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BODY

The Connecticut Maritime Association annual conference and exhibition in New York attracts around 1,000 maritime professionals every year, which is much smaller than the gigantic European events of Europort and Norshipping. 

But all the same the event has much more intimacy, with far more opportunities to meet people. New York is where the money is, and anyone who wants to get their hands on it, and that leads to creativity, innovation and new ideas, and you will see far more of it here than anywhere else. 

As the number of different products on the market increases, so does the complexity, and we are seeing a new breed of companies whose service offering is geared around taking some of the complexity away. 

We have OceanCalm, which provides a single point of contact for all information technology for shipbroker and shipping company IT, from buying the computers to training, with 70 clients before it even started business. 

Then we have Telaurus Communications, which provides an ultra-simple shipboard e-mailing service. The shipboard software is free of charge; the user pays per kilobit and the message is sent immediately. The user does not have to worry about the complexities of whether to batch or not to batch, or the increased costs if a message takes three tries to send. 

Then we have Broadband Maritime, offering always on 64 kbps and telephone fully global satellite communications, including lease of the shipboard antenna and installation, for a flat fee of $3,500 per month, which is just about low enough to appeal to a much broader base in the maritime industry than VSAT reaches otherwise. 

Digital Ship’s untapped business opportunity is shipboard navigation services. Shipping companies don’t want to deal with different companies for chart updates, weather routing, weather information, tide information, updates on vessel traffic services and other information services that are helpful in steering the ship from A to B. 

What if a single company could provide all of this? 

SUBHEAD

Stelios 

In its annual “Commodore” awards dinner, the Association honoured Stelios Haji-Ioannou, founder of Stelmar Tankers, EasyJet and EasyRentaCar, and Digital Ship’s hero. 

Mr Haji-Ioannou said that he is now looking to develop a low cost cruise shipping business, along the same lines as EasyJet (cutting costs through reducing frills and intensive use of technology).

“I think the cruise business is ready for the taking,” he said. “It’s hard to find another industry with so many frills which can be removed, and such an inefficient system,” he said. 

He joked that he was considering outsourcing the cleaning of rooms on the cruise ships to the customer, in the same way as he outsources the cleaning of cars to the customer on his EasyRentaCar business, where customers either bring back the cars clean or pay for cleaning charges. 

The maritime industry has a major image problem, Mr Haaji-Ioannou said, which could partly be attributed to the fact that it does not have any direct contact or communication with the end user of the shipping service. “Its not like people say, thankyou,” he said. 

“The shipping industry also needs to work on its relations with the capital markets,” he added. “It has the reputation of being like a casino. 

“Related party transactions should be avoided,” he said. 

SUBHEAD

Digital Ship conference

Digital Ship hosted a half-day conference, looking at some of the most interesting developments in information technology and where the most efficiency is being gained. Panellists included Dimitris Lyras of Lyras Shipping; Paul Østergaard and Donald Staffin of ShipServ; Barry Parker of Maritracs; Trevor Whitworth of Telaurus, Rich Mannsman of RealMarine, and Panagiotis Nomikos of Stelmar Tankers. 

SUBHEAD

Dimitris Lyras

Dimitris Lyras started off the session talking about how the charterer’s perception of a shipping company improves if the shipping company is able to provide more information about their operations. 

“It can be an indication of diligence and reliability,” he said. 

Charterers are very keen to be able to demonstrate to others that they were diligent in choosing a vessel, particularly if there are any later accidents, he said. 

Mr Lyras made comparisons with the medical industry, where we expect a surgeon to have gone through some kind of audit procedure, and be able to demonstrate that they are up to the job. 

Shipping should be no different; shipping companies should be able to readily demonstrate that they have been through an audit to show that the vessel is capable of carrying the cargo. 

Oil companies, unlike shipping companies, are highly exposed to public opinion, and cannot afford to carry the blame for maritime accidents, however, they do not want to go through any complex hassle in checking that the ships they are using are seaworthy; the shipping companies should be able to prove this themselves. 

Mr Lyras talked about how improved information management can lead to improved profitability within the shipping company. 

Simple e-mail is one of the greatest tools in helping people co-ordinate themselves, he said, making it fast and easy to send information to 200 people. Many problems are caused because people do not talk directly to each other.

One of the biggest problems is making sure people’s time is not wasted reading e-mails with unnecessary information. 

Many companies are making considerable investment to reduce employees’ time taken handling e-mail. For example, General Motors is spending $150m on a categorisation system for e-mails, dictating that all e-mails being sent to, or within the company must be categorised by the sender or they will not be accepted by the system.

This is a major issue for shipping companies, which are under danger of sending too much information to seafarers, particularly as the amount of data circulating increases. 

“You need a simple system to manage the information,” he said. “It has to be extremely intuitive to use. There’s pressures to make a system obvious and extremely well designed.”

Mr Lyras made bold estimates of the amount of money that shipping companies could save per vessel using information technology, suggesting savings of $40k a year through faster passing of oil company inspections; $15k a year through reduced incidents due to missing information; $15k a year due to time and process savings onboard; $7k a year through savings ships’ time through better co-ordination; $6k a year in time and process savings in maintenance and procurement; and $7k to $40k a year in inventory related savings. 

Mr Lyras observed that he was cynical about the benefit of web-based services. “I haven’t seen any web based system which is better than a client services system except that they’re easier to maintain,” he said. 

On the subject of making shipboard software palatable to seafarers, Mr Lyras said that seafarers did not normally have much difficulty learning how to use software. The problem is convincing them that it’s worthwhile to use it.

“I have seen mariners understand obsolete operating systems in a foreign language within days,” he says. “But you have to offer something where they can see a benefit, and you need training to show people why they should use it.”
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Fritz Heidenreich

Fritz Heidenreich of Heidenreich Innovations, the shipping software arm of shipping company Heidenreich Marine, talked about how shipping companies could use web software to improve their relationships with charterers. 

Charterers want to find out where the vessels are, review fixture recap details, review port logs and cargo details, and access vessel specifications, diagrams and certificates. 

There are online tools which supply all of these services, he said. 

The Purplefinder system can be used to track a vessel on the internet, receive position reports and send a message to it. 

The Chinsay tool can be used to see fixture recap information over the web. 

To access port log and case details, many ship agents have online services, including Inchcape, Barwil, Beaufort and Gulf Agency; also MaritimeBridge.com provides this service. 

Heidenreich’s own Q88 tool makes it easy to access vessel information. Charterers have put together standard “vetting” questionnaires, of information requested from a shipping company, which the shipping company can automatically fill in. 

Although most of these tools require going into the website of a service provider, any information displayed on a website can also be converted into XML and fed directly into a charterer’s system. 

Mr Heidenreich said he had taken a look to see who was using Heidenreich’s eFleetWatch web hosted shipping information services in 2002, and found that the users were 30 per cent broker, 5 per cent charterer, 25 per cent pool parties, 37 per cent shipping agent and 3 per cent other. 

Also the 5 per cent represents some of the largest charterers that Heidenreich is working with. 

Charterers feel very comfortable having this kind of information available to them, he said. 

Recently, Chevron Texaco introduced a tracking clause into their standard charterparty, dictating that any vessels chartered by Chevon Texaco must have online ship tracking systems with data the oil company can access. 

Similarly, Koch recently put in a clause dictating that shipowners must use Chinsay, so they can review the fixture recap information online at any time. 

Mr Heidenreich said that he was surprised that LevelSeas, which planned to create an all encompassing online fixture system used by the entire industry, didn’t make it, and now it is unlikely that anybody will put together a single online application providing everything that charterers want, they will have to piece together different services. 

Mr Heidenreich observed that many of the original shipping dot com companies, who tried to change how the maritime industry works, weren’t actually from the shipping industry. Most of the remaining players are from the maritime industry and they will lead the way to developing the tools that the industry needs.
SUBHEAD

Panagiotis Nomikos

Dr Panagiotis Nomikos, IT consultant to Stelmar Tankers, talked about the information technology systems being used by Stelmar, the shipping company established by Stelios Haaji-Ioannou. 

Stelmar has only three levels of staff, with one level being occupied by just one person, Peter Goodfellow, CEO. 

There are no secrets in the company, with everybody sharing e-mail inboxes, making sure that someone else can act on information if somebody is away. 

There are just 60 shore based employees at Stelmar looking after a fleet of 31 tankers, including only two full time IT staff (in additional to Dr Nomikos, who spends half of his time looking after the company’s IT); this low shore staff per vessel ratio has essentially been achieved due to highly aggressive use of IT. 

Stelmar’s current management strategy is to treat its staff as “knowledge workers”, people who are employed for their knowledge and capacity to absorb and process complex information. 

The company has officially banned paper in the office and switched off its fax machine. Any incoming documents are scanned and managed using the Keyfile document manager, so they can be made available to all parties. 

An extensive web enabled infrastructure has been built for staff, enabling them to access their work and communications when travelling as easily as they can in the office.

Efforts are also made to bring the vessel as close as possible into the maritime operations, a task which is hampered by the high costs of broadband ship-shore communications.  “The vessel is the last part of the structure to be brought in,” he said. 

There is no onboard database system, which saves a major administration headache. Although the shipboard systems are kept as simple as possible, efforts are also being made to speed up seafarer’s learning about IT. 

Areas where Stelmar is aiming to improve its system include reducing the cost of communications with the vessel, fine tuning the document management system, improving shipboard IT, and gradually migrating to Fleet 77. 

SUBHEAD

ShipServ 

Paul Østergaard, CEO of online ship supply management company ShipServ, addressed the complex issues of deciding whether the buyer or seller pays for an e-procurement service. 

E-commerce will intrinsically lower the total costs of a transaction, rather than specifically lower the transaction costs of the buyer, or the seller. But if shipping companies help their suppliers reduce their costs, then they do benefit, in terms of giving the suppliers additional flexibility to serve their customers.

ShipServ handled 16 000 transactions in January, which equates to a reduction in paper 10 feet high, he said, and 8 000 faxes that didn’t need to be sent. 

Shipping companies using ShipServ are finding that they can service twice the number of ships with the same number of employees, he claimed. 

Donald Staffin, MD of Americas with ShipServ, pointed out that an online ship supply intermediary can add a great deal of value, in a market where many shipping companies work with many different suppliers.

The intermediary provides a single point where shipping companies can go to for all their supplies, and where suppliers can go to talk to all their customers.

Mr Staffin compared the role of an e-commerce intermediary to a waitperson in a restaurant. The waitperson acts as an intermediary between the numerous people in the restaurant for food and the numerous people preparing it. 

He or she is a single point of contact for all the customers who want someone to look after their needs, and a single point of contact for the chefs to find out what the customers want. 

Mr Staffin said that the company is gearing up its American roll out, but thinks that ship suppliers in the US will take to the technology much faster than the European ones because more of them already have IT systems.

Mr Staffin observed that the shipping industry doesn’t exist in a vacuum; the rest of the world is moving rapidly towards e-enabled products and systems and the maritime industry needs to fit in. 

SUBHEAD

Barry Parker

Barry Parker, marketing director of MariTracs, talked about how improving shipping security is becoming an important part of the supply chain. 

“For 50 years, shipping was all about moving the cargo faster,” he said. “With 9-11, that all changed.” 

MariTracs has systems that integrate shipboard security systems with government systems. It is aiming to integrate vessel tracking information with the US National Vessel Movement Centre, and the Port of New York extranet system, sending XML messages. 

SUBHEAD

Ashland Chemical / RealMarine

Richard Mannsman, marketing manager of RealMarine, the e-procurement system developed by Wallem Shipmanagement and being marketed by Ashland Chemical, also talked about the problems with getting people to pay for e-procurement services. 

“E-commerce works well in situations where powerful buyers can dictate their terms and standards,” he said. “Like health care systems and government systems.”

A delegate member from Ashland Chemical observed that the company still only takes 5 per cent of all of its transactions over the web, and the company follows a policy of taking orders in whichever way the company chooses to send them. 

SUBHEAD 

OceanCalm.com

PICTURE http://www.thedigitalship.com/powerpoints/CMA%202003/pages/oceancalm.htm
OceanCalm is a new shipbroker software advisory service, based in Montreal, established by ex-Strategic Software North America personnel Gary Kaiser and Robert du Toit.

The remarkable thing about OceanCalm is that the company had 71 clients before it even set up in business, mainly drawn from Strategic Software’s original North American client base of brokers, shipping companies and agents. 

The company aims to offer a service as a single point of contact for all shipbroker and shipping company IT related issues, from ordering the computers from Dell to helping them choose which software package to use to actually installing the software, training the users and sorting out subsequent problems.

“I make sure you’re happy,” says Mr Kaiser. “I’m here until the bar closes.”  

Products OceanCalm has been involved in installing for clients include the Danaos and Square Mile Marine shipbroking software, its own shipping information data (OceanCalm Shipping Software) and the ASBA charterparty editor. 

Crucially, OceanCalm aims to serve the customer as a long term information technology partner, rather than act as a sales agent for different software houses. 

It signs long term IT support contracts, paid by annual service fee, rather than living from deal to deal. This means that the company wins its business on the basis of the genuine value it is able to provide for its clients. 

The company’s expertise is in choosing the right software for clients, rather than selling software - where it can earn the greatest margin. “We want to pick out the stars rather than be the stars,” Mr Kaiser says.

While Gary and Robert say there are “no hard feelings” towards their previous employers Strategic Software, they do not have any further dealings with the company and do not install Strategic Software for clients. 

When clients choose to use Strategic Software, OceanCalm does not get involved in the software at all, but provides support in running the underlying computer network. 

Many of shipbrokers’ IT problems can be solved using remote support, enabling a technician in Montreal to log onto a troubled computer over the internet, and see the screen exactly as though they were actually using the computer.

There are three support staff in Montreal and two support and sales staff in New York. 

William Dennis, one of the sales and support staff, is possibly the only person in the world with 22 years experience as a shipbroker [with Garret Freight and Harbour Ocean Transportation], who is also a Microsoft Certified Systems Engineer (MCSE). 

“I got the MCSE so I could convince my old friends that I was no longer a shipbroker,” he says. 

Gary Kaiser has also worked in shipbroker IT for 30 years, having started at the age of 17 in the telex operations department of shipbrokers Simpson, Spence and Young. 

SUBHEAD

Telaurus

 

U.S. ship shore communications company Telaurus is gaining ground with its innovative ship shore data communications package, which provides shipboard e-mail software free of charge, and provides real time communication over Iridium, Inmarsat –B, mini-M, and soon Fleet, charged by the kilobit rather than the minute.

Telaurus takes away the complex decision making which most other communications systems involve. Should I send the message now, or reduce costs by batching it? Which land earth station should I use? Which software should I buy? How do I provide communications for seafarers?

With Telaurus, the messages all go immediately, the software is free for both shipping company business and for seafarer communications, and there is no monthly fee for usage.

The beauty of Telaurus is the transparency of its pricing, users are notified in advance of the actual cost of sending each and every message, and that cost remains the same regardless of any dropped connections that may occur. The cost control that this gives the seafarer is a very valuable feature. So what if Telaurus managed to earn a few cents on the message using special compression software? 

The free software has plenty of extras. Seafarers can set up their own e-mail accounts, enabling their mail to follow them from ship to ship; all the shipping company needs to do is provide a means for seafarers to buy Telaurus cards and the billing is all catered for.

 

The software has a forms feature, enabling seafarers to complete a number of commonly used forms, whether these are for regulatory or ship’s business use, and sends them to the shipping company where they appear as clear adobe acrobat PDFs ready to print out, but with none of the expense and trouble of faxing paper.

 

The e-mails are actually sent immediately over Iridium, Inmarsat -B, mini-M, not batched and sent once a day, as with other e-mail software providers; Telaurus claims that its prices for sending e-mails real-time are competitive with other service providers prices for sending the e-mails batched together once a day.

SUBHEAD

OceanRoutes

OceanRoutes has developed an innovative service intended to reduce shipping company fuel costs.

The company collects benchmarking data of the fuel consumption of the vessel with different loadings, speeds, tidal height and weather conditions. 

By knowing the amount of time available for the voyage, and the weather conditions along the way, OceanRoutes can calculate the optimum route.

If the vessel has very little time available, then there isn’t much that can be done to reduce the fuel consumption. But if there is a bit of extra time, then shipping companies can often reduce their fuel costs substantially by reducing the vessel speed. OceanRoutes can calculate this. 

SUBHEAD

Shipping security seminar

Participants in the Maritime Security seminar, hosted by Holland & Knight’s Dennis Bryant, heard about risk assessments, corrective actions and new paradigms. 

The panel included Admiral Richard Bennis, who oversees maritime transportation (along with other transport modes) at the Transportation Security Administration (TSA), and representatives from the U.S. Coast Guard (USCG) and the U.S. Customs and Border Protection office.

The agencies, all part of the newly formed Department of Homeland Security, are working closely together- part of the new paradigm. 

This Spring the USCG will be issuing Interim rules on maritime security, embodying the recent SOLAS amendments and ISPS implementation. 

Captain Kevin Dale, USCG’s point man on writing the regulations, talked about the “flexible consistency” buttressing them. 

Dr. Stephen Flynn, an ex Coast Guarder and security expert with the Council on Foreign Relations, expressed concern that the maritime transportation system is still severely vulnerable to terrorist threats. 

Flynn suggested that trade and security are mutually reinforcing and that transparency and accountability must be built into the maritime transportation system. 

An equally harsh dose of reality was infused by Horizon Lines’ Mike Bohlmann, who emphasised that security must be balanced against the flows of commerce. 

From his perch as Operations Director for a large U.S. carrier (ex CSX Lines), he noted that security costs for vessels will be “high”. He identified some major unknowns such as the cost of training crews and officers. 

Mr Bohlmann also warned that rules and standards for items such as electronic seals are still evolving and that carriers must be presented with a level playing field. 

A veteran expert on risk assessments who has worked with Government agencies for many years, Ms. Caroline Hamilton, from the aptly named “Risk Watch”, gave an excellent talk on a software package presently under development that will provide a highly structured, yet flexible approach to managing risks relating to maritime security. 

For example, the modules will allow evaluation of ship security plans according to several hundred criteria (adjusted for ship type). 

The approach, which Risk Watch has applied in the energy and other sectors, will enable benchmarking, within or across companies, and also supports the transparency and auditability called for by Dr. Flynn and other panel participants.
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Powerpoints from the Digital Ship session at the Connecticut Maritime Association, along with the full photograph gallery, can be downloaded free of charge from http://www.thedigitalship.com/presentations.htm
Other websites

www.oceanroutes.com
www.oceancalm.com
www.telaurus.com
www.stelmar.com
www.shipserv.com
www.realmarine.com
www.maritracs.com
www.heidmar.com
www.ulysses-systems.com
www.cmaconnect.com
