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editorial

Jon Ross
Editor

The clock is ticking 

T
here are two dates circled on the calendar in red. Dec. 3, 2012. Jan. 1, 
2013. Those two deadlines are of paramount importance to those in the 
worldwide air cargo industry for two very different reasons. 

The first, which is coming up very, very soon, is the Transportation 
Security Administration’s deadline for 100-percent air cargo screening. 

As of that day in early December, officials must screen all cargo held in the bellies 
of international passenger flights inbound to the U.S. TSA imposed the deadline 
in May after previously pushing back the date from December 31, 2011, a deci-
sion which was made last fall. The original date was to happen in 2010. It turned 
out that there wasn’t enough time to implement such a huge undertaking.

By all reports, the screening demands will be achieved. The TSA’s John P. 
Sammon said as much during last month’s Air Cargo Forum in Atlanta. There 
are still some in the industry, though, that had forseen yet another date change 
at the eleventh hour. This turn of events seems highly unlikely — a huge 
amount of progress has been made toward the final goal — but in air cargo, as 
in life, anything is possible.

The other date — January 1 — marks the start of year two of the EU’s emis-
sions trading scheme as applied to airplanes flying into and out of Europe. 
When the scheme was imposed last January, and even before it was imple-
mented, there was much discussion about the plan being a tax grab, a breach of 
sovereignty and an act that steps on the toes of the International Civil Aviation 
Organization, the only body that can impose such sweeping climate rules. The 
din of dissent has only grown louder over the past year, as the U.S. Congress 
and governments around the world have expressed their outrage at the EU’s 
emissions platform. 

Things have been operating smoothly for the past year. Planes fly in and 
out of Europe with little hassle, but only because the EU has given these car-
riers a free pass, of sorts. The free ride will supposedly end in January or soon 
thereafter. The voices of opposition from around the world have gotten louder 
because they’ve been faced with this reality and the truth that the EU doesn’t 
really want to back down. If ICAO can come up with a solution before next year, 
all could end up fine. This month, we’ve covered the escalating fight on p. 29. 

If you have any thoughts about the two pressing deadlines, please drop me 
a line at jon.ross@aircargoworld.com. We’re also always available on Twitter 
(@acwmagazine), on Facebook and on LinkedIn.  

mailto:jon.ross@aircargoworld.com


http://www.thaicargo.com


americas                 africa                middle east                  asia                  europe         europe                asia                middle east                 africa                americas

6  november 2012  ACW

worldnews
Air France–KLM
has slow 
September

A ir France-KLM saw freight traffic 
plunge 6.6 percent, year-over-
year, in September, a drop in line 

with the declines the combined carrier 
recorded in the first eight months of the 
year. In response to the lower volumes, 
AF-KLM cut freight capacity by 4.4 per-
cent, year-over-year, in September.

Despite curbing capacity, Air France-
KLM saw freight load factor fall 1.4 per-
cent, year-over-year, to 63.2 percent. Even 
so, this is a slight improvement from the 
carrier’s August load factor — 60.6 per-
cent — and on par with AF-KLM’s eight-
month statistics; the combined carrier’s 
cargo load factor dropped to 63.5 per-
cent in the first eight months of 2012, a 
2.5-percent, year-over-year, decline.

Sluggish traffic to the Americas and 
Asia-Pacific regions has plagued AF-KLM 
all year long. Although the carrier record-
ed slight month-over-month growth in 
both of these regions, AF-KLM’s Septem-
ber freight volumes were still markedly 
lower than those in September 2011. Vol-
umes to the Asia-Pacific slid 10.1 percent, 
year-over-year, in September.

The carrier actually increased capacity 
to the Americas region, offering 2.3-per-
cent more freight space than in Septem-
ber 2011. Capacity outmatched demand, 
however; AF-KLM’s freight volumes to the 
Americas slid 4.7 percent, year-over-year, 
in September. 

AF-KLM’s tonnage to Africa/the Middle 
East dropped steadily in the first nine 
months of 2012, as well. Freight volumes 
were 6.2-percent lower than in January-
to-September 2011, according to a press 
release.

AF-KLM’s  pe r fo rmance  in  the 
Caribbean/Indian Ocean region bucked 
the trend, however. In addition to 
increasing capacity by 7.6 percent, 
year-over-year, the carrier recorded a 
5.9-percent, year-over-year, hike in cargo 
volumes in September. ACW

 hinese carriers Yangtze River 
Express and Navitrans; the 
new Chinese-Turkish combo 
MyCargo; and Japan’s Nip-

pon Cargo Airlines have all recently 
signed up to provide cargo service to 
Frankfurt-Hahn Airport. This new in-
take will add another 10 flights a 
week to the airport’s freighter sched-
ule, reportedly providing the poten-
tial to increase cargo traffic by as 
much as 10,000 tonnes a month.

The moves, according to Jorg 
Schumacher, managing director of 
Frankfurt-Hahn, are a benefit of the 
night-flight ban imposed at its larger 
neighbor, Frankfurt-Main. “The con-
firmation of the night-flight ban at 
Frankfurt-Main means that many air-
lines will now have to find new solu-
tions and develop alternative models 
for their cargo business,” he said.

The surprisingly rich vein of new 
cargo business struck by Germany’s 
Frankfurt-Hahn airport raises ques-
tions over the incentives and subsi-

dies offered to entice carriers to serve 
secondary gateways. 

In the case of Frankfurt-Hahn, the 
concerns are all the greater given that 
the airport is currently facing-down 
accusations of possible insolvency.

The lesser of the two Frankfurts is 
located some 65 miles from its larger 
rival and, to date, has struggled to 
dent the image of Europe’s mightier 
cargo citadel. But the imposition of 
a night-flight ban, coupled with the 
effects of the European debt crisis 
and global downturn, is forcing car-
go carriers to reassess their gateway 
options, to the detriment of Frank-
furt-Main. 

Shanghai-based Yangtze River Ex-
press started operating through Hahn 
with a B747-400F service to Beijing, 
which it plans to increase to three 
times a week. Navitrans initiated a 
weekly service linking New York, via 
Hahn, with Chengdu, using B747-
400F equipment operated by Ever-
green International Airlines.

Carriers head to 
Frankfurt-Hahn amid 
controversy
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“Since our flight from New 
York arrives in Germany at 
night and leaves again at night, 
it was obvious that we should 
run this route via Hahn air-
port,” said Luhua Dai, Navit-
rans’ general manager for Ger-
many. The flight has since been 
increased to a twice-weekly 
rotation.

Representatives for new 
joint venture MyCargo said 
they will use Frankfurt-Hahn 
to operate both scheduled 
and charter services. NCA left 
Frankfurt-Main a few years ago, but 
has chosen to re-enter the German 
market by way of Hahn, reasoning 
that a night schedule will provide it 
with a more competitive edge over 
its rivals. A contract to add a further 
U.S.-connecting carrier is expected to 
be concluded shortly.

The new additions, and the possi-
bility of even more carriers, are evi-
dence that Hahn is finally stepping 
out from under the shadow of Frank-
furt-Main. But rather than compet-
ing with Frankfurt-Main, Schumacher 
said Hahn can play a complementary 
role. He points to Aeroflot and Etihad 

Airways, which  both operate freight-
ers out of Hahn and serve Frankfurt-
Main with passenger flights.

“These examples show that both 
airports can complement each other 
on a practical level,” he said, “and 
that cooperation is possible.”

As a final boost to Frankfurt-Hahn’s 
fortunes, incumbent home carrier 
Air Cargo Germany’s prospects were 
given a much-needed boost earlier 
this year when Russia’s Volga-Dnepr 
Group acquired a 49-percent stake 
in it. The much-anticipated interface 
with VD’s line-haul carrier AirBridge-
Cargo has now materialized; two 
B747-400ERFS were recently trans-
ferred to the existing ACG fleet of 
four B747-400F units. 

The move will enable ACG to fur-
ther extend and strengthen its net-
work. In particular, it will increase 
flights to Chicago from two to three 
frequencies a week. ABC has long 
been thwarted by the German avia-
tion authorities from operating ser-
vice between Frankfurt-Main and 
Chicago and has now withdrawn en-
tirely from flying between Europe and 
North America.  

ACG will also serve Beijing for 
the first time with three flights a 
week, adding to its existing service 
to Shanghai. Flights to Mexico will 
also be stepped up from one to  two 
a week. Service to points in South 
America are also planned for the near 
future.         

Schumacher said that the presence 
of four new cargo carriers means that 
Frankfurt-Hahn is healthy, despite re-

ports of potential insolvency. 
“We’re a long way from 

being in the situation others 
say we’re in,” he said. “The 
airport has had to go through 
some difficult times, but 
we’ve managed to overcome 
them. And these contracts 
with our new cargo custom-
ers show that things are mov-
ing forward.”

All of these moves are add-
ing to the buzz at Hahn, but 
a note of caution is being 
sounded by some observers 

over Hahn’s apparent new success.
“It is quite obvious that huge incen-

tives and subsidies are being provided 
to encourage carriers to move their 
operations to these secondary gate-
ways,” one aviation analyst said. “The 
question has to be asked: ‘What is the 
long-term benefit to the airline and 
the airport with such false econom-
ics?’”

In the case of Hahn, he said, the 
question of subsidies is brought into 
even sharper focus given that the lo-
cal state government of Rhineland-
Palatinate is the majority shareholder, 
with an 82.5-percent stake. 

“In effect, local taxpayers’ money 
is being used to subsidize the airport, 
which has never made a profit, which, 
in turn, is being passed onto the carri-
ers,” the analyst said. 

Matters have certainly not been 
helped by the recent outburst by a 
member of the airport’s supervisory 
board. The board member claimed 
that falling passenger numbers meant 
the airport was rapidly using up all its 
cash reserves and was facing insol-
vency within months. Further state 
funding was seen by the critic as the 
only solution. It is a claim which has 
brought a sharp rebuke from airport 
management.

“There is no scenario where our eq-
uity, even in the medium term, could 
be used up,” Schumacher said. “As a 
result of the damage this has caused, 
we are consulting with our lawyers 
over this matter to consider compen-
sation claims.”  ACW

“In effect, local 
taxpayers’ money 

is being used 
to subsidize the 
airport, which 

has never made 
a profit, which, 
in turn, is being 
passed onto the 

carriers.” 

—Aviation analyst
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Schiphol’s SmartGate Cargo in final production stage

Amsterdam Airport Schiphol’s 
anticipated SmartGate Cargo 
initiative may be operational 

earlier than expected, according to 
Enno Osinga, senior vice president 
of Schiphol Cargo. Schiphol Smart-
Gate Cargo, which marks one of the 
first public-private initiatives in the 
airfreight sector, was initially slated 
to go live in 2014 or 2015. “Now we 
think we may be a little bit ahead of 
schedule,” Osinga said.

Conceptualized in 2009, Schiphol 
SmartGate Cargo attempts to expe-
dite and protect goods leaving the EU 
via a coordinated inspection process. 
“Together with Customs, we are build-
ing an integrated inspection facility 
both at a central location and a decen-
tralized one,” Osinga said. So far, he 
revealed, the SmartGate Cargo data-
base is ready for launch and the Cus-
toms Control Center has been built. 
Osinga said Customs officials are now 

in the process of purchasing the nec-
essary equipment for the center.

Despite the frenzy of excitement 
surrounding SmartGate Cargo, 
2012 has been a relatively mediocre 
year for Schiphol Airport. Although 
the airport celebrated a series 
of  successes — including the 
commencement  o f  A i r  Ch ina 
Cargo’s five-times-weekly service 
in September — cargo traffic has 
declined 3 percent, year-over-year.

Even so, Osinga said this figure, 
which reflects general market mal-
aise, is actually quite impressive for 
a European airport. “The positive 
side is that, whereas we’re 3-percent 
down, most of our major, big com-
petitors seem to be 10-percent down, 
[year-over-year],” Osinga said.

He believes the distinction lies in 
Schiphol Cargo’s strategy. Instead of 
waiting for business to come to the 
airport, he said Schiphol is actively 

seeking market share in high-growth 
sectors, including pharmaceutical 
transportation. Osinga said the air-
port is also concerned with bolstering 
Amsterdam’s presence in the global 
freight-forwarding industry.

“There’s an interesting study out 
there about the selection process of 
an airline for an airport,” Osinga said. 
“The outcome, ultimately, was that 
the airlines go where the forwarders 
are. Our strategy has been to get the 
forwarders to Schiphol, which we’ve 
done.”

He admits that some forwarders 
are reluctant to set up air-side facili-
ties at Schiphol right now because of 
the delicate economic situation. But 
once the market rebounds, Osinga’s 
confident that forwarders will set up 
shop at Schiphol. “The focus is on 
Amsterdam at the moment,” he said, 
“and our strategy is paying off.”

What’s less certain is how 2013 will 
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ECS acquires Italian GSA, looks to Brazil

In late summer, ECS acquired Ital-
ian GSA ATC and its data process-
ing offshoot ADP in part of a two-

pronged expansion strategy, driven 
by acquisition and organic growth. 
ECS CEO Bertrand Schmoll has also 
revealed that the company may be 
acquiring a GSA in Brazil in the near 
future. 

“It could be an acquisition,” 
Schmoll said about the company’s 
growth plans in Brazil. ECS currently 
doesn’t have much of a footprint in 
South America, but is eager to take 
advantage of the emerging market.

“The idea is for a development 

that will happen quite quickly,” said 
Adrien Thominet, ECS’ chief operat-
ing officer.

Organically, ECS is focused on 
opening new offices in Asia, especially 
in China, but also in Laos, Myanmar 
and Cambodia. Schmoll allowed that 
the company might still pursue an ac-
quisition in Asia, but that growth will 
likely stem from opening new offices.

“The market is now more open for 
GSAs in Asia, especially in China,” 
Schmoll said.

Sauro Martinelli, the head of ATC 
and ADP, is now also the senior vice 
president, commercial, at ECS. He 

explained that getting a deal done 
with ECS was a lengthy process that 
started in 2005. He was hesitant, at 
first, to give up control of the com-
panies because the family operations 
were founded by his father. But Mar-
tinelli said that he became convinced 
that joining the ECS brand was the 
best step forward.

“The know-how and the profes-
sionalism that our team had in the 
Italian market, now we can share 
it and put it in common with their 
know-how,” Martinelli said. “Now we 
have really good tools to work on a 
larger scale.” ACW

pan out, Osinga said. Will China reas-
sert itself in the cargo arena? Will the 
eurozone crisis die down? 

Osinga does know that Schiphol’s 
ready for whatever transpi res: 
stag na ncy or ex treme market 

growth. If the latter comes true, 
Osinga said, Schiphol Cargo has the 
resources to handle the inf lux of 
traffic. He revealed the airport is also 
planning to build a “very high-tech” 
trucking facility that will expedite 

the movement of cargo.
“This is the time to invest in 

infrastructure because the building 
industry is low,” Osinga said.“So quite 
frankly, when you want you invest, 
you can get good deals now.” ACW
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Saudi Cargo: 
Into West Africa

S audi Airlines Cargo has contin-
ued its push into Africa, launch-
ing Boeing 747 freighter service 

to nine new destinations. In conjunction 
with its interline partners, Saudi Cargo 
will now serve the West African cities of 
Abidjan, Accra, Cotonou, Douala, Libre-
ville, Lome, Malabo, Niamey and Oua-
gadougou from its Lagos, Nigeria hub. 
Some of the destinations will even enjoy 
five-times-weekly service, according to a 
press release. 

Peter Scholten, vice president of 
commercial at Saudi Cargo, expects 
the new routes to boost freight vol-
umes in the region tremendously and 
be a booon to Saudi Cargo’s plans for 
the region. 

“By entering into cooperation with 
our interline partners, we will be able 
to offer greater connections to our cus-
tomers as well as further expand our 
activities in this region, which has seen 
steady economic expansion over the last 
decade,” he said in a statement.

Africa’s economic growth also 
led Saudi Cargo to introduce a sec-
ond freighter on its weekly route to 
N’Djamena, Chad. The additional 
f light, which commenced in May, 
complements Saudi Cargo’s services 
to Addis Ababa, Johannesburg, Khar-
toum, Lagos and Nairobi, according to 
a press release.

Amer Abu Obeid, Saudi Cargo’s sales 
director for the Middle East, North Afri-
ca and Turkey, said N’Djamena is a stra-
tegic location for the carrier. “The cargo 
market into Chad is growing from differ-
ent points in our network,” he said.

“The addition of a second frequen-
cy will enable us to offer this service to 
our global network, with a particular 
focus on European flights connecting 
to [the Kingdom of Saudi Arabia] with 
19 freighters per week,” Abu Obeid 
added. ACW
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T         he Federal Court in Sydney 
has fined Emirates Airline 
AUD$10 million for engag-
ing in price fixing, an action 

that jump-starts the Australian Com-
petition and Consumer Commission’s 
formal proceedings against a number 
of airlines. The addition of Emirates 
— the 10th airline to settle with the 
Australian government — brings the 
monetary total for the fines levied by 
the ACCC during these proceedings 
to AUD$68 million.

ACCC Chairman Rod Sims said 
these are highest penalties to have 
ever been imposed during an ACCC 
probe. “This result sends a strong 
message that the ACCC and the 
Australian courts will not tolerate 
any business — regardless of size or 
country of origin — engaging in cartel 
conduct that harms competition in 
Australia,” he said in a statement. 
“Cartel conduct is illegal and often 
results in increased prices for 
consumers.”

In the case of Emirates, the govern-
ment watchdog charged the carrier 
AUD$7 million for participating in an 
airfreight cartel from October 2001 
to May 2006 and AUD$3 million for 
conspiring with DAS Air Cargo to fix 
prices on airfreight shipments from 
Australia. Federal Court judge Anna 
Katzmann also ordered Emirates to 
restrain from this behavior for five 
years and to pay $500,000 toward the 
ACCC’s costs.

Last month, the Federal Court in 
Sydney began hearing the Australian 
commission’s cases against Singapore 
Airlines, Cathay Pacific, Air New Zea-
land and Thai Airways. The ACCC 
is also forging ahead with its case 
against Garuda Indonesia, following 
a High Court ruling in September that 
the airline was ineligible for foreign 
state immunity.

“The ACCC has been pursuing this 
large and complex litigation for four 
years, so the October trial will be an 
important milestone in our continu-

Australian court fines 
Emirates for price fixing

http://www.emirates.com
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Lufthansa Cargo began operat-
ing MD-11 freighter service from 
its Frankfurt Airport hub to Tel 

Aviv’s Ben Gurion International Air-
port on October 28. The new route, 
which will likely be inundated with 
pharmaceutical exports from Israel, 
significantly boosts the German car-
rier’s presence in the Middle Eastern 
market. 

Freight flights will depart for Tel 
Aviv every Tuesday, Wednesday and 
Sunday nights, as well as in the late 
morning on Fridays, and return to 
Germany via Istanbul every Tuesday, 
Wednesday and Sunday. Friday is the 
only day Lufthansa Cargo will operate 
direct service from Tel Aviv to Frank-
furt, according to a press release.

These flights signal good news for 
the carrier, which saw volumes slide 
8.9 percent, year-over-year, from 

January to September. A 
12.9-percent, year-over-year, 
decline in demand from the 
Asia-Pacific region, as well 
as general economic malaise, 
impaired Lufthansa Cargo’s 
airfreight traffic during the 
first nine months of 2012, 
according to reports.

Despite this decline, the 
carrier’s load factor only 
dropped 0.3 percent, year-
over-year, from January to 
September, totaling 69 per-
cent. Karl Ulrich Garnadt, 
chairman and CEO of Lufthan-
sa Cargo, credited this success with 
strong aircraft utilization.

“Knowing  how vo la t i l e  the 
airfreight business is and [being] 
aware of the importance of exercising 
maximum flexibility, we make a point 

of focusing particularly on capacity 
management,” he said in a statement. 

“Whenever fuel prices are high, the 
rule that only high load factors enable 
a cargo airline to fly profitably applies 
more than ever, he continued.” ACW

ing fight to stop cartel conduct,” Sims 
added at the time of the Emirates an-
nouncement.

The ACCC isn’t the only govern-
ment agency doling out fines for price 
fixing, however. In September, the 
U.S. Department of Justice charged 
Japanese forwarder Yamato Global 
Logistics Japan Co. Ltd. $2.3 million 
for conspiring to fix fees on airfreight 

shipments from Japan to the U.S. 
from September 2002 until at least 
November 2007.

The DOJ has levied more than 
$100 million in criminal fines since 
it launched its price fixing investiga-
tion in early 2006. Last year, the U.S. 
agency slapped six other Japanese 
freight forwarders with fees totaling 
$46.8 million for their participation in 

an airfreight cartel.
The High Court of New Zealand 

has also taken a stand against price 
fixing and most recently ordered Ja-
pan Airlines to pay NZ$2.28 million 
for participating in an airfreight car-
tel. In July, Korean Air was charged 
with similar behavior and became the 
latest carrier to settle with Canada’s 
Competition Bureau. ACW

Lufthansa Cargo launches MD-11 service to Tel Aviv

Volga-Dnepr builds MRO facility in UAE

V olga-Dnepr Group has begun 
construction on a hangar 
facility at Sharjah International 

Airport that will provide maintenance, 
repair and operations services for 
both cargo and passenger aircraft. 
Volga-Dnepr Technics will operate the 
20,000-square-meter hangar, which is 
slated to open in January.

The company’s Victor Sherin said 
the new facility will cater especially to 

airfreight operators. 
“The Sharjah Airport Free Zone is 

well known as a vast cargo center for 
the whole Middle East region, and this 
investment will allow flight operators 
to effectively solve any maintenance-
related issues that arise during the 
operations, from line maintenance to 
heavy checks,” he said in a statement.

According to a press release, the 
hangar will be situated in the future 

heart of Volga-Dnepr’s MRO facility 
and will be able to accommodate 
up to six narrow-body aircraft 
or two Boeing 747s. The facility, 
which will service both Western and 
Russian craft, will feature advanced 
ventilation systems and a certified 
fire protection system. The MRO base 
will also be equipped with space for 
repair workshops, storage facilities 
and offices. ACW



http://cargo.koreanair.com
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IATA: Korea big on 
e-freight

I n t e r n a t i o n a l  A i r  T r a n s p o r t 
Association CEO Tony Tyler has 
lauded Korean carriers for supporting 

the global e-freight initiative, including 
the introduction of air waybills. Ensuring 
that Korea remains at the forefront of 
the flight sector, however, will require 
the nation to develop new policies that 
enhance the competitiveness of aviation, 
he explained.

Even so, Tyler praised Incheon Interna-
tional Airport in Seoul for building an infra-
structure that supports aviation. Incheon, 
which enjoys the No. 5 spot in Airports 
Council International’s most recent rank-
ing of the world’s busiest cargo airports, 
has gone to great lengths to boost traffic, 
he explained. In 2007, for instance, the 
airport reduced its landing fees for 2008 
through 2010 by 10 percent.

Tyler recommended that Incheon run 
a similar promotion today to attract even 
more traffic. 

“Whether it be decisions on charges, 
construction or airport privatization, it 
is critical that Korea’s competitiveness 
be the guiding factor,” he said in 
a statement. “You have created a 
great competitive advantage with the 
excellent facilities at Incheon, which are 
competitively priced. Don’t lose that 
advantage.”

Ty l e r  a l s o  add re s s e d  Ko rea’s 
stalwart opposition to the EU Emissions 
Trading Scheme, thanking the nation 
for supporting the International Civil 
Aviation Organization’s approach to 
global sustainability. Korea is also part 
of the 25-state-strong coalition that has 
congregated around the globe to voice 
its opposition to the EU ETS — an action 
Tyler applauds.

“Nobody wants a trade war,” Tyler 
said in a statement. “Convincing Europe 
to create the space for success in the 
ICAO discussions by somehow lifting the 
immediate threat of its unilateral actions 
is a top priority.” ACW 

Qantas partners for a 
better cargo future

  handler in Melbourne 
was in for a nasty shock 
in September when he 
opened the hold of a Qan-
tas plane just in from 

Brisbane. A crocodile had escaped 
from its container and was roaming 
through the cargo hold. According to 
Qantas, the animal was not fully 
grown and could be captured with-
out incident.

The airline’s management has been 
grappling with more sizable challeng-
es in recent months, which has led to 
a tectonic shift in its cargo landscape 
as well as its long-haul strategy and 
carrier alliances. The latest move, an-
nounced in early October, saw Qantas 
walk away from a joint venture with 
Australia Post. 

Qantas relinquished its stake in 
StarTrack, which will be taken over 
by the post. In turn, Australia Post 
is relinquishing its 50-percent stake 
in Australian air Express, which 
Qantas intends to merge into its 
Freight division.

Qantas management described the 

divesture of StarTrack as a step to 
shift away from non-core activities, 
whereas the takeover of Australian 
air Express would strengthen its core 
business. “Through this acquisition, 
we will be able to offer an integrated 
airfreight product across domestic 
and international networks,” Qantas 
CEO Alan Joyce declared. The com-
bined business will market the belly 
capacity of all domestic and interna-
tional flights of Qantas and low-cost 
sister airline Jetstar, operating a fleet 
of freighters and cargo-handling facili-
ties in 16 stations.

The sale of the StarTrack stake will 
bolster Qantas’ balance sheet by some 
AUD$408 million. The airline and 
Australia Post paid AUD$375 million 
each back in 2003, but results were 
not up to expectations. 

StarTrack earned AUD$20 million 
in 2011 and AUD$12.5 million the 
year before. Australian air Express 
recorded a plus of AUD$17.4 million 
in 2011 and AUD$13 million the year 
before.

The airline is going through a 

Qantas’ partnership with Emirates points to changes for the carrier’s cargo business 
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Hactl looks ahead to a very different 2013
he new year wil l bring a 
number of changes for Hactl. 
In addition to finally getting 
serious about a new venture, 

HDHL, which seeks to export the 
Hactl brand from its base at Hong 
Kong International Airport to other 
Asian airports, officials are prepar-
ing for the loss of their biggest cus-
tomer, Cathay Pacific Airways, said 
Mark Whitehead, the firm’s manag-
ing director. 

“Next year, the game-changer 
comes in the form of Cathay mov-
ing out, but it’s something that we’ve 
anticipated and known about for a 
very long time,” Whitehead revealed. 
Whitehead added that when Cathay 
moves its operation into its new ter-
minal early next year, the dynamic at 
HKIA will completely change.

“You cannot replace Cathay with a 
new customer; it’s too big of a player,” 
he said. “My priority is to make sure 
that we maintain existing customers.” 
Whitehead added that there have 
been a few new customers flying into 
HKIA, but there haven’t been nearly 
enough to fill the void that will be left 
by Cathay.

“We have to gear the company up 
to be at the right size for the lesser 
volume,” he said. “That’s a priority. 
There’s no point in carrying a higher 
cost base than you need.”

Whitehead said Hactl should end 
the year with just more than 2.7 mil-
lion tonnes, which is partly a reflec-
tion of increased Asian transshipment 
activity. Tonnage to Europe is down, 
but activity to the U.S., which had 
been a bit sluggish, will end 2012 with 

about the same numbers as 2011, 
Whitehead said.

The Gulf carriers, he said, are do-
ing well, and in a year that had ba-
sically mirrored 2011 as far as ton-
nage, September finished with a small 

fundamental change in strategy and 
structure, as its top brass is trying to 
reverse the flow of red ink. For the 
fiscal year that ended on June 30, 
Qantas posted a net loss of AUD$244 
million, which the carrier’s chairman 
attributed chiefly to AUD$376 
million in costs associated with 
the implementation of a five-year 
turnaround plan. In addition, Qantas 
was hit in the past fiscal year with a 
record fuel bill that was up AUD$645 
million from the previous year. An 
AUD$194 million impact from an 
industrial dispute last year and the 
grounding of its fleet didn’t help the 
bottom line.

One of the first actions taken by 
the board in the aftermath of the 
presentation of the annual report 
was to wipe out a sizable chunk 
of expected belly-hold capacity; 
management cancelled an order for 
35 B787 aircraft. But in September, 
Qantas and Emirates  Airline unveiled 
plans for a strategic 10-year alliance, 
which is set to change the Australian 
carrier’s approach to flying into 

and out of Europe; the new plan 
will also unravel its long-standing 
partnership with British Airways. But 
the ramifications for cargo are still 
unclear.

Under the new alignment, which 
the partners hope to kick off in April, 
Qantas will serve Europe by way of  
Dubai. The carrier will no longer use 
Singapore as a transit point between 
Europe and its home market. Qantas 
is also going to scrap all of its 
flights into  Frankfurt. According to 
management, this wasn’t a shocking 
turn of events because the route, they 
said, was doomed in any case. 

The board members have made 
it abundantly clear that the alliance 
with Emirates Airline will go far 
beyond interline and codeshare 
activities. While there is not going to 
be any equity swap, the pair is aiming 
for integrated network collaboration 
with coordinated pricing, sales and 
scheduling as well as a benefit-
sharing model.

“This is the most significant part-
nership the Qantas Group has ever 

formed with another airline, moving 
past the traditional alliance model to 
a new level,” Joyce stated.

Qantas and Emirates have yet to 
address how their partnership is go-
ing to pan out in the cargo arena. Ram 
Menen, senior vice president of cargo 
at Emirates, had no details on likely 
synergies and approaches to coopera-
tion. “Emirates SkyCargo and Qantas 
are in discussions to create synergy 
between our networks which will fur-
ther enhance our reach and connec-
tivity, and bring benefits to both orga-
nizations,” he said.

Qantas Freight did not escape 
the ravages of market downturn and 
high fuel costs. In the past fiscal year, 
freight revenue sank 6.9 percent, 
while earnings before interest and 
taxes dropped 27 percent to AUD$45 
million.

The loose crocodile on the Bris-
bane-Melbourne flight was moved to 
safety  by Australian air Express. Qa-
ntas management surely hopes that 
its takeover will not yield further un-
pleasant and startling surprises. ACW

Cathay Pacific will go it alone at HKIA 
next year



ACW november 2012  15

          americas                  europe                 asia                 middle east                 africa           americas                  europe                 asia                 middle east                 africa 

gain. “All in all, I’ve got no complaints 
with this year; I think we’ll end up all 
right,” he said.

Ma inta in ing  customers  and 
streamlining operations are goals, 
but growth is still very important for 
Hactl. The HDHL program — which is 
still in “early days,” he said — will try 
to spread Hactl’s influence through-
out Asia. The goal is to introduce ev-
erything from consulting services to 
new joint ventures and straight-for-
ward investments to other airports.

Of course, the main opportunity for 
growth at HKIA is the third runway, 
which has been approved, in prin-
ciple, by the airport’s CEO and has 
received support from the public. The 
current development stage includes 
environmental impact assessments, 
which should take 18 months. Assum-
ing the environmental studies don’t 
bring up any issues, Whitehead said, 

the runway, once development starts, 
will be open in 10 years.

A decade is a long time to wait, but 
Whitehead said that a third runway 
is absolutely necessary to ensure the 
continued health of HKIA and, it goes 
to reason, the growth of Hactl at the 
airport. But Whitehead can see that 
other airports in the region might 
seek opportunity in the 10-year lead 
time. Airports in the Pearl River Delta 
like Shenzhen and Guangzhou, he 
said, will most likely try to draw as 
much business as they can from Hong 
Kong during the development stage. 
But ultimately, the only way forward 
is a third runway.

“I’d be extremely concerned if [a 
third runway] didn’t happen because 
then you don’t have any growth 
potential,” he said. “You can’t grow 
with the airlines if they can’t land 
there.” ACW

“Next year, the 
game-changer 
comes in the 

form of Cathay 
moving out, but 

it’s something that 
we’ve anticipated 
and known about 

for a very long 
time.”

— Mark Whitehead, 
Hactl

http://www.antonov.com
mailto:sales@antonov.kiev.ua
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Atlanta 
welcomes 
Air Cargo Germany

Air Cargo Germany began fly-
ing twice-weekly Boeing 747 
freighter services into Harts-

field-Jackson Atlanta International Air-
port last month, a development Atlanta 
Mayor Kasim Reed announced during 
The International Air Cargo Associa-
tion’s Air Cargo Forum. To continue their 
push to attract even more cargo to the 
airport, officials will also be adding a 
100,000-square-foot cargo facility to 
Hartsfield-Jackson. The development has 
yet to be designed, but is expected to be 
built in 2014.

Br inging A ir Cargo Germany to 
Atlanta and building a new cargo facility 
are all part of the mayor’s plan to make 
Atlanta a hot spot for cargo. With the 
addition of Air Cargo Germany, Emirates 
is the only top-10 cargo carrier that 
doesn’t fly into the city.

“My long-term goal is to make the 
city of Atlanta the logistics hub for 
the Western Hemisphere,” Reed said. 
“That’s where we’re going.”

Reed went  on to  exp la in  tha t 
bringing cargo to the cit y not only 
brings in revenue and increases the 
city’s cargo stature, but it also helps 
generate more jobs than new passenger 
services. Passenger crews, he said, live 
all over the world and don’t necessarily 
help increase Atlanta’s employment 
figures.

“Robust air cargo operations,”  Reed 
said, “have employees that live in the 
communit ies near and around the 
airport.”

Airport officials are hard at work on 
a new masterplan, and officials said that 
cargo is a priority for the new strategy 
document. While Atlanta is currently 33rd 
on Airports Council International’s list of 
the top 100 cargo carriers worldwide, 
a fresh approach to cargo could help 
Atlanta climb that list.  ACW

The European Un ion has 
asked the World Trade Orga-
nization to issue $12 billion 
in annual sanctions against 

the U.S. government, stemming from 
what it sees as non-compliance with 
an earlier ruling by the WTO. The 
EU has also requested the formation 
of a compliance panel by the WTO 
to investigate the U.S. government’s 
reluctance to cease federal subsidies 
to Boeing. 

The EU contends Boeing was to 
stop receiving subsidies as of March, 
when the WTO decided that Boeing 
was being supported illegally. Accord-
ing to the EU, the U.S. government 
claimed that it removed the subsidies 
last month, but “provided no detailed 
evidence to support its claims.”  

“The United States’ failure to end 
aircraft subsidies continues to cost 
European aerospace companies bil-
lions of euros in lost revenue,” Karel 
De Gucht, the EU’s trade commis-
sioner, said in a statement. “By tak-
ing action today, the European Union 

continues to ensure that every one 
of our trading partners plays by the 
rules, and that every effort is made to 
create a level playing field for Euro-
pean companies and workers.”

The WTO’s spring decision gave 
the U.S. government six months to 
remove the subsidies. According to 
the EU’s initial complaint, federal 
subs id ies  received by Boei n g 
between 1989 and 2006 equaled 
$19.1 bill ion. The panel rejected, 
though, that some tax breaks were 
actually subsidies, and found that the 
federal subsidies actually amounted 
to at least $5.3 billion. 

On September 23, the U.S. govern-
ment notified the WTO that is had 
withdrawn the subsidies in question. 
Four days later, the EU requested 
that the WTO take countermeasures 
against the U.S. for failing to eliminate 
the subsidies. The WTO was scheduled 
to take up the issue, titled “Measures 
affecting trade in large civil aircraft,” 
during its October 23rd meeting. 

This is just the latest volley in 

EU puts U.S. on the 
ropes over subsidies
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what has been a long back and forth 
between Airbus and Boeing over so-
called illegal subsidies. The decision 
by the WTO, and the resultant action 
of the EU, has pleased Airbus.

“Airbus is grateful to the EU Com-
mission for taking consequential ac-
tion. However, this is nothing but the 
next step in a trade conflict that was 
launched in 2004 by Boeing,” Airbus’ 
Maggie Bergsma said in a statement. 

“Boeing has been denying the 
decades of government support 
for years but was finally faced with 

a sweeping judgment in March. We 
regret that Boeing continues a legal 
battle that should have long been 
resolved by a mutual agreement. We 
made offers time and again but are 
ready to fight it through if the other 
side wishes to do so,” she continued.

The European manufacturer is 
also focusing on the U.S. for non-
subsidy reasons. Seeing an opening in 
the manufacturing industry, officials 
recently announced plans to double 
their annual $12 million investment in 
U.S. manufacturers by 2020. 

For now, investment efforts 
are concentrated in the Southern 
California region — most notably, 
the Los Angeles area. This region 
has seen annual Airbus business and 
investment of more than $1 billion, 
according to a company press release. 
The manufacturer also is looking 
ahead to its first U.S. production 
facility, which will be located in 
Mobile, Ala. Announced in July, 
the development is expected to be 
operational by 2015, with the first 
planes being delivered in 2016. ACW
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Almost a year into American 
Airlines’ restructuring process, 
rumors are swirling about a 

potential merger with US Airways. 
While Kenji Hashimoto, the carrier’s 
new cargo head, recently said he can’t 
talk about any potential merger due 
to a non-disclosure agreement signed 
with US Airways, and that there is 
no disclosed timeline for such a deal, 
he was interested in chatting about 
what he said has been a successful 
restructuring. 

“We’re still two months shy of the 
one-year mark,” he said in October 
of the carrier’s restructuring amid its 
emergence from bankruptcy. “There’s 
no timeline that says we’re X-percent 
done, but judging by how long we’ve 
been at it and how far we’ve come, I 
think we feel pretty good.”

Hashimoto, who had his official 
coming out party as the new boss at 
the CNS Partnership Conference in 
May, said the carrier has been working 
hard in the past few months. He came 
to the cargo side of the business after 
three years as vice president of strate-
gic alliances, where his focus was on 
the passenger arena. Though he ad-
mits that a lot is different in the cargo 
industry, and he has a bit of a steep 
learning curve, he has been able to 
take some of his passenger skills and 
implement them in a cargo landscape.

“The business is different than 

the passenger side,” he said. “At 
the same time, though, there are a 
lot of opportunities that look, from 
a distance, a little like things that 
are in passenger, but they execute 
differently. So you just have to have a 
really strong team around you, which I 
do, or you need to be working with the 
best customers or the best partners to 
make that work.”

And he has done more than make 
it work. Flown-as-booked numbers 
on the cargo side are actually up, and 
the passenger business experienced 
a boost in the second quarter. This is 
the most important aspect to him — 
keeping a thriving business while fig-
uring out the path forward. Hashimo-
to and other officials have also been 
working through the “nitty-gritty” of 
the carrier’s post-bankruptcy financ-
ing and have sewn up new contracts 
with all but one of the carrier’s em-
ployee unions.

But all he could say about a merger 
was, basically, that he couldn’t com-
ment. “At the right time, people will 
either have something to say or not 
say,” he said.

One thing he could definitely talk 
about is the impending fleet boost 
American will receive at the end of 
this year or the beginning of next 
year. As part of AA Cargo’s restruc-
turing process, airline officials have 
called for 20-percent growth over 

the next seven years, and the deliv-
ery of nine Boeing 777-300ERs will 
certainly help the carrier reach that 
goal. Hashimoto sees these planes be-
ing used on routes from the U.S. to 
London and to Sao Paulo, which will 
increase capacity on those lanes, but 
will also help transform the rest of 
American’s network.

“In some cases, those 777-300s will 
be pushing a 777-200 out to another 
place or maybe pushing that 777-200 
into a place where a 767-300 was fly-
ing, and you have these interesting 
knock-on effects,” he said. “There’s 
going to be secondary effects as 
these 777-300s come into play where 
we might see even more interesting 
planes flying into places where we 
have smaller planes flying in today.” 

Another expansion avenue, Hashi-
moto said, is to grow through part-
nerships and interline agreements. 
The trick, he added, is to limit agree-
ments to airlines that truly can work 
as pointers and to keep the customer 
in mind with every change. With the 
customer as the supreme focus, he 
said, expansions through fleet chang-
es and new partnerships will help 
American thrive. 

“There are opportunities out there 
to do what we do even better,”  he 
said. “As long as we keep the custom-
er at the center of everything, I think 
good things will happen.” ACW

AA Cargo moves forward through restructuring
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A fter two short months on 
the job, an “energized” Tony 
Charaf, the new chief cargo 

officer at Delta Air Lines, is turning 
his focus to the operations side of 
the business.During an interview at 
the Air Cargo Forum in Atlanta last 

month, he said that Delta is striving 
to improve operational deliveries and 
institute Six Sigma and other lean 
principles — ways of doing business 
he picked up during his time on 
Delta’s technical operations team. 

“We want to have a process in 
place that is sustainable, that is pred-
icable, that will deliver consistent 
results to our customers. This is re-
ally the key — the consistency of the 
product,” he said.

Charaf said he believes stream-
lining Delta’s processes will help 
grow the business. He noted that 
the carrier is currently not operat-
ing at 100-percent load factor, a fact 
that could be improved with better 
organization. In addition, Charaf is 
looking at more ways to connect for-
warders and shippers to the airline 
through IT solutions, giving the sup-
ply chain more visibility and allowing 
for better analysis.

For these improvements in effi-

ciency to come during dark econom-
ic and political times is no easy task. 
Charaf noted that the eurozone cri-
sis might go deeper than most peo-
ple think — “Twenty five-percent 
unemployment in some countries? 
That is outrageous.” — and the 
Middle East is in an uneasy political 
time. China, he added, is sluggish 
due to the slow U.S. economy, and 
Japan has an export issue.

“The market dynamics right now 
are very difficult,” he said. “The econ-
omies around the world are really 
very challenging.”

Even amid the storms, Charaf is 
confident that staying the course 
w i l l lead to grow th for Delta’s 
cargo business. He pointed to the 
strength of his new team as one 
way the carrier will rise above the 
dark times. “I’m energized, I’m hap-
py, I’m proud — all of that,” he said. 
“I inherited a wonderful organiza-
tion, wonderful people.”ACW

A leaner Delta is poised for future growth 

Southwest Airlines recorded an 11.4-percent, 
year-over-year, spike in freight operating revenue in 
the third quarter of 2012, which ended September 
30. The U.S. carrier also saw growth in this segment 
from a nine-month perspective; cargo operating 
revenue surged 14.6 percent, year-over-year, from 
January-to-September 2011… FedEx has opened 
a S$97-million hub at Singapore Changi Airport, a 
move that will enhance its operations in Southeast 
Asia and boost access to global markets. The hub, 
which is FedEx’s largest consolidated facility in the 
Asia-Pacific, houses air, ground and clearance op-
erations… Delta Air Lines transported 201,698 
tonnes of cargo in September, a 3.2-percent, 
year-over-year, increase. The carrier has also seen 
an uptick in freight volumes from a nine-month 
perspective; Delta’s traffic surged 1.1 percent from 
January-to-September 2011. Rival American Air-
lines hasn’t seen similar increases, however. Ameri-
can Airlines’ freight traffic plunged 8.3 percent, 
year-over-year, in September, while cargo volumes 
receded 1.2 percent from the first nine months of 
2012… The U.S. Federal Aviation Administra-

tion has granted three commercial space transpor-
tation projects in California, Colorado and Hawaii 
nearly $500,000 in matching grants. In a state-
ment, FAA Acting Administrator Michael Huerta 
said the grants “help keep America competitive by 
investing in space transportation infrastructure de-
velopment.” … C.H. Robinson Worldwide has 
agreed to purchase freight-forwarding rival Phoenix 
International Inc. for $635 million in cash and stock 
options. C.H. Robinson expects the deal, which is 
slated to close in the fourth quarter of 2012, will 
modestly add to earnings per share in the first 
year, while boosting C.H.’s international freight 
forwarding activities. “We see significant long-term 
opportunity in international forwarding as global 
trade expands, scale and technology continue to 
become more important, and shippers increasingly 
look to transportation providers to provide global 
services,” C.H. Robinson CEO John Wiehoff said in 
a statement. “Together, Robinson and Phoenix will 
be in a strong competitive position to capitalize on 
those growth opportunities and continue expand-
ing our market share,” he added. ACW
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China Airlines 
signs on with 
SkyTeam Cargo

China Airlines has become the 10th 
member of the SkyTeam Cargo 
alliance. James Yu, senior vice 

president of China Airlines, and Tony Charaf 
of Delta Air Lines, one of the founding 
members of SkyTeam Cargo, signed an 
agreement at the TIACA Air Cargo Forum 
welcoming the Asian carrier. While China 
Airlines joined the alliance on the pas-
senger side a year ago, the carrier has only 
now linked up with the cargo team. 

According to Chong Choy of Air France-
KLM, this new addition is in line with 
growth plans. During the press conference, 
he talked about wanting to be somewhere 
in the middle of the pack among the three 
major alliances — oneworld, SkyTeam and 
Star Alliance. oneworld currently boasts 12 
members, while Star Alliance currently has 
27 airlines in its membership.

“Do we want to be bigger than Star 
Alliance? No,” Choy said during the press 
conference.

Yu said becoming a member of the cargo 
organization is integral to the airline’s de-
velopment. Joint marketing efforts, common 
warehouse handling and the exchange of 
business knowledge are a few of the orga-
nizational benefits that will help strengthen 
China Airlines’ cargo brand, he said.

“To welcome this new epoch in China 
Airlines’ history, we pledge to work closely 
with our partners for the bright future of 
SkyTeam Cargo,” he said at the event. 
“We are extremely proud to be a member 
of SkyTeam Cargo and will do our best 
to make SkyTeam Cargo proud of China 
Airlines.” ACW

20  november 2012  ACW

Economic malaise in key mar-
kets has led cargo leaders to 
look to new regions for growth 
— a point driven home dur-

ing “The CEO Viewpoint” session at 
TIACA’s 26th International Air Cargo 
Forum and Exposition in Atlanta. 
Mexico and Brazil are two of the 
emerging markets these leaders listed 
as potential hotspots for cargo during 
the session. 

Four CEOs — Mitch Nichols of 
UPS, Richard Anderson from Delta 
Air Lines, Atlas Air’s William Flynn 
and CEVA Logistics’ John Pattullo — 
as well as Brian Kelley, Coca-Cola Re-
freshments’ chief product supply offi-
cer, discussed the key issues currently 
facing the global airfreight industry. 
Chief among them is the sluggishness 
permeating world markets.

Pattullo cited the eurozone crisis as 
having an especially marked effect on 
the global airfreight sector in 2012. Un-
fortunately, he doesn’t anticipate a sud-
den resurgence in the coming months.

“I don’t see it getting better for the 
next three or four years,” he said dur-
ing the panel. As a European compa-
ny, he said CEVA Logistics, like many 

others, will “continue to battle for 
share in a relatively stable, sluggish 
economy.”

Delta’s Anderson said the contin-
ued “choppiness” of the European 
economy has led the carrier to reduce 
capacity to the region. Globally, Delta 
has trimmed capacity by 3 percent, 
year-over-year, in 2012 — a byprod-
uct of stalled demand in key markets. 
Even so, Anderson sees a lot of po-
tential in emerging markets. From a 
cargo standpoint, he said, “Mexico is 
doing well; Brazil is going well.”

But Anderson thinks the economic 
problems in the U.S. are a bit over-
blown. “The U.S. appears to be a bit 
stronger that what we read about in 
the paper,” he said. “Corporate prof-
its are really solid, and U.S. produc-
tivity is at all all-time high.” He said 
U.S. housing markets have bottomed 
out, which bodes well for the nation’s 
economy.

UPS’ Nichols didn’t dispute these 
points during the executive roundta-
ble, but said that U.S. carriers should 
look beyond their domestic market 
for growth. He said 70 percent of the 
global purchasing power is outside of 

TIACA AIr CArgo Forum

                ATlAnTA                 CompleTe CoverAge      CompleTe CoverAge CompleTe CoverAge     CompleTe CoverAge                        ATlAnTA

At ACF, cargo execs look 
worldwide for signs of life

Moderator Ali Velshi talks with (from left) Richard Anderson of Delta Air Lines, Mitch 
Nichols of UPS Airlines, William Flynn of Atlas Air, John Pattullo of CEVA Logistics and 

Brian Kelley of Coca-Cola during “The CEO Viewpoint,” a panel discussion.



U.S. Secretary of Transportation 
Ray LaHood detailed how air-
freight will help achieve Presi-

dent Barack Obama’s goal of doubling 
exports during the keynote address he 
presented at the ACF. In his speech, 
LaHood also reinforced airfreight’s im-
portance to the U.S. economy.

President Obama set the goal in 
2010, LaHood said, and achieving it 
will depend on a “thriving air cargo 
industry to help America’s leading in-
dustries move their products to mar-
ket quickly and efficiently.” 

Airfreight is such a big business in 
the U.S. that it accounts for 31 per-
cent of the total value of U.S. exports, 
LaHood added.

Ensuring that the supply chain 
isn’t held up by kinks in the system 
requires monetary investments, how-
ever. During his keynote address, La-
Hood cited the success of the DOT’s 
Transportation Investments Generat-
ing Economic Recovery, or TIGER, 

grant program, which be-
stowed $953 million on 50 
freight-related projects in 
the U.S. over four rounds.

“These TIGER freight-
related projects will help 
speed delivery of products 
from factories, farms and 
businesses to customers 
across the United States 
and around the world,” La-
Hood told ACF attendees. 
“Now, improving freight 
movement also means listening to 
the people who count on freight — 
the freight and logistics industry, the 
states, businesses and consumers.”

LaHood pointed to the new Freight 
Policy Council as a response to this 
need. The council, which held its first 
public meeting in September, will be 
instrumental in meeting President 
Obama’s export goal, LaHood said.

MAP-21 is another key pillar in the 
strategy, he asserted during the key-

note address. The 
new transporta-
tion bill, which 
was signed into 
law this summer, 
“does a number 
of good things for 
freight,” LaHood 
said. “For one, it 
calls on us to work 
with the states to 
plan our freight 
investments more 

systematically, so that we can achieve 
our national goals.” The financial 
grants provided in MAP-21 will also 
enable renovations to the nation’s in-
termodal freight network, he added.

And what’s good for cargo is good 
for the U.S. economy, LaHood reiter-
ated throughout his keynote speech. 
“A strong air cargo industry expands 
international trade and contributes to 
job creation and prosperity at home,” 
he said. ACW
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DOT secretary: Air cargo important to U.S. export goal

the U.S. — a fact propelling demand 
for new routes to emerging markets.

Atlas Air has been on a growth 
trend lately, despite the sluggish eco-
nomic conditions. Flynn revealed that 
Atlas Air is increasing capacity by 18 
percent this year, a trend that will 
continue into 2013.

He said demand is coming from the 
growing population of global, sophis-
ticated consumers. Flynn pointed to 
the higher perishables traffic between 
Latin America and Southeast Asia as 
an example of this.

Ensuring that such flights aren’t 
held up by logistics will require the 

airfreight sector to take cues from 
the passenger business, Anderson as-
serted. “We’re still running a paper-
based business,” he said. Anderson 
maintained that the airfreight sector is 
in vast need of a technology upgrade, 
an idea championed by the global e-
freight initiative. ACW

MidAmerica St. Louis Airport 
has inked a deal with Ningbo 
Lishe International Airport, 

establishing a route between the 
Americas and the Zhejiang Province 
of China. The partnership has been in 
the works since January, but officials 
unveiled it at the ACF. Cargo flights 
will kick off in December.

MidAmerica St. Louis Airport Di-
rector Tim Cantwell said Ningbo air-
port is currently selecting a carrier 

to perform an east-west route, while 
officials are in final talks with a north-
south carrier. He said airports typi-
cally don’t connect buyers and sellers.

“But we’re small enough and hun-
gry enough that we’re trying new 
things,” Cantwell said. “We’re finding 
new freight and new export markets.” 

North Bay Produce Inc., which 
opened a $5.7 million perishable ware-
house at MidAmerica in June, will be 
one of the first benefactors of the new 

route, Cantwell said. 
Ningbo officials are also doing their 

part to prepare for cargo traffic. As 
part of a $1.3 billion airport renova-
tion initiative, the airport has commit-
ted to building a 164,042-square-foot 
airfreight terminal. 

“Ningbo is a second-tier airport, 
but they’re in a premier perishables 
center with their [billion-dollar] ad-
vancement in their improvements,” 
Cantwell said. ACW
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MidAmerica to collaborate with Chinese airport
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“The Cats Meow Again,” from November 1948, has been 
published here in its original form.

To continue reading the story, visit   www.aircargoworld.com/back-Pages
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Build on Your Success at IAD

Loudoun County, Virginia – home of  Washington Dulles International Airport – has 
more land zoned for commercial development than other communities close to the 
nation’s capital:

l 500 acres zoned for industrial development near Dulles International Airport.
l 600 acres zoned for office park development.
l 600 acres zoned for flex development.
l 700 acres zoned for mixed-use development.
l 700 acres zoned for transit development. 

Call about building or expanding your advanced logistics and freight forwarding 
operations near IAD today: 

1-(800)-LOUDOUN or visit 
www.biz.loudoun.gov/ACW.

http://www.biz.loudoun.gov/ACW
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 hile a number of airlines are curbing 
capacity and cancell ing routes, 
many Middle Eastern freight carri-
ers are bucking the trend. Emirates 
SkyCargo, for instance, is in full-

fledged expansion mode, Ram Menen, the carrier’s senior 
divisional vice president of cargo, asserts. “We just can’t 
get our hands on airplanes fast enough,” he says. He 
points to the United Arab Emirates-based carrier’s push 
into the Americas as a manifestation of this.

Since January, Emirates Skycargo has launched three 
routes to the continental U.S., the most recent of which is 
to Washington, D.C. This route, which complements the 
carrier’s new services to Dallas/Fort Worth International 
Airport and Seattle Tacoma International Airport, is pro-
pelled by the 113-percent, year-over-year, increase in UAE 
exports to the U.S. in 2011. “The U.S. is a big market for 
us,” Menen says. He says the new routes have been so 
profitable, in fact, that Emirates SkyCargo is looking to 
increase capacity on each of them. 

Europe and Latin America are also on the carrier’s ra-
dar, Menen says. After commencing service to Madrid in 
2011, Emirates SkyCargo immediately launched a second 
freighter to the Spanish city. Heightened demand simi-
larly led the carrier to institute nonstop service to Lisbon 
in July, a move that came only six days after Emirates 
SkyCargo launched flights to Barcelona. Menen cites the 
carrier’s new services to Rio de Janeiro and Sao Paulo, 
Brazil, as showing immense growth potential, as well. 
Basically, Menen says, Emirates SkyCargo isn’t looking to 
expand in one particular region — it’s targeting the entire 
world. “You can connect the dots,” he says, laughing.

Saudi Cargo is on a similar growth trajectory, according 
to Peter Scholten, the airline’s vice president, commercial. 

On March 25, the carrier instituted twice-weekly freight 
service to Saigon, with routings to Vienna and Frankfurt 
commencing on the same day. Scholten maintains that the 
latter destinations are particularly key to Saudi Cargo’s 
growth strategy. “Frankfurt is the financial and transpor-
tation center of Germany — the largest and most impor-
tant market in the European Union — while Vienna is the 
gateway to Eastern Europe,” he says.

And, Europe, Scholten says, is Saudi Cargo’s biggest 
growth market. Despite the financial turmoil in the eu-
rozone and the havoc it’s wreaking on worldwide trade, 
the carrier has doubled its business in Europe this year. 
“Basically, we took back business to places we should have 
been flying to before,” Scholten says.

Saudi Cargo is also thriving in African markets, he as-
serts. Together with its interline partners, Saudi Cargo 
now serves the West African cities of Abidjan, Accra, 
Cotonou, Douala, Libreville, Lome, Malabo, Niamey and 
Ouagadougou from its Lagos, Nigeria hub. The carrier 
also introduced a second freighter on its weekly route 

“Look at us; look at our 
neighbors. The big four airlines 

in the Middle East — Qatar, 
Emirates, Etihad and Saudi — 
we’re all on a growth spurt.” 

— Peter Scholten, Saudi Cargo 

Middle Eastern carriers

Expand
WorldWide
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to N’Djamena, Chad, in May, 
due to increased customer 
demand. Scholten acknowl-
edges that these destinations 
aren’t traditional hotspots for 
cargo, but says they’re criti-
cal routes for Saudi Cargo.

“I th ink it’s the mixed 
markets that we ser v ice 
where we are able to gener-
ate growth, compared to the 
other airlines,” he says. The 
carrier’s 26-percent, year-
over-year, increase in cargo 
activ ity f rom January to 
June backs up Scholten’s as-
sessment. Saudi Cargo also 
recorded a 25-percent, year-
over-year, surge in airfreight 
revenue during the first six 
months of 2012, with May and 
June breaking decades-long 
records. 

“Look at us; look at our 
neighbors,” Scholten says. 
“The big four airlines in the 
Middle East — Qatar, Emir-
ates, Etihad and Saudi — 
we’re all on a growth spurt.”

Recent International Air 
Transport Association sta-
tistics add fuel to his argu-
ment. While carriers in other 
regions saw cargo demand 
plunge by as much as 14 
percent, year-over-year, in the first 
eight months of 2012, Middle Eastern 
airlines recorded double-digit cargo 
growth in every month but January. 

Emirates’ Menen bel ieves the 
prime real estate enjoyed by Middle 
Eastern carriers is propelling vol-
umes. In addition to being next to 
“huge, growing economies like China 
and India,” he says the Middle East’s 
geographic centrality makes it a nat-
ural hub. “Don’t forget,” Menen says, 
“in eight flying hours, we have ac-
cess to 5.8 billion people in the world. 
Two-thirds of that is just east of us, 
and two-thirds of that is India and 
China, which are the factories of the 
world. On the other side is the Middle 
East itself — and the Gulf economies 
are all firing up.”

The Middle East’s neighbor to the 

south — Africa — is also enjoying 
economic growth, due to the region’s 
prolific mining and farming sectors. 
Menen says cargo is often flown out of 
Africa, since the continent is largely 
landlocked, and trucking cargo from 
one nation to another may be unsafe. 
Africa, however, is fraught with in-
frastructure challenges, he explains. 
Menen says Middle Eastern carriers 
are responding to this problem by 
flying African cargo to their own air-
ports. “The advantage we have is that 
we have a better infrastructure, so we 
become a hub,” he says. “It’s one of 
the reasons we’re seeing the kind of 
growth that we’re seeing.”

Dubai, in particular, is seeing the 
brunt of the traffic. Abdulla Moham-
med Bin Khediya, head of cargo ser-
vices at Dubai Airports, reveals that 
70 percent of Middle Eastern cargo 

transits through Dubai, before it is 
then trucked to neighboring nations 
or flown elsewhere. Bin Khediya says 
such volumes led to the creation of 
secondary airport Dubai World Cen-
tral-Al Maktoum International Air-
port, which opened to cargo opera-
tors only in June 2010. 

The region’s pr imary airport, 
Dubai International, is more than 
50 years old, he explains, and offi-
cials believe it will become congested 
within a few years. “There is no way 
to expand, so Al Maktoum Interna-
tional is our relief,” Bin Khediya says. 
“And I think opening in 2010 was 
wise, so we that we have the space 
and the proper infrastructure to han-
dle [the volumes we’re seeing].”

In September, Dubai Airports an-
nounced its $7.8 bill ion Strategic 
Plan 2020, which will fund renova-
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tions to Dubai International’s cargo 
facilities and build a new transship-
ment facility for freight transferred 
between Dubai International and 
Dubai World Central. The first phase 
of construction is slated to begin 
soon and involves a 30,000-square-
meter addition to Dubai Internation-
al’s 1.2-million-tonne Cargo Mega 
Terminal, a move that will increase 
the CMT’s freight capacity by 25 
percent. Dubai International’s origi-
nal freight facilities — Hall A and 
Freight Gate 1 — will also undergo 
full reconstruction, with Emirates 
scheduled to occupy both facilities. 

Menen says Emirates’ current 
CMT at Dubai International, which 
offers 1.2 million tonnes of annual 
freight capacity and spans 43,600 
square meters, is also essential to 
operations. “The facility is vital to 
the efficiency and speed-to-market 
that our customers expect, and its 

role is even more important as we 
continue to meet those expectation 
levels [while simultaneously] manag-
ing the growth of our operation,” he 
says. 

So far this year, Emirates has 
taken delivery of 21 new aircraft, 
including two Boeing 777Fs, and 
added 12 new routes to its network.  
“Of course,” Menen says, “increased 
capacity and new trade lanes all con-
tribute to increased volumes, and 
that growth in trade is only sustain-
able thanks to the continued invest-
ment we’re making to ensure we 
are using the latest technology and 
industry-leading processes at CMT.”

An influx of traffic similarly led offi-
cials to renovate King Abdulaziz Inter-
national Airport, Saudi Cargo’s home 
base. Upgrades began in 2006 and in-
volve expansions to the airport’s cur-
rent runway and airfield systems to 
accommodate the Airbus A380. Due 

to the soaring import levels into Saudi 
Arabia, experts say the extra belly-
hold capacity afforded by this aircraft 
will likely be put to good use.

Scholten admits that Saudi Ara-
bia’s — like the rest of the GCC coun-
tries’ — market position is better 
than many of the traditional world 
leaders. And Middle Eastern carri-
ers, he says, are capitalizing on this 
prosperity. “The world is shifting,” he 
says. Instead of European and Amer-
ican carriers dominating trade lanes, 
he says carriers in emerging markets 
are rising up. Scholten projects that 
by 2017, the Airports Council Inter-
national rankings of top cargo air-
lines will look vastly different than 
they do today.

“Obviously, the U.S. is stil l the 
largest economy in the world, but 
that could change,” Scholten says. 
“The patterns of world trade have 
changed.” ACW
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L ate last year, complaints 
against the EU for deciding 
to implement its carbon-
trading scheme to airlines 
flying in and out of Europe 

starting in 2012 were passionate.  Air-
line officials worldwide representing 
small-, large- and medium-sized carri-
ers said the tax, as they started calling 
it, amounted to a money grab by the 
European Union. These same people 
called it an illegal infringement upon 
states’ sovereignty. Any blanket emis-
sions scheme had to go through the 
proper channels at the International 
Civil Aviation Organization, they con-
tended. But the EU persisted.

In October 2011, a spokesman for 
the EU addressed the concerns of the 
international community by basically 
saying the scheme’s implementation 
was non-negotiable. 

“This is not a proposal,” he told Air 
Cargo World at the time. “This is ad-
opted legislation. We do not intend to 
back down or modify our legislation.” 
And it was legislation with a price tag; 
early estimates by The International 
Air Cargo Association said complying 

with the law — in which carriers who 
exceed the EU’s carbon limits must 
buy credits — could cost the industry 
$3.5 billion by 2020. 

Government reaction was swift. 
Nearly every body around the world 
reacted in the same way, banding to-
gether to not allow their carriers to 
participate in the ETS, pushing for a 
change through ICAO, and meeting 
with each other to discuss solutions. 
The Chinese and Indian governments 
even went so far as to imply that 
Airbus would not be receiving any 
business if the ETS went forward. 
Threats such as these, says Richard 
Anderson, CEO of Delta Air Lines, 
might finally convince the EU to pur-
sue another option.  

“I think that the EU ETS is probably 
going to get solved by the fact that 
China and India aren’t going to buy 
any Airbus airplanes,” Anderson said 
recently. 

“This industry has the best track 
record, I think, of any industry in 
the world on reducing emissions. 
The problem with the ETS is that it’s 
trying to do out-border regulation,” 

he continued. “The way the system 
is set up, it is seeking to regulate 
emissions over other countries, so 
it’s extraterritorial.”

Anderson says that the industry’s 
standards on engine noise evolved 
the way regulations on emissions 
should. In that case, the industry 
worked with each other to develop a 
solution to a problem, implemented 
standards that alleviated the con-
cern, and moved forward with new 
protocols and a less-noisy way of 
doing business. The ETS, he says, 
should evolve in the same way, but 
patience might be lacking.

“I think the reason why the ETS 
has surfaced in the EU is really to try 
to continue to prod people to work on 
this,” he says. But he points to pledges 
made by Airlines for America and the 
International Air Transport Associa-
tion that call for carbon-neutral growth 
by 2020 as steps in the right direction. 
The EU, he says, isn’t fully aware of all 
that the industry has done. 

The U.S. government has paved its 
own path forward. It had taken almost 
a year from its introduction in De-
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cember 2011, but Senate Bill S. 1956 
— “European Union Emissions Trad-
ing Scheme Prohibition Act of 2011” 
— passed the Senate in September. 
Sponsored by John Thune, a Repub-
lican from South Dakota, the senate 
bill is backed by numerous U.S.-cen-
tric aviation groups, including Airlines 
for America and carriers like United 
Airlines. 

“Congress has sent a strong mes-
sage to the EU that they cannot unilat-
erally impose an illegitimate tax on the 
United States,” Thune said in a state-
ment when the bill passed. “The Sen-
ate’s action today will help ensure that 
U.S. air carriers and passengers will 
not be paying down European debt 
through this illegal tax and can instead 
be investing in creating jobs and stim-
ulating our own economy. I hope the 
House [of Representatives] will quickly 
take action on my bipartisan legisla-
tion so the president can sign this bill 
to prevent the EU’s unlawful attack on 
American sovereignty.”

The Senate bill differs from a House 
bill passed last year, and these dif-
ferences need to be ironed out when 
Congress reconvenes after the U.S. 
presidential election. Amendments to 
the Senate bill included verbiage to 
exempt taxpayers from shouldering 
any monetary consequences the air-
lines are meted for not paying into the 

EU’s scheme.  Senator Jeff Merkley, a 
Democrat from Oregon, added a sec-
tion that makes the law void if the EU 
changes its plan or if the ICAO pres-
ents a new way forward for the entire 
industry. If this same bill passes both 
houses of Congress, it will go to Presi-
dent Obama’s desk.

While some believe the bill would 
forbid airlines from participating in 
the scheme and, thus, would prevent 
them from flying to Europe, William 
Flynn, president and CEO of Atlas Air 
Worldwide, sees through to its intent. 
The law is really about pushing forth 
dialogue with the EU and centering 
the discussion on ICAO.

“They’re not going to say you can’t 
fly to Europe,” he says. “The bill is not 
a bill that says you can’t pay that.”

Opposition also came in the form of 
a meeting among 17 nations in Wash-
ington, D.C., this summer. The at-
tendees converged in order to figure 
out how to combat the ETS by creat-
ing a way forward on emissions using 
ICAO’s leadership. Another vocal op-
ponent of the EU ETS is U.S. Secre-
tary of Transportation Ray LaHood.

“What I’d like to get the European 
Union to do is to eliminate this lousy 
tax they’ve put on all the airlines,” 
he said during the Air Cargo Forum 
in Atlanta. “The truth is nobody has 
a better record on the environment 
than President Obama... And yet 
we’re being penalized by the Euro-
pean Union because they want to cut 

down on carbons and greenhouse 
gasses and so forth by putting a tax 
on airlines, which is really unfair.”

The EU ETS has been applied to 
aviation since the beginning of the 
year, but airlines have flown into Eu-
rope without having to pay for emis-
sions credits because the EU doled 
out allowances in order to get the 
program off the ground. Starting 
January 1, these allowances will de-
crease, meaning that airlines will have 
to start paying for every bit of carbon 
they emit that exceeds their allow-
ances. Of course, the EU isn’t as hard-
line as it once was on the ETS, and 
reports have been circling that, in the 
presence of an ICAO alternative, the 
EU might back off. These promises 
have come after months of meetings 
with high-level officials. 

Emirates Airline’s Ram Menen 
sees the U.S. approach as the right 
way to address the issue, which, he 
predicts, will cost €30 million to €40 
million a year. Even though Emirates’ 
exposure to Europe is small relative 
to some airlines, the EU ETS still has 
wide-ranging effects for the carrier. 

Menen has little issue with the 
environmental goal of the EU ETS. 
Making aviation more green is an 
overarching target for many carri-
ers, Emirates included. He adds that 
Emirates works with IATA and ICAO 
to shorten flying times by opening up 
new routes, something that lessens 
the carrier’s carbon footprint. A com-

“We’re not opposed to 
a common and global 

kind of charge. But 
then we would expect 

that whatever are 
taxes collected would 
go into improving the 
aviation infrastructure. 
Right now, that’s not 

happening.”

— Ram Menen,
Emirates Airline

Menen
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prehensive and inclusive plan would 
be a good step forward, he says, but 
the ETS, as it stands, is not the an-
swer.  

“We’re not opposed to a common 
and global kind of charge. But then 
we would expect that whatever taxes 

are collected would go into improving 
the aviation infrastructure. Right now, 
that’s not happening,” he says. “They 
go into government [initiatives], and 
it’s a tax with no returns to aviation.”

At Delta Air Lines, Tony Charaf 
says the carrier is striving to change 
its culture to a green-driven company 
from the inside out. “When it comes 
to sustainability, we embrace it,” he 
says. “It is the corporate culture. This 
is who we are; this is what we do, and 
we do it everywhere.”

As for next year, when carriers may 
have to start buying emissions cred-
its in order to fly into Europe, Charaf 
says the argument goes deeper than 
money. If the ETS stands, he doesn’t 
expect Delta will impose a huge fuel 
surcharge on its customers in order to 
make up the extra expenditure. “It’s 
not the monetary issue that’s really 
going to be the challenge,” he says. 

Kenji Hashimoto, the new cargo 
head at American Airlines, also says 
his carrier is doing all it can to impose 
a culture of sustainability. He sees 

that the EU imposed the scheme to 
get the ball rolling more quickly on 
emissions, but that it wasn’t neces-
sary. “It didn’t take the EU ETS to 
get people focused on emissions and 
fuel burn and noise pollution and all 
those kinds of things. Those things 
were already going on long before the 
EU ETS was even being papered up,” 
Hashimoto says.

Atlas’ Flynn says he, like represen-
tatives from other airlines around the 
world, has begun putting into place 
processes that would allow for pay-
ment of the tax. He’s hopeful that 
ICAO will be able to boil out a solu-
tion during their next few meetings 
and present an alternative before 
year’s end, but for now, airline repre-
sentatives are begrudgingly proceed-
ing as normal.

“Yes, people will have to start pay-
ing. We’ve already accrued to pay,” he 
says. “I think as we come into 2013, 
the ETS  is certainly going to get a lot 
of focus, and hopefully we converge 
with the right answer.” ACW 

“This industry has the 
best track record, I 

think, of any industry in 
the world on reducing 
emissions. The problem 
with the ETS is that it’s 
trying to do out-border 

regulation... It’s 
extraterritorial.”

— Richard Anderson,  
Delta Air Lines
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Conversions: 
A viAble solution?

 he phalanx of freighters 
is expanding, courtesy of 
the arrival of a new type 
at the small end of the 
spectrum. Conversion 

firm Aeronautical Engineers Inc. aims 
to have its first MD-80 freighter on 
the market before the end of the 
month, following the converted 
plane’s maiden voyage in late Septem-
ber. Even so, Bob Convey, AEI’s vice 
president of sales and marketing, ad-
mits, “It is coming a little bit later 
than we wanted.”

The new kid on the block can lift 
21.3 tonnes, with room to take 12 
88-inch-by-108-inch pallets, eight 
88-inch-by-125-inch pallets or eight 
96-inch-by-125-inch units. This capa-
bility comes at a sticker price below 
$3.5 million, owing largely to the low 
residual value of MD-80 conversion 
candidates. MD-80’s exiting passen-

ger service can be picked up for less 
than $1 million, while the conversion 
comes at about $2.5 million. This adds 
up to less than half the price of a con-
verted B737-400 freighter, which has 
roughly the same payload capability.

The first batch of MD-80 freighters 
goes to Alaska-based Everts Air Car-
go, followed by another U.S. client. 
For subsequent deliveries, AEI has 
contracts with clients from Central 
Europe, Central America, the Middle 
East and Africa. One interested party 
from Australia is looking at the air-
craft to support a mining operation, 
Convey reveals.

He says AEI has fielded requests 
from all over the world, something 
that has surprised him. “I thought 
it would be more in the developing 
world,” Convey says. Russia and Bra-
zil are unlikely to see MD-80 freight-
ers soon, though, as the aircraft type 

never got certified in these countries 
for passenger operations, he explains.

The cross section of the MD-80 
differs from that of the 737, which 
raises questions about transfers be-
tween the two types. But Convey says 
it doesn’t matter much at this low 
price tag. Still, he reveals that some 
prospective customers have said they 
would interline with wide-bodies.

The plane’s higher fuel consump-
tion isn’t likely to have much of an 
impact on its appeal, he reckons. For 
one thing, the MD-80’s lower acqui-
sition cost gives operators leeway to 
spend a little more on fuel. Moreover, 
Convey estimates that utilization will 
be around two to four hours a day. “If 
it were 12 hours a day, it would be a 
different story,” he says.

So far, AEI has netted 15 firm or-
ders for the MD-80SFs, which should 
keep its conversion lines busy for 

Future freighter growth may come from new planes, not conversions. 
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some time. Turning an MD-80 into an 
all-cargo configuration takes 60 to 70 
days, Convey says, describing it as a 
sturdy plane that converts relatively 
easily. With many MD-80s still in pas-
senger service, he expects no bottle-
necks in feedstock for years to come. 
“A bigger problem will be slot avail-
ability,” he says.

Originally, AEI wasn’t planning to 
extend the conversion program to the 
MD-90, but management has since 
decided to convert this model as 
well. “The MD-90 freighter will have 
one more position, and it has greater 
range. I think it will do well in Eu-
rope,” Convey says.

The tally of MD-80 orders so far 
puts the new freighter level with 
AEI’s backlog of 737-400 conversions. 
With 11 pallet positions, the -400 has 
emerged as the dominant conversion 
candidate in the 737 family, and de-
mand has been robust this year. “We 
are looking at buying another facility,” 
Convey says. AEI expects to perform 
13 737 conversions in the coming year.

The lively activity in the narrow-
body segment is in stark contrast to 
the current state of conversion proj-
ects for large wide-body aircraft. “We 
see a slowdown in conversions done 
by Boeing and others,” notes Chris 
Damianos, executive vice president, 
specialty markets and head of cargo 
programs and regional jets, GE Com-
mercial Aviation Services. “We don’t 

have anything in conversion right now 
and nothing committed to conversion.”

Dan da Silva, vice president for 
freighter conversions at Boeing, con-
firms Damianos’ sentiments. He re-
veals that Boeing has only performed 
three 747-400 conversions this year: 
two for Thai Airways and one for Ev-
ergreen International Airlines. “The 
market has been quite challenging 
since 2008,” da Silva says. “And we 
have also been victims of the success 
of the 777 [freighter] and the 747-8.”

As carriers took freighters out 
of the market in response to soar-
ing costs and slumping yields, their 
efforts to find buyers or lessors for 
some of these planes have flooded the 
market with large freighters. Simply 

put, Air Atlanta Icelandic’s Baldvin 
Hermannsson says, there’s currently 
an influx of BCFs in the market. “It is 
a buyer’s market for BCFs right now,” 
he adds. 

“We are not taking feedstock and 
converting ourselves,” Hermanns-
son says. “I don’t see anybody doing 
that anytime soon.” After all, he asks, 
“Why would you invest $12 to $18 
million in converting an aircraft if you 
have a lot of 747-400s and -400BCFs 
available?” He adds that prices for 
-400BCFs have been adjusting to the 
new situation.

It hasn’t helped that new, large 
wide-body freighters are entering 
this depressed market. Earlier this 
year, GECAS took delivery of a new 
777 freighter. “Now, we grow mostly 
through new freighters,” Damianos 
says. “In the past, it was from 
conversions.”

“I expect [the 
conversion] 

market to stay 
slow for the next 
18-plus months.” 

— Dan da Silva, 
Boeing

Top, Above: AEI’s new MD-80 freighter conversion is to be on the market by late November 
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Some insiders believe that this 
could very well morph into a long-
term trend. While Boeing’s latest 
freighter forecast predicts that the 
share of large, wide-body cargo 
planes will boost their share of the 
global fleet from currently 31 percent 
to 36 percent, conversions are not 
going to be the dominant segment in 
this group — unlike in the mid-sized 
and narrow-body freighter segments, 
where they will constitute the lion’s 
share of the planes.

Recent large, wide-body deliveries 
have hurt conversions doubly hard. 
Not only have they added to the 
glut in freighter capacity, they have 
also freed up 747-400s. Faced with 
lackluster demand and unsustain-
able yields, carriers that take deliv-
ery of 747-8s tend to replace 747-400 
freighters with them, rather than 
boost their lineup with one more large 
freighter. This has pushed a number 
of 747-400Fs and -400BCFs into the 
market, undermining the case for 
conversions. “This creates a second-
ary market that puts a damper on 
conversions,” Boeing’s da Silva says.

In the present slow market, the 
rise in belly capacity on new wide-
body passenger craft — such as 
Boeing 777s and 787s, as well as 
the Airbus A350 down the road — 
have further eroded the case for 
freighters. According to Boeing’s 
da Silva, the phenomenon has been 

blown out of proportion, though. 
“The actual belly volume available for 
cargo has an effect, but it is a shift 
of a few percentage points, rather 
than a fundamental shift in cargo 
transportation,” he says. 

Boeing’s 20-year forecast, which 
appeared in Air Cargo World’s 
October issue, actually projects a 
slight gain for freighters in overall 
market share over the period, da 
Silva points out. He also refutes the 
argument that financing for freighter 
conversions is in grave danger of 

drying up, a warning some executives 
sounded this year. “There are plenty 
of plane-financing instruments 
out there,” da Silva says. “Capital 
availability is an issue, but not to 
convert planes into freighters. It’s an 
issue when it comes to the financing 
of older airplanes.”

Conversion outfits have been 
trying to hold the line on their 
pricing, but under the relentless 
pressure in the market, they have 
found it increasingly hard to do so, 
Hermannsson observes. GECAS’ 

At EADS, a tough market for Airbus 
conversions, but hope for the future

According to Jon Howey, director of sales, aircraft conversion, for EADS EFW, the 
present conversion market is difficult, and the outlook may not change in the 
near future. EADS is halfway through an 18-plane deal for DHL, replacing its fleet 

with A300-600 conversions, but other than that, the immediate conversion prospects are 
slim, he says. Long-term prospects, though, are a different thing altogether.

Howey believes the coming replacement needs for middle-of-the-pack freighters are 
great. FedEx still has a big fleet of MD-10s, and there are large numbers of A300-600s and 
A310-200s and 300s still on the market.

“All of those will come up for replacement sometime in the not-too-distant future. 
They’re concentrated in the integrator fleets, but they’re quite popular in general cargo as 
well,” he says. “So we would see a strong replacement need.“

Regionally, Howey says conversion growth will come from emerging markets. The Asia-
Pacific region will fuel demand for a number of conversion types; China, he says, could 
need large planes for domestic and regional use. Finally, there is increasing demand for 
A330-200 conversions in Latin America.

Growth will also come in the form of new conversion types. Howey says the A330-200F 
is doing well in the market, and its coming conversion program will benefit from this solid 
level of sales. He senses that the coming program will mirror the A300-600 and its cor-
responding conversion.

“Today, the A330-200F is doing well and is being re-ordered by the customers that 
have it,” he says.  “And the A330P2F that we will have will just sit on top of that and com-
pliment the family, the same way the A300-600 and its conversion did.”

Operating freighters in the current market is a tough proposition, he says, due to com-
petition from the belly operators. Small freighters make it hard to hit profit margins, and 
larger freighters are extremely expensive and hard to fill. That’s why, he says, Airbus has 
focused on the mid-sized market for cargo and believes this is where the growth will be 
achieved.

So though the conversion market seems a bit off right now, Howey is hopeful for im-
proved prospects in the coming months. While growth might not come quickly, a ramp up 
in conversions seems likely. And though freighters might be a tough sell now, they are here 
for the long haul.

“There will always be a need for conversions, and there will always be a need for new 
freighters. Dynamics will change over the coming years,” he says. “It’s really replacements 
and emerging market growth that we see for the future.”
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Damianos doesn’t think that lower 
conversion rates would stimulate 
activity seriously, though. “The lack of 
demand for conversions is not driven 
by the conversion price tag but by the 
market situation,” he says.

It could be argued that low price 
tags make for good opportunities to 
build up capacity in preparation for 
a return to growth, but GECAS is not 
following this logic. 

“Maybe now is the time to move,” 
Damianos says. “There will be a re-
covery.” He says it’s a question of tim-
ing. “We will probably sit on the side-
lines for a bit until we see when the 
recovery takes hold,” he maintains. 
Da Silva, however, isn’t holding his 
breath for a fast recovery. “I expect 
this market to stay slow for the next 
18-plus months,” he says.

Despite the market conditions, 
Boeing is getting ready for another 
freighter conversion program, in the 
bracket below the 747. The company 
has registered enough of an uptick in 
conversations about and RFPs for 767 
freighters that it decided to fire up a 
767 conversion line. 

“The 767 has established itself as 
the preferred mid-sized freighter,” 
da Silva says. “FedEx, UPS and DHL 
have all chosen it as the base model 
for their mid-size fleets. That’s the 
biggest market for mid-sized freight-
ers.”

What everybody has been waiting 
for is the proliferation of new passen-
ger planes that can replace the 767, 
notably the 787. The lengthy delays 
in the 787’s development caused pas-
senger airlines to hold on longer than 
expected to their 767-300ERs, but 
now they are beginning to exit pas-
senger service and become available 
for conversion. 

“With the growing availability of 
767-300ERs, we are going to see the 
price come down,” da Silva predicts.

At this point, too few 767-300ERs 
have come on the market to de-
termine a clear residual value on 
the model. Da Silva reckons that a 
15-year-old plane should start below 
$15 million. With $16 million to be 
spent on conversion and maintenance 

work, a remodeled freighter should 
be under $30 million, he says. 

Damianos sees good potential for 
the 767-300ER, pointing to a large, 
global user base. GECAS has a num-
ber of 767-300s in passenger service, 
which it may convert into all-cargo 
configuration, but such a move is a 
long way off, he says.

Air Atlanta Icelandic intends to 
looks closely into the twin-engine, 
wide-body segment in the near fu-
ture, but the 767 is not on its radar. 
After all, Hermannsson says, the com-
pany’s clientele hasn’t shown any de-
mand for a 767 freighter. 

“We will be looking at the 777, 
the 777 conversion — if and when it 
emerges,” he says. “The A330 would 

also be a possibility — either a pro-
duction freighter or a conversion, but 
not right now. At the moment, it’s too 
expensive. You can’t get the hours 
you need to sustain it.”

Boeing has been plodding along 
with preparation work for a 777 con-
version program. The load and stress 
analysis has been completed, and the 
next step will be to step into the mar-
ket and start promoting the concept, 
da Silva says. He figures that 2013-
2014 will be the sweet spot to launch 
a conversion program, which would 
put deliveries to commence in the 
2015-2017 timeframe. 

“Then feedstock will start to pop 
up,” he says. “By mid-decade, people 
will start to release their 777s.”

At this point, Boeing is in the mid-
dle of determining the pricing of the 
conversion. It will be more complex 
than turning a 747 into an all-cargo 
configuration, da Silva says. The 777-
200ER is optimized for passenger 
operation and will require extensive 
structural modification for significant 
gains, he says.

Damianos thinks that a converted 
777-200ER will make an attractive 
option down the road, but he does 
not see feedstock becoming readily 
available. 

“It is enormously popular with 
passenger operators. There is no 
reason to believe we are going to 
see a lot of these on the market,” he 
says. “They will stay in passenger 
service.” ACW 

“The lack of 
demand for 

conversions is 
not driven by the 
conversion price 
tag, but by the 

market situation.” 

— Chris Damianos, 
GECAS

AEI’s MD-80 conversion comes at a sticker price below $3.5 million
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Ted Stevens Aiport has completed infrastructure improvements to accommodate 
parking for the 747-8 wide-bodies
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“Our goal is to 
be ready to take 
advantage of the 
global economic 
recovery when it 

happens and to seize 
unique business 
opportunities, 

including formalizing 
relationships with 
other airports, to 
better serve our 

global customers.” 

— John Parrott, ANC

AlAskA
Gateway for North America – Asia trade
AlAskA

Gateway for North America – Asia trade

owhere is Alaska’s role as a facilitator of international trade more 
prominent than at Ted Stevens Anchorage International Airport. ANC 
ranks fifth worldwide for cargo throughput and second in the U.S. for 
landed cargo weight. ANC is poised for a new era, having completed a 
number of infrastructure improvement projects over the last 15 years, 

including aircraft parking with in-ground power systems to accommodate the growing 
numbers of widebody 747-8 freighter and passenger aircraft.

“Our goal is to be ready to take advantage of the global economic recovery when it 
happens and to seize unique business opportunities, including formalizing relationships 
with other airports, to better serve our global customers,” says John Parrott, airport 
manager at ANC. “ANC is a high-value airport. Our landing fees are comparatively low, 
and we have acres of land available for aeronautical use.” 
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“Our goal is to be ready to take ad-
vantage of the global economic recov-
ery when it happens and to seize unique 
business opportunities, including formal-
izing relationships with other airports, to 
better serve our global customers,” says 
John Parrott, airport manager at ANC. 
“ANC is a high-value airport. Our landing 
fees are comparatively low, and we have 
acres of land available for aeronautical 
use.” 

Efforts by the Alaska International 
Airport System, comprised of ANC and 
Fairbanks International Airport, include 
working cooperatively with the airlines, 
developing a cargo incentive program, 
and hosting Alaska International Air 
Cargo Summits with U.S. and foreign car-
riers to encourage partnerships. Parrott 
says that on the heels of a few merg-
ers among Chinese carriers, airport sys-
tem representatives continue to talk to 
airlines throughout Asia about cargo-
transfer opportunities at Alaska airports. 
“These talks have become more detailed 
over the last year. A few carriers are ask-
ing about cargo storage facilities, our 
multiple contiguous parking spaces, as 
well as setting up sorting and consolida-
tion operations,” Parrott says.  On the 
backhaul to Asia, interest continues to 
grow among Chinese carriers for seafood 
imports from Alaska which AIAS facili-
tates with the Alaska Seafood Marketing 
Institute.

Just as ANC has developed as a re-
fueling stopover point for transpacific 
flights transiting farther into North 

America, Parrott is hopeful that 
Alaska’s airports wil l  provide a 
similar bridge for South America-Asia 
trade. “Asian flag cargo carriers have 
expressed interest in serving points 
such as Dallas, Miami and Houston 
with freight ultimately bound for South 
America. South American exports 
would include specialty consumer 
goods,” Parrott says. By flying a route 
via Alaska’s airports, carriers would be 
able carry more cargo and less fuel, 
maximizing their payload.

Alaska Airlines grows with 
the Last Frontier state

Serving much of the U.S. and major 
markets in Canada and Mexico, Seattle-
based Alaska Airlines relies on a grow-
ing, modern fleet of Boeing 737s, in-
cluding five combis and one freighter. 
Torque Zubeck, managing director of 
air cargo for Alaska Air Cargo, reports 
modest cargo growth, with volumes up 
nearly 5 percent through the first eight 
months of 2012, year-over-year, accord-
ing to Airlines for America data. “We’re 
up because of our growing U.S. network, 
including Kansas City, Philadelphia, Fort 
Lauderdale, San Antonio and our expan-
sion to Hawaii, with 25 daily flights from 
the West Coast to all four major islands.”

Alaska Airlines took delivery of its 
first 737-900 extended range aircraft 
in October, which will be used in high-
demand markets across its network. 

“We’ll have four ERs online this year 
and have firm orders for 20 more ERs in 
the next two years, in addition to three 
more 737-800s,” Zubeck says. Among 
a number of custom-painted liveries, 
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John Parrott

“All our cargo staff 
goes through cool-

chain training, 
ensuring the 

highest–quality 
perishable product 
for our customers.”

— Torque Zubeck, 
Alaska Airlines
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the carrier debuted its second “Salmon 
Thirty-Salmon” 737-800 in October. The 
plane, which resembles a giant king 
salmon, was designed in partnership 
with the Alaska Seafood Marketing 
Institute. The design makes sense — 
Alaska Airlines ships about 25 million 
pounds of seafood annually; this includes 
delicacies like geoduck bound for Asia 
and salmon destined for the Lower 48. 

“All our cargo staff goes through 

cool-chain training, ensuring the highest-
quality perishable product for our 
customers, including seafood transferring 
through our freight-forwarding partners 
to points in Asia and Europe,” Zubeck 
says. New service to city pairs such as 
Portland International-Reagan National 
further expand the possibilities for 

perishable shipping. Whether direct 
shippers or forwarders, Zubeck always 
welcomes new customers who may 
not be familiar with Alaska Airlines’ 
legendary cargo service. Its latest 
enhancement is the Alaska Mobile Track 
service. Mobile users merely text their air 
waybill number to immediately receive 

shipment status information for any size 
of shipment. 

Zubeck reports a boost in energy-
industry shipments, including an increase 
in traffic to  Prudhoe Bay to support 
drilling work on Alaska’s north slope, the 
largest oil field in North America. “We’re 
shipping on our combis, for example, 
more urgent drilling-related parts and 
equipment. Elsewhere, we’re seeing 
promising activity that supports offshore 

Special 
Advertising 

Feature

The carrier’s Salmon Thirty Seven 737 passenger jet celebrates the giant King Salmon, 
Alaska’s state fish. Design made in partnership with the Alaska Seafood Marketing 

Institute, which promotes wild, natural and sustainable seafood
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ECONOMICS of GEOGRAPHY
Ted Stevens Anchorage International Airport offers unmatched access to world markets

Ted Stevens Anchorage International Airport  |  (907) 266-2119  |  www.AnchorageAirport.com

Less than 9.5 hours from 90% of the industrialized world

•    24/7 operations - no curfews 

•   #2 in the U.S. for landed cargo weight

•   CAT lllb ILS equipped runways to land 
any size aircraft, any time

•  Great circle route maximizes payload

•  Liberalized air cargo transfer rights

•  #5 in the world for cargo throughput

 CARGO ADVANTAGES:

oil drilling exploration in the Chukchi 
Sea,” Zubeck concludes.

Lynden: 
Alaska Logistics Specialist

Founded in 1977 on the premise of 
service to Alaska, Seattle-based Lynden 

International, a full-service forwarding 
and logistics company, keeps a relentless 
focus on customer service. “Our Dynamic 
Rout ing serv ice  leverages t rucks, 
ships, barge, ferry and aircraft in any 
combination, allowing shippers to balance 
speed and cost when shipping to any 
point in Alaska,” says Mike Nagle, vice 

“Our Dynamic 
Routing service 

leverages trucks, 
ships, barge, ferry 

and aircraft in 
any combination, 

allowing shippers to 
balance speed and 
cost when shipping 

to any point in 
Alaska.” 

— Mike Nagle, 
Lynden

http://www.AnchorageAirport.com
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president of sales at Lynden International. 
Such multimodal shipping is a necessity 

given the state’s limited road system — 
only about two percent of Alaska’s land 
area is accessible by road — and the 
majority of Alaskan communities rely 
entirely on air service. Lynden International 
is the part of the Lynden family of 
companies, headquartered in Anchorage, 
which include Lynden Air Cargo for 
scheduled service and charters on its fleet 
of seven Hercules L-382 freighters, and 
Lynden Transportation for multimodal 
services, including TL and LTL service 
between central Alaska and Seattle, 
containerized traffic on steamships and 
barges, and air-truck services.

Lynden is one forwarder that works 
closely with Alaska Air Cargo for cool-
chain shipments of seafood and other 
perishables, especially for international 
air shipments. The forwarder also ships 
fish in reefer containers from central 
Alaska to Seattle by ship. Across modes, 
Lynden serves the oil and gas, retail 
and automotive sectors on its volumes 
between Alaska and the Lower 48 as well 
as intra-Alaska.

Nagle notes drilling activity in the state 
continues to be strong, in spite of chal-
lenges facing the oil and gas sector. “This 
improvement sparks the general economy, 
which helps drive retail business growth, 
and we are seeing many new retailers 
looking at Alaska,” Nagle says. He notes 
that one new service the forwarder is 
working on is an efficient, cost-effective 
home delivery model for retailers as they 
expand their distribution channels in Alas-
ka. Lynden has also added carton-scan-
ning tools to better serve its diverse range 
of customers.

Special 
Advertising 

Feature

 

During the past 80 years, Alaska Air Cargo 

has served the Last Frontier and beyond 

with a record of reliability and exceptional 

service. From Boston to Barrow or Kona  

to Kodiak – and all points in between –  

we offer nationwide service and unbeatable 

frequency to more destinations in Alaska 

than any other major carrier. 

North to Alaska  
... and beyond

T H E  # 1  O N - T I M E  A I R L I N E  I N  N O R T H  A M E R I C A *    I    

Kennet has been providing top-notch customer service for Alaska Air Cargo since 1980. *2
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http://alaskacargo.com
http://FLIGHTSTATS.COM
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CARRYING INTERNATIONAL
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Source: Air Transport Association of America

SHARING MARKETS
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CARRYING EUROPE

Source: Association of European Airlines

CARRYING ASIA

Source: Association of Asia Pacific Airlines

Monthly year-over-year percent change in overall
freight traffic and Asia-Pacific freight traffic for

European airlines.

Monthly year-over-year percent change in domestic
and international cargo traffic for U.S. airlines.

Monthly year-over-year percent change in capacity, in
available tonne kilometers, and traffic, in freight tonne

kilometers, of Asia-Pacific airlines.

International air cargo year-to-date change for
Month 2009 vs. Month 2010

Monthly year-over-year percent change in total scheduled
international freight traffic and capacity worldwide

in freight tonne-kilometers and available tonne-kilometers.

Worldwide monthly year-over-year percent change
in sales of semiconductors and month-to-month

percent change.
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Five Questions with… Rene de Koning

I
JS Global is a mid-sized forwarder in an industry full of them, but even with all the competition — and the presence of 
companies much larger than IJS — the firm has found a role for itself in the air cargo field. IJS is content not to be the big-
gest, the company’s chief commercial officer Rene de Koning told Air Cargo World during The International Air Cargo As-
sociation’s Air Cargo Forum in Atlanta last month. A decision to not be the biggest offers flexibility, but doesn’t mean the 

company isn’t dedicated to growth. In a wide-ranging conversation, de Koning talked about IJS’ internal moves, the state of the 
current market, and where he sees future opportunity for expansion. 

1. How’s the first year at the helm of IJS Global been and 
what are your expectations for year two?’

Last year, we moved our global headquarters from Stam-
ford, Conn., to Amsterdam. We did some restructuring, and 
we made some changes in Asia. We removed some over-
head, and we made the company a little bit more lean and 
mean. We started to initiate some global sales programs, 
like our PO management system. So we took some steps to 
tweak the organization to make it a better fit. 

And we made tools now to facilitate growth 
in the coming years. We have a tool, ID Visibility, 
where costumers can do PO management on a 
web-enabled IT system. Everything we do in our 
system, the customer has access to it. If I have a 
shipment out of Shanghai, the moment my col-
league in Shanghai starts to type, my customer 
in the UK can already see it. We’re building mile-
stones — so you can have one to 40 milestones 
— where customers can trigger the information. 

So the moment [the shipment] leaves the fac-
tory, arrives at the dock, goes to the airplane or 
arrives at Customs, they get a text message or an email 
message or an EDI message to their system. So these tools, 
we’ve matured them. And what we’re doing now is training 
people to sell it to our customers. It’s actually what you do; 
everybody can ship a box. But not everyone can make the 
supply chain. 

With having all of our own offices throughout the world, 
we can really make this work. The problem you have if you 
have an agent’s network is that you rely on the systems of 
somebody else. In most countries, we have a home office 
network for our own systems. And in countries where we 
don’t have an office, like India, South Africa and Latin Amer-
ica, our agents are using our system. So that’s what we’ve 
being doing for the last year — tweaking the company, roll-
ing out sales tools and developing our program that we call 
ID Visibility. 

2. How has 2012 been so far for IJS Global?

Europe is stabilizing so our existing customers are doing 
less. We don’t lose customers but they tend to do fewer 
shipments. And what you see is where they had, sometimes, 
once a month a very large shipment, they now have, once 

a week, a smaller shipment. Competition is getting tougher. 
In Brazil and China, there’s still very strong growth. In Aus-
tralia, we’re doing extremely well, and that’s because there 
we focus on verticals that are not really affected by the eco-
nomic crisis. Pharmaceuticals are really driven from Europe. 
Aerospace and defense are verticals that are relatively stable. 

3. Please talk a little about the economic crisis in Europe and 
how it’s affecting forwarding globally?

What I’m seeing is that when I do sales in Chi-
na, Asian customers are a little bit scared because 
they’re afraid that what happens in Greece, Italy, 
Spain and Portugal also happens to the other 
countries, like France, the Netherlands and Ger-
many. So you see, out of the exporting countries 
in Asia, a hesitance, and also in a number of proj-
ects that we have for customers from China and 
Taiwan. In warehousing, they say, “Let’s post-
pone all of our plans.” 

You see less demand in Europe because our 
customers are selling less, which also means we 

import less from China. You see a shift from airfreight to 
oceanfreight because the customers are really starting to 
plan their business more professionally. The planning, they 
can do with the pipeline of oceanfrieght for 28 days. On 
the other hand, we see some of our fashion customers, like 
Michael Kors, are growing. So for them, we do the store 
openings, and we do freight out of Asia into Europe and 
from the U.S., and that’s still growing. And we see the big 
high-tech firms are going down.

4. What regions are you eying for growth and why?  

It’s Brazil; it’s China. It’s India because it’s a huge market 
that grows. We just saw for the first time, exports to China 
grow faster than the exports out of China. What I expect 
within five years is that India will also reach a certain wealth 
rate. We’re also looking to grow in Australia because we 
have a good team there. You can have a strategy about 
where you want to open up offices, but you can better 
have a strategy about where you have a good team. They 
can grow the business. So, what you see in Australia is very 
stable growth. They’re doing very well, and they’re very 

(Continued on page 49)
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AIRLINES
Virgin Atlantic Cargo has named 

airfreight veteran Nick Jones head of 
sales. The newly created role, based at 
the airline’s UK headquarters, is part of 
a strategic initiative to further strength-
en the commercial team. Jones spent 
eight years with Virgin Atlantic, serving 
with both the cargo and passenger divi-
sions; he then joined Emirates Airline 
in a senior role on its strategic planning 
team. In 2010, he rejoined Virgin Atlan-
tic Cargo as regional vice president of 
the EMEA region, a role based at Lon-
don Heathrow Airport. 

Lee Steele has left his post as presi-
dent of Aloha Air Cargo to serve as chief 
operating officer of Pacific Air Cargo. 
A position based in Los Angeles, Steele 
oversees all of PAC’s functions, includ-
ing operations, sales and marketing, and 
accounting. Steele’s past experience in-
volves all facets of airline operations, 
including flight operations and dispatch, 
maintenance and oversight programs, 
sales, marketing, customer service and 
piloting. He has also served as presi-
dent and CEO of 
Champion Air and 
Carnival Airlines, in 
addition to sitting on 
the Airline Transport 
Association senior 
advisory council and 
on the Aeronautical 
Radio Inc. board of 
directors.

INtEgRAtoRS
FedEx Corp. has re-elected all 12 

director nominees to the corporation’s 
board of directors, each for a one-
year term. The directors are Freder-
ick Smith, James Barksdale, John 
Edwardson, Shirley Ann Jackson, 
Steven Loranger, Gary Loveman, R. 
Brad Martin, Joshua Cooper Ramo, 
Susan Schwab, Joshua Smith, David 
Steiner and Paul Walsh.

Marie-Christine Lombard has 
stepped down as CEO of TNT Express 
and will be replaced by chief financial 
officer Bernard Bot in the interim. De-
spite this move, TNT Express personnel 
said the company’s €5.16 billion acqui-
sition by rival UPS won’t be affected. 
“This development has no bearing on 

the intended merger with UPS, which 
we expect to complete in early 2013,” 
Antony Burgmans, chairman of TNT 
Express’ supervisory board, said in a 
statement. “Moreover, the underlying 
business remains robust and continues 
to be well managed by an experienced 
management board. We have complete 
confidence in Bernard’s ability to lead 
the business and to see through the 
merger with UPS.” A UPS spokeswom-
an echoed Burgmans’ remarks, saying 
that the “internal matter for TNT Ex-
press” will have no impact on the pro-
posed merger.

tHIRD PARtIES
Pernille Fabricius has joined 

Damco as global 
chief financial offi-
cer. Fabricius comes 
to Damco from TMF 
Group. In addition to 
this post, Fabricius 
has served as CFO of 
TNS Group and GN 
Netcom, as well as 
senior vice president 
of the ISS Group. She is tasked with im-
pacting Damco’s strategic and financial 
performance in her new role.

Hong Kong Air Cargo Terminals 
has named Vivien Lau managing di-
rector of the company’s Hong Kong Air 
Cargo Industry Services Limited off-
shoot. Since 2000, Lau has worked for 
companies owned by Jardine Matheson, 
Hactl’s largest shareholder. She replaces 
Kenneth Bell. 

Global Logistics Services (HK) 
Ltd. has promoted Terry Lo to CEO 
after a two-year stint as chief operating 
officer. He takes over for Lionel Kwok, 
who has been reassigned to Cathay 
Pacific Airways. Lo joined Dragonair 
more than 20 years ago and has served 
in areas ranging from airline planning 
to revenue management. He was later 
tasked with heading up the carrier’s 
information management team. When 
Dragonair became part of Cathay Pa-
cific in 2006, Lo was put in charge of 
e-business strategies and solutions for 
the airlines’ employees. 

Stuart Jones is Priority Freight’s 
new business development manager. 
Jones, who comes to Priority Freight 

from Sovereign Business Integration, 
brings extensive sales and marketing 
experience to the position. In his new 
post, Jones is responsible for new busi-
ness and client retention in the automo-
tive sector, along with an expansion into 
the aviation, energy, film and entertain-
ment, marine supply and pharmaceuti-
cal sectors.

Steve Buckerfield, a 28-year cargo 
veteran, has taken over as Toll Global 
Forwarding’s man-
aging director for the 
UK. He assumes re-
sponsibility for more 
than 400 staff mem-
bers at 15 locations, 
who collectively pro-
vide a range of mul-
timodal forwarding 
and logistics services. 
Most recently, Buckerfield held the role 
of senior vice president of sales for the 
EMEA region at OHL, a post that fol-
lowed his stint at Walker Freight (later 
C.H. Robinson). He has also served as 
American Airlines’ managing director 
of European sales and began his career 
as an export clerk at Emery Worldwide.

Agility has announced key chang-
es to top management roles. Effective 
January 1, 11-year company veteran 
Mike Bible will transition to CEO of 
the company’s European operations, 
and 28-year Agil ity veteran Chris 
Price will take over as CEO of the 
company’s Asia-Pacific sector. Prior to 
these appointments, Price was Agil-
ity’s CEO for the Northern European 
area and Bible served as CEO of Agil-
ity Americas. Bible will succeed Beat 
Simon, who is departing the company 
but will continue to sit on Agility Swit-
zerland’s board.

ASSoCIAtIoNS 
JetBlue Airways President and 

CEO Dave Barger has joined ISTAT 
Airlink ’s 12-mem-
ber advisory council. 
In addition to his re-
sponsibilities at the 
humanitarian orga-
nization, Barger is 
chair of the Federal 
Aviation Adminis-
trat ion’s NextGen 
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open to the market because we have 
a lot of trade-lane programs going on. 
They are the real trade lane right now: 
Australia to the U.S., Australia-Europe 
and Australia-China.

5. How difficult is it to comply with 
varying government security regula-
tions from a forwarder’s perspective?

Strange enough, not difficult be-
cause we have offices in more than 
20 countries. And those 20 countries 
are more or less Asia and the indus-
trialized world. Because you have 
your local offices there, you have 
your people who are very on top of 
compliance, IT and security. It’s not 
that difficult.  ACW

(Continued from page 47)
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November 14-15
London: Transport Security Expo 
brings airports and airlines, port and 
vessel operators and mass transit com-
panies together. The event is devised to 
promote close cooperation on security 
issues across these globally strategic do-
main spaces. Visit www.transec.com for 
more details.

DeCember 6-7
London: Gatwick is the host for the 
Aviation Information Technology Solu-
tions Conference 2012. Join in the dis-
cussions and debates about the latest 
trends, developments and innovations 
within the industry. For further infor-
mation, visit http://evaint.com.

February 10-12, 2013
Cartagena de Indias, Colombia: The 
sixth staging of Routes Americas will 
be hosted by Cartagena-Rafael Nunez 
International Airport. Visit www.route-
sonline.com for more details.

February 20-22, 2013
Johannesburg: The second biennial 
international air cargo conference to 
take place in Africa aims to top the 
February 2011 Nairobi event. Visit 
www.stattimes.com/aca2013 for more 
details.

marCh 3-10, 2013
Bangkok: For the 15th consecutive 
year, members of the World Cargo Alli-
ance, a global network of independent 
international freight forwarders, will 
come together to meet face-to-face 
with their peers to build new business 
relationships and strengthen existing 
ties. Details are sparse, so keep check-
ing www.wcafamily.com for updates. 

marCh 12-14, 2013
Doha: The seventh IATA World Cargo 
Symposium will carry the theme of 
“action under sustainability,” bringing 
a focus on long-term strategies to the 
annual event. Visit www.iata.org for 
more information.

events global dispatch

Cooperation between the public and 
private sectors was an overarching 
theme at the 9th Sino Conference 

in Xiamen, which was held from Septem-
ber 16-19. More than 1,000 freight for-
warders from around the world attended 
the event, which was hosted by the Chi-
nese International Freight Forwarders As-
sociation and the WCA Family of Logistics 
Networks.  “Every year I see delegates 
benefit from even greater success and 
opportunities at the event. Participants 
are now much smarter about doing their 
homework before the meeting and have 
learned how to maximize the potential for 
generating new partnerships,” said WCA 
Family President David Yokeum.

The deputy director of the Chinese 
Ministry of Commerce, Lv Jijian, directly 
brought up this spirit of collaboration dur-
ing the event. He commented that the 
ministry was going ahead with plans to 
develop a forwarding presence, and he 
also wants to help strengthen partner-
ships around the world.

“Only if we closely cooperate can we 
develop more quickly and inject even more 
momentum into worldwide freight for-
warding services. The economic slowdown 
has had a big impact, but this conference 
provides a great opportunity to work with 
the Ministry of Commerce to help formu-
late new plans to develop international 
freight forwarding,” he stated.

Advisory Committee; a member of the 
board of governors and treasurer of the 
Flight Safety Foundation; president 

emeritus of The Wings Club; and chair 
of the board of directors of PENCIL, 
an educational nonprofit.  He has also 

served on the Department of Trans-
portation’s Future of Aviation Advisory 
Committee.  ACW
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Air freight business OppOrtunities

Reply in confidence to:
dmarx@expressairfreight.com

or toll free USA to
DAVID MARX at 800-878-0303
www.expressairfreight.com

UNLIMITED, INC.®
EXPRESS AIR FREIGHT

•

•

• W

• Y
•

FREIGHT SALES
AGENCY

• Seeking successful professionals as 
partners in new offices

• Receive salary and ownership with no 
investment required

• We will set up office with access to 
worldwide network

• You run the office and build the business
• Denver, San Francisco and other cities available

 

EFSWW Headquarters
5021 Statesman Dr.  Suite 200
Irving, TX 75063
Call Us Toll Free: 1-888-354-2280
Email Us: sales@efsww.com
“Available “A” Markets: ORD, LAX, IAH, JFK”

Joining the EFSWW NETWORK>>

EFSWW is a 100% Agency driven 
transportation and logistics company 
providing freight forwarding and third 
party logistics solutions that intersect all 
aspects of the supply chain. With a 
“Build to Succeed” philosphy, some of 
our offerings include: 
   -All domestic and intl transportation modes
   -Network leveraged buying power
   -Powerful “Leading Edge” technology solutions
   -Partnering with success driven professionals
   -Dedication to Agency support and service

We look forward to helping you with a
SMOOTH TRANSITION INTO NEW 

OPPORTUNITIES
Call Us Today !!!

David Cohen, Esq.
35 Park Ave, Suite 16J
New York, NY 10016

Email:CohenLawUS@aol.com
Phone: (212) 217-9527 • Fax: (212) 208-2408

Air CArgO AttOrneY

The Best Resource on the Road!

Join Today
www.aemca.org

AssOCiAtiOns

mailto:dmarx@expressairfreight.com
http://www.expressairfreight.com
mailto:sales@efsww.com
mailto:CohenLawUS@aol.com
http://www.aemca.org
mailto:mnargie@aitworldwide.com
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Air freight business OppOrtunities

888.655.4237

630.350.7000

www.algworldwide.com

For Confidential Discussion:

Eric Hezinger
ehezinger@algworldwide.com

John Rafferty
jrafferty@algworldwide.com

•	Station	Ownership	and	Sales	Agent	
Opportunities	are	Available

•	Domestic	and	International	Forwarding

•	NVOCC	-	C-TPAT	-	IATA	-	IAC

•	Full	Menu	of	Services:	Air,	Surface,	Ocean,	
Warehousing

•	ALG	Logic,	Our	Complete	Suite	of	IT	Tools

U.S. Owned / Privately Held / Successfully Serving Customers Since 1982 / Retooled and Growing

MObile teChnOlOgY

Prices start at just         per month.79$
At CargoApps.com we take all the hassle out of
building a mobile app. No website programming
skills or IT background required. Just signup, 
design your app online, and let us deploy your
app to the App Store for you.

Visit us at CargoApps.com or email us at
info@cargoapps.com to learn more.

Wow your customers
with your very own
iPhone app.

PrimeTimePrimeTime
Delivery & Warehouse

24/7/365 Live Dispatch

Expedited Delivery
Throughout US and Canada

All Drivers TSA Certifi ed 
White Glove Service 

Same Day • Next Day 
Scheduled Deliveries 
2 Man • Cargo Vans

Straight Trucks • Liftgates

www.primetimedelivery.com
ops@primetimedelivery.com

“The Agent” to call in the
Cleveland / Akron / Canton 

markets

800-866-7530
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freight eXpeDiting

mailto:ehezinger@algworldwide.com
mailto:jrafferty@algworldwide.com
http://www.algworldwide.com
http://www.primetimedelivery.com
mailto:ops@primetimedelivery.com
http://CargoApps.com
http://CargoApps.com
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Bonus Exposure Online.  With the digital edition, your contact e-mail 

addresses and website url addresses are automatically linked, 

providing potential customers direct access to you and your products! 
For more information or to reserve space contact: 

 
Pam Latty 

platty@aircargoworld.com                           (678) 775-3565

freight sOftWAre

freight eXpeDiting

•••CARGO NETS & STRAPS
• Tie-Down Straps & Nets
• Baggage, Floor, Barrier & Pallet Nets
• FAA/EASA Accepted Designs
• Custom Engineering - Prompt Delivery
• Cargo Rings / Seat Track / Hardware

www.cargosystems.com
RESTRAINT SYSTEMS FOR EVERY NEED

P.O. Box 81098,  Austin, TX 78708-1098
info@cargosystems.com 

Tel: (512) 837-1300 • Fax: (512) 837-5320
FAA/EASA Certi ed Rep Station

CArgO restrAints

U.S. Toll Free

1-800-635-3448
Fax: 1-877-874-6799

www.airanimal.com
info@airanimal.com

Large or small,
 we handle them all!!

Telephone:

1-813-879-3210
Fax: 1-813-874-6722

pet shipper / pet MOVers
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MANAGEMENT AND CIRCULATION 
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2.Publication No.:  364-590
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Highland Parkway, Suite 200, Downers Grove, DuPage County, 
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viewpoint

Peter Quantrill is the director general of the British International Freight Association

Forwarders need reasons to embrace the e-AWB
orwarders simply cannot factor the e-waybill into 
their plans until they can see a business case for 
doing so. 

An air waybill is, in effect, a paper receipt issued 
by an airline for goods received and evidences a contract 
of carriage for an airport-to-airport movement, typically 
between the carrier and the shipper. The principle was 
established for this document way back in 1929 by 
international convention. Over 
the ensuing years, one or two 
working practices associated with 
transporting air cargo from the 
UK have changed.

For example, do you know 
of any UK forwarder who does 
not submit their export and 
import Customs entry data 
electronically? No — nor do we. 
Yet forwarders (except perhaps the most determined 
entities), routinely print out the humble multicopy paper 
air waybill and still choose not to go down the e-AWB route. 

The key to the success of the HM Revenue & Customs  
department in the UK lies in its single Customs entry 
processing system, coupled with absolute compliance to its 
mandatory electronic entry submission process. This is a 
far cry from the somewhat disparate situation that exists in 
the airline and forwarding industry, relative to the myriad 
versions of the aged airline Cargo-Imp program.

Forwarders who have invested heavily in systems to 
process other aspects of their operations can only see the 
costs and unwanted operational difficulties associated 
with the e-AWB. BIFA members have repeatedly reminded 
the association that they cannot factor the e-AWB into 
their plans until, and if, they can see a business case for 
doing so.

So where does this leave us? Could the airlines, for 
instance, take the bull by the horns and mandate the 
e-AWB as part of a modernized cargo-acceptance program? 
In theory, they could; in practice, the outlook is less certain 
given that revenues are driven by sales that could be 
jeopardized by a call for a mandatory compliance. What 

message would such a move send out? Mandating a process 
against the will of the majority of the customer base is not 
good for business.

It is not sometimes understood, especially by airlines, 
that BIFA is tasked by its members to represent and 
articulate their views and aspirations at the appropriate 
government and business forums — just as the 
International Air Transport Association does for them. 

We have been nothing if not 
consistent by refusing to adopt 
a gung-ho stance on the e-AWB 
that is contrary to the view of our 
wider membership.

With  the  cooperat ion  of 
some industry  co l leagues , 
BIFA is hosting a number of 
informal meetings to look into 
each component of the e-AWB. 

They will investigate, from the forwarders’ perspective, 
what combination of commercial, operational processing 
and system support is required to elevate the e-AWB 
from the “can’t-see-what-is-in-it-for-me” category to 
something altogether more commercially appetizing. If 
we are unable to convince those members that there is 
sufficient commercial and operational inducement for 
them to embrace the e-AWB, then we will have to accept 
their decision. In the meantime, we still urge airlines and 
forwarders to engage with each other. 

There are external safety and security drivers that are 
shaping our industry processes. For example, the routine 
exchange of information between trade and national border 
agencies is a requirement that is here to stay. Demand for 
pre-departure consignment information will only increase. 
This information is transmitted electronically simply 
because a paper mountain is not an option. In the UK, 
the Department for Transport, after exhaustive trials, has 
agreed that the data for the e-Cargo Security Certificate 
will soon be able to be transmitted with the e-AWB data.

So yes, paper is passe, but in many quarters, it continues 
to be seen as a visible, reliable, comforting and very mobile 
source of information. ACW

Mandating a process 
against the will of the 

majority of the customer 
base is not good for 

business.
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Brandon Fried is the executive director of the U.S. Airforwarders Association

forwarders’forum

Forwarders: Be more than just a commodity
s discussion about the economic challenges in 
airfreight continues, many have wondered about 
the industry’s viability. Recent information from 
the International Air Transport Association 

paints an unsettling picture for the months ahead.  
IATA reports that cargo profitability has come under 

downward pressure in the third quarter of 2012; the pre-
viously detected economic improvement has stalled in 
the wake of surging oil prices. Despite some stabilization 
brought about by an expansion in world trade, the growth 
momentum in trade volumes is slowing, and business confi-
dence has declined in recent months.

China, long considered the driver of economic expan-
sion, has lost momentum; demand drivers, primarily in the 
U.S. and Europe, continue to weaken. This has contributed 
to declining aircraft utilization and downward pressure on 
rates. The sky ahead seems bleak for those depending on 
airfreight as their sole means of revenue.

But the news is not completely bad. While China is ex-
periencing a softening of demand for its low-cost products, 
Latin America is showing an increase. Air cargo traffic in 
Latin America last year grew at an annual rate of 5.5 per-
cent, the second-fastest worldwide regional pace, second 
only to the 8.2-percent growth rate in the Middle East. The 
Latin American activity may be driven by a shift in manu-
facturing from China to Mexico. Wage inflation in China has 
also contributed to this change.

This improvement in Latin America is attracting airlift 
from around the world. Several Middle Eastern carriers 
now serve the region. There has also been a shift in prod-
ucts passing through the U.S. from Asia to Brazil. Increased 
competition from European carriers has resulted in cargo 
transiting through Europe on its way to Latin America, 
reducing volumes at U.S. gateways. Many are growing con-
cerned that this increased airlift will shortly exceed current 
Latin American productivity levels. 

Maybe it is time for an analysis of why the air cargo 
business previously experienced so much success. 
Understanding this important history is perhaps the key to 
predicting when the industry will recover and what we can 
do to hasten its arrival. 

We all know the obvious drivers that have traditionally 
fueled demand. These include medical emergencies, fac-
tory line parts failures, and perishability and new product 
roll outs. But at a time when we hear a lot about “mode 
shift” (code speak for cheaper), perhaps it’s time to remind 
our customers and ourselves that transportation cost is but 
one element in mode selection.  

Questions regarding turn-on receivables, the carrying 
cost of goods in transit, inventory costs and customer sat-
isfaction all play roles, too. Many of us find these benefits 
far harder to measure, sure, but they are real nonetheless.

So what are some of the concrete steps a forwarder can 
take to ensure that clients see them as more than just a 
commodity?

• Understand what keeps your customer up at night. 
Once you understand their concerns, you can begin to 
fashion solutions tailored to their needs.  

• When all other things are equal, price reigns supreme. 
Zap! You’ve been commoditized. Don’t allow yourself 
to fall into that trap.

• Fully embrace modern technology. If you turn on your 
fax or copy machine during the day, you’re not there yet.

• Your airlines and ground carriers won’t bow to your 
every command. Without them, you’re out of business. 
Forge partnerships of mutual respect and trust, and 
they will jump through hoops for you.

• Don’t fall into the trap of thinking of yourself as a 
point-to-point transportation company. They’re a dime 
a dozen. Remember, you’re selling solutions now. Mul-
timodal assembly/distribution services, order fulfill-
ment, returns, fabrication — these things add value to 
your service.

• Today, we live in a maze of government regulations. 
Become an educational resource for your customers, 
and you are sure to build a bond.    

Forwarders, always seen as the orchestra conductors 
of shipping, need to continue the tradition of creative 
problem-solving. Selling solutions, not price, is a challenge 
in any service business. Are we up to it? ACW



http://www.iata.org/wcs


We deliver the data, so you  
can deliver the goods.

The global leader in aviation intelligence.

Whether you’re shipping the ripest wheat from China, urgent medicines to 

Chicago, or fresh flowers from Holland, OAG Cargo is the first place to go 

for the high quality aviation intelligence you need. Our comprehensive real-

time data is the fastest, most accurate source for airfreight rates and flight 

schedules on the planet – optimizing your shipment planning, increasing 

efficiency within your organization and giving you the intelligent edge, 

worldwide. With the right information, anything is possible.

http://OAGcargo.com
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