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GEAR PROFILE: HOOKS
New jigging machines, bandit gear  
and small-boat longlining highlight 

efficiency and quality
By Paul Molyneaux

The Mustad Autoline system includes a precision bait cutter/
automatic baiter that can bait up to six hooks per second with 

efficiency as high as 99 percent. Photo: Mustad
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HIGH-TECH 
HOOKS

If the coronavirus pandemic of 2020 taught anything to the fishing 
industry, it was a lesson on the fragility of national and global 
markets, and the vitality of the local. With many institutions and 

restaurants shuttered, large-scale supply chains backed up and 
signaled an apparent decline in demand. But people hadn’t lost their 
appetite for fish. They just had to find a new avenue of distribution.
 
Enter the smaller boats landing smaller quantities of high-quality fish. 
The fish that meet local demand through home delivery, community 
supported fisheries, or nontraditional markets are usually caught with 
hooks. And those hook systems — whether jigging machines, bandit 
reels, or autolongline — are improving all the time. 

The jigging machines that many fishermen use come from Nordic 
countries, for example, Beltronic of Lunde, Sweden. “We sell 
about 60 percent of our machines to Norway and the rest around 
the world, including Canada and the United States,” says Thomas 
Neuendorf who runs the company with his brother.

“Gaski Marine in Upper Lakeville, Nova Scotia, handles all our North 
American sales,” says Neuendorf. Beltronic makes just one model, 
an electric computerized machine that gets rave reviews around 
the world. “A fisherman with five machines can pay for them by the 
second day of fishing,” says Neuendorf. “The machine can lift 36 
kilograms of mackerel out of the water or bring 10 10- to 15-kilo cod 
to the side of the boat. The biggest fish we caught was a 280-kilo 
halibut.” 

As Neuendorf explains, one person can run a five-machine system. 
He has five programs for depth and when to pull up. “The machine 
tells the fisherman when he has fish, and we have now a remote 
panel that he can watch from the wheelhouse.” 

Fishermen around the country, and the world,  
are using the latest tech to feed local markets
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The hardest part of Neuendorf’s job, he claims, is when he goes to 
Norway to work with the fishermen there on refining the machines. 
“The sea there is very rough,” he says.

Tim Ryder, captain of the Finlander II, a scalloper and hook-and-line 
groundfish boat fishing out of Portsmouth, N.H., switched from rod 
and reel to DNG jigging machines. “We’re trying them out,” says 
Ryder. “They work for pollock and redfish, but they’re not as good for 
haddock.”

Like many popular jigging machines, the Icelandic-made DNG 
machines Ryder uses are electric with multiple programs for depth 
and weight before hauling. According to DNG, one person can easily 
operate four machines. But Ryder has five machines, and they keep 
his deckhand jumping. Using icons on the machine’s small computer 
screen, Ryder sets the depth above bottom and the weight on the 
line before the machine automatically hauls the fish to the surface. 

The attractive features of the DNG machines include low power 
consumption, 12V and 24V DC compatibility, communication 
between machines, and programmable search system. “Our 
machines are engineered primarily for catching cod,” says Kristján 
Björn Garðarsson, operations manager at DNG. “With certain 

After years of using only rod and reel, New England groundfish fisherman Tim Ryder has upgraded to automated jigging machines from the Icelandic 
company DNG. Photo: Asher Molyneaux



7 

ON DECK IN THE PACIFIC NORTHWEST & ALASKA

additions, the DNG jigging reel is suitable for mackerel and squid 
fishing,” he says. Garðarsson notes that fishermen would have to 
work with the machines to learn what adjustments they could make 
to improve performance with haddock.

Agnar Joensen, operations manager at Oilwind, says the century-
old company based in the Faroe Islands has sold machines around 
the North Atlantic and the world. Currently, he says, fishermen 
faced with declining demand and a price drop are spending time 
repairing their boats. “The government here is promoting more local 
consumption,” Joensen says. “And travel on and off the islands is 
restricted.”

“More fishermen, especially the younger ones, 

are going to autobaiting. You use a little more 

bait, but you save a lot of time.”

— Agnar Joensen, OILWIND

We’re on a mission...
creating satisfied, 
lifelong customers.

petromarineservices.com

At Petro Marine, we go the “Extra Nautical Mile” to ensure you are 
provided outstanding customer service each and every time.

PETRO 49
c o m p a n i e sFine Fuels, Super Service, Quality Lubricants

http://www.petromarineservices.com/
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Oilwind is marketing its machines in North America through Vónin 
Canada in Port de Grave, Newfoundland. “We’re selling a lot in 
Newfoundland and Labrador,” says Joensen.

Oilwind recently launched an electric jigging machine and is hoping 
to capture more U.S. markets. “We are talking to some fishermen in 
Alaska on Kodiak Island,” he says.

The company also manufactures an innovative longline system for 
coastal vessels. “It’s an automatic longline system,” says Joensen. 
As he describes it, the fish are landed, and the line is coiled in 
rectangular boxes that one person can easily handle. “There is 
usually 430 meters of line and 300 hooks,” says Joensen. The hooks 
are stored on cartridges that are set up on the Oilwind automatic 
baiting machine. “More fishermen, especially the younger ones, are 
going to autobaiting,” says Joensen. “You use a little more bait, but 
you save a lot of time.”

While European jigging machine companies strive to make inroads in 
the U.S. market, Marco and Mustad remain the big names for U.S. 
longliners. 

Oilwind’s hydraulic longline hauler is an important component of a system 
that can also include a roller, bait cutter, automatic baiter, hook cleaner and 
hook magazines. Photo: Oilwind

Oilwind’s compact longline system for small boats coils the line into boxes 
and stores the hooks on cartridges that feed the baiter.
Photo: Oilwind
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“Marco is really for boats 50 feet or bigger,” says Einar Ask, a 
veteran longliner and consultant for Smith Berger, which acquired 
Marco. “The offshore hauler has always been the centerpiece of the 
system,” Ask adds. “But the company has always been responsive to 
what’s going on. They’ll pursue whatever demand is out there.”

According to Jahn Hoel the general manager for Mustad Autoline in 
North America, the company’s Autoline systems can work on boats 
as small as 30 feet. Mustad Autoline Canada distributes, installs and 
services its products in Eastern Canada for those vessels fishing cod, 
turbot and Atlantic halibut.

“We have two options of automatic baiters,” says Hoel. “The Coastal 
Baiter that can bait up to three hooks per second, and the Super 
Baiter, which can bait up to six hooks per second.” The machines cut 
the bait and position it for the hooks to catch it, with up to 99 percent 
efficiency, according to Hoel. “The important thing is to cut the bait 
not too big or too small,” says Hoel. “To the eye, there may not be 
much difference between a 25-millimeter and 32-millimeter piece of 
bait, but this can save you more than 20 percent of your bait cost.” 

Hoel notes that setting is only 20 percent of the job of longlining, the 
other 80 percent is hauling, stripping and straightening hooks, and 

The Mustad Autoline system saves space and maximizes efficiency by storing groundline in coils between hooks, loaded into magazines.  
Photo: Mustad
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setting up the hook magazines for the next set. Mustad supplies all 
the necessary components, including the hauler and hook separator, 
and works with each customer to set up systems with the optimal 
layout for their vessel.

Hoel points out that small boats can profit from Autoline systems. 
“We are working on setting up a boat that by law can only have 750 
hooks onboard. It’s a numbers game. They fish two strings of 375 
hooks and haul one while the other soaks. By doing that repeatedly, 
they could haul 8,000 to 12,000 hooks a day.”

Hoel takes pride in Mustad Autoline’s R&D. He notes electric 
components are on the horizon for Mustad. “We’re installing and 
testing our first electric hauler this summer,” he says. “We see 
several advantages going electric, including energy savings and lower 
maintenance costs with increased maintenance intervals.”

Jo Rowley, owner of Deep Drop Commercial in Mooloolaba, 
Australia, has seen hook fishing all over the world. “If you want, I can 
send you a picture of handlining yellowfin tuna from a dugout canoe 
in Indonesia,” he says. Rowley pioneered tuna longlining in Australia, 
and now his company sells Beltronic jigging machines in the South 

Jo Rowley with a pair of bar cod caught off the coast of Australia using his 
signature Deep Drop bandit reel. Photo: Jo Rowley

A crewman on the F/V Viking sets up to greenstick tuna. Then the fish will 
be hauled in with an Elec-Tra-Mate Brute 2000. Photo: Elec-Tra-Mate
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Pacific and any other region where the Swedish company does not 
have distribution channels. He also manufactures the Deep Drop and 
ProFisher bandit reels.

“This kind of fishing is more sustainable,” says Rowley. “We’re 
seeing a lot of fishermen transitioning to our machines.” Rowley 
notes that the smaller guys supply local markets, and this is evident 
in the United States, as well. “We sold a few of our reels in the U.S. 
— in Hawaii and another to South Carolina,” he says. “But we’ve 
sold more in Aruba in the Caribbean, where they’re pulling those 
big grouper up from deep water.” Rowley’s machines cost around 
$2,500. “Ours are top grade components,” he says of the hydraulic 
reels. “We use all stainless steel and Italian motors.” 

Bandit reel manufacturers in the United States also make some high-
end machines. Hooker Electric Reels in Oakland Park, Fla., makes 
high-quality reels, but sells only a few to commercial fishermen 
fishing for Goliath grouper and deepwater sharks. 

Elec-tra-mate in Greensboro, N.C., has a healthy market and, 
according to company manager Carl Huffman, even ships to 

REGIONAL NEWS AND UPDATES
FOR THE COMMERCIAL 

FISHING INDUSTRY

nationalfisherman.com/fish-e-news SIGN UP TODAY 
IT’S FREE & EASY!

https://www.nationalfisherman.com/subscribe/fish-e-news
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commercial fishermen in Australia. “We have guys over there taking 
expensive reels off their boats and replacing them with ours,” says 
Huffman. 

Elec-tra-mate makes a deepwater reel, the Brute 2000, and a tuna 
reel, the Tuna Brute, that range in price from $3,200 to $3,400. Fully 
electronically controlled models range from $4,600 to $5,100. “The 
basic design of these reels hasn’t changed since the 1960s,” says 
Huffman. “But ours are precision machined and bar coat anodized, 
and our motors are sealed in an aluminum tube.” Huffman has a 
strong domestic market for his reels in the North Carolina tuna 
fishery. “Our Tuna Brute can land a 130-pound bigeye tuna in less 
than three minutes,” he says, and it’s important because otherwise 
the sharks will eat most of it. “Another captain reported bringing up 
a 1,000-pound six-gill shark from 4,000 feet,” says Huffman, who 
also introduced a new hydraulic model at the Pacific Marine Expo in 
Seattle last year.

What the covid-19 pandemic has made clear is that small-boat hook 
fisheries that supply local markets with high-quality product are an 
important part of the U.S. fisheries supply chain. The equipment that 
helps fishermen get fish on consumers’ plates is coming from all 
over the world, and right now the market appears to be expanding. 

Paul Molyneaux is the Boats & Gear editor for OnDeck and National 
Fisherman, and the author of “The Doryman’s Reflection.”

http://www.nationalfisherman.com/magazine/ondeckfpilothouse-guide/


13 

ON DECK IN THE PACIFIC NORTHWEST & ALASKA

Tell us what you need to (206) 787-3395be ready to fish!

 THE PACIFIC PROVIDES THE FISH.
FOR EVERYTHING ELSE THERE’S

 FISHERMEN’S TERMINAL.
Freshwater Moorage

Forklifts /Cranes / Electric Hoist

Loading Docks

Boatyard

Gear Storage

Net Repair Area

Electricity, Water, Showers

 THE PACIFIC PROVIDES THE FISH.
FOR EVERYTHING ELSE THERE’S

 FISHERMEN’S TERMINAL. FISHERMEN’S TERMINAL.
Freshwater Moorage

`

j

v

`j

jv

`v

`jv

h

cq|`çããjççê~ÖÉ=J=m~ÅáÑáÅ=mêçîáÇÉë=íÜÉ=cáëÜ|cìääm~ÖÉ_äÉÉÇKéÇÑ===N===VLPLOMOM===NNWMSWMQ=^j

https://www.portseattle.org/


14 

ON DECK IN THE PACIFIC NORTHWEST & ALASKA

GEAR PROFILE:  
ONBOARD PROCESSING
Delivering high-quality fish doesn’t have  
to be high tech or come at a high price
By Paul Molyneaux

Aboard the Heather Anne, Tyson Fick cuts off the 
head of a salmon prior to pressure bleeding. 

Photo Credit John McCarthy

Brought to you by: 

In partnership with:
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KILLIN’ WITH 
A PURPOSE

The covid-19 pandemic has disrupted seafood supply chains 
around the world, but some small-scale fishermen and 
processors have managed major shifts by expanding their 

direct marketing efforts, and focusing on quality and price. Before 
starting Gulf of Maine Sashimi, a small-scale fish processing and 
distribution company, President and CEO Jen Levin had worked for 
the Gulf of Maine Research Institute, managing the organization’s 
sustainable seafood program. 

“I looked at the volume of some fisheries like Icelandic haddock and 
Norwegian cod and the prices they can sell for. We can’t compete. 
Last year, we harvested just 17 percent of the Georges Bank/Gulf 
of Maine quota for haddock, 8 percent of the pollock quota, partly 
because fishermen can’t afford to fish at these prices.” While Levin 
acknowledges that the price of quota for choke species like cod 
and flounder is part of the problem, she believes the main factor is 
price at the dock. “We started looking for high-end markets. And we 
started working with fishermen to train them to land a high-quality 
fish.” 

The process Levin teaches to the fishermen who sell to her is what 
the Japanese call ikejime.

“It means, to kill with purpose,” she says. Levin buys from about 
20 boats, including hook boats, draggers making short tows and 
gillnetters making short sets, so the fish come aboard alive. “And we 
have one weir fisherman who brings mackerel,” she says.

“The fish are killed with a brain spike, then followed with two cuts 
to bleed them, one at the throat and one at the tail. Then they are 
put into a bleed tank, which is just a tote with water and a little bit 
of ice in it, we don’t want it too cold because we want the fish to 
move around and get the blood out. Then the fish are put into an 

Direct sales of top-quality seafood flourish  
as fishermen adjust to market shifts 
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ice-saltwater slurry, and that’s how we get them.” It’s low tech, but 
according to Levin, she is also talking to the processing equipment 
manufacturer, Baader. “They sell a machine you can mount on the rail 
that stuns and bleeds the fish, so they can go right into the slurry.”

While Levin was selling to high-end chefs all over the country before 
the virus hit, the closure of most restaurants hurt business initially, 
but Gulf of Maine Sashimi has bounced back. “We’ve had to just 
bootstrap and find ways to move fish,” she says, having just dropped 
an order to this writer’s daughter, Oona Molyneaux at Farm Drop in 
Portland — small world.

The bootstrapping worked, according to one of Levin’s primary 
harvesters, Joe Letourneau, who fishes his 42-foot boat the Lady 
Rebecca out of Newburyport, Mass. “When [covid-19] first started, 
I was very close to buying a box truck and hiring somebody to sell 
fish,” says Letourneau. “But Jen shifted back to selling direct to 
consumers and started taking all my fish again. It’s great because she 
guarantees a certain percentage over the auction.”

Letourneau lands high-quality fish that are not always met with 
correspondingly high prices at the auction. “One trip we landed 2,100 
pounds of pollock and got 35 to 45 cents at the auction. Our fuel bill 

Captain Joe Letourneau sorts haddock, cod, cusk, pollock and redfish into slush ice aboard the Lady Rebecca. Photo: Joe Letourneau
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was $21 higher than what we got for our fish after processing fees.” 

According to Letourneau, his main fishery is groundfish, caught with 
four DNG jigging machines and rod and reel, but he also longlines and 
uses the jigging machines for mackerel. “I built and designed most of 
the rigging for the mackerel,” says Letourneau. 

Longlining, Letourneau fishes a quarter-mile groundline with 80 
hooks in areas with big cod or haddock, and he also catches an 
occasional halibut. “And when we flood our mackerel market and 
want a day off, we go tuna fishing,” he says.

Letourneau’s crew performs ikejime on groundfish as soon as they 
come aboard. “I have a guy who brain spikes it,” he says. “Then 
he cuts the gill, but not the artery, then the tail cut. Then we put it 
in a bleed tank, which is just a tote without holes, with a hose in it 
and some ice. We put about 10 fish in there for about 10 minutes 
and then load into a 1,000-pound insulated vats. It’s got about 700 
pounds of fish and seawater ice slurry.” Letourneau delivers the fish 
in the vats, noting that the core temperature of the fish is between 
32.2 and 32.8 degrees. “It’s a lot of time and effort, but we have 
gotten very proficient at it.” 

With tuna, Letourneau has a different process. “We tail rope them 
and put a mouth hook in, and swim the fish until it recovers and 
tries to outswim the boat, about 30 minutes. Then we brain spike it, 
cut the gill membrane and the tail, and tow it backward for another 
10 minutes.” He then brings it aboard and cuts the gills, guts it and 
packs it with ice in a tuna bag from local gear supplier Tightlines 
Tackle. 

PROFESSIONAL FISHERMEN 

demand the best!
Talk to anyone who makes a living on 
the water and they will tell you that
FURUNO electronics are the
fi nest around. If you are serious 
about catching fi sh, then you need 
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Lunde Marine
Electronics, Inc.

5415-24th Ave. N.W.
Seattle, WA 98107
Ph: 206.789.3011
or 800.275.3820
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Tacoma, WA
1928 Milwaukee Way

Tacoma, WA 98421
Ph: 253.627.6968

Dutch Harbor, AK
Ph: 907.581.1498

Fax: 907.581.1402
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With mackerel, Letourneau reports he does not bleed them. “They 
go straight into slush,” he says. “We get $2 a pound for food grade.” 

On the West Coast, Scott Breneman of the Newport Beach Dory 
Fleet Market has a somewhat vertically integrated operation, catching 
fish for his own market. With two 31-foot boats, the Isla Rose and 
the Circle Hook, Breneman fishes blackcod and thornyhead with 
longline; rockfish with rod and reel; and swordfish using deep-set 
buoy gear. 

“I was landing live fish, primarily for the Asian market. But with the 
restaurants closed, I’m selling more to a couple of people who deliver 
direct. They’re doing a few hundred orders a week,” Breneman says, 
noting that he can tell the orders are coming from some of his regular 
customers. “I can tell by the way they want their fish cut.”

“When the pandemic started, we had a terrible week, I was worried. 
But now people are desperate, now demand has doubled. People are 
tired of the frozen hamburger they bought. They are lined up to get 
into the market.” According to Breneman, whereas once everyone 
would come to the market, he sees individuals coming to buy for a 
group. 

On the 31-foot F/V Circle Hook, Scott Breneman and crew land a swordfish 
caught using deep-set buoy gear.  Photo: Scott Breneman

Breneman fishes longline with up to 12,000 hooks targeting lingcod and 
other species. Photo: Scott Breneman
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Breneman notes that he has always focused on quality and finding 
buyers willing to pay what that quality is worth. His boats are small, 
fast and versatile. “I need speed. We’re fishing sometimes 100 miles 
out. Because of quotas, I don’t need a lot of space, just get out there 
and back.” Breneman has boxes on deck that he had specially made 
in China. “I worked through a company called Ali Baba and had to 
order 60,” he says. “They’re like Yeti, hard plastic, but shaped to fit 
the boat.” Breneman fills the boxes with saltwater ice, and uses an 
aerator to keep his fish alive. “It’s a primitive system,” he says.

Breneman notes that the deep-set buoy gear he uses for swordfish is 
different because when he gets a fish the buoy pops up.

“When we get a fish, we harpoon it and bleed it,” he says. “We have 
two big insulated fish holds belowdeck for when we get a nice catch of 
swordfish.” He also buys salmon and other fish from fishermen as far 
north as Washington state, and the Hepp family of Santa Barbara, Calif. 

In Southeast Alaska, Tyson Fick fishes for Taku River Reds — part of 
Yakobi Fisheries — which ships salmon all over the United States and 
to Europe. Fick reports that mail-order sales have tripled in response 
to the covid-19 pandemic.

“We’re proving the value of delivering a high-quality product,” he 
says, “so that more independent fishermen can make more on their 
fish.” To that end, Fick and the team at Yakobi Fisheries go to great 
lengths to produce a quality fish. “We start out the day with the first 
set and just let the net hang loose. We don’t want to tug on the fish.” 
Fick fishes a 200-fathom gillnet 60 meshes deep. “We use 5- to 
6-inch mesh, just enough to get the head stuck. When we haul, we 
like to see them just swimming statically.” Once aboard, Fick and one 
or two crew members pull the gills on the salmon and put them in 
totes of saltwater to bleed. 

Once the net is hauled, the fish are gutted and pressure bled. 
Pressure bleeding is the key to quality, according to Fick. “I learned 
it from the previous owner to the boat,” he says. He and his crew 
put the headed and gutted salmon into a tray and then shoot a low-

“Demand has doubled. People are tired of the 

frozen hamburger they bought. They are lined 

up to get into the market.” 

—  Scott Breneman, NEWPORT BEACH DORY FLEET MARKET
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pressure water needle to the main artery along the backbone of the 
fish and essentially flush out the remaining blood.

“Then we rinse the fish and pack the bellies with ice and pack them 
in slush ice in the hold,” says Fick. “I always have plenty of ice.” 

Fick sorts the fish by species and ices them into Nomar brailing bags 
in four side holds, and loads up to 1,000 pounds into two totes in his 
center hold. “When we have too many, we off-load to a tender, the 
Marsons,” says Fick. 

Chris McDowell owns the venerable wooden tender the Marsons. 
“We bought her about 10 years ago,” says McDowell. “The first 
thing we did was put in an 18-ton IMS [Integrated Marine Systems] 
refrigerated seawater system,” says McDowell. “It’s electric, so we 
also put in a 27.5-kW MER genset.” Depending on distance from the 
processing plant, McDowell loads the salmon into the RSW hold, or 
keeps the iced fish in totes on deck. Either way, the fish are tracked 
from boat to consumer, enabling the buyer to know their fisherman, 
as the company website promotes.

According to one of Fick’s European customers, Caroline Bennett, 

Aboard the Heather Anne, Tyson Fick cuts off the 
head of a salmon prior to pressure bleeding.
Photo: John McCarthy photos

Fick inserts a low-pressure hose into a salmon’s 
main artery along the backbone to flush out its 
blood.

High-quality Alaska salmon are unloaded at the 
dock in Juneau. Some will be sold fresh, the rest 
frozen for buyers around the world.
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owner of Sole of Discretion, a silver lining of the pandemic is what 
it has done for small-scale operations. “It may well have saved us,” 
says Bennett, who visited Fick in 2019, before buying. “We sat at his 
dining room table, and I’ve never satiated myself so fully on salmon 
roe as I did there, it was truly memorable. Our sales have tripled, and 
as prices on the market collapsed, finally the fishers saw virtue in 
landing to a co-op that offered fixed prices.”

Paul Molyneaux is the Boats & Gear editor for OnDeck and National 
Fisherman, and the author of “The Doryman’s Reflection.”

http://www.nationalfisherman.com/magazine/ondeckfpilothouse-guide/
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WE’VE LAUNCHED

Our team is excited to announce the launch of Our team is excited to announce the launch of 
a fully redesigned nationalfisherman.com.a fully redesigned nationalfisherman.com.
The site has been rebuilt from the ground up with the needs of our commercial fi shing audience in mind at every step of the 
way, and we cannot wait for you to check it out.

If you have signed up for Fish e-News, follow us on social, or subscribe to the digital edition of National Fisherman magazine, 
you already know we are committed to making our digital dispatches lively, current and customized.

The new site allows you to search for content by species, by region or navigate directly to the breaking news that is important 
to you. The redesign emphasizes the visual, improves readability and is designed with your mobility in mind. Commercial 
fi shermen are on the go, and now NF fi ts right in your pocket.

The NF crew has been facilitating industry conversations for more than 70 years. The new nationalfi sherman.com takes it to 
the next level with the NF Forum. Moderated by our editors as well as some industry leaders, you can use this space to ask 
questions, get feedback on gear, or just be social.

We hope you take a moment to visit the new site and let us know what you think. We built it just for you.

Experience the new nationalfi sherman.com

 NF.com_New_Website_Ad_FP.indd   1 NF.com_New_Website_Ad_FP.indd   1 6/24/20   12:43 PM6/24/20   12:43 PM

https://www.nationalfisherman.com/
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ASMI: PROCESSING &  
THE GLOBAL MARKET
With 30 years of devotion to seafood 
quality, the world is Alaska’s oyster
By Michael Kohan

Captain Jay Rogotzk and deckhand Nate Bich on the F/V Rip 
Runner in line to deliver to the Rollo in Alaska’s Nushagak 

Bay during the hot summer sockeye season of 2019.
Photo: Justin Del Boulter

Brought to you by: 

In partnership with:
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ALASKA  
SEAFOOD  
DELIVERS

This year, without the ability to visit and share quality outreach 
education to the fleet, the Alaska Seafood Marketing Institute 
enlisted help from its seafood technical committee and 

regional development associations to reach the fishing grounds to 
communicate salmon quality handling practices. 

ASMI seafood technical committee members, the majority 
representing quality assurance and food safety professionals in 
the industry, shared ASMI quality posters depicting best handling 
practices to their respective company salmon tenders and enlisted 
them in communicating the quality handling messaging to the fishing 
fleet.

As salmon tenders are a source of information for fishing vessels, 
reports from the committee found this an efficient avenue to share 
quality messaging.

A representative from Silver Bay Seafoods exclaimed, “All summer 
we were sent photos of posters on tenders and fishing vessels 
showing support for quality handling practices for salmon fishermen 
and tendermen.” Facilitating discussions for quality handling practices 
through tender operators will continue to be an avenue for the ASMI 
technical program to communicate salmon quality handling to the 
fleet.

With most interactions this year being virtual, the Copper River Prince 
William Sound Marketing Association invited me, ASMI’s seafood 
technical director, and Joe Logan, our operational committee’s 
chairman, to present a salmon quality handling overview to the fleet 
via Zoom. 

Quality is key to the brand promise
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Logan is the Food Safety and Quality Assurance director for Trident 
Seafoods and is one of the many leaders on the ASMI seafood 
technical committee who volunteer their time to promote the quality 
of Alaska seafood all along the supply chain from harvest to the 
consumer.

“The ASMI quality outreach through a virtual meeting with the 
Copper River Prince William Sound Marketing Association at the start 
of the season was conducted to thank the fleet for their continued 
quality pledge and to reinforce the established quality practices,” said 
Logan. The group confirmed quality objectives, such as fish bleeding, 
icing fish, quality handling to reduce bruising and flesh gaping, timely 
deliveries to processors and vessel sanitation to produce better fish 
at the end markets and help to extend quality shelf life.

“The more this message can be heard by fishermen, the better,” said 
Christa Hoover, executive director for the Copper River Prince William 
Sound Marketing Association. “We all have a big brand promise to 
deliver on, and quality is key to that promise.”

To share established quality messaging with salmon fishermen and 

The Alaska Seafood Marketing Institute and its industry partners use virtual 
meetings to complete quality outreach to Alaska’s fishing and tendering fleets. 
Photo: ASMI
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tendermen, the ASMI technical program has produced short sharable 
videos for industry. The videos source much of the quality education 
material from ASMI, the Alaska seafood industry, and the University 
of Alaska Fairbanks Marine Advisory Program collaborative resource, 
the publication “Care and Handling of Salmon: The Key to Quality” by 
John Doyle.

Regional development associations, like the Bristol Bay Regional 
Seafood Development Association integrate these ASMI resources 
and messaging into their own quality programs.

Knowing how important quality is to its markets, the Bristol Bay 
association sponsors ice barges and ice deliveries. It prioritizes 
communication with the fleet through radio, print, and key 
stakeholders during the season in an effort to enhance quality 
handling and holding. 

“The association has a multiyear quality campaign underway, with 
the twin focuses of chilling and handling, and the overall goal of 
promoting a culture of quality in Bristol Bay,” said Lilani Dunn, the 
Bristol Bay Regional Seafood Development Association’s marketing 
director. This campaign is bolstered by the ASMI quality handling 
messages and distributing materials.

Achieving these kinds of quality benchmarks statewide has been 
decades in the making.

ASMI is often contacted by other state, regional, and international 
seafood councils and institutes inquiring how the organization has 
been able to implement a statewide quality program for the seafood 
industry. 

In 1981, the Alaska seafood industry and the state of Alaska 
formalized a call to action not only to promote Alaska seafood in 
world markets, but also to work to enhance Alaska seafood quality. 
That was the beginning for ASMI.

In the 1980s and ’90s, ASMI produced academic research projects 
and publications, industry trainings, and statewide seafood quality 

“We all have a big brand promise to deliver 

on, and quality is key to that promise.” 

—  Christa Hoover, COPPER RIVER PRINCE WILLIAM SOUND 
MARKETING ASSOCIATION
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specifications and guidelines. These led to an even larger awareness 
for quality practices.

Onboard quality practices and handling for Alaska seafood became 
the new priority, and quality improvement enabled the industry to 
compete with an increasingly competitive market and improve the 
economic value of the resource.

For example, Prince William Sound fishermen instituted a voluntary 
quality and education program in 1980-81. As a result, the quantity of 
exported number-1 sockeye salmon suitable for the manufacture of 
lox increased from a previous level of 70 percent to between 80 and 
90 percent.

In 1995, the halibut fishery transitioned out of the derby-style fishery 
to an individual fishing quota program. One of the driving factors of 
this decision was to improve product quality. In a short amount of 
time, the halibut IFQ program met its intended goals.

As Clem Tillion, the Alaska Fish Czar of the 1990s, remarked, “Prices 
are up because the quality is up.”

Inspired by classic canned salmon labels and the Works Progress 
Administration’s famous New Deal-era posters, ASMI’s quality handling 
series encourages fishermen to treat their catch like gold. Photo: ASMI

Loving the fish is part of the job: Bethany Branstiter gives a good luck kiss 
on the family driftnetter B-Team in the Nushagak District of Bristol Bay. 
Photo: Bethany Branstiter
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When ASMI is contacted to share the background of the Alaska 
seafood industry’s quality program, I can pass along the foundational 
research and supported statewide guidelines and specifications.

The real story, however, is the almost half a century of state, industry 
and regional research projects, management decisions, industry-
driven initiatives, and educational programs to support quality 
handling. Strengthened by this rich history in prioritizing quality, the 
Alaska seafood industry still continues to rise to the challenge to 
produce the highest quality wild, natural and sustainable seafood.

Michael Kohan is the Seafood Technical director for the Alaska 
Seafood Marketing Institute in Juneau.

“The BBRSDA is focusing on chilling and 
handling, and the overall goal of promoting  
a culture of quality in Bristol Bay.”  

—  Lilani Dunn, BRISTOL BAY REGIONAL SEAFOOD 
DEVELOPMENT ASSOCIATION

http://www.nationalfisherman.com/magazine/ondeckfpilothouse-guide/
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Q&A: INTEGRATED MARINE
West Coast RSW specialists make a move 
to expand both product line and services
By Paul Molyneaux

John Britt is in Dutch Harbor welding some chiller bulkhead 
penetrations on the F/V Saga. It has two 30 HP IMS condensing 

units with remote mounted chillers in the fish holds.  
Photo Credit Integrated Marine Systems

Brought to you by: 

In partnership with:
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EXPANDING  
THE COLD CHAIN

Integrated Marine Systems is already the go-to name in 
refrigeration on the West Coast and Alaska. The company is also 
growing its market around the world. In the midst of a big move, 

Kurt Ness took some time out to talk to OnDeck about what’s 
happening at IMS.

OD: After 30 years, you’re moving out of Seattle. Would 
you like to tell us about that? 
KN: We had three different locations in the Seattle area — two for 
manufacturing, and one that was sort of a storefront/warehouse, 
and that’s where we had our offices. And we were renting, which 
created a lot of problems, and it was expensive. So we were looking 
for a building, and we found what we wanted in Mukilteo, about 20 
miles north of here. I want people to know we’re still here, we’re just 
moving to a location that will allow us to expand. 

OD: What are some of the new possibilities this move 
will open up for IMS? 
KN: Yeah, we are really excited about that. We have made a couple of 
new hires to help us get into other markets, like ammonia RSW, CO2 
freezing applications, and ammonia freezing applications, which is 
still refrigeration, it’s just a different way of going about it. Ammonia 
is typically for larger systems, boats over 100 tons all the way up 

OnDeck sits down with Kurt Ness of Integrated Marine Systems
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to land-based processors. Some fishers want ammonia, which is 
a natural refrigerant, and obviously better for the environment than 
Freon. It’s a way to get into that market where Freon is not the right 
way to go. 

On the CO2 side of things is an option as well more for freezing 
applications. We’re exploring that as a way to have to have a solution 
for anyone and any system. It’s a way for us to grow. 

Another route we’re going is putting packages together in terms of 
hydraulics, there are so many product lines that are complimentary 
to the RSW. And oftentimes it would be beneficial not just for us, 
but for the customer if we were more involved in that process — 
and able to source and sell the other complimentary lines, such as 
the hydraulic pumps, the valves, the fish hold plumbing. We’re even 
exploring getting into things like bow thrusters, winches. We’ve 
made that investment internally to go after those markets as well. 

OD: What else is in the works? 
KN: We’re getting into RSW systems for processing plant 
applications, a lot of live seafood product systems. That’s mostly 
what we sell on the East Coast, in New Bedford and places like that, 

With the need for more robust chillers and a move away from Freon, a 
greenhouse gas, IMS has upgraded its compressors and condensers. 
Photo: Integrated Marine Systems

With a new building and expanded staff IMS is poised for growth. At Pacific 
Marine Expo in Seattle, Kurt Ness talks up the company’s products and 
plans for expansion.  Photo: Integrated Marine Systems
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systems for keeping lobster and crab alive. Obviously we still have 
our freezing applications, the hatch mount blast freezer, and the 
smaller RSW systems for Bristol Bay. That’s always been our bread 
and butter. 

OD: What’s driving the RSW market in Bristol Bay? 
KN: Quality is king. Processors are demanding a higher quality 
product from fishers. At the end, that’s what the consumer wants; 
that’s what the consumer deserves. You want to chill the product 
immediately, get it down to temp as quickly as possible and maintain 
that cold chain to ensure the highest quality product for the processor 
and the end user. Certainly, you need to have that quality if you’re 
going to be marketing fillets to restaurants and retail. It’s a way to set 
the wild-caught apart from the other stuff that’s out there. And to do 
that, we have to educate the consumer and everyone in the industry 
that the way to get there is by refrigerating. 

OD: Are warming waters and warming temperatures 
creating any problems? 
KN: With warming water temperatures and the need for systems that 
can chill effectively and efficiently, we’ve made changes. We’ve gone 
with a new compressor manufacturer, condenser manufacturer. If 
you have an uninsulated aluminum boat, and it’s 90 degrees, and you 
have a hull temperature of a 100 degrees, and water temps 60 to 70 
degrees, and a big load of fish, it’s another reason to upgrade stuff, a 
bigger condenser, bigger chiller, just to get more horsepower behind 
it. I know there is a grant, the REAP grant, that will pay up to 25 
percent of the cost of a new refrigeration system. You need to keep 
that quality up, you can’t be delivering sub-prime product, or it has to 
go into a can. 

(REAP Grant: https://www.usda.gov/media/press-
releases/2019/12/10/usda-helps-rural-businesses-make-energy-
efficiency-improvements)

OD: What else is new in Bristol Bay? 
KN: We have a program going with LFS [Commercial Fishing Gear] 
in Naknek and King Salmon. They’ve made a huge investment 
into the refrigeration market. They see the writing on the wall: 
Refrigeration isn’t going anywhere, we need spare parts, we need 
stuff up there. This year was a lot of work a lot of planning. It was a 
great collaboration, but we’re not going to stop there. We’ll do that in 
Dillingham and other locations next year.

OD: What’s going on in your other markets? 
KN: We still offer the hatch-mounted blast system in a variety of 
sizes, an HBM1000 up to an HMB 6000. That basically means that 

https://www.usda.gov/media/press-releases/2019/12/10/usda-helps-rural-businesses-make-energy-efficiency-improvements
https://www.usda.gov/media/press-releases/2019/12/10/usda-helps-rural-businesses-make-energy-efficiency-improvements
https://www.usda.gov/media/press-releases/2019/12/10/usda-helps-rural-businesses-make-energy-efficiency-improvements
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in an 18-hour fishing cycle, that condensing unit and the evaporator 
that we match up to is able to freeze that amount of product. The 
most common system, for tuna, is that 3,500- to 6,000-pound range. 
But we also do smaller systems for smaller tuna boats, troll caught 
salmon and spot prawns.

Typically you get paid more for blast frozen product. Other years the 
price might be closer, and you can do more volume in a brine freezer. 
We can combine the systems where the brine system is essentially 
an RSW system operating at a lower temperature. It utilizes all the 
same components so you can switch back and forth. Say you’re 
doing live crab, and you’re using the titanium RSW system to land live 
product, and then you switch to tuna and the brine freezing system.

OD: Why titanium for live product? 
KN: We’re making more titanium chillers just for the longevity. 
They’re more robust. With copper-nickel chillers if you leave gurry 
in the barrel or you forget to drain it, they can wear out much faster. 
For any live product you need titanium, you can’t have a red metal 
[copper, brass, bronze], it’s not good for the product. The majority of 
systems we do have a titanium chiller. 

OD: Are you seeing any changes in how all these 

IMS makes a number of self-contained RSW systems that are almost plug and play. The popular 20-ton RSW takes up around 60 cubic feet and weighs 
1,000 pounds. Photo: Integrated Marine Systems



34 

ON DECK IN THE PACIFIC NORTHWEST & ALASKA

34 

ONDECK 
In the Pacific Northwest & Alaska

www.nationalfisherman.com

systems are being powered? 
KN: About half the systems we sell to Bristol Bay are hydraulic. We 
go with a diesel drive system where everything is self-contained, 
it has its own engine on it, a 3-cylinder Isuzu engine. Then you’re 
running that for your RSW, you can turn off your main engine, you 
don’t have to be burning fuel. It’s much more efficient. We also have 
electric RSW that has a generator. We do that from 5-ton all the 
way up to the large systems. Seiners, tenders and draggers all have 
generators, and they’re pretty much all going electric. It’s the most 
efficient way to go. The vast majority of systems above the 12-ton 
range, I’d say 90 percent of the systems we manufacture are the 
electric variety.

OD: What does the future look like for IMS? 
KN: There’s really a lot going on. It’s been a nice growth period over 
the past five or six years. We’re in a spot now where we own our 
own building. We’re consolidated, we have the staff in house where 
we can really take on any project. That’s really exciting. We’re not 
limited in any capacity, so that’s been fun.

Paul Molyneaux is the Boats & Gear editor for OnDeck and National 
Fisherman, and the author of “The Doryman’s Reflection.”

http://www.nationalfisherman.com/magazine/ondeckfpilothouse-guide/
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Integrated Marine SystemsIMS

Manufacturers of Refrigeration

800.562.1945
www.IMSpacific.com
sales@IMSpacific.com
10821 47th Ave. W.  |  Mukilteo, WA 98275
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PEAK PRODUCTS 
New technology and boat designs aimed  
at turning up the dial on catch quality
By Brian Hagenbuch

Net drum, level wind and stern roller, were supplied by 
Kinematics on the F/V Haldrada. Photo credit North River Boats
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SEAFOOD  
CELLS

Alaska-based company Certified Quality Foods is trying to 
improve the way the seafood industry collects, organizes 
and analyzes quality data of fish up and down the supply 

chain. Co-founder Keith Cox, who has a PhD in fish physiology and 
bioenergetics, worked for years to develop the Certified Quality 
Reader, a device that collects cellular data on seafood quality. 
Certified Quality Foods partner and vice president Chuck Anderson, 
a longtime grocery store seafood buyer, explained that the device 
has four electrodes that send electricity through the fish, which then 
rebound back to the handheld reader. 

Certified Quality Reader looks to  
improve, organize fish quality data

CQR rolls out new software and a waterproof reader. Photo: Certified Quality Foods
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“We’re essentially measuring the cells to determine how fresh 
the fish is. Depending on how fast or slow it comes back, we can 
determine how much water and fat is in and around the cells. And 
once you can determine that, you can tell a lot,” Anderson said. 

Anderson went on to explain that he took up with the company 
because the objective data the reader provides was exactly the 
data he was looking for and unable to find more than 35 years as a 
seafood buyer. 

“To evaluate seafood products, the FDA uses organoleptics; sight, 
smell, texture. You have to be able to differentiate between 30 
different smells, and these scores were very subjective, making 
for very noisy data,” Cox said, adding these scores were generally 
handwritten and then digitalized, making them difficult to compile 
and analyze.

After working with their original version of the Certified Quality 
Reader with everyone from major processors like Trident Seafoods 
and Icicle Seafoods to independent fishermen, Cox and Anderson 
took feedback and went back to work. 

“We really worked with our clients. We worked especially closely 
with Trident… and made a punch list of things they wished would 
happen,” Cox said.

The result was a new waterproof reader that would hold up better 
to deck use, and new cloud-based software that allows users to 
compile granular catch data across their fleets. This, in turn, lets large 
processors rate boats on the quality of their catch. 

For smaller processors and direct marketers, the Certified Quality 
Reader can pinpoint top quality when it is time to make market.

“They are able to tell buyers that certain fish is in the top 5 percent 
of what they got for the season. They can say, ‘This is the best fish 
that came out of Bristol Bay this season,’ and they can charge more 
for it,” Chuck Anderson said. 

Brian Hagenbuch is National Fisherman’s products editor, a 
contributing editor to SeafoodSource and a Bristol Bay fisherman. He 
is based in Seattle.

CERTIFIED QUALITY FOODS
www.certifiedqualityseafoods.com

http://www.certifiedqualityseafoods.com
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NORTH RIVER ROLLS 
OUT NEW JET BOAT

Oregon-based North River Boats has been churning out 
a couple Bristol Bay gillnetters a winter for the last few 
years, and this off-season was no different. With the new 

F/V Haldrada, North River worked with the purchaser, 40-year bay 
fisherman Hal Cook, to roll out a number of new innovations. 
Topping the list of novelties, according to North River’s director 
of sales, Mike Blocher, is a new Integrated Marine Systems 
refrigeration system tailored to Bristol Bay’s mix of shallow and 
deepwater fishing in both fresh and saltwater.

“We have successfully installed the very first IMS keel-cooled and 

Innovations abound on North River’s 
new Bristol Bay boat

The F/V Haldrada hit the water in summer 2020. Photo: North River Boats
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raw-water cooled chiller. Before, all these people building jet boats 
with IMS, when they went shallow they basically had to turn their 
chillers off,” Blocher said.  

Now, Blocher explained, the RSW can run through the keel cooler, 
which allows skippers to continue to run their cooling system when 
they are fishing the shallows and are not able to draw through the 
bottom of the boat. 

“What it does is it opens up a lot of availability for them to continue 
chilling fish when they’re fishing and picking,” Blocher said. 

In addition, the RSW has a series of valves to bypass the keel cooler, 
giving the system the ability to cool with fresh or saltwater. 

“It’s kind of an innovative thing for Bristol Bay right now. No one else 
really has this. We can run it in the shallows or we can run it in deep 
water,” Blocher said. 

In another innovation, the eight fish holds also have electric valves at 
the water crossover points. 

“What that does is it gives skippers the ability to change zones up 
at the dash. You can pump out or balance out up at the dash without 
going down below. That means your guys can keep working while 
their captain is up there making adjustments,” he said. 

The traditional spray rails have been replaced with dump valves, 
which means the holds can be opened without water spraying 
around. Blocher said the dump valves came about because 
processors want fish to floating anyway, making the spray technique 
obsolete. 

The Haldrada also has OEM electric controls for all of the deck gear 
that is typically powered by hydraulics.

“Instead of having a whole bunch of hydraulic gear run around the 
deck, we have drum and stern roller electric controls at the dash, an 
electric drum controller right at the drum, and both controllers aft as 
well,” Blocher said. 

The electric fiber wire is far more simple and cleaner than bulky, 
heavy hydraulic hose, which is susceptible to leaks. 

“You don’t have a great big weeping hydraulic valve in the back now 
that you have tape and paint and keep from rusting. With this you 
just run an electric circuit off your panel,” Blocher said. 
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The Haldrada’s remote anchor release with a dash hydraulic control 
and a narrower, taller Kinematic Marine anchor winch also means 
skippers can pull the anchor from the house without the help of 
deckhand.

“The skipper doesn’t have to wake his guys up when he wants to 
move. He can let them sleep and wake them up when he gets to the 
fishing,” Blocher said.

Brian Hagenbuch is National Fisherman’s products editor, a 
contributing editor to SeafoodSource and a Bristol Bay fisherman. He 
is based in Seattle.

NORTH RIVER BOATS
www.northriverboats.com

http://www.nationalfisherman.com/magazine/ondeckfpilothouse-guide/
http://www.northriverboats.com
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