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INNHOLD

Kort om Ulstein gruppen
Gode og dårlige 
markeder i den maritime 
industri – ekstrem 
markedsdynamikk
Implikasjoner og 
konsekvenser av sterk 
markedsdynamikk for 
Ulstein
Krav og utfordringer til 
fartøysdesign og –
byggerier fremover

Problemstilling for seminaret:
Markedssvingninger og usikkerhet –
utfordringer for norsk maritim næring
Kundetilpasning og store variantspekter, små 
serier og prosjektbasert produksjon
Behov for fleksibilitet i det fysiske og det 
organisatoriske produksjonssystemet –
gjennom hele verdikjeden
Norge har tradisjonelt vært bedre rustet til 
fleksibilitet og respons enn konkurrentene i 
lavkostland
Styrke og videreutvikle disse egenskapene vil 
være en viktig pilar for Norges fremtidige 
industriarbeidsplasser
Hvordan bygger vi opp, organiserer og styrer 
produksjonssystem og verdikjeder for å oppnå 
en fleksibilitet og respons evne som gir 
konkurransefortrinn i globale markeder? 
Stimulere til læring og forbedring i egen og 
andres virksomheter, gjennom 
erfaringsutveksling på tvers av industrielle 
sektorer0
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Restrukturering
I 1996 gikk “gamle” Ulstein på børs
I 1998 ble “gamle Ulstein solgt/kjøpt 
opp av Wickers LTD, UK, som senere 
(etter 9 mndr) ble oppkjøpt av Rolls-
Royce Marine, UK
Siden 2001har Ulstein Group ASA 
arbeidet med en strategi om a 
revitalisere selskapets 
skipsbyggingskapasitet og erfaring. 
Denne aktiviteten inngikk ikke i salget 
til Wickers/RR 

Nå situsjonen:
Eies og ledes av tredje generasjon 
Ulstein familiemedlemmer 
Tilbyr ulike produkter og tjenester som 
har å gjøre med fartøydesign, -
konstruksjon og –fabrikasjon 
Antall ansatte har passert 800. Innleid 
personell utgjør 250 tiil 400
Omsetningen ligger på ca 2,5 mrd pr. 
År
Ordrereserver ligger på ca det samme 
nivået

ULSTEIN GRUPPEN ASA
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THE ULSTEIN GROUP

Organization structure
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DEAMAND DRIVERS
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REVENUE MAKING DRIVERS 
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COST DRIVERS
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2012 =Forecasted volumes in 2012, Newbuilding Price index shows latest month value
* Data from Offshore Intelligence Monthly - !! September figures for Construction vessels, 
Life boat/Installation and MSV/DSV/ROV support !!

NB CONTRACTING ACTIVITY AND NB PRICE
INDEX FOR ULSTEIN MARKET SEGMENTS
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Singapore

INTERNATIONALISATION
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ULSTEIN GROUP ASA 
STRATEGIER

Bærekraftig vekst
Internasjonalisering
Innovasjon

Fra et produksjonsorientert- til 
et tjenesteorientert selskap
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Value chain 5-7%

15-20%

25-30%

Assembly Aftermarket/ShippingEngineeringDesign

VALUE CHAIN REFLECTIONS

Network yards

Flexible production and service capacityProfit 
margin

Partner yards

Fabrication
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BUSINESS MODEL FOR FIRMS 
WITH VALUE CHAIN ORIENTATION
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NEW INITIATIVES FOR ACCELERATED 
REVENUE CREATION IN ULSTEIN

Design and equipment 
package sales in HOV and 
SSV in addition to OSV
Exploring new market 
segments
Expanding the HOV, OSV 
and SSV product portfolios
Expanding the value 
creation model with new 
upstream and downstream 
services
Streamlining the business 
area organisations and their 
affiliates
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REDUKSJON AV ENHETSKOSTNAD VED 
GJENBRUK OG DERMED ØKT 
PRODUKSJONSVOLUM
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THE ULSTEIN GROUP

Prospect Development

Concept Design

Basic Design

Detail Engineering

Equipment Package & Logistics

Shipbuilding

Marketing & Sales

Accelerated Business Development

Standardized Designs,
Customized Designs

International design and 
engineering network,
Shipbuilding expertise

Own equipment and externally 
sourced equipment

Global Sales &
Service Network

Own yard,
Partner yards,
Site support,
Commissioning

Solid Business Case,
Relevant Design Criteria

Tender documentation,
Contract documentation

Class approved
drawings

Yard adapted documentation

Integration,
at site on time

Reduced
project risk, 

on time
vessel

delivery

P
ro

je
ct

 M
ak

in
g

Market 
reach

Project Making - Integrating the Value Chain
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TWO DIFFERENT WAYS OF APPROACHING THE 

MARKET! …

Niche market
Ø Low volume
Ø P2P(Person to Person)
Ø Product driven
Ø Technology leadership
Ø EtO design philosophy
Ø Design and equipment 

sales

Mass market
Ø High volume

Ø B2B (Business to Business)
Ø Process driven
Ø Cost leadership

Ø CtO/StO design philosophy
Ø Design and equiment sales

Two different
Customer 
approaches

The Ulstein Group has a tradition of approaching the customer 
from a niche market perspective!

Market

Sustainable Growth
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Making better
compromises !

CONCEPT DEVELOPMENT
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WORK METHODOLOGY - STANDARDIZED VS. CUSTOMIZED DESIGN

CDP is the point in the Value Chain where the customer is decoupled
from decisions related to the configuration of the end-product (the

Order).

Design Engineering
Define
Platforms
& Variants

Configuration
Select Shipyard
& finalize order
documentation

Engineering to Order (EtO)

Standardized to Order (StO)

Configure to Order (CtO)
Customer
Decoupling 
Point (CDP)

Contract

The Value Chain Involvement from the Customer

Consumer led approach Consumer decided approach

Sustainable Growth
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STANDARD CATALOGUE 
VESSEL FAMILY DIMENSIONS

Family mother vessel

Functionality

Variants

Capacity

Capacity range of vessel family

Functionality range 
of vessel family

Mother vessel
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PRODUCTS AND SERVICES 
VALUE CHAIN ELEMENTS

ABD fee

After Sales 
services fee

Equipment
Package fee

Site Support 
fee

Fabrication
Detailed

Engineering
fee

Basic Design 
fee

Brokerage 
fee

Concept
Design fee

Project 
Making fee

?

Different 
customer

Consultancy

Design service

Design and Production service

X-BOW 
licence fee
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DESIGN APPROACH BY 
MARKET SEGMENT

Volume / Market Size

Ve
ss

el
 C

om
pl

ex
ity

Shortsea
1,000-2,000 vessels

per annum

“One-offs”

“Few-offs”

“Series”

Customized
Design

Standardized
Design

Offshore
Support

200-400 vessels
per annum

Heavy
Offshore

10-20 vessels
per annum
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SUCCESS DRIVERS

Best on Project 
Making
Best on Concept 
Development
Best on 
Resourcing and 
Project 
Management

Important enablers:
Basic Design
Pre-Procurement Engineering
Engineering
Lean structures
Effective administration
Core competencies and 
capabilities
Effective 
mobilisation/demobilisation of 
capacities
Fabrication knowledge
Operational knowledge
Commercial knowledge
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CRITICAL SUCCESS FACTORS

Market Pricing
Customer relationships
Innovation power
Scalability of operation 
– project through put
References
Renomé
Quality (time, price, 
style, and delivery)
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DOBBEL SPIRAL TIL Å BESKRIVE VEKSLING 
MELLOM VERTIKAL OG HORISONTAL INDUSTRI OG
DE KREFTER SOM GIR VEKSLING
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