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Dear friends 
and colleagues!
Welcome to the reading of the summer 2016 issue of the 
Tschudi Tribune. 
	 This	issue	is	first	of	all	about	people	and	their	skills,	secondly	
about	living	in	cycles,	seeking	solutions,	being	contrarian,	being	
there	 for	 customers	 and	 colleagues	 when	 needed,	 and	 by	
combining	all	of	this;	turning	crisis	into	opportunity.	This	is	only	
possible	with	the	solid	backing	of	a	strong	and	dedicated	team	
working	in	the	spirit	of	our	common	vision	“Creating	Value	
by	Daring	 to	be	Different”.	When	 the	circumstances	around	
our	 businesses	 are	 changing	we	 need	 to	 find	 new	ways	 of	
conducting it.
	 Many	an	experienced	leader	would	say	that	a	crisis	is	an	
invitation	 to	 increase	effectiveness	by	necessity	and	should	
never	go	unused.	If	we	become	efficient	during	bad	times	it	
will	be	a	winning	recipe	during	good	times.			
	 No	one	knows	the	tasks	at	hand	better	than	the	one	whose	
job	it	is	to	deal	with	them.	Thus	it	is	the	responsibility	of	each	
and	every	one	of	us	to	proactively	seek	more	efficient	but	also	
new	and	better	solutions	in	our	daily	work.	Accumulated	these	
improvements	 can	 be	 the	 difference	 between	 success	 and	
failure	for	our	business	and	the	responsibility	for	realising	them	
rests	 with	 everyone,	 from	 accounting	 to	 ship	 management	
and logistics! 
	 Along	the	same	lines	we	have	to	identify	how	we	can	employ	
the	individual	and	collective	skills	within	the	Group	in	new	and	
more	effective	ways.	We	are	convinced	 that	 there	 is	a	 large	
untapped	potential	 in	cooperating	operationally,	 functionally	
and	geographically	across	the	Group.	New	businesses	can	be	
developed	by	exploring	with	our	colleagues	how	our	 joint	
capacities	can	be	combined	 to	serve	 internal	 and	external	
opportunities.	
	 An	example	is	Tschudi	Arctic	Transit.	When	a	ship-to-ship	
oil	 transshipment	 contract	 was	 lost,	 we	 and	 our	 long-term	
partner	Arctic	Protection,	 identified	the	need	for	an	effective	
integrated	oil	terminal	and	transportation	system	for	the	Barents	
Sea.	We	are	now	developing	the	Arctic	Terminal	and	Transpor-
tation.	This	is	an	exciting	project	with	promising	potential	for	
all	involved	not	least	Northern	Norway.
	 Another	concrete	 result	 is	 the	 repurchase	of	 the	Sydva-
ranger	iron	ore	mine	which	closed	in	November	2015	due	to	
adverse	market	conditions.	It	is	a	bold	and	some	will	say	fool-
hardy	move,	but	we	strongly	believe	that	it	is	an	opportunity	to	
rebuild	an	 important	activity	 in	Kirkenes	which	would	other-
wise	have	been	lost.	The	goal	is	obviously	to	create	value	over	

time.	The	 iron	ore	 is	 there,	much	of	 the	equipment	 that	cost	
about	a	quarter	of	a	billion	dollars	has	been	secured,	and	above	
all	-	the	skills	to	operate	the	company	are	still	available	in	the	
Kirkenes	area.	Here	we	really	aim	at	turning	crisis	into	opportunity.	
But,	let	it	be	clear,	it	is	absolutely	no	“walk	over”!
	 Captain	Henry	F.	Tschudi	who	turned	90	in	May	and	who	is	
still	following	our	business	closely	represents	another	example	
of	how	adversity	can	be	turned	into	opportunity	by	employing	
existing	assets	and	skills	to	create	something	new.	In	the	early	
1970ies	he	turned	a	tug	and	barge	operation	dedicated	to	oil	
transshipment	which	was	cancelled,	 into	a	new	company,	
International	Transport	Contractors,	ITC,	now	Tschudi	Offshore	
&	Towage.
	 Most	of	what	we	do	is	in	cyclical	businesses.	That	is	like	a	
train	journey.	Unfortunately	we	must	now	and	then	leave	one	
train	 to	get	onto	another	 to	bring	us	 to	our	destination.	One	
thing	you	can	be	sure	of	is	that	there	will	always	be	a	new	train	
leaving,	but	you	might	have	to	be	patient.	Waiting	for	some-
thing	unpredictable	can	be	frustrating,	so	is	working	towards	
something	which	is	difficult	to	plan.	Persistence	is	staying	on	
the	platform,	being	ready	to	catch	the	right	train	which	will	in	
the	end	bring	us	to	the	right	destination.	
	 Thank	you	all	for	joining	us	on	this	journey.	Please	do	not	
forget	to	enjoy	and	take	interest	in	the	travel	for	its	own	sake.	
Remember,	as	in	life	-	the	journey	is	a	goal	in	itself.		
	 Wishing	you	all	the	very	best	for	the	summer	and	the	rest	of	
2016	-	keep	up	the	good	work!	Thank	you	again	for	all	your	valu-
able	contributions	and	for	living	our	values	despite	sometimes	
being	uncertain	about	the	directions	of	the	departing	trains!

Kind	regards
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BY LARS CHRISTIAN AASEN,	TSCHUDI	SHIPPING	COMPANY

In the previous issues of Tribune,	we	have	reconfirmed	our	
vision	“Creating	Value	by	Daring	to	be	Different”	and	our	core	
values,”	Proactivity,	Commitment	and	Respect”.	We	have	
reconfirmed	safety	to	be	our	highest	priority,	as	 it	has	been	
since	the	origin	of	our	company,	and	we	are	committed	to	our	
ambitions	of	long-term	value	creation	with	a	positive	footprint.
	 True	 recognition	 and	 understanding	 of	 customer	 needs	
and	expectations	is	a	critical	success	factor	for	achievement	
of	these	goals	over	time.	Being	able	to	deliver	products	and	
services	to	customers	on	time	and	as	agreed	on	quality	and	
cost,	whilst	leaving	a	footprint	acceptable	for	involved	parties	
and	the	society	around	us	is	another.	
	 The	key	enabler	to	deliver	on	these	critical	success	factors	
is	 people,	 our	 most	 valuable	 resource.	 They	 communicate	
with	our	customers	all	the	way	from	the	initial	contact,	through	
agreement	of	terms,	execution	and	delivery	to	invoicing	and	
the	 receiving	of	 feedback.	Moreover,	 our	 people	 take	good	
care	of	both	positive	and	negative	feedback	from	customers	
and	are	key	contributors	to	the	internal	learning	and	continual	
improvement	 process.	 This	was	 the	 case	 back	 in	 the	 days	
and	this	will	be	the	case	in	the	future.
	 For	some	time	now,	we	have	worked	on	developing	a	new	
Tschudi	management	system	concept,	which	we	have	designed	
to	better	support	our	people	to	stay	successful	in	their	dialog	
with	customers	and	 in	 their	daily	execution	of	 tasks.	This	
includes	 a	 set	 of	 revised	 company	policies	 and	 standards,	
giving	a	best	possible	framework	for	the	future	and	decisions	to	

standardize	on	specific	information/communication	technology	
across	the	group.
	 However,	as	you	all	know,	only	investing	in	the	system	side	
is	not	sufficient.	Over	the	next	few	years,	we	will	involve	and	
engage	our	people	in	the	development	process	aiming	for	fur-
ther	enhancement	of	our	business	processes	and	the	 in-
ternal	 communication	across	 the	group.	The	company	policies	
promote	intentions	and	desired	outcomes,	covering	areas	such	
as	human	rights,	labour	standards,	the	environment	and	anti-
corruption	as	well	as	the	safety	and	well-being	of	employees,	
job	security,	internal	communication,	personal	behaviors	and	
code	of	conduct.
	 The	involvement	of	people	will	ascertain	that	the	manage-
ment	system	will	be	accurate	and	precise	in	terms	of	reflecting	
how	we	conduct	our	business	on	a	daily	basis.	Moreover,	it	will	
also	serve	as	a	source	for	familiarization	training	and	develop-
ment	 for	all	employees	 in	 the	company.	We	expect	 this	will	
affect	our	people	in	terms	of	learning	and	growth,	and	further	
develop	our	organizational	culture	based	on	proactivity,	respect	
and commitment. 
	 The	 online	 Tschudi	 management	 system	 will	 serve	 as	 a	
framework	for	our	business	conduct	and	as	a	tool	for	achieving	
our	goal	of	always	becoming	better	at	what	we	do,	in	a	sus-
tainable	 way.	 A	 successful	 implementation	 will	 establish	 a	
good	 and	 scalable	 platform	 and	 structure	 for	 our	 business	
enabling	growth	and	even	higher	 future	value	creation,	and	
still	keeping	the	positive	footprint.

“Safety is our highest priority and we are committed to our ambitions 
of long-term value creation with a positive footprint.”

THE PEOPLE
OUR MOST VALUABLE 

RESOURCE
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“My story is actually an exception.	You	don´t	usually	get	
employed	ashore	with	only	3,5	years	sailing	experience,	the	
maritime	sector	is	conservative	like	that.	But	I	was	lucky,	the	
circumstances	were	favourable	and	I	was	in	the	right	place	at	
the	right	time.	But	someone	must	have	been	pleased	with	my	
previous	ecperience	as	well,”	begins	Margus	Raad,	Managing	
Director	of	Tschudi	Ship	Management	AS	modestly.

	 During	his	nautical	experience	he	managed	to	see	his	share	
of	the	world.	According	to	Margus	one	is	born	to	be	a	seaman.	
Being	away	from	land	and	one’s	family	 is	not	 for	everyone.	
“Not	everyone	can	live	like	that.	I	am	fortunately	not	seasick,	
but	with	the	ship	swaying	30	degrees	in	both	directions	it	was	
sometimes	just	not	possible	to	fall	asleep.	It	was	not	easy	to	

keep	in	touch	with	the	rest	of	the	world.	The	satellite	phone	
was	2	dollars	a	minute.	Nowadays	it’s	much	easier,	depending	
on	the	vessel	and	the	region.”	
	 Mates’	contracts	vary	from	two	weeks	to	six	months.	His	
first	assignment	as	a	mate	on	a	chemical	tanker	 lasted	for	
six	months.	“We	sailed	on	the	Caribbean	islands	and	Mid-
America	carrying	palm	oil,	raps	seed	oil	and	sugar	syrup.	We	
also	carried	water	in	the	Bahamas.	I	have	also	carried	chemicals	
and	other	hazardous	substances,”	says	Margus	to	illustrate	his	
service	on	the	chemical	tankers	as	the	2nd	and	3rd	mate.	
	 “In	2007	I	had	a	choice	to	either	start	as	a	Chief	Mate	on	a	
45	000-ton	chemical	tanker	or	to	accept	the	position	of	Safety	
&	Quality	Coordinator	at	Tschudi	Ship	Management	in	Tallinn.	
All	seamen	are	faced	with	this	decision	at	some	point.	Some	
sooner,	some	later.”

Exciting challenges at sea and ashore
Tschudi	Ship	Management	stems	 from	the	 technical	depart-
ment	of	the	Estonian	Shipping	Company.	The	initial	purpose	
being	to	serve	and	operate	Tschudi’s	own	fleet.	Laterally	our	

ENGLISH	TRANSLATION	OF	THE	ARTICLE	BY	JANE NIIT,		PAAT	&	MEREMEES

“It takes more than just maritime 
education to run a maritime 
company.”

FROM 
SAILOR TO
MANAGING 
DIRECTOR

s
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In the spring edition 
of Paat & Meremees, 
there is a personal 
article about Margus 
Raad, Managing 
Director, Tschudi Ship 
Management. 

focus	 has	 changed	 to	 also	 include	 third	 party	 clients.	 My	
main	 task	as	 the	Managing	Director	 is	to	 implement	this	and	
attract	new	business.	Now	we	have	10	vessels	under	technical	
management,	4	are	Tschudi’s	and	6	from	our	partners.	We	pro-
vide	crewing	services	to	28	vessels	and	employ	220	seamen.	
Our	goal	 is	to	constantly	 increase	the	number	of	 third	party	
vessels,”	explains	Margus	enthusiastically.	
 

Tschudi	Ship	Management’s	departments	consist	of	people	
with	maritime	background	and	Margus	has	been	the	company´s	
Safety	&	Quality	Coordinator,	Ship	Operations	Manager	and	
today	he	is	the		Managing	Director.	All	vessel	operating	com-
panies	need	a	Safety	&	Quality	employee.	Our	Safety	&	Quality	
team	works	to	ensure	that	all	the	shipboard	procedures	are	
adhered	 to.	The	department	arranges	 internal	 audits	and	
oversees	the	implementation	of	the	procedures	which,	in	turn	
are	then	audited	by	the	classification	society	or	the	flag	state,”	
continues Margus. 
	 Margus	evaluates	that	his	work	as	a	Mate	on	the	chemical	
tankers	prepared	him	well	for	this	task,	as	guaranteeing	safety	
is	a	lifestyle	there.	“I	got	to	witness	the	gold	standard	of	ship-
ping.	What	takes	place	on	a	chemical	tanker	differs	consider-
ably	from	what	happens	on	a	general	cargo-,	container-	and	
bulk	vessel.	Safety	procedures	are	very	strictly	followed	as	

any	accident	can	pose	a	considerable	threat	to	the	crew,	the	
environment	and	the	vessel.”
	 All	the	employees	in	the	technical	department	of	Tschudi	
Ship	Management	have	a	strong	technical	background.	“We	
have	 three	 chief	 engineers	 and	 one	master	working	 in	 our	
technical	 department.	 Each	 operated	 vessel	 is	 assigned	 a	
chief	 superintendent	who	 solves	 all	 the	 problems,	 ensures	
that	the	vessels	are	stocked	and	prepares	all	the	technical	in-
spections,	dry-docks,	 class	 supervisions.	 It	 is	 also	 this	per-
son’s	duty	to	employ	the	crew,	oversee	the	budget,	coordi-
nate	the	financial	side	and	confirm	orders”	describes	Margus.	
	 The	crewing	department	is	responsible	for	hiring	and	crew	
planning	 including	 travel	 arrangements.	 “This	 department	
also	 consists	 of	 people	with	 a	maritime	 background.	 They	
should	be	able	to	interview	the	engineers	and	mates	and	as-
certain	and	evaluate	their	technical	competence.	Margus,	adds;	
“It	takes	more	than	just	maritime	education	to	run	a	maritime	
company.	He	is	of	the	opinion	that	if	one	is	surrounded	by	a	
highly	trustworthy	and	excellent	team,	it	is	not	imperative	for	
the	top	manager	to	have	a	maritime	background.	
	 He	lists	calmness	and	listening	skills	as	the	most	important	

qualities	of	a	top	manager:	one	has	to	listen	to	people	to	
understand	the	core	of	the	problem.	“After	all,	these	are	valu-
able	 assets.	 Frivolous	 decisions	 can	 not	 be	 tolerated,	 one	
has	 to	keep	a	cold	head	and	a	good	balance.	Still,	 critical	
situations	 require	 quick	 decisions,”	 ponders	 Margus.	
“Hence,	I	have	attended	courses	to	develop	my	leadership	
skills	as	well	as	general	knowledge	on	maritime-	and	vessel-
related	topics.	Education	is	invaluable	and	your	can	never	get	
too	much	of	that!”

Estonian seafaring today and tomorrow
“Although	the	vessels	we	service	do	not	fly	the	Estonian	flag	
and	don’t	call	our	ports,	one	should	not	underestimate	our	
contribution	to	the	Estonian	economy	as	we	do	prefer	local	
suppliers	and	service	providers,	if	at	all	possible.	I	have	been	
asked	 for	at	 least	10-15	 times	about	 the	Estonian	flag,	but	
once	the	inquirer	hears	about	our	tax	environment	the	subject	
is	cut	short.	The	employment	costs	amount	to	50-60%	of	the	
vessel’s	operating	costs	and	once	the	local	taxes	are	also	add-
ed	no	one	is	interested	in	pursuing	the	matter	further.	I	hope	
they	manage	to	do	something	about	it.”

“Calmness and to be able to listen are the most important 
skills of a top manager – to hear people and understand
the core of the problem.”

Good teamwork onboard M/T Nelly Wonsild, 2005.

“My main task as Managing 
Director is to attract new 
business.”

s
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Our tradition continues to gain momentum and our event is 
definitely	well	recognised	amongst	all	guests	for	 its	friendly	
and	relaxed	atmosphere.
	 Chairman	Felix	H.	Tschudi	briefly	summed	up	the	year	in	his	
welcome	 speech	 and	 in	 doing	 so	 referred	 to	 the	 supposed	
Chinese	 curse	 “May	 you	 live	 in	 interesting	 times”.	 This	
sounds	 like	a	pleasant	wish	but	always	used	 ironically,	 it	
means	the	exact	opposite!	
 

	 His	remark	confirms	that	the	Group	is	indeed	experiencing	
interesting	times	with	challenging	markets,	but	he	did	how-
ever	strongly	emphasise	that	during	such	times	it	is	crucial	to	
keep	 skills	 and	 competence	which	 are	 the	most	 important	
criteria	for	survival	and	subsequent	growth.
	 Further	he	commented	 that	being	a	diversified	company	
with	many	activities	we	have	an	exciting	potential	to	create	
new	 business	 opportunities	 within	 the	 Group.	 The	 more	
time	 our	 colleagues	 spend	 together	 getting	 to	 know	 each	
other	and	their	respective	businesses	(such	as	at	the	Get	To-
gether!)	the	easier	it	is	to	pick	up	the	phone	to	test	a	common	
opportunity	later.
	 In	turbulent	times	like	these	(which	is	probably	the	norm!)	
we	will	 have	 to	 adapt	 faster	 than	 others	 to	 survive	 even	 if	
change	may	not	always	feel	comfortable.	In	such	an	environ-
ment	 our	 values;	 proactivity,	 commitment	 and	 respect	 are	
even	more	 important	 and	 all	 that	we	do	 shall	 reflect	 these	
values.	Such	conduct	represents	the	continuity	in	our	business.		
	 And	hopefully	the	continuity	of	our	successful	“Get	To-
gether”	tradition.

CATCHING UP 
WITH CLIENTS 
AND COLLEAGUES
Our annual “Get Together” in December was again hosted at the 
Teachers House in the beautiful and historic setting of Tallinn’s 
Medieval Old Town. 

BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

“Being a diversified company 
with many activities we have 
an exciting potential to create 
new business opportunities 
within the Group.”
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Felix’s predecessor was his father Captain Henry F. Tschudi,	
third	generation	part	owner	of	Tschudi	&	Eitzen	from	1945–1992.	
When	his	father	Felix	H.	Tschudi	retired	in	1970,	Captain	Henry	
took	over	as	sole	chief.	He	worked	with	Director	Rolf	Fabricius	
Hansen	as	his	“second	in	command”	until	Axel	Eitzen	joined	
as	an	equal	partner	in	1980.	Today,	Captain	Tschudi	is	still	seen	
“at	work”	either	sitting	in	his	office	updating	himself	on	company	
issues	or	simply	just	grabbing	a	coffee	with	colleagues.		

After	 a	 long	 career,	 Captain	 Tschudi	 still	 maintains	 that	 a	
company’s	key	to	success	is	attributed	to:
• Common values	–	sharing	beliefs	on	how	things	should	
	 be	done.
• Loyalty	–	a	common	determination	for	success	and	strong	
	 personal	bonds.
• Stability	–	building	for	future	generations	encourages	
	 the	long-term	thinking	needed	for	growth	and	success.

Further,	it	is	essential	to	keep	evolving.	Every	generation	has	
to	be	entrepreneurial	with	determination	and	commitment	to	
new	strategies.	We	have	to	be	prepared	to	adapt	to	changing	
times	and	sometimes	even	“reinvent”	the	company.	However,	
keeping	the	core	values	is	essential	while	adapting	products	
and	services	to	the	current	business	environment	and	what	
the	market	wants.			
	 The	Tschudi	Group’s	ambition	is	to	be	innovative	and	pre-
sent	customers	with	alternative	and	effective	solutions	while	
always	maintaining	 the	personal	 touch	which	our	company	
has	become	renowned	for.	Although	we	are	over	130	years	as	
a	business,	we	are	still	young	at	heart!	Our	vision	“creating	
value	by	daring	to	be	different”	is	all	about	finding	alternative	
solutions	and	 is	something	which	has	prevailed	 throughout	

the	generations.		We	make	sure	we	are	different	and	inter-
esting	to	do	business	with	and	serve	customers	above	their	
expectations.

Summing	up	his	career,	Captain	Tschudi	again	mentions	the	
following	 business	 ventures	 as	 being	 the	most	memorable	
throughout	the	years:
 The new venture of transshipment of oil in 1964. Due to 
the	depressed	market,	a	contract	for	the	transport	of	“clean”	
and	“dirty”	oil	products	had	been	circulated	in	the	market	for	
several	months	by	the	Pakistan	National	Oil	Company.	This	
contract	was	for	the	transport	of	375	000	tons	of	refined	oil	
products	from	Kuwait	and	approx.	560	000	tons	fuel	oil	from	
Priolo,	Sicilia	in	24.000	dwt	vessels	to	the	estuary	of	the	River	
Karnapuli	at	Chittagong	in	East	Pakistan	(now	Bangladesh).	
Due	to	the	shallow	river	it	was	necessary	to	transship	at	the	
mouth	of	the	river	into	smaller	16.000	dwt	vessels	and	part	
load	with	8.000	tons	oil	in	order	to	be	able	to	sail	up	the	river	
and	access	the	port	of	Chittagong.	Already	having	the	24.000	
dwt	M/T	Sibella	in	the	fleet	which	could	be	used	it	was	agreed	

COMMITMENT 
NEVER ENDS 

Tschudi Shipping with roots back to 1883 is now run by the fourth 
generation of the Tschudi family, Felix H. Tschudi.
BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY	

s

1946

Felix H. Tschudi (second left) and Captain Henry F. Tschudi (middle) with Officers sailing M/S Simara 
from Rotterdam to New York, 1957.
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to	purchase	two	additional	24.000	dwt	vessels:	M/T	Sitakund	
and	M/T	Sidacca	and	three	16.000	dwt	vessels:	M/T	Sisangu,	
M/T	Sigupta	and	M/T	Siponto.	When	the	2	year	Chittagong	
contract	was	completed,	the	Suez	crisis	had	arisen	and	the	
canal	was	subsequently	closed.	The	market	peaked	and	the	
vessels	were	sold	at	a	good	profit!	
 The transshipment contract in Bangladesh also led to 
another	 new	business	 opportunity!	When	 the	 contract	was	
completed	the	three	new	tugs	Sinader,	Sistella	and	Sinni	and	
3	barges,	already	contracted	for	this	operation,	were	used	for	
conventional	salvage	and	towage.	This	was	the	starting	point	
for	ITC,	now	Tschudi	Offshore	&	Towage	as	you	know	it	today.	
 The addition of the OBOs to the Tschudi & Eitzen fleet 
made	them	one	of	the	pioneers	in	operating	the	combination	
carriers	for	ore,	bulk	and	oil			The	three	OBOs	Siboen,	Siboto,	
Sibotre	 (72	500	 tons	–	Panamax	size)	were	contracted	and	
the	first	one	was	delivered	in	1968.

 Converting the tanker Venture Espana into one of the 
first submersible heavy-lift vessels.	 The	 vessel	 was	 re-
named	Sibig	Venture	and	classified	as	the	world’s	largest	of	
its	 kind.	 Sibig	 Venture	 attracted	 a	 lot	 of	 attention	 and	was	
given	international	media	coverage	in	1988	for	the	transpor-
tation	of	the	two	halves	of	the	protective	barrier	for	the	Ekofisk	
storage	tank	from	Rotterdam	to	Norway.	Later	Sibig	Venture	
transported	an	Aframax	cut	in	two	from	Greece	to	Korea.
	 The	 above	 definitely	 reflects	 entrepreneurial	 spirit	with	 a	
determination	and	commitment	to	new	strategies.			
	 To	celebrate	the	impressive	age	of	90	years,	Captain	Tschudi	
was	 invited	 to	a	birthday	 lunch	celebration	 in	 the	office.	
Together	with	former	colleagues	Jarle	Edvardsen,	Olav-Kjell	
Sagen	and	Captain	Tor	Bowitz,	he	reminisced	and	entertained	
with	accounts	of	their	experiences	from	life	at	sea.

BY INGRID ARVA,	ACCEPTOR	ACCOUNTING	

When	I	joined	the	Tschudi	family	over	9	years	ago	I	knew	
it	would	be	very	challenging	because	of	the	field	and	the	
history	of	the	company.	But	I	wasn’t	expecting	my	time	
here to turn out so exciting. 
	 Over	 the	 years	 I’ve	 met	 so	 many	 wonderful	 people	
among	whom	some	are	 even	my	best	 friends	 now.	 It’s	
something	you	don’t	see	much	in	our	culture.	
	 On	January	1’st	2016	I	joined	our	newest	child	Acceptor	
Accounting	and	 I	 see	no	 reason	at	 all	why	 this	dream	
journey	should	end.	Formally	I	only	changed	a	cabinet	in	
the	office	so	there	was	no	negative	anxiety	that	sometimes	
comes	with	changing	a	job.	I	sometimes	even	forget	I	“left”	
Tschudi	Shipping	Company	OÜ.	
	 Acceptor	has	taken	me	to	new	and	interesting	account-
ing	levels.	Dealing	with	more	than	a	few	businesses	at	the	
same	time	has	given	me	a	good	opportunity	to	develop	
more	skills	and	also	a	nice	alternative	perspective	to	my	
job	so	far	 in	Tschudi.	 I’m	still	 learning	new	aspects	of	
Acceptor’s	clients	every	day	but	already	looking	forward	
to	see	where	this	path	takes	me	in	near	future.

  

“I am the only one still in the office who	has	had	the	pleasure	
of	working	with	Captain	Tschudi	and	I	remember	in	particular	
one	project	we	worked	on	together.	Osaka,	Japan	was	in	the	
market	for	building	a	new	airport	strip	at	the	Kansai	Airport.			
Captain	Tschudi	was	already	familiar	with	Japan	as	6	of	the	
ITC	 tugs	had	been	built	 at	 the	Matsuura	Tekko	shipyard,	
conducted	by	Mr	Kimura	of	the	Shipbroking	Company	Fujikaiji	
in	Tokyo	during	the	1970’s.	With	his	good	contacts	he	was	
keen	to	do	more	business.
	 Captain	Tschudi	came	up	with	an	 innovative	 idea	 to	use	
our	existing	expertise.	This	being	dredging	experience	from	
ITC	and	our	Dutch	colleagues	then	under	the	management	of	
MD	Frits	Jonkman.	The	idea	was	to	dredge	sand	from	the	South	
China	Sea	and	transport	it	in	a	specially	adapted	150	000	dwt	
vessel	to	Osaka.	We	had	several	journeys	to	Japan	to	secure	
this	 business	 but	 unfortunately	 hurdles	 were	 encountered!	
Finally	the	Japanese	announced	that	despite	our	project	being	
much	more	competitive	in	all	respects,	they	would	be	building	
this	airstrip	themselves.	This	 involved	demolishing	a	moun-
tain	and	using	the	remains	to	build	the	strip.	The	Kansai	Airport	
Project	declared	themselves	bankrupt	but	was	reestablished	
a	year	later	and	the	airstrip	was	then	built.
	 Even	 though	we	did	not	succeed	with	our	project,	 the	
whole	process	was	very	informative.	However	most	importantly	
it	was	extremely	rewarding	to	work	with	Captain	Tschudi	and	
to	 get	 to	 know	 him	 even	 better.	 I	 also	 thoroughly	 enjoyed	
hearing	many	of	his	amazing	experiences	from	sea	during	our	
long	flights	to	and	from	Japan.”

To celebrate the impressive age of 90 years, Captain Tschudi (2nd right) was invited to a birthday lunch celebration in the office. 
Together with former colleagues Jarle Edvardsen, Olav-Kjell Sagen and Captain Tor Bowitz.

I am the only one 
still in the office 
who has had the 
pleasure of working 
with Captain 
Tschudi.

Ulf Hagen has been very fortunate 
to work closely with Captain 
Henry F. Tschudi. Ulf’s account 
below again illustrates the 
Captain´s entrepreneurial skills.

A dream journey 

Acceptor	Accounting,	partly	owned	by	
Tschudi,	with	offices	in	Bergen	and	Tallinn	
has	a	variety	of	clients.	Streamlining	the	
accounting	processes,	planning	and	
achieving goals are among the services 
they	offer.	By	also	offering	higher	value,	
personal	financial	service,	Acceptor	
Accounting	is	striving	to	expand	further	
in	Norway.

FACTS

s

“The Tschudi Group’s ambition is to be innovative and 
always keep the personal touch.”
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Dmitrij Jelutins is	 proud	 to	 announce	
that	our	Latvian	logistics	office	has	done	
their	first	ever	full	cargo	plane	load!
	 “Air	freight	is	a	relatively	new	service	
offered	but	one	that	 is	developing	well.		
Smaller	 air	 freight	 consignments	 have	
previously	been	conducted	but	now	we	
were	entrusted	with	a	full	plane	load	of	
engines	–	an	extremely	valuable	cargo!
	 Having	 air	 freight	 experience,	 the	

delivery	 in	 itself	was	 relatively	 straight-
forward	but	the	challenge	was	the	urgency	
of	the	freight.	At	very	short	notice,	we	
had	 to	 find	 an	 appropriate	 plane	 and	
organize all documentation in order to 
meet	the	requested	delivery	date	of	31st	
December.	With	 the	New	Year	holidays	
approaching,	it	was	imperative	to	have	
the	flight	air	borne	on	the	31st	December.	
Our	 team	ensured	 just	 that	and,	 to	our	

customer’s	great	satisfaction,	the	plane	
landed	 safely	 with	 the	 cargo	 intact	 at	
1930	 hrs.	 on	 the	 31st	 December	 still	
enabling	us	to	write	2015	on	the	delivery	
notes! 
	 So	 regardless	 of	 the	 cargo,	we	 look	
forward	to	solving	more	challenging	as-
signments	either	by	air,	rail	or	road.”

Tschudi Road Transport (TRT),	now	also	
including	 the	 former	 logistics	 activities	
of	 Tschudi	 Logistics	AS,	 Estonia,	 has	
expanded	 into	 a	 new	 business	 sector	
with	 the	 opening	 of	 a	 Tank	 Container	
Transport	department.				
	 Tschudi	Logistics	OY,	Finland	already	
has	a	strong	position	within	the	door-to-
door	transportation	of	bulk-liquid	chem-
icals	and	we	are	keen	to	further	expand	
this	business.	We	see	opportunities	and	
our	expansion	in	Estonia	will	complement	
our current activities in Finland and 
strengthen	our	market	 position	 in	 the	
Baltics.			
	 Our	newly	appointed	Sales	Manager,	
Anne	Tupits	confirms	that	they	have	got	
off	 to	 a	 positive	 start.	Working	 closely	
with	our	team	in	Finland,	she	is	already	
expanding	the	current	Finnish	set-up	with	
our	partner	Den	Hartogh	into	the	Baltics	
and CIS.    
	 Another	 positive	 development	 is	 the	
global	market	 leader	 in	chemical	distri-
bution	UAB	Brenntag’s,	recent	appoint-
ment	of	Tschudi	Logistics	as	partner	for	

their	 route	Runcorn	 (England)	 to	Pärnu	
(Estonia).	Brenntag	is	actively	developing	
its	sales	activities	in	the	Baltics	and	it	is	
an	honour	that	they	have	chosen	Tschudi	
to	support	their	activities.	
	 As	tank-container	operator,	we	are	also	
actively	involved	with	the	Finnish	chemical	
product	 distributor	 Telko	 and	 are	 now	
cooperating	with	their	Latvian,	Estonian	
and	Kazachstan	offices	on	various	as-
signments.
	 Opportunities	are	there	and,	with	the	
first	 orders	 completed	 and	many	more	
pending,	it	looks	like	this	can	be	a	prom-
ising	new	business	sector	for	our	team	
in Estonia.
	 Keep	up	the	good	work	Anne!

Fast and efficient by air!
FACTS
Tschudi	Logistics	provides	
all	kinds	of	logistic	tasks	
including	air	freight	and	air	
freight	related	services	and	
solutions	for	our	customers.	
We	operate	worldwide	but	
specialise	in	the	Baltic	
States,	Russia	and	Central	
Asia.

BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

New business

“I am very pleased 
to join the Tschudi 
team and look forward 
to expanding this 
sector.“
Anne Tupits
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Tschudi Offshore & Towage (TOT) car-
ries	out	impressive	tows	within	the	off-
shore	support	and	ocean	towage	sectors.	
Two	recent	ones	have	been	the	tow	of	
cranes	 from	Amsterdam	 to	Tenerife	by	
AHTS	Bluster	and	the	tow	of	Van	Oord	
Stingray	a	shallow-water	pipelay	barge,	
from	 Gabon	 to	 South	 Africa	 by	 ITC	
Cyclone.	
	 With	 the	global	oil	 and	gas	 industry	
being	in	the	midst	of	one	of	the	severest	
downturns	 in	 30	 years,	 the	 offshore	 &	
towage	market	is	suffering	and	the	out-
look	remains	dim.	The	low	oil	price	and	
current	 geopolitical	 situation	continues	
to	create	uncertainty	in	the	market.	It	is	
anticipated	that	the	market	will	not	show	
signs	 of	 recovery	 until	 mid-2017	 and	
possibly	even	later	than	this.	
	 Despite	the	depressed	market	TOT	is	
still	active	and	during	the	past	months	al-
most	all	assets	have	been	engaged	within	
the	towage	market,	where	the	company	
originates	from.	This	sector	is	still	a	very	
important	one	for	TOT	and	ideally	sup-
plements	 the	 offshore	 support	 vessel	
functions.
	 We	are	therefore	able	to	adapt	to	pre-
vailing	market	conditions	and	serve	our	
customers	accordingly.

Keeping up 
with the 
market
BY	MARK DE JONGE,	
TSCHUDI	OFFSHORE	&	TOWAGE
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In January 2016,	Tschudi	Project	Trans-
ports	(TPT)	transported	4	large	chimney	
sections	from	Denmark	to	Estonia	for	a	
Tallinn	power	plant.	Each	section	meas-
ured	approx.	19	x	5	x	5m	and	weighed	a	
total	of	138	tons.	TPT	handled	all	cargo	
starting	at	the	factory	in	Esbjerg,	Denmark	
–	to	final	destination	in	Tallinn.	TPT	was	in	
charge	 of	 pre-carriage,	 loading	 and	
discharge	 operations,	 vessel	 charter,	
on-carriage	and	of	course	all	planning,	
surveys	and	documentation.	The	local	
knowledge	and	presence	of	our	own	TPT	
offices	in	both	Aarhus	and	Tallinn	played	
a	crucial	role	in	the	successful	outcome	
of	this	project.	Not	even	chilling	tempera-
tures	of	-20	degrees	in	Estonia	stopped	
us	from	meeting	the	deadlines!
	 The	 installation	 of	 the	 chimney	 was	
completed	at	the	beginning	of	February.	

The	 site	 is	 the	 biggest	 power	 plant	 in	
Tallinn,	and	will	be	adapted	to	burn	lower	
quality	fuels	such	as	forest	harvest	waste	
and	wood	chips	and	up	to	30%	of	the	fuel	
can	be	peat.	The	plant	will	be	responsible	
for	producing	over	20%	of	the	total	heat	
requirements	for	Tallinn.	The	construction	
of	the	plant	will	be	completed	in	spring	
2017.
	 TPT	was	put	to	the	test	and	invited	to	
climb	to	the	top	of	the	chimney!	Our	brave	
Jelizaveta	Raikova	accepted	the	client’s	
challenge	 and	 enjoyed	 the	 spectacular	
view	of	Tallinn	from	the	height	of	about	
75	meters!	Daring	to	be	different!	It	goes	
without	saying	 that	all	 safety	measure-
ments	were	taken	and	ascension	up	the	
chimney	was	done	wearing	full	safety	
gear.  

Tschudi Project Transports	 (TPT)	
expands	again	with	their	recently	opened	
office	in	Gothenburg,	Sweden.				
	 After	 the	 opening	 of	 their	 second	
Danish	office	in	Aarhus	in	2014,	Sweden	
was	the	next	natural	country	to	expand	
in.	Their	Swedish	office	will	fill	 the	gap	
between	their	existing	offices	in	Denmark,	
Norway,	Finland	and	Estonia.
	 TPT	aims	to	be	represented	where	the	
opportunities	are.	A	local	presence	ena-
bles	us	to	meet	face	to	face	and	in	this	
instance	give	our	Swedish	customers	an	
even	better	service.
	 “Now	represented	in	Sweden	we	have	
great	ambitions	for	Scandinavia.”	com-
ments	MD	Thomas	Vestergaard.
	 Mads	 Olsen	 has	 been	 employed	 as	
Country	Manager	and	together	with	the	
two	 new	Project	 Forwarders,	 Kristoffer	
Klein	 and	 Jimmy	Carlsson	 they	will	 do	
their utmost to serve our clients in the 
best	possible	way.
	 When	asked	about	his	new	position,	
Mads	Olsen	gladly	contributed	with	a	few	
words	 on	 his	 past	 career	 and	 future	
thoughts	on	TPT’s	new	venture.	

What have you done before Tschudi?
I	have	worked	with	Projects	Logistics	for	
the	past	10	year	all	of	which	in	the	same	
company.	Started	my	career	in	Denmark	
and	moved	to	Scotland	in	2009	where	I	
was	 stationed	 for	 almost	 two	years.	 In	
2012	I	had	the	pleasure	of	opening	the	
Projects	Division	in	Sweden	for	my	pre-
vious	company.	

What is your motivation for starting this 
new TPT business venture in Sweden?
The	main	driving	force	is	seeing	the	results	
of	the	work	we	do;	whether	it	is	driving	
on	 a	 newly	built	 road	bridge	 for	which	
we	have	assisted	with	transport	of	large	
components,	 or	 supporting	 transport	
of	rapidly	needed	aid	after	natural	disas-
ters.	The	satisfaction	of	achieving	the	
result	our	clients	are	asking	for	whilst	also	
making	 a	 difference	 to	 people’s	 lives	
tops	it	all.	TPT	has	allowed	me	to	focus	
on	what	I	am	passionate	about	and	I	be-
lieve	we	all	put	a	little	extra	effort	into	the	
things	 we	 like	 the	 most	 and	 therefore	
create	the	competitive	edge	we	need	in	
this	business.

How do you generate new business?
Obviously	 there	 is	a	 lot	of	knocking	on	
doors	and	presenting	a	new	name	to	the	
Swedish	market.	Once	we	get	our	 foot	
in,	we	will	be	the	one	to	stand	out	from	
our	competitors	by	being	the	alternative	
company	who	genuinely	cares	about	our	
clients	and	their	wishes.	That	makes	us	
more	committed	to	doing	a	good	job	and	
I	believe	that	makes	TPT	the	one	supplier	
the	client	actually	wants	to	use.

How do you build your customer base? 
Sweden	is	a	big	country	with	a	lot	of	in-
dustrial	production	from	north	to	south.	
The	geographical	distances	are	hard	to	
cover	but	we	try	to	engage	with	clients	
for	who	we	think	we	can	make	a	differ-
ence	and	who	have	a	sincere	interest	in	
working	 with	 us.	We	 want	 to	 be	 chal-
lenged	 by	 our	 clients	 and	 feel	 we	 can	
develop	our	skills.	

We	wish	our	enthusiastic	new	 team	all	
the	 best	 and	 look	 forward	 to	 reading	
about	 their	 Interesting	 and	 challenging	
projects.

High in the sky
BY JELENA PAVLOVA,	TSCHUDI	PROJECT	TRANSPORTS,	ESTONIA

BY CELIA M. LINDQVIST, TSCHUDI	SHIPPING	COMPANY

First we take Aarhus, then Gothenburg! 

A strong team of Jimmy Carlsson, Mads Olsen and Kristoffer Klein.

Nice view from 75 meters above the ground. Another successful job completed.
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In 2010,	Tschudi	Shipping	could	announce	with	great	excite-
ment	 that	 they	were	among	the	pioneers	of	 the	first-ever	
voyage	of	a	non-Russian	bulk	carrier	via	the	Northern	Sea	
Route	(NSR).	The	iron	ore	carrier	“Nordic	Barents”	used	this	new	
alternative	trade	route	when	sailing	from	Kirkenes	to	China.
	 The	NSR	shortens	the	distance	between	the	Atlantic	and	
the	Pacific	by	40-60%	depending	on	the	location	of	loading	
and	discharging	ports.	Further,	use	of	the	NSR	or	parts	of	it,	
combined	with	transshipments	in	the	ice	free	ports	of	Northern	
Norway,	 can	solve	 shipping	and	 logistics	challenges	 in	 the	
Arctic	regions	going	forward.

	 The	number	of	voyages	increased	annually	since	the	opening	
of	the	passage	however	a	setback	was	evident	in	2014.	This	
decline	can	be	attributed	to	several	factors	–	the	short	ice-free	
season,	delayed	rates	and	a	 lack	of	 icebreakers,	combined	
with	uncertainties	in	the	market.	
	 With	indications	that	the	Chinese	Shipping	Group	COSCO	
will	 launch	 the	 first	 regular	Asia-to-Europe	 sailings	 through	
the	Arctic,	 there	 is	still	continued	 interest	 from	the	Chinese	
market.
	 This	is	also	evident	with	the	China	Central	TV	(CCTV),	the	
national	TV	station	of	the	People’s	Republic,	recently	broad-
casting	 two	 documentaries	 on	 the	 Arctic,	 the	most	 recent	
one	being	“Discovery	the	Arctic”.	On	both	occasions	CCTV	
has	personally	contacted	the	Tschudi	Group	with	their	inter-
view	 requests.	 Felix	H.	Tschudi	 has	 then	accompanied	 the	
journalists	and	film	crew	to	Kirkenes,	updating	on	the	NSR	
and	highlighting	Tschudi’s	advantageous	position	in	the	High	
North.	The	interview	from	2015	can	be	viewed	in	the	News	&	
Media	section	of	www.tschudigroup.com.
	 For	more	information	on	the	future	of	the	NSR,	please	read	
Felix	H.	Tschudi’s	article	“Arctic	Shipping	–	has	it	been	put	on	
ice?”	 recently	published	 in	Centrum	Balticum’s	BSR	Policy	
Briefing	1/2016	on	the	following	pages.

THE NORTHERN 
SEA ROUTE

– HAS IT BEEN PUT ON ICE ?
ARCTIC SHIPPING“Use of the NSR or parts of it, 

combined with transshipments 
in the ice free ports of Northern 
Norway, can solve shipping and 
logistics challenges in the Arctic 
regions going forward.”

BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY
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Governments, resource companies and investors	are	looking	
north,	as	the	potential	for	energy	and	resource	development	
in	the	Arctic	is	beginning	to	materialise.	Arctic	shipping	and	
transport	solutions	are	key	to	their	realisation.	As	this	article	
will	illustrate;	there	are	few	regions	in	the	world	where	the	
logistical	chains	are	more	complex,	capital	 intensive	and	
critically	important	than	in	the	Arctic.	I	will	argue	that	the	NSR	
is	probably	the	single	most	important	catalyst	for	the	future	
development	of	the	Arctic.	I	will	therefore	focus	on	the	devel-
opment	of	 the	NSR	as	 the	best	 indicator	of	 future	Arctic	
development.
	 In	2012,	I	was	asked	to	write	an	article	for	the	US	Coast	
Guard’s	magazine	Proceedings,	discussing	the	significance	
of	the	Northern	Sea	Route.	In	it,	I	argued	that	the	four	most	
important	factors	for	accelerating	development	in	the	Arctic	
region	at	the	time	were	high	commodity	prices,	ice	reduction	
(climate	change),	technological	advances	and	strong	support	
from	the	Russian	Government.	My	conclusion	was	that	these	
factors	together	made	investments	in	the	region	comparatively	
profitable	despite	the	higher	operating	costs	in	the	harsh	and	
vulnerable	Arctic	environment.	Four	years	 later,	 it	 is	 time	to	
revisit	 this	 statement	 and	 see	what	 has	 transpired	 since	 it	
was	written.	Before	that,	however,	I	would	like	to	describe	the	
development	over	the	past	decade.

2010: The Northern Sea Route (NSR) opens for interna-
tional commercial shipping
In	2006,	Tschudi	Shipping	Company	bought	the	closed	down	
iron	 ore	 mine,	 Sydvaranger	 in	 Kirkenes,	 Northern	 Norway.	
The	mine’s	existing	port	 infrastructure	made	it	attractive	for	

our	company,	which	had	long	had	an	ambition	of	developing	
an	Arctic	port.	
	 On	the	back	of	the	booming	commodity	markets,	the	mine	
reopened	 and	 during	 the	 year	 2010	 all	 shipments	 went	 to	
China	 through	 the	Suez	Canal	 or	 via	Cape	of	Good	Hope.	
Against	this	background	of	an	increasing	number	of	shipments	
to	China,	the	Northern	Sea	Route	became	a	natural	alternative	
with	potentially	significant	savings.	
	 In	September	2010,	the	NSR	Project	2010,	a	collaborative	
project	among	others	 involving	the	Centre	for	High	North	
Logistics	(see	details	of	the	project	on	www.chnl.no),	resulted	
in	a	shipment	of	 iron	ore	concentrate	 from	Kirkenes	 to	 the	
port	of	Lianyungang,	China.	The	voyage	saved	5,700	nautical	
miles,	which	translated	into	a	17.5-days	gain.	The	use	of	the	
NSR	resulted	in	a	45%	shorter	voyage	time	compared	to	the	
Suez	Canal.	Russia	has	operated	in	the	NSR	for	more	than	
75	years,	and	as	such,	the	significance	of	the	transit	was	not	
the	passage	 itself,	but	 the	 fact	 that	 it	was	carried	out	by	a	
non-Russian	vessel	carrying	a	non-Russian	cargo	between	two	
non-Russian	ports.	The	NSR	had	proven	itself	as	a	commercial	
trade	route	open	to	all.	

The NSR – increased use
In	2010,	four	vessels	transited	the	NSR.	Since	then	the	number	
of	 transit	voyages	 increased	exponentially	 (although	 from	a	
very	low	level)	to	71	in	2013.	
	 The	most	important	take	away	from	the	more	than	175	transit	
voyages	over	the	past	five	years	is	the	wide	variety	of	vessels	
and	cargoes	which	have	used	the	NSR	to	their	commercial	
benefit.	The	vessel	types	range	from	ice	class	tankers,	bulk	and	

LNG	carriers,	reefers,	heavy	lift	and	multipurpose	vessels	to	
international	cruise	vessels	and	offshore	vessels	repositioning	
between	the	Pacific	and	the	Atlantic	oceans	(an	example	was	
a	 seismic	 vessel	 saving	8	days	and	significant	 charter	 hire	
mobilising	to	New	Zealand	from	Hammerfest,	Norway	via	the	
NSR	rather	than	the	Panama	Canal).	

	 During	these	years	the	shortest	passage	between	Novaya	
Zemlya	and	the	Bering	Strait	(the	official	Russian	definition	of	
the	NSR)	was	recorded	as	7.3	days	set	by	a	laden	Sovcomflot	
tanker,	at	162,000	dwt,	the	largest	vessel	to	pass	the	NSR	so	

far.	As	the	availability	of	return	cargoes	are	crucial	for	the	long	
term	viability	of	the	NSR	it	was	significant	that	some	tankers	
and	bulk	carriers	carried	cargoes	both	ways,	e.g.	gas	con-
densate	from	Russia	to	China	and	jet	fuel	in	return	from	South	
Korea	to	Europe.	

Commercial implications
In	a	2012	 report,	Lloyd’s,	 the	London	 insurance	market,	
predicted	that	as	much	as	$	100	billion	of	investment	would	
take	place	in	the	Arctic	during	the	coming	decade.	The	report	
predicted	that	the	shorter	transit	 to	the	resource-hungry	
markets	of	Asia	via	the	NSR	would	benefit	the	developers	of	
Arctic	mining	and	offshore	energy.	The	route	turns	a	freight	
disadvantage	 into	 an	 advantage	 during	 the	 NSR	 season,	
which	in	turn	makes	these	raw	materials	more	competitive	in	
the	world	market.
	 Our	view	was	that	the	Arctic	was	holding	potential	for	in-
dustries	such	as	the	shipbuilding	and	construction	industries	

The Northern Sea Route significantly shortens the transit time between 
the North Atlantic and the North Pacific. This new route to the Asian 
markets has the potential to accelerate Arctic resource developments. 
To achieve this, knowledge of the route’s existence, accessibility and 
significance needs to become more widespread among cargo owners, 
ship-owners and industries that can benefit from its use. 

BY FELIX H. TSCHUDI  Article from Centrum Balticum BSR Policy Briefing 1/2016

“Lloyd’s predict that as much as 
$100 billion of investment would 
take place in the Arctic during the 
coming decade.”

FACTS

The Northern Sea Route (NSR):
· The NSR shortens the distance  
	 between	the	Atlantic	and	the		
	 Pacific	by	40-60%,	depending		
	 on	the	location	of	loading	and		
	 discharging	ports.
·	 The	navigational	season	is	from		
	 July	to	November	with	some		
	 fluctuations	between	years.	
·	 The	NSR	stretches	from	Novaya		
	 Zemlya	to	the	Bering	Strait	and		
 is under Russian jurisdiction.  
	 Permission	to	pass	is	granted		
	 by	the	Northern	Sea	Route		
	 Administration	in	Moscow.
·	 Icebreaker	escort	by	Rosatom	
	 flot	is	mandatory	if	required	by		
 the Russian authorities.
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which	would	benefit	from	the	increased	demand	for	specialised	
ice	 class	 vessels	 and	 from	 the	production	of	modules	 and	
structures	serving	offshore	oil,	gas	and	mining	in	the	Arctic.	
This	is	presently	happening	with	orders	for	a	number	of	ice-
breakers	and	also	the	ordering	of	15	icebreaking	LNG	carriers	
in	addition	to	specialised	module	carriers	and	modules	from	
Far	Eastern	yards	for	the	Yamal	LNG	project.	These	vessels	
and	cargoes	will	greatly	increase	the	use	of	the	NSR	over	the	
coming	years.
 
Destinational shipping
The	 prediction	 was	 that	 in	 the	 medium	 term	 destinational	
shipping	would	be	the	main	activity	in	the	NSR.	Destinational	
shipping	serves	natural	resource	developments	in	the	Arctic,	

including	 the	ongoing	 traffic	supplying	northern	Siberia,	by	
employing	specialised	vessels	such	as	 ice	breaking	shuttle	
tankers,	bulkers,	multipurpose	vessels	and	LNG	carriers	as	
well	as	purpose	built	offshore	vessels	 transporting	oil,	gas,	
minerals,	supplies	and	equipment	in	and	out	of	the	Arctic.	
	 Siberian	rivers	offer	other	logistical	possibilities	for	desti-
national	transportation	via	the	rivers	Ob,	Yenisey	and	Lena	to	
inner	Siberia.	This	will	over	time	benefit	the	local	populations	
by	facilitating	regular	exports	of	their	local	produce	and	making	
the	imports	of	equipment	and	other	production	input	factors	
less	costly	and	more	predictable.	
	 As	destinational	shipping	employs	very	expensive	purpose	
built	vessels	the	use	of	transshipment	hubs	on	the	Atlantic	and	
Pacific	side	of	the	NSR	is	necessary	in	order	to	secure	their	
efficient	utilisation.	The	NSR	as	a	transit	route	may	also	require	
such	 transshipment	 hubs.	 In	 Norway,	 a	 Tschudi	 Shipping	
Company	initiative,	the	Kirkenes	Industrial	and	Logistics	Area	
–	KILA,	a	one	million	m2	port	area	 is	planned	as	a	western	
entry	point	to	the	NSR	for	transshipment,	storage	and	industrial	
purposes.	On	the	eastern	side	the	United	States,	Japan,	Korea,	
China	and	Russia	all	have	their	own	designated	Arctic	ports.	

If	these	countries	could	agree	on	a	joint	eastern	transhipment	
point,	all	would	benefit.	For	example,	Dutch	Harbour	or	Adak	
on	the	geographically	ideally	placed	Aleutian	Islands	could	be	
great	locations	for	such	an	eastern	transit	hub	serving	both	
sides	of	the	Pacific.

What has happened since 2012, and how does it affect 
the Northern Sea Route ? 
Until	the	peak	season	of	2013,	the	NSR	experienced	significant	
increase	in	numbers	of	voyages	and	volumes	shipped.	How-
ever,	in	2014	the	numbers	fell	sharply	reconfirming	the	ever-
valid	jest:	it’s	the	economy,	stupid.
	 The	economic	effect	of	the	massive	downturn	in	nearly	all	
commodity	markets,	 triggered	and	accentuated	by	China’s	
industrial	overcapacity,	was	and	still	is	hitting	the	NSR.	This	has	
caused	a	fall	 in	nearly	all	shipping	markets	(except	tankers)	
resulting	in	sharply	reduced	savings	from	the	use	of	the	shorter	
route	due	to	all	time	low	freight	rates	and	low	bunker	prices.	
Similarly,	NSR	suitable	cargoes	are	 lacking	due	to	 lower	
demand	for	commodities	in	general	(e.g.	iron	ore	and	oil)	and	
that	the	price	differences	between	Asian	and	western	markets	
(e.g.	LNG)	have	disappeared.
	 Further	compounding	this	negative	trend,	the	time	required	
for	transiting	the	NSR	has	increased	due	to	more	unpredictable	
ice	conditions	over	the	past	two	years.	At	the	same	time,	the	
waiting	time	to	get	icebreaker	escort	has	gone	up	as	Rosatom-
flot	is	presently	busy	serving	energy-related	projects,	such	as	
Yamal	LNG.	 In	 the	2014	season	additional	uncertainty	was	
added	related	to	the	interpretation	and	implementation	of	the	
2013	law	regulating	merchant	shipping	on	the	Northern	Sea	
Route.	The	bill	introduces	a	single	NSR	Authority	in	order	to	
simplify	 processing	of	 transit	 applications,	 but	 has	 created	
some	uncertainty	among	the	relevant	decision	makers.	
	 The	close	link	between	the	general	world	economy	and	the	
use	of	the	NSR	makes	it	very	difficult	to	assess	the	demand	
for	NSR	transits	going	forward.	But	one	thing	is	certain:	The	
moment	money	can	be	 saved	or	made	using	 the	NSR	 the	
shipping	operators	and	cargo	owners	will	return!
		 At	the	time	being,	we	see	no	direct	link	between	the	present	
sanctions	on	Russia	and	the	decrease	in	NSR	activity	but	of	
course	the	general	political	uncertainty	may	affect	decision-
making.

What happens now ? 
Today,	Rosatomflot’s	fleet	of	operational	nuclear	icebreakers	
consists	of	 four	vessels	which	will	be	phased	out	gradually	
over	the	coming	15	years.	The	renewal	process	has	already	

started.	Rosatomflot	has	ordered	one	icebreaker	of	the	new	
LK-60	dual	draft	design,	a	60	MW	nuclear-powered	icebreaker	
capable	of	breaking	2.8	meter	of	ice,	the	Arktika,	to	be	built	
at	 the	Baltic	 Shipyard,	 St.	 Petersburg	 for	 delivery	 in	 2019.	
One	more	vessel	of	the	same	class,	the	Sibir,	is	scheduled	to	
be	delivered	within	two	years	of	the	first	but	both	programs	
are	presently	delayed	due	to	budget	constraints.	Furthermore	
a	new	class	of	 icebreakers	with	a	propulsion	power	of	110	
MW	capable	of	operating	in	ice	up	to	4.5	m	is	being	planned.		
	 Rosmorport,	a	Russian	state	company,	is	presently	building	
the	world’s	 biggest	 diesel-engine	 icebreakers,	 the	 LK-25	
(25	MW	propulsion	power).	The	first	vessel	named	“Viktor	
Chernomyrdin,”	is	scheduled	for	delivery	in	2017.
	 The	 renewal	 of	 the	 icebreaking	 capacity	 and	 the	 talked	
about	strategic	positioning	of	icebreakers	along	the	full	length	
of	the	NSR	is	preparing	for	regular	and	increasing	traffic.	On	
the	negative	side,	 it	 is	evident	that	the	Russian	icebreakers	
since	2014	have	primarily	been	engaged	in	Arctic	oil	and	gas	
projects	and	military	assignments	and	 it	 is	 likely	that	 this	
priority	will	continue	for	some	time.	This	weakens	the	position	
of	the	NSR	as	a	predictable	international	transit	route	as	the	
availability	of	sufficient	icebreaker	capacity	must	be	seen	as	
a	necessary	part	of	the	NSR	infrastructure	and	a	condition	for	
its	efficient	operation	and	regularity.	
	 Not	many	shipping	companies	do	yet	have	the	experience	
of	 using	 the	NSR.	 In	order	 to	bridge	 this	 experience	gap,	
Tschudi	Arctic	Transit	and	Prominvest,	a	Russian/Swiss	trading	
company,	have	established	Arctic	Bulk	(www.arcticbulk.com)	
to	promote	and	facilitate	the	use	of	 the	NSR	by	offering	
potential	users	advice.

Future development
Despite	this	negative	development,	the	future	use	of	the	NSR	
will	develop	positively	over	the	coming	years	as	a	result	of	the	

ongoing	resource	developments	in	Siberia	not	least	the	com-
missioning	 of	 the	Yamal	 LNG	project	which	will	 increase	
significantly	the	demand	for	transportation	out	of	the	NSR	to	
the	markets	in	the	east	and	the	west.	

	 As	reported	by	Dr.	Bjørn	Gunnarsson	of	the	Centre	of	High	
North	logistics	in	a	recent	article	in	Maritime	Executive:	“the	
NSR	 cargo	 flow	 is	 expected	 to	 increase	 considerably	with	
further	development	of	Russian	Arctic	hydrocarbon	projects.	
Year-round	 export	 of	 LNG	 from	Sabetta	 Port	 should	 reach	
17.6	million	tons	per	year	starting	with	the	year	2021;	crude	
oil	from	the	Novoport	Oil	Field	8.5	million	tons	per	year	by	2017	

(through	loading	terminal	off	Cape	Kamenny);	and	crude	oil	
from	the	Payakha	Oil	Field	7.3	million	tons	per	year	by	2024	
(according	to	information	from	Rosatomflot)
	 This	is	in	addition	to	year-round	transport	of	1.3	million	tons	
per	year	of	nickel	and	other	nonferrous	metals	from	Norilsk	
Nickel	at	the	Dudinka	Port	on	the	Yenisei	River.	
	 Other	planned	projects	are	Novatek’s	Arctic	LNG-2	on	Yamal	
and	Gydan	with	estimated	16.5	million	tons	of	LNG	produced	
per	year;	transport	of	5-10	million	tons	of	coal	from	the	Taymyr	
Peninsula	from	the	port	of	Dikson	as	part	of	the	VOSTOK	coal	
Project;	and	45	million	tons	per	year	of	crude	oil	as	part	of	the	
Transneft-Arctic	 Project	 with	 development	 of	 an	 offshore	
loading	terminal	for	crude	oil	in	the	Sabetta	Port.”
	 And	he	continues:	“In	short,	the	NSR	is	the	only	throughway	
for	Russian	arctic	resources	and	industrial	products	westwards	
to	European	markets	and	eastward	to	markets	in	NE	Asian,	
and	for	promoting	regional	industrial	development.	Russia	is	
the	largest	arctic	nation	with	70%	of	the	arctic	littoral,	and	is	
dependent	 on	 the	NSR	 for	 its	 arctic	 development	 and	will	
consequently	work	 hard	 to	 promote	 it.	 One	 aspect	 of	 that	
should	be	Russia’s	interest	in	facilitating	access	to	Siberian	
ports	 for	 loading	 and	 discharging	 of	 non-Russian	 flagged	
vessels	with	the	purpose	to	create	round	voyage	possibilities	
through	the	NSR.	Likewise,	a	major	effort	is	needed	to	improve	
the	NSR’s	navigational	and	communication	system	as	well	as	
hydrographic	data.”

But investments are needed
For	 the	NSR	 to	develop	 its	 potential	 as	 a	major	 east-west	
transit	 route	 it	has	to	be	developed	according	to	an	overall	

– HAS IT BEEN PUT ON ICE?

“A Tschudi Shipping Company 
initiative is the Kirkenes Industrial 
Logistics Area (KILA), a one 
million m2 port area which is 
planned as a western entry point 
for the NSR.”

“The NSR cargo flow is expected 
to increase considerably with 
further development of Russian 
Arctic hydrocarbon projects.”

“NSR is the only route for Russian 
arctic resources and industrial 
products westbound to European 
markets and to the North East 
Asian markets.”
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plan	as	a	complete	maritime	transportation	and	logistics	system	
seamlessly	 linking	 infrastructure	on	 its	eastern	and	western	
sides	with	the	required	Siberian	one.	
	 If	such	a	NSR	master	plan	can	be	agreed	upon	the	next	
step	is	according	to	Dr.	Gunnarsson:	“estimating	the	costs	of	
the	various	infrastructure	components	of	the	new	system	and	
establishing	 international	 cooperation	 and	 partnerships	 for	
putting	the	required	infrastructure	in	place.	Russia	has	already	
stated	that	ideal	partners	would	be	countries	in	NE	Asia	that	
see	benefit	in	greater	access	to	Russian	Arctic	resources	and	
shorter	 trade	route	 to	NW	Europe	 (China,	South-Korea	and	
Japan).”
	 Assessment	 of	 different	 funding	mechanism	 in	 financing	
long-term	capital-intensive	maritime	infrastructure	within	the	
Eurasian	Arctic	needs	 to	 take	place.	 Joint	 funding	among	
interested	parties	and	governments	must	be	investigated	as	
Russia	both	geographically	and	financially	cannot	solve	this	
alone.	Initiatives	such	as	the	Silk	Road	Fund	but	also	the	recent	
initiative	by	the	Global	Agenda	Council	on	the	Arctic	(a	World	
Economic	Forum	 initiative)	 investigating	 the	possibility	of	

establishing	an	Arctic	Permanent	Investment	Vehicle	guided	
by	the	Arctic	Investment	Protocol	launched	at	the	2016	WEF	
in	 Davos	 may	 play	 a	 role	 (www3.weforum.org/docs/WEF_
Arctic_Investment_Protocol.pdf).	

Balancing economic and environmental needs
The	increased	activity	in	the	Arctic	with	its	new	shipping	
opportunities	 represents	 new	 environmental	 challenges.	 A	
sustainable	 development	 model	 taking	 into	 account	 the	
environmental	sensitivity	of	the	Arctic	must	be	implemented,	
aiming	to	make	the	environmental	and	economic	developments	
mutually	inclusive.	
	 There	is	a	window	of	opportunity	now,	before	the	develop-
ment	accelerates,	 for	designing	the	“playing	field”	 in	a	way	
that	balances	these	needs.	For	the	sake	of	the	development	
of	the	four	million	people	living	in	the	Arctic	of	whom	around	
400,000	are	indigenous,	economic	development	and	environ-
mental	protection	must	not	be	allowed	to	be	seen	as	mutually	
exclusive	as	so	often	before.	
	 In	this	context	a	number	of	environmental	issues	must	be	

addressed	and	resolved.	The	development	of	the	NSR	is	in	
its	infancy	and	very	cost	sensitive	at	this	stage.	If	too	costly	
regulations	are	 imposed	at	 this	stage	the	NSR	will	become	
uncompetitive	and	never	develop	to	a	sustainable	 level.	An	
example	of	such	a	distorting	measure	would	be	a	full	scale	
ban	on	heavy	fuel	oil	(HFO)	in	the	Arctic	while	the	alternative	
competing	routes	can	continue	to	use	this	lower	cost	fuel.	If	

the	cost	of	such	a	ban	should	be	warranted	the	negative	
effects	of	the	use	of	HFO	in	cold	climate	relative	to	alternative	
lighter	fuels	must	be	proven	beyond	doubt.	The	implications	
of	jumping	to	easy	conclusions	often	based	on	myths	could	
be	very	high	for	those	living	in	the	Arctic.	
	 Likewise	other	environmental	questions	related	to	maritime	
activity	 in	 the	 Arctic	 should	 be	 addressed;	which	 levels	 of	
black	carbon	and	other	emissions	are	acceptable	before	they	
pose	a	 threat	 to	 the	Arctic	environment?	 Is	shipping	 in	 the	
Arctic	a	significant	source	of	such	emissions	and	as	it	takes	
place	mostly	during	the	ice	free	season	with	open	seas,	i.e.	
with	no	or	little	ice,	how	significant	is	really	the	resulting	albedo	
effect?	Other	issues	which	need	to	be	addressed	are	routing	
measures,	 speed	 reductions,	 designation	 of	 particularly	
sensitive	 areas,	 places	 of	 refuge	 and	 emergency	 response	
preparedness.
	 Today	the	development	of	a	balanced	regulatory	framework	
is	aided	by	the	fact	that	the	Arctic	Council,	the	main	driver	of	
this	process,	consists	of	nations	which	all	have	direct	interests	
in	establishing	sustainable	solutions	both	economically	and	
environmentally.	An	early	positive	result	of	this	joint	agenda	is	
the	Arctic	Council’s	agreement	on	developing	a	framework	for	
Search	and	Rescue	and	oil	spill	preparedness	and	response	
(the	Agreement	on	Cooperation	on	Aeronautical	and	Maritime	
Search	 and	 Rescue	 in	 the	 Arctic	 and	 the	 Agreement	 on	
Cooperation	 on	 Marine	 Oil	 Pollution,	 Preparedness	 and	
Response	in	the	Arctic)
	 In	the	longer	term,	the	development	of	economic	activity	in	
the	region	is	the	best	means	to	improve	response	capacity	in	

general	and	emergency	preparedness	in	particular.	The	more	
vessels	 in	 the	area,	such	as	 ice	classed	offshore	support	
vessels	 equipped	 with	 oil	 recovery	 equipment	 and	 other	
emergency	features,	the	sooner	assistance	will	be	available	in	
case	of	an	emergency	given	proper	cross	border	coordination.
	 For	the	time	being,	the	best	safety	measure	against	acci-
dents	is	Russia’s	regulatory	requirements	and	the	mandatory	
icebreaker	escort	by	Rosatomflot.	The	plans	for	the	establish-
ment	 of	 land-based	 emergency	 response	 facilities	 in	 the	
Russian	zone	of	the	NSR	are	positive,	although	more	sea-
based	response	capability	would	be	more	effective.

 
What will it take to make the NSR live up to its potential 
and thereby open up the Arctic to regular shipping? 
1. Cargoes 
The	most	important	driver	is	the	availability	of	cargoes	which	
require	and	can	justify	the	extra	cost	of	transportation	through	
the	Arctic	to	their	markets.	The	availability	of	such	cargoes	is	
a	function	of	the	state	of	the	commodity	markets	which	today	
are	very	depressed.	Despite	that	there	are	early	signs	of	
increased	commercial	focus	on	the	NSR	such	as	COSCO’s	
2015	announcement	of	a	seasonal	semi-liner	operation	offering	
to	carry	cargoes	via	the	NSR.	
	 The	fact	that	Rosatomflot	is	refurbishing	the	nuclear	ice	
breaking	cargo	ship	“Sevmorput”	to	carry	containers	(1,398-
TEU	capacity)	along	the	NSR	on	an	extended	seasonal	basis	
is	further	proof	of	this	new	focus.	According	to	reports,	the	ship	
will	in	the	period	October-November	2016	conduct	a	two-way	
transit	 voyage	 between	 Murmansk	 and	 Petropavlovsk-
Kamchatka	in	order	to	test	its	suitability	for	container	shipping	
via the NSR.
		 When	the	upgrade	is	completed,	the	“Sevmorput”	could	get	
a	key	role	in	the	transportation	of	troops	and	military	personnel	

to	Russia’s	new	and	upgraded	Arctic	bases.	The	ship	will	also	
be	used	for	transportation	of	goods	to	the	new	Pavlovsk	lead	
and	zinc	mine	in	Novaya	Zemlya,	as	well	as	for	assignments	
for	the	Russian	Arctic	oil	industry.	

– HAS IT BEEN PUT ON ICE?

“A positive outcome is the Arctic 
Council’s agreement on developing 
a framework for search and 
rescue and oil spill preparedness 
and response in the Arctic.”

“There are signs of increased 
commercial focus with COSCO’s 
recent announcement to offer 
semi-liner operations via the NSR.”
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	 The	addition	of	new	powerful	Arctic	icebreakers	to	the	na-
tional	fleets	of	a	number	of	nations,	Russia,	China	and	others,	
indicate	the	same	increased	focus.
 
2. Infrastructure
The	NSR	is	now	seasonally	operational	and	open	but	requires	
additional	infrastructure	connecting	it	to	the	South	in	order	for	it	
to	be	recognised	as	an	efficient	and	predictable	commercial	
alternative to the three traditional routes. 

	 Such	initiatives	can	be	the	establishment	of	liner	services	
connecting	southern	ports	in	the	Atlantic	and	the	Pacific	to	
northern	 transhipment	points	but	also	 the	establishment	of	
land	based	transport	corridors	connecting	the	Arctic	 to	 the	
southern	continents.	One	such	initiative	is	the	Arctic	Corridor	
(www.arcticcorridor.fi),	a	proposed	transport	corridor	linking	the	
Finnish	city	of	Rovaniemi	and	the	deep-water	port	of	Kirkenes	
in	 the	 Barents	 Sea	 by	 a	 580-kilometre	 railway	 connection.	
This	would	establish	a	direct	 land	connection	between	 the	
western	end	of	the	NSR	and	Europe.	Such	an	initiative	has	
the	potential	to	create	a	unified	economic	North	with	its	own	
industrial	 logic	 and	momentum.	The	Arctic	Railway	would	
open	 for	 the	 fastest	 two-way	 transport	of	 large	volumes	of	
raw	materials,	goods,	oil	and	gas	(LNG)	between	Europe,	the	
Arctic	and	the	North-Pacific	region.
		 High	North	logistics	is	a	chain	which	requires	cross-border	
regional	 infrastructure	solutions	 to	work	 to	 its	 full	potential.	
By	such	initiatives	large	transport	disadvantages	are	turned	
into an advantage.
	 The	Barents	 region	but	also	 the	entire	Arctic	are	 regions	
“Where	gas	meets	ore”.	This	can	serve	as	basis	for	industrial	
processing	of	minerals	and	metals	employing	natural	gas	in	
situ	 to	 produce	 semi-processed	 higher	 value	 products	 for	
shipment	directly	to	the	markets	in	the	west	or	via	the	NSR	to	
the	east.	Such	industrial	activities	will	provide	employment	and	
development	opportunities	for	the	Arctic	populations	at	the	
same	time	as	 the	higher	value	end	products	become	more	
economically	robust	and	less	vulnerable	to	market	fluctuations.	
This	could	become	a	new	industrial	technological	frontier	which	

the	Arctic	nations,	not	 least	the	Nordic	countries,	with	their	
strong	positions	in	metal,	minerals	and	natural	gas	processing	
technologies	can	develop	jointly.	

Conclusion
Arctic	development	is	dependent	on	Arctic	logistics,	which	to	
a	 large	extent	will	 be	sea-based.	For	Arctic	 shipping	 to	be	
competitive	the	NSR	must	function	both	as	a	transport	cor-
ridor	out	of	the	Arctic	for	Arctic	resources	but	also	as	a	viable	
alternative	to	the	traditional	global	routes	between	East	and	
West.	This	implies	that	Arctic	development	is	closely	correlated	
to	the	functioning	of	the	NSR.	The	successful	development	of	
the	NSR	requires	a	holistic	approach	and	cooperation	across	
Arctic	borders.	This	is	not	least	true	with	regard	to	connecting	
north-south	infrastructure	which	will	act	as	a	catalyst	for	Arctic	
development.	The	will	to	invest	and	develop	such	infrastructure	
will	be	crucial	for	the	development	of	the	Arctic.	The	incentive	
to	realise	such	projects	is	mainly	linked	to	the	economic	
potential	 of	 the	 investments	which	 is	 directly	 linked	 to	 the	
prices	of	the	Arctic	resources	and	the	cost	of	transportation.	
This	means	that	future	Arctic	developments	and	demand	for	
Arctic	shipping	are	closely	correlated	to	commodity	prices	and	
freight	rates	which	are	presently	under	pressure.	The	next	major	
wave	of	Arctic	developments	and	shipping	is	therefore	likely	
to	 take	place	when	 the	prices	of	 raw	materials	 and	 freight	
rates	again	move	up	justifying	investments	in	the	necessary	

infrastructure	and	projects.	Until	then	there	will	be	a	gradual	
development	of	existing	projects	at	a	steady	pace,	project	by	
project.	
	 The	development	of	the	Arctic	in	general	and	Arctic	shipping	
in	particular	is	a	long-term	challenge	with	long-term	rewards	
–	a	bridge	to	the	future	for	the	North.	It	opens	up	for	environ-
mentally	and	economically	sustainable	developments,	but	to	
be	 realised	 it	 requires	 our	 political	 leaders’	 understanding,	
determination and courage!

In	conclusion,	we	can	say	that	the	NSR	and	Arctic	shipping	is	
temporarily	on	ice	but	far	from	dead!

Our new Tschudi Project Transports team	 in	Gothenburg	
should	be	an	inspiration	for	all	of	us.	They	have	a	few,	but	
really	 important	 and	 relevant	 points	 that	 they	 gladly	 share	
with	the	rest	of	the	group.	They	are	new	in	the	Tschudi-family,	
but	 have	already	 implemented	our	 vision:	 ”Creating	 value	by	
daring	to	be	different”	in	their	daily	work.	

Mads Olsen tells how his team will work:
•	 We	will	stand	out	from	our	competitors	by	being	the	
	 alternative	that	actually	cares	for	our	clients	and	their	
	 cargo	–	genuinely!
•	 We	will	be	more	committed	and	clients	will	want	to	call	
	 us	first.	
•	 We	will	respect	our	clients’	wishes	and	proactively	
	 help	finding	the	right	solution	at	the	right	price.	

•	 Through	market	knowledge	and	with	our	values	in	mind,	
	 we	will	seek	”Gold	Clients”,	with	this	meaning	that	they	are
	 financially	solid,	they	are	loyal	and	demanding,	but	nice
	 to	work	with.
•	 We	concentrate	on	loyal	and	interesting	clients.
•	 We	will	engage	ourselves	in	relationships	and	create	a	
	 climate	with	mutual	dialogue	and	where	both	parties		
	 seek	a	win/win	outcome.	
•	 We	will	understand	and	have	an	in-depth	knowledge	
	 for	our	clients´	business.	This	will	increase	our	quality	
	 and	optimize	our	production.

“High North logistics is a chain 
which requires cross-border 
regional infrastructure solutions 
to work to its full potential.”

“The development of the Arctic in 
general and in particular Arctic 
shipping is a long-term challenge 
with long-term rewards.”

IDEAS TO COPY

“We will be more committed and 
clients will want to call us first” 

Mads and Kristoffer are ready to serve you.
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Tschudi again sees opportunities in the 
High North. 
	 With	 the	 Goliat	 oil	 field	 now	 in	 pro-
duction	in	Norway’s	Arctic	waters	and	the	
new	fields	of	Johan	Castberg,	Wisting	and	
Alta/Gotha	under	development,	there	is	
a	definite	need	for	a	flexible	and	viable	
oil	transportation	system.	And	Tschudi	is	
in	the	market	to	do	just	that.	

	 Experts	believe	that	half	of	the	future	
Norwegian	 oil	 and	 gas	 reserves	 are	
located	in	the	Barents	Sea.	The	North	Sea	
is	still	 important,	but	 the	Barents	Sea	
offers	great,	new	opportunities.	This	was	
confirmed	with	 the	Norwegian	Ministry	
of	Petroleum	and	Energy’s	recent	alloca-
tion	of	10	production	licences	in	their	23rd	
licensing	round	on	the	Norwegian	Conti-

nental	 Shelf	 (NCS).	 All	 ten	 production	
licences	are	granted	in	the	Barents	Sea,	
three	of	which	are	in	the	new	southeast	
area.
	 Tschudi’s	Ulf	Hagen	with	many	years’	
experience	from	transshipment	opera-
tions	in	Arctic	waters	has	teamed	up	with	
Harald	Karlstrøm	from	Arctic	Protection	
and	Bengt	Lie	Hansen	with	vast	experi-

A unique concept in the High North

BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

ence	 from	 the	 Norwegian	Ministry	 of	
Petroleum	and	Energy,	Hydro	and	Statoil	
to	solve	the	logistical	challenges	of	off-
shore	Arctic	operations.	
	 The	 newly	 founded	 company	 Arctic	
Terminal	&	Transportation	(ATT)	–	a	joint	
venture	 between	 Tschudi	 Arctic	 Transit	
AS	and	Arctic	Protection	AS	-	is	already	
actively	marketing	their	concept.	
	 With	the	current	low	oil	prices	and	high	
development	 costs	 oil	 companies	 are	
facing	considerable	challenges	in	making	
oil	discoveries	in	the	Barents	Sea	viable.		
In	this	context,	ATT	has	therefore	launched	
a	cost	effective	solution	whereby	all	crude	
oil	from	the	Barents	Sea	will	be	shipped	
by	a	pool	of	purpose	built	shuttle	tankers	
to	a	specially	designed	onshore	terminal	
at	Veidnes	in	the	Nordkapp	municipality	
for	storage	and	onward	distribution	with	
larger	 tankers	 to	 the	 European	market.	
Veidnes	is	already	a	familiar	location	as	
it	 is	here	that	Tschudi	Arctic	Transit	has	
previously	 conducted	 a	 series	 of	 STS	
operations.	
	 Goliat,	Castberg,	Alta,	Gotha,	Wisling	
and	new	fields	are	all	potential	candidates	
for	 crude	oil	 transportation	 through	 the	

ATT	concept.	If	these	projects	join	forces	
in	the	future,	ATT	could	transport	roughly	
500	000	barrels	per	day	thus	making	the	
Barents	 Sea	 the	 largest	 oil	 producing	
region on the NCS.
	 Harald	Karlstrøm,	Director	and	General	
Manager	of	ATT	comments:	“Despite	this	
being	a	new	concept,	feedback	has	been	
very	positive.	However	as	companies	cur-
rently	 handle	 operations	 independently,	
the	idea	still	needs	to	be	further	digested	
and	evaluated	in	detail.	We	need	to	con-
vince	them	that	we	have	a	great	product	
and	that	we	can	do	the	job	for	them.”
	 ATT’s	 concept	 was	 launched	 at	 the	
Barents	Sea	Conference	in	April	and	was	
received	with	great	enthusiasm.	It	is	still	
in	the	early	stages	and	the	project	has	to	
be	further	developed	together	with	the	oil	
companies	and	authorities	but,	from	the	
response	 so	 far	 our	 team	 is	 extremely	
encouraged.
	 “If	 the	terminal	 is	to	be	ready	for	the	
Johan	Castberg	 field’s	 production	 start	
in	2020,	then	we	are	already	running	short	
of	time”	comments	Chairman	of	the	Board,	
Bengt	Lie	Hansen.

“If the terminal is to 
be ready for the Johan 
Castberg field’s 
production start in 2020, 
then we are already 
running short of time.” 

Planning for the future in the High North.
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When established in 2006,	as	the	name	
indicates,	Boreal	Offshore’s	ambition	was	
the	 offshore	 industry.	 The	 aim	 was	 to	
create	jobs	that	could	be	part	of	the	up-
coming	growth	in	the	oil	and	gas	industry	
in	Northern	Norway.	With	Skjervøy’s	stra-
tegic	location	for	the	oil	and	gas	reserves	
Yngvar	Hansen	saw	opportunities	virtually	
on	 his	 doorstep.	 Now	 having	 recently	
celebrated	their	10	year	anniversary,	their	
original	ambition	has	been	fulfilled	while	
further	developing	the	company	and	cre-
ating	new	exciting	opportunities	along	the	
way.	Where	many	 anticipate	 problems,	
Yngvar	Hansen	has	always	seen	oppor-
tunities.	This	has	definitely	been	a	con-
tributing	factor	for	the	company’s	success	
today.	
	 “A	 good	 idea,	 sound	 investors	 and	
dedicated	 colleagues	 are	 the	 key	 to	
success”	comments	Yngvar.
	 “Snøhvit	is	only	the	start	of	the	petro-
leum	era	 in	 the	North.	Further	develop-
ments	will	come”	quoted	Hansen	in	2006.
	 Boreal	Offshore	got	off	to	a	good	start.	
Their	 first	 project	 involved	 supplying	 a	
team	of	50	workers	for	Melkøya,	the	in-
dustrial	 island	 for	 natural	 gas	 from	 the	
Snøhvit	 field	 in	 the	 Barents	 Sea.	 This	
success	was	closely	followed	by	a	team	
of	workers	being	contracted	to	the	Syd- 
varanger	mine	in	Kirkenes	in	connection	
with	the	reopening	of	the	mining	activities.

Busy days 

FACTS

Boreal	Offshore	carries	out	
offshore	and	industry	related	
activities in the Northern 
Region.  Maritime services to 
the	fish	farming	industry	and	
support	vessels	for	towing,	
mooring,	salvage,	freight	and	
maintenance	works	are	also	
supplied	by	Boreal	Maritim.			

BY CELIA M. LINDQVIST,	
TSCHUDI	SHIPPING	COMPANY	
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These	successful	years	resulted	in	Boreal	
Offshore	 being	 awarded	 the	 “Gazelle	
Company	2010”	prize	in	the	Troms	County,	
Northern	Norway.		An	annual	award	pre-
sented	by	the	Norwegian	business	news- 
paper	“Dagens	Næringsliv”	in	recognition	
of	 a	private	 company	 that	 has	at	 least	
doubled	its	turnover	in	four	years	or	had	
a	revenue	exceeding	1	million	during	their	
first	 year	of	business.	This	 is	quite	 an	
achievement	for	any	one	company	and	
something	to	be	very	proud	of.	
	 Since	then	Boreal	maintained	a	foot-
hold	 in	 the	offshore	 industry.	However,	
working	on	the	Goliat	FPSO	in	Korea	and	
being	 awarded	 a	 contract	 for	 oil	 spill	
contingency	 operations	 related	 to	 the	
Goliat	field	in	the	Barents	Sea,	was	the	
definite	confirmation	that	Boreal	is	actively	
offshore.	Boreal	Offshore	as	a	subcon-
tractor	for	maintenance	work,	and	Boreal	
Maritim	with	oil	spill	contingency	prepar-
edness,	using	M/S	Tor	Geir.		
	 Boreal	Maritim	has	since	been	awarded	
a	second	contract,	further	strengthening	

their	position	in	the	offshore	sector.	This	
contract	 required	 a	 significantly	 bigger	
vessel	than	M/S	Tor	Geir	and	with	great	
enthusiasm	Boreal	took	on	the	challenge	
to	build	yet	another	vessel	at	their	local	
shipyard	in	Skjervøy.	Boreal	with	their	
professionalism	and	 first	class	work-
manship	has	produced	the	versatile	and	
well-designed	workboat.	M/S	 Tor	 Arne	
is	 again	 proof	 of	 Boreal’s	 skills	 and	
enthusiasm	and	strengthens	Skjervøy’s	
position	as	a	 leading	maritime	center	
in	northern	Norway.
	 Keeping	up	northern	Norwegian	tradi-
tions,	this	new	build	has	also	been	given	
a	masculine	name	M/S	Tor	Arne.	This	time	
named	after	Captain	Tor	Bowitz	and	his	
predecessor	Arne	Larsen,	in	recognition	
of	 their	 long	 and	 dedicated	 careers	 at	
sea	and	on	land	for	Tschudi	Shipping.				
	 Developments	in	Skjervøy	have	shown	
a	greater	need	for	non-oil	related	work.	
In	particular,	assignments	related	to	the	
fish	 farm	 industry	 and	 general	 towage	
within	the	local	community.	Again	seeing	

opportunities	 and	 to	 meet	 customer	
demands,	Boreal	quickly	acquired	an	ad-
ditional	boat.	This	time	a	small	tug,	to	be	
renamed	“Olav	Geir”	after	a	well-known	
local seaman!
	 We	believe	that	Tor	Arne	and	Olav	Geir	
will	be	a	great	asset	to	the	local	market	
and	 with	 this	 fleet	 expansion	 Boreal	
can	expand	 their	 services	 and	provide	
customers	 with	 increased	 operational	
flexibility.
	 “There	is	plenty	of	work	and	we	have	
full	order	books”	comments	newly	ap-
pointed	Managing	Director	Bjørn	Nilsen.
	 Making	use	of	our	in-house	expertise,	
Boreal	has	entrusted	their	new	vessels	to	
Tschudi	Ship	Management	in	Tallinn.	The	
safety	of	our	vessels	is	top	priority.	Our	
capable	superintendents	are	fully	com-
mitted	to	this	and	to	keeping	them	fully	
operational,	well	maintained	and	with	
minimum	 downtime.	 In	 other	words,	 Tor	
Arne	 and	 Olav	 Geir	 are	 in	 the	 best	 of	
hands!
 

Being established in 2006,	Boreal	
Offshore	has	recently	celebrated	its	10th	
anniversary.	Ten	years	in	business	marks	
a	turning	point	for	founder	Yngvar	Hansen	
who	has	decided	to	step	down	from	his	
role	 as	 Managing	 Director.	 Going	 for-
ward	he	will	still	be	actively	 involved	in	
the	daily	operations	of	 the	company	 in	
the	 position	 of	 Operations	 and	 Sales	
Manager. 
	 Despite	Boreal	being	Yngvar’s	“baby”	
he	is	very	pleased	to	relinquish	his	po-
sition as Managing Director to his close 
colleague	Bjørn	Nilsen.	Bjørn	is	a	natural	
successor	to	this	role	and	the	Board	has	
expressed	its	sincere	confidence	in	Bjørn’s	
abilities	 to	 assume	 Yngvar’s	 executive	
role	and	take	Boreal	to	the	next	phase	of	
growth.
	 When	 recently	 asked	 about	 his	 new	
position,	Bjørn	kindly	gave	us	his	thoughts	
around	his	promotion	and	what	he	will	
bring	to	Boreal.

What attracted you to work for Boreal?
Living	 locally	 in	Skjervøy,	 I	was	already	
familiar	 with	 Boreal’s	 activities	 in	 the	
region	and	saw	this	company	as	being	
an	extremely	interesting	one	to	join	and	
further	develop	my	career	with.

What experience did you bring to Boreal?
I	bring	with	me	extensive	knowledge	of	
the	 market	 in	 Northern	 Norway.	 I	 also	
believe	my	experience	from	working	in	a	
big	organization	with	approx.	90	employ-
ees	 will	 be	 a	 valuable	 contribution	 to	
Boreal.

What is your motivation for taking on this 
new position? 
My	motivation	comes	from	the	business	
prospects	arising	in	the	Barents	Sea	-	the	
oil	industry	and	another	fast	developing	
industry,	fish	farming.	Both	areas	are	of	
great interest to us.  

What do you see as Boreal’s key role going 
forward?  
As	mentioned,	with	a	surge	of	activities	in	
the	Barents	Sea,	I	definitely	see	interesting	
times	ahead	for	Boreal.	Our	objective	is	
to	work	in	the	offshore	market	but	also	be	
a	significant	and	professional	supplier	to	
the	fish	farming	industry	in	the	northern	
region.	There	is	a	big	growing	market	and	
we	already	have	a	good	foundation	for	
further	growth.	

What challenges are you looking for in 
this new role?  
I	look	forward	to	further	develop	Boreal	
Offshore	 and	 Boreal	 Maritim	 together	
with	the	capable	team	we	already	have.			
Also	being	part	of	these	exciting	times	in	
the	north	of	Norway.

How have the first weeks been so far?  
They	 have	 been	 extremely	 busy.	 This	
time	 of	 year	 is	 high	 season	 for	 our	 oil	
preparedness	exercises,	serving	the	fish	
farms,	tow	assignments	and	quay	repairs.

We	wish	Bjørn	 the	best	of	 luck	 in	his	
new	position.		

Welcome Bjørn
BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

“There is plenty of 
work and we have 
full order books.”

«TOR ARNE»
•	 Catamaran	owned	by	Boreal		 	
	 Maritim	AS,	built	2015	in	
	 Skjervøy,	northern	Norway
•	 Length:	23m
•	 Width:	9m
•	 Deck:	112	m2

•	 Crane:	36	tons/meter
•	 Winch:	30	tons	mooring	winch
•	 Engine:	2	x	340	hp
•	 4	cabins,	2	bathrooms

Two new vessels and	a	10	year	an-
niversary	 certainly	 calls	 for	 a	 cele-
bration	and	that	is	exactly	what	Boreal	
did!	To	mark	this	and	also	highlight	the	
enormous	 potential	 in	 the	 northern	
regions,	 colleagues,	 customers	and	
representatives	 from	the	 local	com-
munity	were	invited	to	idyllic	Havnnes,	
Uløya	for	the	official	naming	ceremony	
and	celebration	dinner.			
	 The	 two	 Godmothers	 Beate	 H.	
Martinsen,	 Yngvar	Hansen’s	 sister	
and	Celia	M.	Lindqvist	from	Tschudi	
Shipping	 gracefully	 performed	 the	
naming	of	“Olav	Geir”	and	“Tor	Arne”	
respectively	with	a	traditional	cham-
pagne	 bottle	 launch.	 They	 both	 ex-
pressed	what	an	honour	it	was	to	be	
the	Godmother	and	wished	the	vessel	
and	all	who	would	 sail	 on	him	safe	
voyages.

New vesselss
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The two Godmothers, Celia and Beate.



NEWS FROM THE ARCTIC40 41

Sydvaranger Gruve has	been	acquired	
by	 the	Tschudi	Group	 the	second	 time	
around	–	what	is	different	this	time?
	 On	April	8th	the	Tschudi	Group	could	
finally	again	announce	the	acquisition	of	
the	business	of	the	bankrupt	Sydvaranger	
Gruve	AS	–	the	Sydvaranger	iron	ore	mine.	
	 Since	 the	 bankruptcy	 in	November	
2015	 several	 potential	 investors	 had	
looked	at	 it	but	no	sale	had	been	con-
cluded.	The	Tschudi	Group	announced	
early	in	the	process	that	we	would	do	our	
utmost	to	avoid	the	permanent	closure	of	
the	mine	and	worked	secure	an	oppor-
tunity	 for	 future	 activity	 when	 market	
conditions	again	would	allow	for	it.	
	 I	commented	at	the	time	of	the	an-
nouncement:	“With	the	plant	still	being	
more	or	 less	 intact,	 the	chances	of	 the	
mine	 reopening	 are	 significantly	 higher	
than	 if	 the	 mine	 had	 been	 dismantled	
and	sold	piece	by	piece.	This	agreement	
paves	the	way	for	the	reopening	of	the	
mine	without	excessive	costs	when	the	
market	turns.”

The 
Sydvaranger 
Mine 
– Part Two
BY	FELIX H. TSCHUDI

Enthusiasm in the High North
BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

With deep regret,	the	Sydvaranger	mine	
became	victim	to	the	exceptionally	 low	
iron	ore	prices,	falling	below	the	produc-
tion	cost	of	the	mine	in	2015.	The	em-
ployees,	the	management	and	the	Board	
of	 Sydvaranger	 AS	 have	 all,	 over	 the	
past	year	and	a	half,	worked	very	hard	to	
try	 to	 rescue	 the	 company.	 The	 Tschudi	
Group	has	also	greatly	contributed	and	
granted extensive credits. 
	 Unfortunately	 this	 was	 not	 enough.	
The	mine	 filed	 for	 bankruptcy	 on	 18th	
November		–	indeed	a	very	sad	day	for	
the	Tschudi	Group	but	even	more	so	for	
those	employed	and	the	Kirkenes	society	
as	Sydvaranger	Gruve	had	become	the	
key	employer	and	economic	corner	stone	
of	the	region.

	 Despite	 challenging	 times	 for	 Sør-	
Varanger	–	 this	year’s	Kirkenes	Confer-
ence	held	in	February	was	a	complete	sell	
out	with	almost	300	participants.	There	is	
still	a	strong	belief	in	the	High	North	and	
focus	was	on	political,	industrial	and	civic	
development	of	the	Northern	regions.	
	 Petro	Arctic	Director	Kjell	Giæver	com-
mented	when	presenting	the	Foresight	
2030	study	at	the	conference,	“There	is	a	
good	reason	why	this	report	is	presented	
in	Kirkenes.	This	area	will	play	a	central	
role	in	the	petroleum-developments	in	the	
years	to	come.”	
	 Foresight	 2030	 is	 an	 annual	 report	
compiled	by	Rystad	Energy	with	focus	on	
trends	 and	 predictions	 for	 oil	 and	 gas	
explorations	in	northern	Norway.	The	study	

indicates	 the	oil	price	could	 reach	$100	
per	barrel	within	2020	and	shows	that	the	
fields	 in	the	Barents	Sea	can	be	devel-
oped	with	prices	down	to	$45	per	barrel	
due	to	cost	efficiency	in	the	industry.	
	 Falling	oil	 and	gas	production	 in	 the	
North	Sea	and	a	steady	increase	in	the	
northern	 Norwegian	 and	 Barents	 Seas	
can	 make	 the	 northern	 shelf	 Norway’s	
most	important	petroleum	region	already	
by	2040.	
	 With	the	anticipated	activity	and	related	
investments,	significant	repercussions	are	
expected	for	northern	Norway.	This	is	also	
encouraging	news	for	Tschudi	well	posi-
tioned	 in	Kirkenes	 and	 already	offering	
top	class	logistic	and	maritime	services	
in the High North. 

“We will work to secure 
an opportunity for future 

activity when market 
conditions again allow 

for it.“

s
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My last story was about the good life 
I	 had	onboard	 the	Chinook.	About	 the	
pleasant	 cuisine,	 the	 excellent	 fitness-
facilities	 and	 the	 company	 of	 the	most	
pleasant	multi	 national	 crew	 (with	 the	
funny	accents...)	that	one	can	imagine.
	 Well,	 that	 life	 is	 over.	 Somewhere	 in	
the	dusty	corners	of	the	office,	on	some	
kind	of	executive	 level	 it	was	decided	 I	
was	to	go	to	the	Cyclone,	so	there	I	went.
	 My	trip	started	mid	February	in	Luanda.	
Though	one	could	hardly	call	 it	 a	 start.	
Not	even	a	slow	start.	It	was	more	like	“a	
complete	stop	and	standstill,	which	 is	
barely	moving	 forward	by	 the	 slowest	
speed	imaginable”.	Planning	and	logistics	
aren’t	always	existent,	and	moreover;	
aren’t	 controllable	 when	 you’re	 sitting	
on	the	quayside	at	seven	in	the	morning,	
waiting	 for	 your	 good	 ship	 to	 arrive	
alongside.
	 When	it	finally	arrived,	a	little	after	one	

in	the	afternoon,	my	predecessor	could	
exactly	report	which	part	of	the	planning	
didn’t	work	out,	and	that	the	plan	for	the	
remainder	of	the	day	was,	well,	open	and	
subject	to	change.	We	did	our	handover,	
shook	hands,	and	off	we	went,	back	to	sea.
	 We	 spent	 just	 a	 little	 less	 than	 two	
weeks	working	in	the	BP	contract	as	the	
ship	 has	 done	 for	 the	 previous	 years.	
Much	has	been	written	about	those	times	
so	I	might	as	well	just	skip	that	part.
	 Upon	 finalization	 of	 the	 BP	 contract	
the	 orders	 were	 to	 depart	 for	 “OPL	
Pointe	Noire”.
	 OPL	stands	for	‘Off	Port	Limit’	or	‘Out-
side	Port	Limit’.	A	popular	and	easily	used	
phrase.	When	you	stay	outside	the	port	
limits	generally	there	is	no	need	to	seek	
immigration	and	custom	clearance	for	the	
vessel,	nor	is	the	vessel	subject	to	Port	
dues.	 And	 hence	 the	 popularity	 of	 the	
phrase	OPL;	it	saves	money.

The	 issue	 arising	 is	 the	 fact	 that	 ‘OPL’	
isn’t	always	accurately	documented	in	the	
available	sources	of	information.	That	is,	
if	 anything	 is	documented.	Most	of	 the	
times	you	just	have	to	make	an	educated	
guess	as	Captain,	which	normally	means	
you	 anchor	 as	 far	 away	 from	 land	 as	
possible	and	hope	‘they’	don’t	see	you.	
Preferably	outside	the	12	miles	Territorial	
Sea.
	 Pointe	Noire	lies	in	Congo,	and	that	
country	 claims,	 against	 all	 international	
treaties,	a	territorial	Sea	of	200	nautical	
miles!	I	don’t	think	we	can	find	a	suitable	
place	to	anchor	that	far	of	the	coast,	the	
water	depth	might	be	a	bit	deep...	We	
dropped	our	anchor	at	12,5	miles	off	the	
coast	 from	 Pointe	 Noire	 in	 a	 suitable	
water	depth.	Mind	you,	you	can	drop	your	
anchor	in	any	depth	of	water,	but	it	might	
become	an	issue	if	the	depth	is	too	much	
and	 the	 total	 combined	weight	 of	 the	

Meeting new friends
... and towing the Stingray

BY	CAPTAIN ARJAN VOS,	TSCHUDI	OFFSHORE	&	TOWAGE	

This	assessment	was	based	on	the	below	
observations	of	the	project:

Fully operational production line
In	excess	of	USD	250	million	invested	in	
refurbishment	and	6	years	of	operational	
experience	and	improvement.

Significant existing infrastructure
Short	 lead	 time	 to	production	with	 low	
capital	cost	intensity.

Favourable project location
Close	proximity	for	shipping	to	European	
markets;	 access	 to	 the	 Northern	 Sea	
Route and the Far East. 

Premium quality 68% Fe magnetite 
iron ore, low impurities
Sydvaranger	concentrate	is	pure	magnet-
ite	offering	significant	environmental,	cost	
and	energy	benefits	in	the	steel	making	
process	compared	to	hematite.

Competence & experience
Project	personnel	have	a	history	with	the	
Sydvaranger	 operations	 and	 a	 demon-
strated	capability	of	delivering	plans	and	
improvement.

Significant growth opportunities
Potential	to	scale-up	volumes	and	reduce	
costs.

Potential	for	upgrading	the	iron	ore	con-
centrate	to	nuggets,	pellets	or	other	higher	
value	materials	by	employing	natural	gas	
or	other	inputs	in	the	production	process.

Peter	Steiness	Larsen	(TSC	CFO),	former	
and	present	Chairman	of	Sydvaranger	
who	now	spends	more	or	less	all	his	time	
on	the	“new”	Sydvaranger	has	together	

with	 an	 experienced	 group	 of	 former	
Sydvaranger	employees	 including	Tony	
Beckmand	the	former	CEO	of	Northern	
Iron	put	together	a	detailed	plan	for	how	
to	progress	to	reopening:

It	is	based	on	the	following	key	objectives:
•	 Preserving	the	assets	of	Sydvaranger		
	 Gruve
•	 Retaining	key	skills	and	competence
•	 Positioning	the	operation	for	activity
	 	in	an	improved	iron	ore	market.	

The	 operating	 plans	 developed	 by	 the	
team	offers	a	flexible	three	step	approach	
aimed	 to	 minimise	 risk	 under	 current	
market	conditions	and	secure	an	option	
for	a	timely	return	to	full	capacity.

Keep warm -	assets	are	preserved	under	
care	&	maintenance	whilst	 undertaking	
strategic	mine	planning	and	securing	the	
necessary	 licenses	 to	operate	 some	of	
which	were	lost	with	the	bankruptcy.

Low volume production	 -	 small	 scale	
mining	and	processing	operations	aiming	
at	400-500	Kt	of	concentrate	per	annum	
at	breakeven	cost.	This	will	ensure	that	
the	 machinery	 and	 production	 line	 are	
exercised	regularly	and	thereby	minimise	
risk	and	cost	associated	with	scaling	up	
volumes	whilst	allowing	for	a	rapid	restart	
and	flexibility	 in	pursuing	opportunities.	
This	approach	will	allow	the	mine	to	em-
ploy	a	core	of	employees	(40	to	50)	with	
the	 competence	 to	 operate	 the	 entire	
operation	from	the	mine	via	the	plant	to	
the	ship	loader.

Full scale production	–	circa	2.3Mtpa,	
restart	 subject	 to	market	 fundamentals	
mainly	 the	 iron	ore	price.	Studies	have	

been	 undertaken	 previously	 and	 will	
continue	 to	be	evaluated	 to	 investigate		
opportunities	 for	 scaling	 up	 operations	
to	 higher	 volumes	 employing	 alternate	
mining such as underground mining and 
further	processing	possibilities	such	as	
employing	 natural	 gas	 as	 part	 of	 the	
process.

To conclude;
Focus	is	now	on	keeping	the	mine	“warm”	
which	 involves	 maintenance	 at	 a	 sus-
tainable	level	while	being	very	cost	con-
scious.	Meanwhile	new	financial	partners	
will	be	invited	in	to	make	renewed	activity	
possible;	first	small	scale	and	thereafter	
full	scale	production.	In	the	longer	term	
Sydvaranger	must	aim	to	become	more	
than	just	a	commodity	supplier	by	pro-
cessing	the	iron	ore	concentrate	further.	
The	ultimate	aim	is	to	combine	the	mine	
with	the	energy	resources	available	in	the	
region.	This	will	create	a	“win-win”	situa-
tion	 as	 the	 local	 commodities	 will	 be	
exported	as	finished	products	of	higher	
values	with	related	job	creation.		
	 This	 will	 also	 ensure	 a	 more	 robust	
value	creation	making	the	mine	less	vul-
nerable	to	fluctuating	market	prices.	The	
ambition	 is	 that	mining	will	continue	 to	
play	 an	 important	 role	 in	 Kirkenes	 and	
contribute	to	making	the	port	of	Kirkenes	
an	industrial	and	logistics	center	for	the	
Barents	 region.	We	 are	 very	 optimistic	
about	 continuing	 the	 long	 and	 proud	
mining	 tradition	 in	Sør-Varanger	 for	 the	
benefit	of	 the	 local	community	and	 the	
owners	 of	 Sydvaranger.	 This	 is	 why	
Sydvaranger	 is	 very	 important.	 Sydva-
ranger	provides	 the	 cornerstone	 for	 so	
many	other	regional	growth	opportunities.

“We are very optimistic about continuing the long and proud 
mining tradition in Sør-Varanger for the benefit of the local 
community and the owners of Sydvaranger.”

s
s
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anchor	and	the	enormous	length	of	chain	
is	too	much	too	handle	for	the	equipment	
meant	to	hoist	it	back	onboard.	Though	
that	might	sound	as	‘the	obvious’,	it	has	
happened	in	the	past,	and	for	sure	it	will	
happen	again	in	the	future.	Of	course	I’m	
not	 talking	 about	 the	 Cyclone.	 On	 the	
contrary,	the	Cyclone	would	be	the	vessel	
to	call	to	help	you	out	of	your	misery,	due	
to	her	anchor	handling	capabilities.
	 We	anchored.	Not	in	an	official	desig-
nated	anchorage,	but	in	a	suitable	area	
nonetheless.	And	 the	great	distance	 to	
shore	also	minimized	 the	 risk	 that	we	
would	 get	 unwanted	 visitors	 onboard.	
Phenomena	 not	 unknown	 to	 the	 West	
coast	of	Africa.	Great	 ideas	are	always	
being	 followed,	 and	 it	 didn’t	 take	 long	
before	more	vessels	followed	our	example	
and	anchored	in	our	vicinity.
	 With	help	of	my	Chief	and	2nd	Officer	
we	were	in	the	process	of	making	an	of-
ficial	‘business	plan’	to	claim	the	anchor-
age,	have	it	named	after	myself	(no	need	
to	be	modest)	and	have	the	revenues	we	
would	earn	go	into	my	‘early-retirement-
fund’.	Unfortunately	we	couldn’t	pursue	

this	opportunity	and	make	it	materialize	
because	new	orders	from	the	office	in-
terrupted	 our	 doings;	 Proceed	 to	 Port	
Gentil	 –	Gabon	 for	 towage	 of	 the	PLB	
Stingray	to	South	Africa.
	 My	first	thought	was;	Pfff,	Luanda	was	
hot	with	32°c,	and	then	we	moved	more	
close	 to	 the	 equator,	 to	 Pointe	 Noire	
with	 34°c,	 and	 now	we	 are	moving	 to	
the	equator	itself...	that’s	really	going	to	
be	hot.
	 We	left	our	anchorage	and	made	our	
way	to	Port	Gentil	 to	meet	up	with	 the	
PLB	 Stingray,	 a	 shallow	 water	 pipelay	
barge	of	120	by	40	meters.	A	nice	sweet	
little	tow.	Upon	arrival	we	gave	our	ar-
rival	report	to	“Port	Control”.	The	report	
contains	a	whole	lot	of	information	and	
specifications	about	our	vessel	and	the	
voyage.	 Since	 it	 was	 so	much	 info	 I	
increased	 my	 speed	 of	 talking	 a	 bit,	
maybe	a	bit	too	much,	for	after	my	long	
monologue	it	remained	silent	for	a	mo-
ment,	 as	 if	 the	 other	 side	was	making	
sure	 I	 was	 finished	 talking,	 before	 the	
response	came	“Yeah.	Okay.	Where	are	
you	going”.	A	vital	part	of	information	that	

was	most	surely	already	included	in	my	
arrival	 report	 message,	 but	 obviously	
missed	by	the	operator	on	the	other	side.	
To	keep	matters	simple	I	responded	that	
I	would	go	to	the	Stingray.	Glad	that	he	
heard	 something	 understandable	 the	
operator	responded	enthusiastically	“Yeah	
yeah.	Proceed	proceed.”	And	so	we	did.
	 Close	 to	 the	Stingray	we	waited	 for	
the	authorities	 to	board	our	vessel	 for	
inward	clearance.	Authorities	 that	visit	
vessels	 can	 be,	 well,	 challenging.	 In	
some	countries	 they	are	 friendly	and	
easy	going	(if	you	see	them	at	all),	but	in	
other countries ... 
	 Clearly	Gabon	belongs	to	‘other	coun-
tries’.
	 There	were	already	telling	signs	when	
the	boat	with	authorities	arrived	and	one	
of	them	was	making	pictures	of	our	aft-
mast.	That	got	us	worried	directly	about	
the	 flags.	 No	 wonder;	 Flags	 are	 a	 hot	
topic.	You	must	fly	 the	correct	flags	or	
risk	serious	penalties.	(The	highest	fine	I	
heard	of	 for	 not	 flying	 the	correct	 flag:	
32.000	US	dollar.)	But	since	we	are	ex-
perienced	‘veterans’	of	the	African	West	

Coast	we	came	prepared	and	checked,	
double-checked	and	rechecked.	Our	flags	
were	complete,	clean,	undamaged,	flying	
freely	(not	stuck	on	an	antenna),	and	with	
the	correct	side	to	the	top.	But	it	made	
us	feel	uneasy	knowing	that	something	
in	our	mast	was	worth	taking	pictures	off.
When	 the	 authorities	 arrived	 on	 the	
bridge	our	warm	welcome	was	getting	a	
stern	and	cool	response.	“Captain,	your	
yellow	flag	is	too	small.	I	cannot	see	it.”	
While	trying	to	maintain	a	friendly	smile	
a	 few	 thoughts	cross	my	mind.	Legal	
requirements	for	flags	are;	‘clearly	visible	
and	 recognizable’.	 No	 exact	 sizes	 are	
stated	nor	required.
	 Since	he	was	able	to	make	a	picture	
he	clearly	saw	something	he	recognized.	
Well,	I	at	least	did.	But	all	my	careful	pro-
tests	about	pointing	at	the	yellow	flag	on	
the	 picture	 as	 being	 visible,	 and	 my	
references	to	international	law	were	nul-
lified	with	the	response;	This	 is	Congo.	
Congo	regulations.	Now	you	pay	penalty.
	 And	that	 is	what	you	do.	Protest	 is	
futile.	Who	to	call?	The	authorities,	the	
police?	They	are	the	ones	sitting	at	your	

table,	on	the	opposite	side,	shaking	you	
down.
	 Without	too	much	damage	to	my	nerv-
ous	system	we	survived	the	visit	of	the	
authorities	and	operations	could	start.	A	
short	 visit	 to	 the	 Stingray	 gave	 us	 the	
necessary	info	to	undertake	operations.	
Prior	commencement	of	the	tow	we	had	
to	 retrieve	 the	 anchor	 spread	 in	 place	
that	secured	 the	Stingray	 in	 the	bay	of	
Port	 Gentil.	 That	 would	 be	 interesting	
since	 the	 barge	 was	 lying	 already	 11	
months	 anchored	 in	 the	bay	 and	had	
experienced	some	strong	winds	in	that	
period.	That	would	mean	that	the	wind-
ward	anchor	would	have	forced	itself	quit	
deep	into	the	seabed,	and	it	might	prove	
a	challenge	to	get	it	on	deck.	And	it	was.
	 After	 tightening	 the	wire	and	putting	
some	force	on	it	we	slowly	increased	the	
engine	output.	20%	 ...	30%	 ...	40%	 ...	
50%	and	still	 nothing	moved.	And	 this	
was	just	a	little	anchor.	At	this	point	the	
Choff	and	 I	 start	 looking	at	each	other	
with	little	frowns	of	concern.	Impressive	
performance	for	such	a	little	anchor.	The	
thing is that all associated materials 

(wires/shackles)	attached	to	the	anchor	
are	equally	small	sized	and	we	can’t	just	
increase	the	power	endlessly	without	the	
risk	 of	 breaking	 something.	 But	 with	
another	 10%	and	a	 lot	 of	 patience	we	
waited	 for	a	small	while	and	 then	 the	
anchor	gave	up	and	really	slowly	came	
out	 of	 the	 seabed.	 The	 other	 anchors	
proved	 to	be	 really	easy	after	 that	 first	
one	and	it	wasn’t	to	long	before	we	were	
connected	 with	 our	 towing	 wire	 and	
‘under	sail’	to	South	Africa.
	 During	 the	voyage	 the	barge	proved	
to	 be	 an	 ‘obedient’	 tow	 that	 followed	
nicely	and	the	16-day	trip	from	Port	Gentil	
to	Saldanha	Bay	was	quite	uneventful.	
That	might	sound	boring,	but	sometimes	
it’s	nice	to	have	everything	happening	in	
a	controlled	way	and	as	planned.	Espe-
cially	during	ocean	towage.
	 Whereas	 the	 Chinook	 had	 a	 total	
crew	of	28,	the	Cyclone	has	only	13,	and	
most	of	 them	were	new	 ‘faces’	 to	me.	
But	I’m	happy	to	say	the	‘new	faces’	be-
came	new	friends.	And	that’s	what	it’s	all	
about	in	life.	Thanks	guys.

“Captain, your yellow flag is 
too small. I cannot see it.”

“The Cyclone is 
the vessel to call to 
help you out of your 
misery, due to her 
anchor handling 
capabilities and 
excellent crew.“

s
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The Nordic Business Day 2016	was	held	
on	April	22nd	in	Odessa,	with	participa-
tion	of	the	Norwegian,	Swedish,	Danish	
and	Finnish	Ambassadors,	as	well	as	the	
representatives	 of	 business	 and	 non-
governmental organisations. This event 
had	 500	 guests	 with	 the	 objective	 to	
broaden	and	fortify	the	cooperation	be-
tween	the	Nordic	countries	and	Ukraine	
in	such	fields	as	IT,	energetics,	effect	
of	AIC	and	 innovations.	Tschudi	Ship	
Management	Ukraine	 Ltd.	 (TSMU)	was	
one	 of	 the	 sponsors	 of	 the	 event	 with	
Oleg	 Fomychov	 and	 Mariana	 Mendrik	
representing	TSMU	at	the	event.	
	 The	 distinguished	 speakers	 of	 the	
forum	provided	their	updates	regarding	
the	 investment	climate	and	progress	of	
reforms	 as	well	 as	 the	 success	 stories	
and	 opportunities	 in	Ukraine.	 The	Nor-
dic	companies	presented	their	products	
and	solutions	within	4	areas:	energy	and	
environment,	agriculture,	IT	and	innova-
tions.	The	forum	was	a	great	opportunity	
to	establish	business	contacts	between	
the	Nordic	business	representatives	and	
local	decision	makers	and	businesses.
	 Among	 the	 speakers	 and	 modera-
tors	were	 	Algirdas	Šemeta	 -	Business	
Ombudsman,	Bo	Eske	Nyhus	–	NEFCO	
(Nordic	 Environment	 Finance	 Corpora-
tion),	Alina	Sviderska	–	EasyBusiness	(a	
non-profit	organization,	with	the	mission	
to	create	 favorable	conditions	 for	busi-
ness	operation	by	 improving	 regulatory	
environment	in	Ukraine),	Dimitri	Podolev	
–	iHUB	(Internet	Innovation	Hub),	Alexey	
Parhomchuk	-	IFU	fund	(the	Investment	
Fund	 for	 Developing	 Countries)	 and	
Katinka	 Kolsaker,	 Innoco	 (innovation	
related	services	&	capabilities	for	private	
and	public	enterprises	in	Europe).

February 2016 heralded	 the	 birth	 of	
Tschudi	 Ship	 Management	 AS	 (TSM)’s	
new	 subsidiary:	 Tschudi	 Ship	Manage-
ment	Holland	(TSMH).
	 The	newest	member	of	our	 family	 is	
located	 in	Holland,	sharing	 the	Tschudi	
Offshore	&	Towage	(TOT)	office	and	is	run	
and	 developed	 by	 Martin	 Everkes	 of	
Tschudi	Offshore	&	Towage.	Martin	is	the	
Business	 Developer	 of	 TSMH	 and	 his	
main	task	is	to	strengthen	TSM’s	foothold	
in	Holland	and	Western	Europe,	while	also	
continuing	as	Crewing	Manager	of	TOT.
	 We	can	by	now	gladly	confirm	that	the	

establishment	of	this	new	company	and	
manning	 it	with	Martin	was	 one	 of	 our	
best	decisions	of	late.	TSMH	did	not	need	
any	nurturing	phase,	as	 is	evolutionally	
common	 with	 regular	 newborns,	 but	
spread	 its	 wings	 and	 went	 flying	 right	
away.	Equipped	with	TSM	brochures	and	
clear	 vision	of	what	 should	be	 accom-
plished,	the	crewing	and	ship	manage-
ment	services	of	TSM	have	already	been	
introduced	 in	 Holland,	 Denmark	 and	
Germany.	
	 The	 above	 experience	 proves	 that	
utilizing	the	experiences	from	the	other	

Group	 companies,	 should	 be	 “planted	
and	watered”	for	common	benefits.	We	
all	know	our	field	and	 its	business	and	
are	successful	in	selling	it,	but	we	should	
also	recognise	the	power	of	the	Group.	
We	must	learn	to	spot	the	potetials	and	
possibilities	which	 could	 benefit	other	
Group	companies.		
	 The	Tschudi	Ship	Management	offices	
continue	to	grow	and	expand	so	please	
let	us	know	if	you	have	any	contacts	in	
our	business	area.	

Broadening 
cooperation
BY	OLEG FOMYCHOV
TSCHUDI	SHIP	MANAGEMENT,	
UKRAINE

A new baby for Tschudi Ship Management
BY	KATRIN SAAR,	TSCHUDI	SHIP	MANAGEMENT,	ESTONIA

Working for improved relations between the Nordic countries and Ukraine.

New challenges for Martin.

Mariana Mendrik proud to represent Tschudi.
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WELCOME TO OUR COMMITTED TEAM. 
WE ARE PLEASED TO HAVE YOU ON-BOARD.

Our Values:
Proactivity, Commitment 
& Respect

Our Vision:
Creating Value by 
Daring to be Different

Over the past years,	there	has	been	a	
positive	change	in	society	when	it	comes	
to	the	interest	in	social	responsibility.	This	
is	definitely	of	increasing	importance	in	
Norway	where	more	 and	more	 leading	
Norwegian	companies,	eager	to	do	some- 
thing	positive	for	society,	are	prioritizing	
corporate	social	responsibility	(CSR)	ef-
forts.	CSR	can	be	anything	from	giving	
money	to	charity	to	implementing	green	
energy	 initiatives.	 It	 is	 simply	doing	
something	good,	as	opposed	to	focusing	
solely	on	profit.	The	prime	motivating	
factor	 for	 social	 assistance	 is	 to	 be	 a	
“good	citizen”	and	give	something	back	
to	society.	The	size	of	the	company	will	

often	 determine	 the	 extent	 of	 engage-
ment	but,	when	circumstances	allow	for	
it,	most	companies	are	willing	to	make	
financial	 donations	 for	 specific	 causes	
of	interest.	
	 Tschudi	has	for	many	years	chosen	
to	sponsor	the	Church	City	Mission’s	
Advent	Concert	in	Oslo.	By	doing	so	we	
helped	the	Church	Mission	achieve	their	
goal	 in	2015	which	was	raising	NOK	
3	million	over	three	years	and	helping	
200	 children	 and	 families!	With	 such	 a	
good	response	they	have	been	able	 to	
set	a	new	goal	of	helping	250	children	
and	 families	 annually.	 It	 is	 extremely	
rewarding	to	see	the	positive	effects	of	

our	donations	and	to	be	part	of	such	a	
worthy	cause	in	our	home	town	of	Oslo.	
	 It	 is	 invaluable	 what	 the	 proceeds	
from	the	advent	concert	mean	for	an	
individual	child.	It	costs	somewhere	be-
tween	1	and	2	million	annually	to	have	a	
child	in	care.	If	only	one	of	the	200	children	
who	 have	 benefitted	 from	 the	 concert	
donations	manage	 through	 life	without	
ending	up	in	an	institution	then	the	Church	
Mission	feels	their	investment	has	paid	off.	
	 We	have	an	ambition	to	continue	our	
contributions	and	if	appropriate,	we	will	
also	consider	other	relevant	causes,	lo-
cally	or	globally.

Long-term commitment
BY	CELIA M. LINDQVIST,	TSCHUDI	SHIPPING	COMPANY

Run for fun
BY	PIA SAARIO
TSCHUDI	LOGISTICS	FINLAND

RunFest Turku was	 organized	 for	 the	 first	
time	on	26th	May	 in	a	beautiful	old	park.	
With	a	good	team	Tschudi	was	keen	to	par-
ticipate.
	 RunFest	is	relay	race	with	each	team	
having	five	members.	Each	runner	has	to	run	
or	walk	4,2	km	which	makes	is	the	equivalent	
of	a	half	marathon.	Variations	are	accepted	
but	the	main	point	is	teamwork	and	having	
fun.	After	the	race	there	was	time	for	a	picnic	
and	entertainment	with	live	music.
	 Proceeds	 from	 the	 race	are	donated	 to	
charity.	For	their	donation	Tschudi	chose	the	
protection	of	the	Baltic	Sea.
	 It	was	a	very	succesful	day	and	we	hope	
to	join	again	next	year.		

Our sporty Finnish team.
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NORWAY
Tschudi Shipping Company AS
Strandveien	50
1366	Lysaker
Tel:	+47	67	11	98	80
Fax:+47	67	11	98	81
www.tschudigroup.com
E-mail:	admin@tschudishipping.no

Tschudi Logistics Holding AS
Strandveien	50
1366	Lysaker
Tel:	+47	67	11	98	80
Fax:	+47	67	11	98	81
www.tschudilogistics.com
E-mail:	norway@tschudilogistics.com

Tschudi Polar Logistics AS
c/o	Tschudi	Logistics	Holding	AS
Strandveien	50
1366	Lysaker
Tel:	+47	67	11	98	80	
E-mail:	norway@tschudilogistics.com

Tschudi Arctic Transit AS
Strandveien	50
1366	Lysaker
Tel:	+47	67	11	98	80
Fax:	+47	67	11	98	81
www.tschudiarctictransit.com

Marinexpress AS
Prof.	Birkelands	vei	24	c
1081	Oslo
Tel:	+47	23	17	57	90	
E-mail:	marinexpress@marinexpress.no	
www.tschudilogistics.com

Tschudi Kirkenes AS
Sydvaranger	Industriområde
9900	Kirkenes
Tel:	+47	95	27	72	90
www.tschudikirkenes.com

Tschudi Bulk Terminals AS
Sydvaranger	Industriområde
9900	Kirkenes
Tel:	+47	95	27	72	90
www.tschudikirkenes.com

Tschudi Northern Logistics AS
Sydvaranger	Industriområde
9900	Kirkenes
Tel:	+47	92	69	99	92
Fax:	+47	78	99	90	46
www.tschudilogistics.com

Tschudi Aggregates AS
Sydvaranger	Industriområde
9900	Kirkenes
Tel:	+	47	95		27	72	90
www.tschudikirkenes.com

Kirkenes Industrial Logistics Area (KILA)
Sydvaranger	Industriområde
9900	Kirkenes
Tel:	+	47	78	97	03	00	/	+	47	99	58	06	54

Boreal Maritim AS /
Boreal Offshore AS  
Strandveien	66
9180	Skjervøy
Tel:	77	77	75	00
Fax:	77	77	75	01
E-mail:	offshore@boreal-group.no
www.boreal-group.no

FINLAND
Tschudi Logistics Oy
Huolintakatu	5
20200	Turku
Tel:	+358	2	517	2200
Fax:	+358	2	517	2207
www.tschudilogistics.com
E-mail:	finland@tschudilogistics.com

DENMARK
Tschudi Logistics A/S 
Hasselbakken	10,
DK-8361	Hasselager
Tel:	+	45	21	38	58	59
www.tschudilogistics.com
E-mail:	denmark@tschudilogistics.com

Rederiet Otto Danielsen
Strandvejen	102E	2.	Sal
2900	Hellerup
Tel.	+45	4583	2555
www.ottodanielsen.com
E-mail:	od@ottodanielsen.com

Tschudi Project Transports
Represented	in	Denmark,	Estonia,	
Finland,	Sweden and Norway
www.tschudiprotrans.com

THE NETHERLANDS
Tschudi Offshore & Towage 
Tschudi Ship Management Holland
Sluisplein	45
1975	AG	Ijmuiden
P.O.	Box	199
1970	AD	Ijmuiden
Tel:	+31	(0)88	5485200
www.tschudioffshoretowage.com
E-mail:	info@tschudioffshoretowage.com

UNITED KINGDOM
Tschudi Ship Management IOM Ltd
12-14	Finch	Road
Douglas,	Isle	of	Man,	IM	99	1YU
Tel:	+44	1624	646	700
Fax:	+44	1624	630	588

SWITZERLAND
Arctic Bulk AG
Via	Cassarinetta	1
6900	Lugano
Tel:	+41	91	9804279
Fax:	+41	91	9804285
E-mail:	info@arcticbulk.com
www.arcticbulk.com

LATVIA
Tschudi Logistics SIA
A.	Briana	Iela	9A-2
1001	Riga	
Tel:	+371	673	82205
Fax:+371	673	82245
www.tschudilogistics.com
E-mail:	latvia@tschudilogistics.com

UKRAINE
Tschudi Ship Management Ukraine Ltd
115	Chernomorskogo	Kazachestva
Office	422
65003	Odessa
Tel.:	+380	48	734	47	07
Tel/Fax:	+380	48	734	47	05
E-mail:	crew@tsm.com

RUSSIA
000 Tschudi Logistics
Office	402
Gapsalskaya	street,	5A
198035	Saint-Petersburg
Phone:	+7	812	643	45	55
Fax:	+7	812	643	45	55
E-mail:	Russia-SPB@tschudilogistics.com

ESTONIA
Tschudi Shipping Company OÜ
4	Sadama	Street
10111	Tallinn
Tel:	+372	6409	500
Fax:	+372	6409	595
E-mail:	info@tschudishipping.com

Tschudi Ship Management AS
4	Sadama	Street
10111	Tallinn
Tel:	+372	6409	711
Fax:	+372	6409	748
www.tschudishipmanagement.com
E-mail:	info@tschudishipmanagement.com

Tschudi Road Transport OÜ
4	Sadama	Street
10111	Tallinn
Tel:	+372	6409	720
Fax:	+372	6409	559
www.tschudiroad.com
E-mail:	tschudiroad@tschudiroad.com

Estonian Shipping Company AS
4	Sadama	Street
15096	Tallinn
Tel:	+372	6409	500
Fax:	+372	6409	595
www.eml.ee




