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Star Bulk agrees deal for 16
modern bulkers

STAR BULK CARRIERS has clinched an all-stock deal to acquire
16 modern bulkers from Italian owner Augustea Atlantica and US-
based investment firm York Capital Management.

In payment, the Greece-based bulker owner will issue about 10.5m
new shares to the sellers.

At the overnight price of $11.69 per share, that would equate to about
$122.7m worth of stock and an overall deal value of about $433m.

As part of the transaction, the New York Stock Exchange-listed
owner is assuming debt of $310m.

Lloyd’s List understands that 11 of the 16 ships derive from an
Augustea-York Capital joint venture that was formed in 2013 to invest
in dry bulk tonnage. That appears to be now left with just one ship

— an older capesize — that is believed to have been more expensively
financed.

The other five ships in the transaction are being sold by Augustea.

Augustea Atlantica will continue to technically manage the fleet,
with Star Bulk taking over commercial management of the ships.

The fleet being acquired includes three newcastlemaxes, two regular
capesizes, two mini-capes, three post-panamaxes, five kamsarmaxes

and one ultramax.

All the ships are already on the water. They were all built between
2010 and 2017.
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The deal promises to boost the Star Bulk fleet to
90 vessels of about 10.2m dwt.

Chief executive Petros Pappas, who has been a
passive minority shareholder in three of the vessels
being acquired, said the acquisition would provide
synergies and economies of scale.

“Star Bulk will continue to be a consolidator in
the dry bulk market,” he said.

The company, which is backed by heavyweight
investor Oaktree, has long been a proponent

of consolidation in the diversified dry bulk sphere
and in 2014 it acquired the 34-ship Excel Maritime
fleet.

But the stubbornly poor dry bulk market forced it
into a period of retrenchment.

Star Bulk management and the sellers are well
known to each other and this will have eased the
path of the transaction, although it is understood
to have needed about four months to acquire
approvals from all the banks concerned.

Mr Pappas is a longtime friend of Augustea group
chief executive Raffaele Zagari, who joins the Star
Bulk board of directors as a result of the share

transaction. The new stock being issued is equal to
about 14.1% of the company.

The two shipowners have partnered in a number
of investments, including the CBC firm that also
includes Peter Livanos and has a fleet of Japanese-
built bulkers that are commercially managed by C
Transport Maritime.

In 2014, Mr Pappas’ private company Oceanbulk
Maritime teamed with ABY Holdings, controlled
by Augustea, Bunge and York Capital, to buy the
12-ship dry bulk fleet of Italy’s Deiulemar. Two of
those ships ended up in the Star Bulk fleet.

At present, Oceanbulk and Augustea are jointly
vying for another struggling Italian dry bulk fleet,
Giuseppe Bottiglieri Shipping.

The latest Star Bulk acquisition is likely to be seen
by the company as close to an ideal transaction
owing to the exclusive use of company stock and
“attractive bank financing” it has said is attached.

The incoming vessels are overwhelmingly in the
capesize and kamsarmax segments on which the
company is now focused, while an average age of
4.5 years for the acquired ships will reduce the
average age of the Star Bulk fleet.

WHAT TO WATCH

Owners warn Chinese leasing firms:
We don’'t want fairweather friends

LEASING houses in China need to prove themselves
as committed long-term partners that can be as
supportive the traditional banks through the ups
and downs associated with shipping if they want

to win more businesses, a panel of shipowning
representatives has told the Capital Link Forum

in Shanghai.

One of the panel, Pacific Basin chief financial
executive Peter Schulz, believes bank loans remain
the most flexible and low-cost source of financing.
He describes leasing as “more of a complement
than replacement”.

“Shipping companies are quite comfortable in the
way they used to deal with the traditional banks;
when you need to amend the covenants and have
other discussions,” he said. “We have done this
many times over the cycles. How will the leasing
companies deal with a severe downturn? We are
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yet to see how that will play out.”

Dimitris Glynos, vice-president of finance at
Dryships, said his company had just entered into

a leasing agreement in China this year. He said his
counterparty had shown “a lot of understanding”.
What is more, most of the major Chinese leasing
houses have been in this business for about 10 years
and have become more mature.

“But at the same time, they need to prove themselves
in difficult conditions.” Mr Glynos added. “As a
shipowner, we hope to find our long-lasting partners
here in China. We hope the leasing companies will
support the shipowners if there is difficult time in
the future.”

As of the end of 2017, the combined ship and
offshore assets held by leasing companies in China
stood at $47bn, according to consultancy Smarine
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Advisors. Between 2016 and 2017, they have made
new investment of about $24bn, the majority of
which are in overseas shipping assets.

Celile Lee, chief financial officer at Wah Kwong
Shipping, said making adjustments in leases was not
that easy owing to compliance issues and internal
procedures in the Chinese leasing firms, based on
her experiences.

“If we really want to push, we could [make changes],
but it would be costly.”

Hong Kong-based Wah Kwong has a couple of
contracts in place with Chinese and overseas lessors,
according to Ms Lee.

The family-owned shipowner recently signed a
strategic co-operation agreement with China’s CMB
Financial Leasing and later chartered two dry
bulkers from the lessor.

During a separate panel discussion later in the day,
senior managers from several major Chinese leasing
companies affirmed they were committed to the
shipping industry and were prepared to be flexible to
meet customers’ needs.

One of the measures talked about to enhance their
relationship with the owners was establishing joint
ventures between the two parties so that the risks
and the benefits can be properly shared.

ICBC Financial Leasing executive director Bill Guo
said his company was already in the business with
three joint ventures with shipowners, including one
that runs valemax carriers with China Merchants
Energy Shipping and two others with foreign
owners.

“We like joint venture and we will continue to do
this,” Mr Guo said.

Alex Yan, deputy general manager of assets
management at CSSC (Hong Kong) Shipping, whose
companies have joint ventures with chemical tanker
and dry bulker owners, supported the idea.

“Shipowners, charterers or traders, they are all
welcomed to become our joint venture partners. The
shipping industry is quite traditional, but we need
more innovations and new ideas.”

Some, however, are more cautious.

The joint venture is more of a business model used
by private equity funds, which is very different from
bank financing or leasing, said Jack Xu, deputy head
of shipping at CMB Financial Leasing.

While Mr Xu said CMB Leasing was open to the
idea, “the capital is limited and should be deployed
in the most efficient and safest way”.

Customers complain of ONE launch chaos

FORWARDERS and NVOCCs claim the newly
merged Japanese container line business Ocean
Network Express is still failing to provide customers
with even a basic level of service several weeks after
its launch.

As Lloyd’s List reported last week, ONE has been
struggling to get IT systems running and some
customers have been contacting rival carriers to get
their cargoes lifted.

ONE was formed from the container line operations
of NYK, MOL and K Line at the start of April, but
started taking bookings for its joint services in
February. Yet despite having had a year to prepare
for the launch, customers in the UK report a total
lack of communication with clients, staff and
equipment shortages, IT chaos, and missed pick-ups
due to booking failures.

Daygard Logistics Group director Craig Lingard said
since the start of April, dealing with ONE had been
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“shockingly bad”, adding that with over a year to get
new systems in place it was hard for customers to
understand how the transition could have been
managed so poorly.

“ONE admits to having all sorts of issues, from
bookings through to getting cargo on vessels,” he
said. “But this is beyond teething problems.

“It’s a combination of IT and staff. As customers we

don’t know who to talk to. We used K Line and NYK
before the merger, but the reps we dealt with are no

longer available. We don’t even know where they are
NOw.

“It’s worse for exports, but imports are also bad. It’s
affecting us and our customers.”

He said other forwarders and NVOs in the UK

reported the same problems, and so do the
company’s agents in mainland Europe.
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Another forwarder and NVO said a rates matrix
supplied by ONE contained incorrect information
about the departure port.

“We are having haulages not covered, bookings
being missed, confirmations taking two weeks,
nobody answers the phone,” he said. “On one
booking, a driver turned up, but he wasn’t trained to
take hazardous cargo so they left the container until
a haz driver could go and collect.

“These aren’t excuses you can make because of the
merger. These are just stupid errors and they are
making us look foolish to our customers.”

A senior executive at another major UK-based
consolidator said he had seen no evidence of any
progression planning to merge the three Japanese
legacy carriers into ONE. “They have taken people
out of MOL, K Line and NYK, left the original
companies bare, and haven’t got enough people to
look after things at ONE,” he said.

“It’s a shambles. There’s nobody to make decisions.
Containers are being left behind. They are short of
equipment. They’re not accepting bookings to collect
boxes. There’s no space on the trains from the north
to the south of the UK for our export consignments.”

Communications from ONE'’s staff to clients confirm
the current state of disorder. A ONE representative
admitted to one forwarder to “discrepancies” on
published rate tariffs, acknowledging that it should
not be the forwarder’s responsibility to check to see
if every routing offered is accurate.

There would also appear to be specific problems
relating to the transfer of staff from NYK, MOL and
K Line to ONE. A ONE representative admitted the

line’s bookings department was “still under as much
pressure this week as they were last week”. He
explained that the bookings department had
“walked in the door on April 3” on the “back foot”
and were faced with an “unprecedented amount of
bookings” and “didn’t have the resources to cope
with these volumes”.

He added: “At the moment, I believe they are so
snowed under that any time spent on the phone to
customers would push back any progress they are
making in processing the bookings and getting the
T/Os sent to Southampton, which would only re-
start the cycle.”

In the UK, ONE has now put in place a UK Service
Recovery team, which the ONE representative said
would be “a useful contact point once we get the
remainder of the NYK legacy staff over onto
bookings once legacy work has been completed”.

A leading shipping analyst who asked not to be
named in this article said any supply chain issues
faced by ONE customers would inevitably cause
difficulties for its partners in the in The Alliance

— Hapag-Lloyd and Yang Ming — which share slots
on ONE vessels.

“We'’re hearing a lot of negativity about ONE’s
difficulties transitioning from three systems,
particularly around IT,” he said. “This will have a
drip, drip impact across The Alliance’s network.”

Mr Lingard said the situation had now deteriorated
to such an extent that it was damaging cargo owners’
businesses and the UK’s economy. “This is directly
affecting UK exports,” he said. “If you can’t buy UK
products reliably in, say, Singapore, then you might
just turn to the US.”

Europe leaves door open for further

consolidation

THE European Commission’s decision on Maersk’s
acquisition of Hamburg Siid has been published and
indicates that the commission is open to further
consolidation within the container shipping sector.

“Despite a recent consolidation wave, the container
liner shipping industry is still rather fragmented,”
the commission said in its report into the merger,
which was approved a year ago. “Even the largest
carriers such as Maersk, MSC, CMA CGM, Cosco
and Hapag-Lloyd individually do not have more
than around 15% of world’s total fleet capacity, and
less than 60% combined.”
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Market share on particular trades can be higher,
however, hence the requirement from the
commission that Hamburg Siid exit certain vessel
sharing agreements it was in with other carriers,
including those with Hapag-Lloyd on the
Mediterranean-South America west coast trade and
Europe-Middle east trade, and with CMA CGM and
Hapag-Lloyd on the Europe-Caribbean and South
America west coast trades.

Hamburg Siid also exited a VSA with Mediterranean
Shipping Co on the Mediterranean-South America
east coast trade.
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In an advisory note to clients, Reed Smith partner
Marjorie Holmes said the commission had
continued its practice of not only considering
individual parties’ market shares, but also the
aggregate share of each party’s consortia members.

“In doing so, the commission does not imply that
other consortia members are part of the parties’
undertakings, but takes the view that consortium
members affect important parameters of
competition: capacity, frequencies, schedule of the
services,” she said.

Furthermore, the commission provided insight into
VSAs and the scope of their operation, she added.

“The evidence presented shows that VSAs do not
allow the sharing of individual, actual costs or

discussions of actual costs, and explicitly preclude
price co-ordination, joint marketing, revenue
sharing and, typically, joint purchasing,” Ms Holmes
said. “VSAs therefore operate, in the narrowest
sense, as limited cooperation for operating a joint
service.”

With container shipping remaining fragmented at a
global level, the commission hints that it would
consider further consolidation, she added.

“The commission’s decision is a continuation on
previous decisional practice on competition law in
the shipping industry; however, its view that the
market remains fragmented, with persisting
overcapacity, suggests that further consolidation and
merger activity is possible.”

Gerry Wang sets sights on clean

energy logistics

MENTION logistics, and supply chains for consumer
goods usually spring to mind.

Gerry Wang is thinking in terms of logistics for
clean energy as he plans his return to the business
world.

Six months after quitting boxship owner Seaspan,
Mr Wang is turning his attention to a very different
industry sector that could offer the same sort of
growth potential as container shipping did back in
the days when he first became involved.

He is in the early stages of developing point-to-point
logistics services for liquefied natural gas. He hopes
his new enterprise will be up and running within six
to nine months.

“The goal is to optimise the supply chain to make the
logistics of delivering gas from point A to point B
more efficient and reliable,” he told Lloyd’s List.

The first step is to build up a network, complete all
the feasibility studies, and then once everything is in
place, team up with a big backer in Asia.

Mr Wang left Seaspan last year after 16 years
building up the company with Graham Porter and
Kyle Washington into the world’s largest
containership tonnage provider. He has no interest
in returning to that sector as it consolidates after
years of turbulence and dismal financial returns that
have destroyed value.
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“When I started in container shipping, the whole
industry was in the upswing phase as China joined
the World Trade Organisation, and trade growth
averaged about 10% every year,” he recalled. “I feel
that super-cycle is over, but I believe the Chinese,
Indians and many more want clean energy... and I
feel the demand for LNG will move forward
dramatically. The opportunities associated with
clean energy will be much higher than everything
else.”

He said he wants to get involved in all stages of the
production and delivery process, from upstream to
midstream and downstream, and including shipping
and terminals.

“I feel I am doing a good deed for society if I can
contribute using my knowledge and connections to
make the environment better and the air cleaner.”

Mr Wang is in the process of building up his new
venture, and is being advised by Mr Porter, with
whom he has worked very closely since they first met
in Vancouver and decided to break into the container
shipping industry, where they caused a real stir by
ordering the world’s first 8,000 teu ships back in
2003.

Mr Porter, who also left Seaspan last year, is now
focusing on a new ship finance vehicle for smaller
shipowners, with Mr Wang in an advisory role.
Likewise, Mr Porter is supporting Mr Wang’s new
venture.
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“We have always enjoyed working with each other,”
said Mr Wang.

Just as they brought a new business model to
containership ownership based on long-term charter
commitments and guaranteed revenues streams,
neither is interested in speculative ventures. Instead,
they want to focus on a systematic approach, and
generate value for investors and shareholders.

In the case of a logistics solution for clean fuels such
as LNG, Mr Wang said the focus would be on
bringing the ocean and land transport together in to
an integrated operation.

“I enjoy building businesses more than managing
them,” said Mr Wang.

Singapore Maritime Week looks
to the future of shipping

IS IT going to be lucky 13 in the maritime stakes for
Singapore?

The 13th edition of Singapore Maritime Week, which
opens on April 21, is taking place against a backdrop
of much better market conditions and improved
sentiment compared with the past year and, indeed,
the past few years, when much of the industry bled
red ink.

SMW, which is organised by the Maritime and Port
Authority of Singapore, will centre on the theme:
“Positioning for Future Growth — Driving
Connectivity, Innovation and Talent.”

Signs of recovery are coming back after a cyclical
and structural downturn. The industry has
experienced a difficult few years, but also a phase in
which there was the opportunity to invest in future
capabilities, according to MPA chief executive
Andrew Tan.

“This is an exciting time for the maritime industry,”
he said. “With the advent of Industry 4.0, the rise
of e-commerce and changes to global logistics
supply chains, the industry has to transform itself.”

Mr Tan said SMW 2018 will bring together a
who’s who from the global maritime industry as
well as business leaders and leading experts from
non-maritime and adjacent sectors “to delve deep
into the dynamic maritime environment”.

He said delegates “will not only debate emerging
trends but also new strategies as the maritime
industry readies itself for the future”.

Indeed, innovation and technology will be a key
cross-cutting theme for SMW 2018 and MPA will be
inking several Memorandums of Understanding
with various parties during the week.

Singapore’s keenness to embrace technology has also
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been a key factor in its top ranking by Menon. In
the maritime technology category, it made a
significant jump to second from fifth, while keeping
the top rank in shipping, ports and logistics, and
attractiveness and competitiveness.

Much of Singapore’s maritime success has

been attributed to its long-term strategy and
close co-operation between the government and
industry.

The city state has weathered the storm of the past
few years rather well, keeping its place as the leading
maritime capital of the world in the ranking by
Menon Economics last year ahead of cities such as
Hamburg, Oslo, Shanghai and London. Rankings
are based on five factors — shipping; finance and
law; maritime technology; port and logistics; and
attractiveness and competitiveness.

In terms of metrics, throughput at the world’s
second-biggest container port by volume grew 9% to
33.4m teu last year helped by signs of recovery in
trade and the alliance reshuffle, which had a benign
effect on Singapore compared with some other
ports.

Singapore is also the world’s biggest bunkering port
by volume and sales of marine fuels increased by
4.2% to 50.6m tonnes in 2017 even as it pushed for
greater transparency in the sector by becoming the
first port to use mass flow meters to minimise
inaccuracies in delivered quantities.

The maritime industry contributes 7% of Singapore’s
gross domestic product and employs more than
170,000 people. Maintaining and improving on its
strengths will be key to meeting its objective to grow
the sector’s value-add by S$4.5bn ($3.4bn) and
create more than 5,000 jobs by 2025.

Nonetheless, there is one area Singapore will strive
to improve on.
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ANALYSIS

Between the Lines: The winners are...

FROM a financial perspective, 2017 was an
improvement over 2016, as was expected. But it was
far from a full recovery of the current eight-year
downturn, which will really only be resolved once
the current overcapacity has been soaked up.

All of the major carriers that publish annual
accounts reported an annual increase in revenues in
2017, and all but three carriers reported positive
2017 earnings before interest and tax.

The results show a clear size advantage for the
largest carriers.

While a relationship between fleet size and revenues
is to be expected, in 2017 the bottom line also clearly
favours the bigger carriers, as the four largest
carriers have also reported the largest ebit results
and improvements over 2016, by a fair margin.

Maersk Line and CMA CGM are in a league of their
own in terms of revenues, as both companies
recorded 2017 revenues of more than $20bn. Cosco
and Hapag-Lloyd, with 2017 revenues of $13.3bn
and $12bn respectively, have carved out a revenue
niche for themselves, as they generated roughly half
the sales of Maersk Line, but had close to twice the
revenue of the next carrier in line. The next seven
carriers are all in the $4.4bn-$6.6bn revenue size
range, whereas Zim and Wan Hai are also in a
revenue niche of their own, with revenues of $2bn-
$3bn.

The first major takeaway is that 2017 is the only year
in the past seven years for which all major carriers

have seen growth in revenues, and more
impressively double-digit revenue growth, ranging
from 15.3% to 47%.

This, however, is not exclusively a sign of a strong
2017, as all carriers except CMA CGM and Cosco saw
their revenues contract in 2016, and CMA CGM and
Cosco were likely helped by the respective
acquisitions of APL and CSCL in 2016.

Apart from Maersk Line, which has seen revenues
grow by “only” 17.3% — the third-lowest in 2017

— the largest carriers have seen the largest growth
in revenues. CMA CGM and Evergreen both grew by
32%, whereas Hapag-Lloyd saw a remarkable 47%
increase in revenues.

That said, it is important to keep in mind the recent
acquisition of United Arab Shipping Co by Hapag-
Lloyd and of APL by CMA CGM, which will have
positively affected their revenues, meaning that the
“organic growth” is likely to be far less.

The revenue growth for Evergreen, on the other
hand, is quite impressive, not only because it is
entirely organic, but also because it did not see any
significant revenue loss from 2015 to 2016. For MOL,
though, it seems to be a matter of regaining lost
territory, as although its revenues grew by 27.1% in
2017, they are still below the 2015 levels.

Much of HMM’s revenue growth of 24.2% in 2017
was due to Hanjin’s collapse, while the 2017 fourth-
quarter growth — the first quarter not to be affected
by Hanjin’s demise — was less impressive.

IN OTHER NEWS

Maersk spoiled tuna fish case
clarifies Hague-Visby rules

A ruling by the Court of Appeal in
England concerning the Hague-
Visby rules is being hailed for its
important implications for the
limitation of cargo liability on the
part of carriers — and could leave
Maersk substantially out of
pocket.

CMA CGM to take 25% stake in CEVA

Logistics
FRENCH container line CMA CGM
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is expanding its presence in
logistics by acquiring a 25%
stake in Netherlands-based
operator CEVA Logistics.

CMA CGM, the world's third-
largest carrier by capacity, has
committed to subscribe for
mandatory convertible securities
of CEVA for an estimated cost of
SFr380m-SFr450m ($390m-
$410m). These will be convertible
to CEVA shares, subject to
regulatory approval.

The investment coincides with
CEVA's initial public offering on
the Swiss exchange, which was
also announced today. On
completion of the deal, CMA CGM
will take two seats on CEVA's
board of directors.

Chinese firms invest $1bn in Abu
Dhabi Ports

ABU Dhabi Ports and the Jiangsu
Provincial Overseas Co-operation
and Investment Company
Limited, or JOCIC, have
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announced that 15 Chinese firms
will invest $1bn in the free trade
zone in the Khalifa Industrial
Zone Abu Dhabi and Khalifa Port
Free Trade Zone.

The pact comes after the port
operator put pen to paper in
August last year on an
investment co-operation
agreement with China's Jiangsu
Province to allocate space for
companies from the region within
the KPFTZ.

Under the terms of a 50-year
partnership, China-United Arab
Emirates Industrial Capacity
Co-operation (Jiangsu)
Construction Management
Company, a UAE company
established by JOCIC, would
occupy and develop
approximately 2.2 sq km of the
free trade zone for exclusive use
by companies from the Chinese
province of Jiangsu.

Keppel believes offshore and marine
recovery will take time
SINGAPORE-LISTED Keppel
Corporation continues to be
downbeat about the offshore and
marine sector after its marine
and offshore unit posted a
S$23m ($17.5m) loss for the first
quarter owing to reduced volume
of work amid the prolonged oil
and gas slump.

“While we are seeing pockets of
opportunities in niche markets, it
may take some time before we
can see a sustained recovery
across the board,” Keppel chief
executive Loh Chin Hua said.

Keppel's offshore and marine
arm is using the downturn to
streamline operations, build new
capabilities and capture new
markets.

MPC Container Ships to get full Oslo
Bors listing

EXPANDING feeder specialist
MPC Container Ships has
received regulatory approval for a
move up from the Merkur Market
to full Oslo Bgrs listing, the
Miinchmeyer Petersen offshoot
has announced on its website.

As part of the process, up to
75,000 existing private placement
shares in the company —
currently held by anchor investor
CSI Beteiligungsgesellschaft

— will be offered to the public, it
said.

Shares are being sold in
packages of 250, with an offer
price of NKr44 ($5.64) per share,
or the Merkur closing price on
April 27 less a discount of NKr3
per share, but not lower than
NKr40 per share. Trading is
expected to start on May 3.

British ports press government for
border money post-Brexit

THE UK's government will have to
fund the physical border facilities
required after the country leaves
the European Union to prevent
potential negative effects on UK
ports, according to the British
Ports Association.

Following the June 2016
referendum, the UK government
has stated it wants to depart

from the single market and the
customs union, paving the way
for an uncertain future for UK and
EU ports, which remain unsure of
what their new customs
obligations will be. However, new
border controls are expected to
be introduced.

BPA chairman Richard Ballantyne
has written to prime minister
Theresa May urging her to ensure
that the government's stated

plan to fund Brexit preparations
include the resourcing of new
physical infrastructure
requirements at ports, and not
resort to only hiring more staff to
take on the extra work.

IEA warns of ‘disruption’ due to 2020
low-sulphur shipping rule

THE International Energy Agency
has warned there will not be a
smooth transition to the 0.5% fuel
sulphur cap in 2020 on account
of a lack of preparations by oil
refineries.

The agency's head of oil industry
and markets, Neil Atkinson, said
he expected a scramble for
compliant fuel, potentially
causing a spike in prices of
marine fuel.

“There is going to be a huge
disruption in the shipping
markets, particularly in those
markets where [there] is rigorous
enforcement,” he was cited by
Reuters as saying at an energy
seminar in Oslo. “The reality is
that the industry has already
passed the date beyond the
smooth transition.”

For classified notices please view the next page.
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The Next Generation
Lloyd’s List Intelligence Seasearcher

Do you want to identify new business opportunities ahead of your competitors?

With the Next Generation Seasearcher platform, you can use geospatial mapping tools to receive customised
alerts on global fleet port callings including vessel ETA’s. This means you can see which vessels are approaching
your locations and view their contact information to win custom before your competitors.

Seasearcher also shows you detailed ship characteristics, inspections and deficiencies, so you can anticipate the
needs of individual ships and reach out to vessels before they reach port.

The service allows you to view full vessel characteristics including:
» Physical dimensions

» Construction details

» Classification society

» Shipowner

> Vessel contact details

You can also view the deficiencies found during inspections to assess the revenue opportunity of the vessel.
When you need a granular view of all the components that make up a ships operational structure, you can rely
on Seasearcher to give you the most accurate and detailed data possible to win new business.

To find out more, please call +44 (0)207 017 5392,
email info@lloydslistintelligence.com or visit info.lloydslistintelligence.com
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