
As terminal operators and providers 
of maritime supply chain solutions to 
the bulk industry, Euroports is not only 
uniquely positioned to evaluate market 
and trade tendencies in the fertilisers and 
minerals bulk market but also perfectly 
organised to offer answers to the industries’ 
ever-changing supply chain requirements. 

Shifting from traders to producers
In today’s bulk supply chain, we can observe 
four major trends. The first is a shift in who 
defines the supply chain requirements, from 
traders to producers. A key example of this 
tendency is shown in the fertiliser industry. 
Around 2009, commodities became 
speculative and a considerable number of 
companies had to write off lost stock values. 
This meant that there was limited access 
to capital, resulting in reduced cargo and 

lot sizes. As a consequence, shipment and 
vessel sizes were preferred to be as small 
as possible. On top of that, fertilisers are 
a seasonal commodity, peaking more due 
to changing weather conditions. Changes 
to vessel size and this seasonality required 
increased flexibility and a reaction from 
the logistics service provider in speed to 
market and flexible transport solutions. 
Intermediary players did not have the 
financial means to support these changes. 

On the other hand, the producers 
have the financial power to absorb the 
speculation on the product, and were 
therefore forced to take on part of the 
intermediary role. In the period that 
followed between 2009 and 2013, we 
saw an ongoing wave of acquisitions 
in the industry and producers started 
to play a more active role in trading 

activities. Producers felt the need to show 
their brand to the end user in spite of 
intermediary involvement (distributors, 
wholesale, and traders). These reasons 
made the producer the definer of the 
supply chain requirement rather than the 
traders. The producers in-sourced a part of 
the commercial supply chain.  

Changing roles of logistics partners
The second trend is directly related to 
logistics service providers like Euroports. 
They can create a win-win situation by 
servicing customers’ full transportation 
needs on a European scale. Looking 
at the case of Euroports, the first 
development and consolidation in the 
fertiliser and mineral market changed 
our reality, meaning dealing with bigger 
groups (producers) and more complex 
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logistics f lows. As this increase in 
complexity in the physical supply chain 
is not part of the industrial clients’ core 
business, the supply chain is not part 
of their traditional comfort zone. This, 
combined with the further push towards 
globalisation in the markets has led to 
logistical partners such as Euroports 
changing their roles in the customers’ 
supply chains. They are now adding a 
consulting role, meaning advising on the 
best means of transport for each lot (eg. 
container or bulk vessel). Additionally, 
the bulk producers are looking for 
logistical partners that have the ability 
and competences to grow with them. 
They need to be able to think locally and 
act globally. 

The bulk industr y prefers to do 
business with partners who can offer 
a one-stop-shop for the entire supply 
chain. By doing so, the supply chain 
complexity is moved from themselves to 
their logistical partner allowing the bulk 
industry to focus on their core business. 
The logistical supplier on the other hand 
does what they do best: optimise the flow 
of goods and the modes of transports 
used. Euroports’ service offering has 
grown by not only focusing on terminal 
operations, but also offering a wide range 
of transport services to their customers 
such as road carriage, inland navigation, 
ship agency and customs clearance, 
freight forwarding and contract logistics. 
Euroports’ logistics engineers are well 
equipped to build the tai lor-made 
supply chain for each specific customer, 
combining the different required services. 

Optimising and adding value 
A third trend relates to the requirement 
for  super ior  va lue  added ser v ice 
( VAS) activities and the impact of 
con ta ine r i s a t i on . The  p re v iou s l y 
mentioned shift to smaller shipments 
and the request for an increase in speed 
to market, combined with producers 
becoming traders, has pushed many 
producers to ship lots in containers. For 
the logistics service providers it is key that 

they have the infrastructure not only to 
load or discharge the containers but also 
to advise on and execute the stuffing of 
the product in bulk or in bags. Bagging 
and other services for container transport 
and freight forwarding should be included 
in the logistic partners’ offerings. The 
strong logistics partner is especially able 
to deal with the challenge by advising 
the customer on a lot by lot basis. This 
would consider issues such as whether 
they should use bulk shipments, put bulk 
in a container using the container as the 
packaging unit, or put the product in 
bags and stuff those into a container for 
shipment by seagoing vessel. Needless 
to say optimising this flow is not only 
creating value for the industrial client and 
for the logistics partner, it also allows the 
producers to offer flexibility to their clients 
regarding delivery method. 

Enhanced relationships 
improving efficiency
Lastly, a fourth trend results directly 
from the increased focus of the industry 
on their core activities. The increased 
attention on flow optimisation and cost 
efficiency is resulting in a requirement for 
onsite contract logistics service offerings. 
This trend allows a logistics partner to be 
involved in developing the supply chain 
of the customer. The logistics partner 
is given the ability to organise logistics, 
terminal and VAS services on the bulk 
customer’s premises (or other location) 
both for inbound and outbound flows. 
This trend towards a deeper relationship 
between logistics partner and industrial 
client very often requires joint investment 
and is quickly becoming a more frequent 
reality.  Euroports, as an international 
player with multiple terminal locations 
and a strong network of logistics services 
in Europe and China, is in a position to 
offer their bulk customers the extended 
portfolio of contract logistics operations. 
The bulk customer has the significant 
advantage to deal with a single partner that 
can meet their changing expectations at an 
international level.
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About the company

Through a series of acquisitions 
(between 2007-2010), Euroports’ 
portfolio has been growing steadily 
to the network of terminals, contract 
logistics, transport services and 
freight forwarding offices as it is 
today. Euroports is one of the largest 
port operators in continental Europe 
and handles in total some 52 million 
tonnes annually with a strong focus on 
general cargo and dry bulk. We have 
22 port terminal operations in Europe 
plus two in China and also operate on 
behalf of our industrial customers at a 
further 10 sites. All Euroports entities 
in the group are now fully working 
under the Euroports’ brand name and 
are expanding still. We aim to be your 
partner of choice in maritime supply 
chain solutions.
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Tim Borteel
Vosseschijnstraat 51 – B-2030 
Antwerp, Belgium

Tel: +32 3 204 93 32, 
Email: tim.borteel@euroports.com
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