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Does Doha mean 
globalisation goes on ice? 
“Not only will the caravans have moved on in different directions of trade 
negotiations, but what has already been on the table…will have been put 
into deep freeze.” 

EU trade commissioner Peter Mandelson speaking in January about 
the need to conclude the Doha round of world trade talks in 2008. The 
subsequent collapse of the meeting, together with factors such as rising 
protectionism in a weakening global economic environment, the prospect 
of a job-protecting democrat as US president, and the recent extreme spike 
in the price of oil, is leading to claims that like the Doha round, globalisation 
too may be entering a deep freeze. 

There is little doubt the failure of the round represents a major setback 
to global trade. The immediate numbers alone tell us this. The successful 
conclusion of the round was expected to make the global economy better 
off to the tune of some US$43bn per year; consumers and firms would have 
been paying $125bn less in tariffs, and developing countries would have 
benefited from specific changes such as the scaling back of ‘tariff escalation,’ 
or levying of higher tariffs on processed goods over raw materials. This is 
without accounting for the less quantifiable benefits of freer trade such as 
gains in productivity, more opportunity to exploit economies of scale, and 
wider consumer choice. 

But let’s put things in perspective. The immediate annual gain of $43bn 
to the world economy is just 0.1% of global GDP and a fraction of the 70% 
gain in global trade flows realised since the Doha round commenced seven 
years ago. Global FDI has increased some 25% to $1.5trn over the period, 
and the multi-country roles in creating a vast number of the products 
available globally today shows well the extent of growth in international 
trade and FDI without Doha. 

Much of these gains are due to domestic reform in the shape of 
development of logistics and supply chain services and other trade 
facilitation measures as countries realise greater openness is in their best 
interest. Just look at what China has achieved. 

The number of bilateral FTAs has also been increasing exponentially. 
Indeed, shortly after the collapse of the Geneva meeting, ASEAN announced 
new trade agreements with India, Australia and New Zealand. The deal with 
India is expected to boost India-ASEAN trade by $20bn over the next two 
years, while Australia noted its deal was the largest FTA it ever signed. 

Nevertheless, there are potentially serious implications in the failure 
of the round, particularly in the current economic climate. A Doha deal 
would, for instance, have very likely meant some relief from current calls 
for trade protection – well exemplified recently in the demonstrations in 
Seoul over the proposed US/South Korea FTA. Before the collapse of the 
round, there was already talk of change to more regional trading models 
over global ones, for reasons well explained in our cover story interview 
with Schenker International vice president Jack Gross. 

The most worrying implication of the lack of a Doha deal is the 
potential undermining of the WTO, the world’s premier multi-lateral free 
trade institution. There is little doubt the benefits of openness are now 
well recognised by many, perhaps most importantly among certain very 
large emerging economies in Asia. But these economies have come to 
this realisation with the help of the institution of the WTO. Joining the 
organisation sent the message of serious commitment to openness that 
needed to be sent to foreign businesses, that have at least in part had 
the confidence to invest as a result of the conditions of membership and 
resulting changes in regulation.  

With this in mind, although moves toward freer trade on unilateral and 
bilateral levels will no doubt continue, Doha too needs to be resurrected at 
such time as the right climate exists for a deal to be finally struck. 

Turloch Mooney

Editor-in-Chief, Supply Chain Asia Magazine
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and personal ownership. It’s how Hans Miedema brings Agility to supply chain challenges.
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supporting 
organisations

Corporate endorsers

Supply Chain Asia was three years old on September 1. It’s been 36 
months of non-stop building since this community was founded. We 
have run four Supply Chain Asia Forums and today our community 
subscriber list stands at more than 13,000.

Bringing together a community of professionals is easy if the 
industry has a clear-cut recognition model – such as in the legal or 
medical field. Try to bring together professionals from an industry that 
impacts the entire corporate and global structure, from procurement to 
finance, to government regulations and transportation, and you know 
you are in for confusion and a very complex task. 

This explains why there are multiple associations and societies 
serving this highly complex community under titles including words 
such as maritime, freight, procurement, customs, transportation, 
logistics and supply chain.

Supply Chain Asia’s vision and focus remains the same since our first 
inception – to bring supply chain and logistics professionals together 
to network, share and learn from one another. This is well reflected 
in our slogan, Connect, Communicate, Collaborate. Our mission is 
not the creation of another national society or association. There are 
hundreds if not thousands of these organisations doing very good work. 
We wanted to bring professionals out from their local environment to 
share and network on a regional platform.

Today, we maintain an informal structure that is devoid of a 
constitution or charter and use market forces to drive our activities 
and interests. There are no membership dues in Supply Chain Asia, 
and funds are raised whenever needed to support activities for 
the community. Over time, we do understand the need for a more 
structured set up to support the administration of the community, and 
will ensure that funds raised for such purpose are spent wisely.

As part of our drive to develop the community, we have recently 
initiated several new programmes. The most exciting of these are 
the Supply Chain Asia Academy and Supply Chain Asia Consulting and 

Advisory Services.
Supply Chain Asia Academy will launch its Executive Diploma in 

Supply Chain Management (Asia) in October 2008. The eight-month 
programme, which will be characterised by strong Asian content and 
coverage, will be run by practitioners and seasoned professionals 
only. 

The Executive Diploma in Supply Chain Management (Asia) is a joint 
collaboration with Rasmussen & Simonsen International (RSI), a leading 
value-based logistics and supply chain training institution in Asia. RSI 
boasts clients direct from the who’s who of logistics and supply chain 
companies and individuals in this part of the world.

Our Consulting & Advisory Services initiative is intended to bridge 
the gaps between the veterans and professionals in our community by 
providing top level consulting services and support. We have launched 
a portal to enable companies and institutions to post their needs in 
terms of logistics and supply chain advisory or consulting services 
and will match these needs with the professionals in our stable. With 
this structure, we hope to highlight the multi-faceted talents of our 
professionals who have been working and living in Asia and allow them 
to engage directly with the companies and institutions interested in 
their wealth of knowledge and skills.

Paul Lim
Founder/President
Supply Chain Asia
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•

•

•

The Semiconductor Industry Association said chip sales reached 
US$127.5bn in the first six months of the year due to rising overseas 
demand for computers and electronics. The emergence of large 
middle-class populations in China, India, Eastern Europe and Latin 
America helped drive a 5.4% increase in semiconductor sales in 
the first half of 2008, the association said. Demand for personal 
computers and cell phones remains strong, accounting respectively 
for 40% and 20% of all chips sold. 

Dallas-based Marsh, an insurance broker and risk advisor, 
announced the launch of an insurance programme to help 
companies manage the financial consequences of disruptions 
to critical supply chains. Under the programme, businesses can 
obtain broad coverage throughout their supply chains for supply 
interruptions stemming from a wide range of perils, such as strikes, 
political risks, the outbreak of a pandemic, or delay in supply from a 
variety of causes.

A report from IDC said growth slowed in the US market for home and 
business computers in the second quarter. A total of 17m personal 
computers were shipped in the United States during the second 
quarter, according to the report. Demand could remain depressed in 
coming quarters if the economic situation doesn’t improve, despite 
price cuts on computers, the company said. 

UNITED STATES 
OF AMERICA

EUROpE

bRAzIl

DHL announced a new five-year agreement 
with Airbus which will see it become the aircraft 
manufacturer’s lead transport provider and 
“tier-one” partner. DHL has been contracted 
to streamline the flow of materials to Airbus 
manufacturing plants. The company will manage 
a significant part of inbound transportation, 
including air and ocean freight, road freight, 
customs and value added services.

Wincanton was expected to finalise an agreement 
with Reliance Retail that would see the US$4bn 
UK-based supply chain management company 
provide supply chain management, transportation 
and warehousing services for the Indian 
company’s entire grocery and hypermarket 
business. Reliance Retail currently operates some 
600 stores in India. 

Europe’s manufacturing 
and service industries 
contracted in August 
for the third month in a 
row. The Royal Bank of 
Scotland’s Composite 
Index was at 48 for the 
month after a reading of 
47.8 in July. The index 
is based on a survey of 
purchasing managers 
and a reading below 50 
indicates contraction. 
The European Central 
Bank predicted growth in 
the EU will slow to about 
1.8% this year from 2.7% 
in 2007. 

Retail sales in Brazil 
registered record growth 
of 10.6% in the first half 
of 2008, according to 
the Brazilian Institute of 
Geography and Statistics 
(BIGS). A study by the 
organisation showed all 
sectors had an increase 
in retail sales in the first 
half of 2008, with the 
communication equipment 
and office supplies sector 
showing the highest 
increase at 30.9%. 
Automotive sales grew 
22.3%. 

FRANCE

UK
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The government said an Association of 
Vietnamese Cargo Owners would be set up to 
examine problems related to imports and exports 
and protect the rights of goods owners. Shipping 
companies increased terminal handling charges 
by US$50 for a 20ft container and $100 for a 
40ft container as a result of lengthy port handling 
delays in Ho Chi Minh City. Shippers said the move 
was undermining the country’s competitiveness. 

•

•

In its monthly report on the economy 
for August, the government of Japan 
said the economy had weakened due to 
softening exports, industrial production 
and employment. The report said “weak 
movements are likely to continue for 
the time being”.  Analysts noted it was 
the first time since January 2004 that 
the government has not used the word 
‘recovery’ in its economic assessment.

Quarterly results from Japanese electronics 
manufacturers were boosted by healthy 
global demand for flat-panel TVs. Demand 
for liquid crystal displays for TVs resulted in 
a 2.8% rise in quarterly profit to US$232.6m 
at Osaka-based Sharp Corp. Hitachi 
reported $282m in April-through-June profit 
as sales climbed 3% to $23.5bn. Fujitsu Ltd 
also posted profit in its fiscal first quarter 
($2.8m), while NEC Corp saw profit fall to 
$4.6m, half the figure in the same period 
last year. 

•

•

Tuscan Ventures announced a 
strategic investment in Rasmussen 
& Simonsen International (RSI) 
a Singapore-based provider of 
people development services in 
the supply chain sector. RSI said 
the investment would fund its rapid 
global expansion and add the 
necessary human capital resources 
to meet the growing demand for 
training and people development 
services.

TNT launched its newly designed 
and expanded Singapore Country 
Depot at Changi South Lane. 
The company said the S$15m 
(US$10.5m) investment is part of 
a broader S$214.4m investment 
in southeast Asia to establish a 
leadership position in the region 
over the next five years. 

vIETNAM

JApAN

Hyundai Motor, one of the 
largest auto makers in India, 
said total exports of Hyundai 
cars from India should double 
in this fiscal year to around 
230,000 units. Hyundai exports 
to over 95 countries from India, 
in the European Union, Africa, 
Middle East, Latin America and 
southeast Asia. Hyundai has said 
that a sum of US$1bn will be 
spend on continuing development 
of its Chennai plant in phases 
from 2006 to 2013. 

Borouge, a major player 
in petrochemicals 
and plastics signed a 
service contract with 
Agility to build the 
Borouge Compound 
Manufacturing Unit (CMU) 
and Shanghai Logistics 
Hub in Shanghai.  
Agility will also provide 
local logistics services for 
Borouge’s customers in 
Asia for a duration of 10 
years with effect from its 
operational start up date 
in 2010.

INDIA

SINgApORE

A report from the National 
Transport Commission (NTC) 
said effective action to cut 
freight transport greenhouse 
gas (GHG) emissions can 
also reduce business costs. 
NTC chief executive Nick 
Dimopoulos said policies to 
“sweat” Australia’s existing 
road and rail infrastructure 
assets harder, while improving 
freight links between ports, 
intermodal terminals and major 
distribution centres will deliver 
a ‘win-win’ for business and 
the environment. “Fixing road 
and rail freight bottlenecks, 
mapping networks for safer 
and more productive trucks 
and improving the efficiency 
of road-rail-sea interfaces 
are sensible measures to cut 
carbon emissions, reduce 
freight delays and boost 
productivity,” he said.

AUSTRAlIA

The Port of Kaohsiung is testing a new radio 
frequency identification (RFID) container seal 
system in a bid to replace human labour and cut 
down customs clearance time and costs. Once up 
and running, the new RFID system will eliminate 
the necessity of using staff resources to escort 
cargo, replacing this with high-speed processing 
and a reading reliability rate of over 97%. 

TAIwAN
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Emirates boss says industry 
correction underway
The air cargo industry has already entered 
a correction phase and should be faring 
better in 16 to 18 months’ time, according to 
Emirates SkyCargo boss, Ram Menen. 

“The correction phase has already 
started. Inefficient capacity is being parked, 
and while demand is going down, so is 
supply. We can expect a gradual alignment 
of  capacity and demand and a much 
improved situation, probably in 16 to 18 
months’ time.”

The current challenges for the industry 
are resulting in a weeding out of  weaker 
business cases, as airlines deal with the 

double-hit of  a slowing global economy 
and highly volatile movements in the price 
of  fuel, Menen said. 

At the time of  writing, the price of  
aviation fuel had fallen by more than 20% 
since its high in early July, but was still up by 
nearly 57% on a year ago. The recent fall in 
price is leading some analysts to predict that 
capacity reduction plans for later in the year 
may be rewritten, but the current price is still 
considered a huge burden for airlines.  

Earlier in the year, Emirates SkyCargo 
reduced capacity as part of  efforts to deal 
with both the volatility in the oil price and 

gloomy economic forecasts. The airline 
released a 747-200 and 747-400 in February 
and March, and is currently bringing in 
more fuel efficient aircraft to its fleet. The 
airline will eventually operate eight Boeing 
777 freighters, as well as fuel efficient Boeing 
747-8 freighters.

“All carriers will have to refine their 
operating practices and airlines operating 
fuel inefficient aircraft will not survive. Yes, 
there are some big challenges ahead of  us 
but this is also a great opportunity. We take 
delivery of  our first Boeing 777 freighter 
this year, and with its 103-tonne payload, 
it will be by far the most fuel-economical 
twin-engined freighter the world has ever 
seen.” 

Menen said the industry is currently 
going through an unprecedented period of  
adjustment, and could be facing a major 
structural shift in global commerce, he 
said.  

“If  the dollar stays low, manufacturing 
may become more regional. This means 
we may, for instance, see more work in 
places like Mexico or Russia. A weak dollar 
for three years or more could mean a shift 
in outsourcing back to locations close to 
consumption markets.

“While it looks like things may be 
changing in the world’s largest consumer 
market, we also see a new breed of  
consumers emerging in places like India and 
China. There is tremendous wealth creation 
in these markets at the moment.

“Whatever happens, we are facing a 
new reality and a lot of  change. You cannot 
fight this change; you have to navigate it, 
and how successfully you do this depends 
on how lean and mean you are in the good 
times.”  

Emirates launched a major new southern 
China service in July, with flights between 
Guangzhou and Dubai now running six 
times per week. The airline transports a 
wide range of  commodities between the 
two markets, including IT products, mobile 
phones, textiles and electrical goods. 

Trade between China and the UAE 
continues to expand. From January to April 
of  this year, exports and imports between 
China and the UAE reached a record 
US$5.67bn and $1.54bn respectively, 
representing increases of  30% and 92% 
over the same period the previous year, 
China’s Ministry of  Communications 
said.     

India’s Jet Airways will invest up to US$15m 
to set up its own air cargo unit after 
scrapping plans to form a cargo venture. 
The carrier expects to begin flying freighters 
by the middle of  next year, chief  commercial 
officer Sudheer Raghaven said in an 
interview in Shanghai. 

Despite the size of  the country, less than 
ten all-cargo aircraft are currently deployed 
in the Indian market, according to the 
Centre for Asia Pacific Aviation (CAPA). 
Jet Airways is expected to start flying at 

Jet Airways to set up cargo 
unit, while India Post adds 
freighters

least three leased Boeing 737 converted 
freighters, Raghaven said. 

Meanwhile, India Post said it plans to 
introduce four more freighter aircraft by the 
end of  2008 to expand post services to 15 
major cities. The cities of  Delhi, Mumbai, 
Kolkota, Chennai, Hyderabad and Banga-
lore will be served by the new aircraft. 

India Post launched its first aircraft 
around a year ago, which continues to 
serve seven states in the northeast of  the 
country.     

Price of aviation jet fuel

Source: Platts, IATA

15-Aug-08 Index* $/b cts/gal $/mt 1 week 
ago

1 month 
ago 1 year ago

Jet Fuel Price 370.8 135.6 323.0 1069.0 -1.8% -20.4% 56.9%
* 100 in 2000 (87 cts/gal)

Impact on this year’s fuel bill of the global airline industry:
New fuel price average for 2008 Impact on 2008 fuel bill

$142.3/b +$90bn
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Taiwan shipping sector told 
to prepare for direct links
Since Taiwan’s new president, Ma Ying-
jeou, took office in March there has been a 
genuine sense that the near 60-year political 
stand-off  between Taipei and Beijing is 
coming to an end. The country’s freight 
industry is highly optimistic, with direct 
shipping links and regular cargo flights high 
on the agenda for the next official talks 
between the two sides. 

Ting-Yi Tsai, harbour master at the 
port of  Kaohsiung, told Supply Chain Asia 
that direct links are virtually guaranteed. 
The port, which has been operating an 
offshore transhipment centre to trade with 

the mainland since 1997, is confident box 
volumes will leap 10-20% on the arrival of  
direct links. “Central government has told 
us to prepare for direct trade immediately,” 
said Tsai. 

Jack Yen, president of  Evergreen Marine, 
commented, “We hope the government can 
speed up the progress of  talks and remove 
the restrictions on direct shipping links with 
mainland China. Only when the open policy 
is fully implemented will there be a level field 
to compete with foreign carriers.  

“Direct shipping links will remove 
the extra transit costs via a third port 

and enhance our performance by more 
flexible service deployment.  Convenient 
transportation is expected to boost trade 
growth between Taiwan and China, which 
will bring more business opportunities to the 
domestic carriers from the two sides.”

While definitely calling for direct links, 
Leo Huang, Wan Hai’s vice president, 
added a caveat. “We would have to be 
careful about too many carriers suddenly 
coming to China and destroying the 
market,” he warns. 

Yang Ming chairman WH Huang points 
out that while Taiwan has opened all its four 
ports to calls from Chinese vessels, just two 
– Xiamen and Fuzhou – have been made 
available to Taiwanese companies. “We want 
to be able to call at all ports,” he said. Huang 
also wants to be able to do transhipment 
at Chinese ports, as well as letting Taiwan 
owners establish branch offices rather the 
current set up with indirect agents.     

India’s national government has reportedly 
decided to formally ban all Dubai, Hong 
Kong, Chinese and Pakistani companies 
from investing in port infrastructure projects 
in the country.  As a result of  the decision, 
ports and The Ministry of  Shipping are to 
reopen bids for at least ten port projects, the 
country’s Economic Times newspaper said. 

Although FDI proposals from these 
countries have been rejected earlier on a  
case-to-case basis, the government is 
expected to introduce a blanket ban on 
companies from these countries at the 
bidding stage itself. 

The country-specific ban would be 
introduced as part of  the international 
bidding document. Based on security threats 
to Indian naval bases, private firms from 
Dubai, China, Hong Kong and Pakistan 
will no longer be permitted to invest in 
over 250 ports being developed as public-
private-partnerships. This will be applicable 
for all facilities, including cargo handling, 
ground handling and other services, apart 

India to formally ban port investment from 
Dubai, Hong Kong, China and Pakistan

f rom in f ras t ruc ture 
development. the paper 
said.

According to the Min-
istry of  Finance, Maersk 
(JNPT, Mumbai), P&O 
Ports (JNPT, Mumbai and 
Chennai), Dubai Ports 
International (Cochin 
and Vishakhapatnam) 
and PSA Singapore (Tu-
ticorin), have all invested 
in Indian ports on a BOT 
basis.

Chennai Port, which 
recently announced an 
increase in FY2007-08 
turnover of  more than 
115%, said some 40 
private companies had 
participated in a pre-bid 
meeting for its proposed 
new 22m draught mega-
terminal.     

(*) estimate (iN ‘000 tONNes)

PORts

aPRiL tO JUNe

tRaFFiC

2008* 2007

KOLKATA

Kolkata Dock System 2460 2317

Haldia Dock Complex 11296 11056

TOTAL: KOLKATA 13756 13373

PARADIP 11303 9639

VISAKHAPATNAM 17054 15202

ENNORE 3076 2846

CHENNAI 14602 13682

TUTICORIN 5483 4630

COCHIN 3808 3858

NEW MANGALORE 8144 8941

MORMUGAO 10219 8798

MUMBAI 13126 13909

JNPT 14977 12607

KANDLA 18263 15511

TOTAL: 133811 122993

Traffic at major Indian ports

Source: Ministry of Shipping, Road Transport & Highways, Government of India



• Deep sea container terminal at Teesport,
on the South bank of the River Tees

• 1.5 million teu (twenty foot equivalent
unit) capacity, to add to the existing
capacity

• 1000 metres of new riverside quay

• Berth pocket depths of 16 metres

• Channel depth to be dredged to a new
depth of -14.5 metres

• When complete the terminal will have
three berths capable of handling the
modern vessels carrying up to 9,000 teu
of containers 
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GATEWAY CONTAINER
TERMINAL
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In the maritime industry, developments 
such as the consolidation of shipping 
companies, security imperatives, the 

growing size of vessels, focus on door-to-door 
transport, supply chain management and 
a host of other changes have given rise to 
new challenges to maritime support service 
providers. Other external factors such as 
globalisation and market liberalisation further 
exert pressures on these companies to remain 
competitive to survive and thrive in their 
respective businesses.

Amid this dynamic background, the role 
and importance of maritime ancillary services 
that provide the backbone for seaborne 
trade which is crucial to the economies 
of developing countries has grown. Such 
services include logistics, banking, insurance, 
law, ship classification and IT, which provide 
crucial support to the operations of the ports 
and shipping that facilitate much of world 
trade.  

Without these supporting activities, 
the maritime sectors of trade-dependent 
developing nations would not be able 
to handle their increasing trade volumes 
efficiently. Projected on a wider scale, this 
could lead to economic growth being 
hampered by inefficient trade supply chains, 
eroding competitiveness and attractiveness 
as investment destinations. Amid increasing 
competition among developing nations to 
attract foreign direct investment (FDI) and 
among ports to lure shipping lines and their 
cargo, countries that cannot provide the 
spectrum of services needed to facilitate 
trade in a smooth and effective manner will 
be shunned by investors, and their ports 

Smooth operators: 
improving the 
efficiency of 
maritime ancillary 
services

Nazery Khalid, senior 
fellow at the Maritime 
Institute of Malaysia, 
outlines the issues 
hampering the maritime 
ancillary services sector 
in trade-dependent 

developing countries and proposes 
ways to enhance their efficiency to 
support booming maritime trade 
and thereby boost overall trade 
competitiveness

will be bypassed by international shipping 
lines.

Several issues are found to be prevalent 
in the maritime ancillary services sector of 
developing countries, including :
 Barriers to accessing foreign markets. 

Various types of technical barriers exist 
in several countries, and these barriers 
pose obstacles to foreign companies to 
freely entering into and operating in the 
markets of those countries.  For example, 
several countries require licensing of 

foreign companies planning to operate 
in maritime ancillary activities, such as 
freight forwarding, shipping services, 
etc.  There are also protectionist policies 
intended to safeguard the interests 
of local companies, for example in 
shipping. Many countries — developed 
and developing alike — impose cabotage 
restrictions on foreign shipping lines in 
the domestic shipping market, except in 
cases where no local vessels are available. 
This is done in the interests of protecting 
the local players and to promote their 
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involvement in the maritime services 
sector.  

 In order to circumvent obstacles such 
as restrictions to obtain licenses, 
foreign companies resort to forming 
partnerships with local companies or 
appoint intermediaries to conduct their 
business. This takes time and does not 
lead to a very efficient process, and it 
also limits the scope of activities foreign 
companies can undertake. Such ‘legal 
discrimination’ is seen as imposing a 
barrier to the promotion of seamless trade 
and prevents the smooth movement of 
goods across boundaries.

 Preferential pricing of certain types of 
ancillary services. For example, multimodal 
transport operators in certain countries 
impose high charges on users who are 
not shareholders of the companies. 
This imposition reduces equal market 
access and creates a less than favourable 
impression of those countries among 
foreign companies. Despite the good 
intention of those policies to protect the 
interests of local players, the imposition 
of preferential pricing practices can 
be seen as being unfriendly to foreign 
companies.

 Underdeveloped ancillary services catering 
for multimodal transport and a lack of 
integration in the services provided by 
supporting players. Small road transport 
operating companies in developing 
countries, for example, almost always 
find it difficult to get a partner willing to 
haul goods for the final legs of journeys 
into neighboring countries, crossing 
land borders.Therein lies the need for a 
framework conducive to the ‘matching’ of 
services for carriers of goods to promote 
multimodal transport in the country to 
enhance its trade competitiveness.

 Quantitative restrictions on the import 
and export of products. For example, 
some countries still impose import 
quota on certain controlled goods and 
materials to protect the interests of local 
manufacturers and producers. Under 
WTO rules, exceptions to quantitative 
restrictions are allowed in limited 
conditions such as critical shortages 
of goods and problems in balance of 
payments.  However, such restrictions 
distort trade as they ignore market forces 
and affect the competitiveness of the 
prices of goods and materials.

These restrictions to smooth the flow 
of trade are among the issues affecting 
the maritime support services sector. It is 
imperative for maritime trade, one of the 
most international of human endeavours, to 
minimise — if not altogether dismantle — 
barriers that frustrate the smooth facilitation of 
international trade to ensure that trade among 
nations can continue to flourish. Without an 
international trade system that can support 
huge volumes of trade, developing countries 
reliant on trade to fuel their economic growth 
in particular and world economy in general 
will find it difficult to prosper.

The importance of maritime ancillary 
services to trade-dependent countries 
: the experience of Malaysia 
The maritime industry is a dynamic, 
competitive industry in constant flux, in line 
with the ever-changing developments and 
patterns in global trade that the industry 
helps to transport. It has grown in stature 
and importance befitting the tremendous 
role it plays in facilitating much of the world’s 
trade. Trade-dependent countries such as 
Malaysia have come to realise the importance 
of beefing up their maritime capacity and 
capability as their maritime competitiveness 
is increasingly used as a yardstick to measure 
their overall competitiveness.

In facing ever-intensifying competition 
from other trading and aspiring maritime 
nations, a country like Malaysia must make 
serious and sustained efforts to enhance 
the competitiveness and responsiveness of 
its maritime sector to meet the needs of its 
users, benefactors and stakeholders. Crucial to 
this effort is the establishment of an efficient, 
comprehensive national strategy to develop 
the maritime support services sector.  

Although Malaysia has recorded 
impressive growth in its maritime sector 
through the concerted efforts by its 
government and the private sector, stiff 
challenges loom on the horizon, arising from 
developments in the maritime industry and 
in international trade, and from increasing 
competition from regional nations. For 
Malaysia, which relies on trade growth to 
power GDP growth, the importance of its 
maritime sector as a facilitator of its trade 
growth and economic prosperity cannot be 
overemphasised.

It is not an exaggeration to state 
that in Malaysia, which relies heavily on 
maritime transport to facilitate much of its 

trade, the maritime 
transportation sector 
is crucial to the growth 
of its economy. The 
country therefore 
depends heavily on 
the maritime ancillary 
services sector to 
gain competit ive 
advantage towards 
meeting increasing 
demand for shipping 
services (see Table 1).  

The availability of 
a broad spectrum of 

Service No. of local companies involved
Cargo handling 165
Freight broker 13
Cargo clearance 52
Logistics management 50
Shipping agencies 733
Stevedoring contractors 24
Storage 28
Freight forwarding 1,084
Customs clearance 71
Warehouses 222

Table 1: companies offering ancillary services in 
Malaysia

Source : www.eguideglobal.com.my (retrieved on 12/5/2008)

❝Multimodal transport 
operators in certain 
countries impose high 
charges on users who 
are not shareholders 
of the companies. This 
imposition reduces 
equal market access 
and creates a less than 
favourable impression of 
those countries among 
foreign companies. 
Despite the good intention 
of those policies to protect 
the interests of local 
players, the imposition 
of preferential pricing 
practices can be seen as 
being unfriendly to foreign 
companies.❞
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such services is also crucial for the country 
to attract shipping lines to its ports and to 
lure the foreign direct investment crucial to 
sustained economic growth. 

It is therefore paramount for Malaysia to 
develop a dynamic and efficient maritime 
support services sector to propel the growth 
of its maritime industry, trade and economy, if 
it is to remain competitive as a trading nation. 

growth of the country, Malaysia’s policy-
makers must give appropriate attention 
and much-needed strategic weight to the 
country’s maritime industry. Local players 
in this sector must look beyond serving the 
limited domestic markets with limited scope 
of services. They must spread their wings 
to serve international clients with a broad 
range of high-value services to maintain 

their trade competi-
tiveness.

Given this, the 
thrust of Malaysia’s 
maritime support 
services strategies 
should be focused on 
addressing problems, 
w e a k n e s s e s  a n d 
i n e f f i c i e n c i e s  o f 
current practices 
and procedures and 
to further develop 
and strengthen the 
sector by way of 
capacity building. 
Such plans should be 
built on the premise 
of comprehensively 

addressing the infrastructural, procedural, 
operational and regulatory inadequacies 
or  excesses al l  along the marit ime 
transportation sector chain. This approach 
could lead towards the creation of flexible, 
nimble policies that would put Malaysia 
in good stead to meet future challenges, 
threats and competition in the trade and 
maritime industry and ride the waves of 
developments affecting the sector. 

Improving the efficiency of maritime 
ancillary services to support maritime 
trade 
Maritime ancillary services provide the 
pillars in which the maritime industry is 
built.  Ancillary services have grown to 
become a very important cog in the wheel 
of the industry, as the success of renowned 
maritime nations such as Singapore and 
South Korea demonstrates, with their 
success often attributed to the availability 
of comprehensive maritime support services 
that make their ports attractive to shipping 
lines and shippers.  

In the case of developing countries in the 
East Asian region, which has emerged as the 
fastest growing economic region in the world, 
the development of the maritime industry 

Year Throughput 
(mil. TEUs)

1996 2.56
1998 3.06
2000 4.95
2002 9.06
2004 11.34
2006 13.59
2007 15.31

will continue to be a priority as it prepares to 
increase its share of the rapidly expanding 
intra-regional maritime trade volume and 
growing need for maritime services. 

As the maritime sector, an essential 
segment of the greater transport network, 
continues to face intense competition 
from other modes of transport, the players 
involved must position themselves to 
integrate seamlessly in the bigger picture of 
the transportation network. This should be 
achieved in a manner that meets the challenge 
of carrying and handling cargo in a speedy, 
efficient and cost-competitive manner. This 
will pressure maritime support services 
providers in developing nations to increase 
their capacity, improve their performance 
and enhance their competitiveness to 
weather the challenges arising from not only 
greater competition among themselves but 
also from other nations and transport modes 
as well.  

There is a pressing urgency for maritime 
ancillary services companies in developing 
countries to brace for the impending 
competition in a further liberalised and 
globalised world of free trade. It is thus 
crucial that such companies enhance their 
competitiveness and efficiency to improve 
the country’s competitive advantage in an 
increasingly competitive global market.  

They need to face the challenges and 
realities of the environment they operate 
in, and overcome obstacles hindering their 
competitiveness decisively. It is imperative 
that the players and operators in this sector 
provide more efficient and cost-competitive 
services and leverage on the support 
and incentives already extended by the 
governments of their host countries.     

Year Export Import

1997 220.9 220.9

1998 286.6 228.1

1999 321.6 248.5

2000 373.3 311.5

2001 334.3 280.2

2002 357.4 303.1

2003 397.9 316.5

2004 480.7 400.1

2005 533.8 434.0

2006 588.9 480.5

2007 605.1 504.6

Table 2: Malaysia’s trade volume 1997-2007 (RM bn)

Table 3: container throughput at 
Malaysian ports (selected years)

Source: Malaysian External Trade Development Corporation (MATRADE)

This is especially crucial in light of Malaysia’s 
growing trade (see Table 2) and the steady 
increase of the container throughput volume 
of its ports (see Table 3).

In formulating a workable, comprehensive 
strategy to develop the maritime support 
services sector, Malaysia’s economic planners 
must give thought towards developing 
flexible and responsive strategies to suit 
fast-changing market requirements and 
dynamics.  

The maritime sector is perpetually sub-
jected to a whirlwind of changes, and it is 
always at the mercy of these changes and 
so many external factors. In the context 
of its criticality to the trade and economic 

Source: Portsworld.com, Department of Statistics, Malaysia 
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Economic growth, strong GDP 
projections and a swelling middle 
class spell “market opportunity” 
for companies within and outside 
Asia Pacific countries. In addition, 
a huge harvest of components 
and commodities provide bright 
prospects for organisations 
seeking new or more economical 
sources of supply from the Asia 
Pacific region. 

However, the challenge of sourcing and 
selling in Asia markets is often underestimated. 
The primary reason is a daunting array 
of risks and unknowns: increasing labour 
shortages. Spiralling shipping costs. Rapidly 
shifting demographics, poor infrastructure, 
overcrowded ports and customs delays. 

Few companies—international or 
domestic—are unaware of these hurdles. 
However, a great many still approach Asia 
markets and supply sources with strategies 
that are not fully developed. They fail to 
recognise that distinct strategies—for entry, 
sales channel, supply and workforce—are a 
virtual prerequisite to successful sales and 
sourcing. 

Perhaps the most serious impact of these 
shortcomings is an inability to recognise and 
respond to business conditions that shift as 
markets mature. As shown in Figure 1, every 
country in Asia resides on a continuum from 
“emerging” to “developed.” Supply chain 
strategies that fail to accommodate these 
differences may be less able to provide 
companies with the cost and competitive 
advantages we associate with high 
performance in global operations. 

Four supply chain strategies for 
sourcing and selling success 
To take advantage of selling and sourcing 
opportunities in emerging and developing 
markets—regions and countries with widely 
varying levels of maturity—companies should 
consider building distinctive capabilities in 

Sourcing 
and selling 
in Asia

By Jeffrey 
Russell, 
managing 
partner, 
Supply 
Chain Asia 
Pacific, 
Accenture

❝Every country in Asia resides on a continuum from 
“emerging” to “developed.” Supply chain strategies that 
fail to accommodate these differences may be less able 
to provide companies with the cost and competitive 
advantages we associate with high performance in global 
operations. ❞

four key areas:
 Market entry 
 Sales channel
 Supply 
 Workforce 

Entry strategy
Entering a new market is never easy. However, 
today’s biggest market-entry challenges 
are quite different from those of the past. In 
previous eras, the principal hurdles often were 
finding ready markets and then cutting through 
the red tape that (figuratively speaking) 
protected them. Nowadays, receptive markets 
across Asia are common. As a result, centre-
stage battles are more about competing for 
customers, resources and qualified business 
partners, such as local distributors and other 
third party services providers. 

Moreover, Asia population growth is 
no longer limited to a few Tier One cities, 
but is actually happening in a variety of 
widely disbursed urban, suburban and rural 
locations. This too changes the battle plan by 
introducing more transportation, distribution 
and local marketing and product readiness 
dimensions. Just one issue—say, rapidly 
rising fuel costs—could completely alter a 
company’s sales strategy for countries like 
China, where huge distances often separate 
the most rapidly growing sales and sourcing 
opportunities. 

The bottom line is that a formal, country 
and/or region-specific market-entry strategy is 
vital. And the most fundamental determinant 
of this strategy is deciding whether to grow 
one’s business organically or by acquiring one 
or several local companies.
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 For companies seeking to grow 
organically, the focus should be on quickly 
grasping the business environment, the 
distribution channel landscape and all 
regulatory constraints, while building 
a sustainable local management team. 
This approach generally results in more 
controlled growth as the company 
develops a deep understanding of 
the area’s market needs, practices and 
opportunities. A key hurdle, however, 
is local management: an increasing 
shortage of skilled managers exists in 
many parts of the region. However, a long-
term strategy built on the importation 
of “headquarters talent” is seldom the 
only solution. Local knowledge and 
intimacy are needed for companies to be 
successful over the medium term. 

 For those that aim to grow through 
acquisitions or partnerships, the key 
is finding the best takeover target or 
collaborator, and then positioning the 
two operations to drive value quickly. 
Unfortunately, there are many more 
companies looking to buy than there 
are companies looking to sell. Thriving 
organisations typically have little incentive 
to sell, while those that are for sale 
may be troubled or not performing up 
to standard. Exceptionally strong due 
diligence skills—a tricky challenge in less-
mature markets—are essential. The same 
can be said with post-merger integration 
capabilities: companies that understand 

Figure 1: tailoring supply chain approaches to a specific country’s level of market maturity 

the critical relationship between supply 
chain management and post-merger 
integration will invariably do better. Still, 
it could be worthwhile to acquire and 
revamp less-desirable companies simply 
to leverage their existing infrastructures 
and business relationships.

A leading player in business-to-business 
(B2B) foodstuffs exemplifies the importance 
of making the right partnership choice. The 
organisation has operated successfully in 
China and Asia since 1990, partly due to its 
acquisition of a local player that uses the 
company’s ingredients in its own offerings. 
That local partner also is helping the company 
build up its business-to-consumer (B2C) 
capabilities—an essential arrangement since 
one of the entity’s new B2C offerings is a food 
product that is not widely known or accepted 
in China. To help crack the Chinese market, 
the local partner provides important insights 
and local marketing—leveraging its extensive 
knowledge of consumer preferences, product 
presentation and packaging. Clearly, an inside 
connection has helped introduce a “foreign” 
product to skeptical Chinese consumers and 
retailers. 

Channel strategy
Changing demographics should be the 
catalyst for new channel strategies. In 
India, China and Vietnam, for example, 
most people reside in rural areas. However 
rapid urbanisation is quickly shifting the 

distribution landscape. At the same time, 
a burgeoning middle class—with greater 
disposable incomes and increased propensity 
to spend—brings different priorities to the 
marketplace. In this respect, human nature is 
unchanging: greater economic positioning is 
synonymous with increased desire for quality, 
variety and availability. 

In many Asian countries, most products 
are sold to consumers through small shops 
located away from large cities. However, 
in many countries now, a middle class is 
emerging not just in major coastline cities, but 
well inland, and their interests are less and less 
likely to be served by mom and pop shops. 

As noted earlier, this poses immense 
challenges for moving and selling. It also 
highlights the increasingly essential role 
of business partners, such as distributors 
with local knowledge of various regions, 
insights into customary business practices, 
and knowledge of (and ability to provide) 
competitive pricing. Delivering product to a 
distributor with a facility located outside your 
target country can minimise the channel-
management burden and reduce the delays 
that often occur at the border.

The right distributor might operate from 
a 200sq ft building or be a major player in the 
market. However, few local distributors have 
reached the level of supply chain performance 
that companies in mature markets have 
come to expect. For some companies, 
helping distributors become more proficient 
is therefore critical, but this may not help to 
foster brand exclusivity. 

As a result, some companies operating in 
the region are taking back sales and marketing 
functions from their distributors, and relying 
on them only for fulfillment. Several of 
the world’s mobile phone manufacturers 
have followed this path. Early on, they 
worked closely with local partners to develop 
knowledge and capabilities. But as their 
proficiency grew and markets become 
more competitive, they moved to more of a 
direct model. For many such organisations, 
the benefit is more efficient operations and 
closer relationships with customers and 
consumers.

Still, many companies benefit from locally 
supported channel relationships, particularly 
in emerging markets that are widely dispersed 
and culturally dissimilar. Some of these 
relationships take advantage of the sales and 
distribution experiences of leaders in non-
competing markets, thus avoiding much of the 

•	 Undeveloped	 infrastructure	
and distribution

•	 Fragmented	industries
•	 Low	third	party	capability
•	 Low	cost	labour	availability

Stages of supply chain development in emerging markets

Emerging Developing Developed

Tailor approaches to match the country’s level of market maturity

•	 Mix	of	traditional	and	modern	
distribution channels

•	 More	demanding	customers
•	 Increasing	competition	and	

consolidation of industries
•	 Difficult	to	access	

sophisticated supply chain 
capabilities

•	 Modern	distribution	channels
•	 Intense	competition
•	 Demanding	customers
•	 Easier	to	attract	skilled	talent
•	 Processes	and	infrastructure	

which supports collaboration
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need for expensive infrastructure to support 
a small share of the market. For example, 
one consumer products company is working 
with a larger non-competitor to leverage 
its sales and distribution infrastructure and 
thereby establish a credible presence in a 
new market.

Supply strategy 
Entering or sourcing from any new market—
emerging, developing or developed—calls for 
a globally optimised, end-to-end supply chain 
that is simple on the inside, differentiated on 
the outside, and delivers the right item(s) 
at the right time and right cost to the right 
place.

To manage the vast distances and broad 
complexities of Asia Pacific supply markets, 
most companies would do well to consider 
large third-party logistics providers. Entities 
like DHL, FedEx and UPS are structured to 
help businesses of all sizes source quickly 
and reliably. Of course, there are added costs 
associated with not doing it yourself, but 
these can quickly be neutralised by reduced 
assets and overheads, and by the added 
convenience, reliability, predictability and 
scalability that major 3PLs often provide. 

Sharp increases in Asia labour costs should 
also be noted, since the value of world-class 
third-party services providers generally goes 
up as local labour costs rise. However, other 
shifts also affect an Asia-focused company’s 
supply strategy: volatile commodity prices, 
volatile currencies, and rising energy and 
transportation costs to name a few. 

In the end, international companies could 
discover that sourcing goods from some 
Asia locations is not cost-effective under any 
circumstances. Sourcing closer to home—a 
“hemispheric supply strategy”—could thus 
become more attractive to companies on all 

continents. Sourc-
ing from Asia by 
Asian companies 
might rise precip-
itously—partic-
ularly given the 
region’s growing 
consumerism—
while sourcing 
hemispherically 
(e.g., from Brazil, 
Mexico, Poland 
and Russia) could 
become more 
popular for com-
panies in North 
America and Eu-
rope. A total net landed cost analysis, using 
analytical tools to assess “what ifs,” is the only 
way such complicated decisions can be made 
responsibly. 

Accenture research has shown that inter-
national procurement offices (IPOs) are being 
used by some of the world’s most successful 
companies to incorporate new sources of sup-
ply into their established global supply chains. 
Think of IPOs as extensions of a company’s 
global procurement organisation—shared 
services entities staffed with specialised 
sourcing teams that perform dedicated order- 
and logistics-management functions. IPOs 
can help companies ensure they effectively 
acquire components, materials and services 
from emerging markets, which is critical given 
how global sourcing has evolved from an op-
tion to an imperative for companies wanting 
to achieve high performance.

Workforce strategy
Working with local talent is critical to the 
success of market entry in Asia Pacific. 
Language skills, market insights and local 

knowledge (what and who you 
know) are just a few of the reasons. 
The bottom line, however, is that 
a distinct strategy for managing 
talent in emerging markets is 
essential. 

T h i s  a p p r o a c h  c a n  b e 
coordinated with a company’s 
home-country talent-management 
system, although most of the 
success associated with attracting, 
developing and retaining talent 
in these markets is unique to 
local cultures. Many HR managers 
working in emerging markets 

have had a rough time when techniques 
used in their home country are relied upon 
too heavily. 

Among multinational corporations, 
it is increasingly common to invest in the 
development of middle managers. Hot 
commodities—people heavily sought by 
other companies—often result, which is why 
distinctive strategies need to be in place to 
retain top people. Empowering local talent 
with increasing levels of responsibility not 
only helps a company hold on to employees; 
it also plugs their market expertise into the 
decision-making process. 

Savvy workforce strategies are key to the 
proliferation of the IPOs noted in the previous 
section. In fact, two-thirds of China IPOs for 
instance are managed by companies’ senior 
executives. The reasons are simple: senior 
executives recognise the strategic value that 
the China IPO can deliver, and they also can 
provide the appropriate level of experience 
needed to build a new organisation in a 
complex environment.

The best strategy
Companies looking to penetrate or source 
from emerging or developing markets across 
Asia could learn much from established 
multinational companies. Still, the best 
strategy is multiple strategies: creating 
specific, distinctive strategies for market entry, 
channel, supply and workforce, and revisiting 
them frequently (Figure 2). 

This awareness of constant change and 
the need for continuous improvement is 
a core component of high performance in 
global operations. Flexibility and adaptability 
must underpin every strategy focused on 
emerging and developing markets.     

Key 
Capabilities Key Considerations

Entry strategy 


Evaluate entry options: organic versus acquisition
Focus on accelerated growth to meet competition

Sales strategy 



Know customer demographics
Choose distribution partners carefully
Consider the advantages of selling directly to 
customers

Supply 
strategy





Leverage well-established third-party logistics 
providers
Evaluate the total sourcing cost and align supply 
chain strategy accordingly

Workforce 
strategy





Invest in local talent for long-term growth
Allow greater local control
Respect cultural differences and local practices 

Figure 2: key considerations for each of the four core strategies that can help companies achieve 
high performance in emerging and developing markets

❝Unfortunately, there are many 
more companies looking to buy 
than there are companies looking 
to sell. Thriving organisations 
typically have little incentive to 
sell, while those that are for sale 
may be troubled or not performing 
up to standard. Exceptionally 
strong due diligence skills—a 
tricky challenge in less-mature 
markets—are essential.❞
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For over a decade, sustained economic 
growth across Vietnam has created 
millions of jobs and generated billions 

of dollars in export earnings. While prospects 
for continued growth are high, companies are 
very concerned about the development of 
ports, and related infrastructure projects, that 
will allow for the efficient and timely export 
of primarily containerised cargo. 

Vietnam’s accession to the WTO saw 
foreign and local investment increase; this 
brought hyper-growth to many sectors. 
Export oriented activities are possibly the 
single most important element of Vietnam’s 
economic development. From manufactured 
goods such as textiles, footwear and furniture, 
to seafood and agricultural products, exports 
create jobs and generate significant revenues 
for Vietnam.

Major shipping and logistics providers 
have been tracking developments in both 
export growth and infrastructure planning 
carefully, and are expressing concern that the 
latter may not be sufficient to support the 
former. Shipping lines started expressing 
concern the hard way in July, raising terminal 
handling charges to compensate for lengthy 
port handling times. As the government 
reacts to cries from shippers that the charges 
are eroding their margins, it has become 
clear that decisions and actions regarding 
infrastructure made this year will have a 
profound effect on the country’s export 
growth and competitiveness.

The congestion issue 
Port congestion is particularly acute in the 
Ho Chi Minh City (HCMC) area where FDI 
has been concentrated. In 2004, HCMC 
accounted for 78% of Vietnam’s container 
shipments, compared to 19% from the ports 
of Haiphong/Cai Lan. While one frequently 
proposed solution is to encourage more FDI 
in the Hanoi area, the Haiphong/Cai Lan ports 
are currently further behind in their develop-
ment into efficient container terminals that 
can accommodate feeder vessels of at least 
1,500 teus (twenty-foot equivalent units).

Corporate investors active in Vietnam 
are concerned about significant delays 
plaguing Vietnam’s supply chains. Demand 
began to exceed terminal capacity in 2007. 
The situation has worsened in 2008 and will 
worsen even further during 2009 - all before 
the deep-water terminal at Cai Mep becomes 
operational in 2010, if that project stays on 
schedule.

Poor 
infrastructure 
constrains 
growth
By Gordon Feller
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With the shortage of container berths 
in the HCMC area, delays are inevitable, and 
the options to increase existing container 
lift capacity will have only a small impact on 
minimising expected delays. For example, 
measures to increase mid-stream loadings 
or to use break-bulk terminals for additional 
container loadings are inefficient short-
term solutions that put mid-stream loading 
cargo at risk. Furthermore, any delays in 
unloading/loading feeder vessels directly 
impact shippers’ supply chain costs through 
increased inventory, higher ocean freight 
rates, and possible additional airfreight costs 
for high demand products.

Vietnam’s commitment to the deep-water 
port at Cai Mep demonstrates both a commit-
ment to development and a corresponding 
recognition of expected future growth. 
Companies now have major concerns about 
the 2010 timeline given the complex nature 
of the project (site preparation), and the fact 
that only two of the five terminals have com-
mitted financial and development plans. For 

this reason, many executives are trying to get 
information so they can understand Vietnam’s 
plans to develop the other three terminals, as 
well as the timelines for construction and 
dredging at the new Hiep Phuoc port.

Getting containers to the ports in a timely 
manner — from factories and consolidators’ 
facilities, has become a major concern. This 
is especially worrisome given the significant 
increase in passenger and freight traffic in 
and around the HCMC area. Container cut-off 
times at terminals now, more than ever, need 
to be strictly enforced in order to improve 
terminal productivity, and reliability in road 
transport is becoming even more critical.

A number of highway, bridge, and 
tunnel infrastructure developments have 
either started or are planned to start and be 
completed between 2008 and 2010.  Figure 
1 lists some of the major projects.  

Because infrastructure projects of this 
size are complex, and fairly new in Vietnam, 
shippers are apprehensive over whether the 
timelines will be met.

ProjecT        exPecTed comPleTion daTe

Thu Thiem Bridge       2008
Thu Thiem Tunnel       2008
Phu My Bridge        2008
Phu My Bridge Highway     2008
HCMC ‘ Long Thanh ‘ Dau Day (E-W Hwy)     no date

Figure 1: landside infrastructure projects

2006      2015 

Road infrastructure development in the Greater Mekong Subregion

Source: Viettraffic (IIR) 2008

crisis point
The congestion situation and infrastructure 
problems seem to have reached a crisis 
point. Exasperated customers warn they will 
cancel contracts if they can’t get their goods 
sooner. 

Ports in Ho Chi Minh City are clearly 
struggling to cope with a huge influx of 
imported commodities, frustrating importers. 
Saigon Newport Company, operator of both 
Tan Cang and Cat Lai ports in HCMC, said 21% 
more goods moved through its Cat Lai Port in 
District 2 in the first four months than in the 
same period last year.

The port company said imports increased 
more than 43% over the same period.

According to the General Statistics Office, 
imports exceeded exports by US$11.1bn 
over the first four months of 2008. Imports 
climbed 71% to $29.36bn.

Figures from the port operator show 
around 2,500 shipments were loaded and 
unloaded at Tan Cang and Cat Lai ports every 
week this year, a year-on-year increase of 
1,100 movements.

Saigon Newport Company predicted the 
situation would get worse, with shipping 
companies reporting a sharp increase in 
the number of import orders being placed. 
But leaders of the customs department at 
the city’s ports said they had warned of a 
possibility of logjam at ports since last year.

Customs off ic ia ls  sa id the por t 
infrastructure, including container-moving 

equipment, could not keep up 
with the spike in the number of 
shipments.

Many companies have been 
despairing over the delayed deliv-
ery of their imported goods, stuck 
at Victory Port, known as Vict, in 
HCMC’s District 7 for days.

“My shipment of machines 
arrived at the port early last week 
but I haven’t been able to get it”, 
said Tran Minh Trung, director of 
an import-export firm.

A representative of another 
impor ter  sa id :  “My f i rm’s 
shipment cleared customs, but 
it was placed in the far corner 
of the port under six or seven 
containers. So it will take ages 
to get it out. My customers are 
saying they can’t wait any longer 
and warned they would cancel 
their contracts.”

Source: Government of Vietnam
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A similar situation exists 
at Cat Lai Port. Local exporters 
struggle to get their products 
into the already-full port. 
There have been reports that 
shipments of frozen food 
spoiled while waiting outside 
the port.

Heavy machine importers 
said besides the jam-packed 
ports, they also have to cope 
with the ban on vehicles of 
more than 30 tons crossing 
many of HCMC’s bridges. 

The longer shipments 
are trapped in the ports, 
the costlier it is for local 
companies.

The daily fee for a 20-foot 
and a 40-foot container at 
Victory Port is US$1.60 and 
$2.40 respectively, while an 
empty container is charged 
between $0.80 and $1.20 a 
day.

Saigon Newport Company 
said it had sought approval 
from the customs department 
to transfer containers awaiting 
customs clearance from Cat 
Lai Port to the less crowded 
Tan Cang Port.

There are nearly 5,000 
20-foot containers that have 
languished at Cat Lai Port for 
more than 30 days, the firm 
said at the time of writing. 
But only shipments destined 
for Tan Cang Port can be 
transferred from Cat Lai Port 
to Tan Cang Port. Customs 
officials are considering the 
port operator’s request.     

Vietnam, supply chain indicators

Source: ADB 2007

Item 1990 1995 2000 2002 2003 2004 2005 2006

EXTERNAL TRADE     Mn US dollars; calendar year
Exports, fob 2404 5449 14483 16706 20149 26485 32447 39826
Imports, cif 2752 8155 15637 19746 25256 31969 36761 44891
     Trade balance -348 -2706 -1154 -3040 -5107 -5484 -4314 -5065

               External Trade  annual change, %
               Exports 23.5 34.4 25.5 11.2 20.6 31.4 22.5 22.7
               Imports 7.3 40.0 33.2 21.8 27.9 26.6 15.0 22.1
               Trade balance 43.9 -52.7 -475.2 -155.7 -68.0 -7.4 21.3 -17.4

Exports, by SITC section
Food and live animals 826 2064 3780 4118 4432 5278 6346 …
Beverage and tobacco 18 5 19 75 160 174 150 …
Crude materials excluding fuels 327 371 384 517 631 831 1229 …
Mineral fuels, etc. 500 1211 3825 3568 4151 6233 8358 …
Animal, vegetable oil, and fats 10 14 72 13 23 38 18 …
Chemicals 18 31 159 262 340 421 536 …
Basic manufactures 107 350 911 1125 1355 1890 2165 …
Machines, transport equipment 1 89 1276 1337 1793 2562 3145 …
Miscellaneous manufactured goods 575 1315 4052 5691 7260 9055 10494 …
Unclassified goods 22 – 6 2 4 3 5 …

Exports, by principal commodity
     1.  Textile products 242 850 1892 2732 3609 4430 4839 5802
     2.  Marine products 239 621 1479 2036 2200 2393 2733 3364
     3.  Rice 305 530 668 726 720 955 1407 1306
     4.  Coffee 92 596 501 322 505 649 734 1101
     5.  Wood and wood products … 115 311 460 609 1102 1562 1904
     6.  Rubber 66 188 166 271 378 610 804 1273
     7.  Coal 33 89 94 154 188 361 669 927
     8.  Frozen shrimp 152 291 … … … … … …

Imports, by SITC section
Food and live animals 114 380 627 939 1262 1495 1955 …
Beverage and tobacco 12 81 103 149 153 163 176 …
Crude materials excluding fuels 90 457 591 816 1001 1454 1623 …
Mineral fuels, etc. 641 902 2121 2166 2714 3982 5366 …
Animal, vegetable oil, and fats 1 95 87 131 152 224 188 …
Chemicals 450 1285 2402 2933 3623 4694 5310 …
Basic manufactures 612 1512 3402 5415 6672 8859 10172 …
Machines, transport equipment 742 2343 4711 5758 7922 8737 9252 …
Miscellaneous manufactured goods 67 1101 1586 1427 1575 1795 1899 …
Unclassified goods 23 – 8 13 181 567 820 …

Direction of Trade  Mn US dollars; calendar year
Exports, total 2524.6 5621.4 14482.5 16704.7 20143.8 26485.0 32441.9 40202.5
     1.  United States 0.0 169.7 733.0 2453.2 3939.6 5024.8 5930.6 8422.7
     2.  Japan 340.3 1461.0 2575.2 2437.0 2908.6 3542.1 4411.2 4927.5
     3.  China, People’s Republic of 7.8 361.9 1536.4 1518.3 1883.1 2899.1 2916.0 2259.9
     4.  Australia 7.7 55.4 1272.5 1328.3 1420.9 1884.7 2570.2 3656.5
     5.  Singapore 194.5 689.8 885.9 961.1 1024.7 1485.3 1808.5 1499.9
     6.  Germany 41.2 218.0 730.3 729.0 854.7 1064.7 1086.7 1789.9
     7.  United Kingdom 1.9 74.7 479.4 571.6 754.8 1010.3 1015.8 1356.8
     8.  Malaysia 5.0 110.6 413.9 347.8 453.8 624.3 949.3 1286.8
     9.  France 115.7 169.1 382.7 439.1 497.2 555.1 652.7 872.3
   10.  Philippines 57.0 41.5 478.4 315.2 340.0 498.6 829.0 959.6

Imports, total 2842.1 8358.5 15636.5 19744.8 25255.1 31968.8 36978.0 47161.8
     1.  China, People’s Republic of 4.6 329.7 1401.1 2158.8 3138.6 4595.1 5778.9 8215.2
     2.  Singapore 497.0 1425.2 2694.3 2533.5 2875.8 3618.4 4597.6 6004.5
     3.  Japan 169.0 915.7 2301.0 2504.7 2982.1 3552.6 4093.0 4480.9
     4.  Korea, Republic of 53.1 1253.6 1753.6 2279.6 2625.4 3359.4 3600.5 4224.3
     5.  Thailand 17.0 439.8 810.9 955.2 1282.2 1858.6 2393.2 3407.7
     6.  Malaysia 0.8 190.5 388.9 683.3 925.0 1215.3 1258.6 1933.8
     7.  Hong Kong, China 196.9 419.0 598.1 804.8 990.9 1074.3 1235.8 1661.4
     8.  United States 0.6 130.4 364.0 458.6 1144.1 1133.9 864.4 1210.2
     9.  Germany 118.6 175.5 295.2 558.1 614.6 694.3 662.5 978.4
   10.  Indonesia 9.8 190.0 345.5 362.7 551.5 663.3 702.4 883.0

country lPi customs infrastructure international 
shipments

logistics 
competence

Tracking & 
tracing

domestic 
logistics costs Timelines

Singapore 4.19 3.9 4.27 4.04 4.21 4.25 2.7 4.53

China 3.32 2.99 3.2 3.31 3.4 4.25 2.97 3.68

Thailand 3.31 3.03 3.16 3.24 3.31 3.25 3.21 3.91

India 3.07 2.69 2.9 3.08 3.27 3.03 3.08 3.47

Vietnam 2.89 2.89 2.5 3 2.8 2.9 3.3 3.22

Vietnam’s logistics performance

Source: World Bank LPI 2007
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Ho Chi Minh car boom 
increases congestion
During peak hours in the morning and 
the afternoon, cars queue up in long 
lines on major HCM City roads.

Senior Lieutenant-colonel Vo Van 
Van, vice head of the Land Police 
Division under the HCM City Police 
Agency, said over 100 new cars are 
registered each day. From October 1, 
2007 to April 30, 2008 more than 26,000 
cars and motorbikes were registered, a 
79% increase compared to 2006.

HCM City’s car boom has many 
reasons. As well as the slashing of import 
taxes on cars and the development of 
the local automobile industry, urban 
dwellers are getting wealthier from 
stock and real estate trading and buying 
cars. The city now has three times as 
many cars as it had in 2000, but roads 
have not been widened and road 
building projects are sluggish.

Statistics show that most roads in 
HCM City are narrow. Only around 14% 
of roads are over 12m wide, and able to 
support buses. Some 51% of roads are 
7-12m wide, suitable for small cars and 
small buses and 35% of them are less 
than 7m wide, sufficient only for two-
wheel vehicles.     

Vietnam — long championed as 
the next China when it comes to 
exporting potential — has had a 

tough year. Rampant inflation, the highest 
in Asia at 25%, combined with currency 
wobbles, and an enormous trade deficit 
have clipped the wings of this fast evolving 
former French colony. However, the biggest 
hurdle it faces in becoming a genuine export 
powerhouse is in logistics infrastructure. 

With this in mind, the US Agency for 
International Aid (USAID) together with Nike, 
APL and Maersk took 14 senior officials from 
the Vietnamese government to visit their 
counterparts plus port officials in Singapore 
and China in late June. The focus of the trip was 
on developing and financing infrastructure 
for export and import of goods through 
ports, roads, bridges and other infrastructure 
services to achieve higher efficiency in 
transportation to attract and retain foreign 
investment and growth in exports.

“With economic development expected 
to continue at a rapid pace, pressure on roads, 
ports and other infrastructure systems will 
increase, creating higher transaction costs, 
congestion, and inefficiencies,” the USAID 
team said in a release.  

The team noted “the long lead times from 
project planning through completion” in 
Vietnam, which is likely to create “a projected 
infrastructure shortfall on the country’s 
economic development”.

The study mission highlighted three 
key lessons for attracting investment and 
sustaining economic growth.

First and foremost is the imperative 
to create a good economic climate - low 
inflation, favourable credit, stable currency, 
positive balance of trade/payments, and 
security for investors. Second is the urgent 
necessity to establish a legal structure and 
policies that are pro-business and investor 

❝While the country is 
comparatively investor-
friendly for the commodities 
sector, a better legal 
framework needs to be set 
up for exporters to attract 
second tier manufacturers. 
Another urgent issue for the 
country is to make customs 
regulations universal, with 
different provinces currently 
having different rules.❞
friendly, as well as good customs processes 
to grow trade, especially for exports.

Third — from an infrastructure point 
of view — the team stressed that the 
government must adopt an integrated 
master plan for air, seaports, rail, roads and 
bridges; foster greater national and provincial 
collaboration, push for foreign investment, 
and have a constant review of demands on 
infrastructure for planning ahead.

Going into more detail of what needs to 
happen to make Vietnam more competitive, 
Barry Akbar, managing director of APL 
Vietnam, tells Supply Chain Asia that the 
national economy must be managed better 
“to cut the chronic trade deficit”. Likewise 
inflation must be curbed. 

He suggests improving export credits 
over import credits and putting in tariffs on 
luxury goods, while encouraging the import 
of machinery and the export of finished 
products. While the country is comparatively 
investor-friendly for the commodities sector, 
a better legal framework needs to be set 
up for exporters to attract second tier 
manufacturers (companies that support 
primary suppliers in the delivery of goods 
and services to a customer). According to 

Akbar, another urgent issue for the country 
is to make customs regulations universal, 
with different provinces currently having 
different rules. This national/provincial 
collaboration applies too when it comes to 
planning infrastructure which at present 
Akbar describes as ‘haphazard’. 

Shirley Justice, general manager, Nike 
Vietnam hopes that, “The Vietnamese officials 
participating in the study mission experienced 
first-hand some of the challenges and 
opportunities in the flow of goods from 
factory to ship to better appreciate the 
importance and complexity of a master plan 
pertaining to infrastructure.”  

Another trip overseas for policy maker 
level (deputy minister and above) is planned 
by the same team later this year. The tentative 
plan is the trip will be held in December this 
year, with visits to the US and Mexico, the 
latter to study the successful public private 
partnership in infrastructure planning.     

The road 
ahead
A team including Nike, APL and Maersk has released a study 
showing what needs to happen for growth to be sustainable, 
reports Sam Chambers
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Jack Gross, senior vice 
president and general 
manager, International, 
Schneider Logistics, tells 
Lee Perkins that being 
able to hedge your bets 
in an environment of 
regional economies is the 
way of the logistics future

on the way out?
capacity to manage this may potentially have 
an extremely difficult time surviving.”

Localised sourcing 
But what of the longer term picture for 
globalisation in general? Recent supply 
chain cost projection models run by Infor in 
western Europe illustrate that if fuel prices 
start to rise again it could eventually make 
localisation of production by relocation 
to lower cost European regions in the 
former Soviet Bloc more cost effective than 
shipping the vast distances from China and 
East Asia. Furthermore, with predictions of 
prices of US$200 a barrel of oil in the not 
too distant future, could this spell the end of 
globalisation?

“In these terms, I see the future of 
globalisation a little differently” Gross explains. 
“When you look at the global economy, and 
at present it is global, I think we are likely 
to see a move back toward a more regional 
economy. By that, what I mean is there is 
going to be an Asian economy, an American 

economy, a European economy, and  a  number 
of other smaller developing economies.

“Inevitably, in the longer term, the 
simple cost of moving things is going to 
get out of hand. You are going to have to 
assemble, build, and manufacture for the 
Asian economy in Asia, and the same for the 
Americas, and Europe. But what you will have 
to continue to move internationally is the raw 
materials and bulk products.”

But according to Gross, globalisation in 
terms of the reach of companies will continue 
because simple logistics costs are no longer 
the bottom line. Gross goes on to explain, in 
an allusion to the weakening power of the US 
and possible volatility of the future economic 
world: “It’s not just about the cost of moving 
things; it’s about being able to adapt to the 
changing economic landscape and hedge 
bets by being involved in a number of 
different markets.”  

Illustrating his point, he goes on to 
elaborate the way the future may look. “For 
example, if we look at what is happening at 
the moment, the United States is becoming 
one of the lower cost car part manufacturers 
due to the weakening dollar.” Doesn’t that 
mean the end of globalisation as we know 
it? Perhaps, but only as we know it now, says 
Gross, reiterating how ‘global flexibility’ is likely 
to become the buzzword for major players 
in this increasingly regional world economy: 
“Companies will increasingly need to be able 
to say to themselves, ‘let’s slow down what 
we are doing in Germany and ship our parts 
to Alabama’, when for example one of these 
regions goes into recession”.     

ISglobalISatIon

infrastructure update24 3pLs

With weakened financial markets, 
ever rising commodity prices, and 
the prospect of a global recession 

lurking in the shadows, some have begun to 
question the logic of ongoing globalisation. 

And perhaps with good reason, as the 
pillars that supported it seem to be crumbling 
before our eyes. In recent months the super 
credit bubble of sub-prime mortgages has 
burst, political and economic confidence 
in the sole remaining super power appears 
to be evapourating as the dollar falls, and 
fuel prices – a key determinant of any global 
strategy – have been highly volatile as the 
occupation of Iraq is increasingly seen for 
the military, political and economic debacle 
it really is.

So with dark clouds on the economic 
horizon, what does it all mean for global 
logistics providers? 
“The North American 
economy is a pretty 
resilient group of 
economies, and it 
will recover. But in 
the meantime the 
companies that are 
going to survive 
are going to be the 
multinationals that 
can balance the 
current downturn 
against their business interests in Asia, 
Europe, or the Middle East.” 

In fact, Gross continues, looking at the 
global economy, some regions are likely to 
weather the current storm with little significant 
impact – notably, the Middle East, which is 
booming. “Companies that do not have the 
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Even in logistics, where the pace of 
consolidation can be pretty fast you’d 
be hard pressed not to blink at the 

remarkable rise of Agility to the global logistics 
scene in just a few short years. A voracious 
appetite for acquisitions has underpinned the 
company’s global rise which started in earnest 
in 2005 with the acquisitions of TransOceanic, 
Trans-Link and Geologistics. 

These three acquisitions are the basis of 
Agility’s mainland China presence, but the 
expansion hasn’t slowed. The 2007 purchase 
of Guangzhou Runtong International 
Transportation Co Ltd extended the 
company’s network in the Pearl River Delta 
region; while the buyout of Shenzhen-based 
Cosa Freight, with six offices and 200 staff, 
will further increase the range of services 
the company can offer in major trading and 
manufacturing centres in the country. 

“Cosa adds a lot of value,” newly appointed 
China CEO James Gagne told Supply Chain 
Asia during a recent interview in Shanghai. 
“It’s strong in retail, including multi-country 
consolidation services here, and transloading 

in the US and Canada. It allows us to offer 
more origin cargo services in more parts of 
China, which will actually strengthen our 
position in North America.”

Plans for China 
The Cosa acquisition is part of big plans 
for Agility in China. According to Gagne, 
the company wants to be doing $1bn in 
revenue in China within three to five years, 
and more than double its staff from 1400 
to 3000 nationwide. “We want to be a major 
innovator in this market. We also want to be 
an employee of choice here.”

So can we expect more acquisitions? 
Maybe, says Gagne, particularly in terms 
of what he calls ‘local heroes’ that fit what’s 
needed in a geographic sense, or bring 
specific product advantages. Meanwhile, 
organic growth will be led by sales focus on 
five key market verticals: automotives, retail, 
high-tech, chemicals and project logistics. 

With its pedigree in government 
work, providing project support for the 
big infrastructure work currently being 

agility wants $1bn revenue from 
China within five years

undertaken by Chinese government 
companies in, for instance, the power sector, 
is being seen as a particularly suitable 
opportunity. Beyond this, it is China’s 
expected development into one of the 
world’s biggest consumer economies that 
the company finds attractive. “The middle 
class is growing. They’re buying more, they 
want to buy more, and more products are 
being imported for them, something the 
appreciation of the RMB is helping. Leading 
global brands are setting up shop here to 
sell to Chinese and are demanding quality 
logistics services,” notes Gagne. 

And quality logistics services are 
materialising. “The government is creating 
the right environment for the sector to 
develop. With their support, consolidation 
is happening. Eventually, the small and 
medium-sized players won’t be around, and 
a more efficient, less fragmented logistics 
system will mean accelerated growth in 
distribution of products to tier two and three 
location across the country.” 

Labour supply 
It would certainly be an understatement to 
say realising gains in China is not without its 
challenges, and the lack of qualified logistics 
professionals is one that looms large. Reliable 
market data on the subject is difficult to come 
by, but Chinese state media has in the past 
estimated a shortfall of something in the 
order of 300,000 logistics professionals in 
China by the year 2010. 

Government and key universities are 
responding, and the number of logistics-
related training courses is growing. But 
companies clearly need to do much in the 
area themselves. For Agility, this means 
initiatives such as entering co-operation 
programmes with universities. “We are 
sensitive to the need to create a strong local 
workforce here, and want to be an employer 
of choice. As well as other things, this for us 
means providing opportunities for students 
and others who choose logistics as their 
career.”     

Turloch Mooney
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Retailers, distributors and manufacturers 
look to 3PLs to outsource some part 
of their supply chain. The choice of 

3PLs is broad as are the potential logistics 
areas in which to use them. Yet despite the 
attention, many client/3PL relationships are 
not successful. There are many reasons that 
the relationships do not work. It can turn 
on expectations by either party, changing 
requirements; whether the use is strategic 
or tactical, perceptions of 3PLs, industry 
involved, position of the buyer in his industry, 
and the difficulty of the solution sought.

Much of the disappointment arises from 
needing supply chain solutions to manage 
the outsourcing of the supply chain process. 
Most 3PLs are task or functional players 
and are not process facilitators nor supply 
chain practitioners. This difference between 
what is sought and the method employed 
to achieve it is not subtle or minor. 3PLs are 
not supply chain service firms. Their primary 
focus is freight or warehousing with nominal 
interest in supply chain management to the 
point that it generates freight or warehousing 
opportunities. This is not a harsh assessment. It 
merely establishes the framework as to the 3PLs’ 
role, capability, capacity, and why using them 
in supply chain efforts may not achieve the 
deliverables sought by outsourcing buyers.

The issue exists for both domestic and 
international supply chains.  However it 
is especially true for international with 
its greater complexity, longer cycle time, 
more significant impact on the buyer and 
his company, extent of understanding and 
experience within buyer’s company, and a 
variety of risks and their mitigation.

The situation opens the opportunity for 4PLs. 
4PLs differ from 3PLs in four points:

1) Neutral. The 4PL is not part of a larger 
logistics service provider. This contrasts with 
3PLs who are part of a parent company that 
provides warehouse, forwarding, transport 
or other services.  

Neutrality means objectivity. The 3PL 
uses the services of the parent company in 
his offering to customers, whether it fits the 
needs. A 4PL is an independent who will work 
with the buyer to design, implement and 
manage supply chain solutions that meet 
the client’s needs.

4Pl – an important element 
to successfully manage 
outsourcing and 3Pls

Tom Craig, president 
of US-based Ltd 
Management, argues 
that fundamental 
differences between 
4PLs and 3PLs should 
determine the different 
roles they take on in 
supply chains

2) Supply chain management. 4PLs are 
supply chain management service providers; 
3PLs are logistics service providers. Supply 
chain management includes logistics 
services, the same ones that 3PLs offer, 
and how each of these services, including 
the 3PL, interacts to provide a total supply 
chain service.   4PLs understand build plans, 
supplier performance, demand planning, 
inventory velocity and how all those fit into 
supply chain management. That bundled 
capability is about moving products from 
suppliers to customers, whether that is in 
stores or to customer warehouses in a timely, 
accurate, complete and lean manner. Put 
another way, 4PLs see the forest, not just 
the trees.

3) Process. 4PLs understand that supply 
chain management is a business process. 
It crosses departments and functions; it 
extends beyond the corporate boundaries 
to customers, suppliers and logistics service 
providers. They also understand technology 
as a vital process enhancer.  

3PLs are transaction, not process, driven. 
They focus on the work of shipments or 
orders. So it is difficult for 3PLs to create a 
value proposition with a customer which, 
in turn, leads to turnover of customers and 
relationships.  

      
4) Strategic. 4PLs can work with clients 
to develop a supply chain strategy. They 
recognise market, industry, global and 
technology changes. They know that one 
approach is not effective to serve different 
customers and markets. 4PLs understand 
time-to-market and cycle time in what must 
be done and how it must be done. And they 
know that exit strategies may be needed. 
They do not “follow the herd”.   

A 4PL is both strategic and tactical. They can 
work with clients on the “big picture” and the 
day-to-day. 4PLs can manage the details from 
shipping to order picking to working on weekly 
buckets for production plans. Because of the 
strategic and tactical abilities, they recognise 
risks and can develop risk mitigation tools. This 
contrasts with 3PLs who are tactical only.  

Now comes the “so what”. Depending on 
the outsourcing requirement and desired result 
of the outsourcing, buyers should look to either 
4PLs or 3PLs to work with them. Each brings 
something different to the requirement. As 
such, the chance of success by either can vary.  

These differences mean both 4PLs and 3PLs 
can be part of the same buyer’s effort, just in 
different roles. 4PLs can manage 3PLs as part of 
the outsourcing solution; 3PLs cannot manage 
4PLs. Depending on the project and buyer 
specifications, the buyer or 4PL can develop 
the Service Level Agreement (SLA) with 3PLs. 
The SLA should include supply chain metrics 
that support the deliverables sought from the 
outsourcing project.

Conclusion
A buyer of outsourcing should understand 
their project and what is desired from it. He 
should understand the differences that the 
4PL and the 3PL bring to it. The distinctions of 
each can affect the outsourcing relationship 
and the longevity of it. As a final comment, a 
firm cannot offer both 3PL and 4PL services; 
that is not logical.     
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你职业生涯考虑的优先顺序

1
2
3
4
5

工作满意度
薪水
职业上升空间
学习与发展机会
就业保障

对客户业务的理解

客户服务技能

一体化物流解决方案

供应链方案设计

物流与供应链

项目管理与经营实施

沟通技巧

领导力技能

谈判技巧

行业与贸易知识

仓库管理与设计

报告技巧

账户管理技能

行业内纵向专业化

总体管理技能

远洋货运方案

销售技能

航空货运方案

差距评估：知识或技能领域；

能力            重要性
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从公司这边来说，人
力资源起到重大促进

作用，确保成功地为雇员及
公司起草并执行战略性学习
与发展计划，以收获利益。

确定可度量 
的学习成果

进行
需求分析

选取
适当的资源
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In the previous editions of Supply Chain 
Asia we introduced The Seven Principles of 
Supply Chain Management.  In this article we 
will continue on those principles, this time 
focusing upon one in particular.

First, let us review the principles, as 
follow:

Segment customers based on their 1. 
service needs
Customise your logistics network2. 
Drive operations from demand3. 
Differentiate product closer to the 4. 
customer
Source strategically5. 
Develop a supply chain-wide technology 6. 
strategy
Use supply chain spanning performance 7. 
measures

Getting to work with The 
Seven Principles of Supply 
Chain Management
In the third of a series of 
features, veteran industry 
consultant Barry Elliott 
introduces seven key ideas 
that underpin quality supply 
chain management

❝It’s sort of Supply Chain 
Darwinism – the companies 

that evolve from simple 
purchasing to sourcing 

strategically manage their 
growth and remain profitable 

along the way. Those that 
don’t fall by the wayside 
as increased needs from 

external supply puts strain on 
cash flow and performance 

requirements. ❞
In our preceding two articles, we talked 

about how important it is to know what 
your customers really need and — more 
importantly — what they are willing to pay 
for. You should then use this understanding 
to tailor your supply chain offering to be 
appropriate and, therefore, to maximise 
profit.  In this article, we will focus on one of 
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the most important of the seven principles, 
the one that focuses on your external supply 
of goods and services.  

Source strategically
Sourcing strategically is a critical element 
in your company’s bottom line. In justifying 
this view, let’s start with the understanding 
that organisations typically spend anywhere 
from 50% to 80% of their revenue on acquired 
goods and services, making a company’s 
approach to its buying process just as 
important as its approach to the process 
of marketing and selling.  Managing the 
upstream part of your supply chain is just 
as essential as looking downstream toward 
your customers.

Gone are the days when one operation, 
one link in the supply chain, can just “buy” 
something from another.  If you want to be 
successful in the long run, you have to realise 
that you and your suppliers are in business 
together; partners of sorts.

Let’s have a look at the people in the 
company who spend that money. Buyer, 
purchasing agent, procurement officer, sourcing 
professional: do these job titles confuse you? 
Do they mean that the personnel do different 
things?

They certainly do.  And what’s more, one 
can use them to convey the sense of the 
maturing process that many companies in 
particular and the industry in general has 
undergone in the last few decades.

Consider the following three definitions:
 Purchasing:  the transactional functions 

of buying products and services at the 
lowest possible price or with the most 
expediency

 Procurement:  involves the materials 
management aspects of goods and 
services purchased, in addition to the 
transaction-based activities

 Strategic sourcing:  the process of 
understanding categories, their intended 
use and supply markets based on rigorous 
analysis, in order to identify the leverage 
points and develop the appropriate 
sourcing strategy which reduces the total 
cost to the company

It’s sort of Supply Chain Darwinism — 
the companies that evolve from simple 
purchasing to sourcing strategically manage 
their growth and remain profitable along 
the way. Those that don’t fall by the wayside 

as increased needs from external supply 
puts strain on cash flow and performance 
requirements.

Purchasing has been used in the past 
to “beat up” suppliers, especially in times of 
low profitability, to improve the customer’s 
bottom-line at the expense of the supplier’s 
bottom line. The result has always been 
adversarial relationships which were 
exploited by both customers and suppliers 
from time to time based on their relative 
bargaining power.

In the 1980’s many buyers took the 
approach that developing multiple sources 
of supply was the way to avoid exploitation 
by suppliers. Over time it became apparent 
that fragmenting the supply base did not 
provide economic leverage in the supply 
market but only provided a moderate degree 
of protection against supplier manipulation, 
though at an increased administrative cost. 

Then came a new approach to supplier 
relationships based on the Japanese 
“partnership” model. The concept was 
applied to many direct goods and services 
used in business operations without due 
consideration to the actual suitability of the 
partnership model, not to mention the best 
means of managing such arrangements. 
While, initially, the partnerships appeared 
to have many advantages, over time the 
power base often surreptitiously shifted 
to the suppliers, who were shielded from 
competitive forces.

In the meantime, trade barriers were 
coming down and a new global economy 
was developing. This changed the competitor 
map for many organisations which now 

had to find new approaches to remain 
competitive. 

The new opportunities of globalisa-
tion
Globalisation and deregulation in many 
industries, while creating pressures on 
competitiveness, are also creating some new 
opportunities, like the following:
 Globalisation of the world economies has 

opened new low cost supply markets. 
One can argue that these markets 
always existed; however, they were not 
aggressively pursued because of the high 
risks of foreign exchange variation and 
the uncertainty of reliable supplies. These 
risks have diminished as companies have 
learnt to hedge imports against exports 
and, with significant structural changes in 
the shipping and distribution industries, 
the ability now exists to plan the delivery 
of imports with greater certainty.

 The traditional procurement approach 
focused mainly on the price of the 
goods and services. With organisations 
reengineering their supply chains, there 
has been a passing of risk down the 
chain. For example, responsibility for 
maintenance is now being passed on to 
the supplier of the equipment. There is 
also greater emphasis on life-cycle costs 
as opposed to initial costs as the basis for 
evaluation and selection.

 The impact of these structural changes 
and other market forces has made 
many organisations reevaluate their 
approach to procurement to identify 
the levers that can be employed to build 
sustainable competitive advantage. 
Since the forces are significant in the 
face of global competition, not only is 
the traditional area of spend — direct 
materials and services — targeted, but 
the scope has been expanded to include 
indirect spend. Organisations are able to 
realise significant benefits, without much 
effort, by adopting the strategic sourcing 
approach.

Let us now focus on the fundamental 
approach that we are promoting; it is based 
on the following mantra:  In strategic sourcing 
we are acquiring categories of goods and 
services, not single items. This simple phrase is 
the jewel in the crown of strategic sourcing 
— a kind of Rosetta Stone for supply chain 
management to make sense of what we 

❝Purchasing has been 
used in the past to “beat up” 
suppliers, especially in times 
of low profitability, to improve 
the customer’s bottom-line at 
the expense of the supplier’s 
bottom line. The result has 

always been adversarial 
relationships which were 

exploited by both customers 
and suppliers from time to 
time based on their relative 

bargaining power. ❞
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are doing, and changing the whole mindset 
towards opening up real opportunities up 
and down the entire supply chain. 

Using this mantra as a backbone makes 
the definition of strategic sourcing quite 
straightforward:  the process of understanding 
categories, their intended use, and supply 
markets based on rigorous analysis.

The approach is based on analysing the 
supply markets, the usage specifications 
or customer requirements to develop an 
appropriate sourcing strategy. Key aspects 
of the sourcing strategy include the type 
of procurement focus; key performance 
criteria; nature and time horizon of sourcing 
arrangements; level of decision authority 
required, and the preferred characteristics 
and number of suppliers.

The results of this analysis allow you to 
identify key leverage points and develop 
an appropriate sourcing strategy, thereby 
reducing the total cost to the company. It 
aligns the procurement activities with the aim 
of focusing greater attention on purchases 
that can support the strategic intent of the 
organisation based on advantages in cost 
leadership, reduced lead times or improved 
quality. 

There are many different versions of the 
fundamental rich methodology of strategic 
sourcing, but the basic steps are as follow:
 Collect and analyse data – this is probably 

the first of three or four major differences 
in the process, as compared to the 
traditional approach. There is a detailed, 
long process of analysing the supplier 
market, the industry as a whole, and 
the customer/internal requirements 
themselves.  In a number of projects, we 
have found this to be the big challenge 
to the cross-functional teams in the client 
organisations; the people keep asking, 
“when will we go shopping?”!

 Develop sourcing strategy – Based on 
what has been learned in the analyses, 
looking every which way, the team must 
determine what the strategy will be: 
do we take a fresh approach with our 
existing supplier(s)? How many suppliers 
should there be? Do we go to tender or 
just select one or more candidates and 
work with them? What are the really key 
selection criteria?

 Source  – Executing the sourcing 
strategy may take you directly to one 
or more suppliers, armed with the great 
understanding of the requirements and 

alternatives gained in the analysis step, 
or perhaps to a reasonably traditional 
approach via tendering.  Even in 
tendering, though, you are able to 
prepare a much more useful RFP and 
evaluate the responses more effectively 
than in the past.

 Negotiate and implement – Another 
of the key improvements to be found 
in strategic sourcing is “Fact-based 
Negotiation”.  Again, making use of 
the information from the first step, 
the approach to negotiation is very 
objective, very fact-based, moving away 
from the games and relationship-base of 
traditional negotiations.

Effective strategy
An example of how effective the adherence 
to this strategy can be came from a major 
passenger train tender in Australia. The 
seating was one of the most important inputs 
from the customer satisfaction point of view 
(obviously!) as well as financial exposure 
criteria because it constituted almost 8% of 
the total material cost. The requirements were 
quite unique and primarily manufactured by 
one supplier within Australia. 

The traditional approach would have 
been to squeeze the best price from the 
existing supplier, knowing that the other train 
manufacturers would also be dependent on 
them, and unlikely to have any competitive 
advantage. 

However, an analysis was undertaken 

to thoroughly research the supply market 
for seating. He searched out manufacturers 
who produced seating for other transport 
applications such as ferries, and non transport 
applications such as entertainment and 
sporting venues. He found one such local 
and reputable supplier that was keen to 
expand into other segments and was ready 
and willing to design and develop seating 
suited for the train application. The design 
was quite radical and very cost effective, thus 
providing the company with a competitive 
advantage.

In summary, strategic sourcing is all 
encompassing in its scope and applies to both 
direct and indirect areas of an organisation’s 
spend. The spend analysis, which kicks off any 
approach to strategic sourcing, is the source 
of direction for ensuing efforts, often leading 
to the indirect spend area first, surprisingly 
only because of lack of awareness of the 
importance. Two major areas of indirect 
spend in most organisations are advertising 
and travel expenses, yet how often do we 
find that these contracts are negotiated 
by adopting the appropriate procurement 
processes to ensure a cost effective and 
service oriented solution?  Not very often in 
our experience.

We will continue with the final two 
of The Seven Principles of Supply Chain 
Management in future articles.     

Barry can be contacted at BJElliott@ABf1Consulting.com

1. Segment Customers 
Based on Service Needs

Segment customers based 
on the service needs of 

distinct groups and adapt 
the supply chain to serve 

these segments profitably

2. Customise the Logistics 
Network

Customise the logistics 
network to the service 

requirements and 
profitability of customer 

segments

3. Drive Operations From 
Demand

Listen to market signals and 
align demand planning to 
ensure optimal resource 

allocation

4. Differentiate 
Product Closer to 

the Customer

Differentiate product 
and services closer 
to the customer to 
speed conversion 
across the supply 

chain

5. Source 
Strategically

Manage sources of 
supply strategically to 
reduce the total cost 
of owning materials 

and services.

6. Develop Supply 
Chain-Wide 

Technology Strategy

Support multiple 
levels of decision-
making and give a 

clear view of the flow 
of products, services 

and information

7. Use Supply Chain 
Spanning 

Performance Measures

Gauge collective 
success in reaching 

the end-user 
effectively and 

efficiently

Suppliers Plants Distribution Customers
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In the face of these mounting challenges, 
companies must redefine their relationships 
with suppliers and customers by forming 

strategic partnerships that allow timely 
supply and demand information to be 
shared and reaction times to be shortened. 
This will enable businesses to optimise the 
performance of the entire supply chain during 
the market downturn and beyond. 

Demand-driven supply chains
Demand-driven supply chains emphasise 
end-to-end collaboration between companies 
in the supply chain. The ability to achieve 
and leverage increased collaboration and 
information visibility requires improvements 
in supporting technologies, processes, 

Power boosting supply 
chain management for 
retailers in a challenging 
economic cycle
By Chris Moye, Dr Kathy Iverson and 
Marnix Etterna of Alvarez & Marsal

!

!

With several economic 
indicators suggesting that 
the US economy has fallen 
into recession and many 
economists warning that the 
worst may be yet to come, 
savvy retailers have begun 
taking steps to reduce their 
cost structures and brace 
for a protracted downturn. 
Among the companies facing 
the greatest challenges are 
consumer products and retail 
companies with supply chains 
based on emerging markets 
sourcing. While attractive 
from an economic perspective 
during normal times, emerging 
markets sourcing comes with 
two key trade-offs: longer 
lead times and less flexibility. 
At a time of weaker market 
demand and falling revenue, 
the realities of emerging 
markets sourcing can cause 
inventories to build up, which 
in turn, can drive up costs and 
impact the profitability of a 
company from both directions

resources and relationships to enable the 
constant sharing of relevant and timely 
information including:
 Demand information. This includes 

both short-term daily or weekly demand 
forecasts and upcoming events that will 

impact demand volume, as well as long-
term growth plans. While the former will 
help suppliers plan detailed production 
levels, the latter is valuable in helping 
the company and its suppliers to manage 
capacity and plan CAPEX investments. 

Consumer retail sector challenge

Demand-driven supply chain interactions

Source: Alvarez & Marsal 2008

Optimised material flow

Relevant, timely information flow shared between partners
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 Internal information. This includes 
inventory levels of raw materials, 
components, works in progress and 
finished products at all inventory locations 
such as production facilities, warehouses 
and distribution centres. Planned material 
flow, such as distribution plans, should 
also be made visible to all stakeholders. 
Information visibility across the network is 
critical to manage customer expectations, 
as well as to provide early warning signals 
to suppliers when inventories are running 
low or carrying excess risk. 

 Supply information. This includes short-
term production plans, long-term capacity 
requirements and CAPEX investments. 
Supply information helps companies 
downstream of the supply chain to 
quickly assess available capacity (in 
addition to materials already promised by 
manufacturing suppliers) and enable early 
detection of issues such as production 
bottlenecks and possible shipment 
delays.

 
Achieving this type of information 

transparency requires the identification of 
critical data and establishing data standards. 
This includes building a secure, reliable and 
cost-effective IT system, fully integrated 
within the company, as well as with similar 
systems belonging to the company’s supply 
chain partners. 

To fully reap the benefits of demand-
driven information, robust business processes, 
such as sales and operations planning, are also 
critical to ensure that information is properly 
disseminated and appropriate responses are 
planned and executed. An effective Sales and 
Operations Planning (S&OP) process usually 
consists of:

 Demand planning. Demand planning 
is a metric-focused iterative process of 
data gathering, forecast generation, 
assumption documentation and 
forecast reconciliation, resulting in an 
unconstrained demand forecast. This 
process consists of both quantitative 
analyses of data inputs (usually performed 
by an automated, statistically-driven 
demand planning system) and cross-
functional qualitative assessment of 
non-quantifiable information, regarding 
customer and market knowledge. 

 Supply planning .  An enhanced 
supply planning process is based on 

a quick sense-and-respond demand 
monitoring process. Business rules are 
clearly outlined, however, to avoid hasty 
reactions. Financial implications related 
to supply decisions, such as expediting 
materials or pre-building inventories, 
are well documented and made visible 
to management. When appropriate, the 
company should leverage supply and 
demand visibility to collaborate with 
customers to manage and influence 
end customer demand and suppliers to 
manage material flow expectations. In 
some situations, it may be appropriate 
for companies to consider redesigning 
the supply chain network to address 
capacity excess and/or constraints to 
develop configuration/postponement 
capabilities to reduce overall inventory 
requirements.

 Executive engagement.  A senior 
management review is the final step 
in S&OP when there is companywide 
commitment in four key areas: 1) what the 
company will sell; 2) the resources required 
to meet the sales commitment; 3) the 
financial investment required to execute 
the sales and supply commitments; and 
4) the customer service level these efforts 
will achieve. 

 Additional risks and opportunities are 
clearly outlined. Business decisions 
and resulting financial implications are 
well-documented throughout the S&OP 
process to enable and facilitate informed 
decision-making at all levels of the 
organisation but, most importantly, at the 
senior management level.

Product portfolio rationalisation
In an expanding economy, companies are 
often encouraged to be more opportunistic 
in exploring new markets and products to 
maximise revenue. In recessions however, 
where growth opportunities are rare and cash 
flow is the major concern, companies must 
re-examine and rationalise their portfolios 
of products and services in order to protect 
profitability. More specifically, the objective 
of rationalisation is to ensure that overall 
business and operating strategies are aligned 
and reinforce each other, allowing companies 
to reduce operating costs, improve service 
levels and reduce inventory investment.

To better understand margin contribution, 
companies must develop a “total cost model” 
at customer, order, product and supplier 

levels. It is important to conduct statistical 
and Pareto analysis to measure portfolio 
performance and identify outlying “long-
tails” to be reduced and/or better managed. 
At a high level, the product rationalisation 
approach involves three key steps:
 Develop product fact base .  This 

step defines the scope of products 
to be rationalised, then defines the 
key dimensions/metrics to be used for 
evaluation, such as product volume, 
revenue, cost of service and resulting 
margin contribution. Some qualitative 
considerations need to be included, 
such as the product’s position in the 
product life cycle, flexibility in its customer 
demand and its position in the company’s 
go-to-market strategy. Finally, criteria 
for rating the products and determining 
rationalisation candidates must be 
determined.

 Categorise products. Using the criteria 
developed in the previous step, all 
products should be categorised into the 
following groups:

 – Star products: products with high 
margin contributions, high volume 
and good projected growth rate

 – New products: products with lower 
margin contribution, but which are 
in early stages of their lifecycles and 
therefore need more time to mature

 – Stable products: mature products with 
satisfactory financial performance, 
but with limited prospects for future 
growth

 – Underperforming products: products 
with less-than satisfactory margin 
contributions but, for certain 
business reasons (business continuity, 
inflexibility in customer demand, high 
cost of rationalisation, etc.), must be 
kept in the product portfolio

 – “Duds”: products that are low volume, 
low margin and/or near end of their 
respective product lifecycle.

 Develop appropriate product plans. 
Different strategies should be applied to 
products in different groups:

 – Star products: maximise sales efforts 
of these products to drive overall 
company profitability

 – New products: make necessary 
investments to develop market 
demand

 – Stable products: optimise price and 
production process, focusing on 
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operational efficiency rather than 
long-term growth

 – Underperforming products: develop 
and execute plans for performance 
improvement

 – “Duds”: rationalise as soon as 
possible.

The key benefit to aligning business and 
operating strategies is that the two reinforce 
each other, so that the perceived needs/wants 
of customers are balanced with production 
and supply chain capabilities. Additionally, 
the simplified assortment/product offering 
leads to reduced downstream operating costs 
and working capital investments; improved 
service levels can lead to potentially increased 
revenues and profitability.

Following product rationalisation, it is 
often beneficial for companies to perform a 
supplier rationalisation, to ensure a base of 
capable and collaborative suppliers. Supplier 
rationalisation generally follows a three-step 
approach similar to product rationalisation:
 Data gathering and analysis. An effective 

supplier management programme keeps 
a thorough record of relevant information 
about the suppliers, such as industry, 
capability, regulatory requirements, etc., 
and history of performance in areas of 
product delivery, quality, compliance, etc. 
This information is critical in evaluating 
suppliers. Companies should implement 
supplier scorecards before an effective 
supplier rationalisation can be carried 
out. In addition to information about the 
individual suppliers, other analysis needed 
for supplier rationalisation includes 
supplier market analysis, technology 
trends, etc.

 Supplier selection. Based on the 
above analysis and result of product 
rationalisation, categories in which new 
and more capable suppliers are needed 
can be identified. Choosing new suppliers 
for products sourced from those soon to 
be rationalised must be performed in 
agreement with the company’s overall 
objective of maintaining a small, but 
capable supplier base.

Furthermore, as result of product 
rationalisation, there may be suppliers left with 
a small number of low-volume requirements. 
If these are suppliers worth being kept in the 
supplier base, when possible, companies 
should plan to transfer more products and/or 

Tips and traps for retailers 
in a sluggish economy
Retail companies are among the businesses 
most impacted by a recession, but also 
stand to benefit the most from a fresh 
look at their supply chain operations. 
When seeking to improve performance 
in a challenging economy, retailers and 
suppliers/service providers to retailers 
should:

 Redefine relationships with suppliers 
and customers by forming strategic 
partnerships that allow timely supply 
and demand information to be shared, 
and issues to be resolved quickly and 
collaboratively.

 Minimise the bullwhip effect resulting 
from lack of visibility and collaboration 
within the inter-company supply chain. 
This is accomplished by providing 
end-customer demand information 
directly to suppliers and indirectly to 
manufacturers. 

 Collaborate to ensure that supplier 
forecast and safety stock requirements 
reflect the most up-to-date customer 
demand. Work with manufacturers to 
obtain relevant supply information 
and gain supply-side visibility to 
proactively manage any exceptions in 
product delivery as soon as possible.

 Re-examine the product portfolio and 
eliminate products that are neither 
making positive contributions to 
profitability nor aligned with business 
growth strategy.
Rationalise product portfolios using 
the customer demand information to 
improve supply chain efficiency and 
profitability.     
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volume to them, otherwise these suppliers are 
good candidates to be rationalised and their 
products should be transferred to others.
 Transition execution. The process of 

transitioning suppliers should be treated 
in the same manner as replacing a 
phased-out product with another product 
in an earlier stage in the lifecycle. Joint 
efforts by different functional teams are 
needed to ensure a smooth transition and 
maintain business continuity. The supply 
planning team needs to temporarily 
increase the safety stock level prior to 
transition to account for the risk of supply 
disruptions. It should also coordinate 
ramp-up and ramp-down of production 
levels at different suppliers to maintain 
appropriate production levels during the 
transition.

 Engineering/QC teams should closely 
monitor the production process to ensure 
product quality and production rate. 
When necessary, the sales teams need to 
manage the expectation of customers so 
they too are aware of the transition and 
plan accordingly.

Evolving for the future
To succeed in a recessionary environment, 
it is critical for companies to improve their 
understanding of cost and profit drivers, and 
install robust planning processes to effectively 
manage supply chain complexities.

This means moving up the “maturity 
curve,” as related to emerging markets 
sourcing, as well as scrutinising existing 
product and supplier bases. It is essential 
to evolve from a company that takes a 
minimalist, department-driven approach to 
managing its supply chain opportunistically 
to an organisation that reaches beyond 
traditional borders to form close, collaborative 
relationships with suppliers and customers 
that can help insulate from the effects of an 
economic downturn.     
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Public-private partnering 
key to effective emergency 
ration supply
With a looming economic recession, abrupt weather changes, 
health pandemics and food safety concerns confounding Asian 
nations, discussions on the best ways to provide ready-to-
consume food and water storage to better manage emergency 
supplies in times of crisis are increasing. Han Kian Kwang, 
regional director, Dematic SEA, proposes public-private 
partnerships as the best solution

There is a challenge for governments 
worldwide when it comes to emergency 
food storage. Various forms of major and 

minor crises occurring constantly in the region 
are demonstrating an urgent need for ready 
food supplies that can be deployed at speed 
when required. Mass food contamination, 
natural disasters, sudden weather changes, 
wars and drought are also creating a need for 

other critical supplies such as pharmaceutical 
drugs or vaccines to be quickly available for 
deployment in times of emergency. 

Part of the solution lies with how food is 
stored. With factors such as inflationary price 
pressures, the focus to address emergency 
food supply is turning to frozen foods.
Commonly associated with lower quality 
meats and produce, frozen foods are often 

seen merely as a cheaper alternative to 
fresh or chilled versions. Frozen food is also 
increasingly playing a bigger role in how 
consumers begin to control their expenditure 
in the face of a gloomy economy.

Large scale food storage for a nation 
in times of crisis is almost an operational 
paradox. Keeping large amounts of food for 
long periods of time (more than one or two 
years) will adversely affect the quality of food. 
Even with dried or frozen food, the average 
shelf life may only be six months to a year. 
Thereafter, the taste, texture and nutritional 
value of stored food may drop significantly. 
The simple result of this is that storing 
food in large quantities to be deployed in 
emergency situations requires that the food 
be constantly rotated so that palatable food 
can be delivered in times of crisis. 

The irony behind such a proposed solution 
is obvious: how do you continuously rotate food 
meant to be put away for storage? 

Public and private sector input
In answering this, it is important to consider 
with whom the responsibility for maintaining 
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a food storage facility should lie. Taking on 
such a task, after all, is much easier said than 
done. To accurately answer this question, 
we should review the business and political 
mind-sets behind addressing this issue. 

The public sector approach to the issue 
too often doesn’t go beyond traditional 
monetary incentives and tax relief, which 
may only be part of the solution. Finding 
the right solution requires breaking down 
barriers and traditional mind-sets and 
connecting the right parties to collaborate on 
taking responsibility. Motivating the private 
sector to innovate and take on the issue at 
a strategic level would benefit a nation’s 
readiness to respond to calamity.

Organisations must look to be more 
inclusive and open to partnerships in such 
situations. There needs to be a collaborative 
environment in which both public and 
private enterprises can openly engage and 
leverage on differing interests for a common 
goal instead of managing them as a source 
of potential conflict. 

This ‘marriage of convenience’ between 
the public and private sector would serve to 
benefit all parties and address the interests 
of those involved. Through this collaboration, 
the parties involved can create practical, 
large scale food storage facilities that are 
operationally ready to distribute rations in 
times of crisis.  

A challenge to such a proposal may lie 
in managing an ecosystem of relationships 

with complementing and conflicting interests, 
in which relevant government agencies 
undertake an operational stake in the running 
of food reserves and private companies build 
and manage mega food storage facilities with 
their public sector partners. 

A current template or point of reference 
for such an arrangement between public 
and private entities is already present in 
bonded warehouses – where goods are 
spared from import tariffs until they are 
delivered for intended recipients both 
locally or re-exported overseas. Food or 
pharmaceutical bonded storage facilities 
would mean a certain amount of goods are 
readily accessible by a country should the 
need arise.

Private companies who partake in such 
an exercise can enjoy the economies of scale 
benefits from dealing with such large volume 
food imports and exports. Such storage 
facilities would require tight security and be 
subject to food safety checks. These measures 
would work towards increasing the quality of 
food by lowering the risk of contamination 
within the food supply cold chain.

Technological expertise
Technological expertise should redefine 
the nature of such a strategic initiative and 
open channels for discussion to create 
new cooperative systems that yield greater 
preparedness, sustainability, competitiveness 
and cost effectiveness.

Private companies bring with them 
the industrial know-how and expertise in 
running such facilities. They can provide 
input on various technological features such 
as automation, storage planning and counsel 
to maximise the use of land and space. 

In addition, the investments and effort 
required from government agencies for 
ongoing maintenance would be minimal 
as the facility would be operated by private 
companies. 

The public sector or national disaster 
relief agency which collaborates in this 
storage facility can play a part by investing 
in an agreed amount of food or medicine 
supplies stored and managed by private 
entities. These supplies would then be readily 
available at any time and serve as a form of 
buffer for the nation’s emergency needs. 

By having an operational stake in this 
storage facility, the government body would act 
as a partner through either a direct investment 
or other benefits such as a land or tax subsidy. 
Their involvement acts as a guarantee of the 
constant readiness of supplies and is a key 
factor in the collaboration.

Seeing the recent limits imposed on rice 
exports by Vietnam and India, weather crises 
in China, natural disasters like tsunamis or 
Hurricane Katrina, the urgency for ready 
emergency food and medical supply is 
paramount to sustaining stability and 
preparedness in the unpredictable world that 
we live in today.     

Large scale food 
storage for a nation in 
times of crisis is almost 
an operational paradox. 
Keeping large amounts 
of food for long periods 
of time (more than 
one or two years) will 
adversely affect the 
quality of food. With 
even dried or frozen 
food, the average shelf 
life may only be six 
months to a year. 
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The management and distribution of food 
and other critical relief supplies into Myanmar 
following the devastation reaped by cyclone 
Nargis was facilitated with support and 
expertise from some of the world’s leading 
logistics and transport companies, due to 
the first-ever deployment of a unique United 
Nations (UN) partnership initiative. Agility, 
TNT and UPS comprise the joint Logistics 
Emergency Teams (LETs) unit that has been 
supporting the WFP-led “Global Logistics 
Cluster” supply chain efforts both on the 
ground in Yangon, and in the critical staging 
area at Bangkok’s Don Muang airport.

“The Myanmar response provided us 
with proof of concept for the LETs initiative. 
The augmentation of the logistics cluster 
by the LETs ensured the widest possible 
benefit to the activities of the humanitarian 
community”, said Matthew Hollingworth, 
WFP Logistics Officer and head of the Global 

Competitors collaborate for 
humanitarian relief

Logistics Cluster Support Cell. 
Local  airstr ips,  roads and other 

infrastructure were destroyed by the cyclone, 
which was the deadliest natural disaster 
in the recorded history of Myanmar. The 
international flow of food and other donated 
relief supplies had to be directed to nearby 
Bangkok, where representatives of the LETs 
programme first convened in early May with 
the WFP and dozens of relief organisations 
assembled there.  

Dur ing the ear ly  p lanning and 
coordination period, LETs experts worked 
closely with humanitarian logisticians, 
providing logistics consultation and basic 
information on transportation, warehousing, 
and customs clearance support for the 
greater humanitarian community. In addition, 
the LETs companies were able to leverage 
their local resources to expedite operations 
and increase efficiencies.  For example, a 

senior LETs executive supplied by UPS was 
able to reach out to his supply chain for 
valuable input on what logistics processes 
would best work in the impacted area’s 
complex environment. Likewise, TNT was 
able to leverage its strong local Thailand 
presence to efficiently coordinate a major 
shipment of supplies to the Myanmar border.  
Similarly, Agility used its network to locate 
for the UN a shipping company with landing 
craft suitable for operating in the challenging 
Mayawaddy Delta region.  Utilising corporate 
local knowledge and relationships for the 
UN’s benefit is central to the LETs model.

In addition to assisting with relief logistics 
strategy, at the behest of WFP, staff from 
Agility, TNT and UPS jointly organised 
and have been managing a 20,000sq m 
warehouse in Bangkok. The companies 
provided full warehouse operations support 
services, customs clearance support and 
some flight operations planning support. 
Working side by side with UN relief workers, 
corporate competitors united and formed 
an integrated team to increase speed and 
efficiency to the humanitarian efforts.  

Another LETs project underway in 
Myanmar involves supporting the UN High 
Commissioner for Refugees (UNHCR), which 
assists displaced victims in their return 
or resettlement. LETs staff are working 
with the UNCHCR to plan labour, space 
and management practices for a special 
project to deliver supply kits to over 40,000 
displaced families in the field.  Each kit 
contains a cooking set, water cans, soap 
and other life support items.  Due to limited 
warehouse space and manpower, the LETs 
team has recommended a just-in-time 
delivery model that reduces need for storage 
space without restricting the flow of kits to 
those in need.  The LETs team is working 
with the Global Logistics Cluster to provide 
required warehouse space as well as labour 
and material for this project.     
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The European Commission has 
developed 30 priority transport projects 
covering all modes of transport to 

better integrate the EU’s 27 member countries. 
At a total cost of some US$600bn, the Trans-
European Transport Network (TEN-T) is 
expected to be complete by 2025.

Some sections have already been 
finished. Ultimately, the network will operate 
as a grid with north-south and west-east 
axes facilitating movement of freight and 
passengers. On the north-south routes, 
several projects link the North Sea and Baltic 
Sea with the Mediterranean. Improvements 
in rail/road links in Ireland and the UK provide 
multimodal connections with continental 
Europe where high-speed railways already 
linking Belgium and France will in the near 
future reach Spain and Portugal.

This  axis  wi l l  have an ‘At lantic ’ 
branch (Paris, Bordeaux, Madrid) and a 
‘Mediterranean’ branch (Paris, Perpignan, 
Barcelona, Saragossa, Madrid and Lisbon). 

Integrating 
European transport
While across Asia improvements in infrastructure are fast and 
spectacular, in Europe they happen slowly and quietly. But 
changes will be far-reaching. A transport policy plan developed 
by The European Commission to integrate transport networks 
of all member states is underway and expected for completion 
by 2025. Europe correspondent Catherine Truel looks at the 
changing face of Europe’s transport network and identifies the 
supply chain hubs that should benefit most in the new system 

The Madrid/Barcelona section is operational 
since February 2008 putting Barcelona at 
two hours 40 mins from Madrid instead of 
six hours 50 mins. New high-speed lines on 
this route are expected to release additional 
capacity for freight on existing lines. 

This axis should support the development 
of the port of Barcelona and strengthen 
Saragossa in its ambition of being a regional 
logistics hub. Some 1140km of high capacity 
railway will connect the ports of Sines and 
Algeciras to Madrid and Paris, providing 
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Source: The European Commission

Railway axis Berlin-Verona/Milano-Bologna-1. 
Napoli-Messina-Palermo
High-speed railway axis Paris-Bruxelles/Brussel-2. 
Koln-Amsterdam-London
High-speed railway axis of southwest Europe3. 
High-speed railway axis east4. 
Betuwe Line5. 
Railway axis Lyon-Trieste-Divaca-Koper-Divaca-6. 
Lubjiana-Budapest/Ukrainian border
Motorway axis Igoumenitsa/Putra-Athina-Sofia-7. 
Budapest
Multimodal axis Portugal/Spain-rest of Europe8. 
Railway access Cork-Dublin-Belfast-Stranraer 9. 
(completed 2001) 
Malpensa (completed 2001)10. 
Oresund fixed link (completed 2000)11. 

Nordic triangle railway/road axis12. 
UK/Ireland/Benelux road axis13. 
West coast main line14. 
Freight rail axis Sines/Algeciras-Madrid/Paris16. 
Railway axis Paris-Strasbourg-Stuttgart-17. 
Bratislava
Rhine/Meuse-Main-Danube inland waterway 18. 
access
High-speed rail interoperability on the Iberian 19. 
peninsula
Fehmarn Belt railway axis20. 
Railway axis Athina-Sophia-Budapest-Wien-22. 
Praha-Nurnberg/Dresden
Railway axis Gdansk-Warszawa-Brno/Bratislava-23. 
Wien
Railway axis Lyon/Genova-Basel-Duisberg-24. 

Rotterdam/Antwerpen
Motorway axis Gdansk-Brno/Bratislava-Wien25. 
Railway/road axis Ireland/UK-continental Europe26. 
“Rail Baltica” axis Warszawa-Kaunas-Riga-27. 
Talinn-Helsinki
“Eurocapital” on the Bruxelles/Brussel-28. 
Luxembourg-Strasbourg railway axis
Railway axis of the Ionian/Adriatic intermodal 29. 
corridor
Inland waterway access Seine-Scheldt30. 



Supply Chain - infraStruCture48

Supply Chain Asia September/October 2008

development perspectives for these two 
port facilities. In addition, new motorways, 
railways improvements and the construction 
of the new Lisbon (Portugal) airport will fully 
connect this region with central Europe.

New links across the Alps
Another important north-south rail axis will 
connect the three large European ports of 
Antwerp (Belgium), Rotterdam (Netherlands) 
on the North Sea and Genoa (Italy). Genoa, 
located on the Mediterranean, is already a 
regional hub and is likely to consolidate this 
position.

The rail axis between Antwerp, Rotterdam 
and Lyon (France) will cross the Alps through 
the Lyon-Turin (Italy) tunnel linking the 
logistics centres of Karlsruhe (Germany), 
Milan and Novara (Italy) situated on each 
side of the Alps. This hub already benefits 
from the development of Malpensa airport 
in Milan. The new link is likely to reinforce the 
strategic position of the region as a southern 
European hub. 

From Milan, a rail link to Bologna (Italy) 
connects with the north-south axis from Berlin 
(Germany) to Palermo (Sicily). According to 
a recent EU progress report, some parts 
have already opened and bottlenecks 
between Verona and Bologna are expected 
to disappear by the end of 2008.

In Scandinavia, the ”Nordic Triangle” 
project is a railway/road/sea axis linking 
the Nordic capitals of Stockholm (Sweden), 
Copenhagen (Denmark), Helsinki (Finland) 
and Oslo (Norway). In the future, a rail/road link 
will also connect Denmark to the continental 
network providing an alternative to the 

ferry. Once completed in 2018, it is expected 
to handle up to 35,000 train trips per year. 
Finally, on the eastern part of the EU, a series 
of projects will link Finland to southern Greece. 
The “Rail Baltica” axis will connect Helsinki 
to the continent by rail ferry before joining 
four central and eastern European countries: 
Estonia, Latvia, Lithuania and Poland. 

Parallel to this axis, the railway between 
the port of Gdansk on the Baltic Sea to the 
southern Polish border is being upgraded. 
Both routes meet in the town of Biesko-Biela 
(Poland) where the rail network splits into 
two destinations: Bratislava (Slovakia) and 
Vienna (Austria). The Slovakian branch passes 
through Silina, a manufacturing centre for the 
automotive industry. This is a very busy line, 
which will be supported by a motorway axis, 
Gdansk - Bratislava/Vienna. 

From Vienna, another railway axis will 
connect the region with the capitals of 
Hungary, Bulgaria and Greece. Vienna and 
Bratislava will therefore be centrally located 
making them attractive logistics locations. 
In Greece, the Ionian/Adriatic corridor 
has a railway link connecting the ports of 
Igoumenitsa on the Adriatic and Thessalonica, 
Volos, Alexandropoulos and the major hub of 
Piraeus. A second link connects the ports of 
Patras, Igoumenitsa, Kalamata and Astakos. 

East-west connections
Fewer axes are crossing the EU from east 
to west. In the north, the Seine-Scheldt is 
connecting the French and Belgian inland 
waterways and the 3255km Rhine/Meuse-
main Danube waterway corridor will connect 
Rotterdam and the North Sea to the Black Sea. 

From Vienna, 
another railway axis 
will connect the region 
with the capitals of 
Hungary, Bulgaria 
and Greece. Vienna 
and Bratislava will 
therefore be centrally 
located making them 
attractive logistics 
locations.

The ‘Railway east’ axis is connecting 
Pa r i s ,  Lu xe m b o u rg,  S a a r b r ü c k e n  - 
Mannhein (Germany) since June 2007 
and will, in 2015, extend to Stuttgart 
(G er many) ,  Vienna and Brat is lava . 
In the south, crossing the EU through tunnels 
under the alps, the railway axis connecting 
Lyon, Trieste (Italy), Divaca and Ljubljana 
(Slovenia), Budapest to the Ukrainian border 
will have, ultimately, a capacity exceeding 
40m tonnes on the length of the axis.

The network may expand even further. 
The EU commission has adopted, in 2007, 
an initiative to extend it to neighbouring 
countries. Five new axes have been identified. 
The “Northern Axis” will connect Nordic 
countries to Belarus and Russia. The “Central 
Axis” will extend to Ukraine connecting to 
the Trans-Siberian railway and via inland 
waterways with the Caspian Sea. Inland 
waterways will also connect the Don/Volga 
Rivers to the Baltic Sea. The “South east axis” 
will connect the EU to the Balkans, Turkey, The 
Middle East, Egypt and the Red Sea while the 
“South west axis” will link the EU to Morocco, 
Algeria and Tunisia. 

The “motorways of the sea”, a network of 
short sea shipping, will link the Baltic, Atlantic, 
Mediterranean, Black Sea and Caspian 
Sea with the Suez Canal and the Red Sea. 
Adding these projects, together with the 
China-Europe railway link and issues such 
as rising fuel prices, mean it is difficult to 
foresee which mode of transport shippers 
doing business in Europe may favour in ten 
years. In an asset intensive industry such as 
logistics and transport, investment decisions 
are about to become challenging.     
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The logistics, transport and supply 
chain industries are rife with news on 
takeovers, mergers and global market 

expansions. Globalisation, rising labour costs, 
increased fuel costs and flat organisational 
structures make it imperative for companies 
to be more efficient in how they recruit, 
engage, manage and develop their talent 
resources. 

An effective organisation needs a 
knowledgeable, skilled and motivated 
workforce to be competitive. This fact 
emphasises the need for strategic learning 
and development across the industry. 
Strategic positioning of learning and 
development encourages alignment of 
the company’s business strategy with its 
competency needs and resources required 
for achieving competitive advantage. 

Business challenges demand that 
companies assess their market position first 
and then determine the skills and knowledge 
needed for competitive advantage. To meet 
current and future business challenges, 
strategic learning and development should 
encompass a wide range of learning strategies, 
from skills training for specialisation tasks and 
knowledge sharing for talent engagement to 
competency development for business and 
career progress. 

It is not unusual for ‘learning’ to be 
considered the same as ‘development’; 

Why invest in employee 
learning and development? 
Benefits for the employee and the company
By Amanda Rasmussen, CEO, Rasmussen & Simonsen 
International (RSI)

however ‘development’ is much more. 
While the intent of ‘learning’ is to provide 
the required skills to carry out specific tasks, 
‘development’ is a combination of formal 
and non-formal learning strategies that help 
employees attain their potential competence 
to perform their roles and continue to 
progress in their careers in the long term.

Perceived knowledge and skill gaps in 
the industry 
In the 2008 Asia Pacific 3PL Study on 
Training and Development published by 
eyefortransport and RSI, respondents were 
asked to rank the importance and ability of 
each listed knowledge or skill area. A score 
of “1” indicated a low score (not important/
no ability) and “3” indicated a high score 
(very important/high level of ability). These 
results were then plotted against each other 
in order to illustrate the perceived gaps. (See 
graph on the left)

The top five “gaps” identified were 
in customer business understanding, 

Gap assessment; knowledge or skill area
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customer service skills, integrated logistics 
solutions, supply chain solution design 
and logistics and supply chain.

These perceived gaps can help companies 
understand potential areas of investment in 
learning and development that will also help 
increase the return on this investment but 
also be more competitive in the industry 
by capitalising on the benefits that can be 
achieved through training. 

Company and employee benefits of 
learning and development
Such learning strategies require an 
environment that supports growth of 
employee capability and experience while 
increasing business performance. Traditionally 
in the logistics and supply chain industry, 
employee capability has been developed 
solely through experience. For learning to 
truly benefit both the company and the 
employee, the employer must consider the 
individual learner – the employee – as a 
critical investment for business success. 

In April, RSI did a study to understand 
how people get involved in this industry 
and what they are looking for in order to be 
satisfied with their chosen career path. 

One question asked individuals to rank 
their career priorities based on five factors. 
Participants listed ‘job satisfaction’ as the 
number one priority followed by ‘salary’, 
‘scope for career advancement’, ‘learning 
and development opportunities’ and finally 
‘job security’.

While learning and development is not 
ranked as the top priority, it does significantly 
contribute to an individual’s ability to achieve 
greater job satisfaction and potential for career 
development and advancement which may 
ultimately lead to increased financial gains.

It is generally accepted that investments 
in learning and development can create 
considerable benefit for both organisations 
and employees in the form of:
•	 Increased	employee	job	satisfaction
•	 Increased	morale	among	employees
•	 Increased	employee	motivation
•	 Increased	employee	productivity

For companies within the logistics, transport and supply 
chain industries, the quality of employees can make or break 
the business. Essentially, the competence and utilisation of 
their knowledge contributes to the strategic value add that an 
outsourced organisation uses to engage customers. Perhaps 
this is the greatest potential benefit of all: increased customer 
satisfaction and retention. 

•	 Increased	ability	to	adapt	to	change
•	 Increased	innovation	among	individuals
•	 Increased	 image	 and	 goodwill	 of	 the	

company

In fact, an Accenture study looked at 
whether or not corporate training programmes 
impact an employee’s productivity, contribution 
and overall company loyalty. The results were 
published in the white paper, Running Training 
Like a Business: Determining the Return on 
Investment of Your Learning Programs which 
found that Accenture employees in the top 
fiftieth percentile in terms of the amount of 
training:
•	 are	17%	more	productive	
•	 perform	at	20%	higher	 levels	 relative	 to	

their peer group 
•	 stay	with	the	company	14%	longer	

“Dollar figures associated with each of 
these statistics for a fiscal year led to the 

conclusion that at Accenture, the annual per 
person net benefit of its learning programmes 
is	 US$25,324,”	 according	 to	 the	 report.	
“Multiplying that number by Accenture’s 
approximately 50,000 consulting employees 
yields a company-wide net benefit of training 
of $1.26bn. By dividing that benefit by the 
cost of one year of training (approximately 
$358m) researchers concluded that the ROI 
of	learning	at	Accenture	is	353%.”

These are impressive figures. Of course 
not all programmes or companies are equally 
successful in generating substantial ROI on 
learning and development. 

How can we ensure we are able to get the 
most out of investments in learning and 
development?
A shared responsibility between the 
company, the employee and the immediate 
manager increases the effectiveness of 
learning and development strategies and the 

What are your career priorities?
#1
#2
#3
#4
#5

Job satisfaction
Salary
Scope for career advancement
Learning and development opportunities
Job security



infrastructure update52 people

Supply Chain Asia September/October 2008

subsequent investment. From the company’s 
side, HR plays an important facilitating role 
in ensuring that the strategic learning and 
development plans are successfully drafted 
and implemented for the employee and the 
company, alike, to reap the benefits. While 
HR provides the learning and development 
framework, feedback and buy-in from the 
employee and manager level is also critical. 

It is the role of HR to:
•	 Articulate	a	clear	learning	and	development	

framework aligned with the strategic 
intent of the business, matching business 
goals with strategic direction. Define 
talent resources in terms of competencies 
required to meet current and potential 
business needs

•	 Clarify	 roles	and	 responsibilities	 in	 line	
with the competencies required to meet 
business objectives. Develop and establish 
training plans linked to respective roles and 
competencies

•	 Support	managers	 and	 employees	 in	
planning and implementing learning 
strategies

•	 Coach	employees	and	managers	on	skills	
required for dialogue and feedback

•	 Establish	processes	 to	monitor	progress	
and follow up

For effective development within the 
industry, the primary focus should be on 
engaging employees in a process that best 
enhances their competencies and learning 
thus making use of experience in the industry 
and improving methodologies. For both the 
employee and the company, the benefits 
of strategic learning and development can 
be achieved by following a step-by-step 
implementation process that determines the 
strategic value of development outcomes. 

A three-step process to effective learning 
and development
Step 1: Conduct a needs analysis. Strategic 
learning imperatives can be aligned with 
business goals by gaining an in-depth insight 
into the company’s business environment. 
Differences in industry, business goals, and 
talent resources influence the selection 
of strategic learning imperatives that 
define the competency needs to meet 
business objectives. As employees progress 
in their careers, their role expectations 
and competency requirements change. In 
every new role, the employee would face 
new challenges and demands exposing 
competency strengths and gaps required to 
perform the role effectively. 

Step 2: Select the appropriate learning 
and development resources. This is typically 
done through joint discussions between the 
immediate manager and employee. Use the 
training plan to stimulate ideas to identify 
suitable training courses that are relevant to the 
role and aid in closing the competency gaps. 
This would involve matching the employee’s 
competency development need for the 
role, the next potential career move and the 
employee’s	learning	style.	Every	person	has	his	
or her own individual learning styles and may 
differ depending on gender, age or culture. A 
learning style can be defined as the individual’s 
natural and preferred way to treat information 
and knowledge in situations influencing his 
decisions and behaviours. 

Step 3: Develop measurable learning outcomes. 
The employee and immediate manager 
share joint responsibility in initiating the 
implementation of the development plan. 
Potential role changes or lateral assignments 
beneficial to both the business and employee 
career growth need to be jointly identified. 
This would include enabling the learning 
by removing any organisational barriers 
to learning opportunities and providing 
ongoing mentoring to reinforce the 
employee’s development. 

For companies within the logistics, 
transport and supply chain industries, the 
quality of employees can make or break the 
business, essentially the competence and 
utilisation of their knowledge contributes to 
the strategic value add that an outsourced 
organisation uses to engage customers. 

From the company’s 
side, HR plays an 
important facilitating 
role in ensuring that the 
strategic learning and 
development plans are 
successfully drafted 
and implemented for 
the employee and the 
company, alike, to reap 
the benefits.

Perhaps this is the greatest potential 
benefit of all,  increased customer 
satisfaction and retention. 

When companies invest billions in 
research and development of new products 
and markets, they hinge the success of 
these initiatives on an engaged, well-
trained workforce. Strategic learning and 
development ensures that the company 
reaps direct business benefits from its 
people investments since its learning and 
development priorities are focused on 
competencies required to not just meet the 
business objectives but also prepare the 
organisation for future business challenges. 
Whereas the employee benefits from 
being directly involved in development 
planning and is better equipped to face the 
competency demands and challenges in 
current and potential roles. 

In the current business scenario, 
establishing long-term strategic learning 
and development priorities is critical if 
transportation companies want to retain their 
talent and benefit from their investments in 
learning and development.     

Identify
Measureable

Outcomes

Conduct
Needs

Analysis

Select
Appropriate
Resources

About RSI

RSI is an industry-specific training and consulting 

company focused on providing best in class 

training solutions for the global logistics and 

transportation industry. RSI’s programs are tailored 

to the specific business needs and requirements 

of the industry and are delivered by individuals 

with work experience and expertise in the field. 

RSI recently launched www.shippingworkz.com 

and www.logisticsworkz.com, industry specific 

networking, content and opportunity portals. In 

addition to working with academic institutions 

and industry associations, RSI has also worked with 

some of the world’s largest ocean carriers, logistics 

providers and terminal operators. 

For more information, please visit www.r-

sintl.com.     
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November 20, JW Marriott Hotel, 
People’s Square, Shanghai

wards wards Balloting for the 2008 Supply Chain Asia Logistics Awards is complete. A 
record number of votes was received and finalists in the 14 categories 
open to general voting have been selected following an independent 
audit of the ballot forms. 

Finalists are currently being contacted by Supply Chain Asia staff 
and requested to submit short statements on why they believe they 
should win the category in which they have been nominated. These 
submissions will then be passed to the panel of Awards judges who 
will review them to select outright winners in each category. The list of 
judges will be published in the November/December issue of Supply 
Chain Asia Magazine. 

Trophies will be presented to winners at a gala dinner at the JW 
Marriott Hotel overlooking Shanghai’s People’s Square on the evening 
of November 20th. 

Full information on the Awards, including all categories, criteria 
and selection process is available at www.supplychainasia.com/
awards.     

The Green Supply Chain Award
AGiliTy
A.P. Moller - Maersk Group
DHl
Kuehne & Nagel
TNT

The Supply Chain Security Award
DHl Global Forwarding
Kuehne & Nagel
Maersk logistics
TNT
UPS Supply Chain Solutions

Global 3Pl of the year
AGiliTy
DHl Exel Supply Chain
FedEx
Kuehne & Nagel
Maersk logistics

Asian 3Pl of the year
Aramex
Kerry logistics
TCi-SCS
yCH Group

Air Cargo Terminal of the year
AAT
Dnata’s FreightGates at Dubai international Airport
HACTl
PACTl
SATS

Container Terminal of the year
Gateway Terminals india
Jurong Port
Modern Terminals Hong Kong
PSA Singapore Terminals

Air Cargo Carrier of the year
Emirates SkyCargo
lufthansa Cargo
Singapore Airlines Cargo

Shipping line of the year
APl
Emirates Shipping line
Evergreen Marine Corp
Maersk line

54 event news

Finalists in 14 categories open to general voting
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Awards sponsor profiles

About The Port of Salalah
The Port of Salalah is strategically located on the 
southern coast of Oman, within the indian Ocean 
Rim along the main shipping route between Asia 
and Europe, whilst remaining outside the Arabian 
Gulf. Salalah offers easy access to the Arabian 
Gulf, Red Sea, indian Sub Continent and East 
Africa, an area with over two billion consumers. 
Salalah offers prospective lines a state of the art, 
safe port of call with significant network savings. 
Current  mainline customers include Maersk line, 
Safmarine, APl and MSC. 

The  total quay length at Salalah is 2205m 
along berths of up to 18m depth.  Ships are 

The Supply Chain Software Award
iBM
llamasoft
Manhattan Associates
Oracle

Supply Chain integrator of the year
DHl Exel Supply Chain
FedEx
TNT
UPS

The Education & Training Award
inha University
The logistics & Supply Chain Management Society
Rasmussen & Simonsen international

Airfreight Forwarder of the year
AGiliTy
Damco
DHl Global Forwarding
Kuehne & Nagel
TNT

Seafreight Forwarder of the year
AGiliTy
Damco
Kuehne & Nagel
Panalpina
Schenker

The Supply Chain innovation Award
AGiliTy
DHl Exel Supply Chain
Kuehne & Nagel
Maersk logistics

event news

About Accenture
Accenture is a global management 
consulting, technology services 
a n d  o u t s o u r c i n g  c o m p a ny. 
Combining unparalleled experience, 
co m p re h e n s i ve  c a p a b i l i t i e s 
across all industries and business 
functions, and extensive research 
on the world’s most successful 
companies, Accenture collaborates 
with clients to help them become 
high-performance businesses and 
governments. its home page is 
www.accenture.com.     

serviced by 17 Super Post Panamax quay cranes 
and an additional eight cranes will be added 
over the next nine months. The port has signed 
an MOU with the government and design for 
Terminal 2 is underway which will provide an 
additional 1350m of quay and a full complement 
of quay cranes and ancillary equipment. 

in 2007, the Port of Salalah handled over 
2.6m teu and volumes for 2008 should exceed 
3.5m teu. The port is a joint venture between the 
Government of Oman, A.P. Moller – Maersk and 
Omani investors. it is managed and operated by 
APM Terminals.     
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BASIC INSTINCTS: HUMAN NATURE 
AND THE NEW ECONOMICS 
(MARSHAll CAvENDISH  
BUSINESS, 2008)
By PETER lUNN
Reviewed by Turloch Mooney 

The past years have seen a flurry of books 
examining the links between economics, 
human behaviour and culture, and making 
the notoriously inaccessible discipline 

available to the general reader. 
One of the first of the batch, Steven Levitt and Stephen Dubner’s 

2005 international bestseller, Freakonomics, delightfully applied 
economic incentive to explain a variety of disparate and sometimes 
bizarre queries, from what makes a perfect parent, to what the Ku Klux 
Klan and real estate agents have in common. Other new economics  
titles followed, including Chris Anderson’s brilliant Long Tail, looking at 
the changing nature of business and culture as a result of the Internet; 
and the somewhat more pedestrian but still fun Undercover Economist 
by Financial Times ‘Dear Economist’ writer Tim Harford.  

Pete Lunn’s Basic Instincts is loosely in the same vein in that it is 
written with the general reader in mind, but its compelling criticism 
of classic free-market economics as broadly at odds with the realities 
of actual human business exchange ultimately gives it a more serious 
tone. 

An economist and former BBC journalist, Lunn brings his initial 
training in neuroscience to bear in illuminating his core argument; that 
the assumptions of classic free-market economics are at odds with the 
ways people actually make choices in their daily lives. Largely based on 
the model of ‘competitive equilibrium’, classic economics is flawed, he 
claims, because it is based on a version of human nature that assumes 
we are independent, rational and selfish materialists, with perfect 
knowledge of all economic opportunities afforded to us. 

“Mainstream economics decided, some time ago, what people’s 
most powerful economic instincts are. As consumers, our aim is to 
get what we want as cheaply as possible. As workers, we desire to do 
as little as possible in return for as much as possible. Meanwhile the 
companies we work for care only about making as much profit as 
possible, because they are governed by rational, selfish owners who 
are ultimately no deeper than the bottom line.” 

Drawing from the emerging school of behavioural economics, 
Lunn provides experimental data demonstrating that when it comes 
to economic and business exchanges, we often don’t act in the way 
we are told we should. 

According to classic theory relationships, for instance, shouldn’t 
matter when it comes to transactions. But Lunn points out it doesn’t 
only matter what we buy and how much it costs, but who we do 
business with matters as well. “There are many potential reasons 
why we might prefer to buy from a more expensive supplier, be it 
supporting a local firm, a liking for how they go about their business, 
or trust built up over time.” He notes that many small businesses thrive 
despite offering products more expensively than large corporations 
because local human relationships can prove more powerful than 
market forces.

Myriad examples are offered to show that in our daily economic 
transactions we are not rational in the way traditional economics 
assumes. These demonstrate that we temper our selfishness with a 
liking for familiarity and aversion to risk, with a valuing of relationships, 
and with a strong instinct for co-operation and notions of fairness.

One experiment he uses is The Ultimatum Game, invented by a 
German sociologist in the ‘80s. In the experiment, a person is given 
a sum of money on condition that they share it with a stranger, and 
has to decide how much to offer. Both sides know that if the offer 
is accepted, both get to keep their share, but if it is declined, all the 
money is taken back.

According to classical economics, the first person should make a 
low offer, because the stranger would accept whatever is offered, since 
the alternative is to get nothing. But actually most people won’t make 
low offers, and most people won’t accept low offers, demonstrating 
that notions of fairness can be stronger than material desires. 

The book is worth picking up for several reasons. On one level, 
it is a highly enjoyable read purely for its demonstrations of how 
people think and react in business exchanges. It also introduces and 
creates a strong argument for the emerging discipline of behavioural 
economics, which, unlike the orthodox model, is economic theory 
based on actual observation of real people. 

More than these, it is an important study because free-market 
economics has become so accepted that it is not simply viewed as 
abstract theory of economic behaviour anymore, but as the actual 
basis of how people think when undertaking business transactions. In 
this context it is both useful and instructive in helping to explain why 
many of our own individual economic endeavours, as well as those 
of our companies and those of our governments, don’t evolve in the 
manner in which we are told they should.     
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The days when emerging economies 
rely on an abundant labour supply to 
support growth are slowly coming to 

an end with international engagement and 
rising competition creating an entirely new 
set of workforce challenges. Despite healthy 
population growth in many developing 
countries in Asia, and the large number 
of young people entering workforces, 
competition for talented employees 
continues to rise.

Bridging the talent gap in emerging 
markets is only going to get tougher. With 
more and more employers lamenting this 
fact, many companies have started to 
embrace talent management as an integral 
function of their business.

A survey conducted by the Economist 
Intelligence Unit identified some key talent 
issues in emerging economies:

Widening skills gap. While there is no 
shortage of workforce entrants in most 
emerging markets, the main concern is that  
skills will not meet corporate requirements. 
Basically, companies need workers who 
can think strategically, not to make up the 
numbers. There is also concern over “migrating 
skills” as talented people start to move to 
greener pastures (i.e. other countries) for better 
remuneration and benefits.

Soft skills are most desired but toughest 
to find. While technical aptitudes and basic 
skills are important to a company’s success, 
employees that can manage change and 
think strategically are still the most valuable. 
As the war for talent continues, this kind of 
talented individual will become harder and 
harder to find.

Firms finding it hard to meet salary 
expectations of talented staff. Staff churn 
is rising in places such as China, India and 
Vietnam, as many of these talented employees 
become aware of their “attractiveness” and 
relative mobility. Many companies are thus 
finding it hard to continue to recruit and 
retain staff, as salary expectations are rising.

A strong brand is a powerful magnet for 
potential employees. With the chase for 
talent intensifying, companies are realising that 
nurturing loyalty to the company’s brand and 
values will become an increasingly important 
factor in attracting and retaining employees.

Explore new approaches to sourcing talent.
Firms need to be more creative in where they 
find and how they foster talent. This could 
mean partnering with other organisations to 
create training consortia to ensure that the 
pool of required skills continues to grow.

In many countries, the  challenge of talent 
management is further compounded by the 
ageing population. With more young people 
entering the workforce, the replacement of 
ageing talent is becoming a critical issue – 
especially in countries such as India and Vietnam 
where younger recruits lack the appropriate 
skills and experience and are assuming leading 
positions simply because they are available. 
In India, for instance, someone with just one 
year of experience is considered hot property 
in the retail market because few have this 
experience. This is resulting in companies 
chasing talent direct from campuses, offering 
irrational amounts of money and cutting short 

the time frames required for proper talent 
development. 

The talent situation will not improve if 
companies continue to hunt talent instead of 
grooming talent. Many companies are guilty 
of throwing talented executives into existing 
projects without properly teaching them the 
corporate culture. Many more do not have 
proper career and development training to 
entice these talented individuals to remain 
loyal to the firm. 

With young workforces, companies not 
only face the challenge of meeting expectations 
in a market where talent is in the driving seat, 
but are also finding that many young recruits 
lack the experience and knowledge needed to 
move into more senior positions.

Meeting the gaps requires that companies 
play a more active role in these individuals’ 
training and development – both prior to 
joining the company and after that talent is 
recruited.     

The emerging  
talent wars in Asia
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Course Fees
Full Program - SGD4,950 (for 6 modules)

Per module - from SGD750 to SGD1,650 per module

By Rasmussen & Simonsen International and Supply Chain Asia Academy

Program Highlights

An Exclusive Online Learning 
Community hosted by RSI

Program conducted by industry 
professionals

Contents focused on issues relating to 
Asia

Choice of compulsory and electives

Foundation for career development

Fast track award of Diploma certification 
on completion of 6 modules

Industry site visits

Focus on end-to-end supply chains

Topic Highlights

Fundamental of Supply Chain 
Management

Regulatory Challenges

Continuous Improvements

Selling Skills

Project Management

Inventory & Procurement Management

Airfreight Operations Management

Seafreight Operations Management

Logistics Operations Management

Executive Diploma in Supply Chain Management (Asia) is a joint 

collaboration between Rasmussen & Simonsen International and 

Supply Chain Asia Academy to bring practitioner-based training 

to the highly dynamic supply chain industry in Asia. This 6-module 

program will be complemented by an online learning community 

designed to facilitate extensive learning and networking amongst 

the trainees.  The program is targeted at equipping executives new 

in this field with a comprehensive overview of the industry. Besides 

foundational knowledge, the program intends to provide executives 

with core skills and knowledge that will empower their careers and 

enhance their contribution to their organizations.

First intake from 4-7 November 2008. Program will be held in Singapore
Course and registration details can be found at www.supplychainasia.com/diploma

EXECUTIVE DIPLOMA
IN SUPPLY CHAIN MANAGEMENT ASIA
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Supply chain excellence does not happen 
by accident. Firms with outstanding 
supply chains have made it a part of 

their strategy and operations. They know 
that it is good business to be a leading firm 

in supply chain management (SCM). These 
companies understand what supply chain 
management can do to position and to 
differentiate themselves in the market and 
against competitors. They know that it can 

drive sales, profits, market share and capital 
expenditures with inventory.

Many retai lers,  wholesalers  and 
manufacturers experience wide swings during 
economic changes. When the economy is 
strong, they focus on getting sales or orders 
out the door.  Then when the economy gets 
weak, they are unsure what to do.  

Often in the good times, sales could have 
been stronger; and in bad times, they did 
not have to soften as much as they did. One 
consistency with these firms is that supply 
chain management (SCM) is not a dominant 
factor in their strategy or operations in good 
times or bad times.

It is easy to identify firms that do not 
excel at supply chain management. In 
good times or bad times, they cannot tell 
you how well their supply chain operates 
beyond some anecdotal stories. Supply 
chain management is discussed in terms 
of freight cost. You can see the amount of 
dust collected on many products in their 
warehouses. They struggle to tell you how 
often their inventory turns. They do not 
have an ABC breakdown of inventory or 
can distinguish turns for products that are 
domestically purchased versus those that 
are sourced offshore. They have too much 
capital tied-up in inventory with low turns 
and, yet, have product stock-outs and 
cannot meet all customer demand or fill 
timely, complete orders. Without a viable, 
strong supply chain strategy, they repeat the 
same mistakes, yet expect different results. 
They have the supply chain they designed 
and deserve.

Firms with supply chain excellence have 
that capability because they recognise that 
SCM drives sales, profits and market share. 
These retailers and wholesalers do not 
experience as significant down swings in 
sales and in profits during economic changes. 
Supply chain excellence does not shield them 
from the economic realities. However, they 
do know and use SCM to drive increased 
sales, profits and market share. They have the 
supply chain they designed and deserve.

The best in supply chain management 
systems have consistent traits that set 
them apart from less effective ones. These 
include: 
 Strategy. This is where it starts. Firms 

with the best supply chains often have 
valid corporate strategy that the supply 
chain organisation builds on and around. 
This drives planning, tactical design, 

Traits of supply chain 
excellence, or having 
the supply chain you 
designed and deserve

Some companies, regardless of their industry or size, do 
well.  They are successful with low value merchandise or 
with fashionable merchandise or whatever product. Other 
firms struggle or so it seems. Tom Craig, president of Ltd 
Management, says that when you drill down, the difference 
is often down to how well a firm executes supply chain 
management 
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Participation Fees
Speakers - USD495.00

Delegates - USD595.00

By Global Logistics Council of Taiwan and Supply Chain Asia

Program Highlights

Joint collaboration between Supply Chain 

Asia and Global Logistics Council of Taiwan

Site visits to local manufacturing and retail 

distribution centers in Taipei

Roundtable Discussions with supply 

chain leaders of leading Taiwanese 

manufacturers

Industry-focused topical forum discussions

Interaction with leading supply chain 

academics in North Asia and from around 

the world

Topics Highlights

The Changing Landscape of Supply Chain 

and its impact on North Asia

Supply Chain collaboration between China 

and Taiwan

Meeting Customer Needs - Challenges & 

Strategies

Regional 3PLs and Supply Chain Innovation

North Asia Supply Chain Dialogue is a unique collaboration between 

Supply Chain Asia and the Global Logistics Council of Taiwan to 

bring logistics and supply chain professionals as well as academics 

together to deliberate, discuss and expound on the challenges 

of the changing global competitive environment and how Asian 

manufacturers and brand owners can embrace this function to 

enhance their position in the world. The event starts with on site 

visits to local manufacturers and retail distribution centers, followed 

by a closed-door roundtable discussions with leading Taiwanese 

manufacturers supply chain leaders. The second day of the event 

reaches out to industry practitioners and the last day of the event 

wil allow leading supply chain academics to present their research 

papers and findings. 

Event details can be found at www.supplychainasia.com/dialogue

NORTH ASIA SUPPLY CHAIN
28-30 November, 2008 | Taipei, Taiwan

DIALOGUE
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milestones and other steps in strategy 
development and implementation. 

 You must have a direction to what you 
are doing to deal in the global business 
environment. The best have a supply 
chain management strategy that enables 
them to plan the tactical operations and 
to prioritise suppliers, customers and 
products. Strategy sets the platform for 
supply chain execution.  

 Supply chain leaders understand that 
supply chain management is a process 
that crosses their company and extends 
beyond the company. They know 
SCM is about the flow of products and 
information and that the supply chain 
stretches from suppliers through to store 
shelves or to customer warehouses.  

 The supply chain strategy reflects their 
present position in the market and with 
supply chain management and what 
must be done to align with and drive 
the company strategy. If the company’s 
strategy means a significant shift as to 
market, products or customers, then 
the supply chain must change. There 
is no such thing as “one” supply chain 
management approach and one-size 
supply chain does not fit all.

 The strategy is long-term, recognises 
globalisation, and has a growth focus. 
They also understand how dynamic 
the strategy must be. They know there 
is often resistance to change that can 
happen within companies. That means 
the supply chain strategy must be a 
facilitator of change, be agile and able to 
recognise, incorporate and adapt to drive 
toward the changes required.  

 Metrics. Results matter. But the right 
measures matter too. They know how well 
their supply chain is or is not performing 
because they have key performance 
indicators to tell them. Financial 
measures are poor ways to evaluate, 
direct and manage supply chains. For 
overall evaluation, good supply chain 
executives look at select metrics, such 
as the perfect order, for both customers 
and for suppliers.  Namely it is an order 
that is delivered complete, on time and 
accurate.  

 They also focus on a key enemy of all 
business - time. International sourcing 
has created opportunities for lower-cost 
products. However, it has also created 

challenges as to lead-times, reliability 
and resulting impact on inventory levels, 
potential out of stock conditions and 
logistics costs.

 Lean. The best know that lean supply 
chain management is about more than 
warehouse and transport topics. It must 
include the total supply chain, both 
domestic and, especially, international. 
They stay focused on adding value as 
defined by customer, using the pull 
which complements SCM, keeping a 
customer focus, and removing the waste 
of inventory and time .

 Technology. They use technology as a 
process enabler. They know that without 
a strong process, many of the benefits 
of technology are lost or lessened.  
Technology is vital for supply chain 
execution to provide event management, 
exception management, complete 
supply chain visibility from purchase 
orders to delivery orders, and not just in 
warehouses or where a truck or container 
is. They apply technology as a tool for 
collaboration.  

 Supplier performance. They understand 
that supply chain success depends 
on supplier performance. Supplier 
performance, or the lack of, can create 
havoc on revenue, inventory and 
profitability. Companies and their supply 
chains must control suppliers, and not let 
suppliers control their business.  

 This is the issue where the effort of lean 
to reduce the waste of inventory and time 
begins. It is critical to align performance 
with demand planning. Otherwise too 
much of the demand planning horizon is 
frozen by long lead times and too much 
variability in performance.   

 Integration and collaboration. They 

recognise the supply chain process 
requires integration throughout the 
organisation and beyond with suppliers 
and customers  Otherwise gaps and 
blind spots in the supply chain are 
created that can significantly hinder 
results. They use collaboration with key 
supply chain participants to provide 
additional focus and resources to the 
total supply chain.

 Other. They also are involved with:
 	Risk mitigation. They assess the 

entire supply chain to identify critical 
areas, including suppliers, logistics 
service providers, ports and other 
potential risks that could disrupt the 
company’s supply chain.  

 	Green. They are working to reduce 
the carbon footprint whether it is 
energy consumption, packaging or 
other areas that negatively impact the 
environment. They see the benefits, 
both social and economic.

All this creates agility and responsiveness 
to better adjust to changing market conditions 
and to control these forces to some degree. 
All this helps the bottom line while controlling 
capital tied up in inventory.

Is your company among the best in 
supply chain management? Are you working 
to be among the best? If you are not, then 
ask why not? Increased market share, higher 
sales, greater profitability, compressed cycle 
time, improved inventory turns and reduced 
capital investment are good reasons to be 
outstanding in supply chain management.

If you want to transform from your 
present supply chain to develop a best-in-
class programme, then you must objectively 
assess what you are doing. Bring in outside 
help, if  needed. Doing nothing and 
maintaining the status quo is a recipe for 
continuing problems, crises and shareholder 
and investor unrest.     

❝Many retailers, wholesalers and manufacturers 
experience wide swings during economic changes. 
When the economy is strong, they focus on getting sales 
or orders out the door. Then when the economy gets 
weak, they are unsure what to do.❞





Supply Chain - indiCatorS64

Supply Chain Asia September/October 2008

Shares of major sectors in GDPa 

(percent)

*

a Working age population refers to population 15-64 years old. 
b Data may not add up to 100 because of rounding off and workers not being classified by sectors. 
c Refers to 1988 for Marshall Islands; 1989 for Afghanistan; 1991 for Bangladesh, Brunei Darussalam, Pakistan, and Tuvalu; 1992 for Nauru; 1994 for Cambodia, India, and Federated States of Micronesia; 1995 for the Lao PDR 

and Mongolia; 1996 for Tonga; 1997 for Georgia; 1998 for Indonesia; and 2000 for Viet Nam. Indicators Online.
d Refers to 1988 for the Marshall Islands; 1989 for Vanuatu; 1991 for Bangladesh and Brunei Darussalam; 1993 for Cambodia; 1994 for Indonesia; 1995 for Armenia and Kiribati; and 1998 for Georgia. 
e Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.
f Refers to Singapore residents only.

Sources: ILO, World Bank, ADB 2007

a Unless otherwise indicated, figures are at current market prices. 
b Refers to 1989 for the Fiji Islands; 1993 for Timor-Leste and Turkmenistan; 1994 for Palau and Samoa; 1995 for 

Armenia; and 1996 for Georgia. 
c Refers to 2002 for Tuvalu; 2004 for Myanmar; 2005 for Afghanistan; Bhutan; Brunei Darussalam; Cook Islands; Fiji 

Islands; Hong Kong, China; Lao PDR; Nauru; Palau; Turkmenistan; Uzbekistan; and Vanuatu. 
d Includes mining; and electricity, gas, and water. 
e Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.
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Table 17: Foreign Trade Indicators 
 (percent of GDP)

Developing Member Country
(DMC)

Total Trade Trade Balance Current Account Balance

2000 2005 2006 2000 2005 2006 2000 2005 2006

East Asia
China, People’s Rep. of 39.6 63.4 67.0 2.0 4.5 6.8 1.7 7.2 9.5
Hong Kong, China  245.7 331.2 343.7 -6.5 -5.7 -9.4 4.1 11.4 10.7
Korea, Rep. of 65.0 68.9 71.5 2.3 2.9 1.8 2.4 1.9 0.7
Mongolia 121.6 107.4 112.6 -8.3 -5.7 2.1 -7.4 4.0 11.7
Taipei,China 90.9 109.9 120.0 3.4 4.5 5.8 2.8 4.6 7.1

Southeast Asia
Brunei Darussalam  a 83.5 81.2 79.9 46.6 49.9 51.1 … 42.4 45.1
Cambodia 90.9 108.9 116.0 -14.7 -16.2 -14.4 -2.7 -4.2 -0.8
Indonesia 58.0 50.0 44.4 17.3 9.7 10.9 4.8 0.1 2.6
Lao PDR  49.9 50.4 … -11.8 -11.6 … -0.3 -6.8 -14.0*
Malaysia 192.1 186.3 186.8 17.3 19.2 18.9 9.0 14.5 16.4
Myanmar 1.1 … … -0.1 … … -0.1 … …
Philippines 94.7 91.9 85.7 5.6 -8.3 -5.7 -2.9 2.0 4.3
Singapore 294.0 368.5 386.0 3.5 25.4 25.1 11.6 24.5 27.5
Thailand 107.0 129.7 125.7 5.7 -4.4 1.0 7.6 -4.5 1.6
Viet Nam 96.6 130.8 139.1 -3.7 -8.2 -8.3 3.6 -1.0 -0.5

South Asia
Bangladesh 28.3 36.0 40.6 -7.3 -7.6 -7.0 -0.9 -1.0 0.9
Bhutan 66.2 77.0 … -20.2 -15.3 … 5.4 -23.1 -3.6*
India 20.7 29.9 34.8 -1.3 -4.9 -7.1 -0.6 -1.1 -2.1*
Maldives  79.7 120.9 124.2 -44.8 -77.8 -75.6 -8.2 -36.0 -39.8
Nepal 41.7 39.0 40.5 -15.5 -17.0 -19.5 -2.4 2.1 2.4
Sri Lanka 77.5 64.2 63.0 -10.7 -10.6 -12.4 -6.5 -2.7 -4.9

Central and West Asia
Afghanistan 48.4 41.7 … -38.3 -30.4 … … 0.3 -2.0*
Armenia 62.0 56.6 49.9 -30.6 -16.9 -18.6 -14.6 -3.9 -3.8
Azerbaijan  55.3 64.6 58.6 10.9 1.0 5.6 -3.2 1.3 26.5
Georgia 33.8 52.4 60.3 -12.6 -25.3 -34.7 -5.3 -10.8 -15.0
Kazakhstan  75.7 79.1 77.0 20.6 18.4 18.1 2.0 -1.8 -2.2
Kyrgyz Republic  77.3 72.1 89.1 -3.6 -17.4 -32.8 -5.7 -8.3 -24.0
Pakistan 25.7 32.1 35.6 -2.3 -5.7 -9.5 -0.3 -1.4 -4.0
Tajikistan  169.6 96.8 111.1 12.7 -18.2 -11.6 -7.2 -0.8 -0.8
Turkmenistan  87.0 54.9 … 14.6 8.3 … 8.3 0.7 3.9
Uzbekistan  45.1 67.0 63.4 2.3 9.3 11.7 1.6 13.7 18.4

Pacific
Cook Islands  74.0 47.1 … -51.6 -41.4 … 10.9* 14.3* 15.2*
Fiji Islands 82.9 77.2 … -18.8 -30.2 … -2.3 -12.2* -24.4*
Kiribati 92.3 118.7 102.2 -76.9 -108.1 -83.7 -24.2 -58.0 -62.4
Marshall Islands  59.2 … … -42.3 … … 3.5 0.3 4.8*
Micronesia, Fed. States of    56.9 60.4 … -41.4 -49.5 … -6.8 -13.4 …
Nauru 166.9 … … 3.0 … … … … …
Palau 115.7 82.0 … -96.5 -63.4 … -29.6 10.4 2.5*
Papua New Guinea   79.9 103.3 114.4 28.2 29.3 31.7 9.1 12.3 7.2
Samoa   44.9 46.9 51.0 -33.2 -41.3 -46.4 4.4 6.6 -8.9
Solomon Islands 55.1 79.6 89.1 -9.5 -13.4 -20.5 -13.9 -1.9 -14.5*
Timor-Leste … 43.6 … … -18.8 … 11.7 83.5 115.5
Tonga  53.7 60.2 … -41.3 -50.8 … -6.7 -2.7 -7.8
Tuvalu  42.1 … … -41.9 … … 61.5 … …
Vanuatu   47.4 50.9 48.8* -25.8 -30.3 25.2* -5.6 -3.8 -6.1*

a Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.

Sources:  Country sources.
  ADB. 2007. Asian Development Outlook 2007.
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Table 17: Foreign Trade Indicators 
 (percent of GDP)

Developing Member Country
(DMC)

Total Trade Trade Balance Current Account Balance

2000 2005 2006 2000 2005 2006 2000 2005 2006

East Asia
China, People’s Rep. of 39.6 63.4 67.0 2.0 4.5 6.8 1.7 7.2 9.5
Hong Kong, China  245.7 331.2 343.7 -6.5 -5.7 -9.4 4.1 11.4 10.7
Korea, Rep. of 65.0 68.9 71.5 2.3 2.9 1.8 2.4 1.9 0.7
Mongolia 121.6 107.4 112.6 -8.3 -5.7 2.1 -7.4 4.0 11.7
Taipei,China 90.9 109.9 120.0 3.4 4.5 5.8 2.8 4.6 7.1

Southeast Asia
Brunei Darussalam  a 83.5 81.2 79.9 46.6 49.9 51.1 … 42.4 45.1
Cambodia 90.9 108.9 116.0 -14.7 -16.2 -14.4 -2.7 -4.2 -0.8
Indonesia 58.0 50.0 44.4 17.3 9.7 10.9 4.8 0.1 2.6
Lao PDR  49.9 50.4 … -11.8 -11.6 … -0.3 -6.8 -14.0*
Malaysia 192.1 186.3 186.8 17.3 19.2 18.9 9.0 14.5 16.4
Myanmar 1.1 … … -0.1 … … -0.1 … …
Philippines 94.7 91.9 85.7 5.6 -8.3 -5.7 -2.9 2.0 4.3
Singapore 294.0 368.5 386.0 3.5 25.4 25.1 11.6 24.5 27.5
Thailand 107.0 129.7 125.7 5.7 -4.4 1.0 7.6 -4.5 1.6
Viet Nam 96.6 130.8 139.1 -3.7 -8.2 -8.3 3.6 -1.0 -0.5

South Asia
Bangladesh 28.3 36.0 40.6 -7.3 -7.6 -7.0 -0.9 -1.0 0.9
Bhutan 66.2 77.0 … -20.2 -15.3 … 5.4 -23.1 -3.6*
India 20.7 29.9 34.8 -1.3 -4.9 -7.1 -0.6 -1.1 -2.1*
Maldives  79.7 120.9 124.2 -44.8 -77.8 -75.6 -8.2 -36.0 -39.8
Nepal 41.7 39.0 40.5 -15.5 -17.0 -19.5 -2.4 2.1 2.4
Sri Lanka 77.5 64.2 63.0 -10.7 -10.6 -12.4 -6.5 -2.7 -4.9

Central and West Asia
Afghanistan 48.4 41.7 … -38.3 -30.4 … … 0.3 -2.0*
Armenia 62.0 56.6 49.9 -30.6 -16.9 -18.6 -14.6 -3.9 -3.8
Azerbaijan  55.3 64.6 58.6 10.9 1.0 5.6 -3.2 1.3 26.5
Georgia 33.8 52.4 60.3 -12.6 -25.3 -34.7 -5.3 -10.8 -15.0
Kazakhstan  75.7 79.1 77.0 20.6 18.4 18.1 2.0 -1.8 -2.2
Kyrgyz Republic  77.3 72.1 89.1 -3.6 -17.4 -32.8 -5.7 -8.3 -24.0
Pakistan 25.7 32.1 35.6 -2.3 -5.7 -9.5 -0.3 -1.4 -4.0
Tajikistan  169.6 96.8 111.1 12.7 -18.2 -11.6 -7.2 -0.8 -0.8
Turkmenistan  87.0 54.9 … 14.6 8.3 … 8.3 0.7 3.9
Uzbekistan  45.1 67.0 63.4 2.3 9.3 11.7 1.6 13.7 18.4

Pacific
Cook Islands  74.0 47.1 … -51.6 -41.4 … 10.9* 14.3* 15.2*
Fiji Islands 82.9 77.2 … -18.8 -30.2 … -2.3 -12.2* -24.4*
Kiribati 92.3 118.7 102.2 -76.9 -108.1 -83.7 -24.2 -58.0 -62.4
Marshall Islands  59.2 … … -42.3 … … 3.5 0.3 4.8*
Micronesia, Fed. States of    56.9 60.4 … -41.4 -49.5 … -6.8 -13.4 …
Nauru 166.9 … … 3.0 … … … … …
Palau 115.7 82.0 … -96.5 -63.4 … -29.6 10.4 2.5*
Papua New Guinea   79.9 103.3 114.4 28.2 29.3 31.7 9.1 12.3 7.2
Samoa   44.9 46.9 51.0 -33.2 -41.3 -46.4 4.4 6.6 -8.9
Solomon Islands 55.1 79.6 89.1 -9.5 -13.4 -20.5 -13.9 -1.9 -14.5*
Timor-Leste … 43.6 … … -18.8 … 11.7 83.5 115.5
Tonga  53.7 60.2 … -41.3 -50.8 … -6.7 -2.7 -7.8
Tuvalu  42.1 … … -41.9 … … 61.5 … …
Vanuatu   47.4 50.9 48.8* -25.8 -30.3 25.2* -5.6 -3.8 -6.1*

a Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.

Sources:  Country sources.
  ADB. 2007. Asian Development Outlook 2007.
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Table 17: Foreign Trade Indicators 
 (percent of GDP)

Developing Member Country
(DMC)

Total Trade Trade Balance Current Account Balance

2000 2005 2006 2000 2005 2006 2000 2005 2006

East Asia
China, People’s Rep. of 39.6 63.4 67.0 2.0 4.5 6.8 1.7 7.2 9.5
Hong Kong, China  245.7 331.2 343.7 -6.5 -5.7 -9.4 4.1 11.4 10.7
Korea, Rep. of 65.0 68.9 71.5 2.3 2.9 1.8 2.4 1.9 0.7
Mongolia 121.6 107.4 112.6 -8.3 -5.7 2.1 -7.4 4.0 11.7
Taipei,China 90.9 109.9 120.0 3.4 4.5 5.8 2.8 4.6 7.1

Southeast Asia
Brunei Darussalam  a 83.5 81.2 79.9 46.6 49.9 51.1 … 42.4 45.1
Cambodia 90.9 108.9 116.0 -14.7 -16.2 -14.4 -2.7 -4.2 -0.8
Indonesia 58.0 50.0 44.4 17.3 9.7 10.9 4.8 0.1 2.6
Lao PDR  49.9 50.4 … -11.8 -11.6 … -0.3 -6.8 -14.0*
Malaysia 192.1 186.3 186.8 17.3 19.2 18.9 9.0 14.5 16.4
Myanmar 1.1 … … -0.1 … … -0.1 … …
Philippines 94.7 91.9 85.7 5.6 -8.3 -5.7 -2.9 2.0 4.3
Singapore 294.0 368.5 386.0 3.5 25.4 25.1 11.6 24.5 27.5
Thailand 107.0 129.7 125.7 5.7 -4.4 1.0 7.6 -4.5 1.6
Viet Nam 96.6 130.8 139.1 -3.7 -8.2 -8.3 3.6 -1.0 -0.5

South Asia
Bangladesh 28.3 36.0 40.6 -7.3 -7.6 -7.0 -0.9 -1.0 0.9
Bhutan 66.2 77.0 … -20.2 -15.3 … 5.4 -23.1 -3.6*
India 20.7 29.9 34.8 -1.3 -4.9 -7.1 -0.6 -1.1 -2.1*
Maldives  79.7 120.9 124.2 -44.8 -77.8 -75.6 -8.2 -36.0 -39.8
Nepal 41.7 39.0 40.5 -15.5 -17.0 -19.5 -2.4 2.1 2.4
Sri Lanka 77.5 64.2 63.0 -10.7 -10.6 -12.4 -6.5 -2.7 -4.9

Central and West Asia
Afghanistan 48.4 41.7 … -38.3 -30.4 … … 0.3 -2.0*
Armenia 62.0 56.6 49.9 -30.6 -16.9 -18.6 -14.6 -3.9 -3.8
Azerbaijan  55.3 64.6 58.6 10.9 1.0 5.6 -3.2 1.3 26.5
Georgia 33.8 52.4 60.3 -12.6 -25.3 -34.7 -5.3 -10.8 -15.0
Kazakhstan  75.7 79.1 77.0 20.6 18.4 18.1 2.0 -1.8 -2.2
Kyrgyz Republic  77.3 72.1 89.1 -3.6 -17.4 -32.8 -5.7 -8.3 -24.0
Pakistan 25.7 32.1 35.6 -2.3 -5.7 -9.5 -0.3 -1.4 -4.0
Tajikistan  169.6 96.8 111.1 12.7 -18.2 -11.6 -7.2 -0.8 -0.8
Turkmenistan  87.0 54.9 … 14.6 8.3 … 8.3 0.7 3.9
Uzbekistan  45.1 67.0 63.4 2.3 9.3 11.7 1.6 13.7 18.4

Pacific
Cook Islands  74.0 47.1 … -51.6 -41.4 … 10.9* 14.3* 15.2*
Fiji Islands 82.9 77.2 … -18.8 -30.2 … -2.3 -12.2* -24.4*
Kiribati 92.3 118.7 102.2 -76.9 -108.1 -83.7 -24.2 -58.0 -62.4
Marshall Islands  59.2 … … -42.3 … … 3.5 0.3 4.8*
Micronesia, Fed. States of    56.9 60.4 … -41.4 -49.5 … -6.8 -13.4 …
Nauru 166.9 … … 3.0 … … … … …
Palau 115.7 82.0 … -96.5 -63.4 … -29.6 10.4 2.5*
Papua New Guinea   79.9 103.3 114.4 28.2 29.3 31.7 9.1 12.3 7.2
Samoa   44.9 46.9 51.0 -33.2 -41.3 -46.4 4.4 6.6 -8.9
Solomon Islands 55.1 79.6 89.1 -9.5 -13.4 -20.5 -13.9 -1.9 -14.5*
Timor-Leste … 43.6 … … -18.8 … 11.7 83.5 115.5
Tonga  53.7 60.2 … -41.3 -50.8 … -6.7 -2.7 -7.8
Tuvalu  42.1 … … -41.9 … … 61.5 … …
Vanuatu   47.4 50.9 48.8* -25.8 -30.3 25.2* -5.6 -3.8 -6.1*

a Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.

Sources:  Country sources.
  ADB. 2007. Asian Development Outlook 2007.
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Table 12: Shares of Major Sectors in GDP a 

 (percent)

Developing Member Country  
(DMC)

Industry

Agriculture All Manufacturing only Services

1990 b 2000 2006 c 1990 b 2000 2006 c 1990 b 2000 2006 c 1990 b 2000 2006 c

East Asia
China, People’s Rep. of 26.9 14.8 11.8 41.3 45.9 48.7 36.7 d 40.4 d 43.1 d 31.8 39.3 39.5
Hong Kong, China 0.2 0.1 0.1 23.4 12.7 9.2 16.1 5.1 3.3 72.4 82.7 90.7
Korea, Rep. of 8.0 4.3 2.9 37.3 36.2 35.2 24.5 26.1 24.7 54.6 59.5 61.9
Mongolia 15.2 29.1 18.8 40.6 21.9 40.4 35.2 d 6.1 d 5.8 d 44.2 49.0 40.8
Taipei,China 4.0 2.0 1.6 38.4 29.1 25.0 31.2 23.8 21.4 57.6 68.9 73.4

Southeast Asia
Brunei Darussalam e 1.0 1.0 0.9 61.6 63.7 71.6 11.1 15.4 12.3 37.5 35.3 27.5
Cambodia 55.6 35.9 f 30.1 f 11.2 21.8 f 26.2 f 5.2 16.9 f 19.6 f 33.2 37.1 f 38.6 f

Indonesia 19.4 15.6 12.9 39.1 45.9 47.0 20.7 27.7 28.0 41.5 38.5 40.1
Lao PDR g 61.2 52.6 44.8 14.5 22.9 29.5 10.0 17.0 20.7 24.3 24.6 25.7
Malaysia 15.2 8.6 8.7 42.2 48.3 49.9 24.2 30.9 29.8 44.2 46.3 43.5
Myanmar 57.3 57.2 48.4 10.5 9.7 16.2 7.8 7.2 11.6 32.2 33.1 35.4
Philippines 21.9 15.8 14.2 34.5 32.3 31.6 24.8 22.2 22.9 43.6 52.0 54.2
Singapore h 0.4 0.1 0.1 32.5 33.5 33.0 25.7 26.2 27.7 67.2 66.4 66.9
Thailand 12.5 9.0 10.7 37.2 42.0 44.6 27.2 33.6 35.1 50.3 49.0 44.7
Viet Nam 38.7 24.5 20.4 22.7 36.7 41.6 12.3 18.6 21.3 38.6 38.7 38.1

South Asia
Bangladesh 29.4 24.6 18.7 20.9 24.4 27.0 12.7 14.7 16.5 49.7 51.0 54.3
Bhutan 42.0 27.7 i 22.4 i 24.6 34.3 i 35.9 i 8.0 8.3 i 7.3 i 31.8 36.3 i 37.2 i

India g 29.3 23.4 17.5 26.9 26.2 27.9 16.7 15.6 16.3 43.8 50.5 54.6
Maldives j 14.9 8.8 8.4 12.8 15.0 16.7 9.2 8.0 6.8 72.3 80.1 78.8
Nepal g 50.6 39.6 38.1 15.9 21.5 20.3 6.0 9.2 7.5 33.5 38.9 41.5
Sri Lanka 22.9 19.9 g 16.5 g 27.3 27.3 g 27.1 g 17.3 15.1 g 12.2 g 49.8 52.8 g 56.5 g

Central and West Asia
Afghanistan 35.7 57.0 39.5 g 23.7 23.2 25.3 g 20.6 d 17.2 d 16.1 d, g 40.6 19.8 35.3 g

Armenia h 42.3 25.6 19.4 32.0 35.4 45.5 25.2 d 24.1 d 16.5 d 29.3 40.7 36.4
Azerbaijan g 29.3 17.1 7.6 33.7 45.3 69.6 22.0 5.6 5.7 37.0 37.5 22.9
Georgia h 34.1 21.9 13.0 23.7 22.4 24.9 17.4 13.0 12.7 42.1 55.7 62.1
Kazakhstan 34.0 8.1 5.3 32.6 37.8 39.3 20.5 d 32.6 d 29.6 d 33.4 54.1 55.4
Kyrgyz Republic g 33.6 36.7 33.0 35.0 31.4 20.1 27.1 d 19.5 d 12.9 d 31.4 31.9 46.9
Pakistan g 26.0 25.9 19.4 25.2 23.3 27.2 17.4 14.7 19.5 48.8 50.7 53.4
Tajikistan g 32.9 27.4 24.2 37.0 38.5 26.6 24.7 36.2 d 20.7 d 30.1 34.1 49.3
Turkmenistan 18.0 22.9 22.1 57.0 41.8 41.5 46.0 d 35.0 d 34.7 d 25.0 35.2 33.4
Uzbekistan g 32.9 34.4 28.1 33.2 23.1 28.7 22.6 d 16.2 d 23.2 d 33.5 42.5 43.2

Pacific
Cook Islands 21.2 13.4 12.8 7.6 8.3 8.5 3.9 k 3.5 k 3.7 k 73.8 81.4 81.1
Fiji Islands g 22.2 17.0 14.3 24.1 22.3 21.9 11.3 12.2 11.1 60.4 64.0 68.1
Kiribati 15.6 6.1 6.0 6.4 8.4 5.5 1.0 0.7 0.7 61.9 72.8 73.8
Marshall Islands g 45.5 … … 7.9 … … 3.7 … … 46.6 … …
Micronesia, Fed. States of … … … … … … … … … … … …
Nauru 15.6 6.0 7.0 6.4 8.4 10.8 3.4 d 2.2 d 3.3 d 61.9 68.2 63.7
Palau 8.1 3.9 3.1 7.9 15.1 19.0 0.8 1.4 0.4 82.2 80.0 76.9
Papua New Guinea 29.0 31.7 h 34.6 h 30.4 39.1 h 45.6 h 9.0 9.9 h 5.9 h 40.6 29.1 h 19.9 h

Samoa 23.0 16.8 11.4 28.9 26.0 26.6 19.6 14.8 12.9 48.7 58.5 63.2
Solomon Islands l 49.6 44.2 … 8.8 10.5 … 4.0 4.8 … 41.6 45.3 …
Timor-Leste 29.8 25.8 32.2 25.5 18.5 12.8 2.9 2.8 2.6 44.8 55.7 55.1
Tonga g 34.7 29.7 25.9 13.6 17.2 14.0 5.1 4.5 2.6 51.7 56.6 63.3
Tuvalu g 25.6 18.0 16.6 14.5 13.6 14.8 3.1 3.3 3.7 59.9 72.5 73.4
Vanuatu 20.7 15.6 13.8 12.3 8.8 9.0 5.5 4.4 3.7 67.0 75.1 77.2

a Unless otherwise indicated, figures are at current market prices. f Data are based on GDP at current producers’ prices. 
b Refers to 1989 for the Fiji Islands; 1993 for Timor-Leste and Turkmenistan;  g Data are based on GDP at current factor cost.
 1994 for Palau and Samoa; 1995 for Armenia; and 1996 for Georgia. h Data are based on GDP at current basic prices. 
c Refers to 2002 for Tuvalu; 2004 for Myanmar; 2005 for Afghanistan; Bhutan; Brunei Darussalam;  i Data are based on GDP at current purchasers’ prices.
 Cook Islands; Fiji Islands; Hong Kong, China; Lao PDR; Nauru; Palau; Turkmenistan; Uzbekistan; and Vanuatu.  j Data are based on GDP at constant basic prices.
d Includes mining; and electricity, gas, and water. k Includes mining.
e Brunei Darussalam is not a DMC but an unclassified regional member country of ADB. l Data are based on GDP at constant factor cost. 

Sources:  Country sources.
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Table 8: Labor and Employment by Gender and Economic Activity

Developing Member Country
(DMC)

Economically Active Population
(as % of working age population) a % Employment b

1990 c Latest Year 1990 d Latest Year

Female Male Female Male (Year) Agriculture Industry Services Agriculture Industry Services (Year)

East Asia
China, People’s Rep. of 79.1 88.9 75.8 87.8 (2005) 60 13 27 49 12 39 (2003)
Hong Kong, China 46.8 79.1 52.6 71.0 (2006) 1 28 72 0 6 94 (2006)
Korea, Rep. of 47.0 74.0 50.3 74.1 (2006) 18 28 55 8 18 74 (2006)
Mongolia 65.0 71.9 64.3 64.5 (2006) 33 17 50 39 12 49 (2006)
Taipei,China 44.5 74.0 48.7 67.4 (2006) 13 32 55 5 28 67 (2006)

Southeast Asia
Brunei Darussalam e 46.4 82.2 59.0 82.7 (2006) 2 9 89 1 11 87 (2001)
Cambodia 55.4 58.1 70.7 78.9 (2004) 81 2 17 60 10 30 (2006)
Indonesia 51.2 83.2 48.6 84.7 (2006) 56 11 33 44 13 42 (2006)
Lao PDR 71.2 69.4 85.3 83.4 (2003) … … … 82 9 9 (2003)
Malaysia 47.8 85.3 45.8 79.9 (2006) 26 20 54 15 21 65 (2006)
Myanmar 46.0 76.5 48.6 80.2 (2003) 66 8 27 63 10 28 (1997)
Philippines 47.2 81.9 49.6 79.2 (2006) 45 11 44 36 10 54 (2006)
Singapore f 48.8 77.5 54.3 76.2 (2006) 0 26 74 0 17 83 (2006)
Thailand 74.0 84.5 64.0 80.9 (2006) 63 10 27 41 15 45 (2006)
Viet Nam 48.4 50.8 51.2 55.7 (2005) 72 9 19 52 13 35 (2006)

South Asia
Bangladesh 58.2 79.6 26.1 87.4 (2003) 64 15 21 52 10 38 (2003)
Bhutan 36.4 86.7 48.8 81.3 (2005) … … … … … …
India 41.1 37.6 22.4 55.1 (2005) 62 15 22 56 19 25 (2005)
Maldives 20.5 79.3 49.1 73.0 (2005) 5 16 79 4 17 79 (2006)
Nepal 50.4 82.5 52.5 80.6 (2005) … … … 76 6 18 (1999)
Sri Lanka 35.0 64.8 35.7 68.1 (2006) 47 15 38 32 19 49 (2006)

Central and West Asia
Afghanistan 38.2 88.6 … … 70 15 15 70 5 26 (2004)
Armenia 76.7 89.7 55.4 65.9 (2005) 37 21 42 46 12 42 (2006)
Azerbaijan 68.5 80.6 66.2 78.1 (2005) 31 13 56 39 5 55 (2006)
Georgia 65.0 76.0 72.5 53.8 (2006) 49 7 44 55 5 40 (2006)
Kazakhstan 68.0 81.6 73.6 80.1 (2005) 19 21 60 31 12 57 (2006)
Kyrgyz Republic 65.0 78.0 59.9 77.5 (2005) 33 28 39 46 21 52 (2005)
Pakistan 12.8 71.3 18.9 72.0 (2006) 51 13 36 43 14 47 (2006)
Tajikistan 56.2 77.6 49.5 65.8 (2005) 43 13 37 70 9 21 (2005)
Turkmenistan 69.1 80.0 65.1 76.5 (2005) 42 11 47 48 14 38 (2004)
Uzbekistan 64.4 78.5 60.6 75.7 (2005) 39 15 46 29 13 58 (2005)

Pacific g

Cook Islands 48.0 52.0 61.4 76.4 (2001) 6 8 88 7 6 87 (2001)
Fiji Islands 51.1 81.7 55.0 83.4 (2005) 3 33 64 1 34 65 (1999)
Kiribati 68.2 84.5 56.3 71.5 (2005) 1 … 19 1 … 22 (2000)
Marshall Islands 30.1 77.2 35.4 66.3 (1999) 22 9 69 20 8 72 (2000)
Micronesia, Fed. States of 30.1 56.8 50.1 67.2 (2000) 48 6 46 52 … … (2000)
Nauru 58.9 76.8 … … … … … … … …
Palau 48.4 68.3 59.7 76.9 (2005) 8 2 90 8 3 90 (2005)
Papua New Guinea 72.3 75.9 72.8 75.2 (2005) … … … 72 4 23 (2000)
Samoa 42.3 80.0 43.1 81.0 (2005) … … … … … …
Solomon Islands 57.4 82.6 55.7 83.2 (2005) 29 9 62 26 12 62 (1996)
Timor-Leste 49.1 84.0 35.6 76.2 (2001)
Tonga 17.0 64.0 53.0 75.0 (2003) 38 15 47 34 23 43 (1996)
Tuvalu 86.0 85.0 … … … … … … … …
Vanuatu 80.5 90.0 80.3 89.2 (2005) 75 1 24 … … …

a Working age population refers to population 15-64 years old. f Refers to Singapore residents only.
b Data may not add up to 100 because of rounding off and workers not being classified by sectors. g Data for some Pacific DMCs may not be comparable across years
c Refers to 1988 for Marshall Islands; 1989 for Afghanistan; 1991 for Bangladesh,   because of differences in data sources.
 Brunei Darussalam, Pakistan, and Tuvalu; 1992 for Nauru; 1994 for Cambodia, India, 
 and Federated States of Micronesia; 1995 for the Lao PDR and Mongolia; 1996 for Tonga; Sources: Country sources.
 1997 for Georgia; 1998 for Indonesia; and 2000 for Viet Nam.   World Bank. World Development Indicators Online.
d Refers to 1988 for the Marshall Islands; 1989 for Vanuatu; 1991 for Bangladesh and Brunei   ILO. 2006. Key Indicators of the Labour Market CD-ROM,
 Darussalam; 1993 for Cambodia; 1994 for Indonesia; 1995 for Armenia and Kiribati;    4th edition.
 and 1998 for Georgia.   ILO. Labor Statistics Database Online.
e Brunei Darussalam is not a DMC but an unclassified regional member country of ADB.    SPC. Secretariat of the Pacific Community Website.

Labour and employment, gender and economic activity

f Data are based on GDP at current producers’ prices.
g Data are based on GDP at current factor cost.
h Data are based on GDP at current basic prices.
i Data are based on GDP at current purchasers’ prices.
j Data are based on GDP at constant basic prices.
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