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Today’s ObjectiveToday’s Objective

To facilitate your before lunch sugar 
low with a discourse on the application 
of the kinked oligopoly demand curve 
theory to emerging ports in the 
developing world and established 
gateway ports in the overdeveloped 
world!
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• …..And Have Some Fun
• Present the Bad News and the Good News
• What is a Paradigm?
• Pose a Few Questions
• Introduce a Few Concepts
• Facilitate a Discussion of One of the Most 

Important Tools Ports Have…..Pricing
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• P&O Ports sells for $6.8 billion
• Financial institutions & private equity firms are 

investing in ports
– Goldman Sachs consortia buys Associated British Ports 

for $5.1 billion
– Carlyle Group, Macquarie Bank, Babcock and Brown 

& others have reportedly been pursuing the terminal 
assets of OOIL, P&O Ports North America and others

• Container shipping lines are signing 10 year 
terminal service contracts
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1. How many of your ports have DEEP 

POCKETS, i.e. financial resources and capital 
formation are not significant issues?

2. How many of your ports have a clear practical 
mission statement?

3. How many of your ports measure management’s 
performance against the mission statement?

4. How many of your ports have an active strategic 
planning process?
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InfrastructureInfrastructure TerminalTerminal Life Cycle CostsLife Cycle Costs
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