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Dynamic port – dynamic community

In 2018, after a decade of moderniza-
tion projects, Port of Trois-Rivières 
commissioned an independent re-
search firm to conduct a public survey 
in Trois-Rivières. This was a first for the 
Port which aimed to assess the citizens’ 
views and better understand their per-
ception of the port facilities, and their 
vision for its future.  

Among the highlights of this survey, 95 
per cent of the population of Trois-Riv-
ières expressed a favourable or very 
favourable opinion of the port, which 
places its reputation score at 90 per 
cent. Outstanding results! In addition 

to recognizing the Port as a vital eco-
nomic development engine for the 
Mauricie, respondents believed that 
the Port has good prospects for the fu-
ture, and they wish to see its growth 
continue.  

“In recent years, we have invested a lot 
of energy, with our partners, to up-
grade and develop the port, making 
sure to reduce its environmental im-
pact and to make it one of the top per-
formers. Our facilities have been part 
of the Trois-Rivières landscape for 137 
years and we were very keen to 
achieve this modernization in harmony 

THE PORT OF TROIS-RIVIÈRES IS LOCATED IN AN URBAN AREA

Our facilities have 
been part of the  
Trois-Rivières 
landscape for  
137 years and we 
were very keen  
to achieve this 
modernization  
in harmony with  
our community.
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with our community,” said Director of 
Public Affairs Sara Dubé. She added 
that “the population has such a good 
opinion of its Port, we can now say: 
mission accomplished!”  

One area of improvement identified by 
the survey concerned the dissemina-
tion of information about port activi-
ties. After seven years of absence, the 
Port organized an open house last 
September. Despite the rainy weather, 
nearly 1,000 people took part in the 
day’s activities. The public was able to 
enjoy one of the fifty bus tours to visit 
the port facilities, in addition to meet-
ing Port partners who were present in 
large numbers to provide information 
about their organization and answer 
questions. People were also invited to 
visit an exhibition of old photographs 
while talking to retired workers who 
worked at the Port and in the pulp and 
paper industry.  

This open house was without a doubt 
a unique opportunity to discover the 
Port and to promote the dynamic port 
community that exists in Trois-Rivières. 

A PARTNER OF ORGANIZATIONS IN 
THE REGION 

In addition to ensuring harmonious in-
tegration and dialogue with its neigh-
bours, the Port multiplies opportunities 

to participate in the advancement of its 
community by supporting organiza-
tions in the areas of culture, education, 
health and the environment. For 2018 
and 2019, more than 45 organizations 
annually have received support from 
the Port to carry out their activities. 
“Being part of the community and 
being a driving force for economic de-
velopment also means giving back to 
local organizations that help the poor, 
promote culture, support community 
development and promote healthy liv-
ing habits through their tireless efforts”, 
said Ms. Dubé.

THE PORT OF TROIS-RIVIÈRES IS A PARTNER  
OF SEVERAL LOCAL NGOS 

THE PORT OF TROIS-RIVIÈRES HELD AN OPEN HOUSE  
ON SEPTEMBER 28.
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on Course for 2030 – Generating growth through 
innovation and collaboration

RECORD TRAFFIC 

One year after the unveiling of the 
On Course for 2030 development 
plan, Port of Trois-Rivières has al-
ready implemented several initiatives 
that will lead it to its goal of “Being 
an innovative urban port, generating 
growth, at the heart of a competitive 
supply chain.” 

The first months of 2019 were 
marked by the announcement of a 
record year for 2018. A total of 3.9 
million metric tons (MMT) of goods 
were handled, an increase of 47 per 
cent over 2017 and a new record sur-

passing the 3.7 MMT achieved in 
2014. The Port’s facilities, modern-
ized as part of the On Course for 
2030 development plan, delivered 
their full potential in 2018, thus con-
tributing to the achievement of this 
cargo handling record. 

$ 2.5 MILLION FOR INNOVATION 
AND ENVIRONMENTAL 
PROTECTION  

The Port subsequently announced 
the creation of two user-focused 
funds with a total investment of $ 2.5 
million over five years. 

The Environment Fund aims to sup-

port user investments in solutions 
that improve the Port’s environmental 
performance, with a view to sustain-
able development. Through this in-
novative initiative, the Port not only 
wishes to support the implementa-
tion of projects to improve its envi-
ronmental record, but also surpass its 
targets. 

On the other hand, the Innovation 
Fund represents a commitment by 
the Port to collaborate with its users 
in the deployment of innovative 
strategic projects, to enhance com-
petitiveness. 
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To assemble is a beginning; to stay together is 
progress; working together is success. 

– Henry Ford 

In order to increase opportunities and strengthen its 
competitiveness, the Port has signed two collaboration 
agreements with major ports. 

A first agreement has been ratified with Port of Montreal, 
and aims to improve their respective port services. 
Specifically, these ports aim to increase the productivity, 
competitiveness, efficiency and security of port services 

and procedures. Working groups are already focused on 
four subjects: maritime operations, environmental man-
agement, port logistics and city-port relations. 

“As a gateway to the heart of America, the St. Lawrence 
River represents an undeniable strategic advantage for 
Canada and Quebec. The partnership we have signed 
with Port of Montreal is helping to coordinate our efforts 
to increase the competitiveness of the River, a vital link 
in the growth of our two ports in the context of consid-
erable global competition,” said Gaétan Boivin, Presi-
dent and CEO of Port of Trois-Rivières. 

Daniel Dagenais, Vice-President, 
Operations, Port of Montréal; Sara 
Dubé, Director, Public Affairs, Port 

of Trois-Rivières; Jean-François 
Belzile, Harbour Master and 

Director, Marine Operations, Port 
Of Montréal; Sylvie Vachon, 
President and CEO, Port Of 

Montréal; Gaétan Boivin, 
President and CEO, Port of  

Trois-Rivières; Jacques Paquin, 
Vice-President, Marketing and 

Business Development, Port of 
Trois-Rivières;  André Desjardins, 

Harbour master, Port of  
Trois-Rivières; and Sylvain 

Gendron, Director, Operations, 
Port of Trois-Rivières 

Back: Jacques Paquin, Vice-
President Marketing and Business 
Development, Port of Trois-Rivières 
and Jacky Scheidecker, Director, 
Ports of Mulhouse-Rhin 
Front: Gilbert Stimpflin, President, 
Chamber of Commerce and 
Industry Grand Est and the Ports of 
Mulhouse-Rhin and Gaétan Boivin, 
President and CEO, Port of Trois-
Rivières 
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A Leading Terminal             
Operator 

LOGISTEC provides high quality 
cargo-handling services to marine 
and industrial customers through       
a strong network of strategically 
located facilities in the Great       
Lakes, the St. Lawrence River,             
on the Eastern Seaboard of 
North America, and in the 
U.S. Gulf. 

Also, as part of efforts to foster inter-
national collaboration, the Port, in 
collaboration with Innovation and 
Economic Development Trois-Riv-
ières, reached an agreement with 
the Port of Mulhouse-Rhin, located 
on the Rhine river in eastern France. 
This partnership aims to share best 
operational and business develop-
ment practices, thereby increasing 
opportunities for everyone. Four 
areas of cooperation have been 
identified: port governance, com-
mercial promotion, innovation shar-
ing and continental outreach. 

Mr. Boivin emphasized that “One of 
the On Course for 2030 develop-
ment focuses was on the conclusion 
of partnership agreements with 
other ports with complementary ac-
tivities. In addition to making our 

Port more attractive, this approach 
multiplies business opportunities. We 
are therefore very excited to have 

formalized this collaboration and 
started the exchanges whose guiding 
thread is innovation.” 
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A driver of growth through innovation

Over the past decade, Port of Trois-Rivières and its part-
ners have invested $ 132 million to modernize existing 
infrastructure. Although these investments have resulted 
in a 40 per cent increase in port terminal capacity, these 
facilities are now almost fully utilized.  

While the Port continues to be approached by many ship-
pers who wish to call on the port, and while current cus-
tomers have continuing needs to utilize port facilities, the 
Port must be innovative to meet the rising demand. In 
addition, the Port must be versatile and show agility to 
respond quickly and effectively to the needs of its cus-
tomers. 

Innovation is therefore a key for the On Course for 2030 
development plan. The Port of Trois-Rivières has great 
potential to benefit the regional economy and serve as 
an engine of growth, but this can only be achieved 
through innovation. 

Development of the new Terminal 21 will be driven by 
innovation at the Port. It will bring together the best of 
the Port’s collective knowledge to design high quality fa-
cilities that will meet the performance challenges of 
today and tomorrow. Terminal 21 will be a versatile struc-

ture, and will provide the necessary flexibility to redis-
tribute goods from multiple shippers quickly and effi-
ciently through a multimodal distribution centre. It will 
represent a testing ground to ensure that the Port’s tech-
nological, social, environmental and economic objec-
tives will be met. 

Computerization, automation and integration of artifi-
cial intelligence will make it possible to minimize the 
costs of handling, loading and unloading operations, 
both for general goods and for bulk cargo. The Port ad-
heres to the values of sustainable development and will 
therefore aim for carbon neutrality in its port and logis-
tics activities. 

In addition to the 100,000 m2 planned for development 
of Terminal 21, the Port plans to add 80,000 m2 of indoor 
and outdoor storage space for value-added activities 
through the acquisition of new properties and the rede-
velopment of existing properties. 

Innovation will be the driver to enable Port of Trois-Riv-
ières to continue to respond quickly and effectively to 
changing commercial conditions in our ever-changing 
world. 

TERMINAL 21 
PROJECT
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Port of Trois-Rivières - Our gateway to the world...

Developing the waterfront – Balancing economic, 
environmental and social objectives
One of the flagship projects of On 
Course for 2030 is the development 
of the waterfront. Indeed, like many 
ports around the world, Port of 
Trois-Rivières aims to turn over part 
of its facilities for commercial, resi-
dential and recreational tourism pur-
poses, to consolidate the historical 
link and harmonious co-existence 
between the port and the city. 

The waterfront sector of Trois-Riv-
ières is part of a diversified environ-
ment offering many opportunities: 

• It represents the link between two 
downtown attractions: a newly 
renovated convention centre at 
one end, and an outdoor am-
phitheatre at the other. 

• It is linear and offers a magnificent 
perspective on port activities.  

• It is adjacent to the Port Park, a 
popular site for residents and 
tourists and adjacent to the 
downtown. 

sailings1112.qxp  2019-11-13  2:09 PM  Page 12
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• It offers excellent real estate de-
velopment opportunities. 

The close collaboration established 
between the city and the port over 
the past decade has made it possi-
ble to modernize port facilities and 
ensure more harmonious integra-
tion with the urban environment, as 
well as reducing the port’s environ-
mental impact. This relationship is 
the envy of many ports and cities. 

Now, both organizations wish to 
push their collaboration further and 
proceed with the development of 
the waterfront. “Port of Trois-Riv-
ières has developed, in collabora-
tion with the City Administration, an 
inspiring and above all realistic vi-
sion to create a living environment 
where residential, recreational, 
tourism and commercial activities 
can coexist, while ensuring access 
to the river for all residents. The City 
of Trois-Rivières looks forward to 
working with the Port and the com-

munity on this important project,” 
said Jean Lamarche, Mayor of Trois-
Rivières. 

In fact, the Port is aiming for nothing 
less than for the waterfront to be-

come the new identity image of Trois-
Rivières. The site should serve as a 
showcase on the downtown area and 
a window on the river. Seen from the 
river, the layout of the site will be in 

VISION OF A REFURBISHED HANGAR 1

VISION OF A REFURBISHED HANGAR 1



14 • Canadian Sailings • November 4, 2019

TROIS RIVIÈRES

harmony with the existing urban fabric, but it must 
also show a distinctive and specific signature to the 
waterfront. In order to create a feeling of belong-
ing and unique pride, the identity of the sector will 
be based on the founding elements of the Port’s 
activities from the past to the present. 

Seen from the downtown area, the presence of 
water and the Port will become the centerpieces 
to highlight the port character of the city. Indeed, 
downtown Trois-Rivières is one of the few cities in 
North America to have this proximity to large 
ships. The maritime transport industry represents 
an interesting economic showcase which testifies 
to the dynamism of Trois-Rivières’ industrial and 
tourist activities. It will therefore be interesting to 
identify some powerful points of view that will 
make it possible to observe port activities. The site 
will become the space of interrelations between 
the downtown area and the river. 

The waterfront has the potential to play a greater 
role in the city’s economic vitality. Port activities 
will support the city, which aims to increase the 
size of its population, which will support commer-
cial and recreational activities throughout the 
year. It is necessary to provide environments that 
are both dynamic and peaceful, and that fit the 
needs of all. What’s important is to draw people 
out for different reasons, at different times of the 

A VIEW OF THE WATERFRONT AREA
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day throughout the seasons. In this way, this sec-
tor can be vibrant year-round. 

The site will be easily accessible, which means at-
tracting people to the waterfront, preferably by 
using public transit or by cycling or walking, 
which are healthy, and non-polluting modes of 
transportation.  

Finally, this development will integrate the prin-
ciples of sustainable development by ensuring a 
balance between economic, environmental and 
social objectives. The valorization of this found-
ing site, as well as the buildings and spaces to 
be developed, shall consolidate its public char-
acter. The Port must continue to be a vector of 
structuring development and, in this sense, it ac-
cepts that some of its facilities should be used 
differently. 

In short, the Port aims to ensure that the water-
front becomes a real place of reconnection with 
a strong, local identity, a daily destination that 
will delight citizens, workers and visitors. 

During the 2018 survey, citizens expressed the 
wish that in the coming years, the Port would de-

velop more green spaces and in-
crease the use of its downtown 
properties for commercial, residen-
tial and recreational tourism devel-
opment.  These priorities also meet 
the expectations repeatedly ex-
pressed by several stakeholders. 

Currently, according to its letters 
patent, the Port does not have the 
authority to develop this type of ac-
tivity on its properties. However, all 
agree that the waterfront enhance-
ment project must be carried out. 
The Port, the City and Transport 
Canada have recently agreed that 
they will work together to find the 
best possible solution that will lead 
to this promising redevelopment for 
the region. 

VISION OF THE INTERIOR  
OF A REFURBISHED HANGAR 1
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Hason builds oversized parts assembly plant for 
petrochemical industry
Hason Steel and the Port of Trois-Rivières have reached an 
agreement for the construction of an oversized parts as-
sembly plant for the petrochemical industry. Some forty 
permanent jobs will result from this project. The new proj-
ect will be part of the development of the industrial-port 
zone of Trois-Rivières. 

The port of Trois-Rivières, with close proximity to the con-
struction site, was the logical choice for Hason. The com-
pany will carry out its reactor assembly operations at its 
new plant, and transport modules to the port to ship them 
assembled to customers around the world.  

“By shipping its reactors in one piece by boat, Hason sets 
itself apart from its competitors, offers added value to its 
customers and is able to access new markets. We are 
proud to be a key part of this innovation,” said Gaétan 
Boivin, President and CEO of Port of Trois-Rivières. 

The Industrial Port Zone of Trois-Rivières offers more +

+ MORE
AVAILABLE LAND 

The Industrial Port zone of Trois-Rivières has more than
317 hectares of available land (more than 3.1 M square meters).

www.zoneiptroisrivieres.com
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Freight forwarding & 
education
Fifteen colleges from east to west offer CIFFA programs 
BY KEITH NORBURY

Leading up to his appointment as Ex-
ecutive Director of Canadian Interna-
tional Freight Forwarders Association, 
Bruce Rodgers decided to get some 
schooling in his longtime profession. 
So he enrolled in all four of CIFFA’s 
educational programs “because I did-
n’t have that desk level understanding 
that this really starts with,” said Mr. 
Rodgers, who became Executive Di-
rector in November 2018. “And I 
learned a significant amount that I 
didn’t know before. Not that I had a 
negative turn on the CIFFA training,” 
he added. “But now I’m a strong ad-
vocate that everybody should go 
through these programs because it re-
ally gives you a very good under-
standing of how the entire supply 
chain process works.” 

Since his years of experience in the 
business were at an executive level, 
including as President of large multi-
modal operations, “I really didn’t get 
involved at the desk level,” Mr. 
Rodgers said. “I didn’t build contain-
ers and I didn’t necessarily understand 
what a cubic meter was in a container, 
or how to load it, or anything like 
that.” 

GOOD OVERALL 
UNDERSTANDING 

As an “old guy” in the industry, his 
training was all on-the-job — “sit 
down at the desk, here’s a shipment 
and move it,” Mr. Rodgers said. Tradi-
tionally, people in the industry learned 
their craft that way — from the people 
who sat in that desk before them. “So 
this will give you a really good overall 
understanding of how the entire 
process works, versus sitting trying to 
learn what somebody else has forgot-
ten,” Mr. Rodgers said. “I think it’s a 
very worthwhile program to take, and 
I think they will learn a lot from it.” 

Such opportunities are more bountiful 
than ever. In addition to its own certifi-
cate programs, which are delivered en-
tirely online, CIFFA now has 
partnerships with 15 Canadian post-
secondary institutions. Each year, 
about 3,000 students take programs 
with CIFFA courses either through the 
colleges or online. 

ENROLLMENT GROWS 

“We’re actually seeing a lift in our en-
rollment, in our dangerous goods pro-
grams, our air cargo security programs, 
and even our workshops,” Mr. McDer-
mott said. 

For example, a recent Incoterms 2020 
workshop had a huge response, he 
noted. 

When Mr. McDermott joined CIFFA 
about eight years ago, the association 
only had half a dozen college partners. 
But since then, it has steadily added 
one or two new ones each year. Re-
cently added was Fleming College, 

His previous employer, Schenker 
Canada Limited, also availed itself of 
CIFFA training, especially for people 
coming into the organization who 
were new to the industry. “It provides 
them with that basic understanding, 
and a very good understanding of 
how the freight forwarding community 
works,” Mr. Rodgers said. “And CIFFA 
is really the only one that offers the 
type of training we were looking for — 
just to give that skill set to the desk-
level individual.” 

About a year before she retired, Ruth 
Snowden, his predecessor as Execu-
tive Director, also took the CIFFA 
courses. “Her pursuit of lifelong edu-
cation is a true one,” said Stephen 
McDermott, CIFFA’s Director of Edu-
cation and Marketing. “We love to en-
courage all of our members or 
anybody who’s working in the industry, 
who’s been doing it for a very long 
time and had a successful career, to 
just consider to continue to learn.” 

BRUCE RODGERS RUTH SNOWDEN
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Freight forwarding & 
education
which offers a supply chain manage-
ment-global logistics program at its 
Peterborough campus that includes a 
CIFFA certificate upon graduation. 
CIFFA also recently signed a new 
agreement with Centennial College 
for two programs at its Scarborough 
campus that also award CIFFA certifi-
cates. Both programs include the cost 
for the CIFFA exams and certificates in 
the course fees. That’s now the case 
for all but three of the college partner-
ships, Mr. McDermott said. 

“How it worked before was that we 
would be creating our own exams and 
things like that based off of the mate-
rial that CIFFA provided us,” said 
Amanda Stone, who chairs business 
and management studies at Centen-
nial’s business school. “Should stu-
dents achieve a particular grade, as 
per our agreement, then they would 
go on to CIFFA, pay a fee, and write 
the actual exam through CIFFA.” 

VALUE-ADDED EDUCATION 

 Centennial educators discovered, 

though, that those who didn’t write 
the exam “were missing out on a 
value-add piece,” Ms. Stone added. 
So now, with the CIFFA fee embed-
ded in the course price, all students 
can write the exams within the respec-
tive courses. “For students who may 
not academically meet the require-
ment on their first go-around, CIFFA 
has agreed they can write the exam 
again through its facilities outside of 
our classes within a one year time-
frame,” she said. That includes a nom-
inal fee for the repeat exam. 

Centennial offers CIFFA courses in 
four programs: global logistics courses 
in diploma-level and post-graduate 
programs; and diploma-level and 
post-grade principles of freight for-
warding courses. “We just don’t have 
a CIFFA midterm and a CIFFA final, we 
have other assessments built into our 
courses that allow us to be able to re-
liably determine whether or not a stu-
dent has met all of the learning 
outcomes for the particular class,” Ms. 
Stone said. 

Post-graduates programs run full-time 
and have classes in six or seven sub-
jects each semester. CIFFA fees are 
only applied during semesters that 
CIFFA courses are taught. 

AMANDA STONE
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“It is a lot of work. But we make a lot 
of conscious effort at the college to 
make sure that every year we look at 
what we call our student workload 
map to make sure that work is distrib-
uted evenly or as evenly as possible 
throughout our 14-week semester,” 
Ms. Stone said. 

At any given time, Centennial has 
about 550 students enrolled in the 
CIFFA-related courses. Most of those 
students are from outside of Canada 
— about 60 per cent for the diploma 
courses, and around 90 per cent for 
the post-graduate courses.  

“We are known as Canada’s Interna-
tional College,” Ms. Stone said. The 
international students pay a premium 
for that privilege. Two semesters of tu-
ition for the graduate global business 
management course run about 
$14,500 for international students 
compared with about $4,300 for 
Canadians. 

The CIFFA certificate can also lead to 
a diploma from FIATA, the interna-
tional federation of freight forwarders 
associations. That is particularly ap-
pealing to students from China, 
“where the only other CIFFA in the 
world exists — the Chinese Interna-
tional Freight Forwarders Associa-
tion,” Ms. Stone said with a laugh. 

INTERNATIONAL ASPIRATIONS 

No wonder CIFFA itself is looking to 
expand its educational programs inter-
nationally. “We’re getting a number of 
requests from outside of Canada as 
well, really to fill a void,” Mr. Rodgers 
said. “Nobody has this type of training 
program that we offer to people within 
Canada. So a number of people are 
reaching out to us to look at how to 
educate people elsewhere.” However, 
neither he nor Mr. McDermott could 
comment on what specific cities, in the 
U.S. for example, would be likely 
CIFFA education partners. 

Mr. Rodgers said that CIFFA is in the 
“discussion stages” with potential ed-

ucation partners outside of Canada 
and that an international group that 
provides compliance type training is 
looking into it. 

CIFFA has also partnered with York 
University’s Executive Education Cen-
tre on three management-level pro-
grams. “There’s a finance program, a 
sales program, and a customer service 
skill set program as well. And that ulti-
mately gets the individual into a pro-
fessional freight forwarder 
designation,” Mr. Rodgers said.  

CIFFA promotes that designation — 
called PFF for short — as identifying 
top-notch properly trained members 
of the profession. To achieve the PFF 
also requires five years experience as 
a freight forwarder. 

“We have a variety of different training 
programs,” Mr. Rodgers said. For ex-
ample, Essentials of Freight Forward-
ing provides a basic understanding of 
how to create the paperwork, how to 
load proper containers, how to prop-
erly price shipments, as well as calcu-
lations of cubic dimensions. It also 
covers more advanced material such 
as Incoterms, customs, and project 
cargo handling. 

SUBJECT MATTER EXPERTS 

“We probably have anywhere up to 
ten different subject matter experts, 
depending on the topic, that we call 
upon to help us to upgrade our mate-
rial or create new material at any 
time,” Mr. McDermott said. Five em-
ployees at CIFFA’s secretariat are ded-
icated to education. That doesn’t 
include the contractors who teach the 
material or write the curricula. 

CIFFA would also like to expand its 
educational opportunities into more 
parts of Canada. The association’s 
other educational partners include An-
derson College, Lambton College, 
George Brown College, Seneca Col-
lege, triOS College, Eastern College, 
Brighton College, St. Clair College, 
Eastern College, Universal Learning 

Institute, Langara College, and Discov-
ery Community College. 

While CIFFA has partnerships in B.C., 
Ontario, and the Maritimes, it doesn’t 
have any in Quebec or in the Prairie 
provinces yet. “We try on a regular 
basis to have communications with dif-
ferent schools in Alberta in particular, 
but we just haven’t been able to inte-
grate our material into their program,” 
Mr. McDermott said. “It’s a tough inte-
gration because a lot of work needs to 
go into making sure that all standards 
are met.” 

According to Ms. Stone at Centennial 
College, CIFFA meets those standards 
with flying colours. “We’re bringing in-
dustry directly into the classroom, from 
a practical perspective, but also from 
a designation perspective,” Ms. Stone 
said. 

The payoff for students come when 
they apply for a job and can state on 
their resumes that they have a CIFFA 
certificate, she said. “They already set 
themselves apart from a multitude of 
other people who are graduating from 
college or university, but without that 
certificate.”

STEPHEN McDERMOTT
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CIFFA ponders 2030 vision 
BY KEITH NORBURY

Canada’s freight forwarders are looking forward to the future 
— the year 2030 to be more specific. The Board of Directors 
of Canadian International Freight Forwarders Association at 
a meeting in September agreed upon three priority goals 
for the next decade, said Bruce Rodgers, CIFFA’s Executive 
Director. Those goals are membership value and engage-
ment; education; and advocacy. 

“Then from that there’s a list of working priorities that have 
been assigned to achieve those goals,” said Mr. Rodgers, 
who became Executive Director in November 2018. 

Asked to gaze into his crystal ball at 2030, Mr. Rodgers pre-
dicted that “technology is a significant enabler to what’s 
going to happen in transportation and I think we’ve got to 
be very mindful of what changes are coming down and what 
the impacts will be overall on all sectors in transportation.” 
For instance, he pointed to the “Amazon factor,” a reference 
to the online retail behemoth that is altering the direction of 
traditional freight flows toward business-to-consumer and 
away from business-to-business. 

“Ten years is a long time away, and I think a lot is going to 
happen in that period of time,” Mr. Rodgers said. “Our po-
sition is just to be aware and properly communicate to our 
members and just put them in the best position they can be 
in to be successful going forward.” 

90 PER CENT RETENTION RATE 

At present, CIFFA has about 260 member companies and 
another 160 associate members from outside of freight for-
warding. Those numbers have remained fairly constant for 

several years. “Our retention rate is in excess of 90 per 
cent,” Mr. Rodgers said. That’s despite a shrinking number 
of companies because of mergers and acquisitions — such 
as the merger announced earlier this year of industry giants 
DSV and Panalpina. “As a result of that, our membership is 
getting squeezed to some degree,” Mr. Rodgers said. 

He envisions expanding the association’s regular member-
ship category to include other parties “that are contributing 
to the success of freight forwarding overall.” That’s where 
the goal of increasing membership value and engagement 
comes in. Troy Cowen, who succeeded Mr. Rodgers as 
CIFFA president, said a CIFFA committee is exploring 
whether to expand the organization’s membership “outside 
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of the traditional freight forwarder.” 

INDUSTRY EXPERIENCE “INTEGRAL” 

Mr. Rodgers brings to CIFFA a long background in the industry. 
That was also true of his predecessor, Ruth Snowden, who 
worked in the industry for about 25 years before becoming Ex-
ecutive Director about a decade ago. In Mr. Rodgers’s case, he 
worked most recently as Vice-President of Schenker Canada 
Limited, from January 2015 to October 2017. Before that, he 
held country manager positions with Vandegrift Canada ULC, 
and CEVA Logistics, following 11 years as President of Same-
day Worldwide from October 1998 to September 2009. His ca-
reer in the business dates back to 1986 when he was Managing 
Director for Purolator Courier for a decade. 

“Having that freight forwarding background or the background 
in supply chain management is integral to be able to properly 
research, and properly respond to any of the questions or in-
quiries that come into this office,” Mr. Rodgers said. You defi-
nitely need that level of experience and knowledge in order to 
excel in this position.” 

Most recently, Mr. Rodgers was serving as President of 
CIFFA when he stepped down to become Executive Di-
rector in October 2018. Before becoming President, he 
served on CIFFA’s Board for ten years, including four years 
as Treasurer and various roles as a Vice-President. During 
his time on CIFFA’s Board, he got to know Ms. Snowden 
well. She also stayed around for a six-month transition pe-
riod as Mr. Rodgers learned his new job. 

“As I stated to other people, I’m not trying to learn what 
Ruth knows. I’m trying to learn what Ruth has forgotten,” 
Mr. Rodgers said. “That is a key difference.” Mr. Cowen, 
who is Chief Operating Officer of Maltacourt (Canada) Ltd., 
acknowledged that new Executive Director “had some big 
shoes to fill.” Ms. Snowden had worked on building the 
CIFFA brand. “We’re recognized globally now,” Mr. 
Cowen said. 

As for Mr. Rodgers’ performance to date, it is “absolutely 
excellent,” Mr. Cowen said. “Bruce has been in the indus-
try a long time, and brings a wealth of knowledge.” 

MORE GENERAL APPROACH 

Running a non-profit entity, though, is quite different from 
working for a multinational corporation, Mr. Rodgers ad-
mitted. At Schenker, he focused on one area, the customs 
group. At CIFFA, all of freight forwarding is his domain. 
“So within those large multinationals, they’re very siloed 
in how they manage their businesses. In this role, you be-
come very much more of a generalist,” Mr. Rodgers said. 
“You’re answering questions from members every day.” 

Often those inquiries involve challenges that those mem-
bers cannot resolve quickly on their own, he said. “They 
escalate to us,” he said. “And so we take a far more de-
tailed approach to the solution and try to give them the 
proper advice and proper guidance and assistance. Some-
times we will lobby on their behalf and we will represent 
their claims to other parties and try to get them resolved.” 

One challenge the industry is facing is the growth of busi-
ness-to-consumer transactions as opposed to the busi-
ness-to-business sector that has been the mainstay of 
freight forwarders — the Amazon effect. Everybody wants 
to receive orders immediately. That’s creating challenges 
for traditional freight forwarders, he said. “What that 
means is people are not necessarily moving product and 
replenishing inventory anymore. They’re going directly to 
the consumer,” Mr. Rodgers said. “So the weight per ship-
ment is decreasing to create that just-in-time or just-on-
demand type of order replenishment or fulfillment directly 
to the consumer.” 

To address that, freight forwarders are going to have be-
come more nimble and flexible, he said. Mr. Cowen, 
though, noted that the Amazon effect won’t affect every-
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one in the transportation business. “You still have the man-
ufacturing, raw materials, all that other stuff,” Mr. Cowen 
said. “Ecommerce isn’t going to affect that.” Nevertheless, 
he added, “I’m sure at every other forwarder’s Boardroom 
table these discussions are going on.” And he pointed out 
that freight forwarders’ tractor-trailers can be seen parked 
outside just about any Amazon fulfillment centre. “I think it’s 
going to change but I don’t think dramatically,” Mr. Cowen 
said. “The goods still need to move. It’s just how they move, 
I think, that will be a little bit different.” 

OPTIMISM FOR EMANIFEST 

A challenge that Ms. Snowden worked on for years appears 
close to being solved — the roll out of Canadian Border 
Services Agency’s electronic manifest system, or eManifest, 
for filing customs documents. The third phase of the CBSA’s 
Advanced Commercial Information program, eManifest 
missed so many deadlines over the years that Ms. Snowden 
laughed out when asked for an update last year. “We’re still 
waiting but we are very optimistic that this will be in the first 
half of 2020,” Mr. Rodgers said. He based his optimism on 
progress made during recent discussions and working group 

meetings with CBSA on the matter. In fact, he had a lot of 
praise for how responsive the agency has been of late 
through its work with various committees — such as B triple 
C (border, commercial, consultative committees), an elec-
tronic commerce committee, and the CARM program, which 
stands for the Customs Assessment and Revenue Manage-
ment. 

“I find CBSA very responsive and very engaging with the 
community overall,” Mr. Rodgers said. “Certain projects take 
a little bit longer to get into practice. But progress is being 
made.” In the past, that wasn’t necessarily the case, which 
resulted in bottlenecks and roadblocks to changes the 
agency wanted to implement, he said. The improvements 
didn’t have anything to do with politics, he said, although he 
indicated that personnel changes might have had some 
bearing. “I think a number of these projects have had great 
intentions but they just failed to deliver, failed to get off the 
ground,” he said. Over time, CBSA learned from those fail-
ures and has made strides to be more inclusive with its stake-
holders, such as CIFFA, and develop a better understanding 
of each other’s processes. “And I think as a result of that, 
we’re getting far greater results,” Mr. Rodgers said. 
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BLOCKCHAIN POTENTIAL 

An emerging area of interest for freight forwarders is 
blockchain and its potential to disrupt transportation indus-
tries. “We’re watching it,” Mr. Rodgers said, adding that the 
association’s secretariat has met with representatives of 
blockchain companies and has even been approached by a 
group that would like CIFFA to act as consultants on a proj-
ect. CIFFA has also held workshops on blockchain for its 
members, such as a presentation at the association’s 70th 
anniversary conference in October 2018. 

“At this point in time, there’s nothing imminent coming,” Mr. 
Rodgers said. “We’re hearing some rumours that it’s still sev-
eral years out before it becomes widely adopted. But our 
role is to make sure that we are positioning the information 
correctly to our members and to make sure that they are 
properly informed and prepared for the changes that are 
coming.” 

Meanwhile, Mr. Cowen was hesitant to comment about 
blockchain. “I don’t want to get hate mail,” he quipped. 
Nevertheless, he doubts blockchain will have much impact 
on smaller freight forwarders “because they’re going to be 
a lot of companies that are just not big enough to get in-
volved with blockchain.” Nor are small customers likely to 
use the platform, even if multinationals have to. Then again, 
different variations might develop, such as a “blockchain 
light” that will appeal to smaller players, he said. What Mr. 

Cowen does expect to see within the next ten years, or even 
five, is more digitization, fewer keystrokes, and more data 
sharing. Smaller firms, which lack access to the platforms of 
the multinationals, have to double-enter data, he said. “We 
have to enter everything from scratch that we get from origin 
whereas the big multinationals, if they’re sharing the plat-
form, it’s automatically uploaded into the system,” Mr. 
Cowen said. For that reason small- to medium-sized compa-
nies are working on projects with agents on data sharing, he 
added. 

MORE ADVOCACY AHEAD 

In general, Mr. Rodgers envisions CIFFA undertaking more 
advocacy with government agencies in the coming years. 
“We want to be the voice of the industry and be the go-to 
experts,” he said. In some areas, such as initiatives to im-
prove the flow of goods across the border, he sees progress 
being made. In other areas, such as advocating for improve-
ments to Canada’s infrastructure — which CIFFA outlined in 
a letter last year to Transportation Minister Marc Garneau — 
movement has been much slower. “There are significant 
projects that have been tabled for several years now that re-
ally require more focused attention,” Mr. Rodgers said. 
“There are a number of working groups that CIFFA is a part 
of right now, and we’re trying to position a united voice on 
what is required in the industry overall, and improve the in-
frastructure projects that are on the table.”
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Melius Energy launches bulk bitumen shipping in 
containers – CanaPux to commercialize heavy oil  
capsules in 2021? 
BY ALEX BINKLEY

Melius Energy of Calgary has partnered with BitCrude to 
market a semi-solid bitumen that can be shipped in marine con-
tainers to refineries in North America and overseas for further 
processing. Melius was formed earlier this year in the belief 
that Canadian bitumen can be transported in a safe and eco-
nomical way based on the technology designed by BitCrude 
creator Cal Broder during a decade of developing the system. 

Yuri Butler, Melius’s Manager of Logistics & Supply Chain, 
said in an interview the three-step BitCrude process starts with 
extracting the diluent needed to ship the very thick bitumen 
from the mine to a processing facility in the Edmonton area. 
From there, the bitumen is converted into a semi-solid state 
and loaded into containers specially adapted for Melius. Bit-
Crude is non-flammable and will float in fresh and salt water 
without being toxic to marine life, making it safe to transport 
by road, rail and ship. 

The third step is returning the shipment to a liquid state at 
the receiving refinery using a proprietary process developed by 
BitCrude. Once it’s emptied, the container is returned to 
Melius for reloading. 

The first successful export was delivered this fall to an 
Asian refinery in a 20-foot Melius container. It was transported 
to the port of Prince Rupert from Edmonton by CN Rail, which 

is a partner in a different venture to transport Alberta and 
Saskatchewan bitumen in solid clumps known as Canapux. 

Melius Energy President Nicole Zhang said the BitCrude 
process “utilizes existing infrastructure to move bitumen, simi-
lar to how we move other consumer goods. The 
commercialization of this technology makes both economic 
and environmental sense.”  

Butler said Melius now is working at growing its overseas 
markets by establishing relationships with refineries in Asia and 
building up the capacity of its process for developing a long-
term, stable supply of BitCrude, which can be made into 
asphalt and related products as well as low-sulphur diesel. The 
demand in Asia for the premium heavy oil product that comes 
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from the bitumen is greater than the 
capacity of the region’s refineries, he 
said. “There are lots of refineries looking 
for heavy fuels and we’re starting to 
ramp up to fill that demand.” The hope 
is that the demand for BitCrude will be 
great enough to free the product from 
the long-standing link of Prairie crude 
selling at a discount to U.S. domestic oil 
prices. “With these new markets, we 
could get higher prices.” The key is to be 
able to safely manage the shipments and 
BitCrude provides that assurance, he 
said. 

The process uses a state-of-the-art 
electrically-powered diluent recovery 
unit (DRU), avoiding further fossil fuel 
combustion and requires no chemicals, 
additives or diluent, creating both a safer 
product and a facility with a reduced 
green house gas footprint, Melius says. 
The DRUs are modular, stackable and 
scalable making for a quick increase in 
production. 

Meanwhile, CN says it is continu-
ing “to advance the CanaPux project 
through licensing the technology to mul-
tiple industry partners, each of whom 
are concentrating on different overseas 
markets. The licensees will determine 
commercial in-service dates, although 
CN still anticipates transporting Cana-
Pux in 2021.” Three years in 

development, Canapux pellets can be 
shipped within North America in open 
freight cars such as gondolas and hop-
pers and in bulk freighters to overseas 
destinations. They can be loaded onto 
ships using coal terminals. 

Earlier this year, CN announced it’s 
working with several companies on 
CanaPux development. Wapahki Energy 
Ltd., a company owned by the Heart 
Lake First Nation in northern Alberta, is 
planning on a $50 million facility to turn 
10,000 barrels of bitumen per day into 
CanaPux. CN Rail and Wapahki said 
they would each invest $16.7 million 
into the pilot project that would take 
two years to build and are talking to 
potential partners in the project. 

Attention is also being paid to 
potential domestic customers for the 
product, said James Auld, CN’s Senior 
Manager of product development. 

Jeff Paquin, President and CEO of 
Wapahki Energy, says the CanaPux 
process could save oil producers US$15 
per barrel and use up the waste plastic 
that now ends up in provincial landfills 
to produce the polymer that covers the 
pellets. Shipping in freight cars rather 
than tank cars would be cheaper 
because they can transport more prod-
uct per load and cost less to lease, he 
said. As well, the CanaPux process 

avoids the use of diluent, which would 
be another money saver. Paquin said 
that smaller oil producers in northern 
Alberta were excited about the technol-
ogy because they are among the most 
heavily-impacted companies from 
volatile swings in the price of oil prices 
caused by a lack of new pipeline capac-
ity. 

CN is also collaborating with 
Advantage Heavy Oil Development Ltd. 
(AHOD) on the development of a 
100,000 barrels per day CanaPux solidi-
fication facility in Alberta. This project 
could also include a diluent recovery 
unit and a rail loading facility for multi-
ple commodities. This group is looking 
at supplying Chinese refiners. 

CN is working with InnoTech 
Alberta on a full GHG Lifecycle Emission 
study and a Fate in the Environment 
study to support CanaPux commercial-
ization. There are other potential 
partners that have not been made 
public, CN said. 

CanaPux capsules are dust-free, not 
volatile, will not spontaneously combust 
or explode and do not pose a risk if 
involved in a derailment. As well, they 
will float in water, making them easy to 
recover and won’t leak into the environ-
ment.
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CN and CP announce third quarter results
It seems that Canada’s two national 

railways keep on producing never-
ending record performances. Although 
both carriers expressed caution about 
the immediate future, both produced 
very respectable third quarter results. 

During the quarter, CN’s revenues 
increased by 3.9 per cent to $3.8 billion. 
Operating expenses, as a percentage of 
revenues, decreased from 59.5 per cent 
to 57.9 per cent, as a result of which 
operating income rose by 8.1 per cent to 
$1.6 billion. Cash flow from operations 
increased to $1.69 billion from $1.56 
billion, but “free” cash flow, the amount 
remaining from operating cash flow after 
subtracting net investments made 
during the quarter and dividends paid to 
investors, declined to $315 million from 
$508 million, because of unusually large 
capital expenditures. From Jan 1 to Sept 
30, CN spent $1.26 billion repurchasing 
its own shares, a reduction from the 
$1.52 billion spent during the same 
period in 2018, and paid $1.16 billion in 
dividends, an increase of $159 million 
over 2018.  

During the quarter, CP’s revenues 
increased by 4.3 per cent to $1.98 bil-
lion. Operating expenses remained 
steady and, as a percentage of revenues, 
declined from 58.4 to 56.1 per cent. 
Cash flow from operations increased 
from $673 million to $823 million, and 
“free” cash flow rose from $158 million 
to $214 million. During the quarter, the 

Results for the three months ended September 30 
(in millions of C$)

CN 
2019

CN 
2018

CP 
2019

CP 
2018

Revenues  $ 3,830  $ 3,688  $ 1,979  $ 1,898 
Less: operating expenses  $ 2,217  $ 2,196  $ 1,110  $ 1,108 
Operating exp as % of revenues 57.89% 59.54% 56.09% 58.38%
Operating income  $ 1,613  $ 1,492  $ 869  $ 790 
Other expenses and (income)  $ 28 -$ 3  $ 40 -$ 31 
Net income before income taxes  $ 1,585  $ 1,495  $ 829  $ 821 
Less: income taxes  $ 390  $ 361  $ 211  $ 199 
Net income  $ 1,195  $ 1,134  $ 618  $ 622 
Net income as % of revenues 31.20% 30.75% 31.23% 32.77%
Comprehensive income  $ 1,295  $ 1,067  $ 635  $ 641 
Cash flow from operations  $ 1,692  $ 1,564  $ 823  $ 673 
Cash flow from operations as % of revenues 44.18% 42.41% 41.59% 35.46%
Dividends paid  $ 385  $ 332  $ 116  $ 92 
"Free cash flow"  $ 315  $ 508  $ 246  $ 158 

Fully diluted net income per share  $ 1.66  $ 1.54  $ 4.46  $ 4.35 

company spent $500 million repurchas-
ing its own shares, compared with an 
absence of such repurchases during the 
third quarter of 2018. For the nine 
months ended September 30, however, 
it spent $964 million on share repur-
chases.  

At CN, metal and minerals, forest 
products and grains put in weak per-
formances, which were offset by better 
performances in intermodal, automotive 
and petroleum and chemicals. Inter-

modal continued to be CN’s most impor-
tant revenue generator ($1.02 billion for 
the quarter), but at $788 million in rev-
enues, petroleum and chemicals 
solidified its second position. Revenue 
tonne miles were up significantly for 
petroleum and chemicals, up modestly 
for automotive, marginally unchanged 
for coal and intermodal, and down for 
CN’s other product categories. Despite 
relatively weak revenue tonne mile per-
formance, rail freight revenue per tonne 
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mile was up an average of 6 per cent. 
CP’s best-performing product cate-

gory was “energy, chemicals and 
plastics”, which registered a 12.7 per 

cent increase in freight revenues to 
$382 million. While intermodal contin-
ued to be CP’s largest single revenue 
generator ($409 million for the quarter), 

grain ($382 million) is not far behind, 
but both are likely to be surpassed by 
continuing strong growth in oil-by-rail 
shipments. 

Results for the nine months ended September 30 
(in millions of C$)

CN 
2019

CN 
2018

CP 
2019

CP 
2018

Revenues  $ 11,333  $ 10,513  $ 5,723  $ 5,310 

Less: operating expenses  $ 6,958  $ 6,472  $ 3,489  $ 3,353 

Operating exp as % of revenues 61.40% 61.56% 60.96% 63.15%

Operating income  $ 4,375  $ 4,041  $ 2,234  $ 1,957 

Other expenses and (income)  $ 107 -$ 145 -$ 16  $ 108 

Net income before income taxes  $ 4,268  $ 4,186  $ 2,250  $ 1,849 

Less: income taxes  $ 925  $ 1,001  $ 474  $ 443 

Net income  $ 3,343  $ 3,185  $ 1,776  $ 1,406 

Net income as % of revenues 29.50% 30.30% 31.03% 26.48%

Comprehensive income  $ 3,245  $ 3,435  $ 1,827  $ 1,493 

Cash flow from operations  $ 4,405  $ 4,001  $ 1,957  $ 1,781 

Cash flow from operations as % of revenues 38.87% 38.06% 34.20% 33.54%

Dividends paid  $ 1,161  $ 1,002  $ 298  $ 255 

"Free cash flow"  $ 171  $ 1,204  $ 524  $ 458 

Fully diluted net income per share  $ 4.63  $ 4.31  $ 12.70  $ 9.78 

Sept-Îles marks major milestone as record cruise 
season comes to a close 

It has been a banner year for Destination Sept-Îles 
Nakauinanu. After an impressive spring earning international 
recognition at the Cruise Insight Awards in Miami and an award 
at the Gala du Mérite Nord-Côtier, the cruise development organ-
ization now marks the end of its tenth season of international 
cruises with record visitor numbers and plans for a new perma-
nent welcome pavilion in the works. 

The season began in early May with a call from the British 
ship Saga Sapphire, its third stop in Sept-Îles. The summer fea-
tured a special “Cruise Guest for a Day” event organized by the 
Port of Sept-Îles to celebrate its 20th anniversary, as well as 
maiden calls from Seabourn Quest and Ponant’s expedition yacht 
Le Champlain. In September and October, MS Arcadia from P&O 
and Silver Wind from Silversea sailed in for their second visits, 
while the legendary RMS  Queen  Mary  2 made its third and 
fourth consecutive calls. 

But the ship that drew the most attention this season was 
Serenade of the Seas, brought in for safe harbour from Hurricane 
Dorian with less than 24 hours of notice. This was a historic first: 
not only was it the ship’s first call to Sept-Îles, but it was the first 
for the Royal Caribbean International cruise line. The vessel spent 
34 hours in port the day after RMS Queen Mary 2, bringing a 
total of nearly 10,000 passengers and crew members ashore in a 
span of three days. While the last-minute visit presented a logisti-
cal challenge, it also revealed potential avenues to improve 
reception procedures when such a situation arises. A number of 
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passengers decided to leave the ship and return home on their 
own when they saw their travel plans upended by the storm, and 
either rented cars or flew out of Sept-Îles’ local airport. But those 
who remained were pleasantly surprised by the level of hospital-
ity they received. Marie-Eve Duguay, Executive Director of 
Destination Sept-Îles Nakauinanu (DSIN), was pleased to see that 
the team was able to answer Royal Caribbean International’s call 
and that everyone’s hard work was recognized. 

While the number of ships welcomed in a single season was 
on par with the record, the total number of passengers and crew 
members practically doubled. Over the nine sunny days when 
ships were in port, 18,655 passengers and crew members travel-
ling from Europe (55 per cent) and the U.S. (45 per cent) filled 
the streets and shops of Sept-Îles, topping the prior record set in 

2014 by 91.2 per cent. 
The direct and indirect benefits of this many cruise visitors 

are palpable. While ships stocked up on fresh fruits and vegeta-
bles, and even on seafood from local fish markets, the shuttle 
service was running on a loop and the shops did a brisk business. 
Tourist attractions were busy too.  

In September, Canada Economic Development for Quebec 
Regions announced a major investment in the $2.3 million proj-
ect to build a permanent welcome pavilion for the Port of 
Sept-Îles. Work can now begin, and is expected to be completed 
in time for the 2022 season. The new facilities will save on the 
cost of materials and human resources previously required to set 
up and break down temporary infrastructure, and will be able to 
serve ships year-round. 

DHL Express invests $100 million to expand  
its gateway at Hamilton’s John C. Munro  
International Airport

DHL Express announced its latest 
gateway expansion in Canada: a new 
$100 million facility at Hamilton’s John 
C. Munro International Airport. This 
new facility will replace its existing one 
to meet double-digit growth in shipment 
volumes. “Hamilton International Air-
port offers us the benefits that we need 
to meet our growing demands in han-
dling capacity,” said Andrew Williams, 
CEO of DHL Express Canada. “With 24-
hour landing capability, dedicated onsite 
Canada Border Services Agency repre-
sentation and the ability to grow in the 
future with a partner positioned to 
become the cargo hub of Ontario, we 
know this is the best decision to con-
tinue leading the market.” 

Since 2014, international trade has 
generated continuous growth in ship-
ments per day for DHL Express in the 
Americas, averaging annual growth of 
around 8 per cent for the entire region 
combined. In Canada alone, shipments 
per day growth have doubled, with 60 
per cent of the total Canadian shipments 
cleared every month at Hamilton Inter-
national. At 200,000 square feet, the 
new facility, set to open in 2021, will be 
four times the size of the current one, 
and will feature a fully-automated sort 
system with a capacity of processing 
15,000 packages per hour. Currently, the 
DHL Express Hamilton International 
Gateway has two daily flights connecting 
Canada to the International network via 
Cincinnati. The facility will also generate 
an increase in front line job growth to 
meet higher demands, adding to its exist-
ing 225 employees. 

The Hamilton Gateway is the largest 
gateway for DHL Express in Canada by 
volume. Other DHL Express gateways in 
Canada are located in Vancouver, Cal-
gary, Edmonton, Winnipeg, Brampton, 
Montreal, and Mirabel. DHL moved to 
its current Hamilton facility in 2008. In 
the last four years, the company has 
invested more than 30 million to 
increase its fleet and aviation capacity, 

along with expanding its facilities in 
Edmonton and Winnipeg, and most 
recently, doubling its capacity at the Van-
couver International Airport in 
Richmond. DHL Express has 17 owned 
locations throughout Canada and more 
than 450 partner locations. 

DHL is part of Deutsche Post DHL 
Group. The Group generated revenues of 
more than 61 billion euros in 2018. 
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November on course to be the crunch month  
for ocean carriers 
BY MIKE WACKETT

November will be a decisive month for ocean carriers as they 
go all out to push up container spot rates on the key tradelanes of 
Asia-Europe and the transpacific. According to Alexander Borulev, 
commodity associate at S&P Global Platts, rates are “no longer 
falling” due to the blanking programmes of the carriers. And they 
are preparing a raft of FAK and general rate increases for 1 Novem-
ber. However, the extent of the challenge facing the global carriers 
is evidenced by today’s Shanghai Containerized Freight Index 
(SCFI), which continues to record substantially depressed rate levels 
for both routes. Nevertheless, there was a small 2.4 per cent gain 
this week for the North European market, to $594 per TEU, but this 
is still some 21 per cent below the level recorded by the index in the 
same week a year ago. 

With reports of carriers still scrambling to fill their ships on the 
route, and load factors remaining stubbornly in the low 80s, it was 
perhaps no surprise that the 2M Alliance confirmed this week it was 
extending the suspension of its AE2/Swan loop by two weeks, until 
the end of November. In a customer advisory, Maersk said it was 
endeavouring to balance its network “to match reduced demand”. 

From Asia to the western Mediterranean, spot rates as 
recorded by the SCFI were stable, at $710 per TEU, which is 9 per 
cent lower than a year ago. According to the SCFI commentary, 
vessel utilisation levels on the route were at 85 per cent. Mean-
while, undaunted by the threat of softening demand with the 
prospect of more tariffs on Chinese imports into the US, transpacific 
carriers are hitting shippers with a big GRI next week. CMA CGM 
subsidiary APL announced on Tuesday would ask its Asia-US cus-
tomers for an additional $1,000 per 40ft from 1 November, and they 
are likely to succeed with at least part of the increase, given the 
improving market conditions. 

According to the Ningbo Containerized Freight Index (NCFI) 
commentary, “the supply and demand relationship” on the trade-
lane has “improved and stabilized”, and it reported that “space was 
tight” on some sailings this week. 

This week’s reading of the US components on the SCFI saw US 
west coast spot rates flat at $1,361 per 40ft, while there was a 1.6 
per cent uptick for east coast rates to $2,411 per 40ft. Again, the 
transpac carriers have much ground to make up to boost market 
rates that are 47 per cent and 27 per cent, respectively, below the 
levels of 12 months ago for the US west and east coast ports.  

“The first week of November was when prices peaked for the 
season last year, driven by holiday sale stocking and a looming China 
trade tariff change,” noted Freightos CMO Eytan Buchman. Mr. 
Buchman argued that importers still had “plenty of time” to front-
load to beat the 15 December tariff changes and therefore expected 
to see demand-driven rate increases stick in November, but, he 
added they were “far from sufficient to close the gap” on the pricing 
levels of last year. 

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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Shippers nervous as new Europe-Asia container 
capacity crunch looms 
BY MIKE WACKETT

CMA CGM has announced that it will increase its 40ft FAK 
rate from North Europe to Asia to $850 from 1 November. The 
first adjustment this year by the French carrier of its backhaul 
rates could coincide with what European exporters fear: a severe 
capacity crunch as a consequence of the vast number of blanked 
westbound voyages this month, which were a result of the Chi-
nese Golden Week factory shutdown this week and particularly 
soft forward demand forecasts. Additionally, Maersk and MSC 
decided to again temporarily suspend their AE2/Swan loop, 
removing around 18,000 slots a week from the market in a bid to 
avoid a complete collapse of freight rates on the route. 

Spot rates between North European base ports and China 
have slumped to around $500 per 40ft, which is some 40 per 
cent below the level of a year ago – and it is understood that some 
shippers are paying considerably less. 

Carriers adopted a similar strategy in previous years around 
this time to take the opportunity to hike backhaul rates when 
supply is squeezed by cancelled westbound sailings, but this year 
exporters to Asia are worried that the container lines will be able 
to “name their price”. One UK forwarder told The Loadstar this 
week he had been “unable to get any sense” out of carriers when 
discussing nominated export sailings for November. “I just don’t 
think they actually know what they are going to be doing. We 
have been told to deliver to Felixstowe for a vessel that has 
already changed its name three times,” he said. “And I can see 
what is going to happen again – we will get a call to say our boxes 
will not be shipped unless we agree to a higher price. They will 
have us over a barrel, with our boxes stuck on the quay.” He 
added: “We just need to know what we are paying when we 
book the box, high or low. If we agree a price, we expect the car-
rier to honour it, as we have to with our customers.” 

While CMA CGM and its peers have been hiking their head-

haul FAK rates, some carriers have attempted to clarify the 
changes in customer advisories. Maersk issued an advisory on 
September 18 to its North European export customers with a 
long list of amendments to its eastbound services in November 
and December, and The Loadstar understands some have already 
been changed. “We aim to minimize the impact to our customers’ 
supply chain and provide predictability by making a structural 
change and securing alternative routings,” claimed the advisory. 

Meanwhile, the alliances’ North Europe hub ports are as 
much in the dark as shippers concerning nominated export load-
ers in November and December. “We will probably cop the blame 
again for having congested quays full of export stacks,” said a port 
executive. 

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

Ph
ot

o: 
Ro

ge
ras

hf
ord



32 • Canadian Sailings • November 4, 2019

Panama Canal use by box ships slows only slightly, but 
trade wars continue to threaten 
BY MIKE WACKETT

The number of containerships transiting the Panama Canal 
during its fiscal year ending 30 September  declined slightly, by 
1.1 per cent to 2,575. But, there could be further reductions after 
ocean carriers announced  a number of blanked sailings in the 
coming weeks on their Asia-US east coast all-water schedules 
ahead of the slack season. Dry bulk ships were the biggest users 
of the waterway, 2,657 vessels, also down 1.1 per cent; chemical 
tankers, at 2,035, were down just 0.4 per cent; and LPG carriers 
with 1,087 transits, were up 6.9 per cent. 

However, LNG was the star performer with transits increas-
ing by 37 per cent to 399, driven by rising volumes of US exports 
and the additional capacity provided by the Canal authority to the 
sector resulting from a second transit slot, adjustments to the 
maximum beam and the lifting of certain daylight restrictions in 
October last year. 

Notwithstanding the continued upsizing of container vessels 
using the expanded canal the total number of transits for all 
market segments was ahead 0.7 per cent over the year, at 12,281. 
Although cargo tonnage carried was down during the year, by 1.4 
per cent, which might suggest that the impact of the shorter 
transpacific route from Asia via the US west coast and using inter-
modal services has peaked, the tonnage measurement system for 
Panama Canal toll assessments – the PC/UMS – was actually up 
by 6.3 per cent with TEU capacity increasing by 4.3 per cent and 
loaded TEUs up by 4.4 per cent. 

Earlier in the year, transpacific carriers added extra Asia-US 
east coast loaders to meet a Chinese imports tariff-beating 
demand spike, including the launch of a new 2M/ZIM string, 
adding some 7 per cent of capacity to the route. However, vessel 
capacity on some services had to be temporarily restricted in the 

summer due to revised maximum draught limits of 13.1 metres 
from 13.4 metres for the neo-panamax locks. 

The $5.5 billionn project to widen the Panama Canal’s locks 
was completed in June 2016, enabling containerships of up to 
13,000 TEU capacity to transit the waterway, compared with the 
previous maximum of around 5,100 TEUs. It proved to be a game 
changer for the routing of containers from Asia to the US, and this 
year the Canal broke through the 15,000 TEU benchmark with 
the transit of 15,313 TEU Evergreen Triton in May. 

The 14–day saving to the US Gulf for the all-water route via 
the Cape of Good Hope and 11 days via the Suez Canal, along 
with cost savings over the intermodal route alternative via the US 
west coast, have been the drivers of solid growth at US east coast 
and Gulf coast ports. According to Blue Alpha Capital data, the 
number of containers handled by container terminals on the east 
coast increased 5.4 per cent, year on year, in the three months to 
the end of August, to 2,551,099 TEUs. But the biggest winners 
were the Gulf Coast ports, gaining an average of 7 per cent in box 
volumes in the period. 

New York also improved, by 3.5 per cent, recording a much 
better performance than its west coast rivals. Indeed, the major 
west coast ports posted a decline of 1.9 per cent in the same 
period, to 2,895,778 TEUs. 

Moreover, container spot rates on the Asia to US east coast 
tradelane have been more robust than for the west coast route, 
standing at some $2,346 per 40ft, compared with approximately 
$1,300 for the west coast. 

Nevertheless, both markets have been hit by the volatility 
triggered by the US/China trade war, which has prompted an ero-
sion of rates of some 13 per cent for the east coast and 18 per cent 
for the west since the end of August. This has prompted carriers 
to announce a raft of blanked sailings on both routes which could 
extend right through the slack season. As a consequence, the 
Panama Canal Authority can expect a reduction in the number of 
Asia to US east coast container vessel transits in the coming 
weeks with services resuming ahead of the Chinese New Year 
which falls on 25 January next year. 

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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Notwithstanding the start of the winter slack season, the 
container charter market remains robust, buoyed by a shortage of 
tonnage caused by the substantial number of ships taken out of 
service for scrubber retrofitting. According to Alphaliner data, 
there are 44 containerships, for a total capacity of 436,000 TEUs, 
in drydock for the installation of exhaust gas cleaning systems. 
These will enable the vessels to continue to bunker with cheaper 

HFO (heavy fuel oil) after IMO’s 0.5 per cent sulphur cap on 
marine fuel becomes law on January 1. “Despite the onset of the 
slack winter season on the cargo front, demand for container ton-
nage remains sustained, with activity in the charter market 
showing no significant signs of weakening,” reported the consult-
ant. 

Alphaliner said the highlight of the previous two weeks had 

MSC the latest carrier pledging to avoid  
the Northern Sea Route 
BY GAVIN VAN MARLE

MSC has joined a growing list of 
container carriers ruling out operating 
vessels in the Arctic, due to thinning sea 
ice round the North Pole. This is despite 
the fact that these conditions have made 
the Northern Sea Route between Europe 
and Asia increasingly viable for the lines. 
The Geneva-headquartered carrier said 
it would focus on “improving environ-
mental performance on existing global 
trade routes”, as it had become “con-
vinced that the 21 million containers 
moved each year for its customers can 
be transported around the world with-
out passing through this Arctic 
corridor”. Chief Executive Diego 
Aponte explained: ““As a responsible 
company, with a longstanding nautical 
heritage and passion for the sea, MSC 
finds the disappearance of Arctic ice pro-
foundly disturbing. Every drop in the 
oceans is precious and our industry 
should focus its efforts on limiting envi-
ronmental emissions and protecting the 
marine environment.” 

The company said it had taken 
some 2 million tonnes of CO2 emissions 
a year from its operations after around 
250 vessels had been retrofitted with 
“green technologies”, while its latest 
ultra-large container vessels (ULCVs) 
coming out of shipyards had “the lowest 
carbon footprint, by design, at 7.49 
grams of CO2 emissions to move one 
tonne of cargo one nautical mile”. 

However, it also added that, while 
it was on course to meet IMO’s 2030 
CO2 emission targets, the longer-terms 
target of emission-free shipping by 2050 
would require significant technological 
advances. 

Bud Darr, MSC’Executive Vice-

President, Maritime Policy & Govern-
ment Affairs, said: “The great challenge 
which remains for container shipping 
this century is how to decarbonize and 
meet IMO’s future emissions goals. 
While we are fully supporting these, this 
will not be achievable without some 
major breakthroughs in fuel and propul-
sion technologies.” 

MSC said it was looking at alterna-
tive fuel sources, such as “biofuel 
blends, hydrogen fuel cells, complemen-
tary battery power and, potentially, wind 
and solar”. Rather pointedly it did not 
mention LNG, which has been adopted 
by CMA CGM as its chief choice to 
reduce emissions.  

In August, CMA CGM became the 

first container shipping line to rule out 
using the Northern Sea Route and 
claimed LNG represented “the best 
proven solution available to significantly 
reduce the environmental footprint of 
maritime transport”, offering a 99 per 
cent reduction in sulphur and particu-
lates, an 85 per cent reduction in 
nitrogen oxides emissions and a 20 per 
cent reduction in CO2. Its first LNG-
powered ULCV, CMA CGM Jacques 

Saade, was launched in Shanghai in Sep-
tember, and by 2022 the line expects to 
be operating 20 LNG-powered vessels in 
its fleet. 

Reprinted courtesy of The Loadstar 

(www.theloadstar.co.uk)

Still-bullish charter market being driven  
by more scrubber fitting 
BY MIKE WACKETT
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And the broker source admitted that 
he did not know how long the current 
market would survive for his panamax 
owners. “They (owners) are just making 
hay while the sun shines,” he said. “At 
the moment it doesn’t matter if the ships 
have scrubbers fitted or not, but I can see 
that that will become an issue in the 
market by December, and that will coin-
cide with most of the carriers’ getting 

their fleet back from the yards.”  
The liners have turned to the pana-

max fleet due to replacement vessels in 
the larger sectors being ‘sold out’, and 
brokers report there has been an increas-
ing trend for carriers to charter-in two 
panamax ships to replace one ULCV. 

Reprinted courtesy of The Loadstar 
(www.theloadstar.co.uk)

been a renewed rally in demand for the 
‘classic’ panamax sizes of 4,000-5,100 
TEUs, with a “substantial number of fix-
tures concluded”. As a result, daily hire 
rates for panamax vessels ticked up again 
and now stand at over $14,000. One 
broker The Loadstar spoke to this week 
said he was working a young panamax 
‘on subs’ at $16,000 a day, with the con-
tainer line charterer agreeing to pay for 
positioning and some other costs. 

Today’s rates are a far cry from the 
parlous situation that existed in early 
2017, when brokers “couldn’t give away” 
panamax ships and owners counted them-
selves lucky if they achieved over $5,000 
a day. They mostly also had to pay to posi-
tion the ship and agree to the charterer’s 
‘flexible’ options charter party clauses. 

The glut in the ship type followed the 
completion of the expansion of the 
Panama Canal, in June 2016, when over 
100 panamax vessels, previously the 
workhorses of the waterway, were gradu-
ally replaced by larger, more economical 
ships. As a consequence, shipowners 
were unable to cover operating costs, per-
suading many to ‘wash their faces’ and 
consign panamax ships as young as seven 
years old to the scrapyards of Asia. But for 
others, with hefty mortgages on vessels 
that had lost more than 50 per cent of 
their asset value, there was only one 
option left: bankruptcy. 

Maersk may be on course to lose its crown  
as the world’s biggest box carrier 
BY MIKE WACKETT
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MSC is on course to overtake alliance 
partner Maersk as the biggest ocean car-
rier by capacity within the next two years. 
A new order for five 23,000 TEU ULCVs 
awarded to South Korean Daewoo takes 
the Geneva-based carrier’s orderbook to 
16 vessels, for a massive 305,352 TEUs, 
according to Alphaliner data. A disclosure 
from Daewoo in October valued the order 
at $152 million per ship, with delivery of 
the five by August 2021. This will propel 
MSC’s fleet, including current chartered 
tonnage, to just under 4 million TEUs, a 
capacity level Maersk has said it wants to 
stick at. 

During the second-quarter earnings 
call in August, Maersk Chief Executive 
Soren Skou confirmed this, adding: “We 
want to remain disciplined on capacity 
and stick to our guidance of around 4 mil-
lion TEUs of deployed capacity because it 
helps us drive utilization up and unit costs 
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down.” Currently the Danish carrier’s fleet stands at some 4.2 
million TEUs. However, Mr. Skou attributed the above-guidance 
figure to be due to a number of ships dry-docking for scrubber 
installation, obliging a higher than normal level of chartered-in 
tonnage. 

Unlike its 2M partner, Maersk has for some time taken a 
bearish view on ordering, and currently has an orderbook of just 
45,000 TEUs. It has long since ceased to be the ocean carrier 
operating the biggest box ship; MSC is the current leader with its 
23,765 TEU scrubber-fitted MSC Gulsun, in service between Asia 
and North Europe. 

With MSC threatening to end its long reign as the industry’s 
biggest carrier, Maersk’s board could be put under pressure to 
reconsider its capacity strategy, which in turn could lead to it 
identifying new acquisition targets in order to support its growth. 

In contrast, MSC’s family-influenced strategy to only grow its 
liner business organically means it needs to be more aggressive in 
its markets to underpin the injection of additional capacity. 

Teaming up with Maersk in the 2M alliance in January 2015 
has seen stronger growth organically for MSC than its VSA part-
ner has managed via acquisition, and there are some concerns 
emerging that it is lagging. “Look at the scrubber situation – MSC 
came out at the start with Mr. Aponte saying fitting scrubbers to 
comply with IMO 2020 was a ‘no brainer’, while our guys 
decided to go down the low-sulphur fuel route, and we have been 
caught out,” a senior Maersk manager told The Loadstar recently. 
“MSC is getting too big for its boots and we have a fight on our 
hands to stop them,” he added 

Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

LNG: the fuel of the future for containerships,  
or a ‘disastrous’ option? 
BY MIKE WACKETT

By the end of next year, 20-25 per 
cent of the global containership fleet will 
be fitted with scrubbers, enabling those 
vessels to consume lower-cost heavy fuel 
oil (HFO) blends, predicts Alphaliner. 
Moreover, it expects 2M alliance part-
ners Maersk and MSC to have their 
combined 62-strong 18,000-23,000 TEU 
ULCV fleet to be equipped with scrub-
bers by 2021. 

After 1 January, it will be illegal for 
ships to bunker fuel with a sulphur con-
tent above 0.5 per cent, unless they are 
fitted with exhaust gas cleaning ‘scrub-
ber’ systems. The consultant said that, at 
15 October, the number of container-
ships already fitted with scrubbers was 
142, “with a long line being retrofitted 
or waiting to enter yards”. 

By the time IMO 2020 low-sulphur 
regulations enter into force, in less than 
two months, the number is expected to 
have reached 260, with a total capacity 
of 2.3 million TEUs, representing around 
10 per cent of the total cellular fleet. 
Alphaliner said it expected 2M to have 
more than 35 scrubber-fitted ULCVs 
available to deploy by 1 January, with 
Ocean Alliance to have 20 available, fol-
lowed by THE Alliance, with “the 
smallest number”. It said more scrubber-
fitted vessels would be phased into the 
alliance networks next year, with Maersk 
and MSC expected to operate a com-
bined fleet of over 350  equipped with 
scrubbers by 2021. 

Within the Ocean Alliance, Ever-
green is expected to have 149 units of its 
combined fleet, plus the 269 vessels in 
its orderbook, fitted with scrubbers, with 
CMA CGM having equipped 100 ships 

Services & Global Destinations 
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Vancouver – Yokohama – Pusan – Kaohsiung – Xiamen –  
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and Cosco/OOCL, 40. 
Currently, the price of Rotterdam-

sourced IFO 380 HFO has fallen to 
around $260 per tonne, with quotes for 
the new blends of IMO 2020-compliant 
low-sulphur fuel (LSF) at just over $500 

per tonne. Were this ‘spread’ to con-
tinue, or even widen, when ships not 
fitted with scrubbers replenish tanks 
with LSF in December, Alphaliner sug-
gests the 2M partners would have the 
option to operate their six Asia-North 
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he did not expect this to involve any 
other ex-UASC vessels. 

However, a study commissioned this 
year by the not-for-profit industry founda-
tion SEA/LNG, claimed that for 
newbuilds, LNG was the “most environ-
mentally friendly, readily available fuel 
for shipping today – and in the foresee-
able future”. In contrast, during the 
inaugural Institute of Chartered Shipbro-

kers/Maritime UK Maritime Leadership 
conference at the IMO London HQ yes-
terday, guest speaker Dr. Tristan Smith, 
associate professor in energy and trans-
port at University College London, 
argued that LNG was, in fact, “a pretty 
disastrous long-term option for ship-
ping”. 

Reprinted courtesy of The Loadstar 
(www.theloadstar.co.uk)

Europe strings at higher speeds, “giving 
them a competitive edge over their 
rivals”. However, this would seem an 
unlikely scenario, given the current pres-
sure to introduce further slow-steaming 
measures to reduce emissions. Indeed, a 
Maersk source told The Loadstar he 
could not see increased speeds happen-
ing “anytime soon”. 

“And why would we waste our cost 
advantage by cutting transits when we 
know that the majority of customers will 
not pay more?” he added. 

Meanwhile, as carriers plough mil-
lions of dollars into research and 
development to find alternative fuels to 
power the containerships of tomorrow, 
the debate has continued on the viability 
of LNG, which has been championed by 
CMA CGM with 20 LNG-powered ves-
sels on order. 

In terms of retro-fitting, LNG is 
clearly not an option, even for the 17 so-
called LNG-ready ULCVs Hapag-Lloyd 
inherited from its merger with UASC. 
Chief Executive Rolf Habben Jansen told 
The Loadstar a “ballpark figure” for such 
a retrofit of one vessel was $25 million. 
He said only 15,000 TEU Sajir would be 
converted to run on LNG, as a trial, and 

Car-carrying lines are eyeing investment in ports  
to boost profitability 
BY GAVIN VAN MARLE

In the face of declining demand for 
cars in mature markets, shipping lines 
specializing in shipping them are ordering 
virtually no new vessels and are increas-
ingly looking at port investments to 
improve profitability. According to new 
analysis from Drewry Maritime Advisers, 
some 22.8 million finished vehicles were 
carried on the oceans last year, a growth 
of 1 per cent, and its new report, Finished 
Vehicles Annual Review and Forecast 
2019/20, says the trade will likely see 
similar growth this year. And this is 
despite a decline in car sales in Europe, 
North America and China, now the 
world’s largest car market. However, it 
also says there has been much higher 
growth on secondary trades. 

“North-south and intra-regional 
trades continue to gain market share, 
compared with hitherto dominant east-
west routes, offering opportunities for 
triangulation,” said Tom Ossieur, head of 
car carriers at Drewry. “However, match-
ing supply and demand is becoming 
increasingly challenging for car carriers in Ph
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the current climate of rising trade tensions and low forward traffic 
visibility,” he added. 

Despite the slack volume growth, the report adds that many 
of the largest dedicated finished vehicle terminals in Europe and 
North America are approaching capacity, and terminal operators 
– which often operate in combination with carriers – have 
embarked on expansion projects which are likely to generate 
“strong financial returns”. It adds: “Similarly, ports in developing 
regions remain in need of new investment and finished vehicle 
handling expertise to accommodate rising auto traffic, particularly 
as carrier deployment of larger vessels is compromising opera-

tional efficiency at these ports.” 
However, Mr. Ossieur added that the need for investment in 

ports on secondary trades could trigger a new wave of consolida-
tion activity in the sector. “Unlike car carrier shipping, the global 
vehicle port terminal sector is highly fragmented, with the need 
for investment likely to trigger more consolidation. Poor financial 
returns from carrier liner operations and an uncertain trade out-
look will force a rise in distressed vessel sales and a diversion of 
investment to more profitable port assets,” he said. 
Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)

North American intermodal traffic hits the buffers,  
but some signals are brighter 
BY IAN PUTZGER

That sinking feeling continues: the Association of American 
Railroads (AAR) is looking back on a bleak year for intermodal 
traffic, and for the week that ended October 19, the organisation 
reported a 9.3 per cent downturn in intermodal volumes. The 
previous week produced a 6.6 per cent drop, and AAR members 
have now rolled through 42 consecutive weeks of continuing 
decline in their intermodal business. The tally for the year to date 
shows a drop of 4.3 per cent in volume. 

With 1.06 million containers and trailers moved, last month 
was the lowest September for the AAR since 2016, and July and 
August were scarcely better. In the third quarter, AAR operators 
handled 5.1 million units, down 4.6 per cent on a year ago. 

But for Union Pacific and CSX, intermodal business fell con-
siderably more, the former reporting a drop of 11 per cent, to 1 
million units in Q3, with intermodal revenue falling 9 per cent, 
while at CSX, volume was down 9 per cent, to 673,000 units, 
and revenue fell 11 per cent. 

Non-US rail carriers did not fare a lot better: Canadian rail 
companies saw intermodal volumes decline by 4.6 per cent, 
while Mexican intermodal traffic dropped 2.5 per cent. And the 
numbers from the Intermodal Association of North America 
(IANA) are as equally dismal as those from the AAR. The organi-
zation, which includes other players involved in intermodal 
business besides rail companies, registered a 3.75 per cent drop 
in volumes in September, to 1.49 million units. Container traffic 
slipped by 3.9 per cent, while trailers slumped 19.1 per cent. 

JB Hunt, the largest intermodal marketing company on the 
scene, reported flat Q3 volumes compared with last year. But rev-
enue per mile and margins were both down. However, this 
marked an improvement on the second quarter, when volumes 
dropped 7.6 per cent and operating income sank 7 per cent. 

Operators that focus on international intermodal traffic have 
laid the blame squarely on the impact of tariffs on imports, partic-
ularly from China. Gene Seroka, Executive Director, Port of Los 
Angeles, said “the ill-advised US-China trade war continues to 
wreak havoc on American exporters and manufacturers”. 

IANA attributed the weakness in the international segment 
to slowing global trade, and agreed tariffs had been an issue. For 
the domestic decline, it pointed to increased available truck 
capacity, leading to softer prices and more aggressive competition 
from that side. 

CSX and Union Pacific top brass have blamed the US econ-
omy and a sluggish trucking market for the decline in their 
intermodal business. However, pundits have commented that 
neither of these two carriers appeared particularly concerned 
about their intermodal setbacks. If trucking firms managed to 
capture some intermodal business, it was arguably as much a 
result of their pricing approach as of a lack of response from the 
rail side. Both CSX and Union Pacific seem to be more focused 
on their transition to ‘precision railroading’ and have, reportedly, 
largely held the line on their intermodal pricing. According to JB 
Hunt, CSX’s transition to precision railroading led to the elimina-
tion of hundreds of traffic lanes, resulting in the loss of between 
50,000 and 70,000 intermodal loads. 

Another factor for the rail companies’ muted response to the 
loss of intermodal business was likely an underlying confidence 
that there are better times ahead. A number of intermodal oper-
ators have signalled hopes that business will rebound before long. 
JB Hunt management expects the fourth quarter to produce 
higher volumes than in the same period last year. It looks to lever-
age its JB Hunt 360 portal for quotes and booking of truckload, 
LTL and intermodal shipments to boost traffic. In addition, it is 
planning to boost its reefer fleet in order to sustain double-digit 
growth in intermodal reefer business. 

Overall, the outlook for the coming decade looks modestly 
positive, according to the view from the rival perspective. The 
American Trucking Association’s recently published Freight 
Transportation Forecast: 2019 to 2030, predicts that trucking 
and total rail transport will lose market share (despite increases in 
tonnage and revenues), while intermodal business will show 
modest growth. 
Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)
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Changing shopping habits means demand  
for cold storage is outpacing capacity 
BY IAN PUTZGER IN TORONTO

Ceva Logistics last week opened its 
Chill Hub (pictured above) at London 
Gateway, an integrated, multi-temperature 
cold chain facility. It has a footprint of 
10,000 sq. metres and space to store up to 
10,000 pallets in seven chambers provid-
ing temperature levels ranging from -25°C 
to +16°C. 

Such facilities are in strong demand, 
as the need for cold storage continues to 
rise. Reefer logistics provider Americold 
estimates that growth in the US market 
between 2014 and 2019 has averaged 3.4 
per cent a year. According to Americold, 
the demand curve is driven by the rise of 
online grocery shopping and a change in 
shopping habits. The company sees a trend 
towards more fresh and chilled products 
being purchased in smaller quantities at 
higher frequencies, and at the same time, 
shoppers are asking for a wider selection of 
items. For providers this translates into 
more new products, more frequent prod-
uct changes and packaging updates. 

Real estate services and investment 

firm CBRE is gung-ho on this trend and 
published the Cold Storage Development 
Opportunities Heat Up report, which sug-
gests that, to keep pace with projected 
growth in on-line grocery sales through to 
2022, an additional 100m sq. ft. of cold 
storage space will be required. However, 
facility development is well off that pace. 
This year, about 4.5m sq. ft. of cold storage 
capacity has been added, CBRE estimates. 
This translates into about 1.5 per cent of 
industrial real estate construction this year, 
below the sector’s 2-3 per cent share of the 
overall US industrial real estate market. 

A lot of developers prefer simpler 
warehouse projects. According to CBRE, 
the investment in a cold storage facility 
can be two to three times that of an ordi-
nary warehouse of similar size. This means 
it is crucial to maximize a facility’s utiliza-
tion – with a broader array of produce 
required and more frequent replenish-
ment, this is more challenging to manage 
than a smaller number of commodities 
arriving and leaving by the truckload. 

Moreover, building a cold storage facility 
takes about four or five months longer. 
Facility design is changing towards higher 
buildings with clearances of 40-60ft rather 
than the traditional 30ft, adding cost and 
complexity. 

On the bright side, cold storage facili-
ties command higher rents and contracts 
tend to be longer-term, which gives greater 
planning security. However, CBRE’s ana-
lysts are confident that activity will pick 
up, claiming demand is going to prompt 
more speculative development, as well as 
more developments in smaller markets 
and a greater degree of automation. 

But Americold estimates that the 
number of new facilities will grow just 1 
per cent a year between now and 2024, 
against projected volume growth of 3.4 
per cent. And the cold storage capacity 
crunch is even worse in China: in June, 
Bloomberg reported that capacity there 
was severely stretched as a result of large 
imports of pork in response to the African 
swine fever epidemic devastating domes-
tic Chinese pork stocks. By mid-June, 
chilled storage at China’s ports was almost 
full, limiting opportunities for global sup-
pliers eager to take advantage of the 
shortfall of pork. 

However, some operators are pouring 
money into facility development. Walmart, 
which has a vast network of supermarkets 
in the country and opened a $105 million 
perishable food distribution centre in 
March to serve over 100 outlets in Guang-
dong and Guangxi provinces, announced 
in July it intended to spend $1.2 billion on 
upgrading or building more than 10 distri-
bution centres over the next 10-20 years. 

Reprinted courtesy of The Loadstar 
(www.theloadstar.co.uk)

Canada Worldwide finds opportunities  
in the e-commerce boom 
BY IAN PUTZGER, AMERICAS CORRESPONDENT

There is more to e-commerce logistics than fulfilment and 
returns, the industry is finding. Canada Worldwide, a wholesale 
courier firm that has focused heavily on e-commerce and offers 

online shipping services  under the eShipper  brand, is mining 
seams on the shopping map, the intermediate steps between 
providers.  
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Volga-Dnepr confirms job losses as it grounds  
two aircraft 
BY ALEX LENNANE

Volga-Dnepr has confirmed that there 
will be up to 100 job losses at the group, 
and two aircraft will be grounded. The 
group blamed this year’s poor market. 
“Given challenging air freight market con-
ditions, including � significant downturn 
of demand, Volga-Dnepr has launched a 
staff reduction programme and moth-
balling part of the fleet that is currently of 
no demand by the market. It is being done 
to prepare the airline for the return of 
market demand and its subsequent 
growth.” 

Volga-Dnepr Airlines will ground “up 
to two An-124s” said a spokesperson. But 
in a statement the group added that the 
An-124s were also being prepared for FAA 
and EASA rule changes in 2020 in Europe 
and the US. “Volga-Dnepr has successfully 
completed the certification flight tests pro-
gramme of automatic dependent 
surveillance-broadcast (ADS-B out) on the 
An-124-100 aircraft. They performed 
series of flight tests, which was held in 
Germany in compliance with Russian reg-
ulations and procedures, was attended by 
the representatives of the certification 
organisations, accredited by Russian Fed-
eral Air Transport Agency. 

“The accomplished certification will 
allow the airline to continue operating its 

An-124-100 aircraft in the US and Europe 
without any restrictions. “Additionally, 
Russian Federal Air Transport Agency has 
granted Volga-Dnepr Airlines Airworthi-
ness Certificate for its first An-124-100 to 
transport 150 tonnes of cargo per flight 
(up from 120 tonnes). Subsequently, 
Volga-Dnepr will modify at least three 
additional An-124-100s to transport 150 
tonnes of cargo meeting � growing 

demand of the global market.” 
The group denied further financial 

problems. One internal source told The 

Loadstar that he was also expecting up to 
200 job losses at AirBridgeCargo, but this 
was not confirmed by the group. Volga-
Dnepr also denied reports that staff had 
not been paid. One source said that staff 
in Russia had been asked to allow the 
group to retain some of their salaries in 

Amazon is providing a number of interesting openings. The 
e-commerce giant has many restrictions and rules on how ven-
dors on its site prepare their merchandise for delivery.  A small 
Canadian start-up called Amazon Prep Canada spotted an oppor-
tunity in this space, offering to prepare goods in line with 
Amazon’s requirements.  Seeing a good fit, Canada Worldwide 
took it over.  

“They now operate from our facility,” said Mo Datoo, Direc-
tor of Strategy & Planning.  “We help people get on Amazon and 
transport product in the right way so the e-commerce owner can 
sell completely hands-off,” he continued.  

Amazon is also paving the way for another new offering that 
Canada Worldwide has taken under its wing. Imtiaz  Kermali, 
Vice-President, Sales & Business Development, said the online 
giant was using a lot of crowd-sourced drivers, adding that the 
concept is gaining momentum, with the move to next-day deliv-
ery as the standard service for ‘free shipping’. “Crowd sourcing is 
becoming more and more accepted in the market,” he said.  

Canada Worldwide has partnered with a Canadian start-up 
that has developed route optimisation software for crowd–
sourced drivers to offer the product in the Greater Toronto area; 
with a population of over 6.1 million, it’s  the country’s largest 
urban center. They are about to start beta-testing with cus-
tomers, Mr. Kermali said.  

Amazon is also driving his company’s expansion in more tra-
ditional ways. In order to be able to provide next-day deliveries, 
Canada Worldwide needs to ramp up its warehousing footprint 
beyond its current locations in Toronto and Vancouver. It is look-
ing to add sites in Montreal and Calgary, Mr. Datoo said.  

Canada Worldwide has been active in the public debate on 
e-commerce, which has brought it to the attention of other infor-
mation providers and business incubators/accelerators.  District 
Ventures, a business accelerator for companies in the consumer 
packaged goods arena, approached the logistics firm to run work-
shops and one-day sessions, which have led to a contract 
managing the day-to-day logistics and communication with the 
manufacturer for one client.  “We are now being recognized as a 
partner of choice to scale your business,” Mr. Datoo said.  

Its activity in the public debate also brought the company in 
touch with Clearbanc, an investment vehicle launched in the past 
spring that offers funding to fledgling e-commerce businesses at a 
principal rate without composite interest. Clients of eShipper can 
obtain a short-term loan at 5% interest, Mr. Kermali said. Canada 
Worldwide is unlikely to venture into the financing business itself, 
but it is bent on opening new doors as the e-commerce train 
evolves. It illustrates how many new opportunities lurk behind 
the rapid growth of e-commerce.  
Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)



CH Robinson to invest $1 billion in technology  
over five years 
BY ALEX LENNANE

CH Robinson is to invest $1 billion in technology and inno-
vation, and related talent, over the next five years, doubling its 
previous $1 billion investment spent over 10 years, President and 
CEO Bob Biesterfeld announced, saying it would create “extreme 
value”. 

“We are a platform-driven solutions company with technol-
ogy built by and for supply chain experts, powered by our 
information advantage,” he said. “It’s when these tools are lever-
aged by the smartest and most relentless experts—who really 
understand and are committed to our customers’ business—that 
we create extreme value in the supply chain for our clients’ ben-
efit.” He pointed to research saying that 88 per cent of shippers 
said technology was extremely or very important when choosing 
a logistics provider. 
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exchange for returns with high interest at a later date. However, 
the spokesperson said: “All salaries have been paid in all companies. 
There are no delays [as of] today.” 

There have also been some doubts over its subsidiary Cargo-
logic Germany. One source indicated it had yet to fly commercially, 
and according to FlightAware, one aircraft has not flown for more 
than a week, while the other appears to be doing test flights. Both, 

We are currently seeking an Operations Manager at our Montreal Office.  
This is a full-time permanent position. Salary and benefits 
commensurate with experience. 

Job Description: 

Reporting to and working alongside the General Manager the successful 
applicant will oversee the daily operations of a busy ship agency 
including: 

• Scheduling of the agency team 
• Ensuring performance and quality service meet agency standards 
• Identifying improvements in the operations process 
• Providing quotations and estimates to customers 
• Managing port calls in the St. Lawrence and Great Lakes Region 
• Other duties as required 

Applicant Requirements: 

• Minimum 5 years experience in operations or logistics  
(Preferably the Marine Industry) 

• Ability to multi-task and prioritize under pressure 
• Strong customer relation skills 
• Ability to lead and coordinate a small team 
• Fluent in English 
• Ability to work outside normal hours 
• Vehicle and valid Canadian Driver’s Licence required 
• Successful Applicant must complete Transport Canada Security 

Clearance Screening 

Interested individuals should submit resume and cover letter to 
HR@mcleankennedy.ca
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While $1 billion is a big headline figure, research by 
Deloitte in 2017 indicated that some industries spend far more 
on technology as a proportion of overall revenue. “An analysis 
of data collected for Deloitte’s 2016–2017 Global CIO Survey 
shows that technology spending as a percentage of revenue 
ranges from more than 7 per cent in banking and securities to 
less than 2 per cent in construction and manufacturing. The 
overall average for all industries is 3.28 per cent.” 

CH Robinson’s gross revenues for 2018 were $16.6 bil-
lion. Even if they remained the same over the next five years, 
$1 billion would be just 1.2 per cent of revenues. The $1 bil-
lionn could, of course, be in addition to an existing spend – but 
the only mention of technology in its 2018 results was an $18 
million spend on purchase and development of software. How-
ever, as a percentage of gross margins, the spend would be 7.6 
per cent – similar to investments in technology to the banking 
industry. 

UBS was clearly approving of the news. After meeting a 
number of management, UBS analysts noted that the group 
was “moving aggressively on technology”. As reported by 
Loadstar Premium last week: “UBS analysts told investors that 
CHRW is clearly focused on “investing in technology to drive 
greater automation in their processes and reduce cost, and to 
leverage their freight and data to add value for their carriers. 
“While a number of other sizeable brokers are also investing to 
leverage technology, we believe that CHRW’s much greater 
scale in terms of freight and capacity is a significant advantage.” 

And the sum is more sizeable than figures seen elsewhere 

according to FlightAware, are being operated by a company 
called Greenclose Aviation Services Ltd. However, a Volga-Dnepr 
spokesperson said she believed commercial flights had now 
begun. She also said that there were no changes to plans for Air-
BridgeCargo’s “big order” for 777Fs, which are due to start 
delivering next year on a sale and leaseback basis. 
Reprinted courtesy of The Loadstar (www.theloadstar.co.uk)



Vancouver Airport needs to invest more in cargo  
to hit its potential  
BY IAN PUTZGER, AMERICAS CORRESPONDENT

Vancouver International Airport 
(YVR) is punching below its weight and 
could be a major transpacific gateway if 
it beefed up its cargo infrastructure, 
according to Stan Wraight, President of 
Strategic Aviation Services International.  

Forwarders have repeatedly voiced 
frustration about constraints at YVR, 
complaining of insufficient capacity and 
aging infrastructure in the airport’s chief 
cargo area. “Facility-wise, Vancouver is 
aging. We’ve had no major issues so far, 
but it definitely needs expansion,” one 
forwarder executive commented.   

Vancouver-based Flying Fresh Air 
Freight, which led the rankings of Cana-
dian perishables forwarders last year, has 
taken on new office space at the airport, 
so converted its former office into addi-
tional warehousing. This brought some 
relief, but the company is still looking 
for additional warehouse space at or 
near the airport, according to Chief 
Executive Brendan Harnett.   

And Air Canada is about to upgrade 
its capacity at YVR. Tim Strauss, Vice-
President, Cargo, said the airline’s cooler 
was “too small and in the wrong loca-
tion”. In addition to replacing that with 
a larger unit, the airline is to take out its 
old material handling system, which has 
not been used for some time, he said.   

However, Mr Wraight argues that 
more needs to be done. “Vancouver can 
be a hub for the transpacific, and should 
be. If it makes an effort to invest in an 
air cargo complex, there is no reason 
why it can’t be a transpacific hub for the 
airlines that fly there,” he commented.   

He sees promising potential for a 
role to funnel e-commerce into the 
Canadian market, but even bigger oppor-
tunities beckon south of the border. 
“Transborder is going to grow,” Mr. 

Wraight said. Northbound, the shift 
from the old NAFTA regime to the 
USMCA trade platform is going to raise 
the de minimis for personal consump-
tion for Canadians to C$150 per day, 
which will be a catalyst for yet faster 
growth in e-commerce flowing into 
Canada. Into the US market, e-com-
merce surged after the US de minimis 
was raised to $800.   

“There’s an opportunity to set up a 
fulfilment centre in Canada to serve the 
US market,” he said, noting that only 
five US airports are currently designated 
to clear inbound mail, and all are con-
gested. To attract this business, 
Vancouver needs to invest in infrastruc-

ture and capabilities to enable it to fast–
track this kind of traffic. Without this 
capability, it cannot be a serious con-
tender, he argued.  

According to Mr Wraight, current 
market conditions offer an opening for 
airports to use cargo capabilities as a 
lever to draw in airline service. “What 
airports are increasingly looking for is a 
state-of-the-art cargo terminal that can 
be a magnet, because cargo can be up to 
20 per cent of the revenue on a flight. 
Passenger yields are declining, so air-
lines are looking more to cargo than they 
used to,” he said.  

Reprinted courtesy of The Loadstar 
ww.theloadstar.co.uk)
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in freight, although they tend to be more 
piecemeal, such as this month’s news 
that Kuehne + Nagel, together with Sin-
gapore sovereign wealth fund Temasek, 
have made $50 million available to tech-
nology start-ups. 

CH Robinson said the investment 
would make it “lead the way forward in 
logistics”. 

Mr. Biesterfeld said: “CH Robinson 
solves logistics problems for companies 
across the globe and across industries, 
from the simple to the most complex. 

“We put the customer at the centre of 
everything we do—listening, under-
standing their needs and using our 
expertise to solve their most complex 
logistics challenges.” He added that cer-
tain industry trends showed how 
investment could help customers. 
These trends included the fact that 
people drive technology and are 
increasingly important to supply chains; 
going global involves being local; and 
that investments in infrastructure are 
critical. 

“We’re excited about the future and 
look forward to continuing to innovate,” 
said Mr.  

Biesterfeld. “We are leading the way 
forward in logistics, addressing customer 
needs and laying the foundation for the 
next generation of tools and processes 
that will change not only how supply 
chains function, but ultimately change 
how our world is connected.” 

Reprinted courtesy of The Loadstar 
ww.theloadstar.co.uk)
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Container booking platforms could ease ‘pain points’ 
for shipping lines 
BY GAVIN VAN MARLE

Online container freight buying platforms could help ship-
ping lines respond more dynamically to dramatic changes in 
demand. According to new research from Drewry Supply Chain 
Advisers, their widespread adoption could ease the extreme rate 
volatility that hits both shippers and carriers periodically. 

In a study commissioned by CyberLogitec, Drewry notes 
that the “static” nature of container slot supply is in stark contrast 
to the “huge, short-term variations” in demand, leading to wildly 
oscillating vessel load factors, and is the root cause of freight rate 
volatility which is often extreme. “Even in a two-week time 
frame, prices on the transpacific trade may change by as much as 
94 per cent, and on the Asia-North Europe trade even by 324 per 
cent,” says the study. “On average, the two-week freight rate 
variations are 9 per cent on the transpacific eastbound trade and 
24.6 per cent on the Asia-North Europe.” 

The inability of carriers to respond flexibly to these changes 
in demand – once shipping strings are designed, carriers’ only 
options are blanking or adding extra sailings, which can be diffi-
cult at short notice – has led to the twin scourges of overbooking 
and rollovers, it adds. However, it argues that, if shippers, for-
warders and carriers embrace the use of flexible technology 
platforms to negotiate and place contracts, carriers would find 
themselves with greater forward visibility and be better placed to 
adjust capacity accordingly. 

“Any technology platform aiming to improve the alignment 
between supply and demand should be able to capture and visu-
alize future demand earlier than is the case in the current spot 
markets. This could be achieved through online technology plat-
forms where shipping lines and their customers meet to negotiate 
shipping contracts. “Ideally, either party could post initial offers, 
the characteristics of which could be negotiated flexibly and 
dynamically. However, any final contract should contain a space 
guarantee and a volume commitment. These could be enforced 
via a deposit scheme, the study argues, noting also that any non-
compliance on the part of carriers or their customers could “feed 
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into a reliability scoring mechanism which identifies high and low 
performers in their future agreements”. 

It suggests using platforms would allow shippers and for-
warders to effectively hedge against future rate increases and 
provide space guarantees, while reliability scores would likely 
lead to higher service levels from lines. “Our study concluded 
that many of the market’s pain points could be addressed through 
a capability to flexibly buy or sell ocean freight services in 
advance, using a neutral, global platform,” said Philippe Salles, 
head of e-business, transport and supply chain at Drewry Supply 
Chain Advisors. 

Reprinted courtesy of The Loadstar ww.theloadstar.co.uk)

New standards published to advance the use of data 
from smart containers 
BY GAVIN VAN MARLE

The quest to develop a set of standards for data collected 
from smart containers has taken an important step forward. The 
United Nations Centre for Trade Facilitation and Electronic 
Business (UN/CEFACT) has published its first set of standards 
which will help interoperability between different systems in 
the container supply chain. UN/CEFACT’s Business Require-
ments Specifications (BRS) initiative was led by smart container 
technology developer Traxens, which includes CMA GCM and 
MSC among its shareholders. “The smart containers BRS proj-
ect aims to provide clear global standards for the exchange of 
data to ensure interoperability and easy integration within dif-
ferent systems,” it said. 

“Data will be generated once and shared between multiple 

stakeholders, platforms and systems; improving data exchange, 
automated workflow and alert generation. These new standards 
will be the basis for API development, bringing technology into 
every aspect of the supply chain and providing powerful and 
innovative tools.” 

Interoperability of smart container data has been moving 
up the agenda over the past year, although many smart contain-
ers are already in use, there are no global standards to capture 
and communicate the array of data they generate consistently 
and across different modes. 

Hanane Becha, innovation & standards senior manager at 
Traxens, said: “Thanks to smart containers standardised mes-
sages, the computer representation of the supply chain will 
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become synchronized with the physical 
world, increasing the speed and accuracy 
of decision making, the automation as 
part of transport and logistics execution 
and the seamless collaboration between 
stakeholders. “Enhanced data will 
improve visibility and predictability for 
stakeholders as well as for regulatory 
agencies that need detailed information 
on consignments before they arrive at 
the border.” 

Traxens MD Jacques Delort added: 
“This technology can be combined with 
other innovations such as blockchain, 
big data or data pipelines to provide even 
more uses in the trading community. In 
all of these cases, though, we see that 
creating clear, unambiguous message 
exchange standards will unlock the fur-
ther potential of enhanced data.” 

Reprinted courtesy of The Loadstar 
ww.theloadstar.co.uk) Ph
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New platform the ‘first step towards true blockchain 
interoperability’ 
BY ALEX LENNANE

“Blockchain is a ‘we’ technology, not a ‘me’ technology,” 
Michael Casey, senior advisor to the Digital Currency Initiative, 
told MIT Management Sloan School’s 2019 Business of 
Blockchain conference last month. “The reason it’s taking such a 
long time is not necessarily a technical problem,” he explained. 
“It is a cultural and structural challenge getting different non-
trusting parties to work together.” The conference assessed that 
blockchain’s best application at the moment is in the supply 
chain.  

MIT explained: “As a shared digital ledger that creates an 
immutable record of transactions, blockchain is ideal for tracking 
the provenance of goods. It enables trustworthy shared informa-
tion among suppliers that may not trust each other.” Mr. Casey 
added that it enabled a group of independent entities, with their 

own interests and information to protect, to share a common 
platform that holds information of common interest. Blockchain 
in the supply chain is making some inroads: last month CargoX, 
a public blockchain document transaction platform, was inte-
grated into RoadLaunch – a private blockchain digital freight 
management platform.  

RoadLaunch is an aggregator platform, mainly focused on 
trucks and trucking companies, and offers freight quoting, dis-
patch capacity management, load matching and similar services. 
With the input from CargoX, it is now able to offer a secure and 
trustworthy way of transferring ownership of global trade docu-
ments. User data and documentation is kept on multiple 
blockchains – but have one single-window application. 

CargoX claimed this was the “first publicly available inte-
grated product in logistics of this kind, which merges the 
strengths of public and private blockchains in one solution to 
provide business users with the best of both worlds”.  

So what’s the advantage in using public blockchain? Stefan 
Kukman, CargoX’ Chief Executive, explained: “While a private 
blockchain has its benefits, we firmly believe that public 
blockchain is the only way to go forward with public docu-
ments. A public blockchain is the only one that’s completely 
transparent and allows for independent operation and verifica-
tion, which is essential when you want to operate globally. 
“Trust is inherent, as there’s no global institution governing, 
managing, or blocking/permitting its use. For example, a public 
blockchain cannot be affected in any way by governments 
breaking agreements or countries leaving pan-country organiza-
tions. This is essential for global trade.”  

For those businesses asking what blockchain can do for 
them, MIT recommends their leaders “stay grounded by asking 
practical questions”. MIT Sloan professor Gary Gensler said: 
“These big strategic questions aren’t hard to ask, but they can 



44 • Canadian Sailings • November 4, 2019

Ocean and overland growth compensates for air 
volatility as K+N reports ‘solid’ results 
BY SAM WHELAN

Strong sea freight volumes helped 
Kuehne + Nagel hit “solid” results for the 
first nine months of 2019, despite the 
poor air freight market and “non-existent” 
peak season. 

The Swiss forwarding giant increased 
its nine-month group net turnover by 3.1 
per cent year on year, to Sfr15.8 billion 
(US$15.9 billion), generating a 6.6 per 
cent upturn in EBIT profit which hit 
Sfr794 million. The company’s sea freight 
business “grew significantly in a stagnat-
ing overall market,” K+N said, with 
volumes increasing 4.3 per cent to 3.67 
million TEUs. This led to a 7.3 per cent 
boost in sea freight net turnover, and a 
10.2 per cent jump in profit to Sfr357 mil-
lion. K+N Chief Executive Detlef Trefzger 
said: “Against the backdrop of consis-
tently tense global markets, Kuehne + 
Nagel once again delivered very solid 
results. 

“In sea freight and overland in partic-
ular, our focus continued to be on 
customer service, cost efficiency and digi-
talization. In the more volatile air freight 
business, earnings remained stable, with 
the acquisition of Quick having a sus-
tained positive impact.” 

The air freight market continued to 
decline in an environment of global eco-
nomic uncertainty and rising trade 
barriers, K+N said. As a result, the for-
warder’s air volumes dropped 6.4 per cent 
year on year, to 1.22 million tonnes, while 
net turnover fell 2.6 per cent, leaving 
profit down 3 per cent to Sfr263 million. 
“Still the business unit was able to signifi-
cantly increase gross profit, especially in 
the areas of pharma and healthcare, per-
ishables and time-critical shipments,” 
K+N added. 

In an earnings call with investors, 
Mr. Trefzger said the air freight market 
was under pressure and continuing to 

be hard to answer, which is where their value lies. “Among them 
are ‘what’s the value proposition?’ ‘what problem will this solve?’ 
and ‘how will blockchain be better than other solutions?’  

More specifically, blockchain is, by design, immutable — 
meaning, once it’s been added data in the blockchain cannot be 
altered. Does your application need that?” According to MIT, the 
biggest challenge is collaboration between companies, with “pro-
jects that deliver valued outcomes to all parties more likely to 
succeed”.  

Cory Skinner, Chief Executive and founder of RoadLaunch, 

said the partnership with CargoX was a “big step forward” into 
next-generation logistics. “We are joining the strengths of differ-
ent kinds of blockchain, public and private, in a way that users 
don’t need to lose time switching between them. Global organi-
zations will be able to see an enhanced, trusted and simple 
interface for their shipment tracking and document transactions 
using multiple blockchain technologies. “This is truly the world’s 
first project of this kind and the first step towards true blockchain 
interoperability.”  

Reprinted courtesy of The Loadstar ww.theloadstar.co.uk)

deteriorate, especially in the automotive 
and hi-tech sectors, but the company had 
not lost major business – instead, cus-
tomers were “down-trading” due to 
changes in demand. Furthermore, there 
was “no peak season to speak about,” he 
added, referring to both air and ocean 
markets. 

In sea freight, where K+N added an 
additional 152,000 TEUs, Mr. Trefzger 
said the energy, projects, reefer and less-
than-containerload sectors contributed 
strongly to growth and gross profit. “In 
the third quarter, we added 49,000 TEUs 
to our volume, which was even 13,000 
TEUs more than in the second quarter,” 
added Chief Financial Officer Markus 
Blanka-Graff. “So, despite the fact that 
there is a slowdown, there is still the abil-
ity for the organization to gain market 
share.” 

The company also claimed a strong 
performance in its overland business, 
which grew “well ahead of the market”. 
Net turnover increased 2 per cent, with 

profit up 8.8 per cent to Sfr62 million. 
“Groupage shipment volumes in France 
and Germany remained firm,” K+N said. 
“In Austria and Eastern Europe, Kuehne + 
Nagel strengthened its overland transport 
network with the acquisition of Jöbstl 
Group. In North America, key accounts 
remained the largest growth driver, while 
the intermodal business further weak-
ened, due to falling oil prices.” 

Improved capacity management 
helped improve gross profit in the over-
land segment, Mr. Trefzger added. 
Additionally, he said, the company’s new 
digital road freight platform, eTrucknow, 
was already “showing traction” in Asia. 

Head of Loadstar Premium Alessan-
dro Pasetti said the interim update was 
“respectable, but well short of excep-
tional. The results showed combined air 
and ocean EBIT of Sfr620 million, which 
is a touch light and could have been 
higher,” he said. 

Reprinted courtesy of The Loadstar 
ww.theloadstar.co.uk)
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Investments deliver for UPS, producing greater volume  
and profits 
BY CATHY MORROW ROBERSON

UPS “knocked it out of the ball park”| with its latest quar-
terly earnings – a stark contrast to that of FedEx’s recent earnings 
in August, in which it blamed poor international growth and 
global trade friction for its poor numbers. Perhaps in a big of dig 
at FedEx, UPS was extremely optimistic and made sure to empha-
size in its earnings call that there were opportunities around the 
world despite trade wars, Brexit and slowing manufacturing. 

Indeed, its International division saw export volume growth 
on intra-Europe and almost all Asia tradelanes, except Asia-US, 
and operating profit increasing more than 24 per cent.  

The Supply Chain and Freight segment also reported a good 
operating margin, which expanded to 7.3 per cent, despite a 
slight decline in revenue. Logistics and Freight led the growth in 
this group with Logistics’ revenue increasing 7 per cent from 
healthcare, retail and manufacturing, while Freight’s revenue per 
less-than-truckload hundredweight was up 4 per cent. The For-
warding group reported negative revenue due to trade 
uncertainty. 

But it was the domestic segment that truly led UPS’s third-
quarter growth. Operating profit increased 28.1 per cent on 
revenue growth of 10 per cent to more than $1 billion. Previous 
investments in facilities, automation and new services are finally 
paying off.  Volume growth cross all products grew more than 9 
per cent, with Next Day Air leading the way, up 24 per cent, 
while Deferred Air grew more than 17 per cent and Ground 
volume rising nearly 7 per cent. Growth came from both B2C and 
B2B shippers, led by the retail, healthcare and hi-tech sectors. 
The investments have resulted in a flexible, responsive network, 
it said. In particular, the growth in its air services has led to faster, 
shorter ground zones. 

Despite trimming this year’s and next year’s capital expendi-

ture by $500 million, the company plans to continue with its 
strategic goals. And UPS issued a host of press releases prior to the 
earnings announcements. Several centred around its drone sub-
sidiary, UPS Flight Forward, including:  

• a drone logistics project with Kaiser Permanente;  
• a collaboration with CVS Pharmacy to develop a variety of 

drone delivery use cases, including business-to-consumer 
operating models; 

• an expansion of medical drone tests to U of Utah Health; and 
• collaboration with AmerisourceBergen, to transport medical 

products via drones at US hospitals. 

In addition, UPS Premier was introduced as a new critical 
healthcare product portfolio that uses next-generation sensor and 
tracking technology and provides priority handling from origin to 
destination. The new service utilises UPS, Marken and Polar 
Speed facilities around the world. 

A new programme was also launched, UPS Digital Access, 
that offers a variety of shipping services to small and medium-
sized businesses on such platforms as Stamps.com, ShipStation 
and ShipWorks.  

Lastly, UPS announced a European expansion of its World-
wide Economy service, which targets small to medium businesses 
and e-commerce. Introduced in June, it offers lower rates, but 
longer delivery times. As noted in the earnings call, this service 
plays well with UPU changes that will become effective in 2020 
and will be competitive to USPS services. 

As we enter the final quarter of 2020, UPS’s network will 
surely be tested for flexibility and timeliness. As its volumes rise, 
will profits follow?. 

Reprinted courtesy of The Loadstar ww.theloadstar.co.uk)
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Post compromise will unleash rate hikes,  
but China e-commerce snags remain 
BY IAN PUTZGER, AMERICAS CORRESPONDENT

The decision of the Universal Postal 
Union (UPU) to allow countries to set 
their own rates for imports moving 
through the international mail system 
may have kept the organization and the 
global framework intact, but it will lead to 
significant price increases come next 
summer, industry experts warn. In addi-
tion, the agreement won’t resolve 
fundamental problems with e-commerce 
shipments from China to other countries.  

The UPU vote on terminal dues, 
which prevented  the threatened exit of 
the US from the organization, allows 
countries with annual mail import vol-
umes of 75,000 tonnes or more to set 
their own rates for the delivery of incom-
ing mail, payable to the postal 
organization at origin. From next July, 
those countries are free to raise their rates 
as high as 70 per cent of the price of 
domestic delivery. In subsequent steps 
they can raise them to a ceiling of 80 per 
cent of domestic delivery charges.   

Countries with import volumes 
under 75,000 tonnes can begin to raise 
their rates for this traffic in 2025. Thus, 
shippers are bracing for significantly 
higher charges for parcels sent by mail 
from China to overseas markets.  

“I think this is going to have a 
tremendous impact,” said John Haber, 
CEO of Spend Management, a logistics 

spend management consultancy based in 
Atlanta. “Rates for 2020 have already 
improved, but not by much. In July 2020, 
we will see much larger increases.”  

Besides the US Postal Service and 
other postal agencies in countries with 
large import volumes of e-commerce, he 
sees the likes of FedEx and UPS as win-
ners from the UPU agreement. “The post 
office is going to increase the rates, and 
rates will also go up for mail consolida-
tors. This will make FedEx, UPS, DHL 
and the like more attractive. Their prices 
will be closer to the rest. Customers who 
look for a higher service level at a slightly 
higher cost will find them more attrac-
tive,” he said.   

An Post, the state-owned postal serv-
ice provider in the Republic of Ireland, 
projects that the new regime will bring it 
an increase of €30m ($32.88m) in rev-
enues over the next five years. Speaking 
at the UPU World Forum in Amsterdam 
on September 30, AN Post Chief Execu-
tive  David McRedmont  stressed that 
postal operators “cannot and should not 
sell services below costs”.  

The migration from traditional mail 
services to e-commerce and advanced fin-
tech services linked to it required 
significant investment, he added, while 
advanced delivery networks required 
investment in new sorting equipment and 

facilities, and the use of robotics and arti-
ficial intelligence.  

While the UPU compromise on ter-
minal dues has opened the door to postal 
agencies to boost their income, it does 
nothing to address other fundamental 
problems, pundits warn. M-R-U, a mail 
and express parcel research and consult-
ing firm based in Hamburg, reckons 
online merchants in China will find ways 
to circumnavigate the increased mailing 
costs via strategies like large–scale storage 
of goods in destination countries. And cur-
rent problems with tax evasion and 
product quality issues will remain, it 
warned.   

UK-based parcel delivery provider 
ParcelHero voiced similar cautions, noting 
that postal clearance is less efficient than 
the customs checks imposed on interna-
tional couriers and that parcels sent 
through the mail are often cleared at very 
low duty levels or none at all.  

While the UPU decision is a step for-
ward, other significant issues surrounding 
international mail from China still need to 
be addressed, it warned. Online mer-
chants in markets with a large influx of 
parcels from China had won a battle, but 
they would be wrong to claim victory.  

Reprinted courtesy of The Loadstar 
ww.theloadstar.co.uk)
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