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The year 2005 is gradually coming to an end. Worldwide
transport and logistics service companies have their hands full
with pre-christmas business. Many ports and airports are, as is
customarily the case at this time of year, thoroughly overloaded.
Nevertheless, the goods flow does not seem to be quite as strong
as in previous years. Or the freight capacity by air and sea has
been expanded to such an extent that clients are able to pressure
for lower rates.

Not all boom markets have developed as expected this year.
In this issue we cast another critical glance at Central and
Eastern Europe, a region which is counted among the fastest

growing economic regions in international comparison (pages 12–30). For this
year and 2006, the European Bank for Reconstruction and Development
(EBRD) expects steady growth in the region despite an economic decline in
Russia and the Ukraine according to a semi-annual EBRD study of this
market. The expected average growth rate in GNP (gross national product) for
the current year is estimated at 5.3% in the publication. It will decline slightly to
5.2% for next year. The growth rate for last year amounted to 6.6%. By and
large, business locations in the countries included in the survey have improved
but they still have greater hurdles to overcome than their counterparts in the fully
developed economic regions of the world. Difficult economic and fiscal condi-
tions in the Central and Eastern European region, including the Baltic coun-
tries, political instability in South-eastern Europe along with rampant corrup-
tion represent the main risks to future developments and that applies to the
transport and logistics service sector too. Despite all this, the industry has good
reason to take the future optimistically in its stride. The market has many an
opportunity to offer, for real estate developers as well (page 74).

In Western Europe, with the exception of Great Britain, the economy is
developing rather haltingly. Many companies were able to book a booming
turnover for 2005, but the high price of oil put a lot of pressure on the profits
for all of them. There is hardly any sign of alleviation on this front for the near
future. Railways (page 56), trucking companies and airlines (page 55) are
all suffering from the negative effects. But even in the most stormy seas there
is still money to be made. A case in point is the Africa trades as demonstrated
by the example of Nile Dutch (pages 45–47).

The fact that money can be earned when a company upgrades its IT backing
is revealed in a study by the Vienna University of Economics (page 60).
The same conclusion, that the intelligent application of Informatics Technology
can result in significant savings potential, is underscored by the «Inapce»
project currently under development at the University of Bremen (page 11).

As always I wish you enjoyable reading in this issue of the ITJ.

Yours

Dear readers,

Ursula Schmeling
editor-in-chief
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What will the logistics industry look like
in five, ten or twenty years’ time? Will the
small or medium sized enterprises (SME)
managed by partners have a chance of sur-
vival if the major logistics service compa-
nies continue to grow? What goals have
such companies set for themselves?

Anybody surfing the internet in the
hope of finding an answer on the websites
of the individual companies, is bound to
be disappointed. Even statements on cor-
porate philosophy or values contain – with
few exceptions (among them Dachser) –
mostly only give vague generalisations by
way of an answer. There is many a state-
ment on customer satisfaction and sus-
tainability or, particularly in the anglo-sax-
on speaking regions, about profit maximi-
sation. Deutsche Post has a statement on
the liability, «which we have towards our
stockholders, (…) to become stronger than
our competitors».

Shareholder value passé
In fact it is to be noted that catchwords
such as «stakeholder-» or «shareholder val-
ue» are hardly to be found any longer.
Apparently it has become somewhat in-
delicate to speak of such things in the lo-
gistics industry. Nevertheless, it was no
more than a question of the shareholders
wanting to gild the value of their invest-
ments with the initial market offering of
Panalpina and the sale of Geologistics
and Exel. There is a certain degree of short
sightedness to be observed particularly
among listed companies. Their managers
race from one quarter’s results to the next.

The Swiss mentor and unconventional
thinker, Fredmund Malik, president of the
Malik Management Centre, warns in this
connection that it would be too easy to

leave innovation by the wayside. It could
generate losses in the short term but could
save the company in the long term. Are
listed global players like UPS and the Ger-
man post now less innovative than certain
family enterprises? The proof is difficult
to establish. The costly experiments with
RFID and other new technologies which
are being carried out these days are fi-
nanced, above all, by the big players of the
industry.

Family has a future
Which ownership structure and what or-
der of magnitude, then, holds the most
promise for success in logistics or even in
general? Professor Joachim Schwass of the
Lausanne management institute IMD
(Switzerland) is convinced that the future
will be in the hands of family enterprises.

This was also the gist of the annual
meeting of the Family Business Network
International (FBN) which took place re-
cently in Brussels (Belgium). It distin-
guished the Brazilian conglomerate «Vo-
torantim», which is in the possession of
50 cousins, as the world’s top family en-
terprise this year.

The family motto is «work hard and
take on big risks,» explained Carlos Er-
mirio de Moraes at the award ceremony.
This is also the guideline of numerous
family enterprises in the logistics industry.
Charles-Antoine Gondrand (see pages
41–43), Klaus-Michael Kühne, the Hell-
manns and Fieges, the Senger-Weiss sons
Wolfram and Heinz – and even Arthur
Ziegler at 84, all struggle day after day at
the forefront with the customers of their
companies. Family enterprises often used
to be neglected by researchers but nowa-
days this has changed. According to pro-

fessor Schwass, it has become evident that
listed family enterprises have produced
about 5% to 10% better results during the
last ten years than companies whose stock
holders are wider-spread. Among other
factors, Schwass ascribes this to the
fact that in a family enterprise the inter-
ests of the owners and managers agree
more closely. Schwass explains that fami-
ly enterprises think more in the long term
and rely less on consulting companies. Be-
cause families invest their own money,
they treat it in a more responsible way. In
a family company there is also less man-
agement rotation, and internal executives
are less costly than those recruited from
outside.

Family does not mean small
Family companies are clearly predomi-
nant in the forwarding industry in Latin
America, Southeast Asia, Spain and Italy.
Several of them are major corporations.
There are also strong owner-managed
firms with several thousand employees
in Great Britain, Belgium and Germany
etc. A large number of them are endeav-
ouring to expand. A family company is
therefore not necessarily a small to medi-
um sized enterprise.

Despite the positive picture painted by
FBN, Schwass admitted that negative as-
pects are also obvious. For instance, the

Logistics industry in a state of flux

The customer
determines the future
Whether state owned, privately operated or half-half, whether large or small, it is the

customer who finally determines whether a logistics company is successful or not. If a

particular SME manages to sell its services at a higher rate than an industry giant and

make higher profits at the same time, then that is a sign of high customer satisfaction.
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question of who is to inherit the company
is one of the most contentious issues facing
family-owned businesses. Historically seen,
only one fifth of such companies survive
the second generation. Approximately 10%
of all company bankruptcies in the EU are
due to problems in the family and with the
successor. It need not necessarily end in
bankruptcy. A large number of forwarding
companies, which were founded at the end
of the Second World War, were simply sold
when the founder was unable to find an
heir in his own family. Examples of this are
Fritz (taken over by UPS) or Brechtbühl,
which is now owned by the Thiel Logistik
group.

Pay attention to the customer
Malik is convinced that a company’s sur-
vival does not depend on its ownership
structure. Customer satisfaction is the sin-
gle crucial factor. «The aim of a company
is to fulfil its customers’ expectations,» he
explained in a recent interview with the
«Handelszeitung», a Swiss trade newspa-
per. «A satisfied customer is the most im-
portant source of income for a company.
And a company with satisfied customers
will always be in a position to satisfy its
shareholders. Things will not work the
other way round.»

These statements provide the answer to
the question of the right size of a compa-

ny as well as the reason for the failure of
so many mergers. Size is an advantage with
respect to coverage in a globalised econo-
my and it possibly generates prices that are
more favourable. The acquisition of infor-
mation technology (IT) and above-average
expertise and dedication of the employees
when they interact with customers can
turn small or medium-sized enterprises
into veritable «Goliaths». It is primarily the
quality of the products and service, in con-
junction with the price-performance ratio,
which governs customer satisfaction.
These factors often «go by the board» in
mergers – and 50% of the time that is the
reason for a lack of success.

The potential negative effects of mergers are
also revealed in the image ranking survey of
the German market research institute Em-
nid (see page 27). Shippers have an ex-
traordinarily good image of family owned
enterprises (for example Hellmann World-
wide Logistics and TTS), which primarily
rely on organic growth. Such companies
tend to be more modestly sized than UPS,
FedEx and Deutsche Post.

Rather positive echo
However, Deutsche Post/DHL is confi-
dent that it will hardly lose any customers
due to the integration of Exel. «The cus-
tomers’ reaction to the news of the immi-
nent merger was and is neutral to positive.
DHL has a very good reputation in Great
Britain. Therefore the echo from the press
was predominantly positive,» said board
member Dr Frank Appel. «We are a com-
pany that pays close attention to our cus-
tomers. This is reflected by our continu-
ing success in the express and logistics
business over the last few years. The neg-
ative comments about mergers circulating
in the market, usually stem from man-
agers who had to give up their position to
people who were more capable. Exel is
ideal as it rounds off our product and ser-
vice offer in the market at home and
around the world.»

Ursula Schmeling

Catchwords such as «stakeholder-» or «shareholder value», which were omnipresent in the logistics industry to date, have only been appearing sporadically
in recent headlines. It seems to have become undignified to speak of such things (at all) in the logistics industry.

Photo:ITJ archives

Family Business Network 
International (FBN)

Members of FBN are families which own their
companies at least in the second generation
and may be owners of companies of any
dimension (from SMEs up to multi-national
conglomerates).
• Award: World’s top family enterprise.
• Winner in 2005: Votorantim group, Brazil.

Previous winners have included Barilla
(2004), Zegna (2000), Henkel (1999)
and Lego (1996).

www.fbn-i.org
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The German rail industry expects a new
federal government to realign the coun-
try’s transport policy. «In the Federal Re-
public, greater account must be taken of
the opportunities offered by rail trans-
port for the creation of jobs and its ad-
vantages in terms of energy efficiency,»
Norbert Hansen, the chairman of the
pro-rail organisation Allianz pro Schiene
demanded. Hansen, who is at the same
time chairman of the trade union
Transnet, also declared: «If dependence
on oil is to be reduced in a situation
where we are faced by rising petrol and
diesel prices, there can be no alternative
to a pro-rail policy.» Any government
coalition has to realise this fact. 

Rail transport in Germany also needed
to be seen more as a motor for job cre-
ation. «900 ,000 jobs depend on the rail
sector, which, with an annual turnover of
EUR 49 billion, is one of Germany’s key
industries although it has not so far been
treated as such.,» said the Allianz pro
Schiene chairman.

The vice-chairman of Allianz pro Schiene
and supervisory board chairman of Bom-
bardier Transportation, Peter Witt, drew
attention to the «worldwide renaissance»
of rail transport in which Germany could
not afford to be left behind.

Other countries are ahead
In the USA the railways are now reported
to have a market share of 52% in the
freight sector, China is said to be building
1,800 km of new railways every year, and
Spain to be investing the sum of EUR 7
billion in its railway infrastructure each
year until 2020. Although railway engi-
neering was «one of the few industries in
which Germany is still a leader,» in recent
years the Federal Government had «sup-
ported all competing transport modes
with concerted actions but for unknown
reasons had omitted to do so for the rail-
ways».

Witt: «The new German government
must invest at least EUR 5 billion in the
railway infrastructure. That, at any rate,

would bring annual investment per head
of the population in Germany, which was
Europe’s principal transit country, up to
the level of Slovenia’s.»

The chief executive of the Association
of German Transport Enterprises (VDV),
Adolf Müller-Hellmann, said that the
volume of goods transported could be ex-
pected to grow by 50% in the next ten
years, and saw this as «one of the princi-
pal challenges to transport policy». It was
essential to continue the measures to en-
courage the use of private sidings and
promote the transfer of freight traffic
from road to rail. Müller-Hellmann: «By
the continuation of these promotion pro-
grammes, transport policy can make a
substantial contribution to the shift of
traffic from road to rail at a relatively low
cost.» In the coming years, priority need-
ed to be given to the existing rail network
and the development of the major railway
hubs.

www.allianz-pro-schiene.de
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«One of our customers is a tour company
that operates various holiday clubs. We
provide the club hosts with the requisite
wigs, costumes, games, etc, every season.
In fact, we supply all that is needed for the
evening entertainment and daytime activ-
ities programme,» said Thomas Hütte-
mann, managing director and partner of
Huettemann GmbH, Duisburg (Ger-
many), when explaining the service range
of the advertising material logistics busi-
ness unit to the ITJ editor-in-chief Ursula
Schmeling. «We collect the items, clean
them, repair or replace damaged or lost
goods and give the customers an invento-
ry at the end of the season. It is a very chal-
lenging activity.»

International clientele
In addition, Huettemann manages
brochures in a number of languages for
a luxury kitchen manufacturer with mar-
kets throughout the whole of Europe and
North America. The material ranges from
advertising leaflets to instruction manu-
als. They are delivered on demand to re-
tail outlets all over the world, and old
prospectuses are collected and returned.

Hüttemann sees good opportunities pri-
marily in the tobacco sector. «The more
restrictions that are imposed on advertis-
ing tobacco on television or in cinemas,
the more direct advertising the manufac-
turer makes at the point of sale. Sales per-
sonnel need special clothing and displays,
samples and other advertising material
have to be transported to the advertising

spots and sales outlets. this is our special-
ity,» Hüttemann explained. 

The spirits market is on a similar track
too. Competitions, quizzes and other spe-
cial activities offered by the consumer
goods industry and the retail trade gener-
ate additional turnover. «Addresses need
checking so that the same player does not
return 20 competition entries, which
would falsify results. Deliveries to private
households are occasionally very time-
consuming,» Hüttemann noted.

Small volumes of goods per customer 
«The amount of goods that are moved for
individual customers is usually small. The
effort is only worthwhile for multi-user
warehouses and an IT platform, which
supports a large number of different cus-
tomers. Cost efficiency is decisive in this
business.»

There are only a small number of
providers for this type of service in Europe,
but prices are still under pressure. «The de-
cision to award a contract is not made by
a company’s logistics department, it is the
head of marketing’s responsibility,» Hütte-
mann commented. «Although we have
some large rivals, medium-sized enterpris-
es usually choose a service provider of a
similar size, such as Huettemann Logistik,»
the CEO said. He is confident that the
market for this type of specialised logistics
services is set to grow in future. 

www. huettemann-logistik.de

Huettemann Logistik

The advertising material business
Advertising material logistics is a lucrative niche market with growing volumes of goods. An increasing number of brand manufacturers,

clubs, political parties as well as other organisations and institutions are outsourcing the storage and distribution of advertising material.

The German company Huettemann Logistik has made a name for itself in this market sector.

Thomas Hüttemann, managing director and
partner of Huettemann GmbH 

Storing advertising material (left).The Huette-
mann logistics centre in Anderten (above).Ph
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ropean airlines such as Lufthansa, British
Airways, BMI and Air France/KLM.
They are continually increasing their
market shares in the Middle East and
North Africa at the cost of the national
airlines. The Arabian and African airlines
want to counter the competitors’ pres-
sure more effectively by closing ranks. 

Increasing efficiency
Whether this strategy will work certainly
depends on the extent to which the air-
lines can improve their service quality
and thus their image. There are still sig-
nificant arrears in the fields of informa-
tion technology and in quality manage-
ment (Cargo 2000 is a «castle in the air»).
The same holds true for the development
of international transport networks and
onward transport possibilities for pas-
sengers and freight, such as the Star Al-
liance, SkyTeam and Oneworld offer
their customers. For this reason, Royal
Jordanian, for example, has applied

Aviation42
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Eight state-owned airlines based in the
Middle East and North Africa want to
form the region’s first aviation alliance.
It will operate under the name «Ara-
besque». After four years of tough nego-
tiations, the alliance will be officially
launched at an event to be staged in
Cairo (Egypt) on 17–18 December. 

The Beirut (Lebanon)-based Arab Air
Carriers Organisation (AACO) an-
nounced that Egypt Air, Gulf Air, Mid-
dle East Airlines (MEA), Oman Air, Roy-
al Jordanian Airlines, Saudi Arabian Air-
lines, Tunis Air and Yemen Air will form
the future partnership. Financially strong
airlines such as Emirates, Qatar Airways,
Etihad Airways, as well as Royal Air
Maroc  have shown no interest in join-
ing – at least so far. In the past, Ram
Menen, head of Emirates SkyCargo,
repeatedly made disparaging remarks
about alliances by saying «where are the
advantages to be found when joining up
with a lot of weak partners?» 

Lowering the costs
The most important aims of the Arabian
airline alliance are: 
• to coordinate the network so that cost-

ly parallel flights can be avoided, for ex-
ample between Bahrain and Cairo or
Amman (Jordan) and Riyadh (Saudi
Arabia);

• to reduce costs when purchasing air-
craft, equipment, spare parts, fuel, in-
flight material, foodstuffs and insur-
ance;

• to set up a joint management scheme
for spare parts supplies.

So far, no statement has been made
about a joint utilisation/marketing of
freight capacities. 

The establishment of «Arabesque» is
primarily a defensive reaction to the Eu-

for membership of the «Oneworld» al-
liance too. 

Parallel to this, the Arabian and North
African airlines are attempting to expand
their international networks under their
own steam. This is more likely to succeed
when partners help to fill the aircraft. For
instance, Gulf Air (see ITJ 39·40/2005,
page 67) is to inaugurate flights to Dublin
(Ireland) and Johannesburg (South
Africa) in December, and is currently ne-
gotiating with the Philippine aviation au-
thorities about doubling the flight fre-
quencies to Manila etc. 

A final but important factor is that
some of the new alliance members sim-
ply do not have enough capital to invest
in new aircraft, technology and expertise,
in order to keep pace with the West Eu-
ropean airlines or new companies such as
Emirates, Qatar and Etihad. The new al-
liance offers little chance for improve-
ments in this sector. 

Ursula Schmeling

New alliance

Airy
Arabesque
There is strength in numbers. Eight Arabian

and North African airlines have taken this

saying to heart and are to form an alliance.
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2005 will go down in the history of con-
tainer shipping as a year of giant mergers.
A.P. Møller-Maersk acquired P&O Ned-
lloyd in August this year, a month later
CMA CGM scooped up the French ship-
ping company Delmas and in October
Hapag-Lloyd (Germany) surprised the
market with the acquisition of the Cana-
dian company CP Ships.

«This step was not quite so unexpect-
ed,» Adolf Adrion told an interested au-
dience in Basel. «We had already spoken
with the management of CP Ships about
a possible merger some time ago, howev-
er, at that time we had not reached an
agreement on which company should
take the majority share holding. For that
reason we resolved to take the more diffi-
cult acquisition route. We now have an
89% holding (as per 20 October, ed.) in
CP Ships. The whole takeover process
should be completed at the shareholders’
meeting on 14 December.»

Integration of CP Ships
The seven shipping lines that shelter un-
der the CP Ships brand had been operat-
ing under their own names for years. The
Canadian shipping group only took the
decision to have all its subsidiaries oper-
ate under a joint name relatively recently.
Adrion made it clear that in future all ser-
vices will be united under the Hapag-
Lloyd name.

Apart from that, he reckons with strong
synergies. Many of the CP Ships services
complement those of Hapag-Lloyd in an
almost ideal way. The sizes of the ships of

both companies are a good match and
there is not too much overlapping of in-
terests. There would also be no loss of cus-
tomers. «One and one may not always add
up to two, but we are getting very close to
two,» Adrion is convinced.

CP Ships is going to be integrated into
the Hapag-Lloyd IT system, which he de-

scribed as «unique in the shipping indus-
try». It has many features which serve to
boost the productivity of the Hamburg
shipping company. For example, a process
is registered only once from the point a
booking is entered until the final invoice
is issued. Every branch office around the
world works according to the same pro-
cedure and provides an electronic link to
the customer. The latter is therefore in a
position to enter his instructions directly.
«Admittedly this is less work for us, nev-
ertheless the customer benefits too be-
cause he can specify his requirements ex-
actly the way he wishes. Whatever the
case, we were able to considerably lower
our administration costs per teu,» Adrion
commented.

A pleasant coincidence
Adrion said the acquisition was a pleasant
coincidence given the purchase of P&O
Nedlloyd by A.P. Møller-Maersk. As a re-
sult, P&O Nedlloyd withdrew from coop-

Hapag-Lloyd Container Line

On the threshold of fifth place
Hapag-Lloyd is currently re-positioning

itself, after the takeover of CP Ships by its

parent company TUI. Adolf Adrion, CEO

of the Hamburg-based shipping company,

presented his company’s past and future

strategies on the occasion of a talk given

recently to members and guests of the

Propeller Club Port of Basel (Switzerland).

continued on page 35

The «Colombo Express» was the largest vessel in the world – for two months.
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The Columbian port of Cartagena or,
more accurately, the Sociedad Portuaria
Regional de Cartagena (SPRC) has or-
dered eight Transtainer or RTGs (rubber
tyred gantry cranes) of the type E-One
model. The Argentinian port of Buenos
Aires (Buenos Aires Container Terminal
Services SA or BACTSSA) have ordered
four of the same model. For Kalmar these
orders do not only represent a consolida-
tion of its position in South America, but
also a confirmation of the quality of the
new, fully electric, eight-wheeled E-One
crane. The company put this model on the
market at the beginning of this year and
has sold fifty of them world wide to date.

«Remote Machine Interface»
The units destined for Cartagena are to be
equipped with Kalmar’s «Remote Ma-
chine Interface» (RMI), an appliance
which supervises the technical parameters
of the unit as well as service intervals etc,
and stores usage statistics with which the
deployment of the cranes can be opti-
mised. Also included is Kalmar’s Smar-
trail automatic steering and position con-
trol system. In 1997 Cartagena’s SPRC
was the first regional operator to have its

units fitted with Smartrail. The reach of
this model enables the crane to serve six
storage lanes from each access lane where-
by the stacking height can be up to six lev-
els. The units are scheduled for delivery in
the summer and autumn of 2006.

The four units for BACTSSA, a sub-
sidiary of Hutchison Port Holdings (Hong
Kong), are due to be delivered next sum-
mer. They are not quite as high as the ones
for Cartagena and can stack containers
five high. Both purchasers have ordered

the new units to augment their existing
fleets of Kalmar cranes.

Also in other countries
Previous Kalmar RTG orders for South
America are currently undergoing deliv-
ery, among them the equipment for the
Terminal Pacífico Sur Valparaiso SA (TPS)
in Chile as well as Santos Brasil SA and
the Terminal de Contêineres de Paranaguá
(TCP), both in Brazil. hof

www.kalmarind.com

Kalmar Industries

New orders from South America
The Swedish manufacturer Kalmar recently

received two new large scale orders for

container handling equipment from South

America.

Kalmar RTGs in the port of Cartagena (Columbia).
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The Brazilian federal state Sao Paulo
wants to create better access to the port fa-
cilities in Sao Sebastiao, the second largest
port in the state, by means of an integrat-
ed system. One part of the project com-
prises a major expansion of the existing
high speed roadways, the construction of
a new express bypass and a new pier for
deepsea vessels. The latter will enable the
port of Sao Sebastiao to make better use
of its capacities and relieve the main port
of Santos. Sao Sebastiao is located around
110 km northeast of Santos.

Public-private partnership
According to statements from Dersa, the
authority responsible for cross-border/
cross province highways, the project is the
first to be financed by a public-private
partnership (PPP). The state’s existing mo-
torways (Dom Pedro I and Ayrton Senna)
are to be consigned to private operators.
They will assume responsibility for main-
tenance. The government of Sao Paulo
wants to use the revenues from these con-
cessions to double the number of lanes on
another stretch of the motorway network

(Tamoios). Furthermore, Dersa and some
private operators are planning to build an
additional bypass to the port for BRL 1.28
billion (USD 511 million). Dersa pointed
out that although a public hearing will
have to be held at a later date, the gov-
ernment has already introduced the pro-
ject and its regional aspects to the Camp-
inas and Sao Sebastiao regions and are
«banging the drum» for support. The req-
uisite calls to tender have already been is-
sued and the closure deadline is expected
to be in November. Construction work it-
self will continue until 2010. 

Feller/hof

www.dersa.sp.gov.br

New motorways for Sao Paulo
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The British container port handled 32,386
containers in September, thus celebrating
record-breaking volumes transported by
rail. This record rail throughput comes as
no surprise, as the port is in the process of
introducing significant enhancements
with regard to rail activities. In response
to significant demand from customers,
both Logico, Freightliner’s new inter-
modal logistics service division, and
Kuehne and Nagel have launched dedi-
cated rail services from the port.

The latter has initiated a service which
operates on five days a week between Fe-
lixstowe and the inland terminal at Dav-
entry in the Midlands. The route is cur-
rently served by a 20-wagon train with a
60 teu capacity, but this is expected to be
increased in the near future to a 22-wag-
on train with a 66 teu capacity, operating
on a six-day schedule.

The route to Felixstowe is cleared for
9’6” high-cube containers, and thus there
are no load restrictions. Freight consists
primarily of consumer goods destined for
distribution centres throughout the UK.

There are a total of 24 inbound and 23
outbound trains a day from the port’s
north and south rail terminals, linking the
port of Felixstowe to Coatbridge (Glas-
gow, Scotland), Trafford Park (Manch-
ester), Liverpool, Leeds, Cleveland, Bir-
mingham, Cardiff (Wales), Tilbury, Don-
caster, Selby, Wakefield, Hams Hall, Da-
ventry and Ditton.

The Port of Felixstowe (PFL) is the
largest container port in the UK, and one
of the largest in Europe. It is part of the
Hutchison Port Holdings (HPH) Group,
a wholly-owned subsidiary of the multi-
national conglomerate Hutchison Wham-
poa Limited (HWL). HPH is the world’s
leading port investor, developer and ope-
rator, with interests in 19 countries in
Asia, the Middle East, Africa, Europe and
the Americas. HPH operates a total of 236
berths in 40 ports, together with a num-
ber of transport-related service compa-
nies. The HPH Group handled 47.8 mil-
lion teu in 2004. hof

www.portoffelixstowe.co.uk
www.hph.com.hk

Port of Felixstowe

Setting new rail record
Container transport by rail is continuing to boom in the British port of Felixstowe, thanks

to increasing demand and enterprising customers.

The railfreight container terminal at the British port of Felixstowe.
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London: use of canals
would save costs

A recently published study reveals that a

major part of the prevalent road conges-

tion in the British capital, London, could be

eliminated and transport costs halved by

utilising the existing canal network for

freight transport.

The national authorities British Water-
ways (BW) and Transport for London
(TfL) have jointly examined in detail how
the Grand Union Canal to the west of the
capital would need to be refurbished to
create an environmentally sustainable in-
frastructure for commercial traffic. Two
sections were examined on each side of
the 26 mile (42 km) lock-free section be-
tween Camden (North London) and
Slough.

640,000 t per year off the roads
On the basis of the results from the study
the responsible bodies consider it to be
clearly evident that access to the water-
ways must be improved and that five new
main handling areas between the canal
and the road network would need to be
created. In this way – according to the es-
timates in the study – up to 640,000 t of
household and industrial waste as well as
recycling and building materials could be
disposed of each year by using barges on
the waterways. Moreover a renaissance of
the canal network as a mode of transport
would help reduce the environmental im-
pact caused by trucks as well as the risk
and gravity of accidents involving them.

BritishWaterways: on the right track
Mark Bensted, British Waterways’ region-
al director for London, is naturally
pleased with these results. The examina-
tion considered a completely novel ap-
proach to reviving commercial traffic on
London’s waterways. «We are not under-
estimating the challenges ahead,» Bensted
emphasised, «but the report clearly shows
that we are on the right track.» 

An additional examination for the dis-
posal of industrial waste from an indus-
trial centre at Park Royal, north-west of
London, is still being evaluated.

hof
www.british-waterways.org

www.tfl.gov.uk
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Emirates SkyCargo, the freight arm of the
Dubai (United Arab Emirates)-based air-
line Emirates, pumped up its payload ca-
pacity on the Dubai-Shanghai (China)
route by 50%, effective 1 October. It sub-
stituted the B747-200F equipment, which
was formerly deployed, by a Boeing 747-
400F, which is capable of hauling up to
120 t, 15 t more than the B74-200. In ad-
dition, the airline added two flights, bring-
ing the frequency on the route to six flights
per week. 

«China is a key route for Emirates Sky-
Cargo,» said Hiran Perera, Emirates’ vice-
president cargo-freighters. «The country
has a strategic trade partnership with the
UAE, valued at USD 2 billion in 2004.
What’s more, the gigantic Dragon Mart
in Dubai is the largest trading hub for
products from China outside its main-
land,» the freight manager explained. 

The airfreight hub Dubai
Emirates transports goods from China to
Dubai, South Africa, Uganda, Turkey,
Germany, Saudi Arabia and other coun-
tries in the Middle East, among others.
«The introduction of a Boeing 747-400F
to replace one of Emirates’ -200Fs is time-
ly, as it helps us to counter our current
capacity crunch,» Perera commented.

Emirates SkyCargo also offers up to
13 t of belly-hold capacities on its daily
passenger flights to Shanghai, operated
by an Airbus A340-300. Combined with
fourteen passenger services and ten Boe-
ing 747 freighter flights to Hong Kong,
Emirates SkyCargo now offers in excess
of 2,000 t of capacity every week to and
from China. In February 2006, Emirates
SkyCargo will launch daily belly-hold
services to Beijing in the airline’s passen-
ger aircraft.

At the end of October, the Arabian air-
line is to commence a new, thrice weekly

service to Jakarta (Indonesia). The aircraft
will make a stopover in Singapore on the
return leg. In addition, Jakarta is served
four times per week via Colombo (Sri
Lanka) and Singapore as well as three
times per week via Kuala Lumpur
(Malaysia).

Emirates is also boosting the frequen-
cy on the Dubai–Singapore route by 33%
to 24 flights per week effective 30 Octo-
ber. Four of these flights will go via
Colombo. Singapore acts as a gateway for
Emirates’ scheduled flights to Mel-
bourne, Brisbane (Australia) and Auck-
land (New Zealand). In future, the carri-

On the wings of soaring customer demand,

Emirates SkyCargo has ramped up its

services to Shanghai with larger aircraft and

more full-freighter flights. In addition, it will

offer more co-loading capacities to various

destinations from the end of October.
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Emirates SkyCargo’s B747-400F flies six times per week to Shanghai.

Emirates SkyCargo

50% more cargo capacities to Shanghai
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er will operate 42 flights per week to Sin-
gapore instead of the current 36. 

Moreover, the Arabian airline will also
provide five direct flights to Kuala
Lumpur in addition to the three connec-
tions via Singapore starting at the end of
October. At the beginning of November,
the carrier will increase the number of di-
rect flights from Dubai to Bangkok (Thai-
land) to 19 per week. Taken as a whole,
Emirates is continuing to implement its
rapid route expansion strategy. The
freight rates for East–West traffic are like-
ly to come under pressure again. 

www.skycargo.com
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