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handling, and logistics are abundant.

But the real challenge will be long-
term sustainability, not short term
burst of construction activity and the
demands that will place on the Port.

Ultimately, the need for Just-in
time delivery and evolving Block
Chain tracking systems will not only
make us more efficient, but more re-
sponsive to our customers.  Ulti-
mately, we become more
competitive, and that should always
be our goal. 

New leadership at Port Windsor

Port Windsor has new leadership
following the retirement of David
Cree, after a proud and successful 33-
year career. Steve Salmons, with more
that 25-years experience in senior
management roles in municipalities,
provincial government, and banking,
is the new President and CEO effec-
tive May 1, 2018.

The Port of Windsor has re-
bounded from the setback of 2016
when total tonnage handled,
dropped from the previous year. In
2017, volume returned to the 5 mil-
lion-plus tonne thresholds, a 6.5 per
cent increase, largely due to in-
creased salt and grain shipments.  We
expect to meet or exceed those vol-
umes again in 2018.

The federal government’s Port
Modernization Review, and the con-
struction start of the new Gordie
Howe Bride, will dominate 2018/19.

The Review provides an opportu-
nity for Ports, and particularly Wind-
sor, to argue for greater opportunity
to act beyond the water’s edge and
capitalize on the growing demand for
multi-modal logistic hubs.  Poised on
the busiest border crossing in North
America, Windsor needs to take hold
of the nexus of road, rail and water
transportation systems to attract and

expand on economic opportunity.
The Review must also empower Ports
to access greater borrowing capacity
to not only improve and expand our
facilities, but to also leverage invest-
ments by our partners.

Each day, 12,000 trucks cross be-
tween Windsor and Detroit, each
year more than 5 million tonnes of
product is delivered by ship, and sev-
eral times per hour rail cars rumble
through the international underwater
rail tunnel.  This volume of activity,
this concentration of transportation
options, and the location of Windsor
in the centre of the Great Lakes
uniquely positions Windsor to be the
Port of Preference for the movement
and distribution of goods and prod-
ucts in the Great lakes Basin, and be-
yond.  Working with the University of
Windsor’ Cross Border Institute for
Transportation, Port Windsor will pro-
vide a leadership role in seeing this
model developed into an economic
model that ensures efficiency, choice
and long-term sustainability.

In the near term, Port Windsor is
ready and capable of handling the
anticipated volumes of steel, con-
crete and granular to build North
America’s longest cable stay bride.
Opportunity for shipping, material

STEVE SALMONS
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PORT OF WINDSOR

WE  
KNOW 
WHAT  
POWERS 
YOU.
Sterling Fuels provides a full range  

of fuels and ExxonMobil lubricants,  

all of which meet the strictest industry

standards. Just like the service we offer, 

whether by water, land or truck.

WINDSOR  |  SARNIA  |  HAMILTON  |  HALIFAX     STERLINGFUELS.CA

3665 Russell St. Windsor, Ontario N9C 1E9 Tel: 519 253 4694 Email: info@sterlingfuels.ca



Sterling Fuels: The power of exceeding expectations
Sterling Fuels contributes much of

its success to its location on the third
largest Canadian Great Lakes port in
terms of shipments, namely Port
Windsor. In turn, Sterling strives to
offer exceptional service and fuelling
options for ships operating within the
Great Lakes and Atlantic Canada. The
properties on which Sterling is located
in the southern-most port in Canada
consists of two parcels owned by
Windsor Port Authority and leased to
Sterling Fuels, and a second parcel
owned by Sterling Fuels.

Sterling also operates a dock
owned by Winsor Port Authority, and
is proudly a Division of McAsphalt In-
dustries. McAsphalt is a recipient of
the 2017 Canada’s Best Managed
Companies Award presented by
Canadian Business. Factors that led to
this prestigious ranking included: de-
livering on its promises and exceed-
ing expectations, and being a creator
of innovations that solve real prob-
lems. Managed by these same princi-
ples, the focus of Sterling Fuels’ 2016
strategic planning meetings with
McAsphalt was to develop a strategy
that directly effected processes, prod-
ucts, customers and employees. In
2017, the resulting action items were
executed, the strengths and opportu-
nities capitalized on, and the weak-
nesses and threats addressed. What
remains is a top-notch team reflecting
an efficient world-class operation. 

Spending continues at Sterling as
management seeks to improve plant
safety and environmental protection,
following the $30-million infrastruc-
ture improvements in 2010 accom-
plished in partnership with the Port
Authority. Improvements to the Ster-
ling facility over the past three years
cover plant and dock safety improve-
ments, tank and loading arm emission
control systems, personal and yard
H2S monitoring devices, secondary
product containment systems, and
environmental protection projects in-
cluding groundwater monitoring pro-
gram.

Sterling Fuels is supportive of the

Port Authority’s commitment to com-
munity service and local economic de-
velopment, as shown through
Sterling’s community-based sponsor-
ship program that contributes to the
International Tug Boat Race, Mission
to Seafarers, the Sandwich Teen Ac-
tion Group, the Port of Windsor Par-
kette, The Marine Club and more. A
member of Waterkeeper,  an inde-
pendent Canadian charity focused on
clean water, Sterling was a 2016
bronze sponsor for the 6th Annual Wa-
terkeeper Gala in Toronto that raised
$550,000 for programs in communi-
ties across Canada. 

Widely recognized for its commit-
ment to environmental management,
Sterling has also received numerous
awards. The Essex Regional Conser-
vation Authority acknowledged Ster-
ling for its environmental initiatives
during the dock construction project,
and the company has received praise
from Walpole Island First Nations for
its environmental achievements and
stewardship. Additionally, Sterling has
received awards from Safety Kleen
Systems Inc. for reducing greenhouse
emissions and environmental pro-
grams, recognition from both Windsor

Utilities and Union Gas for its GHG
and Energy Reduction Programs, and
recognition from Georgian Bay For-
ever, a Great Lakes environmental
group protecting water and aquatic
species. 

Marine Services offered by Sterling
at Port Windsor cover: dock, pipeline
and truck deliveries of MDO, MGO
and all IFO grades, with truck deliver-
ies available throughout Ontario;
commercial and marine fuels (gaso-
line, marked diesel, ultra-low-sulphur
diesel, MDO, MGO and IFO);
coolants and metalworking fluids, with
technical support and monitoring;
ExxonMobil, Kluber and Blaser Swiss-
Lube package and bulk lubricants,
coolants, greases and specialty prod-
ucts; and waste removal, water, crew
change and logistical services. In ad-
dition to supplying fuels and lubricant,
customers benefit from a wide range
of other Land Services including: fuel
management systems with IT support,
to help control fuel costs; petroleum
equipment, service and consulting;
mini product information cards (MPCs)
and equipment labels; and The Ster-
ling Learning Centre, featuring profes-
sional education and training.

August 20, 2018 • Canadian Sailings • 9
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Tomorrow’s Bridge 

The Gordie Howe International Bridge project between
Windsor, Ontario, and Detroit, Michigan, is a once-in-a-
generation undertaking. Not only will the project deliver
much-needed transportation improvements for interna-
tional travellers, it will also provide jobs and opportunities
for growth to the Windsor-Detroit region, and includes fea-
tures that make this project truly distinctive. 

In July, Windsor-Detroit Bridge Authority (WDBA), an-
nounced the selection of Bridging North America as the
Preferred Proponent to design, build, finance, operate and
maintain the Gordie Howe International Bridge. Bridging
North America was selected following a rigorous procure-
ment process overseen by an independent fairness moni-
tor. This marked a significant milestone toward the
completion of WDBA’s procurement process to identify a
private-sector partner.

Bridging North America is comprised of some of the
most recognized leaders in the construction/infrastructure
industry. Key members include: ACS Infrastructure Canada
Inc.; Fluor Canada Ltd.; and Dragados Canada Inc. 

The Gordie Howe International Bridge will literally
change the landscape of Windsor and Detroit. At 853 me-
tres, the new bridge will have the longest main span of any
cable-stayed bridge in North America. And the bridge’s
towers will rival the height of the Renascence Centre in De-
troit, Michigan.

To take advantage of the summer 2018 construction
season, an advance construction agreement for work was

signed between WDBA and Bridging North America. The
advance construction includes essential groundwork for
the bridge piers. These activities represent the first works
on the US side of the project dedicated to bridge construc-
tion.

Over the coming months, WDBA will negotiate final
contract details with Bridging North America. The cost of
the project, design details and expected construction
schedule will be announced by the end of September fol-
lowing financial close.

The new Gordie Howe International Bridge will provide
for redundancy at the busiest trade corridor between
Canada and the United States, improved border process-
ing and highway-to-highway international connectivity. It
also addresses future needs and will provide six lanes to
meet anticipated growth in traffic over the years to come.

For more information on the Gordie Howe International
Bridge, visit www.wdbridge.com.  

#HoweBridge2018 – we’re at the ready. 

Windsor-Detroit Bridge Authority (WDBA) is a not-for-
profit Canadian Crown corporation created to manage the
procurement process for the design, build, finance, oper-
ation and maintenance of the Gordie Howe International
Bridge between Windsor, Ontario and Detroit, Michigan
through a public-private partnership (P3). WDBA is also re-
sponsible for project oversight.
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Morterm Ltd – Port of Windsor’s full-service marine
terminal

Morterm Limited is a privately
owned facility strategically located
within an eight-hour drive of half of
all U.S. businesses, manufacturing
plants and households, and di-
rectly across from the City of De-
troit. Ideally located in the
industrial heartland of Southwest-
ern Ontario, the terminal is located
in the port of Windsor at North
America’s busiest International
Crossing with direct access to the
Highway 401 corridor, the United
States Highway system via the Am-
bassador Bridge, the soon to be
constructed Gordie Howe Interna-
tional Bridge, and the Detroit–
Windsor Truck Ferry. 

In the world of international
Morterm terminal



mcasphalt.com

PAVING THE WAY
ON THE H20 HWY.
McAsphalt Marine Transportation Limited (MMTL) specializes 
in providing marine transportation that goes the extra mile.  

We pride ourselves in o�ering our customers the safest, most 
environmentally friendly and e�cient means of transportation 
“on time, every time”.

Operating two Articulated 

Tug/Barge (ATB) units, the 

“Everlast/Norman McLeod” 

and the “Leo A. McArthur/

John J. Carrick”, on the Great 

Lakes, St. Lawrence Seaway 

and Eastern Seaboard.
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shipping, Morterm Limited has earned a reputation for
timely delivery, expert handling, and competitive rates.
Whether customers are shipping steel, bulk, containers
or general cargo, Morterm is ready to provide superior
service. s. Morterm offers top-of-the-line equipment,
modern terminal facilities, and an enviable level of cus-
tomer service. Discharge rates – especially for steel
products – are unmatched in the Great Lakes. Port of
Windsor cargo fees are among the lowest on the Great
Lakes. There are no wharfage, MEA or harbour dues as
would be charged by competing ports. 

For rail deliveries, Morterm’s sister company, The
Essex Terminal Railway, has a rich history in the Windsor/
Essex Region, and provides direct connections to CN,
CP and CSX rail lines. Essex Terminal Railway offers com-
plete access to the entire Canadian, American and Mex-
ican Railway network. Morterm and The Essex Terminal
Railway excel at handling long unit trains of wind turbine
components, steel product and other project cargo for
marshalling and consolidation at our terminal for effi-
cient and organized delivery to project site.

Morterm provides quality storage and warehousing
solutions and other value-added logistics services tai-

Morterm terminal

lored to meet customer needs. Facilities include full sea-
way depth berth, 150,000 square feet of indoor storage,
24-hour MARSEC security, perimeter fencing around its
90-acre site, and rail-served warehouses with available
humidity control. One warehouse is equipped with over-
head cranes for handling coil and long products such as
pipe or tubing. Cargoes can be transloaded from or onto
rail, vessel or truck making Morterm a complete material
handling specialist.

We offer a nationally accredited marine security 
training program, and provide a full suite of marine 
security services on both the east and west coasts.

YOUR  
PROVEN 
PARTNER

1 877 322 6777   commissionaires.ca  
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Windsor-Essex:
YOUR GATEWAY TO 
NORTH AMERICA

windsoressexftz.com

If international trade is essential  
to the growth of your business,  

exploring the opportunity provided 
by a foreign trade zone (FTZ) could  
be essential to your future success. 
Choosing Windsor-Essex, Ontario  
Canada as your FTZ facilitator will  
make your decision much easier.

Chart your course through Canada’s southernmost re-
gion – Windsor Essex, Ontario. 

A sea of greenery…a paradise of produce…a water-
way of immense pleasure and opportunity… trails on the
forefront of outdoor captivation and retreat…These are
just some of the snapshots of life which can be easily cre-
ated here.

Comprising over 400,000 citizens, our region strikes a
balance between the progressive pulse of a mid-sized city
and the ability to escape to the serene beauty of our county.

Let us show you our heritage as you learn about the
birthplace of Canadian whiskey by touring the largest dis-
tillery in Canada at J.P. Wiser’s. Or, head to the Chimczuk
Museum, a must-see showcasing the area’s incredible his-
tory and calling out to the historical significance of the Un-
derground Railroad, the rum-running days of Prohibition, or
learn about the birthplace of the automotive industry in
Canada.

We have an EPIC Wine Country, where we are posi-
tioned on the same latitude as the Tuscany region in Italy
and Northern California’s Napa Valley; our terroir provides
vintners with the perfect growing season and yielding some
of the world’s finest  wines  along the Lake Erie North
Shore. We invite you to sample that perfection at any of our
wineries – now nearly 20 strong!

If you’re a fan of other libations, check out the Barrels Bot-
tles & Brews Trail in the “pursuit of hoppiness”! You’ll expe-
rience the history of Canadian Whisky, Prohibition, and enjoy
a flight of craft beer or small batch-ultra premium spirits.

Outdoor enthusiasts of every persuasion enjoy world-class
bird-watching at Point Pelee National Park, spectacular eco-
tourism adventures along foot and bike pathways and the
divine seasonal scents of surrounding green pastures, mead-
ows, parkland and spectacular golfing.

Windsor’s riverfront parks, located on the banks of

Chart your course through
Canada’s southernmost region
– Windsor Essex, Ontario



August 20, 2018 • Canadian Sailings • 15

* Windsor’s only premier vessel husbandry Agent

* Family run business for over 56 years

* Expert knowledge of local suppliers of goods and services

* While the majority of our business is with bulk and break
bulk cargoes, we also provide service for cruise ships, HMCS
vessels and bunker calls

Providing quality Agency service for the Port of Windsor

Phone: 519-966-2160 3540 Morris Drive
Fax: 519-966-0191 Windsor, Ontario

N9E 2K4

the historic Detroit River, stretch over 8 kilometers (or 5
miles) and offer a panorama of enticing vista points. The
Great Canadian Flag acts as a beacon welcoming visitors
to Canada and our region, while Dieppe Gardens pays
tribute to fallen soldiers during World War II through var-
ious monuments and brilliantly colored annuals and
perennials.  This is also the location where close to 20
cruise ships dock seasonally; the Port of Windsor has be-
come the port of choice, as this number has grown sub-
stantially over the last few years. The Peace Fountain at
Coventry Gardens boasts myriad light and water-spray
patterns, and the Windsor Sculpture Park is a unique out-
door ”museum without walls.” Off in the distance is the
iconic Ambassador Bridge, North America’s busiest bor-
der-crossing, connecting Windsor to our northerly neigh-
bours, Detroit, Michigan.

Moving further inland, an incredible variety of dining op-
tions await, many using fresh, local ingredients.
The nightlife  is scintillating in ambience, eclectic music
notes and social exchanges. Caesars Windsor brings Las
Vegas to the region with big-name concerts, an endless culi-
nary variety of eateries, high-end luxury accommodations
and amenities, and a 24/7 world-class casino which knows
how to exhilarate visitors and gaming aficionados alike.

With our rich and versatile tapestry of tourism offerings,
there is much cache value to be proud of in our region. From
our EPIC wineries and passion for food to birding and out-
door excursions, from gaming and nightlife to culture and
heritage, where can WE take you?  WE look forward to
showcasing our region and providing experiential tourism
at its best.

For more information, go to visitwindsoressex.com, or
you can reach us at 1.800.255.6530 or info@tourismwind-
soressex.com. 
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CANADA U.S.
Tariff worries loom over Great Lakes trade
BY KEITH NORBURY

If the two Canadian provinces and eight U.S. states that
make up the Great Lakes-St. Lawrence Seaway region
formed their own country, it would boast the world’s third
largest economy. That was one of the notable observations
in a recent report commissioned by Chamber of Marine
Commerce, an Ottawa-based bi-national association repre-
senting shipowners and operators, ports, shippers, and
other marine-related companies.

The region’s annual GDP of over US$6 trillion — ex-
ceeded only by the U.S. and China — includes domestic
cargo moved on either side of the border, and cargo bound
for or arriving from overseas. But a fair chunk of that is trade
across the border — trade that many transportation industry
insiders and experts fear will suffer from the tariff war that
has erupted between Canada and the U.S.

In June, U.S. President Donald Trump, citing slow
progress on renegotiations of the North American Free
Trade Agreement, lifted a temporary exemption he had
granted Canada, Mexico and the European Union from a 25
per cent tariff on steel and a 10 per cent tariff on aluminum.
Canada responded in July with tariffs of its own, including
on steel and aluminum as well as a range of other products

such as whiskies, with the latter clearly aimed at the Trump-
supporting bourbon-producing states of Kentucky and Ten-
nessee.

Bruce Burrows, Chamber President, said about 59 million
tonnes of cargo crossed the border by water in 2017. That
represented about 15 per cent of the total business on the
system, he said. In 2017, the system’s 40 ports — 21 in the
U.S. and 19 in Canada — handled 381 million tonnes. But
that included cargo that remained in the waterway and was
loaded at one port and unloaded at another. Total cargo
that traversed the system was 230.9 million metric tonnes
in 2017.

The study — prepared for the chamber by Martin Asso-
ciations of Lancaster, Pa. — focused on the seaborne trade,
Mr. Burrows pointed out. Those commodities are predomi-
nantly bulk — such as iron ore, steel, grain, salt, and aggre-
gates. Many other high-value products — such as auto parts
and automobiles — cross the border by train and truck.

Canadian lakers dominate cross-border trade
Figures in the report indicate that most of the cross-bor-

der trade is from Canadian-flagged vessels. “Our Canadian
fleet is much more active in cross-border to the U.S. than

Cedarglen, a Canadian laker, waits to load iron ore pellets at the CN Dock at the port of Duluth-Superior in August 2017
while railcars of limestone in  the foreground are heading north to Minnesota’s Iron Range to be used in the production
of fluxed pellets.
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CANADA U.S.
the American fleet, which is about
half the size,” Mr. Burrows said. That
Canadian fleet numbers about 80
ships compared with about 45 for the
U.S., he said. The Canadian ships are
also more modern “because we’ve
invested billions of dollars in new eco
ships,” Mr. Burrows said.

The U.S. fleet meanwhile tends to
stick to its domestic trade, he said.
The report bears that out, noting that
lake revenue between U.S. ports is
nearly double that of the laker rev-
enue between Canadian ports “pri-
marily due to the higher volume of
cargo moving on lakers to U.S. ports
compared to Canadian ports.” For
the marine industry on the Great
Lakes/Seaway, 2017 “was our final
sign that we were out of the reces-
sion,” Mr. Burrows said. The recession
had hit the industry hard but business
increased nine per cent in 2017, he
said. A cold winter stalled the mo-
mentum this spring as it delayed the
Seaway opening. But in recent weeks,
traffic is tracking 2017 volumes.

No impact noticed yet from tariffs
“Obviously we don’t want to see it

tick down again,” Mr. Burrows said.
So far, he and others haven’t de-
tected a drop in cross-border trade
because of the tariffs. It’s simply too
early to tell.

“No one wants to have extra tariffs
put in place,” Mr. Burrow said, ex-
pressing an almost universal senti-
ment. “I think the logistics chain and
supply chain is at the moment deal-
ing quite well with that in the short
term. I think later on at the end of the
summer into the fall we’ll have a bet-
ter sense of just how that’s working
out.”

At St. Lawrence Seaway Manage-
ment Corporation, Bruce Hodgson,
Director of Market Development,
hasn’t seen any shift in cross-border
trade. Overall, growth has been
steady, he said. The corporation’s
most recent traffic report revealed
that cargo volumes increased to 38.3
million tonnes in 2017, a 9.3 per cent
increase over 2016. “It’s pretty diffi-
cult right now in terms of conjecture
as to what might happen,” Mr. Hodg-

son said of the tariff implications. “So
we’re taking the positive approach in
that our negotiators will do a good job
and this will get ironed out in good
time.” 

Other issues overshadowed
Another long-standing challenge to

trade on the Great Lakes-Seaway is
the effort to harmonize the complex
and often conflicting regulations of na-
tional, provincial, state, and local juris-
dictions. That was the subject of a
15-page June 2018 report from the
Council of the Great Lakes Region.
“Governments want to make a differ-
ence and to be seen as responsible
leaders in regulating commerce, pro-
tecting human health and consumers,
and conserving the environment,” that
report noted. “This can lead to regu-
latory misalignment, which results in
unnecessary costs and administrative
burden.” That issue, though, has been
overshadowed by the concerns over
tariffs, which the report prematurely
stated had all but been eliminated
during the last three decades by the
World Trade Organization.

The three biggest regulatory issues
for Chamber of Marine Commerce in-

volve icebreakers, pilotage, and bal-
last water, Mr. Burrows said. Icebreaker
fleets on both sides of the border are
aging and need replacement. The cost
of pilots is becoming prohibitively ex-
pensive. And rules requiring cleaning
of ballast water as ships enter the sys-
tem from saltwater are sufficient to
protect the lakes from invasive
species, Mr. Burrows said. However,
many jurisdictions also want ballast
water treated as ships move from lake
to lake even though “it’s basically one
big bathtub that we’re operating in.”

Steel sector rebounds
The port of Hamilton, Canada’s

busiest port on that big bathtub, han-
dled more tonnes of cargo in 2017
than in 2015 and 2016. For 2018, it’s
projected to surpass 10 million tonnes
for the first time since 2014, said Ian
Hamilton, President and CEO of
Hamilton Port Authority. Of its 9.87
million tonnes in 2017, 4.3 million
tonnes was cross-border trade be-
tween Canada and the U.S. About 3.6
million tonnes was domestic Canadian
traffic while 1.9 million was interna-
tional trade. The domestic and U.S.
traffic goes on smaller “laker” ships
while the international trade is on

IAN HAMILTONBRUCE BURROWS
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larger ocean-going “salties.”

Historically, the biggest chunk of
Hamilton’s business is in steel and the
raw materials used to make it. Vol-
umes in that category rebounded
slightly in 2017 to 6.8 million tonnes
from around 6.4 million tonnes in
2015 and 2016.

Mr. Hamilton attributed the re-
bound to Stelco Inc. restarting its
Hamilton coking ovens and to
ArcelorMittal Dofasco “doing ex-
tremely well” at its Hamilton facilities.
Despite the steel tariffs, Mr. Hamilton
said the port is continuing to see
strong steel volumes. He even held
out the prospect that the tariffs might
backfire on Mr. Trump because
Canada actually imports more steel
from the U.S. than the other way
around. “The reality of it is with
Canada’s tariffs and the U.S. tariffs, the
Canadian domestic market is strong
enough to eat up all the supply from
the Canadian suppliers,” Mr. Hamilton
said. Still, the tariffs pose other con-
cerns, depending on the sector. “If
you’re in the steel service centre sec-
tor (which warehouses steel for later
sale to end users), you’re quite con-
cerned about future orders into the
United States.”

But steel exports drop in June
According to the Canadian gov-

ernment’s Trade Data Online web-
site, the value of exports of steel and
iron from Ontario to the U.S. Great
Lakes region were higher in March,
April and May 2018 compared with
the same months in 2017. For exam-
ple, those exports totalled $378 mil-
lion in May 2018 compared with
C$300 million in May 2017. Exports
in June 2018 from Ontario to the U.S.
Great Lakes, however, were only mar-
ginally higher than in June 2017. In
addition, exports of steel and iron
from Ontario to the entire U.S.
dropped this June 2018 compared
with June 2017 to C$476 million from
C$517 million.

Imports of steel and iron from the
U.S. into Ontario spiked in June 2018
compared with June 2017 rising to
C$492 million from C$377 million.
That happened in advance of

Canada’s retaliatory tariffs that took
effect July 1.

Hamilton diversifies
The tariffs aside, the steel sector

isn’t as dominant at Hamilton as it was
in 2005 when it accounted for 10.3 mil-
lion tonnes, representing about 83 per
cent of the port’s total volume of 12.4
million tonnes. In 2017, the steel sector
made up around 69 per cent of total
volume. The reduction coincided with
China’s rise as the global steel super-
power. But it also reflected greater di-
versity in the products that go through
Hamilton. In particular, grain volumes
soared to 2.3 million tonnes in 2017
from 492,272 tonnes in 2005. That shift
has also enabled Hamilton to lessen its
dependence on U.S. markets.

“Hamilton is probably geared up to
do 2.5 million tonnes of agricultural
exports and they’ll all be to overseas
markets,” Mr. Hamilton said. That in-
cludes grain as well as fertilizers such
as potash. Helping fuel that growth is
the Canada-European Union’s Com-
prehensive Economic and Trade
Agreement, or CETA, that went into
force in September 2017. He de-
scribed the CETA terms and the U.S.
tariffs as complementary forces.

“You’ve got one jurisdiction that is
putting taxes on top of the imports
and another other that’s taking them
away,” Mr. Hamilton said. His hope is
that “common sense prevails and we
find a solution that allows Canada and
the United States to continue to be
great trading partners.”

Recession feared despite surge
Should the tariffs persist, worries

mount that they’ll trigger a recession.
In fact, Dr. Barry Prentice, a University
of Manitoba professor of supply chain
management, said, “I’ve never had
the experience of a U.S. President
doing everything he can to engineer a
recession.”

On the other hand, the U.S. econ-
omy is firing on all cylinders, having
posted annualized gross domestic
product growth of 4.1 per cent during
the second quarter of 2018, the high-
est growth rate since 2014, and record
low unemployment. President Trump
has taken credit for the boost. 

The new tariffs on steel, however,
represent “a very significant drag on
the economy” of the Great Lakes re-
gion, said Dr. Bill Anderson, Director
of the Cross-Border Institute at the
University of Windsor. “Why did this

BILL ANDERSON BRUCE HODGSON
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become a great industrial region? It
was really because of the fact that you
could bring the iron ore by water
down to the cities of the Great Lakes
and you could bring coal up from the
Appalachian region and you could
make steel,” said Dr. Anderson, who
is an economic geographer.

Free trade fostered specialization
Over time, and especially since

NAFTA, steel production became spe-
cialized with factories on either side of
the border making different grades
that would be sold in both countries
rather than companies engaging in
head-to-head competition. “But it’s
actually mutually beneficial because it
allows those firms to specialize and
operate on a larger scale,” Dr. Ander-
son said. Ultimately, the steel tariffs will
eliminate the specialization, reduce
the economies of scale, and result in a
less efficient system, he said. The alu-
minum tariffs, meanwhile, will increase
the cost to U.S. buyers on a product
that is far less expensive to produce in
Canada because of its availability of
inexpensive hydroelectric power. Still,
despite being an economic drag, the
steel and aluminum tariffs alone won’t
kill the economy.

“I think the biggest threat is the
possibility of having tariffs on auto-
motive products,” Dr. Anderson said.
“That’s the one that everyone should
be worried about.” It’s not an idle
worry. Mr. Trump has threatened to
impose such tariffs. Were that to hap-
pen, it would unravel half a century of
supply chain integration dating back
to the signing of the original Auto
Pact in 1965. Under the deal, the
major auto makers established facto-
ries in Canada and the U.S. to manu-
facture certain makes and models for
the entire North American market.
For example, in Windsor, where Dr.
Anderson has his office, Fiat Chrysler
operates a plant that churns out
1,500 minivans a day and employs
5,000 people, Dr. Anderson noted.
These vans compete with vans built
by Toyota and Honda in the U.S. Ac-
cordingly, a tariff of 25 per cent on
vans assembled in Canada and ex-
ported to the U.S. would render them

will pause new investments in building
and retooling Canadian auto plants.
Dr. Anderson said he was surprised
that Toyota Canada announced this
May that it would spend $1.4 billion on
its Ontario plants in Woodstock and
Cambridge. “I suppose they could go
back on it if things get bad enough,”
Dr. Anderson said, adding that “how
does anybody, in the interest of their
stockholders, run out and make an in-
vestment when they don’t know if it’s
going to be viable to produce in On-
tario for the U.S. market?”

Canada responds to lobbying
Builders of custom work trucks and

trailers are in a similar quandary. It’s not
as pronounced as in the auto sector
but a work truck will typically cross the
border up to four times during manu-
facture and upfitting, noted Don
Moore of the Canadian Truck Equip-
ment Association. 

“There is a lot of uncertainty as to
what the effects will be,” said Mr.
Moore, Director of Government - In-
dustry relations for the association,
which represents some 510 member
companies, about 80 in the U.S. Some
member companies are even contem-
plating shutting down because they

non-competitive against models
made in the U.S.

Auto parts levy particularly
disruptive

Should a tariff be applied to auto
parts, the potential disruption would be
even greater. It has been widely re-
ported that the average auto part
crosses the border seven times before
the finished vehicle is sold. Dr. Ander-
son said he doesn’t know the origin of
that number but described it as “not a
crazy number.” The problem with tariffs
is that they are an “ad valorem” levy,
which means they are applied each
time a product crosses the border. “So
every time it goes across, you’re paying
the tax on the entire value of the goods
that are going across,” Dr. Anderson
said. That’s significantly different from a
value-added tax, such as the GST,
which allows businesses to deduct the
GST they pay on their inputs, which re-
duces the cascading effect.

So far Dr. Anderson hasn’t noticed
any fallout from the tariffs — except
that they have a lot of people worried.
For now, he can still watch from his of-
fice as trucks carry those minivans
across the Ambassador Bridge.

One major concern is that the tariffs

RUTH SNOWDEN DON MOORE
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wouldn’t be able to raise prices enough to remain viable
and profitable, he said.

Manufacturers of tanker trailers, for example, often re-
quire food-grade stainless steel or aluminum that is only
available from the U.S. Fortunately, after lobbying by CTEA
members, the Canadian government removed those items
from its list of retaliatory tariffs. On the other hand, Mr.
Moore said that despite the Canadian government an-
nouncing $1.7 billion in aid to Canadian steel and aluminum
producers, the mills “are already socking it to end users in
Canada.”

It’s not just Canadian equipment manufacturers who ob-
ject to the tariffs. The National Truck Equipment Association,
which represents more than 2,000 companies, called for a
permanent exemption for Canada and Mexico. And the As-
sociation of Equipment Manufacturers — whose 900 plus
members include Caterpillar, Deere & Company, and Volvo
— produced a TV ad featuring manufacturing workers
pleading with President Trump to eliminate the tariffs in
order to protect their jobs.

Mr. Moore, who is also based in Windsor, said he hasn’t
noticed a drop yet in cross-border trade. But he expects it’s
only a matter time before that happens and prices start to
rise. “It’s so tempting for some companies to try to take ad-
vantage of it early to bump their prices because of the ex-
pectation that the supply is going to drop,” said Mr. Moore,
who stressed that he was voicing personal opinions and not
necessarily the position of his association.

Marine mode feeds auto supply chain
Mr. Burrows at the Chamber of Marine Commerce, how-

ever, suspects that one reason the tariffs haven’t yet had a
great negative impact is that many companies are absorb-
ing the cost of the tariffs and not yet passing them along
their customers. “Obviously you can’t continue to do this
forever,” Mr. Burrows said.

While the Chamber’s stakeholders don’t move a lot of
automobiles or auto parts, they nevertheless play “a very
significant role” in the auto supply chain “because we’re
feeding the input materials,” Mr. Burrows said. That includes
moving aluminum from Quebec to ports such as Oswego
in New York State. “We’ve got a real advantage because we
can move that aluminum most cost-effectively and with the
lowest transportation emissions footprint,” Mr. Burrows said.

Mr. Burrows noted that Mr. Trump’s motivation in slap-
ping the tariffs on was to reinvigorate the U.S. steel industry.
There is evidence that some U.S. steel plants have re-
opened. For example, U.S. Steel Corporation in Granite
City, Illinois, returned 500 employees to work earlier this
year and will put 300 more back to work when a second
blast furnace restarts in October, according to a Yahoo News
report. But Mr. Burrows said he hasn’t seen any effects of
that yet on demand for Canadian steel. “It’s hard to sud-
denly change your supply chain overnight and find new sup-
pliers in that context,” he said.

Freight forwarders affected
The tariffs are also having an impact on freight for-

warders, said Ruth Snowden, Executive Director of Cana-
dian International Freight Forwarders Association. Freight
forwarders aren’t too involved in movement of bulk goods
on the Great Lakes/Seaway waters. But they do a lot of work
in the auto sector. For that reason they “would be extremely
negatively impacted” by those threatened tariffs, Ms. Snow-
den said. “Even with the steel and aluminum and the very
specific Canadian tariffs being applied, certainly that con-
sumed a lot of time and energy by member firms, particu-
larly those who also operate as customs house brokers,” Ms.
Snowden said. “They had to revise all of the line codes in
their systems to account for the new applications of rates of
duty.” The tariffs have also affected lines of credit of their
customers, who now have to pay duty. “So everybody has
been scrambling to get their credit resources in line and to
have importers posting bonds,” Ms. Snowden said.

Tariffs strike grain indirectly
The tariffs can even cause problems for commodities that

are exempt. Grain isn’t subject to tariffs. So they haven’t af-
fected Richardson International Ltd.’s exports to the U.S.,
said Carsten Bredin, Richardson’s Vice-President of Grain
Merchandizing. “But I would have to say it has affected the
carriers who carry that grain for us,” Mr. Bredin said. Win-
nipeg-based Richardson, which has terminals at Thunder
Bay and Hamilton, exports very little grain to the U.S. via
ships on the Great Lakes. Most of its export business is
through the Seaway to overseas destinations. But the same
ships that carry grain also transport steel and iron ore. “Any
time that you restrict the amount of trade, the amount of
business that is happening because of tariffs, you’re affect-
ing the livelihood and the viability of those industries,” Mr.
Bredin said. “I’d say that our biggest concern as a grain
shipper is the just the availability and the viability of our
lakes carriers in that marketplace.”

Europe and Asia looking to Canada
Another twist to the tariffs is that they are making Cana-

dian agricultural products, such as corn and soya beans,
more attractive to customers in Europe and Asia. That’s be-
cause of retaliatory tariffs placed on those goods from the
U.S. “The Europeans are now looking to Canada to buy corn
and we’re looking to move a lot of that by ship,” Mr. Bur-
rows said. He hasn’t noticed a big shift yet, in part because
European customers bulked up on U.S. corn in advance of
the tariff. However, Trade Data Online figures reveal that
Canada’s corn exports to Spain spiked to C$26 million in
May 2018, up from C$6.7 million in April 2018 and C$7.5
million in May 2017.

While diversifying Great Lakes/Seaway trade is a laudable
goal, the consensus is that removing the barriers to Canada-
U.S. trade remains the priority. To that end, Mr. Moore ex-
pressed optimism, as did others, that a new NAFTA will
soon be negotiated to end the tariff impasse. “Otherwise it
could get kind of dicey, especially for the small and medium
sized companies I’m dealing with.”
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Trump: “Tariffs are the greatest”; Canadians angered by
U.S. President’s trade negotiating moves 
BY R. BRUCE STRIEGLER

“The
Trump Ad-
ministration is
proceeding with
unilateral measures to
address what it has characterized as “unfair” trade, risking
retaliation, but banking on a threat of massive escalation to
extract a favourable outcome for itself,” says the C.D. Howe
Institute. Released in June, a new report titled “Quantifying
the Impacts of the U.S. Section 232 Steel and Aluminum Tar-
iffs”, its authors find that protective trade measures imposed
by the United States will reduce U.S. and Canadian GDP,
while paradoxically strengthening trade partners outside the
North American region through competitive gains.  

The national uproar over the American President’s impo-
sition of tariffs on aluminium and steel imports, along with
the considerable media coverage of the difficult NAFTA ne-
gotiations, has caught the attention of the Canadian public,
unlike any other recent action by an allied country. Notable
findings from the C.D. Howe report include discovering that
the negative impact on GDP, in value terms, is relatively
larger in Canada (US$8.1 billion) than in the United States,
at $3.0 billion. The report authors conclude that both
economies will become less efficient, with labour produc-
tivity falling by about 0.05 per cent in the United States and
0.08 per cent in Canada. Further, they discover both
economies likely to become less open. American two-way
trade is expected to fall in real terms by about 0.7 per cent,
or in value terms, by over US$36 billion. Canadian trade is
expected to decline less, at about 0.3 per cent for exports,
and 0.6 per cent for imports. In value terms, that’s about
US$4 billion.

‘Implausible claims’ meet one of the world’s highest
corporate tax rates

“Under the Trump administration, U.S. trade policy has

b e e n
characterized by

implausible claims,
demands and threats, which

are then retracted, reasserted and so on,” the institute
notes. Trump’s tactics include “outlandish, unworkable pro-
posals to manipulate trade flows that appear deeply misin-
formed, threats against U.S. multinationals, proposed
negotiations that would break up EU policy solidarity [and]
flip-flopping on a policy for China.”

According to Statistics Canada, Canadian companies ex-
ported $483-billion worth of goods in 2017, up $30 billion
from 2016. Small and medium-sized companies accounted
for 54 per cent of the increase, led by energy companies.
The number of exporting firms in 2017 grew by 191 to
43,480. Nevertheless, at the end of July, Federal Finance
Minister Bill Morneau in an interview with Bloomberg, con-
ceded that Canada has a competitiveness problem and he
says he plans to address it in the fall fiscal update. Canada,
with a combined average federal-provincial corporate tax
rate close to 27 per cent, now has one of the highest rates
among 33 OECD countries (the highest is Japan’s, at nearly
31 per cent). If companies with U.S. operations plan to shift
costs such as interest expense to other countries, or shift
tangible and intangible profits to the United States, Canada
is going to end up as one of the biggest victims of base ero-
sion as our corporate tax rate is so high.

Canadian port executives not concerned
While many executives at Canadian port operations were

reticent to comment about the potential trade upheaval,
Brian Friesen, Director, Trade Development and Communi-
cations for the Prince Rupert Port Authority tells us, “We do
not anticipate a reduction in volumes as a result of U.S. tariffs
on aluminum and steel on Canada. In fact, this trade action
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may result in an increase in export volume, as Canadian pro-
ducers look to diversify markets overseas. Given that the
Port of Prince Rupert represents a strategic gateway for
Canadian trade, we are well positioned to support Canada’s
participation in new trade agreements such as the Compre-
hensive and Progressive Agreement for Trans-Pacific Part-
nership (CPTPP).

Tony Boemi, Vice-President, Growth and Development
Montreal Port Authority says, “We have a view that any poli-
cies and positions around trade barriers and so on between
the USA and Canada may, if anything, benefit Canadian
ports. Companies will need to look for different markets,
and logically, those markets are overseas markets which re-
quires marine transport. We have heard of some companies
from Asia diverting cargo from U.S .ports to Canadian ports
due to the recent trade.” He adds, “With the new free trade
agreement between Canada and Europe, I would suspect
that any barriers imposed between Canada and the USA
may increase at a more rapid pace the level of commercial
activity between Canada and Europe.” He notes that U.S.
traffic may be affected by potential trade barriers. “But that
is primarily rail or truck.” 

Economic Development Canada Mid-Year Trade
Confidence Index shows gains

The turmoil and threats from the U.S. surrounding the
renegotiation of the North American Free Trade Agree-
ment (NAFTA) has further muddied the trade waters in
the past year. Nevertheless, according to Export Devel-
opment Canada, whose Mid-Year Trade Confidence
Index was published in mid-July, finds overall trade con-
fidence increased (up three index points, from 73.5 to
76.5), with gains for all firm sizes, sectors, and regions of
the country. Better expectations for international and do-
mestic sales drove the improved outlook. EDC reports
that more Canadian companies expect their export sales
to increase over the next six months. (73 per cent, a
major jump from 56 per cent in the previous survey).
More businesses say sales to the U.S. increased over the
past six months, (46 per cent, up from 36 per cent), and
half the survey respondents expect to increase hiring –
although they say they face growing challenges in ac-
cessing skilled labour.

TRADE CONFIDENCE INDEX

In the EDC news release, Peter Hall, EDC’s Chief Econ-
omist is quoted, saying, “This is consistent with the
growth we’re seeing in Canadian exports this year. The
business is there, and exporters are not letting politics
trump production – at least, for now.” While that may be
the case now, the Index also reports that there has been
a significant increase in the proportion of Canadian ex-
porters who have started exporting to new countries – up
44 per cent from 31 per cent, and those who plan on
doing so, 64 per cent up from 49 per cent. There was also
a significant increase in the proportion of Canadian ex-
porters who have investments outside of Canada (17 per
cent up from 11 per cent), or those who plan to do so –
22 per cent, which is up from the previous 12 per cent.
EDC notes that after the recently-signed (Comprehensive
and Progressive Agreement for Trans-Pacific Partnership,
or CPTPP), Canadian exporters are paying more attention
to the Asia Pacific.

It’s not all good news, however, as EDC also reports that
despite the overall confidence, a growing proportion of ex-
porters say the NAFTA talks have had a negative impact on
their Canadian operations – 28 per cent, up from 23 in the
previous survey. The highest NAFTA concerns were re-
ported in the transportation sector, for large firms, and
those located in Ontario and Western Canada. NAFTA
renegotiation is also having a noticeable, negative impact
on investment plans for Canadian exporters, which appears
to reflect an “investment hesitation” by some firms, as six
per cent of companies said they are responding by delay-
ing their investments.

U.S. trade dispute improves Canadians impressions of
Asia

Since 2004, the Asia Pacific Foundation of Canada has
been conducting regular nationwide surveys to assess
Canadians’ attitudes toward countries in the Asia Pacific
region, and their perceptions of Canada-Asia relations.
Their 2018 National Opinion Poll was a traditional long-
form survey which covered a wide range of topics. As the
Poll notes in its Executive Summary, “While anti-trade and
anti-immigration sentiments are on the rise in many parts
of the world, this is not necessarily true in Canada where
the public is increasingly supportive of international en-
gagement, particularly when it comes to Asia.” Among
the summary points from the national poll of 3,561 Cana-
dian adults on Canada-Asia relations released this June,
are the following:

• 43 per cent of Canadians consider Canada as part of
the Asia Pacific region, up from 34 per cent in 2016 and 18
per cent in 2013. British Columbians have the strongest
Asia Pacific identity, with 56 per cent viewing Canada as
part of the Asia Pacific region.

• 27 per cent of Canadians say Canada-China relations
are improving, up slightly from 2016. Meanwhile, 24 per
cent perceive better Canada-South Korea relations, up from
16 per cent in 2016. For the United States, an overwhelm-
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ing majority of Canadians (80 per cent)
depict a worsening relationship. This
number has skyrocketed, from 20 per
cent in 2016 and 28 per cent in 2006.

• 71 per cent of Canadians now
agree with the statement that “the
growing importance of India as an
economic power is more of an oppor-
tunity than a threat,” up from 50 per
cent in 2014, while 60 per cent agree
with the same statement about China,
up from 41 per cent compared with
four years ago. The Atlantic Provinces
(69 per cent), Saskatchewan (66 per
cent), and Manitoba (66 per cent) are
the three regions that believe most
strongly that the rise of China is more
of an opportunity than a threat to
Canada.

Canadians forced to rethink a heavy
dependence on U.S. trade

Reports in every Canadian newspa-
per over the past several months de-
tail stories of the disruption actually
happening, or likely to unfold as the
dispute over steel and aluminium tar-
iffs and the troubled negotiation with
NAFTA continues. In a June article in
the Financial Times, a reporter uses a
Cape Breton Island company, Louis-
bourg Seafoods Ltd., as a case study,
pointing out that the company gener-
ates approximately $65 million in rev-
enue, with most of its fresh fish being
exported to the United States. Louis-
bourg Seafoods has begun to find
new potential buyers for its groundfish
in markets such as the U.K. and South
Korea where it once only sold shellfish
products. It has also discovered de-
mand in Asia for products it hadn’t
previously sold like sea cucumber and
whelk. Although the company pro-
duces more than 15 million tonnes of
lobster, shrimp, crab and groundfish, a
company Vice-President is quoted
saying, “There is a whole variety of
markets that we’ve never had before
here in North America.” Louisbourg
has boosted its marketing budget in
recent years to around $2.6 million,
and the company has gradually been
expanding its reach into Vietnam, Sin-
gapore, South Korea, the Netherlands,
the U.K., Belgium and other markets.

In a July story in the Vancouver Sun,

Fiona Famulak, President of the Van-
couver Regional Construction Associ-
ation told a conference audience that
British Columbians can expect the
cost of building big projects, from
bridges to residential skyscrapers, to
rise as a result of the tit-for-tat tariff
battle between Canada and the
United States. Canada’s retaliatory tar-
iffs against U.S. steel, aluminum and a
wide range of targeted consumer
goods took effect July 1, and only ten
days in she noted, construction firms
face difficulties in getting suppliers to
give them firm prices on tariff-affected
materials. And regardless of whether
construction projects are public sector
or privately owned, “the price of your
construction project will go up as a re-
sult of tariffs,” Famulak said.

Dairy farmers and processors worry
about survival

Quoted in an online financial story,
Mathieu Frigon, President and CEO of
the Dairy Processors Association of
Canada says, “The dairy industry has
been a success story in the last three
years. We’ve grown our contribution
to the Canadian GDP by ten per cent
in the span of two years. That’s un-
heard of. If you look in the last 25
years, there’s been a real taste from
Canadian consumers for dairy and
dairy products.” He continues, noting,
“It’s been exciting times in terms of
the growth we’ve seen in the market-
place, but it came with challenges.”
Frigon also says, “NAFTA 2.0 is obvi-

ously a challenge. Our position is that
it should allow for continued growth
of the Canadian dairy industry. It
would have a positive impact on the
sector, not only the processing indus-
try but the entire sector.”

The issue is highlighted further in
comments made by to The Canadian
Press by Pierre Lampron, President of
the Dairy Farmers of Canada. “Cana-
dian dairy farmers and their families
are concerned by the sustained at-
tacks by President Trump with an aim
to wiping out dairy farmers here at
home,” Lampron said, adding that ten
per cent of the Canadian dairy market
is open to imports without tariffs, com-
pared with just three per cent in the
U.S. Nevertheless, both men say that
Canadian farmers and processors are
likely to be hurt if protections aren’t
maintained. Scotiabank suggested its
“disingenuous” to use the 270 per
cent tariff figure Trump has been fling-
ing around to “besmirch Canada’s
overall trade policies.” “Trump is
quoting a figure that applies to milk
that accounts for a tiny fraction of
Canada’s $33 billion of goods im-
ported from the United States each
month,” the bank wrote in its analysis.
“Better judgment would question
whether an entire trading relationship
needs to be jeopardized in order to
appeal to dairy farmers in Wisconsin,”
the statement added.

Others in Canada have argued the
system should be abolished in favour
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of a more free-market model. In a report last year, the
Canada West Foundation argued the system has been an
obstacle in trade negotiations and that it drives up the price
of milk, eggs, and poultry for Canadian consumers. The
Canadian government did make concessions in supply man-
agement for joining the Comprehensive and Progressive
Agreement for Trans-Pacific Partnership (CPTPP), an 11-na-
tion free trade agreement, opening up 3.25 per cent of the
domestic industry for foreign competition. In 2016, the
Canadian dairy sector was worth $6.2 billion, while the
country produced $4.2 billion in poultry and eggs, accord-
ing to the federal agriculture department. Canada also im-
ports more dairy products than it sells on the international
market, with a $735 million trade deficit for dairy in 2016.

Canadians strongly oppose Trump tariffs; many support
retaliation

According to an Abacus Data poll issued in June, fifty-
eight per cent of Canadians strongly oppose Mr. Trump’s ac-
tion against Canada and another 21 per cent oppose the
U.S. tariffs. What’s more, Trump has managed to unite Cana-
dians to an extent that few issues do: opposition to the U.S.
tariffs is roughly 80 per cent in every part of the country.
Conservative voters are 82 per cent against Mr. Trump on

this issue, NDP voters 80 per cent and Liberals 87 per cent.
Reaction to the counter-measures announced by the Cana-
dian government have garnered a lot of support across the
country. Forty-one per cent strongly support the steps taken
by the Prime Minister and another 30 per cent support
them. Only 19 per cent are opposed.

The level of Canadian frustration with the American
President is so high, that many Canadians are inclined to
want to do what they can to send a pocketbook message
to America. About 15 million Canadians or more say
they’ll avoid U.S. wines, cross border shopping and pleas-
ure trips to the United States. Millions say they will avoid
products with Made in USA labels, avoid buying U.S. pro-
duce, and avoid buying from large American companies
such as Wal-Mart, Starbucks and McDonalds. Whether
they will actually follow up is quite another matter as emo-
tions fade, and as the practical realization sets in that most
fast-food and major retail chains are U.S.-owned or are
franchises of U.S.-owned operations, including iconic Tim
Horton’s. Much of our food is made in the U.S., or
processed by U.S. or U.S.-owned corporations.

A second poll commissioned for CTV News by Nanos Re-
search and issued a month after the Abacus data showed
similar numbers. 
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OPINION

We could benefit from trying to understand Trump’s
objectives
BY THEO VAN DE KLETERSTEEG

In this world of political correctness, it’s hard to find sup-
porters of Donald Trump who are willing to speak out, par-
ticularly in Canada where trade-related issues have taken on
serious emotional overtones. I would like to offer an addi-
tional perspective that might help us understand how we in
Canada found ourselves in trade conflicts with Mr. Trump al-
most from the moment he was inaugurated. 

In addition to issues related to trade, the Trump Admin-
istration is also at odds with Canada and many other nations
about issues related to immigration, funding of Defence ef-
forts, and others. Moreover, Mr. Trump has not endeared
himself to many by exhibiting a blatant disregard for facts,
and saying one thing one day, only to say the opposite the
next day. However, we must obviously make a clear distinc-
tion between Trump’s personality features, and his ability to
carry out to the duties of President of the United States. In
many ways, Trump’s actions and behaviours are nothing but
unconventional tactics designed to throw both friends and
foes off-balance, making him highly unpredictable, and dif-
ficult to deal with. Underneath it all, though, is a solid strat-
egy championing his well-announced policy of making
America great again. From Trump’s point of view, making
America great again is based on creating greater economic
prosperity which will, as he sees it, fix most of America’s
problems, and will allow America to regain its position as the
world’s “top dog”. Although reviled and ridiculed by the
media, his core political supporters stand firmly behind him.
More to the point, Trump’s policies have caused the U.S.
economy to fire up like it hasn’t for decades, with unemploy-
ment near all-time lows, and the stock market near all-time
highs. Trump’s rhetoric and abrasive language have rubbed
many the wrong way. However, if results are what counts, it’s
hard to deny that, from an economic point of view, he has
so far achieved more than any other U.S. President in mod-
ern history.

First, we must understand that the trade disputes be-
tween Mr. Trump’s Administration and those of his trading
partners have nothing to do with being friends or foes, and
has nothing to do with past relationships. In fact, it’s only
about one thing: money. Mr. Trump has a very simplified, but
very effective view of global economics: in terms of trade,
when other nations are exporting goods to America, Amer-
ica takes money out of its “pocket” to enrich the exporting
nation. Instead of importing, the Trump Administration feels
that America must export a lot more so that it, rather than its
trading partners, can become the beneficiaries of the cash
involved. Likewise, in terms of NATO Defence spending, the
United States and its NATO Allies have implicit understand-
ings of the functioning of the Alliance, and its responsibilities
both in times of peace and conflict. As anyone will under-

stand, large sums of money are involved to maintain the ca-
pabilities of the organization. Trump feels that America is car-
rying an unreasonably large share of these expenses which,
once again, means that America is taking money out of its
“pocket” to benefit Canada and Europe. In other words, Mr.
Trump feels that in many ways, America is subsidizing a great
many nations which, since the end of World War II has cost
America trillions of dollars. Trump wants to put an end to the
“subsidies” that have allowed countries like Canada, Europe
and China to build up their economies, enabling many to
create standards of living that arguably surpass those of the
United States.

We may think of the United States as the powerhouse of
the world, and it still is. However, its military dominance is
under threat as other nations acquire technologies and ca-
pabilities that have the potential of outwitting U.S. defences.
After World War II, the U.S. provided the necessary financing
to allow the nations of Europe and Japan to rebuild their
economies. In the process, the U.S. created mighty competi-
tors that benefited tremendously from utilizing the latest
technologies in their brand-new factories, which soon be-
come more productive than the legacy U.S. production fa-
cilities of the 1930s and 40s. Furthermore, to encourage
economic growth elsewhere, America typically imposed very
few restrictions on imports, and charged duties that were
typically not much greater than amounts of symbolic value.
Meanwhile, overseas trading partners charged duties that
were far in excess of America’s, and imposed regulations that
made it more difficult for America to export its manufactured
products.

The upshot of the above has been that during the past

DONALD TRUMP
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75 years, America’s dominant economic role has taken a se-
rious backseat, and the country is presently mired in skyrock-
eting federal debt, and Budget deficits.

Let’s say a few words about the United States merchan-
dise trade deficit. As will be evident from the table, the
U.S. merchandise trade deficit has risen dramatically and
without interruption since the early 90’s. This was not al-
ways the case. In fact, until about 1976, the U.S. produced
trade surpluses more or less on annual basis. We must also
consider that the U.S. incurs a huge annual deficit in the
trade in services. In 2017, for example, this trade resulted
in a deficit of $287 billion.

All other things being equal, trade surpluses result in a
stronger currency, which is good for one’s domestic econ-
omy because it enables industry to import technology rela-
tively inexpensively, which in turn tends to keep the
domestic economy productive and competitive. In addition,
imports of consumer goods will be at more affordable prices,
thus keeping down inflation. As we know, the economy is
complex and, while positive or negative trade balances are
key indicators for an economy, they do not tell the entire
story. Other important factors include government budget
surpluses or deficits, foreign investment, and debt. In addi-
tion, some factors influence others. For example, when gov-
ernments operate at a deficit, they must borrow the
difference between revenues and expenditures, which in-
creases the national debt. To create a more favourable mer-
chandise trade balance, as Donald Trump is attempting to
do, one can impose tariffs and regulations to discourage im-
ports, and one can create a more hospitable domestic envi-
ronment (lowering taxes and regulations) to encourage both
domestic and foreign investors to invest in plant and equip-
ment to increase production for domestic consumption, and
for export.

During the 20th century, the U.S. government has oper-
ated at Budget deficits during the vast majority of years. In
1918 and 1919, government expenditures represented 250
per cent of government revenues, resulting from the high
cost of preparing for and waging war. During the thirties, the
federal government spent more than it took in to alleviate
the impact of the Depression. From 1942 to the late sixties
America was mired in deficits to pay for its war activities dur-
ing WWII and the Vietnam war. Looking at the record, it
seems that since the seventies, deficit spending at roughly
20 per cent of annual revenues became embedded in U.S.
government operations, with no apparent attempt being
made by government to operate within its means. The only
exceptions were the years 1998 to 2001, when three con-
secutive budget surpluses were recorded. Recently, the
Budget deficit shot up to $1.4 trillion in 2009, the year of the
Financial Crisis, representing 67 per cent of government rev-
enues, and remained in excess of $1 trillion for three more
years, but subsequently declined to about 13.5 per cent of
revenues by 2015. Last year (2017), however, the budget
deficit was back to its long-term average of 20 per cent of
revenues, and is expected to rise to 28.8 per cent of rev-
enues by 2019.

From a high of 118.9 per cent of Gross Domestic Product

(GDP) in 1946, U.S. federal debt declined to 33.6 per cent
of GDP by the end of the Vietnam war in 1975. At that time,
the gross national debt of the United States stood at $542
billion. By 1982, however, the debt had jumped to $1.1 tril-
lion, but still represented “only” 34.3 per cent of GDP. Since
that time, however, budget deficits have been on a tear, with
gross national debt standing at $20.2 trillion as at the end of
2017, and representing 105.4 per cent of GDP.

U.S. merchandise exports and imports, 
in millions of US$

Exports Imports Trade deficit
2018 

(May 31) 693,993 1,044,274 350,281
2017 1,546,273 2,341,963 795,690
2016 1,451,024 2,187,600 736,576
2015 1,503,328 2,248,811 745,483
2014 1,621,874 2,356,356 734,482
2013 1,578,517 2,267,987 689,470
2012 1,545,821 2,267,267 721,446
2011 1,482,508 2,207,954 725,446
2010 1,278,495 1,913,857 635,362
2009 1,056,043 1,559,625 503,582
2008 1,287,442 2,103,641 816,199
2007 1,148,199 1,956,962 808,763
2006 1,025,967 1,853,938 827,971
2005 901,082 1,673,455 772,373
2004 814,875 1,469,704 654,829
2003 724,771 1,257,121 532,350
2002 693,103 1,161,366 468,263
2001 729,100 1,140,999 411,899
2000 781,918 1,218,022 436,104
1999 695,797 1,024,618 328,821
1998 682,138 911,896 229,758
1997 689,182 869,704 180,522
1996 625,075 795,289 170,214
1995 584,742 743,543 158,801
1994 512,626 663,256 150,630
1993 465,091 580,659 115,568
1992 448,164 532,665 84,501

Mr. Trump, before announcing his candidature for the Of-
fice of President, obviously considered what he could bring
to the table, if elected President. Trump, the deal-maker, de-
cided that he could possibly re-make the American economy
like no other President had done before him, because none
had been hard-nosed businessmen. However, having looked
at all the numbers, just like he did when he was CEO of the
Trump organization, he realized that not only would this be a
“now or never” game, it would also be a risky roll of the dice,
not unlike the games played by his customers at Trump’s casi-
nos. Trump’s game plan would be to spur domestic growth
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by cutting taxes and regulations, but would the expected
higher tax revenues in future years pay for the loss of current
tax revenues and significantly higher borrowing charges? He
decided to minimize the risk by “levelling the playing field”
(as he sees it) with America’s trading partners, to reduce
America’s trade imbalances, and with its military allies, to
have its Allies carry a greater share of the cost of military pre-
paredness, and military operations.

Trump will not lose this fight, partly because the U.S. is
the elephant in the room and is willing to bully its friends into
submission, and partly because he cannot afford to lose. In
Trump’s mind, this is America’s last opportunity to maintain
global economic and military dominance, although he real-
izes that, ultimately, China will assume those roles. Moreover,
he genuinely feels that America has generously ceded far
too much economic power to its trading partners, which sit-
uation he feels he is morally bound to correct. 

What’s the risk? It’s impossible to tell because we are in
unchartered waters. Clearly, although the risk is currently low,
the risk is that the U.S. is overextending itself which, coupled
with possible unease exhibited by foreign investors, may trig-
ger another financial crisis, with even worse possible conse-
quences than the 2009 crisis.

What are America’s trading partners to do? America’s
trading partners must realize that Donald Trump is not going
away, and his policy and trade initiatives are not going away.
Also, no matter how America’s trading partners will kick and
scream, Donald Trump is not going to lose this battle. To
achieve the best possible outcome, in my opinion, would be
for America’s trading partners to recognize the nature of the
problem, to recognize America’s point of view, and to rec-
ognize that they will not be able to negotiate a resolution to
these problems unless they are willing to put some things on
the table that will appease Donald Trump. 

As for Canada, it is highly regrettable that our govern-
ment did not understand (and/or refused to believe) that
Trump’s arrival on the scene marked a sharp departure from
the “traditional” ways that most governments do business
and, as result, inflamed what was clearly going to be a neg-
ative experience for Canada. For example, our government
did not understand that trying to “negotiate” with Gover-
nors, Congressmen and Senators would not only be futile
(given that Trump had left them with no powers to influence),
but (given that Trump would obviously not appreciate peer-
to-peer negotiating partners to carry on lobbying activities
with others) would likely produce a hardening of Trump’s po-
sition. Chalk this up to philosophical differences between the
leaders of the two countries, and the inexperience of the
Trudeau team. Similarly, Canada’s subsequent decision to im-
pose retaliatory tariffs was nothing but a political move by
the government in office to rally ordinary Canadians to
mount the barricades to “make Trump pay” for his “illegal
and unjustifiable” imposition of duties. From a business point
of view, Canada did not handle the trade “negotiations”
well, but was unwilling to admit that publicly, and attempted
to turn a negative to its political advantage. In the meantime,
trade uncertainty continues, and Canadians will soon be pay-
ing for the retaliatory tariffs. In addition, the invoice for com-

pensation offered to Canada’s steel and aluminum industries
announced by the Prime Minister will also be presented to
taxpayers. And when we thought things could not possibly
get any worse, on July 31, media reported that American of-
ficials had taken the “highly unusual step” of rejecting
Canada’s bid to take part in senior-level NAFTA talks be-
tween the U.S. and Mexico in early August, amid observers
reporting a “steady souring of relations between Ottawa and
the White House”.

Supported by popular opinion, our government is dig-
ging in its heels, apparently oblivious to the long term dam-
age it is doing. On the other hand, Jean-Claude Juncker,
President of the European Commission, met with Donald
Trump on July 25 and appeared to be the first global politi-
cian to “blink” by agreeing to negotiate a pact with the U.S.
for the mutual elimination of tariffs, non-tariff trade barriers
and subsidies on non-auto industrial goods, and to cooper-
ate on further trade expansion. Canada, the U.S.’ closest ally
and friend, should have been at the table first, not the EU.
However, the EU appears to have taken a far more pragmatic
approach to overcoming the present difficulties, which Mr.
Trump will remember, in a positive manner. 

Canada has much to lose in this “battle of wills” and, as
usual, it will ultimately be ordinary workers, not the wealthy,
who will pay paying for the fallout. Right now, the Canadian
economy is doing well during the longest-running North
American bull market in history. However, when the music
stops, quite a few us will have difficulty finding a chair to sit
on, burdened by massive levels of debt. More importantly,
despite decades of talk, Canada continues to be a nation
whose economy depends on the exploitation of natural re-
sources, and we all know that demand for lumber, mining
products and other natural resources is cyclical. It behooves
us to settle our trade issues with the U.S., even though we
will need to make concessions we don’t want to make. In
the short run, Canadian business executives need to know
whether to invest in Canada or in the U.S., foreign investors
need to know whether they should go ahead with plans to
invest in Canada, or move to the U.S. In the medium to long
term, Canada needs to develop a plan to create sustainable
international competitive advantage in new industries, sup-
ported by international investment – we cannot do this in
the face of major unresolved trade issues with the United
States.

Timing for reconciliation with the U.S. Administration is
right: Finance Minister Bill Morneau has promised a review
of, and action on Canadian competitiveness in the Fall, and
settlement of outstanding trade issues would go a long way
to restoring confidence in Canada’s ability to work with its
long-standing friend and ally, and could be part of a com-
prehensive package of initiatives to strengthen the nature of
Canada’s economy. 

My advice to the Prime Minister is to stop playing po-
litical games, and recognize that perpetuation of the trade
disputes will detract us from building a better and
stronger economy for tomorrow. Let’s bite the bullet, let’s
determine which “sacred cow(s)” we can give up, and let’s
make a deal.
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Seaway volumes: steady as she goes
Overall 2018 cargo shipments on the

St. Lawrence Seaway during the period 
ended July 31 totaled 16.5 million tonnes,
equal to the volume carried during the same
period in 2017. 

Grain exports were up this season,
with year-to-date grain shipments via the
Seaway totalling 4.2 million tonnes, up 7.5
per cent compared to the same period in
2017.  Canadian grain shipments, which
represented 3.3 million tonnes, were up 3
per cent while U.S. grain was up nearly 32
per cent. Canadian grain exports to Europe
continue to climb due to a large carryover
from 2017.   With a strong 2018 harvest
expected, this momentum should continue
in the autumn,” said Terence Bowles, Pres-
ident and CEO of The St. Lawrence Seaway
Management Corporation.

Liquid bulk shipments, which include
petroleum and asphalt products among
others, totaled 2.26 million tonnes, up 25
per cent. Increases in petroleum shipments
are mainly due to the rebalancing of stocks
following scheduled maintenance shut-
downs of several refineries in the region.
Coal shipments, which represent only about
6-8 per cent of total Seaway volumes, were
up strongly for the month, and increased by
33.7 per cent on a year-to-date basis.

On the other hand, shipments of dry
bulk products trailed 2017 on a year-to-date
basis by 9 per cent. Similarly, shipments of
iron ore trailed 2017 on a year-to-date basis
by 15.3 per cent. 

Shipments of stone shipments and
cement shipments were up strongly at
Windsor Port Authority, with the port
having received significant volumes of con-
struction aggregates this year for

construction of the new plaza for the
Gordie Howe International Bridge project. 

As of July 31, the port of Hamilton is
showing strong gains in year-over-year cargo
tonnage, with agricultural cargo leading the
way through export of Ontario-grown grain
through the port’s three grain terminals,
owned by Richardson International, Parrish
& Heimbecker, and G3 Canada Ltd.; as well
as imports of fertilizer. Hamilton is closing
in on a million tonnes of ag-related cargo
already this season. 

Coal and coke to enable steelmaking
represent another strong area for the port of
Hamilton so far this season, with shipments
in this category trending 40 per cent higher
than the same period in 2017. This activity
is attributed to new momentum at Hamil-

ton-based steelmaker Stelco, and continued
robust activity at ArcelorMittal Dofasco. 

At the port of Thunder Bay, Prairie
grain elevators have been busy the past sev-
eral weeks. For only the second time in 20
years, July grain volumes surpassed
800,000 tonnes. The surge brings the grain
tally at the port in line with the previous
season and four per cent greater than the
five-year average. Tim Heney, the Port’s
President and CEO, said: “We are optimistic
for another strong fall season of grain move-
ment in Thunder Bay. Carryover on the
Prairies is higher than normal for this time
of year, particularly in Saskatchewan where
the majority of Seaway grain comes from.
Recent grain deliveries by CN and CP are
trending well ahead of last year.”
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Federal government infrastructure grant for 
Port of Thunder Bay
BY WILLIAM HRYB

Port of Thunder Bay ‘struck gold’ on July 3rd with an
announcement of a $7.5 million federal government grant aimed at
improving infrastructure at Keefer Terminal. The grant will be used
for new tracks, a cargo lay-down area and the construction of a
4,646 metre heated warehouse. Keefer Terminal, operated by
Thunder Bay Port Authority, is a massive 32 hectare site with 750
metres of marine berths.

The intermodal site is situated in the ‘heart’ of the Thunder
Bay waterfront and is directly linked to rail and trucking routes.
Over the past decade, the facility has been the hub for special proj-
ect cargoes – from steel products, windmill parts to housing / hotel
modules. A stellar reputation for excellent cargo handling has given
Keefer Terminal a world-wide recognition.

On hand with Transport Minister Marc Garneau was Patty
Hajdu, Minister of Employment, Workforce Development and
Labour. Ms. Hajdu happens to be Thunder Bay’s Member of Parlia-
ment and was evidently delighted to be a part of the
announcement. “I am pleased that this important project is going
ahead. The port is a vital economic gateway that connects our city
with the rest of North America, and ensuring that we develop
strategies to increase the amount of goods that come through the
port will create jobs and opportunities for people in our commu-
nity” Hajdu said.

Transport Minister Marc Garneau commented that “Trans-
portation and distribution of goods are a vital part of our local,
regional and national economies. The investment announced here
today will make our transportation system stronger by addressing
urgent capacity constraints and fostering long-term prosperity for
our community”.

Canadian Sailings sat down with Tim Heney, Thunder Bay
Port Authority CEO, for an interview about the grant:

C.S.: Describe how this grant came about?
Tim Heney: “Thunder Bay Port Authority applied to the

National Trade Corridors Fund that was launched July 17,
2017. Awards were based on the merits of the applications. In addi-
tion to the NTCF grant, the Port will be investing its own self
generated funds plus a $1 million Northern Ontario Heritage Fund

Grant to complete a $15 million dollar investment in the reconfigu-
ration of its assets at Keefer Terminal.”

C.S. The 7.5-million grant is certainly substantial...what does
the port plan to do with the funds?

Tim Heney: “We will use the money for a new rail yard that
will provide eight new car loading spots and increased laydown
areas for project and general cargo. The new warehouse structure
will add to our capacity for heated storage at the terminal and
permit the eventual teardown of one of the older buildings. With
the new infrastructure project set to get underway in the next few
weeks, construction likely will be completed by 2020.”

CN and CP announce second quarter results
Both of Canada’s major railways announced third quarter

results for the period ended June 30. At both carriers, revenue
growth lagged the growth rate of operating expenses, as challeng-
ing winter conditions increased operating expenses, and as both
companies increased hiring and training activities to increase net-
work capacity. CP suffered from interruptions resulting from
labour negotiations and strike notices.

During the quarter, CN’s revenues increased by 9.1 per cent
to $3.63 billion. Operating expenses increased by 10.3 per cent
and, as a percentage of revenues increased from 57.5 per cent to
58.2 per cent, a significant change from the 54.5 per cent of the
second quarter of 2016. Net income rose from $1.03 billion to
to$1.31 billion. Cash flow from operations was up to $1.68 billion
from $1.5 billion, and “free” cash flow, the amount remaining
from operating cash flow after subtracting net investments made

From left to right: Patty Hajdu, Minister of
Employment, Workforce Development; Don Rusnak,
Member of Parliament for Thunder Bay – Rainy River;
Tim Heney, CEO, Thunder Bay Port Authority; and
Marc Garneau, Transport Minister.
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during the quarter and dividends paid to investors, increased to
$640 million from $501 million. During the first six months of the
year, “free” cash flow fell sharply from $1.04 billion to $626 mil-
lion. From Jan 1 to June 30, CN spent $1.0 billion repurchasing
its own shares (about the same as in 2017), spent $1.03 billion
repaying debt, and paid $670 million in dividends. As of June 30,
the company’s equity stood at $17.4 billion (as compared to $16.7
billion as at December 31, 2017). Total debt increased to $22.4
billion from $21.0 billion (Dec 31, 2017). 

During the quarter, CP’s revenues increased by 6.5 per cent
to $1.75 billion. Operating expenses increased by 8.8 per cent,
from $1,032 million to $1,123 million. Cash flow from operations
increased from $611 million to $711 million, while “free” cash
flow rose modestly from $205 million to $222 million. Net
income declined from $480 million to $436 million. From Jan 1
to June 30, CP spent $559 million repurchasing its own shares (a
sharp increase from 2017 levels), spent $739 million repaying
debt, and paid $163 million in dividends. However, the company

also issued $691 million in new long-term debt and commercial
paper. Primarily as a result of reigning in the company’s share
repurchases in 2017, CP’s balance sheet has improved consider-
ably since 2016. As at June 30, the company’s equity increased to
$6.6 billion (from $6.4 billion as at December 31, 2017), while
total debt decreased to $14.1 billion (from $13.7 billion). During
the quarter, CP’s operating ratio lost a few notches from 62.8 per
cent to 64.2 per cent.

For CN, all business segments did well, except automotive,
which posted nominal declines. Revenue tonne miles increased by
7 per cent and freight revenues per revenue tonne mile (RTM)
were up by 2 per cent. Intermodal revenues, CN’s most important
revenue category, were up by 6 per cent. 

For CP, the outstandingly bright spot was energy, chemicals
and plastics, which saw its revenue tonne miles increase by 29 per
cent. Revenue tonne miles generated by shipments of fertilizers
and sulphur Potash registered a 10 per cent decline, and were also
carried at revenue rates that were 11 per cent lower than a year

Results for the three months ended June 30, 2018
(in millions of C$$)

CN
2018

CN
2017

CP
2018

CP
2017

Revenues $3,631 $ 3,329 $1,750 $ 1,643 
Less: operating expenses $ 2,112 $ 1,914 $1,123 $ 1,032 
Operating exp as % of revenues 58.17% 57.49% 64.17% 62.81%
Operating income $ 1,519 $ 1,415 $ 627 $ 611 
Other expenses and (income) -$ 181 $42 $69 -$ 7 
Net income before income taxes $ 1,700 $ 1,373 $ 558 $ 618 
Less: income taxes $ 390 $ 342 $ 122 $ 138 
Net income $ 1,310 $ 1,031 $ 436 $ 480 
Net income as % of revenues 36.08% 30.97% 24.91% 29.21%
Comprehensive income $ 1,458 $ 972 $468 $509
Cash  flow from operations $1,682 $1,505 $711 $611
Cash  flow from operations as % of revenues 46.32% 45.21% 40.63% 37.19%
Dividends paid $ 334 $ 310 $81 $73 
"Free cash flow" $ 640 $ 501 $ 222 $ 205 
Fully diluted net income per share $1.77 $1.36 $ 3.04 $3.27 

Results for the six months ended June 30, 2018
(in millions of C$$)

CN
2018

CN
2017

CP
2018

CP
2017

Revenues $ 6,825 $ 6,535 $3,412 $ 3,246 
Less: operating expenses $ 4,276 $ 3,896 $2,245 $ 2,031 
Operating exp as % of revenues 62.65% 59.62% 65.80% 62.57%
Operating income $ 2,549 $ 2,639 $1,167 $1,215 
Other expenses and (income) -$142 $83 $139 $ 18 
Net income before income taxes $ 2,691 $ 2,556 $1,028 $1,197 
Less: income taxes $640 $641 $244 $ 286 
Net income $ 2,051 $ 1,915 $784 $ 911 
Net income as % of revenues 30.05% 29.30% 22.98% 28.07%
Comprehensive income $ 2,368 $ 1,857 $852 $ 970 
Cash  flow from operations $ 2,437 $ 2,761 $1,108 $ 922 
Cash  flow from operations as % of revenues 35.71% 42.25% 32.47% 28.40%
Dividends paid $670 $ 623 $163 $ 146 
"Free cash flow" $626 $ 1,036 $299 $ 221 
Fully diluted net income per share $ 2.77 $ 2.52 $5.47 $ 6.20 



August 20, 2018 • Canadian Sailings • 33

earlier. Automotive did well, increasing RTMs by 11 per cent, and
enjoying a 4 per cent increase in revenues per RTM. 

At CN, efficiency indicators turned down, resulting from dif-
ficult winter operating conditions. Terminal dwell time was up
significantly (17.0 hours versus 14.6), and train velocity was
down (22.7 mph versus 26.1). Operating expenses per gross
tonne mile (GTM) were up by 4.9 per cent, while labour and
fringe benefits per GTM gross tonne miles remained unchanged.

At CP, published efficiency indicators were ambiguous. Ter-
minal dwell time increased from 5.8 to 6.7 hours, and average

train speeds slowed from 23.3 to 21.4 mph. However, average
train lengths and weights increased.

At CN, total number of employees on June 30, 2018, was
25,654, an increase of 11.1 per cent compared to a year earlier.
Gross tonne miles (GTM), in thousands, per employee declined
from 5,076 to 4,816 for the three months ended June 30. At CP,
total employment on June 30, 2018 was 12,830, an increase of
5.3 per cent compared to June 30 of 2017. Gross tonne miles
(GTM), in thousands, per employee increased slightly from 5,237
to 5,276 for the three months ended June 30.

Government of Canada awards contract to enhance
Canadian Coast Guard icebreaking capability

Public Services and Procurement Canada, on behalf of the
Canadian Coast Guard, has awarded a $610-million contract to
Chantier Davie, of Lévis, Quebec, for the acquisition of three ice-
breakers and work to prepare the first ship for service in the
Canadian Coast Guard. Further costs will be known once the Gov-
ernment of Canada has examined the vessels and determined

what work is required to prepare them for service. The first vessel
is expected to begin operations for the upcoming icebreaking
season, beginning in December 2018. The second and third ves-
sels will be converted, refitted and available to support Coast
Guard programs by the summer of 2019 and the winter of 2019-
2020, respectively.

Master Mariners of Canada fully supports
government’s icebreaker acquisition

The Company of Master Mariners of Canada is very much
encouraged by the federal government’s decision to acquire addi-
tional icebreaking vessels to supplement Canada’s existing fleet of
aging icebreakers.

The announcement to purchase and repurpose to Canadian
requirements three icebreaking offshore supply vessels with towing
capacity will greatly enhance reliability of the existing Canadian
Coast Guard (CCG) fleet. Recent announcements propose the pur-
chase of Tor Viking, Balder Viking and Vider Viking to be refitted at
Davie Shipbuilding in Lévis, Quebec, with the first vessels to be oper-
ational for the 2018-2019 ice season in the Saint Lawrence,
Saguenay and East Coast Newfoundland waters.

These three 18 year old vessels present a short term solution to
CCG’s growing demand for icebreaking services for Canada’s Great
Lakes, Saint Lawrence, Saguenay and Eastern Canadian waters as
well as the Canadian Arctic which has seen a significant increase in
marine traffic in recent years. Three additional vessels will provide
middle-class employment for Canadian marine professionals such as
those represented by Master Mariners of Canada. These multipur-
pose vessels also respond to the 1990 “Brander-Smith” report which
recommended the Government of Canada acquire powerful tugs,
capable of towing disabled tankers, and other ships away from envi-
ronmentally-sensitive areas.

Captain Christopher Hearn, President of Master Mariners of
Canada said: “Master Mariners of Canada fully support the direction
of the Canadian government to add additional capacity to provide
icebreaking and support services to shipping on the Lakes, St,
Lawrence and NL regions. Our organization has many members who
work on both Coast Guard ships providing icebreaking as well as
ships that require this specialized service. As an organization that is
reflective of the expertise in navigating in ice covered waters, MMC
continues to advocate for recognition of the unique operational chal-
lenges and personnel competency of the Canadian Shipping

industry.”
The “Balder” trio is neither the final nor the ultimate solution to

the icebreaker capacity required for Canada. New vessels with
modern propulsion systems will be required to meet Canadian emis-
sions requirements beyond 2020 and up to 2050 which may present
a challenge for both the existing Canadian Coast Guard fleet and the
“Balder trio”. 

Master Mariners of Canada encourages the federal government
to quickly review and decide on options available for the permanent
acquisition of new icebreakers.
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Truckers’ Appreciation Day 2018
Its 05:30 in the morning, some-

what cooler in the shade however the
forecast for the day has been sent out by
the various news networks with a UV
warning. There’s a slight breeze and the
smell of freshly brewed coffee along
with the platters of muffins looking so
inviting. The day couldn’t have started
off better allowing us to celebrate and
thank the hard working truckers that
visit Montreal Gateway Terminals Part-
nership on a daily basis. While preparing
for this event, we couldn’t have scripted
a better day.

“Bonjour – Hi” were the welcom-
ing words spoken by the various MGT
employees that took time to greet the
many members from the trucking com-
munity. As we have said many times in
the past, this day is all about the truck-
ers. Our staff takes the time to listen to
the various adventures, gripes and most
of all positive and negative feedback
from these road warriors. One trucker
coming in from Ontario said, “day in

the “Orange Cone Epidemic” or for clarifi-
cation purposes, ”Construction”
throughout Quebec (Montreal).

From the start of the day we distrib-
uted soft cooler type lunch bags to over 600
truckers that stopped to chat with our staff.
In an effort to raise funds for the Mariners’
House of Montreal we chose to sell MGT
document bags along with credit card pro-
tection cases each going for two dollars. At
the end of the day we were pleased to find
out that both terminals combined raised
over seven hundred dollars which in fact
MGT matched. A cheque in the amount of
fifteen hundred dollars will be sent to the
Mariners’ House without delay along with
another donation of one hundred dollars
from a reputable organization preferring to
remain anonymous.

A day like this doesn’t just happen.
There is a multitude of scheduling and
preparation to which we have to thank out
organizing staff for their combined efforts
leading to yet another great success. Until
next year…

and day out we tie up our boots knowing
that the construction woes in and about
Montreal won’t get the better of us.” More
than half of the truckers we spoke with
both local and from out of town stressed on

ADVERTORIAL

Peak season looking happier for carriers with
transpacific freight rates set to rise
BY GAVIN VAN MARLE

Early August is set to see large increases in spot container ship-
ping freight rates on the transpacific trades, according to figures from
today’s Shanghai Containerised Freight Index (SCFI). The index,
which collates freight rates quoted for the week ahead from a group
of carriers and customers, indicates that, as the peak shipping season
gets under way, the trade between Asia and the U.S. west coast will
see rates rise 10.5 per cent, to $2,074 per FEU.

Meanwhile, the on the Asia-U.S. east coast trade, spot rates

rose 8.9 per cent to reach $3,099 per FEU, and analysts predict that
carriers are set to enjoy a better peak season than in 2017 – at this
point last year, spot rates had begun to decline. Earlier, Daniel
Richards, senior analyst at Maritime Strategies International (MSI),
said: “Week 30 of 2017 proved the peak for mainlane spot freight
rates, which then declined over peak season.

“MSI expects 2018 will avoid this trend, and that transpac
rates over peak season will be around 10-15 per cent above 2017



36 • Canadian Sailings • August 20, 2018

CMA CGM mourns as founder Jacques Saadé dies at 81
BY GAVIN VAN MARLE

CMA CGM is mourning its founder, Jacques Saadé,
who died on June 25 in Marseilles at the age of 81. Originally from
Lebanon, the man who came to dominate French container shipping
left the country during its brutal civil war and moved to France. He
founded Compagnie Maritime d’Affretement (CMA) in 1978 – it
employed four people working on a one-ship service between Mar-
seilles and Beirut.

Mr. Saadé gradually built up CMA’s service network, moving
beyond the Mediterranean in 1983 and, in 1986, launched its first
Asia-North Europe service. A Shanghai office was established in
1992. In 1996, he began to transform the company into a box ship-
ping heavyweight when he effectively won the privatization process
of French national line Compagnie Generale Maritime (CGM) and
the CMA CGM group was formally created in 1999.

That heralded the beginning of an extraordinary period of
merger and acquisition activity that has continued almost unabated
since his son, Rodolphe, formally took the reins of the company last
year. Other companies taken over by Mr. Saadé include Australian
National Line (ANL) in 1998, French company Delmas in
2005, Taiwan’s Cheng Lie Navigation Co (CNC), US Lines in 2007,
UK shortsea operator MacAndrews and Morocco’s COMANAV. In
2006, CMA CGM became the world’s third-largest shipping line.

“Jacques R. Saadé dedicated his life to CMA CGM. An extraor-
dinary visionary and entrepreneur, he made the Group into a world
leader in the maritime transport of containers, developing the com-
pany in more than 160 countries, while maintaining the family
dimension with its values,” the company said in a statement today.

He also transformed the Marseilles skyline in 2006 when the
new CMA CGM tower was unveiled. Built by the celebrated Iraqi-

levels, and Asia-Europe around 5 per cent.”
However, it added: “Improving freight rates,
while a positive development, remain vul-
nerable to rising costs.”

The caveat is, of course, the looming
threat of a China-U.S. trade war, with
another round of tariffs reportedly being
prepared by the Trump administration.
“Early indications from U.S. ports and bills
of lading processing suggest that June
import volumes surged, perhaps suggesting
‘panic-buying’ as the trade war scenario
worsened,” said Mr. Richards. “While the
noise around the imposition of trade tariffs
focuses on the mainlane trades, their poten-
tial impact will be felt more widely. It now
seems unavoidable that the U.S. and China
will levy tariffs on the large part, and quite
possibly all, of their bilateral trade flows.

“The largest effects will be felt on the
eastbound transpacific, but the key area to
watch is how far tariffs on U.S. imports risk
disrupting complex cross-border supply-
chains which feed into finished products,
and which are especially key to the high
density of regional and feeder services in
the intra-Asia market,” Mr. Richards added.

On the Asia-Europe trade, this week’s
SCFI suggests that spot rates have largely
stabilized, with the Shanghai-North Europe

component adding 1 per cent to end the
week at $935 per TEU, while the Shanghai-
Mediterranean leg declined 1.3 per cent to
$881 per TEU.

Asia-Europe carriers will hope to edge
up those rates over the month as demand
improves. CMA CGM today announced an
FAK rate from Asia to all North European

ports of $1,050 per TEU, applicable from 16
August. Hapag-Lloyd announced a FAK rate
of $1,200 per TEU from Asia to both North
Europe and the West Mediterranean, to be
applied on 15 August.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

British architect Zaha Hadid, the 33-flooor building dominates the
city.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

JACQUES R. SAADÉ
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Improving rates may provide some peak season
comfort for east-west carriers
BY MIKE WACKETT

Improving freight rates on the main
east-west container tradelanes may offer
some comfort to  embattled ocean carriers
reporting disappointing first-half  results.
The latest Container Shipping Forecaster
from Maritime Strategies International
(MSI) does not expect a repeat of last year,
when mainline spot rates had reached their
pinnacle by week 30 and then declined
during the peak season.

MSI says it expects 2018 to “avoid this
trend” and is predicting peak season
transpacific rates to reach  some 10-15 per
cent above 2017 levels, with Asia-Europe
rates about 5 per cent higher. Moreover, it
noted that, with the exception of Asia to
North Europe, “mainline freight rates cur-
rently sit above their equivalent 2017
position”.

Container lines desperately need a
decent peak season in the third quarter to
mitigate a disappointing first half. They col-
lectively lost some $1.2 billion in Q1 and it
is difficult to see the second quarter having
been any better. Indeed, given the higher
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cost of fuel and charter costs in Q2, some analysts are expecting the
interims to show a deteriorating trading picture.

In June, Hapag-Lloyd felt obliged to issue a profit warning,
citing “an unexpectedly significant and continuing increase in oper-
ational costs since the beginning of the year, especially with regard
to fuel-related costs and charter rates”. The German carrier will pub-
lish its H1 results on 10 August.

Notwithstanding the welcome impact of a strong peak season
on voyage results during Q3, carriers will hope that any momentum
will carry over into the Q4 slack season and provide a springboard
for a better start to 2019. However, MSI warns that, despite the
prospect of improving freight rates, this positive development for car-
riers remains “vulnerable to rising costs”. 

“Higher volume growth and more aggressive capacity manage-
ment are the obvious drivers to improved levels, but these gains will
be largely eroded by growing bunker costs and liners will struggle
with profitability for the remainder of the year,” predicts MSI. Com-
menting on a surge in June volumes on the transpacific tradelane,
which has been attributed to “panic-buying” as the trade war sce-
nario between the U.S. and China escalated, MSI said that although

the “noise” around the imposition of trade tariffs had focused on the
mainline trades, “their potential impact will be felt more widely”.
The biggest effect of tit-for-tat tariff hikes will, however, be felt on the
eastbound transpacific route, but MSI remains concerned about the
indirect impact on other trades.

“The key area to watch is how far tariffs on U.S. imports risk
disrupting complex cross-border supply chains which feed into fin-
ished products and which are especially key to the high density of
regional and feeder services in the intra-Asia market,” said MSI.

Meanwhile, for containership owners, the consultant said there
was  “limited charter market upside” expected after the welcome
rebound in daily hire rates so far this year.

It said time-charter rates had “levelled off” in recent weeks, not
least due to recent moves by carriers to cull services and restrict
capacity on some routes to improve profitability. MSI said that,
“given the justified sense of buyer’s remorse over 20,000 TEU+ new-
buildings”, which has been the root cause of overcapacity issues this
year, it is expecting a “pause for thought” by carriers on ordering
new ULCV tonnage – with the possible exception of Cosco.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

2M Alliance in Asia-U.S. east coast transpacific services
tie-up with Zim
BY GAVIN VAN MARLE

2M partners Maersk and MSC have
signed an agreement with Israel’s Zim Lines
to combine their Asia-U.S. east coast con-
tainer shipping services. The seven
Asia-U.S. east coast loops deployed by the
carriers – five by 2M and two by Zim – will
be consolidated into five loops from Sep-
tember: four operated by the 2M and one
by Zim, with the three parties involved –
Maersk, MSC and Zim – swapping slots on
all five strings. The agreement is set to last
for four years with an option to be
extended to seven, and has been filed with
regulatory authorities.

“We are pleased to enter into this
strategic cooperation with Zim. We will
improve our combined product portfolio
between Asia and the U.S. east coast and
deliver on our promise to customers, while
creating the needed operational efficiencies
for us to run a sustainable business on the
trade also in the future,” said Søren Toft,
Chief Operating Officer of Maersk Line.

According to MSC, the newly
designed network will see the launch of a
new service, dubbed Elephant, featuring
direct calls at Laem Chabang, for Thai
exporters, and a call at Colombo, “to facili-
tate shipping opportunities for cargo from
nearby India, Pakistan and Bangladesh”.

MSC has named the five services
America, Empire, Amberjack, Emerald and
Elephant.

America service will operate between
South China and Vietnam and the U.S. east
coast and deploy 9,500 TEU
vessels;  Empire will run from Yantian, via

Shanghai, Ningbo and Busan to the north-
ern ports of the U.S. east coast, deploying
11,500 TEU vessels; Amberjack will focus
on the southern U.S. east coast
ports of Savannah, Charleston, Wilmington
and Jacksonville,  offer transshipment
through Kingston and connect with mid
and north Chinese ports and Busan, deploy-
ing 8,500 TEU vessels; and Emerald will
operate larger 9,500 TEU vessels via the
Panama Canal, hubbing at the Atlantic ter-

minal at Cristobal and going  from China
and Taiwan to the U.S. east coast.

The Elephant service, using smaller
6,500 TEU ships, will connect Thailand
with the U.S. east coast via the Suez Canal
and feature transshipment over Singapore,
Colombo and Salalah. U.S. ports served will
be New York, Norfolk and Savannah.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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More freight services out of China as Kerry and Damco
announce new rail routes
BY ALEXANDER WHITEMAN

One Belt, One Road is continuing its
inexorable march into Europe, with both
Damco and Kerry announcing new rail
freight services out of China. Kerry’s west-
bound service will leave  from
Lianyungang, using the newly built Baku-
Tbilisi-Kars railway to bring shipments
through Kazakhstan, the Caspian and into
Turkey. Managing Director for China and
north Asia, Edwardo Erni, said the service
had a scheduled transit time of 18-20 days.
“Our rail freight and trucking capabilities
are extending their reach to the strategic
locations of Turkey and Caucasus,” he
said. “[With these] we will be able to grasp
the immense market opportunities pre-
sented by the Belt and Road initiative with
our enhanced position in the region.”

Hot on the heels of Kerry’s announce-
ment was news that Damco would be
launching a service linking China and
France. Damco’s Chief Executive for the
Greater China area, Caroline Wu, said:
“The new weekly rail service will enable
Damco’s customers to develop a more
agile supply chain.” According to the com-
pany, the service should cut some 20 days
from the transit time offered by ocean con-
tainer lines, and provide full traceability.
Global head of rail Kasper Krog said he was
aware of the “pressure” customers were
under to cut transit times, claiming  the
new service would be a “reliable, speedy”

Services & Global Destinations
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alternative to ocean. “Our GPS offers cus-
tomers detailed insights into container
whereabouts at all times, giving them
peace of mind about the timely delivery, as
well as their safety and security,” he
said. “With greater predictability, our cus-
tomers can make more informed decisions
about how they move their goods.”

Accompanying the launch of Kerry’s
rail freight service is the expansion of
trucking volumes along the same route, as
well as  the addition of 50 trucks to its
fleet. Mr. Erni described this as an even
quicker alternative to the rail freight serv-
ice, with a transit time from China to
Turkey of as little as 14 days.

The last 12 months have seen a raft of
new rail services from China to Europe,
with Chinese operator Wuhan Han’ou
announcing a 30 per cent expansion of its
own services in February.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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Low-sulphur fuel laws will see container lines ‘all go
bust’, says MOL CEO
BY MIKE WACKETT

Less than 16 months before IMO’s 0.5
per cent sulphur cap regulations come into
force for merchant shipping, container lines
are worried that the estimated $50 billion
extra cost of the greener fuel could tip them
into bankruptcy. “We’re all going to go
bust,” MOL’s President and CEO Junichiro
Ikeda told the Financial Times. He
expressed his concern that ocean carriers
would  be unable to recover sufficient
amounts from shippers to mitigate the
impact of the  $300 a  tonne extra  cost
of low-sulphur fuel oil (LSFO).

Mr. Ikeda may have good reasons to be
worried: carriers have generally not been
very successful in their attempts to pass on
extra fuel costs to shippers, illustrated by a
cumulative net loss of over $1 billion in the
first quarter for the industry this year, attrib-
uted to a spike in oil prices.

In the previous decade, the establish-
ment of SECA (Sulphur Emission Control
Areas) in the North and Baltic Seas and
North American and Canadian coastlines,
which required switching tanks to LSFO
when entering, was also not compensated.
Ocean carriers initially announced sur-
charges to cover the cost of more expensive
fuel consumed on some tradelanes, but
these were ultimately absorbed into their
freight rates. 

Carriers can avoid the need to burn
LSFO by the installation of exhaust gas
cleaning systems, known as scrubbers,
which are, effectively, onboard treatment
plants to  remove harmful sulphur oxides
from ship’s engines and boiler exhaust gases

for later disposal ashore. These can cost up
to $10 million to retrofit to a large contain-
ership, but on  newbuilds the extra cost
would be comparatively small in the con-
text of the total price.

But even with the capex requirement
for existing ships, it has been calculated that
a container shipping line would see the cost
repaid after about nine months, if the ship
continued to burn the cheaper high sulphur
heavy fuel oil (HFO). Until recently most of
the major carriers had spoken against the
use of scrubber systems, saying they did not
represent a “long-term solution”. And they
have also suggested there could be issues
with the availability of HFO post-2020,
along with the prospect of tougher IMO reg-
ulations restricting its carriage by barge.

In contrast, MSC has warned of the

risk of  lack of availability of LSFO, given
that refineries have been slow to invest in
new facilities with the capacity to produce
sufficient quantities of distillates. And in
June MSC broke ranks by announcing that
not only would it specify scrubbers for  its
newbuild orders of 23,000 TEU ULCVs, but
it was also in the process of retro-fitting
scrubbers on a “significant number” of ships
in its existing fleet.

It will be interesting to see whether
the Geneva-headquartered carrier’s decision
to install scrubbers will sway the view of its
2M partner, Maersk Line, given that it will
face the prospect of unit costs that may be
greater than MSC’s from January 2020.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Atlantic Container Line reinforces its faith in scrubbers
to comply with new fuel rules
BY MIKE WACKETT

The shipping industry is split into two camps ahead of IMO’s
2020 0.5 per cent sulphur cap regulations: those that believe that
scrubbers – exhaust gas cleaning systems – are the answer; and
those that do not.

Atlantic Container Line (ACL) a north Atlantic container ro-ro
specialist, owned by Grimaldi Group, already has scrubbers installed
on its five G4-class 3,800 TEU-plus 1,300 vehicle container ro-ro
ships. And the carrier has now signed a three-year deal with scrub-
ber manufacturer Alfa Laval to retrofit the PureSOx systems with its
Remote Emission Monitor (ALREM) connectivity programme, pro-
viding a data reporting and storage device. Pierluigi Marmo,

Technical Manager for the ACL G4 vessels, said: “We are eager to
start taking advantage of connectivity with our PureSOx systems.”

Dario Bocchetti, Corporate Energy Saving Manager for
Grimaldi Group, added: “By evaluating data from the current data
logging system, for example, we’ve realized that PureSOx releases
even less SOx than if we were sailing on MGO [marine gas oil].

Mr. Bocchetti added that Grimaldi had “worked closely with
Alfa Laval on exhaust gas cleaning and we believe strongly in this
next step together”.

Other carriers in favour of scrubbers include MSC, Evergreen
and HMM, while for now, MSC’s 2M partner, Maersk Line, and THE
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Alliance’s lead line, Hapag-Lloyd, are gener-
ally opposed to their installation, regarding
the systems as “not a long-term answer”.

Notwithstanding the environmental
argument about the use of scrubbers, the
reality is that as of 1 January 2020, carriers
that do not have scrubbers installed on their
vessels will be obliged to bunker with low-
sulphur fuel oil (LSFO) – if they don’t have
the option to switch to LNG fuel. Currently,
LSFO sells at a premium of about
$300/tonne over the price of HFO (heavy
fuel oil).

Given that large container vessels burn
around 100 tonnes a day at sea, carriers
that opt for scrubbers will potentially have a
significant unit cost advantage over their
LSFO-consuming rivals. However, there are
also differences of opinion emerging regard-
ing the availability of the two fuels. Some
shipping lines have flagged concerns about
a potential shortage of HFO if demand is sig-
nificantly lower, as well as the possibility of
restrictions being imposed by IMO in the
transporting and barging of the dirtier fuel.

But other carriers, including MSC,
have voiced apprehension that it will
instead be LSFO that will be in short supply
when the new IMO regulations come into
force. Supporting this argument is Martin

Tallett, President of U.S.-based refining con-
sultants EnSys Energy & Systems. In a study
commissioned by BIMCO and submitted to
the IMO in 2016, EnSys warned that
refineries could have “extreme difficulty” in
meeting demand for low-sulphur fuels. In a
recent interview with Bloomberg, Mr. Tal-
lett said he was still not optimistic for a
successful outcome. “We don’t believe the

refining industry can produce all of the fuels
that would be needed to achieve 100 per
cent compliance,” he said.  “It’s potentially
going to be rather chaotic and stressed,” he
warned

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Volga-Dnepr stuns the market with multi-billion dollar
order for Boeing freighters
BY ALEX LENNANE

The Volga-Dnepr Group team with Boeing at Farnborough on July 17

Volga-Dnepr Group and UK sister com-
pany CargoLogicHoldings announced on
July 17 an order for five B747-8Fs, as well
as a letter of intent for a staggering 29 B777
freighters for its UK airline, Cargologicair.
The companies also said they were looking
at new production 767 freighters and con-
verted 737-800Fs.

While there have been doubts
whether  Boeing would continue to make
the 747, one industry source said the air-
plane manufacturer had made 20 kits for
the 747-8F, of which UPS took 14. “To get
five of the remainder is a realistic aim,” said
the source.

Alexey Isaykin, President of Volga-
Dnepr Group, said: “We are true believers
in the 747-8 freighter; it is a very special air-
plane. We fly it every day and we
understand why operators around the
world want more of them.”

In a statement,  Volga-Dnepr  added:
“While the group and its partners have
largely built their business on very large
four-engine freighters, it now plans to
expand its future fleet options with a com-
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mitment for the twin-engine 777 freighter.”
Mr. Isaykin said  the letter of intent to buy 29 777 freighters

would “open new market opportunities”. This sparked more specu-
lation over where they would be placed and whether the market
could manage such a boost in capacity. One industry source said:
“Something’s got to give [in the market]. You never know; if Atlas
were bought by Amazon, it would have a conflict of interest with
[partner] DHL. Perhaps this could be a replacement for Atlas.”

Volga-Dnepr Group is known to be working towards a German
AOC under the name Value Cargo Logistics, a subsidiary company
based in Leipzig.

The announcement also comes as the Russian group struggles
with its profitable AN-124 business, as well as facing tricky U.S.-
Russia relations. The announcement, which also included a crew
optimization service for AirBridgeCargo, marks a significant expan-
sion of the group’s relationship with U.S. company Boeing,
potentially giving it more political clout in the west. It also said the
group was working with Boeing on  developing “new freighter solu-
tions”. Mr. Isaykin said: “We are excited to extend the network,
using a range of Boeing family aircraft, including B747-8Fs, 777Fs,
767Fs and 737-800BCFs.”

Any order for the 767 would need to be a new production
freighter, following Atlas and ATSG’s moves to snap up all the feed-
stock in the market to satisfy their Amazon commitments.

Volga  group subsidiary Atran already operates 737 freighters
domestically in Russia. The announcement is vague over further
details, but one source advised the market to remember that, aside
from the 747-8F deal, it was based only on a letter of intent. It is
thought that Boeing itself may have initiated the letter of intent. One
source with knowledge of the situation shed some doubt over Volga-
Dnepr’s ability to finance any order out of today’s announcement,
which at list prices would be some $11.8 billion.

Volga-Dnepr Group’s main backer is Russia’s Sberbank,  with
which it signed an agreement of intent last year for a $265 million
non-renewable credit line for a term of five years. At the time, Senior
Vice-President of Volga-Dnepr Group, Sergei Shklyanik, said: “Sber-
bank is our main financial partner. As part of our strategic
cooperation agreement we have carried out several transactions to
finance the purchase and leasing of aircraft made by domestic and
overseas producers. This agreement is an example of the practical
realisation of strategic cooperation.”

But one source thought it unlikely that the Russian bank would
extend this much credit for 34 U.S.-made aircraft. “The biggest ques-
tion is where they would get the money from. It would have to be
western financing. But Alexey Isaykin has pulled off so many things
in the past which people said he couldn’t, so who knows?”

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Boeing gets a boost from air cargo boom as its
freighter orderbook bulges
BY ALEXANDER WHITEMAN

Confidence is flying high in air cargo,
with Boeing buoyed by the strength of its
freighter orderbook for the next two
decades. At July’s Farnborough Air Show,
Boeing’s Vice-President of Marketing,
Randy Tinseth, said: “Air cargo is back”. 

Driving the sector’s strong growth is
not only the e-commerce phenomenon but

these trends will certainly continue.”
Mr. Tinseth’s comments came as Volga-

Dnepr announced a major new order with
the aircraft manufacturer.  This would be
just one of many between now and 2037,
with Mr. Tinseth forecasting more than
2,600 freighter conversions alone in that
period. “Of these, 500 will be widebody air-
craft conversions, which means we will see
some 70 per cent growth in the freighter
fleet in the next 20 years,” he added. “We
have logged more than 103 freighter orders,
and are particularly excited by the level of
enthusiasm in the 777 freighter.”

Vice Chairman of TAPA EMEA, Jason
Breakwell, said there was “much greater”
confidence in air cargo. “Money talks, and
this is leading to many orders – and we
believe there will be more goods and higher
volumes moved by air in the next few
years.”

According to Boeing analysts, global
GDP will grow at some 2.8 per cent annu-
ally, with air cargo growing at  4.2 per
cent.  Should these numbers be proved
right,  Mr. Tinseth suggested, this would
afford production of 2.7 new freighters
a month. He added: “More than 50 per cent
of air cargo volumes are carried by freighters
and more than 80 per cent of this flies on
Boeing aircraft. Approximately 40 per cent
of North Atlantic air freight is carried by

also high levels of consumer confidence and
a balancing of global trade. “As well as the
market returning, we have seen this boost
in consumer confidence and, importantly,
there is an improving balance in trade in
and out of China,” said Mr. Tinseth. “I’d say
the marketplace across the world is as
strong as we have ever seen it, and I believe
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freighters, a number that jumps to 75 per cent on Asia Pacific vol-
umes and leaps higher still to 80 per cent for Asia-Europe volumes.
“Those that believe the capacity available in passenger aircraft belly-
holds will relegate the need of freighters to history are mistaken,
because of the value proposition freighters offer.”

However, he recognized the problem of trade disputes, particu-
larly those that have arisen in recent months. “From a Boeing
perspective, we are big advocates of fair and open trade, with a
reduction in red tape,” said Mr. Tinseth. “We will continue to advo-

cate for this, but in the meantime will remain close to our customers
to offset any issues that arise.”

Qatar Airways Vice-President of cargo in Europe Rob Veltman
added: “You may see an initial uptick in air freight as businesses try
to get goods to market before barriers are erected. Even so, while we
have shown ourselves to be a resilient industry, I do not believe it is
good to have these issues lingering.”

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Designer freighters with no pilots may become a
reality, says Boeing strategy chief
BY ALEXANDER WHITEMAN

Developments in technology and demand for freight capacity is
enhancing  the prospects of aircraft  being designed solely to carry
cargo, without a pilot at the controls. Boeing VP for Product Strategy
and Future Airplane Development Mike Sinnett told attendees at the
Farnborough International Airshow that cargo-specific aircraft
designs could become a reality. “We’ve always started with develop-
ment of a passenger aircraft and then strip it back to cater to cargo,”
said Mr. Sinnett. “But looking at modern technology, you can now
think about developing aircraft specifically for the cargo market.” He
said  purpose-cargo designs would allow for significant
remodelling and there would no longer be a need to consider that at
some point these aircraft would carry passengers. 

Following this week’s  major order from Volga-Dnepr, Fleet
Development Director at the carrier’s subsidiary, CargoLogicMan-
agement, Paul Nolan said: “Look at any aircraft and you see the level

of financial and developmental investment is huge.  But when it
comes to cargo, there’s been a lot less – in fact not really any – in the
sector. “Perhaps this is because we already have a very, very good
cargo aircraft in the 747-8F – it’s probably the best.”

Even so, Mr. Sinnett suggested, there was room for develop-
ment and added that cargo-specific designs could even be extended
to the point where there was no need for pilots. When asked how
unmanned aircraft and drones would compete with traditional air-
craft, he said Boeing had “tremendous capabilities” to bring these
solutions to customers’ needs. “In terms of drone programmes, we
have been acquiring outside talent and then developing it inter-
nally,” he said. “This has seen us take our existing production model
aircraft and adapting them to fly autonomously.”

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Antonov reaps the benefits of U.S. routes as revenue
and growth soar
BY ALEXANDER WHITEMAN

Antonov Airlines has recorded an 81
per cent upturn in revenue for 2017, with
the carrier seemingly benefiting  from its
advantages over rival Volga-Dnepr. Citing a
strategic partnership with Dreamlifts and
the establishment of its UK headquarters,
Antonov said it was the only AN-124 oper-
ator able to  operate to and from the U.S.
under open skies agreements. “Under Open
Skies, between Ukraine and the U.S.,
Antonov is the only AN-124 operator
granted blanket exemption for unlimited
flights,” it said.

“The agreement allows us to carry any
type of cargo with only a few hours’ notice,
without the need to obtain U.S. Depart-
ment of Transport statements of
authorization.”

But Antonov could also have been
helped by its Russian competitor having had
difficulties with major customer, US
Transcom.

Sources also suggest that Volga-Dnepr
has struggled to keep all its AN-124s operat-
ing, as they need to be maintenance-
certified by rival Antonov. Relations
between the U.S. and Russia have also
soured, and Volga-Dnepr Group airline Air-

BridgeCargo found itself under the cosh
from new DoT regulations imposed at the
end of May, although as a charter carrier
Volga-Dnepr was not directly affected.

Seen as tit-for-tat measures after
Russia’s “failure” to grant overflight rights to
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U.S. airlines, carriers were given a week to file service schedules, fre-
quencies, airports and flight times. “We are taking this action in
response to the failure of the Russian government to grant U.S. car-
riers authorizations to overfly Russia,” said the DoT filing. “[These
rights are] provided by the air transport service agreement between
the [U.S.] government and the government of the Russian Federa-
tion, as amended.”

Alongside the strong 2017 showing, Antonov also
unveiled growth figures for January to May 2018, indicating its fig-
ures were up some 42 per cent on the same period last year.

It has also been focusing on a fleet modernization programme

that will see the payload of two of its AN-124 airframes increase
from 120 to 150 tonnes. It added: “We will expand this across the
remaining five airframes in due course.”

Depending on how relations between the U.S. and Russia
progress, Antonov could find itself in a place where it holds a domi-
nant position over the AN-124 market. Antonov was quick to offer
support and additional uplift after Volga-Dnepr’s decision to exit the
EU and NATO Strategic Airlift International Solution (Salis) earlier
this year. However, there were some that suggestions that EU and
NATO countries could baulk at the higher fees Antonov charges.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Scrapping may make a comeback as smaller
containerships lose their appeal
BY MIKE WACKETT

Non-operating owners of aging gas-guzzling small containerships
are likely to renew their interest in scrapping as the charter market
makes an unexpected U-turn. The latest idle tonnage report by Alpha-
liner records 131 ships of 500-5,100 TEU in hot or cold lay-up seeking
employment, compared with just 56 in February.

The consultant notes an “alarming increase in spot tonnage
under 1,000 TEU”, with some 25 ships seeking fixtures, more than
double the number it recorded in mid-June. Alphaliner’s idle tonnage
total at 23 July was 142 vessels for 341,229 TEUs, representing 1.6
per cent of the global fleet. At the end of May, the numbers were 85
vessels for 205,829 TEUs.

Notwithstanding the usual seasonal downturn in fixtures, a rush
of service cancellations and mothballing of new services by embattled
ocean carriers scrambling to turn a profit has weakened demand
in recent weeks and reversed the upward trend in daily hire rates. One
London-based broker told The Loadstar his owners were “frustrated”
at the sudden turn in the market. “Only a few months ago they were
in the driving seat and able to dictate terms, but now we are struggling
to get extensions and enquiries are low,” he said. “We are hoping the
liners don’t take more radical action after the peak season, as this will
put more pressure on hire rates and conditions,” he added.

Indeed, the dramatic recovery in panamax rates seems to have
come to an abrupt end, with charter party daily hire for recent fixtures

MARINE SURVEYOR
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Montreal Office.
Requirements:
• 10+ years’ experience as a class surveyor, owner superintendent,
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• Good knowledge of hull, machinery, materials, equipment and
safety systems of ships and  familiarity with International
conventions ( SOLAS, MARPOL, Load Line) and IMO codes;
• Fluent in French and English, spoken and written.
We offer a competitive salary and a comprehensive benefits
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coming down around $1,000 to $12,500 in the past month. Alpha-
liner expects a continued “weakening trend” until September, when
higher liner freight rates and a cooling in oil prices could tempt carriers
back into the market for tonnage to cover additional loading require-
ments. But the consultant warned: “The Sino-U.S. trade war, with its
unknown consequences on container volumes, continues to cast a
shadow on the industry.”

The containership demolition market has been in the doldrums
for most of this year as owners were incentivized to reactivate ships
by the surge in daily hire rates, due to a combination of strong cargo
demand and a dearth of smaller tonnage after several years of high
scrapping activity and a lack of new orders. In fact, Alphaliner reported
that there had not been one containership sent to breakers’ yards in
July. And, according to data supplied by London shipbroker Braemar
ACM, just 19 ships equating to 43,000 TEUs have been scrapped
since the start of the year. This compares with 151 vessels for 431,000
TEUs sold for recycling during the same period of 2017.

Faced again with an uncertain outlook on employment and the
IMO’s low-sulphur regulations in January 2020, owners of older ton-
nage may revisit the scrap market where higher demolition valuations
could tempt them.

Meanwhile, following the focus over the past few years on build-
ing large container vessels, shipyards in Asia are reporting a surge of
orders for smaller ships. According to Alphaliner data, 34 vessels of
between 1,800 and 2,800 TEUs have been ordered this year. It also
notes that Taiwanese carriers Evergreen, Yang Ming and Wan Hai are
at the forefront in negotiating newbuilds in the sector, with the carriers
reported to be on the verge of placing orders for a total of around 50
feeder ships.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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Container leasing market under pressure as carriers 
cut back
BY MIKE WACKETT

After a strong first six months with
container drop-offs at an exceptionally low
level, container leasing companies face a
tougher second half. Financially stressed
ocean carriers are closing  loss-making
routes and postponing new services.
July’s Drewry Container Census & Leasing
annual review and forecast report expects
the return for the sector to be “squeezed”,
due to the higher cost of newbuild equip-
ment and static leasing rates. “With little
change in lease rates anticipated over the
next few years, investment returns are fore-
cast to remain under pressure,” said
Andrew Foxcroft, Drewry’s lead analyst for
container equipment. “Although we have
seen returns edge up to near 10 per cent in
the first half of this year, we do not expect
these levels to be sustained given the recent
build-up of factory stocks.”

Long-term lease rates for standard dry
containers soared by over 50 per cent last
year, a spike attributed primarily to the
Hanjin bankruptcy in September 2016,
which tied up large quantities of empty
equipment seized by the South Korean car-
rier’s creditors. Hundreds of Hanjin leased
containers are still unrecovered.

However, with most container lines
moving back into the black in 2017, the
liners regained their appetite to upgrade
and expand services, thus they were in the
market for more equipment. Moreover,
2017 also saw a significant rebound in con-
tainer manufacturing after almost grinding
to a complete stop the previous year.
“Given that buyers had cut back too much
on their purchases in 2016, the latest surge

in production – up 80 per cent in 2017 –
has concentrated on standard equipment
and particularly the 40ft high-cube,” said
Mr. Foxcroft.

With shipping lines focusing their
investments on ships rather than equip-
ment, and with loss-making carriers
pledging to slash capital expenditures,
Drewry said that the container fleet expan-
sion is being driven by the leasing sector.

Nevertheless, having lost an estimated
$1.2 billion in the first quarter and likely to
report further trading losses in Q2, carriers

are putting more pressure on procurement
officers to deliver cost savings, which will
include negotiating reductions in equip-
ment costs. Like its carrier customers, the
leasing industry has seen considerable con-
solidation in the past few years, establishing
a new market leader in Triton, after its
merger with TAL, with Textainer, Florens
and Seaco making up the new ‘big four’
container leasing companies.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Can the world’s ports and terminals take the strain as
container throughput rises?
BY GAVIN VAN MARLE

“Cautious investor sentiment towards greenfield container ter-
minal projects” could lead to steeply increasing box terminal
utilization and a possible decline in port productivity.

According to Drewry’s latest five-year container port demand
forecast, volumes are set to increase on average by just under 6 per
cent a year. This would add 240 million TEUs to global container
port throughput by 2022 – 45 million TEUs a year – “broadly equiv-
alent to the size of the world’s largest container port, Shanghai”.
However, at the same time, global capacity is set to increase by 2 per
cent annually for a total 125 million TEUs, increasing the pressure
on a port network already suffering from periodic bouts of severe

congestion.
“As a consequence, average utilization at the global level is

forecast to increase significantly, from 68 per cent in 2017 to around
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80 per cent by 2022. Average regional utilization levels are projected
to increase most sharply in Greater China, north Asia, South-east
Asia and west coast South America,” Drewry said.

Neil Davidson, Drewry’s senior analyst for ports and terminals,
told The Loadstar:  “The rising regional utilization levels will put
more pressure on existing facilities, especially those already inten-
sively utilized, of course. The increased volume peaks created by
bigger ships and bigger alliances have had the effect of reducing
effective capacity, so any worsening of the peaks due to the market
growth will result in a need to build more capacity than would oth-
erwise have been needed.” He added that there was a caveat in the
threat of trade wars, which may dampen growth.

“Assuming our demand projections are well founded, and the
threat of trade wars dissipates, we expect many terminal operators

and investors to review and potentially increase their activity levels
in terms of new capacity additions. “Crucially, however, all capacity
is not the same – indeed for certain port markets, individual ports
and specific terminals, the need for additional capacity may be even
greater.

“Rapid growth in ship sizes has increased the segmentation of
terminal capacity, such that today, all ‘deepsea’ capacity simply
cannot handle all ‘deepsea’ vessels. It is often the case that berths
with the infrastructure to handle the largest ships are the most
highly utilized, and in short supply, while older deepwater berths are
under-utilized,” Mr. Davidson added.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Bullish Panalpina sees H1 profits rise and unveils
another perishables investment
BY ALEX LENNANE

Panalpina enjoyed a 30 per cent rise
in EBIT in the first half of 2018, leading to
a near-21 per cent rise in consolidated
profit, to Sfr36.1 million ($36.2 million).
It also announced it had acquired a major
stake in yet another perishables business,
Skyservices in South Africa, its fifth such
investment  since September. Based in
Johannesburg and Cape Town airports,
the majority of Skyservices exports go to
London, Amsterdam and Frankfurt,
“strengthening the Panalpina Perishables
Network,” said the company, which also
noted the strong perishables export
market from South Africa to the UAE and
United States.

In its first-half results, ocean freight
broke even, although volumes fell 3 per
cent after the loss of a big contract, but
gross profit per TEU  rose 6 per cent to
Sfr299, and overall gross profit rose nearly
3 per cent to Sfr220.9 million. However,
Panalpina recorded an EBIT loss for ocean
of Sfr5.5 million, nearly double last year’s
loss.

However, CEO Stefan Karlen put a
positive spin on the numbers. “Ocean
freight broke even again in the second
quarter, as a result of strict cost control
and recovering volumes from April to
June.” In air freight, Panalpina’s strongest
division, volumes grew at less than the
market rate, up 3 per cent. However,
gross profit per tonne increased 16 per
cent, and gross profit overall rose 20 per
cent to Sfr354.7 million, with EBIT up 36
per cent to Sfr53.4 million. EBIT-to-gross-
profit margin came in at 15.1 per cent
compared with 13.3 per cent a year ear-
lier. The logistics division saw gross profits
up 3 per cent to Sfr168.8 million, with
EBIT up 26 per cent to Sfr6.8 million.

Mr. Karlen said: “Halfway through
2018 we can say that Panalpina is on
track. Sustained margins in both air and
ocean freight and the reliable performance
in logistics led to sound half-year results.
We are pleased with the progress, espe-
cially when considering that we are
working diligently on major transforma-
tion projects while focusing on accelerated
growth at the same time.”

Panalpina’s gross profit increased 11
per cent to Sfr744.4 million, while total
operating expenses declined slightly to
Sfr607.1 million. Mr. Karlen was confi-
dent about the second half, despite noting

political concerns. “We expect accelerated
volume growth for our air and ocean
freight activities. 2017 was a record air
freight year though, so the comparison
will be tough, and uncertainties in interna-
tional relationships will increase volatility
in the air and ocean freight markets and
possibly change trade patterns. Regardless
of the market environment, we are deter-
mined to stay focused on executing our
strategy as we continue to build a robust
and efficient organization that can deliver
sustainable, profitable growth.”

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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CMA CGM hopes new mega-boxship bow design will be
on the nose for economy
BY MIKE WACKETT

A steel-cutting ceremony took place in
China at the end of July on the hulls of the
first two ships of CMA CGM’s order
for nine 22,500 TEU LNG-powered ULCVs,
featuring a potentially game-changing bow
design. Alongside similar ULCVs being con-
structed for MSC in South Korea, these
behemoths will be the largest container-
ships afloat, and the first to extend to 24
containers across the weather deck.

The French carrier’s new flagships will
also be the first constructed with a “bulb-
less” bow, as the container line commits its
future to slow-steaming. An elegant pro-
truding bulb shape at the bow has been a
feature of containerships for decades, but
the new tugboat-like design could become
the new normal on liner trades where lower
unit costs have won out over fast transit
times.

The bulbous bow works by creating an
artificial wave, modifying the water flow
around the hull, which reduces drag and
increases speed and fuel efficiency. Studies
have put the fuel efficiency gain at up to 15
per cent at near full speed. However, con-
sultant Alphaliner notes, the advantages of a
bulbous bow containership – more complex
and therefore more expensive –  have
waned with the advent of slow-steaming in
the past decade, causing the fuel efficiency
percentage gain to drop significantly. More-
over, vessels that sail at less than full
draught – with backloads of empty contain-
ers, for example – also see the advantages of

a bulbous bow eroded.
This has prompted the retrofitting of

replacement bows, designed specifically to
be more efficient at slower speeds, to a
number of container vessels over the past
few years. Alphaliner also notes that, at the
time of CMA CGM’s $1.2 billion order in
September, the images released of the
ULCVs were of a conventional bulbous bow
design. New images, provided at Hudong
Zhonghua Shipyard cutting ceremony, show
a vertical stem design. Notwithstanding the
unit cost advantage of deploying LNG-pow-
ered vessels, CMA CGM is clearly
seeking every opportunity to ensure its new
ships will be the most cost-efficient in the
industry.

Since September, the price of IFO 380
heavy fuel oil has risen from some $320 per
tonne to $440, and with predictions of fur-
ther spikes to come, the rise in the cost of

bunkers is currently the biggest risk to sus-
tained profitability in the industry. German
rating agency Scope said this week it
expects a rise of about 25 per cent in
bunker prices this year, compared with
2017, “squeezing the thin profit margins”
of carriers.

“Increased crude oil and bunker prices
and flat shipping rates will continue to put
severe pressure on the operating profitabil-
ity of older, less-efficient vessels,” said the
Scope report. Moreover, with IMO’s 0.5 per
cent sulphur cap regulations coming into
force on  1 January 2020, ocean carriers
must endeavour to future-proof their fleets
from the impact of a further potential 50 per
cent jump in fuel costs.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Air cargo market’s wings clipped in June as growth 
and rates slump
BY ALEX LENNANE

June was the first month in two years with  no  significant
growth in air freight, according to WorldACD. The figures are
backed by Drewry’s air freight index, which showed rates fell 3 per
cent in June, month on month – although they remained up 8 per
cent year on year. WorldACD, however, notes that the year-on-year
volume increase in June was just 0.4 per cent, although the first half
overall showed growth of 3.7 per cent. And, it added, there is little-
to-no consensus on second half prospects: will lack of capacity force
rates up, or will trade policies have the opposite effect?

Acknowledging that June is not the best indicator, WorldACD
nevertheless pointed out that exports from Asia-Pacific fell year on
year by 0.1 per cent. Africa, Europe and the Middle East also fell
year on year – but the Americas grew, with Latin America catching
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up after years of sluggish markets and the U.S. enjoying economic
growth. The question now is how trade tariffs may affect air cargo.

WorldACD reports that Chinese air exports “dipped consider-
ably”, by  5.9 per cent, in June, although the market had already
been performing badly: down 2.9 per cent year on year for the first
half. And China to Europe was also negative in June, also down 2.9
per cent year on year, while U.S. to Europe was up 3.7 per cent and
to China up 3 per cent.

According to analysis by Seabury, air freighted commodities
such as semiconductors, cherries, lobsters and cosmetics are likely to
be affected by the tariffs. It calculated that cherries alone accounted
for 200 full freighter flights each year.

But not all analysts agree on the effect on air cargo. One con-
sultant told The Loadstar that, as U.S. cherries tended to be
backhaul traffic, the impact may not be as severe. He added that

there was a likelihood that countries such as South Korea could
import cheaper U.S. cherries and re-export them to China. He also
pointed out that the lobster market was mostly centered in Canada,
which could simply export the seafood directly.

Either way, the impact will be hard to determine before it bites.
WorldACD notes.

“To us, the world of air cargo looks fairly uncertain at the
moment. For once, to predict the future, it may be just as helpful to
read tea leaves (as well as tweets?) or to gaze into a crystal ball.”
Drewry agreed: “Airfreight rates fell 3 per cent between May and
June 2018, with Drewry’s East-West Airfreight Price Index dropping
to $2.63 per kg… The ramifications of the trade war between the
U.S. and China, as well as tariffs on the EU and Canada, make it
hard to predict the market.”

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Hapag-Lloyd shareholder Kuehne dismisses CMA CGM
approach for merger
BY MIKE WACKETT

One of Hapag-Lloyd’s largest sharehold-
ers has brushed off an approach by  CMA
CGM for merger talks. Any such deal could
create  the largest container shipping line in
the world. Alphaliner reports that Hapag-
Lloyd 21.4 per cent shareholder, Klaus
Michael Kuehne, confirmed the approach
had been made.

Mr. Kuehne began investing in the
German carrier in 2008 as a “white knight”,
purchasing shares from owner TUI to support
the company’s Hamburg base and see off a
potential bid from rival  carrier  NOL. How-
ever, the logistics entrepreneur has apparently
rejected the French approach, saying “Hapag-
Lloyd would rather take over CMA CGM”.

And in an interview with German radio
station NDR, Mr. Kuehne added: “I am not
worried. [CMA CGM] approached me and
made several attempts to negotiate, but we
found that the proposal made no sense. We
do not want it.”

However, shares in Hapag-Lloyd, which
had dropped sharply after the carrier issued a
profit warning on 29 June, reacted positively
to merger speculation, initially gaining 11 per
cent, as investors hungered for more consoli-
dation in the industry. Meanwhile, at
the  Annual General Meeting, Chief Execu-
tive Rolf Habben Jensen advised shareholders
that the market environment remained “chal-
lenging”. He said: “Freight rates are under
pressure from increased ship deliveries in the
first half of this year and, with bunker costs
and charter rates on the increase, we have
short-term pressure on the cost side that has
not been matched in the form of increased
rates to our customers.”

Nevertheless, he added, “we are cur-
rently seeing a positive trend”, which he
anticipated “should be further consolidated in
the second half of the year”. Mr. Habben

Jensen also said Hapag-Lloyd needed to
“secure a competitive cost structure” and
become “even more efficient”,
identifying  key areas of “short-term meas-
ures” he said would offer “some relief on the
cost side”.

These include optimizing networks,
managing purchasing costs more consistently
and reviewing terminal contracts. Given the
large sums of money involved, “small per-
centage savings can have a significant impact
on earnings”, he said. “We will also take
advantage of the opportunities that emerge
from digitization, and offer our customers
even better services and new digital prod-
ucts,” said Mr. Habben Jensen.

On the subject of the forthcoming IMO
2020 0.5 per cent sulphur cap regulations,
Mr. Habben Jensen was keen not to spook
shareholders by repeating earlier views that

he was not in favour of installing scrubber sys-
tems that would allow Hapag-Lloyd vessels to
continue to bunker with cheaper higher sul-
phur content fuel after 1 January 2020.

Several competitors, including MSC,
HMM and Evergreen, are opting for scrub-
bers on newbuilds, and some are having the
exhaust gas cleaning systems retrofitted on
existing ships.

Mr. Habben Jensen said Hapag-Lloyd
was working for “practical solutions”, which
he suggested could mean the carrier’s fleet
post-2020 could be powered by a combina-
tion of scrubbers, LNG and low-sulphur fuel.
He added that the carrier was evaluating “all
available options” on its future strategy for
marine fuels and three pilot projects were
ongoing.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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Green light for CMA CGM $380-million investment 
in Ceva Logistics
BY ALEXANDER WHITEMAN

Shipping line CMA CGM has  con-
firmed its 24.99 per cent stake in 3PL Ceva
Logistics  after receiving all the
necessary  regulatory approvals. The con-
tainer line made the private placement
investment in May as Ceva launched its ini-
tial public offering (IPO) on the Six Swiss
Exchange. At an IPO price of
Sfr27.50  (US$27.70) per share, CMA
CGM’s investment amounts to Sfr379 mil-
lion ($381.6 million). Ceva Chief Executive
Xavier Urbain said it was “good news” that
approval had been obtained, adding that he
was excited by the partnership.

As part of the deal, CMA CGM has
agreed not to increase its shareholding in
the 3PL for at least six months post-IPO and
has nominated two Directors to join Ceva
Logistics’  Board. It is believed the compa-
nies will explore “arms-length”
cooperation, focusing on integrated end-to-
end solutions, although Ceva said it would
continue to work with other carriers. Prior
to the investment, CMA CGM Chief Exec-
utive Rodolphe Saade said: “[The] two
companies will also explore possible cooper-
ations…  allowing us to propose an ever
more differentiated and qualitative offering
while integrating services beyond maritime
transport.”

News of the CMA CGM investment
comes amid a major refinancing push by
debt-ridden Ceva, which is looking to buy
back “any and all” of subsidiary Ceva
Group’s $438 million in senior secured
notes. The tender offer for the secured
notes is expected to be financed by a loan,
which Ceva believes will lead to lower

interest rates, lengthened maturities and
improved liquidity. Its latest financials
showed growth in both volumes (up 8.5 per
cent) and revenue (up 13.5 per cent) in its
ocean division, while air and contract logis-
tics also saw double-digit revenue growth.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Partner carriers hit for $120 million after
disappointing first quarter for ONE
BY ALEXANDER WHITEMAN

Ocean Network Express (ONE)
recorded losses of $120 million in its inau-
gural trading quarter, its “clumsy” launch
impacting its founder carriers. Worst hit
was “K” Line, with a 26.2 per cent drop in
its second-quarter revenue and an operat-
ing loss of ¥13.7 billion ($123.4 million).
The carrier said the development and the
launch  of ONE operations at the start of
April was a pivotal factor. “The financial
results of ONE deteriorated compared
with the initial plan, because of a lower-
than-expected handling volume,” it said.
“[This was due to] providing clumsy serv-
ices in the initial stage, and a rise in
bunker prices on the expenditure side.”

Similarly, NYK saw revenue drop

10.5 per cent year on year to $4.1 billion,
resulting in a $72.9 million loss in operat-
ing income  –  container revenue alone
plummeted by  53.3 per cent. The
carrier also blamed its poor results on the
start of ONE operations, in particular
problems with operating systems. “Admin-
istrative problems occurred due to
insufficient employee familiarization with
the systems,” the company said.  “But
since then, various improvement meas-
ures have been implemented and
operations are returning to normal.”

During ONE’s launch phase, shippers
told The Loadstar they had experienced
issues with not only locating their cargo,
but also in getting through to the network.

One source today described ONE’s birth
as “chaotic”, due to trying to fit three lines
into one sector.

“For investors, it has been anything
other than the anticipated savings they’d
expected, instead having to bear heavy
losses,” the source added. “And with
bunker costs up in the second quarter,
they could be facing further losses, made
worse by the fact they are now in catch-up
mode both in terms of reputation and vol-
umes.”

However, for third partner MOL, the
first quarter turned out quite nicely. It
managed a three-fold increase in operating
profit ($33.2 million) despite a  year-on-
year revenue drop of 25 per cent. It noted
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that ONE’s business performance was less
than expected, with volumes below those
projected, largely due to disorder in the
services. “Nevertheless, ordinary loss for
the segment improved, compared with
the corresponding period of the previous
fiscal year,” it said. “This was due, partly
to the effect of recording provisions in the
fourth quarter of the previous fiscal year
for business restructuring loss related to
vessel chartering and so on.”

Following  ONE’s first quarterly
results, its first-half forecast has been
revised from a profit of $107 million to a
loss of $38 million.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

OOCL increases market share, but rising costs mean 
Q2 results could be in red
BY MIKE WACKETT

Orient Overseas International (OOIL) has reported increased lift-
ings but lower average revenue per container in its final quarterly
operational update for container arm OOCL.

With 4.7 per cent more capacity than in Q2 of 2017, the number
of containers carried across the carrier’s four regions was up 4.6 per
cent, to 1.6 million TEUs, but revenue could only improve by 4 per
cent, to $1.46 billion.

Of particular note was OOCL’s quarter-on-quarter 13.5 per cent
jump in containers carried between Asia and Europe, which con-
trasted with just a 1.3 per cent increase in revenue as the carrier

aggressively increased market share. However, OOCL appears to have
been more judicious on the transpacific tradelane, increasing its liftings
on the route by 7.2 per cent and improving revenue by 11.2 per cent.
And on OOCL’s biggest trade corridor, intra-Asia/Australasia, a 0.5 per
cent uptick in volume brought a 1.4 per cent decline in revenue.

With the average cost of bunker fuel up by some 40 per
cent on the same period last year, OOCL’s 0.6 per cent decline in aver-
age rate per TEU will surely see the carrier in the red for the quarter,
and possibly the first half. OOIL posted a net profit of $138 million last
year, after suffering a loss of $219 million in 2016. This followed years
of profitability which gained the carrier the status of one of the best-
run organizations in the industry. Indeed, the announcement in June
last year of its sale to Cosco shocked the industry. OOIL chairman, CC
Tung explained the rationale behind the sale was that it had become
increasingly difficult to compete with the largest players.

Cosco and Shanghai International Port Group (SIPG) said their
$6.3 billion offer to acquire OOIL had been accepted by the holders of
616 million OOIL shares, representing some 98 per cent of the com-
pany’s issued share capital.  On  completion, the two Chinese
state-owned companies will own 88.5  and 9.9 per cent, respectively.

Under the new ownership it seems unlikely that the quarterly
operational update for OOCL will be continued. It has been seen as a
guide to the performance of the liner industry overall, as it normally
comes several weeks ahead of the release of quarterly financial data by
other carriers.

This year, Hapag-Lloyd is due to report second-quarter interims
on 10 August, followed by Maersk a week later, and investors are
preparing for some depressing numbers, due principally to the spike
in fuel and ship chartering costs. These factors have been exacerbated
by the arrival of a large number of newbuild containerships this year,
which put a lid on the aspirations of carriers to hike their freight rates
to compensate for higher operating costs.

However, in its latest review of supply/demand trends, Drewry
says it expects a swing back in favour of carriers, as the newbuild
delivery schedule eases in the second half of the year. “The market is
slowly moving towards carriers,” said Drewry, adding that the lines
would also seek to readdress the balance in the form of more service
suspensions or void sailings.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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North American rail freight operators stay on track for
a bumper year
BY ALEXANDER WHITEMAN

K+N ‘en route for success in 2018’, with first-half
revenue and profits up
BY ALEXANDER WHITEMAN

Kuehne + Nagel has continued its strong start to 2018,
announcing significant increases in revenue and volumes in its first-
half figures. Revenue and profit growth both hit double-digits,
year on year, with net turnover for the six months to June of Sfr10.6
billion (up 14.2 percent) and EBIT of Sfr501 million (up 10.8 per
cent).

Chief Executive Detlef Trefzger said the numbers indicated that
the company was “en route” for success in 2018, noting “strong
volume growth” across all its divisions. “This growth, combined
with active cost management, delivered a significant improvement
in results, confirming the consistency of our strategy,” said Mr. Tre-
fzger.

Strong headwinds failed to knock
North American rail freight off its first-quar-
ter rhythm, with both U.S. and Canadian
operators reporting healthy first-half results.

CSX, which ended last year on a bitter
note with  the loss of rail turnaround king
Hunter Harrison, continued its good start to
the year by smashing company performance
records. Its intermodal division’s results
were less ground-breaking but strong,
nonetheless, with revenue up 6 per cent (at
$939 million) on the back of a 1 per cent
(1.42 million tonnes) volume increase.
Chief Executive Jim Foote said much of the
intermodal growth came from international
markets, noting that domestic business had
been “relatively flat”. “Our intermodal net-
work needs a ton of work to become the
efficient part of our system that it needs to
be,” said Mr. Foote. “We’re just beginning
to get in there to figure out how to rational-
ize that big part of our business, so we can
become more efficient and have a better
product for our customers.”

For the three months to June, inter-
modal volumes were up 2 per cent on last
year (735,000 tonnes), bringing in revenue
of $490 million (up 9 per cent) with rev-
enue per unit up 7 per cent. Mr. Foote said
last year had seen  the carrier change its
intermodal “philosophy” by removing the
hub and spoke model  and with it about 7
per cent in volumes.

“At that point in time, it was my belief
that a large part of the rationalization of
intermodal had been accomplished. Well,
that’s not the case,” he said.  “So we are
going to have open communication with
customers about what we’re trying to
accomplish, involving train design changes,
terminals and potential terminal consolida-
tions. “We’ll do this methodically, logically
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and appropriately, and fully aware  that we
are looking at a peak season which every-
body is indicating is going to be very strong.
“So we’re not going to do anything that’s
going to screw up the railroads, and if it
takes a little longer than a quarter or two,
I’m fine with that.”

In the U.S.,  CSX was not alone in
recording a healthy first half, with Union
Pacific seeing its Premium [intermodal]
product record revenue growth of 11 per
cent ($3.1billion) on a year-on-year volume
increase of 6 per cent. Chief Marketing Offi-
cer Elizabeth Whited said  this had been
achieved despite “pricing pressures” in the
intermodal markets. “Domestic intermodal
was driven by continued strength in parcel
and stronger demand from tight truck
capacity,” said Ms. Whited.  “International
intermodal volume was up, as new ocean
carrier business wins began to ramp up in
the second quarter.”

Further north, Canadian Pacific contin-
ued the trend, with first-half intermodal
revenue up 11 per cent, predominantly due

to  a 16 per cent uptick in second-quarter
international turnover. Domestically,
growth was “more modest”, linked to a
series of strikes that hit the carrier earlier in
the year. Chief Marketing Officer John
Brookes used an investor conference to wel-
come One Network Express to the business,
anticipating a strong second half. He added:
“With truck capacity tightening and the
anticipation of a strong peak, we expect
both international and domestic intermodal
to perform quite well for the remainder.”
When asked if CP had experienced cus-
tomers withdrawing plans in line with
questions around tariffs and trade, he said
this did not match what the carrier was
seeing. Mr. Brookes said:  “Right now, I
would say, as we look at this fall peak
season, it remains actually quite bullish on
this cross-border opportunity in those
import goods.”

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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“And our high level of industry-specific competence and digital
solutions are key factors here.” As in the first quarter, air freight pro-
pelled the business, with volumes up 18.1 per cent at  863,000
tonnes, generating EBIT of Sfr182 million (up 20.5 per cent).

During an investor call, Mr. Trefzger praised the airfreight team
for its “tremendous success”, adding: “We also believe it will be pos-
sible to hold our cost base flat to where it is now when we enter the
peak period in the fourth quarter.”

While its sea freight business continued to lag, in relative terms,
it still managed an 8.1 per cent increase in volumes to 2.3 million
TEUs, leading to an EBIT of Sfr210 million  (up 6.1 per cent).

K+N said its sea freight division had gained “significant new
business”, mainly with its integrated digital solutions, although Mr.
Trefzger pointed to divisional problems. “We saw declines in sea
freight between the first and second quarters, which we put down
to a different cargo mix and margin pressures not going away,” he

said. “It is on us to manage this margin pressures, but we also very
much underestimated the increase in bunker costs.”

Despite these problems, K+N said its  full container-load ship-
ments, project work, oil & gas and marine logistics activities
were drivers of growth in the division. Overland business saw mon-
umental EBIT growth:  up 48.3 per cent to Sfr43 million, thanks
to  “dynamic growth” in Europe and North America. Conversely,
contract logistics business remained flat with EBIT of Sfr66 million,
the company citing investments in business development as a factor.

When asked if the company had experienced any impact from
tariffs imposed by China and the U.S., Mr. Trefzger said: “Not yet. As
long as consumers are willing to pay the taxes and the tariffs, we
won’t see any major change. “But as soon as they decide they don’t
want to pay these, that is when we will see the impact of tariffs.”

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Battle with rising fuel prices pushes Hapag-Lloyd
deeper into the red
BY MIKE WACKETT

Hapag-Lloyd lost $80 million in the
second quarter, taking its net loss after six
months to $122 million. It blamed what it
called a  “disappointing” result on “intense
competition” and “higher operational
costs”. However, the company, which issued
a profit warning in June, said there was evi-
dence of a recovery in freight rates in the
third quarter.

Chief Executive Rolf Habben Jansen
said the Q2 result was “somewhat disap-
pointing” and that it was “definitely not an
easy market”. Offering some comfort to anx-
ious investors, he said: “For the remainder
of the year, we see a slow but steady improv-
ing market environment, but we recognize
that there are still significant geopolitical
uncertainties that could influence the
market. “This only reinforces the necessity
to be able to react quickly when needed –
and we will therefore accelerate some of our
digitalization initiatives and finalize our new
strategy until the end of the year.”

Elaborating on other potential savings
Mr. Habben Jansen said Hapag-Lloyd
expected to negotiate a reduction in termi-
nal costs on upcoming renewals, and added
that the carrier was “trying to trim capacity
on services where we are losing too much
money”.

Hapag-Lloyd transported 5.8 million
TEUs in the first six months, which was 39
per cent higher than the same period of
2017, however on a like-for-like basis, and
discounting the merged UASC business, the
increase was 4 per cent.

Revenue was up 34 per cent to $6.6
billion, but the carrier’s average rate per
TEU declined 4 per cent to
$1,020  –  although excluding UASC, the

carrier’s average rate was up by 3 per cent.
At the EBITDA level, Hapag-Lloyd improved
on H1 17, returning a positive $515 million,
compared with  $397 million the year
before.

Hapag-Lloyd has faced higher ship char-
ter and intermodal costs, but the biggest
impact was from rising fuel prices, with the
average cost of bunkers jumping 23 per cent
on the previous half-year, to $385 per tonne.
And there was a further spike in fuel costs in
the second quarter, fuel hitting an average of
$399 per tonne.

Despite rolling out emergency bunker
recovery surcharges across its network, the
carrier was unable to mitigate the full extent
of these extra costs.  Nonetheless, Mr.
Habben Jansen argued that the carrier had
been “fairly successful in pushing through
bunker surcharges” and was optimistic that
Hapag-Lloyd would be compensated for the

higher fuel costs associated with the IMO’s
0.5 per cent sulphur cap regulations from
January 2020.

Lars Jensen, CEO and partner at SeaIn-
telligence Consulting, said: “This
[Hapag-Lloyd results] story is very likely to be
repeated for the other main carriers, as they
are similarly exposed to the oil prices and
lack of freight rate increases. Clearly, the car-
riers’ collective panic attack in the early
summer when they were announcing emer-
gency bunker surcharges did not salvage the
Q2 results.”

Mr. Habben Jansen estimated the extra
cost of  bunkering with low-sulphur fuel to
be around $100 per TEU, which would
need to be recovered as early as the fourth
quarter of next year as the more expensive
compliant fuel is loaded to the ships’ tanks.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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Port of Halifax puts real-time terminal performance
numbers online
BY IAN PUTZGER

Companies that are moving cargo
through the Canadian gateway  of Halifax
can now check via  the port’s website how
containers pass through the terminals. The
Port Authority displays real-time turn-
around times at its two container facilities,
South End Terminal and Fairview Cove Ter-
minal. “We were working with the
terminals and our rail provider, CN. Gather-
ing the information and putting it live on
the web was a big step for us,” said  Lane
Farguson, the port’s communication adviser.
This is part of a drive by the Port Authority
to achieve greater transparency on ship-
ments and performance on its patch.

Since February, its website has har-
boured information about the percentage of
containers that leave the port within three
or four days  – the declared objective is to
eliminate dwell times of more than four
days. The port aims to get 90 per cent of
containers off the dock within three days
and 100 per cent in four days.

According to Mr. Farguson, this metric
provides better insight than displaying aver-
age dwell times of containers at terminals.
“It’s a little bit more specific. With four days
average, your actual dwell time could be 2-
8 days,” he said.

Last year, Halifax registered average
container dwell times of 2.1 days in the first
six months and 1.8 days in the second half.
The display of real-time performance data
helps to step up visibility and accountability,
Mr. Farguson said, adding that it also had
practical benefits. “A user can look at the
live data and schedule a pick-up, and he can
see if there is congestion,” he said.

Under the ‘Port Operations Centre’ tab
on the website, the port offers a variety of
information, including  current and mean
wait times at gates, KPIs and a transit time
calculator, as well as  more common ele-
ments like schedules, tariffs and a directory
of service providers.

Users can also follow a container’s
progress by e-mail. After  entering a con-
tainer number, they can sign up to receive
automatic alerts every time the box passes a
milestone, such as discharge, loading onto
rail, departure from the port and arrival at
destination. And the next instalment for the
website is in the works.

The port has been working on a
module that will indicate  vessel reliability,
measuring actual arrival times against
schedules. According to Mr. Farguson, this
should go live within the coming weeks.
Further down the road, the Port Authority
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want to develop algorithms that can predict
a container’s passage through the terminal.
However,  there is no indication when this
is likely to come onstream or what metrics
it will use.

The overarching objective of these ini-
tiatives, says the Port, is the creation of a
single place where users can find perform-
ance and status information. Besides
assisting them in their planning, the data
can also be used to develop measures to
improve performance.

The digitization of the Port aims
beyond performance metrics. “Our goal is
to transform Halifax Port Authority into a
digital organization that can handle the
most recent industry changes with flexibil-
ity, agility and resilience, said Karen
Oldfield, President and CEO of the Port
Authority, recently. Mr. Farguson
explained:  “The entire supply chain is
moving towards digitizing data and making
it  more efficient. We are taking steps to
make sure we are part of that.”

In time this drive toward digitization

could extend beyond visibility. A number of
airports have taken  steps to establish plat-
forms that can serve as conduits for
exchange of data between the players
in supply chains. The Port Authority’s latest
move should go some way towards data
exchange and transactions. It announced on
August 9 that it would participate in Trade-
Lens, a blockchain-focused global trade
digitization solution borne out of the collab-
oration of Maersk and IBM on blockchain
technology. This aims to develop a secure
digital ledger system to bring together ship-
ping and trade partners including ports and
terminals, shippers and forwarders.

Halifax has suffered some congestion
problems this year at its Fairview Cove con-
tainer terminal. After a record throughput of
559,242 TEUs  last year (up 16 per cent
over its 2016 volume), the port clocked up
275,839 TEUs in the first six months of this
year, an increase of 0.7 per cent on the first
half of 2017.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)
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Ports and forwarders sign up for Maersk/IBM
blockchain platform, but not the carriers
BY ALEXANDER WHITEMAN

Efforts to migrate logistics companies
towards blockchain systems are increas-
ing,  with Maersk and IBM’s collaborative
effort having recruited 94 organizations.
The joint-venture was given its first public
airing on August 9, when the shipping and
IT giants formally launched TradeLens.

Tradelens leader for Maersk Mike
White said: “Ensuring TradeLens interoper-
ability and data protection among Maersk,
IBM and all ecosystem participants, we
strongly believe will maximize industry
adoption.”

Among those participating are more
than 20 port and terminal operations,
including Antwerp, Bilbao, Halifax and
Hong Kong, as well as Maersk’s own APM
Terminals network. Forwarders
include  Agility, Ceva and Maersk sister
operator Damco, with Ceva Logistics Chief
Investment Officer Christophe Cachat
describing it as an “important step”. He
added: “We see a unique opportunity in
TradeLens, joining forces to promote global
standards around an open and neutral solu-
tion, delivering the promise of blockchain.
“It is an important step in our relentless
journey to deliver increased value to all our
customers and making business flow.”

TradeLens uses blockchain technology
to provide a platform for multiple partners
by establishing a single shared view of a
transaction without compromising details,
privacy or confidentiality. During a 12-
month trial, IBM and Maersk worked with
various partners, identifying ways to pre-
vent delays caused by, among other things,

documentation errors and  information
delays. “One example showed TradeLens
reducing the transit time of a shipment of
packaging materials to a production line in
the U.S. by 40 per cent, saving thousands of
dollars,” it said. “Some participants estimate
they can reduce the steps taken to answer
operational questions such as ‘where’s my
container?’ from ten steps to one.”

More than 154 million events have
been captured on the platform, including
arrival times and container “gate-in”, and
documents such as customs releases,
invoices and bills of lading. However, Lars

Jensen, CEO of SeaIntelliegnce Consulting,
questioned whether the lack of carriers join-
ing the scheme – so far only PIL has signed
up – may cause it to falter. “If one was to be
a pessimist, it could be argued that Maersk
and IBM have now spent more than half a
year to get stakeholders onboard,” he
said.  “Apart from PIL, they’ve yet to suc-
ceed in doing so.

“Although, one could argue, carriers
might not necessarily need to jump into bed
directly with TradeLens.”

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk)

Halifax Port Authority participates with Maersk and
IBM in blockchain application

Halifax Port Authority is pleased to announce it has been
invited to join a blockchain-focused digital global shipping platform
developed by Maersk and IBM, known as TradeLens.

The goal is to develop a highly secure digital ledger system that
promotes the sharing of information across the global shipping indus-
try which can reduce costs, improve productivity, increase the speed
of the delivery of goods, and provide transparency. The Maersk-IBM
Blockchain platform will enable the required safety and security.

The new collaboration will integrate global shipping and trade
partners including terminals, shippers, freight forwarders and ports
to provide a single shared and trusted view of supply chain transac-
tions. The platform will reduce paperwork with a digital process for
documents, offering the potential for significant economic efficiency

and improved security. This technology can reduce the need for mul-
tiple records and documents that are produced at each point in the
supply chain.

“Just think of what can be accomplished when we combine our
local knowledge with global expertise provided through the Maersk-
IBM Collaboration Agreement,” said Karen Oldfield, President and
CEO, Halifax Port Authority. “The timing couldn’t be better. Digiti-
zation is the efficiency vehicle for the global supply chain, and
considerable work is being done in Halifax right now through the
recently established Centre for Ocean Ventures and Entrepreneur-
ship (COVE) and Volta Labs innovation hub. Through our
involvement in TradeLens, we are taking the next steps to ensure
the Port is on the leading edge.”
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Contact: 514-874-1207, Maryna Cheroshnykova
info@tcmtl.com
www.tcmtl.com/en/event/poker-tournament-t-c-m/

EVENTS
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FREEContact FRANCE NORMANDEAU 
france@canadiansailings.ca

UPCOMING EVENTS

OCEAN NETWORK EXPRESS one-line.com ........................................OBC

PORT OF HALIFAX portofhalifax.ca ......................................................... 26

PROTOS SHIPPING protos.ca................................................................. 30

SEABOARD MARINE seaboardmarine.com .............................................37

SOUTHWESTERN SALES CORP. LTD. Southwesternsales.ca ......................15

SPLIETHOFF spliethoff.com.......................................................................16

STERLING FUELS LIMITED sterlingfuels.ca ............................................ 8

WINDSOR ESSEX ECONOMIC DEVELOPMENT CORPORATION 
choosewindsoressex.com ...........................................................................14

WINDSOR PORT AUTHORITY portwindsor.com...................................... 6

WINDSOR SHIPPING AGENCY INC ............................................... 15

ZIM zim.com ............................................................................................. 39




