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A successful
marriage of
cultures
With business in Asia Pacificgrowing by a
healthy 50% over the past 12 months, things
are looking good for Menlo Worldwide Logistics.
Simon Saunders talks to MDJames Hsu

Before taking the step into logistics
James Hsu graduated in the US with
a masters degree in industrial engi-
neering. But it was at the end of the
1980s, that he discovered the attrac-
tion of logistics.

"The thought of applying my degree
to this field was very attractive. The
challenge to the logistics and supply
chain in Asia was to gain and then
manage visibility and clarity into
the end-to-end process. Engineering
helped me understand the process
and advocate the need for better co-
ordination between people and sys-
tems," says Hsu.

It was a good move, and since rising
to that challenge his career path has

'been a dazzling one, taking him all
over Asia. He's worked for providers
and in consulting, and his CVtakes
in some of biggest names in the
business including UPS, TNT and
Deloitte Consulting.

Prior to Menlo, he was in the gov-
ernment sector as deputy director of
Singapore's Economic Develop-
ment Board, responsible for the for-
mulation of strategies and the
development of new business mod-
els for the logistics and supply chain
industry in Singapore. It was here,
he says, he realised the importance
of forward thinking and planning.
And it was the knowledge he'd
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gained of both management and
business needs from a global per-
spective, along with an understand-
ing of the need for the localisation
of solution sets, that brought him to
his current role, he explains.

"Menlo was looking for an Asian
manager who understood the differ-
ence in culture, process and method-
ology across the Pacific, so there
could be alignment for global strate-
gy and execution in the local envi-
ronment. My experience was just
right for this, although I was also
attracted by the opportunity of
working with a company which I
thought had the right model for the
business, and presented the opportu-
nity to grow."

Hsu feels the industry in Asia needs
to create more awareness and
understanding of what it can offer
its customers. And, conversely, for
end users to have realistic expecta-
tions when it comes to implementa-
tion and that to get the best solu-
tions to their needs they need to
invest in time to get a true under-
standing.

He says Menlo's operations in Asia
bring with them the same flexibili-
ties as in the US and Europe, but
with the unique challenges in the
region, they come with particular
sensitivities to local markets. Some-

thing Hsu maintains is fundamental
to his company's success.

"Many of Asia's markets are still
developing and we have to take into
consideration the environment for
service providers, the infrastructure,
users and end-customers. It is
important for a 3PL to understand
this dynamic and what the real chal-
lenges and opportunities are in each
of the local environments. Flexibili-
ty is important to the customer so
services will be effective within and
among different parts of the region,
as well as between Asia and other
world markets."

Never one to duck a challenge, Hsu
thrives in this environment. And as
he steers Menlo to further success in
the region, he looks back over the
past two years as some of his best in
the industry.

"I've helped Menlo to build its talent
pool, and to support our core business
and customers with this talent. We've

also worked hard to educate our peo-
ple and our partners on the reality of
the business environment across the

Pacific region, and how to operate
successfully in this environment.

"As a company, and personally, we
are very proud of our growth and
how customers are embracing our
approach." (]
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