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As we all look forward to what promises to be an exciting and
stimulating ISSA 55th Convention in Dubai, I cannot help but
reflect on what has been a full and thoroughly enjoyable, albeit
testing, second year of my presidency. 

Over the last 12 months, the need to continue to drive forward
the association with the various initiatives we have in place has
been mirrored by the worries and pressures brought to bear as
the shipping industry continues to come to terms with the worst
financial crisis in the shipping industry’s history. Our association
members have worked hard to deliver the high quality services
demanded by their owner and manager clients but still continue to
suffer from late payments and in some cases no payment at all.
Prompt payment and credit issues remain at the forefront of ISSA’s
concerns and we will continue to put pressure on the industry to
value the role of our membership. Ships need crews and crews
and ships need supplies. Ship suppliers continue to play a crucial
role in keeping today’s ships afloat and this has to be recognised
at all times. 

But quality of service is crucial once again and ISSA’s Quality
Standard has remained an important cornerstone of our focus this
year. More and more ISSA members are embracing the ISSA
Quality Standard and work to update it by including additional
aspects such as catering standards onboard ship; security
aspects in light of ISPS and many environmental considerations
such as avoiding the excessive use of packaging and better

control of the disposal of toxic and carcinogenic material in port
has received unprecedented support from the industry at large. 

Indeed, ISSA has received the finest endorsement to date for
its efforts to improve the quality of global ship supply after the
World customs Organisation praised the progress it is making in
upgrading its 2010 ISSA Quality Standard.

In a letter to me, Kunio Mikuriya, Secretary General, of the
WCO, said the ISSA Quality Standard 2010 “clearly demonstrates
ISSA Members’ commitment to comply with all statutory
requirements and to play a leading role in both facilitating the

Kunio Mikuriya, Secretary General, of the WCO,
said the ISSA Quality Standard 2010 “clearly
demonstrates ISSA Members’ commitment to
comply with all statutory requirements and to play
a leading role in both facilitating the needs of the
maritime industry while meeting the international
and domestic requirements associated with
vessel, port and supply chain security”

Dear ISSA Members and Maritime Colleagues
Foreword
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needs of the maritime industry while meeting the international and
domestic requirements associated with vessel, port and supply
chain security.”

He stressed that while the relationships between customs
administrations and companies involved in ship supply have never
been more critical, it was clear that vessel delays cost big money.

“Initiatives such as the ISSA Quality Standard are important
building blocks to ensure high levels of trust exist between
customs and Industry. The nature of the ship supply business is a
unique one. Members of ISSA routinely import and export goods
without the payment of customs charges and generally have
unfettered access to customs controlled areas such as wharves
and bonded stores, so they can go about their lawful business. As
a direct consequence, it is not unreasonable of customs to expect
in return high levels of voluntary compliance with customs and
other legislation,” he wrote. 

This endorsement by the WCO follows similar support
forwarded by InterManager in July of this year. In a similar letter to
me, InterManager President Roberto Giorgi welcomed the
upgraded ISSA Quality Standard and said it was very encouraging
“to see that ISSA is determined continuously to improve standards
of service provided”.

I have already gone on record saying that I want to encourage
membership growth of ISSA through the development of ISSA's
Quality Standard so that it becomes a beacon for quality and an
example to other sectors as to how to work with regulators to gain
maximum benefit for member companies. 

I must reflect on Mr Mikuriya’s words when he said in his letter
that the ISSA Quality Standard 2010 “provides a sound basis at a
global level to guide national customs administrations and ISSA
Members in dialogue over appropriate procedures and processes

to ensure compliance with controls, but also equally importantly
to ensure the rapid facilitation of the legitimate requirements of
industry with minimum intervention and ‘red tape’. 

“The active involvement of ISSA in the WCO issues is highly
constructive and greatly appreciated. I look forward to this
relationship developing further in the future,” he said. 

Ship suppliers must be at the forefront in putting the
environment first and when it comes to the services they provide
ship owners and managers and they need to be more vigilant
about the type and content of shipboard waste they may be asked
to dispose of. I cannot stress hard enough how suppliers need to
be fully aware of the complexities of international as well as regional
and national legislation governing the disposal of hazardous and
noxious substances.

ISSA launched ‘Green ISSA’ to emphasise the ship supply
industry’s acknowledgement of the importance that the
environment plays in the global shipping industry. Suppliers can
find themselves caught up in a legal and legislative nightmare if
they are pressurised to dispose of what they believe is harmless
shipboard waste. In some instances, such waste can contain more
than the suppliers bargained for. By agreeing to handle the waste
they are then responsible for it and can face hefty fines or legal
action. By that time the ship will have gone.

We want to make all our members, and the industry in general,
aware of the importance of the environment and we encourage
them all to start thinking green in everything they do. Whether it is
the type and amount of packaging they use or the extent of their
own carbon footprint. But it is the issue of garbage disposal that
throws up the most complications, especially when suppliers are
put under pressure to assist by their owning and management
principals.

May I welcome you all to Dubai in November for our
Convention and I look forward to catching up with close friends
and colleagues then as we enjoy a full and packed conference
agenda. Curtain raiser convention coverage starts on p26 of this
issue and there will be a comprehensive follow-up of events and a
look forward to next year’s Convention which will be held
immediately prior to the Nor-Shipping Convention in June in the
December issue of The Ship Supplier.

You can send in your comments and views to the ISSA
Secretariat either by phone on +44 20 7626 6236; Fax: +44 20
7626 6234 or by email secretariat@shipsupply.org.

Jens Olsen
ISSA President

Foreword 9

ISSA launched ‘Green ISSA’ to emphasise the
ship supply industry’s acknowledgement of the
importance that the environment plays in the
global shipping industry. Suppliers can find
themselves caught up in a legal and legislative
nightmare if they are pressurised to dispose of
what they believe is harmless shipboard waste



South Africa
A positive injection to the economy

A positive injection to the economy can appear in many forms, but
as the host nation for the 2010 FIFA World Cup, South Africa has
enjoyed global interest and a boost to industries such as tourism
and construction through the completion of new roads and venues
to assist the smooth running of the event. For ship suppliers based
in the country, the World Cup has also played a dominant role in
trade patterns as John Joannou, chief executive of National Ship
Chandlers explains: “This year after the World Cup, we have had
a decrease in incoming traffic in all the ports generally. This started
towards the end of May and business has been reduced in
General. From my experience I assume that the world financial
climate has had a 60% effect on this slow down, otherwise I was
expecting a small slide after the World Cup in South Africa.” 

National Ship Chandlers was established in 1941 in Cape
Town and serves the ports of Saldahna and Mossel Bay. Since the
1980s, the business has expanded and now serves a range of
ports in the region including Port Elizabeth, Durban and Richards
Bay and in addition, has served the newer ports of Kogha and East
London since 2004. Mr Joannou explained that his strategy in
overcoming decreased trade at these ports is “to reduce our
margins so we can offer good deals in comparison with other
competitive ports and also to source better prices and volumes
through our buying power around the world.” 

Mr Joannou added that his business is currently in the process
of finalising accreditation, namely ISO 9001/2000 and explained
his focus on customer service: “The best thing at the end of the
day is to have happy customers. In all aspects, in price
competitiveness, quality and service, it is rewarding at the
completion of a supply to shake the hand of the master of the

vessel, as he assures you that he is happy and satisfied, stating
“job well done”. Regarding the future for his business, Mr Joannou
concluded: “After 40 years in the industry I have learnt that the sea
never dies, it just gets sick. We will have better days coming back
again and we will be ready and alert for a future where everything
is possible”

Changing markets have also had an affect on distributors
working with ship supply companies in South Africa. As Sven
Kraunsoe, sales manager at Rumo International, worldwide official
distributor of maritime Coca-Cola products explained, the
economic crisis in Europe and America has meant that countries
rich in natural resources such as South Africa have seen a
strengthened currency, in contrast to the weakened dollar and the
euro. “Our sales are hit because our price in euros and dollars is
much higher” Mr Kraunsoe said. “So we’ve had to cut down the
cost of products and it has affected our pricing.” He added: “It has
made us look at alternative markets such as South America rather
than just our traditional markets. At home, we have streamlined
ourselves to be ready for change and to remain competitive. You
have to work closely with your clients and your relationships get
stronger because you’re working to ensure you can offer the best
possible prices and services so relationships are strengthened.” 

Krish Pillay, managing director of PNN Ship Suppliers and
Logistics, a company based in Cape Town and primarily servicing
the needs of vessels operating in West Africa also described how
the recession has impacted business in the region: “The
perception in South Africa is that the recession has passed.
However, in my opinion we are only seeing the effects now and
realise how this downturn is impacting on our turnover.” Mr Pillay
added: “All players in the oil gas industry have slowed down on
production and are waiting to see where the demand will come
from. Vessel management are all seeking to trim their expense
budgets and thus looking for more competitive vendors to service
their requirements. They too have felt the effects and are now more
compromising on their pricing structure or market share when
dealing with oil extraction contractors and companies.” 

Mr Pillay confirmed that his business holds ISO 9001: 2000
accreditation. Describing his approach to customer relations he
added: “We pride ourselves on good business ethics and excellent
quality of service and are continuous in our efforts to develop a
unique act of supply and service transfer against an ever increasing
competition.” Regarding his strategy to overcome poor markets,
Mr Pillay concluded: “With the high turnover and profitability ratios
achieved when we were supposedly in a recession of last year, our
aim is maintain this progression by increasing our marketing
budget for broader exposure on website links, quality shipping
magazines and brochures. I am optimistic that we will succeed in
soliciting new business and confident that we will see a kick start
to our own economy and that of other countries.” ■
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Egypt
Economic conditions are set to improve
Lucky Dolphin Marine Services was established in the late 1980s
with a small office in the Suez Port, situated at the south entrance
of Suez Canal, Egypt and supplies a range of goods including
bonded stores, spare parts and safety equipment.

The company holds accreditation including ISO 9001, ISO
14001 and has also received the ISSA quality standard and since
expanding in the mid 1990s to larger premises in Port Said, has
grown to include branches in ports such as Alexandria, Damietta,
Safaga, Ain Sokhna and Adabiya.

Mamdouh El Boghdady, president described his concerns
regarding Egypt’s position in current markets: “Our region was
affected by the financial crisis of 2008 and in the recession climate,
international trade has declined.

Decreasing numbers of vessels are transiting the Suez Canal
and there is piracy off the Somali coast and the Gulf of Aden. In view
of these circumstances we have implemented new strategies to
accommodate these changes and minimize effects and have been
successful in keeping business volume and sustaining customer
satisfaction, though planned growth rate was not achieved.” 

Despite not reaching expected growth targets, the president

discussed his hopes for improvements in the Egyptian market:

“Economic conditions have improved in the last few months for the

ship supply industry.

I think during the fourth quarter of this year conditions will

stagnate but I hope that the first quarter of next year will show some

improvements and that tensions around the world will ease.” “From

our perspective” he added, “the most important issues are credit

problems due to some ship owners’ insolvency which can make

granting credit a difficult decision for ship suppliers.”

To assist with this difficult situation, the president suggested the

formation of a bank of information within ship supply organizations,

which could be supported by members around the world in order

to exchange information concerning creditworthiness.

He concluded: “Besides applying the international quality

standards our main concern is to deliver good quality products

accompanied with all necessary certificates using only famous

certified producers around the world.” ■
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Nigeria
New strategies
As the greatest African exporter of oil, the Federal Republic of
Nigeria boasts a rapidly expanding economy and is the eighth most
populated country in the world.

Though ship suppliers in the region may benefit from export
traffic at Nigerian ports, the impact of negative world markets is still
a vital concern. Ali Ayoub, manager at Ayoub International Marine
Services, which specializes in the servicing of products such as
fire extinguishers and liferafts, explained: “Regarding current 
market conditions, I can say that it is hard and that in the financial 
climate, many companies have suffered with melt down.

2008 and 2009 were the most difficult years. It has affected my
business because many ship owners refused to pay on a timely
basis and instead, they prolonged payment from 30 days to 90
days.” 

Based in Lagos and with a branch in Port Harcourt, Mr Ayoub
founded his company in 2000, utilising knowledge and skills learnt
from his father who was in the ship supply business for 40 years.
Despite challenging financial times, Mr Ayoub expressed a positive
approach towards future business plans and emphasised the 

need for a solid work ethic in order for businesses to progress 
and in order to “benefit the industry as a whole.” “My hopes for the
coming months are that the economy will be moving back on 
track,” Mr Ayoub added. “My strategy to overcoming difficult
financial markets is to reduce my expenses and man power, to
contact my clients on a regular basis and to discuss how we can 
all still do business without affecting the other party.”

Mr Ayoub also emphasised the need to monitor price lists on a
monthly basis and to “concentrate on increasing the quality of goods
and services as these are the tools for a healthy, long relationship.” 

Marcia Cordelia of Adagoz Nigeria Services, also based in 
Lagos and Port Harcourt explained how ship supply in the region
has altered over time: “Being in the business for almost 20 years, 
we have seen the ups and downs.

The economic recession has affected the shipping industry 
but we have been able to face these challenges and that’s why 
were still in the business.” Ms Cordelia described problems such 
as vessel owners giving supply to unaccredited agents and ship
owners not paying according to the terms of agreement. ■





Situated on the Persian Gulf coast, the
Emirate of Dubai is a vibrant metropolis and
prominent hub for international trade. On
November 20 and 21 Dubai will gain even
further prominence in the ship supply world
as the InterContinental hotel, Festival City
hosts the 55th ISSA convention debate. As
members gather from across the global ship
supply community, the convention will focus
on current trading conditions and as ISSA
senior executive vice president Rocky
Rocksborough-Smith noted, the convention
slogan of ‘Keep calm and forge ahead’ will be
particularly pertinent, along with an emphasis
on ‘Staying the course.’ For ISSA members
based in the region, the convention marks an
exciting time to discuss pertinent issues on
both a local and global scale. 

Regarding the convention, Saeed Malik,
president, UAE National Ship Suppliers Association and president
of Dubai-based ship supply and services company Middle East-
Fuji said: “Piracy is on our top agenda as it is affecting the supply
and shipping business. I think this will be our hot topic this year.”
He added: “In addition to the piracy topic, there are a good
number of ship operators and owners coming this year which will
make for excellent networking for ship suppliers.” Regarding the
conference programme, Mr Malik noted that key figures such as
vice admiral Rinaldo Veri, deputy commander of Italian Joint
Operations Headquarters will be attending and said: “We have
never had a navy admiral attend the ISSA convention to make a
speech before and Dubai provides an excellent infrastructure for
such an event.”

Though the convention is likely to boost morale within the ship
supply community, the recession is still presenting challenges for
those based in Dubai as Mr Malik said: “Obviously there is a
Recession not only in the Middle East but also in the world. It has
affected the ship supply industry as we are closely connected with
ship operations costs and as cargo has been reduced, business
has gone down, the consumption of stores has reduced and ship
operators are trying to reduce their operations costs so purchase
budgets have been reduced. In addition, some newbuildings have
been cancelled or delayed.” 

Mr Malik described his strategy, as president of Middle East-
Fuji, in promoting growth: “Our challenge at present is to work
closely with local Government Authorities (customs), and other
GULF ports in the region for smooth ship supply operations. We
also need to work with ISSA and other Asian national associations
to bring up our difficulties and the problems we are facing for
possible solutions.” He added: “Our forecasts and bankers are
advising us about signs of recovery on the horizon. We believe that

by 2011, things will get much better and newbuildings will be back
on the order list at yards. We are positive about the recovery.”

Biji Joseph, senior manager at Middle East-Fuji’s finance and
administration department explained how the company has grown
significantly since it was established as a joint venture between
Middle East Shipstores and Japan’s Fuji Trading Co in 1991:
“Today, Middle East Fuji has over 100 staff at the head office in
Dubai, where we have invested greatly in state of the art
infrastructure, equipment & stocks. We have branch offices at Abu
Dhabi, Fujairah, Khor Fakkan, Mina' Saqr in UAE and in Muscat
and Salalah in Oman through our subsidiary, Middle East-Fuji –
Khimji’s Co. We are able to support our customer operations at
most major ports in the Middle East. Middle East-Fuji also
represents various major manufacturers of marine equipment as an
agent and stockist, including Samson Rope, Shinko Industries,
Nitto Kohki, Nakakita Seisakusho Ltd and Fukui Seisakusho.” 

He added: “In recent years the company has extended its
services to marine construction, onshore and offshore oil and gas
and power related construction and operation projects in the
region by launching an industrial division. Our engineering services
division has joined hands with Walrus Marine and Engineering Co.
Ltd, India to form a new company by the name of Fuji Walco
Middle East. The company has a team of factory trained engineers
and industry professionals who can cater to the needs of
customers with quality products and after sale services.” Mr
Joseph was optimistic regarding his company’s future and
concluded: “We are seeing a shift in customer focus towards
quality suppliers in recent years. Our global network and quality
services for all vessel needs are our strengths, which have kept
sailing even in the troubled waters. We forecast the growth to
continue in coming months.” ■
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Dubai
Focusing on quality
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Bahrain
Understanding customer care
The Kingdom of Bahrain (meaning “two seas” in Arabic owing to
the freshwater springs on land and saltwater ocean surrounding
the archipelago) is renowned for its natural resources such as
pearls, fish stocks, natural gas and oil. In 2009, a new port, Khalifa
Bin Salman opened and during the first 12 months of operations,
the total number of teus using the port increased by 13.2%.

With this new port enhancing Bahrain’s status as a focal point
for export and import activities in the Gulf, local ship suppliers
are concentrating on business developments to coincide with
increased port traffic. Clive Sherer FCIB, general manager at 
Pearl Marine Services explained: “The shipping industry will
continue to expand, and its current statistics of moving goods
across the globe further underpin that shipping is here to stay. 

This is further evidenced by the expansion plans of Bahrain,
with its new high-tech port facilities and further plans to dredge for
bigger and better vessels.”

Mr Sherer added: “Customer care demands will continue to
increase along with environmental considerations. We try to keep

ahead of the game and are comfortable with our ongoing
expansion plans, not only across the region but outside of that 
too.” Naturally, it is important that good business practice should
accompany successful expansion and Mr Sherer was resolute
when discussing his company’s approach towards customer
relations: “To keep our high standards, all staff operate within a 
strict code of truly understanding customer care.

Whenever we have supplies delivered to us, each is inspected
before being repackaged into Pearl Marine boxes before being
taken to the ships. Our suppliers know that we will reject 
sub-standard goods, although generally we do not need to reject
much, as the standards are high before they even reach us.” 

He added: “As we are about to complete our ISO 9001:2008
procedures, it enables us to re-examine everything we do 
and how we do it, and with internal control systems building, prior
to formal certification, we will then be operating within new
operational procedures to keep our focus sharp and to have
constant reviews.” ■
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Fujairah
Optimism for future markets
As part of the Adel Fakhro and Sons group, Middle East Marine
Services (MEMS) provides a ship chandlers service to ports in the
U.A.E, Bahrain, Qatar, Oman, Cochin and Mumbai. 

With a branch office in Fujairah supporting the company’s head
office in Manama, Bahrain and centralised stocking and supply
centre in Dubai, the company is accredited by IMPA, ISO 9001:2008
and has been awarded the ISSA quality standard. Regarding current
trade, Mr Johnson Baby, general manager cited “major issues” such
as liquidity and costing, competitive pricing and customer retention
as vital concerns and said: “My company of course has felt a major
blow during this period of recession but now, I am optimistic.”

Mr Baby described positive aspects of the current markets and
noted that “overall confidence in the industry is developing steadily”.
“Cutting down expenses and stocking material are two major ways
of overcoming and making use of the situation” Mr Baby concluded.

Another major company within the region is Seven Seas Ship
Chandlers which forms part of the global ship supply company Eitzen
Maritime Services (EMS) and serves Fujairah and all other major ports
in the UAE. Since commencing its UAE operations in 1986, the

company has gained ISO 9001:2008 and ISO 14001:2005
certification and is in the process of certifying its main hubs with ISO
22000. EMS company representative Eugenio Gadea said: “Without
a doubt, the market is quite sluggish, especially for container traffic.
Main customers are experiencing reduced spend, heavy budgeting
and issue order amendments more frequently than before. In the
particular case of the UAE, the recent real estate market crash has
affected the import of raw materials thus experiencing reduced ship
movement.” He added: “In general terms, we are forced to keep a
constant check on credit worthiness of clients in the current financial
markets.” 

“We see this situation as a challenging time” Mr Gadea said. “The
market is expecting us to become better and to try harder. We think
that adapting to new conditions means improving our operations in
order to both exceed customer expectations and to enhance our
cost structure. In order to do this, we are actively working in HSEQ
procedures. Our global reach, with branches covering key ports in
the world, also represents a high value to our clients, as we are
effectively a one stop shop for marine supplies and equipment.” ■



The UK’s largest Ship Supplier offers a fast, reliable and
competitive service 24/7. Using our Global Sourcing and
Procurement Network we offer our customers good
qualitymarine stores at competitive prices.

Services
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• Bonded stores and slopchest
• Cabin Stores
• Medical

• Deck stores
• Engine Stores
• Spare Parts
• Safety

International Offices
• Rotterdam - All North
European Ports

• Dubai/UAE – All ports
• India – All ports

Type of vessels supplied
• Cruise
• Offshore
• Towage/Salvage
• Merchant
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• Military
• Support/Supply

Membership Accreditations
• BASS • ISSA • IMPA

Head Office contact details
Tel: + 44 (0)1179 821229 Fax: + 44 (0) 1179 822214
E mail: info@admiralharding.com Web: www.admiralharding.com

UK Offices
• Aberdeen
• Avonmouth
• Falmouth
• Glasgow
• Grangemouth

• Immingham
• Leith
• Liverpool
• London
• Milford Haven
• Southampton
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ISSA and Ship Supply News

The Hamburg – headquartered German Shipsuppliers
Association has published the 38th edition of its annual
German Shipsuppliers Register containing information on

153 ship store merchants in 34 ports in Germany and Austria. 
In addition to company names, addresses, telephone, telex

and facsimile numbers, email addresses, web sites and lines of
business, the Register details the names of proprietors, branch
offices, ports of delivery, departments, managing directors,

managers, clerks, agencies and information on the distribution of
specific items.

More than 4,000 copies of the 128-page A5 size English
language Register will be distributed worldwide to shipowners,
shipbrokers, companies allied to the shipping industry and to
shipyards. 

The Register includes data on Association member companies
considered as bona-fide ship store merchants and it enables a
shipowner to select “his” supplier from a large number of
companies. Moreover, the Register provides extensive information
on the ship store trade in Germany and Austria for the wholesaler
trade and others connected with the shipping industry.

An online version of the German Shipsuppliers Register
2010/2011 can be downloaded from the Association’s website
www.shipsuppliers.de  under “Publication”, “By our Association”.

In July, the German Shipsuppliers Association launched its
new website. In addition to being a completely new design it
contains a new searching tool. Members listed in the online
members directory can now be found by using different search
features such as ‘category’ which covers general ship suppliers,
technical ship suppliers etc), ‘cities’, ‘alphabetical order’ and a
complete ‘list’. 

There is a new special search feature with ‘search
terms/keywords’ which enables users to enter the name of a
product and find the names of German ship suppliers handling
such products. The industry has welcomed this initiative. ■

German Shipsuppliers Association publishes
2010/11 register and launches new web site

As current market conditions prove a
challenging hurdle for both fledgling
and well-established ship supply

companies, Argentina faces exciting new
opportunities within the field of ship 
supply, according to Mr J. Salomon, chief
executive of INS Shipchandlers. 

With its head office located in Rosario,
the largest city within the Santa Fe province
and with a branch office in Buenos Aires, the
company is dedicated to serving all harbours
within the country and as Mr Salomon
explained, demand is high: “I think that our
region has a huge importance in the world
since countries such as Argentina and Brazil

produce commodities and food, which the
rest of the world is demanding. This is
undoubtedly a great benefit for us since there
are more vessels coming to our region to
look for these products. There are 3,000
vessels coming to our region every year.” 

However, an increase in ship numbers
must not lead to a decrease in customer
service, as Mr Salomon confirmed:
“Nowadays the owners pay more attention
to not losing time or money, two words which
are synonymous in the business world. We
always try to reduce the margins of error so
that our clients do not have to lose any time,
delivering in due time and looking for faster

ways of making required repairs.” Ensuring
good customer relationships is one element
of Mr Salomon’s approach, but what are his
hopes for the future development of INS
Shipchandlers? “Our company has ten years
of experience during which we have learnt
many things, especially from our clients” he
said. 

“Today we are running two companies in
one with one area dealing with provisions
and another with repairs. The alliance of
these two activities produced bigger
business opportunities that we are now
developing and intend to improve on these
in the near future.” ■

Positive Outlook for Argentine Supplier
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The voluntary efforts of ship supply
companies to adhere to security
standards in order to protect the

supply chain should be officially recognised
by customs authorities. This would enable
ship supply companies to become
Authorised Economic Operator certified,
regardless of their country of operation. In
2009, the first European ship supply
company was certified as an AEO – the
European version of the global security
certification scheme of private industry to
enhance border and trade chain security,
combat organised crime and terrorism and
help detect and prevent contraband
smuggling against real, tangible and
meaningful facilitations and simplifications
for our industry. 

AEO was discussed by ISSA members
at the 2009 ISSA Convention in Turkey and
will again be on the agenda for this year’s
convention in Dubai. European ship supply
companies are now beginning to see the
benefits of the AEO scheme, especially in
the wake of the potential benefits offered
under the modernised customs code,
currently in discussion with the European
Commission. Make no mistake about it,
becoming an AEO is a serious step for any
ship supply company. It means a substantial
investment in time and resources and may
lead to changes in procedures and working
methods, not to mention the potential for
additional physical investments which need
to take place. 

Ship suppliers become AEO certified
because they wish to contribute to global,
national and local security.  Increased
security and a good dialogue with customs
allows for trust to be developed between
customs authorities and the ship supply
company. It is important to underpin this
trust by accrediting the controlled and
approved ship supply companies with an
official title or certificate which the AEO
programme would provide. 

Ship suppliers should be able officially
to be considered ‘trusted, low-risk traders’,
says Arne Mielken. This is even more
relevant given the 24/7, 365 days ‘just-in-
time’ nature of the shipping business and
our recognised special role in ‘incident
recovery programmes’. 

Trade facilitations and simplifications
are a natural consequence of ‘trusted, low-
risk traders’. 

Obviously, expedited border clearance,
expedited processing and release of your
goods, financial guarantee waivers,
reductions or rebates,  pre-qualification for
simplified procedures,  self-assessment,
the move from transaction-based to
system -based controls, priority customs’
processing during a period of elevated
threat conditions and priority treatment in
post-incident resumptions and trade
recovery programmes are benefits, which
are indispensible for ship suppliers. 

Having AEO status can also be
a significant factor in determining the

administrative settlement of a customs’
offence. I believe that only with these kinds
of simplifications can ship suppliers
compete in today’s complex world. 

Yet, while the Europeans consider the
possibility of being AEO certified as given,
other countries limit access to these
facilitations and official AEO recognition to
certain types of trade like importers and
carriers, potentially excluding ship supply.  

Apart from the obvious questions of
competitiveness and opportunities  to help
small and medium exporting companies to
develop and prosper, this  may also result
in a significant ‘security’ problem. Not
allowing exporting companies to join this
system means that there is no incentive for
them to enhance security voluntarily. Yet,
exporting companies deal with vessels
(and airplanes/trains) in the same way as
importers do. 

The threat of a security breach is
therefore as real for exporters as it is for
importers. Why therefore discriminate in
accessibility to AEO programmes?  

I firmly believe that traders wishing to
become AEO certified, regardless of
whether they export or import, should be
commended for their decision to adhere to
the national security programme and not
rejected. Consequently, of course, they
should be able enjoy the same benefits
and simplifications to the same extent as
all the other AEO certified traders. ■

Importance of ship supply
and AEO certification By Arne Mielken,

ISSA Customs Advisor
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Turkish general ship supplier, repairer
and trading company, Arma Marine
Services SA, (ARMA Int. Ship Supply

Inc.Turkey), is celebrating its tenth
anniversary this year with a landmark
agreement with Eitzen Marine Services
division EMS Ship Supply to act as exclusive
supplier for all Turkish ports, straits and
offshore services.

The agreement, which has been in
effect since January 1, allows Arma to utilise
EMS Ship Supply as its service supply
partner for deliveries in ports outside Turkey
where EMS is present or can deliver. It also
stipulates that Arma can describe itself as
‘Turkish representative of EMS Ship Supply’.

Speaking at the time the deal was
concluded, Arma executive director Osman
Bilgin said his company’s priority was to
meet customer demands. Arma, he said,
always focused on how it could provide the
best services. It had secured a leading

position among its peers in Turkey and had
become a market leader. “With this
agreement, we have taken one more step
to give higher quality service to our
customers [through] the help of our wide
experience and the global network EMS
Ship Supply,” Mr Bilgin said. 

Per Lokkegaard, vice president Global
Sales and Marketing at EMS Ship Supply
added: “There are huge opportunities in a
partnership [such] as the one that we have
signed; the synergies that can be profited by
having two compatible companies working
together represent a real value to our
customer base. 

“We at EMS consider ourselves a link
that adds value in the supply chain; clearly in
an agreement such as this, the customers
win by having the peace of mind of being
served in any Turkish port by a company
that has the reliability that comes with the
trademark EMS Ship Supply.” ■

Arma marks tenth anniversary with
exclusive EMS deal
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ISSA Quality Standard 2010 wins
WCO and InterManager support
ISSA has received the finest endorsement

to date for its efforts to improve the
quality of global ship supply after the

World Customs Organisation praised the
progress it is making in upgrading its 2010
ISSA Quality Standard.

In a letter to ISSA President Jens Olsen,
Kunio Mikuriya, Secretary General, of the
WCO, said the ISSA Quality Standard 2010
“clearly demonstrates ISSA Members’
commitment to comply with all statutory
requirements and to play a leading role in
both facilitating the needs of the maritime
industry while meeting the international and
domestic requirements associated with
vessel, port and supply chain security.”

He stressed that while the relationships
between customs administrations and
companies involved in ship supply have
never been more critical, it was clear that
vessel delays cost big money.

“Initiatives such as the ISSA Quality
Standard are important building blocks to
ensure high levels of trust exist between
customs and Industry. The nature of the
ship supply business is a unique one.
Members of ISSA routinely import and

export goods without the payment of
customs charges and generally have
unfettered access to customs controlled
areas such as wharves and bonded 
stores, so they can go about their lawful
business. As a direct consequence, it is 
not unreasonable of customs to expect in
return high levels of voluntary compliance
with customs and other legislation,” he
wrote.

This endorsement by the WCO follows
similar support forwarded by InterManager
in July of this year. In a similar letter to the
ISSA President, InterManager President
Roberto Giorgi welcomed the upgraded
ISSA Quality Standard and said it was
very encouraging “to see that ISSA
is determined to continuously improve
standards of service provided”.

Quality of supply service has long been
a cornerstone of ISSA’s work to improve
the image of the industry and
enhancements to its existing Quality
Standard will take into account a number
of fresh initiatives such as catering
standards onboard ship; security aspects
in light of ISPS and many environmental

considerations such as avoiding the
excessive use of packaging and better
control of the disposal of toxic and
carcinogenic material in port.

ISSA President Jens Olsen has already
gone on record saying that he wants to
encourage membership growth of ISSA
through the development of ISSA's Quality
Standard so that it becomes a beacon for
quality and an example to other sectors as
to how to work with regulators to gain
maximum benefit for member companies.

Mr Mikuriya added: “The ISSA Quality
Standard 2010 provides a sound basis at
a global level to guide national customs
administrations and ISSA Members in
dialogue over appropriate procedures and
processes to ensure compliance with
controls, but also equally importantly to
ensure the rapid facilitation of the legitimate
requirements of industry with minimum
intervention and ‘red tape’. 

“The active involvement of ISSA in the
WCO issues is highly constructive and
greatly appreciated. I look forward to this
relationship developing further in the
future,” he confirmed. ■

Desmond Teo honoured
by Singapore government

ISSA members have paid tribute to Gaylin International’s
Desmond Teo, who received a Singapore government Public
Services Achievement Award at the Singapore National Day

ceremony on August 9. “I am proud and honoured to be
associated with such a dynamic character. May God bless him for
many years to come,” said Abdul Hameed Hajah of fellow
Singaporean company Black Sea Marine & Trading Pte Ltd, and
ISSA executive vice president. ■

As the 2012 regulations concerning the mandatory carriage of
ECDIS onboard creep ever closer, ship owners will be keen
to improve their knowledge of electronic navigation to ensure

a smooth approach towards this technology. 

Software solutions provider Transas Marine has developed a
new website dedicated to providing owners with an in depth and
informative guide to ECDIS and its applications. 

The free guide is designed to assist in promoting optimum
performance of ECDIS, saving operators time and money. A wide
range of tips and ideas are provided so that even those who feel
apprehensive about the changeover process will find considerate
advice and guidance. The website is available at: www.ecdisfit.com ■

Transas Marine offers
ECDIS advice
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Leading UK supplier Hutton's has
agreed a partnership with air
disinfection company Inov8 Science

Ltd to become sole UK shipping and
offshore industry distributor of its air
disinfection system which helps to prevent
the spread of fungus, viruses and bacteria,
including norovirus.

According to Inov8, the unit can make
a room 99.9% free of biological airborne
material within approximately one hour.
The UK's National Health Service
estimates that around 30% of infections
are caught via airborne methods of
transfer.

The maritime benefits of Inov8's Air
Disinfection (AD) unit include:

● Reduced outbreaks of norovirus on
cruise ships

● Improving seafarer health and
offshore workers health in enclosed
working environments

● Reduced loss of working time due to
illness

"Hutton's is at the forefront of
improving seafarer health and when a
product comes along which has such a
drastic positive impact we have no
hesitation in putting our resources behind
it,” said John MacDonald, general
manager of Hutton's Medical. 

“This device is being used in UK

hospitals to help prevent outbreaks of

infection and it has the potential to

become invaluable onboard ships too. In

fact Hutton's is so impressed by the

product that we are installing one in our

head office to prevent the spread of

colds."

Keith Esdon, Inov8 central support

manager, said: "Operating within enclosed

spaces, the unit takes in the surrounding

air before combining it with olefin (a natural

compound responsible for the scent of

plants and flowers) to create hydroxyl

radicals. This is a natural process but

doesn't usually take place within a

contained environment because the

component parts (a required mixture of

ozone and plant olefins) are not present.

We effectively duplicate the process that

goes on outside within our machines.

"Hydroxyl radicals take hydrogen from

the proteins that make the cell walls of

viruses and bacteria. They puncture the

cell walls and render the virus mechanisms

useless. In effect they change the way

viruses work by altering their ability to do

what they do. So our machine can

effectively destroy the airborne viruses and

bacteria in an enclosed environment like a

ship." ■

Huttons links forces to
combat spread of viruses
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The shipping industry may be having its problems but if there is one thing its ships need in good times and
bad is the supply industry which is why visitors from over 30 countries are expected to gather at the rather
grand Intercontinental in Dubai’s Festival City to discuss what the future will hold.

This year’s Convention is themed: Keep Calm and Forge Ahead – an apt and highly emotive branding when
you consider the current economic climate. But one which promises to produce some of the finest speakers
currently on the maritime conference circuit. 

Under the patronage of H.R.H. Sheikh Hamdan bin Mohammed bin Rashid Al Maktoum, Crown Prince of
Dubai, the 55th ISSA Convention and Trade Exhibition will prove to be one of the most high profile conference
line-ups in recent years with a whole host of the world’s leading ship managers and ship suppliers crossing
verbal swords on the economic and market driven issues facing the global ship supply industry today.

ISSA’s strong role as a member of the Executive Committee of InterManager, the international association
for today’s third party and in house ship managers, has also started to bear fruit when it comes to the attraction
of key speakers. InterManager has decided to hold its own Annual General Meeting the day after the ISSA
Convention so the world’s most prominent and influential ship managers will be in town and will be encouraged
to visit Convention and network with the valued suppliers and ISSA members.
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Don your dishdash, slip into something rather cool and 
prepare for a weekend of the best networking and debate
about global ship supply because the 55th ISSA Convention
is coming to Dubai from November 20th to 21st. And it all
promises to be one cracker of a convention. 

Forgeahead



The later hosting of Convention,
in November as opposed to its
normal September or October dates
from years past – mainly because of
the cooler days, has tied in well with
InterManager’s AGM plans. And
their closer involvement in the
operations and plans of ISSA and
global ship supply is something that

ISSA President Jens Olsen welcomes with open arms, especially when
it is in the industry’s interests to cooperate and get through this tough
financial period.

Ship managers and ship suppliers “find themselves in the same boat”
when it comes to dealing with ship owners’ cash flow problems, he told
TSS, claiming it was now time for owners to be more upfront with their
suppliers if they are experiencing problems as late payment can have
disastrous effects on suppliers’ own cash flow and their ability to supply
ships in the world’s major ports. 

“Late payment, and in some cases the non-payment of ship supply
invoices, is a growing concern for ship chandlers in the world’s ports
and causes us further concern now we are in the midst of the global
downturn and the slump in shipping movements.

“We are working as an association to help our members by showing

owners the impact their slow paying has on the ability of companies to
continue to supply them. Other innovative ideas are under active
consideration to get around this problem but it remains our principal
cause of concern on behalf of our members. 

“I believe the time has come for ship owners and managers to look
upon their ship suppliers as partners without whom their vessels simply
could not operate. You have to question whether you regard your
supplier as an ally or as a foe: a partner or a necessary evil. I would
hope the former in both cases.” 

ISSA is a strong supporter of the work of InterManager and has
contributed to the running of the association through its membership
of the elite InterManager Executive Committee. So it is no surprise that
both the InterManager President Roberto Giorgi and its Secretary
General Kuba Szymanski have agreed to speak at Convention.

Convention will be opened by Mohammed Sharaf, managing director
of DP World, the major sponsor of
the event. Roberto Giorgi, who is
also President of V.Ships as well as
President of InterManager,  has
agreed to be the Convention’s
keynote speaker and will speak 
on the subject of “The Shipping
Partnership: Fact or Fiction”.
Partnership between owner /
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Welcome 
from Jens Olsen, ISSA President

Dear ISSA Members & Maritime Colleagues:
Whether the recession is over, double dipping or
reappearing one thing is for certain: ships are continuing
to be supplied! So it is with this cheering thought that
our theme for ISSA’s 55th International Shipsuppliers
& Services Association Annual Convention and
Exhibition in Dubai this year is: “Keep Calm – and forge
ahead!”

There are clear signs of recovery around the world
and it would be folly to pause now in your efforts to keep
the business you have got and explore new horizons.
And that is just what the ISSA Convention & Trade
Exhibition is all about: business. Nowhere else can you
meet buyers and suppliers from over 50 countries for
sure than at an ISSA Convention.

So it is my great pleasure to invite you to the dazzling
city state of Dubai for what promises to be a fast paced,
informative and hugely enjoyable event that will enable
you to forge those new business alliances around the
globe and move your business ahead. These days we all

have to innovate if we are to survive so our Programme, which we are
busy developing, will focus very much on some new, clever and very
interesting ways to gain new customers and keep existing ones.

We will address the emerging consolidated bigger ship supply
operations and reassure the smaller member companies of their
importance in our global 24/7industry. The Middle East continues to

hum with activity and combining
attendance at ISSA 55 with visits to
Gulf-based customers (old and new)
could all add up to a very worthwhile
investment for you in time and
money.

Our friends at the UAE National
Ship Suppliers Association have a
noble tradition of hospitality and I
know we will be made very welcome
in Dubai as we were a few years ago.
So I look forward very much to
meeting you at the end of November
for what promises to be yet another
vintage ISSA Convention.

Thanks and regards,
Jens Olsen, ISSA President

Roberto Giorgi
President, V.Ships and InterManager

Kuba Szymanski
Secretary General, InterManager

30
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Dear Ship Supply Colleagues, 
In my capacity as Chairman of the UAE National Ship Suppliers
Association (UNSSA), and on behalf of ISSA President Jens Olsen, it
gives me great pleasure to invite you to participate in the 55th Interna-
tional Shipsuppliers & Services Association Annual Convention and
Exhibition which, this year, is being hosted by UNSSA in Dubai. 

We are delighted to be hosting once again this prestigious
Convention, which will allow those involved in the ship supply
industry to exchange views and consider the real issues concerning
the industry.

The event comprises of a two-day conference, an exhibition and a
host of daily and evening networking functions and an accompanying
person’s programme. Your host city Dubai, is widely regarded as the
leading centre of business and tourism in the Middle East region. 

Dubai offers a sophisticated infrastructure as well as a wealth of 
shopping, sport and leisure activities and the opportunity to enjoy the
traditional Arabic hospitality and delights of the Arabian Gulf. If you have
any questions or would like to receive further information to ensure your

participation, please do not hesitate to contact: Alan Kelly, 
ISSA Convention Project Manager on +971 4 4072503 or
alan.kelly@iirme.com. 

I look forward to welcoming you personally to the event.

With kind regards
Saeed Malik
President - UAE National Ship Suppliers Association

Welcome to Dubai
From Saeed Malik, President
UAE National Ship Suppliers Association



manager and ship supplier is
crucial in today’s tough financial
times so Convention will listen with
interest to hear what Roberto has
to say.

Roberto’s keynote speech
follows hot on the heels of the
Grand Opening Ceremony at
9.30 am on Saturday November
20th when ISSA President Jens Olsen will open proceedings with a
welcome address to delegates. Mr Saeed al Malik, President of
UNSSA (the United Arab Emirates National Ship Suppliers
Association) and ISSA Board Member for the United Arab Emirates
will then give a welcome on behalf of the hosts of Convention before
delegates relax and enjoy the normally exciting cultural slot.  At
9.50am Convention delegates will be introduced to Mr Mohammed
Sharaf, Managing Director of DP World who will officially open the
55th ISSA Convention.

Following Roberto’s speech at 10.30am, ISSA President Jens Olsen
and Convention’s distinguished VIP guests will open the trade
exhibition. Delegates will then be invited to enjoy some coffee and to
network around the exhibition. 

An hour later at 11.30am, Mr Ahmed Butti, Head of the Dubai

Customs, will take to the speaker’s podium and inform delegates about
“Authorised Economic Operator (AEO): How relevant to Middle East
Ship Supply?” At 12 noon, Vice Admiral Rinaldo Veri, Italian Joint
Operations HQ Deputy Commander, will then talk about the key issue
of “Counter piracy operations in the Middle East and Africa and its
impact on the shipping business”. Delegates will find this presentation
particularly interesting especially when you consider Dubai’s close
proximity to the main pirate attack areas.

Torben Brammer, CEO of ShipCentric and a close ISSA friend, will
address delegates at 12.30pm before InterManager Secretary General
Kuba Szymanski takes over the lunch time speaker slot between 1pm
and 2.30pm when he will talk about “Friends and Allies; The importance

of a strong ISSA/InterManager
bond”. Kuba is an active supporter
of the role and work of ISSA and
Convention warmly welcomes him
and his InterManager colleagues to
Dubai. 

Anyone suggesting that the Ship
Owners and Managers Round
Table, due to start at 2.30pm, is in
the after lunch graveyard slot will be
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Rocky Rocksborough-Smith
ISSA Senior Executive Vice-President

Rajaish Bajpaee
Deputy CEO, Bernhard Schulte
Shipmanagement
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way off the mark when you consider
the quality of speakers chosen to
give their views. The Round Table
replaces the traditional Ship
Owners/Ship Suppliers Panel and
will be chaired and moderated by
Rocky ‘The Voice’ Rocksborough-
Smith. But in the venerable line up
will be Convention favourite Rajaish
Bajpaee, Deputy CEO of Bernhard

Schulte Shipmanagement, Roberto Giorgi, President of V.Ships and
President of InterManager, as well as Svein Pedersen, CEO of Noah
Ship Management. Many delegates may remember Svein when he
headed up Thome Shipmanagement’s operations in Singapore and
more latterly when he was President of EMS Shipmanagement. Noah
Shipmanagement is a new Dubai-based management operation set
up by Svein Pedersen and it has already started to take vessels into its
management. 

The Round Table debate promises to be an exciting 90 minutes and
it will be covered in the December issue of The Ship Supplier.

After a well deserved 4pm coffee break and trade exhibition
networking, delegates will return half an hour later to listen to BSM’s
Rajaish Bajpaee address delegates in the highly emotive subject of “Is
ship supply and shipmanagement all about the bottom line?” This will
be the second time our friend Rajaish Bajpaee will have addressed
Convention: the first time being in Singapore  in 2006.

At 5.30pm delegates will have an opportunity to meet all the
speakers and guests when they are all invited for a drink with friends.

This is the first  year that Convention will be held over a Saturday
and Sunday and the proceedings on the second day kick off with the
opening of the Trade Exhibition at 9am followed half an hour later by
an eagerly anticipated address by Geoff Taylor, CEO of Dry Docks
World Dubai, one of the world’s largest ship repair facilities. Geoff, who
is very well known in international shipping circles, will talk on the topic
of: “On Time, on target, on course:
resolving the quality/cost
conundrum.” Dry Docks World
Dubai is a very impressive repair
facility and Geoff’s insight into how
repairers balance the need for
quality with cost control will prove of
great interest to ISSA delegates.

Lars Modin has emerged as one
of Dubai’s major shipmanagement
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Geoff Taylor
CEO, Dry Docks World Dubai

Svein Pedersen
CEO, Noah Ship Management

“I believe the time has come for ship
owners and managers to look upon their
ship suppliers as partners without whom
their vessels simply could not operate”
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practitioners. As head of Interna-
tional Tanker Management, he
brings a specialist yet highly
experienced viewpoint to
Convention. ITM was recently
bought out by V.Ships from
Wilhelmsen Ship Management
so Lars also has in-depth
experience of what it is like towork

for the big boys in the industry. 
Following coffee break at 10.30am Rob Scharff, General Manager

of Stolt-Nielsen Tankers is scheduled to take to the podium at 11am
to address delegates.

Convention is delighted to welcome Capt Peter Bengtsson,
Managing Director of GAC (Dubai) to speak just before lunch on the
vital subject of “Diversification: A successful future beckons”.

Delegates will then have two hours to break for lunch before
returning to listen to an update by Geoff Marchant, ISSA Vice President
of Quality, on the latest ISSA Quality initiatives that will definitely add
value to your business operations. 

After a coffee break at 3.15pm when delegates will be encouraged

to network in the exhibition area, ISSA members will be invited to attend
the ISSA Members Open Forum. This will be moderated by ISSA
President Jens Olsen and it will be an opportunity for ISSA members
to question the ISSA team and be updated on future plans.

At 4.30pm the second day’s business programme will end and the
trade exhibition will close 30 minutes
later to allow delegates to get ready
for the evening’s entertainment
which will start at 7pm with the Flag
Ceremony, the playing of the ISSA
Hymn plus presentations and the
closing ceremony. At 7.30pm we all
depart for the Desert Spectacular.
And that’s when even more fun
happens! ■

Capt Peter Bengtsson
Managing Director, GAC (Dubai)

Lars Modin
CEO, International Tanker 
Management

The 55th ISSA Convention and Trade
Exhibition will prove to be one of the
most high profile conference line-ups 
in recent years
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Together with other accompanying partners you will meet and
participate together in a programme of activities on each day of the
Convention. This year we will be having two separate tours around
Dubai allowing partners to experience the unique heritage and culture
of Dubai on day one and the modern and city shopping malls on day
two. This year, partners are welcomed to the event and a partners fee
of US$450 will cover the cost of the following key activities:
• Welcome cocktail reception
• Conference lunches
• The ISSA Desert Dinner
• Accompanying Partner Tours organised on Saturday 20 and Sunday
21 November
The Accompanying Partners Tours are as follows:

Day 1 : Saturday 20 November: 
The Dubai Cultural Tour: 9.30-17.30pm
Step back in time as you tour through Old Dubai. As your open top
tour bus winds you through the streets of the city centre you can still
see remnants of what once was a small fishing village. 
Stop at the Dubai Museum (entrance included with your ticket) which

Partners’ Programme
Complimenting the main conference
programme is the accompanying partners
programme which over the years has
allowed partners travelling with ISSA
delegates to create great friendships and
enjoy the delights of a variety of cities.

Al Fahidi Fort
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is housed in the old Al Fahidi Fort, for a look into what Dubai was like
when the creek and gulf were the city’s life blood. Your senses will be
awakened by the fragrant aromas of the Spice Souk where merchants
have been trading for hundreds of years. 

Take a tour through Sheikh Saeed Al Maktoum’s House where you
can view a number of artefacts not only from the UAE but from around
the world. 

And for a more relaxing view of the city, sit back and relax with our
free Dhow River Cruise

The tour includes the following sightseeing attractions:
• The Dubai Museum
• Al Fahidi Fort
• The Spice Souk
• Sheikh Saeed Al Maktoum's House
• Dhow River Cruise

Day 2 : Sunday 21 November
Modern Dubai and Shopping Mall Tour - 9.30-16.00pm
As you travel along The Big Bus Beach Tour you will have a chance to
see Dubai’s famous white sandy beaches and glistening turquoise
waters.  Enjoy views of the world’s tallest structure, the Burj Khalifa from
the open top bus. Take a visit to the Jumeriah Mosque for a compre-
hensive understanding of the Muslim religion. See the soaring seven
star Burj Al Arab, the world’s tallest hotel from the tour bus.  

The tour will travel along the coast line where waiting to be found
are the Palm Islands and the World Islands - some of the most
innovative manmade structures ever created and visit the Atlantis Hotel
on the outer fringe of the Palm Jumeirah itself. Visit the slopes at
Dubai’s first indoor ski facility at Ski Dubai or try out your ice skating
skills on the Olympic size Ice Rink at Dubai Mall. Take a break at one of
the many beaches where you can take in fun, sun and a variety of water
sports.

Shop till you drop at a variety of malls which range from the ordinary
to the extraordinary. See why Dubai is the shopping capital of the Middle
East. ■

The Spice Souk

Sheikh Saeed Al Maktoum’s House
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InterContinental Hotel - Dubai Festival City 
The Intercontinental Festival City (and its sister property the Crown
Plaza Festival City) is the official hotel of ISSA 2010. It is offering
special discounted rates for ISSA 2010 delegates during the
Convention for bookings made in advance.

Please complete the official ISSA Hotel reservation form to ensure
you avail of the special discounted rates.

Inspired by a graceful sailboat, InterContinental Dubai Festival City
stands tall amid the local business and shopping districts. If you’re in
town on business you’ll appreciate the proximity to Burj Dubai, the
Business Bay and Dubai World Trade Centre. Bastakiya, Dubai
Museum and Al Mamzar Beach Park are nearby, which means
InterContinental Dubai Festival City has as much to offer the leisure
seeker as it does the business traveller. 

The hotel is home to four dynamic restaurants and two stylish bars,
all with acclaimed views of the Dubai skyline. There is also 
a luxurious spa offering signature treatments; 24 hour state-of-the-
art gymnasium; outdoor 25 metre pool; 3,800sq m event centre 
and an 18-hole championship golf course with award-winning 
club house at the hotel's Al Badia Golf Club. If you have yet to 
book your accommodation, you can do so now through:

www.ichotelsgroup.com/intercontinental/en/gb/reservations/dates-
preferences/dubai-festivalcity 

Accessibility
Conveniently located near major business quarters, shopping malls and
local attractions, InterContinental is the ideal address for your
business/leisure requirements during your stay in Dubai. Leading

A modern landmark on the historic Dubai Creek

36 Dubai Convention Coverage

The SHIP Supplier  Issue 46 Autumn 2010



International Airline carriers operating from most of the major cities
across the world have direct flights to Dubai thus making the emirate
of Dubai easily accessible.

Hotel location
The hotel is located in downtown Dubai and only 2 KM from Dubai
International Airport (DXB).

Transportation
Dubai International Airport (DXB) 
Distance 2 KM / 1.24 MI SOUTH WEST to Hotel 
Taxi Charge (one way): 35.00 (AED) 
Time by taxi: 5 minutes 
Time by train: N/A 
Sharjah International Airport (SHJ) 
Distance 15 KM / 9.32 MI SOUTH WEST to Hotel 
Taxi Charge (one way): 50.00 (AED) 
Time by taxi: 25 minutes 
Time by train: N/A 

Abu Dhabi International Airport (AUH) 
Distance 130 KM / 80.78 MI NORTH EAST to Hotel 
Taxi Charge (one way): 300.00 (AED) 
Time by taxi: 1h45 
Time by train: N/A 

Downtown Information 
DUBAI (6 KM / 3.73 MI) 
Burj Dubai & Business Bay Area (9 KM / 5.59 MI) 
Burj Al Arab (18 KM / 11.18 MI) 
Ski Dubai & Mall of the Emirates (16 KM / 9.94 MI) 
Wild Wadi Water Park & Jumeirah Beach (18 KM / 11.18 MI) 
Dubai Gold Souk (19 KM / 11.81 MI) 40
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Deira City Centre Shopping Mall (3.7 KM / 2.3 MI) 
Emirates Towers and Dubai World Trade Centre (6.7 KM / 4.16 MI) 
Al Badia Golf Club (1.8 KM / 1.12 MI) 
Emirates Golf Club (24 KM / 14.91 MI) 
Dubai Creek Golf and Yacht Club (2.8 KM / 1.74 MI) 
Al Mamzar Beach (8 KM / 4.97 MI) 
Dubai Creek Park (3 KM / 1.86 MI) 
Jumeirah Mosque (8.7 KM / 5.41 MI) 
Dubai Autodrome (21.6 KM / 13.42 MI) 
Nad Al Sheba Racecourse (8.2 KM / 5.1 MI) 

Airport Pick - Up
The Intercontinental Hotel will be pleased to arrange collection at the
Airport to the Hotel. Please indicate your required collection when
booking your room.

Marhaba Service
On arrival at Dubai Airport, participants
wishing to have a managed and speedy
service through the airport can arrange
for a “Marhaba Service” where you will be
accompanied through the airport by a
hostess. The additional cost of this is
available via the Intercon Hotel but is
approximately US$28/100 UAE Dhs. ■
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“Like any other sector the alcohol industry has seen a decline over
the past two years as a result of the global economic downturn and
the fall in associated consumer spending; the impact for onboard
supplies has therefore reduced in line with the reduction of global
trade and shipping companies being forced to reduce the scale of
their operations.”

So says Peter Jørgensen, category manager provision at Wrist
Ship Supply in Aalborg, who adds: “However, while the global
economy is now improving, and trade increasing, the supply of
alcohol onboard vessels is still being considerably impacted by both
legislation and the trend among ship owners and operators to
introduce healthy living standards as part of their commitment to
corporate social responsibility and in accordance with the generic
social trend of concern over alcohol consumption.”

“In many cases the responsibility for taking onboard alcoholic
supplies was conducted on a vessel-by-vessel basis, where a ‘slop
chest’ procedure was formed and one person on board was
designated responsible for buying and then selling beverages as well
as other products such as tobacco to the crew.” 

“However, in recent years, while some companies have strict

guidelines regarding responsible consumption, others have
introduced a policy of total abstinence for their crews as a means of
absolutely ensuring operational and health standards.  This was seen
particularly among the major oil companies, as part of their HSE
guidelines, but is now being adopted by some of the larger ship
owners and operators.”

“While this has had an impact on the supply of alcohol, what
many companies have done is offset the ban on alcohol with other
free non-alcoholic beverages,” says Mr Jørgensen.  “This has not
only served to keep the spirits among the crew, but from the ship
supply perspective, we have seen a subsequent increase in the
supply of tea, coffee and soft drinks.”

SAB Miller and Molson Coors Brewing, are tackling the
challenges posed by the global economic downturn in robust,
realistic fashion and reported double-digit underlying second quarter
earnings growth for MillerCoors, the second largest beer company in
North America with almost 30% of US beer sales.

MillerCoors net income increased by 19.8% to $387.7m
compared to the comparable quarter in the previous year, thanks to
strong innovation, solid price gains, delivery of synergies and lower
marketing, general and administrative costs, which were partially
offset by soft volumes.

Announcing the results in August, MillerCoors chief executive
Leo Kiely said: “Now that we’re into the home stretch of the summer
selling season, our results show some positive signs of progress. We
grew profits by double digits in an unfavourable selling environment.
A few of our key brands showed significant trend improvements from
the last quarter, and the craft and import portfolio posted very strong
results, driven by our investments in brand innovation.”

In the maritime supply element of the business “the recession
hurt everyone in 2009 but there has been a “tremendous rebound in
2010,” says Ron Schroder, Director – Travel Retail and Leisure.

“Cruise line and cargo ship beer sales are up, but not at 2008
levels. In domestic business the casual dining and hotels took the
worse hits in 2009. Both those industries are rebounding slowly with
sales higher than 2009 but well below 2008 levels.”

Cruise lines are responsible for the lion’s share of duty free sales

Resilience
the keyword as economic recession
and health awareness take their toll
“Like any other sector the alcohol industry has seen a decline over the past two years as a result of
the global economic downturn and the fall in associated consumer spending; the impact for onboard
supplies has therefore reduced in line with the reduction of global trade”
Peter Jørgensen, category manager provision at Wrist Ship Supply

Ron Schroeder, director - Travel Retail and Leisure, MillerCoors
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of premium and import business while cargo ships tend to procure
less expensive brands seeking the best value with good quality taste,
he says.

Asked to identify the key issues for those in this sector of the
ship supply industry Mr Schroeder is adamant in his response.
“Employment is the key for most industries. When employment
grows in one sector it positively affects all other industries.
Employment drives demand for all items; the more items the more
shipping of those items take place.”

Suppliers are increasingly having to come to terms with ever-
increasing demands of the 'healthier lifestyle' lobbyists and those
demanding greater responsibility with regard to the supply and
imbibing of alcohol and  MillerCoors, Mr Schroeder says, “has always
been at the forefront of healthier lifestyles with our two largest selling
brands Miller Lite and Coors Light. [In] the last couple of years
MGD64 has built a tremendous following. We have always had non-
alcohol alternatives such as Sharp's.”

Asked whether he believes there will continue to be a place for





alcohol at sea he responds:
“Cruise Lines will most likely

always have alcohol available to
their passengers, while cargo
ships crews use will probably
continue to diminish over time.”

Parent company SABMiller,
has long considered discouraging
irresponsible drinking to be one of
its top sustainable development
priorities. It says: “The reason is
simple. When people drink too
much, they can hurt themselves,
other people, and the communities
that help give us our livelihood. No
one benefits, not even us. 

“There is no simple solution. We
believe, however, there are things that
make a difference. Things like making
sure information about alcohol is
accurate and balanced. Enforcing laws
against drinking and driving, underage
drinking, and disorderly conduct. And,
reaching out to people who are most
at risk to help them.

“Different things work in
different markets. So, our efforts

are locally designed and run, with help from local partners. Although
our campaigns may look a little different around the globe, they are
all built on our six core principles on alcohol. 

They are:

Our beer adds to the enjoyment of life for the overwhelming
majority of our consumers

We care about the harmful effects of irresponsible alcohol
consumption

We engage stakeholders and work collectively with them to
address irresponsible consumption

Alcohol consumption is for adults and is a matter of individual
judgement and accountability

Information provided to consumers about alcohol
consumption should be accurate and balanced

We expect our employees to aspire to high levels of conduct
in relation to alcohol consumption.

Asked where he expects this particular segment of the supply
industry to be in five years Mr Schroeder says: “Cargo ships should
have a steady slow growth in sailings over the next five years as the
world digs itself out of the recession. Remember as the world goes
back to work, everyone benefits including the shipping industry.”

The maritime industries have, and will continue to be, heavily
regulated with regard to environmental issues and concerns.
Suppliers are also heavily involved in initiatives and MillerCoors has
set a number of targets and goals. 
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By 2015, SABMiller, which markets more than 200 brands of
beer and is the world’s largest bottler of Coca-Cola products, hopes
to reduce by 25% the amount of water used to brew each hectolitre
of beer.

The company uses 4.6 hectolitre of water per hectolitre of beer
produced. The intention is to lower the input to 3.5 hectolitres.

Heineken, meanwhile, is looking to cut direct and indirect
emissions at its breweries by 40% over the next decade. It is also
working towards reducing emissions throughout its downstream
efforts including issuing replacement refrigerators that have less
environmental impact and it is aiming to reduce water
consumption 25% by 2020.

Another initiative whereby all Heineken operating
companies must compile and issue their own local sustainability
reports by 2015 is underway and 20 of the brewer’s largest
businesses are set to issue sustainability reports. A supplier code of
conduct will outline Heineken’s vision for how its suppliers can help
the company achieve its goals. The initiative is known as ‘Brewing a
Better Future’.

The environmental efforts are being pursued alongside two other
corporate responsibility initiatives – employee and community efforts
and the promotion of responsible alcohol consumption.

In the UK, venerable CG Hibbert Limited, operating from a
50,000 sq ft fully bonded, all duty free complex above Dover’s
Western Docks has, over the course of the last five years, been
owned by Pernod Ricard. It is an arrangement which has “given the
company new strength,” says sales manager Laurence Wright.

CG Hibbert has, over the years, been part of a number of leading
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companies such as Union Castle Line, P&O and Allied Breweries and
has a place in any annal of British business history. The Allied
Breweries link is particularly pertinent: Allied Breweries was the result
of the 1961 merger between Ind Coope of Burton, the Birmingham
brewer Ansells and Leeds-based Tetley Walker. In 1978, Allied
Breweries merged with the food and catering group J. Lyons and
Co to form Allied Lyons. The breweries business was merged with
Carlsberg in 1992 and became Carlsberg-Tetley, which is now
known as Carlsberg UK, and has announced the closure of the
Leeds Brewery in 2011. 

CG Hibbert’s chequered history dates to its establishment in
1767 as wine merchant Joseph Hibbert in London and Liverpool.
Supplying James Cook’s vessel Endeavour is part of that history as
are the facts that 15,000 bottled beers the company supplied to the
ill-fated Titanic lie with the wreck at the bottom of the Atlantic and that
CG Hibbert was responsible in 1953 for launching canned beer onto
the market.

The company relocated from Southampton to Dover in 1979 and
its business segments comprise agency and sales work and
warehousing and distribution of its own and third party brands.
Pernod Ricard ranks second behind Diageo in the global league
table, handling market leading products including Absolut vodka,
Ricard, Chivas  Regal, Jameson whiskey, Beefeater gin, Malibu and
champagnes and beers and lagers including Heineken and John
Smiths (though it does not have global rights to these two), Fosters
in the UK and Strongbow cider. It also has European rights for all
Guinness brands.

Tobacco still comprises a major part of the business and in
addition to holding the UK distribution rights for Marlboro Lights
cigarettes, the company has distribution and main agency rights over
a number of other brands and works with all major cigarette
companies. The L&M brand, in particular, is a key market leader.

“We are, of course, particularly conscious of our responsibilities
with regard to the health of seafarers and everyone else using our
products and ensure that each has relevant health warnings,” says
Mr Wright. “For instance, goods on ferries in French waters need
warnings in French.”

The health of seafarers is a crucial issue but the means towards
monitoring health divides opinion. The International Maritime
Organization has backed calls for masters to carry out (often random)
alcohol tests on crew members. The US Coast Guard has a long
history in seeking out alleged abusers, dating back to the Exxon
Valdez spill off Alaska in 1989.

Influential maritime industry figures, including Andrew Linnington
of the seafarers union Nautilus, have made the point that
unannounced breatalyser tests by masters on seafarers can create
a rift, harden impressions of perceived lack of trust and perpetuate
claims that seafarers are being treated as second-class citizens.

Developments are being watched keenly and not least across
the supply industry. “Duty-free is under pressure globally and of
course society has become more health conscious,” says Mr
Laurence. “The World Health Organisation is pressing in all shapes
and sizes. UK Customs and Excise is looking at identifying how many
smokers are onboard each ship and are cutting quotas, for instance,
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to 40 cigarettes per man per day from the maximum, but the fact
that the UK is leading the way could result in UK businesses losing
out to European rivals. It’s bad enough as it is now and this could
prove to be another nail in the [business] coffin. Alcohol and tobacco
are easy targets.

“As yet we have maintained sales but, way of example, an order
for 800 cases of beer for a cargo ship en route to India and back
was considered small; today, 50 cases for a similar trip is [considered]
a large order.”

With the cost of beer to seafarers rising and seafarers turning to
drinks such as Coca Cola to ease the expense burden, suppliers
have turned to the provision of low cost brands. “For GC Hibbert this
has meant those outside the Heineken portfolio, but these are low
value products, not economically viable and therefore not worth
putting onboard ship,” says Mr Wright.

He is keen however, to make the point that there is still a future
and significant prospects for suppliers of such products to the
maritime industry. The size of the global orderbook and economic
revival will underpin the market while the buoyant cruise market will
offer significant opportunities. CG Hibbert has, in the past, supplied
Royal Caribbean Cruise Lines’ Allure of the Seas and the inauguration
next year of a Dover to New York service by Carnival group member
Holland America Line offers major possibilities.

“We will definitely invest in the cruise sector where one can spend
onboard ship without having to worry about exchange rates,” says
Mr Laurence. ■
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These things, says John L David, are starting to eat ships’
engines.  “These things” are catalyst fines, or “cat fines” which
are tiny, very abrasive metal particles, found in ship’s fuel. They

are the X factor in the midst of ships and becoming the source of
more and more claims on the marine insurance market – often at an
average of more than $1m a time. Ironically, this menace is a by-
product of global efforts to clean up the air emissions of ships by
reducing the sulphur in bunkers, writes James Brewer.

Capt David, a partner in the consultancy/surveying company
Marine Professionals, has been briefing underwriters at Lloyd’s and
in the International Underwriting Association, on the menace, with
large audiences at both venues.

He has a compelling way of describing the problem. Ship’s
engines are brutal machines, he says, some half the size of a large
building, and they are operated under harsh conditions in all kinds
of climates and environments.

Engines are often operated by unsophisticated personnel and to
ever more technical specifications and tolerances. The room to get
it wrong is “very thin.”  If all engines burned diesel, there would be
little to worry about, but heavy fuel is far more economical.  It is what
Capt David calls the garbage in the heavy fuel that is increasingly
causing more damage.

Traditionally, fuel supplied to ships has often caused onboard
wear, handling and combustion problems. All these problems were
primarily to do with poor onboard fuel management, and the
damage occurs in the top part of the engine, the combustion part. 

Recently the quality of fuel supplied to ships has started to
worsen and the origin of this was good intentions. Sulphur, which
occurs naturally in most crude oil, is in most ship fuels and when
these fuels are burnt in engines, the sulphur is released from the
exhausts to the atmosphere, where it falls back to earth as acid rain. 

The sulphur from ship’s engines mostly falls into the sea, but is
still a threat to the environment. Burning high sulphur fuel in
European waters meant that the acid rain often fell on Europe.
Hence, MARPOL VI has dictated a reduction of sulphur in various

stages and geographies. Legislation worldwide sets a maximum
sulphur content of 4.5% in any fuel onboard a ship, but in northern
European waters, the figure is currently 1.5% (as it is in California
where there are demands for lower limits still). 

In July there will be calls for a maximum 0.1% sulphur content
in ship’s fuels while trading in some geographical areas. Worldwide,
there is pressure for a continuing squeeze on reducing the sulphur
content in all fuels, and in ship’s fuels in particular. 

It seems that marine engines have never had a good diet.  Some
authorities used to encourage garages to dump their old car lube oil
into the residual fuels destined for ship’s engines. Used dry cleaning
solvents, and old cooking oils (chip-fat) have been found in such
fuels, and this was all before it was fully realised that cat fines were
to be found in fuels. 

Marine engines are robust, so much so that they could probably
run on heated road tar; they are able to burn the residual dregs from
the original, simple, distillation refinery processes with ease and
quite cheaply.

However, the boffins in the oil refineries worked out that if they
cooked the residual dregs in a vacuum,  then passed it through a
catalyst cracking tower, they could get even more petrol and gas
oils out of it, and so make money out of every barrel of crude oil.
Almost emerging as a by-product, the gunge-remnant was still a
burnable fuel, and low in sulphur, which is ideal for the environment
and the demands of legislators.

The trouble for ship’s engines is that this secondary refining
process uses catalysts to “crack” the residual hydrocarbon chains
into more valuable fuels.  Catalysts are marble-sized balls of
aluminium and silicon oxides (silica), basically metal balls tumbling in
the catalyst distillation tower. Often as they bounce around, tiny,

Engines are often operated by
unsophisticated personnel
and to ever more technical
specifications and tolerances.
The room to get it wrong is
‘very thin’
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talcum powder sized flakes at 5 to 30 microns in diameter, chip off
the outer surfaces. These shed outer layers falling into the heavy
ship’s fuel that is left at the bottom of the refining system, and cat
fines in fuel are born. 

The carry-over catalyst fines are too expensive to refine out, so
the fuel is sold to ships  “as is”, and the crews are left to “get on
with it,”; they have to get the cat fines out, and keep the ship
steaming at all costs.

Ironically, the better refining techniques and the growing demand
for low sulphur fuel mean that fines are found in fuels in increasingly
large amounts, and will be more so, as time goes on, warns Capt
David.

These little flakes are hard – harder than engine parts – and very
abrasive.  No more than 15 to 20 mg/kg (or parts per million, ppm)
of particulates can cause engine damage. “If cat fines are not
efficiently removed before being injected into the engine, cat fines
can trash an engine very fast,” says Capt David. 

Capt David forecasts that in 30 years there will be no residual
fuels left, all will be blended fuels (save for diesel), so the quality of
the fuel burned in ships’ engines is definitely going to get worse.
Purifiers that should remove cat fines are struggling to cope to
remove this stuff, and the attitude is often “just run it one more day”
before engineers are horrified to see the top end of the engine
destroying itself with massively increased wear.

It is no good blaming the fuel quality (more on that later); what
is needed is good fuel management. This entails rigorous
operational requirements; ensuring the crew has the machinery, skill,
knowledge, and instructions to handle and clean the fuel.
Additionally, proper equipment is essential to test and monitor the
purified fuel before it is used, as it is difficult for crew to know how
good a purification job has been done otherwise.

Fuel is usually sold to the ISO 8217 (2005) international
standard, that among other things requires that there should be no
more that 80 mg/kg of aluminium plus silicon (“Cat Fines”) in the
fuel. Any fuel contractually bought to the ISO standard could legally
be rejected if it did not meet all the ISO requirements and the 80
mg/kg provision in particular.

But as can be seen from the above scenario, 15-20 mg/kg can
seriously damage a ship’s engine – the crew HAVE to get the cat
fines down from a potential supplied maximum of 80 mg/kg.

Let us suppose that a ship is correctly supplied with fuel
containing just under 80 mg/kg of cat fines. Leaving the fuel to settle
in the fuel storage tanks should reduce the mg/kg (ppm) figure by
50%, were the particles to settle out by gravity, good housekeeping,
and time. The fuel coming out of the storage tanks can be like
treacle - it has to be heated up before anything can be done with it.
Then, good purification should reduce the remaining cat fines by
80% again. The purifier is like the “spin drier” of a washing machine;
you have to heat the settled fuel to 98 deg C (water boils at 100 deg
C) and spin it at high speed to throw the heavier metal cat fines out
of the liquid fuel.  There is no margin for error; done well, the fuel
coming out of the purifier system should have about 8 ppm of
abrasive particles left – which is, if you will forgive the expression,
fine.

Settling and “slow” purification definitely works, explains Capt
David, and additional filtration can reduce the amount of cat fines
further, but good, efficient purification must be done EVERY single
time, every single day of the life of the engine.  Let us say that the
ship ventures into the Bay of Biscay, rolling in swells, then all the

carefully stored fuel that has settled the cat fines down to the bottom
of the storage tank, gets stirred up again.  

Symptoms of cat fine damage are poor combustion, high
exhaust temperatures, and poor fuel injection pressures, quickly
followed by accelerated wear in fuel pumps, injectors, piston rings
and cylinder liners and a build up of carbon residues.  When
someone sees black smoke – it is too late!

Significant costs are at stake if ships get their purification wrong;
major damage and spare part replacement of  fuel pumps, engine
cylinder liners and piston rings would be needed; then there are the
costs of loss of daily hire, and the down time spent repairing the
engine to add to the bill. 

Fuel is usually paid for by the time charterer, and by the ISO
standard, a level of 79.99 mg/kg cat fines is legally acceptable (the
80 mg/kg ceiling will be dropped to 60 ppm during 2010, but this
will still be 45 mg/kg too much to be safely burned in most engines). 

Knowing the exact catalyst fine content as delivered to the ship
is the start of the chief engineer’s problems. As the fuel is being
pumped over the ship’s handrail into her storage tanks, a sample is
taken and sent to a laboratory for analysis for cat fines (among other
things). But is the sampling representative? And is the analysis
reliable? A large vessel can take on 2,000 tonnes of fuel in one go,
which may take 10 hours to load.  Someone metaphorically dips a
1 litre sample bottle into that supply of 2 million litres, and they do
this at some random point during those 10 hours... how
representative is that?

The cost of fuels plays its part in this problem. For a start, if a
ship is carrying too much fuel, then she can carry less paying cargo,
which encourages the supply of different parcels of fuel at various
stops along the voyage. Then the cost of the various fuels in those
ports takes on an economic dimension; as of March 10 2010, for
instance, Rotterdam heavy fuel oil IFO 380 Cst was $ 454 per tonne;
heavy fuel oil IFO 180 Cst cost $474; low sulphur IFO fuel was about
$500; and good old diesel oil was $655 (that is 40% more
expensive). 

It currently costs around $600,000 to send a Panamax bulk
carrier, fully laden with 70,000 tonnes of grain from New Orleans to
China, using the “lower” quality grade IFO 380, instead of IFO 180,
which can save about $25,000 on the total voyage fuel bill. Using
only diesel for the same voyage would cost $900,000, and there
would not be the problem of cat fines.  But to put this into
perspective, if the cat fines are not properly removed from the IFO
fuel, the replacement and delay costs for all the parts in the top end
of the engine could cost between $1m and $2m.

Multiple bunker suppliers are used by many ships tramping
round the world, picking up a stem of fuel here and there. If the
sellers can get away with delivering cheap, off-spec fuel, to an

“The increasing cat fines
problem has been foisted on
to the ship owner and his
crews, and a lot of people just
do not want to know” 





unwary ship, they will; if that fuel contains some waste oil, or
chemical waste that they can sell, then so be it.  “Think of the
consequences when you start mixing this dodgy stuff into already
poor quality fuel,” scorns Capt David.  

Many ships do not even insist on ISO standard fuel supplies, so
it is often open season on them, and the adage “you get what you
pay for” could not be more appropriate.

Prudent ship owners are insisting that their vessels are only ever
supplied with “better” than ISO standard fuels and with a cat fines
level specified at, say, no more than 25 mg/kg.

As an absolute minimum, ship owners should always insist that
supply is to ISO standards; insert a no fuel mixing clause/or
instructions into their charter parties (mixing parcels of different fuel
supplies often brings out and combines the very worst in each
separate fuel stem); analyse EVERY stem of fuel; and get technical
advice on how to handle and purify the goods. Analysis and
technical advice costs only about $70 per stem, but many owners
fail to take advantage of such a service.  

It is an ISM requirement to run a ship safely, and if owners are
taking in fuel which is going to trash the engine in a day, the
authorities are going to be all over the owners and crews for
breaching SOLAS and pollution requirements, and the company
potentially faces criminal charges, if (when?) that ship runs on to the
beach because her engine has been immobilised.

The most vulnerable vessels are the older ones, with medium to
high speed engines, burning low sulphur fuel, working hard with
quick port turn-round times, and with a small complement.

In older vessels, already suffering wear and tear, an increase in
cat fines in the injected fuel will accelerate in a week what might
have taken years to do; the faster the revving of the engine, the
faster the wear rate, and as often as not, already over stretched

crews may not even have the time to treat the fuel properly.
The practical, onboard, headaches will feed into complex

questions of liability and of insurance claims. For instance, would a
claim for engine damage be presented as “fire, explosion”, or “latent
defect in machinery”? Technically and legally, is fuel “in machinery”?

What about allegations of “crew negligence”; were members of
the team properly equipped, instructed and supervised? was their
negligence causative of the damage? was cat fine wear the
proximate cause of the damage – or was it long worn engine parts
that finally gave up the ghost? Which supply of fuel was THE one
that caused the damage? and if more than one supply of fuel, how
many events were there? and finally, who is the “assured” who did
not tell the crew of the results of fuel analysis and how to treat the
fuel properly before injecting it into the engine?

Capt David says it may well be time for a “fuel management”
clause in hull and machinery policies, to encourage “best practices”
by assureds. (As an aside, a similar “lube management” clause
would encourage best practices for lubrication oil and reduce major
crankshaft and bearing claims in the bottom part of the main
engines).

Underwriters are considering writing the cat fine fuel damage
aspect out of the hull and machinery policy... “then you are going to
have to write out all engine damage, as it will be difficult to prove
what actually caused the damage, and then bring all engine damage
cover back in - I suppose for extra premium,” speculated Capt
David.

“The increasing cat fine problem has been foisted on to the ship
owner and his crews, and a lot of people just do not want to know,”
he laments, “But the crews should know that there are cat fines in
their fuel and be able to get it out, or ultimately refuse to burn it in
their engines”. ■
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United Chandlers brings together ten of North America's premier ship supply 
companies to give you the complete ship supply service you demand.

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

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

to Vancouver; from Philadelphia to Mobile, or from Houston to California.
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9 Nov Turkish Shipping Summit
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Nov 10-13 MTB Shipyards Dubai 2010
Dubai www.coplandevents.com
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ISSA www.shipsupply.org

Ship Registers www.jamaicaships.com

Ship Management Services www.bs-shipmanagement.com
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Oily water separator equipment has
been a shipboard requirement
since the 1970s and industry

guidelines laid down by Bimco, Intercargo,
the International Chamber of Shipping,
the International Shipping Federation,
Intertanko and OCIMF make clear that
owners and seafarers need to be aware
that even the most minor violations will be
detected and that, in addition to fines
amounting to millions of dollars, company
management and seafarers alike can
be liable to criminal prosecution and
imprisonment for any deliberate violation
of MARPOL requirements or falsification of
records. They stress that ship operators
have ultimate responsibility for establishing
a compliance culture within their
companies and that shipping companies
should ensure the International Safety
Management Code is used to good effect.

Ship owners are being warned on a
daily basis that any delay in adopting IMO
rules for the implementation of ballast
water treatment systems raises quality as
well as other concerns that will have
serious implications for how they operate. 

Six years after adoption, the 2004
International Convention for the Control
and Management of Ships’ Ballast Water
and Sediments is still more than a year
from possible implementation in early
2012, the year when newbuildings of any
size are expected to have onboard
treatment systems, though vessels with
large capacity ballast will not be required
to have treatment systems until 2016 if
their construction starts in 2011.

Despite the fact that the IMO passed a
resolution earlier this year calling on states
to encourage owners and shipyards to
install equipment, some owners have

been reluctant to take decisions in the face
of ever more stringent requirements in the
United States, particularly in California and
New York State.

In March, IMO Secretary-General
Efthimios Mitropoulos warned of three
undesirable things that could occur if 
new, legally-binding, environment-related
instruments were not ratified promptly. He
believed the environment would be
deprived of the benefits the introduction of
the measures in the instrument aimed at
delivering, there was a  risk that by the
time the instrument came into force the
technology on which it had been designed
and built may be obsolete and countries
that could not wait long, for political and
environmental reasons, might introduce
unilateral or regional measures.
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Zero tolerance pollution policy
continues to exercise minds of
owners and operators
Global shipping has long been committed to a zero tolerance approach to any non-compliance with the International Convention for the
Prevention of Pollution from Ships (MARPOL) and, in particular, to strict adherence of International Maritime Organization requirements
on the use of oily water separators, the shipboard equipment that allows crew to separate oil from bilge before the bilge water is discharged
overboard
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through the use of organic microbes that will eliminate
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Stein Foss, chief executive officer of
OceanSaver, which was granted Type
Approval by Det Norske Veritas on behalf
of the Norwegian Flag State Authority in
April 2009, had a stark warning on the
issues at SMM in Hamburg at the
beginning of September. 

If owners allowed the compliance
dates of the 2004 convention to dictate
their adoption of onboard systems, an
estimated 16,000 ships would need
outfitting in 2017, some 10,000 more than
expected for each of the years before that
date. This, he claimed, was attributable
largely to the requirement for vessels with
large ballast capacities to comply with the
convention by their first intermediate or
renewal survey from 2016.

“A bottleneck such as this in the
supply of systems and the availability of
shipyards could have disastrous effects for
shipowners and tankers and bulkers with
capacities over 5,000cu m will be among
the hardest hit,” Mr Foss said. “The
pressure for engineers and shipyards to
design and install systems quickly raises
obvious quality concerns but the issues go
beyond that. Will the manufacturers
themselves have the experience required
to adequately support this demand? Will
the quality of their staff and their control of
their supply chain suffer if their capacity is
stretched?” Filters, he said, were but one
example where any slight deterioration in
standards could affect the performance of
the entire treatment system.

The company’s hybrid treatment
approach for a market with a potential
$12bn in its target segment alone,
comprises a combination of filtration,
cavitation, supersaturation (oxygen
removal) and disinfection. It does not

contain or use any substance that poses a
risk to the marine environment, but    offers
simple and effective operations and
control and has demonstrated compliance
to the newly adopted performance
standards for ballast tank coating
schemes.  The system can handle ballast
capacities exceeding 10,000cu m per
hour with any delay in ballasting
operations.

According to OceanSaver director of
sales, Tor Eiken, capital costs associated
to purchasing a system with a pump
capacity of 200-250cu m per hour range
from $175,000 to $600,000. Larger
systems with pump capacity of around
2,000cu m per hour range from $650,000
to S2m.

OceanSaver’s orderbook is valued
currently at Nkr350m and among those
who have placed orders for the system are
the Shanghai Waigaoqioa Shipbuilding
Company, Alfa Laval (14 bulkers and a
number of offshore support vessels) and
Hyde (10 tankers and four supply vessels).

Earlier this year IMO’s Maritime
Environmental Protection granted
Siemens basic approval for its SiCURE
ballast water management system.
According to Siemens, SiCURE
“combines physical separation with a
proprietary process of on-demand
treatment with biocides produced in-situ
from seawater. SiCURE proprietary control
logic regulates the system’s parameters to
provide treatment efficacy while minimising
any impact on the environment and the
safety of the ship and its crew. 

“As part of the rigorous IMO approval
process, the SiCURE system successfully
underwent freshwater testing. It is
currently being saltwater tested, which will

lead to final approval. The last approval
stage, Type Approval, is expected to be
given in 2011.”

In Norway, Allweiler AS recently signed
an exclusive distributor agreement with
OptiMarin, the Stavanger-based pioneer of
ballast water treatment systems. Some
500 supply ships in the Norwegian market
must be retrofitted with ballast water
treatment systems by 2014 and the value
of contracts in the Norwegian offshore
shipping market is expected to peak at
Nkr 400m a year for the next four years.
The two companies say between six and
10 projects are underway.

The type approved OptiMarin Ballast
System is based on solid separation (filter)
as pre-treatment and high doses of UV
irradiation for inactivation of marine
organisms, viruses and bacteria, without
affecting the normal operation of the ship.
Ballast water is treated both during
ballasting and de-ballasting to ensure the
dual effect. 
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OBS is based on filtration and UV and
does not affect the normal operation of the
ship. It is easy to install onboard existing
ships as well as on newbuildings and is
one of very few treatment options that do
not introduce chemicals, electro-chemical
generators or biocides. 

According to Kaare Johansen, chief
executive officer of Allweiler AS, the sale
and installation of ballast water treatment
systems represents one of the biggest
business booms the ship equipment
industry has witnessed. But he warned: “It
is our impression that few owners are
aware of the fact that BWT systems are
mandatory as of January 1 2009 for all
vessels constructed (ie keel laid) and
which have a ballast capacity of less than
5,000cu m.”

Allweiler’s high pump performance
levels, zero disruption to existing
installations and close contact with leading
offshore shipping owners were key
factors, according to OptiMarin
counterpart Pål Sanner. "Together with
Allweiler, we can leverage a broad network
of shipowners and shipyards, and offer the
offshore vessel market a total BWT system
solution unmatched by other suppliers,”
he said.

The OptiMarin Ballast System can be
installed in existing or new ships and can
handle flows up to 3000 m3/h. The
system is well suited for a total range of
vessels from offshore anchor handling tug
supply vessel and platform supply vessels

to small handysize carriers, handymaxes,
panamaxes, capesizes and cruiseships.

“Partnering with Allweiler AS, Norway
is the best solution to offer shipowners
and shipyards a local source of supply
with a responsive and proactive
knowledgeable engineering and
equipment support,” said Mr Saner.
“OptiMarin represents the best technology
and standardised BWT solution. Our
system is very modular, easy to install and
requires a very small footprint. These are
key advantages when serving the retrofit
market where many installations will be
made under vessel operation or extreme
tight drydock deadlines.”

“We had expected the BWT system
boom to happen in 2009 and 2010. Many
shipowners are prolonging necessary
action, and no doubt face a major delivery
bottleneck in 2011 and 2012.”

OptiMarin delivered the world’s first
ballast treatment system to the cruiseship
Regal Princess in 2000 and seven
systems prior to current regulations (three
to cruiseships, one to a container vessel,
one to a product tanker and two for roll-on
roll-off vessels). The firm has delivered
another eight of the current design
meeting International Maritime
Organization regulations and according to
type approval - one system for Klaveness,
two for Neptune Offshore, one for Gulf
Offshore, six for K-Line Offshore and two
for Siem Offshore. ■
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Welcome
to the Machine

By Helen Jauregui
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Experienced ship chandlers
understand that retaining a
competitive edge is paramount to

ensuring long-term business stability. As
the market continues to ensure a
reduction in demand, many spares
suppliers are diversifying and enhancing
their business strategies in order to
improve revenues and survive sour
financial times.

Paul Friedberg, president of Goltens,
a worldwide company providing ship
repair and mechanical services said: “In
the industry, vessel earnings have gone
down quite a lot. It started to go down
probably about 18 months ago when
the recession hit the shipping industry
and our customers, the ship owners and
managers.” 

Mr Friedberg discussed a ‘spiral’
effect whereby dwindling charter rates
have led to decreased earnings and for
some companies, a resulting lack of funds
to pay for the repair maintenance of their
ships. 

He said: “Now the rates are low,
demand for ships has not been so high.

They’re running at slower speeds, taking
their time. The wear and tear of engines
has gone down. The demand for spares
has reduced greatly.” He explained that
two years ago the lead time between
ordering and receiving spares was
sometimes particularly lengthy but in the
current climate, with a decreased demand
for spares, lead times are “just about zero”
and this improved customer convenience
has accompanied a significant reduction
in the price of spare parts. 

Describing the capacity of spares
manufacturers in the Far East and Europe
as far out weighing demand for such
products, Mr Friedberg explained that
“demand has gone down dramatically
because the ships have not been running
as hard as they used to in 2006, 2007 or
2008”. 

He noted that “the fleet is getting
younger” with a decrease in the average
age of working vessels owing to a push in
the newbuilds market from 2005 onwards.
Mr Friedberg noted that the running hours
of spares are longer in modern engines,
meaning fewer replacement parts are
required. 

When questioned regarding which
aspects of his business have altered over
recent years, Mr Friedberg emphasised
the “demand for quick response times”
which Goltens has approached by building
up a network of 23 locations worldwide as
“ship down time is costly” and “a quick
repair method” is vital. 

“I think the whole industry has now
tightened the screws and owners have to
think more economically” Mr Friedberg
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said. “Two or three years ago, the industry
was so over heated that they couldn’t get
enough ships to freight the cargo and
there was an under supply of tonnage and
now it’s the opposite, leading owners to
think in a new way.” 

Mr Friedberg added that although
charter rates have been improving these

past six to nine months for containerships,
bulk carriers and tankers, owners can
purchase ships in China for a third less
than the price of three years ago. Low-
price tonnage may be having a damaging
impact on spares suppliers but Mr
Friedberg explained his plans for further
expansion and stated: “I think there is

room for more offices and we have plans
to set up in locations such as South
America, Africa and further locations in
Europe.”

Over the past year the company has
also opened a number of new offices in
Korea, Vietnam and Saudi Arabia despite
the recession and Mr Friedberg spoke
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positively regarding business expansion in
a challenging financial climate: “I think
everybody is watching the markets to see
if the recovery of the marine industry is
actually sustainable. It’s getting better and
hopefully this will continue” he concluded. 

The markets were a dominant
concern for many companies who 

spoke with The Ship Supplier but some
businesses are using this arguably
uncertain period as a time in which 
to expand and seek new avenues 
of business. Independent German
manufacturer HATLAPA produces a range
of equipment including deck machinery,
compressors and steering gears.

Thorsten Schäfer, general service
manager explained that current market
conditions are having an impact on
demand but added that purchases also
“depend on the urgency of the part and
whether parts are need for maintenance
or repair.” 

He explained that “delivery time and



price” are the most pressing factors for
customers and regarding the importance of
a streamlined service added: “On the
service side we are operating worldwide
and all our offices work with the same IT
system so that we can immediately check
if a part is in stock or not. 

“We have our own sales staff for service
products and are now increasing our staff
and working hard to increase our business
in 2011” he added. “We bought two
competitor companies during the last year
(British air compressor maker Hamworthy
and German deck machinery and steering
gear manufacturer KGW) and now have to

finalise and combine the advantages of
each brand’s designs into one new
product.” 

Mr Schäfer confirmed that HATLAPA
has employed the design and sales teams
from these companies and said that the
merger will “have the greatest effect on our
business for the next year.” 

Peter Hoggett from Lincoln Diesels
Spares Ltd, a company specialising in new
and reconditioned stock, including spares
for engines no longer in current production,
explained that the ‘slow down’ in the
shipping industry has influenced trade in
certain regions. “Scrappage has had an
impact on our business” he said. “The
depletion of the fishing fleet in Scotland,
where we used to have an operation in
Peterhead saw the closure of our
operations there and the decommissioning
of those vessels was a big loss for us. Most
of the vessels with the old British engines
have been scrapped or beached.” 

However, Mr Hoggett explained that
despite the recession, his company has
experienced positive growth over the last
six years. “The reason is that we’re in the

after-market, i.e. once an engine is out of
its warranty period, we’re maintaining such
engines” he said. 

“We have a small team of service
engineers but have the spare parts which
are supplied by the original component
manufacturers. We’re not buying from the
engine builders but are trying to tap into the
sources of their own after-market suppliers.
The quality has to be the same, everything
we supply has a year’s warranty and liability
insurance for consequential damage-not
just for a failed component but any
retrospective or consequential damage to
the engine is also covered.”

Mr Hoggett noted that purchasing
spares for older engines is “a cheaper
option than replacement” and he
acknowledged a trend whereby “many
people are maintaining engines where they
don’t have the budget to replace.” 

He explained that owing to the influx
of new spare parts suppliers based in the
Far East, Lincoln Diesels Spares has made
efforts to establish an office in the region.
“We’re moving quite quickly to be able to
offer a range of spares suitable for
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Japanese and Korean equipment,” Mr
Hoggett said, adding “we’re not just
looking at exhibitions but we’re also
visiting manufacturers in Korea and China
because the quality there is improving.”

Arguably, by occupying a more
specialised corner of the spares market,
companies can maintain their competitive
edge, as Mr Hoggett argues: “We have a
niche market with the engine types we’re
looking at as Lincoln Diesels Spares. The
population isn’t as high and so we don’t
face a lot of competition from foreign
manufacturers”. 

Ship supply companies offering a
‘complete’ service, from safety equipment
to food provisions are also feeling the
impact of a reduction in demand for
spares. Jose E. Rodriguez, general
manager of First Choice Marine Supply,
Savannah explained that 

“most businesses when faced with
reduced cash flow will try to lower
inventory of items not essential to the
current operation of their business or
vessel. Engine spares can quickly add up
to significant money being tied up.

Although it can be somewhat of a roll of
the dice, many companies will try to lower
their inventory of spares onboard to free
up cash, even given the downside of not

having a critical spare part onboard and
the difficulties that may bring.” 

He added: “Everyone is reducing their
inventory – ship owners, distributors and
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manufacturers. This can result in a
sizeable problem for everyone, especially
the owner/operator if the necessary part is
not readily available. Fortunately, our
company has actually increased our
inventory of engine spares, which allows
us to be at a competitive advantage of
actually having the product on the shelf.” 

However, Mr Rodriguez explained that
although market conditions are not ideal,
his company is working towards fresh
ventures owing to new markets and that
additional business locations are
becoming a possibility. He explained: “We
are opening up more businesses in the
Caribbean, servicing ports historically
difficult for taking supplies.” 

For spares suppliers more squarely
focused on the repair sector, the recession
may attract new customers and provide
fresh opportunities. Igor Pejić, service
manager at turbocharger service and
parts provider TurboNed said that the
recession has encouraged customers to
focus more strictly on budget constraints
leading many customers to “consider the
opportunities of repair which TurboNed

specialise in” instead of simply purchasing
brand new parts automatically. 

TurboNed is not affiliated with any
specific brand but provides services for a
range of makes including Napier,
Mitsubishi and Holset. Mr Pejić explained
his company’s focus on “improving
services, improving the network and
approaching customers for worldwide
services with guarantee.” 

He added that by concentrating
on repairs, TurboNed provides “a  
different approach” to original equipment
manufacturers more dedicated to the sale
of new parts.

Moscow-based export and import
company Sudomechanism specialises in
marine spare parts and equipment but
regarding the current demand for engine
spares in this region, Vadim Yu. Shukhmin,
managing director noted that the market
appears to have shrunk to around one
third of its status two years ago. He
explained that his business is ‘diversified’
and in addition to its focus on ship spares,
the company offers equipment for
machinery used in bakeries. 

Mr Shukhmin explained that at
present, Russian-based shipping
companies are opting not to use entire
fleets owing to a lack of demand, adding:
“We don’t have so much transport at the
moment and don’t have so many goods
to be transported, especially on the
internal waterways in Russia.” 

He noted that Russian companies
may be using less than 50% of their
existing fleets at present, leading to a
decrease in demand for spares and
added: “I believe this is a global trend
because there are a lot of integrated world
markets nowadays.” The market may
have shrunk but Mr Shukhmin described
his hopes for the future of the spares
sector: “It’s growing, slowly and maybe
next year it will be better, we hope” he
said. “I believe in one or two years it will be
at the level of 2007.” ■
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The Ship Supplier: How would you describe
your company, its history, function/role and
specialist position in the international ship
supply market-place?

Veronika Koh: Skatool Marine was established in 1989 by the
late David Ang. Our company has evolved over the last two
decades and the organisation is now managed by his son Ang
Teann Meng. In 1989 our company started a small scale operation
manufacturing deck descaling machines (model: SK550) in
Thailand and Singapore. The products were then distributed
through our network of ship chandlers in Singapore.

Over the last 20 years, we have expanded our product range,
to include the following: mucking winches, deck descalers, hydro
jets, ventilation fans, pneumatic and electric tools, hardware,
various other equipment and hardware tools for the maritime and
other related industries.

Skatool Marine parts are designed by our in-house research
and development team. Parts to be manufactured are
subcontracted to countries outside Singapore such as the United
Kingdom, Taiwan, Germany, Thailand, China, Japan and Italy. In
this way we ensure that we are able to produce good quality
products with competitive pricing. However, certain important
components for our machines are still manufactured in our own
factory in Singapore to ensure that our quality is not compromised.
All our products are assembled and subjected to quality control in
our Singapore factory.

Our strong research and development team constantly strives
to innovate and improvise our machines. We have also begun to
take on special orders to design, develop and customise machines
according to customers’ specifications.

We aim to produce Skatool machines to fulfill and surpass
customer’s expectations, with regards to both results and
performance of our products.

Skatool products are now distributed through our distributors
and agents in over 30 different countries.

TSS: What are the key issues affecting the way your company 
is doing business in these harsh economic times?

VK: We bear in mind at all times the following issues:

Price: competitive prices

Quality: good quality products which meet customers’ 

expectations and

Service: providing maintenance and after-sales service

TSS: How is Skatool Marine  responding to client needs as 
the maritime industry starts to emerge from recession?

VK: We are geared to meet the expected increase in demand by
increasing our production to ensure we have sufficient stocks.
Currently, we are looking for ways to increase our quality control
and improve production to meet the increasing needs of our
customers. At the same time, we are continuing to look for ways
to expand our range of products to meet the demand of our
customers.

TSS: Are you satisfied that the next generation in your industry is
being trained well enough, that there is sufficient funding and
initiative to ensure personnel can step into the business? What is
your company doing to ensure this?

VK: Our company has set aside sufficient funds for a programme
whereby we constantly encourage and send our staff for training
to upgrade their skills in their respective fields. This ensures that we
can keep up with the needs of the industry and we have been
following this programme for several years.

Our mission is to establish ourselves as a reliable business
partner to our valued customers. Since 1989, we have successfully
formed strategic alliances with numerous reputable companies
through valued added services with our products. We are also
constantly looking for new representatives in new markets. ■
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CargoCare Solutions could not
be one of those cargo access
equipment supply and service

companies that immediately springs off the
tongue but a cursory glance back at its
history shows it has a trading and operating
pedigree that is second to none.

After being part of the new building
organisations (service network) of Deutsche
MacGregor and Macor Neptun and
Seohae Sales and Services, CargoCare
Solutions recognised the need in the
market for an independent, global and all-
round supplier of parts and services for the
many brands of cargo access equipment
among an owner/manager’s fleet. Over
time it acquired the original rights of Macor
Neptun (formerly Deutsche MacGregor)
and Transport Efficiency, but was able to
supply parts and services for all brands of
cargo access equipment.

After expansionary efforts in The
Netherlands, Germany and Denmark

through the acquisition of Seohae Sales
and Service (they have been renamed
CargoCare Solutions and be part of an
international groups of companies that will
deliver cargo access equipment and
services worldwide), further expansion
plans are in the pipeline for Singapore,
Shanghai and Hong Kong. As Peter
Peltenburg, Group Director at CargoCare
Solutions, stressed: “What we want to do is
to give the shipowner local contacts for
stocks and service engineers.”

Being an independent supplier and
service provider of cargo access and ro-ro
equipment means that CargoCare can
service all the main brands of hatch covers
or ro-ro equipment such as: MacGregor;
Deutsche MacGregor; Skandinavian
MacGregor; MacGregor FarEast; Macor
Marine Systems; Macor Neptun; Transport
Efficiency; Kvaerner;  and TTS.

“We need more sales offices at some
point and then establish strategic locations

with stock points like Singapore
and Shanghai,” said Mr Peltenburg,
acknowledging that while some areas have
large ports and repair centres but small
numbers of owners, other areas like Greece
are rich in owners and managers but their
port facilities are not as well served.

“The biggest change in the market will
be Asia which is moving quickly but we
deal with owners and their ships are all
around the world. There is a lot of repair
demand going to Asia and that is where
we see our market moving. We have to fly
service engineers all round the world; our
guys are travelling a lot.

But I see demand in Asia growing so
much that we will need stock and service
outposts in Asia. Also with the docking
work, we try to take the problems away
from the owner – we want to be part of the
dry docking operation and look after the
hatch covers.”

What about competition? Peter
Peltenburg again: “We have two different
types of competition – one being the very
large competitors who service the
newbuildings sector and the lower end
where you have the local offices who carry
spare parts and offer a bit of after sales
service. We want to deliver a better level
of support and services than the known
brands such as MacGregor and TTS.

The fight for market share will be
based on how customer friendly you are;
how flexible you are and how quickly you
can respond. Price is definitely important
and we see some owners who want to
spend the money for maintenance but on
the other side you have owners who
decide they want to cut back on budget. 

“Owners still need our service. But
maintenance wise the main engine is still a
main priority but cargo is still important
and a ship’s cargo should be cared for so
there will always be need for our
products,” he added.

So finally, what do you hope
CargoCare Solutions will be telling The
Ship Supplier in a year’s time? “Well that
we managed to get a lot of new clients;
that we have extended our network to
support our clients; that we have a vibrant
Asian set-up.” ■

Hatching the right
repair solution
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Safeguarding
By Helen Jauregui

Shipowners and managers may
lose sleep over lost revenue from
expensive errors such as time

wasted in port or damaged cargo but
ultimately, the value of human life must
hold precedence above all other factors
onboard.

Against a backdrop of an expanding
regulatory framework courtesy of the
International Life-Saving Appliance Code
and chapter three of the International
Maritime Organization’s Safety of Life at
Sea Convention, manufacturers of
progressive lifesaving equipment strive to
create quality products and innovative
new designs while ensuring efficiency and
reliability.

Evangelos Vallianatos is managing
director of Greek marine equipment 
firm Eval. The company’s new range of
lifejackets adheres to regulations including
SOLAS 74 and LSA CIODE 96/98/EC.
The jackets feature an ergonomic design
which makes donning quicker and easier
for the user and wearers can be fastened
together in order to stay close. “The
lifejackets have been tested in real
conditions and have proved resistant to
wear and sea conditions,” Mr Vallianatos
said. 

The jackets feature retro-reflective
tape for high visibility, a whistle and two
belt positions for attaching a light. A
foldable version is also available which can
be stowed away when not in use. Mr
Vallianatos added: “Eval’s new SOLAS-
approved lifejackets are the outcome of
continuous research and development
procedures and testing. They comply to
high ergonomic and safety requirements,
combining safety with comfort.”

Emphasising the importance of
thorough product testing, Mr Vallianatos
said: “Our quality control department is
well equipped and staffed with specialist
engineers. Adherence to regulations is
ensured as every single lot sample is
thoroughly tested before entering the
market.  Continuous co-operation with 
our notified bodies also creates a safe
basis for the quality of our products.” 
An example of this rigorous testing routine
is the company’s lifebuoys which
are subjected to tests confirming a

number of factors such as weight
measurement, buoyancy, breakage

inspection, endurance and strength. 
Mr Vallianatos said: “A weight of 14.5

Kg is applied to the lifebuoys in a tank full
of water and after 24 hours, the lifebuoy is
checked for its buoyancy. If the lifebuoy is
still afloat with no sign of sinking it is
perfectly safe.” Regarding his priority
concerns within the lifesaving equipment
industry, he added: “The utmost issue is
the sensitivity and commitment to ensure
the life of our fellow people at sea.
Continuous and thorough testing is the
top priority combined with quality raw
materials.”  

Individual components of lifesaving
equipment are also subject to rigorous
new regulations, including load release
hooks for lifeboats which must comply
with the IMO’s new DE53 standard which
states guidelines for evaluation and
replacement of lifeboat on-load release
mechanisms. 
In compliance with these new
requirements, international supplier of
lifeboat and evacuation systems Schat-
Harding has developed a range of
SeaCure hooks designed to prevent wear
and tear on critical components. 

your vital assets



David Torres from the company’s Service Division said: “There
have been too many accidents involving on load release hooks in
lifeboats. These new hooks have been designed to ensure that the
most common causes of accidents (poor maintenance and poor
operation) are less likely to lead to a fall. They are unique because
they have been subject to an exhaustive failure mode analysis. I
believe that with these hooks, seafarers will regain confidence in
their lifeboats.”

Schat-Harding has also developed a supporting computer-
based training package to assist seafarers in operating lifesaving
equipment safely. Mr Torres said: “One of the biggest problems
with lifeboat on load release hooks has been a lack of
understanding onboard about their maintenance and operation.
Ship operators are reluctant to send seafarers on special courses
ashore. This course can be used anywhere and can stay on the
vessel to be used by new crewmen as they join the ship. It takes
the training to where it is needed – the seafarer onboard ship.”

The upkeep and servicing of vital components is a critical
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“Our engineers have experienced lifeboats that
have been poorly re-set with a high chance of
an accidental release, purely because the
release gear wasn’t re-set correctly. It can only
take someone to jump in, or for the boat to
knock into something and lifeboat release gear
systems can be a bit of a hair trigger”

Safelauch offload/onload lifeboat release gear



aspect of ensuring continued adherence to SOLAS. Paul Watkins,
project manager at Survival Craft Inspectorate, a Maritime and
Coastguard Agency-approved independent lifeboat servicing and
testing organisation, emphasised the need for lifeboat release gear
systems to be kept in good working order: “As part of our work
within the International Life-saving Appliance Manufacturers’
Association we are also regular attendees at the International
Maritime Organization and play a part in sub-committees and
specialist working groups where the sole purpose is to improve
the safety of seafarers. That’s one of the reasons we created
Safelaunch, a specially produced lifeboat release hook system. We
are able to replace the existing release hook system on any lifeboat
with our Safelaunch system, which provides many advantages
over other types of equipment, resulting in improved safety for
seafarers and their vessels. 

Safelaunch features an integrally designed fall prevention
device which ensures the lifeboat will be held and suspended in
the unlikely event of an accidental release during drills or
maintenance. Mr Watkins said the choice of materials can also
greatly influence performance. “Many release gears in circulation
are made from galvanised carbon steel which once in use are
subject to wear and tear and start to show signs of corrosion.
Deck crew are often instructed to paint them. Potential corrosion
of the release gear system could be missed underneath the paint
or the paint could actually gum the release gear up, making it
inoperable. Stainless steel doesn’t require painting as it’s not going
to corrode.

“A lot of systems on the market today require that you enter
the lifeboat to assess how the equipment has been re-set. Our

engineers have experienced lifeboats that have been poorly re-set
with a high chance of an accidental release, purely because the
release gear wasn’t re-set correctly. It can only take someone to
jump in, or for the boat to knock into something and lifeboat
release gear systems can be a bit of a hair trigger. If you are in the
lifeboat before you discover what status it is in, this is not
conducive to seafarer safety whereas our equipment can rapidly
be assessed on its re-set capability without entering the lifeboat at
all.”

A further issue of importance concerns the medical
requirements of rescued crew following evacuation, and it is
essential that lifeboats carry appropriate first aid supplies. Willem
Rogier van Duin, chief executive at medical supply company
MediScore said: “The kits are dependant on the flag the vessel is
sailing under so we have no influence on the contents. But we
provide bags that take as little space as possible and most
importantly, provide watertight bags with high quality products and
a long shelf life. The most pressing issue is shelf life as the longer
the shelf life, the lower the costs will be for our clients over a period
of time.”  

Another important factor in ensuring safety of life, as described
in SOLAS chapter two, is the installation of fire detection devices
onboard. The speedy detection of an emergency situation can
greatly influence the success of crew evacuation efforts but 
once again, the maintenance of such devices is of paramount
importance in ensuring seafarer safety. One company providing
solutions is UK-based Detector Testers. Company representative
Alex Brown said: “Every ship, like every building, is required to have
a detection system i.e. a warning system should there be a fire, in
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order to assist evacuation. This will allow crew to identify the area
of the ship in which the fire is taking place, to isolate the area and
take action to put the fire out. The equipment we produce is
designed to simulate the conditions of a fire on a portable basis by
generating and causing combustion. 

“We are producing or replicating the conditions, whether that
be the rise in temperature that you experience during a fire or the
smoke and different particles that are produced from different
materials. One of our products, commonly used in the marine
industry is our ‘Solo’ equipment which a technician can use alone,
rather than needing the support of someone to hold a ladder to
access the detector at nine metres. 

“We also have a new product named Testifire which enables
the testing of smoke detectors, heat detectors and multi-sensor
detectors. In the galley, as in kitchens on land, quite often there
are heat detectors but with the new equipment we have brought
to the market, you are able to test any detector, be it heat or
smoke, with just one tool whereas traditionally you would have to
use different tools for testing different sensors.

Safety and regular maintenance are two issues which clearly
go hand in hand but it is also essential that during product
development, lifesaving equipment companies carefully evaluate
a vast range of potential emergency situations in order to ensure
optimal performance. Marine and fire safety equipment
manufacturer VIKING has created a range of design-your-own
inflatable SOLAS-approved lifejackets in full compliance with MSC-
200 (81), featuring a modular design which the wearer can tailor
according to their requirements. 

Henrik Uhd Christensen, chief executive said: “What I think is
quite important is the approach to developing products and the
way we try to understand the customer’s needs and the situation,
to develop a product which is fit for purpose. You can add a lot of
technology to products, which we do in some cases but if the
technology is not relevant and is not supporting the purpose of
rescue, then it doesn’t really make sense.”

“An area where we have invested a lot of resources is in
evacuation systems” he added. “We have increased the speed of
descent in our chute system because in a rescue situation you
could have a lot of different situations arising where you need to
recover people from, for instance, a ferry. At one end of the scale
the ferry could be sinking or at the other, you just want to evacuate
people extremely fast because you have a fire onboard the ship. 

“We have developed the systems to make them flexible to
cover all these kinds of situations so if the ship goes down, the
system will ensure that life rafts will come up to the surface fast
and inflate to pick up people and if you use the system the way it
was designed to be used, which is that you inflate it onboard the
ship and go down through the chute, then obviously anybody
would wish to leave the ship as fast as possible. I think that would
be the main desire of anybody – to get away safe and fast so that’s
the core process we have been focusing on with our chute
system.”

Mr Christensen added: “We developed a piece of technology
that is added to our chute – a traffic light system as it is important
to control the entry into the chute because as soon as you have
people entering with the right speed, you can secure the optimal
evacuation capacity of the system. We added some pieces of
technology into the system to measure when people were down
the chute, giving a green light to the next person. This increased
the speed dramatically and the system is flexible, covering all kinds
of situations when there is a need to be rescued.”

Fundamentally, lifesaving equipment manufacturers appreciate
the value of extreme testing when providing effective products and
Mr Christensen is no exception. “Within the basic requirements of

SOLAS there are a lot of individual tests you need to pass, starting
at component level and component approval” he explained. “Take
for instance, a material such as natural rubber. There is a
requirement for the strength of that material – tear strength and
wear strength and different aspects of the material will need to be
approved. So basically, that’s the first level, you need to use
approved materials then you add all the approved materials
together into a product. Then you need to test the product.”  

Mr Christensen cited examples of tests which must be carried
out, including those involving extreme temperatures, long
exposure to water, capacity testing and functionality tests such as
a heavy sea-trial whereby a liferaft is loaded with its capacity
weight plus an additional 10%. He emphasised the importance of
“finding extremes to provoke the system and show that it’s able to
cope with the purpose it was designed for.”

High performance equipment is an essential element in
providing seafarers with the best chance of survival at sea but
owners and managers must also ensure crew are adequately
trained to deal with extreme situations, as Alan Massey, chief
executive of the UK Maritime and Coastguard Agency explained.

“People often forget that the sea can be a really quite
dangerous place,” Sir Alan said. “When it comes down to the
human factor, despite all the technology which we use to go to
sea, nothing gets done unless the people onboard are properly
trained, nurtured, cared for and looked after. Things like duty of
care or health and safety can sometimes seem at odds with what
is trying to be achieved, particularly in a military sense but it is
actually right at the top of our list of priorities. 

“You don’t win wars and you don’t achieve your mission by
debilitating your crew. In most sectors, the issue of health and
safety is being taken seriously by ship owners, masters and
management and this fits squarely with what we at the MCA are
trying to achieve.” ■  





Autumn 2010  Issue 46 The SHIP Supplier

People Places
IMO head granted honorary life
membership of Baltic Exchange

Efthimios Mitropoulos, Secretary-
General of the International Maritime
Organization, has been awarded

honorary life  membership of the Baltic
Exchange for services to shipping. 

Admiral Mitropoulos, who has served
as IMO Secretary-General since 2004, joins
a celebrated list of those recognised over
the years including Winston Churchill, the
Duke of Edinburgh, Maersk Mc-Kinney
Moller, John Prescott and Sammy Ofer. 

Making the award, Baltic Exchange
chairman Mark Jackson told guests
including UK minister of shipping Mike
Penning and Intercargo chairman Nicky
Pappadakis that Admiral Mitropoulos’
period at the helm of the organisation 
had been marked by skilful management 
of the complex environmental and other
issues confronting shipping as an industry
and by deep empathy and concern for all
those who go down to the sea in ships, and
their families.

The IMO, Mr Jackson said, had pushed
forward a strong environmental and 
safety agenda with successes in many
areas including the MARPOL extension,
phasing out single hull tankers and securing
agreements on emissions controls.

“We know that your greatest challenge
still lies ahead – which is to find a global,

IMO-led solution to carbon emissions 
from ships. This solution needs to be both
economically sensible for shipping and
trade as well as meaningful for the
environment.” 

Admiral Mitropoulos said: “As a student
of history and a lover of all things maritime,
I cannot tell you what a genuine privilege it
is for me to be received in this, one of the
most prestigious temples of international
shipping, in the City of London, where the
heart of the industry beats stronger than in
any other maritime centre of the world; and
to have this honorary life membership of the
Baltic Exchange conferred upon me. 

“It puts me in the most elevated of
company of richly deserving former
recipients of the highest stature and is an
honour for which I am extremely grateful
and very appreciative.” ■

On June 10 2010, Emmanuel J.
Sardis (or Manny as he preferred to
be called), chief executive officer of

The Unispec Group, passed away suddenly
after attending the Posidonia 2010
international marine exhibition in Glyfada.

His passing left a void in the lives and
hearts of his friends and family, and also
marked the moment when the maritime
world lost one of its greatest assets.

A true visionary, Manny Sardis was
always ahead of his time; well-informed and
up to date on a plethora of subjects, from
the latest advancements in marine
technology to alternative energy sources
and world market trends, his insatiable
hunger for knowledge together with 
his generous nature, made him the 
‘go-to guy’ for technical advice, trouble-
shooting tips or even just for interesting
conversation punctuated with anecdotes
from his vast library of personal experience.

Despite his modest beginnings in a
small suburb of Athens where he was born
and lived until the age of 16, Manny’s
ambitious nature was always a driving force.
Fortunately, at that time, his family decided

to relocate to Canada.
Canada was the ideal setting for his

potential to flourish and after graduating
from high school in Montreal, he went on to
obtain his Masters Degree in Economics
with honours from Concordia University
where he attended night classes so that he
could continue working during the day to
cover his tuition. At this time, Manny was
already an active member of the business
community in Canada and was soon asked
to join the Montreal Board of Trade.

His work ethic, pioneering ideas and
contagious enthusiasm soon placed him in
high positions with prestigious firms such as
Johnson’s & Johnson’s and RCA Canada.

However, the multinational corporation A.W.
Chesterton, finally won his loyalty and
Manny soon relocated to Greece, where he
accepted the position of general manager
for Chesterton’s activities in Europe and the
Middle East. 

Despite his early success, Manny could
not contain his desire to strike out on his
own and make his mark in the world of
business. This ambition soon led him to
take leave of Chesterton and in 1983, the
Unispec Group was established. His
perseverance, foresight and devotion to
quality were pivotal to the company’s
success, and the Unispec brand soon
came to be recognized in the marine and
industrial fields as the guarantee of quality
and service that it is today.

Despite his life's work in the maritime
community, Manny was a loving husband
and caring father of four. Having lived a rich
life, full of travel and foreign influences, he
was a constant source of inspiration to his
family.

“His larger-than-life presence will be
sorely missed and never forgotten,” said his
daughter Carolyna Sardis.

A tribute to the life and work of Emmanuel J. (Manny) Sardis
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Bob Blake, managing director
of Admiral Harding Limited and
chairman of the British
Association of Ship Suppliers

Economic recession has hit many
areas worldwide and while shipping
has been one of those areas,

Admiral Harding has worked hard to
ensure that it continues to lead in its field.
Over the last 12 months the group has
continued to grow in the UK and in
Rotterdam, Dubai and India, and its
worldwide purchasing power continues
to be a benefit in these troubled times.

The strength of the pound against the
euro and dollar has been a big help, as it
gives a more level playing field for UK
suppliers when purchasing items.  This
has resulted in more ship owners,
management companies and ships’
masters purchasing from the UK rather
than in mainland Europe.

The directors of Admiral Harding are
proud of the way our global operations
have come to the fore recently due to
their professionalism though the trusted
name of Admiral Harding helps.  The
Rotterdam, Dubai and India operations
have seen significant growth over the
past 12 months with management and
staff continuing to provide excellent and
professional services in these areas. 

This growth has also continued in the
UK with the acquisition of Thompson
Ship Stores Ltd and the opening of new
offices in Milford Haven, Tilbury and
London. These offices have enabled us
to be more on hand in these ports; they
add to our list of strategically located
offices and warehouses, which means
that when a ship’s movement changes
we can pass orders to another of our
offices without having to pass on
additional costs to the shipowner.

The company is not sitting on its
laurels. We are proud to be considered
the number one UK supplier to the cruise
and merchant shipping market but, in
order to continue challenging ourselves,
we have added several new high-profile
customers to our portfolio over the past
year, including companies within the
offshore renewable energy and wind farm
sector – a growing area on the UK’s
shores. These additional contracts have
resulted in an expansion of Admiral
Harding’s transport fleet by a further six
lorries.

However, this growth has not come
without any problems. Over the past year
we have had to deal with numerous
problems being fired at us from all
directions. Customs is one of the
problems we are encountering as there
does not appear to be harmonisation
between the various locations. A

customs office in one location does not
necessary require the same paperwork
as an office in a different port. Admiral
Harding’s excellent relationship, and
record, with the local customs office has
assisted us to overcome some of the
problems we have encountered. 

Another area of concern is the
inaccessibility to the oil and gas terminals
making deliveries difficult. Health and
safety issues in these locations have also
resulted in our drivers having to carry
more and more personal protective
equipment to ensure that they are
allowed into the refineries. A rise in the
number of deliveries made by barges has
caused problems due to the weather
causing delays, which in turn causes
problems for our drivers because of their
Tacho hours.  

High barge charges in certain ports,
which are often unavoidable, have
become a pet hate for many shipowners
and operators who, whenever possible,
will delay supplies to vessels until they are
in a more accessible port.This often
results in cancellation of orders and
frustrated ships’ personnel.

I know from my role as chairman of
the British Association of Ship Suppliers
and a member of the OCEAN Committee
that these problems are encountered
throughout Europe. 

Another area of ship supply that is
becoming more challenging is the
supplying of provisions. Ship operators
are not only looking at supplying vessels
with good quality provisions but now,
importantly, provisions that provide
greater health benefits to those onboard
ship. 

At the forefront of these
developments is Garrets International
Ltd, the UK-based marine contract
catering company currently running
initiatives to supply vessels with healthier
items including free range eggs and free
range chickens in the UK, Europe and the
US and the Garrets team, led by
managing director Derrick Samms, is
looking at expanding the range of actual
products and the countries where they
are supplied.  

Their efforts were recognised this
year by Compassion in World Farming, a
global animal welfare charity, which
awarded them the prestigious Good
Chicken and Good Egg awards, and we,
at Admiral Harding, are supporting them
with these initiatives. Indeed a short 
film, created by Compassion in World
Farming, showing us supplying one of
their vessels with free range products,
can be viewed on the Garrets website.
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Market News

Leading UK ship supplier Hutton’s
has boosted its profile through the
acquisition of Welsh ship supply

company Lars Knutsen & Clode.
The company, established in South

Wales over a century ago, has a 
turnover of £4.5m and a client base
which includes James Fisher, Fastnet
Ferries, Irish Ferries and Gulf Offshore. 

Among its facilities, Lars Knutsen &
Clode operates an 8,000 sq ft warehouse
facility in Pembrokeshire with full bond,
ambient, freezer and chilled facilities and
Unitor stock to supply Pembroke and the
Milford oil and gas industry, South Wales
and South West UK.

In addition to its 3,500 sq ft of
warehousing on the River Thames,
London the company supplies Harwich,
Dover and South East UK with full bond,
ambient, freezer and chilled facilities. 

Lars Knutsen & Clode  managing
director David Thompson, a descendant
of the company’s founder, will remain
onboard in a sales development role and
will be fully involved in incorporating the
company into the Hutton's business
model.

Hutton’s managing director Alex
Taylor said the acquisition would
strengthen Hutton's position in Wales
and the South of England and provide his

company  with additional bases to supply
ships in the local ports. It would benefit
customers and further increase the
company’s buying power and logistics
network.

The acquisition is the fourth for
Hutton's in the past five years. The
company bought Admiral Marine's
Edinburgh office and Marine & Offshore
Medical Supplies (rebranded Hutton's
Medical) both in 2005 and Pan Europe in
2009.

It opened an Aberdeen branch in
2006 and expanded further in the
Scottish city in 2009. 

Mr Taylor added: “Over this five year
period Hutton’s turnover has increased
from £2.5m to £7.5m and, with the
addition of LKC’s £4.5m turnover, we  are
set to have an annual turnover of at least
£12m, which secures Hutton’s future. ■

Hutton’s eyes £12m annual turnover
after snapping up Lars
Knutsen & Clode
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GAC Group has acquired leading
Finnish ship agent John
Nurminen Navis Oy, a subsidiary

of the John Nurminen Group, and
rebranded the company GAC- Nurminen
Navis Oy as part of the drive to boost its
activities in the Baltic Sea region. 

The Finnish company handles some
3,000 vessels each year at all major
Finnish ports, through offices in Helsinki,
Porvoo, Kotka, Turku, Naantali and
Rauma and a network of sub-agencies.

Parent group John Nurminen Oy was
established in Rauma in 1886 and its
activities range from fine art logistics
services, nautical charts sales, property
development and ship agency services to
clean tech venture capital investing. The
ship agency arm ranks in the top three in
Finland in terms of market share. 

John Nurminen Oy managing director

Jan Lonnblad said: "From John
Nurminen's point of view, it made good
business sense to join JNN with GAC,
based on the group's global reach,
financial strength and international
reputation. By combining our rich legacy
of shipping services and local ship
agency expertise and experience with
GAC's global strength and resources, we
can offer even more to our existing and
potential clients."

Erland Ebbersten, GAC Group vice
president - Europe, Mediterranean, Black
and Caspian Sea, and Africa, said: "JNN

is strongly represented in key sectors
such as oil tankers, chemical carriers, dry
bulk, and cruise ships," he adds. "These
are all areas where GAC is strong globally,
so this acquisition makes perfect sense
to help us continue to thrive in the long
term." 

Svante Eriksson, managing director
of GAC- Nurminen Navis Oy added:
"GAC's acquisition of JNN will certainly
strengthen our position as the leading
ship agency service provider in Finland,
and opens up interesting possibilities for
the future services we can offer our
current and prospective clients. I also
believe, in addition to our known brand
and highly professional team of agents
and back office personnel, that our
principal focused customised IT-solutions
will be of great value to the GAC ship
agency community in general." 

GAC’s Nordic region presence has
grown steadily since its majority stake
acquisition of Ole R Olsen in Norway in
2007, followed by an alliance with Pole
Position AS in Spitsbergen last year and
the opening of new offices in Bergen and
Sandnessjoen in 2010. ■

GAC ups Baltic Stakes
through major Finnish
acquisition
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New code of practice
Highlights VHF Locator
Beacon Technology

focus means that the recommended
measures are suitable for any fishery
worldwide. The code details safety
guidelines to prevent falls on commercial
vessels as well as emergency responses
for man overboard incidents and was
developed in response to deaths arising
from man overboard incidents and
recommendations by the state coroner
in his report on a death in 2006.

Among the measures introduced,
which include improved use of personal
flotation devices, the code highlights
Man Overboard (MOB) alerting as
vital to saving lives in the harsh
professional fishing environment, where
in the Western Australia fishing industry
alone, there have been 44 deaths

from a range of causes since 1988. The
Code states: 'A procedure or system to
immediately alert crew that a person has
fallen overboard is an important part of a
vessel's emergency system to ensure falls
are quickly detected and crew only
remain in the water for a short period of
time.

The longer a person is in the water
the harder it will be to locate them,
affecting their chances of survival.'

The Code goes on to recommend a
solution that can raise an immediate
alarm should a MOB incident occur: '...a
radio transmission man overboard
system that sets an automatic alarm
when somebody goes overboard.'

"It's reassuring that the Code of
Practice recognises that the speed of
a MOB alert is vital to securing a fast
rescue and that immediate alarms to
crew are the recommended measure,"
said Lindsay Lyon, CEO of the Perth,
Western Australia based Mobilarm. ■

The newly introduced Code
of Practice, Man Overboard:
Prevention and Response, which

has been developed and issued by
Western Australia's Commission for
Occupational Safety and Health, for
adoption by the thriving fishing industry
in the region specifically highlights VHF
DSC technology, which is only available
in Mobilarm's unique V100 VHF Locator
Beacon, as the most suitable for quickly
raising the alarm should a crew member
fall off a vessel.

The new Code positions Western
Australia as the first Australian state or
territory to introduce a man overboard
code of practice for the commercial
fishing industry and the personal safety
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Thrane & Thrane has announced
that it has started delivery of 200
SAILOR 500 FleetBroadband

terminals for implementation by Certified
Partner, Polaris Electronics aboard the
Maersk Line fleet.

The roll-out follows shortly after A.P.
Moller - Maersk signed a significant
contract with Polaris Electronics for the
supply of the terminals.

Delivery completion is expected end
October 2010. With the completion of
this supply Thrane & Thrane has
delivered a total of 370 SAILOR 500
FleetBroadband to A.P. Moller - Maersk.

"SAILOR 500 FleetBroadband offers
high performance and reliability backed
up by our extensive global support
network," said Casper Jensen, VP

Maritime Business Unit, Thrane &
Thrane. "Maersk Line vessels will benefit
from a proven and best suited solution
that is able to improve crew welfare,
optimise day-to-day communication and
operation regardless of location or
environment."

As the flagship terminal in
Thrane & Thrane's FleetBroadband
portfolio, which also includes
SAILOR 150 & 250 FleetBroadband, the
SAILOR 500 FleetBroadband harnesses
the full speed and power of Inmarsat's 
next generation service, making cost-
effective, high quality internet browsing,
email and voice communication possible
on a global basis.

Built to exacting SAILOR standards,
SAILOR 500 FleetBroadband is reliable

and built to last, and offers straightforward
installation and maintenance. ■

Thrane and Thranne
starts MaerskSailor 500
fleetbroadband roll-out



The SHIP Supplier  Issue 46 Autumn 2010



Market News          85

Autumn 2010  Issue 46 The SHIP Supplier

KVH and Virtek Communication
have announced that they have
entered into an agreement

for KVH to acquire the Norwegian
communications technology company,
for $6.5 million. 

Virtek's CommBox system, supplied
to more than 700 vessels owned by 
50 different shipping companies 
primarily based in Scandinavia and
Northern Europe, is used to manage
communications to and from vessels
over a variety of different satellite
communications services. 

Virtek's estimated revenues for 2010
should be between $2 million and $3
million, according to the companies. 

Functions integrated into the

CommBox equipment include optimised
data transmission technology and
automated switching between satellite
services for redundancy and cost control,
onboard firewall and virus protection. 

Mobile communications tools such
as mail servers and web servers are also
part of the system, as well as other
communications tools to facilitate file
transfers and remote access to onboard
equipment. 

As a result of this acquisition, KVH
says that it anticipates being able to
support a significantly larger population
of users with its existing satellite capacity,
as well as offering new content services
like chart and software updates, digital
newspapers, weather reports, and IP-
based television. 

“Virtek, its talented team of software
engineers, and its proven middleware

applications are an excellent fit with KVH
and our rapidly expanding satellite
communication business, most notably
in the commercial marine market,”
explains Martin Kits van Heyningen, KVH
CEO. 

“The capabilities offered by Virtek’s
CommBox technology complement and
expand the comprehensive satellite
communication concept that is at the
heart of the TracPhone V7 and mini-
VSAT Broadband solution." 

"The integration of this powerful
middleware technology will strengthen
our competitive position in the maritime
broadband marketplace, enable us to
offer a wide range of value-added
functionality to customers, and provide a
path to enhance the efficiency and
versatility of our mini-VSAT Broadband
data communications network.” ■

KVH buys Virtec
For $6.5m

Mobile satellite services provider Thuraya has launched
a new compact antenna with standard speeds of
444 Kbps. The smallest antenna of its kind on the

market, the device is A5 in shape, battery powered and has a
lengthy cable which runs up to 30 meters. The product was
created by antenna specialist SCAN Antenna and will be useful
for all sectors of the industry requiring portable solutions when
streaming.

Thuraya
Releases compact
antenna

Triple accreditation
For JM Candina and
Biscay Ship
Management

Grupo Candina companies JM Candina and Biscay Ship
Management have obtained ISO 9001, ISO 14001 and
OHSAS (Occupational Health and Safety Assessment

Series) 18001 certification for services in crew management
and the training and operation of vessels.

Grupo Candina has been accredited since 1988 and
says it is “committed to the continuous improvement of
competitiveness by implementing quality and safety standards,
with the only and essential goal of making the difference on
behalf of clients, not forgetting the corporate and social
responsibility and environmental policies that are so important
today”.

ISO 14001ISO 9001 ISO 18001



Cargo Care Solutions
- Complete maintenance solution for 

Hatch Covers and RoRo-Equipment

www.cargocaresolutions.com

30 years experience in cargo care equipm
ent
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To advertise in this section please contact Samantha Turgis - Email: issa@elabor8.co.uk Tel: 0044 1296 682403

CMI Co, Ltd Vietnam

44 Hoang Dieu Str, Dist 4, HCMC Vietnam
Tel: 0084 8 394  00762 / 0084 3825 4279
Fax: 0084 8382 54278
Email: capt-napoleon@hcm.vnn.vn
Web: www.captain-napoleon.com

Arados Shipping Co Ltd

Ferdinand Avenue, A8 Blok 37 – 38 – 39 Flat
Constatza, Romania
Tel: 0040 241 665 706 / 660 540
Fax: 0040 241 665 706 / 660 540
Email: customer@aradosshipping.ro
arro@seanet.ro
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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 General Ship Suppliers 

Oceaneeds (Pvt) Ltd
01 Alfred house Avenue, Colombo 03. Sri Lanka.
Tel: +94 11 4511075 / 4511077
Mob: +94 71 4735103
After hrs/Res: +94 11 4303389
Fax: +94 11 4511076
Email: oceaneeds@sltnet.lk

mahinda@oceaneeds.lk
Web: www.ceyline.com/oceaneeds

Hutton & Co (Medical) Ltd
James Bell House Connaught Road
Kingswood, Hull, HU7 3AP
Tel: 01482 324093
Fax: 01482 580588         
E-mail: sales@huttons-medical.com
Web: www.huttons-medical.com

Hutton & Co (Ships Chandlers) Ltd
James Bell House Connaught Road
Kingswood, Hull, HU7 3AP
Tel: 01482 324093
Fax: 01482 580588         
E-mail: sales@huttons-chandlers.com
Web: www.huttons-chandlers.com

General Ship Suppliers
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To fill those Ship Supplier
vacancies please contact

Ms Samantha Turgis
issa@elabor8.co.uk

Tel: +44 (0) 1296 682403

Global ship supply is a fast-paced industry. Supplying
the right products in the right time at the right price
to customers is key to this business.

Ship suppliers need the right people working for them to
meet the high standards that today's customers demand.
Finding the right person to fill your vacancy and enhance
your ship supply team is essential - and that's where The
Ship Supplier fits in perfectly.
The Ship Supplier is the number one magazine for the ship
purchasing and supply industry.
Advertise your recruitment needs in our pages and reach
more than 25,000 relevant industry professionals
immediately.
For all recruitment advertising enquiries call Samantha Turgis
on +44 (0) 1296 682051 or email: issa@elabor8.co.uk

RECRUITMENT






