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At the time of writing this, we are well and truly caught up in the
preparations for the ISSA African Regional Meeting in Ghana. It
looks like we are potentially going to have between 30 and 50
members coming, which is fantastic news.

It is the first regional meeting in Africa and the first of its kind
in the way it is being organised and presented. Our previous two
regional meetings, in South America and China, were quite political
while this is very much a promotional meeting to encourage
members to attend and to tell them what ISSA has been doing
and where it is heading.

We will also be able to outline what we can do for members in
the African region and it will be a lot more factual and down to
earth and, hopefully, should be informative to all.

There has been a growing interest about membership in Africa
which has been very pleasing and this is, of course, the reason
why it is appropriate to have a regional meeting there.

Being in Africa, there will be an input from a local official about
piracy and how that is affecting ship supply and we are also going
to have a very strong input on the ISSA quality certification which
is still going from strength to strength. The new 2010 Standard
has been very well received by everybody and there is a growing
request for certification as members see the benefits and
advantages it is bringing to fellow members. That is exactly what

we predicted should happen, and it is very pleasing to see that it
is happening.

Preparations are rolling along nicely for next year’s annual 57th
Convention in Cádiz, southern Spain and both ISSA and the
national committee at AESMAR (the Spanish Ship Suppliers
Association) are working hard to make sure the event runs as
smoothly as possible. Because we have an Executive Board
meeting in Ghana and Rafael Fernandez, the Chairman of

It is the first regional meeting in Africa and the
first of its kind in the way it is being organised
and presented. Our previous two regional
meetings, in South America and China, were
quite political while this is very much a
promotional meeting to encourage members to
attend and to tell them what ISSA has been
doing and where it is heading

Dear ISSA Members and Maritime Colleagues
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AESMAR will be there, we are also going to have a meeting about
Cádiz to bring us up to date on the latest preparations

After this year’s Convention was held on a ferry between
Copenhagen and Oslo we will be back on dry land, and hopefully
it will be dry, I’m sure it will! We are holding it in a location which,
maybe is a little bit out of the way, but on the other hand was
historically a centre for shipping and will be held at the same time
as this year’s Convention, at the end of May, so hopefully that will
work well again for everyone. 

We are also looking at having another regional meeting in the
autumn of next year to encourage more people to join. We do have
a few suggestions as to where it could take place though nothing
has been confirmed as to where this will be yet and this will be
discussed more in Ghana.

We are also still looking at a different approach to ISSA’s
education programme to teach people, especially the younger
individuals in the industry, the basics of how to become a ship
supplier and Saaed al Malik, from Dubai, has been working very
enthusiastically on this since his election last November.

Distance learning is one of the possible ways of teaching and
we are still aiming to hold the first seminar in connection with this
when the annual Convention moves to London in 2013.

ISSA also had representation at the IMO Facilitation
Committee (FAL) 37th session in London a few weeks ago with
ISSA Secretary Spencer Eade and Geoff Marchant, Treasurer of
the British Ship Suppliers Association attending. It was hoped the
continuing problem of access to ships for ship suppliers would be
touched upon but the major topic of discussion was piracy.

We will also have representatives at the IMO Council and
Assembly meetings at the end of the year, so we can monitor if
anything is said about the access to ships issue and keep
members informed of any updates.

Meanwhile you can keep up to date with the latest news on the
ISSA website at www.shipsupply.org and send in your comments
and views to the ISSA Secretariat either by phone on +44 (0)20
7626 6236; Fax +44 (0)20 7626 6234 or alternatively email
secretariat@shipsupply.org

Jens Olsen
ISSA President

We are also still looking at a different approach
to ISSA’s education programme to teach people,
especially the younger individuals in the industry,
the basics of how to become a ship supplier and
Saaed al Malik, from Dubai, has been working
very enthusiastically on this since his election
last November





USA
COMPASS welcomes President
Olsen to Boston

Visiting Boston, Massachusetts represents one of the finest
walks through the historic pasts of the US. So it was not surprising
that it proved to be a popular venue for the 16th Annual COMPASS
Meeting of NAMS and CSSA held between August 18th – 21st.  

And a truly beautiful city it is, where most of the history of
America’s colonial beginnings can be found on a stroll along the
Freedom Trail from Beacon Street to Bunker Hill. The hotel, food,
social activities and the formal business programme of this year’s
event received high marks from those who attended especially
when you consider that the Boston Millennium Hotel is just across
the street from Faneuil Hall and Quincy Market, which are rated as
some of the best food and entertainment hotspots this beautiful
and historic city has to offer.

We were particularly pleased with the quality of our speakers,
the content of their presentations and the interaction of the
delegates during the business sessions. Change is happening in
the shipping industry and in the way ship owners, ship managers
and ship suppliers select and order ship stores for both onboard
ship and ashore, so the debate was both timely and valuable.

We were very pleased to have Jens Olsen, President of ISSA
and his wife, Christine, attend our COMPASS Meeting. They
attended the social events and Christine thoroughly enjoyed the
Accompanying Persons tour of Boston, a highlight of the social
events.  

President Olsen took time to explain the new governance of
ISSA with its nine member Executive Board which will now bring
their actions and decisions to the ISSA Assembly for endorsement.
He also outlined the formulation of the ‘ISSA Road Map’ outlining
the direction of the Association over the next three years. This
blueprint includes addressing payment problems, re-engaging with
inactive national associations, encouraging regional groupings
(OCEAN and COMPASS are examples) and instituting Public
Relations programmes on issues such as access to ships, the
‘Green ISSA’ initiative and support for anti-piracy measures.

As far as the ISSA Convention is concerned, following the 2012
event in Cadiz, Spain from May 25th and 26th, Convention will be
based in London for three years starting 2013. ISSA also plans to
hold a Regional Meeting every Autumn, starting in Accra, Ghana
this September.

The ISSA website is where most ship owners and managers
go for contact information about ship suppliers, but as Jens Olsen
said, there is still a demand for the book and CD. The 2009 edition
of the Ship Stores Catalogue continues to sell well and Dr Peter
Albury is at work revising the 2013 edition.

Delegates were also told about changes to the ISSA 2010
Quality Standard which has been upgraded to include the

environment and the supply of food onboard ship. At the time of
writing, 20% of ISSA members have been audited to the new 2010
Quality Standard.

The next speaker on Friday’s programme was Paul Ostergaard,
Founder and CEO of ShipServ. He was accompanied by Peder
Arstorp, Vice President of Sales for the Americas. Paul’s
presentation included an overview of ShipServ and its brands,
ShipServ Ad Network, ShipServ Pages, ShipServ Trade Network
and the Mariner’s Annual. The presentation was wide-ranging and
generated many questions from the floor. In addition to providing a
platform for RFQs etc., the systems now generate a significant
amount of information on the order/fill order process that is
gathered by ShipServ and is available to ship owners/managers.  

Delegates were interested in finding out more about the
availability of ship owner/manager data with the emphasis on
vetting their repayment records; the numbers of RFQs sent out;
ranking of ship suppliers by buyers as well as other aspects of
buyers’ history.  Paul Ostergaard said ShipServ would work with
suppliers if they could define what information was important to
them. 

Mr Ostergaard said it was imperative that ship suppliers
educate their customers and their sub-suppliers on the value of
their services.  The last mile, and particularly the guarded port mile,
is the most important piece of real estate in distribution and in
putting stores on the ships. Without ship suppliers, how do all those
stores get to the ship?

In November 2010, Torben Brammer, co-founder and CEO of
ShipCentric, announced the launch of One Maritime. He told
delegates about his online platform that recognises the needs of
ship suppliers. Features of the One Maritime system include
accessing online catalogues. ■
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The state of the ship supply industry in the US is currently akin
to a scene from The Jungle Book movie, with the ‘bare necessities’
being the resounding words in many supply orders.

As companies still battle the ongoing economic downturn
there is no clear sign as to if, and when, there will be a huge
improvement in business, or if it will ever return to the level enjoyed
before the crash.

“The recession hit ship suppliers just as it hit everyone else in
the world, but this industry always seems to be about six months
behind the economy so things were generally fine until about
March 2009,” explained Alan Kotz from R.S.Stern and NAMS –
the National Association of Marine Services (the North American
ship suppliers association).

“In general we had a pretty sharp decline in business and there
were two reasons for this – the decline in port calls and owners
only really buying the bare necessities. Last year was a little better
and this year may be even a little better yet. Things are coming
back, however still not at the level where anyone was in 2008.”

Of Baltimore-based ship chandler R.S. Stern, where he is
President, Mr Kotz said: “All day long we do nothing but quote and

when the orders come through we notice a lot of things have been
cut to the bare necessity. They cut expensive items like new
equipment, and maybe try to make the ropes last a little bit longer.”

Unfortunately while orders are scaled back, expenses are
going up and this is also making life increasingly difficult.
“Customers are also paying slower and the vendors seem to want
to be paid faster so the cash flow is not what it was either,” said
Mr Kotz.

However, the dollar exchange rate has offered a chink of light
in the doom and gloom: “Right now with it being so low, it is
making the US a very attractive place for people in other parts of
the world to buy stores.” Looking to the short term, Mr Kotz said
some people thought the recession was nearly on its way out while
others believed news broadcasts of a possible double dip.

“I don’t have a crystal ball but the one good thing about the
industry we are in is that it’s never going to go away. There’s always
going to be a lot of ships, they are always going to have people
onboard who need to eat, and they are always going to have to
maintain the ship. So there is always going to be the need for ship
suppliers.” ■

Back to basics
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The Canadian Ship Supply & Services Association (CSSA)
says it is continuing to stay on top of industry issues that may
affect its members.

Membership of the Canadian Maritime Law Association has
assisted the CSSA with changes to maritime law and the birth of
the bill C-7 which gave Canadian ship suppliers a maritime lien on
foreign flagged vessels, said President Craig Bishop.

“The CSSA also maintains a continuous dialogue with the
Canada Border Services Agency relating to customs and security
issues, as well as applying for the Partners in Protection (PIP)
program.”

Members recently took part in the annual COMPASS meeting
in Boston and were pleased to hear the addresses from ISSA
President Jens Olsen and ISSA Senior Executive Vice President
Rocky Rocksborough-Smith, as the international association
moves forward.

The CSSA was established in 1977 by several prominent
Montreal ship suppliers and was founded based on the principal
of promoting the interests and reputation of the general members
both inside and outside Canada in an effort to expand the
domestic and international prominence of the Canadian ship
supply industry.

Today the CSSA offers a more substantial lobby to address
any concerns and issues members may have and those of the
marine trade in general and any particularly applicable to the ship
supply industry.

Since its formation, the CSSA has established itself as a
national organisation with members now in every major Canadian
port and it has helped to establish the country as a positive supply
destination for international shipping. 

The CSSA has represented its members in several legal and
operational issues such as the right to arrest, longshoremen
loading of stores, seaway deliveries, agriculture requirements and
many others, and it continues to represent its members through
communication with other organisations such as The Seaway
Authority, The Shipping Federation, the Canadian Maritime Law
Association and various port authorities. 

It also holds membership of ISSA and the Canadian Maritime
Law Association.

Despite the huge geographical range from which it draws its
members it manages to meet three or four times a year,
conducting regional and annual meetings. ■

Canada
Staying on top of industry issues
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The increasing expenditure needed to deliver to some ports is
one of the current challenges facing members of the Asociacion
Argentina de Proveedores Maritimos (Argentine Ship Suppliers
Association).

Association President Philip Prince said the cost of terminal
entrance fees, along with the contract of compulsory shore
stevedores, was having an impact across the ship supply industry.

“Time and patience will be required to challenge these problems
for the future benefit of both the suppliers and paying customers,”
he said.

“The association is also there to continue improving the team
spirit to face outstanding matters such as the Customs House old
bureaucratic paper work system to cover the obligatory supply
permits,” he said.

The Argentine Ship Suppliers Association was formed by eight
ship suppliers who wanted representation to defend the industry
during the years of political and economical conflict.

“From the beginning, the association has maintained an open
door policy and today counts 19 members,” said Mr Prince. 

“We strengthened the association as an institution that projected
a clear and firm focus. This I believe is the consequence of our
commitment to team work which produced the idea and conviction
we share, reflected in our aims, in characteristics of our daily work
and the relationship within the suppliers’ community, accompanying
the changes in the country.”

On the positive side, he said that many Argentine ports were now
busy with the export of soya beans and oil.

“The imports of petroleum, chemicals, the regular container
services, and the expected summer cruise ships, also offer
challenging expectations for the months ahead,” added Mr Prince. ■

Ship suppliers in Brazil are enjoying a period of strong market

growth with the discovery of oil and gas reserves in Bacia de

Campos, Bacia de Santos and Vitoria.

Paulo Rodrigues Filho, Vice President of the Associação

Brasileira dos Fornecedores a Navios (Brazilian Ship Suppliers

Association), said: “The competition has been fierce with the entry

of new players to this game. Investors and companies from all over

the world are establishing or want to settle in Brazil and growth

prospects remain good for the next decade.”

He also understands the Brazilian government is seeking

private equity to invest in the modernisation and creation of ports:

“This will ensure the ease of handling cargo and therefore help with

the growth of the supply industry.”

Despite the positives, however, suppliers are still facing a few

challenges: “The great difficulty for the industry is the inability to

have our own bonded warehouses and the understanding of

customs rules which can be different in all ports of delivery,” he

said, “but the association has worked for us to help overcome

these barriers.”

The Brazilian association, which is presided over by Jose

Valeriano Santiago, was set up just over 30 years ago and has

seen most of its growth over the past 10 years.

“It is now recognised by the Brazilian authorities as an

institution that brings together the biggest and best companies in

the supply industry,” said Mr Filho. ■

Argentina
Time and
patience

Brazil
Oil adds all 
the right
strengths 
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Though the recessionary sting
remains sharp for ship suppliers
across the industry, Gibraltar is

one nation where the phrase
“recession…what recession?” still rings
true. 

This British overseas territory, which
is largely self-governing, has remained
afloat owing to an economy mainly driven
by financial services, tourism and
shipping, and according to Mark Canepa,
Director of Tarik – a ship chandler and
shipping agency based on the Rock –
demand for ship services within the Strait
of Gibraltar has continued to thrive.

Mr Canepa explained that Gibraltar
has “not yet suffered” the full effects of
the current recession and there is a
‘buzz’ on the Rock owing to fresh
custom from those who are new to the

services local suppliers have to offer.
“There are many ships that have only just
found out about the Gibraltar Straits

Passage and its opportunities,” Mr
Canepa said. 

“North Africa is also close by and
vessels calling from there can get their
medicines checked, life rafts serviced,
engines repaired – you name it, it’s in
Gibraltar. Vessels go to Gibraltar for all
kinds of reasons – charts, crew flights, to
get bunkers or even to see the doctor –
it’s easy as pie and ensures a quick
turnaround!”

But how does Tarik deliver excellent
customer service for its clients, while
encouraging repeat custom? Mr Canepa
explained: “Those good people onboard
rely on ship suppliers to keep them well-
fed and in touch with humanity – they’re
not robots! Well done I say, to all of them.
We do our best to make their lives as
normal as possible – a simple gesture will
make any one of them feel important and
good manners when addressing
seafarers are much appreciated. 

“A simple thank you goes a long way
and this is the simplest form of
advertising you can make that will ensure
you are called to over and over again.
Ever since starting in this business, I
learned from a tender age to be
courteous and say thank you – this I have
tried to pass onto our team and it does
produce repeat custom.” ■

ISSA and Ship Supply News 17
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Indian ship supply company Global
Marine Supply Co. has announced the
opening of a new office near the Kochi

International Container Transshipment
Terminal (ICTT) at Vallarpadam, Kochi
Port, in the State of Kerala.

The office, which is due to open in
January 2012, will handle primary-level
operations and employ a small team of
eight to 10 people, responsible for
purchasing and sales, as required by the
company’s head office in Mumbai. 

As Ajay Joseph, Director of Global
Marine Supply Co. explained, by opening
a new office at the port (which is India’s
first and only ICTT), his company will
benefit from sales growth opportunities
and an increase in clientele.

“We are in the field of Exports,” Mr
Joseph said. “At present we export
basmati rice to a European offshore
supplier and are registered with the
Agricultural and Processed Food
Products Export Development Authority
(Ministry of Commerce and Industry,
Government of India). Now we are
focused on food products for export,
such as pickles, spices, seafoods and
some fresh fruits to offshore and marine
suppliers who have more storage
capacity.”

Global Marine Supply Co. currently
provides services to more than 40 regular
container vessels calling to the Nhava
Sheva container port in Mumbai, in
addition to all other Indian ports. ■

New office for Global
Marine Supply Co.

Gibraltar –Looking to a bright future
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The Hamburg-headquartered
German Shipsuppliers Association
has published the 39th edition of

its annual German Shipsuppliers Register
containing information on 148 ship store
merchants in 30 ports in Germany and
Austria and some specialised maritime
lawyers, tax advising and accounting.

In addition to company names,
addresses, telephone, telex and facsimile
numbers, email addresses, websites 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 124-
page A5-size English language Register
will be distributed worldwide to ship
owners, shipbrokers, ship suppliers,
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 ship owner
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 2011/2012 can
be downloaded from the Association’s
website www.shipsuppliers.de under
‘Publication’, ‘By our Association’.

Companies interested in the print
version of the Register can be included
in the distribution list for next year’s
delivery. Please send company details to
the German Association office by email:
vds@shipsuppliers.de ■
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Showcasing Germany’s importance

German Chancellor Angela Merkel
and Federal Minister of Economics
and Technology Dr Philipp Rösler

underlined their commitment to the
importance of the German maritime sector
by attending the Seventh National Maritime
Conference in the JadeWeserPort,
Wilhelmshaven on May 27th and 28th. 

This high ranking event was opened by
Dr Rösler while Federal Chancellor Dr
Angela Merkel joined the Conference on
28 May 2011 together with several other
representatives of the German Federal and
Land Governments. More than 1,000
representatives of the maritime industry
and science attended, so making the
National Maritime Conference Germany’s
largest maritime conference. At this
Conference the major players of the
business community, from science and
research, politics and administrations
discussed the challenges ahead and the
possibilities of safeguarding the future

competitiveness of the German maritime
industry. 

The Conference discussed concrete
recommendations for action within the
framework of six workshops and provided
an important stimulus for the further
development of the sector. Issues covered
by the workshops included shipbuilding,
port management & logistics, maritime
technology as well as offshore wind power.

All the German speakers agreed that a
strong and competitive German maritime
industry, with more than 380,000
employees, was vital for Germany but it
was acknowledged that the maritime
industry was being hit by the crisis.
Declining charter rates, low cargo handling
numbers in the ports, falling shipbuilding
orders threatened the future of many
companies. It was accepted, however, that
the maritime industry has overcome the
crisis better than expected, mainly due to
the work of the companies and their staff.

It was agreed that action should be taken
to ensure market-economy principles are
also observed in the maritime sector.
Framework conditions will be developed
and targeted investments made in the field
such as training, innovation and  research
and development.

The German Shipsuppliers Association
is regularly involved in organising and
preparing the National Maritime
Conferences in Germany and was
represented this year by its secretary and
other representatives of the association’s
membership. ■

ISSA and Ship Supply News 19
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According to ISSA’s
Articles of Association,
the Treasurer is in

charge of the finances of the
Association and is primarily
responsible for the preparation
of financial statements, while at
the same time, ensuring that
appropriate accounting policies
are consistently applied. It is a
crucially important role and one
which Alfred Borg, who has
been ISSA Treasurer since
1996, has set to with
professionalism, dedication and
an understanding that the
continued growth and success
of an association like ISSA, is
totally reliant on its financial
strength.

Essential to the role of
Treasurer is ensuring that the
financial statements comply
with international financial
reporting standards. Mr Borg is
also responsible for
safeguarding the assets of the
Association and will take whatever
reasonable steps are necessary for the
prevention and detection of irregularities
should they ever occur. Not only is the
Treasurer  charged with preparing the
ISSA and Marine Related Services Ltd
Budgets but he also has to present them
to the Executive Board for approval. He is
also chairman of the Finance Committee
and is an Executive Board member,
besides being a Director of Marine Related
Services Ltd.

Convention Budgets are also the
responsibility of the Treasurer and are
prepared together with representatives
from the host country.

Mr Borg told The Ship Supplier: “The
strategies used to achieve the objectives
initially set out in 1996 were to control
costs, maximise profitability, improve
services and improve financial
accountability.” 

These objectives have been reached
and achieved and during the last 16 years,
ISSA has undergone considerable
changes that have brought about some
innovative systems and services. The
success story of ISSA can be charted by
the levels of performance attained. Indeed,
many milestones have been reached over
the past 16 years, especially in relation to
services offered to ISSA members, despite

the difficult conditions being
seen not only in the ship
supply business, but also in
the unstable financial markets.

“In spite of all these
problems, ISSA has
continued to deliver very good
results as well as maintaining
an enduring commitment to
liquidity and diversification of
assets. ISSA is now well
positioned to build on its own
strength, being the market
leader in its industry,” Mr Borg
said.

It is ISSA’s intention to
continue to work closely with
its members to support both
them and the industry.

Treasury achievements
are testimony to the hard
work and professionalism of
the dedicated and able staff
for the relentless contribution
they have shown. The
Treasury is responsible for the
operating results of the

Association and together with the
Secretariat regularly chases debtors.

Another important function of the
Treasurer’s Malta office is to compile the
ISSA International Ship Suppliers Register
and members’ database which are
assembled from information received from
members. Invoices are subsequently
issued from this data. The treasurer is
adamant that no invoice reduction is
accepted after the register has been
printed – his motto being: “Once you have
asked for it, you must pay for it”. As Mr
Borg pointed out, it must also be said that
membership fees have not been raised for
the last 10 years.

An insight into the Treasurer’s
functions and responsibilities

ISSA Focus
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Wrist Ship Supply has appointed
a new key account manager
dedicated to its Asian

customers in a bid to tap in to the growing
Asia-Pacific market.

Shilpa Jayant Varade, who has 10
years’ experience in the Indian and
Singapore marine and offshore shipping
markets, will be based in the company’s
Singapore office and will be responsible for
building relationships with Asian shipping
companies and generating awareness of

Wrist, which offers supplies and associated
logistics services.

Søren Jørgensen, Vice President,
Global Sales for Wrist Ship Supply, said:
“The growing demand for our customers
in Asia and the upswing in Asian shipping

clearly demonstrates the opportunity 
for Wrist Ship Supply to grow market
share. To do this we need to ensure 
that we have an established presence 
to develop relationships with decision
makers locally. 

“Outsourcing procurement is
becoming increasingly popular as a new
way of working for the shipping industry
and we are committed to delivering
procurement strategies that increase
efficiencies and maximise profitability,
allowing ship owners to focus on their core
responsibilities.”

Wrist Ship Supply also has a presence
in Dubai, the US and Canada and some
European countries and is owned by the
Wrist Group. ■

The Treasurer and his office, which
include Marion Migneco and Pam
Bonello, are a crucial component of the
ISSA team and remain in constant
communication with the ISSA Secretary
and President. Marion is in charge of all
bookkeeping, issuing of membership
invoices and all other invoices.  She is
also responsible for issuing Convention
invoices while chasing debtors and

ensuring that the monies due to the
Association are collected. Pam is the
database manager who is in charge of
updating the ISSA Register and the
website. The database is continuously
updated throughout the year, however, in
July every year, update forms are sent to
all members to confirm and amend their
data accordingly. Both Marion and Pam
work hard to ensure that all members are

in the Register, and that they have paid
their fees according to their update
forms.

Transparency is key and all the work
connected with accountancy is audited
by two independent auditors. “We must
continue to monitor, protect and promote
our ship supply industry in order for the
industry to sustain its performance over
the years,” said Mr Borg. ■

Wrist’s new appointment caters for growing

Asian demand
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Plans are “rolling along nicely” for
next year’s 57th Convention in
Cádiz, southern Spain, according to

ISSA President Jens Olsen.
He said both ISSA and the planning

committee of AESMAR (the Spanish Ship
Suppliers Association) were working hard
to ensure the event, from 25th to 26th May,
runs as smoothly as possible.

2012 is a very important year in Spain
as the country will commemorate the
bicentenary of the first Spanish
Constitution and it is especially significant
in Cádiz where the Constitution was
signed. ISSA delegates and
accompanying persons will also be able to
soak up big cultural exhibitions as the city
has also been designated the Ibero-
American Capital of Culture.

Cádiz, a popular cruise destination, is
believed to be one of the oldest cities in
Europe with ancient settlements recorded
in the area as far back as 10,000 years
ago, so the location should also appeal to
accompanying persons. And so should

the weather, with the region boasting over
3,000 hours of daylight each year and an
average temperature of 18C.

“Hosting the ISSA Convention in a
place such as Cádiz, it is not difficult to
organise an excellent programme for
accompanying persons,” said Eugenio
Mediavilla, Secretary of the Spanish Ship
Suppliers Association.

There will be a visit to Vejer de la
Frontera, declared a historic artistic
settlement in 1976, which has Arabic-
Andalusian architecture and offers narrow,
winding streets with whitewashed houses
and features a medieval castle. Another
trip is to Sanlúcar de Barrameda, a town
known mainly for its gastronomy, with the
inclusion of a private boat trip during which
guests can admire the beauty of the
Doñana marshlands. There will also be the
option of traditional salt marsh fishing in the
heart of the Bahia de Cádiz Natural Park.

Delegates and accompanying persons
may also enjoy a visit to a local bodega
(traditional wine cellar) as the gala dinner is

due to be hosted at the Tio Pepe bodega
in nearby Jerez de la Frontera.

The Convention will be based at the
Melià Sancti Petri Hotel, on the Cádiz
shoreline where there are lovely white
sandy beaches, restaurants, shops and
commercial centres, as well as La
Estancia - an 18-hole golf course. The
hotel, which combines the look of an
Andalusian hacienda and Moorish palace,
offers a well-equipped business centre,
four meeting rooms and free wi-fi
throughout.

Days before the ISSA Convention, the
National Assembly of the Spanish
Shipsuppliers Association, will take place
in the same venue. “This will allow
delegates to meet all of the Spanish
members, offering a perfect occasion to
establish and strengthen new
relationships,” said Mr Mediavilla.

He added: “Our Convention will offer
very interesting meetings and speeches
and we are still working to define topics
from different authorities such as Customs
& Excise goods, veterinary, state ports,
ship owners as well as ship suppliers.
Most of them have confirmed their
attendance as well as a lot of exhibitors.”

For more information about the event
contact AESMAR (Spanish Ship Suppliers
Association on +34 956 282 807 or email
secretaria@aesmar.org . For registration
please contact ISSA on +44 20 7626 6236
or email secretariat@shipsupply.org ■

Convene in captivating Cádiz
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As a nation renowned for
its quality ship suppliers,
world class shipyards

and innovative engineering and
shipbuilding, The Netherlands
continues to make a broad
contribution to the maritime
industry by bringing fresh
techniques and technologies to
the market. The Port of
Rotterdam, which sees an
annual throughput of around 430
million tonnes, has also ensured
a robust maritime market place
within the region and serves as a

gateway to the European market where
over 350m consumers reside. 

This positive maritime history is certainly
worth celebrating but this November, Dutch
ship suppliers will be looking to the future at
the Europort Exhibition, where visitors and
exhibitors will enjoy a packed programme
celebrating technological progression within
their industry. Taking place at the Ahoy
arena and events centre in Rotterdam from
November 8th to 11th, the exhibition will be
built around the theme ‘Advanced
Technology: Your Access to the Future’ and
according to Raymond Siliakus, Exhibition
Manager for Europort, this will mark the

perfect opportunity for
suppliers and other
maritime stakeholders
to engage with
pioneering ideas and
expertise across a
fast-changing
industry.  

“It’s very much a
technological trade
fair, not only for the
exhibitors attending

but also for the conference programme
which will accompany the exhibition – it’s all
about innovation and new technologies for
the future. There are many elements related
to sustainability but in addition, the themes
of safety and environmental solutions are
vital and visitors will see this around the
exhibition floor,” he said. Mr Siliakus added
that the exhibition will cater to a vast range
of different maritime sectors including;
shipbuilding, repair and conversion;
propulsion and manoeuvring; electronics,
communication and navigation; mechanical
and auxiliary systems; and maritime
services (such as classification, finance,
nautical services, media, government and
sector associations).

Though these sectors hold distinct
differences and interests, Mr Siliakus said
that technology is a topic of concern for all
maritime stakeholders. “History shows our
exhibitors and visitors come from many
different industries and we also see that,
with the current situation in the shipbuilding
industry, some of our participants are also
focusing on new markets. A strength of
Europort is that all these markets are
presented under one roof,” he said. Mr
Siliakus and his team are currently devising
a broad programme of conferences,
seminars and activities across all maritime
disciplines. The exhibition’s strength in
drawing together stakeholders from across
industry is a definite advantage for both
visitors and exhibitors. 

Dirk Cupido, Chairman of the Dutch
Ship Suppliers Association (Nederlandse
Vereniging Van Scheepsleveranciers),
explained why the exhibition presents a
worthwhile opportunity for Dutch suppliers:
“Europort is important to us as we can go
there to meet our suppliers – it is the perfect
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platform for this and to meet local players,
especially from Rotterdam.”

Mr Cupido added that the exhibition is
important for attendees who wish to
expand their knowledge of the Dutch
maritime market while widening their own
customer base. “The advantage is that in a
limited space, you meet a lot of people who
might be interesting for your business
network,” he said, noting the importance of
this for local suppliers. 

The chance to form new business
partnerships will also coincide with the
opportunity to retain current relationships,
as Mr Cupido said: “I know a number of
members of the Dutch Ship Suppliers
Association who will be attending – they
have the chance to make new contacts but
also to maintain existing contacts and this
is probably one of the most important
reasons to attend.” 

The last time this biennial exhibition took
place in 2009, a record number of 896
exhibitors took part, while 31,463
professionals visited Europort. The
exhibition’s organisers have confirmed that
a significant number of its visitors are
“international maritime professionals with
decision making authority”. At the 2009
exhibition, 75% of visitors were involved in
the purchase of products and services,
while 70% of exhibitors stated they got in
contact with relevant target groups during
Europort 2009. 

One exhibitor who will be present is
lifesaving equipment manufacturer Ned-
Deck Marine. Jolanda van den Brink,
Marketing Manager, agreed that the face-
to-face contact opportunities Europort
affords are not to be missed: “We believe
personal contact contributes to the success
of good business relationships. During the
Europort exhibition we have the chance to
meet and speak to our customers and also
to our suppliers, all within a relatively short
space of time.”

Ms van den Brink added that the
exhibition’s theme of ‘Advanced
Technology: Your Access to the Future’, will
also prove to be of great interest to safety-
centric companies such as Ned-Deck
Marine, particularly owing to the need to
kept abreast with the latest technological
advances in their field. She noted how the
need to ensure a quality ‘balance’ between
safety and economical factors “without
jeopardising aspects like quality and user-
friendliness” is entwined with technological
development.  

Describing his own
take on the importance of
technology, Steven
Wardenier, Commercial
Director at Lankhorst
Ropes (also exhibiting at
Europort), said: “The
objective of attending
Europort is that we
continuously develop new
technology features for
ropes and rope endings
and obviously we like to
share these with the
industry. Europort is a
unique opportunity to do
that because you are seeing a lot of
specialised and dedicated people within
our industry, over just a few days and it’s a
way of communicating with our potential
customers.”

He added that his company
continuously strives to create “accessible
technology” – products which customers
can “really use in the marketplace” and
Lankhorst Ropes is currently focused on
rope endings and splicing methods which
provide a stronger, lighter solution than
previous products. As a veteran exhibitor
at Europort, Lankhorst Ropes is returning
in 2011 because, according to Mr
Wardenier, the exhibition will present an
excellent opportunity to “share our
new technology with our
customers”. 

The exhibition, which was
previously branded ‘Europort
Maritime’ (in 2007 and 2005), is
the result of a merger between
two exhibitions; Europort (in
Amsterdam) and Rotterdam
Maritime. Europort opened for the
first time in 1963 and was held 31
times prior to the merger, while
Rotterdam Maritime held 12
exhibitions, beginning in 1983. 

Exhibitors and visitors old and
new are welcome but whatever a
company’s level of exhibiting
experience, the Europort Project
team are at hand to offer advice
and guidance. What advice would
they offer this year’s exhibitors?
Raymond Siliakus again: “In
general, I believe it’s important to
set your goals prior to the
exhibition. The medium of
exhibition is powerful because you
meet a lot of people in a relatively
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short space of time but also, there are many
other companies there. It’s important to
determine your goals beforehand and to
adapt your presentation and methods of
reaching these goals. That is why this year,
we are offering all our exhibitors a special
leaflet on reaching their ambitions. In this
respect, we also want to help our
participants to get more results from the
exhibition. As soon as a company confirms
they will be exhibiting at Europort, they will
receive this special booklet with an agenda
– explaining when to start, what to think
about and how to make sure your
presentation efforts will not go unnoticed.”

Mr Siliakus explained that he has been
working within the exhibition industry for
over 15 years, during which time he has
organised and managed a number of
maritime exhibitions. He noted how the
maritime industry is particularly interesting
as there is so much ‘variety’ within the
sector and also, a great degree of difference
between its comprising sectors. “It’s an
international industry but we do see
similarities between different sectors,
concerning how to prepare to get the best

results from the exhibition – it’s also good to
see the overlap between different maritime
shows,” he said, describing how the
Europort team has been exporting Dutch
expertise to other maritime regions with a
series of exhibitions abroad. 

In addition to the Rotterdam exhibition,
Europort now holds sister shows in
Romania and Istanbul. Following the
success of the China International Marine
Port & Shipbuilding Fair (CIMPS) in Nanjing
last year, this show will now continue under
the new brand of ‘CIMPS and Europort’,
creating another sister exhibition for the
Dutch maritime industry to be proud of.

When asked how being in the same city
as the Port of Rotterdam will benefit the
exhibition, Mr Siliakus noted that Europort
will certainly ‘take advantage’ of its close
proximity to the port but he concluded that
it is not the port alone which brought the
Europort exhibition to Rotterdam but rather,
a Dutch tradition of innovation: “If we look
at the maritime industry as a whole, we see
the Dutch are famous for their innovative
approaches and for trying to create new
and state of the art products, often

designed specifically for the customer. It’s
automatic that the maritime world comes to
Rotterdam to find out what’s happening
with new technologies.” ■
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28 Diary Dates

Diary Dates 2011

2 - 5 Oct Maritime Cyprus
Limassol, Cyprus www.csc-cy.org

10 - 12 Oct India Shipping Summit
Mumbai www.nhstevents.com/events

17 - 18 Oct Smart Shipping
Singapore www.nhstevents.com/events

24 Nov Offshore Marine Singapore
Singapore www.nhstevents.com/events

24 - 25 Nov 6th Thai Ports and Shipping 2011
Bangkok www.transportevents.com

17 - 21 Jan 2012 India Maritime Week
New Delhi www.indiamaritimeweek.com

Web Links
ISSA www.shipsupply.org

IMMA                                                            www.maritime-medical.org

Public Relations and Marketing www.elabor8.co.uk 

InterManager                                                   www.intermanager.org
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30 Cruise

While the global
recession is still
affecting much of

the shipping industry, cruise
companies and those

supplying to them are
remaining buoyed by the boost

in the number of people opting
for a vacation at sea.

Ron Schroeder, Director for
Travel, Retail & Leisure at US-based

MillerCoors, sees even more growth
in the cruise market as bigger ships

replace smaller ones as owners try to
cope with the demand.

He said the economic downturn
has actually worked in favour of
boosting the cruise sector, prompting
more people, who would not necessarily
have opted for a cruise before, to try a
vacation at sea. Where cruising used to
have a certain elitist image, now families
and less well off couples were experiencing
ocean voyages. 

“The cruise sector has far
exceeded any domestic

business for the last two years
and I think the reason for that
is that cruising continues to be

the best

value for people who want to go on vacation,” 
he said.

“You are paying one set price, you are getting
all the food you can eat and the only thing you are
paying for is some of the activities, the alcohol you
drink and any gambling you want to do, plus when
you are stopping at different places you don’t have
all the unpacking and packing, so it’s much more
relaxing for the consumer.”

The boost in cruise passengers has in turn led
to more business for MillerCoors – the cruise
industry makes up two thirds of its duty free sales
– and, with the demographic change, there has
been a change in tastes with beer being more
popular among the new customers.

“A lot of people who have entered the cruise
market are traditional beer drinkers rather than
favouring high end wines,” he said.

The hottest brands of the moment onboard are
Miller Lite and Coors Light 16oz bottles while the
Foster’s 25.4oz Oil Can continues to sell well. The
bigger containers are also popular with crew in their
bid to boost their wages with drinks commission.

Mr Schroeder said that despite the buoyant
market his team was continuing to push for even
more sales: “We do a lot of promotion and my
entire team is trained to tell you everything about
beer. There is no food that does not pair with a
beer, including dessert.”

However, for each step forward in the cruise
industry there seems to be a step backwards in
sales to cargo ships. 

“Cargo ships are a totally different business. On
cargo ships they want the beer du jour and more
and more ships cannot have any alcohol at all, so
that business has gone down somewhat for us.
You can probably compensate for the loss of cargo
business for the whole year by supplying just one
cruise ship.”

B&S Global Cruise Supply, part of B & S B.V,
based in the Netherlands, says it has seen an
increase in the number of cruise ships calling at
European ports for the past decade.
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“Over the last few years there has been
an upscale in the size of vessels and at the
same time, the period these ships are in
European waters is much longer than it
used to be, which automatically generates a
bigger demand,” said Business Unit
Director Fred Verhagen.

Although further growth might be
slowed down slightly due to the current
global economic situation, he believes the
European market is not yet fully grown. 

“Besides Europe we are also looking at,
and are open for, possibilities within the
Asian cruise market which should be the
next emerging cruise market,” he said.

B&S Global Cruise Supply has been
supplying to the cruise industry for over 35
years and the recent boost in business has
prompted the opening of a new facility with
a capacity of 305,000sq ft combined with
frozen and dry storage.

“Within the total team of around 380
dedicated employees, our enthusiastic
team is in day-to-day personal contact with
cruise line clients. Each client has its own
needs and specifications, so for each
specific client we have created a dedicated
team,” explained Mr Verhagen.

“The key to our success is our broad
assortment of more than 40,000 products.
These regular items we handle are based
on contracts made with cruise lines on a
100% availability agreement. Next to our
own inventory, we also have the possibility
of organising the distribution of cruise line
own products.”

Competition is fierce in the cruise sector
and The Netherlands is no exception: “We
have to compete on price and service with
our competitors. It is not a secret that cruise
supply is a very competitive business where
you have to make your money with volume
and not with high mark up. Being part of
B&S gives us a heads up on our
competitors in this aspect. Competition
within the industry differs from other
industries as it is often one of our best
friends who combines transport with us! We
help each other as much as possible.”

So, apart from competition, what type
of challenges are cruise suppliers facing at
the moment and in the short term?

“Commodity markets including oil are
so volatile that it’s becoming more difficult
to make year round contracts,” said Mr
Verhagen, “also the challenging economic
situation might have an effect on
passengers in deciding whether to go on 
a cruise, but at the moment we have 

not seen this reflected in the orders 
we receive.”

There are also daily issues in the nature
of supply: “The biggest challenge is always
the supply chain – getting the correct
products delivered at the right time. With
products coming from all over the world this
can be a challenging operation.”

Mr Verhagen said B&S, although
controlling the full supply chain, was always
striving for improvement and this often
involved finding new markets around the
world that fitted within the company’s
business strategy philosophy, being one of
the major players in niche markets
worldwide.

Like MillerCoors, it is also noticing a
change in taste and demand: “We have
seen an increase in the request for more
sustainable seafood and more organic
products and we expect that producers
and fisheries will follow this demand which
should have a positive effect on availability
and prices of these products. This
development is in line with growing
awareness all over the world that our
ecological footprint does matter, even
when we are on
holiday.”

Other
developments in
the company
include big
investments in
logistics and
distribution and the
training of staff and
reorganisation of
the warehouse 
to meet the
requirements for
HACPP with which
it was awarded in
2010. This year, 
the company also
obtained the new
AEO (Authorised
Economic
Operator) status
from Customs
authorities. 

“This is just
one more
confirmation that
we excel in what
we do,” said Mr
Verhagen. 

“That we give
our dedication and

involvement to our clients, what is our core
is their value.”

”Despite the international market
growing at a rapid pace, Chile has endured
a significant decline in cruise business over
the past few years with the number of ships
arriving in harbours between Arica and
Punta Arenas down by 40%.

Alejandra Figueroa, Assistant Manager
of Gandara Chile, said this was due largely
to current legislation preventing foreign and
national ships operating their casinos in
Chilean territorial waters and hoped a new
law, due to come into force in November,
would rectify the situation.

“The Chilean government has now
taken measures to make Chile attractive for
cruise ship companies and a change to the
law will now allow the casinos to operate
without imposing any special taxes.”

Measures also include a decrease in
harbour fees and a reduction and re-
inbursement of VAT. Hotels in Chile do not
have to pay VAT if guests are foreigners
without residence in Chile and this
exception might now be extended to 
cruise ships. ■
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34 Protective Clothing & Equipment

Stringent safety regulations and a
positive shift towards seafarer
health and wellbeing within the

industry have led ship owners to invest in
protective clothing – essential equipment
which can spell the difference between
catastrophe and manageability when it
comes to hazardous materials and
dangerous situations.

Jens Peter Kruse, Vice President,
Global Fire & PPE Products of Danish
safety equipment manufacturer VIKING
LIFE-SAVING EQUIPMENT explained how
the provision of essential equipment such
as immersion suits can benefit seafarers in
the event of an emergency: “An immersion
suit keeps the wearer dry and protected
from the cold water and extends survival
time. All VIKING immersion suits are
specially designed to maximise protection
against hypothermia with features such as
special zippers, face seals and wrist
seals.”

According to Mr Kruse, VIKING’s
design ethos ensures close attention to
smaller elements of each suit-type, in
order to deliver protective equipment with
extra capabilities: “Small details make a
big difference. VIKING has over 30 years
of experience in designing and supplying
immersion suits which means we know
the kind of conditions in which our suits
will be used and exactly which design
features are important in critical situations
at sea.” 

In the European Union, manufacturers
of protective clothing must comply with
the 89/686/EEC Directive on Personal
Protective Equipment and the 96/98/EC
Directive on Marine Equipment. To
demonstrate compliance with these
directives, VIKING tests and assesses its
equipment in accordance with a large
number of standards. This includes
standards with reference to protective
clothing for fire fighters (EN469); high
visibility clothing (EN471); and
requirements for immersion
suits – constant wear suits,
abandonment suits and

test methods (EN ISO 15027-1; EN ISO
15027-2 and EN ISO 15027-3
respectively).

As Mr Kruse said, these are essential
requirements in ensuring only a high
standard of protective clothing equipment
can enter the market, though a great deal
of work is required to achieve these
standards: “ All of our products are
certified to the latest requirements of IMO,
SOLAS, EU and the USCG. We work hard
to make sure our products live up to these
standards.A lot of effort is put into
determining both general market needs
and specific individual customer needs. It
is this feedback that determines the
specifications for our suits, which
in turn guides the design and
the way they are
constructed.
Subsequently, a prototype
is made, which undergoes
type tests and approvals.
It is only then that a suit
can be produced,
marketed and sold to
the customer.”

In the case of
immersion suits, in-
depth testing and
consideration of
how the suit will
perform in a truly
critical situation
ensures VIKING’s
equipment will not let
the seafarer down. Mr
Kruse said: “It is
crucial water does
not ingress into the
suit as this drastically
reduces survival time in the
water. When jumping
several meters from a
ship into the water,
the wearer will

sink to an extent before rising again to the
surface. Poor fitting suits may allow water
to enter the suit in this phase. VIKING’s
high quality suits fit snugly around the face
to eliminate water ingress. Easy grip
zippers close up along the side of the face
instead of directly under the chin, giving
greater comfort and better donning
conditions even if the wearer has long
facial hair.

But in recessionary times, has VIKING
had to face a decrease in demand for its
products? Mr Kruse said that although
requirements will vary between different
vessel types, demand has remained
positive for his company’s products:
“There’s always a high demand for work
suits, immersion suits, fire suits and

more. Requirements for vessels and
fleets vary greatly

depending on where
they sail, different

climate
conditions,

To protectand serve
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expected usage and the wearer. For
example, man overboard (MOB) boat
crews need an immersion suit that will
allow them freedom of movement,
whereas other crew members could use a
fire suit.”

Describing the importance of fire
fighting suits for seafarers, Mr Kruse
explained that “fighting a fire is hard work -
anytime and anywhere” and that if the
seafarer is not protected against heat and
flames, he or she is unlikely to succeed in
fighting a fire. “VIKING offers a full range of
regular fire suits, but has also developed
combination suits that are specially
designed to maximise protection against
both heat and hypothermia allowing the
wearer to maintain a stable body
temperature and conserve energy.”

Combination suits provide protection
for those who fight fire near water or for
those employed on offshore installations or
ships, where fire-fighting or evacuation
from fire may mean exposure to cold water.
“It’s all about the critical time factor – and
the innovative use of multiple thermal
layers, good ventilation and flexibility

extend effective fire-fighting efforts by
postponing the need to withdraw due to
heat stress,” said Mr Kruse.

“In the case of immersion in cold water,
the insulation locks air and radiant body
heat in the suit, which helps prevent
hypothermia and can extend survival time
in the water. (When hypothermia sets in,
there is a gradual reduction in muscle
coordination and movement.) All VIKING
SOLAS insulated immersion suits have a
documented protection level according to
requirement for six hours in cold water at
0˚C.”

Concluding that only “the best
combination of materials” are to be found
within VIKING’s suits, in addition to features
for “optimal protection, durability, freedom
of movement and comfort,” Mr Kruse
explained how VIKING’s combination suits
can save storage space onboard as
currently, many ships carry both fire fighting
suits and immersion suits for seafarers:
“The combined suit means a substantial
space saving in addition to the costs saved
in purchasing just one combined suit
instead of two.” ■
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Chandlers should not
underestimate the need for
preparation and proper

communication with port representatives
when delivering supplies to vessels as this
can spell the difference between a
smooth delivery or chaos and confusion
on arrival at port. 

This comment by Justin Atkin,
Commercial Manager at the UK Port of
Immingham, comes amid concerns by
ISSA over the ability of its members to
access ships in port.

With the introduction of The
International Ship and Port Facility
Security Code (ISPS Code) in the wake of
the September 11th attacks, ports have
taken a more stringent security approach
and ship suppliers have adapted their
operating methods to suit this. 

Access to ships was one of the hot
topics raised at the recent 56th Annual
ISSA Convention & Trade Exhibition. “In
some places you have to pay large
amounts of money to take your supplies
into the port while in other places people
are having great difficulty getting in,” ISSA
President Jens Olsen said at the time.
“Problems can arise when you have to
have certification for every person going
into the port. The bureaucracy is really
increasing and you have to buy the
certification in many places, so it is turning
into a bit of a money machine.”

Commenting on the issue from a “port
perspective”, Mr Atkin said: “It’s clear we
have obligations which have been imparted
on us through security. I think it’s fair to
remember that ports are carrying out and
working to guidelines which have been 
set upon them. Security is all of our
responsibilities and the levels of security we
now have to follow are a big cost to our
businesses – in some cases we’re able to
pass those costs on through an ISPS 
levy and in some cases we’ve had to absorb
that.” 

Together with its sister port of Grimsby,
the Port of Immingham is the UK’s largest
port by tonnage and is operated by
Associated British Ports (ABP), under the
umbrella of the Humber region, in which Hull
and Goole are also important ports
operated by ABP. First opened in 1913, the
port bears strong historical links with the
energy industry and began by exporting
coal but now is more heavily associated with
the import of energy products and other
cargoes, including fish from Iceland and
road salt from countries such as Australia.

When it comes to port security, Mr Atkin
said there are some key steps ship suppliers
can take to help their deliveries run
smoothly: “From a port’s perspective, all
we’re asking for is clear communication.
Who is coming? What they are coming
with? What is the vehicle registration?
Wherever possible, we will do what we can,

because we understand that a ship
chandler is part of the whole chain. There
are several terminals on the port so the ISPS
responsibility actually lies with each terminal
operator within the port.” 

He added that the Port of Immingham
will always take efforts to comply with
requirements and said each vessel is
essentially a “moving factory” which 
needs to be serviced appropriately. 
He emphasised the need for clear
communication as those ship suppliers who
take efforts to explain their intentions in 
detail will rarely face problems at 
the port. 

“Generally, the problems we have in
terms of getting ship stores to vessels, is
waste left on the quay side; inappropriately
sized vehicles attending areas they shouldn’t
be (we then have to send the goods away to
be decanted into a smaller vehicle); and
people turning up without personal
protective equipment – it’s unbelievable that
some people would put their employees
lives at risk.” 

“In my experience, we understand why
the chandlers are there and what they do
and we try to encourage, work with them
and help them but on occasion, a lorry will
turn up with no forklift truck to empty it – this
isn’t our responsibility, but is it that of the
ship or the chandler? There’s then a lorry
with goods on it which can’t be unloaded,”
Mr Atkin concluded. ■
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40 Pumps, Compressors & Turbochargers

As the recession continues to wield
its influence, you might presume
those who specialise in essential

engine equipment would be immune from
the negative impact of the downturn, but
in an increasingly price conscious market,
suppliers of pumps, compressors and
turbochargers must prove their worth for
every order.

Competition from manufacturers
based in China, Eastern Europe and other
low-price regions has grown particularly
strong but according to Alexander W.
Fuglesang, Division Manager at
Fuglesangs – a Norwegian supplier of
pumps, seals, hydraulics and maintenance
products for the international market –
concerns over quality are driving
customers back to more established
manufacturers. 

Fuglesangs (which means ‘birdsong’
in Norwegian) was founded in Oslo in
1916 and employs around 70 individuals
at offices in Norway, Singapore, Rotterdam
and Glasgow. According to Mr Fuglesang,
the company is also ‘deeply involved’ with
seals for pumps – a component which is
frequently the cause for a failed pump.
“This is a big issue for the ship owner as
the seal is often the weak link in the pump.
Knowing what’s going on in the seal is
imperative to understand how you can sell
a good pump. We provide full sets of
pumps for marine and offshore operations
including sea water pumps, ballast
pumps, fire pumps – all are what we call
centrifugal pumps for water
applications. We also have lube oil
and fuel oil pumps for high risk (higher
pressure) applications and offer
pumps for oil and chemical tankers
which have liquid cargo.” The
company is also heavily involved in
aftercare and the monitoring of Fuglesangs
equipment once in use, to provide a full

care package for customers for the lifetime
of their products.

Mr Fuglesang said that when
choosing cheaper but poorer quality
products, customers should consider
three issues – environment, safety
(particularly if equipment is failing) and
cost. “On the economical side, a lot of this
has to do with communication – it
depends on how you define costs
because many ship owners think about
the acquisition costs but if you consider
the pump over 15 years (the standard
lifetime for one of our pumps) when you
look at the cost of operating that pump –
the purchasing cost is about 5% and the
rest is energy to run the pump, which

represents around 80% of costs (for a
pump that’s running constantly).” He
added that pump maintenance makes up
the remaining 15% of the cost.

“If customers are worried about the
pump costing $100 more, they should
really invest that 5% because if you can
save 50% in energy costs by selecting the
right pump, that’s where you will see
savings. The shipping industry can be
quite conservative in that respect but it
would pay off for customers to use more
financial models to help them to examine
return on investment in the long-term.” 

He added that the trend for cheap
products which are lacking in quality has
not been followed by the oil and gas
industries as these sectors take potential
environmental and safety hazards
especially seriously. The cost of downtime
is also high in this sector, meaning cheap
parts and their associated risks are not
even considered. 

However, as Mr Fuglesang noted, to
understand customer trends, it is
important to consider each segment
individually. “I think in standardised,
containerised shipping, I don’t see any big
trends towards going for quality – this
sector is very price driven and the liners are
standardised. I also haven’t seen any
trends towards quality in the shipyards.
The yard is the purchaser – they are
incentivised by having a warranty period of
one year and that’s it. I don’t blame them
because that’s how their incentives are set
up but I don’t see that changing unless the
ship owners start demanding specific
products. However, within complex,
specialised shipping such as heavy lift,
LNG or dredging – in these areas, the
hazards are there and the cost of
downtime is important.”

Smaller suppliers have also seen the
impact of a price driven market. Claus G.

Higher state of
priceconsciousness
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Knüppel, Managing Director at ABG-
Pumpen – a small Hamburg-based
business specialising in the supply of
engine room pumps, deck equipment and
ballast pumps – said demand is currently
high and the market is good, but prices are
continuously ‘under pressure’, much like in
other sectors such as the automotive
industry. As a distributor for some American
manufacturers and a supplier to the
German and Dutch markets, Mr Knüppel
attributed much of ABG-Pumpen’s
success to the fact his company is focused
on the shipping market, particularly since
many competing companies are more
focused on industrial pumps – meaning his
own company understands the importance
of quick delivery times. 

The company keeps a stock of around
5,000 pumps to ensure all maritime
customers can be catered to quickly and
efficiently. However, Mr Knüppel said
competition for orders can be fierce: “The
customer will approach around 10 different
suppliers. Each time, they send special
enquiries out and will take only the lowest
price. We have very low prices because we

have no high personnel costs.” He
explained that as a small company
employing only 10 people, ABG-Pumpen is
able to keep prices lower for its customers.
When asked how his team manages to
keep on top of orders, he concluded that
locating the correct pump in his warehouse
is easy as “you only need the number of the
pump from the ISSA catalogue and it’s
simple to find”.

Those who specialise in the supply of
equipment packages are also facing
customer demands for low prices, as
Akber Khan, Project Manager at Fischcon
Trading and Engineering – a company
focused on the supply of customised
packages, said: “Of course we have seen
the impact of the crisis – perhaps we were
getting 30-40 orders in a year before and
now we are getting 30, or maybe 30% less
than three years back, but customers are
coming back to us because they know the
quality Fischcon is producing.” 

He explained that Fischcon is currently
in a positive position within the market as
the company has been operating since
1972 and is well known. Though much of

the company’s work is focused on building
customised solutions for its clients, Mr
Khan and his team also cover after sales
and he said this has ensured a loyal
customer base. “Nonetheless, due to the
crisis, our clients are also being very eager
– they’re ordering brand new installations.
They want to select between a brand new
installation or modifying and upgrading an
existing one and some of them are
choosing the latter option,” he said.
Fischcon has been supplying Nijhuis
pumps within its packages for over 15
years and according to Mr Khan, his
company’s customer-centric approach
means each client will receive exactly the
right kind of pump within their package.

“When we are in the early stages of a
project, Nijhuis are reached by our sales
department to decide which pump will be
best supplied for an installation. We take up
the project on behalf of the client which is
translated into a technical investigation and
we then build the equipment from scratch.
We do the engineering and fitting – both
mechanical and electric. We are also in
charge of project management.” 
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From the proposals to the delivery,
Fischcon is involved and plays a dominant
role in the purchasing, production,
commissioning and after-sales service for
each order. 

As Mr Khan said, creating such
packages is extremely time sensitive work:
“The biggest issue and most critical part of
the project is the delivery time which is
connected to the delivery time of the
components. We have come to a standard,
that the moment we are finalising the bid
proposal, we have selected the main
component (for example, the diesel engine,
the pump etc) – once these components
are identified, we are immediately
contacting the suppliers beforehand, even
before the project has been finalised or sold
to the client, we are already working out that
part of the purchasing, in order to save time
and give suppliers the time to start up their
production. We are giving suppliers an alert
and requesting for our clients, if they would
be so kind, to finalise their bid and give us
the purchase order so we can start with the
purchasing immediately.”

This attention to each part of the supply
process is necessary in order to ensure
deliveries can arrive on time but Mr Kahn
also noted how competition from poor
quality manufacturers is a serious concern:
“We have competition from the Far East –
there are also some manufacturers in
Eastern Europe who want to have a good
product with a suitable price – they have
tried with their new suppliers to have the
same level of quality with a lower price. But
at the end of the day, although they were
getting those installations – they were not
always getting the right quality and after
sales procedure – once the installation has
been sold to the client, the service contract
can last for up to 10 years after that but if
they are not getting high quality within the
service period, the installation life cycle will
be shorter.” Although this leaves Fischcon
with the opportunity to pick up some of this
business, Mr Kahn concluded that

“nonetheless, the competition is getting
tough”.

Kim Kirkegaard, Business Development
Manager at pump manufacturer Grundfos
agreed that the reality of a “price focused”
market is “the toughest challenge” but he
said his company’s customer base “will not
consider low-price competitors”. He added:
“In other industries you can discuss more
efficient solutions for an application but
because this market is so price-driven, it’s
very difficult to introduce new solutions to
the market. Grundfos offers innovative
energy-saving solutions to the market. We
see energy is starting to get more focus
from shipowners now, so in this way, we
believe we are on the right track. And by
offering this we expect to increase our
market share.”

Established in 1945, and with an annual
production of almost 16 million pump units
(for both within and beyond the maritime
industry), the Grundfos company mission is
to “successfully develop, produce and sell
high-quality pumps and pumping systems
worldwide, contributing to a better quality of
life and a healthy environment”.  

However, as Mr Kirkegaard said,
encouraging owners to take on more
economical solutions can prove challenging:
“What we’re trying to do is to introduce
shipowners to better solutions for some
applications. But this requires a change in
focus from purchase price only to lifecycle
cost. One example is our optimised engine
cooling system. It costs more, but the
payback time can be as low as 3, 4 or 5
months in a container vessel. We made an
investment proposal of our optimised
engine cooling system to a container ship
owner, where the initial cost was $80,000.
We showed that the system would then
save him $250,000 a year – a payback time
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of just four months. He could buy himself
a new Rolls Royce every year for the
money he saved. Despite this, he was still
reluctant to do this.”

A frugal attitude towards equipment
manufacturers has also been reported by
Tamrotor Marine Compressors (TMC), an
Oslo-headquartered company specialising
in compressed air systems for marine use.
Per Kjellin, Managing Director, said: “At
times like these with insecurity related to
the financial crisis and recession, ship
owners tend to watch every penny they
spend more closely. It is important to be
able to deliver quality equipment that
keeps running and also to be able to
provide strong technical support, original
spare parts and service. 

“Being there for the customer when
needed is also key – to meet this
challenge, we are rapidly expanding our
worldwide service presence and
continuing to build structures and routines
for fast and efficient communications with,
and delivery to, our customers. We invest
a lot in research and development to
maximise the quality, cost-effectiveness
and energy-saving properties of our
compressors. We also have technical
support available 24/7 and can provide live
assistance on short notice anywhere in the
world when needed.”

Mr Kjellin added that as equipment
suppliers, his company is definitely
influenced by “swings and fluctuations” in
the shipping market. He explained that
during the first recessionary ‘dip’, a slow
down in newbuilding orders influenced
TMC’s order books “to some extent”. “So
far, we have not seen much effect of the
second ‘dip’,” he said. “It seems that when
some segments or types of vessel are not

being built, another segment will become
stronger. There is a lot of offshore-related
activity, and since we deliver
compressors to all kinds of ships and
floating offshore vessels, we have quite a
wide base for our business, and so feel
we have a very strong position in a
volatile market place.”

When asked how competition from
China and Eastern Europe is affecting
business, Mr Kjellin said: “For us,
competition is an incentive to be on our
toes and to strive for perfection. We have
been in the market for a long time, we
know marine screw compressors and
compressor systems. It’s the only thing
we do, and we live and breathe
compressor systems 24/7.” He added
that his company is “in this for the long
haul” and works with customers who
have “strong vision and a long term view”
for being in business. He also said that
TMC has experienced steady, organic
growth and has a clear strategy for hiring
new, young team members to bring
“fresh ideas” into the company and who
can learn from working closely as part of
his well-qualified and experienced team.

Scott Spencer, Group Vice President
at ABB Turbocharging, agreed that a
focus on long-term strategy can pay
dividends for equipment manufacturers:
“ABB Turbocharging business is a mid-
to-long-term activity. So, this business is
usually not so much exposed to short-
term influences – ABB Turbocharging
business is distributed fairly evenly
between new turbochargers and service
on existing units. Service business is
rather continuous and less prone to
negative influences. Nevertheless, big
disruptions like the financial crisis have

also affected the ABB Turbocharging
business to a certain extent.”

He added that the main challenges or
“opportunities” at this time, are to be found
within new, strict emissions regulations,
which have “triggered a strong technical
development in the field of turbocharging
and auxiliary systems”. He added: “This is
of particular importance, as the
turbocharging technology and its
extensions will play a crucial role in
achieving the new regulations. For
instance, we have developed a new
turbocharging concept calletd Power2 -
which stands for two-stage turbocharging
– and a variable valve timing called Valve
Control Management (VCM), to help meet
these emissions targets.”

As Alexander W. Fuglesang
concluded, equipment manufacturers will
benefit as owners grow more concerned
over the upkeep of existing vessels, rather
than newbuildings. “I think for us, over half
our business is for ships which are actually
sailing, some of which are quite costly, like
LNG tankers – they are expecting to get a
30-40 year lifetime out of these ships so
upkeep is important and its key for us to
do well with these kinds of customers.
There is currently an oversupply for 
many different ship types and we 
see shipmanagement companies are
concerned with their weekly budgets so
they usually don’t care if the pump or the
seal is going to last that long – they care
about if they have $1,000 and the budget
is $1,500, that is $500 pure profit for them
– they are incentivised to buy parts cheap.
That’s why most of our business is with
customers we can document and who
have a disciplined kind of work, so we 
can show them that it pays off to go 
for quality.” ■
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Along with an increasing demand
for healthier and more ethical
food, provenance is becoming a

key issue for many ship suppliers.
Cruise lines in particular are calling for

quality produce to satisfy their customers’
needs and one such firm embracing the
chance to give more power to smaller
suppliers is Cavendish Ships Stores
which supplies to the main cruise and
ferry ports in the UK.

The Dover-based company, which
boasts the ISSA Quality Standard, has
around 800 food lines and is a main
sponsor of the annual Hampshire Food
and Beverage Suppliers Exhibition, held
in Southampton.

The one-day event was launched to
give local suppliers and producers the
chance to showcase their products and
features cheese makers, brewers,
bakers, butchers and vegetable growers.
Visitors include retailers, restaurateurs,
hoteliers and representatives from the
cruise industry, including Carnival UK.

At this year’s event in January,
Cavendish completed an order with the
Itchen Valley Brewery and the 2010 event
also resulted in a business relationship
between Carnival UK Cruise Lines and
New Forest cheese producer Lyburn
Farm, which has supplied its cruise ships
with its cheese since last year.

John Davey, Director of Cavendish
Ships Stores, said: “Cavendish 
Ships Stores are very keen 

to promote local
producers to the
cruise industry and
have worked closely
with Lyburn Farm
Cheese to facilitate
a listing with
Carnival UK.
Cavendish now
delivers, alongside to
the P&O and Cunard
fleets, Lyburn’s Old
Winchester and
Stoneycross cheeses,
which are presented in all
the main restaurants
onboard. We feel this is a
great success story for local
suppliers and will continue to
support this initiative.”

Cavendish also held a
suppliers’ exhibition onboard the
Oriana inviting around 150 suppliers,
which gave growers and producers an
insight into supplying to the cruise
industry.

“We did a presentation to show them
the kind of numbers and the volume
needed,” said Mr Davey. “We had to
educate them about the scale of the
business.”

Another success for Cavendish has
come in the form of bottled water:
“Carnival came to us last year as they had
a problem with their water supply. They
had their own label water and used to get

it
from
Derbyshire
but they had
nothing but problems.
So, I found a little company, Tarka
Springs, in Devon and this now does all
the own label bottled water for Cunard
P&O.”

He added: “We have to keep sharp
ourselves and we have to see what is

Provenance
is key
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going on in the business. We go to trade
fairs and shows and meet up with the

executive chefs from the
cruise lines. There

is a lot of

innovation
involved.”

American customers too, even
though they have many US products
shipped over and stored in a huge
warehouse, like to see what English
producers can offer.

“Our sausages for example are made
from a recipe we developed with the
sausage manufacturer to the executive
chef’s specifications at Carnival and go 
on every one of its cruise ships,” said 
Mr Davey.

“We also have a Hampshire ice cream
maker called Jude’s, which is on the
ferries that we supply to. It’s nice to have

a bit of provenance when you are
dealing with such big numbers and

stories like this are great where
you take a small producer and

this part of the business
now contributes half of

their turnover.”
While produce

from smaller
suppliers is great
for adding value,
the bigger
brands are also
still vital for
customer
choice.

“We have
an exclusive
with Twining’s
tea because
we introduced
Twining’s to
Carnival and
now they have

a special tea
service centred

around the
Twining’s product,”

said Mr Davey.
“People book a

cruise for two reasons.
They book it for 

the quality of what is 
offered  onboard and the

destinations.”
Quality is also key for many

other suppliers. Jean-Pierre Garnier,
Head of Exports for EBLEX and BPEX,
the meat boards in charge of industry
development for the English lamb, beef
and pork sectors, said although it was not
the cheapest, English meat was able to
compete on its quality.

The two organisations, part of the
Agriculture and Horticulture Development
Board (AHDB), supply meat and meat
products to ship suppliers, importers,
distributors, wholesalers, retailers and
ship suppliers in more than 50 countries.

Mr Garnier said British meat was
already complying with all EU animal
welfare directives such as the 2001 EU
Pigs Directive, due to be implemented
from 1st January 2013, which bans the
use of stalls for sows after the fourth 
week of pregnancy and bans tethering
completely.

He said a call for healthier food had
been seen within the meat boards: “Grass
fed meat is in demand due to its healthier
fatty acid composition with higher content
of omega-3 fatty acids, conjugated linoleic
acids and vitamin E. Regarding processed
meats, customers are increasingly looking
for products low in fat, with lower salt
content and also gluten-free products.”

Best-selling products are high quality
beef cuts, legs and loins of lamb and
British sausages: “There is also greater
demand for high quality meat and we are
trying to offer high class beef matured on
the bone,” said Mr Garnier.

He believes the company’s main
growth and future expansion will be
outside of Europe: “We are endeavouring
to expand the number of markets outside
the EU where British meat can be
exported. Our meat, sausages and ham
exports are growing fast. Although our
main markets are still in Europe, we are
experiencing strong growth in the Far
East, the Caribbean, Africa and the 
Middle East.”

With increasing demand for healthier
and more ethical food, ship suppliers are
having to find new ways of keeping up
with customers’ requirements.

In some cases EU legislation is even
dictating what is being provided such as
the 1999 Hens Directive which comes
into force on 1st January next year,
banning conventional battery cages for
chickens.

Already some companies are coming
up with ways to fall in line with this, such
as London-based marine catering
management company Garrets
International which now supplies free
range eggs to vessels.

Along with free range eggs the
company offers a wider range of free
range and healthy eating products and
has also started supplying ships in the
Middle East, Far East, US and South
Africa with low fat, low sugar and low salt
varieties of quality brands of mayonnaise,
ketchup, and some tinned products.
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Another part of this initiative is to
supply vessels with sunflower oil instead
of the more traditional vegetable oil.
Sunflower oil has a high smoke point
which makes it ideal for deep frying and it
is low in saturated fat so is good for stir
frying and salad dressings. Being low in
saturated fat helps to control cholesterol
levels.

Derrick Samms, Garrets Managing
Director, said: “Crew welfare is at the heart
of everything that we do at Garrets.
Expanding our free range and healthier
options around the globe is another step
towards improving seafarers’ welfare. Our
ship supply partners around the world
have moved very quickly to support us
with our healthy eating initiatives and we
are still planning to extend this policy in the
near future to include a greater number of
products in more areas.” 

Garrets International is looking at
further ways it can provide more local and
ethically sourced food stuffs including
sustainable fish. Senior manager Barry
Samms said he had noticed a surge in

demand for free range products and
ethically sourced food on a global basis.

The company’s most recent plan is to
implement a policy of supplying fish
caught from sustainable sources as Mr
Samms believes some species such as
cod are so over-fished that it is only a
matter of time before stocks are depleted.

“It is not just about supplying the
vessels with different types of fish, our goal
is that the seafarers will be well informed

regarding the choices available and have
easy access to guidance on matters like
menu planning, recipes and cooking
techniques for these non-endangered
species,” he said.

Sean Fowler, General Manager of
meat supplier and relative newcomer to
the shipping industry Asia West Fine
Foods, based near Bangkok, Thailand
said healthier options were also on the rise
in the Far East: “Healthy option style foods

Food & Beverage          49



are relatively new here at the moment but
I believe the local market place will
change.”

“Demand is definitely beginning to
grow with more and more enquiries for low
fat and organic style products to be
developed.”

He said although a battery chicken
cage ban had not yet been adopted in
Thailand he believed a similar directive
would be issued “some time in the near
future”.

“Food production methods are
constantly being reviewed and improved
in the area to make sure standards are in
line with the rest of the world.”

Asia West’s customer base is large
and varied with it supplying to a number of
top end hotels, restaurants, small
independent and large multi-national
retailers and wholesalers such as Tesco
Lotus as well as ships.

The company was started as part of a
project by the directors to improve the
availability of Western style meat products
within Thailand.

“It is only recently we have decided to
pursue the shipping marketplace as an
excellent opportunity to take our company
forward,” said Mr Fowler.

He said the company managed to stay
ahead of local competition by keeping its
product range as unique and production
methods as traditional as possible.

“Tens of millions of baht have been
invested within the company over the years
to ensure that we have the most up to date
technology and machinery available for use
within our facility that currently employs
over 40 staff.”

Asia West’s primary product range
consists of ‘British’ and ‘European’ style
bacon, ham and sausages but it also
supplies other products including a full
range of local and imported beef and lamb,
along with export quality local pork and
poultry and can help with other products
such as fish and cheeses.

“The great thing about Thailand, as a
country, is the diversity of the locals in
adopting new menu and food ideas,” said
Mr Fowler. “Marketing a range of products

such as ours, can be challenging at times
but once the products have been sampled,
we have no problems getting our products
to the right places.”

The company’s best-selling products
are its bacon and sausage range which
can be found in outlets around the country
served to local, ex-pat and tourist markets.

“We guarantee that safe, healthy and
wholesome food is assured by applying
HACCP (Hazard Analysis Critical Control
Point) principles throughout our food safety
system,” said Mr Fowler.

Looking ahead, he said the company
would keep on moving with the times with
the most recent development being the
current management restructuring: “This
will ensure we are ready to take the
company forward to the next level with the
right Quality Approval and Quality Control
Production and Procurement team.”

He added: “Growth in the future will
come from our current project of becoming
part of the ship supply marketplace, and
hopefully the highly competitive export
marketplace.” ■
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Since Innovative Manufacturing was
founded in 1948, the Canadian
company has built up a reputation

for producing high quality corrosion
protection products for the marine,
industrial and construction industries, with
focus on the manufacture of protective
tapes.

From its 57,000 sq ft manufacturing
plant in Delta, British Columbia, the
Innovative team prides itself on constant
research and development, to introduce
new products to the market with
economical and problem-solving factors as
its prime concerns. Situated close to the
Port of Vancouver, allowing for quick
distribution of its products worldwide,
Innovative also operates an extensive
distribution network, with agents at over 40
key port locations ready to offer Innovative
marine tapes to customers in all continents.  

Commenting on his business
relationships with quality and trustworthy
distributors, Patricio Gonzalez, Managing
Director, said many of these partnerships
have been recommended through word of
mouth. “Our distributors are like a family,”
he explained. “For example, last week our
Singapore distributor needed one of our
products in Houston, so they got in touch
with our distributor there. The Houston
team provided the vessel with our product
promptly and they worked it out through
clear communication. We are a close knit

network – everyone is aligned with the way
we think, so they don’t compromise at all in
terms of professionalism or the approach of
what we do.” 

He added that the ability to visit ship
owners and meet all the ‘wonderful people’
who make up his distribution network is a
definite perk of his role. Presently, this
network includes KM Kinley Marketing in
Singapore and Innovative’s European
distributor, Antwerp Trading Corporation,
which is based in Belgium. The Innovative
team is also visible at key marine trade
shows, including Posidonia, Nor-Shipping,
Marintec China, SMM and a number of
‘meet the buyer’ events, where Mr
Gonzalez and his team support their
distribution agents in person.

Innovative’s anti-corrosion products are
just one example of how attention to detail
in the developmental stages can lead to
advanced, problem-solving products.
Innovative’s PetroWrap Anti-Corrosion
System involves the cold-application of
PetroWrap Anti-Corrosion Tape, PetroWrap
Primer and, if contouring is required,
PetroWrap Mastic. These products are
designed for the long-term protection of
metal surfaces, even in harsh environments
where the surface may be damp or poorly
prepared. Mr Gonzalez noted that a
common problem with anti-corrosion tapes
from some competitors occurs a few
months after application, when the tape

hardens owing to an inferior composition,
after which water gets into the crack and
corrosion occurs.

Heat is also an issue where anti-
corrosion tape is concerned, as it is a
product which melts at a certain
temperature point. Mr Gonzalez noted that
Innovative’s tape has a higher melting point
(85˚F) than many competing products
which can only withstand 60˚F. “Our anti-
corrosion tape can also go as low as -40˚F.
When the vessel is sailing through different
climates, temperature is an issue as once
melted, some tapes can also drip on deck
so this causes a safety problem – that’s
where quality is important,” he said.

The Innovative team also prides itself on
creating safe, environmentally-friendly
products, including alternatives to insulation
tapes traditionally made from carcinogenic
materials. The company now has a class
certificate from Lloyd’s for its insulation tape
made from bio soluble, silicate fibre, while a
total of nine class societies have certified its
NoSpray Antisplashing Tape.   

Mr Gonzalez also explained that a focus
on quality has given Innovative an ‘upper
hand’ over manufacturers who provide
vessels with the false economy of low price,
poor quality tapes. “Because we offer eight
products only, our focus is quite clear – our
research and development goes into
ensuring we make the products great,” he
said. Mr Gonzalez also noted that in times
of recession, owners are keen to maintain
rather than replace existing machinery and
parts and this has allowed Innovative to
gain further business in recent years. 

Though Mr Gonzalez acknowledged
that in the maritime industry it can take time
for products to find success, he said he is
immensely proud that Innovative is an
established brand with a range of
recognised products. He also told The Ship
Supplier that his team is proud to be
Canadian and offer products designed to
extend vessel life, as he concluded: “A lot of
ship owners realise the savings they get
through our products. Our company is
primarily focused on quality with an eye 
to competitive pricing and excellent
service.” ■

Innovation over imitation

Patricio Gonzalez (second left) with Christian Eberhardt, President of the Antwerp Trading
Corporation (middle) and from KM Kinley Marketing; Michael Han (left); Alan Han (second

right); and Samuel Han (right)
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The cash flow and credit crisis that
has slowed down ship owner and
manager payments to ship suppliers

is resulting in more vessel arrests but still
the advice to suppliers remains the same:
collect your money early, don’t give your
customers too much slack as they will only
use this slack to pay other suppliers who
are less patient.

This warning by Bruce Hailey from
Manchester-based DRG Solicitors, lawyers
for ISSA, is in line with the standpoint that it
is still important for suppliers to focus on
those ships that are not paying even if
recent payments are coming from the
manager for other vessels.

He told The Ship Supplier: “We have
never been busier or had a broader base of
clients chasing their money. My impression
is that owners are finding it more and more
difficult and have to prioritise their available
funds. There is definitely a trend towards
banks taking a more aggressive approach
to defaulting owners, which has resulted in
a number of recent fleet failures. We are
aware of a number of abandoned vessels
and the situation is getting worse by the
day. Owner’s cash reserves are dwindling,
as the weak market shows little sign of
improvement.”

He added: “Our realistic clients now
recognise that collecting their cash is more
important than maintaining relations with
customers who don’t pay them.
Consequently they are being assertive
when necessary. However, others feel that
long standing relationships are too
important to spoil and continue with a
gentle approach, using us to prod a little
but not to take the nuclear option. I
recognise that there is always a delicate
balance, but even $10,000 lost to a hitherto
good customer who was given a little too

much rope will take a very long time to earn
back.  I am certainly taking action to arrest
in more and more cases, certainly more
than 18 months ago.”

Roger Symes, a director at Marine
Debt Management, agreed that maintaining
good cash flow is dependant upon
collecting outstanding monies in a timely
and professional manner. “Generally, ship
suppliers have significantly improved their
policies and procedures in recent years.
Whereas before, many suppliers saw
getting business as today's priority and
getting paid as something to worry about
later, now most are much more focused.
There's no point wasting time and money
making offers if the resultant business could
result in default. It is better to leave those
customers to competitors. 

“Good credit control means assessing
risk before anything else, using both internal
and external sources. Blind trust that fair
prices, top quality products and good
service will result in timely payment is
unprofessional and likely to be exploited.
During these turbulent economic times,
suppliers who understand risk and can
adjust their methods accordingly will be the
most successful.” Sound advice indeed.

Hussainar Aziz, Advocate & Solicitor at
the Singapore H.A. & Chung Partnership
added to the debate by claiming that credit
control has become a very serious issue of
late as freight rates continue to dip in the
market. “Like most industries, the problems
of increases in fuel and bunker prices have
also impinged on the ability of ship owners
to maintain their grips on their day-to-day
operations. Needless to say, ship suppliers
become prey to the ship owners' own
credit crunch.

“Ship suppliers who are not careful will
face sterner tests on recovering their

already long overdue accounts. The trick is
to have a good system of monitoring and
managing their respective accounts and
ensure that accounts do not turn bad
because of internal failures of check and
balances.

Roger Symes believes there are simple
steps that suppliers can take to protect
their cash flow. “The first is to have a
written Credit Management Policy which
everyone in your organisation has signed-
up to. If yours is a small company, it need
be no bigger than a single sheet of paper.
Learn from past mistakes and include
those lessons in the policy. You are always
free to deviate from the policy but you must
have good reasons for doing so. Secondly,
make sure everyone understands that age
old maxim that ‘cash is King’. Many
profitable companies have gone bankrupt
because they were too patient with their
customers but their suppliers lost patience
with them.”

James Walters, Director and Head of
Investigations at Gray Page, added to the
debate: "There is evidence of more ships
being threatened with or actually being
arrested by suppliers, particularly within the
bunker sector, and companies certainly
cannot risk their own cash flow situation by
allowing debts to escalate. The more savvy
suppliers are learning to become more
profit driven rather than sales driven. As
one credit manager explained to us: We
have learned to be professionally
aggressive in chasing up bad debts.
However, companies all remain wary of
what will happen if the downturn continues
much longer. Credit controllers are going
to earn their crust, as it remains important
to work with those companies facing
short-term cash flow issues that are
resolvable.” ■

Remember that
cash is always King
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Wilhelmsen Ships Service’s
(WSS) liferaft rental concept,
launched worldwide two years

ago, is thriving in the Eastern
Mediterranean (including Greece, Cyprus
and Lebanon) as ship owners and
operators embrace the concept and the
benefits of renting rather than buying
liferafts. 

When the concept was introduced,
WSS’s sales, customer service and supply
teams found the Eastern Mediterranean
market to be extremely positive and in the
last two years, 122 local shipping
companies have placed rented liferafts on
more than 1,000 vessels. 

Nicos Shiakallis, WSS Area Director
Eastern Mediterranean, said: “The growth
in liferaft rental is an example of the
snowball effect. Once these vessel
operators saw how effectively the global
network managed the exchanges, they
started looking at other ways in which we
could work together. Many of these
customers have now signed fleet
agreements to enable WSS to provide
other products and safety services to their
vessels worldwide.”

Wilhelmsen Ships Service’s liferaft
rental scheme enables vessels to rent
newly-serviced Unitor liferafts on an
annual basis, thus avoiding the difficulties

associated with arranging and carrying
out servicing on owned liferafts. The
company has 42 liferaft service stations
worldwide, able to exchange rented
liferafts in over 900 ports at short 
notice. The level of predictability and
security this provides to vessel operators
has proved successful in saving time and
money in what was formerly an
unpredictable and time-consuming
activity. 

Wilhelmsen Ships Service supplies
regulatory products and services as well
as Unitor marine products, Nalfleet marine
chemicals, global maritime logistics and
ships agency services. ■

WWS
liferaft rental in Eastern Mediterranean

Marine and fire safety equipment
leader VIKING Life-Saving
Equipment has announced that

its Laem Chabang, Thailand production
facilities were recently OHSAS
(Occupation Health and Safety
Assessment Series) 18001-certified. This
brings the company’s Far East operations
up to the same exacting standards for
workplace environment that are common
practice throughout the company. 

VIKING Thailand has worked in
compliance with the ISO standards since
the production facilities in Thailand were
established in 2002. The OHSAS 18001
certification is the natural next step in the
company’s continuous focus on
maintaining a safe and healthy workplace
environment.

The aim of the internationally
recognised OHSAS 18001 certification is
to help organisations to control

occupational health and safety risks. It
was developed in response to demand for
a recognised standard against which to
be certified and assessed.

Achieving and maintaining OHSAS
18001 certification is no easy task. It
demands such elements as continuous
improvement, policies and targets for
work environment and safety, carefully
mapped work stations and procedures to
improve work environment and safety, the
extended use of safety equipment and so
on. Importantly, the certification requires
the commitment of top management –
something that is already well entrenched
at VIKING’s global headquarters in
Esbjerg, Denmark.

Contrary to popular belief, Thailand’s
workplace safety legislation is among the
world’s most stringent. In fact, Thai
legislation is even stricter than that of
Scandinavian countries in a number of

aspects. Government support is also
provided in the form of paid consultant
assistance.

For VIKING Executive Vice President
Allan Østergaard, the OHSAS 18001
certification for the company’s Thai facility
is a natural part of the VIKING way of
doing business. “All VIKING production
facilities around the world must live up to
the same, consistent safety standards. As
a global organisation, our people need to
feel secure and confident about their own
workplaces and those they visit in other
regions as part of their work,” he said. ■

VIKING
cuts no corners on safety
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Marine sign specialist Maritime
Progress has brought a new
range of photoluminescent

Vynalast engraved signs to the market,
allowing for high luminosity when ambient
light is depleted or non-existent.

Advances in engraving technology
have allowed for the inclusion of luminous
pictorial graphics on engraved signs, in
addition to International Maritime
Organization lifesaving symbols, which
combine to provide ‘startling luminosity’.

The signs are able to absorb ambient
light and release it slowly when the light
source is removed, allowing them to be
used effectively within a range of
applications, including within escape

routes onboard. The signs will also prove
useful if adapted for safety or non-safety
usage in discos, bars, entertainment
venues, games rooms, onboard shops or
even as advertisement signs. 

Maritime Progress is able to create
signs on commission based on the
customer’s own design or alternatively, the
company is able to provide designs to suit
the required specification. The Vynalast
material is a sturdy PVC product with high
dimensional stability, tensile strength and
impact toughness. The PVC substrate
has excellent UV properties, is extremely
durable and resistant to salt water, making
it suitable for outdoor and marine
applications. ■

Bright
idea from Maritime Progress

Though shipping needs a longer long-
term challenge in piracy prevention,
ship repair and conditioning

specialist Goltens is helping owners
safeguard their assets and their seafarers,
and even help insurers sleep a little 
better too.

As pirates raise the stakes on a
number of key ocean trades, simple, cost-
effective preventive measures can be put 
in place to protect ships and their crew 
in a matter of hours, according to Paul
Friedberg, President of Goltens Worldwide
Services. 

"We offer a service out of our Fujairah
facility which encompasses the installation
of a combination of razor wire and hoistable
spikes which effectively prevents the
boarding of merchant vessels by pirates,"
he said. "We've already kitted out 24 Vela
VLCCs, six Prisco VLCCs and six more
VLCCs each belonging to Teekay and
Chevron. 

"I realise there are complex issues
relating to the deployment of armed guards
on merchant vessels, and the commitment
of naval vessels, but in the meantime there
are immediate steps owners can take to

protect their vessels and crews," Friedberg
comments. "International shipping is
fiddling while Rome burns."

Costs vary, depending on ship size and
type, but protection can usually be given for
$20,000 to $30,000 per ship.

More comprehensive protection
measures are also available and have been
requested by some owners. These include
a Citadel "safe room" where ship's crew
can retreat. Such spaces are fitted with
satellite communications and emergency
rations. Other protective measures include
the blanking off of all port-holes and other
openings in the accommodation block. 

"Compare our protection with the cost
of deploying armed guards," said
Friedberg.  ■

Goltens
offers a safe solution

Technical solutions provider Severn
Trent De Nora has announced 
its SEACLOR seawater

electrochlorination system has been
purchased by gas and utilities company
PETRONAS Gas Berhad, to control
biofouling at a liquefied natural gas (LNG)
regasification facility in Sungai Udang,
Melaka, Malaysia, from 2012.

During the liquefaction and
regasification process, chlorinated
seawater is used for cooling or heating
in order to control biofouling. Sodium
hypochlorite, generated onsite, is an
excellent chlorine equivalent for this
biofouling control application.

Marwan Nesicolaci, Vice President
of International Sales and Business
Development for Severn Trent De Nora,
said: “Our SEACLOR electrochlorination
technology eliminates dependency on
outside suppliers and the heavy costs of
purchased commercial products since
our system generates a proven
disinfection agent on site.” ■

Severn
Trent De
Nora wins
contract
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Ocean Signal has announced its
SafeSea V100 hand-held radio
has been awarded the Marine

Equipment Directive (MED) product
certification from the British Approvals
Board for Telecommunications (BABT)
for conforming to the relevant
requirements for a portable survival craft
two-way VHF radiotelephone.

Alan Wrigley, Managing Director of
the communications and safety at sea
specialist based in Kent, UK said: “This
award completes our current product
range MED Wheelmark certification,
making our full range of communications
and safety products fully certified for use
throughout Europe. 

“We are delighted that our extensive

research and development has put

together such an exceptional range for

mariners and hope that we have helped

to make maintaining safer systems

onboard easier and safer.”

The new Ocean Signal Safesea V100

is a rugged, fully featured hand-portable

GMDSS radiotelephone which exceeds

GMDSS environmental requirements. It

features an ergonomic design, durable

laser etched keypad, high contrast

backlit LCD and backlit keys and is

supplied with all the 21 international

simplex channels required.

It will be available through Ocean

Signal’s international distribution and

service network later this year, though

has not yet been authorised for sale or

lease in the US. ■

Ocean
Signal radio gains certification
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Portuguese signage manufacturer
Everlux has launched a new
photoluminescent maritime safety

signs catalogue, with the maritime theme
as its main inspiration. Tiago Pedrosa,
Export Sales Manager, said the new
catalogue is a tool which will keep its
customers at the ‘helm’ of the right
signage products.

With structured chapters, laid out
according to the relevant IMO resolutions
and international standards, the new
catalogue has a sound technical
introduction, allowing users to quickly
become acquainted with the technical
properties and performance of Everlux
signs. This introduction also describes
photoluminescent luminance intensity

requirements by matching specific
maritime standards and regulations with
safety sign designs and installation
principles such as shapes, colours and
viewing distances. Customers will also
find a guide equivalence table, allowing
anyone familiar with ISSA codes to
immediately locate the Everlux signs they
require. 

A wide range of new signs and
materials are also featured and Everlux
has taken care to highlight which safety
signs are in full compliance with the
recently published ISO 7010: 2011 and
ISO 3864: 2011. Everlux is also now a
DNV-Approved Service Supplier and is
able to provide photoluminescent low
location lighting systems to its maritime

customers, for use during a blackout or
emergency situation. 

Everlux is also offering signage
solutions to the maritime market for pipe
content identification, according to ISO
14726: 2008. Signs for dangerous goods
as per the IMDG Code specifications and
safety procedures instructions required
by the ISM Code are also included. ■

Wärtsilä has opened new
workshop facilities in Helsinki
to offer a wide range of

workshop services with rapid response
times.

The Finnish power solutions giant
also has workshop services throughout
the Baltic Sea region and says the new
operation, in Vuosaari Harbour, Helsinki
will complement these.

“The new workshop is strategically
located near the main shipping routes
and this, together with its efficient storage
arrangements, will significantly enhance
our service capacity. For customers with
maintenance agreements, the added

component storage will reduce
transportation and travel costs, and
ensure prompt response times for
vessels operating in the Baltic area,” said
Christoph Vitzthum, Group Vice
President, Wärtsilä Services.

The new workshop is equipped with
five and 12.5 tonne overhead cranes,
advanced machining equipment, fuel
injection system component overhaul
tools and testing devices and the latest
technology service tools. Services offered
include full workshop operations for
engine and propulsion systems as well as
the servicing of mechanical and electrical
equipment onboard vessels of all types. 

The workshop will operate in parallel
with Wärtsilä’s existing workshop facilities
in Vassa on the country’s west coast. ■

Everlux
launches new catalogue

Wärtsilä
opens new Helsinki workshop
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The Caspian Maritime Training Center
(CMTC) – the first training facility in
Kazakhstan – has officially opened in

Aktau in the Mangyshlak Peninsula. 
With state of the art facilities including

two full mission Kongsberg Maritime Polaris
simulators for navigation training and a
Kongsberg Maritime Neptune engine room
simulator with advanced touch-screen
BigView operation, the CMTC is designed

to offer high quality training and certification
of officers and ratings, while providing
maritime cadets with a foundation in
professional knowledge and skills.

Commissioned by Dutch company
Wagenborg Shipping and Maritime Institute
Willem Barentsz, with support from the
Dutch Minister of Economic Affairs, the
training facility is designed to offer highly
realistic training for both normal and
emergency conditions. Training in optimal
and efficient use of ship equipment will also
form a significant aspect of the CMTC’s
ethos.   

The centre was officially opened on July
15th and was attended by Kazakhstanian
Akim (head of local government) and the
Dutch Ambassador to Kazakhstan who,
together, officially cut the ribbon. The
Kongsberg Maritime Polaris and Neptune

simulators fulfil the requirements of IMO,
SOLAS and the STCW Convention, in
addition to a number of leading
classification societies. Training scenarios
will include bridge team management, ship-
handling and manoeuvring, radar
observation and plotting, automatic radar
plotting aids and engine resource and team
management.

Igor Valerievich Tyazhkorob, General
Director at the CMTC, said: “As the first
maritime training facility in Kazakhstan, we
will be offering advanced training for
navigators, engineers, electrical engineers
and seafarers. It is vital to the continued
growth of maritime industry in Kazakhstan
that we can provide maritime education to
our own people and Kongsberg Maritime
has played a large part in making this
possible.” ■

Kazakhstan’s
first maritime training centre unveiled
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Often, ship suppliers strive to provide
a ‘one stop shop’ for their
customers, encompassing a broad

range of products and services and the
Kloska Group exemplifies how this
approach can be obtained on a wide scale. 

Established in 1981 by the Group’s
founder, Uwe Kloska, the family-owned
Kloska Group was initially intended as a
technical supplier but over the years, has
acquired a number of different companies,
each of which has enhanced the Group’s
portfolio and enabled it to provide a truly all-
encompassing service to its clients. This
Group now makes up the ‘Kloska Team’ of
over 500 employees. 

Ranging from general ship supply to
technical supply, the Group consists of a
total of 20 companies in Germany (where
the Group first began), Singapore, The
Netherlands, Russia and Poland. In
addition, the Kloska Group has offices in
Hong Kong and Shanghai and co-operation
partnerships in China, Spain, Turkey, South
Africa, the UAE and Brazil.  

Martin Wirz, International Sales and
Relations Executive, said the Kloska
Group’s  approach of offering an “extensive
portfolio of services,” from ship’s engine
services to marine electronics, has allowed
it to offer a truly wide-reaching solution for
ship owners and operators.

Mr Wirz said: “We want the customer to
be able to trust us with ALL requirements,
from provisions and catering, technical
stores and lashing equipment, special spare
parts and repair services even on short
notice and finally deliver all through one
source. Due to the volume we can offer
additional services such as stocking, freight
and logistic services at very low cost. Delays
in shipping are costly and for the customer,
having one reliable source and point of
contact saves a lot of time, as does not
having to deal with a number of different

suppliers to co-ordinate the delivery to 
one vessel.”

For companies within the Group, the
benefits of having access to the same
supply network and agreed terms enables
each company to offer highly competitive
pricing through combined purchasing
power. All companies in the Group use the
same IT solutions and software and as Mr
Wirz explained, all employees are able to
offer all products and services, as available
at any other location within the Kloska
Group, despite the particular specialism of
each individual company. 

Describing the benefits of having such
a broad range of companies and offices
internationally, Mr Wirz said: “Naturally, ship
supply is a worldwide service and the
customer nowadays expects his supplier
to be available not only in his home port
but also around the world and around the
clock. Through our catering services we
supply approximately 850 vessels
worldwide, from the Ivory Coast to
Singapore and have contact with 
over 200 suppliers spread through 
all important trade ports. We 
have opened several branches and
representative offices overseas in order to
have direct contact with the vessels and
the local suppliers market for sourcing. In
many key ports we have also established
close co-operations with the most reliable
suppliers, combining forces for mutual
benefit in order to be able to offer the
customer the best ‘local service’ with
internationally combined knowledge.”

Relationships across the Group have
also been enhanced through social
opportunities – events such as the annual
Kloska Soccer Cup or Dragon Boat
Racing, provide an opportunity for
individuals to get together and meet
colleagues they might otherwise only get
to interact with via telephone. 

To join the Group, high standards must
be met by potential companies to ensure
only quality products and services are on
offer. But has the Kloska Group suffered
during the recession? Mr Wirz said: “The
advantage of the Group during the time of
crisis is that it has offered a wide range of
services spread over various industry
sectors. We cover a large variety of
widespread services ranging from general
ship supply to technical supply for the
construction industry and other industrial
sectors. We also operate in other booming
market sectors, both onshore and offshore.”

Describing some more recent
developments, Mr Wirz said the Rostock-
based company Rofia Kloska joined the
Kloska Group in autumn 2009 and now
serves as a technical supplier for the
shipping and shipyard industry, in addition
to its more traditional business of providing
the construction of trawl and pelagic nets
for the fishing industry. In 2011, the Kloska
Group also took over the company
Travemünde Transit, which is based in
Lübeck, north Germany. The company now
serves ferry vessels calling into the port of
Travemünde with provisions and technical
supplies.

Sharing further recent developments,
Mr Wirz said: “The Group signed new
catering contracts with ferry operators and
at our Hamburg based company, we
expanded the warehouse space by a further
8.300sqm to attend to the growing needs
of ship owners. This year, we also extended
our services into freight and logistics and
opened a new department serving the
Group in the airfreight division in order to be
able to complete our service portfolio with
another important module.” The Group has
also opened a further branch office in
Cuxhaven, north-western Germany in its
continuing efforts to be present at important
maritime locations. ■

Strength in numbers
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