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A breath of fresh air:
Forwarders feel the gain 
from green logistics6

THE coronavirus pandemic 
rollercoaster has continued this 
month, and the latest indications 
are that the outbreak may not 
have damaged the international 
container trade as badly as 
initially feared.

While the second quarter was 
dominated by carriers blanking 
sailings to successfully prop up 
freight rates, recent weeks have 
seen a number of services and 
sailings reinstated on the major 
deepsea east-west trade lanes 
with freight rate levels remaining 
much higher than they were at 
the corresponding point last 
year.

The latest freight rate data is 
– in the context of coronavirus, 
social lockdowns and decline in 
volumes – eye-opening. The 

Shanghai Containerized Freight 
Index (SCFI) rate for 
Shanghai-Los 
Angeles was 
US$2,920 per 40ft, 
up some 70 per 
cent year-on-year, 
while rates to the 
US east coast stood 
at $3,459 per 40ft, 
up 24 per cent on 
the same point last 
year.

It is a similar 
picture on the 
Asia-Europe trades. 
The SCFI’s 
Shanghai-North 
Europe SCFI was 
$907 per teu, 29 
per cent higher 
year-on-year, and Shanghai-

Mediterranean was $970 per 
teu – 34 per cent 

higher than 12 
months ago.

One welcome 
development over 
the last month is 
that the volume 
declines this year 
may not be as steep 
as initially predicted 
– mid-June Maersk 
revised its outlook 
for the year and said 
that volumes were 
likely to fall by 
15-18 per cent, 
rather than the 
20-25 per cent it 
had previously 

forecast.
Other carriers and industry 

analysts broadly agree with this, 
and the effect on carrier profits 
is staggering – in April, Sea 
Intelligence Consulting 
predicted that if carriers fell into 
a rate war to mitigate the 
decline in volumes, the 
cumulative result could be a loss 
of $23bn for the sector. 

However, the analyst this 
month revised its outlook with a 
best-case scenario of $9bn 
profit and a worst case of a 
$7bn loss – the latter on the 
assumption that carriers would 
engage in rate discounting in the 
second half of the year in 
response to continued weak 
demand.

Certainly, carriers are 
beginning to reintroduce

Recent weeks have seen a number of services and sailings reinstated
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AIR freight rates are 
continuing to fall after the 
soaring prices seen earlier 
this year. July is typically 
something of a damp squib 
for air freight, and this year 
– although rates are still 
higher than normal – is 
following a similar pattern.

As Voice of the 
Independent went to press, 
air freight rates out of China 
were back to mid-March 
levels, the equivalent of a 
good peak season. Rates 
have slumped to both the 
US and Europe, with the 
biggest falls seen out of 
Hong Kong, with rates at 
$4.29 per kilogram to the 
US and $3.25 to Europe, 
according to the TAC Index. 

Transatlantic rates, 
however remain well above 
normal levels, with belly 
capacity still removed from 
the market. And with both 
the EU and UK restricting 
Americans from entering, 
amid claims that the US has 
failed to stem the spread of 
Covid-19, passenger aircraft 
are unlikely to return to the 
Atlantic skies in any 
significant way any time 
soon. The latest data shows 
that Frankfurt to the US 
rose slightly to $3.89, while 
Chicago to Europe was at 
$1.71.

The slow down of rates, 
and the fact that they are no 
longer varying wildly on a 
daily basis, has set off the 
sea-air market again.

The dual-mode sector, 
which most successfully 
transits in Dubai or 
Singapore, had come to a 
sudden halt when air freight 
prices were soaring 
overnight, leaving 
forwarders to foot the bill 
for shippers who had 
contracted at a different 
price – or leaving shippers 
well out of pocket.

But with steadier and 
more predictable air freight 
rates, and a comeback of 
capacity, the sea/air mix has 
returned.

“The flights are picking up 
now and we are getting a lot 
more enquiries,” said one 
forwarder. “Some general 
business is coming back 
online, not garments but 
things like machinery.”

Nick Coverdale of sea-air 
specialist AeroMar, said: “I 
would say the madness has 
gone, and things are the 
new normal. But what on 
earth is going to happen 
next?”

But while overall global 
rates were falling, volumes 
have started to shift 
upwards, 

albeit slowly, and dynamic 
load factors are the highest 
they have been since 2018, 
when they were first 
recorded.

The numbers, said Niall 
van de Wouw, managing 
director of Clive Data 
Services, show the start of a 
“structural recovery”,

“As governments around 
the world acted to protect 
their societies, they became 
unlikely price-
insensitive 
customers of 
international air 
cargo capacity 
for urgent 
supplies of PPE,” 
he explained.

“While our 
data for May 
and now June 
has shown 
month-on-
month 
improvements, 
and airlines 
have been 
reporting peak 
weeks and 
months for 
cargo, the big 
question has 
been ‘what 
happens when PPE volumes 
dry up?’. Now the noise of 
PPE is starting to fade, we 
can see where the industry 

is really at – and we 
do see an 
improvement.
“Our June 

analyses seem to 
suggest the first 
steps towards a 
structural market 
recovery.

“We are starting 
to see a more 
recognisable 
airfreight market 
following more 

logical economic 
principles and more logical 
rates. The dynamic 
loadfactor in June was at a 
level we did not see even 
during normal peak 

Christmas periods, resulting 
in yields that are still well 
above the 2019 levels,” he 
said.

There remain pockets of 
PPE shipments around the 
world. Malaysia, the world’s 
largest producer of rubber, 
reportedly makes some 75 
per cent of the world’s 
rubber gloves, causing busy 
lanes out of Kuala Lumpur, 
while the US and Latin 

America continue 
to import PPE. 
But the initial 
global rush has 
died – and 
sectors such as 
retail are not 
currently using 
much air freight.

While 
ecommerce has 
certainly been 
prevalent in air 
freight, 
forwarders have 
reported that 
many retailers 
are preferring to 
opt for sea 
freight at the 
moment 
although the 

sector is expected 
to get busy in the third and 
fourth quarters.

“Retailers are yet to begin 
their air programmes, due to 
surplus stocks from the 
lockdown,” said Lee 
Alderman-Davis, global 
product and development 
director for Ligentia. 

Another air freight 
forwarder added: “There is 
very little air freight in retail 
right now. But it will pick up 
this month. Manufacturing 
has definitely re-started, but 
much is going by sea 
freight.”

Nevertheless, air freight 
benefits when unique 
demand situations occur 
and, as Ram Menen, former 
chief of Emirates SkyCargo, 
noted: “There will be further 
demand when a suitable 

vaccine is approved for the 
fight against Covid-19, 
which, hopefully, will be in 
the near future.”

Fuel prices, meanwhile, 
are on the rise. IATA’s jet 
fuel monitor shows it has 
gone up 8.5 per cent in the 
past month, although prices 
remain about 43 per cent 
below where they were a 
year ago.

The fall in rates comes as 
carriers slowly begin to add 
passenger capacity and 
become less reliant on 
expensive-to-operate 
passenger freighters, which 
are only economically 
sustainable with high air 
freight rates and low fuel 
prices.

And capacity is causing 
some forwarders headaches.

“Transpacific eastbound 
has become a little bit more 
complex, with discussions 
around slots for passenger 
flights,” said one air freight 
forwarder.

“We are monitoring this 
situation closely, as this 
could impact the overall 
supply and demand situation 
(due to missing belly 

Air freight rates sink 
for Chinese exports as 
‘new normal’ begins...

"I would say 
the madness 

has gone, 
and things 

are the new 
normal. But 

what on 
earth is 
going to 
happen 
next?"

Carriers 
have 
become 
more 
flexible
capacity, more welcome 
news for forwarders who 
have begun to encounter 
container rollovers at 
Chinese ports of loading. 
The 2M partners pulled 
the AE2/Swan Asia-
North Europe service, 
probably until September, 
but shortly after 
introduced the Griffin/
sweeper service as 
bookings rose; similarly 
THE Alliance merged its 
FE4 and FE2 Asia-North 
Europe services but will 
soon introduce a 
fortnightly “extra loader”.

On the transpacific, 
each week brings another 
service announcement 
that a sailing previously 
advertised as blank has 
now been reinstated.

One interesting reason 
for this unpredictability is 
that in recent years 
carriers have become far 
more flexible in their 
network design, as Simon 
Sundboell, founder of 
liner data eeSea said: “It 
used to be the case that 
it would take nine to 10 
weeks to manage a 
network change; now the 
carriers have got that 
down to two weeks.”

continued from page 1

continued on page 4

RAM MENEN
Ex-head Emirates SkyCargo
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BOEING is set to end production of the ‘queen of the skies’, 
the iconic 747. While it has yet to make an official 
announcement, it looks set to close its production line when 
the last orders, of which it has 16, are finished in about two 
years’ time.

The 747 has been in production for 50 years, when Pan 
Am became the launch customer in 1970, and it has proved 
popular although the latest variant, the 747-8, failed to 
attract many customers outside of freight. Only 47 
passenger variants were made, while freighter operators 
have bought 107.

Last year one key Boeing supplier, the Triumph Group, 
began to dismantle is California plant, where the fuselages 
were made. According to some reports, Boeing had at one 
time considered buying the plant. But with only 16 more 
orders, for UPS and Volga-Dnepr, the writing is on the wall 
for the aircraft type. 

Volga-Dnepr was set to receive one 747-8F in February, 
but told Boeing it could no longer afford it. Boeing set about 
re-marketing the aircraft, to UPS, and was sued by Volga-
Dnepr which had changed its mind as air freight rates began 
to skyrocket. However, a court ruled that Boeing was within 
its rights to sell the 747-8F, as well as three 777Fs which 
had also been rejected by Volga-Dnepr. However, Volga-
Dnepr looks set to take a further three of the aircraft before 
the production line finally halts.

Not only will there be few new 747s, but the Covid-19 
crisis has accelerated many carriers’ plans to stop operating 
the aircraft. Large airlines such as Lufthansa and British 
Airways have already started to retire the aircraft type, 
made famous by its distinctive bulbous head.

The end of cargo only?
capacity), and the time it will 
take to return to a more 
regular situation will take 
longer.”

The passenger freighters 
have been operating on very 
tight margins, and are 
problematic for handlers as 
they take longer to load and 
unload than belly freight or 
freighters.

Initially used for charters, 
at high prices, they are now 
increasingly operating 
scheduled services, 
particularly for carriers with 
no freighters.

As one IAG Cargo 
customer noted, cargo-only 
flights are still better than 

leaving the aircraft on the 
ground. “And IAG needs to 
keep its network to keep 
customer loyalty.”

He added: “IAG Cargo is 
still keeping the cost quite 
high. But it’s reliable and 
direct, so I am happy to pay 
for it.”

Emirates is one carrier 
which has committed to its 
passenger freighters, on top 
of its existing freighter 
capacity. But as one 
forwarder pointed out, 
Dubai remains a central 
world hub and the 
opportunities for Emirates 
are greater than for other 
airlines. Turkey has similar 
geographic advantages, with 

Turkish Airlines seeing its 
cargo market share rise to 5 
per cent.

Emirates is currently 
modifying 10 of 
its passenger 
777-300ERs to 
fly cargo only.

They will offer 
capacity of 17 
tonnes in the 
cabin and 40-50 
tonnes in the 
bellyhold.

While the 
passenger-
freighter charter 
market is in 
decline, some 
forwarders have noted that 
they prefer their shipments 

to travel together, rather 
than across several flights 
– but don’t necessarily need 
a whole aircraft.

In response, 
Air France-KLM 
has launched a 
partial-aircraft 
charter service, 
KickCharter.

The carrier 
said: “Gaps in 
the network are 
filled by 
operating 
charter services, 
but not all 
shipments justify 

a full-freighter 
solution. We have resolved 
this by developing a 

collaborative platform, 
where customers can jointly 
participate in charter 
solutions to destinations we 
currently do not serve. Once 
we have sufficient cargo to 
such a destination, we 
operate the charter.”

One air freight forwarder 
said he liked the idea, but 
had concerns about the 
timeframe. AF-KLM said: 
“We need at least 12 days, 
as from seven days we need 

to prepare the operational 
activities.”

But the forwarder said: 
“The issue is you don’t 
generally have the luxury of 
time. It’s really geared 
around shippers with regular 
flows during the crisis – but 
it won’t work beyond that. 
And with that timeframe, 
you could send it on rail 
quicker. Airlines just are not 
geared up to consignment 
level movements.”

“Gaps in the 
network 

are filled by 
operating 

charter 
services"

continued from page 3

Emirates is currently modifying 10 of its passenger 777-
300ERs to fly cargo only

Queen of the skies 
gets dethroned
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Spotlight ON
Steven Polmans

THE International Air Cargo 
Association (TIACA) is 
upping the pace on its 
transformation from old 
boys’ club to leading industry 
player – and is hoping to 
entice new members to join 
by offering training and 
education programmes.

Steven Polmans, chair of 
TIACA, and cargo and 
logistics chief of Brussels 
Airport, is keen to attract 
more independent 
forwarders as members.

“Last year, we changed our 
membership formula to 
make it easier and cheaper 
for small and medium 
companies to join TIACA and 
become a full member. This 
reduced rate is applicable to 
any small and medium size 
company in our industry.”

TIACA has in the past 
been criticised for being 
dominated by larger 
organisations, and not 
heeding the needs of SMEs. 
But not any more, says 
Polmans.

“For a lot of smaller 
companies, it is more 
difficult to get the necessary 
information, make 
the right 
connections, 
and be informed 
on the industry 
as a whole, 
rather than only 
on their part of 
it.

“Larger 
companies tend 
to have much 
more internal 
resources. So 
this is an 
additional 
benefit for 
smaller 
organisations to 
join TIACA, 
besides all the 
additional 
benefits that are 
important to all 
members of any 
size.”

The goal, says Polmans, is 
to become a one-stop shop 
for all air cargo-related 
topics – from legislation to 
training, networking, and 
working on a vision for the 
future of the industry.

“Not everything will be 
done by TIACA, but via 
TIACA members will be able 
to access all this info or be 
part of it. This was also the 
driver for Neutral Air Partner 
to team up with TIACA for 

example.”
To this end, TIACA has 

also partnered with Clive 
Data Services, which 
provides up-to-date, weekly 
analysis of dynamic load 
factors and volumes. The 
pair are offering webinars to 
members at the moment, 
revealing and analysing the 
latest market trends. 

The Covid-19 crisis has 
propelled the association 
into speeding up its plans as 
members now require more 
knowledge and assistance.

It has hired consultancy 
Change Horizon to deliver 
its transformation 
programme, with a “revised 
governance structure and a 
fitter organisational set-up”, 
by the end of August.

The association is also 
changing the secretary 
general’s role, which will see 
incumbent Vladimir Zubkov 
moving sideways, continuing 
his work with ICAO and 
advocacy. But TIACA said it 
needed “a director general 
accountable for the 
organisation’s strategy, 
delivery model, team and 

financials”.
It added: 

“Today, this role 
is more limited 
and vaguely split 
between the 
Board chair and 
secretary 
general, and it 
leads to 
inefficiencies. 
The new TIACA 
needs to be 
more agile and 
responsive to 
the market’s 
needs.”

TIACA’s 
sustainability 
director, Celine 
Hourcade, will 
act as transition 
director until a 
new director 

general is found.
Polmans, who leaves his 

job leading cargo operations 
at Brussels Airport at the 
end of this year, said he 
would not take on the new 
director general role at 
TIACA, however, and any 
new employer would need 
to accept his role as chair of 
TIACA’s Board. 

“I am so in favour of 
transparency and good 
governance, so leading all 
this change will never result 
in me taking up any position 

in TIACA soon. That would 
be so wrong and is not the 
kind of reputation I want.”

Since joining the Board, 
Polmans has worked hard to 
find out exactly what 
members want and need.

“Ever since I joined 
TIACA’s Board in 2015 I 
have had regular discussions 
with members, and wanted 
to make it sharper, stronger, 
active on topics affecting the 
air cargo industry today, like 
digitalisation, sustainability, 
learning and development,” 
he explains.

“Members have 
highlighted areas of 
improvement: they feel the 
value of TIACA is unclear 
and wanted to know how it 
differs from IATA, for 
instance. They regret the 
lack of reach in Asia and 
Africa and the limited 
number of tech companies, 
start-ups and new entrants 
in the membership.

“The long history of TIACA 
is an asset, but at the same 
time some people see us as 
an old boys club, and there is 
some suspicion about the 
way TIACA makes decisions.

“So also on that level, 
change was needed, with a 
clear and transparent 
governance model.”

Currently, TIACA’s 

12-strong Board is all male, 
contributing to the idea that 
it is a “boys’ club”. But there 
are moves to alter an 
election process that in the 
past has been based on 
money.

“Moving forward… we will 
propose changes to the 
Board composition, election 
process, mandate duration, 
roles and responsibilities to 
ensure TIACA can represent 
the entire air cargo 
community, all stakeholder 
types and all regions. The 
trustees will make the final 
decision by voting at the 
next annual general meeting 
in November.”

Money, as ever, is slightly 
problematic, not 
helped by 
Covid-19. The 
association was 
on the brink of 
bankruptcy in 
2017, which 
triggered 
significant 
cost-cutting 
programmes, as 
well as reforms 
to the Air Cargo 
Forum (ACF), its 
biennial 
cash-cow.

Polmans says: 
“Before 
Covid-19, we were on track. 
But it is affecting us, as it is 
affecting our members and 
partners. Probably every 
association relying on 
membership revenues today 
is suffering. The Board made 
decisions to be financially 
‘sober’ and delay some of 
our projects until better 
times. But we also decided 

to accelerate our 
transformation to gain in 
efficiencies and relevance – 
short-term, this is not a risk 
for the association.”

The ACF is due to be held 
in Miami in 

November, a 
week after the 
US presidential 
elections – and 
potentially Covid 
may still be 
raging in the 
country.

“ACF is a 
particularly 
important 
rendezvous for 
the global air 
cargo 
community, 
especially after 

all the others 
have been cancelled. At the 
moment, we are working full 
speed with [event organiser] 
Messe München to make it 
happen, to deliver a great 
trade show and conference. 
Can we guarantee it will 
happen? No.

“Before Covid-19 we saw 
very promising bookings, 
better than we have seen in 

many years. Although new 
bookings are slowing down, 
we have also not seen a drop 
in reservations. People 
clearly are really hoping that 
the event will take place.”

Membership numbers are 
also expected to take a hit as 
companies grapple with the 
new financial realities. TIACA 
has offered to relax 
membership deadlines and 
promised greater value to 
members.

“We believe Covid-19 has 
demonstrated how much the 
industry needs to speak with 
a united voice, and TIACA is 
uniquely positioned to 
facilitate and lead it. So while 
we do expect to lose some 
members due to the 
situation, we have also seen 
in the recent past new 
members joining based on 
the first promises made after 
our AGM in Budapest.

“In general, the support we 
are getting at the moment 
from our members is positive 
and encouraging.”

Chair of TIACA and 
cargo and logistics chief of 
Brussels Airport

"Last 
year, we 

changed our 
membership 

formula 
to make it 
easier and 

cheaper for 
small and 
medium 

companies to 
join TIACA"

"We believe 
Covid-19 has 
demonstrated 

how much 
the industry 

needs to 
speak with a 
united voice"

TIACA leads the 
drive for change
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Focus ON
Green Logistics

“ADOPTING 
innovative 
sustainable 
transport 
practices makes a strong 
public statement about an 
organisation’s corporate 
social responsibility 
philosophy,” Southern Cross 
Cargo’s Vanessa Richards 
tells Voice of the 
Independent (VOTI). 

But for too long there has 
been an accepted, if false, 
idea that “sustainability and 
economic viability and 
prosperity cannot go hand in 
hand”. For the 
logistics sector, 
this 
misconception 
and the efforts 
of some in the 
industry to turn 
it green have 
been tested 
under the strain 
of the 
coronavirus 
pandemic. To 
some extent, 
says Richards, this strain has 
shown. 

“Green to some means 
higher costs and less profits,” 
she says. “And the current 
economic climate might lend 
itself to the theory that it 
doesn’t matter how it moves 
as long as it’s cheap; after all, 
our immediate livelihoods 
depend on the cost-effective 
movement of goods 
globally.”

Managing director of air 
and sea business at Olicargo, 
Pedro Moreira, tells VOTI 
that he does not believe the 
industry should be 
concerned by any about-face 
in attempts to curb its 
environmental impact. 

“Honestly, I do not think 

the pandemic 
caused any 

increase in terms of fuel 
consumption,” says Moreira. 
“Nor do I anticipate any 
long-term negative results 
when it comes to the 
environmental efforts. 
Environmentally speaking, in 
my opinion it is the other 
way around. Generally, 
people stayed in quarantine 
and even with the increase 
of the e-commerce, it 

doesn´t mean a 
replace of the 
fuel 
consumption. 
That’s 
exemplified by 
the fact that 
fuel prices have 
dropped 
significantly 
over the course 
of the 
pandemic.” 

While Moreira’s 
position may reflect the 
current standing, there is a 
sense that both industry and 
government needs to take 
hold of the moment to enact 
policies and legislation that 
could carry the green switch 
over the hill. As Moreira 
points out, emissions 
plummeted as the world 
went into lockdown. Climate 
science and policy advocate 
CarbonBrief notes that 
between the start of 
February and the middle of 
March, carbon emissions out 
of China – the world’s 
largest polluter – plummeted 
some 18 per cent. The same 
study suggested the EU 
could see a nine per cent 
drop-off as a result of the 

reduction in both transport 
and industrial output. 

President and chief 
executive officer of Green 
Worldwide Shipping, 
Thomas Jorgensen, tells 
VOTI that while the impact 
of the pandemic on the 
supply chain has been no 
secret, “it has been the 
largest disruption to supply 
chains in modern times”, 
what he and the team at 
Green have experienced has 
been “an incredible amount 
of determination and 
creativity to keep business 
sustained and even growing”. 
He expects further 
challenges to follow, not 
least those emanating from 
movement restrictions as 
well as blank sailings, and 
“even trade disputes”. Even 
so, he cautions against 
regression on the efforts to 
combat the significant 
environmental footprint of 
the supply chain.

“Urgency is also never an 
excuse to cut corners; while 
a time-definite shipment 
may not be able to travel 
with the lowest emission 
carrier, shippers can still take 
on the responsibility of 
investing in carbon 
offsetting programmes to 
reduce long-term negative 
impacts on the 
environment,” says 
Jorgensen. “Freight 
forwarders have the power 
to bring those solutions to 
the table and show the 
impact of that value to their 
clients.” 

Moreira says the way 
forwarders can achieve this 
is by ensuring that they 
select the right transport 
companies to meet green 
requirements. As such, he 
notes that Olicargo picks 
companies “duly approved” 
through environmental 
assessments. When 
subcontracting carriers – be 
they trucking, sea or air 

– Olicargo sets a whole host 
of minimum requirements, 
including those linked to the 
age of the fleet. But 
Jorgensen cautions that, 
ultimately, green logistics is 
not in the hands of 
forwarders. 

“This decision to reach a 
carbon neutral supply chain 
rests with our clients, but it 
is our responsibility as 
forwarders to emphasise the 
benefits of using greener 
providers and emission 
offsetting programmes,” he 
continues. 

“Many carriers have been 
anticipating shipper 
demands to reduce the 
carbon impact transportation 
has on the environment and 
have been working towards 
creating ‘greener’ services.  
But it is only when business 
leaders make sustainable 
practices a company priority 
that the supply chain 
becomes accountable and 
falls in line to reach those 
defined goals.” 

Richards says regardless of 
this, now is “definitely” the 
time for businesses to take 
the leap even further into 
more sustainable 
solutions. 
Companies, she 
continues, need 
to realise that 
sustainability 
can create 
long-term value 
by looking how 
at they can 
operate in the 
ecological, social 
and economic 
environment. 

“It is built on 
the assumption 
that developing 
such strategies 
foster company 
longevity,” she 
adds. “Industry 
and 
governments 
had really 
started to take 
note and insist 
that companies 
adopt better 
practices.  And I 
agree, the 
current 
economic climate is really 
scary. So many people are 
out of work, so many 
businesses are suffering 
financially. It could be really 
easy for these same adopters 
to park these sustainable 
ideals with a preference to 
profits via cheap inputs. 

“From a forwarder’s 
perspective, they need to 
adopt innovative sustainable 

transport practices as these 
make a strong public 
statement about an 
organisation’s corporate 
social responsibility 
philosophy. As such it has 
always been important for 
us to seek to partner with 
those who share a similar 
focus. 

“Think about it this way: a 
company that is openly 
thinking about how they can 
do things better and more 
environmentally and with a 
greater community focus… I 
believe is going to take more 
care of a client’s business 
than another who will just 
use whatever resource is 
open at the time. Look for 
companies who adopt a 
continuous improvement 
mentality. This means those 
companies that maintain and 
promote an environmental 
management plan (EMP). 
Look for companies who 
offset their output, adopt 
internally sustainable 
operational practices. Does 
the trucking company 
regularly maintain its fleet?  
Does it use or have a plan to 
increase its use of green 

fuels?”
This, though, 

may be easier 
for some than 
others. Larger 
forwarders with 
more clients 
have greater 
clout when it 
comes to 
negotiations. 
They also have a 
wider pool of 
transport 
providers to 
select from. For 
SME forwarders, 
picking the right 
transport 
operator has a 
far wider impact. 
Moreira says 
though that 
these same 
forwarders also 
have to wise up 
to the reality of 
the need for 
green solutions 
from clients – 

suggesting the 
seesaw has very definitely 
tipped. 

“It is a challenge in fact to 
develop a long-term, 
sustainable green strategy 
– especially given the 
current economic 
environment,” he says. “But 
the thing is SME forwarders 
somehow have to find a way 
to achieve this and to 
implement environmental 

procedures and standards, 
otherwise it will not be 
possible for them to land 
some key customers. This is 
not just the case for SME 
forwarders, it is also the case 
for SME trucking firms. They 
too have to follow the trend 
towards greener logistics as 
that is what the market is 
demanding.”

Saying that a strategy 
needs to be developed and 
actually developing those 
strategies are, however, two 
very different things. For 
Jorgensen, it is simply a case 
that forwarding “like any 
industry” must evolve with 
the world and how people 
do business. 

“To achieve this, they need 
to focus on sustainability as 
a whole, not just as a 
short-term sales focus that 
doesn’t bring about any 
long-term change or benefit 
to the customer,” he says. 
“The first step is always to 
take the first step. Talk to 
your clients and understand 
what is important to them 
when it comes to ‘green’ 
forwarding strategies. There 
is an incredible amount of 
opportunity for freight 
forwarders willing to listen 
and think creatively.” 

Echoing this sentiment, 
Richards says that even if 
companies take only one 
small step towards adopting 
more sustainable business 
practices there will be some 
benefit arising from it. For 
Richards, the step of most 
critical importance is for 
businesses to conduct 
reviews of all their internal 
procedures and operations 
and act on these. 

“Changes to procedures to 
utilise less resources will not 
only be more 
environmentally friendly but 
save the company money in 
the long run,” she continues. 
“It is also very important to 
get buy-in from your staff 
– they are after all the key to 
changing any internal 
processes. Setting an EMP 
will assist in getting buy-in 

Going green grows new customers

“Green to 
some means 
higher costs 

and less 
profits”

“This decision 
to reach 
a carbon 
neutral 

supply chain 
rests with 
our clients, 
but it is our 

responsibility 
as forwarders 
to emphasise 
the benefits 

of using 
greener 

providers"

PEDRO MOREIRA
Olicargo
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internally and externally. The 
other tip is that’s its ok to 
take baby steps towards a 
better final outcome. Setting 
goals for achieving more 
sustainable business 
practices will be the way to 
make sure that any change is 
long term and not a knee-
jerk reaction.”

Richards suggests 
forwarders “look at the 
basics”. This includes looking 
for new energy options at 
their offices, using more 
sustainable fuels, recycling in 
the office, and using 
technology to make 
processes more streamlined. 
Through this, she says, 
forwarders can “find ways to 
offset your output”, again 
echoing Jorgensen’s 
contention that emissions 
offsetting is something that 
must become part and parcel 
of everyday business 
procedures. Going further, 
though, Richards suggests 
that the starting point for 
companies should be their 
local communities and she 
implores them to “get further 
involved” in these. 

“Start there,” she says. 
“Look for partners who share 
the same vision so you can 
swap ideas and strategies. 
You may feel that something 
is unachievable until you 
hear how someone else has 
tackled it and moved 
through. What is it that we 
have all been saying? We are 
all in this together? It is true 
– together we can make a 
huge difference.” 

Richards also believes that 
the WCA can make a 
significant contribution to 
helping its SME members 
reach a commonly agreed 
green framework. She says 
this is something she would 
“love to see”. 

As a starting point, she 
suggests making an active 
effort at partnering with 
companies that meet what 
she suggests could be 
labelled a “green tick”. This 
identifying symbol would 
allow both the members and 
the WCA to further 

advertise its services to 
customers “so, not only are 
we green here locally”, but 
so too are their partners. 
These partners, i.e. other 
WCA members, would then 
be able to assist in offering 
clients sustainable transport 
solutions from door to door. 
She speaks, however, from 
Australia which potentially 
faces border closures with 
“many overseas nations” for 
the rest of the year. 

“This means our importers 
either need to be accepting 
of extremely high airfreight 
rates or look at sea as a 
viable alternative,” Richards 
continues. “We 
have often 
operated in a 
‘just-in time’ 
environment 
– where we just 
purchased when 
we needed to, 
with little 
concern as to 
economies of 
scale or the 
impact that our 
small purchases 
made. Now we 
will see 
customers still 
wanting goods 
quickly – but 
with a greater 
move to sea 
freight we may 
see consignees 
buying larger 
volumes and 
holding it 
locally.” 

Such a move 
would obviously 
have a 
significant 
positive impact 
in trimming 
emissions. Every 
two tonnes of freight carried 
by air over 5,000km 
reportedly produces 6,605kg 
of CO2 compared with just 
150kg of CO2 if the freight 
is sent by sea. But Moreira 
and Jorgensen caution 
against perceiving the 
pandemic as the tipping 
point for such a significant 
step. 

“There are a lot of market 
factors at play when 
discussing mode 
alternatives,” says Jorgensen. 
“Travel restrictions have 
significantly impacted 
passenger-cargo movement, 
limiting the capacity and 
increasing the price of 
airfreight. Urgent medical 
equipment is also receiving 
priority across all 
transportation to ensure 
delivery to critically 
impacted areas. 

“Ocean carriers have also 
blanked more than a few 
sailings in an attempt to 
bring balance between 
supply and demand. Because 
the world has never 
experienced disruption on 
such a scale before, I think 
it’s too soon to be 
speculative about market 
conditions and how they will 
evolve. That’s one of the 
major benefits for shippers 
that choose to partner with 
a freight forwarder – the 
flexibility it gives to their 
supply chain and business.” 

But Richards notes that 
even in this current 
economic climate, the 
requirement to adopt more 
sustainable business 
practices is not going to go 

away. If anything, 
she says that 
this pandemic 
has provided 
lessons in the 
greater need to 
work together. 

“We can start 
by outlining our 
EMP,” she adds. 
“At Southern 
Cross Cargo we 
have a vision 
and we continue 
to transform our 
company into a 
customer-
centric, future-
focused 
organisation that 
delivers great 
customer 
experiences and 
sustainable 
customer value. 
This reflects our 
core purpose to 
be efficient, be 
selective in who 
we partner with 
in the supply 
chain to ensure 
we protect the 

environment, be 
sustainable and reduce our 
impact and carbon 
footprint.” 

To meet this vision, 
Southern Cross Cargo has 
listed the following 
environmental objectives: 
contribute to a healthy, 
sustainable environment by 
partnering with 
organisations in the supply 
chain process that can 
demonstrate and are 
focused on environmentally 
sustainable practices; 
increase its resilience to a 
changing climate; connect 
with customers; and use 
sustainable, recycled and 
environmentally friendly 
products and packaging. 
Richards believes these 
initiatives will allow the 
company to protect and 
work with groups to restore 
valuable biodiversity and 

share the natural spaces, 
land and heritage in the 
company’s local community. 

Jorgensen adds: “There are 
many programmes and 
networks available for 
shippers and forwarders to 
understand the benefits of 
becoming more ‘green’. For 
Green Worldwide Shipping, 
well, it’s in the name, so 
incorporating sustainability 
into our business has been a 
focus since we launched 
back in 2008. We began our 
programme as a member of 
the United Nations Global 

Compact Initiative and have 
been building more and 
more green programmes into 
our solutions as we grew. 

“In 2019, for example, 
Green began partnering with 
Trees.org to donate a tree for 
every single shipment we 
handle and were able to 
contribute 100,000 last year 

alone. Green also launched 
our Carbon Offset initiative 
to assist shippers with 
calculating their supply 
chain’s carbon footprint and 
connecting them with 
environmental programmes 
to meet carbon neutral 
goals.  And we are only 
getting started.” 

Going green grows new customers

"while a 
time-definite 

shipment 
may not 

be able to 
travel with 
the lowest 
emission 
carrier, 

shippers 
can still 

take on the 
responsibility 
of investing 

in carbon 
offsetting 

programmes"

THOMAS JORGENSEN
Green Worldwide Shipping

In 2019, Green Worldwide began partnering with Trees.org to donate a tree for every single 
shipment it handles and was able to contribute 100,000 last year
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ECOMMERCE looks likely to 
be at least in part to blame 
for equipment shortages on 
the US railroads. 

Spot rates for bookings on 
Union Pacific have surged 
some 40 per cent in the past 
month, while the lack of 
available containers has been 
compared to that 
in a peak season. 

Union Pacific 
told customers 
at the end of 
June that 
volumes had 
risen, as 
industries 
including the 
automotive 
industry had 
begun to 
rebound. June 
volumes were 
up 9 per cent on 
May. UP claimed that it was 
“adjusting resource levels to 
handle the increase”, but 
customers have complained 
that still not enough 
equipment is available. 

Some equipment was 
reportedly parked in 
response to the initial 

Covid-related slump in 
demand, and customers 
claimed UP had not returned 
it fast enough. April also saw 
shippers face a shortage of 
rail containers. 

One factor for the recent 
surge in demand is Asian 
cargo flows coming through 

California’s sea 
ports. The first 
five months of 
this year saw the 
Los Angeles 
market account 
for 5.8 per cent 
of US domestic 
freight moves: 
this increased to 
6.85 per cent in 
June. The west 
coast promises 
faster transit 
times and lower 

truckload rates, 
halting the previous trend 
towards using east coast 
ports. 

And ecommerce has also 
sprouted during the 
pandemic. UPS is said to 
have bought all the rail 
capacity it could to cater for 
its ecommerce customers, 
and according to ShipSights, 

which helps shippers cut 
their transport spend, 
ecommerce customers, who 
are being advised to use all 
transport modes, have seen 
their business grow almost 
300 per cent. 

Mastercard, meanwhile, 
reported that ecommerce 
sales in May grew 149 per 
cent for home furnishings, 
and also saw big gains in 
footwear and clothing. 

Nevertheless, overall rail 
volumes are still down, 
year-on-year. Data from the 
Association of American 
Railroads show a decline of 
22.4 per cent in carloads 

from June 2019, due to 
double-digit drops in a 
number of commodities, 
including coal (down 34.1 per 
cent) and motor vehicles and 
parts (down 30.3 per cent). 
Intermodal containers and 
trailers were 6.6 per cent 
down. June was still busier 
than May, and overall US rail 
traffic was down 13.2 per 
cent in the first 26 weeks of 
the year. 

The equipment shortages 
– despite lower volumes – 
could be a cause for concern 
for shippers, given that 
capacity problems worsen 
during peak seasons. 

US rail faces equipment 
shortages as volumes rise

THE major US air hubs have been suffering 
from acute congestion, which could lead to a 
flurry of technological improvements to 
relieve the pressure. 

While there may be few passengers, 
unusually heavy cargo volumes – brought in 
via a mixture of freighters and slow-loading 
passenger aircraft – have seen freight 
warehouses come almost to a standstill in 
hubs including Chicago, Los Angeles and New 
York. 

Freight traffic at Chicago O’Hare is up some 
50 per cent, and it can take between five and 
eight days for cargo to get broken down, 
reported forwarders. Others pointed to lost 
cargo, and blamed handlers for failing to 
accommodate growing cargo flows, as 
medical equipment and ecommerce has 
poured into the US. 

Swissport told media that its volumes have 
risen 80 per cent at Chicago since February, 
and handlers have struggled to deal with 
cargo moving on a mixture of freighters and 
passenger freighters, which have slow and 

cumbersome loading and unloading 
processes. This has of course combined with 
social distancing measures, which has also 
slowed down processes significantly, as well 
as fewer staff.  

Delta Cargo temporarily banned freight 
movements at Chicago at the end of June, in 
what was thought to be an attempt to clear 
the backlog, while another airline executive 
blamed charter flights, with freighter 
operators adding a large number of 
operations to their existing scheduled 
services. 

“The main issue is not carriers who maintain 
their scheduled service, but those who chase 
after charters … and ad hoc opportunities.” 

While PPE shipments have slowed down, 
they are still in demand in the US, along with 
ecommerce.  

The airports were designed to handle belly 
and freighter flights, but the increase in 
freighters has meant cargo arrives in large 
clusters, making it harder for handlers and 
trucking companies to manage. 

Congestion hits major US 
airports as heavy cargo 
volumes impact handlers

the lack of 
available 

containers 
has been 
compared 
to that in a 

peak season 

Maersk, the forwarder 
with a shipping line?
SHIPPING line Maersk is increasingly moving into the 
forwarding sphere. Its latest move is to buy another customs 
brokerage, KGH Customs Services, a Swedish company.

The deal, which cost it Skr2.6 billion (US$279 million), 
“corresponds with Maersk’s digital transformation journey”, it 
said. It mirrors last year’s acquisition of US customs 
brokerage Vandegrift.

“There are no end-to-end solutions without customs 
clearance,” said Vincent Clerc, ocean & logistics CEO at 
Maersk.

“With KGH, we will not only be able to strengthen our 
capabilities within customs services and related consultancy, 
but also reach more of our customers in Europe through a 
larger geographical footprint and digital solutions that will 
enhance our ability to meet our customers´ end-to-end 
supply chain needs.

“We achieve all this in one go, instead of having to build 
our expertise through multiple acquisitions,” he added.

KGH, which was owned by Bridgepoint Development 
Capital, has 775 employees and annually clears nearly two 
million customs applications in sea, air and land modes. It 
also has a consultancy arm.

The shipping line has also been picking up 3PL executives, 
with its latest hire being veteran forwarder Ditlev Blicher, DB 
Schenker’s chief executive of Asia Pacific, and formerly of UTi 
and Ceva.

Maersk’s continued foray 
into forwarding has not gone 
unnoticed. The line appeared 
– as one of only 16 
companies -  in Gartner’s 
recent Magic Quadrant of 
3PLs worldwide. Moving from 
niche player to challenger, it 
looks to be in a stronger 
position than established 
players such as Kerry 
Logistics and Rhenus Group.

VINCENT CLERC
Maersk

Union Pacific told customers at the end of June that volumes 
had risen, as industries had begun to rebound

Freight traffic at Chicago O’Hare is up some 50 per cent, and it can take between 
five and eight days for cargo to get broken down, reported forwarders
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OCEAN carriers are being 
accused by shippers of 
“profiteering” from the 
pandemic – and in some 
circles deemed culpable of 
the more sinister-sounding 
“price-gouging”.

Defined as charging a 
price that is “higher than 
normal or fair, usually in 
times of natural disaster or 
crisis”, price-gouging is illegal 
in many jurisdictions around 
the world.

The container lines have 
come under fire for their 
aggressive blanking of 
sailings to mitigate the 
consumer 
demand slump 
caused by 
Covid-19.

The myriad of 
cancelled 
voyages and 
better-than-
expected 
demand resulted 
in a capacity 
crunch on the 
Asia – Europe 
and transpacific 
tradelanes, 
causing 
container 
rollovers and a 
spike in freight 
rates.

In particular, 
rates between Asia and the 
US have soared, and for the 
US west coast are some 70 
per cent higher than a year 
ago.

Carriers succeeded in 
implementing three general 
rate increases (GRI) on the 
transpacific in just six weeks 
– a success rate almost 
unheard of in recent liner 
history.

On the Asia – Europe 
route, the rate gains have 
not been so spectacular, 
however rates for North 
Europe are up some 30 per 
cent, compared with 12 
months ago, and are 
approximately 34 per cent 
ahead for Mediterranean 
ports.

Moreover, fuel prices 
- even the compliant 

low-sulphur blends – are 
lower than a year ago and 
charter rates for ships have 
also fallen sharply, another 
win-win for carriers.

Given the robust demand 
and high freight rates, 
carriers have been 
encouraged to reinstate 
previously blanked sailings 
and to introduce extra 
loaders and sweeper 
services on an inducement 
basis.

But of course they are 
being careful not to ‘rock the 
boat’ and tip the supply and 
demand scales too far back 

in favour of 
shippers.

The carriers 
are probably 
pinching 
themselves at 
the thought that 
they have 
managed to 
turnaround 
what looked like 
a potential 
bankrupt 
industry in 
March, with 
analysts 
predicting a 
worst-case-
scenario 
consolidated 

loss for the year 
of $23bn.

What at that time looked 
like a global volume decline 
of 20 per cent-plus, has now 
been downgraded to about 
10 per cent lower than 2019 
– still a figure that if left 
unchecked would ensure a 
sea of red ink for the 
industry and the possibility 
of another liner scalp.

However, although the 
carriers are not by any 
means out of the woods yet, 
the same analysts are now 
suggesting that the 
container lines could even 
achieve a profit this year of 
up to $9bn on a 
consolidated basis.

But with the more 
optimistic forecasts for the 
liners set against a 
continued pessimistic 

outlook for other supply 
chain stakeholders, who are 
struggling to adapt to a 
reduction in their business, it 
is unsurprising that the focus 
will return to the so-called 
oligopoly of the liner 
industry.

The custom of blanking 
sailings in line with demand 
is a permissible action 
agreed by regulators, but the 

overcooking of void sailings 
in response to the 
coronavirus outbreak 
suggests that there can be 
unintended or even intended 
consequences of 
withdrawing sailings to the 
detriment of shippers.

It is in nobody’s interest to 
see another bankruptcy in 
liner shipping, but I think 
that the time has come for 

the regulators to show their 
teeth and introduce a 
fast-track authorisation 
process for the cancellation 
of advertised sailings.

Not only would this 
prevent carriers from 
artificially distorting the 
market for the purpose of 
price increases, but it would 
also bring some welcome 
visibility to the current 

opaque methods of advising 
the trade.

Insights IN
Seafreight – comment by Mike Wackett

Is your carrier a price gouger?

MIKE WACKETT
Sea Freight Consultant, FICS

Defined as 
charging a 

price that is 
“higher than 

normal or 
fair, usually 

in times 
of natural 
disaster or 

crisis”
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NEW entrant ‘Cyber 4PLs’ 
could impact freight and 
logistics service providers, if 
they fail to adapt their 
business model to fast-
changing market conditions, 
an analyst has warned.

Ken Lyon, advisory board 
member at consultancy 
Transport Intelligence, noted 
that some forwarders owing 
to their size, or traditional 
working methods, could fail 
to respond to the seismic 
changes the world has seen.

“One of the 
greatest 
challenges large, 
established 
logistics service 
providers face is 
how quickly 
they can adapt 
to changing 
market 
conditions,” he 
said.

“[Established 
forwarders] 
have proved 
capable at 
adapting to markets that 
evolve, but markets that 
suffer seismic shifts are very 
difficult to deal with. 
Unfortunately, as we have 
seen over the past few years, 
major market segments are 
undergoing significant 

changes, and some may 
prove to be existential.

“These changes have been 
driven by either consumer 
sentiment, technology 
transformation or 
geopolitical realities.”

He warned that new 
logistics players would enter 
the market with 
backgrounds in software 
development, or perhaps 
consultancy.

“They will be a 
combination of domain 

knowledge and 
market 
expertise, 
adaptable 
technology 
platforms, 
systems 
integration 
specialists, data 
analytics, 
advanced 
manufacturing 
capabilities; and 
have the ability 
to deliver these 

services to 
customers anywhere.

“A majority of their costs 
will be expended on people 
and expertise, with the 
major assets being 
intellectual property and 
software algorithms.”

These ‘Cyber 4PLs’ would 

make the largest 
investments in technology 
and staff, blending 
workforces to combine 
software developers, data 
and systems analysts, as well 
as procurement, supply 
chain and logistics network 
designers.

“Building and blending 
such teams is both very 
expensive and time 
consuming. Attempting to do 
so inside an existing logistics 
organisation is challenging 
and may be impossible, so 
will probably need to be 
done either via an 
independent subsidiary, or a 

completely new enterprise,” 
he argued.

But, he said, established 
logistics companies could 
partner with a start-up or 
found an independent 
spin-off to incorporate the 
new workforce.

While there have been a 
slew of ‘digital forwarders’ 
entering the market, Lyon 
argued that the real threat to 
‘traditional’ forwarders is the 
business model.

“As 4PLs emerge more 
generally, they may be 
considered a threat to many 
established players providing 
‘trucks and sheds’, relabelled 
as logistics service providers. 
“Those providers are 
essentially reselling 
floorspace and transport 
capacity as a commodity in 

an increasingly competitive 
market, with ever decreasing 
margins.

“It’s really their own 
business model and market 
conditions, rather than a 
4PL, that is the threat.

“They need to move up 

the value chain and work out 
how they can differentiate 
themselves, and develop 
partnerships with companies 
which can help them to 
better utilise their expertise 
and asset base as part of 
different operating models.”

Forwarders under threat from new

"Building 
and blending 
such teams 
is both very 
expensive 
and time 

consuming"

KEN LYON
Transport Intelligence

THE UK is no longer able to extend the 
transition period for Brexit, and it is set 
to be completed on December 31. The 
latest round of negotiations between 
the UK and the EU, beset by problems 
and exacerbated by Covid-19 
restrictions, has also made it look 
increasingly likely that there will be no 
trade deal.

The UK’s HMRC has made it clear 
that ignorance of customs requirements 
from January will be no defence, and it 
continues to offer online support to 
those that need it.

Regardless of whether or not a free-
trade agreement is eventually reached, 
customs declarations will be required on 
all mainland UK exports to 
the EU and Northern 
Ireland, and on imports 
from the EU from July 
2021.

The UK government has 
proposed a ‘light-touch’ 
regime for imports, using a 
process known as EIDR 
(Entry In Declarants 
Records). It can be used for 
standard products, 
although some goods are 
excluded and will need 
border declarations.

Under EIDR, shippers have up to six 

months to present the 
import entry, but the 
government requires 
companies to keep records 
of arrivals, including basic 
data such as the EORI 
number, deferment 
information and the 
transport route. 
Commodity codes must be 
accurate, additional 
quantity and value codes 
checked, the origin of the 
goods, preference rates 
and any potential anti-
dumping or counter 
surveillance duties must 

be considered.
For exports 

to the EU, the government 
is implementing a pre-
lodgement process, where 
goods arriving at ports will 
have already made a 
customs declaration.

Under this model, trucks 
without a P2P (Permission 
to progress) would be 
unable to leave loading 
locations.
The Goods Vehicle 

Movement Service (GVMS) supports this 
model for both imports and exports and 

to facilitate transit movements.
For export movements from the UK to 

the mainland EU, the vehicle will either 
clear at the EU port of arrival, or transit 
inland for clearance at approved 
premises closer to the ultimate 
destination.

To raise a transit document shippers 
will need a transit guarantee - which is 
not cheap – and only authorised 
consignors can authenticate a transit. 

Forwarders are advised to keep 
customers up-to-date with the all the 
requirements.

Brexit: ignorance is no excuse says UK government

ignorance 
of customs 

requirements 
from January 

will be no 
defence

‘Cyber 4PLs’
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THE job losses related to 
Covid-19 are huge, globally. 
According to the World 
Economic Forum, in the 
second quarter of 2020 the 
virus could be responsible 
for the loss of the equivalent 
of some 305m full-time jobs.  

The multinationals have 
been busy 
‘right-sizing’ as 
contracts are 
lost. In the week 
that Voice of the 
Independent 
went to press, 
DHL saw 2,200 
jobs go in the 
UK, while 
Lufthansa Cargo 
said it was axing 
500 roles – 
among other 
companies. And 
this is in 
addition to the 
usual to and fro 
of logistics jobs: 
DSV Panalpina’s 
merger led, for 
example, to 
some 6,000 job losses. 

But with that comes big 
opportunities for logistics, 
particularly smaller 
forwarders, say recruitment 
experts. 

“It’s an opportune time for 
independent, SME 
forwarders to recruit talent 
that is now available in the 
market,” explained Kim 
Winter, global CEO of 
Logistics Executive Group. 

 “The recruitment market 
for most freight and logistics 
roles at most levels has 
traditionally been typified by 

high demand and low supply, 
due to the limited talent 
resources across many key 
areas of expertise.  

“While there have been 
extensive redundancies in 
recent months for 
operational roles across 
several sectors, in many 

countries, most 
noticeably in 
aviation, and air 
freight, there 
continues to be 
strong demand 
for many areas 
of expertise.” 

And the 
logistics market 
is growing, and 
thus requiring 
more staff. 
Between 2016 
and 2022, the 
global logistics 
market size is 
projected to 
grow at a 
compound 
annual growth 

rate (CAGR) of 
3.48 per cent. Within that, 
e-commerce logistics will 
grow at 21.2 per cent, while 
the 3PL market is expected 
to grow at a CAGR of 7.1 
per cent from 2020 to 2027.  

However, it is not simply 
existing logistics workers 
who can be recruited. 
Winter points out that there 
are other industries with 
talented staff that could 
boost the logistics sector. 

“The pandemic has driven 
a significant acceleration in 
customer online buying 
behaviour with an increased 

adoption of online 
purchasing driving growth in 
e-commerce related roles. 

 “Positions currently in 
high demand include those 
focused on business 
development, customer 
management, technology, 
data management, supply 
chain analytics, lean 
management, business 
performance, 
transformation, health and 
safety, cyber security, digital 
innovation,  last mile and 
ecommerce fulfilment,” he 
said. 

Logistics companies can 
take the opportunity 
presented to employ 
differently skilled staff as 
they modernise, while job 
seekers can re-skill, to mirror 
the way companies are 
changing. 

“Digitisation is the new 
economics. We are taking on 
a lot of people who are 
re-skilling into coding. There 
is huge demand in the tech 
community. And there are 
new industries, such as 
renewables.” 

And logistics companies 
will need to mirror their 
customers. 

“Logistics and 
transportation, including air 
cargo and ocean freight, is 
increasingly becoming more 
complex as global supply 
chain evolve and adapt to 
new customer behaviours, 
trends, digitalisation and risk 
management,” explained 
Darryl Judd, Logistics 
Executive’s chief operating 
officer. 

“Post Covid-19, there is 
likely to be greater focus on 
artificial intelligence and 
digitalisation across the 
end-to-end value chain, in 
support of new supply and 
customer channels.  

“Skilled talent with an 
ability to drive value is 
always in demand, regardless 
of the experience 
environment they have 
grown up in. The ability for 
the industry to embrace new 
thinking and skills beyond its 
own industry, would only 
help businesses get closer to 
and further 
understand its 
customers' 
markets and 
ensure that 
conversations, 
product 
development 
and operational 
solutions are 
aligned to 
further the 
requirements 
and needs that 
their customers see 
themselves heading towards.  

“In other words, they 

become an integrated 
solutions catalyst.” 

He said it was a 
good opportunity 
for forwarders 
to re-think. 

“Forwarders 
would 
absolutely 
benefit by being 
better equipped 
to speak the 
language and 
inject enabling 
knowledge that 

helps their 
customers be it in retail, 
ecommerce, healthcare, 
automotive, food or any 

such sector that is likely to 
see accelerated change 
coming out of Covid-19.” 

However, Winter warned 
that companies should still 
be wary before hiring, and 
continue to ensure effective 
recruitment practices. 

“As with any recruitment 
environment, there is no 
replacement for a robust 
process to assess talent 
effectively. Internal human 
resources or the recruitment 
partner engaged in 
conducting an in-depth 
recruitment will minimise the 
pitfalls of making a poor 
hiring decision,” he added. 

The time is right for independents 
to pick up new talent

"It’s an 
opportune 

time for 
independent, 

SME 
forwarders 
to recruit 

talent that 
is now 

available in 
the market"

Forwarders welcome USMCA deal
WHILE freight forwarders continue to try to 
survive the economic fallout from the 
coronavirus pandemic, forwarders in North 
America could be looking at a ray of light 
after the US-Mexico-Canada Agreement 
(USMCA) formally replaced NAFTA on 1 July. 

The headline-grabbing details of the 
USMCA were the measures put in place to 
support US manufacturers, as per the 2016 
election promises of Trump, such as the new 
rules of origin for the automotive industry 
which required that 75 per cent of each 
vehicle had to have originated in North 
America, up from 62.5 per cent under 
NAFTA; as well as new labour stipulations 
requiring 40 per cent of each vehicle to come 
from factories paying at least US$16 per 
hour.

However, for forwarders and licensed 
customs brokers serving cross-border 
shippers, there are a series of significant 

improvements that ought to be a substantial 
boost to trade amongst the three countries, 
particularly for SME firms.

For example, the Office of the US Trade 
Representative points to the raising of the de 
minimis threshold by Canada and Mexico as 
a key gain for SME shippers: “Increasing the 
de minimis level with key trading partners like 
Mexico and Canada is a significant outcome 
for United States’ small- and medium-sized 
enterprises (SMEs).  

“These SMEs often lack resources to pay 
customs duties and taxes, and bear the 
increased compliance costs that low, trade-
restrictive de minimis levels place on lower-
value shipments, which SMEs often have due 
to their smaller trade volumes,” it said.

The other aspect that forwarders have 
welcomed is the commitment to digitising 
trade, including adopting “new and 
innovative customs procedures such as 

e-signatures and self-certification of 
origin”, thereby reducing the 

bureaucratic burdens of 
cross-border trade – while 
at the same time 
encouraging greater 
amounts of e-commerce 

trade, which is growing 
particularly quickly in 
Mexico.

Logistics companies can take the opportunity presented to 
employ differently skilled staff as they modernise

"Skilled 
talent with 
an ability to 
drive value 
is always in 
demand"
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TURKISH CARGO
CONTINUES TO RISE.

TURKISH CARGO BECAME THE ONLY AIR CARGO 
BRAND TO HOLD IATA CEIV PHARMA, IATA CEIV 

ANIMALS AND IATA CEIV FRESH CERTIFICATIONS,
ONE OF THE MOST PRESTIGIOUS CERTIFICATES FOR 

THE AIR CARGO INDUSTRY.

FREIGHTOS has refined its platform to search 
for airfreight rates to give forwarders more 
options to look for capacity and pricing 
information. According to chief 
marketing officer Eytan Buchman, 
the new interface is “like an 
Expedia”.

“It’s very much a consumer 
interface – what you and I expect 
when we buy online,” he said.

The idea was to develop a 
solution for forwarders that helps 
them compare flights and prices, 
explained Manel Galindo, CEO of 
Freightos WebCargo, which 
provides the platform for 
e-bookings, quotes and rate 
management.

The need for real-time online 
information has accelerated as 
airlines have developed more 
differentiated pricing strategies, 
resulting in some cases in two or 
three different rates for a given 
route during a day, depending on 
the time of departure if the carrier has 
multiple daily flights on the sector, he noted.

Moreover, over the past year airlines have 
begun to work with dynamic pricing and 
capacity management in real time, he added.

Louise Jackman, general manager 
of sales at airfreight consolidator 
Cargonet, finds dynamic pricing 
very helpful. Not only does it 
show live rates at a glance, it is 
also a useful indicator whether a 
route is currently active or not, 
she pointed out.

“In the last months airlines 
have still been publishing rates 
to destinations they don’t serve 
at the moment. Dynamic pricing 
makes it easier for us to know 
which airlines to ask,” she said.

“There’s nothing like waiting all 
day for an airline to get back to 
you and then be told, ‘we’re not 
going there’,” she remarked.

In recent months Jackman and 
her team spent lots of time 
chasing capacity and rates after 

airlines’ schedules imploded and 
contracts were withdrawn.

“For every job you had to talk to an airline,” 

she said.
The situation remains very much in flux, 

Galindo observed. “Airlines are adding or 
removing flights every week,” he said.

It has not helped that pricing has changed 
rapidly. Like many forwarders, Cargonet has 
gone through situations where a client 
agreed to an airline’s rate, but in the time that 
passed since Cargonet first obtained the 
quote the price went up, triggering off 
another round of approval from the client.

“People were chasing their tails trying to 
find out where rates were,” said Buchman.

All this creates lots of frustration and 
sometimes leaves the forwarder wondering if 
an airline’s rate hike within a short while is a 
ploy to squeeze out more money rather than 
the result of actual developments that have 
happened in the meantime.

“Displaying rates online gives a lot of 
confidence, and it means fewer mistakes,” 
said Galindo.

While pricing remains the most sought-
after aspect of the hunt for capacity, the new 
interface that WebCargo is introducing 
allows users to search by a variety of 
parameters, including arrival and departure 
times, transit times and number of stops on a 
route.

Jackman welcomes the broader choice.
“Some customers don’t like particular 

routings, so we can rule those out. Some 
want a different service. Being able to search 
by freighter availability and things like that 
could help,” she commented.

WebCargo has run trials involving 12 
carriers and some 50 forwarders of different 
sizes, preparing for the official launch of the 
new interface in mid-July.

At this point the interface covers only 
general cargo, but WebCargo intends to 
introduce capabilities to focus on specific 
commodities, starting with pharmaceuticals, 
Galindo said.

A good deal of the basics for this are 
already in the bag.

“One of our biggest challenges was the 
standardisation of commodities. The airlines 
had their own lists,” Galindo said. One carrier 
was content with a broad ‘fruit’ label, while 

another would distinguish between different 
kinds of fruit.

“It’s hard to map hundreds of commodities, 
but it’s the only way to compare between 
different airlines,” he commented.

He and Buchman find that the Covid-19 
pandemic has accelerated the call for online 
pricing information and dynamic pricing as 
well as for e-bookings. Freightos registered a 
300 per cent surge in e-bookings in May over 
May 2019.

To some extent this is probably a reflection 
of the disappearance of contract rates in a 
market characterised by dramatic swings in 
capacity, but Buchman is convinced that the 
migration online is continuing.

“We will see a bit of a shift back to contract 
rates, but nobody knows what’s going on. Is 
there going to be a second wave of the 
pandemic, and if yes, how will it play out?” he 
said. “Booking in real time is the only way 
forward.”

New rates search tool 
developed for forwarders
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Data, not digital documents, is the key
IATA has increased its drive to get the air cargo industry to digitise, but has warned that 
business models need to change to incorporate data.

“We are at a crossroads,” said Ariaen Zimmerman, head of Cargo iQ. “We can no longer 
wander; we need digitisation.

“But there is a lack of business model. We are not capable of 
transferring it properly into a digital world,” he said.

Henk Mulder, head of digital cargo for IATA, pointed out that 
airlines had recently proven how adaptable they could be – “a 
very positive sign”.

But, he added: “There is still reliance on the physical presence 
of documents,” noting that paper is now a biosafety hazard.

Key to any change, he said, was the realisation that the 
industry should move away from documents – even digitised 
ones.

“The focus must shift from documents to data. There are 
good reasons for resistance, but they are not good enough.

“The tech infrastructure is there, the technology part is ready. 
And if you move to data you can draw intelligence from that 
data, and automate.”

HENK MULDER
IATA


