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Cloud-based, multi-tenant,
on-demand storage is the
way forward for warehousing




On-demand warehousing is in high demand as short-term warehouse space buyers
are looking for quicker deals while trying to avoid the agony of having to go through
the long-drawn-out and arduous process of signing long-term agreements.
On-demand warehousing not only addresses the short- to medium-term storage and
distribution requirements of shippers and logistics service providers (LSPs), but also
helps space sellers, the warehouse service providers, earn incremental revenue by
selling idle curated spaces that are otherwise considered as sunk cost.

Exponentially growing markets and global upheavals like container shortages and
COVID have created a demand and supply imbalance of assets, inventory and
warehouse spaces, giving rise to the need for on-demand storages. It has become
essential to map unused spaces to short-term storage requirements in a near-real-
time environment, using simple tools, processes, and methods to ease logistics

pain points and make supply chains more flexible. A collaborative solution such as a
warehousing marketplace platform like Uber or Airbnb can be a win-win solution for
all stakeholders.

Global developments to drive
on-demand warehousing services

On-demand warehousing matches a buyer’s requirements—ranging from size and location to
duration—to available space offered by the sellers. Buyers with short-term and spot-buying needs
prefer to access such space instead of having to sign long-term agreements.

Logistics service : Government agencies
providers (LSPs) H E@ m 9 f?\ &
e« (owned/leased space) Offer ! — buy Manufactures, i
E space . ' space distributors, retailers 3
n Independent warehouse ' Previously known/unknown Logistics service o
owners ' relationship , providers — 2PL & 3PL

Buyers - Stakeholders from different industries, such as CPG, retail, manufacturing,
pharmaceuticals, and who are looking for spaces to store semi-finished and finished goods. Buyers
are often referred as shippers.

Sellers - Stakeholders with warehousing facilities offering curated warehouse spaces.

Logistics service providers (LSP) can sometimes act as a buyer needing extra spaces and sometimes
as a seller offering excess spaces.

Global developments such as exponential ecommerce growth, rapid urbanization and COVID have
further fueled the demand for on-demand warehousing services.
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Trends

* Annual online retail
sales — $735 billion
by 20231

- 1.2 million sqft of
warehouse space
needed for every $1
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There is a niche market for short-term on-demand warehousing needs. However, there is an
apparent disconnect between identifying and predicting warehouse space availability and providing
space visibility to current and prospective buyers in near real-time. Also, the complexities of the
traditional methods for searching, engaging, and serving—lack of trust between buyers and sellers;
communications only over phone and emails; manual, intensive contract paperwork and the lengthy
process—only impede the entire process of buying and selling space.
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Besides, the current business model is based on the pop-up-shop approach, a onetime transaction.
Moreover, buyers think that orders and inventory visibility from sellers could help them plan their
resources accordingly. Technology is now filling the gap and matching buyers’ requirements with
what sellers have to offer.

[1] https://fortunly.com/statistics/ecommerce-statistics/#gref

[2] https://www.cbre.us/real-estate-services/real-estate-industries/omnichannel/the-definitive-guide-to-omnichannel-real-estate/real-
estate-impact/how-has-e-commerce-shaped-industrial-real-estate-demand

[3] https://www.dcvelocity.com/articles/49870-worlds-stock-of-warehouses-to-rise-from-150-000-to-180-000-in-five-years
[4] https://www.pwec.co.uk/issues/megatrends/rapid-urbanisation.html

[5] https://www.worldbank.org/en/topic/urbandevelopment/overview

[6] https://360.here.com/spacefill-warehouse-storage
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Digitalization will help eliminate
challenges

Advancements in technology have aided the development of efficient solutions that provide dynamic
and near-real-time collaboration, monitoring, and visibility throughout to simplify the process of
buying and selling of on-demand short-term warehousing. This helps both the sellers and buyers to:

e Address the unused space problem and reduce fixed costs by Selling curated space with others
¢ Find and accommodate short-term storage demand and benefit from incremental revenue

e Look for options, such as buying space for a shorter duration instead of building new facilities or
entering into long-term contracts, to reduce cost

¢ Adapt as per changing demand, omnichannel fulfilment requirements, demographics and needs
of urban populace

e Enable positioning of inventory in last-mile locations for quicker delivery and save on
distribution costs

With short-term on-demand warehousing continuing to grow, there is a need for the logistics
community to adopt digital tools and channels of engagement to eliminate the challenges of the
traditional methods. New technologies, processes—artificial intelligence-machine learning to predict
availability; cloud—individual virtual warehouse instances; uberization of space; dynamic pricing—
and ways of doing business will be the distinguishing factors for logistics service companies to drive
growth and customer satisfaction.

In on-demand warehousing as a service, it would be worthwhile to relook at how:

e The seller propositions to offer a curated space through multiple interactive channels to
multiple buyers

¢ New evolving business and revenue models cater to different customer segments for short-term
space requirements

e Customer engagement and experience is provided through immersive and interactive
communications

¢ Modern tools, technology and process can be deployed to provide visibility, awareness, and
seamless interactions

e Customers can be influenced to choose the best sellers and their offers
e Customized and personalized services can be provided to the customer

A one-stop solution

A one-stop shop online marketplace can facilitate short-term on-demand warehousing. It can be a
simplified portal that allows multiple sellers to list space and upsell bundled services while letting
buyers to browse and procure curated space for their needs.

Both sellers and buyers have vested common interests—Exploiting curated spaces for a reasonable
time and money. Warehouses are moving into an ecosystem, a co-habitat, of diverse stakeholders,
and away from offering specialized product-centric services to multi-industry, multi-product storage
and handling capabilities. Apart from storage, fulfilment and distribution capabilities, warehouses
have now started to host differentiated needs—they serve as demo stores, shops, retail stores

with limited functions such as pickup points, takeaway facilities, operating as catalogue stores or
catering to storage needs of an urban individual for a certain duration. Warehouse owners want

to make the most of the available curated space as they incur fixed cost on building, acquiring,

and retaining the space.
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Create a new partner ecosystem through cross-collaboration
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The interests of warehouse buyers and sellers can be served by leveraging the benefits of a
collaborative economy, which has demonstrated tremendous capabilities and delivered value
to stakeholders. Successful crowdsourcing business models like AirBnB.com, Ola, and Uber
have radically changed the way assets are managed and utilized effectively. A similar model for
warehousing needs could be quite effective.

A warehouse marketplace will not result in space uberization—rather, it will promote space curation
or space personalization. It will help sellers put their curated space on sale whenever it is available or
is expected to be available.

Vendors, LSPs, third-party handlers, warehouse owners, buyers, marketplace owners, and
transporters can be seamlessly onboarded to the collaborative relationship to complete the value
chain. More than matching buyers and sellers, marketplaces having access to transporters (through
APIs and transporter product offerings on the marketplace) can connect them to buyers and sellers
to offer a valuable proposal of bundled services and make the model enticing to all stakeholders.

Co-habitat: Enabling shared economy through multi-tenant offering

A warehouse marketplace will be a freight-all-kinds portal for curated spaces and not product-centric
like the current solutions. In a large physical warehouse, multiple customers can coexist as tenants—
akin to people renting a paying guest house or a hostel facility.

A marketplace should be able to guide a buyer on the type of service needed for a certain product.
Multi-tenant occupancy reduces the time to market and space procurement price when compared
with a single-use warehouse.
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The reimagined marketplace ecosystem
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The one-stop-shop online marketplace for short-term warehousing needs is a multi-tenant
collaborative platform built on the tenets of trust, collaboration, simplicity, and agility. It offers the
following benefits to sellers and buyers:

e Enabling predictions and projections: Space availability, space demand and service requirements,
revenue areas

e Building efficiency: Quick inventory turnover transactions which commands premium pricing from
customers and thus increased revenues

¢ Value-added services beyond storage: Upselling, such as bundled services, can bring in additional
revenues to the sellers of space

¢ Leveraging next-gen technologies: Leveraging the basic guiding principles of Business 4.0—cloud
first, exponential growth and mass offerings—unleashes great potential and provides immense
capabilities to configure, personalize, scale, and optimize the warehouse instance.

e A visibility++ solution: Goods enter and leave warehouse with alerts, exceptions and notifications
of location, status, and health conditions.

e Warehouse marketplace business model: Business agility is now benchmarked with spot pricing;
click-and-go service-based offerings

¢ Document digitalization: Marketplaces can help facilitate uploading and storing documents
such as invoices, bills of lading, airway bills, inventory records, and challans, increasing anywhere
document availability and reducing paperwork.
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Conclusion

The success of a business is dependent upon agility and responsiveness. At a time when optimized
supply chain is key for business survival, many businesses look at warehouse marketplace to increase
agility, improve their market position, and transform the characteristics and economics of demand
and supply chain network.

An innovative approach like a warehouse marketplace can help overcome market inefficacies
associated with the traditional processes and methods of warehousing. Logistics service providers
see warehouse marketplace as an emerging need and a means to gird off supply chain nuances. It will
also encourage many to invest in infrastructure and capabilities to develop and host a multi-vendor
and multi-tenant collaboration model to increase their stronghold and presence in the market.
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