
Boskalis will continue to concentrate on its principal 

market segments: oil & gas, ports, and land reclamation &

coastal protection. Stagnating demand as a result of the

cyclical downturn in 2008, together with the arrival of new

production capacity in the market, has put pressure on the

company’s volumes and margins. The market outlook for

the coming years is more positive, however, particularly in

the markets related to oil & gas and ports. Demand is 

also expected to grow for land reclamation and coastal

protection in some specific regions. 

MARKET SEGMENTS

The needs of clients vary widely in the various market 

segments. At the lower end of the market, clients look for 

a single, fairly straightforward product, such as transport,

the leasing of equipment or standard dredging work. 

These clients focus heavily on cost, so ‘cost leadership’ is

an important determinant of success in this segment.

Boskalis wants to operate in this segment with specific

equipment since that will enable the company to generate

stable volumes and optimize the utilization of the fleet. 

At the top end of the market, clients are looking for 

integrated services or turnkey solutions. To meet the

demands of these ‘high-end’ customers, Boskalis must be

able to operate as a contract partner. That calls for project

management expertise and additional competences in

engineering, such as environmental conditions and soil,

expertise in coastal and hydraulic engineering, and 

mechanical engineering. Boskalis emphatically wants to

position itself in this segment, which is characterized 

by smaller volumes and potentially higher margins. The

group’s success will be determined by its ability to find a

balance in its capacity to serve the two segments.

FOCUS

Focus covers three areas. In addition to concentrating on

the three market segments, the company’s activities will

target six geographical regions. These regions were chosen

on the basis of market analyses showing where the 

most promising developments will be in Oil & Gas in the

coming period and where there are opportunities for joint

projects. Without ignoring the other regions, Boskalis will

concentrate its activities in the coming years in North-West

Europe, South and West Africa, Brazil, the Middle East,

South-East Asia and Australia.

The third element on which Boskalis will focus is ‘Value-

Adding Assets’, which entails finding a combination of 

activities and equipment that enables Boskalis to operate

cost-effectively at the lower end of the market while 

successfully carrying out complex and multidisciplinary

projects at the top end of the market.

OPTIMIZATION

The second principle - ‘optimization’ covers three 

areas: ‘Cost leadership’; further integration of the group’s 

activities; and investment in the development of 

competencies. 

> Cost leadership: The aim is to take maximum advantage

of the group’s economies of scale, for example by 

leveraging its purchasing power with suppliers. The 

company also wants to reduce costs further through

benchmarking and by sharing best practices. 

> Integration of the group’s activities: Boskalis intends to

increase the organization’s efficiency by further integrating

and centralizing some support services. The major 

opportunities for creating internal synergy are to be 

found in the central management of equipment (fleet

management), purchasing, crewing and training. By 

working together in the market, we can also create new

commercial opportunities with new and existing clients. 

> Investment in the development of competencies: In order

to provide joint activities in the higher market segment

Boskalis intends to cluster and enhance the necessary

competencies , primarily engineering, costing, work pre -

paration, risk management, project management and 

innovation. These competencies have developed fast in

recent years for large and complex dredging projects.

Boskalis wants to further develop the existing know-how

and expertise and to scale up the group’s other activities

to turnkey projects. Accordingly, the company will be in a

stronger position to carry out complex dredging projects in

the ‘Oil and Gas’ segment together with SMIT activities. 

UPGRADING

There are three main elements to ‘upgrading’: investment

in the dredging fleet; investment in other equipment; and

the integration of terminal services.

> Investment in the dredging fleet: Boskalis feels there are

abundant opportunities in the market to justify further

selective investment in the dredging fleet, particularly in the

largest and smallest segments. 

At the top end, the mega hopper

W.D. Fairway will be put back 

into commission. There are also

plans to build three competitive,

smaller hoppers. In 2011 the 

self-propelled cutter Taurus II will

be converted into a megacutter

and one of the ageing jumbo 

cutters will be replaced by a new

self-propelled cutter. 

The company is also considering

purchasing several self-propelled

mega sand carriers, which can

transport large volumes of sand

over long distances at a

competitive cost. 

> Investment in other equipment: In response to anti -

cipated developments in the energy market, both in Oil &

Gas and in offshore wind farms, Boskalis will invest in a

fallpipe vessel and a hybrid rock dumping / cable laying

vessel. The fallpipe vessel is already under construction

and will join the fleet in 2012. In the expectation of 

securing a number of terminal contracts in 2012 and 2013,

Boskalis plans to build some new tugs. For the Asian Lift

Singapore joint venture, the company plans to build a large

floating crane, which can be used for heavy lifting work for

the oil and gas industry in South-East Asia. The company

will also invest in new tugs for the Harbour Towage and

Terminal Services activities in Brazil. 

Further investment is planned in high-pressure diving

equipment (saturation diving) with a view to expanding

these diving activities to other regions.

> Upgrading Terminal Services: In 2001 Boskalis plans to

further explore the possibility of a merger of SMIT

Terminals and Lamnalco, in which Boskalis intends to

maintain a 50% stake.

EXPANSION

The fourth element of the strategy covers three areas:

upgrading the company’s position in regional markets;

expanding its position in regional markets; and adding 

global activities.

> Upgrading the position in regional markets through 

existing activities: Boskalis wants to strengthen its position

in the six geographical regions it has to chosen to focus

on. The company can build on its existing market presence

and the strong relationship with clients to offer a wider

range of activities. In Australia, for example, the company

has a strong reputation with its dredging activities and

there is a lot of potential to offer Terminal and Heavy Lift

Services there as well. In Brazil, the group is well 

positioned with Harbour Towage, but there are also plenty

of opportunities for Dredging, Transport and Heavy Lift

activities. In West Africa, Boskalis has been successful 

with Dredging and Terminal Services, while there are also

possibilities for growth in Transport and Heavy Lift. There is

considerable potential to strengthen our position in these

regions by using a strong position in one market segment

to promote activities in others.

> Expanding our regional position with new or related 

activities: in addition to strengthening the regional 

position through existing activities, Boskalis has identified

possibilities for launching new, related activities from one

of the six regions. The demand for new activities is driven

mainly by the developments in the energy market, both in

Oil & Gas and offshore wind farms, and the integration of

the electricity and gas markets. Boskalis wants to increase

its involvement in the construction of cable infrastructure

and in the decommissioning of oil platforms. Boskalis also

wants to be involved in the building of maritime civil 

engineering structures in large-scale projects. Boskalis is

already very successful in this field in the Middle East

through its subsidiary Archirodon. In view of the fact that

they complement the dredging operations, Boskalis sees

further possibilities to expand

those activities to North-West

Europe and, selectively, to other

regions.

> Adding global activities: Apart

from strengthening the combined

activities at the regional level

through organic growth and/or

acquisitions, Boskalis is also 

keeping an eye out for acquisitions

which would give it a global niche, 

provided that the activities, territory

and key competencies match

those of the rest of the group.

New activities must be related to

existing operations, have the

potential to deploy ’Value Adding Assets’ and hence make

use of the group’s existing competencies. Boskalis is also

open to possibilities for consolidation in the markets for

Dredging, Harbour Towage and Terminal Services.

SOLID BALANCE SHEET

Boskalis is embarking on the 2011-2013 Business Plan

with a robust balance sheet and a healthy cash flow. This

position gives it sufficient scope to modernize and improve

the fleet with a total investment of around € 1 billion. The

strategic framework for the Business Plan is based on 

current forecasts for worldwide developments in the 

relevant market segments. In that context, Boskalis 

believes that in 2013 the company will be able to match

the historic annual result of 2010.
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Focus, Optimization, Upgrading and Expansion Business Plan 2011-2013: the highlights

The merger of Boskalis and SMIT has created one of the
largest international maritime companies in the world.

A new Corporate Business Plan has been drawn up to plot the
course for the enterprise in its new constellation and to help set

the correct priorities for the various potential investments.
The plan is based on four principles: focus, optimization,

upgrading and expansion. In short, Boskalis intends to tighten
the focus of the combined activities and optimize and upgrade
the know-how, strengths and expertise of the two companies.

The company also intends to pursue further growth and expand
its activities whenever opportunities arise in the market.

Cohesion presents the highlights of the business plan.

SAFETYTALK

In mid-January, the Oranje was 

sailing into the entrance of the

Western Scheldt. It was early 

evening, and a gale was blowing.

Captain Ton van Oosten received 

a call from the cook telling him that

there was water in the mess. 

When he went to check, he saw

water pouring out of the ceiling. 

He realized immediately that sea

water was flowing through the open

hatch of the inlet unit for the 

kitchen. He told the first officer to

turn the ship immediately so that

the wind would be blowing from the port side and so that

he could go and shut the hatch safely on the starboard

side. But when Ton van Oosten went on deck with two 

colleagues, an enormous wave came charging in their

direction. His two colleagues managed to find shelter but

he was picked up by the wave and smashed into the 

seating of a crane eight meters further. 

As the wave passed on, and the aftship returned to an

even keel, his two colleagues dashed forward to bring him

to safety. In the end, it turned out that he had a broken 

arm and a sprained knee.

What did you think at

the time?

‘I saw the wave coming,

and I knew there was

no escape. I thought it

was the end. It’s a 

miracle I survived. I’ve

been sailing for more

than 30 years and I’ve

seen almost everything.

But this turned my

world upside down.’

What did you do after

the accident?

‘Immediately afterwards, I didn’t know what to think. NINA

had been launched and now I had been in an accident. 

I thought it was my own fault. Because I know the dangers

of the sea, I decided to shut the hatch myself. 

With hindsight, I’m happy I took that decision: I would

never have been able to forgive myself if I had sent 

somebody else into danger. Even so, I’m responsible for

the entire ship and the crew. I wasn’t wearing a lifejacket.

Again, with hindsight, that was a fortunate decision.

Lifejackets self-inflate in contact with water and so you

float more. Even so, it is against the rules. Other than that, 

I had thought about the risks of shutting the hatch and

taken the corresponding action. But I hadn’t checked 

whether that was enough. I thought I was to blame for that,

too. Then I called Peter Berdowski. He said I should leave

the ship immediately to take care of myself and my health.’

Did the organization give you a lot of support during your

time at home? 

‘I got a fantastic amount of support, yes. That’s great to

see. I talked to all sorts of people about what happened

and what could have been done differently. It would have

been better to sail into the river slower - so that fewer

waves would have broken on the deck - and to get into

calmer water before shutting the hatch.’ 

What lessons have you learnt?

‘As I talked to people, I began to realize that I did what I

did because I hated the idea of all that seawater getting

into my neat mess. When something like that happens, you

forget about NINA: you are focused entirely on the ship and

on shutting the hatch. I was driven by my emotions, not 

by logic. Which isn’t very clever because the water had

already got in, and the damage was already done. When

something like that happens, you haven’t got time to 

organize a toolbox meeting or make a job hazard analysis,

but you should never, ever underestimate the situation.

‘After the NINA course, my thinking was “I can do that, no

problem”. This accident shows that it’s not that simple.

That’s true for me, and for everybody on board. We work in

a world where we think we have to do everything in a hurry.

NINA shows us that it makes sense to stop and think. I’m

all in favor. I’m convinced that NINA will become a way of

life in the end so that, even in emergencies, our first

thought will be everybody’s safety, followed by everything

else. That reflex is what we should all be aiming for.’

TON VAN OOSTEN, CAPTAIN OF THE ORANJE:

‘I SAW THAT WAVE COMING AND 

I KNEW THERE WAS NO ESCAPE!’

This year, Boskalis Offshore has adopted ‘safe driving’ 

as its leading safety theme. In combination with the 

NINA values, this is producing good results. ‘Change starts

with me.’

Car journeys have proven to be one of the most high-risk

activities on Boskalis projects. There have been various

traffic accidents in the past two years. So Boskalis Offshore

thought it was time to devote extra attention to safe 

driving. ‘Expats underestimate the risks,’ explains area

manager Jan Dompeling. ‘Take the long, dull roads in the

Middle East that lull you into sleep. Trucks dri-

ving at night without lights. And U-turns in the

middle of a motorway. It’s up to us to make

everybody aware of these problems: with a num-

ber of rules, but above all with the NINA values. Are you in

a car with somebody you think is driving too fast? Say

something about it. Feedback is important.’ 

ALTERNATIVE ROUTE

For the PDET Rock Installation project in Brazil, drivers are

at work transporting 240,000 tonnes of rock from the mine

to the port: 9,000 return trips of 20 km. They were all 

invited to the NINA kick-off meeting looking at the risks of

road transport. Their input was used to work further on the

policy for safe driving. Project manager Boudewijn Baan:

‘The drivers really get involved. For

example, the client had set out a route

for them. But it’s a very busy and dan-

gerous road. A number of drivers 

decided to look at alternative routes.

We submitted the one they selected to

the client, who gave the go-ahead.

We’ve been keeping a very close eye

on developments from day one. And

we’ve booked results: there hadn’t

been any accidents worth mentioning.’

MORE KNOWLEDGE

Adão Tavares Nascimento has been

working as a driver in Brazil for 25

years. ‘Thanks to NINA, we now know

more about safety on the road. There is

a checklist that we use to check our trucks every morning.

And we talk about safety during the daily work meetings.

NINA has taught me to look at my own conduct. 

I’m responsible for my safety. I watch my speed. And if 

colleagues do something dangerous, I talk to them about it.

Change starts with me.’

QUESTIONNAIRE

Boskalis Offshore has developed a questionnaire that gives

employees the opportunity to identify the factors that affect

their driving and to say how things can be made safer.

Everybody at Boskalis is invited to complete this question-

naire. The best idea will win a prize. You can find the 

questionnaire on www.boskalis-nina.com.
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BOSKALIS IS EMBARKING ON THE 2011-2013

BUSINESS PLAN WITH A ROBUST BALANCE SHEET

AND A HEALTHY CASH FLOW. 

THIS POSITION GIVES IT SUFFICIENT SCOPE TO

MODERNIZE AND IMPROVE THE FLEET WITH A TOTAL

INVESTMENT OF AROUND € 1 BILLION. 


