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All the months of preparation for this year’s ISSA54 Annual ISSA
Convention and Trade Exhibition at the Polat Renaissance Istanbul
Hotel in Istanbul have been completed and we can now all look
forward to an excellent Convention with our friends and colleagues
from all four corners of the ISSA ship supply world.

Our thanks must go to our colleagues at TURSSA who have
striven hard to produce a fine event in what has been described as
one of the worst economic recessions ever to have affected shipping. 

The trials and tribulations that have beset the shipping market
in one way or another over the last 12 months have been well
documented and discussed but ship suppliers are by nature a
resilient bunch and I look forward to hearing our members’ views on
how the global financial crisis has affected their area of the market
and indeed, what best practices they have instituted to ensure they
come out of this recession stronger and better placed to exploit
what will inevitably be a return to good times once again in shipping. 

Even though delegates numbers at this year’s Convention may
be slightly down on those of Conventions past, thanks in part to
the effects of the global recession, we are proud to say we have
produced one of the strongest conference line-ups even seen at an
ISSA Convention with some of the liveliest and focused debates
expected to delight and inform our delegates.

How best to survive the global slump by better understanding
the needs of the owner, manager and the supplier will be at the
centre of the debate.

Shipowners need to value the role of the supplier and delegates
will hear the views of some of the industry’s most prominent players
on the matter, including Metin Kalkavan, President of the Turkish
Chamber of Shipping; Andreas Droussiotis, CEO of the world’s
second largest shipmanagement company Bernhard Schulte
Shipmanagement and Sjur Agdestein, Managing Director of DVB
Bank in Piraeus.

Dr. Oral Erdogan, Professor of Finance at Istanbul Bilgi
University, will give the keynote speech, followed by an address by
Binali Yildrim, Turkish Minister of Transportation.

The trials and tribulations that have beset the
shipping market in one way or another over the
last 12 months have been well documented and
discussed but ship suppliers are by nature a
resilient bunch and I look forward to hearing our
members’ views on how the global financial crisis
has affected their area of the market

Dear ISSA Members & Maritime Colleagues:

Foreword
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Guy Morel, General Secretary of the global in-house and third
party ship managers’ association InterManager, will put the case
for the managers alongside Bert De Jager, Purchasing Manager
with Kahn Shipping (Jumbo), Holland and Ali Cakir,  Deputy
Manager of Purchasing at Besiktas Shipping, Istanbul in the annual
ship owners and ship suppliers panel. Guy will also talk further on
the subject of how shipping and ship supply can emerge stronger
from the global downturn.

We are delighted to have such distinguished guests speaking at
Convention because it is important owners, managers and
suppliers work together to ensure we all emerge from this recession
stronger and even leaner so we can all face the exciting opportu-
nities ahead. The Chinese always say there is opportunity in crisis
and I totally agree with this philosophy. All sectors of the shipping
industry are using these leaner times to look for greater efficiencies
so when the good times return we can all benefit. Debate and
networking at this year’s Convention will enable ship suppliers to
more fully understand the demands and needs of the owner and the
manager while at the same time, also ensuring our customers
understand the important role quality suppliers can and will play in
the furtherance of a quality global ship supply industry.

Convention stalwarts will notice a slight change in timing for this
year’s event with the opening ceremony taking place on the Friday
morning and the event closing after the annual and glittering gala
dinner on the Saturday night. This minor alteration to the format
means debate and discussion can be concentrated in two full days,
leaving Sunday free for delegates to sightsee or prepare for their
journey home. 

I am delighted to say that our friends at TURSSA are working on
preparing a fun and exciting trip out into the Straits on the Sunday
but further details of this and other accompanied persons trips you
most likely have read all about on the website   

Before I close, I would like to say a few words about the
massive strides ISSA has taken in increasing its profile throughout
the industry. Without doubt, the last six months has seen ISSA
become even more visible to the international maritime industry and
our quality programme has received increased interest from owners
and managers keen to learn more about the strides we are taking
to improve the quality and transparency of the work ISSA and its
members carry out. 

Istanbul will represent the completion of my first year as ISSA
President and I am very honoured to have been able to represent

the interests of ship suppliers around the world. All the ISSA senior
officers and the secretariat have worked hard to spread the ISSA
word positively throughout the ship supply world during the past
12 months and beyond and we have received a lot of compliments
as a result. We have achieved what we set out to achieve through
the meetings we have held and I am extremely happy to see that we
are receiving more interest from members and industry stakeholders
who are keen to work with us to achieve a stronger and more
vibrant International Shipsuppliers and Services Association. 

I look forward to meeting as many of you as I can in Istanbul.

Jens Olsen
ISSA President

The Chinese always say there is opportunity in
crisis and I totally agree with this philosophy. All
sectors of the shipping industry are using these
leaner times to look for greater efficiencies so
when the good times return we can all benefit

I would like to say a few words about the massive
strides ISSA has taken in increasing its profile
throughout the industry. Without doubt, the last
six months has seen ISSA become even more
visible to the international maritime industry and
our quality programme has received increased
interest from owners and managers keen to learn
more about the strides we are taking to improve
the quality and transparency of the work ISSA and
its members carry out
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UAE, Middle East & African Ship Supply
Namibia: A rolling stone gathers no moss

Egypt: Professional shortfall
Egypt faces a crisis of its own in the ship supply sector, and

not only having to contend with a tough economic climate, it
is faced with an undesirably high level of ‘cowboy’ ship

supply companies who are tarnishing the country’s reputation and
the more reliable and quality suppliers.

Edwardo Marine Services Co is a general ship supply company
founded in Egypt in 1961, and with a head office in Port Said
alongside logistic branches in Alexandria, Suez and Damietta, it has
recognised the disconcerting presence of a vast number of
inadequate ship supply operations across the region.

Welly Samir, Maritime Director, revealed that not only is “the
market currently in a very bad condition,” but aside from the slump
in the shipping trade, the country’s ship supply businesses are being
challenged by some negative issues that are increasingly worsening
its operational repute.

He revealed how quality suppliers are facing “unreasonable
competition arising from companies who have absolutely no
experience in running a business, many of which are built up by an
ex-employee from a maritime company having decided to start his
own business with no resources, no facilities and even no
employees of his own.

“What has also contributed to this is the non-existence of a
national association for ship suppliers to organise and monitor the
ship supply operations in the region,” he added. With the lack of
support that quality Egyptian suppliers receive from an authoritative
body, incompetent and disreputable companies will thrive and
continue to damage the country’s ship supply eminence.

Recognising the country’s distinct disadvantages in terms of the
“unprofessional, so-called ship suppliers who do not have a vision,
a mission or even a business,” Mr Samir expressed concern over
the damaging effect such operations are having. “They cannot
provide good service or quality of supplies, and try to take as much
as they can from a client without giving much in return. This results
in a bad reputation for Egyptian ship suppliers, and in fact many
masters would refuse to be supplied in Egyptian Ports,” he said.

He continued: “Egypt has almost 50 authorised suppliers, and
only 10% of these commit to professionalism. There are another 2,000

companies who have nothing at all but a home computer from which
they send and receive correspondences. Such companies cannot
have any control on supplies, and this leads to bad competition.

“In 2007 we invited the ISSA president and ISSA Secretary and
gathered all ship supply company representatives – ISSA members
and non-ISSA members – to explain how the ship supply profession
should be, for we believe that a well educated competition is far
better than an ignorant one.

“If this was recognised, we would be able to elevate the ship
supply profession in Egypt and all will be good, but I do not expect
any expansion to take place in these circumstances. With the
increase of such companies the situation is actually worsened,” Mr
Samir revealed.

In addition to slower commercial movement and a
consequential reduction in market demand, Mr Samir told The Ship
Supplier that the economic crisis “has forced many companies
abroad to declare bankruptcy while still owing money to ship supply
companies in Egypt, and therefore the companies who were used
to spending more money can’t even commit to their debts.”

The impact on Egyptian suppliers has been detrimental, and
unfortunately, the problems and issues affecting companies
continue to pile up. “The effect of piracy in Somalia has resulted in
vessels taking alternative routes to avoid the Red Sea and the Suez
Canal,” Mr Samir said.

“Traffic in the Suez Canal estimates at around 50% of all vessels
calling at Egyptian Ports, with the average number of vessels passing
the Suez Canal per year being 18,000 vessels and vessels calling at
other Egyptian Ports accounting to another 18,000. When this route
is affected this affects suppliers and their businesses,” he added.

While some regions may be maintaining business until the
shipping economy picks up on the other side of the recession,
Egypt is not only battling with external influences affecting its ship
supply operations but also internal issues impacting on the
country’s suppliers. However, it is hoped its geographical advantage
and status as a major hub between the Far East and Europe will
allow its more dependable suppliers to stay strong. ■

Stone Marine Services, a spare parts and ship service
company forming part of the Langham Industries group, has
recently set up Stone Marine Services Namibia. Located in

Walvis Bay, the company specialises in the repair and servicing of
both fixed pitch and controllable pitch propellers around the coast of
sub Saharan Africa.

Three fully qualified repair teams are available at short notice to
undertake all repairs including tip replacements, blade cropping and
modification as well as non-destructive testing and static and
dynamic balancing. The company is the Namibian agent for
Nakashima Propellers and Berg Propulsion as well as Stone Marine
Propulsion and Bruntons Propellers.

Alan O’Reilly, Sales Manager of Stone Marine Services’
headquarters in Scotland, revealed that “a company in Namibia
which is managed and operated by Stone Marine Services situated
on the bottom left hand corner of Africa, opened in April this year.

It is inundated with work already because it’s proving a very strong
growth area for ship repairs, and provides 24 hour service
technician cover for repairs, maintenance and spares.”

Well equipped for repairs, surveys and control diagnostics to
propeller systems, stern-seals, deck machinery and manoeuvring
systems, irrespective of the type and make of existing equipment,
the newly-based company hopes to feed off the growing shipping
business off the south west coast of Africa.

The company is structured to respond quickly to global needs
and with engineers provided with the necessary back up from
principals, agencies and the headquarters in Scotland, Stone
Marine Services Namibia hopes to utilise the group’s numerous
years of experience in servicing and repairing propulsion units and
associated marine equipment as well as procurement of marine
spares and logistics. ■
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In a lucrative position linking trading routes between the Black
Sea, the Mediterranean and the Suez Canal, Syria is at a distinct
geographical advantage, and in terms of its ship supply

operations, is proving a sturdy area of growth.
Founded in 2002, M&O Marine Services and Ship Supplies was

the first Syrian company to join ISSA, and in 2006, successfully
achieved the ISSA Quality Standard, having since developed into
the premier ship supply company in Syria.

M&O provides a complete range of maintenance, repairs,
operations, chandlery and provisions, covering all aspects of ship
operations such as deck, engine, electronics, cabin, medical,
stationery, Fire Fighting Apparatus (FFA), Life Saving Apparatus
(LSA) and pyrotechnics. In 2003, the company created a new
department in association with DPM UK, commencing the distri-
bution of nautical charts, publications, IMO signs and posters.

M&O provides services to Syrian as well as international ship
owners visiting Syrian ports, and with offices and warehouse
facilities in Lattakia and Tartous offering 24 hour products and
services, the company strives to provide optimum value for money
allowing it to contribute to the reduction of the operational expenses
of its customers’ vessels.

The company claims that its “large business volume allows us
to buy directly from factories and whole sellers thus enjoying
significant economies,” and the ability to “offer the very best
provisions at competitive prices,” has allowed it to gain strength in
the Syrian ship supply market. Logistically, M&O is also well-based
for distribution: “Our ability to rapidly transport all supplies to the
supply location guarantees that we only offer the freshest of Syrian
products.”

Captain Mohammad Hawsheh, General Manager, revealed that
“Syrian ship supply, much like the rest of the word, has been
affected by the financial crisis. But there is still demand as 80% of
Syrian vessels are working in local trade between the Black Sea
and east Mediterranean ports, particularly for transit cargo to Middle
East countries such as Iraq, Jordon, Saudi Arabia, etc.”

The country’s advantages don’t stop there, according to
Captain Hawsheh: “The prices in Syria are much cheaper for dry
and fresh products compared to nearby countries, and also the
services for repairs and steel work. Some vessels are passing only

for provisions, supplies and/or for repairs, which in turn enhances
the supply of steel and other related spare parts.”

While some regions are feeling the pinch on their ship supply
businesses as a result of the lapsed economy and trading
downturn, Syria seems fairly well placed as a resilient ship supply
region, as localised vessel traffic around the Black Sea and through
the Suez Canal still produces plenty of demand for suppliers such
as M&O; and the outlook remains positive.

“Due to Syria’s location and the historic experience of Syrian
traders, the Syrian fleet has become a strong player in the shipping
market (about 400 vessels) and some of the principal container lines
have initiated their services to Syria. The only disadvantage is not all
ISSA listed products are available,” Captain Hawsheh said.

He added: “We believe that Syria will be a good supply hub as
the new legislations and liberalisation of the economy will encourage
investments and more shipping products, and more competitive
prices will be available in the near future.” ■

Syria: Middle Eastern promise



With half of the world’s internationally trading fleet of tankers
passing UAE shores twice a year, the UAE has been fast
tracked to become a major global shipping hub, and as

a result of its exponential growth in shipping, the UAE-based
Hamriyah Free Zone Authority (HFZA), Sharjah, is setting up a new
maritime city in the zone for marine and maritime-related industries.

The Arabian Gulf saw the successful establishment of Dubai
Maritime City in 2003, situated between Port Rashid and Dubai Dry
Docks, constructed to provide a unique environment for the global
maritime community by offering unrivalled services and policies.

The United Arab Emirates Ship Owners Association (UAESOA),
founded in 2006, is focused on addressing issues within the
shipping industry “through the development and expansion of
partnerships between the suppliers and buyers.” The Association
revealed that “it is expected that the UAE will soon take the
opportunity to join the emerging maritime centres, with excellent
facilities and a solid infrastructure.”

For existing suppliers, the developments could prove highly
beneficial, provided they are not irreversibly impacted by the
economic crisis. Wrist Ship Supply established a branch in the
Arabian Gulf in 1998, through its subsidiary company Wrist Middle
East (UAE), and has its head office situated in Sharjah with branch
offices in Fujairah and Dubai. The company supplies provisions,
deck, engine and cabin stores as well as spare parts to all ports in
the UAE, in addition to vessel deliveries ‘off limits’ at anchoring and
bunkering points off Fujairah.

Søren Jørgensen, Vice President of Wrist Ship Supply, said:
“There has been an inevitable decrease in traffic into the ports of
Dubai and Jebel Ali from the perspective of general cargo, container
and at the oil terminal, which has impacted the market. However,
positively we are seeing an increase in cruise line activity in the

region due to its popularity as a tourist destination.”
In such a climate, Mr Jørgensen revealed that ship supply

companies have to “demonstrate how the procurement of supplies
fits within these parameters working with ship operators to
streamline the process, saving time and costs, as well as enabling
them to focus on the core elements of their business.”

Despite the UAE having grown from strength to strength in its
global shipping operations, Mr Jørgensen told The Ship Supplier
that as a result of the economic situation, “there has not been any
surge in new operations being established. However, the market
has not experienced the significant consolidation of smaller
operators as we have seen in other markets.
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UAE: Strengthening from the core

“The UAE in general does well out of its self publication and
global presentation, and also its infrastructure. It’s fairly new in
terms of being a business centre so it’s quite quick to change
attitudes and to adopt trends, and there seems to be a general
culture of entrepreneurship within the business community here,
whichever industry. 

Market conditions for ship suppliers are a little tough at the
minute and I know a lot of companies in this bracket are not doing
so well. Many companies are pinning their hopes on a good third
quarter to pull them back a little bit on the year.

The region is getting slaughtered in the press quite a bit, but a
significant amount of the publicity that Dubai has generated
recently was off the back of heavy speculation in real estate, and
now they’re finding that in fact it was all a bit hollow. In terms of ship
supply, the long standing major companies tend to be doing okay.

Most suppliers at the moment are looking at how they can
expand or contract in a managed way, which has made everybody
a little bit introverted, and so things are fairly quiet on the side of
the National Ship Suppliers Association. It could well lose some
members as a result of the economy but it will be more organic
than anything, I don’t think it will be anything too significant. There
will probably be one or two companies that drop off the radar,
purely and simply due to being too ambitious during early growth

– some will have been left exposed and will be vulnerable to that. 
It’s a good industry for ship suppliers, because in terms of

geographical location, if you look at the fact that Asia and China
is the main manufacturing centre of the world and Europe and the
US is the consumer part of the world, the UAE is right in the
middle. It’s a historic trading route, and that helps. Trade has
increased phenomenally and it will continue to do so, which will
make the Gulf corridor even busier.

Fujairah’s going to be going through quite an extensive
expansion over the next couple of years and Jebel Ali port is
growing from strength to strength – it’s a massive and solid port.
Federally across the UAE there’s Dubai Maritime City and the new
port expansion which ticks the boxes for general trade, and
obviously this impacts positively on ship suppliers. 

Dubai has consistently self-promoted and it’s always trying to
be a business hub. There’s no other place really like it in the world
at the moment, so in terms of opportunity, it’s a good place to be,
with most major ship owners having a head office located here,
and this is advantageous for suppliers as it makes relationships
easier. It is also likely that the expansion may attract new ship
suppliers to the region because companies like to get involved
with flagship ports and shipyards, and it’s going to prove beneficial
for Dubai’s shipping economy.” ■

David Greenwood - General Manager, Gulf International Marine Services Company (GIMSCO)
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“The continuation of the economic downturn will inevitably
create acquisition opportunities for the larger players, naturally
placing even more pressure on the smaller companies who cannot
compete or provide such an offering,” he warned.

As the UAE experiences prolonged sustainability despite the
widespread downturn across the shipping industry, Mr Jørgensen
said that for owners, “the cost of operating, be it rental, port storage
fees, road tax, has increased over the past few years, and although
the global downturn has caused a level of reduction, this still
remains high.” As a result, he added, “many companies look to
extend payment terms which puts significant pressure on the
smaller suppliers, who cannot afford to extend credit lines.”

The inevitabilities of the downturn have been seen throughout
the region, despite the UAE’s strength as a global ship supply hub.
Peter Machado, Managing Director of Seven Seas Shipchandlers,
confirmed the general trend being seen across the region’s
suppliers as vessel overcapacity damages the marketplace,
resulting in lay-ups and a decrease in consumer spending.

“The ports of the United Arab Emirates have seen a downturn in
the number of ships calls, and this also applies to the others ports and
states of the GCC (Gulf Co-Operation Council),” Mr Machado said.

Posed with financial challenges, suppliers should remain vigilant
to remain competitive, according to Mr Machado. “On a practical
buyer to vendor level, there is a considerable need to add genuine
value by working together and harnessing and converting synergy
and common interests to tangible savings in fiscal terms,” he added.

The region has also attracted a greater degree of vessel lay-ups
as owners await a growth in market demand, and through a

combination of additionally advantageous factors, the UAE has
seen some positive effects in light of the economic climate.

Mr Machado told The Ship Supplier: “The calm waters and
good weather off Fujairah and Khor Fakkan are attractive for ships
awaiting employment. The off-port limits anchorage is safe, still
pirate free, very cheap or at no cost, depending on physical location
of ship and cargo status, supply boat costs are still relatively low
and the availability of marine supplies and services is plenty and
reasonably priced.

“The UAE for the most part, remains the cargo storage, distri-
bution and redistribution hub for the more populated countries of
Iran, Iraq and Saudi Arabia, and although the UAE is still an importer
of all products and commodities bar oil, the big advantage of
relatively lower labour costs and in general, lower overhead costs,
make prices very attractive. Additionally, the leadership of the UAE
have been inspirational and in building fantastic infrastructure to
complement their business and commercial aspirations for the UAE
including trade, finance and tourism,” he added.

Although competition from other major ship supply hubs such
as Singapore have rivalled with the UAE in terms of its pricing, Mr
Machado stressed that the country’s lower overhead costs still
gives it an edge over other regions. 

The downturn may have made itself present in terms of the
number of port calls, but the UAE’s perpetual growth and global
shipping significance will likely prove its ship supply longevity. With
its solid foundations as a major shipping cluster being fortified by
large scale maritime developments and expansion plans, the only
way forward will be upward. ■
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Bahrain: Barring the way for future growth

Bahrain occupies a central position in the Middle East Gulf and
although small in size, caters to a high degree of vessel
movements with ship supply services to ports across the region.

Recent major developments within Bahrain’s maritime sector have
been dominated by the news of the opening of the country’s new
Khalifa bin Salman Port (KBSP), also known as the Bahrain Gateway,
on April 1 2009. The port is part of APM Terminal’s Middle East
portfolio, and its launch of operations marks the retirement of Bahrain’s
Mina Salman port, which will transfer its operations to the KBSP.

For ship supply, while the new port may open up greater
opportunities, Bahrain’s few companies have felt the push from
greater competition in neighbouring countries, impacting on their
capacity to supply vessels transiting through the Gulf.

Johnson Baby, General Manager of Middle East Marine
Services (MEMS), indicated that Bahrain is a “very small market with
limited movement of vessels. Ship supply operation is very limited
and it is completely dependant on vessels coming to ASRY Dry
Dock and other loading ports such as Mina Salman, GPIC, GIIC,
ALBA, BAPCO, etc.”

Mr Baby revealed that ship supply in Bahrain has “definitely
been affected by the financial crisis, and this can be made out from
the movements of ships this year in this region and the cut down in
their budgets.”

Offering ship stores and oil field supply and operating in the Gulf
region with associate companies in the different parts of the world,
MEMS is an ISSA member with offices in Bahrain, UAE and Qatar
and is a division of FAKHRO, a major business group in Bahrain.
The company started its operations in 1984 and serves almost all
types of vessel from all around the world in Bahrain Ports.

In terms of its sustainability, Mr Baby told The Ship Supplier:
“We have to admit the fact that this year the business is slightly dull
and it is mainly due to the reduction in incoming vessels. While we
cannot say we are in a high position, we are on the safe side today,
and because we have our main stocking facility in Dubai we
manage to provide excellent service with good quality and
competitive prices for the vessels calling in Bahrain.

“The new KBSP port container terminal has just opened and there
is hope that this port will have a good role in transhipments and that
the new facility will ensure an excellent level of services to the shipping
lines as well as supporting Bahrain’s industrial growth,” he added.

Future growth may not look likely for Bahrain, however. “There
is not much scope of expansion for this region as a ship supply
hub, as most of the ships are passing Fujairah while coming in or
going out of Bahrain. The market in Bahrain is very small and the
rates are higher, with stores available much cheaper in the UAE,”
Mr Baby added. ■

One of the smallest countries in the world in terms of land
area, Kuwait’s position in the north-west corner of the
Arabian Peninsula and its famed natural reserves of crude

oil make it a popular shipping destination.
Being a tax-free country, Kuwait’s oil industry accounts for 80%

of its economic revenue and petroleum and petrochemicals
account for 95% of export revenues. Depending almost wholly on
food imports, Kuwait’s shipping trade is significant.

For ship suppliers, however, it’s not a prominent business,
according to Joseph Fernandes of Friends Shipchandlers, based
in Safat: “Ship supply in Kuwait is not a major business. Kuwait is
the last port in the region and apart from oil tankers, ships visit
many ports before they come here.”

With strong supply services based in other prominent regions
through the Persian Gulf, Kuwait is fairly small in terms of offering
services and provisions to ships, despite its substantial oil trade.

Mr Fernandes additionally revealed that “the economic crisis
has slightly affected business. Kuwait currency is very strong and
the quality of stores is excellent as everything is imported, hence
prices are on the higher side.

“There is major competition from Dubai, and while we have
high quality stores with higher rates, neighbouring competitors
have sub-standard stores with low rates,” he said. With this in
mind, there might be a slightly stronger inclination for owners to
source supplies at cheaper prices, especially in light of the current
economic situation.

“It really depends on what the owners and managers decide,
but if the higher quality/price option is taken, Kuwait could
potentially be a major hub for supplies,” Mr Fernandes added. ■

Kuwait: Supply highs and lows
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With signs of market recovery burgeoning with
tentativeness into the industry, an already-competitive
marketplace is set for a bigger battle of survival for ship

supply companies the world over.
South Africa, forming the southern tip of the African continent,

will always retain a sturdy degree of vessel traffic given its strategic
location, and as ships divert around the Cape of Good Hope by way
of avoiding transiting the Suez canal in light of recent piracy problems,
it seems to be in some way feeling less of a pinch than elsewhere.

National Ship Chandlers, general ship supplier with branches
based in Cape Town, Durban, Port Elizabeth and Richard’s Bay in
South Africa, has recognised the country’s strength in terms of its
ship supply sustainability.

“The market is still good. Ports are busy and all suppliers are busy,
and in fact we have seen small increases compared with previous
years,” said John Joannou, company CEO. “While the economic crisis
has affected everyone, as well as the South African market, vessels
are still buying what is necessary at the moment,” he added.

Acknowledging the country’s strategic location as key to its
business strength, Mr Joannou revealed that the South African
currency is currently strong and therefore not as advantageous to
companies supplying globally.

While South African ship supply proves marginally more resilient

than some other major regions, there is still a definitive struggle to
be had in terms of a competitive wrestle for dominance, according
to Mr Joannou.

He told The Ship Supplier: “South African ports face
competition from other major ports such as Singapore, Dubai,
Rotterdam, and Houston etc, depending where the vessel’s next or
previous port location lies. 

“There is, however, certainly potential for expansion, as South
African ship suppliers have the ability to give good services and very
reasonable prices compared to other regions,” he added. ■

South Africa: Feeling the heat of competition

18 UAE, Middle East & African Ship Supply
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Istanbul
the jewel on the Bosporus
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It is not often that the ISSA Convention bandwagon comes to
one of the world’s most significant trading areas which is why
ISSA54 in Istanbul promises to offer so much more than the

compelling debate and networking opportunities normally
associated with ISSA Convention. 

Excellent conversation, superb food and wine, not forgetting
the entertainment, coupled with the mesmerising views of the
Bosporus and its surrounds, will ensure that ISSA54 is a convention
to remember.

And according to the weather forecasters, you can expect very
pleasant temperatures up to 18 deg C so another reason to come
and bring the family.

Delegates attending Convention will immediately notice a slight
change to the normal programme in that it has been decided that
the event will be held across two full days – Friday October 16th and
Saturday October 17th as opposed to a half day on the Friday, all
day Saturday and extending to Sunday morning. The main reason
for this is to end Convention after the traditional Gala dinner on the
Saturday enabling delegates to have a relaxing Sunday morning
ahead of their journey home. An exciting spouses itinerary is also
being planned and delegates are advised to click on the ISSA website
www.issa2009.org to catch up with the latest news on this front. 

Also we are delighted to announce one of the strongest ever
line up of speakers with Andreas Droussiotis, CEO of the world’s
second largest shipmanagement company Bernhard Schulte
Shipmanagement and Guy Morel, General Secretary of the in-house
and third party ship managers’ association InterManager, delivering
what will be cutting edge speeches on shipmanagement and the
importance of ship supply.

After a welcome address by ISSA President Jens Olsen and by
Zinhi Memisoglu (TURSSA President and ISSA Board Member for
Turkey), this sparkling event will be officially opened by Metin
Kalkavan, President of the Chamber of Commerce (Turkon Group)
while the keynote speech will be given by Professor Oral Erdogan.

Andreas Droussiotis, Chief Executive Officer of the world’s
second largest shipmanagement company Bernhard Schulte
Shipmanagement will give the shipmanagers’ view while we are
delighted to welcome Sjur Agdestein, Managing Director of DVB
Bank and one of the shipping industry’s most prominent bankers,
to join Bruce Hailey from DRG Solicitors and Roger Symes from
Marine Debt Management Ltd to debate the heady subject of ‘How
to survive the Global Slump…..and prosper’.

This year’s Convention promises some of the best debates,
speeches and presentations and will be an ideal opportunity for the
new ISSA President, Jens Olsen to talk to the membership. Our
firm favourite Ship Owners & Ship Suppliers Panel moderated by
Rocky Rocksborough-Smith (ISSA Senior Executive Vice-President)
will inform and entertain as it always does and we can also look
forward to hearing more about key ISSA initiatives such as the
Quality Programme and the work of OCEAN – ISSA’s representative
arm in Brussels. 

InterManager’s Guy Morel will talk about ‘The Sea Lane to
Recovery and how shipping and ship supply will emerge better and
stronger from the global downturn’ while an ISSA favourite Mark
Hankey, Marketing and Communications Director at Maritime &
Underwater Security Consultants, will talk on the subject of: “Avast!
Combating piracy in the 21st Century”. Interesting stuff.

The second day of Convention will question how European Ship
Supply is focusing on Europe's needs under EU legislation and how
ISSA & OCEAN help member companies. Speakers include Alfredo

This year’s Convention promises some of the best
debates, speeches and presentations and will be
an ideal opportunity for the new ISSA President,
Jens Olsen to talk to the membership

Excellent conversation, superb food and wine,
not forgetting the entertainment, coupled with
the mesmerising views of the Bosporus and
its surrounds, will ensure that ISSA54 is a
convention to remember



Tosato Vice Chairman of OCEAN and Jean Luc Meriaúx, Secretary
General of OCEAN.  Our friend Torben Brammer, CEO of ShipCentric,
will talk on the subject of ‘The Wired World Unravelled: how ebusiness
has come of age and why you need to know about it’. Sean Moloney,
Publisher of The Ship Supplier and ISSA’s Public Relations and
Marketing guru, will ask the question “Are you waving....or drowning?
How to get your company in front of The Purchasers.”

It will then be up to Arne Mielken, Assistant Secretary General of

OCEAN (ISSA’s Committee of EU Ship Suppliers) and ISSA’s Represen-

tative at World Customs Organisation to talk on the very interesting topic

of: ‘Knock knock! Working with Customs!’ Then its off to enjoy the

traditional Heineken Power Lunch courtesy of our friends Heineken.

In this age of increasing transparency and self assessment,
Geoff Marchant, ISSA VicePresident (Quality) will update delegates
on the latest ISSA Quality initiatives that will definitely add value to
their business operations.

It will then be left to delegates to question the ISSA team on
issues of importance through the Open Forum before getting ready
for the evening’s highlight, the Gala Dinner and Flag Ceremony. 
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Pilot & Embarkation ladders

Please visit www.issa2009.org and download the Delegate Registration Form, complete it in
full and fax or e-mail it to the ISSA Secretariat in London who will process payment and your
registration and send you confirmation.

If you wish to book an Exhibition Stand then, again, just download the Registration Form,
complete it in full and fax or e-mail it to the ISSA Secretariat in London.

In charge of the Trade Exhibition is ISSA Executive Vice-President Abdul Hameed Hajah.
The ISSA Secretariat in London will liaise between you and Mr Hajah to ensure you get just
the Exhibition space you need to showcase your business to Delegates.

Registration for ISSA 54 in Istanbul 
could not be simpler

Istanbul

Bridging to the future

A country of sun and history, Turkey forms a bridge
between Europe, Asia and Middle East because of
its geographical location and its culture
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Efes Pilsener brand, the flagship of Efes Beer Group (EBG), has
decided to renew its logo as well as its label and bottle design in
accordance with the expectations and preferences of its
consumers worldwide. While Efes Pilsener prepares to meet its
customers with its new young and contemporary image, it keeps
carrying its strong brand identity and heritage. 

The new designs are the result of 12 months of hard work by
the brand teams from all EBG operations and by the British design
agency Sibert Head, elected in a tender among the leading design
agencies worldwide. 

The redesigned emblem shape has been given a new sense
of contemporary freedom as the outer gold ribbons are cleaner
but separated with a dynamic twist. While the golden ribbons
evoke the golden colour of beer, according to the company they
symbolise quality and success as well. The red stripes within the
ribbons add warmth and sincerity to the emblem.

The medals, received by Efes Pilsener in leading international
competitions by years, have been modernised and displayed more
distinctly on the label, in accordance with customer demand.

Alejandro Jimenez, Chairman of the Efes Beer Group, said that
Efes Pilsener was now being produced in Russia, Turkey,
Moldova, Kazakhstan and Serbia, and exported to more than 50
countries. Mr Jimenez pointed out: “With its new brand identity, I
am confident that our flagship brand Efes Pilsener shall continue

its successful performance in all our operating countries and
export markets.”

The Efes Beer Group is Europe’s fifth largest and the world’s
fourteenth largest beer producer. Efes Beer Group has operations
in five countries with 15 breweries, six malt factories and one hops
processing facility, and is among the leading producers in the
region. The Group operates in Russia, Turkey, Moldova,
Kazakhstan, and Georgia with a production capacity of 28.5
million hectolitres of beer and 139,000 tons of hops. In addition to
these countries, Efes Beer Group has a 28% partnership in Serbia.
In accordance with its policy of creating quality beer and effective
brand portfolio, Efes Beer Group enjoys more than 30 different
brands and 150 products covering the large, fast-growing and
profitable segments of its markets.

New ‘look’ Efes Pilsener on the scene







Convention time is a highlight in the ISSA calendar because it
gives the world’s finest ship suppliers the opportunity to congregate,
network and talk about ship supply and what better place to do it
than the capital city that is the true bridge between Europe and Asia.

The 35 kilometre long Bosporus is a geological strait separating
the European and the Asian parts of Istanbul. It is a difficult body of
water to navigate due to its treacherous currents and great twists
and turns, and in its most narrow part it is only 650 meters across
and at its furthest separation is 4.5 km wide. For those among us
of a geographical bent, the Bosporus connects the Marmara Sea
at the south to the Black Sea in the north. Along the entire course
of the Bosporus you can see tea gardens and cafes, restaurants,
old wooden houses, the maiden's tower, mosques, palaces, the
Rumeli Hisar and Anadolu Hisar fortress (built by the Turks in the
14th and 15th centuries) and also the Bosporus University (Turkey's
most important institute of higher education, where all the classes
are conducted in English).

Politically, this strait is vitally important because it is the sea
connection between the countries of the former Soviet Union and
the rest of the world. The Straits experience hundreds of interna-
tional transport vessels daily as well as Turkish state-owned ferries
that transport people to and from both sides of the Bosporus daily.
You can take a boat trip up the Bosporus to the mouth of the Black
Sea, you can also take a small boat trip to the second Bosporus

Istanbul

Bridging to the future
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Turkish cuisine is said to be one of the best of
the world. Istanbul does not only offer you
different traditional tastes of Turkey but also
worldwide known cuisines such as Mexican,
Japanese, Chinese, Italian etc. One can choose
the modern and elegant restaurants or smaller
ones with local flavour



Bridge so that you can enjoy the wonderful scenery of a city filled
with history.

A country of sun and history, Turkey forms a bridge between
Europe, Asia and Middle East because of its geographical location
and its culture. The mainland Anatolia, has witnessed the mass
migration of numerous people, which has shaped the course of its
history. The home to countless civilisations, Anatolia has developed

a unique synthesis of cultures, each with its own distinct identity,
yet each linked to its predecessors through insoluble treads. 

Boasting historical treasures from 13 civilisations, Anatolia
hosted Hittites, Greeks, Persians, Romans, Seljuk and Ottoman
Turks. As the homeland of Homer, St Nicholas and St Paul, Anatolia
has witnessed the very well known Trojan War and was the home
of two of the seven world wonders ‘The Temple of Artemis’ at
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Comet manoverboard Comet smoke signal Brightstar fireproof hand torchDaniamant lifebuoy light

Comet parachute rocket
Comet hand flare

Brightstar ex-proof
rechargeable lantern

Comet line throwing set

VICKERS Hydrox and Bio sterntube
oil leakage stopping products

Solas lifejacket Solas life ring

Inflatable life raft Immersion suitSolas first aid kit
waterproof 

Brightstar
fireproof lantern

Compact food ration and
drinking water 5 years

Dear Friends and Colleagues,

It is a great honour and a sincere pleasure for us to invite you to
the ISSA Convention and Trade Exhibition to be held in Istanbul,
Turkey, on 15-17 October, 2009.  We welcome delegates from all
around the world to attend such a significant convention. As usual,
it will be a great chance to meet colleagues and experts, renew the
friendships that have been formed at previous conventions.

Istanbul, which was the capital of the First Roman Empire, the
Eastern Roman Empire (Byzantium) and Ottoman Empire, has
constructed a modern future with pride.  Istanbul still remains the
commercial, historical and cultural pulse of Turkey and derives its
beauty by embracing its diversities; ancient and contemporary,
Asian and European, mystical and earthly - all coexist here.

We hope you can join us in Istanbul, in 2009.  We look forward
to your participation in the 54th ISSA Convention and Trade
Exhibition.  

Let's meet in the timeless city, Istanbul, where a warm welcome
awaits you.

Best Regards,
Jens OLSEN
President
International Shipsuppliers & Services Association

Zihni MEM�ŞOĞLU
President
Turkish Shipsuppliers Association

Message from the ISSA President and
the President of the Turkish Shipsuppliers Association
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AVS Maritime Services is drawing on years of experience and
knowledge in the maritime sector in its quest to become a supply
solution partner for ship owners and to work with an international
network of supply partners all over the world.

AVS, which was founded by Abdülvahit Şimşek who is a
member of a seafaring family that has operated in the maritime
sector for more than 30 years, has developed into a main player
in this sector. 

Dealing in the much needed area of supply chain
management, logistics and marine, the company, which operates
within the AVA Holding group of companies, has the necessary
infrastructure to offer such services to vessels owned by foreign
as well as domestic ship owners at all ports around the world.

AVS’ strength comes from its long experience in this field and
by virtue of its global operating network. Its experienced teams
can meet client demands through its just-in-time service; its
focused and reasonable pricing and its effective payment
conditions. AVS’ contribution to the growth in quality of Turkey’s
supply sector is growing fast.

AVS can offer a range of supply services including provisions,
cabin, deck and engine, navigational, safety as well as electrical
stores. In its own words, AVS is not just a supplier but regards
itself as a partner in helping the client assess the price and
specific needs of his vessel. “Our extensive global network of
partners can supply all your inquiries. AVS can supply newly built
vessels, dry bulk carriers, tankers, cruise vessels and ferries,” it
said. AVS’ other activities include spares in transit and it is a cash
buyer of all types of scrap vessels and second hand ship
equipment. It is also involved in marine antiquities.

Accessories and parts dismantled from the vessels are sent
to the Aliağa Ship Dismantling Zone for recycling. They are then
displayed and sold in the showroom in Istanbul. AVS believes
that through this service, it can offer the pleasure of sea to the
sea lovers. The ship accessories such as portholes, compass
cabinets, steering wheels, deck projectors, lanterns, door lighting
systems are not only used commercially but they are also
regarded as the important parts by collectors. 

Besides, the accessories can be used for decorative
purposes and they are preferred for marine offices, restaurants,
hotel decoration and special designs. The captain’s tables, chairs
and armchairs are also used functionally. Antique accessories
are carefully dismantled from the ships that have carried them
across the world’s oceans. They carry all the traces of history
and the aesthetic that we do not see in today’s modern maritime
technology and act as an air of nostalgia for lovers of the sea.

AVS is the member of ISSA and TURSSA and is also a
representative of the Antwerp Shiprepair Yard. With this potential, it
meets the needs of the Turkish ship owners in that sector effectively.

Your local supplier all over the world

Simsekler: On a growth curve
If there is one business that appears to be recession-proof then
it is that burgeoning Turkish ship supply to ship repair and
demolition group Simsekler which is seeing a growth in fortunes
across all its operations. 

According to its ebullient and ‘slimming’ Managing Director
Adem Simsek, Simsekler is now not only a joint venture partner
with the Kloska Group in Turkey, servicing the catering needs of
over 750 ships visiting Turkish ports, but it has also secured the
right to supply over 1,000 ships overseen and managed by the
giant V.Ships Catering operation.

“We are also planning to open a 10,000 sq m warehouse in
the free zone to cater for our expansion, said Mr Simsek.
Construction of the warehouse should start in two months time,
he added.

But higher tax levels and VAT payments etc mean it is not all
plain sailing for Turkish ship suppliers who have to compete hard
with their Athens-based rivals for the growing amount of Greek
shipping coming into Turkish ports. “That is why we have to
remain as competitive as we can on price and ensure we deliver
the highest quality of product and service,” emphasised Mr
Simsek.

In times of crisis there are also opportunities and Simsekler
has seen a growth in its ship repair and ship recycling operations
as a result. Indeed, as the demand for ships falls, that proves to
be a perfect opportunity for owners to undertake the necessary
repairs to their vessels in preparation for a return to better times.
That is why Simsekler is repairing more ships at its yards in
Turkey and, as a result, increasing the supply of provisions and
spare parts to these ships coming out of dry dock as well.

Adem Simsek, who is also Chairman of the Turkish Ship
Recycling Association, has also seen an increase in the number
of ships recycled at its yard as well as across the country. “In the
last eight months our yard has recycled over 34,000 ldt which is
an increase on last year. The success of the association has also
grown as we have brought new people in and increased
membership. In the last eight months our Turkish facilities have
recycled 81 ships of around 250,000 ldt,” he added.



Ephesus and  the ‘Mausoleum’ at Halicarnassus.

Istanbul is a natural gateway, offering a friendly welcome and

genuine hospitality. It is a metropolis proud of its rich history and

unrivalled natural beauty spread on two continents, Europe and

Asia, divided by the Bosporus. 

The city has been a capital for Roman, Byzantium and Ottoman

Empires. It is attractive both for the beauty of the surrounding

landscape and for its historical treasures. 

Beneath the unchanging skyline of Istanbul's domes and

minarets you can find the continual bustle and movement of the

crowds, the rumbling of vehicles along the ancient cobbled streets

mingling with the horns of shipping in the busy ports, all revealing

magnificent vitality. 

Bounding the old and the new together Istanbul offers you

many treasures. You can visit the very well known mosques and

monuments of the Ottoman Empire or the valuable Byzantine

remains. For those who prefer shopping, the modern shopping

malls are available with their brand goods.

Turkish cuisine is said to be one of the best of the world.

Istanbul does not only offer you different traditional tastes of Turkey

but also worldwide known cuisines such as Mexican, Japanese,

Chinese, Italian etc. One can choose the modern and elegant

restaurants or smaller ones with local flavour. ■
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Beneath the unchanging skyline of Istanbul's
domes and minarets you can find the continual
bustle and movement of the crowds, the rumbling
of vehicles along the ancient cobbled streets
mingling with the horns of shipping in the busy
ports, all revealing magnificent vitality

The Straits experience hundreds of international
transport vessels daily as well as Turkish state-
owned ferries that transport people to and from
both sides of the Bosporus daily. You can take a
boat trip up the Bosporus to the mouth of the
Black Sea, you can also take a small boat trip to
the second Bosporus Bridge so that you can enjoy
the wonderful scenery of a city filled with history
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Venue
The Convention will be held at the Polat Renaissance Hotel. The
Renaissance hotel is conveniently located five minutes from the
Ataturk International Airport and 20 minutes from the city centre
with amazing views of the Marmara Sea. You may find all the
details in www.polatrenaissance.com.tr

Convention Dates
October 15th to 17th 2009.

Language
The official Language of the Convention is English.

Exhibition
The exhibition will take place in the Polat Renaissance Hotel.
Exhibitors will have the chance to meet with delegates as well as
presenting their goods and services.

Time Zones
Turkey is two hours ahead of Greenwich Mean Time and seven
hours ahead of Eastern Standard Time.

Easy Access
Istanbul is easy to reach from all over the world. There are direct
connections to Istanbul from 301 destinations worldwide, and
almost all major international airlines serve Istanbul. In addition,
Turkish Airlines provides direct flights from 80 destinations around
the world. The new international terminal at Ataturk Airport handles
up to 20 million passengers annually and features automated
baggage handling and security.

Visa Requirements
All participants are required a valid passport to enter Turkey.
Citizens of some countries may obtain visa before arrival and some
may obtain it at the airport upon arrival. The most updated visa
information can be received from the web-site of Republic of
Turkey Ministry of Foreign Affairs. For further information please
contact the nearest Turkish Embassy or Consulate to check the
visa regulations.

Banks and Currency Exchange
In Turkey the currency is the Turkish Lira (TL). Foreign currencies
can be exchanged at the airport as well as at the private exchange
offices throughout the city which are open from 8:30 to 20:00 hrs.
Local banks, where Traveller's cheques and Eurocheques can be
cashed, serve between 8:30 and 17:00 hrs. All major credit cards
(such as Visa, MasterCard) are accepted in most of the Turkish
restaurants, shops etc.

Electricity
The electric current is 220 V AC with a frequency of 50 Hertz.
European standard plugs with two round pins are used.

Shopping in Istanbul
Being once called the city of thousand colours and fragrances
Istanbul is a paradise for shoppers. One can find a very large
variation of carpets, jewels, gold, leather goods etc. while
wandering through the old monuments or one can visit the city’s
modern shopping malls where Turkish brand goods can be found.

The shops are open from 8:00 to 21:00 from Monday to
Saturday. The Grand Bazaar and Spice Bazaar open their gates at
8:00 and close at 19:00. Big shopping malls open from 10:00 to
22:00 seven days a week. Shops do not close for lunch. 

Climate
October is Autumn in Istanbul. The average temperatures vary
between 12ºC and 18ºC.

General Information
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- ISSA President - J.H. Olsen & Co. Aps
- ISSA Senior Executive Vice-President -
Triton Marine Supply

- ISSA Treasurer - ACB International Co. Ltd.
- ISSA Executive Vice-President -
WFN Beheer & Management BV

- Elaborate Communications Ltd
- CMI Co. Ltd
- Princeton Pharmacy
- Southern Cross Marine Supplies Pty Ltd
- SIKA Dr. Siebert & Kuehn GmbH & Co. KG
- Edwardo Marine Services Co
- Black Sea Marine & Trading Pte Ltd
- Seny Ltd & Bulgarian Ship Suppliers
Association

- UAE National Ship Suppliers Association
- E & A Papageorgiou SA -
Volos Ship Suppliers

- Pentrade BV
- Richard Sump GmbH
- Pacific Australia Marine Safety P/L
- Gulf International Marine Services Co.
(GIMSCO)

- Neptun Ship Service Ltd
- Strachans Ltd.
- Australian Shipping Supplies
- Sealanes Ship Supply Pty. Ltd
- Fuji Trading (Marine) B.V.
- Spanish Ship Suppliers Association
(Puerto y Bahia S.L.)

- Global Marine Supply Co

- Bosman Global Supply
- EMS Ship Supply
- Swedish Ship Suppliers Association
- Australian Star Maritime
- Express Ship Chandlers
- Heineken International
- Gimas Ship Supply & Services
- Fuji Trading Co. Ltd
- Intermanager
- Bernhard Schulte Shipmanagement
- Middle East Marine Services
- World Marine Services Inc
- Finnish Ship Suppliers Association
- M/S Sea Pride Enterprises
- R S Stern Inc

Some of the companies and personalities you can look
forward to meeting during Convention
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Ship owners and
managers should
spend more time
checking the validity
and ability of suppliers
servicing their ships
and not just opt for the
cheapest price,
according to Jens
Olsen, ISSA President.

Working only with
quality assured ship
suppliers can also
guard against the
supply of inadequately
sourced supplies and
pirated spare parts

being sold on as the original. “It can be difficult for owners and
managers to determine who is a quality ship supplier and who isn’t,
especially in these tough economic times,” he said.

ISSA is insisting that all Association full members and every
company seeking to become an associate member of ISSA
undergo accreditation through the ISSA Quality Programme in a bid
to tackle inferior-rate supply sources.

“Getting on for 200 ISSA ship supply companies worldwide
have so far been audited and certified to the ISSA Quality Standard,
and more are in the pipeline. Work to upgrade the present Quality
Standard is currently being considered to add further attractions to
the ship supply companies who hold this valuable certification,” Mr
Olsen revealed.

Regarding the issue of pirated spare parts, Mr Olsen said: “In
years gone by this was a major problem but ship suppliers and their
customers, the ship owners and managers, soon wised up to the
dangers of pirated spare parts and the consequent revenue loss,
not to mention the dangers that using such spare parts caused.

“Our own ISSA Members Quality Standard has gone a long way
towards eradicating this problem and only a fool would install a
spare part on board his ship which did not have absolute
provenance,” he added. ■

AEO experience was
very interesting,
says Neko
The process setting up Neko Ship Supply BV of Rotterdam as the
first ship supplier in Holland to receive an Authorised Economic
Operator (AEO) certificate was interesting for both the company and
the Dutch customs authorities, according to Eric Bezemer,
Commercial Director.

Because Neko was the first company in Holland to undergo the
process, the Dutch customs authorities wanted “to ensure they
played it all by the book and did everything right,” said Mr Bezemer.

“It was a very interesting process for us and the customs and
of course we had to make modifications, such as installing extra
sensors and cameras to ensure safety and security, installing an
electronic door where you can only get access to the warehouse if
you are a key card holder. They also checked our computers and
our software as well as the organisation: they took their job very
seriously,” he added.

An AEO certificate is an internationally recognised quality mark
which tells people that a company’s role in the international supply
chain is secure, and that its customs controls and procedures are
efficient and compliant.

With an AEO certificate you can be considered a secure trader
and a reliable trading partner. As well as the marketing advantage,
there are also administrative benefits in becoming an AEO. You'll gain
quicker access to certain simplified customs procedures, and may
have the opportunity to 'fast-track' your shipments through certain
HM Revenue & Customs (HMRC) safety and security procedures.

AEO status is for businesses that are actively involved in
customs operations and international trade. Businesses must be
established in the European Community (EC). 

In some circumstances, if you're an airline or a shipping
company established outside the EC, you may also be eligible for
AEO status. The European Commission has launched an AEO
database, which allows anyone to check who holds a certificate,
which type it is, and the date and country of issue. ■
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Ship Chandlers

Ship agents and bunkering

Private motor yachts & sailing vessels

Unit 3, Block 4, Watergardens,
Waterport, P.O Box 479 Gibraltar

Tel: (+350) 200 72836/40350 
Fax: (+350) 200 72861 Email: info@tarik.gi

Website: www.tarik.gi

Amathus Beach Hotel, Limassol, Cyprus

A superb one day shipowning and
shipmanagement conference and exhibition
Plus Networking cocktail party by the pool

Plus Evening BBQ hosted by

5th International Ship Management Summit

For more information please contact:
Jean Winfield - Media Director
Tel +44 1296 682051/682241

Fax +44 1296 682156
Email: conference@elabor8.co.uk

www.shipmanagementinternational.com

I N T E R N A T I O N A L

Supported and Sanctioned by

SAVE THE DATE!!
Tuesday 11th May 2010
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Are your galleys clean?
More attention should be given to food hygiene and general
cleanliness of galleys and freezers onboard ship to ward off the
threat of food poisoning, according to a leading catering supplier. 

Nutrition is also an issue but this can be tackled through the
subtle training of shipboard cooks to use fresh eggs instead of old
ones and to opt for ‘healthier’ cooking ingredients such as
sunflower oil instead of other cooking oil options, claimed Derrick
Samms, Managing Director of Garrets International.

“Cleanliness is important and a lot of vessels could improve on
it,” he told The Ship Supplier. “There are a lot of ships out there that
need to be looked at but there should be one standard for all and
that should be clean.”

Accepting that dirty kitchens can spread diseases, he said that
in a number of cases owners and managers were unaware if and
when food poisoning strikes. “In a lot of cases we won’t know there
is food poisoning onboard because a crew member can wake up
with an upset stomach and he won’t consider what he has eaten.
A lot of it is not reported and he can get over it in 24 hours. It is
when you get a lot of people going down at the same time that it
comes to light,” he stressed

“What we are trying to do when we go onboard is to conduct
more training with the guys such as by talking to the cook. We are
concerned about the nutritional values that should be onboard plus
the healthy eating aspects,” he said. ■



The growing issues surrounding cash logistics climb higher and
higher up the agenda for ship managers, owners, agents and
chandlers, and an even lesser degree of thought is spared for the
seafarers themselves.

An improvement on the traditional payment process for ‘Cash
to Master’ via the owner/manager, to the agent, to the vessel and
to the chandler, involves “removing not only excessively high
inherent costs but also mitigating the personal risks associated with
carrying cash that have been discussed throughout the market for
sometime,” according to Gregory O’Connell, Group Head of
Maritime at Travelex, the foreign exchange specialist.

Known mainly for operating bureaux de change in airports,
Travelex is less well known for the work it does with several UK
shipping agents and ship owners, and in light of this, it has adapted
its Cash Passport prepaid Visa card to accommodate for the
shipping industry.

“This pioneering method of distributing cash onboard could be
the end of payments in cash as we know it,” Mr O’Connell revealed.
“Cash for crew pay or for ship procurement can be loaded from a
central online system, directly on to one or as many cards as you
want aboard. These cards can then be used to withdraw cash at
any ATM around the world, or used to purchase provisions/supplies
at usual retailers including ships chandlers.”

He also highlighted how vessels “will be reducing the need to
carry large quantities of cash onboard,” and because the new
solution is not linked to a bank account like other credit and debit
cards, “there is much lower risk of fraud.”

As the rampant piracy problem persists, there is a prevalent

issue with regards to the stash of onboard cash, and such a
solution thereby minimises the risks incurred in the potential
hijacking of a vessel.

Travelex also offers Global Emergency Assistance in any location
around the world, so in the case of a lost or stolen card, emergency
funds can be provided within 20 minutes, a definitive answer to the
global nature of the shipping trade and one bound to make life easier
for all parties involved in the business of ship supply. ■

Cashing in on expertise
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30 year celebration
ATLAS International Shipchandling & Trading Co. is celebrating its
30th year of business in ship supply, a marvellous feat and one
which underlines its stronghold in the marketplace.

The company stated that it is “proud of serving with an extensive
respect and reputation for best quality of service, good prices and
deliveries on time,” and that it will “keep working with valuable
customers for achieving the best service at all Turkish Ports, Dardanelles
and Bosphorus passages since the first day of establishment.”

It added: “It is a great pleasure to announce that we will
continue to give usual ATLAS quality in accordance with interna-
tional standards as one of the first shipchandling companies
certified in Turkey.

“By considering our experience with the period of three decades
and good connections, we strongly believe that ATLAS will grow day
by day with our customers’ trust and co-operation.” ■
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Hutton’s opens new UK office in Great Yarmouth
Hutton’s, the UK’s leading ship supplier, has responded to
increased demand from the Offshore Oil and Gas industry by
opening a new East Coast outlet.

The new office in Great Yarmouth offers Hutton’s full range of
provisions and technical stores and will be responsible for the area
from King’s Lynn to Harwich including the key ports Great Yarmouth
and Lowestoft.

Now open for business,  the Hutton’s office is located on the
docks at Great Yarmouth and is manned by Mark Norton in the role
of Territory Sales Representative. Mark is well known in the Great
Yarmouth area and brings with him a wealth of local knowledge as
well extensive knowledge of the offshore market.

Jon Hickey, Hutton’s Sales Manager, says: “Great Yarmouth has
strong links to the offshore industry and offshore wind farms. In the

past three months business has
increased with offshore support vessels
berthing in Great Yarmouth for re-supply.
We feel opening a local office will enable
us to respond more quickly and
effectively to this demand.”

Privately owned and operated since
May 2007, the port at Great Yarmouth –
known as EastPort UK – is a modern,
multi-purpose facility integrating a new
deep-water outer harbour with the well
established river port.

Strategically located in the Southern
North Sea the port has become a centre
of excellence in the offshore energy
sector and with the introduction of a new
deep-water facility, the port can now
facilitate larger offshore vessels. The port
is the closest deep-water facility to
Northern Europe and provides a gateway
to and from Europe and beyond. ■
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While the dust may now have settled in the wake of the big
economic crash and the recession like one seemingly-
endless long and dreary road to nowhere, markets have

had to adopt a ‘make do’ approach and accept the circumstances
that they have been dumped in headfirst with their heads held high
and their hopes clinging on.

Cutbacks abound, companies have tightened their belts and
padlocked them closed for safekeeping, and with consumer
spending having weakened to a faint drizzle, there’s fairly little to
celebrate. Popping open the champagne cork isn’t too great an
inclination for most survivors, although the temptation to drown the
woe in a toxic alcoholic concoction might prove too strong to resist.

As potent as the alcohol industry might seem, it has, like virtually
every other market sector, seen its profits poured away in the
financial meltdown, and with reduced global tonnage as ships jump
on the lay up or scrap bandwagon, alcohol suppliers are feeling the
pressure with all the gusto of a carbonated ‘alcopop’.

“Of course we have seen some effect from the financial crisis,
because not as many ships have visited the ports as in the previous
year,” revealed Laurens Krijgsman, Area Manager of Travel Retail &
Duty Free at Grolsch, the international premium lager brand brewed
under parent company SAB Miller.

The economic situation has certainly given some bottle to the
alcohol industry, and as manufacturers, suppliers and shipping lines
all look to cut down on costs, there is a notion of monetary
abstinence in the air. With additional complications surrounding late
or even failed payments for ship supplies, previous financial flexibility
is hardening up into stern resilience as chandlers feel the pinch.

A shift in consumer spending has been a direct result from the
shattered state of the economy, as the cutback chain-effect makes
its way down to suppliers and manufacturers. Ron Schroeder,
National Sales manager of Transportation and Duty Free for
MillerCoors, American beer giant, highlighted how in the recession,
“beer has favoured better than other forms of alcohol on cruise lines.”

He continued: “Cruise lines have in many cases needed to
discount to fill ships with passengers, which has brought, in some
cases, a new type of passenger that is more cost conscious. Beer
is a less expensive option onboard a ship and so there has been
gravitation towards beer consumption.”

Cost is certainly a factor moulding the shape of the industry in
line with the recession, and while temporary discounts have been
applied to encourage consumer spending and boost the alcohol
industry, raw material, production and manufacturing costs always
lie fundamental to the final sales price, no matter what the general
economy is doing.

“Cost of hops, malt, glass and aluminium continue to rise which
will lead eventually to increased cost,” Mr Schroeder warned. “This
cost is generally within normal inflation levels, and while no one likes
a price increase, they are a reality for all commodities including beer,
as the cost of everything, from insurance to the component parts of
any product, rise.”

If costs of alcoholic goods are forced to increase, then this
could potentially have a fatal impact on the industry, acting as a
deterrent for already-weakened customer spending. Such
discouraging price increases during a period of significant downturn
could see sales for leading brands of alcohol plummet, in turn
impacting suppliers.

Global variations in the supply and demand chain are inevitable
for supplies of alcohol to the shipping industry. “Ships that are
primarily at US ports have premium lights as the dominant brands
of focus, but outside US ports full-calorie premium brands are the
dominant brands. While imports are still an important part of the
mix, there is an economic trade down taking place during the
recession,” Mr Schroeder added.

The international nature of shipping has also had its own
implications on the supply of beers, wines and spirits, as currency
exchange rates inflict on the cost-chain logistics of products.
Laurens Krijgsman from Grolsch admitted that “the exchange rate
for business in the UK and the US is a threat to the alcohol industry,
and this is especially evident in that SABMiller Europe Imports does
most of its business in Euros.”

Mr Krijgsman also underlined another issue facing the distri-
bution of alcohol onboard vessels, indicating that sales have been
impacted as a result of “changing nationalities onboard that are not
as familiar with our brands as western European crews.” Global
differentiations are a disadvantage to some companies as they
struggle for survival during the slump.

As the shipping industry not only staggers under a heavy
depression, it is being ravaged by stricter legislation, something
which has affected alcohol manufacturers and suppliers to some
degree as tough conditions get even tougher in the name of safe
operation and manning.

“There is still an ongoing trend towards ‘dry ships’ restricting
onboard consumption, and the rules and regulations onboard ships
where the crew are not allowed to drink anymore has a clear impact
on sales and distribution,” Mr Krijgsman revealed. Dwindling
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“We have seen that due to technological
advancements the number of crew needed
onboard has been reduced. There is also a larger
diversity in the nationalities of the crew, each
having their own consumer needs”
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“There is still an ongoing trend towards ‘dry ships’
restricting onboard consumption, and the rules
and regulations onboard ships where the crew are
not allowed to drink anymore has a clear impact
on sales and distribution”





supplies of alcohol to ships is not strictly limited
to cost, and proves a disconcerting time for
companies.

In spite of the economic dynamics and the
ensuing cost factor poking holes in profit
margins, there is still plenty of potential to be
tapped into across the alcohol industry. SAB
Miller is intent on optimising the distribution of its
brand portfolio by working with suppliers to the
cruise, ferry and general shipchandling industries,
revealing that it “still sees some great potential
business in the total shipping industry,” according
to Mr Krijgsman.

It’s not only the manufacturers who have
been at the preliminary disadvantages of the
global economy, as suppliers of alcoholic
products to the marine industry have only been
made too aware. If manufacturers themselves
have noticed a decline in sales, it is only natural
that this impact will drip down the supply chain to
the ship chandlers, as reduced demand hits the
‘middle man’.

Bosman Global Supply, Rotterdam-based
supplier of branded alcoholic goods alongside
general consumables, has recognised a distinct
drop in the supply of produce as a direct
outcome of the shipping slump. Cor van Esch,
Managing Director, said: “Ship movements have
been reduced and more ships are waiting for
cargo, with a number of shipping lines having
reduced their total number of operational vessels,

and all these measures have led to a reduction in
onboard consumption.

“Another measure which may be taken by
ship owners (or has indeed been taken in some
circumstances), is to minimise the number of port
calls. In order to reduce their costs they select
one or two main ports which they use as their
primary hub and for when cargo is forwarded to
other ports. This, of course, has consequences
for the ship supply industry in those ports which
have been taken out of the schedules,” Mr van
Esch added.

As to market recovery, Mr van Esch added that
the deciding factor will be whether there remains
overcapacity in the shipping market. “If such a
situation continues, ship owners will be forced to
lay up more ships until the balance is back between
capacity and demand. Obviously such a scenario
results in a considerably lower consumption of
alcoholic products, and for suppliers, only the
financially strong and healthy companies will be able
to survive,” he said.

In terms of the supplier side to the alcohol
industry, companies are really at the mercy of
global market conditions, caught half way
between the alcohol brand manufacturers and
the consumers. Yet if the pressure remains,
suppliers of beers, wines and spirits may suffer if
crew reductions take place and the slump
persists, and it is the smaller companies who are
most vulnerable.

“Beer is a less expensive
option onboard a ship
and so there has been
gravitation towards beer
consumption”
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Mr van Esch added: “The main threat is the final
financial consequence of shrinking business. If the

final consumer, the last party in the supply chain,
delays his payments, then as a consequence the
whole supply chain will be affected. In order to
reduce the effects, parties want to minimise their
stocks which leads to decreased demand.

“While this effect is temporary, it is obvious that
companies are going to order in smaller quantities

of alcohol products to prevent too much money
being stuck in stocks. Companies will, however,

be much more interested in suppliers who can
fulfil their requirement with a supply of smaller

quantities but with a high frequency of
delivery,” he added.

Acknowledging that the “ever
increasing attention to the safety of
shipping leads to restrictive measures
with regard to the onboard
consumption of alcohol,” Mr van

Esch indicated that the market
conditions for alcohol are in fact

transient and that the industry
is positioned for greater

hurdles as manufacturers
push for more responsible

consumption.
Campaigns aimed

towards the general
public and

i n d u s t r i a l

sectors to cut down on alcohol consumption are rife, with a
potentially injurious effect on ship suppliers if demand is cut even
further. Clearly as the shipping industry starts to nurture the green
shoots of recovery, a correlation in consumer spending on alcoholic
products is not carved in stone, as the universal drive to enforce
onboard policies steps up.

As a result of both the economy and a growing concern over
drinking trends, Dennis van de Sanden, Sales Representative of
Duty Free & Travel Retail at Heineken informed The Ship Supplier
that “market conditions in the maritime industry have been changing
over the past few years leading to a general decline in beer and
alcohol within this channel.”

He continued: “We have seen that due to technological
advancements the number of crew needed onboard has been
reduced. There is also a larger diversity in the nationalities of the
crew, each having their own consumer needs, and we have seen a
growth in nationalities who traditionally have a lower per capita
consumption of alcohol than in the past.”

Of the cumulative effects on the sale and supply of alcohol to the
shipping sector, Mr van de Sanden added that “in today’s world,
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responsible consumption of alcohol is an important topic, and shipping
lines have implemented alcohol polices in order to avoid abuse of
alcohol onboard,” part of the global bid to encourage safer drinking.

Heineken has adopted a realistic perception of shipping’s role
in the alcohol industry, as Mr van de Sanden outlined. “As a result
of the changing market conditions we expect that the supply of beer
will remain under pressure within the maritime sector, and in
particular, the alcohol policies and restrictions will continue to have
a growing impact on the supply of beer.”

While the market for beers, wines and spirits wagers not only on
a restoration of the economy but also on the parameters of
legislation, its distribution across the shipping industry will render
ship suppliers reliant on continued consumer demand for their

operational livelihood. Although the conditions have brought about
a drop in trade, alcohol is still very much a ubiquitous component
of contemporary living.

Mr van de Sanden underlined how the industry is aware of the
challenges and is confident of its continuity. “We are still seeing the
largest demand in Europe, but we work with a global distribution
network that supplies our products to the shipchandlers, and
through this network we can make our product available almost
everywhere,” he said. “With the changing make up of crews,
however, we see a need for a wider portfolio of beer, ale and cider
brands to meet their needs.”

Having said that, he added that the brand continues to regard
shipping as a “strategic segment within the duty free sector,” and
that it will “continue to provide a full portfolio of beer, ale and cider
brands to meet the changing needs of the maritime industry.”

The alcohol industry has certainly had a certain degree of fizz
taken out of it, having been shaken up by the economic recession
as profits spill and bottom lines sink. As the shipping industry
implements tighter regulations for onboard consumption and
consumer spending falls limp, manufacturers and suppliers have
been on the lighter side of cash flow.

Yet given its omnipresent status across the globe, the beers,
wines and spirits market will always be well-placed for longevity, even
as shipping steps up the mark with restrictive measures. As long as
suppliers remain vigilant to customer payment commitments and
embrace the opportunities exposed by approaching industry growth
and changing regulations, the sound of popping champagne corks
might just be heard sometime fairly soon. ■
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“Cost of hops, malt, glass and aluminium continue
to rise which will lead eventually to increased
cost, this cost is generally within normal inflation
levels, and while no one likes a price increase,
they are a reality for all commodities including
beer, as the cost of everything, from insurance to
the component parts of any product, rise”
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MEPC adopts MARPOL ship-to-ship oil transfer
amendments

Amendments to the MARPOL Convention to prevent pollution
during ship-to-ship oil transfer operations were adopted by the
Marine Environment Protection Committee (MEPC) of the Interna-
tional Maritime Organisation (IMO) when it met for its 59th session
from 13 to 17 July 2009, at the IMO Headquarters in London.

In a packed agenda, the MEPC also agreed to circulate
voluntary and interim measures to address greenhouse gas
emissions from shipping (see Briefing 27/2009).

The Committee adopted amendments to MARPOL relating to
the onboard management of oil residue (sludge); approved, with a
view to future adoption, proposed draft amendments to MARPOL
to prohibit carriage or use of heavy grade oil in the Antarctic area;
agreed, in principle, a proposal to designate specific portions of the
coastal waters of the US and Canada as an emission control area;
and agreed guidelines relating to the implementation of MARPOL
Annex VI, the ship recycling Convention and the Ballast Water
Management Convention.

MARPOL amendments – transfer of oil cargo between oil
tankers at sea
The MEPC adopted amendments to MARPOL Annex I for the
prevention of marine pollution during some ship-to-ship (STS) oil
transfer operations. The amendments are expected to enter into
force on  January 1st, 2011.

The new chapter 8 on Prevention of pollution during transfer of
oil cargo between oil tankers at sea will apply to oil tankers of 150
gross tonnage and above and will require any oil tanker involved in
oil cargo STS operations to have, on board, a plan prescribing how
to conduct STS operations (the STS Plan), which would be
approved by its Administration.

Notification to the relevant coastal State will be required not less
than 48 hours in advance of the scheduled STS operations
although some relaxation to this rule is allowed in certain, very
specific, cases. The regulations are not intended to apply to
bunkering operations.

Consequential amendments to the International Oil Pollution
Prevention (IOPP) Certificate, the Supplement to the IOPP
Certificate and the Oil Record Book were also adopted.

Oil residue (sludge) MARPOL amendments
Amendments to MARPOL Annex I regulations 1, 12, 13, 17 and
38, relating to the onboard management of oil residue (sludge), were
also adopted. The amendments clarify long standing requirements
and remove existing ambiguities in order to facilitate compliance by
ships’ crews. Definitions for oil residue (sludge), oil residue (sludge)
tanks, oily bilge water and oily bilge water holding tanks are
introduced for the first time.

Related amendments to the Supplement to the IOPP Certificate,
Form A and Form B, and to the Oil Record Book were also adopted.
The amendments are expected to enter into force on 1 January 2011.

Special measures to protect the Antarctic to be
considered for approval
The MEPC approved, with a view to adoption at its next session
(MEPC 60 in March 2010), proposed draft amendments to
MARPOL Annex I on Special requirements for the use or carriage 

of oils in the
Antarctic area.

The proposed
draft amendments
would add a new chapter
9 with a new regulation 43,
which would prohibit the carriage
in bulk as cargo, or carriage and use as
fuel, of: crude oils having a density at 15°C higher
than 900 kg/m3; oils, other than crude oils, having a density at 15°C
higher than 900 kg/m3 or a kinematic viscosity at 50°C higher than
180 mm2/s; or bitumen, tar and their emulsions. An exception is
envisaged for vessels engaged in securing the safety of ships or in
a search and rescue operation.

ECA proposal approved
The MEPC approved a proposal to designate specific portions of
the coastal waters of the US and Canada as an Emission Control
Area (ECA).  The ECA would be for the control of emissions of
nitrogen oxides (NOx), sulphur oxides (SOx), and particulate matter,
under the revised MARPOL Annex VI Prevention of Air Pollution from
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Ships, which was adopted in October 2008 and is expected to come
into force on 1 July 2010.

The draft amendments to the revised MARPOL Annex VI
concerning the proposed ECA will be submitted to MEPC 60

(March 2010) for adoption (i.e. after the deemed acceptance
date of the revised MARPOL Annex VI on 1 January 2010).

Currently, the revised Annex lists two areas for the
control of SOx emissions: the Baltic Sea area and the

North Sea, which includes the English Channel.

MARPOL Annex VI Guidelines adopted
MEPC 59 adopted Guidelines for the

development of a volatile organic compound
(VOC) management plan; revised Guidelines
for monitoring the worldwide average of
sulphur; and revised Guidelines for the
sampling of fuel oil for determination of
compliance with MARPOL Annex VI.

Based on input received by the Joint
Group of Experts on the Scientific
Aspects of Marine Environment
Protection (GESAMP), the Committee
also approved  Interim criteria for
discharge of washwater from exhaust
gas cleaning systems (exhaust
scrubbers), intended to update the
existing criteria contained in the
Guidelines for Exhaust Gas Cleaning
Systems (contained in resolution
MEPC.170(57)).

The Committee also approved
circulars on Guidelines for the
application of the NOx Technical Code
relative to certification and amendments
of tier I engines and Definitions for the
cost effectiveness formula in regulation

13.7.5 of the revised MARPOL Annex VI.
This comprehensive package of

guidelines on MARPOL Annex VI is
intended to assist Administrations in

preparing for its entry into force and in
subsequently implementing and enforcing its

provisions.

Guidelines to implement ship recycling
convention adopted

Following the adoption of the Hong Kong International
Convention for the Safe and Environmentally Sound

Recycling of Ships, at a conference held in Hong Kong,
China, in May 2009, the Committee adopted Guidelines for

the development of the inventory of hazardous materials.
Progress was also made in developing draft Guidelines for safe

and environmentally sound ship recycling. These are the first two
guidelines intended to assist with the implementation of the
Convention and are crucial for the voluntary implementation of the
Convention prior to its entry into force.

Implementation of the BWM Convention
The MEPC approved Guidance to ensure safe handling and storage
of chemicals used to treat ballast water and the development of
safety procedures for risks to the ship and crew resulting from the
treatment process. This Guidance is intended to assist with the
implementation of the International Convention for the Control and
Management of Ships’ Ballast Water and Sediments (BWM
Convention), adopted in 2004.

The MEPC also agreed to give “final approval” to four ballast
water management systems that make use of active substances
and “basic approval” to three such systems.

The Ballast Water Review Group met during MEPC 59 to
consider the status of ballast water technologies. Following its
discussions, the Committee noted that the number of ballast water
treatment technologies amounted to six Type Approved systems with
four additional systems being granted Final Approval at this session.
The Committee noted further that the installation of ballast water
management systems may require extensive design consideration
such as physical and technical feasibility, modification of ships
designs and sufficient lead time necessary for these modifications.

While acknowledging the difficulties, the Committee agreed that
ballast water treatment technologies were available and were
currently being fitted on board ships and confirmed that sufficient
ballast water management systems would be available to ships
constructed in 2010. The Committee agreed to instruct the
Secretariat to prepare a draft MEPC resolution, requesting Adminis-
trations to encourage the installation of ballast water management
systems during new ship construction in accordance with the
application dates contained in the BWM Convention, to be
presented to MEPC 60 for consideration and adoption.

To date, 18 States have ratified the Convention, representing
15.27 per cent of the world’s merchant shipping. The Convention
will enter into force twelve months after the date on which not fewer
than 30 States, the combined merchant fleets of which constitute
not less than 35 percent of the gross tonnage of the world’s
merchant shipping, have become Parties to it. The Committee urged
other States to ratify the Convention at the earliest opportunity.

Adverse impact of ship noise on marine life 
The report of a correspondence group on Noise from commercial
shipping and its adverse impact on marine life was considered, and
the MEPC agreed to re-establish the correspondence group to
continue its work on the future development of voluntary technical
guidelines for ship quieting technologies.

Harmful anti-fouling systems for ships –
best practices agreed
The MEPC agreed to disseminate, via a circular, Guidance on best
management practices for removal of anti fouling coatings from
ships, including TBT hull paints, which was developed by the
Scientific Groups under the Convention on the Prevention of Marine
Pollution by Dumping of Wastes and Other Matter, 1972 (London
Convention) and its 1996 Protocol (London Protocol).

The International Convention on the Control of Harmful Anti-
Fouling Systems on Ships, 2001, entered into force in September
2008 and requires ships to either replace, or over-coat, any existing
organotin-based anti fouling systems.

Joint MSC/MEPC Working Group on the Human Element
The Joint MSC/MEPC Working Group on the Human Element met
during MEPC 59 to consider human element issues.

The MEPC agreed proposed draft amendments to the Revised
Guidelines on implementation of the International Safety
Management (ISM) Code, for submission to the IMO Assembly’s
26th session in November-December 2009, for adoption.

OPRC-HNS implementation – model courses approved The
MEPC considered the report of the ninth meeting of the OPRC HNS
Technical Group, which was held in the week prior to the
Committee’s session.

The Committee approved two introductory IMO model courses
on preparedness for and response to HNS pollution incidents in the
marine environment, one aimed at the operational level and the
second aimed at management level; the revised OPRC Train-the-
Trainer course; and a Guidance document on the identification and
observation of spilled oil.

The MEPC noted the ongoing work in developing a Manual on
chemical pollution to address legal and administrative aspects of
HNS incidents; a Manual on oil pollution, Section I – Prevention; a
Manual on incident command system during oil spill response; and
Guidelines for oil spill response in fast currents. ■



Sean Moloney
We have seen the recent upward movements in the dry cargo
markets. Is this level of volatility something the industry has to accept?

Denis Petropoulos
It is an interesting observation because volatility is something we
have become accustomed to over the last five years because we
were cruising along at stable numbers of $25,000 to $30,000 per
day and we suddenly realised that a well informed ship owner can
earn ten times that amount and they went and did it. It was very
exciting and a lot of other people went out and built lots of ships
because the market was at $300,000 per day today and they were
getting delivery of those ships in two years time. Of course, they
wasted money. What I am saying is that the volatility appears to us

as a service to the maritime industry of today’s activity, but
tomorrow’s activity is what we have to focus on and the old
expression that what goes up must come down has some analogy
here. The rates will come down even if the world was in demand for
all the raw materials and not facing this economic crash. The rate
of shipbuilding has without question, outstripped demand. And so
when that happens, rates will move up and down. The recovery we
have seen in the dry cargo markets has come from a natural action
cargo has to be moved, there are a lot of capers coming onto the
market in the next year or two, but right now, today’s volume of
ships are there servicing demand. In the oil sector, until we start
getting some confidence back and the industrial world starts
cranking up production, we don’t have the demand for the
shipping. But as that builds up the tankers will be in demand. But

As part of the continuing pledge to provide cutting edge comment, The Ship Supplier recently assembled a whole host of shipping
industry leaders and practitioners to debate key issues affecting their industry. High on the agenda was the role of China in driving
forward recovery and also how closely should the various shipping associations work to help the industry emerge from this financial
crisis, as well as looking at the subsidiary impacts on ship suppliers and service companies.

Chaired by Sean Moloney, Editorial Director of SMI and publisher of The Ship Supplier, the round table participants were Peter Swift,
Managing Director of INTERTANKO, Andreas Droussiotis, CEO of Bernhard Schulte Shipmanagement, Giovanni Mendola, Principal
Administrator European Commission DGTREN, Roberto Giorgi, President V.Ships and President of InterManager and Denis
Petropoulos, Joint Managing Director of Braemar Seascope Ltd and Executive Director of Braemar Shipping Services plc. Plus input
from delegates from the floor.
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guess what, that will happen immediately and then another 20% of
the fleet comes on and rates go down again. So volatility is there.
And I think that the duty of any part of the maritime service is to
manage that and understand what we do with volatility. Ship owners
are duty bound to do the same and ship managers have to make
similar judgements. The high price for a seafarer is one price you
have to pay or he will move somewhere else. But today looking at
the ownership market, that seafarer may be saying that he wished
he worked with a secure owner with a long strategy plan. It is
something we have to manage.

Sean Moloney
Taking this line about the seafarer, a year ago we were all claiming
that he was our biggest asset. Now we are scrapping ships and
cancelling orders, how concerned are we about him now?

Andreas Droussiotis
The problem of the money we pay continues on account of the
larger worldwide fleet and the new ships coming out of the world’s
yards outnumbering those being scrapped and laid up. These ships
need to be manned. These people are not there. The training is the
issue but we have understood and realised the problem far too late.
The owners were really trying to cut down on their expenditure so
in these cases they turned to the East for cheaper labour without
realising that they were closing the doors on the traditional crew
supply countries. The problem will get worse with the additional
supply of ships, and on the quality side too because where do you
find the master and chief engineers but through quicker promotions.
And that puts us at a lot of extra risk regarding incidents and
accidents. I pray that we do not come to the point where we see
another Exxon Valdez because in my point of view it has not really
been ticked off the list. We are spending a lot of money on training,
as a group ourselves and I am sure other respectable managers
are doing the same because this is the core of our business. As a
shore-based business you cannot do anything unless you have
people operating the ships.

Sean Moloney
Can I ask Giovanni, the European Commission has been keen to
grow a quality European shipping industry but is it doing enough to
reward those companies, owners and managers who are investing
in seafarers and quality. Is the tonnage tax enough?

Giovanni Mendola
The interest for training and seafarers which was an element of
awareness we were probably lacking some years ago, was one of
the main reasons that convinced us we should generally broaden
the scope of the tonnage tax to ship managers. Nevertheless there
are other issues and initiatives aimed at encouraging the seafaring
profession and I have colleagues working on this at the moment.

Andreas Droussiotis
When it comes to the EC, I could really make a recommendation
that if we want to promote the recruitment and employment of more
EU seafarers, then for the EC should invest money in their training
or subsidise training at least for the European seafarers. That will
expand the recruitment of European seafarers.

Giovanni Mendola
This is something we could look at.
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Peter Swift
Managing Director of INTERTANKO

“It is easier to be a good owner and a good manager in good
markets but a really good owner and managers remains such
when the markets are bad. We heard this morning that we
cannot let vessel quality and safety slip in troubled times and this
has to be first and foremost in our thinking.

Because if we want to talk about respect of the industry, our
credibility and our influence in years to come this is going to be
the real trial for us and the real test that we can be responsible
owners irrespective of the tough market conditions.

The need to continue to train is important and we must let
our commitment to the recruitment and training of our seafarers
continue. Although we don¹t need any new ships ordered, as we
move into a buyers market, there will be opportunities to ensure
we do have those cadet berths and have higher accommodation
standards. Most of us in many sectors would endorse the view
that we have personal communications as a standard on all ships.

It is impossible to conceive a world where we go around
saying to people ‘there is a great career out there but by the way
you are totally dis-communicated from the world for three
months of the year’. As industry leaders and players, we must
recognise that we can’t go fast enough in this area.”

“The owners were really trying to cut down on
their expenditure so in these cases they turned to
the East for cheaper labour without realising that
they were closing the doors on the traditional
crew supply countries”
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Sean Moloney
So will you be taking that suggestion back to Brussels to look at?

Giovanni Mendola
Yes.

Sean Moloney
Any comments from the floor

Giampiero Soncini, CEO of SpecTec (from the floor)
I have visited China six times over the past six months, most
recently for the 100th anniversary of the Dalian Maritime University.
About 100 of us were there, 50 of us were Europeans, and we were
taken by bus to a stadium where 22,000 cadets in uniform
welcomed us like we were royalty. There were 40,000 in the stadium
and it showed how China takes shipping very seriously.

In the last six months I have seen Chinese owners go from
being normal owners to becoming enormously aware that China
will dominate the world and shipping. I get the impression that in 30
years time we will have no yards in Europe, no shipping in Europe
it will all be Chinese.

Denis Petropoulos
We do have to take a few things into consideration. There is a nasty
three letter word called tax and that exists pretty heavily in Europe
and unfortunately that word has driven people away. In China and
Brazil, you are looking at huge state support.  I was reading in the
paper that there has been an unprecedented number of youngsters
applying for the armed forces because their job prospects are
looking a little thin. There is no reason why those youngsters
shouldn’t apply to the merchant navy.  If a big training missive was
set out and the EU took some initiative in harnessing the youngsters
who really do want to have a profession and put them in an area
where we may end up with 20,000 cadets filling one of our stadia,
that would be a fantastic success. That should be a drive.

Roberto Giorgi
Nine months ago, the majority of Chinese cadets, up to 65%, were

returning to shore-based jobs so the attrition of a Chinese cadet
was very high because of the booming Chinese economy. Because
the Chinese don’t like to go to sea, they like to be close as a family,
the market has changed dramatically so you will probably see
people thinking about returning to sea. My feeling is that China is a
good source of crew but I am not really sure it will be the panacea
of our problems.

Peter Swift
If I may pick up a few of the observations made. One of my
colleagues was at Dalian and last October we had in Shanghai a
similar centenary. It was a fantastic campus with many thousands of
students. Not all these students will be seagoing personnel, they
have parallel programmes for the other marine professions and that
in itself is a big plus because you get this cross fertilisation. So the
whole approach to training is very positive in China and in other
Asian countries. Part of that training also incorporates the recognition
that there are careers that are lifetime in the shipping industry. When
we talk about training programmes not only should we talk about
seagoing careers but we should equally bring into the programmes,
lifetime skills that will have application when they come back to shore
because Europe will actually need five to ten times more people
ashore in the maritime professions than it will do at sea.

On the subject of protectionism, I suppose I am going to declare
my capitalist mindset but protectionism is not good for international
trade and the world will recover more quickly if we can speak
against protectionism. And a word on subsidies, I think it is folly to
use subsidies to chase failing industries and it is just good money
being thrown after bad. As soon as we talk about subsidising
industries, we should be very analytical before we confirm any of
these. Training programmes are not necessarily a subsidy. It is
possible at the national and European level to talk about training
systems, national programmes, European funding, not only for
seafarers but the maritime profession at large.
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“What I am saying is that the volatility appears to
us as a service to the maritime industry of today’s
activity, but tomorrow’s activity is what we have to
focus on and the old expression that what goes up
must come down has some analogy here”

“First of all it would be unreasonable to compare
what a country like China can do and what the
European Union can do because the EU is not a
‘state.’ We don’t have the regulatory means or the
money to think of funding or initiatives in the field
of training”
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Sean Moloney
Giovanni, let me ask you. What can the European Commission do
in this case?

Giovanni Mendola
First of all it would be unreasonable to compare what a country like
China can do and what the European Union can do because the EU
is not a ‘state.’ We don’t have the regulatory means or the money
to think of funding or initiatives in the field of training. This is entirely
for the Member States to do. What we can do is to provide a
framework under the state aid guideline where there is a chapter
on the training of seafarers. And then it is up to the Member States
to introduce initiatives in this field to fund them. In the last 10 years
a huge amount of money has been spent in this field such as
through the tonnage tax and the tax exemption for seafarers but I
have seen very few schemes concerning subsidies for training. Also
in the case of subsidies for training there can be a risk of distortion.
But this is reasonable and addressed in the communication. At
European level, after the intervention of the panellists, I was
wondering if some European funds can be used for the purpose of
supporting initiatives of training. It is not my field but prima facie I
believe some instruments could be used and this is a message I
will pass to my colleagues. But again we will be dealing with
amounts of money that are not enough to solve all the problems if
they can be resolved by means of funding.

Ole Stene, Managing Director of Aboitiz Jebsen (from the floor)
Image of the industry is the major concern. How are we going to
recruit and get the youngsters to be interested in this industry?
What can we do to get this image of the industry more into the
public and into the schools?

Andreas Droussiotis
This is one of the issues that has bothered the industry for a long
time. We need to start from scratch and educating the youngsters
so that at the end shipping, whether sea or shore-based, is one of
their options for a career. As many know, this was a topic that was
discussed at the ICS/ISF and what we did was tackle it from an
international as well as local level through the individual ship owner
associations. One of the first things we did was to produce a DVD
which showed the good aspects of shipping rather than the
association the industry normally has with catastrophes and
pollution. This needs to change. We have a long way to go. In
Cyprus, we have translated this DVD into Greek and we have
distributed it to the various schools to start building up the feeling
that shipping is good and important. We need to be pragmatic
because there have been a lot of socio economic changes in Europe
which tend to withdraw people from considering a career at sea.

Sean Moloney
I want to move onto my next question which is about the inter-
relationship of the various associations within the shipping
industry. Has the time arrived for the associations to work more
closely together?

Roberto Giorgi
It doesn’t matter if you are working in your company or a member
of a trade association, a lot of ground is common interest. If you
have well defined aims and goals and you work together to achieve
them, you can make a difference. The aims of InterManager was to
be able to become the spokesman for the industry for any matter
related to the human issue where we represent a big force in the
industry and I believe the various associations understand out goals
and if we can add value to what the other associations are doing we
can grow together.

Sean Moloney
Peter, do you think there are too many associations?

Peter Swift
Maybe. But I don’t think that is the issue because we won’t solve it
by saying we should consolidate. What we need to do is to be
effective. The Round Table of associations   ICS/ISF, BIMCO,

Conditions will go from bad to worse, but rebound is imminent

Market conditions could get even worse for ship owners, with
survival rates dependant on company strength and capital,
according to Guy Morel, General Secretary of InterManager.

Addressing delegates at the 4th International Ship
Management Summit in Oslo, he said: “Owners are only at the
beginning of a long down period, and it will go from bad to worse
in terms of rates and market conditions. Only the strongest and
best capitalised owners will survive,” he warned.

While owners will stand the test of the harshest economic
climate known to the shipping industry, ship managers will only
suffer to a certain extent, Mr Morel revealed: “There will be less
of an effect on ship managers in terms of survival rates, but there
will be consolidation and many will have to make structural shifts
and focus on specialised areas.

“Shipmanagement is a service industry – it’s not linked to
asset values and it’s not cyclical. There are reasons for concern,
though, as owners put pressure on reducing costs which creates
a risk of management quality deterioration.” 

Mr Morel warned that while the trend for lower cost
management will present itself across the industry to
accommodate for the downturn, it is far more complicated to run
“bad ships cheaply” than “quality ships more expensively.” While
owners and managers face an exceptionally difficult time ahead
with a potentially worsening economic climate, realistic
approaches must be made.

“Don’t believe you can enjoy incredibly high market rates for
ship owners for five years and then when severe downturn hits,
everything will return to normal again in one year,” Mr Morel said.
“There is cash available and there will be some who want to
increase their coverage through whatever means, although in low
periods it is simpler to grow through acquisition,” he added.

“It doesn’t matter if you are working in your
company or a member of a trade association, a lot
of ground is common interest. If you have well
defined aims and goals and you work together to
achieve them, you can make a difference”



INTERTANKO and Intercargo   have a basic philosophy to work with
three basic tenets: to try to maximise cooperation; work together to
minimise our differences and try to ensure we don’t surprise each
other by doing things in isolation.

What I think we do see more and more of is we are working in
even bigger groups. The human element concerns, the manning
concerns, bring together more and more of the international associ-
ations. On the subject of piracy we have seen many come together
and in the area of criminalisation we have the unique situation of
whole groups of associations coming together over the Hebei
Spririt. And probably what we have is that those that are paying our
bills, ie the owners and the other entities, expect us to be as
effective and efficient as possible. That expectation in terms of us
setting priorities and using other people’s money in the most
effective way is a natural driver in difficult market times. But I don’t
think there is a desire from our individual members to say they seek
consolidation but more effective cooperation. Difficult markets is a
driver in that direction.

Jens Olsen,President of the International Shipsuppliers & Services
Association (from the floor)
The ISSA Executive Committee realised some time ago that very
close cooperation with the other organisations is the only way
forward. We need to know each others’ problems and learn how we
do things and for them to know what we do. This was one of the
main reasons we developed our quality programme to signal that
we are interested in doing our job better. We welcome close
cooperation and we are working towards that.

Guy Morel, General Secretary InterManager (from the floor)
What is great about this industry is that in the real important times

it pulls together, especially through the associations. The Hebei
Spirit is an important case where the ITF, which we haven’t
mentioned,  has also joined and pulling in one direction to win a
battle we all believed was a serious and just battle. The second
aspect is the efforts all the associations are doing to improve our
industry. I am thinking of the KPI initiative where we are looking at
key performance indicators that could be acceptable to all in the
industry. Now we are trying to get all the other associations together
to judge whether the KPIs we have come up with are good for all
the industry. We think we can achieve this because of the excellent
cooperation we have with all the other associations.

Sean Moloney
Thank you very much for your comments. ■
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It is easy to get caught up in the sour, pallid state of the shipping
economy, but for Eazychem, manufacturer and supplier of chemical
products to the marine market, it is all about retaining a positive
perspective.

Eazychem was established in 2002, with the primary objective
of serving British ship owners and the near continent of Europe.
Having entered into manufacturing, the company started supplying
more and more ports and now currently boasts a client portfolio
consisting of Europe, US and the Far East.

Poor market conditions have certainly left a dent in many ship
suppliers’ profit margins, and with competition for business at a
premium, the precarious climate has instigated some degree of
caution for companies in the realm of payment terms.

Marc Sfakianakis, Director, told The Ship Supplier that the
market has become definitively tougher this year. “We have to work
harder for every order – mainly people are delaying and waiting to
see if they need products before they commit to buy to ensure
whether it is absolutely required or not.

“Some chemicals are required, but others, such as cleaning
products for a dirty engine, are not. While chemicals are important,
they’re items which can be simply delayed or cut down in quantity,
so for instance, instead of ordering 1,000 litres an owner might
come down to 500 litres,” he said.

In the face of such unpredictability, however, Eazychem is not
necessarily concerned about statistical fluctuations, instead
preferring to remain vigilant to the business environment and
recognising it as a merely temporary fixture.

“We’ve noticed some delays and amendments to a ship’s actual
requisition,” Mr Sfakianakis said. “We had a few months earlier this
year where things pretty much ground to a halt, but the issue with
any supply is what you don’t buy today you’ve got to buy tomorrow.

“The main concern that we’re noticing at the moment is the
credit risk if any of our clients go out of business and we obviously
lose money. In terms of sales and profitability everything is fairly
constant but the main issue we see is the credit risk, so we’re
paying closer attention to orders and invoices,” he added.

The wind has certainly been blowing up the tails of some
suppliers with respect to customer contracts and payment
capacity, but with a heightened scrutiny of credit links
alongside general market responsiveness, mistrust
shouldn’t be a prevailing issue between supplier and
owner.

Indicating the tendency
for the company to
literally ‘weather the

storm’ until more stable conditions return, Mr Sfakianakis revealed
that it’s “a case of monitoring rather than a change of strategy.”

He continued: “Nothing has changed with respect to our long
term plans – the only thing we’re more aware of now is the credit
risk out there. We are developing some products which will be new
to the market, but we were doing this anyway and have been
working on it for about a year. We’re looking at the long term – we
don’t want to make any short term changes because unless it’s a
long term issue we’d rather not make any deviations.”

Emphasising the fact that it’s a “long-play game, not a short-
play game,” Eazychem is unperturbed by the downturn and is
looking to longevity in the ship supply market rather than being
influenced by fleeting changes.

Mr Sfakianakis underlined how while the company has lowered
as much of the fixed costs as possible and outsourced the areas
which are not critical, it is approaching the future with a strategy of
sustainability.

“We are looking for organic growth rather than big leaps,” he
said. “Obviously we want to grow, but we are looking for
manageable and sustainable growth rather than huge expansion
where there is 100% growth of employees and then suddenly a
bump in orders one year means having to lay off a lot of people.
Constant changes in the company structure I don’t think really does
any favours for the business practice,” he added. ■

Easing into organic growth 





Ship owners’ finances are undoubtedly stretched and for
many they have reached breaking point, with banks
foreclosing on loans, ships being repossessed and inevitable

bankruptcies.  Many have performed better, but still face difficult
times.  The current market means more than ever that for suppliers
affordable factoring arrangements and/or credit insurance are hard
to find.

During this testing market, it is important to pay attention to
collecting the cash.  This means effective credit control, which must
start with a rigorous and honest assessment of the customer.  Ask
yourself why you are being asked to supply.  Has the customer run
out of credit with its existing supplier?  Who is the customer, and
what is their relationship with the vessel?  Are they an intermediary,
the owner, charterer or third party manager?  Who has the legal
responsibility for payment?  What would be your options, if payment
is not made – could you arrest the ship supplied?  Could you arrest
other ships, owned by the same owner?

Have they generated recent negative press?  Search the
internet and talk to other suppliers, around the world.  Information
from credit agencies is useful, but the cost can be prohibitive.  Past
performance is not necessarily a guarantee of future performance.

Do not be afraid to decline an offer to quote, where the
prospects for payment appear to be poor.  Remember that turnover
is vanity, profit sanity but cash is king.

If you decide to quote then offer a pricing structure that
incentivises your customer to pay promptly and penalises delay.
State very clearly that you offer the best possible prices, but you
can only do so if payment is made promptly - you are not a banker
or ship owner and payment is not dependent upon profitable
trading of the vessel supplied.

Within your offer state that any discount offered is conditional
upon payment within the stipulated credit period and provide for
contractual interest to apply to all late payments – 2% per month
whilst high would be considered a fair rate by most Courts.

Incorporate terms and conditions (ISSA members should
consider using the ISSA Conditions of Sale) which are designed to
assist in collecting unpaid debts in a cost effective way.  Properly
drafted these should entitle you to recover collection costs.

Take prompt and effective action when debts go beyond their
agreed credit period.  Consider that if you allow delay you are simply
enabling your customer to pay one of your competitors instead. The
older a debt, the greater the risk that it will not be collected at all.

A lawyer or debt collector can be effective when your own
procedures have failed to collect payment.  The debtor will often
recognise that once approached by a third party the time has come
to pay.  If they do not, then you can receive expert advice and
assistance to bring the matter to close.  The cost of such advice
and assistance is often less than continuing to service the debt. ■
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‘Turnover is Vanity,
Profit is Sanity
but Cash is King’

By Bruce Hailey, DRG Solicitors

Take prompt and effective action when debts go
beyond their agreed credit period.  Consider that if
you allow delay you are simply enabling your
customer to pay one of your competitors instead
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5-7 October Middle East Workboats

Abu Dhabi, UAE                                                   www.middleastworkboats.com

15-17 October ISSA Convention

Istanbul, Turkey                                                                 www.shipsupply.org

21-24 October Kormarine 2009

Busan, Korea                                                                      www.kormarine.net

29-30 October                            5th Thai Ports & Shipping 2009

Bangkok, Thailand www.transportevents.com

3-6 November Europort 2009

Rotterdam, Netherlands www.europort.nl

9-11 November TOC Americas

Buenos Aires, Argentina www.tocevents-americas.com

12-14 November SMM India 2009

Mumbai, India www.hamburg-messe.de

24-25 November 5th Trans Middle East 2009

Bahrain                                                                                  www.transportevents.com

Web Links
ISSA www.shipsupply.org

Ship Registers www.jamaicaships.com

Ship Management Services www.bs-shipmanagement.com

Public Relations and Marketing www.elabor8.co.uk





Trust is the name of the game in the ship supply business, but
as the financial robustness of many companies is thrown into
question, key relationships could suffer, impinging on

business transactions and future operational sustainability.
As the double-ended sword of trust extends between ship

owner and ship supplier, the blow of the financial crisis has blunted
relations as late payments, inaccurate quotations and unrealistic
timing have all been the product of unstable finances.

Although the global shipping economy has been defined by
ship lay-ups and ceased business for some companies, the world
fleet is still sizeable and continues to grow; deck, engine and spare
parts being a necessary component to sustained vessel operation. 

While the deck, engine and spare parts sector is prerequisite
for any ship, thereby lending itself to greater market resilience, it is
the trust issue between suppliers and customers that is having a
more sturdy impact. Regionally, some suppliers have found a
greater shield of resilience than others as a result of this.

Mike Moss, Director of Merseyside Ship Stores, revealed that
there “does not seem to be a downturn whatsoever in UK supply.”
He added: “Although many ship owners are laying vessels up, there
still seems a good volume of business being placed through the UK
marine suppliers.

“In the past 12 months, year on year, we have seen a near 30%
increase in turnover, and a good proportion of this is in the deck

and engine sector. I believe this is in part down to our currency
being more competitive, but it also comes down to simple good
service,” he said.

An increase in the supply business could be explained by
continued new tonnage entering the market, as many financed ship
deliveries for fiscally strong owners have still taken place in spite of
the downturn; new vessels, of course, requiring fully equipped deck
and engine stores.

However, while the sector proves its worth in the tightened
climate, it is the consequence of financial volatility that has impacted
on ship supply business, rather than the direct lack of finance itself.
If trust is depleted off the back of monetary difficulties, relationships
could be irreparably damaged, throwing the future staying power of
some suppliers into doubt.

“The market for all areas is good for the companies that can
fulfil owners’ requests properly, whether just for quotation or actual
supply,” Mr Moss told The Ship Supplier. “So many times we hear
that owners get annoyed when quotations are poorly completed,
and rightly so; items are either not quoted for, or quoted then not
supplied when the order is placed.

“This only leads to poor trust between ship owners and the
chandler sector. For companies that can truly offer the ship owner
what they ask for, provide accurate quotes and realistic lead times
with a broad and knowledgeable understanding of the deck and
engine market, then there will always be a successful deck and
engine business,” he added.

Reliability is imperative in the ship supply industry, as the
provision of goods and services coinciding timely with port calls and
the ability to supply payment depend on a trusted affiliation between
the supply company and the customer. If trust and quality are
upheld then deck, engine and spare parts suppliers should thrive off
continued custom, even more so when the market returns to its
previous buoyancy and the shipping industry at large sees a
stronger inclination towards the peaks of success.

Mr Moss added: “Areas of supply growth certainly seem good
in the offshore market and shiprepair yards, and again, a
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Decking out
the supply chain

“So many times we hear that owners get annoyed
when quotations are poorly completed, and rightly
so; items are either not quoted for, or quoted then
not supplied when the order is placed. This only
leads to poor trust between ship owners and the
chandler sector”



competent, well structured and professional marine supply organi-
sation should see good growth over the next few years.

“We are certainly already seeing this, and as a result, we are
heavily investing in an aggressive expansion plan to meet our
customers’ demands and to provide the best service,” he said,
confident of increasing custom.

While prospects may be emerging, the prevailing concern for
suppliers is the threat of late payments or in worst cases, failure to
pay. There may be greater possibilities as an upshot of the
economic situation in some respects, but outstanding fees are still
tying down some suppliers.

Lars Brenneke, CEO of Hamburg-based marine spare parts
supplier East Wind, told The Ship Supplier that the company has
“realised some changes in the market, as enquiries often get ordered
in reduced quantities or due to budget reasons, are delayed.”

In these cases, a strategic approach is adopted: “Our present
main issue is to identify possible owners/clients who are in a
financially bad shape in order to avoid any late payments, or even
losses,” he said.

Yet as the industry climate errs on the opposite side of static, it
is this volatile but dynamic economic motion that has actually paved

the way forward for opportunity for many supply companies. With
the markets in flux, the steady regularity of supply custom has been
replaced by new challenges and prospects, opening the door to
new clientele.

Mr Brenneke added: “In general, we could compensate for the
reduced scope of orders from traditional clients by acquiring new
clients who are seeking to save by going different ways in
procurement.

“Quite a number of well known owners/managers are seeking
to save costs and therefore go to alternative or new suppliers, which
is our opportunity to acquire new clients. We are also setting up our
internal structures for when normal market conditions come round
again, in order to be as prosperous as before,” he added.

The strength of the supply chain is the primary concern for ship
suppliers, and with the cost element affecting all parties, suppliers must
be vigilant to demand in the marketplace to ensure that they are not left
with surplus products in the event of cancellations or inability to commit
to payments. While green shoots may be emerging for some, the
industry is certainly not out of the dark just yet.

“Owners have been shipping less spares about and are trying
to dispatch what is only absolutely necessary, thereby saving on
both the cost of spares as well as the freight expenses related to the
volume of shipments,” revealed Søren Jørgensen, Vice President
of Wrist Ship Supply.

As owners retain a degree of cautiousness and hesitancy
defined by the unpredictable marketplace, the spare parts sector
looks to fare marginally worse than the provision of deck and engine
stores as the economy casts financial shackles on owners;
newbuild cancellations and vessel lay-ups a direct progeny of this.
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“Our present main issue is to identify possible
owners/clients who are in a financially bad
shape in order to avoid any late payments, or
even losses”



“Clearly avoiding the purchase of spare parts when they are
necessary is a bad idea, although naturally ship owners are not
working to a model of ‘over supply’, said Mr Jørgensen. “While
more vessels are being laid-up, we have not seen an increase in
the supply of spares due to more maintenance/repair/overhaul
(MRO) activity; owners will be waiting to see uplift in the economy
prior to this.”

Another resulting factor of the economic downturn, aside from
the wavering monetary relationships between owners and suppliers,
is the blow to smaller and less-diversified suppliers operating within
limited regional capacities. Mr Jørgensen underlined how the
depletion of the orderbook for newbuilds “has had a dramatic impact
on suppliers who solely focus on deck engine and spare parts.”

He added that the deck, engine and spares market “is
expediting consolidation within the market, in conjunction with
owners wanting to work with operators who can provide a
streamlined and global procurement strategy that enables the
purchasing of the full range of ship supplies.

“Not only does this enable them to save costs, which is clearly
important in the current economic climate, but it also allows them
to increase efficiencies, which is central to maximising their
competitive advantage,” he said.

Competition is rabid in an environment where the markets have
fallen flat, and for more specialised suppliers, consolidation could hit
if efficiencies aren’t primed and honed to an absolute maximum.
Stressing that fundamentally, the industry is “moving towards an
outsourced model”, Mr Jørgensen indicated that the short-term
future will prove vital for suppliers in terms of retaining custom.

He highlighted how the market situation has “made many
owners realise that to stay competitive they need to focus on
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“We should always try our utmost to avoid the
competition regarding prices with other ship
chandlers – instead our main motive should be
maintaining our standards and providing quality
products and services to our clients”



providing their customers with a premium service that transports
goods as quickly as possible at a competitive price, and they
therefore have to look at all areas of their supply chain where they
can increase efficiencies and reduce costs.

“Non-core activities such as ship supplies, including spares, is
an obvious area where the entire logistical process, from sourcing
and storage to delivery can be outsourced to an external partner
that has the scale, infrastructure, technical systems and purchasing
strength to streamline the whole procurement function,” he added.

Yet while positive steps can be taken to secure a market
advantage, it is a far easier notion to preach than it is to adopt – for
some suppliers, cutting back on their own costs to offer better
rates could be potentially damaging, especially if they are small-
scale companies.

“Clearly, there are only a small number of organisations within
the industry that have the capabilities to provide this, so while this is
an opportunity for growth for some, it will also speed up the process
of consolidation within the industry as well,” Mr Jørgensen warned.

Polishing up the competitive streak runs its own risks, as
owners looking to source cheaper supplies without broaching
quality issues may have a detrimental effect on the operational
quality of a ship. Increasing competition for some suppliers creates
a backlog of consequences likely to persist.

Ajay Joseph, Director of Mumbai-based Global Ship Supply, told
The Ship Supplier that while the deck, engine and spares sector has
been challenging, it is “at present, in an improving stage.” In spite of
this, however, “ship owners and ship managers are still only concerned
about cheaper rates, not the quality of the product,” he said.

“Also, they are minimising the quantity of their technical stores
and spare parts. Some container ships are sailing for only one
voyage because of short term agreements, and then they lay-up
until they get their next chartering agreement,” he added.

Supplementing the financial hurdles, Mr Joseph revealed that
currency rates have proved a particularly exigent component of the
economic situation, with perpetual fluctuations affecting suppliers’
business transactions. “This is seriously a concern for Asian ship

suppliers, as the amount we quote and the amount we receive in
our national currency differs,” he said.

While it might be a case of walking on thin ice for a while for
both owners and suppliers in terms of the financial disadvantages
brought about by the global economy, it most definitely comes back
to key relationships for the ship supply business. Conversely, for
some suppliers, increased competition isn’t the answer.

Mr Joseph said: “We should always try our utmost to avoid the
competition regarding prices with other ship chandlers – instead
our main motive should be maintaining our standards and providing
quality products and services to our clients. In order to grow in this
industry, suppliers should always put a competitive margin on the
quality of the product.

“Suppliers should never quote the cheapest rates just to get an
order from clients, because they will not be able to maintain the
quality of products and service. If suppliers offer good quality
products and services then they can build a good reputation among
their respective clients; this way suppliers are more likely to see
growth and opportunity in the future,” he warned.

While the inclination might be to remain competitive for some,
for others it is an inherent case of retaining quality to secure future
custom in the deck, engine and spares market. Yet with such a
global relevance for ship supply transactions, the fundamental
notion to survive until the shipping industry picks up trading pace is
indisputably to massage the sound relationships between
customers and suppliers. Unloosening those ties could prove fatal
in the niche ship supply sector, where reliance and trust are
paramount to the operational capacity of a vessel. ■

“Suppliers should never quote the cheapest rates
just to get an order from clients, because they will
not be able to maintain the quality of products
and service”
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Hutton’s, one of the UK’s leading ship suppliers, has been
short-listed by the Mail News and Media group for both
Business of the Year award and Young Businessperson of
the Year for this year’s ‘Business Awards’.

With 180 years under its belt, Hutton’s is continuing to
grow on the success of its operation, with strong family ties
a driving force behind the company. Proud of being the name
behind the impressive nomination for Young Businessperson
of the Year award, Alex Hutton, Managing Director, took the
helm of Hutton’s from his father Alan Taylor in 2006, having
worked for the company for eight years.

Alan Taylor, now Chairman, said: “I am pleased that Alex
is getting some recognition for the dedication he shows to
the company. Hutton’s is in safe hands and the future looks
secure with Alex. I am very proud of his efforts.”

Responding to the news of the company nomination,
Alex said: “I am delighted to see Hutton’s being recognised
for its successes and for the dedication of our staff. We
work hard to meet the needs of our many clients
throughout the shipping industry and to source the
products they need.” ■

Award nominations
for Hutton’s
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People Places

Freight forwarder SBS Worldwide Group has appointed Geoff Gillo
as a non-Executive Director and Doug Overett as its first UK
Country Manager, strengthening its management operations as part
of its strategic global development plan. Launched in 1983 and with
offices in the UK and North America, SBS is now targeting new
areas for growth, including Asia.

“Geoff will be working with us to develop the strategic
expansion of the group and his appointment will also assist with the
introduction of a more structured management and reporting of the
group’s activities,” reported Steve Walker, Chairman. “We need to
ensure we have a streamlined process for handling the growth we
are planning over the next few years.”

Geoff Gillo, a chartered accountant, has many years of
experience in logistics including his role as European Finance &
Commercial Director of Tibbett & Britten Group until its acquisition
by Exel (now DHL) in 2004. Doug Overett will have overall respon-
sibility for running the UK business, and has over 30 years industry
experience in both the UK and US in sales and operational roles
with leading forwarders, including MSAS/Exel (now DHL) and
Hellman Worldwide. ■

SBS Worldwide
fortifies UK management



New Managing Director to
head up NME
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Bruntons has been further building up its skill base with the addition
of qualified propulsion expert Stephan Helma, as the company
works on the continuous expansion of its research and design
team.

A suitably wide-spread academic and technical background
including a degree in Marine Technology covering mechanical
engineering, naval architecture and marine engineering from the
Vienna University, an additional year studying at Newcastle
University and a post-graduate course in Ecodesign at TU Wien has
placed him well for his new position.

With additional work at the Austrian Energy Agency, the
Christian Doppler Laboratory, Vienna University of Technology’s
Institute for Fluid Dynamics and Heat transfer, and at the Potsdam
Model Basin, Mr Helma will carry his expertise and knowledge into
new areas of innovation and design at Bruntons.

Adrian Miles, Managing Director, stressed the importance of
technical expertise. “It is obvious that propulsion methods for
vessels, large and small, are going to develop dramatically over the
coming years. In order to maximise our contribution to these
projects and to keep our own products as industry leaders it is very
important that we are knowledgeable in every aspect of propulsion
design.”

The addition of Mr Helma and the recent promotion of Toby
Ramsay to Technical Manager completes part of the Bruntons
development plan, and with a healthy order book giving confidence
for the future, the company has now embarked on a further phase
including building additional office space and developing the in
house design software. ■

Bruntons Propellers expands research and
design team

The Association of Norwegian Maritime Exporters (NME) has
announced the appointment of its new Managing Director, Ole
Henæs. He takes over leadership of the member-based organi-
sation from Halvard Olafsen, who, having led NME for over a
decade will now move into a new role as Chief Project Officer.

Selected by the NME board after a rigorous selection
process involving intensive review of a number of highly qualified
applicants, Mr Henæs’ prior experience on the board of NME
and with NME member companies as well as a strong technical
background put him at a distinction.

As the new managing director of NME, Mr Henæs is
responsible for maintaining and developing the organisation’s ties
with companies in the maritime industry, public sector interests
and initiatives that contribute to NME’s network-building goals.
Having spent most of his career in the maritime industry,
beginning with the Norwegian Navy, Mr Henæs later adopted
management and board-level positions with industry
heavyweights.

He said: “I am very eager to get started. It is an exciting
challenge to work together with the entire Norwegian maritime
cluster to continue to develop its position in a competitive global
marketplace.” ■

Former owner of Seven Seas Shipchandlers, Freddy Sidhwa, has
been retained as a consultant to the CEO of Eitzen Maritime
Services as part of a new initiative to strengthen its grip on the
Middle East and African ship supply market.

Seven Seas Shipchandlers, which was acquired last year, is
headquartered in Dubai and currently operates out of ports on the
Arabian Peninsula and in Eastern Africa. Since the acquisition by
EMS last year, Seven Seas has experienced a strong development
in the merchant fleet segment, and the company is now integrated
into EMS’ global network, benefiting customers in the region as well
as global purchasers of ship supply services.

Annette Malm Justad, CEO of Eitzen Maritime Services, said:
“Freddy Sidhwa has vast experience and is well connected in the
region. We are extremely pleased that he has agreed to assist us in
developing the business even further. Freddy Sidhwa will, as a major
shareholder and partner of EMS, strengthen our team considerably.

“We see the potential for further growth in the Middle East, and
the merchant fleet segment holds considerable upside potential in
this important shipping region. We are therefore positioning
ourselves to play an even more important role in the Middle East,”
she added. ■

New collaboration for
EMS as it sets sights
on the Middle East



Nurturing deep roots in the ship supply business is a fair
facilitator for growing branches in the future, and the
realisation for ship suppliers to adjust to the economic

movements as they ebb and flow through the years of business, is
all too apparent.

Established in Singapore in 1986, Con-Lash Supplies started
life as an aptly named supplier of container lashing materials and
equipment during the containerisation era, growing alongside the
trends in the shipping industry during that period.

Well-adjusting itself to the dynamics of the shipping industry,
Con-Lash then diversified in 1989 with the objective to solidify its
presence in Singapore, becoming a general ship supplier offering
general maintenance running stocks, provisions and slop chest
merchandises to all types of merchant ships.

Now recognised as reigning among the top 10 preferred ship
suppliers in Singapore by many ship owners worldwide, the company
currently boasts 48 dedicated and experienced staff, handling over
35 enquiries daily and supplying over 45 vessels per week.

With clientele from Europe, the Middle East, the Far East, Latin
America, Asia and Australia, Con-Lash’s core business comes from
Greece, Germany and India. The majority of supplies, approximately
60%, are to the bulk and container sectors with the remainder
supplying LPG carriers, oil tankers and anchor handling tugs.

The company moved to its newly acquired office space in
October 2007, which consists of a double-storey office-cum-
warehouse property with enclosed warehouse space of approxi-
mately 30,000 sq ft, open storage space of around 20,000 sq ft
and a built-in cold room of about 2,500 sq ft for keeping chilled and
frozen provisions.

Additionally equipped with modern IT hardware and softwares
to cope with the daily high demands, the company is well set for its
large supply base. Tony Ng has been Managing Director since the
company’s founding, and is confident of the operational future for
Con-Lash.

Of the current market conditions, Mr Ng admitted that the
company has seen “a small impact on the monthly sale turnover,
but this is no cause for alarm as we are able to constructively keep
the daily operation costs at a minimum in order to cope with the
small short-falls.

“Furthermore, consistent market feedback and making a
sensible choice of customers also helps to reduce our risk during
this crisis,” he added. Steadying itself during the period of
slowdown, acclimatisation to fluctuations in the economy comes
easily to Con-Lash.

Aware of the value of diversification, Mr Ng told The Ship
Supplier: “In 2009 we shifted our focus to the offshore market
supplying to the oil rigs, and we currently estimate 10 such
newbuildings are going on at some of the reputable shipyards here
in Singapore.”

He added: “Con-Lash may be a latecomer but there is enough
room for at least one, two or maybe even three participants in this
sector. Better to be late than never!” Confident of growth in supply
business within the offshore market, the company is continually
looking to strengthen its assets.

However, in the current situation in Singapore, Mr Ng revealed
that “some smaller ship suppliers will suffer as they do not have the
capability to compete against the bigger and stronger ones who
are also stockists.

“As a transition-hub, there are over 60 ship suppliers in
Singapore, only about 10 of which are large suppliers, and with the
high level of competition, smaller suppliers are finding it hard to make
their cut. Unless they are quick to find a partner to merge with, these
groups will be cleaned out before the crisis is even over,” he added.

Having obtained ISO 9001-2000 DNV accreditation since 1998,
Con-Lash plans to upgrade to ISO9001-2008 by Oct 2010, and with
the intention to expand its ‘Shipping Agency and Marine
Logistics/Warehousing service’ to all its existing customers during the
last quarter of this year, the company is certainly not afraid of a sound
growth strategy for both the short term and long term future. ■
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As shipping recovers from the economic earthquake, it has
woken up to some hard-hitting realisations about the future.
While financial threat might be flinging itself all over the

place, a seed planted some time ago is beginning to blossom and
spread as one of the prevailing challenges facing the industry today:
the environment.

As governments, associations and regulatory bodies inject some
action in the effort to tackle global climate change, shipping must take
responsibility for its own contribution, and such recognition is
gathering pace faster than ever before. Manufacturing companies are
using the opportunity for technological design into innovative solutions
to accommodate for the green outlook shipping has adopted.

Much controversy surrounds the misuse of oily water separator
systems as illegal pumping of bilge water in international waters,
commonly known as the ‘magic pipe’ offence, still seems to be an
oft-adopted practice which goes some way to further-tarnishing
shipping’s image. As the US Department of Justice asserts, “federal
and international law require that ships comply with certain pollution
regulations to ensure the proper handling and disposal of oil
contaminated materials.

“Federal law further requires that ships record accurately the
disposal of oily waste and oil-contaminated ballast water in an Oil
Record Book, and to have the Oil Record Book available for
inspection by the US Coast Guard when the ship enters the
jurisdiction of the United States,” and this is something the US and
the industry at large are taking with greater sincerity; criminalisation
the dire consequence if laws are not complied with.

With some big-name ship owners having been prosecuted in
recent years, it seems that such environmental infractions are not
letting up. In fact, previously harsh corporate fines levied by
Washington are appearing to be governed by a sliding scale, where
‘ability to pay’ determines the actual penalty. The state also has no
jurisdiction to prosecute dumping of oily bilge water on the high
seas, which is where an overwhelming majority of the crimes take
place – an illogical application, so it would seem.

“Illegal pollution from ships is a continuing problem and the
Justice Department will continue to work with the Coast Guard and
the Environmental Protection Agency to prosecute those who
violate our nation’s laws designed to protect the environment and
candour with investigators,” said John Cruden, acting Assistant
Attorney General for the Justice Department’s environment and
natural resources division.

While the US makes a clamp down on offences, there is
certainly no dearth of companies offering safe and effective
solutions to treat and safely dispose of bilge water. Astute observers

have divined the futility of expecting technology alone to be the
magic wand, and some argue that more complex equipment is not
necessarily a solution when there is a flailing capacity for users to
efficiently operate even basic systems.

However, in all-round continuing effort, manufacturers are fast-
developing improved systems both to comply with changing
legislation and to enhance environmental protection while at the
same time offering a simple-to-use, cost-effective solution to bilge
water treatment. Demand is striking from all sides, and pressure for
companies to meet every criteria is spurning out a whole new
generation of products.

As the cost-conscious forefront industry development in the
same league of importance as the eco-conscious, the double-
stranded strain placed on manufacturers is being felt as techno-
logical solutions are sought to fight all corners. Something which
EnSolve Biosystems, a US maritime biotechnology company leading
the way in the development and manufacturing of biomechanical
oily water separators, has targeted with sturdy resolve.

While advanced new systems designed to provide greater
environmental performance might sound like an ideal concept, for
ship owners this can also be equated with great expense, and when
finances aren’t exactly at a premium, the incentives to upgrade in
the name of the environment are fairly thin on the ground until
legislations make the ultimate push.

David Burroughs, Director of Sales and Marketing at EnSolve
Biosystems, revealed that  “some of the regulations that have been
or will be discussed in the future cover areas such as automation of
the oil record books, phase out of older oily water separator systems,
and the push for even lower discharge levels than the current 15
ppm, for example. All of these are good environmentally  and are the
direction we want to go in protection of the marine environment.

“However, the current business climate is difficult for much of
this to happen as most of the newer systems on the market are
actually more expensive to operate to meet the current regulations,
and so there is far less potential for the newer requirements,” he
added. EnSolve Biosystems has taken cost-efficiency to an
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Separating the

green to go clean

“The current business climate is difficult for much
of this to happen as most of the newer systems
on the market are actually more expensive to
operate to meet the current regulations”

By Amy Kilpin



optimum level with the production a new oily water system that
provides an operating cost guarantee program.

With solutions entering the marketplace that cover all the
financial and environmental implications of vessel operation, the
ability to save costs often simultaneously acts in accordance with
environmental benefit, the reduction in fuel consumption, waste
production or harmful by-products ticking not only a financial box
but also a green one.

Ensolve’s PetroLiminator system “reduces offloading,
maintenance and operation costs associated with sludge, spent
flocculants, filters and bilgewater,” according to Jason Caplan,
President of EnSolve Biosystems, who indicated that a number of
owners had seen “up to a tenfold reduction in operational costs
compared to competing OWS technologies.”

He added: “In light of recent high profile prosecutions for illegal
dumping, customers can also take comfort in the fact that the
PetroLiminator is a green technology that consistently achieves
effluent levels of less than 5 parts per million (PPM), well below the
International Maritime Organization (IMO) MEPC 107(49) clean
water standards threshold of 15 ppm for overboard discharge.”

Type-approved by the American Bureau of Shipping (ABS), the
system is a groundbreaking OWS (Oily Water Separator) that uses a
combination of physical and biological means to treat oily bilge water
while generating minimal hazmats and producing no harmful by-
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Complying with new standards
The limit of 5 ppm of oil in treated bilge water is becoming an
important requirement when entering special or specially
protected areas. As this demand spreads ever more widely, ship
owners keep asking “Do we fulfil?”

“Yes we do” is the relaxed answer from Bremen-based
RWO, supplier of systems for water and wastewater treatment
onboard ships and offshore rigs. Part of Veolia Water Solutions
& Technologies, a subsidiary of Veolia Water, RWO is one the
worldwide market leaders in the treatment of bilge water.

With RWO’s SKIT/S-DEB series onboard The SKIT/S-DEB oil-
water separator not only complies with the current IMO Resolution
MEPC 107(49), but processes the best bilge water quality far
below a 5 ppm limit without additional equipment, and achieves
class notation for ‘Clean Design’ and Alaska Rules conformity. 

RWO completed the manufacturing of its 10,000th system
earlier in 2008, and offering varying degrees of suction and
pressure types at various capacities, all systems are ensured to
be easy to handle by crew while offering the safest operation.

A DEB-PU upgrade unit is also available for older oily water
separators of the earlier SKIT series; not only to fulfil the current
MEPC 107(49), but also allowing a vessel’s passage through
specially protected areas.

“The industry is seeing movement towards green
shipping operations around the world, but in the
current economy, ship owners may not be as willing
to pay a premium for green technology”



products. Operating completely unattended 24 hours a day with a
built-in fail-safe oil content monitor ensuring that no accidental
discharge can occur, such innovation could revolutionise the industry.  

Mr Burroughs stressed how “the current business climate and
the potential for new regulations will drive new innovations.” He
added: “Further developments with existing separator technology
are also being demanded by end users of these systems. Many of
the current MEPC 107(49) systems on the market achieved certifi-
cation by adding a filtration system to the back end of the older
systems – this strategy is not innovation but merely a band-aid
solution which in fact adds further operating costs and landfill waste.

“Ensolve’s PetroLiminator is an excellent choice for environ-
mentally conscious ship owners because it provides an economical
and green means of addressing oily bilge water. The industry is seeing
movement towards green shipping operations around the world, but
in the current economy, ship owners may not be as willing to pay a
premium for green technology. The Green Award Foundation
standard and  other certification programs, however, are a good
example of how green operations are being adopted worldwide and
also becoming more accepted by the market,” he said.

Environmental focus is definitely the key in the drive for
separator technologies, and with the strict guidelines and laws set
out by the IMO and national legislative authorities to protect the
world’s oceans, manufacturers have been encouraged to develop
systems which not only control the discharge of residual oil content
in bilgewater, but do so without the use of harmful products.

GEA Westfalia Separator Systems has met this requirement with
its BilgeMaster 200, which has received type approval and certifi-
cation under the IMO Resolution MEPC 107(49). The system has
been achieved without using adsorption filters and without chemicals;
instead by simple mechanical separation with the centrifuge, and with
an additional cleandesign concept, the company acts with
uninhibited commitment towards the environment.

Dr Klaus-Rainer Witte from GEA Westfalia Separator Systems
Business Unit Marine, said: “Demands are becoming more stringent
with regard to the purity of the bilgewater, but it is true that new
rulings are not likely to be issued in the medium term by the IMO.
However, many shipping companies intend to plan for potentially
more stringent requirements and are already demanding a guarantee
of less than 5 ppm residual oil content in the processed bilgewater.

“In some special areas such as Alaska, the Great Lakes in the
USA, Canada and the Saint Lawrence River in Canada, national
legislation already requires a 5 ppm level. Vessels intending to enter
these areas will therefore have to guarantee that their bilgewater will
be processed to less than 5ppm oil content if they intend to discharge
their bilgewater overboard in these sensitive regions,” he added.

Improved systems such as GEA Westfalia Separator’s
BilgeMaster add-on, SafetyMaster, have been devised to provide
additional security beyond the regulations of MARPOL against
unintended overboard discharge of oil polluted bilgewater. Data
recorders integrated in the separator control provide complete
information of the status of the bilgewater treatment system over
the last 18 months, including the position of the vessel and the
volume of water discharged, safeguarding against the potential for
inaccurate recordings.

As some of the most dramatic challenges loom in domineering
threat over the future of the shipping industry, with finance and the
environment in the driving seat, it is time for onboard systems as
significant as the oily water separator market to shift up a gear in
terms of innovation and technology. Authoritative bodies and official
organisations are holding the puppet strings of legislation for
subservient manufacturers and product suppliers to offer efficient
solutions, as shipping moves into a distinctly greener era. ■
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Ensolve’s Petroliminator

“Illegal pollution from ships is a continuing
problem and the Justice Department will continue
to work with the Coast Guard and the Environ-
mental Protection Agency to prosecute those who
violate our nation’s laws designed to protect the
environment and candour with investigators”
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It’s not necessary for a ship owner to be a chemist and have to
understand the intricacies of span gases, but it is useful to be aware
of their existence and the very important role that they play in
keeping gas detection equipment accurately calibrated, especially
as there are around 60 different mixtures and pure gases available
to the marine market..

Span gases are special gas mixtures used for testing gas
detection equipment, which requires regular checking and
calibration (bump testing). Calibration is an important issue for all
testing instruments and is done by means of exposing the sensor
to a known concentration of a contaminant. The gases are used as
a reference point to ensure correct readings after calibration.

Wilhelmsen Ships Service (WSS) supplies gases suitable for
calibration and testing of almost any type of gas detection
equipment presently used onboard vessels, which are subjected to
strict quality controls. The composition of each cylinder is tested
and certified, usually for three years, which reflects the guaranteed
stability of the gas.

As span gases are supplied in pressurised containers there are
certain rules and precautions one must observe when handling and
storing the cylinders. The cylinders must always be handled with
great care and stored vertically and secured to the bulkhead to
prevent tipping over or accidental damage, and placed in a
separate room which must be well ventilated and clearly marked
with “gas under pressure” signs. The disposable cylinders, when
empty, must be disposed properly and with care to both the crew
and the environment.

Strict cylinder cleaning and filling procedures are vital for the
quality of the end product. This limits the number of filling stations
capable of delivering span gases in the quality considered
necessary. The other consideration when stocking the span gases
is the shelf life of the gas.

A prerequisite for a stable mixture is a perfectly clean cylinder.
The span gas cylinders are cleaned by purging with high purity
nitrogen followed by vacuuming. After filling, the gas mixture must
be thoroughly mixed to ensure that all components are evenly
distributed throughout the cylinder contents.

Gases have a tendency not to mix as easy as people might
think, and when not properly mixed, the composition can vary
along the length of the cylinder. After the mixing, the gas
cylinder content is ready to be certified. This means a
sample of the gas cylinder content is analysed to ensure
the stated composition is actually inside the cylinder.

Most gases have a shelf life of three years after
the actual filling and certifying, but in some cases the
shelf life can be as low as six to 12 months, as is the
case for mixtures containing hydrogen sulphide.
Information on the shelf life and filling date can
always be found on the certificate of analysis that
comes with each refillable cylinder or on the label
of disposable cylinders.

Not only from an economical point of view but also from an
environmental point of view, it is preferable, where possible, to use
the refillable cylinders over the disposable ones.

Wilhelmsen Ships Service ensures global coverage for the
supply of these gases, using major ports such as Singapore,
Rotterdam or Houston. For other ports all span gases can be made
available given sufficient lead time in order to produce or mix the
gas or transport it from the major hubs; however, a limited selection
of span gases can be found in several smaller ports to meet
customer demand.

With a range of gases covering most applications onboard and
guaranteed both in terms of quality of filling and the cylinder itself,
Wilhelmsen Ships Service has a broad understanding of the needs
related to the application and use of span gases. In addition, it offers
a wide range of peripheral equipment such as regulators, flow
meters and brackets in order to supply the vessel and satisfy the
needs and demands of the ship owner. ■

Knowing your span gases
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McMurdo wins safety award
at MAATS
McMurdo, manufacturer of emergency
location beacons, recently received a top
industry safety award for its FAST FIND
Personal Locator Beacon (PLB) at the
Marine Aftermarket Accessories Trade
Show (MAATS) in Orlando, Florida.

Jeremy Harrison, McMurdo’s Sales
and Marketing Director, said “We are
delighted that the FAST FIND has received
this accolade. It’s an exceptional product
and is already making a real difference to
personal safety. Now, due to the compact
size and price, it is being seen not only for
the traditional boating market but also for
the first time in new sales arenas.

Used widely in commercial shipping
and marine rescue services, the FAST
FIND 210 complies with international
standards and operates on a global search
and rescue GPS satellite communication
system, allowing users to be able to alert
professional search and rescue services if
they are unlucky enough to encounter life
threatening situations, even in the most
remote parts of the world. ■

KVH supplies 500th TracPhone
V7 broadband service
Despite being introduced less than two
years ago, KVH Industries’ compact
satellite communication system proved its
leading qualities as the company recently
shipped its 500th system, offering a
completely integrated hardware, network
and service solution.

Representing almost 10% of the
installed base of maritime VSAT systems
based on estimates in the ‘2008 Maritime
VSAT Markets Report’ published by
COMSYS, the TracPhone V7 and mini-
VSAT Broadband service offers maritime
communications at fixed monthly rates to
mariners throughout North America, the
Caribbean, the North Atlantic, Europe, the
Northern Pacific, and the Persian Gulf.

Martin Kits van Heyningen, KVH’s
Chief Executive Officer, said: “To become
one of the world’s leading maritime VSAT
operators in less than two years is a
testament to the convenience, afford-
ability, and reliability offered by our fully
integrated, 24-inch diameter TracPhone

V7 and the powerful mini-VSAT
Broadband network.

“Our research showed that maritime
customers were unhappy with the
performance of traditional VSAT systems,
and we knew that we could win a
leadership position in the market with a
superior end-to-end hardware design and
robust global network. Our success to date
in the face of long-established legacy
solutions clearly illustrates that ship captains
and commercial fleet managers desire a
new, more affordable, more reliable, and
more versatile approach to maritime satellite
communications,” he added.

KVH also recently announced plans
for expansion of the service into Asian
waters, the Indian Ocean, and the waters
surrounding Australia and New Zealand.
With the activation of these coverage
areas, the mini-VSAT Broadband network
will cover the majority of the world’s
maritime shipping routes and allow
mariners to circumnavigate the globe
while never leaving KVH’s service areas. ■

Expro meters
deployed for
North Sea
tanker loading
International oilfield service company
Expro has secured a $500,000 contract
from Teekay in co-operation with
StatoilHydro to provide clamp-on flow
meters to enhance shuttle tanker loading
and offloading operations in the North Sea.

In line with regulatory recommen-
dations to improve loading operations,
Expro’s PassiveSONAR meters will be
used to measure the instantaneous flow
rate and provide early warning of any
potential loss of containment between the
host facility and the shuttle tanker.

Positioned immediately inboard the
bow of the vessel, data is relayed back to
the bridge to provide real time monitoring
and control of the loading operations.
Given the harsh North Sea conditions, the
nature of tanker operations and the large
pipe diameters involved proved the
robust, non-intrusive clamp-on flow
meters as the most suitable option,
avoiding any modification of the piping
onboard each vessel.

Tony Walker, General Manager of
Expro Meters, said: “We are very pleased
to be given the opportunity to provide a
solution to Teekay on this important
project. While applying PassiveSONAR
meters on tanker loading and offloading is
not a core application for our new
technology, it does demonstrate our ability
to be flexible to the needs of our
customers over a range of applications in
the oil and gas industry.

Underlining the improvements in
safety, Mr Walker also recognised the
project as being undertaken in an “environ-
mentally-sensitive situation,” proving that
solution-providing technology is an
absolute requisite for such ventures. ■
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24 Hour Service

Company Name   Telephone Facsimile Email
Loucas Kokkinos Ship Suppliers Ltd 25567332 25566154 loukinos@globalsoftmail.com
Michalakis Michaelides  25578377 25568655 mmichael@globalsoftnet.com
Nimi Ship Suppliers   25819000 25561674 nimi@cytanet.com.cy
Rodou Charalambous & Son Ltd 25337015 25387513 rodoucha@logosnet.cy.net
Stamatis Barboutis Ltd  25569266 25578516 barbouti@cytanet.com.cy
Theseas Savva Ltd   25565899 25562917 theseas@cytanet.com.cy

GROUP OF COMPANIES/MEMBERS

339 Ayiou Andreou Street, P.O.Box 53124, CY - 3300 Limassol
Phone:+357 25370165, Fax:+357 25370291,

Email: chamberf@cytanet.com.cy

CYPRUS SHIP SUPPLIERS ASSOCIATION

BBC deploys FleetBroadband
from Stratos for Tall Ships
Atlantic Challenge
Stratos Global Corporation, global
provider of advanced mobile and fixed-site
remote communications solutions has
deployed an Inmarsat FleetBroadband
mobile satellite system onboard the tall
ship Bark Europa to broadcast BBC
coverage of the final leg of the Tall Ships
Atlantic Challenge.

A most successful deployment of
Inmarsat mobile satellite services for the
BBC over the past decade, Stratos’
service is Integrated with QuickLink
software to enable live video streaming,
and the system is also utilising Stratos
Dashboard to set high-usage alerts and
monitor traffic usage. 

Jim Parm, Stratos President and CEO
said: “Our work on this project represents
our most recent successful deployment of
Inmarsat mobile satellite services in our 10
years of service to this important, globally
recognised broadcaster. FleetBroadband

from Stratos is ideally suited to bring the
excitement and action of this popular
sailing event to a large global audience via
a wide range of media.”

FleetBroadband from Stratos is being
used onboard the Bark Europa to provide
live and recorded reports during the race’s
final leg from Halifax to Belfast, and offers
a wide range of value-added services to
ensure optimal FleetBroadband
performance, management control and
cost efficiency. ■

An Italian affair
Schat-Harding,
supplier and
s e r v i c e
provider of
lifeboat and
e v a c u a t i o n

systems for the offshore, cruise and
shipping industries, has established a
new office and service station in Livorno,
Italy, further expanding and strengthening
its global network.

Forming a branch office of USH
Spain, the new office will be managed by
Enrico Venezia, whose extensive lifeboat
and cruise vessel servicing experience will
be put to indispensable use towards the
efficient running of the new operation.

David Bradley, Executive Vice
President and Head of Schat-Harding’s
service division, said: “There is a very
strong base of Italian owners who are
safety conscious, and of course the
Italian ports get a lot of cruise calls.

“It makes good sense to have a
stronger presence in Italy and we expect
to expand from two to seven service
engineers in Italy in the next few months,”
he added. ■
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Painting in a defence mechanism
International Paint has been deployed by
the UK’s Ministry of Defence (MoD) for
more of the latest fuel saving technology,
Intersleek 900, for the hull of the UK Navy’s
flagship HMS Ark Royal, the latest UK MoD
vessel to benefit from Intersleek foul
release coatings which can cut fuel
consumption and reduce emissions.

As part of the Ark Royal’s Contractor
Support Period at Portsmouth Naval
Dockyard in the UK, the 20,600 ton
Invincible Class aircraft carrier has had its
underwater hull coated with the premium
fluoropolymer foul release coating, a move
estimated to cut fuel costs by as much as
9% and reduce the 1985 built vessel’s
emissions by a similar margin.

Matthew Goodall, International Paint’s
UK Navy Account Manager, said: “We are
delighted that the Ministry of Defence has
chosen the latest generation hull coating,
Intersleek 900, for HMS Ark Royal. We
already supply Intersleek 900 to a number
of world navies which have confirmed
substantial fuel savings, cuts in emissions
and other in-service performance benefits.”

HMS Ark Royal’s Commanding Officer,
Captain John Clink said: “As ‘a world class

navy ready to fight and win’, the Royal
Navy has a long history of seeking out new
technologies to garner every possible
advantage over our adversaries. Improved

endurance is a key capability and I look
forward to putting the new Intersleek
coating through its paces as HMS Ark
Royal returns to operational duties.” ■
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Aggreko implements
automated invoicing
Aggreko, provider of rental power and
temperature control solutions to the
shipping industry and other industrial
sectors, has implemented invoice
automation services by nSYS and
Basware in a bid to improve invoice
processing efficiency across its global
network.

Using cutting-edge electronic invoice
processing, The Basware Invoice
Automation solution eliminates the need
to manually process purchase invoices,
and will be deployed across Aggreko’s
Northern Europe and Continental Europe
divisions, with IT consultancy firm nSYS
implementing the solution and providing
integration across the Aggreko group.

With 133 locations in over 100 countries,
thousands of different customers and
suppliers every year, and invoices incorpo-
rating multiple languages and currencies,
Aggreko processes around 85,000 supplier
invoices per annum between the two

divisions, and therefore refined efficiency is a
major objective for the firm.

Dan Ibbetson, European Financial
Director, said: “It was vitally important for
us that we were able to achieve some real
results from this implementation before we
went ahead with it. As we outlined the
project, and discussed the deliverables, it
quickly became clear that Basware and
nSYS would be able to put in place an
efficient system that gives us visibility of all
of our financial transactions across the
business, which is fundamentally
important to us.”

Dr Matt Lees, Basware’s UK Country
Manager, added: “Aggreko is a major
name worldwide, and we’re delighted to
be working with the company as it
continues to expand into new territories.
We look forward to helping Aggreko to
save time and money, and will be working
hard to ensure that they begin to see ROI
right from day one.” ■

Networking
across the
straits
After a few years of good working
relationship the Kloska Group has now
tied with the Simsekler Group in Turkey
to expand its cooperation network in
order to ensure future competitive price
and service solutions for their customers
in both regions.

The Bosphorus Straits has
developed into a strategic link between
Asia and Europe and its ports have
become a logistically convenient and
cost competitive location for the ship
supply industry.

The Kloska Group has, over the past
years, established an international
network of joint ventures, cooperation
partners and representative offices to
guarantee a worldwide supply of general
provisioning and technical items in
strategically important maritime
locations. ■
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ChartCo adds Singapore to its regulations portfolio
Electronic data provider ChartCo has
added the Singapore Flag State
Regulations to its RegsManager product,
following closely on the heels of Gibraltar
and bringing the total number of states on
its portfolio up to 10.

With full equivalence to the paper

product, subscribers get access to the
regulations on-line and via CDROM,
setting the groundwork in place for
shipping as the digital era replaces the
conventional paper one.

The service provides the user access to
local maritime legislation and the Singapore

Maritime and Port Authority’s notices, and
also links directly to relevant International
conventions such as SOLAS, MARPOL and
STCW. Working closely with Regs4ships,
the addition of this latest service will
complement other flags such as Bahamas,
Marshall Islands and United Kingdom. ■
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Stone Marine Singapore increase foundry capacity by 50%
Increasing demand for its propellers
alongside an already-brimming order book
has compelled Stone Marine Singapore to
invest in two new furnaces, which will
increase the melting capacity of the
foundry in Singapore by over 50% and
thereby boost its production capacity.

With a capacity of 1800kg each, the
new furnaces, together with the existing
installations, will provide a total melting
capacity of approximately 9500kg. While
at present most of Stone Marine
Singapore’s production of high accuracy

propellers falls in the 500 – 2500kg weight
range, the new furnaces will enable the
company to manufacture propellers up to
500kg finished weight.

Gerry Mcloughin, Managing Director of
Stone Marine Singapore, said: “We find
ourselves in the happy position, partic-
ularly at this stage in the world’s economic
cycle, of having a very healthy order book.
In addition, several customers, impressed
by the quality of our products, have
expressed a wish that we supply
propellers for their larger vessels. We shall

be able to satisfy this demand with the
new furnaces and the other recent
changes we have made to our production
facilities.”

The investment in the furnaces in 2009
follows the considerable investment made
by the company during 2007 and 2008 on
the purchases of conventional and CNC
lathes. Such investments have ensured
that Stone Marine Singapore continues to
have ‘state of the art’ production facilities
capable of manufacturing quality propellers
and efficient propulsion equipment. ■
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Transas achieves certification of compliance
for new ice navigation standard
Transas is the first manufacturer to obtain
the DNV seal of compliance for the ice
navigation module of its navigational and
engine room simulators according to the
new standard.

New standards have been introduced
to ensure that simulators provide an
appropriate level of physical and
behavioural realism in accordance with
recognised training and assessment
objectives, as shipping through Arctic
waters is brought into greater focus.

Safe cold-climate shipping operations
entail more than just ice-strengthened and
winterised ships, and relevant conditional
crew training is one of the largest accident
risk reducers in the sector.

According to the DNV report, the
setting of high standards in bridge resource
management and the selection and
training of crew can reduce the risk of
accidents involving collision, grounding, fire
and explosion by 44%.

Much work has been carried out within

the MS GOF project (Maritime Safety in
the Gulf of Finland) in close cooperation
with Makarov State Maritime Academy,
including increasing of ice model accuracy
and trials in ice test-basin.

The simulator was tested by the
Academy experts, experienced ice
captains (including captains of icebreakers)
and pilots who currently operate in the
Arctic. In addition to the ice navigation
training, new vessel models were
developed including arctic shuttle tankers
equipped with Azipod thrusters. ■

Berg Propulsion is set to deliver its newly
launched Berg Controllable Pitch Propeller (BCP)
with feathering capability, designed to minimise
drag and optimise engine efficiency and thereby
resulting in fuel savings.

Separate orders will see installations
onboard two 100m chemical tankers under
construction at the Dingheng (Jiangsu)
Shipbuilding Co, in China, and an 85.5m long
ferry being built at Eastern Shipbuilding Group,
of Panama City, Florida.

Twin screw operations offer flexibility,
redundancy and better manoeuvrability
compared to single screw solutions, and this
new concept has increasingly been accepted
across the shipping industry. Two smaller
engines driving two propellers provides greater
efficiency than a single engine driving a single
propeller when operating at lower speeds, as the
ship’s Master has the option to operate on one
engine alone working at its optimum efficiency.

Furthermore, the greater propulsion area
covered by two smaller propellers is reckoned to
equate to about a 10% efficiency gain when
compared to a single screw solution, and a
propeller in the feathered position sees the
propeller blades rotated through 90 degrees so
that they are in parallel to flow, and therefore
during an emergency or at low speed drag is
minimised, with consequential fuel savings. 

Linus Ideskog, Berg Propulsion Technology
Product Manager, said: “We saw it as critical that
we developed a solution that could match Berg’s
hub core standards for performance, efficiency
and reliability. Using the Berg BCP Feathering
hub means that pitch can range from full astern,
via full ahead, to full feathering. For the ship
owner, this means that the feathering concept
can fit in with any type of ship operating with
more than one propeller that demands flexibility
in the driving mode, while also bringing fuel
savings and environmental benefits.” ■
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Viking to the rescue
Viking Life-Saving Equipment’s UK
subsidiary will supply over 200
liferafts to Serco through a five
year management lease and
service agreement for installation
onboard 90 support vessels for
the Royal Navy at its three main
naval bases – Devonport,
Portsmouth and The Clyde.

Covering a series of Serco
vessels operating in Royal Navy
bases, including tugs, passenger
boats, and liferafts designed to
carry from six to 50 persons, the
lease agreement concept is
designed to ensure that all 200
liferafts will be available at all times.

Mark Harriman, Managing
Director of VIKING Life-Saving
Equipment, said: “VIKING will
handle all of the service planning and
make sure that the liferafts are fully

operational at all times. When
necessary, liferafts will be replaced
immediately.”

The size of the contract
reflects Serco’s move to streamline
the number of vendors supplying
liferafts, going from five to a single
supplier. Iain Chalmers, Director of
Serco’s contract with the Royal
Navy, said: “I am pleased to have
VIKING as a supplier of high quality
lifesaving equipment to Serco.

“We oversee a very busy and
complex marine operation in
support of the Royal Navy,
managing a fleet of over 100
vessels. We operate to the highest
safety standards, and our
relationship with VIKING will help
to ensure that we continue to do
so throughout the life of our
contract,” he added. ■

Admiralty
e-Navigator creates
revolutionary
benchmark
The UKHO has unveiled the new Admiralty e-Navigator
solution which will revolutionise navigation and fleet
management as an optimum information database with
time and cost-saving benefits.

Providing  a single, real-time view to the mariner, their
shore based managers and their suppliers, across a wide
range of maritime information, the Admiralty e-Navigator
brings together all of the information needed for safe
navigation, voyage planning and efficient fleet
management in one place.

In addition to a real-time view of the paper and digital
chart holdings, real-time ordering and product delivery,
the Admiralty e-Navigator service also provides
consistent tide, weather and other related data at the
fingertips of shore-based managers and mariners, cutting
the complexities of voyage planning, optimising sailing
and port turnaround times and delivering ultimate
operational efficiency.

Rear Admiral Ian Moncrieff, UK National Hydrog-
rapher, revealed that “90% of navigation is preparation
and the ability to reliably plan routes electronically, in the
most optimal way and to readily get access to and
maintain up-to-date official maritime information with
minimal user-maintenance will dramatically reduce the
workload of seafarers.

“New regulations, environmental concerns, the
demands of vessel security, as well as a constantly
changing marine environment are all putting increasing
pressure on marine superintendents and mariners, and e-
Navigator provides the platform for a growing range of
products to improve planning and fleet management that
will be coming on stream.”

Being developed by the UKHO working with MARIS
of Norway, the Admiralty e-Navigator will provide the
gateway to all Admiralty products as well as those of a
wide range of partners, giving access to the best
solutions available on the market. ■
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Web: www.captain-napoleon.com
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SaeMah Co., Ltd
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Hubel Marine B.V.

Operating worldwide and with any seagoing vessel  

P.O.Box 3219, 3003 AE ROTTERDAM   
The Netherlands
Tel: +31-10-458 7338
Fax: +31-10-458 7662
Mob: Erik +31-65-3724457
Mob: Wouter +31-65-32 32159
Email: info@hubelmarine.com
Web: www.hubelmarine.com

Vessel Registration & Classification

Mems Emirates Shipchandlers
(Middle East Marine Services)
Shipchandling and Marine Services

Stockist and Supplier of: Deck, Engine,
Electrical, Cabin, Provision, Bonded Stores, Etc.

PO. Box 124867, Dubai , U.A.E
Tel: 00971 4 2675512
Fax: 00971 4 2675513
E-Mail: memsemirates@fakhro.com
Web: www.mems-world.com

PO. Box 2200,Manam, Bahrain
Tel: 00973 17220027
Fax: 00973 17226122
E-Mail: mems@fakhro.com
Web: www.mems-world.com

Shipchandling and Marine Services

Lapis s.r.l.

Customized Automations,
Boat Battery Chargers,
Shore-Power,
Multiple Power Conversions,
Uninterruptible Power Supply Systems,
Silencers and Advanced Exhaust Systems,
Waste Water Treatment Systems,
Watermakers,

Engineered Solutions designed for Harsh Environments.

Via  San  Giorgio, 6 , 56010 Lugnano (PI), Italy
Tel: +39  050 98 2226 
Fax: +39  050 98 2219
Mob: +39 338 6853 648
Email: sales@multipleautomation.com

energiam@energiam.it
aquam@aquam.it

Web: www.multipleautomation.com
www.energiam.it
www.aquam.it

Specialist Project & Ship Suppliers

Scardana
123 Churchill Street, Greenfield Park, QC, Canada J4V 2M1
Tel: + (1) 450-671-2480 
Fax: + (1) 450-671-3898 
Email: sales@scardana.com
Web: www.scardana.com

Machinery, Engines, Equipment, Spare Parts

- Worldwide Supply and Delivery –
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Specialists in media relations and publishing within
the international shipping and marine services sectors
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