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Survey demographics

OPERATORS*

Types of ownership

B Publicly listed
M Privately held

(family owned)

M Privately held

(not family owned)

Other

C-level, Executive
VPs and similar roles

Operators by types of ships

(multiple responses possible
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Bulk Container Tankers
carrier vessel (crude/product/
chemical, etc.)
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LNG Offshore/ LPG Car carrier

offshore support

*Deep sea commercial shipping operators - across all maritime classes including
tankers, bulk-carriers, container vessels, car carriers, gas carriers (LNG, LPG)
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SURVEY RESPONDENTS ‘ “

FINANCIERS

B Bank B Lessor
B Private equity firm
B Shipping investment

Director L
level Pension fund/other
institutional investor

12%

- CHARTERERS**

0
B Containers
B Commodities — |

M Oil major/energy 28%

company

B Other end user

28%

&
G

**QOil majors, commodities houses, end users
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Jurisdictional coverage

COMPANY TURNOVER
B Upto $250m B $251m - $500m B $501m - $1bn B >1bn

RESPONDENTS’ LOCATIONS

@

Europe,
Middle East
and Africa

Americas
(of which 60%
US and Canada)
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Challenges facing the industry

In your view, what are the biggest challenges for the maritime industry

in the next five years? (1st rank shown)

Military conflict / political instability
Regulatory (tax, governance, disclosure
& transparency requirements)

Regulatory (IMO, health & safety,
environmental regulation, crew welfare)

Access to financing

(availability of providers)

Access to financing (pricing)
New technological requirements
and developments

Impact of Covid-19 / similar
unknown 'black swan' events

International trade tensions
(including sanctions)

Reducing emissions / carbon footprint

All financiers

Slide 4
© Watson Farley & Williams 2021

4%
1%

7%

5%
9%

5%
6%

4%

3%
5%

15%

10%

10%
21%

21%
21%

B All shipowners
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ESG priorities

Please rank your top three ESG priorities in order of importance
for your decision making (1st rank shown)

Pressure on offshore jurisdictions ‘3%

/ onshoring of operations 5%

Financial reporting rS% 10%
. 3%
Social / crew welfare h 199
Diversity targets / board constitution m 18%
(0]
Environmental targets - 30%
end of e assets / ship recycling R 057
Environmental targets - 37%
eficency / emissions & carbon reduciion TN s

All financiers B B All operators
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Some key findings

1.Across all stakeholders and regions - Reducing emissions is the No 1 priority

1.ESG is higher on the agenda for financiers — 90% regard ESG as having some to
crucial important

!g, 1.Financing new technology remains a sticking point

'@‘ 1.Decarbonisation looks set to drive greater collaboration and JVs

1.Almost half of respondents looking to governments to fund clean tech and
research into new fuels

_ﬂ_‘é i 1.Hesitation over adopting new technology — the first mover problem
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All references to ‘Watson Farley & Williams’, ‘WFW’ and ‘the firm’ in this document mean Watson Farley & Williams LLP and/or its Affiliated Entities. Any reference to a
‘partner’ means a member of Watson Farley & Williams LLP, or a member or partner in an Affiliated Entity, or an employee or consultant with equivalent standing and
qualification. The transactions and matters referred to in this document represent the experience of our lawyers. This publication is produced by Watson Farley &
Williams. It provides a summary of the legal issues, but is not intended to give specific legal advice. The situation described may not apply to your circumstances. If you
require advice or have questions or comments on its subject, please speak to your usual contact at Watson Farley & Williams.
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