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Generic routes to growth (Ansoff Matrix)
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Supply chain scope

Intermodal supply chain involves multiple players

Each has a core (or original) role
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Where is the Money?

Wider supply chain offers scope for growth
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Extending scope: route to growth

Major players are trying to expand scope
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Terminal operator strategies

Focus of some port and terminal operator 

switching: From hardware (more ports/terminals) to 

cargo owner relationships and “software” (global 

trade enablers)

Global trade 

enabler
Focus on core 

terminal business



Changing liner strategies

Shipping line focus switching: 

From hardware (big ships) to software: global supply chain integrators

Supply chain 

integrator
Focus on core 

shipping business



Selected operators’ growth strategies 

ICTSI, Yilport,
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DP World case

Container terminals

• Deployment of technology: BoxBay yard system

Cargo owners

• Economic zones and logistics

• Complete offer to BCOs

Technology

• Digitalisation: to drive trade efficiency and growth

• Speed of cargo movement: hyperloop-enabled cargo systems to support high 

speed (300 km/h) delivery of palletised cargo. 

Diversification

• P&O Ferries

• Unifeeder

• Drydocks World

• DP World Marinas….and Topaz

DP World aims to win by combining new digital technology, infrastructure and assets; developing a culture of innovation. It is also diversifying, using the P&O brand to become a maritime conglomerate
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Maersk case

Shipping

Digital 
solutions

Freight Forwarding

Supply 
chain 

solutions

• “We are building a company that is a global integrator of container logistics 

– a company very similar to UPS and FedEx; and I hope they will be considered 

peers of ours when we are done with this transformation journey in three to five 

years; a network-based, asset-based global logistics company..” 

“

• Today up to 80% of our earnings comes from container shipping. Hopefully a 

couple of years from now will be much closer to a 50-50 scenario between 

ocean and non-ocean services.”

• We want to run the warehouse, receive the goods, stuff it into containers, 

ship it to the U.S. and provide a data feed that says the yellow swim trunks are 

in that box. Then we take it out of the containers (and send the goods by trucks 

to distribution centres closer to the final delivery point)”.

Soren Skou, Maersk 

CEO

Maersk is repositioning itself as a global integrator of container logistics
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Risks of expanding scope
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COMPETITION WITH CUSTOMERS

Risk of expanded commercial 

proposition compromising close 

relationships with customers

LOSS OF MANAGEMENT FOCUS

Dilution of core commercial purpose; 

attention diverted from singular, core 

business and associated critical success 

factors

INTERNAL CONFLICT

Internal operating structures become 

more complex and risk of misaligned 

business unit strategies and commercial 

agenda. More complex and challenging 

management task.

FAILING TO MANAGE EXPANDED SCOPE

More complex and diverse service offer and 

customer base
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What delivers?
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Volume growth

Revenue

rates

MarginsOperating

costs 

Stability

SHAREHOLDERS
and

Reliability

Ease of 

doing 

business

Frequency

And

flexibility

Time



13 www.drewry.co.ukDrewry Maritime Advisors                                                      – STRICTLY CONFIDENTIAL –

Our prognosis

Terminal and port productivity

Hinterland connectivity

Logistics zones

Digital platforms

End to end services

Improving productivity, hinterland and digital connectivity will add value to customers and strengthen ports and terminal operators. Offering end to end services will bring them into head-to-head 

competition with lines and forw
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CHINA

Unit D01, Level 10,

Shinmay Union Square

Tower 2, 506 Shangcheng Rd

Pudong District, Shanghai

China, 200120

T +86 21 5081 0508

SINGAPORE

#13-02 Tower Fifteen

15 Hoe Chiang Road

Singapore 089316

T +65 6220 9890

UNITED KINGDOM
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EC2A 2BS

United Kingdom

T +44 20 7538 0191

INDIA
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Pioneer Urban Square

Sector 62, Gurugram
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T +91 124 497 4979

The primary source of market insight, analysis and 

advice trusted by the global shipping industry.

Robust, objective market analysis and forecasts to inform 

business decisions

Bringing together the expertise, insight and resources clients 

need to achieve their commercial ambitions

Tools, resources and tailored advice 

to support every stage of the ocean freight procurement process

A truly independent investment research and 

advisory service on companies operating within the 

maritime industry
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Container Shipping

Ports and Terminals

Dry Bulk
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Ship Management

Logistics Management

Intermodal Transport

Advisory Expertise

Market Analysis

Strategy and Planning

Market Entry Analysis

Operational Due Diligence

Technical Due Diligence

IPO Support

Advisory Expertise

Ocean Freight Cost Benchmarking

Ocean Freight Procurement Support

Network Design and Optimisation

Commercial Due Diligence

Hinterland Logistics Analysis
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Advisory Expertise

Credit Analysis

Bond Analysis


