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UPDATE

ur first sailing from Singapore to Kolkata was

in October 1986 and little did we expect the ex-

citing journey we were about to embark upon
- or that three decades later we would have become
a major Regional Common Feeder spanning the Mid-
dle East to the Far East but with our main routes still
remaining in India. Our success is something that
can only be attributed to the dedication of the initial
founders, Heinrich Schoeller and Joachim von der
Heydt, as well as loyal long-term personnel who have
given their time and efforts to BTL (Bengal Tiger Line) -
for which we are forever grateful.

That infamous inaugural voyage of MV ‘Auriga’ which ar-
rived in Calcutta (as it was then known) on 1st November
1986, was made all the more challenging a start as the
only parcel loaded on-board was 10 x 40" containers be-

longing to US Lines which announced bankruptcy the
day the vessel arrived in Kolkata! However with the Ti-
ger’s spirit we never flinched and endured the hardship
of those early pioneering days to establish a name and
the ‘shuttle’ schedule reliability that was our early trade
mark - and which remains to this day.

Commencing with the Bay of Bengal trade sectors,
from which we derived our name, to our current geo-
graphical spread encompassing more than 60 port
pairs, BTL has become synonymous with a great prod-
uct, great service and indeed great people - both on our
vessels and ashore. In a service orientated industry, it is
the human resource and comradeship which really
‘makes the difference’ for which we can all be proud.

Bill Smart, Managing Director, BTL

AAL named ‘Breakbulk Operator of the Year 2016’

n November 2016 AAL has won two prestigious

awards. At a glittering ceremony in London, AAL

collected the Global Freight Awards’ ‘Breakbulk
Operator of the Year 2016" - the first time these annual
awards have featured a dedicated category for the
breakbulk sector. Kyriacos Panayides, AALs Group
Managing Director, said, “This is a tremendous
honour and especially significant in that the award was
independently voted for by the readers of Lloyd’s
Loading List - a readership comprising of our customers,
partners and associates from all over the world.”

A week later, AAL won the ‘Excellence in Project Car-
go Breakbulk/Heavy Lift" award at the Lloyd's List
Australia 21st Shipping Industry Awards 2016. “We are
truly honoured with this fantastic and unique achie-
vement and will harness this acknowledgement to

drive us forward and achieve even more for our cus-
tomers and partners all over the world”, a spokes-
person stated. AAL has now won six industry awards
over the past two years.
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Transparency in a mouse click —
the CCS way of doing business

hen Olaf Groeger, Managing Director of CCS,

and his small team commenced operations in

Hamburg in January 2015, they felt and acted
like a start-up, despite the connection to 30+ years
of cruise experience from CSM. Two years later they
are continuing to keep the “early day spirit” alive. Con-
sidering CCS’s rapid growth, this is an important task.
The combined headcount of the two offices in Hamburg
and Limassol will be 42 by February 2017. Within its first
two years, CCS has won three additional clients and
been assigned six more vessels. What is so different and
attractive about CCS’s way of cruise vessel manage-
ment? Their business model is highly innovative.

“Firstly our remuneration is a management fee only”,
explains Olaf Groeger. “It may be a bit higher than what
our competitors ask for but is all-inclusive”.

“Secondly, our Safety Management System recognis-
es and reflects the special aspects of cruise vessel
management. It is in full compliance with the ISM
Code, MLC 2006, ISO 9001, 14001, 50001 and OHSAS
18001, DNV GL has approved its compliance with the
Cruise Lines International Association (CLIA) safety
policies.”

“Thirdly, and most important of all, everything we do is
fully transparent. To audit us clients don’t need to
come to our premises to check or access our records.
Of course they are still welcome to do so if they wish,
but they can also simply log into our «Client Portal»
and check everything from their desks. Let me give you
an example: if a supplier — any supplier for that matter
- wherever in the world is to deliver whatever goods to
one of ‘our’ vessels, then our client can take a look at
the offer, the purchaser’s order and later match it with
the corresponding invoice.”

IMPRINT
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The Client Portal allows ship owners to arrange the
dashboard according to their personal preferences.
They can monitor operational details such as speed
and fuel consumption, they can check their tailor-made
Key Performance Indicators (KPIs) such as average
water consumption, carbon footprint per passenger
and/or mile travelled, they can take a detailed look at
the maintenance status and audit budgets and ac-
counts. “Our Client Portal offers transparency in a
mouse click”, says Olaf Groeger with a smile.

The maritime cruise industry splits into three seg-
ments: classical cruising with its destination-hop-
ping itineraries. During the day, passengers take
sightseeing trips; at night the vessel takes them to
the next harbour and so forth. Expedition cruising
combines adventure with comfort and transports
passengers to remote places such as the Arctic and
Antarctic, New Caledonia or up the Amazon River. In
the third segment, the cruise vessel itself is the des-
tination, with entertainment around-the-clock being
what matters most.

“CCS currently concentrates on the first two segments
and will continue to do so”, states Olaf Groeger. “If we
were to specialise the focus, it would be on expedition
vessels. A staff member based in Hamburg is solely
dedicated to planning icy routes like the Northwest
Passage.”

“We are very happy that our approach of collaborative
partnerships based on tailor-made contracts is meet-
ing the needs and expectations of vessels’, owners” and
passengers’ alike.” From the latest statistics, the aver-
age passenger feedback scoring on CCS managed ves-
sels stands at above 95% - one of the hardest curren-
cies in the cruise industry.
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