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Cyber security on the
maritime agenda
As the uptake of digital technology and IP communications continues across
the shipping industry, a number of shipping associations have grouped
together to express their concern at the potential vulnerabilities
being introduced into the maritime sector to cyber attacks
IMCO, the International
Chamber of Shipping (ICS),
Intercargo
and
INTERTANKO have announced that they
are together developing standards
and guidelines to address the major
cyber security issues faced by the
shipping industry.
The group, collectively called the
Round Table of international shipping associations (RT), says it has
made a submission to the IMO on this
issue outlining the steps it believes
need to be taken by the industry to
address any vulnerabilities in computer based systems onboard ships.
“The vulnerabilities can be numerous and the threats imminent – the
question of protection is a complex
set of issues and not just about operating a firewall on a ship or installing
virus scanning software on the
onboard computers,” the group says.
“All of the major systems on a
modern ship are controlled and monitored by software; these include the
main engine, steering and navigation
systems, and the ballast water and
cargo handling equipment.”
The RT has already begun working with industry partners on a number of complementary projects to
develop standards and guidelines to
address the cyber security issues.
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as well as crew, to ensure their shipboard
computer-based systems are managed
securely – and kept up-to-date to protect
against the ever-growing threat from
exploitation by criminals.”

Affirming voices
These shipping associations have been
joined in highlighting the digital threats
facing the maritime sector by Tor Svensen,
CEO of DNV GL, who has warned that the
growing availability of communications
and interconnected networks in shipping
is creating vulnerabilities that could be
exploited by cyber attackers.

Speaking at this year’s CMA
(Connecticut Maritime Association) event
in Stamford, Connecticut, Mr Svensen
explained that, while critical network segments onboard vessels were generally kept
isolated in the past, this has changed significantly in recent years.
“Ships and offshore structures are becoming more and more interconnected,” he said.
“In theory, all programmable components may be exposed to cyber threats, be
it machinery, navigation or communication systems.”
“This is a weak spot. There are many
ways something can go wrong with the

systems or software – be it caused by technical or human error, or cyber criminals.”
The industry has already seen its first
cyber events, with issues surrounding the
manipulation of AIS, ECDIS and GPS data
widely spoken about. Mr Svensen also
noted that, in 2014, more than 50 cyber
security incidents were detected in the
Norwegian energy and oil and gas sector.
He recommends that owners and operators should consider cybersecurity selfassessments, third-party assessments,
audits, testing and verification, and suggested that such requirements could also
be implemented in future regulations. DS

Thales named as Iridium Certus partner
www.thalesgroup.com
www.iridium.com
Iridium has added Thales to the roster of
manufacturing partners for its Certus
broadband service (see also page 22), to be
delivered via the Iridium NEXT network,
which Iridium says will deliver data
speeds eventually as high as 1.4 Mbps to a
single user terminal.
Thales joins previously announced
partners Cobham SATCOM, Rockwell
Collins, L-3, and ICG (International
Communications Group). They will be
involved in the design, manufacture and
distribution of products for Certus, the
L-band satellite broadband service that
will be delivered by the Iridium NEXT
constellation.
"We are excited to welcome Thales as a
partner developing solutions for the
Iridium Certus broadband platform," said
Matt Desch, CEO, Iridium.
"Leading manufacturers such as Thales
will drive innovation and inspire a greater
diversity of solutions to the industry. The
products based on Iridium Certus broadband will provide critical and reliable communications for people and companies
globally."
Thales Alenia Space, a joint venture of
Thales Group and Finmeccanica Group,
has been involved in the development
of the space segment of Iridium NEXT.
It is contracted to build the 81 Main
Mission Antennas (MMAs) that will be
deployed across the constellation, made
up of 66 LEO operational satellites, six
in-orbit spares, and nine ground-backup
spacecraft.
Iridium NEXT will fully replace
Iridium’s current satellite constellation of
66 cross-linked low-Earth orbit (LEO)
satellites that cover 100 per cent of the
globe. When deployment is completed,

Satcom Global has opened a new
office in Perth, Western Australia. The
office will handle sales and account management, specialising in maritime, land,
M2M (Machine-to-Machine) and handheld satellite communications.
Inmarsat Maritime has appointed
SRH Marine Electronics SA as a
FleetBroadband distributor and Fleet Xpress
Value Added Reseller (VAR). Based in
Piraeus, Greece, SRH will bring L-band and
Ka-band services to the maritime market.
Newtec has appointed Kevin
McCarthy to the position of VP of market

Thales will manufacture and distribute products for use with the
Certus Broadband service, delivered over Iridium NEXT
Iridium says it will support data speeds as
high as 1.4 megabits per second for a single
user terminal.
“Iridium Certus broadband is a huge
leap forward for the industry,” said Alan
Pellegrini, president and CEO, Thales
USA.
“It will deliver unmatched mobile satellite services globally for commercial and
government users. We're extremely
pleased to expand our relationship with
Iridium and to have the opportunity to
develop and bring to market new and
innovative solutions for land, maritime
and aeronautic applications allowing
Thales to leverage its presence in every
market segment.”
Production is now complete on the
qualification dispenser for the Iridium
NEXT constellation's initial launch, which
will be conducted by ISC Kosmotras from
the Yasny launch site in Russia using a
Dnepr rocket, with qualification testing ontrack for completion in June 2015.
Dispensers are specially-developed

assemblies that hold the satellites to the
rocket during launch and then manage the
timed separation of each satellite from the
rocket once successfully in orbit.
Dispenser qualification includes static
load testing, shock testing, separation testing, vibration testing and interface testing.
Overall, the tests ensure the dispenser will
withstand the launch shock environment
and test separation dynamics, fundamental frequency and structural integrity.
"Completion of the dispenser confirms
rocket readiness—another critical step
toward the launch of our first satellites,"
said Scott Smith, chief operating officer,
Iridium.
The Iridium NEXT satellite network will
consist of 66 in-orbit satellites and a number of in-orbit spares. The constellation is
scheduled to begin launching in 2015 with
the first launch to consist of two satellites.
Seven subsequent launches of ten satellites each will be conducted by SpaceX on
the Falcon 9 rocket, with the aim of completing the full network in late 2017.

development. Prior to joining Newtec, Mr
McCarthy spent 15 years at MTN Satellite
Communications, most recently as the
company’s chief operations officer.
Kymeta is partnering with e3
Systems to develop customised flat panel
antenna solutions for superyachts. e3 customisation services will enable connectivity

across satellites, 4G/LTE and terrestrial
broadband while cruising, or WiFi in port.
Netherlands-based OceanSat has
signed a reseller agreement with bobz, to
act as a distributor of the shipznet mobile
network service. The maritime global 3G
service will now be added to OceanSat's
product portfolio.

www.satcomglobal.com
www.inmarsat.com
www.srhmar.com
www.newtec.eu

Digital Ship June/July 2015 page 2

www.kymetacorp.com
www.e3s.com
www.shipz.net
www.oceansat.com

p1-21:p1-14.qxd

14/05/2015

16:25

Page 3

p1-21:p1-14.qxd

14/05/2015

16:25

Page 4

SATCOMS

Global Xpress draws closer to global coverage
www.inmarsat.com
Inmarsat has confirmed that its third
Global Xpress (GX) satellite – Inmarsat-5
F3 – has safely arrived at the Baikonur
Cosmodrome in Kazakhstan in anticipation of its launch in early June, while the
previously launched Inmarsat-5 F2 (I-5 F2),
the second satellite in the network, has
now completed its geostationary orbital
deployment ahead of commercial service
introduction.
According to Inmarsat, the I-5 F2 satellite’s two thermal radiator panels have
been successfully deployed and the payload has been powered up. Payload testing
is now taking place, coordinated from
Inmarsat’s GX gateway site in Nemea,
Greece.
“These were the final deployments to be
performed, signalling the last significant
mission risk for the I-5 F2 spacecraft,” said
Michele Franci, CTO at Inmarsat.
“Once fully tested, the satellite will be
moved into its final orbital location where it
will become ready for commercial service.

I-5 F2 was successfully launched
in February

We’re very happy with how the mission has
progressed and with preparation already
underway for the Inmarsat-5 F3 (I-5 F3)
launch and mission, we are even closer to
turning GX into a truly global service.”
That final I-5 F3 satellite left the Boeing
El Segundo facility in Los Angeles,
California, on Wednesday, April 29th, on
board an Antonov AN-124 heavy transporter.
This is the third GX satellite which,
when combined with I-5 F1 and F2 already
in orbit, will allow Inmarsat to offer global
GX coverage.
Inmarsat’s fifth generation satellites –
which form the GX network – have all
been built by Boeing Satellite Systems
International in California.
“We are approaching the completion of
our GX constellation and the arrival of
Inmarsat-5
F3
at
the
Baikonur
Cosmodrome is another significant milestone,” said Mr Franci.
“This project represents a major commitment by Inmarsat and its successful
completion and the start of global commercial services later this year will bring to
life the prospect of the Internet of
Everywhere.”
“For the first time, we will be able to
deliver seamless, superfast broadband
communications across the globe – on
land, sea and in the air – from one single
operator.”
The first Global Xpress satellite –
Inmarsat-5 F1 – was launched in December
2013 and entered regional commercial
service in July 2014, covering Europe, the
Middle East, Africa and Asia. Inmarsat-5
F2, launched 1st February, 2015, will provide Global Xpress services covering the
Americas and the Atlantic Ocean.
Inmarsat says it is planning to commence global commercial GX services in
the second half of this year, with the new
network complementing rather than
replacing Inmarsat’s existing fleet of Lband communication satellites.
Each of the three satellites in the initial
GX fleet has 89 beams and six steerable
spot beams for multi-regional coverage. A
GX satellite, with a design life of 15 years,
weighs 6,100kg at launch with a wing-span

BSM sells Telaccount Overseas to World-Link
www.bs-shipmanagement.com
www.wlink.ca
World-Link
Communications
and
Bernhard Schulte Shipmanagement (BSM)
have announced that World-Link will
acquire BSM’s telecommunication services
business, Telaccount Overseas.
“This agreement will benefit our customers and crew by unifying communication systems’ capabilities across our fleet
and we are pleased to be selling Telaccount
Overseas to our long-time partner and
service provider, World-Link” said
Norbert Aschmann, BSM CEO.
The maritime satellite provider will
acquire Telaccount Overseas with immediate effect, in a deal that World-Link says
will strengthen its portfolio.

”We are delighted to announce the
acquisition of Telaccount Overseas which
is the culmination of a 20 year old relationship with the Bernhard Schulte Group, and
will further strengthen our partnership
with one of the most prestigious shipping
companies in the world,” said Asad
Salameh, president of World-Link
Communications.
“Telaccount Overseas is an established
and highly reputable telecommunication
services provider to more than 1,000 vessels worldwide. We will ensure that these
vessels continue to be served with the
highest level of customer support, in addition to current and future customers of
BSM benefiting further from World-Link’s
advanced technology, systems and service
capabilities.”

Rupert Pearce, Inmarsat, and Song Zhen, MCN, sign a VAR deal for GX in China
wider than a Boeing 737.
The potential commercial availability of
Global Xpress in China has also been boosted by Inmarsat’s recent announcement that
it has signed four new Value Added
Reseller (VAR) agreements with Beijing
Marine
Communication
Navigation
Company (MCN) for the service.
MCN, owned by China Transport
Telecommunication & Information Centre
(CTTIC), has been working with Inmarsat
since 1979. The agreement sees it now
become a Global Xpress Value Added
Reseller (GX VAR) in China, covering maritime, aviation, enterprise and Chinese
government markets.
“From emergency first responders to
those delivering remote education (elearning) services, Global Xpress will bring
the benefits of seamless, superfast connectivity to every region in China, while
ensuring that Chinese companies – from
airlines to shipping fleets – can enjoy the
same high capacity service wherever they
are in the world,” said Rupert Pearce, CEO
of Inmarsat.
“MCN has been a partner for Inmarsat in
China for many decades and we are delighted that this relationship is extending to our
latest and most powerful satellite communication service; Global Xpress.”
Inmarsat works exclusively through

retail partners in China, providing communication services to multinationals such
as Air China, China COSCO and China
Shipping Container Lines.
“China is one of the biggest markets for
Inmarsat’s mobile satellite-based voice and
broadband services, delivering double
digit growth in the last five years,” continued Mr Pearce.
“We are confident that there will be significant demand for Global Xpress.”
Outside of China, Inmarsat has also
appointed Applied Satellite Technology
Ltd (AST) as a further VAR for Global
Xpress, serving maritime and enterprise.
The companies have worked together
for over twenty years, and Inmarsat says
AST is investing over $100k in network
and traffic management tools to complement the GX services.
“Global Xpress will be the world’s first
globally available superfast broadband
service delivered through a single operator,” said Gregory Darling, managing
director at AST.
“We believe this is a significant step-forward in bringing the benefits of highspeed connectivity to existing and new
markets and are delighted to have extended our strategic relationship with Inmarsat
to cover this revolutionary service for
enterprise and maritime markets.”

Globalstar Sat-Fi now available in EMEA
www.globalstar.com
Globalstar has announced the availability
of its Sat-Fi system in EMEA, which allows
the user to connect their existing smartphones and existing phone numbers to
send and receive communications over
Globalstar’s satellite network.
Using a Sat-Fi satellite hot spot, up to
eight individuals can make and receive
voice calls and e-mail using an app that
runs on Wi-Fi enabled devices including
tablets, smartphones and laptops.
SMS capability will also be added soon,
the company says.
“Although we live in a connected world,
there are still billions of people who work,
play and live in remote locations lacking
reliable and affordable voice and data com-
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Up to eight devices can connect
to the Sat-Fi unit
munications,” said Gavan Murphy, director
of marketing EMEA, at Globalstar.
“With Sat-Fi, they now have the ability
to use their own device to stay connected.”
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MCP to build world’s biggest offshore 4G network
www.mcp.com
www.statoil.com
Telenor-owned Maritime Communications
Partner (MCP) has been chosen by Statoil
to build and operate what the company
claims will be the world’s largest 4G network at sea.
Located on the Norwegian Continental
Shelf (NCS), the network will deliver highspeed connectivity to 34 Statoil rigs, as well
as numerous support vessels.
The contract between Statoil and MCP
is for an initial period of six years, with an
option to extend for another four. The first
phase of the project will see 15 rigs, two
light well intervention vessels (LWI), two
subsea inspection and maintenance vessels
(IMR) and 50 supply ships covered by the
network.
“Mobile operators and technology have
through time, transformed how businesses
operate,” says MCP’s CEO Frode Støldal.
“A state of the art high speed 4G network will facilitate even more innovation
and efficiency improvement in the oil and
gas industry. This contract is a significant
milestone in our offshore strategy where

The network will cover 34 oil rigs and all nearby vessels
we apply an industrial approach, standardised infrastructure and a long-term
plan for further expansion.”
MCP already owns 16 base stations on
the NCS that will be upgraded to 4G during
2015.The agreement with Statoil covers both

Carnival introduces flat fee for on board
social media use
www.carnival.com
www.harriscaprock.com
Harris CapRock has revealed that it is
working with Carnival Cruise Line to provide passengers with a flat-rate fee for
social media usage while on board its
cruise ships.
In 2013, Harris CapRock signed a fiveyear deal with Carnival to supply communications services on board more than 100
cruise ships across its nine global cruise
line brands, using a VSAT system that
utilises a hybrid C- and Ku-band network.
Carnival will be offering a range of
internet options to guests, including a $5
per day social media package that will
include unlimited use of apps such as
Twitter, Facebook, Instagram, Pinterest,
LinkedIn and Snapchat.
“Technology plays an increasingly
important role in today’s world, even
while on vacation,” said Gabriela
Gonzalez, vice president, guest technology

and photo operations, Carnival Cruise
Line.
“Introducing these new internet packages offers a strong platform for incorporating additional innovations and ways for
utilising technology to further enhance our
guest on-board experience.”
According to Harris CapRock, demand
for bandwidth on board is continually
increasing, and the upgrade in internet
infrastructure is essential in the battle to
retain both customers and crew.
“This ground-breaking programme is
testament to Carnival putting its guests
and team members first,” said Rick
Simonian, president of maritime, Harris
CapRock.
“The demand for bandwidth continues
to grow and Harris CapRock is focused on
providing it in the most advanced and efficient way possible. Working together, we
can ensure that Carnival’s customers enjoy
the right level of communications no matter where they are cruising.”

existing and new oilfields operated by the
Norwegian multinational, and according to
MCP, opens up the possibility of expansion
into the UK Continental Shelf and other
areas of Statoil’s international operation.
“Statoil is the leading operator on the

NCS,” says Mr Støldal.
“The agreement is an important contribution in enabling a significant modernisation of the mobile network and we are
looking forward to cooperate with the
company.”
MCP is currently in the process of
expanding its range of services with the
integration of the MarCom business unit
for commercial maritime satcoms of
Telenor Maritime Radio (TMR), with both
MCP and TMR sharing Telenor as a parent
company.
MCP says the internal transfer - effective
from the start of June - will strengthen its
position, with the addition of new products
and solutions, better coverage, and growth
opportunities in Europe, the US and Asia.
“We are developing our technology
portfolio to address a bigger market in the
maritime industry that consumes ever
more bandwidth,” said Mr Støldal.
“We are integrating satellite and
mobile to ensure the best possible customer experiences. Additionally, we will
be able to increase efficiency and develop
the whole value chain resulting in cost
efficient solutions.”

THOR7 Ka-band satellite successfully launched
www.telenorsat.com
Telenor Satellite Broadcasting has
announced the successful launch of its
new Ka-band satellite, THOR 7, putting
the company on track to introduce highthroughput services to ships in Europe
and the North Atlantic by the end of
the year.
THOR 7 was launched on Sunday April
26, 2015 at 20:00 UTC, from the Guiana
Space Centre in French Guiana on board
an Ariane 5 launcher. The satellite was
successfully injected into geostationary
transfer orbit approximately 28 minutes
after lift-off.
THOR 7, manufactured by Space
Systems Loral (SSL), features the company’s first high-throughput satellite (HTS)
Ka-band payload, specifically designed for
the mobility VSAT market to provide coverage over the North Sea, the Norwegian
Sea, the Red Sea, the Baltic Sea, and
the Mediterranean.

"I am delighted to see that THOR 7 has
safely reached geostationary transfer orbit
and thank both Arianespace and our manufacturing partner SSL for this successful
launch," said Morten Tengs, CEO, Telenor
Satellite Broadcasting.
"From its 1°West location, the THOR 7
satellite will provide growth capacity for
DTH services across Central and Eastern
Europe and deliver optimal satellite coverage across Europe's business shipping
lanes for the provision of maritime VSAT
services."
THOR 7 will now undergo in-orbit testing. Television services are expected to
begin in six weeks, though additional testing will take place on the HTS Ka-band
services before the full commercial service
is ready, expected to be in Q4, 2015.

Intelsat completes Epic tests
www.intelsat.com
Intelsat says it has successfully completed
a series of tests on the compatibility of its
EpicNG digital payload with existing
ground equipment platforms.
The EpicNG satellite platform, initially
comprised of Intelsat 29e, Intelsat 32e and
Intelsat 33e, will utilise multiple frequency
bands, wide beams, spot beams and frequency reuse technology, and will add to
Intelsat's existing satellite fleet and
IntelsatONE terrestrial network.
The launch of Intelsat 29e was initially
scheduled for late 2015, but this has now
been pushed back to the first quarter of

2016. Intelsat 32e and 33e remain scheduled for the second half of 2016.
“When we conceptualised the Intelsat
EpicNG platform design, we wanted to
build in technology that would increase
performance while also solving operational issues within our customers’ networks,” said Stephen Spengler, deputy
CEO at Intelsat.
“This feature of completely flexible
beam connectivity is an important early
differentiator of the Intelsat EpicNG fleet.
The digital payload will be instrumental in
allowing flexible and efficient use of spectrum, resulting in a dramatic increase in
the amount of throughput we can deliver

on the satellites.”
According to Intelsat, the tests validated
protected tactical waveform (PTW)
modem performance on the EpicNG digital payload. PTW is a modem standard
that is being developed by the US Air
Force in an effort to better protect government and commercial satellite communications in multiple frequency bands.
“In addition to efficiency, the technology also increases our ability to mitigate
interference and purposeful jamming,
which is a very important feature for
customers, including those with media
and government applications,” said
Mr Spengler.
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Orange VoIP for EMAS offices
www.emas.com
www.orange-business.com
Offshore operator EMAS has chosen
Orange Business Services to provide a
cloud-based communications solution that
will connect 2,000 employees across seven
countries.
EMAS says the project will include
VoIP capability and collaboration services
that will improve user experience, as well
as aid productivity and optimise costs.
“As a global operation, it is vital for us

to have a fully-connected and digitallytransformed workspace that enables
mobility for employees and allows them to
collaborate remotely and seamlessly,” said
Alex Ang, General Manager of IT, EMAS.
“Beyond raising user productivity, the
scalability of the UCaaS (Unified
Communications as a Service) solution
means it can evolve with our business and
enhances our unified communications
vision.”
The platform will be rolled out in 17
locations across the seven countries.

Orange VoIP will help 17 EMAS locations to collaborate in vessel management

KVH unveils new satellite TV antenna
www.kvh.com
KVH has announced the introduction of
the TracVision TV8, a new antenna system
designed to deliver satellite television to

vessels worldwide.
According to KVH, the TracVision TV8
is compatible with nearly all Ku-band
services around the globe, and also supports services such as DIRECTV, DISH
Network and Bell TV in North America, as
well as TrueVisions, Astro, and Sky TV in
the Asia-Pacific region.
The 81cm (32 inch) diameter system is
fully stabilised and comes with an IPenabled TV-Hub, along with a single coaxial cable for power, data and video, allowing for straightforward installation.
“The TracVision TV8 has the top engineering characteristics our antenna systems are known for around the world,”
says Martin Kits van Heyningen, CEO at
KVH.
“With its advanced tracking and
extended coverage area, it is an ideal system for a superyacht in the Mediterranean,
a tanker ship in the Baltic, or any number
of ships on the world’s oceans. These
rugged systems are fully stabilised and
stay locked on the satellite even in heavy
seas.”
In addition to the release of this TV sys-

tem KVH has also expanded its satellite
communications mini-VSAT network,
with increased capacity added in the AsiaPacific region and North America to support commercial maritime activities.
In North America, the expansion has
seen new beams added for the Pacific
Northwest, as well as for eastern Canada
and the US coast, with the latter more than
doubling network capacity. In AsiaPacific, KVH says the capacity of a key
beam was increased by 60 per cent.
“The commercial maritime industry is
increasingly reliant on broadband services
to improve operational efficiency,” says
Mr Kits van Heyningen.
“Data and connectivity enable ship
owners to accomplish many goals, from
reduced fuel consumption through voyage
planning to increased safety through
updated training programmes delivered
to crew while they are onboard.”
“We are continually monitoring and
improving the mini-VSAT Broadband network to ensure our maritime customers
have the critical connectivity they need at
all times onboard their vessels.”

Iridium GMDSS
evaluation begins
www.iridium.com

Spliethoff extends VSAT agreement with Imtech

The International Mobile Satellite
Organisation (IMSO) has begun the formal evaluation process of Iridium as a
Global Maritime Distress and Safety
System (GMDSS) provider.
In November 2014, the IMO’s Marine
Safety Committee (MSC) agreed that the
IMSO should put together a panel of experts
to produce a technical and operational
assessment of Iridium, as it seeks to join
Inmarsat as a provider of GMDSS services.
The IMSO has formalised an agreement with Iridium to perform the evaluation, with the IMSO’s director general
Captain Esteban Pacha having recently
reported progress back to the IMO.
The group of experts put together by
the IMSO will examine various aspects of
Iridium’s infrastructure, such as earth stations, space segment, mobile terminals,
terrestrial networks, GMDSS and search
and rescue communications.
Captain Pacha is then expected to
deliver the group’s report at the next session of the IMO Subcommittee on
Navigation, Communications and Search
and Rescue (NCSR-3), which will take
place in 2016.

data allowance which can be accessed from
their cabins.
“The technology helps us to easily
shift user accounts across the fleet, integrated with the office planning software,” he said.
Mr Van de Venne says the new solution
will also improve communication speeds
and business processes, and shore-side
engineers will be able to provide support
via remote access.
“We don’t have to wait for an e-mail
exchange twice a day,” he explains.
“The captain can access information
immediately - local weather reports, port
information and cargo details. We are also
installing more applications on board. The
data is replicated between ship and office
via a specially designed database synchronisation, which of course requires data
communication capacity.”
“Applications that monitor data sensors
for fuel consumption and engine performance are especially bandwidth hungry.”
The 27 vessels existing on the network
have already been upgraded to the new

equipment when in dry dock or in proximity to a service port. Rollout is expected to
take approximately two years.

The 81cm TracVision TV8

www.imtech.com
www.spliethoff.com
Spliethoff Group has awarded Imtech
Marine a three-year contract which will see
the Dutch ship management company
extend its use of Ku-band VSAT via
Imtech’s Radio Holland brand.
The companies have a longstanding
relationship, with Radio Holland having
previously delivered Ku-band VSAT services to 27 Spliethoff vessels. The new deal
will see a further 22 vessels connected, and
existing bandwidth increased from
256/128Kbps to 300/128Kbps.
“We already had a positive experience
with Radio Holland for the first series of
vessels,” said Peter Van de Venne, IT director at Spliethoff.
“After seriously looking at competitive
offers and considering a second source, we
decided to again grant Radio Holland the
project.”
According to Mr Van de Venne, the primary reason for expanding the bandwidth
is crew welfare, with crew receiving a free

49 Spliethoff vessels are covered by the new deal
service. The 22 vessels being added under
the new deal will be equipped with a Sailor
900 Ku VSAT antenna and below-deck

Digital Ship June/July 2015 page 8
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Experience the Power of One
Hardware
TracPhone® VIP-series –
award-winning SATCOM
systems with built-in network
management

Only one
company
delivers one
integrated
end-to-end
solution.

Content Delivery
IP-MobileCast – a unique
multicasting service that
delivers content directly
to your vessel

Connectivity
mini-VSAT Broadband –
the No. 1 maritime VSAT
network offers global
coverage

Rich Content
Licensed news, sports,
movies, TV, and music,
plus training, weather,
and charts, delivered to
onboard devices

Connectivity and Content
Giving you the power to deliver the bandwidth your operations demand,
keep your crew happy, and manage your budget... all at the same time.
Learn more about industry-leading VSAT, training, weather, charts, and entertainment at:

kvh.com/powerofone
©2015 KVH Industries, Inc.

mini-VSAT Broadband is a service mark of KVH Industries, Inc.

KVH, TracPhone, IP-MobileCast, and the unique light-colored dome with dark contrasting baseplate are trademarks of KVH Industries, Inc.
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Rock Seven launches new M2M unit
www.rock7mobile.com
Rock Seven has announced the launch of
RockBLOCK Mk2, a self-contained unit
with satellite connectivity designed to
enable Machine to Machine (M2M) communication and Internet of Things (IoT)
applications.
RockBLOCK Mk2 can send messages of
340 bytes and receive messages of 270
bytes using Iridium Short Burst Data
(SBD), and comes with a variety of antenna options. The ‘naked’ version comes
with either an in-built Iridium antenna, or
an optional SMA connector for integrating
with external antennas.
Elsewhere, a ‘rugged’ version named
RockBLOCK+ comes encapsulated in a
waterproof IP68 housing, and includes a
3m lead. Rock Seven claims this version is
especially suitable for maritime application.
The manufacturer says the Mk2 is
designed to work with any platform with a
serial or USB port, including Arduino,
Raspberry PI, Intel Edison, as well as
Windows, Mac and Linux computers.
The ‘naked’ versions of the hardware
are priced at £159, while the RockBLOCK+
will cost £189. Line rental for the units is £8
per month with no annual contract, and
Rock Seven says individual transmissions
can be sent from as little as £0.03.
In related news, Rock Seven and
Hydrosphere have teamed up on a new system that monitors data and navigation
buoys, designed to reduce the maintenance
burden and optimise buoy operations.
Buoys already fitted with a VEGAlight unit can be upgraded to ‘smart
buoys’ by the addition of RockFLEET vessel tracking and satellite data units.
RockFLEET can be attached to the optional expansion port on VEGA-light units,
using the VEGA-light power source and

www.marlink.com
www.mokster.no

RockFLEET buoys can be monitored
from shore
requiring no additional cabling.
This allows buoy location and battery
voltage to be monitored from shore, which
Rock Seven says will help to optimise performance and reduce the cost of buoy
maintenance. Alerts can also be set-up to
warn if a buoy has drifted too far off-station or if its light has failed.
“The system is designed to quickly integrate new time and cost saving capabilities
to data and navigation buoys,” said Andy
Reid, director at Hydrosphere.
“Considering the low initial investment
and operational costs, buoy owners may
experience savings quickly after integrating the RockFLEET solution, simply by
being able to reduce the number of maintenance visits a buoy needs.”
RockFLEET was introduced by Rock
Seven in October last year. It uses the
Iridium network to send Short Burst Data
messages carrying positional and other
information on a Pay As You Go basis, and
was designed to include Machine to
Machine (M2M) functionality.

Intellian teams up with Kymeta
www.intelliantech.com
www.kymetacorp.com
Intellian has announced that Kymeta’s flatpanel satellite antenna technology will be
integrated into Intellian’s next generation
of Ku-band maritime satellite terminals.
The terminals will use Kymeta’s electronically beam-steered mTenna satellite
antennas, which are built using metamaterials. Last year Kymeta successfully
demonstrated bi-directional high-speed
internet connectivity using flat-panel technology in conjunction with a Ka-band
satellite.
“Intellian is very pleased to be partnering with Kymeta to bring to market the
next generation of VSAT technology,” said
Eric Sung, president and CEO of Intellian
Technologies.
“Over the past few months of discussions we have found Kymeta’s corporate
culture and philosophy to be closely
aligned with our own, sharing a keen focus
on enabling overall market growth by
making VSAT technology simple and easy
to adopt across all segments.”
In December 2014, Kymeta closed a $20

Marlink gives support vessel
400 per cent bandwidth boost

million financing round that included existing investors Bill Gates and Lux Capital,
and in February 2015 it was announced
that the company would also be supplying
flat-panel Ku-band antenna systems optimised for the Intelsat EpicNG platform.

Marlink reports that it recently delivered
a temporary download speed increase of
400 per cent for the Multi-Purpose
Support Vessel (MPSV), Stril Server,
while it carried out operations on a UK
wind farm.
The extra bandwidth, provided for the
project between September 2014 until
February 2015, saw the Simon Moksterowned vessel receiving speeds of 8 Mbps
for downlink, compared to the usual 2
Mbps. Uplink speeds were also increased,
rising from 2 Mbps to 4 Mbps.
The ship is part of a 23-strong fleet, connected to shore and each other via VSAT.
Marlink says the additional bandwidth
enabled the Stril Server to operate its own
dedicated onboard network, allowing for
document updates and management from

tablet computers, with a specially installed
server keeping onboard and shoreside
data synchronised.
The existing VSAT equipment above
deck on the Stril Server was kept in place,
but below deck, the higher speeds were
facilitated by upgrading the iDirect X5
modem to an iDirect X7.
“Boosting bandwidth on a project basis
is becoming more commonplace as technical projects evolve to require more highend connectivity,” said Lars Jørgen
Andersen, key account manager at
Marlink.
“Simon Mokster already operates an
advanced communications network across
its fleet, classing each of its vessels as a
remote office in its own right, so applying
forward thinking approaches such as
short-term bandwidth boosts on request is
a natural step for this modern offshore
vessel operator.”

Stril Server had its bandwidth increased from 2Mbps to 8Mbps on demand

“Intellian is a highly reputable and
innovative developer of terminals for the
maritime market,” said Dr Nathan Kundtz,
founder, president, and CTO of Kymeta
Corporation.
“Working together we will create
affordable products for large markets,
which are currently un-addressable or are
underpenetrated.”

Dr Nathan Kundtz, Kymeta president and CTO (left) and
Eric Sung, Intellian president and CEO
Digital Ship June/July 2015 page 10

Intellian’s integration of this new technology comes at the same time as the company has opened its second R&D centre in
Korea’s Pangyo Techno Valley near Seoul.
The Pangyo Techno Valley is an industrial complex that houses a collection of
high-tech companies and R&D projects.
According to Intellian, the new location is
strategically closer to the company’s
recently expanded Innovation Centre.
“Bringing together functions like marketing and sales alongside our R&D teams
will add an important synergy to the business,” said Mr Sung.
“The move to Panygo will also see
Intellian positioned as part of this dynamic, world-class R&D cluster with the ability
to take advantage of the superior infrastructure, manpower training and networking opportunities that are available.”
“Expansion so far is at almost 400 percent of that of the previous Gangnam
office, and we still have immediate plans to
recruit a further 30 plus engineers. The
new location will further support our
efforts in attracting the world-class R&D
and support staff that we need to grow the
business.”
Intellian has also relocated its administrative office from Gangnam to the new
facilities at Pangyo.
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speedcast.com

Visit us at: NOR SHIPPING 2015

Your Global VSAT Partner
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For Maritime Satellite Communications

Wherever You Are
SpeedCast is a leading global maritime satellite communications service
provider, with a strong leadership position in the fast-growing Asia-Pacific
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Offering the widest selection of services in Ku-band, C-band, Ka-Band and
L-band, we are able to expertly advise our customers on the best possible
solutions for their specific needs. The high-level of redundancy in our network
both in terms of satellite coverage and teleport infrastructure, provides our
customers an unsurpassed level of service and reliability.
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Smart Ports initiative sees Singapore roll out 4G
www.mpa.gov.sg
www.m1.com.sg
The Maritime and Port Authority of
Singapore (MPA) has announced several

new initiatives to improve connectivity in
the Port of Singapore, including a new 4G
mobile network built in collaboration with
M1 Limited.
The MPA and M1 also signed a

MPA has signed an MOU with M1 to promote 4G to
shipping companies calling in Singapore

Airbus DS adds six new partners
www.airbusdefenceandspace.com
Airbus Defence and Space has expanded
its customer support network by adding
six new partners to its Field Service
Alliance programme in Europe, the
Middle East and Asia.
The new European members include
Polaris Electronics in Denmark and Ozsay
Uydu Iletisim in Turkey. In the Middle
East, Dubai-based Elcome International
and Zener Marine both join the partner
programme, while in Asia, China‘s As
Seven Seas Marine and Japan‘s Kaigai
Gijyutsu K.K have also been added to the
Alliance.
“We now have 15 Field Service Partners
around the world,” said Gisle Asbjornsen,
director, Field Service Partners, Airbus
Defence and Space.
“All are proven experts in maritime
VSAT and can be called in to support our
standard VSAT services anywhere. A key
element of the Field Service Alliance
approach is that partners are established
and well versed in the customs, languages
and ways of working in their region, so
that they are able to offer a fast and efficient service to vessels in their local ports
or at sea.”
The addition of these new partners
comes as Airbus Defence and Space reported a doubling of its maritime VSAT sales
in 2014 compared to the previous year,
connecting more than 600 vessels with
VSAT communications throughout the
period.
The company signed a strategic agreement with Intelsat in 2014, enabling Airbus
Defence and Space to bridge its existing
maritime VSAT services to Intelsat’s
EpicNG platform, which is scheduled to
begin launching in early 2016.
Both parties claim that the partnership,
which has now reached its conclusion,

helped drive market demand over the
year, with Airbus Defence and Space delivering VSAT to shipping companies including Stolt, CMA CGM, Scorpio, and DOF.
“Our partnership with Intelsat has
given us further flexibility to develop the
connectivity services the maritime market
requires today, but also for the future
with the Intelsat EpicNG HTS satellites
coming soon,” said Evert Dudok, head of
communications, intelligence and security (CIS) business line at Airbus Defence
and Space.
“Our mission is to stay close to the customers and integrate the services they
need into a single solution. This approach
has resulted in significant sales growth
since our agreement with Intelsat last year,
and given the progress and offering delivered to date, we are expecting even more
growth in the maritime VSAT segment.”
In related news, Airbus Defence and
Space has also released an updated version
of its XChange communications management platform, which enables crew
accounts to be managed from shore.
XChange version 3.2 allows offline
remote management of tasks such as
adding credit and creating new crew
accounts and groups. These changes are
then synchronised with the XChange server on board via the satellite network.
“We’ve noticed a growing requirement
in the market to reduce non-role specific
administration burden for senior staff on
board, such as topping up crew credit or
adding new accounts,” said Tore Morten
Olsen, head of maritime satcoms at Airbus
Defence and Space.
“With remote user account management, the time a Master or other appointed
officer needs to focus on administrating a
vessel’s crew internet accounts can be
reduced, freeing them up to focus on their
operational tasks.”

Memorandum of Understanding (MOU) to
work together in promoting this 4G technology
to
shipping
companies
operating within Singapore port waters, to
increase connectivity in an effort to
improve operations and crew welfare.
Both organisations have also committed to
research and testing of new technologies to
improve the network in the future.
According to the MPA, coverage will
extend up to 15 kilometres from the
Singapore coastline. Shared mobile data
bundles of up to 100GB will be available
via M1's Corporate Data Pooling Plans,
with authorised employees gaining access
through 4G dongles or handsets.
"The maritime sector is undergoing significant transformation with smarter ships,
just-in-time logistics and more intelligent
ports being built,” said Andrew Tan, chief
executive, MPA.
“As a global hub port and leading
International Maritime Centre, Singapore
believes that it is well-positioned to
leverage on the ongoing revolution
in ICT, smart devices and Internet of

Things (IoT).”
“We envision a more inter-connected
port with high-speed internet, extensive
use of data analytics and innovative
mobile solutions to enhance our port's
overall competitiveness. This will benefit
all users at the Port of Singapore.”
As part of the Smart Ports initiative,
the MPA is providing free WiFi to the
public at its port terminals from 1 July
this year. The Port Authority has also
developed an app, ‘myMaritime@SG’,
which will give users access to maritime
information and services such as ship
arrivals and departures, port and
marine notices, tidal information, and
route planning.
Alongside this app, the MPA has partnered with the Singapore Shipping
Association (SSA) to invite proposals for
B2B apps in areas such as enhancing maritime logistics operations, ship-to-shore
communications, and remote monitoring
of marine operations from shore. The MPA
has set aside S$2 million to co-fund projects under this initiative.

Thuraya launches latest satphone
www.thuraya.com
Thuraya has launched its latest satellite
phone, the Thuraya XT-PRO, featuring builtin GPS, BeiDou and Glonass capabilities.
The Thuraya XT-PRO has a talk-time of
up to 9 hours, and is jet-water, dust and
shock resistant, with a hardened Gorilla
glass display.
The phone also has a dedicated SOS
button with navigation and tracking features to call for assistance in an emergency.
“The launch of the Thuraya XT-PRO
reaffirms our leadership position in the
mobile satellite phone sector. It houses all
three major navigation systems, the
longest talk-time, and the largest display
on the market,” said Samer Halawi, chief
executive officer of Thuraya.
“Following the success of the SatSleeve
and the XT-LITE, we continue to demonstrate our ability to disrupt the mobile
satellite industry with ground-breaking
products of the highest quality. The XTPRO is ideal for our core customer base of
professional satellite phone users who
count on us to deliver highly reliable connectivity in some of the world's toughest
and most remote places.”
The XT-PRO can be used across the
Thuraya network, with a Thuraya prepaid
or postpaid SIM card, or a SIM card from
any of Thuraya's worldwide GSM roaming
partners.
In related news, Inmarsat has refuted
reports linking it with a $300m purchase of
Thuraya, outlined in an article on the website Spacenews.
The report said that Thuraya was looking to sell to Inmarsat and was believed to
have lowered its asking price from an initial figure of $600m, though the story suggests that even the revised price of $300m
may be too high to entice its potential City
Road suitors.
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In addition, the report notes that the
sale of Thuraya to any company outside
the UAE would face regulatory hurdles,
according to two industry officials referred
to in the article.
Digital Ship contacted Inmarsat for comment on these reports, and a spokesperson
said that Inmarsat is not considering a deal
for the Dubai-based satellite operator.
Thuraya was also approached, but offered
no comment.
Thuraya currently has two geosynchronous L-band satellites in operation - one
serving Europe, the Middle East and
Africa, and the other operating across Asia
and Australia.
Inmarsat is in the process of finalising
its own plans for its next constellation, the
I-6 series, with no announcement made yet
as to whether this will include replacements for its I-4 L-band network, used to
provide FleetBroadband services, or payloads in any other frequency band.

The Thuraya XT-PRO
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EMEA FleetBroadband transfers
to Alphasat
www.inmarsat.com
www.esa.int
Inmarsat has announced the successful
transition of key L-band voice and data
services from its I-4 F2 satellite to Alphasat,
the telecommunications satellite developed by Inmarsat in partnership with the

Alphasat will add additional
L-band capacity in Europe

European Space Agency (ESA).
According to Inmarsat, services including FleetBroadband were transferred
overnight during a regular maintenance
window. Both satellites will continue to
jointly provide services over the EMEA
region until the remaining two services (LTAC and IsatData Pro) still carried out by
the I-4 F2 are also transferred to Alphasat.
This is scheduled to happen by the end
of Q2 2015, whereupon the I-4 F2 will be
flown to a new orbital position to create a
fourth L-band region, serving the Middle
East and Asia (MEAS). Commercial services, including FleetBroadband, are due to
begin operation in this new region by the
end of 2015.
“Transitioning our EMEA L-band services to Alphasat enhances Inmarsat’s capabilities in this key region: adding additional capacity and providing us with a platform for new and enhanced services for
our maritime, aviation and land customers,” said Ruy Pinto, group COO at
Inmarsat.
“Of equal importance, Alphasat allows
us to create a fourth satellite region,
addressing the increasing need for our
highly reliable and secure voice and data
connectivity in a region where we are seeing the greatest growth in demand for
Inmarsat’s services.”

SES installs Ku-band VSAT
on Condor Liberation
www.ses-marine.com
Ships Electronic Services (SES) reports
that it has won a contract to supply and
install the communications equipment on
Condor Liberation, a new multihull high
speed ferry which will operate between
Poole and the Channel Islands in the UK.
At 102 metres the new ferry is the
largest multihull in the Condor fleet and
began operating on the route at the end
of March.
SES has implemented a Ku-band VSAT
system, using a Sea Tel 4009 Mk3 VSAT
system by Cobham SATCOM, as well as
SAILOR RT6222 VHF equipment.

“We are delighted that our superb new
ship, Condor Liberation is now operating
on the route between Poole and the
Islands,” said Captain Fran Collins, executive director – operations at Condor Ferries.
“She’s undergone a comprehensive customisation programme, since her arrival
into the UK last December, including the
installation of the Sea Tel system.”
“As an experienced operator of high
speed ferries in the English Channel, we
are particularly impressed with the functionality that the new communications
equipment provides, helping to ensure
that our Masters have the latest technology
available to them.”

Condor Liberation began operating the Poole - Channel Islands route at the end of March
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Buzz Marine broadband for
Canary Islands ferries
www.buzzconnect.co.uk
Buzz Marine will supply nine of its
HubbaX4 Go marine broadband devices
to the Fred. Olsen fleet of high speed catamarans that operate between the Canary
Islands.
The HubbaX4 Go system has a multidirectional MIMO antenna to provide connection via 4G, 3G or 2G networks. Buzz
Marine claims download speeds can reach
up to 80 mbps, and 32 mobile devices can
connect to each unit simultaneously.
“This is a significant installation for us
as these vessels operate an important high
speed link between the islands, some of

which are up to 100 minutes passage time
traveling at up to 38 knots,” said Steve
Smith, managing director of Buzz Marine.
“Initial results have shown the HubbaX4
Go to be highly effective in this environment so we are delighted that the flag ship
of the fleet, the Benchijigua Express, will
also now carry our HubbaX4 Go.”
Buzz Marine says it has also developed
the HubbaX4 Duo, which operates using a
hybrid of VSAT and GSM networks, automatically switching between the two when
in range of cheaper, terrestrial communications. The device also has a dual-SIM facility for vessels operating across international borders and multiple mobile operators.

HubbaX4 Go can offer speeds up to 80 Mbps

Manpower Report points to improved internet access
www.maritimemanpower.com
Preliminary results from the 2015
BIMCO/ICS Manpower Report indicate
that internet access at sea is improving,
contributing to improved overall welfare
for the commercial maritime workforce.
The Report, published every five years
since 1990, is based primarily on questionnaires completed by shipping companies and national maritime administrations. More than 500 seafarers from over
40 countries have responded so far, providing a preliminary snapshot of life at

sea, career prospects, training, and general crew welfare.
When asked about improvements in
conditions over the past two years, the two
most popular answers were increased
basic pay and better internet access. The
training gained from life at sea was also
cited as important, with increased regulation throughout the industry demanding
more technical and administrative skills
from today’s maritime professionals.
“This survey has provided us with
insight into the views of seafarers today,”
said Aron Sørensen, chief marine technical

officer at BIMCO.
“Understanding the key issues for seafarers is especially valuable when attracting and recruiting talented young people
to the shipping industry.”
‘Happy ships’, timely wage payments
and career promotion opportunities were
cited as important factors that influenced
whether seafarers chose to stay with their
current employers, with two-thirds of
those surveyed estimating that it would
take them less than three months to secure
another job in the industry if they chose
to leave.

Content platform from Motive nears launch
www.motivetelevision.co.uk
Motive Television reports that its Content
Express platform for TV and video on
demand (VOD) is currently undergoing
testing with two ferry lines, ahead of its
commercial launch.
Last year, Motive Television Services
Limited, a subsidiary of the parent company, signed a deal with Greek satellite TV
provider Twin Peak. Since 2003, Twin Peak
has provided satellite-based telecom services and broadcast infrastructure to the
maritime industry and currently provides
a VOD service for on-board, in-cabin viewing of film and TV content.

The agreement between the two companies will see content delivered to TVs
and mobile devices on board via satellite
feed and a single server, with BYOD
access for users. Motive says the service
will be provided at “significantly lower
costs than other solutions currently on
the market for passenger ferries and
cruise ship.”
The provider also claims that Twin
Peak is in contract discussions with two
Greek ferry companies who together
operate sixteen ships carrying over 15,000
passengers per day, and that those
ferries could generate revenue in excess
of €30,000 per month for the company.

In addition, Motive says it is in discussions with cruise operators in North
America to launch its services there over
the summer.
"Launching our first BYOD service commercially seven months after undertaking
the development of this new product is
quite an achievement,” said Leonard M
Fertig, Motive’s CEO.
“The international ferry market is huge,
and BYOD should find great acceptance
among passengers on 3-10 hour journeys
throughout Europe and the Americas.
Added to that, the growing cruise market
represents significant growth opportunity
for Motive."

Rickmers and Dualog
mark 100th rollout
www.rickmers.com
www.dualog.com
Rickmers Group has completed the 100th
installation of Dualog Connection Suite
across its fleet, marking the occasion with
a recent gathering in Hamburg attended
by Rickmers Group CEO Dr Ignace Van
Meenen and Dualog CEO Morten LindOlsen.
“When we chose Dualog Connection
Suite as our tool for managing ship-toshore data communications, it was a
strategic decision made for the future,”
said Dr Van Meenen.
“Reliable and secure data communications is about far more than mere communications, it is an essential part of the business itself.”
“And when you operate more than 100
vessels like our company, it’s also a matter
of handling one’s own growth in a wellbalanced and forward-looking way.”

Rickmers New Orleans

New report predicts maritime satcom revenues to hit $5.2 billion by 2024
www.nsr.com
NSR's latest Maritime Satcom Markets
Report predicts significant growth in the
sector over the next decade, with both HTS
and FSS capacity driving annual revenues
as high as $5.2 billion by 2024.
The market research and consulting
firm estimates the current market to be
worth almost $2 billion. It predicts that the
next generation of satellites, in combination with the current FSS infrastructure,
will see that more than double over the
next ten years.

“Improving markets for merchant maritime due to lower fuel prices are an
encouraging sign for renewed investments
over the near future,” said Brad Grady,
senior analyst with NSR.
“As the core of the maritime market,
commercial maritime vessels – from
tankers to container vessels – are continuing to look at new and innovative ways to
improve
their
remote
operations.
Everything from advanced route-planning, real-time weather data, and improving crew welfare all depend on a steady
uptick of bandwidth demand.”

“Adding in the opportunity for narrowband connectivity, which has evolved
from traditional Inmarsat-type voice
applications into complex networks of
M2M devices bringing ‘big data’ and
other value-added services directly to
end-users, the maritime markets will
remain a key mobility vertical across all
aspects of the satellite communications
value-chain.”
NSR expects to see a dramatic rise
in the number of vessels equipped
with VSAT, and the majority of increased
revenues to come from broadband
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data usage.
“Over the next ten years, an additional
80,000 In-service units across all segments
of the maritime markets will be broadband,” continued Mr Grady.
“Broadband connectivity will provide
more than 75 per cent of new retail revenues over the next ten years. VSAT-based
maritime In-service Units will consume
nearly 150 TPEs (Transponder equivalents
- 36 MHz) of FSS C- and FSS Ku-bands,
and over 21 Gbps of HTS capacity across
GEO, LEO, and MEO orbits in C-, Ku-, and
Ka-bands.”
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DRY DOCKING
DO YOU FEEL
LIKE YOU’RE IN
DEEP WATER?
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To arrange a live one-to-one web

Save time, stress and frustration by streamlining the process
of planning and managing your next docking.

demo and experience the simplicity
of MPJ call   
or email JOGP!NBSJOFTPͅXBSFDPVL

Don’t sink under the strain of organising your next docking. Our intuitive
software helps you plan and manage the job quickly, while keeping costs
under control.

XXXNBSJOFTPͅXBSFDPVL

Forget about managing vessel dockings the traditional way using paper, Excel
spreadsheets and Word templates. Marine Project Manager makes everything
so much easier.
Developed for mariners by mariners, and built around superintendents’
specific needs, it takes you through every step of the process – quickly pulling
all the required information into one place.
Simplicity itself, Marine Project Manager is the easy, effective and affordable
way to get everything you want out of your next docking.

PLANNED MAINTENANCE

STOCK CONTROL

PURCHASING

DOCUMENT MANAGEMENT

SAFETY MANAGEMENT
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Fleet Media commercially launched
www.inmarsat.com
Inmarsat has reported the launch of Fleet
Media, the entertainment service it
announced last year which will see a variety of content delivered to commercial vessels at sea, and available to crew on
demand.
A combination of films and TV will be
available on board, as well as news and
sports content. An initial library will be
pre-loaded on to a hard drive, with fresh
content and news updates delivered to
vessels via satellite link.
Speaking to Digital Ship when Fleet
Media was first announced in April 2014,
Inmarsat said that it will be utilising
network management tools and techniques to control the download and
refresh of data to ensure that normal
network efficiency and conditions are
not degraded.
Crew will be able to stream the content
to their personal laptops and mobile
devices, with the content all hosted locally
on board the vessel. Inmarsat says that

Fleet Media is currently only available on
its XpressLink service, but will soon
be available across its wider maritime
portfolio.
The content packages will be created by
NT Digital Partners, which is a joint venture between content agency Spafax and
non-theatrical distributor Swank Motion
Pictures. Spafax provides inflight entertainment for airlines including British
Airways and Air Canada.
“This is a revolutionary service for
Inmarsat and for the maritime sector,” said
Ronald Spithout, president of Inmarsat
Maritime.
“It has been uniquely designed to support the industry in attracting and retaining their skilled personnel, as it serves as a
game-changing differentiating factor in
recruitment.”
“While life at sea has historically been
socially isolated, this service bridges that
gap allowing seafarers to be more integrated and connected with their lives ashore
than ever before. Fleet Media brings life on
land to those living at sea.”

Panasonic to acquire ITC Global
www.panasonic.com
www.itcglobal.net
Panasonic has reported that it has entered
into an agreement to acquire ITC Global, a
satcom provider that serves the energy,
mining and maritime markets, and which
has been owned by Boston-based private
equity firm, Riverside Partners, since 2011.
Under the deal, ITC Global will operate
as an independent unit of Panasonic
Avionics, a subsidiary of Panasonic that
provides inflight communications and
entertainment systems to the aviation
market. Panasonic Avionics is in the
process of adding high throughput satellite capacity that it says will ‘wrap around
the globe’.
ITC Global’s management team and
strategic plan will remain intact, with
founder and CEO Joe Spytek continuing at
the helm. He will report in to Paul Margis,
president and CEO of Panasonic Avionics.
“Panasonic’s acquisition of ITC Global
highlights the natural alignment of customers across the aviation, energy, mining

and maritime markets, all of whom require
mobile broadband, high reliability, global
coverage and responsive customer service,” said Mr Margis.
“ITC Global is a proven leader and we
share a common passion for excellent customer service. Together, we look forward
to taking satellite communications services
to a new level of value and performance.”
ITC Global will become ‘ITC Global, A
Panasonic Company’ when the acquisition
is complete. It will continue to operate in
the energy, mining and maritime markets,
with Panasonic Avionics remaining
focused on aviation.
“Panasonic Avionics’ global capabilities
and leadership in satellite-based communication will enable ITC Global to enhance
our core service offerings to all of our customers,” said Mr Spytek.
“This combination assures ITC Global’s
long-term access to next-generation satellite technology resources and strengthens
our ability to deliver optimal value and
service to meet our customers' current and
future mission requirements.”

Marlink adds 4G to North Sea
portfolio with Tampnet deal
www.marlink.com
www.tampnet.com
Marlink has signed a partner agreement
with Tampnet which will see 4G LTE
(Long Term Evolution) services added to
its VSAT and MSS (Mobile Satellite
Services) portfolio in the North Sea.
Tampnet’s 4G service is built on a network consisting of 2500 km of offshore fibre,
providing high-speed connectivity between
offshore vessels and shore-based offices.
With a round trip delay of between 25-35
milliseconds, Marlink says the low latency
makes it suitable for applications such as
video calling and critical M2M operations.
The core LTE network provides coverage via base stations located on rigs and
other fixed bodies, with Tampnet delivering connectivity to the Norwegian, British

and Danish sectors of the North Sea.
Planned roaming agreements will also
enable vessels to retain their connectivity
near the coast and in port.
“Our partnership with Tampnet will
help us to meet a significant market
requirement and is integral to the development of hybrid, low-latency connectivity
solutions where VSAT, MSS, 4G and Wi-Fi
combine to provide a seamless user-experience that offers excellent value due to
automatic, least-cost routing,” said Tore
Morten Olsen, head of maritime satcoms at
Airbus Defence and Space, Marlink’s parent company.
“Furthermore, it is reassuring for us
as a service provider that Tampnet’s
LTE network is based on the largest fibre
based offshore communication network in
the world.”

Transal upgrades satcom package
www.transal.com
www.airbusdefenceandspace.com
Airbus Defence and Space service provider
partner Ozsay Satellite Communications
reports that it is upgrading connectivity on
five Transal tankers, improving both operational and crew communications.
All five tankers are equipped with
Pharostar Ku-band VSAT terminals, which
can be converted for Ka-band use in the
future. The project will see the addition of
Iridium OpenPort (IOP) for backup connectivity, with switching between IOP and
VSAT managed by the XChange service
delivery platform.
Transal is also doubling the data
allowance for each ship, rising from 10GB
per month to 20GB. Crew will benefit from

a 250MB per month allowance, accessed
via their own devices and managed
remotely through XChange. The increased
data will also support Transal’s Planned
Maintenance System (PMS).
“Pharostar VSAT is a flexible proposition enabling leading service providers
like Ozsay to offer high bandwidth, reliable and feature-rich VSAT connectivity to
their shipowner customers,” said Barbara
Bersani, head of sales Europe South and
Middle East at Airbus Defence and Space.
“Whilst service delivery and availability
are critical aspects of our offering,
Pharostar customers can also benefit from
a portfolio of Value Added Services, which
ensure users’ service providers can tailor
their delivery to the customer’s exact vessel operational and crew welfare needs.”

The low-latency service may suit specific applications

SpeedCast teams up with Thuraya
www.speedcast.com
www.thuraya.com
SpeedCast reports that it has entered a distributor agreement with Thuraya, gaining
access to the company’s satellite products
and services.
The Thuraya portfolio that will now be
available to SpeedCast and its partners
includes Thuraya SatSleeve, land and maritime broadband terminals, and XT satellite phones.
“The agreement between Thuraya and
SpeedCast will expand our portfolio in
the MSS arena,” said Andrew Burdall,
VP of strategic business development
at SpeedCast.
“The provisioning of mobile satellite
services, together with our core VSAT
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services, allows SpeedCast to be a one-stop
shop for our customers. This development
will be especially beneficial for our customers located in the Middle East and
African regions, where Thuraya’s network
has good penetration.”
According to Thuraya, the agreement
will strengthen its maritime presence in
particular, and help support the expansion
of its maritime portfolio.
“The new agreement with SpeedCast will
enhance our maritime distribution network
and support the roll-out of our new maritime
products and services,” said Bilal El Hamoui,
chief commercial officer at Thuraya.
“We have seen increasing demand for
our mobile satellite services in the core
markets that SpeedCast serves, such as
maritime, energy and enterprise.”
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EMC agrees MTN acquisition
www.mtnsat.com
www.emc-corp.net
Emerging Markets Communications
(EMC) has signed a definitive merger
agreement to acquire VSAT provider MTN
Communications (MTN).
The combined organisation will have a
customer base of 1,600 vessels and more
than 8,000 land-based customer sites,
across verticals including maritime, energy, cruise lines and ferries, yachts, nongovernmental organisations, telecommunications providers, global enterprises and
governments.
“Our vision is to create the next generation mobility platform offering the most
reliable, secure and cost-effective connectivity solutions for people and businesses
on-the-move – and in far reaching places
on land and at sea – and the acquisition of
MTN makes this vision a reality,” said
Abel Avellan, founder and CEO of EMC.
EMC’s global infrastructure features
52 field support centres, three whollyowned teleports, and global satellite
capacity available in C-band, Ku-band
and Ka-band.
The agreement is subject to regulatory
review and other customary conditions,
and is expected to close by the second
quarter of 2015. The cost of the acquisition
has not been disclosed.

News of the acquisition came shortly
after MTN launched its high-definition live
television service at sea, in what it claims is
a first for the maritime industry.
MTN-TV HD will only be available
via MTN, as the company says the network is managed using proprietary technology. The HD service will be launched
with IMG’s Sport 24 Channel, showing
Premier League football, Formula 1,
Wimbledon tennis, and US Masters golf
across 2015.
“MTN-TV HD delivers an amazing
viewing experience onboard,” said
Graham Douglas, media and communications manager, P&O Cruises and Cunard.
“We can now experience TV at sea like
we can at home. As we transformed the
technology and ambience in our common
areas, theatres and cabins, we evolved
from small to large screens, so our requirement for HD became paramount.”
According to MTN, the company plans
to further improve its TV offering following the roll-out of its High-Throughput
Multi Spot Beam (MTN HTMS) service
next year.
One of the first big events to take place
over the new system was the delivery of
the recent world title boxing fight between
Floyd Mayweather and Manny Pacquiao
live to 30 vessels across the globe, via
MTN-TV HD.

The fight, one of the most eagerly anticipated in years, took place on Saturday
May 2 in Las Vegas. MTN claims it was the
only service provider able to offer the live
broadcast, due to content offered exclusively to the cruise industry through
Global Eagle Entertainment.
“Our team brought the technological
wherewithal to quickly deliver this event
to ships around the world,” said Bill
Witiak, general manager, TV and
Broadcast Services, MTN.
“Our sophisticated, proprietary tools
to manage and optimise our network –
literally moment-by-moment – and our
ability to broadcast with land-like quality
enabled our customers to surprise their
passengers.”
“This improved their onboard experience and delivered a crew perk – a major
investment that paid off. There are just
some events you have to watch live, and
this historic fight was one of them.”
Outside of TV at sea, MTN has also
released figures illustrating the changing
way data is consumed on board cruise
vessels, with mobile devices increasingly
popular, and volumes of data traffic rising
significantly.
In 2010, 94 per cent of internet access on
board took place via desktops or laptops,
with tablets and smartphones making up
just 6 per cent. By 2014, that breakdown

had been reversed, with 80 per cent of
internet activity taking place on mobile
devices, and desktops/laptops reduced to
20 per cent.
In addition to the changing methods
that passengers and crew are using to
access data, the volume of data consumed
has also risen exponentially, with MTN
reporting that MB consumption on its services has increased more than 500 per cent
over the course of the last two years.
This has been driven by changing
usage patterns, but also by an increase
in the number of passengers accessing
online services, which has risen by
40 per cent.
Crew use has also been on the rise during the last two years, with a 50 per cent
increase in the number of MB consumed
per user, and the number of users up more
than 35 per cent.
MTN has tried to keep pace with this
demand by launching a hybrid terrestrial
broadband network (TBN) to mix landbased wireless data services near shore
with satellite connectivity, a service which
the company says is now delivering
capacity of up to 588 GB per hour at 29
cruise ports.
On this network vessels have exceeded
speeds of 50 Mbps downstream at one
time, says MTN, consuming 175-200 GB of
data per average port visit.

Heights™
Networking Platform
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Predictions and trends in maritime VSAT
Following the recent publication of the 4th edition of the Comsys Maritime VSAT Report,
Digital Ship spoke to the authors about some of the satcom trends revealed, and why the market has grown in
the last decade
elecommunications consultancy
Comsys has been researching the
maritime VSAT market since its
nascent days around a decade ago. The 4th
edition of its Maritime VSAT Report has
recently been published, offering an
insight into current trends in the market, as
well as predictions for the future.
Digital Ship spoke to Susan Bull, senior
consultant at Comsys and one of the architects of the report, about the challenges
and opportunities in the maritime market,
advances in satellite and antenna technology, crew welfare, and how maritime VSAT
actually grew during one of the worst
financial crises in history.
“It was definitely a hard time in the
market,” says Ms Bull, in reference to the
period of late 2008 through 2009, when
financial markets were on the verge of
collapse.
“In fact, the market during those times,
the commercial side didn’t actually grow
that much. We did see some growth in
some of the subsections – oil tankers, gas
tankers, chemical tankers – those type of
things. They grew ok, but when you started looking out into the wider freight market, they just weren’t buying for a lot of
that period. It was mainly tankers on the
commercial side.”
“What drove it more than anything else
was the offshore service vessel (OSV) market. The yachting market also started to
pick up around that time. The smaller
yachts were having a tough time of it, but
the mega rich are still mega rich.”
Early adoption by the yachting and
offshore markets helped VSAT enjoy
modest growth in the early days of the
recession, despite the global economic
downturn. Most offshore platforms
already had a decent level of broadband
connectivity, but Ms Bull says it was the
growth in demand from OSVs that was
the key driver, as the requirements of
offshore operation demanded higher data
speeds.
“On the oil and gas side, rigs have
always been saturated” she says. “Every
rig has at least one, and probably several,
VSATs on it. But the service vessels,
increasingly they needed to be connected.
That sector of the business has continued
to demand broadband, and L-band just
couldn’t satisfy that high a demand.”
“So what we saw was, initially, the really big OSVs start taking off, the Bourbons
and these type of guys. Then over time it
was the smaller OSVs that started picking
up, and particularly out of the Gulf of
Mexico. We were seeing a lot of the smaller providers out there, they’ve been joined
by quite a few others.”
DTS (Data Technology Solutions) is one
example Ms Bull points to as a smaller
provider that found a niche in the market
by providing OSVs with expensive VSAT

T

equipment in a cost-effective way for brief
periods of operation.
“They recognised that a lot of these
OSVs needed to have a VSAT when they
went out to do a job, but only for a short
period of time. So they designed a really
effective and well running skid, so the OSV
would just park up beside them, and
they’d load the skid on with the VSAT and
everything else they needed and off they’d
go,” she says.
“They’d only be out five days in two
weeks, and they’d come back and drop it
off. And so there was a lot more of that
kind of stuff happening, and over time the
smaller OSVs have just picked it up. Now
along with DTS you’ve got BlueTide, Elite,
Datacom, GDS (Global Data Systems),
there’s a lot of those little companies
ploughing around and they’ve got a fair
few OSVs between them.”
“And they’ve been dragged out to other
regions and other parts of the world. So
that period of time, really the growth was
not coming from the wider commercial
market, which was really feeling the effects
of the downturn.”

Market growth
Despite that downturn, in the intervening
years, right up to the present day, the maritime VSAT market has gone from strength
to strength.
The Comsys Report states that the current number of commercial vessels with
VSAT is close to 10,000, and the market as
a whole has surpassed 20,000 stabilised
sites in service. It sees this number as a tipping point for the industry, and that 50,000
units is achievable over the next few years,
driven by improved services and cheaper
equipment.
“In our optimistic forecast, which has
actually been more accurate over the years,
we think it could get to 54 or 55,000 by
2018,” continues Ms Bull. “If you look at it
going back, we had 7,000 in 2008, to more
than 20,000 at the end of 2014, so things
have moved on quite quickly.”
“In the old days, you didn’t really have
much in the way of choice in terms of your
antenna. If you were going to put a stabilised antenna on a boat, your choice was
pretty much Sea Tel or Sea Tel.”
“There were some people who used
Orbit, but Orbit had issues a lot of the time.
They came out with some innovative stuff,
but a lot of customers found the antennas
difficult to work with. They were better at
C-band than they were at Ku.”
The dominance of Sea Tel in the market
meant that prices remained high, as the
provider struggled to keep pace with the
demand for its systems. New players
coming to the table changed that landscape, with Intellian in particular causing
disruption in the market, according to
Ms Bull.

“Ultimately what it came down to was,
‘hey, we’ve got to equip this vessel, we
need a Sea Tel’,” she says. “And Sea Tel
didn’t have the capacity at the time, or it
got to that point.”
“And I guess it was about 2008, and
there had been some other companies coming in, like KNS and others, and then
Intellian popped up, and they really did
have a major effect on the market.”
“One moment you’re looking at
between $40,000-$60,000 for a Ku-band
VSAT antenna, then within a couple of
years you had a choice of four or five, and
prices really came down significantly. So
today if you’re committing to a large
quantity of antennas – say 200 a year –
you’d be down to around $20,000. It’s a
significant change. Along with that has
come greater levels of reliability, easier
to install, all those types of things. So
all of that has really helped push the market along.”
As VSAT has become more pervasive,
it has become increasingly relied upon at
sea. Alongside operational uses such as
weather and chart updates, voyage planning, and efficiency monitoring, crews
have also benefited hugely from the
ability to access services like Skype,
Facebook and other social media. We
asked Ms Bull how important crew
welfare was in VSAT’s development and
its continued growth.
“Extremely important,” she says.
“There have been various studies by various organisations over the years. We quote
extensively from a study where they interviewed 500-odd crew members about what
was important for them, and internet connectivity has come up time and time again
as being absolutely vital. These people get
on a boat and they could be out there for
months, and if there’s no connection to
friends, family, children, it’s extremely
hard for them.”
“An example I heard was one of the
Chinese shipping lines. Around the time of
our first report, a lot of people were saying
that it (VSAT) just wasn’t going to happen
in Asia, that the Asian lines were too cheap
and nasty and they didn’t care about the
crew. Apparently this one particular
Chinese operator, they were saying ‘we get
a crew, we go on a voyage, we come back,
they never come back on the ship, we just
go and recruit a bunch more people to go
on the next one’.”
“Turnover was absolutely massive:
around 80 or 90 per cent on each voyage.
They were thinking, ‘there’s plenty of
cheap labour, why should we worry’.
After a while they suddenly realised that
actually recruiting and training those
crew was costing them an awful lot of
money, when they could’ve been holding
onto the crew if they’d had broadband
connectivity on the ship, which was a big
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Growth in VSAT installations and revenue
has been significant in the last five years

part of why the crew was just walking
away. So they’ve been putting broadband
on vessels since.”
Internet access at sea is an amenity that
seafarers have started to get a taste for,
and once that happens it is extremely difficult to then remove that facility. Once
the genie is out of the bottle, and operations and crew enjoy the benefits, it can’t
be put back in.
“I remember way back when, probably
around 2003 or 2004, and BP shipping did
a trial on I think three or four tankers,
maybe as many as nine,” explains Ms Bull.
“At the time they had about 50 vessels.
The next thing they know, every single
member of crew on all the other vessels
had applied for a transfer to the vessels
that had VSAT on them. When BP said
they were doing an evaluation, they basically had crew turning around saying ‘well
listen, if we’re not going to have it, we’re
just going to go, we’re going to leave.’ And
so they made the instant decision to just
put it on all the tankers, and it’s been there
ever since.”
Ms Bull says that, around 2009 or 2010,
crew welfare began to decrease in importance as a driver for purchasing VSAT, due
to the trouble in the commercial part of
the market.
However, as companies went ahead
with purchasing decisions based on operational efficiencies, the crew still ended up
using most of the bandwidth – and it
became apparent that if the crew has internet, then they stay.
“You might not lose crew instantly, but
when they get the opportunity to go some-
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Stabilised antenna market shares 2013

where else for an equivalent package and
they get broadband connectivity, well of
course they’re going to choose that,” says
Ms Bull.

Tech developments
Despite advances in L-band technology,
and the prospect of increased speeds with
Iridium’s NEXT constellation, Ms Bull
believes the frequency will become
increasingly marginalised as a broadband
option due to a lack of bandwidth.
Its reliability means that it will always
have a place in the market, but on commercial vessels its role will more often than
not be as a backup to higher throughput
VSAT systems.
“I think L-band, if it’s used sparingly,
can be less costly than VSAT, certainly less
costly to invest in the equipment and
install,” says Ms Bull.
“If you’ve got a relatively small boat,
like a fishing vessel or a small yacht, then
you’ll go with L-band. But if you’re not in
that league, if that’s not where you’re at,
then L-band is ultimately going to be a
backup, and it’s going to be marginalised
in that part of the business. “
“That’s not meant to be derogatory in
any way to L-band, or the equipment, or
anything like that, it’s just the simple fact
that you just don’t have the frequency that
you have in Ku or Ka. It’s only about 10 or
20 Mhz total, for all the world’s L-band. So
what can you do with that? It’s always
going to be expensive.”
The development of flat panel antennas
is another technology that the Comsys
Report addresses. A number of manufacturers, such as Phasor and Kymeta, have
made big strides with flat antennas in
recent years, and Ms Bull says she believes
the technology has the potential to replace
traditional stabilised antennas at some
point in the future.
“I think definitely they have the potential for doing that,” she says. “It’s going to
depend on quite a lot of things. Many years
ago I was doing some work for Mitsubishi,
and they showed me around their technology museum. In there they had a nice flat
plate antenna – electronic, steerable, all
that kind of thing. I said ‘wow, does this

Operator vessel market shares 2014

work?’ and they said ‘yeah’. I said ‘what’s
it doing in a museum?’ and they said,
‘well, it cost $4m to make’.”
“Now we’re not at that stage. Now if
you’re talking about an equivalent 1 or
1.8m antenna, the target price is in the
region of below $10,000. On board a ship
it’s going to be slightly different because
rather than just sitting in a particular place
and just pointing to the occasional satellite
here and there, you’ve got a ship moving
all the time. So it means it will have to have
multiple panels. Or you’re going to have
to have some type of stabilised system
to point it generally in the direction of
the satellite.”
“Is it going to have a major effect on the
maritime market over the next five or ten
years? Yes, absolutely. When these products really start hitting the streets – and
they will – yes it will have a major effect
and it’s going to make life a lot easier. You
don’t need a crane to get it onboard, you
can just carry it on. It’s much easier to
install, much easier to sight, all that type of
stuff, and it will be lower cost. So they’re
definitely going to play a big role.”
While rapid progress has been seen
throughout most parts of the VSAT industry, the Comsys Report notes that investment in overarching technological platforms tends to come first, with the infrastructure to accommodate it sometimes
playing catch-up. Nonetheless, developments and innovations are underway that
should bring platform and modem technology in line with the evolution of satellites and antennas.
“It’s changing,” says Ms Bull.
“Typically 10 or 15 years ago, if you started talking about a link up, it was unusual
to get a link much more than 512 Kbps, and
2 Mbps was huge.”
“Now all of a sudden, anywhere
between 2 and 10 Mbps is common. What
that’s done is suddenly raise the bar on the
need for the modem device to process that
data, to handle the packets.”
“So there’s been a lot of work on that
side and all the major manufacturers have
been working on that. We’ve already seen
some of them come out. Some need more
development and a little more work, but

it’s getting there. I think there’s a bit of
concern about where the whole HTS market is going to play. It’s not an easy market
to get right on the land, let alone at sea. So
there are a few question marks hanging
over that. But generally the technology is
moving on – antennas, modems, satellites
– all of those things, it’s happening out
there.”

Market forces
The current uncertainty in the oil and gas
market is also having complex effects on
the maritime VSAT market, Ms Bull says.
On the one hand, the offshore industry
is suffering from low oil prices, and platforms are being decommissioned. On the
other hand, lower fuel costs are helping
the freight sector, which potentially frees
up funds that can be diverted to VSAT
investment.
Factor in depressed day rates for vessels, as well as the crew welfare argument,
and there are multiple, often conflicting,
forces at play. However, the growth in the
market is expected to continue, and the
Report states that the outlook for maritime
VSAT is ultimately positive.
“The oil and gas price has always historically done this cycle, gone up and gone
down,” says Ms Bull. “It’s just a fact of life.
It will come back. It’s just a question of
when, and then things will pick up again.”
“There’s definitely a big slowdown
there in the next year or so. But I’m already
hearing that parts of the oil and gas market
look better today.”
“I think a lot of the oil and gas companies are using this time where everything
is not so intense to think about the best
way to go forward: the most cost-effective
way to move forward, thinking about
changing their provider, or changing
equipment, or whatever it happens to be.
So that’s a positive side of the downturn in
the market.”
The picture for freight vessels is perhaps more complex. An abundance of
ships means that the supply of gross tonnage for tankers, carriers and containers is
currently outstripping demand, and the
relative slowdown in China’s economy has
not helped.
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Lower oil prices have been negated
somewhat by stricter MARPOL regulations governing Emission Control Areas
(ECAs), but crew welfare is keeping the
VSAT market moving forward, as well as
potential gains from efficiency.
“We know the commercial vessel market has been having a really tough time,”
continues Ms Bull.
“When I’ve spoken to freight companies at the bottom end of the scale in the
commercial market, companies that are
struggling with day rates, they still want
VSAT. They really want it, but it’s a question of can they get it, can they afford it.
And some of them are so up against
the wall that they just can’t. It’s as simple
as that.”
“Having said that, look at how the commercial market has been penetrated, and
has adopted VSAT, over the last five years
or so, during one of the worst recessions in
shipping history. I think going forward,
the business will re-orient itself and the
market will continue to grow. That’s just
inevitable.”
One of the primary reasons for this
belief is just how ingrained VSAT has
become in the day-to-day operations of life
at sea. What was once a luxury is now
becoming closer to the norm, both for crew
retention and more fundamental commercial considerations.
“What we’ve seen over the years in so
many other verticals, is once VSAT comes
along and brings a service that they otherwise would not have had, it brings a competitive advantage,” says Ms Bull. “Then
before you know it, if you don’t have it,
you don’t have a business. You have no
choice but to do it.”
“Even back in 2008 and 2009 when the
downturn happened, particularly in the
yacht/charter business, if you didn’t have
broadband on your yacht, you wouldn’t be
able to charter it. No one would charter it.
Why would they?”
“If you want to charter that vessel, you
have to put a VSAT on there. End of story.
And that is beginning to happen now in
the commercial market. If you don’t have
broadband on your vessel, you are going
to suffer.”
For all the talk of crew welfare and its
undoubted importance, in the end, operational capability is likely to be the stronger
driver. VSAT is now at a point where it can
greatly enhance the function of a vessel,
delivering features at sea unheard of just a
few short years ago.
If a product or service becomes ubiquitous and brings competitive advantage,
those without it get left behind. Ms Bull
believes that the maritime VSAT market is
currently at that tipping point.
“For example in the OSV market, the
contractors want real-time video,” says
Ms Bull.
“They want to understand what is happening at that particular time. So there has
to be real-time video capability on the
OSV. And if they don’t have it, chances
are they’re going to find it very hard to get
a contract.”
“So of course they’re going to have to
have it. It’s almost like saying ‘this OSV
doesn’t have an engine, it’s much cheaper to row it or sail it.’ Well guess what
guys, you need an engine. And they need
broadband.”
DS
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Iridium gears up for NEXT generation
Iridium is gearing up for the first launch later this year in the Iridium NEXT constellation, its $3 billion
next generation satellite network which promises to deliver up to 1.4Mbps L-band services on a global basis.
Digital Ship spoke to Iridium’s Bryan Hartin and Brian Pemberton about the development of
the company’s new services, and what to expect from NEXT
ridium’s current Low Earth Orbit
(LEO) constellation of 66 satellites has
been in commercial operation since
the late 1990s, providing coverage across
the entire globe, including both poles. The
L-band constellation has six orbital planes
spaced 30 degrees apart, with 11 satellites
in each plane, as well as a number of inorbit spares.
The constellation operates just 476 miles
(780 km) from the earth’s surface, and each
satellite is linked to four others — two in
the same orbital plane and one in each
adjacent plane – creating a mesh network
with a short transmission time back to
users on land or sea.

I

“But it’s really more than that. First and
foremost, it’s totally backwards compatible. So all of the existing products and
services that Iridium and its partners sell
and market today worldwide across landmobile, maritime, aviation and M2M, all
those products and services will work
seamlessly on Iridium NEXT.”
Satellite technology has evolved rapidly
since Motorola started developing the
original Iridium constellation back in 1993,
as have the needs of maritime and the
other markets that Iridium serves. Iridium
says it is developing NEXT to better meet
those market needs, delivering more bandwidth at higher data speeds, and facilitating new services beyond what the current
constellation can deliver.
“The added capabilities include
increased speeds,” continues Mr Hartin,
“which will allow us to offer new broadband services which we announced recently – Iridium Certus Broadband – as well as
increased capacity.”
“So the three primary components were
that we needed a new constellation, all the
existing products and services will work
seamlessly, and we’ll be able to offer new
broadband services.”

NEXT time

‘When we get some critical mass in the
latter part of 2016, that’s when we’ll be
able to start offering Iridium Certus
Broadband’ – Bryan Hartin, Iridium
After almost 20 years however, the
satellite network is approaching the end of
its service life – and so, since the start of the
decade the company has been working
towards a new generation of spacecraft.
Today, plans are well underway for this
replacement network, Iridium NEXT,
which is expected to begin launching
before the end of 2015.
Digital Ship spoke to Iridium’s Bryan
Hartin, executive vice president of sales
and marketing, and Brian Pemberton,
director of product management, aeronautical and marine products, about Iridium
NEXT, the Certus Broadband service it will
deliver, and the planning that goes into
replacing a 66-strong satellite constellation.
“It was conceived probably about five
or six years ago,” says Mr Hartin.
“Given the current state of the existing
network – which has performed extremely
well and continues to perform extremely
well – you obviously have to plan for the
next constellation, and that’s one of the
key components of Iridium NEXT: to get a
new constellation that will launch later
this year.”

Iridium NEXT will be a direct replacement
for the original constellation, retaining the
LEO mesh structure currently in operation.
In total 81 satellites will be built, including
66 LEO operational satellites, six in-orbit
spares, and nine ground-backup spacecraft.
Production began in early 2014 at the
Orbital Sciences Corporation satellite manufacturing facility in Gilbert, Arizona. We
asked if the prospect of altering the structural design of the constellation had ever
been explored, and what the launch programme and early operational capability
will look like.
“We’ve always recognised that
Iridium’s LEO constellation gives us
unique advantages in the marketplace,”
says Mr Hartin.
“The ability to offer global pole-to-pole
coverage, and then obviously with a LEO
constellation, the ability to offer smaller
devices with great performance. So really I
don’t think there was ever any consideration to take a different route.”
“The launches start later this year. We’ll
initially launch two satellites, those will go
up and get fully evaluated, probably for
about three or four months, to make sure
that they’re operating as expected. Then,
over the course of 2016 and 2017, there’ll be
seven launches of ten satellites each. The
analogy I use is that it’s similar to a cellular
network rolling out. When we get some
critical mass in the latter part of 2016, that’s
when we’ll be able to start offering Iridium
Certus Broadband.”

‘I think we’ll see more and more extended
adoption, of the number of users and
the different vertical markets’ –
Brian Pemberton, Iridium
With such a large number of satellites
making up the constellation, reaching that
critical mass of operational capability is a
tricky business. The logistics and cost of
building a satellite network on this scale is
one of the reasons the original Iridium
company had to file for Chapter 11 bankruptcy in 1999, just nine months after the
first constellation went into service.
The current incarnation of Iridium,
which emerged from the ashes of the previous company, has no doubt learned
some harsh lessons from its predecessor.
“We’ve got the four launches planned
for 2016, so toward the end of 2016 we’ll
have the two satellites up (from early testing) and then four launches of ten. So
toward the end of 2016, we’ll be able to
introduce those Iridium Certus Broadband
services,” continues Mr Hartin.
“They’ll be supported by the NEXT
satellites overhead, but also by the products and services – and particularly the
products that we’re developing via our
partners that we announced over the (first
half of the year).”
“They’ll be designing, developing, manufacturing and distributing those products, and then we’ll also have them supported by our service providers.”
Those manufacturing partners include
Thales, Cobham SATCOM, Rockwell
Collins, L-3 and ICG, companies which
Iridium says it selected from a pool of over
30 candidates. Initial products from the
partners are expected to appear as soon as
late 2016, following the availability of prototype transceivers from Iridium in the second quarter of 2015.
In conjunction with the more powerful
payloads on the NEXT satellites, Iridium
believes that the equipment developed by
these partners will help deliver significantly increased performance. The decision to work publicly with external manu-
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facturing partners, particularly an antenna manufacturer such as Cobham SATCOM, is something of a departure for the
company given that it delivered the
OpenPort and Pilot services with Iridiumbranded antennas only.
Iridium has previously acknowledged
that defective antenna hardware had been
delivered to customers and had caused
problems for a number of users, leading to
hundreds of replacement units being issued.
The company has since worked hard to
“regain the trust of the market”, as CEO
Matt Desch described it, and working with
the list of established technology partners
it has already announced for Certus
Broadband can only help in that regard.
How the company will charge for its
new services is also still under discussion,
but with the ability to offer L-band services from the low-data rate range up to
1.4Mbps it does have the potential to compete in a variety of market sectors.
“We’re working on the pricing strategy.
One of the key focuses was getting the
VAM (Value Added Manufacturer) partners signed, so we’ve got the product partners clearly identified,” says Mr Hartin.
“We’re going to be working with our
service provider partners across all lines of
business. Suffice to say, we’re going to be
pretty aggressive when it comes to the
broadband service pricing across the three
lines of business.”
“The constellation can support speeds of
up to 1.4Mbps. As we start to introduce
Iridium Certus Broadband services in the latter part of 2016, we’ll definitely have higher
speeds than what we currently offer today.
And then we’ll increasingly offer improved
speeds as we roll out the network.”

New markets
The increased capabilities of its forthcoming network in comparison to what is capable with its current satellites will potentially also open the door to new market opportunities for Iridium.
As well as growth across the company’s
traditional verticals of maritime, aviation
and government, Iridium expects to see
adoption from customers for whom satellite
broadband had previously been out of reach.
“I think the expectation is that yes, the
customer profile will change a little bit,”
explains Brian Pemberton, Iridium’s director of product management for
Aeronautical and Marine Products.
“I think we’ll see more and more
extended adoption, of the number of users
and the different vertical markets.”
“But also we’ll see a new category of
user adopting the broadband services,
because the types of terminals that we’re
looking to be able to introduce to the market will be a smaller form factor, much
lower price point, and hence we’re looking
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The NEXT satellites have been designed to be capable of delivering 1.4Mbps speeds
for increased adoption in new market segments that traditionally have not been able
to afford satellite broadband connectivity.”
Maritime has long been an important
target market for Iridium, with its
OpenPort service offering global voice and
IP connectivity at speeds up to 134Kbps.
Moving on to the next generation Certus
services will enable Iridium to offer a
wider range of speeds, starting at 88 Kbps,
and graduating up to 176, 352, 704 and
finally 1408 Kbps (1.4 Mbps).
The backwards compatibility of Certus
with services such as OpenPort should
allow Iridium to maintain its current customer base, while the increased speeds
give it scope to chase market share among
customers in the L-band sector that were
out of reach with the OpenPort service.
“Right now I think we recognise that
with OpenPort, we’ve got a bit of a

foothold in the market, but it’s really more
about having the distribution channel,”
says Mr Pemberton.
“With Certus, we’re looking to have
not just competitive products, but we
really believe that we’ll have – through
partners like Cobham – superior products
in the marketplace to the existing L-band
products, and we would expect to rapidly
take market share in the 2016, 2017, 2018
time frames.”
“Right now the maritime segment is
expected to be a major component of
growth for Certus Broadband, probably
accounting for about half the incremental
revenue, with land-mobile and aviation
making up the other fifty per cent.”

Bands and bandwidth

According to Iridium’s descriptions of its
new services the top-level Certus speed of

1.4 Mbps has the potential to support features such as HD video, bringing Iridium
and its L-band technology into territory
traditionally reserved for VSAT.
This poses some interesting questions.
As L-band speeds start to close the gap
with VSAT, does Iridium expect to come
into direct competition with VSAT operators, or will its customers more likely continue to view its L-band offering as complementary to VSAT services?
“Ultimately they all work off the same
customer segment, but really what we
see is very complementary positioning
between Iridium Certus and what we see
coming from the HTS (High Throughput
Satellite) community,” says Mr Pemberton.
“I think one of the key elements is we
talk about throughput being in the 500Kb,
700Kb or even 1Mb per second range. The
complimentary nature of the L-band is
even more critical to the Ku- or Ka-band,
because it gives them a more seamless
performance.”
“Today if you fall off from a Ku- or a
Ka-band VSAT – whether it’s back to an
Iridium or an Inmarsat service – it’s a very
notable difference in performance. In the
future, that difference won’t be so notable,
so the idea of these complementary or
hybrid solutions can be much more common, especially in maritime.”
Inmarsat’s Fleet Xpress service for maritime will be a combination of Ka-band
VSAT delivered through the company’s
Global Xpress platform, alongside L-band
connectivity via FleetBroadband. With the
FleetBroadband traffic to be delivered as
an inclusive part of the monthly fee for the
Ka-band service, there would seem to be

little opportunity for Iridium to gain traction among customers for Inmarsat’s
VSAT product.
However, with its higher potential data
rates compared to standard L-band offerings today, and even most VSAT bandwidth packages, Iridium believes Certus is
strong enough to be a standalone communications service while also having the
potential to complement VSAT services
delivered by the myriad operators beyond
Inmarsat.
“First of all, we can operate standalone
in the L-band environment, like we do
today, like Inmarsat does today,” says Mr
Hartin.
“We can also be a complement to VSAT.
There’s a lot of requirement and need
out there for VSAT backup, though we
understand Inmarsat is going to be offering GX, which is a combined Ka and
L-band offering.”
“Iridium Certus can definitely be the Lband compliment to VSAT partners – obviously other than Inmarsat – and we can
play a significant role there. So that versatility gives the ability to operate in a standalone L-band environment, as well as complementary to VSAT.”
If Iridium can successfully deliver
its new spacecraft into orbit, and offer
bandwidth speeds of more than 1Mbps
via reliable hardware, on a global basis
at a market-pleasing cost, then there is
no doubt that it has the potential to be
a serious player in the market for maritime satcoms.
With 72 satellites to launch in the meantime, the next couple of years certainly
promise to be eventful ones for Iridium. DS
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Inmarsat Maritime – a new man at the helm
The departure of Frank Coles as the head of Inmarsat Maritime in October 2014 meant the sudden appointment
of former head of the enterprise unit, Ronald Spithout, to the role. Now about half a year into the job, how is the
company changing under his new leadership? Digital Ship spoke to the new man to find out
015 has been something of a transition year at Inmarsat. The company
is in the process of moving away, for
the first time, from the L-band frequency
which it has used to provide the services
that have been the traditional communications backbone of the shipping industry –
from Inmarsat-A through to FleetBroadband today - and on to Ka-band with its
Global Xpress constellation.
As well as making this bet on VSAT as
the future of maritime connectivity, the
company has also had to adjust to having a
new man in charge of its maritime business
vertical, the single largest revenue generating sector for the company, with Ronald
Spithout taking over as president of
Inmarsat Maritime following the sudden
departure of Frank Coles from the role in
October of 2014.
Mr Spithout was already with the company, heading up the Enterprise business
for Inmarsat, and he is no stranger to the
maritime sector – his experience with shipping goes back many years to the Station
12 days, which morphed into Xantic and
then Stratos, before Stratos was purchased
by Inmarsat in 2009.
So from that perspective, while his
focus for the past few years may have
been elsewhere, the shipping industry is
one that Mr Spithout says he feels comfortable with.
“It’s not a big transition in the sense that
it’s all new, the industry is so conservative
that many of the people that I met before
are still there,” he told Digital Ship, in an
interview at the Inmarsat headquarters
in London.
“They may be wearing a different cap,
but they’re still there. It feels like coming
home almost, I’ve been in the Enterprise
business unit for three years and if you
look at how busy it is over there it felt like
two seconds.”

2

Defined strategy
In his first few months in the job, one of the
tasks that Mr Spithout has been working
on has been condensing the company’s
strategy into a few tightly defined areas
that can be clearly articulated and understood, both by internal stakeholders as
well as the wider market. This has led to
the identification of three specific focus
points for Inmarsat Maritime.
“The first one is the historic market that
Inmarsat was in, which is the big, deep-sea
going merchant maritime market, the
100,000 vessels that we already know from
way back. Ten years ago those were a different 100,000 vessels, but it’s still 100,000
vessels. One part of the strategy is to
deliver more value to those vessels, with
all kinds of new services or a revamp of
old services. That’s strategy one,” said
Mr Spithout.
“The second one is that there is a market
that historically Inmarsat was not very

well penetrated into, and that is the small
boat market. These are boats less than
300gt, maybe about 25m. If there are
100,000 vessels in the merchant market
there are about 2.5 million vessels in the
small boat market worldwide.”
“This is a very underpenetrated market
and that market is growing. Our strategy is
to really spend effort, time and money to
build propositions that are fit for that market. We’re talking cheaper hardware,
smaller hardware, low ARPUs, possibili-

market that comes on the back of our new
satellite set,” said Mr Spithout.
“It’s not about the satellites themselves,
but the satellites coming together with the
big project we started together with Cisco
building a kind of middleware between our
core network and the customer’s environment. We call that the Inmarsat Gateway. It
has a network layer within our network and
has an onboard device that is part of it.”
“There are a heap of features, but the
one you have to remember is that, for the

‘I’m not intending to continue to raise prices, if that’s what you want to hear, but it is
definitely the trend for Inmarsat to keep on providing more value to the market,
and that’s what we’re doing’ – Ronald Spithout, Inmarsat
ties to suspend services for seasonal users.
That market is at least as big as the merchant market.”
To elaborate on this point, Mr Spithout
uses some hypothetical market figures to
demonstrate how the scale of the different
market segments can directly affect the
bottom line.
“If you have a merchant market of
100,000 vessels and an ARPU of $1,000 per
month, for the sake of calculation, that’s a
yearly market of $1.2 billion. If you take
2.5 million small boats with an ARPU of,
say, $50, that’s a $1.5 billion market,”
he explained.
“In the first market we are penetrated at
about 85 per cent, in the second market we
are talking about seven or eight per cent, so
there’s a lot to gain there if we find the
right proposition.”
The third pillar of this three-part strategy
for Inmarsat Maritime will focus on diversification of services, away from traditional
voice and data and integrating with developments in Machine-to-Machine technologies and the Internet of Things.
“Since the end of last year we have been
looking at what we’re calling the Maritime
Enterprise market, and this Maritime
Enterprise market is a completely new

first time, we will be able to bill traffic
based on the user profile. In the past you
bought the terminal and paid for the traffic, that was it. In the new set-up it would
be possible, if there is an engine manufacturer who wants to deliver a flat fee monitoring service on board, for example, who
comes to us and explains what he wants to
do and what the traffic will look like, we
can bill the engine manufacturer. So the
engine manufacturer is capable of delivering a flat-fee subscription monitoring service for that vessel.”
Beyond engine data, Mr Spithout also
sees the technology being applied in areas
like electronic chart manufacturers sending
updates to the ship, or bridge manufacturers monitoring what’s happening on board,
or just about anyone who has an interest in
the maritime market and can add value by
sending data to and from the ship.
“So instead of selling minutes and connectivity to the vessel we are actually selling access to the maritime market. Then
those customers are corporate customers,
they are on shore, but it’s a very maritime
business,” Mr Spithout explained.
“That part of the market just simply
doesn’t exist, because so far nobody could
crack the traffic portion, the vessels
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wouldn’t pay for it. You can’t go to a vessel and say ‘let me sell you an on board
service pack for the engine’ because they
would have to think about what to pay
for the traffic and they wouldn’t know.
Now the manufacturer can say that they
will pay for the traffic and charge the ship
a flat fee to make sure that the engine
stays online.”
“So we have the value play, the volume
play, and the diversification play. That fits
on one page and that will be the strategy
going forward, coming with the new satellites and new platform.”
Aside from this programme of strategic
streamlining that Mr Spithout has been
involved in since taking over Inmarsat
Maritime, his first six months in the job
have also included the introduction of
changes in business processes in the
Maritime organisation to move to a more
functional approach.
This kind of change was required as a
result of the various acquisitions the company has undertaken in the last few years,
most recently Globe Wireless, but also
stretching back to the purchase of Ship
Equip and Stratos over the last six years.
“The current maritime organisation is
now a purely functional organisation,
so there’s a head of sales, a head of business development, a head of market strategy, a chief technology officer and a head
of fulfilment and operations,” Mr
Spithout explained.
“Each of them has the priority to
streamline their functional processes along
the whole maritime organisation, regardless of where the people are and what legacy they have. We don’t keep legacy businesses alive, this is the year that they
will be absolutely integrated along a functional basis.”
“That started in November actually,
when I came in. I think people feel more
‘Inmarsat’ than they feel the legacy business today, and I think that’s a good move
for us.”
Each of the five function heads in question will have to update the existing
processes within that function, adopting
new best practices where applicable and
abandoning practices unsuitable to this
new way of working.
“It’s happening in all five functionalities,” said Mr Spithout.
“In sales, it’s to streamline the whole
way we do sales funnelling, with one system and one process. In product management, take one methodology on how you
take new products and services into the
market. In installation, take one supporting system that does the supply chain and
the logistics.”
“Business processes, back office systems, portfolio pieces – because we got
pieces of portfolios from all the legacy sites
as well – some of them were value adds in
the past and are not value adds any more.
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So we are taking everything and streamlining it into ‘one Inmarsat’. It’s a new
Inmarsat Maritime built from those parts.”

Pricing
One of the more controversial chapters of
the reign of Mr Spithout’s predecessor,
Frank Coles, was the introduction of a
range of price rises across the company’s
Standard Plan on FleetBroadband as well
as other legacy E&E services, such as the
Fleet family.
When asked if there were any further
plans to restructure pricing in 2015, Mr
Spithout seemed keen to reiterate
Inmarsat’s recent strategy of trying to
move users to commitment plans rather
than discuss the future costs of pay-asyou-go services.
“Pricing is an issue if you sell minutes
and megabits, pricing is an issue if you are
on a metred service on your vessel because
they pay for every minute and megabyte.
The minute you step over to value packages, today in gigabytes but in the future
just on speed as with a Global Xpress package you will just buy a 1Mbps package and
not worry about the volume, price will not
be the major differentiator,” he told us.
“If you look today at the prices that we
have on FleetBroadband you see that there
is a move from the lower-end metred packages to the higher-end flat-fee packages,
and that is a move that we deliberately
took. This is not only about price rises, in
all the packages that we have, the flat fee
packages, we put more into the package.”
“In previous years you were paying
XYZ for a 2GB plan, now you will get 4GB
for the same money. That’s not a price rise,
we doubled the allowance. 6GB plans
went to 8GB, and so on. The only place it
became more expensive was on the bottom end metred plans, because eventually
we think that the world in shipping is better off if they are on flat fee packages,
because as long as a vessel stays on
metered plans, crew will be restricted in
whatever they do.”
Mr Spithout says that this strategy
reflects Inmarsat’s commitment to developing services that improve either safety,
operational efficiency, or crew welfare,
and that he feels a metred plan will not sufficiently serve any of those three goals.
Despite this however, a vast number of
Inmarsat customers are still on these packages where they prefer to pay-per-use –
though Mr Spithout says that he doesn’t
think it’s a majority of customers any longer.
“There’s a big portion that’s on Entry
Plans (250MB allowance per month), as we
call it, versus the Standard Plans (pay as
you go after first 20MB). There are still a
big number, yes, (on Standard Plans), but I
see a lot of migration,” he told us.
“If I look back over January, 2.5 per cent
of our installed base moved away from the
metered plans to the higher plans, meaning they all started to pay more, voluntarily. They could have stayed where they
were, but 2.5 per cent in one month moved
to the higher plans.”
It could be argued that this strategy is
trying to employ both the carrot and the
stick approach to market management –
the carrot being higher megabyte
allowances once the user commits to a
package, and the stick the continual raising
of prices at the low end that mean metred

plans are no longer economically viable for
users beyond a certain threshold.
“I really think that the low end plans
deserve the raise, because I don’t think that
over the last seven years you saw a lot of
price raising at Inmarsat. But we are also
now at a time that it’s really time to give
crew access to the normal world – and that
doesn’t go with a metred plan. So it’s all to
create more value,” said Mr Spithout.
“I don’t think we are looking to a series
of price raises, the prices that we have now
are doing well. We see a lot of migration
upwards, and we would have seen a lot of
deactivations if it was true, what you said,
if we were really hitting a point where they
said ‘Inmarsat is too expensive’. We don’t
see that.”
“I’m not intending to continue to raise
prices, if that’s what you want to hear, but
it is definitely the trend for Inmarsat to
keep on providing more value to the market, and that’s what we’re doing.”
Mr Spithout also notes that very low
end users may be better served moving to
one of the plans aimed more at the fishing
and leisure market rather than its packages
aimed at deep-sea commercial maritime, if
they are using small numbers of
megabytes and minutes.
“I didn’t dive into the demographics of
the vessels, but I can imagine that a lot of
the smaller vessels are actually on the
wrong plan. I can imagine that a lot of the
smaller vessels should actually be on a
Fleet One plan, which is a small vessel plan,
which is much more beneficial,” he said.
“If you only use 30MB or 40MB per
month, what type of operations are you
doing on the vessel? They should dive into
that and see if they are on the right package. We are not yet like a telecom operator
who is calling you every second month to
tell you you’re on the wrong plan!”

Global Xpress
At the other end of the spectrum from the
30MB or 40MB per month customers are
those Inmarsat will be hoping to entice
over to its new Ka-band platform, Global
Xpress (GX).
With the third and final satellite in the
constellation having arrived at the launch
site in Kazhakstan ahead of a scheduled (at
the time of writing) early June launch,
Inmarsat says it is on course to have full
global commercial service availability on
the high-throughput network before the
end of 2015.
In the meantime the company is offering a regional high-throughput product, a
mixed Ka-band/L-band service called
FleetBroadband Xtra, using coverage from
the one commercially operational Global
Xpress satellite over the Indian Ocean in
Ka-band, and L-band on FleetBroadband
everywhere else.
Coverage from the second satellite in
the network is expected to be added to this
shortly, with the satellite successfully in
orbit and currently undergoing tests ahead
of commercial service introduction.
“In October (2014) we were still on track
to launch Global Xpress as one big bang at
the time of global coverage. Then we sat
together in November and said ‘well, is
that the right approach?’” said Mr Spithout.
“We were trying to look back at where
that decision had come from and we related it back to the FleetBroadband introduc-

Projected Global Xpress coverage - FleetBroadband Xtra will offer coverage
in the Indian Ocean Region (marked in green)
tion seven or eight years ago where shipping only adopted FleetBroadband after
global coverage. But if you think back,
what happened at that time is that we
delivered a FleetBroadband terminal and
we took a Sat-B or Fleet off. If you have
that approach then there’s no way somebody would take a FleetBroadband knowing that there was only one satellite.”
“What we do today is that, with the
launch of the new constellation, we step
over from a conventional service to a managed service. So instead of taking a
FleetBroadband off, we are adding a
Global Xpress terminal and moving to a
managed service where we manage the
failover between the two.”
Mr Spithout believes that, with 50 per
cent of the world’s vessels already travelling under the footprint of the Indian
Ocean Region GX satellite, there are customers who will want to take advantage of
Ka-band connectivity on those terms.
“That service is alive now, beta tests
went absolutely great, so people can have
Global Xpress service under one satellite,
and relying on FleetBroadband for the rest
of the world,” he said.
“If you are on a trade from Europe to
South East Asia you wouldn’t leave the
Indian Ocean region at all. In that light the
second satellite is a non-event, because we
will just add the second satellite to that
service. Yes, the people in the Americas
will be happy because they will have the
service at that time.”
“The Pacific is only for a very small portion of the vessels, the biggest bang is happening now with Global Xpress rolled out
in the Indian Ocean region. That’s an
amazing deviation from the path that we
were on before the end of last year.”
Inmarsat is expecting revenues from GX
to reach $500 million per year by the fifth
anniversary of the launch of global service,
which would mean the end of 2020 under
current plans. How much of this is expected to come from maritime alone is not
defined, Mr Spithout said.
“We haven’t broken it down, what
we’ve said is that GX will have $500 million (in revenues per year) by the fifth
anniversary of the global launch. That’s
globally,” he explained.
“Today Inmarsat Maritime is roughly
half of our business. I don’t know how that
will be five years from now knowing that
we having a highly accelerating aviation
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and enterprise business that will probably
have larger growth figures than maritime.
But it will give you clue. That’s as far as I
can go because we haven’t done that exercise yet in detail.”

Retail vs Wholesale
Another area of change for Inmarsat in
2015 has been an apparent softening in its
'direct to market' approach over the course
of the last few months.
Without making any official statements
on the matter, references by CEO Rupert
Pearce during investor calls about the critical importance of the company’s wholesale business to its overall strategy, as well
as the adoption of what it called an ‘open
technology strategy’ at the Inmarsat
Developer Conference in January, may
suggest that the hard push for direct sales
previously seen in the Maritime business is
being scaled back in favour of a more
friendly, ‘inclusive’ approach.
When asked about this issue, Mr
Spithout was adamant that he has no
intention of competing with Inmarsat partners, and was keen to highlight the point
that the majority of Inmarsat Maritime revenues are coming from indirect sales –
though this seems to be counting sales
through Service Providers affiliated with
the former Stratos business unit as being
indirect rather than direct.
“Everyone thinks that with the acquisition of Stratos and Ship Equip and Globe
Wireless we would be predominantly a
retailer, but that is far from the truth. I
think it’s 82 per cent that’s indirect, 18 per
cent direct. If you look back at the old DPs
(distribution partners), then it might be
different, but if you look at what is direct
and indirect then it’s 82 per cent indirect,”
he told us.
“Stratos had heaps of Service
Providers, as they called them at that time,
and so do all the other DPs. So we are stepping over to a situation where we will
have partners, and nothing else but partners. In the past we had LESOs (land Earth
station operators), DPs and Service
Providers. The only thing that differentiates a partner going forward is the way
they interconnect with Inmarsat.”
“You can interconnect with Inmarsat by
interconnecting straight away into our
back-office systems, or you can interconnect with Inmarsat by interconnecting with
our gateway systems that came with the
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Crew Management in Cloud Age
In light of the changing face of
economy, sustainable growth in the
shipping industry requires quality and
cost effective ship management. One of
the major components of attaining
optimised levels of quality and cost
effectiveness is to ensure efficient crew
management is properly orchestrated at
global scale.
Crew management implies working in a
global environment with locations in
many countries and time zones with
ever-changing complex set of regulations to comply with. Ensuring aggregate compliance assumes labour intensive processes, not easily scalable.
Moving crew at a global scale is also an
extremely time sensitive operation that
requires not only real time data but also
better cooperation methods between
dispersed entities. Traditionally, this
happens based on a top down push
based communication mechanism but
for high scale efficiency, cooperation
should be interactive and real time.
Relying on a legacy outdated system
becomes a hindrance and cancels the
benefit of having offices and resources
in different parts of the world and
different time zones as cooperation is
difficult and slow and hardly any
delegation is possible. Also, resource
sharing that makes sense on load peaks
is almost impossible on legacy systems.
High numbers of remote users are
unable to work real time or at all on
legacy systems. There are always delays
in getting data and the reports generated are semi- reliable with transparency
blurred at best. Constant technological
change often weakens the business
value of legacy systems, rendering them
as obsolete.
For all these problems and more, a
solution that ticks all the boxes is
COMPAS, developed and continuously
improved by Net Vision.
COMPAS is a state of the art cloud crew
management system build to handle the
complexity of business for a multi
company setup and allow all parties to
work interdependent in real time from a
simple web browser.
...............................................................................................

“Thome Group implemented the COMPAS
Crew Management system to achieve a
ŚŝŐŚĞƌůĞǀĞůŽĨĞĸĐŝĞŶĐǇŝŶŝƚƐĚĂƚĂĐŽůůĞĐƟŽŶ
ĂŶĚ ĚŝƐƚƌŝďƵƟŽŶ͕ ĂŶĚ ďĞƩĞƌ ƟŵĞ ŵĂŶĂŐĞŵĞŶƚ͕ĂƐǁĞůůĂƐƐĞƌǀĞƚŚĞƉƌŝŶĐŝƉĂůƐ͕ĂƚƚŚĞŝƌ
ĐŽŶǀĞŶŝĞŶĐĞ͕ ŝŶƐƚĂŶƚůǇ ŽŶ dŚŽŵĞ͛Ɛ ĐƌĞǁ
ŵĂŶĂŐĞŵĞŶƚŽƉĞƌĂƟŽŶ͘dŚĞŶĞĞĚĨŽƌĂŶĞǁ
ǁĞďͲďĂƐĞĚdŚŝƌĚ'ĞŶĞƌĂƟŽŶĐƌĞǁŵĂŶĂŐĞment system became increasingly important
ƚŽ ƚŚĞ dŚŽŵĞ 'ƌŽƵƉ ŝŶ ŝƚƐ ĞīŽƌƚƐ ƚŽ ďĞƩĞƌ
ŵĂŶĂŐĞ ŝƚƐ ĐƌĞǁŝŶŐ ƌĞƐŽƵƌĐĞƐ͕ ĂƐ ǁĞůů ĂƐ

cope with constantly increasing headcount
ĂŶĚƌĞƉŽƌƟŶŐƌĞƋƵŝƌĞŵĞŶƚƐ͘͟
Captain Michael Elwert
ŝƌĞĐƚŽƌ͕'ƌŽƵƉ,Z͕,^^YΘƌĞǁŝŶŐ
Thome Group
...............................................................................................

This system offers a holistic approach
incorporating modern management
principals and best practices and
constantly evolves and absorbs, develops and promotes cutting edge concepts
and processes.
COMPAS provides 360-degree coverage
of the entire human resource function of
a commercial vessels operator, incorporating advanced planning and execution tools meant to enhance crew
management capacities.

COMPAS features

- Personnel Database with extensive
data capture capabilities on all dimensions and extensive validation.
- Recruitment: From identification of
personnel requirements and creating
what-if scenarios, to tracking deployment and performance of new hires and
generating reports and statistics.
- Compliance Check: Automatic analysis of various compliance requirements
related to company, flag, owner, vessel
type, onboard equipment, STCW, etc.
- Reporting: Inbuilt reports and business
intelligence tool, embedded in each of
the functional areas of the application
and providing immediate insights and
situational analysis.
- Visual-aided Planning: Allows
planning with inbuilt business logic to
help identify best possible replacement
for crew onboard and what-if scenarios
on compliance with all regulations and
requirements.
Drag-and-drop
tool
allows multiple angles like vessel-based
or rank-based crew planning.
- Execution Tools: Enhances crew
change capacity – embedded travel
management, automatic email notification with attachments, validation of last
round of compliance checks, cost
control, bulk update of crew records,
etc.
The system’s automated payroll
provides cost and process efficiencies
and allows for fewer errors in accounting and regulatory compliance. It
handles natively multi CBA, multi wage
scales, multi currencies, accruals, leave
pay calculation, financial system
integration, e-banking interface, taxes
and statutory compliance.

COMPAS travel planner is regarded as
the best travel tool in the industry offering comprehensive travel planning and
execution tool that maps all crew movement in an integrated application with
fantastic reporting and benchmarking
capabilities.
COMPAS offers a comprehensive crew
training module that ensures smooth
management of internal and third party
training, long-term planning and
forecasting of training needs, reducing
training costs by optimizing the mix of
classroom-based, vessel based, office
based training methods and distance
learning programs; It also provide
ability to capture all competence related
data from all sources, integrating information from courses, qualifications,
certificates, training programs, training
recommendations and follow-up, CBTs,
assessments and more. It adds SCORM
compliant E-learning delivery capabilities and manages and measures e-learning consumption.

automation features to enable maximum output with a minimal effort
while helping avoid mistakes and
human errors.

COMPAS for crew

COMPAS crew self service module
enable seafarers to access their profile
while on leave and update relevant new
information as well as follow up and
contribute on e-appraisals, e-learning,
self-assessments, get information on
planning, travel, training gap and calendar, payroll and payslips.
It is always well received by crew and it
quickly becomes a precious tool that
enhances communication and cooperation with crew while reducing dramatically number of calls and queries.

Extreme availability

The onboard module allows a range of
functions designed to make the job
onboard simpler and more efficient:
Master’s cash accounts, Slop chest and
bonded stores management, work and
rest
hours
monitoring,
variable
overtime capture and reporting,
automated payroll and payslip generation, victualing, drills management,
accident and incident investigation,
crew change planning and crew travel.

Created for cloud before cloud concept
came to exist, COMPAS went through
stages of technological advancements
and ended up becoming a leading
solution not just functional but technological as well. On user side Compas
works on any operating system (Windows, Mac, Linux), on any browser
(Chrome, Firefox, Explorer, Safari) as
well as any mobile device (IPhone, IPad,
Android based smart phones) and
more. Having the entire power of the
system in your pocket brings incredible
efficiency gains and fantastic response
times, eliminating dependencies and
crushing boundaries.

COMPAS for decision makers

Proven benefits

Management
dashboard
provides
decision makers big picture overview
on all essential areas with fantastic drill
down capabilities allowing accurate
pinpointing to lowest level of detail. Its
rich reporting capability spans over
thousands of clear, real life reports
providing valuable information both as
status as well as trend, allowing
informed decisions to have focus and
substance.
...............................................................................................

“Wilhelmsen Ship Management entered into
an agreement with Net Vision to implement
ŝƚƐ ĐƌĞǁ ŵĂŶĂŐĞŵĞŶƚ ƐǇƐƚĞŵ͕ KDW^͕
ƐƚĂƌƟŶŐ DĂƌĐŚ ϮϬϭϭ͘ ŽŵƉĂƐ ŝƐ Ă
state-of-the-art tool that allows easy and
ŇĞǆŝďůĞŝŶĨŽƌŵĂƟŽŶŚĂŶĚůŝŶŐĐĂƉĂĐŝƚǇĨŽƌĂůů
ĂƐƉĞĐƚƐŽĨŵŽĚĞƌŶĐƌĞǁŵĂŶĂŐĞŵĞŶƚ͘͟
Captain Tushar Mohile
sŝĐĞͲWƌĞƐŝĚĞŶƚ͕DĂƌŝŶĞWĞƌƐŽŶŶĞů
Wilhelmsen Ship Management
...............................................................................................

COMPAS for execution teams

Execution of plan and daily operation
offers unmatched opportunities for
efficiency gains. For these to materialise
COMPAS embeds countless tools and

As a general overview, running a
system like COMPAS changes the way
people work. It enables a system driven
cooperation and real time resource
sharing that are not possible on legacy
systems. Re-engineering efficiencies
around new capabilities brought by the
system allows not only tremendous
efficiency gains but fundamentally
changes working relationships from
push based towards connected interdependency.
...............................................................................................

“The day COMPAS went live was a big day
ĨŽƌ hŶŝƚĞĂŵ DĂƌŝŶĞ͘ dŚĞ ƉƌŽũĞĐƚ ƐƚĂƌƚĞĚ ŝŶ
ƚŚĞ ƐƵŵŵĞƌ ŽĨ ϮϬϭϭ ĂŶĚ ŝŶǀŽůǀĞĚ Ă ůĂƌŐĞ
ŶƵŵďĞƌŽĨŬĞǇƉĞƌƐŽŶŶĞůĨƌŽŵďŽƚŚƚŚĞŇĞĞƚ
ƉĞƌƐŽŶŶĞů ĂŶĚ ƉĂǇƌŽůů ĚĞƉĂƌƚŵĞŶƚ͘ dŚĞ
ŝŶƚƌŽĚƵĐƟŽŶ ŽĨ ŽŵƉĂƐ ŵĂƌŬƐ Ă ƐƚƌĂƚĞŐŝĐ
move by Uniteam Marine to streamline
ĞǆŝƐƟŶŐďƵƐŝŶĞƐƐƉƌŽĐĞĚƵƌĞƐĂŶĚƚŽƉƵƐŚŽƵƚ
various manual data entry tasks to manning
ĂŐĞŶƚƐ͘͟
tĂƌƌĞŶ'ŝďďƐ͕
IT Director
ĂƉƚ͘dŚŽŵĂƐZĞƉƉĞŶŚĂŐĞŶ͕
Fleet Director
Uniteam Marine
...............................................................................................

Get a taste of COMPAS at NOR Shipping
june 02-05

WWW.NETVISIONCORPORATION.COM

booth B01-27

COMPLETE CREW MANAGEMENT SOLUTION
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SATCOMS
purchase of Stratos. In both cases we’re
talking about indirect business, and in both
cases I don’t want to compete with them.”
As evidence of this ‘non-compete’ philosophy, Mr Spithout points to the fact that
Inmarsat has made a conscious decision to
preclude itself from the development of
any applications for use with its services,
with those applications one of the main
differentiators for companies competing in
selling the same Inmarsat airtime.
“That means that there’s no way that I
can compete with my channel, regardless
of what they were in the past, DPs or
Service Providers. Because internally I still
have to provide service to Service
Providers at a margin as well,” he said.
“If you look at that there’s only one way
to work, and that’s Inmarsat Maritime
being predominantly a wholesaler. My
partners won’t trust me if I compete with
them, whether they were a DP in the past
or a Service Provider in the past.”
“The difference between a DP and a
Service Provider was only given by the
fact that they were using I-3 or I-4 services
in the past, because in the past you could
only distribute I-3 services if you were a
LESO, and LESO’s were carrying Service
Providers. Inmarsat changed the model
and on the I-4 services you could only
become a DP. So there are many parties
who today are a Service Provider and a DP
– that has to stop. Going forward they’ll all
be partners, and only the way they interconnect with us will define what type of
partner they are. In no other circumstances
am I going to compete with them.”
As a result, Mr Spithout says that he
believes that Inmarsat’s 18 per cent revenue share via direct sales is likely to
decline in the future, with little likelihood
of organic growth if competition with the
sales channel is avoided.
In such a scenario it would seem that
business logic might suggest that a retail
business with no growth prospects, and
the potential to cause worries among partners of being a future competitor
(unfounded or otherwise), should be sold
– allowing Inmarsat to concentrate on its
wholesale operations and reinvest the proceeds into that core business.
However, Mr Spithout says that such a
sale is not on the cards, and that Inmarsat
intends to keep selling direct for the time
being. His hope is that he will be able to
rebuild trust with the partner community
to the extent that the issue of competition
is no longer seen as any threat.
“Why would we (sell)? It gives us a good
opportunity to liaise with the biggest customers in the industry, and really feel what
their needs are and serve them, profitably. I
don’t see the urge to sell,” he told us.
“I’m competing, but on a level playing
field. The partners know that I won’t
undercut any of them to get a bigger stake
of the direct market. With the partners it’s
about trust. It will take time for trust to
develop as well, but my people have to
make profit on everything they do. So
there’s no way I will throw in free hardware boxes, for example, there’s no way I
will start subsidising heavily hardware
that I won myself.”
“Our partners have to trust that if we
go in for a customer that they have a more
than fair chance to win the business
against us, especially in the future where
Digital Ship June/July 2015 page 28

it’s all about value and applications. I
don’t make them and they do, hopefully.
I hope that in the future a lot of our partners are coming up with certified applications that are creating value on board. My
only task is to enable that. I won’t write
software. Yes, I have an historic iFusion
box (from Globe Wireless), but it’s fundamentally different to how it was positioned last year.”
Mr Spithout believes that this blended
approach of direct and indirect sales will
continue to be the best way for Inmarsat to
serve its customers going forward into the
GX era.
“If the model is like it is today, 80 or 85
per cent indirect, I think it gives us a good
healthy balance. We keep our connection
with the market, we keep an eye on what
is needed to be successful in the market,
which way it’s going, and then let the partners do the rest,” he said.
“The moment I step around them, and
cut my prices or cut my margins, or give
away hardware, then within a millisecond you will have a competing situation.
So far, since I moved to Maritime, it didn’t happen. If my people come to me and
say they need a better price because they
are competing with XYZ, I’ll say go away,
it’s not happening.”
“That’s the trust we are building,
maybe it will take another couple of
months, but once you are there you have
a good ecosystem.”

Tomorrow’s world
With the interview drawing to a close, it
seems clear from the conversation so far
that Inmarsat is trying to shift focus somewhat toward a more partner-focused
approach, at least in the Maritime part of
the business – with the repeated references
to a ‘non-compete’ strategy and the highlighting of how the majority of revenues
depend on indirect business, there is a feeling that the company wants to be seen to
be drawing attention to the importance it
places on its partners and resellers.
That is perhaps evidenced by Inmarsat’s
choice of person to take over its Maritime
business after Mr Coles’ departure. While
his predecessor was well known for being
forthright, outspoken and completely
assured in his own beliefs – not always to
his own benefit – Mr Spithout comes across
as a more genial and softly spoken personality, someone who may be more collaborative in his decision making and more
likely to extend an olive branch than a
baseball bat in the face of conflict.
Perhaps Mr Spithout’s approach to the
job is best illustrated by his answer when
asked if he had any final words to close the
discussion – rather than pointing to customer growth or revenue numbers, he
instead spoke of his hopes for success in
making internal changes in the company,
and nurturing the team around him.
“The major message is that there’s
a new business unit for Maritime,” Mr
Spithout said.
“It’s not about me, it’s about the people
working together in a new way, a legacyfree way, with a very clear market strategy
and a whole heap of new services they can
leverage.”
“I think you’ll find a lot of enthusiasm
around the maritime team for all these
new ideas.”
DS
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HTS and the evolution of maritime satcoms
Digital Ship recently organised a round table discussion session in Monaco, bringing together a panel of four vessel
operators, three communications technology suppliers and one market forecaster to discuss the future development of
satellite communications in the shipping industry. Amongst a wide range of subjects the debate covered the potential of
high throughput satellites, VSAT as ‘a new standard’, and what a shipping company really looks for when choosing a system

D

igital Ship's 2015 round table discussion, titled ‘HTS and the evolution of maritime satcoms' and
hosted by Airbus Defence and Space at the
Novotel Monte Carlo in Monaco, brought
together a panel of eight experts with
decades of experience in the field of vessel
operations and the application of technology in the shipping environment.
The goal of the discussion was to examine some of the current, emerging and
planned future communications technologies on offer to the maritime market, and to
gather opinions on how the evolution in
the technologies on offer might change the
operational environment in coming years.
Digital Ship posed a number of questions to the panel (identified in the table on
the right), starting with a review of the current satcom usage among our vessel operators and how that affects their view of the
new generation of emerging technologies.
Digital Ship (DS): To start us off, I’d like
to get an idea of what type of satellite
communications systems our shipping
companies here today are using, to learn
about the type of experiences you’ve had
with these services to date. Kevin, could
we start with you?
Kevin Sinclair (KS): We’re using VSAT,
Ku-band VSAT systems, as the mainstream
communications system. We use FBBs
(FleetBroadbands) as a backup. That’s pretty much the satellite situation we have on
board the fleet, we have about 70 vessels
that are equipped in this manner.
DS: Is it a standardised set-up, do you
have the same system on each ship?
KS: We’ve rolled out five vessels per
month, on average, for the past year. We’ll
be doing this for the next year and probably through to the end of 2016. Yes, it’s
fully standardised, and we have simple
installation as well on the vessels.

DS: What were you replacing with this
roll-out?
KS: It’s all newbuilds, so we’re not
replacing anything. We had a fleet of 20
vessels that still had ‘F’ terminals and we
replaced the F terminals with the combo,
the VSAT plus the FBB, as they were doing
drydocks.
So that was 20 vessels, of which we’ve
probably sold about 10 so we’re only left
with 10 legacy vessels, that are now up to
standard. It’s a very young fleet.
DS: So Ku-band VSAT is the system of
choice for you?
KS: Yes.
DS: Simone, what are your ships using?
Simone Gori (SG): For shipmanagement it’s a little bit different from when
you own the ship as well, so we have quite
a lot of variety in terms of products.
FleetBroadband of course is one, and
VSAT, and L-band with Iridium.
Talking
in
terms
of
Seatec
Communications, as part of the V.Group
we are trying to standardise the solution,
but it’s not always easy. What we are trying to do is offer consultancy about how
the owner can save money and also satisfy
their expectations.
DS: So what kind of advice to you give in
terms of the type of satellite communications systems you see as being most effective and most efficient?
SG: Believe it or not, there are still owners with Fleet77 and Inmarsat-B systems,
even at the end of last year there were
thousands of Inmarsat-B systems all over
the world. So we need to be cost effective
as well, so FleetBroadband may be the first
solution to go to, but if you look a little bit
ahead then the VSAT can be the right solution, for sure.
William Biegun (WB): At CMA CGM

Who’s who: The Panel
The panel consisted of (abbreviations in brackets):
(WL) – Wei Li, Senior consultant at Euroconsult, in charge of research reports on
mobile satellite communications, mainly in the maritime and aeronautical sectors.
(KS) – Kevin Sinclair, IT applications manager at Scorpio Ship Management,
involved with managing satellite communications and network systems for the company (replacing Alasthair Saunders, IT vessel support manager, who was unable to
attend the round table).
(ALT) – Alain Laplace-Toulouse, Area sales manager with Marlink, based in
Antibes in France and responsible for distribution and service for maritime satellite
communications products.
(SG)– Simone Gori, General manager at Seatec Communications, part of the
V.Group supplying IT, navigation and communications equipment and airtime services to V.Ships.
(WB) – William Biegun, Head of navigation, communication and vessel IT systems
at CMA SHIPS (Ship Management company of CMA CGM) and responsible for
approximately 100 owned vessels.
(BB) – Barbara Bersani, Head of sales for South Europe, Middle East & Africa at
Airbus Defence and Space, managing maritime sales efforts across these regions.
(MVP) – Marjolijn van Tiel-Postma, Purchasing manager at Beltship Management
Limited in Monaco for the last 10 years, a manager and owner of self-discharging
bulk carriers and gearless bulk carriers.
(CI) – Chris Insall, Senior principal product manager for maritime services at
Intelsat, a satellite operator partnering with the majority of maritime VSAT service
providers.
we are using a mixture of F systems, like
Fleet77, and FleetBroadband and VSAT. I
have to go back a bit into history to explain
why we have so many devices on board.
A few years ago we actually had only
one single Fleet77 on board our vessels, but
that was causing some operational issues
when the Fleet77 was broken or out of
order. So we had the idea that we should
introduce a second system on board.
That was in 2009, and at that time we
were suffering a major crisis in the container shipping market. We could not afford the
high costs involved with the Fleet77, so we
decided to install FleetBroadband on board

The panel (clockwise from bottom left): Chris Insall, Intelsat; Marjolijn van Tiel-Postma, Beltship Management; Barbara Bersani,
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our vessels. We kept the Fleet77 on board as
a backup and FleetBroadband became our
primary system.
It was ok for some time, but then eventually, in mid-2013, we decided to introduce
Ku-band VSAT on board our vessels, for
reasons that I will explain later on. But still,
the initial idea was that the VSAT would
replace the Fleet77, but unluckily for us,
most pedestals for the Fleet77s were in the
X-band radar beam, so there was some
interference and we could not replace them
at the same location. So we decided to keep
the Fleet77 as a second backup!
The VSAT was installed somewhere
else more appropriate on board. So that
explains our variety of systems, which in
some senses is good because, as we are
trading worldwide, we see that in different
parts of the world we might have different
blocking areas in ports, sometimes it’s
affecting the VSAT, sometimes it’s more
the FleetBroadband, so for the time being
we are quite happy with the three systems
on board.
For the newbuild vessels we kept this
structure where we have three systems on
board – VSAT and two FleetBroadbands.
DS: So that’s the standard fit for you at
the moment?
WB: Yes.
Marjolijn van Tiel-Postma (MVP): We
were quite similar, we had Fleet77s
because it was on ships before everything
else came out, then we started with
Iridium OpenPort with the first generation
almost as soon as it came out.
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That was enough for where the ships
were sailing, then we got ships from Brazil
for a Brazilian owner, which we built for
them, and they wanted to offer crew internet facilities. So we added FleetBroadband,
with Iridium as a back-up.
For the ships that went to Africa,
because the crew couldn’t go ashore there,
we also added VSAT. Not just for that reason, but also to be able to remotely monitor
parts of the equipment on board because it
was a 24-hour operation.
DS: So you have a mix, a little bit of
everything?
MVP: Yes.
DS: It’s interesting that with each of our
shipping companies represented here
today, you are now at the stage where you
are all using VSAT to some extent on
board at least some of your ships, something we would probably not have seen
just a few years ago. Maybe our other panellists can tell us a bit about how this is
reflected in wider trends across the industry? Wei, that’s your area in particular.
Wei Li (WL): I think industry-wide we
have seen very strong growth in VSAT in
the last five years. For now, according to
our last report, we see globally speaking
14,000 or 15,000 VSATs active globally.
Other reports have said figures like 30,000
but we are less optimistic than that, we’re
not counting that many.
DS: What type of vessels are you including in that, does it extend to oil rigs and
platforms or just ships?
WL: We’re counting everything in maritime and offshore, so including the rigs
and support vessels, all of the merchant
ships and commercial ships, all of the
superyachts and cruise ships, and government vessels like the Coast Guard.
Counting all of that we came up with
something like 14,000 to 15,000 VSAT vessels active globally, and we see that growing very fast.
Many of these users come from migration from legacy Inmarsat systems, they
are demanding more bandwidth and want
to have more traffic per month, and
Inmarsat is too expensive to support this
kind of usage so they are moving to VSAT.
In terms of the frequency, most of these
new VSAT users are in Ku-band, but there
is still some C-band in legacy systems that
have been installed for some time, people
are not trying to replace them so they are
still being used.
There are some ships that require high
quality in their connections and global coverage and they may stay with C-band, but
we think that the numbers using C-band
will stay relatively stable in the next five
years, the majority of growth will come
from Ku-band.
VSAT is growing very fast, but on the
other side MSS (mobile satellite services)
are growing fast as well. So if we compare
the net addition of VSAT and MSS, in
VSAT it increased between 1,500 and 1,800
in
the
last
year
globally
but
FleetBroadband increased by more than
10,000 in one year. Many of those are coming from migration from old systems as
they tried to push people on to
FleetBroadband, it doesn’t mean there are
10,000 new vessels in the market.

There’s also a big difference between
regions, we talked to many service
providers and ship owners in Europe and
the Middle East and many of their newbuilds have VSAT from the very beginning, but if we look at Asia or some Latin
American countries, many of the newbuilds there have FleetBroadband or
Iridium to begin with. So there are big differences in the dynamics between regions.
We believe that in the future both MSS
and VSAT will keep growing, but in terms
of revenue VSAT will show more growth.
Right now more than 50 per cent of the
revenues in the market are coming from
MSS, but within the next five to ten years
VSAT will be responsible for more than 50
per cent.
In terms of revenue it will be bigger,
though in terms of terminals, about 80 per
cent of the terminals will be MSS, because
they’ll be on for back-up on VSAT vessels
while there will be many vessels that still
only use MSS and no VSAT. Those are the
trends we see for the moment.
WB: When do you foresee the end of
dial-up technology, Fleet77 for instance?
WL: In the next five years. I think
Inmarsat have had plans to terminate some
services but have been late sometimes in
doing that, sometimes because people
haven’t been willing to migrate, but I think
their plan is to stop older generations of
systems because it’s not efficient in terms
of spectrum usage and management.
They’ll want to free up that spectrum
for new generations of systems that are
more efficient and easier to manage. So I
think that in the next five year’s all of the
Inmarsat-3 generation except Inmarsat-C
will be terminated.
DS: There are GMDSS issues to consider
in that, with ships using Fleet77 for their
GMDSS for example, politically it won’t
be easy to switch that off.
MVP: It happened with Inmarsat-D
though, I had to change SSAS equipment
on two ships because the satellite came
falling out of the sky!
SG: It’s interesting, I remember the
Inmarsat-B and Inmarsat said it was supposed to shut down in 2014 – but once they
discovered that so many terminals were
still out there they decided to postpone.
Alain
Laplace-Toulouse
(ALT):
Concerning Inmarsat-C, it’s a bit different
because Inmarsat has a 10-year period to
give notice before they close down the
service, as it’s a GMDSS service.
Chris Insall (CI): Some of the safety
product agreements are formal, others
informal. This affects how long a terminal
is maintained on a vessel.
ALT: Even if it’s informal, I think they’ll
keep to it because they have all of those
vessels fitted with Inmarsat-C.
CI: The industry, as we see, is very careful about letting go of equipment which
has been so useful on a vessel, but in terms
of old systems there is the danger that you
end up with pricing plans which are not
suitable and that an operator can’t then
access all of the advantages of clearing a
deck space and putting in new systems.
You’re subject to the whim of your
operator for old systems that have pricing
plans that are encouraging you away from
those systems. It’s a challenge if you don’t
have a plan to replace those systems, then

you’re at the mercy of the L-band operator.
MVP: I agree with that, the problem
though is that because it’s new technology
it changes all the time. Putting Iridium on
board the ship five years ago, when it was
brand new and ‘the next big thing’, within
a year the same guy that came to sell the
Iridium comes and tells me I need to put a
VSAT antenna on board.
When we were designing the newbuilds
for Brazil five years ago I think I talked to
every single company almost that’s out
there, but it moves so quickly. Sometimes
you just want to hang on to your old
equipment due to the fact that you know
that it works, even if it’s expensive.
Every time you put a new thing on
board you have all the start-up issues,
things don’t work, people need to learn
how to use it, you lose the connection –
stuff like that.
So I can understand that people want to
hang on to things. But you do run out of
space, we are considering putting VSAT on
the Brazilian ships because the owner complains about the speed of the crew internet,
and we don’t know where to put it.
Barbara Bersani (BB): This is interesting, we are a supplier of various technologies from MSS up to very high-end customised VSAT, and what we see in the
market is that ship owners or managers
tend to hesitate today because there are so
many different technologies, not only for
today but being announced to be available
in the future. There is a tendency for some
to ‘wait and see’.
However, we are at a crossroads at the
moment, and we have technologies that
can evolve with the new advances. So you
can follow a route that will allow you to
evolve to follow what will come next, and
reduce that fear while taking advantage of
the best that exists today.
There are many different technologies,
it’s like a jungle and it’s not so easy to
understand the differences between the
technologies and what is to come.
MVP: I have an IT background so they
can tell me anything really, but because
I’ve talked to so many companies and
studied everything I have a pretty good
idea. Another problem is space and the
size of the antennas. Compare an Iridium
antenna, which you can basically put
under your arm and carry up the ladder,
with a VSAT antenna – with VSAT you
need a crane to put it in place so it’s a different proposition.
Our ships in Brazil sail between Brazil
and China, anchoring in Singapore for
bunkering only – where are you going to
put it on board? We’d need to hire a floating crane in Singapore and that’s going to
cost more than the VSAT antenna.
KS: We delayed our VSAT programme
by about two years for the reason that
Barbara mentioned – it’s just a jungle.
There were many systems available at the
time, then Global Xpress was announced
so do you wait for it, what do you do?
In the end, two years later than we had
planned, we actually decided to standardise
everything and go with VSAT on Ku-band,
and have all of our vessels installed with
that technology for a long span of time
rather than changing every three years.
We went with that solution and chickened out of C-band because of the size of
the antenna, thinking that that would just

Digital Ship June/July 2015 page 30

‘Every time you put a new thing on board
you have all the start-up issues’ - Marjolijn
van Tiel-Postma, Beltship Management
make things more difficult. As Barbara was
saying, at some stage you’ve got to go and
start doing something, if you just keep
looking at the market you’ll never move
because there are so many changes and so
many choices. The best choice is the one
you make now and go ahead with.
DS: Do any of you have an opinion on
what a minimum monthly data requirement would be in 2015 for a modern shipping company to operate in competition
with the best in the business? And a minimum bandwidth that it would be hard to
operate without?
MVP: There are so many variables, for
example our ships that went to Africa doubled in crew, instead of 23 crew all of a
sudden there were 45 crew. They cannot
go ashore and they work in 12-hour shifts
so they have a lot of time to be on the internet. So that creates a huge requirement.
KS: It’s not a question of bandwidth, of
how much data, it’s about giving your
crew internet. That’s what you need. If you
don’t have that people will not want to join
your vessel. Crew retention and welfare is
absolutely paramount at this stage.
We’ve had to introduce a system where
the crew has to pay for their internet with
one of our third party ship managers,
because their entire fleet is based on a pay
per usage internet package.
Introducing vessels with VSAT with
free internet would have been a total disaster for them because they realised that if
they did it the rest of their crew would
want to go on those vessels. That really, in
2015, is becoming paramount.
DS: So having IP capability and internet
access is the minimum requirement?
KS: Absolutely, having packet data and
free internet for the crew.
MVP: The big problem with that is how
it’s described, providers may say they can
implement a ‘crew internet café’ on the
ship, but of course it will never be like
walking into a crew internet café on shore.
Things the crews do on shore, like talking
on Skype with relatives face to face with
video, if then they go on board the ship it’s
going to be different, it has to go from the
ship into space and back to shore.
With the talk in the industry about crew
internet, they think it’s going to be the
same as on shore. But it can’t be.
SG: If you look at the number of devices
they are bringing on board too, the have a
smartphone, an iPad, so many devices.
They expect to have service with these.
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DS: So managing expectations is a key
issue for you?
SG: Yes, you need to manage the
expectations.
KS: On the vessels we operate we have
a crew of 23-25, and it takes very little time
for them to start to understand that they
actually have to talk to each other – if
someone wants to do a video chat with
their family they can’t all do it at the same
time. At some stage there is an understanding and they get organised.
We’ve gotten very positive feedback on
the systems. Usually when you supply the
service you will not get a letter every
month congratulating you that it’s great,
but the minute you flip a switch and
switch it off it’s a tragedy. You’ll be judged
on your non-performance, not on the fact
that you’ve supplied internet for free.
MVP: Can I ask, do your ships offer
them Wi-Fi?
KS: Yes, it’s only Wi-Fi in fact.
MVP: For us, we decided against that
because of the fact that then you would
have too many people on at the same time.
BB: I think that if you are providing
internet access to the crew it is important to
think about how to manage that access. It’s
not only about connectivity at an affordable cost for the crew and the shipping
company, it’s really also about how you
control it, manage it, give them access, setting up private accounts etc.
SG: For some shipowners it’s also a
matter of the policy of the shipowners
themselves, whether they allow hotspots
or want it in one area in one room where
everybody can get access, whether that’s
with their own laptops or not, so they are
sharing and being together – maintaining
that social aspect.
From the commercial side, I think the
owner would probably be quite happy to
have a 250MB package just for commercial
traffic, though now with the ECDIS if
you’re upgrading charts over the internet
instead of on DVD that might have an
effect. But generally the commercial side
hasn’t had a huge change, the big changes
and the big challenge is in crew welfare.
WB: I would agree with that, in the container ship market having internet access is
not common, it’s not the norm. CMA CGM
is one of the leaders in VSAT installation,
amongst the top 3, 4, 5 players, but still
there are a lot of container ships in the market with no crew internet access.
For pure operational matters, 250MB is
enough as a monthly allowance, it’s
enough to exchange e-mails and replicate
some databases so you can run your vessel.
As soon as you put crew welfare on board,
in terms of internet access, you need much
more than that.
At CMA CGM we initially went for a
5GB allowance per month, but very rapidly we have seen that it was not enough. On
average it’s 8GB that the crew are using,
and that might be 10GB very soon. So we
will most probably migrate to a 20GB bundle. We decided to put a small fee on the
internet access on our vessels, for several
reasons.
One of the main reasons is that we don’t
have unlimited bandwidth, so we want
somehow to have the crew have some
responsibility for bandwidth usage. As
soon as it’s free then you’ve got no limit.
Putting a very small fee limits the usage.

DS: So it’s just a matter of having people
think before they log on to something,
rather than being a revenue stream?
WB: It’s just to remind them that they are
using something that is not free for the company. The price that we charge them is far
below what we are paying for the system on
board, but it at least limits their usage on
board and also frees up some bandwidth
for the rest of the crew to use too.

‘In the container ship market, having
internet access is not common, it’s not the
norm’ - William Biegun, CMA SHIPS
With that system we’ve seen that even
with 25 crew on board we have six or seven
people connected at one time, no more than
that. You don’t have the whole ship trying
to get on the internet at the same time.
SG: Someone needs to be doing some
work!
DS: So is crew internet becoming a minimum requirement in the industry, ahead
of talking about data bundles or bandwidth speeds? You have to have a system
that will support this one way or another.
MVP: MLC requirements state that you
have to already give them e-mail access.
DS: But MLC 2006 only talks about giving ‘consideration’ to providing ‘reasonable access’, so it’s very much open to
interpretation.
MVP: You have to give them access to
e-mail, which doesn’t have to be free.
DS: Yes, it has to be of a ‘reasonable’ price
– but still, in MLC phrases like ‘reasonable’, ‘consideration should be given’ and
‘where practicable’ could easily be
argued if the shipping company didn’t
want to provide it.
MVP: It has become a main focus of surveyors, you get Flag surveyors onboard
specifically for MLC. And they’re harsh,
I’ve had my battles with surveyors!
DS: I have heard it mentioned that the
biggest effect of having these guidelines,
debateable language or otherwise, is that
they have made crews more aware of the
fact that these systems are out there now
and they should be expecting to have
them available. Crews are asking, even
more so than in the past, ‘where is my email and internet access?’
MVP: I think it’s important these days to
keep your crew, if you have good crew you
want to keep them. Crew turnover is a problem for a lot of companies. So if you want to
keep them, yes, offer free internet and offer
free e-mail services. The only thing we
make them pay for are the phone calls.
SG: Lately I had a meeting with a client

and he said ‘we would like to be a little bit
ahead of the normal’, providing also content like movies and newspapers and so
on, because once they have a valued crew
they want to keep them.
ALT: E-mail is, I think, a minimum
request that the shipping companies have
to offer to their crew. It’s the shipping company’s own decision, they need to decide
how to manage the crew usage – is the
crew going to pay a minimum fee or have
free e-mail and pay a small amount for
internet usage, or something else?
It’s all up to the shipping company to
decide that, and all shipping companies
are different. Tankers are different from
containers, and we can see that in our business as the needs of a tanker fleet are very
different from a bulk carrier fleet.
Last year we contracted something like
600 VSATs. And most of them are coming
with a special box that enables the shipping company to manage the crew needs,
they can decide if they can go on the internet during this or that period of time, or if
they’ll only have two or three hours per
day of usage.
As Simone said, they have to work so
most shipping companies don’t want an
‘open bar’, even if they are on fixed fee
VSAT people have to be aware that they
can only use a certain volume. That’s all up
to the company.
BB: We also have shipping companies
that finance the VSAT solution through
the crew, so the crew is paying to have
access. It’s all just a question of the policy
of the companies.
KS: We limit the time they can spend on
sessions, but decided to provide a free
service, again to promote retention.
DS: Moving on from the crew welfare
aspects of communications, and to add to
the ‘jungle’ mentioned earlier, a range of
high throughput satellite systems (HTS)
from different operators are set to be
introduced in the next few years, in Kaband and in Ku-band particularly, with
regional and global coverage.
How do you see these developments
changing the maritime satcoms market
and the way people approach their satcom purchasing decisions? Chris, perhaps we can start with you telling us
about Intelsat’s HTS plans to inform the
discussion a little?
CI: It’s very interesting to hear all of the
different comments about the changes in
requirements. Going back a few years to
2001, at that time I was running a series of
very detailed focus group studies in
Norway and in Greece, and we were looking at the concept of whether internet on
ships was actually acceptable at all to the
shipping industry. To look at the shift to
where we are today, the comments in this
room and the rate of change in take up, is
hugely significant.
We saw in terms of the crew usage takeup, there was a survey done last year with
Futurenautics which said that in the next
year 36 per cent of their respondents
expected to expand their crew communications capacity significantly. The operational side is equally staggering in its
changes, potentially.
So for us, we have made some very significant investments: we have a programme
of the first six Epic satellites which runs
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from next year to 2019. Each of those satellites will have a capacity of between 25 and
60 Gbps. We need to take on board all of
these inputs and plan accordingly.
For us, what is going to change is that
we’ll certainly see costs per bit coming down
- that is only to be expected given the
increase in capacity that not only we are providing but as part of a satellite ecosystem
that is delivering a step change in access.
What we’ll also see is the installation
rates continuing to increase, our partner
Marlink here announced a doubling in
their annual rate of VSAT installations to
600 for 2014, so as part of that we need to
plan our capacity accordingly. Most certainly what we can say is that there will be
increased choice for the ship operator, and
this will be of great benefit and something
we are very much in favour of.
Exactly how the market will develop in
terms of the precise applications used and
the CIR and MIR that vessels will have is
very difficult to predict precisely, but what
you can see is a very, very strong trend in
terms of utilisation.
You’ve got analysis like the ComSys
report, which said that a range of service
providers had increased their expectations
of monthly usage on ships from 50Gbps to
100Gbps, and that change had taken place
just within one year. You could say that
HTS is matching the strength of those
requirements, and so far it has been very
difficult to underestimate the strength of
that requirement, that demand.
DS: Wei, this is an area you’re doing a lot
of research in, do you want to tell us
about your projections for the next few
years in terms of capacity and costs per
bit for the maritime market?
WL: We see several things. Firstly, as
both you and Chris mentioned, there will
be a very big change in supply. If we count
all of the high throughput systems including Epic and Global Xpress and Telenor
and Telesat and so many different systems,
I think the available capacity over the
oceans will increase 10 times in just the
next two years.
So what does that mean? I think it will
mean overcapacity, the demand is growing
really fast but it’s growing gradually. It
will take time for a lot of shipping companies to decide to install the new applications that will drive this, and it will take
time for the crew to adapt to those new
applications, so it will take time for the
demand to really increase.
Supply is different, once a satellite is
launched supply is doubled or tripled.
Historically we see between one and three
years of a gap between supply and
demand, in year one of the launches we’ll
have all of this capacity available and in
year two or three the demand will start
coming up to match that supply.
During this short window we’ll see
overcapacity, and usually overcapacity
leads to competition between the different
operators as their task becomes trying to
lock in the customer. They’ll try to lock in
market share and competition will intensify during this period, everyone will have
more capacity and can offer a much lower
price per bit.
As the demand grows up towards the
supply and the customers are locked in on
two-year, three-year or five-year contracts,
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connectivity via satellite
We see the possibilities for broadband connectivity in the
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coverage of the world’s ocean regions to meet the needs of
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deliver seamless communications at sea anytime, everywhere.
www.ses.com / maritime
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then the focus on the supplier side shifts
towards controlling traffic and number of
vessels so service quality isn’t impacted.
After that, we see that both supply and
demand will grow into the future.
One of the key differences from when
you look at the market today is that big
players like Intelsat are now looking at
designing coverage especially for mobility,
it’s different to most of the existing Kuband capacity that was originally designed
for terrestrial television.
Today you have service providers buying one bit of coverage from an operator
here and another from there, but now the
satellite operators are seeing maritime and
aeronautical as important markets and are
designing beams over the oceans and signing in service providers years before
launch. So as they start to design for mobility big operators will be able to offer global coverage and you won’t need to go to
five different operators.
So we think that satellite operator market share will change and be less fragmented in the future. The market will consolidate, and if that continues to happen
maybe we’ll move towards a monopolytype situation like in MSS now where
Inmarsat control 80 per cent of the market.
I’m not looking at three or five years’ time,
but in 10 years’ time? Maybe a big operator
can control 70 or 80 per cent of maritime
market share, it’s possible.
DS: In terms of these strategies for Airbus
and Marlink – Alain and Barbara, Wei
has mentioned changes in competition
and oversupply affecting prices, how
does that fit with your own strategy for
the next few years?
BB: To follow on from what Wei said on
a possible monopoly, I think our strategy is
very clear, we are technology agnostic.
We have signed a major strategic agreement with the most important SNOs (satellite network operators), we’ve done that
both on Ku-band with Intelsat Epic and
with SES for our land services in Africa, for
example. We are also the number one independent Inmarsat distributor. So as such I
think we are well positioned to be able to
offer a choice.
Wei spoke about locking people in, but
there’s no risk on that for us because all
technologies are made available.
DS: Do you think price competition will
be a big factor in the next five years?
BB: Price competition is expected, high
throughput satellites are expected indeed
to offer more efficient use of the spectrum
– so more bits at the same price, or more
bandwidth for the same price. This is the
expectation.
The investments we’re making now are
in having developed applications that can
work across technologies and across platforms, so they can evolve with the new
systems and take advantage of more data,
whatever the frequency.
ALT: I think the idea of ‘locking in’ customers, I don’t think it’s true. It depends on
the service provider, talking about our services, we supply iDirect technology which is
an international, widely spread technology.
If a customer doesn’t want our services any
longer they can move to another company,
they don’t have to change the modem they
just change the frequency.

WB: As a ship operator we are just in
the middle of migrating to VSAT Ku-band,
and we already can hear all about the new
technology that’s coming, even better,
even quicker. I guess for the operators it’s
very important that we get reassured that
the choices we made initially on the hardware we implemented on board our vessels is still relevant in the coming years.
I think that’s important, because up to
now, every time we wanted to change technology we had to change hardware. But it
seems that with HTS there is the possibility
to keep the same Ku-band hardware.
CI: Yes, I can confirm that with Epic –
the system will be backwards compatible
for existing antenna equipment.
DS: For you William, is that the biggest
consideration when looking at the next
generation of satellite systems, the backward compatibility? You’re not all that
worried about the changes in capacity
and price per bit, and so on?
WB: It’s something we can discuss later
on regarding the price, but changing hardware on board the vessel is not that easy.
We’ve been through that exercise several
times already since 2009. I want a strong
message that we’ve made a choice that will
be lasting for a few years, that’s important.
DS: So you want to be able to improve
on what you have rather than take it out
and start again with something new and
different?
WB: Yes, that’s right.
KS: Every three years is not acceptable,
having a programme where you have to do
heavy maintenance installing your antennas every three years is a cost. It’s taxing
just in terms of getting the stuff done.
Vessels that just come out of the shipyard
are way easier, once the vessels are on the
water it’s a completely different story.
WL: How many years do you keep the
hardware?
KS: You’d expect to at least go to five
years.
MVP: It’s the drydock cycle, five years
for most of them. If you can last for two
drydock cycles then even better.
SG: If you look what is happening in the
marine business then you realise that it’s
like what is already in place for the land
comms. Today there are companies doing
the hardware under a leasing agreement.
Global Xpress and other companies like
KVH, in the future, maybe not yet, they’ll be
having a big competition over content and
airtime only, the hardware won’t be free of
charge but it won’t be a consideration.
DS: So you would prefer a situation
where you sign a contract and the
provider does everything, like where you
sign a mobile phone contract and get a
phone, airtime, data and the rest? I suppose the installation is an additional
issue, you can’t put a VSAT in your pocket like a phone!
KS: The difficulty is more to do with
that, the palaver of actually running the
logistics of installing it, upgrading it, doing
something on board. Whether the vessel
stops at a regular base and you’ve purchased some stock to have available there
in warehouses, or not, the point is that having to do that every three years is just pollution in your general system.

An antenna that would last five to seven
years where you just need to upgrade the
modem, which is much easier than going
near the above deck equipment, would
make us much happier. If we could get the
antenna, the modem, and could run several providers with the equipment if you’re
unhappy with the provider, that’s the flexibility we would like in maritime.
MVP: Do you lease or buy the antennas?
KS: We buy them, that’s a financial
decision.
WB: We lease them, that’s a choice we
made in 2009 because we were anticipating
that the technology would evolve a lot. So
far we’re quite happy with the choice of
leasing. But even though we are leasing,
we still have to deal with a lot of logistics.
With technology evolving very quickly,
implementation of new technologies on
board is a logistics challenge.
DS: So the technology is almost a side
issue for you, it’s the challenge of getting
physical things on and off the ship?
WB: Yes, and there’s a crew training
aspect as well that you have to consider. If
you’re changing every three years there is
always a different way of working with
that technology so you have to train the
crew to have everybody confident with
the technology.

‘Price competition is expected, high
throughput satellites are expected indeed
to offer more efficient use of the
spectrum’ - Barbara Bersani, Airbus
Defence and Space

KS: We started with IP 17 years ago,
when I joined the company the first thing
we did was put a Cisco router on the back
of an Inmarsat-B terminal.
Today we’re using it in nearly the same
way, the requirement at the time was to be
able to take remote control over the systems on board to do maintenance. There
was no way that a ship was going to run
with computers on board, especially ones
based on Windows, and not have the availability of live maintenance, of having IT
maintenance people logging in to the systems and keeping an eye on them. That
was the requirement.
It was possible then, and it’s possible
now with VSAT and much higher bandwidths. Where we haven’t moved very far,
apart from with crew internet, we have not
moved towards Cloud and ‘live’ systems,
to the extent where the company can be the
Cloud for the vessels.
We don’t think we have enough bandwidth, we’ve tried and it’s not really comfortable to use our intranet from the vessels. It works, but it’s not as smooth as we
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would like it to be, plus the back-up
wouldn’t be of the same quality. So as of
today we have not made plans to actually
move on to a Cloud system for the vessels.
We work by replication, we replicate
huge amounts of data with the VSAT. If we
have to send a file of half a gigabyte we
don’t even think twice about it, we just put it
up and it’ll be there the next day on board.
This is not something we could do 15 years
ago, because of the cost. Now we can do it.
But it’s still like offline replication, in
the background, it’s not ‘live’. This is our
next step.
DS: Would something like that then influence your view of the benefit of these HTS
systems that we’ve been promised?
KS: Yes, of course, it would mean that
maybe our next evolution is going to be
having two VSAT systems, having one
VSAT system backing up the other, maybe
C-band and Ku-band.
CI: Or it could be combined, there are a
lot of good antennas that are coming
through at the moment that are looking to
combine C-band and Ku-band.
KS: Yes, but if you lose the antenna, you
lose everything. If there’s a technical problem with the antenna you have nothing left.
CI: I think L-band will surely be there as
a back-up.
KS: That’s the other thing, as you customise your applications and develop your
applications to become reliant on bandwidth, your back-up is going to have to be
of the same quality. So in the end you
might have to have a Global Xpress system
and a Ku-band VSAT system. That would
be a perfect combination!
You’d have a high throughput back-up
to a high throughput system. But the budget is not going to be the same, so we need
to weigh the advantages. The whole industry works on offline replication now, and I
don’t really think it’s ready to just go ‘live’
all of a sudden.
DS: I’d like to come back to that point a
little bit later, but to stay with the HTS
impact on choice I’d first like to ask
Marjolijn about how your purchasing
decisions on satcoms for your ships are
being influenced by the imminent arrival
of these new systems – how is that affecting what you want to do now?
MVP: If you manage ships you are very
reliant on what the owner wants. We have
FleetBroadband on the ships, we have
crew internet. But every time the ships go
to Brazil the owners go on board, the ships
are in very small places so coverage is not
always that great, they complain that it’s
really slow when they try to use the systems. Of course the crew then agree with
what the owner says because they also
want faster internet than they have.
We have four managers running our
ships so we might have another ship there
from another manager that they’re saying
is much faster, though they won’t tell us
what they have on board! Well, we know
what they have on board and it’s not possible, but that’s what you’re dealing with.
So we think the owners want to go for
VSAT, the drydock window opens in
December for the four new ships so we’ll
need to make them an offer. But it’s really
difficult to decide. As was said already, you
research and decide on something, but then
somebody says ‘oh, this is coming out soon’.
continued on page 38
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SATCOMS
Continued from page 34

The closer you get to the time you actually
have to install it the more that will happen.
When there’s new technology out there
usually you’ll want to go for the newest of
the newest, at least I would, I wouldn’t pick
an existing system if they say the new one
is much better, if it’s comparable in price.
DS: Would it delay you and cause you to
wait, the idea that in maybe two years’
time there will be a new fleet of satellites?
MVP: No, it wouldn’t because the fact
that the antennas are so big and I have to
put them on board during drydock, I don’t
have a choice.

‘We know communications now is taking a
big piece of the budget for a shipping
company’ - Simone Gori, Seatec
Communications (V.Group)
DS: So there’s no element of ‘wait and
see’ for you – you need this now, to install
at this time, so you need to go ahead.
MVP: It’s the only time the owner will
probably free up the budget for it, and the
only time we can physically put it on
board, during the drydock.
CI: Our plan really is to facilitate that
process, by saying that the platform is
backwards compatible. There will be a
range of different packages and different
services provided by our service providers,
which will likely change and improve as
the rate of take-up is very impressive, 25
per cent per year was reported recently for
the increase of VSAT in the commercial sector every year in maritime.
MVP: One of the words that always gets
mentioned is ‘global’, but to me I have to
ask what that means? For example, you
have ships in Africa in a remote corner and
you take them somewhere else, like the
southern part of Australia, you have to
turn the VSAT off because it won’t work,
you have to choose something different.
So for me, everybody talks about ‘global’, but what antenna should we put on
board to have access in the remote corners
of the world? Some of the ships go to niche
markets, places where there is no infrastructure, so it’s important.
ALT: When you look at the provider you
need to look at the coverage they offer, it’s
quite easy to ask each of them for the coverage map. That’s where you see the difference between a global provider and some
providers that offer only regional coverage.
You should be able to go from Brazil to
Africa without any problem, and from
Africa to Australia, besides maybe some
lack of coverage in the Southern Ocean.
BB: Reliability is something that can be
said, but then it also experienced. People

know each other and talk to each other, so
you can present a very nice marketing
pitch or something like that, but later when
the vessels are using it, the shipping industry is a small world, so people will talk to
each other.
MVP: Every conference I go to there are
always some companies that are discussed
in this way.
SG: For example, we were talking earlier about giving crew internet access for
free, as a company policy. Maybe you’ll do
that and it doesn’t work because people try
to be on all the time. Then if you charge for
it, the demand might go down and it could
work better, but there will be an expectation of the level of service because they are
paying for it.
BB: Are you using different VSAT
providers, or do you group them? I guess it
depends on the owners?
SG: What we are trying to do is, as soon
as the vessel comes under management,
unless there is a strong contract we will
move it to a V.Group solution, because we
know communications now is taking a big
piece of the budget for a shipping company.
BB: What is the proportion today of
your customers that have VSAT?
SG: It’s hard to say, because ships enter
management and go out and change systems. Most of them right now have a
FleetBroadband contract, 30 per cent of
them have a VSAT system fitted
With old contracts, where data and
voice was included together, it’s hard for
the owner to upgrade because on the new
FleetBroadband contract they’ll have to
pay extra for the voice. Some others decided to go for VSAT because they saw the
value in it, it depends on the company.
MVP: We choose providers that also
provide IT support, we have them install
the whole computer system and they can
remotely access it the whole time to monitor it. The thing is that we need to look
globally again, it’s not just related to where
you can get a connection.
If we’re talking about equipment which
might be able to evolve into something
else, does that mean that people have to go
on board the ship? People always show
me a nice map of global support in 100 different ports where they have service
included, but there’s never a port we go to
on that list. Which means that service is
extremely expensive.
The one time I got service done on the
ships with VSAT in Africa I paid about the
same as the price of a VSAT antenna
because it’s a remote location.
CI: What we’re hearing now, and this
has been the case increasingly over the last
five years, from an end-user perspective
having a solution-based sale is absolutely
fundamental, covering remote access at all
times when it’s needed, and requiring a
lack of on board intervention.
I come back again to the C-band and
Ku-band switchable systems, three or four
years ago it wasn’t possible to have automated switching on a single antenna
between those bands, and it was necessary
for a trained crew member or a chief engineer to physically swap out the feed on a
2.4m multi-band antenna.
But in the last year there have been significant developments to improve that and it
will become the case that switching between
those bands will be a smooth experience.

BB: There is still the size issue for C-band
with 2.4m, which is a constraint. I think this
is one of the major constraints on C-band.
MVP: If you go with that solution it’s
usually partially related to what you want
to do for your crew, which means most of
the time at the same time you are also
installing a satellite TV antenna, which is
just as big. You should see our ships that
went to Africa, there are antennas everywhere, they had to find specific places like
bridge wings to put them.
CI: We will see a greater range of antennas available, and with the new satellite
systems being launched it might be possible to see sub-50cm antennas on Ku-band.
DS: Would that make a big difference, for
example for you Marjolijn and what
you’ve been talking about with your purchasing decisions, if it was that much easier to get an antenna on and off? Like you
mentioned with the OpenPort which you
can put under your arm.
MVP: Of course. We’ve changed out
Iridium OpenPort antennas a lot, which is
not so good, we had the second generation.
The first generation actually still works to
this day, the second generation kept failing.
But the thing is that you can send it to
even the most remote port in China or
Brazil and somebody can carry it on the
ship and change it out. It’s easy. If VSAT
antennas would be of a size where that
becomes easy then it would definitely
change your decision.
BB: I think part of the technological evolution will also be in the antennas, today
you have C/Ku-band, Ku/Ka-band antennas, and now it’s just a question of opening
that to other technologies based on the
physics of the different frequencies.
WB: On top of the frequency, which
allows plenty of debate already, there is a
point that is important for us, which is the
ability of our supplier to actually support
our vessels once the antenna is installed on
board the vessel.
As Marjolijn said, sometimes in remote
locations it can be hard. We’re lucky
enough with the container ships to go to
ports where you usually have service centres, but at the beginning of the VSAT
migration one point we took into account
was the ability to have onboard service
performed in a few key ports, because
there’s nothing worse than a VAST antenna that cannot be repaired for a month.
DS: So for all this talk about gigabits of
capacity, cheaper prices per bit and all the
rest – in the end, it’s more important for
you to have better service and better
antennas, the more practical elements of
the installation?
WB: Yes, frequency or gigabytes are not
everything, if it doesn’t work then it is not
going to be very useful.
MVP: Exactly, you can have bandwidth
of any number you like, but if it doesn’t
work it doesn’t work.
WB: In the maritime market, our container ships are used to having a lot of
onboard service performed in various
ports, for radars for instance, or GMDSS,
and the same spirit has to be in place
regarding VSAT as well.
They might not understand that they
might not get the same level of service in
smaller ports as when they’re in Hong
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Kong or Singapore. Having support in a
few key ports is important if you don’t
cover all ports, at the very least you need to
cover the major ones.
DS: Do you think that’s something that
has been lacking in the maritime industry
as a whole to date, proper support for
VSAT systems?
WB: Yes. It’s improving quickly, but it’s
important that this step forward happens.
DS: I suppose that’s a matter of the number of terminals in the market, where the
economics makes more sense.
WB: I guess in the VSAT market before,
with the offshore industry for instance,
there were crew that were maybe more
familiar with electronics and so on. It can
be different if you go to the container ship
market where people may feel less comfortable with electronics and supporting
hardware like this.
SG: This also has to be seen not just in
terms of crew welfare and internet, exchange
of e-mail for commercial and crew use –
there are companies now who want to do
things like take the technical data for analysis and to ensure efficient and safe operation.
DS: Kevin, in terms of support and maintenance of your onboard systems, what
are your experiences there?
KS: A very important thing for us is
actually the delivery. Five vessels a month
means that whoever is offering these services has to be there and they have to be on
location practically full time. The installation has to be faultless, it has to be perfect.
We’ve found with VSAT that you really
have to have a proper installation or you’re
going to be paying later.
It’s critical, and different from MSS
where you can turn up with your antenna,
bolt it down and you’d probably get away
with it. With a VSAT there are a few things
that you really want to make sure of, down
to the connectors. Once it’s done properly
we find that there’s no real issue once we
have our regular maintenance.
In case of unexpected problems we
expect the providers to have service everywhere. Now of course if it’s in a remote
place we end up paying for the intervention,
but I don’t think the costs are excessive, it’s
about the ability to have someone there,
someone who can take a flight and get there
quickly. That’s what we’re expecting.
DS: Do you expect the provider to cover
everything or do you do any of the work
yourselves, with the crew? Maybe the crew
working with people in the office to manage the maintenance of the equipment?
KS: If it’s a matter of tightening a bolt
that would be handled on board, with the
assistance of the provider of course, by the
crew. If it’s something like a power supply
that’s completely gone, if we don’t have a
spare then that’s it, we need a spare.
If it’s very easily identified then our
crew will be ready to do something to
bring the system back online quickly. If it’s
in reach of a service technician then the
technician will come on board, change the
power supply or whatever it is, and also do
general maintenance as well. This is what
we’re trying to do, keep the systems maintained and only fix them ourselves if it’s
something obvious.
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Four or five years ago we had some problems with power supplies where most of
them were changed by the crew, because
they were failing a lot, so we ended up
doing replacements ourselves. It was faster
to have the spare parts shipped and installed
as it was pretty much plug and play.
It happens unfortunately, you get a bad
series of antennas or something else, that
can happen to anyone. As the numbers are
becoming bigger for us, with more than 70
systems installed now, the teething problems we had five years ago are not really
reoccurring, which is a good thing.
DS: Okay, to move on from the crew and
the equipment issues we’ve covered so
far, I’d like to turn our attention to the
business and operational applications
that are being made available by evolving
satcom technologies. What kind of
changes might you expect to see as a
result, in terms of the kinds of applications shipping companies are using and
the way those applications will impact
how shipping companies are being run?
Kevin, you mentioned the Cloud earlier, that’s one of the technologies that
could become more widespread in maritime as communications evolve – what
exactly do you need to make that a reality?
KS: We need the availability of smooth
high-speed bandwidth, and a back-up that
actually offers the same performance. It
would be pretty disruptive to fall back on
to a back-up that really ruins the entire
experience or makes it impossible to
upload large files, or anything else where
you’d need high bandwidth.

maintain it.
If we had high bandwidth availability
on board at all times then we may think
about hosting the servers on the main
infrastructure within the company, or in
the Cloud or wherever. But the point is
that the vessel would only be a customer, a
client-side system only, with no servers on
board. All services would be on shore.
DS: Is the main benefit of that in having
expert IT knowledge on shore and keeping systems running at their best, without needing to have that knowledge on
every ship?
KS: Yes, definitely. Instead of having
140 servers across the vessels there might
only be four within the company to run the
same operation. But again, we would have
to rely on the bandwidth, it would need to
be smooth and it would need to have
redundancy with a similar service.
DS: So effectively a double VSAT system?
KS: Yes, something like that. So there
are some calculations to be made to see if
that’s financially viable.
MVP: The main advantage is that it’s
live, because everything now is always
behind until replication is done. Until
somebody has pushed the button or it has
reached the hours you have set for the
replication to be done, that’s the only time
you get the information in the office.
What we want is that system to be live,
where you change something in the system
in the office and they can immediately see
it on the ship, and vice versa.
WB: I would agree with Kevin, that you

(l-r) Chris Insall of Intelsat, Marjolijn van Tiel-Postma of Beltship Management,
Barbara Bersani of Airbus Defence and Space, and William Biegun of CMA SHIPS
assess predictions for the VSAT market
The industry tends to work in an offline
replication mode, and the data that gets
continuous feeds is low-bandwidth data, it
could be monitoring alerts or things that
will work perfectly on a slower system.
We’re looking at what we can do to have
applications hosted with the company, and
the company acting as a Cloud for the vessels, but it’s difficult.
DS: Would that create significant operational benefits for you, to be able to do
that?
KS: Right now we actually have servers
on board, with a high level of redundancy.
We have redundant servers with virtual
machines, so if we lose the hardware there
will always be enough hardware to run
something. We have to actually maintain
that, so we have to set up a system to

need to design the system on board to
work with the weakest satcom system you
have on board. If your primary system fails
you have to run on the back-up, and sometimes that’s for a long period of time.
Basically, as long as your back-up is
based on L-band, for instance, it’s unlikely
you’re going to have things like Cloud
services on board the vessels. I guess we’re
going to have to live with replication of
data for a long time, even with HTS services on board the ships.
You might have some additional services with HTS, like videos which are problematic for the time being to transfer from
ship to shore or shore to ship, but that’s
something you can live without. If you
don’t have video you’ll be fine but if you
are unable to access your operational services that can be a real problem.

DS: So you believe you would continue to
do business the same way as you do now
even with HTS systems on the ships? The
HTS would be used for extras that are not
critical to operations?
WB: Yes, that’s what I foresee for the
time being, unless the back-up systems are
different to what they are today.
BB: There are already applications with
video, like telemedicine, that are running
with the VSAT of today, without HTS. The
question is relative to who you are talking
to. There is never enough bandwidth, but
already today you can use more applications than were possible before. It’s not
really a HTS issue.
DS: Are there any applications that anyone in the panel would like to be running
that, for the moment, are too expensive or
the systems are not yet fast enough,
where HTS might make a difference?
KS: It may just make things easier, you
may be able to offset your IT infrastructure
as I was saying earlier, that might disappear from the ships and go somewhere else.
But you’ll be running similar applications,
just relying on the link to shore to do it.
Something we are already doing
between offices, for example, we have
seven sites across the world and they are
all connected by MPLS and have redundancy, because the loss of an internet line
would become a real problem.
If we had an MPLS kind of connection
to the vessel, a reliable and redundant link,
then we might be doing things that we do
between sites – some sites have servers,
some others don’t and we rely on the link.
BB: The problem is that we are still on
satellite, there will always be, whatever
you do, a difference in latency and things
like that, compared with on land.
CI: In terms of symmetry, for example,
data going up and data going down, we’re
hearing a big increase in requirements of
the sort that Kevin mentioned, data replication in two directions, teleconferencing,
telemedicine, which needs a far more even
data flow in both directions.
This is something that we’re going to be
looking at in more detail in the next few
months with ship operators, specifically
looking at which direction they are moving
in terms of how interactive their applications are. But it is the case that generally
requirements are changing from 10:1 download to upload to a much smaller number.
Many of the applications we have talked
about today require a significant upload
element, which hasn’t always been available. That’s something that we’re looking at
in terms of the architecture of what we’ll be
providing in the new satellite systems.
DS: It sounds to me from what we’ve
been discussing today that amounts of
data and bandwidth speeds are not really
a priority among our shipping companies. High throughput may be the buzzword but that’s not where the focus is
going to lie, it’s having a dependable system first and foremost.
BB: These companies already have
VSAT, so it may not be the same opinion as
someone who has not moved to VSAT yet.
HTS is an evolution, it is not a revolution.
It’s different talking about that evolution
from a VSAT system you already have on
board, compared with the ‘revolution’, the
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bigger change, that it will mean for MSS
users today.
DS: Do you see HTS as a tipping point,
that will push the transition in the market
further away from MSS and into VSAT?
BB: Already today we see 50 per cent of
the revenue base is VSAT. It’s becoming
the standard, it’s not the highly complicated system it was 10 years ago for very specialised high-end segments like cruise or
offshore, it is the new technology available
now to replace what we had before.
CI: It’s available on simpler platforms
as well.
BB: Yes, simpler platforms, easier to use,
easier to install, easier to support and service. So it is really becoming a widely adopted technology, not just for high-end users.
Almost as a sort of standard now. The
question is changing to which provider,
which frequency, the coverage, the service,
the support, the applications and so on.
WB: If you stick to business requirements, even getting full usage of the existing Ku-band is already a challenge for us.
We have a link in place but if we want to
transfer something like engine data to
shore, the problem is not the size of the
pipe, the problem is how you get the
engine data to the satellite system.
So basically we already have in place a
system that we don’t use to its full extent.
We are working on getting that business
data and putting in place systems to transfer automatically that data to shore.
The satellite technology is not the problem, it’s not about needing more bandwidth. It’s about getting the data, say from
the engine, to the satellite system to get it
to shore. We need interfaces for that.
BB: We have some customers that are
into ‘smart ship’ programmes, based on
things like how to save fuel, how to make
sure engine maintenance is done at the right
time and not unnecessarily. To do this they
need an application to be developed.
We are working with the industry in
these things, but in the main we are providing the link and the opportunity and
the means to run those applications. It’s a
question of developing the right ones and
the ones that bring value and improve the
way the vessel is operated.
MVP: It’s also up to the suppliers of
bandwidth and all the equipment that
comes with it to help with, for example,
the compression facilities that are offered,
the boxes that people talk about that we
stick in between the ship’s equipment and
the antenna.
All of these programs, they all have
their own compression software, like your
planned maintenance software, replication, engine monitoring, weather, speed –
you name it – but there can be so much
stuff automatically going without you really knowing about it until you get the bill at
the end of the month.
BB: That’s true, and that’s why we have a
department ourselves focused on developing value added services together with having the VSAT, to help this all work together.
SG: Once you have the VSAT, you have
that link, then it’s a matter of the applications that you want to run, from helping
the superintendent to evaluate if the
engine is working properly, to warning if
something is going to go wrong soon
based on the data.

p22-43:p1-14.qxd

14/05/2015

16:54

Page 20

Digital Ship

‘In the next 10 or 20 years the growth will
not be driven by the satellite companies
but by the IT companies’ – Wei Li,
Euroconsult
I think the key for suppliers in the
future will be content, and applications.
DS: For many of these applications it will
also require the company to build a system that can collect the data from all of
the equipment and processes on board.
SG: There are some companies that are
working on it. It should be viewed as a
long term investment.
WB: It’s not only about designing systems that can output data, it’s about putting processes in place within your company in order to know what you’re going to
do with those data. If you manage to get
the engine data from 100 vessels, how do
you compare them? What do you do with
the data? There are a lot of side projects
that go on top of the communications.
DS: So for you, the satellite element is
only a very small part of building a range
of processes to improve.
WB: Yes, and I would say that it’s the
more advanced part of the project too,
things that we’re really just starting on.
MVP: The VSAT enables us to do more
things, that’s absolutely true. But we’re
mainly talking about communication
between a ship and the office, and a lot of
these things may not need to go to the
office, things like, for example, our engine
data which goes to the engine manufacturer. Our bearing monitoring data goes to a
company that looks after that. So it’s not
just the links between one place and the
ship, it might be a lot of different places.
SG: A few years ago one of the big players in navigation equipment manufacturing came out with a bridge remote maintenance system for new build projects,
using the VDR to collect the information
and using communication terminals to
provide the right information on the functionality of the bridge equipment.
DS: So the onset of HTS isn’t going to
have a massive impact on those things
because they already exist, the hard part
is building processes and changing the
company itself to be able to work in that
environment, and building the interfaces
you need to connect the equipment with
the satcom systems.
MVP: A lot of these things you can’t
really do if you still have a
FleetBroadband, you would need to be on
VSAT or on whatever else is coming.
SG: It’s a process, step by step you
realise that there is a limit on the

FleetBroadband. As we said before, while
you still might be happy from the commercial side with 200MB or 250MB, because of
applications like these and others you will
start thinking to move up in the end.
CI: We have moved away from the era
maybe, but 10 or more years ago with
every single monitoring application you
had to run through a complex process, for
example downloading an Inmarsat-C
DNID (Data Network Identity number).
If we reach a point where broadband
communications is just a ubiquitous standard on ships then we would expect a natural evolution to flow, with an expansion
of monitoring systems between multiple
points, point-to-point and not just between
the ship and the office.
WL: In the last 20 years the maritime
satellite communications market has largely been driven by the satellite companies,
because on ships you don’t have the same
connectivity as on shore so there’s a limit
on what you can and cannot do.
Now, with HTS, you might have connectivity that is comparable to terrestrial
users, so in the next 10 or 20 years the
growth will not be driven by the satellite
companies but by IT companies - companies that understand all of the IT needs of
the shipping company and provide an
integrated solution, because shipping companies do not want to have 50 different
providers, for engine monitoring, for fuel
saving, and so on. I think there are some
big IT companies that want to invest in this
side of the business.
You can compare it to the smartphone,
the smartphone is so successful because of
the applications, using e-mail, taking photos – you can do everything. If you had the
same hardware you have in the smartphone
without the applications you’d just be using
it to make calls and sending messages. It’s
the applications behind the connectivity
that will drive the growth in the future.
At Euroconsult we see four main types of
applications that will drive this. Cloud computing will increase efficiency and reduce
costs for servers and reduce complexity,
that’s one of the big applications for both
business and crew welfare, as you can have
movies and other content in the Cloud.
The second is Big Data, like we were talking about already with collecting engine
data and things like that, there are so many
different machines from different providers
on one vessel so there’s a need to move real
time data to shore to allow people on shore
to analyse it. It’s not about collection and
transmission, it’s moving on to the software
element needed to analyse this data.
I think ship managers don’t want to
receive 2,000 pieces of data per minute,
they want to see the result that the engine
is doing good or not so good. Maybe some
very big shipping companies like Maersk
are investing in their own in-house solutions, but for most shipping companies
they’ll need IT companies to provide these
solutions, collect and analyse the data and
provide the results.
The third type of application is Bring
Your Own Device (BYOD), which is
already happening, mostly on the crew
side, they want to use their own tablet or
smartphone to access the internet and not
the ship’s computer.
In the future we believe this will happen
more, like in the airline industry, in the

cockpit on business jets pilots are using
their own iPad with applications that are
easier to have on iPad than built into the
cockpit itself. We think that will happen
more and expand to the operational side of
shipping companies.
The last application type is video. So far
we have been talking a lot about video for
crew entertainment but in the future I
think there will be video for telemedicine,
for repairmen to see parts of the engine, for
example, live videoconferencing, video
surveillance for accidents or pirate attacks
– video is important for all of these things.
So these four areas – Big Data, Cloud
computing, BYOD and video content – are
what we think will drive HTS in the future.
We believe that this won’t just be driven by
satellite companies or shipping companies,
but by big IT companies who really know
how to integrate all of this into one platform.
I think that’s the future, not in the next
two or three years as it will take time for
those companies to come into the market,
but I think it will happen in five to 10 years.
I think satellite service providers that
want to stay on the growth side of the market might need to invest in that, or make
some acquisitions of smaller IT companies
that can create these types of solutions. Or
they could be purchased by the IT companies themselves, they have the software
solutions but not the connectivity part so
they might buy a satellite service provider
to have their own pipe.
BB: I share this view completely.
Whether it’s an IT company heading it or
vice versa, or teaming up in partnership,
this I don’t know! But definitely, more and
more it is IT driving the market needs.
DS: So, having looked at all these potential application developments – can I ask
our shipping companies whether you
think that evolution in satcom systems
will mainly be of benefit to you on the
crew side, or on the operational side, over
the next five to 10 years?
KS: I think the next step we’ll be taking
will be for the business side. The systems
we were using 15 years ago were round
about the same. VSAT has made a certain
number of things possible and controlled
costs, and brought a level of connectivity to
the internet that allows our crew to be
happy for the moment.
In five years’ time, if we make a move
towards a different kind of connectivity
then we’ll probably get benefits from it in
one way or another, but I think it will be
driven by business and not by that necessity to have crew internet.

CI: Would you say that’s a business benefit anyway, crew access to the internet?
KS: Yes, it is, but I’m talking about reaching the point where it’s not singled out as
something you’re not providing and people
aren’t happy on board the vessels. That’s
gone, and gone years ago. Now the next
step is to improve things for the business.
If the crew can have access to their own
Netflix or whatever it is in five years’ time
too, then great, but by then we’ll have a
different kind of network on board, we’ll
have leveraged the connectivity to do
something different for the business and
improve the business. Whether it’s the
infrastructure or the applications, something will have happened. Definitely.
WB: We were talking about the IT companies; I think that the equipment manufacturers might have a major impact as well,
because I don’t believe the IT will be able to
run everything on board the vessels.
There are some things in relation to
engines, navigation and automation that
IT might not be fully efficient in managing. So I think that might be the third
party that might be in the game, the
equipment manufacturers.
BB: Or a coordinator of the different
manufacturers, because there are many
different manufacturers so we need to find
solutions that take into consideration those
different companies.
MVP: For the kind of equipment we’re
looking at there are not that many manufacturers, if you look at main engines especially.
WB: That’s true, but it’s so specific that
it can be difficult to get the data, the useful
data, without specialist knowledge.
DS: I guess you are looking for a web of
connectivity here, you have the engine
manufacturer and the ECDIS manufacturer, and everything else, so the number
of interfaces you’ll begin to need to get all
of this working starts to multiply.
MVP: It’s related to the age of the ship,
if you have a modern ship from the last
five years then most likely it will have electronic engines and it will be much easier to
get the information out and send it, to the
manufacturer or whoever you have hired
to look at that information. If you’re talking about the few ships we have that are
almost 30 years’ old – there’s no point.
DS: On the modern ships, would you
want to work with somebody else who
was able to do all of that for you, to provide the whole system and put the sensors in place, running the connection to
the satcoms and so on?

‘I think the next step we’ll be taking will be for the business side’ - Kevin Sinclair,
Scorpio Ship Management (right), with Alain Laplace-Toulouse, Marlink
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SATCOMS
MVP: We do that, we have sensors on
our main engines and auxiliary engines on
the ships that go to Africa. It was done by
a company where all the people used to
work for the manufacturer, they designed
the engines so they know them very well.
They then chose a company to put the
sensors and control equipment in, and
stuff like that, so there would be files automatically transferred by the VSAT every
night and they’d look through it in the
morning and tell us if we need to adjust
this or that or check something else.
DS: Does that create a major benefit in
terms of keeping the engines running,
and running efficiently?
MVP: It does, because they are running
24 hours a day, there’s not a lot of time for
maintenance. When you need to do maintenance you want to make sure it’s the
right maintenance you are doing at that
time. They would usually catch things
ahead of time based on the information
they would get.

and a second master, two chief officers and
three electricians, you name it – because you
are running 24 hours a day it’s not like they
can do more maintenance all of a sudden
and do better check-ups. They’re working.
It’s expensive to put all the monitoring
systems in place, but it’s related to the project you’re on. If it was suggested for the
vessels that sail between Brazil and China,
we’d tell the owner what it’s going to cost
to see if they’re willing to pay for it, but
otherwise there’s really no need.
DS: Does the main cost come in man-hours
of people providing service and analysis,
or the hardware and software itself?
MVP: It’s the equipment, it’s installing
everything. Sensors are ‘sensitive’! And
they’re expensive and you have to change
them quite often.

DS: Of course, I’m just wondering if the
changing oil price would shift William’s
priorities towards other projects, but it
seems like the work has already been
underway for some time anyway.
WB: Yes, it has.
DS: Maybe we can have a look towards
the future now – in 10 years’ time, what
you think will be the most widely used
communications system in the commercial deep-sea shipping industry? Chris,
you’re rolling out new services over the
next few years, have you planned that far
down the line?
CI: Actually, in some senses we are
already there in that future terms of Kuband VSAT, I would say that Ku-and
VSAT is going to be the predominant platform in 10 years’ time.

DS: Would you like to see that extended
further, to other systems?
MVP: If we had the ability to do it on
other ships then yes, we would probably
do the same. We’ve already done it with
the navigation equipment and our self-discharge gear, and all our bearings are monitored for heat. Auxiliary engines, main
engines, you name it – those ships were
completely wired.
DS: Was that done from the beginning, as
newbuilds?
MVP: No, it was done three years ago
specifically before they went to Africa.
DS: So did you notice a big difference
when comparing the situation before fitting the system to afterwards, in relation
to uptime and efficiency?
MVP: Well, the things that have happened would have happened anyway, you
couldn’t have stopped them. But we prevented some really big breakdowns.
Overall the cost of putting this on board
was lot less than what we saved, I have no
doubt about that.
DS: Are any of the rest of our panellists
doing similar things, with engine data, or
interfaces with navigation systems, or
predictive maintenance?
KS: Navigation yes, and we do predictive maintenance but it remains within the
vessel. At the moment the policy is that the
vessel is pretty much independent, we
don’t monitor the engine alert system
remotely. The chief engineer is responsible
for his vessel.
We do inspections and so on, but don’t
do remote tracking of that. It’s probably
going to change over time, we monitor navigation for optimisation with weather routing and so on, so it’s going in that direction.
MVP: It’s still very expensive, for us it
was related to the project we went into. If
you have ships that usually discharge once
every couple of days or even once every
two weeks, and all of a sudden they discharge twice a day, they run a lot slower,
So you need to look at things like that. It
became a need.
Even if you have a double crew on board
– and we had two chief engineers, a captain

Despite being in a region famous for its superyachts, the Digital Ship 2015 Round Table
in Monaco focused on the slightly less glamourous topic of satcoms for the
commercial shipping market
It’s remote to an extent, our agreement
with remote monitoring companies also
include terms that they have to hold valid
visas at all times for Sierra Leone, that they
always have to have somebody on standby
to fly, if needs be. They have to have all
critical spares in their office ready to carry
on board.
Things like that make it expensive, but it’s
worth your while if your downtime is more
expensive than the cost of those contracts.
WB: With regard to remote monitoring,
we already have some navigation monitoring that is performed for the vessels, and the
next challenge will be on the fuel consumption and engine monitoring. We are in the
process right now of putting the proper sensors in place on board to achieve that.
DS: Is that a difficult process, to get these
systems organised so that you can benefit
from them later?
WB: Yes, it’s quite a challenge. If you need,
for instance, to retrofit your flowmeters
because the ones on board aren’t the correct
ones, then it can be a challenging job, before
you even start to send any data to shore.
DS: Are you doing a lot of this yourselves
or working with partners? Does the
changing fuel price have any impact on
your work in this area?
WB: We are working with the different
manufacturers, but the project is handled
internally. With the fuel price, you never
know how it’s going to evolve so you have
to put your projects in place. Anything you
can gain on fuel is a benefit.
KS: It’s still a cost anyway, it’s never
low enough.

The analysis that has been made in the
industry recently has shown that Ku-band,
in terms of the investment and all the activity, is the dominant area for data delivered.
That is coming from a broad perspective
that our company has, we’re not just based
in one band, we have operations and filings in all the key bands above L-band.
We have obviously made a major commitment and investment in these six Epic
satellites up until 2019, and each of those
satellites will deliver up to 10 times the
capacity of the previous generation.
So that is our focus, and it is the platform
of preference from the perspective of satellite operators. If access was available to Kuband then it would be that platform that an
operator would naturally choose. We have
the benefit of backwards compatibility,
which we spoke about earlier, which can be
critical, and we have the benefit of significant infrastructure already in place.
One thing that will stay consistent is the
requirement for a back-up, time has borne
this out to date, and experience will continue to show that back-up capability, the
ability to access assets that can take over in
the event of a failure, is key. In terms of the
delivered performance which operators
are telling us they need, the new designs
are bearing that out. So I would say, quite
definitely, Ku-band VSAT.
BB: We do all of the systems and will
continue to do all of them. There are differences and it’s depending on the needs of
the customer. We’ll continue to work in
partnership with the major SNOs (satellite
network operators) that are developing
what is needed for our customers.
But what we see is that everyone in 10
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years will be running on VSAT, and maybe
eventually on a mixed solution with landbased solutions being used from time to
time. So a mix of broadband technologies,
with hybrids of other carriers like 3G and
4G, WiMAX and others.
CI: I would agree that there’s going to
be a range of other complementary solutions, it’s never going to be a single band
for everyone.
DS: Will antenna technology have a very
big impact on this? If we have smaller,
cheaper and easier to install antennas that
can work in multiple bands, wouldn’t
that have a big impact?
CI: We announced recently some
investments in antenna technologies to
improve performance, and improve the
accessibility. We spoke earlier about the
issues people have in terms of reliability
and access to ships, and these are all key
issues that we’re considering now in terms
of the antenna platform development.
BB: It’s also important to have antennas
that are easy to install. Whatever makes it
easier is also an evolution in the technology.
MVP: It helps, but for us it’s really
important what comes afterwards, it’s
after-sales service. For example, one of the
problems is that, when you want to buy
something you get to meet sales people
quite often before you make a final decision. You get a lot of promises. Then afterwards you have to deal with the after-sales
service people, and it’s often completely
different.
I can talk until I’m blue in the face to the
sales people about the fact that we want
this and that, because the ships go to Sierra
Leone and will stay there for three years,
it’s difficult to get access to them etc. We
hear lots of promises, but to then get someone on the phone and the first question is
‘where is the ship?’ – well, it’s still in Sierra
Leone, like it was last month and the
month before and last year. That’s the
problem I get with after-sales people.
Very often you get very nice stories on
the sales side and a lot of promises, but
they’re not always fulfilled by the service
afterwards.
KS: You have to work with your
provider to make them understand what
you expect. If something goes wrong you
have to work with them, usually to explain
again what you expected, but to solve it
together. If you call and they ask you
where the vessel is – they should know
where the vessel is.
MVP: It’s difficult to get to a point where
it works smoothly. We’re working with
somebody now and we’re quite happy with
them as we have the same people dealing
with the ships all the time, and that’s good,
because the ships also know that they can
contact this person in this office, or that person in the Singapore office if we’re there. It
creates a good relationship.
But when this was all starting to happen, new stuff was coming out and the
focus was very much on the sales of the
product, and not everything that had to
happen afterwards. Maybe it’s because
everything grew so fast and the sales people were selling the next generation while
the previous one was being installed.
So the system we’ll be using in 10 years
is one that’s reliable – both for the system
itself and the people that deliver it.
DS
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Our 25 years in business have given us the necessary insight and competence to bring you the best
of breed in Crew Management, Crew Planning and Payroll Systems for the maritime and offshore
industries.
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SOFTWARE

Emergency management from NAPA
www.napa.fi
NAPA has announced the launch of
NAPA Safety Solutions, a software package that aims to increase passenger safety
through a combination of data monitoring,
analysis and prediction.
The product is designed to work both as
a proactive tool for increasing safety on
board passenger vessels, and to aid decision-making during the initial hours of
emergency situations.
NAPA Safety Solutions includes functions for planning, logging, monitoring
and analysing stability and safety data,
using a simple “traffic light” vulnerability
system based on key indicators such as
watertight door status, navigational status
and stability condition.
However, the software provider says
that the system’s ‘true value’ is in providing critical information and predictive
analysis in the first minutes and hours of
an emergency. Once flooding is detected,

an alarm is sounded, and the system
begins analysing data and making predictions on when the vessel will overturn or
sink, and at which point the vessel’s list
will render the lifeboats inoperable.
NAPA says this information will
empower Masters to make better decisions
regarding passenger safety, and has the
potential to save lives.
“Safety in the shipping industry has
improved significantly in recent years and
yet news media provides regular reminders
that we could be doing better,” said Juha
Heikinheimo, president of NAPA.
“NAPA was working on the European
Union’s FLOODSTAND project, to create
algorithms and highly accurate flooding prediction models, when the Costa Concordia
incident occurred. Understanding the
power of data and analysis to transform
our understanding and ensure informed
decision-making, we re-doubled our
efforts to create a comprehensive safety
solution for passenger vessels.”

NAPA’s software includes a ‘traffic light’ warning system

Aage Hempel and Singapore-based
AMI Maritime have both become
accredited service partners of BMT
SMART.
FREQUENTIS has appointed
Norbert Haslacher to its board, taking over
responsibility for Sales & Marketing. Mr
Haslacher was previously general manager for Austria & Eastern Europe with CSC

(Computer Sciences Corporation).
ClassNK has opened a new survey

office in Cadiz, Spain. It joins an existing
network of five survey offices throughout
Spain in Bilbao, Algeciras, Barcelona,
Ferrol, and Las Palmas.

The American Bureau of
Shipping (ABS) has appointed
Howard Fireman as senior vice president
and chief technology officer. Mr Fireman
holds a BSE and MSE in Naval
Architecture and Marine Engineering from
the University of Michigan and has a
Master's degree in Technical Management
from Johns Hopkins University. He joined

www.aagehempel.com
www.amimaritime.com
www.bmtsmart.com
www.frequentis.com
www.classnk.com

ABS in 2013 following a 35-year career
with the US Navy.

DNV GL has opened a new
Singapore
Service
Centre
(SSC).
Approximately 1,500 DNV GL classed vessels are managed from Singapore and the
organisation already has its DATE (Direct
Access to Technical Experts) helpdesk
located there.

Evergreen Line installs
ClassNK-NAPA GREEN
www.evergreen.com.tw
www.classnk.com
www.napa.fi
Container carrier Evergreen Line has
begun the installation of ClassNK-NAPA
GREEN software for planning, monitoring
and optimising its chartered container
fleet.
The solution, developed jointly by
ClassNK and Finnish software provider
NAPA, enables shore-based management
teams to monitor, record and analyse data
from chartered vessels in real time, and
is designed to increase efficiency across
fleet operations.
“We extend our wholehearted thanks
to Evergreen for choosing ClassNKNAPA GREEN and also to our partner
ClassNK in working to deliver this bestin-class operational efficiency solution,”
said Juha Heikinheimo, president of
NAPA Group.
“Installation of our solution aboard
the vessels will also offer Evergreen ecoefficiency optimisation through trim optimisation and speed and voyage routing
features, which are expected to reduce
fuel consumption between 4-6 per cent in
trials.”
“This allows accurate benchmarking
and KPI calculation based on ClassNKNAPA GREEN’s unique Dynamic
Performance Model, which - in separate
sea trials made public by NAPA and
ClassNK in 2014 - was proven to estimate
a vessel's performance with an accuracy of
99.6 per cent.”
According to Mr Heikinheimo, the vessels on which ClassNK-NAPA GREEN is
being rolled out will be chartered rather
than Evergreen-owned, something which
he believes reflects the trend of charterers
demanding greater accuracy and data
transparency from their operators, as well

as increased operational efficiency.
“We see the growing level of data transfer between charter parties as very positive,” he said.
“We look forward to working further
with Evergreen to ensure they get the best
fuel efficiency, modern business intelligence and all of the genuinely unique benefits of ClassNK-NAPA GREEN.”
In related news, NAPA has also
announced the latest release of its
Statutory Compliance solution, with new
integrated functionality from ClassNK
Manager designed to improve ship design
and speed up the classification approval
process.
NAPA Release 2015.1 includes features
from ClassNK Manager that enable the
calculation of hydrostatics, stability and
longitudinal strength for vessels by automatically applying the relevant IMO rules
and regulations.
The latest version of the tool also incorporates purpose-built reports to support
creation of stability booklets and loading
manuals from ClassNK Manager. NAPA
claims that because the application uses its
3D product model, workflow input is minimised and no training is needed to use the
software.
“The incorporation of this new application into the NAPA Statutory Compliance
tool will significantly broaden its scope;
producing a system that can be used intuitively by anyone, capable of handling all
relevant rules and regulations, and deliver
them for approval by any class society,”
said Jan Furustam, product manager,
Naval Architecture, NAPA.
“It was developed in close cooperation
with yards, which has helped us to shape
the design to deliver usable, instantly comprehensible outputs for naval architects.
We are proud that the application is
already in daily use at these yards.”

DA-Desk has joined shipping association BIMCO as an associate member.
“We are very excited about joining an
organisation whose mission is to promote
fair business practices, free trade and access
to
markets,”
said
Hans-Christian
Mordhorst, managing director at DA-Desk.
André van der Zwaan has been named
managing director of MatchBack
Systems’ European headquarters located in Rotterdam, The Netherlands. Mr
van der Zwaan is tasked with opening the
European office and leading sales of the
company’s Software as a Service (SaaS)
application.

www.dnvgl.com
www.da-desk.com
www.bimco.org
www.eagle.org
www.matchbacksystems.com

(l-r) Noboru Ueda from ClassNK, Mong-Jye Lee from Evergreen Marine Corp, and
Juha Heikinheimo from NAPA Group at the signing ceremony
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NETWAVE

MARITIME INFORMATION
SYSTEMS
ALREADY MORE THAN 5,500 VESSELS RELY ON US
AND THIS NUMBER IS GROWING EVERY DAY

NW-6860-1000
Fixed Capsule

NW-6880
Float Free
Capsule

NW-6000
Core Module

NW-6022
Power Module
NW-64xx
Data Acquisition Unit (DAQ)

NW-6010
Bridge Control Unit
(BCU)

NW-6020 PoE indoor
Microphones

BSH Type
approved
MSC.333
(90)

NW-6021 PoE outdoor
Microphones

NW-6060
VHF interface

NW-6020 PoE indoor
Microphones

NW-6021 PoE outdoor
Microphones

Our newly developed NW-6000 VDR has been Type Approved with BSH for MSC.333(90), based on Lightweight Ethernet
(IEC61162-450) providing the following benefits:
• The only VDR with the latest network technology allowing efficient interfacing with networked systems
• Largest World-wide service network with more than 1100 local engineers in 160 ports
• Remote Monitoring reducing on-board attendances
• Developed with Cost of Ownership in mind
• Largest installed base worldwide
• Stock available in key ports for urgent deliveries
• Experienced in replacing any Brand S)VDR installation

YOU ARE INVITED TO VISIT OUR WEB-SITE FOR YOUR QUICK QUOTATION

NetWave Systems BV
Blauw-roodlaan 100
2718 SJ Zoetermeer
The Netherlands

T +31 (0)88 - 11 81 500
E sales@netwavesystems.com
I www.netwavesystems.com
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INTERSCHALT and SENER agree Chinese ship design software deals Adonis upgrades Crew
www.interschalt.com
www.sener.es
INTERSCHALT and SENER have both
signed new deals to supply their ship
design software packages to companies
working in the Chinese shipbuilding
industry.
INTERSCHALT has signed a cooperation agreement with the Shanghai Ship
Research and Design Institute (SDARI) for
the provision of its MACS3 loading software, used in the design of container ships,
bulk carriers and tankers.
INTERSCHALT says that its MACS3
system holds around 65 per cent market

share of the approximately 6,000 container
ships currently in existence worldwide,
and that this cooperation agreement with
SDARI should help to expand its reach to
include bulk carriers and tankers.
In addition to common BELCO container ship modules, INTERSCHALT will also
provide ship type-specific loading modules for bulk carriers and tankers to SDARI
following the agreement.
"We are looking forward to working
with INTERSCHALT to provide the market with a powerful loading software solution, which will promote efficient ship
operations," said SDARI President Hu
Jintao.

(l-r) Wang Jun and Hu Jintao, SDARI, with Robert Gärtner, INTERSCHALT

"SDARI ships are already developed in
line with leading industry designs. In
order to remain competitive at a time
when cost efficiency is of the utmost
importance, we hope that the introduction
of MACS3 loading computers to SDARI
ships will allow us to showcase the superior efficiency of our designs."
INTERSCHALT says that the cooperation agreement also represents an opportunity to improve and further develop its
own contacts with Chinese shipyards.
"Over the last decade, China has
become the world's top shipbuilding
nation. We see SDARI's decision to opt for
our loading computer as clear recognition
of our consistent approach to ensuring that
our product portfolio always meets the
needs of the market," said INTERSCHALT
CEO Robert Gärtner.
SENER meanwhile reports that the
Wuhan Ship Development and Design
Institute (WSDDI) in China is extending its
use of the company’s FORAN shipbuilding and design software.
The extended licences include FORAN
packages for Hull Structure, Machinery &
Outfitting,
Electrical,
Drafting,
Import/Export JT, FORAN-PLM Link and
FORAN-FEM Link.
According to SENER, WSDDI is one of
the most influential design offices in China,
with more than 50 years of experience
designing a variety of marine vessels. It first
implemented FORAN five years ago.

GET THE
BIG PICTURE
SmartWatch it!
Get a birds-eye view of your ﬂeet’s
performance and efﬁciency - whether
at sea or in port - with AWT SmartWatch .
TM

AWT SmartWatchTM is a simple, affordable fleet analysis tool that delivers all
the performance metrics you need with real-time comparative data to proactively
manage fuel efficiency on global vessel performance.
• Compare your vessels’ performance to sister ships in a global network
• Continual alerts and KPI dashboards
• Affordable monthly licence with no costly investment
• Fully-customizable
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Station Bill module
www.adonis.no
Adonis has released an upgraded version
of its Crew Station Bill module, which it
says will simplify the creation and modification of muster lists, enhancing crew
safety and compliance.
Part of Adonis Personnel Manager
(APM), the Crew Station Bill module is
used for safety planning on muster stations throughout a vessel. It displays safety levels, instructions and duties, allowing
users to select from different report formats, which Adonis says can be customised to individual requirements.
"Onboard safety is the most important
concern for cruise and ferry companies indeed, for all offshore vessels and maritime organisations," said Erick Meijer,
product director of Adonis AS.
"The upgraded Crew Station Bill module was originally developed for use on
Crystal Cruises' high-end luxury ships,
and was further refined when adapted for
the diversified fleet of DFDS, one of
Northern Europe's largest transporters.”
“Working with these two very different, market-leading organisations has
enabled us to bring to market a safety
module that can be tailored to the needs of
any vessel, regardless of size, with hundreds of crew and many muster stations to
manage."
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ClassNK launches EEDI ship speed
calculation software
www.classnk.com
ClassNK has released its new PrimeShipGREEN/ProSTA software system, used to
analyse and calculate a ship’s speed trial
results for Energy Efficiency Design Index
(EEDI) calculation in compliance with the
latest IMO Guidelines from 1 May 2015.
PrimeShip-GREEN/ProSTA aims to
assist shipyards, shipowners, and the
greater maritime industry in adoption of
the new harmonised ISO 15016:2015 international standard for analysing and calculating a ship’s speed in calm sea conditions,
set to be adopted at this month’s MEPC68.
MARPOL AnnexVI states one parameter
to calculate EEDI as the ship’s speed in calm
sea conditions based on the speed trial

results. ISO 15016:2015, published on 1 April
2015, is an attempt to harmonise the two
methods for calculating this figure that are
found in IMO’s Guidelines on survey and
certification of the EEDI (ISO 15016:2002 and
the International Towing Tank Conference
Recommended Procedures).
ClassNK’s new software enables ship
designers to calculate a ship’s speed in
compliance with the new ISO15016:2015
standard, and as a result can help to
reduce the workload required for EEDI
calculation, the class society says.
As a non-profit organisation, ClassNK
says it will be offering this software completely free of charge to all applicants.
Further details are available on the organisation’s website.

The software includes new IMO Guidelines from May 1, 2015

Setel remote monitoring comes to Cisco platform
www.setel-group.com
www.cisco.com
Setel Hellas reports that its SeeMBox-V
solution for remote performance monitoring has been successfully integrated with
Cisco technology.
SeeMBox-V, which enables analysis of

onbard equipment from shore-based
offices, is now available via the Cisco 2911
and 2951 operating system and machine
architecture.
Setel says the integration with Cisco
will help to significantly reduce total cost
of ownership for maritime users, as well as
adding increased flexibility and reliability.

New features added to KR-CON software
www.krs.co.kr/eng
Classification society Korean Register has
released the latest version of its KR-CON
software, enabling users to add their own
notes, memos and bookmarks to IMO
codes and conventions.
The 13th edition of the software
will contain the most up-to-date IMO
regulations, including amendments adopted at the 93rd MSC (Maritime Safety
Committee) and the 67th MEPC (Maritime
Environment Protection Committee).
Users will now also have the ability to personalise the database with comments and

information, and by using bookmarks to
tag and retrieve particular documents.
“We’ve transformed the 13th version of
KR-CON into a ‘writable convention database’,” said Dr B S Park, chairman and
CEO of Korean Register
“Listening to the requirements of our
customers, we’ve identified the weaknesses inherent in electronic document databases and introduced two new writable
facilities to overcome this. I am confident
that this latest version of KR-CON will
help our users gain a more comprehensive
understanding of IMO conventions and
their specific application.”
Digital Ship June/July 2015 page 47
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Dry Bulk Voyage Estimation software
launched by iTramper
www.itramper.com
iTramper has officially released its Dry
Bulk Voyage Estimation software system,
featuring what it calls ‘steaming sensitivity’ to estimate the effect of various different vessel speeds on voyage profitability.
The software works by the user selecting a vessel and entering data like bunker
price and cargo fixture, for which a list of
estimated costs and revenues will then be
calculated.
All speed options for the vessel are displayed, so the user can then select the bestfit speed option for maximum gain or min-

imum loss at the given freight rate and
bunker price, incorporating parameters
like ETA or RTA.
The system also includes a free distance
application covering 350 dry bulk ports
worldwide, and no login data or internet
connection are required, allowing calculations to be performed offline.
The iTramper Dry Bulk Voyage
Estimation software package is available as
either a Personal Edition, paid for by
device, or as an Enterprise Edition, which
requires client/server software licences and
setup of server hardware. The Enterprise
Edition will be available from Q4 2015.

The software estimates the effects of different speeds on voyage profitability

Ports of Auckland selects Marine Software
www.marinesoftware.co.uk
www.poal.co.nz
UK-based Marine Software reports that
Ports of Auckland has selected the
MPMWin Marine Planned Maintenance
system for its range of harbour towage
vessels.
Ports of Auckland has four tug boats

that carry out approximately 95 per cent
of all towage in Auckland Harbour. The
planned maintenance of these vessels
will be managed and centrally controlled
from the office OPM system on shore.
Awanuia, a fuel tanker vessel owned
by a subsidiary of Ports of Auckland,
will use the onboard MPM version of
the software.

Ports of Auckland has selected the MPMWin Marine Planned Maintenance
system for its range of harbour towage vessels.

‘Technical leadership’ vital for maritime, says ABS chairman
www.eagle.org
American Bureau of Shipping (ABS) chairman and CEO Christopher J. Wiernicki says
that the maritime industry must embrace a
new generation of technical leadership
moving forward, focusing on three main
tenets that will shape the future of shipping.
Speaking at the CMA Shipping conference in Stamford, Connecticut, Mr
Wiernicki highlighted techno-economic
thinking, 'big data', and convergence
thinking as three key areas of focus for
technical leadership.
Techno-economic thinking refers to

analysis that combines technical and commercial knowledge to inform decision-making. The rapid pace of technology adoption,
and the corresponding regulatory requirements that go along with it, make technoeconomic thinking an essential tool moving
forward, according to Mr Wiernicki.
"The new generation of technical leadership will be based on techno-economic
thinking,” he said.
“It will be about how we take the
collective technical information to make
the right overall business decision.
Technical innovation must be on par with
commercial acumen, and decisions need to

be based equally on both commercial and
technical risks. The Chief Technology
Officer and Chief Financial Officer must
work even more collaboratively."
Central to adopting a techno-economic
approach is harnessing the power of big
data, with classification societies such as
ABS taking on a data-driven approach in
an effort to increase efficiencies across the
maritime industry.
“Big data will be the catalyst that ties
together regulations of the future, technology advancements and Class of the
future,” continues Mr Wiernicki.
“Big data will enable regulators, owners

and class to provide enhanced decisionmaking, insightful discoveries and process
optimisation that foster a safer and more
efficient industry."
According to Mr Wiernicki, the new generation of leaders in the shipping industry
will be forced to think differently in a big
data environment, combining information
from multiple different sources.
“They will need to embrace a convergence mind-set and not only consider technical feasibility from an engineering perspective, but also weigh both commercial
viability and social desirability of the
world we live in,” he said.

Looking for improved stability and reduced operational costs?
[KeepUp@Sea]
The ultimate IT&C infrastructure
and management solution
developed for world wide
vessel operations.
[Pandora@Sea]
Our partnering product for
application distribution, content
management and reporting.

If you are looking for the
best solution in regards
of structured IT management for your vessels,
KeepUp@Sea is the
ultimate tool for the job.

Vessel IT is considered
expensive. Until now.
I T m a de ea sy
www.p alanti r.no | sea@p alanti r.no

Digital Ship June/July 2015 page 48

p44-58:p1-14.qxd

14/05/2015

19:59

Page 6

Digital Ship
Caterpillar buys ESRG

Containerships
selects Eniram

https://marine.cat.com
www.esrgtech.com
Caterpillar Marine has completed the
acquisition of ESRG Technologies Group, a
vessel monitoring and data analytics company focusing on the marine industry.
The acquisition includes ESRG’s software package for the remote monitoring
and diagnostics of more than 65 onboard
systems, currently used in the monitoring
of thousands of assets on vessels operating
around the world.
Following the deal ESRG will become a
part of Caterpillar Marine, which operates
within the Marine and Petroleum Power
Division of Caterpillar Inc. ESRG software
solutions will be rebranded as Caterpillar
and sold and supported through the global Cat dealer network.
The company says that these new technologies will operate in alignment with its
broader Cat Connect monitoring initiatives.
“As a result of the ESRG acquisition,
Caterpillar Marine is evolving beyond
engine-focused monitoring to provide
monitoring and diagnostic solutions for an
entire vessel,” said Nigel Parkinson,
Caterpillar Marine managing director.
“Our customers are asking for solutions
to drive down operating costs and maintain
leading-edge uptime. Together with
ESRG’s experience, Caterpillar Marine is
prepared to offer solutions to our customers
today to help them achieve this goal.”

www.eniram.fi
www.containershipsgroup.com

ESRG software will now be rebranded as Caterpillar
“This acquisition enables Caterpillar
Marine to move closer towards our strategic vision of serving our marine customers
as a complete systems solutions provider.”
Using ESRG’s systems, Caterpillar will
now be able to make vessel productivity
and equipment recommendations utilising
aggregated data and automated analytics
supported by account-specific fleet advisors, on vessels operating with Cat equipment or with any other competitive power
solutions.
“Marine customers have been asking for
this technology for the past few years as
communication costs have declined and Big
Data is becoming more commonplace.
However, managing data and establishing
analytical driven rules are not the core competency of most operators today,” said Leslie
Bell-Friedel, Caterpillar Marine Asset
Intelligence business development manager.
“Our role as Caterpillar Marine is to

introduce a full suite of analytics solutions
to our customers which are tailored to their
individual pain points. Some customers
will want to focus on increasing the reliability of machinery operations, while others will be focused on optimising vessel
productivity, ensuring safety, and/or
operating more sustainably.”
“This technology not only monitors
running conditions, but it leverages analytics to understand the interrelations of different variables on the overall system and
incorporates historical data to predict
future failure modes. Regardless of the
individual challenges, Caterpillar Marine
is now able to offer a full suite of analytics
solutions to help our customers achieve
their objectives.”
Headquartered in Virginia, USA, ESRG
has provided data analysis and remote
monitoring technology for the marine and
naval sectors since its inception in 2000.

Digital Ship June/July 2015 page 49

Eniram reports that fellow Finnish company Containerships will be deploying the
former’s energy management technology
to help optimise vessel performance and
reduce fuel consumption.
Containerships is a short sea end-toend operator with a 14-strong fleet across
the North and Baltic Seas as well as the
Mediterranean. The deal will see Eniram’s
Platform, Trim and Speed software
deployed across the Containerships fleet,
and represents the first use of Eniram’s
new solid state attitude sensors, which it
claims deliver increased accuracy and
reliability.
“We are very pleased to be working
with Eniram and look forward to a prolific, long-lasting relationship,” said Frederic
Leca, COO at Containerships.
“Our constant focus on reducing
our emissions via improved consumption is very much in line with our company environmental strategy (LNG
vessels, LNG trucks and extensive use
of intermodality). Furthermore, we see
an excellent fit between two leading
Nordic companies who can share different experiences: short seas shipping and
Eniram fuel consumption reduction
expertise.”
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SpecTec celebrates 30 years
www.spectec.net
Maritime software company SpecTec is
this summer planning celebrations to mark
its 30 years in existence, having first commenced operations on January 14, 1985.
Over the course of those three decades
the company has changed hands more
than once, having been bought by Station
12 in 2000 and merged with KPN
Broadband and Telstra Satellite System to
form Xantic.
This proved to be a short lived arrangement, with the SpecTec part of the Xantic
business eventually being sold back to a
group of investors including the former
management of the company in 2005.
In 2012 the company was purchased
once again, by the Volaris Group, a
Canadian company, under whose ownership it continues today.
SpecTec CEO Giampiero Soncini started
with the company in July 1986, some 18
months after the birth of the AMOS software package which still today is
SpecTec’s flagship product, having himself
been one of the early adopters of the system while working on the NATO Research
vessel Alliance.
“There aren’t many IT companies in the
world which have been operating continuously for 30 years. Companies much bigger
and more powerful than us have come and
gone, yet little mighty SpecTec continues
to go along, and well too,” he told us.
“Changing ownership is always difficult, like when you marry, moving from
the authority of your parents to your
wife! Of course (being acquired by
Volaris) was not easy, but was it good
for SpecTec? Absolutely – we are financially stronger, better organised, with
a better operating structure.”

“It has cost some staff I would have
never wanted to see going, but at the same
time, it has rejuvenated our management
line. This is always difficult at the beginning but always good in the medium term,
and this is exactly what is happening.”
In almost 30 years with the company,
Mr Soncini has seen the use of technology
in shipping revolutionise the way that people do business. He believes that the intelligent application of software to maritime
business has made the difference between
the shipping companies who have survived the economic crises of the last seven
years, and those who did not.
“Check the list of all the companies,
which went belly-up. None had AMOS or
a system like AMOS on board; and if they
did, they had some obscure system,
bought cheaply to pretend to have something,” he says.
“In the last seven years, some companies went bankrupt or had plenty of difficulties, while others instead grew. This is
because a proper software system allows
you total control of where the money goes.
When you have such control, you can save
intelligently, and keep the boats, literally,
afloat. If you lack control, you have waste,
pilferage, and losses.”
In the future Mr Soncini expects IT to
permeate even further into shipping operations and for integration of systems, with
machine-to-machine communication, to
completely revolutionise how the maritime industry is run.
“All IT systems on board, Automation,
AIS,
ERP
solutions,
ECDIS,
Documentation, will be integrated. I think
that ships, especially liners, will go down
to a maximum of five people on board.
These people will have to rely on complete
command and control of all active func-

New vessel recycling app from GMS
www.gmsinc.net
Global Marketing Systems (GMS) has
launched a new mobile application that
aims to provide market intelligence for
the ship recycling industry.
The app, which is targeted at shipowners and brokers, provides information on
vessel prices at selected recycling destinations, as well as a confidential valuation
service and tidal information. GMS
Weekly, the company’s industry newsletter, will also be delivered via the app.
“We are delighted to launch this brand
new concept into the marketplace,” says
Dr Anil Sharma, founder and CEO of
GMS.
“Since establishing GMS, we have
worked to modernise and promote the
ship recycling industry, challenging old
customs and looking for new ways to do
business.”
“With exclusive local representation in
all five of the major recycling markets of
the world we have remained close to
shipowners, to brokers and to ship recyclers, ensuring a continuing and unique
insight into both the needs of our customers and into developments within

their markets.”
The application is available on both
Android and Apple devices.

tions on the ships, with quick and ready
access to Documentation, Situation, and
Data,” he told us.
“Remember, it is only Data which matters, it is with information that you manage
the ship, the software is only a means to
read and store data. So in the future ships
will adopt telemetry, and systems like
AMOS will store and forward data to the
technical office ashore, where it’ll be monitored and analysed.”
“If the world’s economy will continue to
expand, ships will become more and more
like airplanes, going from A to B and
returning in a seemingly endless stream.
Those who will adapt to the new technologies and change will win the battle in
between. Darwin, after all, was right: it is
not the stronger that survives but the one
that better adapts to a changing situation.”
Mr Soncini believes that this will also
require shipping companies to re-evaluate
the way they value IT services and recognise how important they are to continued
operation and growth in the future.
“Building software is like building
ships. It is a complex task, requiring experienced and expert people, and you pay for
what you get. And you can get small software or big software, like with ships,” he
says.
“Building software for the shipping
world is extremely complex, and the fact
that in the last 30 years so many IT companies, even good ones, have gone belly-up is
a testimony to that. Our software is expensive to make, and it needs the price recognition for the value it brings to the shipping companies. If a shipowner does not
agree, I suggest that he buys Angry Birds
to manage his fleet.”
At 61 years of age and having been with
SpecTec throughout its 30 year history, Mr
Soncini says that he aims to continue with
the company well into the future, and

hopes to keep spreading the word about
the importance of IT in driving improvement in the maritime sector.
“I used to say that shipping is not a job,
it is a disease. Once you get it, it is hard to
cure. Shipping has been my job, and I
would like to see the world recognising it
for what it is, a difficult job bringing food,
energy and prosperity to the whole world.
And with it, I’d like to see IT in shipping
recognised for what it really is – a vital tool
to properly manage a fleet, “ he says.
“Of course, all things must pass, and so
will I in SpecTec. Maybe then I will go into
teaching, every year I hold some lectures at
the Massachusetts Maritime University, a
fantastic institution, and I really like it.”
“Or I will go digging somewhere for
archaeological artefacts while listening to
music and playing guitar! After all, I am
only 61 years young, which means that I
have at least another 19 years of good work
ahead of me…..”

Bank survey says energy efficiency a
growing factor in ship financing
www.carbonwarroom.com

GMS’s new app

‘Building software is like building ships. It
is a complex task requiring experienced
and expert people, and you pay for what
you get’ – Giampiero Soncini, SpecTec

A new survey has revealed the increasing
use of energy efficiency data by banks
when considering whether or not to
finance the building and retrofits of
vessels.
The survey was conducted by Carbon
War Room, a non-profit organisation
established by Richard Branson. It found
that financial institutions such as HSH
Nordbank and KfW IPEX-Bank are using
efficiency data when assessing risk and
return, with inefficient vessels now representing a higher-risk investment.
Energy efficiency data is also being
used in credit-approval processes for vessel purchases, loan assessments for retrofit
projects, and re-sell or scrapping decisions,
with banks citing efficiency as a key indicator for a vessel’s profitability.
“As a consequence of the correlation of
energy efficiency and loan risk, we have
analysed our shipping portfolio based on

Digital Ship June/July 2015 page 50

the methodology of the Energy Efficiency
Design Index (EEDI) and implemented
design efficiency criteria in our credit
approval process,” said Carsten Wiebers,
global head of Maritime Industries, KfW
IPEX-Bank.
“In view of the beneficial risk profile
and environmental benefits, we favour
eco-ships over ships with poorer energy
efficiency… More energy efficient vessels
have an enhanced marketability as well as
a higher revenue potential for the ship
owner and thus a more favourable risk
profile for financiers.”
According to the survey, banks are seeing the development of a two-tier market
in commercial shipping, comprising highand low-efficiency vessels. Although ecoefficient vessels have a higher cost at new
build stage, they are more likely to be
chartered, maintain asset value over time,
and have a longer lifespan, and thus present a lower investment risk for financial
institutions.
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Tallink and AIDA select ABB energy monitoring
www.abb.com
www.aida.de
ABB reports that it has agreed deals with
Estonian shipping company Tallink Grupp
and German-based cruise operator AIDA
to supply energy management and other
monitoring systems.
AIDA has selected its EMMA energy
monitoring and management system for
use across the company’s 10 vessels, with a
view to reducing energy costs and emissions across the entire fleet.
The SEEMP-compliant (ship energy
efficiency management plan) EMMA advisory suite will cover seven key areas:
propulsion power, propulsion efficiency,
vessel trim, hotel and auxiliary power, air
condition power per person, specific fuel
oil consumption of the main diesel generators and total fuel consumption.
Measurement data onboard will be collated in a cloud-based application for
benchmarking, providing shore-side visibility over fleet-wide energy consumption.
According to ABB, the installation of
EMMA will support AIDA in the SEEMP
process, a mandatory measure since 2013
that is designed to improve energy-efficiency.
“At AIDA we’ve realised that in order
to achieve maximum efficiency, we must
approach energy management onboard
clinically and scientifically,” said Jens
Lassen, senior vice president Marine
Operations at AIDA Cruises.
“This is why we installed ABB’s
EMMA. The biggest benefit of having such
an advanced energy management system

Helm CONNECT
for Magnolia Fleet
www.helmoperations.com
www.magnoliafleet.com

Tallink will use ABB systems on its new LNG-powered ferry
onboard is that mathematically analysed
key performance indicators are at your fingertips, not only raw data.”
Estonian shipping company Tallink
Grupp meanwhile will outfit its new LNGpowered passenger ferry with a range of
ABB solutions, including energy management and remote diagnostics.
The ferry will be built at Meyer Turku
shipyard in Finland and operate between
Tallinn and Helsinki, a route that carried
approximately 7.4 million passengers in
2013. The planned capacity of the vessel is
2,800 passengers.
Alongside plant and propulsion systems, ABB will be providing its energy
management solution EMMA, which it
claims will increase the ferry’s efficiency
and help reduce operating costs. Using
LNG, the ship will also be compliant with
the Emission Control Areas (ECA) regula-

tions that cover the Baltic Sea.
“Meyer Turku is one of Europe’s leading shipyards and we are happy to continue working with them on this advanced
newbuild for Tallink Grupp,” says Heikki
Soljama, managing director for ABB’s
marine and ports business.
“Electrical propulsion is a natural
choice for modern LNG-powered ferries
that require efficient and reliable solutions
that increase the vessel’s flexibility. With a
full delivery of power and propulsion
solutions, an energy management system
and service support, ABB can help Tallink
Grupp optimise the operational efficiency
of this new generation LNG ferry.”
ABB will also provide engineering, project management and commissioning services including remote diagnostics and crew
training. The vessel is due to be delivered
in early 2017.

Helm Operations, a subsidiary of ClassNK,
has announced that it will be supplying its
Helm CONNECT preventative maintenance solution to Magnolia Fleet.
The barge transportation company
operates 11 push boats in and around the
waterways of New Orleans and Lake
Charles, specialising in oil and petrochemicals. It will use Helm CONNECT to manage maintenance and compliance.
“We switched over to Helm because it
is the most user friendly vessel operations
software program I have come across,”
said John Stewart of Magnolia Fleet.
“And I think we have demoed or used
in combination all of them. My idea is if
someone like myself, who is pretty good
with Excel spreadsheets, has problems
with other competitors’ software, how the
heck is a deckhand, tankerman, or wheel
man going to figure it out?”
“The answer is they are not and they
are not going to use it. It's got to work and
be simple and easy for these guys to use.
We also chose Helm because they seem to
have the best support.”
Ron deBruyne, CEO and Founder of
Helm Operations, also claimed that
CONNECT’s ease-of-use was a key component in the deal with Magnolia.
“We develop Helm CONNECT like
Apple develops software,” Mr deBruyne
said.
“If users can’t figure it out when we test
it, we redesign it until they can.”

Free certificate notification service from C-Alarm New apps from Lloyd’s Register and UK P&I Club
www.c-alarm.com
Danish company C-Alarm has announced
that its digital notification service will
now be available free of charge, allowing
mariners to set up reminders ahead of
the expiration of certificates and other
documentation.
Users can scan and upload documents,
entering the relevant expiry dates into an
online database. The web-based platform
then delivers notifications via e-mail and
SMS, based on the information the user
has entered.
While the service can be used to establish any type of reminder, it is aimed in
particular at the commercial maritime
industry, and addressing the issues associated with lapsed certificates, licences, passports and health documentation.
“When we decided to develop this system, the motivation behind it was not really to create a business, but more related to
solve the problem that many sailors face
with expiring certificates,” says Jesper
Svegaard, C-Alarm’s founder.
“Thus, we have decided to offer the service free. If the system proves its worth and
the users are happy with the service, we will
consider a micro payment, but in that case
the payment will be a very small amount
that should be no problem for anyone.”
Users can create an unlimited number

www.lr.org
www.ukpandi.com

‘We have decided to offer the service free’
– Jesper Svegaard, C-Alarm
of certificates, with up to two reminders
for each notification. Documents uploaded
to the platform are encrypted for security,
and users can share those documents with
employers or relevant authorities via email. There is also the capability to redact
personal details such as social security
numbers before sharing documents.
“It happens quite often that people forget
to renew a certificate, and this can have dramatic consequences, or they have to squeeze
the re-certification into the calendar with
short notice,” continues Mr Svegaard.
“This allows long term planning for recertification, and another benefit is that in
case you forget to bring a certificate or you
lose it, then you can just find a PC with
internet connection, log in, click download
and you are able to show a scanned copy.”

Lloyd’s Register (LR) and the UK P&I Club
have launched three new checklist apps
dealing with fire safety, marine pollution,
and port state controls.
According to LR, the apps enable ships’
crews and managers to view legislative
and regulatory requirements, save checklists, tick off completed activities, as well
as add notes and images and send completed checklists via email.
Marine Fire Safety and Marine
Pollution Protection highlight common

compliance failures in their respective
areas, while the Port State Control app
identifies the main causes of ship detention to reduce the risk of ships being held
in ports and harbours.
“The seafarers of today were calling out
for a paperless solution that was portable
and interactive,” said Robert Brindle, LR’s
lead specialist on Port State Control.
“These apps allow us to update users
when new legislation comes into force,
helping to ensure they’re in compliance
with the latest regulations.”
The apps are available on both iOS and
Android.

LR’s new apps deal with fire, pollution and port state controls
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Partner technology programme for unmanned ocean systems CargoDocs completes
first BPO+ transaction

www.liquidr.com
Liquid Robotics, manufacturer of the
Wave Glider ocean robot, has announced a
partner technology programme that it
hopes will accelerate innovation in
unmanned ocean systems.
The Open Oceans Partner Programme
will build upon the technology developed
for Wave Glider, offering partners a suite
of open integration and development
tools, web services, APIs, training and
services, as well as access to the first Open
Linux, JAVA based operating environment
and a scalable IP backplane designed for
unmanned maritime systems.
According to Liquid Robotics, the programme will enable sensor, software and
integration partners to use the Wave
Glider’s open platform to develop maritime solutions not possible with current
approaches, while at the same time generating new revenue opportunities for their
business.
“We are at the forefront of a technology
revolution for the ocean,” said Gary Gysin,
president and CEO of Liquid Robotics.
“At Liquid Robotics we’re bringing the
open systems, rapid innovation model of
Silicon Valley to a maritime world of special purpose systems. Working with our
partners, we will create entirely new solutions for defence, commercial and scientific customers by opening up access to the
world of maritime systems.”
As well as working alongside

www.essdocs.com

The Open Oceans Partner Programme will build upon the technology
developed for Wave Glider
Schlumberger and Boeing Defense, Space
and Security, Liquid Robotics has also been
collaborating with UK-based Ultra USSI on
new unmanned surface vessel detection
systems to combat illegal poaching and
smuggling along the world’s coastlines.
“The combination of the Liquid
Robotics Wave Glider and Ultra
Electronics USSI’s acoustic sensor technology offers innovative new ways to extend
the maritime surveillance and security
capabilities of government and commer-

cial organisations worldwide,” said Joe
Peters, president of Ultra Electronics USSI.
“The Wave Glider’s open systems platform simplifies and provides a greater
range of design approaches to apply
technology to solving specific customer
problems.”
Other Open Oceans Partners include
EMS (Spain), OceanTech (South Korea),
Sea Technology Services (South Africa),
BioSonics, Inc. (US), Fastwave (Australia)
and UVS (Australia).

Paperless trade provider essDOCS reports
that the first ever CargoDocs Bank
Payment Obligation Plus (BPO+) transaction has taken place, facilitating an iron
ore shipment from Australia to China.
CargoDocs BPO+ is an essDOCS solution
designed to streamline processes around
trade operations and finance. According to
essDOCS, it combines BPO with an online
application plus data sourced from original
eDocs such as electronic bills of lading
(eB/Ls) and commercial invoices.
The trade involved global resources company BHP Billiton as the seller, Westpac as
the recipient bank, ANZ as the obligor bank
and agri major Cargill as the buyer.
essDOCS says it marks the first use of a bank
payment obligation where data flowed
through all four corners with zero data reentry, and the first use of BPO by Westpac.
“This is a major milestone for the use of
electronic documents in trade finance,”
said Ashley Skaanild, head of trade
finance & chemicals, essDOCS.
“We set out to accelerate and automate
BPO with a scalable, easy to use, secure
platform, to enable corporates and their
banks to adopt BPO as a trade finance
instrument with minimum effort. By combining BPO with our eDocs platform, our
customers have in this transaction demonstrated the true potential of BPO+.”

Delivering success, together
Success is infectious. In the three years since its launch, NAVTOR’s ENC service has become a true
marNet leaGer, Zith over  of the NorZeJian Áeet subscribinJ to a SroGuct that is simSle to use,
uSGate anG manaJe. :e are GeGicateG to SroviGinJ innovative solutions that SroviGe clear user
beneÀts, as GemonstrateG by our tySe aSSroveG ¶3ay As <ou Sail’ service ² the marNet’s Àrst.
%y ZorNinJ Zith our customers Ze can meet their inGiviGual neeGs anG constantly reÀne our uniTue
enaviJation solutions reGucinJ naviJator ZorNloaG, enhancinJ safety, anG increasinJ efÀciency for
shiS manaJers, oZners anG oSerators ZorlGZiGe.
:e ZorN toJether to maNe every voyaJe better. :hy not Jet on boarG at ZZZ.navtor.com
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European Parliament approves CO2 reporting regulations Spend on ShipServ
predicted to hit
$3bn in 2015

The European Parliament has approved
draft EU rules requiring ship owners using
EU ports to monitor and report CO2 emissions each year.
The new rules will apply from 2018 to
ships over 5,000 gross tons, regardless of
the country in which they are registered,
with the aim of cutting their greenhouse
gas emissions.
The new monitoring and reporting criteria will now be put to a vote in a forthcoming Council of Ministers meeting in order
to come into force on 1 July 2015, with the
regulations having already been informally
agreed with the Council, the EU says.
The text of the Regulation establishes an
EU-wide system for monitoring, reporting
and verification (MRV) of greenhouse gas
emissions from shipping, in order to gather
better information about ship efficiency
and emissions and to encourage a reduction in emissions and fuel consumption.
“Maritime transport does not come
under any greenhouse-gas emissions
reduction measures,” said José Inácio
Faria, who drafted the second reading recommendation approved by the European
Parliament.
“What we are looking at today is a first
step to reduce emissions. If nothing is
done, shipping emissions will go up by
about 50 per cent by 2030.”
“This legislation is applicable to all ships
using European ports, and will be an
opportunity to influence negotiations within the International Maritime Organisation
(IMO). We need to make sure that cooperation with our international partners is kept

to, and make sure these steps give rise to an
ambitious international agreement.”
The MRV requirements will apply to
CO2 emissions arising from voyages to,
from and between EU ports. All ships over
5,000 gross tons will be covered, with a
small number of exceptions.
Ship efficiency, measured in relation to
the amount of cargo carried, will have to
be reported for all categories of ships, with
detailed specific rules to be introduced for
each ship category.
Where an owner’s report on ship emissions meets the requirements, an independent verifier will be required to deliver
a document certifying compliance. Ships
will have to carry these documents on
board and will be subject to inspection by
EU member states, who will also establish
penalties for infringements.
This move by the EU was met with dismay by some in the maritime industry,
with the International Chamber of
Shipping (ICS), BIMCO and Intercargo
jointly issuing a statement expressing their
dissatisfaction with the results of the vote,
preferring a global IMO solution instead of
a regional EU measure.
“Today’s vote was expected, being
based on the political agreement reached
between the EU institutions at the end of
last year. However, the shipping industry
is still disappointed by the Parliament’s
confirmation of the EU decision to preempt the current International Maritime
Organization (IMO) negotiations on a
global data collection system on shipping’s
CO2 emissions by adopting a unilateral,

regional Regulation on the Monitoring,
Reporting and Verification of individual
ship emissions – which will also apply to
non-EU flag ships trading to Europe – in
advance of IMO completing its work,” the
statement says.
“Until now, with the industry’s support, the IMO negotiations have been progressing well. But there is a danger that the
EU initiative will be seen by non-EU
nations as an attempt to present them with
a fait accompli. The EU Regulation
includes controversial elements, such as
the publication of commercially sensitive
data on individual ships, an idea which
had previously been rejected by the majority of IMO governments during a meeting
of the Marine Environment Protection
Committee in October 2014.”
“At the IMO, negotiations on additional
measures to help reduce CO2 continue at
the MEPC...It will be vital for EU Member
States to explain how the new EU
Regulation can be implemented in a way
which is fully compatible with whatever
might be agreed by IMO for global application, in the interests of avoiding the
unhelpful complication of a separate
regional regime.”
The group of shipping associations also
notes that unilateral action already taken
by the maritime industry has had a positive
effect on emissions trends, with the latest
IMO Green House Gas Study, published in
2014, showing that international shipping
had reduced its total CO2 emissions by
more than 10 per cent between 2007 and
2012, despite an increase in maritime trade.

www.shipserv.com
Maritime e-marketplace ShipServ is predicting that the total amount spent on its
platform in 2015 will top $3 billion, up 20
per cent on figures from 2014.
Last year ShipServ saw 4.2 million
searches for marine products and services,
resulting in 2.6 million RFQs (Request For
Quotation) and $2.5 billion of trade via its
e-procurement portal. According to
ShipServ, the growth reflects the changing
nature of procurement in commercial maritime, with companies seeking cost and
operational efficiencies.

New fuel management system from Royston
www.enginei.co.uk
www.royston.co.uk
Royston Diesel Power has launched a new
version of its Enginei fuel management
system, increasing the range of fuel, engine
and voyage data used for onboard and
shore-side analysis and optimisation.

The latest iteration of Enginei includes
an expanded onboard flowmeter and sensor system. Royston says this enables realtime data measurement beyond the typical
RPM, GPS and fuel inputs, with information on torque, weather and trim sensors
collected by the new system.
According to Royston, the increased
scope of data inputs will enable more accu-

The new software includes an expanded onboard flowmeter and sensor system

rate fuel analysis calculations, more customised reporting formats, and enhanced
fleet management.
“Access to reliable fuel consumption
data is taking on even greater importance
for a wide range of fleet management
issues, not only for fuel efficiency but t
o assess emissions compliance, plan
engine maintenance and assess vessel
suitability for different operations,” said
Lawrence Brown, managing director of
Royston Limited.
“Our original Enginei fuel management
system has been successfully used in a
wide range of vessel types around the
world. We have now used this experience
to develop an advanced and expanded system that reflects the industry’s increasing
reliance on reliable fuel monitoring,
reporting and verification systems.”
Fuel consumption of individual
engines can now be measured, as well as
fuel burn data for different operational
modes and different captains. Data captured onboard is available on the bridge
and in the engine room via touchscreen
monitors, as well as onshore through an
online portal and web dashboard.
“We have used our specialist diesel
engine technology experience to develop
an advanced fuel monitoring system that
meets the needs of both onboard engineers
and the onshore monitors responsible for
much broader fleet management decisions,” said Mr Brown.
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Paul Østergaard, ShipServ

“The fact that ShipServ has experienced
exceptional growth at a time when the
maritime and offshore sectors are facing
the ongoing pressure of economic uncertainty, a fragile market recovery and tight
operating margins, is evidence of the
value of the e-marketplace,” said Paul
Østergaard, CEO and founder of
ShipServ.
“ShipServ has been able to connect
hundreds of shipowners, managers and
yards, representing over 9,000 ships, rigs
and vessels, with tens of thousands of suppliers, in order to facilitate billions of dollars of business.”
Mr Østergaard believes the growth will
continue throughout 2015, with the value
of trade conducted on the ShipServ platform breaking through the $3 billion
mark, fuelled by the adoption of digital
technologies in the maritime sector.
“We expect 2015 to be another exciting
year as the adoption of e-procurement continues to widen and accelerate across the
shipping and offshore industries,” he said.
“These sectors are seeing a rapid rise in
the use of digital technologies, both at sea
and onshore, and the rise of the e-marketplace is a fundamental part of this.”
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attention to details for performance, reliability
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DNV GL adds hull performance module
www.dnvgl.com
DNV GL has launched a hull and propeller
performance analytics module, designed
to give a more accurate picture on the
impact that fouling is having on vessel performance and fuel efficiency.
The module is part of ECO Insight,
DNV GL’s fleet performance management
service that was announced at SMM in
September 2014. It is based on computational fluid dynamics (CFD) methods to
correct for changing operational conditions, and DNV GL claims it produces
more accurate results than ‘existing
approximate or experimental methods’.
According to the classification society,
experts have suggested that the global fleet
could be sailing with 30 per cent addition-

al resistance due to fouling, resulting in
higher fuel consumption.
The new performance module analyses
the gap between the theoretical and measured power demand of a vessel, after correcting for influences like speed, draft,
trim, weather and other operating conditions. This data can then be used to inform
decision-making as to when and how
defouling should take place.
“We use data that shipping companies
are already collecting,” said Dr Torsten
Büssow, DNV GL’s head of fleet performance management.
“Our CFD capabilities, which we also
use in our lines optimisation, retrofit and
trim assistant services, allow us to very
accurately normalise vessel specific power
demand under each reported condition.”

New service app from Imtech
www.imtech.com

use the app to send service requests directly to the relevant location, allowing shoreside preparations to take place in advance
of a vessel’s arrival for maintenance.
The app is free to download, and available for Android, Apple and Windows
devices.

Imtech Marine has announced the launch
of RHServiceNow, a new application from
its Radio Holland service and nav/com
brand.
The app will enable owners and operators to find
their nearest
Imtech
or
Radio Holland
service location using a
mobile device,
with over 300
service centres
contained
within
the
app.
According
to
Imtech,
mariners will
Imtech Marine’s new app will help you find a support centre
also be able to

Fuel switchover programme from Videotel
www.videotel.com

Fouling could be adding 30 per cent resistance to the global fleet

Videotel has launched a new training programme to guide seafarers on fuel
changeover processes in light of recently
introduced
regulations
governing
Emission Control Areas (ECAs).
Titled “The Practical Management and
Switching of Marine Fuels”, Videotel says
the programme has been developed in part
due to concerns from the U.S. Coast Guard
about an increasing number of machinery
space fuel leakages when vessels are

Singapore MPA signs R&D agreement with A*STAR
www.mpa.gov.sg
www.a-star.edu.sg
The Maritime and Port Authority of
Singapore (MPA) has signed a memorandum of understanding (MOU) with the
Singapore
Agency
for
Science,
Technology and Research (A*STAR),
which will see the organisations collaborate on the development of maritime
technologies.
The five year MOU will have a number
of focus areas, including satellite, terrestrial, and wireless communication, and new
robotic capabilities to support the marine
industry. Other fields that will be explored
are modelling, simulation and visualisation technologies, as well as research into
marine sustainability, renewable energy,
and emissions reduction.
“This MOU is a further extension of our
strong partnership with A*STAR in the
area of maritime R&D, with a focus on new
technologies and systems that will enhance
the competitive edge of our port and its
operations given the increasingly complex
demands and challenges,” said Andrew
Tan, chief executive of MPA.
“The MOU covers the latest communications systems and technology such as TV
White Space, unmanned and autonomous
platforms, simulation and modelling capa-

bilities, as well as development in environment technologies.”
The agreement builds on MPA's prior
collaborations with A*STAR research insti-

tutes over the past decade, including projects on speaker verification over VHF
channels, and previous work on environmental sustainability.

The agreement was signed during the Singapore Maritime Technology Conference
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switching to low sulphur fuel.
“It is critical that crews are aware of
best practice when switching heavy
marine fuel oil to low sulphur fuel because
without proper training, serious operational problems can occur impairing a
ship’s performance or even, in a worst case
scenario, damaging a ship’s main or auxiliary engines, ” said Nigel Cleave, Videotel
CEO.
The programme is available on DVD,
Video on Demand (VOD), and e-Learning
Computer Based Training (CBT).

SAAM SMIT Brazil
signs with Helm
www.smit.com
www.helmoperations.com
Helm Operations reports that SAAM
SMIT Towage Brazil has selected its Helm
Marine Operations software for the management of billing and dispatch.
SMIT operates in eight ports and terminals in Brazil, providing assistance to
incoming and outgoing seagoing vessels,
including ro-ro ships, oil and chemical
tankers, container ships, reefers and
mixed cargo ships.
Helm, a subsidiary of ClassNK, has
been working with SMIT in Canada for
the past nine years. According to SMIT,
the long-standing relationship was a factor when seeking a partner for the
Brazilian market.
“We chose Helm because with the
expansion of SAAM SMIT Towage in
Brazil we needed a confident, 100 per cent
reliable and professional dispatch system
to accompany us in our growth,” said
Robert Martijn Smits, commercial manager of SMIT Brazil.
“Our group already uses Helm in
another part of the world with positive
feedback and together with the professional explanations and demonstrations
received we think with Helm we have
found this partner to do so.”
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AWT teams up with Veson
Nautical on reporting
www.awtworldwide.com
www.veson.com
AWT has announced that it is partnering
with Veson Nautical to use common formats for reporting systems in an effort to
simplify data integration and remove
duplication of work.
Under the new offering, captains will be
able to send a single at-sea report to both the
onshore operator and AWT via Veslink,
Veson’s data entry portal. AWT says this
will prevent needless duplication of reporting, saving time and streamlining workflow.
“I can truly say that our collaboration
with Veson is based on the demands of
many of our important clients who would
like to see closer integration of AWT and
Veson services,” said Haydn Jones, CEO
of AWT.
“The immediate goal is for AWT’s use
of Veslink formatted ship reports that will
help to reduce the load on ships’ masters
for preparing multiple similar daily
reports. In today’s world of ever deeper
and closer operational integration of ship
and shore-based management, this is a
step in the right direction.”

$10.8m in funding for maritime data platform
www.windward.eu
Maritime data and analytics company
Windward has announced that it has
received a strategic investment of $10.8
million, led by Horizons Ventures, to help
fund construction of what Windward calls
“the largest, most comprehensive maritime
data and analytics platform in history.”
Windward's intelligence solution,
MARINT, is already in use by security and
law enforcement agencies in various
countries, who use the data to pre-emptively identify threats before they reach
their shores.
This new funding by Horizons Ventures,
Aleph and other financial investors will
enable Windward to expand its deep learning capabilities via its Windward Mind data
platform and to operationalise FORESEA,
its finance solution.
Currently, FORESEA is in beta testing
as the first significant vertical extension of
the Windward Mind platform, with the
aim of providing traders, investors and
analysts with access to huge amounts of
unstructured data.
"The Windward Mind, the world's first
maritime data platform, brings cross-vertical and industry visibility into ship activi-

ty worldwide that is critical given the economics at stake," said Ami Daniel, cofounder and CEO of Windward.
"We are honoured to have Horizons
Ventures join our journey. Horizons has a
unique perspective as a seasoned investor
in some of the world's most disruptive tech
companies; their involvement will provide
us with many valuable opportunities for
innovating this analogue world."
In addition to funding support,
Windward will be adding advisors to its
boards, with a member of Horizons joining
Windward's Board of Directors.
Additional investors include Tom
Glocer, the former CEO of Thomson
Reuters, and Ret. Lieutenant General Gabi
Ashkenazi, the former IDF Chief of Staff
and former CEO of the Israeli Ministry of
Defense. Both are joining Windward's
Advisory Board, while Danielle Ullner has
also joined Windward as Chief Operating
Officer.
"Ship activity across the oceans fuels the
global economy but is one of the last analogue arenas. The Windward team is revolutionising this archaic system and bringing visibility to this critically important
domain, advancing the global ecosystem,"
said Jason Wong of Horizons Ventures.

Online tools launched for Ballast Water Management
http://globallastlearning.com
A new online learning portal to develop
skills in ballast water management (BWM)
has been launched by the GEF-UNDP-IMO
GloBallast Partnerships Programme and
the Global Industry Alliance (GIA).
The online tools, including a free elearning course on the Operational Aspects
of Ballast Water Management, have been
developed by the GloBallast project, with
financial support from the GIA to assist
with the wider implementation of the
International Convention for the Control
and Management of Ships' Ballast Water

and Sediments, 2004 (BWM Convention).
The e-learning course is based on the
GloBallast Advanced Training Course on
Operational Aspects of BWM, developed
with financial support from the GIA and
the IMO Integrated Technical Cooperation
Programme (ITCP), and is aimed at all
stakeholders who will have to deal with
operational aspects of ballast water management, such as Port State Control
Officers (PSCOs), but also seafarers and all
crew on board a ship.
The course contains four modules;
Introduction, Operational Aspects, Survey
and Certification, and Compliance

Monitoring and Enforcement (CME). In
each module, the user will explore the issue
in the context of the objective of the module,
build on their existing knowledge of BWM
and finally engage in hypothetical scenarios
to put this new knowledge into practice.
The learning portal is accessible free of
charge, with access to an online Resource
Library and to the e-learning course. Free
webinars related to BWM will be hosted
within the portal in the near future, the
group says.
The e-learning course can also be downloaded for free from the portal so the user
could use it offline at a later stage.

AVEVA software for Korean universities
www.aveva.com
AVEVA has announced that its AVEVA
Marine and AVEVA Bocad shipbuilding
software will be deployed in over 20
Korean universities and schools.
The academic institutions involved in
the initiative include Seoul National
University, Korea Advanced Institute of
Science and Technology (KAIST), Pohang
University of Science and Technology, and
Pusan National University.
“We welcome AVEVA’s support to
bring critical job skills to our students,”
said Professor TaeWan Kim, Seoul
National University.
“By working closely and training the
professors and teachers on the software,
AVEVA is enabling the university to give
the students the best experience of industry-leading design software. AVEVA is
truly inspiring the next generation of
Korean ship designers.”
Students will be able to use the products

in classes such as computer aided ship
design, with up to 50 simultaneous users
allowed at each institution.
“At AVEVA we believe that we have a
commitment to industry and the nurturing
of new talent,” said SangWook Ham, vice
president and head of EPC and marine

sales, NEA, AVEVA.
“These educational establishments have
excellent reputations for their dedication
to producing highly qualified talent for the
shipbuilding industry in Korea and we are
proud to be associated with such high
quality institutions.”

20 schools in Korea will receive the software
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Ami Daniel, Windward CEO

Intergraph acquires
Norway’s OhmTech A/S
www.intergraph.com
Intergraph Process, Power & Marine, part
of Hexagon, has acquired OhnmTech
A/S, a Norwegian provider of ship
design software.
OhmTech’s Visual Vessel Design is
used for the calculation and design of
pressure vessels, shell and tube heat
exchangers and boilers. Intergraph says
Visual Vessel Design will complement its
own PV Elite solution for vessel and heat
exchanger design, and the acquisition
will help the company expand market
share in Europe.
“This acquisition ensures the continued
adoption and development of OhmTech
technology within the Intergraph family
of solutions, so we are excited about the
many opportunities it brings,” said
Gerhard Sallinger, president of Intergraph
Process, Power & Marine.
“We are especially pleased to announce
that OhmTech’s technical and development staff will bring their experience and
talents to Intergraph to support the continued development of advanced integrated plant design and engineering analysis
solutions for our global markets.”

New features added to
PortVision platform
www.portvision.com
PortVision reports that it has added a
range of new features to its TerminalSmart
dock and berth management software,
used by oil companies and marine facilities to gain an overview of port visits and
terminal operations.
TerminalSmart includes dock management, scheduling, reporting and analysis,
along with PortVision’s AIS-based vessel
tracking service. According to the
Houston-based provider, the latest version features an improved user interface,
drag-and-drop scheduling and improved
handling of dock calls.
Other additions include automatic
demurrage analysis and advanced “vessel
fit” warnings if a vessel or cargo is not
compatible with a selected dock. There are
also tools for generating customisable letters of protest and executing pre-arrival
notifications, as well as new capabilities
for reporting, charting, and dashboards.
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The HR challenges of a global workforce
With a culturally diverse workforce, spread across multiple locations and with a high rate of turnover,
managing HR in the maritime industry is a serious challenge – but technology can help in making
these processes run as efficiently as possible, writes Per Ove Kviteberg, Adonis AS

A

motion, with crews rotating from different
ship is a floating, self-contained tailored to each environment.
Such a system should have a single locations.
‘world’ made up of a diverse mulpoint of data entry for everything to do
ticultural workforce.
The HR challenges on a single vessel are with recruiting, onboarding and managing
Best practices
on a par with those of a multi-national cor- crew, connected both on ship and shore for For maritime organisations, a ‘best pracporation; in fact, one could argue the chal- tasks from rotation planning to cabin allo- tices’ approach in selecting a HR and paylenges are even steeper at sea – particular- cation, and having integrated payroll and roll solution can help in picking a suitable
ly when you consider that the workforce time and attendance – all consolidated on a application, and there are various funccentral platform.
doesn't go home at night.
tions that are key to implementing an effiAs an example of how this could work, cient system.
Crewmembers work long hours, 7 days
a week, are confined for months at a time we can look at Windstar Cruises, which
The software should have the ability to
to small cabins, and might be assigned var- operates a fleet of small cruise ships that consolidate HR, payroll, time and attenious roommates who often hail from dif- travels to 50 nations, calling at 150 ports dance using a central database, and the
ferent parts of the world.
scalability to allow an unlimited
Beyond work-related activities,
number of ships and persons to be
the company also needs to coordientered into the system. This
nate personnel activities, such as
would include the ability to handle
sports, parties, and special events,
current and future complexity,
managing crew and staff berthing
integrate with web services and
allocation, as well as a host of misother systems within the compacellaneous smaller tasks, such as
ny's firewall.
overseeing movie rentals and disInclusion of a comprehensive
tributing cabin keys.
vessel register is important, with
Additionally, the company's HR
all required technical and operadepartment must make sure their
tional information on each vessel
multinational staff are working
in the company's fleet, enabling the
cooperatively, grievances are
selection of crew on the basis of
addressed, employees are motivattheir experience with vessel types,
ed, attentive and safety-minded,
engine types, radio types, etc.
payroll is adroitly handled, and,
Centralisation of the managenot least, that all processes are
ment of crew rotations and major
properly documented and are in
crewing processes, such as visa
compliance.
applications, work permits and
Maritime organisations in gencompliance
with
maritime
eral have highly specialised HR
requirements (offshore certifineeds – from recruitment to crewing, Software can help to manage the demands of organising
cates, valid medical certificates,
a constantly changing, culturally diverse workforce
to managing a multinational worketc.), should also be considered,
force, to simply making sure that
and it should be administered
offices on land and at sea are in sync.
throughout Europe, the South Pacific, the from a single platform.
Both the range of nationalities and eth- Caribbean, and Central America.
Users should be able to store and
nicities, and the range of roles and responTo improve their staff management retrieve details on competence, activities,
sibilities on board, can create challenges. Windstar coordinated their HR and pay- sea service, personal details, family, medThere's the also the problem of high roll processes on a single platform that ical and all the other relevant data groups,
turnover, as the workforce is continually integrated time and attendance, cen- with everyone benefitting from improved
being rotated.
tralised the crew database, and significant- coordination between an organisation's
The following provides a brief overview ly improved coordination between their vessels and main office.
of some of these challenges, and how tech- vessels and at their main office in Seattle.
Such a solution would allow new pernology may be able to help.
The CIO's main goal in selecting a soft- sons, sailing details, embarkation / disemware platform was to help make each barkation dates, payroll details, etc. to be
entered on board, and offer the ability to
Windstar voyage a "flawless experience."
Modernising processes
Moving away from the cruise industry, transmit this data automatically, via satelWhile it may be hard to believe, many maritime organisations still use spreadsheets, another example is Schmidt Ocean Institute lite, to shore-based personnel systems,
outmoded desktop software or non-adap- (SOI), a non-profit organisation doing ocean enabling maritime organisations to maintive enterprise systems to manage their HR research and exploration, and using tech- tain a single, completely up to date database
on their global organisation, at all times.
nology for open sharing of information.
and payroll processes.
SOI provides its collaborators with free This could also feature alerts that automatSuch ‘legacy’ systems and processes
add unnecessary complexity and redun- access to the R/V Falkor and her on-board ically notify users on the upcoming expiry
dancy as, typically, employee data is research facilities, in exchange for a commit- of any person's certificates, passports, visas
stored in not one, but several databases. ment to openly share and communicate the or medical vaccinations.
A time-and-attendance module can proMoreover, the various modules to carry outcomes of research collected on board.
Previously, SOI used spreadsheets to vide maritime organisations with the most
out the different HR functions are in differenter and update crew profiles, records and efficient way to track time and attendance
ent silos, as is payroll.
In such scenarios, office-based systems rotations; now the Institute has automated of crew members, capture overtime for
and ship-based systems do not ‘talk’ to each crew rotation and payroll for the R/V Falkor, payroll, and stay in compliance with reguand integrated a shore-side hosted version of lations pertaining to work and rest hours.
other, adding another layer of inefficiency.
This should include a notification servAny vessel with a large, heterogeneous their HR system with the server aboard the
ice to inform department heads, team leadworkforce – be that a cruise vessel or a R/V Falkor, so data is synchronised.
This is particularly critical as the R/V ers, and management about such events as
commercial ship – requires an efficient,
flexible HR/payroll platform that can be Falkor has no home port – it is always in work and rest hour violations, overtime
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hours exceeded, and any other user-definable event.
The platform ought to additionally
include and communicate safety routines
such as the crew station drill and on-board
drills, as well as integrating training and
travel scheduling, and further connecting
to travel expense reporting that allows personnel to register their expenses for reimbursement through payroll.

HR for efficiency
The ability to seamlessly coordinate all
these activities on a single platform, maintain global synchronisation of data
between ships and offices, while more efficiently recruiting, training and managing
multinational crews, are ‘back end’
processes that can have a significant
impact on ship operations.
Take, as another example, Lindblad
Expeditions, an expedition travel company
that works in partnership with National
Geographic to provide educational marine
expedition programmes that allow guests
to interact with scientists, naturalists and
researchers while discovering natural
environments, above and below the sea.
Their vessels are crewed by multinational teams with highly specialised skill
sets, which posed a number of difficult
challenges, from assuring efficient crew
rotations to compliance with a broad range
of maritime requirements.
Lindblad implemented a system that
coordinated HR and payroll processes
between their ships and offices, automating crew planning processes for their
multinational maritime workforce while
allowing them to more effectively recruit
talent from around the world based on
their experience and qualifications.
Ultimately, the implementation wasn't
just about streamlining processes and
improving backend operations, but proved
to be far more strategic in helping make
each cruise a memorable adventure for
every passenger.
Depending on the particular line of
business a shipping company is in, its
operational aims will vary. But whether
you're operating a cruise line or a fleet of
oil tankers, exceptional leadership and an
exceptional staff are the key factors in
determining whether or not you're able to
achieve your core business goals.
This is precisely why a robust and flexible solution for managing HR and payroll
processes – crewing, recruitment, training,
time and attendance, compliance, etc. – is so
fundamental to a company’s success. DS
About the author
Per Ove Kviteberg is sales
director at Adonis AS, a
orway-based provider of
HR/payroll software for
the maritime industry
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Ocean Signal acquired by
ACR Electronics parent company
www.oceansignal.com
www.ACRARTEX.com
Ocean Signal, a supplier of marine communication and safety equipment, has
announced it has been acquired by Drew
Marine, and will henceforth operate as a
unit of ACR Electronics.
The companies say that the financial
terms of the acquisition will not be
released.
“This is an exciting time for Ocean
Signal and ACR. This combination will
allow Ocean Signal to expand its capabilities and together we will redefine safety
and survival technology in order to save
more lives around the world – which is the
objective we are all working towards,”
said Ocean Signal managing director, Alan
Wrigley.
Founded in 2008, Ocean Signal recently
launched new rescueME MOB1 and
rescueME EDF1 Electronic Distress Flare
systems, to add to its portfolio of
rescueME and SafeSea products.
The combined ACR and Ocean Signal
brands now offer a range of Emergency
Position Indicating Radio Beacons,
Personal Locator Beacons, Search and
Rescue Transponders, AIS Man Overboard
Beacons, VHF radios, Searchlights, rescue
strobe lights, pyrotechnics and safety
accessories.
“Ocean Signal has pioneered a number
of innovations in marine safety,” said
Gerry Angeli, president of ACR
Electronics.
“Their ability to create a strong brand in
a short period of time is a testament to

their product design, quality and understanding of the market. Like ACR, Ocean
Signal is known for reliable products that
perform in the worst conditions the first
time, every time and we are excited to add
them to our team.”
Ocean Signal will continue to operate as
usual from its UK base in Margate, with
Alan Wrigley continuing as managing
director.

PC Maritime and its Estonian trading partner Marine Technics have won a contract
to supply Navmaster ECDIS to 28
Azerbaijan Caspian Shipping Company
(ACSC) vessels.
Navmaster ECDIS has already been in
use on thirteen ACSC vessels over the
past three years, paving the way for this
new contract.
The initial deliveries under the deal will
feature single ECDIS with 24 inch displays,
with an option to extend to dual ECDIS, as

Transas has been awarded a contract to
outfit the Maersk Line fleet with ECDIS,
rolling out across more than 100 container
vessels.
The deal will see Transas’ Navi-Sailor
ECDIS 4000 implemented in dual configuration, as well as a back-up station for each
vessel, which will facilitate paperless navigation. Installations are scheduled to start
in the summer of 2015.
In October, Transas announced that its
ECDIS would be installed across the

Wärtsilä and VTT, the Technical Research
Centre of Finland, are teaming up as part
of a new technology research programme
aimed at developing propulsion products
for arctic conditions.
The
ArTEco
(Arctic
Thruster
Ecosystem) project will take place between
2015 and 2017, and will involve a total of
ten industrial and academic partners from
Finland and other countries.
According to Wärtsilä, the primary
focus will be on creating an Extreme Value
Thruster as a platform for demonstrating
quantum leaps in thruster technologies.
The project, which has a budget of €7.5
million, will culminate in the creation of a

www.silverstream-tech.com
www.ncl.com

Ocean Signal's Alan Wrigley (left) and
Michael Wilkerson, ACR Electronics

well as Jeppesen Primar charts and updating services.
The systems will be installed and supported locally by Marine Technics’ office
in Baku.
“We are very pleased with this order,
particularly because it is based on the customer’s experience of using Navmaster
ECDIS,” said Anne Edmonds, marketing
director, PC Maritime.
“Marine Technics has provided good
support to ACSC as well as negotiating the
new order, and their expertise has been
crucial to winning the contract.”

Maersk Line selects Transas
www.maerskline.com
www.transas.com

www.wartsila.com
www.vtt.fi

large-scale prototype, which will be used
to demonstrate and validate the technology developed over the three-year research
period.
"The challenge to create increasingly
reliable and competitive solutions is ongoing,” says Arto Lehtinen, vice president,
propulsion, Wärtsilä Ship Power.
“Wärtsilä has a duty to its customers to
ensure that its R&D activities are supported
by the best tools, technologies and partners
so as to develop the best solutions. The creation of this project consortium will help us
maintain our position as an innovator and
technology leader within the marine sector.”
Assessment and validation of the
propulsion technology will take place at
the Wärtsilä Propulsion Test Centre in
Tuusula, Finland.

Silverstream air lubrication for
Norwegian Cruise Line

ECDIS for 28 ACSC ships
www.pcmaritime.com

Wärtsilä partners with VTT on propulsion R&D

Maersk Tankers fleet, including both new
builds and retrofits.
“We are extremely happy to intensify
our cooperation with Maersk even further and thus proving to be a right partner providing the most advanced ECDIS
solutions,” said Jens Pfeiffer, Transas
Marine’s navigation business division
director.
“This does not only require a state of
the art ECDIS itself, but also excellent engineering skills, comprehensive data services and after-sales support which are all
critical issues when it comes to ECDIS
implementation.”

Silverstream Technologies has announced
the first commercial installation of the
company’s air-lubrication system, to be
deployed on the Norwegian Cruise Line
vessel Norwegian Bliss.
The technology uses a carpet of micro
bubbles to reduce friction between a vessel’s hull and the surrounding water, with
the aim of improving performance, bringing down fuel bills, and cutting emissions.
Earlier this year, Silverstream and Shell
reported that they had successfully trialled
the air-lubrication system, claiming it
could deliver fuel-efficiency savings of up
to 5 per cent.
“Despite the recent decline in fuel
prices, new sulphur regulations in
Emission Control Areas still mean significantly increased fuel bills for the cruise
industry,” said Christer Karlsson, senior
vice president of newbuild, Norwegian
Cruise Line.
“In conjunction with the importance of
constantly improving sustainability, it is
therefore critical that we look at viable

opportunities that improve operational
and environmental efficiencies, driving
down fuel bills and reducing emissions.
The Silverstream System is an example of
such a clean technology that can genuinely
make a difference.”
The Norwegian Bliss is scheduled for
delivery in spring 2017 from the Meyer
Werft shipyard in Germany, and
Norwegian Cruise Line has the option of
outfitting two further vessels with the
technology.
“It is a landmark moment for the company to secure a significant order from a leading cruise operator, which will be installed
and delivered by one of the world’s most
respected ship yards for technology and
innovation,” said Noah Silberschmidt, CEO
of Silverstream Technologies.
“Not only does this highlight the
Silverstream System and air lubrication as
an applied and sustainable clean technology, it also demonstrates the industry’s culture and desire to improve their operational and environmental efficiencies as a
means of reducing emissions, fuel costs,
and improving the sustainability of their
operations.”

ABS and KOSHIPA sign MOU for offshore training
www.eagle.org
www.koshipa.or.kr
The American Bureau of Shipping (ABS)
and the Korea Offshore & Shipbuilding
Association (KOSHIPA) have entered into
a Memorandum of Understanding (MOU)
to develop and deliver an offshore training
curriculum.
The range of courses will cover drilling
and production, as well as offshore engineering concepts. According to ABS, training will be hands-on, with a view to developing practical skills and improving offshore safety.
"For more than 50 years, ABS has been
committed to working alongside the
builders in Korea to promote mutually beneficial services to foster knowledge transfer
and safe operations," said ABS chairman
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and CEO Christopher J. Wiernicki.
"This MOU is a sign of our continuing
commitment to work with all stakeholders
in this consortium to provide practical
training solutions to meet today's most
pressing challenges."
ABS has had a presence in Korea since
1961, when it opened its first Korean office in
Busan. Since then, it has cultivated a relationship with KOSHIPA, whose members
include some of the most prominent names
in Korean shipbuilding, such as Dae Sun,
Daewoo, Hyundai, Samsung and Sungdong.
"This MOU with ABS will strengthen
learning for Korea's premier shipbuilding
companies through structured on-the-job
training and coaching to promote individual competencies in offshore," said Dr
Young-Ju Suh, executive vice president at
KOSHIPA.
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Remote monitoring and maintenance
for Golar LNG
www.wartsila.com
Wärtsilä has signed a five-year Technical
Management Agreement with Golar
Management Oslo for delivery of remote
monitoring services to Golar LNG.
The service agreement includes
remote monitoring of engines, maintenance planning, advisory services, and
guaranteed availability of personnel as
well as spare parts.
The deal also includes a conditionbased maintenance (CBM) system to optimise the performance of the installed
equipment and allow Wärtsilä's specialists to monitor and analyse various
parameters, enabling the engine manufacturer to plan and perform the mainte-

nance activities needed to maximise the
engines' lifecycle.
"One of Golar LNG's strategic assets
is our operational excellence. We want
to maintain the highest standards
for safety and reliability. This closer
cooperation with Wärtsilä helps us to
avoid unnecessary downtime and to
keep our fleet in top condition at all
times," said Per Rolid, fleet manager at
Golar LNG.
Golar LNG operates a fleet of 13
vessels engaged in both LNG transportation and midstream floating solutions.
Its LNG carriers and Floating Storage
and Regasification Units (FSRU's) are
all equipped with Wärtsilä engines, 52
in total.

Navico-owned Simrad has announced the
launch of its E5024 ECDIS system, a new
type-approved ECDIS targeted at the commercial marine sector.
The E5024 has a 24-inch, full-HD 16:9
widescreen, as well as a wireless trackball
controller and an on-screen keyboard. The
user interface includes quick-access tiles
and drag-and-drop functionality, designed
to simplify route planning and waypoint

The E5024 ECDIS

Global Navigation Solutions
(GNS) has announced that Australia’s
Chart & Map Shop is now part of
its distribution network. According to
GNS, the agreement will facilitate
same-day delivery of charts and publications to Fremantle and Western Australia,
with next-day delivery for all other
Australian ports.
Electronics provider Actisense has
promoted Leslie Keets to chief operating
officer. Formerly the operations manager
at the company, Ms Keets has been working at Actisense since 2007.
German provider PRONAUTAS
has expanded into North America with a
new office in Charlottesville, Virginia. The
company’s main service station in the US is
located in Houston, Texas.

The
United
Kingdom
Hydrographic Office (UKHO), the
primary charting authority for Vanuatu,
has issued new editions of two Vanuatu

www.adveto.com
www.vikingline.com
Swedish provider Adveto has announced
that it will supply its ECDIS to Viking
Line, a Finnish shipping company that
operates a fleet of ferries in Scandinavia
and the Baltics.
Adveto will supply ECDIS-4000 devices
to four Viking Line vessels. According to
Kent Sylvén, managing director of Adveto,
the company operates predominantly in
the confined archipelagos between
Sweden and Finland, which poses unique
navigational challenges.
“We are proud to have Viking Line as
a customer as they are very demanding,”
he says.
“They have also a number of big passenger ferries and an ambitious safety pro-

gramme. Viking Line also is very concerned
regarding fuel-saving and has shown interest in our new ETAMAN option.”
The Adveto solution was chosen after a
thorough investigation of the ECDIS market, according to Viking, and includes a
range of features that align with the ferry
operator’s needs.
“ECDIS-4000 from Adveto has features
like multi routes, advanced predictors, the
alternative night presentation and download of PRIMAR charts and chart updates
over internet directly into the ECDIS,” says
Börje Jansson, technical superintendent at
Viking Line.
“Another important factor is that we
found the ECDIS to be easy to use. All this
makes the Adveto ECDIS an ideal system
for us. The ECDIS from Adveto suits our
needs and fits into our operation.”

New high-speed simulator for Dutch Navy

New ECDIS from Simrad
www.navico.com

Adveto ECDIS for Viking Line

manipulation.
Radar, AIS and ARPA can be overlaid
on the display, with the ECDIS offering
compatibility with Simrad’s own Argus
radar system. It is designed for NAVTOR
ENCs including UKHO (for AVCS),
Primar, IC-ENC, and NOAA.
According to Simrad, the E5024 also
supports third-party charts, with S-57 and
S-63 import and the option to choose
between S-52 and INT1 chart presentation.
AIO (Admiralty Information Overlay) is
also supported, and installation can be configured for
either single or dual-station
operation.
Using an Ethernet connection, an independent
secondary station can be
installed alongside the
E5024, displaying performance modules including
radar,
echosounders,
sonar, and imaging, as well
as third-party accessories.

ENC cells in response to the Cyclone Pam
disaster. The cells are GB501638 (Northern
Vanuatu - Espiritu Santo - Luganville) and
GB501494 (Port Vila).
Three VSTEP NAUTIS dynamic positioning simulators have been officially certified and accredited by the Nautical
Institute and DNV-GL. Accreditation
of the class A and B DP Simulators took
place in Rotterdam, Shanghai and
Singapore.

YDDO Maritime & Consulting
Co. (YDDO) has been appointed by
Danelec Marine as a distributor in
Turkey. YDDO will provide sales, installation and service of Danelec VDRs, S-VDRs
and ECDIS in Turkish ports and shipyards,
and will conduct VDR annual performance
tests. The company will also establish a
Certified Service Centre for Danelec
Marine with stock of products and spares.

Danelec Marine’s DM100 S-VDR
has also received type approval from

www.marin.nl
www.cruden.com
www.tree-c.nl
A consortium including the Marine
Research Institute Netherlands (MARIN)
and the Dutch Ministry of Defence is
developing a new Fast Small Ship
Simulator (FSSS) for the training of crews
working on high-speed boats.
The FSSS is being developed for use by
the Royal Dutch Naval Defence School and
the Royal Dutch Navy’s Surface Assault
Training Group. Fast small ships are used
by armed forces to provide a rapid
response to everything from illegal immigration and drug smuggling, to fisheries
protection and piracy.
Key technology suppliers in the consortium include Cruden, a manufacturer of
motion-based driving and racing simulators, and Tree C Technology, which provides real-time simulators for the offshore
and remote handling industry.
According to Cruden, real-life training

German certification authority BSH. “The
BSH type approval will make it easier for
shipmanagers of all flag states to upgrade
older S-VDRs to the solid, safe and simple
Danelec S-VDR solution,” said Hans
Ottosen, CEO of Danelec Marine.
Northrop
Grumman's
Sperry
Marine business unit has selected
Marine Electricals Limited (MEL) as
its sales and service representative for the
United Arab Emirates (UAE). Under the
agreement, MEL will offer Sperry Marine's
products, systems and services to customers in the UAE and surrounding
region. MEL has been the sales and service
provider for Sperry Marine in India since
2010 and has been active in the Middle
East for 15 years.

Imtech
Marine
and
Generalmarine SRL, based in
Genova, Italy, have signed a global sales
and
service
agreement
whereby
Generalmarine will represent Imtech
Marine in offering its portfolio of NavCom
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can be both costly and hazardous, with
high fuel costs and accelerations of up to
9G. It says the simulator will reduce wear
and tear on operational vessels, ease the
burden on instructors, and facilitate training in all weather conditions.
Cruden also claims the FSSS project is
the first in the world to integrate
advanced manoeuvre and seagoing
simulation technology, with motion
cueing algorithms and visualisation of
both the marine environment and ‘at sea’
conditions.
“We are delighted to be part of this consortium and to be transferring simulation
technology and know-how from the automotive and motorsport industries to the
marine sector,” said Cruden CEO, Maarten
van Donselaar.
“A hydrodynamics-focused simulator,
using detailed modelling and motion cueing techniques as well as professional
image generation, is the next frontier for
realistic and accurate training in fast boat
handling, safety and navigation.”

hardware solutions and service packages
under the Radio Holland brand to Italian
ship owners.

Imtech Marine has also been
awarded a three-year DNV GL global
certification renewal for the Inspection
and Testing of Radio Communication
equipment, Automatic Identification
Systems and testing & inspection of
Voyage Data Recorders (VDR), the first
service supplier to achieve fully global
certification in surveying from DNV GL
since the two classification societies
merged in September 2013.
www.globalnavigationsolutions.com
www.actisense.com
www.ukho.gov.uk
www.pro-nautas.com
www.danelec-marine.com
www.vstepsimulation.com
www.sperrymarine.com
www.imtech.com
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Seeing the same picture is seeing the big picture
Non-profit e-chart provider PRIMAR is the starting point for safe navigation at sea. Through flexible
and innovative distribution platforms PRIMAR supplies the international maritime community
with official Electronic Navigational Charts.
In quiet surroundings, with a view to
Western Norway's picturesque fjords, a
small group of experts have the world at
their fingertips. The substantial task of
PRIMAR is to cooperate with a multitude of
hydrographic offices to collect hydrographical data from around the world. The data
is quality checked, before reliable, authorised and official charts are distributed to
all players in the maritime field to ensure
safe and hassle-free navigation at sea.

PRIMAR’s core aim is to make up-to-date
official charts available to everyone
through innovative solutions that best
serve the end-users. This is achieved not
only through close cooperation with
hydrographic offices, but through the
innovative technological collaboration
with their global distributor network.

FREEDOM TO CHOOSE
For successful operations at sea it is vital
for all involved parties to see the same
reality. PRIMAR’s database of charts with
worldwide coverage is available through
a number of user-friendly distributor
solutions to seafarers and all players in
the maritime community on a variety of
platforms 24/7. Some of the innovative
solutions are briefly described below.

FREEDOM TO CHOOSE

PRIMAR Update
Tracker(PUT)
The PRIMAR Update Tracker is a web based
ENC update overview which enables you
to view and track changes made since the
last ENC update.
PUT increases the user’s ENC update
familiarization, allowing him to step
through the updates and changes in his
active chart folio. Such a visualization of
the ENC update will contribute to improve
the user´s situational awareness either
for navigation or planning purpose. The
user may also find it useful if he wishes to
become more familiar with the waters he
frequently operates in.

Functionalities
By using the PUT the user can see the
changes in the ENC content from an
earlier state.
- Easy access
- Web based
- Allows the timeline selection and
comparison of the ENC content.
- ENC update information displayed in
both text and graphic format on the
chart.

FACTS:
• Non-profit organisation operated by the Norwegian Hydrographic
Service in close cooperation with the Electronic Chart Centre
(ECC)
• Operates the world’s first Regional ENC Coordinating Centre
(RENC)
• Global provider of consistent and reliable electronic navigational
charts (ENC).
• All ENCs meet IMO’s SOLAS chart and carriage requirements.
• World-wide ENC database
• Global distributor network
• Provides ENCs to navies, marine pilots, coast guard, search and
rescue, port control services, commercial shipping etc.

Web Chart
Service
Say you are a desk worker responsible for
the activities of a ship thousands of miles
away. By accessing PRIMAR’s Web Chart
Service, the ENC images you view on your
computer screen are identical to the data
the captain sees on the ship’s navigation
instruments. When the service is integrated with other technical features installed
on most vessels nowadays, such as the
Automatic Identification System (AIS), you
can monitor the vessel’s progress and
weather conditions in that exact area.
Working with up-to-date authorised charts
during an operation, whether at the
planning stage in an office or on-board
the vessel, is the lifeline to safety and
success.

ONE-STOP-SHOP
PRIMAR is a one-stop-shop for operating
safely at sea. The security of using authorised official charts together with typeapproved navigation systems helps prevent accidents and protects the maritime
environment. Its benefits are undisputable across all sectors of the maritime
industry from fisheries to oil and seismic
operations, leisure cruising, commercial
shipping and search and rescue missions.
PRIMAR’s innovative and flexible solutions, tailored in close collaboration with
their global network of distributors, give
all players in the maritime field the freedom to choose the ENC platforms best
suited for their needs.

VIEW CHANGES IN BOTH
TEXT AND SYMBOL
FORMAT ON THE CHART.
Who can use the PRIMAR Update
Tracker?
PUT is available to distributors and users
with a valid PRIMAR ENC subscription.
PRIMAR distributors will also be able to
implement PUT in their B2B interface.

How much does it cost?

www.primar.org

The user needs only to be identified with
a valid ENC subscription registered with
PRIMAR. There is no extra cost for PUT.

How do I access it?
Via the PRIMAR Portal.
Contact PRIMAR for more information.

PRIMAR contributes to the Maritime Safety Circle as all actors in need of chart data have
access to the same charting information
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$12.5m Danish-led e-Navigation project gets underway
Maritime Cloud

www.dma.dk
The EU has approved a DKK 85 million
(approximately $12.5 million) Danish-led
maritime innovation project, intended to
enhance safety of navigation and increase
efficiency at sea.
Thirty-two partners from 12 different
EU countries, including thirteen Danish
organisations, will be involved in the
EfficienSea2 project, launched on 1 May,
with a focus on innovation and further
development of services to assist in the
efficient running of maritime vessels.
The Danish Maritime Authority is to
lead the project, and will work on the
development of a ‘Maritime Cloud’ to
enhance the exchange of information in
and around the maritime sector.
The project is also expected to develop a

range of new digital services within the
areas of navigation and automatic ship
emission reporting and monitoring, as well
as new communication channels at sea.
The communications aspect of the project will examine intelligent use of the most
inexpensive communication channel available and the development of an entirely
new communication channel referred to as
VDES (VHF Data Exchange System).
The EU has granted funding of DKK
73.5 million (approximately $11 million)
towards the total project budget, with the
aim of moving e-Navigation past the prototype stage to full scale implementation in
the Baltic Sea and Arctic waters.
"There's no doubt that this project is
ground-breaking and holds a high potential for innovation. This will pave the way
to, and fast track to, the introduction and

Geomaris releases eNavigation Kernel SDK
www.geomaris.com
German software company Geomaris has
announced the release of its eNavigation
Kernel SDK.
The Kernel SDK allows software applications like ECS, ECDIS, Port and Coastal
Surveillance systems and Voyage Planning
stations to display nautical charts. Custom
overlays can also be used to display addi-

tional information layers for eNavigation
tasks.
"The innovation of the product is the
consequent utilisation of graphics hardware resources that is unprecedented in
the GIS sector," said founder and CEO
Axel Frank.
"The outstanding rendering performance offers new possibilities like smooth
zooming and 4k screens."
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DMA will work on the development of a Maritime Cloud during the project
use of modern communication, navigation and administrative systems that better match the companies' requirements for

efficiency and increased safety as well as
improved usability," said the EU, in a
statement.

SevenCs launches ORCA Master G2
www.sevencs.com
SevenCs has announced the launch of a
new version of its ORCA Master ECS
(electronic chart system) product series.
The company says that the new
ORCA Master G2 has been optimised
for touchscreen usability, but still supports input via keyboard and trackball.
The software was also developed to meet

the latest standards for ECDIS type
approval.
Loading and updating charts can be
performed with a single tap on the
screen, without having to shut down the
navigation mode.
The new product can be provided as
software only, or in a package together
with IEC compliant hardware and type
approval for OEM customers.

Navico introduces new solid-state radar
www.navico.com

WIDESCREENS
TOUCH
EMBEDDED

MARINE DISPLAY SOLUTIONS
DATA MODUL is a leading specialist in development
and manufacture of marine solutions:

ped &
Develo Germany
in
e
Mad

Navico’s Commercial Marine Division has
launched its Simrad HALO Pulse
Compression Radar, a solid-state, openarray radar system with pulse compression technology for non-SOLAS applications aboard commercial vessels.
HALO radar detects close targets from
6 metres as well as long range targets up to
72 nautical miles. The radar features Beam
Sharpening for improved target separation
control, and a Dual Range mode for monitoring of two distance ranges simultaneously with independent displays, controls,
and MARPA target tracking.
10-target MARPA tracking is available
with an optional heading sensor, or 20 targets in total in Dual Range operation, with
closest point of approach (CPA) and time
to closest point of approach (TCPA) displayed for each target.
The unit’s solid-state transceiver does
not include a magnetron, which Navico
says should lead to improved endurance

with no motor brushes to wear out and
replace. The radar is designed to operate in
winds up to 70 knots, and is tested to meet
IEC environmental, vibration and operational standards.
“With the launch of the new Halo radar
into the commercial market we have introduced reliable solid-state technology at a
fraction of the cost of existing commercial
solid state radar currently available
on the market,” said Jose Herrero, MD
Commercial Marine Division.
“By introducing the new radar, even
the smallest fleets can take advantage of
the comprehensive features available,
with a perfect mix of near and distant
range, reliability and resolution without
the associated warm-up time, power consumption, costly maintenance or harmful
emissions.”
HALO radar is compatible with Simrad
NSS evo2 and NSO evo2 multifunction
display systems, and connects via Ethernet
with a bulkhead-mounted interface box
below deck.

» Bespoke Monitors and Panel PCs
» ECDIS compliant Large Screen Displays
» Advanced High Brightness Solutions
» Cutting-edge Touch Technologies
» Intelligent Embedded Systems

DATA MODUL
Landsberger Str. 322 | DE-80687 Munich | Tel. +49-89-56017-0 |
systems@data-modul.com | www.data-modul.com

Simrad’s new HALO radar
Digital Ship June/July 2015 page 62
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Transas teams up with Carnival
for new training centre

NAVIGATION RADAR

www.transas.com
www.carnivalcorp.com
Transas has signed a multi-million euro
deal with Carnival Corporation to provide
simulators for the cruise operator’s new
Centre for Simulator and Maritime
Training (CSMART) facility in the
Netherlands.
The current CSMART training complex,
situated just outside Amsterdam in
Almere, has been in operation since 2009.
Carnival’s new facility will be three times
larger, with capacity to provide annual
training for 6,500 deck and engineering
officers.
Transas will deliver navigational and
engine room simulators in various configurations, ranging from classroom stations
up to part-task and full mission simulators. The project will see the use of Nvidia
grid computers, which Transas claims will
save 70 per cent of power consumption
and will enhance the management of the
system and its redundancy.
Simulation will consist of 12 cruise ship
models, with 60 sailing areas specific for
Carnival operations, as well as three new
cruise ship engine models with different
propulsion systems, including virtual
replicas of ship automation systems.
“At Carnival Corporation, our number
one priority is the safety and comfort of the
nearly 11 million guests who sail with us
every year,” said Captain Hans

A NEW

RADAR

TO LEAD THE WAY
With its ﬂexible network
infrastructure and optimized
lifetime cost, the NAUTOSCAN NX
radar transceiver stands out as
the latest in the long line
of Raytheon Anschütz
navigation technology.

The new facility will help to train up to
6,500 students per year

Hederstrom, managing director of
CSMART.
“For us, providing the world's best
training to our deck and engineering officers is essential in helping us meet that
priority. For that reason, we recruit the
best and most passionate instructors in
the maritime industry – and we have
formed important partnerships with companies such as Transas, one of the world's
most respected leaders in providing innovative and reliable software and hardware technology solutions for our industry and others.”
The new CSMART facility is scheduled
to open in the summer of 2016.

Imtech maintenance for
Ahrenkiel Steamship fleet
www.imtech.com
www.ahrenkiel-steamship.com
Radio Holland, part of Imtech Marine,
has agreed a long-term deal with
Ahrenkiel Steamship for the maintenance
of the Hamburg-based ship owner’s fleet
of container vessels and bulk carriers.
The five year agreement will see Radio
Holland providing preventative maintenance for navigation and communication
systems across almost 60 vessels, as well
as service coordination, planned service
calls and statutory required inspections.

“Economic and reliable maintenance is
crucial,” says Peter Axien, responsible for
contract management at Radio Holland
Germany.
“Ahrenkiel Steamship was very keen
to have all its maintenance needs for
navigation and communication equipment handled by one service supplier.
With nearly 100 Imtech Marine/Radio
Holland offices in the world, there is
always going to be a Radio Holland representative close to Ahrenkiel Steamships
vessels, wherever they are. We are on
duty 24/7.”

GNSS augmentation from Fugro
www.fugro.com
Fugro has announced the launch of G2+, a
GNSS augmentation service based on GPS
and GLONASS that is designed to provide
high levels of positional accuracy for offshore operators.
The Dutch multinational uses reference
stations around the world to monitor the
code and carrier-phase signals transmitted
by the US’s GPS and Russia’s GLONASS
satellites. These observations are then
processed centrally using proprietary
algorithms to generate corrections which

augment the standard GNSS signals.
Fugro says the service allows for highly
accurate positioning in real-time, with
applications across offshore construction,
survey services, vessel monitoring and
structural monitoring. It also claims G2+
enables the real-time correction of tidal
changes, which impact the accuracy of
seabed mapping.
G2+ is an upgrade of Fugro’s G2 service, operational since 2009. In February,
Fugro announced the launch of G4, a satellite correction service for enhancing offshore positioning that will take advantage
of all four GNSS technologies.

Raytheon-Anschuetz.com
Tel: +49 431 3019 0

sales-commercial@raykiel.com

© 2015 Raytheon Company. All rights reserved.
“Customer Success Is Our Mission” is a registered trademark of Raytheon Company.
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ISO upgrade for
gyro compass

Port data integration from Transas
www.transas.com
www.portinfo.co.uk

www.raytheon-anschuetz.com
German
manufacturer
Raytheon
Anschütz has announced an upgrade of its
Standard 22 Gyro Compass System, in line
with new test standards from the
International
Organisation
for
Standardisation (ISO).
The new standards require gyro compasses to be compliant with bridge alert
management systems. To achieve this,
Raytheon Anschütz has made changes to
alarm functionality, the sensor, the operator unit and the heading distribution.
A new gyro operator unit has also been
introduced, based on the Nautosteer
Advanced Steering operator and alarm
unit hardware. It features a colour TFT
display for heading information and alert
presentation, as well as serial interfaces for
alert communication with a central alert
management system.
“Raytheon Anschütz is focused on
increased safety in navigation,” said Jan
Lütt, director for commercial business at
Raytheon Anschütz.
“With these product revisions, the navigator gets access to a new level of alarm
handling, reducing stress in critical situations. We have achieved type approval
early this year, as one of the first gyro
compass makers.”
“With these enhancements, the
Anschütz Standard 22 offers a clear indication of status information and contributes to an optimised and intelligent
presentation of alerts.”

Transas has partnered with Shipping
Guides Ltd to incorporate port data into its
Navi-Planner 4000 voyage planning solution.
A database of over 9,000 ports, harbours, terminals and marine facilities
around the world will be available to
Transas customers, with information displayed on a chart panel or in tabular format. Basic port data is available for free,
with detailed information provided at a
fixed annual rate.
The data provided includes pre-arrival

details, berth and cargo specific port facilities, port security information, contact
details for over 24,000 port service
providers, as well as general details
including local information and shorebased facilities.
Port data can be ordered and updated
directly through Navi-Planner. Transas
says there are over 70 port information categories which are designed to assist in
planning port calls, as well as a range of
port entry requirements.
The port information is the result of
research by Shipping Guides, which is in
regular contact with key port authorities
and agents, according to Transas.

Gothenburg introduces new ‘oil-spill’ robot
www.portofgothenburg.com
The Port of Gothenburg reports that a new
robot is now part of its emergency
response in the event of an oil spill, significantly reducing the time it takes to deploy
the booms used for containment.
If a spill should occur, a button is pressed
that activates a ‘torpedo-like’ unmanned
craft. The GPS-guided robot then tows a
400m long boom across the port. The plastic
boom sits half a metre below the surface,
and 20cm above it, containing the spillage
within the port where it can be dealt with.
"The robot tows the boom from one pier
to another,” said Dan-Erik Andersson,
head of operations at the Energy Port in
Gothenburg.
“It could be said that it forms a large

bag in which the oil is collected. It has
already been in operation once for testing
and the results were good."
The SEK 3.5 million (£270,000) boom,
developed by the Port alongside
Gothenburg-based SP Marine over the
past five years, takes 10 minutes to deploy,
compared to half an hour when the booms
are towed by boat. According to the Port of
Gothenburg, similar robots are used in
Malmö and are being developed in
Stenungsund, but the technology is unique
to Sweden.
"It has taken a long time to adapt the
robot to the conditions in the Göta Älv
river and at the Energy Port and that is
why it feels particularly gratifying now
that development has been completed,"
said Mr Andersson.

Kongsberg simulators for Mexican academy
www.km.kongsberg.com
www.fidena.gob.mx
Kongsberg Maritime has been selected by
Fideicomiso de Formación y Capacitación
para el Personal de la Marina Mercante
Nacional (FIDENA) in Mexico to provide a
number of offshore and dynamic positioning (DP) simulators.
FIDENA is the educational institution
in charge of managing, organising and
developing the formal education of all
seafarers in Mexico. The offshore simulators will be installed at the Marine
Education Centre in Ciudad del Carmen,

Campeche, and will be used to train personnel operating in the Gulf of Mexico
and elsewhere.
The installation includes Class B and C
dynamic positioning simulators, as well as
Kongsberg’s K-Sim Offshore Simulator
with forward and aft bridges for training
on ship handling and manoeuvring,
anchor handling and DP Class B.
The K-Sim is also equipped with bridge
consoles to accommodate different vessel
types, in addition to hydrodynamic ship
models and area databases covering navigable waters in key offshore operating
areas.

“FIDENA’s selection of Kongsberg
Maritime simulators is an important
endorsement of our technology,” said
Fabio Florez, Kongsberg Maritime
Simulation’s area sales manager.
“Kongsberg Maritime has a strong market presence in the global offshore industry, with installed equipment on more than
17,000 vessels worldwide. This accumulated expertise provides us with a tremendous pool of knowledge that has been
effectively transferred to our simulator
systems, ensuring they provide highly
realistic, accurate depictions of offshore
and maritime operations.”

Sperry Marine agrees 80-ship upgrade
deal with Maersk Line
www.sperrymarine.com
Northrop Grumman Corporation's Sperry
Marine business unit has been selected to
upgrade the radar and ECDIS systems on
more than 80 Maersk Line vessels over the
course of the next two years.
The upgrade will replace all previous
radar and ECDIS systems on these vessels
and will be carried out in Asia and Europe,
from 2015 through 2017.
Upgrades will include the Sperry
Marine VisionMaster FT family of prod-

ucts and navigation systems such as gyrocompasses, autopilots and speed logs.
"This contract extends the on-going
business relationship that we have with
Maersk Line," said Jeanne Usher, managing director, Northrop Grumman Sperry
Marine.
"The upgrade programme will ensure
that the vessels are equipped with a broad
array of advanced navigation systems
which will significantly improve situational awareness in addition to providing safe
navigation for the crew."

80 Maersk Line ships will be fitted with
the Sperry Marine equipment
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Danelec retrofit for
Maersk Line fleet
www.danelec-marine.com
www.maerskline.com
Danelec Marine has announced that
Maersk Line is to retrofit 100 of its vessels
with Danelec DM100 Voyage Data
Recorders (VDRs) and Simplified Voyage
Data Recorders (S-VDRs).
Launched last year, the DM100 VDR and
S-VDR incorporate the company’s SoftWare
Advanced Protection (SWAP) technology
for shipboard service, and VDRConnect,
which enables selective remote download
of VDR datasets from shoreside offices.
“The fleet retrofit programme will take
advantage of our newly developed conversion kits, which we designed to facilitate replacement of older models of VDRs
and S-VDRs,” said Hans Ottosen, CEO of
Danelec Marine.
“Some of these older products are 10 or
more years old and are nearing the end of
their service life. With the Danelec solid,
safe and simple solution, Maersk is
upgrading its ships to the latest state-ofthe-art VDR technology meeting the new
IMO standard.”
The conversion kits, launched by
Danelec in March, include a range of
adapter plates with pre-drilled bolt holes,
as well as serial, digital and analogue
interfaces for older VDR brands. Danelec
says this will facilitate the straightforward
replacement of bridge data units, microphones, memory capsules and other components, while reusing all existing interfaces, cabling and adapters.
Mr Ottosen said that work has already
begun on the retrofit operation, with the
project expected to be completed in 2016.

New ENC bundles from GNS
www.globalnavigationsolutions.com
Global Navigation Solutions (GNS) is
introducing a new way to purchase
Electronic Navigation Charts (ENCs) that
it says will simplify the process and provide better value for ship operators.
The GNS Bundle service allows customers to purchase a pre-agreed annual
bundle of ENC permits for an individual
vessel, with top-ups available if required.
The permits have no geographic restrictions, and can be carried over to the following year if unused.
Ship operators pay a fixed cost for the
bundle, spread over 12 instalments or paid
in a single fee. They also receive free
access to Voyager software to manage
route planning, ENC inventories, permits
and updates, as well as the Admiralty
Information Overlay.
GNS claims that because only one order
is raised and a single invoice is processed,
the administrative burden of ENC management will be reduced.
“We see this as a logical development
for the way ENCs are used,” said Hayley
Jopson, head of marketing at GNS.
“GNS Bundles can now be purchased
on a similar basis to the way mobile phone
usage is now bought. It couldn’t be simpler.”
The service has already signed its first
customer, with V.Ships’ VLCC tanker
Overseas Mulan now using the system.
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Maritime IT at Nor-Shipping - Preview
The Nor-Shipping exhibition in Oslo, Norway, is one of the most eagerly awaited events in the calendar for technology
companies in the maritime industry, with new innovations in IT regularly introduced to the market at this biennial event.
Digital Ship asked some of the technology providers exhibiting at this year’s show what they have to offer to visitors to Nor-Shipping
Alphatron Marine/JRC

Data Modul

JRC and Alphatron Marine will be exhibiting a fully integrated one-man bridge at
Nor-Shipping 2015, with three 46-inch displays, designed for offshore and patrol
vessels.

At this year's Nor-Shipping in Oslo, Data
Modul will be showcasing its range of
marine monitors and Panel PCs, using inhouse developed components.
These include ARM and x86 carrier

applications, including Vessel Monitoring,
Security and Surveillance, Environmental
Protection, and Search and Rescue.
exactEarth offers its Satellite AIS data
service, exactAIS, through a variety of
products, including exactEarth ShipView,
a map based-platform that allows the
user to view and analyse ship positions
and associated vessel information.
exactEarth also offers a global record
of Satellite AIS vessel movements dating
back to July 2010, with its exactAIS
Archive.
Visit exactEarth at stand B01-41.

FLIR Systems

See the one-man bridge at stand B03-06

The bridge combines radar, ECDIS, conning, alarm monitoring and DP data, with
all information simultaneously accessible
from a captain’s chair and all instruments
and operating panels within arm’s reach.
Also on show will be 19 and 26-inch
variants of the companies’ Multi Function
Display (MFD). The MFD can be used as
basic radar, ECDIS, conning or any combination of these.
Other products will include a new VDR
and the new Alphaline MF range of instruments, available with 5-inch, 6.5-inch and
8.4-inch screen sizes.
Visit Alphatron Marine and JRC at stand
B03-06.

BASS
BASS Software will be exhibiting its
range of modular software solutions based
on the Microsoft .NET platform at this
year's exhibition, including Maintenance,
Procurement, Projects, HR Management,
Document
Management,
Safety
Management, and Financials.
The company will also be introducing
its latest offerings, BASSnet SaaS
(BASSnet Software as a Service) and the
BASSnet Mobile Approval application, at
the exhibition.
BASSnet SaaS can support a range of
background tasks such as ship-shore data
replication, alert generation, handling of
gateway functions, installation of updates,
version upgrades and data housekeeping.
The BASSnet Mobile Approval application meanwhile facilitates daily approval
processes. Approvals can be made for any
purchase order and invoice from a mobile
phone while the user is on the move.
Visit BASS Software at stand B03-24.

board designs, which can be integrated
with the new Data Modul Panel PC range,
in sizes from 7 to 26 inches and featuring
fourth generation Intel Core processors
and Intel 8 series chip sets.
Data Modul‘s own PCAP multi touch
unit will be on display, as well as its new
42-inch ECDIS compliant Large Screen
Display, which is optionally available with
a shock and vibration resilience assembly.
Visit Data Modul in the German Pavilion
at stand C01-01a.

Dualog
Dualog, an airtime-independent provider of
maritime communications services, will
exhibit its range of solutions for ship-shore
data communications at Nor-Shipping 2015.
This will include the company’s dashboard, part of Dualog Connection Suite
Core, which features 24/7 support,
remote configuration, and access to the
Dualog.net portal.
Business services including MapView,
Business Mail, File Transfer, and E-mail
Archive, as well as crew services like
Crew Mail and Crew Surf, will also be
displayed, as well as security and control
services including Dualog’s Web4Sea,
Network Control, Quota Management
and AntiVirus programs.
Visit Dualog at stand B05-24.

exactEarth
exactEarth is a data services company
offering location-based maritime vessel
information to government authorities and
commercial
organisations
around
the world. At Nor-Shipping the
company will be exhibiting its geo-based
information for maritime operational

FLIR’s thermal imaging technology will be
on show at Nor-Shipping – its new M400
stabilised multi-sensor thermal camera,
and handheld Ocean Scout thermal camera, offering the ability to see clearly in
total darkness and in bad weather.
FLIR's systems and components are
used for a wide variety of thermal imaging, situational awareness, and security
applications, including airborne and
ground-based surveillance, condition
monitoring, navigation, research and
development, search and rescue, transportation safety, border and maritime
patrol, environmental monitoring, and
threat detection.
Visit FLIR Systems at stand B01-11.

Fraunhofer Center
for Maritime Logistics
and Services
At Nor-Shipping 2015 the Fraunhofer
Center for Maritime Logistics and
Services CML from Hamburg will showcase its projects to develop and optimise
processes and systems for the shipping
and port industries.
Projects take place within practicallyoriented research projects, in the fields of
Ship Management, Maritime Information
Management, Route Optimisation, ShipShore Connectivity and Sea Traffic
Management, the company says.
At the exhibition new decision support
tools for crew planning as well as its latest
developments in e-Navigation will be
presented.
Visit Fraunhofer Center for Maritime
Logistics and Services at stand A1-48.

Rotterdam, has approximately 100 global
maritime offices, and operates as a system
integrator of tailor-made, sustainable technology solutions covering the whole ship.
Visit Imtech Marine at stand B02-36.

Intellian
Intellian will be showcasing its recently
unveiled 65cm and 1m VSAT terminals,
approved for use with the forthcoming
Inmarsat Global Xpress service, at this
year’s Nor-Shipping exhibition.
This is the first time the GX technology
will be on show, the company says, offering an opportunity for ship owners and
operators to see the terminals up close.
The GX60 and GX100 are fully integrated satellite terminals, installed with an
integrated GX modem and One Touch
Commissioning. The system is provided
pre-configured, and Intellian’s Aptus software can be used for remote management
and control of the antenna via a direct WiFi connection.
Visit Intellian at stand A1-11.

Kongsberg Maritime
At Nor-Shipping 2015 Kongsberg
Maritime will exhibit a new navigation
product family tailored for the SOLAS
market, which is to be delivered through a
Commercial off the Shelf (COTS) delivery
model.
Kongsberg Maritime will also launch
the next generation of its flagship
Integrated Bridge System, K-Bridge. The
upgraded system aims to provide a high
level of integration, to allow for flexible
operation on board.
New products from Kongsberg
Maritime’s vessel automation portfolio
will also be introduced, including a new
COTS steering system aimed at vessels that
don’t require fully integrated manoeuvring solutions. In addition, a new line of
electronic logbooks covering Engine
Logbook, Deck Logbook, Oil Record Book
1, Radio Logbook and Garbage Logbook
will be launched at the event.
Visit Kongsberg Maritime at stand C03-24.

KVH
At Nor-Shipping 2015, KVH will present its
four-part maritime connectivity solution.
This includes: onboard hardware,

Imtech Marine
Imtech Marine will present its Radio
Holland Nav/Com solutions and ship to
shore communications systems at NorShipping 2015.
Imtech Marine re-introduced the Radio
Holland brand last year, and the company’s MSS and VSAT services for maritime
operations and crew welfare needs will be
showcased at the event, through its airtime, hardware, installation and worldwide support offerings.
The company, headquartered in
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specifically the TracPhone V-IP series
satellite communications antenna systems
and Integrated CommBox Modem for network management; connectivity, via the
mini-VSAT Broadband service; content
delivered through KVH’s MOVIElink,
TVlink, NEWSlink and SPORTSlink services; and content delivery using the IPMobileCast system.
At the show there will be live demos of
IP-MobileCast, which uses multicasting
technology to deliver commercially
licensed content to subscribing vessels via
the mini-VSAT Broadband network.
Visitors to Nor-Shipping can also learn
more about KVH’s partners for IPMobileCast operations content, including
Videotel (now a KVH company) for maritime training, AWT for weather data, and
Jeppesen and Transas for electronic charts
and ECDIS.
Visit KVH at stand B04-16.

Marlink
Low latency connectivity for North Sea
users is in the spotlight for Marlink at NorShipping as it plans to introduce services
made possible through its collaboration
with offshore communications provider
Tampnet.
Marlink will also highlight its move
towards supporting on board and office
based IT requirements through its partnership with Palantir during Nor-Shipping.
The pair officially joined forces in 2014 and
are today supporting shipowners to operate and maintain on board networks with a
managed IT service that monitors all hard-

ware and software on board a vessel and
across a fleet, allowing IT staff on shore to
detect and address issues remotely.
In addition, Marlink says it will drive the
launch of a new, independent online VSAT
knowledge resource during Nor-Shipping,
which is designed to support ship owners
to make informed decisions when upgrading on board communications.
Visit Marlink at stand B02-14.

tions, integrating critical information to
chart and analyse crewing requirements
and forecast potential problems.
The system offers real time access across
all regions, and has been built and tested to
work on any platform and any device.
Visit Net Vision at stand B01-27.

PROMATECH

Mespas

Electronic publications at stand B02-20

Software provider Mespas will showcase
its range of solutions at this year’s NorShipping exhibition.
The company says its software systems
can be used to assist in performing maintenance tasks when required, ensuring the
availability of critical parts and consumables as required and planning future
investments, with its integrated procurement, budgeting and accounting processes.
Additionally its applications allow for
monitoring of KPIs, for comparison with
industry benchmarks and as a driver for
optimisation of processes.
Mespas is also offering suppliers in the
shipping industry a Supplier Business
Solutions package, to assist in starting to
offer services online.
Visit Mespas at stand B01-29.

PAYS+ at Nor-Shipping.
Also launching at Nor-Shipping is
NaviTab, Nautisk's new concept to replace
a
vessel’s
onboard
Navigational
Publication library. NaviTab takes hundreds of maritime publications and
uploads them onto a hand-held device,
suitable for use on shore and on the bridge.
It includes a search engine to automatically locate the latest available publications
in the user's holdings, and license the latest
editions as and when they are available,
meaning that whatever route a vessel is
sailing and wherever it is in the world, it
will always be compliant and its publication holdings up to date.
Visit Nautisk at stand B02-20.

Nautisk
Chart agent Nautisk, an official distributor
for the worldwide hydrographic offices of
the UK, US, Norway, Sweden and
Denmark, will showcase its digital product
portfolio including Neptune, PAYS and

Net Vision
Net Vision, a provider of human capital
software solutions, will showcase its COMPAS Crew Management System at NorShipping, a multi-company cloud-based
manpower management system.
COMPAS can be used to automate and
integrate various crew management func-

Europe’s meeting
point for the
cruise industry
Meet decision-makers

Join industry experts

Maritime software company PROMATECH will showcase its range of applications
and intelligent integration services at this
year’s Nor-Shipping exhibition.
PROMATECH provides software solutions for the shipping and shipbuilding
Industry,
R&D
Consultancy
and
Engineering Services, and during this
year’s event the company will exhibit its
two latest maritime software products,
Shipmanager.com and VPARS.
Shipmanager.com is a cloud-based ship
management system that allows the user to
perform a variety of ship management
tasks via remote control from one system,
while VPARS (Voyage Performance
Analysis Reporting System) can be used by
vessel charterers to monitor and analyse
the performance of chartered vessels in
terms of operational time and fuel consumption over the course of a voyage.
PROMATECH will also be providing
details on its latest R&D projects to visitors
at the show.
Visit PROMATECH at stand T01-10b.

Pyxisat
Pyxisat, a provider of service and support
on maritime stabilised satellite systems,

Cruise & River Cruise Convention
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Hamburg, Germany
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Digital Ship
will be exhibiting at Nor-Shipping 2015.
The company is based in Bergen,
Norway, with partners in Europe, USA
and Asia, covering TV and VSAT systems.
It specialises particularly in Cobham
Satcom products (Sea Tel & Sailor - VSAT
and TVRO systems).
Visit Pyxisat at stand B05-38.

ture, which the company says is the
world’s first Integrated Navigation System
built in accordance with IMO’s INS
Performance and Test Standards.
Raytheon Anschütz and Syberg will
also exhibit the Horizon MF gyro compass
at the exhibition.
Visit Raytheon Anschütz at stand B03-14.

Raytheon Anschütz

SAM Electronics/MSI

At Nor-Shipping 2015 German navigation
system supplier Raytheon Anschütz,
together with its Norwegian distributor
Syberg AS, will exhibit a new generation of
Radar Transceivers and Integrated
Navigation Systems.
Raytheon Anschütz will demonstrate its
NautoScan NX network radar transceivers
for the first time in Scandinavia, offering
raw video distribution without any analogue losses, with high-fidelity radar data
processing through to the individual enduser applications on the bridge. As part of
the complete system redesign, Raytheon
says that critical parts such as the drive unit
have been optimised to provide maintenance-free operation and an extended life.
The new radar transceivers integrate
with a new Synapsis NX system architec-

SAM Electronics and associate MSI companies will feature their ranges of automation, navigation, propulsion and associated support facilities at their stand at NorShipping this year.
Key exhibits include a scalable NACOS
Platinum integrated navigation and control system using a common network and
standardised sensors. The is being shown
in conjunction with a new Platinum DP
and control system developed by USbased Dynamic Positioning & Control
Systems, in collaboration with SAM and
Lyngsø Marine.
Other main exhibits include a Valmarine
multi-functional
Valmatic
Platinum
automation assembly with distributed
hardware for centralised control and management of all main equipment functions.

Also featured will be SAM’s energy and
drive capabilities, including shaft generators and diesel-electric propulsion systems
with power ratings of between 2MW and
28MW. Lighting equipment and smart sensor measurement systems from APSS of
Italy will also be showcased.
Visit SAM Electronics/MSI at stand
CO1-30F.

Shakespeare

Transas

Shakespeare will introduce its portfolio of
commercial radio antennas to the European
shipping and offshore sector as it exhibits
for the first time at Nor-Shipping.
With Europe a key growth market for the
company, Nor-Shipping has been set as the
venue for the launch of three new commercial antennas suitable for use on large vessels
in harsh marine environments. The antennas
will be added to the company’s current SSB,
VHF, Cellular, Wi-Fi and AIS antenna portfolio for commercial use within its Classic,
Galaxy and PHASE III product lines.
Shakespeare has production facilities
in Asia, Europe and North America, and
serves both civil and military customers
globally.
Visit Shakespeare at stand A1-65.

At Nor-Shipping 2015 Transas Marine will
introduce its T-Bridge integrated bridge
solution which brings together disparate
systems into a single bridge environment.
Transas Augmented Reality technology
will be showcased, which combines sensor
input from the forward looking sonar,
chart data or position and route data with
live video, so the navigator sees a picture
of their real surroundings combined with
all relevant information on one screen.
A wheelhouse automation system
based on the Transas Touch Interface will
also be on show, providing access to automated information and allowing for the
control of an interactive Transas NaviConning system, which can be customised
to the bridge configuration.
To complement these technologies,
Transas has developed an iPad application which is directly linked to the navigation system and offers access to navigational information related to the vessel,
such as position data, AIS targets, speed,
course, water depth and a host of other
information.
DS
Visit Transas at stand B02-24.

Tero Marine

New radars at stand B03-14

Procurement, TM Quality & Environment
and TM Human Resources.
The company says that it has made
some major additions in the last year,
adding Forecasting, Document management, Incidents, Voyage E-log, Failure
reporting and Audit features to the software package.
Visit Tero Marine at stand A1-10.

Tero Marine will exhibit at this year’s NorShipping and showcase the latest version
of its TM Master software suite.
The company’s representatives will
demonstrate recent updates to the core
modules of the fleet management system,
including
TM
Maintenance,
TM

.NO

FOR OPTIMUM ENERGY EFFICIENCY
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VDR - bridging the data gap
As the range of technology used on board modern vessels continues to increase, finding ways of collecting and
analysing data produced at sea to improve operations is growing in importance. Perhaps the VDR can be
the bridge in this data gap between ship and shore, writes Hans Ottosen, Danelec Marine
he transportation industry is
undergoing a technology transformation with the deployment of
telematics solutions that provide real-time
access to data from mobile platforms. To a
large extent, this revolution has been driven by the proliferation of high-speed wireless connectivity, making it easy and costeffective to transmit data to and from vehicles on the move.
The maritime industry has been slower
to embrace telematics technology. That’s
largely because ships on the high seas are
beyond the reach of high-speed wireless
links. Marine satellite networks are limited
in bandwidth, and air time is expensive.
Thus, the starting point for a ship telematics solution is bridging the data gap. This
means providing ship operating companies access to good source data from their
vessels in as near as possible to real-time at
a reasonable cost.
That’s not an easy task. Gathering and
processing data from multiple shipboard
sensors and systems can be complex and
expensive. It involves running cables
and/or setting up Wi-Fi connections with
devices installed all over the ship. Some of
them may be virtually inaccessible. Many
may be 10 or more years old.
While the marine electronics community is starting to standardise on NMEA serial data formats, many legacy devices may
have their own proprietary output formats
and different types of I/O ports. That can
mean lots of custom interfaces and external
data conditioning devices.
Outputs from all these sources must be
fed into a data acquisition unit and computer, which sorts through the data, stores
it and converts it into a format that can be
transmitted through satellite channels to
the shore offices.
There are a growing number of specialist
marine data analytics companies with
sophisticated capabilities for optimising ship
performance and efficiency, but these companies do not typically have the expertise to
install these sorts of complicated shipboard
systems. Moreover, they do not have the
worldwide service network in place to service the hardware at ports around the globe.
Ideally, they would prefer to receive the
data and do what they do best – analyse
and recommend measures to increase the
ship’s performance, reduce operating costs
and improve efficiency – and have someone else look after the shipboard hardware
and software.
Fortunately, there is a solution at hand
in the form of the ship’s Voyage Data
Recorder (VDR). If properly designed
with selective remote access functionality,
the VDR can become the centrepiece of a
ship data collection network.

T

Why VDR?
The tragic sinking of the M/V Estonia with
the loss of over 800 lives in 1994 triggered

a movement within the maritime industry with data cables and/or Wi-Fi connections shows the ship entering restricted waters,
for mandatory fitting of ‘black box’ devices with numerous items of equipment the system could be configured to increase
the reporting interval automatically.
on ships – similar to the flight data and throughout the ship.
Significantly, the major VDR manufacvoice recorders on commercial aircraft.
Accordingly, the International Maritime turers also have a worldwide service capaPossibilities
Organization (IMO) adopted Resolution bility to conduct the mandatory annual There are a number of short-term and
A.861 (20) in May 1999 establishing a VDR performance tests and service the systems long-term possibilities for this capability.
carriage requirement and deadlines for at ports around the globe.
Enhanced Safety – The Oil Companies
So what are the barriers to implement- International Marine Forum (OCIMF) has
installation. The IMO rules were amended
in 2005 to permit older ships built before ing a VDR-based ship telematics solution?
called for proactive use of VDRs to
To make this work in an efficient man- enhance safety at sea. OCIMF believes that
July 1, 2002 to be equipped with a simpliner, the shore office must be able to request the VDR can be a useful tool for detecting
fied VDR (S-VDR) instead of a full VDR.
In 2012 the IMO adopted a new VDR specific data sets and set the frequency of unsafe practices, analysing incidents and
specification establishing additional automatic downloads of each data set. correcting navigational mistakes.
requirements: a float-free capsule as well Unfortunately, while legacy VDRs may
Using data from the VDR, the ship manas a fixed capsule, 48 hours protected data have a playback or data streaming func- ager can set up remedial crew training, corstorage in both capsules, 30 days unpro- tion, this is typically an all-or-nothing rect poor practices and create event-driven
tected memory in the VDR, at least two proposition. They were not designed to roles for parameters such as depth beneath
tracks for bridge audio, images
the keel at speed, traffic separation
from two radars and ECDIS, and
scheme adherence or voyage plans
data from the AIS.
with automatic warnings for deviaThis new IMO standard came
tions detected.
into force July 1, 2014. Since that
Monitoring and Performance –
date all new VDR installations must
Remote access to the VDR can procomply with the new standard.
vide a portal for remote configuraCurrently, all passenger ships
tion and the review of data for the
and cargo ships over 3,000 gross
mandatory VDR annual performtons built after July 1, 2002 must be
ance test, or for troubleshooting a
fitted with a type-approved VDR.
problem with VDR before the servCargo ships over 3,000 gross tons
ice personnel board the vessel. It
constructed before July 1, 2002,
can also provide an immediate
may meet the carriage requirement
warning if any of the devices sendSelectively transmitting data from the VDR could provide
with an S-VDR.
ing data to the VDR, such as GPS,
a valuable source of information to shipping companies.
While the primary mission of the
gyrocompass,
speed log or depth
Photo: Hervé Cozanet, CC 3.0
VDR is to record data for accident
sounder, should malfunction.
investigation, there is a strong case to be
Ship’s Performance Optimisation –
made for giving it a secondary role as the support selective transmission of data sets Connections with other systems not mandata hub for a shipboard telematics sys- on demand.
dated by the IMO VDR standard, such as
Most ships have limited satellite band- fuel meters, main engines, generators,
tem, for the following reasons.
1. The VDR is ubiquitous. Every ship width capacity. With the new IMO stan- emission monitors and auxiliary machinover 3,000 gross tons built since 2002 is dard, the amount of data flowing into the ery, could allow the VDR to become the
required to have an operational type- VDR is massive, primarily because of the data collection centre in a ship-wide IT
approved VDR on board, and it’s a very additional audio and video outputs being data network, serving as a clearing house
efficient data collection device already recorded. This makes it impractical and for data from all the ship’s systems and
gathering and storing much valuable data prohibitively expensive to dump the full sensors and making it available for selecVDR data memory from ship to shore via tive ship-to-shore download in an economaboard the ship.
2. The VDR is underutilised. The design satellite at frequent intervals.
ical way, to enhance fuel efficiency and
To be sure, the next generation of mar- voyage optimisation.
function of a VDR is to gather important
safety information from certain designated itime satellites will provide a substantial
In summary, a modern state-of-theonboard systems. This data is stored until increase in bandwidth, but the great major- art VDR designed to support selective
needed for an accident or incident investi- ity of ships will be using legacy Inmarsat remote access could bridge the data gap
gation (48 hours in the capsules, 30 days in FleetBroadband services for a number of and help make ship telematics a reality,
years. Thus, the VDR must be able to trans- using existing shipboard sensors, cables
the VDR).
Some of this data – position, speed and mit smaller blocks of data without doing a and interfaces, without a massive capital
heading, depth, rudder order and response, full data dump.
investment in a bespoke shipboard data
The logical solution is a capability network.
engine order and response, wind speed and
DS
direction and main alarms – if made avail- designed into the VDR to allow ‘pushable in near real-time could also have com- through’ and ‘pull-through’ of data sets
About the Author
mercial value to help optimise ship efficien- from ship to shore, perhaps taking advanHans Ottosen is CEO of
cy and performance when combined with tage of Cloud-based internet connectivity,
Danelec Marine. Headkey performance indicators from other where the ship operations team ashore can
quartered in Denmark,
sources. There is no reason a VDR cannot be query the VDR at any time requesting data
Danelec Marine is a supdesigned and programmed to accept data from specific sensors, or to set up a schedplier of ECDIS and VDR,
ule of downloads from each sensor.
from other non-mandatory sources.
and also offers a webFor instance, when open-ocean steam3. The VDR is a low-cost, low-risk solubased remote access servtion. Using the VDR as a central data col- ing, they might specify reports every four
ice called VDRConnect, that provides
lection point and clearing house would hours, or even once a day for the noon
selective transmission of data from the
greatly reduce the cost of installing and report. When the depth sounder shows
VDR via satellite
maintaining a dedicated data network shallower water readings or the ECDIS
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