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United Chandlers brings together ten of North America's premier ship supply 
companies to give you the complete ship supply service you demand.

With over 500 years cumulative experience in ship supply, United Chandlers
can service your vessel's needs wherever it is needed.

Our teams of supply professionals are here 24/7 to ensure your vessel receives the
care and attention it demands. United Chandlers partner companies are specialists in

professional vessel supply and chandlery whether from Montreal to Vancouver;
from Philadelphia to Mobile, or from Houston to California.

United Chandlers is the only ship supply option you should consider if you want quality,
variety of products, a team that knows your needs and is ready to help and a chandlery 

professional that will ensure your ship is supplied ahead of time and within budget.

United Chandlers
Strength in depth and quality

DELAWARE SHIP SUPPLY Philadelphia ~ R S STERN Baltimore ~ PELTZ MARINE Norfolk
SEAGULF MARINE Montreal, Halifax, Great Lakes ~ TRITON MARINE Vancouver ~ KAMIL SHIP SUPPLY Mobile

EMS SHIP SUPPLY USA LTD Houston ~ HARBOR SHIP SUPPLY Los Angeles, San Francisco, Portland, Seattle
LIBERTY MARINE SERVICES Florida ~ KLAUSEN-GESTBY  Boston

Innovation, integrity and unity,
our key to quality service in North America

Call today +1 (312) 895-4551
www.unitedchandlers.com

sales@unitedchandlers.com
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It is with a sense of sadness and joy that I put pen to paper and
address you in what will be one of my final acts as outgoing President
of ISSA. Sadness, because I am leaving a position that I have been
honoured to hold for the past nine years but pure joy in that the ISSA
Presidential baton I am handing over to my colleague Jens Olsen is a
much stronger one, recognised and respected more deeply and more
widely across the global shipping industry. 

I am honoured to have been able to serve as your President for the
last three terms and it has given me tremendous pleasure and satis-
faction to have been part of ISSA’s continued success over this period. 

When I embarked on this journey all those years ago, the industry
was a different place than it is now. Shipping was gazing at a brighter
future economically and the world’s ship suppliers were looking to
ISSA to help strengthen their role in working with their customers, the
ship owners and the ship managers. Economic and trade growth over
the past five years has been the strongest ever seen by the shipping
industry and as we now enter what could be one of the toughest eco-
nomic periods for decades, we can rest assured that our industry is
stronger, our suppliers are more quality-conscious and our clients are
more respectful of the role ISSA ship suppliers play in ensuring that
their ships are professionally supplied and ready to go.

But no man is an island and I would not have been able to have
achieved what I have achieved as President without the support of the
team I had around me. Special thanks must go to my Executive Board
colleagues who have been so important in driving forward this fine as-
sociation. I would also like to single out the hard work and dedication
of at least three of my ISSA colleagues. Spencer Eade has been in-
spirational as General Secretary and has been my coach, sounding
board and at times my excellent English teacher; Alfred Borg has been

instrumental in protecting and growing ISSA’s finances over the years
and ensuring that the association remains financially secure so it can
serve the needs of its members worldwide. And I would also like to
thank Rocky Rocksborough-Smith who, as Senior Executive Vice
President, has played his Master of Ceremonies role to perfection not
only at our annual ISSA Conventions but in helping to steer the asso-
ciation on the right course in its day-to-day work. Thank you to them.

ISSA’s foundations are strong and the organisation is ready for
the challenges ahead but while so much has been done over the past
nine years, challenges remain and ISSA needs to be ready and willing

Foreword

ISSA’s foundations are strong and the organisa-
tion is ready for the challenges ahead but while so
much has been done over the past nine years,
challenges remain and ISSA needs to be ready and
willing as an association from top to bottom to take
on the responsibilities associated with driving
forward the growth of global ship supply. Present
and future Executive Board members will be relied
upon to display the vision needed to accomplish the
tasks ahead
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as an association from top to bottom to take on the responsibilities
associated with driving forward the growth of global ship supply. Pres-
ent and future Executive Board members will be relied upon to display
the vision needed to accomplish the tasks ahead. While we all have al-
legiances to our national associations and local interests as ship sup-
pliers, we also have a responsibility to uphold the international
demands that are constantly placed on ISSA’s shoulders. The board
has a duty to put ISSA first otherwise the concept of ISSA as guardian
of the economic interests of the industry will not work.

Above all I realise that ISSA has to work harder with the vocal mi-
nority as well as the silent majority if it is to grow stronger over the
next few years. Our membership is wide and diverse but we all share
the passion that is ship supply. That is why all members need to know
what ISSA is, and that it will continue to work on their behalf.

I am looking forward to taking up my new responsibilities both as
the new ISSA Board member responsible for and representing the
views of the Associate Membership and also as an Executive Vice-
President. I give my pledge to our expanding base of Associate Mem-
bers that I will work hard to help them improve their position with the
association and global ship supply.

All that is left is for me to wish my successor Jens Olsen all the
success in his new position as President of ISSA. As I move from a
leading role to a serving role, I offer my support to him as a member
of the ISSA Executive Board.

I would like to wish everyone a happy holiday period and a pros-
perous 2009 and continued success in the always exciting world of
the ship supply and services industry.

Wim van Noortwijk
ISSA President
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I am honoured to have been able to serve as your
President for the last three terms and it has given me
tremendous pleasure and satisfaction to have been
part of ISSA’s continued success over this period
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A strong fleet needed for rough seas
Amid a global financial meltdown, Argentina is seeing its own wa-

ters running into troubled seas as it battles with internal eco-
nomic issues that have been affecting the country periodically

for some time. The hope that the ship supply community of Argentina
will hold hands for strength and support through the difficult period is,
however, strong on the agenda for the Argentine National Association.

Philip Prince, President of the Ar-
gentine Ship Suppliers Association and
Director of Prompt Ship Suppliers,
highlighted that despite “it’s young
eight years of existence, the Argentine
National Association has built up a 20
member structure that now allows ship
suppliers to defend its interests at com-
mercial and administrative government
levels alongside a strong structure for
quality standards and conditions.

“In the past 50 years, ship suppliers, much the same as many other
industries in Argentina, have experienced particularly good and defin-
itively bad periods. The reason for this is the political and economical
situation supplemented by the many changes within the government
and the non-continuity of their policies. To this, of course, the world fi-
nancial crisis is also added, which will no doubt hit our shores with
some significance,” he added.

“Argentina has a traditional export market for products such as
the diversity of grains and their finished products of vegetable oils .The
beef and dairy farmers are struggling to keep competitive and are
fighting the government to reduce export taxes. Contrary to the ma-
jority of governments around the world which encourage exports by
supporting farmers with financial benefits, we hinder ours. This policy
will no doubt see a decrease in production and a reduction of exports
for these commodities,” Mr Prince warned.

He added: “With the reduction of exports and imports we will see
in the next few months a reduction in shipping movements, which will
affect the suppliers and other related services. The million dollar ques-
tion is, however, how long this world crisis will last before bouncing
back and commencing a new period of growth.”

While Argentina is sailing rough seas, the country’s ship supply op-
erations are standing together in times of crisis, and through the period
of financial difficulty the need for national shipping unity is being rein-
forced with particular volume by the Argentine Ship Suppliers Association.

Mr Prince indicated that although small and medium sized supply
companies will be the least seriously affected by the economic
downturn because of lower overhead costs with the ability to maintain
competitiveness, “These hard times may create a further need for
closer cooperation between ship owners, ship managers and the
suppliers to consolidate an efficient valued service, something that
ISSA is encouraging its members to do.”

He added: “The Argentine Association is very grateful to the retiring
President of ISSA who has in the last nine years shown interest and
pursued the continued growth of this Association. We wish the newly-
elected ISSA President all the success in steering the International
Association to continue developments throughout this period of world-
wide financial difficulty.” ■

Founded in 1977, Montevideo-based Aeromarine has led the way
as supplier of technological products, electronic systems and
satellite communications in South America, gaining international

recognition and prestige as one of the region’s most important digital
supply companies.

Aligning itself with the growing trend towards digitisation, the com-
pany supplies radio broadcasting equipment, satellite communications
with some major global brands under its belt such as Inmarsat, Iridium
and Comsat, and electronic navigation systems and radar devices.

Hans Peter Schewe, Founder, highlighted how the company has
thrived within the lucrative electronic equipment supply and repair
services sector, and that it is “with honesty, perseverance and hard
work that we get the success and satisfaction of our customers,” also
benefiting from its strategic position in Montevideo as a port and lo-
gistics point at the core of its operations.

“We have earned the confidence of a large list of international and
multinational companies who have chosen us to represent and main-
tain their product lines in Uruguay, and to be their service station for
the entire Southern Cone,” Mr Schewe stressed of the company’s ben-
eficial location and international significance. ■

Aeromarine
floats high

Central & South American Ship Supply
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Proving its scorching success in the country’s ship supply logistics,
Gandara is looking toward national domination as it builds
upon its already grounding status as Chile’s largest ship supply

company.
Founded in Spain in 1905 and established in Chile since 1982,

the notorious ship supplier has six branches all along the country’s
coastline, and boasts of having been the first company in Chile to
receive the ISSA Quality Certificate and the ISO 9001:2001,
fortifying its emphasis on quality.

Providing services to “most Chilean ports”, Luis Irles, General
Manager of Gandara Chile and the first president of the Chilean Ship
Suppliers Association, asserted the need to remain vigilant to safety
and security procedures by way of maintaining a high profile.

“In sanitary terms, a strict inspection by control authorities is
applied to products such as fruits, vegetables and dairy products;
therefore, our provisions are delivered sanitized, labelled and pack-
aged to optimum effectiveness. Since Chile is the only country in
South America free from foot-and-mouth and the fruit fly disease
(glasopeda), this is especially important,” Mr Irles said.

With a major supply division to cruise vessels, the standards and
regulations for supplies mean that “the market demands a close and
friendly relationship with customs and sanitary authorities,” and as the
cruise industry grows each year with an expected 50 vessels in the
upcoming season, the company’s focus is on quality and improvement.

“The future brings new demands, so we are continuously extending

and improving our branches along the country to provide our services
as fast as possible. We also want to implement two more offices in
the short term future,” Mr Irles added. ■

Feeling the heat



Acquiring expertise and knowledge during service in the
Peruvian Navy, Carlos Cicala established Polaris ship chan-
dlers in 1993, with emphasis on safety products and repair

services supplying all Peruvian ports.
Stamped with the ISSA quality label it never fails to satisfy as

it grows its supply and repair divisions to meet the needs of a
hungry cruise market and the US navy. Among many other general
provisions and food stores, the essentials are also catered for,
covering every minutiae of a vessel’s need, as the company
appreciates Peru’s positioning and the inevitability of long voyages
ahead for vessels passing through the region.

Mr Cicala underlined the importance of the company’s prime
location in Callao for central services to all ports along the coast, and
emphasised the need for safety-related products and services. “We
grant international certificates to lifeboat rafts and we inspect and ren-
ovate their contents with products such as provisions and medicines,
making sure of guaranteed quality in the safeguard of human lives.”

A combined effort in electrical and mechanical repairs is sup-
plemented by submarine inspection, with “specialised personnel in
the industrial navy, responsible for inspection works and hull and
propulsion operation.” Its growing service to the navy, including serv-
ices the Italian, Korean and French army war vessels, is expected to
increase as security measures are upped in Nigerian waters, and the
company’s focus on safety and security provisions and repairs is
paramount to such supply sectors. ■
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Based in Puerto Cabello city in Carabobo State, Venecia Ship
Suppliers (Vepuca), a subsidiary of the Venecia Group, is
thrusting ahead with the intention “to become the leaders in

the national markets and to compete in the international markets
using the quality of our services as our strategy,” according to Jose
Rodriguez, President. 

Offering goods spanning the gamut of the ship supply world,
from fresh produce, dry goods and duty free products to cabin and
deck stores and machinery equipment, the company’s strategic lo-
cation offers operational flexibility in the growing Venezuelan region
and all its major ports.

The company prides itself on its continued success in the world
ship supply market, adding to its profile as it looks for ways to grow
in the region, and described as being “very well connected through-
out the Venezuelan coast, with many opportunities in the maritime
related businesses,” it utilises the city’s position in possessing one of
the two most economically and historically important ports in the
entire country.

Established in 1953, The Venecia Group emerged from the vision
of Mr Rodriguez to identify a business opportunity at the Maracaibo Port,
in Zulia State, instigated by the growing demand for food and sup-
plies from the ships that visited the port, and the company has since
expanded significantly to encompass different branches of shipping
services throughout the region with future intent for continued
growth and success. ■

Reigning the region Safety first
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Argentina is going from strength to strength in the world of ship
supply, according to Juan Salomon, CEO of INS Ship Services,
as ship supplies and operating companies in the region “con-

tinue growing”. With 10 years experience to pride itself on, the com-
pany’s head office is located in Rosario with a branch office in Buenos
Aires, serving all the harbours of Argentina.

“I think that the market has recently demanded a change in attention.
We have met the exact balance in the three key areas which are nowa-
days truly important for the customers; understanding of their needs, at-
tention to their needs, and the time for answers,” Mr Salomon said.

He added that the company hopes “to continue with the creation of
customer loyalty and always increase the quality of our services, to visit
international fairs and continue learning about this interesting profes-
sion, in which a professional should always consider continued training
in order to have the required  knowledge to meet the changing times.”

Proving that Argentina is steaming ahead, and that joining forces in
a blossoming region is a worthwhile venture, Navalia, based in Ushuaia,
the southernmost city in the world, was acquired this summer by the Ar-
gentine ship owning Mendez Group from Buenos Aires, firmly consoli-
dating a successful position in the ship supply market in Argentina.

Operating services for passenger vessels en route to the Antarc-
tic Peninsula, the company supplies provisions, stores and bunkers to
ships and ports within the region, and boasts a 2006-built 1,100 sq
metre warehouse with cold and frozen chambers alongside large stor-
age capacity for provisions and stores.

Despite its running success and the proud celebration of its 10
year anniversary as a prominent Argentine ship supplier, Carlos
Dominguez, Manager, asserted how “there are some difficulties sur-

rounding the business nowadays, such as dealing with a devalued cur-
rency, going through an inflationary period and having a critical food
economy in Argentina, together with the challenges of a financial cri-
sis worldwide.”

With plans to “improve prices, diversify the services we currently
provide, and to develop an in-depth experience in the logistics field to
be able to cope efficiently with the economic difficulties,” Mr
Dominguez stressed the hopes for Navalia to stand its ground against
the current issues and continue its successful operations as a leading
Argentine ship supplier. ■

Strengthening forces

DRGDRG
SOLICITORS LLP

We offer expert advice in all
areas of maritime law including:

- Debt recovery and
  worldwide ship arrests;
- International litigation
   and arbitration;
- International sale of
  goods disputes;
- Worldwide injunctions,
  attachments and asset tracing;
- Carriage of goods claims;

International Maritime Lawyers

Kenworthy’s Buildings
83 Bridge Street
Manchester
M3 2RF
United Kingdom

bruce.hailey@drg-law.com

T: +44 (0)870 060 6075
F: +44 (0)161 834 4666
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Brazil has the distinguished advantage of being the world’s tenth
largest economy at market exchange rates and the ninth largest
in purchasing power. Expanding its presence in international,

financial, and commodity markets coupled with a boom in exports, the
country stands in a strong position in the realm of ship supply.

ISSA-registered Mansueto Pierotti & Filhos, Santos-based ship
suppliers specialising in food provisions, ropes, tools, pipes and fittings
and all the paraphernalia involved in general ship supplies, serves
many of the prominent ports in Brazil.

Geraldo Pierotti, Director, revealed that “the company is going
through a transition period, and in spite of the world crisis, some new
business opportunities are arising for the years to come as the com-
pany evaluates its chances to develop new markets.

“As we are located in Santos, which is the largest port in the whole
of South America, we continually have ships coming in, and we also
have the benefit of the cruise industry business which has developed
significantly in the last few years,” Mr Pierotti added.

With future prospects casting a glow on the horizon for Brazilian-
based ship supply operations, Mr Pierotti, also a past president of the
Brazilian Ship Supply Association, acknowledged that recent oil and gas
field discovery in the region opens the market up to new potential growth.

“This promises to be the most interesting opportunity for the up-
coming years, and supplying offshore platforms will definitely be a pos-
sibility,” he said. Alongside a growing cruise industry, upcoming new
terminal construction, and government investment into rebuilding the
Brazilian national fleet; it’s a fruitful future for Brazilian port commerce.

“There are a lot of possibilities going on in our region, and local

ship suppliers are in a great posi-
tion to evaluate and decide which
of those opportunities they are will-
ing to focus on,” Mr Pierotti said,
underlining the region’s optimism
towards prospective development
and expansion for ship suppliers. 

However, the sun’s not shining
on all of Brazil, as Castello Branco
from Rio de Janeiro-based Mapa-
mar, highlighted. The major stilt in

worldwide iron ore trading has impacted on some ship supply ex-
porters operating in the region.

“With the reduction in iron ore exportation the number of vessels
calling at Sepetiba and Mangaratiba since last November has been
reduced by half. This December the vessels loading at these terminals
are significantly fewer. On the other hand, the reduction in vessels has
been replaced with vessels coming to Rio de Janeiro for dry-dock and re-
pairs, and also for the supply boat vessels that are operating at the off-
shore petrofield (campos basin) that come to Rio de Janeiro for loading
cargo, spare parts and provisions,” Mr Branco informed. 

Despite local ship chandlers feeling the losses from reduced iron
ore and steel exportation, Mapamar are still looking into the prospects of
opening a branch in Rio Grande in the south of Brazil, as it forsees that
“the number of vessels calling at this port has improved much in the last
year and will increase even more in the future, due to the two new ship-
yards that are currently being built there,” he added. ■

Cracking a nut of opportunity
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In his first ever Foreword as the newly appointed President of ISSA,
published in the February 2000 issue of The Ship Supplier, Wim
van Noortwijk said he wanted to focus on four key areas during

his Presidency. 
He promised to build on past achievements and adjust whatever

needed adjusting within the ISSA machine to make it a more effective
organisation. He also pledged to grow team spirit; recognise and up-
grade the standards and quality of ISSA member companies; as well
as engender closer cooperation between the ship supply industry and
the shipowning and shipmanagement organisations.

Well with our hands on our hearts we can all truthfully say he has
achieved what he set out to achieve. And a lot more besides.

Over the past nine years, ISSA has grown into an association of
merit. An association that remains dedicated to its members’ needs
and one which embraces the spirit of cooperation at a local as well as
international level to achieve its aims, and those achievements have
been substantial. 

“What we have achieved over the past nine years is to build a
strong functioning organisation which recognises the importance of
the National Associations. ISSA, in addition, is an association that also
has a very strong private company associate membership base, cur-
rently representing as much as 15% of the total ISSA membership,

which is recognised as a crucial aspect of what ISSA stands for,”
replied Wim van Noortwijk. “And it is there where in the future I am
going to be focusing as an Executive.”

“So as far as the ISSA network and organisation is concerned, we
have done our job. As far as the decision-making processes and re-
sponsibilities are concerned, ISSA has also been prepared for further
growth in the future,” he added.

One of the key successes of the association during the van
Noortwijk Presidency must be the development of the ISSA Quality
Programme which has enabled the association to position itself as the
global guardian and driver of quality ship supply.

The quality initiative, which has been heralded by Wim van
Noortwijk as essential in demonstrating to the world's ship owners
and ship managers that ISSA's commitment to a quality-driven serv-
ice is absolute, was immediately endorsed by InterManager, the trade
association for the world's in-house and third party ship managers.
Rajaish Bajpaee, the then InterManager President, was quick to be-
come involved and said his association was pleased to endorse the
new quality standard because "it puts in place a system to ensure the
quality of the supply process and if well managed, will help to ensure
that essential goods are sourced and supplied to ISSA customers in
a timely and cost-effective manner.
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"I believe that compliance with the ISSA Quality Standard will set
a new benchmark of excellence in the logistics chain for the benefit
of the shipping industry and for ship managers both large and small.
InterManager looks forward to working in partnership with ISSA mem-
bers that embrace this new standard in principle and in spirit," Mr Ba-
jpaee said at the time.

More importantly, it was recognised that adherence to the 'ISSA
Quality Standard' opened up the opportunity for ISSA members to
benefit from membership of an international shipping industry that
was becoming transfixed with quality assessment and accountability.
If ISSA had its Quality Programme, then the oil majors and tanker
owners would have their Tanker Management Self Assessment
(TMSA) programme; InterManager and ship managers their Key Per-
formance Indicator initiative; and Intertanko its TOTS programme
among others. The time for accountability and increased quality trans-
parency was here and as far as the ISSA President was concerned,
it was a growing priority.

Wim van Noortwijk was resolute in outlining the merit of the Qual-
ity Programme. He said at the time of its launch: "Information is King
as they say and we haven’t done a good enough job in the past in
educating the industry and the public about what a quality ship sup-
ply operation really is. But we cannot do it without the help of our
members in the global ship supply industry. So we will be looking at
ways to increase the responsiveness of our sector so we can ensure
we continue to provide the results the industry demands. I call on all
ISSA members to strive to attain this quality benchmark as soon as
possible," he said.

Wim said of InterManager’s endorsement: “Through InterMan-
ager’s help, I have been able to get through another vital element
which is the quality criteria. As a result, we will only have quality ap-
proved ship suppliers. This recognition by owners and managers is es-
sential to boosting the recognition of ISSA globally.”

Indeed, so important has the ISSA/InterManager relationship been
that Wim van Noortwijk has since been voted on as a member of the
InterManager Executive Committee. In nine years, ISSA has developed
from being an organisation desperate to court the owners and the man-
agers, its customers, to being a fully fledged and highly respected or-
ganisation actually playing a crucial role in moulding the way today’s
owners and managers run their businesses. How good is that?

So successful has the ISSA Quality Programme been that over
30% of ISSA members have so far been audited and more are sign-
ing up week-by-week. ISSA is at the vanguard of quality operation and
will continue to be so as it strives to ensure that today’s ships are sup-
plied only by professional companies dedicated to serving the needs
of their customers.

As the association strengthens its position so its global member-
ship grows. In the nine years since Wim van Noortwijk took over as
President, membership of the association has grown from 36 to 43
National Associations – a clear indication that the membership brings
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Wim Van Noortwijk

To our honoured friend and 
colleague, we thank you for your 

exceptional leadership during your 
tenure as President of ISSA and your 

support of our association.

We look forward to your continued 
involvement in ISSA and wish the 

best for you and your family.
involvement in ISSA and wish the

best for you and your family.

NAMS
The National Association of Marine Services

United States of America

Max Goldberg, President
Alan Kotz, ISSA Representative

“What we have achieved over the past nine
years is to build a strong functioning organisation
which recognises the importance of the National
Associations. ISSA is an association that also
boasts a very strong associate membership base,
currently representing as much as 15% of the total
ISSA membership”
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and a number of key national associations have championed key is-
sues which have benefited the global ship supply industry.

The efforts of Finland’s National ship supply association in build-
ing up contacts and cooperation with Tapani Erling, Chairman of the
Council of the World Customs Organisation (WCO) is a case in point.
Headed up by ISSA Executive Vice President Matti Kokkala, the
Finnish Ship Suppliers Association (FSSA) has made significant
strides in ensuring that ISSA is at the heart of negotiations over world
customs. This sort of effort totally compliments the hard work under-
taken over the years by OCEAN in forging close and constructive re-
lationships with The European Commission in Brussels. “If we had not
had a unified team of ship suppliers working on behalf of the industry
to forge the close links we have with the legislators in Brussels, then
dramatic decisions relating to our industry could have been made to
our industry by the Brussels rule making machine,” Wim said.

But what thoughts did Wim have when he accepted ISSA’s
invitation to take on the Presidency?

Growing into the position of ISSA President has been a long
process, he smiles. “But my journey down this road started many years
before when I was a board member of the Dutch Ship Suppliers

Association and they were, and have remained, a very strong association. 
“I was chairman of the Dutch association and as a result became

heavily involved in OCEAN (the pan industry body lobbying ship sup-
plier interests in the European Union). I met a lot of people around the
world and was asked, from time to time, by the then ISSA President
to speak on certain subjects in the industry so before long I became
known in the industry and within the association. 

“One of the things I take as a compliment is the way I always get
things done. This was what ISSA needed. A little bit less talk and more

22 Nine years of ISSA growth
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“One of the things I take as a compliment is the
way I always get things done. This was what ISSA
needed. A little bit less talk and more walk – less
uncommitted talk. ISSA is now a place of action
that is driven by a strong Executive Board that has
the right passion and spirit needed”
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walk – less uncommitted talk. ISSA is now a place of action that is
driven by a strong Executive Board that has the right passion and spirit
needed,” he said.

“I was also inspired by the people and the team around me as well
as previous Presidents who were able to show me that passion and
dedication were not the only requisites to being a good President. The
late Dott. Salvatore Ciuoffo was an inspiration to me and he taught
me that with the right attitude and the right belief, you can win over
people to your cause. I learned what it was to be truly passionate about
an industry. From my predecessor Geoffrey Marchant, I learned that
passion is not enough because you also need accuracy and detail.  

“As I say in my Foreword, no man is an island and I would not have
been able to have achieved what I have achieved as President without
the support of the team I had around me. Special thanks must go to my
Executive Board colleagues who have been so important in driving for-
ward this fine association. I would also like to single out the hard work
and dedication of at least three of my ISSA colleagues. Spencer Eade
has been inspirational as General Secretary and has been my coach,
sounding board and at times my excellent English teacher; Alfred Borg
has been instrumental in protecting and growing ISSA’s finances over
the years and ensuring that the association remains financially secure
so it can serve the needs of its members worldwide. And I would also
like to thank Rocky Rocksborough-Smith who, as Senior Executive Vice
President, has played his Master of Ceremonies role to perfection not
only at our annual ISSA Conventions but in helping to steer the associ-
ation on the right course in its day-to-day work. Thank you to them.”

But what sort of person were you back in 2000?
“When I took over as President nine years ago, I wanted to give

something back to an industry I had loved for so long. I was surprised
at the amount of work that had to be done and that so many basic

The Finnish Ship
Suppliers Association

would like to thank you Wim
for your great effort and

co-operation during
the past decade!

On behalf of all Members the Board of the
Portuguese Ship Suppliers Association want

to thanks all the efforts and excellent hard job
done during the past years by the President
Mr Wim van Noortwijk who have honoured
and motivated us to serve the ship supply

world we wish him all the best.

We take these opportunity to give our
congratulations to the new President Mr Jens Olsen 

and wish him all the success going forward and 
providing a strong leadership to our industry.

Associação Portuguesa de Fornecedores de Navios
Portuguese Ship Suppliers Association

For any kind of information on Portuguese
Ship Suppliers please contact us at:

Email: apfn@apfn.pt

A P F N

“I am very thankful for having the honour,
pleasure and, most of all, the experience of being
ISSA President because it has given me enormous
satisfaction to see how we succeeded in our first
task of unifying the needs and beliefs of the
industry. But so much still remains to be done”
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things had to be tackled. I felt I had the talent to develop a vision for
ISSA by listening carefully to what our clients and what our members
wanted and especially those leaders and decision makers in our in-
dustry,” he said.

Anyone who knows Wim will agree that his strength lies in being
able to arrive at the right conclusions by listening to all the arguments.
By his own admission he is able to balance opinions and measure
likely outcomes before deciding what course of action to take. Citing

a hockey analogy, he said: “Sometimes you can score but you can still
lose the game. In those days you had to do it by listening.”

He added: “I am very thankful for having the honour, pleasure and,
most of all, the experience of being ISSA President because it has
given me enormous satisfaction to see how we succeeded in our first
task of unifying the needs and beliefs of the industry. But so much still
remains to be done,” he warned.

“It is true to say that we have managed to make our members

Both the Latvian Ship Supply Association, Unimars, and its 
President, Mr Oleg Butenko have known retiring ISSA 

President Wim van Noortwijk for more than five years - in fact 
almost from the beginning of his presidency.

Wim van Noortwijk gave us his personal help as we made all 
the necessary steps to establish the Latvian Ship Supply 

Association, holding meetings with myself and other Latvian 
SSA members during annual ISSA conventions. He also came 
to Latvia several times to take part in Latvian SSA meetings 

and to share his own experiences with us all. 

Mr van Noortwijk also helped us a great deal in introducing 
ISSA quality standards in to the Latvian SSA working system.

Working personally with Mr van Noortwijk in his role as the 
President of ISSA, has helped us here in the Latvian Ship 
Supply Association to feel that we are a real part of ISSA.

We therefore want to say a heartily-felt thank you to Mr Wim 
van Noortwijk for all good things that he has done for the 
Latvian Ship Supply Association. We wish him many long 

years of active life and hope he meets many more good friends 
and continues to have many wonderful moments in his life.

Best regards,
Mr Oleg Butenko

Latvian SSA President

The Canadian Shipsupply & Services Association (CSSA) is 
pleased to join with others in recognizing the significant 
contribution made to ISSA and the Marine Industry in 

general by outgoing ISSA President Mr. Wim van Noortwijk.

Nine years is a long time to lead any organization and none 
harder to pilot than an Association!  During his tenure,  Mr. 

van Noortwijk with the support of the Executive Committee 
and ISSA Board,  brought the Association from near financial 

depletion to a position of healthy prosperity.

We wish him every 'success' in his retirement years and are 
encouraged to hear that he will take up the cause of the 

Associate ISSA Members (as their voice at the Board level).

In conclusion Mr. van Noortwijk,  please accept our
sincere best wishes for all that you have done for the 
Ship Supply industry and long may you continue to

serve us in your new capacity.

Sincerely,
Canadian ShipSupply & Services Association

Association Canadienne des Approvisionnements
et Services Maritimes
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around the world feel part of the association but as soon as you put
all these structures, network and people in place the next question
has to be what do we do with it. This is why you need an Executive
Board which can comfortably separate itself from its national and
local association duties and adopt an international and pan-industry
vision for ISSA.

“One of the handicaps in the past has been that it has taken a
while for our board members to realise that they have two functions,

one being their national interests and the other being their responsi-
bilities as leaders within ISSA,” he stressed. If there is one general crit-
icism that could be made, it is that all of us associated with ISSA know
how dedicated and united the industry is. But is that the case through-
out all sectors of the industry? Wim acknowledges himself that greater
pan shipping industry awareness of ISSA’s inner strengths as an or-
ganisation can only help the association grow its international image.

An obvious reflection of the attractiveness and effectiveness of

CV. HANDY JAYA
Provision, Deck Store, Bonded Store, Spare Machinery,

Tank Cleaning, Safety & Navigation Equipment, Rewinding,
LubeOil, Workshop, Docking, Bunkers, Offshore Logistics, Etc.

Head Office: 
Setia Jaya Raya

No.23 A Jakarta Barat 11460,
Phone 62.21-56981260, 27992576, 23625299 

Fax: 62.21 56981261, 56944669 Email: cvhandyjaya@yahoo.com
website: www.cvhandyjaya.multiply.com 

West of Java - Indonesia
Contact person: Clarensia Tini Setiawan
Mobile: 0813 1595 3589/021 2362 5299

Branch Office:
Jalan Kalinak Barat 75 blok E5-8 Surabaya,

Phone: ( 031 ) 749 2458-60 Fax: ( 031 ) 749 2457 
East of  Java - Indonesia 

CV Handy wish Wim every 'success' in
his future years and accept our best

wishes for the future and the recognition 
for all that you have done for

the Ship Supply industry
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ISSA as a international association is the success of its annual
Convention and Trade Show and not to put too fine a point on it, there
have been some barnstormers over the years. 

From the culturally extravagant and thoroughly enjoyable Brisbane
Convention in 2000 to beautiful Bergen in 2001; Dubai in 2002;
Portoroz in Slovenia a year later and then Athens in 2004, ISSA mem-
bers have been able to debate ship supply, network freely and in some
cases let their hair down and dance the night away at the highly pop-
ular Gala dinner and dances. While all of these Conventions proved
highly successful in their own right, special mention must and will go
to ‘Wonderful, Wonderful Copenhagen’ which was splendid in hosting
the 2005 ISSA Golden Jubilee.

Organised expertly by the Danish Ship Suppliers Association, the
Copenhagen Convention was a fitting tribute to half a century of qual-
ity ship supply through ISSA. Her Highness Princess Alexandra pro-
vided Royal grace and beauty when she declared the Convention open
and over 300 delegates used the time to build new friendships and
debate the heady world of ship supply. One of the highlights, apart
from a stunning trade show and excellent ship owner/ship supplier
debate, was a highly successful ISSA education programme where a
class of the industry young ship suppliers benefited from the teachings
of the main ISSA executives. They were richly rewarded with a certifi-
cate at the end of Convention Gala dinner. 

Copenhagen was significant in that in some people’s eyes it raised
the Convention bar as far as quality was concerned. Singapore was
quick to take up the mantle a year later when it organised one of the
most lavish Conventions to date at the Swissotel Stamford complex in
downtown Singapore. Malta followed suit a year later when despite
some of the worst Convention weather seen for many years, managed
to lay on a Convention par excellence. It bucked all trends by manag-
ing to secure a shipping industry heavyweight in Joe Borg, EU Com-
mission for Maritime Affairs as the keynote speaker. Twelve months is
a short time in ship supply and it was soon the turn of Baltimore to take
ownership of the ISSA standard and turn its attentions to organising a
Convention fit for an association that is the leader in its field.

“Are they regrets or are they question marks? I
ask myself the question from time to time whether
on occasions I should have been less diplomatic and
possibly stronger in securing decisions”

The SHIP Supplier  Issue 39 Winter 2008
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So as Wim comes to the end of his three-term Presidency, does
he have any regrets about what he achieved or failed to achieve?

“Are they regrets or are they question marks? I ask myself the
question from time to time whether on occasions I should have been
less diplomatic and possibly stronger in securing decisions. While
51% may be a majority, you will still have 49% in the minority. Also,
could I have achieved more for the membership? ISSA is a financially
strong organisation and maybe more of this financial might could
have been directed more towards the well being and benefit of the
membership. This will be an objective I will be whispering in the ear
of the new President.

“I also believe it would have been fantastic to have had one cat-
alogue for the ship supply industry but even with two, the industry is
well served. The ISSA catalogue has grown from strength to strength
and remains a crucial part of the world’s fleets’ ordering and pur-
chasing operations,” he said.

“I came into the organisation as President to give something
back. I hope that in time people will believe that I have achieved that
wish. Jens is embarking on an exciting time in ISSA history as
President and through his role as past Chairman of OCEAN, is aware
of the decision-making processes involved. ISSA will now move into
a new level of operation with a President and Executive Board that is
more knowledgeable and experienced than when I assumed the role
nine years ago. I wish him all the success for the future and hope he
gets out of the job as much as I did. I belive he will be able to do a
good job because he was a member of the team that achieved all
this.” he concluded. ■

All the team at Elaborate
would like to congratulate

Wim and ISSA for nine
years of excellent growth

We look forward to
working with this fine

Association in the
years to come

Publishers of The Ship Supplier

44/46 Adegbola Street, Off Anifowoshe Street, Ikeja, Lagos. Pavilion Hotel.
Tel: 01-7908149, 07027241969 Mob: 08037415486, 08033034925

3, Nnamdi Azikwe Road, PAN African Bank Building,
3rd Floor, Suite 345, Port-Harcourt, Rivers State

Mob: 07030620905 E-mail: anagba3@yahoo.co.uk

MEMBER

Mr. VICKSON OSSAI AGHANENU, the National President of
Nigerian Ship Chandlers’ Association and Managing Director of

Anagba Ventures Limited, a seasoned ship chandling company in Nigeria. 

I wish to celebrate with Mr. Wim Van Noortwijk for his contribution
towards the  development of Ship Supplies Profession globally. 

I welcome the new President Mr. Jens Olsen on board. 

Mr. Vickson Ossai Aghanenu
National President

Nigerian Ship Chandlers’ 
Association

Mr. Jens Olsen
New ISSA
President

Mr. Wim Van Noortwijk
ISSA President

Out - Going 

NIGERIAN
SHIP CHANDLERS ASSOCIATION





Recent experiences again show the importance of clearly un-
derstanding who you are contracting with, and who has the pri-
mary responsibility to pay you.  Several cases have arisen where

one ISSA member has placed an order with another ISSA member,
for a supply to a ship.  The supplying ISSA member has no contact
with the ship owner, and relies entirely upon the ordering ISSA mem-
ber for all communication with the ship owner and for ensuring that
payment is received.

When payment is not made it is often unclear who is legally re-
sponsible to pay the supplier.  It is not uncommon for the ordering
ISSA member to say that he acted only as an agent for the supplier,
and that he is not responsible for payment. However, the supplier con-
siders that his fellow ISSA member should pay. It is often unclear from
the original agreement where responsibility for payment lies.

Problems can also arise where the ordering ISSA member is en-
titled to a commission, and only partial payment of the supplier’s in-
voice is made. Should any commission be paid at all?  The supplying
ISSA member will fairly expect that commission should only be paid
upon payment of the entire supply.  However, where several invoices
are issued and some but not all paid, commission may be claimed in
respect of the settled invoices.

A solution to these problems lies in ensuring that terms are clearly
agreed from the outset.  If the supplier is prepared to accept that the
ship owner (and not the ordering ISSA member) is responsible for pay-
ment then it should be agreed that any commission due will be payable
only upon payment of all supplies, whether invoiced together or sep-
arately. Where the ordering ISSA member is to be responsible for pay-
ment then this should be clearly stated.

On a separate note, the developing financial crisis is causing great
concern in the ship supply industry.  I have received many requests
for guidance as to how payment problems can be avoided.  There can
be no guarantees, but a return to basic good business practice will go

a long way to minimising risks.  Ensure that the ISSA Conditions are
“incorporated” into all your contracts.  Grant only the minimum possi-
ble credit terms – the shorter the terms the sooner you are aware of
a problem and the more effective action you can take.  Minimise as far
as possible your exposure to one particular ship owner.  Beware new
business, particularly from ship owners that have previously called to
your country/port but have historically used another supplier – prob-
ably their credit line with their original supplier has been withdrawn.
Consider a professional credit report for large value supplies – from,
for example, Lloyds MIU.  Take early and firm action to collect overdue
invoices. ■

Being totally in
the know

By Bruce Hailey,
DRG Solicitors LLP

Law          29



Ro-Ro to Baltimore’ proved every bit the ISSA extravaganza it
was billed, providing good old fashioned American razzmatazz
with quality ISSA debate and ship supplier networking of the

highest order. It also provided the exciting backdrop for one of the
closest fought Presidential elections in recent ISSA history and also
one of the most entertaining and enlightening keynote speeches ever
delivered.

Over 300 delegates and their ‘other halves’ enjoyed fine Balti-
morean hospitality. The venue for this year’s event – the Renaissance
Harborplace – was surrounded by historic neighbourhoods and unique
shops and restaurants catering for every style and taste. Indeed the
nearby ‘Cheesecake Factory’ proved a very popular venue with hun-
dreds of delicious meals and titbits on its menu. 

As is tradition, the 53rd International Shipsuppliers & Services As-
sociation Convention & Trade Exhibition got underway on Thursday
morning with the 79th  ISSA board meeting followed by the election
of Jens Olsen as the next President of the International Shipsuppliers
and Services Association (ISSA). The vote was very close but in the
end the combined voting weight of ISSA’s European membership saw
Jens scrape through to take the Presidential mandate for the next
three years. We all wish Jens a very successful next three years as
ISSA President.

The ISSA board members together with board members of the
Committee of Marine Professionals and Ship Suppliers, which is the
joint body of National Association of Marine Services and Canadian
Ship Supply & Services Association, met later in the evening to enjoy
a joint board dinner. The dinner gave both the ISSA and COMPASS
board members time to meet together informally. 

Thursday was also important for one other reason – the annual
ISSA Golf Tournament. Twenty four golfers munched on a packed
lunch on the bus enroute to the Chestnut Ridge Country Club in
Lutherville, Maryland before enjoying what proved to be a stunning af-
ternoon’s golf. This 50 year-old course is ISSA Executive Vice Presi-

30 Ro-Ro to Baltimore
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Ro-Ro to Baltimore -
another ISSA success

The vote was very close but in the end the
combined voting weight of ISSA’s European
membership saw Jens scrape through to take the
Presidential mandate for the next three years.
We all wish Jens a very successful next three
years as ISSA President

‘
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dent & Board Member for the United States Alan Kotz’ home course
and proved an ideal venue for this year’s golf event. “It was my club
when I grew up and is a super club and in great condition,” Alan told
The Ship Supplier. Chestnut Ridge has hosted numerous Pro-Ams
and was also a qualifier course for the 2005 US Open and it stood up
to be the enjoyable and testing golf course it promised to be. 

To make life a little easier, the organisers chose a firm favourite
competition format for the afternoon’s proceedings  - Texas Scramble
(as we call it in the UK) or Captain’s Choice as it is better known on
the other side of the pond. The format was simple: golfers were di-
vided in four man teams. All four members of each team drive off, the
best tee shot is chosen and each team member takes a second shot
from that spot; then the best second shot is chosen and all four mem-
bers take their third shot from where the second shot landed. This for-
mat of shot making continues until the ball is in the hole. After golf,
hors d’oeuvres and drinks were served to the exhausted and no doubt
jubilant players.

And competition was hard and close, however, the team of Bill
Robinson, Ron Schroeder, Christian and Gabriele Siebert managed to
pip by 4/10ths of a shot, the team of Geoffrey and Elizabeth
Marchant, Mark Mariana and Sean Moloney to take the ISSA 2008
golf trophy. Thanks must go to Ron Schroeder from MillerCoors for
donating all the winners’ golf bags and golf towels.

The closest to the pin competition proved a tough battle with Bill
Robinson winning out on the second hole, Gary Olivero on the seventh,
Bobby Zeagman on the 11th and Terry Fleming on the 17th. In the
long driving competition, Gabriele Siebert took the spoils with her biff
down the ninth while Mark Mariana proved his prowess with a driver
and took the men’s longest driving prize for his effort down the 18th.

This year’s Convention was one of the best yet with over 28 coun-
tries represented from Canada, UK, Germany, Netherlands, Denmark,
Italy, Japan, Turkey, Finland, etc. About 30% of the attendees came
from the United States.

Opening the proceedings on the first full day of Convention, ISSA
President Wim van Noortwijk thanked the work of the NAMS organi-
sation in organising Convention and urged delegates to look forward
to three days of healthy debate and networking. A similar welcome
address by Alan Kotz, ISSA Executive Vice President & Board Mem-
ber preceded an excellent cultural performance by the Gangplank
Ragtime Band.

Duties then fell upon ISSA President Wim van Noortwijk and
Commander Austin J. Gould, US Coast Guard Sector Baltimore, to
ring the bell and declare ISSA’s 53rd Convention officially open.

There were even more surprises in store and none so special as
the keynote speaker Thomas L. Friedman, New York Times Foreign
Affairs Correspondent and three-time Pulitzer prize winner. Thomas
spoke eloquently about the topic of his latest book – Hot Flat And
Crowded: Why We Need A Green Revolution And How It Can Renew
America – and afterwards signed free copies which were handed out
to all Convention delegates.

ISSA is particularly honoured to have enjoyed such a distinguished
speaker at this Convention and thanks must go to Alan Kotz and his
organising committee for managing to secure Mr Friedman’s services.

With Convention now well and truly underway, delegates and their
spouses were invited to take up networking opportunities in the ad-
joining trade exhibition before getting ready for the evening’s welcome
cocktail reception.

Saturday shaped up to be a very busy day with a host of interest-

Thomas Friedman proved to be an exceptional speaker

ISSA Executive Vice President & Board Member Alan Kotz

ISSA is particularly honoured to have enjoyed such
a distinguished speaker at this Convention and thanks
must go to Alan Kotz and his organising committee for
managing to secure Mr Friedman’s services





ing speakers and debates. Anyone who has visited the US will know
that they take their breakfasts very seriously so breakfast was held in
the trade exhibition from 8am to 9am and an excellent start to net-
working opportunities it proved to be. 

Arne Mielken, Assistant Secretary General of OCEAN – ISSA’s
Committee responsible for lobbying the European Union, got the main
conference session off to an excellent start when he talked about the
important issue of dialogue with governments in protecting the eco-
nomic interests of ship suppliers. This was followed by an entertain-
ing presentation by ISSA’s lawyer and DRG Solicitor Bruce Hailey on
the issue of suppliers’ payments. ‘A Business Not a Charity – A Guide
To Getting Paid’.

The ISSA Ship Owners & Ship Suppliers Panel has become a firm
favourite at Convention and our own Master of Ceremonies Rocky ‘the
Voice’ Rocksborough-Smith managed to keep the debate on a very
even keel as usual.

We were delighted to welcome to this year’s panel, on the ship
owners side: Michael Leoutsakos from Odysea Carriers S.A., Greece;
Anthony C. Giambrone, Director of Purchasing at Maersk Line, Nor-
folk, Virginia; Ms. Vivre-Kai Bulla - Technical Purchasing Manager V
Ships USA LLC,  Miami, Florida; and from the ship suppliers Matti
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Thursday was also important for one other reason
– the annual ISSA Golf Tournament. Twenty four
golfers munched on a packed lunch on the bus
enroute to the Chestnut Ridge Country Club in
Lutherville, Maryland before enjoying what proved
to be a stunning afternoon’s golf

The golfers

Time to ring the bell



Kokkala, ME Group, Helsinki, Finland; Jeff Crouthamel, President, Har-
bour Ship Supply, Los Angeles, USA; and Oleg Butenko, President
UNIMARS Group and Latvian Ship Suppliers Association. Thank you
to all panellists for agreeing to participate in a very stimulating and
highly interesting debate.

Delegates were then able to continue networking opportunities
around the trade exhibition before enjoying the Heineken Power
Lunch where Xtreme draught beer was served. At 2.30pm it was back
to the conference hall where we were treated to a new theme of de-
bate: “Your money moves around! Two clever ways to track the ships”.

34 Ro-Ro to Baltimore
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The focus of the evening was an appreciation of
the work over the last nine years of the outgoing
President Wim van Noortwijk and delegates and
their guests were treated to a tear-jerking film of
his life in ISSA

It was a special night for Wim and Willy The likely lads



We were pleased to welcome to this spot MSSIS – Commander Jim
Feldkamp, United States Navy and Brad Browne, Sales Manager for
the Americas, Lloyd’s Marine Intelligence Unit who provided thor-
oughly interesting and enjoyable papers on the subject.

After coffee at 4pm, Shipserv talked us through the fascinating
world of on-line ship supply while a slight technical hitch with one of
the presentations meant that Sean Moloney, Publisher of our own The
Ship Supplier magazine, was able to step into the breach and  talk
informatively about why good Public Relations is essential to today’s
shipping industry. He also touched on the successes of The Ship
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Gala night entertainment was as good as ever

Mr and Mrs Borg
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Supplier and stressed that it was there for ship suppliers to use as
their advertising and editorial window to their clients the ship owners
and managers.

By then delegates had clearly had enough debating and looked
forward to some more effective networking in the trade exhibition be-
fore the usual cocktail reception and Gala Dinner.

The Gala dinner is always a highlight of Convention and Baltimore
delivered big time. Excellent speeches followed by ISSA and ISSA golf

awards soon got the event off to a swinging start. But the focus of
the evening was an appreciation of the work over the last nine years
of the outgoing President Wim van Noortwijk and delegates and their
guests were treated to a tear-jerking film of his life in ISSA. His friends
and colleagues then joined Rocky Rocksborough-Smith and ISSA
General Secretary Spencer Eade in paying tribute to Wim and his de-
voted wife Willy. Dancing went on into the early hours and an excel-
lent night was had by all.

For those up nice and early on the Sunday morning, a heady mix
of speakers and debates was planned. Starting at 9.30am (so time for
a little lie in beforehand) Geoff Marchant, ISSA Vice-President (Qual-
ity) talked under the topic “Are you certified? Are you qualified?”. He
explained why the Members Quality Programme had to be part of any
ship supplier’s business operation. It was then over to ShipCentric CEO
Torben Brammer to wax lyrical about the importance of quality sys-
tems for the ship supply industry under the title: ‘Process driving your
business electronically’.

Coffee was immediately followed by the traditional ISSA Members
Open Forum – moderated by ISSA President Wim van Noortwijk. This
was the ISSA members’ chance to question the ISSA Team and meet
the new ISSA President and it proved to be a ‘must attend’ event.

All good things must come to an end and delegates as well as ex-
hibitors and their guests were invited to the farewell lunch and closing
ceremony at 12.30pm. After closing remarks by Max Goldberg,  Pres-
ident of NAMS, the ISSA standard was then handed over to Turkey as
preparations for the 54th ISSA Convention in Istanbul get underway. ■

Over 300 delegates and their ‘other halves’
enjoyed fine Baltimorean hospitality. The venue
for this year’s event was surrounded by historic
neighbourhoods and unique shops and restaurants
catering for every style and taste

Rocky Rocksborough-Smith proved to be the ultimate MC

The ISSA Ship Owners & Ship Suppliers Panel
has become a firm favourite at Convention and our
own Master of Ceremonies Rocky ‘the Voice’
Rocksborough-Smith managed to keep the debate
on a very even keel as usual
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Panama’s aspirations to become a major ship supply hub for
Central America is realistic but it can mean shipping supplies in
from other parts of the world to ensure provisions and spare

parts requests are met.
“We are creating healthy competition internally so Panama will not

be seen as a third world country but as a main supply area,” said
Vikash Deepak, President of the Panamanian Association of Ship
Suppliers and Vice President and Commercial Director of Mercantile
Shipstores SA (Mercansa). “Bettering our image, bettering the service
we provide and bettering the quality of our merchandise, is important,”
he added.

“Panama is becoming a huge transhipment area and is serving its
purpose as a new Singapore for the area. We have to see what hap-
pens with the global economy but you have to be optimistic but real-
istic at the same time and the effect it will have on the sector.

But Panama is not taking its position for granted. “We still have to
get out there and sell Panama. Panama doesn’t have factories like
China but we want Panama to be the main supply point for Latin
America, he said.

According to Mr Deepak, business has been growing with more
owners sourcing supplies in Panama. “Our concerns are that the mar-
ket gets overpopulated and that it drives the business down. If there
is a pie we don’t want to fight for the same pie but grow that pie.

What started as a small operation supplying vessels calling at
Panama with duty free goods from the Colon Free Zone, such as cig-
arettes and liquor, the company soon drew on its experience and valu-
able contacts established over the years with importers and exporters
of a wide variety of products and started to make a name for itself in
the main shipping isthmus. Gordon Nathu´s keen sense for business

opportunities, together with his family´s passion for the shipping in-
dustry, led him to establish Indra Ship Suppliers in 1968. As business
grew, the name was eventually changed to Mercansa, which expanded
considerably between 1989 and 1994.

Mercansa is a business concept tailored to commercialise and dis-
tribute all type of supplies for the shipping industry, including but not
limited to fishing vessels, tankers, cruise ships, yachts and ferries.The
basis of its services is to offer all shipping trade, destined to or tran-
siting Panama Canal waters, all provisions, stores, spares and miscel-
laneous items required for each type of trade. “A wide variety of items
are kept in stock at our warehouse, in order to ensure not only a timely
delivery, but also quality of items delivered, the company said on its
website. Products and services offered include provisions and deck
stores as well as engine, cabin and bonded stores. 

Franchisees are able to develop and exploit international markets
under a contract for each country. This does not prevent a franchisee
from dividing his country into smaller areas to sub-franchise as many
areas as deemed necessary. Two Franchise options are available
under this format: 

• Type A : Exclusively Mercansa products, together with certain
(tropicalised) Ocean Safety Products. 

• Type AA: (Mercansa & Ocean Safety) Commercialises all Mer-
cansa products along with all of Ocean Safety´s products and services.
Ocean Safety is an affiliate company of Mercansa that specialises in
Marine Safety services and products. ■

Supplying a growing need
the Mercansa way
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Wrist Ship Supply has gone for full-on attack in the Middle East
ship supply market as it recently announced grabbing over $15 million
worth of new contracts in the region throughout 2008, with further
growth forecast for 2009 as it steams ahead to feed growing demand
for its international ship supply services.

Defying the current economic situation with a confrontational
stance, the ship supply company, a component of the Wrist Group, has
acted as aggressor against any potential slowdown by scooping up
supply service contracts with various organisations including interna-
tional military forces in Iraq, Afghanistan, Lebanon and Chad.

Soren Jorgensen, Vice President of Wrist Middle East, said that
“despite the current economic climate, globalization remains the driv-
ing force behind business. This, combined with the global political sit-
uation means that organizations and particularly international military
forces require access to a whole range of quality consumable and
food supplies that are needed on a day-to-day basis.”

“The international scale of Wrist’s operations in Europe, Far East,
America and Middle East, its huge purchasing strength and knowl-
edge of global procurement, as well as its advanced order and fulfil-
ment technology, ensures that customer demands can be immediately
responded to, and products sourced and delivered anywhere in the
world at competitive prices,” he added. ■

Grabbing the Middle East by the wrists

ISSA Senior Executive Vice President Rocky Rocksborough-
Smith chose one of the most prominent events in the global ship-
management calendar to press home to the world’s ship owners and
managers that quality ship supply is alive and well under the guardian-
ship of the International Shipsuppliers & Services Association (ISSA).

“One of the key elements of our work that binds ISSA to Inter-
manager is our ISSA Members Quality Programme and I am pleased
to be able to report that some 20% of the ISSA membership is now
operating as ISSA Quality Suppliers,” he told the Annual General Meet-
ing of the International Ship Managers Association (InterManager) in
Singapore.

“This programme has come on in leaps and bounds during the
past two years and our Vice-President (Quality) Geoff Marchant con-
tinues to drive it forward and urge more and more members to take up
the cause,” he said.

“Our overall membership continues to grow year on year and
2008 has seen another modest increase in overall membership. We
currently have 1,191 companies within our 43 Member National As-
sociations and 441 Associate companies who join directly as they are
in countries where no National Association is established. Since all
Associate Members wishing to join ISSA now have to pass muster
under the Quality Programme, this has meant that we are even better
equipped to screen in-coming Associate Members,  thus maintaining
our high quality standard

“Our dedicated team in our Brussels Office keeps a close eye on
the legislation coming out of the EU and we have also asked them to
be the point of contact between ourselves and the World Customs Or-
ganisation who have now established a working relationship with us,”
he said.

Rocky also brought InterManager members up to date with the
recent ISSA Convention in Baltimore as well as the election of Jens
Olsen as the incoming ISSA President.

Guy Morel, InterManager General Secretary, thanked Rocky for
his illuminating presentation and he praised outgoing ISSA President
Wim van Noortwijk for his work as ISSA’s representative on the Inter-
Manager Executive Committee. ■

ISSA preaches quality to the world’s
owners and managers
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Singaporean ship suppliers were out in force at one of the ship-
ping industry’s major conferences when Abdul Hameed Hajah, Pres-
ident of the Singapore Association of Ship Suppliers and Douglas Inch
from Cullen Metcalfe jousted with the world’s top owners and man-
agers on key issues facing ship supply in the Far East.

Asked to comment and debate Asia role in promoting’s shipping’s
image globally at the recently-held Ship Management International
debate in Singapore, Abdul Hajah said: “We may be quite lucky to be
based in Singapore because ship suppliers here do not have a bad
image. But the images ship suppliers may have in other cities is com-
pletely different. The vision they have there of the supplier is that all
ship chandlers are rich men. I am also involved in the work in ISSA
and we have 1,800 members who are suppliers. We have a system
where we choose our members. We have a quality system which is
maybe 10 pages of questions where the supplier answers before we
choose them.”

Douglas Inch drew delegate’s attention to the important role the
Singaporean government has played in supporting the local shipping
industry. In answer to a point from Arthur Bowring, Managing Director
of the Hong Kong Shipowners Association, Douglas said: “The Sin-
gapore government is generous and has supported and encouraged
the industry very well, but it’s not a free for all with money being
dumped on the industry.”

“We have to fight very hard just now for some degree of support
in the ship supply components of the industry which obviously is part
of the overall total package.” He said that the rules were not consis-
tent between shipyards and ship suppliers: “So our staff operating
costs are significantly higher than we really feel they should be.” ■

Singapore suppliers debate with the best

A New Zealand ship supplier is
helping in the fight against on-board
sickness.

Price Providors has been ap-
pointed distributors of the new
range of antibacterial products,
whose range includes the "Dephyze
Foaming Hand Sanitizer."

Chris Price, Managing Director of Price Providors, a 50-year-old
family firm based in Napier, said: “This is the only hand sanitizer that
kills the Norovirus within 30 seconds and has a bacterial kill rate of
99.999%. This stuff is good and I bet it won’t be long before you see
it on your ships. In fact we believe this product will soon be in every
ship, hospital, school, retirement home etc in the world.”

Price Providors reports that the Ship Supply Network has con-
tinued to perform well in what has been a testing last few years in
New Zealand and the company continues to develop.  Most recently
the firm has added a spare parts storage and handling department.

Mr Price explained: “We realised that ship owners wanted a re-
liable chandler in New Zealand to make sure their ships spare parts
arrive to the vessel on time. So we have a dedicated person doing
everything from customs clearances to deliveries. It could be a crane
wire, cylinder liner or just documents – no job is too big or small”.

In addition the company continues to act as distributors for Miller
Coors in New Zealand and has sold 6,000 cases of Milwaukees Best
Beer over the past 12 months. ■

Price Providors joins battle against
Norovirus
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Fortifying its successful ship supply operations in India since
1997, Global Marine Supply has recently established three separate
divisions to its company, encompassing marine supply, marine engi-
neering and marine agency services.

The segmentation has created the Global Group of Companies,
expanding its business logistics and strengthening its foundations
against the spread of economic downturn. By putting its eggs in dif-
ferent baskets, the company hopes to procure greater reinforcement
against the stormy period ahead.

Ajay Joseph, Director, acknowledged that “there has been a slight
slowdown in the last few months as far as vessels are concerned, and
some ships are even standing anchored in ports, but ships always
need supplies so the supply market has not really been affected in
this respect. The market will recover, so it’s not causing a big concern
at the moment.

“By creating three separate sections to our company operations,
then our stakes are higher in terms of competition and continued fi-
nancial success. The company is just looking to improve, especially in
the current situation.” Mr Joseph added.

Still glowing from a prestigious award earlier this year from the Adv. K.
P. Rajendran Honourable Revenue Minister, Government of  Kerala state
India, Mr Joseph has been recognized for his great business achievements
and industry-leading capabilities in the realm of ship supply.

Known as ‘Karma Surya’, the award was sponsored by Junior
Chamber International (JCI), the International Federation of young
leaders and enterprises between the age of 18 and 40. Global Marine
Supply’s prompt and efficient service has gained the company a great
international reputation and strong presence in ship supply, with hopes
for greater expansion and development in the future. ■

A global reckoning

Globally renowned Wrist Ship Supply has reinforced its company
structure by merging its Dutch division with one of the Netherland’s
most long-established and well-respected ship chandlers, Kooyman
Dordrecht, forming one of the largest supply operations in the country.

The new and prominent business, titled Wrist-Kooyman, will be
headed up by Toby Kooyman as he steps into position as General
Manager, overseeing all operations and activities in the region. The
consolidation will reinforce the strength and presence of Wrist’s ship
supply success in Dutch waters, consequently fortifying its global po-
sition and status.

Kim Weidemann, chief executive, Wrist Ship Supply, said: “This
strategic merger with Kooyman in the Netherlands will significantly

strengthen our position within the region, as well as benefiting both
businesses’ customer bases. Kooyman’s heritage and longevity and
knowledge of the local market, combined with Wrist’s international lo-
gistics network and global purchasing strength is a formidable offer-
ing, which will ensure that the new business goes from strength to
strength, offering confidence and value to our customers over the next
year and beyond.”

With new and improved state-of-the-art warehouses, advanced
loading docks and levellers, and improved logistics networks, Wrist is
confident that the company fusion will set a better positioning against
the current economic storm, hoping for streamline success in the
rough year ahead and beyond. ■

Wrist joins hands in Dutch merger



Hopping aboard a luxury cruiseship for a stress-free stint of sun-
shine and relaxation is highly tempting amid the murky gloom
of a global financial meltdown, but while an elite spa or chic

casino might lure you into a false sense of escapism, you might just be
playing Russian roulette with your bank account.

Meltdown it may be, but while frozen credit lines stall the shipping
industry, the cruise market is hardening itself up against potential fi-
nancial frost bite as tightened lending and spending forecast a big
chill on the cards for lavish ocean-going excursions.

A valuable component of world economic tourism, the lucrative
cruise industry feeds wealth into countries offering cruise vacations,
cruise ship supplies and repairs, and cruiseship building yards; but with
an international credit crunch biting into world markets, the profits
might soon be waning.

Having been at the helm of holiday activities for a significant num-
ber of years, cruising has fast become the highly desirable holiday en-
terprise for the rich and famous, keen to feast their eyes on not one
but multiple exotic destinations – an entire tourist resort, entertain-
ment centre and unadulterated leisure playground all within the space
of a few metres.

But the bell is tolling on the cruise industry as the doom and gloom
of the economic climate casts a concerning shadow over cruise ship
building. Bernhard Meyer, Managing Partner of Meyer Werft shipyard
in Papenburg warned that “the crisis will not leave the cruiseship build-
ing industry unaffected.”

With pecuniary strain of eminent concern, Mr Werft cautioned that:
“We will not see big orders from the cruise operators in the coming
months,” and with world markets drowning in liquidity and personal fi-
nance placing shackles on global consumer spending, the future for
cruising revenue is cast into doubt.

While the future may appear hazy, however, major cruise operators
are still revelling in the rosy summer glow of booming profits and healthy
revenue, as the impact has yet to significantly hit the non-commercial
side of shipping. With cruise bookings made while the sun was still high
in the sky in the warm climes of economic contentment, the knock-on
effect of total global industry downturn has not yet materialised.

Cruising giant Carnival Corporation seems to be definitively en-
rolled in festival fun and frolics as a result of successful operations
and profits, and with numerous subsidiary lines under its belt, it is con-
fident of continued market movement despite the doom and gloom
currently shrouding the industry.

Bruce Good from Seabourn Cruises, an auxiliary line under the
umbrella company Carnival Corporation, highlighted how despite being
part of the largest cruising entity in the world, it is “always looking for
ways to control costs”. Mr Good stressed how concern over the eco-
nomic climate involves efforts for the company to maintain minimum
operating costs “in ways that do not affect the cruise product delivered
to guests onboard vessels in any way.”

Given the nature of the holiday and its accompanying itinerary, how-
ever, Seabourn Cruises foresee no significant effect of the financial sit-
uation to leak into the cruising industry yet, as according to Mr Good,
“cruising stands to benefit in an atmosphere where travellers are look-

ing for the best value for money, since cruising compares very favourably
to other types of vacations and recreation in terms of its value.”

Financial conditions have certainly turned sour, which in turn has
not helped the already distinct problem relating to crewing shortages
across the industry. Mr Good acknowledged how there is significant
“growing demand for crew in an expanding cruise industry, and
Seabourn has a very particular set of requisites for onboard crew,” ul-
timately ensuring the strive towards obtaining competent personnel
is an even greater challenge, and the financial implications of crew
training and maintenance costs are made all the more prevalent.

Although some companies are still laughing all the way to the
bank as they reap the revenues of a summer boom, the longer term
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Cruising into
dangerous waters
by Amy Kilpin

42 Cruise



financial outlook may look bleak, as Penny Guy highlighted from the
Passenger Shipping Association, the trade association representing
cruise companies across the UK. “It is hard to predict what will happen
in 12 months time. Cruise lines have imposed fuel supplements to
cover costs and then in the space of a few weeks, have taken them
off again, which shows the absolute volatility of the market place at the
moment,” she said.

In spite of such waves shaking up the industry, the cruise sector
is predicted to be on the mere periphery of the nucleus of financial
corruption. Penny underlined how “the economic downturn will indeed
affect cruising, but the cruise sector is probably better placed than
most within the industry to withstand an economic crisis.

“Research suggests that summer holidays are the last thing that
consumers will cut to save costs. As an industry, it is felt that because
of the inclusive nature of holiday cruises, it lends itself to better budg-
eting for consumers seeking value for money,” she added. But it does-
n’t necessarily mean that the cruise sector is out of dangerous waters
yet; the unpredictable nature of the world economic situation means
that cruise lines could still find themselves in the midst of a torrential
storm, posing their ships and operations in potential financial jeopardy.

“Cruise lines are reviewing their operations and a number have
made changes due to the economic situation. For example, Carnival
Cruises recently decided to close its Ocean Village brand and relo-
cate its ships to a company in Australia,” Penny said.

“But this does show that it is the type of industry that is flexible to
meet market requirements,” she added.

While the Passenger Shipping Association predicts record num-
bers of UK cruise passengers for the fiscal year of 2008, Penny Guy
warned that “growth will be limited severely next year,” the downward
economic spiral sending ripples of volatility towards a fuller impact in
2009. There is the burning question of whether consumers will be left
with the brunt of the sticky financial mess if lines start to shut down
due to bankruptcy, however.

As Royal Caribbean Cruises recently celebrated record net
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If the cruise industry is on a knife-edge of volatility then the whole
supply-chain of product trade is bound to be affected, and Lawrence
Wright, Sales Manager of duty-free goods supplier C.G. Hibberts has
confirmed the unpredictable state of today’s marketplace.

“It is fair to say that the ship supply side to the cruise sector is
being impacted to some extent by the worldwide economic situa-
tion. For example, Dover, where we are based, last year became the
home port for Carnival cruises, but they have withdrawn a ship due
to problems with ticket sales and moved it out of European waters.
However, Holland America Line has now filled the gap with one of
its vessels,” Mr Wright said.

While the UK is considered a strong base for cruise companies
to operate from, cruise companies are in an unstable market as talks
of cutting lines or stopover points are rife, with potential impact on
suppliers of duty free products to cruise vessels. However, no sec-
tor is left completely untouched by the financial crisis, as ship sup-
pliers predict market strain for the foreseeable near-future.

Mr Wright stressed that “it’s definitely going to be a flat market
for the cruising and cruise ship supply sector for at least the next
18 months. There is even talk that the US are in desperate stakes
with their Caribbean routes, and where a cruise might have cost
$1000 people are turning up on the day of departure to buy tickets
for just $99 with the hope that consumers will spend onboard.”

“Business will come back in the future but any growth will die out
for a couple of years yet, and the full extent of the credit crunch is
yet to be seen on the cruise industry as more companies may strug-
gle. People are also more wary about spending at times like these,
but hopefully the duty free good sector won’t suffer to a considerable
extent,” he added.

A rough ride for supplies
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income for the third quarter 2008 of $411.9 million, the company
recognised that the celebrations might be short-lived as the big eco-
nomic bang will take effect next year, having already experienced a
significant slowdown in bookings over the past few months. “As we
have seen during other challenging periods, our customers are delay-
ing their further out purchase decisions,” said Brian Rice, Executive
Vice President and Chief Financial Officer.

Mr Rice acknowledged, however, that it is too early to respond to
this atmosphere in a systematic way, depending on economic stabili-
sation as the New Year emerges. Richard Fain, Royal Caribbean Chair-
man and CEO added: “During a period of such economic uncertainty
and unprecedented market volatility we are taking proactive steps to
respond to these challenges.”

Mr Fain hopes that the company and the cruise industry as a
whole will manage to “weather a difficult 2009 and capture the even-
tual benefit of a rebounding economy and a more optimistic con-
sumer.” But hope on the high seas may just not be enough in the face
of a liquidity meltdown.

Companies are being forced to introduce incentives to encourage
consumer spending in a period of financial strain, as they look to ways
to tighten their belts while maintaining their service profiles and yield-
ing as much profit as possible despite the stringent economic times.

Carnival-owned cruise line Costa Crociere based in Geneva has
eliminated fuel surcharges from the beginning of the New Year, along-
side special offers and initiatives to secure early bookings before the
onslaught of a tough 2009. Company president Gianni Onorato said:
“We are already seeing weakness in some markets, in Spain for in-
stance,” as a response to tightened global financing.

With five ships on order at Fincantieri shipyard, Costa is envisag-
ing no long-lasting impairment to the line’s operations aside from
some initial reactionary financial bruising. If finance can’t be obtained,
newbuild cancellations could be feasible as the trend has spread
across trade and commercial shipping with parasitic vigour.

Classification society Germanischer Lloyd expressed concern re-

garding the large number of newbuilds on order, indicating that while
it is “not only applicable to the cruise industry as overcrowded shipping
routes might have an impact on all ships,” it poses a threat to poten-
tial cruise tourism due to oversupply of merchant vessels while also di-
minishing safety levels at sea, according to Dr Olaf Mager.

Since “cruise ship newbuildings require a huge number of differ-
ent subcontractors for interior work,” Mr Mager asserted, this in-
creases building costs and logistics across a number of global
shipyards, thereby heightening the likelihood of newbuild order can-
cellations due to contractual financing. But Mr Mager stressed that
the “more important question is how to find qualified and trained per-
sonnel to operate all those ordered cruise ships,” as the world fleet
faces a dynamic crewing crisis.

As the cruise sector is tempered by the capricious flames of an
economic combustion, ship suppliers may also struggle if the new-
build orderbook cancellation epidemic burns into the cruise industry.
Reliant on a thriving industry, suppliers will find themselves in the
flames of a fast-burning fire if the volume of vessels diminishes, and
with cruise lines shifting their ships left right and centre, it is causing
a smouldering anxiety among the supply markets.

Industry sources claim that “the whole cruising marketplace is in
turmoil as companies are moving ships around to different ports of
call, and rumours are rife that certain ships are to be moved to other
markets.” Suppliers are gearing up for a hard blow to their operations,
but with the cruise lines and companies standing strong against the
economic deluge, there is enough ambiguity for a provisional cooling
down period until it becomes a particularly fierce problem.

Such uncertainty lacing the industry leaves the cruise sector to
combat the choppy seas of a financial tempest as cruiseship lines and
suppliers brace themselves for a rough voyage. However, with noth-
ing presently substantial enough to capsize the cruise sector amid the
gloomy economic turbulence, there still lies hope for a happy sunset-
sail ending yet, but it is clear that the cruiseship market will certainly
be holding on tight to the railings for the time being. ■



Acursory glance at Sinwa’s corporate business strategy is in-
dicative of many of the world’s larger publicly-quoted ship sup-
ply companies – increasing focus on core values and

competencies but not ruling out any opportunities to grow either or-
ganically or through possible acquisitions.

Sinwa says it will continue to focus on increasing its market share
of the marine supply and logistics business in Singapore, but has not
ruled out exploring opportunities to acquire promising marine supply
and logistics companies and businesses relating to its core business
in Singapore, Australia and China.

In the long run, it aims to become a global service provider with a
presence in major ports around the world because, like the rest of its
peer group (see the article of EMS Ship Supply in this issue), it be-
lieves that a global network of marine supply and logistics companies
will reduce the need of our customers to appoint and deal with multi-

ple service providers with diverse business practices.
At the same time, Sinwa has successfully tapped into the offshore

industry, and is now - in collaboration with its joint-venture partner -
owner of a seismic vessel, a jack-up lift boat and a 300 man DP2 ac-
commodation barge. Currently both the seismic and the jack-up ves-
sels are on long term charter, while the accommodation barge is
scheduled for completion third quarter 2009.

Mike Sim, the highly visual Executive Chairman & CEO of the
Group, has been instrumental in charting the corporate direction of
the Group as well as formulating business strategies.  He has estab-
lished Sinwa as a leading regional marine supply and logistics com-
pany with a network of companies in Singapore, China and Australia. 

But with the global shipping industry reeling under the effects of
what is being predicted to be the worst economic slowdown to affect
the shipping industry in decades, how concerned is Sinwa and Mike

SIZEREALLY DOES MATTER
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E Sim as to the possible impact on ship supply in the Far East and more
notable in Singapore. 

Speaking to him in his bustling Singapore office on a Saturday
morning, while Mike certainly is concerned on the effects the current
climate will have on the ship supply sector, he is, at the same time,
quietly confident that the ship-supply industry will continue to grow,
and remain profitable. Yes there may be more pressure put by ship
owners on suppliers to trim prices even more and yes, ship-owners
may take longer to process the payments so ship suppliers will have
to remain vigilant over the credit control aspects of their operations,
but ships still need to trade and Singapore’s geographical position
means there are still plenty of ships that will need ship stores and sup-
plies. What will always remain important to your customer is the qual-
ity of the services you deliver at the end of the day .

“It is your reputation, the relationship you have with your clients
and your track record which are most important and it is also your abil-
ity to convince new customers that you can service their requirements
from scratch with the reliability they expect and demand,” he told The
Ship Supplier. Mike Sim may not be travelling around seeing owners
as much as he used to., “I have my sales teams who travelled exten-
sively, attending trade conventions and marketing activities for the
Group. However, I do still ensure that I catch up with owners and
clients especially at the various overseas trade conventions” he said.

“There will be some casualties in the industry from the current fi-
nancial crisis, I can see this coming and it will filter down to the supply
side, so I can see the local ship supply scenario maybe changing. I en-
visage a shake-up in the industry, and the stronger ones, with estab-
lished track records, positive cash-flows and staying power will survive.

Asked about the threat posed by the emergence of Chinese ports,
especially the growth of Shanghai as a major ship-storing port in com-
petition to Singapore, Mike does not see this happening, not at least
for the next 10 -15 years. For one thing, the ship-supply business in
China remains tightly controlled and regulated, with limited access to
ports and ship-yards. For another, unlike Singapore, there is no ready
and easy availability of a wide and comprehensive range of quality (im-
ported) deck and engines stores, general consumables, tools, etc

Mike further cites the example of handling bonded stores. In Sin-
gapore the bonded stores in Sinwa warehouses stay opened 24 hours
a day, but the company will be subjected to heavy fines if it is unable
to account for each and every single item when spot checks or audits
are ,made.  “Whereas in China, the sale of all bonded stores are under
the state monopoly, and all ship-suppliers have to get the stocks from
a central bonded warehouse. To supply the bonded items to a vessel,
the supplier, apart from various documentation requirements, would
need to apply for customs escort to the vessel, and if you have a ves-
sel which need an urgent and immediate supply, then chances are the
ship-supplier would not be able to deliver.

“In Singapore, the ship-supply industry is fully liberalised, and ex-
tremely competitive, with an even playing field. The emphasis is on
quality supplies, reliable and fast service. The various government bod-
ies such as customs, MPA (Maritime and Port Authority), PSA (Port of
Singapore Authority) are most pro-active, leaving no stone unturned to
meet the continuing requirements of our industry, and to help Singa-
pore to continue to be the number one ship storing port in the world.”

Mike Sim knows what he is talking about. He was President ot
the Singapore Association of Ship Suppliers (SASS) from 1994 to
1998 and from 2002 to 2003, and was the first Asian to be elected
to the Executive Board of the International Ship Suppliers Associa-
tion as Executive Vice President from 1996 to 1998.

With a history that dates back to the 1960s, Sinwa Limited has
grown into becoming one of the Asia Pacific’s largest marine supply
and logistics company servicing the marine and offshore industry in
Singapore, China and Australia. Over the past 40 years, Sinwa has
built up a proven track record in the marine supply and logistics busi-
ness, having carved a solid reputation for reliability among the major
ship owners and ship management companies all over the world. 

Its operation in Singapore, provides a one-stop complete supply
and logistics solution to the marine and offshore industry. In China,
Sinwa is the leading foreign marine supply and logistics company with
8 locations, from Tianjin in the north to Hong Kong in the south. From
these eight strategic locations, Sinwa is able to service vessels at more
than 80 ports and ship yard facilities across China. 

Sinwa is also highly visible in Western Australia where from its
warehousing facilities in Perth, Darwin and Karratha (scheduled com-
pletion mid-2009), provides reliable and competitive supplies and lo-
gistics support to the offshore and marine industry.. ■
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Sinwa
Factfile
Ship Supply: It supplies a wide range of ships’ stores and equip-
ment to ships, oil rigs and their crew. These include deck, engine and
electrical stores, safety equipment, general consumables and tools,
provisions and duty-free stores (namely liquor and tobacco products).
Sinwa also provides logistics support to ship owners, ship managers
and oil rig operators by storing customers’ spares and equipment in
its warehouse on a temporary, medium or long-term basis.

Ship Agency: It assists ship owners, ship managers and oil rig op-
erators in matters relating to their crew, vessels and oil rigs arriving
at and departing from Singapore. Services include immigration, port
and customs clearances, renewal of certificates, de-slopping and
other general agency matters.

Project Management: Supply, fabricate and install thermal insu-
lation on board sea-going vessels; supply manpower and materials
for fabrication and engineering works onboard sea-going vessels
and oil rigs; and supply, install and maintain general ventilation and
air handling equipment for ships and oil rigs.

Consultancy: Marine Supply Management - Sinwa offers man-
agement consultancy and training services to marine supply and lo-
gistics companies outside Singapore and it recruits, trains and
provides contract workers for the oil and gas industry.

“There will be some shake-up in the industry from the current financial crisis,
I can see it coming and it will filter down to the supply side, so I can see the
local ship supply scenario maybe changing, certainly in China. I have more
concerns for China because of the way business is happening there. But from what
I can see, Singapore is much more able to withstand this current crisis. If I were
sitting in the Maritime and Port Authoriuty of Singapore now I would say they
have nothing to worry about – at least not until China gets its act together,”
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Aug. Bolten opts for Se@COMM
KG Germany’s second oldest shipping

company has decided after six months of
trials on three of its vessels to start using
the se@COMM system provided by mar-
itime communication solutions provider
Telaurus Communications.

“Maintaining communications on all lev-
els is vital to our business,” said  Andreas
Gober, Ships IT Manager from Aug. Bolten.
“Fast and reliable information flow is the key
for our own success. Information when
needed is important to all departments in
our organisation, whether it is the technical,
crewing, agency or chartering division.”

“The Telaurus se@COMM with its
Blackberry™ style automated delivery of e-
mails is outstanding. It feels as if the vessel
is always online and it has brought down the
waiting time for answers for our staff on
shore as well on the ship.”

Andreas Gober added: “The Telaurus
24/7 support is outstanding, fast and capa-
ble. Combined with their Hamburg-based
sales and support staff they give everybody
personal attention anytime. Their dedicated
pricing structure and low cost routing via In-
marsat MPDS services helps us to reduce
communication cost and keep control of it.”

“The Telaurus se@COMM system also
gives our crew members the capability to
have their private e-mail which is not locked
to a single vessel. Crew members now keep
a life time private @telaurus.net email ad-
dress. This also allows them to have email
delivered to their home address free of
charge when not at sea. Via our network
structure onboard the vessels everyone can
enjoy sending and receiving emails and

SMS in a private environment from any PC
in the network.”

Se@COMM has comprehensive filtering
capabilities that can control costs by elimi-

nating spam mail and restricting who can
communicate with the vessels. Additional
security is also provided by scanning every
message for viruses. ■
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Charter group installs software solution
A comprehensive software system is

helping make life smoother for Canadian-
based Fednav Limited, Canada's largest
ocean-going, dry-bulk ship owning, operat-
ing and chartering group.

Fednav has introduced the Integrated
Maritime Operations System from Veson
Nautical, the US-based developer of mar-
itime software solutions, to manage its char-
tering and operations departments
worldwide as well as link to its present ac-
counting system, Oracle Financials.

IMOS will handle all voyage operations
for Fednav’s fleet, which concentrate on the

transportation of bulk and breakbulk cargoes
on a worldwide basis.

Valerie Cordemans, Project Manager for
Fednav, explained: “Implementing IMOS will

allow us to have a streamlined entry and flow
of data - starting from the moment an esti-
mate is done in the chartering department,
through operations and finally to accounting
– via a full integration with our existing ac-
counting package,  Oracle Financials.

“This will avoid redundant re-keying and
as a result will provide the users with the
ability to analyze their figures instead of
spending time on data entry. As a result, per-
formance will be higher and this will enable
the company to make better decisions,
which in turn should reduce the overall costs
of operating our large fleet of vessels.” ■

Touch sensitive multiflex
panels for Kongsberg

Utilising the latest in touch sensitive
technology, Kongsberg Maritime has devel-
oped the Multiflex Panel, a flexible touch-
screen panel for its Polaris simulation
systems that can be configured with differ-
ent panel functions. This enables training in-
stitutes to offer a wider range of training on
their Kongsberg Maritime Polaris full mis-
sion simulators while keeping costs down.

Over 70 different panel functions are
available, representing a major step forward
in new cost-effective simulation training so-
lutions from Kongsberg Maritime. The sys-
tem has been designed as a replacement
for hardware panels by replicating the same
panels in a touch sensitive graphical format.

During an exercise, students can easily
switch between different functions e.g.
Doppler log and Echo sounder on the same
panel. The instructors can choose between
a wide range of panel functions to be made
available to the students via the Multiflex
Panels from the Instructor-PC or simply use
pre-configured training scenarios for a spe-
cific ship class, which will automatically
present the panels required.

"Our new Multiflex Panels will provide

our customers with enhanced flexibility and
enable them to reconfigure their bridge in-
strument set-up to meet their own customer
training requirements. This will provide them
with much more flexibility in the training sce-
narios that they present on their full mission
simulators as new scenarios do not require
hardware to be swapped out," said Terje
Heierstad, Product and Technology Man-
ager, Simulation, Kongsberg Maritime. ■
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Kalmar terminal tractor sales
reach all-time high

Sales of Cargotec's Kalmar terminal
tractors reached an all-time high during
2008, rising more than 100% against the
backdrop of a very competitive marketplace
through a product strategy aimed at deliver-
ing application-specific machines.

Following the launch of its icon series
terminal tractors in September 2007,
Kalmar's application-based strategy was re-
inforced with the introduction of its purpose-
built TT612d distribution tractor in the spring
of 2008.

Mark Williamson, President EMEA re-
gion, Kalmar, said: "We have witnessed a
significant change in the market as products
designed for specific applications have been
introduced. Kalmar EMEA area's terminal
tractor sales have more than doubled, prov-
ing that our customers appreciate our work.
They want to buy machines that do exactly
what they need. Together with major im-
provements to our services and sales net-
work in Europe, Kalmar's terminal tractors
offer an attractive proposition.

"The Netherlands and the UK have a
highly developed network of dedicated dis-
tribution centres. Our purpose-built TT612d
distribution tractor has quickly become es-
tablished as the machine of choice for dis-
tribution centre operations both here and
across Europe."

Not only is the new distribution tractor
selling well. Kalmar's Ottawa terminal trac-
tors, already well established as the robust

workhorse of the Global container terminal
industry, are becoming increasingly popular
in the Middle East and Africa. Kalmar's long-
term relationship with its customers, means
that they can work together to explore how
Kalmar's tractors can be customised to meet
specific operational requirements.

Timo Matikainen, Director, Heavy Termi-
nal Tractors, Kalmar, said: "The icon series
terminal tractor was designed specifically for
use in ports and container terminals. The
icon's enhanced performance and cost effi-
ciency both improve the operation's produc-
tivity, which is increasingly important to our
customers.  Many customers have also val-
ued the icon's redesigned operator cabin
that offers a significantly improved working
environment." ■

Tamrotor
launches new
air dryer

Tamrotor Marine Compressors (TMC),
supplier of compressed air systems for
marine use, is introducing a new series air
dryer designed specifically for marine
conditions.

“This dryer has a design and a quality
that takes into account the special condi-
tions onboard ship”, said Per Braathen”,
Technical Director at TMC.

The new dryer
series has an open
frame construction
for easy mainte-
nance and service,
small dimensions
for easy installa-
tion onboard, four
vibration dampers
on each edge of
the skid as well as
stainless steel
water piping. It also has, as standard, volt-
free contact for remote ON/OFF, failure
alarm and a high dew-point alarm.

It has an environment-friendly refriger-
ant, R-407 C (Clean Design), is sea water
cooled as standard, but can also be fresh
water cooled. ■

Netherlands Navy Chooses Thordon Bearings
Schelde Naval Shipbuilding in Vlissin-

gen, Netherlands will fit Thordon seawater
lubricated COMPAC propeller shaft bearings
to four patrol vessels that will be built for the
Royal Netherlands Navy.

With a 30 year history of supplying sea-
water lubricated bearings to many of the
world’s navies, the Thordon COMPAC bear-
ing system offers excellent operational and
wear performance, reduced breakaway
torque, low acoustic signature, ease of main-
tenance and survivability (non-catastrophic
failure mode).  The COMPAC propeller shaft
bearing system specified for these vessels
feature the split tapered key design, where
the bearings can be removed, inspected and
reinstalled in just a few hours with the shaft
still in place.

COMPAC systems are currently in use
by the world’s leading navies and coast
guards, including the Argentinean Navy,
Australian Navy, Brazilian Navy, Canadian
Navy, Canadian Coast Guard, Danish Navy,

German Navy, Hellenic Navy, Indian Coast
Guard, Indian Navy, Korean Navy, Malaysian
Navy, New Zealand Navy, South African

Navy, Swedish Navy, Royal Thai Navy, Turk-
ish Navy, U.S. Coast Guard, U.S. Navy and
many others. ■



Trac Networks & Wavefield Inseis announce success
Trac Networks, a division of Trac-ID

Systems AS, and Wavefield Inseis ASA have
announced the successful implementation
of a stabilised DVB-RCS system on the
seismic vessel Malene Østevold. 

Trac Networks has, through close co-
operation with C2SAT, delivered its first
stabilised DVB-RCS satellite communication
solution for use in seismic operations. The
TracSAT service provided by Trac Networks
will be used for global operation. The
offshore industry's demand for asymmetric
satellite services providing higher bandwidth
ship-to-shore and capable of transmitting

larger volumes of information between
remote sites and headquarter is behind the
strong growth forecasts.

"The Norwegian Oil & Gas industry is
operating in many geographical regions and
the need for well performing satellite
communication systems, in different kinds
of environments, is rapidly growing. This
particular system is tailor made according to
the customer's demand. The key features
making TracSAT the preferred solution are
high reliability and attractive price", said Per
Christiansen, Senior Vice President at Trac
Networks.

"We are very satisfied with the perform-
ance of the TracSAT service. The solution
excelled in the tests we performed. The
C2SAT antenna combined with the complete
solution provided by Trac Networks is a
significant improvement for us, and we are
happy we took on this service, and thereby
improving the redundancy of our communi-
cation solutions" said Jan Vidar Nordstrand,
IT Manager of Wavefield Inseis ASA.

Trac Networks is located in Bergen,
and is a specialist provider of wireless
telecommunication systems to oil related
companies. ■

Market News          51

McMurdo appoints distributor for Croatia
McMurdo, a leading supplier of emer-

gency distress beacons and safety equip-
ment has appointed Croatian-based
distributor Crocon to handle distribution for
the UK manufacturer in both Croatia and
Montenegro.

Crocon is an established distributor for a
number of key marine companies including
Aquasignal, Raytheon and Honeywell, and
specialises in the supply of equipment and

materials to commercial shipping and naval
vessels.  The company’s client base includes
the busy ship building industry of Croatia and
its neighbour, and ship owning companies.

Crocon will be supplying McMurdo’s
Smartfind EPIRBs, Fastfind PLBs, Rescue
SARTs, VHF Radios and NAVTEX to a re-
gion that has a long history of shipbuilding,
much of it with Russia as its most important
trading partner. 

The shipbuilding industry is very impor-
tant to Croatia, accounting for some 15% of
exports.  “We are pleased to have appointed
a distributor with top credentials” said
Jeremy Harrison, Sales & Marketing Director
of McMurdo. 

“Croatia has a highly skilled workforce
and the shipbuilding order book is busy.
We expect to make significant sales in the
region,” he added. ■
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SeaSupplier breaks into offshore
SeaSupplier, a global provider for e-pro-

curement solutions, has expanded into the
offshore Market through the signing of a
three year contract with Trico Marine Services.

Trico Marine, a leading provider of ma-
rine support vessels to the offshore oil and
gas industry, operates primarily in the North
Sea, West Africa, Gulf of Mexico, Brazil and
Southeast Asia.  The company will utilise
SeaSupplier’s SeaManager II system, a lead-
ing edge e-procurement and e-logistics so-
lution, to standardise worldwide procurement
and supply processes across technical, cul-
tural, and geographic boundaries.  The com-

pany says it expects to reduce costs signifi-
cantly through best of class commercial
processes and improve personnel efficiency
through system automation.  The project is
one of many initiatives that support the com-
pany’s rapid growth and acquisition program.
TMS recently acquired Deep Ocean
Services and CTC Projects.

“After extensive due diligence, we chose
the SeaManager II system because of its
ability to seamlessly integrate all of our
purchasing centers, vessels, suppliers, and
warehouses on a single global platform,” said
Pablo Viteri, Trico Marine’s Global Purchas-

ing Manager. “We expect the project to
significantly reduce Trico Marine’s operating
costs by optimising and automating the
company’s world-wide purchasing and
logistics activities.”

“We are pleased to work with Trico
Marine because of their leading position in
the offshore supply industry and also their
commitment to commercial excellence.” said
Ron Mattsson, SeaSupplier’s Director of
Operations.  “Through this project we will
integrate six local systems across five
continents and deliver one global purchas-
ing platform to Trico Marine.” ■

Hanovia provides easy to install water treatment
To assist operators of cruise ships,

tankers, semi-submersibles, jack-up rigs and
other large ocean-going vessels to meet the
International Maritime Organisation’s (IMO’s)
impending ballast water discharge require-
ments, UV disinfection specialist Hanovia
has partnered with three of the world’s lead-
ing systems integrators to provide validated,
on-board water treatment systems that are
easy to install and use.

Hanovia, in tandem with the leading sys-

tems integrators, has devised a UV disinfec-
tion system that, in conjunction with a filter,
kills or removes virtually all microorganisms
present in ballast water. The combined sys-
tem comprises a high intensity, medium pres-
sure UV disinfection unit and an automatic
back-flush filter. After passing through the fil-
ter to remove larger organisms, the ballast
water flows into the UV chamber to destroy
smaller organisms. During de-ballasting, the
water bypasses the filter but again flows

through the UV chamber where further irra-
diation kills any remaining microorganisms.

The entire system has a very small foot-
print and can be mounted at any angle,
making it easy to install even in the con-
fined spaces of a vessel’s equipment room.
Once installed, the system requires little ef-
fort to operate by the crew. It can be con-
trolled by a master PLC unit which can be
integrated into the vessel’s machinery au-
tomation network. ■
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Isuppose if you were to slant that well known saying about ‘what the
four certainties in life are’ to the vagaries of the global shipping in-
dustry then it would go something like this: that markets will always

go up and down; that regulators will always want to get involved and
that ship owners will always strive to get the best deal they can. Oh,
and finally, that ships will always need supplying irrespective of the
current or future financial and economic situation.

OK, in times of uncertainty, margins will almost certainly be driven
down and chandlers may have to wait a little longer for their money,
but nevertheless business has to trundle on. After all, the needs of the
seafarer and of the regulator through enforced rules for vessel stan-
dards and quality will always generate demand for provisions and for
spare parts.

But observers of the heady world of ship supply will know the an-
guish the industry has been going through in trying to drive up margins
and respect from the ship owners and to drive out the unscrupulous
from the backstreets of the world’s ports. There will always be some-
one trying to make a quick buck out of supplying victuals or spare
parts to a visiting ship. As ISSA contends, if a supplier doesn’t come
up to the required level of quality then he is not worth trading with.
The need for an audit trail in the industry is essential if the ship owner
is to be sure that all the stores he has ordered will turn up and at the
price quoted.

Introduction of a pan-ship supply industry quality standard was the
brainchild of Wim van Noortwijk, the ebullient and charismatic Presi-
dent of the trade association ISSA but after nine years at the helm, he
is stepping down. And after a closely fought presidential election bat-
tle between candidates from both sides of the Atlantic, he will hand
over the ‘presidential’ baton in January, to a Dane, Jens Olsen.

With many years of chairmanship of OCEAN, the European lob-
bying arm of ISSA, under his belt Jens could be right for believing he
is able to step up to the mark and lead the association. Through
OCEAN, ISSA has made strides in the area of customs regulation and
has the ear of the European Commission across a broad church of is-
sues. But by playing an active role in helping to formulate regional and
international regulation through its NGO status at the IMO and at the
ILO, ISSA is punching well above its weight and effectively so. Some-
thing many in the industry believe has to continue alongside the need
to look after individual and local supplier interests.

European ship supply is alive and well but so also is it in the Amer-
icas, Far East and Australasia and not forgetting the ship supply pow-
erhouse of the Middle East. The biggest task facing the President-elect,

must be to bring these ship supply communities even closer together,
especially after what was a closely fought election battle.

“Taking over as President is a big responsibility and focusing on
the top job will be that little bit more of a challenge.  So it’s going to
be interesting.  There’s always room for improvement, there’s always
room for doing things differently but we will address these issues. So
yes, I look forward to the challenge.”

According to Jens, the key issue has to be adding value to the as-
sociation’s membership – a dilemma nearly all the trade associations
face on a daily basis and something that will be brought into sharper
focus when you consider that the additional cost of being a member
of a trade association may be one of the first things to go as times
get bad. ISSA members do share one major benefit of their member-
ship, however, and that is their inclusion in the ISSA International Ship
Suppliers Register – an annual ‘yellow pages’ of the good and the
great in global ship supply that is used by owners and managers as
their guide to the supplying companies in the individual ports.

“Well at the moment the  Executive Committee is trying to focus
on a limited number of different items which we will be addressing in
particular, because we want to enhance the focus and give members
a more visible ISSA and give them more value for money. And we will
do this by investing in projects like the quality initiative and education
and all those things our members would like us to do,” he added. It is
not just the International Ship Suppliers Register that puts ISSA mem-
bers in front of their clients but also the ISSA catalogue of every spare
part imaginable. Using these two directories, owners can not only see
and select the ISSA number of the item they require but order it from
a supplier of their choice at the vessel’s next port of call. With nearly
6,500 copies of the ISSA catalogue sold, this catalogue is of vital
importance to the industry. This is also one of the most challenging
investments  in ISSA, which pays back in customer satisfaction as well
as it is a major revenue earner for the association. “The next catalogue
is due out and we have already agreed that we will start to build on this
next generation of catalogue; to try to do it better and maybe slightly
differently in several ways so we can make it an even better tool for
the users,” Jens Olsen added.

Sound words indeed, but after such a highly-publicised presiden-
tial election surely the priority must be to bring the association even
closer together?

“As I said when we had the election on the board,  an election
campaign always divides and leave you with two blocks during the
campaign.  What I would like to see now is that we will again put on
our working clothes and return to work together as a team. There will
always be different opinions about things and there should be, but the
Executive Committee is behind me in agreeing that we will get back
on track, which is the positive signal I was looking for. There’s no doubt
about that the strength of ISSA is the unity of the  Executive Com-
mittee because we’ve for many years all been working in the same di-
rection. I don’t even recall any need for voting in the Executives,
because when we finish discussing an issue, as a body, we agree to
move forward together and that is a rare but positive strength for an
executive body. We have had extremely positive leadership over the
past decade and I will try to continue the same principles even though
of course Wim and I have very different personalities. But we have so
many things in common and one is our love for the industry.  So that’s
really what’s driving us and that is what we need to have driving us in
the future.” ■

“Taking over as President is a big responsibility and
focusing on the top job will be that little bit more of
a challenge.  So it’s going to be interesting.  There’s
always room for improvement, there’s always room
for doing things differently but we will address these
issues. So yes, I look forward to the challenge”

Heraldinga new era
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As newbuild cancellations spatter shipyards with venomous
abandon, the acid test in the total downturn of the shipping in-
dustry is in the ship supply market. After all, without ships, there

is no ship supply. A sector no less protected is the supply of lighting
and flashlights to new and needy vessels, and the newbuild order can-
cellation trend might just be leaving lighting suppliers in the dark.

However, with ship owners focusing on retaining older vessels as
operational costs prove lower than the financing of a newbuild vessel,
the maintenance and repair market could be in for a lucrative time amid
the global downturn, and given the requisite nature of lighting to vessels,
the light and torch supply markets are glowing with continued success.

Jubi Hillery, President of the US-based World Ship Supply, said
that “while some supplies only cater for the newbuild market, there is
always a market for lighting equipment, the reason being that there are
so many types of lights installed on ships that replacement parts al-
ways pose a problem.”

Despite the doom and gloom of the global economic climate, sup-
pliers are switched on to a spotlight of opportunity, as worldwide flash-
light distributor Bright Star, asserted. Matt Malcom, Vice President,
said: “From our perspective, while the global economy takes a
breather, the world's existing fleet of cargo vessels and tankers need
handheld flashlights to maintain daily operations.”

In an emerging age which is seeing greater emphasis on safety as
the world fleet looks to cut corners in maintenance and repairs to save
on operational costs and while insurance cover and claims costs hit un-
precedented highs, safety-awareness in the supply market is paramount.

“Safety is a global concern and shipping as an industry works tire-
lessly to maintain global safety standards for their personnel, and Bright

Star is proud to be part of shipping's global safety initiatives, as ship-
ping poses a particularly demanding environment for flashlights, with
water and weather conditions being key factors,” Mr Malcom said.

“Lights are needed for use in confined spaces, cargo holds, elec-
trical control panels, and tanks containing volatile substances. All
these environments need to be protected from sparks and other forms
of ignition, and our entire WorkSafe line is designed to be used in dan-
gerous (or challenging) environments while insuring the user that their
flashlight will not be the source of an unwanted or dangerous ignition
source,” he added.

Richard Henderiks from Lambert & Company flashlight suppliers
added that “due to the worldwide economic crisis not only the market
of newbuilding ships is declining at the moment but also the ship
movements around the world are declining, but this has not affected
the business for flashlight supply so far.”

“The shipping industry is demanding higher quality and specifica-
tions for flashlights in the marketplace, such as explosion proof vari-
eties. The flashlights which come from China, for example, do not meet
the very high quality standards the shipping industry is demanding at
this moment, although these are improving gradually,” he added. ■

Lighting up
the dark
By Amy Kilpin

PROTECTION AGAINST ALL RISKS!

L a m b e r t  &  C o m p a n y  B V  •  T e l :  + 3 1  ( 0 ) 1 0  4 3 7  9 2  3 3  •  i n f o @ l a m b e r t - c o . c o m  •   w w w . l a m b e r t - c o . n l

• A wide range of 14 models Zone 0  and Zone 1
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Peli expands its family of ATEX lights with the 2690.

Peli presents its ATEX torches:





Regulatory Snapshot 
‘Go to sea!’ campaign launched at IMO to attract
entrants to the shipping industry

A campaign to address the global shortage of seafarers, espe-
cially officers, which threatens the very future of the international
shipping industry, has been launched by the International Maritime
Organisation (IMO) in association with the International Labour
Organisation, the Round Table of shipping organisations - BIMCO,
ICS/ISF, INTERCARGO and INTERTANKO  - as well as the Interna-
tional Transport Workers’ Federation.

The campaign calls on governments, industry and IMO, supported
by ILO and other international organizations, to take specific actions,
within their areas of influence, to increase the recruitment of seafar-
ers to tackle the problem.

A recent report issued by maritime industry analysts Drewry Ship-
ping Consultants assessed the current shortfall of officers in the
global shipping fleet to be some 34,000, against a total requirement
of 498,000. Moreover, based on Drewry’s fleet growth projections,
and the assumption that officer supply will only increase at the cur-
rent rate, the report predicts that, by 2012, the officer shortfall will
have grown to 83,900.

“As everyone in shipping is aware, the global shortage of seafar-
ers, especially officers, has already reached significant proportions
and is now a source of genuine concern to all involved in the indus-
try,” said IMO Secretary-General Efthimios E. Mitropoulos, speaking
at the launch of the campaign.

The shipping industry can provide the basis for a fulfilling and sat-
isfying life-long career and the problem is one of recruitment, rather than
retention in the profession, he added, noting that this required a shift in
the public perception of shipping, particularly amongst the young.

“I have long been an advocate of the need to promote the indus-
try and improve its public image. Outside the industry itself, the wider
public has little conscious perception of the vital role that shipping
plays in everyday life and this, clearly, needs to change,” Mr. Mitropou-
los said, adding that all the organisations associated with the ‘Go to
Sea!’ campaign were united in wanting to address concerns over the
future supply of quality manpower to the shipping industry and in tak-
ing positive steps for that purpose.

Amongst specific calls for action in the campaign document, the
shipping industry is urged to take the lead and more can be done to
promote itself through the media, in particular the electronic media.
The industry should continue to provide support for and endorse cam-
paigns aimed at improving its image and use some key industry figures

as examples of career progression. It is also urged to do more to make
life onboard and away from home more akin to the life enjoyed by oth-
ers ashore; to encourage women to work in the seafaring profession;
and to promote the industry at non maritime-related events.

Governments are asked to give greater prominence to the mar-
itime perspective, by doing more to support and encourage the ship-
ping industry in any initiatives it takes to enhance its image and to
remove adverse actions that may damage that image. Maritime train-
ing facilities need to be resourced adequately (both in financial and
human resource terms) to ensure a supply of competent seafarers.
Governments could do much to promote a wider take-up of a sea ca-
reer through, for example, recognition of sea service instead of com-
pulsory military service, training of jobless persons and promoting the
career for women.

IMO itself will develop a page on its public website highlighting
the types of career paths available to seafarers, through links to in-
dustry sites. While on missions abroad, where practicable, the Secre-
tary-General will visit maritime and non-maritime training facilities and
seafarer organizations to express support and address both maritime
and non-maritime Government departments to promote shipping and
seafaring. And the ILO, which promotes the objective of decent work
for all, has adopted several instruments directly relevant to the cam-
paign and will support it in every way possible. ■
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The board of Hatteland Display
has employed Trond K. Johannessen
as its new President & CEO, start-
ing Feb 1st, 2009. The appointment
follows a strong growth period
where the company has increased
revenue from NOK64 million in
2000 to NOK330m in 2007.   

Hatteland Display's current
President & CEO, Knut Vidar Lau-
ritsen has played a key role in lead-
ing the company to the success it
experiences today, the company
said. His strong ability to see op-
portunities and to implement ideas

has been crucial to the company achieving its position as the leading
marine display and computer supplier. While handing over the baton
to Trond, Knut Vidar will remain in a key management role, focusing on
innovation, product- and business development.

Trond K. Johannessen comes from Tomra Systems ASA, where
he has been a Senior Vice President, managing one of the corpora-
tion's key-business areas. His experience in an international environ-
ment based on strong products and leading technology is very relevant
to Hatteland Display's continuing expansion and global success.

He has also worked for the international consultancy firm McKin-
sey & Company as an Associate  Principal, before joining Tomra in
2002. He has a Master of Science degree from the Norwegian School
of Economics and Business Administration, and has also studied at
the Kellogg School of Management, USA. ■
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New President at Hatteland Display

It’s all go for Turkey’s Simsekler Group as it embraces strong
growth in the ship supply and ship breaking sectors by also branching
out into ship ownership.

The company, which calls on over 32 years of experience in the
ship supply and ship repair markets, has just completed the acquisition
of a 6,000 dwt bulk carrier Selınay which will be ready for trading from
January. The Panamanian-registered vessel will be managed in-house
through a specially-formed Simsekler Shipmanagement arm.

Adem Simsek, Managing Director of Simsekler Ship Supply and
Ship Repair Company told The Ship Supplier that the supply sector was
as strong as ever with more foreign owners buying supplies in Turkey. 

A mixture of high quality plus low prices were proving irresistible to
owners, he said. Simsekler has even started to buy technical spares and
products from South Korea, Hong Kong, Singapore and India and its
warehouses were currently stocked with over 3,500 items from these
countries alone. 

As far as vessel demolition was concerned, falling freight rates on
the back of a lack of cargoes was meaning more ships were becom-
ing available for scrap. Another key factor for the company was the low
scrap price meaning that Simsekler could buy vessels for scrap for as
low as $120 to $150 per light displacement tonne.

Indeed, on a recent trip to London, Adem Simsek had concluded
a deal with the Scandinavian car carrier company to scrap two of its
sister ships.

Vessel owners were also keen to use Simsekler’s facilities be-
cause of the environmentally-friendly way the vessels were disposed
of. “We adhere to all IMO standards,” Adem told The Ship Supplier. ■

Simsekler branches out into ownership



It is with extreme sadness and regret that we announce the death
of Giddy Umbrasas on October 21st, 2008. Gediminas P. Umbrasas
(“Giddy”) was born on 22nd August 1950 in Halifax, England, and
began his association with the marine industry when he joined Cam-
bridge Agencies in 1978, purchasing the business in the early 1990s.

He became an Associate Member of the Canadian Ship Supply
and Services Association (CSSA) in 1992 and was the second
Associate member to ever become President of the CSSA and
the only Associate Member to do so three times. To be at the helm
of an association of ships chandlers, without being one himself,
certainly attests to the respect he earned and garnered from his
fellow members and directors.  Giddy was a staunch supporter of the
CSSA, ISSA and COMPASS and his involvement was continuous.

Through Giddy,  Cambridge Agencies was a consistent sponsor of
these above marine association events and as the ‘Accompanying
Persons’ of CSSA and COMPASS can attest, many breakfasts were
consumed under his aegis before setting out to explore the venues
the various Conventions afforded.

Within the CSSA, Giddy volunteered his time on various committees,
the Bye-law Committee, Membership and Investment Committees to
name a few.  Giddy was always “hands on”….. to a fault!   He hated to del-
egate, as Anna (his wife), and Marla (his executive assistant) can attest!

In the words of someone who worked very closely with Giddy,
the  Executive Secretary of the CSSA,  Theresa Cardinal:  “I was
personally impressed with his diplomacy, patience and fairness
and especially with how he handled delicate matters, and as the
CSSA  is an association of competitors,  there were more than a
few ‘delicate matters’!   He was a great teacher.”

“Giddy” is survived by his charming and devoted wife Anna,
children Ashley and Danielle and sister Rita,  all of Montreal,  Canada. ■

Gediminas Umbrasas: 22/08/50  -  21/10/08
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Aseries of precisely timed and some would say expensive acqui-
sitions has propelled Eitzen Maritime Services (EMS) from a
strong provincial player into arguably the world’s largest ship

supplier with strong operations in Europe, the Middle East, southern
and southeast Asia as well as coverage in Central and South America.

While some would argue that this philosophy of a global one-stop-
shop for shipowners’ supply needs bucks the trend in the industry, ac-
cording to Annette Malm Justad, EMS Chief Executive, the EMS style
of operation can lead to greater efficiencies and better control over
product quality and cost.

In an exclusive interview with The Ship Supplier, Annette Malm
Justad and her boss Axel Eitzen, the self-proclaimed ‘working chair-
man’ of Camillo Eitzen talk candidly about their recent highly publi-
cised expansion into the global ship supply sector and how they see

“Our strategy is to adopt a global approach to
ship supply and on the other hand it is a low
margin business with low value products so the
purchasing power you have by dealing with
larger volumes and being able to source your
products more efficiently will also improve your
financial situation”

Eitzen defends the global approach
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the ship supply sector developing in these difficult times ahead.
“The ship supply market is very fragmented; there are no global

players as such and margins are low and so it is a hard fight in every
port,” Annette Malm Justad told The Ship Supplier.

“But the owners and the managers are consolidating on their side.
They don’t want to have 10 different suppliers in every port, at a time
when they need more support in servicing their ships. They are look-
ing for more providers who can give a fuller service.

“Our strategy is to adopt a global approach to ship supply and on
the other hand it is a low margin business with low value products so
the purchasing power you have by dealing with larger volumes and
being able to source your products more efficiently will also improve
your financial situation,” she said.

EMS has continued to hit the headlines over the past two years
with a series of big acquisitions. On June 7th, this year, the EMS board
approved an agreement to purchase Dubai-based Seven Seas
Shipchandlers and its sister companies in Djibouti, Bahrain, Oman,
Qatar and Kuwait on a debt-free basis of $115 million. It followed the
acquisition in 2007 of the Spanish Provimar Group, which holds a very
strong position on the Iberian Peninsula and in the Mediterranean. The
Provimar acquisition also gave EMS footholds in North and South
America, in addition to EMS’ existing operations in Europe and Asia. In
August of this year, EMS consolidated its position in the South Amer-
ican market by acquiring Argentina-based Claudio Pollon for
$250,000. 

But while the company operates from a ship supply base in Hous-
ton, the US is such an important market that it is looking to cooperate
with other companies to be able to offer a full service prospect for
clients in the US.

“We have some areas in South America where we are strong and
then we have the Middle East and India through Seven Seas, cover-
age in Spain and northern Europe through the old system as well as
a strong set up in Singapore. So we have the mass reach needed to
be a full service provider.

“In the US we work out of Houston and that has been growing
significantly over the past year but the US is large and you cannot op-
erate in every port, so we need to look to see where we can work
jointly with others to have a full service concept,” she said. “This con-
cept of cooperation could also be justified in China, Australia, because
now we have a critical mass which gives us the flexibility and the
strength to push along the strategy we have.

“We will also work to consolidate on the upstream side towards
the suppliers to improve our terms and conditions in order to give bet-
ter service to our customers. If you look at the financials, Provimar has
an EBITDA margin of about 5%. When we started on this venture the
EBITDA was lower which showed that the company was dependent
on the distributors. Provimar has been able to grow and to move
around the distributors and go directly to the producers. We also see
that Seven Seas is delivering even better EBITDA margins.

Indeed, according to EMS figures, the company tripled its revenue
in the second quarter of this year thanks to  the acquisition of Provi-
mar and Seven Seas Shipchandlers.

EMS had total sales of NOK464.3m in the second quarter, 162%
higher than the previous year’s figures. While none of the acquired
companies were included in last year's second quarter, Provimar was
included entirely in the second quarter and Seven Seas from June of
this year. EBITDA for the quarter came in at NOK28.3m, compared to
NOK3.5m the previous year. Net profit for the quarter ended at

NOK12.5m, compared to NOK0.5m in last year's second quarter.
According to Annette Malm Justad, EMS Ship Supply has the task

of supplying all the Eitzen-owned and EMS-managed vessels. But
while the contracts may be guaranteed, the company still has to en-
sure it is delivering the right levels of quality for its owner and its cus-
tomer. “It is not the case we get it for free, we have to ensure we are
a good supplier. While it doesn’t mean we have to compete for every
order every day, because in order to be competitive, that is not right:
quoting for every order is a very costly way to win business.

“We are looking at ways to jointly work together. But we are as
good as anyone on price and internal customers are no less demand-
ing on price,” she said.

The need for quality in ship supply was a point echoed by Axel
Eitzen, Chairman of Camillo Eitzen and owner of EMS. He told The
Ship Supplier: “There are three elements to ship supply: the quality of
the goods you get; availability of the goods in the various ports and the
price. Those three elements are decisive factors and I believe that if we
can simplify the purchase of supplies from the ship management side
by using one supplier worldwide, you can define the quality so you are
getting precisely the quality you are paying for.

“When you order 100 metres of rope, it is important you get 100
m and not 90 m, so you can define the quality and you know exactly
what you are going to get. With the economies of scale associated
with being the world’s largest ship supplier, we can prove we are get-
ting the best purchase prices due to how we arrange our purchases.
So in the end we can define the quality, price and have a very efficient
purchasing system worldwide,” he said.

Annette Malm Justad added: “When you receive an order there
are thousands of product lines, but the value of each item is not that
high. This involves a lot of transaction costs for the owner and the
manager and so to streamline the process, we have fixed prices, good
quality and huge efficiencies to organise things better.” ■

There are three elements to ship supply: the quality
of the goods you get; availability of the goods in the
various ports and the price. Those three elements
are decisive factors and I believe that if we can
simplify the purchase of supplies from the ship
management side by using one supplier worldwide,
you can define the quality so you are getting precisely
the quality you are paying for
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