.

Jan. 1 Unit Cost Unit Cost
Increase At At
Per Unit Tariff Rate Market Rate

WESTBOUND TO U.K.

From Korea
T-Shirt .01 .14 .09
Photo A lbum .02 .41 .24
M icrowave Oven .36 6.50 3.62
From Taiwan
Bicycle 1.00 17.59 10.46
Skateboard .07 1.26 .75
Cardigan .03 .47 .27
From Hong Kong
Sleeping Bag .12 2.03 1.24
G arden Um brella .60 10.52 6.44
Jogging Shoes .04 .72 .42
From Singapore
20” C olor TV .75 14.35 7.95
Electric Typew riter .41 8.03 4.30
Printed Book .00 .05 .03

EASTBOUND TO JAPAN

From U.K.
Pack of C igarettes .01 .07 .04
Bottle of W hiskey .01 .13 .07
Can of Baked Beans .00 .06 .02
From Denmark
Tin of Cookies .01 .14 .08
Kilo of Ham .01 .41 .19
Kilo of Cheese .01 .27 .18
From Germany
W ashing M achine 2.77 42.23 22.44
Bottle of Beer .01 .12 .07
From Sweden
Vacuum  C leaner .21 3.36 1.94
From Belgium
Tire .17 2.52 1.14
From France
Bottle of W ine .02 .28 .16
Tube of Shower Gel .00 .04 .02
Roofing T ile .01 .23 .12

in the Trans-Atlantic Agreement report?
Probably not, because of a few funda-

mental differences between the two trades.
First, the TAA has been able to lock in 

hundreds of 12-month service contracts. In 
the great reshuffling of 1991, FEFC carriers 
gave up on the idea of long-term contracts, 
or Conference Rating Agreements as they ’ re 
called. Today, most of the trade’s contracts 
last only a few months.

In addition, TAA’s members cooperate 
on rates. EATA’s don’t.

Members of EMA, the FEFC ’ s eastbound

unit, have been eyeing T A A with the idea of 
cloning it once its legal status is clarified. 
But TAA’s legal troubles have dampened 
their enthusiasm somewhat.

So, too, has the lengthy legal case being 
faced by the FEFC itself, in which Brussels 
is pondering whether or not the FEFC can 
fix inland rates as well as ocean rates.

The EMA complained recently that it 
costs as much to haul a container from 
Hamburg to Hong Kong as it does to haul 
the same container from Hamburg to 
Munich. Inland charges can add a lot to a

bottom line, but with the increasing liberal-
ization of the EU ’s inland transport, the 
contribution is bound to diminish overtime.

Within the next year or two many of the 
trade’s carrier partnerships will be up for 
renegotiation. During the same time, some 
of the scores of containerships scheduled 
for delivery are bound to end up in the North 
Europe-Asia trade.

All of which means you probably w on’t 
be able to blame ocean shipping if you don ’ t 
buy those jogging shoes until next year, and 
you find they’re more expensive. ■
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Some ocean shipping companies seem 
too big, leaving you lost in the shuffle. 
Others are too small so you can’t get the 
quality service you deserve. At Ivaran, a 
partnership means complete customer 
satisfaction, a perfect fit. Your shipping 
needs met with our personal attention. 
Just right to and from South America.

ivnfann
i m l —
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INTERNATIONAL

The Swiss Alps are at the crossroads of Europe and heavy truck traffic, 
such as the UPS vans shown above at a border crossing en route to Italy, 
has roused the concern of Swiss shippers as well as environmentalists.

Match-Makers
Some o f the biggest names in international trade 

are cooperating to solve the dilemma o f environmentally 
friendly transportation before government finds a solution fo r them.

By Elizabeth Canna

Swiss multinationals the likes of Nestle, 
Asea Brown Boveri, Hoffman-La Roche 
and Givaudan, to name a few, are showing 
support for a project being launched by the 
Swiss Shippers’ Council which will try to 
bring together importers and exporters with 
similar traffic patterns.

The aim is to reduce the number of trucks, 
empty or full, that clog Swiss routes in ever 
increasing numbers.

The project has some powerful motiva-
tion working for it.

In a crucial federal transportation refer-
endum scheduled for Feb. 20, the Swiss 
were to decide on four propositions, two of 
which could severely impact truck traffic 
moving through the country.

One, expected to pass easily, creates a 
per-kilometer tax for heavy trucks (as op-
posed to the current one-time fee).

The other, more controversial proposi-
tion, would, if passed, move all through 
truck traffic onto rails within six years.

Whether they pass or not, both proposi-
tions send a strong signal to Europe’s im-
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porters and exporters.
Sentiment gets greener by 
the day within Switzer-
land, which sits as a cross-
roads between north and 
south, and in the rest of 
Europe.

Shippers know their 
cargo moving either be-
tween European countries or to and from 
seaports is going to have to find other ways 
of moving other than over the road.

Shippers also know they stand to assume 
a hefty share of the blame in the eyes o f the 
general public. These days, no one wants to 
be viewed as anti-environment.

"The environmental issue is a fact of life 
and we must do something about it,” ac-
knowledged Hans R. Adam, a delegate to 
the Swiss Shippers’ Council and chairman 
of the European Inland Transport Users 
Council.

Making M atches. The main focus of the 
Swiss project, dubbed Concept Ecologistic, 
is to find Swiss importers and Swiss export-
ers with similar traffic patterns, bring them

together, and encourage them to share equip-
ment, specifically swap bodies, which can 
be shifted easily between road and rail.

The point is to increase as much as pos-
sible the volume of cargo moving via rail.

More than a year in development, the 
Swiss Shippers’ Council introduced the 
project at the organization’s semi-annual 
seafreight seminar held in Montreux at the 
end of January. The more than 250 Swiss 
shippers in attendance gave the project’s 
coordinators the cross section of small and 
medium shippers they wanted.

Some of Switzerland’s larger shippers 
have gotten a head start on the matchmaking 
project, including Coop and Migros, two 
Swiss-based mega-retailers of grocery and 
household items.

Coop is one of the projects and Migros 
has already gotten together with Nestle to 
explore possibilities for matching traffic 
between Switzerland and European coun-
tries to the south.

Typical of the traffic that could be coor-
dinated are M igros’ 10 containers of kitty 
litter and 16 truckloads of fruits and veg-
etables coming from Spain each week, and

Adam
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U. S. General Agents

Maritime Services, Inc.
Corporate (908) 321-1321

B a ltim o re
C h icago
S a v a n n a h
N ew O rlean s
H o u s to n
C le v e la n d
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SafB ank ...to  virtually 
every comer of East,
West and South Africa 
with nine-day frequency 
from a full range of U.S. 
and Canadian ports with 
fast direct transits.
Meeting the needs of the 
trade with large multi-purpose 
container and forest 
product-friendly vessels, 
intermodal service, and flexible 
port of call sequence. We've got 
Africa covered... see  how we 
can cover your needs to  
Africa as well.
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Swiss Shippers’ Council Ecologistic Concept

European Councils

Migros

Nestle

1

1

Coop

W ~ J

the 17 railcars of canned goods Migros 
imports weekly from Italy.

Migros and Nestle hope some of that 
northbound space can be filled with Nestle’s 
abundant southbound exports.

But the project won’t work if only the big 
names participate. "It’s no good if it leans 
too much on the famous names like Coop, 
Migros and Nestle,” Adam said.

Persuasion. To help rally support for its 
effort, the Swiss Shippers’ Council ap-
proached Swiss transport minister Adolf 
Ogi, requesting him to endorse the project. 
Ogi, who served last year as president of the 
Swiss confederation, agreed.

Starting the first week in February, chief 
executives of virtually all Swiss importers 
and exporters began receiving two letters, 
one from the Swiss Shippers' Council ex-
plaining the project, the other from Ogi 
conferring his endorsement.

Help from such political heights meant a 
lot.

The Swiss Shippers’ Council knows it 
needs the support of top management, but it 
also knows that top management isn’t in-
clined to spend a lot of time thinking about
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Once the Swiss have pilot 
projects running smoothly 
amongst themselves, they 
hope to coordinate with 
other shippers’ councils 

in Europe.

transportation. Ogi’s endorsement served 
as a useful attention-getter.

“We needed that,” Adam said. “As long 
as we don’t get the green light from the top 
management, as long as we don’t have that, 
we can’t make a move.”

Once enough shippers show their inter-
est, and the Swiss Shippers’ Council is 
confident they will, the project designers 
hope to establish a type of bourse where 
matches can be made and ideas can be 
exchanged.

More convincing needs to be done, how-
ever, before the project can go very far.

Carriers constitute one group that has to 
be brought in at an early stage. Their coop-

eration in providing favorable rates and the 
right kind of equipment is essential.

So, too, is the cooperation of freight 
forwarders. In Europe they can be an in-
valuable source of the right equipment in 
the right place at the right time, but they 
may also fear the shippers, through their 
matchmaking effort, are trying to pass them 
by.

It’s a fear that is unfounded, according to 
Adam.

“Shippers don’t want to invest in trans-
portation equipment like swap bodies,” he 
said.

Added Benefits. Aside from being po-
litically correct, the Swiss shippers know if 
they can match their traffic patterns they 
stand to save considerably on equipment 
costs, but they reject this as a main motiva-
tion.

“Nobody is earning any money out of 
this, nobody is profiting,” said Coop’s Pe-
ter Becker.

Once the Swiss have pilot projects run-
ning smoothly amongst themselves, they 
hope to coordinate with other shippers’ 
councils in Europe. ■
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JAXPORT when m oving cargo 
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A EUROPEAN SHIPPER'S PERSPECTIVE

By Gerard Verhaar

A New Twist to an Old Debate
The debate over conference rate struc-

tures, in particular the question of FAK 
rates versus VAB (value based) rates, is 
cyclical, and almost synchronic with the 
alternating periods of power and weakness 
of conferences.

In this period of weak conferences, the 
nature of the debate has been both business- 
inspired and economic, and the two are not 
identical. From the business angle, confer-
ences argue that VAB rates are essential to 
their survival, and thereby to the survival of 
most of their membership. They also argue 
that this type of rating is equitable to ship-
pers because every commodity is charged 
what it can bear.

Exporters of the same commodity all pay 
the same rate so that there is no cause to 
worry about competition as far as the sea 
freight is con-
cerned . The 
fact that high 
value export-
ers may have 
to pay five 
times or more 
as m uch as 
th e ir  low est 
value c o l-
leagues should 
be of no concern to the former because they 
do not compete with the latter. Conse-
quently, everybody should be happy.

However, shippers of high value com-
modities are unhappy with the system be-
cause they feel subjected to discrimination. 
Through cross subsidization, high value 
shippers feel they are being forced to help 
their low value colleagues sell abroad.

That, admittedly, is a noble concept, but 
not so attractive to top managers of compa-
nies and their shareholders who do not 
stake their money to support third parties.

Possible escape to independents is not a 
real alternative, first of all because indepen-
dents usually copy the conference general 
rate level and structure, including the value 
basis, albeit a little lower.

Second, many shippers need conference 
services, i.e., their frequency, their wide 
geographical reach, and other well-known 
features which not all independents can or 
will match.

From the macro-economic angle confer-
ences defend the system, saying that VAB 
rates ensure the optimum export volume of 
a country by enabling both the high and low 
value commodities to sell abroad and con-
tribute positively to the balance of pay-
ments, the labor market, etc.

The FAK rate structure, they argue, would 
be prohibitive to exports of low value com-
modities, would cause conferences to lose 
traffic and revenue without a matching re-

duction of costs, and would consequently 
force the conference to increase the FAK 
rate.

This might then become prohibitive to 
high value goods, which will then be lost 
necessitating a further FAK rate rise pro-
hibitive to the not-so-high value goods, 

which ... etc., 
etc. In short: a 
vicious circle, 
or rather a vi-
cious dow n-
ward spiral of 
the exports of 
the u n fo rtu -
nate country.

On the im-
port side, raw 

materials could no longer be purchased for 
two reasons. The FAK rate would be pro-
hibitive and even if some importers could 
afford to pay the high FAK rate, the wors-
ening balance of payments must weaken 
the currency and cause depreciation and 
even devaluation, so making imports more 
expensive, to say nothing of the chance for 
the conference to impose a CAF and and 
deplete the trade further.

At the end of the day, the poor country is 
inevitably also stuck with an idle fleet, 
workless sailors, reduced port activities, 
etc.

It’s rather depressing, this gloomy story 
which I 've heard in varying versions hun-
dreds of times from shipowners during my 
career. And there is, of course, some truth in 
it.

So are we, the shippers that is, all well- 
advised to all shut up and let conferences 
carry on with their VAB tariffs?

Not necessarily, because it is also true 
that especially high value goods are being 
manufactured increasingly more cheaply in 
parts of the world other than the U.S. and 
Europe. On top of that, these products are 
moving to the same markets targeted by 
American and European exporters at lower 
rates being offered by conferences and in-
dependents.

Shippers in the U.S. and in Europe should,

Gerard J.M. Verhaar is well-known in transportation circles 
Retired since June 1993, he served with the European Shippers’ 
Councils and the Dutch Shippers' Council for 30 years. During 
that time he participated as a shipper advocate in virtually all 
important political, regulatory and commercial developments 
affecting the transportation industry. He now makes his home at 
Zwaluwplein 3, NL 2661 BT, Bergschenhoek, Netherlands 
Telephone is 31-1892-14627.

High value shippers 
fee l they are being 

forced to help 
their low value 
colleagues sell 

abroad.

Conferences defend 
the system, saying 

that VAB rates 
ensure the optimum 
export volume o f a 

country.

42 AMERICAN SHIPPER: MARCH 1994



A EUROPEAN SHIPPER'S PERSPECTIVE

therefore, be in a position to make the best 
of it by taking advantage of a plethora of 
extra-tariff possibilities such as Indepen-
dent Action, service agreements, time/vol-
ume contracts, IA on service agreements, 
competitive pressures from independents, 
alternate routing, official and hidden rebat-
ing and hardship rates, for example.

When, until the mid-1980s, the Euro-
pean Shippers’ Councils were engaging in 
annual consultation rounds with about two 
dozen conferences concerning their pro-
posed general rate increases, the value basis 
of the tariff of the conference concerned 
was a hot topic.

ESC often managed to obtain, as part of 
a package deal, a mitigation of the effects of 
the GRI thanks to certain measures which 
prevented the gap between the higher and 
lower rates from widening further with ev-
ery GRI.

The measures included acceptance on 
the part of the conference of a maximum 
amount per freight ton or per box where the 
agreed GRI percentage would drive the 
higher rates sky-high, and acceptance on 
the part of ESC of a minimum amount per 
freight ton or box where the GRI percent-
age would yield too small an absolute in-
crease for the lowest rated commodities.

Other measures were a GRI in the form 
of a fixed amount per freight ton or per box, 
or a sliding scale of percentages ranging 
from low for the highest value classes to 
high for the lower value classes. In this way 
the consulting parties avoided having to 
make drastic decisions of principle over 
FAK versus VAB, which ESC internally 
was even unable to resolve.

During the

“ e S S  Sev
heated internal internal discussions
discussions (to ( to put it mildly)
put it mildly) clearly showed that
had c lea rly  J
show n th a t consensus could not
c o n s e n s u s  be reached.
could not b e _______________________
reached . At
one ESC Liner Committee meeting many 
years ago the high and low value commod-
ity representatives were so angry with each 
other that they separated for dinner after the 
session, leaving the medium value com-
modity delegates to share them selves 
equally between the two little battle groups.

All of them ended up later that night at 
the same club in the smallish town in the 
middle of Europe where the meeting was 
being held. Then and there it was vowed 
never to broach the subject again so to save 
ESC’s single-front strategy.

All agreed the VAB rates had developed

over many decades when conferences were 
holding a quasi, or even real, monopoly 
position, and also that —  if there had never 
been VAB rates —  the world trade pattern 
would look totally different.

In that respect, the FAK versus VAB 
dilemma is similar to the historically low 
energy costs which have also had great 
impact on industrial development. Some-
thing of that nature cannot be changed over-
night, at least not without risking effects 
such as we saw during the first serious 
energy crisis of the 1970s.

Therefore, the liner shipping industry 
and international traders would perhaps go 
on operating under the current V AB system 
subject to extra-tariff possibilities, save for 
the arrival of a relatively new third party 
that has taken up the debate from a legal 
angle. This party is the European Union.

At the second annual conference of the 
European M aritim e Law O rganization 
(EMLO) held in London in October 1992, 
Dr. John Temple Lang, director in the ser-
vices of the European Commission and 
responsible for competition in maritime 
transport said, “The argument is not about 
discrimination between competing shippers, 
but about undue cross-subsidization at the 
expense of some shippers, and such cross-
subsidization is not prevented by Regula-

tion 4056 [providing group exemption to 
conferences] though it may sometimes be 
unlawful for other reasons ...”

Though he undertook to elaborate this 
further later on in his speech, he did not do 
so. But several official Commission papers 
have since repeated the same critical com-
ment in different wording, such as the state-
ments of objections issued to the Far Eastern 
Freight Conference concerning their illegal 
inland freight tariff, and to the Trans-Atlan-
tic Agreement concerning their artificial 

capacity cap- 
“  Ping.

The eventual Those who
prohibition o f VAB are fam ilia r 

• rr . • with the devel-tariffs in the EU is .JJ % opm ent and
not a question of  im plem enta- 

yes or no, but only a tionoflaw and
matter o f time. po licy  and 

with the work- 
" ing methods of

the European Commission know that the 
eventual prohibition of VAB tariffs in the 
EU is not a question of yes or no, but only 
a matter of time. That will give rise to a 
serious difference with the U.S., unless 
certain forces in this country achieve the 
abolition of conferences first through a re-
peal of the Shipping Act of 1984. ■

•  Fast documentation •  Personalized service •  On time delivery

Weekly service from Montreal, Toronto,
New York, Charleston, Savannah and Miami
New York-19 Rector St., NY NY 10006, (212) 425-8100 FAX (212) 269-7942 
Miami: 7220 NW 36th St., Suite 435, Miami, F L33166, (305)592-9810

FAX (305) 592-0150 Telex 152-492

Baltimore, MD: Ramsey-Scarlett, (410) 327-8200 FAX (410) 327-1793
Charleston SC- SEMCO, (803) 852-2100 FAX (803) 852-2107
Chtoago IL: AhanfcG ulf and Pacific Shipping) (708) 655-1050 FAX((708) 655-1084
Montreal, PQ: Seabridge International, (514) 393-9100 FAX (514) 393-1515
Savannah, GA: SEMCO, (912) 235-5860 FAX (912) 235-5853
Toronto, ON: Seabridge International, (416) 862-7216 FAX (416) 862-5453

E C U A D O R I A N
U N E H HGENERAL AGENTS FOR 

SOUTH PACIFIC SHIPPING CO. LTD.
INC.

Week after week, 52 weeks a year, we 
get the goods to Panama and Ecuador.

Shipping to Panama or Ecuador? Get your goods to Cristobal, 
Colon, Panama City, Guayaquil and other principal ports without 
wasting tim e at local stops. We offer the fastest transport time.
Ideal for “just in tim e” programs. We’re express. Try us.
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By Michael B. Berzon

Shipper/ carrier 
relationships:

Time for 
a reality check

In today’s commercial reality, we pro-
duce what customers want and deliver it 
where and when they want it. If we can’t, 
someone else can, and will. Ten years ago 
we came up with a better way to define 
shipper/carrier relationships. It replaced 
agreements, written on backs of envelopes, 
which had served post-war business well. 
The magnitude and rate of change in today ’ s 
w orld  de-

The magnitude and 
rate o f change in 

today’s world 
demands that we 

redefine these 
relationships or 
watch someone 
else, less con-

strained, take our 
business.

mands that we 
redefine these 
relationships 
or w atch
someone else, 
less co n -
strained, take 
our business.

After 1984, 
service co n -
tracts became 
the accepted 
way of defin-
ing the ship- __
p e r / c a r r i e r
relationship. Subsequently, shippers began 
to view logistics as a process instead of an 
isolated function. This came about with the 
introduction of quality and organizational 
effectiveness. The emphasis on teamwork, 
and the need to streamline processes to 
reduce manufacturing and distribution costs, 
evolved into the Supply Chain Manage-
ment Process and other technologies. The 
resulting paradigm shift started to stretch 
this new shipper/carrier framework soon 
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ity has improved and so has the ability to 
meet competition head-on in the global 
market. In order to keep growing the busi-
ness, these companies must continually 
squeeze inefficiencies out of all phases of 
the supply chain.

One of the recognized methods for 
achieving greaterefficiency is through 
supplier integration. This requires 
sharing sensitive and confidential in-

formation on manufacturing processes, 
marketing strategies and customers. The 

result is single-source suppliers in interde-
pendent relationships with their customers.

Multi-site production under ISO 9000 
standards and global customer sourcing now 

dem and that

after the ink on the 1984 Shipping Act was 
dry.

The current economic situation has many 
large shippers undertaking radical, painful 
re-engineering, restructuring and reorga-
nizing. With the focus on the customer, 
custom manufacturing with smaller pro-
duction runs and increased flexibility are 
common, replacing mass-production tech-
niques. Design-to-production cycle times 
are constantly being reduced. Efficiency 
and productivity are being measured and 
benchmarked. Continuous improvement is 
a standard best practice for corporations. 
Some of these processes are being applied 
in the transportation industry as it also 
struggles to face the new realities.

Companies have started to see the efforts 
of restructuring begin to pay off. Productiv-

The boundary 
between purchaser 

and suppliers of 
service (read 

'shipper/carrier") 
becomes less 

defined and the 
relationship more 
interdependent.

the transporta-
tion function 
be fully inte-
grated into the 
supply chain. 
The boundary 
between pur-
chase r and 
supp lie rs  o f 
service (read 
“ shipper/car-
rier”) becomes

_______  less defined
and the rela-

tionship more interdependent.
Consider “virtual corporations” which, 

according to authors William Davidow and 
Michael Malone in The Virtual Corpora-
tion, “ ... will appear almost edgeless, with 
permeable and continuously changing in-
terfaces between company, supplier and 
customer.” This is not the stuff of the 21st 
century. Customers in Japan today partici-
pate in customizing their cars on a terminal 
in the showroom. The car is then manufac-
tured and delivered 72 hours later.

The logistics segments of the supply 
chain, which includes just-in-time deliver-
ies of raw materials, parts and finished 
product distribution, will require custom

Michael B. Berzon, an active member in the international 
transportation arena, retired from Du Pont after more than 27  
years’ service in December 1993 to form Mar-Log Inc. His new 
venture provides international marketing and logistics consult-
ing services. During his tenure at Du Pont he was involved in 
international marketing, ocean transportation and distribution 
management. He participated as a shipper advocate in Ship-
pers for Competitive Ocean Transportation (SCOT) and the 
Chemical Manufacturers Association (CMA), working with other 
large shippers on regulatory and legislative issues affecting 
international trade and logistics. He currently serves as presi-
dent of the Containerization and Intermodal Institute and is also 
on the board of the International Cargo Handling Coordination
Association (ICHCA-USA). He lives in Unionville, Pa. and can be reached at P O Box 470 
Umonville, Pa. 19375, USA. Telephone (610) 347-2274; FAX (610) 347-0737.
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ized services which are flexible, tightly 
coordinated, benchmarked and measured 
against requirements. Such precise require-
ments can be adequately defined only in 
confidential service contracts.

Under these 
c i r c u m - '
stances, there The conference, 
is no place for m a ([e  Up  0j  carriers 
a broker: i.e., .
theconference W ith  different
cha irperson , capabilities offering
I n te rd e p e n -  various levels o f
dent relation- service, and its
sh ips are .
possible only chairperson do not
w ith  a few , belong in this
well-qualified equation.
and selected 
suppliers/car-
riers. Interdependency is gained only with a 
thorough, mutual understanding between 
the partners based on shared beliefs, prin-
ciples and values. This is accomplished 
only in one-on-one, confidential discus-
sions. The conference, made up of carriers 
with different capabilities offering various 
levels of service, and its chairperson do not 
belong in this equation.

There have been suggestions to differen-

tiate service contracts from common car-
riage by eliminating filing and making them 
confidential. Tariffs will still exist. Con-
tracts are not universally necessary; they 
don’t suit everybody’s needs. And while 
w e’re making changes, we might as well 
eliminated tariff filing, too. Score one for 
productivity and cost reduction! The Fed-
eral Maritime Commission, under former 
chairman Christopher Koch, did increase 
the flexibility of service contracts through 
administrative changes. Many shippers to-
day, however, feel that the FMC is not 
likely to liberalize the process any further.

The Advisory Commission on Confer-
ences in Ocean Shipping (ACCOS) chose 
to decide by not deciding. They missed a 
great opportunity to streamline the process 
for dealing with rapid change. There is no 
time to wait for “another study.” Shippers 
and carriers must now engage in direct 
discussions, a first step in setting up the 
framework for the new relationships. The 
FMC should facilitate and provide the fo-
rum.

New design processes, such as concur-
rent engineering, are in use today, as noted 
in the February edition of this magazine in 
the article on page 36 entitled, “Getting 
involved at the start.” Everybody affected

by design participates, as early as possible, 
in the design cycle. Carrier input at the 
design stage can help optimize dimensions, 
spot inconsistencies and prevent expensive 

d o w n strea m  
p r o b l e m s .  

There is no time to Confidentiai-
wait fo r  “another >ly is as essen-

study.” Shippers 
and carriers must proprietary in-

now engage in formation.

direct discussions, a The Pace of 
~ ^  change w illfirst step in setting only increase.
up the framework  w hat was
fo r the new rela- good in 1984

tionships. The FMC  ^ay n o tb eap -
p licab le  in 

should facilitate  1994, and may
and provide the be totally irrel-

forum. evant in 1995.
_______________________ The ability to

deal e ffe c -
tively with change is based on a more flex-
ible framework within which to build 
relationships. Waiting for government to 
impose a solution is a poor alternative. The 
best place to start is by opening a construc-
tive shipper/carrier dialogue now! ■

The European Single Market evolution has begun. Europe is 
in transition and already, what will become the world’s 

largest consumer market is open for business. 
Forward-thinking companies are evaluating their current 

operations in Europe and are adjusting to meet future 
needs. Competition will be fierce and firms with the 

ability to better control costs and offer the highest level 
of customer service will profit the most.

By strategically positioning your European inventory with a 
trusted and efficient partner like Nedlloyd, you could reduce 
costs, better manage your inventory and convert many fixed 

costs to variable. Fewer, strategically positioned stock 
locations establish a competitive advantage against your 

European-based competition.

Nedlloyd

We’re Nedlloyd - and our Nedlloyd - Flowmasters® concept 
is designed for manufacturers who look to exploit emerging 
opportunities in Europe through use of our landbased 
expertise in inventory management & distribution, 
complimented by our worldwide strategic ocean links to 
accommodate your global sourcing needs.

For a presentation on the Single Market and Nedlloyd 
Flowmasters" concept, call or write:
Nedlloyd Corporate Logistics (USA)
(201) 617-9509, 500 Plaza Drive,
6th Floor, Secaucus, NJ 07094,

Nedlloyd Corporate Logistics
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LOGISTICS
M A N A G E M E N T

Frank Jones, vice president and director of transportation 
Southwire Co., Carrollton, Ga.

‘Capacity to serve’
Ten mills were working at capacity with $1.3 billion 
annual sales, but Frank Jones realized the company 
‘had not been using up our capacity to serve our 
customers better by getting control o f the product.’
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By Gary Burrows

Southwire Co. knew it had to make a 
change in its domestic distribution when 
customers were less than electrified with 
the service provided by America’s largest 
wire maker.

The Carrollton, Ga.-based company has 
established an in-house logistics depart-
ment and reduced more than 50 stocking 
locations to seven to 10 distribution centers 
in response to customer demands.

“W e’ve been doing a pretty good job 
with the system that we had to work with. 
But that system was old, antiquated andjust 
didn’t fit into today’s business climate,” 
said Frank Jones, vice president and direc-
tor of transportation.

“We ’re finding ourselves, like most com-
panies, with our customers narrowing the 
window on us all the time as to what their 
requirements are,” Jones said. “They tell us



If you  w a n t to  o p e n  n e w  te rr ito r ie s  in  th e  Pacific Rim  o r  th e  A m ericas, th e re 's  no  m o re  effic ien t w ay  to  

get y o u r p ro d u c ts  th e re  th a n  th ro u g h  th e  P o rt o f  Los A ngeles, th e  n u m b e r  o n e  relay p o r t  o n  th e  W est Coast.

WORLDPORT LA
P.O. B ox 151, San P e d ro , CA,90753-0151 *,(310) 732-3841
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what they want, when they want and where 
they want it. And of course it’s the logistics 
department’s job to make sure they put it 
together and satisfy the need.”

The new logistics department, headed by 
Richard McMichael, logistics group man-
ager, and the opening of a new distribution 
center in Atlanta early this year are the first 
steps.

M cM ichael, a 17-year veteran  of 
Southwire, will manage the major redistri-
bution centers from Carrollton and will be 
responsible for inventory.

Managing Inventory. “What w e’ve 
done is centralize the control of inventory, 
rather than have it scattered in a number of 
locations like we did heretofore,” Jones 
said.

Southwire couldn’t efficiently manage 
its inventory or customer service because it 
was spread over more than 50 locations. So 
completing a single order would often re-
quire two or more shipments or sourcing 
from multiple locations, Jones said.

“Fifty separate inventories just kept us 
from being responsive to our customers,” 
McMichael said.

From these 50-plus stocking locations, 
the 43-year-old, family-owned company 
supplies a broad range of customers with an 
equally broad range of products.
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Southwire contracted with 
Arthur D. Little Inc. to 
analyze the company’s 

distribution system and to 
come up with suggestions.

Southwire recorded more than $1.3 bil-
lion in sales last year to utility companies, 
residential, commercial and industrial con-
tractors and do-it-yourself retailers like 
Home Depot.

“The products we make will take you all 
the way from the generating station to your 
hair dryer,” Jones said.

Southwire moves about 2 billion pounds 
of product a year, about 30 percent of that 
moving through the company ’ s service cen-
ters. Jones also is responsible for about 42 
million pounds of overseas exports, includ-
ing Puerto Rico, and about 120 million 
pounds of imports.

As diverse as its customer base is, so are 
the services they require.

“The retailer, he’s looking for you to 
have it on his shelf at all times. The utility, 
as an example, may give you a multi-mil-
lion-pound order now and say, ‘I want

delivery to start nine months from now.’ 
These materials are made according to their 
specifications in many cases,” he said.

Southwire sales volumes require utiliz-
ing most of its plants seven days a week.

“We are using up our manufacturing 
capacity, but had not been using up our 
capacity to serve our customers better by 
getting control of the product,” Jones said.

Southwire contracted with Arthur D. 
Little Inc. to analyze the company’s distri-
bution system and to come up with sugges-
tions.

The Old System. Under its old system 
Southwire operates nine of the existing 
service centers in Phoenix; Orlando; Kan-
sas City, Kan.; Shrewsbury, Pa.; Houston; 
Denver; Atlanta; Charlotte; and Memphis.

Also Southwire used several of its mills 
as stocking locations. Southwire’s U.S. mills 
are in Carrollton; Dallas; Flora, 111.; Gaston, 
S.C.; Hawesville, Ky„ Jewett City, Conn., 
Macon, Ga.; Osceola, Ark.; Starkville, 
Miss.; and West Jordan, Utah.

“We were already operating out of these 
locations ourselves. So we already had 
gained some experience in operating redis- 
tribution centers,” Jones said. “So w e’re 
really not neophytes. W e’ve got a great deal 
of experience.”

The balance of the distribution points are



For the transpacific 
shipper, Hanjin’s new

high-speed PUX and PSX 
Services Offer a lot more 

than sheer speed. 
; They .introduce a major 
competitive advantage.

Our eastbound PUX 
Ser/ice crosses the Pacific 
from Pusan to Long Beach 
in just 10 days. And from

i A  W o r l d w id e  Co mpe t it iv e  Ed g e .

major China ports to Long 
Beach in only 15 days. 
Advantage - the only 

transpacific transit in the 
industry this swift with 

Hanjin service and value. 
Our new PSX Service, 

meanwhile, arrives in Long 
Beach in just 14 days from 

Hong Kong and 12 days 
from Taiwan. With quicker 

off-ship availability, too.
For time-sensitive 

importers, these two new

services provide critical 
speed and value. 

For westbound exporters, 
both new Hanjin services 
provide an array of addi-
tional time, financial and 

logistical advantages. 
For NVOCC shippers, for 

example, our westbound 
PSX Service accepts FAK 

cargo up to Friday noon.
New Hanjin PUX 

and PSX services - for a 
closer look, call today.
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agent-owned warehouses, representing 
Southwire in the trade as well as warehous-
ing its products.

The New System. At Arthur D. Little’s 
recommendation, Southwire will phase out 
about 40 of the stocking centers, replacing 
them with between seven and 10 service 
centers. The privately operated stocking 
centers will continue to serve as agents for 
Southwire products, McMichael said.

Southwire’s first center, a leased facility 
on Fulton Industrial Boulevard on Atlanta’s 
west side, is expected to be opened by 
April. Southwire has also located a second 
facility in York, Pa. Southwire is looking 
for additional locations in Arizona, Colo-
rado, Texas, Washington state and Indiana, 
Jones said.

The new centers will be five times larger 
than the existing stocking locations. The
200,000-square-foot-plus centers will have 
multi-million-pound monthly capacities, he 
said.

“Whereas an existing warehouse has 
about 1 million pounds of inventory, one of 
the new warehouses might have 8 million 
or 10 million pounds of inventory,” Jones 
said. “So you can see with that inventory 
turning rapidly, you’ve got a lot of products 
that can keep moving faster.”

Jones would not speculate on the cost

“By having the larger 
inventories and managing 

this inventory better, we 
think we can do a better job  
of shipping the entire order 

the first time we make 
shipment on it.”

savings the changes w ill c reate  for 
Southwire, though McMichael said the new 
centers will cut the time it takes Southwire 
to fill an order by a third to 50 percent.

“By having the larger inventories and 
managing this inventory better, we think 
we can do a better job of shipping the entire 
order the first time we make shipment on 
it,” Jones said. “That’s going to be a big 
improvement for us and our customers are 
really looking for that.”

The centers will be ou tfitted  with 
Southwire' s existing inventory control sys-
tem, which provides instantaneous inven-
tory update, Jones said.

Southwire also regularly monitors ser-
vice levels on its different product lines. 

“We have specific goals from a business

excellence philosophy,” he said. “We will 
follow those same goals and objectives that 
transportation and sales have.”

Transportation. Reducing the number 
of centers will allow Southwire to “form 
better alliances with the carriers that will be 
serving those locations,” Jones said. 
“They T1 be able to increase their volume of 
business significantly and of course that 
will make it easier for them do to business 
with us and for us to do business with 
them.”

The new distribution system will also 
allow Southwire to reduce the number of 
transportation providers it does business 
with. Jones would like to see the number 
reduced from 300 to the range of 50 carri-
ers.

“Now when we talk about carriers, we’re 
talking about everything from UPS right on 
up through the steamship lines, barge lines 
and airlines —  you name it,” he said.

In its domestic business, Southwire will 
move several hundred million pounds by 
rail annually, and spread the rest among 
contract carriers, general commodity carri-
ers, intermodal service and its in-house 
fleet of trucks.

“Every mode has a niche that’s provid-
ing some phase of our operation. And we 
see that continuing,” Jones said. ■
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Southern Shipper

Look South again
NAFTA calls for afresh look 
at Central and South America

By Richard Knee_______________

The window of opportunity for U.S. businesses interested in 
Latin America has never been and might never again be as wide 
open as it is now.

“Make your strategic decisions now. You're not late, and you're 
not early,” business consultant Fernando Arias told 75 traffic/ 
logistics and sales/marketing specialists at a seminar that the 
Harper Group sponsored Jan. 24 in San Jose, Calif.

The best countries in which to set up shop. Arias and other 
speakers said, are Mexico, because of the North American Free 
Trade Agreement; Chile, because it is the most market-oriented; 
Argentina, Colombia and Venezuela, because of their growing 
markets; and Brazil, because of its size.

The business environment in Latin America has improved 
dramatically and should continue to do so, speakers said.

Jack Edwards, president and chief operating officer of San 
Francisco-based Harper, pointed to liberalization of business regu-
lations in several nations; massive capital investment from abroad; 
and the likelihood that inflation will be reined in in most countries.

Also significant, said Arias, is the shifting of leadership for 
economic growth and development.

That leadership has been in seats of government since the 
colonial era, he said, but the private sector is emerging as the 
dominant force.

In addition, U.S. and European capital is coming back to the 
region as it regains investors’ confidence.

Economic powers such as Japan and Germany are unlikely to 
remain engines of growth in Latin America, he said.

Japan’s economy is slowing, and Germany must spend about 
$100 billion a year to lift its formerly Communist-ruled eastern 
sector to economic parity.

"Most important for the region,” Arias said, “are the synergies 
created by N A FTA .... The Latin Americans believe that NAFTA 
is the precursor of a broader dream."

Some Caribbean countries hope to form a common market by 
yearend, he said, and Central America has set a similar goal for 
1996.

Only 4 percent of Latin America’s international trade is intra- 
regional, he said, but the ratio will grow as the various nations 
remove their trade barriers.

However, he cautioned that the region is not homogenous; the

countries differ economically, politically, socially and culturally.

Outlook. Asked what would be his first choice for establishing a 
business beachhead in Latin America, Arias replied, “Mexico.” 

Chile offers the region’s most market-oriented business envi-
ronment and Argentina and Colombia/Venezuela are making rapid 
progress in that area, he said.

“For those who like risk, look at Peru,” he said. “Peru offers 
some incredible opportunities at incredibly low prices.

“You need to establish a beachhead in Brazil. It’s too big a 
market to miss.”

High-technology firms might do well to segment their opera-
tions, using Mexico as hub for North and Central American 
operations, Arias said.

M exico’s business environment includes several elements be-
sides NAFTA that bear watching, said Larry Clopp, corporate 
customs manager for Amdahl Corp. (Clopp has since moved to 
Coopers & Lybrand, where he is the consulting firm's director of 
international trade and customs for the West Coast.)

Those elements include:
•  A decreasingly corruptible customs agency.
•  Elimination of duty drawback on the U.S. side for “substitu-

tion-same condition” components or ingredients.
•  Elimination of manufacturing drawback as of Jan. 1, 2001.
•  Basing of duties on cost-insurance-freight (CIF) value. With 

some exceptions, Mexico subscribes to the valuation code set by 
the General Agreement on Tariffs and Trade, Clopp said.

•  Metric labeling requirements for some products.
•  Multi-agency clearance requirements, which make it benefi-

cial to work with locals who know their way through the bureau-
cratic maze.

•  A high frequency of fines and delays.
NAFTA itself, while reducing customs duties for U .S. exports to 

Mexico, poses problems, Clopp said. Rules on establishing eligi-
bility for preferential treatment under the trade pact and on coun- 
try-of-origin markings are inconsistent, he said.

Logistics. In air transportation, the chief mode for shippers of 
high-tech goods, Miami is still the main hub for shipments between 
the U.S. and Latin America, said Roy W. Hecteman, operations 
director for Circle International, Harper's operating unit.

One thing to beware, he said, is that many companies in the 
Miami area advertise themselves as airlines but don't own planes 
or other equipment. Some of those firms charter planes and are 
reliable, but he said others take shippers’ money and run.

Latin America continues to lag in communications and informa-
tion technology, infrastructure and education, he said, though the 
outlook is improving on that score. Customs procedures remain 
heavily bureaucratic, requirements are varied and confusing, and 
mistakes are costly, he said.

In selecting freight forwarders for the Latin American markets, 
he said, “check out their credentials. Find someone who is as 
committed to the market as you are.”

Luis Solis, Circle’s global marketing director, and David 
Clements, president of Quality Letters of Credit Co., both advised 
that shipments move CIF. "CIF means control, both said.

“Understand how your freight moves,” Clements added, refer-
ring to the issue of direct versus consolidation shipping.

“Do not allow your customers to dictate,” he said. "You should 
be able to move (shipments) consolidated all the time.”

Other tips: Find out who pays cargo insurance; understand 
routing; and ask questions. “If you don’t understand something, 
call the bank; call your freight forwarder.” ■
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Market forces in air cargo
Belly space on passenger planes 
makes life difficult fo r all-cargo carriers.

By Gary Burrows
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Richard L. Haberly, president of Arrow 
Air Inc., says even though all-cargo freighter 
operations are inherently more expensive 
than the belly space of passenger aircraft, 
all-cargo carriers are necessary to provide 
long-term, specialized air freight services.

“In spite of the immediate benefits af-
forded to shippers by the lower rates that 
chronic overcapacity creates, too often the 
apparent gain does not work out as under-
supported air cargo service fails to meet 
expectation over time,” Haberly said.

All-cargo carriers are subjected to “short-
term hit-and-run tactics by fringe players 
and by passenger motivated scheduled car-
riers whose only interest is to make a quick 
buck on low costs and irresponsibly low 
rates in a given market,” he said.

Because of their investment in all-cargo 
freighters, pure cargo carriers commit them-
selves to trade lanes for the long haul, he said.

“The challenge for all of us, carrier, 
middleman and shipper alike, is to find a 
way to make private ownership of the in-
dustrial air cargo pipeline viable on a per-
manent year-round basis,” Haberly told a 
forum of air cargo executives recently.

Haberly maintains that there is enough air 
cargo business to satisfy the industry’s over-
capacity. The problem has been that the air 
cargo industry has not successfully marketed 
itself to potential air cargo shippers.

Even with rates at 50 percent o f 1989 
levels, potential air cargo customers are not 
buying, he said.

Air cargo represents less than 1.5 percent 
of total worldwide trade. “A doubling or a 
tripling of that number would hardly cause 
a ripple in the greater scheme of things, yet 
the air mode would be totally transformed 
by such growth,” Haberly said.

Though air carriers handle less than 1.5 
percent of worldwide trade by volume, those 
cargoes represent about a third of world-
wide trade by value, or $1.1 trillion, an 
industry study said.

Though rates are low, service, “particu-
larly predictable delivery, has consistently 
rated the number one spot on the shippers’ 
list of concerns,” Haberly said. “Price mat-
ters, but not at the expense of haphazard 
service delivery which costs the shippers 
more in the end.”

William Boesch, president of American 
Airlines ’ cargo division, showed little sym-

pathy for the pure cargo carriers’ plight.
“If freighter carriers can’t make money 

at low rates, that’s the freighter carrier’s 
problem. That’s not my doing. That’s the 
market determining that,” Boesch said. “Our 
planes are full. W e’re making money. We 
see it more as a demand problem.”

Boesch said that though American Air-
lines planned to retire old high-cost aircraft 
to decrease freight-ton miles, the airline 
planned to increase capacity by 8 percent.

In addressing American Airlines’ com-
mitment to markets, Boesch said they would 
pull out of trade lanes if the airline isn’t 
making money.

“American Airlines has three rules: make 
a profit, make a profit, make a profit. There 
are no other rules. If you can’t make a profit, 
you should not be in the business.” 

Airlines that sell cargo space in the bel-
lies o f passenger scheduled flights cannot 
offer commitments to long-term shippers, 
Haberly said.

“It does not make sense to over-sell that 
cargo space on a developmental and perma-
nent, year-round basis and make extensive 
long-term commitments to regular repeat 
shippers when they know that actual avail-
ability of that sold space on a given flight is 
limited by the passenger load up to 20 
minutes, prior to departure of the flight.”

In essence, cargo customers are offered a 
“space available” service, Haberly said. 
“This is just not good enough for the regular 
industrial shipper, nor for the hard working 
freight forwarder —  both of whom live 
with the dilemma that time is money, par-
ticularly extra time created by not getting 
their shipments from point A to point B in 
an efficient manner.”

Industrial shippers have to consider dis-
tribution capabilities several years down 
the road in order to invest in plants and 
infrastructure, he said. This is a particular 
problem in Latin America and the Carib-
bean, where perishables —  such as cut 
flowers, fresh fruit, vegetables and seafood 
—  and 807 fashion garments rely heavily 
on air cargo to protect their investements.

“This investment is only valid if there is a 
suitable air cargo-based distribution pipeline 
to move this highly perishable commodity to 
market in an expedited manner,” he said.

In exchange for consistent, reliable ser-
vice, “Today’s frustrated industrial ship-
pers will pay a compensatory rate for the 
service,” Haberly said. ■
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Sea-Land to relocate in Charleston

Carrier will move from Columbus Street to 
newly expanded Wando Terminal in January 1995.

By Gary Burrows

Sea-Land Service Inc. has signed a con-
tract with the Port of Charleston to relocate 
from Columbus Street Terminal to more 
than 65 acres on the newly expanded Wando 
Terminal.

Sea-Land will move to Wando Terminal 
in January 1995 under a five-year agreement 
with three consecutive five-year options.

The agreement calls for Sea-Land to main-
tain its frequency of three vessel calls per 
week, or 156 calls per year, said Duane 
Grantham, director of marketing and sales.

Sea-Land accounts for about 20 percent 
o f C harleston’s container volum e, or 
roughly 150,000 twenty-foot-equivalent 
units a year, Grantham said. The port 
handled a total of 802,821 TEUs during 
calendar year 1993.

Sea-Land currently operates about 3,100 
container slots at Columbus Street Termi-
nal, Grantham said. “Wando will give them

the potential to immediately grow into 3,450 
slots and then there’s the option for larger 
growth in the future.”

Sea-Land’s lease with the South Carolina 
State Ports Authority had ran out last spring. 
Since that time, the container carrier was 
lobbied heavily to relocate to the Port of 
Savannah by the Georgia Ports Authority.

“There was quite a bit of competition 
from Savannah in trying to swing Sea- 
Land, “ Grantham said.

Sea-Land will occupy 65 acres of newly 
completed terminal space at Wando Termi-
nal. The port expects the $90 million expan-
sion to be completed by the end of 1994.

Besides adding more than 70 acres of 
paved container storage, the port is adding 
1,373 feet of berthing space to the existing 
2,427 feet. The port authority is also pur-
chasing three $5.4 million container cranes, 
which will be delivered by the end of 1994. 
The new cranes will bring the total number 
of container cranes at W ando to nine,

Grantham said.
Wando Terminal offers Sea-Land addi-

tional expansion capabilities that Columbus 
Street Terminal just couldn’t offer, he said.

“There are some additional areas for ex-
pansion with Wando as Sea-Land and our 
other carriers continue to grow,” he said. 
“There’s no additional land for expansion at 
Columbus Street even if we wanted to do 
that.”

Sea-Land occupies all but about 10 acres 
at Columbus Street Terminal. The remaining 
acreage is set aside for common user carriers.

Grantham said that with Sea-Land mov-
ing to Wando, the the port will have about 60 
acres of terminal space available at Colum-
bus Street Terminal.

“Now Charleston also has the opportunity 
to find new carriers at Columbus Street Ter-
minal,” Grantham said. “That will really be 
our push for the future, to market that space.”

The port authority won’tnecessarily look 
for container business to replace Sea-Land’s 
operations there, he said.

“Columbus Street is not only a good 
container terminal, it’s also a combination 
terminal, because we have a breakbulk fa-
cility there as well, with cranes as well as 
warehouses on dock,” he said. “That opens 
up our opportunities as to the number of 
carriers w e’re looking at.” ■

Are you 
still fighting 

your way 
up the 

Mississippi 
River with 

yourcargo?
 Turing the Civil War Admiral Farragut had to fight his way up 110 miles
of the winding Mississippi River to capture New Orleans... but there's no 
reason for you to fight that same battle with your cargo when Mississippi's 
deepwater containerized seaport is only 16 miles from shipping lanes.

Find out how you can capture more market share while saving time and 
money by shipping through Mississippi's State Port at Gulfport.

Call Jim Badger, Director of Marketing 
Mississippi State Port Authority at Gulfport
Telephone (601) 865-4300 Fax (601) 865-4307

GULFPORT
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Self-service rates and bookings
Florida software firm develops package 
as a marketing tool fo r carriers.

By Gary Burrows

Just because your ocean carrier’s office 
closed down at 5 p.m. it doesn’t mean that 
a shipper’s office does.

Too often, shippers and freight forward-
ers seeking rate quotes for their customers 
find that even if a carrier's service represen-
tative can be reached by phone, he may not 
be able to immediately respond.

T o answer those problems, Seariders Sys-
tems Inc. has created Snaprate, a computer 
system being marketed to shipping lines 
and non-vessel-operating common carri-
ers.

Snaprate allows a shipping line to give 
customers rate quotations —  including 
accessorial and insurance charges —  and a 
preliminary booking in minutes. It can be 
used 24 hours a day via personal computer 
and modem.

“Most exporters don’t keep 9-to-5 hours. 
Plus you have the problem of different time 
zones,” said Albert J. Redlhammer, presi-
dent of Seariders International Inc., a freight 
forwarder, customs brokers and NVOCC, 
and minority owner of Seariders Systems.

Even if you do get a warm body at the 
other end of the phone, there ’ s no guarantee 
he’s going to be able to immediately answer 
your rate questions. In a busy office, where 
the same people that quote rates have other 
traffic or sales responsibilities, they simply 
may not have time to get back right away.

“If you’re a shipper or freight forwarder 
and you call a shipping line needing a rate 
for a particular destination, you’re put on 
hold, then the customer service representa-
tive will often tell you, ‘I ’ll have to get back 
with you,” Redlhammer said. “The call 
comes back sometimes in 15 minutes, some-
times in one hour, o r— more often than not 
—  it doesn’t come until the next day.”

CUSTOM BROKERS, INC. & FREIGHT FORWARDERS

CORPORATE OFFICE 
2 Cumberland Street (29401-2602)

P.O. Box 20160 Charleston, SC 29413-0160 
803/577-3630 Fax: 803/723-9672

By then, a shipper or forwarder may have 
found a rate with a competitor —  or even 
lost a sale. It will likely frustrate even a 
carrier’s most consistent customer.

With Snaprate, a shipping line can re-
duce the time it takes to provide a shipper 
with rates “from two days to two minutes,” 
Redlhammer said.

Nothing Fancy. Snaprate is not an intri-
cate, computerized tariff system. It doesn’t 
replace ATFI and it’s not a documentation 
program. Nor does it allow shippers to 
access rates for other carriers.

“I t’s a sales tool for a shipping line,” 
Redlhammer said. With Snaprate, the ship-
ping line can offer its customer unlimited 
and immediate access to rates.

Snaprate was developed by Joe Irvin, 
president of Seariders Systems, as an in- 
house system for Redlhammer’s Seariders 
International. Irvin spent about eight months 
developing Snaprate from a simple spread-
sheet program, with Redlhammer’s assis-
tance.

Irvin “found a vertical niche that made 
sense,” a user-friendly system that can be 
accessed at any time, Redlhammer said.

Snaprate costs roughly $1,000 to start 
up, including installation. For that, Seariders 
Systems provides the carrier with access to 
a toll-free number and loads all the perti-
nent rate and accessorial cost data into its 
mainframe computer. Snaprate is tailored 
to the commodities and equipment which a 
shipping line handles.

Seariders then provides the carrier with 
diskettes which it distributes to its custom-
ers.

The disk, which allows a one-time-only 
installation onto the customer’s computer, 
lets the customer access only the rates of the 
shipping line that provides the disk. The 
disks cannot be copied nor can the installed 
information be moved from one computer 
to another, Redlhammer said.

Seariders Systems’ computer houses all 
of the software and information, so neither 
customers nor shipping lines can manipu-
late data.

Shipping lines subscribing to Snaprate

cannot access rates for other Snaprate sub-
scribers.

Test Drive. Redlhammer has used the 
system to handle automobiles, a niche busi-
ness provided by one of the NVO’s divi-
sions. Seariders International has a computer 
at a South Florida auto auction, where cus-
tomers buying autos for export can access 
the NVO’s rates.

Snaprate is simple to use, as Redlhammer 
demonstrated on a PC in his Fort Lauder-
dale office, checking a rate on shipping a 
fictional Alfa Romero to LaHavre.

Once the computer dials up Snaprate, the 
customer is not faced with volumes of tariff 
filings like what he would find through 
ATFI. Instead there are simple windows 
offering simple options.

“Slide the arrow down to the commodity 
you want, punch enter. Highlight the port 
you want, punch enter,” Redlhammer said, 
completing the functions in less time than it 
took to explain them.

After providing some specifics on the 
shipment and contemplating cargo insur-
ance options, Redlhammer’s computer then 
neatly displays the rate, including insur-
ance costs.

The shipper then enters his name, phone 
and fax numbers in order to make a tenta-
tive booking. Once the shipper is finished, 
Seariders System’s computer automatically 
sends a fax to the shipping line, where a 
representative can follow up and confirm 
the booking, Redlhammer said.

If an inquiry is too complicated, Snaprate 
will tell the customer he needs to talk with 
a customer representative,” Redlhammer 
said.

Carriers Enthusiastic. Carriers sub 
scribing to Snaprate are billed for phone 
access made by their customers.

Seariders Systems also charges a flat, 
$100-a-month watching fee for updating 
tariffs, Redlham m er said. Tariffs and 
accessorials can be updated daily.

Seariders Systems works through a tariff 
publisher, which is also marketing the sys-
tem to its shipping line clients, Redlhammer 
said.

Carriers are enthusiastic about the sys-
tem, he added. Not only does it provide a 
solid m arketing tool to its customers, 
Snaprate will sent reports to the carrier’s 
fax or computer printer, providing a listing 
of every rate request, caller and quote on a 
daily or weekly basis.

Later enhancements will including offer-
ing access in different languages and “other 
bells and whistles,” Redlhammer said.

“W e’ve built the Volkswagen Beetle. 
I t’s simple and it works,” he added. ■
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Carriers eye Port Everglades
King Ocean Service, Hyde Shipping approach port about 
Midport Terminal space vacated by Sea-Land.

By Gary Burrows

No sooner than Sea-Land Service Inc. 
relocates to its new Southport Terminal 
digs then Port Everglades may have two 
new tenants to help fill Sea-Land’s vacancy 
at Midport Terminal.

Miami River carrier Hyde Shipping Corp. 
and Miami-based King Ocean Service Inc. 
have expressed interest in relocating their 
operations to Port Everglades, port officials 
said.

“In the case of King Ocean, port staff is 
in discussions with their staff as to what 
their operating profile will require in terms 
of amount of acreage, general framework 
of a lease and operating agreement in re-
gards to term, tonnage guarantees, etc.,” 
said James O ’Brien, port director. “W e’re 
sort of in the preliminary dialogue on that. 
But the target for both of us would be that 
they’d be ready to occupy their required 
area at Midport at the time Sea-Land’s

relocation is accomplished.”
Sea-Land is expected to relocate to 43 

acres at Southport’s recently completed 70- 
acre container yard in April or early May, 
O ’Brien said. Sea-Land has an option for an 
additional seven acres, based on tonnages.

O ’Brien said that King Ocean will be 
requiring “in the neighborhood of 20 acres.

“They’re a very efficient operator from 
what I ’ve seen in terms of throughput ca-
pacity,” he said. “W e’ll tailor it after what 
their requirements are. We want to make 
sure they have enough room to grow with us 
too.”

King Ocean provides services to ports in 
Guatemala, Honduras, El Salvador, Nica-
ragua, Costa Rica, Panama, Venezuela, 
Aruba, Bonaire, Curacao and Trinidad.

Hyde Shipping. Hyde Shipping Corp., 
which operates out of about two and a half 
leased acres along the Miami River, has 
applied for a terminal lease and a franchis-

ing license to operate as a stevedore at the 
port, said David Miller, director of corpo-
rate communications at Port Everglades.

“It’s up to the port commission to decide 
if they want us,” said Michael Youngman, 
operations manager for Hyde. “I don’tknow 
what their feelings are.”

Approval by the port commission would 
require a public hearing.

Youngman would not say how much 
terminal space they are requesting from 
Port Everglades, but it would be consider-
ably more than what they ’ re presently oper-
ating.

Hyde has handled about 26,000 twenty- 
foot-equivalent units at its present location. 
Hyde operates its own vessels between 
Belize, Honduras, Cancun and Puerto 
Morelos, Mexico, as well as serving as 
agent and stevedore for about 14 years for 
Thompson Shipping in its service to Grand 
Cayman, Nicaragua and Costa Rica.

“We would be bringing in absolutely 
new business that no one else at Port Ever-
glades would be handling,” Youngman said. 
“We would not be bringing competition to 
any of the existing carriers at the port.” 

Hyde’s vessels are no strangers to Port 
Everglades, Youngman added. Tecmarine, 
which operates on about 20 acres at Midport, 
charters two of Hyde’s vessels. ■

Is finding the rigjit port for 
your bulk, breakbulk, 

mdprq/ect cargo 
becoming an 

impossible hurdle?
Then call us at the Port of Georgetown...because bulk, break-
bulk, and project cargo is our specialty. We’ve spent years 
developing the experience needed to handle your specialized 

cargo, and we do it better than anyone!
Our port features 25 acres of paved back-up 

space, 139,400 sq. ft. of covered storage, crane lifting 
capacity up to 90 tons, and direct rail & highway access.

We can help you clear those hurdles.
Call today at (803) 527-4476 to find out why we’re better.

Port of Georgetown
P.O. Box 601 • Georgetown, SC 29442 

FAX: (803) 527-2601 • Telex; SC PORTSAUTH 810-881-1860
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Program enables carriers to 
fax-scan non-standard forms
By Richard Knee

A fax-scanning program that reportedly enables carriers to cut 
through the lack of standardization of shipping documents, such as 
bills of lading, has been developed by a Dallas-based software 
firm.

The program, still in the demonstration phase, is the brainchild 
of GTESS Corp. Dubbed the GTESS Form Processing System 
(GPFS), it can be run on personal computers using the Windows 
environment.

“Carriers would like for all of the shippers to use a standard form, 
but in the real world, it doesn’t work that way,” said Mike 
Rountree, co-owner of Translntel, Inc., the Orinda, Calif.-based 
firm marketing GPFS to the transportation industry.

GPFS applies a template that seeks out specific information and 
can thereby distinguish between the shipper, consignee, carrier, 
carrier’s agent or any other party to the shipment transaction, he 
said.

How It Works. GPFS is based on fax-image scanning and optical 
character recognition (OCR), a system that enables a computer to 
decipher hand-written characters and convert them into usable, 
storable data.

It can be used for bills of lading, customs and other shipping- 
related documents, as well as in other business operations such as 
accounting, Rountree said.

Image scanning is not new and, in fact, major carriers in all the 
modes have been using it for several years, he said.

The system involves elimination of printed fax messages; in-

stead, the phone line that carries fax messages is routed directly to 
a personal computer, which then goes through the conversion and 
storage process.

This can be a tremendous time-saver, obviating the need to re-
key data. “Several railroad and trucking companies are confirming 
data entry cost reductions of 50 percent,” said GTESS president 
Mike Tessarowicz.

However, according to Rountree, scanning systems have had 
limits, which GPFS breaks through.

Other systems can read standardized documents but have diffi-
culty with documents that come in varied forms, he explained.

Editing Phase. GPFS also includes an editing phase as extra 
assurance of data quality, Rountree said.

“No character recognition today is 100 percent (accurate)— but 
by automating, you still improve the quality of input into the 
mainframe,” he observed.

In the editing phase, the software generates a split screen, with 
one section containing the original faxed image, another section 
carrying the shipper’s name as read by the computer, and a third 
section containing the edit screen, where the user can make 
corrections.

For example, he said, a computer might mistake an O in the name 
of Toyota Motor Co. for a zero, and this could be fixed on the edit 
screen. ■

Fritz to handle SCI Systems cargo

SCI Systems Inc., a Huntsville, Ala.-based contract manufac-
turer of computer equipment, has hired Fritz Cos. to coordinate 
SCI’s ocean shipments.

The contract is one of several that Fritz, the San Francisco-based 
customs broker and freight forwarder, has signed with major 
shippers.

SCI, which had revenues of $ 1.7 billion and net income of $26.6 
million in its 1993 fiscal year, imports computer components from 
several nations.

Under SCI’s arrangement with Fritz, which took effect last June, 
Fritz coordinates just-in-time delivery to U.S. plants from several 
countries in Asia and Europe.

From Asia, SCI imports from Thailand, Malaysia, Taiwan and 
Japan (into SCI’s Canadian plants). From Europe, SCI sources 
from the U.K. and France.

Fritz takes SCI’s purchase orders, arranges shipments from 
foreign suppliers, coordinates door-to-door transportation and 
keeps SCI updated on shipment status.

Although Fritz arranges the transportation, SCI calls the shots 
according to its production needs.

Steve Knepp, Fritz account executive in Atlanta, said using a 
single ocean provider would enable SCI to minimize its production 
costs.

In arranging the shipments, Fritz deals with a variety of ship lines 
and U.S. intermodal rail services to strike a balance between 
inventory and transportation costs. ■

NORTH FLORIDA SHIPYARDS
Ft. of East Adams Street (Commodores Point) 
P.O. Box 3255 Jacksonville, Florida 32206 

Tel: (904) 354-3278 
Telex: 56204 Fax: 904-353-2665  

L . J

 _________________________ Bunkers

Steuart Petroleum
6531 Evergreen Avenue • Jacksonville, FL 32208 • (904) 355-9675 • FAX: (904) 354-2811 • TWX 810-827-0273
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Financial help for Florida exporters
Florida Export Finance Corp. offers to 
guarantee loans to small and mid-sized firms.

By Gary Burrows

The F lorida Export F inance Corp. 
(FEFC), a non-profit, non-stock corpora-
tion created last July by the Florida Legis-
lature, is offering to guarantee short-term 
loans made by commercial banks to export-
ers previously turned down for financing.

Armed with a modest $1 million in seed 
money, FEFC says it can provide 10 times 
that amount in guarantees on short-term 
pre-export or post-export loans.

FEFC broadly defines small to mid-sized 
exporters as employers of less than 250 
employees with a net worth of less than $6 
million, said J. Stephen Fancher, president 
ofFEFC.

“You could have incorporated yesterday 
and come to see us today, provided you can 
prove you have the experience to do the 
business,” added Richard Uss, chief credit 
officer and executive vice president of 
FEFC.

“The first criteria is a turn down letter 
from a bank. I hear that’s not too difficult to 
obtain,” Uss said.

There’s more to it than that, but FEFC is 
willing to work with exporters and com-
mercial banks, including assistance in fill-
ing out the forms.

“We wanted to make the documentation 
as simple as possible for the exporter and 
the bank,” Uss said. “We define explicitly 
what w e’re guaranteeing and how the ex-
porter will pay off.”

Exports to be financed must mo ve through 
a Florida port or the shipment must origi-
nate from within Florida.

FEFC’s guarantee can’t exceed 90 per-
cent of the loan value or $500,000. Also, an 
exporter can only receive $500,000 in guar-
antees from FEFC over a five year period.

“Our role is to nurture and grow small 
businesses. Hopefully, then you can gradu-
ate to where a commercial banker feels 
comfortable working with you without our 
assistance,” Fancher said.

Exporters will pay a $250 processing fee 
for the application and, if approved, will 
pay an average of 1.5 to 1.75 percent of the 
contract’s value, based on length of term 
and risk, he said.

“The three leading industries in the state 
of Florida— tourism, agriculture and inter-
national trade —  are almost equal. Interna-
tional trade is about to surpass all others to 
become the number one industry in the 
state,” said Alan S. Becker, a Fort Lauder-
dale attorney and a member of the Florida 
International Affairs Commission (FIAC). 
“And w e’ve accomplished this much with-
out government support, NAFTA orGATT. 
It would be hard to predict where we can be 
in one, two or five years with them.”

“Seven years ago, Florida recognized the 
need to support small and mid-sized ex-
porters,” Fancher said. At that time, an 
effort to pass a tax credit bill for banks 
financing exports fell through.

Three years ago, the Legislature created 
FIAC which, after a one-year study, pro-
posed FEFC and lobbied for its approval.

Florida banks appear supportive of the 
program. Several banks are represented on 
FEFC’s 15-member board of directors, in-
cluding AmSouth, NationsBank, Bamett, 
First Union and First Bank.

“The International Banking and Finance 
Council did a study to determine the num-
ber one problem,” Becker told at gathering 
at the World Trade Center-Fort Lauder-
dale. “I t’s that there’s not enough commer-
cial banking support for export in Florida. If 
you’ve got a $50 million deal, you’ve got 
places to go. But who is there to help with 
the $500,000 deal? Really, no one,” Becker

taiiliis
. - C O . P O R A T I D  «

Container Service 

Atlanta (404) 980-6630 

Charleston (803) 881-9260

Houston (713) 861-2772 

Memphis (901)375-0192 

New Orleans (504) 832-8131
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said.
“Commercial bankers can’t do every-

thing,” Fancher said. “There is a gap be-
tween what they can do and what is being 
done for small companies involved in ex-
porting. W e’re starting to fill that in.”

FEFC has already approved its first bank 
guarantee: a pre-export transaction for 
$150,000 on terms of 60 days, Uss said.

Demand will likely outstrip the $1 mil-
lion FEFC currently available, even though 
FEFC says it can provide up to $5 of guar-
antees for every $1 it has available.

With average terms of 180 days, that 
means FEFC can provide $5 million in 
guarantees, or up to $10 million a year, 
Fancher said. FEFC will provide direct 
financing for an exporter only if a commer-
cial bank turns down an FEFC-approved 
loan application.

There is a bill set to go before the state 
legislature asking for another $2 million. 
FEFC is also soliciting private sector in-
vestments, Fancher said.

“Our internal goal is w e’d like to gener-
ate a pool to the level o f support of $100

MARINE SURVEYORS 
CONSULTANTS

ENGINEERS

INTRAMARINE,
P.O. BOX 53043 
JACKSONVILLE, FL 32201 
(904) 353-0828 TELEX: 56-8421 
FAX: (904) 353-1103

•  HULL •  MACHINERY 
•  CARGO

BUFFALO ELECTRIC 
M OTOR W O R K S

(Division of North Florida Shipyards, Inc.)

5105 BUFFALO AVENUE 
JACKSONVILLE, FLORIDA32206 

(904) 355-5421 FAX: (904) 355-8528

million of exports each year,” Fancher said.
But first, FEFC and exporters have to 

prove it’s a worthwhile investment.
“Until we show the state the program is 

working, why should the state want to give 
us more money?” Uss asked.

California. Fancher said that in its one- 
year study, FIAC looked at state-funded 
export programs throughout the country.

“Twenty-three other states already had 
some form of state financing of exports. 
Maryland has exporting and importing en-
titlements,” Fancher said.

FEFC  is p a tte rn ed  c lo se ly  afte r 
California’s export financing program he 
said. The state’s program has been in opera-
tion for nine years and is supported by every 
bank in the state, Uss said.

“California has $6.5 million in its guar-
antee pool,” Fancher said. “With that it can 
support $50 million a year worth of ex-
ports.”

Florida differs though in that California ’ s 
program has content requirements whereby 
at least 51 percent of the contents of a

BMW’s Panke keynote for 
S.C. trade conference

Helmut Panke, chairman and chief ex-
ecutive officer of BMW (US) Holding Corp. 
will be the keynote speaker at the South 
Carolina International Trade Conference, 
to be held May 15-17 at the Omni Hotel in 
Charleston.

Panke will speak at the May 16 World 
Trade Luncheon. He will be introduced by 
South Carolina Gov. Carroll A. Campbell Ir.

Other program participants include break-
fast speakers Bernard J. La Londe, Raymond
E. Mason Professor of Transportation and 
Logistics at Ohio State University, and Harold 
(Lucky) Holden, director of the Trans-At-
lantic Agreement.

Cost of the conference is $275 per person 
or $500 per couple. For additional informa-
tion, contact Jackie Adamson, registration 
chairman, and (803) 554-6400. ■

Charleston’s container 
tonnage climbs in 1993

The Port of Charleston’s container vol-
ume topped 6.5 million tons during calendar 
year 1993, a 3.5 percent increase over 1992.

Container throughput totaled 802,821 
twenty-foot-equivalent units, which was 
roughly the same as 1992.

Breakbulk tonnage dropped 34.5 percent 
to 510,804 tons in 1993, down from 780,304 
tons in 1992. The loss in breakbulk volume 
offset the container tonnage gains, keeping 
the port’s total tonnage at 7 million tons. ■

manufactured product must come from the 
state.

“Florida doesn’t have a content rule,” 
Fancher said. “Eighty percent of Florida’s 
exports are made by trading companies, 
with some companies exporting goods not 
manufactured in the state. That’s the re-
verse of California, where about 80 percent 
of exports are by grower or manufacturer.”

O ther Programs. FEFC is also provid-
ing non-financial assistance programs for 
exporters. Those programs include:

•  Individual counseling and assistance 
on structuring proposed transactions and 
financial presentations.

•  Foreign country information on prob-
lems Florida exporters may experience in 
arranging credit because of economic or 
political conditions in the buyers’ countries 
and ways to minimize those problems, in-
cluding Eximbank’s latest evaluation.

•  Export finance information based on 
type of export, type of transaction and coun-
try of buyer.

•  Export credit training on the differ-
ent programs offered through organiza-
tions such as Eximbank, the International 
Trade Administration, the Florida Depart-
ment of Commerce and export trade asso-
ciations, as well as public and private 
organizations providing export assistance 
and financing. ■

SHIP REGISTRATIONS & SURVEYS
CAPT. G A R Y  F L A C K , A M S , M A R IN E  SU R V EYO R  

9276 Elm Circle, Seminole, FL 34646 
Tel: (813) 398-2267 Fax: (813) 391-9967 
Marine surveys and appraisals. Ultrasonic testing. 
Panama, Belize and Hellenic ship registrations and 
technical (SOLAS) certificates. Hellenic Register of 

Shipping (HRS) Class surveyor.
Member, Society of Accredited Marine Surveyors
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Jo a/  . < *. # A

&  I .  ,  ^g  Tberrpal /
g  i n G i n l e i n Q S ) ^

^  2130 East Adams Street
Jacksonville, FL 32206 

Tel: 904/354-3278 • Fax: 904/353-2665
JOHNSBAR PJj.OT A!

Phone; 246-6716 
J a c k s o n v ille , F lo r id a

50-H AMERICAN SHIPPER: MARCH 1994



LOGISTICS MANAGEMENT

Percentage of Large Firms with Formal Logistics Strategy in Place

(By Company Size)

Over $1B 

$501M to $1B 

$201M to $500M 

$51M to $200M 

$11M to $50M 

Under $11M

62%

42%

49%

22%

23%

7%

S ource: KPM G Peat Marwick.

Many companies still don't get it
Peat Marwick says most companies lack a formal logistics 

strategy; many have limited view o f logistics.

By Joseph Bonney

With so much talk about supply chain 
management and integrated logistics, you’d 
think most companies would have a clear 
logistics strategy and the technology to 
make it work.

Think again.
A recent survey by KPMG Peat Marwick 

found that of more than 300 companies that 
responded, only 35 percent have a formal 
logistics strategy in place.

And because the survey didn’t define 
logistics, it’s possible that many of the 
companies claiming to have a logistics strat-
egy really are talking only about freight and 
warehousing.

It’s become widely accepted that a true 
logistics or supply chain strategy involves 
not only distribution but must be integrated 
with manufacturing, sales, marketing and 
finance.

But many companies still don’t get it, 
said Steven Y . Gold, senior manager in Peat 
Marwick’s national manufacturing, retail-
ing and distribution practice.

Everybody talks about integrated logis-
tics, but talk is cheap. If the survey is an 
indication, Gold said, “companies actually

doing it are few and far between.”
A clue to the way companies define lo-

gistics is provided by the responses compa-
nies gave when asked to list their top logistics 
concerns.

Because the survey questionnaire sug-
gested no answers, it was left to the respon-
dents to list their logistics concerns.

The leading ones listed were inventory 
management, cost control and information 
technology, followed by customer service, 
transportation cost, freight management, 
distribution network and delivery time.

This was the second consecutive year 
that KMPG Peat Marwick surveyed the

Top Ten Logistics Concerns
Inventory Mgmt.

Cost Control 

Information Technology 

Custom er Service 

Transportation Cost 

Freight Management 

D istribution Network 

Delivery Time 

Warehouse Mgmt.

Lead Time

24%

state of logistics management and technol-
ogy-

There was some improvement, but many 
companies still have a long way to go.

Peat M arwick’s survey covered compa-
nies in industries such as food, machinery, 
chemicals and textiles.

Gold said the results indicated that com-
panies do seem to be placing “greater em-
phasis on their logistics measurements and 
monitoring programs.”

Larger companies were more likely to 
report having a formal logistics strategy. 
Sixty-two percent of companies with more 
than $1 billion in sales have such a policy, 
compared with just 7 percent of those sur-
veyed with less than $ 11 million in revenue.

Sixty-four percent of the 300-plus re-
spondents to the survey were manufactur-
ers, with the largest contingent having 
annual sales of between $51 million and 
$200 million.

Technology. Results from application of 
logistics technology were mixed.

Because computing costs have fallen, 
companies of all sizes now find it easier to 
apply technology to their logistics activi-
ties, the Peat Marwick survey said.
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More than 40 percent of the respondents 
indicated they had begun using new logis-
tics software during the last six months, and 
70 percent had begun using new software 
within the last year.

However, Gold said all’s not well here, 
either.

Of the companies that have implemented 
new logistics software systems, 71 percent 
said the implementation took longer than 
expected and 44 percent said it was more 
difficult than expected.

That indicated that many companies 
“aren’t planning properly, or don’t under-
stand what they’re getting into” when they

“That means a company 
is hearing about it after 

the fact. You don’t want to 
wait until the customer 

complains. ”

Forty-three percent of respondents said 
they still don’t use electronic data inter-
change to communicate with their customer, 
and 41 percent do not use bar coding —  and 
most of those make only partial use of the

In addition, the survey found that 94 
percent of respondents used some level of 
warehouse performance measures, but that 
34 percent had no labor productivity mea-
surements in place —  a statistic Gold found 
astonishing.

He said that without labor productivity 
measurements —  tracking the number of 
cartons handled or orders filled per hour —  
there is no way to quantify efficiency or 
needed improvements in material-handling.

Custom er Complaints. Another sur-
prising statistic was in the way companies 
measure customer service levels.

The most frequently used measurement 
was customer complaints. Sixty-eight per-
cent of the companies surveyed relied on 
complaints to measure their service.

Most also used other methods —  such as 
shipping error rates, on-time deliveries and 
invoice accuracy —  but the most frequently 
cited measurement was customer complaints.

“That means a company is hearing about 
it after the fact. You don’t want to wait until 
the customer complains,” Gold said.

Why are many companies so slow to get 
on the logistics bandwagon?

One possible reason, Gold said, is a lack 
of importance accorded logistics within 
many corporate organizations.

Of the companies surveyed, 29 percent 
said their logistics function reports to the 
chief executive, 26 percent to operations, 
15 percent to manufacturing, 9 percent to 
finance, six percent to marketing, and the 
balance to customer service, purchasing, 
inventory control, information systems, 
sales or other departments.

“The chief executive may come out of 
manufacturing and know production, or he 
may come out of finance and know finance, 
but he may not recognize the importance of 
logistics,” Gold said.

Any corporate executive who still doesn’ t 
get it should read the autobiography of the 
late Sam Walton, founder of Wal-Mart, 
Gold said. “At almost every chapter he talks 
about the logistics network and customer 
service.” ■

adopt new software systems, Gold said. technology, according to the survey.

f l e i t h e t  s n o w  n e t  t a i n ,  

n o t  c h o p p y  s e a s ,  

s t a y  t h e s e  c o n t i e t s
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Primary Responsibility  
of Respondents

Corporate
Logistics Mgmt. 40%

Financial Mgmt. 22%

Transportation Mgmt. ■ ■  11%

Warehouse Mgmt. m  10%

Inventory Mgmt. ■  5%

C ustom er Mgmt. ■  5%

Other ■  5%

Fleet Mgmt. 0  2%



W h y  I t  N e v e r  P r o f i t s  

T o  R e ly  O n  F i r s t  I m p r e s s io n s .

T lw a y s  take an o th er glance. And always w ith  an op en  m ind. In som e cases, it can save your neck; in o thers,

it m ere ly  m akes you rich. T oo bad you can ’t h ear it from  a ce rta in  fellow  w ho, in 1818, was d rillin g  for sa lt at 

th e  m o u th  o f K e n tu ck y ’s T ro u b le so m e  C re e k  —  and  in a d v e r te n tly  s tru c k  oil in s te a d . O f  co u rse , he  had no 

id ea  w h a t h e  had fo u n d , or w h a t one  m ig h t do  w ith  it. H e  w o rk ed  fev erish ly  to  p lu g  th e  th in g  up  w ith  sand.

Today, you m igh t w ant to review  your com pany’s tran sp o rta tio n  d e p a r tm e n t w ith  th e  above story  in m ind. 

U n til recen tly , it was a p lace in your com pany  w ith  no in h e re n t value. S h u ttlin g  p ro d u c ts  here  and th e re . And 

n o ted  m ost o ften  for how m uch  it c o n trib u ted  to overhead. B ut now, corpora te  A m erica is learn ing  th a t  transpor-

ta tio n  can offer en d u rin g  co m p etitiv e  advantages.

T h a t  explains why, for several years now, in te rm odal traffic has grown to record-break ing  levels even in 

a flat econom y. And th is year, w e ex p ec t m ore o f th e  sam e. W e’re th e  only tran sp o rta tio n  com pany in th e  country  

w ith  tru ck , rail, and  te rm in al o p e ra tio n s  s tre tc h in g  across all o f N o r th  A m erica. A nd w ith  th e  e ffic ien cy  th is 

system  creates, com panies th a t w ork w ith  us a te  g e ttin g  p ro d u c ts  on th e  sh e lf  a t lower prices. O th e rs  are taking 

h igher profits. In term odal transporta tion  is sh ie ld ing  th em  from  escalating  fuel costs, driver shortages, and capacity 

p roblem s. As w ell as increasingly  s tr ic t and expensive  en v iro n m en ta l regu la tions. In sho rt, th e  old cost c e n te r  is 

proving it can be a new  profit c en ter.

Perhaps th ese  ideas are already rum bling  around  in your com pany. If  so, no t only are you a leader —  b u t you 

probably em ploy  q u ite  a few  of th em  as w ell. A nd for th o se  o f  you w ho a re n ’t  su re  if  you have d ev il’s ta r  or oil? 

Know th a t i t ’s well w orth  your tim e  to  find  ou t. W e’re eager to  ta lk  w ith  you, and we encourage you to  call us at

1-800-279-6779. B ecause th e  tru th  is, a second look never h u rt anyone.

works. T h e  m an cu rsed  w ildly at

it ign ited . A trem en d o u s conflagra

D esp ite  his efforts, th e  oil flowed in to  th e  c reek  and th e n  in to  th e  river, w here

jXalled “dev il’s tar.

e n su ed , and it destro y ed  his salt

©1994 CSX Intermodal. Part o f the CSX global transportation network.
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Arturo J. Lopez, managing director 
Global Reefer Carriers Ltd.

Del Monte builds its reefer fleet
When Mexican investors bought the big fruit 
company, they brought in Mexican Line (TMM) 
as a joint venture partner to build Global Reefer 
Carriers, which will be the main carrier for Del 
Monte and provide service to others as a third party.

By Gary Burrows

Transportacion M aritim a M exicana 
(TMM) is bringer greater levels of effi-
ciency to the worldwide transportation needs 
of the new owners of Fresh Del Monte 
Produce N.V., through their joint venture. 
Global Reefer Carriers (GRC).

GRC’s initial thrust has been in creating 
efficiencies in Del M onte’s maritime op-
erations. However, the company’s focus 
will spread to a range of logistics functions, 
said Arturo Lopez, managing director of 
the new venture.

TMM “did a study of the whole of Del 
Monte ’ s transportation requirements world-
wide” as a partner in Geam, the company 
created to acquire Del Monte at the end of 
1992, Lopez said.

“We found out that there were many
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ways in which the transportation systems 
that had been in place could be improved by 
developing some efficiencies,” he said.

TMM and the new shareholders of Del 
Monte, led by Mexican banker Carlos Ca-
bal, created Coral Gables, Fla.-based GRC 
to “realize all of these improvements,” he 
said.

While GRC’s foremost function is han-
dling Del Monte’s produce, the carrier will 
also provide “third-party common carrier 
service in both the refrigerated market and 
liner trades, making use of the backhauls of 
ships whenever possible,” he said.

But Del Monte comes first.
“The intention is that Global Reefer Car-

riers will be the main carrier for Del Monte. 
In the past they had been using a combina-
tion of service providers and, in some cases, 
their own tonnage. The idea is to concen-

trate more and more of their activities within 
Global.” he said.

One of GRC’s first projects has been to 
retire aging refrigerated vessels Del Monte 
has used in the Far East trade and replace 
them with faster, more efficient tonnage.

In its service from Indonesia and the 
Philippines to Japan and Korea, where GRC 
serves solely as a tonnage provider for Del 
Monte, the carrier plans to reduce the exist-
ing fleet from 12 vessels to eight and even-
tually seven vessels by creating a pendulum 
service.

The 12 existing vessels, which have an 
average age of nearly 27 years, are being 
replaced by eight newer vessels, some five 
years old or less, with larger capacities of 
about 480,000 cubic feet, he said.

The vessels will be converted from Del 
M onte’s existing fleet and chartered ton-



Outstanding 
in the field.

Do you have a beef with typical shipping delays 
and frustrations? Are you ready to send your 
transpacific carrier out to pasture? Then here's 
something to chew on: maybe it's time to break 
away from the herd and call a company that’s 
been outstanding in the field for over 100 years, 
Mitsui O.S.K. Lines.

MOL is top choice among trail bosses who 
need cargo delivered while they're still prime 
such as perishable food items, like beef and 
pork, which are shipped from the U.S. Midwest 
in special refrigerated containers to make sure 
they arrive fresh in Asian markets.

And while other carriers are still standing 
around the corral talking about service, MOL is 
rounding 'em up and heading 'em out with reg-
ularly scheduled fixed-day service, so your 
goods arrive on time, every time.

And that's no bull.
So avoid the stampede. Call today to see 

how the global logistics specialists at Mitsui 
O.S.K. Lines can be a cattle-est in improving 
your bottom fine. Because when it comes to 
delivering the goods, MOL won't steer you 

wrong.
For more information, call the MOLAM 

office nearest you: Jersey City 201/200-5200; 
Atlanta 404/763-0111; Chicago 312/683-7300; 
Long Beach 310/437-8251; San Francisco 
415/982-8360; Seattle 206/464-3930; Toronto 
416/629-5900; Vancouver 604/640-7400.

M O L
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nage from ship owners including NYK, 
Star Reefers and Cool Carriers, Lopez said.

“By using more modem tonnage and 
developing a pendulum schedule, the ships 
would be serving different routes and there-
fore would have no idle time,” Lopez said. 
“W e’ll increase the size of each shipment 
so with less loadings, you will be moving 
the same volume. And each ship will do 
more voyages throughout the year, so you 
can increase the utilization.”

Bunker costs in the Far East and the fuel 
efficiency offered by newer vessels is an-
other cost-saving factor, he said.

Another significant change is that the 
new vessels will be able to handle pal letized 
cargo. Only two of the existing vessels can 
carry palletized units, “and not very effi-
ciently,” he said. The other 10 vessels could 
only handle loose boxes.

This is in response to Del M onte’s strat-
egy to convert to palletized loads at the 
beginning of the year.

“Del Monte had a good low-cost opera-
tion with the old ships. Now w e’ve been 
able to improve the service and at the same 
time palletize, plus maintain similar cost 
levels,” Lopez said.

GRC also established a new, fixed-day 
weekly service in November between Ec-
uador, Mexico and Port Hueneme, Calif. 
The service employs three new very fast 
vessels which allow GRC to maintain its 
service with a committed frequency, Lopez 
said.

Through realigning its existing U.S. West 
Coast service, GRC will realize a savings of 
25 to 30 percent of Del M onte’s previous 
ocean costs in that service, Lopez esti-
mated.

Network Shipping, a Del Monte affiliate 
that sold container slots above deck on Del 
Monte’s refrigerated vessels in the U.S. 
Gulf and Atlantic and Central America trade 
before the acquisition, will continue to 
handle some of the produce company’s 
North American operations, Lopez said.

CGM, Horn Line. In Europe, TMM, 
through GRC, reached an agreement to 
acquire in terests in tw o Com pagnie 
Generale Maritime (CGM) subsidiaries, 
which have provided significant services 
for Del Monte in that trade.

CGM sold to GRC 80 percent interest in 
Interfrucht Weichert (IFGW), Del M onte’s 
exclusive representative in northern and 
central Europe and Scandinavia.

GRC also acquired 51 percent interest in 
Horn Line, which specializes in the Carib-
bean, Central/South American and Afri-
can/Indian Ocean liner trades, and has 
provided service to the North Europe mar-
ket for Del Monte for 20 years, Lopez said.

“Global will be the 
platform for Del Monte to 
develop a strategic fleet.”

Horn Line owns three refrigerated ves-
sels with capacities of 525,000 cubic feet. 
The vessels, which have ramps and collaps-
ible decks, are designed to combine reefer 
trade on one leg, and roll-on/roll-off and 
container trade on the return leg, Lopez 
said.

The carrier also charters two similar ves-
sels to fulfill Del M onte’s frequency re-
quirements.

“They’re ideal for the type of service in 
which they are being deployed,” he said. 
“We think Horn Line will give us excellent 
representation in Europe. Through them we 
should continue to develop other busi-
nesses.”

That includes cargo business not neces-
sarily related to Del Monte, particularly 
perishable trades to and from Mexico, Lopez 
added.

Horn Line is also active in chartering 
feeder ships and small ‘tween deck vessels 
for the South America and, primarily, the 
Europe trade. The carrier also owns a feeder 
vessel and a ‘tween decker, Lopez said.

CGM will transfer the remaining 49 per-
cent of its shares of Horn Line to CGM Sud, 
its subsidiary in charge of Caribbean/Latin 
America/African Ocean trades.

Lopez said this is significant because 
CGM Sud and GRC will explore other joint 
ventures for the westbound service from 
North Europe into the Caribbean.

Horn Line also provides GRC with an 
opening into the Baltic region, he said.

“Because of the strong partnerships, Glo-
bal will be the platform for Del Monte to 
develop a strategic fleet, which it has not 
been able to do in the last 10 years,” Lopez 
said.

Logistics. As GRC gets Del M onte’s 
marine transportation house in order, the 
company will emphasize more on the logis-
tics side, Lopez said.

“The goal is to help Del Monte develop 
integrated systems from their production to 
final customer,” he said. GRC will take on 
these roles as Del Monte requests.

“In order to understand the customer 
requirements, you have to study the whole 
chain from where the cargo originated. You 
cannot look at the maritime portion as an 
isolated segment.

“We will be looking at participating with 
Del Monte in port terminals,” Lopez said. 
“We are also assisting some of their pro-

ducers in Mexico with equipment to do 
their cargo handling from the plantations to 
the port, and at the port.”

Lopez has played various logistics roles 
in his 15-year transportation career —  all 
with TMM.

Lopez had worked several years over-
seas, mostly in Hamburg and London, as 
well as in Houston for TMM.

In the last few years, while based in 
Mexico City, Lopez oversaw three special 
projects for TMM. He developed OPG, a 
stevedoring company in Veracruz; Setesa, 
a specialized logistics and cargo handling 
company; and managed a tank storage com-
pany, CMT, a joint venture with Van 
Ommeren of Holland.

With OPG, Lopez faced the challenge of 
developing a privately owned stevedoring 
company in a government-owned, labor- 
controlled climate that was clearly ineffi-
cient.

Under Lopez’s supervision, container 
productive has increased significantly, he 
said.

“At the time the company was being 
developed, the productivity of handling 
containers was down to eight containers per 
hour, per vessel,” Lopez said. “A few months 
after the company started, we went up to 45 
per hour, per vessel. I t’s now higher than 
that.”

With Setesa, Lopez provided value-added 
services to some of TM M ’s largest ship-
ping customers.

“We developed two car terminals at the 
ports of Veracruz in the Gulf and Manzanillo 
on the West Coast, one for Volkswagen and 
one for Nissan,” Lopez said.

“We also developed inland yards at cus-
tomers’ premises to handle their containers 
and parts. We also handled warehousing of 
their parts for production lines and then 
received their finished products at the end 
of production before they were shipped out. 
So we were helping them in the manage-
m ent o f inventories and just-in -tim e 
schemes.”

After that, he participated in structuring 
some of TM M ’s new ventures in the tanker 
sector, the supply and auxiliary vessels for 
off-shore drilling platforms and finally, 
GRC.

Lopez credits much of TM M ’s aggres-
sive ventures to Jose Serrano, the son of 
TM M ’s founder, whose family took over 
control of the company about three years 
ago.

“He has been the key man in placing 
TMM into a major expansion scheme, which 
has been reflected in the different ventures. 
H e’s also played a major role in the devel-
opment of Global Reefer Carriers and ven-
tures with Del Monte.” ■
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Spanning Decades,
our South Pacific trade partnerships have a 

great tempered strength. Forged in the raw, 

early years of the 20th Century, Blue Star Line 

struck alliances with the young nations of 

Australia and New Zealand.

ependent solely on the sea for trade, these 

burgeoning countries turned to Blue Star Line. 

Partnerships were formed.

m e blazed new shipping lanes, opened new

markets and built new ships designed expressly 

for this unique trade. In return, Blue Star Line 

has received the trust, respect and loyalty of 

the countries we serve.

[T]oday, the nations Down Under have 

become major powers in the Pacific trade, 

thanks to their courage and mettle. And thanks 

to the strong, resilient partnerships forged by 

Blue Star Line.

Blue StarES Line
W e  C a l l  t h e  S o u t h  P a c i f i c  H o m e

e Forge Partnerships
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Kodak film is just one of many products exported by the Rochester firm. This 
is an Ektachem 250 analyzer, used by hospitals around the world as a 
diagnostic tool.

Kodak picks a single air forwarder
David Woodward explains the process 
which led to the choice ofMSAS.

By Leslie Wines

Shipping departments wishing to switch 
from multiple vendors to a forwarder offer-
ing one-stop logistics would do well to 
study the case of Eastman Kodak.

The photo equipment giant last year de-
cided it was time to stop splitting its $25 
million a year worldwide air freight opera-
tions among 12 forwarders.

It carried out a four-month selection pro-
cess that involved 10 regional air freight 
managers from around the world. After 
examining six “finalist” bidders selected 
from a larger group, managers chose U.K.- 
based MSAS Cargo International, a multi-
modal logistics company with U.S. head-
quarters in Burlingame, Calif.

The six finalists included some of the 
other 11 air freight forwarders who did 
business with Kodak up until 1993, such as 
Panalpina, Emery, Burlington, Circle In-
ternational, Airborne, A.E.I., and Tokyo- 
based Kintetsu.

“The obvious reason for the change was 
leverage —  we have a high volume of air 
freight and we were not making the most of 
it by splitting it up many ways,” said David 
Woodward, Kodak’s worldwide business 
manager for air freight.

“A more subtle reason was that we wanted 
to move beyond vendor relationships into

what we hope ultimately will become a 
logistics relationship,” he said.

He said there was concern because there 
are few precedents for a major air freight 
shipper winnowing down rapidly from nu-
merous forwarders to a single vendor.

“Of course, the jury is still out on whether 
this is going to work,” he said. “It’s a bold 
step.”

Phase I. Woodward said that the six “fi-
nalists” were chosen mainly by comparing 
written bids on the basis of their rates and 
services.

Forwarders were sent a 12-section for-
matted bid package which also contained 
questions about the forwarders’ locations, 
financial particulars, quality programs and 
corporate structures.

The package was designed to minimize 
opportunities for the bidders to give “fuzzy” 
answers.

“We gave them just one page to describe 
all their operations throughout the world,” 
Woodward said. “Normally, they send you 
back something as thick as the New York 
phone book that contains all their ‘propa-
ganda,’ but doesn’t always answer your 
questions. This made them think.”

The section on rates presented the for-
warders with specific weights, commodi-
ties and lane segments and demanded that

they give firm numbers.
“At that point we just wanted direct an-

swers,” Woodward said. “We didn’t want 
to give them the opportunity to be creative 
and dance around the question.”

He said that some forwarders later told 
Kodak that they appreciated being forced to 
be brief and thoughtful. “I think they were 
kind of grateful we didn’t make them write 
down a lot of propaganda.”

The bid package also contained several 
matrix charts, including one showing all 
Kodak locations and directing the forward-
ers to indicate their nearest facility, reflect-
ing the need for a good locations match.

Phase II. “All of the six (finalists) were 
very, very good,” Woodward said. “Basi-
cally, we could have gone with any one of 
them.”

Instead, representatives of each forwarder 
were invited to spend the week with the 
regional managers in informal discussions 
in Rochester.

For the final selection, subjective factors 
came into play. This also was the point at 
which Kodak was interested to see the can-
didates demonstrate their creativity.

For instance, in their written bids they 
had to answer rates inquiries with no varia-
tions. But in these discussions they were 
allowed to state such things as that they 
would use a different airport for a certain 
lane segment.

However, the Kodak executives at this 
stage were looking more for corporate com-
patibility than responses to any one ques-
tion.

“What it really boiled down to was ‘rela-
tionship capability,’ ’’Woodward said. “We 
wanted to make sure that they would be able 
to work with us on air freight and also help 
us to solve supply chain problems in the 
future.”

He added that Kodak did not plan to ask 
MSAS to work on supply chain issues im-
mediately —  it just wanted to make sure 
that the capability existed for possible fu-
ture uses.

In addition, the executives also were 
reassured to learn that MSAS has the capa-
bility to handle ocean shipments.

Woodward said the company was not yet 
ready to merge its air freight and ocean 
forwarding operations. Here again the ex-
ecutives were seeking to preserve their op-
tions for the future.

In truth, Kodak has a limited need for an 
ocean freight forwarder.

Although almost 90 percent of its freight 
moves by ocean, nearly all sea cargo is 
shipped in container loads. This allows 
Kodak to negotiate directly with steamship 
lines most of the time.
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O n lv M atson  Shiid s  M ore Cold

Wi:

J
h
Io Hawaii r i aan T ne

xea.n ter Snow  O n  M auna 1

unique experience o f  snow-skiing in the tropics.M auna Kea or“White M ountain " is located on the Big Island. M ost years from December to Marcb, snow covers its peak, providing

w w

■ f a f a H k  N o  one  is L e tte r  equ ipped  t k a n  M a ts o n  to  
k a n d l e  c o ld  c a r g o  t o  H a w a i i .W e  L av e  t k e  g r e a t e s t  
s e l e c t io n  o f  r e e fe r  e q u i p m e n t .W e ’re  a lso  t k e  f i r s t  to  
f e a tu re  R e m o te  R eefe r  M o n i to r in g .  A n d  we k o a s t  tk e  
la tes t  cu t-o ff  t im es  in  tk e  industry . E v e n  m ore , we’re tk e  
on ly  co m p an y  tk a t  sails to  tk e  Is lands fo u r  t im es  a  week. 
I t 's  a lo t o f  fresk  tk in k in g  f ro m  tk e  co m p a n y  t k a t ’s keen  
sk ipping  to  H aw aii  tk e  longest.

A  subsidiary o f Alexander &  Baldwin, Inc.

Matson.
C o m m i t t e d  To S e rv in g 

H a w a ii  B es t .



LOGISTICS MANAGEMENT

The company requires forwarder ser-
vices only for its less-than-containerload 
sea shipments, which occur generally on its 
intra-Asian and U.S.-Latin American routes.

Im plem entation. Kodak has set target 
dates for the MSAS switch-over for all its 
lane segments. Kodak and MSAS staffs at 
each location will have to sign off before 
each lane switch-over is complete.

If a particular target date is missed, a new 
one will be set and the companies will direct 
more resources to effecting the change.

This month Woodward and other Kodak 
and MSAS executives expect to spend sev-
eral weeks together at the forwarders’ U.S. 
headquarters in Burlingame negotiating a 
long-term monitoring plan.

“W e’re not going to say ‘This was a nice 
exercise’ and just walk away from it,” he 
said.

During these meetings the executives 
will try to nail down a strategic direction for 
the alliance, which both parties hope will 
become an “evergreen” contract. They also 
will attempt to come up with long-term

ways to measure performance.
Kodak’s air freight business requires ex-

pert handling because so many of its prod-
ucts are fragile and time-sensitive.

The company must use air for all its 
sensitized products, including film and pho-
tographic papers, as well as for most of its 
delicate medical diagnostic goods, such as 
blood analyzers.

In addition, air is necessary for many 
aspects of Kodak’s multinational produc-
tion operations, which link large factory- 
warehouses in R ochester, London, 
Sturttgart, Melbourne, Tokyo and Chalon, 
France.

And air is needed to solve numerous last- 
minute inventory and shortage problems 
for a vast number of wholesale and retail 
operations around the world.

But Kodak is not responsible for han-
dling shipments of consumer film to and 
from development laboratories. This busi-
ness —  which also is heavily reliant on air 
freight —  is handled by Qualex Pictures, a 
Kodak joint venture dominated by other 
parties.

Unique System. Because Kodak has 
complex global air freight needs, it has 
evolved an unusual corporate structure for 
these operations.

The company has divided the world into 
four manufacturing, distribution and sales 
regions: North America, Latin America; 
Asia and the Pacific Rim; and Europe, the 
Middle East and Africa.

The 10 regional air freight managers 
each bear responsibility for a key area. Each 
is given a separate budget and must account 
for the bottom line. Woodward’s role is 
largely confined to procurement. He estab-
lishes and maintains vendor relationships.

He also must keep abreast of the activi-
ties of the regional managers, serve as a 
resource person and coordinate some intra- 
regional shipping activities.

But he has no budgetary responsibilities 
or authority to overrule the regional manag-
ers' decisions. Instead, the managers must 
account for profit and loss activity to the 
directors for their respective countries.

Woodward said that it is important “to 
avoid conveying a sense that Rochester is 
dictating,” because the managers all re-
quire some latitude to work effectively in 
their individual regions.

When the 10 regional managers met in 
Rochester in December to select a for-
warder, Woodward did not get a vote be-
cause he has no budgetary responsibility. 
Instead, he played the role of a facilitator.

“I could poke and scream, but I couldn’t 
vote,” he said. “And that was encouraging 
to the regional managers.” ■

C R O A T I A  
D I M E

charts the course to 
the Middle East

D irect Full Container Service To

Jeddah, Dubai, Dammam, Riyadh, Kuwait

General Agents:

C r o s s o c e a n
SHIPPING CO., INC.

10 Exchange Place 
Suite #800
Jersey City, N.J. 07302
(201)332-0100
Fax (201)332-1965

ATLANTA (404)446-9243 
BALTIMORE (410)282 5250 
BOSTON (617)428-6000 
CHICAGO (708)202 3000 
CLEVELAND (216)236 8318 
HOUSTON (713)451-4255 
LONG BEACH (310)435-1558 
MOBILE (205)661-1614

MONTREAL (514)845-5201 
NEW ORLEANS (504)366 1040 
NORFOLK (804)393 0660 
PHILADELPHIA (215)625 8438 
SAVANNAH (912)966 7380 
SEATTLE (206)441-4245 
TAMPA (813)223-1481 
TORONTO (416)594 9681
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More ports, 
more often.

B a l t im o r e  •  B o s t o n  •  C h a r l e s t o n  •  H a l i f a x  •  H o u s t o n  •  M ia m i •  N e w  Y o r k  •  P o r t s m o u t h  •  S a v a n n a h  •  VWl m in g t o n
■; • - .  •> ' ■

A n t w e r p  •  B r e m e r h a v e n  •  F e l i x s t o w e  •  G d y n i a  •  H a m b u r g  •  L e H a v r e  •  R o t t e r d a m

Never before has Polish Ocean Lines 

offered so much. 17 direct call ports in 

North Am erica and Europe. Two 

services...weekly calls on our North 

Atlantic Service (except Baltimore and 

New York, where we call twice each 

week) and every 10 days on our South 

Atlantic and Gulf Service. Now, there 

are more reasons to give POL a call.

POLISH OCEAN LINES
General Agent: Gdynia America Line, Inc. 
1001 Durham Avenue 
South Plainfield, NJ 07080-2303 
(908) 412-6000



FORWARDING /A IR

Taking paperlessness to Asia
BDP joint venture with HAVI Group LP o f Hong Kong, 
an Asian distributor for McDonald’s.

By Leslie Wines

The Philadelphia-based forwarder BDP 
International is counting on its sophisti-
cated paperless transaction technology to 
distinguish its new Hong Kong joint ven-
ture in the crowded field of Far East for-
warding.

BDP Asia Pacific Ltd., the company’s 
joint venture with HAVI Group LP of Hong 
Kong, opened Jan. 1. It is the first office 
BDP has opened overseas, although the 
company has long provided extensive for-
eign air freight forwarding services through 
an alliance with U.K.-based MSAS.

BDP executives felt confident that the 
time was right to venture into the Pacific 
Rim after learning of the surprising scarcity 
of paperless transaction technology in Asia.

“The perception of Hong Kong trade is 
one of sophistication, but when it comes to 
automation, many companies only use per-
sonal computer packages or even just type-
writers,” said Richard J. Bolte, Jr., the 
company’s chief operating officer. “It’s 
unusual to find mainframes.”

For its part, joint venture partner HAVI 
Group LP brought to the bargain something 
BDP lacked: a network of Asian distribu-
tion centers.

HAVI Group, based in Hong Kong, was 
formed to handle food warehousing and 
delivery  log is tic s fo r the scores o f 
McDonald’s fast food restaurants through-
out Asia. It built the distribution centers to 
accommodate the fast food chain’s com-
plex and varied daily supply shipments.

The two companies became acquainted 
when BDP executives, during a tour of 
Asia, called on HAVI Group, seeking the 
logistics concern’s business. Instead they 
decided to pair HA V i’s facilities network 
with BDP’s paperless transaction capabil-
ity and large U.S. customer base.

“It’s not a traditional joint venture in that 
most joint ventures involve two companies 
which do pretty much the same thing in 
different countries,” said Richard J. Bolte, 
Sr., BDP’s president.

“This venture is between a customer- 
based operation and a service operation.”

BDP, founded in 1972, in recent years 
has looked for distribution centers through-
out the U.S. to lease, having identified these 
facilities as a business segment critical to its 
future growth.

Several years back its executives real-
ized BDP also needed facilities in Asia 
because many of its large U.S. customers 
were greatly increasing their Pacific Rim 
shipments.

BDP’s customers active in Asia include 
importers of textiles, meat and other com-
modities, along with manufacturers who 
export technology, construction equipment 
and raw materials to the Far East. The 
company does not divulge customer names.

BDP has a special projects division which 
handles large, heavy and difficult-to-trans- 
port items. This unit has been useful to the 
Asian joint venture, whose jobs to date has 
included some unusual assignments.

HAVI Group LP brought to 
the bargain something 

BDP lacked: a network o f 
Asian distribution centers.

The company recently moved 12 fire 
engines from a Midwestern factory to a 
chemicals production plant in China. It also 
has transported the materials used to build 
power plants from the U.S. to Asia.

In addition, to U.S. importers and export-
ers, the joint venture will seek to develop 
intra-Asian logistics business.

Bolte Jr. said company projections call 
for 65 to 70 percent of the joint venture’s 
work to consist of shipments within Asia by 
1999.

Other Alliance. Unlike other forward-
ing companies which have developed glo-
bal operations, BDP has been conservative 
about opening new offices at home and 
abroad.

Its ongoing air freight alliance with MSAS 
dates back 20 years and is complex. BDP

serves as MSAS ’ sole air agent in Philadel-
phia and Baltimore and the two forwarding 
companies are contemplating a joint ven-
ture in Mexico.

The alliance with MSAS also has en-
abled BDP to provide service from 85 MSAS 
offices outside the U.S. without opening 
new locations.

The company ’ s executives said they have 
a somewhat unusual attitude towards estab-
lishing branch offices.

“A lot of companies think that having 
many offices means they’re successful and 
important,” said A.J. Fenaroli, a BDP se-
nior vice president. “But we think it just 
means that they’re paying a lot of over-
head.”

Aversion to paying unnecessary rent fees 
is one reason BDP has invested heavily in 
its mainframe computer system.

It has saved money by performing all of 
its paperless processing documents work at 
its computer center in Philadelphia, execu-
tives said.

In the U.S. BDP maintains offices in two 
New York City locations; Edison, N.J.; 
four Pennsylvania cities; Baltimore; Nor-
folk; Atlanta; Miami; New Orleans; Hous-
ton; Chicago and Los Angeles.

Freed from documents processing work, 
employees in these cities perform only sales 
and operations tasks.

EDI Products. The company’s technol-
ogy, much of it developed by in-house 
technicians, allows it to book containers 
with 61 steamship carriers electronically 
and transmit paperless EDI bills of lading.

The company also has developed several 
cargo tracking software programs for cus-
tomers, including one called “management 
by exception.”

That tracking program was designed af-
ter BDP executives learned that many cus-
tomers felt overwhelmed by other similar 
programs. They learned that massive print-
outs that give daily updates on each ship-
ment are not always appreciated.

Instead, they found that what many ship-
pers really wanted was information about 
freight that is missing or behind schedule 
only. So they developed software to isolate 
just that data.

Company History. BDP was founded in 
1972 through the merger of three separate 
Philadelphia forwarders. At that time the 
company had 35 workers in a single Phila-
delphia office. It now has 500 employees 
throughout the U.S.

In addition, to its freight forwarding and 
customs work, the company owns Seabridge 
Container Transport, a non-vessel-operat- 
ing common carrier. ■
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Brokers, Forwarders & NVOs
By Richard Knee, (415) 495-6748, FAX (415) 495-6750

Mod Act: Now, push com es to shove
With the Customs Modernization and Informed Compliance 

Act now law, the fractiousness among public- and private-sector 
segments of the importing community could well intensify.

Before passage of the Mod Act last year, any group could oppose 
it and some did, most noticeable among them being the National 
Customs Brokers & Forwarders Association of America.

Now, it’s a different scenario: The Mod Act is here. Deal with
it!

And dealing with it the interested parties are indeed doing, as the 
U.S. Customs Service embarks on the heaviest, toughest part of the 
work load: writing the implementing regulations.

Groups such as the NCBFAA, the American Association of 
Exporters & Importers, the Joint Industry Group and the National 
Council in International Trade Documentation are only too happy 
to accept Customs’ invitation to participate in developing the 
regulations.

They can’t afford not to do so, lest the proverbial playing field 
be tilted.

The NCBFAA, in fact, plans to devote extra time to discussing 
the Mod Act at its annual convention, which is scheduled March
13-18 in La Jolla, Calif. These will be the afternoons of March 14 
and 17.

The group’s chief concern, president Harold Brauner said, is the 
same as it was when the Mod Act was being debated on Capitol 
Hill: how remote entry filing will be implemented.

Under such a system, an import entry may be filed with Customs 
electronically from any location, regardless of the shipment’s 
import gateway.

Also of concern, Brauner said, is Customs’ recently announced 
proposal to limit pre-arrival clearance to shipments moving via 
carriers using the agency’s Automated Manifest Systems.

Customs ‘is pulling a W illie von Raab’
Customs' proposal on AMS would punish importers not using 

AMS-participating carriers, Brauner said, and it would create an 
extra burden for Customs agents as well as for importers and 
brokers.

A broker on the West Coast was even more acerbic toward 
Customs.

“They’re pulling a Willie von Raab on us,” the broker said, 
referring to William von Raab, the Reagan Administration Cus-
toms commissioner whose management style was perceived, even 
within the agency, as excessively heavy-handed.

“Customs is trying to find a way to push AMS down the carriers ’ 
throats,” the broker said.

He described the proposal as “negative encouragement to bro-
kers and forwarders to avoid using non-AMS carriers.”

NCBFAA slate
Officer and director elections at this year’s NCBFAA conven-

tion will apparently be relatively smooth.
As the mid-February deadline for nominations approached, no 

names had surfaced to oppose the candidates proposed by the 
association’s nominating committee. Names of officer nominees 
appeared in this space last month (page 45).

In addition, the list o f nominees for regional representatives to 
the NCBFAA board of directors has been completed. They are 
Arthur Spiegel, Trans-Border Customs Brokers, Champlain, N.Y.; 
Steven Bernstein, H.Z. Bernstein, Jersey City, N.J.; Lee Connor, 
John S. Connor, Baltimore; Jacqueline Adamson, John S. James 
Co., Charleston, S.C.; Lee Hardeman, Lee Hardeman Customs 
Brokers, Atlanta; Len Lesiak, Karl Schroff & Associates, Chicago; 
Robert Coleman, TLR-Total Logistics Resources, Portland, Ore.; 
and William S. App, Jr., J.W. Allen & Co., New Orleans.

Spiegel would give up the Region 1 seat if elected NCBFAA 
vice president —  he is on the officer nominees slate —  and the 
association’s board would pick a new regional director.

In brief...

IANVOCC MEET. The International Association of NVOCCs 
plans to hold its winter meeting Feb. 28 to March 1 at the Hyatt 
Regency Long Beach, Calif. The open session, March 1, will 
feature speakers from the Federal Maritime Commission and from 
the carriers’ community. Reserve via Laurie Zack-Olson, execu-
tive director, IANVOCCs, Route 1, Box 55A, Elgin, IL 60120; 
phone (708) 697-3788.

LOGISTICS MANAGEMENT ASSN. MEET. The American 
Freight Logistics Association plans to hold its semi-annual meet-
ing April 21-22 at the Chicago Hyatt Regency O ’Hare Hotel. The 
agenda will include discussion and possible action on association 
by-law revisions and a code of standards for logistics management; 
a legal update; a look at industry trends; and workshops on sales, 
marketing, EDI/information systems management, and inbound 
freight management. For additional information, contact executive 
director Richard Dodd, P.O Box 480127, Los Angeles 90048; 
phone (213) 934-7531.

FRITZ EXPORT PACKAGING. Fritz Cos. has established an 
export packaging unit, setting up shop in a pair of Houston facilities 
geared especially to accommodating the oil/gas and engineering/ 
construction industries. The facilities are owned and operated by 
Morris Export Crating Co., which Fritz described as the largest- 
volume export packing firm in the Gulf Coast region. Fritz Export 
Packaging Services will have use of the facilities as needed, and has 
personnel on site to monitor and expedite receiving, physical 
verification, purchase order management, export packaging and 
delivery. Raymond Lovom is Fritz projects operations manager in 
Houston.

PACIFIC COAST COUNCIL. Gerald Murphy, vice president of 
Seattle-based Onan Shipping Ltd./Meston & Brings, has been 
elected president of the Pacific Coast Council of Customs Brokers 
& Freight Forwarders Associations. Murphy succeeds Jeff Cop-
persmith of L.E. Coppersmith, Los Angeles, who becomes chair-
man of the board. Other new officers are Fred Higdon, Fritz Cos., 
vice president; Cecilia Castellanos, Withrow Zerwekh & Co., 
secretary; and Dan Meylor, Tower Group, Castelazo division, 
treasurer. The Council voted also to retain Washington-based 
attorney Peter Friedmann as counsel.
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DANZAS MOVES U.S. BASE. Danzas Corp. has moved its U.S. 
headquarters to 3650 131st Ave. SE, Suite 700, Bellevue, Wash. 
98006; phone (206) 649-9339; fax (206) 649-4940. Mailing ad-
dress is P.O. Box 53370, Bellevue 98015-3370. Danzas’ world 
headquarters is in London.

EXPEDITORS IN EUROPE. Seattle-based Expeditors Interna-
tional of Washington, Inc., has acquired its Swedish agent and has 
opened offices in Madrid and Barcelona, Spain. Expeditors took 
total ownership of Expeditors International Sverige AB to meet 
clients’ increasing export and import servicing requirements and to 
keep pace with expected business growth as Europe’s economy 
rebounds. The management team led by Joakim Ekstrom, formerly 
a shareholder in the agent firm, remains in place. The Spain offices 
are about a mile from their respective airports, and handle imports, 
customs clearance and exports for both ocean and air cargoes. Jim 
Lukas is the firm’s country manager for Spain.

Air Freight News
By Leslie Wines (212) 912-1077, FAX (212) 912-1244

‘Open skies’ cargo talks begin
Preliminary talks began in mid-February on a United States- 

European Union air cargo treaty that could ultimately cut red tape 
and lower freight costs for American shippers.

Convened in Washington D.C., the talks could be a starting point 
in U.S. efforts to develop regional or global aviation agreements to 
replace the current system on one-on-one deals with individual 
countries.

The talks are preliminary, however, according to Gilbert Dubois, 
councilor for energy, environment and transport at the permanent 
EU delegation to the United States. “It’s a first discussion. It’s 
really very general.”

The European delegates came to Washington without any au-
thority to actually sign an agreement, Dubois added, and “there is 
no prospect for an agreement right away.”

U.S. aims in the negotiation are to achieve some kind of “open 
skies” agreement that would help U.S. carriers in their competitive 
battles with foreign airlines. A further goal, it is said, is to provide 
a model for an open skies pact that could ultimately be used to cover 
the passenger side of the business.

Sources in Washington say that domestic politics back in Europe 
present the biggest obstacle to any cargo agreement.

The national governments within the EU are jealous of their 
prerogatives when it comes to their individual aviation agreements 
with this country and are loath to turn this power over to the EU 
bureaucrats, those sources said.

At this stage the talks are strictly govemment-to-govemment 
and include no shipper or carrier interests.

Peter Gatti, director of international affairs for the National 
Industrial Transportation League, said he had no contact with the 
government on this issue yet but that he looked forward to eventu-
ally presenting the American shipper view.

Lobbyists for several U.S. air carriers said they were anxious to 
get into the fray as well. Carriers like Federal Express, DHL and 
United Parcel Service could be major beneficiaries of a liberalized 
cargo regime and their Washington lobbyists stand ready to do 
what they can on behalf of their employers.

One of these lobbyists told American Shipper that U.S. carriers 
are not being invited into the talks because EU carriers are not 
participating in any form.

Some of the EU carriers are opposing an open skies cargo pact 
because they fear the loss of their domestic markets, he said.
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HECNY TRANSPORTATION VP. Hecny Transportation Ser-
vices (USA), Inc., has named S. K. Leong vice president. He is 
based in Inglewood, Calif.

C.H. ROBINSON MANAGER. C.H. Robinson has named Wayne 
MacDonald manager of its Calgary, Alberta, office. The company 
is based in Eden Prairie, Minn.

DANZAS GM-OCEAN. Danzas (UK) Ltd. has appointed Mick 
M icallef general manager of ocean freight for the United Kingdom. 
He is to develop national ocean freight policy and promote all 
aspects of the trade.

MONTGOMERY WARD PICKS EXPEDITORS. Montgom-
ery Ward has named Expeditors International as its primary cus-
toms brokers. Expeditors expects to file most of its customs entries 
on Montgomery W ard’s behalf in Los Angeles.

In brief...

NEW LEADER. Stevens Air Transport chief executive officer 
Steve Venghaus was elected this year’s chairm an o f the 
Airforwarders Association. His goals include convincing more 
carriers to follow Continental Airlines’ lead in offering time- 
specific cargo delivery commitments.

ROLE MODELS. “What will the role of the Air Forwarders be 
at the turn of the Century?” will be the theme of the Air Cargo 
Industry Symposium slated for March 27-30 in Tucson. Scheduled 
speakers include cargo executives from Texas Instruments Inc., 
Alcon Laboratories Inc., Merisel Inc. and the U.S. Defense Logis-
tics Agency.

NEW EXECUTIVES. Dan Auza, a former sales manager for 
Carolina Freight Corp., and Lachlann Kane, a former Circle 
International executive, have been tapped to expand and diversify 
logistics programs for Skyway Freight Systems, Inc. of Watsonville, 
Calif.

ON-LINE ‘NOTEBOOKS.’ American Airlines Cargo sales-
people have been given new interactive “notebook” computers that 
will allow them to access information concerning routes, space 
availability, customer accounts, and other sales matters during 
customer calls.

RETURN TO EUROPE. DHL International has re-entered the 
European trucking business, this time in conjunction with a French 
road express company, Ducros Services Rapides. The venture will 
cover eight countries. A DHL trucking venture started in the 1980s 
become too costly and was discontinued everywhere except in 
Germany.

BURLINGTON NEWS. Burlington Air Express has beefed up 
its Canadian management team with the promotion of Robert 
Naughton as director of sales and marketing for Canada. Eight 
other promotions were made to key Canadian spots. The Irvine, 
Ca.-based carrier last month received ISO 9002 certification for its 
operating facilities in Penang, Malaysia and in Geneva, Basel and 
Zurich, Switzerland. The certification signifies that an airline has 
met various international quality standards.
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♦ IBM AS/400 software 
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Can cargo get 
equal treatment?

Airlines brace for a long cycle in which cargo levels 
continue to rise while passanger traffic remains static. 

But by making more space available fo r  freight, the 
passenger lines have depressed the market fo r others.

By Leslie Wines

New statistics from the Montreal-based 
International Civil Aviation Organization 
show that in the first eight months of 1993, 
air cargo tonnage increased six percent over 
year earlier levels— while passengertraffic 
rose just one percent.

Unfortunately for carriers, this increase 
was not accompanied by higher rates, so air 
freight revenue increases were small or 
nonexistent.

Although the IACO figures are not dra-
matic, they point to a trend. Airlines should 
brace for a long cycle in which cargo levels 
will continue to increase and passenger 
traffic remain more or less static, said Dan 
Muscatello, manager of air cargo programs

for the Port Authority of New York and 
New Jersey.

Air carriers traditionally experience al-
ternating shifts during which growth is far 
more dramatic in one sector than the other.

For instance, air freight growth often 
outpaces passenger increases in developing 
global markets. This is the case currently in 
much of Asia and Eastern Europe and Latin 
America, where manufacturing and distri-
bution are growing rapidly and cargo trans-
port needs are expanding.

Air freight linking the developed world 
to emerging nations will increase in the 
near term with the rise of multinational 
production andjust-in-time manufacturing.

Meanwhile, passenger traffic is being 
depressed by factors likely to persist for

World Scheduled Revenue Traffic 1984-1993
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some time. These include the economic 
slowdown, which has reduced much of the 
disposable income that fuels tourism.

At the same time, new technology, in-
cluding fax machines, along with the in-
creasing deployment of overseas agents, 
has reduced the necessity for some business 
travel.

Airline Im pact. For the carriers the prob-
lem is finding how to capitalize on this shift 
or, at worst, minimize losses. For carriers, 
the prospect of declining passenger traffic 
and a growing, but not very profitable, 
freight sector is disturbing.

The all-cargo airlines and charter opera-
tors are in the best position to react quickly 
and create new services in growing mar-
kets.

Nonetheless, executives at passenger air-
lines— which provide 60 percent of all air 
freight capacity— are studying the shift and 
reacting in various ways.

In a few cases, passenger airlines may 
have created routes more to serve freight 
than passengers. For instance. Delta's ser-
vice between Portland, Ore., and Seoul, 
Korea, reportedly sometimes flies with just 
a few passengers aboard, yet almost always 
contains full freight decks.

This sort of positioning is still rare. "The 
age-old problem in our industry is that the 
passenger is king and the cargo must follow 
passenger routes,” said Angelo Pusateri, 
who heads air cargo for Virgin Atlantic.

Pusateri said cargo rates would have to 
rise by at least 50 percent on the North 
Atlantic routes served by Virgin before his 
airline would consider adapting routes to 
shipper needs.
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CALL US FIRST A N D  FORGET 
THE UPHILL STRUGGLE.

O u r  fast, freq u en t service across th e  N o r th  A tlan tic  w ill do  m o re  th an  

im p ro v e  th e  cost-effectiveness o f  y o u r  d is trib u tio n  system .

W e ’re re liab le . W e  a tte n d  to  th e  details. A n d  w e ’ll p ro v id e  y o u  w ith  

personalised  cu sto m er care.

So y o u  can  s to p  w o r ry in g  w h e re  y o u r  c o n s ig n m e n t has g o n e . A n d  

co n ce n tra te  o n  y o u r  gam e.

NORTH AMERICAN HEAD OFFICE: MONTREAL (514) 934-5133. SALES OFFICES: CALGARY (403) 267-5191, CHICAG O  (708) 963-3800, CLEVELAND (216) 871-8151. 

DETROIT (313) 649-0450. LONG BEACH (310) 432-3864. MINNEAPOLIS (612) 851-9727, MONTREAL (514) 937-3300, NASHUA (603) 889-3545.

NEW YORK (201) 420-6100, OAKLAND (510) 547-8727. TORONTO (416) 253-8423, VANCOUVER (604) 643-3582, WINNIPEG (204) 946-3426.
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Finnair cashes in on Russian boom
Sixty percent o f Finnair’s U.S. cargo flown to Helsinki 
is transshipped to Scandinavian nations or Russia or CIS.

However, the airline is considering pur-
chasing a freighter or converting some of its 
fuel-efficient aircraft into all-cargo planes 
for use on some heavy freight routes, he 
said.

Gus Whitcomb, spokesman for Ameri-
can Airlines’ cargo operations, said that his 
company’s routing decisions for new mar-
kets take into account both the passengers 
and freight sectors, although they remain 
consumer-driven.

“We used to board cargo as an after-
thought, but now we evaluate both sides,” 
he said.

In addition, Whitcomb said that cargo 
markets now play a major part in determin-
ing what size plane should be placed on 
each route.

A Northwest Airlines spokesman said 
his company began positioning itself to 
take advantage of cargo sector growth a 
number of years ago when it began buying 
freighters. It now owns eight freighters.

Northwest is the only U.S. passenger 
airline with authority to serve the extremely 
lucrative U.S.-Beijing and Shanghai routes. 
It also has positioned freighters to serve 
Hong Kong and other major Asian emerg-
ing markets, where it has made good profits 
on cargo.

Back to the  Future. In many senses the 
airlines are attempting to return to a balance 
between the passenger and cargo sectors 
which existed before the deregulation of 
the U.S. industry in 1978.

Prior to deregulation the carriers fac-
to red  cargo  im pact in to  m any key 
decisions. Unfortunately, in the interven-
ing years fierce competition between carri-
ers led to cutthroat price wars and other 
signs of an excessive emphasis on passen-
ger business.

Ted Harris, a Virginia air cargo consult-
ant, said that in addition, the hub-and-spoke 
operations— created to enhance passenger 
service in the years of deregulation— have 
injured cargo service.

At these operations, planes often land 
and have an hour or so to unload passen-
gers, luggage, cargo and mail and then must 
reload and take off again.

In many instances, carriers are not able to 
take care of all their business in the allotted 
time, so the reloading of cargo and mail is 
eliminated, forcing freight to wait for the 
next plane.

This indifference to cargo made many 
U.S. shippers avoid using commercial pas-
senger airlines.

“The domestic carriers left a vacuum that 
companies like Federal Express and UPS 
entered and filled,” Harris said. “Now air-
lines are trying to reverse some of this.” ■
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By Leslie Wines

Finnair is a rarity among European gov-
ernment-owned airlines these days. Cargo 
decks on its U.S.-origin MD-1 Is are always 
filled to capacity.

Thanks largely to Helsinki’s position as 
a gateway and distribution center for the 
emerging nations of the former Soviet 
Union, the airline often can pick and chose 
cargo.

“We have been turning away customers 
who w on’t pay what we want,” said Kari 
Tikkanen, North American cargo manager 
for Finnair. He refused to disclose the rates 
the airline has been getting.

Most of the year Finnair’s capacity on 
U.S.-Helsinki routes is 200 tons a week. To 
avoid having to cut rates, the airline is not 
planning to increase cargo capacity.

This strategy enables Finnair to escape 
the fate of carriers active in overcrowded 
U.S.-European lane segments, who must 
sell space at unprofitable rates.

Sixty percent of Finnair’s U.S. cargo 
flown to Helsinki is transshipped to other 
Scandinavian nations or Russia and the 
C.I.S.

Finland’s long-standing status as a trade 
partner of both the U.S. and the former 
Soviet Union has led to an air and sea 
freight boom in the new political era.

Leery of the rampant theft and chaotic 
transport systems in the new nations, some 
U.S. shippers feel more secure using 
Helsinki as a port of entry. They then rely 
on Finnish truckers or railroads —  which 
generally have reputations for reliability—  
to get goods to their destinations.

“The use of Helsinki as a transshipment 
point for Americans started about a year 
ago and has been increasing very rapidly,” 
Tikkanen said.

“This has been very good for Finnair. For 
several years before this air freight declined 
as U.S. imports from Finland and Scandi-
navian fell.”

Finnair’s cargo volume last year also 
was bolstered by higher freight volumes on 
its intra-Europe and Europe-Asia lane seg-
ments and a series of improvements in its 
worldwide cargo services.

In 1993 the airline ’ s freight volumes rose 
by 200 percent. Cargo revenues that year 
accounted for about 12 percent of all Finnair

revenues and the percentage is expected to 
increase.

Routes Served. During most of the year 
Finnair flies one jet daily to Helsinki from 
New Y ork’s JFK International Airport and 
one a week from Miami International Air-
port.

In summer months Finnair also flies three 
MD-1 Is a week from San Francisco and 
two more from Toronto. During the pre- 
Christmas peak season, two dedicated 
freighters are added to serve New York 
routes.

The Miami origin flights generally carry 
Latin American fish and flowers. The oth-
ers are loaded up with high technology 
items and various U.S.-made consumer 
goods for which there is now strong de-
mand in Russia and the C.I.S.

Transshipm ent Services. Finnair of-
fers 50 flights a week to Moscow, St. Pe-
tersburg and other major cities in Russia 
and the C.I.S. However, most of these flights 
are full of passengers and utilize planes too 
small to carry much freight.

Ninety-five percent of Finnair’s cargo 
bound for Russia and the C.I.S. is trans-
shipped by a large Helsinki forwarder- 
trucker with which the airline has an 
arrangement.

Russian-bound goods leaving Helsinki 
must cross just one border. This is a major 
advantage, according to Tikkanen, because 
new truck inspection policies instigated by 
the Russian and C.I.S. governments —  to 
reduce widespread duty evasion —  can 
detain goods for many hours. The problem 
is compounded when there are multiple 
border crossings.

The trucks used by Finnair do not have 
armed guards, which some transportation 
executives believe are necessary to ward 
off local holdup artists. But within Russia 
and the C.I.S. they travel in convoys and 
truckers must stay together.

Once in Moscow and St. Petersburg, 
Finnair uses Sofi Terminals, a Finnish- 
Russian joint venture with 24-hour-a-day 
armed guards, a facility which Tikkanen 
said is as safe as any in Russia.

Sofi also is bonded and is exempted by 
the Russian government from some time- 
consuming customs inspections. ■
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Expedidores sin Licencia
FMC reducing number o f unlicensed forwarders 
and NVOs practicing in South Florida.

By Gary Burrows___________________________

For years South Florida has been notori-
ous for the proliferation of unlicensed freight 
forwarders and non-vessel-operating com-
mon carriers.

Mostly mom-and-pops with family or 
business ties to Central and South Ameri-
can or Caribbean destinations, their exist-
ence seemed to sprout at the double-digit 
rate of the region’s export growth.

However, Richard L. Larson has been 
making inroads in reducing the number of 
unlicensed forwarders and NVOs in South 
Florida.

That has been one of Larson’s priorities, 
since becoming Miami district director of 
the Federal Maritime Commission’s Bu-
reau of Investigations four years ago. Rather 
than mete out penalties, his efforts have 
been in getting unlicensed forwarders and 
NVOs licensed and bonded.

“I can tell you that in 1992 —  and prob-
ably the same thing held true for 1993 —  
that about a third of the freight forwarders 
that were licensed in the country were li-
censed here in Florida,” Larson said.

Of 153 new licenses in 1992, he said, 54 
were in South Florida. “I think that part of 
the reason for that statistic was the fact that 
we went out and contacted those people and 
said Took you need a license, you need a 
bond,’ and to help them to get legal.”

Though it continues to lead the nation, 
the number of reports of unlicensed for-
warding in South Florida has declined each 
year, which implies to Larson that he’s 
accomplishing his task.

However, one forwarder said that once 
licensed, these forwarders don’t stay around 
long.

“There have been a lot of newly licensed 
forwarders. But two years later, 70 percent 
o f them  are g o n e ,” sa id  A lb ert J. 
Redlhammer, president of Seariders Inter-
national Inc., a freight forwarder, customs 
house broker and NVOCC.

Easy To Spot. It hasn’t been difficult to 
spot these unlicensed forwarders from 
among the roughly 400 freight forwarders 
operating in South Florida, Larson said.

“We may find out about them in various 
ways,” he said. “You’re always going to get 
complaints from people who are licensed 
and in compliance against those competi-

tors who are not. It might be we notice an 
outbound shipment and we don’t recognize 
someone as a forwarder. It may be just 
someone calling up and making an inquiry.” 

“If w e’re going to be expected to go by 
the rules, we expect everyone else to go by 
the rules,” Redlhammer said.

Because of their inexperience in the in-
dustry, many unlicensed forwarders get into 
cash problems and consequently don’t pay 
the freight costs. Then FMC is notified, 
Larson said.

Or it may be a case of self-incrimination. 
“I can recall one guy calling and com-

plaining that a steamship line wouldn’t pay 
him the forwarder brokerage or commis-
sion on a shipment,” Larson said. “When I 
asked him if he had a license he said sure. I 
asked him where he got it and he said he got 
it from Dade County.

“It was an occupational license. He 
thought that was all that he needed.”

Profile. Those practicing illegally as for-
warders are usually small-time entrepre-
neurs, “just trying to get a start, trying to 
make some money,” Larson said. “He may 
have family ties to a foreign destination 
country, so it looks like an opportunity for 
them to get into business. And sometimes 
they go into business without a license.” 

“A lot of it comes out of Central and 
South America,” Redlhammer said. “Some-
one may have friends or family in the origin 
country that is already in the business of 
importing. The people up here just handle 
the shipment while the people in the origin 
country sell the service over there.

“The personal relationship is an impor-
tant part of business in Central and South 
America.”

The growth of the Latin trades is as much 
responsible for the preponderance of unli-
censed forwarders and NVOs in South 
Florida, compared to other world markets, 
Larson said.

“We get probably more of that here than 
you would in most districts, simply because 
most of the other districts have been estab-
lished longer. They’re more stable. They’re 
not going through the growth rate that’s 
happening down here. So obviously you’re 
going to have those people who are familiar 
with those areas who are uninformed about 
Shipping Act requirements that are going to 
try to go into business here,” he said.

Larson believes he has been more suc-
cessful in getting forwarders in compliance 
through education rather than punitive ac-
tions.

“It doesn’t do us really that much good to 
go out and monetarily try to punish some-
one who’s operating that way. Our first 
effort is one o f an outreach to them and try 
to get them operating legally,” Larson said.

Taking Liberties W ith Licenses.
Redlhammer said there are people practic-
ing as forwarders and NVOs that purposely 
try to get around forwarding regulations.

“They’ll borrow a license from a friend, 
saying ‘I ’ll give you $25 per shipment if 
you let me use your license number or 
nam e,’ ” he said. “The only way Dick 
(Larson) is going to find out is if someone 
in the business happens to see it and men-
tions it.”

Another ploy is the so-called forwarder 
may just make up a registration number.

“No one checks. The shipping lines don’t 
have time to check out each and every 
forwarder,” Redlhammer said. By nature of 
the trades, most of the carriers are smaller 
lines plying short routes with high frequen-
cies and have little time to check every 
detail.

Unlicensed NVOs are much more seri-
ous. These NVOs pose as exporters, often 
charging far more than one who has cor-
rectly filed his tariffs.

“An NVO, by definition consolidates 
small amounts of cargo. They’re dealing 
with more customers so they have to create 
some commercial image in the export com-
munity,” Redlhammer said.

That means they’re more accessible to an 
average shipper. But it also means it’s harder 
for them to escape the watchful eye of the 
South Florida forwarding community.

W ho’s Harm ed? Because the relation-
ships between unlicensed forwarder and 
Latin importer are usually so tightly knit, an 
average shipper is not likely to come across 
one of them. The services are usually mar-
keted to the Latin side of the business, so a 
U.S. shipper that’s shopping rates is not 
likely to come across one of them.

And though these small, unlicensed for-
warders are not a great commercial threat to 
South Florida’s freight forwarding com-
munity, forwarders police them heavily.

Whoever the customers of these unli-
censed forwarders are, they are at risk. 
Because the person is not licensed, he is not 
likely bonded, which means there’s noth-
ing to protect the shipper.

“People do lose money in those things 
and so it’s kind of a buyer beware situa-
tion,” Larson said. ■
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Plunging 
deeper 

into EDI
When enough carriers can 
agree on standards, ship-

pers will be more willing to 
cooperate. Information 

Systems Agreement mem-
bers think their new PC 

software may be the key.

By Joseph Bonney

Everyone says electronic data interchange 
is the way of the future, but many shippers 
are afraid to invest in it.

And who can blame them?
Each ocean carrier seems to have a dif-

ferent system for electronic transactions. A 
shipper using several carriers might have to 
develop a unique and costly connection to 
each. Only a handful of Fortune 500 giants 
have that kind of money.

Carriers, meanwhile, are beginning to 
realize that unless they can make it easier 
for their systems to communicate with ship-
pers and with each other, they’ll never get a 
satisfactory return on the millions they’ve 
invested in automation.

All of that may be about to change.
The catalyst is likely to be the Informa-

tion Systems Agreement, a group of seven 
carriers whose trades cover most of the 
world. ISA members plan a big push in the 
months ahead to expand the group —  a 
move they hope will embolden more ship-
pers, carriers, forwarders and others to take 
the EDI plunge.

“I think it’s going to snowball,” said 
Joergen Q. Olesen, director of information 
marketing at Sea-Land Service.
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PC Softw are. The ISA has been working 
quietly since 1991 to develop EDI stan-
dards that carriers can use for electronic 
exchange of data with shippers, forwarders, 
terminal operators and others.

After a slow start the group has scored 
some successes, notably its publication of a 
series of implementation guides for EDI 
transactions with ocean carriers.

The guides describe how to use EDI to 
communicate information on booking, bill 
of lading instructions, invoicing, arrival 
notices, cargo status and vessel schedules.

Later this year the carrier group will take 
its most dramatic step yet— introduction of 
a PC-based software that will allow a ship-
per to use the same transaction standards to 
communicate with multiple carriers.

The software, produced by contractor 
TSI International, will be inexpensive —  
probably less than $2,000, about the same 
as off-the-shelf EDI software that is not 
designed specifically for transportation uses.

Sm aller Shippers. The Windows-based 
PC software will be especially helpful in 
nurturing EDI links between carriers and 
small and mid-sized shippers, ISA mem-
bers say.

Many big shippers have developed main- 
frame-to-mainframe EDI links with carri-
ers. But that doesn’t come cheap —  some 
shippers estimate that programming a full 
EDI link with a single carrier can cost 
$50,000 or more in staff time.

“We have thousands of customers that 
lack that wherewithal. This PC product is 
designed to bring them into the EDI world,” 
said Tim Huckbody, general manager for 
EDI at Maersk Inc.

The software will be sold to shippers, 
who’ll be able to use it to communicate 
electronically with any carrier that has 
adopted the ISA group’s EDI standards. 
Carriers also will be able to use it to com-
municate with other ISA members.

The software will serve as a carrot to 
entice other carriers to join the association, 
ISA members say.

“We believe it will make the difference,” 
said John P. Hourihan, vice president and 
general manager, sales and marketing, for 
Crowley American Transport.

The new software also may serve as a 
stick, although the parties diplomatically 
avoid describing it that way. If the software 
becomes popular, shippers probably will 
pressure more carriers to adopt it.

Slow Start. Development of EDI in trans-
portation has followed a choppy progres-
sion. So has the ISA.

The group was established in 1991 with 
four members— American President Lines,

P&O Containers, Maersk Inc. and Sea- 
Land Service.

Three other carriers —  Crowley, Hapag- 
Lloyd and Orient Overseas Container Line 
—  joined last year.

It took a while for the organization to get 
up to speed. Most of the first several months 
were spent learning to cooperate on EDI 
without giving away company secrets.

“Eventually we stopped looking over our 
shoulders and got down to work,” said 
Michael Collins, marketing manager for 
customer interface systems at APL.

The first task was to agree on standards 
among ISA members —  a vital step, be-
cause EDI requires com munication of 
strictly standardized data between parties.

Negotiations involved such things as how 
voyage numbers are recorded and what is 
meant by loading port —  is it where the 
cargo is put on the ship, how it’s listed on 
the bill of lading, or where the carrier takes 
responsibility for the cargo?

After that tedious early work, the carriers 
met with customers, who confirmed that 
they were interested in development of com-
mon EDI standards and software and were 
willing to spend money on it.

Im p le m e n ta tio n  G u ides. Having 
agreed on standards among themselves, the 
ISA members published implementation 
guides that walk an EDI user through an 
electronic transaction.

“With the implementation guides, w e’re 
trying to take the mystery out of EDI,” said 
M aersk’s Huckbody.

The first two guides covered North 
American EDI standards. The initial guide, 
published in December 1992, covered 
Transportation Data Coordinating Commit-
tee standards for ocean transportation. Last 
July the ISA followed with the first guide in 
the transportation industry for applying the 
X12 rules of the American National Stan-
dards Institute.

In late February the ISA planned to re-
lease a guide for electronic communication 
with ocean carriers under the international 
Edifact standards.

These technical reference guides run sev-
eral hundred pages apiece, and are not the 
kind of book you’d take to the beach on 
vacation.

A representative excerpt, from page 402 
of the ANSI guide, informs the reader that 
electronic transmission of an estimated ar-
rival date of June 30, 1992, should be input 
as “DTM* 139*920630 N/L.”

Mind-numbing as this level of detail is, 
it’s vital to the people who have to make 
computers communicate with each other.

“In EDI, everything must be precisely 
defined,” Huckbody said. “Otherwise, hu-
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mans get involved. And that’s where you 
lose the efficiency.”

PISA. ISA is emerging as the primary 
forum for development of EDI standards 
for ocean carriers, but it’s not the only 
example of carrier cooperation on automa-
tion issues.

Of ISA’s seven members, four —  APL, 
Maersk, Sea-Land and OOCL —  also are 
members of the Pacific Information Stan-
dards Agreement, a technical subcommit-
tee o f the tw o m ajo r tran sp a c ific  
conferences.

PISA has been taking bids from prospec-
tive developers of a system for data trans-
mission, application and storage (February 
American Shipper, page 29). However, ex-
ecutives say PISA and ISA are not work-
ing at cross purposes.

ISA is focused exclusively on electronic 
data interchange. PISA ’s activities are 
spread among several aspects of carrier 
automation, such as automated filing of 
tariffs.

Another difference between the two 
groups is that PIS A ’s membership currently 
is limited to the Transpacific Westbound 
Rate Agreement and Asia North America 
Eastbound Rate Agreement, while ISA is 
open to any vessel-operating common car-
rier.

Recruitm ent Effort. Later this year, 
ISA members plan to meet with other car-
riers to pitch them on joining the associa-
tion.

Some carriers have delayed joining be-
cause of cost: ISA has a membership fee of 
$50,000, plus $25,000 dues for the year. 
The fees support development of the EDI 
implementation guides and software.

While $75,000 isn’t a huge sum for most 
major carriers, some indicated they wanted 
to hold back to make sure ISA accom-
plished something. Now that the PC soft-
ware is almost ready, ISA members plan to 
step up their membership drive.

“If I were going to make abet. I 'd  bet that 
we’ll sign up new carriers in 1994,” said 
Sea-Land’s Olesen.

He said it’s only a matter of time before 
EDI becomes universal, and that the pro-
cess will be speeded by adoption of com-
mon standards for application.

Adoption of common standards for EDI 
doesn’t mean that competing carriers will 
be any less competitive, Olesen said.

“We don’t want to compete on applica-
tion, we want to compete on information,” 
he said. “If we all have different systems, 
w e’re not going to do ourselves any good 
and we’re not going to do our customers 
any good.” ■

Too often you’ve been 
disappointed by promises never kept 

and service claims never met. Well, if your 
present transportation company says th a t they 

can do everything, don ’t  believe it. Take a look at 
The Norton Line. W hat m akes us d iffe re n t?  The 
Norton Line is a Non-Vessel Operator (NVO) and part of 
th e  la rg e s t in d e p e n d e n t s te a m s h ip  a g e n cy  in 
North America. With more than 150 years transportation

experience behind us, The Norton 
Line exceeds the  com pe tition . 
We’ve built lasting partnerships 
w ith the  best ocean carriers. 
We w ork c lose ly w ith fre igh t 
fo rw arders  and make sure 
your shipment is in the right 
p la c e  a t th e  right tim e.
We have a ll th e  rig h t 
connections to provide 
you, the shipper, the

optimum in 
service -  with the 

added advantage of efficient 
cost-savings and the highest levels 

o f professionalism , integrity and 
accuracy. The Norton Line has built a 
strong reputation on being d ifferent 
from the others. Your best interests 
always come first. The Norton Line 
won’t  just meet your expectations.

We w ill s u rp a s s  th e m . Try 
The N o rton  L ine . And, 

expect more from the 
best!

W jttx
\  THE NORTON LINE

2 00  Plaza Drive • Harmon M eadow • Secaucus, New Jersey 0 7 0 9 6  
Telephone: (2 0 1 ) 3 92 -3 00 0  • Facsim ile: (2 0 1 ) 392 -1 42 4

A Norton Lilly International Company

AMERICAN SHIPPER: MARCH 1994 71



INTERMODAL

‘K’ Line reorganizes stacktrains
Absorbs international movements into liner operation. 
Rail Bridge will concentrate on domestic shipments.

By Joseph Bonney

“K” Line America has absorbed the in-
ternational business of its Rail Bridge 
stacktrain unit into the carrier’s North 
American liner organization —  a move the 
company says will simplify handling of 
intermodal shipments.

The change is the latest in a series at 
Kawasaki Kisen Kaisha’s North American 
operating unit since 1990, when “K” Line 
switched from representation by an agent, 
Kerr Steamship Co.

When “K” Line was represented by an 
agent, the Japanese carrier felt it desirable 
to maintain Rail Bridge as a separate unit 
owned by “K” Line. Now “K” Line has 
decided it is more efficient for all interna-
tional movements to be handled by a single 
organization.

“W e’re happy with Rail Bridge and the 
results of Rail Bridge. W e’re happy with 
the work the liner department has done,” 
said Oscar Abello, president of “K” Line 
America. “Now it makes sense to bring the 
two functions together. There’s no need to 
have a Chinese wall between them.”

Under the reorganization, Rail Bridge 
will remain a distinct company within “K” 
Line America, but its operations will be 
restricted to domestic business.

The stacktrain unit’s international busi-
ness has been transferred to a restructured 
liner department known as the North Ameri-
can Trade Organization.

The new group is jointly managed by H. 
Maekawa, vice president, North American 
Trade Organization, and Theodore Prince, 
vice president, liner services.

Maekawa had been assistant vice presi-
dent, special projects. Prince had been ex-
ecutive vice president and chief operating 
officer of Rail Bridge and vice president for 
rail transportation of “K” Line America.

In ano ther ex ecu tiv e  change, F. 
Kawamata, formerly vice president, liner 
services, has been appointed vice president, 
Pacific services, and will be based in San 
Francisco.

Reducing Costs. Prince said that by 
combining the international activities of the 
stacktrain and liner units, “K” Line hopes to 
reduce its equipment and operating costs.

“The days are gone when you could rely 
on beating down your service partners to

get lower rates,” he said. “We have to lower 
our expenses.”

Rail Bridge was created in 1986 to handle 
“K” Line’s inland rail business. Before the 
recent reorganization. Rail Bridge oversaw 
the stacktrain network, then handed off 
in te rnational shipm ents to “K ” L ine 
America for movement to the final destina-
tion.

Combining the stacktrain and liner ac-
tivities will make it easier for the company 
to get an overview of its costs, Prince said.

Reefer Bridge, targeted at 
high-value shipments of  

fresh meat fo r  the 
Japanese market, provides 

total transit time from  
Chicago to Tokyo 

of 14 days.

Only by combining the functions is it 
possible to determine whether an apparent 
savings in one area might result in an extra 
expense somewhere else, or vice versa, 
Prince said.

Hub And Spoke. During the last two 
years, Prince has overseen Rail Bridge’s 
development of a hub-and-spoke system 
for domestic stacktrain operations (April 
1992 American Shipper, page 29).

The idea is to broaden the potential mar-
ket for intermodal shipping by developing 
the maximum number of pairings between 
origins and destinations —  much the same 
as airlines do with their hub-and-spoke net-
works.

By funneling cargo from outlying points 
to a Chicago hub, combining the cargo with 
other shipments, and putting it on a high- 
volume stacktrain, Rail Bridge can offer 
daily service between points that otherwise 
couldn’t support that kind of service.

Rail Bridge uses Chicago’s Global II 
intermodal terminal as a hub that is fed by 
12 other origin points in the eastern U.S. 
and Canada.

Those origin points are Welland and 
Lacolle in Canada; Worcester; the E-Rail

terminal at the Port o f New York/New 
Jersey; Columbus, Ohio; Georgetown, Ky.; 
Norfolk, Charlotte, Charleston, Atlanta, 
Jacksonville and Buffalo.

At Chicago the boxes are shuffled among 
stacktrains that go to eight West Coast 
destinations.

Westbound international cargo goes to 
three on-dock terminals —  Tacoma, Long 
B each and T erm inal 6 at P ortland . 
Westbound domestic cargo moves on daily 
stacktrains to five off-dock terminals —  
Vancouver, British Columbia; Seattle; Oak-
land, and the Union Pacific ramps at Los 
Angeles and Portland.

Many domestic shippers prefer to have 
their cargo delivered to off-dock terminals 
that allow them to avoid the costs and 
congestion of on-dock marine terminals.

Since the hub-and-spoke system was 
started, “K” Line’s domestic business has 
increased 400 percent, Prince said. The 
hub-and-spoke connections are part of a 
Rail Bridge stacktrain network that con-
nects 38 points in the U.S., Canada and 
Mexico.

R eefer Bridge. In another intermodal 
development, “K” Line has expanded its 
Reefer Bridge stacktrain service for inter-
national shipments of temperature-con-
trolled cargoes.

The service, which uses an on-board 
power unit, has operated from Omaha and 
Denver for more than three years.

In January the carrier added Chicago as 
an origin point. The weekly service departs 
from the Global II terminal and goes to 
Portland’s on-dock terminal via the Chi-
cago & North Western and Union Pacific 
railroads.

The service, targeted at high-value ship-
ments of fresh meat for the Japanese mar-
ket, provides total transit time from Chicago 
to Tokyo of 14 days.

Custom er Service. In addition to the 
realignment of international intermodal 
operations, “K” Line is transferring its cus-
tomer service functions to its sales group.

Customer service had been handled as an 
independent unit. Abello said that by shift-
ing customer service to sales, “K” Line will 
provide customers with a single point of 
contact for inquiries about rates, bookings, 
container tracking, cargo release and cus-
toms clearance.

The sales group is headed by Stephen 
Gill, vice president o f sales for North 
America.

Customer service functions are handled 
at liner offices in the U.S. and Canada and 
are overseen by five regional assistant vice 
presidents who report to Gill. ■
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Naturally, We Offer \bu 
the Shortest Distance 

to Atlanta.
map doesn’t lie. Thanks to Mother Nature, Savannah is the closest port to Atlanta. While we can’t take credit 

ts natural benefit, you can certainly take advantage — every day!

From our Containerport, cargo flows to the distribution hub of Atlanta via Norfolk Southern and CSX. More 

1 100 trucking lines take advantage of our immediate access to the interstate highway system. We constantly 

rade our technology to make sure we never compromise our geographic advantage with a handling or pro- 

ing bottleneck.

Whether the measurement is in miles o r in minutes, Savannah stands out as the logical load center for 

ita and the bustling markets beyond. From ship to shore to door, only one port offers the fastest, most effi- 

t transportation route to Atlanta. Naturally.

additional information contact Richard Field, Director of 

le Development, Georgia Ports Authority, P.O. Box 2406, 

nnah, Georgia 31402. Or call toll-free 1-800-841-1107.
Port of Savannah



INTERMODAL

Where smaller is better
ICC statistics indicate regional LTL motor carriers are 
more profitable than big national operators. But size is 
becoming an advantage in the FTL market.

By Joseph Bonney

Is smaller better?
Apparently it is for less-than-truckload 

motor carriers. Revenue and income data 
filed by motor carriers with the Interstate 
Commerce Commission show that regional 
LTL carriers continue to outperform the big 
national operators.

The most obvious reason is cost struc-
ture. Regional operators, generally non-
union, tend to have lower costs than the 
bigger national carriers that employ Team-
ster labor.

And with their more closely managed 
service areas, the regional companies find it 
easier to stay in close touch with customers 
and guarantee service that meets their needs.

“With a shorter haul there are fewer 
uncertainties and you can provide a higher 
degree of reliability,’’said Michael Lloyd, 
transportation analyst for NatWest Securi-
ties.

The big LTL carriers have been strug-
gling for more than a decade to deal with the 
surge in competition unleashed by deregu-
lation. Dozens of established truck lines 
have failed, and many of the survivors are 
losing money or recording thin profits.

Although ICC data show that several of 
the smaller LTL carriers are doing well, the 
entire less-than-truckload segment of the 
business has lost market share to truckload 
carriers and intermodal operators.

ICC Data. ICC statistics provided by 100 
large trucking companies of all kinds for 
the first three quarters of 1993 show that the 
motor carriers’ operating revenues rose 6.6 
percent, net operating income rose 2.9 per-
cent and ordinary income rose 2.6 percent.

The carriers’ aggregate operating ratio 
—  operating expenses as a percentage of 
revenue —  barely budged from 95.2 per-
cent in the first nine months of 1992 to 95.3 
percent during the first three quarters of 
1993.

Results for specific companies diverged 
widely from those overall statistics.

Generally, the big LTL carriers had higher 
(that is, poorer) ratios. The Big Three LTL 
carriers —  Yellow, Roadway and CF 
Motorfreight —  all had ratios higher than 
97 percent.

Some of their smaller brethren had much 
better ratios. Con-Way, a group of regional 
non-union LTL carriers with the same cor-
porate ownership as CF, had an operating 
ratio of 89.9 for the first three quarters of 
1993. Saia, a regional LTL sibling of Yel-
low Freight, turned in a 90.1 ratio.

The growth of 
intermodalism for  

long-haul shipments is 
pushing many truckload 
carriers into short hauls.

The non-union subsidiaries o f Yellow, 
Roadway and Continental Freightways are 
operated as stand-alone units. They’re un-
der the same holding company as the estab-
lished carrier, but the regionals operate 
independently.

FTL M arket. Although smaller-is-better 
appears the rule in the LTL market, that 
theory is turned on its head in the full- 
truckload side of the business.

In the full-truckload market, large na-
tional operators such as J.B. Hunt Trans-
port are gaining ground over sm aller 
competitors.

Since 1980, the number of regulated 
motor carriers has tripled to more than 
50,000. Nearly all of the growth has been 
startups of truckload carriers, mostly non-
union.

The result has been a highly fragmented 
industry, with the top 100 truckload carri-
ers holding just 15 percent of the market. 
However, some industry watchers predict a 
gradual consolidation during the next few 
years.

A recent industry survey by Standard & 
Poor’s forecasts that the ranks of full-truck- 
load carriers will shink to 20,000 or less 
during the next decade.

Many shippers are adopting “core car-
rier” strategies that concentrate their busi-
ness among a few carriers, usually big ones 
that can provide service over a broad area.

Meanwhile, leading FTL carriers such as

Hunt and Schneider National are parlaying 
their size into economies of scale by nego-
tiating volume discounts on equipment, 
supplies and fuel and spreading insurance 
and administrative costs over a larger rev-
enue base.

As they broaden their array of service 
offerings and develop intermodal partner-
ships with railroads, smaller carriers feel 
the squeeze.

The growth of intermodalism for long- 
haul shipments is pushing many truckload 
carriers into short hauls —  a market that 
requires sophisticated controls to maintain 
high fleet utilization.

Railroads. The smaller-is-better theory 
finds some support in the rail industry, 
although it’s less clear-cut there.

ICC statistics show the best return among 
Class I railroads during the last several 
years has been by Illinois Central, whose 
size would make it no more than a large 
division of most of the bigger lines.

Illinois Central, which has a service area 
running from Chicago to New Orleans, had 
a return on net investment of 13.96 percent 
for the 12 months ending Sept. 30, 1993, 
and a return on investment of 15 percent for 
the year before.

IC was the only Class I railroad to declare 
“revenue adequate” each year since 1990. 
The 1980 Staggers Act permits revenue- 
inadequate railroads more leeway in rate 
setting and disputes.

The only Class I railroad besides Illinois 
Central to meet the revenue-adequacy test 
last year was Norfolk Southern, which had 
a 9.78 percent return on investment. 
Burlington Northern was next best at 89.44 
percent.

Some industry analysts say Illinois 
Central’s relatively small size and closely 
defined service area makes it easier to man-
age from an operating and marketing stand-
point. But they point out that some of the 
other smaller railroads, such as Denver & 
Rio Grande and Grand Trunk Western, 
have produced much poorer returns.

Much depends on the traffic base in a 
region in which a railroad happens to oper-
ate, although management has a lot to do 
with how well that geographic market is 
developed.

Illinois Central was assumed by many to 
be headed for bankruptcy until Edward 
Moyers took over in the late 1980s and 
began a dramatic cost-cutting program.

Moyers now is trying to accomplish the 
same thing on a larger scale at Southern 
Pacific, a longtime underachiever that has 
recorded operating losses in recent years 
(November 1993 American Shipper, page 
74). ■
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If we got your ship 
in and out any 

faster, you wouldn’t 
need to tie up.

In the shipping business, there’s no substi-
tute for speed. W e know that. So when you 
sail into the Port of Miami, expect everything 
to happen fast.

Six cranes, each capable of lifting 50  met-
ric tons, 3 ,5 0 0  feet of container berths, ten 
Roll-on/Roll-off berths, and an experienced  
and motivated labor force assure the quick 
turn-around of your vessel.

O ur M iam i In te rn a tio n a l C argo  System  
(MICS) ties U.S. Customs’ Automated Manifest 
System (AMS), its Automated Broker Interface 
(A B I), as w ell as the  U .S . D ep artm en t of 
Agriculture, into a community-wide computer 
network, all helping to speed the release of 
your cargo within hours of arrival.

Easy access to the interstate highway sys-
tem, over 100  trucking companies, nine inter-
modal trains daily, and the nation's second  
largest a ir cargo facility , all guarantee the  
speeding of your cargo to its final destination.

And w e’re just as good with export cargo. 
With the second largest international banking 
cen ter in the nation, over 4 0 0  freight fo r-
warders, more than a 100 foreign consulates 
and trade offices, and a highly sophisticated 
m ultilingual business com m unity, shipping  
your cargo through Miami is both fast and 
convenient.

So come to the fastest port in the Americas. 
The Port of Miami.

>ORT O F  T H E  A M E R I C A S

MIAMI PORTof
M IAM I

Port of M iam i, 1015 N. Am erica Way, M iam i, Florida 33132  Phone (30 5 ) 3 7 1 -7 6 7 8  Fax (30 5 ) 372 -7 60 5
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Memphis: a shallow draft seaport
New liner service to Guatemala and Mexico will 
send small ship 600 miles up Mississippi River.

By Joseph Bonney

A Kirby Corp. subsidiary has launched a 
liner service using a shallow-draft ship to 
connect Guatemala and Mexico with the 
Mississippi River port of Memphis.

Although small ships have sailed that far 
up the Mississippi in years past, those ef-
forts have been limited to tramp shipments 
of project and specialized cargoes.

“This has never been done before on a 
scheduled liner basis,” said James Pugh, a 
former Houston port director who is presi-
dent of Kirby’s new venture, American 
Marine Express.

American Marine Express planned to 
begin service Feb. 23 with a 256-TEU, 
multipurpose ship that will sail every two 
weeks from Memphis to Santo Tomas, 
Guatemala, and to Progreso, on M exico’s 
Y ucatan peninsula.

The ship will operate with a draft of four 
meters, the maximum that can navigate 
freely on the Mississippi upstream from the 
deep-water port of Baton Rouge.

The service will accept 20-foot or 40- 
foot, refrigerated and tank containers on a 
port-to-port basis. Vehicles, machinery and 
other neo-bulk cargo will be handled above 
deck.

Americas Marine Express is the latest of 
several new services that have sprung up 
recently between various U.S. Gulf ports 
and Mexico and Central America.

Some have been launched on a shoe-
string but others, such as the rail-barge 
service planned by CSX Transportation, 
have substantial corporate backing.

Upriver. Although cross-Gulf services 
linking coastal ports are common, sending 
a ship up the Mississippi as far as Memphis 
is a different approach.

The idea, however, has been kicked 
around for years.

In the late 1960s and early 1970s a num-
ber of small Mini Line vessels, with capaci-
ties of about 3,000 deadweight tons, hauled 
project and other cargoes between river 
points and the Caribbean and Central 
America.

In the late 1960s, Greenville, Miss.-based 
Brent Towing Co. handled occasional ship-
ments of refrigerated cargo between upriver 
and foreign points.
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More recently there have been several 
efforts to establish container-on-barge op-
erations along the river, with inland barges 
connecting with seagoing vessels at New 
Orleans.

The only one of these to succeed on a 
sustained basis has been Whirlpool Corp.’s 
shipments of Brazilian appliance compo-
nents to its Evansville, Ind. plant. (February 
1991 American Shipper, page 68).

The Maritime Administration has been 
trying to kindle interest in new all-water 
services to and from U.S. inland points. 
MarAd recently issued a study, conducted 
by the Louisiana State University Ports and 
Waterways Institute, that touted the con-
cept.

The study said a river-ocean service could 
succeed by capturing “a relatively small 
portion of a rather large and rapidly grow-
ing market for general cargo movements to 
Mexico and Central America.”

M idw est M arket. Pugh said Americas 
Marine Express will target higher-value 
cargo headed to or from points in the north- 
central region of the U.S.

He said such cargo would include manu-
factured goods, vehicles, construction and 
farm equipment, reefer cargo and other 
shipments for which the new service would 
be suited.

The new carrier doesn’t plan to spend 
time seeking cargo from along the Gulf 
coast, because that would be playing to 
other carriers’ strength, Pugh said.

Americas Marine Express also doesn’t 
plan to add intermediate stops along the 
river. “If you begin stopping too often, you 
get strung out and find it hard to maintain 
transit times,” Pugh said.

The cross-Gulf market to and from coastal 
ports has been plagued by overcapacity and 
cargo imbalances, with southbound vol-
ume about twice what is carried on the 
northbound backhaul.

Americas Marine Express expects its 
liftings to run heavier southbound, but Pugh 
said he believes the imbalance will moder-
ate as the service improves access for U.S. 
imports.

He said the new service’s key selling 
points will include lower rates, less han-
dling and transit times that are competitive 
with intermodal shipments via Gulf ports.

The new service is advertising transit 
times of six days from Memphis to Santo 
Tomas and eight days to Progreso. North-
bound transit times will be eight days from 
Santo Tomas and six days from Progreso.

Pugh said Americas Marine Express will 
enable exporters to receive on-board bills 
of lading more quickly and will help im-
porters by allowing them to delay duty 
payments until the cargo is landed at Mem-
phis.

The new service will use the Mid-South 
Terminal at Memphis. Pugh said Memphis 
was chosen because the city has emerged as 
a key distribution point for the middle part 
of the U.S.

Second Ship? The ship to be used in the 
new service will be the Baltimar Euros, a 
chartered vessel that carries two 25-ton 
cranes and is 280 feet long.

Pugh said that if the service works out, 
the company plans to build a second ship 
and expand the service to weekly.

He said the second ship would be de-
signed specifically for the trade —  it would 
be larger, with about 300-TEU capacity, 
but with a slightly shallower draft.

Americas Marine Express represents the 
second recent investment in ocean shipping 
for Kirby, a Houston-based company in-
volved mainly in inland towing.

Last year Kirby acquired three ships 
owned by Afram Lines, a carrier that has 
concentrated on carrying U.S. government 
food aid cargoes (July 1993 American Ship-
per, page 34).

Pugh said K irby’s reputation and corpo-
rate backing should help the new venture by 
providing shippers with confidence that the 
new line will be more than a flash in the pan.

Kirby is based in Houston, where Pugh 
was port director until 1992. Pugh is not the 
only former Houston port official at Ameri-
cas Marine Express. Don Allee, former 
director of trade development at the port, 
has signed on with the new venture as 
director o f marketing. ■
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AEI systems catch
By Joseph Bonney

After a slow start, radio-frequency tech-
nology appears to be expanding its foothold 
at marine cargo terminals.

Automatic equipment identification 
(AEI) systems, which rely on radio signals 
between tags and transponders, are widely 
used in warehousing and manufacturing.

Their application at marine terminals has 
been slowed by a combination of opera-
tional difficulties and management worries 
about opposition from labor.

However, AEI systems are becoming 
more common at marine terminals, where 
they’re used mostly to smooth the flow of 
traffic through terminal gates and to keep 
up with yard equipment.

Sea-Land Service recently began install-
ing several AEI transponders to measure 
cycle times of yard equipment at its Eliza-
beth, N.J. terminal.

Sea-Land will install seven AEI reader 
systems at Port Elizabeth, said Ken Kelley, 
marketing manager for intermodal ports 
and terminals of Amtech Corp., the Dallas- 
based manufacturer of AEI technology.

The first will be installed during the first 
quarter of this year, and the remaining six 
will be in place by June, Kelley said. AEI 
tags on yard tractors will provide locations 
of yard hustlers to the crane-mounted reader 
systems, which will feed the information to 
a central computer in the terminal’s opera-
tions building.

By continuously tracking movements of 
the yard equipment, the AEI system will 
provide management with equipment-pro- 
ductivity data that can be used to improve 
operations.

Although the information could be col-
lected manually, Kelley said the automated 
technology “gives them real-time compari-
sons. It automates the process and makes it 
real-time and highly accurate.”

Sea-Land’s Port Elizabeth terminal is 
one of several that have installed AEI sys-
tems to automate various functions.

Probably the most extensive user of AEI 
technology is Matson Navigation Co., which 
employs the technology to track over-the- 
road trucks, intermodal chassis, generator 
sets and other equipment.

Matson first used the technology at its 
Sand Island terminal at Honolulu. Matson 
has tagged its own chassis and those of 
virtually all third-party users of the terminal.

Information gleaned from the AEI sys-
tems can be used to sort transactions by 
tractor number, steamship line, day of the

on at terminals
week, time of entry at the terminal and 
container type.

Because Matson’s liner service in the 
U.S./Hawaii trade operates as virtually a 
closed circuit, the company probably had 
an easier time with implementation than a 
multi-user terminal would have had.

Matson also uses AEI at its Oakland 
terminal. Since last June, it has used AEI 
readers to facilitate operations at nine gate 
lanes. About 20 percent of truckers using

the terminal are equipped with AEI tags, 
but that 20 percent account for most of the 
traffic in and out of the terminal, said 
Amtech’s Kelley.

AEI systems also are being used to speed 
gate operations at other marine terminals, 
primarily on the West Coast. Users at ma-
rine terminals on the West Coast include 
American President Lines, Mitsui O.S.K. 
and Southern Pacific’s Intermodal Con-
tainer Transfer Facility at Los Angeles.

On the East Coast, Maher Terminals at 
Port Newark has been using AEI readers at 
two lanes of its Tripoli Street entrance and 
is installing the system at two lanes at the

It Takes Dedication
.3

In our business, 
quality is a direct 
result o f dedication. 
In every sense of the 
word.

It starts w ith a 
dedicated spirit, one you 
can witness firsthand 
every time you watch oui 
people working together 
w ith a dedicated team 
effort. But at Ryan-Walsh, 
that spirit runs much deeper. It's a 
company-wide commitment to 
succeed in the face of the weather, 
tight turnaround schedules, the 
specialized demands of loading and 
unloading, and all the other 
challenges presented in the logistics 
chain.
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custom ers.

You can see 
other hard evidence 

■k  of our dedication 
¥ at each of our 
: locations -  in the highly 
I specialized equipment 

utilized for specific 
purposes such as moving, 

handling and tracking 
cargo.

But probably the 
most important form of 

dedication may be one that's 
shaping tomorrow. It's our 
dedication to  continuous 
improvement, to finding better, 
faster ways of providing our 
quality customers w ith top quality 
service.

Ryan-Walsh
Ryan-Walsh, Inc., Corporate Headquarters
One St. Louis Centre, Suite 5000 • One St. Louis Street
P.O. Box 2188, Mobile, AL 36652
205/438-4771 • FAX: 205/432-3180 • Telex: 782003 RW EXEC MBL
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INTERMODAL

NY/NJ whittling down its rail subsidiesFleet Street gate.
The system allows the terminal to pin-

point the time at which a truck arrives at the 
terminal and the length of time a truck must 
wait between the time the vehicle drives onto 
the terminal and is cleared through the gate.

Despite the gradual expansion of AEI 
systems at marine terminals, the technol-
ogy is most widely applied in other uses.

U.S. and Canadian railroads are equip-
ping all of their rolling stock with AEI tags 
by next year under an initiative sponsored 
by the Association of American Railways. 
AEI systems also have been installed on a 
handful of proprietary truck fleets.

Despite the advantages claimed for AEI 
systems, many marine terminals have been 
reluctant to invest. One reason is that the 
operators aren't convinced that waterfront 
unions will permit productivity savings 
through reduced manning.

Indeed, users of RF technology have been 
careful to point out that the automatic-iden- 
tification systems have not displaced clerks 
and other longshore labor but have made 
their work easier and more productive.

Longshore unions, however, remain cau-
tious —  and most agree that application of 
the new technology will be an issue in 
fu tu re  labo r-m anagem en t co n trac t 
negotiations. ■

By Bruce Vail

A five-year program to subsidize rail 
transport of ocean containers over local 
docks is being slowly whittled back by the 
Port Authority of New York/New Jersey.

Port officials say the program is a suc-
cess but that other developments since 1988 
mean the subsidy is losing its importance.

No date for the ending subsidy has been 
set and the program was reauthorized for a 
sixth year at the end of 1993. But the size of 
payments on individual container move-
ments was cut for the second straight year.

Where the port authority last year paid $40 
on export containers it will now pay $30. The 
subsidy on import boxes will remain at $20, 
down from an original level of $25.

Intended to increase New York’s share of 
Midwest cargo, the program provides pay-
ments on individual boxes that pass through 
the port by rail to or from destinations outside 
a 260-mile radius. The subsidy is intended to 
help defray the cost of moving boxes be-
tween local railheads and the docks.

The idea was to jump start a flow of 
Midwest containers via rail. Port officials 
hoped that once the traffic began to move,

the port's other advantages would become 
apparent, said Don Lotz, m anager of 
intermodal cargo development.

“We have always said the program was 
not intended to be perm anent... we would 
rather use our capital for permanent cost 
improvements. W e’ve also wanted to send 
the signal to the industry that we are not just 
going to buy cargo,” Lotz said.

Despite the port’s determination to ulti-
mately end the subsidy, the program is 
growing in popularity. Estimates for 1993 
are payments on 55,000-60,000 container 
movements, up over 10 percent from 1992.

The port continues to budget $1.5 mil-
lion a year for the program. But by cutting 
individual payments, the port is spreading 
the money over more shipments. And the 
number of individual shipping lines that get 
payments is increasing, Lotz reports.

Lotz declared the program an unquali-
fied success but added that “the incentive 
program is a smaller factor in the overall 
efficiency equation.”

One of the other major factors is the 
assessment on Midwest cargoes charged by 
the New York Shipping Association-Inter-
national Longshoremen’s Association. This 
has been cut since initiation of the subsidy 
program and now stands at $ 1.85 a ton, said 
Greg Storey, spokesman for the NYSA.

The cut has apparently helped attract 
new cargo. Before the port authority sub-
sidy and the NYS A-ILA assessment reduc-
tion, about 84,000 containers moved outside 
the 260-mile radius. For the year ending 
Sept. 30, 1993, that figure was 131,000, 
Storey said. (NYSA figures lump rail and 
truck cargo together.)

A second important factor has been im-
provement in rail service, Lotz said. On- 
dock rail service has been added at the huge 
waterfront complex run by Maher Termi-
nals Inc., Lotz noted.

Less visible pricing and service improve-
ments by Conrail at other points around the 
harbor also have helped, he said.

Analysis of the figures shows that little 
Midwest cargo which moved by truck to the 
New York area has been diverted to rail. 
Overall growth in trade can’t account for the 
the port’s increased numbers either, Lotz 
said. That means New York is attracting 
cargo from other ports.

But it is hard to pinpoint where “discre-
tionary cargo” from the Midwest has been 
diverted to New York from other ports, he 
said. “We usually don’t hype shifts from 
other ports because the shift may go against 
us in the next quarter. The point is we are 
outpacing natural growth.” said. ■

We're America's backyard.
Baltimore/Washington is America’s fourth largest consumer market. 
And the most affluent of the top ten markets. So calling 

here or distributing from here gives you lots of wealthy 
neighbors. To learn more, call us now at 1-800-638-7519.

Baltimore More service More choices,
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The trouble with old containers
New boxes look better; shippers demand them.

By Richard Knee

Isa  new container better than an old one?
Not necessarily, according to three of 

four panelists who spoke on the issue at a 
recent gathering of container-related indus-
try executives in San Francisco.

But the fourth panelist, who came from 
the ocean carrier side, dished out a dose of 
reality —  specifically, marketplace reality.

Shippers, he said, insist on containers 
that are no more than three years old —  and 
what shippers, want shippers get.

The discussion took place during the 
annual Container Operations conference, 
held in San Francisco on Feb. 1 -2 under the 
aegis of the Institute of Intermodal Repair-
ers and the Steamship Operators Intermodal 
Committee.

About 275 persons attended the confer-
ence, which covered topics, including box 
utilization; container depot audits; the used- 
container market; the state of the ocean and 
domestic intermodal markets; and, what 
generated the most heated discussion, the 
use of electronic data interchange in con-
tainer-fleet management.

New vs Old Boxes. Mike Baldwin, 
president of Itel Terminals Inc., said a com-
pany survey showed customers preferred 
new containers for several reasons::

•  Lower off-hire repair costs.
•  Physical appearance.
•  An attitude of “I can demand it —  and 

I can get it.”
That first consideration, Baldwin as-

serted, is a myth. An older container is not 
going to suffer any more damage in use than 
a newer one, he said.

“Repair costs at off-hire are directly re-
lated to the length of the lease, not how old 
the container is,” he said. In fact, he added, 
the longer the lease, the lower the per-day 
cost of repairs.

But if wear and tear are factored in, repair 
cost does rise with the age of a container, 
said Wilfried Pabst, co-founder and co- 
chairman of Triton Container International. 
Still, Pabst said, an eight- or nine-year-old 
container properly maintained should in 
most cases serve as well as a two- or three- 
year-old box.

“Age really has no bearing on the con-
tainer itself,” said Robert Grady, regional 
vice president of Intermodal Transport Co.,

a third-party broker. “As long as (the con-
tainer) is certified as structurally safe, tak-
ing it out to the public is not an issue.”

“I like new containers,” declared Michael 
L. Brasfield, national refrigerated commodi-
ties manager for Nippon Yusen Kaisha Line. 
“A new container is shiny, it works better 
and our customers demand it.

“Is a new container better than an old 
one? It depends on who you’re talking to,” 
Brasfield said. NYK’s customers constantly 
ask about the ages of the carrier’s contain-
ers and vessels, he said.

In the case of refrigerated containers, he 
said, age is definitely a cost factor. “New 
reefer containers are better —  fact!” he 
said.

The newer reefer boxes have tighter seals, 
better capacity for refrigeration, and better 
temperature-monitoring and -control sys-
tems, he said, adding that new boxes are 
lighter and can therefore carry greater pay-

loads than old containers.
“I can challenge the (customer’s) re-

quirement (for a new container), but in the 
end I ’m going to do what he wants —  or my 
competitor will,” he said.

One member of the audience disputed 
Brasfield’s remarks.

“Not every client requests a new con-
tainer,” said Ian Karan, chairman of Ham-
burg, G erm any-based Clou Container 
Leasing GmbH. “You cannot have a new 
car every day just because your wife wants 
a new car.”

In some cases, Brasfield added, a con-
tainer can be too new. A box fresh off the 
assembly line has a residual smell from 
paint or glue, which can be absorbed by 
foods such as ice cream.

Insurance is usually not an issue where 
container age is concerned.

“An underwriter is not going to discrimi-
nate on the age of a container, unless it’s a 
reefer,” Samantha J. Hunt, an account ex-
ecutive with Jardine Insurance Brokers, 
told the gathering.

A distinction is made where vessels are 
concerned, Hunt said.

“If a vessel is more than 15 years old, 
you’re going to be penalized for using that 
vessel.”

Grab more of Americ •
We’re the closest port to booming Midwest markets. And a third 
of the nation’s industrial base is within an overnight 
drive. So grabbing your share of America’s exports is 
as simple as grabbing the phone. Call 1-800-638-7519.

Baltimore® More service. More choices.
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EDI: Com m on-Language Issue. Af-
ter listening to a handful of panelists dis-
cuss various issues concern ing  data 
management, Frank Curreri, Jr., of Palmer 
Industries, stood and remarked, somewhat 
plaintively:

“Most of the biggest leasing companies 
belong to the IICL (International Institute 
of Container Lessors). Why can’t you sit 
down and set up a program that will satisfy 
everyone in the world? Ego!”

His comments drew applause.
Edward Woolley, IICL counsel and sec-

retary, noted that economics dictate the 
need for independence in applying elec-
tronic data interchange.

Panelist Huub Janssen, container depot 
and container repair management specialist 
for K2* Transport, suggested to Curreri 
that translation software could obviate the 
need for EDI message standardization.

“The bottom line is that what’s needed is 
to rewrite computer systems —  and no one 
wants to bear that cost,” observed Erik 
T iemroth, principal and co-founder of Navis 
Corp.

John D. Harker, president and founder of 
Newport West Data Services, had another 
concern: “We need a way to resolve the 
conflict where you have two different par-
ties trying to fill the same piece of real estate 
(i.e. the same data field) with different 
pieces of information.”

Tough Tim es For Lessors. Perhaps 
the biggest danger for container lessors 
comes from their own ranks, said Raphael 
Che, president and chief executive officer 
of Genstar Container Corp.

That danger is to assume that prices will 
go up when the industry comes out of its 
current depression, Che said. “We will get 
a better price —  if we deliver better ser-
vice.”

Genstar came under fire during the ensu-
ing panel discussion on the state of the 
container-leasing industry.

Panelist Larry Sargent, of Cronos Con-
tainer, accused Genstar of being “far too 
aggressive” in its fleet build-up and causing 
much harm to the industry.

“On a percentage basis, I do not feel we 
have been purchasing irresponsibly,” Che 
replied.

Some of Genstar's competitors have ex-
panded their fleets by as much as 40 percent 
a year, he said, whereas Genstar never ex-
ceeds an annual rate of 12 percent. Genstar’s 
order rate is based on a combination of fleet 
disposal and estimated trade growth, he 
said.

Sargent said lessors ’ purchases decreased 
from 620,000 20-foot equivalent units 
(TEUs) in 1992 to 430,000 TEUs in 1993,

indicating some reduction in oversupply. 
Purchases this year are likely to be in the
400,000-TEU range, he said.

John Pascoe, vice president of North 
American operations for Australia-New 
Zealand Direct Line, and Wayne Pighin, 
equipment logistics director in Dallas for 
Sea-Land Service, discussed what carriers 
want from container lessors.

Pascoe said ANZDL applies a percent-
age of score to each of several criteria:

•  Equipment age, 20 percent.
•  Equipment availability, 20 percent.
•  Request turn time, 30 percent.
•  Tape billing, 10 percent.
•  Billing timeliness, 5 percent.
•  Billing accuracy, 5 percent.
•  Average off-hire maintenance and re-

pair costs, 10 percent.
Equipment age is important to Sea-Land 

as well, according to Pighin. “Sea-Land’s 
approach is to eliminate work; that trans-
lates into low or no bureaucracy. We don’t 
want the work that an old box brings.”

Depot Audits. What is the best way to 
ensure proper operation of container de-
pots? Opinions on the matter varied, largely 
because myriad parties have a stake in it.

“There is a reluctance on the part of this 
industry at large to accept change at any-
thing faster than a snail’s pace,” said Den-
nis DiSalvo, president of PrimeSource 
Corp., a new firm in the leasing business.

Judged from panelists’ remarks, there is 
growing hostility between carrier-employed 
surveyors, which perform most depot-audit 
work, and the depot operators.

“Many surveyors may not be suited for 
the audit role,” said Kevin Smith, president 
o f ContainerCare International, USA. With 
many leasing companies adopting their own 
system of period audits, there is “obvious 
duplication of effort” between surveyors 
and auditors, Smith said.

The biggest burden for depot operators, 
he said, is making sure that container main-
tenance and repair estimates are fairly priced 
and accurately described.

DiSalvo urged creation by the depot in-
dustry of a neutral body to report on the 
degree to which depots worldwide are con-
forming to depot-inspection criteria, mea-
suring depots’ proficiency in inspecting 
and repairing containers.

“I think there’s still room for the quali-
fied surveyor in this business,” said George 
Braun, president of Con-Surve Associates, 
USA, a consulting firm specializing in solv-
ing technical, operating and management 
problems in intermodal equipment.

However, Braun said, there should be a 
better audit process. “You still need some 
kind of independent body.”

U sed-C ontainer M arket. Containers 
too old for commercial freight do not nec-
essarily have to go to the scrap heap. If 
they have been properly maintained, they 
can have a variety of uses, especially stor-
age.

But disposing of used containers —  and 
getting renumerative prices for them as the 
supply grows —  is difficult.

For openers, there is risk exposure to the 
seller, said panel moderator David Letteney, 
executive secretary of the Steamship Op-
erators Intermodal Committee.

In a case of personal injury or property 
damage involving a used container, , the 
seller of the equipment could, as the party 
with “deep pockets,” wind up as defendant 
in ensuing legal proceedings, Letteney said.

The storage industry is the largest cus-
tomer in the used-container market, said 
Mike Bristow, vice president of equipment 
sales for Transamerica Leasing, Inc.

Other uses include moving household 
goods, one-way shipments, and carriage of 
project, relief and military cargoes.

Transamerica Leasing estimates that the 
supply of containers reaching 13 years of 
age will grow from 454,000 in 1993 to
626,000 this year, then dip to 470,000 in 
1995 and to 380,00 in 1996.

By geographic distribution, Bristow said, 
the United States accounts for 45 percent of 
the container retirements, Europe for 30 
percent, the Far East for 15 percent and 
other global regions for the remainder.

Jack Crowley, president of Textainer 
Storage Services, a used-container whole-
saler, believes that used boxes can contrib-
ute to sellers’ bottom line if managed 
properly.

Leasing companies need to decide their 
roles in the market —  disposer, wholesaler 
or retailer —  and identify their specific 
markets, Crowley said. “Everyone needs a 
used container but some people just don’t 
know it yet,” he said.

He listed several challenges:
•  Eliminating chlorofluorocarbon emis-

sions from refrigeration equipment.
•  Hazardous-waste disposal.
•  Perm itting processes, fire-safety 

codes, and increased regulation by state and 
local governments.

Bjom Ervell, president of Seateq Inc., 
noted that a growing percentage of used 
containers is coming from the carriers ’ side, 
which means increased competition for 
small firms such as his own.

“I view this as a person business. It’s not 
the container that makes the transaction; 
the container is just the commodity that 
goes with it,” Ervell said. Smaller firms are 
more demand-driven and can probably re-
act more quickly. ■
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Lessons from the Puerto Rico spill
More emphasis on prevention is likely.

By Richard Knee____________________________

No doubt, the training that an oil spill 
response team has been undergoing since 
passage of the 1990 Oil Pollution Act paid 
off after the barge Morris J. Berman struck 
a coral reef off the beaches of San Juan, 
Puerto Rico, on Jan. 7.

But even before the cleanup of more than 
600,000 gallons of spilled oil was com-
plete, those involved in the operation began 
asking: How can we do better when the next 
spill happens?

That those participating in the cleanup 
encountered some glitches could be ex-
pected; this was the first time that the re-
sponse team faced an actual spill.

“We did an awful lot right,” said Cmdr. 
Robert Ross of the U.S. Coast Guard, who 
aversees operations in Puerto Rico.

In fewer than 48 hours after the barge hit 
:he reef, he noted, the Coast Guard and 
National Response Corp., the company con- 
racted to perform the operation, had mar-

shaled 1,000 response team personnel and 
10 planeloads of salvage and cleanup equip-
ment.

“I ’m very proud of the way our field 
supervision functioned and of the actual 
cleanup. Generally, I think we, as an indus-
try, got good grades,” said Brent Stienecker, 
president of Crowley Marine Services, one 
of 22 firms that National Response subcon-
tracted for the salvage and cleanup.

Crowley Marine, a unit of Crowley M ari-
time Corp., provided some 700 employees 
in the effort.

The upshot of the review process is likely 
to be a series of recommendations not only 
on spill response but also on spill prevention, 
the latter involving tightening of regulation 
and enforcement, Stienecker speculated.

The Incident. The Morris J. Berman, 
which is owned by New York-based New 
England Marine Services and operated by 
Bunker Group of Puerto Rico, was carrying
35,000 barrels of bunker C No. 6 oil when it

struck the reef Jan. 7 at 3:47 a.m., spewing oil 
that fouled a mile-long stretch of prime beach 
land fronting a number of posh resort hotels.

Eight days later, after some 700,000 gal-
lons of saltwater-diluted oil had been 
pumped into a salvage barge, a Crowley tug 
towed the Morris J. Berman 20 miles north 
from the Puerto Rico Shelf and, under Coast 
Guard supervision, sank the barge in 7,000 
feet of water.

Richard Simpson, vice president of cor-
porate communications for Crowley Mari-
time, explained that the water at that depth 
is extremely cold, so it would theoretically 
cause the barge’s remaining oil to gel, pre-
venting it from spreading further.

As of early February, however, quite a 
bit of oil continued to come from the barge, 
Simpson said.

And, according to Stienecker, oil from 
some other source was appearing on beaches 
along Puerto Rico’s eastern shore.

On the other hand, Ross noted that some 
beaches, which four weeks earlier had black 
oil four inches thick, were once again being 
used for recreational purposes.

Cleanup was still proceeding at a turtle- 
nesting area on the northeast part of the 
island, Simpson said, and this had to be done 
manually and no more than four inches down 
into the sand, for fear of harming the eggs.

Both Ross and Stienecker acknowledged 
that some glitches occurred, though these 
were chiefly on the administrative and com-
munications side.

“In terms of spill response management, 
we still need some development for deter-
mining the roles of the various parties, how 
we will work together, the information flow, 
the decision-making process and the use of 
equipment, so that things won’t be over-
looked and their won’t be duplication of 
effort,” Ross said.

Stienecker pointed to a need for closer 
documentation by each party of its opera-
tion —  specifically what it does, how many 
employees are involved, the amount and 
type of equipment used.

“It takes several days for us to smooth out 
these lines of communication,” he noted. 
“It’s not easy when you bring people from 
all over the country.”

Indeed, Crowley brought personnel to 
Puerto Rico from all its major operating 
sites: Los Angeles/Long Beach, the San 
Francisco Bay Area, Puget Sound, Anchor-
age and Jacksonville.

Ross said he had recommended initiating 
a formal pollution-incident review to get 
input from the Puerto Rico spill cleanup 
participants on how to make future emer-
gency response operations go more smoothly.

The review is likely to focus on spill 
prevention as well. ■

AMERICAN SHIPPER: MARCH 1994 81



MARITIME

! GIBBONS
BLACKLIST
CSG looks for loopholes to escape any 
sanctions which U.S. Congress may impose.

By Bruce Vail

Convinced the United States will adopt 
punitive laws aimed at foreign shipbuilding 
subsidies, leading nations of the Western 
world are already seeking loopholes to pro-
tect their shipping interests.

Roger Clarke, chairman of the multina-
tional Consultative Shipping Group, trav-
eled to Washington D.C. in late January to 
push for changes to the bill sponsored by 
Rep. Sam Gibbons, D-Fla. The legislation 
would punish foreign countries that pro-
vide heavy subsidies to their own ship-
yards.

Such punishment is supposed to aid U.S. 
shipyards by discouraging subsidies to 
their overseas competitors.

The CSG, made up of the governments of 
most West European countries and Japan, 
is anxious to protect its numerous national 
shipowners from the sanctions included in 
the Gibbons bill.

Because the citizens of CSG countries 
own thousands of merchant vessels, provi-
sions of the bill that call for heavy fines or 
exclusion from U.S. ports would fall most 
heavily on CSG shipowners.

OECD Talks. Clarke said he understood 
the Gibbons bill was a club the U.S. was 
holding over the head of the Organization 
for Economic Cooperation and Develop-
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ment. The OECD is a multinational group 
of industrial nations— including CSG coun-
tries, the United States and other shipbuild-
ing nations —  that has been trying without 
success to reach an agreement on reducing 
shipyard subsidies worldwide.

According to Clarke, his understanding 
is that only if the OECD talks fail to produce 
the desired results will the U.S. take unilat-
eral action by passing the bill.

But at the same time Clarke was talking 
with American Shipper, the latest round of

The Shipbuilders Council 
has already singled out 

Japan, Korea, Germany 
and Norway as the worst 

offenders. Complaints have 
been raised about France 

and Italy also. I f  these 
countries end up on a 

Gibbons blacklist it won’t 
be a surprise to anybody in 

the shipping world.

OECD talks was collapsing.
Proponents of the Gibbons bill said 

chances forpassage shot up Jan. 27 when an 
OECD meeting on subsidies produced no 
movement toward an agreement acceptable 
to the U.S.

Although the collapse of the talks was 
only the latest of numerous such failures in 
recent years, the political climate has 
changed, Clarke indicated.

Previous discussions of the Gibbons bill 
always included the strong opposition of 
the Bush White House. But under Clinton, 
“we got the impression that if the OECD 
talks fail, they (the White House) might not 
oppose it,” Clarke said.

Who Is Included. It is impossible at this 
point to say which specific shipping com-
panies would be harmed by passage of 
Gibbons, according to a spokeswoman for 
the Shipbuilders Council of America. That’s 
because different language on affected ves-
sels is part of the two different versions of 
the law under consideration in the House of 
Representatives and the Senate.

In the House version, all existing vessels 
would be exempt from any sanction. Only 
those ships built after final passage of the 
law would be subject to sanctions. And of 
those vessels, only the ships that fly the flag 
of the offending nation or are owned by a 
shipping company resident in the offending 
nation would be subject to sanction.

Even with these restrictions, the number 
of vessels or shipping companies affected 
might be large.

Japan, for example, is the world’s lead-
ing shipbuilding country and its owners 
control an immense fleet worldwide. Under 
the House version of Gibbons, every addi-
tion to the Japanese-flag fleet could be 
barred from the United States. And every 
new ship using foreign flags, but owned by 
Japanese companies, could be barred.

If that prospect is scary for CSG ship-
owners, the Senate version is scarier. That 
version, sponsored by Sen. John Breaux, D- 
La., would make existing vessels subject to 
sanctions.

If passed, such a provision would affect 
hundreds of vessels currently trading in the 
U.S. market.

‘D iscrim inatory.’ The first complaint ol 
CSG is that both versions of the law are 
discriminatory, Clarke said.

The discrimination arises from the con-
struction of the law to penalize the owners 
of ships in offending nations, regardless ol 
the circumstances that surround specific 
vessels or specific shipowners.

For example, if a British owner gets 1  
benefit from subsidized construction of hi:
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ship in Japan, he would not be subject to 
sanctions as long as that ship was not flagged 
in Japan. But if a Japanese owner builds an 
unsubsidized ship in England, the ship could 
be subject to exclusion from the United 
States.

But the most egregious discrimination 
involves American owners, Clarke pointed 
out.

U.S. shipowners reap the benefit o f for-
eign shipbuilding subsidies by building 
containerships, cruise vessels and tankers 
overseas in large numbers. But no Ameri-
can owner would suffer any sanction under 
either version of the Gibbons bill.

Adding insult to injury, some U.S. own-
ers continue to operate ships whose con-
struction was subsidized directly by the 
U.S. government before such direct subsi-
dies were halted in the early 1980s.

Poorly Targeted. CSG’s second objec-
tion is related to the first. Sanctions are 
“poorly targeted,” Clarke said, and have the 
potential of harming innocent parties.

Again, the example of CSG member 
Japan is instructive. If Japan was found to 
be guilty of unfair subsidies, then Japanese 
shipowners would be subject to sanctions. 
But as the world’s leading shipbuilding 
nation, Japan builds merchant vessels for 
owners in dozens of other countries, includ-
ing the United States.

Most of those countries would suffer no 
sanctions while all Japanese owners would 
be hit.

Clarke was indirect in his comments, but 
seemed to suggest that some system under 
which individual ships were judged to be 
unfairly subsidized would be preferable to 
the current construction of Gibbons.

Unpredictable. Thirdly, the CSG ob-
jects to Gibbons because it is “not possible 
for owners to predict when they buy ships if 
those ships would later become subject to 
penalties,” Clarke said.

Carol Pardon, vice president for commu-
nications at the Shipbuilders Council of 
America, said she found this argument dif-
ficult to understand.

World shipowners understand clearly 
how they benefit from shipbuilding subsi-
dies and will not be surprised at those coun-
tries targeted by the United States under 
Gibbons.

The Shipbuilders Council has already 
singled out Japan, Korea, Germany and 
Norway as the worst offenders. Complaints 
have been raised about France and Italy 
also. If these countries end up on a Gibbons 
blacklist it won’t be a surprise to anybody in 
the shipping world, she said.

Although it is theoretically possible that

the U.S. government will run amok and 
start singling out innocent nations, that is 
not a practical consideration and CSG ship-
owners need not be worried about it, she 
said.

Acceptance. Clarke appeared resigned 
to ultimate passage of the Gibbons bill

By Richard Knee

Freight routings between California’s 
agriculturally rich San Joaquin Valley and 
the Los Angeles/Long Beach and Port 
Hueneme harbors are returning to normal.

Closure of Interstate 5, the main highway 
linking the regions, forced cargo diversions 
for about two weeks after a massive earth-
quake rocked the Los Angeles area Jan. 17, 
destroying the junction of 1-5 and state 
Highway 14.

Shipments either moved to the ports by 
circuitous routes that doubled over-the-road 
transit times or went out via San Francisco 
Bay, traffic executives told American Ship-
per.

A great deal of credit, they added, must 
go to truckers, which absorbed a good part 
of the resulting extra expense.

Sunkist Jolted. The earthquake, which 
measured at least 6.6 on the open-ended 
Richter scale, was especially jolting to 
Sunkist Growers.

Sunkist, the giant cooperative of citrus 
growers, has its headquarters in the Los 
Angeles district of Sherman Oaks, roughly 
10 miles, as the crow flies, from the quake ’ s 
epicenter in the Northridge district.

Laurence J. Stem, director of transporta-
tion and special projects there, said the 
traffic and logistics department was re-
structuring following the departure of David 
Bernstein, vice president of fresh fruit mar-
keting, to Pacific Fm it Co.

D ick M ead was nam ed to replace 
Bernstein, and the company is seeking some-
one to fill M ead’s former post of export 
marketing director, Stem said.

When the earthquake struck, he said, 
“this building got the hell kicked out o f it.”

Sunkist, which moves a good deal of its 
cargo through Port Hueneme, about 50 miles 
up the coast from Los Angeles/Long Beach, 
had to shift its highway routing for what 
Stem said was an unnecessarily long pe-
riod.

when he said that “we hope the (Clinton) 
administration will have the bill amended 
to take care of these things.”

Further, “we are not totally against the 
bill but we do hope the United States will 
work toward international comity,” as it 
prepares a final version of the legislation, 
he said. ■

They reopened the 5-126 route about 
Feb. 1 and Sunkist’s traffic has since moved 
smoothly, Stem said.

O thers’ Accounts. For Pandol Bros., a 
relatively small shipper of fresh fruits based 
in Delano, shipments had to be rerouted to 
Los Angeles/Long Beach through San Ber-
nardino, moving south on U.S. 395, south-
west on 1-15 and west on I -10, export 
manager W ilmer Swerdfeger said.

The round trip took about double the 
nomial five to six hours, he said.

Calcot Ltd., a cotton growers’ coopera-
tive based in Bakersfield, also had to route 
its cargo over U.S. 395, although the com-
pany diverted some of its shipments north-
ward, sending them out via San Francisco 
Bay, traffic director Allen Leong said.

Calcot has distribution centers in Bakers-
field and in Pinedale, near Fresno, Leong 
said.

Fortunately, many ocean carriers go from 
Los Angeles or Long Beach to Oakland or 
San Francisco before heading back across 
the Pacific, so Calcot had extra time to 
make sailings, he noted.

Added Costs. All three traffic execu-
tives had good things to say about their 
treatment by truckers during the two-week 
ordeal.

The reroutings cost Pandol Bros, an extra 
$50 to $100 per 40-foot container (FEU), 
but trackers absorbed most of the cost of 
extra driver time, Swerdfeger said.

“I t’s too bad,” he added, “that the ports 
and steamship lines didn’t help out a little, 
too.”

Truckers serving Sunkist absorbed all 
costs resulting from additional driver time, 
according to Stem.

For Calcot, diversions resulted in truck-
ing costs about 15 percent above normal, 
with the company paying an extra $100 to 
$200 per FEU, Leong said.

Truckers ate part of the cost of extra 
driver time, he said. ■

Shaking off the tremors
Getting back to normal after earthquake. 
Truckers absorbed much o f added costs.
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Faster Customs inspections at NY/NJ
Five inspection stations now; 
appointments no longer required.

By Joseph Bonney

Shippers and customs brokers predict 
faster cargo release will result from U.S. 
Customs’ decision to centralize its marine 
cargo examination sites in New Jersey.

The decision was criticized by unsuc-
cessful bidders for the exam site work. Sal 
Catucci, president of American Stevedor-
ing Co., threatened to challenge the action 
in court.

Reaction from most others —  including 
brokers and forwarders, the the Interna-
tional Longshoremen’s Association, the 
New York Shipping Association and the 
Port Authority of New Y ork/New Jersey —  
was favorable.

“W e’ve been working on this for two 
years,” said Steven Bernstein, president of
H.Z. Bernstein Co. and chairman of the 
New York/New Jersey Foreign Freight 
Forwarders & Brokers Association.

Bernstein said cutting from 12 to five the 
number of cargo examination stations in 
New Jersey will reduce the time that cus-
toms inspectors spend traveling to and from 
exam sites.

Customs officials say their inspectors 
now spend 40 percent of their time in transit 
between inspection sites.

Bernstein said the centralization should 
reduce the time needed to have containers 
inspected. The entry and examination pro-
cess, which took as long as seven workdays 
in 1986, still averaged about three days last 
year.

With the centralized exam sites, “we 
hope to be able to bring cargo to the inspec-
tion site and get it inspected within 24

hours,” Bernstein said.
“I think the private sector, the importers 

and exporters, are going to love it,” he said.
The centralized inspection stations will 

allow Customs to get rid of its appointment 
system for inspections —  an arrangement 
Bernstein said was unique to New York and 
contributed to delays.

He said shippers and brokers also hope to 
be able to take delivery directly from the 
centralized exam station instead of having 
to pay to dray the container back to the 
waterfront terminal for release.

Twelve To Five. Customs now operates 
12 inspection sites at various locations on 
or near the New Jersey waterfront.

The inspection stations are privately run 
facilities that are licensed by Customs. The 
stations earn their revenue from fees they 
charge for stripping and stuffing containers 
for inspection.

About 10 percent of the containers mov-
ing through the port are subject to com -
mercial inspections, which ensure that 
quotas are observed, contents match bills 
of lading, and proper duties have been 
assessed.

Faced with demands from Washington 
to reduce staffing and pleas from the indus-
try for faster cargo release, Customs sought 
bids from private operators to run a handful 
of centralized exam sites (November 1993 
American Shipper, page 86).

Seventeen companies submitted bids. 
Five were selected as exam sites.

O f the five, only one— Container Freight 
Services, a joint venture between Sea-Land 
subsidiary Stevedoring Systems Inc. and

Maersk subsidiary Universal Maritime —  
is on the waterfront itself.

That sparked complaints from stevedores 
at other terminals. They said the Sea-Land/ 
Maersk venture would enjoy an advantage 
over competitors who won’t have an on-
site inspection station.

Brian Maher, president of Maher Termi-
nals, said Customs’ selection process was 
flawed and that the agency didn’t adequately 
consider the competitive problems that 
would result.

Labor. The four inspection stations be-
sides Container Freight Services will be 
East Coast Warehouse & Distribution in 
Elizabeth; American President Lines in 
South Kearney; H&M International Trans-
portation in Kearney and Rail Head Ser-
vices in Bayonne.

Of the five, only tw o— Container Freight 
Services and East Coast Warehouse & Dis-
tr ib u tio n  —  em ploy  In te rn a tio n a l 
Longshoremen’s Association labor.

ILA officials, however, supported the 
centralized inspections.

“I know there’ll be a few people who are 
upset because they were not selected,” said 
John Bowers, president of the ILA. He said 
that while his union would prefer ILA em-
ployees at all of the inspection sites, “two 
out of the five is a good way to start.”

Customs officials and industry execu-
tives said that if the stations employing ILA 
labor remain competitive, they will main-
tain or even expand their market share.

Stewart Hauser, president of D. Hauser 
& Co. and of the New York/New Jersey 
freight forwarders and customs brokers, 
said the centralized inspection stations part 
of an effort “to keep New York competi-
tive.

“W e’re never going to get costs in New 
York down to the level of other ports 
where the cost of living is less,” But he 
said that because of its market and infra-
structure, “New York is a better port than 
most ports.” ■
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PPAREL AND FASHION. NYK Line 
'•forth America) Inc. has named Margaret
I. Trank as manager-national accounts, 
ased in the company’s 
,'adquarters in Secaucus,
.J., she specializes in 
tparel and fashion ac- 
;ssories. She has more 
>an 20 years’ experience 

retail and transporta- 
an. She joined Moller 
:eamship Co. in 1980 as 
sales represenative and 
Tore that, worked eight years for JC 
rnney. Trank graduated magna cum laude 
om Adelphi University with a degree in 
tsiness administration. NYK Line (North 
merica) provides coast-to-coast rail and 
•ad services with door-to-door pickup and 
divery. Logistics services include con- 
ilidation, distribution and warehousing in 
e U.S. and overseas, and global commu- 
cations.

TUTH JERSEY PORT. The South Jer- 
y Port Corp. recorded its fifth largest 
inual tonnage year ever in 1993, accord- 
g to port figures. The port handled 
274,179 tons in 1993, up from 2,105,211 
ns in 1992. The port posted gains of 12.5 
:rcent at DelMonte’s fruit and import dis- 
bution operation at the Broadway Termi- 
il. Other gains came in plywood (35 
:rcent), coal (51 percent), and ores and 
her bulk cargoes (11 percent). The port 
indled 56,100 tons of cocoa beans, sur- 
issing all first-y ear expectations. The port’s 
lly decline was in scrap metal, down to 
>5,831 tons in 1993 from 921,674 tons in 
>92.

3RT OF RICHMOND. The port’s oper- 
ing revenues increased 8 percent in 1993, 
J by increases in newsprint imports and 
rest product and wastepaper exports, 
eehan Overseas Terminal Ltd., the port’s 
lerator, handled 477,502 tons of cargo, 
lat total reflected a 5 percent increase in 
:nerai cargo but a 1 percent decline in total 
mage. Declines in bulk cargo exports, 
irticularly scrap iron, offset the gain in 
neral cargo tonnage. Port officials attrib- 
ed the 10 percent increase in imports and 
e 11 percent decrease in exports to lower 
dustrial output and depressed consumer

spending in Europe. In addition, the port 
has renewed Meehan Terminal’s contract 
for five years, effective Jan. 1.

MARINE PARTS SERVICE. Schenker 
International has established a specialized 
forwarding service for steamship lines and 
other marine operators who require 24- 
hour service to rush parts to ships which are 
out of service due to the breakdown of parts 
critical to ship operation. The 24-hour ser-
v ice is d irec ted  by K urt K aputo  in 
Schenker’s New Orleans office, who coor-
dinates the effort of Schenker personnel 
required to handle rush deliveries to any 
part of the world. Manfred W. Engst, ex-
ecutive vice president o f Schenker’s U.S. 
operations based in Jersey City, N.J., said 
the special Marine Pilots Service is offered 
steamship lines because the cost o f a dis-
abled vessel can be as much as $60,000 per 
day. Similar emergency service is available 
to Schenker clients faced with the shut-
down of industrial plants due to equipment 
failure.

ECONOCARIBE RECEIVING TER-
MINAL. Miami-based Econocaribe Con-
solidators Inc., a non-vessel-operating 
common carrier serving Central and South 
America and the Caribbean, has opened a 
sales office and receiving term inal in 
Morristown, N.J. The terminal serves the 
Delaware Bay area, which includes Phila-
delphia. This is Econocaribe’s 16th U.S. 
receiving terminal, along with 30 terminals 
throughout Asia. Cargo from the new ter-
minal destined for Puerto Rico will sail 
direct out of the Port of Elizabeth in New 
Jersey. Cargo destined for Econocaribe’s 
24 Caribbean and Latin American markets 
is trucked to South Florida and then shipped 
as part of the company’s weekly service.

TERM INAL M ANAGER. Columbus 
Line Inc. has named Wayne Bush as termi-
nal manager for the company’s Global Ter-
minal at the Port of NY/NJ. The port is the 
main port of call for Columbus Line’s 
weekly containership service, operated 
jointly with Brazilian flag carrier Alianca, 
to the east coasts o f North and South 
America. Before his present appointment, 
Bush was marine operations manager and 
chief vessel planner for Columbus Line’s 
Australia/New Zealand service for more 
than 14 years. Rainer Dehe has been named 
to Bush’s former position, and Michael 
Sodano has replaced Dehe as vessel plan-
ner for the South American service.

PORT OF BATON ROUGE. The port 
has named Ted Schroeder as its Northeast 
represen tative. S chroeder estab lished  
Schroeder Overseas Services in 1984 to 
represent foreign and U.S. ports and agents

in the New York metro-
politan area. Before that, 
he worked for the New 
York shipping agency of 
S m ith  and Johnson . 
Schroeder’s initial pro-
motional efforts are to at-
tract ships with partial 
cargoes, especially those 

loading in Mexico, to the port for top-off 
cargo. For more information, call Schroeder 
at (201) 761-7447 (SHIP).

RON D ’AMBROSIO. Norton Lilly Inter-
national has named Ron D ’Ambrosio as 
assistant vice president. D ’Ambrosio over-
sees marketing and sales with Norton Lilly ’ s 
Latin American division. He also oversees 
sales for Pan American Independent Line 
and Flota Mercante Grancolombiana, car-
riers that the agency represents. D ’Ambrosio 
has been with Norton Lilly for 12 years.

DEEPWATER TERMINAL. The City of 
Richmond has awarded Norfolk-based Tide-
water Construction Corp. the $6.7 million 
contract for the Port of Richmond Terminal 
project. The project includes building a 
315-foot wharf extension and tug dock, an 
entrance gate facility and maintenance build-
ing, and rehabilitating an existing vehicle 
storage warehouse. The project also in-
cludes paving more than 13 acres of con-
tainer storage area, roadway expansion and 
site drainage improvements. Dredging and 
pile driving is under way, with completion 
of the entire project scheduled for summer 
of 1995. The port’s $8.8 million master 
plan was approved in 1992 to maximize 
container handling and storage operations, 
and improve gate operations and traffic 
flow at the terminal.

TERM INAL MANAGERS. Chemical 
Leaman Tank Lines Inc. has named five 
terminal managers at various U.S. loca-
tions. They are Chuck Wood, Houston; 
Vemon Ledford, St. Louis; Mark Jacobs, 
Keasbey, N.J.; Joe Ferguson, Memphis; 
and Ray Griffiths, Bridgeport, N.J. Ledford 
also manages the Louisville terminal. In 
addition, Laura Green has been named op-
erations manager at the Wilmington, N.C. 
terminal.

SAFE CONTAINERS. The Institute of 
International Container Lessors (IICL) has 
published the fifth edition of its pamphlet, 
Information on the International Conven-
tion fo r  Safe Containers. The latest edition 
contains the amendments which went into 
force Jan. 1. “The 1991 amendments prin-
cipally relate to conditions under which a 
container owner is required to remove the 
safety plate,” along with other deletions 
and changes, according to Edward Woolley,
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secretary of the institute. Formore informa-
tion, call IICL at (914) 234-3696.

POLAR AIR CARGO. The Long Beach, 
Calif.-based company has named Alex J. 
Milovic as vice president for operations/ 
customer service-North America and Eu-
rope. He is based at the company’s eastern 
regional office at JFK International Air-
port. Polar Air operates four 747- 100F cargo 
aircraft in scheduled service between the 
U.S., Scotland, Australia, Hong Kong and 
Taiwan, as well as Moscow in conjunction 
with Aeroflot. Milovic has 29 years’ expe-
rience in the air cargo industry.

VIRGINIA PORT AUTHORITY. The
VPA board of commissioners have elected 
A. Russell “Russ” Kirk as chairman of the 
12-member policy-making body. Kirk suc-
ceeds Collister Johnson, Jr. who resigned. 
An attorney, Kirk specialized in tax and 
financial law, with an emphasis on real 
estate investments, for the law firm of 
Kaufman and Canoles. Johnson was first 
named to the board in 1982. His term was 
scheduled to expire in June and he was 
ineligible for reappointment. In other news, 
the VPA announced that portwide general 
cargo tonnage totaled 7.37 million tons in 
1993, down 3.5 percent from 1992. Al-
though container tonnage stayed stable, a 
decrease in breakbulk tonnage was blamed 
for the decline. Virginia ports reported a 21 
percent decrease in breakbulk tonnage, re-
flecting weakness in global markets. Fed-
eral anti-dum ping leg isla tion , w hich 
imposed steel import quotas, caused im-
ported steel tonnage to fall 69 percent.

M A N U G IST IC S C U ST O M E R S.
Manugistics Group Inc., a provider of soft-
ware and services for supply chain manage-
ment, has announced contracts with seven 
customers that were signed last year. The 
companies, and the software and/or ser-
vices provided, are Burroughs Wellcome 
Co., distribution planning; Herman-Miller 
Inc., transportation planning to lower trans-
portation costs; The Kroger Co., routing & 
scheduling; RS Components, demand plan-
ning, distribution planning and manufac-
turing planning; Scott Paper Co., demand 
p lann ing  and d is trib u tio n  p lann ing ; 
Tambrands Ltd., demand planning, distri-
bution planning and finite capacity sched-
uling to reduce inventory levels; and 3M 
United Kingdom PLC, manufacturing plan-
ning to replace its existing planning system, 
developed in-house. Manugistics Group is 
based in Rockville, Md.

STATE MARINE PILOTS. The Mari-
time Institute of Technology and Graduate 
Studies in Baltimore has established a na-
tional training course in bridge resource

management for state marine pilots. The 
course is available to pilots who are mem-
bers of the American Pilots Association 
(APA). The course, Bridge Resource Man-
agement, was developed in response to 
such mishaps as last year ’ s grounding of the 
Queen Elizabeth II near Vineyard Sound, 
Mass. The APA required that the course be 
designed for state pilots throughout the 
U.S. to accomodate the requirements of 
different associations. Pilots bringing ships 
up the Chesapeake Bay, for example, face 
different conditions over a longer period of 
time than do pilots on ships entering Miami. 
State pilots from the Crescent River Port 
Pilots Association in New Orleans com-
prised the first class at the institute’s cam-
pus, located near Baltimore-Washington 
International Airport.

ABS EUROPE. Chryson Sariyanidis has 
been retained by the American Bureau of 
Shipping (ABS) as an adviser and consult-
ant concerning ABS’ activities in the east-
ern Mediterranean. Sariyanidis retired as 
vice president of ABS Europe, eastern re-
gion, Dec. 31 after 34 years with the com-
pany. George N. Gardiakos has been named 
to replace Sariyanidis, and will also main-
tain his position as vice president of the 
Middle Eastern region of ABS Europe. He 
is based in Piraeus, Greece.

TRANSPORTATION DINNER. The
Nassau County Council —  Boy Scouts of 
America will hold its second annual Air & 
Marine Transportation Dinner on March 3 
at the Long Island M arriott Hotel in 
Uniondale, N.Y. Robert J. Roe, regional 
vice president for Burlington Air Express, 
will receive the council ’ s distinguished citi-
zen award. For more information, call (516) 
746-8282.

MINI-TANK CONTAINERS. Eurotainer 
USA Inc. has begun providing mini-tank 
containers for shippers of high-value, spe-
cialty and hazardous products. The con-
tainers can handle shipments of 120-300 
gallons. Eurotainer USA Inc. is based in 
Somerset, N.J.

Correction

A story about Tower Group International, 
a unit of McGraw-Hill Inc., in the February 
issue contained a number of inaccuracies.

The name of the unit’s spokesman is 
Scott Henjum. The Geo. S. Bush Co. Inc. 
unit o f Seattle has not been long active in 
the U.S.-Canadian border market.

Tower’s president, Robert Mooney, is 
also a McGraw-Hill executive vice presi-
dent, and Tower produced numerous semi-
nars in 1993 on issues such as the North 
American Free Trade Agreement (NAFTA).

CHILEAN FRUIT. Shipments of Chilea 
fruit have begun arriving at the Port c 
Wilmington, N.C. The Chilean Lines ve: 
sel Chacabuco recently offloaded tab! 
grapes, nectarines, peaches and plum: 
Philadelphia-based Unifrutti of Americ 
Inc. imported 120,000 boxes of fruit throug 
the port last year, and plans to impo
400,000 boxes this year through the port

TROPICAL SHIPPING. The company 
ship operating income rose to $ 15.5 millio 
in 1993, up from $11.9 million in 1992. Fc 
the year ending Dec. 31, revenues totale 
$140.5 million, 16 percent above 1992’ 
figure of $121.1 million. Volume rose 1 
percent, due mostly to continued growth i 
shipping activity with Honduras and th 
Dominican Republic. Tropical Shippin 
provides containerized shipping betwee 
Florida, the Caribbean, Central Americ 
and Mexico.

MIAMI CARGO. The Port of Miami r< 
ported that cargo tonnage for 1993 was u 
5.1 percent over 1992. Passenger count wc 
down 13.5 percent and revenue dropped b 
.7 percent, while TEUs handled rose t 
97,818 from 95,412. The port handle 
29,973 trailers and 63,428 containers i 
1993, up from 1992’s totals of 27,144 an 
63,360, respectively. For trailers, 14,29 
were inbound and 15,680 were outbount 
For containers, 33,543 were inbound an 
29,885 were outbound.

L A N PO R T IN FO R M A T IO N  SYS  
TEMS. LanPort Inc. has named Glen Boxe 

as information systen 
manager. He manages th 
co m p an y ’s electron i 
data interchange (ED 
network, which include 
LanPort’s operations i 
Atlanta, Charleston an 
Jacksonville, in additic 

Boxell to in-house and mobi 
units. LanPort is based i

Savannah.

NVO TERMINAL IN CHARLOTTI
Aim Caribbean Express, an ocean-freigl 
consolidator and distributor, has opened 
terminal in Charlotte. The 50,000-squar 
foot facility allows Aim Caribbean to n
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MOBILE CONTAINER CRANES OPERATIONAL. The Port of M iami’s 280-ton 
Gottwald mobile container cranes are fully operational at the Lummus Island gantry 
facility. The two mobile cranes, delivered last Oct. 25 from the Mannesmann Demag Corp. 
of Germany, supplement the six 40- and 50-long-ton fixed cranes in place. Because they 
are mobile, the cranes can be shifted to other areas of the containerport when necessary. 
The Gottwald crane, shown here, has a reach of 148 feet, can load and unload 25 containers 
per hour, and can hoist up to 110 tons of heavy lift. The mobile cranes are part of the port ’ s 
$400 million expansion and upgrade program to modernize its cargo handling facilities.

uce inland freight costs for customers ship- 
ing to and from the Caribbean. “It’s less 
xpensive to move freight in and out of 
Charlotte because it’s not a port city,” said 
al Guasto, president of the Miami-based 
ompany. The terminal, located at 400 E. 
3rd St., receives and warehouses freightto 
e containerized in Charlotte and trucked to 
ort, or trucked to Aim Caribbean’s Jack- 
onville terminal for containerization and 
hipping. Ana L. Diaz is regional sales 
tanager for the Charlotte terminal. Aim 
Caribbean also has terminals in Miami; 
ersey City, N.J.; Laredo, Texas; Santo 
lomingo, Dominican Republic; and San 
nan, Puerto Rico. The company special- 
'es in full-load and less-than-load ship- 
ing to the Caribbean.

IUEHNE & NAGEL OFFICES. The
•eight forwarder Kuehne & Nagel Inc. has 
•located its Miami office to Beacon Cen- 
■e, Building 19, 2105 NW 86th Ave., Mi- 
mi, Fla. 33122. The phone number is (305) 
92-0793; FAX (305) 592-9817.

VAREHOUSE USERS GROUP. The
.ogistics Institute at Georgia Tech is orga- 
izing a warehouse management systems 
sers group. There is no membership fee, 
ut users are asked to complete a users 
nrvey form. The information will be used 
i an annual survey of warehouse manage- 
lent systems, to be presented at a users 
Dnference this fall. Individual company 
ata is kept confidential. The first users 
roup meeting is scheduled Oct. 3-7 in 
injunction with the warehouse users con- 
:rence. For more information, call (404)
14-1714.

/ESTERN HEMISPHERE EXPO .The
Astern Hemisphere Trade & Transporta- 
on Expo will be held Feb. 27-March 1 at 
e Hotel Inter-Continental in Miami, 
ihcduled topics include the Western Hemi- 
ihere as a unified trade bloc; Western 
emisphere trade pacts; and trade opportu- 
ties for exporters and importers. Sched- 
ed speakers include Carmen J. Lunetta, 
>rt director. Port of Miami; Luis Fernando 
larcon , p resid en t, F lo ta  M ercan te  
rancolombiana; Jaime Corredor, CEO, 
lertos Mexicanos; and Guy Martin, vice 
esident for manufacturing, Industrial 
immerical Development Ltd. Cost is $395. 
>r more information, call (303) 696-6100.

[-LEVEL COMMUTER RAILCARS.
le Wilhelmsen Lines vessel Toba re- 
ntly carried the first five of 173 bi-level 
mmuter railcars from Toyahashi, Japan 
the Port of Savannah. The cars, to be used 
Chicago’s METRA commuter line, will 
delivered over the next 18 months. Other 
mpanies involved in the shipment were

Morrison Knudsen, Sumitomo Corp. and 
Nippon Sharayo. Wilhelmsen Lines, a Nor-
wegian industrial/specialized roll-on/roll- 
off carrier, provides liner service to and 
from the Far East, North America, Africa, 
Australia, New Zealand and Europe.

CHARLESTON STEVEDORES. The
South Carolina Stevedores Association has 
re-elected its four officers. They are Tho-
mas L. Young, Ryan-Walsh Stevedoring, 
president; William J. Bean, Jr., Stevens 
Shipping & Terminal Co., vice president; 
William C. Parker, Universal Maritime 
Service Co., vice president; and Theodore 
M cK evlin , S tev ed o rin g  S erv ices  o f 
America, secretary/treasurer. The four men 
were also elected to the board of directors.

BAR C O D IN G  M O N O G R A PH .
Tompkins Associates Inc. of Raleigh, N.C. 
has published “Data Acquisition and Bar 
Coding Strategies.” The monograph dis-
cusses the background of bar coding tech-
nology, and the different symbologies and 
where each one is used. The information is 
presented so it can be used by those with 
little knowledge of the data acquisition in-
dustry. To order, write to Information Ser-
vices Division, Tompkins Associates Inc., 
2809 Millbrook Road, Suite 200, Raleigh, 
N.C. 27604. For more information, call 
(919) 876-3667, or FAX: (919) 872-9666.

MONTGOMERY GROUP. Walt Mont-
gomery Associates has become an associ-

ate-owned company and has changed its 
name to The Montgomery Group Inc. Based 
in Knoxville, Tenn., the company provides 
consulting services to agri-business com-
panies, specifically in the areas of acquisi-
tions and mergers, executive recruiting, 
financing, management/marketing, techni-
cal writing and appraisals.

KUEHNE & NAGEL. Kuehne & Nagel 
Inc. has opened an office in Nashville, its 
38th U.S. office. The international freight 
forwarder also has an office in Memphis. 
Tina M. Hinesley has been named branch 
manager. The address is 2601 Elm Hill 
Pike, Suite O, Nashville, Tenn. 37214. The 
phone number is (615) 883-8383.

BURNHAM SERVICE. Bumham Ser-
vice Co. of Columbus, Ga. has named Ken-
neth I. Strange as vice president of sales and 
marketing. Most recently, he was vicepresi- 
dent-westem region for Exel Logistics, a 
third-party logistics provider.

GEORGIA EXPORTS. International trade 
activity in Georgia increased 1.1 percent in 
the third quarter of 1993, compared with the 
same quarter in 1992, according to the 
Wachovia Georgia W orld Trade Index. 
Trade activity for the quarter —  exports 
plus imports —  totaled $3.52 billion. For 
the quarter, which ended Sept. 30, exports 
were $ 1.60 billion, 2.5 percent higher than 
the second quarter of 1993. Manufactured 
exports rose 3.6 percent, to $1.48 billion,
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while non-manufactured exports declined 
by 9.2 percent, to $120 million.

MIAMI FREIGHT TONNAGE. Miami 
International Airport posted double-digit 
increases last November in combined and 
international freight tonnage. Combined 
tonnage rose 17.9 percent, to 112,315 tons, 
and international freight tonnage increased 
21.2 percent, to 91,438 tons. Domestic ton-
nage rose 5.4 percent, to 20,877 tons.

UPS FOUNDATION. The UPS Founda-
tion, the charitable arm of United Parcel 
Service, has awarded a $30,000 grant to the 
Transportation Research Foundation (TRF). 
The money will be used to support trans-
portation researchers nationwide and to 
support the paper sessions at TRF’s annual 
forum, to be held Nov. 3-5 in Daytona 
Beach, Fla.

GEORGIA TECH COURSES. The Lo-
gistics Institute at Georgia Tech has an-
nounced its course schedule for April and 
early May. The course titles, dates and costs 
are “Logistics Short Course,” April 11-15, 
$1,950; “How to Layout a Warehouse or 
Distribution Center,” April 25-27, $795; 
“Work Measurement Systems in Warehous-
ing and Distribution,” April 28-29, $695; 
“Paperless W arehousing,” April 28-29, 
$795; and “Advanced Order Picking,” May
2-3, $795. For more information, call Geor-
gia Tech at (404) 894-2547.

MARK VII CONTROLLER. Memphis- 
based Mark VII Transportation Co. has 
named Philip Dunavant as assistant vice 
president. He is the company’s controller.

COLUMBUS LINE MAINTENANCE.
Columbus Line Inc. has named Richard 
Searle as maintenance and repair supervi-
sor for its South Atlantic region. Based in 
Jacksonville, Searle has more than 18 years ’ 
experience in refrigeration equipment and 
systems for containerized cargoes. Most 
recently, he worked for International Re-
frigeration Support Inc. of Miami.

SOUTHERN DIVISION VP. Pittsburgh 
based Roadway Package System Inc. (RPS) 
has named David L. Gerschultz as southern 
division vice president. Gerschultz has 28 
years’ experience in the industry. He joined 
RPS in 1986 as manager of the Dallas hub 
and was named Midwest regional manager 
in 1987.

CHEP PALLET POOL. Chep USA has 
named David Shumate as senior vice presi-
dent, southern region. Shumate markets 
and operates the Chep palletpool in Florida, 
Georgia, Alabama, Mississippi, South Caro-
lina, North Carolina, Tennessee, Kentucky,

Louisiana, Arkansas and Texas. The south-
ern region is based in Atlanta.

GENERAL TRANSPORT SYSTEMS.
Charlotte-based GTS has received the Mea-
sure of Vendor Performance honor by Sky-
way Freight Systems Inc. of Watsonville, 
Calif. The honor was given for GTS ’ per-
formance in the third quarter. GTS provides 
transportation services out of eight loca-
tions in North Carolina. GTS handles much 
of Skyway’s transportation needs at the 
beyond points in North Carolina.

GEORGIA-PACIFIC AWARD. Mark 
VII Transportation Co. has been named 
“Best Intermodal Carrier of the Year” by 
Georgia-Pacific. Memphis-based Mark VII 
won the award for the third straight year. 
Georgia-Pacific started the award four years 
ago as part of its “Good Partners Program.”

ASSOCIATED AIR FREIGHT. Associ-
ated Air Freight has named Jeffrey T. 
Bickerton as national account manager for 
the southeastern U.S. andPuerto Rico. Based 
in Atlanta, he oversees accounts in Tennes-
see, North Carolina, South Carolina, Mis-
sissippi, Alabama, Georgia, Florida and 
Puerto Rico.

MANATEE RECOVERY. Port Manatee 
posted the best first quarter in its 23-year 
history, say port officials. The port’s 1993- 
1994 fiscal year ends Sept. 30. Port officials 
credited cargo recovery and new business, 
such as Tropicana products to Europe; steel 
imports; glass from South Africa; and Re-
gal Cruises operating the Regal Empress to 
Mexico and the Caribbean.

ORLANDO CARGO TRAFFIC. Orlando 
International Airport reported that cargo 
traffic was 59.8 percent higher in 1993 than 
in 1992. A new cargo carrier, Aereo Caribe 
Americana, was credited with boosting 
cargo service between Orlando and Central 
America.

ORANGE JUICE IMPORTS. U.S. im-
ports of orange juice from January-October 
1993 totaled 258,678,376 single-strength 
equivalent (SSE) gallons. That figure had 
an FOB value of $ 170,082,985, for an aver-
age price of 66 cents per SSE gallon. The 
1993 volume was up 3 percent over the 
same period for 1992, while the 1993 aver-
age price was down 35 percent over 1992’s 
average price. Brazil was the leading ex-
porter with 43,116,722 SSE gallons, fol-
lowed by Mexico with 3,189,766. Brazil 
also led in cumulative U.S. orange juice 
imports, followed by Mexico, Belize and 
Costa Rica. Tampa was the top U.S. port for 
imports, followed by Philadelphia; New 
York; Laredo, Texas; and Miami.

GALVESTON ELEVATOR. The Port c 
Galveston has increased the available a: 
draft at Grain Elevator B by 10 feet t 
accomodate larger ships. The loading spoul 
have been raised to 49 feet (14.9 meters 
from 39 feet (11.9 meters). The elevator ha 
an unloading capacity of 1,400 metric tor 
per hour and a vessel loading capacity c 
approximately 2,500 metric tons per houi 
Storage capacity is 5.2 million bushels.

WEST GULF MARITIME. The Wes
Gulf Maritime Association has elected th 
following officers for 1994: Capt. John 1 
Scardasis, chairman; Irby J. Banquer, vie 
chairm an; Ted Thorjussen, presiden 
Walter A. Niemand, vice president; an 
Edward A. Gilbert, vice president and f 
nance secretary/treasurer. Directors electe 
to two-year terms are Banquer, Scardasi 
Paul Estachy and John Springer, Housto 
district. Directors elected to a one-year ten 
are Joe McDermott and Jules Verbem 
Houston district. Incumbent board men 
bers for 1994 are Charles A. Alcom ar 
Bruno M. Salesi, Houston district; Jim 1 
Boyd, Corpus Christi district; T.E. Lund; 
S ab ine d is tr ic t; K en E. S chaeffe 
Brownsville district; and Don Suderma 
Galveston district. The association repr 
sents 76 firms, including shipping comp 
nies, stevedores and ship agents, operatir 
in the western region of the Gulf of Mexit 
between Lake Charles and Brownsville.

INNOVATIVE LOGISTICS. Innovath 
Logistics Inc. has opened an office in Hou 
ton to serve as a neutral non-vessel-open 
ing common carrier. The company open: 
an office in Charleston last year. Paul Roac 
recently named director of Southweste 
operations, heads the Houston office. Roa 
spent 14 years in international shipping 
the Houston area, where he developed 
NVOCC service. Prior to that, he spe 
three years in Europe working in the steal 
ship industry. Innovative Logistics is a thii 
party logistics company. It is a wholly own 
subsidiary of Carolina Freight Corp.

M A Q U ILA D O R A  PLA N TS. Jim r 
Santos Inc. has named Isaac Saenz as m; 
keting director. He promotes Santos’ freq 
forwarding services to the maquiladc 
plants in Reynosa, Mexico. Santos is Unit
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Shipping Associates exclusive partner in 
the Rio Grande Valley, with offices in 
McAllen, Hidalgo and Progresso, Texas.

ST. BERNARD ANNIVERSARY. The
Port of St. Bernard recently celebrated its 
first anniversary of the purchase of the 
Arabi Terminal, formerly the Chalmette 
Slip, from Norfolk Southern Railroad. The 
Chalmette Terminal and Industrial Park is 
located about one mile down the Missis-
sippi River from Arabi Terminal. The 216- 
acre site has ex isting  bu ild ings for 
warehousing and office space.

LYKES’ DALLAS STAFF. New Orleans- 
based Lykes Lines has named James G. 
Correnti as manager of the Dallas office. 
Correnti joined Lykes in 1974 and held 
various positions before being named pric-
ing manager, Latin American division, in 
1991. In 1993, he was named account ex-
ecutive for sales, based in Houston. Also, 
Michael L. Bomboy has been named as a 
sales representative, based in Dallas. 
Bomboy joined Lykes in 1992 as a cus-
tomer service representative in the Houston 
office.

OCEANGOING BARGES. Trinity-Beau- 
mont, a subsidiary of Trinity Industries 
Inc., has delivered the second of two double-
hull oceangoing barges to Allied Towing 
Corp. of Norfolk, Va. Tank Barge ATC 81 
is 332 feet long with a 74-foot beam, a 25- 
foot depth and a fully loaded draft of 22 
feet. Based in Norfolk, the vessel transports 
styrene monomer from Texas to the East 
Coast for Huntsman Chemical Corp.

F.W. EXPRESS INC. The domestic and 
international air freight forwarder has 
opened an office in Houston a t745 Bradfield 
Street, near the Houston Intercontinental 
Airport. Michael Courtemanche, agent and 
general m anager, runs the o ffice . 
Courtemanche’s industry experience in-
cludes forming Logistics International in 
1981. Based in Kennebunkport, Maine, the 
company handled air freight transportation 
ind trade to Europe, North Africa and the 
Vliddle East.

LAKE CHARLES. The Port o f Lake 
Charles handled more than 3.6 million tons 
if general and bulk revenue cargo during 
1993. The port handled 2.7 million tons of 
iulk cargo and 956,000 tons of general 
largo. Port officials estimated the economic 
mpact to southwest Louisiana at $66.7 
nillion. Rice, flour and other food products 
emained the primary products. However, 
he port added vegetable oil and increased 
ome of the commodities it handled previ- 
msly, such as bagged goods. The port 
landled more than 433,000 tons of con-

tainer cargo in 1993.

RIOMAR AGENCIES. New Orleans- 
based Riomar Agencies Inc. has named 
Vincent L. Barber as operations manager. 
He oversees all vessel activity in the M is-
sissippi River area. He spent 13 years work-
ing at ports in Texas and Louisiana after a 
tour of duty with the Coast Guard. Riomar 
Agencies maintains six offices serving all 
U.S. Gulf ports.

APL DISTRIBUTION SERVICES. The
Oakland, Calif.-based company has opened 
sales offices in Nashville and New Orleans. 
The intermodal company presently has 33 
offices in the U.S. Jacque Scott is sales 
rep resen ta tive  in N ashv ille  and Ron 
Ackerman is sales representative in New 
Orleans. Scott joined APL in 1985 and has 
26 years’ experience in intermodal trans-
portation. Ackerman joined APL in 1989 
and has 20 years’ experience in the field. 
APL Distribution, a unit of American Presi-
dent Cos., plans to open sales offices in 
Birmingham, Ala., Boston, and St. Louis 
later this year, according to APL Distribu-
tion officials.

BURNSIDE BULK MARINE TERMI-
NAL. The Ormet Corp. terminal, located in 
Burnside, La., has named 
John F. Nee as director of 
sales and marketing. Nee 
has 16 years’ experience 
in the maritime industry, 
including stints with Pru-
dential/Grace Lines and 
Crowley Maritime Corp.
The term inal provides 
rail, barge, truck and ship 
transfer services for various dry-bulk com-
modities, along with general storage and 
warehousing services.

TRANSPO RTE IN TE RN A C IO N A L  
’94. The conference and exposition will be 
held March 10-12 in San Antonio. The 
National Industrial Transportation (NIT) 
League and The Kingsley Group are spon-
soring the event. The event is designed for 
manufacturers, distributors, carriers, cus-
toms brokers and other third-party agents. 
For more information, call the NIT League 
at (703) 524-5011 or The Kingsley Group 
at (415) 291-9395.

NPTC CONVENTION. The National Pri-
vate Truck Council (NPTC) will hold its 
annual education/management conference 
April 24-27 in Dallas. The theme is “Pull-
ing Together.” The conference will feature 
more than 25 sessions on such topics as 
logistics, legal, regulatory, safety, opera-
tions and technology. For more informa-
tion, call the NPTC at (703) 683-1300.

UPJOHN CONTRACT. The Upjohn Co. 
has selected CF MotorFreight to serve as its 
primary less-than-truckload (LTL) carrier 
for raw materials and finished pharmaceu-
ticals. CF MotorFreight, a subsidiary of 
Consolidated Freightways Inc., announced 
it will provide inbound and outbound LTL 
service to 10 Upjohn locations, including 
the com pany’s headquarters in Kalamazoo, 
Mich., and a manufacturing plant in Arecibo, 
Puerto Rico. “This is the first time that 
Upjohn has designated a single, national 
long-haul trucking company to handle its 
needs,” said James Widman, Upjohn’s cor-
porate traffic manager. “We were looking 
for a shipping company with total coverage 
and one that could handle all logistics. We 
also were impressed by CF MotorFreight’s 
electronic data interchange (EDI) capabili-
ties. Tracing and tracking is very important 
in the pharmaceuticals industry.”

MONTGOMERY WARD. Montgomery 
Ward has named Expeditors International 
o f Washington Inc. as its primary customs 
broker. According to Seattle-based Expe-
ditors, most o f the merchandise imported 
for the more than 360 Montgomery Ward 
retail stores comes from the Far East and 
Europe. Expeditors ’ officials said the goods 
will be cleared at 12 Expeditors’ offices, 
with the majority of entries filed in its Los 
Angeles office.

AT&T GLOBAL INFORMATION SO-
LUTIONS. NCR Corp. will change its 
name to AT&T Global Information Solu-
tions to reflect its global capabilities in 
computing and communications. AT&T 
Global Information will replace the NCR 
brand name and logo except on selected 
retail, financial, and business forms and 
supplies where the NCR brand name has 
better recognition. AT&T Global Informa-
tion Solutions will assist businesses to more 
effectively get, move and use information, 
according to company officials.

CRAY RESEARCH. Cray Research Inc. 
has signed a two-year global air freight 
contract with Burlington Air Express. 
“Burlington’s worldwide network will play 
a critical role in providing Cray with global 
logistics and transportation services solu-
tions,” said Craig Webb of Cray’s customer
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serv ice /lo g istic s  d ep artm en t. B u rlin g to n  is 
rece iv in g  ad d itio n a l in te rn a tio n a l v o lu m es, 
m o stly  fro m  C ra y ’s m an u fac tu rin g  d iv i-
sions in W isco n sin  and  O regon . C ra y ’s 
m ain  lane  segm en ts are  b e tw een  the  U .S. 
and its su b sid ia rie s  in  E urope. B u rlin g to n  
p rev io u sly  h an d led  a  p o rtio n  o f  C ra y ’s in -
te rn a tio n a l a ir carg o  business.

DULUTH TERMINAL. L ak e  S u p erio r 
W are h o u s in g  C o. h as  n a m e d  G a ry  W . 
N ich o lso n  as p residen t. N ich o lso n  succeeds 
D e n n is  H a llb e rg . w ho  
served  as b o th  p resid en t 
and  ch a irm an  since  the 
com p an y  w as estab lish ed  
in 1990. H allberg  rem ains 
as chairm an . T he co m -
pan y  is in  the  fo u rth  y ear 
o f  a  10 -y ear co n trac t w ith 
the  Port o f  D u lu th  to  o p -
erate  the  g en era l carg o  fa -
cilities at th e  A rth u r M . C lu re  Pub lic  M arine  
T erm inal. L ake S u p e rio r W areh o u sin g  has 
ex p an d ed  te rm in a l o p e ra tio n s in to  such  
no n trad itio n a l areas as h an d lin g , sto rage  
and  d is trib u tio n  o f  do m estic  and  C an ad ian  
fo rest p roducts .

TRIPLE CROW N R O A D RA IL ER .
T rip le  C ro w n , a  fre ig h t tran sp o rt co m p an y  
jo in tly  ow ned  by C onrail and N orfo lk  Sou th -
ern , has o rd ered  m ore  th an  $50 m illio n  
w orth  o f  R o ad R aile r p ro d u c ts  from  W abash  
N a tio n a l C orp . T h e  o rd e r co m p rise s  1 ,770 
53 -foo t p la te  tra ilers, 885 h ig h -sp eed  M ark  
5 ra il bog ies , and  13 C o u p lerM ates bog ies . 
T he new  eq u ip m en t w ill ex p an d  T rip le  
C ro w n ’s flee t by  25 p e rcen t w h ile  re p la c -
ing  the  o ld e r M ark  IV , 4 8 -fo o t un its . A fte r 
rep lacin g  those  u n its , T rip le  C ro w n  p lan s to  
increase  the  leng th  o f  its R o ad R aile r  tra ins 
from  75 to 125 un its. T rip le  C ro w n  opera tes  
its line h au l o p e ra tio n s p rim arily  v ia  ra il 
u s in g  i ts  f l e e t  o f  m o r e  th a n  3 ,0 0 0  
R o ad R ailers . W ab ash  N a tio n a l is b a sed  in 
L afay ette , Ind.

INTERNATIONAL TRADE ASSN. The
C h icag o -b ased  o rg an iza tio n  w ill h o ld  its 
13th annual trad e  sem in a r and  ex p o sitio n  
M ay  18-19 at the  R o sem o n t C on v en tio n  
C en te r in  R o sem o n t, 111. T h e  e v en t is e n -
titled  “B u ild in g  G lobal S tra teg ic  A lliances: 
R eal P eo p le  —  R eal D e a ls .” S ch edu led  
sp eak ers  in c lu d e  Jo e l B leek e , d irec to r, 
M cK insey  &  C o. Inc.; M ich ea l J. K elly , 
d irec to r o f  in v estm en t p ro m o tio n , In v est-
m en t C an ad a  o f  O ttaw a; and  D av id  E. 
R aphael, p resid en t, M arca r M an ag em en t 
In stitu te  o f  San M ateo , C alif. F o r m ore  
in fo rm atio n , call (708) 980-4109 .

TRAINING WORKSHOPS. T h e  Fritz  
C os. Inc. is h o ld in g  th ree  w o rk sh o p s in 
C h icag o  on im p o rtin g , ex p o rtin g  and  d ra w -

back . T h ey  w ill be  h e ld  M arch  21 -23 , M arch  
24-25  and  M arch  24 , resp ec tiv e ly . F o rm o re  
in fo rm atio n , ca ll (708) 6 1 6 -5570 .

NORTH AM ERICAN VAN LINES.
N o rth  A m erican  V an  L in es Inc. rep o rted  
o p e ra tin g  in co m e o f  $ 4 .7  m illio n  fo r the 
fo u rth  q u arte r, w h ich  en d ed  D ec. 2 5 ,1 9 9 3 . 
T h e  re su lts  co m p ared  to  a  lo ss  o f  $33 .4  
m illio n  in the  p rev io u s year, w h ich  b eg an  
D ec. 2 7 ,1 9 9 2 . T h e  p rio r  y e a r lo ss in c lu d ed  
a  $27 m illio n  ch arg e  to  in crease  rev en u es 
fo r  c asu a lty  c la im s and  w o rk e rs  c o m p e n sa -
tio n  co sts, as w ell as lo sses fro m  tru ck lo ad  
opera tio n s . N o rth  A m erican  V an  L in es  d is -
c o n tin u ed  its tru ck lo ad  o p e ra tio n s  in  m id- 
1993.

LANSING DISTRIBUTION CENTER.
T h e  T L C  G ro u p  has o p en ed  a  d is trib u tio n  
c en te r  in L an sin g , 111. T h e  3 5 0 ,0 0 0 -sq u a re  - 
fo o t fac ility  is lo ca ted  n ear th e  Illin o is- 
In d ia n a  b o rd e r. T h e  s ite  w as  se le c te d  
b ecau se  o f  its p ro x im ity  to  C h icag o  w hile  
av o id in g  its co n g es ted  tra ffic . T h e  T L C  
G ro u p  o p era tes  22  d is trib u tio n  fac ilities 
to ta lin g  29  m illio n  cub ic  fee t o f  re frig e r-
a ted /fro zen  sp ace  and  2 .25  m illio n  square  
fee t o f  d ry  w areh o u sin g  space.

VENEZUELA MARKET RESEARCH.
In fo rm atio n  R eso u rces Inc . o f  C h icag o  and  
D a to s C .A . o f  V e n ezu e la  p lan  to  fo rm  a 
jo in t ven tu re , D atos In fo rm atio n  R esources, 
to  o p era te  D a to s ’ m ark e t re sea rch  business. 
T erm s o f  th e  a g reem en t w ere  no t d isc lo sed . 
IR I w ill o w n  49  p e rcen t o f  the  jo in t ven tu re , 
w ith  D a to s o w n in g  51 pe rcen t. D a to s su p -
p lie s  sy n d ica ted  m ark e t track in g  and  o th er 
resea rch  serv ices in V en ezu e la . D a to s ’ se r-
v ices in clu d e  re ta il au d its, m ed ia  m ea su re -
m en t, p u b lic  o p in io n  s tu d ies and  ad  hoc 
resea rch . T h e  co m p an y  ’ s rev en u es  fo r  1993 
w ere  ap p ro x im ate ly  $5.5 m illion .

A U T O M A T E D  M A T E R IA L  H A N -
DLING. R ap is tan  D em ag  rep o rted  it has 
b een  n am ed  “V e n d o r o f  th e  Y e a r” b y  T o y s 
“R ” U s , “ S u p p lier o f  the  Y ear” by  JC  P enney  
an d  “T ech n o lo g y  P a rtn e r o f  the  Y e a r” by  
D isco u n t A u to  P arts . R ap is tan  D em ag  w on 
the  aw ards fo r o v erall su p erio r p e rfo rm an ce  
in  the  en g in eerin g  and  im p lem en ta tio n  o f  
a u to m a te d  m a te r ia l  h a n d lin g  sy s te m s . 
R ap is tan  D em ag  is b a se d  in G ran d  R ap ids, 
M ich.

ILLINOIS PORT DISTRICT. T h e  Illi-
no is P o rt D istric t h an d led  2 .14 6 ,4 3 5  to n s o f  
carg o  in 1993, up  13 p e rcen t fro m  1992. 
T h e  to ta l, th e  la rg est to n n ag e  in  th e  p a s t five  
years, cam e d esp ite  a  d iv e rs io n  o f  som e 
w aterborne cargo  to rail due to  last sum m er ’ s 
floods in the  M idw est. A  reco rd  n u m b er o f  
b a rg es, 807 , ca lled  th e  p o rt a lo n g  w ith  107 
ships.

CENTENNIAL STEVEDORING SER-
VICES. T h e  co m p an y  has b een  fo rm ed  as 
a  jo in t  v en tu re  b e tw een  Y u sen  T erm in als 
Inc. and  S tev ed o rin g  S erv ices o f  A m erica. 
C en ten n ia l S tev ed o rin g  p ro v id es s tev ed o r-
ing  and  te rm in a l serv ices fo r Y u sen  T erm i-
na ls , a  su b sd ia ry  o f  N Y K  L ine. C en ten n ial 
S tev ed o rin g  opera tes  at Y u sen  T e rm in a ls ’ 
fac ilitie s  in L os A n g e les  and  O akland .

AIR CARGO FORUM. T h e  17 th  b ienn ia l 
In te rn a tio n a l A ir  C arg o  F o ru m  and  E x p o si-
tio n  w ill b e  h e ld  S ep t. 13-16 in Seattle . T he 
M iam i-b ased  In te rn a tio n a l A ir  C arg o  A s-
so c ia tio n  is sp o n so rin g  the  even t. F o r m ore  
in fo rm a tio n , c a ll (305) 858-5100 .

ASIA/PACIFIC OUTLOOK. M an ag e  
m en t p ro g ram s d ea lin g  w ith  the  Pac ific  
R im  w ill be he ld  th ro u g h o u t Ju n e  at the 
U n iv ersity  o f  S o u th ern  C a lifo rn ia  in Los 
A ngeles . T he p ro g ram s are  b e in g  sp o n -
so red  by  th e  u n iv ers ity  ’ s In te rn a tio n a l B u si-
n ess E d u ca tio n  and  R esearch  P rogram , and 
th e  U .S . and  F o re ig n  C o m m erc ia l Serv ice  
In tern a tio n a l T rad e  A d m in is tra tio n , U .S. 
D ep artm en t o f  C o m m erce. T he p ro g ram s 
and  da tes a re  “D o in g  B u sin ess  w ith  Jap an ,”  
Ju n e  6-8; “ D o in g  B u sin ess w ith  T a iw an ,” 
Ju n e  13-14; “ D o in g  B u sin ess w ith  V ie t-
n a m ,” Ju n e  20 -21 ; “D o in g  B u sin ess  with 
In d o n esia , M a lay s ia  and  T h a ilan d ,” June 
22 -24 ; and  “ D o in g  B u sin ess  w ith  M ex ico ,’ 
Ju n e  27 -29 . C o m p an ies an d  ag en c ies in -
v o lv ed  in  th e  p ro g ram s in clu d e  A m erican  
A irlin es; C a lifo rn ia  W o rld  T rad e  C o m m is-
sio n ; D e lo itte  &  T o u ch e ; E D S  C orp .: 
P e rk in s C oie; S tan d ard  C harte red , in  alii 
ance  w ith  F irs t In te rs ta te  B an k  L td .; anc 
T N T  E x p ress  W o rld w id e . F o r m o re  in for 
m ation , c a ll (213) 7 4 0 -7132 .

BLUE STAR OPERATIONS. B lue  Sta
L in e  has n am ed  N ico las  E . B a k sh e e ff  a: 

W e s t C o a s t o p era tio n : 
m an ag er. B ased  in Sai 
F r a n c i s c o ,  B a k s h e e f  
sch ed u les  the  l in e ’s si: 
vesse ls  th a t ca ll the  Nortl 
A m erican  W est C oast. Hi 
a lso  d irec ts  th e  stowagi 
and  carg o  o p era tio n s ii 
B lu e  S ta r’s e ig h t Pacifi 
C o ast po rts  o f  call —  Lo, 

A n g e les ; S an  F ran c isco ; O ak lan d ; C oo

Nicholson

Baksheeff
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TACOMA CONTAINER TRAFFIC. D u e m o stly  to  la rg e r tran s-P ac ific  vesse ls  and 
in creased  trad e  w ith  A lask a , th e  P o rt o f  T ac o m a  p o sted  a re co rd  h ig h  fo r co n ta in e r traffic  
in 1993. T h e  p o rt h an d led  1 ,074 ,558  T E U s, up  2 p e rce n t fro m  1 9 9 2 ’s to ta l o f  1 ,054,449 
T E U s. T w o  o f  E v erg re en  L in e ’s R -C lass  co n ta in e r vesse ls  b eg an  ca llin g  the  po rt during  
th e  seco n d  h a lf  o f  1993. T h e  v esse ls  a re  am o n g  th e  w o r ld 's  la rg est, each  cap ab le  o f  o f  
c a rry in g  4 ,2 2 8  T E U s. In  to ta l carg o , th e  p o rt h an d led  an  e s tim a te d  12.53 m illio n  sh o rt tons 
in 1993, d o w n  fro m  1 9 9 2 ’s fig u re  o f  13.2 m illio n  sh o rt tons. T h e  d ec lin e  w as a ttribu ted  
to  red u ced  sh ip m en ts  o f  b u lk  c o m m o d itie s  such  as g ra in , a lu m in u m  and  w o o d  chips. T he 
p o rt a lso  b eg an  in sta llin g  an  in teg ra ted  a ir  sy s tem  fo r fa s te r  d isp a tch  o f  d o u b le -s tack  tra ins 
in  th e  N o rth  In te rm o d a l R a il Y ard .

B ay  a n d  P o r t la n d , O re .;  S e a tt le ;  a n d  
V an co u v er and N ew  W estm in ste r, B ritish  
C olum bia.

ANDZL SALES MANAGER. A u stra lia - 
N ew  Z ea lan d  D irec t L in e  (A N D Z L ) has 

n am ed  C h arles  C hu te  as 
W est C o ast sa les  m a n -
ager. H e o v ersees the  six- 
m e m b e r  s a le s  s t a f f  
co v erin g  th e  W est C oast, 
W este rn  C an ad a  and  the  
R ock y  M o u n ta in  states. 
C h u te  is  b a s e d  a t th e  

Chute co m p a n y ’s head q u arte rs  
in L ong  B each .

COAST CONSOLIDATORS INC. T N T
F reigh tw ays C orp . an n o u n ced  Jan . 19 it has 
ag reed  to  pu rch ase  the  o u tstan d in g  sh ares 
o f  C oast C onso lid a to rs  Inc ., a  fre ig h t fo r-
w arder covering  the H aw aiian  m arket. C oast 
C o n so lidato rs operates a w a reh o u se  and 
con ta in eriza tio n  sta tio n  in L os A n g e les and 
p ro v id es d o o r-to -d o o r L T L  se rv ice  from  
the  m ain lan d  to  each  o f  th e  H aw aiian  Is-
lands. E dw ard  L . P ro v o st w ill rem a in  as 
p resid en t o f  the  new  co m p an y , k n o w n  as 
T N T  C oast C o n so lid a to rs  Inc. O th e r o ffic -
ers include T o d d  P ro v o st, v ice  p re sid en t o f  
operations; T o n y  K o n ick i, v ice  p re sid en t 
fo r traffic; and F red  B ogenschutz , v ice  p re si-
den t o f  sa les/H aw aii.

SHIPPERS DIALOGUE. T h e  P a c if ic  
C oast C onference  an d  S h ip p ers  D ia lo g u e  
w ill be held  M arch  2 3 -24  at th e  D o u b le tree  
H o te l in  San Pedro , C alif. T h e  C o n ta in e r-
iza tion  & In term o d al In stitu te  is spo n so rin g  
the  conference , w ith  th e  P o rt o f  L o s A n g e -
les, International Business and  Pacific Ship-
per acting  as co -sponsors . S ch ed u led  top ics 
include  new  tech n o lo g ies  and the  a fte rm ath  
o f  the  N orth  A m erican  F ree  T rad e  A g re e -
m ent (N A FT A ). F o rm o re  in fo rm a tio n , call 
(201) 226-0160 .

THOMPSON EXPRESS. L os A n g e les- 
based T ho m p so n  E x p ress C o. has nam ed  
Shari V asq u ez  to  its cu s to m er serv ice  d e -
partm ent. She oversees T h o m p so n  E x p ress  ’ 
w esbound P acific  R im  serv ice , w h ich  in -
cludes C hina. V asquez  h as m o re  th an  10 
years’ ex p erien ce  in  tran sp o rta tio n  opera- 
:ions. H er e x p erien ce  in clu d es w o rk in g  fo r 
Pan A m erican  C o n ta in e r L ine  and  Shipco , 
X)th o f  L os A ngeles .

DALLESPORT BARGE DOCK. T h e
W ashington sta te  Port o f  K lick ita t has in -
stalled a  4 5 -to n -cap ac ity  c ran e  at th e  p o r t ’s 
D allesport In d u stria l Park . T h e  7 4 0 -acre  
n d ustria l park  and riv e rfro n t w h a rf  are 
oca ted  on the  W ash in g to n  sid e  o f  the  C o- 
u m b ia  R iver. T he loca tio n  is o ff  n o rth - 
south U .S . H ighw ay  97.

EMERY MARKETING DIRECTOR.
E m ery  W o rld w id e  h as n am ed  D o u g la s  J. 
B rittin  d irec to r o f  m ark e tin g . H e  m an ag es 
E m e ry ’s g lo b al m ark e tin g , d irec t m ail and  
sales p rom otions. B rittin  is based  at E m e ry ’s 
h ead q u a rte rs  in P a lo  A lto , C alif., and  re -
p o rts to  D av id  I. B ea tso n , v ice  p re s id en t fo r 
sa les and  m ark e tin g . B rittin  has 14 y e a rs ’ 
ex p erien ce  in  fre ig h t tran sp o rta tio n .

SEA TTLE C O M M ISSIO N . P a t r ic ia  
D av is has b een  e lec ted  p re s id en t o f  th e  P o rt 
o f  S ea ttle  C o m m iss io n . She  rep laced  o u t-
go in g  p re s id en t G a ry  G ran t. D av is w as 
e lec ted  to  the  co m m issio n  in  1986 an d  w as 
re -e lec ted  in  1992. She  p re v io u s ly  se rv ed  
as p re s id en t in 1989 an d  1990.

HARBOR ASSOCIATION. D w ay n e  Lee, 
d ep u ty  ex ecu tiv e  d irec to r o f  d ev elo p m en t 
fo r th e  P o rt o f  L os A n g e les , has b een  e lec ted  
p re sid en t o f  th e  H a rb o r A sso c ia tio n  o f  In -
d u stry  and  C o m m erce . T h e  a sso c ia tio n  w as 
e stab lish ed  in  1975 to  p ro v id e  a  co llec tiv e  
v o ice  fo r in d u stry  in  th e  S o u th  B ay  area .

SAN FRANCISCO COMMISSION. T h e
P o rt o f  San  F ra n c isco  C o m m iss io n  has 
e lec ted  P re s to n  C o o k  to  a  o n e -y ea r term  as 
p re s id en t. C o o k  re p la c e s  c o m m iss io n e r  
Jam es H erm an .

SKYWAY OPERATIONS MANAGER.
S k y w ay  F re ig h t S y stem s Inc. h as nam ed  
th ree  operations m anagers: Pa trick  C. C asey, 
Joe ll R o b e rtso n  and  G ary  A rtist. C asey  is 
ba sed  in P h ilad e lp h ia , R o b ertso n  is based  
in  San  D ieg o  and  A rtis t is b a sed  ou t o f  
S k y w a y ’s h e a d q u a rte rs  in W atso n v ille , 
C alif. S k y w ay  F re ig h t S y stem s is a  w holly  
o w n ed  su b sid ia ry  o f  U n io n  P ac ific  C orp .

CHEVRON TANKER. T h e  la test tan k er 
in  C h e v ro n ’s flee t, th e  Chevron Employee 
Pride, is sc h ed u led  to  b e  c h ris ten ed  M arch  
1 in B razil. T h e  149 ,00 0 -d ead w eig h t-to n  
v esse l, b u ilt by  Ish ik aw ajim a  d o  B rasil 
E s ta le iro s  S .A . (Ish ib ras), w ill trade p rim a-
rily  b e tw een  th e  U .S . and  W est A frica , 
In d o n esia  an d  the  M id d le  E ast. C h evron  
has 39  v esse ls  in  its  flee t, 11 o f  w h ich  are 
d o u b le  hu lls .

PORT ANGELES. Sea ttle -b ased  Jones 
W ash in g to n  S tev ed o rin g  C o. has nam ed  
T o m  T y szk o  as m an ag er o f  P o rt A ng e les  in 
W ash in g to n  sta te . T y szk o  rep laces R obert 
C rib b s, w ho  re tired  Jan . 31. T y szk o  jo in e d  
Jo n es W ash in g to n  in  1988 as su p erin ten -
d en t a t th e  P o rt o f  G ray s H arbor. M ost 
recen tly , he  w as a  v esse l su p erin ten d en t at 
all the  p o rts  Jo n es W ash in g to n  serv ices, 
in c lu d in g  P o rt A ng e les .
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PSA TO REVISE TARIFF. T h e  Port o f  
S in g ap o re  A u th o rity  (PS A ) p lan s to  rev ise  
its ta r if f  in  the  second  h a lf  o f  th is year. P o rt 
o ffic ia ls c ited  in creased  cost o f  operations, 
and  th e  n eed  to p ro m o te  h ig h er p ro d u c tiv -
ity  and m ore  e ffic ien t u se  o f  re so u rces as 
reaso n s fo r  the  ad justm en t. P S A  w an ts to 
in crease  cap acity  th ro u g h  m ore  in tensive  
use  o f  b e rths , co n ta in e r yards, sh ipp ing  
ch an n e ls  and anchorages. P S A ’s co n ta in er 
th ro u g h p u t has g row n  fro m  5 m illio n  T E U s 
in  1990 to  ap p ro x im ate ly  9 m illio n  T E U s in 
1993. F o r 1994, th ro u g h p u t is ex p ec ted  to 
reach  10 m illio n  T E U s.

YOKOHAMA CONFERENCE. A n in -
te rn a tio n a l m aritim e  co n feren ce  and  ex h i-
b itio n  w ill b e  h e ld  M arch  9-13  a t the  Pac ific  
Y o k o h am a C o n v en tio n  C en ter. T h e  S h ip -
b u ild e rs ’ A sso c ia tio n  o f  Jap an , th e  Ja p a -
nese  S h ip o w n ers’ A ssocia tion , the  Japanese  
M arine  E q u ip m en t A sso c ia tio n , the  Japan  
S h ip  E x p o rte rs ’ A sso c ia tio n  and  the  Jap an  
M aritim e P ub lic  R e la tio n s C en te r are  c o -
spo n so rin g  the  even t. L o rd  S te rling , c h a ir-
m an  o f  P & O  C o n ta in e rs  L td . ,  is  th e  
sch ed u led  k ey n o te  speaker. O th e r sch ed -
u led  sp eak ers in clu d e  S h ig eru  G oda , c h a ir-
m an  o f  S u m ito m o  H eavy  In d u stries ; Jiro  
N em oto . p residen t o f  N ip p o n  Y  usen  K aisha; 
and  S usum u T em p o rin , p re sid en t o f  M itsu i
O .S .K . L ines L td . F o r m ore  in fo rm atio n , 
call th e  S ea trade  O rg an iza tio n  a t in te rn a -
tio n a l 44 -2 0 6 -4 5 1 2 1 .

KARACHI CONFERENCE. A  co n fe r-
ence  o n  m u ltim o d a l fac ilita tio n  in  P ak istan  
w ill be  h e ld  M ay  31 - Ju n e  2 in K arach i. T he 
P ak istan  S h ippers C ouncil and  tw o  U nited  
N a tio n s ag en c ies, U N C T A D  and U N D P , 
are sp o nsoring  the  co n feren ce . S chedu led  
top ics in clu d e  assess in g  p ro g ress m ade  in 
m u ltim o d a l tran sp o rt and  s im p lifica tio n  o f  
custo m s p ro ced u res in P ak istan . T h e  even t 
w ill co inc ide  w ith  th e  te rm in atio n  o f  a  tw o- 
y ear techn ica l assistance  p ro jec t by  the  U .N . 
a g e n c ie s .  F o r  m o re  in fo rm a t io n , c a ll  
U N C T A D ’s m u ltim o d a l tran sp o rt sec tion  
at in te rn atio n al 41 -22 -9 0 7 -4 4 -3 1 , F A X  41 - 
2 2 -9 0 7-00-49 ; o r U N C T A D ’s p ress o ffice  
a t in te rn atio n al 4 1 -2 2 -9 0 7 -5 8 -1 6 /2 8 , F A X  
4 1 -2 2 -9 07-00-43 .

NEPTUNE ORIENT LINES. N eptune  
O rien t L ines L td . (N O L ) and  Ju ro n g  Ship-
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yard  L td. have  signed  an  ag reem en t to  jo in tly  
ow n and  operate  N O L ’s subsid iary , A tlan tis  
E n g in e erin g  and  C o n stru c tio n  P te . L td . 
U n d e r th e  ag reem en t, Ju ro n g  S h ip y ard  is 
in v o lv ed  in  the  m an ag em en t and  o p e ra tio n s 
o f  A tlan tis  E ng in eerin g . N O L  h o ld s 75 
p e rcen t o f  th e  eq u ity  in te res t, w ith  Ju ro n g  
S h ip y a rd  h o ld in g  th e  o th e r  25 pe rcen t. 
Ju ro n g  S h ip y ard  has th e  o p tio n  to  p u rch ase  
an o th er 25 p e rcen t eq u ity  a t a  la te r  date.

EUROPEAN SHORT-SEA FEEDER.
“ K ” L in e  recen tly  in au g u ra ted  its re s tru c -
tu red  E u ro p ean  sh o rt-sea  feed e r serv ice  
w hen  the  S can d in av ian  B rid g e  sa iled  from  
R o tte rdam . T h e  se rv ice  fea tu res tw o  larger, 
faste r vesse ls  in  a  14-day ro u n d trip  sch ed -
ule. T h e  p o rt ro ta tio n  a n d  sc h e d u le  is 
R o tte rd am  (W ed n esd ay ), L ex io es (S a tu r-
day), L isbon  (Sunday), R otte rdam  (W ednes-
d a y ) , G o th e n b u rg  (F r id a y ) ,  H a lm s ta d  
(Saturday), A arhus (Sunday) and N ew castle  
(M onday).

TT CLUB WITHIN ASIA. T h e  T T  C lub  
has nam ed  Jo n a th an  Sam  Ig n arsk i and  C olin  
L ew in  to  m an ag em en t p o sitio n s  w ith in  the  
A sia  P ac ific  reg ion . Ig n ark si is reg io n a l 
m an ag er, A s ia  Pac ific . L ew in  w ill b ecom e 
operations m an ag er, T h ro u g h tran s Serv ices 
(A sia) L td ., in early  A pril. B o th  co n tin u e  as 
d irec to rs  o f  T h ro u g h  T ran sp o rt M u tu a l S e r-
v ices, the  L o n d o n  agen ts o f  th e  jo in t m an -
agers o f  the  T T  C lub . T h ro u g h tran s S erv ices 
(A sia) is th e  T T  C lu b ’s se rv ice  c en te r  in  the  
A s ia  P ac ific  reg ion . Ig n arsk i an d  L ew in  
h av e  m an ag em en t re sp o n sib ility  fro m  J a -
p an  and  K o rea  in  th e  n o rth  to  A u s tra lia  and 
N ew  Z ea lan d  in th e  south.

NOSAC FOCUS ON KOREA. N o rw e -
g ian  S p ec ia lized  A u to  C arrie rs  (N O S A C ) 
p lans to  estab lish  a  su b sid ia ry  in  Seoul. 
D o n g  H eo n  L ee  w ill h ead  th e  o ffice . A  
g ra d u a te  o f  K o re a  U n iv e rs ity , L ee  has 
w o rk ed  in  in te rn a tio n al sh ip p in g  in  Saudi 
A rab ia , E g y p t, Y em en , U n ited  S ta tes, A u s-
tra lia  and N o rw ay . M o st recen tly , h e  w as 
d irec to r o f  m ark e tin g  fo r S am su n g  S h ip -
p ing  C orp . in Seoul. N O S A C  has a f lee t o f  
15 large  c a r/tru ck  carrie rs  an d  has carried
6 0 0 ,0 0 0  K o rean  m a n u fa c tu re d  v e h ic le s  
since  1987, m o stly  to  N o rth  A m erican  m a r-
ke ts . M o st o f  the  cars w ere  p ro d u ced  by  K ia  
M o to r and  D aew o o  M otor.

INTERNATIONAL COMBIFRAGT A/
S. T h e  D an ish -b ased  fre ig h t fo rw ard er has 
b eco m e the ex c lu siv e  p a rtn e r in  D en m ark  
o f  U n ited  S h ip p in g  A sso c ia tes  o f  D enver, 
C olo . T h e  c o m p a n y ’s b ase  m ark e t is ro ad  
tran sp o rt, m o stly  to  F ran ce, G erm an y , the  
U .K ., th e  N e th erlan d s , B e lg iu m  and  Italy . 
S e v e n ty  p e r c e n t  o f  I n t e r n a t i o n a l  
C o m b ifra g t’s b u sin ess is E u ro p ean  tru ck -
ing , w ith  the  rem a in in g  30  p e rce n t com in g

fro m  the  P ac ific  R im  and  th e  U n ited  States.

HAY POLLOCK LIMITED. T h e  in te r-
n a tio n a l fre ig h t fo rw ard er h as m o v ed  to a 
la rg e r fac ility  in  B asild o n , E ng land . T he 
50 ,000-square-foo t facility  con tains 10 load-
ing  b ays, 9 ,0 0 0  square  fee t o f  o ffice  space 
and  5.3 acres th a t can  be u sed  fo r storage. 
F o r m o re  in fo rm atio n , ca ll in te rnational 
0268 -7 2 3 0 0 0 .

MADRID, BARCELONA OFFICES.
S ea ttle -b ased  E x p ed ito rs  In te rn a tio n a l o f 
W ash in g to n  Inc . h a s  o p en ed  o ffice s  in 
M ad rid  an d  B a rce lo n a  to  h an d le  th e ir  c li-
e n ts ’ g ro w in g  ex p o rts  and  in creased  E u ro -
p ean  business. Jim  L ukas is country  m anager 
fo r Spain . H e  has m an ag ed  E x p ed ito rs ’ 
N V O C C  fro m  its C h icag o  office . M ost 
recen tly , h e  m an ag ed  the  a ir  ex p o rt d iv ision  
o f  E x p ed ito rs ’ L o s A n g e les  b ranch .

CARGO TRACKING IN BRAZIL. A
se lf-co n ta in ed  in te rm o d al cargo  track ing  
d ev ice  th a t u ses the  U .S . D ep artm en t o f  
D e fe n se ’s g lo b al p o sitio n in g  sy s tem  w ill 
b e  in  o p e ra tio n  in  B razil la te r th is year. 
In te g ra te d  C a rg o  M a n a g em en t S y stem s 
(IC M S ) o f  S an  A n to n io , T ex as, recen tly  
sig n ed  a le tte r  o f  in ten t w ith  M inas C orp ., a 
u n i t  o f  G ru p o  T ra te x  R u ra l  o f  B e lo  
H o rizo n te , B razil. T h e  ag reem en t g ives 
IC M S  e x c lu s iv e  r ig h ts  to  d is tr ib u te  its 
P ro fitM A X  and  P o s itC O M M  m o b ile  units, 
and  p ro v id e  carg o  m o n ito rin g  and  au to -
m atic  v e h ic le  lo ca tio n  serv ices th ro u g h o u t 
B razil. IC M S  c la im s th a t P ro fitM A X  is the 
on ly  ex is tin g  sy s tem  th a t tracks and  m o n i-
to rs  th e  ca rg o  itse lf, ra th e r th an  ju s t  the 
trac to r/tra ile r, an d  a lso  a llo w s the  u se r to 
m o v e  sh ip p in g  d o cu m en ts  e lectro n ica lly  
fro m  lo ca tio n  to  lo ca tion . A cco rd in g  to 
IC M S , final te rm s and  co n d itio n s o f  the 
licen se  w ill be  su b jec t to  a  co n trac t and  w ill 
req u ire  an  u p -fro n t licen sin g  fee  to  IC M S 
fo llo w ed  by ann u al ro y a lties . IC M S  w ill 
a lso  be  a m in o rity  o w n er o f  the  B razilian  
o p era tin g  co m p an y , se t up  by  G ru p o  T ratex  
R u ra l, to  d is tr ib u te  th e  P ro fitM a x  and 
P o s itC O M M  m o b ile  u n its  a n d  p ro v id e  
m o n ito rin g  serv ices.

HONGKONG ELECTRIC CO. P itts -
bu rg h -b ased  M cN ally  W ellm an  has been 
aw ard ed  a c o n trac t b y  th e  H o n g k o n g  E lec -
tric  C o . T h e  m u ltim illio n -d o lla r  con tract 
w ill en co m p ass th e  co al h an d lin g  plant, 
S tage  III ex ten sio n , w h ich  w ill supp ly  coal 
to  th e  g en era tin g  U n it N o. 7 at the  electric  
com p an y  ’ s L am m a P o w er S tation . T he 350- 
m eg aw a tt U n it N o. 7 is sch ed u led  fo r co m -
m issio n in g  in la te  1995. U n d er separate 
co n trac ts , M cN ally  W ellm an  has supplied 
th e  b u ck e tw h ee l s tack e r rec la im er system , 
th e  co al c ru sh in g  fac ility  and  the  L am m s 
U nit N o. 6 fo r th e  p o w e r sta tion . T h e  station



PORT OF HAMBURG. T h e  G erm an  p o rt has b eco m e  one  o f  the  lead in g  p o rts in  trade  
b e tw een  E u ro p e  and  th e  F a r E ast. F o r th e  f irs t n in e  m o n th s o f  1993, th e  p o rt h and led  
542 ,803  T E U s w o rth  o f  im p o rts and  2 3 2 ,8 6 0  T E U s w o rth  o f  exp o rts . T h o se  figu res w ere  
5 3 5 ,1 1 0  and  4 2 6 ,2 2 2 , re sp ec tiv e ly , fo r a ll o f  1992. In  te rm s o f  lo ad ed  co n ta in ers , incom ing  
tra ffic  ro se  32 .9  p e rce n t an d  o u tg o in g  tra ffic  in c reased  2 .4  p e rce n t in  1992. T h e  lead ing  
supp liers and  cu sto m ers w e re  H o n g  K ong , S in g ap o re , Jap an  and  T aiw an .

is the  p rim ary  source  o f  e lectric  p o w e r fo r 
H ong  K ong  Island.

TITA HONG KONG MEMBER. T he
In terna tional T ran sp o rt A sso c ia tio n  (T IT A ) 
has ap p ro v ed  the  m em b ersh ip  ap p lica tio n  
o f  A ir  S ea  W o rld w id e  L o g is tic s  L td . o f 
W anchai, H ong  K ong. T h e  c o m p a n y ’s rep -
resen ta tive  has been  seated  on  T IT A  ’ s board  
o f  d irectors . T he ad d itio n  g iv es T IT A  re p -
resen ta tio n  in  H o n g  K ong  and  in  m ain lan d  
C h ina  and  P anam a, w here  A ir  S ea  W o rld -
w ide  m ain ta in s b ran ch  o ffices. A ir  S ea  
W orldw ide  has reg u la r traffic  to  N o rth , 
C en tra l and Sou th  A m erica .

DANZAS ACQUIRES SGL. T h e  fre ig h t 
fo rw ard er and  c arrie r D an zas has ag reed  to  
pu rch ase  S G L  (F rance), th e  F ren ch  su b s id -
iary  o f  S te in b eck  G lo b a l L o g is tic s . SG L  
(F rance) is based  in  M arn e  la  V a llee  n ear 
Paris and em ploys ab o u t 130 p e o p le  in  the 
in d ustria l d is trib u tio n  o f  co n su m er goods. 
SG L  (F rance) has d is trib u tio n  p o in ts  in 
P o itiers, A ix  en  P ro v en ce, T o u lo u se , B o r-
deaux , L ille  and N ancy . T he c o m p a n y ’s 
average  annual sa les o f  120 m illio n  francs 
rep resen ts ab o u t 5 p e rcen t o f  S te in b eck  
G lo b a l’s to ta l g ro u p  sales. W ith  th e  a cq u i-
sition , D anzas ex p an d s its share  o f  the  
F rench  in d u stria l d is trib u tio n  m ark e t and 
ra ises its tu rn o v er in th is fie ld  to  ab o u t 850 
m illion  francs.

NFC PLC ANNUAL MEETING. A t its
recen t annual m ee tin g , N F C  p ic  re leased  
resu lts  fo r the  firs t 12 w eeks o f  its fiscal 
year. P e ter S herlock , c h ie f  ex ecu tiv e  o f  the  
in te rnational log istics, tran sp o rt and  m o v -
ing serv ices com p an y , sa id  o v era ll rev en u e  
in its U .K . lo g is tic s b u sin ess  w as up  5 
p e rcen t o v er th e  p rev io u s year. T h a t figu re  
co m bines the  resu lts  from  E x el L o g is tic s 
and B R S. S h erlo ck  sa id  N F C  p ic  e x p eri-
enced  g row th  in th e  g ro cery  and  co n su m er 
secto rs, bu t that the  in d u stria l m ark e t re -
m ained  sluggish . T h e  in teg ra tio n  o f  B R S 
and E xel L o g is tic s is p ro ceed in g  and  is 
expected  to  b e  m o stly  co m p le te  by  Ju ly . In 
its E u ropean  log istics b u sin esses, resu lts  
from  G erm an y  have  b een  good , re flec tin g  
last y e a r’s acq u isitio n  o f  T h eo  M ack e  und 
Sohn. T rad ing  in S p a in  has b een  d ifficu lt 
bu t resu lts  have  b een  goo d  in  F ran ce  and  the 
B enelux  countries . F o r N o rth  A m erica  lo -
g istics, revenue  is u p  13 p e rcen t o v e r the  
p rev ious year, w ith  p a rt o f  th a t g ro w th  
a ttribu ted  to  im p ro v em en t by  M erch an ts  
H om e D elivery . C h ristm as sales w ere  good. 
T he recen t L os A ng e les  earth q u ak e  has no t 
d isrup ted  N F C ’s U .S . busin esses.

NEDLLOYD LINES SING APO RE.
N edlloyd  L ines S in gapore  P te. L td . has 
signed  a o n e-year ag reem en t w ith  th e  Port 
o f S ingapore  A u thority . T h e  ap p ro p ria ted

b erth  ag reem en t, w h ich  to o k  e ffec t Feb . 1, 
b rin g s to  12 the  n u m b er o f  such  o p e ra to rs  at 
th e  p o r t’s co n ta in e r te rm in als.

GENSTAR MANAGER IN MEXICO.
G en sta r  C o n ta in e r C orp . has n am ed  H einz  
E h rsam  as a rea  m an ag er fo r  M ex ico . H e is 
ba sed  in  M ex ico  C ity . E h rsam  w as w ith  
T ransportacion  M aritim a  M ex ican a  (T M M ) 
as m an ag er fo r p o rt d ev elo p m en t in M exico. 
B efo re  that, he  w o rk ed  fo r T eco m ar fo r 
seven years m an ag in g  E u ro p ean  operations. 
A  n a tiv e  o f  M ex ico , he  has w o rk ed  in  the  
M exican  shipping industry  th roughou t m uch 
o f  h is career.

‘CAROLINE MAERSK.’ T h e  co n ta in er 
v e sse l Caroline Maersk w as recen tly  c h r is -
ten ed  at th e  D an ish  O d en se  S tee l S h ip y ard  
L td .’s L in d o  Y ard . T h e  sh ip  is th e  first o f  
th ree  ad v an ced  co n ta in er v esse ls b e in g  bu ilt 
fo r  A .P . M o lle r  o f  C o p e n h a g e n . T h e  
Caroline Maersk has 10 sep ara te  cargo  
h o ld s and  has a d ra ft o f  10.3 m eters . T he 
v esse l can  h o ld  1,500 T E U s, in c lu d in g  164 
fo rty -fo o t co n ta in ers . T h e  v esse l a lso  h as a 
35 -to n  c o n ta in e r g an try  c ran e  to  se rv e  h a r-
b o rs w ith o u t c ran e  facilties .

UNCTAD M ULTIM O DAL W O R K -
SHOP. T h e  U N C T A D  secre taria t w ill c o -
s p o n s o r  a  w o rk s h o p  fo r  m u lt im o d a l  
tran sp o rt o p era to rs  O ct. 25 -2 9  n e a r L isbon . 
T h e  w o rk sh o p  w ill be  h e ld  at th e  E sco la  
N au tica  In fan te  D . H en riq u e , loca ted  in 
O eiras. T h e  P o rtu g u ese  T ra in m ar C en tre  is 
th e  o th er co -sp o n so r. T h e  w o rk sh o p  is open

to  tr a n s p o r t  m a n a g e rs  f ro m  B e lg iu m , 
F ran ce , P o rtu g a l, R o m an ia  and  Spain . F o r 
m o re  in fo rm a tio n , c o n ta c t U N C T A D ’s 
m u ltim o d a l tran sp o rt an d  tec h n o lo g ic a l 
d ev e lo p m en t sec tion , serv ices d ev elopm en t 
d iv is io n , a t in te rn a tio n a l 41 -22 -907-44-31 .

CANADA M ARITIM E. T h e  Canmar 
Conquest has b een  re fitted  and  stren g th -
en ed  fo r  sa ilin g  in  h a rsh  w in te r  cond itions. 
T h e  v esse l w as d ry d o ck ed  a t S in g a p o re ’s 
P an  U n ited  S h ip y ard s, w h ich  h an d led  the 
w o rk  u n d e r th e  su p e rv isio n  o f  A n g lo -E as t-
ern  S h ip  M an ag em en t, C an ad a  M a ritim e ’s 
sh ip  m an ag ers . T h e  v esse l is sch ed u led  to  
jo in  C an ad a  M a ritim e ’s w eek ly  M ed ite rra -
n ean  serv ice .

MULTIPORT DIRECTORY. T h e  1994
Multiport Ship Agencies Network Direc-
tory is av ailab le . T h e  148-page b o o k  can  be  
o rd ered  fro m  the  M u ltip o rt G en era l S ec re -
ta ria t, W o rld  T rad e  C en tre , S u ites 5 2 5 /6 ,3 7  
B eu rsp le in , P .O . B o x  3 0 065 , 3001 DB 
R o tte rd am , T h e  N eth erlan d s . F o r m ore  in -
fo rm atio n , ca ll in te rn a tio n a l 3 1 -10-405- 
2980 .

W ORLD EXPRESS CONFERENCE.
T h e  W o rld  E x p ress  an d  M ail C o n fe ren ce  
w ill b e  h e ld  A p ril 13-15 at the  R am ad a  
H o te l at L o n d o n ’s H eath ro w  A irport. T he 
c o n fe ren ce  is b e in g  sp o n so red  by B russels 
A irp o rt, D H L  W o rld w id e  E x p ress , F ed eral 
E x p ress, P itn ey  B o w es, R oyal M ail In te r-
n a tio n a l, S e cu rico r O m eg a  E x p ress  and 
V an d erlan d e  In d u stries .
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Service Announcements
(904) 355-2601, FAX (904) 791-8836

U.S. Gulf/Europe bulk parcel service

IG M A  P arce l S e rv ice  o f  A m ste rd am  has b eg u n  a  p a rce l serv ice  
fo r g ra in  and  g ra in  b y p ro d u c ts  from  the U .S . 
G u lf  to  A m sterdam .

IG M A  P arcel S e rv ice  o ffers p a rce l se r-
v ice  to  sh ippers, traders and  b ro k ers  w ith  
b o o k in g s in  fu ll vesse ls , sing le  h o lds o f  
carg o  o r even  pa rtia l holds.

T h e  first v o y ag e , b y  the  Clelia’s Luck in 
F eb ru ary , carried  9 5 ,0 0 0  m etric  to n s o f  cargo .

IG M A  P arcel S e rv ice  is ow n ed  by  IG M A  G ra in  T erm in a l o f  
A m ste rd am . T h e  b u lk -p arce l c a rrie r has p ro v id ed  p a rce l serv ice  
from  A rg en tin a  and  B razil to  A m ste rd am , G h en t, L isbon  and 
F ran ce  fo r the  last fo u r years.

T h e  new  U .S. G u lf/A m sterd am  serv ice  p ro v id es tran ssh ip m en t 
to  o th er d estin a tio n s in E urope.

Wilhelmsen adds ro-ro carrier

W ilh e lm sen  L in es has re tired  one  o f  the  ro ll-o n , ro ll-o ff  carriers 
in  its ro u n d -th e-w o rld  serv ice  and rep laced  it w ith  th e  Tarago, a  ro- 
ro  v esse l w ith  35 p e rcen t m o re  capacity .

T h e  Tarago, b u ilt in G erm an y  in 1979, has cap ac ity  o f  34 ,199  
d ead w eig h t tons, o r 2 ,000  tw en ty -fo o t-eq u iv a len t un its  o f  c o n ta in -
ers. T h e  sh ip  rep laces the Torrens.

APL begins feeder service to Vietnam

L ess than  a w eek  a fte r th e  U .S . lifted  its trad e  em b arg o  against 
V ie tnam , A m erican  P re sid en t L ines o pened  
an  o ffice  in  H o  C h i M in h  C ity  and  ann o u n ced  
a co n ta in e r feed e r serv ice  to  and  fro m  V ie t-
nam .

T h e  new  serv ice  links the  S o u th east A sian  
n a tio n  w ith  A P L ’s o th er m ark e ts  in N orth  
A m erica , A s ia  and the  M ideast.

S h ipm en ts w ill m o v e  v ia  feed e r vesse ls  b e tw een  V ie tn am  and 
A P L  term in als a t H ong  K ong , T aiw an  or S in g ap o re , w h ere  the  
feed er sh ipm en ts w ill co n n ec t w ith  lin e -h au l o r in tra -A sia  vessels.

A P L  said rep resen ta tiv e  tran s it tim es from  H o C h i M in h  C ity  
w ill be  th ree  days to  S in g ap o re , 10 to  Y  okoham a, 20  to  L o s A ngeles 
o r 25 v ia  in te rm o d al tran s it to  N ew  Y ork.

CHB Lie. *2843  
FMC Lie. *1567

"The Complete International Package"

Page & Jones Inc. can provide you with a complete door-to-door 
service to or from almost anywhere in the world, through any port 
or a irport in the U.S. Services include: Freight Forwarders, 
Steamship Agents, Customs Brokers, Traffic Consultants, Marine 
Insurance, Stevedores and Bonding.

52 N. Jackson Street, Mobile, AL 36602 
(205)432-1646 TLX: 782-029 FAX: (205) 433-1402

Atlanta, GA 404/761-9883 Jackson, MS 601/936-3053
Birmingham, AL 205/595-8429 New Orleans, LA 504/529-1443
Gulfport, MS 601/863-6363 Pascagoula, MS 601/762-0691
Huntsville, AL 205/772-0231 Pensacola, FL 904/432-5439

F o r sh ip m en ts to  H o C h i M in h  C ity , rep re sen ta tiv e  tran s it tim es 
are  fo u r days fro m  H o n g  K ong , five  fro m  K ao h siu n g , 19 from  
B o m b ay  and  24  fro m  Seattle.

S h ip m en ts  w ill m o v e  u n d e r a  s ing le  A P L  d o cu m en t an d  a  single  
th ro u g h  ra te  fro m  o rig in  to  d estin a tio n . B ill-o f-lad in g  an d  sh ip -
m ent d a ta  w ill be  co o rd in a ted  th ro u g h  A P L ’s T a iw an  cu sto m er 
su p p o rt cen ter.

A P L  sa id  th a t a side  fro m  reo p en ed  U .S . trad e  w ith  V ie tn am , the 
new  serv ice  w ill h e lp  the  l in e ’s in tra -A sia  trade. “T h is m ean s we 
can  b eg in  c a rry in g  fre ig h t fo r those  o f  o u r A s ian  cu sto m ers w ho 
have  b een  do in g  b u sin ess w ith  V ie tn am  fo r y ea rs ,” sa id  Jo h n  A. 
G u rrad , A P L ’s v ice  p re s id en t o f  stra teg ic  developm en t.

A P L ’s H o  C h i M in h  C ity  o ffice  is h ead ed  by  C h i H u i Sung, a 
V ie tn am ese -A m erican  w h o  p rev io u s ly  w ork ed  w ith  A P L ’s L os 
A ng e les o p eratio n . T h e  o ffice  is at 3 .5 .7  N g u y en  H u e  A ve, 3rd 
F lo o r, c /o  S a ig o n  C o n ta in e r E n terp rise .

S a ig o n  C o n ta in e r E n te rp rise  w ill be  A P L ’s e x c lu s iv e  agency  in  
V ie tn am , re sp o n sib le  fo r  carg o  e x p ed itin g , cu sto m s c learan ce  and 
o v e r-th e -ro ad  in te rm o d al se rv ice  to  and  fro m  in te rio r ports.

T h e  feed e r sh ips u sed  b e tw een  V ie tn am  an d  A P L ’s A sian  
te rm in als  a re  o p e ra ted  by  E A C  S a igon  S h ip p in g  and  G em artran s , 
b o th  S a ig o n -b ased  sh ipp ing  agencies. T h e  v esse ls  carry  th e ir  ow n 
c ranes, since sho resid e  g an try  c ran es a re  no t y e t av ailab le  in 
V ie tnam .

ConFlo begins Vietnam route

C o n F lo  L ines h as b eg u n  re g u la r p ro jec t-ca rg o  serv ice  from  the 
U .S . E ast and  W est co as ts  to  V ie tnam . H o C h i M inh  C ity  and 
H aip h o n g  are  b e in g  ca lled  d irec tly  an d  D an an g  o n  inducem en t.

C on F lo , a  d iv is io n  o f  G ran d  C ay m an -b ased  O rlean s S h ipp ing  
L td ., a lso  h a s  a n n o u n c e d  w e e k ly  c o n ta in e r  a n d  le s s - th a n -  
c o n ta in erlo ad  se rv ice  from  se lec ted  E ast, W es t a n d  G u lf  ports and 
M id w est p o in ts  v ia  S ingapore  o r  H ong  K o n g  to  V ietnam .

C o n F lo  has o p e ra ted  a b reak b u lk  se rv ice  b e tw een  V ie tn am  and 
th e  R u ss ian  F a r E ast fo r tw o  y ears as w ell as a co n n ec tio n  to  E urope 
v ia  S ingapore .

O rio n  M arin e  C orp ., b a se d  in C h icag o , is U .S . g en era l agen t for 
C onF lo .

O rio n  and  its H an o i ag en t h av e  fo rm ed  V ie tF lo , a  jo in t ven ture  
h ead ed  by  N g u y en  H uy  T h iep , m an ag in g  d irector.

Radix announces Vietnam service

R ad ix  G ro u p  In te rn a tio n a l, a  fre ig h t fo rw ard er and  custom s 
b ro k er, has b eg u n  h an d lin g  U .S  ./V ie tn am  a ir  and  sea  ca rg o  th rough  
tw o  V ie tn am  o ffices it opera tes  in a  jo in t ven tu re  w ith  th e  Jard ine  
M ath eso n  trad in g  firm  o f  H o n g  K ong.

T h e  offices o f  Ja rd in e-R ad ix  In te rn a tio n a l are  in  H ano i and  Ho 
C h i M inh  C ity , and  the  jo in t v en tu re  p lan s to  add  a  fac ility  in the 
p o rt c ity  o f  D an an g  “ w ith in  a  v e ry  sh o rt tim e .”

Ja rd in e  has b een  o p era tin g  in V ie tn am  since 1988.

Fesco begins U.S./Australia service

F ar E as te rn  S h ipp ing  C o. has lau n ch ed  a  lin e r se rv ice  be tw een  
th e  U .S . W es t C o ast an d  A u stra lia .

F esco  A u s tra lia /N o rth  A m erica  L ine , as the  new  serv ice  is 
called , w ill o p era te  w ith  tw o  5 6 0 -T E U  vesse ls  th a t w ill p rov ide  
sa ilings ev ery  22  days.
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T he v esse ls w ill ca ll T aco m a  and  P o rtlan d . T h ey  w ill also  
a lte rna te  calls b e tw een  V an co u v er, B ritish  C o lu m b ia  and  L os 
A ngeles in  N o rth  A m erica  and the  A u s tra lian  p o rts  o f  S yd n ey  and  
M elbourne.

Fesco  said  th e  tw o  vesse ls  th a t in itia lly  w ill o p era te  in  th e  serv ice  
are  schedu led  to  b e  rep laced  la te r th is  y e a r by  th ree  la rg e r sh ips, 
each  w ith  capac itie s  o f  abou t 1 ,000 T E U s. T h a t w ill en ab le  F esco  
to upgrade th e  freq u en cy  o f  its se rv ice  to  fo rtn ig h tly , th e  ca rrie r 
said.

F esco  is rep resen ted  b y  F esco  A g en cies  N .A . o f  Seattle.

BDP distribution service to Asia

B D P  In tern a tio n a l has jo in e d  H A V I G ro u p  L P  in a  new  jo in t 
ven tu re  based  in H o n g  K o n g  and  o p era tin g  as B D P  A sia  P ac ific  
Ltd.

T he partn e rsh ip  w ill p ro v id e  d is trib u tio n , lo g is tic s, in lan d  and 
ocean /a ir tran sp o rta tio n  and  o th er serv ices b e tw een  A sia  an d  o th er 
m ajo r m arkets , in c lud ing  the  U .S ., E u ro p e , S o u th  A m erica  and 
in tra -A sia  poin ts.

H A V I has an  ex ten siv e  d is trib u tio n  n e tw o rk  in  A s ia  that, am o n g  
o th er th ings, p ro v id es  lo g is tic s  and  w a reh o u s in g  se rv ice s to  
M c D o n a ld ’s re stau ran ts in  th e  reg ion . B D P  is a  P h ilad e lp h ia -b ased  
fre igh t fo rw ard er and  cu sto m s b roker.

TMM appoints sub-agent in PNW

In ternational S h ipp ing  C o. has b een  app o in ted  by  T ran s-A m erica  
S te a m s h ip  A g e n c y  a s  P a c i f i c  N o r th w e s t  s u b - a g e n t  fo r  
T ran sp o rtacio n  M aritim a  M ex ican a  (T M M ).

In terna tional w ill rep re sen t T M M  in S ea ttle  an d  P o rtlan d . T ran s- 
A m erica  w ill co n tin u e  op era tio n s in L os A n g e les and  San F ran -
cisco.

T M M  and A m erican  P resid en t L ines recen tly  an n o u n ced  th e ir 
in ten tion  to  operate  a  jo in t c o n ta in e r se rv ice  in th e  tran sp ac ific . T he 
ag reem en t w ill en ab le  T M M  to  serve S ea ttle  w ith  tw o  sa ilin g s a 
w eek.

Evergreen acquires 500 CA reefer boxes

E v erg reen  M arin e  C orp . has b eg u n  tak in g  d e liv e ry  o f  5 0 0  h igh - 
cube  reefe r co n ta in ers  d e s ig n ed  fo r u se  w ith  th e  T ec tro l co n tro lled - 
a tm osphere  re frig e ra tio n  system  p io n ee red  by  C a lifo rn ia-b ased  
T ran sfresh  Inc.

T he new  4 0 -fo o t co n ta in ers  are  th e  f irs t C A  ree fe r  un its  in 
E v erg reen ’s fleet. T h e  T a iw an ese  ca rrie r  a lread y  opera tes  850 
m o d ified  a tm o sp h ere  re e fe r  units.

T he ad v an tag e  o f  C A  sy stem s o v e r th e  s im p le  tem p era tu re- 
con tro lled  re frig e ra ted  c o n ta in e r is th a t the  C A  u n its ’ n itro g en -rich  
atm osphere  can  be co n stan tly  m o n ito red  and  ad ju s ted  to m ain ta in  
the ap propria te  leve ls o f  o x y g en  and  carb o n  d iox ide .

T he C A  units hav e  o p en ed  new  m ark e ts  fo r item s such  as 
cherries, p ineap p les , asp arag u s, av o cad o es , m an g o es and  c an ta -
loupes.

E v erg reen  took  de liv e ry  o f  its firs t re e fe r co n ta in ers  in A pril 
1989 and at the  sta rt o f  th is y ea r o p e ra ted  ap p ro x im ate ly  4 ,0 0 0  
forty-foot h ig h -cu b e  reefe rs  —  3 ,1 0 0  o w n ed  and  the  rem a in d e r 
eased.

T he cu rren t o rd e r calls  fo r d e liv e ries  th ro u g h  A u g u st a t th e  ra te  
}f 50  to 100 pe r m onth . A fte r  th e  cu rren t o rder, b e in g  filled  b y  
Evergreen H eavy  In d u stria l C orp . o f  T aiw an , th e  ca rrie r  p lan s to  
)rd er an add itional 1 ,500 re e fe r  u n its  fo r d e liv e ry  b eg in n in g  in  the  
h ird  quarter.

E v erg reen  also  to o k  d e liv e ry  o f  120 co n v en tio n al ree fe r con ta in - 
;rs in Jan u ary  and F eb ru ary , b e fo re  the  C A  co n ta in ers  b eg an  
:om ing in.

Burlington Air adds 747s to Asia

B urling ton  A ir E xpress has upgraded  its tw ice-w eek ly  B urling ton  
D irec t fligh ts to  p ro v id e  747 fre ig h te r b e tw een  th e  U .S . and T ok y o  
and  H o n g  K ong .

T h e  f lig h ts  o ffe r on e-d ay  serv ice  fro m  H ong  K ong  to  the  U .S . 
T h e  f lig h t d ep arts  H o n g  K o n g  on  T h u rsd ay s and  S undays, a rriv ing  
F rid ay s and  M o n d ay s. E astb o u n d , fligh ts d ep art from  the  U .S . on 
T u esd ay s  an d  F rid ay s, a rriv in g  first in T o k y o  and  th en  in H ong  
K o n g  on  T h u rsd ay s and  S undays.

NOSAC, NYK extend joint ro-ro service

N o rw eg ian  S p ec ia lized  A u to  C arrie rs  (N O S A C ) and  N ippon  
Y u sen  K a ish a  (N Y K  L ine) hav e  b eg u n  fo rt-
n ig h tly  ro ll-o n , ro ll-o ff  serv ice  b e tw een  the  
U .S . E ast C o ast and  the  M ed ite rran ean  and 
M ideast.

T h e  N Y K -N O S  serv ice  w ill o p erate  b e -
tw een  th e  U .S . p o rts o f  Jack so n v ille , B a lti-
m o re  and  N ew ark  and  th e  M ed ite rran ean  and 

M id east p o rts  o f  V o ltri (G en o a), Jed d ah , D u bai, D am m am  and 
K uw ait. A d d itio n a l d isch arg e  po rts  w ill be  co n sid ered  on  an 
in d u cem en t basis.

N Y K -N O S  recen tly  b eg an  a  p u re  car/tru ck  ca rrie r  se rv ice  b e -
tw een  th e  U .S . and  S o u th  A m erica .

N O S A C  h as h ad  p u re  car/tru ck  c arrie r serv ice  from  E u ro p e  to  
Je d d a h  fo r m an y  y ears and  fro m  th e  U .S . E ast C o ast to  Jed d ah  since 
1890.

N Y K  L ine , w h ich  h as the  larg est c a r-c a rrie r  flee t in the  w orld , 
h as o p e ra ted  b e tw een  Jap an  and  th e  M id east fo r m ore  than  15 
years.

SPOT THE 
NEWEST 
EXOTIC 
PORT OF 
CALL!!!

Americas M arine Express, Inc.
wants to introduce you to Memphis, Tennessee!

This centrally located distribution center is the ideal location for
cost effective shipping to and from Mexico and Central America.
The total cost o f transportation is reduced, and Americas Marine
Express, Inc. can offer:
• Direct A ll Water Service • Reliable Transit Times with Competitive Rates 

• F C L ’s, Reefer, Vehicles, Machinery • Scheduled, Fixed-Day Sailings

Americas Marine Express, Inc.
a Kirby company

For M ore Inform ation Call: 1(800)669-1263

New York 
Liverpool • Lisbon 

Marseille • Suez

'»

Bombay • Singapore 
Bora Bora • Panama 

San Juan
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CMA/NYK/Yang Ming begin joint service

M ed C lub  E x p ress , a jo in t  se rv ice  o f  C o m p ag n ie  M aritim e  
d ’A ffre tem en t, N ip p o n  Y u sen  K a ish a  and  Y ang  M ing  L ine , has 
b egun  w eek ly  sa ilin g s b e tw een  the  M ed ite rran ean  and  F a r E ast.

T he n in e-v esse l serv ice , u sin g  th ree  sh ips p ro v id ed  by  each  line, 
operates on  a p o rt ro ta tio n  o f  G enoa, B arce lo n a , M arse illes-F o s , 
G enoa, Jed dah , S in g ap o re , H o n g  K ong , T aiw an  and  Japan .

T he d oub le  call a t G en o a  is desig n ed  fo r d isch arg in g  o f  Ita lian  
im port co n ta in ers  on  the  f irs t call and  lo ad in g  o f  exp o rt c o n ta in ers  
on  the second  call.

C M A  has jo in e d  th ree  co n feren ces in th e  M ed ite rran ean /F ar 
E ast tra d e — the M ed ite rran ean  F a r E ast C o n fe ren ce  (to  Jap an ), the  
A sia  W estb o u n d  R a te  A g reem en t (covering  F a r  E ast cou n tries  
o th er than  Jap an ) and  the  Jap an  E astb o u n d  F re ig h t C o n fe ren ce  
(covering  Jap an  to  the  M ed ite rran ean ).

WCME carriers lower fuel surcharge

M em b ers o f  th e  W est C o a t/M id d le  E ast R a te  A g reem en t have 
low ered  th e ir  fuel su rcharge  on  c a rg o  m o v in g  from  the  U .S . to  the  

M id east v ia  the  U .S . W est C oast. T he su r-
ch arg e  is ad ju s ted  acco rd in g  to  a fo rm u la  
linked  to  fu e l p rice  fluctuations.

E ffec tiv e  Jan . 21 , the  su rch arg e  w as re -
d u ced  to  U S $ 4 0  p e r 40- o r 45 -foo t con ta iner; 
$32 p e r 2 0 -fo o t co n ta in er; $2  p e r  m etric  ton  
o r cu b ic  m eter, and  $2  p e r rev en u e  to n  fo r 

o th er cargo . T he su rch arg e  w ill rem ain  at th a t leve l th ro u g h  M arch.

World Airways seeks South Africa route

W o rld  A irw ay s is seek in g  traffic  rig h ts  to  o p erate  co m b in a tio n

LEAVE THE G f l H  
TO YOUR PHSSEHGERS

A n d  TH E  D E TA ILS T O  S T R A C H A N .

D O N 'T  R IS K  PR O B LE M S  AT SEA  

OR P O R T  W IT H  A N Y  O T H E R  AG EN T.

W E 'LL  TAKE C A R E  O F TH E LU G G A G E,

L IN E N S , P R O V IS IO N S , SPARE PARTS,

R E P A IR S , C R E W  R E P L A C E M E N T S ,

C U S T O M S  C LE A R A N C E ,

A N D  A N Y T H IN G  ELSE TO MAKE 

Y O U R  C R U IS E  S A FE , A N D  S O U N D .

C a l l  e d  c o n d o n  o r  m a r c o  h e r r e j o n

3 0 5 - 5 2 3 - 6 5 6 3  O R  T E LE X  1 5 9 5 2 3  STR A C H A N  FTLH I STRRCHHI1
B Z f l J  smppinG compnnY
S H IP  A G E N T S  A N D  S T E V E D O R E S  S IN C E  1 8 8 6 . 

W IT H  O F F IC E S  IN  E V E R Y  M A J O R  P O R T  A N D  
S H IP P IN G  C E N T E R  O F  T H E  U N IT E D  S T A T E S . 
C O R P O R A T E  H E A D Q U A R T E R S  9 1 2 - 9 6 6 - 5 2 0 0 .

serv ice  b e tw een  th e  U .S . and  Sou th  A frica  
w ith  M D -11 p lanes.

W o rld  is seek in g  to  tak e  o v er g o v ernm en t 
lan d in g  rig h ts  g ran ted  to  U S A frica  A irw ays, 
a  s ta rtup  carrie r, in  1992 and  1993. 

U S A frica  w as u n ab le  to  b eg in  serv ice  on 
tim e , and  w as g ran ted  an  ex ten sio n  th a t w ill ex p ire  M arch  1.

NYK, NOSAC launch joint ro-ro service

N ip p o n  Y u sen  K a ish a  and  N o rw eg ian  S p ec ia lized  A u to  C arri-
ers (N O S A C ) hav e  b eg u n  a  jo in t  ro ll-o n , ro ll-
o f f  serv ice  b e tw een  th e  U .S . and  Sou th  and 
C en tra l A m erica  and  th e  C aribbean .

S tev en s S h ip p in g  and T erm in al C o. has 
b een  ap p o in ted  ag en t fo r th e  serv ice  in  N orth  
F lo rid a , an d  W ilh e lm sen  L in es (U S A ) Inc .is 
ag en t fo r  the  rest o f  th e  U .S . and  C anada.

N Y K  has h ad  c a r-ca rrie r se rv ice  to  S o u th  A m erica  fro m  Japan  
fo r m o re  th an  15 years. N O S A C  b eg an  a  p u re  ca r/tru ck  carrier 
se rv ice  fro m  th e  U .S . to  V en ezu e la  fo r  m a jo r au to m ak ers  in  1992 
and  e x p an d ed  th is se rv ice  to  in c lu d e  th e  w est co as t o f  South  
A m erica  in 1993.

N Y K  and  N O S A C  now  p ro v id e  a to ta l o f  th ree  p u re  car/truck  
c arrie rs  in a  fo rtn ig h tly  serv ice  b e tw een  N ew ark , B a ltim o re , Jack -
so n v ille  and  M iam i in the  U .S . and  p o rts in the  D o m in ican  
R ep u b lic , V en ezu e la , C o lo m b ia , P an am a, E cu ad o r, Peru , C hile , 
B razil, U ru g u ay  an d  A rgen tina .

T h e  N Y K -N O S  se rv ice  w ill lo ad  in the  U .S . every  tw o  w eeks, 
a lte rn a tin g  v o y ag es b e tw een  the  eas t and  w est coas ts o f  South  
A m erica .

In  ad d itio n  to  so u th b o u n d  sh ip m en ts, N Y K -N O S  w ill lo ad  cargo  
in  S o u th  A m erica  fo r  b o th  th e  U .S . and  o th er S o u th  A m erican  
destin a tio n s .

Tecmarine adds Antigua service

T ecm arin e  L ines has b eg u n  w eek ly  d irec t c o n ta in ersh ip  serv ice  
b e tw een  the  U .S . and  th e  C a rib b ean  islan d  o f  A n tigua.

T h e  c a r r ie r ’s vesse ls  w ill sa il ev ery  T h u rsd ay  from  P o rt E v er-
g lad es, w ith  a rriv a ls  ev ery  M on d ay  in St. Jo h n ’s, A n tigua.

T ec m a rin e ’s ag en t in A n tig u a  is G eo . B en n ett B ryson . T he 
c a rr ie r’s U .S . g en era l ag en t is M arin e  C argo  M an ag em en t o f 
M iam i, w h ich  has o ffices in  K eam y , N .J.; B ro o k ly n , N .Y ., and 
C h ester, P a ., and  a  te rm in a l and  stev ed o rin g  fac ility  in  Port 
E v erg lad es, F la.

T ecm arin e  rece iv es carg o  a t all fo u r facilitie s, and  p ro v ides 
co n ta in e r d ep o ts  as its fo u r p o rts  as w ell as C h icag o , A tlan ta , 
M o n trea l and  T oron to .

T e c m a r in e ,  b a s e d  in  M ia m i,  c u r re n t ly  o p e ra te s  sev en  
co n ta in ersh ip s b e tw een  the  U .S . and 12 C arib b ean  and  South 
A m erican  d estina tions.

S ep ara te ly  fro m  th e  new  se rv ice  to  A n tig u a , T ecm arin e  has 
up g rad ed  its re frig e ra ted -co n ta in e r flee t by  rep lac in g  ex is tin g  units 
w ith  new  S eaco ld  m o d el 320 /3 4 0  un its fro m  S ea  C ontainers 
C a rib b ean  Inc.

T h e  new  S eaco ld  u n its  w ill be  cap ab le  o f  o p era tio n  w ith  R 134A  
an en v iro n m en ta lly  frien d ly  re frig e ran t. In  add itio n , the  new  units 
w ill b e  fitted  w ith  d ual o p e ra tin g  v o ltag e  cap ab ility  (220  o r 24( 
vo lts).

CF begins LTL service to Venezuela

C F  M o to rF re ig h t has b eg u n  le ss-th an -tru ck lo ad  serv ice  to  V en 
ezue la .

L T L  sh ip m en ts  to  V en ezu e la  w ill be  tru ck ed  to  Sou th  F lorida

Africa^

U

Caribbean^ 7 & South
j /  America

V v  J
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th en  c arried  by  o cean  v esse l on  a  w eek ly  b asis to  d estin a tio n  po rts  
and p ick ed  up  by  C F  M o to rF re ig h t o p e ra tio n s on  th e  o th er end.

C F  a lready  p ro v ides L T L  serv ice  to  A rg en tin a , C h ile , Jam aica , 
B arbados, the  D o m in ican  R ep u b lic , T rin id ad  and T o b ag o , C o sta  
R ica , Panam a, P uerto  R ico , M ex ico , C an ad a  and  th e  U .S . V irg in  
Islands.

CSXI, 1C in Mobile/Midwest corridor

C S X  In term o d al and  the  I llin o is  C en tra l R a ilro ad  h av e  b eg u n  an 
in te rm o d al tra ile r  se rv ice  b e tw een  M o b ile  
an d  severa l M id w est loca tions.

T h e  new  se rv ice  p ro v id es d irec t access 
b e tw een  M o b ile  an d  C h icag o , St. L o u is  and 
M em phis . O ffe red  M o n d ay  th ro u g h  S a tu r-
d ay , th e  serv ice  is d esig n ed  ex c lu siv e ly  fo r 
ra il tra ile r  tra ffic  and  d o es n o t c arry  c o n ta in -

ers.
T h e  co m pan ies sa id  th e  new  se rv ice  p ro v id es seco n d -m o m in g  

availab ility  fo r tra ilers m o v in g  b e tw een  M o b ile  and  C h icago , 
reducing  tran sit tim es b y  as m u ch  as o n e  and  a  h a lf  days in 
com p ariso n  w ith  o th er ra il se rv ices in  th a t co rrido r.

NS, FEC cooperate on autos

N orfo lk  S o u th ern  and  F lo rid a  E ast C o ast ra ilw ay s are  c o o p e ra t-
ing  on  m u lti-lev el c ar c arrie r se rv ice  th a t p ro v id es tw o -an d -a -h a lf- 
day  de livery  from  D etro it to  M iam i.

T h e  new  serv ice , w h ich  u ses m u lti-lev e l ra ilca rs , is av a ilab le  to  
a  n u m b er o f  au to m o tiv e  cu sto m ers fro m  C an ad a  to  F lo rida.

N orfo lk  S o u th ern  sa id  th e  c o o p era tiv e  se rv ice  w ill im p ro v e  
tran sit tim e, red u ce  d am ag e  to  v eh ic les  and , b ecau se  on ly  one  type 
o f  eq u ip m en t is in v o lv ed , a llo w s fo r b e tte r  tra in  h an d ling . B y 
rem oving  au to m o tiv e  eq u ip m en t fro m  in te rm o d al tra in s, N o rfo lk  
S ou thern  sa id  it w ill im p ro v e  e ffic ien cy  in  in te rm o d al op era tio n s 
as w ell.

Santa Fe leases intermodal tanks

S an ta  Fe R a ilw ay  has ad d ed  24  in te rm o d al fu ll-fram e  b u lk  ISO  
tanks, b rin g in g  th e  ra ilro a d ’s to ta l tan k  co n ta in e r flee t to  100 un its.

A n add itional 25 o f  th e  un its , w h ich  are  c o n fig u red  fo r 5 ,600- 
and 6 ,3 0 0 -g a llo n  sh ip m en ts, a re  sch ed u led  fo r  d e liv e ry  la te r th is 
sum m er.

Som e o f  the  tan k s carry  fo o d -g rad e  p ro d u c ts . O th ers  carry  
pharm aceu tical and  sp ec ia lty  ch em ica ls  such  as resin s, p a in ts, 
m atin g s, em u lsio n s and  fuel add itives.

S an ta  Fe leases th e  tanks fro m  T ran s O cean  T an k  S erv ices, a 
w holly ow ned  su b sid iary  o f  T ran s O cean  L td .

SP to haul ore for Geneva Steel
S outhern  Pac ific  L in es has sig n ed  a  f iv e -y ear c o n trac t to  h au l 

ron  ore to  G en ev a  S te e l’s V in ey ard , U tah , m ill. S P  sa id  it w ill use  
lackhau l cap acity  to  tran sp o rt c o al fro m  C o lo rad o  to  th e  M id w est 
ind E ast.

S P  sa id  annual sh ip m en ts o f  iro n  o re  to  G e n ev a  are  e x p ec ted  to 
ixceed 2 6 ,000  carlo ad s a  year. S P  sa id  th a t w ith  th is m an y  h o p p e r 
:ars term in atin g  n e a r C o lo rad o  coa lfie ld s , th e  ra ilro ad  w ill b e  ab le  
o  m ake  back h au l sh ip m en ts o f  2 m illio n -3  m illio n  to n s o f  co a l a 
'ear.

SP  said  it w ou ld  d ed ica te  5 0  lo co m o tiv es to  the  G en ev a  co n trac t 
md w ould  c om m it 1 ,500 o re -ca rry in g  cars. A  co n n ec tin g  ra ilro ad , 
V isc o n s in  C e n tra l,  w ill p ro v id e  13 lo c o m o tiv e s  b e tw e e n  
M innesota’s M esab i R an g e  an d  C h icag o , w h ere  S P  w ill p ick  up  the  
ron ore.

U n io n  P ac ific  R a ilro ad  has e x p an d ed  its B u lk T a in er dom estic  
tan k  c o n ta in e r se rv ice  to  co v er m o st o f  M ex ico .

B u lk T a in er has o p e ra ted  in  M ex ico  v ia  U P ’s L ared o  ga tew ay  
since  1988. T h e  serv ice  n ow  o p era tes  ab o u t 17 ch assis  b a sed  at 
L ared o  and  ab o u t 10 m ore  in M ex ico .

In  M ex ico  the  co n ta in ers  a re  h a u led  by  T ran sp o rte s  L opez  e 
H ijos, a  M o n te rrey -b ased  tan k  tru ck  ca rrie r  w ith  w h ich  U P  has a 
jo in t  m ark e tin g  ag reem en t.

U n io n  P ac ific  o p era tes  a  to ta l o f  m o re  th an  580  IM O -1 tank  
co n ta in ers  and  2 3 0  ch assis  in  th e  U .S ., C an ad a  and M exico .

INTRODUCING W EEKLY FIXED -D A Y SERVICE 
BETWEEN THE U .S . AND SOUTH AM ERICA.

iTransroll/Sea-Land takes the guesswork out o f shipping to 
and from  the East Coast o f  South America. W ith our expan-
sion to a weekly fixed-day service, your shipments will sail 
the same day, week after week. It’s so reliable, you’ll never 
be left guessing when your ship will come in. * Additionally, 
Transroll/Sea-Land is opening its decks to handle ro/ro and 
oversized cargoes too, which as you may have guessed, car-
ries a lot o f weight with our customers. * In this business 
you don’t have time for games. Neither do your customers, a

Eliminate the Guesswork, Call 1 -800-S ea-L an d .

a p E g B B B Z  M
p T  S e a E L a n d

r — *
North 
America'

UP expands BulkTainer in Mexico
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Corporate Appointments
(904) 355-2601, FAX (904) 791-8836

American Intermodal Services
E d w in  H a lew icz  has been  nam ed  p re s i-

den t o f  the com p an y , a  d iv is io n  o f  M ah er 
T erm in als L o g is tic s S y stem s Inc.

B ased  in  Je rsey  C ity , N .J., A m erican  
In term o d al operates in te rm o d al fac ilitie s  in 
A tlan ta ; B altim ore ; C harleston ; C hicago; 
C o lum bus, O hio ; N orfo lk ; P o rt N ew ark , 
N .J.; and S avannah .

H a lew icz  jo in e d  A m erican  In term o d al 
in 1987 as g en era l m anager. M ost recen tly , 
he  w as ex ecu tive  v ice  p residen t.

Carolina Freight Corp.
Jam es R . H ertw ig  has b een  n am ed  v ice  

p resid en t in  ch arg e  o f  in te rm o d al o p e ra -
tions and som e in te rn a tio n al operations.

H ertw ig  w as p resid en t and  C E O  o f  C on- 
W ay  In term odal. In  th a t p o sition , h e  m an -
ag ed  th e  ra il ,  t ru c k  a n d  in te rn a tio n a l  
d iv isions.

H e sta rted  w ith  C F  M o to rF re ig h t in 1972 
and  he ld  va rio u s p o sitio n s b e fo re  jo in in g  
C on-W ay  T ran sp o rta tio n  in  1985 as g e n -
eral m an ag er o f  C F  A rro w h ead  S erv ices. 
H e b ecam e p resid en t o f  C F  T ru ck lo ad  S e r-
v ice  C o. in  1986.

Chevron Shipping Co.
T h o m as R . M o o re  w ill b eco m e p resid en t 

o f  C h evron  S h ipp ing , the m arin e  tran sp o r-
ta tion  subsid iary  o f  C h evron  C orp., on  A pril 
1. H e  w ill succeed  D o u g las C. W olco tt, 
w ho  w ill re tire  on  th a t date.

Columbus Line Inc.
M arco  P ace lla  has b een  nam ed  sen io r 

v ice  p resid en t-N o rth  A m erican  sa les and  a 
m em b er o f  the  com p an y  ’ s ex ecu tiv e  board , 
and  F ran k  V an n elli has 
b een  nam ed  v ice  p re si-
d e n t o f  A u s tra lia /N e w  
Z ea lan d  services.

P ace lla  jo in e d  C o lu m -
bus L ine  in  1968 as m an -
a g e r  o f  in la n d  
d istribu tion . H e h as h e ld  
v a rio u s p o sitio n s , m o st 
recen tly  sen io r v ice  p resi- 
d e n t  f o r  s o u th b o u n d  f r e ig h t  o n  th e  
com p an y  ’ s A u stra lia /N ew  Z ea lan d  service.

O th er m em b ers o f  the  th ree -p erso n  bo ard  
a re  Jo h n  T irp ak , sen io r v ice  p resid en t-o p - 
e ra tions, and  U lf  H o llan d er, sen io r v ice  
p resid en t-ad m in is tra tio n  and  contro lling .

T he bo ard  shares resp o n sib ility  fo r day- 
to -day  o p erations. It rep o rts to  Dr. K laus 
M eves, p resid en t and C E O  o f  C o lum bus 
L ine.

V an n elli o v ersees all so u th b o u n d  co m -
m erc ia l ac tiv ities  fo r the  c o m p a n y ’s A u s-
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tra lia /N ew  Z ea lan d  trade. 
In  add itio n , he rem ain s 
v ice  p re s id en t and  d irec -
to r o f  C o lu m b u s (C anada) 
L td .

V a n n e ll i  jo in e d  C o -
lu m b u s L in e  in 1989 as 
v ic e  p r e s id e n t  o f  th e  
c o m p a n y ’s C a n ad ian  o f -

fices. H e  b ecam e  v ice  p re sid en t-sa le s , A t-
l a n t i c  r e g io n ,  in  199 1  a n d  v ic e  
p re sid en t-N o rth  A m erican  sa les  in  1992.

Consolidated Freightways Inc.
E berhard  G .H . S chm oller has b een  nam ed  

sen io r v ice  p re sid en t and  
g en era l co u n se l fo r the 
c o m p an y , b ased  in Palo  
A lto , C alif.

S ch m o lle r jo in e d  the 
o rg an iza tio n  in 1974 as a 
s t a f f  a t to r n e y  fo r  C F  
M o to rF re ig h t .  H e  h a s  
h e ld  v a r io u s  p o s it io n s , 
m o st recen tly  v ice  p re s i-
den t and  g en era l c o u n se l fo r  E m ery  W o rld -
w id e , th e  c o m p a n y ’s g lo b a l a ir  f re ig h t 
subsid iary .

Cool Carriers AB
T h e  refrigerated  sh ipp ing  com pany , based  

in S to ck h o lm , S w eden , h as n am ed  its new  
b o ard  o f  d irec to rs:

•  T h o r-Jo rg en  G u tto rm sen , chairm an . 
H e  is p re s id en t o f  L e if  H o eg h  &  C o. A /S , 
O slo .

•  T ru ls  B erg ersen , d irec to r, L e if  H oeg h  
& Co.

•  G o r a n  B e r g g r e n /A le x  v o n  
Ju n g m eis te r, C o o l C arrie rs  A B

•  L e if  O . H o eg h , ex ecu tiv e  d irec to r, 
L e if  H oeg h  (U K ) L td .

•  M ats  Jan sso n , B ilsped ition .
•  T e d  K a lb o rg , c h a irm a n  o f  T u fto n  

A sso c ia tes  L td ., L ondon .
•  H & kan L a r s s o n ,  p r e s i d e n t  o f  

B ilsped ition .
•  B o  N att o ch  D ag /L ars  R u tb erg , C ool 

C arrie rs A B .

CSX Transportation Inc.
T h o m as G . F ro st has b een  n am ed  to  he lp  

C S X T  dev elo p  tran sp o rta tio n  serv ices lin k -
in g  its U .S . d o m estic  m ark e ts  to  M ex ican  
m arke ts .

F ro st jo in e d  C S X T  in 1986 as v ice  p re s i-
d en t fo r co al sa les , and  la te r h ead ed  the 
c o m p a n y ’s m eta ls  m ark e tin g  d ev elo p m en t 
g roup . B efo re  h is p re sen t ap p o in tm en t, he 
w as g en era l m an ag er o f  th e  T am p a-b ased  
F lo rid a  B usin ess  U nit.

S ucceed in g  F ro s t is R o b e rt A . B ernard . 
H e  jo in e d  C S X T ’s p red ecesso r, S eaboard  
C o ast L ine  R a ilro ad  in  Jacksonv ille , in  1978 
in th e  law  and  risk -m an ag em en t d ep art-
m en t. M o st recen tly , he  w as v ice  p resid en t 
fo r sa fe ty , q u a lity  and en v iro n m en t.

Direct Line Cargo Management 
Services Inc. (CMS)

B arry  H o ro w itz  has b een  nam ed  v ice  
p re sid en t o f  th e  C ran fo rd , N .J. fre ig h t co n -
so lid a tio n  firm .

H o ro w itz  w ill b e  b a sed  in  P o rtlan d , O re. 
H is p o sitio n  in clu d es sa les and  m arketing  
and  h e lp in g  d ev elo p  ca rg o  m an ag em en t 
p ro g ram s fo r U .S . im porte rs.

H o ro w itz  w as d irec to r o f  in te rnational 
tran sp o rta tio n  fo r  N ik e  Inc ., w here  am ong 
his o th er du tie s , he  n eg o tia ted  serv ice  co n -
trac ts  w ith  carriers .

H is acco m p lish m en ts  a t N ik e  included  
n eg o tia tin g  a fix ed -ra te  serv ice  con tract 
w ith  the  A sia  N o rth  A m erica  E astbound  
R a te  A g reem en t (A N E R A ); a  fixed - and 
c a p p e d - s u r c h a r g e  s e r v ic e  p a c t  w i th  
A N E R A ; and  a tw o -y e ar c o n trac t w ith 
A N E R A .

B efo re  jo in in g  N ike , he  spen t five  years 
w ith  H ap ag -L lo y d  and  six  y ears w ith  Z im  
Israe l S h ip p in g  C o ., b o th  in sa les and  m ar-
keting .

Hamburg-Slid
D r. K lau s M ev es w ill beco m e chairm an  

o f  the  b o a rd  o f  d irec to rs  e ffec tiv e  January  
1995. H e is p re s id en t and  C E O  o f  C o lu m -
b u s  L in e  Inc ., a  su b sid ia ry  o f  H am burg- 
Siid.

M ev es w ill su cceed  p re sen t ch a irm ar 
H o rs t S ch o m b u rg , w ho  w ill re tire  in D e-
cem ber. S chom burg  w ill then  b ecom e chair-
m an  o f  the  c o m p a n y ’s su p erv iso ry  board.

D r. D ie te r H o lz inger. d epu ty  ch airm ar 
o f  th e  bo ard , is re sig n in g  M arch  31 tc 
p u rsu e  o th e r in terests.

In  add ition , R o b e rt B aack  and  Jo ach in  
K o n rad  hav e  b een  n am ed  d ep u ty  m anaging 
d irec to rs  re sp o n sib le  fo r  m an ag em en t o 
lin e r sh ip p in g  in terests.

B aack  o v ersees C o lu m b u s L in e ’s ser 
v ice  fro m  N o rth  A m erica  to  A ustra lia /N ev  
Z ealand . K o n rad  o v ersees all se rv ices be 
tw een  E u ro p e  an d  S o u th  A m erica .

Holman, Fenwick and Willan
P h ilip  W areh am  has b een  n am ed  to  heai 

th e  L o n d o n -b ased  law  f irm ’s E u ro p ean  ani 
C o m p etitio n  L aw  p ractice . P resen tly  a  se 
n io r so lic ito r, h e  w ill b eco m e a  p a rtn e r o 
M ay  1.

W areh am  lec tu res on  su ch  E u ro p ean  top

Vannelli

Schmoller



ics as E u ro p ean  C o m m u -
n ity  m e rg e r  re g u la tio n  
and  E C  b lo ck  ex em p tio n  
reg u la tio n s . H e  is a  co n -
t r ib u t in g  e d ito r  to  th e  
Sweet & Maxwell Ency-
clopedia o f Competition 

W a r e h a m  Law.

nnovative Logistics Inc.
John  R. M u lvey  has b een  n am ed  vice 

r e s id e n t  o f  m ark e tin g  an d  sa les fo r the 
h ird -party  lo g is tic s co m p an y , a  su b sid iary  
>f C aro lin a  F re ig h t C orp.

M ulvey  jo in e d  the  co m p an y  in 1973 and 
leld v arious p o sitio n s b e fo re  b e in g  nam ed  
ic e  p residen t, N o rth easte rn  d iv is io n , in 
984.

H is p rev ious p o sitio n s include  v ice  p re s i-
dent o f  sa les and m ark e tin g , v ice  p resid en t 
if na tiona l accoun ts an d  ex ecu tiv e  v ice  
residen t o f  m arketing .

ntercargo Corp.
Jam es R . Z u h lke , p re sid en t and C E O , 

as been  e lected  ch airm an  o f  th e  b o a rd  and 
.aw rence G o eck ing  has b een  n am ed  c h ie f  
n an c ia l officer.

B ased  in S ch au m b u rg , I I I ,  In te rcarg o  
rovides sp ec ia lized  in su rance  co v erag e  fo r 
om panies invo lved  in in te rn a tio n a l trade.

lark VII Transportation Co.
M ichael H. S w an so n  has b een  nam ed  

<ecutive v ice  p re sid en t o f  the  M em p h is- 
ased com pany .

S w anson  has m ore  th an  35 y e a rs ’ expe- 
ence  in the  tran sp o rta tio n  in d u stry , jo in -  
ig M ark  V II in  1989 as se n io r  v ice  
resident. B efore  that, he  sp en t 10 y ears 
ith  A m erican  P resid en t L in es and N a- 
onal P iggyback . H e a lso  spen t e ig h t years 
; v ice  p resid en t o f  tran sp o rta tio n  fo r C ook  
idustries.

lar-Log Inc.
M ichael B. B erzon , recen tly  re tired  afte r 

1 years w ith  D u Pont, has fo rm ed  M ar- 
og o f  U n ionv ille , Pa., and  b eco m e  its 
•esident.
T he expo rt/im p o rt log istics and d istrib u - 

:>n com pany  p ro v ides co n su ltin g  serv ices 
b u sinesses seek ing  exp o rt m ark e ts  and 

>st-effective, co m p etitiv e  tran sp o rta tio n  
rv ice s  fo r th e ir p roducts .
B erzon  h an d led  g lobal d is trib u tio n  m an- 

;em ent, in te rn atio n al tran sp o rta tio n  p ro- 
irem ent and supp ly  ch a in  s tu d ies w h ile  at 
u Pont. H e is ex p erien ced  in all m o d es o f  
im p o rta tio n , im port and  exp o rt tran sac -
t s ,  and  m o v em en t o f  d an g ero u s goods. 
H e has served on the S teerin g  C o m m it- 

e o f  S h ippers fo r C o m p etitiv e  O cean  
•ansportation (S C O T ), and  w ork ed  w ith 
.S., B razilian  and A rg en tin e  go v ern m en t 
;encies on rem ov ing  restric tio n s in those

trad e  lanes. H e a lso  se rv ed  on the  M arin e  
E co n o m ic  T ask  G ro u p  o f  th e  C h em ica l 
M a n u fac tu re rs ’ A sso c ia tio n .

B erzo n  is p re sid en t o f  th e  C o n ta in e riza- 
tion  &  In term o d al In s titu te  and  a bo ard  
m em b er o f  the  In tern a tio n a l C a rg o  H a n -
d lin g  C o o rd in a tio n  A sso c ia tio n .

Orion Atlantic Network Services
H arry  G ow l has b een  n am ed  sen io r vice 

p re sid en t and g en era l m an ag er.
T he d iv is io n  o f  O rio n  A tlan tic  p ro v id es 

v o ice , v id eo  and  da ta  se rv ice s fo r m u ltin a -
tio n a l co m p an ies  req u irin g  b u sin ess  c o m -
m u n ica tio n s to  and  fro m  th e  U .S . and  across 
E u ro p e , inc lu d in g  C en tra l and  E as te rn  E u -
rope.

O rion  A tlan tic  is a  p a rtn e rsh ip  o f  d e v e l-
opers, p ro v id ers  and  u se rs o f  te le co m m u n i-
c a t io n s  te c h n o lo g y  a n d  s e rv ic e s .  T h e  
co m p an y  w as fo rm ed  in  1991 to  fin an ce  the 
co n stru c tio n  and  o p e ra tio n  o f  an  in te rn a -
tio n a l p riv a te  sa te llite  sy s tem  and  re la ted  
co m m u n ica tio n s busin esses.

T he com pan ies invo lved  are B ritish  A e ro -
space, U n ited  K ingdom ; C om  D ev. C anada; 
G en era l D y n am ics, U .S .; K in g sto n  C o m -
m u n ica tio n s, U .K .; M atra , F ran ce; N issh o  
Iw ai C orp ., Japan ; O rio n  N e tw o rk  S y s-
tem s, U .S .; and S T E T  o f  Italy .

PLM International
T he San F ran c isco -based  eq u ip m en t leas-

ing  co m p an y  has e lec ted  th ree  ex ecu tiv e  
o fficers: D av id  J. D av is, v ice  p re sid en t and 
con tro lle r; A rth u r B . D av is, v ice  p resid en t 
o f  m an ag em en t in fo rm a tio n  system s; and 
Jan e t M . T u rn e r as v ice  p re sid en t o f  in v es-
to r  re la tions.

South Seas Steamship Co.
C apt. L e if  G . G istran d  has b een  nam ed  

p re s id en t and  C E O . H e succeed s in terim  
p re s id en t R a g n a r K lav en es, h ead  o f  the 
lin e r d iv is io n  o f  T h o r D ahl o f  N orw ay , the 
m ajo rity  sh a reh o ld e r o f  Sou th  Seas S te am -
ship.

G istran d  h as 25 y e a rs ’ ex p erien ce  in in -
te rn a tio n a l sh ip p in g . M o st re ce n tly , he 
w o rk ed  fo r B lu e  S ta r L in e  in  sen io r m an -
agem en t.

Texaco Inc.
P a trick  J. L y n ch  has b een  n am ed  p re s i-

d en t o f  T ex aco  L atin  A m erican /W est A f-
rica  (L A /W A ). H e succeed s C laren ce  P. 
C a z a lo t,  w h o  w a s  n a m e d  p re s id e n t o f  
T ex aco  E x p lo ra tio n  and  P ro d u c tio n  Inc.

World Airways (Latin America)
T h e  su b sid ia ry  o f  W o rld  A irw ay s has 

n am ed  A le jan d ro  O rfila  as chairm an .
A  fo rm er A rg en tin e  am b assad o r to  the 

U .S . and  Jap an , O rfila  a lso  se rv ed  tw o 
term s as sec re ta ry  g en era l o f  the  O rg an iza -
tio n  o f  A m erican  S tates.

Make your customers 
a success and they’ll 

return the favor.”
- Angus Cooper 

1877-1950
W hen Angus Royal Cooper started 

stevedoring back in  1905, he  decided the 
best way to succeed in  business was to do 
everything he could to m ake his custom -
ers succeed. T hat m ean t long hours 
and hard  work. And a n  approach that 
said the job w asn’t done un til the 
custom er was satisfied.

Times haven’t changed. Today, 
the third generation of Coopers con-
tinues this tradition of personal 
service in  each of the 2 6  ports they 
serve. And they do it for one sim ple 
reason. It works.

Gooper/T. Smith
ŜTEVEDORING

Post Office Box 1566, Mobile, AL 36633- 
205/431-6100. mm>rn
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Adam Smith

P e r io d ic a lly . I w rite  o n  th e  im p o r ta n c e  o f  a  s tro n g  A m e ric a n  
m e rc h a n t  f lee t. A lw a y s , I say  th e re  a re  o n ly  tw o  b a s ic  re a so n s  
fo r  th e  g o v e rn m e n t to  b e  c o n c e rn e d : (1 ) N a tio n a l d e fe n se . (2 ) 

A c c e ss  to  m a rk e ts  a n d  so u rc e s  o f  su p p ly .
T h e  D e p a r tm e n t o f  D e fe n s e  tu rn s  a  d e a f  e a r  to  th e  f ir s t  re a so n  

a n d  sh ip p e rs  u su a lly  tu rn  a n  e q u a lly  d e a f  e a r  to  th e  se c o n d . S o  
w h y  d o  I k e e p  m e n tio n in g  th e  su b je c t?  B e c a u se  I b e lie v e  it.

T h is  m o n th , it is  a  p le a sa n t r e l ie f  to  d ra w  o n  o p in io n s  o th e r  
th a n  m y  o w n  o r  m a r i t im e  in d u s try  so u rc es . L e t ’s tu rn  to  th e  
c o v e r  a r tic le  in  th e  D e c e m b e r  is su e  o f  The Atlantic Monthly —  
o n e  o f  m y  fa v o rite  m a g a z in e s . T h e  a r tic le  b y  W a s h in g to n  e d ito r  
J a m e s  F a llo w s  is  s e c o n d  in  a  se r ie s  o f  th re e  o n  e c o n o m ic s . T h e  
D e c e m b e r  a r tic le  is  titled : “ H o w  th e  W o r ld  W o rk s ” a n d  o p e n s  

w ith  th e  e y e  c a tc h in g  s ta te m en t:

Americans persist in thinking 
that Adam Smith’s rules fo r  free trade are the 

only legitimate ones. But today’s fastest-growing economies 
are using a very different set o f rules. Once, we knew them

—  knew them so well that we played by them, and won.
Now we seem to have forgotten.

F ro m  th e re  h e  p ro c e e d s  to  g iv e  th e  h is to r ic a l  b a c k g ro u n d  fo r 
w h a t h e  c a lls  a n  A n g lo -A m e ric a n  w o r ld  v ie w  b a se d  o n  th e  
la is s e z - fa ire  v ie w s  o f  A d a m  S m ith  a n d  an  o p p o s in g  v ie w  b a se d  
o n  th e  te a c h in g s  o f  F r ie d r ic h  L is t. F a l lo w s  p o in ts  o u t  q u ite  
c o n v in c in g ly  th a t th e  e c o n o m ic  v ie w s  o f  G e rm a n y , J a p a n  a n d  
th e  n e w  e c o n o m ic  p o w e rs  a lo n g  th e  P a c if ic  R im  a re  b a se d  on  
th e  te a c h in g s  o f  L is t  m o re  th a n  th e  te a c h in g s  o f  A d a m  S m ith .

In  th re e  v e ry  te l l in g  p a ra g ra p h s , F a llo w s  d e sc r ib e s  h is  se a rc h  
fo r  E n g lish  t ra n s la t io n s  o f  b o o k s  b y  L is t. F o r  f iv e  y e a rs , h e  h ad  
n o  lu c k  in  l ib ra r ie s  o f  A m e ric a . H e  f in a lly  lo c a te d  tw o  th in  
v o lu m e s  in  a  J a p a n e se  s to re .

F a llo w s  su m m a r iz e d  th e  A n g lo -A m e ric a n  v ie w p o in t  in  a  
n u tsh e ll:  “T h e  A n g lo -A m e ric a n  a p p ro a c h  a s su m e s  th a t th e  
u ltim a te  m e a su re  o f  a  so c ie ty  is  its  le v e l o f  c o n su m p tio n . 
C o m p e titio n  is g o o d , b e c a u se  i t  k i lls  o f f  p ro d u c e rs  w h o se  p r ic e s  
a re  to o  h i g h . . . .  F o re ig n  tra d e  is  v e ry  g o o d , b e c a u se  it m e a n s  th a t 
th e  m o s t e f f ic ie n t  su p p lie rs  in  th e  w h o le  w o rld  w ill be  a b le  to  

c o m p e te .”
T h e n  F a llo w s  w rite s  o f  L is t ’s o p in io n  o n  th e  v ie w s  o f  A d a m  

S m ith : “ T h is  lo g ic  le a d s  to  fa ls e  c o n c lu s io n s . In  th e  lo n g  ru n ,

L is t  a rg u e d , a  s o c ie ty ’s w e ll-b e in g  a n d  its  o v e ra l l  w e a lth  art 
d e te rm in e d  n o t  b y  w h a t  th e  so c ie ty  c a n  buy b u t  b y  w h a t it car
make L is t  w a s  n o t  c o n c e rn e d  w ith  th e  m o ra li ty  o f  c o n su m p
tio n . In s te a d  h e  w a s  in te re s te d  in  b o th  s tra te g ic  a n d  m a te r ia  

w e ll-b e in g .”
It  is  a n  in tr ig u in g  a r tic le  b y  F a llo w s  a n d  I re c o m m e n d  it tc 

a n y o n e  w h o  th in k s  b e y o n d  to d a y ’s sh ip m e n t. B u t  b e fo re  I rur 
o u t  o f  sp a c e , le t  m e  g e t b a c k  to  S m ith ’s o n e  e x c e p tio n  to  la iss e z  

fa ire  e c o n o m ic s . F a llo w s  e x p la in e d :

It is true that Smith was more o f a national-defense 
enthusiast than most people who now invoke his name. 

For example, he said that the art o f war was the “noblest” 
o f the arts, and he approved various tariffs that would keep 

defense-related industries strong —  which in those days 
meant sail-cloth making. He also said that since defense 

“is o f much more importance than opulence, the act o f  
navigation is, perhaps, the wisest o f all the commercial 
regulations o f England." This “act o f  navigation” was, 

o f course, the blatantly protectionist legislation designed 
to restrict the shipment o f goods going to and 

from  England mostly to English ships.

T h e  re a d e r  m u s t  n o t  a s su m e  fro m  th is  th a t  I  w o u ld  w e lc o m  
a re tu rn  to  th e  N a v ig a tio n  A c ts  w h ic h  h e lp e d  to  b u ild  a n  
p ro te c t  th e  B r itish  E m p ire . N e ith e r  w o u ld  I w a n t th e  Unite* 
N a tio n s  to  r e s u r re c t  th e  U N C T A D  C o d e  o f  C o n d u c t  fo r  L ine 
S h ip p in g , a  c u m b e rso m e  4 0 -4 0 -2 0  c a rg o  a llo c a tio n  sch em  
w h ic h  th e  U .N . a d o p te d , th e n  a b a n d o n e d  ju s t  a  fe w  y e a rs  ag  
w h e n  e v e n  th e  m o s t a v id  su p p o r te rs  saw  it w a s  a b a d  id ea . B t 
f re e  tra d e  a d v o c a te s  h a v e  a  te n d e n c y  to  g o  o v e rb o a rd  o n  th 
su b je c t  a n d  n e e d  to  b e  r e m in d e d  th a t  A d a m  S m ith  h a d  h is  o w  
e x c e p tio n s  to  th e  p o lic y  w h ic h  h e  e sp o u se d . T h e y  a lso  n e e d  t 
b e  re m in d e d  th a t  S m ith  w e n t o n  to  se rv e  a s  C o m m iss io n e r  c 
C u s to m s  in  S c o tla n d  a f te r  h e  c o m p le te d  w o rk  o n  The Wealth c 
Nations.
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We take it personally
W hat does it take to  becom e your business It t a k e s  p e o p le  w h o  u n d e r s t a n d  y o u r

partner? W e k n o w  it tak es  m ore  th a n  th e  b u s in e s s  p r io r i t i e s .  P e o p le  w h o  ta k e

m o st a d v a n c e d  e q u ip m e n t  in itia tiv e . F o llow  u p . P eo p le

a n d  th e  b e s t  s c h e d u le s .  w h o  ta k e  it p e rs o n a l ly .



WE’RE RENEWING OUR COMMITMENT TO THE GARMENT INDUSTRY
Hyundai M erchant M arine is offering service and fea tu res specially 

designed to m eet your needs. Our tran s it  tim e from  Hong Kong to New 

York has been  substan tially  improved. End of w eek availability of cargo 

m eans you’re ready for re ta il on Monday. We’ve expanded space avail-

ability for S o u th eas t/S o u th w est Asia origin cargoes. And we also o f 

45-foot and garm ent-on-hanger con ta iners for your m erchandise. Ft 

m ore details on how com m itted we are to your business, call us t o d |  

a t 201-816-4000, o r con tact your local Hyundai rep resen ta tive .

▲HYUNDAI
A M E R IC A  S H IP P IN G  A G E N C Y , INC .

M o v i n g  T o w a r d  T h e  F u t u r e


