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Port of Windsor a key enabler of the local
economy
By David Cree

A
fter banner years in both 2012
and 2013, the Port returned to
more historic cargo levels in

2014, with total throughput declining
to 5.4 million tonnes. Traffic volumes
rebounded by 3.85 per cent in 2015
to reach 5.6 million tonnes, which was
well above both the five and ten year
averages. At this early point in the
2016 year, cargoes are on pace to
match the volumes handled in 2015.

The increase in 2015 was due al-
most exclusively to a surge in ship-
ments of stone and construction
aggregates. The increase in demand
was driven by the start of construction
of the 100 acre customs and truck
plaza which will serve the new Gordie
Howe International Bridge. In previ-
ous years, the port had experienced
similar surges in shipments of con-
struction aggregates which were re-
quired to build the Hon. Herb Gray
Parkway between Highway 401 and
the new customs plaza. Stone and
construction aggregates are handled
at six local terminals, operated by

undergone significant expansion and
upgrades in recent years. The facility
handles predominantly liquid asphalt
for the local construction industry and
various classes of petroleum products
for ship refueling. The results of the
expansion program were clearly seen
in 2013 and 2014 with petroleum
shipments increasing by 13.6 and
25.6 per cent respectively. Unfortu-
nately, the terminal experienced a de-
cline in 2015 to just over 260,000
tonnes. This was due in no small part
to a very volatile oil market, the fluc-
tuating Canadian dollar and a decline
in road construction activity within the
region.

ADM is one of the world’s largest
grain traders and has operated the
Windsor Grain Terminal for over 25
years. Like the oil business, grain ship-
ments are subject to numerous do-
mestic and international factors
including global growing conditions,
currency fluctuations, freight rates,
and domestic and foreign demand.
ADM has been able to successfully
navigate these conditions and has ex-

Coco Paving Inc, LafargeHolcim,
Miller Paving Limited, St. Mary’s Ce-
ment (CBM), and Southwestern Sales
Corporation Limited East and West
docks. The Port Authority is project-
ing that volumes of construction ag-
gregates should taper off in 2016
with the completion of the customs
plaza, but should rebound thereafter
with the start of construction of the
new Gordie Howe International
Bridge in 2017 and numerous other
large infrastructure and road projects
which are planned for the area.

The other major commodity han-
dled within the port is salt, which is
mined and shipped through the K+S
Windsor Salt mine. After a very
strong season in 2014 due to the se-
vere winter of 2013-2014, salt vol-
umes dropped somewhat in 2015 to
2,152,000 tonnes, but this was still
somewhat above the ten year aver-
age for this commodity.

The Sterling Fuels dock, which is
owned by the Port Authority and op-
erated by McAsphalt Industries, has

DAVID CREE
President and CEO 

Windsor Port Authority

Foreign vessel calls in Windsor average
between 35 to 50 ships per year.
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perienced significant growth in recent
years. Unfortunately, 2015 was a very
disappointing year with total grain
shipments dropping by over 26 per
cent to 567,000 tonnes. However, this
was still at the approximate ten year
average for the terminal and at this
early stage in the season, all signs
point to improved volumes in 2016.

General cargo, which is handled
through Morterm Ltd, has tradition-
ally consisted primarily of domestic
and imported steel. These cargoes
have been augmented in recent years
by imported wind turbine parts, vari-
ous other heavy lifts, and sugar des-
tined for local food processing
industries. Very strong volumes of im-
ported steel drove an impressive gain
of over 60 per cent in this category in
2014 and volumes declined only mar-
ginally in 2015 to 217,000 tonnes.

The Port Authority has always rec-
ognized that the Detroit River, situ-
ated as it is, on an international
boundary between two major cities,
poses very unique safety and security
issues. With a new international
bridge scheduled for construction
and numerous other critical border in-
stallations in the area (including an
existing bridge, tunnel, pipelines and
hydro lines) there has been increasing
concern about terrorist activity since
9-11. These concerns have led to one
of the Port Authority’s most successful

and enduring partnerships with the
Windsor Police Service. That partner-
ship was expanded two years ago
with the joint purchase of a new state-
of-the-art patrol vessel which was
christened Defender. That vessel
proved so well-suited for patrol duties
on the Detroit River that the Port Au-
thority and Police Services agreed to
supplement its capacity this year with
a new, smaller sister ship named Pro-
tector. These replace two outdated
vessels which had been in operation
for over 20 years and will make the
Detroit River a safer place for the
boating public.

The Port Authority is continuing its
commitment to responsible environ-
mental stewardship of the Detroit
River and to the development of sig-
nificant new fish habitat and spawn-

Moving aggregate in the Port of Windsor

Windsor Port Authority and the
Windsor Mission to Seafarers give

out popcorn, cupcakes and
balloons at the September

Sandwich Festival.
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acre parcel of property immediately adjacent to the Port
Authority’s office building. This property is scheduled to
be purchased later this year and will feature enhanced
green space, walking paths and an “outdoor museum”
chronicling the history of the neighbourhood in which
most of the port is located, “Old Sandwich Town” and the
importance of the port to the City, both from a historical
and more modern perspective.  

The neighbourhood of “Old Sandwich Town” is the old-
est and most historic in the City and the site of the first set-
tlement in the region. This area had experienced some
urban decay over the years, but recently has undergone a
significant renaissance. That renaissance was highlighted
in a recent series of articles in the major newspaper in the
area, the “Windsor Star”, and the Port Authority is proud
to be one of the leaders of that initiative. As one of the
largest property owners in the area, the Port Authority con-
sistently strives to improve its vacant lands and work with
its tenants to beautify their streetscapes and keep their op-
erations as compatible as possible with users in the neigh-
bourhood.  The Port Authority has also driven many of the
major developments in the area – moving the HMCS
Hunter Naval Reserve Facility to port lands, assisting Ster-
ling Fuels in the development of a large new office build-
ing/warehouse, and moving the Port Authority’s own
offices to the neighbourhood in 2013. The Port Authority
is committed to continuing to work with its tenants, neigh-
bourhood and City leaders to build on the momentum
which has developed and make Old Sandwich Town a
thriving commercial and residential gem within the City.

* 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

ing grounds. In recent years, the Port Authority and its ten-
ants, Sterling Fuels, Miller Paving and LafargeHolcim have
constructed several new spawning areas which in total
were amongst the largest fish habitat restoration projects
ever completed in the region. In addition, the Port Author-
ity has committed to two major “greening-projects:” the
first being the rehabilitation and conversion of an old gov-
ernment dock into a public fishing pier, green space and
significant fish habitat. The second project involves a one-

ADM is one of the world’s largest grain
traders.  Grain is shipped through the

Windsor Grain Terminal.
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• Specialists in steel, bulk products and
project cargoes

• Located at U.S.-Canada’s busiest border crossing
• Cargo transportation hub for water, road and rail
• 160,000 sq. ft inside and 90 acres outside storage
• 24-hour secured MARSEC facility

We are a major industry participant
in stevedoring, warehousing, 
trans-loading and storage in the
Great Lakes region. Find out what
others already know.

CALL OR EMAIL FOR A QUOTE TODAY!

W          

Morterm Ltd – Port of Windsor’s full-service
marine terminal

M
orterm Limited is a privately
owned facility strategically
located within an 8 hour

drive of half of all U.S. businesses,
manufacturing plants and house-
holds, and directly across from the
City of Detroit. The terminal is lo-
cated in Port of Windsor at North
America’s busiest International Cross-
ing with direct access to the Highway
401 corridor, the United States High-
way system via the Ambassador
Bridge, the soon to be constructed
Gordie Howe International Bridge,
and the Detroit–Windsor Truck Ferry. 
In the world of international ship-

ping, Morterm Ltd. has earned a rep-
utation for timely delivery, expert
handling, and competitive rates.
Whether you are shipping steel, bulk,
containers or general cargo, Morterm

Morterm terminal
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is ready to serve you. Morterm offers
top-of-the-line equipment, modern
terminal facilities, and an enviable
level of customer 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. Essex Terminal Railway
is the only short line railway in the
country providing direct connections
to CN, CP and CSX rail lines. Essex
Terminal Railway offers complete ac-
cess to the entire Canadian, American
and Mexican Railway network. Our
companies excel at handling long
unit trains of wind turbine compo-
nents, steel product and other project
cargo for marshalling and consolida-

tion at our terminal for efficient and
organized delivery to your project
site.

Morterm provides quality storage
and warehousing solutions and other
value-added logistics services tailored
to meet customer needs. Facilities in-
clude full seaway depth berth,
150,000 square feet of indoor stor-
age, 24 hour MARSEC security,

perimeter fencing around its 90 acre
site, and rail-served warehouses with
available humidity control. One ware-
house is equipped with overhead
cranes for handling coil and long
products such as pipe or tubing.
Freight can be transloaded from or
onto rail, vessel or truck making
Morterm a complete material han-
dling specialist.

 

INDUSTRY PROFILE INDUSTRY STRENGTHS SECTOR HIGHLIGHTS ACCESS TO MARKETS

17

3500+

800+9%+

CHOOSEWINDSORESSEX.COM  |  TF: 1.888.255.9332 /WINDSORESSEX
Sponsored by: 

Border Buildings Inc.  

50+

THE EPICENTRE OF INTERNATIONAL LOGISTICS 
IN NORTH AMERICA

WINDSOR-ESSEX, ONTARIO, CANADA

LEADING TO GORDIE HOWE
INTERNATIONAL BRIDGE 
TO BE COMPLETED IN 2020

HERB GRAY
PARKWAY 

$550M
ANNUAL GDP

4300+ EMPLOYEES

TRANSPORTATION
SERVICE COMPANIES

PROJECTED 
GDP GROWTH 
THROUGH 2020

CUSTOMS BROKERAGE FIRMS 
OPERATING IN WINDSOR-ESSEX

CBSA LICENSED
CUSTOMS 

SUFFERANCE
WAREHOUSES

LOCAL 
MANUFACTURERS 
EXPORT GOODS

DIVERSE 
WAREHOUSE 
CAPACITY

TRUCK DRIVERS 
RESIDE IN WINDSOR-ESSEX

BUSIEST
COMMERCIAL
BORDER CROSSING
IN NORTH AMERICA

INTERNATIONAL AIRPORT 
WITH ILS EQUIPPED

DEEPWATER PORT 
ACCOMMODATES 

ANY SHIP SAILING 
THE GREAT LAKES/

ST. LAWRENCE SEAWAY

DIRECT
CONNECTION 

TO U.S. INTERSTATE 
SYSTEM

CENTRE OF 
GREAT LAKES 

REGION

DIRECT RAIL
CONNECTION TO 
U.S. RAIL NETWORK

GOODS TRAVEL UNHINDERED 
ACROSS CANADA/U.S. BORDER

RUNWAY

Morterm terminal
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A
s Canada’s southernmost region, Windsor-Essex is
ideally situated to expand its existing role as a major
player in North America’s logistics and transporta-

tion networks. The geography of the continent has posi-
tioned the Windsor-Essex region right next door to the
United States, and a one-day drive from half of the conti-
nent’s population, Windsor-Essex has developed a pool of
cross-border transport and logistics experts. To take advan-
tage of this location, Windsor-Essex along with its partners,
has undertaken a number of initiatives to develop its sea,
road, rail and air transportation infrastructure in order to
leverage existing logistics and transport capabilities and
unlock its future potential.

The port of Windsor, strategically located at the approx-
imate mid-point of the Great Lakes/St. Lawrence Seaway
System, has the capabilities to handle any cargos transiting
the Seaway system and its terminals are directly linked to
all the other transportation modes serving the area.

Windsor’s highway corridor connects eastern Canada to
the American heartland via the Ambassador Bridge, the
Detroit-Windsor Tunnel and Detroit-Windsor Truck Ferry.

The Herb Gray Parkway will connect to the future Gordie

Howe International Bridge, and will increase efficiencies
and reduce costs due to delays. 

Windsor’s rail connections support local businesses and
are a vital transit point for goods en route to the broader
North American markets.

Windsor International Airport offers numerous daily
flights to Toronto’s Pearson International Airport which con-
nects to locations around the globe. The airport features a
9,000 ft. runway, which is capable of handling aircraft of any
size, and most recently saw FedEX anchoring a multi-million
cargo hub.

WindsorEssex Economic Development Corporation
along with its partners has positioned the region to en-
hance its current standing within North American logistics
and transportation networks. By undertaking these vital in-
frastructure improvements, the region’s true potential is ev-
ident which, when partnered with other business-friendly
programs and incentives all come together to make it a
most attractive place to invest and do business.

For more information on Windsor-Essex, Ontario
Canada contact: 1-888-255-9332, info@choosewindsores-
sex.com or visit: choosewindsoressex.com

Windsor-Essex, Ontario Canada –The epicenter
of international logistics in North America
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Sterling Fuels attributes its success to strong
partnerships

I
t has been another exciting year for Sterling Fuels Lim-
ited in its longstanding partnership with Port of Wind-
sor. All of Sterling’s infrastructure projects at its Windsor

site have now been completed: docks have been up-
graded with new cranes, a package platform, a new ware-
house and greatly enhanced distribution equipment for
bulk and packaged ExxonMobil Marine lubricants. The
Sterling Fuels Port of Windsor facility is now the premier
“One Stop” shop on the Great Lakes for marine fuels, lu-
bricants, and associated services. 

Sterling Fuels strives to provide the highest level of cus-
tomer service, having adopted IMS and ISO 9001 Quality
and ISO 14001 Environmental standards to ensure the con-
tinuous improvement of its operations and the highest
standards of service for customers. More importantly, each
of its staff has adopted the Sterling Fuels “Culture of Ex-
cellence” which shines at Sterling’s Windsor facilities. 

Completion of a new rail facility in partnership with
Windsor Port Authority and Sterling’s sister company Miller
Aggregates makes its Windsor site truly multi-modal with
the ability to handle aggregates, asphalts, fuels, lubricants
and package materials by ship, rail and truck. 

Sterling Fuels also operates a Fuel Distribution Center
from its Windsor site to service land-based retail, commer-
cial and wholesale fuels and lubricant customers in the
Windsor/Essex area and beyond. A team of knowledge-
able marketing and technical professionals can provide so-
lutions to any fuel, lubricant, or coolant requirements to its
many marine and land-based customers. Sterling is “The
Fuels and Lubricants Specialists” and provides best-in-
class products, service, and technical training from its new
office, warehouse, and training facilities. 

Partnership is key to Sterling Fuels’ success. Its partner-
ship with Windsor Port Authority has been long and pros-
perous. Over the past couple of years, Sterling has
broadened its marine presence to include fueling opera-
tions in the port of Sarnia, the port of Hamilton, and most
recently in the port of Halifax. In each case Sterling works
closely with strong partners to enhance its operations and
to elevate the customer offering at each of the ports that
the company now operates in. 

Sterling has partnered with Imperial Oil in Sarnia to op-
erate the ship bunkering facilities at Imperial’s refinery
dock. The coordination of activities at Sterling’s Windsor
and Sarnia docks for fuel and lubricants allows maximiza-
tion of efficiencies at both facilities, saving its marine cus-
tomers time and money in the process.

Sterling Fuels acquired Port of Hamilton-based Provmar
Inc. three years ago. Since its acquisition, Sterling has re-
placed an ageing fuel barge with the new Sterling Energy,
a modern double hulled lightering ship complete with on-
board inline fuel blending capabilities. In partnership with
its parent company McAsphalt Industries and Port of
Hamilton, Sterling has recently completed new fuel stor-
age facilities to expand its capabilities for ship bunkering
at the port and the surrounding area by lighter and truck. 

Sterling Fuels has now extended its reach to the port of
Halifax in Nova Scotia, with strong partnerships once again
having facilitated its move into the East Coast market. Hav-
ing demonstrated its willingness and ability to successfully
manage marine bunkering operations elsewhere, Sterling
was the logical candidate to take on that task in the port
of Halifax when Imperial Oil closed its Dartmouth refinery. 

The company needed to draw on many relationships to
provide a ship bunkering solution for the port of Halifax.
Algoma Dartmouth was chartered to provide lightering
services. Partnerships with Imperial Oil, local terminal op-
erators, and offshore suppliers provided the means to op-
erate a successful and much needed marine fueling
operation at the port. The company looks forward to ex-
panding its presence to include regional land-based op-
portunities. 

Strong partnerships have played a large part in Ster-
ling’s success, and the company is grateful to Windsor Port
Authority for the opportunities that their partnership has
provided.

Note: content for the above article was provided by
Sterling Fuels Limited       
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Southwestern Sales
looking forward to many
more decades of superior
customer service

2
016 marks Southwestern Sales Corporation’s 62nd year
as a supplier of high quality aggregate products to
communities, contractors and government agencies

through its terminal in Windsor, Kingsville, Sombra and Sar-
nia. Its strategically located dock facilities feature convenient
access to transport and flex-use project staging. The com-
pany’s six decades-long success is the direct result of the
long-standing relationships with shipping and quarry part-
ners, a loyal customer base and the support of Windsor Port
Authority. 

Products shipped from its docks are found in highways,
roads, parking lots, driveways and sidewalks, under rail
tracks, line landfill cells, surround sewer pipes & watermains
and in the foundations of buildings and homes. The docks
have also been used for the transshipment of major infra-
structure components such as wind farm turbines and
blades. Southwestern Sales continues to assist in growing
and powering the Ontario economy. 

Today the company is looking forward to perhaps its
greatest contribution with the sale of its 28-acre West Wind-
sor Dock to allow for the construction of The Gordie Howe
International Bridge. This billion dollar enabler of economic
growth will be anchored where millions of tonnes of aggre-
gate products have been offloaded by ship, loaded onto
thousands of trucks and moved to all corners of Windsor and
Essex County to support projects which provided the infra-
structure that we all rely on every day: a proud legacy for
sure. When asked to comment about these changes Jack
Frye, co-owner and Vice-President, summed up the corpo-
rate vision this way, “As significant as this all is, it won’t alter
who we are or change our customer focus. With the ongoing
support of Windsor Port Authority we will always serve our
customers with high quality aggregates, competitive pricing
and professionalism. Today is only the beginning of our next
62 exciting years of service and we can’t wait!”
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University offers freight forwarding
courses
BY KEITH NORBURY

Partnering with institutions of higher
learning to deliver educational pro-
grams is nothing new for the

Canadian International Freight Forwarders
Association. For years, CIFFA has arranged
with community colleges, such as Seneca
College in Ontario, Brighton College in
B.C., and Eastern College in the Maritimes
to deliver programs in international trade,
business, and logistics.

This spring CIFFA took its partnerships
to another level by launching a series of
intensive three-day courses with a major
Canadian university. CIFFA announced a
partnership with York University’s Schulich
Executive Education Centre, a unit of York’s
Schulich School of Business, that would
begin with three three-day courses aimed at
senior managers or potential seniors man-
agers in freight forwarding. The first of
those programs — Sales Strategies for the
Non-sales Manager — took place in May at
York University and attracted about a dozen
students, said Stephen McDermott, CIFFA’s
director of education.

CIFFA executives test the courses
“The feedback we got from all stu-

dents was that it was a really excellent
experience,” Mr. McDermott said. Both Mr.
McDermott and CIFFA Executive Direct
Ruth Snowden took the course, which was
an opportunity for them to enhance their
own freight-forwarding education. “And
there is the possibility that I might teach the
course moving forward,” Mr. Dermott said.

The second course — What the Non-
Financial Manager Needs to Know about
Financial and Managerial Accounting —
was scheduled for June 21-23, and the third
— Building a Strong Customer Service Cul-
ture for Your Organization — is set for July
19-23. Anyone interested in that course still
has plenty of time to register, Mr. McDer-
mott said. CIFFA is also making plans to
offer the courses again in November, also at
the York University campus. “We’re going
through them and evaluating their success
and then making adjustments where we see
fit,” Mr. McDermott said. “And then based
on the timelines required to make those
changes, that’s when we’ll pick out dates.”

Plans to offer courses in other
locales

The next stage after that is to offer the
courses in Vancouver and Montreal, likely
beginning in 2017. CIFFA is also exploring
the option of presenting the courses as
webinars. “The overall goal for us is to have
more and more professional freight for-
warders in the industry, people who when
you see the PFF designation you know that
those individuals are the tops of their
career,” Mr. McDermott said.

Taking the executive courses will now
become a requirement for the CIFFA profes-
sional freight forwarder designation. The
courses don’t have any pre-requisites; how-
ever they are “recommended for managers
or those who are designated for develop-
ment into a management role,” Mr.
McDermott said.

CIFFA’s college partnerships programs
are aimed at more practical education, he
said. And they either include the writing of
exams that lead to a CIFFA certificate or a
CIFFA advanced certificate — or prepare
the students to take those exams. “The
graduates are potentially future freight for-
warders in a wide variety of competencies,”
he said.

Unlike the CIFFA certificate courses,
the executive courses do not have exams.
However, students are required to work on
a group project and make a presentation to
the class at the end of the three days. In the
sales course, for example, that project
involved creating a sales plan. “It’s also
great even for those who don’t create sales
plans just to understand the process so they
know how it comes about,” Mr. McDer-
mott said.

The next in educating managers
At the end of the program, students

receive a certificate of completion. Since
Mr. McDermott joined CIFFA five years ago,
its Board of Directors has discussed what
might be the next step for the association in
educating managers, he said. “We wanted
to bring something that was academically
valuable to our industry of managers and
executives, to be able to take something
that they could develop and they could
actually change the cultures of their organi-
zations for the better,” McDermott said.
The financial course for non-financial man-
agers, for example, would benefit sales

DR. ALAN MIDDLETON

SANJAY DHEBAR
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executives who are good at traditional sales skills such as relation-
ship building, sales methodologies and the focus on closing, but
don’t know much about reading financial statements. “If you can
look at your own profit and loss (statement) and be able to interpret
where the needs of the business are internally and for your client,
you can create sales plans based on that,” Mr. Dermott said. “So you
can do effective account management.”

Development of the program had its genesis in a survey that
CIFFA did of its membership to determine which competencies or
skills sets companies found lacking in the management training.
CIFFA narrowed that list down to a few topics, such as sales for non-
sales managers, client services, improving the customer service
culture, and finances for non-financial managers. “And then from
there we just went looking at different offerings that were on the
market and started a conversation with the Schulich School of Busi-
ness,” Mr. McDermott said. “They had existing courses that really
hit all of the buttons.”

“Superstar” among the instructors
Dr. Alan Middleton — Executive Director of the Schulich Exec-

utive Education Centre which is part of the Schulich School of
Business — said the centre has for a long time had “a fairly chunky
business in supply chain management” under the leadership of pro-
gram director Mark Thomas, who made the initial contact with
CIFFA. Part of the approximately 18-month process to tailor the
existing programs for CIFFA was an automatic needs analysis, Dr.
Middleton said. “We don’t just jam established products into organ-

izations,” he said. “So part of the time was spent getting to know
what was going to be important and what kind of learning was
required by the association for its members.”

In many cases, the instructors of the CIFFA-tailored courses are
the same ones who instruct the existing Schulich Executive Educa-
tion Centre courses. They include Sanjay J. Dhebar, whom Dr.
Middleton described as “a superstar” and who teaches the CIFFA
course on sales strategies for non-sales managers as well as the cus-
tomer service course. According to his biography on the centre’s
website, Mr. Dhebar holds an MBA, has a management background
in heath-care companies and previously worked at a Toronto adver-
tising agency. “He takes a high-energy approach to teaching by
sharing everyday examples of Fortune 500 companies’ successes and
challenges,” the bio says.

The instructor of Schulich’s other CIFFA course, on financial
management, is Dr. Dom Cianflone, whose credentials include fel-
lowships as a chartered professional accountant and certified
management accountant. In future, CIFFA expects also to train its
own instructors through the Schulich Executive Education Centre as
part of its licensing agreement, Dr. Middleton confirmed.

Licensing deal has its benefits
That deal also enables CIFFA to offer the courses elsewhere in

the country. And because CIFFA has the intellectual property rights
to the courses, the association can, by subsidizing the cost, charge its
members significantly less for them than what the Schulich centre
charges the general public. Mr. McDermott was hesitant to call it a

PLAN THE BEST ROUTE  
FOR YOUR MANAGEMENT CAREER

Introducing the new CIFFA/Schulich (SEEC) Management Program

Learn More at CIFFA.com
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discount. However, the $1,300 that CIFFA charges its members for
the three-day programs is about half of the posted fees for the same
courses on the Schulich website.

“It might be seen as a discount for the student, but really it’s
the value that CIFFA brings to its members by being able to invest in
education alternatives,” Mr. McDermott said.

Mr. Middleton said the fees are arrived at “in the usual way —
a combination of what the market will command and what it costs
us.” Those costs include rent, catering, instructors, and the manage-
ment team. As for the market forces, he said that “we position
ourselves not at the top of the market but certainly not at the bottom
because of the value of the Schulich brand.”

Mr. Middleton said the centre is happy to see CIFFA commit-
ting itself to increasing the skills sets of its members. “We still have
too much an attitude that education comes early in life and the rest
of the time it’s experience,” he said. “These days you’ve got to
upgrade your skills with great frequency and I’m delighted to see
CIFFA joining this.”

More education offerings in the works
Meanwhile, CIFFA is continuing to expand its offerings among

Canadian colleges. This fall, the private triOS College, which has
nine campuses in Ontario, is launching a new post-graduate program
in supply chain management that will include a CIFFA certificate.
Mr. McDermott noted that the program is an enhancement of an
existing triOS program that also offers a CIFFA certificate. “What
we’re talking about with them right now is the opportunity to offer
the advanced certificate, which would lead to the FIATA diploma,”
Mr. McDermott said, referring to the International Federation of
Freight Forwarders Associations. “And we’re in very, very early con-
versations with them about that.”

CIFFA is also forging a relationship with publicly funded Lan-
gara College in Vancouver to launch a program later this year or
early next year. “We’re still working out the details with them about
what best meets their needs but they would be offering the CIFFA
certificate as part of their program,” Mr. McDermott said.

Maritime training remains a selling job
BY ALEX BINKLEY

Employment in the maritime sector is
low on the radar of most high school
students and, as a result, Georgian

College in Owen Sound brings a naviga-
tion simulator to job and trade fairs to
attract attention.

In surveys of what would rank as the
top 50 job areas for graduating students,
“no one picks shipping,” says Colin Mac-
Neil, Coordinator of Marine Programs at
the Owen Sound campus of Georgian Col-
lege, the only community college in
Ontario that offers marine courses. Many
students and career councillors “don’t
know the industry is there.”

The lack of profile is frustrating
because shipping in the Great Lakes and St.
Lawrence Seaway is important to the econ-
omy of Ontario and neighbouring provinces
and states, he notes. “You can earn a good
living working on the Great Lakes in highly
skilled careers.

“Shipping is statistically the safest
transportation mode and the most environ-
mentally friendly, but people don’t seem to
realize there are careers there,” MacNeil
explains. “The navigation simulator gives
the young men and women a completely
different perspective on what is involved in
operating a ship. They can imagine what
it’s like handling this huge craft.”

The College’s Centre for Marine Train-
ing and Research turns out graduates ready
to work in ship navigation and engineering
both in Canada but also internationally.
“We teach them to consider their vocation

as a professional career. The programs are
quite specialized and quite difficult. The
jobs come with a lot of responsibility.”

New ships loaded with technology in
the Great Lakes fleet are an attraction for
those fascinated by technology, he said.
New technology augments old knowledge
and traditional skills, which calls for institu-
tions like Georgian College to offer courses

in current ship technology and to produce
highly skilled sailors. The global economic
slowdown has hit international shipping
hard and led domestic shipping lines to tie
up some of their vessels. That has reduced
the number of co-op education placements,
MacNeil notes, which is very frustrating for
the students. “But they learn to live with
the ups and downs of life in the maritime
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ACCELERATE
your marine career

MARINE ENGINEERING 
TECHNICIAN PROGRAM
GeorgianCollege.ca/metc

CERTIFICATION PROGRAMS 
AND MARINE EMERGENCY 
DUTIES TRAINING
marinetraining.ca

MARINE ENGINEERING 
MANAGEMENT PROGRAM
GeorgianCollege.ca/memg

sector,” he points out. Normally the school
has about 150 students in courses and on
co-op placement, MacNeil adds. Among
the popular courses are training for deck
crew, bridge officer, engineering and galley
and hotel staff, he adds. 

Some of the innovations in modern
ships has created demand for specialized
training such as electronic controls for
engines and diesel systems. Another is the
introduction of LNG fuel and high voltage
electric systems. The drop in petroleum
prices has dampened interest in LNG
propulsion for now, but MacNeil expects
it’s just a matter of time for that to turn
around. He notes some American lakers are
being converted to LNG, and ferries in
Quebec and British Columbia will be pow-
ered by the fuel. 

Among the other courses are tanker
safety, radio communications, maritime
security and maritime health and safety.
The College has received funding for a
Marine Emergency Duties Training and
Research Centre from industry and govern-
ment. In addition, there is a lifeboat
simulator and fire training centre.
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Training employees in safety proce-
dures is an absolute “must” as part
of running a successful railroad.

Canadian National Railway has taken that
a step further by launching a safety pro-
gram for its customers.

The first two week-long training ses-
sions for major carload customers held in
the CN Campus Partnership Training Pro-
gram at CN’s Winnipeg education campus
in mid-May and mid-June received “huge
positive feedback,” said David Radford,
CN’s director of Operations, Training and
Development. “I think our customer part-
nership program will really allow us to
work jointly with our customers in promot-
ing safety and making it safer not only for
them but ourselves as well,” Mr. Radford
said in an interview. “I think it’s a huge pos-
itive step forward in our supply chain
collaboration with customers.”

About 70 customers attended classes
in the two sessions to upgrade their skills in
such areas as railway safety, track basics,
and non-main track and yard switching, he
said. The courses, which lasted one to three
days, included field exercises as well as
classroom instruction. The classes were free
with the exception of the non-main track
training, “which is a certification program,”
CN spokesman Mark Hallman noted in an
email message. “The instructors were very
engaged with the groups, and ensured each
class was a combination of theory, discus-
sion and hands-on training,” Mr. Hallman
said.

A second session at the Winnipeg
campus is scheduled for Sept. 12-16, while
a session of French courses is scheduled for
another time in September. The railway has
also scheduled a customer program for Oct.
17-21 at its education campus in Home-
wood, Ill., near Chicago.

“Our target audiences will eventually
include smaller carload customers, short-
line railways, and intermodal customers,”
CN President and CEO Claude Mongeau
said in a news release this April that
announced the program. “We think this
kind of collaboration will help ensure safer
operations throughout the entire railway
supply chain and instill the same safety
mindset CN has among its customer base.” 

More than 15,000 CN employees
have completed railway training programs
at the two campuses since they opened in

2014 — about 10,000 at Winnipeg, said
Mr. Radford, who assumed his current posi-
tion at CN in November 2012 to bring the
railway’s training organization together
under a single umbrella. “And part of that
initiative was completion of the two train-
ing centres,” said Mr. Radford, who has
been with CN since 1999 in various capac-
ities, primarily in western Canada and most
recently as a Superintendent of Operations.

In his current position, which is based
in Winnipeg, he oversees operations at both
campuses, and is responsible for their
course content. In the case of the new cus-
tomer courses, that development was based
on their input.

“We do a lot of tours of the centres and
our customers that come through say, ‘Hey,
we like to come here and bring our employ-
ees here to learn about railway safety or rail
maintenance.’ That’s how we created those
four courses,” said Radford, who provided a
brief introduction to the customers at some
of the courses. “I know other railways have
or do similar types of programs but we
didn’t necessarily build similar to something
they do. We just took what we heard from
our customers and built these four courses.”

The Winnipeg campus, at Transcona
near CN’s main shop facility east of the city,
trains employees from across Canada while
the Illinois campus trains U.S. workers. The
campuses’ learning laboratories feature
locomotive, crane, and signal and commu-
nication simulators. Outdoor labs provide
field training on dedicated rolling stock and
other equipment such as welders.

According to Mr. Hallman, comments

from customers who attended the Win-
nipeg session in mid-May included the
following: “Most valuable take away for me
is returning to work with a good grasp on
basic rail inspection experience coupled
with the ability to distinguish between safe,
acceptable track and track which could
potentially result in unsafe work or lost pro-
ductivity due to incident caused by bad
track on our site.”

The cost of building the two training
centres totalled $60 million. Mr. Hallman
said the imperative for the investment was
that the railway has hired thousands of new
workers since 2010 to accommodate freight
traffic growth and to replace retirees. “The
seismic shift in CN’s workforce is evidenced
by the fact that Generation Y — people in
their 20s and 30s — now account for the
largest overall segment of the employee
population,” Mr. Hallman said. “As work-
force renewal proceeded, CN recognized
the need to institute new, comprehensive
on-boarding and training programs focused
on instilling a strong safety culture in new
employees and reinforcing it among current
employees who are learning new skills or
upgrading existing ones.”

Mr. Radford said the employee training
has also been “hugely successful, and
allowed us to reinforce our safety measures
with our employees. When we built the
training centres, we made sure we had both
classroom and hands-on components to the
courses — not necessarily something we
had in the past. It allows our students to
learn in the classroom and then go outside
and practice on the hands-on portion of it.”

Railway offers customer safety training
BY KEITH NORBURY
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B.C. marine trades and marine engineering education
to benefit from commitments for future donations

The Dennis & Phyllis Washington Foun-
dation, in conjunction with Seaspan,
announced multi-year, multi-million

dollar donations to benefit the future of
British Columbia’s marine industrial sector.

The commitment totals $2.9 million
and includes a three-year, $900,000 donation
by the Dennis and Phyllis Washington Foun-
dation to three institutional trades training
programs in Canada. This donation has been
given in support of the Industrial and
Regional Benefits Policy program under the
National Shipbuilding Strategy (NSS). The
donation recipients include the British
Columbia Institute of Technology (BCIT) to
support Aboriginals in trades, Camosun Col-
lege to support women in trades, and the
Canadian Welding Association (CWA) Foun-
dation for both new welding equipment and
teacher professional development.

The commitment also consists of a $2
million donation by Seaspan, announced ear-
lier this year, to support innovative teaching
and research for the Naval Architecture and
Marine Engineering programs at University of
British Columbia’s Faculty of Applied Science.
The donation is a direct result of Seaspan’s
Value Proposition obligations under the NSS.

The Foundation’s three-year commit-
ment will extend through 2018, while UBC
will receive Seaspan’s multi-million dollar
commitment over the next seven years. 

Vancouver Maritime Museum and Royal
Canadian Marine Search & Rescue. Since its
inception, the Foundation and the Washing-
ton Family’s personal contributions to
charitable causes total more than $204 mil-
lion in the U.S. to hundreds of organizations
that focus on education, health and human
services, arts and culture, and community
service. 

“BCIT is proud to support nearly 1,500

years.”
“This is a breakthrough moment for

women entering the trades. Camosun Col-
lege’s new $35 million trades complex gives
us the capacity for up to 1,000 additional
trades students, many of whom will be
women thanks to this generous support from
the Dennis and Phyllis Washington Founda-
tion,” said  Sherri Bell, President, Camosun
College. “Our $5 million TRADEmark of
Excellence Campaign is transforming Camo-
sun into the trades education powerhouse of
the [west] coast.”

“Providing students with a positive and
safe welding experience at the high school
level will help ensure the continuation of
welding at the post-secondary level and then
as a career choice,” said  Deborah Mates,
Executive Director, CWA Foundation. “This
generous donation will enhance welding pro-
grams at the high school level, with the hopes
that these welding professionals will come
right back to Seaspan.”

“Graduates from UBC’s masters pro-
grams in naval architecture and marine
engineering are primed for careers leading
ship design and shipbuilding operations
throughout the marine sector,” said Marc Par-
lange, Dean of UBC’s Faculty of Applied
Science. “Seaspan’s investment supports our
leadership in graduate education and research
that will advance B.C.’s shipbuilding and
marine industries into the future.”  

The Dennis and Phyllis Washington
Foundation’s charitable donations are among
the organization’s largest direct donations of
their kind in Canada. On July 25, 2013, Sea-
span, on behalf of the Foundation announced
a multi-year donation of $1.1 million for three
B.C. marine and port community charitable
organizations – Sail and Life Training Society,

Indigenous students on their unique educa-
tional paths each year,” said Kathy Kinloch,
President of BCIT. “In partnership with Sea-
span, BCIT is pleased to launch the Dennis
and Phyllis Washington Foundation Open
Arms Project, which will open doors to trades
education programs for an additional 100
Indigenous students over the next three

MP Randeep Sarai, Jonathan Whitworth, Seaspan CEO, and Brian Carter ,
President, Seaspan Shipyards, with representatives of the beneficiaries of the
funds to help train BC’s future shipbuilders. 
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Deadline delayed for eManifest for freight forwarders
BY KEITH NORBURY

The implementation date for elec-
tronic manifests, or e house bills, for
freight forwarders is delayed. Again.

“CBSA has advised trade that a date will
be announced at the end of June,” said
Paul Hughes, who chairs the customs
committee for the Canadian International
Freight Forwarders Association’s Board of
Directors. A specific date has not been
announced but CIFFA believes it will be
sometime in the fall, Mr. Hughes said in an
interview.

A spokesperson for Canadian Border
Services Agency said by email that a volun-
tary compliance period for eManifest
remains in effect for freight forwarders.
“CBSA will communicate the implementa-
tion timeline for eManifest requirements
once confirmed, and in advance of the
mandatory compliance date,” said the email
from CBSA’s Esme Bailey. CBSA didn’t say
when that date would be or if it has even
been set. However, Ms. Esme did add that
regulatory amendments published in the
Canada Gazette in May 2015 “made eMan-
ifest requirements for freight forwarders
legally binding.”

The latest delay is in response to a
letter drafted by CIFFA and signed by the
various industry partners that sit on the
border commercial consultative committee
(BCCC) of CBSA, said Mr. Hughes, who is
the national manager of customs compliance
and consulting for Agility Logistics. “Our
concern was not so much that the freight
forwarders weren’t ready but that our part-
ners, the primary terminals, were not
ready,” Mr. Hughes said. In particular, termi-
nals were not ready to meet the necessary

program and business process requirements
of a deconsolidation notice required for the
smooth implementation of electronic house
bills, a.k.a. eHBLs, which has become short-
hand for the freight forwarder requirements
for eManifest.

A deconsolidation notice will allow a
terminal to give a consolidated container to
a freight forwarder’s carrier and move it to a
warehouse for destuffing, Mr. Hughes
explained. A notice will also, in the case of a
full container, give a terminal the authority
to release it for pick up. “That’s it in a nut-
shell. There’s a lot of nuances in there,” Mr.
Hughes said.

Many of those technical nuances are
contained in a 147-page advisory CBSA
issued earlier this year on eManifest scenar-
ios for freight forwarders. “What it’s doing is
providing 14 different scenarios of how this
will work which we have identified along
with carriers,” Mr. Hughes said. CSBA’s Ms.
Bailey noted that the advisory is an example
of a client support document that the agency
has prepared “in response to trade partner’s
requests for detailed scenarios” about eMan-
ifest.

The problem is that terminals have not
yet had the time to program those nuances
into their computer systems in order to
accept the electronic systems. That process
is expected to take six or seven months.
“This affects people like CN, CP, and the big
container terminals in Vancouver, Montreal,
and Halifax,” Mr. Hughes said. Air carriers’
terminals are equally affected.

Other transportation players are also
involved, he said as he read from the annual
report that he was to present at CIFFA’s

annual conference in Montreal on June 16.
They include warehouses, carriers of all
modes, domestic truckers, customs brokers,
electronic data interchange providers,
exporters, and importers.

“Without all players fully aligned and
in sync, eManifest will continue to be a chal-
lenge rather than a solution,” Mr. Hughes
said. “The reason I say all of that is simply
because it’s not just the forwarders that are
implicated in this change. Yes, e house bill is
our component of eManifest but we will not
be successful in implementing it without
every single partner being on board.”

CBSA’s Ms. Bailey said that the agency
“is working to address general technical
issues” regarding eManifest notices although
they aren’t specific to terminals. “At the
same time, CBSA is consulting with trade
partners on the implementation timeline for
the transition to mandatory compliance for
eManifest requirements for freight for-
warders,” she added. eHBLs are supposed to
eliminate the paper blizzard from freight for-
warding. So far that promise remains
elusive. Take, for example, what’s required
to move a consolidated container from a
port to warehouse for destuffing, Mr.
Hughes said: “We have to physically take
the steamship line’s manifest, along with our
new manifest per house bill of lading, walk
it down from customs, get them to stamp it,
and then give the trucker the cancelled
steamship line manifest and a copy of our
new manifest before the port or terminal,
like CN or CP, will allow the trucker to
move the container.”
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Freight forwarders prepare for verified container
weight requirement deadline
BY KEITH NORBURY

Shippers have long been required to
provide accurate weights of container ship-
ments to ocean carriers before those
containers are loaded on board. However,
investigations into several incidents in
recent years discovered that the actual
weight of containers often did not come
close to matching the declared weight. So,
effective this July 1, under a 2014 amend-
ment to the International Maritime
Organization’s Safety of Life at Sea Conven-
tion, shippers will have to provide additional
documentation to verify that the weight, or
mass, of containers is correct.

That makes freight forwarders respon-
sible for certifying the verified gross mass, or
VGM for short, in cases where freight for-
warders act as the shipper, such as for
consolidated container loads carrying goods
from multiple customers, according to
industry insiders. Members of the Canadian
Association of International Freight For-
warders also have a duty to inform their
customers of the new requirements, noted
Karl-Heinz Legler, CIFFA’s official delegate
for SOLAS, as the safety convention is
known.

In early June with the deadline for
VGM compliance just three weeks away,
Mr. Legler said Canada is ready to imple-
ment the rule requirements, becoming
among the first of the 162 SOLAS signatory
nations to do so. “We are ready for SOLAS,”
said Mr. Legler, who is the Montreal-based
General Manager for eastern Canada of
Rutherford Global Logistics, a division of
W.L. Rutherford Ltd., a family-owned busi-
ness with 22 locations across the country.
The majority of shippers, particularly large-
volume ones, are prepared. However, some
shippers are still not aware,” Mr. Legler said.

FREIGHT FORWARDERS HAVE
DUTY TO INFORM CLIENTS

“For the most part, it’s a matter of pro-
viding additional documentation from the
shipper to certify that the weight of a con-
tainer is correct. Transport Canada, which
in mid-May posted information about VGM,
doesn’t have a prescribed form for certifying
the weight. Instead the agency requires that
the shipper state the VGM “in a shipping
document” signed by a person “duly author-

KARL-HEINZ LEGLER

ized by the shipper.” The VGM declaration
can be part of the instructions to the ship-
ping company or “a separate
communication,” such as a certificate from
a weigh station “utilizing properly cali-
brated and certified equipment” en route
to the terminal. The VGM document,
which can be transmitted electronically,
must be “submitted to the ship master or
his representative and to the terminal rep-
resentative sufficiently in advance of
loading onto a vessel so that it could be
used in the preparation of the ship’s
stowage plan,” the May 12 Transport
Canada advisory said.

While the July 1 deadline is still in
place, the IMO’s Maritime Safety Commit-
tee issued an advisory in late May calling
for “some leeway” in enforcing the require-
ments “in order for any problems resulting
from software updates, required for the
electronic collection and transmittal of ver-
ified gross mass data, to be rectified
without causing delays to containers being
loaded.” Transport Canada also supports
that pragmatic approach, said Naim Nazha,
Executive Director of Navigation Safety
and Environmental Programs at Transport
Canada’s Safety & Security Branch.

MARITIME SAFETY COMMITTEE
RECOMMENDS “LEEWAY”

Mr. Nazha, who led a Canadian dele-
gation to the Maritime Safety Committee
in London that discussed VGM this May,
said in an interview that another reason for
delaying enforcement is the thousands of
containers already in transshipment when
the new rules kick in. “We want to make
sure that those containers continue to their
destinations without having any prob-
lems,” Mr. Nazha said.

Transport Canada is also part of the
IMO’s Port State Control regime, which
decided at a subsequent meeting to also
take a pragmatic approach to enforcement.
That regime, which authorizes Transport
Canada to inspect foreign ships in Cana-
dian ports, will now include ensuring that
a vessel’s master has procedures in place to
ensure compliance with the VGM require-
ment. “We won’t be checking every single
container,” Mr. Nazha said. However,

Transport Canada inspectors already
engaged in the agency’s dangerous goods
inspection program will now conduct
random checks for VGM compliance as part
of their duties, he said. 

Penalties for non-compliance range
from $600 to $12,000 under the Canada
Shipping Act. Canada allows five per cent
variance, up to 500 kilograms, of a loaded
container. However, the U.S. is reportedly
taking a zero-tolerance approach while the
U.K. allows a five per cent variance regard-
less of weight.

RESPONSIBILITY OF TERMINAL
OPERATORS

Michael Broad, President of the Ship-
ping Federation of Canada, questioned
whether terminal operators have any
responsibility regarding VGM at all. “I’ve
heard (of) some terminal operators saying
they’re not going to accept a container with-
out a VGM certificate,” Mr. Broad said.
“Well, it’s not up to them to accept it or not.
They’re working for a carrier and a carrier
will decide that and instruct the terminal
operator accordingly.” Speaking more
broadly about VGM, he said there’s been a
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lot of hype about what he considers to be something that’s fairly
straightforward. “Carriers are not going to go out there snooping
around looking for overweight containers,” Mr. Broad said. “It’s
simply a documentary thing whereby the container lines wants to
feel assured that the weight declared by the shipper is correct. And
the shipper declares it. And all they (carriers) want is the shipper to
say here’s the weight of my container. And we’ll accept that.”

The vast majority of Canadian shippers were already providing
accurate weights anyway, Mr. Legler said. “Unfortunately, it appears
based on some incidents that some shippers actually misdeclared
weights for whatever self-serving purposes,” Mr. Legler said. “And
now shippers across the world have to suffer because of this.”

WEIGHT REQUIREMENT IN PLACE SINCE 1974
As Transport Canada noted, the accurate weight requirement

has been part of SOLAS since it was enacted in 1974. The IMO
added the verified gross mass requirement in 2014, to take effect
this July, in response to several incidents involving overweight con-
tainers. According to a posting on the website of the World Shipping
Council, those incidents included the 2007 foundering during a
storm of the MSC Napoli. U.K. investigators checked the weights of
660 containers that remained dry on the deck and found that 20 per
cent were more than three tonnes heavier than their declared
weights. Another example cited in that report was the June 2011
capsizing of Containership Deneb at Algeciras. In that case, 16 of
168 containers had actual weights at least 1.9 times greater than
their declared weights, including one container that was 6.7 times
heavier. Among other examples cited in that report was an over-
weight container that tipped over a forklift in Melbourne in 2011,
and the February 2011 collapse of a container stack on Limari in
Damietta from containers that exceeded their declared weight by up
to 400 per cent. 

VGM FEES A COMMERCIAL ACTIVITY
“Services for obtaining VGMs on behalf of shippers and for pro-

viding VGM declarations will be charged to shippers,” Mr. Legler
said. “There are no set tariffs,” Mr. Legler added. “Each service
provider has to set up its individual tariff to avoid collusion.” Trans-
port Canada doesn’t get involved with setting those rates because it
is a commercial activity, Mr. Nazha noted.

Getting an answer from carriers on how and when shippers
have to submit the VGM documentation in advance of delivering
cargo to a terminal hasn’t been so straightforward, Mr. Legler said.
“That for us, of course, is an issue,” he said. “We have to be vigilant
to get the VGM declaration in time for the uploading to the ocean
carrier prior to the cutoff date to avoid a no-load on the intended
vessel.”

But Mr. Broad said the standard practice has always been for
shippers to provide the container weight to the carrier when booking
takes place. So it’s likely that the VGM would also be provided
during booking. Mr. Legler’s take on that is slightly different. He said
a carrier will confirm its VGM reporting requirements on its booking
confirmation which will include a VGM reporting cutoff date.

IMPORTERS WEIGH THEIR CONCERNS AS WELL
It’s not just shippers, carriers, and terminals that have to live

with the new VGM rules. They are also a concern for Freight Man-
agement Association of Canada, which has a membership of about
100 companies from such industries as manufacturing, retailing,
ports, and mining — including such heavyweight firms as Canadian
Tire, Hudson’s Bay Company, Nestle Canada, Rio Tinto Alcan, and

Loblaws. “A lot of our members are importers, so it’s still important
to them, even though they’re on the receiving end because this is a
global requirement,” said Association President Bob Ballantyne. “We
have a lot of big retailers in our membership. If they order stuff from
China, they need to know that this VGM requirement is going to be
handled properly in China for the containers they’re importing.”

Because the procedures for applying the VGM requirements are
so loose and vary from jurisdiction to jurisdiction, from carrier to car-
rier, and port to port, Mr. Ballantyne’s association is advising its
members that “the most important thing is to start talking directly to
your marine carrier and work out these details that the IMO and
Transport Canada regulations say you’ve got to work out between
yourselves.” Freight Management Association has also been working
with a Toronto company, Interweigh Systems Inc., on making a low-
cost portable scale available to determine VGM. “And so they’re
hoping to see a trial of this portable weighing system probably at the
port of Montreal sometime in the next couple of weeks,” Mr. Ballan-
tyne said in early June. Mr. Legler said some terminals such as DP
World in Vancouver and Prince Rupert already have container scales.
He speculated that VGM requirements might it make it commer-
cially viable for other terminals to provide scaling services in the
future.

TO WEIGH OR NOT TO WEIGH
Mr. Broad, though, remained skeptical. “First of all, nobody’s

going to weigh a container at a port,” he said, although he later
noted that “some terminal operators with weighing stations have
already started rubbing their hands saying maybe we’re going to get
some more business here.” But most shippers that don’t have their
own scales can usually find one, such as a highway scale, on the way
to the port, he said.

Weighing those containers and preparing the VGM documenta-
tion comes at a price, Mr. Legler said. He estimated that a trucker
will charge a fee of about $150 for a container weighed at a highway
scale compared to an average of $250 for a container weighed at a
port terminal. In the case of less than container load (LCL) cargoes,
non-vessel operating common carriers (NVOCCs) and consolidators
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Report on CIFFA Annual Meeting
BY BRIAN DUNN

As of October 17th, all air cargo in
Canada must be screened before
being loaded onto an aircraft, a

major topic of discussion at the Canadian
International Freight Forwarders Associa-
tion’s (CIFFA) annual meeting in Montreal
on June 16. This statement was among the
opening remarks of a panel whose mem-
bers included Wendy Nixon, Director,
Aviation Security Program Development,
Transport Canada, Lise-Marie Turpin, Vice
President, Air Canada Cargo, and Rob
Thorndyke, President, Atlantis Transporta-
tion Services.

Transport Canada is “very conscious”
that anything they do will have an impact
on costs, according to Wendy Nixon.
“There is a heavy emphasis on the regula-
tory process to ensure costs don’t outweigh
the benefits on the security side. There will
be better international alignment on secure
cargo and data information. And as we
move towards a secure system, we hope to
simplify the process and not affect speed.”

Air Canada feels it is the right way to
go in terms of compliance with other juris-
dictions like the United States and
European Union for the smooth flow of
goods, said Lise-Marie Turpin. “We’re con-
cerned about the readiness of the industry
and the whole supply chain. It’s difficult to
get any clarity on where we stand. There
could be a weak link in the supply chain
which concerns us. If we have to screen 50

From left to right: Lise-Marie Turpin, Rob Thorndyke and Wendy Nixon

or 60 per cent more (than we do currently),
how will it impact efficiency?” The indus-
try will eventually get there, but it’s a
matter of timing and involves a major capi-
tal expenditure in an environment where
all the major players are strained financially,
Ms. Turpin added.

The airfreight industry has the same
concerns as the airlines, according to Rob
Thorndyke. “We looked at it a long time
ago and we’ve ordered the (screening)
machines and have agents set up in Mon-

treal, Toronto and Vancouver.” 
Transport Canada has a mutual recog-

nition with the U.S. Transportation
Security Administration. What it is pushing
for is a full supply chain recognition with
the U.S. What is missing south of the
border is the “trucking piece,” said Ms.
Nixon. 

“Every regulatory body has its wants.
As an industry, we’re pushing for standard-
ization on what data points need to be
transmitted (to other jurisdictions) to move

have already communicated the VGM scenarios and costs to their
clients, Mr. Legler said. How those fees are determined varies from
company to company with some charging per cubic metre and
others charging for the specific services or a flat administrative fee
per container.

While the VGM requirements are at turns opaque and bureau-
cratic, Messrs. Legler, Broad and Ballantyne also noted that they aim
to rectify a real problem. “There are a few people in Canada who
have expressed concern about the costs related and the fact there
may be some delay but for the most part our members don’t seem to
have had a problem,” Mr. Ballantyne said.

BEST PRACTICES FOR FREIGHT FORWARDERS
In the past year, Mr. Legler has participated in the Canadian

Shippers’ Stakeholder group to discuss VGM with the Shipping Fed-
eration of Canada, B.C. Chamber of Shipping, I.E. Canada (the
Canadian Association of Importers and Exporters), and the Freight
Management Association. In the wake of that, CIFFA has come up
with six best practices or compliance suggestions for freight for-

warders regarding VGM:
• Inform shippers, customers, and the trucking drayage compa-
nies of the requirements for July 1.

• Provide clients with the new standard trading conditions that
reflect additional costs of processes related to VGM.

• Revise tariffs and quotations to reflect the VGM require-
ments.

• Document procedures for warehouse receiving, ocean export
staff, customer service staff, and truckers “ to include the
SOLAS weighing scenarios.”

• Internally, “revise general standard operating procedures
regarding transmission of data and the maintenance of
records with regards to VGM.”

• Ensure, where applicable, that insurers are not going to tack
on additional costs for liability coverage.

“These are important items we have to consider as freight for-
warders for a successful VGM reporting implementation in Canada,”
Mr. Legler said.
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the flow of goods as quickly as possible,”
said Ms. Turpin.

Are there new technologies being
developed to help with air cargo security?
CIFFA Executive Director Ruth Snowden
asked the three panelists.

“There’s not so much new screening
technology as improvements on the soft-
ware side compared to the hardware side,”
said Ms. Nixon. Canine screening is some-
thing Transport Canada is looking at for
explosive detection. “It’s not only an
emerging area in Canada, but internation-
ally as well. But it’s tough to set up a canine
program in terms of the application and cer-
tification process. We are working closely
with the U.K. and France in this area.”

Air Canada is trying to enhance the
quality of data for real time information,
said Ms. Turpin, while every truck in North
America will soon be electronically logged
instead of paper-logged to ensure their
cargo is legal. Unlike paper logs, electronic
logs cannot be tampered with, said Mr.
Thorndyke. 

The three panelists were also asked
what impact drones or airships might have
on the air cargo industry.

“The technology exists and it’s quite
exciting. In Eastern Europe there is a
(transportation) technology that can carry
10 tonnes of cargo,” said Ms. Turpin. “It
will open new markets like remote com-
munities in the far north where it is
difficult to transport food.”

There will be driverless trucks within
the next five to ten years, predicted Mr.
Thorndyke while, as a regulator, the gov-
ernment needs to review all new
technology, added Ms. Nixon. “But regula-
tions shouldn’t prevent new technologies
from being introduced. We just have to
ensure they’re safe and secure. There is
also the subject of cyber security as trans-
portation becomes more focused on
electronic models and systems.”

What is the industry doing to make
cargo shipping more compliant for inbound
cargo from emerging markets which is a
bigger threat than Canadian shippers,
CIFFA President Jeff Cullen wondered?

For inbound cargo, the industry must
take full advantage of the information that
is available from our trading partners to
make sure what is coming in is safe and
secure, suggested Ms. Nixon. “We have to
target more high risk areas. It may be diffi-
cult if our trading partners don’t see risks
the same way as we do.”

Is air cargo a good game to be in, Ms.
Snowden asked?

Our needs as a society are changing as

is e-commerce, as our trade flows change,
noted Ms. Turpin. Japanese automakers,
for example, are setting up manufacturing
facilities in Mexico to be closer to their
markets. “But there will always be a need
for air cargo as lots of parts need to be
flown around.”

The next five to ten years will be chal-

lenging, but it’s an “addictive business,”
said Mr. Thorndyke.

“It’s a very dynamic industry revolv-
ing around change. We have to make sure
goods get through the system without any
disruptions,” suggested Ms. Nixon. “This
association plays an important role to move
the dialog along.” 
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Does the shipping market offer what the textbooks call ‘per-
fect competition?’ I sometimes think so. Pricing weighs
heavily as a competitive factor amongst firms.  Hustle and

hard work and quick turnarounds are central to a firm’s success
and to its ability to secure good pricing. The old adage that cus-
tomers will pay a premium for good service often does not apply.
There can be the assumption that ‘industry norms’ are so prevalent
that all service providers are indistinguishable, except in terms of
price. I believe this is a dangerous assumption, because perform-
ance failures can be very costly, and they do occur. The relative
anonymity and seeming efficiency of emailed RFQs (Request for
Quotation) in today’s market is a guilt-free way of asking suppliers
to sometimes do a lot of work to prepare pricing of enormous com-
plexity without compensation – and we all can now initiate what
are called ‘supply chain RFQs’.

Shipping quotations or bids are elicited by clients and prospects
with such regularity and intensity that a novice might conclude that
merely quoting was the be-all and end-all of the commercial relation-
ship!  Clients often take enormous care in the construction of their
RFQs and, once the bids are in, may take even greater care in ana-
lyzing the bids received, which may be numerous. Service providers
such as freight forwarders, stevedores and ocean carriers do a great
deal of quoting. Shippers — the buyers — may through comparing
bids deconstruct them to try to determine how they were put
together and with what pieces. Through comparison, shippers can
also determine which service provider has a clearer command of the
issues involved in the shipping project at hand.   

The scope of this article is both RFQs for large shipments and
RFQs leading to the award of a succession of shipments. Some ship-
pers of relatively small consignments try to get multiple quotes for
each shipment, but in the market this is relatively rare as it is so
time-consuming for the shipper and can lead to a lack of interest and
poor response rates from frustrated service providers.

My interest lies in both the design of a balanced RFQ and the
format of a good shipping quotation in response.  Going back many
years, there often was no RFQ per se – there was simply in some

Shipping quotations
BY GUY M. TOMBS 
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markets ‘a tariff’ that had to be adhered to – and the skill of the
freight forwarder, in our case, was in his or her deftness at interpret-
ing the tariff to the client’s advantage. This era has largely passed.

It is very difficult for the shipper to ‘go in cold’ and design an
effective RFQ without having already been involved in a similar ship-
ment beforehand. But the shipper will want to direct enquiries to
firms that have this prior experience, and related operational knowl-
edge. The more rarefied the type of shipment, the shorter the list of
effective candidates tends to be. The conundrum of rapidly design-
ing a good RFQ leads some shippers to ‘go out’ for ‘Market surveys’
or ‘ROMs’ — quick rough-order-of-magnitude prices and ideas on
the viability of the move — that they ‘won’t hold’ you to. These are
sometimes termed ‘budgetary estimates’. The shipper needs to deter-
mine early on whether the expected shipping cost makes the export
sale or the project viable – and, if not, what to do about it. Where
governments or non-profits are involved as shippers, they will want
to get swift budgetary approval for the shipment from their own
finance people, should it be a larger one. This preliminary ‘Market
survey’ stage may be informal, selective, even based on phone calls
to trusted firms. Then, after internal discussion and sometimes
heated debate within the shipper’s organization, the RFQ goes out to
the approved list of providers, with a stated bid due date and time.
Some large organizations have open on-line RFQs – witness
www.merx.com.

There can be a genuine effort to be ‘fair’ in this RFQ process,
whatever ‘fair’ may mean and it can mean many things! Large organ-
izations may be required for reasons of corporate governance to set
out their RFQs in a certain way. Fairness can be subverted by leaked
inside information or influence. The RFQ process is not supposed to
result in ties – there must be a definitive winner, meaning everyone
else must be eliminated. Some shippers have a second or even third
bid round and call it the ‘best and final offer’ or BAFO. We have
even been through a ‘reverse auction’ at the BAFO stage – that was
strange.  
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When the final bid responses are in, often certain components
are extracted and tabulated, perhaps in an Excel file, and confiden-
tially ranked by the shipper, in terms of price, the meeting of specific
mandatory criteria, ‘best value’ and evidence of previous experi-
ence. There will be the tendency in governments to toss out certain
bids due to ‘non-compliance’ to bid criteria. This is experienced less
in bidding to corporations who may have more sympathy with a
bidder ‘thinking outside the box’ to deliver value.  

What makes a good RFQ? Rather like in the TV game Jeopardy,
the answer to ‘what makes a good RFQ?’ starts by setting out ‘what
makes a good quotation or bid?

So what makes a good bid, a good shipping quotation?

• It should be well-written, unambiguous and demonstrate the
needed expertise.

• The pricing offer should be clear and comprehensive.
• The geography – the origin points and destinations, and loca-
tions of work – must be spot on.

• The terms and conditions, the form of contract, and the level
of liability that the service provider agrees to assume are
essential details.

• Is cargo insurance available?
• What is the ‘valid till’ or validity date or expiry date of the bid
price?

• What are the requested payment terms?
• What services are included?
• What services are not included?
• What conditions is the quotation ‘subject to’?   
• The precise cargo details should be set out and inserted in the
quotation to underscore that they are understood.

• Based on the stated cargo readiness date — what is the deliv-
ery date? What is the transit time?

• It is often valuable to provide a brief narrative demonstrating
previous experience on a similar job where the request is eso-
teric. What is compelling about your organization?

• Suggested ways of reducing cost or lowering risk strengthen
the presentation of the bid.

The RFQ could be structured by explicitly establishing or
requesting these above requirements, as the case may be, by subject
headings, all set out in point form.

Sometimes shippers (those who send out the RFQs) can aug-
ment the terms of reference in their RFQs beyond the shipping

CIFFA happy with Transportation Act review

The Canadian International Freight Forwarders Association is
pleased that three of its major recommendations were incor-
porated in the final report tabled earlier this year of a review

of Canada’s Transportation Act. “These are very exciting days for
us,” said Ruth Snowden, CIFFA’s Executive Director. “The voice of
the freight forwarder is being recognized as a legitimate sound
judgement voice in Ottawa.”

CIFFA’s recommendations included a call for a national inter-
modal transportation strategy that includes an integrated
information system or “dashboard” for data; a human capital invest-
ment strategy; and the strategic positioning of Canada as a cargo
transit hub. The 283-page report itself doesn’t credit CIFFA explicitly
other than to reference one sentence from the association’s 13-page

submission to the review: “While agriculture and grain are critical to
Canada’s trade, intermodal inbound and outbound movements of
manufactured goods are also critical to Canada’s long-term economic
well-being.” Rather, the report — submitted to Transportation Min-
ister Marc Garneau in February by review committee chairman
David Emerson, a former Conservative and Liberal cabinet minister
— noted “a strong consensus” and “broad agreement” among the
dozens of submissions to the review on what direction Canada
should take in global trade. Ms. Snowden said CIFFA’s incoming
President, Gary Vince, met with Mr. Garneau at a 15-member invi-
tation-only roundtable in late May to express the association’s
thoughts on the Committee’s recommendations.

project and enter into the area of contract law, attempting to oblige
the service provider to assume risks or agree to mandatory terms
that they would not normally agree to.

It should go without saying that the shipping quotation, rather
than the RFQ, is the basis of the contract, supported further by the
issued shipping documentation, once the shipment is underway. The
quotation will refer back to the terms in the RFQ and comment on
them. It is in my view difficult to argue that the RFQ on its own is
the basis of the contract, irrespective of its occasional ‘mandatory
terms’.  

If one considers the RFQ to be like a question – and the quota-
tion an answer to that question – one cannot reasonably argue that
the terms of the question (or RFQ) oblige the answerer to subsume
all the terms of the question in their answer (or quotation). ‘Why ask
the question if you already know the answer’ would be a droll way
of putting this. It is of course a matter of judgement by the shipper’s
evaluation team to determine which bidder’s response best meets
their needs and their RFQ criteria.  

The shipper who has awarded the contract to a party that does
not meet expectations can have a dilemma. The RFQ has set up the
environment for the quotation but its wording cannot simply substi-
tute the quotation and be enforceable, in the breach, for instance
when the quotation excluded an item asked for in the RFQ.

Aristotle spoke of ‘The Golden Mean’, yes, balance. There is
inevitably a level of risk-sharing in any contract and certainly in ship-
ping or forwarding contracts, large and small. The shipper and the
service provider will normally have some tolerance for things occa-
sionally working out a little differently than originally expected –
though not much!

The test of the RFQ procedure — and the quotation procedure
– within firms is in their effectiveness at arriving at the best results,
a good response rate, competitive coherent pricing, and strong per-
formance. In my view, there is no one ‘right way’ to proceed.  While
RFQs and quotations for international freight may have the aura  of
‘automated systems’ – they cannot really be – they must be gov-
erned by commercial judgement because there is often an inverse
relationship between price and risk, which must be assessed by a
human. 

Guy M. Tombs is the President of Guy Tombs Limited, interna-
tional freight forwarders and shipbrokers, established in 1921
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Mike McCarthy, former President at
Eculine Canada, is being recognized for
his service and commitment to the
association as a volunteer on the Board
and as a Past President.

Marilyn Massoud worked for the
association for more than 30 years and

was instrumental in CIFFA’s growth
and success. She retired in 2014 and
has since spent more time with her

family and taken a well-deserved break. 

2016 Central 
FCA Gala Dinner

Following a new format with no formal
awards, this year the 'Forwarders, Carriers
and Associates' (FCA) event in Central
Region held on Thursday April 28th, 2016
focused on networking and the community.

Of significant note at the Central FCA
Gala Dinner this year, was the National
Board of Directors presentation of CIFFA
Honorary Life Memberships to two out-
standing contributors to the industry –
Marilyn Massoud and Mike McCarthy (pic-
tured here with Jeff Cullen).
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Central Committee – Tom McGinn
(Coast Underwriters Limited), Joe
Chan (Rutherford Global Logistics),
Amit Arora (Ronco Freight
International), Ana Da Cunha (Gillship
Navigation Inc.), Jaime Parker-Niccols
(JAS Forwarding Worldwide Inc., Jodie
Wilson (LCL Navigation Ltd.), Wendy
Trudeau (FedEx Trade Networks
Transport & Brokerage (Canada) Inc.),
Paul Glionna (Universal Logistics Inc.)
Absent: Edna Carr (Tradelink
International Ltd.), Vania Gava (Marsh
Canada Ltd.)

Associate Member Years Of
Membership Recognition: Danny

Wright and Warren Jackson (North
American Crating Inc.), Shannon

Blanchard (Port of Saint John), Marc
Issacs (Isaacs & Co.), Ramandeep

Singh Sandhu (Air & Oceanland Inc.),
Ruth Snowden (CIFFA)

Donna Letterio Award: Jeff Cullen,
Amil Letterio, Kimberly Anne
Gallagher, Nicholas Letterio
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RUTH SNOWDEN
(EXECUTIVE
DIRECTOR, CIFFA) 

JEFF CULLEN
(PRESIDENT,
CIFFA)

2016 Eastern 
FCA Gala Dinner

The Eastern Region FCA dinner themed “Summer in the City”
held June 16th at Plaza Volare in Montreal, followed the same format
as Central Division with no formal awards. Two, “Years of member-
ship recognition” awards were given to Jennifer Kennedy of Traffic
Tech and Ramon Iturbe of CargoCover in recognition of their years
of dedicated work on behalf of the association.
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Jennifer Kennedy (Traffic Tech) accepting the 10-year
Membership plaque from Danny Di Nardo (Simard Transport)
and Angelo Loffredi (Traffic Tech)

Ciffa Eastern
Committee – Sitting L
to R – Ellen Kumpic
(DHL), Angelo
Loffredi (Traffic Tech)
and Lana Belysheva
(KWE). Standing L to
R – Carlo Plescia
(OEC), Hanna
Tatsenko (Milgram),
Brian Gottlieb (ITN)
and Maureen Samit
(Rodair Int’l).

Ramon Iturbe (CargoCover) accepting the 5-year
Membership plaque from Larry Palmer (UPS Ocean Freight

Services) and Angelo Loffredi (Traffic Tech)
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A new transload port and logistics park for 
Sydney, Nova Scotia?
BY TOM PETERS

If all goes according to plan, the port of
Sydney, NS could become a future
transshipment hub for container cargo

on North America’s East Coast. Harbour
Port Development Partners (HPDP) is
spearheading a $1.6 billion project to
develop a megaport called Novaporte and a
1,250-acre, logistics park, Novazone. The
logistics park will be developed next to
Novaporte and within the area recently
designated a Foreign Trade Zone. 

The project is targeting vessels with
capacities of 14,000 TEUs and larger. The
cargo would be transshipped by smaller
vessels to ports along the East Coast
unable to handle the ultra large container
ships, and up the St. Lawrence to Mon-
treal. The terminal, which will also be
suited for cargo transload, will be served
by rail with CN connections to Central
Canada, the U.S. Midwest and as far south
as Memphis. 

HPDP’s Barry Sheehy said in recent
comments to delegates at Sydney Port
Days, there has been a noticeable shift in
container traffic from West Coast ports to
East Coast ports, driven by such things as
port congestion, the deployment by ship-
ping lines of ultra large container vessels
and a lack of port infrastructure to handle
this vessels.

Sheehy said these large vessels are
“forcing ports to adapt” and make major
investments to their infrastructure and to
inland rail connections.

Vessels with capacities of 14,000
TEUs and greater now move through the
Suez Canal to reach ports in Europe and
North America. Sheehy said it is these
ultra-sized vessels that Novaporte wants
to attract. “Novaporte and Novazone are
ideally positioned” to develop a modern,
semi-automated terminal and logistics
park to handle these ultra large vessels
and their cargo, he said. The port, situated
six miles from the Great Circle Route and
the closest port to Europe, completed a
major dredging project in 2012 taking the
harbour entrance channel to nearly 17
metres, sufficient depth for these ships.

HPDP, which has been given exclu-
sive rights by the Cape Breton Regional
Municipality to market the port world-
wide, has been assembling its team.
Jonathan Wener, Chairman and CEO of
Canderel Group, a partner in the Nova-
zone project, told Port days delegates that
Canderel, a Montreal-based real estate

investment, development and manage-
ment company, will develop the logistics
park, in three phases. He said, “Novaporte
and its adjacent logistics park, Novazone,
will undoubtedly change transportation
patterns in eastern North America.”

Bechtel, a large U.S. engineering and
construction company, has been involved
with the project for several months and
HPDP has also engaged former Canadian
Prime Minister Jean Chretien as an inter-
national advisor. 

Last December, HPDP signed a mem-
orandum of understanding with the China
Communications Construction Company
(CCCC), the world’s largest port construc-
tion and design company, to discuss
arrangements related to the design, con-
struction and ownership of the container
terminal. CCCC will provide container
cranes, gantries and other port related
equipment. CCCC, which could become
an equity partner in the project, is carrying
out an extensive study in Sydney to deter-
mine if the project is feasible. The results
of the study are expected to be known
sometime this summer.

Sheehy told delegates that the project
has its financing in place but before con-
struction can start, and the project is
deemed feasible, HPDP needs to sign one
or more major carriers to a long term
agreement to use the facility. He said in an
interview, HPDP is in negotiations “at the
highest levels” with shipping lines around
the world. “The interest is very high. They

know they have a problem and they are
intrigued by our solution,” he said. HPDP,
however, has to develop “an economic
model that makes sense for them,” said
Sheehy. “We are working on that. We
have to have the right number,” on cost
per container which is determined by sev-
eral factors, he added.

“The stakes couldn’t be higher. We
have a window of opportunity and we
need to be going through it but we need to
get our act together. If we don’t take
advantage, the opportunity is gone,”
Sheehy said.

Rail to the port has been an issue for
the past several months as Genesee &
Wyoming, owner of the Cape Breton and
Central Nova Scotia Railway, is in a posi-
tion to file with the Nova Scotia Utility
and Review Board, an application for
abandonment of the Cape Breton section
of the line from St. Peter’s Junction to
Sydney. The company stopped using that
section due to a lack of business. The rail-
way connects with the CN mainline in
Truro. A source close to the rail line said it
would take $60 million to $70 million just
to upgrade that Cape Breton portion of the
line to carry double-stack rail cars. Sheehy
is convinced rail will be available if and
when it is needed. “We have been talking
to everyone we need to talk to. I can’t say
much more than that,” he said, adding “a
lot has to be invested in infrastructure if
this port is to move forward.”
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Linking North America to the World - Report on CILT
Conference held in Montreal – new container port
planned for Sydney, N.S.
BY BRIAN DUNN

It’s been a long and bumpy recovery since the 2008 recessionwith most of the world’s economies still suffering from sub-par
growth, high unemployment, weak investment levels and

lower levels of international trade, according to a leading trade spe-
cialist. “Emerging markets have hit major bumps. Brazil and Russia
are in trouble due to weak commodity prices and sanctions,” Ken-
neth Courtis, former Managing Director, Goldman Sachs, Asia, said
at the International Convention of the Chartered Institute of Logis-
tics and Transport (CILT) in Montreal on May 11. The conference
theme was “Linking North America to the World.”

India is performing well, but it’s mostly domestically-driven,
while China is undergoing a massive rebalancing of its economy by
moving from an industrial smokestack economy to a service econ-
omy, said Mr. Courtis who is now Chairman of Starfort Investment
Holdings and who was recently appointed to the Canada Growth
Council by the Minister of Finance.

“Japan is in the biggest trouble of any developed economy with
little economic reform. The main thrust of government policy is
monetary policy. Its main focus on political issues is to rebuild its
military which doesn’t help the economy. I expect very little
growth, maybe one per cent this year. And with 26 per cent of its
population over 65 years old, I don’t see any big changes over the
next few years.”

India’s economy is expected to grow between 6.5-7.5 per cent,
mostly internally. It continues to import coal, oil and LNG, but is
facing major competition from lower cost countries and the country
will have no major impact on international trade, Mr. Courtis sug-
gested. Southeast Asia is doing OK, but nothing spectacular, with
Singapore being so tied to electronic products, he added.

China will face tremendous political pressure as many employ-
ees from the industrial economy are too old to be retrained for the
service economy. At the same time, the industrial sector with its
excess capacity will decline from 52 per cent to 41 per cent of GDP,
said Mr. Courtis. Excess capacity will increase further if the U.S.
and other countries enact protectionist legislation.

Meanwhile, Europeans are questioning the EU experience,
with the U.K. threatening to pull out which is driving investments
down and could result in a currency war. Investment and consump-
tion in Germany is a “bit weak,” but most companies are well
capitalized and 46 per cent of GDP is export based, so Germany has
little appetite for sanctions against Russia. 

“I believe oil prices have bottomed. Russia’s economy may
contract by about two per cent, but long-term it will start a new
moderate growth cycle. France is seeing better numbers recently
with a projected GDP growth of two per cent. “In the rest of South-
ern Europe, unemployment continues to be a problem. Greece is
facing a debt problem and Italy is going nowhere fast. Meanwhile,
Slovakia and the Czech Republic are becoming manufacturing pow-
erhouses.”

Turning to North America, the U.S. economy is slowing down
with real income below 2007 levels and consumer spending sub par,
while 15.9 per cent of U.S. mortgages are “still under water. The
household debt situation is impacting the market, but I still see two
per cent growth, not three per cent. If Trump becomes President, he
threatens to impose a 45 per cent tariff on Chinese imports.”

Canada faces its own challenges with too much dependency

on the oil industry to spur growth and a weak dollar which hasn’t
boosted exports as much as expected, while 10,000 manufacturing
companies have disappeared since 2008, noted Mr. Courtis. “One
area where Canada is leading the rest of the world is infrastructure
spending which makes sense with low interest rates on railroads,
ports, bridges, roads, all productivity enhancing. The Canadian gov-
ernment is focused on infrastructure spending, but it’s not doing
enough. The U.S. needs to focus on infrastructure spending to
increase productivity.”

Demand for oil is increasing, while iron ore demand is down.
Oil should hit $50 a barrel by yearend and $70 next year, predicted
Mr. Courtis. There isn’t much upside for coal and metal prices are
not up substantially. The main concern is weak demand for building
commodities such as steel and lumber, while demand for food com-
modities is up.

“There is no sharp uptick in overall trade and there is a strong
correlation between investment and trade. As a result, the shipping
industry must continue to focus on costs and to hedge against
higher oil prices. North America must invest in integrated infra-
structure where ports and railroad companies work together which
will help growth both in the short and long term. China has $3.5
trillion in foreign exchange reserves and already has world-class
infrastructure and it is helping other Asian countries build their
own infrastructure.”

In a session entitled, “Technology & Innovation: Trends and
Impacts on our Industry, Challenges and Opportunities Ahead,” a
list of threats to shippers were listed as “categories of destruction”
by transportation specialist Patrick Lortie. The threats include
Amazon and its locker boxes for self-service deliveries, Amazon
Fresh, Sunday delivery by DPD (Deutscher Paket Dienst) of Ger-
many and USPS and Google same-day delivery.

“Innovation extends beyond E-Commerce such as Uber cargo
and freight deliveries said Mr. Lortie, Partner, Manufacturing, Trans-
portation and Energy Practice, Oliver Wyman, a global
management consulting firm. “Amazon is partnering with DHL,
DPD and Doodle are teaming up on a commute and collect service,
while Shyp is a new mobile shipping app.”

The Internet of Things will accelerate six major changes,
namely demand forecasting and intelligent pricing, smart purchas-
ing and outsourcing, smart maintenance and equipment
performance, planning and dispatching automation, network opti-
mization and next-gen inventory and quality management, noted
Mr. Lortie.

Examples of connected devices and data analytics driving
process improvements include CN monitoring rail car and track
health, predictive maintenance and improving safety through detec-
tion systems and analytics and easyJet using handheld devices to
improve aircraft inspection and maintenance. Self-driving trucks are
just around the corner, according to the American Trucking Associa-
tion or a convoy of driverless trucks led by a lead truck with a driver.  

“3D printing will transform some supply chains with the B to
B (business to business) world able to print spare parts. But the
speed and degree of implementation of new processes and models
will be slowed down by a number of obstacles that need to be over-
come such as data security, legal issues, cultural barriers within
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NOVEMBER 16-17, 2016
Hilton Toronto Airport Hotel & Suites

EARLY BIRD RATE
Register by September 23rd and
SAVE $100 on  your registration fee.

@hwyh2o

Keynote Speaker
ERIC TERMUENDE
Co-Founder & Director of Gen Y Inc.

This conference will showcase how HWY H2O is uniquely positioned to move cargo to and from the North 

presentations relevant to Great Lakes/Seaway from stakeholders and industry specialists. The HWY H2O Conference is a 
convergence of industry thought leaders and experienced specialists in marine and shipping. Delivering insight on industry 
trends and market intelligence in a conference environment designed for engagement and networking.

HWY H2

HWY H2O Conference 2016 ~ November 16 – 17, 2016 ~ Hilton Toronto Airport Hotel & Suites

www.hwyh2o-conferences.com
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Each year, Logistec ensures that over a
million tonnes of coal and petcoke
safely make their way from self-

unloading vessels at the Sydney
International Pier to thermal electricity
plants on Cape Breton Island. “Our clients,
employees, community, and shareholders
are as environmentally conscious as we
are, and we share their desire to enjoy the
benefits of a healthy environment. Logistec
makes sure to use tight controls and up-to-
date monitoring equipment to benchmark
its operations. It also stays informed of new
environmental requirements and techno-
logical advances,” says Robert Kazamel,
Logistec’s General Manager at Sydney
International Pier.

As coal travels from ship to truck or
railcar in Sydney, there are windscreens,
fog nozzles, and a foam dust suppression
system in place to ensure that operations
are as clean as possible. Storage piles are
ringed with a series of computer-controlled
spray systems, and water run-off is carefully
managed in settling ponds. “We pride our-
selves on customer service, and in this
case, our client needed stevedoring, termi-
nal management, trucking, and 22.5

Coal handling at the Sydney, N.S. International Pier

kilometres of short-line rail service,” added
Mr. Kazamel. “At any given time, up to
240,000 tonnes of bulk material is stored at
our Sydney terminal. The current loadout
system consists of a radial shiploader with
slewing, shuttling, and luffing movements
as well as a rail loop incorporating a coal
unloading trestle coupled to a reclaim
system.”

In addition to the Sydney Interna-
tional Pier, Logistec has worked with coal
from large, ocean-going vessels at other
locations in its network of over 30 ports
and terminals throughout Eastern North
America.

“Some companies are transforming

their facilities, either because alternative
raw materials (such as gas) are getting
cheaper, or to meet updated renewable
energy regulations. In Europe and Ontario,
for example, we’ve seen a number of coal-
fired power stations retrofitted to
accommodate biomass,” says George Di
Sante, Vice-President, Market Develop-
ment at Logistec. “We have been a bulk
cargo service provider for over 60 years,
and it’s up to us to keep pace with our cus-
tomers. Regardless of the raw materials
they choose, we make sure that they
receive the same level of service from us so
that they can concentrate on new prospects
for their business.”
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organizations and insufficient employee
technical capabilities.”

There is not a lot of concern in Canada
about the Trans-Pacific Partnership com-
pared to the U.S., according to Robert
Lewis-Manning, President and CEO, BC
Chamber of Shipping, who believes the deal
will benefit the Canadian shipping industry
“which  needs all the help it can get. Low
interest rates are keeping some companies
afloat that shouldn’t be and some fleets are
vulnerable to price increases. As for carbon
pricing, there’s a push on the shipping
industry to reduce its CO2 footprint and I
expect the price of fuel will increase faster
than cargo volume increases.” North Amer-
ica is well-positioned to handle increased
trade when it happens, Mr. Lewis-Manning
added, noting Prince Rupert is only operat-
ing at 25 per cent capacity on both the ship
and rail sides.

Pointing to the environmental con-
cerns of a potential oil spill, he said every
ship in the minds of the general public is
referred to as a tanker which results in col-
lateral damage for the entire industry that
needs to be addressed.

The Panama Canal enjoyed its best
year in 2015, due partly to the congestion
at Californian ports, according to Don McK-
night, President, DAMF Consultants. With
the expansion of the canal, the number of

transits will increase from 13,000 to 16,000
a year he said during a session entitled,
“Seaway and Canals: Impact of the panama
Canal Expansion on North America.” Vessel
capacity will also increase from 85,000
DWT to 180,000 DWT with revenue
potentially doubling after the expansion’s
inauguration on June 26. One of the major
ship routing systems via the canal is the
Transhipment Markets involving the
Caribbean, Mediterranean and South-East
Asia which positively impacts Port of Mon-
treal the most, Mr. McKnight noted.
Overall, the expansion of the Panama Canal
will have a positive impact on North Amer-
ican importers and exporters, with its
impact mainly benefitting the U.S. East and
Gulf coast regions, primarily those ports
with a 50-foot draft, including Halifax. “The
impact on Canadian ports (east and west)
will be minimal, with Halifax having the
most to gain, but gains will be limited due
to its small population. Montreal should
benefit from the expansion of Caribbean
transhipment centres.”

Since no port on the east coast can
handle anything above 14,500 TEUs, a
new initiative is moving forward at Sydney,
NS called Novaporte. A feasibility study is
being prepared by China Communication
Construction Company of Beijing, which is
expected to be an equity partner and be
involved in the engineering and construc-
tion of the new port with a price tag of $1.2

billion. Other members of the consortium
include U.S. construction and engineering
firm Bechtel,  and Canadian real estate
developer Canderel. Almost 2,000 acres
have been set aside for the terminal devel-
opment and an adjacent logistics park
which will be called Novazone. A new rail
spur is expected to be constructed to con-
nect the port to CN’s main rail line.

“It is designed to be the most efficient,
greenest and cheapest port in North Amer-
ica and the nearest distance from Southern
China to North America,” according to
Hazem Ghonima, President, TAF Consult-
ants, Ottawa. The port will be dredged to
16.5 metres and capable of accommodating
18,000-plus TEU vessels. “The idea is to
have smaller feeder vessels serving places
like Baltimore, New York and Montreal
from Sydney which would act as a trans-
shipment hub.” The project is headed by
Harbor Port Development Partners (HPDP) 
who have enlisted former Prime Minister
Jean Chrétien as an international advisor.
The dredging has been done and the proj-
ect is shovel-ready, according to Albert
Barbusci, founding partner of HPDP. “We
need the first shipper to commit before we
proceed further. It’s like having an anchor
tenant at a shopping centre before con-
struction can start. If we start construction
in 2017, we could be operational by
2020.”
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Québec’s Maritime Strategy which
aims to create more than 30,000
new jobs and encourage public

and private investments of roughly $9 bil-
lion by 2030, has already been set in
motion, according to Jean D’Amour, Min-
ister for Maritime Affairs. 

Close to $1 billion worth of invest-
ments, including $300 million to develop
logistics hubs, have been committed since
the program was announced last June 29,
he said at a St. Lawrence Economic Devel-
opment Council (SODES) Rendez-vous on
April 14, entitled Maritime Strategy,
Preparing for the Future. Quebec has
been divided into 16 port industrial zones,
including Montreal, Quebec City and
Trois-Rivières, for investments, and the
government will respond within two
months to each proposal received, “a very
efficient response time,” noted Mr.
D’Amour. 

With $11.2 billion of assets under
management, the Fonds de solardarité
FTQ is already actively involved in
Quebec’s transportation sector with
investments of over $280 million in sev-
eral companies, including Bombardier, Air
Transat, Groupe Robert, TransForce and
most recently, Montreal Gateway Termi-
nals. It also expects to be a major player in
Quebec’s Maritime Strategy, according to
Jean Wilhelmy, the Fonds’ Senior Vice-
President, Aerospace Sector, Construction
and Services. “Our role in the Maritime
Strategy will be to help companies benefit

Report on the Maritime Strategy, Preparing for 
the Future conference organized by SODES
BY BRIAN DUNN

from the economic activity on the St.
Lawrence. We’ll invest in infrastructure,
logistic hubs, develop industrial port
zones, support Quebec shipyards, develop
shortsea shipping and develop and mod-
ernize maritime tourism.”

SODES will continue to represent the
maritime industry and sensitize the gov-
ernment to its needs, said Nicole

Trépanier, President of SODES. It also
expects to be an active participant in the
implementation of the Maritime Strategy.
In addition, the organization anticipates
the strategy will enhance the growth of
the St. Lawrence-Great Lakes corridor,
replace older infrastructure, upgrade and
expand bulk shipment installations on the
St. Lawrence and Saguenay Rivers and
reduce congestion between ports and
highways. “We need to talk about the
industry outside our own industry in order
to be heard and our needs understood and
harmonize regulations between the St.
Lawrence, Great Lakes and the U.S.” said
Ms. Trépanier.

Is the St. Lawrence being used to its
maximum capacity? That was the rhetori-
cal question asked by Mario Girard, Chair,
Association of Canadian Port Authorities
and President and CEO, Quebec Port
Authority. Between 1990 and 2014, about
110 million tonnes of cargo moved on the
St. Lawrence, which is a small percentage
of the 10 billion tonnes transported glob-
ally, so there is still a lot of work to do, he

NICOLE TRÉPANIER

JEAN WILHELMY
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added. Major growth opportunities
include the EU trade agreement and the
rebound of the forest industry. And there
is still no dedicated automobile terminal
in Quebec.

“We have to sell the St. Lawrence.
It’s not often all governments are on the
same page, with Quebec’s Maritime Strat-
egy and Ottawa’s willingness to open the
purse strings.” 

The industry still faces enormous
challenges, Mr. Girard said, noting that
U.S. ports are spending $150 billion on
upgrades over the next four years, while
Savannah’s container traffic has grown at
an average annual rate of 9.4 per cent
since 2000. “In the last 20 years, our ton-
nage has stayed the same on the St.
Lawrence. Where will we be in the next
20 years? The U.S. is spending billions,
while we’re spending too little. We have
to apply for infrastructure money (from
Ottawa). Dredging between Quebec City
and Montreal also has to happen.” Canada
does not have the same port culture that
exists in Europe, and Mr. Girard is not
sure our politicians can grasp the prob-
lems and challenges our ports face
without it. 

Implementing a Shortsea Shipping
Network was the topic of Martin Fournier,

organized by the 22-member European
Shortsea Network to see if their model
could be applied to the St. Lawrence,
Great Lakes, East Coast and the Arctic.

The best way to build awareness of
the Great Lakes-St. Lawrence Seaway is by
illustrating its importance through statis-
tics, according to David Naftzger,
Executive Director, Conference of Great
Lakes and St. Lawrence Governors and
Premiers. The organization was created
last June in Quebec City during the
region’s governors and premiers annual
Leadership Summit. 

During the Summit, the eight gover-
nors and two premiers that make up the
Conference pledged to develop a strategy
to double maritime trade, shrink the envi-
ronmental impact of the region’s
transportation network and support the
region’s industrial core. “While our trans-
portation networks operate on a regional
basis, it’s important to have input of states
and provinces” said Mr. Naftzger. Some of
the projects his group is working on
include increasing efficiency and reducing
costs by reducing bottlenecks and making
the waterway more attractive for shippers,
build new markets, grow economic activ-
ity around the system and put in place
forward thinking policies. The organiza-
tion plans to build new markets through
seasonal optimization, promoting shortsea
shipping and develop cruises, a “high
value activity,” said Mr. Naftzger. “Invest-
ment is sorely needed. There is very little
public-private investment. Caisse de dépôt
is a good example of a good investment
tool.”

Huron Spirit unloading aggregates at
the port of Monroe.

Executive Director, St. Lawrence Shipop-
erators (SLS) who questioned why
shippers would switch from trucks or rail
to ships if they don’t know anything about
the shortsea industry in terms of costs and
logistics. The Quebec Short Sea Shipping
Council (QSSC) was created in 2004 and
is coordinated by the St. Lawrence Shipop-
erators. In late September, Quebec
Minister of International Relations and La

sea shipping for reaching their goal. SLS
also took part in Quebec’s trade mission
to Chicago.  The mission enabled SLS to
develop ties with Ports of Indiana and lay
the groundwork for collaboration that
could result in new projects for the QSSC,
according to Mr. Fournier. A similar con-
ference is being planned for Quebec City
in 2017.

QSSC also took part in a conference

Francophonie Christine St-Pierre and
Indiana Lieutenant Governor Sue Ellsper-
mann agreed to work together to
promote the economic development of
the St. Lawrence - Great Lakes region
and recognized the importance of short-

MARIO GIRARD

MARTIN FOURNIER
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2016 Montreal Gateway Truckers Appreciation Day

MGT’s 2016 Truckers Appreciation
Day started off as an unseason-
ably cool day with a threat of

rain. However, attendees were not
deterred and came out in droves. Truckers
and management staff didn’t let the cool
weather thwart this 12th annual event in
recognition of the hard working trucking
community, and more than 1000 attended. 

When asked, several truckers com-
mented on how the various construction
detours were affecting their work, bringing
frustration as well as worry. One driver
stated that when he arrives at the Port of
Montreal and eventually gets through the
common gate, it is smooth sailing through
MGT. He commented that it was almost as
if the staff at MGT knows their frustrations
and tries to compensate by working to turn
them around faster.

This year, in recognition of the truck-
ers, MGT opted to distribute port access
pass lanyards that were received as both
practical and safe. However, the real
clincher was the distribution of a working
tool designed by MGT to allow truck opera-
tors to improve communications with RTG
(rubber-tired gantry cranes) operators to
expedite receiving their particular contain-
ers from the stacks. 

Throughout the entire day staff mem-
bers from the MGT maintenance
department, Mr. Alain Brisebois (Electrician
Section 62) and Mr. Richard Gagnon
(Mechanic Section 77) took time to speak
with truckers both on an individual basis
and in small groups to explain an assistance
program put in place by the MGT mainte-
nance department focused on assisting
truck operators faced with mechanical con-
cerns. It has tentatively been named; Zone
Camionneur / Truckers Zone.

This annual event also takes into
account an opportunity to raise funds for
the good work of Montreal’s Mariners’
House. Through your extraordinary gen-
erosity, donations this year reached
$870.00 and MGT will match this amount
and provide a cheque in the amount of
$1,740 to Mariners’ House forthwith.

Montreal Gateway Terminals Partner-
ship wishes to thank the entire trucking
community for another year of amazing
commitment on its part. 

From left to right:  Matt Montanaro; Michael Schaffler; Michael Fratianni;
Wolfgang Freese; Wolfgang Schoch; Tim Whittaker; and John Seymour.
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Report on International Economic Forum of the
Americas conference
BY BRIAN DUNN

There is increased global competition
for the most skilled immigrants,
resulting in a supply shortage which

increases the cost of attracting the brightest
and the best, according to Demetrios
Papademetriou, co-founder and President
of the Washington-based Migration Policy
Institute. “The ultimate test for the most
talented is a shift in thinking from whom
should we choose to who should choose
us, especially those who have two or three
different offers” (from different countries),
he said during a presentation to the Inter-
national Economic Forum of the Americas
in Montreal on June 13.

Quebec has to try harder than most
jurisdictions to attract immigrants because
of its relatively small population and its fran-
cophone makeup. But rather than compete
with France, it has an advantage over its
European counterpart which is going
through a downward spiral of attracting
immigrants. 

The entire European Union is going
through a bit of a slump due to its Blue Card
and its “lowest common denominator” of
new directives introduced on June 7 on
minimum requirements for entry to the EU,
according to Mr. Papademetriou. “Fewer
people are choosing the EU. Only 15,000
gained entrance last year and most of those
went to Germany. More are opting for
places like Canada, Australia and New
Zealand. The EU Blue Card is being
replaced by individual state’s own policies.”

The immigration specialist praised
Quebec’s own immigration policy with its
hybrid system of granting temporary visas to
see if immigrants want to stay and integrate
into Quebec society and whether they are a
good fit for their employers, before being
granted permanent visas. “The more you
invest early, the more successful you will
be. It’s important to identify what skills gaps
are missing early in a person’s training to
increase the person’s value for employers
and society in general. Even in government-
heavy systems, employers must become

more involved in selecting immigrants.”
Quebec’s immigration selection

process also got high marks for its commit-
ment of identifying and removing
systematic barriers to enable immigrants to
join the job market, said Mr.
Papademetriou. The difference between a
successful system and a very successful
system has “curiosity” at the centre of the
selection process, which involves flexibility
and adaptability and the political will to
change the system where necessary.

Quebec has reformed its immigration
processes to meet growing competition for
talent, according to Kathleen Weil, Minister
of Immigration, Diversity and Inclusion, her
title alone hinting of changes within her
ministry. Even so, the unemployment rate
among new arrivals is still too high even for
the most qualified professionals. “Our gov-
ernment is therefore determined to better
select and better integrate immigrants so we
as a society can live better together.”

The old selection system based on
points which took up to four years to
analyse and process a case, has been
replaced by a system based on a “declara-
tion of interest” which reduces waiting
times by selecting candidates with the best
potential to integrate into Quebec society.
Those who want to emigrate to Quebec reg-
ister with Employment Quebec to list their
qualifications. “Those who are best suited
for the needs of the job market, have a valid
job offer or have training in a desirable field,
will be invited to submit a formal immigra-
tion request. We will invite employers to
help in the selection process, based on
regional needs,” said Ms. Weil.

Quebec is actively recruiting overseas,
since the province’s universities cannot ful-
fill all the strategic positions. In the
Montreal region, for example, more than
one of every two aeronautic engineering
jobs is filled by an immigrant, Ms. Weil
pointed out. And the video game produc-
tion sector employs 10,000 workers and is
growing by 16 per cent a year, she added.

Over 42,000 foreign students study in
Quebec each year and some are filling many
of the those positions through, among other
programs, the Programme de l’Expérience
Québécoise, which fast-tracks students and
temporary workers who have studied or
worked in the province to become perma-
nent residents. Since the program was
introduced six years ago, 33,500 people
have moved here. 

Like other parts of Canada, Quebec
continues to struggle to find work for immi-
grants that matches their qualifications,
because their degrees are often not recog-
nized or accepted by potential employers.
“We intend to put an end to this waste of
talent which is costing the country between
$13 billion and $17 billion a year, according
to the Conference Board of Canada. Our
objective is to offer immigrants a clear path
in terms of training and internships with the
help of business groups and employers.” 
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The stars are beginning to line up for electric vehicles
BY BRIAN DUNN

How big is the electric vehicle (EV) market? It’s big in places
like California, but is growing here too. During a presenta-
tion at the International Economic Forum of the Americas in

Montreal on June 13, AddEnergie, of Montreal, confirmed it was
launching a network for recharging electric vehicles (EVs) in five
provinces. The initiative has the backing of Quebec’s largest pension
fund manager, La Caisse de dépôt et placement du Québec, while a
provincial investment agency has provided $12.8 million to support
the project.

Called the FLO network, it will initially have 2,000 charging
locations in Quebec, Ontario, British Columbia, Nova Scotia and
New Brunswick. AddEnergie said its goal is to add 8,000 more charg-
ing stations across Canada over the next five years. It will also
introduce charging station for homes.

AddEnergie is among companies predicting electric vehicles will
become a mainstream alternative to gasoline-fuelled cars as EV tech-
nology improves and governments work to reduce emissions of
greenhouse gases. The company has also developed a smartphone
app to identify the closest available charging station and make pay-
ments. It will have support from operators through a 24-hour toll-free
number.

Widespread adoption of electric vehicles has been hampered by
consumer concern over the availability of charging stations, the time
required to charge EV batteries and the distance that can be travelled
between charging sessions. Led by Europe and China, the EV market
grew by 20 per cent last year, according to Claire Curry, Head,
Advanced Transport, Bloomberg New Energy Finance. Growth in
North America, but is being hampered by low gasoline prices and
smaller vehicles. “China is the largest manufacturer of EVs in the
world. Their target was to produce one million EVs last year, but they
only managed to produce 500,000. There will be 6.5 million EVs on
the road this year and 40 million or 15 per cent of all cars by 2040.”

Ford currently offers three plug-in models and will introduce
more as demand increases, said Mike Tinskey, Global Director, Vehi-
cle Electrification and Infrastructure, Ford Motor Company. Barriers
to increased demand include the total cost of ownership, and sales in
North America are stagnant due to low gasoline prices. “But the con-
venience of plug-ins at home and vehicles with 200 to 300-mile range
will be huge enablers. However, to promote the industry further, we
need the (charging) infrastructure in place. Most charge at 50 KW.
We’ve already surpassed 100 KW chargers. We have no boundaries.”
It costs about $50,000 to install highway charging stations.

Many dealers are reluctant to carry EVs as they tend to sell more
slowly than regular vehicles, said Patrick Hertzke, Principal, McKin-
sey & Company. A gas tax could spur more consumer demand, he
suggested. He predicted a “collision course” between automakers
and regulatory authorities over carbon emissions over the next five to
ten years.

Norway is a feel-good story for EVs which accounted for 60 per
cent of new car sales last year due to government incentives, a carbon
tax and separate lanes for EVs. Atlanta, Ga. was the second-biggest
EV market in the U.S. in 2014 due to state and federal subsidies and
free plug-ins at work. However, the benefits were recently removed
due to the cost to taxpayers and EV sales dropped by 90 per cent.

In 1991, lithium iron batteries cost $3,000. Today they cost
around $200, according to Karim Zaghib, Director, Energy Storage,
Hydro Quebec Research Institute. In the next five years, new tech-
nology will see the development of lithium sulphur batteries to
enhance energy density, he added, and noted Hydro Quebec is devel-
oping charging stations with some of its partners. There is a lot of
push-pull between governments and OEM stakeholders as to where
EV is heading. “If electric utilities, regulators and OEMs worked

together, it would be the best solution. Infrastructure is not a low-cost
investment. Governments can help clear the hurdles by imposing fees
for peak demand charges,” said Mr. Hertzke. A major challenge in
places like India and China is charging reliability, noted Mr. Hertzke.
It is less of a barrier in North America where there is usually a second
family vehicle.

“A car is as much as an emotional purchase as a practical one.
Millennials perceive EVs as dull. OEMs need to push the vehicles as
compelling to drive and put advertising dollars behind their promo-
tional efforts.”

KARIM ZAGHIB

PATRICK HERTZKE

MIKE TINSKEY
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Aluminum is upping the ante to become the green
metal
BY BRIAN DUNN

This year should be a record-breaking one for vehicle sales,
thanks to strong demand for trucks and SUVs, which have
replaced automobiles in driving demand. In fact, conven-

tional auto sales in the U.S. are “dead and they’re not coming
back” even if gas prices skyrocket, according to Kevin Tynan,
Senior Automotive Analyst, Bloomberg Intelligence, during a pres-
entation at the International Economic Forum of the Americas in
Montreal on June 13. That’s because trucks have become more
fuel efficient over the last few years due to the Corporate Average
Fuel Economy (CAFE) standards first enacted by the U.S. Congress
in 1975, in the wake of the Arab Oil Embargo to improve the aver-
age fuel economy of cars and trucks produced for sale in the U.S.
Trucks such as the Ford F-150, Dodge RAM and GM Silverado,
account for 60 per cent of all vehicle sales in North America, up
eight per cent from last year, while passenger vehicle sales are
down eight per cent during the same period. In addition to being
more fuel efficient, vans and trucks appeal to families who deem
them safer than cars and because automakers are heavily promot-
ing them as they add more value to their bottom lines.

In order to meet the 2025 CAFE standards, automakers are
relying on three major improvements, namely weight reduction,
lower aerodynamic drag, and power train improvements. CAFE
requirements are driving aluminium demand to reduce weight, Mr.
Tynan said. But the steel industry is fighting back with its own prod-
ucts made with carbon fibres.

“The bigger the vehicle, the more weight you can take out of it
which bodes well for the aluminium industry,” said Mr. Tynan.
“Advanced high strength steels are battling it out with aluminium
and magnesium and the biggest loser is standard steel, although steel
is still the dominant material in vehicle manufacturing.”

Because of falling commodity prices and the drive towards a
greener planet, the aluminium industry must become more efficient
and find alternative uses for its product. That may prove challenging
since China produces half of the world’s aluminum primarily from
electricity generated by burning coal, noted Jean Simard, President,
CEO, Aluminium Association of Canada. And the price of alu-
minium has fallen from $3,000 a tonne in 2008 to around $1,200
today with over 40 per cent of production capacity being redundant,
said Mr. Simard. 

“The drive towards improved production efficiencies and tech-
niques is therefore under way. It is against this background and new
business environment that the industry is repositioning for the
future. It’s about responsible production and decarbonisation of the
global economy by producing better with fewer resources.”

Aluminium production is an energy intensive industry, but only
accounts for two per cent of CO2 emissions, noted Fiona Solomon,
Executive Director, Aluminium Stewardship Initiative. “Aluminium
used in cars reduces carbon emissions and recycling it uses only five
per cent of the energy used to produce it. Therefore, how can alu-
minium be produced with recycling in mind?” Her organization is
looking at developing a third party certificate program and standards
for the mining industry which has lagged a lot of other industries,
Ms. Solomon pointed out. ‘We want to help companies define sus-
tainable development, support regional climate initiatives and help
reduce duplication among different companies. The point is to
develop long-term change.”

JEAN SIMARD FIONA SOLOMON KEVIN TYNAN
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Putting the future into transportation planning
BY ALEX BINKLEY

Transport Minister Marc Garneau is
preparing to launch months of consul-
tations on how to respond to the 244

recommendations in a review of national
transportation policy, which urged govern-
ments to think of the future in their
decisions on infrastructure.

On May 24, Garneau and Transport
Department officials held the first of many
roundtables and other consultations with
representatives of the transportation indus-
try, its customers, planners and provincial
and municipal governments, which should
wrap up in the fall. Government and busi-
ness need to develop situational awareness of
what’s happening within the transportation
system, the minister has said in recent
speeches. It’s “better for safety, better for
moving goods efficiently, better for all Cana-
dians getting from point A to point B. “The
federal government cannot develop this abil-
ity alone,” he adds. “It will take
unprecedented information sharing between
the transportation sectors, governments and
several other bodies to accomplish this goal.”

The review of the Canada Transporta-
tion Act headed by former cabinet Minister

David Emerson was released in February.
The most controversial proposals involved
Prairie grain transportation and the govern-
ment postponed a decision on them until
2017.

The public forums on the Emerson
report thus far have generally applauded its
emphasis on thinking long-term about the
overall effectiveness of the transportation
network that moves goods and people and
stop focusing on the current well-being of
individual carriers, ports and airports. Gar-
neau says, “If we truly see transport as a
living, breathing, integrated system, we must
see it as having all modes connect and func-
tion in harmony. … Transportation is
essential to drive this country’s economic
growth and the future prosperity of all Cana-
dians. But we must also design and manage
the transportation system so that we con-
tinue to protect passengers, communities
and our environment.”

Garneau said he wants ideas on where
the transportation system should be in the
next 20 to 30 years as well as priority areas
for action over the short- to medium-term
“that will position the system to support eco-

nomic growth, a healthier environment and
Canada’s competitiveness in global markets.”
One issue the Minister raised is the capacity
of the country’s railway system. “Over the
last three decades, we’ve seen a doubling in

Marc Garneau
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the volume of goods travelling by rail, such as grain, natural resources,
petroleum products, automobiles and other consumer items.  The
result is longer trains, in some cases with double-stack containers, to
handle the demand. The question is whether our rail system can
handle even more traffic in the future. “The plain truth is that trans-
portation corridors in Canada today continue to face bottlenecks that
block the fluid movement of the goods transported through them,” he
noted. “My challenge is to change that.”

Garneau says his marching orders from Prime Minister Trudeau
“state that my overarching goal is to ensure that Canada’s transporta-
tion system supports the government’s agenda for economic growth
and job creation. We have an amazing opportunity right now to think
about what transportation can do to help build this country for future
generations. Let’s start by thinking big. After all, we live in the second

biggest country on Earth! Let’s strive to create a future for transporta-
tion that is based on imagination, innovation and inspiration. It takes
years to build infrastructure. So how do we, as a country, develop the
next generation of transportation infrastructure that will meet the
demands of markets that are not on our radar today?”

There are five themes in the consultations: safer transportation;
trade corridors to global markets; green and innovative transportation;
the traveller and waterways, coasts and the North. While much of the
report focused on freight transportation, Garneau was planning an
online discussion with Canadians on the theme of “The Passenger”.

Anyone who wants to comment on the Emerson report can go
to the website https://www.tc.gc.ca/eng/future-transportation-
canada-678.html, which contains a link to a submission form under
“Have an idea?”.

Marine industry on right course for safety, 
academic report declares
BY ALEX BINKLEY

Investments and training to reduce maritime transport accidents
have paid off during the last decade, but more information is
needed to improve safety, says a report prepared by the Council

of Canadian Academies.
The report, commissioned by the Clear Seas Centre for Respon-

sible Marine Shipping, and a public opinion poll by Angus Reid also
commissioned by the Centre, show the industry was on the right
course with its safety efforts to gain public recognition of its safety.

“Commercial marine shipping has benefited from improved
traffic control technology, better ship designs, and a strengthened
regulatory regime,” said James Parsons, Academic Director at the
Marine Institute of Memorial University and Chairman of the com-
mittee that prepared the report. “Accidents do still occur, yet
typically do not result in large impacts.” 

The report said the likelihood and severity of a shipping acci-
dent differ greatly across Canada. While the St. Lawrence River has
the highest level of commercial marine accidents, they’re the least
likely to lead to casualties or serious injuries. The Pacific Region has
the highest level of shipping activity, but a relatively low risk profile.

“Clear Seas commissioned this report to build consensus on the
scope and character of commercial marine shipping risks,” said its
Executive Director Richard Wiefelspuett. “The report highlights a
surprising lack of available data and research to fully understand the
types, nature and causes of marine shipping risks, so we’ll use this
report as a benchmark for future research to help fill the gap. A lack
of data limits the understanding of marine shipping risks in Canada.” 

Wiefelspuett added that “More research is needed to contribute
to a fuller understanding of the factors that contribute to the regional
variations in accident rates and severity. Characterizing and measur-
ing the likelihood of commercial marine shipping accidents is
dependent on accurate and complete data”. Currently data does not
include causal information nor do they allow for risks to be charac-
terized by stages of shipping.” He expects more insight into the
industry’s performance and importance will come with the comple-
tion of the Council’s expert panel assessment on the social and
economic value of commercial marine shipping in Canada. It was
commissioned by the Clear Seas Centre and is due for release in
2017. 

One vexatious area in maritime safety is information on oil
spills, he added. The Canadian Coast Guard, spill response organiza-
tions and the insurance industry, “collect different data and there is
no consistency or harmonization across data sets.” He urged the fed-
eral government to have Statistics Canada resume the collection of

marine shipping stats, which it discontinued in 2011, he said. “As
well, a single data repository of causes, types and impacts of inci-
dents and accidents would allow for better risk characterization.”

Michael Broad, President of the Shipping Federation of Canada,
said the Council’s report “lays the groundwork for future risk assess-
ments.” He welcomed its emphasis on the safety culture that’s been
injected into the business. Overall, the accident and incident rate has
trended downward.” The risk posed by shipping in the Arctic
because of a lack of detailed navigation charts also needed to be
pointed out.”

Being able to demonstrate improved maritime safety is impor-
tant to keeping public trust of the industry’s commitment to safety,
Wiefelspuett said. “Of the many important findings in this report, we
are very pleased with Council’s development of a framework that
acknowledges the importance of social licence to operate. ”The ease
“with which social licence can be gained will depend not just on the
risk level, but also the broader risk perception of a given commu-
nity.”

It is certainly a challenge to address misperceptions without
accurate and up-to-date information, so we, as an industry, have to
push hard to get that resolved, which I think is doable. But with the
information we do have available, I think we can do a better job of
communicating the story of the importance and benefits of commer-
cial marine shipping to Canadians, while at the same time increasing
our social license by openly and regularly engaging with coastal com-
munities, indigenous groups and the public about the risks, whether
real or perceived, and risk mitigation measures.”

The Angus Reid poll said Canadians feel overall confident that
marine shipping is safe, but they have reservations about transporting
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oil in the Bay of Fundy and around B.C.’s south coast. “Canadians see
Canada as a seafaring nation and have mostly positive views about
shipping and its contribution to the country.” Coastal Canadians have
stronger views about the industry’s safety than those who live far
from the ocean or the Great Lakes, the pollster said. Then there is
concern “that not enough attention is paid to them.” 

“Canadians believe marine shipping makes an important – even
critical –contribution to the economy, facilitates international trade
and benefits coastal communities. Three-quarters (73 per cent) of
Canadians rate the marine shipping industry and its activities as
“generally safe” and another one-in-five (21 per cent) say it is “very
safe” About 40 per cent expressed concern about movement of
petroleum by water.

Among the conclusions in the Council’s report is acknowledg-

ment that while Canada has a well-developed oil spill response
regime, recent evidence has identified areas for needed improve-
ment. Providing a timely response, particularly in remote areas, is one
example. There is also a need for a hazardous or noxious substances
preparedness and response regime across Canada, as well as further
research into how these substances behave in a marine environment.

The report also said that because there are few maritime acci-
dents in Canada, “much of the evidence on the environmental,
economic, social, and health impacts comes from elsewhere. This
evidence underscores the fact that large oil spills, because of the
severity of their impact, present a significant risk to Canada. Environ-
mental impacts, both immediate and longer term, can lead to a
number of subsequent social, economic, and health impacts that
increase the overall degree of risk associated with oil spills.”

INSIDE SALES / PRICING / CUSTOMER SERVICE 
REPRESENTATIVES

We are currently recruiting for candidates with a minimum of 2 years
ocean experience for our Lachine, Quebec and Richmond, Vancouver
branches.

Responsibilities will include:
• Coordinating shipments from our global network
• Preparing quotations for clients and sales personnel
• Handling the full range of sales processes required for consolidation
services

• Securing / processing reservations
• Grow existing business through an established customer base.
• Managing LCL pricing for customers with a common goal on growing
our Import and Export volumes

• Strategically work with field representatives to meet clients needs

Must be Bilingual (English/French), computer literate, comfortable with
internet based applications, and Microsoft Office proficient. Knowledge
of global geography would be an asset.

Personal attributes must include, being very organized, meticulous,
courteous, and customer oriented. We offer a competitive compensa-
tion and benefits package

Please send resume to: HRCanada@ecuworldwide.com

ACCOUNT EXECUTIVE 
(outside sales)

CMA CGM CANADA INC. has an immediate opening in its Mississauga
office.

The ideal candidate will possess a college degree or equivalent experi-
ence. A minimum of 3 to 5 years’ experience in the steamship or for-
warding/logistics business. Previous sales training would be an asset.
Communication and interpersonal skills as well as presentation skills
are required. Be well versed in ALL Microsoft Office-based programs.

We offer competitive compensation and an excellent benefit package.

Please send your resume by fax or email to:
Fax: 514-908-7009 / Email: hr-canada@usa.cma-cgm.com

CMA CGM S.A. launches all-cash voluntary conditional
general offer to acquire NOL

CMA CGM S.A. launched an all-cash voluntary conditional
general offer for all outstanding shares of Neptune Orient Lines
Limited (NOL) other than those it already owns, controls or has
agreed to acquire. This follows approvals by the relevant regulatory
authorities in the European Union and China. 

As of June 6, CMA CGM owned 10.5 per cent of all NOL
shares, and intends to delist and privatize NOL through the Offer.
NOL’s majority shareholders (Temasek Holdings (Private) Limited
and its affiliates), which own 66.78 per cent of all NOL shares, will
tender all of their NOL shares in acceptance of the Offer. The Offer
Price is SGD 1.30 per NOL share in cash, which CMA CGM does
not intend to increase. 

CMA CGM believes that the acquisition of NOL would enable
CMA CGM to reinforce its position as a leader in the container
shipping industry, with a capacity of approximately 2.35 million
TEUs, a market share of approximately 11.7 per cent, a fleet of
approximately 540 vessels and a combined annual turnover of
approximately US$21 billion. Leveraging the complementary
strengths of the two entities, the combined group’s customers will
have access to an enlarged and well-balanced shipping coverage
across the strategic trades of global commerce, and to an extended
range of products and services. CMA CGM further believes that
the combination of the two groups would also create scale to
enhance competitiveness and deliver sustainable performance. 

CMA CGM attaches significant importance to Singapore and
the region for the deployment of its strategy in Asia. The combined
entity would reinforce Singapore’s leadership in the maritime and

shipping sector as the city-state seeks to increase maritime services
and transportation volumes, including committing more volumes
through Singapore. CMA CGM will also contribute to reinforce
Singapore as a center of excellence in the field of maritime activi-
ties as CMA CGM plans to use Singapore as a key hub in Asia. In
this regard, CMA CGM plans to establish its regional head office in
Singapore.  

On June 27 CMA CGM announced it had acquired ownership
of more than 90 per cent of NOL’s shares, and that it intended to
seek delisting of the shares from the Stock Exchange.
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Claude Mongeau to step down as CEO of CN

CN’s Marie-Chantal Savoy named 2016 
Transportation Marketing Executive of the Year

CN announced that its President and
Chief Executive Officer, Claude
Mongeau, will step down from his

role leading CN at the end of June. Mon-
geau joined CN 22 years ago, was its Chief
Financial Officer for 11 years, and its Chief
Executive Officer for the last six and a half
years. He has been one of the key archi-
tects of CN’s remarkable business
transformation from the early days towards
the company’s Initial Public Offering in
1995, to its successful expansion as a lead-
ing North American railway today.

Mongeau said: “I was filled with joy
returning at the helm earlier this year, but I
gradually came to realize that it is difficult
to fulfill such a demanding role given my
new condition as a laryngectomee. I sin-
cerely thank the key members of my
Leadership Team and my fellow CN Direc-
tors for their understanding and support in
the circumstances.”  Mongeau continued:
“Facing up to a situation like this inevitably
stirs a lot of emotions, but I step down from
my role with a deep sense of pride and the
firm conviction that CN remains in good
hands and has a bright future.”

CN’s Directors today unanimously
appointed Luc Jobin as President and Chief
Executive Officer and a Board member,
effective July 1st, 2016. Jobin, 57, joined
CN as Executive Vice-President and Chief
Financial Officer in 2009 following a suc-
cessful career as a senior executive at
Imasco, Imperial Tobacco, British American
Tobacco and Power Corporation. CN has
greatly benefitted from his very broad busi-
ness experience over the last seven years as
he set out to strengthen the finance, infor-
mation technology and strategic planning
functions; he also co-ordinated the CN
Leadership Team during Mongeau’s medical
leave in the fall of 2015. 

CN’s Chairman, Robert Pace, said:
“Although Claude will remain available to
help with the transition, we will miss him
and his sound leadership dearly. His bold
innovation agenda, centred on true supply-
chain collaboration and solid customer
service, has set CN on a path of sustainable
value-creation for many years to come and
we warmly thank him for that contribution
on behalf of all our stakeholders.”

Pace concluded: “Luc and the senior

Leadership Team are well-prepared to carry
on delivering CN’s agenda of operational
and service excellence. With its unique
three-coast network, its diversified business
franchise and its workforce of 23,000
highly talented railroaders, CN remains
very well-positioned for the future.”

The Transportation Marketing & Sales
Association (TMSA) recently named
Marie-Chantal Savoy, Director of

Marketing Innovation at CN, the 2016
TMSA Marketing Executive of the Year.
Each year, this award recognizes a senior-
level leader who has demonstrated
strategic thinking and intelligent execution
of marketing initiatives to meet the busi-
ness goals of their organization.

“Marie exemplifies what TMSA
encourages our members to aspire to,” said
Brian Everett, TMSA’s Chief Executive Offi-
cer. “Those involved in the selection
process were thoroughly impressed with
how effectively Savoy has elevated market-
ing in the rail industry within North

America, while giving CN a new face digi-
tally, in print, and at every intersection
where the CN brand interacts with stake-
holders. We were particularly struck by a
statement made in her nomination: ‘Marie
is fearless in how she approaches a chal-
lenge. As a result, she creates commitment
in those around her, this has been core to
her success in elevating and modernizing
CN’s marketing. She has managerial
courage, she is creative and innovative, and
has unstoppable passion.’ ”

This award is part of TMSA’s mission
to provide recognition to marketing, sales,
and communications professionals in the
transportation and logistics industries.

TMSA helps its members and their compa-
nies to make sales, marketing and
communications strategies more effective,
productive, and profitable. 

Claude Mongeau

Marie-Chantal Savoy
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EDC’s spring 2016 export forecast predicts relief for
non-resource Canadian exporters
BY R. BRUCE STRIEGLER

Twice a year, the Export Development Canada (EDC) economics
team assembles data which offers a detailed analysis of what
Canadian exporting companies can expect in the coming years.

Called the Global Export Forecast (GEF), the spring 2016 edition sug-
gests a promising outlook for this year and next. Despite these positive
conclusions, Peter G. Hall, EDC’s Vice-President and Chief Economist
says, “There’s a lot of negative news circling the globe, and it hasn’t
stopped. It seems like we’ve had seven or eight years of this. The dif-
ficulty with the most recent news is that since the middle of 2014,
we’ve seen an enormous tumble in a lot of different indicators out
there. People in Canada are familiar with commodity price drops, but
bond markets are in turmoil, currencies have been bouncing around
all over the globe, and we’ve seen a tumble in stock markets.”

In EDC’s spring export forecast, the agency observes that strong
demand for Canada’s manufacturing exports will lead to significant
export growth in three major sectors: consumer goods with 14 percent
growth, aerospace rising by 13 percent, and automotive exports
increasing by 10 percent. While natural resources continue to struggle
under lower prices and sluggish demand, double-digit growth in con-
sumer goods, automotive, and aerospace sectors will drive Canada’s
overall exports to grow by two per cent this year, according to the most
recent global export forecast. “The market indicators are reacting to the
situation in a most unusual way.” When an economy is seen to be gain-
ing strength, leading indicators generally move upwards, but Hall
points out that in this case, some of the leading indicators are moving
in the opposite direction. “Many are interpreting this as evidence of
global weakening,” he says.

Mr. Hall muses that the odds seem heavily stacked against
growth, “It’s a wonder we’ve had any at all. Maybe that’s just the point.
For the economy to heave against such odds, there must be an oppos-
ing force, and it must be substantive.” Hall notes that despite being hit
by weather issues, political mismanagement, financial market turbu-
lence, labour activity, sectoral weakness, short-term capacity pressures
and other unforeseeable happenings, the U.S. economy pushes
onward. Says Hall, “Pent-up demand is driving consumer spending and
housing activity, spurring business investment, and creating jobs by the
boatload.”

U.S. economy seen as driver of global growth
The implications of the U.S. growth says Hall, are that over the

next few years, it will drive increased demand for Canadian-produced
consumer goods, including housing-related articles such as furniture
and household durables. Niche industries such as medical equipment
will also experience export growth as an aging U.S. consumer drives
higher health spending. “Canada’s export story in 2016 is, naturally,
directly linked to what we’re seeing in the global economy: commodi-
ties are struggling but people’s need for homes, furnishings, and
transportation to and from work is rising again.” He points out that the
U.S. economy is considered the engine of the world’s economies, the
one that has superior productivity growth, and says, “If anything is
going to drive things forward, it is this U.S. economy.”

Mr. Hall continues, saying that as the U.S. powers up and spreads
its growth to the rest of the world, it will become the main cause for
Canada’s surging exports in the transportation and consumer goods cat-
egories. Rising global demand for new aircraft and related services will
help Canada’s export performance he predicts. Adding the weaker
Canadian dollar to the mix says Hall, will give exporters a price advan-
tage when selling into the U.S. and certain other foreign markets, and
further boost Canada’s overall export growth. He adds that other indus-

tries are not only taking off, thanks to renewed growth fundamentals –
but their growth actually is being boosted significantly by weak mineral
and energy prices.

Mr. Hall points to several factors pushing higher demand for
Canada’s aerospace exports, including lower jet fuel prices leading to
stronger margins for airlines. As a result, mainline carriers are now
looking to renew and expand their aircraft fleets. According to EDC,
there is also an accelerating demand for training and air crew educa-
tion, which is boosting exports of Canadian-built flight simulators like
those made by CAE. For the auto sector, record U.S. demand for vehi-
cles along with the lower Canadian dollar are the main reasons for the
expected 10-percent growth in auto-sector exports this year. The
volume of shipments will increase now that vehicle manufacturing
plants in Windsor and Oakville have resumed full production following
down time for modernization and retooling.

Reason for optimism in spite of lower resource prices
“Despite what the headlines say, there are several bright spots for

Canadian exporters beyond the U.S., particularly in Asian markets such
as China and India,” says Hall. “Both countries will see growth of more
than six per cent this year, an impressive clip given their economic size.
Still, it’s imperative for exporters going into those markets to do their
research first and identify areas of opportunity, while also getting a grip
on risks they need to protect themselves against. There are plenty of
resources to help.”

The EDC report goes on to point out that Canada is facing head-
winds of its own. Lower resource prices pummeled the energy and
mining sectors last year. However, the effects were almost solely on
company margins. According to the export forecast, the real adjust-
ments will come this year, as project cancellations and layoffs are
expected to take effect. Mr. Hall notes that this will hit an economy
with fundamentally weak housing markets in multiple cities and a
consumer that is about as debt-stretched as Americans were, pre-
crisis. As such, near-term domestic activity is forecast to be soft. The
EDC forecast says that risk shadows mining and energy exports,
although the end of the price plunge should stem the dramatic losses.
Moreover, prior projects reaching the production phase will actually
increase output available for export, in both the mining and oil and
gas sectors.” The report notes these are a couple among a few select
categories where progress was weak leading into 2016. Mineral and
chemical exports ended last year down considerably from average
performance during the year, and the outlook remains challenging.

The EDC Economics team reports that service exports will
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maintain a healthy four percent rate of
growth this year driven by the weaker Cana-
dian dollar and positive economic outlooks
for Canada’s key trade partners, the U.S. and
Europe. The services sector accounts for the
highest share of Canadian exports and will
remain among the most solid and stable con-
tributors to overall export growth. With
more than 80 per cent of costs to produce
services exports sourced domestically, the
weaker Canadian dollar provides competi-
tive gains to support exports and suppliers’
margins. Although the lower currency partly
reflects headwinds to economic activity and
trade due largely to the plunge in energy
prices, EDC expects these to recover gradu-
ally as of this year. All services export
subsectors are expected to advance this year
and next.

EDC’s spring forecast notes that, “Per-

sonal travel is by far the largest contributor to
service exports growth, and tourism services
providers will be the biggest beneficiaries of a
lower currency as the number of new
arrivals, particularly from the U.S., should
continue to recover from recent historical
lows.” The report suggests that a stronger
U.S. economy should also lift services
receipts from business travel. Growth in
transportation services receipts have been
dragged mainly by softer trade, but the posi-
tive outlook should lift water and air
transport activity going forward. Commercial
services account for nearly two-thirds of the
bulk of total receipts in the sector. “While
some of these are delivered on a standalone
basis, others are either embodied in or inte-
grated with goods exports, making the latter
two types more sensitive to trends in mer-
chandise trade.” Exports of technical and

trade-related services as well as of profes-
sional and management consulting services
are expected to benefit from improving
trade, commodity prices and the broader
economic backdrop. As well, the negative
growth trend for telecom and technology
services exports should reverse as U.S. com-
panies are forced to invest to increase
production capacity.

Mr. Hall says, “Growth is back, but
many don’t see it. Turbulence, the fallout of
lower commodity prices and pre-existing risks
each loom large, and are eclipsing the growth
story. It has turned into a psycho-cycle, with
both stories vying for attention. Few past
episodes have seen such a juxtaposition, and
there are probably few precedents for what’s
at stake. Growth is expected to prevail. It has
thus far, and it usually does when fundamen-
tals are as they are today.”

B.C.’s ten-year transportation plan includes building
more infrastructure with a focus on goods movements
BY R. BRUCE STRIEGLER

“This will be the largest bridge ever
built in B.C. When completed, it will
address what is now the worst traffic bot-
tleneck in the province,” said B.C.’s
Minister of Transportation and Infrastruc-
ture Todd Stone. The George Massey
Tunnel currently carries traffic under the
Fraser River from Vancouver, through Rich-
mond and Delta, to the U.S. border. In
2013, the B.C. government announced
plans to replace the tunnel with a bridge,
and is planning on construction to begin in
2017. While traffic congestion on the main
route to the U.S. is extremely heavy, there
has been plenty of public speculation the
bridge is being built to allow for more trade
and larger ships using the Fraser River.
Freedom of Information requests from Van-
couver media showed Vancouver Fraser
Port Authority and Fraser Surrey Docks LP
lobbied hard in favour of scrapping the
tunnel, a move that would allow larger
ships to ply the south arm of the Fraser
River.

The Minister in his public appearances
touts the benefits of the bridge as creating
improved traffic flow, less pollution and
preservation of rapidly disappearing farm-
land in B.C.’s lower mainland. “The new
bridge will improve highway safety, reduce
greenhouse gas emissions from unneces-
sary idling, and save rush-hour commuters
up to 30 minutes a day,” says Stone. Stud-
ies put forward by the province show that
current congestion at the tunnel creates a
million hours of idling a year. The project
scope includes replacing the Tunnel with a

new 10-lane bridge (eight lanes plus two
dedicated transit/high-occupancy vehicle
lanes) spanning the Fraser River South
Arm, decommissioning the Tunnel, and
improving Highway 99 from Bridgeport
Road in Richmond. 

For its part, Vancouver Fraser Port
Authority says through a statement, “We
support the replacement because it could
allow for new options for using river to sup-
port Canada’s trade objectives. In
developing its plans, the government con-
sulted with us, particularly as it related to
determining a bridge height that would
accommodate future trade. The waters

below the bridge are within the Port
Authority’s navigational jurisdiction, and
therefore we need to ensure any structure
overhead will not restrict current or future
shipping.” The controversy over the bridge
project underscores an ongoing divide
between Metro Vancouver mayors, who
are responsible for approving TransLink,
the regional transportation authority, fund-
ing for projects such as the Pattullo Bridge,
and the province, which continues to plow
money into its own infrastructure projects,
including the Port Mann Bridge and the
new bridge to replace the Massey Tunnel.
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Rendering of proposed new bridge
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New bridge re-ignites the debate over tolling across
the region

The George Massey Tunnel, a 629-metre long tunnel was con-
sidered an engineering marvel in 1956 when construction began.
It was the first project in North America to use immersed tube
technology. The tunnel, which was opened by Queen Elizabeth in
1959, no longer meets current seismic guidelines and would need
major maintenance in the next ten years if it were to remain open.
Estimated to weigh 110,000 tonnes, the old tunnel structure will
be removed in a way that protects important salmon populations.
Population and employment on both sides of the Fraser River are
forecast to continue growing, with demand at the Tunnel increas-
ing by about 20 per cent over the next 30 years. Replacing the
tunnel is not what a former transportation minister said would
happen to the tunnel ten years ago, instead noting that the existing
tunnel would be retained and eventually twinned with a second
tunnel. A total of $22 million was spent on seismic improvements
in 2004.

By the time the first cars are expected to cross the new 10-
lane Massey Bridge in 2022, regional mayors hope they will have
some form of road pricing, such as tolls on all roads and bridges or
a fee per distance travelled in place across the region. The idea is
to make travel more equitable across the region, particularly south

of the Fraser, where residents are already subject to a tolled Port
Mann Bridge and Golden Ears Bridge, and would also face fees to
cross the new Massey Bridge and a proposed upstream replace-
ment of the 79-year old Pattullo Bridge.

In a speech to a local Chamber of Commerce meeting in
March, Minister Stone told the audience, “Transportation is
absolutely critical to a strong, vibrant diverse and growing econ-
omy. In B.C. we are particularly fortunate because we are Canada’s
Asian Pacific Gateway. We are Canada’s face to the east. That is
why, in partnership with the federal government and with other
partners, the province has invested $18 billion in transportation
since 2001, which is the largest per capita investment in trans-
portation in Canada.”

In 2015, the B.C. Government announced ‘BC on the Move’,
a ten-year transportation plan that outlines critical investments and
improvements throughout the province, and aims to rehabilitate
roadways and bridges, improve efficiency of ports and airports. The
government says the $2.5 billion plan will grow the economy,
improve safety, maintain and replace aging infrastructure and sup-
port trade for B.C.’s expanding resource sectors through Canada’s
Asia-Pacific Gateway. Minister Stone says, “In many ways, the
George Massey Tunnel and the vision we have for its replacement,
is about improving this vital transportation corridor.”

How Davisville, Rhode Island, aims to capture some of
Canada’s port volumes
BY IRA BRESKIN 

Recently serving as a viable alternative debarcation port for
Canada-bound auto imports may pay larger, longer-term divi-
dends for Port of Davisville, located in North Kingstown,

Rhode Island. Davisville last year enjoyed a spike in Canada-bound
auto shipments because of the severe 2014-2015 winter that
played havoc with operations at some competing northeastern
ports, specifically Halifax. Record snowfall snarled some competi-
tors’ intermodal/rail operations.

To avoid costly weather-related delays for ships and their cargo,
auto carriers inbound from Europe last year for the first time dropped
off their Canada-bound cargo at the port here on protected Narra-
gansett Bay in central Rhode Island. Six ships discharged about
25,000 vehicles destined for Canada. The carriers, already due to
discharge cars at Davisville, bypassed the previously scheduled Hali-
fax port call. Those incremental Canada-bound shipments increased
Davisville’s seaborne 2015 vehicle traffic by about 10 per cent, to
about 227,000 units.

Weekly LCL Service
Africa – Asia – Australia – Middle East – Europe –

South America – United Kingdom

Tel.: (514) 631-2880  Toll Free: 1-877-631-2880
Email: odyssey@odysseyshipping.com

Online Bookings 24/7
www.odysseyshipping.com

ODYSSEY SHIPPING

In fact, Davisville is the 10th largest U.S. port handling auto
imports across its two 1,200 foot long berths. In addition, North
Atlantic Distribution Inc., a privately owned company located within
the port, provided dealer preparation services prior to the Canada-
bound vehicles leaving the port, part of a free trade zone. Now,
Davisville plans to promote its ready availability to serve as a contin-
gent , or even a regularly-scheduled debarcation port for automobile
consignees in eastern Canada, said Evan Matthews, Port Director,
during a recent interview.  Toronto, for example, a major end-market
for vehicles imported into Canada, is only about 600 miles from
here.

To facilitate delivery to dealers, Davisville uses its internal Seav-
iew Railroad that hands off freight through an interconnection with
Canadian National and Canadian Pacific railways via the Providence
and Wooster Railroad. 

Because Davisville contracts for dredging of the port’s entrance
channel at its berths, import cargo shipper don’t pay the mandatory
federal Harbor Maintenance Tax (HMT).  That fee, about $12.50 for
every $10,000 of the cargo’s declared value, is collected by most
competing ports to reimburse the US Army Corps of Engineers for
dredging to keep ports navigable. Shippers using Port of Davisville as
their port of entry can use the savings of $40 to $50 per vehicle to
offset a portion of the higher rail fee to transport vehicles to final des-
tination from southern New England, rather than from Halifax.

Davisville dredging requirements are modest for several rea-
sons. First, sheltered Narragansett Bay has few rivers flowing into it,
which would produce the sediment that would need to be removed.
Secondly, major dredging work was done by the Navy, prior to the
port and adjacent 3,212 acre business park being turned over to the
state of Rhode Island in 2005.

Port of Davisville is owned and operated by Quonset Develop-
ment Corp., a quasi-public state agency. Originally, the port and
adjacent area served as the Naval Construction Forces Training
Center for Seabees, the Navy’s construction unit.
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Richardson doubles capacity at Vancouver port
terminal 

Richardson International Limited has
nearly doubled the storage and
receiving capacity of its export termi-

nal in North Vancouver following the
successful completion of a $140-million
expansion project. Richardson added an
80,000-tonne concrete grain storage
annex to its terminal, increasing storage
capacity to 178,000 tonnes. The terminal
now has the ability to handle in excess of
six million tonnes each year to meet grow-
ing demand for Canadian grains and
oilseeds. Richardson also upgraded and
enhanced its rail yard and receiving system
to handle and process railcars more effi-
ciently.

Building the new grain storage annex
on a narrow strip of land along the North
Vancouver waterfront was no easy feat. Not
only was it challenging to construct the
new annex along the North Vancouver
waterfront, Richardson’s terminal remained
in full operation while construction took
place.  “For us to complete this project on
time and on budget, not only continuing
daily operations but exceeding expectations
by setting new shipping and receiving
records, is an outstanding accomplish-
ment,” says Darwin Sobkow, Executive
Vice-President, Agribusiness Operations
and Processing. “Our Vancouver project has
been a tremendous success story from start
to finish and that speaks volumes about the
commitment and dedication of our team.”

Despite ongoing construction, which
began in September 2013 and concluded
earlier this year, Richardson managed to set
both rail and shipping records at its busy
port terminal.   While the facility typically
ships about three million tonnes of grain

each year, it set a new handling record in
2015, shipping 5.2 million tonnes. Richard-
son shipped 551,000 tonnes of grain in
April 2016 alone, beating the previous
record of 489,000 tonnes. That same
month, the Vancouver terminal received
5,400 rail cars - 200 more than it has ever
received in the same time period. 

“Our Vancouver expansion was a sig-
nificant investment in our business to
ensure we have the appropriate capacity on
the West Coast,” says Curt Vossen, Presi-
dent and CEO of Richardson International.
“As Canada’s leading agribusiness, we have
positioned ourselves globally to efficiently

move Canadian grains and oilseeds to
emerging markets in Asia-Pacific and other
areas, further enhancing our ability to serve
our farm customers at home and interna-
tional buyers around the world.”

Richardson is a worldwide handler
and merchandiser of all major Canadian-
grown grains and oilseeds and a
vertically-integrated processor and manu-
facturer of oats and canola-based products.
One of Canada’s Best Managed Companies,
Richardson is headquartered in Winnipeg
and has over 2,500 employees across
Canada and the U.S.
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Port of Johnstown first annual Port Day 

Port of Johnstown (Ontario) officials
reported a roaring start to the season
as it opened its doors on June 4 to

more than 1,000 members of the public as
well as politicians and business leaders for
its first annual Port Day. “The port is charg-
ing ahead with further infrastructure
improvements that will help attract new
cargoes and allow our existing customers
to expand their use of the port. We have
completed a new bypass access road to
allow for the shipment of height-restricted
oversized cargo and we have agreed to
expand grain storage by a further 10,000
tonnes,” said Robert Dalley, General Man-
ager of the Port. “Our shipping season also
got off to an early and busy start with ves-
sels delivering road salt and calcium
chloride and loading up with corn for
export.”

“As it marks its 85th anniversary this
year, the Port is well-positioned to keep on
growing, creating more jobs, investment
and tax dollars for our community,” said
Edwardsburgh Cardinal Mayor Pat
Sayeau.“Cargo being moved through the
port by truck, rail and ship now totals more
than 1.2 million tonnes a year. That’s a huge
success story for not only our township but
all of the communities being served
throughout Ontario and Quebec.”

Chamber of Marine Commerce Presi-

than 60 countries via the St. Lawrence
Seaway.”

The event particularly highlighted the
value of the port to the agricultural sector.
GreenField Specialty Alcohols, the largest

Speaking at the event were Gino Becerra, La Coop federee; Scott Krakar, London
Agricultural Commodities Inc.; MPP Steve Clark; Tom Lynch, Ingredion Canada
Corporation; Joanne van Moorsel, GreenField Specialty Alcohols Inc.;
Edwardsburgh-Cardinal Mayor Pat Sayeau; CCGS Griffon Captain Christopher
Hines; Stephen Brooks, President of the Chamber of Marine Commerce; Robert
Dalley, General Manager of Port of Johnstown 
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prevent supply shortages. Ken Robertshaw,
Vice-President of Grain Origination for
GreenField Specialty Alcohols, explained:
“The port acts as our security blanket. We
receive 65-70 trucks a day of local corn for
continuous grinding at the plant but the
port is our backup anytime that supply
breaks down due to holidays, weather
delays or poor harvests. The Port has been
an important partner for us and we consider
our collaboration with them a crucial link in
our supply chain.”

Ingredion Canada Corporation
recently started using the port to store non-
GMO corn, which is used at its Cardinal
plant location. Tom Lynch, Field Agent for
Ingredion Canada Corporation, explained:
“We appreciate the Port’s intermodal capa-
bilities and segregated storage as we expand
in Eastern Ontario. In working with the
Port staff, we have been able to plan
inbound and outbound activities that ensure
the quality control procedures we need for
our non-GMO corn program. The Port has
displayed an excellent understanding of
working with and upholding non-GMO raw
materials and has consistently given us the
assurance required to continue to grow our
program.”

Situated on the St. Lawrence Seaway,
Eastern Ontario’s Port of Johnstown serves a
region extending from Port Hope to Peter-
borough, to Pembroke, to the Pontiac
Region of Quebec. The port is owned by the
Corporation of the Township of Edwards-
burgh Cardinal.

dent Stephen Brooks said the port exempli-
fied how marine shipping can be a powerful
economic force when backed by the local
community. “Eastern Ontario farmers and
manufacturers now have access to world-
class facilities to import and export goods
throughout the Great Lakes and to more

ethanol fuel producer in Canada and a sup-
plier of corn-based alcohols and animal feed
supplements, has been a port user since
opening its plant across the road in John-
stown in 2008. The company receives
thousands of tonnes of corn by truck, rail
and ship at the port and stores it there to
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The Chamber of Marine Commerce
announced that its President,
Stephen Brooks, has informed the

Board of Directors of plans for his retire-
ment. Effective October 1, 2016 Mr.
Brooks will be taking a mid-career sabbati-
cal to spend more time with family, to
travel and to pursue other personal inter-
ests.”We are extremely grateful for over ten
years of service that Stephen has given the
Chamber of Marine Commerce leading the
bi-national shipping industry with incredi-
ble innovation, growth, outreach and
advocacy to governments and the general
public,” said Wayne Smith, Acting Chair of

the Board and Senior Vice-President at
Algoma Central Corporation.”It’s been a
privilege and an honor to represent so many
great companies, people and an industry
that mean so much for the economic, social
and environmental prosperity of the U.S.
and Canada,” remarked Mr. Brooks.Regard-
ing current discussions aimed at merging
the Chamber of Marine Commerce and the
Canadian Shipowners Association, Mr.
Brooks added, “Merger efforts offer much
opportunity to strengthen and unify the
industry’s voice, … The initiative and good-
will on all sides bode extremely well for the
future of industry advocacy.”

Chamber of Marine Commerce
President to retire

McKeil Marine expands fleet with additional ship

McKeil Marine’s newest vessel,
Arklow Willow which will be
renamed Florence Spirit, is the

second bulk carrier in McKeil Marine’s
ever-expanding fleet.  Hamilton-based
McKeil Marine also has a fleet of tugs,
barges and workboats.

A modern, gearless bulk carrier with
four cargo holds, Arklow Willow will com-
plement Evans Spirit—the company’s first
bulk carrier which was acquired last year

and named after company founder Evans
McKeil. As the Florence Spirit, the new
ship will carry the name of Evans’ wife
Florence.

“I’m immensely proud that McKeil
Marine continues to grow. Acquiring a
second ship and naming her after my
mother really is a good news story that
crowns our 60th year celebrations,” says
Blair McKeil, Chairman and CEO. “Our
investment in Evans Spirit and what will
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be Florence Spirit has enabled McKeil to
create 50 new permanent, full-time posi-
tions for skilled sailing crew.”

Built in 2004, Arklow Willow is a 136
metre by 21 metre general cargo vessel
capable of carrying 13,500 metric tonnes,
supporting the company’s  focus on  a
9,000-to-15,000-tonne  niche  cargo size.
Trading predominantly between the Great
Lakes and the Maritimes, the vessel will
carry powdered cement and raw materials
for the cement industry,  amongst other
bulk cargo. 

Arklow Willow serves as an alternate
solution to Ardita—a bulk carrier that
McKeil intended to acquire and took deliv-
ery of earlier this spring, but the deal was
cancelled after the owners failed to deliver
the documents required for closing. React-
ing quickly to meet the needs of
its  customers, McKeil moved to acquire
Arklow Willow.

McKeil mobilized Arklow Willow
from Marseilles, France;  sailed her across
the North Atlantic to Sydney, NS; flagged
and registered her in Canada; and will be
loading her first cargo, all  in just
under four weeks. “Our acquisition of this
new vessel is another example of how, in
the face of unexpected challenges,
McKeil’s agility and readiness separate us
from the competition,” says Steve
Fletcher, President.

Plans to convert the vessel to McKeil
colours are pending and a christening of
both Evans Spirit and Florence Spirit are
in the works as part of McKeil’s 60th
Anniversary Celebrations.
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Services & Global Destinations

VIA HALIFAX

ZCA Service
MEDITERRANEAN/AFRICA/INDIAN SUBCONTINENT
Tarragona – Ashdod – Haifa – Piraeus – Genoa – Tarragona

ZCP Service
FAR EAST/CARIBBEAN/SOUTH AMERICA
Kingston – Vostochny – Qingdao – Ningbo – Shanghai – Pusan

SAS Service
FAR EAST
Laem Chabang – Singapore – Colombo

VIA VANCOUVER
FAR EAST/INDIAN SUBCONTINENT

NP1 Service
Pusan – Kaohsiung – Singapore – Laem Chabang – Shenzhen (Da
Chan Bay) – Hong Kong – Yantian

NP2 Service
Yokohama – Pusan – Kwangyang – Hong Kong – Yantian – Kaohsi-
ung – Shanghai – Pusan

NP3 Service
Tokyo – Nagoya-Aichi – Kobe – Qingdoa – Ningbo – Shanghai –
Pusan

Canadian
Offices

MONTREAL
Tel 514-875-2335
Fax 514-875-2746

TORONTO
Tel 416-703-7301
Fax 416-703-7310

HALIFAX
Tel 902-422-7447
Fax 902-429-1515

VANCOUVER
Tel 604-693-2335
Fax 604-693-0094

FIXED-DAY WEEKLY SAILINGS

Six carriers sign five-year agreement to form new
alliance – but Hyundai must wait to join
BY MIKE WACKETT & GAVIN VAN MARLE

Troubled South Korean carrier
Hyundai Merchant Marine (HMM) appears
to be the loser – temporarily at least – in the
latest game of alliance musical chairs in the
liner shipping industry. Six carriers
announced the formation of The Alliance
on May 13. Hapag-Lloyd, Taiwan’s Yang
Ming, South Korean Hanjin and the Japan-
ese trio of K Line, NYK and MOL
have  signed a five-year agreement, which
will take effect in April 2017.

Significantly, two other former alliance
carriers, HMM and UASC, were notable by
their absence from The Alliance, although
ongoing merger talks between Hapag-Lloyd
and UASC should see the Dubai-headquar-
tered carrier  within  The Alliance. G6
Alliance member APL is expected to join
the Ocean Alliance once its acquisition by
CMA CGM is formally completed.

In a statement, HMM argued that the
new alliance agreement was not “legally
binding”, as “its members can still change
depending on each company’s financial con-
dition”.

It said: “HMM understands that the
announcement of the establishment of The
Alliance is tentative by its nature, and its
member companies are yet to be finalized.”
It suggested that HMM membership was
“only a matter of time”, and that it is dis-
cussing an  entrance “in early June, by
which time the company’s business normal-
ization is scheduled to be completed”.

This was followed by a statement from
HMM’s main creditor, Korea Development
Bank (KDB), which said that HMM’s mem-
bership of the new alliance was ”only being
postponed” and confirmed it would con-
tinue to provide support for the debt-ridden
carrier. KDB appealed to all stakeholders,
shipowners, bondholders and creditor

financial institutions to “join hands support-
ing HMM”, as it said their “co-operation is
essential”.

Hapag-Lloyd Chief Executive Rolf
Habben Jansen said The Alliance would
have “a different philosophy”, which would
involve “looking beyond the port” to co-
operate, using “every possible angle to work
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together”. Mr. Habben Jansen was not pre-
pared to comment further on the carrier’s
ongoing merger discussions with UASC
other than to reiterate an earlier statement
that “it is anticipated that UASC will
become part of The Alliance”, suggesting
that negotiations are at an advanced stage.

On the subject of the exclusion of
HMM, all Mr. Habben Jansen would say
was that “lines had had to make their own
decisions” on which grouping to join, such
as OOCL becoming a member of the Ocean
Alliance.

The Alliance will combine around 3.5
million TEUs of capacity, equivalent to 18
per cent of the global container fleet capac-
ity, and deploy over 620 ships in total. “This
will become the basis of a dedicated fleet
deployed into the groups’ future service
portfolio,” a joint statement said. Hapag-
Lloyd added  that should its merger with
UASC proceed, the overall capacity of The
Alliance would top 4 million TEUs.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk) 
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The Alliance beckons HMM as containership owners
agree to 20 per cent charter rate cuts
BY MIKE WACKETT

Hyundai Merchant Marine (HMM) has managed to secure a
20 per cent cut in daily hire rates for its chartered vessels. The
line on June 10 said it had reached a new agreement with

five containership owners, saying it represented a saving of around
W530 billion (US$455 million) over the next three and a half years.

HMM’s creditors had said to be seeking charter rate cuts of 30
per cent, but  main creditor Korea Development Bank
(KDB) today said the deal “achieved the goal that it had originally
intended”. HMM said it planned to sign new charter parties with the
boxship owners later this month, but still had to complete negotia-
tions with bulk vessel owners  –  although it claimed they were
“expressing their willingness” to agree a 25 per cent reduction in
charter rates.

“HMM (has) won a powerful driving force for normalization
since all the plans, including charter negotiation, which was once
thought impossible, were completed successfully,” said a company
spokesperson. HMM added that once the revised charter parties
were in place its debt ratio would be reduced to under 400 per cent,

Manitoulin Transport has opened a newly built transporta-
tion terminal in Brandon, Manitoba. This is the second
new terminal Manitoulin has launched in that province

within the last seven months, as it continues to gear up for further
growth in that region. 

“Brandon is situated in the very heart of North America.
Building out our capacity here with a larger terminal not only
delivers end-to-end coverage for us in Manitoba, it positions Man-
itoulin firmly as one of the largest and most capable providers of
transportation and logistics services in Canada,” said Jeff King,
President, Manitoulin Transport.

The new terminal has 50  per cent more dock space than
Manitoulin’s former Brandon terminal and increases the com-
pany’s ability to provide reliable freight services and handle higher
shipment volumes in a safe and organized manner, with greater
speed and accuracy. To ensure that shipments are well guarded,
Manitoulin has fortified its premises with advanced security meas-
ures including perimeter fencing, controlled entry and exit and
24-hour surveillance cameras on the dock and yard. In keeping
with Manitoulin’s commitment to reduce its carbon footprint, the
new terminal will be equipped with all-electric forklifts. 

As a single-source carrier, Manitoulin Transport offers a wide
array of transportation solutions, including; expedited less-than-
truckload and truckload, transborder, intermodal, private fleet,
guaranteed service, heavy haul, temperature-controlled, danger-
ous goods and supply chain management.  In North America, its
distribution coverage consists of more than 70 Canadian terminals
and 250 U.S. service centres. 

Separately, Manitoulin Global Forwarding has bought M.A.P.
International Freight  Inc. of Vaughan, Ontario. Established in
1991, M.A.P. International specializes in the movement of tem-
perature-controlled cargoes and agri-commodities, via ocean, air
and truck transportation.  Customers range from major food man-
ufacturers and distributors to pharmaceutical companies. With a
focus on moving goods in and out of North America, M.A.P. Inter-
national leverages its network of agents on six continents to
deliver goods to destinations all over the world.

“We are delighted to welcome M.A.P International into the
Manitoulin family,”  said Dwayne Hihn, President, Manitoulin
Global Forwarding. “In the temperature-control realm of freight
forwarding there is no room for error when you consider the del-
icate nature of the goods. An improperly planned delivery, be it
the packaging and storage of goods or the wrong forecast on the
length of a delivery, could be catastrophic for a business. As well,
it is vital to be thoroughly knowledgeable about local documenta-
tion requirements in the jurisdiction of any country we serve.  You
need a highly trained technical specialist in this business that
understands and executes on the many intricacies involved in get-
ting temperature-controlled freight safely and securely to its
destination in its expected condition.   With the acquisition of
M.A.P International, Manitoulin Global Forwarding is now that
provider.”

M.A.P. International employees have transferred to Mani-
toulin’s offices in Toronto, Ontario.   M.A.P’s former President,
Mark Albert, will also join Manitoulin in a consulting capacity and
help ensure a smooth transition for customers.

Manitoulin Transport opens terminal in Brandon, MB;
Manitoulin Global Forwarding buys M.A.P.
International Freight
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which it claimed fulfilled the criteria for it to tap the South Korean
government’s shipping fund and thus enable it to order more cost-
efficient ultra-large tonnage. It also said that the charter deals meant
it was now “one step closer to becoming a member of The Alliance”,
from which it was excluded when the mega-alliance was announced
last month.

KDB said that it would provide “full support” so that HMM
could “promptly” join The Alliance, while it would progress with
the debt-for-equity swaps, “to normalize the company’s business as
quickly as possible”. It is clear from KDB’s statement that it will, as
the major shareholder, adopt a ‘hands-on’ involvement in the future
management of HMM, saying that it would be “reshuffling its organ-
ization structure” and inviting outside experts “to consult on
restructuring the fleet”.

Meanwhile, US-based ocean carrier shipping schedule database
BlueWater Reporting has confirmed the removal of several HMM
vessels from the four remaining loops of the G6 Alliance’s Asia-North
Europe service. It said that out of the 46 ships currently operating on

Loops 1, 4, 5 and 7, only three vessels were now being provided by
HMM. Fears of “potential operational problems” from the fallout of
HMM’s financial restructure apparently prompted the G6 to replace
the carrier’s ships with vessels from other alliance members. It will
be interesting to see if today’s announcements from HMM and KDB
will persuade the G6 to phase HMM tonnage back into the services.

Elsewhere, those containership owners that have agreed to the
new time charter rates with HMM will not exactly be jumping for
joy. Even assuming that they obtained waivers from their lenders to
cover the potential breaches of their ship mortgage covenants before
agreeing to the amended charter rates, the charter cuts will have a
significant impact on the revenues of the non-vessel operating
owners. For example, Danaos Corporation, which has 13 ships on
time charter to HMM relied on the carrier for 28 per cent of its rev-
enue in 2015, with 17 per cent of its revenue coming from HMM’s
compatriot Hanjin Shipping, which is also subject to a creditor finan-
cial restructuring.

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

New container line alliance may find it has ‘too many
cooks in its kitchen’, suggests Drewry
BY MIKE WACKETT

“Alliances are only as stable as their
member carriers,” was maritime consultant
Drewry’s first comment on plans to create a
third mega-grouping, as Hanjin Shipping,
Hapag-Lloyd, K Line, MOL, NYK and Yang
Ming announced an initial five-year “bind-
ing agreement” to form on east-west trades
in April 2017.

The six lines were described by
Drewry as the “orphans” of the recently
announced Ocean Alliance grouping of
CMA CGM, Cosco, Evergreen and OOCL.
Currently members of the G6 and CKYHE
alliances, they will operate a combined fleet
of approximately 3.5 million TEUs, an 18
per cent share of global container capacity.
Excluded from the deal was  UASC, cur-
rently involved in merger talks with
Hapag-Lloyd, but  eventually expected to
become part of The Alliance, and HMM,
which is in the process of restructuring its
debts, but also  has ambitions to join the
grouping at a later stage.

Meanwhile, Drewry has suggested
that the new alliance may have “too many
cooks”, compared with  the 2M’s Maersk
and MSC and the Ocean Alliance’s four car-
riers. Indeed, a source at one  G6 carrier
admitted to The Loadstar recently that
its  decision-making process involving  six
members was “time-consuming and
tedious” – particularly when trying to get a
consensus on  schedule changes.
And, should UASC not merge with Hapag-
Lloyd and HMM is also accepted into the
fold, the workings of The Alliance
could  potentially become even more
unwieldy.

Drewry suggests that a way to improve
the speed of communication and decision-
making would be to form a single
independent operational unit, similar to the
proposed London operational headquarters
of the aborted P3 alliance. But it cautioned
that would, similarly,  risk being knocked
back by Chinese regulators concerned
about antitrust implications. Nevertheless,
according to Hapag-Lloyd CEO Rolf Habben
Jansen, the philosophy of the new alliance
will be different and look at “every possible
angle to work together” and “look beyond
port to port” co-operation.

Following  suggestions that the move

from four to three mega-alliances would be
bad news for shippers, Drewry pointed out
that shippers should have nothing to fear,
“as there will still be at least 12 competing
carriers and sales organisations behind these
operating alliances”. It added: “While some
uncertainty has been removed from the
market it should be remembered that
alliances are only as stable as their member
carriers so they should not be seen as the
silver bullet that will save the industry,”
concluded Drewry.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk) 
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2M takes advantage of lull in competition to revamp
services for faster transit times
BY MIKE WACKETT

‘Give us more and you’ll get more’, say forwarders in
response to shippers’ call for better air freight
BY ALEX LENNANE
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Faster transit times and improved relia-
bility will be the key battlegrounds
for  alliances on the Asia-Europe

trades when the four groupings become
three next April. According to Drewry, last
week’s Asia-North Europe network
redesign by 2M partners MSC and Maersk
was focused on these two key elements.
“The reductions in transit times were not
huge, but it is clear that shippers can
expect to see carriers and alliances putting
speed and reliability at the forefront of their
sales pitches,” it said. It added that it was
likely that “the other two alliance groups
will design their own networks to be com-
petitive with 2M”. And in what appears to
be a pre-emptive shot across the 2M bows,
The Alliance members have already said
shippers can look forward to “very attrac-
tive transit times” next year.

Maersk and MSC emphasised that its
transit times from Asia to Bremerhaven and
Rotterdam would be improved by up to four
days once the recent changes
took effect. However, instead of increasing

vessel speeds, which Drewry said was an
“unattractive cost proposition”, the 2M
partners opted to reduce the number of
direct calls to gain time in the revised sched-
ules. As a consequence, Asian ports will see
the number of weekly westbound calls
reduce, with all but one of the direct Japan-
ese ports culled, Drewry noted. The
consultant suggested it was “perhaps an
admission” that the 2M partners do not
expect to be able to compete in the Japan-
ese market, given that the three Japanese
carriers, K Line, MOL and NYK, will all be
within The Alliance grouping.

However, they all have to work
through contractual periods within their
current G6, Ocean 3 and CKYHE alliances,
respectively, and can only watch as the 2M
partners press ahead in developing strategy.

Maersk and MSC are using this limbo
period to their commercial advantage,
reminding shippers that its 10-year alliance
agreement is in contrast to the current
shakeup among the competition.

Meanwhile, terminals and other serv-
ice providers will need to analyse the
revised 2M schedules for any  impact
on their business. For example, weekly calls
at Rotterdam drops from five to four, while
Felixstowe gains a call to five, from four.
However, according to a press release from
Rotterdam Port Authority, the new 2M
schedule represents “excellent news” for
the Dutch hub. “The changes have proven
very much to Rotterdam’s advantage,” it
claimed, explaining that because of the
port’s position in the itineraries of the
largest ships, it expected a “substantial
increase in 2M container volumes in the
period ahead”. 

Feeder operators will also need to
assess the impact of the new 2M schedules,
but as a general rule with fewer direct calls,
the potential demand for feeder services
grows.

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

Air freight must improve if it is to charge “luxury” pricing,
shippers said last week at the World Cargo Symposium in
Berlin. But forwarders hit back, accusing end customers of

squeezing the industry on price and preventing further investment.
Calling for a “real revolution”, Pascal Meyer, Chanel’s interna-

tional transport manager, explained that the perfume company came
late to the table in the field of e-commerce, over concerns that the
luxury brand wouldn’t be able to offer a luxury delivery service.

“The question was how we make the shop experience unique
online,” he said. “All we can provide is quick delivery and available
information – and that the logistics doesn’t damage our reputation.
“We have to provide logistics that serves the expectation of the cus-
tomer. It has to be flexible, timely and offer different services. Air
freight is luxury transportation.” Mr. Meyer urged his forwarding
partners to innovate. “There’s not enough from forwarders. We try
to push discussions on innovation and evolution every few months.
But they don’t often come up with new solutions or innovation.”

But Kuehne + Nagel’s Senior Vice-President of Products and Air
Freight, Marcel Fujike, hit back – to applause from delegates. “If I
had a profit margin like Chanel, of 200 or 300 per cent, instead of
this industry’s average profit margin of 2 or 3 per cent, it might be
different. You ask us to innovate but that comes at a price. At the end

of the negotiations, you end up with the finance guys and the price
goes down. Give us more and you’ll get more.”

A higher price for a better service might be fairer, but Robert
Mellin, strategy development manager at Ericsson, said there were
existing inefficiencies in logistics that could be cut out to keep costs
down. “It’s like you are asking us to pay you to become more effi-
cient. There is so much repetition and inefficient processes. Start
with the low-hanging fruit. There are enough companies offering

sailings1079.qxp  2016-06-27  3:09 PM  Page 58



June 27, 2016 • Canadian Sailings • 59

Analysis: redundancies at DSV still inevitable, despite
decent trading update
BY ALESSANDRO PASETTI

Danish freight forwarder DSV deliv-
ered a decent trading update on
May 12, mostly because its integra-

tion of UTi Worldwide appears to be on
track, according to executives. Yet there
were scant details about redundancies on a
large scale in a follow-up call with analysts,
which to my mind is odd, given that lay-
offs remain a key value driver for the
combined entity, as is the case in any large-
scale cross-border merger and acquisitions.

Valuable staff 
While its new global HR motto –

“Developing staff develops the business” –
stood out in its corporate magazine, I am
now in the difficult position of gauging
whether management’s message fulfilled
the expectations of a much larger entity
whose success hinges on several moving
parts – and unfortunately layoffs remain the
most important, given that staff costs are
not aligned with revenue generation and
other operating expenses.

In the analyst call, management was
asked, but declined to comment, about  its
bloated cost base. However, in a subsequent
interview with ShippingWatch, Chief
Financial Officer Jens Lund said that DSV
was “looking at a few thousand employees
which we need to scale back”. Negotiations
with trade unions in various countries
remain in the early stage, which means it’s
clearly premature for management to spec-
ulate – well, for them and others perhaps,
but not for us.

In our previous coverage, we hinted at
between 9,000 and 11,000 redundancies,
up to 25 per cent of DSV’s global work-
force, based on the disclosure of the total
headcount in its first-quarter results. And
I’m sticking with that estimate, given the
pretty poor growth prospects for for-
warders. While managing expectations,
DSV executives still have a couple of quar-

software solutions. The answer is not increasing price but working
innovatively.” He said Ericsson could save “an enormous amount” of
money if lead times were reduced by 25 per cent.

However, Mr. Fujicke also pointed out that shippers could ease
processes which would make the chain more efficient. “Customers
demand an individualized approach on contracts. The more individ-
ual, the less you can standardize. Customers need to understand that
would be more efficient and less costly if you used a generic system.
Individual solutions cost a lot of money.”

Panalpina’s head of air freight, Lucas Kuehner, also noted ship-
per inefficiencies. “We need end-to-end stats and forecasts. How do

[shippers] not know what tonnage is coming out of the factory the
next day? There is always a fluctuation, and we balance that, but if
we had better information it would be better for the whole chain.
We can’t use forecasts from blue chip companies – and this isn’t
being talked about enough.”

Ericsson is urging logistics providers to work with it on a tech-
nology solution to bolster the fragmented transport market.
Explaining that the Swedish technology company wanted to work
across all transport modes with its model of an ‘Eco-system rather
than ego-system’, Mr. Mellin invited companies to collaborate.

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

ters before investors grow wary of bullish
estimates which don’t have the backing of
hard evidence, in my view.

Upbeat performance & fights 
While it appears certain now that DSV

paid a full price to acquire UTi for $1.35 bil-
lion, I have no doubt that it remains the
best buyer out there for those distressed
assets.

However, while the press and a few
analysts were pleased to see that certain key
metrics – such as adjusted operating income
– were higher than consensus estimates, its
operating performance now is less relevant
than the integration of UTi.

Its first-quarter financials showed DSV
growing inorganically in all divisions, but
they have yet to show the full impact of the
transition into a new managerial experience
– existing on a much broader scale; whose
benefits are harder to quantify and where

corporate clashes and different accounting
standards will inevitably end up weighing
on the success of the integration.

“We are not having big fights (…) with
the UTi people,” Chief Executive Jens Bjørn
Andersen said in regard to the nitty-gritty of
day-to-day processes. The execution is pro-
gressing smoothly, he noted – but Mr. Lund
sounded more cautious. “Of course we saw
some problems in the reporting,” which
was quite “weak”, and “in the visibility” of
the financials, Mr. Lund pointed out.

Restructuring costs are kicking in;
most of the intangibles of UTi have been
written off, and a few operational hurdles
are being addressed – but is DSV stitching a
safety net for its shareholders? “UTi didn’t
pay all the bills on time, we are working on
collections,” Lund noted, without commit-
ting to the combined entity being able to
negotiate better terms with vendors.

DSV is buying time and investors seem
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confident management will deliver – its
track record is very strong, regardless of the
unique challenges posed by the integration
of UTi. “It’s a big challenge to move volumes
and (unify the) platforms (…) and you do it
by country,” but DSV should see the benefits
as early as next year. Net working capital
remains much higher than in the past at 1.6
per cent of sales, but it will be addressed.

“If you look at the staff costs, they
have quite a big central corporate structure,
and higher salaries – with time UTi salares
[will come into] line with DSV,” Mr. Lund
concluded.

Financials
UTi is diluting the operating profitabil-

ity of the group, and was behind a 90bp
drop in operating margin to 4.2 per cent
from 5.1 per cent year-on-year. But its com-
bined revenues also caught my
attention. Currency swings hit reported rev-
enues in the first quarter.

Once UTi sales and currency are
stripped out, DSV reported a 3.4 per cent

contraction in organic growth, while on a
constant currency basis, and excluding UTi
sales, DSV revenues were down 4.3 per
cent to Dkr12 billion year-on-year, accord-
ing to my calculations. A bright spot was
gross profit margins, up about 200 basis
points, helped by lower non-operating costs
as a percentage of revenues. However, profit
before tax was down 43 per cent to Dkr319
million, while adjusted earnings rose 16 per
cent to Dkr527 million. On an adjusted
basis, net margin came in at 3.4 per cent
versus 3.6 per cent one year earlier, but on
a pre-tax basis, profitability dropped to 2 per
cent from 4.5 per cent — this is the price of
UTi.

Meanwhile, adjusted free cash flow is
rising, but operating cash flow fell to
Dkr166 million from Dkr348 million, ROIC
[return on invested capital] dropped some
400bp and conversion rates plunged, while
net leverage seems to be rising well above
trend into 2016. In fairness, without proper
due diligence it is hard to measure DSV’s

current performance given how swiftly its
assets base is changing, so investors were
pleased not to have found any nasty sur-
prises in its accounts.

When the U.S. stock markets opened,
DSV stock rallied well over 3 per cent, hit-
ting a new record high of Dkr295.7 –
which indicates that some big investors
stateside are betting on the tie-up. I don’t
think the attention DSV is drawing in the
U.S. is just limited to institutional investors.
If the integration goes according to plan,
there is the distinct possibility of a bidding
war spurred institutional investors with big
stakes in some U.S.-based 3PL operators. It
won’t happen for at least another couple of
years, but the purchase of Uti may actually
pave the way for another transatlantic
merger – assuming other factors align, of
course.

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

Ship scrapping accelerates ahead of Panama Canal 
re-opening, and victims get younger
BY MIKE WACKETT

The number of container vessels sent to breakers’ yards so
far  this year will shortly eclipse the total demolished
in  2015  –  in terms of TEU capacity, 2016  is already way

ahead. According to the latest data from shipbroker Braemar ACM,
the year-to-date figure is  72 vessels, 243,000 TEUs, compared
with 85 vessels for 187,500 TEUs in the whole of last year.

The surge in vessels sold for scrap – 19 container vessels
reported this month alone  – has helped lower the idle tonnage fleet,
notes industry consultant Alphaliner, which said the number of ships
in lay-up had fallen by 28 per cent in TEU terms since early March,
and as at 16 May stood at 269 vessels for 1.13m TEUs. Alphaliner
estimates that the full-year scrapping figure will exceed 450,000
TEUs – almost 2.5 times more than last year. This is partly due to a
pick-up in scrap rates – over $300 per ldt is now being achieved,
compared with low $200s at certain points last year – as well as the
industry’s need for a clear-out of unemployable panamax ships ahead
of the opening of the expanded Panama Canal next month. Accord-
ing to the data, of the 19 ships sold for scrap this month, five were
panamax units of 4,200-4,800 TEU capacity and four were over-
panamax vessels of 5,300-6,500 TEUs.

Notwithstanding the slim chance of employment for panamax
ships – according to one German broker there are at least 50 seeking
employment at any one time – daily hire rates for fixtures are grim.
For example, rates for a 4,400 TEU gearless panamax ship of $5,400
per day, are a staggering 63 per cent below the market rates of a year
ago, and in many cases are below the daily operating cost.

It follows that ocean carriers needing to charter for a short
period are able to take full advantage of the extremely weak market
and can dictate their own terms. MSC, CMA CGM and Zim remain
very active in the charter market and fixed several panamax ships in
May at below $5,000 a  day on flexible short terms with long
options.

Thus the inducement for a shipowner to send his redundant
panamax and post-panamax containerships onto the beaches of
India, Pakistan and Bangladesh – where over 70 per cent of all global
vessels are scrapped – has never been greater. The current scrapping
momentum is also bringing down the age that ships are sent for
demolition, and so-called “teenagers” are now prime scrapping can-
didates. According to Craig Jallal from vesselsvalue.com, the average
scrapping age of all containerships during 2014 and 2015 was 22
years, and the average age for a post-panamax vessel was 19.5 years.

In April, it  reported that the 2002-built, 5,447 TEU Conti
Taipei had been sold for scrap. And this month, two 2002-built ships
have been sold to breakers, the 5,600 TEU Conti Helsinki and the
3,500 TEU Gold. There is little doubt that the demolition list will
grow and the age of scrapped ships will fall further after the opening
of the Panama Canal’s new locks on 26 June.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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Analysis: Hapag-Lloyd and UASC a merger made in
heaven for the banks?
BY GAVIN VAN MARLE

“So, how about this merger between
Hapag-Lloyd and United Arab Shipping
Company – what do you make of that?”
(‘It’s not going to be a fairy tale’, was what
initially sprang to my mind when my editor
asked, but I didn’t say it). For over two
weeks, I have tried to come up with some-
thing really good to satisfy The Loadstar
editors. But I am still nervous, and not only
because all the voices feeding the rumour
mill at Loadstar Towers believe the deal has
just a slim chance of falling apart, given cur-
rent market conditions.

I think the voices might be right.
Deutsche Bank bankers and a few others
surely hope so.

Market share
On 24 April, soon after talks became

public, The Loadstar’s shipping guru, Mike
Wackett, warned me about Hapag’s fall
from fourth to sixth in the container ship-
ping rankings. A lower market share based
on capacity operated added insult to injury
to the debt-laden company, which has
grown via acquisitions to stay afloat, but is
finding it difficult to remain in the black.
From the outside it seems that the benefits
of front-loaded synergies stemming from
the integration of Chile’s CSAV are slowly
fading away.

$2bn orderbook
Maersk continuing to dictate strategy

and CMA CGM’s first-quarter results
reminded us just how challenging the envi-
ronment is for shipping. My editors pointed
out that for Hapag “the prize is UASC’s big
ships,” and the combined value “of its new-
build orders in the last couple of years is
around the $2bn mark”.

In truth, we are blind on financials.
Bloomberg got so confused about the iden-
tity of the company that it talked of USAC
shares listed in Cairo, while Reuters argued
about a successful merger that “would
create a group with an estimated enterprise
value in the region of €7-8bn ($9bn)”.

I was told: “There are no financial
metrics at all for UASC. The best thing you
can do is to determine the asset value of its
fleet and make some assumptions as to the
value of its staff and buildings, although
most would likely go in the event of a
merger because Hapag already has a global
network of those.”

For his part, Mr. Wackett noted that
since UASC’s 1970s inception by the UAE,
Bahrain, Saudi Arabia, Iraq, Kuwait and
Qatar, “to my knowledge it has never pub-

lished financials”. Nonetheless, I am keen
to determine whether this merger – which,
of course, would end up being a takeover of
USAC by Hapag – could reveal more about
what Hapag is doing, and how much
USAC’s capital could be worth.

72 per cent stake
One key number we know is that

Hapag aims to retain a 72 per cent stake in
the combined entity. “The parties are basing
their discussions on a relative valuation of
the two businesses at 72 per cent (HL) and
28 per cent (UASC), subject to a mutually
satisfactory completion of the negotiations
and the mutual due diligence exercise,” it
said on 21 April. There’s no certainty that
agreement would be reached, but the terms
will likely be disclosed by the end of June, if
the deal goes through. UASC will hold an
extraordinary general meeting on 2 June to
discuss the matter, among other things, and
shareholders “shall vote whether to approve
the conclusion of a business combination
agreement with Hapag,” it said on May 18.

More details needed
I managed to unearth some figures

dated 2008, according to which, UASC
reportedly generated $1.4 billion of revenue
and had over $3 billion of assets.

Just a handful of sheiks and emirs and
their advisors know what the balance sheet
and cash flow statements look like nowa-
days, although according to
vesselvalues.com, the current demolition
value of the target stands at $467 million,

and has been steadily declining for several
years. That’s something to consider – but is
it also a good proxy for its equity value?

Well, we need more details about the
capital structure of the combined entity, and
particularly how much debt currently sits
on UASC’s balance sheet. The group
wrapped up a $1.2 billion syndicated loan
co-ordinated by Deutsche Bank in Decem-
ber 2013, which was part of a larger $1.7
billion debt financing package. Deutsche
Bank was also one of the three bookrunners
and co-ordinators of the Hapag IPO at the
end of last year.

So, it’s possible that €1bn of net debt is
a reasonable estimate, based on the median
net leverage for the smaller players in the
industry and the amount of operating cash
flow that I assume UASC churns out.
Clearly, Hapag remains in the driving seat,
given its size, although its debt pile is so
high that it amounts to 61 per cent of its
enterprise value, currently at €5.7 billion.
With hindsight, its IPO also makes more
sense because Hapag tapped the public mar-
kets in order to be able to grow
inorganically on the back of a solid market
valuation that would give it strength in deal-
making. USAC, by contrast, doesn’t disclose
its financials, which puts it in a weaker posi-
tion in the negotiations. In this context, a
few banks are exposed both to Hapag’s debt
and UASC’s, and to the successful merger of
the two.

Comfort zone
I could be wrong, it would certainly
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not be the first time, but assuming UASC’s
net debt is not significantly lower than €1
billion, Hapag could value its equity close to
zero, or well below its demolition value.
Such a scenario is based on an all-share
deal, according to which Hapag retains a 72
per cent stake in the combined entity and
UASC’s equity would be worth close to
nothing, even assuming rich take-out multi-
ples for Ebit and cash flows. If my
guesstimate is accurate, the net leverage of
the combined entity should rise to 4.8x
from the current 4x level for Hapag, pre-
synergies.

Any other financing scenarios –
according to which Hapag uses either bor-
rowings and stock or just debt to finance a
deal – would push up the net leverage of
the combined entity well above the comfort
zone, so they should probably be ruled out.
When I stressed my guesstimate, it emerged
that UASC’s equity value could be well
below its demolition value unless its debt

pile is much, much lower, or close to zero,
which it could be of course given the cash-
rich nature of its owners, particularly the
Emir of Qatar, with 51 per cent of UASC. In
that case, Hapag’s equity could be worth up
to about 3x its demolition value. Either
way, it seems plausible that UASC’s enter-
prise be valued at about €1.1-1.3 billion,
regardless of the equity/net debt split.

Speculation  
We can also speculate that the deal

could be triggered by an opportunistic view
from Hapag with regard to recent develop-
ments in the oil sector. In January, Reuters
reported that UASC was “resuming busi-
ness with Iran following the lifting of
western sanctions, despite the deep-seated
political rivalry between the Islamic repub-
lic and Saudi Arabia, one of the shipping
line’s main shareholders”.

What else?
“We learned that UASC is controlled

by Qatar with 53 per cent when it
requested an exemption from the FMC in
2014 as a ‘controlled carrier’,” Mr. Wackett
said, while adding that, according to
sources, “UASC UK staff received a direc-
tive from Dubai last week with an
immediate ban on non-essential travel and
entertaining.” Which confirms that UASC
needs to show higher underlying margins to
fetch an equity premium. As UASC presum-
ably knows, Hapag needs deal-making to
enjoy a happy ending, and so do the bankers
that were involved in the Hapag IPO, in the
Hapag/CSAV merger and in the huge
financing arranged for USAC. I nearly forgot
that I asked an M&A banker in London
what he made of the merger between
Hapag and UASC. “Don’t ask Deutsche
Bank if the deal falls through,” he replied.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk) 
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OOCL launches the first capacity cuts on the transpacific
as freight rates sink to unsustainable levels
BY MIKE WACKETT

OOCL has announced that it will
suspend its transpacific service out
of central China.

The service, CC1, which operates as
part of the G6 alliance, will stop for six
weeks, commencing with the arrival of
Hyundai Shanghai in Qingdao on 19 June.
No reason was given by the carrier for the
suspension, but weak demand combined
with excess capacity has driven freight rates
down to rock-bottom levels on the route
this year.

Indeed, container spot rates between
Asia and the U.S. west coast have slumped
to their lowest levels on record, and on June
3 were recorded on the Shanghai Container-
ized Freight Index (SCFI) at just US$852 per

40ft.
According to Alphaliner, recent general

rate increase (GRI) attempts by transpacific
carriers have failed to lift rates from unsus-
tainable levels and more capacity cuts are
expected on the transpacific in the coming
weeks. The consultant said that after being
“somewhat successful” in their efforts to
push up Asia-North Europe rates, ocean car-
riers were now turning their attention to the
transpacific, which is now in desperate need
of a sustained rate recovery. At the begin-
ning of 2015, Asia-USWC spot rates were
running at around $2,000 per 40ft, but a
capacity increase of around 5 per cent on
the trade in part dragged rates down.

The launch of new services – one
standalone by Hanjin and a joint CMA

CGM-Evergreen service – added to the
capacity hike in May.

Elsewhere, spot rates from Asia to the
U.S. east coast have suffered even more. At
the beginning of 2015, rates had peaked at
over $5,000 per 40ft  – partly due to west
coast port congestion – but have now sunk
to less than $1,700 from $2,500 at the start
of this year. The rapid deterioration of rates
for U.S. west coast ports prompted an
embarrassing volte-face by CMA CGM last
month, when it confirmed that after barely
five months it was withdrawing its much-
heralded 18,000 TEU Benjamin Franklin
class of ultra-large vessels from the transpa-
cific run. The French carrier’s decision to
introduce the ULCVs to the transpacific
tradelane was described by one analyst at
the time as “madness”, given that rates had
already been depressed on the route for
some time.

Meanwhile, there are anecdotal reports
that many annual service contract rates
renewed in May were done at below
$1,000 per 40ft, compared with  the previ-
ous year’s average of $1,600, adding further
to carriers’ woes. OOCL’s CC1 service called
at Busan and Kwangyang in South Korea,
Shanghai and Qingdao in China and at Oak-
land and Los Angeles on the U.S. west coast.

Reprinted courtesy of The Loadstar
(www.theloadstar.co.uk) 
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Carriers call a truce and Asia-North Europe ocean
freight rate war is over – or is it?
BY MIKE WACKETT

There is evidence that Asia-Europe carriers have called off
their market share-driven ocean freight rate war “for now”,
said maritime consultant Drewry on June 13. And this has

been mirrored on the transpacific tradelane where spot rates have
“stabilized” in recent weeks, it added.

One UK-based carrier told The Loadstar last week the 14 per
cent week-on-week decline in spot rates on Asia-Europe  was
“merely a blip” –  headhaul ships were running full and there was
no longer any need to cut rates. However, this was contradicted by
spot market forwarders who said carriers were still touting short-
term rate reductions to fill unused slots on their vessels to North
European ports.

Drewry pointed to the upward trend of spot rates since April
across all lanes, which had been boosted by general rate increases
underpinned by capacity reductions from carrier alliances. But,
said the consultant, “such was the depth spot rates had fallen  to
that any talk of recovery [for the carriers] is premature”.

Every reporting carrier suffered severe rate decreases in Q1, in
the battle for market share that saw market leader Maersk Line con-
ceding a 26 per cent drop in average revenue per TEU for a 7 per
cent growth in volume, noted the consultant. Furthermore, it said,
weaker carriers such as APL, Hanjin and K Line lost out on both
counts: lower volumes carried despite rate reductions conceded.

NATIONAL SHIPPING COMPANY OF SAUDI ARABIA
VESSEL                VOY      CLOSING        SAILING           SAILING           SAILING
                                           TOR/MTL      HOUSTON       BALTIMORE        HALIFAX

BAHRI JAZAN      9            20-Jun            02-Jul                11-Jul                14-Jul
BAHRI HOFUF      11            12-Jul             24-Jul               04-Aug              07-Aug
BAHRI ABHA       11           05-Aug           17-Aug              27-Aug              30-Aug

DIRECT
Ro/Ro, B/Bulk & CNTR 
Service to:
Jeddah, Dammam, Dubai,
Karachi, Mumbai
Additional FCL Service
to other Middle East
destinations.

LCL TO CUBA

SINCE
1951PROTOS SHIPPING LIMITED

Please visit our website at www.protos.ca for updated schedules & services

HEAD OFFICE TORONTO
TEL: (416) 621-4381
FAX: (416) 626-1311

MONTREAL
TEL: (514) 866-7799
FAX: (514) 866-7077

HALIFAX
TEL: (902) 421-1211
FAX: (902) 425-4336

VANCOUVER AGENT:
ACGI SHIPPING LTD.
TEL: (604) 683-4221
FAX: (604) 688-3401CUBA CUBA/MELFI LINES

   VESSEL                    VOY.                    MTL/
                                                               TOR.                                HALIFAX                        MARIEL                         VERACRUZ                      ALTAMIRA                  PROGRESSO
MACAO STRAIT        13               04-JUL                         06-JUL                    11-JUL                       31-JUL                       29-JUL                     24-JUL
VERA D                     17               13-JUL                         15-JUL                    20-JUL                      09-AUG                      07-AUG                    02-AUG
FRITZ REUTER          21               30-JUL                         01-AUG                   06-AUG                      26-AUG                      24-AUG                    19-AUG

General Cargo

“The predatory commercial strategies of the first quarter
meant rate decreases were more severe than they might otherwise
have been,” said Drewry. And, notwithstanding the fragile recov-
ery in Q2, it still expected average ocean freight rates this year to
be lower than in 2015. This in part is because contract rates have
been agreed at significantly lower levels this year on both  main
trade lanes. Rate discussions have been heavily influenced by the
depressed spot market, thus lowering the negotiating start point
bar for carriers and shippers.

According to Drewry’s Benchmarking Club, ocean freight
rates for cargo moving under contract on the major east-west trade
routes fell by another 18 per cent between February and May. And,
based on confidential data from shippers, Drewry’s contract rate
index has now declined by a massive 29 per cent year-on-year to
May. This, said the consultant, was the result of the big rate cuts
secured by shippers for Asia-Europe contracts at the end of last year
and start of 2016, and “considerable reductions” in annual transpa-
cific rates negotiated in May. Nevertheless, on a note of hope for
the container lines, Drewry opined that spot rates “should be more
stable through the rest of the year…if carriers have truly ended
their rate war”.

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk) 
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Seaway off to a slow start, but increased exports
expected to make up for early losses

Seaway year-to-date shipments (March
21 to May 31) reached 6.5 million
tonnes, down 4 per cent (282,000

tonnes) compared to the same period last
year, due mainly to tonnage decreases in
iron ore and imported steel.  Despite the
overall drop, “There are certainly some
bright spots so far. Canadian exports of
machinery, aluminum and dry bulk cargoes
like cement have been strong. Businesses
are responding to demand from the U.S.
automotive and construction industries,”
said Terence Bowles, President and CEO of
The St. Lawrence Seaway Management
Corporation. 

Although significantly lower grain
shipments accounted for the bulk of the
reduced tonnage, there were a number of
positive cargo categories: Dry bulk cargo
shipments, in the same period, totaled 1.9
million metric tonnes, up five per cent, with
strong performances from cement, road salt
and gypsum. 

Jim Reznik, Director of Logistics,
North America, for Votorantim Cimentos,
said: “The milder winter has led to a jump-
start to the construction season. Last year,
construction activity in the U.S. Great Lakes
grew as the economy improved and, so far,
we’re seeing that continue. With the
Seaway opening earlier, we have been able
to get extra vessel loads out to serve our
customers.” St. Marys Cement, part of
Votorantim Cimentos, transports cement
and/or clinker from its Bowmanville,
Ontario plant to its facilities in Cleveland,
Toledo and Detroit for residential and com-
mercial construction projects.

Although Seaway shipments of all gen-

eral cargo was down by 18 per cent, ship-
ments of domestic general cargo were up 64
per cent, with McKeil Marine vessels trans-
porting aluminum from a plant in Sept-Iles,
Quebec to Oswego, NY, Detroit, Michigan
and Toledo, Ohio for automotive manufac-
turing. “McKeil currently has two vessels
dedicated to transporting aluminum sows
for its long-standing customer Aluminerie
Alouette, the Alouette Spirit and its flagship
bulk carrier the Evans Spirit, the newest
vessel in McKeil’s fleet,” said Steve Fletcher,
President of McKeil Marine. “As we cele-
brate our 60th year in business, we’re very
optimistic about this shipping season, due
largely in part to the increase in aluminum
volumes resulting from current European
pricing and an increased demand in the U.S.
marketplace.”

Project cargo, such as oversized
machinery, is expected to be a strong cargo
category this season. This week, Logistec’s
cargo handling experts coordinated a short
sea shipping project to move 78 tower sec-

tions aboard the M/V Rosaire A. Desgagnés
from Port Weller, Ontario to Sheet Harbour,
Nova Scotia. Turbine manufacturer ENER-
CON produced the pieces locally in the
Niagara region. Logistec is loading and
unloading all cargo, and will store the
pieces in the Maritimes until regional con-
struction sites are ready to put each turbine
in place.

In May, Siemens Canada used the port
of Hamilton to ship 36 turbine blades to
Europe, the second time the manufacturer
has used the port to export products over-
seas in two years - due to its proximity to
the Siemens plant in Tillsonburg, Ontario
and because of its experienced stevedores.
“Facilitating trade and supporting Ontario
manufacturing is what we’re all about. The
recent shipment of windmill components
showcases Port of Hamilton’s facilities and
our capability to deliver goods anywhere in
the world,” said Ian Hamilton, Vice Presi-
dent of Business Development and Real
Estate for Hamilton Port Authority.
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Seaway VP Guy Yelle to retire in June

Terence Bowles, President and CEO
of The St. Lawrence Seaway Man-
agement Corporation (SLSMC)

announced that Guy Yelle, Vice President,
Operations, will be retiring in June after an
exemplary career spanning 30 years at the
Seaway.

Succeeding Guy Yelle as Vice Presi-
dent, Operations, will be Stephen Kwok,
who previously served as Vice President,
Engineering and Technology, and has over
26 years of experience at the Seaway in
both engineering and operating roles. Jim
Athanasiou has been promoted to fill the
position of Vice  President, Engineering and
Technology, stepping up from his role as

General Manager of Business Improvement.
Jim recently completed an EMBA from
McGill – HEC Montréal and has been with
the Seaway for some seven years.

In sharing the announcement, Terence
Bowles noted his sincere appreciation for
the support  and counsel that Guy Yelle pro-
vided. “Guy exemplifies the values that we
have at the Seaway and, in particular, his
dedication to keeping downtime and navi-
gational delays to a minimum has resulted
in our customers, shippers and carriers
holding the SLSMC in high regard” said
Bowles. “We wish Guy a very rewarding
retirement.”
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EDC: Protectionism – in vogue again?
By Peter G Hall, Vice-PreSident and cHief economiSt

Say  it isn’t so! We’ve heard the
dreaded ‘P’ word enough in the past
to be beyond this. Globalization has

long since proven its worth, opening up
new markets, and bringing efficiencies
that make everyone better off. It’s why
political leaders have made huge invest-
ments in trade deals, investment
protection agreements, double taxation
treaties and endless discussions to safe-
guard what has been put into place.
Then, one or two things go wrong, and
we lose it: globalization comes under
attack as the obvious villain, and we
retreat into protectionism, or at least into
its vile rhetoric. Is it happening all over
again?

Our last big bout wasn’t so long ago.
Enter the Great Recession and with it,
widespread amnesia. Globalization, which
fueled the longest growth cycle in recent
memory was now fingered for igniting the
late-cycle excesses. One by one, countries
came out with ‘me first’ policies that
baldly displayed their ignorance – deliber-
ate, or accidental – of how the systems of
globalization really work. Some of global-
ization’s greatest beneficiaries became its
sworn enemies. Buy American was our
top customer’s plan. Then ‘France first’.
China, of all places, was also trying to
ring-fence activity within its borders.

What’s the appeal of such counter-
intuitive policy? First, when the chips are
down, it looks patriotic. Leaders who
make bold statements about protecting
growth appear to be champions of the
cause. It’s popular, and it wins votes.
Second, it plays on fears. Chaos increases
desperation, which suddenly makes pro-
tectionism sound good. Third, it’s a
remedy for the worry – usually unfounded
– that some other country is unfairly hol-
lowing out activity on the home front.
Fourth, following the recession countries
were spending hefty sums on stimulus,
and they wanted to ensure – through pro-
tectionism – that nothing spilled abroad.
Fifth, it’s always more convenient to
blame your woes on outsiders; protection-
ism ‘fixes’ the ‘enemy without’. Sixth, it’s
a nasty contagion: if everyone else is
resorting to protectionism, well, we have
to as well. Finally, frustration. After seven
years of economic meandering, those left
behind economically are eager for change.
That’s why political messages today are
replete with fortress-mentality shock-talk.
Is there a reasonable end-game?

Business realities suggest that the

crowing will crumble. Costs to the econ-
omy are significant, and they are more
immediate than they used to be. Reprisals
to protectionist measures can rapidly
result in domestic layoffs that reveal the
policies’ short-sightedness. Small wonder
that some of the post-recession’s most
prominent announcements were modified
shortly after the press conference. It was
quickly obvious that instead of ameliorat-
ing conditions, they actually stood to
exacerbate them.

Today’s version of protectionist rheto-
ric is playing to the frustrations of a
generation left behind, and is occurring in
the context of troubling financial turbu-
lence, significant weakening of BRICS
economies and others affected by plunging
commodity prices, and the deep structural
weaknesses brought on by the Great
Recession. Unfortunately, but typically, it
has taken its eyes off longer-term gains.
The goldmine of potential in the power-
houses of China, India, Brazil, Mexico,
Indonesia and others strongly suggests
broadening the reach of globalization, and
investing in making it more efficient. The
opportunity cost of ill-conceived short-
term remedies is arguably incalculable.

Given the heightened role that
today’s circumstances are giving to senti-
ment, persuasion has perhaps never been
more important. For globalization to
work, it’s an all-in process. But maybe

there’s another way. There’s likely no
better demonstration than a business strat-
egy that sees these longer-term benefits,
and through prudent execution, delivers
the results. There’s more: there’s actually
a huge possibility of gain through exploit-
ing the open business channels that
another’s protectionism gives rise to. If
other economies are running away from
globalization’s realities, there’s a larger
opening for the ones intent on embracing
them.

The bottom line? We can all hope
that reason prevails ahead of concrete
decisions being made that could prove
very damaging to world growth. In the
meantime, we can look for opportunities
where others are building walls.

This commentary is presented for
informational purposes only. It is not
intended to be a comprehensive or
detailed statement on any subject and no
representations or warranties, express or
implied, are made as to its accuracy, time-
liness or completeness. Nothing in this
commentary is intended to provide finan-
cial, legal, accounting or tax advice nor
should it be relied upon. Neither EDC nor
the author is liable whatsoever for any
loss or damage caused by, or resulting
from, any use of or any inaccuracies,
errors or omissions in the information
provided.
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Anik Trudel new Chair at Montreal Port Authority

Anik Trudel was elected by her peers as Chair of the Board of
Directors of Montreal Port Authority (MPA). Her appoint-
ment took effect following MPA’s annual meeting held on

May 13. She succeeds Michel Lessard, who is retiring after nine
years of loyal service, the maximum allowed under the Canada
Marine Act. He chaired the Board for seven of those years.

Sylvie Vachon, President and CEO of MPA, warmly thanked
the outgoing Chair: “Mr. Michel Lessard has been backing me for
seven years. He truly shares our vision of positioning at the Port of
Montreal, and he helped us achieve it. Thank you, Mr. Lessard!”

Anik Trudel has been a Board member since 2008. Ms. Trudel
is Senior VP and General Manager at Citoyen Optimum, a Quebec-
based public relations firm founded in 1981, with offices in
Montreal, Quebec City, Toronto, Vancouver and, through its interna-
tional network, in the United States and Europe.

In addition, Marie-Claude Boisvert, a Board member since
2014, was elected Vice-Chair. Ms. Boisvert is Chief Operating Offi-
cer, Desjardins Business Capital régional et coopératif.

‘Outlook dim for Latin America trade in 2016’, 
but Mexico is still shining
BY GAVIN VAN MARLE

Trade prospects for Latin America are looking distinctly dim
this year, according to a recent Maersk Line trade report. East
coast volumes are predicted to shrink as major economies

continue to struggle with recession, while west coast export
nations face declining demand from China.

In the face of declining demand, Latin American countries are
likely to be led into increasing competition with each other, according
to Omar Shamsie, President of Maersk Line Latin America and
Caribbean. He added that some countries had begun to develop pro-
duction of commodity sectors where they have not traditionally been
present. “We have seen increased focus on, and investment in,
exports, including Colombia investing in avocado production to com-
pete with its neighbours in international markets,” he said, adding:
“This has been helped by investment in reefer container technology,
which controls atmosphere and temperature, allowing produce to
travel further than ever.”

The big drag on trade for shipping lines is Brazil, which in the
fourth quarter of 2015 saw a 14.5 per cent decrease in exports and a
30 per cent decrease in imports. That trend has partly begun to
reverse this year as the declining value of the real has boosted
exports. There was a 21 per cent year-on-year increase in January fol-
lowed by 16 per cent growth in February. However, both months saw
a 30 per cent decrease in imports, “which goes to show that the gen-
eral population is tightening its belt in the face of the ever worsening
recession”, said Mr. Shamsie.

Similarly, Argentina’s general trade profile continues to be weak,
even if prospects have improved since a new, pro-trade government
took power. However, any benefits from this are unlikely to be felt for
at last another year. “The most likely scenario will see trade pick up
from 2017, with 2016 serving as a transitional year. Many automo-
bile producers have already shown signs of renewed interest in the
country, although it is unlikely that it would be able to compete with
the region’s automotive hub, Mexico, any time soon,” Maersk said.

Regionally, Mexico is one the few bright posts. Container

throughput at its ports last year was up  8 per cent, and Maersk
expects imports to grow by a further 8 per cent this year, “as more
car production capacity comes online with  more investment from
automobile companies, such as BMW and Toyota”.

On the South American west coast, despite declining exports to
China, both Chile and Peru are expected to see import growth this
year on the back of strong consumer demand.

Meanwhile, the decline in the value of the Colombian peso hit
imports into South America’s third largest economy, which dropped
5 per cent last year. But at the same time, it failed to use that to
encourage export activity. “With the currency devaluation the expec-
tation was high that Colombia would increase its exports due to more
competitive pricing. However, in reality, Colombian exporters did not
manage to adjust their trade strategies to take advantage of this oppor-
tunity until the last quarter of the year,” Maersk said.

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

Ph
ot

o: 
Ka

sp
er 

Ch
ris

ten
se

n

sailings1079.qxp  2016-06-27  10:45 AM  Page 66



June 27, 2016 • Canadian Sailings • 67

EVENTS
LISTED

FREEContact FRANCE NORMANDEAU 
france@canadiansailings.ca

UPCOMING EVENTS

Canadian Sailings is not responsible for errors. Please verify with event organizers for possible changes or cancellations.
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GUY TOMBS guytombs.com ........................................................... 28
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July 7 
CIFFA WESTERN REGION
Golf Tournament
Mayfair Lakes GCC, Richmond
Contact: (416) 234-5100 ext: 232, Nick Lutz 
marketing@ciffa.com
www.ciffa.com

July 15
VANCOUVER TRANSPORTATION CLUB
NSR
Moose’s Down Under, Vancouver, B.C.
Contact: Frank Siemens – fsiemens666@gmail.com
www.vancouvertransportationclub.com

August 11
VANCOUVER TRANSPORTATION CLUB
Golf Tournament
Meadow Gardens Golf Club, Pitt Meadows, Wash.
Contact: Frank Siemens – fsiemens666@gmail.com
www.vancouvertransportationclub.com

August 25
MARINERS’ HOUSE OF MONTREAL
An Evening of Comedy with Sugar Sammy
Saputo Theatre, Saint-Léonard, Quebec
Contact: (514) 849-3234, Carolyn Osborne  
manager@marinershouse.ca
www.marinershouse.ca

September 6-9
ASSOCIATION OF CANADIAN PORT AUTHORITIES 
58th ACPA Conference and Annual General Meeting.
Valhalla Inn, Thunder Bay, Ontario
Contact: 807 346-7393, Chris Heikkinen
marketing@tbport.on.ca
acpa2016.ca

September 15 
CIFFA CENTRAL REGION
Golf Tournament
Cardinal RedCrest GCC, Newmarket
Contact: (416) 234-5100 ext: 232, Nick Lutz 
marketing@ciffa.com
www.ciffa.com

September 23 
CIFFA EASTERN REGION 
Golf Tournament
Elm Ridge Country Club, Montreal
Contact: (416)234-5100 ext: 232, Nick Lutz 
marketing@ciffa.com
www.ciffa.com

September 23 
CIFFA WESTERN REGION
Gala Dinner
The Four Seasons, Vancouver 
Contact: (416) 234-5100 ext: 232, Nick Lutz 
marketing@ciffa.com
www.ciffa.com

September 26
30TH ANNUAL CONFERENCE ON TRANSPORTATION
INNOVATION AND COST SAVINGS
Aga Khan Museum, Toronto, Ontario
Contact: (905) 331-1755, Richard Lande
rlande@cogeco.ca
www.transportconference.ca

October 4-6
ARCTIC SHIPPING FORUM NORTH AMERICA
Marriott Château Champlain, Montreal, Quebec
Contact:  +44 (0)20 701 74402, Paul Skinner
paul.skinner@informa.com
www.informamaritimeevents.com

MORTERM LIMITED morterm.com..................................................... 11
MSC (CANADA) msc.com...................................................................... 3
ODYSSEY SHIPPING odysseyshipping.com........................................51
PROTOS SHIPPING protos.ca............................................................. 63
SEABOARD MARINE seaboardmarine.com ........................................ 45
SOUTHWESTERN SALES CORP. LTD. southwesternsales.ca........................16
STERLING FUELS LIMITED sterlingfuels.ca .......................................14
THE GREAT LAKES SEAWAY PARTNERSHIP greatlakesseaway.org ...... OBC
WINDSOR ESSEX ECONOMIC DEVELOPMENT CORP.

choosewindsoressex.com...................................................................12
WINDSOR PORT AUTHORITY portwindsor.com ................................. 6
WINDSOR SHIPPING AGENCY INC ............................................ 10
ZIM zim.com ......................................................................................... 55
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A technical background  
and a love of the Great Lakes 
inspired Chris Henderson to 
become a marine mechanic. 
Today, he supervises projects 
at a busy shipyard. He thrives 
on that challenge.

Great Lakes Seaway shipping drives economic growth, 
supporting 227,000 jobs in the United States and Canada.

For more information, please visit us at:
  www.greatlakesseaway.org
  @GLSPartnership

CHRIS HENDERSON, Project Coordinator/
Estimating & Planning, Great Lakes Shipyard
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