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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

Foreword

Dear ISSA Members and Maritime Colleagues

s I write, I am still suffering
from jet lag following an
excellent trip to China and
South Korea to spread the word about
ISSA and to discover how we can help
benefit members in these two
countries.
In Beijing, China we discussed
how we could help the China
Friendship
External
Supplier
Association of Commerce (CEFSA)
in allowing more privately-owned
ship supply companies to be allowed
into the Association and to assist in
getting more of their members
certified to ISSA Quality Standard.
I and Danny Lien, Chairman of
the Singapore Association of Ship
Suppliers, then visited Busan in
South Korea for a seminar hosted by
the Busan Port Authorities. Busan
already has a ship supply association
made up of 25 to 30 members, many
of whom are ISSA associate
members, but the idea is to enlarge
this association, rename it and bring
all other Korean ship supply
companies into a consolidated
association.
It was very interesting because for
the first time ever I saw a port that is
actually trying to support the ship
supply industry on a local, and

national, scale. The Busan port has
built buildings specifically for ship
supply so companies can rent office
and warehouse space.
Before the seminar, which was
attended by at least 200 people, I was
able to speak to the ISSA associate
members to outline what it would
mean in becoming part of a national
association and the response was very
positive.
Plans are also coming along well
for the ISSA 59 Congress and
Regional Meeting in Panama in May
(more details on page 28) and we
have two projects we hope to present
there.
One is the Watchdog initiative,
which is very much wanted by
members, to help them assess the risk
of taking on certain customers. The
other is the electronic catalogue
which will be a great asset. We will
still have a hard copy of the catalogue
as we realise our industry is still very
conservative, however we do need to
move with the times!
I wish you all a peaceful and
prosperous 2014.
Jens Olsen
ISSA President
2013 Issue 59 The SHIP Supplier
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Regional Focus

A ‘quite encouraging’ year
for Africa

S

hip supply in Africa as
a whole, has been “quite
encouraging” in 2013, according
to Kouame Aduo Luc, ISSA Executive
Vice President and President of the
Ivory Coast Ship Suppliers’ Association
(pictured).
He said vessels had mostly been
calling to ports in north and west
Africa, particularly Morocco, Abidjan
in Ivory Coast, Tema and Takoradi in
Ghana, Lagos and Port Harcourt in
Nigeria, Lomé and Togo.
Last year, Mr Aduo Luc reported
how the number of companies
applying to become members of ISSA
had increased quite
significantly as a
result of the first
ever African ISSA
Regional Meeting,
held in Ghana in
September 2011.
Mr Luc recently
enjoyed
a
very
successful trip
to Morocco
to talk about

10

The SHIP Supplier Issue 59 2013

the work of ISSA and where he had
the opportunity to try and reorganise a
national shipsuppliers association.
“My future target is to go to Tunisia
in December on a hopeful mission to
meet all ship suppliers to assess the way
forward after their political revolution,”
he said.
Apart from the political issues
within Africa which have a negative
impact and can slow business, Mr Aduo
Luc said it was being noted that
investors were now able to come to
Africa and do good business especially
in Ivory Coast and Ghana and
also in Morocco where enormous
developments were springing up.
“The oil discovery in most African
countries is also contributing to future
light at the end of the tunnel,” he said.
“Furthermore, apart from Kenya
and Somalia, where pirates, hostages
and kidnappings are causing mayhem,
a foreseen solution to Egypt, Tunisia
and Libya’s political crises will
definitely pave the way for Africa’s
dreams of economic and infrastructural
developments, according to Africa’s
economic experts and consultants.” ■

Regional Focus

South Africa
Desire for local produce drives
business growth

B

usiness
is
booming
for
companies supplying to the Port
of Durban, according to Julian
Munsamy, owner of SAI Duty Free,
based in Durban.
“The Port of Durban has seen
major growth in the number of vessels
calling at one of the busiest ports in the
Southern hemisphere. All ship suppliers
from the largest to the small are getting
their fair share of business as well,” he
told The Ship Supplier.
The port is also gearing up for its
major expansion which will take a few
years to complete and Mr Munsamy
said the new cranes that have arrived
from overseas into the port of Durban

over many months were showing
positive results in the discharge of
containers.
“The quicker the work is
completed, the lesser the expense to all
ship owners and charterers – everybody
is happy,” he said.
Mr Munsamy said the port had
become particularly busy with the start
of the cruise season, which will last to
the middle of next year before getting
busy again towards the end of the year.
“The purchasing of bonded stores
for these vessels seems to have increased
this year and a lot of bonded stores are
purchased from us local ship suppliers.
It is mostly locally-produced South

Regional Focus

African products – the passengers
going onboard are mainly South
African and are very patriotic about
seeing products that they are familiar
with, like their wines, brandys and
spirit coolers.”
He said this gave a great
advantage to local suppliers and also,

as the South African Rand had
weakened against the US Dollar, vessels
were purchasing more stores because
they were getting more value for their
foreign currency.
“The bigger ship suppliers in South
Africa are geared to compete with their
competitors across the world. SAI Duty
Free business has been growing in leaps
and bounds,” added Mr Munsamy.
“We are stocked to capacity and have
been ready to supply all duty free
popular brands immediately to our
customers.”
He said that due to the increased
popularity of local produce, certain
international suppliers would see a
decrease in their sales to South African
ship suppliers in the next 12 to 24
months while local suppliers would see
an increase in their business.
“Next year is definitely going to be
a busy time in South Africa. We are
looking forward to greater days.” ■

Regional Focus

C

ruise ships are still wary of
visiting Egyptian ports, following
last year’s revolution, according
to Gamal Morsi Hussein, ISSA member
and owner of Suez-headquartered Sea
Princess Marine Services.
“Passenger vessels are still not calling at
Egyptian ports, although all the ports are
very safe,” he said. “The political situation
might be causing unfounded fears.”

Egypt
Passenger vessels still wary
However, he said business has
increased with other types of ships
passing the Suez Canal: “Especially in
the past few days – the numbers have
increased sharply.”
Another positive for Egyptian
ship suppliers, he said, was that the
US Dollar exchange rate had
made for better prices, now it was
higher.

Also, land trucks between Europe
and the Gulf area via Turkey and
Syria were stopping at ports such as
Alexandria and Damieta and placing
the goods in transit through the Suez
Canal and the Red Sea.
“This form of shipping has
increased sharply and is providing
good traffic and business numbers,”
said Mr Hussein. ■

UAE
United we stand

R

ed tape at ports has been
having a detrimental impact
on local ship suppliers in the
UAE, this according to Saeed Al Malik,
President, UAE National Ship
Suppliers Association and ISSA
Executive Vice President (pictured).
Mr Al Malik told The Ship Supplier he
believes the greatest issues and
challenges facing ship suppliers based
in the UAE evolve around local
regulations and fees being imposed on
port passes. “We are working on it with
the authorities to reduce these fees.
Another issue is the price crunching as
this is affecting the quality of service,”
he said, though he confirmed that the
global recession has not had an impact

on ship suppliers in the UAE as this has
mainly affected the property market
and financial institutions. “The
recession is over now and most of the
Gulf states are doing well,” he said.
When asked about the activities and
current concerns of the UAE National
Ship Suppliers Association, Mr Al
Malik said: “We have attended two
seminars, one being an anti-piracy
conference, to share our thoughts of
safe delivery of services. We also
attended a seminar organised by the
Dubai courts regarding ship arrests and
we have informed all of our members
about the outcome.”
Recommendations which came to
light as a result of the ship arrest
seminar (focused on enhancing the
competitiveness of Dubai through the
integration of legal and judicial
procedures relating to the custody of
ships in the ports), included the

recommendation to sell a ship or goods
in case of damage or loss of value, and
to strengthen the means of providing
security for civil debt. It was also stated
that rapid changes taking place in the
shipping sector have increased the
importance of addressing challenges
relating to ship arrest, one of the most
important of these changes being the
substantial increase in the length of
container ships.
When asked what advice he would
give to other ship suppliers in the
region, Mr Al Malik said they “need a
strong working capital and must be
ready for hard competition!” He also
noted that suppliers should join under
the umbrella of ISSA and the UAE
National Ship Suppliers Association “to
help suppliers to protect their business
interests in coordination with the local
authorities, to provide the best of
service to customers.” ■
2013 Issue 59 The SHIP Supplier
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Cruise Supply

M

any cruise operators are
doing a lot of juggling at the
moment as they look to
streamline operations while ensuring
they stay within budgets and stand up
to the rigours of increasingly complex
regulation.
That’s according to Andrew Sheriff,
Business Director Safety at Wilhelmsen
Ships Service (WSS) who recently
addressed
the
Cruise
Lines
International Association (CLIA)
Leadership Forum in Miami, explaining
what drives his team when it comes to
continuously developing its portfolio.
During his presentation ‘Navigating
Change – Innovation on equipment
and life cycle’ – Mr Sheriff said that
only by creating real value through the
development and implementation of
new ideas, would WSS, which supplies
marine chemicals, equipment and safety
products, be able to pass on tangible
benefits to its global cruise customers.
“When we look at developing
products, services and the wider
business, we look closely at industry
trends and ask what factors are driving
the need for change,” he said.
“Ultimately, though, we can see that
the changing demands of our
customers in relation to their

Innovation leads the
way for cruise lines
commercial operations have the
most influence.
Along with innovation, the cruise
industry in general seems to be showing
no signs of slowing in its growth too.
Inchcape Shipping Services, which
provides maritime services, has just
celebrated another successful cruise
season in Dubai and won a Tourism
Award for its Cruise Agency in the UAE.
With the 2012-13 cruise season in
Dubai busier than ever, the capital has
become an international hub for cruise
tourism with the forthcoming season set
to break new records with seven maiden
ship calls also scheduled.
ISS was also awarded a Dubai Cruise
Tourism trophy for its role as a cruise
agent to promote cruise tourism in UAE
– the company provides ship agency to
one of the three lines operating Gulf
Cruise itineraries out of Dubai.
Sanjeev Sarin, General Manager –
Marine Services, Dubai and Northern
Emirates, ISS, said: “2014 will also see
the planned expansion of Dubai Cruise
Terminal’s facility spanning over 27,000
square metres for cruise lines and visitors
become operational. This will enable the
terminal to easily handle complete
passenger turnaround of up to five cruise
ships silmutaneously.”

Julian Munsamy, owner of SAI Duty
Free, a ship supplier in Durban, said
South Africa was also enjoying the
rewards of a booming cruise business.
“MSC Cruises has brought in two
beautiful vessels for the whole season –
MSC Opera and MSC Sinfonia – so well
done to them. I had the pleasure of going
on both these vessels for a few days from
Durban to Mozambique and the
standards are very high and the pricing
is fairly reasonable.”
One area he has seen a boost in, is
the buying of more local products due to
the mainly South African passengers
being very patriotic.
He said his company was very
selective in whom it dealt with in terms
of both customers and suppliers and
official international brand owners and
official local principal agents in South
Africa wanted to work with SAI Duty
Free because of its track record in
efficiency, huge stock holding and reliable
payment.
He also said vessels were purchasing
more stores because the Rand had
weakened against the US Dollar and
therefore getting more value for their
foreign currency.
“SAI Duty Free has been growing in
leaps and bounds,” he said. ■
2013 Issue 59 The SHIP Supplier
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Cruise Supply

Cruise control

T

he cruise industry is focusing its
resources on the booming
Asian market but as cruise
agents are well aware, the passenger is
king when it comes to new and exotic
destinations.
Dickson
Chin,
Indo-China
Managing
Director,
Wallem
Shipagencies (pictured), explained why
the Asian cruise market has started to
flourish: “From the cruise line
perspective, we have also seen a lot of
redeployment from the more saturated,
more mature markets like the
Caribbean and the Mediterranean –
we’ve seen all of that tonnage coming
through into Asia. That’s one reason
why we are seeing growth here.
“Of course, the more affluent Asian
cruise lines also want to tap into the
source market, meaning passengers
from regions like China, South East
Asia and India. If you look at the
penetration rate of the cruise industry
as a whole, on average it represents just
3% of the population, but 3% of the
Chinese population (over one billion
people) is a huge number and a huge
market.”
Mr Chin said many European
cruise passengers are repeat customers,
who have already experienced
16
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Caribbean and European destinations
and so, it is not surprising they are
seeking out something new: “Cruise
lines are looking at deploying new
itineraries and Asia is seen as an exotic
destination. This is fuelling growth in
the cruise industry in this region. It’s
really about understanding the
customer base – you need to be offering
the customers something different in
order to retain their patronage.
“I think it’s a challenge that ships
are getting bigger and bigger and the
infrastructure is catching up but slowly.
New terminals are opening in places
like Japan, Korea, Hong Kong and
Singapore, but we need more than just
anchor ports, we need interesting ports
of call to visit as well.”
Mr Chin explained that a terminal
in Taipa, Macao, and the Marina Bay
Cruise Centre in Singapore have been
welcome new additions to the cruise
infrastructure in the region but he
added that unfortunately, the cruise
industry often suffers from inevitable
congestion bottlenecks, with high
numbers of people cruising during
peak season.
Although Asia is still in its infancy
stage in terms of the cruise market, in
comparison to the Mediterranean,

Caribbean and even to some extent, the
Australian market, Mr Chin explained
that China is boosting the local cruise
market as Chinese nationals often look
to the west for inspiration when it
comes to consumption.
“The Chinese are becoming more
affluent and they often look to the west
for fashion and leisure inspiration. They
have started buying yachts, nice cars,
and on holiday options, they are
looking at cruises because that’s what
they do in the western world.”
Emphasising the need for agencies
to offer a broad range of in-port
services in order to be successful, Mr
Chin said his main goal is to ensure the
passenger experience is positive: “What
we do in terms of import services, is we
try to assist where cruise lines are
looking for local reps. Much of our
work involves lost luggage or missed
departures. We assist passengers.” ■

Life Saving Equipment

Saving
lives at

sea

J

ustine
Heeley,
Managing
Director of Drew Marine Signal
& Safety, which manufactures
Comet and Pains Wessex marine
distress signals, discusses the
importance of pyrotechnic flares in
saving lives at sea.
Should any vessel get into difficulty
at sea, pyrotechnic flares are a vital part
of the ship’s safety equipment, both for
raising the alarm in an emergency and
pinpointing the ship’s position. Every
year many lives are saved by the use of
both Comet and Pains Wessex
products.
Dating back over 100 years, flares
are universally recognised around the
18

The SHIP Supplier Issue 59 2013

world as a sign of a vessel in trouble. In
a rescue situation, it is paramount the
alarm is raised quickly and the closest
potential rescuer, which is often a
passing vessel, will not only see but
recognise the signal.
The SOLAS/US Coastguard
regulations require that all vessels over
300 gross tonnes must carry
pyrotechnic flares on the bridge and
inside liferafts.
Our marine distress signals are
manufactured
to
rigorous
specifications, designed to keep people
alive at sea and we believe crew training
is vitally important for their correct and
safe use. There is plenty of educational

material available to inform and
support seafarers with regards to
exactly how to use flares. For example,
we have training videos on our
YouTube channel and we can also
supply these on DVD if required.
There are several methods of
alerting rescuers of a distress situation,
including
pyrotechnic
flares,
EPIRBs
(Emergency
PositionIndicating Radio Beacons), AIS
(Automatic Identification System for
collision avoidance) and DSC (Digital
Selective Calling on VHF radios).
Pyrotechnic flares work anywhere
and benefit from being self-contained,
hand portable, waterproof and are not

Life Saving Equipment

reliant on power supplies or batteries. A
nearby vessel may see your flare and
rescue you well before anyone can react
to your Mayday call or EPIRB signal.
An EPIRB will provide an accurate
location, but particularly in bad
weather, rough seas and at night, a flare
will precisely pinpoint your position to
the rescuer. Pyrotechnic flares also give
a wind direction indication for any
approaching rescue craft, vessel, spotter
plane or helicopter to safely retrieve
casualties.
Our range of pyrotechnic flares
carried onboard each have specific
functions. The para red rocket for
example, is a long range signalling
device, which deploys a flare suspended
on a parachute at 300 metres in height
and burns for a minimum of 40
seconds at 30,000 candela (candle
power) as it slowly descends. Para red
rockets are visible for over 30 miles. It is
recommended that in distress, two para
red rockets should be fired with a 40
second gap in between. This allows
someone catching sight of a flare to be
sure it is a genuine distress signal and to

call for assistance. It’s worth bearing in
mind that when far out at sea, the
nearest rescue vessel will often be a
passing ship, where watch crews are
universally trained to recognise the
signal generated by pyrotechnic flares.
After the long range signals have
been deployed to get help, there is a
choice of shorter range signalling
devices designed to pinpoint your
position to rescuers, including the red
handflare; which burns at 15,000
candela for 60 seconds and is visible
over three miles. Six red flares are
stored in all liferafts, along with four
para red rockets and two orange
smokes. These handflares are designed
for day and night use, while orange
smokes are for use in daylight.
Manufactured to the highest safety
standards, with a clearly marked shelf
life, pyrotechnic flares will withstand
extremes of temperature, operating
from -30˚C to 75˚C.
It is important to recognise that all
items of marine safety
equipment

perform specific functions and are
designed to work in conjunction with
each other. All means of distress
alerting are valid in an emergency.
Nevertheless, no one system or device
replaces the specific function of
pyrotechnic flares.
Drew Marine Signal & Safety is a
supplier of marine distress signals under the
brand names Comet, Pains Wessex and
Aurora. It is a specialist in the manufacture
and worldwide distribution of these products
and has a strong, established global network of
more than 200 distributors. ■
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Life Saving Equipment

A very good year
M

erseyside
manufacturer
International Safety Products
(ISP) has reported a 10%
increase in turnover following a strong
year of worldwide trade.
The Bootle firm, manufacturer and
supplier of marine safety equipment for

the global market, saw
turnover rise to £7.6m
(financial year ending in
September), up from
£6.9m in September 2012.
Staff numbers also rose
sharply by more than 15%,
up from 98 employees to
115 in the same period.
ISP Managing Director
John Rogers (pictured) said
the firm is again entering
the new financial year “firing on all
cylinders” with sales set to be up 38% on
the first quarter of last year.
“We have enjoyed a terrific year at
ISP with greater demand than ever
before for our products,” said Mr Rogers.
“We take great pride in being one of the

world's largest manufacturers of
inflatable marine lifejackets. Our core
business has again been in the
manufacture and supply of lifejackets to
a broad mix of sectors including military
and defence, commercial and leisure.
“ISP has an extremely diverse
customer base and the tenacity of our
sales team has enabled us to drive growth
across many markets. The rise in
manufacturing activity has also led to
employment across the board from
machinists and warehouse operatives to
design technicians. Sales are way up on
the first quarter of last year and we are
enjoying one of our busiest months of
trade. This should stimulate further
employment opportunities and business
growth.” ■

Duty Free

A ‘golden time’ to develop

S

cotch whisky brand owner
MacDuff International has
announced Macintyre Scott Xtra
(MSX) as its new travel retail
distribution partner, in a move which
aims to capitalise on the current ‘golden
time’ for smaller, developing brands.
The deal was signed at the TFWA
(Tax Free World Association) exhibition
in Cannes, France – an event focused
on bringing the biggest names in travel
retail together to do business. MSX,
which has been supplying whisky to
cruise ships, ferries and travel retailers
for the last 39 years, has said MacDuff
can expect to capitalise on the current
demand for alternative whisky
producers, which has been generated
by a lack of supply.
According to MSX, the whisky
shortage has opened up the travel retail
market as core brands cannot supply
enough volume to fulfil demand. As a
result, it says smaller brands that are
quick to capitalise can take advantage
of the ‘open sales ground’.
Nicola Ridges-Jones, Managing
Director, MSX, said: “As well as this
shift, we’re seeing real opportunities for
particular types of whisky. We were
keen to work with MacDuff because we
believe its blended ranges, Islay Mist
and Lauder’s, will offer something new

to consumers who have previously
favoured single malts.”
She added that MacDuff ’s Lauder’s
Queen Mary is also likely to be a hit in
the cruise market due to its name.
MacDuff Sales Director John Scott
added: “As a small, Glasgow-based
blender we are able to innovate and
react rapidly to the changing market.
MSX shares those qualities with us,
which is why we chose to partner with
the company.
“We already have strong distribution
and brand recognition for our Lauder’s
and Islay Mist brands of Scotch whisky
in Europe, especially the Nordic
countries and Eastern Europe, and
MSX is the ideal partner to grow our
sales in UK travel retail.”
The contract with MacDuff
coincides with MSX’s ambitious plans
to bring onboard more brands and
travel retailers.
Ms Ridges-Jones added: “Having
identified the trends and where gaps in
the market lie, we aim to use TFWA to
bring onboard brands that will help our
clients take advantage of these changes,
rather than be left behind by them.
“This latest deal with MacDuff is an
example of how we are helping brands
break into markets that have previously
been thought of as a ‘closed shop’.”

Macintyre Scott Xtra (MSX) is one
of the UK travel retail industryʼs
longest-serving suppliers of bonded
warehousing services. Working with
some of the biggest brands in the
world, it supplies, stores and delivers
drinks, confectionery and gifts to some
of the countryʼs biggest travel
operators. Its clients include Carnival
UK, Brittany Ferries and World Duty
Free among others.
MSX has remained a privatelyowned, family company since its
inception in 1933 as a whiskey
producer but in 1974 the company
first moved into bonded warehousing
services.
MSX has also been appointed as
exclusive travel retail distribution
partner for British gift company Suki,
in a contract which will last at least two
years. During that time MSX will aim
to list the products with its evergrowing client base, which includes
Brittany Ferries, P&O, Cunard and
Princess Cruises. Already, MSX has
secured a listing for Suki with
MyFerryLink.
The Suki ranges it will stock such
as ‘Lil Peepers’, ‘Traditional Teddy
Bears’ and ‘Silver Tag Limited Edition
Premium Teddy Bears’, will provide
plush gifts for all occasions. ■
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Duty Free

MEADFA conference
underlines regional growth

O

ver
500
international
delegates attended the 12th
Middle East & Africa Duty
Free Association Conference held at the
Ritz Carlton Hotel, Doha, Qatar in

November, where delegates focused on
the ‘relentless growth’ of the duty free
and travel retail business in the region.
During
the
conference,
presentations focused on the rapid
development and positive potential of
Africa for future duty free and travel
retail business and examined the
challenges that face the industry,
both locally and globally,
including political unrest,
economic instability and
regulatory threats.
Rapid urbanisation, rising
incomes and changing consumer
behaviour are contributing factors to
a changing duty free landscape which
has shifted from a resource driven to
consumer driven market. It was noted
that growing consumer groups of

'rising strivers’ and ‘cosmopolitan
professionals’ offer the most potential
to travel retail. With greater
disposable income, a desire to travel
and brand interest, these consumer
groups will buy when they are
travelling if a product is not available
at home.
A round-up of Egypt's current
trading environment was provided by
Sherif Toulan, Director International
Duty Free Trading & Agencies, who
said the country is slowly returning to
stability. Tourism has suffered
significantly this year with travel bans
from Russia, Germany and the UK
resulting in a 50% drop off and Mr
Toulan said that suppliers would be
doing well if sales were down by less
than 20% to 25%. ■

From The Brig

E-mail fraud:
Don’t be a victim!

W

ISSA’s legal expert Bruce Hailey discusses
the issues that matter to you
e have recently encountered
incidents of fraud, which
have affected several of our
ship supplier clients.
It is also
understood that many others have been
affected. In short, false emails are sent
purporting to be from the supplier,
requesting that payment of due invoices
be sent to an alternative bank account.
It appears that ship suppliers are
being targeted by the fraudsters,
probably because of the international
nature of the business and the fact that
typically most correspondence (including
submission of invoices) would be by
email only, with little or no personal or
telephone contact.
In all cases the fraud is made possible
through hacking email accounts of the
supplier, enabling the fraudster to review
past correspondence and, sometimes, to
write emails from that account. Emails
are written to the customer, asking that
payment is redirected to alternative bank
accounts. Where the bogus emails are
written from the supplier’s account,
replies to emails are re-directed to a
similar but false email address so that the
replies do not come to the attention of
the supplier.
The supplier is unaware of these
emails, and the customer has little
reason to suspect foul play and makes
payment as requested. The result can
be that the owner pays the fraudster,
and is then clearly reluctant to pay
again to the legitimate supplier when
the fraud is uncovered.

There are no doubt variations on
the methods utilised, but in all cases it is
access to the email account of the
supplier that enables the fraudster to
identify targets for the fraud, and then
send emails to those targets which do
not arouse suspicion.
It is of utmost importance to
maintain the highest levels of security
within your email systems, ensuring
access to authorised personnel and
maintaining checks to ensure that
unauthorised access is not occurring.
Undoubtedly, web-based email
services provided by the major brands
(for example Gmail, Yahoo and
Hotmail) can be more vulnerable, as
they require only the email address and
the password to access. However,
privately hosted email accounts are not
immune and consideration should be
given to how they are secured and
accessed.
Passwords should be changed
regularly, and checks made to ensure
that no suspicious access has occurred.
Publicity of this fraud should assist
in ensuring that the paying parties are
suspicious of any requests to re-direct
payment, and ensure that they are
carefully checked by telephone and/or
secure email addresses.
We invite anybody affected by such
fraud, whether it was successful or not,
to report it to bh@salvuslaw.com so
that we can start to build a complete
picture and work with ISSA and other
maritime bodies to find effective ways

of safeguarding against this increasing
problem. Such reports will be treated in
confidence. ■

Owners’ goods in
transit to vessels
Many ISSA members are routinely
undertaking the clearance, storage and
forwarding of owners’ goods in transit
to vessels. This is an important value
added service by ship suppliers, and
something they are well-equipped to
undertake. However, it is important to
note that a ship supplier taking on such
work does assume risks that are
different to its traditional work.
It is essentially acting as a freight
forwarder, and could be responsible
for any loss of, or damage to, the goods
and any financial loss arising (for
example, delay to the vessel). It is wise
to consider whether insurance is in
place for such work. It is also sensible
to give thought to what terms are
agreed with the customer to control
these potential liabilities, and identify
precisely where the supplier’s
responsibilities start and end.
Very often we see that consideration
is only given to such issues after a
problem has arisen for the first time,
when it is too late.
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28 January - 1 February
New Delhi, India

26 - 27 February

India Maritime Week
www.indiamaritimeweek.com

SMM, Istanbul

Istanbul, Turkey

10 - 13 March
Miami, US

smm−istanbul.com

Cruise Shipping Miami 2014
www.cruiseshippingevents.com/miami

17 - 19 March

CMA

Connecticut, US

www.shipping2014.com

Web Links
ISSA – www.shipsupply.org
Public Relations & Marketing – www.elabor8.co.uk

ISSA 59:
Panama

I

SSA is to stage its fourth Assembly
and Congress in Panama on
Thursday 30th May 2014.
This will be followed by the 59th
ISSA Convention (re-titled ISSA
Congress to reflect the event’s change
of style) on Saturday 31st May, in the
same location.
All ISSA members and other
maritime friends will soon be receiving
full details of the events directly
by email.
In the meantime, The Ship Supplier
caught up with Jens Olsen, ISSA
28
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President, to find out more about the
event: “All ISSA members from all
regions are welcome to attend. We
hope a lot of members from South
America will come along and we are
also expecting members from Central
America and the Caribbean – we
would also like to see ISSA members
from across North America, Europe
and beyond. We are going to
be inviting all ISSA members
to participate.
“I have spoken with many ISSA
members who say they are looking

forward to the event – most have said
they would like to go there and make
a week of it because it is not every
day they get the chance to visit
Panama! The social programme for
the accompanying persons is going to
be very important for us this year.”
A dedicated section of the ISSA
website will be opened early in
2014 allowing on-line registration
and hotel bookings to be made –
please check the ISSA website
regularly for further information:
www.shipsupply.org ■

D

ISSA thanks Dr Rosalie Balkin

r Rosalie Balkin (pictured with
ISSA President Jens Olsen) was
a special guest at ISSA
headquarters in London in early
December where she received a gift from
ISSA President Jens Olsen to mark her
retirement as Director of the Legal Affairs
and External Relations Division of the
International Maritime Organisation.
Jens Olsen and ISSA Secretary
Spencer Eade thanked Rosalie for her
hard work over the last 20 years,
especially in the areas of seafarers’ rights
and vessel abandonment – something to
which ISSA is closely involved.
Dr Balkin, who has held her position
at the IMO since 1998, was responsible

1st November 2013

for advising the IMO Secretary General
on all legal issues associated with the
functioning of the Organisation with
special emphasis on matters of treaty law
and those relating to the law of the sea.
She was presented with a beautifully
presented book entitled The Lost Ships of
Robert Ballard. ■

ITIC issues warning on
forged documents

S

hip
agents
and
other
intermediaries are warned to be on
the look-out for cleverly forged
documents which could result in them
being held liable for substantial claims by
cargo interests.
In the latest issue of its Claims
Review, ITIC refers to the case of a
Belgian ship agent which released six
containers of castor oil valued at
$270,000 against a fraudulent bill of
lading. The containers were to be
shipped from India to Belgium, and
although the bill of lading against which
the ship agent released the cargo to the
consignee appeared at first glance to be
genuine, it was in fact a clever forgery.
The shipper claimed that it had not
been paid for the cargo, for which it still
held the original bills of lading. It duly
arrested one of the carrier’s vessels in
India and obtained a bank guarantee
from the carrier as security for its claim.
In turn, the carrier looked to the ship
agent for indemnity.
Examination of the bills of lading
that had been presented established that
the agent should have spotted the

New
Members

forgery. The forged bills included clearly
incorrect details, such as the name of the
load port, and also spelling errors,
including the name of the carrier. The
agent had therefore been negligent in
releasing the cargo against the
documents.
The claim brought against the
carrier by the shipper was for the cargo
value plus costs and interest. The case
was fought in the Indian courts, which is
usually a slow process. As it was unlikely
that the claim could be successfully
defended, ITIC and the carrier pushed
the shipper to settle the matter. Finally,
after almost four years of negotiation, a
settlement of $160,000 was agreed $100,000 less than the original amount
claimed. ITIC also reimbursed the
carrier’s legal costs and the bank
charges incurred in maintaining the
bank guarantee.
ITIC says it has never been easier for
documents to be cleverly forged, and
warns ship agents that they need to
ensure that they thoroughly check the
details on bills of lading and other such
documentation. ■

CV Berkat Jaya Abadi,
Jl. Karanggayam 1 No. 5 – D,
Surabaya – 60136,
East Java, Indonesia
Contact: Mr Himpunan Hutahaean
E-mail: abadiberkat16@yahoo.com
ES Corea Co. Ltd.,
Rm 512, Guekdong Star Class,
Sinjung 5 – Dong, Nam – Gu,
Ulsan, Korea
Contact: Mr Felix Jeong
E-mail:
escorea@koreashipsupply.com
Fortune Global Shipping &
Logistics Ltd.,
15, Fatai Irawd Street, Ajao Estate,
Off Muritala Mohammed Airport
Road, Ikeja, Lagos, Nigeria
Contact: Mr Eric Opah
E-mail:
eric.opah@fglobalshipping.com
Mercantile Shipping Agencies,
Gala No. 35, Bombay Timber
Market, Signal Hill Avenue,
Reay Road (E),
Mumbai – 400 010, India
Contact: Mr Zaheer Mamnoon
E-mail: mercan@bom5.vsnl.net.in
PT. Kitasindo Utama,
Jl. Mundu No. 25, Kel. Lagoa Kec.,
Koja Jakarta 14270, Indonesia
Contact: Mr Irfan Rukmana
E-mail: kitasindoutama@indo.net.id
Rx Marine International,
105, A Wing BSEL Tech Park,
Opposite – Vashi Railway Station,
Vashi Navi, Mumbai – 400 705,
India
Contact: Mr R. Tiwari
E-mail: kiran@rxmarine.com
Trion Co. Ltd.,
1033-47, Jang Rim I_Dong,
Sa Ha-Ku, Busan, Korea
Contact: Mr Kevan Lee
E-mail: kevan@trioncorp.co.kr
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Joris Stuip, Managing Director, PTR
Holland Group and Matt Collen,
Partner, Sintons

Tyneside supplier gears up for growth
under PTR Holland ownership

A

Tyneside marine supplies
business is poised for
expansion
after
being
acquired by marine safety specialist
PTR Holland, which has established
its first UK base in the process.
Marine Safety Supplies is now
under the ownership of PTR Holland
Group, which supplies marine safety
equipment around the globe and is the
world’s largest manufacturer of
marine-use rope ladders. It has
divisions in the Netherlands and
Singapore and major warehousing
facilities in destinations including
China, Brazil and the United States.
PTR Holland is now expanding its
new Wallsend-based acquisition by
adding a second site in nearby Willington
Quay, a warehouse which is more than
double the size of its original base. The
business will then have the capacity to
carry out work from throughout the PTR
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Holland Group, and job creation is
planned for the future.
The deal was overseen by the
commercial team at Newcastle law
firm Sintons.
Marine Safety Supplies, which
employs eight people at its base on
Wallsend riverside, was founded 10
years ago by Alan Ellis and John
Ornsby. Mr Ornsby is now stepping
back from the business, with Mr
Ellis continuing to work with the
new owners.
Both PTR Holland and Marine
Safety Supplies make and supply
marine safety equipment such as nets
and ladders, and have done business
together in the past while supplying to
the same projects.
Joris Stuip, Managing Director of
PTR Holland Group, said: “We do the
same kind of work that Marine Safety
Supplies do, but on a much bigger

scale, so we will be able to use our
international network to help develop
the site. We both work in the same
sector, and have done business together
in the past, so this is a very good fit for
our existing operation.
“We are committed to developing
what we have in North East England.
We will spend the first three to six
months settling in, as we do not want
too much change all at once for the
employees, but after that time, we will
look very seriously at expanding. There
is a lot of potential for this site, and we
are very pleased to be able to become
its new owner.”
Alan Ellis, Marine Safety Supplies
Company Director, said: “This
acquisition brings marine safety
supplies into the global marketplace on
a scale we could not have achieved
before. I am very excited about
the future.” ■

ISSA and Ship Supply News

Nice to ‘meat’ you

T

International Meat Trade Association view the new facilities at London Gateway. Left to right: Ian Shuttlewood (Maersk),
Neil Stokes (Invicta), Fiona Chen (Maersk), John Bowler (W.Saunders), Douglas Brydges (IMTA), Liz Murphy (IMTA),
Richard Smith (Norish), Tony Goddard (Premier Freight), Mick Lane (GPS), Jimmy Newitt (Houlton Meats)

he International Meat Trade
Association (IMTA), which
represents more than 60
importers and exporters within the
international meat trade, has declared
enthusiastic support for the UK’s new
deep-sea port and Logistics Park,
following a visit by a delegation of
IMTA members and a tour of the
200,000sq ft advanced Border
Inspection Post facilities.
“The Inspection facilities at London
Gateway are ahead of anything I’ve seen
anywhere else in the world; DP World
are to be congratulated on their vision in
investing in best-in-class facilities here,
which will stand the port in good stead
for the future as new EU legislation is
introduced,” said IMTA President Doug
Brydges. “The opening of this impressive
development is great news as veterinary
demands were built-in from the outset.
We look forward to working with the
veterinary team to ensure the facilities
reach their full potential.”
Leading meat and poultry importers
heard
from
London
Gateway
Commercial Director, Peter Ward, that
London Gateway will provide superior
access to the UK market for reefer trades,
with its excellent location close to
London, road and rail connections to
national networks for the Midlands and
North, as well as offering purpose-built
temperature controlled inspection and
warehousing facilities.
The fully automated landside
handling processes at London Gateway
will also ensure rapid and reliable transit
through the port, he explained,
34
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increasing shelf life for perishable goods.
“We recognise that the next big trend is
a drive towards direct global sourcing by
the big food retailers, especially for
perishable goods,” Mr Ward said.
“Accordingly, this is a growing sector for
shipping lines and a trend London
Gateway is able to respond to due to its
unique combination of geography and
automation, supporting velocity of
delivery.”
This was welcomed by IMTA
members including Neil Stokes of The
Invicta Food Group, a major buyer of
meat and poultry that import tens of
thousands of tonnes of produce per
annum into the UK from South
America, Thailand, Australia and New
Zealand as well as from several
emerging markets.
“For organisations such as ours,
cutting ‘dwell time’ is a major focus,”
Neil Stokes commented. “Our clients
look to us to not only provide the
highest standard of product, but a
supply chain to match, therefore we are
excited to learn of the opportunities at
London Gateway and the benefits that
it can bring to our company and our
clients, such as the market leading
access window for ship arrivals, the
proximity of the port to our major
client base, and the development of
bespoke storage and distribution
facilities within the logistics park. We
will continue to follow the development
of London Gateway with great interest
and hope to be part of its success.”
Jim Newitt, of meat importers and
distributors Houlton Meats said:

“Currently, we import meat into
Europe for three of the biggest meat
companies in the world, from Australia
and New Zealand, Brazil and
Argentina. London Gateway looks
absolutely fantastic and, in my view, for
the first time it will enable the UK to
offer importers like us hub facilities
equal to the large ports in continental
Europe – which is great to see!”
Delegates were also interested in the
potential offered by London Gateway’s
Logistics Park for port-centric logistics,
particularly the Common User Facility,
which will bring supply chain savings
and benefits to companies of all sizes.
“London Gateway is making it easy
to do business,” said Mr Ward. “The
Common User Facility will offer 400sq
ft of cross-docking, storage and office
space, customs, pre-retail value-added
services. Although this facility will be
ambient, we can see demand for a
separate cold chain store with multitemperature specification for holding
deep frozen, chilled and fresh produce
– essentially, a London Food Hub
adjacent to the port, taking cost out of
the supply chain.”
“The range of stock keeping units
held by major retailers is growing
rapidly, so many are re-looking at their
networks, introducing additional
capacity and changing their thinking
about where to hold and manage
stock on global basis,” Ward
continued. “There is a great deal of
change going on – and London
Gateway stands ready to play its part
as a game changer.” ■

ISSA and Ship Supply News

New Spanish office
for NeKo

R

otterdam-headquartered
NeKo Ship Supply has opened
a new office in Algeciras,

Spain.
Eric
Bezemer,
Commercial
Director (pictured), said this new
venture is cause for much celebration:
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“We are very excited about it as traffic
in Algeciras is immense (in 2012, the
port handled 4.1 million TEU).”
He added that demand for a Spanish
office has come about owing to an
expansion of NeKo’s customer base:
“Apart from our core business (the supply
of provisions, bonded stores and
consumables), we are offering a full
service concept, taking care of logistical
assistance for our customers. This has
resulted in customers using us more and
more, not only in Amsterdam, Rotterdam
and Antwerp but all over Europe.
“I must say we have been looking at
Algeciras for quite some time, mainly
because the ship traffic there is
significant. There’s a lot of potential, so
we consider this expansion as an
excellent opportunity for a strategic
route.”

The Algeciras office is headed up
by NeKo’s new General Manager
Mario Adam, who brings with him
over 20 years’ experience of the
Spanish ship supply market.
Mr Bezemer concluded that the
new Spanish office is a testament to
NeKo’s portfolio of loyal customers:
“We are sure that with their support,
we can make Algeciras a big success
but I think their expectations
will be quite high and we have to
match that.”
But the company will be
competing with some big name
Spanish ship supply firms – doesn’t
this worry Mr Bezemer? “The fact we
have set up an office there despite the
competition shows we are confident
and optimistic. I know we will create a
good position for ourselves there.” ■

Cleaning

Clear the air
A

s the founder of Keen – a
British company specialising
in aerosol products, Geoff
Keen knows how important ship
suppliers are in helping his products
to reach the maritime market. But as
he explained to The Ship Supplier, like
any new business, it took time to
convince ship suppliers and ship
owners of the importance of aerosol
products in a ship’s cleaning arsenal.
“I’ve been involved in aerosol
products since they first became
available. We started with household
products and have won many awards

for these. In the early or mid-1970s.
When the Keen range started to
become popular, I thought to myself,
‘they ought to use these on ships’ as I
thought oven cleaners and insecticides
would be rather useful onboard.
“I went to some different ship
stores in Europe to introduce them to
aerosol products and the general
attitude of the time was epitomised by
one of them who said: “you know, it’s
very difficult to persuade ship owners
to spend money, even just for deck
soap! You’ll never get this across to
them.” I decided to approach some

ship owners directly who were actually
quite receptive – it wasn’t like the ship
suppliers thought it would be and
these owners were prepared to invest
in aerosol products.
“We got our products listed with
some ship owners and that was how
my business began. Once I visited a
few owners I wanted to introduce our
product to ship suppliers again so we
took a stand at the annual ISSA
Convention. We went from there – we
are fortunate that at no time did our
competitors think of supplying their
products to ship stores, or by the time
2013 Issue 59 The SHIP Supplier

39

Cleaning

they did I suppose it was too late
because we were well established.”
Keen sell a broad range of products
including air fresheners, oven cleaners
and Aquanol – a penetrating
maintenance spray with multiple uses,
including lubrication, driving out
moisture,
corrosion
prevention,
computer cleaning and inhibiting rust.
Mr Keen explained that since starting
in the business, thankfully his company
has not lost any customers and has
managed to focus its energies in
different sectors, including maritime.
“All that has really changed for us
since the 1970s is the broad acceptance
of the products we provide for ships –
they are accepted by everyone now. It
took time for people to appreciate
aerosols but now it’s the norm to use
them on a regular basis onboard,” Mr
Keen said. The catchphrase ‘essential
onboard’ fits the range very well
according to Mr Keen, who said that
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Lemon and lavender are
popular aerosol fragrances
onboard

this slogan has helped him explain to
the industry why aerosol products are
necessary onboard, particularly where
rust removal and oven cleaning
products are concerned.
Noting
that
he
believes
competition is vital for a healthy

business, Mr Keen added: “We
believe competition is important
because there is no future in
anybody’s business unless they
embrace competition. To become a
lottery is appalling and we welcome
competition.” ■

Offshore Supply

Cool idea transforms
offshore deliveries
42
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Offshore Supply

I

magine cramming your fridge full
with fresh quality food, going
away for a couple of days and
coming back to find it has been left
unplugged and everything has started
to go mouldy.
This is the headache that has faced
many suppliers in the offshore market
who have to transport provisions,
often in rough seas, to far-away
rigs with some journeys taking
several days.
“Take for instance the Shetland
Isles where you have to prepare to sail
for three to five days,” said Robert
Steen Kledal, Managing Director of
Denmark-headquartered Wrist Ship
Supply. “Often the boats don’t have a
power supply.”
As more operators rely on spot
hire platform supply vessels with
shorter charter times, a uniform
power supply may not be available to
operate this option.

In collaboration with one of its
subsidiary companies, Strachans, a
specialist distributor of food and
chandlery supplies to the marine and
offshore industry, Wrist has come up
with an ‘icebox’ to solve the problem
of transporting fresh and frozen
produce to rigs and other offshore
installations.
The icebox works like a very well
insulated giant coolbox and 12 units
have now been successfully trialled for
a year in the North Sea prompting
Wrist to order a further 50 units.
“This is a huge thing for us. It is
obviously a big investment – we’re
probably going to invest $15million in
these containers but we have a firm
belief that it is a true value-add to the
customer,” said Mr Kledal.
It takes about 30 hours to cool the
icebox right down to the necessary
low temperature, the food products
are then put inside and the box is set

at the temperature it needs to be
depending on the contents.
In testing, the temperature swing
on the chilled food for four days was
just 0.2 degrees which, according to
Mr Kledal, is “basically nothing”.
Although the trials have taken
place in the North Sea, where it is
usually cold, Wrist hopes to use the
icebox in warmer areas.
“It’s very much going to be a
game-changer in the US Gulf and
Wrist is currently proto-typing a
‘desert spec’ icebox to cope with even
higher temperatures,” said Mr
Kledal. “In warmer climates we will
only be able to guarantee two to three
days but North Sea rigs are further
away whereas in the US Gulf they are
only one day away.”
Mr Kledal said Wrist liked the
invention as it was a shining example
of how ship supply can move
forward.
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“We like it because it’s innovation
in an industry that is perhaps not
typically known for it.”
Bülent Akalin, Sales and Business
Development at Istanbul Ship Supply
in Turkey said on average the set hours
of delivery would depend on where
the offshore operation was located,
with a variation of one to 12 hours of
travel inland.
“Most ship suppliers are required to
facilitate food and beverage stores in
HQ freezer containers until the final
replenishment point is reached,
resulting in up-to-expectation delivery
to the client.
He also said delivery schedules were
usually planned well in advance.
As well as supplying to offshore
operations – an area which has seen
firm growth regionally - Istanbul Ship
Supply also serves the port and shipyard
in Istanbul as other Turkish ports and
shipyards.
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“We do receive various enquiries by
those rig vessels, jack-ups and research
vessels that are in domestic and abroad
operations and the numerous new build
orders taken by specific shipyards on
behalf of owners expanding their
fleet, signals the demand for future
development in the industry,” he said.
So, how does Istanbul Ship Supply
try to stand out from its competitors?
“Service excellence and product
quality is top priority for the majority of
offshore clients and also delivering on
schedule is another firm promise at prepurchase stage.”
It is still a tough market for ship
suppliers, as Wrist’s Mr Kledal explained.
“There is much more competition
and I think we will see it get harder for
the smaller companies and easier for the
big ones. My personal view is that
shipping has bottomed out and it is
getting better. What’s helped us is
diversification into offshore.” ■

The art of deception

A Maritime Progress poster describing the hazards
of hot work (orange border) and an unauthorised
copied version (red border)

P

iracy in all its forms is a huge and
complex problem for the marine
industry as at its heart, whether
violence is involved or not, piracy is
simply theft – this according to Captain
Andy Goldsmith, Marine Technical
Manager at safety signage specialist
Maritime Progress.
Mr Goldsmith told The Ship Supplier
that tampering with original images
(such as changing the colour of an
illustration or border on a maritime
safety poster) in an attempt to avoid
copyright infringement is simply a form
of self-deception for monetary gain. He
noted that a dealer or purchaser should
be aware of this and ask themselves
whether they wish to support dishonest
practices within the industry.
“Our safety posters have been
copied and sold at a cut-price
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worldwide. In reality, this is not good
value. Even though a poster which has
copied the design of a Maritime
Progress poster may be cheaper than
the original, no one will take
responsibility for what is contained in
these posters and the purchaser will not
know if the information provided is
correct. Ship owners are providing
these posters to advise and guide crew
but they don’t really know if the
information is correct. In most cases, no
contact details are provided for the
company who created the poster. There
is no liability,” Mr Goldsmith said.
He went on to explain how
manufacturers and customers suffer
when they are tricked into purchasing
products which are copies of the
original. “Deception drains the
resources from companies that are

prepared to research and develop their
products, including manufacturers of
engine parts, producers of electronic
charts and publications, and us at
Maritime Progress.”
“We employ an artist who draws all
the images on our posters and we spend
a long time researching the content and
ensuring it is correct and to a high
standard. To have our products copied
by other companies in this way means
they are stealing from us, particularly
when you consider all the hard work,
time and money invested in ensuring
our products are of a high standard.”
Captain Goldsmith also explained
that the Wheel Mark (Mark of
Conformity), which is the European
regulatory marking for marine
equipment (as defined in the Marine
Equipment Directive, 96/98/EC), has
been misused on posters, in an attempt
to gain confidence from the buyer. The
Wheel Mark is only issued after
exhaustive audit by specific nominated
classification societies so the misuse of
the Mark seems to be aimed at giving
purchasers confidence that a product
meets a certain standard.
He added that when disgruntled
crew complain to their vessel
management about the quality of
cloned products the ship supplier risks
affecting their hard earned reputation
with the customer – with the reputation
of the company at stake a big
responsibility is placed on the shoulders
of the purchaser to ensure fit for
purpose products are supplied. ■

Market News

Molyslip

M

flying the flag for UK manufacturing

olyslip Atlantic, a British
company with a global client
list and a strong range of
specialist products, proves how
manufacturing your own products can
pay dividends.
A specialist blender of lubricants
and grease products, Molyslip was
founded in the mid-twentieth century
by an entrepreneur named Baron Beck,
who set up in the UK and spent much
of his time travelling the world, looking
for new distributors.
Gary Chaffey, Molyslip’s UK Sales
and Marketing Manager told The Ship
Supplier that as a British manufacturer,
the brand has remained strong
throughout the global recession: “We
manufacture all our own products and
actually increased our capacity last
year. We also extended our
manufacturing plant, both in terms of
space and regarding our general
facilities in the factory.
“As our products are quite specialist,
this also benefits us. Marine, offshore
and industrial products are our
strongest areas. We are finding that
possible competitors are deciding they
no longer want to be involved in the
manufacture of certain specialist
products which benefits the Molyslip
brand and supply of any specially
formulated own label opportunities.”
Mr Chaffey added that Molyslip is
an extremely flexible manufacturer:
“Some companies just churn out what
I would call standard lubes and greases
day after day on the same machine,
whereas our products are made for less
general applications,” he said.
When asked why he thinks some
competitors no longer wish to make
their own products, instead choosing to
outsource their manufacturing, Mr
Chaffey said: “It’s not part of their core
business. They are concentrating,

probably due to the recession, on
factoring out certain products, getting
other people to make them – for bigger
companies, it’s just a small part of the
overall picture whereas for us, as a
specialist company, it’s fundamental
to success.”
One of Molyslip’s most successful
products is Copaslip – a very high
temperature (up to 1100°C) anti-seize
assembly compound. Copaslip is a
bentone based, non-melt grease
containing copper, polybutene, and
anti-corrosion additives. This specialist
product has been manufactured and
supplied by the company for over 50
years. Mr Chaffey explained that
customers will often walk into suppliers
and ask for a tube or tin of Copaslip by
name and this brand recognition and
awareness of the product is extremely
important to Molyslip.
“We only make Copaslip for
ourselves and it’s made with pure
copper flakes” Mr Chaffey said. “It has

many applications in everything from
maritime to motorsport, particularly
in places where high temperatures can
be expected.”
Mr Chaffey said Copaslip can be
supplied in everything from a one
application 5g tube to a 180kg drum:
“You can buy Copaslip in many places
but in the maritime world, it is mainly
through ship suppliers. We supply
Copaslip to over 60 countries!”
Molyslip
expanded
its
manufacturing facilities last year but
Mr Chaffey said the company is going
to remain focused on specialist
lubricants and greases, rather than
mainstream products: “We are going
to continue doing exactly what we
have been doing. We are working with
the UKTI (a UK trade and investment
body who support UK companies
abroad) on a couple of projects at the
moment and are working on building
our network in countries where we
don’t have distributors.” ■
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Videotel

V

gets serious with gaming
ideotel is pioneering a radical
new form of training delivery.
Using
serious
games
technology, Videotel is putting the
learner into a real life scenario,
enabling them to apply their knowledge
under realistic pressures.
Developed in conjunction with
Mines Rescue, the first serious game
deals with Entry into Enclosed Spaces,
which lends itself ideally to this unique
format. In real life, decisions are made
at speed, often with little information to
hand, and the statistics show that all too
often the heart overrules the head with
sometimes fatal consequences.
Nigel Cleave, CEO of Videotel is a
great exponent of the new technology:
“Interactivity is the future of training.
It takes CBT to new levels, allowing

learners to explore, and think for
themselves. They can learn by doing,
and we are able to design learning in a
less linear way. The step change in
using serious gaming is that it presents
the learner with the time pressure and
the unpredictability of a real situation.”
“Research has shown that in a
learning environment people clearly
remember what they do,” explained Mr
Cleave. “This makes simulations and
games the ultimate training tool, duly
complementing our existing video,
CBT and interactive courses.”
The new Enclosed Spaces training
course is designed to build on existing
Videotel/Mines Rescue material.
In the game environment the player
will be tasked with identifying and
fixing a problem with a ballast valve on

a bulk cargo ship. The valve repair must
be carried out urgently. The player
should conduct all safety checks and
equipment preparation before moving
down into the enclosed space.
While the repair is taking place the
player will need to move between
sections separated by lightening holes.
Consequently the air in these sections
may differ and should be checked.
However, unbeknown to the learner,
one of these sections contains a toxic
atmosphere, and he/she is challenged
with dealing with the situation. ■

Play
s
Underwater
shoot
The world’s first waterproof compact system camera has been launched by
Nikon - also claimed to be dustproof, shockproof and freezeproof to -10C.
The Nikon 1 AW1 is also waterproof to 15m.
The system, which also has J and V-series models, means it is possible to
swap lenses for different views of the world, and as the AW1 is from the
broader Nikon 1 family, it is also compatible with all the standard, nonwaterproof lenses too.
Nikon 1 AW1
£750
When Sir Paul McCartney set about creating his 16th studio album he
www.nikon.com
knew he wanted a more modern feel and deliberately sought out
younger producers to help with the recording, including Mark Ronson.
The album features an array of themes, from his friendship with
another Beatle, John Lennon, to the love for his wife Nancy Shevell.
New
Virgin EMI Records/Hear Music

Paul McCartney

Track your fitness
When working out,
you can have all
your
training
information literally
on hand with the
Fitbit Force.
The wrist device,
which has a small
OLED
screen,
tracks what you are
doing showing you the steps taken, distance travelled, calories
burned, active minutes and floors climbed.
It even monitors your sleep, can wake you with a silent, vibrating
alarm and can provide incoming call notifications when paired with
an iPhone running iOS 7. Available in two sizes.
Fitbit Force
$129.95
www.amazon.com

Eminem

Marshall Bruce Mathers III, otherwise known as Eminem,
has achieved 13 Grammys in his career making him the
best-selling rap artist of all time.
In this, his eighth studio album and the sequel to his third
album, The Marshall Mathers LP, Eminem mixes it up
with some anthemic songs while playing homage to oldschool hip hop.
The Marshall Mathers LP 2
Aftermath/Shady/Interscope
2013 Issue 59 The SHIP Supplier
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Captain’s piracy
account

Hot on the heels of the blockbuster
movie Captain Phillips, Bantam has
published a paperback version of
the book which first came out three
years ago and inspired the film
adaptation starring Tom Hanks.
On 8th April 2009, author Richard
Phillips was setting about his usual
daily duties as captain of the USflagged Maersk Alabama as it headed
towards the port of Mombasa. It
would be a day that would go down
in history as the vessel became the
first American cargo ship to be
hijacked by pirates in over 200
years. In A Captain’s Duty, Phillips
tells his own story – that of an
ordinary man who became a hero.
A Captain’s Duty
By Richard Phillips
Bantam £6.99
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The Head Chef of Attica in Melbourne, Ben
Shewry, draws inspiration from his childhood
in New Zealand, for the menu at this
restaurant, ranked 21st in San Pellegrino’s
World’s 50 Best Restaurants this year.
The volcanoes, rivers, ocean and native bush
all play a part in creating an array of exciting
dishes. The eight-course tasting menu includes
such delights as Crab and Sorrel, ‘A simple
dish of Potato cooked in the earth it was
grown’, Flinders Island Wallaby with Herbs,
Vinegar Ice Cream and ‘Plight of the Bees’.
The restaurant also offers a vegetarian menu
and both are also available as five courses.
The eight-course tasting menu costs A$180 or
A$295 with matched wines.
www.attica.com.au
74, Glen Eira Road, Ripponlea, Melbourne,
VIC 3185, Australia

Brrr−illiant!
Every year in China’s northernmost
city of Harbin – 880 miles north of
Beijing – 15,000 people spend just a
few weeks carving more than four
million cubic feet of ice to create
thousands of sculptures for a twomonth long festival.
They do it by hand and with lasers
and create a temporary city and
dazzling works of art, all made with
ice from the Songhua River, and lit
up with coloured lights at night.
There are even full-size buildings
made from blocks of 2-3ft thick
crystal clear ice.
Temperatures average -16.8 degrees
in winter though lows of -35˚C are
not uncommon!
www.icefestivalharbin.com
From 5th January to 28th February
2014

