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How will MOL grow in a tough operating environment?
In this feature section, the heads of each division talk about 
their resolve and initiatives to grow.
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MASAFUMI YASUOKA
Senior Managing Executive Officer

BULKSHIPS   

Iron ore, coal and other dry bulk car-

goes have a close connection with the 

infrastructure of many countries’ econo-

mies. Demand for dry bulkers, which 

transport these resources and energy, 

should therefore grow steadily going 

forward along with the national and 

economic development of emerging 

markets such as China.

Iron ore is expected to see firm 

demand, centered on trade from 

Australia and Brazil to China. The 

resource companies that will be the 

benefactors of this increased demand are 

planning to ramp up production capacity. 

This should prompt Chinese steelmakers 

to switch from domestically produced iron 

ore to higher quality imported iron ore as 

international prices stabilize.

Developments in marine transporta-

tion of coal must also be watched going 

forward. Amid rapidly rising electricity 

demand in emerging markets in tandem 

with economic development, the devel-

opment of coal-fired thermal power 

generation facilities with a lower environ-

mental impact than the past in recent 

years is driving higher demand for coal. 

At the same time, surplus coal produced 

in the U.S. and Colombia is now being 

exported to distant places in Asia, with 

shale gas having captured market share 

from coal. China produces large vol-

umes of coal, but is tending to import 

more coal depending on price. These 

trends suggest that there is much 

potential for trade expansion.

BULKSHIPS
DRY BULKERS
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Economic growth in emerging mar-

kets is enriching the diets of people in 

these countries, leading to increased 

ocean transportation of grains. In addi-

tion to importing large quantities of 

soybeans as a key ingredient for edible 

oils, China in recent times has begun 

importing corn as animal feed.

However, freight rates have soft-

ened, especially for larger size vessels, 

due to the delivery of large numbers of 

dry bulkers in recent years. Many ves-

sels operating on spot contracts are 

running at a loss as a result. Although 

market conditions are forecast to 

recover from around the second half of 

2013 when vessel supply pressures 

should ease, MOL must ride through 

the period until then by generating 

stable earnings from long-term con-

tracts and restricting the number of 

vessels on spot contracts. In terms of 

specific measures, MOL will reduce its 

fleet by between 10 and 20 vessels in 

fiscal 2012 by scrapping Capesize 

bulkers and laying up ships. This fleet 

reduction led by MOL as the industry’s 

leading company is expected to improve 

the vessel demand-supply balance in 

the industry as a whole. Additionally, we 

will continue to take measures to 

address the high cost of some ships, as 

we work to raise the competitiveness of 

our fleet and capture stable growth in a 

market after the serious conditions 

settle down.
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Is Dry Bulkers  
a growth business?

Yes! 
The glut of vessels will continue 
to make conditions difficult for the 
time being. However, seaborne 
trade volume of dry bulk cargoes 
will steadily increase. By reducing 
the number of vessels operating 
on spot contracts and increasing 
the proportion of vessels on long-
term contracts, we will navigate the 
heavy seas at present and return to 
a stable growth trajectory.
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BULKSHIPS
It is generally thought that oil demand 

will decline with moves to prevent 

global warming and to create a low 

carbon society gaining momentum. 

Actually, demand for oil should con-

tinue to increase in order to meet rising 

global energy demand. A report pro-

duced by the U.S. Energy Information 

Administration (EIA) estimates that 

global primary energy demand will rise 

around 50% from 2010 to 2035, and 

oil demand will rise between 30% and 

35% over the same period. At present, 

55% to 60% of oil is consumed as 

fuel for transportation, with 30% to 

35% used in the petrochemical busi-

ness, 5% for power generation, and 

5% for consumer use. Demand for oil 

as a feedstock for petrochemicals, 

which are used to produce plastics, 

chemical fibers and other products, will 

increase as emerging economies 

develop, their populations grow and 

living standards rise. What’s more, with 

the outlook for nuclear power genera-

tion uncertain, oil will most likely be in 

greater demand as an energy source 

for power generation too.

Against the backdrop of this increas-

ing oil demand, seaborne transport 

volume of crude oil and petroleum 

products will constantly increase. While 

the transportation of crude oil to the 

U.S. is declining due to the emergence 

of shale oil, overall ton-miles are 

Is Tankers  
a growth business?

increasing as China and India are sourc-

ing more crude oil from distant locations 

such as West Africa, Venezuela and 

Brazil, and the U.S. is also transforming 

into an oil product exporter.

However, market growth does not 

necessarily equate to business growth. 

After the “Lehman Shock” in 2008, 

market conditions have remained 

difficult due to a worsening gap 

between supply and demand in many 

types of oil tankers. On the other hand, 

customer demands are becoming more 

taxing and diverse. In order to achieve 

business growth in this market, we 

must remain the shipping company of 

choice by maintaining our competitive 

edge over other companies in terms of 

safe operations and financial sound-

ness. And we must confront the 

market and continue to be creative to 

surmount the supply-demand gap, 

constantly realigning ourselves to meet 

the challenge. MOL has one of the 

world’s largest oil tanker fleets. 

Leveraging this base, we have until 

now implemented measures such as 

forming pools for Very Large Crude Oil 

Carriers (VLCCs) and product tankers. 

Moving ahead, we aim to achieve 

long-term growth by expanding stable 

profits based on customers’ support 

and by taking the initiative to bring 

about a sustainable market.

Yes! 
Demand for oil as a primary energy 
source should rise steadily in step 
with growing populations and 
higher living standards in emerging 
economies. As one of the world’s 
largest tanker operators, we will 
continue to rise to the challenge 
as long as there is demand for 
transportation.

BULKSHIPS
TANKERS
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BULKSHIPS
We believe that the LNG carrier business 

has the most potential for stable growth 

of all MOL’s business divisions. In 2011, 

global LNG demand was 240 million 

tons. However, attention has well and 

truly turned to LNG as a clean energy 

resource amid increasing energy demand 

in emerging markets, and due to higher 

demand in Japan after the Great East 

Japan Earthquake and in Europe, where 

there are moves away from nuclear 

power generation. Indeed, global LNG 

demand is forecast to rise 5% a year, 

reaching 380 million tons by 2020.

Many new LNG projects are being 

planned to cash in on this strong demand 

outlook. Another dynamic is that the U.S. 

looks increasingly likely to join the ranks 

of LNG exporting nations in the near 

future as the shale gas revolution sees it 

increase production of natural gas.

Around 100 additional LNG carriers 

will be needed by 2020 to meet this 

increasing transportation demand. 

Close to 70 vessels are scheduled for 

delivery through 2015. But the supply 

of LNG carriers is hardly sufficient from 

a long-term perspective, because the 

first generation of aging vessels built in 

the 1970s will gradually exit the market. 

That’s why MOL plans to invest approx-

imately ¥200 billion going forward to 

expand its fleet from 70 vessels at 

present to 110 vessels by 2020.

We are quietly confident that we can 

accomplish our plans. Our confidence 

lies in our 30 years of experience 

operating LNG carriers. Based on this 

experience, we have amassed consid-

erable expertise in all aspects of LNG 

transportation. This expertise extends 

from supervising LNG carrier construc-

tion to ship safe operation and manage-

ment, and managing the loading/

unloading work of a cargo that is trans-

ported at minus 160°C. With also one 

of the best financial positions among 

ocean transport companies, we tick all 

the boxes for being the customers’ 

preferred shipping company. Testament 

to this is our participation as the first 

overseas shipping firm in a Chinese 

LNG transportation project, which will 

commence in 2015. Looking ahead, 

we aim to make good use of our com-

petitive edge to win more contracts for 

emerging markets, headed by China, 

and of course for Japanese customers.

An increasing number of offshore oil 

and natural gas projects are being 

developed worldwide. Amid this trend, 

offshore businesses are fields where we 

can leverage our expertise amassed in 

tankers and LNG carriers. MOL is 

currently taking part in two FPSO*1 

projects off the coast of Brazil. We aim 

to participate in more of these FPSO 

projects going forward, as well as proj-

ects for FSRU*2, which will be converted 

from second-hand LNG carriers. These 

actions should grow offshore businesses 

into a new earnings stream.

*1 Floating Production, Storage and Offloading 
system

*2 Floating Storage and Regasification Unit

Is LNG Carriers  
a growth business?

Yes! 
LNG seaborne transport volume is 
tipped to expand steadily due to 
LNG’s increasing importance as a 
fuel for power generation. With one 
of the largest LNG carrier fleets in 
the world, MOL is well positioned 
to benefit from this growing trade 
and further cement its standing 
as one of the leading LNG carrier 
companies.

KAZUHIRO SATO
Senior Managing Executive Officer

BULKSHIPS
LNG CARRIERS
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BULKSHIPS
I am confident that the car carrier busi-

ness will grow as a stable growth field. 

My confidence lies in two main reasons. 

One is steady growth in auto sales in 

the future. Global auto sales topped 70 

million units for the first time in 2007. 

While they dropped to around 64 million 

units in 2009 due to the Lehman 

Shock, global sales have since recov-

ered and set a new record of 75 million 

units in 2011. The number of units 

transported by sea rebounded to 12.5 

million units in 2011 on the back of this 

unit sales growth, and is closing in on 

the record level of approximately 13 

million units set in 2007. Forecasts call 

for global auto sales to expand to 100 

million units by 2020 and the number of 

units transported by sea is expected to 

increase also in line with this.

The second reason for my confi-

dence is that we have forged strong 

bonds of trust with customers by deliv-

ering results for them over many years 

in our car carrier operations. This is one 

of our biggest advantages. Importantly, 

these relationships of trust inevitably 

make the car carrier business an 

extremely difficult one for new entrants. 

With operations premised on safe 

vessel operation and transportation, 

MOL is able to respond flexibly to 

diversification in ocean transport routes 

through close exchanges of information 

with customers. Beyond this, we have 

the organization, fleet and extensive 

experience to grasp customers’ various 

needs in respect of inland transporta-

tion, terminal operation and other areas 

and accurately respond to them.

One of the defining features of the 

ocean transport of automobiles in 

recent years is the rapid diversification 

of trade patterns. In the past, the main 

routes were from Japan to Europe and 

the U.S. Today, however, we are seeing 

more countries producing and consum-

ing automobiles. Vehicle exports are 

increasing not only from BRICs nations, 

but also Thailand, Mexico, Indonesia, 

Turkey, Morocco, South Africa and 

other countries. In this changing busi-

ness environment, it is vital to respond 

as the circumstances dictate to 

 information concerning loading and 

discharging locations, which changes 

by the day. We must also pick the next 

routes that can expect to grow, by 

looking at the market with a wide view, 

rather than be influenced by preconcep-

tions or clinging to conventional 

 thinking. Along with this we must be 

prepared to constantly change our 

organization and develop flexible 

 business strategies. I believe it is our 

mission to provide detailed vehicle 

transportation services that anticipate 

market needs with the flexibility to 

adapt, and at the same time continue 

providing safe vessel operation and 

transportation of a world-class level, as 

a company with the largest fleet of car 

carriers in the world.

Is Car Carriers  
a growth business?

Yes! 
Global automobile sales will 
continue to increase steadily in 
the future. As a company with the 
world’s largest fleet of car carriers, 
we will be strategically flexible in 
order to respond to customers’ 
diversifying needs.

TAKASHI KURAUCHI
Senior Managing Executive Officer

BULKSHIPS
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CONTAINERSHIPS
Is Containerships  
a growth business?

JUNICHIRO IKEDA
Managing Executive Officer
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Yes! 
The containerships business is a 
field with high growth potential due 
to constantly increasing demand. 
We plan to streamline costs and 
raise service quality while pursuing 
slot utilization efficiency, with the 
aim of achieving high profitability 
so we can withstand volatility.

Global containership trade demand is 

growing by 8% on average per year. 

The containership business is therefore 

unquestionably a highly attractive 

growth field. That said, volatility rises 

with volume growth. For this reason, it 

is essential to build a profit structure 

that can withstand this volatility in order 

to develop business sustainably.

To this end, we aim to elevate profit-

ability to an industry-leading level. If you 

can raise profitability, you can maximize 

earnings in good times, and also mini-

mize the fall in bad times. The prerequi-

sites for improving profitability are cost 

cutting and revenue growth. The key to 

reducing costs is to make greater use 

of reduced navigating speeds, as well 

as utilize very large vessels of at least 

10,000 TEU. Very large vessels help to 

sharply lower cost per container trans-

ported. However, alliance frameworks 

must also be skillfully used because the 

investment burden is too onerous for 

one company alone to provide the 

number of vessels required to operate 

one service loop; for example, 11 

vessels are required for the Asia-

Europe route. In March 2012, we 

launched The G6 Alliance*1 for Asia-

Europe container shipping. The alliance 

partners share the investment burden, 

while enjoying the benefits of operating 

large vessels. This sort of alliance 

framework is functioning very effec-

tively. By leveraging economies of scale 

from measures to expand volume to a 

certain extent, terminal expenses and 

inland transportation expenses will be 

reduced, as will organizational costs by 

further standardizing and rationalizing 

business processes worldwide.

*1 Previously, MOL was part of a three- 
company alliance called The New World 
Alliance. However, since March 2012 the 
three companies joined forces with the other 
three companies of Grand Alliance to create 
the new six-company G6 Alliance.

The second key to improving profit-

ability is raising revenue. What contain-

ership companies around the world 

learned from the sharp deterioration in 

performance in 2011 is that lowering 

freight rates will not translate into higher 

demand. Looking ahead, the world’s 

liner companies will work to avoid wild 

ups and downs in freight rates. At the 

same time, based on the recognition 

that it is impossible to completely avoid 

market fluctuations, the key will prob-

ably be to secure higher revenues and 

stable revenue sources. MOL will con-

tinue to work to raise the percentage of 

high margin cargo, including reefer 

containers and project cargo, by 

improving and optimally utilizing market 

intelligence. Furthermore, MOL will try 

to enhance peripheral services associ-

ated with ocean transportation and 

customer services. And thus, inducing 

more satisfaction with customer needs, 

we will stabilize earnings and comple-

ment ocean freight rates. One of the 

strengths of MOL’s containership busi-

ness is an extensive network of local 

subsidiaries overseas. In growth regions 

in particular, we will utilize these local 

subsidiaries for businesses of logistics, 

container depot and so on, aiming to 

develop business and grow sales. We 

will also take up the challenge of differ-

entiating our services, despite the 

commonly held view that this is difficult 

to achieve in containerships. To achieve 

this and be the preferred shipping 

company, we will work even more than 

ever to establish the “MOL Liner” 

brand. As part of our efforts, we 

launched the “Count on MOL” initiative, 

whereby we publicize KPIs*2 such as 

“On Time Arrival Results,” as we work 

to make our service quality more visible.

*2 Key Performance Indicator
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MASAHIRO TANABE
Managing Executive Officer

SHUGO AOTO
Managing Executive Officer

The marine transport business is a growth industry and at the same time a capital-

intensive one. These characteristics make the ability to raise funds extremely 

important for a marine transport company as a source of competitiveness. MOL, as 

a leading company in marine transport, maintains the highest credit rating of any 

company in the marine transport industry worldwide and has also built extremely 

close relationships with Japanese banks, which are some of the soundest banks in 

the world amid the recent eurozone sovereign debt crisis. This gives MOL a very 

advantageous position relative to foreign marine transport companies that not only 

have problems of their own, but also deal with overseas main banks that may have 

their own problems too. MOL also has amassed finance experience and knowhow 

(finance capabilities) through fundraising on global markets via involvement with 

large numbers of overseas project finance in the past and through the development 

of off-balance sheet schemes that contribute to an improved financial position. 

These finance capabilities will contribute to our competitiveness in terms of capital 

expenditure in each division in the future, including LNG carriers and offshore 

businesses where large investments are required. Similarly, they will powerfully 

underpin fund procurement and cash management in Asia in particular, contributing 

to acceleration of MOL’s business development in global markets.

Japanese tugboats are world-class both in terms of skill at maneuvering vessels safety 

and performance specifications. However, with the number of vessels calling in at 

ports peaking in Japan, MOL has turned its attention to Asia to develop its tugboat 

business. Since entering the tugboat business in Hong Kong in the 1980s, MOL has 

accumulated experience in the tugboat business overseas over many years. 

Capitalizing on this experience, we succeeded in entering the Vietnamese market in 

2010. We will make the most of our competitive edge in terms of experience and 

expertise to drive growth in this business, as tugboat and its associated business 

demand is expected to continue to expand in Asia.

In the real estate business, Daibiru Corporation, an MOL Group company, derives 

high earnings from a portfolio of prime properties in Japan. But with the domestic 

market reaching saturation point, the next key place for its growth will be overseas. 

As a start, in fiscal 2011, Daibiru acquired an office building in Ho Chi Minh City, 

Vietnam. We intend to develop and participate in superior real estate projects by 

combining Daibiru’s knowhow as a real estate operator and the MOL Group’s over-

seas business knowledge.

MOL’s overseas development is not confined to its 
shipping divisions. In our tugboat and real estate 
businesses, we also plan to establish our presence 
in Asia, especially in Vietnam.

Financial Strength to Powerfully Support Efforts to 
Grow in Each Division
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