MAIN HEAD

What is Marlink? 

PHOTO: Soren Einshoj.tif

Caption: Søren Einshøj, Marlink's managing director

562 words plus photo 

DECK

Telenor has moved the direct sales of its maritime communications services into a new business entity, Marlink. What does this mean for the maritime industry?

BODY

Inmarsat land earth station operator Telenor has moved all of its ship-shore communications distribution activities into a new corporate entity called Marlink.

Marlink begins business in the enviable position of having ship-shore communications relations with shipping companies operating 8,000 vessels and euro 100m annual revenue. The main ambition is to do more with those relationships and take a bigger role in the industry. 

It will work more closely with customers, selling a range of different services, including software, other communications services and hardware. "We do the linking between the maritime industry and the satellite mobile industry," says Søren Einshøj, Marlink's managing director. "You need an organisation which is close to end users." 

Mr Einshøj was previously head of the maritime division at Telenor. He is Danish, although he has been living in Norway for 12 years. He worked as corporate markets director with Norsk Data, then left to found his own consultancy. 

He began a relationship with Telenor as a consultant to Telenor Satellite Services, with a task of changing the company from being product orientated to market orientated; for the past five years he has been responsible for the maritime industry at Telenor. 

Telenor Satellite Services will continue its ownership of Telenor's EIK satellite gateway and COMSAT, the US-based land earth station operator acquired last year. 

Marlink will simply handle all of the sales to the customers. It will also absorb SAIT Communication, the accounting authority acquired by Telenor in March last year. 

There are offices in Belgium, Germany, Greece, Japan, Netherlands, Norway, Singapore, UAE (Dubai), the UK and the US. 

SUBHEAD

A range of services 

Part of the aims of setting up the new entity is to separate Telenor Satellite Services, which owns 15 per cent of Inmarsat, with the sales of satellite communications services to the maritime industry. 

It will have the freedom to sell all kinds of different satellite services, and will have a broader brief than just to increase Inmarsat's profitability and the return it gets on this 15 per cent. 

There are possibilities that it will sell Iridium satellite communications services. There have been problems with land earth station operators selling Iridium before, because their margins on Inmarsat are normally much bigger than Iridium, so they have little incentive to do this. 

Mr Einshøj assures Digital Ship that this will not happen. "Its not our main business to take care of the suppliers," he says. "We will support the customer. But I certainly hope that we will have the best motivation to sell Inmarsat." 

Marlink it will also be selling services from other land earth station operators, indeed it already claims to be one of France Telecom's largest distributors. 

It aims to broaden its software portfolio, including the @SEA(mail) ship-shore e-mail package and Navimail weather report package. It will not buy any maritime software houses, but would consider being an agent to an existing software company such as Xantic. 

Marlink will also sell communications hardware, manufactured by Nera and Thrane. It will not go so far as to actually install terminals however. 

On Inmarsat Fleet, Marlik is taking what could be considered a wait and see approach. "We're waiting for the terminals to be accepted by Inmarrsat, and we'll see if they will be sold," he says. "Probably the sales will start on the newbuilding side."

