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‘Fun to fix again’ for Bereederung
as it claims new feeder rate record

German shop — part of Schoeller Group — gives the inside track on boxship boom

Gary Dixon
London

Hamburg-based shipbroker Hanse
Bereederung is making the most of
booming boxship markets as it
battles for a slice of rising asset
and charter levels.

Bereederung is part of the
German-controlled but Cyprus-
based Schoeller Group, which oper-
ates about 40 containerships of
between 1,200 teu and 2,800 teu,
multipurpose (MPP) vessels of
between 19,000 dwt and 31,000
dwt, and heavylifters.

claudia Paschkewitz, managing
director of operations, told Trade-
winds that the buoyant markets
made a pleasant change.

“after 12 years, it is fun to fix
again,” she said.

Michael Zzankl, managing direc-
tor of chartering and sale and pur-
chase (S&P), said: “We are very
much enjoying the present
market. In the past, we had
smaller charter periods of weeks or
months. Nowadays, you can fix for
at least a year or even two years.”

Alex Karydis, director of char-
tering and S&P, said there are not
enough containerships to meet
demand.

As a result, liner companies
have been looking at MPPs as an
alternative but, for most services,
this is not working out due to ves-
sel design, including a lack of cell
guides and slower speeds.

However, the broker said some
MPPs are taking “good-paying con-
tainer cargoes” from A to Band, in
general, the MPP market is
improving — but is not as hot as
the containership side.

cargo volumes for MPPs have
traditionally paid more than char-
ter rates, which in the past were
ridiculous, Karydis said.

The vessels are now being fixed
for longer periods, which was pre-
viously “mostly unthinkable”, the
broker added.

Year-long charters are easily
achievable now.

Bereederung said the general
boxship demand recovery was
reflected immediately in the “anx-
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iety and stress” experienced by
charterers since last summer.

Lockdowns meant people spend-
J_Elg more money on consumer
goods, instead of travel.

Zankl said: “We usually have
ships coming off deals after Chi-
nese New Year, so I think we are in
a good position for refixing.”

The German broker has just
completed a charter extension for
a 1,400-teu Peene-type feedership
for 13 to 14 months at a new record
high of $16,000 per day for this size
of vessel.

Karydis said: “We were always
looking for three to six-month
charters, four to eight months,

never 12 months — that would be
unthinkable.

“But it was a different market
and you wanted to make the best
out of the market, hoping it would
go up, but it didn’t.”

But Karydis argued that now
there is no reason to fix for three to
six months.

“Idon’t think you will find any-
one that would agree to fix for less
than 12 months,” he said. “Every-
one is asking a minimum of 12
months.”

But Zankl suggested that some
owners are fixing their vessels for
just three months to “fix the next
one even better”.

Karydis said a 1,000-teu ship
used to achieve $5,000 per day but
it is now going for more than
$10,000 per day.

A 2,700-teu unit used to be
$6,000 per day.

“We fixed a ship in early autumn
at $13,000 per day, now it’s double
that,” Karydis said.

“So it has tripled in this case,
even more.”

Rates all depend on the size of
the ship.

Karydis said: “Some charterers
have responded more eagerly to
hefty freights than others.”

The broker revealed that
post-panamaxes have been clinch-
ing “eye-watering” rates for
36-month deals.

On the S&P side, Bereederung
has been trying to find a second-
hand handysize for a buyer in the
United Arab Emirates since early
February.

The budget was originally $3.sm
to $4m for a 10-year-old ship, but
the brokerage said this price is
now impossible.

“First of all, there are no ships,”
Karydis said.

“The ones that were up for sale,
the owners decided to trade them,
which is very smart to my way of
thinking. Now they will be happy
if they find something for $6m.”

To buy a 4,250-teu ship, the bro-
ker said you need a minimum
charter of 36 months in order to go
to your investors and “persuade
them to go”.

Bereederung’s joint managing
director model has been in place
since 2018, when well-known bro-
ker Axel Schulz stepped down as
boss for health reasons after 32
years in the business.

The German shipbroker was
established in 1976 and today hasa
team of eight staff.

THE ‘DISCREET' BROKERS WHO SEE CLIENTS AS NAMES NOT POKER CHIPS

ALEX KARYDIS: Director
of chartering and S&P at
Hanse Bereederung
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Germany's Hanse Bereederung
knows it cannot compete in terms
of personnel with bigger shipbro-
kers, but it can offer a vital per-
sonal touch.

The company, active for more
than 40 years as a Schoeller
Group in-house broker and char-
terer, as well as a third-party shap,
told TradeWinds that it does not
like to make much of a fuss.

“We are not as well known as
the big broking houses, but this
doesn't mean we are inactive,”
Alex Karydis, director of chartering
and sale and purchase (S&P),
said.

“Our strategy is a more person-
alised, quiet and discreet service."

Two thirds of its business
focuses on exclusive tonnage
from Schoeller, and one third from
exploring new business.

The company is close to quite a
few Greek owners.

“We do deals very quietly,"
Karydis — himself a Greek — said.

This often involves small spe-
cialised lines.

Karydis gave the example of
exclusive client SBS Shipping,
a niche operator that started in
1973 and used to be an owner.

Now SBS has a dedicated

liner service between Greece and
Cyprus.

“This is very, very niche,
focusing mainly on this trade and
nothing else," Karydis said.

The broker believes owners
should focus on offering clients
the full package — such as SBS —
of getting a box from A to B.

Karydis added that big operators
already offer this, with Logistics
and freight forwarding.

Bereederung’s service is very
specific to each individual.

“We all know that shipping is
a personalities industry,” Karydis
said.

“The person has a huge impor-
tance for us. If you treat them like
chips in a poker game, this is not
nice, they will eventually realise.
You will give them business, they
will be happy that they make mon-
ey, but they will not like it because
they are not a number.”

Karydis said “they [clients] have
aname” at Bereederung, adding
that this is what separates the
company from the major brokers.

“They [the big brokers] are
fixing factories,” he said. "We fix
too, but we are always focusing on
fixing problems from the moment
the deal is done.”



