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Taki ng on the big boys

Haris Hussain

WHEN YQU TALK about freight, a couple of well-established nanes come to
m nd - FedEx, DHL, UPS and TNT. But you could soon be adding CEN to the
list, if things go according to plan.

CEN Wor | dwi de Sdn Bhd is Mal aysi a's answer to foreign conpani es which
offer an integrated distribution service. Currently, the internationa
options for this service in Malaysia is offered by foreign conpani es.

The i dea was nmooted by the governnent due to the services deficit. Up to
US$ 8 billion has been spent on the distribution of Ml aysi an products

t hrough foreign ports. "W would like to arrest that situation. W can
draw a lot of it back. | think this is why there has been such huge
investnents in Port Klang and the KL International Airport,' says Martyn
Wight, CEN s nmanagi ng director.

The concept fits into Prime Mnister Datuk Seri Dr Mahathir Mhanmad' s
strategy to nake Mal aysia the focal point of the region in terns of
distribution. "W would also Iike other devel oping countries around us to
regard Mal aysia as a viable trans-shi pnment and forwardi ng point for their
goods whil e being the gateway i nto Southeast Asia for the Europeans,
Americans and the Japanese. W're very nicely positioned,' adds Wi ght.
Pos Mal aysia has a 42.5 per cent stake in CEN Sdn Bhd (CEN Worl dwi de Sdn
Bhd' s parent conpany) with Transnile G oup Bhd hol ding 37.5 per cent and
the remai ning 20 per cent held by Konsortium Perkapal an Bhd (KPB). A

gol den share is being held by the finance mnistry.

But Wight realises CEN faces an uphill battle against the Big Boys. "W
are very newin the market, at best we have a heritage that goes back
three or four years. Let's talk about UPS. | think it has been around for
about 60 years, only in the last eight or nine years did it venture
outsi de Anerica. FedEx was forned in 1973 and it only managed to get
outsi de of the US, again, maybe 10 years ago

"What |'msaying is that all these conpani es have got 20-odd years

behind them and it's taken themthat long to get to the stage where they
have operations in over 150 countries and thousands of people and
vehicles. There's no way we can possibly hope to junmp that or to condense
that period of devel opment into a couple of years. W don't intend to do
that. Qur intentionis to be very clearly focused on Malaysia's and the
region's requirements in, perhaps, the same way that FedEx and UPS nmainly
concentrated on the US,' explains Wight.

"There are ot her conpanies that go there but if you want to be certain
that your package woul d reach your destination in the US, | would give it
to FedEx or UPS because they are the experts in that country. They've been
there for so long and they are so well devel oped that if you want that
extra bit of guarantee it's going to be there, | nmean anyone can nuck up,
but if you want to have the best chance of it getting there, you'd give it
to them

"That's what we want to have in Mal aysia and Sout heast Asi a.

Essentially, what | want Anmericans and Europeans to be saying is that if
you want the package to go to Asia, give it to CEN. W're going to be the
Asi an specialists.'

Wight says CEN has t he advantage of being based in the region, so it
under stands the countries' requirenents. Therefore, it wants to be seen as
the player in the region to the extent that any new player woul d be

di scour aged.



Being the first and only Asian express delivery conpany in the region
puts CEN at a distinct advantage and Wight plans to exploit this fully.
Wi ght says though the Big Four (FedEx, UPS, DHL and TNT) are all here
inthe region, they are mainly | ooking after their Anerican and European
custoners. "But they would deny this vehenently because they are certainly
aware that Asia is a cash cow |'msaying that we're an Asi an conpany and
we're able to serve our Asian custoners' needs better,' Wight adds.

CEN certainly realises that Asia is a virtual gold mne and Wight is
aimng for the RML billion mark in terns of revenue by the year 2001.

Anal ysts, however, are skeptical and scoff at the idea, saying that the
figure Wight quoted during CEN s | aunch early last nonth is
“unrealistic'. "It has not even started operations yet and 2001 is only
four years away,' says one of the anal ysts.

But Wight's confidence in being able to achi eve that goal seens
unshakeable. “If you | ook at what FedEx or UPS has done in the US, they're
tal king about US$ 20 billion. And I'"'monly talking in ringgit at the
monment ,' Wi ght expl ains.

"That's just in the Asia-Pacific region. There are vast volunes of air

and express freight nmoving around. By the year 2001, China, and that's a
huge market, will open up and we are very nicely placed to serve it. Don't
forget | ndonesia and Thail and. The whol e region is about to boom
everybody knows that and we are positioning ourselves to take advant age of
t he devel opnent.

"It certainly is aggressive and we have a lot to do but the conpany is
starting froma very strong position because of the strength of our
pronoters (Pos Mal aysia, Transmile and KPB). W're starting froma fairly
strong base, it's not like we're starting fromscratch,' Wight adds.

He says KPB, for exanple, is drawi ng |l arge volunes of goods for
distribution and sone of these will have to be noved by air. And that's
where CEN cones in, he adds. "CEN will |everage the resources and
expertise of the pronbters nore than trying to go out and develop on its
own. It already has a nassive client base with the three (pronoters). W
are taking over a lot of the existing business and have a head start,' he

says.
"Transmile, for instance, has been operating passenger and cargo
services.' It prefers some other conpany to handl e cargo and freight so

that Transmi |l e can concentrate on the air charter side of the business, he
adds.

Wight al so says KPB has a vast nunber of business contacts and

custoners which it can “redirect' to CEN

Wight says CENis also working with Pos Ml aysia to rebrand Posl aj u,
which will give CEN the “presence' it needs i mediately. Eventually,
Posl aj u' s personnel will have an option to stay with CEN or be redepl oyed
el sewhere in Pos Mal aysia. "By rebrandi ng Poslaju, we can get our nanme in
the market place and therefore give ourselves an identity,' says Wight.
Usi ng Posl aju's and Pos Mal aysia's network, CENwill provide a delivery
and pick-up service that cannot be matched by anyone el se in the region,
he adds.

In the past, Pos Ml aysia had chartered a Transnile aircraft for
deliveri es between Peninsul ar Mal aysi a and Sabah and Sarawak. Wi ght says
Pos Mal aysia will al so, as CEN devel ops, contribute volume to CEN s
network. Wight admts that the conpany's aimof bagging RML billion in
turnover “may sound a bit outrageous, perhaps, if taken in isolation

wi t hout a know edge of what already exists'.

"There are synergi es whi ch nake absol ute sense t hroughout this exercise
and that's why we believe it is possible. And renenber, there is a
potential of a huge increase in volune (of air freight) to the region, not



just because of CEN but because this region is set to explode,' he adds.
( END)
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