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| ntroducti on and Met hodol ogy

The U. S. Maritinme Adm nistration (MARAD) has undertaken a
new program of attitudinal research, surveying the ngjor
carriers in marine transportation market segnents. The
surveys focus on fleet characteristics and the respondents’
attitudes and perceptions of the markets in which they
oper at e.

MARAD s objective is to better understand the industry and
the market chall enges facing operators. The survey results
are expected to denonstrate the utility of obtaining
regul ar structured information fromthe industry on key
issues. If perforned on a regular basis, these surveys can
track inmportant industry attitudes and facilitate the
sharing of inportant information that cannot be obtai ned
from hard dat a.

Included in the pilot programwas a survey of the coastal
tank barge segnent. The top ten conpani es of the segnment
were targeted, with rankings based on fleet capacity
derived fromU. S. Arny Corps of Engineers fleet files.

Tar get ed conpani es unable to partici pate were repl aced by
the next conpany, in order, until a total of ten conpanies
were represented.

This report describes the aggregated results of the survey.
Answers to questions requiring a percentage as a response
were wei ghted based on fleet capacity. Several questions
allow for multiple responses, and the tabul ation of those
responses add to nore than 100 percent of the respondents.
The survey instrunent is included as Appendix 1.

The survey work was begun in Septenber 2002 and conpl et ed
in m d-Decenber. The surveys were conducted by Market
Scope, Inc. using trained interviewers from d d Dom ni on
Uni versity G aduate School of Business and Public

Adm nistration. Al work was coordi nated by MARAD s O fice
of Statistical and Econom c Analysis, wth direct staff
participation.

MARAD is grateful to the respondents for their assistance.



Respondent Characteristics

The respondents trade along the US coast and account for
about 51 percent of the coastal tank barge capacity.

Si xty-four percent of the respondents’ barges have a
capacity |less than 110,000 barrels (Figure 1).
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Figure 1

Twenty-two percent of the respondents’ fleet consisted of
articulated tug/ barge (ATB) units. Eighty-four percent of
t hose ATBs had a capacity of nore than 110,000 barrels. A
breakdown of the size of the ATBs f ol | ows:
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Respondents Attitudes and Perceptions

Fifty percent of the respondents expect the average size of
the barges in their fleet to remain the sanme over the next
three years. Thirty percent expect the average size to
decrease, while 20 percent expect the size of their barges
to increase.

The respondents were asked to estinmate how nmuch of their
existing fleet operated in each of three route ml eage
groups (Figure 3). Forty-four percent of their fleet
operated on routes greater than 500 mles. N nety percent
of the respondents expect the average |length of haul to
remai n the same over the next three years, while 10 percent
expect it to increase.
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Wth respect to the total traffic noved by product tankers
or coastal tank barges, 70 percent of the respondents
expect the coastal tank barge share to increase over the
next three years. The other 30 percent expect this share to
remai n the sane.

The respondents indicated that 57 percent of their revenues
canme fromthe carriage of clean products. Seventy percent
of respondents expect this relationship to remain the sane
over the next three years, while the other 30 percent
expect an increase.



The respondents were asked to estimate the distribution of
their 2001 shi pping revenue between termcontracts
(contracts of affreightnment and tinme charters), and spot
contracts. Seventy-four percent of the respondents’ tank
barge revenues were fromtermcontracts (Figure 4).
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O the respondents’ revenues derived fromcontracts of
affreightnment, only 6 percent canme from part cargoes.

The respondents’ views as to the ideal mx of revenue
derived fromthe three types of contracts are displayed in
figure 5. The respondents woul d prefer that 86 percent of
their revenues cone fromterm agreenents, sonewhat higher
than the current 74 percent share.
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Respondents were asked to describe the novenent of contract
rates (in terns of dollars per ton or dollars per day) over
the past three years. Mre than 50 percent of respondents
experienced an increase for contracts of affreightnent and
time charters, while only one respondent experienced an
increase in spot rates (Table 1).

Three-Year Rate Hi story By Contract Type

Types of Contracts No. Use* |ncrease Decrease Same
Spot Contracts 9 1 4 4
Contract of Affreightnent 9 5 1 3
Time Charters 9 6 1 2

*Nunber of respondents indicating use of each type of contract

Table 1

The respondents were asked to identify the nost inportant
regul atory issues facing coastal tank barge operators.
While there were a | arge nunber of issues raised, the QI
Pol lution Act of 1990, which requires operators to renove
single skin barges fromservice, was the only issue raised
by nore than 10 percent of the respondents.

Seventy percent of the respondents anticipate ordering new
bar ges sonetinme over the next three years.

Respondents who plan to order new barges were asked how t he
new barges would differ fromtheir existing fleet and how
they determ ne the characteristics and features that
custoners want in new barges. The nost frequent responses
were that the new barges will be ATB' s and built in
accordance with environmental regulations. Feedback through
sales calls was the neans nost often cited for determ ning
custoner requirenents (Figure 6).
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On a scale of 1(poor) to 5(excellent), the respondents as a
group rated US shipyards at 2 on price, 3 on neeting
delivery schedul es, and nearly 4 on quality (Figure 7).
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Respondents were asked to indicate how they determ ne

custoner satisfaction. Al three of the nethods descri bed

to the respondents are wi dely used (Figure 8).
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To estimate market growth, 70 percent of respondents use

enpirical data, and 50 percent use custonmer surveys (Figure

9).
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On a scale of 1(poor) to 5(excellent), 80 percent of
respondents rated the quality and availability of existing
general market indicators as 3 or |ess.

Seventy percent of respondents expressed interest in
participating in a forumfor devel opi ng and i nproving

mar ket indicators specifically for the coastal tank barge
i ndustry.



1.)

2.)

3.)

4.)

5.)

Appendi X

Coastal Tank Barge Survey | nstrunent

Based on your total nunber of coastal tank barges,
about what percent of your fleet is in each of the
foll ow ng capacity groups? In this survey, for all the
answers in percents, please use percents that end in
“0” or “5”, such as 20% 25% and so forth.

a) Less than 70,000 barrels
b) 70,000 to 110,000 barrels
c) More than 110, 000 barrels

About what percent of your fleet consists of
articul ated tug/barge units?.

About what percent of your articul ated tug/barge units
are in each of the followi ng capacity groups?

a) Less than 70,000 barrels
b) 70,000 to 110,000 barrels
c) More than 110, 000 barrels

Over the next three years, do you expect the average
si ze of your coastal tank barges to increase, decrease
or remai n about the sanme?

I ncrease [ ]

Decrease [ ]

Sane [ ]

About what percent of your coastal tank barge fleet is
enpl oyed in each of the followi ng route m |l eage
groups?

Less than 250 mles

250 to 500 mles
More than 500 ml es



6.) Over the next three years, do you expect the average
| ength of haul to increase, decrease or remain the
sane?

| ncrease [ ]
Decrease [ |
Sane [ ]

7.) Over the next three years, of the total traffic noved
by product tankers and coastal tank barges, do you
expect the share noved by coastal tank barges to
i ncrease, decrease or remain the sane?

| ncrease [ ]
Decrease [ |
Sane [ ]

8.) About what percent of your revenue conmes fromthe
carriage of “clean” products?

9.) Over the next three years, do you expect this
percentage to increase, decrease or renain the sane?

| ncrease [ ]
Decrease [ ]
Same [ ]

10.) For 2001, what percent of your annual shipping revenue
was from

a) Spot contracts

b) Contracts of affreightnent

c) Time charters

11.) O your contracts of affreightnent, what percent of
your revenue comes from part cargoes?

12.) In percentage terns what woul d be your ideal m x of
revenue fromthe three types of contracts...

a) Spot contracts

b) Contracts of affreightnent

c) Time charters
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13.) Over the last three years have contract rates in terns
of dollars per ton or dollars per day for each of the
foll owi ng increased, decreased, or renumi ned the sane.

Remai ned
I ncr eased Decr eased t he Sane

Spot contracts

Contracts of
af f rei ght nent

Time charters

14.) What are the nost inportant regulatory issues facing
your market segnent?

15.) Do you anticipate ordering new barges over the next

t hree years?
Yes [ ]

No [ ]

16.) How will the newbuildings be different fromthe ol der
barges in your fleet? For exanple, in dinmensions,
punps, tanks, coils, coatings, ATB's, etc.

11



17.) On a scale of 1 to 5, 1 being poor and 5 being
excel l ent, how do you rate U.S. shipyards in neeting
your needs in terns of...

poor excel | ent
1 2 3 4 5
Price _ _ _
Meeting delivery
schedul es
Quality - - _ -

18.) How do you determ ne custoner satisfaction with your
service? Is it from..
Yes No

Contract negotiations
Cust oner feedback surveys _ -
Sales calls N N

O her (specify) —_ _

19.) How do you determ ne the characteristics and features
your customers want in your newbuildings? Is it
from..

Yes No
Contract negotiations
Cust oner feedback surveys

Sal es calls

O her (specify) _ _

12



20.) How do you estinmate the growmh of your narket, do you
use...?

Do not
Use use

Enpirical data such as industry trends
and conpany sal es

Cust oner surveys _ -

Q her (specify)

21.) On a scale of 1 to 5, 1 being poor and 5 being
excel l ent, how would you rate availability and quality
of general market indicators such as orderbooks, rates
and fleet statistics?

22.) Wuld you be interested in participating in a forum
for devel oping market information, wth the goal of
i mproving market indicators for the coastal tank barge
i ndustry?
Yes [ ]
No [ ]
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