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Brexit battles
How to move from chaos to 
calm in three months6

INDEPENDENT forwarders are 
watching the recent competitive 
fallout among the large 3PLs 
with interest – and could be on 
hand to pick up disappointed 
customers and redundant staff.

The big news this month was 
the closing of Damco, as its 
operations became subsumed 
into parent Maersk. The 
Safmarine brand will also 
disappear – and questions 
remain over the long-term 
future of the Hamburg Süd 
brand.

With some 27,000 jobs 
“affected” according to Maersk, 
independents could be in line to 
pick up talented staff – or better 
still, big customers.

Maersk insisted customers 
were at the heart of its changes, 

noting: “A more simplified and 
customer-centric global ocean 
and logistics 
organisation is 
being introduced.”

Quick to react, 
DB Schenker sent 
out a press release, 
actively seeking 
Damco customers. 
It offered Damco 
customers a 
‘stability package’, 
with an agreement 
to take over 
short-term 
contracts on the 
same conditions.

“The last thing shippers need 
at present is further uncertainty. 
We are making an offer to all 
those now looking for long-term 

security and reliability,” said 
Thorsten Meincke, board 

member for air and 
ocean freight at DB 
Schenker.

But the move 
caused some 
disquiet, both in the 
market and at 
Maersk, with some 
observers saying it 
would come back to 
bite DB Schenker.

“With full Maersk 
integration, Damco 
is now turning into 
The Hulk,” said one 

independent forwarder. 
“If Maersk reacts and targets 

Schenker’s customers, it could 
be a proper world heavyweight 
fracas. Bring it on. It will be 

interesting to be a spectator.”
Senior 3PL sources indicated 

that Maersk was considering 
dropping DB Schenker’s key 
account status, and that 
Maersk’s chief executive of 
logistics and services, Vincent 
Clerc, was “shocked” at the 
move.

There are other concerns 
about the ‘new’ Maersk, notably 
that it is no longer a neutral 
company.

Maersk has told forwarder 
customers that it is setting up 
‘Chinese walls’ between the 
shipping line and logistics, so 
shipper customers will have two 
account managers who cannot 
discuss specific accounts 
together.

The big news this month was the closing of Damco as its operations became subsumed into parent Maersk 
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BIFA calls on lines to 
stop the surcharges
FORWARDERS and shippers have welcomed the move by 
some shipping lines to ditch their low-sulphur fuel 
surcharges, but have urged all the lines to act.

Following a dramatic decline in fuel prices, carriers have 
begun to withdraw the surcharges, introduced at the 
beginning of the year to cover the IMO’s new regulation, 
but which became disconnected from the cost spread 
between low-sulphur and traditional heavy fuel oil since 
the onset of the pandemic.

“Forwarders do not like shipping line surcharges of any 
nature, and we are hoping other lines will follow suit and 
stop their low-sulphur surcharges, as well as reconsider 
their policies in regards to applying surcharges for anything 
from equipment imbalance to port congestion,” said British 
International Freight Association (BIFA) director general 
Robert Keen.

“Over the past few years, the number of surcharges and 
fees has continued to grow – often with no real 
explanation or justification. In the last few days, I have 
heard that one line is introducing a ‘merchant haulage’ 
surcharge, while another is adding a ‘container compliance’ 
charge.

“Where is the justification for adding a surcharge for 
general costs involved in running the business of container 
shipping? Some surcharges should already be consolidated 
within freight rates, with any required fluctuation being 
managed against that figure.”

CMA CGM said this month that its LSS20 (low-sulphur 
surcharge) in place since 1 December 2019, would no 
longer be applicable.

“As from 1 October 2020, taking into consideration the 
current price of very low-sulphur fuel oil (VLSFO), this 
surcharge is not applicable,” it said.

However, the carrier added that the surcharge “may 
come back later, as per our formula”.

One China-UK shipper said he was still being charged a 
low-sulphur fuel surcharge on his freight invoice from a 
major carrier.

“When I queried it with the line, they eventually came 
back to tell me it was justified as they were paying more 
for low-sulphur fuel than the previous fuel that they 
consumed on their ships. When I asked for some evidence 
of this, surprise, surprise, they didn’t respond,” he said.

“The trouble is the carriers have the whip hand at the 
moment, and it has really become a ‘take it or leave’ 
situation, or risk having our boxes rolled if we refuse to 
pay,” he added.

The dramatic fall in fuel costs, coupled with hikes in 
freight rates, was the catalyst for an unexpected highly 
profitable Q2 for the majority of carriers.

ROBERT KEEN
BIFA

FORWARDERS can sign up 
to IATA’s new ONE Source 
platform, the launch of 
which has been accelerated 
in preparation for the 
expected global vaccine 
delivery.

The platform will list the 
latest operational 
information on airlines, 
forwarders, airports, 
handlers, truckers and 
infrastructure, and will be 
free to all service providers.

“ONE Source will give 
complete visibility of the 
capabilities and 
facilities across 
the supply 
chain,” said Glyn 
Hughes, head of 
IATA Cargo.

Companies 
can list their 
capacities, and 
any 
accreditations 
which will be 
independently 
verified.

While IATA 
hopes the 
platform will be 
useful in normal 
times, the global 
vaccination 
programme is 
expected to 
benefit initially.

Hughes pointed out the 
enormity of the vaccine 
challenge, which, with just a 
single dose vaccine for 7.8bn 
people, would amount to 
8,000 747 flights.

But while much of the 
focus so far has been on 
available airline capacity, 
Hughes said facilities also 
had to be in place.

“Once a vaccine has been 
produced, it will need to be 
manufactured around the 
world and distributed safely. 
There will need to be a focus 
on Africa, Asia and Latin 
America, where there are 
few facilities to 
manufacture.”

Among the numerous 
challenges were border 

processes, flight permits and 
trained, adequate staff 
numbers at import and 
export locations, he 
explained.

“To maintain supply chain 
integrity and temperature 
control, from the 
manufacturing site for the 
entire journey, will require all 
parties to work together,” he 
said.

IATA is already “working 
across many fronts”, he said, 
including with the World 
Food Programme and other 

UN agencies, 
pharmaceutical 
manufacturers, 
forwarders, 
airlines and 
handlers.

“The biggest 
challenge will be 
the final mile, 
and that’s where 
the greatest 
focus is. We 
already have 
well-established 
procedures in 
the industry, but 
we will need to 
scale up – and 
they don’t cover 
everywhere.

“In Africa for 
example, it’s too 

large, with too many 
borders, and you can’t use 
road or ocean. It will need 
planning with military 
precision. One way would be 
to set up cool facilities at 
staging points throughout 
the continent.

“Aid agencies have 
incredible expertise in this. 
We would then work as an 
industry to deploy their 
plans.”

Currently, vaccine 
distribution is ordered in 
advance and amounts to a 
small number of 
meticulously planned 
shipments.

“We know the procedures 
work, but we need to scale 
them up,” Hughes said.

ONE Source would 

facilitate the planning and 
distribution process: “It’s 
very comprehensive and we 

are working with all regions 
to do this as quickly as 
possible.”

IATA urges forwarders to 
join ONE Source as 
vaccine plans gather pace

However, many forwarders remain sceptical about the 
true compliance of Chinese walls.

“Chinese walls always get breached. But that’s what they 
have to say, and they can back track if it goes wrong,” said 
one.

Another former Maersk employee added: “I’ve seen it 
from the inside, and do not believe Chinese walls work.”

Meanwhile, shippers reacted badly to the closure of the 
Safmarine brand.

“There is a really close fraternity between the 
‘Safmariners’ and customers, built up over many years, that 
the impersonal strategy of Maersk will never achieve; there 
will be a lot of unhappy shippers,” said one logistics 
specialist in the African trades.

More details have emerged of Maersk’s logistics strategy: 
it is combining Damco’s air and LCL operations. 

“The two are linked, as they cater for urgent, quick 
turnaround products or critical stock, but most companies 
don’t structure it like that, and handle air and ocean 
separately,” said one forwarder.

Maersk has appointed Ceva’s executive vice president 
north Asia, Torben Bengtsson, to head its LCL and air 
division. He 
was 
instrumental 
in launching 
Ceva’s Asia-
Europe road 
service, in a 
bid to cut 
costs for air 
freight 
shippers.

A lot of unhappy 
shippers

"ONE 
Source 

will give 
complete 
visibility 

of the 
capabilities 

and facilities 
across the 

supply 
chain"

GLYN HUGHES
IATA

continued from page 1
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Focus ON
Perishable Logistics

FOR 
perishables 
shippers, 
2020 has been 
something of a 
mixed bag.  Covid-19 
hit the sector hard: for 
example, in April, 40 
containers of watermelons 
shipped from Panama to 
Rotterdam had to be 
destroyed after their journey 
because the market had 
collapsed. Most of the fruit 
had been destined for 

restaurants, 
which were 

not allowed to 
open.

And with more than 90 
per cent of airfreight 
capacity grounded in March, 
more orders were cancelled 
and the likes of cheeses, fish 
and truffles went 
undelivered. Almost 
overnight, suppliers went 
from selling fresh to frozen. 

“As you can no doubt 
understand, companies 
found themselves with 
unsold orders,” Lorenzo 
Talevi, CEO of CSD Talevi 
tells Voice of the 
Independent (VOTI). 

Aviation may be rebooting 
following the lifting of the 
worldwide lockdown, but 
the problems look far from 
over.

“Now the problem is that, 
even if the airfreight 
capacity is increased there is 

not enough space, and the 
average airfreight cost is 30 
to 40 per cent higher than it 
was on the pre-covid 
market,” continues Talevi. 

According to one source, 
pineapples from the 
Caribbean used to be flown 
to Europe for about $1.03 
per kg, but rates climbed 
beyond $2.87 
– putting the 
mode out of 
reach for 
pineapple 
shippers.

But the recent 
rise in capacity 
brought airfreight 
rates out of many 
growing areas 
back into 
contention. By 
mid-May, 
European 
importers were 
reporting small gluts of 
avocados and mangos flown 
in from Mexico, the 
Dominican Republic and 

Senegal, and with imports 
from South Africa and South 
America set to kick in, prices 
for these fruits began to fall, 
which caused Peruvian 
avocado exporters to reduce 
their volumes.

Now growers in Peru are 
poised to unleash a large 
crop of blueberries onto 

North American 
and European 
markets, with 
their 
competitors in 
North America 
also starting 
their blueberry 
exports.

And there are 
signs that air 
freight rates are 
going in the 
right direction; 
pricing from 

China to Europe 
dropped 2.5 per cent 
between July and August, 
but expectations are that the 
uncertainty will linger for 
some time to come.

In ocean freight, Talevi 
says that his company has 
not received substantial 
enough order sizes and 
requests to make full-
container load reefer 
shipments a viable 
alternative. This is a reality 
also faced by KPM Logistica. 

“I had a drop in reefer 
imports – particularly with 
volumes of fish from China 
and potatoes from Europe 
declining – but that is 
because my customers 
seeking these goods are 
restaurateurs in São Paulo. 
However, our tuna 

shipments from Ecuador, a 
region that took a substantial 
hit from the pandemic, did 
not stop,” sales executive at 
KPM Logistica, Mariana 
Morauer, tells VOTI. 

“What we are seeing is 
that our restaurant clients 
are starting to return with 
business in August, but it is 
still very slow. Indeed, it is 
with customers who have a 
greater diversity of food 
stuffs that we have heard 
have experienced the 
pandemic most acutely. 
Restaurants, schools, and 
other points of sale where 
the food is prepared for the 
diner, these are the 
customers that have had a 
very negative impact from 
the first few months of 
isolation. Most places were 
closed and now, despite the 
general reopening of the 
population, there has been a 
drop in income, and this is 
preventing superfluous 
spending.” 

Morauer believes the full 
extent of the impact from 

the pandemic will not be 
known for some time yet, 
with insufficient information 
and data available for proper 
analysis. Talevi notes that it 
has been an historical 
moment for freight 
forwarders in the perishable 
supply chain sector and has 
exposed a “true” need to be 
flexible, and be ready to 
absorb and adapt to market 
changes. This, he says, 
requires the creation of 
customised services for 
clients. 

“At CSD Talevi we have 
some 37 years’ worth of 
experience in handling 
shipments and customs 
clearance for our clients,” 
Talevi continues. “Over the 
course of the pandemic we 
conducted numerous 
interviews with our 
customers, which spelled out 
the urgencies and needs 
they had and helped us 
accommodate them. Thanks 
to our temperature-
controlled bonded 
warehouse at Ancona port 

Feeding the world

RECESSION-proof reefer shipping continues to outpace 
dry cargo growth, while worsening equipment shortages 
and carrier reliability are providing opportunities for 
perishables specialists.

In its Reefer Shipping Annual Review and Forecast 
2020/21 report, Drewry says seaborne perishable cargo 
growth slowed in 2019, but, due to broader resilience in 
the food supply chain, it would better weather the 
economic fallout from the Covid-19 crisis than dry cargo.

The slowdown last year saw worldwide reefer trades 
recording just 1.7 per cent growth, to 130.5m 
tonnes, the weakest rate of growth since 2015, 
due to extreme weather conditions.

Drewry forecasts the rate of growth picking up 
again, to 3.7 per cent a year through to 2024, 
which would see global reefer volumes reach 
156m tonnes.

Head of reefer shipping research Philip Gray 
says: “Drewry expects the reefer trade to be more 
recession proof against the economic impacts of 
Covid-19. And near term, it will continue to 
benefit from African swine fever-induced protein 
demand into Asia.

“The continuing trade standoff between the US 
and China remains a threat to transpacific trade, 

but could provide opportunities on other routes, such as 
east coast South America to Asia.”

The move from conventional reefer shipping will also 
help growth in reefer container cargo to fast outstrip 
that of the wider container shipping market. Last year 
the volume of reefer cargo carried by containerships 
expanded by 3.4 per cent, to 5.3m feu, and Drewry is 
forecasting 5 per cent annual growth up to 2024, “far 
outstripping” dry cargo.

“However,” adds Gray,”availability of refrigerated 

Reefers boost box business

"airfreight 
cost is 30 to 
40 per cent 
higher than 

it was on the 
pre-covid 
market"

LORENZO TALEVI
CSD Talevi

Pineapples from the Caribbean used to be flown to Europe for 
about $1.03 per kg, but rates climbed beyond $2.87 – putting 
the mode out of reach for pineapple shippers.
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Perishable Logistics
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we have been able to 
manage the needs of our 
less-than-container load 
(LCL) business while 
respecting the food supply 
chain necessities of 
our clients.”

It was during 
the initial period 
of the crisis that 
CSD Talevi 
opted to expand 
into LCL 
services for 
frozen and 
chilled foods, 
with Italian 
clients keen to 
find new 
custom. In so 
doing, Talevi 
says shippers 
have been able 
to help free up 
warehouse space 
while retaining a competitive 
pricing policy. 

“WCA’s Perishables 
Network has been vital for 
all its members during the 
pandemic,” adds Talevi, 
“because of its ability to 
advise members on how to 
make these changes, and 
how members can create 
new synergies in their 
business. 

“Its ability to support us, 
and to push towards 
ever-improving strong 
networks is a real help. 
WCA’s support is a powerful 
tool and the network really 
fosters new thinking that 
allows its members to 
develop innovatively and in 
a strong manner during 
ever-evolving events, and in 
particular during this 
challenging time.”

As Morauer notes, “even 
with a crisis” the food sector 
does not stop. A survey 
conducted by the Global 
Cold Chain Alliance found 
that the pandemic led to a 
surge in online sales and 
direct-to-consumer 

deliveries of chilled 
and frozen 
foods. Thus, 
where 
restaurants 
struggled, 
supermarkets 
have recorded 
bumper sales. 

“Our clients 
that serve 
supermarkets 
experienced a 
very different 
pandemic,” says 
Morauer. “With 
people obligated 
to stay at home 
the ability to eat 

out was 
substantially cut. This 
necessitated the purchase of 
more foods for home 
preparation. I know the 
restaurants have now 
experienced an upturn in 
sales. Simply put, the food 
sector does not stop. 
Forwarders may have 
changed, but the production 
remains as people need to 
eat.”

but could provide opportunities on other routes, such as 
east coast South America to Asia.”

The move from conventional reefer shipping will also 
help growth in reefer container cargo to fast outstrip 
that of the wider container shipping market. Last year 
the volume of reefer cargo carried by containerships 
expanded by 3.4 per cent, to 5.3m feu, and Drewry is 
forecasting 5 per cent annual growth up to 2024, “far 
outstripping” dry cargo.

“However,” adds Gray,”availability of refrigerated 

shipping container equipment remains a challenge, due 
to the highly imbalanced nature of reefer trade routes.”

According to Rafael Llerena, CEO of reefer logistics 
specialist EasyFresh, equipment shortages will continue. 

“This is because of bigger ships, fewer port calls and 
reduced capacity during the pandemic, combined with 
the complexities of food logistics – numerous production 
and consumption areas and increased product varieties 
versus the classic reefer trade legs.”

But he said the situation would provide “excellent 
opportunities” for forwarders.

“It means room for shortsea and multimodal 
solutions, linking with the major container hubs,” 
he explains. “For example, Easyfresh ships tropical 
produce from Rotterdam or Antwerp to 
Scandinavia, cross-docking at our cold stores and 
delivering cargo at the retailer’s DC earlier than 
using the carrier’s established feeder link.”

As well as equipment shortages, poor carrier 
schedule reliability is another major logistical 
headache for perishables players.

“Delays, rollovers and cancellation of calls are 
severely harming the certainty of the seaborne 
part of the cold chain, affecting retailers who have 
fixed delivery and loading windows,” he adds.

"our 
restaurant 
clients are 
starting to 
return with 
business in 
August, but 
it is still very 

slow"

MARIANA MORAUER
KPM Logistica

Shippers face delays and 
high rates as volumes swell
HIGH freight rates and 
congestion are plaguing the 
ocean freight business, 
resulting in increasing costs 
for shippers, as well as 
delays.

Transpacific container 
shippers are paying more 
than three times as much as 
their Asia-North Europe 
counterparts, as freight rates 
on the headhaul leg from 
Asia to the west coast North 
America hit unprecedented 
highs.

According to new analysis 
from Alphaliner, after the 
Shanghai-Los Angeles SCFI 
spot rate reached a record 
$3,758 per feu in the first 
week of September, North 
American shippers and 
forwarders were paying 
carriers $0.64 per nautical 
mile.

In contrast, North 
European importers are 
paying $0.19 per nautical 
mile for a shipment from 
Shanghai to Antwerp, the 
lowest of the nine routes 
covered by the Shanghai 

Containerised Freight Index.
“The fact that earnings per 

nautical mile are more than 
three times as high on the 
Asia-USWC trade is 
remarkable, as carriers need 
fewer resources (ships and 
equipment) on a shorter 
trade,” noted Alphaliner.

“A typical Far East-North 
Europe service requires the 
deployment of some 12 
ships, whereas six are 
sufficient for a transpacific 
south-west loop.”

It added that all nine SCFI 
routes had seen rates rise at 
the start of September as 
shippers rushed to get 
shipments out of China 
before the Golden Week 
holiday begins early next 
month, with Shanghai-Lagos 
the second-most expensive 
route, at $0.58 per nautical 
mile, and Shanghai-
Melbourne third, at $0.48 
per nautical mile.

However, Alphaliner also 
noted that the spot freight 
rate per nautical mile does 
not directly translate into 

profitability, as “a range of 
other factors come into 
consideration”.

The current high demand 
has led to congestion and 
booking problems.

Maersk admitted that 
strong customer demand 
had forced it to remove its 
Maersk Spot product from 
some departures.

Maersk Spot offers a 
loading guarantee, online 
booking and a fixed 
price and 
forwarders 
reported it had 
been disabled, 
with “Maersk 
unable to get 
the bookings 
away on 
westbound,” 
said one.

“Even if you 
want to pay, 
you can’t play,” he said.

A spokesperson for 
Maersk said: “We can 
confirm that we have taken 
the Maersk Spot product off 
the shelf for certain 
departures, due to our 
vessels being fully booked.

“This is specifically 
towards the end of 
September, where we are 
experiencing high demand. 
Maersk Spot remains 
available on all tradelanes 
and will be promoted for 
each departure until the 
space is sold out.”

In Australia, forwarders 
reported that Sydney’s 
container storage areas are 
overflowing, and shipping 
lines are not answering calls 
or emails.

Congestion in the facilities 

has been worsened by vessel 
diversions and alterations as 
well as industrial action and 
bad weather.

Local forwarder Sila Global 
told customers: “In this 
scenario, we will not be able 
to dehire containers until the 
congestion clears which will 
incur additional costs to 
importers.

“Vessel scheduling 
continues to be a large issue, 

which is now being 
compounded by 
vehicle booking 
system and 
performance 
issues, due to a 
recent upgrade, 
and industrial 
action at Patrick 
Terminals, as well 
as cancellation of 
stack-runs into 

the terminal.
“At this stage it is unclear 

how long the closures may 
last, or when this congestion 
will ease.”

Melbourne is facing similar 
challenges, as vessels divert 
from Sydney.

Neil Chambers, director of 
the Container Transport 
Alliance Australia, said 
shipping lines “want and 
need” to evacuate empties 
from Port Botany.

“Importers should be 
talking to their shipping lines 
about container detention 
relief – if you can’t dehire 
the container in a timely 
manner because empty 
parks are at capacity, how 
can shipping lines morally 
charge high container 
detention fees for late 
dehire?” asked Chambers.

"Vessel 
scheduling 
continues 

to be a large 
issue"

Maersk admitted that strong customer demand had forced it 
to remove its Maersk Spot product from some departures
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BREXIT is riddled with 
uncertainty. Trade talks 
between the UK and EU (at 
the time of going to press) 
were faltering and the 
logistics industry has warned 
in no uncertain terms of the 
potential for delays and 
congestion at the borders 
come January 1. The 
government is introducing 
more than 10 new IT 
platforms, many of which 
have not yet been trialled.

We asked three UK 
forwarders for their 
thoughts on what is coming.

Chris Johnson, managing 
director, Spectrum Cargo

Q: What challenges do 
forwarders face in ensuring 
there are no delays in the 
supply of goods? What 
actions would you like the 
government to do in the 
next two months?

A: “The single biggest 
challenge to forwarders 
right now is the lack of 

clarity and information on 
what we might expect to 
have to deal with from 
January onwards.

“Over the next 
two months the 
government 
must give us 
clear guidelines 
on how 
procedures will 
be put into 
place covering 
any negotiated 
exceptions that 
may or may not 
be part of any 
Brexit deal that 
is finally 
approved.

“As 
negotiations are 
still ongoing, when 
concluded we need a 
window to ensure that all 
new regulations have 
defined boundaries, and 
systems are in place to 
ensure there are no delays 
in any transit.”

 Q: What are your 
expectations for the first 
few months of next year?

A: “I expect there to be a 
lot of confusion 

when the new 
systems become 
operational. 
With most new 
procedures 
there are usually 
certain aspects 
that need to be 
amended when 
they become 
live, so the 
ability to make 
an easy 
amendment 
needs to be 
there.”

 Q: Do your 
customers understand what 
is coming, and how far are 
you able to help them?

A: “The late stage ongoing 
negotiations mean that our 
clients are far from 
prepared. Until we know the 
details of the "Deal" or how 

a "No-Deal" 
Brexit will 
work, 
nobody can 
give clear 
guidance to 
all of our clients.”

Q: Do you think all the 
government-developed tech 
will work and be possible to 
implement by January?

A: “Historically all major 
tech implications connected 
to HMRC have not been 
without issues, so I think it 
needs to start trialling as far 
in advance as possible.”

Grant Liddell, business 
development director at 
Metro Shipping

Q: What is your stance on 
the Brexit situation?

A: “The UK now needs to 
ensure that a trade deal, 
alliances and 
networks are 
agreed with 
each individual 
country. A 
daunting task, 
but one where 
the logistics and 
freight industry 
is central in 
ensuring Britain 
continues to 
function as a 
prominent 
global player.

“You must 
note that Brexit 
isn’t just about 
leaving the EU, 
it’s about losing 
41 trade deals 
covering 72 
countries. Is it likely there 
will be a trade deal with 
Donald Trump in 2020? I 
doubt it.”

“But trade won’t stop. It’s 
what we do. We’re a trading 
nation and we have been for 
the last 400 years. The 
movement of goods will not 
be an obstacle – the 
movement of data related to 
these goods will.”

Q: Will the potential 
complexity of the supply 
chain impact the logistics 
industry post-Brexit?

A: “Generally, from a 
freight provider’s 
perspective, the more 
complexities and milestones 
that enter global trade, the 
better. The more complex 
and irritating the supply 
chain and European and 
global trade becomes, then 
there are additional revenue 
streams created, as we offer 
solutions and add further 
value services to the supply 
chain.”

Q: How much in the way 
of revenues do you think the 
UK freight and logistics 
industry stands to make 
from additional paperwork?

A: “Based on a 
need for a 
reported half a 
million 
additional 
customs entries 
per day, at an 
average cost of 
£35 per 
transaction, 
equates to 
£6.5bn in 
additional 
revenue for the 
industry. 
Obviously, there 
are related costs 
to consider."

Q: Do you 
believe the 
disruption and 

delay to be a 
long-term problem?

A: “In my opinion, the 
delays, issues and focus 
Brexit has had will be 
short-lived after Q1 21. 
2020 has been the most 
unusual year for generations 
– 2021 I suspect will be a 
much more pleasant time to 
exist in and thrive. There 
probably will be a month of 
pain, but that will soon be 
dealt with and another ‘new 
normal’ will be set in place 
and evolve to its 
surroundings. Well, let’s 

hope so anyway, for my 
children’s sake…

“Logistics providers are 
agile and adaptable. I am 
and will always be an 
optimist – so short-term 
pain will lead to long-term 
gain.”

Philip Stephenson, chairman 
of the Davies Turner Group

Q: What are your 
immediate concerns about 
Brexit?

A: “Brexit negotiations are 
as unpredictable as the 
future course of Covid-19.  
We tend to treat all of the 
island of Ireland as one for 
logistics purposes, so we 
certainly don’t want a hard 
border between north and 
south, or for that matter 
with the rest of the UK.  
Hopefully, all will become 
clear by October 15th. But 
we are prepared for 
whatever happens.”

Q: What are you telling 
your customers?

A: “We are alerting our 
clients of the need to 
prepare for new customs 
obligations regardless of the 
outcome of the talks 
between the UK and EU and 
cannot afford to be 
distracted by the politics of 
the negotiations, and 
offering advice based on our 
expertise in customs-related 
matters.”

Spotlight ON
Brexit

Uncertain times...

"The UK 
now needs 
to ensure 

that a 
trade deal, 

alliances and 
networks 
are agreed 
with each 
individual 
country"

"The single 
biggest 

challenge to 
forwarders 
right now is 
the lack of 
clarity and 

information" GRANT LIDDELL
Metro Shipping

PHILIP STEPHENSON
Davies Turner Group
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FREIGHT forwarding is 
arguably one of the most 
adaptable industries in the 
world. It has had to be. For 
centuries forwarders have 
navigated around world 
wars, country coups, natural 
disasters, nationalisations, 
dictatorships, currency 
collapse, draconian 
regulations, and trade wars. 
Pandemic supply chain 
disruption is just one more 
challenge to the ability of 
forwarders to adapt, change 
and survive.   

As is already happening, 
change brings with it 
new 
opportunities to 
profit. And with 
change and 
opportunity 
emerges a new 
set of risks.  The 
velocity at 
which 
forwarders are 
having to 
creatively evolve 
tempts even the 
best to act with 
the Fire-Ready-
Aim approach to 
business.          

The following 
information was 
gathered from 
current experience, claim 
data, supply chain experts 
and active trade lawyers. 
Here are seven practical 
risks freight forwarders are 
encountering today and how 
they are being managed.  

 
1. Crime risk

Thieves worldwide seem 
to be out in force to 

capitalise on the current 
disruption to normalcy. 
Intentional short shipping, 
fraudulent letters of credit, 
cargo theft of personal 
protective equipment, and 
computer fraud top the list 
of favorite methods by 
thieves. 

The pros are suggesting 
forwarders seriously tighten 
security protocols including 
computer, delivery, 
receiving, and partner 
selection practices.  PS: 
Invest in a Cyber Crime 
Insurance policy that 

includes a 
technology 
security 
assessment. A 
great value! 

2. Cash risk
Cash is still 

king.  No one 
truly has a firm 
grip on the 
long-term 
impact of 
sustained 
closures, supply 
chain disruption 
and mass 
employee 
furloughs.  

Forwarders that 
mindfully preserve 

cash and avoid debt are 
doing what many say will be 
essential just ahead. And if 
the experts are wrong, you 
will have the cash to buy 
that boat you always 
wanted.  

3. Credit risk
Credit and Accounts 

Receivable Management 
have never been so 
important. Recalling the 
lesson learned in 2009 – big 
companies do fail and they 
take little companies with 
them. If the financial fallout 
from the pandemic is half of 
what the smart people say it 
will be, then we haven’t seen 
anything yet. No credit.
4. Contract risk

Forwarders use a myriad 

of contracts although we 
don’t think of them as such.  
Every bill of lading, air 
waybill, delivery order, 
shipper letter of instruction, 
and master service 
agreement is a binding 
contract.  Shippers facing 
major expenses related to 
Covid 19 are having their 
lawyers read those contracts 
and seek cracks to 
recovering losses.  Consult 
with your trade attorney and 
insurance provider and use 
the Covid 19 disclaimers 
even if it does look ridiculous 
in an email signature.  

5. Force majeure risk
Force Majeure is a fancy 

way of saying “our 
contractual obligation is 
canceled due to 
circumstances outside our 
control”. Forwarders need 
the ability to cancel their 
contractual terms and 
conditions in the same way 
carriers do. Communication 
is key at a time like this. Let 
shippers know that you’re 
not responsible. 

6. Insurance risk
Cargo insurance policies 

have a “Delay Exclusion” that 
renders the policy 
unresponsive to pandemic 
related losses. Whilst 
Forwarder Freight Liability 
and Errors & Omissions 
insurance remain an 
essential with respect to 
protecting forwarders, it is 
probably not going to make 
all parties whole and happy 
in the event of a pandemic-
related claim.  This is one 
time when insurance is not 
the answer to all our 
problems.   

7. New opportunity risk
A large number forwarders 

are embracing the new 
not-normal and adapting 
their businesses to a new 
paradigm. Nicely done! 
Adaptation and flexibility 
wins. However, insurers and 

trade lawyers warn 
forwarders to first seek 
professional advice before 
pushing the button on that 
new business activity. 
Charge ahead and conquer 
but do reconnaissance 
before opening that 
warehouse, starting a 
delivery service, offering 
procurement or any other 
new service.      

Like always, most freight 
forwarders will survive and 
flourish through this. Based 
on history, the most 
successful will be those who 
do their homework and 
manage the risk along the 
way. Safe shipping. 

Greg J Kritz, CIC is executive 
vice president of World 
Insurance Services and a 

38-year veteran of logistics 
and insurance. A former freight 
forwarder, he is a respected 
authority on supply chain 
risks, insurance and freight 
forwarder risk management. 
Reach Greg at greg@
worldinsuranceagency.com

Seven risks to freight 
forwarders in pandemic 2.0 
– and practical solutions

GREG KRITZ
World Insurance Agency

Pandemic 
supply chain 
disruption 

is just 
one more 

challenge to 
the ability of 
forwarders 

to adapt
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turkishcargo.com.tr

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.

AT the beginning of September Amazon 
announced that it would create 7,000 new 
jobs in the UK alone before the end of the 
year, bringing its 2020 recruitment tally in 
the county to 10,000. Meanwhile, handlers 
have been stretched to muster enough 
labour to handle the high volume of 
freighters and ‘passenger 
freighters’ that try to make up 
for the loss of bellyhold capacity.

On the other hand, many 
forwarding professionals are 
looking for employment. Colin 
D’Abreo, president of Rhenus 
Project Logistics in the US, has 
seen between 10 and 30 
resumes a day for some time.

“This is the weirdest job 
market I’ve seen in all my time. 
In the past a downmarket 
situation meant contraction overall. Every 
sector had its challenges. Nowadays there 
are vast discrepancies. You have companies 
that cater to customers in areas like PPE, 
which are going at full speed, and those that 
cater to markets like oil and gas,” observed 
Helmut Berchtold, head of the US arm of 
logistics recruitment specialist adi Consult.

Anecdotes suggest a lot of job losses in the 
logistics arena. However, a survey of its 
members that the US Airforwarders 
Association (AfA) conducted this summer 
paints a less bleak picture. Nearly one third 
of the respondents (30 per cent) reported no 
impact from the pandemic, with staffing 

levels unchanged, 27 per cent had 
no layoffs but were not filling 
vacancies, and 24 per cent said 
they saw a minimal impact, with 
only a few selective cut-backs.

New openings are rare, 
though. “Most forwarders have 
hiring freezes. Some companies 
bring in a few specialists,” said 
Berchtold.

Rather than lay off people, 
many companies furloughed staff 

or reduced salaries in order to 
retain employees for the anticipated rebound 
from Covid-19, he added. This has 
contributed to the sluggish job market, he 
noted.

Moreover, the pandemic has exacerbated 
the competition for forwarding jobs that was 
already going on before the outbreak, 
Berchtold said. He pointed to industry 
consolidation like the takeover of Panalpina 
by DSV, which entailed large job cuts.

“These people are in the market, and now 
you have an additional number of people 
that are out of work,” he said.

In the forwarding sector job cuts were not 
as severe as feared at the start of the 
lockdown measures, in part because of 
government support schemes. The AfA 
survey found that 62 per cent of the 
respondents had applied for such support, 
and 32 per cent reckoned that this support 
would be sufficient to carry them through 
the crisis.

Moreover, the surge in airfreight in the 
scramble for PPE and the rapid acceleration 
of e-commerce has softened the blow from 
the loss of business, Berchtold observed.

“Forwarders find their volumes are down 
but revenue isn’t. My customer base this year 
is almost on a par with last year revenue-

wise,” he said, adding that this has 
accelerated the return of furloughed staff 
and the upward correction of salaries that 
had been trimmed earlier on.

Some players in the active parts of the 
project logistics sector (notably those 
handling wind energy traffic, which is 
buoyant in the US) have taken advantage of 
the opportunity to strengthen their presence 
by bringing in experienced professionals. For 
the most part, however, operators have been 
treading cautiously, wary of a 
likely slowdown in the global 
economy in 2021.

Those who look to recruit are 
spoilt for choice.

“If a forwarder looks to hire, all 
it takes is to take out an 
advertisement to get quality 
staff,” remarked Berchtold.

But for those professionals 
who are looking for employment, 
the near-term outlook is bleak.

“People are not going out 
looking to recruit unless they 
require specific skill sets,” said 
Brandon Fried, executive 
director of the AfA.

In the long run Berchtold is 
upbeat, citing demographics. “I 
think the market will come back 
within a year or so to pre-pandemic levels. 
The dynamics have not changed. People are 
getting out of the market into retirement,” he 
said.

Where does this leave the industry’s 
efforts to attract talent? Berchtold sees 
forwarders in a holding pattern for the 
moment, but he stressed that the current 
situation is temporary.

“I think logistics is still of interest to the 
young, aspiring worker, but it’s going to have 
challenges after we go back to normal,” 
commented Fried.

Meanwhile, the e-commerce sector is 
expected to continue its meteoric growth. 
Sadly for logistics professionals, the jobs that 
Amazon is creating in the UK are mostly for 
engineers, HR and IT professionals, health 

and safety and finance specialists, besides 
the company’s insatiable appetite for teams 

who pack and ship customer 
orders, but not for folks with 
solid skills in forwarding.

Berchtold thinks this will 
change over time, as Amazon’s 
growth will increase its need for 
forwarding skills. Fried sees 
growing opportunities for 
forwarding professionals in their 
field from e-commerce.

“Two years ago I would have 
said that e-commerce was the 
preserve of the Amazons, the 
Walmarts and the UPSs, but so 
many of our members have 
jumped in, like SEKO and Pilot, 
running DCs, investing in final 
mile [capabilities], embedding 
themselves in the infrastructure 

around e-commerce,” he said.

Recruitment: plenty of 
talent in holding pattern
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