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Inmarsat says IMO’s maritime 
safety decision ‘does not 
change landscape’

INMARSAT SAID IT would not alter its business strategy after it 
lost its global monopoly over the maritime distress signal industry 
and saw the contract opened up to rivals Iridium and BeiDou 
Navigation Satellite System.

The satellite telecoms giant had controlled the maritime safety 
systems market as its technology — the Global Maritime Distress & 
Safety System — was the only one approved by international 
regulators. According to Inmarsat, 160,000 vessels worldwide use its 
safety service, which it provides at no charge.

This week, the International Maritime Organization’s Maritime 
Safety Committee decided to certify Iridium as a valid provider of 
global maritime distress safety services.

The IMO’s decision had an immediate effect on Inmarsat’s investors; 
the London-listed company’s shares declined 12.8% following the 
decision.

By its own estimate, US-based Iridium expects to be ready to provide 
a GMDSS network from 2020 onwards, given that some outstanding 
formalities remain, including securing a letter of compliance by the 
International Mobile Satellite Organization.

However, there has been an overreaction to the commercial 
implications of the IMO decision, according to Inmarsat.

Although the company did not benefit financially from GMDSS, 
approved safety systems are a legal requirement, meaning Inmarsat 
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has a presence in every large vessel worldwide, 
allowing it to cross-sell other services.

Peter Broadhurst (pictured), the company’s senior 
vice-president of safety and security, told Lloyd’s 
List that when it comes to the commercial aspect, 
the choice was already there; if owners believed 
Iridium had a greater commercial offering they 
would have opted for them rather than Inmarsat.

“So I don’t see how it [the IMO decision] will 
actually change the landscape of our strategy or 
their strategy,” Mr Broadhurst said.

Iridium’s system will only be included in newbuilds 
after 2020, not in the existing fleet, which would 
require replacing Inmarsat technology currently 
onboard 160,000 vessels, Inmarsat director of 
corporate communications Jonathan Sinnatti said.

He refuted the notion that this was a matter of 

competition, arguing that it is at core a safety 
issue. “When you are talking about data, when you 
are talking other services — commercial services — 
it is absolutely fair,” he said. “But when it comes to 
safety, it is not about competition, it is about 
ensuring that the very highest level is maintained 
because people’s lives depend on it.”

GMDSS is a safety communications network 
backed by satellites and radio equipment that 
emits distress messages from a vessel and enables 
search and rescue operations. It is required on 
board all vessels above 300 gt.

Inmarsat’s GMDSS had been the sole certified 
system since 1999.

Separately, the IMO gave its approval to 
Inmarsat’s Fleet Safety solution, which 
incorporates maritime safety and broadband data 
services in one single terminal.

Inmarsat’s loss is a political win for the US
RARELY do singular corporate interests 
intersect with international diplomacy as seamlessly 
as they did during this week’s debate at the 
International Maritime Organization over Iridium’s 
certification for the Global Maritime Distress and 
Safety System.

The US delegation to the IMO’s Maritime Safety 
Committee spearheaded a successful campaign to 
secure recognition for Virginia-based Iridium’s 
GMDSS, breaking the monopoly held by UK-based 
Inmarsat since 1999.

A testament to this diplomatic endeavour is the fact 
that the Sub-Committee on Navigation, 
Communications and Search and Rescue, which met 
in late February and is composed of many of the 
same delegates as the MSC, could not reach a 
decision and deferred to the MSC.

As it was, the MSC overwhelmingly backed Iridium’s 
certification.

It is perhaps no coincidence that of the four MSC 
official submissions made on Iridium’s case, three 
were led by countries with an immediate and clear 
stake in the matter.

The US supported it, while in separate submissions 
China, with its own contending GMDSS offering, 
and the UK, where Inmarsat is based, opposed 
granting recognition.

Lloyd’s List understands that Germany, which also 
submitted a proposal against Iridium’s approval at 
the MSC, ultimately did not oppose the motion when 
it came to decision time in plenary.

One delegate privately said the debate had little to do 
with the Iridium system itself and more with the 
subsequent effect on Inmarsat’s market share and 
the national political considerations of having a 
foothold in satellite and radio communication 
provisions.

That is not to say that this week’s decisions to 
support or oppose Iridum were solely driven by 
political and corporate intricacies and not the merits 
or deficiencies of the network itself.

But they could provide some insight into what to 
expect next time the topic is up for discussion.

The next sponsor has already checked in; China is 
due to promote its national corporate interest during 
the next few years and hopes to replicate the US’s 
success.

The MSC approved a request by China’s BeiDou 
Navigation Satellite System for the NCSR to evaluate 
its GMDSS, kicking off the same process that 
Iridium has just successfully completed.

That could perhaps partly explain the fact that, as 
Lloyd’s List understands, despite its official 
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submission, China also eventually did not oppose 
Iridium’s recognition.

In the next few meetings it will be sitting in the US’s 
position and will need all the allies it can get.

Iridium’s success should pave the way for other 
ambitious companies contemplating GMDSS 
technology. Regulators may be more comfortable 
with the approval process and owners could 
potentially become accustomed to using non-
Inmarsat networks.

Iridium must now translate the regulatory nod into 
a meaningful profit generator that transcends the 
initial hype. It therefore bears the responsibility, 
albeit unintentional, of infiltrating the market and 
doing the heavy lifting as the first new entrant.

Iridium displayed an unambiguous euphoria 
following the approval, despite the fact that it must 
still navigate some formalities and expects to have 
its GMDSS available in 2020. Breaking any 
monopoly is challenging, however, and it must now 
prove its worth.

The Interview: Yntze Buitenwerf
CONVENTIONAL reefer ships used to rule the 
waves in the seaborne perishables trade, yet today it 
is the giant container lines that dominate this 
market.

At the helm of the world’s largest conventional reefer 
operator Seatrade, Yntze Buitenwerf, chief executive 
and partner of the Antwerp-based company, has had 
to sit back and watch as its liner shipping cousins 
encroach further and further on a patch that was 
once its own.

But rather than lie down and accept defeat like other 
conventional operators, Seatrade has stood its 
ground. Sticking to the mantra of “fast, dedicated 
and direct” services, long synonymous with 
Seatrade and its conventional counterparts, its 
network maintains customer value and has ensured 
it too does not follow a similar fate to its rivals by 
disappearing from the scene altogether.

This is not to say Seatrade, boasting an operating 
fleet of more than 40 vessels and a capacity of more 
than 22m cu ft, has ignored the carriers’ emergence 
entirely; far from it. Unable to compete with the 
carriers on cost, it has had little choice but to follow 
their lead and embrace containerisation as the focal 
point of forward business.

Seatrade is in the middle of a fleet renewal plan that 
aims to take on 20 reefer-heavy containerships by 
2020. Nevertheless, Mr Buitenwerf insists they are 
not containerships as such, rather “specialised 
reeferships carrying reefer boxes both on deck and 
under deck”. Either way, this is a definitive shift to 
the container segment, no matter how you dress it 
up.

Born in the Netherlands, Mr Buitenwerf, who now 

resides on the outskirts of Antwerp, Belgium — 
where Seatrade is headquartered — has overseen 
this transformation from the start.

This strategy is perhaps fitting for the most 
unconventional of chief executives in the 
conventional reefer shipping business. Prior to his 
more than 20-year stay at Seatrade, following stints 
at Royal Dutch Lloyd and later with Nedlloyd, he 
had dreams of being a 1980s pop icon.

Several European and North American tours in The 
Tax Free Band and The Continentals in his late teens 
and early twenties, unfortunately, did not 
materialise into a career in the music business.

However, like Seatrade, he has not forgotten his past 
glories and still regularly picks up an instrument to 
reminisce over the good old days. On the morning of 
our interview he still found time to spend a couple of 
hours fine-tuning his bass skills.

Can’t beat them, join them
Seatrade’s unconventional transition took a further 
step forward last year, when Seatrade essentially 
declared “if you can’t beat them, join them”, after 
signing off on a vessel-sharing agreement with 
French carrier CMA CGM at the tail end of 2017.

Having deployed a service from New Zealand to 
Europe for many years, Seatrade brought CMA CGM 
on board to transform the service. This saw the 
Marseilles-based line exposed to the hardware side, 
the ships — agreeing on a three-year charter to 
operate the string, while additional calls were added 
in Peru. Seatrade provides the reefer know-how.

“From a customer point of view, things have not 
changed as it is still the same service, just the ships 

WHAT TO WATCH
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are not operated directly by us as before,” Mr 
Buitenwerf tells Lloyd’s List.

While on the outside this may look defeatist by 
bowing to the carriers’ expansionist agenda, Mr 
Buitenwerf says the joint venture is still very much 
on Seatrade’s terms.

“Often their global network is far more extensive 
than ours, but what we have always said, and still 
stick to, is that we are only interested in the FDD 
[fast, dedicated and direct] principle,” he says.

“If we collaborate with CMA CGM or others it can 
only be done at load and discharge port 
combinations, where we can guarantee an FDD 
service. We do not want to buy slots on these types 
of services, we want to do it jointly with the 
container lines. It has to be a joint company doing 
this activity.

“If this is going to be a service for example from 
China to Panama, and then Panama to Rotterdam 
via Virginia with transhipment and so on, then we 
do not want to touch it and put our name to it.”

The success of Seatrade’s partnership with CMA 
CGM has prompted the reefer operator to explore 
further opportunities around the world, whereby it 
can merge its know-how on the reefer side with the 
carrier’s hardware expertise.

Tie-ups
There are signs that the carriers, too, are gauging an 
interest in similar tie-ups.

Mr Buitenwerf says this stems largely from the close 
contact Seatrade has with its customers, a trait that 
is impossible for carriers to replicate.

“A lot of carriers are now investing in that last mile 
because that mile is far more important than telling 
the customer that your container is halfway across 
the Atlantic Ocean,” he says.

“It’s nice to know, but what can you do with that 
information? It is far more important to know when 
it arrives in the port and when it is going to be 
delivered to your front door.”

For Seatrade, working with a live product and the 
needs of its customer base is a totally different ball 
game than the dry cargo field, whether handling 
electrical goods, autos or steel girders.

“If a banana does not arrive on a particular day it 
has an impact on the lifetime, freshness and the 

taste of the product, whereas if your Volkswagen car 
comes a day after it doesn’t change anything, unless 
of course it turns up a year later and the model is 
old.”

Following in the footsteps of fellow European carrier 
CMA CGM, Hapag-Lloyd too has seen the value of 
working alongside reefer specialist Seatrade in the 
cool cargo sector.

“Hapag-Lloyd is taking advantage of their hardware 
in terms of ships, services and networks, but again 
we have the dedicated contacts, so we do all the 
commercial, after sales and customer service 
duties,” explains Mr Buitenwerf.

Seatrade’s second box line foray has predominately 
focused on the US east coast. However, despite the 
agreement still being in its early stages the pair are 
already looking further afield to areas such as South 
America and the Caribbean to expand the 
partnership.

Return to the yards
The success of these dual partnerships and 
sustained demand for its FDD services has 
prompted Seatrade to return to the yards and 
expand its fleet beyond its 2020 renewal 
programme.

Mr Buitenwerf reveals that a tender has recently 
been issued for another six to eight dedicated reefer 
containerships, in keeping with its most recent fleet 
additions.

“These will be 100% reefer containerships both on 
deck and under deck. Once they are full we 
technically have no room for dry cargo, as when you 
mix it up you have to call another port or terminals 
and the focus is gone from the FDD concept,” he 
says.

Although he is unwilling to comment on the size of 
the vessels, he says the design configuration could 
differ slightly to Seatrade’s recent fleet additions.

“The ships we have built recently are unique and in 
the market they get absolute premiums, but in the 
market others can build the same. So we have to be 
careful on size and technicalities,” he says.

Seatrade expects to conclude the tender for its 
newbuildings in the second half of the year.

Meanwhile, the existing fleet renewal programme 
continues abundantly.
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On its current orderbook four dedicated reefer 
containerships are confirmed, with an option for an 
additional four units on the table.

The first of the four confirmed ships should have 
been delivered towards the end of last year, but 
delays at Chinese yards mean that Seatrade is not 
expecting anything to come off the ramps until the 
second half of 2018 at the earliest, says Mr 
Buitenwerf.

“If you are looking at anything coming out of China 
right now you are to expect this. It is not ideal, but it 
is what it is. You could build in a different area, but 
there is a different price.

“We will then only push the button on the next batch 
once the first four are delivered and things are 
running.”

Seatrade has also just taken delivery of a new juice 
carrier, which embarked on its maiden voyage at the 
start of the month. This will handle orange juice in 
septic form on behalf of Coca Cola and Minute Maid 
on the north-south trade for the next decade at least, 
replacing another tanker that has run on the same 
line for approaching 20 years.

Elsewhere, four specialised reefers are under 
construction to serve the group’s burgeoning fish 
trade, operated alongside other conventional 
operators under the guise of the Green Sea pool, a 

vessel-sharing agreement dedicated to the fish 
business.

Carrying the flag
Seatrade may be busy on the newbuilding front, but 
the same cannot be said about its rivals. Indeed, the 
orderbook among other conventional operators is 
almost non-existent.

“A lot of the guys that started off in this business and 
have diversified into dry cargo, tankers and 
elsewhere,” says Mr Buitenwerf.

Its closest competitors in terms of tonnage, Star 
Reefers and Baltic Reefers, have stopped ordering 
new ships entirely, opting to invest in either second 
hand tonnage or dip into the charter market.

“This is a way of doing business but it is not a 
commitment to the sector. If they are not investing, 
the outcome is very simple.

“It is one of the reasons that the container lines have 
a keen interest with Seatrade, which has committed 
to the specialised reefer industry and FDD business 
long-term.”

The challenge from here on in will be to ensure 
Seatrade sticks to this business model and refraisn 
from dancing to the carriers’ tune, and —  just as Mr 
Buitenwerf did in his early days as a front man in a 
band — still have a part to play centre stage.

Lloyd’s List 2018 Americas Awards 
winners announced
WINNERS of the 2018 Lloyd’s List Americas 
Awards have been recognised at a gala event in 
Houston, Texas.

Companies from across the Americas were honoured 
for their outstanding contribution to the industry, 
and for going above and beyond the normal run of 
business.

Five new categories were added this year to reflect 
changing challenges for the shipping industry.

The Best Fuel Solution and Best Technology for 
Cleaner Emissions accolades and the Cyber Security 
Innovation Award were among the new categories.

A Cruise Safety Innovation award recognised the 
vanguard role the cruise sector plays in general 
maritime safety and the importance of the industry 
in the Americas.

More than 45 finalists and 15 winners were 
celebrated at the Four Seasons Hotel in Houston. 
The judges commented that this year’s submissions 
made the decision-making process extremely 
difficult as there were so many qualified entrants 
reflecting the dynamic nature of the industry at this 
time and a quest for excellence in shipping.

Dr. James Chao, founder and president of Foremost 
Group, was honoured with the Lifetime Achievement 

OPINION
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award. Dr. Chao, a master mariner, built the dry 
bulk shipowning and finance company having 
emigrated to the US following regime change in 
China.

Foremost Group Chairman and CEO Angela Chao 
presented the accolade.

This is the full winners list:

Best Fuel Solution Award
Waterfront Shipping 

Best Technology for Cleaner Emissions
General Electric — Winner
Seacor Marine Holdings — Highly Commended

Company of the Year
Groupe Desgagnés

Cyber Security Innovation Award
Naval Dome

Deal of the Year
Port Corpus Christi

Environment Award
Dual Winners

Vancouver Fraser Port Authority
CMA CGM

i-law Maritime Law Award
Norton Rose Fulbright

Port Infrastructure Development of the Year 
APM Terminals

Port Operator of the Year
Port Houston

Safety Training Initiative
Shell Trading US Company, Shipping & Maritime, 
Americas

Ship Operator of the Year
International Seaways — Winner
Harley Marine Services — Highly Commended

Lloyd’s List Intelligence Data Innovation 
Award
Maersk Line

Cruise Safety Innovation Award
Holland America Group

Lifetime Achievement Award
Foremost Group founder Dr James Chao

Viewpoint: Gradations of autonomy
ARE we ever going to see the “maintenance-free” 
ship?

It was a phrase much used in Japan during the 
1980s, when the shipbuilding industry in Japan was 
looking for a technological lead to persuade owners 
to order ships from its starving shipyards.

Much research went into the subject, most notably in 
the areas of main machinery and auxiliaries, but 
also in coatings that would keep corrosion at bay. I 
recall attending a presentation in Tokyo at which 
some of the exciting work on ceramics, promising 
much reduced wear in machinery, was revealed.

That was nearly 40 years ago, but while there is no 
doubt that modern machinery is a lot more reliable 
than that of this earlier era, we are still a long way 
off the aim of a ship that can be packed off to the 
ends of the earth with no human intervention in the 
maintenance department. And the Japanese, who 
are nothing if not realists, have noted that if you are 
going to build advanced ships, they still must be 
affordable to potential customers.

I thought of these matters while looking at some of 
the material that is before the IMO Maritime Safety 
Committee as its members consider their regulatory 
scoping exercise for autonomous ships.

I guess it is important to consider the regulatory 
background under which these disruptive 
technologies may be introduced, before they start 
appearing and frighten those operating conventional 
ships to death. There are already cautionary lessons 
from the introduction of driverless cars on the public 
roads.

The distinguished IMO delegates to the MSC will 
have plenty to consider, in the various interventions 
that have been produced for the meeting.

Should we be slightly concerned at the amount of 
governmental enthusiasm for autonomy, with 
several maritime nations already declaring that they 
see this as the means of establishing a leading role 
for their own industries?

In almost all these cases it is the manufacturers who 
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are making the running and pushing ahead with 
their important research, encouraged by funding. 
And yet, the people who will buy these products, 
whenever and wherever they eventuate, seem 
markedly cool about these opportunities. Might 
their reservations about affordability be behind 
these reservations?

If you are looking for a notably objective view on the 
future of what are to be known as “maritime 
autonomous surface ships”, it is worth looking at the 
paper that has been produced by the International 
Federation of Ship Masters Associations and the 
International Transport Workers Federation. It 
consists of comments on the issues that need to be 
thought through, as the way forward for the 
regulatory oversight of these ships is considered.

Do not dismiss this as trade unionists being 
obstructive to progress — it is packed with common 
sense, produced not by people who make this stuff, 
or research it, or even buy it; these are the views of 
experienced mariners and engineers who operate 
the ships of today, and their ideas are crucial.

The real world
There is also a fine discussion of the issues that has 
been produced because of a survey of members of 
the UK/Netherlands/Swiss officers’ union Nautilus, 
which is worth reading for the clarity it brings to the 
basic issues.

There is a telling comment from a senior engineer 
officer who notes that he has never sailed on a ship 
in which there was not some sort of breakdown that 
required on board intervention every two days. This 
is the real world of commercial shipping circa 2018, 
which brings us back, with a bump, to the 40-year-
old “maintenance-free” debate.

The IFSMA-ITF paper notes we need to be clear 
about what it is we mean by our definitions and the 
various gradations of autonomy between the robots 
being in charge and automation helping the humans. 

It may not be easy to fit certain ships into the 
categories.

The AI people may bridle at the doubts that a remote 
operator ashore with all manner of sensors “can 
attain the same level of situational awareness and 
safety as an onboard operator monitoring the same 
displays”.

But I bet there is scarcely a professional afloat who 
would disagree. And the joint paper emphasises that 
the issues go far beyond navigation and the 
suggestion that the ship’s main propulsion, 
auxiliaries and fuel, lubrication and cooling are 
expected to operate for extended periods without on 
board crew to maintain them.

They point out that small unmanned craft operating 
in coastal waters of a state cannot be merely 
extrapolated to large international vessels. Caution 
is advocated, despite the pressures from aspirational 
manufacturers being hurried along by the maritime 
media. We should not rush to regulate before we 
know what we are regulating.

This useful discussion paper asks whether instead of 
going all-out for autonomous systems it may be more 
sensible at this stage to focus upon their role in 
increasing efficiency, the reduction of emissions and 
pollution, accident prevention and safety. It would 
make a lot more sense, but I fear there will be no 
stopping the scientists.

And in passing, as I note that Carnival has opened 
its all-singing, all-dancing operations centre in the 
US, it might not be premature to examine the role 
and responsibilities of those on board, if their every 
action is to be micromanaged from ashore.

The IMO could do with a bit of regulatory scoping in 
this area, perhaps?

rjmgrey@dircon.co.uk

Chinese leasing encounters a slow 
start to 2018
CHINESE leasing houses have had a softer start to 
the year amid a lack of big-ticket deals and 
increasing competition from banks.

As a result, operating lease and second-tier shipping 
firms are gaining more attention from lessors, a ship 
finance forum in China was told.

ANALYSIS
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“This year is not ideal for us,” Catherine Gao, 
director of ship finance at Bocomm Financial 
Leasing, said at the Marine Money Shanghai 
conference.

In an ideal situation, her company — the leasing 
arm of China’s Bank of Communication — would 
fulfill half its annual budget by the first quarter 
and celebrate a complete success at the end of 
second quarter. “This year it is not the case,” Ms Gao 
added.

The reasons? Last year, Bocomm Leasing was 
involved in several large sale-and-leaseback 
projects, the like of which cannot be found in the 
market this year, she explained. And while 
agreements for some newbuilding projects have 
been made over the past several months, they are 
with much less drawdown.

Most of these chunky leaseback deals were signed at 
a time when the liner shipping industry was 
humming with major mergers and acquisitions and 
the buy-side carriers were looking to shore up their 
cash positions, according to Ling Zhou, head of 
shipping finance at CMB Financial Leasing, a 
subsidiary of China Merchants Bank.

Ms Zhou’s firm finalised a deal, worth more than 
$500m, with CMA CGM in early 2017 to sell and 
lease back eight containerships of between 9,200 teu 
and 10,700 teu, Lloyd’s List reported at the time.

Not long afterwards, Hapag-Lloyd and Bocomm 
Leasing agreed on a similar $320m deal for eight 
8,000 teu-9,000 teu containerships, as part of a 
$500m strategic finance agreement signed between 
the two companies.

“Now the market is back to normal, so on average 
the ticket size is getting smaller,” Ms Zhou said.

Getting big deals has become more difficult even for 
ICBC Financial Leasing, the largest shipping lessor 
in China in terms of asset size of both merchant 
vessels and offshore projects.

And another key reason is competition, which is 
becoming more fierce not only from other lessors 
but also from commercial banks that are making a 
return to shipping, said Bill Guo, executive director 
of shipping at ICBC Leasing.

“As market conditions get better, commercial banks 
have come back with very attractive rates and 
increased leverage. So we have to compete with 
them sometimes.”

In the dry bulk sector, for example, bank loans to 
owners have increased while leverage has been 
lifted from 40%-50% back to 60%, according to 
Gou.

The trend towards an oversupply of shipping 
financiers was also pointed out by Zhu Jiafeng, 
general manager of ship leasing at AVIC 
International Leasing. “A lot of banks are picking up 
their shipping business, while the leasing companies 
are also expanding their scale.”

Consequently, leasing houses in China must 
diversify their products to gain an upper hand in the 
race, the executives said.

The trend is that in financial leasing — a bank 
loan-like form of finance where charterers are 
obliged to buy back the vessels — lessors need to 
lower their margin to compete with banks. On the 
other hand, they need to be proficient in operating 
leases, where there is no purchase obligation and 
lessors act more like a real shipowner.

The latter path, having greater profit potential, 
would be increasingly favoured by shipping lessors 
with richer industry experience, a bigger appetite for 
risk and better capability in ship operation and 
management, said Mr Zhu.

He revealed that several Chinese leasing houses, 
including his company AVIC Leasing, were now 
revving up efforts, with investment in capital and 
human resources, to expand their operating lease 
capacities.

“In an extreme case, a lessor will become an out-
and-out shipowner,” Zhu said.

At the same time, leasing firms must also divert 
some of their focus from the top household names, 
such as Maersk, in a bid to win more deals.

That does not seem to be a tall order for AVIC 
Leasing, which does not have a giant state-owned 
bank for a parent.

“We deem ourselves as a second-tier lessor in China, 
so we are positioned to serve the second-tier 
shipping companies both at home and overseas,” 
said Mr Zhu. “We have some deals with some Greek 
shipowners each with 20-50 ships. They are not big 
but good for us.”

AVIC Leasing has just signed a leaseback agreement 
for five products tankers with Scorpio Tankers, 
although the size of the deal was not revealed.
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Meanwhile, Mr Guo emphasised educating the credit 
committee of his organisation in order to deal with 
clients that are less well known.

CMB Leasing also welcomes less well-known names. 
Ms Zhou argued her company took an aggregate of 
elements into consideration when assessing a deal: 
the strength of the counterparty, cash flow and 
liquidity of the underlying assets and robustness of 
the structure.

However, Ms Gao from Bocomm Leasing begged to 
differ.

“Personally, I have no issue with the second-tier 
owners,” she said. “The problem is that we only 
have seven people in marketing. And say if we 
have a $2bn budget this year, it’ll take 20 times 
more efforts to hit the target if you chose to go for 
them.

“In future, if our company thinks the existing 
shipping portfolio is big enough and the volume 
is not the most important thing anymore, then we 
can do something more creative with the tier II 
[players].”

HMM pulls out of transatlantic trades
HYUNDAI Merchant Marine is pulling out of the 
transatlantic market to focus on its core trades as it 
struggles with current market conditions.

The South Korean carrier offers two services on the 
North Atlantic via its slot-sharing agreement with 
the 2M alliance of Maersk and Mediterranean 
Shipping Co.

In a statement, HMM said it would discontinue the 
TA2 and TA3 loops of its 2M+H co-operation 
agreement and would no longer serve the 
transatlantic trades until further notice.

“Market conditions drive HMM to concentrate our 
efforts to serve our customers in other core trades,” 
HMM said.

Westbound bookings would be taken until June 25 
and eastbound until the end of July, it added.

The move comes as Maersk line announced it will be 
offering an additional transatlantic service from 

Canada’s Montreal, that will call at Montreal and 
Halifax.

HMM has until now been bullish on the outlook for 
the container shipping sector, despite booking a 
$162m loss in the first quarter on the back of weak 
freight rates and increasing fuel costs.

Moreover, it has set out to expand its owned fleet, 
confirming an order last month for 20 newbuildings 
including 12 of over 20,000 teu.

But HMM was the only carrier to not make a profit 
in 2017 and its fleet upsizing appears to have more to 
do with South Korean government plans to keep 
shipyards afloat than any demand-side logic.

The Maersk-operated five-vessel weekly  
transatlantic service will call at Salerno, La Spezia, 
Fos-sur-Mer, Algeciras and Valencia.

The Med/Montreal Express will launch with a 
sailing from Salerno on July 2.

Awilco bullish on second-half spot 
LNG shipping markets
AWILCO LNG has taken a bullish view over 
liquefied natural gas shipping markets, betting 
that the expansion of cargo supply will outpace 
fleet growth despite a pick-up in newbuilding 
orders.

Having eased from a four-year high at the beginning 
of this year, LNG shipping rates are recovering from 
the current seasonal weakness as owners remain 
bullish for the months ahead.

The spot charter rate for a 160,000 cu m ship was 
assessed by Clarksons at $56,000 per day last 
Friday, up from $38,000 on April 20.

“Moving towards winter we expect rates to 
strengthen in the second half of this year, and the 
long-term outlook for LNG shipping remains 
promising,” Awilco said in a company report.

Low newbuilding prices and bullish sentiment 

MARKETS
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triggered a total of 14 newbuilding orders for LNG 
tankers in January-March, and the orderbook — at 
92 vessels — now accounts for 20% of the trading 
fleet, according to the company.

However, with LNG production facilities with a total 
capacity of 91m tonnes per annum due to come 
onstream in 2018-2021, the seaborne trade 
requirement is expected to exceed the capability of 
the current available tonnage and orderbook, the 
company said.

“To meet the growing demand for gas, and with the 
support of the current oil price environment, new 
LNG production plants are expected to be 
sanctioned in the near future,” Awilco said.

Earlier this week, Cheniere Energy decided to go 

ahead with the construction of a third liquefaction 
unit at its Corpus Christi export terminal, the first 
such firm approval in the US since 2015.

Oslo Axess-listed Awilco, which owns two 156,000 
cu m LNG tankers, reported a net profit of $1m on 
freight income of $13.8m in the first quarter of this 
year.

Reflecting strengthening rate environments, the 
latest results compared favourably with a net loss of 
$10.4m on freight income of $2.5m in the same 
period of 2017.

“Awilco LNG is presently trading both ships in the 
spot market, is fully financed until 2020 and is thus 
well positioned for the improving market,” the 
company said.

IN OTHER NEWS
Zim follows the pack to first-quarter 
loss
Zim reported a net loss of $26.1m 
for the first quarter, reversing a 
small profit made in the 
corresponding quarter of last 
year, despite increased volumes 
and revenues.

Adjusted earnings before interest, 
tax, depreciation and 
amortisation more than halved to 
$25.6m on revenues of $751.4m.

“The container shipping industry 
is dynamic and volatile and has 
been marked in recent years by 
instability, due to ongoing 
changes in market conditions,” 
Zim said in a statement.

North P&I Club falls into the red
NORTH P&I Club reported an $8m 
underwriting loss for 2017-18, 
slipping into the red after an 
$11m positive result last time 
round, the marine mutual said in 
a statement.

Premium income declined to 
$387.6m from $429.5m, a decline 
of just under 10%. The combined 
ratio slipped out from 96% to 
104%, an outcome which North 
said was impacted by rising 
contributions to the International 

Group pool, as well as operating 
and regulatory cost pressures 
from Solvency II and Brexit.

Even at this level, the club said its 
long-term average combined 
ratio remained within the upper 
quartile of IG affiliates.

Growing potential for US ban on 
Venezuela oil imports
THE recent re-election of Nicolas 
Maduro as president of 
Venezuela for a further six years 
raises the risk of fresh sanctions 
on the country, which may strain 
the country’s oil supply chain 
further.

The US has already prohibited 
the purchase of debt owed to the 
government, including those to 
the state oil company PDVSA. 
Amid US opposition to the 
regime, BMI Research sees 
growing potential for a ban on 
Venezuelan oil imports by the US.

Such a ban could have a crippling 
impact on Venezuela’s economy 
as sales to the US generate 
significant revenue compared to 
shipments sold on preferential 
terms to Asian and Caribbean 
markets.

India to permit foreign container 
vessels for coastal operations
IN A move to reduce supply chain 
bottlenecks in India, the 
government has relaxed its 
cabotage law to allow foreign 
containership operators to offer 
coastal services.

The new cabotage rights will 
allow all foreign-flagged 
containerships to carry export-
import laden containers for 
transhipment and empty 
containers for repositioning on 
local routes without a licence or 
conditions.

The earlier rule only allowed 
Indian-flagged vessels or vessels 
chartered by an Indian citizen or 
company, operating under a 
licence granted by the Director 
General of Shipping to carry 
cargo from one Indian port to 
another.

Euroseas hints at M&A as dry bulk 
listing gets SEC approval 
EUROSEAS’ dry bulk spinoff 
— EuroDry — has received 
approval from the Securities and 
Exchange Commission for a 
separate listing on Nasdaq — a 
move that is expected to unlock 
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value and create an 
attractive environment for 
potential mergers.

Chairman and chief executive 

Aristides Pittas said the Greece-
based company believed the 
separation would unlock the 
value inherent in its fleet, which 
is trading at a significant 

discount to its net asset value. 
The owner of dry bulk carriers 
and containerships will now have 
two separate listings for the 
businesses.

For classified notices please view the next page.
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