
Dry bulk 
‘funeral’ 
inspired 
Evermore 
to invest
Financial firm’s David Marcus discusses 
the company’s shipping bets and how 
others are now arriving to share in the 
dry cargo market recovery
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When David Marcus walked into 
his first shipping conference in 
New York City during the early 
days of 2016 he wondered if he was 
at the right event. 

The Baltic Dry Index was at all-
time lows, dry cargo stocks were 
down 90% on average and people 
were acting as if the industry was 
going to implode, the Evermore 
Global Advisors co-founder says.

“Everybody was practically in 
tears. It was amazing,” Marcus 
tells TradeWinds. “The manage-
ment, the main shareholders — be 
they Norwegian or Greek — the 
bankers. I swear, we thought, did 
we go to the wrong place? Are we 
at a funeral?”

The humour was equally dark 
on the day. Star Bulk Carriers pres-
ident Hamish Norton looked at 
Marcus’ name tag and quipped, 
“Evermore? I bet you have nev-
er invested in this industry in 
the history of your firm. If you 
had, your name would not be  
Evermore, it would be Nevermore,” 
Marcus recalls. Only 
after that wry 
remark did 
Norton in-
t r o d u c e 
himself.

INITIAL INVESTMENT: Evermore bought shares in 
Scorpio Bulkers, headed by Robert Bugbee (above left) 
and Emanuele Lauro (above right)  Photos: TradeWinds Events

and a “horrendous balance sheet”. 
“Good and bad, there was no dis-

tinction,” Marcus says. “Everybody 
was just throwing everything out. 
We walked around saying ‘that 
means opportunity’,” he says.

“When you have death and car-
nage in the industry, that is when 
we get excited about a commodity 
or cyclical-type business.”

Marcus decided that while the 
market was down, all the ships 
owned by public dry bulk com-
panies were not going to sink. He 
went away and did a lot of home-
work.

Two months later Scorpio Bulk-
ers launched an equity offering 
designed to lengthen its liquidity 
runway. 

Despite the share sale attract-
ing criticism for diluting existing 
stakeholders, Evermore thought 
the time was right to make its first 
maritime investment.

“We do not have a problem with 
that so long as we are not the vic-
tims of it,” Marcus says. 

“We are coming in as part of 
the dilution of the prior investors, 
who obviously invested too soon, 
because whatever they expected 
to happen didn’t happen.”

When Scorpio Bulkers came 

back to the market for more cap-
ital a short time later, Evermore 
was again a buyer. 

“The reason we started here was 
the more we met with Robert Bug-
bee and Emanuele Lauro, we felt 
they know their business, they 
know it well,” Marcus says.

“They hit rocky patches — like 
many others had — but we liked 
the way they were thinking to 
push out the liquidity runway to 
make sure they could survive.

“We were not making a bet on 
day rates at this point. We were 
just trying to say, who do we 
think are the survivors? That for 
us was the first bet. That’s the low  
hanging fruit — who survives.”

Further dry cargo investments 
have followed in Safe Bulkers, 
Navios Maritime Partners and 
Songa Bulk as Evermore built out 
its shipping book. 

Today the dry bulk market is 
much improved from the dark 
days of early 2016 but — despite 
Evermore seeing a threefold rise 
in its Safe Bulkers holding —  
Marcus does not think it is time  

to cash in his bulker chips yet.
“I think the low hanging fruit 

has been picked. But I don’t think 
we are doing any more than work-
ing our way towards the medi-
um hanging fruit,” he says. “That 
means we are just really starting 
to see the fundamentals pick up.”

Evermore is closely watching 
newbuilding orders for warning 
signs, but Marcus feels contract-
ing is still at rational levels. At the 
same time, the demand picture 
is improving thanks to a slow in-
crease in Chinese imports.

“We did not want to make that 
part of our initial bet,” Marcus 
says. “We always wanted that to 
be the bonus, meaning that when 
you see demand growing that is 
a transformative event for this  
industry. 

“Now that is just at the front 
end, we are not going anywhere. 
China is not off to the races but it 
is coming alive here.”

Evermore still sees “huge upside 
potential” in Scorpio and other 
dry stocks. The view appears to be 
shared by some of Evermore’s US 

While others may have been 
put off by the opening scene, Mar-
cus and his colleague from Ever-
more liked what they saw. “We 
were practically giddy,” he recalls. 

“Why? We had no money work-
ing in these companies. We 

had never invested here 
before. We looked at 

some of the compa-
nies and thought 
this is crazy.”

At the time the 
stock market 
was not differ-
entiating be-
tween a com-
pany with a 
“ h a l f - d e c e n t 

balance sheet, 
strong man-

agement and a 
modern fleet” and 

those with “not 
so great manage-

ment”, an old fleet 
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BULK BUYING: 
Evermore invested 
in dry cargo when 
the market was 
down   

Photo: Bloomberg

 ■ David Marcus began his  
career in the 1980s as a student 
of the renowned investor  
Michael F Price. He went on to 
fund two hedge funds and later 
worked for Swedish tycoon  
Jan Stenbeck and his family.  
In 2009, he co-founded  
Evermore Global Advisors with 
his former Price colleague  
Eric LeGoff. 

 ■ Today, around half of Evermore 
Global Advisors’ $1.25bn book  
is in a mutual fund. It also 
manages certain investments  
for universities, institutional 
investors and family offices. 

 ■Marcus says the company is  
an investor in stressful 
situations. “Generally speaking 
we like breakups, spin-offs 
restructurings and family 
controlled businesses that are 
value creators,” he says. 
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‘NIBBLER’ EVERMORE GETS 
A TASTE FOR TANKERS 
WITH BITES OF FRONTLINE
Evermore Global Advisors 
co-founder David Marcus believes 
conditions in the crude tanker 
market today are similar to those 
experienced in dry cargo when 
the investor first entered shipping 
in early 2016.

“We always say we are nibblers 
not gobblers. A gobbler takes big 
bites,” he says. “We take small 
bites as we do not know where 
the bottom is.”

Evermore’s first taste of 
tanker stocks has been with John 
Fredriksen’s Frontline. While 
Evermore is running at a loss 
with this investment and tanker 
stocks have “fallen off a cliff”, 
Marcus likes the 
look of the industry 
fundamentals, sup-
ported by higher 
scrapping activity.

“We decided we 
really like Front-
line,” he says. “We 
believe John Fre-
driksen, who is the 
main shareholder, 
is an interesting 
character in that 
investors love him 
or don’t love him. 
They pick a side.

“This is one 
of the great value creators in a 
whole host of maritime business-
es over a long period of time. He 
has had ups and downs in a lot of 
his investments, but, hey, there 
is a reason why he is one of the 
richest guys in the world. He has 
created a lot of value.”

While Marcus says Frontline 
is currently “completely out of 
favour” with the investor commu-
nity, Evermore has built a stake of 
about 3%. “Our view is you have 
got to buy them when they hate 
them,” Marcus continues. “They 
hate them, so we are buying.”

He explains Frontline has one 
of the lowest cash breakeven 

levels in the crude tanker market. 
“That answers our first question, 
are they going to be a survivor?” 
he says. “We think they will not 
only be a survivor, they are a 
consolidator.”

When those acquisitions come, 
the investors will return to redis-
cover the company. “Right now, 
whenever we talk to investors 
they say ‘Frontline is yesterday’s 
news’,” Marcus says. “Again, that 
is good news for us, because as 
independent thinkers, if nobody 
is looking at it we should take a 
fresh look.”

Evermore started to get to 
know Frontline Management 

chief executive Robert 
Hvide Macleod over a 
year ago. “Do I talk to 
Robert and say, ‘I’m 
excited we have lost so 
much money’? No. He 
knows we are down but 
he knows we are long-
term investors,” Marcus 
says. “We believe in him 
and in John Fredriksen, 
that in the long run they 
are going to manage 
their part of this indus-
try effectively.”

Such is his confi-
dence in the stock, 

Marcus believes he may end up 
asking himself why he did not buy 
more shares during the present 
window of opportunity. 

“What drives people to start 
loving Fredriksen again? When he 
starts making them money,” Mar-
cus says. “All of a sudden they 
will say they have always been a 
supporter, which is not true.

“We have made our first 
investment in Frontline because 
our view is you are getting it at a 
valuation that is compelling.

“I feel like we are not com-
peting with anybody to buy it. 
Nobody seems to care right now 
and that’s the time to buy.”

DRY BULK PEERS: Star Bulk Carriers president Hamish Norton 
(above left) and Navios Maritime Partners CEO Angeliki Frangou 
(above right)  Photos: TradeWinds Events and Chris Preovolos

JOHN FREDRIKSEN: 
Frontline chairman
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financial peers, who are starting to 
look towards shipping once again. 

“The industry has been burned 
so much, so hard, so fast — the in-
vestors just got wiped out,” Mar-
cus says. “But, at the end of the 
day, investors are thinking, how 
can I make money? It’s not Google, 
Facebook and all those other guys. 
Where is there still value? Guess 
what? Shipping is extremely un-
dervalued, still.”

The investors looking at ship-
ping today include new names 
that could follow Evermore’s lead. 
“It’s not just the same guys who 
got burned,” Marcus says. “Why is 
that? I don’t think there is just an-
other group of suckers out there.

“Scorpio just started paying a 
dividend. It’s tiny but it’s the first 
step towards having a shareholder 
perspective and trying to be a lit-
tle more institutional calibre. It’s  
a huge sea change when you start 
to see companies trying to pay  
dividend.”

He added: “We believe there is 
compelling upside from here. If 
we didn’t think that, we would not 

be here. We do not need to be mar-
ried to these stocks. We are here 
to make returns for our investors, 
with acceptable levels of risk.”

Marcus says “shipping is rife 
with catalysts” but he feels other 
factors could help pull in investors 
still waiting on the sidelines.

“Some companies have weird 
management contracts where if 
they buy or sell a ship management 
gets some sort of a fee,” he says, 
suggesting a commission based on 
profit may be more appropriate.

“Especially when you were 
headed into the crisis, there were 
a lot of deals going on. CEOs and a 
lot of insiders were making a lot of 
cash at the expense of sharehold-
ers. These guys were buying ships 
at all-time highs and getting paid 
a handsome thank you. Every pur-
chase they made was a disaster.”

The more alignment manage-
ment has to shareholders, the 
higher valuations will be, tempt-
ing a longer-term shareholder 
base to come in who are not afraid 
of volatility, Marcus explains. 

Dividend payments, greater 

deals, while Hapag-Lloyd chief 
executive Rolf Habben Jansen is 
seen as “very underrated” and do-
ing a “fantastic job”.

Executives working with Ever-
more were equally complimentary. 
Herman Billung, chief executive of 
Songa Bulk, says: “They have a re-
ally good understanding of this in-
dustry. People like to have them as 
shareholders and I consider them 
supporting long-term investors.” 

Scorpio Bulkers chief Lauro says 
Evermore does its research on the 
industry, the companies and the 
opportunities. “They are not shy 
from giving their opinion but re-
spect the teams they are backing. 
They are people one really wants to 
have success with. Great partners.”

Marcus adds: “When we meet 
management, we are not looking 
for secrets. Our attitude is hors-
es can’t run around the track on 
their own; they need jockeys. We 
are not just buying horses, we are 
buying jockeys. We really have to 
understand who they are. We try 
to get to know the management, 
whether it’s Bugbee or Angeliki or 
Hamish.”

In short, Evermore wants to 
partner with people it can trust, 
Marcus says. “We are betting on 

people here,” he says. “It’s an as-
sets and commodity business, but 
it’s the decisions a couple of peo-
ple are making that can determine 
if we are going to have success or 
failure. Especially when a rough 
patch comes — have they put any 
acorns  away for the winter?”

With the exception of Frontline, 
Evermore has invested in shipping 
companies exposed to improving 
markets. However, it is aware the 
pendulum will swing both ways. 
“We are not less excited. We are no 
less excited than when we got in,” 
Marcus says.

“I think we were the first guys 
to the party. I really believe that. If 
you talk to the guys at Safe or Scor-
pio or Herman Billung at Songa, 
they would say they did not know 
us two years ago but now they 
know us well.

“We were probably one of the 
first groups that came in fresh, did 
our homework the old fashioned 
way and made our investments.

“Now others are following. I’m 
sure their investor relations peo-
ple are getting lots of phone calls 
now. When we were calling two 
years ago, I’m sure they were pick-
ing up their handset to see if it still 
had a dialling tone.”

communication and increased 
transparency will also help to at-
tract investors, he says. “You need 
to be clear with the shareholders, 
have communication and I think 
the more that happens it makes 
guys like us want to be involved 
more,” he says.

After its first moves in dry bulk, 
Evermore has also dipped into the 
container market, which is be-
lieved to be in the earlier innings 
of change. Its first step was as an 
initial public offering investor 
with Hapag-Lloyd. This was fol-
lowed by an investment in Navi-
os Maritime Containers when it 
raised capital in Oslo.

Further stakes in Tor Olav Tro-
im’s Borr Drilling and John Fre-
driksen’s Frontline have also been 
acquired. Today a little under 20% 
of Evermore’s $1.25bn in invested 
capital is made up of maritime 
stocks.

Its investments have not been 
based on the company alone but 
on key management. Marcus de-
scribes Scorpio president Bugbee 
as one of the smartest people in 
shipping. 

He praises Navios chief execu-
tive Angeliki Frangou as among 
the best at sourcing distressed 
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Investors should carefully consider the investment objectives, risks, charges and expenses of the 

Fund before investing.  This and other important information is contained in the Evermore Fund’s 

statutory and summary prospectus, which may be obtained by contacting your financial advisor, 

by calling Evermore Global Advisors at 866-EVERMORE (866-383-7667) or on 

www.evermoreglobal.com. Please read the prospectus carefully before investing. 

Mutual fund investing involves risk. Principal loss is possible.  Investments in foreign securities 

involve greater volatility and political, economic and currency risks and differences in 

accounting methods. This risk is greater for investments in Emerging Markets.  Investing in 

smaller companies involves additional risks such as limited liquidity and greater volatility than 

larger companies.  The Fund may make short sales of securities, which involve the risk that 

losses may exceed the original amount invested in the securities.  Investments in debt securities 

typically decrease in value when interest rates rise.  This risk is usually greater for longer-term 

debt securities.  Investment in lower-rated, non-rated and distressed securities presents a 

greater risk of loss to principal and interest than higher-rated securities.  Due to the focused 

portfolio, the fund may have more volatility and more risk than a fund that invests in a greater 

number of securities. Additional special risks relevant to the fund involve liquidity, currency, 

derivatives and hedging. Please refer to the prospectus for further details.   

Please click here for the most recent holdings of the Global Value Fund. 

The statements and opinions expressed in this article are those of the presenter(s). Any discussion 

of investment and investment strategies represents the presenter’s views as of the date created 

and are subject to change without notice. The opinions expressed are for general information 

only and are not intended to provide specific advice or recommendations for an individual.  

Past performance does not guarantee of future results. 

Fund holdings and/or sector allocations are subject to change at any time and are not 

recommendations to buy or sell any security. 

Dividend-paying stocks cannot eliminate the risk of investment losses. Dividends are not 

guaranteed and a company’s future ability to pay dividends may be limited.  

The Baltic Dry Index (BDI), is issued daily by the London-based Baltic Exchange. The BDI is a 

composite of the Capesize, Panamax and Supramax Timecharter Averages. It is reported around 

the world as a proxy for dry bulk shipping stocks as well as a general shipping market bellwether. 

You cannot invest directly in an index. 

Evermore Global Advisors, LLC is the advisor to the Evermore Global Value Fund which is 

distributed by Quasar Distributors, LLC. 

http://www.evermoreglobal.com/
https://evermoreglobal.com/media/pdfs/Evermore-Holdings.pdf



