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THE shock announcement by 
the US of a European travel ban 
on 11 March has sent the world 
of air freight into an even 
greater spin. 

Passenger bellies provide 
between 60 and 80 per cent of 
transatlantic capacity, according 
to one air freight analyst. IATA 
statistics show there are some 
550 flights a day between the 
affected Shenghen area and the 
US, carrying some 125,000 
people. The vast majority of 
those are expected to be 
cancelled, although at the time 
of publication, most airlines had 
not yet published their 
responses to the ban. 

“There is a tremendous 
amount of trade between the 

two continents, and the vast 
majority is in bellies,” said the 
analyst. “If that 
capacity plunges, 
you can only 
imagine the 
reduction in trade 
on the Atlantic. 
There is going to be 
tremendous 
pressure.” 

But the 
immediate and 
significant 
withdrawal of 
capacity is set to 
see air freight rates 
surge on the 
transatlantic, where 
they normally hover at $1 per 
kilo or less. One forwarder said 

there was an immediate 
doubling of rates, and had been 

quoted $7.50 per 
kilo, another 
pointed to an $8 
per kilo rate less 
than 24 hours after 
the ban. 

With the UK and 
Ireland – at the time 
of writing – exempt 
from the ban, 
forwarders were 
expecting to see 
freight trucked from 
mainland Europe to 
the UK, where it 
could loaded onto 

IAG, Virgin or 
Norwegian aircraft. IAG, which 
had previously reduced some of 

its transatlantic capacity, told 
freight customers that it was 
“still open for business on 
transatlantic routes”, but urged 
customers to “stay in close 
conversation”. 

Just before the ban, dynamic 
load factors on the transatlantic 
were 78 per cent westbound, 
and 60 per cent eastbound, 
according to Clive Data 
Services. Even with a modest 
assumption of 60 per cent of 
the capacity removed, demand 
is easily going to outstrip 
supply. 

“There are so few airlines 
with freighters left,” said the 
analyst.

Shock announcement as US ban sends air freight into a spin
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 “The US majors have 
none, it’s really only 
Lufthansa and AF-KLM, and 
they have cut their freighter 
fleets. This is a big gift for 
IAG. 

“IAG, Air Canada, Virgin 
and Aer Lingus are all going 
to be very busy.” 

Forwarders said that any 
blocked space agreements 
on remaining capacity 
would be unlikely to be 
honoured by the airlines, 
and in any event, most 
contracts would only last 
until the end of the month. 

“The US market tends to 
work on spot rates anyway, 
as there is so much 

transatlantic capacity, and 
it’s cheap. The market rarely 
becomes overwhelmed. But 
if I was BA now, I 
wouldn’t take 
any forward 
bookings, and 
I’d implement 
penalties for 
no-shows,” said 
the forwarder. 

Trucking is 
expected to be 
critical to 
maintaining 
freight flows, 
with mainland 
European 
carriers looking 
to fly goods into Canada 
and Mexico on passenger 

aircraft, and trucked over 
the borders into the US.  

Meanwhile, the trend for 
passenger aircraft 

to fly freight-
only is rising. 
Intra-Asian 
capacity has 
been in high 
demand as 
factories in 
south east Asia 
ran out of raw 
materials and 
parts from 
China. 

Singapore 
Airlines’ low cost 

subsidiary Scoot has 
deployed a 787-9 to China, 
while Cathay Pacific said it 

was evaluating “the 
retention of certain 
passenger services for cargo 
carriage only”. 

Rickard Ingvarsson, Asia 
chief executive and global 
head of airfreight at Scan 
Global Logistics (SGL), said 
freight rates within Asia 
were “extremely volatile”. 

“Intra-Asia has been 
heavily impacted with travel 
bans and restrictions, 
leading to capacity cuts of 
between 50 per cent and 
70 per cent. As a result, 
rates are going up a few 
hundred per cent overnight. 
Hi-tech, pharma, retail, 
automotive and 
e-commerce are the most 
affected.” 

Capacity out of China is 
still very scarce, Ingvarsson 
added. “About 5,000 tons, 
or equivalent to 50 747Fs 
of daily capacity has been 
pulled. 

“Some of the larger 
commercial carriers have 
pushed back the resume 
date to end of April. 

 “We suggest customers 
consider ocean freight, rail 
freight, sea-air freight and 
even road freight, such as 
China-ASEAN cross-border 
trucks to diversify the risk.” 

Demand for capacity to soar
continued from page 1

THE month began with the traditional series 
of container shipping blank sailings in the 
aftermath of Chinese New Year - and ended 
with hundreds of thousands of empty 
containers in the wrong place, as global 
container supply chains threatened to break 
as the coronavirus outbreak unfolded.

As Voice of the Independent went to press, 
MSC had deployed two of its largest vessels 
– certainly the largest ever to call 
at US ports – onto the 
transpacific trade with the aim 
of bringing 6,000 empty 40ft 
containers from China to US.

Alphaliner said that MSC is 
redeploying the 23,756 teu MSC 
Mia to the transpacific leg of the 
2M’s North Europe-Asia-USWC 
combined AE1/Shogun-TP-6/
Pearl loop, thus becoming the 
largest container vessel to call at 
the US.

It added that two weeks later 
the 23,656 teu MSC Nela will 
shift from the AE2/Swan 
Asia-North Europe loop to the 
transpacific to perform a similar 
function.

Alphaliner noted that by 
replacing the normal 13,000 teu-plus ships 
that habitually operate its transpacific strings, 
MSC and its 2M partner Maersk will be able 
to reposition more than 6,000 teu of empty 
equipment to the US to facilitate the pent-up 
booking demand.

According to SeaIntelligence Consulting 
data, there were 111 blank sailings on the 

transpacific between 1 February and 12 April, 
“of which, 48 were due to Covid-19 and the 
remainder to “normal” Chinese New Year 
capacity management”.

On the Asia-Europe trade, there have been 
75 sailings during the same period either 
blanked or announced, “of which 29 are due 
to Covid-19”.

The financial cost of the coronavirus 
outbreak to container lines is now 

approaching the $2bn mark, 
according to the company, based 
on its estimate that the industry 
has lost some 1.9m teu in 
volumes since the onset of the 
crisis, which dampened demand 
due to the widespread closure of 
factories in China.

“At a rough average freight rate 
of US$1,000 per teu, this equals 
a revenue loss of $1.9bn for the 
carriers,” said SeaIntelligence 
chief executive Alan Murphy.

The effect for European 
forwarders organising export 
shipments to Asia is potentially 
catastrophic, however, as export 
containers – typically 20ft units 

favoured by heavy industrial 
shippers – have virtually disappeared from 
the continent.

Meanwhile, Europe-Asia freight rates are 
soaring, according to freight forwarders who 
have managed to secure equipment, and 
carriers have begun to announce peak season 
surcharges for the backhaul leg to Asia, 
typically starting at around $200 per teu.

"IAG, Air 
Canada, 

Virgin and 
Aer Lingus 

are all going 
to be very 

busy"

IAG has told freight customers that it was “still open for 
business on transatlantic routes”

Sea freight tries to 
reposition empties as 
cost reaches US$2bn

"At a rough 
average 

freight rate 
of US$1,000 
per teu, this 

equals a 
revenue loss 
of $1.9bn for 
the carriers"
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EVERYBODY reading this 
article will have heard of the 
Coronavirus, but sadly little 
is known about it, nor how 
this will eventually affect 
trade. 

Many forwarders, 
shippers, receivers and 
carriers will be looking over 
their contracts to see 
whether they can forfeit 

their shipments, services 
agreements or bookings to 
avoid increased costs and 
expenditure. The 
consequences can range 
from damages, re-shipping 
costs to cancellation of 
freight. 

Simply, Force Majeure is 
defined as:"an event, or a 
series of related events, that 

is outside the reasonable 
control of the party affected,” 
- which can include anything 
from industrial disputes and  
riots to a Zombie 
Apocalypse. 

To invoke the clause is 
much harder than is 
commonly believed however, 
and there are even different 
interpretations between civil 

and common law 
jurisdictions. Generally, a 
delay or interruption in 
performance will give rise to 
Force Majeure, but 
whether this can 
be enforced will 
often come 
down to the 
specific wording 
of that clause. If 
you get this 
right, it could 
save thousands 
of dollars. Get it 
wrong, and it 
could lead to a 
breach of 
contract and be 
very costly. 

If a 
government has closed 
ports, which physically 
prevents the carrier 
discharging cargo, then this 
would generally support a 
Force Majeure definition, but 
the shut-down of banks or 

local offices, even for health 
and safety reasons, may not 
be sufficient grounds.   

To make matters worse, 
events that lead to knock-on 
consequences, notably a 

slowdown on 
shipments or 
bookings will 
rarely fall into 
this category. 
Many service or 
slots agreements 
will no longer 
fulfil bookings, 
but regrettably 
this may not be 
enough to 
enforce Force 
Majeure as it 
could be 

deemed 
commercial. 

Most international 
conventions, such as 
Hague-Visby rules, make 
reference to Force Majeure 
and the majority of all 
contracts will include such a 
clause to protect both 

parties. Regrettably, anything 
from total shutdown of the 
port, which would prevent 
discharge, would generally 
require closer inspection on 
the clauses and law 
applicable to your contract. 

To successfully enforce 
Force Majeure or defend 
against it will depend on 
three factors: the choice of 
law or jurisdiction in which 
the contract is governed; 
specific clauses in the 
contract and/or overriding 
exemptions; and – most 
importantly –  seek legal 
advice before committing to 
any decision. It can be a 
costly mistake if you get this 
wrong. 

World Insurance: is the 
Coronavirus Force Majeure?
Written by World Insurance Services claims manager, Richard Kamppari Baker

RICHARD KAMPPARI 
BAKER
World Insurance Services

Get it wrong, 
and it could 

lead to a 
breach of 
contract 

and be very 
costly

WCA member Espace Europe has launched a 
time-critical freight service, with 24/7 
operations. It is also offering a money-back 
guarantee. 

“In recent years, we’ve seen demand for 
time-critical freight services increase,” said 
Tony Shally, managing director. “So we added 
a UK and worldwide element to our existing 
European express service and decided to 
offer it to our customers on a 24/7 basis.” 

Espace’s time-critical freight service has 
been designed to alleviate the stress logistics 
managers are placed under as lead times 
from their customers get shorter and shorter, 
said the company. 

“We are now also a fully validated member 
of the WCA’s Time-Critical network 
connecting us with 150 global, time-critical 
freight experts,” added Shally. “It’s really 

reassuring for our 
customers to know 
that whatever is 
thrown at them 
last minute, we 
will have a 
solution in place in 
less than 20 
minutes.” 

Espace said the 
response from 
customers has 
been better than it could have imagined. 
Enquiries and express bookings were up by 
50 per cent within two weeks of the mid-
February launch.  

Espace Europe, which is twenty years old 
this year, claims to be the only employee-
owned freight company in the UK. 

Espace Europe destresses critical customers 

TONY SHALLY
Espace Europe

EU faces worsening 
driver shortage
THE shortage of European 
haulage drivers is likely to get 
even more acute this year, 
according to the International 
Road Transport Union (IRU).

Its latest research shows 
that the driver shortage 
across the continent could 
rise from 23 per cent last year 
to 36 per cent this year, 
exacerbated by particularly 
severe shortages in two 
countries – Poland and 
Romania – which have in 
recent years been major 
contributors to the haulage 
workforce.

In Romania, the current 
shortfall of some 50 per cent, 
by which only half of driver 
job vacancies are filled, is 

expected to increase to a 
staggering 62 per cent, while 
in Poland the current 
shortage of 22 per cent is 
expected to jump to 37 per 
cent.

 The Romanian shortfall 
has been largely attributed to 
the exodus of some 3.4m 
workers from the country in 
search of work across the EU 
since it joined the bloc, 
leading some to call for more 
non-EU drivers.

Constantin Isac, president 
at the National Union of 
Road Hauliers from Romania, 
said: “There are a number of 
things that can be done in 
order to alleviate the 
worrying, and aggravating, 

driver shortage in Romania 
- including carrying out 
training for professional 
reconversion of other sectors’ 
unemployed personnel; 
decreasing the minimum age 
for drivers in the country 
from 21 to 18; and importing 
a non-EU qualified labour 
force.”

Meanwhile, Jan Buczek, 
president of the Association 
of International Road 
Hauliers in Poland said the 
sector needs to attract more 
women and younger drivers, 
although the latter would 
require a change in 
legislation, given that 
currently the minimum age 
for a truck driver is 21.
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Spotlight ON
Adrien Thominet

ECS Group 
extends its reach 
EVERYONE wants a 
distribution platform these 
days (see P 12). ECS Group, 
the global GSSA, is launching 
its own booking platform for 
its Total Cargo Management 
customers – airlines which 
outsource cargo in its 
entirety. 

“We are going further,” 
says chief executive Adrien 
Thominet. “We were just 
doing operations, but we can 
do so much more, and are 
intending to develop a web 
platform with business 
intelligence. 

“We can give dynamic 
rates to forwarders.” 

He adds that 
GSSAs could be 
at risk from 
booking 
platforms like 
WebCargo and 
cargo.one, but 
says: “You can’t 
book any kind of 
shipment 
through them. 

“We have a 
real advantage 
– direct access 
to our carriers’ 
booking systems 
via API. We are 
‘Uber-ising’ capacity. 

“Booking platforms aren’t 
a threat, but distribution 
channels will change. We 
don’t want to be just a 
witness, we want our own 
integrated platform, with 
direct access to 
reservations.” 

ECS is working with a 
start-up technology 
company in Singapore to 
develop the platform, which 
is expected to be ready in 
the fourth quarter. It will 
offer an “automated, 
dynamic system”, using 
artificial intelligence to help 
it learn, and will offer a 
30-minute guaranteed 
booking time. 

“We need to be able to 

drive our own destiny,” 
explains chief commercial 
officer Robert van de Weg, 
“and the real advantage here 
is that it saves time.” 

Saving time is of the 
essence when it comes to 
ecommerce. “It’s a ‘push 
event’, but the system can 
do it all automatically. It will 
learn existing reports and 
add those into the system,” 
notes Thominet. 

“We handle a lot of 
ecommerce, and are seeing 
new routes and traffic. We 
did consider setting up an 
ecommerce product, but 
actually the cargo is handled 

the same way.” 
ECS believes it 

has an 
advantage in its 
total 
management of 
some, 
particularly 
leisure airlines, 
and its access 
and insights to 
those carriers.  

“We have 
been very 
surprised by the 
way Total Cargo 

Management 
(TCM) works,” reveals 
Thominet. “The concept 
works very well.” 

ECS offers TCM carriers 
guaranteed revenues in the 
first year, and finds “carriers 
are happy to collect 
guaranteed revenues, it 
allows them to wet-lease an 
aircraft, or invest elsewhere,” 
says Thominet. 

“We provide support to 
smaller and medium-sized 
airlines that don’t necessarily 
have the tools to do it 
themselves. 

“We have the full 
responsibility for developing 
the business – the quality, 
the safety, security, handling 
and management.”  

Thominet says some 

airline CFOs are agreeable to 
the idea of giving up a 
portion of revenue for that. 

“The idea is to educate the 
airline. We want them to 
choose this option because 
of strategy, not by default.” 

ECS Group has more than 
95 subsidiaries in some 50 
countries – with 153 offices. 
This size, it claims, gives it an 
advantage – a network. It 
can combine cargoes in 
leisure destinations which 
otherwise might struggle to 
fill aircraft. For example 
leisure flights to Cancun are 
filled via AeroMexico, which 
trucks it in. “That makes two 
airlines happy in one move,” 
smiles Thominet. 

ECS’s leisure business was 
helped by the closure of 
Leisure Cargo, which lost 
many of its clients to the 
French-headquartered 
group.  

While it is global, it claims 
not to be too exposed to 
China – which at the time of 
the interview was in 
coronavirus lockdown, with 
factories still shuttered.  

“Our Chinese contribution 
is quite small, but if this lasts, 
and goes global, it doesn’t 
look good for the economy.” 

Does Thominet think that 
the virus will expedite the 
trend away from 
manufacturing in China, to 
more places in south east 
Asia, or perhaps India? 

“For the time being, I don’t 
think there can be a shift 
from China to India,” he 
contends. “I’m not sure it 
would be India. More likely 
would be Bangladesh. But 
the raw materials are still 
made in China.” 

ECS Group, while not too 
exposed to China, has 12 
offices in India. “Our Indian 
contribution is very 
important, it’s in the top five 
for contributions, group-
wise. I am very proud of our 

management in India.” 
Business for ECS in India is 

mainly driven by Saudia 
Cargo and DHL. Thominet 
says filling capacity in the 
country is like shooting fish 
in a barrel. “We can always 
fill capacity in the 
market, and the 
market responds 
positively. 
Airlines are 
always 
immediately full. 
The only issue 
may be yield, 
but it’s still a 
strong market, 
and it grows 
every year, with 
ecommerce and pharma in 
particular.  

“And the market is getting 
more organised.” 

Meanwhile, ECS says it is 
heavily focused on 
innovation. Last year it 
successfully organised its 
next-gen challenge, in which 
1,000 participants entered 
207 projects to win money 

and support for an 
industry 
innovation by a 
start-up, an 
ECS-wide 
innovation by 
staff, and a 
student prize for 
the best idea. 
Thominet says 
that the latter 
two winning 

ideas have been 
further developed and 
adapted.  

As one winner said at the 
time: “There’s a saying that 

the world is often unkind to 
new things; new things need 
friends. Well, ECS is that 
friend, and its support has 
been priceless.” 

Chief Executive
ECS Group

"We handle 
a lot of 

ecommerce, 
and are 

seeing new 
routes and 

traffic"

"We need 
to be able 

to drive our 
own 

destiny"

ROBERT VAN DE WEG
ECS Group
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Focus ON
Pharma

REGULATORS 
may be implementing the 
changes, but pharmaceutical 
shippers have been just as 
vociferous in their calls for 
improved standards across 
the supply chain. Speaking 
to Voice of the Independent 
(VOTI) business 
development director of MX 
Shipping, Andie Stagg, says 
that if one word could 
encapsulate the pharma 
supply chain of 2020, it 
would be “tracking”.  

“Shippers of 
pharmaceuticals have 
valuable, quality cargo and 

they 
need 

to know 
it's safe 

and that the 
location is 

transparent to 
them always,” says Stagg. 

“Our customers are wanting 
more visibility into the 
supply chain. They want 
more tracking data available 
anytime. We have had to 
increase our spending on 
technology, and so far, it has 
paid off [with the use of our] 
state-of-the-art tracking 
available through our online 
portal.” 

Similarly, forwarders are 
asking for transparency from 
their partners to ensure they 
meet these heightened 
customer demands. Allan 
Christensen of Quick Cargo 

Services (QCS) says that any 
supplier his company 
engages with is required to 
have a transparent 
organisational structure. 
This, he tells VOTI, 
means being 
capable of 
pointing out 
who is 
responsible for 
each sector and 
each link in the 
chain.  

“To ensure 
this, we conduct 
random checks 
and surveys, as 
well as self-
assessments 
and validations,” 
Christensen continues. “In a 
world of humans, mishaps 
will happen, it is inevitable. 
Success is to limit these, to 

correct and prevent, and to 
ensure the smoothest supply 
chain – this is what we ask 
of our partners.”   

Echoing Christensen, 
Stagg notes that 

there is an 
expectation 
MX’s partners 
supply not only 
enough 
information, but 
enough in a 
timely manner. 
To date, the 
company has yet 
to make any 
formal 
complaints 
about other 

stakeholders, and 
Stagg emphasises a belief 
that as well as meeting 
regulatory requirements, 
partners work with one 

another in a “spirit of trust 
and respect”.  

How does this translate 
into profitability? Well, MX 
having gained a foothold in a 
niche area has proved 
prosperous. As such, Stagg 
believes revenue will 
continue to grow year-over-
year for the foreseeable 
future at least: “We don’t 
expect slowdown anytime 
soon.” That optimism 
appears prevalent, at least in 
this sphere of SME 
forwarding. Chief executive 
and founder of NV Logistics, 
Thierry Moreno, says he is 
expecting growth of as much 
as 10 per cent in 2020, even 
in the face of the present 
global health alert. And SFS 
Pharma’s Roger Chew is 
forecasting an even stronger 
performance.  

“For SFS, January and 
February have been a busy 
two months despite the 
COVID 19 virus, we expect 
growth to be 20 per cent on 
what we did in 2019,” Chew 
tells VOTI. “Asia may not 
have the big volumes like in 
Europe or the US, but it is 
the area of growth for 

Pharma: the best medicine for growth 

"Our 
customers 

are wanting 
more 

visibility into 
the supply 

chain"

ANDIE STAGG
MX Shipping
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Pharma

companies seeking revenue 
growth.”  

Of course, the impact of 
COVID-19, or Coronavirus 
as it is more commonly 
known, cannot be 
overlooked. For 
the supply 
chain, there 
appears to be a 
triple threat: 
uncertainty, 
quarantines, and 
delays. All of 
which are 
self-reinforcing. 
Should more 
and more 
people find 
themselves 
having to 
quarantine, the 
available 
workforce will 
drop, creating 
further delays 
and further 
uncertainty.  

“We have 
been hit by it 
already,” says 
Stagg. 
“Fortunately, we 
have great 
partners in China and 
worldwide that have helped 
us stay informed so that we 
can manage expectations of 
our clients accordingly.” 

For SFS, the impact has 
varied. In China, there has 
“obviously” been a much 
more pronounced affect, 
with domestic distribution 
impacted by both road 
closures and flight 
cancellations. And flight 
cancellations have carried 
over internationally, with 
airlines opting to ground 
their aircraft.  

“We are also seeing that it 
now takes a longer time to 
deliver to hospitals as 
temperature checks and 
personal data have to be 
taken for tracking purposes,” 
continues Chew. “But, we 
have contingences covered 
including providing our 

drivers with adequate 
protection when collecting 
or making deliveries.”  

At QCS, Christensen 
believes a fortune of 
geography has shielded his 

company from the 
worst of the 
virus: “As 
Denmark is 
quite remote 
and distant, and 
not yet infected 
(at the time of 
writing), it has 
been limited for 
us,” he says. “Of 
course, imports 
from Asia 
decreased 
following 
closures of 
factories. We 
have seen a lot 
of requests for 
medical 
supplies, and we 
have tried our 
best to 
accommodate 
all needs.”  

It is the 
uncertainty of 

the situation that 
seems to be most worrying 
for many logistics operators. 
Moreno says for the time 
being, everything remains 
unknown. But perhaps the 
biggest concern surrounds 
the potential of imposed 
quarantines.  

“With the large majority of 
our clients we are working in 
most case with spot rates, so 
we will not be too much 
impacted because one day 
or another the production 
will start again with a lot of 
incoming goods since the 
stocks of goods will need to 
be replenished,” says 
Moreno. “The main issue 
would be to be obliged by 
authorities to stay at home 
in case of quarantine, like in 
Italy, with no revenues and 
running salary and fixed 
costs.” 

Even so, the optimism for 
strong growth remains – 
with Chew reemphasising 
expectations of a healthy 
2020. And for some, the 
change in modes represents 
a potentially vital economic 
generator. According to 
Chew, pharma customers 
are looking at increasing use 
of shipping pharmaceutical 
products in sea freight 
refrigerated containers to 
lower shipping costs and 
better manage inventory.  

Risk management and 
contingency plans are in 
place for employing such 
methods of shipping.   

Chew’s belief in sea 
freight’s growth potential is 
one shared by Christensen, 
who is also expecting more 
and more pharmaceutical 
shipments to go by sea. This, 
he says, is linked to 
streamlining products and 
production cycles and the 
improvements being seen in 
ocean freight technology.  

“Containers are able to 
provide constant 
temperatures, and parties 
are cost-focused,” 
Christensen continues. 
“Activities will keep 
increasing, and more 
products in the biomedical 
sector will be subject to the 
regulations as well. This is 
leading to customers asking 
for complete supply chain 
solutions, including focus on 
packing materials and 
validations. But also, with 
increased demands to 
packing specifications, some 
customers are choosing their 
own suppliers for packing 
solutions. And this is putting 
a bit of work on the reverse 
logistics of the boxes, which 
is then a supplier issue.”  

Chew notes that there has 
been an uptick in the 

number of customers opting 
for alternatives to single-use 
boxes when shipping goods 
by pallets. Whether this is 
concern for sustainability or 
margins, he does not 
hypothesise. But SFS has 
responded to this change in 
shipper behaviour.  

“We have developed a 
cloud-based solution to 
manage pre-conditioning, 
inventory of reusable VIP 
boxes, and track and trace,” 
he continues. “To achieve 
this, in 2018 we switched to 
low-energy, Bluetooth-
enabled temperature 
loggers, which provide both 
locations and images of the 
shipments. 

“Cell and gene therapy will 
be the next big growth area 
in Asia as it is a therapy to 
treat, prevent and potentially 
cure diseases. Logistics 
companies wanting to ride 
on this growth should start 
developing infrastructure, 
capabilities and equipment 
to support this.” 

And as such, SFS has 
increased what it expects 
from its partners. Chew, 
providing a list, underscores 
the necessity for pre-
conditioning capabilities, 
validation, temperature 
loggers, and mapping 
capabilities.  

“We want to 
know if they 
have access to 
temperature-
mapped 
climate-
controlled 
trucks; if it’s a 
dry ice 
shipment; we 
want to know if 
they have the 
capability to re-ice. 
Furthermore, we ask if they 
can explain what documents 
or licenses are required for 
import/export of pharma 
shipments such as clinical 
trials, comparators and 
biological samples.”  

For smaller players, this 
can make the difference. 

Moreno notes that he – and 
his CV - boasts time at one 
of the largest multinational 
forwarders (MNCs) but he is 
seeing a lot of shippers 
moving back towards SMEs 
for their quality of service.  

“This is because the 
service offered 
by big players is 
not good and 
stable enough 
for demanding 
logistics sectors,” 
Moreno 
continues. “The 
big players are 
fighting with 
very small 
margins on OTC 

and finished 
products supply chain. We 
do prefer to concentrate on 
small and complex niche 
business like clinical trials, 
R&D, direct-to-patient 
deliveries, bio-hazard 
shipments. Personalised 
medicine will also be a trend 
and a chance for niche 
forwarders.” 

Pharma: the best medicine for growth 

"We are 
also seeing 
that it now 

takes a 
longer time 
to deliver to 
hospitals as 
temperature 
checks and 

personal 
data have 

to be taken 
for tracking 
purposes"

ROGER CHEW
SFS Pharma

"Cell and 
gene therapy 

will be the 
next big 

growth area 
in Asia"
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Focus ON
Pharma

TIGHTENED controls and 
increased regulations are 
making the pharma supply 
chain more demanding than 
ever. Amidst this, there has 
been increasing roll-out of 
industry-developed 
standards including IATA’s 
CEIV and the EU’s Good 
Distribution Practice (GDP) 
guidelines. But amid the 
regulatory tightening, the 
ability of the supply chain to 
keep up has been put into 

question. Quick Cargo 
Service’s Allan Christensen 
tells Voice of the 
Independent (VOTI) that 
among the challenges 
associated with changing 
requirements is education.  

Christensen notes that not 
only is there a lack of 
knowledge over what the 
solutions are, there is 
confusion tied into the 
packing solutions that can 
accommodate them and the 
terminology underpinning 
them. Getting the message 
out will not prove easy, 
particularly with more and 
more parties playing a role in 
the shipment of goods.  

“We did an analysis on one 
shipment, collected locally, 
flying on a direct flight, and 
delivered at destination 
straight from airport to 
consignee – this will cross 
approximately 10 different 
handlers,” he says. “And that 
is not considering customs 

or inspections and not even 
thinking of a carrier with a 
transit solution. Again – 
supply chain is only as strong 
as its weakest link – and it is 
essential we 
eliminate areas 
of confusion to 
make things 
work as smooth 
as we can.” 

Christensen’s 
concerns are 
shared by 
general manager 
of the WCA 
Pharma 
Network’s 
Academy Leah 
McKenna. 
McKenna tells 
VOTI that there 
are presently 
numerous agents moving 
pharmaceuticals with “very 
little knowledge or 
experience”. Fortunately, 
strengthening this “weak 
link” is part of the Academy’s 

reason for being. 
“We are offering 

classroom GDP training to 
all WCA members and we 
have held a responsible 

person training for 
qualified 
members,” she 
says. “We are in 
the process of 
building an 
online 
introduction to 
GDP and an 
online Driver 
GDP course. 
These online 
courses will be 
great for 
members to get 
an insight into 
GDP and for 

companies to 
ensure their drivers are 
operating at the same high 
standard.” 

Alongside training, the 
network works with its 
members and monitors them 
regularly to ensure the high 
standard it sets is 
maintained. Seeing its 
members become “market 
leaders” is a prime motivator.  

“We want our members to 
be proud of what we are 

building and embrace 
learning new things, it is 
amazing how much the 
group of members want to 
learn and grow,” McKenna 
continues. “With the 
infrastructure we now have 
we can help train the right 
company and employees to 
be a real asset to the 
network. We will never 
appoint a company for the 
sake of it, our aim will always 
be on quality and helping the 
right companies connect as 
partners.  

“We want new members 
who are willing to learn and 
enhance our wonderful 
community. Growth of our 
network is important to our 
members and now the 
academy can be there to 
support any new members.” 

Christensen says that in a 
“strong network” like WCA 
Pharma, the knowledge that 
the initial screening and 
validation process makes 
such stringent demands on 
potential member’s quality 
of service is a blessing. Roger 
Chew of SFS Pharma adds 
that knowing every member 
has the same quality of 
service saves time when 

finding a partner. And, with a 
good portion of training 
carried out within the 
network, that level of 
alignment will remain as 
standards change. 

“Members will know what 
training the other partner 
has completed,” continues 
Christensen. “This way the 
self-assessment and partner 
validation process is 
simplified and quicker for the 
individual – provided we aim 
for highest possible level, of 
course. 

“Strong partners in a 
strong network is key to 
world logistics today, 
especially in the pharma- 
and biomedical sector. More 
and more rules and 
regulations from authorities 
and more, focus on supply 
chain and compliance. One 
supply chain is only as good 
as its weakest link, putting 
tremendous pressure on 
supplier and partner 
validation.” 

Leading in learning: WCA Academy

ALLAN CHRISTENSEN
QCS - Quick Cargo Service

"We want 
our members 
to be proud 
of what we 
are building 

and embrace 
learning 

new things"

LEAH MCKENNA
WCA Academy

Frisbee packing 
WCA Pharma Network member Frisbee 
Global has launched a new packing solution, 
which chief executive Oded Tirrer (right) tells 
Voice of the Independent will be a “game 
changer”. Incorporating phase change 
material (PCM), Atmos Shield is a thermal 
blanket that has been designed for 15c to 
25c shipments, which Tirrer says is “20 times 
better” than existing products.  

This PCM component takes effect when 
the shipment’s ambient temperature falls 
outside these limits. If the pallet’s 
temperature drops below 15c it releases 
heat, and if it exceeds 25c it cools the 
shipment. Its ingenuity lies in the PCM 
energy core’s ability to recharge when the 
pallet is stored or transported within a 
temperature-controlled environment.  

“Why should people use it?” asks Tirrer. 
“Well, because it eliminates 90 per cent of 
the deviation, helps with ‘time to market’ 

issues, and 
reduces 
paperwork 
and regulation 
to approve 
selling a 
product after 
it has 
deviated. 
What makes it 
different from 
existing solutions is that it was designed for 
extended exposure to extreme temperatures 
during a transit like the tarmac time. We 
piloted it with excellent results.” 

Following these successful trials, Frisbee 
landed orders from one multinational 
forwarder with a second in the works. Tirrer 
says those that have tested it like it because 
it is “easy to use and has excellent 
performance”.  

Alongside training, the WCA 
Academy works with its 
members and monitors them 
regularly to ensure the high 
standard it sets is maintained
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TURKISH Cargo enjoyed a 7.1 per cent 
increase in tonnage in 2019, while the global 
market shrank by 4.4 per cent.

The fast-growing airline ranked at 7th 
place internationally on volumes, with market 
share of 4.1 per cent. Its biggest growth was 
in the Americas, where it saw a rise in 
tonnage of 17.1 per cent. The Far East region 
rose 14.1 per cent, while in the Middle east 
and South Asia volumes grew 4.7 per cent. 
South western Europe saw a 9.7 per cent rise 
in tonnage, and Africa was up 7.1 per cent.

The carrier, which already has direct cargo 
flights to 88 destinations with its 24 
freighters, it said, has 321 destinations 
overall. Nevertheless, it has added Quito, 
which has “significant import and export 
potential” to its network.

As a large flower exporter, Quito has 
already attracted many freight airlines, 

including Ethiopian, Cargolux and Qatar. 
Turkish flights will operate twice a week with 
777 freighters, on a Istanbul – New York – 
Quito – Curaçao – Maastricht rotation.

Ethiopian pulled a frequency to Quito in 
July, citing lack of support. But a senior air 
freight source in Quito said the carrier had 
taken “the wrong approach to the market”, 
and had also tried to cut out agents. 

“To succeed in Ecuador and Colombia, you 
have to commit. You can’t just put in a toe to 
test the water. 

“A policy of ‘when it’s good, fly, when it’s 
bad, cancel’ is not a planned market 
approach, and it’s not a good idea to suspend 
flights. The market won’t take seriously a 
carrier which does this.” 

Shortly afterwards, Qatar Airways Cargo 
announced it was to add a fourth frequency 
into the Ecuadorian capital.

Turkish Cargo continued 
its steady growth in 2019

PALLET users should pay a 
US$5 tax to charity, 
according to one veteran 
freight forwarder. 

In a wide-ranging speech 
at the Logistics CIO Europe 
conference in Amsterdam 
this month, Steve Walker, 
head of consultancy SWG 
and founder of SBS 
Worldwide, bought out by 
DSV in 2013, urged the 
industry to consider a 
charitable tax. 

“I’d like to talk a little bit 
about carbon footprints, and 
the negative publicity we get 
for creating, supposedly, 3 
per cent of the world’s 

pollution by transport. Yet 
we never seem to fight back 
with any major initiatives – 
certainly not on a collective 
basis. 

“We should say we will no 
longer move pallets by ocean 
for free; we will implement a 
pallet levy of $5 per pallet 
come 2021. If all containers 
had 20 pallets, the pallet levy 
would yield $1.8m per large 
vessel. 

“Consider if you multiply 
that for the number of 
vessels arriving every week 
in Europe, will the customers 
want to pay it? No, but 
maybe the public will buy 

into it, and governments will 
give companies tax offsets. 

“We can undertake, as an 
industry, to contribute the 
majority of fees to marine 
charities to clean up the 
oceans, of which we, the 
human race, have made such 
a mess.” 

While pallets are generally 
considered re-usable and 
recyclable, he said, “let’s be 
honest – it’s not recycled as 
you and I would expect. 
They don’t have a very long 
shelf life, they slowly 
downgrade until they 
become something like 
wooden pellets for burning”. 

He added: “And there is a 
further consideration: 
wooden pallets should not 
have their own carbon 
footprint due to their 
weight.” 

Walker also urged the 
industry to come up with a 
better solution, which could 
be expedited by the 
proposed tax. He said he had 

given a talk to young freight 
forwarders in the UK who, 
he said, were “incredulous 
that four-way 
pallets had been 
around for 80 
years and we 
hadn’t had the 
ability to think 
of a more 
modern way of 
moving goods in 
and out of 
containers. 

“When I first 
started in freight 
forwarding, 
vessels used to 
come into the port of 
London and the hatches 
would go back. The cargo 

would be removed from the 
hold and there were minimal 
supporting packaging 

materials. 
“The whole 

point of 
containers is to 
move freight. So 
I suggest we 
need to evaluate 
that one small 
thin column on 
a bill of lading, 
that has stayed 
the same for my 
near-50 year 
career, where it 

states packaging.” 
Walker added that the 

industry should have a 
positive message about 

emissions: “When we are 
only delivering what the 
world has ordered in a take, 
make, consume and dispose 
society.” 

STEVE WALKER
Consultant

"We should 
say we will 
no longer 

move pallets 
by ocean for 

free"

Pay tax for pallets, urges forwarder 
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Insights IN
Seafreight – comment by Mike Wackett

WITH the coronavirus 
outbreak hitchhiking its way 
around the world to become 
a pandemic we are being 
told to abandon the 
centuries old custom of 
grasping one another’s 
hands – the handshake.

Said to have been 
practiced as far back as the 
5th century BC in ancient 
Greece, the handshake is 

commonly done on meeting, 
parting, congratulating, as a 
sign of good sportsmanship 
or as a sign of concluding a 
business deal.

Prior to its last-minute 
cancellation at the end of 
February the annual JOC 
TPM conference held in 
Long Beach, California was 
to be designated a “no 
handshaking zone” as the 

organisers frantically sought 
advice from health 
authorities in order to 
mitigate the emerging threat 
of Covid-19 to their flagship 
event.

Had the event taken place 
it would have been very 
strange to witness some 
3,000 delegates consciously 
trying to avoid the classic act 
of friendship and ice-

breaking handshake as they 
met up with colleagues and 
new business contacts at the 
various conference seminars 
and receptions.

The warm handshake, 
sometimes followed by an 
embracing hug, contravenes 
the advice of the health 
experts, who would then 
suggest washing your hands 
in soap and water for a full 

20 seconds after each 
contact was made.

And as we have seen in 
the past weeks as 
government ministers and 
members of royal families 
have been advised to avoid 
handshaking the banishing 
of the act can create an 
uncomfortable atmosphere.

Indeed, as a Fellow of the 
Institute of Chartered 
Shipbrokers, where the 
motto is ‘Our Word, Our 
Bond’ I was schooled to 
respect and honour a deal 
that was concluded by a firm 
handshake.

In fact a handshake with a 
fellow broker cemented that 
promise; the 
person’s 
reputation was 
at stake and in 
days gone by 
was itself judged 
as even better 
than a written 
contract.

In business a 
handshake deal 
is regarded as 
the foundation 
of a speedy 
transaction and 
is considered 
the main 
building block 
necessary for a 
completed 
agreement.

In politics, 
agreements between 
governments and in big 
business the photo 
opportunity handshake is de 
rigueur when the parties 
shake hands for some time 
for the benefit of the 
photographers and 
thereafter the pages of the 
newspapers.

Around the world 
handshakes have become 
adapted to localised custom 
as in many Asian nations 

where a weak handshake is 
considered to be more 
polite.

But if handshaking is no 
longer an acceptable health 

risk in 2020 what 
will be the fate 
of “La Bise”?

“Faire la bise”, 
the tradition of 
cheek or air 
kissing in 
France, crosses 
over from family 
and social 
meetings to 
include arrival at 
the office and 
leaving in the 
evening.

Depending on 
whether your 
office is located 
in Paris, where it 
is two, or Nice, 

where three 
kisses are the norm, 

or some parts of the country 
where it can even be four, 
the main debate centres 
around which cheek to offer 
up first.

Hopefully, La Bise and the 
handshake will fully recover 
from the impact of Covid-19 
but in the interim some 
other form of personal 
gesture for greeting, 
congratulating and deal-
making will no doubt be 
found.

MIKE WACKETT
Sea Freight Consultant, FICS

Is it the end of the handshake deal?

In politics, 
agreements 

between 
governments 

and in big 
business 

the photo 
opportunity 
handshake is 

de rigueur



Untitled-1   1 07/09/2018   14:53



VOICE OF THE INDEPENDENT, MARCH 202012

Production & Design:  Mandy Warren
           mwarren@worldlogisticsmedia.com

Editorial Team:  Editor
 editorial@worldlogisticsmedia.com

Contacts

UK Office
Talon House, 6 Blackthorne Road, 

Colnbrook, Berks, SL3 0AL, UK  
Phone: +44 7736 034153

turkishcargo.com.tr

AS THE CARGO AIRLINE THAT
FLIES TO MORE COUNTRIES THAN
ANY OTHER, WE CARRY
ALL YOUR HEALTH AND WELLNESS
NEEDS, FROM PHARMACEUTICALS
TO MEDICAL SUPPLIES WITHOUT
EVER INTERRUPTING THE 
TEMPERATURE-CONTROLLED
COLD CHAIN.

THE WORLD'S HEALTH IS
IN THE SAFE HANDS
OF TURKISH CARGO

PORTALS for rate enquiries and bookings are 
on the advance, extending their reach or 
functionality. 

Their airline clientele is growing. Last 
month Etihad signed up for Freightos’s 
WebCargo platform to offer promotional 
rates, regular pricing and booking to some 
1,700 logistics firms. This month TAP Air 
Portugal announced that it was joining cargo.
one. In addition to the primary objective of 
reaching the platform’s user base with its 
rates, the airline intends to leverage it as a 
distribution channel for new products, 
declared Bernardo Nunes, product and 
services senior manager of TAP Air Cargo.

Freightos, cargo.one and the other air 
cargo portals are facing a new competitor. 
Kontainers is moving beyond rate quotes for 
ocean cargo to include airfreight as well as 
truckload traffic. The portal, which has been 
used by the likes of Maersk and Toll, has 
signalled that it intends to cover a broad 
spectrum of functionality, including analytics, 
global schedules and payment systems.

Meanwhile, Freightos is poised to add 
customs brokerage to its range of offerings, 
having struck a strategic deal with FedEx 
Trade Networks.

After initial hesitation carriers have been 
eager to embrace quoting and pricing portals 
for their ad hoc traffic. Apart from large 
multinational logistics players, forwarders 

have been less enthusiastic, although they 
see some benefits in using portals, but not 
enough.

Cargo-partner is still in the testing stage 
with rate platforms.

“Pricing and booking portals can be an 
additional source for new, spot business 
which allows us to better utilize our existing 
resources and consolidations,” commented 
Christina Kalløkken, director corporate 
communications & marketing of cargo-
partner.

Timo Stroh, head of global air freight for 
one forwarder, finds the enquiry process 
through portals efficient, but sees limited 
value in them so far. His company has tested 
a few portals but is not using any at this time.

“For small shipments and exotic 
destinations these portals are 
good. When it comes to larger 
shipments or demanding 
requirements, these portals 
show weaknesses, for instance 
guaranteed access to capacity, 
uplift commitment main deck 
versus lower deck,” he remarked. 
“They’re attractive for small 
shipments to destinations with 
overcapacity.”

In order to become viable, 
platforms have to up their game, 
he believed. They should 
incorporate intelligent subject 
expertise and creativity for 
alternative solutions, he 
commented.

Kalløkken agrees that portals have some 
way to go to play a meaningful role for 
forwarders.

“The booking platforms of the future need 
to deliver a similar solution to what Booking.
com, Airbnb and others are doing for the 
hotel industry. They need to consider the 
customer and the supplier with the same 
level of importance. And they need to deliver 
solutions to suppliers, such as market 
analytics, statistical tools, alerts, rate 
protection, payment service, shipping 
schedules of carriers etc. 

“Their service needs to be 100 per cent 
integrated into our tools. In other words, if a 
customer books on the platform, the booking 
must be easily convertible into standard 
transport management systems. Booking and 
pricing portals need to have automated 
processes in place to ensure that rates are 
always up to date. This includes automated 
rate uploads or the possibility to connect the 

portal to our transport 
management system via API for 
real-time rates,” she commented.

She added that the different 
Incoterms that customers base 
their purchases on brings in a 
major factor of complexity, 
alongside the classification of 
goods and the differentiation of 
services.

“At the end of the day, 
customers need to be able to 
compare prices end to end, with 
all these aspects factored in. The 
existing platforms still have a 
long way to go to deliver this 
benefit to the market,” she 

concluded.
Another question is the proliferation of 

portals and the reach they offer. As corporate 
investors are looking to the logistics sector 
for opportunities, it has been relatively easy 
to raise capital for new ventures joining an 
increasingly crowded field.

“We don’t want to go into many different 
platforms and look for rates,” said Elio Levy, 
executive vice-president of Logfret.

“The market is still reasonably small, but 
the number is increasing on a daily basis and 
we expect that we will see a consolidation 
sooner or later,” remarked Kalløkken.

Regarding coverage of airlines and routes, 
Stroh observed that portals do have many 
routes, but the choice shrinks rapidly when 
requirements are more demanding.

Counter to the idea of maximum airline 
reach, Stuart Stobie, group sales & marketing 
director of Priority Freight, thinks that portals 
should have a finite number of suppliers.

“The problem with having too many 
suppliers is you don’t win any or enough 
work so people start deleting the requests,” 
he reflected. “Deal with three to five 
well-vetted suppliers who meet all your value 
adding criteria, then let them have a fair 
competition for the work. Then you maintain 
quality at competitive prices.”

He has reservations about pricing 
platforms.

“Portals have a place but they create bad 
behaviour as they focus purely on price 
provision rather than a service that drives 
value in the supply chain,” he commented.

Advance of the 
booking portals

"Portals 
have a place 

but they 
create bad 

behaviour as 
they focus 
purely on 

price"

STUART STOBIE
Priority Freight

CHRISTINA KALLØKKEN
cargo-partner


