
Fiscal 2013 in Review—
Looking back on “RISE2013”
MOL transferred sales and operations of 
dry bulker free vessels*1 from Tokyo to 
Singapore in the fourth quarter of fi scal 
2012 as the centerpiece of its Business 
Structural Reforms. The charter contracts 
of about 130 free vessels were trans-
ferred at prevailing market rates to our 
Singaporean subsidiaries,*2 with the dif-
ference between the original charter 
rates and then current market rates 
recorded as extraordinary loss. As the 
result, the MOL Group now features one 
of the world’s leading cost-competitive 
free vessel fl eets and it is based in 
Singapore, which has become the cur-
rent hub of seaborne transport in Asia.
 By fi rmly establishing this business 
base in Singapore and endeavoring to 
secure profi table cargo throughout fi scal 
2013, the fl eet turned a profi t amid mar-
ket conditions, which were on average, 
below the general breakeven point over 
the fi scal year. Also backed by fi rm, con-
sistent profi ts from long-term contracts, 

including those for iron ore and coking 
coal carriers, steaming coal carriers and 
wood chip carriers, the entire dry bulk 
division was able to achieve its target of 
returning to profi tability.
 Although the market for dry bulkers 
remained stagnate in the fi rst half of 
2013, the second half brought signifi -
cant improvement, especially for the 
largest vessel class (Capesize bulkers). 
Oversupply prevailed during the three 
years from 2010 to 2012, with more 
than 200 new Capesize bulkers complet-
ed each year. In 2013, however, the 
number of newly delivered vessels 
dropped by half and, supported by 
robust Chinese imports of iron ore and 
coal, growth of demand outstripped that 
of supply. This brought about a much 
anticipated, genuine market recovery. 
While we have not seen improvement of 
the supply-demand situation for small 
and medium-sized vessels (Panamax size 
or under), the pace of newly completed 
vessels has begun to decelerate and the 
market did perform better on the whole 

than the previous year.
 Steaming coal carriers also performed 
quite well thanks to an increase in the 
volume of coal imports amid growing use 
of coal-fi red electric power plants to meet 
base load power requirements in Japan. 
A recovery in demand for paper in tan-
dem with the rebounding Japanese econ-
omy boosted profi ts in wood chip 
carriers, which also benefi ted from new 
contracts of transport to China and India.
 With such an improved operating 
environment, the dry bulker division did 
not only turn a profi t, it was able to 
exceed the forecast (announced on 
April 30, 2013) by 70%. 
 I’d now like to touch upon two accom-
plishments in fi scal 2013, which contribut-
ed to the improvement in profi ts.
 The fi rst is the increased level of slow 
steaming. Slow steaming is done to keep 
fuel costs down, but the reduced speed 
can cause a  multitude of issues, includ-
ing incomplete combustion. With a fi rm 
understanding of these, we discovered 
solutions in terms of both hardware and 

Dry Bulker Fleet Table

General Cargo Carrier/
Heavy Lifter

8%
Steaming Coal Carrier

13%
Wood Chip Carrier

11%
General Bulk Carrier

21%

Iron Ore and 
Coking Coal 
Carrier

48%

Bulkships
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Senior Managing Executive Offi cer

We will solidly and sustainably 
contribute to the overall performance 
of the Company by providing services 
that meet customer needs, securing 
stable profi ts and strengthening 
market tolerability.

Dry Bulkers

Consolidated Revenues Breakdown (FY2013)

Vessel Type Standard 
DWT

At the 
end of 

Mar.2013

At the 
end of 

Mar.2014
Use

Capesize 170,000 103 107 Steel raw materials 
(iron ore, coking coal)

Panamax 72,000 38 38
Iron ore, coking coal, 
steaming coal, grains, 
etc.

Handymax 55,000 68 67
Steaming coal, grains, 
salt, cement, 
steel products, etc.

Small handy 28,000 52 56 Steel products, cement, 
grains, ores, etc.

Steaming coal 
carrier 93,000 41 40 Steaming coal

Wood chip carrier 50,000 44 42 Wood chips, 
soybean meal, etc.

Other (Heavy lifter, 
General cargo carrier) 12,000 58 53 Steel products, plants, 

etc.

Total 404 403 
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software and, in the case of chartered 
vessels, promoted ship owners’ under-
standing about these issues.
 The second is  tangentially related to the 
fi rst accomplishment. We became very 
aware of precisely where maritime trans-
port fi ts into our customers’ entire supply 
chain. Reducing speed under some cir-
cumstances can cause trouble for our cus-
tomers, but if we are aware of our clients’ 
manufacturing processes and stock levels, 
reducing speed can actually help control 
inventory and ease port congestion. MOL 
has gained the trust of its customers by 
developing and operating vessels of the 
optimum size to meet the requirements of 
their loading and discharging ports, as well 
as providing proposals and services, such 
as cargo supervision during unloading at 
destination ports. By keeping in mind 
exactly where we fi t into their supply 
chain, the entire dry bulker division has 
come to realize that there are numerous 
win-win initiatives that will improve service 
for our customers and improve earnings 
for the Company.

 I call this kind of capacity our “ship-
ping profi ciency.” It may seem  obvious, 
but as someone who has been involved 
in this division for quite some time, I can 
tell you that I really notice the positive 
impact and I have watched this profi -
ciency grow. By going back and refl ect-
ing on the basics of transporting our 
valued customers’ cargo, as was dis-
cussed in last year’s annual report, we 
have achieved it. Moving ahead, our 
shipping profi ciency will also support the 
business model we are striving for under 
“STEER FOR 2020.”

“STEER FOR 2020” and the 
Outlook for the First Fiscal Year
The market for dry bulkers over the dura-
tion of “STEER FOR 2020” is expected to 
escape stagnation and to remain steadily 
above general vessel costs. Chinese iron 
ore imports, a source of frequent concern 
due to China’s economic adjustments, 
look set to increase as prices of iron ore 
exported by major natural resource com-
panies are declining. Chinese domestic 

iron ore will gradually be overtaken by 
overseas iron ore, which also serves to pre-
vent air pollution in the country. Orders for 
building dry bulkers, on the other hand, 
appear to be on a gradual decline heading 
into 2016, and this should help correct the 
supply-demand imbalance and improve 
market conditions.
 In light of these factors, especially the 
improved market conditions, fi scal 2014 
profi ts for the dry bulker division are 
forecast to surpass the level achieved in 
fi scal 2013.
 However, taking into account the cur-
rent surplus of shipbuilding facilities 
around the world, we need to be aware 
of the risk of an upswing in the number 
of completed vessels after 2016.
 With this awareness, we will begin to 
shift focus under “STEER FOR 2020.” In 
accordance with its overall strategy, we will 
work to secure stable profi ts, provide ser-
vices to better meet customer needs and 
increase our market tolerability. Our divi-
sion has already adopted this route, which 
essentially means returning to the basics of 

Main Routes
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fi rst securing customers’ cargo, then oper-
ating vessels to transport it. Or, to put it 
another way, we are making a clean break 
from the business model where we would 
fi rst secure vessels, then operate them or 
contract them out, which was possible 
during times of tight supply and high 
demand for shipbuilding. Operating ves-
sels is considerably more demanding of 
human power than the business of simply 
contracting them. Functioning as a guide-
line for total risk control, however, it will 
be able to help us suppress the rapid, 
excessive growth of fl eets.
 As previously mentioned, we have built 
a business and operations base in 
Singapore for free dry bulkers. Singapore is 
a hub of information regarding global sea-
borne transport. Many of our key custom-
ers, including the three largest natural 
resource companies, are based in 
Singapore and charged with making ship-
ping decisions for their businesses. We are 
putting a lot of effort into being their busi-
ness partner and shipping company of 
choice, by earning their trust through 
technical support, our track-record in ship-
ping and our local presence for face-to-
face communication. With our sights on a 
wide range of markets, including Australia, 
Southeast Asia, India and China, we will 
secure and combine diverse cargo, achieve 
more effi cient operations with fewer bal-
last voyages and generate profi ts that 
exceed the market average.
 For both our Japanese and Singaporean 
fl eets, we continue aiming to secure and 
renew long-term contracts for dedicated 
and large vessels mainly with iron and steel 
mills, electric power companies and major 
natural resource companies. In addition to 
the current shipping points, which include 
Australia and Brazil, they are looking into 
new shipping routes from Mozambique 
and other African countries as well as the 
Middle East, which exports semi-processed 
ores. For small and medium-sized vessels, 
we are planning to secure as many 
medium-term COAs*3 as possible when 
the timing is right.
 We will maintain the current scale of 
the dry bulker fl eet as a basic policy. 
Having said so, we still plan to scrap ves-
sels that have been rendered  obsolete by 
recent improvements in fuel effi ciency and 
those that do not meet environmental reg-
ulations, as we continue to gradually 
switch over to energy effi cient vessels with 
low environmental loads. Replacement in 
advance of the regulations is also an 

option. Improving the quality of our vessels 
has recently been a key to securing long-
term contracts. While medium- to long-
term charted vessels at the expiry of their 
contracts are being redelivered, we are 
responding to transport demands by 
increasing our fl exibility in terms of scale 
and cost by leveraging short-term char-
tered ships. So while the scale of the entire 
fl eet will not change, looking into the 
details, we see that medium- to long-term 
contracts are increasing and our resilience 
to market conditions is strengthening as 
we continue the switch over to a higher 
quality fl eet.
 Likewise, our primary goal for profi t-
ability during “STEER FOR 2020” is to 
maintain the division’s profi ts at this high 
level after a rebound in fi scal 2013. 
However, with ongoing changes to the 
composition of our fl eet we will trans-
form our profi t structure to make it even 
more stable and less  susceptible to 
supply-demand fl uctuations. To ensure 
stable profi ts, we will secure as many 
contracts as possible to owned vessels 
and long-term chartered vessels. On the 
other hand, there may be times it is cost-
ly to utilize short-term chartered vessels, 
which however can be thought of as 

insurance that we pay to manage mar-
ket risk. If we utilize our “shipping profi -
ciency,” we can secure a certain profi t 
through slow steaming, effi cient opera-
tions and optimum cargo combination 
even if we use these vessels.
 I believe the greatest strength of the 
dry bulker division is the know-how culti-
vated over the 130 years of MOL’s vessel 
operations. We will meet and respond to 
the various needs of our customers and 
make a tidy and steady contribution to the 
results of the entire MOL Group.

Iron Ore: Global Seaborne Trade by Country/Area (Million tons)

Steaming Coal: Global Seaborne Trade by Country/Area (Million tons)

Source: MOL internal calculation based on Tex Report, Clarkson, Trade Statistics

Source: SSY
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Glossary

*1 Free vessels: Vessels that don’t operate on 
contracts of more than 2 years and are 
thus exposed to changing market condi-
tions.

*2 Singaporean subsidiaries: MOL Cape 
(Singapore) Pte. Ltd. and MOL Bulk Carriers 
Pte. Ltd. Both are wholly owned subsidiar-
ies of MOL based in Singapore.

*3 COA (Contracts of Affreightment): A type 
of contract to transport cargo based on 
weight or volume. They are usually con-
cluded on a long-term basis to transport 
large bulk cargoes of iron ore, coal or 
crude oil. The contracts are based on the 
volume of cargo transported and the deliv-
ery period, so vessels are not specifi ed and 
the method of transporting the cargo is 
left to the discretion of the shipping 
company.
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The Capesize Bulker LAMBERT MARU
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Fiscal 2013 in Review—
Looking back on “RISE2013”
The tanker division operates fi ve types of 
vessels: crude oil tankers, product tank-
ers, LPG tankers, methanol tankers and 
chemical tankers. Under RISE2013, the 
single-year management plan that aimed 
for a turnaround in profi t for the MOL 
Group as a whole, this division endeav-
ored to improve its operating effi ciency 
by setting up pools with other operators 
and worked to reduce its fuel costs by 
slow steaming. In addition, we contin-
ued to reduce the number of costly ves-
sels operated for spot trading. Also 
backed by the favorable market condi-
tions, we could greatly narrow our loss. 
Nevertheless, I hereby regret to report 
that the tanker business did not turn a 
profi t and instead posted a loss for the 
fi fth consecutive fi scal year.
 This is not, however, the whole story. 
After a long struggle, chemical tankers 
and LPG tankers did manage to turn a 
profi t. Methanol tankers expanded their 
profi t. And crude oil tankers turned a 

profi t for the second half of the fi scal 
year. From this perspective, we can safely 
say that we have prepared a foundation 
from which the division can become 
profi table in fi scal 2014.
 In 2013, supply pressures were limited 
for very large crude carriers (VLCCs)—the 
largest ships used to transport crude oil—
with 30 new vessels delivered and 20 
withdrawn worldwide, resulting in a net 
increase of only 10 new carriers. 
Moreover, global oil demand grew by 
1.2% and, although the volume trans-
ported by sea was virtually unchanged 
from 2012, ton-miles increased in tandem 
with rising demand for long distance 
shipping, resulting in a modest improve-
ment in supply and demand. Despite 
stagnant market conditions during the 
summer, when demand is typically low, 
trade surged after November as China 
and other Asian countries began stockpil-
ing crude oil. Trade slid again following 
Chinese New Year, which began on 
January 31, but I perceived genuine mar-
ket shift as it moved beyond the break-

even-point for some time even during this 
sluggish period.
 Despite a strong start in the begin-
ning of the fi scal year, the product 
tanker market remained basically 
range-bound after June. The weak 
market restrained our ability to narrow 
the full year loss.
 The market that changed most in fi s-
cal 2013 was LPG tankers. The shale rev-
olution helped spur U.S. LPG exports. 
Until then, the Middle East had been the 
center, but U.S. exports effectively split 
the LPG tanker market for very large gas 
carriers (VLGCs). U.S. exports were 
bound not only for Central and South 
America and Europe, but also Asia via 
the Cape of Good Hope. This brought 
about an increase in ton-miles, which 
easily absorbed 12 new VLGCs: a rela-
tively large supply pressure given the 
global total of about 150 VLGCs. As a 
result, even during periods of lower 
demand, market conditions hardly dete-
riorated and LPG tankers turned a profi t.
 Methanol tankers are a specialized ves-

Tsuneo Watanabe
Senior Managing Executive Offi cer

Tanker Fleet Table (Number of vessels)

at the end 
of March 

2013

at the end 
of March 

2014

Vessel type under pool 
management 

(at the end of March 2014)

Crude oil tankers 47 38
VLCC (very large crude 
carrier, 300,000 DWT)

Product tankers*1 61 59 LR1 (75,000 DWT)

Chemical tankers*2

Including methanol 
tankers

75 72 Chemical tanker

LPG tankers 11 11
VLGC (very large gas 
carrier, 80,000m3)

Total 194 180 

Chemical Tanker

33%

LPG Tanker

5%
Methanol Tanker

7%

Crude Oil 
Tanker

26%

Product 
Tanker

28%

We will capture new cargo fl ows and 
build up a competitive fl eet with 
market tolerability, by leveraging 
intelligence gained as a 
comprehensive player in tankers for 
strong competitive advantage. *1 Petrochemicals: gasoline, naphtha, kerosene, jet fuel and gas oil, etc.

*2 Chemical products: xylene, benzene, methanol and plant oil, etc.

Bulkships

Tankers

Consolidated Revenues Breakdown (FY2013)

32   MItsui O.S.K. Lines

14mol_英文0730佐々木.indd   3214mol_英文0730佐々木.indd   32 2014/07/30   15:292014/07/30   15:29



2008 2009 2010 2011 2012 2013

40

-20

-40

-60

80

60

20

0

4%

8%

6%

2%

0%

sel type fi rst developed by MOL, and we 
operate all of our methanol tankers on 
long-term contracts of 10- to 15-years. In 
addition to achieving increased profi t in 
fi scal 2013 by cutting costs, methanol 
tankers secured four long-term time-char-
ter agreements for a total of 10 vessels, 
ensuring stable profi ts into the future.
 In chemical tankers, Contracts of 
Affreightment (COA)(*) account for 80% 
of business with spot contracts account-
ing for the remaining 20%. New vessel 
deliveries, which remained sizable until 
2012, are expected to slow down and 
help tighten the supply-demand balance 
of vessels. In COA negotiations, we 
received more requests for multiple year 
contracts and freight rates also 
improved. Moreover, after successfully 
transferring the center of sales and ship 
operations to Singapore in October 
2012, we improved operational effi cien-
cy by transporting Southeast Asian vege-
table oil exports to India as spot cargo 
on the return trip from transporting 
Middle Eastern exports of chemical prod-

ucts to Asia. This helped chemical tank-
ers move into the black.

“STEER FOR 2020” and the 
Outlook for the First Year
In 2014, approximately 25 new VLCC 
deliveries are expected in a market that 
includes about 50 ships older than 15 
years. Maintenance costs for older ships 
rise due to tighter safe operation stan-
dards, and a rising number of oil majors 
are avoiding these vessels. This should 
shorten the time before the vessels with-
draw. If these aging ships are withdrawn 
steadily, we can expect a net increase of 
just about 10 VLCCs. In addition, 
demand for oil is expected to increase by 
1.3%. Although seaborne shipping vol-
ume of crude oil is expected to remain 
stable, ton-miles are expected to 
increase by 2% to 3%. This will likely 
improve supply and demand balance.
 Because most U.S. shale oil is light 
crude, the revolution greatly reduced 
light crude oil trade from West Africa to 
the United States. On the other hand, 

trade in heavy crude oil from the Middle 
East did not decrease as much. 
Moreover, China and India expanded 
imports of crude oil from West Africa 
and South America in addition to the 
Middle East, increasing ton-miles.
 In product tankers, exports from the 
Middle East and India are expected to 
increase as refi neries in developed 
nations are shuttered. Using inexpensive 
shale oil as feedstock, the U.S. is produc-
ing cost competitive petroleum products 
and is likely to enter Africa and other 
new markets in addition to Europe and 
South America. U.S. exports of LPG, a 
by-product of shale gas, are also expect-
ed to steadily expand.
 There are still concerns, however, 
about the supply trend. In fi scal 2013, 
we saw speculative orders for types of 
tankers likely to experience demand 
growth. LPG tankers maintained good 
market conditions into 2014, but fairly 
large numbers of new vessel deliveries, 
relative to the size of the market, are 
expected between 2015 and 2016. The 
actual number of new vessel deliveries 
for product tankers in 2013 was around 
70% of orders, so if the ratio of vessel 
deliveries to orders increases after 2014, 
attention will need to be paid to chang-
es in the supply and demand balance.
 Based on this understanding of the 
operating environment, the tanker busi-
ness, following the overall strategies laid 
out in “STEER FOR 2020,” will continue to 
take various measures to adapt its fl eet to 
a composition that has high market tolera-
bility. As a result, our plan is to reduce the 
size of the fl eet from 180 vessels at the 
end of fi scal 2013 to 160 vessels at the 
end of fi scal 2016. I believe this will help 
control downswings in earnings and bring 
the entire tanker division to profi tability in 
fi scal 2014, the fi rst year of “STEER FOR 
2020.” That way, the division will be able 
to solidly contribute to increasing profi t for 
the entire MOL Group throughout the 
duration of the plan.
 In VLCCs, we will continue focusing 
on mainly long-term contracts and we 
will reduce vessels operated for spot 
trading while maintaining our ability to 
adequately respond to our customers’ 
short-term contract needs. In product 
tankers, we will reduce market exposure 
by relying more on market-linked chart-
ed vessels. Even in LPG tankers, which 
are thriving in current market conditions, 

Main Routes

Source: MOL internal calculations based on Clarkson (Note: Double hull only)

Vessels Supply (VLCC) (Number of vessels)

� Deliveries
� Withdrawal
    YOY %

— Crude Oil  — Petroleum Products
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Petroleum Products: Global Seaborne Trade 
by Import Area

we are aiming to secure profi ts by con-
cluding well-timed medium- to long-
term contracts for a portion of vessels.
 Methanol tankers continue to gener-
ate stable profi ts through their long-term 
contracts. Moreover, with the increase in 
petrochemicals being produced with 
shale oil as a feedstock, there may be 
another product suited for transport in 
specialized ships, just as methanol is. By 
conceiving of and developing such spe-
cialized ships, we seek to expand busi-
nesses that result in secure, stable 
profi ts. Chemical tankers, which trans-
port a wide variety of chemical products 
simultaneously, also provide a fertile fi eld 
of differentiation thanks to the require-
ment for extensive shipping know-how 
and we expect continued steady increas-
es in profi ts. Going forward, we believe 
deep sea routes will be a growth area 
and are already reducing the number of 
coastal vessels. We aim to raise our prof-
it levels by increasing cargo volume and 
strengthening our competitiveness 

through investments in large vessels.
 Although the shale revolution has 
greatly changed fl ows of cargoes, fore-
casts and predictions remain diffi cult 
given the possibility the outlook could 
change dramatically due to such key fac-
tors as future crude oil prices or U.S. 
environmental regulations. For MOL to 
grow while meeting our customers’ 
needs, it is necessary to maintain a pres-
ence as a key global player in each trans-
portation fi eld of crude oil, petroleum 
products and chemicals in order to suc-
ceed in the face of this variability. If our 
presence is diminished, we could miss 
out on information and lose opportuni-
ties for the new fl ow of cargoes. As I 
mentioned previously, our plan is to 
reduce the number of vessels to 
decrease our market exposure risk for 
the duration of “STEER FOR 2020.” To 
maintain our presence, simultaneously, 
we will use a pool  management system 
for various types of vessels. So as not to 
lose touch with our customers, we are 

committed to a policy of handling sales 
and operations of the pool by playing a 
role as pool manager.
 In this way, for the duration of “STEER 
FOR 2020” and with the trust of our cus-
tomers, which we cultivated with our 
long track record of safe operations, the 
division will maintain a competitive fl eet 
and secure new growth opportunities 
through active intelligence gathering.

Crude Oil: Global Seaborne Trade by Import Area

forecast

forecast

forecast

Global Seaborne Trade from Africa/Latin America to Asia(*)

(Million tons)(Million tons)

(Million tons) (Million tons)

(*) Japan, China, Korea, India

� China  � Japan  � North America  � Europe � Other Asia/Pacifi c  � Others
Source: Clarkson

� ex. Africa  � ex. Latin America
Source: MOL internal calculation based on Japan METI / 
China Custom / Korea Customs / India MCI

LPG: Global Seaborne Trade by Export Area

� Japan/China/Korea  � Other Asia/Pacifi c  � Europe  � Latin America  
� North America  � Africa  � Others
Source: Clarkson

� Middle/Near East  � Europe  � Africa  � U.S.  � Others
Source : Poten & Partners LPG in World Markets Year Book

Glossary

(*) COA (Contract of Affreightment) :Please 
refer to p30 (*3) 
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Bulkships: Tankers

The VLCC CHOKAISAN
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Fiscal 2013 in Review—
Looking back on “RISE2013”
Thanks to stable profi ts from long-term 
contracts, the LNG Carrier Division post-
ed fi scal 2013 profi t in line with the pre-
vious year. The single-year management 
plan “RISE2013” united all of the MOL 
Group in the common goal of regaining 
profi tability. Under it, we were able to 
fulfi ll the Group’s expectations as a bear-
er of stable profi ts unaffected by market 
conditions.
 Global seaborne trade of LNG stood at 
roughly 240 million tons during 2013, 
unchanged from the previous year. 
However, in detail, global volumes grew 
in terms of ton-miles as increased 
demand in Asia offset decreased demand 
in Europe caused by lingering economic 
malaise, and LNG transport from the 
Atlantic region to Asia expanded.
 The LNG carrier business is character-
ized by long lead times, often several 
years, between the time an order for a 
project is received and the time the new 

ship is delivered and contributing to 
profi ts. In fact, all of the projects that 
contributed to profi ts in fi scal 2013 were 
secured in and before 2010. In fi scal 
2013, we secured four contracts for nine 
vessels (see the below table) that will lead 
to stable profi ts in the future, beginning 
with an LNG ship for the Ichthys LNG 
Project in Australia, an order placed in 
May by Osaka Gas and Kyushu Electric 

Power. At earliest, these projects will 
begin contributing to earnings in 2016, 
but we achieved a great accomplishment 
in winning multiple contracts that will 
generate long-term stable profi ts, sailing 
past our competitors in terms of out-
standing orders.
 I believe the reason MOL was select-
ed for these contracts lies in our plan-
ning capabilities. We’re able to 

Takeshi Hashimoto
Managing Executive Offi cer

LNG: Supply Forecast by Area

Main Routes

As we accumulate long-term and 
stable profi ts by capturing the rapidly 
increasing seaborne trade of LNG, 
we will also actively expand offshore 
businesses, which have signifi cant 
growth potential, to build a new 
pillar of profi t.

2013

278
million tons

34%

23%

22%

9%

7%
5%

2020
(Forecast)

413
million tons

25%

20%

14%

20%

5%

7%

10%

� Middle East  � Africa  � S/E Asia  � Australia/PNG
� South America  � Others  � North America
Source: MOL internal calculation based on Poten & Partners

FY2013: Signed Long-Term Contracts
LNG Carriers

Tokyo Gas ex.USA To Japan 1 vessel To start in FY 2017

Osaka Gas /Kyushu 
Electric Power ex.Australia To Japan 1 vessel To start in FY 2019

SINOPEC ex.Australia To China 4 vessels To start in FY 2016

SINOPEC ex.Australia To China 2 vessels To start in FY 2017

Peteronet ex.Australia To India 1 vessel To start in FY 2016

Offshore Businesses

Petrobras Brazil FPSO To start in FY 2016

Tullow Ghana Ghana FPSO To start in FY 2016

GDF Suez Uruguay FSRU To start in FY 2016

Bulkships

LNG Carriers/Offshore Businesses

    Anticipated future routes

36   MItsui O.S.K. Lines

14mol_英文0730佐々木.indd   3614mol_英文0730佐々木.indd   36 2014/07/30   15:292014/07/30   15:29



accurately assess our customers’ needs 
and leverage our resources to provide a 
comprehensive proposal that our cus-
tomers can appreciate. The keys to pro-
viding optimum solutions are data 
collection capabilities that capture the 
details of seaborne transport demand, 
acumen for discerning individual cus-
tomer needs, and then, above all else, 
our richest in-house resources: the 
world’s largest fl eet and talents gained 
supporting that fl eet such as vessel man-
agement know-how, shipbuilding tech-
nology and fi nancing, and our extensive 
global network. Take, for example, a 
project that requires a new vessel to be 
built. We would assess whether custom-
ers can use one of our current vessels in 
the time before the new one is delivered. 
We would also grope for an optimal 
solution by coordinating one project 
with others. By being creative in our 
approach to raising added value for our 
customers, we have differentiated our-
selves from the competition. I believe that 

fi scal 2013 was the year in which these 
expansive capabilities came to fruition.
 In the offshore businesses, MOL was 
also able to secure three long-term con-
tracts in fi scal 2013. Most remarkable of 
all was securing the FSRU*1 project in 
Uruguay. Previously European companies 
dominated the FSRU fi eld. We are the 
fi rst Japanese shipping company to inde-
pendently enter this fi eld. At 263,000 
cubic meters of LNG storage capacity, 
the FSRU will be the world’s largest, 
proving MOL’s true capabilities in the off-
shore business fi eld. Since 2006, MOL 
has gained experience with FSRUs 
through a joint venture with a European 
shipping company. In addition, we have 
succeeded in ship-to-ship*2 operations, 
which require technical skills common to 
FSRU operations, in Tomakomai, 
Hokkaido Prefecture. As we build up this 
kind of experience, we’re very proud 
that our track record and technical capa-
bilities, which we’ve cultivated over 
many years in the LNG carrier business, 

are being recognized by the customers 
of the FSRU project above. Fiscal 2013 
marked a major turning point for the 
offshore business, as we were able to 
successfully enter the FSRU business at 
long last.

“STEER FOR 2020” and the 
Outlook for the First Fiscal Year 
By 2020, global demand for ocean trans-
porting of LNG is expected to grow to 
over 400 million tons per year, up from 
240 million tons. The shale revolution 
has become a reality in North America, 
but large reserves of shale gas have been 
confi rmed not only in North America but 
also throughout the world. In addition, 
conventional large-scale natural gas 
fi elds have been discovered in eastern 
Africa and other regions. As the need for 
gas to supply base load electric power 
grows due to nuclear power issues in 
Japan and air pollution issues in China 
and India, future demand for natural gas 
seems likely to outpace the growth rate 
in overall energy demand.
 Accompanying this trend, demand 
for LNG carriers is expected to increase 
from the current 370 vessels to around 
550 vessels. Considering the geographi-
cal relationships between new natural 
gas sources and Asia, where demand will 
rise, ton-miles will rise beyond present 
levels. There are currently about 100 
outstanding orders in the world, but if 
you include demand for replacing older 
ships, which is around 50 to 100 ships, it 
would likely mean that an additional 120 
ships would be built going forward.
 Considering the expected growth, 
MOL is confi dent the LNG carrier and 
offshore businesses can secure long-term 
stable profi ts. So, we set these two busi-
nesses at the core of “STEER FOR 2020”, 
which holds the innovation of MOL’s 
business portfolio as one of its pillars. 
Targets call for the two businesses to 
expand and comprise 26% of our assets 
at the end of fi scal 2019, three times as 
much as at the end of fi scal 2013. This is 
why MOL plans to invest ¥700 billion of 
¥1,130 billion total investment in the 
LNG carrier and offshore businesses dur-
ing the term of “STEER FOR 2020.” By 
expanding the LNG carrier fl eet to 120 
vessels by the end of fi scal 2019, we will 
reinforce MOL’s dominant position.

LNG: Supply/Seaborne Trade (Million tons)

Source: MOL internal calculation based on Poten & Partners
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 For that reason, MOL is not only 
going after conventional LNG contracts, 
for which there is a comparatively high 
level of competition, but also more chal-
lenging contracts. Prime examples would 
be projects to build LNG carriers at 
Chinese shipyards or the Russian Yamal 
LNG project which will develop the 
Northern Sea Route. For contracts that 
present a high level of technical diffi cul-
ty, the technical, ship management and 
business divisions will unite to work with 
the aim of ensuring a higher level of 
profi tability. We are optimizing the port-
folio of the LNG carrier business by com-
bining conventional LNG contracts with 
these more challenging ones.
 In parallel, it is absolutely critical that 
we recruit and train capable seafarers for 
our LNG carriers to keep pace with our 
expanding fl eet. LNG is transported at 
minus 162 degrees Celsius with a por-
tion of it continuously vaporizing. MOL 
needs seafarers who possess a high 
degree of knowledge and skill in terms 
of maintaining the correct temperature 
and pressure inside the tanks of LNG 
carrier. There are about 20 seafarers 
aboard each LNG carrier, but including 
reserves, we would need to recruit about 
40 seafarers per carrier. This means we 
would need over 2,000 seafarers to 
increase the size of our fl eet to over 50 
carriers. To say that the recruitment and 
training of seafarers will be the key to 
success for “STEER FOR 2020” is no 
overstatement.
 Fortunately, the MOL Group boasts 
the world’s largest fl eet and many expe-
rienced seafarers. We can draw capable 
seafarers from across the Group, those 
who have worked on tankers and other 
types of vessels, and train them to be 
professional LNG carrier seafarers by giv-
ing them experience, judgment and skills 
to safely manage ship operations 
through training at our practice facilities 
around the world or hands-on training 
aboard existing LNG carriers. Obviously 

this kind of training cannot be done 
overnight, so we have already begun 
training in preparation for the 2016–17 
period when a large number of new 
ships will be delivered. Manning our 
existing ships with trainees will tempo-
rarily infl ate seafarer training expenses 
and will suppress profi ts from fi scal 
2014. But we regard them as upfront 
investments to seize a “one-in-a-million” 
opportunity. They will contribute to long-
term stable profi ts beginning in fi scal 
2016, when those trainees will start to 
stand confi dently on their own two feet 
and new LNG carriers will be delivered.
 Like the LNG carrier business, the off-
shore businesses collectively constitute 
another major source of long-term sta-
ble profi ts. At the start of “STEER FOR 
2020,” the Offshore Business Offi ce, 
which had been one of the groups in the 
LNG Carrier Division, was upgraded to 
the Offshore and LNG Project Division, 
launching a new system to strengthen 
company-wide initiatives. At present, 
MOL has fi ve contracts for FPSOs*3, one 
of which is in operation, and one con-
tract for an FSRU. While aiming to accu-
mulate additional investments in FPSOs 
and FSRUs, we will also explore entering 
the FLNG*4 business in the medium- to 
long-term to establish a third major busi-
ness fi eld following FPSOs and FSRUs. 
There are a wide range of fi elds within 
offshore businesses, but MOL will focus 
its investments in fi elds where MOL can 
leverage its know-how cultivated as a 
shipping company and can secure long-
term contracts that promise stable 
profi ts.
 Because FSRUs can be set up at lower 
cost and in shorter time than onshore 
LNG receiving terminals, demand is rap-
idly expanding, especially in emerging 
markets. Due to the diffi culty of trans-
porting natural gas compared to coal or 
petroleum, it typically used to be con-
sumed relatively close to the production 
site or exported to Japan and other 

developed nations capable of shoulder-
ing the large costs associated with build-
ing LNG terminals. With the introduction 
of FSRUs, however, new trade patterns 
for LNG are emerging and demand for 
seaborne transport is expected to take 
off. Consequently, FSRUs are expected to 
have synergy with the LNG carrier busi-
ness, and leveraging MOL’s core compe-
tency of safety management expertise in 
LNG carriers will provide MOL with clear 
competitive advantage. So, going 
forward, we will actively expand this 
business.
 For the growth of MOL in the medi-
um- to long-term, offshore businesses 
may prove capable of serving as the 
back bone of the entire Group. The 
already signed contracts will begin to 
contribute to profi ts in a big way in 
2016 when these projects will be in 
operation. I would like to develop this 
business as a strong second to the LNG 
carrier business, so both can deliver 
long-term stable profi ts.

Glossary

*1 FSRU (fl oating storage and regasifi ca-
tion unit): A facility for storing LNG off-
shore, where LNG returns to its gaseous 
form for distribution by pipeline to land.

*2 Ship-to-ship: Operation to transfer cargo 
between seagoing ships, such as LNG carri-
ers or tankers, positioned alongside each 
other. When a port’s facilities are too small 
for large vessels, the loads are transferred 
offshore to or from small- and medium-
sized vessels compatible with the port’s 
facilities.

*3 FPSO (fl oating production, storage and 
offl oading system): A facility for produc-
ing oil offshore. The oil is stored in tanks in 
the facility and directly offl oaded to tankers 
for direct transport to the destination.

*4 FLNG (fl oating LNG): Also called LNG FPSO. 
A facility for producing natural gas off-
shore. The natural gas is liquefi ed at minus 
162 degrees Celsius, stored in tanks in the 
facility and directly offl oaded to LNG carri-
ers for direct transport to the destination.
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Bulkships: LNG Carriers and Offshore Businesses

The LNG Carrier LNG PIONEER
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Fiscal 2013 in Review —
Looking back on “RISE2013”
Global auto sales reached 84 million 
units in 2013, a new record high for the 
third straight year. The number of vehi-
cles transported by sea worldwide also 
reached a new record high of over 15 
million units. Despite a weakening yen, 
however, the number of vehicles export-
ed from Japan declined as Japanese 
automakers continued shifting manufac-
turing toward end markets, stepping up 
local production for local consumption. 
Under these circumstances, we increased 
business in such areas as cross trade 
from countries other than Japan as well 
as inbound cargo, such as that exported 
from Europe to China, and worked to 
secure new business opportunities. As a 
result, we experienced a signifi cant year-
on-year improvement in our business 
performance.
 In the ongoing diversifi cation of trade 
patterns, our efforts to minimize ballast 
voyages have come to fruition by com-

bining cargo from various loading and 
unloading ports together.
 In the past, the main routes for sea-
borne transport of automobiles were 
from Japan to Europe and the U.S. 
Today, however, more countries are pro-
ducing and consuming automobiles, 
forming a rich web of trade. Export 
countries now span Thailand, Mexico, 
China, India, Indonesia, Turkey, Morocco, 
South Africa and beyond. In addition, 
ships unloading import vehicles in 
Europe depart after loading large vol-
umes of vehicles bound for Asia and 
other markets. In this changing business 
environment, it is vital to respond fl exibly 
to information concerning loading and 
discharging locations, which changes by 
the day. The increasing number of vehi-
cles we transport on cross trades and 
inbound trades demonstrates our ability 
for it.
 In March 2014, MOL commenced 
ocean transport services for vehicles 
being exported from Mexico. In recent 

years, many automakers have been rush-
ing to build and enlarge plants in 
Mexico, and automobile production is 
estimated to increase by more than 10% 
per year for the next several years. 
Around three million vehicles were pro-
duced in Mexico in 2013, with about 
80% of them exported. As this trend 
appears robust, MOL launched services 
to the United States, the largest destina-
tion for Mexican made vehicles, creating 
a system to meet these increased cus-
tomers’ needs.

“STEER FOR 2020” and the 
Outlook for the First Fiscal Year
Looking ahead, global auto sales are 
likely to grow to 86.5 million units in 
2014. Growth in China and the United 
States is projected to remain fi rm, while 
a sales recovery for the European market 
is expected in tandem with an upturn in 
the economy.
 Looking even further, global auto 
sales, especially in emerging nations, are 

Junichiro Ikeda
Senior Managing Executive Offi cer
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Global Car Seaborne Trade (Thousand units)

(excluding CKD)

As we have a nimble fl eet deployed 
globally, the trend toward local 
production and local consumption 
poses not only as a challenge, but also 
as an opportunity to capture 
increasingly diverse trade fl ows.

Bulkships

Car Carriers

Source: MOL internal calculation based on Trade Statisitics of Japan (MOF), etc.
� Exports from Japan  � Exports from Korea  � Others
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expected to remain on a solid upward 
trajectory with sales of 90 million units in 
2015. Sales could conceivably hit the 
100 million mark in 2019, the last fi scal 
year of “STEER FOR 2020.” Naturally, 
the seaborne transport of automobiles 
would rise in tandem, but production 
geared to local markets is likely to con-
tinue expanding while Japanese exports 
are expected to fall, leading to shorter 
transport distances. Amid these circum-
stances, in fi scal 2014, costs will rise due 
to the launch of new services from 
Mexico to North America and in South 
America. As a result, we forecast an 
appreciable decrease in profi ts compared 
to the previous year.
 We cannot rule out the possibility 
that Japanese automakers will bring pro-
duction back to Japan and again 
increase exports if they are sure that the 
yen will remain weak for several years. 
However, the trend toward local produc-
tion is quite strong and unlikely to let up 
in the next two to three years. This trend 

not only affects Japan; it is also becom-
ing stronger among European automak-
ers as well. The shift in fl ow of cargo is a 
risk and, at the same time, an opportuni-
ty in this sense.
 In light of this operating environ-
ment, MOL’s car carriers business will 
push ahead with existing strategies 
under the “STEER FOR 2020” plan. Our 
customers not only seek to increase local 
production, but increasingly to produce 
the same model in several countries. By 
doing so, they can respond fl exibly to 
exchange rate fl uctuations, seeking the 
most profi table combination of produc-
tion sites to sales destinations. To do 
this, they are establishing the necessary 
manufacturing network. Thus, we must 
try to change our shipping routes pliably 
in responding to customers’ needs. At 
the same time, we must offer services 
that help customers reduce their logistics 
costs in case they have other routing 
alternatives such as railroads and other 
forms of cargo transportation. While 

providing services that completely meet 
these changing transport needs, MOL 
continues its tireless efforts to thorough-
ly reduce ballast voyages by fi nding the 
best combination of freight among these 
diverse trade patterns.
 Success in this endeavor will fully 
leverage the strengths of our car carrier 
fl eet. The company has continued to 
align its fl eet by making car carriers 
capable of transporting 6,400 small pas-
senger cars MOL’s standard. These car 
carriers have high usability in various sea 
lanes and ports across the globe, and 
now account for over 60% of the vessels 
in our car carrier fl eet. This makes it easi-
er for us to dispatch a replacement ves-
sel of the same size in response to 
problems that hinder shipping schedules 
such as bad weather or port congestion. 
Customers can safely entrust us with 
their shipping needs. 
 Another one of our strengths lies in 
our global network of sales and market-
ing bases spanning Asia, Australia, South 
Africa, Europe, South America and North 
America. Being able to share the latest 
information across this network allows 
us to offer our services to customers 
anywhere in the world. Through its more 
effi cient operations, MOL is also maxi-
mizing synergy with its consolidated sub-
sidiary Nissan Motor Car Carrier Co., Ltd.
 MOL’s swift decision-making is also 
one of its strengths. Beginning cross-
trade transport in the 1990s signifi ed 
our strength as a pioneer as well, and 
this was underpinned by swift decision-
making.
 When it comes to increasing cargo 
volume through cross trade, we don’t 
get caught up in short-term profi tability. 
Instead, we assess the potential of mid- 
to long-term developments. Upfront 
investment is often essential. Sometimes 
you need to initiate service to discover 
the full potential. As a result, MOL has 
managed to uncover opportunities for 
shipments that would have gone unno-
ticed if we had not rapidly decided to 
launch service. For example, after 
increasing the frequency of service in 
inter-South East Asia routes, we realized 
that besides the cargo we had been con-
tracted to transport, there was a lot of 
additional cargo moving around, such as 
used construction machinery and trailers. 
And with our new previously mentioned 

(excluding CKD)
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service out of Mexico, we quickly uncov-
ered various unmet transport needs that 
we had not been able to grasp before 
beginning the service. In addition, even 
when a single cross-trade shipment does 
not break even, it can still be a catalyst to 
create sustainable services when linked 
with other cargo trends. We are able to 
achieve fi rst-mover advantage and create 
services that other competitors cannot 
match by identifying new emerging 
needs as well as the future growth poten-
tial of shipping routes, swiftly making 
decisions, and rapidly building our ship-
ping track record.
 The development of inland infrastruc-
ture in emerging markets helps increase 
our loading volumes there. MOL will 
adhere to its existing policies for develop-
ment and implement them as necessary. 
In India, we relatively recently got into the 
inland transport business as well as the 
automobile terminal business at Ennore 
Port. Also, we are engaged in operating 
terminals in Australia and Turkey. 
However, we believe it is imperative that 
each endeavor maximizes synergies with 
our main business of maritime transport 
or strengthens relationships with custom-
ers expanding into those areas.
 “STEER FOR 2020” will continue 
MOL’s aim for improving both profi tability 
and customer satisfaction. We will contin-
ue to meet the challenge of increasingly 
complex and diverse seaborne trade. We 
will dare not to plant the conventional 
pivot foot, but rather create a resilient 
system that adapts adroitly to our cus-
tomers’ needs by changing our shipping 
routes fl exibly as we pursue ever more 
effi cient vessel allocation and operation.
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Bulkships: Car Carriers 

The Car Carrier CRYSTAL ACE
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Fiscal 2013 in Review—
Looking back on “RISE2013”
In fi scal 2013, the containership business 
reduced costs by about ¥20.0 billion 
thanks mainly to fuller implementation 
of slow steaming and other measures to 
reduce fuel expenses, the G6 Alliance’s 
expansion to the Asia-North America 
East Coast route in May 2013 to improve 
operating effi ciency, and reductions in 
container handling and on-carriage 
expenses. A weaker yen and lower bun-
ker prices also played a role, but all of 
these factors were negated by falling 
freight rates. And with the loss caused 
from the incident of the containership 
MOL Comfort in June 2013, we record-
ed an ordinary loss of ¥14.5 billion. This 
division must still work toward the goal 
of recovering profi tability as set forth in 
“RISE2013.”
 I would like to take this opportunity to 
once again express my most sincere apolo-
gies to all of our customers and everyone 
affected by the MOL Comfort incident.

 Global seaborne trade remained fi rm 
overall. In 2013, Asian exports to North 
America grew 3.4%, supported by a sta-
ble U.S. economy. After the European 
economy bottomed out, exports to 
Europe recovered in the second half of 
the year, climbing 4.8% for the full year. 
Despite economic uncertainty and politi-
cal unease in some countries, Inter-Asia 
trade and North-South trade both 
expanded, helping raise global contain-
ership trade 3.9% during 2013.
 On the other hand, global vessel sup-
ply rose 5.5% as signifi cant numbers of 
ultra-large containerships with capacity 
exceeding 10,000 TEU were delivered 
for the third year in a row. This further 
delayed an improvement in the supply-
demand balance and also had a destabi-
lizing effect on freight rate levels. Freight 
rates greatly declined, especially in the 
fi rst half of the year, in both Asia-Europe 
routes, which had persistent deliveries of 
large containerships, and Asia-South 
America East Coast routes, to which the 

replaced vessels cascaded over. Although 
we did our best to maintain stable reve-
nue by securing more long term  freight 
contracts and by adjusting our capacity 
to reduced demand during slack sea-
sons, average freight rates across all 
routes in fi scal 2013 tumbled 8% year 
on year. As I said before, this essentially 
erased our gains from cost-cutting and 
other factors, and was a major reason 
our loss expanded by ¥3.2 billion.
 Many other containership companies 
around the world also fell into the red 
amid this harsh environment. Of the 15 
major shipping companies that disclose 
their earnings, only three were able to 
post a profi t in fi scal 2013. The less com-
petitive companies have reached the 
point where they cannot bear any fur-
ther decreases in freight rates. Even 
though the containership division posted 
a loss, our ranking by profi t margin is 
improving thanks to the cost-cutting 
measures set out in the division’s own 
medium-term plan “Operation CORE,” 

Asia Trade

20%
North-South Trade

13%

Europe Trade

29%

North America 
Trade

37%

Revenue Breakdown by Trade (Results of FY2013)

Main Routes

� Container Terminal Business

Toshiya Konishi
Managing Executive Offi cer

Working to secure cost 
competitiveness and a source of stable 
profi ts, we will transform our 
containership business into the one 
that can sustainably generate profi ts.

Containerships
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launched in 2012. I believe the key to 
improving profi tability for the division is 
in pursuing the goals set out in 
“Operation CORE,” including reinforce-
ment of our brand value by disclosing 
and improving key performance indica-
tors, such as on-time performance per-
centages.

“STEER FOR 2020” and the 
Outlook for the First Year
Through “STEER FOR 2020” the contain-
ership business will more fully implement 
the strategies already laid out in 
“Operation CORE.” In short, we aim to 
improve profi tability by reducing unit 
cost, the cost to transport one container, 
as we formulate plans based on the 
assumption that freight rates will contin-
ue to decline gradually in the medium- 
to long-term.
 The centerpiece of the unit cost 
reduction measures is launching larger 
vessels to reduce the vessel cost and fuel 
expenses per unit. Together with higher 

fuel and operating effi ciency through 
slow-steaming, comprehensive operation 
management and the G6 Alliance’s 
expansion to Asia-North America West 
Coast routes and Transatlantic routes in 
May 2014, this will reinforce our cost-
competitiveness by a total of ¥30.0 bil-
lion over the three-year period from 
fi scal 2014 to 2016.
 We already added four of the latest 
model 14,000-TEU capacity container-
ships to our fl eet in fi scal 2013 and one 
in April 2014, all of which already began 
operating on Asia-Europe routes. From 
July 2014 to fi scal 2016, we will succes-
sively roll out ten 10,000-TEU capacity 
containerships to operate Asia-Europe 
and Asia-North America West Coast 
routes. And by reducing the number of 
less fuel-effi cient small and medium-
sized vessels, we will further improve the 
whole fl eet’s cost competitiveness.
 In addition, we plan to improve prof-
itability ¥8.0 billion by increasing reve-
nue from non-ocean-freight charges and 

raising our slot utilization rates over 
three years under “STEER FOR 2020.” 
During that same time, we also plan to 
increase stable income by ¥9.0 billion 
from the container terminal and logistics 
businesses. Putting all these together, we 
plan to achieve ¥30.0 billion in ordinary 
income in the containership business in 
fi scal 2016.
 In fi scal 2014, the fi rst year of the 
plan, we forecast a return to profi t with 
¥2.0 billion in ordinary income. To 
ensure we succeed, we are streamlining 
operations in North-South routes, where 
ineffi ciencies prevented us from improv-
ing profi ts as much as competitors in fi s-
cal 2013. These efforts include the 
switch over in June 2014 to the direct 
Asia-West Africa route around the Cape 
of Good Hope instead of transhipment 
via the Mediterranean.
 The major contributor to increasing 
stable earnings in the container terminal 
business is our U.S. subsidiary TraPac, 
Inc., which carried out construction at 
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the Port of Los Angeles in fi scal 2013 to 
increase automation using IT technology. 
This increasing cost-competitiveness will 
boost profi ts in fi scal 2014. In addition, 
the container terminal at Rotterdam 
Port, 20% of which is owned by MOL, 
will begin operations in October 2014. 
Furthermore, with the aim of expanding 
our overseas terminal business in the 
long-term, we transferred a portion of 
shares of TraPac, Inc.’s holding company 
to the major Canadian fund Brookfi eld 
Asset Management Inc. in January 2014 
to form a strategic alliance. By leverag-
ing both the MOL Group’s high-quality, 
high-effi ciency terminal operation know-
how and Brookfi eld’s practical knowl-
edge gained from solid accomplishments 
in the infrastructure business in emerg-
ing markets, we plan on expanding our 
business into ports across Central and 
South America and beyond.
 To understand the profi tability of the 
containership business in the medium- 
to long-term, it is important to consider 
how the trend of further introduction of 
larger vessels will proceed. Looking back 
on the trend toward larger vessels, it 
took around 20 years to go from 800 
TEU to 4,000 TEU capacity ships, about 
10 years to go from 4,000 TEU to 8,000 
TEU capacity ships but just four years to 
go from 8,000 TEU to 14,000 TEU 
capacity ships. Higher fuel effi ciency is 
the major driver of the switch to larger 

vessels and this trend has greatly acceler-
ated since the sharp rise in crude oil pric-
es. With each shipping company chasing 
larger vessels, this trend has led to a so-
called fallacy of composition. This has 
resulted in an overabundance of vessels 
and falling freight rates, forcing many 
shipping companies to languish in 
unprofi tability.
 We, however, expect this trend 
toward larger vessels to hit the brakes 
soon. First, we have reached the limit of 
cost reductions enabled by larger vessels. 
Cost reductions are biggest when the 
routes are long and the ports are few, so 
while large vessels are used on European 
routes, they are still restricted by the 
physical limitations of the Suez Canal. 
The largest containerships at present 
have a capacity of 18,000 TEU, but it is 
our view that it would not be economi-
cal to build vessels larger than this given 
the amount of steel necessary to ensure 
a vessel’s integrity, in addition to the 
technical and structural diffi culties. And 
second, it is unlikely that the number of 
large vessels will continue to rise. Since 
benefi ting from the economies of scale 
by using large vessels depends on maxi-
mizing an effi cient slot utilization rate, it 
clearly would not be economical to have 
ultra-large vessels deployed on every 
loop in East-West routes.
 We can expect improvement in busi-
ness environment and profi tability for 

containerships after 2016 and 2017, 
when the large vessels ordered to date 
will be delivered. The containership busi-
ness will transform into a business that 
can sustainably generate profi ts as we 
earn more trust from customers by con-
tinuously improving the quality of our 
transportation and as we strive to secure 
stable sources of income and cost-com-
petitiveness through “STEER FOR 2020.”

Glossary

(*) The G6 alliance: An alliance of six compa-
nies and represents the integration of 
TNWA [MOL (Japan), APL (Singapore) and 
Hyundai (Korea)] and the Grand Alliance 
[NYK (Japan), Hapag-Lloyd (Germany) and 
OOCL (Hong Kong)]. The alliance began 
operating jointly in Asia–Europe (Northern 
Europe and Mediterranean) routes in March 
2012 and expanded its framework to 
include North American East Coast routes 
in May 2013 and North America West 
Coast routes and Atlantic routes in May 
2014.

Share by Major Carrier Alliance of the North 
America Routes

Share by Major Carrier Alliance of the 
Europe Routes

Source: Alphaliner Monthly Monitor June 2014 Source: Alphaliner Monthly Monitor June 2014
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Containerships

TraPac Los Angeles 
Container Terminal
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Fiscal 2013 in Review—
Looking back on “RISE2013”
The ferry & domestic transport segment 
comprises the ferry business, which 
transports passengers, automobiles and 
trucks along Japan’s largest network, 
and the domestic transport business, 
which transports cement, heavy oil, 
steel, coal, salt and other cargoes. In fi s-
cal 2013, we recorded ¥2.2 billion in 
ordinary income. This ¥0.9 billion 
increase from the previous year resulted 
in part because Abenomics thankfully 
helped the Japanese economy recover 
and the ferry business completed a series 
of route rationalizations in April 2013. 
The results exceeded start-of-fi scal-year 
expectations by ¥0.8 billion and we were 
able to contribute to the MOL Group’s 
target of achieving profi t recovery as 
outlined in “RISE2013.”

 The ferry division saw a year-on-year 
increase of 4% in passengers, 3% in 
automobiles and 4% in trucks transport-
ed. In addition to a strong performance 
for cargo transport, we were able to suc-
cessfully shore up signifi cant passenger 
demand by boosting TV commercials, 
improving internal ship services such as 
adding local specialties to our menus, 
and strengthening product tie-ups with 
bus companies and airlines.
 Turning to domestic transport via 
general cargo ships, the transport of 
steel boomed due to the rebounding 
economy in addition to demand arising 
from recovery efforts for the Great East 
Japan Earthquake. An obvious shortage 
of vessels emerged, but the MOL Group 
was able to actively capture this demand 
by more effi ciently deploying ships.

“STEER FOR 2020” and the 
Outlook for the First Fiscal Year
I believe the ferry & domestic transport 
segment will continue to strongly 
expand in 2014 and beyond, helped by 
fi rm trade arising from Japan’s recover-
ing economy and full-scale reconstruc-
tion work.
 Amid a shortage of truck drivers and 
an increase of labor practices aimed at 
reducing overtime, there is growing 
awareness by truck operators that using 
night-time ferry operations is superior in 
terms of cost, safety and environmental 
impact. This will accelerate the shift from 
inland transport to ferries, providing us 
with another major opportunity. As for 
passengers, we will continue our efforts 
to raise brand awareness through adver-
tisements and promote attractive travel 
packages, aiming to create new 
demand. Going forward, we will align 
our fl eet with the goal of switching over 
to more energy effi cient vessels while 
working to promote our environmental 
performance and lower costs.
 As for domestic transport, we aim to 
expand the scope of our business opera-
tions supported by the solid partnerships 
we have formed with ship owners in 
Japan, even though the shortage of ves-
sels and crew members appears likely to 
continue due to expanding demand.
 This segment will continue to contrib-
ute to profi t growth for the MOL Group 
throughout the entire period of “STEER 
FOR 2020.” We will pour our efforts into 
enhancing our services to better meet 
customer needs while also reinforcing 
our safe operations and transportation 
quality. We foresee ordinary income of 
¥3.0 billion for fi scal 2014.

Hirokazu Hatta
Managing Executive Offi cer

Pouring our efforts into enhancing our 
services to better meet customer needs 
while reinforcing our operational safety 
and transportation quality, we will 
strive to capture burgeoning domestic 
transport demand.

Ferry & Domestic Transport
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Ferry & Domestic Transport

The Ferry SUNFLOWER FURANO
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Associated Businesses

Daibiru-Honkon Building

Fiscal 2013 in Review—
Looking back on “RISE2013”
This segment comprises MOL’s real 
estate, tugboat, cruise ship, trading and 
other businesses. Real estate, especially 
Daibiru Corporation, accounts for a large 
portion of profi ts and is a main pillar 
supporting the segment’s stable profi ts.
 In Daibiru Corporation’s main operating 
areas of Tokyo and Osaka, signs of a mar-
ket rebound accompanying the broader 
economic rebound did appear, but failed 
to lead rent levels higher during fi scal 
2013. Nevertheless, Daibiru sustained solid 
business performance with well above 
average occupancy at its offi ce buildings.
 Cruise ship passengers increased from 
summer 2013 onward, thanks in part to 
the rebounding economy. This narrowed 
losses, but did not result in a turnaround. 
Business performance for tugboats and 
trading companies remained fi rm.
 Overall, the associated businesses 
recorded ordinary income of ¥11.1 bil-
lion, achieving increased revenues and 
earnings.

“STEER FOR 2020” and the 
Outlook for the First Fiscal Year
The associated business shall underpin 
the entire MOL Group’s profi t growth 
with real estate and tugboats remaining 
major sources of stable profi ts. We are 
committed to further improving earnings 
across all fi elds.
 Daibiru embarked on a new medium-
term management plan entitled “Design 
100” Project Phase-I in April 2013. This 
fi ve-year plan, which continues through 

the end of fi scal 2017, aims to expand 
revenues and profi ts by approximately 
20%, thus allowing the company to 
continue making steady contributions to 
MOL Group’s stable earnings. The 
Daibiru-Honkan Building, which was 
completed in Osaka in February 2013, 
has exceeded original targets and is per-
forming strongly. Daibiru will concen-
trate efforts on securing even more 
tenants and improving occupancy levels. 
The company is currently engrossed in 
negotiations with prospective tenants for 
the Shin Daibiru Building, which is slated 
for completion in March 2015. Turning 
overseas, Daibiru expanded into Ho Chi 
Minh City, Vietnam in January 2012 with 
the purchase of a high-grade building 
and maintained high occupancy. The 
company is now moving forward to 
acquire another property in the country.
 The tugboat business, serving at the 
very frontline of shipping, will continue to 
take the lead in reinforcing the Group’s 
safe operating structure as outlined in 
“STEER FOR 2020.” It will expand its 
business in domestic ports and also strive 
to capture new demand in ports through-
out economically booming Southeast Asia 
by leveraging the MOL Group’s track 
record and wealth of experience. In addi-
tion, we will continue to seek growth 
opportunities in related fi elds of offshore 
businesses and realize innovation 
throughout our business domain in accor-
dance with “STEER FOR 2020.”

 The cruise ship business has been 
struggling fi nancially, but its loss has 
been narrowing. We acknowledge for-
eign competitors have been making 
inroads, but they have also been raising 
awareness of cruises and done a lot to 
expand the cruise ship market in Japan. 
Mitsui O.S.K. Passenger Line, Ltd. will 
continue to differentiate itself through 
personalized, top-notch service. The 
cruise ship business is one of the few 
B-to-C businesses within the MOL 
Group. The cruise business can signifi -
cantly raise the visibility of the Group 
and increase the Group’s ability to com-
municate with its stakeholders. I am 
eager to increase earnings and stabilize 
this unique business by signifi cantly 
increasing the number of passengers 
experiencing our cruises.
 Our trading business will expand 
profi ts mainly by selling equipment to 
raise vessels’ environmental and safety 
performance. They have developed an 
improved Propeller Boss Cap Fin (PBCF)(*), 
which is a device to improve energy-effi -
ciency that has been equipped on over 
2,500 ships worldwide as of fi scal 2013.
 The division forecasts ordinary income 
for fi scal 2014 to be ¥10.5 billion.

While meeting market 
needs and growing 
demand in Japan and 
other Asian countries, 
we will serve as a 
bearer of stable profi t 
to underpin the 
Group’s profi t growth.

Glossary

(*) PBCF: A device to improve propeller effi -
ciency developed by the corporate group 
centered in MOL. It reduces fuel consump-
tion by 4-5% operating at the same speed.

Hirokazu Hatta
Managing Executive Offi cer

Associated Businesses
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