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CHAIRMAN’S MESSAGE

Taking time to look at the current world situation, it is apparent that 
positive signs of economic stability are being challenged by various 
social and political concerns. Big economies are exhibiting sluggish 
trends whereas certain regions, showing promising potential, are 
under threat from unpredictable forces such as terrorism. This overall 
situation prompts responsible proactive companies to assess how 
they may maintain and promote confidence. CSS is, quite rightly, well 
placed in the middle ground of these challenges. Our core principles 
of customer awareness, service and innovation stand us in good stead. 
It means that our leadership team possess the much valued emotional 
intelligence required to instil confidence in others. This quality, in 
particular, is of paramount importance. Its application, being able to 
understand and appreciate what causes concerns in others, enables 
CSS to combine our experience in a way which encourages faith in 
the future. This ability is not achieved by chance. It is the product 
of having a long time commitment to the services and logistics 

T S Kaladharan

industry. We are able to lead and 
push positive trends forward 
to the advantage of those who 
do business with us. This is not 
only of benefit to CSS but also to 
everyone else.

The first weeks of 2016 have 
quickly highlighted the course CSS 
needs to take in order to make 
inroads into new market places, 
whilst at the same time being able 
to continue providing on-going 
support, service and resolutions 
for our valued customers. CSS, as a 
customer – client proactive company, is able to anticipate when changes 
are needed in order to respond to market demands. Accordingly I look 
forward with confidence to CSS, along with the mutual support of our 
friends, being able to help each other achieve our respective visions for 
the future.
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EXCELLENCE AWARD

Consolidated Shipping 
Services Group (CSS) 
received the Excellence 
award for their outstanding 
contribution towards 

the Maritime Industry. The award 
was constituted by the International 
Maritime Club (IMC). On behalf of T S 
Kaladharan, Chairman of CSS Group, U B 
Prince, the COO of their BPO operations 
received the award.

The IMC Excellence Award ceremony 
the prodigious efforts and contributions 
of Malayali Maritime entrepreneurs, 
technocrats and academicians for 
generating maximum employment, 
professionals and business opportunities 
in various segments of the maritime 

CONSOLIDATED SHIPPING SERVICES GROUP RECEIVES IMC EXCELLENCE AWARD

OUTSTANDING 
CONTRIBUTION HONOURED

sector. The nominations for the awards 
were received from various sectors 
of the maritime industry and were 
reviewed by the IMC panel of judges. The 
awards were purely based on individual 
merits and their personal contribution 
for furthering the developments in the 
maritime industry.

International Maritime Club (IMC) 
inaugurated its Cochin chapter and 
hosted IMC Excellence Awards 2015 at 
Casino Hotel, Cochin on 27th December 
2015.

The ceremony was held during the silver 
jubilee reunion of Department of Ship 
Technology, CUSAT’s 11th Batch.  IMC 
– Cochin Chapter was inaugurated by      

Mr. Sohan Roy, IMC Global President,    
Dr. P.G. Sunil Kumar, Capt .T. J. Mathew 
and Mr. K. K. Devanandan. 

International Maritime Club (IMC) 
is a non-profit organization which 
works for the conscious and 
continuous development of the vast 
maritime industry. It is a platform 
where professionals from various 
sectors of the maritime industry 
come together under one roof to 
exchange knowledge and ideas on 
the maritime trade and industry. 
Currently, IMC is associated with 
more than 200 maritime organizations 
across the globe. More details on club 
can be found on its website 
www.internationalmaritimeclub.com 

U B Prince receiving award from Sohan Roy
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CSS Group recently had 
the pleasure of hosting an 
executive delegation from 
C.H. Robinson, USA from the 
18th to 21st January. The 
visiting team comprised 
of, Mr. Andrew Clarke, 
Chief Financial Officer, 
Mr. Mike Short President, 
Global Forwarding, Mr. 
Tom Sweet, Vice President 
Overseas Development- 
Global Forwarding, Mr. 
T J Srinivasan, Managing 
Director- India

Along with the subjects of 
mutual interests, Business 
development, projects and 
initiatives in the Pipeline 
were also discussed during 
the meetings. The current 
market scenario, while 
acknowledged to be below 
par, was discussed and a 
mutual agreement to work 
collectively to improve both 
companies presence in the 
Middle East Market place.  

“It was our pleasure to host 
the C.H. Robinson Senior 
Management delegates in 

C.H. ROBINSON 
VISITS CSS IN DUBAI

our Dubai office facilities 
and further develop our 
customer-focused business 
initiatives and personal 
relationships.  Since working 
with C.H. Robinson, we have 
seen our relationship grow 
from strength to strength”, 
mentioned T S Kaladharan, 
Chairman CSS Group, while 
talking about the delegate 
visit. The visit to CSS Group 
Jebel Ali offices included a 
fully guided tour of their 
Bonded CFS, and a firsthand 
view of the construction of 
the CSS Group’s new State of 
the Art Corporate office and 
the Warehouse extension 
project. This development, 
mentioned earlier, is in line 
with the growth aspirations 
which CSS Group has in the 
region. This while ensuring 
that they maintain their 
edge in the market place 
while representing a globally 
renowned company such as 
C.H. Robinson. 

The two day programme 
included visits to key business 
partners like the Dubai Ports, 

Emirates Airlines, and the key 
customers of CSS and C.H. 
Robinson in Dubai.  

“Our relationship with C.H. 
Robinson has been growing 
steadily over the last few 
years. An association with an 
organization with the size/
scale that C.H. Robinson is 
today has proved effective 
here in the region. We now 
have a Global platform 
to pitch with our key 
customers” commented Ajay 
Krishnan, Senior General 
Manager, Freight forwarding 
operations, CSS Group.

C. H. Robinson is a global 
provider of multimodal 
transportation services 
and logistics solutions, 
operating through a network 
of branch offices in North 
America, Europe, Asia, 
South America, Australia 
and the Middle East. They 
are a non-asset based 
transportation provider, who 
works with approximately 
63,000 transportation 
companies worldwide. They 

also provide a wide range 
of value added logistics 
services, such as supply 
chain analysis, freight 
consolidation, core carrier 
program management, and 
information reporting.

CSS Group while remaining 
as the most trusted partner 
for freight forwarding and 
logistics among the global 
fraternity has shown steady 
growth in their professional 
approach and dedicated 
services offered in the field 
of Ocean Freight, Air Freight, 
Local & International Land 
Transportation, Projects 
Management, Supply Chain 
Management and Personal 
Effects Management. Being 
a prominent name in the 
Middle East and the Indian 
Subcontinent, CSS Group has 
to its credit an enviable list 
of Global Network Partners. 
CSS has a dedicated and 
highly skilled team of over 
1000 professionals around 
the globe offering integrated 
freight forwarding & logistic 
solutions to varied clientele.
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Vacuum packing has been 
extensively used by CSS 
Homeward Bound as per 
customer’s request. It’s a 
specialized service only few 
companies are providing 
in the industry. Homeward 
Bound specializes in all kinds 
of vacuum packing from 
helicopters / yachts to small 
machines.
  
Vacuum packing is a method 
of packaging that removes 
air from the package prior to 
sealing. This method involves 
(manually or automatically) 
placing items in a plastic film 

EXTRA CARE FOR YOUR CARGO
CSS HOMEWARD BOUND USES VACUUM PACKING FOR SPECIAL CARE OF CARGO

package, removing air from 
inside, and sealing the package. 
Shrink film is sometimes 
used to have a tight fit to the 
contents. The intent of vacuum 
packing is usually to remove 
oxygen from the container 
with flexible package forms. It 
will reduce the volume of the 
contents and package. 

Any type of cargo can be 
vacuum packed and it depends 
on the customer who wants 
to safeguard their cargo from 
moisture. Vacuum packing 
stops rusting and aging of 
the cargo also the cargo stays 

Vacuum Packing Procedures
Cargo will be wrapped in Aluminium barrier foil and all 
joints will be sealed with heat seale , air to be completely 
sucked out from the Package and VCI emitters and desiccants 
placed inside. (In case of sharp edges in the cargo cushioning 
material will be placed)
 
Material  Specifications:
Metal Barrier foil :
Flexible, heat sealable,  water vapour & corrosion  resistant  
barrier foil
Tri-laminate of Polyester, Aluminium   & Polyethylene.
Total thickness - 115 Micron (Tolerance +/- 5 %)

new for a longer time. “Much 
cost variance is not there for 
vacuum packing from normal 
packing and our customers 
who are willing to pay a small 
extra money can make doubly 
sure that their cargo is more 
secured”, commented Syed 
Zeeshan, General Manager, 
CSS Homeward Bound. 
“We have given special and 
extensive training for our staff 
for specialised cargo packing 

requirements as most of our 
customers demand such new 
trends, “added Zeeshan.

Vacuum packing reduces 
atmospheric oxygen, limiting 
the growth of aerobic bacteria 
or fungi, and preventing 
the evaporation of volatile 
components. Special 
equipments are being used 
for vacuum packing at CSS 
Homeward Bound warehouse.

HOMEWARD BOUND
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INTERVIEW

Ship Designer by profession, Sohan 
Roy started his career as a Marine 
Engineer, to become the first Naval 

Architect in India to join Merchant 
Navy. Along with a Guinness Book entry, 
today he has global reputation as the 
Director of the Oscar selected movie 
DAM999 and the Creative Head & Project 
Designer of many award winning films & 
documentaries. He is also the President 
of the International Maritime Club (IMC) 
and founder of the first global maritime 
TV channel, Marine BizTV.

Sohan Roy speaks about his concepts 
and vision to, G. Unnikrishnan, 
Head of Marketing and Corporate 
communications, CSS Group, in an 
exclusive interview.

IMC has been working as an umbrella 
organisation for the maritime world 
for quite some time. Is there any 
specific reason behind the Cochin 
chapter inauguration now?
IMC has been active since 2007 in UAE. 
One of its objectives is to have Marine 
Cities across the world in all maritime 
hubs were Mariners can stay, work and 
learn together in an exclusive housing 
colony along with having a branch of 
IMC in that hub. Since the concept of IMC 
got evolved from Cochin, we decided to 
have the first marine city at Cochin. Also 
to make the process more effective we 
need to have a branch of IMC there for 
its smooth execution. Since thousands 
of mariners are staying in and around  
Cochin it has a huge potential to support 

MARITIME AND MORE
INTERVIEW WITH SOHAN ROY, FOUNDER CHAIRMAN & CEO OF ARIES GROUP OF COMPANIES

Maritime Industry through Marine City 
and IMC. Cochin is just a beginning . We 
are planning to have 10 branches of IMC 
to be initiated this year itself.

As a guiding figure for the IMC, could 
you give us your larger vision on the 
future of this great union of Maritime 
associations?
The ten objectives of IMC are 
the Integration of the Maritime 
organizations for better interaction, 
quality based accreditation of Maritime 
institutes, Knowledge sharing through 
Events, Identify & honour the achievers 
and talents, Promote charity activities, 
Effective Utilization of Govt. funds, 
Establish Marine Cities, To attract 
investments to the Maritime industry to 
create more job opportunities, Amicable 
settlement of Maritime Dispute and the 
initiatives for Maritime Sustainability. 
Even though having the huge potential 
while controlling two third of the world, 
Maritime Industry is one of the most 
disintegrated community without 
having the vision of “those who rule 
the sea can conquer the world”. The 
very dream of IMC is to make it happen 
through an efficient unified maritime 
community.

Consolidated Shipping Group is an 
NVOCC, what advantages do an NVOCC 
have in associating with IMC?
As long as 90% of trade happens 
through sea, NVOCC will have its 
major role in the Maritime Industry. 
Organizations like IMC can take up 

initiative to guide and put pressure on 
developing countries like India to open 
up more and more ports without any 
delay to boost the cargo movements. 
Once a container transport system is 
in place development of that country 
is automatic as it boosts both import 
and export. Ports like Vizhinjam would 
have realized long back if IMC had taken 
initiative.

Can you explain more about the 
Maritime city project
The very need of Marine cities is to 
create marine communities were 
mariners can walk to their office from 
home and can work till their last breathe 
while moulding the next generation in 
a better way. Future ship management 
companies shall be based in these 
communities so that the same vessel can 
be looked after by the same team for its 
better maintenance.  As sailors feel more 
comfortable to see their families being 
stayed along with co-sailor’s families 
they shall extend their sailing life which 
is what really required for the industry 
these days not to lose experienced 
hands. Along with ship management, 
other areas like design firms, academies, 
survey firms etc. also can be a part of 
these marine cities.

According to your perspective, what 
are the impacts of the current socio 
political situation around the world 
on the shipping industry?
Crust and trough are part of shipping 
however; right now shipping is passing 
through its worst phase. Oil crisis, 
piracy, Civil wars, massive production 
of Chinese shipyards and the drastic 
reduction in the cargo movements to 
US & China may make it further worse.  
But the expected economic boom in 
countries like India gives a lot of hope 
for a recovery. 

Marine BizTV is the only channel 
dedicated to Maritime industry. 
What inspired you to begin such a 
venture?? Are you satisfied with the 
outcome??
I had to do a project as part of my 

A
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Diploma course from Hollywood Film 
Institute and the idea of starting an 
exclusive TV channel for Maritime 
Industry got evolved from that clubbing 
with my Maritime experience as a 
Marine Engineer & Naval Architect.  
Accordingly Marine Biz TV was 
launched in 2007 coinciding with the 
beginning of current shipping recession. 
As per our initial plans, it was to be 
commercialized within 3 years. As 
the Industry could not get out of the 
recession, it was not possible to get the 
right promoters for an infotainment 
channel like this. Presently it’s a CSR 
initiative of Aries Group to support 
IMC and free downloading facility is 
made available to all even on mobile 
platforms. More than 7000 hours of 
technical contents are available in 
the library. Marine BizTV has become 
the official media for more than 500 
maritime events. Even though Marine 
BizTV hasn’t reached its real heights as 
planned, I’m satisfied with what it has 
gained during the worst phase of the 
Industry.

Sohan Roy is a versatile personality, 
but you are more known as a film 
director to the common man. Do you 
like that?? 
My passion was always into Films and 
destiny made me a Naval Architect. 
After my Engineering Degree I tried 
to join Film Industry. Due to the 
pressure from my parents I had to 
quit my dreams and join back my 
real profession. Aries was launched 
in 1998 and within few years I could 
make our design division as the best 
in Middle East. The day when one of 
my designs got into Guinness Book 
of World records, I decided to chase 

my dreams on movies again. Several 
Programmes & Documentaries were 
made for Marine BizTV to begin with 
that journey. Portraying the story 
of few mariners for the branding of 
Maritime Industry, DAM 999 was 
announced in 2008 and the movie got 
release in 2011 by Warner Bros with 
5 Oscar short listing. So far the movie 
has been got into more than 100 film 
festivals and won several International 
Awards. It’s a fact that I’m more 
known as a Film maker than a Ship 
Designer due to the glittering glamour 
of the Film Industry. Being a passion 
I spend 50% of my time for the movie 
industry even though Shipping is still 
my bread and butter.

What were the challenges you faced 
during the epic movie shoot of 
DAM999
DAM999 was not just another movie 
for the Indian Film Industry. It was 
the first movie ever made from the 
largest film making country in the real 
Hollywood Format. It was the first 2D  to 
3D converted 4K scanned movie . Also 
it was the first perfectly designed synch 
Sound Movie. It was for the first time 
a Super Tanker was used for a Movie 
shoot and it became the largest floating 
object ever shown in any movie. The 
movie got released in 5 languages at a 
time even though it faced some bans. 
Even Indian parliament was stopped 
for 2 days due to the heavy protest to 
ban the movie due to its controversial 
subject. However we could launch the 
concept of Marine City through it.

Being a follower of your updates in 
the Social media, personally I felt 
that you love to travel a lot. What sort 

of perfection do you achieve during 
these vast travels??
Even though it requires a lot of travel 
to meet my official commitments I love 
to travel a lot. All my creative works 
are happening in the flight as I’m 
absolutely free from all disturbances. 
Also these travels give me a lot of 
experience to learn about the world 
and people, which is really required for 
any film maker. I attend several Film 
Festival across the world where I use 
to invite my maritime clients too which 
gives double satisfaction and better 
networking.

Your website mentions about the 
pioneering concepts, which are truly 
amazing. Have you ever thought 
about bringing in a governmental, 
state or central level participation 
for any of these projects?
Presently I’m working on a 
US$10billion Project called Indywood 
to revamp the entire Indian Film 
Industry within 5 years to make it on 
top of the world in quality and revenue 
too. There are 100 specific targets for 
this Project and more than 80% target 
sample analysis have been successfully 
done. The concept was launched in 
last Nov and the next edition will be 
at Ramoji Film City from 2016 Sept 
24-27. It will be done with the Support 
of state government and Central 
Govt. Several policy amendments are 
needed to full fill the remaining targets 
of Project Indywood. We expect the 
Prime Minister and the Chief Minister 
to grace the occasion along with many 
IMC members who could be the future 
investors in Project Indywood as part of 
their branding. Kindly consider this as the 
invitation to attend this film carnival.

• Finance and Fixed Assets
• WHIMS (Warehouse Inventory 

Management)
• HRMS
• Payroll
• Freight Forwarding
• General Module
• WEWMS (Web enabled warehouse 

management system)
w w w . f i n s . i n

• Facility to manage Multi company/ 
division or branch activities

• Portal enabled system
• Easy online help available with each 

module.
• Customisable theme settings
• Customizable reports
• Electronic authorization and 

document processing
• User/ Group level security features
• Transaction based audit trial
• Data transfer facility (EDI)
• Customizable parameters

General features of the software include

Modules include
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QATAR HITS OUT AT INDIA 
OVER TRAFFIC RIGHTS

OMAN RECONSIDERING ITS 
INVOLVEMENT IN GCC RAIL NETWORK

In October last year, the civil aviation 
ministry released its draft civil aviation 
policy which contained a proposal to 
have an open skies policy with countries 
in South Asian neighbours and countries 
beyond 5,000 kms.

The policy also proposed to auction 
additional traffic rights beyond the 
existing rights to airlines from countries 
within 5,000 kms. The bidding would 
be introduced if domestic airlines have 
not fully utilised their quota, with those 

rights granted on a three-year basis, with 
fund raised going towards the regional 
connectivity fund.

Speaking at Singapore Airshow, HE 
Akbar Al Baker said he was disappointed 
at India’s decision to auction the air 
traffic rights, known as bilaterals, which 
he said was against foreign carriers 
operating freely in the country’s air space, 
according to a report in Economic Times.

Al Baker insisted that the air traffic 

INDUSTRY NEWS

QATAR AIRWAYS CEO HAS HIT OUT AN INDIAN GOVERNMENT PROPOSAL TO 
SELL THE COUNTRY’S AIR TRAFFIC RIGHTS.

rights should remain in the control of a 
country, and not be sold to an entity that 
India may not have a strategic interest in.

He said foreign airlines that operate freely 
in Indian airspace help boost trade and 
tourism, as well as generate jobs for locals. 
Qatar Airways currently operates from 13 
Indian cities.

International Air Transport Association 
has also expressed concerns that the move 
may lead to higher fares.

OMAN IS REPORTEDLY RECONSIDERING ITS EFFORTS TOWARDS THE PLANNED GCC RAIL NETWORK.

The country may instead 
focus on constructing its 
domestic rail network, owing 
to uncertainty over when the 
regional project will proceed, 
transport minister Ahmed 
Bin Mohammed Al-Futaisi said.

Worth $15.4bn, the GCC Rail 
project will span 2,117km 
across the region. However, 
technical and bureaucratic 
delays have reportedly 
delayed the development’s 

completion date past its 
original target of 2017.

Furthermore, low oil 
prices are contributing to a 
slowdown in government 
funding towards large-scale 
projects, including the GCC 
Rail. Last month, Etihad Rail 
suspended the tendering 
process for Stage 2 of the 
UAE’s railway network. The 
state-backed firm, which is 
behind the construction of 

a new UAE railway network, 
is reviewing options for 
the timing and delivery of 
the project’s second phase, 
according to a company 
statement.

Stage 2 of Etihad Rail involves 
the construction of a network 
in Abu Dhabi, connecting the 
Emirate’s borders with Saudi 
Arabia and Oman – as well 
as connecting other areas 
within the UAE. Futaisi said 

the suspension of Etihad 
Rail’s plans made it difficult 
for Oman to award a deal for 
its own track, despite being 
ahead of its GCC counterparts 
in designing its part of the 
overall network.

The minister said the rail 
network’s future might 
be discussed when GCC 
transport ministers hold their 
next meeting, most likely in 
October.

With 30 percent volume growth in cargoes to and from the 
United States during 2015 and its acquisition of the container 
operations of APL, the French ocean carrier expects to jump 
ahead of industry leaders MSC and Maersk Line in the U.S. 
trade lanes.

CMA CGM reported strong growth in the U.S. trades in 2015, 
increasing volumes by 30 percent to 2.3 million TEUs and 

boosting the company to being the third instead of fifth largest 
container carrier in the U.S. market, said Marc Bourdon, the 
president of CMA CGM (America) LLC.    Rodolphe Saadé, 
vice chairman of the company said the Marseilles, France-
headquartered company hopes to complete its acquisition of 
Singapore-based APL this summer, at which point he said CMA 
CGM will jump ahead of MSC and Maersk to become the largest 
carrier moving containerized freight in and out of the U.S.    

CMA CGM SAYS APL PURCHASE 
WILL MAKE IT LARGEST CARRIER 
IN U.S. TRADES
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PHARMA GIANTS 
AND COLD CHAIN 
LOGISTICS EXPERTS 
TO MEET IN DUBAI
LEADING PHARMA COMPANIES AND COLD CHAIN DISTRIBUTION 
EXPERTS TO MEET IN DUBAI AT MIDDLE EAST PHARMA COLD 
CHAIN 2016 TO ADDRESS THE KEY ISSUES SURROUNDING THE 
HEALTHCARE COLD CHAIN DISTRIBUTION IN MENA

According to IMARC Group, the 
healthcare cold chain logistic 
services market is expected to hit 
nearly US$13.4 billion by 2020 and 
emerging markets such as the Middle 
East and North Africa are gearing up 
for rapid expansion and growth in 
the industry.

Temperature-sensitive 
pharmaceuticals such as vaccines, 
hormones and insulin rely on the 
integrity of the cold chain in order 
to render these products effective 
and safe for the patient and end-
users. While great strides have been 
made in terms of infrastructure, 
technology and governance; 
with each advancement come 
unique challenges making the 
pharmaceutical cold chain landscape 
perennially evolving. The importance 
of cold chain in healthcare is such 
that both public and private sectors 
are collaborating to ensure that 
all aspects of the cold chain are 
kept intact and maintain integrity 
while striving for innovation. In the 
Middle East, government regulatory 
authorities have stepped up with 

new policies and requirements for 
pharma shipping, distribution and 
storage. Pharmaceutical companies 
have invested heavily in research 
and development, while distribution 
and logistics companies, along with 
airlines are continuing to build 
expansive infrastructure to support 
the integrity of the entire cold chain.

With this in mind, it is with 
great excitement that Maarefah 
announces the 2016 Middle East 
Pharma Cold Chain Congress. 
The region’s foremost event 
covering temperature-controlled 
pharmaceutical supply chains 
and temperature-sensitive 
pharmaceuticals returns to Dubai 
on March 28 – 31 for unparalleled 
days of networking, learning, 
discussions and solutions and will 
gather more than 100 stakeholders 
for an unrivalled program designed 
to address the industry’s most 
critical issues and challenges in 
MENA. 

To register or for more information, 
visit www.pharmacoldchainme.com

Adani Hazira Port Private Limited part of 
Adani Ports & Special Economic Zone Limited 
(APSEZ), India’s largest port developer is now 
connected to ICD Pithampur - Ratlam in Central 
India through rail.

CONCOR has begun running rakes from ICD 
Pithampur - Ratlam to Adani Hazira Port on a 
regular basis and the Port has received 8 Laden 
Export rakes from these ICD’s already.  This 
development will evidently benefit customers 
in Central India while using the Adani Hazira 
Port. Major Shipping Lines like Maersk, MSC, 
CMA CGM, UASC, Balaji Shipping, Goodrich are 
using this rail services to connect their export 
boxes to Hazira. National Steel, Lanxess India, 
Shakti Pumps, Krasoma Laboratory are some 
of the customers who are loading their export 
shipments regularly on this service and are 
delighted by this development.

APSEZ is the country’s largest port company 
with footprint across the Indian seashore. It 
has proven expertise in building, operating and 
maintaining world class port infrastructure. 
Apart from Hazira, APSEZ also operates ports 
in Mundra, Tuna-Tekra (Kandla) and Dahej, 
in Gujarat, Dhamra in Odisha and operates 
specialized coal handling facilities in Mormugao 
in Goa, Visakhapatnam in Andhra Pradesh. It 
is currently setting up a container terminal at 
Ennore in Tamil Nadu and has recently laid the 
foundation stone for the development of India’s 
First Transhipment Port at Vizhinjam, Kerala.

ADANI 
HAZIRA PORT 
CONNECTED 
BY RAIL TO 
CENTRAL INDIA

COSCO, CHINA SHIPPING MERGER TO 
RESULT IN NEW COMPANY: STATE-OWNED 
ASSETS REGULATOR
China Ocean Shipping Group 
Co (COSCO) and China 
Shipping Group Co will become 
a new entity after merging, 
led by the latter’s current 
chairman, China’s state-owned 
assets regulator said on 

Monday.  The former rivals said 
in December they would merge 
through a series of asset swaps, 
creating units focused on 
distinct business areas such as 
container shipping and vessel 
leasing. Together, COSCO and 

China Shipping control 488 
billion yuan ($74.7 billion) 
worth of assets, Barclays 
analysts estimated.  After the 
merger, the resulting, newly 
established company will be 
chaired by Xu Lirong, the State-

Owned Asset Supervision and 
Administration Commission 
said on its official microblog. 
The merger comes as the 
government moves to 
consolidate state-owned 
industries.



 |  L I G H T H O U S E  |  MARCH -A P R I L12

ANALYSIS

WALKING A 
WAREHOUSE 
STOCKROOM

Rajesh Chakiat, 
General Manager, Supply Chain 
CSS Dubai

Having run and managed many 
massive warehouse facilities 
with some of the most 
complicated supply chains 

for leading brands in almost all verticals 
in the past two and half decades, can 
summarize some of the main ground 
rules as below.

You’d think that the place that holds 
(typically) more than 80% of a 
company’s inventory, and sometimes 
accounts for more than half of its 
working capital, would get plenty of 
attention. But only a few companies 
seem to really pay attention to their 
stockroom or warehouse, or the five 
processes that affect it. (Receiving, put-
away, picking, shipping and maintenance, 
where “maintenance” represents 
the combination of cycle counting, 
consolidation, and other processes 
that maintain the stockroom in good 
operating order)

In my opinion, this is short-sighted. You 
can’t create a truly lean manufacturing 
process if you don’t have effective 
processes to supply materials to the 
floor. Time and motion study, six sigma 
through process re–engineering with 
mapping and having re layouts done can 
significantly boost productivity.  And 
if it takes a week or more for inbound 
shipments to move from the receiving 
dock to warehouse shelves and then out 
to the production line, you’re robbing 
other functions (R&D, marketing, even 
IT) of capital that could make them more 
effective.

That lack of attention represents an 
opportunity for individuals, to make a 
difference at their companies or clients. 
So… here’s my New Year’s gift to anyone 
who wants to help their company’s 

supply chain become more capable. (Or… 
if you are visiting one of your EMS or 
logistics partners, this might help you 
to get a better idea of how well they are 
managing your inventory)

These are broad guidelines that are 
generally valid, in my experience – but 
there can be exceptions, especially in 
operations that are very focused. (A 
stockroom that only holds materials 
for New Product Introduction will look 
very different from a manufacturing 
warehouse for a television or large 
appliance factory!) But more frequently 
I’ve found that the disconnects I’ve 
observed were due to not making 
necessary investments. (Focused 
investments in materials handling 
operations can have considerable ROI. 
Improving receiving and warehouse 
performance can enable you to take 
multiple days out of inventory.)

Whether it’s big or small, whether it 
handles small parts, large items, or a 
mix, a well-run warehouse will have the 
following characteristics:

• Items will be stored according to 
a strategy that accounts for the 
physical size of each item and the 
frequency with which it is picked.

• Items will be managed to make 
efficient use of available space.

• Items will be stored in a way that 
will keep them safe and in good 
condition – and will not pose a 
danger to warehouse workers.

• Items will be managed to make safe 
and efficient use of manpower.

• Items will be managed in a way 

to provide high performance to 
the warehouse’s “customer” – the 
manufacturing floor or shipping 
dock.

• Items will be managed in a way to 
minimize handling.

• Problems and issues will be 
physically separated and handled 
expeditiously.

• Performance and diagnostic metrics 
will be collected & published.

There are trade-offs between these, 
especially when resources are limited. If 
space is limited, a well-run warehouse 
may decide to pack some of its slow-
moving parts into a small space. This 
make picking those parts less efficient, 
but it will also increase the amount of 
space (and decrease handling time) 
for the frequently picked / fast-moving 
parts. If automation (forklifts, conveyors, 
etc.) is limited, the stockroom may use 
more floor storage.

There are also differences in the way that 
a manufacturing stockroom will operate 
versus a finished goods warehouse. 
Outbound shipments tend to be larger, 
less frequent, and more predictable 
than inventory movements to the 
manufacturing floor. So you will usually 
see a lot more activity in a manufacturing 
stockroom.

What you should see when walking 
through a stockroom and associated 
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areas like receiving, staging, etc.:

1 Picking processes and storage 
strategies that are designed to minimize 
the amount of time and effort spent 
on the most frequently picked items 
while maintaining control of inventory. 
Examples of this include:

 Putting the most frequently picked 
items along the main aisle, at ground 
level, or near the exit from the 
warehouse (to the manufacturing 
area). You might see, for instance, a 
set of shelves with commonly picked 
items along the wall by the doorway; 
or flow racks; or even pallets of 
materials staged for quick delivery.

 A mix of storage methods: pallet 
racks for items that are received 
on pallets and are picked in large 
quantities, flow racks, shelves for 
small parts storage, etc.

 Use of automated identification tools 
– bar code or RFID. Without auto-ID, 
workers have to manually keypunch 
transactions – which will lead to 
errors.

 Guided picking processes, where 
stockroom workers using RF Barcode 
equipment are guided through the 
stockroom in an efficient manner, so 
that they pick one item, then move to 
the next shelf for another item, and 
so forth – instead of moving from 
one area to another, then back to the 
original area.

2 Cleanliness and good order – not to 
the point of obsession, but you should be 
able to easily see box labels, and items 
should be stacked neatly. There should be 
a clear distinction between each storage 
location. Usually that means a physical 
barrier (like a metal divider) or air – so 
it’s obvious which items are in each 
location.

3 Clearly visible bin (location) IDs 
on the shelves & racks, to identify each 
individual storage location.

4 Generally, one item stored per 
location. There can be temporary 
exceptions to this rule when a stockroom 

or warehouse is near or over capacity, 
but multiple part numbers in the 
same location will lead to picking and 
inventory errors if allowed to become 
normal practice.

5 Attention to safety and 
ergonomics, including adequate 
lighting. Workers shouldn’t have to 
spend their days kneeling on the floor, 
nor should they be asked to frequently 
pick up heavy boxes. At minimum, 
you should see manual conveyors, 
tables, and carts for workers to use 

while receiving and picking goods. If 
forklifts operate in the aisles, there 
should be obvious attention to safety 
requirements.

6   A small area holding received 
goods that can’t be processed, items in 
“quarantine” and other problem items. 
The items in this area shouldn’t have 
aged more than a week or two. (Yes, 
there are exceptions to this. But they 
should be true exceptions – you shouldn’t 
see lots of aged problem items.)

to be continued...
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OPINION 

A shipper had to award a 
shipment to a forwarder.

He selected a forwarder 
finally.

The shipment was booked at 
a freight of USD 10 w/m and 
was worth 5000 cbm.

The Managing Director 
heading the forwarding 
company thought that the 
freight is very low and below 
cost. 

USD 11 w/m would be 
appropriate to at least break 
even but USD 10 w/m is a 
loss.

So they said, its a small 
increase of USD 1 w/m 
that needs to be done in 
the sell rate so let us send a 
management trainee (who 
spend at least USD 20000 
these days to become a 
management trainee from 
their MBA schools)  

The fresh management 
trainee went to the shipper 
and tried.

His often used words were: 
sir, kindly, please. It didn’t 
work , he came back.

Next they sent the junior 
executive.

His words were: can you , 
what if , why not , try. didn’t 
work , came back.

Next went the senior 
executive and his words were: 
not possible , loss , pressure 
from seniors. didn’t work, 
came back.

Next went the senior 
Manager and his words were: 
contract, global economy , 
cost pressures , recession , 
GDP. didn’t work , came back.

Next went the Vice president 
and his words were: Prime 
minister , European Union , 

Rahat Talreja
Vice President - CSS India

Suez Canal , NASA , Federal 
reserve. almost worked but 
no, it didn’t actually and he 
came back.

The Managing Director was 
upset. His entire team failed 
from bottom to top for such a 
simple thing. so he decided to 
go himself.

Like a seasoned owner , he 
spoke very little , smiled 
more , had lunch with the 
customer , paid the bill 
, dropped the customer 
back in his Mercedes and 
in between all this, took his 
blood pressure pills on time 
and tried maximum to gain 
the customers sympathy. 
Humility is the new 
negotiating tool for modern 
entrepreneurs.

But he was a 21st century 
customer , over fed , over 
pampered , over informed. 
He didn’t budge. Sell rate 
remained USD 10 w/m.

The cost details of the above 
transaction:

Straight loss USD 1 w/m and 
5000 cbm = USD 5000

Junior executive 1 day time 
cost : USD 50
Senior executive 1 day time 
cost: USD 100
Senior Manager 1 day time 
cost: USD 250
Vice President 1 day time 
cost: USD 500
Managing Director 1 day time 
cost: USD 2000

Total: USD 2900

junior executive went by 
train: cost USD 50
senior executive went by taxi: 
cost USD 100
senior manager went by 
personal hatchback car: cost 
USD 150
Vice president went by 
personal long wheelbase 
sedan: cost USD 200
Managing Director went by 

AMG Mercedes convertible: 
cost USD 500

Total: USD 1100

Lunch , memento , stationary 
, print outs , visiting cards etc 
Total USD 1000

Total money spent to 
purchase loss: USD 10,000

Now , they were left with a 
loss. They were feeling very 
bad about it. So they thought 
how to feel good. Suddenly 
they had creative ideas.
They published to all other 
customers that they have “ 
so and so elite customer “ as 
their client.

Other customers said: wow , 
really thats great. so they felt 
better now.

2) The Chartered accountant 
told them that by incurring a 
loss of USD 10,000 , they have 
actually saved 30% tax or 
USD 3000 in it. They felt even 
better.

3) Next called their banker. 
He congratulated them. He 
said by doing just 5 more 
loss transactions like this , 
their turnover would anyway 
increase a lot and the bank 
would be pleased to offer 
them an additional loan 
facility based on the turnover 
and having such grade “ A 
“ clients. Now they started 
flying.

The managing director 
consulted his astrologer 
who said: your best time is 
beginning now. He thanked 
his stars. by incurring just 
a USD 1 w/m loss , so many 
good things are happening. 
god forbid if the customer 
had agreed to increasing the 
sell rate and not having a loss 
, so many other nice things 
would have been missed.

in his happy mood , he 
became his generous best 

and awarded himself a new 
convertible luxury car , 
awarded his people top to 
bottom , made the company 
10% more expensive to run , 
and appointed new salesmen 
to search for such loss making 
customers.
 
meanwhile , what the 
astrologer said was right. his 
best time was beginning. best 
means when you do away 
with all those things in life 
which give you a false sense 
of yourself like money , yes 
men , fake relations , turnover 
, so called society respect etc 
and when all these falsehoods 
vanish, the inner self turns 
towards the real goal of life 
of self actualisation. indeed it 
was a start for him.

Meanwhile , CMA took 
over APL. Crude oil went 
down below USD 30 per 
barrel. Donald Trumps odds 
to win went up. Women 
of the century are more 
empowered.  So what? The 
customer still doesn’t agree 
to pay USD 1 w/m more:)

EVEN GOD CAN’T DO IT
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PROFESSIONAL TALK

Joy Thattil 
Maritime Lawyer & Partner @ Callidus 

Corporate & Maritime Consulting ( CCMC) 

Dubai & India 

joy@calliduscmc.com  

The year 2016 marked a new rise of 
Iran in the International Trade when 
the European Union along with the UN 
entities announced the lifting of sanction 
over Iran. The sanction imposed by US 
and European Union had limited Iran’s 
International trade including its sale of 
Oil and Gas. 

What is the Restriction 
imposed on Iran? 

In 1979, it was United States who first 
imposed restriction on Iran following 
the Iranian Revolution. It was later 
expanded in 1995 to include the firms 
dealing with the Iranian Government. 
In 2006, the UN Security Council passed 
resolution and imposed sanction after 
Iran refused to suspend its Uranium 
enrichment program. US restrictions 
initially targeted investment in Oil, 
gas, petrochemicals, export of refined 
petroleum products and business 
dealings. This encompasses banking 
and insurance transactions, shipping, 
web hosting services for commercial 
endeavours and domain name 
registration services. In addition to 
this, the European Union also imposed 
restriction on co operation with Iran in 
the year 2007  in foreign trade, financial 
services, energy sector and technologies, 
banned the provisions of insurance and 
reinsurance by member states to Iran 
and Iranian Owned Companies. Over 
the years, these restrictions have taken 
a serious toll on the Iran’s economy and 
people. The Iran sanctions were the 
toughest in among those imposed by the 
World Community on any Country. 

The Turning Point on 16th 
January, 2016 

The Lift of sanction on 16th 
January, 2016 (also known as the 
Implementation Day) can be literally 
considered as the turning point for 

RISE OF IRAN IN VARIOUS 
INTERNATIONAL SECTORS

Iran by re opening Iran’s door into the 
International economy. While most of 
the US sanctions will remain in place, 
the lifting of EU Sanctions will benefit 
a number of Industries like Energy, 
Finance and International Trade.

Energy/Oil/Gas: It is said that Iran has 
the Fourth largest crude oil reserve and 
second largest natural gas reserve. Now 
with the lifting of the sanction, they have 
opened business opportunities in this 
Industry.  It is stated by the experts that 
by 2017, following the lifting of sanction, 
Iran’s Oil production would rise to 
around 4 million barrels a day.

Finance/Banking: Iran would also have 
access to the Money that was left frozen 
overseas. Iran could not transfer their 
monies abroad and this also affected 
Iran’s International Trade. By lifting the 
sanction, now the foreign companies 
are allowed to deal with Iran’s market 
and thereby, they are expecting a huge 
increase in its revenue from the sale of 
the oil and gas to the Asian Countries 

The lifting of banking sanctions means 
that Iran is once again re connected to 
the World Financial network. Money will 
be able to move between the European 
Union and Iran without any special 
authorisation or Notification.

International Trade: International Trade 
is the next major industry that would 
benefit from the lifting of sanction. 
Now since Iran can easily step into 
the international trade and that now 
there is no difficulty in transferring the 
payments abroad, the Iran’s Shipping 
Companies and Port would definitely 
increase their foreign trade and thus 
the shipping industry is expected to 
rebound within no time. 

Shipping and Transport:  The European 
Union shall allow the trade to Iran of 

naval Equipment and technology for ship 
building. European Union would also 
allow the cargo flights from Iran to access 
member state airports. But it is reported 
that US will not sanction non US Citizens 
who are part of the shipping sector in Iran 
or to have financial dealings with it. 

The Aircraft industry is the only one 
sector wherein US has fully allowed to do 
business in Iran. US Companies will now 
be allowed to sell the commercial aircraft 
and parts to Iran. 

With the lift of sanction, countries are 
looking forward to build up a friendly 
relation with Iran. To support this 
fact, it was reported that the business 
delegations from various European 
Countries have already travelled to Iran to 
assess the business opportunities. 
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BOWIE CHANGES
Being brought-up in England, 
as a youngster in the 60’s, 
meant one thing to an 
impressionable youngster 
and that was seeing David 
Bowie performing ‘Space 
Oddity’ on BBC TV Top 
Of The Pops programme. 
Bowie’s appearance seemed 
as far out as it was possible 
to be. Back then there was no 
way to record television so 
you could watch it later. Any 
one appearing had to make 
an immediate and lasting 
impact. Bowie’s first TV 
performance is still vividly 
lodged in viewers’ minds. 
This underscores his ability 
to command a following of 
fans, throughout a 60 year 
career, that may be credited 
to two main characteristics.

Coming from a working class 
back ground, Bowie provided 
an inspiration to many 
which is attributed to the 
fact that music leaps across 
all boundaries. Whatever 
your cultural, social, ethnic 
or economic background 
music is a universal means of 
communication. It mattered 
not that he was born in 
Brixton, south London. His 
mother - a waitress, and 
his father - a promotions 
officer, were unmarried 
at the time. What became 
more important was his 
reputation, which started to 
grow from when he attended 
Stockwell Infants School. 
Leaving, at the age of six, his 
reports said he was a gifted 
and single-minded child 
as well as being a defiant 
brawler!  Bowie was already 
displaying his first main 
characteristic that was to be 
so influential throughout his 
life. It was a determination 

to stand-up, defend and 
promote your own belief in 
yourself. 

It became obvious, with 
his music, that he was 
saying that it was okay to 
be different. Just think how 
many people are ridiculed 
because they dare to be 
different? Bowie realised that 
standing out from the crowd 
helps others to recognise 
you and your brand. The 
more people know of you 
the better your chances of 
success. The difficulty, for 
those involved with creative 
people, is spotting potential 
and giving it room to 
develop. Too often creativity 
is smothered by the urge of 
others to conform. Being told 
to “act your age” is a response 
from those who just want to 
follow the rules. It is one of 
those truisms that winners 
never do what others do. 
That’s why they win! 

Bowie’s second main 
characteristic demonstrated 
the benefits of adapting 
and evolving. At the age 
of nine, his junior school 
introduced innovative music 
and dance movement classes. 
His teachers described 
him as being strikingly 
imaginative and vividly 
artistic with a poise that was 
astonishing for someone 
of his age. Around this 
time his interest in music 
was further aroused when 
his father brought home 
some American records 
by artistes including Elvis 
Presley, Little Richard and 
Fats Domino. In interviews, 
later on in his career, Bowie 
expressed how much this had 
influenced him. So several 

years, groups, styles and 
management changes later; 
in 1969 “Space Oddity” was 
born. This record proved to 
be a quintessential start to 
Bowie’s illustrious career 
which saw him transform 
his image and music style 
to ones including Ziggy 
Stardust, The Thin White 
Duke, Pierrot, The Regular 
Dude and finally The Black 
Star. Over the years Bowie 
moved from persona to 
persona, with ease, creating 
an every changing fascinating 
image. This sounds easy but 
the clever part is staying in 
touch with your audience 
and being ahead of what 
they want. Sometimes 
changes happen because 
of what happens around us 

but Bowie seemed aware of 
this. Many of his fans will 
have treasured memories of 
events that influenced their 
lives. Even a concert ticket 
gives a chance to say “We 
were there” but importantly 
to remember that to succeed 
and survive we perhaps 
need to embrace Bowie’s 
motivational spirit.  His fans 
have enjoyed the merry 
dance on which David Bowie 
led us throughout his career. 
By grasping a belief in oneself 
and awareness for change we 
may achieve similar lasting 
success in our business 
adventures.  As Bowie sang 
early on in his career: - 

Ch-ch-ch-ch-Changes, I said 
that time may change me!
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Jairam K R Director jairam@cssindiagroup.com
DELHI
Rajesh Arora             Vice President - North India rajesharora@cssindiagroup.com
Exports-Sales & Marketing
Prasun  Roy AGM - Export prasun@cssindiagroup.com
Manish Kumar Manager sales manishkumar@cssindiagroup.com
Bairender  Executive bairender@cssindiagroup.com
Imports-Sales & Marketing
Rajeev Kumar                AGM - Import rajeevkumar@cssindiagroup.com
Prabhakar Kumar Manager - Sales prabhakark@cssindiagroup.com
Nikhil Narang Asst. Manager  - Sales                        nikhil@cssindiagroup.com
Varun Kumar Executive- Sales varunkumar@cssindiagroup.com
Export Documentation, CRM & Operation  
Gauri Pradhan (Mr) Executive - docs exportdox@cssindiagroup.com
Sangeeta Negi Executive CRM sangeetanegi@cssindiagroup.com
Custom Clearance
Mahesh Kumar Asst Manager – Custom Clearance mahesh@cssindiagroup.com
Surandra Singh Jr.Executive - Custom Clearance mahesh@cssindiagroup.com
Imports Documentation, CRM & Operation 
Kishan Dutt               Executive- Dox                              kishan@cssindiagroup.com
Atul Jaiswal               Manager – Docs & CRM    atuljaiswal@cssindiagroup.com
Ekta Sawney             Asst Manager – Corporate Sales ekta@cssindiagroup.com
Deepali Arora Executive - CRM salessupportdel@cssindiagroup.com
Prince Jawa Executive-  CRM                 princejawa@cssindiagroup.com
Sumit  Kumar Executive - Dox supportdelhi@cssindiagroup.com
Rajesh Jr Executive - CRM importdox@cssindiagroup.com
Harish Singh Bisht Executive - DOx importdox@cssindiagroup.com
Chandan  Exectutive - Dox importdo@cssindiagroup.com
Anil Kumar Jha Asst Manager – Docs & CRM    importbackup@cssindiagroup.com
Accounts:  
Sudeep V. Pillai Manager-Accounts                        sudeep@cssindiagroup.com
Vijay kr Jalla Sr. Executive-Accounts            vijayjalla@cssindiagroup.com
Tom Trainee Accounts accdel@cssindiagroup.com
Vijay kr Jalla Sr. Executive-Accounts            vijayjalla@cssindiagroup.com

MUMBAI
Projects
Prabhakar Maniyan Vice President prabhakar@cssindiagroup.com
Import / Airfreight  & Logistics 
Rahat Talreja  Vice President rahat@cssindiagroup.com
Quresh Javiwala  Senior Commercial Manager  quresh@cssindiagroup.com
Sunny Mathew   Manager sunny@cssindiagroup.com
Devdatt Adivarekar  Manager- Logistics devdatt@cssindiagroup.com
Amol More Manager Documentation amol@cssindiagroup.com

 CONSOLE SHIPPING SERVICES INDIA PVT. LTD.
Ramesh Tayade Senior Manager Operations ramesh@cssindiagroup.com
Export Sales & Marketing  
Jay Pandey Marketing Manager jaypandey@cssindiagroup.com
Sampath Shetty Deputy Manager sampath@cssindiagroup.com
Amol Dengle Deputy Manager Pricing damol@cssindiagroup.com
Export Documentation
A K Swamy   Manager  akswamy@cssindiagroup.com
Customer Service Export 
Ranjit Rahulan Manager ranjitrahulan@cssindiagroup.com
Finance  
Shridhar Bitla    Asst. Manager Finance       shridhar@cssindiagroup.com

AHMEDABAD
Amrish Tiwari Executive amrish@cssindiagroup.com

CHENNAI
Jittendra Manager Cust. Service/Inhouse Sales jittendra@cssindiagroup.com
Ganesh Kumar B Deputy GM -  Forwarding saiganesh@cssindiagroup.com
Sathiyanarayanan Manager Accounts sathiya@cssindiagroup.com
Satheesh Sr.Executive - Documentation expdocschn@cssindiagroup.com
Nandhakumar Executive - Customs Clearance cha@cssindiagroup.com
Divya Import Documentation madan@cssindiagroup.com
Dhanasekar Operations 
Sangeetha Customer Service - Export & Import impcs@cssindiagroup.com
Veeraraghavan CHA Operations 
Rohit Office Assistant 
TIRUPUR
T K Viswanath General Manager, South India vishwanath@cssindiagroup.com
Sathiyan Executive - Documentation docstup@cssindiagroup.com
Arjun Executive - Customer service salestpr@cssindiagroup.com

COIMBATORE
C.Thainis Raj Manager- Sales & Marketing ctraj@cssindiagroup.com
J.Ahamed Executive - Sales salescjb@cssindiagroup.com

TUTICORIN
Rajesh Executive - Operations csstuti@cssindiagroup.com

BANGALORE
Sandeep Anthur Branch Manager sandeepa@cssindiagroup.com
Vipin KV Executive - Operations blrdocs@cssindiagroup.com

COCHIN
Latha Ashokan    Branch Manager      latha@cssindiagroup.com
Betsy George Executive Accounts  bini@cssindiagroup.com
Blessy George Executive-Documentation docs_cok@cssindiagroup.com
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LUCKY WINNER
As part of our continuous commitment to the freight forwarding 
fraternity, CSS initiated a thank you scheme over 6 years ago, 
whereby one lucky name out of the scores of business cards that are 
dropped into the raffle bowls placed at the Delivery Order Counter 
will be rewarded with a gift.

The winner picked selected and rewarded for the months of 
December 2015 and January 2016 was Mushraf Ali from Gulf 
Cargo LLC. who walked away with gift vouchers worth AED 200 
from Carrefour, presented by Sasikala, Senior Executive- Corporate 
communications, CSS Dubai

Thampies Jose Punnakkattu-Air Freight
given by Baiju Sadanand- Manager, Air 
freight operations

CSS GROUP - 
EMPLOYEES OF 

THE MONTH
 JANUARY 2016
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NORTHERN DEFENDER 494S 2-Mar                   4-Mar
NORTHERN DEFENDER 495S 9-Mar                   11-Mar
NORTHERN DEFENDER 460S 16-Mar                   18-Mar
NORTHERN DEFENDER 461S 23-Mar                   25-Mar
NORTHERN DEFENDER 462S 30-Mar                   1-Apr
NORTHERN DEFENDER 463S 6-Apr                   8-Apr
NORTHERN DEFENDER 464S 13-Apr                   15-Apr
NORTHERN DEFENDER 465S 20-Apr                   22-Apr
HYUNDAI BANGKOK 059W  3-Mar                  17-Mar
HYUNDAI GENERAL 562W  10-Mar                  24-Mar
HYUNDAI HIGHNESS 543W  17-Mar                  31-Mar
HYUNDAI COLOMBO 076W  24-Mar                  7-Apr
HYUNDAI JAKARTA 065W  31-Mar                  14-Apr
HYUNDAI CONFIDENCE 542W  7-Apr                  21-Apr
MSC FAUSTINA 608E   28-Feb                 19-Mar
MSC EMANUELLA 609E   4-Mar                 24-Mar
MSC CAPELLA 610E   11-Mar                 31-Mar
MSC KALINA 611E   18-Mar                 7-Apr
MSC SAVONA 612E   25-Mar                 14-Apr
CEZANNE  1605    7-Mar                2-Apr
MAERSK SARAT 1605    14-Mar                9-Apr
DALI 1605    21-Mar                16-Apr
MAERSK SALTORO 1605    28-Mar                23-Apr
MARY MAERSK 614E    4-Apr                30-Apr
MAERSK SKARSTIND 1605    11-Apr                7-May
MODIGLIANI 1607    18-Apr                14-May
MAERSK SHAMS 1607    25-Apr                21-May
APL MIAMI 18     7-Mar               29-Mar
APL VANCOUVER 23     14-Mar               5-Apr
APL COLUMBUS 17     21-Mar               12-Apr
APL DETROIT 16     28-Mar               19-Apr
APL SANTIAGO 16     4-Apr               26-Apr
APL CHARLESTON 20     11-Apr               3-May
MOL COSMOS 48     18-Apr               10-May
APL MIAMI 17     25-Apr               17-May
OEL COLOMBO 415S      29-Feb              27-Mar
OEL COLOMBO 416S      7-Mar              3-Apr
OEL COLOMBO 417S      14-Mar              10-Apr
OEL COLOMBO 418S      21-Mar              17-Apr
OEL COLOMBO 419S      28-Mar              24-Apr
OEL COLOMBO 420S      4-Apr              1-May
OEL COLOMBO 421S      11-Apr              8-May
OEL COLOMBO 422S      18-Apr              15-May
HYUNDAI BANGKOK 059W       2-Mar             17-Mar
HYUNDAI GENERAL 562W       9-Mar             24-Mar
HYUNDAI HIGHNESS 543W       16-Mar             31-Mar
HYUNDAI COLOMBO 076W       23-Mar             7-Apr
HYUNDAI JAKARTA 065W       30-Mar             14-Apr
HYUNDAI CONFIDENCE 542W       6-Apr             21-Apr
HYUNDAI FREEDOM 538W       13-Apr             28-Apr
HYUNDAI BANGKOK 060W       20-Apr             5-May
HYUNDAI GENERAL 562W        6-Mar            24-Mar
HYUNDAI HIGHNESS 543W        13-Mar            31-Mar
HYUNDAI COLOMBO 076W        20-Mar            7-Apr
HYUNDAI JAKARTA 065W        27-Mar            14-Apr
HYUNDAI CONFIDENCE 542W        3-Apr            21-Apr
HYUNDAI FREEDOM 538W        10-Apr            28-Apr
HYUNDAI BANGKOK 060W        17-Apr            5-May
HYUNDAI GENERAL 563W        24-Apr            12-May
HYUNDAI GENERAL 562W         7-Mar           25-Mar
HYUNDAI HIGHNESS 543W         14-Mar           1-Apr
HYUNDAI COLOMBO 076W         21-Mar           8-Apr
HYUNDAI JAKARTA 065W         28-Mar           15-Apr
HYUNDAI CONFIDENCE 542W         4-Apr           22-Apr
HYUNDAI FREEDOM 538W         11-Apr           29-Apr
HYUNDAI BANGKOK 060W         18-Apr           6-May
HYUNDAI GENERAL 563W         25-Apr           13-May
BUXCONTACT 1619          28-Feb          3-Mar
BUXCONTACT 1621          6-Mar          10-Mar
BUXCONTACT 162          13-Mar          17-Mar
BUXCONTACT 1625          20-Mar          24-Mar
BUXCONTACT 1627          27-Mar          31-Mar
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ABOVE MENTIONED ARE TENTATIVE VESSELS AND ARE SUBJECT TO CHANGE.  
    

BUXCONTACT 1629          3-Apr          7-Apr
BUXCONTACT 1631          10-Apr          14-Apr
BUXCONTACT 1633          17-Apr          21-Apr
MAERSK SALTORO 1602           7-Mar         11-Mar
MAERSK STADELHORN 1602           14-Mar         18-Mar
MAERSK SKARSTIND 1602           21-Mar         25-Mar
MODIGLIANI 1602           28-Mar         1-Apr
MAERSK SHAMS 1604           4-Apr         8-Apr
CEZANNE  1604           11-Apr         15-Apr
MAERSK SARAT 1604           18-Apr         22-Apr
DALI 1604           25-Apr         29-Apr
MAERSK KINLOSS 1603            5-Mar        29-Mar
MAERSK PITTSBURGH 1603            12-Mar        5-Apr
MAERSK HARTFORD 1603            19-Mar        12-Apr
MAERSK ATLANTA 1603            26-Mar        19-Apr
MAERSK CHICAGO 1605            2-Apr        26-Apr
MAERSK KENSINGTON 1605            9-Apr        3-May
MAERSK DETROIT’ 1605            16-Apr        10-May
MAERSK DENVER 1605            23-Apr        17-May
HYUNDAI GENERAL 562W             5-Mar       24-Mar
HYUNDAI HIGHNESS 543W             12-Mar       31-Mar
HYUNDAI COLOMBO 076W             19-Mar       7-Apr
HYUNDAI JAKARTA 065W             26-Mar       14-Apr
HYUNDAI CONFIDENCE 542W             2-Apr       21-Apr
HYUNDAI FREEDOM 538W             9-Apr       28-Apr
HYUNDAI BANGKOK 060W             16-Apr       5-May
HYUNDAI GENERAL 563W             23-Apr       12-May
EVER LOYAL 014W                7-Mar    28-Mar
EVER LIFTING 005W                14-Mar    4-Apr
EVER LOGIC 018W                21-Mar    11-Apr
EVER LOTUS 013W                28-Mar    18-Apr
EVER LEGACY 015W                4-Apr    25-Apr
EVER LENIENT 014W                11-Apr    2-May
EVER LIVEN 015W                18-Apr    9-May
HYUNDAI BANGKOK 059W                 7-Mar   17-Mar
HYUNDAI GENERAL 562W                 14-Mar   24-Mar
HYUNDAI HIGHNESS 543w                 21-Mar   31-Mar
HYUNDAI COLOMBO 076w                 28-Mar   7-Apr
HYUNDAI JAKARTA 065W                 4-Apr   14-Apr
HYUNDAI CONFIDENCE 542W                 11-Apr   21-Apr
HYUNDAI FREEDOM 538W                 18-Apr   28-Apr
HYUNDAI BANGKOK 060W                 25-Apr   5-May
CMA CGM CARMEN  073EPE                  7-Mar  3-Apr
CMA CGM AMAZON 075EPE                  14-Mar  13-Apr
CMA CGM TOSCA 077EPE                  20-Mar  16-Apr
UASC AL KHOR  079EPE                  27-Mar  23-Apr
CMA CGM THAMES 081EPE                  3-Apr  30-Apr
CMA CGM SAMSON 083EPE                  10-Apr  7-May
HYUNDAI HIGHNESS 543W                   6-Mar 1-Apr
HYUNDAI COLOMBO 076W                   13-Mar 8-Apr
HYUNDAI JAKARTA 065W                   20-Mar 15-Apr
HYUNDAI CONFIDENCE 542W                   27-Mar 22-Apr
HYUNDAI FREEDOM 538W                   3-Apr 29-Apr
HYUNDAI BANGKOK 060W                   10-Apr 6-May
HYUNDAI GENERAL 563W                   17-Apr 13-May
HYUNDAI HIGHNESS 544W                   24-Apr 20-May
HYUNDAI BANGKOK 059W              8-Mar      17-Mar
HYUNDAI GENERAL 562W              15-Mar      24-Mar
HYUNDAI HIGHNESS 543W              22-Mar      31-Mar
HYUNDAI COLOMBO 076W              29-Mar      7-Apr
HYUNDAI JAKARTA 065W              5-Apr      14-Apr
HYUNDAI CONFIDENCE 542W              12-Apr      21-Apr
HYUNDAI FREEDOM 538W              19-Apr      28-Apr
HYUNDAI BANGKOK 060W              26-Apr      5-May
MAERSK SHAMS 1605               5-Mar     26-Mar
CEZANNE  1605               12-Mar     2-Apr
MAERSK SARAT 1605               19-Mar     9-Apr
DALI 1605               26-Mar     16-Apr
MAERSK SALTORO 1605               2-Apr     23-Apr
MARY MAERSK 614E               9-Apr     30-Apr
MAERSK SKARSTIND 1605               16-Apr     7-May
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MAERSK SALTARO 1604 28-Feb           26-Mar              
MAERSK STADELHORN 1604 6-Mar           2-Apr              
MAERSK SKARSTIND 1604 13-Mar           9-Apr              
MODIGLIANI 1606 20-Mar           16-Apr              
MAERSK SHAMS 1606 27-Mar           23-Apr              
CEZAANE 1606 3-Apr           30-Apr              
MAERSK SARAT 1606 10-Apr           7-May              
DALI 1606 17-Apr           14-May              
HYUNDAI HIGHNESS 543E 1-Apr 2-Apr                        
HYUNDAI COLOMBO 076E 8-Apr 9-Apr                        
HYUNDAI JAKARTA 065E 15-Apr 16-Apr                        
HYUNDAI CONFIDENCE 542E 22-Apr 23-Apr                        
HYUNDAI FREEDOM 538E 29-Apr 30-Apr                        
MAERSK SALTARO 1604 28-Feb                    5-Mar     
MAERSK STADELHORN 1604 6-Mar                    12-Mar     
MAERSK SKARSTIND 1604 13-Mar                    19-Mar     
MODIGLIANI 1606 20-Mar                    26-Mar     
MAERSK SHAMS 1606 27-Mar                    2-Apr     
CEZAANE 1606 3-Apr                    9-Apr     
MAERSK SARAT 1606 10-Apr                    16-Apr     
MAERSK INDUS  1604 29-Feb     15-Mar                    
MAERSK DANUBE 1604 7-Mar     22-Mar                    
CHARLOTTE SCHULTE 1604 14-Mar     29-Mar                    
MAERSK EUPHRATES  1604 21-Mar     8-Apr                    
WIDE ALPHA 1604 28-Mar     12-Apr                    
GREAT 1606 4-Apr     19-Apr                    
MAERSK GANGES 1604 11-Apr     26-Apr                    
MAERSK ELGIN 1504 18-Apr     3-May                    
NORTHERN DEFENDER 495n 5-Mar    8-Mar                     
NORTHERN DEFENDER 460N 12-Mar    15-Mar                     
NORTHERN DEFENDER 461N 19-Mar    22-Mar                     
NORTHERN DEFENDER 462N 26-Mar    29-Mar                     
NORTHERN DEFENDER 463N 2-Apr    5-Apr                     
NORTHERN DEFENDER 464N 9-Apr    12-Apr                     
NORTHERN DEFENDER 465N 16-Apr    19-Apr                     
NORTHERN DEFENDER 466N 23-Apr    26-Apr                     
NYK ATLUS 86 4-Mar        5-Mar                 
NYK TERRA 50 11-Mar        12-Mar                 
NYK ARTEM 87 18-Mar        19-Mar                 
NYK THESEUS 39 25-Mar        26-Mar                 
HANJIN BALTIMORE 83 4-Apr        5-Apr                 
MAERSK TAIKUNG 1604 5-Mar   20-Mar                      
MAERSK GUAYAQUIL 1604 12-Mar   27-Mar                      
MAERSK TAURUS 1606 19-Mar   3-Apr                      
MAERSK SEOUL 1606 26-Mar   10-Apr                      
MAERSK GUATEMALA 1606 2-Apr   17-Apr                      
MAERSK TANJONG 1606 9-Apr   24-Apr                      
MAERSK TUKANG 1606 16-Apr   1-May                      
MAERSK TAIKUNG 1606 23-Apr   8-May                      
CMA CGM THAMES 066EPW 7-Mar             7-Apr            
CMA CGM SAMSON  068EPW 14-Mar             14-Apr            
CMA CGM OTELLO 070EPW 21-Mar             21-Apr            
CMA CGM URAGUAY 072EPW 28-Mar             28-Apr            
CMA CGM CARMEN 074EPW 4-Apr             5-May            
CMA CGM AMAZON 076EPW 11-Apr             12-May            
CMA CGM TOSCA 078EPW 18-Apr             19-May            
NICOLINE MAERSK 1606 3-Mar         18-Mar                
SAFMARINE NGAMI 1605 10-Mar         25-Mar                
TG POSEIDON  1607 17-Mar         1-Apr                
NORTHERN ENDEAVOUR  1607 24-Mar         8-Apr                
SAFMARINE NYASSA 1611 31-Mar         15-Apr                
NICOLINE MAERSK 1608 7-Apr         22-Apr                
SAFMARINE NGAMI 1607 14-Apr         29-Apr                
TG POSEIDON  1609 21-Apr         6-May                
BATAM TRADER 22 6-Mar                  8-Mar       
BATAM TRADER 23 13-Mar                  15-Mar       
BATAM TRADER 24 20-Mar                  22-Mar       
BATAM TRADER 25 27-Mar                  29-Mar       
BATAM TRADER 26 3-Apr                  5-Apr       
BATAM TRADER 27 10-Apr                  12-Apr       
HE DEBUSSY 1603 4-Mar       9-Mar                  
RICHARD RICKMERS 1603 11-Mar       16-Mar                  
QUADRIGA 1606 18-Mar       23-Mar                  
KATHARINA 1606 25-Mar       30-Mar                  
QUADRIGA 1605 4-Apr       9-Apr                  
MAERSK IZMIR 1606 11-Apr       16-Apr                  
GREAT 1606 18-Apr       23-Apr                  
NINGBO EXPRESS 073W 2-Mar                         17-Mar
APL OREGON 040W 9-Mar                         24-Mar
OOCL ANTWERP 076W 16-Mar                         31-Mar
OOCL ITALY 058W 23-Mar                         7-Apr
OSAKA EXPRESS 062W 30-Mar                         14-Apr
DALIAN EXPRESS 092W 6-Apr                         21-Apr
OOCL KUALA LAMPUR 081W 13-Apr                         28-Apr
HYUNDAI HIGHNESS 543E 1-Apr               3-Apr          
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HYUNDAI COLOMBO 076E 8-Apr               10-Apr          
HYUNDAI JAKARTA 065E 15-Apr               17-Apr          
HYUNDAI CONFIDENCE 542E 22-Apr               24-Apr          
HYUNDAI FREEDOM 538E 29-Apr               1-May          
HYUNDAI BANGKOK 060E 5-Apr               7-Apr          
HYUNDAI GENERAL 536E 12-Apr               14-Apr          
BUX CONTACT 1620 2-Mar                4-Mar         
BUX CONTACT 1622 9-Mar                11-Mar         
BUX CONTACT 1624 16-Mar                18-Mar         
BUX CONTACT 1626 23-Mar                25-Mar         
BUX CONTACT 1628 30-Mar                1-Apr         
BUX CONTACT 1630 6-Apr                8-Apr         
BUX CONTACT 1632 13-Apr                15-Apr         
BUX CONTACT 1634 20-Apr                22-Apr         
MAERSK TAIKUNG 1604 5-Mar              11-Mar           
MAERSK GUAYAQUIL 1604 12-Mar              18-Mar           
MAERSK TAURUS 1606 19-Mar              25-Mar           
MAERSK SEOUL 1606 26-Mar              1-Apr           
MAERSK GUATEMALA 1606 2-Apr              8-Apr           
MAERSK TANJONG 1606 9-Apr              15-Apr           
MAERSK TUKANG 1606 16-Apr              22-Apr           
MAERSK TAIKUNG 1606 23-Apr              29-Apr           
MAERSK INDUS  1602 29-Feb  16-Mar            3/6           
MAERSK DANUBE 1602 7-Mar  23-Mar                       
CHARLOTTE SCHULTE 1602 14-Mar  30-Mar                       
MAERSK EUPHRATES  1602 21-Mar  6-Apr                       
WIDE ALPHA 1603 28-Mar  13-Apr                       
GREAT 1604 4-Apr  20-Apr                       
MAERSK GANGES 1604 11-Apr  27-Apr                       
HE DEBUSSY 1603 4-Mar      25-Jan                   
RICHARD RICKMERS 1603 11-Mar      1-Feb                   
QUADRIGA 1606 18-Mar      8-Feb                   
MAERSK IZMIR 1606 25-Mar      15-Feb                   
THORSKY 008N 2-Mar                       4-Mar  
THORSKY 009N 9-Mar                        11-Mar  
THORSKY 010N 16-Mar                       18-Mar  
THORSKY 011N 23-Mar                       25-Mar  
THORSKY 012N 30-Mar                       1-Apr  
THORSKY 013N 6-Apr                       8-Apr  
THORSKY 014N 13-Apr                       15-Apr  
MAERSK TAIKUNG 1604 5-Mar            29-Mar             
MAERSK GYAYAQUIL 1604 12-Mar            6-Apr             
MAERSK TAURUS 1606 19-Mar            7-Apr             
MAERSK SEOUL 1606 26-Mar            14-Apr             
MAERSK GUATEMALA 1606 2-Apr            27-Apr             
MAERSK TANJONG 1606 9-Apr            28-Apr             
MAERSK TUKANG 1606 16-Apr            5-May             
MAERSK TAIKUNG 1606 23-Apr            18-May             
CMA CGM THAMES 066EPW 6-Mar                      5-Apr   
CMA CGM SAMSON  068EPW 14-Mar                      13-Apr   
CMA CGM OTELLO 070EPW 21-Mar                      20-Apr   
CMA CGM URAGUAY 072EPW 28-Mar                      27-Apr   
CMA CGM CARMEN 074EPW 4-Apr                      4-May   
CMA CGM AMAZON 076EPW 11-Apr                      11-May   
CMA CGM TOSCA 078EPW 18-Apr                      18-May   
OOCL QINGDAO 115E 22-Mar                     24-Mar    
OOCL NINGBO 117E 29-Mar                     31-Mar    
COSCO KOREA 044E 5-Apr                     7-Apr    
COSCO MALAYSIA 050E 12-Apr                     14-Apr    
COSCO VIETNAM 023E 19-Apr                     21-Apr    
OOCL QINGDAP 116E 26-Apr                     28-Apr    
JULIE DELMAS 0919WS 5-Mar                 23-Mar        
MARIE DELMAS 0939WS 12-Mar                 30-Mar        
OSAKA TRADER  0959WS 19-Mar                 6-Apr        
CMA CGM LA TOUR 0979WS 26-Mar                 13-Apr        
JULIE DELMAS 0999WS 2-Apr                 20-Apr        
MARIE DELMAS 1019WA 9-Apr                 27-Apr        
OSAKA TRADER  1039WA 16-Apr                 4-May        
CHARLOTTE SCHULTE 1603 2-Mar          15-Mar               
MAERSK EUPHRATES  1603 9-Mar          22-Mar               
WIDE ALPHA 1603 16-Mar          29-Mar               
GREAT 1605 23-Mar          6-Apr               
MAERSK GANGES 1605 30-Mar          13-Apr               
MAERSK ELGIN 1603 6-Apr          20-Apr               
MAERSK DETROIT 1604 28-Feb                   28-Mar      
MAERSK DENVER 1604 6-Mar                   4-Apr      
MAERSK MEMPHIS 1604 13-Mar                   11-Apr      
MAERSK COLUMBUS 1604 20-Mar                   18-Apr      
MAERSK KINLOSS 1604 27-Mar                   25-Apr      
MAERSK PITTSBURGH 1604 3-Apr                   2-May      
MSC BARI  4-Mar                        29-Mar 
MSA ROSA  11-Mar                        5-Apr 
MSC BETTINA  18-Mar                        12-Apr 
MSC GENOVA  25-Mar                        19-Apr 
MSC DANIT  1-Apr                        26-Apr 
MSC PALOMA  8-Apr                        3-May 
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 TOP MANAGEMENT  
T S Kaladharan Chairman kala@cssdubai.com  
Anil Kumar Director - Finance & Admin anil@cssdubai.com
Raj George Senior V P - Projects, Oil & Energy george@cssdubai.com
Ahmed Al Rais Senior V P - Airfreight ahmed@cssdubai.com
Sreenath V Sr. GM - Projects Oil & Energy / Ops sreenath@cssdubai.com

Siby C Kurian Sr. GM - Sales & Marketing siby@cssdubai.com
Ajay Krishnan Sr. GM - Freight forwarding & Key Info. Dept. ajay@cssdubai.com
Arjun Bose Director - CSS Abu Dhabi arjun@cssabudhabi.com
Chandrakala (CK) Manager Operations - Ocean Freight ckala@cssdubai.com

Middle East

Consolidated Shipping Services L.L.C.
Corporate Office, P.O. Box 27802, Dubai, UAE
Tel: +971 4 3248884, Fax: +971 4 3249994 
Email: info@cssdubai.com

Dubai International Airport Cargo Gateway (Dubai Cargo Village) 
P.O. Box 27802, Dubai, UAE
Tel: +971 4 2826176, Fax: +971 4 2826179 
Email: info@cssdubai.com

Consolidated Shipping Logistics Centre 1– CFS
P.O. Box 61334, N402, Jebel Ali, Dubai, UAE
Tel: +971 4 8872333, Fax: +971 4 8872335 
Email: cfsoperations@cssdubai.com

Consolidated Shipping Logistics Centre 2 – SCM 
P.O. Box 18595, N602, Jebel Ali, Dubai, UAE
Tel: +971 4 8873999, Fax: +971 4 8818696 
Email: info@fmcglogistics.net

Consolidated Shipping Services L.L.C. Abu Dhabi
P.O. Box 32454, Abu Dhabi, UAE, Tel: +971 2 6431717, Fax: +971 2 6431919 
Email: info@cssabudhabi.com

Consolidated Shipping Services W.L.L. Bahrain
P.O. Box 2209, Manama, Bahrain
Tel: +973 17540106, Fax: +973 17540107 
Email: info@cslbahrain.com

P.O. Box 27802, Warehouse No. 801-WH11 
Al Quoz Industrial first, Dubai, 
Tel:  +971 4 3217388, Fax: +971 4 2223445
Email : info@csshomeward.com

www.cssgroupsite.com

CONTACTS

Govind Manral Coordinator govind@cssdubai.com
Osama Amli Customs Documentation osama@cssdubai.com
Ratheesh Nair Operations Executive ratheesh@cssdubai.com
SALES PLUS
Arun Jayakumar Asst. Manager arunjayakumar@cssdubai.com
Ashok Sankar Sr. Coordinator ashoks@cssdubai.com 
Rashmi Praveen Coordinator rashmip@cssdubai.com
Ramanathan Palaniappan Coordinator ram@cssdubai.com
SALES (TEAM JEBEL ALI) 1  
Hinna Hussain Team Manager hinna@cssdubai.com
Vibin George Sr.Sales Executive vibin@cssdubai.com
Sanjeev Kumar Sr.Sales Executive sanjeev@cssdubai.com
Richard Salvious Coordinator s.richard@cssdubai.com
Steffin John Coordinator steffin@cssdubai.com
NVOCC & CFS OPERATIONS  
Don Raveendran Asst. Manager – NVOCC & CFS Ops. don@cssdubai.com
Vishnu Nazir Team Leader NVOCC Operations vishnu@cssdubai.com
Jayandan P I Team Leader CFS Operations jayandan@cssdubai.com
FREIGHT FORWARDING OPERATIONS
Ambili Don Asst. Manager-Forwarding Ops. ambilidon@cssdubai.com
Udheesh Team Leader- Forwarding Ops. udheesh@cssdubai.com
CUSTOMS DOCUMENTATION 
Rowmahs Supervisor rowmahs@cssdubai.com
Shijeesh Customs Documentation shijeesh@cssdubai.com
SUPPLY CHAIN MANAGEMENT  
Rajesh Chakiat  General Manager – Supply Chain rajeshc@cssdubai.com  
Hareesh M Haridas Manager - 3PL hareesh@cssdubai.com 
Sunil Kumar Warehouse Supervisor sunil@fmcglogistics.net
Nisha Murali Coordinator - Logistics nisha@fmcglogistics.net 
Ajith V Jr. Coordinator - Operations  ajith@fmcglogistics.net
Aneesh Nair Jr. Coordinator - Logistics aneesh@fmcglogistics.net
LAND TRANSPORT  
Sudhir R Supervisor sudhir@cssdubai.com
Pramod Kumar  Coordinator (FCL) pramod@cssdubai.com
Renjith Pushpasagaran Coordinator (LCL) renjithp@cssdubai.com
FINANCE 
Sanjeev Sasidharan Manager- Finance sanjeevsasi@cssdubai.com
S. Subhashini Credit Controller subhashini@cssdubai.com
HR & ADMIN.
Susanth Shekar Manager - HR susanth@cssdubai.com
Shelly Varkey John Manager - Admin shelly@cssdubai.com
Cheryl Annes Executive Secretary - Chairman’s Office cherylannes@cssdubai.com
Hassan Haji PRO hassan@cssdubai.com
Rejani.S Pillai H.R Coordinator rejani@cssdubai.com 
INFORMATION TECHNOLOGY  
Biju Damodaran Sr. Network Engineer biju@cssdubai.com
Arunkumar S Network Engineer aruns@cssdubai.com
CSS HOMEWARD BOUND Moving & Relocation, Industrial Packing/ Lashing & Crating 
Syed Zeeshan General Manager-Relocations syed@csshomeward.com
Gillian Alexander Operations Manager gillian@csshomeward.com
Shahrukh Khalid  Business Development Manager  shahrukh@csshomeward.com

MARKETING AND CORPORATE COMMUNICATIONS  
Unnikrishnan G Head- Mktg & Corp. Comm. unni@cssdubai.com
Sasikala (SK) Senior Executive- Corp. Comm. sk@cssdubai.com
SALES (DUBAI) 1  
Rosh Manoli Team / RDM - (North America) roshmon@cssdubai.com
Ebie Babu  Business Development Manager ebie@cssdubai.com
Anoop Jose Sales Executive anoop@cssdubai.com
Vysakh P.S. Coordinator vysakh@cssdubai.com
Abith T.S Coordinator abith@cssdubai.com
SALES (DUBAI) 2  
Richard Varghese BDM - Team Head richard@cssdubai.com
Rajesh Kandiyan BDM rajeshk@cssdubai.com
Nishad Radhakrishnan  Sales Executive nishad@cssdubai.com
Arif Suleman Khatri Coordinator arifs@cssdubai.com
Lin Jacob Coordinator lin@cssdubai.com
SALES (NVOCC)  
Fida Asghar  Team Manager - NVOCC fida@cssdubai.com
Kiran Cherian Team Leader kiranc@cssdubai.com
Ranjith Haridas Team Leader ranjitharidas@cssdubai.com
Anuraj TC Sales Executive anuraj@cssdubai.com
Shivkaushik Raj Sales Executive shiva@cssdubai.com
Sherin E Vincent Sales Coordinator sherin@cssdubai.com
Merlin Raj                              Sales Coordinator merlin@cssdubai.com
Noble Johnson  Sales Coordinator noble@cssdubai.com
Rahul Haridas Sales Coordinator rahulh@cssdubai.com
Arathi Coordinator arathi@cssdubai.com
Athira Coordinator athira@cssdubai.com
TEAM FORWARDING
Tasleem S Patka  BDM tasleem@cssubai.com 
Sindhu Nair BDM sindhu@cssdubai.com
Bitto Babu Sales Executive bitto@cssdubai.com 
Girish Kumar Sr. Coordinator- Sales girish@cssdubai.com
Srinivasan Coordinator- Sales srinivasan@cssdubai.com 
Sudeshna Mukherjee Coordinator- Sales shubham@cssdubai.com
PRICING / KEY INFORMATION DESK
Thomas Mathew Manager- Key Information Desk thomas@cssdubai.com
Aparna Renjit Team Leader- Key Information Desk aparnar@cssdubai.com 
Rishi R Prasad Coordinator - Pricing  rishi@cssdubai.com
Godson Raphael Coordinator- Key Information Desk godosn@cssdubai.com
Arjun George Eapen Coordinator garjun@cssdubai.com 
AIR FREIGHT  
Baiju Sadanand Manager - Operations baiju@cssdubai.com
Suranga Asst. Manager - Operations suranga@cssdubai.com
Shijo Operations Assistant-Imports   shijo@cssdubai.com
Thambies Operations Assistant-Exports  thambies@cssdubai.com
Ajo Andrews Warehouse In  charge cssaptwh@cssdubai.com
PROJECTS, OIL & ENERGY   
Ahmad Fuad Sr. BDM  fuad@cssdubai.com
Sajith Vijayan Manager - Operations sajithv@cssdubai.com
Ameet Challa Coordinator ameet.challa@cssdubai.com 
Renuka Menon Coordinator  renuka@cssdubai.com

P.O Box 513258, Warehouse M4-09 
SAIF Zone- Sharjah, UAE.
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Console Shipping Services India Pvt. Ltd.-Ahmedabad
904-Shree Balaji Heights, B/S-IDBI Bank, Nr. Body Line,C.G.Road, Ellisbridge, 
Ahmedabad-380 006, Tel: +91 79 40390800/02/03/04, Mobile: +91 95864 20770
Email: kaushikm@cssindiagroup.com  
Console Shipping Services India Pvt. Ltd. – Bangalore
Suite 305,  III Floor,  Sophia’s Choice, No.7, St. Mark’s Road, Bangalore - 560001
Tel: +91 80 22133011, Fax: +91 80 42110133 
Email: mailblr@cssindiagroup.com
Console Shipping Services India Pvt. Ltd. – Chennai
Door No. 151, New Corporation Door No. 132, First Floor 
“Gee Gee Emerald” Commercial Complex, Valluvarkottam High Road 
Nungambakkam, Chennai 600 034, Tel : 044 28171511/ 28174512/ 28173481/ 28170515
Email: mailchennai@cssindiagroup.com
Console Shipping Services India Pvt. Ltd. – Cochin
Ground Floor, CCHAA Building, Indira Gandhi Road, 
W / Island, Cochin – 682009, Telefax: +91 484 2667693 / 2667698 
Email: mailcochin@cssindiagroup.com
Console Shipping Services India Pvt. Ltd. – Coimbatore
No.110, Rajpriya Avenue, #41-A&B, Avinashi Road, 
Civil Aerodrome Post, Coimbatore- 641014 / INDIA, Tel : +91 422 4394142
Email: ctraj@cssindiagroup.com

Console Shipping Services India Pvt. Ltd. – Delhi
A – 85, DDA Sheds, 2nd Floor, Okhla Industrial Area, Phase II, 
New Delhi - 110020
Tel: +91 11 40589900, Fax: + 91 11 40589988 
Email: maildelhi@cssindiagroup.com

Console Shipping Services India Pvt. Ltd. – Mumbai
Suite # 102, First Floor, Sai Samarth Building, 
Deonar, Mumbai - 400088
Tel: +91 22 42212800, Fax: +91 22 42212899 
Email: mailmumbai@cssindiagroup.com

Console Shipping Services India Pvt. Ltd. – Tirupur
NO:7/5,Ganga Nagar, 2nd Street, “MY CAPS” Building 3rd Floor
Behind Hotel Angel, Tirupur-641 602.
Tel: +91 421 2236025/2236302, Fax:+91 421 4332347
Email: mailtirupur@cssindiagroup.com

Console Shipping Services India Pvt. Ltd. – Tuticorin
No. 5A/179G, Caldwell Colony, 2nd Street [ West ],
Tuticorin - 628008  
Tel/ Fax : 0461 2377088, Mobile. +91 8220009788  
Email: mailtuti@cssindiagroup.com

Indian Sub Continent

Fahad Masood  Operations Executive  fahad@csshomeward.com
Aileen Kitain Sales Coordinator aileen@csshomeward.com
Jennifer Sales Coordinator  jennifer@csshomeward.com
Donna May Sta. Barbara Move Consultant/Surveyor donna@csshomeward.com
CONSOLIDATED SHIPPING SERVICES L.L.C. ABU DHABI  
Renjith B Pillai Branch Manager renjith@cssabudhabi.com
Midhun George Sales Manager midhun@cssabudhabi.com 
Amal Hareendran Asst. Manager- Ops. & Cust. Service amal@cssabudhabi.com 
Githesh T.K. Accountant githesh@cssabudhabi.com
Rajneesh Radhakrishnan Sr. Sales Executive rajneesh@cssabudhabi.com
Prakash Shetty Sr. Sales Executive prakash@cssabudhabi.com
Arun Pattath Ramachandran Sr. Sales Executive arunpattath@cssabudhabi.com
Fayaz Abdulla  Sales Executive fayaz@cssabudhabi.com
Arun Kuriakose Sales Executive- NVOCC arunk@cssabudhabi.com
Thomas George Sales Executive- NVOCC thomasgeorge@cssabudhabi.com
Litty Abraham Sales Coordinator litty@cssabudhabi.com
Prince P Chandran Sales Coordinator princep@cssabudhabi.com
Derick Livera Sales Coordinator derick@cssabudhabi.com
Sonu Soman  Sales Coordinator sonu@cssabudhabi.com
Bisha  Eappen Sales Coordinator- NVOCC bisha@cssabudhabi.com
Diyala Nasser  Operations Supervisor diyala@cssabudhabi.com
Greeshma Nair  Coordinator greeshma@cssabudhabi.com
Supriya Shetty Coordinator supriya@cssabudhabi.com

Roshmer Farook  Transport & Operations Executive  roshmer@cssabudhabi.com
Pramod Maniyan  Customs Clearance Clerk pramodm@cssabudhabi.com 
Ejaz Ahmed  Customs Clearance Clerk ejaz@cssabudhabi.com 
Ann Margaret Receptionist & D/O Counter ann@cssabudhabi.com 
Hussain Usman  Warehouse In Charge warehouse@cssabudhabi.com 
CONSOLIDATED SHIPPING SERVICES W.L.L. BAHRAIN  
Narayan R T  General Manager narayan@cslbahrain.com
Bijesh P.B Sr. Sales Executive bijesh@cslbahrain.com
Shaz. P Sales Executive  shaz@cssbahrain.net
Prasad. N Sales Executive  prasad@cssbahrain.net
Krishna Das Operations Supervisor krishnadas@cslbahrain.com 
Salim Das CFS Operations salim@cslbahrain.com
Vikas Sales Coordinator vikas@cslbahrain.com
Ani. T Customs Documentation ani@cslbahrain.com
Prathap Chandran Accountant prathap@cslbahrain.com
CSS KINGSTON LOGISTICS FZC
Akhil Krishnan Finance akhil@csskingston.com
Sreejith Udayakumar BDM sreejith@csskingston.com
Syed Salman Rizvi BDM syed@csskingston.com
Shijosh Kunjumon BDE shijosh@csskingston.com
Bhanu Nazir Executive - Operations bhanu@csskingston.com
Noel Tacuboy Executive - Operations noel@csskingston.com
Govind Vijayakumar Coordinator govind@csskingston.com

 ASSOCIATES

CONSOLIDATED SHIPPING SERVICES W.L.L. – KUWAIT
Suhair Commercial Centre, Opp. Sharq Fire Station, 1st Floor  
Al-Hilali Street, P.O. Box 12075, Shamiya 71651, Kuwait.
Tel +965 2249 3957, +965  22493960 Abdulrahman Amin Gr. General Manager abdulrahmanamin@csskuwait.com
Fax +965 2249 3956  Dean Landers General Manager dean@csskuwait.com

CONSOLIDATED SHIPPING SERVICES – PAKISTAN
Suite 208, Progressive Square 11-A, Block-6, Asghar Malik Country Manager asghar@css-pk.com
PECHS, Shahrah-e-Faisal, Karachi-75400, Pakistan    imports1@css-pk.com
Tel: +9221-3437 1352 (3-Lines, Fax: +9221-3437 1230)    exports1@css-pk.com

KINGDOM OF SAUDIA ARABIA 
BARWIL AGENCIES LTD FOR SHIPPING (WSS DAMMAM)  Mohammed Siraj Logistics Operations Manager mohammed.siraj@wilhelmsen.com 
Post Box 293, Dammam, 31411, KSA Imtiaz Ali Logistics Operations Supervisor imtiaz.ali@wilhelmsen.com
Telephone : +966 3 833 9975, Fax : +966 3 833 3393 
BARWIL AGENCIES LTD FOR SHIPPING  (WSS RIYADH)  Mohammed Siraj Logistics Operations Manager mohammed.siraj@wilhelmsen.com 
Post Box 21663, Riyadh, 11486, KSA Kunhammed Koya Logistics Operations Supervisor wss.riyadh.logistics@wilhelmsen.com 
Telephone : +966 1 477 3945, Fax :+966 1 477 4376
BINZAGR BARWIL MARINE TRANSPORT COMPANY LTD (WSS JEDDAH)  Mohammed Siraj Logistics Operations Manager mohammed.siraj@wilhelmsen.com
Post Box 208, Jeddah, 21411, KSA Omer Altaf Logistics Operations Supervisor omer.altaf@wilhelmsen.com
Telephone : +966 2 6973343, Fax : +966 2 6971103 

IFS DOHA
P.O. Box 5994, Doha, Qatar Tel: +974 446 67100
Fax: +974 466 7400 Email: doha@intfrtsvcs.com Oliver Hahn Regional Manager oliver.hahn@intfrtsvcs.com

IFS MUSCAT
P.O. Box 2953, Ruwi 112, Sult. Of Oman Tel: +968 24 794100 Vijay Kumar Office Manager vijay.kumar@intfrtsvcs.com
Fax: +968 24 795047 Email: Muscat@intfrtsvcs.com  

HINDUSTAN SHIPPING & CLEARING HOUSE
Ground Floor, CCHAA Building, Indira Gandhi Road,W/ Island, Latha Ashokan Branch Manager latha@cssindiagroup.com 
Cochin – 682009 Telefax: + 91 484 – 2667693/ 98 




