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LOUD AND CLEAR
Drawing the attention of your customer to the Standard Trading Conditions is essential if you are to limit your liabilities
IIFA is often asked: “What is the best way of bringing the Standard Trading Conditions (STCs) to the attention of the customer?” Lawyers call this incorporation – a word that means you have to make sure that your clients know about the STCs  x before you do the job.
It is a subject that we deal with often on these pages, but there are still many members and their staff who are not aware of the importance of incorporation. The STCs have several important jobs to do on your behalf.  The most important of these is to limit your liability in the event of a claim for loss, damage or other event that might involve a cost for your customer. 
Limiting liability means making sure that you are legally entitled to pay only a small proportion of the total claim. Remember that the customer always ahs the option to insure his goods himself.  If he fails to exercise this option, he cannot then claim his full loss from you.

If, however, you fail to make your customer aware of the STCs and ensure that they have had every opportunity to read them, you may have to pay the full amount of any claim out of your own pocket.  If the claim is for thousands of pounds, and you have only make a small profit on the job, then clearly this is disastrous.

INCORPORATING CONDTIONS

What, therefore, is the best way to ‘incorporate’ the conditions into your contract with the customer?  A contract, remember, does not have to be in writing, it can be a verbal agreement struck up over the telephone.  A very large number of jobs are, as we know, started as a result of a simple telephone call.  Fortunately today we have the wonderful invention of e-mail that enables us to instantly communicate with our customers and suppliers.  Before we have had time to forget the detail of the conversation we can immediately send an e-mail to confirm the instructions we have just been given over the telephone.  Making sure that all of your e-mails that go out have a reference to the IIFA STCs, therefore, is a must.  This reference can be programmed so there is no need to remember it every time.  Is reference to the STCs therefore enough to fulfil the criteria for incorporation? The answer is probably not, but, again, using e-mail you can take this a step further by adding a link to your company website, or the IIFA websiste where the STCs sit.  Alternatively, you can simply send the STCs as an attachment to the e-mail.  With this electronic communication aid these simple steps can be carried out in a few clicks.  IIFA can provide you with an electronic version, if you wish, or you can simply access information on STCs via our website under ‘About IIFA’
None of this means, however, that you should not take some of the more traditional steps to ensure that all your customers have the opportunity to read the conditions of the contract. Reference to the conditions on letterheads and printing them on the reverse of key documents, is still valid.  You should send a hard copy of the STCs to your regular customers at least once a year, addressed to a director or other responsible person.
The consequences of failing to follow recommended industry practice can be very expensive and your insurer is not likely to bail you out if it happens too often.

IIFANET UPDATE
IIFAnet Training for the New Year (2005)

The following courses will be delivered in early New Year. 

4 Day – Management Skills

4 Day -  Supervisory Skills

4 Day – HR Skills

4 Day – Warehousing & Logistics

3 Day – Sales Skills

3 Day – Marketing Skills

3 Day – Customs Clearance & Documentation

2 Day – Finance for non-Finance People

1 Day – Credit Control

To book a place and for more information contact:

Emer Smyth

Tel:   
  01-833 1429

Fax:  
  01-853 2268

E-mail:  iifanet@eircom.net

IIFA ANNUAL BALL
The IIFA Annual Ball took place in Clontarf Castle on Saturday, November 13th.  The evening was enjoyed by all and a cheque for €1000 was presented to Rita Monaghan of C.A.R.I.(Children at Risk in Ireland),

We want to thank all our sponsors who, once again, so generously supported us. Our main sponsors were SERVISAIR and PETER LOLE, INSURANCES. 
The following companies donated wonderful prizes for the Monster Raffle:

· VIRGIN ATLANTIC/AIR CARGO PARTNERS  -  2 RETURN TICKETS ON ANY VIRGIN  ROUTE WORLDWIDE

· BRITISH MIDLAND -     2 RETURN TICKETS TO ANY DESTINATION ON BM EUROPEAN NETWORK

· BRITISH MIDLAND – 2 RETURN TICKETS TO WASHINGTON EX MANCHESTER

· DELTA AIRLINES – 2 RETURN TICKETS TO ATLANTA 
· BRITISH AIRWAYS -   2 RETURN TICKETS TO EUROPEAN DESTINATION  

· AIR FRANCE            -      2 RETURN TICKETS TO PARIS

· STENA LINE  
   -      VOUCHER

· IRISH FERRIES  
   -      VOUCHER
· P & O IRISH SEA - VOUCHER
· DUNWOODYS -  STEREO
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· IAM/AMERICAN AIRLINES  -   CASE WINE

· CLONTARF CASTLE -   WEEKEND VOUCHER

· GREEN TIGER EXPRESS – 2 ANNUAL SUBSCRIPTIONS TO FLEET MAGAZINE

· GOLF DRIVER

ISPS CHARGES
WE have been made aware by IIFA members that ISPS charges will be imposed by a number of shipping companies shortly.  
We contacted Jimmy Carolan from Dublin Port to discuss this issue.  They are not levying this charge at the present time and have no plans to do so for the foreseeable future.  If and when they levy this charge, it will be to cover costs only and not a profit making exercise.
We would appreciate if you make us aware if you have similar notice.

CUSTOMS UPDATE
DUBLIN AIRPORT 

A new telephone directory is being compiled with names and direct lines to the various officers – this will be available at the public counter and will be e-mailed to IIFA in due course.  We will circulate to IIFA members.

ELECTRONIC MANIFEST AT DUBLIN AIRPORT

Customs are finding that some items for export are not appearing or are under declared on the manifests. If these errors keep occurring then the Simplified Procedures facilities will be withdrawn from the companies concerned.  It was stressed that more care should be taken in preparing the manifest.  Where exporters are compliant with the regulations then the manifest will not be as closely scrutinized.
CAP/DTI

Two exporters have agreed with Revenue to carry o out on-line testing .  This will begin on December 8th.  Revenue hope that registration of companies using CAP/DTI will be up to 80% by New Year.
REVISED EXPORT PROCEDURE FO RDUAL-USE ITEMS
 The AEP System is being programmed at present to enable traders exporting items that have the notation KU (CD095) in column 6 of the Customs and Excise Tariff of Ireland to insert a specific code in box 44 of the SAD.  The particular code to be inserted will depend on which of 3 specific categories apply to the case. This facility will not be introduced until January 2005 but traders/agents are being advised to enable them to make any necessary adjustments to their systems.  An extensive round of contacts will be made with trade representatives in advance of the introduction of the revised arrangements to ensure a smooth change-over.

Further information is available from:

Customs Branch,

Phone:  067 63229/63231

Govt. Offices


Fax:      067 32381

Nenagh


E-Mail customsma@revenue.ie
INSURANCE AND LEGAL UPDATE

INSURANCE INTERMEDIARIES ACT 2005
Following on from a number of contacts Michael Slevin , Chair of IIFA Insurance & Legal Committee had with the Irish Financial Services Regulatory Authority, (ISFRA), we have had correspondence from them indicating that subject to certain conditions, freight forwarders should not be liable to regulation under the Insurance Intermediaries Act.  However, we are finalising specific details and when this is completed, we will be in contact with the membership to clarify final situation before end of the year.

Readers of IIFA Newsletter should be aware that views expressed in editorial material are not official IIFA Policy unless specifically referred to as such.    
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