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potential in the industry.
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sional drivers from Southern Europe: both sides benefit 
from this exchange of professionals.
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Four entrepreneurs from four countries explain where they 
see their future and that of their home country and what 
opportunities Europe has on offer for them.

21 Technology  Fresh vehicles for the fleet 
The successful English commercial vehicle hire company, 
Hireco, sets up flexibility and trailer telematics on its young 
fleet.     

24 Interview  »Transport 3.0«             
BPW managing partner Michael Pfeiffer explains  
BPW’s service innovations, which drive progress and turn  
customers to partners.

26 Report   From vine to wine 
Good wine is made from grapes that are handled and pro-
cessed with care - here, modern vehicle technology helps.

30 MS Europa 2   All aboard! 
To ensure passengers can dine on board, a refined logis-
tics must ensure that the storehouse is always full.

32 Portrait  Dedicated with a passion 
The purchase of just a single silo wagon was the founda-
tion for long-term success for the Uelzen firm Kobernuss 
Spedition & Logistik.

Dear Readers

For the transport and logistics branch, the general economic  
situation is of particular importance and therefore, in this issue 
we would like to look specifically at Europe, which, in the last 
years, has been subjected to stubborn areas of bad weather  
within the framework of banking and national budget crises.

As a future oriented firm with like-minded partners, we will 
look into the future for you and demonstrate that, following 
these dark times, there is indeed a positive outlook in Europe 
again. In this magazine, you will learn what opportunities are  
available to companies in the area of transport and logistics 
for conquering market shares and dealing in the increasingly 
improving economic climate. European entrepreneurs will also 
have an opportunity to express their view of the situation.  
It pays off to take on the challenge of a globally networked  
economy and at the same time remind oneself of the goods  
cycles “in the immediate neighbourhood”.

BPW offers innovative products and services, which are  
optimally suited to the requirements of the market and offer 
clear added value for vehicle manufacturers and the haulage 
companies. As a system partner to the vehicle manufacturers, 
we are able to supply perfectly adjusted innovative solutions, 
utilising our knowledge, and a product range that features, apart 
from running gear, also system components such as telematics. 
For the vehicle operators, we are a strong partner in internation-
al mobility with our intelligent products and a global Europe-
an-wide and unique service network. Thus we sustainably ensure 
successful economic operation - both in sunny and stormy times.

Accompany us in this edition through the “high-pressure zone 
Europe” - a lot worth seeing and reading awaits you!

Editorial

Content

Dr. Bert Brauers, Member of the Management Board
E-mail: brauersb@bpw.de

picture gallery linkvideo/audio
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Road on the top, rails on the bottom

The pylons made from reinforced concrete project for 206 
metres into the sky and the bridge is drawn out for 7,845 
metres: for the last 13 years, the Öresund bridge, together with 
the Drogden tunnel and the artificial island of Peberholm has 
formed an imposing connection between the capital of Denmark, 
Copenhagen and Malmö in Sweden. It is the world’s longest ca-
ble-stayed bridge for combined road and rail traffic: the upper 
deck carries the four lane toll motorway, the trussed beam 
carrier below carries two railway lines. It took 40 months to 
build this colossus. Large prefabricated pylons and bridge 
beams were fitted using a pontoon crane, the pylon foun-

dations of the middle high bridge were delivered by a 
transport catamaran. All in all that cost one billion Euros. 

The photo
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Panorama

 Once again first place for BPW: 
for the seventh consecutive year, 
the international mobility partner 
has won the award “Best Brands 
2013” in the trailer axles catego-
ry.  Since 1997, the coveted prize 
has been awarded the best brands 
in the commercial vehicle sec-
tor. In a vote, the readers of the 

professional magazines of ETM 
publication house decide who is 
among the best brands of service 
providers, component and trailer 
manufacturers and system sup- 
pliers. This year, more than 10,000 
readers took part. Dr. Bert Brau-
ers, Member of the Management 
Board at BPW, sees the award as 
both confirmation and obligation: 
“The readers’ decision for BPW 
showed us that as an international 
mobility and system partner, we 
are on the right road with our sus-
tainable and efficient products”, he 
explains. “The award “Best Brand” 
is a quality seal which reinforc-
es our investment into further 
developing our running 
gear systems.”

BPW stays the leader

 This year, for the first time, BPW attended the Automechanika in Dubai as an exhibitor. With help 
from the colleagues from Exporient Middle East, the firm presented itself in the German pavillion. 
The new economic solutions for vehicle systems and telematics applications were shown there under 
the motto “Let’s go ECO”. The products exhibited included the air suspension bag generation ECO Air 
COMPACT with a new, light GRP air tank, ECO Air VARIO, the telematics solution TControl and the new 
VB suspension series ECO Cargo.

As exhibitor in Dubai 

 Fashion, 
technology, 
books: more 
and more 
people pur-
chase goods 
like these via 
the internet. This yields high turno-
ver for the parcel service branch. The 
parcel services were able to deliver 
about one billion consignments to 
private customers (B2C), according 
to the current industry study “KEP-
Markt und E-Commerce” - more 
than in the B2B business. The most 
popular items ordered online are 
clothing: it was in 18 per cent of all 
B2C consignments. A further 11 
per cent were entertainment elec-
tronics, 10 per cent were books. 
*Source: KEP-Unternehmensberatung 

MRU Gmbh and Bundesverband des Deutschen 

Versandhandels (bvH)

One billion 
parcels

Pleased with the award: Dr. Bert Brauers (BPW).
For the seventh time, BPW receives the  
trophy “Best Brand”.

 For the 
time be-
ing, there 
will be no 
uni f i e d 
toll sys-
tem for cars 
and lorries on 
Europe’s roads: the EU-com-
mission has postponed plans for 
this initiative and in the outgoing 
legislative period abstains from the 
respective law draft. The plan was 
to stop billing the fees via a time 
limited sticker system but instead 
as mileage dependant via a satellite 
system. The Brussels authorities 
now leave this topic to the next 
commission and the next traffic 
commissioner.

Topic Toll  
adjourned
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Panorama

Dates

11.–16.11.
Agritechnica 
Hanover, Germany

19.–23.11.
SOLUTRANS
Lyon, France

New hotline for Pan-European breakdown service
    Haulage companies that use trailers and semi- 
trailers with BPW technology now receive even  
better help in the event of a breakdown: BPWs 
new free 24 hour breakdown hotline is availa-
ble on 00800 780 780 00 in 39 European coun-
tries. Each caller is supported in his own language 
and in an emergency can make use of the over 3,200 
BPW service partners and the Europe-Net Break-
down Services with over 4,500 support points.  
“We see being there for our partners in an emergency as 
our obligation, which we  accept as international mobility 
partner”, explains Dr. Bert Brauers, Member of the Man-
agement Board “Together with Europe-Net 
we can offer the highest quality standards.”

BPW has enhanced their breakdown service offer with the aid of the 
service organisation Europe Net, a subsidiary company of the ADAC 
TruckService.
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an extremely important 
topic in the commercial ve-
hicle industry. Great value is 
placed on sustainability and 
economy for new develop-
ments. 
BPW has also intensively 
worked on this and has 
already presented, for ex-
ample, for the first time at 
the IAA 2012, a suspension 
study from GRP with the 
GRP axle ECO Vision and the 
possibility of energy recove-
ry on the trailer-axle.

New technologies, which 
promote the zero emission 
driving, were also in the 
focus at BPW in June this 
year during the “Theme days 
electric mobility”.  

This event was organised 
for the employees of the 
firm. It introduced the 
Formula-Student-E-Team 
“KARaceIng” the Karlsruhe 
Institute of Technology 

(KIT), which is sponso-
red by BPW in the current 
racing season. Around 70 
team members develop, 
construct, produce and test 
2 race cars each year - one 
with conventional internal-
combustion engine and one 
with electric drive. 
The students from Karlsruhe 
start with both vehicles at the 
construction challenge “For-
mula Student E” and compete 
there against in total 500 
teams from internati-
onal universities.

Please load! BPW organises »Theme days electric mobility«

»I have never 

understood, 

why one en-

trusts the 

postal system 

with the light 

things, such as 

CDs or DVDs 

and drags the 

heavy things 

home one-

self.«
Jürgen Gerdes, Mail, member of 
the board of management

of the German 

logistics firms 

offer their cus-

tomers sustainable performances, such 

as zero emissions transportation. 

Source: Pricewaterhouse Coopers Survey of 102 enterprises regarding their sus-

tainability targets

Only
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Reportage

S everal blinking dots continually move towards their targets on 
an over-dimensioned monitor map. If one of the lights stop, 

rapid action is required in the disposition department of Hermes 
Transport Logistics (HTL) in Hamburg. Every light point is of 
course a lorry that drives to a customer with ordered goods. “And 
they expect speedy delivery, particularly if they buy articles via the 
internet,” says Christian Heuing, Head of the Strategy and Process 
Management Department at HTL.

The business on the web is booming. For Otto, Amazon, Zalando 
& Co., the year 2012 brought another turnover record according to 
the Bundesverband des Deutschen Versandhandels (bvh): 39.3 bil-
lion Euro - that represents a plus of 15.6 %. “For years, e-commerce 
has already been boasting two digit growth rates”, says Uwe Veres-
Homm of the Fraunhofer Work Group for Supply Chain Services. 
“At the moment everyone is thinking about how to jump on this fast 
bandwagon.”

With one click 
onto the lorry
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Following the boom in the online trade, the turnover of the logistics firms grows - 
amongst them Hermes Transport Logistics (HTL). At the same time, services well 

beyond transport and storage are playing an ever increasing role.

Lena Meuser from Berlin has found a blouse in the online shop of a fashion chain, which she im-
mediately likes. Quickly she chooses colour and size, and also a matching skirt. After a few clicks, 
both are in the virtual shopping basket, shortly after, the order arrives in the retailer’s warehouse 
in Gadkin in Poland.  There, the clothing manufactured in Turkey, has already moved 
one step closer to the Western European customer.

Monday 4.20 pm:

Title
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Be it clothes, electronic goods or furniture - the internet boom 
also presents  the delivery company with intense growth. Follow-
ing this, the Hermes Group was able to increase their turnover in 
the year 2012 by 7 per cent, Deutsche Post DHL by 5.1 per cent, 
GeoPost, the majority holder at DPD by 9.8 per cent. The strongest 
growth driver is e-commerce, according to opinions from the in-
dustry. Here, however, the task is not only the smooth delivery to 
the consumer, but there are also new tasks along the entire supply 
chain. “Meanwhile, the online trade has turned into a centre point 
of our logistics”, stresses Frank Rausch, Chairman of the HTL man-
agement. The buyer, however, is oblivious to the busy work behind 
every order from their home computer.

Close production    “Furniture is often made in Poland, but also in 
France and Italy,” says Heuing, “and after the boom in Asia, textiles 
were increasingly made in Turkey”. The order markets again move 
closer to the European customer. “Some large textile firms such as 
H&M have moved their production to Turkey”, explains Dr. Chris-
tian Kille, Professor for Trade Logistics at the University of Applied 
Sciences Würzburg-Schweinfurt. 

“Currently, the wages in China are now on average only 10-20 per 
cent lower than those in Turkey, Tunisia or Egypt”, knows Heuing. 
The short distances make up for the diminishing difference in costs. 
While trousers and coats need 28 days to travel by ship from Chi-
na to Germany, the lorry makes it from Turkey in only three days. 
“This is a deciding advantage, in particular for ‘fast moving’ items 
such as seasonal clothing”, explains André Schwilden, manager of 
the department Business Development in the HTL business area In-
ternational Road Transport. The demand today is not easily antici-
pated, therefore it is even more important to promptly react to new 
trends. Costs, time and CO2 emissions must be optimised. These 
parameters increasingly determine the competition, as the compet-
itors lie in wait only a click away on the web.

“Also, the consumption in Eastern Europe is increasing further,” 
says Professor Kille. There, the triumphant procession of the inter-
net dealers is just beginning. Even weak Hungary records yearly 
growth rates of 30 per cent in the online trade. In Russia, it is ex-
pected that this turnover will double by 2015, when compared to 
2011. And already today, the majority of the German online shops 
are registering income from abroad - even if this is mostly still low. 

Online dealers, such as Amazon are 
also tightening their logistic network. 
Now, the industry giant operates nine 

consignment warehouses in Germany. 
The one in Leipzig alone measures  

75,000 square metres - and that is the 
size of 11 football pitches.

A 40 ton HTL lorry has just picked up another full load in Gadki in Poland, among it the con-
signment for Lena Meuser. This travels to Haldensleben, 412 km away in Saxony-Anhalt, where 
the nearest Hermes hub is situated and which produces 68 million consignments every year. On 
site, there is also a consignment warehouse, one of the largest of its kind in Europe, into which 
three years ago a fully automated returns warehouse was integrated.

Tuesday 12.45 pm:
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The same evening, the goods are distributed in the hub in Haldersleben. For this, a fully auto-
mated belt conveyor connects to the swap-body, which is fed constantly by the packing personnel. 
The boxes race on it through the hall like on a Scalectrix track. In between a scanner flashes, as 
the belt distributes the consignments automatically into large tubs for the 57 Hermes subsidiaries 
according to the routing key on the barcode. In addition to Haldensleben, for items up to 31 kilos, 
there are another five transshipment centres, which are distributed all over Germany and due to 
the close proximity to the customer, reduce the delivery times.

“Cross border shopping in Europe is gaining increasingly in impor-
tance,” so says HTL boss Rausch. The standardised EU consumer 
regulations, in place from next year onwards, support this trend. 

Added value with service     “We see the organisation of inter-
national supply chains as a holistic process”, explains Rausch. This 
means that today logistics is much more than just transport and 
storage. The competitors have a similar view of this. “Additional 
business can be generated through contract logistics,” thinks Sup-
ply-Chain-Services expert Veres-Homm. Many companies are ex-
panding this possibility with e-commerce.

“This also includes production steps”, says Professor Kille. Ac-
cordingly, telephone cards, for 
instance, are produced as blanks 
in China and the branding is 
carried out by a logistics firm 
in Bamberg. And white H&M 
shirts are made in Bangladesh 
and only dyed in the latest trend 
colours in Turkey. “The finishing 
of upstream products from the 
Far East is increasingly moved 
to Europe, often into the hands 
of logistics providers”, observed 
Professor Kille. 

“Never say never” - that also 
is a motto of the Hermes group. 
Twelve specialised firms supply all possible services along the com-
mercial network. The task range grows continuously, especially 
with the orders from the internet. Hermes supports customers at 
home and abroad, for instance with building a web shop - including 
specially developed software for the shop. The firms of the Hermes 
Group also look after warehousing, payment solutions, customer 
care, distribution and returns management. This includes services 
such as connection of the delivered TV or the washing of jumpers 
from returns. “For this, we operate our own dry cleaners,” reports 
Heuing. We also have an internal department for the deletion of 
data from hard drives. “The future is not the transport service alone 

but the service that goes with it,” Rausch sums up.  The complete 
package begins with the search for the supplier for the first product 
idea. “As we are part of the Otto Group, we do know about 14,000 
local suppliers.” 

Close to the customer  To be even closer to the customer, HTL 
reorganised itself. Within one year in Germany, eight new subsidi-
aries were added to the logistics chain, thereby increasing the area 
network. New sites are also planned for Europe. Speed and flexibili-
ty count to guarantee delivery within one day. The large online mer-
chants also invest increasingly in the logistic infrastructure for the 
express deliveries: the industry giant Amazon tightens its logistics 

network more and more - the last site 
added was Brieselang in Brandenburg. 

The topic environment also pushes 
itself increasingly into the foreground. 
Some trading concerns are already 
participating in research for light 
carbon fibre composite materials for 
semi-trailers, others develop IT tools 
for the measurement of environmental 
efficiency. However, the manufacturer 
of consumer goods Procter & Gamble 
will practically save 20 % of the lor-
ry kilometres by 2020. HTL strategy 
expert Heunig declares: “We support 
these kinds of aims as partners in our 

tour planning, also for intermodal traffic.” 
On the road, HTL places its emphasis increasingly on semi-trail-

ers. Whilst in the past swap bodies were mostly used, like other 
logistics companies, the trailer fleet increased within a year from 
200 to 300 semi-trailers. “The swap body is less popular with the 
drivers, as it is more difficult to handle.” says Schwilden. Semi-trail-
ers can also be used across Europe. “Here every parcel service tra-
ditionally uses swap bodies but elsewhere this is largely unknown.” 
As a result, the special ramps necessary for them are often miss-
ing abroad. Furthermore a Europe-wide economic utilisation of the 
fleet is impossible with swap bodies.   

»Meanwhile,  
the online trade  
has turned into a 
centre point of our 
logistics.«
Frank Rausch, Chairman of the 
HTL management.

Tuesday 7.10 pm:
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Information manager      “We try to introduce more transpar-
ency to the black box lorry,” says HTL employee Schwilden. The 
equipment of satellite navigation systems (GPS) for semi-trailers 
and swap bodies is now a standard. 
Every one of those GPS modules 
sends approximately 720 messages a 
day regarding speed, status and dis-
ruptions in real time to the Hermes 
headquarters. “In this way, the com-
plete settlement of the orders can 
be traced and adjusted without any 
gaps.” explains Schwilden. The re-
sult: fewer vehicles on the road, bet-
ter utilisation of the load capacity 
and fewer empty runs. “From this 
we would like to save up to 34,000 
tons of CO2 in the next ten years”, 
says Schwilden. Now traffic has to 
be controlled even more efficiently.

A further important building block in the information structure: 
tracking & tracing via the barcode on the goods. The code is newly 
assigned on take-over of the goods, and read again at every trans-
port point. At the Hermes group, work is already performed on a 
standardised IT platform, to be able to afix these barcodes at the 
dispatch point. More innovative procedures such as RFID (Radio 
Frequency Identification) are also on the advance. “These radio la-
bels make logistic flows more transparent, but are still too expen-
sive for mass use with cheap products”, knows Uwe Veres-Homm of 
the Fraunhofer-Institute.

Platforms for the Supply Chain Management create clarity along 
the entire supply chain, which allow central planning and control of 
goods flow. A data bank networks all information about orders and 

suppliers, from storage amounts and 
goods checks to transportation -  
also at HTL. “If there is a drop in 
demand, the goods flow can be re-
directed in a timely manner and ad-
justed accordingly”, explains HTL 
department manager Heuing. De-
lays in delivery are shown by the 
system in the same way as alterna-
tive routes. 

Challenge last mile    About half 
the costs are encountered on the last 
stretch to the customer. “The trans-
port to the front door of the recipi-
ent puts the firms under pressure”, 

says Christiane Geiger, Senior Engineer at the Institute of Trans-
port Logistics Dortmund. A problem is often the economic deliv-
ery if numerous single journeys are required. Therefore, logistics 
companies increasingly emphasise collection at Pick-up-Points. 
On its own, Deutsche Post DHL has plans to set-up 20,000 parcel 
shops in Germany by the end of 2014. Meanwhile Hermes has 
widened its network to 14,000 parcel points. “The parcel shop is 
much cheaper than the individual delivery”, explains Sebastian 
Stütz of the Fraunhofer-Institute for Material Flow and Logis-
tics. More and more end customers also wish to have a set date 

Over and over again, new lorries dock at the 96 gates in Haldensleben, to drive the swap-bodies, 
loaded right to the roof, to their target location. Every minute counts and the intervals are short. 
In an overnight journey, the lorry with the parcel for Lena Meuser rolls in the direction of Berlin. 
Already at loading in Gadki, the HTL logistics employees in Hamburg follow all movements of 
the loaded vehicles on the screen and are able to intervene if necessary.

The path of the consignment can be followed exactly 
through the scanning of the bar code at every station.  

Tuesday 11.56 pm:

Title
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or time window for the delivery. Along this line, DPD now offers the 
possibility of following the consignment in real time, a count-
down informs the recipient every 15 minutes when the delivery 
man will ring the door bell. For the coming year, Hermes has 
developed several new services. The focus is the introduction of 
a time window of several hours for the delivery, which will be 
communicated to the customer on the day before. Furthermore 
it should be possible to deliver to the workplace, the holiday desti-
nation and to reroute the consignment at short notice.

A further logistic challenge: the frequent under utilisation of the 
capacity of the vehicles. “One of the solutions would be the cooper-
ation with competitors,” says Heuing. That would mean that it 
would not be necessary to have four half laden Sprinters drive to the 
same part of the village. That would also improve the CO2 balance. 
“Everyone is concerned with ecological sustainability”, observes 
Geiger. In the meantime, the delivery services in the cities already 
partly use gas and electrically powered vehicles to reduce emissions 
and save on fuel.   (bb)                                      

Hermes Fulfilment operates  
a 32,000 metre square dispatch 
centre in Löhne near Minden  
for furniture, white goods and 
other goods over 31 kilogram. 
Every day, about 4,000 of those 
large pieces are ready for 
delivery to the customer at the 
outgoing goods.

Now a lorry has taken the parcel with the blouse and the skirt to Berlin-Oranienburg to one of 
the three subsidiaries of the Hermes Logistik Gruppe Deutschland. With the arrival of the parcel 
at the subsidiary, the monitor map light in the HTL logistics office goes off as the Hermes par-
cel service takes over.  In the subsidiary, packing employees quickly load the consignment into a 
Sprinter with the Hermes logo, which then heads off at 8am to Lena Meuser who is the first drop 
on the delivery schedule.

Wednesday 3.20 am:
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W henever globalisation is in discussion, the talk quickly 
switches to the emerging economy countries, especially the 

BRIC states as emerging markets and with it the driver of this de-
velopment. Therefore, the conclusion is close at hand that these re-
gions also offer the greatest growth potential for logistics compa-
nies. But that’s not quite correct: not only have the goods streams 
been continuously changing for years but so have the borders of 
the growth regions. Soon, Africa and the Middle East could also 
be among them. 

At the moment, the emerging economy countries are the growth 
guarantee for the German economy and therefore, also for the lo-
cal logistics firms, and this will continue to be so. That is proven by 
the enormous growth rates for transports to and from China: over 
the period of the last 20 years, they reached an impressive 500 per 
cent in export and 400 per cent in import (according to weight). 
The amount for export from Brazil at the same time increased by 
300 per cent. 

But however impressive these numbers may look, the emerging 
economy countries still have a much smaller share in the goods 
streams than Europe. A total of 75 per cent of the exports from 

Germany goes into the EEC-states, for the import that is still a good 
50 per cent. As the consumption has been stagnating in Germany 
and the Western European countries for approximately the last 15 
years and the production performance is reducing even in terms 
of logistically relevant amounts, the goods streams are moving lit-
tle by little. The demand within Europe only grows in the Eastern 
states, where the backlog in terms of consumption and prosperity 
is not yet covered. A further significant move of the goods streams 
resulted from the fact that textiles, which only a hundred years ago 
were distributed from the area of Krefeld into Germany, are now 
imported from China or Bangladesh. As a result, they arrive in 
seaports such as Hamburg, before they get transported to the end 
customers. 

Indeed one should not assume the immense amounts of goods 
that were forecast. But the demand for transport continues. The 
globalisation not only creates growth in the states with emerging 

Good outlook?
A globalisation prognosis

Growth potential for logistics firms is not only in emerging markets, which 
are currently pushing forward with globalisation: the markets are changing, 
bringing great opportunities in Europe.

Globalisation creates further growth

By Prof. Christian Kille, 
University of Applied Sciences Würzburg-Schweinfurt
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economy, but also in Europe. All goods that 
are earmarked for export to the emerging 
economic countries are first transported to 
the international hubs which then fill the 
order books: during the course of the last 
5 years the export to China grew by nearly 
10 per cent by weight per year. Accordingly, 
the transports broaden from the produc-
tion sites to production and distribution 
centres, to the sea and inland harbours 
and airports. Similarly, this is the case 
for import streams. These numbers, how-
ever, cannot be transferred on a 1:1 basis 
onto the market growth into Europe, due 
to bundling effects and transports that are 
not required. However, it can be safely as-
sumed that delivery companies will still be 
very busy on the inner-German and Euro-
pean routes.

Globalisation, of course, now is not only 
taking place in the BRIC states. The struc-
tures will change, particularly in the vicin-
ity to Europe. Many producers and dealers 

in Europe are already considering reducing 
their distribution channels. Some compa-
nies in the clothing and automotive sec-
tors already order a significant part of their 
goods from closer situated countries, such 
as Turkey or Eastern Europe, as they can 
then react faster to changes in demand. 
This is because the greatest fear at the mo-
ment is to produce or order mismatching 
the needs of the markets, due to the ever in-
creasing competition. This will remain so. 
The closer to the customer the manufactur-
ing of the end product takes place, the more 
flexible and at shorter notice changes can 
be taken into account. 

However, at the moment, the countries 
neighbouring Europe do not offer attrac-
tive surroundings, so that it is not foresee-

able that they will take the place of China 
as the motor of growth for Europe and es-
pecially the German economy in the very 
near future. In the North African states 
and the Near East with Syria, Iraq, and 
Iran, the situation is not going to be sta-
ble enough for a long time yet. Even for 
Turkey, the current number one booming 
country in the region, the safety situation 
has changed. 

Medium-term, it is expected that the situ-
ation is calming down. Through this, the 
risks resulting from a globalised world will 
come increasingly to the foreground, and 
will mean the trade and industrial corpora-
tions further consider their logistics chains. 
Supply of the European population, no 
matter where the production takes place, is 
in the foreground. In order to be able to 
counteract the increasing volatility in de-
mand, the supply chains must become more 
flexible and offer more opportunities to react 
to change. If the last production steps or 
the adaptation of the product to the actual 
requirement only takes place locally in the 
consumer markets, there will be an in-
crease in the amounts to be transported 
from the international hubs to the sites and 
from there to the customer - and with that 
further chances for growth for logistics 
firms.                 

»In the foreground is the supply  
of the European population, no matter where 

the production takes place.«
Prof. Christian Kille

Supply chains must become 
more flexible 

50 % of the German imports  
come from EU states.

75 % of the German exports  
go to other European states.

EU

in tons, source: Destatis 2013
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Personal details

 Prof. Dr. Chris-
tian Kille, since 
2011 Professor for 
Trade Logistics at 
the University of 
Applied Sciences 
Würzburg- 
Schweinfurt 
(FHWS). He is 
market analyst, 

co-author of the Top-100-der-Logistik-
Studie (Top 100 logistics firms study) and 
professional advisor to the Fraunhofer 
work group Supply Chain Ser-
vices (SCS)



As Southern Europe is in crisis, many professional drivers there are without work.  
For German logistics firms, this is a chance to find new professionals and with it,  

a solution to the lack of suitable personnel in Germany.

I n their home country of Spain, they liter-
ally were out on the street without a job -  

today, luckily, this is different for Jorge 
Lupion Maldonado, Manuel Lopez Este-
vez and Miguel Ruiz Isidro. Last winter, 
they packed their bags and emigrated to 
Germany. The skilled drivers now work 
for the Barth-Logistikgruppe in Baden- 
Württemberg. 

And manager Berthold Barth is satisfied 
all round with his new Spanish employees. 
Lately, in the region it had become very dif-
ficult for him to find suitable personnel for 
the requirements of a professional driver. 
And he has to fill about ten vacancies every 
year, as employees retire. 

Maldonado, Estevez and Isidro joined 
him through an initiative of the Straßenver-
kehrs-Genossenschaft Württemberg (SVG)  
(professional road association). The SVG has 
initiated a project last year in cooperation 
with various partners such as KRAVAG-Ver-
sicherung Hamburg, to place Spanish pro-
fessional drivers with German haulage 
companies. “We have started the project in 
Spain, as here the potential of trained driv-
ers is very high and many of them are now 
looking for a new job”, explained Uwe Nest-
el, chief executive of the SVG Württemberg.

While in one part of Europe profession-
als are on the streets, here the haulage com-
panies are urgently looking for good per-

sonnel. Now it is again becoming difficult to 
fill the vacancies. In the future, this prob-
lem will increase, thanks to the demograph-
ic changes. Therefore, it is also necessary to 
look for new employees in other countries -  
and, as the project of the SVG Stuttgart 
shows, with success. However, if you as a 

company want to employ foreign personnel, 
you have to be prepared to specifically han-
dle their integration. 

According to numbers made available by 
the Deutschen Speditions- und Logistikver-
bands (DSLV) (German haulage and logis-
tics association), about a third of the German 

New country,  
new language,  
new employer

Source: Calculations of the OECD office, based on data of the Federal Statistical Office.
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professional drivers are older than 50 years 
of age. This group will, therefore, retire in the 
coming 10 to 15 years; the DSLV calculates 
that on average 25,000 drivers will be lost 
from the market per year. At the same time, 
about 7,000 young people are in training and 
3,200 signed a training contract last year. 
Short or long term, there will be a large gap 
between supply and demand of employees. 

Professionals from foreign countries can 
help fill this gap. The crisis in Southern Eu-
rope further aggravates this trend. Follow-
ing this, about 70,000 people from the crisis 
states emigrated into Germany - more than 
into any other OECD (Organisation for 
Economic Co-operation and Development) 
state. In July 2012, for instance, most came 
from Italy, followed by Spain and Greece 
with a smaller share emigrating from Por-
tugal. At the same the employment situa-
tion for the migrants has improved here: be-
tween 2008 and 2012 the employment quote 
for 15-64 year olds rose by 5 per cent. 

To make it possible for the Spanish driv-
ers of the SVG to find their way at their new 
work place, the cooperative organised an 
intensive training programme. For eight 
weeks, the truckers from the Southern 
Spanish Motril took part in an integration 
and language course; additionally there was  
practical training for German roads that in-
cluded fitting and removal of swap bodies 

and driver training on snow and ice. From 
this 13 Spanish drivers were able to be sup-
plied to four Swabian logistics companies 
including Barth and Haller Logistik. 

“For us, it was important that we get peo-
ple from Spain, who had already worked as 
professional drivers, in other words, brought 
professional experience with them”, Berthold 
Barth explained his motivation to take part 
in the scheme. To integrate the new employ-
ees into his firm, each one received a sponsor 
from the company who would help them with 
the authorities and finding housing, among 
other things. “It is important that they like it 
here and can build a social network with their 
families”, says Barth.

The “Spanisch Deutsche  Personalver-
mittlung” (Spanish-German personnel me-
diation), founded this year by Heinrich Vo-
gel and Etrasa, works similarly to this 
mediation project of the SVG. Here as well, 
unemployed drivers and haulage compa-
nies looking for drivers can find each other. 
At the moment, there are four training ses-
sions in Spain, each with 18 participants. In 

January, these will then come to Germany 
to their new employers. “Here in Germany, 
we take the job advertisements and require-
ments of the firms and pass them on to our 
Spanish partners, who then look for the 
matching professional employees”, explains 
Katrin Geißler-Schmidt, publishing director 
for the publishing house Heinrich  
Vogel. In return, the firms are obliged to  
intensively look after their new Spanish  
employees.  (ls)       

D
ia

gr
am

: A
nn

e-
K

at
ri

n 
G

ro
ne

w
ol

d,
 P

ho
to

: S
VG

The personnel mediation  
office is specialised on  
Spanish drivers

Good for both sides: Spanish truckers 
find new employers in Germany. Left to 
right: Traugott Hasart, head of train-
ing SVG Stuttgart; Ruiz Isidro, Fahrer; 
Rodriguez Ruiz, drivers; Werner Gockeln, 
managing director SVG-Zentrale; Uwe 
Nestel, managing director SVG Straßen-
verkehrs-Genossenschaft Württemberg 
eG; Campos Canadas, driver.

Internet page of the personnel mediator:  
www.lkw-fahrer-personalvermittlung.de

1/3 of all drivers are older  
than 50 years.

On average 25,000 drivers 
leave the employment market per year.

7,000 young people are in  
training at present.

German employment 
market for professional 
drivers:

Source: DSLV
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Chances and Potential in Europe

Dr.-Ing. Arnaldo Ghilardi is confident: 
“If we take a look at the past seven or 

eight years, we find that we are the Euro-
pean market leader in the area of animal 
transportation,” he says. The Italian special-
ist for trailers sold around 380 units in 2012. 
“That is as many as before the world-wide 
economic and financial crisis”, he puts into 
perspective and adds “and that with a 20 per 
cent reduction in personnel”. Of course, the 
company today is more efficient than before 
the crisis. 

Ghilardi thinks that the Scandinavian market 
is good for “a few more units”. “Or also Greece, 
which, in 2012, was completely closed to our 
market”, he stresses. However, huge improve-
ments cannot be expected anymore. “The Euro-
pean market is more or less saturated”, he thinks. 

Ghilardi estimates the European market 
for animal transport trailers to be 700-800 
units. This is a “very very small market seg-
ment when compared with the market for 
trailers for general cargo”. To identify poten-
tial growth incentives, he looks further than 

the borders of Europe and strikes gold in the 
Middle and Far East: “The Middle East can be 
served from Italy. We will require joint ven-
tures for the Far East”, he thinks. “The best 
solution would be someone who also produc-
es and sells locally.”

Carrozzeria Pezzaioli has been on the market 
since 1974 and, according to their own state-
ment, was “the first European animal trailer 
factory.” For 2013, Ghilardi announced, “We 
will be on the same level as in 2012.” And it 
will remain this way for the next ten years.”

»We receive many customer requests from 
the neighbouring European countries, but in the end, 

it is very difficult to get the contract. This is not 
because someone else got it, but because the 
customer does not have the funds to make the 
investments in the end. Today, everywhere in 
Europe the main problem is to get money.«

Dr. Ing. Arnaldo Ghilardi, Technical Director, Carrozzeria Pezzaioli S.r.l.

Italy

A lot will depend on your own power of innovation in order to generate further 
growth in Europe. Four entrepreneurs report how it can also be an advantage to 
target niche markets.

Survey
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Chances and Potential in Europe

»We went through the economic and 
financial crisis, but managed to 
expand further in Europe. This sustainable 
growth underlines the market recognition.«

Philippe Legendre, Director of Sales and Marketing, Chereau S.A.S.

T he French firm Chereau has a dominat-
ing market position in vehicle sales –  

to be precise, in the market segment of re-
frigerated vehicles. Since the beginning of 
the 1950s, Chereau has only developed and 
manufactured these vehicles. “Our industri-
al production plant is one of the most mod-
ern in Europe and only produces lorry and 
trailer bodywork. This certainly contrib-
utes significantly to this position”, stresses 
Philippe Legendre.

Chereau consistently focuses on techni-
cal innovation. The company holds impor-

tant patents and allocates additional R&D 
resources each year. This reinforces the 
company’s  competitive edge. Chereau, as a 
specialist for refrigerated bodies, is also the 
reference standard for tailor-made products 
and on-demand equipment. Each customer, 
depending on his specific business require-
ments, receives his very own Chereau - a great 
strength of the French manufacturer.

The Chereau product range offers temper-
ature regulated load capacities in the trailer 
and lorry world ranging from 12 tonnes to 60 
tonnes. According to the firm, the side walls 

and the roof, manufactured using a special 
industrial procedure, ensure long-lasting tem-
perature insulation and are easy to repair. This 
for us is an innovative competitive advantage.

The demand from the market confirms 
the special position of Chereau: of our pro-
fessional users, 85 % chose a combination 
of bodywork and chassis by Chereau, de-
clares Legendre. Every Chereau product is 
subjected to various studies and tests be-
fore release. “We want to take advantage of 
the best active and passive safety systems”, 
stresses Legendre.

France
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Ekeri was hit hard by the worldwide eco-
nomic and financial crisis: production by 

the Finnish trailer and bodywork manufac-
turer reduced from 600 to 300 units. Like-
wise, the turnover nearly halved. “That was 
tough”, remembers Mikael Eklund. “How-
ever, we have learned that there are extreme 
niche markets in Europe”, he explains. They 
secured survival. The market for side doors, 
offering generous opportunities for loading is 
one such a niche market. Furthermore, Ekeri 
adapted the successful trailer model for the 
transport of hazardous goods – and with it, 

generated new business in Belgium, the Neth-
erlands, Great Britain and also Germany. 

Today, Ekeri is back to the pre-crisis lev-
el. “But now we are stronger and more effi-
cient than we used to be”, stresses the man-
ager and joint-proprietor of Ekeri. Eklund 
does not think sustainability has to be sec-
ond place. On the contrary, he has created 
hard facts: a power station with wood pel-
lets heats the company. “This is 100 per cent 
green. Furthermore, our trailers are nev-
er empty on the long distances covered in 
Scandinavia.” This is unusual. Never emp-

ty? No, food is transported from the South 
into the north of Scandinavia. “Wood or 
steel is transported in the other direction”, 
confirms Eklund. 

The home markets of Finland, Sweden 
and Norway thankfully accept the special-
isation of Ekeri. “The more specialised the 
requests, the better for us”, knows Eklund. 
From 1 October, Finland will register lorries 
with a permissible gross weight of 76 tonnes; 
at present the threshold is 60 tonnes. For the 
chassis from Finland, this promises a lot of 
innovation potential.

KH-KIPPER is multi-talented: the Pol-
ish firm with its headquarters near 

the city of Kielce produces trailers, tippers 
semi-trailers, vehicle fitted loader cranes, 
and much more. It has production capaci-
ties of over 1,500 units in its factories. 

The trailer customer circle of KH-KIPPER 
is distributed mostly over a geographical 
area with a diameter of 3,000 km. Andrzej 
Kamionka puts the emphasis on stable busi-

ness areas, which allow for a wide market 
presence. “Our policy is: no seasonally de-
pendent product, no dependency on only 
a single market”. This approach also seems 
to be a lesson learnt from the economic and 
financial crisis. “We have used the time to 
improve our international organisation, 
win some new customers and markets and 
to develop new products and solutions”, lists 
the junior manager. 

Very important for him are also the war-
ranty periods of the products. “We do not 
produce the units, so they just fulfil their 
standard warranty time of two years”.  
Contracts are consciously closed over peri-
ods of three years. “It is the best recommen-
dation for us, if the customer can still sell 
the old vehicle for a good price so that it  
can be swapped for a new model of the 
KH-KIPPER brand”.   (tof)       

»Whenever we speak about sustainability and Ekeri 

trailer, the main argument for the sustainability is the 

flexibility of our trailers: They are never empty on the 

long distances covered in Scandinavia. I see this as a very 

green argument.«

 »Every dedicated manager has a lot of ideas. The  

deciding factor is to have the right people around you,  

in order to make most of the ideas work. Every year, we develop 

new solutions for North, West and Eastern Europe and for 

what we call the rest of the market. This calls for large 

input, but ultimately, it pays out monetarily, in satisfaction 

and in competitive advantages.«

Mikael Eklund, Managing Director, Ekeri

Andrzej Kamionka, Vice-President, 
KH-KIPPER Sp. z o. o.

Finland

Poland
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Technology

T o support its customers, Hireco, founded 15 years ago, contin-
ues to invest in new trailers, fitted with the latest technology. 

“We are always looking for technology that helps our custom-
ers to reduce their costs further”, says James Smith, Managing  
Director at Hireco. 

The strategy speaks for itself. According to the Managing Director, 
no other UK rental company has such a young fleet. This year a total 
of 600 new trailers have entered the fleet. And, there’s more to come! 
Smith says: “Our customers like using the newer vehicles. Why should 
they take an older model, if they can get a new one for the same price. 
With this strategy, we are among the strongest growing rental firms.” 
According to Smith, none of the Hireco vehicles are older than seven 
years. The ones that have already been running for between five and 
seven years are up for sale and are not in the rental fleet. In this way, 
with its 5,000 trailers, Hireco has secured itself a place among the five 
biggest rental companies in England. Managing Director Smith is also 
willing to increase the fleet to 8,000 vehicles within the next few years. 
Then, Hireco would be the third biggest commercial vehicle rental 
company, behind the big players of the sector, TIP and Ryder. 

A proportion of the growth comes from additional servic-
es involving the vehicles. This includes trailer telematics. Only 
recently, Hireco has fitted 150 new trailers with TControl, the 
telematics system by idem, a BPW subsidiary. Smith is enthusi-
astic about the system: “TControl is fantastic. It not only locates 
the vehicle, but at the same time it checks using EBS-data whether  
the permissible axle loads are exceeded.” The rental vehicle com-
pany focuses the basic telematics equipment on the location. 
Thus, the renters always have the opportunity of knowing where 
their vehicles are. This is connected to further services. Should 
the driver on his mobile receive an error message, he can look 
immediately to see where the next service workshop is located 
and can inform them. Additionally, the firm has other values 
for itself and the customers. 

 If detected, it is possible for the TControl unit to send 
warning messages via e-mail or SMS to the company’s f leet 
or transport team. Furthermore, the transport companies can 
also train their drivers, if they find that the data is too often be-
yond the threshold values. 

Fresh vehicles for the fleet
Hireco, the UK based commercial trailer rental company,  

wants to offer its customers the best technology.
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Technology

  Maintenance without delay

Moreover, the telematics system is an 
ideal solution, according to the Hireco 
Managing Director. On the one hand, for 
quick action within the company’s own 
administration and for vehicle mainte-
nance, while, on the other hand, it enables 
him to deliver a tool to his customers for 
the improvement of f leet management. 
“This solution matches our corporate phi-
losophy. We see ourselves as a modern ser-
vice provider, and our basis is vehicle hire”, 
emphasises Smith. 

Hireco has established appropriate 
f lexibility. This can be seen in the wide 
range of vehicles offered by the compa-
ny. Everything is available in the desired 
version, regardless of whether it is a re-
frigerated semi-trailer, container chassis, 
hard box trailer, curtain sider or dou-

ble-deck trailer. As the possible height of 
the semi-trailers in the UK could be up 
to 4.90 m, the double-deck semi-trailer is 
also very popular. Thus, Hireco now has 
about 250 of these vehicles in the f leet 
and a further 44 are on order. “All ‘dou-
ble-decks’ have a sloping roof top and a 
wedge-shaped front. This is one example 
of how we think about design as a means 
of lowering the operating costs to our cus-
tomers”, says Smith. 

The firm also adjusts the rental duration 
entirely according to the demands of the 
logistics companies. It begins with rental 
durations of up to one year and ends with 
hire purchase or leasing. “About half of our 
vehicles are on hire purchase. A further 30 
per cent are long-term rentals”, explains 
Smith. This leaves only 20 per cent, which 
are only rented out for a maximum of one 
year. The Managing Director sees this as 

clear indication that the crisis of the year 
2008 is over. Accordingly, the rental dura-
tions are now again between five and seven 
years on average. During this time, the cus-
tomer receives Hireco’s all-round service on 
request. “We already consult with the cus-
tomer when looking for the ideal vehicle; we 
select all the components with him, ensure 
a good price with a matching finance mod-
el, and cover with a European wide break-
down service”, says Smith. If you want your 
fleet managed by Hireco, you can also sell it 
to the rental firm and lease it back. 

Pioneer in terms of technology

A clear sign of just how innovative Hire-
co is can be seen with the rollout of the dig-
ital pen in the eight subsidiaries in England 
and Ireland. “Using this technology, we 
were able to speed up and simplify the reg-

idem

 The company idem GmbH develops 
telematics solutions for trailers. With 
TControl, the BPW Bergische Achsen KG 
subsidiary has developed a product range 
for a diverse range of requirements. TCon-
trol includes functions, such as location, in-
cluding speed and mileage. It also includes 
movement sensors. Depending on the 
product, further functions, such as door ac-
tivity, coupling sensor, EBS data, diagnosis 
interface or interface to the cockpit system 
can be added. With the name “TControl 
Cool”, it is immediately obvious that this 
telematics solution is designed for refrig-
erated vehicles. The previously mentioned 
features are supplemented by a tank sen-
sor, internal and cooling aggregate battery 
and cooling on/off alarms. Additionally, an 
interface for the cooling aggregate or the 
temperature logger is available for these 
solutions. Easily understood software 

provides an attractive representation of 
the fleet on the computer, using which, any 
alarm can be defined. The company idem 
GmbH, based in Munich, has already been 

on the market since 2004. The company 
places great value on having developed a 
telematics solution that is compatible with 
every vehicle and every cooling aggregate.
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istration and deregistration process consid-
erably. Furthermore, we have also improved 
our service procedure, which is also an ad-
vantage for our customers”, explains Smith.

Now this also includes trailer telemat-
ics. Equipping 150 vehicles with TControl 
by idem is just the start for Hireco. “We 
keep many more options open for our 
customers”, says Smith. A useful function 
is the tyre pressure control. A 20 per cent 
drop in pressure already increases the fuel 
consumption by two per cent. To enable 
the driver to react quickly, sensors con-
stantly check the tyre pressure and tem-
perature. If this deviates from the optimal 
value, driver and headquarters receive a 
warning message. The driver then can 
stop at the next petrol station and correct 
the tyre pressure. 

Hireco’s customers also have the op-
portunity to book further functions. 

TControl Cool is especially interesting for 
temperature-controlled goods. There is a 
wide range of sensors that can be useful 
for the daily business of logistics compa-
nies and even help with the implementa-
tion of legal requirements. The sensors can 
check the temperature at different locations 
within the vehicle, relay door contacts and 
report the status of the coupling. A direct 
wire to the cooling aggregate is also possi-
ble. In this way, the temperature data can 
be continuously monitored, and recorded 
and transmitted remotely. If the predefined 
temperature thresholds are surpassed, the 
telematics system automatically sends an 
alarm message by SMS, e-mail or as a push 
message if required. 

However, the new services of the com-
mercial vehicle rental company Hireco do 
not end there. The telematics application 
can also precisely determine when and for 

how long the customer uses a specific 
trailer. Managing Director Smith can en-
visage developing new payment models, 
such as pay-as-you-hire. Then, the cus-
tomer would only pay if he really uses the 
vehicle. An additional idea is to use 
TControl to optimise further the service 
appointments of the vehicles. The telem-
atics solution records all the important 
data and thus, is able to inform the cus-
tomer and rental company about the next 
scheduled service appointment in good 
time. At present, the firm already services 
all rented trailers every six to twelve 
weeks. This is self-evident for Smith, as 
“no customer would return, if the vehicle 
breaks down because of lack of servicing”. 
However, this is quite unlikely with such 
a young f leet.   (rj)            

Find out more about the topic TControl under  
www.idem-gmbh.comP
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Technology

»We are always looking for technology that helps  
our customers to reduce their costs further.«

James Smith, Managing Director at Hireco
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Interview

»Transport 3.0«
Whether manufacturing industry or trade: logistics is one of the central tasks  
with direct effects on the efficiency and with it, the economic viability of companies.  
Michael Pfeiffer talks about innovations to make transports more economical throughout.

Gain more mobility: The trailer learns to communicate through sensor monitoring of the wear and tear components.  
Trailer based telematics solutions enable advance servicing planning.

trailer world: Mr. Pfeiffer, you are starting a two-pronged offensive: 
as a system partner, you move closer towards your customers on 
the side of the manufacturer, and as an international mobility part-
ner, you support the transport companies during their loading and 
transport processes. What thoughts are behind this two-fold strategy?
Michael Pfeiffer: The market changes – products are becoming in-
creasingly comparable nowadays. Technology is moving towards a 
point, where there are very few unique characteristics left to be pre-
sented. As a company, we have to develop further and work on inno-
vative ideas that underline our position as market leader. Thus, we 
are redefining mobility.

What does the catchphrase mobility mean to you?
For us, mobility means making loading and transport processes more 
transparent. This way, we create the prerequisites for designing safer 

Innovative offers as the partner of manufacturers and transport 
companies: Michael Pfeiffer, Managing Partner of BPW focuses on 
new service components.
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Gain more mobility: The trailer learns to communicate through sensor monitoring of the wear and tear components.  
Trailer based telematics solutions enable advance servicing planning.

P
ho

to
s:

 B
P

W

Keeping truck and trailer rolling:  
the European BPW partner network

 More than 3,200 European service partners keep transports rolling  in all regions 
of our continent. The BPW partner organisation Europe Net, a subsidiary company of 
ADAC TruckService, offers use of a further 4,500 service points. In 39 countries,  
Europe Net offers the hauliers a free 24-hour breakdown hotline that supports  
the caller in his own language. Part of the BPW network is also the Trailerline Group, 
which offers services and spare parts for trucks, trailers and buses at  
60 European sites. Info: www.trailerline.eu

and more economical processes. Our aim is to 
set a new benchmark for the transport indus-
try in Europe, and to be first point of contact 
for mobility and service reliability.

What does that mean for your customers?
Our promise as an international mobility 
partner is to make it possible for the haulier 
to optimise his loading and transport pro-
cesses by making them transparent. This is 
performed with “speaking” and innovative 
technical components and through the high 
utilisation of our trailer electronics. With 
this combination, we warrant the mobility 
that our customers require to be successful.

And what role do electronics play here?
With our telematics solution TControl, we 
provide the vehicle user with the information 
that he requires for his specific application. 
The telematics also provide an optimal con-
nection to our worldwide service network. 
For example, whilst on the road, it is noticed 
that a brake lining will require replacing soon. 
The telematics can inform a workshop close 
by and ensure that the required spare part 
with the correct part number is present in the 
workshop. With our international network 
and the large assortment of readily available 
genuine spare parts, we ensure the periods of 
non-operation are short.

And is that only the case for trailers? Does 
mobility not also imply workshop services for 
trucks?
Of course. With the Trailerline Group, we 

have an organisation that operates 60 sites 
throughout Europe. With our 3,200 service 
points in the BPW network and partners 
such as Europe Net, we are also independ-
ent of brands.

Let’s look at the second new phrase in 
the BPW world, the system partnership. 
What is the drive behind this idea?
Here, it is also important to act more 
and more economically. There is a huge 
amount of gain for the vehicle manufac-
turer, if the suppliers are tied into the de-
velopment phase early on. In this way, the 
processes can be optimised during pro-
duction. To be able to realise these syn-
ergistic effects, on one hand, we deliver 
the suspension and system components 
that define the vehicle deployment range; 
on the other hand, we deliver the highest 
possible level of efficiency with our spe-
cial engineering services, individual con-
sultation for the vehicle design and tai-
lor-made logistics.

How far does your cooperation with the 
vehicle manufacturers go? 
As a system partner, we offer the vehi-
cle manufacturer holistic, modular and  
adjusted sub systems, single components 
and services, which offer added value and 
gain for the customer. We can therefore 
envisage adjusting or further developing 
BPW components in collaboration with 
the manufacturers.
Telematics is a relatively new area for 

BPW. There are many providers and in 
this respect, the vehicle manufacturers 
and the vehicle hire companies also try to 
stand out. 
There is a technical backlog in the trailer 
industry. Whilst the truck industry near-
ly always utilises telematics solutions for 
effective use of the tractor units, the trail-
ers fall behind this technology standard. 
We would like to purposefully use mod-
ern sensors to establish “communication” 
with the wear and tear prone components 
of the trailer, and additionally offer fur-
ther solutions for optimisation of the 
logistics processes. The starting point for 
this is the suspension, the key trailer com-
ponent. However, we also include other 
BPW products, such as the HESTAL lock-
ing technology or ER-MAX lighting sys-
tems.

Surely you not only need sensor connected 
assemblies to communicate with the wear 
parts about their degree of wear, but also 
an IT solution that networks you with the 
customers?
The cornerstone for networking intelligence 
within the system was laid by our subsidiary 
undertaking idem GmbH and trailer telem-
atics. Using a manufacturer-independent 
web platform, we also have apps available 
for searching for workshops and parts  
suppliers. (3F)             

Further information is available at:   
www.bpw.de/de/unternehmen/
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From vine to wine
It is a long and elaborate road from the grape on the vine to the end con-
sumer. A basic prerequisite for a high quality of the wine is painstakingly 

careful handling during growth, harvest and transport.
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T he wine grower’s year is strictly organ-
ised, particularly if he wants the best 

possible wine for the bottle. It begins be-
tween December and February, when the 
correct pruning of the vines decides what 
energy goes into the vine and what quali-
ty the wine will be one year later. Follow-
ing this, the ground needs to be worked, to 
create the adequate nutritional basis for the 
vines, followed by the correct tying of the 
vines to the cross-wiring. 

In April, the crop-spraying period be-
gins, during which the wine grower protects 
the vineyards against diseases and bacteria. 
After the end of work on the foliage and the 
ground, the vines receive a rest period of 20 
to 30 days, so that no bacteria are released 
from the soil. If the sun shines nicely during 

this period of time, the quality of the wine 
also improves considerably.

Zickler grape transporter  
with BPW axle and BPW  
drawbar installation

The start of September is the right time 
for the grape harvest, but the exact point of 
time depends on the weather. In the Pfalz in 
2013, there is a delay of about two to three 
weeks due to the cold and wet weather in 
early summer. “We use a grape harvester 
for the grape harvest, which is mechanised 
to remove the grapes gently from the vine”, 
says Achim Pfirrmann, owner of the vine-
yard Pau in Hochstadt/Pfalz. “Harvest-

ing the grapes by hand would also yield a 
top quality wine, but is rarely manageable 
in the larger vineyards, simply due to the 
amounts that have to be handled.”

The transport of the harvested grapes 
is carried out at Pau using the stainless 
steel grape transporter “Zickler System 
Rauch” by Zickler A-M-Produkt GmbH, 
which is based in neighbouring Böchin-
gen. The axle and drawbar installation 
originate from BPW, already a reliable 
partner of the vehicle producer for many 
years. “In close cooperation with the ag-
ricultural machine producer Fendt, we 
offer numerous special vehicles and ma-
chines specifically for wine production”, 
explains Martin Zickler, General Manag-
er of the Zickler A-M-Produkt GmbH. P
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Achim Pfirrmann (Managing Director of Pau 
the small vintner, left) and Martin Zickler 
(Head of Zickler A-M-Produkt GmbH).

The vineyard Pau in the Southern Pfalz relies 
on special transporters by Zickler.
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“We mainly use the various BPW overrun 
hitches and braked axles for our grape 
transporters.” Furthermore, Zickler im-
ports transport trailers and 3-way tippers 
from Italy - in Böchingen these are then 
also equipped with overrun hitches and 
braked axles by BPW. 

In the grape transporter type TE with 
excentric screw pump, the so-called feed 
screw and the pump and its rotor are ide-
ally adjusted to each other. For customers 
such as Pau, this guarantees particularly 
gentle handling of the harvested material. 
The grape transporter is characterised by 
special equipment, easy handling and high 
operating safety. 

Gentle feeding of the grapes, due to op-
timal adjustment of the individual compo-
nents, is of fundamental importance for the 
quality of the wine later”, says winegrower 
Pfirrmann. “This high standard of quality is 

absolutely guaranteed by the Zickler grape 
transporter, through the use of high quality 
materials and components. The high quali-
ty and stability of the BPW axle and draw-
bar installation are also part of this.” 

Protection against  
viruses and bacteria

The harvested grapes are very deli-
cate in terms of oxidation and bacterial 
contamination. Therefore, they should 
be transported for further processing in 
the vineyard as gently and as quickly as 
possible. Greatest care must also be tak-
en when unloading the grapes from the 
Zickler grape transporter. 

“When using the direct screw dis-
charge of the grape transporter type TM, 
the grapes ’simply‘ drop out of the grape 

transporter at the end of the feed screw”, 
Axel Dämmer, Project Manager at the 
Zickler A-M-Produkt GmbH explains. 
“For the wine grower, this means that the 
further processing of the grapes must ei-
ther take place below the unloading area, 
or that the grapes must be transported 
upwards with a further machine, such as 
a conveyor belt, to fill, for example, the 
press”. With grape transporters of the 
type TE, such as those used at Pau, the 
wine grower can connect a pressure hose 
and in this way transport the grapes di-
rectly and over large distances or height 
differences for further processing (press, 
destemmer, tank, etc.).

“During gentle transport, one of the 
aims is to keep the mechanical stress on the 
grapes as low as possible”, says Dämmer. 
“For this, the speed of the screw plays a ma-
jor role”. This can be influenced by the vint-



  Issue Two 2013 29

Report

ner through the capacity selection of the 
excentric screw pump, its revolutions per 
minute and the hose diameter. The trans-
port distance should also be kept as short 
as possible.

Customer delivery multiple 
times per year

After unloading from the grape trans-
porter, the gentle handling of the grapes 
continues. “We do this by pressing the 
entire grape in a so-called pneumatic 
press, whereby the grapes are pneumati-
cally pressed against a cloth”, explains the 
vintner Achim Pfirrmann. “Using this 
procedure, we avoid bitter constituents 
entering the juice and make it possible to 
separate from the grapes any foreign bod-
ies from the vineyard.” When settling has 

finished, and with it all suspended and 
solid particles are removed, only the clear 
juice is left for fermentation.

During the eight to fourteen days of 
the fermentation, Pfirrmann holds the 
temperature constantly between 17 and 
18 degrees Celsius, to keep the aroma 
substances in the wine as far as possible 
intact. This very gentle fermentation pro-
cess is quite decisive for the fruit and the 
character of the wine. After sulphuris-
ing the wines and eliminating the yeast, 
the wine is ready for the so-called fining, 
where the wine is treated in such a way that 
it fulfils the legal requirements regarding 
the contents. The independent laboratory 
Emmel in Roschbach near Landau checks 
the wine and gives recommendation for 
further treatment. After a further eight 
days, the wine is clear and clean and re-
quires a certain time to mature, before it 

is filtered for the last time and then bot-
tled. Depending on the type of ageing, the 
wine will then mature for some months 
in barrique barrels for a fuller taste or it is 
available for sale straight away. 

Three to four times a year, the vintner 
Pfirrmann still makes deliveries to his cus-
tomers himself. His tours lead him through 
Germany and Europe, and he even has 
some customers in Thailand. “Otherwise, 
our online shop is available round the  
clock for orders and in the meantime has 
become very popular”, says Pfirrmann. “We 
also offer completely personalised labels for 
weddings or corporate events, and are al-
ways willing to orient ourselves closely 
towards customer requirements”. Howev-
er, the be-all and end-all is the quality of 
the wine.   (tw)                   

For more information: www.chateau-pau.de and 
www.zickler-gmbh.deP
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Zickler A-M-Produkt GmbH

 The Zickler A-M-Produkt GmbH, with 
headquarters in Böchingen near Landau, 
has been offering product and service 
solutions for customers in the wine and 
fruit growing business for several dec-
ades. The brand name “Zickler System 
Rauch” was created in 1996, when the 
firm Rauch handed over their vineyard 
programme to Zickler.  

Since then, grape transporters, mash 
pumps and destemmers are produced at 
Zickler. The company Rauch is a leading 
producer in the area of machines for 
fertilising and municipal services ma-
chinery. In the course of the long-term 
collaboration and partnership, today 
Rauch produces the main components for 
the Zickler destemmers.

Not only when harvesting, but also during 
transport, it is essential that the grapes 
are handled particularly gently. The reason 
for this is that only if the harvest can be 
processed further with as little damage as 
possible, will the process yield a wine with a 
respective high quality.
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All aboard!
Relaxation, entertainment and pleasure at the highest  
level:  That is what cruise organisers promise their 
guests. To allow for unlimited indulgence, the storage 
rooms must always be well filled.

M alta – Barcelona – Monte Carlo in 14 days:  
a well thought-through logistics system is be-

hind cruise ships such as the MS Europa 2, which 
does summer cruises through the Mediterranean. 
Approximately 500 passengers aboard are offered 
Mediterranean, French and Italian cuisine and 
cocktails, and so on, in the eight restaurants and 
six bars on board. A well thought-through provi-
sion plan ensures that all the ingredients for this are 
available. It is based on experience values and is cre-
ated for the entire year in advance.

Once per week, the giant of the ocean is filled 
with fresh fish, fruit and vegetables, once a month 
a “full service” takes place with all other food stuffs, 
such as rice through to champagne - and other con-
sumer goods such as toilet paper. The challenge is 
the limited space on board: there is only a little space 
for storage and cooling. Further loading is regular-
ly only possible in larger harbours and there the lay 
days and the number of available helpers must also 
be taken into account in the planning. Most of the 
time, the suppliers reach the harbour over land by 
truck, sometimes though by aeroplane. 

All of this happens in the background; the passen-
gers hardly notice. And that’s right: they should be able 
to enjoy the journey without disturbance. (jg)   

Functioning  
logistics supply chain
The individual consumption on 
the ship is monitored by a ma-
terials management system. 
Local ‘ship chandlers’ in the 
harbour help out if there are 
shortcomings.

HIC aboard
The Hotel Inventory 
Controller (HIC) on 
board manages the pro-
vision area and books 
all consumption 
and provi-
sions.

Inventory
The HIC is also  
regularly used for  
inventories - in this 
way, the system  
delivers a realistic 
overview of 
the stock.

Orders
Furthermore, the 
HIC puts all required 
orders for the 
planned provisions 
into the system.

Logistics personnel
The logistician on  
land triggers the neces-
sary individual orders with 
the suppliers and sets a 
time limit. 

Fresh goods

Fresh goods

10.8.2013 Monte Carlo

8.8.2013 Barcelona
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Annual consumption luxury goods MS Europa 2

Champagne 23,907.66 bottles

Filleted beef 11,133.13 kg

Filleted veal 5,877.38 kg

Spiny lobster tails 933.76 kg

King crab meat 1,907.31 kg

Caviar 523.83 kg

Champagne and laundry starch
Nearly 75 bottles of champagne and 1.5 kilogram of  
caviar per day are consumed by the cruise passengers.  
But also flour, sugar and mineral water have to be taken 
on board in large amounts.

Delivery company
All ordered items arrive 
at the delivery company.  
He loads and transports 
them to the ship.

Loading
The last step of this finely tuned logistics 
chain: the goods are loaded onto the ship 
and stored - in time and in keeping with the 
cooling chains.

Full service

Foods, drinks and consumables

Fresh goods

23.7.2013 Civitaveccia

27.7. 2013 Malta

Annual requirements consumables MS Europa 2

Sugar 11,470.55 kg

Flour 37,530.35 kg

Mineral Water 397,675.85 bottles

Toilet Paper 64,199.20 rolls

Laundry starch 2 210.00 kg

Laundry starch
6.14

kg per day

Filleted beef
30.93
kg per day

Champagne
74.13

bottles per day
King crab meat

5.30
kg per day

Filleted veal
16.33
kg per day

Caviar
1.46

kg per day

Flour
104.25
kg per day

Sugar
31.86
kg per day

Toilet paper
178.33
rolls per day

Mineral water
1,104.66
bottles per day

Spiny lobster tails
2.59

kg per day
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H ubertus Kobernuss proudly says: “My father was always up 
for an experiment”. The opportunity arose when a choco-

late producer in Hanover built a silo and requested that the sugar 
from the factory in Uelzen was delivered not in sacks, but with-
out packaging from that point onwards. “Three firms in Uelzen 
and its vicinity at that point in time did not dare to invest in this 

technology. Father said: Yo, I’ll do it. He took the risk and then 
started transporting sugar”. 

The brothers Jürgen and Horst Kobernuss actually moved to 
Uelzen after the war, to get back into farming. They were looking 
for a farm and wanted to marry, relates Hubertus Kobernuss, who 
has been leading the firm for the last 20 years. But the proud farm-

Entrepreneurship also means to spot 
chances and take a risk. In 1960, Jürgen 
Kobernuss did not hesitate for long and 
ordered his first silo wagon, a decision 
that shapes the Uelzen firm Kobernuss 
Spedition & Logistik to this day.

Dedicated with a passion
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ers of the area told them quite clearly what 
they expected from their successors or future 
husbands of their daughters and that was not 
on the cards for the self-conscious brothers. 
Instead, in 1948, they started to bring region-
al products - at first mainly eggs, poultry and 
potatoes - to where they were required, for in-
stance the market in Hamburg. 

Driving sugar was the breakthrough, as 
many of the confectionery firms in the area 
found that this type of transport was a lot 
cheaper and easier. “Quickly, a second, third 
and fourth lorry was bought and this was how 
father came into the food industry”.

The regional basis of the business      
When Hubertus Kobernuss came into the 
business after finishing secondary school 
education and apprenticeship, the f leet 
consisted of eleven vehicles - seven silo 
wagons and four curtain siders. Now the 
f leet comprises more than 50 silo wagons 
and also 50 refrigerated vehicles / curtain 
siders, which are used mainly for trans-
porting foodstuffs. Hubertus Kobernuss 
stresses that the basis of the firm is the 
regional business, hardly surprising con-
sidering the neighbourhood. A stone’s 
throw away is the sugar factory Uelzen 
and also Germany’s biggest potato deal-
er, Heilmann AG. The headquarters of 

Germany’s second largest marzipan man-
ufacturer are in Lüneburg; in the greater 
area of Hanover are several chocolate pro-
ducers and the mills situated close to the 
motorway A2 produce about half a mil-
lion tons of f lour every year. 
Apart from this, the region of Uelzen has 
also developed into a showcase for eco-
logical farming, explains Kobernuss. Be-
sides the loose goods like sugar, salt and 
f lour, his f leet also transports meat, fish, 
potatoes, chocolate and deep-frozen food  
in refrigerated vehicles - a business which 
developed itself from order to order,  
not only in the region but also in Western 
Europe. 

Quality instead of quantity   A great 
challenge is to keep in step with custom-
er growth and meet the ever-changing 
demands. In order to be able to trans-
port the increasing amounts of sugar 
at the requested speed, he has formed a 
group with three colleagues. The im-
provements in product quality resulted in 
some goods being transported in a purer 
state than they would be in naturally. The 
semi-trailers used must be equipped ac-
cordingly. Requirements evolved from the 
demands of the customers’ quality man-
agement and the certifications, which, if 

technically possible, are realised by the 
manufacturers. Now the point is not only 
to transport a pallet from A to B by put-
ting it on a lorry: “We need the heads that 
can create logistic chains and develop ide-
as on how we can transport the increas-
ingly delicate goods safely to the destina-
tion. And that under the watchful eye of 
our customers as they want to follow the 
trail of their products ‘live’.

Keeping it in the family     One thing 
that fills Hubertus Kobernuss with glee 
is that his children are interested in the 
business: “I am so lucky that two mem-
bers of the family will enter into the busi-
ness”. The oldest of the three daughters, 
Astrid Kobernuss, is already working in 
the firm, the youngest will enter into the 
business after finishing her studies of 
logistics in Autumn 2014. Kobernuss re-
marks that all three have a much better 
training than he had at the time when he 
entered the firm. 
His father gave him the choice between 
farming and delivery at the age of 16. When 
he decided on delivery, it meant that the 
summer holidays were a thing of the past: 
when other children went on holiday, he 
spent the time at his father’s side in the 
business. P
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»We need the heads that can create  
logistic chains and develop ideas on how 

we can transport the increasingly delicate 
goods safely to the destination.«

Hubertus Kobernuss

Dedicated with a passion
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Earnings and commitment When you 
ask Hubertus Kobernuss what he aims for, 
his first aim is securing the earnings. He 
requires the earnings to cover future wage 
developments, as drivers are qualified em-
ployees and one of the biggest problems of 
the area is the lack of professional person-
nel. “I have the biggest influence on the em-

ployment market myself: If I do not keep 
my company and my positions attractive, 
my personnel wanders off”. 

He knows, however, that it will be diffi-
cult to make the producing industry and 
trade accept price increases. This is not the 
only reason that Hubertus Kobernuss pas-
sionately asks his colleagues to take part in 

the professional organisations. To ensure 
that the logistics firms are not always ne-
glected in politics, the entrepreneurs and their 
colleagues have to voice themselves and do 
justice to their social responsibility. Only in 
this way are changes possible. (jws)        
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For more information about Kobernuss Spedition & 
Logistik, see www.kobernuss.de

In terms of storage logistics, Hubertus 
Kobernuss offers his customers  

20,000 m3 of warehouse surface with 
air-conditioned high rack storage, 

block storage areas and a positive tem-
perature cooling cell (2° to 6° C).

ka

Kobernuss Spedition & Logistik

 Kobernuss Spedition & Logistik is specialised in the high quality transport and 
storage of foodstuffs and is regional market leader in this area today.  
Granulated and powdered foodstuffs are transported in more than 50 silo wagons 
and the fleet also has more than 50 of its own refrigerated vehicles / curtain 
siders for the transport of deep-frozen products, temperature-sensitive products 
and dry goods.  
Furthermore, the company can feed consolidated cargo into a regionwide net-
work in Germany and Europe, and offers many different services in the area of 
storage logistics. Kobernuss Spedition & Logistik is certified according to ISO 
9001, GMP, IFS Logistics and Green Logistics (in conformity to ISO 14001).
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Special axles and special suspension
The road to the target can be rocky: commercial vehicles often have to 
master the most difficult circumstances. No matter whether critical  
surfaces, large distances or impassable terrain, BPW offers the right 
suspension for every special vehicle.
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Always up to date
There is a lot to report in the transport and logistics industry - exciting news, analyses and 
prognoses. How often would you like to receive our newsletter to keep you up to date with current 
information and news? 

I would like the newsletter...  
 
■ every other week   ■ monthly ■ bi-monthly              

Company:

First name and last name:

Position:

Address, postcode, place and country:

E-mail:

As a thank-you, we will draw three winning entrants, and each will receive a BPW surprise pack. 

Please post this coupon to BPW Bergische Achsen KG, PO Box 1280, D-51656 Wiehl, or fax it to  
+49 2262 78-4909, or fill it in online at www.trailerworld.de before 31 January 2014 at the latest.

The winner of the July prize draw  was Martin Böckelmann from Brühl. The result of the survey is:  
12 per cent inform themselves via newsletters about industry news in logistics, 28 per cent through 
reading professional magazines, 56 per cent read news and facts on websites and 4 per cent use other 
means of information.


