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Taking control of the supply chain

US-based Management Dynamics specialises in controlling the cost side of exporting and importing by helping customers with the management of their complete supply chain, from initial sourcing of parts, through manufacturing, to final delivery.
Its European headquarters are in Chertsey, Surrey, covering the UK and continental Europe and it is now in the process of setting up a similar organisation in China and Hong Kong. 
'We aim to address the requirements of exporters, importers, forwarders and logistics providers in the key areas of managing their supply chain,' says Barry Williams, chairman of Management Dynamics. 'For UK exporters, we are positioned to handle three areas of their supply-chain management: trade compliance, logistics contract management, and supply chain visibility.'
He points out that before trading with any country, exporters have to know the rules, import restrictions, licences, controls, and full details of the items on exclusion lists that cannot be exported to specific countries, together with Customs issues and the resulting landed costs. 
To meet this requirement, last October Management Dynamics acquired NextLinx Corporation, the pioneering developer of international trade compliance technology systems. 'The NextLinx solution set provides the most comprehensive source of information concerning global trade management available today,' states Mr Williams. 'It acts as both a reference guide which you can look at and use if you are considering exporting to new markets and are not sure of the protocols and business rules in effect. It also manages the entire trade export process by helping you decipher complex trade rules and regulations, calculate relevant taxes and duties that you need to factor in to the transaction, as well as telling you which forms to fill in to avoid fines and penalties for non-compliance. 
'To a novice exporter, it is quite wonderful while to a major exporter who has a wide range of commodities he is exporting to different countries around the world, it is a constantly updated bibliography of information that he can pull down and use as required,' he adds.
Management Dynamics sources global trade information and content from in-country experts for 118 countries, covering approximately 99% of world trade. They feed back up-to-date information about customs and excise requirements, tax and duty, regulatory details, as well as national requirements for letters of credit into a central repository that Management Dynamics calls its Global Knowledge database. 
'It gives you everything that you need in the form that you need it, and it is all available in one place, online,' Mr Williams states. 'So rather than taking two or three hours to gather information about exporting to Uruguay or Kazakhstan, for example, it is immediately available to you on-demand.'
Mr Williams claims that Management Dynamics has a much more comprehensive scope and coverage than any rival global trade management system. Although it is not particularly well known yet in Europe, multinational companies such as FedEx, UPS, Cisco Systems and Boeing are customers and, he states, it is equally effective across the spectrum of importers and exporters, from the huge multinationals to small SMEs.

Rate Explorer
The second Management Dynamics product is Rate Explorer, which deals with the cost side of exporting. It covers contract management, automating the available sea freight tariffs of nearly every shipping line, which enables exporters to compare transit times and work out the associated inland costs for on-forwarding in countries worldwide. It is targeted at small forwarders, large logistics providers and also exporters, who can then convert this data directly into a quotation for their customers. A beta version covering air cargo is due to be launched shortly.
'While it is relatively straightforward to manage contracts and different sea freight tariffs, when you have to add the inland extension and the frequent amendments and surcharges to various tariffs, then it becomes quite a complex arrangement,' comments Mr Williams. 
'Rate Explorer enables shippers to get the total cost of the freight rather than just the basic cost without all the inevitable add-ons,' he states. 'You can phone a carrier or look on their website and get the basic freight rate, but you will not know what else you are going to be charged until that invoice comes in three or four months later. There is no way for the shipper, unless they have something such as this, to track back and check whether or not that was the quoted rate. 
'For a lot of shippers, 3PLs and forwarders, invoice discrepancies are a big source of conflict, as well as costing internal time and effort, with all the subsequent problems of chasing the paperwork. What this system does is to make the whole process a lot more transparent. As such it helps shippers and forwarders to control their costs,' claims Mr Williams. 

Management Dynamics 
Management Dynamics' third product is BridgePoint, a supply-chain visibility and performance management tool which it purchased last January (and which was originally spun-out from the US railroad operator CSX). BridgePoint monitors the supply chain from initial sourcing of supplies, through production of goods to final delivery. It also produces reports that can be used to pinpoint where things may have gone wrong in the supply chain, to show what steps can be taken to improve systems and procedures. 
'It gives complete visibility, which is very important in an environment where people are trying to speed up the supply chain and cut costs,' comments Mr Williams. 'It is essential that they do not lose track of the shipment, say between the port and rail, as a single day's delay can have a serious impact on the bottom line as well as lost sales. BridgePoint is live 24x7 and generates detailed warnings and alerts to help the exporter pre-empt port congestion or other problems along the way. 
'So if you take the complete supply chain, we now believe we cover it. We have got the global trade management system which gives people all the information they need to import or export to any given country, what forms they have to fill in, what the complexities are and the consequent landed costs. Then we can calculate the total costs of shipping the consignments door-to-door, with all its volatility and hidden extras, and lastly, we have got a tool that measures how effective the entire process is, through real-time performance analysis,' he adds. 
The first European customer was the Overseas Shippers Association (OSA), a specialist network of international removal and relocation companies. As a membership body, it was looking for a way to make life easier for members, as it was aware its members wanted value-for-money from their subscription fee. 
OSA can now make its full portfolio of rates available to all members online, whereas before they were faced with a huge pile of spreadsheets and a nightmare of manual processing.  
'By using Rate Explorer, OSA is generating business and signing-up new members,' he points out. 'This is a good value-added service, particularly for intermediaries such as national associations and 3PLs. With it, they can go to major shippers and say: 'logistics is a big headache for you and an increasing percentage of your overall spend each year, and yet you are getting a lot of board level concern that there is no accountability about what is being spent. So why do not you outsource it? You are not a logistics specialist. We can do that for you and give you a lot more accountability and transparency as a result'.'It is equally good for the big customers and for the small SME exporters who really struggle at present. They have some good products they want to export but they get caught in this morass of documentation and systems. Because we use a flexible subscription model, they can mix and match what they need from what we offer and benefit from the latest software technologies at substantially lower cost,' he adds. 

