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The new 777 Freighter is a powerful extension

of Boeing’s leadership in providing over 90%

of the world’s freighter capacity. In addition to

more than 100 tons of payload, the 777 offers

operators unmatched freighter efficiency and

range. Enabling customers to fly more cargo

to more places, more profitably. To take their

freight business further every day.
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Secure
The air cargo security regulation the Transportation Security

Administration issued may have been too long in the making
— after all, it was due almost a year ago. But anyone who de-

pends on expedited transportation should applaud the much-ma-
ligned agency for not only setting a strong standard for improved
air shipping security but for setting a guiding example on how to
improve security across the freight industry.

Issued last month, the “Air Cargo Security Requirements” that take effect
Dec. 1 may draw the greatest attention for what they don’t do.

They do not require that all cargo moving on aircraft, or even all passenger
aircraft, be stopped and physically screened the way passenger baggage is
searched at airports.

TSA says in its 167-page road map for security that such 100
percent screening would be unproductive and would short-cir-
cuit expedited supply chains. That doesn’t tell the half of it.

Throwing out the multi-layered approach that has become a
hallmark of air cargo security for an assembly-line screening of
the huge array of goods — the computer components, auto
parts, medical devices, chemical canisters, electronics and box-
es of things in all shapes, sizes and materials — that make up
air cargo shipments would slow a shipping option dependent
on speed down to a crawl while actually diminishing security.

Instead, the TSA has put together a varied, thoughtful and
workable security strategy rather than an idealized panacea that would do
nothing but respond to sound bites.

The agency has provided a detailed regulation that imposes a series of tough
new restrictions on the air cargo industry, including its shippers. It calls for
worker background checks, strict verification of known customers, meaningful
security training and tight security around cargo operations. It expands the
TSA umbrella, bringing in many forwarders who will have to choose between
complying with the requirements and finding another way to operate — if
they stay in business at all.

Those and other requirements demand a new level of professionalism and
transparency across an industry that will benefit from both those qualities,
whatever the cost that new security demands.

The agency did that through working groups that included cargo industry
representatives and those who would rather ban all cargo from passenger
planes. A representative from the group Families of Pan Am 103, for instance,
was part of the advisory group.

The result provides improvement in air cargo shipping, and a guide to im-
proving security across freight transportation.

Editor’s Note
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UpdatesNews

The TSA also is expanding its en-
forcement of those forwarders, now
defining “indirect air carriers” as
companies that put shipments on
cargo aircraft as well as passenger
planes. That means forwarders that
so far have operated without TSA-
approved security programs by
catering only to all-cargo flights
would come under TSA’s umbrella
and that companies penalized by
TSA would be unable to book ship-
ments on any planes.

Jordan-based Aramex International
Courier became the largest company
hit by the TSA penalty last month
when it was barred from shipping
cargo on U.S. passenger planes.

Fueling Anger

With jet fuel prices soaring, fuel

surcharge increases are fol-

lowing close behind and so industry

stress over the rising charges.

Forwarders at last month’s Cargo

Network Services annual Partner-

ship Conference pushed back

against surcharges that had jumped

twice with a couple of weeks to

some 60 cents per kilogram on many

world shipping markets. The agents

providing the freight, they said,

were handling the large and grow-

ing fuel surcharge billings and collec-

tions essentially as a free service to

the airlines.

Joachim Frigger, CEO of logistics

provider EMO Trans, said he was not

against fuel surcharges but, “I’m

against us as forwarders collecting

huge amounts of money without be-

ing paid for it.”

Frigger said that in many markets,

surcharges for fuel and security far

exceed the base rates forwarders use

to calculate their charges, creating “a

back door” for airlines to cut for-

Shipping Gets Security

Air cargo operators across the United States will have un-
til Dec. 1 to meet the demands of a long-awaited new se-
curity rule from the U.S. government that experts be-
lieve will influence air shipping security around the

world. Released last month after several years in the making and
almost a year after it was due, the regulation from the Transporta-
tion Security Administration is both sweeping in scope and some-
what less than restrictive than many industry officials had feared.

“It sticks to the multi-layered approach to cargo security and does not re-
quire 100 percent screening of all cargo,” said Brandon Fried, executive direc-
tor of the U.S. Airforwarders Association.

TSA said in its notice that the agency had taken in comments from Air
France, British Airways, Singapore Airlines and others in deciding to “con-
tinue a layered approach of security measures and to pursue a risk-based
targeting strategy to identify higher risk cargo for additional security.” But
TSA said it was most concerned about the impact on shippers, saying full
inspection “would severely burden the just-in-time delivery that is current-
ly a key competitive feature of many U.S. manufacturing and distribution
industries.”

Cargo operators are left with a rule that calls for background checks on a
wide array of workers with access to air cargo facilities, a requirement that
could take in nearly 100,000 workers by some estimates.

It will also consolidate the known shipper program, which has depended on
separate verifications from forwarders, into a single database maintained by
TSA and require all employees of freight forwarders to take “enhanced security
training courses” developed by TSA.
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warders out of a big revenue stream.

“We’re doing more work and get-

ting paid less for it,” said Rick

Whitaker of BAX Global.

Prices for jet fuel in some markets

hit more than $2.20 a gallon last

month. They slipped back somewhat

in late May but the average price still

was almost double the pump price

of just two years ago, challenging ef-

forts by carriers to keep pace.

The prices also are raising new

concerns that shippers will accept

the longer transit times of cheaper

surface transport if air prices remain

high. “The fuel surcharge is com-

moditizing our business,” said Mike

Entzminger, chief executive of Mach

1 Air Services.

Forward Offer

After drawing barbs from many
second-tier forwarders for its fo-

cus on larger companies, the Cargo
2000 quality services group is trying
open up its membership.

The interest group of airlines and
forwarders, which more recently has
drawn in ground handlers and tech-
nology providers, last month set a
new membership fee aimed at bring-
ing small and mid-sized forwarders
into the fold.

Cargo 2000 will charge $5,000 for
companies with operations in up to
five countries or 20 cities, cutting the
lowest rate by half. Operating
through IATA, the group offersquality
certification for companies aimed at
streamlining air shipping processes.

Integrating BAX

Deutsche Bahn is aligning some

of the operations of BAX Global

and Schenker, its two freight units.

U.S.-based BAX and Schenker will

share a DC-8 freighter over the At-

lantic in a cooperative built around

the control of airline assets that the

companies say they hope to dupli-

cate in other areas.

The operations between

Schenker’s Europe hub at Ger-

many’s Hahn Airport and BAX’s

Toledo, Ohio, hub will allow both

operators to streamline international

transport and handoffs. Freight at ei-

ther end will be handled through

each operator’s domestic network.

Air Transport International, the

Due to a production error, the list of top 30 airports for 2005
published last month included part of the 2004 list.
Following are the world’s top 30 airports for cargo tonnage in
2005 and percent change from 2004.

RANK AIRPORT TRAFFIC % CHANGE

1. Memphis (MEM) 3,598,500 1.2

2. Hong Kong (HKG) 3,437,050 10.1

3. Anchorage (ANC) 2,609,498 9.7

4. Tokyo Narita (NRT) 2,290,346 (3.5)

5. Seoul (ICN) 2,149,937 0.8

6. Frankfurt (FRA) 1,963,141 6.7

7. Los Angeles (LAX) 1,928,894 1.4

8. Shanghai Pudong (PVG) 1,856,328 13.7

9. Singapore (SIN) 1,854,610 3.3

10. Louisville (SDF) 1,814,730 4.3

11. Paris de Gaulle (CDG) 1,770,940 8.2

12. Miami (MIA) 1,761,926 (1.0)

13. Taipe (TPE) 1,705,320 0.3

14. New York (JFK) 1,649,055 (3.3)

15. Chicago O’Hare (ORD) 1,547,859 (1.3)

16. Amsterdam (AMS) 1,495,918 2.0

17. London Heathrow (LHR) 1,389,591 (1.6)

18. Dubai (DXB) 1,314,904 12.5

19. Bangkok (BKK) 1,140,836 7.8

20. Indianapolis (IND) 1,082,339 6.8

21. Newark (EWR) 957,374 (3.2)

22. Osaka (KIX) 869,202 (0.7)

23. Tokyo Haneda (HND) 799,062 3.2

24. Beijing (PEK) 782,066 17.0

25. Atlanta (ATL) 764,717 (11.2)

26. Guangzhou (CAN) 750,552 18.7

27. Luxembourg (LUX) 742,758 4.2

28. Dallas/Ft. Worth (DFW) 720,623 (2.8)

29. Brussels (BRU) 704,569 6.0

30. Oakland (OAK) 675,227 (0.0)

Source: Airports Council International

Top Airports

Updates
News
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airline separated from BAX when

Schenker parent Deutsche Bahn

bought BAX in January, will operate

the flight.

BAX is a heavy freight integrator

in the United States but operates

almost entirely as a forwarder in

the international arena. Schenker

has undertaken long-term trans-At-

lantic freighter charters in coopera-

tion with competing forwarders

but the tie-in with BAX gives

Schenker its first full partner in the

United States.

Schenker’s vice president for air

freight, Thomas Mack, said the new

operation is “part of our global net-

work that we will continue to devel-

op. Our next focus will be the devel-

opment of a similar product on the

trans-Pacific trade lane.”

Emirates Grows

The landmarks that Emirates Sky-
Cargo recently surpassed in its

freight business may be mere step-
ping stones for the rapidly growing
operation.

Emirates says it cleared a million
tons of cargo in the fiscal year ending
March 31 and generated more than
$1.2 billion in revenue. The tonnage
marked a 21.5 percent increase over
the previous year and the revenue
was up 29.2 percent.

But Emirates has even more
growth on its horizon, with expand-
ing operations to North America and
new freighters in the pipeline to join
the four the airline added over the
past year.

Emirates is operating in the world’s
fastest-growing air freight market.
Middle East region freight traffic grew
14.6 percent in 2005 and 16.6 percent
in the first quarter, feeding growing
tonnage to Dubai-based Emirates and

its rising competitor from nearby
Abu Dhabi, Etihad Crystal Cargo.

KAL Orders

Korean Air is moving aggressively

to maintain its position as the

top freight-carrying airline in the

world.

The carrier last month firmed up

two of its 20 options for Boeing 747-

400 conversion kits and said the air-

craft manufacturer had started work

on the first of its planes for Korean

at the Taeco conversion plant in Xia-

men, China.

The orders for the kits will allow

KAL to perform passenger-to-

freighter conversions for its own

fleet and for other airlines at Kore-

an’s own plant in South Korea.

“These conversions represent a con-

tinuing commitment from Korean Air

to the efficiency and value of Boeing

converted freighters,” said KAL Se-

nior Vice President Hang-Jin Cho.

The also suggest a bid to shore up

freight operations after a year in

which Korean slipped back 2.5 per-

cent in its cargo traffic. The decline

in freight tonne-kilometers included

a 5 percent drop, a setback following

Korean’s move to the top of the air-

line industry cargo rankings in 2004.

Southeast Asia led the decline last

year, falling 17.8 percent. China busi-

ness jumped more than 40 percent

but it still makes up only about 4

percent of Korean’s traffic.

IL-76 Rebuilt

The four-year effort to bring IL-76
Russian freighters into aviation’s

modern era has the plane ready for a
return to commercial operations.

Volga-Dnepr said at last month’s
Berlin Air Show that the overhaul of

the specialized freighter ended with
a program that leaves the basic out-
line of the plane intact but upgrades
just about every operating character-
istic, including the critical environ-
mental profile.

Banned from European skies in
2002 because of noise and emissions
regulations, the IL-76TD-90VD is out-
fitted with new engines that meet in-
ternational standards. The upgrade
includes other features that improve
the plane’s range to about 6,340
miles, payload to 50 tonnes and fuel
efficiency by 15 percent.

The rugged plane was a favorite for
specialized charters, including relief
operations, and some 960 were built.

SAA Hopping

South Africa is back on the United

States freighter map with a new

South African Airways effort to ramp

up cargo business.

SAA last month started using a

Gemini Air Cargo MD-11 freighter

on a long twice-weekly rotation

that will connect New York and Jo-

hannesburg, the first direct all-cargo

ties between the countries in sever-

al years.

Industry observers say there has

long been strong cargo demand be-

tween the countries but that the

long distance and the ready rout-

ings for freight through Europe un-

dercut the economics of direct

freighter operations.

SAA is using a network of stops,

routing the freighter through Sene-

gal and Nigeria on the eastbound

trip and back through Ghana, Kenya,

Libya and Amsterdam before it goes

back across the Atlantic.

The service is a step in SAA’s plan

to bring in four freighters over the

next two years.

June 20068 AirCargoWorld
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AirBridge Adds

AirBridge Cargo isn’t waiting for
its new 747-400 freighters to ex-

pand its all-cargo network.
The Volga Dnepr Group unit is

adding Hong Kong to its network this
summer, part of a buildup of Air-
Bridge’s schedule using a 747-200
from Nippon Cargo Airlines.

ABC says the plane will also allow
the airline to double its frequencies
between Japan, Russia and Europe,
expanding efforts to make AirBridge a
linchpin of Asia-Europe air trade.

With its fourth aircraft, the carrier
will offer 10 weekly flights out of
Frankfurt and four from Amsterdam
to Russia. That will give it daily and

twice-daily service to Moscow, and
five flights a week to Krasnoyarsk.

ABC chief Stan Wraight says two
more 747s will join AirBridge in early
2007. And late in 2007 and early in
2008, the carrier will take delivery of
two newly built 747-400 extended
range freighters.

“The fourth aircraft will allow us to
offer even greater reliability, more
balanced schedules and added fre-
quencies and destinations,” he said.

Cathay Bids

Cathay Pacific used to be syn-

onymous with cargo in Hong

Kong but airport officials there are

signaling that times have changed.

The Airport Authority of Hong

Kong is seeking development of a

third major cargo facility at Hong

Kong International Airport and re-

ports there say Cathay will have to

bid along with other companies to

operate the site.

The facility is drawing heavy inter-

est from operators anxious to get a

foothold at an airport likely to take

the top spot this year as the world’s

largest cargo airport. HKG already is

the world’s busiest airport for inter-

national cargo and Cathay is the top

freight carrier at one of the world’s

liveliest and most competitive air

cargo gateways. ■

June 2006 9AirCargoWorld
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We have a broad range of  experience in air cargo projects involving time-sensitive freight including network planning, 

master planning for facilities and ramp areas, building design, ramp layouts, cargo handling equipment layout and 

installation, and links to intermodal opportunities such as high speed rail.  We help our clients maintain a globally 

competitive edge in their networks, real estate, facilities and cargo handling equipment.  Interested?  Please contact 

one of  our aviation professionals to discuss what Austin AECOM can do for you and your business.

Your Bottom Line is Our Goal

www.austin.aecom.com

Austin AECOM
303 East Wacker Drive, Suite 900
Chicago, Illinois 60601
T 312.373.7700

06NewsUpdateINT  5/24/06  3:17 PM  Page 9

http://www.austin.aecom.com


ReportsRegional

June 200610 AirCargoWorld

sold one, is making plans to sell an-
other and will simply park three
more this summer along with two
other older models. In Europe, Marti-
nair said it would replace its four 747-
200s with the more efficient 747-400
model starting late this year.

Classic Costs
Northwest has been the largest car-

go carrier among the U.S. passenger
airlines for several years, pulling in
$947 million in cargo revenue last
year. It hauls two-thirds of all its car-
go on its 14 freighters, which mainly
operate trans-Pacific lanes.

Northwest is considering such op-
tions as the A380 freighter that first
reaches the market in 2008, the 777
freighter that also is slated for launch
that year, 747-400 conversions to
freighters from current passenger ser-
vice as well as -400 production
freighters, plus the 747-8 that reaches

its first airline customer
late in 2009. Industry

sources say the 747-8 is the most like-
ly candidate to fit into Northwest’s
Asia-focused cargo network.

The -400 has a two-person cockpit
where a -200 takes a three-person
crew. Older -200 “classics” require a
fuel stop en route to Asia.

But Friedel says “all -200s are not
the same” and plane manufacturer
Boeing and engine maker Pratt &

Northwest Airlines, alone among the major U.S. passenger
airlines, operates a sizable freighter fleet and plans to
stay in that business. But the bankrupt carrier also has a
problem that will only grow worse over time.

Its freighter fleet includes several older 747-200s that airlines around the
world are finding too costly to operate.

NWA Cargo President Jim Friedel says he plans to replace sev-
en of his 14 freighters in the next few years and has a team look-
ing at various options for replacement aircraft.

“I’m under pressure to find a solution” soon, said Friedel. “I will certainly
know the plan I want in six months,” he said, although “I may not have it fi-
nanced and may not have it ordered in six months.”

Friedel would keep the more recent editions of the 747-200s with Pratt &
Whitney engines but the older aircraft would go, accelerating a larger over-
haul of the world’s fleet as rising jet fuel prices turn freighter economics up-
side down. For many cargo operators, the better operating efficiency of the
newer aircraft now is offsetting the higher capital costs.

Polar Air Cargo in the United States is shedding its 747-200s; it has already

Fleet Changes
Northwest Airlines overhaul would ship out older freighters as

carrier eyes newer 747s, other planes

By John D. Boyd

NORTH AMERICA
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Whitney made improvements during
the production run. “We’re not in
danger today” from the economics of
using -200s, Friedel said. “Convention-
al wisdom is that if you operate -200s
you have a big problem, and my mes-
sage is that you need to look deeper.”

NWA Cargo has seven -200s built
during 1984-88 — what Friedel calls
the “sweet spot” of the production
run — with powerful “R” series en-
gines to haul more fuel and cargo
than earlier -200s. They are almost as
economical as -400s, he said, so
NWA plans to hold them until 2014
or 2015.

But “we’ve got four freighters that
we need to urgently address,” he said.
Those are -200s built in 1975-77 with
Pratt’s “J” series engines, and are
more costly to operate.

In addition, NWA has three -200s
from 1980-81 that use improved “Q”
engines but cannot carry enough car-
go or avoid the westbound fueling
stops in Alaska.

Jumbo Converts
Northwest may begin shedding the

first four of the older -200s in 2008,
and Friedel would like to have all sev-
en replaced by about 2010.

But he adds, “We like to be an op-
portunistic buyer when the deal is
right,” so NWA could adjust that
schedule if desirable planes and con-
version slots are available sooner.

Friedel said NWA Cargo plans to
add capacity while getting more effi-
cient models into its fleet. He esti-
mates the airline will need to bring in
six to 10 planes over several years ––
depending on the model’s size –– to
both replace the older -200s and keep
up with market growth.

“If the replacements were 747-400
conversions, that could happen as

early as 2008-2009,” Friedel said, “be-
cause my understanding is that’s
when conversion companies have
open production capacity. If the re-
placements were new-build freighters,
the timing would be 2009-2010 be-
cause that’s when Boeing and Airbus
have open production capacity.”

Trucked Air

Kitty Hawk Aircargo is showing

that the freight airline’s recent

move to trucking service is no mere

short-term response to domestic

market conditions.

The Dallas-based airline bought Air
Container Transport in a $5 million
cash-and-stock transaction that adds a
small operational piece to Kitty
Hawk’s new linehaul network and sig-
nals an expansive view of the air
freight trucking business.

The ACT business, focused largely
on the West Coast, will be folded into
the Ground subsidiary that Kitty
Hawk set up earlier in the year to
scale up the less-than-truckload deliv-
ery system Kitty Hawk started in
2005. The trucking operation is a re-
sponse to the move by forwarders and
shippers to cheaper surface transport
and Kitty Hawk’s purchase of ACT
suggests the airline will move aggres-
sively to claim shipments going to air
freight truckers such as Forward Air
and Towne Air Freight.

Kitty Hawk is trying to revamp its
operations by moving from older air-
craft to more efficient 737 freighters
but the airline lost $8.7 million in the
first quarter as Kitty Hawk invested
heavily in the ground business.

… Briefly

The U.S. Postal Service requested
an ambitious overhaul of its pricing

strategy, including a proposed 13.8
percent increase in rates for the Priori-
ty Mail service that competes most di-
rectly with private carriers. The pro-
posal includes a plan for the first di-
mensional pricing ever by the USPS,
and industry observers say the request,
along with a new plan that would hike
prices for some Priority Mail ship-
ments more than 40 percent, sets the
stage for higher rate increases by the
private carriers. … Forward Air had
the strongest quarterly growth in six
years in the first quarter, reporting an
$11 million net profit that was 26.4
percent ahead of last year and a 22
percent increase in its core airport-to-
airport trucking service. … Canada and
the United Kingdom signed an “open
skies” air services treaty effective Sept.
1 that allows for unlimited flights for
carriers of those countries to and from
third countries. … FedEx Express
will spend $214 million to expand its
operations in Indianapolis, the carri-
er’s second-largest hub after Memphis.
The investment will include added
sort capacity and space for more of the
widebody freighters FedEx uses in in-
ternational service. … The Express
Industry and Logistics Associa-
tion, with represents air couriers,
named Southwest Airlines its air-
line of the year for second straight
year, citing the carrier’s service, on-
time performance and technology. …
SAS Cargo turned over its handling
operations at Newark Internation-
al Airport, where it has also handled
several other carriers, to Total Air-
port Services. … Penauille Servi-
sair Cargo launched handling opera-
tions at Miami International Air-
port with an agreement to provide
warehouse and loading services for
Varig Log. … The United States
signed an open skies aviation treaty
with Cameroon. ■
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“Our performance clearly supports
the strategic direction that we started
with our Focus strategy,” Chief Exec-
utive Officer Peter Bakker said in re-
leasing TNT’s results for the fiscal first
quarter ending March 31.

Brown Sugar
But there are growing suggestions

that TNT’s strategic direction may
not be entirely its own making.

UPS’s chief financial officer, Scott
Davis, said last month in a confer-
ence call with investment analysts
UPS will be “more aggressive” about
acquisitions, raising new questions
about how a company that bought
the $2.5 billion business of Menlo
Worldwide Forwarding and a $1.6
billion domestic trucker could be a
more aggressive buyer.

One answer is in the international
express and logistics market. UPS
has looked at acquiring TNT in the
past, according to industry sources,
and officials in the European logis-
tics industry said privately that TNT
is back in the parcel giant’s sites as

UPS puts more atten-
tion on the interna-
tional arena.

TNT would be an expensive buy if
swallowed whole, and it’s gotten
more expensive since the company
started buying back public shares
late last year. But the company

With new takeover rumors swirling around TNT, the
company did its part to satisfy the chatter, although
hardly on the scale that has TNT’s name making the
rounds on the mergers and acquisitions market. The

Netherlands-based express, mail and logistics giant added two
highly targeted postal businesses to its TNT Post operation,
shoring up its outlook for the direction of the European distribu-
tion and delivery market.

But the additions of Italy’s TMW Italia and British courier JD Williams to
the mail operation still left TNT with at least one far larger transaction in its
business plan still undone.

TNT says divestment of its logistics remains “in progress,” as the
company seeks to shake off an operation that counted some $1.1
billion in revenue in the first quarter. The basic operating profit of more than
$25 million marked an improvement from last year but the slim profit margin
also was the latest sign of why TNT wants to rid itself of one of the world’s
largest contract logistics operations to focus on the higher margins in the ex-
press and mail market.

Buying TNT
The express carrier is making some small acquisitions,

but the future of TNT is tied up in the bigger buys

EUROPE

By Paul Page
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could be broken apart, and with
more than $3.1 billion in cash on
hand this spring UPS is not likely to
get sticker shock.

TNT has the European network to
give UPS a heavyweight response to
DHL in the Deutsche Post-owned
operator’s back yard, and TNT’s large
and growing mail operations are be-
coming more attractive in an era of
postal deregulation in Europe. At the
same time, there are growing signs
that the lines between postal and
private delivery are blurring around
the world.

TNT Post said as much in buying
JD Williams in the United Kingdom,
where TNT Post UK already handles
60 million letters a month in a U.K.
postal market that was liberalized in
January. It puts TNT Post more direct-
ly in competition with Royal Mail.

“This network acquisition is a big
development for the TNT Post busi-
ness that really propels us forward in
terms of business growth and our po-
sition in the U.K. postal market,” said
Nick Wells, CEO of TNT Post UK.

The purchase in Italy isn’t nearly
as ambitious but fleshes out the TNT
service, “creating a strong hub in a
sector characterized by extreme frag-
mentation,” TNT said.

More euros
TNT’s claim that contract logistics

cannot deliver the profit margins of
the asset-based delivery operations
has been derided in some logistics cir-
cles, but the company’s latest finan-
cial report makes a strong case for the
express and mail business.

The company’s $3.4 billion in
revenue in the first quarter was 8.9
percent better than the same period
last year and its $417.7 million prof-
it from continuing operations was

14.2 percent better than last year
and built almost entirely on the
strong returns from that postal and
express business.

The express segment, which
makes up more than half of TNT’s
portfolio, counted more than $1.8
billion in revenue and with nearly
$160 million in operating profits —
30.5 percent better than last year —
the unit produced an 8.6 percent
margin that was its best ever in the
first quarter.

TNT is integrating its Freight Man-
agement segment, a unit more devot-
ed to basic freight forwarding than
the TNT Logistics operation, into
TNT Express and that process, as the
company said, “is ongoing.”

The margins for mail were even
better, at nearly 22 percent, and TNT
cut nearly $20 million in costs from
its core Dutch mail business.

That’s part of a larger effort to cut
overall costs by nearly $100 million
over the next year.

For express, TNT said the major
growth, TNT said, came in Italy, Ger-
many and the Benelux region and
Australia showed “marked improve-
ment.” But the world’s largest air ex-
press market, North America, remains
just “Express Rest of the World” to
TNT, a gaping hole that could, of
course, be solved by an acquisition.

Merger Profits

Air France and KLM are finding

cargo business more profitable

under the same corporate roof.

Merged into Air France-KLM, the
airline operation generated $212.6
million in operating profits from car-
go in the year ending March 31, an
18.6 percent improvement over the
year before. The gain came on an
11.9 percent increase in cargo rev-

enue, which reached $3.68 billion in
the fiscal year.

The gain came on a 3.1 percent in-
crease in cargo tonnage, and the traf-
fic growth of 3.5 percent was behind
the 6.5 percent expansion in capaci-
ty. But yield was up 6.8 percent.

The strong cargo results helped
the overall airline overall post a 29.3
percent increase in net profit, to
$1.17 billion.

The company says air cargo traffic
was up 1.1 percent in April on a 2.1
percent increase in capacity.

… Briefly

Cargo traffic for European airlines
was up 3.9 percent in the first quar-
ter, including a 5.3 percent increase
in March, according to the Associa-
tion of European Airlines. Vir-
gin Atlantic Airways showed the
strongest growth, with freight traffic
up nearly 22 percent in the first
quarter. … DUS Cargo Logistics,
the largest handler at Germany’s
Dusseldorf International Air-
port, saw tonnage grow 10.3 per-
cent in January and 17.3 percent in
February and is projecting its first
year with more than 100,000 tonnes
this year. … Cargo traffic at Paris
Charles de Gaulle Airport was
up 4.7 percent in the first two
months of 2006. … France’s Vatry
International Airport added the
Lufthansa Systems ELWIS air car-
go handling IT system. … Facilities
developer Eurinpro completed a
162,000-square-foot distribution
center for TNT in Willebroek, Bel-
gium. … TwoWay Vanguard
opened a station at the Maastricht
Airport, the forwarder’s third office
in the Netherlands. … Lufthansa
Cargo Charter Agency, the Ger-
man carrier’s charter broker sub-
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sidiary, reported gross income of
$106 million in 2005, a record year
for the business unit. … Croatia’s
Trade Air wet-leased an ATR-42
freighter from Danu Oro Trans-
portas of Lithuania to increase car-
go capacity to Bergamo, Italy. …
Frankfurt Airport’s freight traffic
grew 10 percent in the first quarter
even as passenger business declined
slightly. ... Germany-based general
sales agent Transnautic Aero
opened a subsidiary in France based
in Paris. … Facilities specialist Eur-
inpro will develop a 648,000-
square-foot distribution center for
BLG Logistics in Bremen, Ger-
many. … Austrian Airlines’
scheduled freight traffic grew 20.2

percent in the first four months of
2006 but cargo business for its small-
er charter operations dropped 18.4
percent. ... Ground handler Avia-
partner doubled its warehouse ca-
pacity at Paris Charles de Gaulle
Airport to 71,000 square feet. …
Air Canada doubled its freight traf-
fic out of Ireland in the first quarter
compared to the same period last
year, according to cargo general sales
agent IAM. … Air Malta named
Swissport as its “preferred partner”
ground handler at the airlines 23
flight destinations, turning much of
the ground handling in its system
over to the Swiss company. … DHL
Exel Supply Chain opened a Unit-
ed Kingdom distribution center for

Unilever in Cannock, Staffordshire,
and will manage distribution there
for Unilever UK Foods. … Iberia
Cargo signed a contract with
Worldwide Flight Services for
cargo handling at London
Heathrow Airport, where United
Airlines had been performing be-
fore turning its business there over
to WFS. … SITA, the airline com-
munications system, said the addi-
tion of CHAMP Cargo Systems
helped increase revenue in 2005 to
$1.55 billion. … Air freight tonnage
at Frankfurt Hahn Airport grew
36 percent in the first quarter to
25,644 tons. The airport projects
245,000 tons this year, including
road feeder services. ■
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clusion of transit cargo, which ac-
counts  in the airport’s statistics. Tran-
sit freight accounts for some 15 to 20
percent of total throughput. This tal-
lies with earlier warnings from EVA
Air that Taiwan’s air exports would
fall by up to 30 percent in 2005.

The bulk of those orders pouring
in is received by Taiwanese manufac-
turers but actually processed in their
factories in mainland China. Tai-
wan-based manufacturers have in-
vested an estimated $100 billion in
production facilities in China since
the early 1990s.

Last year, 28 of China’s top 100 ex-
porting companies are offshoots of
Taiwanese high-tech makers.

Joint Ventures

In the wake of their compatriots
from the manufacturing sector, the
Taiwanese airlines also are pursuing
greater access to China, despite a ban
on direct flights.

China Airlines finally abandoned
its efforts to take a stake in China
Eastern Airlines last year, but it is part

of a Taiwanese con-
sortium that acquired

a 49 percent position in Yangtze Riv-
er Express, the all-cargo subsidiary of
Hainan Airlines. China Airlines had
offered $40 million for a 25 percent
share in the freighter outfit, which
launched flights to Singapore last No-

The Taiwanese economy may seem red hot these days, but
the heat actually is coming from elsewhere. In March, the
island state’s export orders hit a record single-month high
of $24.9 billion, a hearty 19.3 percent ahead of March

2005. Orders for information and communication products surged
a blistering 50 percent, while electronic product orders advanced a
slightly more pedestrian 32.9 percent.

And March was no isolated phenomenon. In the first quarter, orders from
American customers were up a massive 21.2 percent. Preliminary figures for
April point to further growth of Taiwanese exports, fueled by robust global de-
mand for electronic goods and flat panel displays.

Investors in search of hot opportunities should take a closer
look before betting on the Taiwanese economy, however.

Traffic statistics of Taipei’s Chiang Kai Shek International Airport show that
although imports grew slightly, exports amounted to 648,985 tonnes in 2005,
down from 677,472 the year before.

According to Taiwanese logistics firm Dimerco, Taiwan’s exports actually de-
creased between 20 and 30 percent last year. The decline was masked by the in-

Growth Straits
Taiwan’s exports are booming, but for cargo operators,

the source of the growth is the real story

PACIFIC

By Ian Putzger
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vember. The airline’s two partners,
Taiwanese shipping lines Yang Ming
Marine and Wan Hai Lines, had
pledged $19.2 million and $9.6 mil-
lion respectively for 12 and 6 percent
stakes in the cargo carrier.

EVA has applied for approval to in-
vest in a joint venture cargo opera-
tion with Shanghai Airlines, its inter-
line partner on the mainland.

The pair have been moving cargo
between their daily 747 freighter
flights to Macau. EVA Executive
Vice President K.W. Nieh confirmed
talks were continuing but had no
further details.

Open Space

Dimerco also is expanding in Chi-
na, joining the airlines and logistics
companies from around the world.

The mid-sized Taiwanese forwarder,
which was established in 1971, runs
36 offices in China and aims to have
70 by the end of next year.

Having obtained a countrywide
Class A license in January, Dimerco is
eager to develop its trucking activities
in China further. “We intend to build
up our ground transportation to do
distribution in China and to feed the
international gateways from inland
points,” said Tom Post, vice president
of business development.

Dimerco has also been growing else-
where in Southeast Asia, transforming
itself from a Taiwanese forwarder into
an international logistics provider.

Again, this mirrors the efforts of
Taiwan’s airlines, which have been
building their freighter flights in the
region. EVA will add a third weekly
MD-11 freighter flight between Taipei
and Ho Chi Minh City in June and is
monitoring India for further opportu-
nities, Nieh said.

Its home market, meanwhile, is like-

ly to continue on its downward trajec-
tory, with more product lines poised
to migrate to factories in China.

LCD makers as well as companies
from the optoelectronics and solar
power sectors are reportedly looking
at such moves, although no firm
commitments or schedules have
emerged so far.

Which raises the questions how
EVA and China Airlines plan to fill
their growing freighter fleets.

CAL took delivery of its 17th 747-
400 freighter last year and is due to
get two more next year. EVA leased
three MD-11 freighters last year to
bring its freighter tally to 14 MD-11
and three 747-400 freighters. Man-
agement has indicated plans to get
10 777 freighters and to convert
some passenger 747-400s into cargo
configuration.

“What people tend to forget is that
a lot of companies have shifted big
machines to China, but the parts for
high-tech electronics still come from
Taiwan,” said Post. “They will always
be made in Taiwan, I think.”

And time, he says, remains on Tai-
wan’s side.

Despite the rise in capacity on di-
rect flights between China and
North America, the sea-air routing
out of Shanghai and Xiamen
through Taiwan remains a viable al-
ternative for traffic like consumer
electronics that can take transit
times of eight to 10 days from the
factory to the US market.

According to Dimerco, this has
held steady at around 2,000 tons a
month flown out of Taipei.

… Briefly

The 7.6 percent cargo traffic in-
crease Asian airlines saw in March
was the largest monthly gain the As-

sociation of Asia-Pacific Air-
lines reported since January 2005. …
Korean Air’s net profit more than
doubled in the first quarter to $134.9
million. KAL says its fuel costs were
up 34 percent over last year and the
airline will start a 100 percent fuel
hedging program this year. … Cargo
traffic at Dragonair grew 24.2 per-
cent in the first quarter on a 21.7
percent increase in available tonne
kilometers and the business for the
Hong Kong airline jumped 29.1 per-
cent in March. … Freight forwarders
from 11 countries, mostly in Asia
formed a working agreement called
the Regional Network Trade
Conference they said would help
build business for the companies
across the region, most of it focused
on sea trade. … DHL, working in
partnership with the United Nations
relief organization, set up its first dis-
aster relief team and based the group
in Singapore. … India’s Kingfisher
Airlines ordered five A340-500s and
took options for five more, signaling
a step into international operations
from the carrier’s start as a domestic
airline, including non-stop service to
North America.  … Vietnam’s Ton
Son Nhat International Airport
started clearing shipments through
customs using an electronic system,
launching a national effort to con-
vert to e-customs systems at all air-
ports by 2010. …  Forwarder John S.
Connor opened an office in Shang-
hai with the goal of fostering more
China trade with the U.S. East Coast.
The company set up in the Maryland
China Center, a site established by
the state of Maryland in Shanghai to
help Maryland-based businesses in
the state. … Garuda Indonesia
started using the Lufthansa Sys-
tems network schedule manage-
ment system. ■
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Airline yields are heading downward and fuel costs

are soaring in the other direction, putting more pres-

sure than ever on air carriers to extract more profits

from their cargo operations. The push toward cargo

profitability is especially strong among the combina-

tion airlines as the world’s carriers face what could be

their sixth straight year in the red as a group.

Junne 2006 19AirCargoWorld

Can Cargo
Yield Profits?

Airline yields are heading downward and fuel costs

are soaring in the other direction, putting more pres-

sure than ever on air carriers to extract more profits

from their cargo operations. The push toward cargo

profitability is especially strong among the combina-

tion airlines as the world’s carriers face what could be

their sixth straight year in the red as a group.

Can Cargo
Yield Profits?

by IanPutzgerby IanPutzger

18F1-CargoEconomicsINT  5/24/06  11:17 AM  Page 19



The pressure for profits is reviving
interest in yield, particularly how
passenger carriers can manage the
yield for belly cargo, but many say
the effort is showing that the under-
lying math of cargo operations is as
fuzzy as ever.

Profits can be maddeningly elu-
sive in the airline business.

United Airlines chopped a massive
$7 billion in annual costs in its re-
structuring process, but the red
ink continues to flow. For the
first quarter of 2006, the airline
reported a $306 million loss,
which was even worse than
the $302 million deficit
recorded for the first
three months of 2005.

That paled com-
pared to the $1.1 bil-
lion loss that North-
west Airlines report-
ed, although
Northwest lost
only $15 million on
its operations.

Yet again, fuel
was the culprit,
according to air-
line management.
It has become a famil-
iar litany accompanying air-
line balance sheets from Kuala
Lumpur to London, from Syd-
ney to New York, engulfing
passenger carriers as well as car-
go airlines. Carrier executives
have repeatedly stressed the fuel
surcharge regime is not compensato-
ry, especially on the longer sectors.

Guenter Rohrmann, chief operat-
ing officer for emerging markets of

DHL Express, argues that it’s time to
replace the pricing mechanism, ar-
guing the airlines are using a tempo-
rary measure that made sense when
oil was priced below $40 a barrel.

“We need to build a new industry
model that can be profitable when
oil reaches $100 a barrel or more,”
he said.

As the combined surcharges these
days are often as high as base

rates, shippers are in no mood to
absorb higher prices. Forwarders

are already up in arms
over the surcharge
regime, claiming they
should receive a com-
mission for collect-
ing those costs with-
out a penny in
compensation.

Unless an airline can offer better
value, however, neither shippers

nor cargo agents are likely to ac-
cept elevated pricing structures.

Adding value through more
targeted products could be one ave-
nue, and several airlines have moved
in that direction in recent years.

Cathay Pacific is in the process of
revamping its line-up, perceiving
scope for greater product segmenta-
tion. Other carriers that have re-
vamped their offerings are Conti-
nental and United airlines. Jack
Boisen, vice president of cargo at
Continental, says a plain vanilla
product is not enough these days.

Unlike carriers such as Lufthansa
Cargo, which favors clearly defined
special product modules, Continen-
tal tends to offer more tailored ser-

vices to strategic customers.
Yields for such for special services

are higher, but they can be overrun
by the elevated costs associated with
the extra effort. “These products do
pay a premium, but you can easily
spend that entire premium on han-
dling,” says Jim Friedel, president of
Northwest Airlines Cargo.

Lufthansa appears to have
reached a similar conclusion.

Having taken the lead in develop-
ing a broad portfolio of special ser-
vices a few years ago, it has since cut
back its offerings in a sweeping ef-
fort to reduce its costs.

Northwest steers clear of premium
products altogether. To Friedel,
product segmentation depends to a
large extent on geography. “On the
trans-Atlantic you have the most
varied needs. There you get dia-
mond traffic, art, bank notes. ... On
the Pacific a more basic product line
suits your needs,” he said.
Airlines that try to segment their
portfolio in an effort to grab more
premium traffic usually find a rev-
enue management system crucial.
Boisen attributes Continental’s
yields largely to its set-up.

Revenue management systems do
not appeal only to carriers that

offer premium services, however.
Cargolux, which eschews such of-

ferings to focus on its core service
through its sprawling freighter net-
work, traditionally has placed as
much emphasis on CHAMP, its IT
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system, as it has on its Eu-
ropean trucking network.
Last year, CHAMP teamed
up with SITA with the de-
clared goal of becoming
“the market leader in cargo
automation.”

More recently, Nippon
Cargo Airlines signed up
for the ABS iCargo system.
Like Cargolux, NCA has shown no
interest in product segmentation.
Still, NCA officials believes it needs
a more elaborate IT structure. Ac-
cording to NCA President Takuro
Uchiyama, customers’ supply chain
management has become more so-
phisticated, which requires the air-
line to field a better IT system with

improved connectivity.
United implemented the first

phase of a new revenue manage-
ment system last year. This provides
better visibility into available capaci-
ty, taking aspects like passenger bags
and historical no-show rates into
consideration. The second stage,
which will bring in more yield man-

agement functionality, will be
rolled out later this year, ac-
cording to Scott Dolan presi-
dent of cargo.

Ultimately, Dolan is look-
ing to replace the carrier’s
legacy system.

Like many others in the in-
dustry, United’s system is a
patchwork of updates and re-

vamps made over the past two
decades. That is not lost on commer-
cial providers, such as BT Consulting
& Systems Integration, which senses
huge opportunities in this field.
Emirates Sky Cargo is replacing its
legacy system with a new open ar-
chitecture, which it intends to sell to
other airlines in the future.
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The downside for many in the
impecunious airline industry is

the huge price tag for such systems.
Even revenue management systems
appear prohibitive to some.

“If they were available at a cou-
ple hundred thousands, it would be
a no-brainer, but you’re talking
about something like $4 million on
software, plus $2 million on wiring
it into your system, plus the staff to
run it,” said Friedel. “I have not seen
a yield management system that has
shown me the way to go forward.”

A bigger question, however, is
whether that sort of investment
would offer much return given the
data that many airlines might feed
into metrics-hungry revenue man-
agement systems.

Given the growing emphasis on
performance measuring — for the
sake of cost control as well as for
service considerations — airlines

should have an abundance of data
about every step and process. Unit-
ed is a good example of this. The
need to improve performance in
handling made extensive measure-
ment mandatory, but the cargo divi-
sion also required comprehensive
metrics as it tried to create a perfor-
mance-based culture and shifted its
focus to load and yield maximiza-
tion. Moreover, performance met-
rics had to be extended beyond
United’s own staff to cover ground
handling activities, which are now
outsourced to third parties.

Those metrics are part of the service

level agreements that the airline
has signed with its handling
providers.

However, the parameters for
gauging performance are not al-
ways straightforward. Continen-
tal has been grappling with the
way productivity is measured.

Traditionally, this has been done by
measuring pounds per man-hour for
employees that move boxes. Howev-
er, Boisen finds this measure increas-
ingly irrelevant.

“We’re not handling pallets of
tomatoes, where one guy can handle
6,000 pounds but the yields are
poor,” he said.

Two factors are driving Continen-
tal away from the traditional pro-
ductivity measure. For one, the carri-
er is focusing on value niches that
generate higher yields. “When you
go into that direction with your
sales, you’ve got to align your pro-
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T
he International Air Transport Association’s
forecast for airline industry operations suggests
there is one clear practice carriers may follow
toward financial health — do not operate in the
United States domestic arena.

IATA’s latest industry-wide economic assess-
ment shows almost all the airlines’ financial
losses in the last three years have come in North

America, and largely because losses in domestic opera-
tions have been steep and persistent. The IATA nega-
tive numbers are built mostly on results from passen-
ger airlines, including the several U.S. combination
airlines that have fallen into Chapter 11 bankruptcy
protection in the past four years, but several heavy
freight players also have struggled.

After $13 billion in industry losses in 2001, IATA
says the recent moderate improvement in global air-
line industry finances reversed last year, as the in-
dustry-wide net loss grew from $5.7 billion in 2004

to $6 billion in 2005. IATA projects a $2.2 billion loss
this year and a $7.2 billion profit next year, the first
profitable year for the airlines overall since 2000.

Improvement in cargo finances has been helping
get the airlines back in the black.

The airline association measured overall cargo rev-
enue for commercial aviation last year at $52 billion,
about 16 percent of the passenger revenue of $329
billion. IATA forecasts cargo revenue will reach $56
billion this year and $60 billion in 2007, 50 percent
better than the revenue from cargo the airlines mea-
sured in 2000.

The revenue expansion is about the same as the
growth in freight tonnage IATA measures between
2000 and 2007.

The largest profits by region, says IATA, are com-
ing in Asia, where airlines counted a $2.9 billion net
profit in 2005 and expect a combined $2 billion in
earnings this year and $3.1 billion next year. Euro-
pean carriers, facing growing competition on short-
haul passenger routes, expect a $1.4 billion profit
this year and $2.1 billion next year. ■

Profit Projected
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Importers: Don’t Get Burned!
In an industry where rules and regulations seem to change on a daily basis, it’s easy
to get burned. Compliance is the responsibility of all parties involved, so when errors 

occur, your company can incur hefty fines, loss of import privileges, and even jail time.

DON’T LET THIS HAPPEN TO YOU!  

� Detailed information on ports of entry and U.S. import regulations,
including FTZ information and complete governmental regulations

� U.S. Harmonized Tariff Schedule, with a unique easy-to-read format
designed to save time; one-of-a-kind alphabetical index for easy 
cross-referencing; Schedules C, D and K and more

� The Trade Service and Directory Guide, an informative importers’ 
How-To section with import trade documents, comprehensive glossary
of international trade terms, and  contact information for hundreds of
transportation service providers and government agencies 

Call TOLL FREE at 888-215-6084 or go to www.uscustomhouseguide.com

The U.S. Custom House Guide subscription package—which includes the U.S. Custom House Guide Online, weekly 
E-mail alerts of regulatory changes, and the annual 3-volume print edition—covers the critical information you need to
complete your import transactions efficiently and in complete compliance with government regulations:

Only the U.S. Custom House Guide alerts you of regulatory
changes AS THEY ARE ISSUED, faster than government
online sources—so you never miss a change!

Don’t Get Burned! 
Subscribe to the U.S. Custom House Guide now

Call us TOLL FREE at 888-215-6084 or go to www.customhouseguide.com
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ductivity,” Boisen said.
The second reason is the

trend, especially in the
electronics industry, for
products to get smaller
while the packaging takes
up more space. Hence,
Continental is moving its
productivity-measuring
paradigm from weight to
revenue. This requires no
change in the system to
capture data, Boisen said.

Still, the migration is
rather slow, which he at-
tributed to bottlenecks in
the airline’s IT department.
He believes it will take a
few more months to imple-
ment the new standards.

Northwest measures its
employees in terms of dol-
lars per air waybill when it
comes to office staff and
dollars per kilo for ware-
house and ramp workers.

Both have improved,
Friedel says. “We’ve seen
15 percent improvement in
productivity over a three-
to-four year basis,” he said.

Air Canada measures
productivity by kilos per
employee. “It’s accurate; it’s
not perfect,” said Claude
Morin, president of cargo.
Regardless of whether rev-
enue or weight is used as
the basis of evaluation, a
lot of aspects have to be factored
into the results, he said. For instance,
some stations may see a higher rate
of shipper-built pallets, which trans-
lates into higher weight thresholds.

The picture gets murkier when it
comes to financial measurement.

Airline yields are notoriously mis-
leading, rendering comparisons be-

tween carriers virtually impossible.
Some include fuel surcharges in their
yields, while others treat them as pass-
through cost items. Many airlines base
their yield calculations on published
rates, while a few use net pricing.

But all those details of cargo yield
management are nothing com-

pared to the truly muddy issue
of cost allocation.

Except for all-cargo opera-
tors, there is no clear, univer-
sally agreed model on what
costs are attributable to the car-
go division, and how those
costs should be divided up.

Apparently, some airlines are
in a state of total confusion
about their costs. There is no
mathematical model, for in-
stance, that can conjure up a
profit for the Asian freighter op-
erator that moves cargo from
Frankfurt to Hong Kong for a
price that covers just the sur-
charges, as one industry observ-
er notes.

With yields under pressure
and shippers unwilling to pay
more for air cargo, it seems the
only route to profitability for
airlines is through cost reduc-
tion. They can reduce their
head count, outsource func-
tions and/or automate process-
es. Having clear measurement
parameters can give them a
better idea what exactly they
are doing and if it is getting
them anywhere.

There is a danger of specific
targets undermining efforts
elsewhere.

When scrutinizing perfor-
mance levels, it is critical to look
at the complete picture, warns
the Council of Supply Chain

Management Professionals. It points
to a study from the University of
Michigan Business School which
found that high performance levels in
one area may have a negative impact
on other areas, a phenomenon that
the authors call ‘sub-optimization.’

Hence, targets and metrics have to
be aligned across organizations. ■
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L
eadership can come in many forms but in the air
cargo industry it often shows up in how leaders
manage change. Our focus on Air Cargo’s Most In-
fluential Leaders this year is not only on how lead-
ers take their organizations through the change
that has become a critical feature of international

transport but on how they take control of that change and
use vision and creativity to take their businesses, and the
cargo industry, into new areas of opportunity.

More than ever, today’s air cargo companies are being
buffeted by constant change in some of the true funda-
mentals of the market. Conventional wisdom and the
long-held truths of the business no longer are good
enough to operate in this fast-changing business environ-
ment. The premium now is not only on  recognizing the
larger trends but in anticipating change and navigating a
company and even the industry into uncharted territory.

That’s been a hallmark of the people we have recog-
nized in the past.

We have looked at leaders such as Robert Arendal, who
saw the role a larger freighter operator could play in Euro-
pean trade and more recently the way globalization and per-
ishables would demand a new era of shipping standards.

And Alexey Isaikin, one of the pioneers of the project
air cargo business who more recently has blazed a trail for
Asia-Europe trade over his Russian homeland.

And of course Fred Smith, who not only imagined our

modern version of the air express industry at FedEx but is
still building his company into a global carrier for the
growing market for world trade transportation.

As Jonathan Byrnes, a senior lecturer at the Massachusetts
Institute of Technology, puts it, “Leading companies are
great because, no matter how good they are, they are desper-
ate to get better. Lagging companies are most often compla-
cent and self-satisfied, and that’s why they stay behind.
When great managers have a lead, they step on the gas.”

Byrnes writes that the leadership does not involve the
more commonly understood business strategy of constant
improvement but what he calls leadership through “dis-
ruptive, discontinuous change.”

That is certainly the sort of change that challenges
everyone in the air shipping business. And it is more chal-
lenging than ever because the stakes are higher than ever
and the changes are coming at a head-spinning pace.

John Kenneth Galbraith
All of the great leaders have had one characteristic in common: it was the
willingness to confront unequivocally the major anxiety of their people in their
time. This, and not much else, is the essence of leadership.

Bernard Law Montgomery
Leadership is the capacity and will to rally men and women to a common purpose
and the character which inspires confidence.

Air Cargo’s 2006
Most Influential Leaders

Feature Focus:
Leaders

June 2006 25AirCargoWorld

25F2-LeadersINT  5/24/06  11:20 AM  Page 25



The figures for growth and foreign in-
vestment in China are just two of the
measures of the speed of change coursing
through the international trade arena.

Airports that did not exist or barely fig-
ured on service maps five years ago now
are leading gateways for global trade. Eu-
ropean airlines that reaped huge revenue
from the intra-Europe travel market have
all but ceded that business to low-cost
carriers, reshaping themselves for the
long-haul almost exclusively in an ongo-
ing overhaul of the carrier business mod-
els that is sending waves of change
through the air cargo industry.

Just as the European Union is enlarg-
ing to the East, the European economic
compass is pointing not across the At-
lantic for growth but to the East. The
fastest movers in the international
freight market now are companies such
as Emirates, Air China and new opera-
tors such as Etihad Airways.

In the United States, too, the change
has been rapid and, as Jonathan Byrnes
says, disruptive.

In the 1990s, the largest air for-
warders in the United States were Air
Express International, Circle Interna-
tional and the Fritz Cos. Those compa-
nies have since been swallowed up in a
wave of consolidation, their names re-
placed by Expeditors International, UTi
Worldwide and EGL

For this year’s leaders, change has
been a constant. It has been not
only a feature of careers that still are

very much taking part in the changing
face of air cargo transportation but do-
ing a lot to shape change in all areas of
the industry.

We think of the leaders we cite as rep-
resenting the broader array of leaders in
air cargo fields that make up the broader
industry.

Each is, in some way, embodies the
larger changes air cargo transportation. ■
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Oliver Evans, for instance, has
been at the forefront of change in the
airline industry during his nearly 20-year
career and has led Swiss WorldCargo,
the cargo division of Swiss International
Air Lines through changes that embody
the turbulence of the airline industry in
the 21st century.

A native of France who was educated
in England, the 52-year-old Evans is the
airline’s chief cargo officer, the first air-
line to hold a that suggests the unique
view SWISS has of the freight operation
as a critical function of the corporation.

Cargo, he says, “is recognized from
bottom to top (at) SWISS as an essen-
tial pillar of the company.”

And he speaks of a “clear definition
of quality standards.”

He became well known in the cargo
business during his time at KLM from
1987 to 2001. As a disciple of KLM Car-
go chief Jacques Ancher, Evans was
schooled in potential airlines had to deliv-
er strong value to customers across the
manufacturing and retailing world and to
create new business out of the possibilities brought by global logistics.

Evans moved from there in 2001 to BAX Global, a relatively rare move from an
airline to a forwarder, before moving back to the airline industry in 2002 after
SWISS was formed on the demise of Swissair.

Through all the changes at SWISS, from the demise of its predecessor Swissair
to its struggles through growing European competition to its eventual purchase by
Lufthansa, the Swiss WorldCargo operation has remained a pillar of quality cargo
service and maintained a major role in air cargo. The airline ranked eighth last year
among European carriers for freight traffic.

Although the ambitions are more realistic than they were in the mid-1990s,
when Swissair’s proud cargo division had designs on becoming a global logistics
leader, Swiss WorldCargo retains the big view of an airline’s role in supply chains,
albeit a role focused tightly on the airport-to-airport international transport role that
is unique to air carriers.

Within that airport-to-airport business, with its relatively small fleet, Swiss World-
Cargo focuses on high-value goods and value-added services that grow out of the
airline’s reputation for precision and dependability and provides yields, he says, “that
are the envy of our competitors.”

“We do not want to be at the commodity end of the cargo market,” Evans once
said in an interview.

Cargo, “is recognized
from bottom to top (at)
SWISS as an essential
pillar of the company.”
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Issa Baluch has sought a place of leadership and influence in the air cargo industry
with a clear goal of raising not only the standards of his own business but those of the larg-
er forwarding field.

Baluch’s day job is chairman and chief executive of Swift Group, the parent of Dubai-
based forwarder Swift Freight International.

Swift is not quite up to the size and influence of Kuehne + Nagel, Panalpina and the various
divisions at DHL that move freight, but Baluch’s business is a major freight operator in what
has become the world’s fastest-growing air cargo market and the onetime “tally operator” for
the Gulf Agency Co. has a bigger view not only of his own company but of the larger industry.

The author of a book, “Transport Logistics — Past, Present and Predictions,” the 32-
year industry veteran looks at where the shipping industry has been and where it is going.
More importantly, he has strong things to say about where it should be going.

The forwarder, he says, is an endangered species that must adapt to survive in the
growing world of global trade.

“Many traditional forwarders are now making this essential transition into full service lo-
gistics providers,” he says. “But we have to be aware that many trucking companies, termi-
nal operators and even banks are now adding logistic and forwarding services to their portfo-
lio of value-added services.”

Baluch, 54, founded Swift Freight in 1989 and the company today is one of the largest
in the region, with 35 offices in 18 countries. He’s worked for the industry outside his own

company, however, as president of the Sea-Air Operator’s Association of the UAE from 1992 to 1994 and president of FIA-
TA from 2003 to 2005. He also is on the board of directors of the International Air Cargo Association.

An excerpt from his book follows this section.

The role of airports in the cargo and logistics field can be difficult to define. Air-
ports around the world take various approaches to lure coveted distribution centers
and airline operations but many carriers say few airport officials truly understand the
needs of air cargo operators.

Yet the one example that comes up in conversations around the world as a model for
cargo development is the Huntsville International Airport. Whether it is a former military
base in Europe or a small airport in Southeast Asia, the line inevitably is, “We think we
can be the next Huntsville.”

Whether that was Rick Tucker’s vision when he became executive director
of the Port of Huntsville in 1994 is an open question, but the investments and atten-
tion that Tucker and his team have devoted to freight have made the airport an im-
portant driver of industrial manufacturing in the area. They also have brought HSV, a
tiny airport on the passenger travel map, an important place in global supply chains.

That has come from the 747 freighter flights that Cargolux operates for Swiss for-
warder Panalpina. It began as a once-a-week experiment but now is the sort of regu-
lar scheduled operation that other airports are anxious to duplicate.

But the Panalpina service also fits in with a larger vision at Huntsville of the airport
as part of a larger freight delivery network, one tied in to the Port of Huntsville’s Inter-
national Intermodal Center that is adjacent to the air facility and closely aligned with
the needs of nearby manufacturers.

“People always talk about Panalpina in relation to Huntsville, but Rick Tucker made a lot of cargo-friendly investments
long before people decided the airport was a model of cargo development,” said Michael Webber, an airport cargo devel-
opment consultant.

Tucker pushed to get a 100,000-square-foot facility at the airport built for Panalpina, helped bring engine manufacturer Interna-
tional Diesel to the adjacent Jetplex Industrial Park and oversaw the expansion of the IIC before huge import growth in the Unit-
ed States made intermodal capacity a national priority.

“Many traditional forwarders
are now making this

essential transition into full
service logistics providers.”

“… Rick Tucker made a lot of
cargo-friendly investments long

before people decided the airport
was a model of cargo development.”
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T
oday’s freight logistics providers face daunting

new challenges. If they are to be equipped to

compete in the new global economy, they

must be intentional about cultivating three

unique cultures in their organizations: the

cultures of quality, security, and innovations. As they

evolve and take on new roles and responsibilities,

national and international industry associations will

play an important role in the long term process of

cultivating these three cultures.

The Culture of Quality
Freight forwarding has been an his-

torically easy business to enter. In
many countries, the barrier to entry
has simply not been tough enough –
anyone with a little start-up capital
can enter the profession. However, if
we are to ensure the continuing in-
tegrity of the profession, we must
raise this threshold. We must develop
mechanisms to guarantee the compe-
tence of freight logistics providers, to
keep them accountable, and to pro-
vide a greater sense of security to
their customers and supply chain
partners. Developing these certifica-
tion mechanisms and creating a cul-
ture of quality will require hand-in-
hand cooperation with government.

First, freight forwarders should be
able to provide services only if they
are trained and certified. National as-
sociations should create standardized
training and certification require-
ments for forwarders, and the govern-

ment should endorse them. If doc-
tors, engineers, and teachers require
certification and proof of training,
why not freight logistics providers? In
Germany, Austria, and Switzerland,
for example, young people who want
to enter the freight forwarding profes-
sion usually complete a three-year
apprenticeship and business adminis-
tration program, followed by an ex-
amination. These training programs
are not mandated by government,
but they are encouraged. Switzer-
land’s Federal Office for Professional
Education and Technology grants
diplomas in International Freight For-
warding and Logistics. In Singapore,
the government does not mandate
training and certification but does
help by subsidizing certain training
programs. While training should
eventually become a legal require-
ment, there are some short-term steps
that governments can take to facili-
tate and encourage the training of

skilled freight logistics professionals.
Second, no business community

should be without a world-class arbi-
tration body or consumer protection
board to deal with the commercial
disputes that will inevitably arise from
freight transactions. This may seem
like a very basic concept however in
many countries these institutions are
still not common. Where they do
exit, they are time-consuming, cum-
bersome, and not easily navigable.
This creates an atmosphere where in-
competent FLPs are free to operate ac-
cording to ambiguous rules and regu-
lations, endangering their customers’
right to quality service provision.

Third, professional liability insur-
ance should be mandatory so that
FLPs are held accountable for their ac-
tions in case of professional errors
and omissions. Professional liability
coverage is not usually mandated by
government, even in highly sophisti-
cated freight logistics communities
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such as Singapore, Switzerland, and
Germany. However, these mature in-
dustries are self-regulating, in that for-
warders understand the importance
of holding insurance coverage and
take the initiative to do so. (In fact,
many national associations require
that their members hold certain cov-
erage amounts.) Forwarders in these
mature industries understand the im-
portant of professional liability insur-
ance because their countries have in
place expedient judiciary systems, a
solid legislative framework, and reli-
able consumer protection boards.

If an FLP’s negligence results in loss
or damage to cargo, he is likely to be
sued. However, in many parts of the
developing world, there is no legisla-
tive framework to impose standards
of customer protection and, therefore,
to make insurance a must.

The Culture of Security
Security is not a challenge that

will fade with time. In fact, cargo se-
curity will have to become an even
greater priority in the future. FLPs
should be ready for the many new
regulations that will likely be imple-
mented in each country, and ulti-
mately for the global security stan-
dards that will be implemented by a
body such as the ISO. This means to
create a culture of security in the fu-
ture, FLPs should prepare for contin-
uous investment and for improve-
ment and re-evaluation of security
measures. FLPs, and not the govern-
ment, should take responsibility for
security in their supply chains.

The Culture of Innovation
In order to foster creativity and in-

novation, practitioners must periodi-
cally interact with academics, experts,
and representatives of international
governmental and non-governmental
organizations. If they are to keep pace
with global developments, industry

players must be exposed to new ideas.
This will come about through the
public exchange of new information,
opinions, and best practices.

The key entity in encouraging
FLPs to implement these three cul-
tures and preparing them for the
challenges of the future is the na-
tional association. Some national as-
sociations are still merely social
clubs. However, while fostering net-
working among members is an im-
portant part of their job, the most
dynamic associations are those that
provide real value to their members
in the form of training, arbitration,
standardization, classification, and
benchmarking. This is in addition to
the association’s traditional role as
the industry’s voice at a governmen-
tal level. National associations can
provide a wealth of resources.

Training: The vitality and viability
of our industry depend on training
and development. Because the indus-
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Training and Professional Development:

The Cultures of Quality,
Security, and Innovation

by Issa Baluch

Training and Professional Development:

The Cultures of Quality,
Security, and Innovation

by Issa Baluch
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try changes so often and so quickly,
training is foundational. FLPs require
regular updates on changing regula-
tions and conventions, documenta-
tion, security procedures, insurance,
and trading conditions. As markets
change due to the trade policies im-
plemented by the World Trade Orga-
nization and by regional blocs, this
need for training becomes even more
urgent. The goal is to raise profes-
sionalism and quality consciousness,
create better FLPs, and ensure that

the industry is really
as professional, effi-
cient, and seamless
as it claims to be.

Certification:

Freight forwarding
should no longer
be a business that
just anyone can
enter. The bar
must be raised in

the form of a training and qualifica-
tion process that licenses freight lo-
gistics providers. National associa-
tions should partner with govern-
ments to establish these training
programs and accreditation schemes
for FLPs in their countries.

Arbitration: The resolution of dis-
putes between members of a national
association does not necessarily have
to happen at the government level.
The parties involved can save time
and money by taking advantage of ar-
bitration services offered by the na-
tional association, but only if these
arbitration bodies are effective and
have been carefully crafted according
to global standards and best practices.

Innovation: The need for the ex-
change of information, opinions, and
best practices often takes the form of
debates, industry round-tables, and
public forums. These are best facilitat-
ed by national associations who are
working to ensure the new ideas are
continually circulated in the industry.

Countries that do not yet have na-
tional freight logistics associations
are at a major disadvantage, and for-
warders in these countries should
partner to develop such associations.
Where freight logistics associations
already exist, they must collaborate

with governments to create a culture
of quality and to achieve these three
goals (among others): 1) professional
training programs that are mandato-
ry for licensing; 2) professional liabil-
ity insurance that is mandatory for
any company engaged in the profes-
sional; and 3) world-class arbitration
bodies and consumer protection
agencies that resolve freight logistics-
disputes in an expedient manner.

In sum, the national association
must be responsible to members and
responsive to the market. It must be
ready for involvement in regional
and international associations. It
must communicate with the indus-
try to discover what is required, and
not be content with the status quo.
If it does not do these things, it will
do its members little good.

International associations are
equally import to the cultivation of
quality, security, and innovation.
Not only are they powerful represen-
tatives for freight logistics providers
on a legislative level, they are also
good vehicles for importing and ex-
porting best practices. Global best
practices can help a country’s FLPs
assess their own situation. They can
then adapt these best practices to lo-
cal requirements and find home-
grown solutions to the challenges
they face. Some adaptation is neces-
sary since what works in one coun-
try may not work in another.

Despite the best efforts of national
and international associations, the
onus for change ultimately lies upon
government. While these associa-
tions can help cultivate professional

FLPs, regulatory authorities must be
open to accepting new ideas and in-
ternational best practices. Maintain-
ing the status quo in areas such as
EDI, customs classification, and port
technology will do nothing but
wreak havoc on supply chains.

National and international associ-
ations can make great strides in facil-
itating trade and transport when
they are empowered to do so, but
they are merely the catalysts.

Excerpted from “Transport Logistics —
Past, Present and Predictions,” by Issa
Baluch, chairman and chief executive
officer, Swift International Freight.
©2005 Issa Baluch and Winning
Books. Reprinted by permission.
Inquiries can be directed to
winning@emirates.net.ae.
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If doctors, engineers, and teachers require
certification and proof of training, why not

freight logistics providers?

FLPs, and not the government, should take
responsibility for security in their supply chains.
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China’s Open Skies

G
overnment announcements don’t get
much more exciting than this. In April,
Yang Yuanyuan, director general of the
General Administration of Civil Aviation
of China (CAAC) announced that China
would further open up its air-cargo mar-

ket to foreign investment. He said this would be
done in an “active, gradual and orderly way,”word-
ing which seemed to speak less of caution than of
efforts to bring some semblance of order to the
great chaos of foreign interest waiting to burst
through the dam of restrictive legislation and
flood into the Chinese air-cargo market.

Perhaps more significant than anything was
where Yang made his announcement, at the
International Air Cargo Association’s Summit
2006 in Beijing — the first time TIACA has held
its summit in China. Gary Bartek, chairman of
TIACA, said at the summit that China’s air-cargo
sector represents a “huge market that should not
be neglected.” Industry estimates put annual
growth rates in air-cargo volume in China at 10
percent over the next five years (CAAC estimates
12 percent) — well over the current world aver-
age of 6.2 percent. “The airfreight sector,” accord-
ing to an April 13 story from Xinhua News
Agency reporting the promise of wider skies over
China, “is an investment gem.”

Yang’s announcement, of course, comes as no
great surprise. But it’s exciting precisely because
so much of the world’s commercial air-cargo
competitors have been preparing for open skies
over China for so long.

Open-skies policy
Openness has been on the horizon for a while,

prompted by two main factors — economic
growth and China’s desire to become a member
of the World Trade Organization, (which lowers
the bar on export restrictions). China became a
WTO member in 2001, and is gradually fulfilling
its promises to open the country to foreign trade.
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by Helen Atkinson
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AdvertisementDown on the ground and at sea level, the logistics industry was opened to
100 percent foreign-owned companies, in December 2005. It can’t be long
before the air-cargo business follows suit.

Most significantly for the U.S. air-cargo industry, China and the U.S.
signed a bilateral agreement in July 2004, allowing U.S. air transport com-
panies to set up wholly owned cargo hubs in China. UPS and FedEx, who
have been operating in China for years, quickly opened hubs in
Guangzhou and Shanghai, respectively.

Other U.S. operators already have a solid foothold in the Chinese air-
cargo market. United Airlines and Northwest Airlines led the way for
U.S.-operated passenger flights that also carried cargo out of China.
United Airlines started running passenger air service with cargo capacity
out of China in 1983, according to Frederick Roe at BACK Aviation
Solutions in New Haven, Conn., a sister company of Air Cargo World.
Pure freighter services are provided by Polar Air Cargo, with 12 flights out
of China a week; Northwest with 12; FedEx with 26; and UPS with 21,
according to Robert Dahl, project director at Air Cargo Management
Group, an industry consultancy in Seattle.

Now, competition is growing fast. Continental Airlines opened a non-
stop Beijing-to-New York service in June 2005, adding to its Hong Kong
route, which opened in March 2001 (it has applied to the Chinese
Department of Transportation to add Shanghai in March 2007).
American Airlines made its first Chicago-Shanghai flight Apr. 4.

There are other signs of relaxation. Currently, only 30 percent of Chinese
airspace is available for civil aviation, but in April, the International Air
Transport Association  persuaded the Chinese authorities to open up a new
international flight path out of China that will reduce flights to Europe by 30
minutes or so, saving an estimated $30 million a year on civil aviation fuel
bills (plus 2,860 hours of flight time, according to the IATA).

The U.S.-China flight pattern
“There’s so much talk about the size and the power and the expecta-

tion of the Chinese market, we decided we really needed to be in there,”
said Peter Whitfield, chairman and chief executive of UAC Inc., a
wholesale freight forwarder based in El Segundo, Calif., which buys
space from all major airlines and then sells it to freight forwarders and
other intermediaries. UAC set up shop in Hong Kong two years ago,
Shanghai 12 months ago.

“Plenty of our clients have been asking what we intended to do. It’s a
scary market for small or midsize customers who need to find a partner
over there to help them deal with the commercial and cultural differ-
ences,”Whitfield said.“It’s not easy to do that, and it takes time. But we’ve
flattened that process out. We’ve done the hard work, and formed solid

Hong Kong International Airport — 
Asia’s superhub 

Determined to maintain its position as the world’s premier hub
for international aviation, Hong Kong International Airport
(HKIA) is committed to providing safe, efficient and reliable 
service to all of its customers.
• Unrivaled passenger connectivity, comfort and convenience

An extensive air network, together with Hong Kong’s strategic
location, positions HKIA as Asia’s superhub and gateway of
China. Some 80 airlines link HKIA with more than 140 cities
around the world via more than 5,500 flights a week.

With frequent and regular flights to more than 40 cities in
mainland China, HKIA is the preferred choice of international
travelers to and from mainland China, particularly the rapidly
expanding Pearl River Delta region.

Special facilities and processes make HKIA easily accessible
to the Pearl River Delta’s population of 48 million. SkyPier
enables passengers to travel between the Pearl River Delta and
HKIA by high-speed cross-boundary ferries, and proceed direct-
ly to the passenger terminal without having to go through Hong
Kong immigration and customs. This special sea-air and air-sea
transfer has reduced travel time by half.
• Robust air-cargo growth: serving the world’s factory

The Pearl River Delta, which is also known as “the world’s 
factory,” is HKIA’s main source of air-cargo growth. For the last
10 years, HKIA has been the world’s busiest international air-
cargo center with 70 percent of air cargo handled related to
the Pearl River Delta. In 2005, the airport handled some 3.4 
million tons of cargo, and this growth trend is expected to 
continue in the coming years.

To meet this robust growth in its cargo business, HKIA will 
continue to expand its cargo- related facilities including a further
expansion of Asia’s largest express cargo terminal operated by
DHL, which opened in 2004 and Asia Airfreight Terminal’s new
facility in 2006.
• Future planning

Looking to the future development of the airport, the summer
2006 opening of SkyPlaza next to the present passenger 
terminal will serve as a focal point for HKIA’s air, sea and land 
traffic flows. SkyPlaza forms a part of the larger development
called SkyCity, which will also
include AsiaWorld-Expo, (which
opened in December 2005), a 
second airport hotel, a nine-hole
golf course as well as the perma-
nent cross-boundary ferry terminal.
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and reliable relationships there.”
UAC works with Chinese partners on a joint-venture basis in Shanghai

and Hong Kong.
“Basically our customers in the U.S. can regard us as their front door

into China,” Whitfield said. “They can come to us, and we’ll take care of
everything in China. All they’ll see is that their customers’ shipments
arrive in the U.S. fully documented and with visibility from the factory
door, without having to spend the time that it takes to build those rela-
tionships on their own.”

For Whitfield, this is an extension of the way he’s been operating in
the air-cargo market since he purchased UAC in 1987. Operating as an
air-cargo forwarder in Australia looking for partners to take UAC into
the U.S. market, he found it very hard to find a wholly neutral air-for-
warding partner. So UAC moved to the U.S. and did the job itself. “We
felt that long term we would be better off supporting our own philoso-
phy of complete neutrality rather than becoming part of a retail opera-
tion.” Whitfield said. “That’s proved to be extremely successful for us.
We’ve grown the business from a very humble beginning in Australia to
annual sales in excess of $50 million, and we’re very happy with that. We
hope that putting our foot in the water of the vast market in China will
continue that success.”

For Continental Airlines Cargo, there’s already notable success. Less than a
year into the Chinese market, the company describes its cargo volumes to

and from Beijing as “very strong,” accounting for a 26 percent increase in
cargo volumes in the Pacific region. Further, the company says,
Continental’s service to and from China accounts for 5.4 percent of its total
freight revenue. Continental’s GlobalLink service works through partner-
ships with local carriers to offer customers 29 destinations inside China.

“We’ve done tremendously well, China to U.S.,” said Jim McKeon man-
aging director, global sales and marketing for Continental Airlines Cargo,
based in Houston, Texas.

“It’s an amazingly strong market, even to the extent that we’re in discus-
sions with Chinese carriers to take business out of various cities in China,
and even cede some freight on our Tokyo service, for example, to Guam and
other places where we can supplement our Japan-origin capacity with other
carriers,” McKeon said.“We also work with select forwarders on long-term
strategic commitments, and that has proven to be very good. We’ve made
ourselves a player in the market for dedicated traffic, not just a provider of
capacity that’s available some days and not others.”

McKeon says Continental continues to focus on serving large for-

Advertisement
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American Airlines provides new solutions 
through Asian market expansion

American Airlines is continuing to expand international service,
with particular emphasis on growth in Asian markets. In April,
American Airlines began new service to Shanghai, China from
Chicago O’Hare International Airport. This new service is provid-
ing the expanding marketplace in China with efficient access to
the industrial and agricultural midsection of the U.S.; as well as
many vital international markets. Convenient connections to 65
U.S. cities located in 31 states are available from Chicago O’Hare,
as well as connections to Latin America, the Caribbean and
Europe.

The growing Asian marketplace is also served by direct flights
to the U.S. from Tokyo and Osaka, Japan, and with the newest
route serving Delhi, India, from Chicago. 

Each day, American Airlines flies 4 million to 5 million pounds
of cargo, the equivalent of 15 Boeing 747 freighters, worldwide.  

“By combining our daily scheduled service to these new 
markets in Asia with our extensive array of interline partnerships,
we are now able to offer some exciting solutions for cargo traffic
from, to and beyond these markets,” said Mark Najarian, vice
president- sales and marketing at American Airlines Cargo. 
“As the world’s largest airline, we can offer an extremely wide
range of cargo booking options worldwide via our expansive
global network.”

American’s guaranteed express freight product, Expedite FS, is
proving to be a good fit for the daily service to Shanghai and
Delhi. Expedite FS offers boarding priority, quick tail-to-tail 
connections at American’s hubs and a 100 percent money-back
service guarantee.  Each product in American’s flight-specific prod-
uct mix allows a customer to know the precise routing, status and
availability time of the shipment. Demand for increased 
productivity by carrier and forwarder has fueled the expansion of
technology providing expanded tools for customers to use for
booking and tracking their shipments. 

“In 2006, we hope more customers around the world discover
how American Airlines’ broad network, precision products, and
investment in technology can help to simplify the growing 
complexity of doing busness in today’s world,” Najarian said.
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warder customers who operate on a genuinely global basis, so he’s added
a Chinese piece to the international puzzle, rather than looking for cus-
tomers who simply want to jump on the China-U.S. trade alone.
“Continental provides a quality product, and we generally don’t have to
chase partners, we’re often sought out,” McKeon said. “We enjoy working
with quality partners. It hasn’t been hard so far to find them in China.”

With business booming all over in this economic equivalent of a
21st century Wild West, how does a new competitor stay on for the
ride? By keeping a cool head, McKeon advised. “I know it sounds trite,
but it’s based on long-term commitments,” he said. “From a cargo per-
spective, you like to go where the markets are, and China is a high-
opportunity market. For now, we’ll work on partnerships to provide
what we need.”

Like Continental, American Airlines Cargo, is working to expand its
services within the Chinese air-cargo market in the foreseeable future.
Spencer Dickinson, managing director of cargo marketing for American
Airlines explained that, although the first flight with an American Airlines
tail logo touched down in Shanghai April 2, the company has been work-
ing in China for some time through partnerships with forwarders such as
JHJ International Transportation Co. Coming fully into the market was a
natural next step, and one way American intends to this is through its
partnership with China Eastern Airlines, further extending its presence in
the Chinese marketplace.

“If you look at our overall network, it’s very extensive. We’re the largest
operator in South America, and have extensive service across the Atlantic.
We do well in Asia where we’re a player, but it’s been traditionally limited
to Japan. Now that we’re in China, it’s a great opportunity for our cus-
tomers. We like to go to customers with opportunities to provide service
they want. So our customers are ecstatic because now, when they have
product in China, they can have service there.”

Dickinson is happy to look for a smart niche in the vast Chinese air-
cargo market, for now at least.

“I’m aware that one 777 flight a day is not going to turn the Shanghai
market on its ear, so we’re going to play to our strength with daily, consis-
tent uplift,” Dickinson said. “We’re certainly not the same as a main deck
operator, but we do provide a very consistent service to our customers,
not just to Chicago but beyond through our network, so we can touch a
remote point very quickly.” Dickinson sees opportunities in consolida-
tions or perhaps expedited shipments. He can imagine eventually extend-
ing the company’s Expeditefs service — which allows customers to book
express shipments on a specific flight — into China one day. “We see that

Continental Airlines Cargo addresses special shipping

needs Known globally for its award-winning reputation for quality,

Continental Airlines Cargo provides the airline’s cargo customers a

broad range of flight-specific products including QUICKPAK‚ 

for the most time-sensitive domestic or international shipments and

CMR (Confirmed Must Ride) for flight-specific domestic and 

international freight. Domestic general freight may move as 

second-day, 8a.m., while International General Air Freight serves all 

of Continental’s international destinations. 

Additionally, GlobalLink, reaching more than 180 international 

destinations outside Continental’s route system, and Specialty

Services, handling shipments requiring extra care, round out

Continental’s offerings created to address special shipping needs.

Added to this category of specialty products is its ClimateSecuresm

Service, which offers temperature-controlled containers, priority 

handling and service teams, dedicated to moving perishable and 

sensitive goods.

Continental Airlines is the world’s sixth-largest airline with more

than 3,200 daily departures throughout the Americas, Europe and

Asia. Continental serves 151 domestic and 137 international 

destinations. The airline has hubs serving New York, Houston,

Cleveland and Guam.
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Jim McKeon, Managing Director, 
Global Sales and Marketing
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Work Hard.
Fly Right. SM

FORGET
THE SLOW BOAT.

Continental Airlines is the only carrier to offer daily nonstop service between Beijing and our 

New York area hub, Newark Liberty International Airport. Continental Airlines is also the only 

carrier providing daily nonstop Boeing 777-200 service between Hong Kong and Newark. 

Offering daily nonstop Boeing 777-200 service between Beijing and New York.

For additional information or to book a shipment, contact your 

Continental Airlines Cargo sales representative 

or visit www.cocargo.com.

© 2006 Continental Airlines, Inc.
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Announcing the opening of our new office 

UAC China Ltd. 
Room 216, No. 5 Lane 

45 Wuzhong Road 
200235 Shanghai PR China 

Tel:  86 21 5425 8461 
Fax:  86 21 5425 8423 

For rates and service please contact your local UAC office
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Tel:  1.310.649.5678 
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Universal Air Cargo expands 
China service

Universal Air Cargo, the leader in whole-
sale airfreight forwarding, has added UAC
China Ltd. to the group. After listening to its
customers needs for reliable service at com-
petitive rates, UAC China developed a whole-
sale program to offer services inbound and
outbound from Shanghai, China. With this
strategic placement, UAC China has the capa-
bility to move cargo to and from Shanghai and
to secure space during peak-season when
space is a commodity. UAC China offers the
traditional air co-load service as well as air
direct and ex works services.

With offices located throughout Australia,
New Zealand, the U.S. and China, and together
with agents in all other major international
trade centers, Universal Air Cargo is uniquely
positioned to service the needs of the for-
warder, courier-express and customs broker
community. With a total commitment to service
integrity, providing completely neutral service
to all clients, Universal Air Cargo offers a full
range of international services, including air
export, air import, consolidation, air direct, ex
works, warehouse storage and wholesale
ocean forwarding. UAC has leading-edge 
technology with technologically advanced
computer solutions to enhance every element
of the operation process. The goal of UAC is to
build strong commercial relationships with
clients and true business partnerships, built on
trust brought about by complete satisfaction
and exceeding customer expectations.

For further information and pricing, contact
your local UAC office, or visit their Web site
at: www.uac-usa.com 

as a nice complement to the traditional uplift,” he said.
One thing is for sure: the Chinese air-cargo market isn’t going to get less exciting

any time soon. The best way to meet the challenge is with caution and strategy, but
also a healthy measure of enthusiasm.

“All we see is excitement and upwardness in this extremely dynamic market,”
Whitfield said. “It’s so exciting. There’s positive change all the time. Every time I go
there, I can’t believe the difference, like buildings that weren’t there six months ago and
a ‘can-do’ attitude. The whole growth of the middle class, (and their desire to spend)
in China is phenomenal. They’re on the move, there’s no doubt about that.” ■

Helen Atkinson is a public relations consultant and writer based in New York City.
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W
ith the 2006 fall peak shipping season

looming, the commodity shaping up as

the biggest factor on trans-Pacific air

shipping this year turns out to be oil.

The price of jet fuel is rippling across

airline fleet decisions this year, and as

oil prices rise air carriers and their for-

warders are trying to gauge how capac-

ity will play out and whether shippers

will find the lower costs for ocean

transport more attractive than the speed of air.

Polar Air Cargo, Japan Airlines, Nippon Cargo Airlines,

MASKargo and Northwest Airlines are among the Pacific-

focused carriers that have decided or are considering mov-

ing beyond the 747-200s that have carried much of Asia’s

intercontinental cargo over the years.

Rising oil prices

are upending the

operating

economics for

trans-Pacific

carriers – and for

their customers

by Ian Putzger

Pacific’s Changing Balance

Region Focus:
Trans-Pacific
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The fleet decisions figure to rever-
berate across the Asia-Pacific mar-
ket, potentially changing long-
standing routes and the shipping
prices built on the economics of the
older aircraft.

Polar Air Cargo already is moving
away from the 747-200 freighter. By
July the cargo airline intends to
stop using six older 747 freighters,
concentrating instead on the more
efficient 747-400 for its scheduled
operations.

The disenchantment with the
747-200 runs in the family. Atlas Air
sold one on April 7 and manage-
ment intends to reduce its reliance
on the -200 in the “wet lease” ACMI
business. Depending on market con-
ditions, Atlas may accelerate the re-
tirement of older aircraft, Atlas Air
Worldwide Holdings declared in its
financial report for 2005.

Asian carriers are also turning
away from the -200.

JAL and NCA both decided to
phase out their -200 freighters and
replace them with -400s in coming
years. Others are not taking a
leisurely approach, looking to get rid
of most of their older freighters. J.J.
Ong, managing director of MASkar-
go, said the Malaysian carrier may

replace three or four of its five 747-
200 freighters with -400 models.

The re-ordering of fleet econom-
ics from the inside is an attempt

to stay ahead of new operating reali-
ties being imposed on airlines. Oil
prices around $70 a barrel have de-
railed the economics of gas-guzzling
older cargo planes on many long-
haul sectors.

This is accelerating carriers’ plans
to phase out their 747-200
freighters, says George Hamlin of Ar-
lington, Va.-based air cargo research
and consulting firm MergeGlobal.

Jim Friedel, president of North-
west Airlines Cargo, stresses not all
747-200s have the same operating
economics. Northwest has 14 of the
freighters, four of them built in the
1970s. These are facing serious fuel
as well as payload restrictions, unlike
-200 models built in the late 1980s.

Northwest will determine its long-
term fleet strategy this summer, and
industry sources say the 747-8 is a
likely replacement (see page 12).

According to Friedel, the fuel price
is not speeding up Northwest’s
schedule. “For us, the fuel price
doesn’t accelerate out actions. We
know we have to get the fleet re-

structuring done, and we are going
to get it done,” he said.

Older aircraft are hit the hardest
by the new operating cost parame-
ters, but newer planes are also feel-
ing the impact.

Gerry Simpson, manager of mar-
keting, sales planning and support
of Air Canada Cargo, said the eco-
nomics of flying an MD-11 freighter
between North America and China
have become painful. “Something’s
got to change,” he said.

Unlike some of his colleagues,
Cathay Pacific’s Ron Mathison is in
no hurry to get rid of 747-200
freighters. But for many, the 747-
200 increasingly looks like an intra-
Asia freighter rather than a trans-Pa-
cific workhorse.

“It’s fair to say that the older 747-
200 freighters are suffering, especial-
ly on longer stage lengths where the
current fuel costs make it very diffi-
cult to operate profitably. However,
in the region on shorter stage
lengths, such as Hong Kong-Japan
and Hong Kong-China, we can still
derive a decent return from these
aircraft given the low asset cost, and
we plan to keep on operating the
classic freighters until at least 2009-
2011,” Mathison said.

“It’s fair to say that the older 747-200 freighters
are suffering, especially on longer stage lengths

where the current fuel costs make it very
difficult to operate profitably.”

June 200640 AirCargoWorld

Region Focus:
Trans-Pacific
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The growing interest in the 747-
200 as a regional freighter is dri-

ven both by the changing operating
economics and the growing demand
for air cargo service between Asian
cities as some markets develop
stronger consumer demand.

Ong also sees a role for the 747-
200 on some intra-Asian sectors.
Hence his idea of keeping one or
two of the aircraft while migrating
the rest of the freighter fleet to 747-
400 models.

In some Asian markets, however,
the 747-200 is too big. Ong is cur-
rently looking for an A300 freighter
to mount service to Vietnam and
Southern China.

Japan Airlines and All Nippon Air-
lines are pursuing a similar train of
thought.

JAL has ordered three 767-300
freighters which it intends to field
on intra-Asian routes, while ANA
has ordered 767 freighters for its
joint venture cargo airline with
Japan Post. The first sector that the
new offshoot has earmarked to serve
is from Tokyo to Shanghai.

In light of the strong growth of
the intra-Asian market and its more
balanced traffic flows, Asian carriers
may be tempted to just maintain

T
he charter capacity that many forwarders rely on to carry
through the Asia-Pacific market’s rapid seasonal surges may be
headed for the exits as fleets are overhauled.

One key factor is the decreasing appetite of the United States
government for charters to the Middle East.

Many executives at Asian carriers have complained that the
downward pressure on rates and yields stems in part from U.S.
freighter operators who fly under government contract to the

Middle East and return to North America via Asia. With the military
essentially paying for their operation, they can price their lift across
the Pacific aggressively.

Without the U.S. military paying for the outbound leg, these carriers
face the rather painful economics for their 747-200 and -100 freighters.

MergeGlobal’s George Hamlin says this leads to bleak choices for
the U.S. freighters that now are routed through the Middle East.

“I suspect that carriers that use the Middle East to position their air-
craft in Asia are going to have to abandon that market for a while. If
you depend on the Middle East to make a profit out of that operation,
you’ll have to reposition or park the aircraft,” he said.

On top of the horrendous fuel bill, carriers have to make allowance
for the directional imbalance, which translates into westbound load
factors often below 40 percent and rates at cost level, if not lower. The
headhaul out of Asia has to be priced adequately to compensate for
the poor yields in the opposite direction, Northwest’s Jim Friedel says.

And Edward Hernandez, senior vice president of sales and market-
ing of Polar Air Cargo, said Polar’s decision to take out 747-200s was
based on signals of a decline in charters.

With growing suggestions that the U.S. West Coast ports are not suf-
fering signs of serious congestion this year, forwarders anticipate rela-
tively little need for charters this fall. A sudden surge in air cargo ship-
ments from Asia could change this picture dramatically in a matter of
days, but getting 747-200 freighters quickly to fill the gap may be a bit
more challenging as airlines are getting rid of them. ■

Chartering Weak Signals

June 2006 41AirCargoWorld
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the status quo on their interconti-
nental freighter schedules and focus
on the region for their near-term ex-
pansion. However, a sizeable chunk
of the intra-Asian traffic ultimately
feeds longhaul flights to North
America or Europe, Hamlin says.

Even if Asian carriers do not shift
the focus of their expansion dri-

ve away from the trans-Pacific arena,
their capacity in that market is not
guaranteed to grow in the coming
two years.

JAL and NCA are facing zero
growth scenarios until 2009, as they
replace their 747-200s with -400s.
NCA projects a slight dip in its lift
this year. MASkargo lost capacity last
year after it sold two 747-400 com-
bis; Ong elected not to replace them
with leased 747 freighter capacity
because he found ACMI rates un-
palatably high.

Some expect capacity on the Pa-
cific will remain flat over the next
18 to 24 months. “There could be
zero growth in the short term. It de-
pends on fuel,” Hamlin said.

Friedel anticipates capacity will re-
main flat.

“I foresee almost no capacity
growth on the Pacific over the next
2-3 years,” he said. “While there are
new deliveries in the pipeline, there
aren’t that many. At the same time,
operators will be reducing their
count of -200s. They probably won’t
go at one stroke; NCA will maybe
drop two, JAL another two, we one,
Atlas a few. ... It all adds up.”

Another factor that could keep
the lid on fleet expansion for
Japanese and Chinese carriers is an
acute pilot shortage in these coun-
tries. China is considering in allow-
ing foreign pilots to ease the

crunch in its aviation market.
Still, many carriers and forwarders

believe capacity will continue to
grow to meet the market’s rapid ex-
pansion in demand.

Simpson does not anticipate
much effect from the reduction in
747-200s. “You would have to take
out quite a few to have an impact,”
he said.

Charles Cocci, vice president for
global air freight services of UPS Sup-
ply Chain Solutions, expects capaci-
ty to grow. “The retirement of –200s
on the Pacific will have no impact
because carriers keep adding capaci-
ty,” he said.

Mathison also is bracing himself
for maindeck space to expand, espe-
cially on routes to China. This will
be exacerbated by the expansion of
passenger carriers, he said.

“We are also witnessing a huge in-
crease in belly capacity to China, in
particular to Shanghai, and this
rapid increase in capacity is putting
pressure on yields and slots,” said
Mathison.

Rising fuel prices are not the
only force putting pressure on

carriers to phase out older
freighters.

MergeGlobal’s Hamlin says ship-
pers are also bringing pressure to
bear as the higher costs push sur-
charges upward and send more
shippers over to ocean transport.

“Time-certain is more valuable to
them than raw transit speed,” he
said. His assessment matches similar
warnings from the Colography
Group that the migration from air
to surface is no longer a domestic
phenomenon involving trucks but
now is spreading to the interconti-
nental arena.

This has already happened with
Chilean salmon exports, which in-
creasingly are shipped frozen by
ocean vessel instead of fresh by air.
Which commodities from Asia will
shift to ocean transportation is go-
ing to vary by market and capacity
situation, Hamlin says.

The net result for the airlines is a
double whammy of higher operating
costs and declining demand. To
Hamlin, the modal shift is “as capa-
ble of grounding planes at these op-
erating margins.”

The coming peak season will tell
carriers a lot about how the weight
and balance of shipper demands will
play out.

For now, Exel has no serious space
problems from the region, despite
the withdrawal of some capacity
from Southeast Asia. But that could
be a challenge towards the end of
June or in the fourth quarter, says
Ole Ringheim, Exel’s senior vice
president of global air freight.

“We expect to be covered
through our commercial airline
partners,” he said. ■
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Obituary

Duane A. Zantop, who used his
experience in World War II to launch
a pioneering air cargo service for
American automakers, died April 13.
He was 87. A veteran of the Army Air
Corp, Zantop launched Zantop Flying
Service in 1946 in Ypsilanti, Mich.,
with his three brothers. The company
employed 3,000 at its peak when it
was sold in 1966. It later folded, but
Zantop pulled family members and
former workers together to launch a
new service in 1972 called Zantop In-
ternational Airlines, a business that at
one point had scheduled air freight
services to 38 cites in the United States
and service to Europe and Alaska. The
company later ran a scheduled
overnight air network for forwarders
in the United States in the mid-1990s.

Airlines

Swiss WorldCargo: The cargo
arm of SWISS named Dieter
Vranckx vice president for Asia,
the Middle East and Africa, succeed-
ing Serge Tripet. A Belgian nation-
al, Vranckx has held management
posts with Sabena, Swissair and
SWISS, most recently as head of
business development and Asia Pa-
cific manager for the passenger busi-
ness at SWISS.

World Airways: World Air
Holdings, the parent of World Air-
ways, named Michael W. Towe
chief financial officer. Towe, 50, was
the CFO of Roper Industries. He
worked at GE for 27 years before
that, including five CFO positions
with various GE divisions, and had
assignments in South Korea, China
and Hong Kong.

Alpine Air Express: The Utah-
based regional air cargo carrier

named Don T. Squire Jr. chief fi-
nancial officer. Squire had been direc-
tor of accounting since last year and
has worked in finance for 16 years,
most recently in consulting on the
restructuring of Sheaffer Pen.

Integrators

DHL: The express
carrier appointed
Maryann Goebel, a
former senior execu-
tive at General Mo-
tors, as chief infor-
mation officer at
DHL Express in the
Americas, Asia Pacific
and Emerging Markets/Latin Ameri-
ca. She had been CIO General Motors
North America and before that was
GM’s Chief Global Strategy Officer.

TNT: The carrier named Bart Ku-
per group tax director, replacing Hans
de Jong, who joined another compa-
ny. Kuper, 42, had been tax director at
VNU, a Netherlands-based global me-
dia and marketing company.

Third Parties

GlobalWare Solutions: The lo-
gistics provider named Douglas J.
Brittin vice president of world-
wide sales and marketing at the
company’s supply chain services
center in Redwood City, Calif. A
25-year industry veteran, Brittin
had been with Panalpina. He
worked earlier at Menlo/Emery
Worldwide and at BAX Global.

Global Shipping & Logistics:
The division of Al Shirawi Group-
Oasis Investment Co. named Mike
Lee general manager. Lee, 40, has
worked for 18 years in the logistics
industry in the Middle East and Eu-
rope, including work in Europe’s au-

tomotive sector.dwide and at BAX
Global.

SEKO: The Illi-
nois-based forwarder
named Steven
Goldberg chief op-
erating officer. Gold-
berg is a former ter-
minal manager with
CF Air Freight who
had owned and oper-
ated the SEKO-Louisville office since
1985 and served on SEKO’s advisory
board from 1989 to 1993.

Lynden International: The for-
warder named Beth Durkin region-
al business development manager,
based in Chicago. Durkin is a 17-year
industry veteran most recently with
BDP International. Lynden also
named seven-year industry veteran
Michael Rose an account executive
in Los Angeles. Rose had been with
trucker Yellow Transportation in San
Bernardino, Calif.

TNT Logistics: TNT Logistics
North America promoted Allen
Melton, a nine-year TNT executive,
to division manager. He was a project
manager in South Carolina on TNT’s
BMW account. TNT also named Jeff
Morgan a division manager. The 11-
year company veteran had been dis-
trict manager in Southfield, Mich., at
TNT’s operations for Ford Motor Co.

Pilot Air Freight: The Pennsyl-
vania-based forwarder named Bob
Wilkinson director of credit and
collections. A 16-year company veter-
an, Wilkinson had been Pilot’s corpo-
rate credit manager.

Ground Handling

ASIG: The Florida-based airline
services division of the UK’s BBA Avi-
ation named Dan Sellas vice presi-
dent of sales and marketing. A 20-
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year company veteran, had been vice
president of marketing and business
development. As general manager at
the London Heathrow operation in
1990 helped establish ASIG’s first op-
eration in Europe.

SATS: Singapore
Air Terminal Services
named John Chan
Wai Leong senior
vice president of cor-
porate business plan-
ning and develop-
ment. His duties in-
clude overseeing

joint venture opportunities. Chan,
41, had been executive director of
the Macau International Airport. He
was an Asia-Pacific regional director
for the International Air Transport
Association from 1995 to 2003 and
worked earlier for Asiana Airlines
and Abacus International.

Trucking

Rutges Cargo:
The European air
freight trucker named
John Sloot station
manager for France,
where the company
said he will lead de-
velopment of Rutges’
air cargo, security and

temperature-controlled services. Sloot
had been with general sales agent
Capitol International in Paris.

Associations

ATA: The Air Transport Associa-
tion of America named Sharon L.
Pinkerton vice president of gov-
ernment affairs. She had been at the
U.S. Federal Aviation Administra-
tion as assistant administrator for
aviation policy, planning and envi-

ronment and was on the FAA dele-
gation to ICAO General Assembly.

Consultants

BG Strategic Advisors: The in-
vestment banking and strategy con-
sulting firm named Paul Lim as a
partner in the firm’s new Asia Pacific
office. He has worked for YCH, EGL
Eagle Global Logistics, and Menlo
Worldwide in Asia and is the
founder and president of Supply
Chain Asia.

Manufacturing

Boeing: The aircraft maker named
Laurette T. Koellner president of
Boeing International Relations, re-
placing Thomas R. Pickering,
who is retiring. Koellner, 51, has been
president of Connexion by Boeing,
the passenger communications and
entertainment business unit. Picker-
ing is a former U.S. ambassador who
joined Boeing five years ago. Boeing
also said Rudy F. deLeon planned
to retire as senior vice president in
charge of the company’s Washing-
ton, D.C., office. ■
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Fuel Hike
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Annual average price per-gallon of jet fuel, system-wide, for U.S. air carriers since
1992. (in US$)

* April price
Source: Air Transport Association of America

Source: U.S. Energy Information Administration
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Expeditors International.

Source: Company reports

Pump Price

Jet fuel prices at major points in North America, Europe and Asia, 2005-2006.
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Cathay Capacity
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Cell Structure

Top mobile phone companies
worldwide, first quarter 2006

Q4 ‘05 Q1 ‘06 PERCENT Q1 ‘06
SHIPMENTS SHIPMENTS CHANGE SHARE

Nokia 83,700 75,100 –10.3% 34.1%

Motorola 44,700 46,100 3.1% 21.0%

Samsung 27,200 29,000 6.6% 13.2%

LG Electronics 16,215 15,600 –3.8% 7.1%

Sony Ericsson 16,100 13,300 –17.4% 6.0%

BenQ-Siemens 10,800 7,000 –35.2% 3.2%

Other Companies 44,285 33,900 –23.5% 15.4%

Total 243,000 220,000 –9.5%

Source: iSuppli
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June 5-6

Los Angeles, Trans-Pacific Air
Cargo, at the Century City Hyatt, or-
ganized by Air Cargo World, spon-
sored by Los Angeles World Airports,
the second annual edition of the
event has key speakers including Pam
Hamilton, air cargo programs director
at the U.S. Transportation Security
Administration, United Cargo Presi-
dent Scott Dolan and Yangtze River
Express Chairman Bao Qifa, looking
at new opportunities in the world’s
most dynamic trading lane. For infor-
mation, call (760) 294-5563 or visit:
www.joc.com/conferences/tpac/.

July 12

Shanghai: Cold Chain China
Summit, backed by the World Food
Logistics Organization and in cooper-
ation with the China Supply Chain
Council, it includes speakers from
pharmaceutical, technology and food
companies. es a sprawling trade fair.
For information, call +86 21 5102
1617 or e-mail: swei@supplychain.cn.

Sept. 11-13

Chicago: Parcel Shipping and
Distribution Forum, at the Hyatt
O’Hare Hotel, packaging up shippers
who get boxed in. For information,
call (866) 378-4991 or visit:
www.parcelforum.com

Sept. 12-14

Calgary, Alberta: Interna-
tional Air Cargo Forum, at the
Roundup Centre in Stampede Park,
TIACA’s sprawling bi-annual gath-
ering is the worldwide air cargo in-
dustry’s largest event and lands
this year in North America. For in-

formation, call (786) 265-7011 or
visit: www.tiaca.org.

Sept. 17-21

Shanghai: FIATA World Con-
gress, the China International
Freight Forwarders Association hosts
the annual meeting for forwarders
from around the world. For informa-
tion, call +41 43 211 6500 or visit:
www.fiata2006.org.cn.

Sept. 19-22

Shanghai: transport logistics
China, at the New International
Expo Centre, a follow-up to the inau-
gural event in 2004 that features a
sprawling trade fair. For information,
call +49 89 949 20249 or e-mail: hen-
rike.burmeister@messe-muenchen.de.

Oct. 10-11

Madrid: Sixth Air Cargo Eco-
nomics Conference, with Airport
Property and Facilities Day, at the
Hotel InterContinental, a Euroavia
event looking yield, revenue and
profits. For information, call +46 33
129 841 or visit: www.euroavia.com.

Oct. 10-11

Amsterdam: Courier & Parcel
Despatch Expo ’06, at the Amster-
dam Rai, looking at technology and
operations in package delivery. For
information, call +44 130 674 3744
or visit: www.cpd-expo.com.

Oct. 15-18

San Antonio, Texas: Council

of Supply Chain Management
Professionals Annual Confer-
ence, at the Gonzalez Convention
Center, by far the world’s best meet-
ing focused on logistics, transporta-
tion and everything in between. For
information, call (630) 645-3487 or
visit: www.cscmp.org.

Oct. 25-27

Miami: Cargo Facts 2006, at the
Loews Miami Beach, the annual
ACMG gathering brings the people
with the planes together with the
people with the money. For informa-
tion, call (206) 587-6537 or e-mail
kwheeler@cargofacts.com.

Nov. 11-14

Ft. Lauderdale, Fla.:
Transcomp/Intermodal Expo, at
the Convention Center, the annual
meetings of the National Industrial
Transportation League, Transporta-
tion Intermediaries Association and
the Intermodal Association of North
America. For information, call (703)
524-5011 or visit: www.freightexpo.net.

Nov. 16-18

Mumbai, India: Air Cargo In-
dia 2006, at the World Trade Cen-
ter, launched and organized by the
STAT Trade Times. For information,
call +91 22 2757 0550 or visit:
www.stattimes.com/ACI2006.

Nov. 27-30

Washington: Defense Logis-
tics 2006, at the JW Marriott Hotel,
the conference crosses modes and ser-
vices for the U.S. military. For infor-
mation, call (888) 482-6012 or visit:
www.defenselog.com. ■
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O R G A N I Z E D B Y T H E I N T E R N AT I O N A L A I R C A R G O A S S O C I A T I O N ( T I A C A )

Slash the time it takes to research products and services and
get the edge on your competition at ACF 2006 in Calgary, Cana-
da September 12–14, 2006. See all the latest and best the
industry has to offer, network with key executives, and attend
forum sessions for solutions to your most troubling problems. 

ACF 2006 is the largest gathering of air cargo experts in the
world. Over 4,000 attendees will be there to meet with more
than 350 exhibitors in 9,000 square meters of space, showing
the latest developments in air cargo. This is your opportunity
to compare the best in one location. 

Complementing this spectacular showcase is a top-notch
Forum that examines these important topics:

• The View from the Top.
The shippers’ perspective of the air cargo service
available in four of the world’s most promising mar-
kets: Brazil, Russia, India and China. 

• Cargo Airline CEOs Look at Market Access.

• Help! We’re Drowning in Paper!
Paperless cargo processing could save the industry
$1.2 billion a year and reduce shipping time by
25%. What must be done to effect these changes?

• The Impact of Air Cargo on the Global Economy.

To provide attendees with maximum opportunities to benefit from ACF 2006,
there is no overlap of Forum and Exhibit hours. 

Get a jump on the
competition. Make your
plans now to join us 
in Calgary. 

Go to our website at
www.tiaca.org and
click on the ACF 2006
logo to find complete 
information on hotels,
activities, exhibitors,
and registration. 

Or email us at
tdavis@tiaca.org
for a brochure.

Do a Year’s Work 
in Three Days!
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swissworldcargo.com

We care for your cargo.
For every consignment, we have a commitment: special care. Due to our know-how

and highly skilled staff we guarantee that your cargo will arrive safe and sound. 

And, of course, exactly on time – at more than 150 destinations in over 80 countries.
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