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Throughout this book, we attempted to use correct historical names for
Schenker-related companies. However, at other times, only the name
“Schenker” was used to improve readability.
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50 years in Japan
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50 years in Japan

I often refer to Schenker-Seino
Co., Ltd. as a young company
with a long history.

Only recently, in 2012, we celebrated the 10th
anniversary of our young joint venture. In 2014,
we mark 50 years of DB Schenker in Japan.

Our company is unique in another regard,
because it combines a European influence (from
DB Schenker) with a Japanese mentality (from
Seino) and an American spirit (from BAX Global®).

Inlooking back on 50 years of not only surviving,
but also prospering in a very demanding Japanese
market, we can see how the anniversary defines a
great accomplishment in our history. All staff and
managers of DB Schenker in Japan, present and
past, deserve our sincere gratitude and heartfelt
appreciation for their role in the development
of the company, which extends beyond just the
names mentioned in this anniversary book.

Adding to our celebration is the recent earning
of an Authorized Economic Operator license —the
first foreign forwarding company ever to do
so—by the Japan Customs Authority in our
anniversary year. We are very proud of this latest
achieverment during our five decades in Japan,
and regard it as another major milestone along
the path of playing a major role in the logistics
industry here.

Many readers of this anniversary book will
be our customers, partners and colleagues,
with firsthand interest in our history and in the
stories of the people who experienced and have
influenced our journey so far. Let me take this
opportunity to thank you all for your business,
cooperation and loyalty.

It is my hope that even readers who do not have
a direct affiliation with DB Schenker will find our
history in Japan to be a fascinating story and will
get a taste of our company’s uniqueness in the
following pages.

The first 50 years are behind us, but our journey
has just begun.

*BAX Global Japan merged into Schenker-Seino in Jan. 2007
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I'would like to offer my sincere
congratulations to DB Schenker
on 50 years doing business in
Japan.

Half a century ago, Japan was in the middle of its
rapid economic recovery after being defeated in the
Second World War. It was racing up the economic
ladder of nations to become the world’s second-
largest economy. Meanwhile, Seino Transportation
was in the process of building the strong network it
would use to conquer the domestic market.

Ifeel that Schenker’s quick recognition of Japan’s
rapid economic growth and the establishment of
its delegation office in Japan have added great value
to the Japanese economy. Also,  have great respect
for the company’s tireless and pioneering efforts
to overcome various obstacles like the obstructive
business regulations during that time.

The Seino Group first encountered Schenker at
the end of the 20th century, a time when large
transport companies were reorganizing their
business on a global scale. To keep pace with the
times, our company was looking to cooperate
with a large foreign transport firm. Thanks to
our business alliance with Schenker, we could
establish a network enabling us to offer logistics
and forwarding services anywhere in the world
and to enter fully into the third-party logistics
business. The joint venture was an important first
step toward the development of a comprehensive
range of logistics services, including warehousing
and order management, IT systems, and national as
well as international transport.

Looking to the future, we can expect the dizzying
speed of globalization to accelerate further. In
response, we will make effective use of both, DB
Schenker’s global logistics network and our own
transport system in Japan.

This 50th anniversary is a milestone in the
history of Schenker’s Japan business. I congratulate
you and offer my sincere wishes that both our
companies will continue to grow and prosper
together.
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50 years In Japan
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t was a modest beginning when Schenker

arrived in Japan in 1964. Now, reflecting on

five decades of growth and expansion since,
the company celebrates not only the successful
merging of businesses, but also the synthesis of
cultures (European, American and Japanese).

The stories in this book, told by management,
staff and clients, describe Schenker’s journey in
Japan and offer perspectives on —and insights
into—the past, present and future of the
company.

For half a century, Schenker has successfully
met various challenges head-on brought on
by industry and market conditions. Always in
the front line: the company’s employees. Their
stories cover on-the-job commitment and
beyond-the-call-of-duty initiatives. They are a
vibrant reminder of how life experiences make
the best storytellers. Together they thrived
through the good times, struggled through the
bad and came out stronger in the end.

In interviews, clients and partners convey
the intangibles that shape the trust they place
in Schenker. Their recollections capture the
essence of what the company stands for and
what made for successful partnerships that
have lasted over the years.
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50 years in Japan

@ Schenker related events @ Other significant events

1872
e Schenker & Co. founded in Vienna by Gottfried Schenker,
Moritz Karpeles and Moritz Hirsch.

1873
e In 1873, Gottfried Schenker organizes the first consolidated
freight car, from Paris to Vienna.

1879
e Schenker & Co. enters the shipping business.
e Electricity first used to power a railway train.

1885
e Karl Benz builds the first vehicle with an internal
combustion engine.

1890
e Schenker & Co. establishes a travel agency.

1900
e Schenker & Co. wins high praise for handling all transportation
for Paris World Exhibition.

November 26, 1901

e Gottfried Schenker passes away at the age of 59. Dr. August
Schenker-Angerer, adoptive son of Gottfried Schenker, becomes
managing director of Schenker & Co.

e Schenker & Co. has 33 branch offices in 13 countries.

1903
e Flight of Orville and Wilbur Wright.

1909

e Schenker & Co. agrees to take over bitter rival
Internationale Transport-Gesellschaft AG (ITGAG), ending a
period of ruinous rate wars.

1910

e In cooperation with national railway authorities,
Schenker & Co. begins rationalization and centralization of
freight distribution operations around Vienna.

e First ocean-going ship driven by diesel engine.

1914

e Upon the passing of Dr. August Schenker-Angerer,

Emil Karpeles-Schenker becomes sole managing director of
Schenker & Co.

1914-1918
e World War L.

1919

e Map of Europe redrawn. Schenker & Co. reorganizes in Vienna,
ahead of demand, for the reconstruction of Europe. It has 18
business establishments in Germany.
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July 2, 1919

e Marcell Moritz Holzer takes over as head of Schenker & Co.,
establishing the new headquarters of the Schenker organization
in Berlin.

1922
e Partners seriously consider changing to joint stock corporation
so as to be able to operate as a single entity.

1923

e Schenker & Co. has 126 business establishments in Germany.
e At Holzer's initiative, a Schenker & Co.-led consortium, leases
Berlin port, Germany’s third-largest inland port.

e Inflation wreaks havoc in Germany, and on Schenker & Co.

1924

e Financial difficulties for Schenker & Co.

e Ongoing contest between Berlin and Vienna groups for
influence over Schenker operations in North America, the UK and
elsewhere in Europe.

e Schenker & Co. dominates air-parcel business in Germany.

e First dismissals announced, beginning years of business
contraction.

1925

e Agreement between Schenker & Co. and Deutsche Reichsbahn,
with loan of 15 million marks from Verkehrskreditbank.

e Road transport steadily increases its challenge to rail haulage.

1926

e Schenker & Co. enters agreement with Austrian Post Office to
launch Schenker’s European Parcel Service.

e German government establishes Deutsche Lufthansa.

October 29, 1929
e Black Tuesday stock market crash on Wall Street heralds the
Great Depression.

1930

e Schenker group business performance reported to be stagnant
e Schenker & Co. has shrunk to 78 business establishments in
Germany.

e Founding of Seino Transportation Co,, Ltd.

February 1931

e The “Schenker Agreement”: Schenker & Co. converted to

stock corporation upon acquisition by Deutsche Reichsbahn
Gesellschaft. Marcell Moritz Holzer is named managing director.
e The company announces that the introduction of air-filled tires
has increased the amount a horse can pull to 3.5 metric tons.

December 6, 1931

o After widespread anger at “monopolistic” aspects of the
Schenker Agreement, a revised agreement is approved by
Germany’s ministry of transportation.

1933

e Deutsche Reichsbahn’s losses related to Schenker operations,
and restructuring amounts to 10 million marks.

e Nazi party comes to power. Marcell Moritz Holzer immigrates
to the United States after being falsely accused of bribery in
relation to the Berlin port deal 10 years earlier.

1935
e First flight of the DC-3.
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50 years in Japan

March 1938
e Annexation of Austria by Germany marks the beginning of
severe government intervention in business in Austria.

1939-1945
e World War IL.

1945
e Operational branch offices are concerned mainly with the
distribution of CARE packages.

May 1, 1946
e International Railway Freight Agreement allows railway freight
to cross borders once again in Europe.

May 14-16, 1946

e Schenker’s first postwar General Manager Meeting held in
Bielefeld, in the British-occupied zone. Attendees are reminded to
bring food stamps.

December 17, 1947
e Schenker becomes an IATA agent.

1948-1951

e Marshall Plan, currency reform and new constitutional law
set the foundation for the West German “Wirtschaftswunder”
(economic miracle).

June 21, 1948

e Equity share capital of Schenker & Co. GmbH set at 2.1
million West German marks, under ownership of the German
Bundesbahn.

1952
e Schenker begins air freight consolidation.

1953
e New York branch is reactivated, with five employees.

1957
e Founding of European Common Market.

1959
e Schenker becomes the first forwarding company in Europe to
introduce a central data processing system, using punch cards.

1960s
e Systematic reconstruction of Schenker & Co.

1964

e Schenker Delegation Office established in Japan at
Nippon Express.

e First Shinkansen line opens.

October 10, 1964
e Tokyo hosts 1964 Summer Olympics, the first time the Games
are held in Asia.

1968
e Fast-growing Japan surpasses West Germany as the world’s
second-largest economy.

1969
e First flight of the Boeing 747.

1970
e Seino Transportation begins international business operations.
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1971

e Four Power Agreement on Berlin.

e Schenker & Co. significantly expands its electronic
data processing.

1972
e Seino Transportation Group listed on Tokyo Stock Exchange.
e Munich hosts the 1972 Summer Olympics.

1973
e Business downturn related to currency crisis and oil shock.

1974
e Japanese prime minister Eisaku Sato is the first Asian to receive
the Nobel Peace Prize.

November 26, 1978

e Joint venture agreement signed between

Transkontinent Holding AG, wholly owned subsidiary of
Schenker & Co., GmbH and Japan Sea Air System, Inc. (JSAS), to
establish Japan Schenker Co., Ltd.

February 1,1979

e Official establishment of Japan Schenker Co., Ltd., with Keiichi
Yoshida as president and Klaus Knappik as vice-president. The
company has 27 employees.

1980
e Schenker & Co. begins development of comprehensive
logistics packages.

April 10,1981
e Arno S. Andratschke becomes vice-president of Japan Schenker.

1982
e Schenker & Co. intensifies the development of
logistics solutions.

March 31, 1982
e Japan Schenker receives the sea freight license (NVOCC).

November 1983
® JSAS transfers most of its 50% holding in Japan Schenker to
Mitsui Air & Sea Service Co,, Ltd. (transfer completed in 1989).

1984
e Japan Schenker has 68 employees.

July 31,1984
e Japan Schenker obtains the IATA license.

January 1, 1985
e Klaus Glaser becomes vice-president of Japan Schenker.

May 1, 1985
e Masanari Imura becomes president of Japan Schenker.

1988
e Barcode system in use at all Schenker branches in Germany.

August 4, 1989
e Partial privatization. Stinnes AG acquires a 22.5% stake in
Schenker & Co.

November 9, 1989
e East German government announces permission for all citizens
to visit West Germany, triggering the fall of the Berlin Wall.
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50 years in Japan

December 29, 1989

e The Tokyo Stock Market’s Nikkei 225 index hits a peak of
38,916. The Bank of Japan has begun increasing interest rates,
and soon Japan's asset bubble bursts.

August 31, 1990
e East and West Germany sign reunification treaty.

October 3, 1990
e Reunification of East and West Germany.

1991
e Schenker becomes a subsidiary of Stinnes AG.

1992

e Germany signs the Maastricht Treaty, leading to the
creation of the European Union.

e Japan Schenker has almost 100 employees in five offices.

1993
e Hans Jurgen Schlausch arrives in Japan as executive vice-
president of Japan Schenker.

January 1995
e Great Hanshin Earthquake devastates Kobe.

October 1996
e Herbert Wilhelm arrives in Japan, from Miami, to run
Schenker Osaka.

December 1996
e Schenker increases stake in Japan Schenker from 50% to 60%,
with M.O. Air System, Inc,, holding the remainder.

1997
e Japan's economy enters severe recession.

October 14, 1999

e Global strategic alliance agreement signed between Japan
Schenker and Seino Transportation, leading to discussions
regarding a possible joint venture in Japan.

2000
e Schenker-Seino Logistics Co. Ltd. established specifically for
logistics and distribution in Japan.

April 2000
e Herbert Wilhelm becomes executive vice-president
of Japan Schenker.

December 21, 2000

e M.O. Air Systems, Inc. president Tadashi Ogiwara informs
Singapore-based Schenker (Asia Pacific) Pte. Ltd. CEO Ulrich
Villinger of his company’s decision to establish its own
organization in Australia.

July 2001
e Japan Schenker and M.O. Air System, Inc. agree to terminate
their longstanding cooperation agreement.

October 1, 2001
e Stinnes AG acquires M.O. Air System’s 40% share in Japan
Schenker, and later sells these to Seino for a total price of one yen.
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October 25,2001
e Narita Logistics Center opens, with over 8,000 sqm of space
over four floors.

2002
e Euro replaces the Deutsche Mark.

April 1, 2002

e Schenker-Seino Co,, Ltd. joint venture established, combining
Japan Schenker, Schenker-Seino Logistics and the international
forwarding division of Seino Transportation. Herbert Wilhelm
becomes president of the JV, with Hideyuki Abe, previously
managing director of Seino’s Air & Sea Cargo Division, as
vice-president.

2002
e Schenker AG becomes a wholly owned subsidiary of
Deutsche Bahn.

November 2005
e Deutsche Bahn acquires BAX Global Inc. worldwide.

January 1, 2007

e BAX Global Japan K.K. is merged with Schenker-Seino.

The new Schenker-Seino has 460 employees in Japan and 16
overseas delegates.

August 17, 2007
e Ichikawa Logistics Center opens, with 15,000 sqm of space.

September 2008
e Lehman Shock leads to peak of global financial crisis.

October 2010
e Japan’s central bank cuts interest rates to almost zero in an
effort to stimulate the economy.

March 11, 2011

e Great East Japan Earthquake and tsunami devastate northern
Tohoku region and damage nuclear reactors at Fukushima
Daiichi, causing release of radioactivity.

December 2012
e Shinzo Abe forms a government with a pledge to revitalize
Japan’s economy.

September 2013
e Opening of Schenker-Seino’s largest warehouse so far, in
Baraki, Chiba Prefecture.

February 2014
e Schenker-Seino is first foreign forwarder in Japan to receive
AEO status.

2007 —BAX Global Japan K K. is merged
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50 years in Japan

ince 1872, the movers and shakers at Schenker have led the

company to greater heights on the world stage. At the same

time, they also have spearheaded the logistics industry to
become a key impetus for growth in the world economy.

Gottfried Schenker, Moritz Karpeles and Moritz Hirsch formed
Schenker & Co. onJuly 16, 1872 in Vienna, Austria. Only one year
later, in 1873, the innovative Gottfried Schenker would organize
the first consolidated freight car, traveling from Paris, France to the
Austrian capital.

Through the decades, the company’s milestones have also served
as critical benchmarks for the logistics industry of global commerce.
Schenker & Co. aggressively expanded the business into shipping in
1879, having already established branch offices at the borders of the
German Empire, in Germany and in the most important port cities in
Europe such as Rotterdam.

Gottfried Schenker An early Schenker truck
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1978 - Japan Sea Air System, Inc. (JSAS), subsidiary of Mitsui Air & Sea Service, entered into a joint
venture agreement with Schenker & Co.
19784 ZHMEY —EXDFRUTHZI S+ /Y — L7 AT LHRBUDY 10 h—HEARTHE R

By 1880, there were some 9,400 locomotives in Germany, carrying
43,000 passengers and 30,000 tons of freight. Ten years later, the
company began with the rationalization and centralization of freight
distribution operations around Vienna, bringing the national railway
authorities on board in an industry-wide level of cooperation.

Schenker & Co. would come to dominate the air-parcel business in
Germany by 1924. An agreement with Austrian Post Office to launch
Schenker's European Parcel Service in 1926 reinforced its capability
to offer a seamless level of service on land, sea, and in the air. In this
light, Schenker & Co. would receive IATA agency status in 1947. This
capability was enhanced significantly as Schenker commenced air
freight consolidation in 1952. Two years after the 1957 founding of
the European Common Market, the company set up Europe’s first
central data processing system using punch cards in 1959.

Looking back at the 140-year history of Schenker, there is one
special feature that continuously sets it apart from its competi-
tors. It is the ability to flexibly respond to change and upcoming
opportunities.

The journey begins in Japan
As the economy grew in scope, so did the business of Schenker.
The company underwent improved systematic reconstruction in
the 1960s. Perhaps no single decision at the time quite signals this
new era for Schenker & Co. as the establishment of the Schenker
Delegation Office in Japan. It was a momentous time when Japan
started to re-enter the global stage. The capital city of Tokyo was
hosting the Summer Olympics, and among the national transporta-
tion advances that would be the country’s global benchmark was the
inauguration of the Shinkansen bullet train service. It was indeed an
auspicious beginning in Japan for Schenker & Co.

By 1968, Japan’s accelerating presence on the global economic

v

Frankfurt 1978 — Delegates of Schenker & Co., GmbH, Mitsui Air & Sea Service and JSAS

working out a plan for a joint venture business
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50 years in Japan

1 Japan Schenker Set Up ‘
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stage resulted in surpassing West Germany as the world’s sec-
ond-largest economy. Having reactivated its New York branch back
in 1953, Schenker & Co. was in a pivotal logistics position connect-
ing the world’s three largest economies. In similar timely fashion,
Seino Transportation —future joint venture partner of Schenker in
Japan—began its international business operations in 1970, coming
on the heels of the inaugural flight of the Boeing 747 in 1969.

Solidification of Schenker’s presence in Japan continued. Towards
the end of 1978 Japan Sea Air System, Inc. (JSAS), subsidiary of Mitsui
Air & Sea Service, entered into a joint venture agreement with
Schenker & Co.In 1979, Japan Schenker Co, Ltd. was established.

Important milestones in consolidation fueled the momentum of
an ever-expanding business. After JSAS transferred most of its 50%
shares to Mitsui Air & Sea Service Co,, Ltd. by 1989, Schenker itself
increased its stake in Japan Schenker from 50% to 60% in 1996.

Innovation also continued to prevail and drive expansion of the
business. The 1980s saw Schenker expanding the ways of deliver-
ing goods around the world through new comprehensive logistics
packages and increasing the range of logistics solutions to better
meet individual client requirements. In 1982 Japan Schenker earned
its sea freight license as an NVOCC (non-vessel operating common
carrier) and two years later the IATA certification.

Acquisitions, strategic alliances and joint ventures would define
Schenker’s growth from the late-1980s through to the early years
of the New Millennium. In a nutshell, Stinnes AG acquired a 22.5%
stake in Schenker & Co. in 1989, eventually turning the company into
a wholly owned subsidiary in 1991. A 1999 global strategic alliance
agreement linking Japan Schenker and Seino Transportation initiated
discussions on a possible joint venture in Japan.

Schenker-Seino Logistics Co., Ltd. was established the following
year in 2000 to handle logistics and distribution in Japan. On October
25,2001, the over 8,000-sqm, four-story Narita Logistics Center was
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Keiichi Yoshida (middle left) and Dr. Karl Uebelacker (middle right) at the Inaugural

First Japan Schenker truck after the acquisition of the IATA certification
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opened at Tokyo’s international airport, providing greater logis-

tics efficiency and oversight nationwide. That same year, Stinnes
acquired M.O. Air System’s (former Mitsui Air & Sea Service) 40%
share in Japan Schenker, and sold it to Seino for one yen. As a result,
Schenker-Seino Co, Ltd. —a joint venture combining Japan Schenker,
Schenker-Seino Logistics and the international forwarding division of
Seino Transportation — was established on April 1, 2002.

That same year, Deutsche Bahn acquired Stinnes AG —thus becom-
ing the only shareholder of Schenker & Co. Deutsche Bahn would
acquire BAX Global Inc. in 2006, and the following year would see the
merger of BAX Global Japan K.X. and Schenker-Seino. These recent
global business consolidations over more than a decade proved to
bear much fruit for logistics services in Japan. To the delight of its
clients, Schenker-Seino invested in new local facilities to add greater
capacity and efficiency to its Japan operations. The 15,000-sqgm
Ichikawa Logistics Center was established in 2007, followed by the
set-up of Schenker-Seino’s largest warehouse to date, at 33,000 sqm,
in Baraki, Chiba Prefecture in 2013.

Founders Gottfried Schenker, Moritz Karpeles and Moritz Hirsch
seized the opportunity to commence logistics operations in the fertile
European business climate of 1872. Some 92 years later, the Schenker
Delegation Office was established as Japan re-entered the global
economy at a feverish pace. To this day, 50 years later, Schenker-
Seino continues to uphold the fine tradition of being in the forefront
of change. A sterling recent example is the company once again
leading the way as the first foreign forwarder in Japan to garner AEO
status, becoming an Authorized Economic Operator certified by the
Japanese government. m
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2007 — Celebration of BAX Global Japan and Schenker-Seino merger
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50 years in Japan

ottfried Schenker was born on February 14, 1842 in

Switzerland. As a child, he displayed such curiosity and keen-

ness of mind that his father, a rural hard-working blacksmith,
decided on the unusual step of allowing him to continue his school-
ing all the way to university. In 1865, though, he left the university
after only a few semesters.

He took a lowly clerical job in Basel with the private Swiss Central
Railroad, thus beginning the career that would make him one of the
business giants of the 19th century, a period of extraordinary innova-
tion and economic dynamism.

Schenker would soon boldly envision a continental transport
network and set to work with limitless energy to make this dream
a reality —in the process, laying the foundation for a truly global
enterprise. But first, his ambitions prompted him to leave Swiss
Central Railroad and move to F. Braff & Eckert, the agent of the French
Eastern Railroad.

At that time, the rate systems of many railway operators were
maddeningly complex, arbitrary and confusing. International ship-
pers, transporting goods across multiple systems, often had no way
at all of calculating the most cost-efficient route. It was a situation
that cried out for a solution, and into this Schenker brought his
particular genius. He was so skilled at the art of combination, as well
as artful in negotiations with rail carriers, that within weeks he was
significantly improving the business.

In 1868, Schenker quit Braff & Eckert, and accepted an offer from
Hamburg-based forwarder Elkan & Co. to run its Vienna represent-
ative office. Now this cool and calculating entrepreneur brought his
toughness as a negotiator into play, concluding especially lucrative
contracts for shipments along the various routes between Hamburg
and Austria-Hungary.
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Gottfried Schenker (1842 —1901)
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Schenker would soon boldly envision a continental transport
network and set to work with limitless energy to make this
dream a reality; in the process laying the foundation for a

truly global enterprise
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After some professional disappointments and periods where
he was without any capital, he finally discovered two partners
on whom he could rely, at least in terms of integrity. On July 16,
1872, Schenker & Co. was born, as a partnership between Gottfried
Schenker, Moritz Karpeles and Moritz Hirsch.

It was up to Schenker to build the company and place it at the
pinnacle of the forwarding business. In 1873, he organized the first
consolidated freight car, carrying champagne, cognac and various
luxury goods from Paris to Vienna. His idea of collecting smaller
shipments into one transport unit was his greatest contribution to
international forwarding, and it caught on quickly.

Though a stock market crash in May 1873 plunged the Austro-
Hungarian monarchy into depression, Schenker & Co. thrived. During
Gottfried Schenker’s lifetime, 33 branch offices were established in
13 countries. Due to Schenker’s personal fascination with navigation,
the company also became deeply involved in both inland and ocean
shipping. Another farsighted move in an age of burgeoning tourism
was the establishment of a travel agency.

Gottfried Schenker was extremely concerned that his own even-
tual passing would take the business out of the Schenker family as
his only son died of a self-inflicted gunshot wound at the age of 20.
In 1896, Schenker formally adopted Dr. August Angerer, and in his
will stated most explicitly that August was his appointed successor,
laying the foundation of a “second epoch” for Schenker & Co. in what
was still a rapidly changing world.

Schenker was only in his late fifties when his health began to fail.
He was placed under the guardianship of his adopted son in late-
September 1901 and passed away on November 26 the same year.

Many are the accolades that followed. Gottfried Schenker was
one of the outstanding figures of commerce in his time, and a true
pioneer. ®
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Stories of Customers
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to be shaped by how the company serves
the success of its customers as they grow
their businesses.

While the transport and logistics industry in
general relies more and more on automation,
strong long-term relationships are still the key
to valuable solution design. By continuously
personalizing services and responses to its
customers’ unique requirements, DB Schenker
is not only another service provider, but a true
partner.

On the occasion of celebrating 50 years in
Japan, the company invited its customers to
share their perspectives in this book. Their
reflections, memories and impressions are
found in the following section. »

The future of DB Schenker in Japan continues
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An Appreciative Partner -
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Keiko Watanabe General Manager, Logistics Control Department, Bosch Corporation

JEIH TEA- IR Ko otk att e mE WE

s a female manager in logistics, which even now is a
Amale-dominated fleld in corporate Japan, Keiko Watanabe

is unconventional and a trailblazer. She is also a keen motor
sports enthusiast who likes driving fast both on and off the track.
She is a big BMW fan and, during six months of studying German in
Munich, visited the BMW museum every day. It was there that she
first became aware of Schenker, the name emblazoned on trucks at
the BMW plant next to the museum. Now her affection for all things
German includes both Schenker and her employer, Robert Bosch
GmbH, the world’s largest supplier of automotive components.
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After people saw my results, they realized that, actually,
a woman could succeed in this area

MDFERE LT ALK ETHIOE TR TELZ LR/ WD TY

“When I joined Bosch Japan 23 years ago, there were about
300 people there, compared to around 7,000 now. The logistics
department was really just responsible for import and export,”
Watanabe says, adding that Bosch and Schenker already had a long
and deep relationship in Germany. She spent her first eight years
inlogistics before moving to purchasing and then to global sales,
before returning to logistics, where her appointment challenged an
entrenched stereotype.

“There were a lot of people who thought a woman couldn’t do the
job of a general manager,” she says, noting that she has always used
her own methods for managing and motivating staff. “After people
saw my results, they realized that, actually, a woman could succeed
in this area.”

Bosch moves components across the globe, particularly to and
from its own factories. The company is a major importer and export-
er to and from Japan. This is where its long-standing partnership
with Schenker comes into play, with Schenker providing comprehen-
sive door-to-door forwarding solutions via both air and sea.

“The strategy is to have a particular item made in just one facility,
globally, rather than having the same thing made in lots of different
places,” Watanabe explains. “That strategy has also brought about
major changes in Bosch’s supply chain, with components coming in
from low-cost countries such as Thailand or China, whereas before
they would be from Germany. Controlling that whole supply chain is
our work.”

Production in Japan is also affected. Since a plant in Tomioka City,
Gunma Prefecture, closed at the end of 2013, the electronic parts it
used to make are imported from China. Bosch runs its own Supply
Chain Academy, where its employees can improve their competency
in the fields of logistics and purchasing under the guidance of experi-
enced instructors. The academy has a global curriculum that aims to
unify the way the company operates, regardless of the location.

“We also take staff from Schenker, as one of our forwarding
partners, on some of our training courses to help them understand
the Bosch way. It's a great opportunity,” says Watanabe.

Having worked closely with Schenker for many years, she says, the
image of the company as a forwarder is still strong in her mind, even

though it now provides the full range of third-party logistics services. ¥
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50 years in Japan

Since the formation of the joint venture in 2002, she adds, the com-
pany’s domestic network is much stronger, with greatly improved
customs clearance and transportation capabilities.

“That has put Schenker way ahead of other foreign forwarding
companies in Japan, so it'’s been a good strategy,” she says. “Nearly
anyone can bring goods to Japan, but distributing from there is the
hard part.” Regarding this point, Watanabe notes that Schenker-Seino
is the first choice when it comes to handling Bosch’s automotive
batteries nationwide. She adds that this is more than a matter of
simple efficiency.

“For me, Schenker-Seino is a company that really has a heart. The
corporate culture is very different from other foreign forwarders. The
heads of Schenker stay for a long time. There aren't any other foreign
logistics companies in Japan where the president lasts for 10 years.”

After the March 2011 earthquake, tsunami and nuclear accident,
Bosch Japan was immediately ordered by its German headquarters
to run radiation checks on every product, both at the end of the
manufacturing process and before shipping overseas.

“All of the foreign forwarders, except for Schenker, refused to carry
out the checks. I'm not sure of the reason —whether they didn't have
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I really felt the responsibility and importance of keeping
the supply chain intact, and I also realized that Schenker

was a real partner
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Geiger counters or the personnel, whether they just didn't want to,
or whether it was their company policy,” says Watanabe. “All the
Japanese forwarders did it for us.”

Along with Geiger counters sent from Germany came strict instruc-
tions on how to carry out the radiation checks, including scanning the
undersides of pallets and containers in case they had contaminated
soil on them. For three months after the disasters, Watanabe worked
flat-out, with very little sleep, to keep the supply chain functioning.
She visited airports, customs offices and logistics centers while field-
ing a constant stream of inquiries from around the globe.

“Thad to spend three hours every day teleconferencing with our
head office in Germany, reporting on the situation and getting
instructions,” she recalls. When power blackouts hit, there was even
an occasion when she sat in a darkened factory using a backup gen-
erator to do the teleconference.

“Ireally felt the responsibility and importance of keeping the
supply chain intact, and I also realized that Schenker was a real
partner. I was so grateful for their support. You really appreciate that
during a time of crisis. It's something you don't necessarily feel in
day-to-day business,” she says.

Later, Watanabe spoke at logistics conferences in Europe about her
experiences in crisis management at that time.

“The applause from the audience and the memories it evoked
brought tears to my eyes,” she says. B
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50 years in Japan

L-R: Hiro Kamagami, Dai Inooka

Bonds of Trust
fE DK

Hiro Kamagami General Manager, Overseas Parts Sales Department, Fuji Heavy Industries (Subaru)
Dai Inooka Manager, Overseas Parts Sales Department, Fuji Heavy Industries (Subaru)
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partner,” says Hiro Kamagami, General Manager of the
Overseas Parts Sales Department of Subaru, the automobile
manufacturing arm of Fuji Heavy Industries.
“The partnership is very smooth,” emphasizes Kamagami. For the
man in charge of supplying a broad range of automotive compo-

( ( :[f I can describe Schenker-Seino in one phrase, it’s ‘trusted

nents, reliability is absolutely essential.

“Customer satisfaction is our number one priority, as it is for many
industries. But in our after-sales service area, the most important
thing is to supply parts when needed, as quickly as possible and in a
very reliable way,” he says.

The biggest part of the business is air freight forwarding to the
U.S., with Subaru of America as the biggest customer. That market
is also the leading growth area, making first-rate service even more
important, according to Kamagami, who says that North America
now accounts for approximately 40% of overseas sales.

The relationship dates back to 2002, the year that Fuji Heavy
Industries became a client of BAX Global in Japan. It continued after
2007, when DB Schenker acquired the global operations of BAX
Global and merged its business here with Schenker-Seino. But the
partnership really deepened because of a valuable initiative.

“Schenker helped Subaru of America develop a customs-clearance
system for the U.S. side. That investment and commitment from
Schenker helped us a lot. It made operations run smoother and
created better information flows,” says Kamagami. “Subaru of
America appreciated that a lot, and it was the start of our close
business relationship here”

The system allowed Subaru of America to efficiently obtain
documentation and track shipments, says Dai Inooka, Manager in the
Overseas Parts Sales Department of Fuji Heavy Industries, who works
closely with Schenker-Seino in supplying Fuji Heavy Industries’ U.S.
subsidiaries.

Having been responsible for production control at the Subaru
Indiana automotive plant for six years until 2011, Inooka knows
the U.S. market very well. Kamagami, meanwhile, was in charge of
vehicle sales in both the U.S. and Canada.

“As far as I remember, I've never had to make a complaint to
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50 years in Japan

Schenker, and I heard the same from our U.S. side. When problems do
occur, the response is very quick,” says Inooka.

One example of Schenker-Seino’s rapid reaction to unforeseen
problems occurred in 2012, as the U.S. tightened air freight security,
causing Japanese carriers to suddenly start scanning for explosives
on every shipment.

“One of our shipments, which was made up of engine and trans-
mission parts, got flagged at Haneda Airport as containing explosive
materials,” says Kamagami. “Of course, there were no explosives. In
the end, we found the problem was that one of the chemicals that
we use, which is completely safe, affected the scanner in the same
way as dangerous materials.”

He describes the sense of alarm at the time, with the shippers being
notified that explosives had been found and airport police arriving to
investigate —and his appreciation for Schenker-Seino’s response.

“Schenker-Seino responded very quickly, using its own scanning
equipment for every single shipment,” Kamagami recalls. “That was
a unique situation. It never happened before, and I don’t think it will
happen again.”

For Fuji Heavy Industries, it is an advantage to have a partner
with long experience of market conditions and a deep understand-
ing of how changes affect business. Kamagami notes that, while
U.S. authorities were beefing up security measures, Schenker-Seino
provided timely and comprehensive updates that helped Fuji Heavy
Industries adjust to the shifting situation.

“Then, after that, the Japanese government changed the known
shipper regulations. These were big changes,” says Kamagami. Inooka

As far as I remember, I've never
had to make a complaint to
Schenker
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Schenker always gives us
timely information ... and this
1s something we appreciate
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Hiro Kamagami

agrees that making all the adjustments was very tough.

“Nobody had precise information, and there were many

unknowns,” Inooka says, but praises the quality of the intelligence
provided by Schenker-Seino. “Our contact person did a very good job
and gave us detailed explanations.”

Regular and accurate information on any development that might

have an effect on Fuji Heavy Industries’ business can be of vital
importance. Kamagami gives the example of the late-2013 disrup-
tion of U.S. Government services, and how Schenker-Seino provided
updates on how trade might be affected and whether there would be
problems clearing U.S. Customs.

“Schenker always gives us timely information on this kind of prob-

lems, and this is something we appreciate,” Kamagami says.

He also tells of a recent, less dramatic, incident that illustrates why

Schenker is held in such high regard. When a Fuji Heavy Industries
employee sent the wrong shipment to a client in Asia, Schenker
quickly located and recovered the shipment free of charge. It is part
of a relationship that continues to expand.

“We are using Schenker more and more in several different new

markets,” says Kamagami. In the key markets of North and South
America, Europe and Asia, he adds, his colleagues choose Schenker
largely for one simple reason.

“They can trust them more than other freight companies,”

Kamagami says.

As for what Schenker-Seino could do to improve its services for Fuji

Heavy Industries, these two gentlemen say they are genuinely at a
loss to think of anything else that could be done. B

[FEDIETE 2B MERFS>TVEHATLEZL, MSHRWVIENTHKEAD
NFEL7o TARM, Wiy = =2 TN A 2R b DT
L7zo HEZ IOV FEZL TN B nET KBICFEMARZEET
FWELTLINTL ] BB I,

HRIGCETARMEOD LTS EGEHL . & W52 LIS TE it
EATTHILEMMOTEEL RS, 8 LI, 2013412 21 0 K BUF 3
BOREEFNIZET, BHE DI BN oL, 7oK EB %@
BT BBHCEEA DLW T, Wiz v — IR H AR AL <
e, LB %,

[Yxrh—id, SOMOMEIZOWT, FA72HIWnoby 4 A — 2 1F
WERRMBEL TNDZDOTT, ETHEHLTET

FAE VoD O S E AT B, bR E 7N SR
WOV THESTN Tz B EETEOH B M- BEWET VT O
BIZESTLESTEE, Yo =R ERLEW oL EeL., EHT
L7207 57z ZH L7228 b24 DR IE K EHT A O 1212
oTWhe [R72 B E Ty o v =2 MM T 5Lk -TnE
ERR: Aol

A7 AU, F—avs, TYTOEERHICBWT, HoMAELS
WYz —%RATWAHEIMOTY T,

Mt LD = h— DT DR TEL DS ]

Pii s 2 v =8OR ERHELLL 202 W) HMZ R T 215
LM BEDPSRSTEEZIRII ST TwEDEZA, 2Pl b, i
HWEPIZRVTT Rl |

The journey has just begun



50 years in Japan

Bold Ideas,
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Brave Action
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Yoichi Akiba General Manager, Japan Manufacturing, Cisco Systems
Y% — K crxas27 22644 ~=a777F 500 VxhIN A=V —

Systems, has worked closely with Schenker-Seino in overcom-
ing two great challenges. The first was the adoption of a bold
plan aimed at boosting efficiency.

As Akiba explains it, his company had been working with Kintetsu
(KWE) on improving efficiency and reducing costs since 2002.

“But, after the Lehman Shock, in 2008, a more dramatic overhaul
of operations was needed, with a view to cutting costs by 30 or 40%,”
he says. Cisco discussed a wide range of options with Kintetsu as its
main existing logistics provider back then.

Yoichi Akiba, General Manager of Manufacturing at Cisco
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Overcoming something like [the aftermath of 3/11]
together strengthened the bonds between us

HHAKE I A

“They came back with some plans, but only for reducing costs by
a few percent,” says Akiba. “Mr. Yamada, Warehouse Manager at
Schenker-Seino, approached us with some very bold ideas that would
save us up to 40% on our logistics. So, based on that, we decided to
shift over to them.”

A team comprised of staff from both companies prepared and
planned carefully before going live with the new ideas, but there
were unforeseen problems. That, of course, meant delays and angry
customers.

“It was a tough time, and many of us barely slept. And when peo-
ple are working without sleep, they make more mistakes, which adds
to the problems you're already dealing with,” Akiba explains. “Even
internally, people were asking why we'd changed and whether we
could go back to the old system. We got through it, though, and now
are extremely satisfied with Schenker-Seino’s service.”

Akiba adds: “Schenker provides a lot of services for Cisco globally,
and in Japan there is the Narita Logistics Center. But for us, the most
important aspect is the customer support center.”

He continues: “As an interface dealing with customers’ requests
and needs, including complaints, it is vital. The key person for us
there is Mr. Fujii, whose performance is rated as almost perfect by
our customers. To put it simply, he functions as if he’s part of Cisco.
He doesn't bring problems to us, but deals with them himself.”

The second major challenge was the Great East Japan Earthquake
of March 11, 2011. Immediately after the earthquake and tsunami,
Cisco closed its head office and told all employees to stay home.

“However, operations at the Narita Logistics Center had to contin-
ue, so I had to go there to work as dozens of aftershocks were hitting
daily,” recalls Akiba “It was just after the explosion at the Fukushima
nuclear power plant, and radiation had been detected in Tokyo.”

Akiba discussed with Schenker-Seino’s Yamada what kind of
danger was presented by this development.

“Once it was determined that there was no threat from radiation at
Narita, we decided we could carry on working,” says Akiba.

Amid the continuing aftershocks, staff from Cisco and Schenker-
Seino worked around-the-clock at the Logistics Center to ensure that
deliveries got through to customers. Despite extremely challenging
conditions, the team kept operations running and avoided shipment ¥
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Almost every part of every project relies on connecting
through IT. That'’s vital now
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delays. This band of brothers was nicknamed the “Narita 50,” after
the “Fukushima 50,” which was the name given by the media to the
power company employees who remained at the crippled power
plant after 750 others were evacuated.

“Overcoming something like that together strengthened the bonds
between us,” says Akiba, but he adds that the period of adjustment to
Schenker-Seino’s bold plans was even tougher.

There are always new challenges to face, he says, with logistics
requirements continuously evolving as business changes; and for
each one, Schenker-Seino provides Cisco with a range of options.

“Itis always Mr. Yamada,” Akiba points out. “He is like a
consultant.”

Akiba would like to see Schenker-Seino expand, even further, the
range of services that it can offer to Cisco, including procurement and
light assembly.

Cisco’s supply chain model is a Configure to Order [CTO], explains
Akiba, and involves receiving orders from customers, configuring
the products, running tests, and delivering to customers. The CTO
fulfillment model works for Cisco core products, such as switches
and routers, but server products are more competitive and require a
shorter lead-time to fulfill, he continues.

“For the server products, we should be looking at other fulfillment
models, such as Build to Stock [BTS], which we are beginning to do,”
Akiba says. “BTS forecasts what kind of demand there is likely to be,
and has certain configurations of servers ready-made, waiting for
orders to come in.”

Cisco has not managed this fulfillment model in the past, accord-
ing to Akiba. “We are working on strengthening that side now. We
are discussing our options regarding this with Schenker-Seino. Mr.
Yamada understands Cisco’s business, so we can talk to him about
the entire plan —tax, customs, sales and the supply chain.”

Although the partnership between Cisco and Schenker-Seino is
already close, Akiba sees a lot of potential for the two companies to
cooperate even more.

“Schenker-Seino could operate as if it were a division of Cisco’s
logistics department, and this would make our partnership even
better,” he says, adding that one element that would facilitate a
closer relationship would be strengthening Schenker-Seino and
Cisco’s IT connectivity and systems/process integration.

“Almost every part of every project relies on connecting through
IT. That's vital now. There are a lot of logistics specialists, of course, at
Schenker-Seino. And with more IT specialists engaging in the supply
chain, especially for dealing with technology companies like Cisco,
it would be a big advantage,” explains Akiba. “Tunderstand that it
would require considerable investment, but I think it is something
we could develop together.” B
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50 years in Japan

Consistency & Continuity
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orrens Corporation, founded in Tokyo in 1948 by Claus Correns,
C is an international trading company whose main specialty is

supplying leading Japanese manufacturers with sophisticated
European manufacturing equipment. Correns also supplies companies
in Europe with high-tech, made-in-Japan components.

Thomas Nolting recalls when Schenker-Seino became his company’s
primary forwarder. “Schenker was always quite reliable, but only had
a smaller share among several forwarders,” he says of the early phase
of the relationship. “Our main forwarder was taken over by another
company and the service declined. For the past seven or eight years,
Schenker increased its share year by year and is now by far our most
important forwarder.”

It is consistency and continuity that brought Schenker-Seino to
the fore, adds Nolting, who has lived in Japan since 1985 and joined
Correns in 1992.

Yasuyoshi Aoki has been with Correns since 2000.

Year by year, Nolting and Aoki have seen Schenker-Seino increase in
importance for Correns, and they stress one outstanding factor.

“There is one person in charge,” says Aoki. “With other European for-
warders—and there used to be quite a number here —we missed this
continuity and they often could not keep their promises. Schenker does
not make commitments that they cannot keep. They take it seriously.”

He adds: “Sometimes, foreign service providers —not only forward-
ers, but also banks and insurance companies —make big promises to
break into the Japanese market. But the personnel changes frequently,
and promises are not remembered.

“With Schenker, we never felt that way, Aoki says.” Schenker
also does not suddenly lower their prices just to get business. They
operate with consistent, reasonable prices.” He notes that as a trading
company, dealing mainly with machines, Correns is engaged in long-
term business.

“Therefore, we naturally prefer long-term relationships with
suppliers and also with forwarding companies,” Aoki says.

Schenker now accounts for more than half of all of Correns’ forward-
ing business, and as much as 70% for ocean freight, according to Aoki.

“Schenker is by far our most important forwarder,” Nolting affirms,
but there is more than consistency at work in building up the
relationship.
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Schenker does not make
commitments that they cannot
keep. They take it seriously
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Yasuyoshi Aoki

[Schenker-Seino] should stay
as they are and maintain that
consistency
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Thomas Nolting

“Our machine business is a kind of spot business, and every time we

face different requirements,” says Aoki. “There are no rehearsals, and
nothing ever goes as planned, so you need experience and flexibility. In
this regard, Schenker is the best.”

Nolting and Aoki also agree that one individual contributed largely
to the relationship.

“The way it works is that we have one window at Schenker. This is
Mr. Yoshida. He feels responsible for us. Even if an answer or solution
has to be provided from other countries, Mr. Yoshida will be our con-
tact,” Nolting explains.

Correns cooperates with over 100 overseas machinery suppliers
from different countries and is also exporting, but has a simple solu-
tion to its forwarding requirements. “Wherever we go, Schenker can
help us, through Mr. Yoshida. He deals with Italians, French and North
and South Germans, and so on,” adds Nolting.

“This is very rare. Normally, when a company becomes large, it gets
fragmented,” Aoki notes.

As Nolting puts it, for the average forwarding company, this could
mean there are different people taking care of imports and exports,
and even different people for different countries —and for ocean
freight and for air freight.

“For Correns, however, it is only Mr. Yoshida,” Aoki continues.

That said, Nolting also values a personal relationship with his
Schenker-Seino counterpart, Herbert Wilhelm, and he appreciates the
fact that Schenker-Seino does not mix business and private dealings.

“Schenker does not try to invite us to something fancy, or give us
presents to gain more business. With Schenker, we never felt obligated.
It is all about their performance,” Nolting says.

He sees little that Schenker-Seino has to improve, aside from the
usual client perspective that prices could always be lowered.
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“They should stay as they are and maintain that consistency,”
Nolting says. “Other European forwarders change their middle man-
agement and top management frequently, but not so Schenker.”

Stories shared by Nolting and Aoki go some way toward explaining
why a bond develops between trading house and forwarder as they
work their way through the problems that can arise with each ship-
ment. Nolting describes a particular issue with ocean freight. Though
it may be clearly specified that a machine must be stored below deck, a
ship’s captain has the last say.

“Even if loading below deck is clearly specified in our instructions to
Schenker, according to maritime law, the captain has the final say for
the storage —and even our forwarder has no power to interfere on our
behalf,” he explains. “And as a consequence, in case of damage during
transport on deck, the insurance company may not pay for damages
because the machine was not loaded correctly.”

Aoki tells another story which shows that even Schenker-Seino
cannot completely eliminate every risk. “We sold a 42-ton machine
from an Italian supplier to a customer in Japan. There is no direct
vessel operation from Italy to Japan; but together with Mr. Yoshida, we
found a suitable transport route from Italy to Germany by rail, then
from Hamburg to Tokyo by sea,” Aoki says. Unfortunately, the story
took a surprising twist.

“The supplier ran into financial difficulties and went bankrupt. We
barely succeeded to recover our machine from the bailiff,” he says.
“And while the machine was on the water, our customer also went
bankrupt. But the machine was safe. The supplier went bankrupt. The
client went bankrupt. But Correns survived,” Nolting sighs. “That was

two years ago. Finally we could sell the machine at the end of last year.”

The relationship with Schenker-Seino, meanwhile, goes from
strength to strength. m
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True Teamwork
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Kaoru Nakamura Unit General Manager, Project Logistics & Construction Planning & Administration
Unit, Chiyoda Corporation
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aoru Nakamura has been working in logistics and procure-
E ment for nearly three decades at Chiyoda Corporation, a
major Japanese engineering firm that specializes in the
engineering and construction of industrial plants all over the globe.
When she joined Chiyoda, in 1985, it was already working with
Schenker.

“For the first 10 years, almost all the projects I worked on were
with Schenker. One way or another, most of the work I do now is
still with them,” she says.

“People weren't really familiar with freight forwarding at that
time,” she adds, noting that in the early 1980s Chiyoda dealt mainly
with Japanese-made goods. “Even if they were sent to industrial
plants around the world, they were ordered from Japan and sent
from here. Later, with globalization, that all began to change, and we
were buying more and more from abroad.”

Nakamura explains that the reasons for choosing Japan Schenker
back then were the same reasons for continuing to work with
Schenker-Seino today.

“First, their network is very strong and dependable,” she points
out. “Second, they are an extremely trustworthy partner to work
with. To put it another way, when we ask them something, we know
they will definitely come back with a response.”

The third reason is, when an issue arises, there’s always a counter-
measure or a solution from Schenker. “We aren’t professionals in this
area, but when we rely on Schenker we're happy to be dealing with
professionals,” she says. “That’s the advantage of having that kind of
a good, trusting partner relationship.”

Confidence in that relationship became even more important for
Nakamura when, in the mid-1990s, she was assigned to oversee
logistics for an LNG plant in Indonesia.

“T'was in Jakarta for about two years, and it was a big relief to be

working with Schenker.Iwas on the phone with Mr. Kohno, General v
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They worked side-
by-side with us for
more than a year, as
if they were part of
our company
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Manager of the Global Project Division at
Schenker, nearly every day,” she explains.
“There weren't many women in Japanese
companies then who were given the respon-
sibility of a logistics leader, and it was my
first overseas posting. So it was a lot of pres-
sure, but Schenker really supported me.”

Nakamura recalls one occasion when she
had to cancel a booking for a shipment, and it
ended up being dead freight, which Chiyoda
had to pay for.

“Twas terribly sad on the phone to
Schenker when making the cancelation. They
tried hard to find a way around it for us, but
there was no way of avoiding it,” she recalls.

Nakamura explains that Chiyoda is an
EPC—engineering, procurement and construc-
tion — contractor. Delivering EPC is a common
arrangement in the construction industry.

“The final part of that is construction; and
if there is a delay in delivery, even if the fault
is actually upstream from us, the responsibil-
ity is ours,” she says. “Keeping everything on
schedule and taking care of safety through-
out the transportation process is a vital part
of our work.”

One project that sticks in Nakamura’s mind
began in 2000, in Venezuela, a very long way
from Japan.

“T'was given responsibility for the project,
and was quite anxious about it because of a
lack of information,” she recalls. “Schenker
shared a lot of their knowledge and reassured
me with regard to various practicalities,
which helped a great deal in keeping the
project running smoothly.”

The problem with the project in Venezuela
was that few cargo ships went there, mean-
ing that cargo had to be stowed very effi-
ciently in order to ensure timely delivery and
to avoid costly construction delays.

“The coordination that they did for us was
vital. Two staff came from Schenker to stay
in our office [in Tsurumi ward, Yokohama] for
the duration of the project,” says Nakamura.
“That was a first. They worked side-by-side
with us for more than a year, as if they were
part of our company.”

L7z e Ko [ 5o H AR TIE, METo
VATAZ AN =F—=LLTOTETE 52607
r—203B L LADRICE S TR DM/ #
PP2oleDT, RELT Ly vy —%ELTWELT,
ZAGRE Y 2N —IFRBIZIHR—FL TR
FLJ
HA VIR E A D T RIE R ORI L
TLEDOZLERIRYER L, AL R>TLEIDT,
ZOHMEFY VEELTT A AL T %S
LIDRIT UL LR h 572,
[xoh—IlF v VO BRFEEZLEFLHAIG
ETHELWEFBIR>TwEL, MR, Fv
YRVEE BT D TR D o7 DT AN, T
BWFEZuhei—HEL ey —
WEHLTwET
TACHAL THFRIZEPC, D FY ik ik & i %,
HEETHIAVET VI —Th b, BERTIA,
COEPCE—HEL TR T 2005 — 7289,
[EPCORAZITEETT, LIIXIELICEN
BB IUE, U Z 8 2SI B IE AT B RS T
oL WEBDOLDZS72ELThH, A2 BRHETE
REVET ORI, [T RTERAT YV 2— Vil
DIZATWV, IO 7O A%l U TR AR MR
BTEN, I bDEBORERELZUTRLOTY ]
HARDBIZZ 705 RAZ LT T20004E 1206
Fo72H b7V MR IKOFLRICFER->TW A,
[AA DTV 27 DEEFHI oD TY
A AEMARLETHARLTLI2, Yz —id72<
SADHHRAE AL TN, HOWILEBEEELET
EZLESETNELZ IhHETud 7 %
AL—=RNHED T ETIEF ISR BEL ]
NRAZALTTOTRY 27 ORI, FHET
LEYIROEN Vw727, M BYD
FIEPFELERIEL, Bk ENE BTS00,
BWE PR RGITH T 20 EEZS7,
[V —DREN I HhoTWEL 20
TaY 7 O, Y2 =2 ND ATy
TH5, BT FLIX 25 % U AL O S H P H BE
LCWEL ] eI, THOHTHIETLDS,
VIV —DAY T HIZIEM LIZbo T, &
LZTUHDO—~BTHEND I, BizbeilE
WARTHFELEL 720 UTVF A LTI AL

40 41

She adds: “Having the two staff from Schenker there giving us
information in real-time was of great importance, particularly with
the tight shipping schedule.”

Due to the time difference between Japan and Venezuela, there
were nights when the team would work until 9 or 10 o'clock.

“There were occasions when we got so tired, and our eyes
would meet and we knew it was time to call it a night,” she recalls.
“Someone would declare: Emergency shutdown! Then we turned
our computers off”

Nakamura adds: “Some of the staff lived a long way from the
office. If we went out to relax and have a few drinks, they would
have to stay in a capsule hotel and buy a shirt to come to work in the
morning. It was hard work, but we had fun, too.”

In freight forwarding, an essential part of the service is the formula-
tion of plans for dealing efficiently with complicated situations. For a
project that involved the construction of a chemical plant complex in
southern China, Chiyoda Corp. assessed various options and decided to
partner with Schenker-Seino and a Chinese shipping firm.

“Then, Schenker-Seino and a Japanese carrier proposed forming a
team that included a local forwarder so that we could work together
seamlessly on the shipping,” recalls Nakamura, who was stationed
in Malaysia for the project. “As it turned out, this meant there was
no blaming each other if a shipment was late, for example, and so
the whole process was very positive.”

Nakamura says that she asked Schenker-Seino to send one of their
staff over there to work with her on the shipping side for a year-
and-a-half or two. “Ineeded somebody I could trust and could get
along well with, so they sent one of the people from Japan that I had
worked with on the previous project, as well as assigning three of
their local staff,” she recalls. “I really appreciated that.”

Nakamura’s appreciation is such that she is well able to justify the
relatively high fees of Schenker-Seino by referring to factors such as
pride and professionalism.

“Freight forwarding is different from buying something from a
convenience store,” she says. “It's about a relationship of trust and
working as partners.” B
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Stories of Partners and Staff
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aintaining a strong logistics position
l \ / S In Japan was only possible through
trusted business relationships. This
1s not only true for Schenker’s joint venture
partners, but also for partnerships with
external companies. Shared values and mutual
understanding have been the cornerstones
for successful cooperation and loyalty in good
times and in bad.
Besides reliable partnerships, the staff has
been an integral driving force for growth
and innovation through the decades. People
comprised of diverse backgrounds have
continuously defined the unique company
culture, and contributed to the diverse pool of
1deas to bring about successful results. From
new recruits to seasoned veterans, Schenker’s
strongest asset remains its human resources.
The following staff and partner interviews
summarize impressions and memories over the
past 50 years of Schenker’s presence in Japan. »

VA= HRTRY AT A7 AL LTl
~N SR TEL0E. R EEDEHE

WD NI = F =T BHHSTIZEDY
DTF o ZHIX, Vaf YMRUYFr—DI8—fF—1
HKIEFT TR MO I AFEITHHTITEVE T, il
fEZIEAEL. BEWICHRLE)Z LR BEE - T,
RWREDEWIFH M I LA ZLBREHELS
LR TELDTT .

B TEXLNN =P F =7 I2MZ T, LB D,
HARIZBWTO Y2y h—DREAEICHLIEEEL
N—=aV X ZbTODA REERE) o TE
FLizo T EALIE, SFSEHRNY
27 R eio Bl bIlloTRELNTHE
T o COEMIERITATTOEEELRD, ZESLW
R EEMLUTEEL7 I AFLEHPORTF U4
BIZEBFT. AMCEFY2 v —DREDOG MR
DT,

O BENR— F =72 DLy F 2 — I,
HAIZBUT 272 —D50ED S SN TOE T, B

The journey has just begun



50 years in Japan

——-—
S .
O

/\Al_‘-alsﬁ\:

p
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Atsuya Takahashi former Managing Director, Lufthansa Cargo
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tsuya Takahashi, working for Lufthansa and developing a
A close partnership with Schenker in Japan over the course of
almost five decades, says his career has left him feeling “kind
of Germanized.” His initial encounter with Schenker, however, back in
1965, did not bode well for a flourishing relationship.
“The first business call I made as a sales rep with Lufthansa was to
a big automotive parts company. I made my sales pitch, telling them
all about Lufthansa; but when I got back to the office my boss asked
me why I had gone to one of Schenker’s customers, and told me that
Schenker wasn't happy about it,” he relates, explaining that he thought
the parts maker was just another customer that also happened to
be one of Schenker’s accounts, and that Lufthansa and Schenker
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Air freight forwarding business grew and evolved in parallel
with the Japan operations of Lufthansa and Schenker

WL L E T HAR TV I 2o —DEBOILRE

should try to work together. “But [Japan Schenker Vice-President]
Arno Andratschke was calling my boss and demanding that he make
me stop. However, over the years we found common ground, and it
became a very good relationship.”

Takahashirecalls that the Schenker operation at the time consisted
of little more than a representative office handling customer-care
related to imports from Europe.

“Schenker started out with Nippon Express, with a mutual rep-
resentation arrangement,” he says. “They had a small office in the
Nippon Express building in Akihabara, on the eighth floor, where
nobody went.”

It was Schenker’s move into exports and the acquisition of a freight
consolidation license, Takahashi says, that was the breakthrough
allowing the company’s expansion in the Japanese market. This devel-
opment also brought Schenker and Lufthansa closer together.

“We were able to identify mutual Lufthansa/Schenker accounts,
and we worked together for the benefit of those customers. I wanted
Schenker to grow, too, because I didn’t want to have all my eggs in
one basket with only Japanese companies,” he says, noting that the
air freight forwarding business grew and evolved in parallel with the
Japan operations of Lufthansa and Schenker.

“When I started, you carried your freight in the belly of a passenger
plane —three to five tons per aircraft. Then there were the semi-freight-
er combi aircraft in the 1960s, which could carry 10 tons, and then the
707 freighters that could carry 30 tons. But it was the jumbo freighter
that was really the big change —100 tons all of a sudden,” he says.
“That was the advent of the freight industry, just as the Japanese elec-
tronics industry started to grow.”

Shipments out of Japan, he notes, had shifted from silk scarves and
textiles to cameras and cash registers. Meanwhile, instead of importing
huge IBM mainframe computers, Japan began exporting computers.

“Then, over the years, the computers got smaller. It was laptops, flat-
screen TVs and smaller electronic goods,” he relates.

Schenker’s operations at Narita International Airport have changed,
too, from the “small shed around the back” that Takahashi first saw.

“Now it's a huge logistics center with machines going up and down v
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doing the work automatically,” he says. “Just recently, on the way back
from Chiba, I saw that huge warehouse with the sign for Schenker-
Seino onit. I couldn’t have imagined that Schenker would have such a
thing, even though I knew it's been growing fast.”

According to Takahashi, the reasons that Schenker has survived and
prospered in Japan —whereas a lot of British and American companies
in the industry are no longer present—are its personnel, focus and
dedication to the market.

“The managers that come here are born-and-bred cargo and logistics
guys, real professionals. Most other expats stay four or five years,
but Schenker people usually stay around a decade. That gives them a
deep knowledge of the market. [President and CEO of Schenker-Seino]
Herbert Wilhelm has been here 17 years. That shows how dedicated
they are to the market and how deeply they penetrate it,” he explains.

Takahashi also points to the stability of German companies as an
asset, citing both Schenker and Lufthansa as examples. He also believes
that harmony comes from the fact that German and Japanese compa-
nies have some shared characteristics in the way they do business.

“Loyalty and dedication; and when they do things, they do them
very precisely and correctly. German companies are very reliable,”
he says. “In those ways, they are very similar to the Japanese, so
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partnerships between Japanese and German
companies often go very smoothly.”

That is not to say that there were never trou-
bled waters. Takahashi recounts, in his colorful
style, a tale from the early days of the Schenker-
Lufthansa cooperation in Japan.

The story began with a consignment of
fashion goods that came to Tokyo for a major
Japanese customer and were destined for a
fashion show.

“Somehow, Lufthansa messed up this ship-
ment, and it got sent to somewhere in South
America,” Takahashi says. “So [Hans Jirgen
Schlausch, Head of Japan Schenker 's operations
at the time], myself and our sales reps had to
go to the customer to explain things and make
some deep bows.”

The client representatives, led by a section
chief, were far from satisfled and became highly
emotional, berating the Schenker/Lufthansa
team for more than an hour. Schlausch even-
tually decided enough was enough. He said
that Schenker would take responsibility for the
problem and requested a one-on-one with the
section chief.

When everyone else had left the room, accord-
ing to Takahashi, Schlausch delivered “such a ter-
rible dressing-down” that the client representa-
tive appeared quite shaken afterward. Evidently
Schlausch had forcefully made the point that he
was, after all, the president of Schenker in Japan
and that it was unacceptable for a mere section
chief to address him so disrespectfully, espe-
cially when he had already apologized for the
shipment problem and fully explained it.

“He was a tough guy, Schlausch. T had some
battles with him, too. But we could always talk
things over, even when there were big problems
that cost us both a lot of money,” says Takahashi.
“That’s one of the things that kept the relation-
ship strong.”

Takahashi eventually retired from Lufthansa
Cargo in 2002. He describes his long working
relationship with Schenker as “a matter of trust
and respect for each other, helping each other
out in times of need, through the tough and the
good periods, like a marriage.” ®
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Mr. Schenker in Japan
HARDIAY —-2 29—

Tokushige Ohsawa former Office Manager, Nagoya Sales Office, Japan Schenker
KB B oo vavn— ot LR ET R
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Once they figured out how convenient the
[forwarding] service was, they never forgot
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closely identified with the company that in the forwarding indus-
try in Japan he was known as “Mr. Schenker.”
Having worked at a German trading company, Ohsawa took it

:[n his quarter of a century at Schenker, Tokushige Ohsawa was so

upon himself to visit the Schenker headquarters in Frankfurt, to meet
then-sales manager Arno S. Andratschke, with the aim of securing

a job with the company back in Japan. At the first interview, he was
asked how much salary he expected and nervously replied: “About
70,000 yen would be nice.

“They agreed to it right away, and then I realized that I should have
demanded more,” he laughs.

In July 1970, the 29-year-old Ohsawa began work at the Schenker
representative office, just six years after the company had taken its
first steps into the Japanese market. The office, headed by Joe Huels,
was then in Akihabara, on the 8th floor of the Nippon Express head
office building.

“At that time, we only dealt with import trading, not exports. Our
main task was to get the routing orders signed by importers and
send them to the overseas branches. The clients at that time did not
know exactly what a forwarder did, and it often caused confusion,”
explains Ohsawa. “However, once they figured out how convenient
the service was, they never forgot the advantages of using it”

After two years working for Schenker in Japan, Ohsawa again
headed for Germany, where he became the first Japanese employee
to work at the Dusseldorf office. Dusseldorf was, and is to this day,
referred to as “Japan Town,” due to the thousands of Japanese living
there, mostly involved in the cargo trade between the two countries.
The presence of so many compatriots meant benefits for Ohsawa
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that included a Japanese library and mahjong tournaments.

“I'started to participate in the monthly mahjong tournament at the
Nippon-kan, and won it twice in a row,” he says. “This tournament
was registered as the Dusseldorf branch of the Japan Amateur
Mahjong League, and I achieved the rank of 2nd dan thanks to my
success.”

The partnership with Nippon Express was central to the business
in Dusseldorf, with the two companies taking care of each other’s
cargo in their respective countries. Schenker also offered support
to clients’ employees who were being stationed abroad for the first
time, a practice that Ohsawa recalls helped get new business.

In the mid-to-late 1970s, Japanese engineering companies, trading
corporations, heavy industrial manufacturers and shipbuilders were
involved in major projects around the Middle East. Ohsawa success-
fully pursued the many large cargo orders related to these projects,
including procurement from Europe, helping to grow that side of the
business.
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In September 1975, Kiyoshi Fujioka, the president of Mitsui Air &
Sea Service (later M.O. Air) paid a courtesy visit to Schenker head-
quarters. Ohsawa believes that this visit sowed the seeds of what
would a few years later become the joint venture between JSAS
(Japan Sea Air System, Inc, a subsidiary of Mitsui Air & Sea Service)
and Schenker.

During this eventful period, one episode particularly stands out in
Ohsawa’s memory. Schenker was shipping cargo for a thermal power
plant in Iraq from Marseille to Basra for Mitsubishi Heavy Industries
(MHI), when the ship disappeared.

“It was a Greek vessel called the Pallas Athene, and it was very
rickety. Despite an extensive search, we could not find the ship even
six months later. With the disappearance of the ship, we could not
collect the insurance,” he relates.

The ship was still missing when Ohsawa returned to Japan in
1977, though he remained in charge of the project and continued to
visit MHI Tokyo almost every day.

“One day, a year after its disappearance, we heard news that
the Pallas Athene had been found offshore of Piraeus [Greece],” he
continues. “We were told that the ship had been seized by the port
authority there due to unpaid port fees. A few days later, there was
more news: The ship had caught fire and sunk. Since the ship carried
the cargo of Schenker and other leading companies, there was a
rumor that one of the owners of the cargo might have started the fire
to get the insurance. At any rate, MHI received a payout from
the national insurance company of Iraqg; thus ended the “Pallas
Athene Case”

Back in Japan, Ohsawa continued working with the major domes-
tic corporations on their international projects until he was appoint-
ed assistant manager of the Tokyo branch for the new joint venture
with JSAS in February 1979. Throughout the 1980s, Japan Schenker
continued to grow, serving the country’s exporters, developing the
new mixed-loading method of shipping, and launching the fairs and
exhibitions department. In April 1994, Ohsawa was appointed direc-
tor of the new Nagoya office, a position he held until he retired from
Schenker in January 1996. He received the Schenker bronze medal
from Frankfurt headquarters in recognition of his 25 years of service.

“There is a German word, ‘Schenkeraner, meaning ‘people who
work at Schenker’,” he says. “As a Schenkeraner, who dedicated my
youth to Schenker, I am very proud of having worked there. In the old
days, some people called me ‘Mr. Schenker.' I was very honored and
grateful to be called that. I promised myself that I would live up to
that name.” |
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Once Upon a Time
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Yoshitaka Sekigawa former Import Manager (Ocean and Air), Osaka, Schenker-Seino
Masaaki Higashiyama former Sales Manager, Osaka, Schenker-Seino
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‘ n zith about three decades of working together for Schenker
and Schenker-Seino in Osaka, Import Manager Yoshitaka
Sekigawa and Sales Manager Masaaki Higashiyama have

seen the company grow from very humble beginnings in Japan to

become the robust operation that it is today.
Both worked at trading houses before starting their long careers

L-R: Yoshitaka Sekigawa, Masaaki Higashiyama
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with Schenker. Higashiyama left his first job to undertake a three-year,
round-the-world trip, through about 20 countries, including Australia,
New Zealand, Canada, the United States, Britain and parts of Europe.
He spent the longest portion of the journey in Australia, and became
confident of his English. Upon his return to Japan, Higashiyama says
he put this skill to use by searching the vacant positions section of The
Japan Times. He was accepted for a job at the Osaka office, starting in
1977, and continued until his retirement in 2007.

His colleague, Sekigawa, joined the Osaka office in 1978.

“Thad been working in the import section of a small trading house
in Kyoto, and a salesman from Schenker would come to our office.

I got friendly with him, and the work sounded really interesting.

So, when a position came up there, I applied,” Sekigawa recalls. “At
the time, Schenker had an arrangement with Nippon Express, and
had a small office in their old building. When I saw the dark room I
was going to be working in, I nearly turned around and went home.
The desks were old, battered ones that Nippon Express had finished
using. My side-desk had only three legs and used to fall over””

“And there weren't enough telephones for everyone. I think there
were only two between four of us at our desks,” adds Higashiyama.
“There was no elevator; and our office was on the fourth floor, up a
staircase with really old-style, big steps.”

“To put it nicely, you could call it a classic building,” suggests
Sekigawa.

“Yeah, areal classic, an antique,” Higashiyama chimes in.

In February 1979, when Schenker tied up with Japan Sea & Air
Systems, Inc. (JSAS), a subsidiary of Mitsui Air & Sea Service Co,, they
were able to move to a new office in Nakanoshima, Osaka.

“Our job at the time was just bringing the goods as far as Japan.
After that, for customs clearance, delivery and everything else, it
was up to Nippon Express. We were an FOB forwarder,” explains
Higashiyama, referring to free-on-board shipping, where the buyer
pays for the transportation of goods.

“And it was still more ocean freight than air freight in those days,”
says Sekigawa. “We used to bring a lot of goods via the Trans-Siberian
Railway route. Costs were low, and the ruble was still really weak
then. In those days we used to import asbestos, which is banned
now, and other materials, for example for tires.”

Shipping via the Soviet Union may have been cheap, but it
was risky as well. Shipments from Europe could not be traced
once they entered the Soviet Union—as there was no means of
communication.

“Military trains had priority, so there were many delays,” says
Sekigawa, recalling one case where a shipment went missing v
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Clients accused us of being
robbers. It was tough to come
into the office on those mornings
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Masaaki Higashiyama

Having a telex service was part
of our sales pitch at the time
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Yoshitaka Sekigawa

50 years in Japan

altogether. “The company was complaining to me constantly. After six

months, the insurance was settled on it. Then the shipment turned up.”

Even outside the Soviet Union, communication was very different
in the days before email and mobile phones, the two gentlemen
remember.

“It was telex in our time. The young guys today don't even know
what a telex is,” says Higashiyama. “It used to come out in long, white
strips, like Morse Code. And we had to go to the special telex room
in Nippon Express to send and receive them. That was the latest
communication tool at the time. Some of our client companies that
didn’t have a telex machine would come to our office to use ours.”

“Having a telex service was part of our sales pitch at the time,” adds
Sekigawa. The transmission deadline each day was 4 p.m., he notes,
and anything after that would wait until the next day.

“The pace was that laid-back in those days,” he says.

Sekigawa also recalls being shocked, since he had come from a
Japanese company, to see the Schenker manager pack up and go
home as soon it was 5 o'clock.”

Sekigawa adds: “The other really big shock when I joined the com-
pany was seeing queries from customers, about shipments, written
on postcards. International telephone calls were still expensive. Our
German manager used to really complain about the telephone bill,
and when we finished work he would put a lock on the phones,” he
explains with a laugh.

It was, indeed, early days for the forwarding business in Japan,
and few people really understood what a forwarder did, according to
Higashiyama.

“Tused to give the example of going on a trip to Hawaii, and not
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contacting the airline directly, but going through a travel agent,
which makes it cheaper. Customers generally understood that,” he
says.

According to Higashiyama, meeting people from countries around
the world, discovering their different ways of thinking and doing
business was the most interesting part of the business, and taught
him a lot about life.

Some of the lessons were not necessarily pleasant, it seems.
Higashiyama recalls, for example, the suspicion of customers whose
consignments were lost to truck hijackers in Italy.

“Trucks carrying brand goods like handbags, things that could be
sold easily, were targeted. Our clients accused us of being robbers,” he
recalls. “It was tough to come into the office on those mornings.”

Sekigawa tells the tale of accepting an order from a small company
in Hiroshima to air freight a Mercedes-Benz car from Germany, not
realizing it was a model with bullet-proof windows wanted by a
gang boss. Unfortunately, the shipment was delayed.

“It was only one flight later than planned, but the guy phoned the
Osaka office and was screaming about killing people and not paying
for shipping. We never shipped another car from that time on,” says
Sekigawa.

Extreme customer ire, he adds, was part of the reason they used to
jokingly call the company “Shikari-Schenker” (“Scolding-Schenker”). It
may also be one of the reasons that Schenker “always had something
of a family feel about it,” adds Sekigawa. He is hopeful that the same
feeling survives the mergers, rapid growth and other changes of
recent years. W
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Takashi Kuroda Senior Adviser, Shibayama Operation Center, Air Export Department, Schenker-Seino
Daizo Furuya Assistant Manager, Air Export Department, Pricing Tearm, Schenker-Seino
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L-R: Takashi Kuroda, Daizo Furuya

air export department of Schenker for more than three decades,
as the company significantly grew almost beyond recognition.

Furuya joined Japan Schenker in April 1980, when there were about
30 people in the Hatchobori office in Tokyo.

“At that time, everyone at the company had entered mid-career,” he
recalls. “Twas the first person to come straight from university, and
they weren't quite sure what to do with me.I'was something of a
guinea pig.” As Schenker had no introductory training for new recruits,
Furuya was sent next door to join the intake of fresh graduates at
Schenker's partner, Mitsui Air & Sea Service, to learn basics such as how
to exchange business cards and answer the telephone.

After working in various departments and sections to gain experi-
ence for 18 months, he was assigned to the air export division. Kuroda,
having been introduced to Mitsui Air & Sea Service by a friend, had
begun working there the previous year.

“Td quit my previous job already, so I was grateful to get the intro-
duction, though I didn't really know what kind of work was involved,”
says Kuroda. “The guy I knew told me that Japan Schenker had just
been established and was still quite small, but had a big organization
behind it and would grow in the future. That turned out to be true in
the end. He was right”

When Kuroda began work in air import sales, it was still a relatively
new sector for the company in Japan, and many potential clients were

T akashi Kuroda and Daizo Furuya have worked together in the

unfamiliar with the Schenker name.

“The name sounded like Shinka, meaning “evolution” in Japanese,
and some people would think that was what we were called. I'd have
to explain it was ‘Schenker’” recalls Kuroda, adding that his first six
months were spent doing little more than accompanying a senior
colleague on client visits. After that, though, orders began to come in,
and he became progressively busier.

“Td often have to go and pick up documents from customers in
the evenings, including from the overseas trading houses around
Roppongi. This was in the 1980s economic bubble era, and a lot of
people would be on their way out to party after work, just asIThad to
return to the office to deal with the orders. It was hard to watch,”
he says.
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The bursting of the bubble at the beginning of the 1990s brought
tough times to nearly every business in Japan, and Kuroda remembers
some lean years before Schenker again saw growth. Through both the
quiet and busy times, he says, work was simpler in many ways than it
is today.

“Tthink I'was lucky to have worked in that era before there were so

many regulations and compliance issues that have to be dealt with.
There was a lot of freedom. It was a good time,” he says.

Less regulation sometimes meant that Schenker handled more unu-
sual cargoes. Furuya cites examples such as the body of an unfortu-
nate Romanian gentleman who had committed suicide in Hokkaido, a
racehorse, and even a circus bear.

“The bear was brought over from France and taken to do a show at
a hot spring out in the countryside somewhere,” he says. “It would be
impossible to do that kind of thing now. We had a lot of interesting
experiences during those times.”

Furuya continues: “The thinking at that time was just to give any-
thing a go, and if it went wrong, you'd learn from it. Nowadays, it's
less forgiving. If you make a mistake, people ask why you didn't check
everything out properly beforehand.”

An attempted change to company rules in 1993 brought employees
into conflict with management, as the company proposed changes to
employment conditions.

Having joined Schenker when it
was still developing, I felt like I
grew up along with the company
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that era before there were so
many regulations
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Takashi Kuroda

“At the time, the company was run in a very top-down manner, and
there was nobody in the senior management who would question
the president’s decision on this,” recalls Kuroda. “So we consulted with
various people and decided our only course of action was to form a
union.”

Most of the regular, non-management employees joined the new
Japan Schenker Union, and the major changes to employment condi-
tions were prevented, recalls Furuya. After running the union for years,
Kuroda and Furuya found that nobody was willing to take over.

“We didn't think it was good for the same people to carry on being
in charge for too long, and so we officially dissolved it around 2006 or
2007, though in reality it had been inactive for years,” explains Kuroda.

The short period of disputes with management had not spoiled the
affection for the company felt by these two old friends and colleagues.

“Having joined Schenker when it was still developing, I felt
like I grew up along with the company,” says Furuya. “If  had
joined another company, I don't think I would have had the same
experiences —including the mistakes—and I'm very grateful for that”

“This company has always had a kind of big-hearted quality toit,”
suggests Kuroda. “My hope is that even as it continues to grow and
develop, it can retain this element.” |
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A Long Look Back at the Changes
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Akira Takahashi former Sales Manager, Schenker Delegation Office, Schenker-Seino and BAX Global Japan
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[ figured I was more suited to foreign companies, and that’s

where I worked all my life
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y ookended by stints at Schenker, Akira Takahashi's four-decade
career on the sales side of logistics saw him work at a number of

companies in the industry.
After a couple of years at Schenker in the early 1970s, he spent some
15 years in the shipping industry. Then, at the beginning of the 1990s,
he received an offer from the American forwarder BAX Global. In 2005,
Deutsche Bahn acquired BAX Global worldwide, which would lead to
the merger of BAX Global Japan K.X. with Schenker-Seino. Therefore,
in 2007, Takahashi found himself back where he had started —at
Schenker.

“Almost all of the companies that I've worked at have been involved
in takeovers, and I'm always on the side that gets bought rather than
the one doing the buying. So when I came to Schenker-Seino from BAX
Global, I thought maybe I should quit because it would also be bought
out,” he laughs. “My life has been full of buy-outs. It was always a bit
unsettling because you never knew until the day before whether it
was going to happen, then an announcement would be made.”

In spite of all the upheavals, Takahashi says he never wishes he had
opted for a more stable career in a domestic company.

“In the Japanese corporate employment system, however hard you
work, that doesn't get you a raise or a promotion. So I figured I was
more suited to foreign companies, and that’s where I worked all my
life,” he says. “Working in American and European companies, you can
see the differences between them too, not just in corporate culture,
but also in the culture of the people. The management in American
companies, compared to European ones anyway, is much stricter, if
things aren’t going well, they'll fire people quickly enough.”

Barring major events such as the 2008 Lehman Shock, which threw
business everywhere into turmoil, Takahashi says, his 20 years at
BAX Global Japan was mostly a matter of making business plans and
meeting targets.

“Looking back on my career now, honestly speaking, Schenker was
the easiest company to work at,” he says. “For me, it was a question of
being suited to the corporate culture. In terms of pressure from man-
agement and headquarters, Schenker looks at the big picture.”

One of Takahashi’s earliest memories of the logistics industry was
the rush to ship videocassette recorders (VCRs) from Japan to Munich
for use in the 1972 Summer Olympic Games. This was also something ¥
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In the past, it
was just an order
to move goods
from A to B,

but nowadays
customers ask
for ideas on how
to organize their
business
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of a harbinger for Japan’s Bubble Era, which
he fondly recalls as a time when the money
flowed and growth was easy to achieve.

“It was completely different then. You can't
even compare the figures to those of today. We
wondered how logistics could be so profitable.
And, at that time, it was really just the port-to-
port business, before it became the end-to-end
logistics services of these days,” he explains.

At the end of the 1980s and the beginning
of the 1990s, Japanese exports were peaking,

and the Sony Walkman boom was at its height,

Takahashi recalls.

“They were chartering jets left, right and
center to send the Walkman overseas. The
airline industry just didn't have enough space.
And it wasn't just Sony. Other Japanese manu-
facturers were shipping goods, such as tires, to
America and elsewhere,” he says. “Our custom-
ers would pay almost anything to book space
for shipments. There was hardly any quibbling
about prices. It must have been the same at
every forwarder in Japan at the time.”

The establishment of the joint venture
with Seino Transportation in 2002 brought
much-needed stability to operations in Japan,
according to Takahashi, who says the same
thing about Schenker becoming DB Schenker
in 2003.

“As a former nationalized industry, Deutsche
Bahn had an image of being very stable, and
that was an important factor for establishing
trust with customers,” he says.

One of the major changes witnessed by
Takahashi in his 40-year career in the industry
relates to the amount of information about
their businesses that customers now share
with their logistics service providers.

“In the past, it was just an order to move
goods from A to B, but nowadays customers
ask for ideas on how to organize their

business,” he says. “It’s not just a negotiation on

price between the customer and the forwarder
anymore, but working out together how to
save costs and be more efficient. I think it will
shift even more in that direction.” Being asked
for advice is a lot more enjoyable than being
complained at all the time, he adds.
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Having been at Schenker when it consisted of small representative
offices in the early 1970s, and returning in the 21st century to a
greatly expanded venture, Takahashi has a unique perspective on the
changes the company underwent. He believes that through it all the
basic corporate culture has remained intact. As an example, referring
to the stability and reliability that is a point of pride for the company,

he notes the length of time that Herbert Wilhelm has led operations here.

“That is one thing that shows you what kind of company it is,”
he says. |
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Learning on the Job

Makoto Hattori Head of the Ocean Transport Department, Schenker-Seino
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akoto Hattori had returned to Japan after a year of study
l \ / 5 abroad when an advertisement in The Japan Times caught
is eye: a position at a freight forwarding company called
Japan Schenker, in Osaka. The company bore the same name as
German guitarist Michael Schenker, one of Hattori's favorite musicians.
“ITthought the name sounded cool, so I applied. Ireally didn't even
know what a forwarder was,” he admits. But there was a second rea-
son for the attraction. “It said there was a chance for overseas travel,
so I thought you went with the shipments, which sounded like a lot
of fun”
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[ thought the name sounded cool, so I applied. I really didn't

even know what a forwarder was
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The misconception evaporated as soon as he entered the office, in
January 1995, as he noticed a whiteboard showing where all the staff
members were that day. Nobody was overseas. It would be three to
four years before getting to do the kind of work he thought he had
signed up for.

“Twas called in by Mr. Sekigawa and told I had to go straight
to Germany with a package,” he says. He rushed home to get his
passport and was on a plane that evening to Frankfurt (via Hong
Kong), and from there to Stuttgart, where he was met by a Schenker
employee and taken to a factory to deliver the package.

Hattori had prepared well for a job requiring flexibility and inde-
pendence. After finishing school, he worked in sales for two years at
a securities firm. But he did not enjoy the strict hierarchical environ-
ment of a typical Japanese company, so Hattori decided to leave and
go to Sydney, Australia, to work and study English.

“Tworked as a tour guide on a bus taking Japanese tourists around
Sydney, showing them the sights,” he says. “It got me used to speak-
ing in front of a lot of people.”

When he joined Schenker, operations were divided into imports
and exports. He did a year in imports, a year in exports, and then
went back to imports. “Then it was divided into air and ocean freight,
and [ went into ocean freight,” he recalls.

In imports, Hattori’s first experience was in customer service
at a time when Italian clothes were extremely popular in Japan.
Shipments came in on weekend flights, to arrive by Monday morning
and get to shops the same day.

“Of course, there were times when the flights were full and goods
were late, so I seem to remember spending a lot of the first year
apologizing,” he says. “I had to learn how to apologize even when it
wasn't our fault.”

International communications, in those days, was also very differ-
ent from today, Hattori recalls.

“It was the era of faxes, but international rates were still expensive,
so we would try to put everything onto one fax,” he says. “And when
the fax came back, everybody’s replies would be on there, so I would
cut them up and put them on their [respective] desks.”
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[ never could

have dreamed

I'd be working in

a swanky office
like this
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Being new on the job, though, he learned
a lot—such as business phrases and
expressions, and how to answer queries in
English —by reading those messages.

“These days, with email, new employees
don't get that chance to learn from more
experienced colleagues,” he notes.

It was still quite a small operation, Hattori
adds, so he could not have imagined how
Schenker would grow to its present size in
Japan.

When Schenker merged with Seino
international operations in 2002, there was
a huge corporate culture gap from Hattori’s
perspective.

“Seino had a very traditional working style,
where working late is seen as a virtue, and
you can't go home until your superiors have
finished for the night. So the two companies
coming together was quite unsettling for
some, but I think it was tougher for people
from the Seino side,” he explains. “For one
thing, the system shifted to Schenker’s, which
is all in English, and not everybody at Seino
was comfortable with that.”

Hattori also believes the transitional experi-
ence in Osaka differed from that in Tokyo.

“Even though there were various issues
with the merger, I think in the Osaka office
the two sets of staff bonded relatively quickly.
That's down to the personality of Osaka peo-
ple, who are generally friendly and open. And
the same was true after the [2007] merger
with BAX Global,” he adds.

Allin all things are going well; still Hattori
sees room for improvement in the future.

“There are always areas where we can do
better, and we need to do what we can to be
more adaptable to manage change,” he points
out. “Often within a large and diverse global
organization, the social or cultural differ-
ences can dictate the engagement between
colleagues, departments and other sister
organizations within the group.”

Hattori continues: “Even the appetite to be
innovative and explore new boundaries can
be constrained if we do not continuously over-
come the tendency to build silos. We always
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need to encourage ourselves to get out of our comfort zone to learn
more and communicate. This will be good for our customers and truly
contributes to the sustainability of the company.”

Hattori himself moved to Tokyo in the summer of 2013, and took
over the position as head of ocean freight.

Today, he gazes out the window of the company’s office and laugh:s.
“When we were in that old building in Osaka —with cords sticking
out from the floor that you'd trip over —I never could have dreamed I'd
be working in a swanky office like this” m
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Hiroaki Kohno Executive Officer, General Manager, Global Projects Division, Schenker-Seino
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the company’s overseas projects business grow from close to zero

in Japan to become a significant integral part of Schenker-Seino’s
business today. He has also seen his share of the difficulties that he
regards as natural to this business.

“My philosophy is that there will always be problems, large or
small, and you can’t run away from them; only solve them and move
forward,” says Kohno.

One of the most serious problems was the seizure by Indian
authorities, in the early 1990s, of a ship bringing crucial power-plant

:[n more than three decades with Schenker, Hiroaki Kohno has seen
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There will always be problems, large or small,
and you can’t run away from them
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equipment from Boston. The vessel was impounded because, on a
previous visit to Kolkata (then Calcutta), it had failed to pay port fees.

“The owner was being sued and so the police refused to allow the
ship to leave, but the cargo was needed urgently. I spoke to the owner
and found out they owed $75,000,” says Kohno. Unfortunately, the
client, a major Japanese corporation, was unable to pay the amount
due to compliance requirements.

“Idecided we had to pay on behalf of the company so the ship
could move,” says Kohno. “The shipment arrived safely at Khandra
after a delay of a week to 10 days.”

As if that were not enough, he continues, the same thing occurred
again with the same shipping operator, requiring a further payout
of $50,000. The client eventually reimbursed Schenker from the pro-
ceeds of an insurance claim.

“They were a very unreliable operator —it was my mistake to
choose them,” Kohno concedes. It has been his ambition to avoid
such mistakes for the sake of the client.

“Our clients rely on us, and our Japanese customers call us the ‘ai to
seigi no forwarder' —the ‘forwarder of love and justice’” he says.

Kohno had been employed by Japanese forwarder UTOC
Corporation, part of the Mitsui group, since 1971, before being
seconded to Japan Schenker Co,, Ltd. in 1980 as part of a tie-up
agreement to develop the project business.

“When I arrived at Schenker, there were less than 30 people in
Tokyo, and 10 or 11 in Osaka,” he says. “It was a very small entity at
that time.”

The global projects division was even smaller, consisting of just
one person, Austrian Franz Herbst, who had started that side of the
business in 1979 and was running it successfully.

Kohno remembers the division growing as staff were added one by
one, until it had expanded from two people when he joined to 20 at
its peak. There are now 15 members on the team.

“The project business goes in waves,” observes Kohno, who even-
tually left UTOC in 1989 and officially joined Schenker the following
year. The nature of the business has changed greatly over that period
as well, he says, explaining that in his early years the shipments
were mainly exports of equipment manufactured in Japan. However,

the strengthening of the Yen from the mid-1980s made domestically ¥
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In order to handle
these kinds of
projects you need
very good and
dedicated people
who understand
everything
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produced equipment more expensive, causing
Japanese construction firms to increase over-
seas procurements.

The mainstay of the division's work is the
transportation of materials, equipment and
parts to overseas industrial facilities, such as
chemical, power and industrial plants that are
being built or operated by Japanese construc-
tion and engineering companies. Much of the
procurement for such projects also originates
overseas.

Kohno has also seen significant changes to
the way the company manages its operations
inJapan, including the role of expat manag-
ers. In the early days he observed that some
of the managers assigned to Japan from
Schenker in Europe were not well-suited to
the Japanese environment in the project busi-
ness. A few did not hold their positions for
long. He eventually convinced the company
that the expense of sending expat managers
was unwarranted, and he has run the opera-
tions himself since the early 1990s.

Many large-scale projects involve moving
huge pieces of equipment. Recently, a 600-ton
oil refinery reactor was transported from
Hokkaido to Singapore, then transferred to
a barge and towed to the shallow waters off
Brunei. The next step was to shift the gigantic
tubular reactor onto a specially constructed
roll-on/roll-off jetty. From there it was trans-
ported inland for installation at the refinery.
As satisfying as that assignment was, Kohno
notes that it was not the heaviest piece of
equipment they have moved, which weighed
in at 825 tons.

As in most areas of business, the biggest
challenge is finding capable staff, according
to Kohno.

“In order to handle these kinds of projects
you need very good and dedicated people
who understand everything. It's not easy
to hire good and experienced people in this
field, so I normally hire young people who
have no prior knowledge. I educate and train
them. It takes three to five years, depending
on the person, to get them to become inde-
pendent and be able to handle this work by
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themselves,” he explains. The aim, as always, is quality. “Sometimes,
clients complained to me that we weren’t cheap. I would respond:
‘We may not be cheap, but we are trustworthy’,” he says.

Kohno says he bases his hiring of people on a principle of “two Ks
and one N”. “The two Ks are kashikoi (smart) and kiai (spirit), and the
Nis nagaku (longevity),” he says. Then comes the obligation from the
employer’s side. A supportive workplace is a major reason behind
Schenker-Seino’s success, he states, illustrating the point by observ-
ing that several individuals left the company but returned later,
“because the atmosphere was different in the other companies.” |
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Troubleshooter
NI TV 2 —% —

Isao Numa former Head of the Fairs and Events Division, Schenker-Seino
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after more than 23 years. He was involved with the company’s
Fairs and Events Division from its inception in 1985, and is
credited with helping the fledgling operation develop and grow. He is
a man who likes to meet any challenge head-on.
“Trouble is my shadow —that's been my catchphrase over the
years, because in this line of work there’s always some trouble or

:[sao Numa officially retired from Schenker-Seino in May 2011,

When things go wrong, what really counts is how you respond
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another,” he says, and explains why he has never run away from
problems. “When things go wrong, what really counts is how you
respond, in order to create trust and enhance the reputation of the
company.”

Numa'’s rich store of memories includes shipments being delayed
by everything from stevedore strikes to typhoons, but even normal
times could be difficult.

“Around March, the containers would usually get very busy as
companies were trying to export a lot by the end of the financial
year,” he recalls. “So [Fairs and Events Division] customers would get
worried about their goods being able to get space on ships.”

One extremely concerned client made such a fuss over whether a
shipment might reach an event on time that Numa took the unusual
step of sending the client a letter stating that if the shipment
was late he would jump out of a window and kill himself to take
responsibility.

“People were asking what happens if the ships are full and you
can't get space.Itold them I'd die,” he says with a mischievous grin.

Numa says trouble has come in many forms—including shifts
in the economy, the offshoring of Japanese manufacturing and
increased competition from lower-cost rivals — creating a tougher
operating environment for the industrial exhibitions side of the busi-
ness. However, new opportunities have opened up in other areas.

Japan's enthusiasm for sport generates business for the Global
Sports Events service that Schenker-Seino launched in 2004. The
company delivered logistics support for the 2002 FIFA World Cup in
Japan and Korea. It was also involved with the Olympic flame coming
through Japan on its way to the Athens 2004 Summer Olympics,
with the runners accompanied by a dozen top-brand motorbikes.

Even potential or perceived problems can cause delays. Numa
recalls having to reassure Greek customs officials that photographic
equipment that it was bringing in for the Olympics would not stray
outside the Olympic venues.

“They were saying that if a cameraman was off drinking in a pub
outside, with the camera round their neck, then that would be a

breach of the rules,” he explains.” He describes a similar problem with ¥
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. with exhibitions
or events, if it
doesn’t arrive on
time, then it’s over
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items imported for the 2005 Nagoya Expo in
Japan, and thus subject to the special customs
regulations that apply to fairs and events.
“Some ladies from an Australian booth

wore their costumes outside the exhibition
venue. They were on a TV program in Japan,
promoting Australia. I had to write a letter to
customs promising that I would keep count of
the number of costumes and make sure none
went missing.”

Numa is convinced that, even besides the
complexity of its customs rules and excep-
tions, the fairs and events service is distinct
from other parts of the logistics business in a
number of ways.

“If it's a shipment of regular commercial
goods and something goes missing, it can be
replaced. The factory can make another one.
But with exhibitions or events, if it doesn’t
arrive on time, then it's over. That’s the risk in
this side of the business,” he says.

There are also distinctions to be explained
to clients when it comes to labor regulations.

“When Japanese customers go abroad for
exhibitions, they expect the same service as
they would receive in Japan. They assume,
for example, the logistics company would
set up their exhibits or booth.” he explains.
“However, in some countries like the U.S., the
staff of logistics and transport companies is
not allowed to do such kinds of set up due to
existing labor laws. It is our responsibility,
therefore, to make sure our customers know
such limitations in advance.”

Despite the hard work, stress and an overly
close relationship with trouble, Numa clearly
has no regrets about the decades spent in his
chosen field.

“Twas sent all round the world and, though
Ididn't get to see many sightseeing spots, I
met alot of people from different places. That
was one of the best things about the job,”
he says. “And I still get invited for meals and
drinks by people from all over the place, even
now.”

Though 65 and officially retired, Numa still
helps out Schenker-Seino from time to time.
Earlier on the day of this interview, he had
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been taking care of the crew of a hot-air balloon brought to Japan by
a German pharmaceutical company as a feature of its participation
in an exhibition here.

“T've been picking them up from the airport, taking them around
and looking after them,” he says. “I was up at 2:30 in the morning to
take them out to test the balloon, but it was raining and the wind
was blowing hard, so they couldn’t take off, in the end.”

It is easy to believe Numa when he says the field in which he spent
his career requires more of a human touch than other areas of the
logistic business.

“You learn all about life working in the fairs and events logistics
business,” he says. B
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Thriving on Chan
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Harumi Taniguchi sales Support, Schenker-Seino
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[ like to hear stories from customers and talk to them
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arumi Taniguchi describes herself as a person who has itchy
eret and gets bored easily. These characteristics, it seems,

mean that logistics sales support is an ideal line of work
for her. Perhaps the regular relocations of her childhood contributed
to the foot-looseness. Born in Tokyo, Taniguchi lived in Osaka,
Utsonomiya, Fukuoka and Yokohama as her father moved around the
country for his work. The moves meant she became used to speaking
to strangers, which she says was good preparation for dealing with a
variety of people.

She began her professional life in banking, but the routine and
very structured nature of the work soon had her looking for a new
challenge. She interviewed for a temporary accounting position at
BAX Global Japan KK, the Japanese arm of an American internation-
al freight forwarding and logistics company, without being quite sure
what the company did. “I didn't know anything much about logistics,
and didn't really know about accounting either,” she admits. She was
accepted for the position, learned accounting as she went along, and
was taken on as a permanent member of staff.

Meanwhile, BAX Global was taken over by DB Schenker and
its Japan operations were merged with Schenker-Seino in 2007.
Reflecting on the inevitable differences between the two, Taniguchi
says she found Schenker-Seino combined the best elements of
Japanese and foreign firms and had a “calmer” corporate culture.

“The office changed, my boss changed, the president changed and
the company changed,” she says. Despite all the changes, Taniguchi
decided after four years of accounting that she had become a
little bored, and so once again sought fresh stimulation. “Through
accounting, I had dealt with personnel from a lot of different
departments, and thought that I would like do the kind of work that
involved working with even more different people. I thought that
sales would let me work with not only staff from various teams but
also customers. And I would have the chance to go out a lot, rather
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than being stuck in one place or one office.”

As chance would have it, someone from sales had expressed a wish
to go the other way. Taniguchi remains very grateful to the managers
in both the accounting and sales department for making the transi-
tion a relatively painless one. With help from her new colleagues, she
learned the ropes of sales.

“Even the customers taught me a lot,” she says with a laugh.
Working in sales has lived up to Taniguchi’s expectations, and she
finds that going out on site and meeting customers is just as interest-
ing as she had imagined.

“Ilike to hear stories from customers and talk to them,” she says.
“When deliveries arrive safely, and customers show their apprecia-
tion, that's very satisfying. But, of course, there’s often trouble, too, so
it's hard work. There’s rarely a day where everything goes smoothly,
and people do get angry, too.”

She still clearly remembers her first experience, after having moved
to sales, of a customer losing their temper at her. “That kind of thing
didn't happen at all in accounting, so it was quite a shock,” she says.

Little by little, Taniguchi developed her perspective on the business
and a deeper appreciation of the various roles.

“When [ worked in accounting, I really didn't understand just
how many people were involved in moving one shipment. Even
small incidents can become big problems,” she explains. “My boss
is very supportive when things go wrong. There are so many things
you need to know about in this field, and parts that I still don't have
enough knowledge about.”

Taniguchi continues: “So I sometimes have to ask obvious ques-
tions [to my manager], but he always explains things properly and
never pulls a face when doing so. He's been working in this area for
seven years, so he knows where problems are likely to occur on the
job, such as when preparing quotes, and warns me in advance. It's
very reassuring to know he’s around.”

One of the techniques Taniguchi uses to relieve stress and clear her
mind is to clean up around her desk. She recalls an incident in 2012
that caused quite a good deal of anxiety.

“There was one really big shipment, a few tons worth, and that
size usually goes by ship. But the client was really in a hurry, and so
wanted to send it by air,” she relates. “The plan was for it to be flown
to Chicago, have some kind of repair work done, and then be flown
back. Some documents had to be submitted to ensure that it went
duty free. The client said they had already spoken to the customs
authorities and confirmed that no duty applied.”

As the load was large, a truck was prepared and space on a plane
was booked, Taniguchi continues, but the day before the flight, cus-
toms officials informed Schenker-Seino that the machine could not
return to Japan without duty being paid.

“When we went back and confirmed with the customer, it turned
out that they had sent a similar shipment previously that hadn't
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required tax to be paid, but it was not exactly the same now,” she says.
“With the space already booked, the client was looking at a loss of hun-
dreds of thousands of yen, and we had until 6 p.m. the following day to
put it right. By the next morning the problem hadn't been resolved; so
our customs clearance team and the client both went to talk directly to
customs. In the end, they got clearance at around 5 p.m.”

That evening, Taniguchi's workspace must have been spotless
indeed. m
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Masaaki ‘Mark’ Ito Executive Officer, Schenker-Seino
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A distinctive Schenker-Seino, with a unique position and value
in Japan’s logistics industry, has begun to show itself
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en Schenker-Seino and BAX Global Japan were merged,
WAasaaki ‘Mark’ Ito, Executive Officer, was concerned about
the differences in corporate culture. At the same time, he
believed that if the strengths of the two companies could be success-
fully melded, the combined entity would become bigger than the sum
of its parts. Schenker-Seino has managed to do just that, combining the
best of the cultures of its component companies, Ito believes.

Having been aware of Schenker since he joined the freight-forward-
ing world in 1985 after graduation, Ito says his impression was that
Schenker was “a bureaucratic German company that supported other
German businesses.” He joined Schenker-Seinoin 2007, as a result
of the merger. AtBAX Global he had managed the sales, finance and
IT departments before being appointed head of Japan operations. At
Schenker-Seino, he has not been disappointed.

“Inthe seven years since the merger, a distinctive Schenker-Seino,
with a unique position and value in Japan, has begun to show itself,”
he says. “Ireally believe that the next generation in the company will
enable it to grow even more.” A somewhat unexpected benefit from
the takeover of BAX Global came in the way of languages, Ito observes.

“When we were an American company, the fact that a lot of the
Japanese staff’s English wasn't that good was kind of an excuse for
some. And the Americans couldn’t speak Japanese either, so it was the
same both ways. But with a German company it was different. They
all studied English too, so we were in the same situation,” Ito explains.
He adds that in his opinion the approach of German companies to
global business, including proficiency in English, is part of the reason
for Germany's recent economic strength, and that this is something
thatJapan should learn from in its attempts to escape from the “lost
decades” of sluggish economic growth.

The contract logistics sector is one where the Schenker-Seino
joint venture has built on the combined strengths of the merged
companies, according to Ito. This business has grown exponentially
since 2007.

“Japanese companies have traditionally been weak in logistics.
Japanis good at making things, and not bad at selling them, but it lacks
inthat structural side,” he says, adding that the industry has been
undervalued inJapan.
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Leading up to

the 2020 Games,
Japan needs to
transform the
way it is doing
business
2020 D F ) Yy
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“Top graduates don't join logistics
companies inJapan. They go into the big
trading houses,” he notes. From his point of
view, there is no more interesting sector than
logistics, even though things don't always go
according to plan.

“Even with the really tough times, you can
look back years later and tell the stories,” he
laughs.

One such story relates to when Schenker-
Seino assumed responsibility for Cisco’s logis-
tics center inJapanin 2010. The transition of
operations for this new and valuable contract
suffered particularly severe teething troubles.
Itorecalls sending out an emergency call to
other departments, requesting that they send
staff to assist with whathe describes as a
crisis situation. From the meeting at which he
issued that appeal, he headed straight to the
logistics center at Narita and would hardly
leave the site at all for the next two weeks.
After working long hours every day to resolve
ahost of problems, he would check into a
nearby hotel in the early hours of the morning.

“Then!'d check out again at eightin the
morning and go straight to see customers who
were angry at us over what was happening,”
Itosays, adding that it took around six weeks
before operations began running smoothly.

The project remains the toughest he has
worked on since BAX Global Japan was
absorbed into Schenker-Seino, surpassing
even his work in Iraqg and Kuwait the previous
year, providinglogistic support for Japan's Air
Self-Defense Force.

Globalization continues to drive growth
for thelogistics industry, and Ito believes
Schenker-Seino has grown as a result.

“Global companies are using global logistics
companies such as DB Schenker for their
transport and logistics operations, since
most of the decisions are made by their head
offices,” he points out. These companies
already rely on Schenker somewhere else in
the world, so they find it useful to bring their
Japanese business to Schenker-Seino.

“Being part of a global company enables us
tomaintain a global standard,” Ito continues.
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“That’s very crucial for our clients who want to adhere to one global
standard within their own network worldwide.”

Schenker-Seino’s Japanese operations are considered unique by the
executive officer. “We have many employees coming from various
nations [over 15 different nationalities],” he explains. Those influences
come together to create what Ito describes as the unique culture of
Schenker-Seino, “which helps us respond to the various needs of our
customers — be it Japanese or foreign companies.”

Onthe one hand, foreign companies doing business in Japan, or hop-
ingto do so, rely on Schenker-Seino to help them meet global stand-
ards here, and comply with local rules and regulations, as well as serve
as a cultural bridge. On the other hand, Japanese companies want to
become more competitive in the global market and, therefore, value
Schenker-Seino’s international experience, language capabilities, etc.

“Leading up to the 2020 Olympic Games, Japan needs to transform
the way it is doing business,” cautions Ito. “It needs to become more
global, as this remains one of the key drivers for success.”

The preparation for the Games “is our chance as a company with
deep international experience to advance Japan in implementing
greater global logistics standards.” m
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come together to create the Schenker-Seino joint venture that
has proved such a resounding success and continues to go from
strength to strength.

Having graduated from Tokyo's Keio University in 1985, Maruta
worked for the Japanese government, successively holding positions
in branches such as the National Tax Agency, Economic Planning
Agency, and the Ministry of Foreign Affairs. Therefore, he already had

]:f not for Hidemi Maruta, Schenker and Seino may never have
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Seino was able to benefit from its German partner’'s know-how
as it expanded in the third-party logistics sector, while Schenker
was able to acquire new business from Japanese companies

operating in Asia
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a strong background in both finance and international affairs, and
was fluent in English when recruited by Seino. All this would stand
him in good stead as Seino began to look beyond Japan’s shores for
new business opportunities.

“Seino’s international business was not profitable, and we had
plans to invest in facilities for third-party logistics, which didn’t really
exist back then in Japan. Third-party logistics had already developed
in the United States and in Europe, so we contacted a few companies
there,” he explains. “I sent a letter to Schenker in Germany — this was
the late "90s, when email and mobile phones were not so wide-
spread. About a month later, our general affairs department received
an unexpected telephone call from Schenker’s headquarters in Essen,
Germany.”

The message was simply for Maruta, who at the time was a
general manager in the corporate planning office, to directly call Dr.
Joachim Klein of Schenker's logistics department. Maruta remembers
his surprise at being informed over the phone that he would need to
visit Essen if he wanted to discuss a tie-up with Schenker. As Seino
was a traditional, domestically focused Japanese company at the
time, communication with Schenker was an issue due to a dearth of
staff with English-language abilities.

“Ivisited Schenker in Germany with one of our board members,
who spoke only Japanese, and we had no interpreter with us,” recalls
Maruta, who became Seino’s point man for all the negotiations that
led to the tie-up.

From the beginning, Maruta felt there was already some affinity
between the two parties. However, there were also some obstacles to
overcome. Bad experiences with former joint venture partners had
led to some resistance against another partnership with a Japanese
company on the Schenker side.
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A joint venture is
like a marriage,
not something
that you can end
easily. It's forever
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“Some of the veterans of Schenker’s first
joint venture in Japan still remained, and
they said, ‘We don't trust the Japanese. They
argued against the idea of working with
Seino.”

Supporters of the joint venture at the time,
who would eventually win the day, included
current Schenker chairman Dr. Thomas C.
Lieb, who was then responsible for operations
in Europe and the Middle East, recalls Maruta.
A month after the visit to Essen, Schenker’s
head of Asia-Pacific, Ulrich Villinger, came to
Japan from his office in Singapore for further
discussions.

“This was the beginning of the relationship
between Schenker and Seino, around 15 years
ago. Time flies,” says Maruta.

Despite some concerns on both sides about
corporate cultural differences, and a lack of
English speakers among Seino employees, the
coming together of the two companies went
ahead very smoothly, Maruta believes. Seino
was able to benefit from its German partner’s
know-how as it expanded in the third-party
logistics sector, while Schenker was able to
acquire new business from Japanese compa-
nies operating in Asia.

“Schenker had tried to gain access to
Japanese clients by hiring local staff, but
it hadn't worked out. It was after the joint
venture with Seino that they were able to win
contracts from those companies.”

Maruta adds: “Seino also benefitted, by get-
ting lots of business from Schenker's overseas
customers. We have about 300,000 customers
in Japan, but Schenker is the largest customer
of Seino’s domestic logistics business here.”

Maruta describes the Narita Logistics
Center, which opened near Tokyo’s main
international airport in 2002, as “the first
monument to the alliance between Schenker
and Seino.”

Later, when it was time to negotiate the
merger with BAX Global Japan, Maruta was
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again called into action because of his expertise in financial matters.
He flew to Singapore to finalize the price of shares that had to change
hands as part of the transaction.

Looking ahead to the future of Schenker-Seino, Maruta recalls the
words of Villinger during the initial discussions about the tie-up:
“A joint venture is like a marriage, not something that you can end
easily. It's forever”

Maruta says his hope for the alliance, which he was so instrumen-
talin creating, is that it will continue forever and keep on growing in
stature in the Japanese market. m
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Aiming for Invisibility
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Keigo Watanabe Executive Vice-President of Schenker-Seino, President of Seino Logix
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discussing his work. As a Vice-President of Schenker-Seino
and President of Seino Logix, he acts as a connector between
the German and Japanese sides of the joint venture. It is a vital role, he

((- 3 ridge” is a word that Keigo Watanabe uses frequently when

notes, for if the two corporate cultures —which consist of different ways
of thinking and doing things —are not brought together properly, then
real business synergy cannot be achieved.

“As the representative of Seino, my main role is to act as a bridge
between Seino and DB Schenker. Rather than being just a link between
the business operations, I connect the people and cultures,” says
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Being Japanese, I also understand the thinking of Seino.

So my job is to be the bridge
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Watanabe, adding that the kind of understanding that is needed has been
lacking in the past, and the issue persists to some extent.

Also, being the president of Seino Logix since the time it was a 60%-
Dutch, 40%-Seino joint venture, Watanabe is probably in a better position
than anyone to understand the situation of Schenker-Seino’s President
and CEO Herbert A. J. Wilhelm.

“But, being Japanese, I also understand the thinking of Seino. So my job
istobe the bridge,” he says.

Bringing the presidents of Seino Transportation and Schenker-Seino
together for regular meetings is one sign of progress, he adds.

“The meetings began in early 2013, and they have been getting togeth-
er every few months to talk about whatever issues or problems there
are,” he explains. “This didn't happen for the first 10 years or so of the joint
venture.”

The meetings are still at an early stage of development, but are begin-
ning to become very productive, says Watanabe, who acts as an English
interpreter on the Seino side of the discussion.

It has been a problem, he says, that most people at Seino have little
experience of communicating with people from abroad, so they have
difficulty in expressing their opinions. He places this observation in the
context of globalization, with localization being one of the keys to success
for international companies. Schenker-Seino manages to achieve this
to some extent, by adding a local flavor to rules and policies emanating
from DB Schenker’'s German headquarters. However, Watanabe contrasts
Schenker with Seino, which is based in rural Gifu prefecture, far from
Tokyo.

“Because of that big gap, the bosses of Seino Holdings and DB Schenker
need to meet and discuss strategy. That finally happened recently when
the chairman of DB Schenker came to Gifu,” he says.

Even though the two companies have created a joint venture, there
are still few opportunities for Seino and DB Schenker managers to meet
and talk to one another, says Watanabe. He says personnel should get
together outside office hours, so they can relax, talk more freely and come
up with newideas.

Justlast weekend, afew of us planned a fishing event and invited some
people tojoinus. Unfortunately the eventhad to be cancelled duetoa
typhoon.

Among the many differences between German and Japanese v
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corporate culture, Watanabe points to a similarity —being the strong
tendency to appoint compatriots to head overseas operations.

“Most global firms will have a local president. Japanese and German
companies are the only ones that usually don't,” he says. Not that he
minds in the case of Schenker-Seino, as he makes no secret of his admira-
tion for both the company and its president.

“Ireally think that Schenker-Seino is a great company —that’s not
flattery—and a large part of that comes down to the president,” he
says. “My first impression of Mr. Wilhelm was that he was kind of stiff,
fitting my image of German people. But as I got to know him, Irealized
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he’s really very kind, considerate of others, and
smart.”

Schenker-Seino’s strong business perfor-
mance since its founding has also won it many
fans at Seino Holdings, according to Watanabe.
Of the numerous Seino Holdings companies, he
sees Schenker-Seino, due to its global connec-
tions, as the one most crucial to the future of
the group. He would like to see Seino learning
more from Schenker-Seino in terms of an
international perspective, as well as manage-
ment and employee education; and, once again,
Watanabe is personally involved.

Aswell as being in charge of the English-
language education program for Seino
Transportation staff, Watanabe is responsible
for a staff exchange initiative that will see Seino
personnel sent to DB Schenker offices overseas
in order to gain international experience.

“Tthink the Seino side has more tolearn,
though we currently have one Schenker-

Seino staff working at our office in Tsurumi,
Yokohama, tolearn how Japanese logistics
works,” he says, adding that the two sides need
to form better joint international operations.
“Seino has alot of power in Japan, with 24,000
trucks. Combining that power effectively with
the international side of the business would be
a big boost to DB Schenker, too.”

Watanabe sums up the highs and lows of his
job quite simply.

“Hearing from the DB Schenker side that
they're glad to have entered into the joint
venture with us inJapan” is the most enjoyable
part.

“The toughest part is being in the middle,
between the two companies, and being thought
of as the bad guy by both sides.Ithink some-
times both of them suspect I'm secretly working
for the other side,” he says with a hearty laugh.

Having recently turned 60, Watanabe worries
about who will continue his work once he
retires, though he also says he hopes his job will
become obsolete.

“My aim is to become like an invisible man, so
that when the two companies achieve complete
synergy, my name and title will disappear.” |
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that when the two
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50 years in Japan

Dedicated to Logistics
JATAT AVES;

Herbert A. J. Wilhelm president and CEO, Schenker-Seino
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of German military service, assigned to a helicopter unit,
Herbert A.J. Wilhelm had to decide on a career.

“Twas interested in something international, not just being a
tourist, but actually working for longer periods in different cultures.
A family friend suggested the transportation sector,” he says. “I had
considered studying law initially, but I have never regretted going the
logistics way.”

Wilhelm, now President and CEO of Schenker-Seino Co,, Ltd., joined
DB Schenker in Frankfurt as an apprentice.

H aving graduated from high school and completed 15 months
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In order to remain competitive, Schenker-Seino must
continue building on its strengths
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“After the apprenticeship, when the company asked me to become
aregular employee, I declined,” he recalls. “I worked briefly at a bank,
to save some money, then traveled around the United States for
about four months with a girlfriend.”

Keen to build on his language skills after returning from the U.S., he
studied English and French for a year at a private language school in
Frankfurt, obtaining an interpreter’s certificate for English.

“Schenker’s head office was in Frankfurt at that time. I went there
and told them that I was interested in rejoining the company, if they
would send me overseas,” he says.

The company agreed. As it happened, the Schenker organization in
Switzerland was looking for somebody with the kind of training that
young Wilhelm had received, in the airfreight business, during his
apprenticeship.

“At about the same time, I met my future wife. Fortunately, saying
yes to Zurich did not mean losing the love of my life,” Wilhelm says,
laughing.

The permit to live and work in Switzerland was limited to 18
months, during which time he worked for Witag Schenker Jet Cargo
AG at Zurich Airport. Then, through a friend in the Schenker U.S.
organization, he was invited to work in Houston, Texas, as an air
freight department supervisor. After two years there, he took over as
air freight manager for the company in Dallas, and was soon promot-
ed to branch manager.

Meanwhile, romance blossomed as the lady from Frankfurt joined
him and they were married.

“After four years in Dallas, I transferred to Miami and became
responsible for the local branch and the Latin-America gateway,” he
recalls. “My two daughters were born in Florida.” After seven years
of the unique Miami atmosphere, the couple felt it was time for a
change.

“Ilet the company know that I would be interested in a position
in Asia,” says Wilhelm. “In 1996, I accepted the position of branch
manager in Osaka, with responsibility for the Western half of Japan.”

Around 1998, he began commuting regularly to Tokyo, preparing
to take over from executive vice-president Hans-Jiirgen Schlausch as
effective leader of Japan Schenker. In 1999, he relocated his family to
Tokyo, and took over the reins from Schlausch the following year.
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50 years in Japan

“The president of the company was a Japanese person from our
joint venture (JV) partner M.O. Air, now MOL Logistics,” Wilhelm
recalls. “When we separated from M.O. Air and formed a new joint
venture with Seino [in 2002], my title changed to President & CEO.”

The new Schenker-Seino was about twice the size of Japan
Schenker in terms of employees and revenue. The company almost
doubled in size again in 2007 when it was merged with the Japan
operations of American freight forwarder BAX Global.

“In terms of air freight and ocean freight, Schenker-Seino was the
larger entity; but in terms of logistics and warehousing, BAX was
bigger. BAX also had a customs brokerage license,” says Wilhelm. “It
was a very good match.” He describes the joint venture with Seino in
similar terms.

“Talways say that there were two partners who found each other in
the end,” he says, explaining that Seino needed a way of strengthen-
ing its international business, while Schenker saw the advantage of
Seino’s standing in the domestic market, as well as its fleet size. “Seino
is the market leader in the LTL [less than truckload] business, which
was very appealing to Schenker.”

The break with M.O. Air, though necessary, was difficult, he adds.

“There were areas where we competed; but, overall, M.O. Air had
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been a very good partner since Japan Schenker
was established back in 1979,” he says. “Their
initial reaction to the separation was not very
positive.”

The mergers have helped to transform the
business, Wilhelm explains.

“Like our whole industry, we were gradually
developing from being a freight forwarding
company to being a logistics and transport
management company,” he says, pointing to
the September 2013 opening of the compa-
ny’s largest warehouse so far, in Baraki (Chiba
Prefecture), next to the Wangan Expressway.
“There is a lot of focus, and a lot of investment,
on the logistics part of our business.”

That said, he adds, there is also plenty of
room to grow in air freight, ocean freight,
projects, fairs, events and removals.

“We have not, by any stretch of the imagina-
tion, come close to limits of how much we can
grow,” he insists.

In order to remain competitive, Wilhelm
says, Schenker-Seino must continue building
on its strengths.

“We have a great foundation with the global
network provided by DB Schenker and the
domestic network provided by Seino. We have
invested a lot in our IT infrastructure. We are
continually training our people so that they
keep up with the changes,” he says.

Among the current challenges faced by the
company is the general shift by clients from
air freight to using ocean freight as much as
possible.

“Also, we need to come up with new
ways that make us stand out. We have
certain tools that help in this respect,”
Wilhelm says, citing the example of DB
SCHENKERsmartbox—which is mounted
inside a container to monitor position, humidi-
ty and temperature; and acts as an alarm if the

container is opened at the wrong time or place.

Wilhelm counts the mergers with Seino
and BAX Global as the most challenging and
rewarding events that he has experienced
during his time in Japan.

“That is something I think I can count as an
achievement,” he says. ®
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50 years in Japan

Eyes on the Future

rAKexw HPEz T

Bringing new ideas, a critical eye, and a tireless drive for innovation remain key factors to
realize Schenker-Seino’s vision to be the best value-creating logistics and transport provider
In Japan. So it seemed most fitting on the occasion of celebrating five decades in Japan that
Herbert Wilhelm, President and CEO of Schenker-Seino, was joined by members of the 50th
anniversary cross-functional project team to share their views on the company and its future

in a relaxed roundtable.
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s Schenker-Seino prepared for its 50th anniversary, President
A and CEO Herbert A. J. Wilhelm gathered together a small group

for a free and frank discussion of the company’s culture, weak-
nesses, strengths and future direction. Wilhelm began by noting that
the Schenker-Seino joint venture is clearly an exception to the rule for
the DB Schenker organization.

“Normally, wherever DB Schenker does business, it is a 100% sub-
sidiary of Schenker AG,” he said. “As a joint venture, we are part of two
rather large organizations —DB Schenker, on the one hand; and Seino,
on the other. This brings with it additional challenges and additional
considerations.”

It also brings advantages, as pointed out by Lisa Boerner, who is in
charge of communications. “One of our strengths is the diversity of our
staff. We have people not only from different countries, but also with a
lot of different ideas,” she said.

“The variety of points of view is something we can utilize,” added
Lars Jessen, Business Analyst in the controlling department. “Japanese
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culture, generally, is based on consensus, while the rest of us are more
individualistic. You'll get two different views, which can lead to a better
solution than just one view.”

Project Manager Isabel Akagawa added that variety makes for an
even more stimulating work environment.

“Our business is constantly moving. It is never static,” she said. “I
don't think it will ever get boring.”

Francois Rollier, who is in charge of the route development team in
Tokyo, said he enjoys working at Schenker-Seino because “it is a human
corporation. The blend of cultures also makes it unique.”

“Tknow people who work for American or European corporations
inJapan—and either they are very Japanese, or very American or
European,” he explained. “Schenker-Seino is different.”

The main reasons for the company’s unique characteristics are
two mergers, first between Japan Schenker and the international
forwarding division of Seino in 2002, and then between Schenker-Seino
and BAX Global Japan in 2007.

“The merger with BAX Global was a kind of culture shock,” said

Lisa Boerner, Communications
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Francois Rollier, Head of Route Development
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Hisaki Wakaki, General Manager,

Contract Logistics Operations
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50 years in Japan

Shigeru Uchida, Manager in the customer support department, who
has been with Schenker for 15 years. “Before that, I think the culture
was European, but it became global. Many things changed.”

Hisaki Wakaki, General Manager of contract logistics operations, had
worked at BAX Global for almost 24 years, before the 2007 merger, and
regards change as a constant in the logistics industry.

“We all have to get used to change. Customers in logistics are always
asking for something new or different. We have to take the initiative
and anticipate the customer’s needs,” he said. “So, I also want people to
change, and in order to change I want them to take risks”

Wilhelm rated the mergers as successful, especially when compared
to others that have occurred in Japan.

“Going through the integration process is not something that should
be taken for granted. Everybody has contributed enormously to make
this happen,” he noted. “This is one of the major achievements of the
company so far.”

Change is also constant for Jessen.

“Everything is constantly being updated, upgraded and integrated,”
he said, adding that a company survey of employees has led to better
communication between departments and between offices in various
countries. “People are talking to each other much more. This recent
change had a very positive impact.”

Jessen noted that his department is sometimes viewed as “the police
officer of the company,” so it is not the most popular department.

“Twould like to change that, and to make people aware that we are
here to help. We are not here to inflict pain. What I want is to work
together with people to improve processes and improve efficiency, with
more trust and more communication,” he added.

Communication is vital when everyone is adapting to change.
Akagawa described the task of her team as, very simply, replacing old
software with new software.

“The new software requires completely different processes and
approaches. And that requires a lot of flexibility on the part of people,
to try new things,” she said.
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Wilhelm agreed, and noted the difficulty of recruiting internally for a
division that may be growing faster than others.

“Itis about people being willing to leave their own comfort zone.
That is not happening as much as I would like,” he said. “We should do
more to help people understand that a move from one department to
another may be in their own best interest.”

Wilhelm also expressed his desire to continue raising the level of
awareness, by employees as well as external stakeholders, of Schenker-
Seino’s vision, mission and values.

“Our vision statement talks about value creation. It talks about our
greatest asset, our employees. There is also environmental responsibili-
ty. These are all very nice features, but I think we need to talk in greater
detail about how it affects each individual,” he said.

The company’s values are crystallized in the acronym “PROCEED”
(Promote teamwork, Respect agreements, Offer advanced services,
Care for the environment, Empower employees, Emphasis on quality,
Develop opportunities)

Rollier then noted that the 50th anniversary is a perfect time to
review and renew.

“It's a very good opportunity, especially for a company like ours,
where things move very fast and are always changing,” he said.
Specifically, he hoped for the slogan, “Best value-creating transport and
logistics service provider,” to be a motivator for more employees. “A lot
of us actually do it. Now we have a good opportunity to find new ways
to actually get people to feel this drive.”

Wakaki then pointed out the importance of employees being happy.
“We cannot deliver the best value to the customer if we are notin a
good mood,” he argued.

Turning to the future of Schenker-Seino, Wilhelm said he aims for an
atmosphere of togetherness in which everyone feels able to contribute
their special talents.

Togetherness, noted Boerner, is particularly important in a group of
such diversity. “The key is that everybody feels that they share the same
vision of the future,” she said.

Participants also emphasized continuing Schenker-Seino’s sense of
uniqueness, keeping abreast of developments in IT, maintaining a high
level of transparency, and preserving the pioneering spirit of founder
Gottfried Schenker.

“Tknow for sure that we'll still be pioneers and adventurers in the
way we approach the business,” said Rollier.

There was also agreement that the company will grow.

“Tthink the biggest challenge for the future is similar to what we
have now,” said Jessen. “We have been growing pretty fast and will
continue for the foreseeable future. Now we are laying the foundations
while we have a relatively manageable size”

“There will be times when we have to take a step back in order
to make two steps forward, but I certainly expect us to be an even
stronger company in the years to come,” said Wilhelm. |
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GLOSSARY

> AEO license

Authorized Economic Operator status. The AEO
system aims to maintain smooth and secure inter-
national trade and logistics. Simplified and relaxed
customs clearance procedures are available to AEO
licensed companies, which have put in place an
infrastructure to ensure cargo security and compli-
ance. The basic guidelines for implementing and
establishing an AEO system have been determined
by the WCO (World Customs Organization). Regional
AEO systems fall in line with these guidelines. The
AEO system was introduced in 2006, first requiring
compliance by only exporters. In 2007 the sys-

tem was expanded to cover importers and ware-
housing companies; in 2008 to include customs
brokers and forwarders; and in 2009 to encompass
manufacturers.

> Barge
Flat-bottomed vessel. Pushed or towed, for trans-
porting freight.

> Bubble Era

Also: Japanese Asset Price Bubble. Period between
1986 to 1991 when real estate and stock market
prices greatly inflated in Japan.

> Contract Logistics

Logistics service package tailored to the customer’s
needs and provided by a third-party logistics service
provider under a long-term contract.

» DC-3

Douglas commercial airplane by Boeing. First
delivered in June 1936, and considered the greatest
aircraft of its time.

> Dead Freight
Payable charge for cargo space that has been booked
but was not utilized by the charterer or shipper.

» FOB

Free On Board. Part of Incoterm standard pub-
lished by the International Chamber of Commerce.
Generally indicates that the buyer has to pay for
transportation of goods from the time they are
loaded to the vessel. Exception USA and Canada:
two forms of FOB (origin and destination). FOB
origin means the buyer has to pay for transporta-
tion. FOB destination means the seller has to pay for
transportation.

» Freight consolidation license

License that qualifies the holder to combine small
cargo for more than one consignee into a single
container.

> (Freight) forwarder

Agent that provides transportation services, includ-
ing issuing all related documents, as an intermedi-
ary between the shipper and the carrier, typically on
international shipments.

> Groupage consignment/consolidated
consignment

Combination of two or more smaller shipments
into one larger transporting unit. The first groupage
consignment was arranged by Gottfried Schenker
in1873.

» IATA

International Air Transport Association.
Representing some 240 airlines, or 84% of total
air traffic, as the trade association for the world’s
airlines.

> Kintetsu (KWE)

Kintetsu World Express, Inc. A group of over 130
affiliated companies, founded in 1948. One of
Japan’s major freight-forwarding companies.

» Known shipper regulations

Regulations that define the conditions a shipper

has to fulfill to be registered as ‘known shipper’.
Shippers or forwarders wanting to send cargo on
passenger aircrafts need to register as ‘known ship-
per’ or regulated agent’. No cargo is allowed to be
shipped anonymously. The program was introduced
by the International Civil Aviation Organization
after 9/11 as security measure for air cargo on pas-
senger air carriers.

> Jetty
(a) wharf or landing pier; (b) structure projecting
into the sea to protect the harbor.

> JSAS

Japan Sea Air Systems, Inc. Subsidiary of Mitsui
Air & Sea Service Co,, later M.O. Air System Inc.
Was completely incorporated into Mitsui Air & Sea
Service later. JSAS formed the joint venture with
Schenker & Co., GmbH that resulted in the founda-
tion of Japan Schenker Co, Ltd. in 1979.

» LNG plant

Liquefied Natural Gas plant. It receives natural gas
from a pipeline, chills it to liquid form and stores it
for delivery to public or private customers.

» Mitsui Air & Sea Service Co.
Japanese forwarder founded in 1960. Renamed M.O.
Air System Inc. in 1989.

> M.O. Air

M.O. Air System, Inc. Formerly, Mitsui Air & Sea
Service Co; today, M.O.L Logistics Co., Ltd. Joint
venture partner of Schenker from 1979 to 2001.
Global logistics services provider and one of the core
companies of the Mitsui O.S.K. Lines group.

» Mutual Representation Agreement (with
Nippon Express)

Agreement between two companies that will allow
each party to advertise and represent the other.
Schenker's agreement with Nippon Express made

it possible to establish a delegate office in Japan.

In turn, Nippon Express had representatives at
Schenker in Germany.

> Nippon Express

Nippon Express Co., Ltd. Japan's largest domestic
transportation company, founded in 1937. Schenker
AG established its first delegation office at Nippon
Express’ premises in Tokyo in 1964.

» NVOCC

Non Vessel Operating Common Carrier. Cargo
consolidator without own vessel, functioning as a
carrier by issuing own bills of lading/air waybills
and assuming responsibility for the shipments.

> Routing (order)

Document issued by the freight payer, confirming
the transport of his/her shipments by a certain
freight forwarder. Prevents unauthorized parties
from claiming and collecting the cargo.

» Shipping company
Firm transporting cargo by ship, air, train and/or
truck.

> Special customs regulations that apply to fairs
and events

Goods and equipment used at fairs and exhibi-
tions fall under the so called temporary admission

regulation when imported and exported. No duty
has to be paid if they fulfill certain requirements,
such as period of use (usually one year), quantity
of samples (e.g, reasonable), use (e.g., only shown/
demonstrated, not sold), and charge (e.g, free of
charge).

> Stevedore
Person who works at, or is responsible for, loading
and unloading ships in a port.

> Stinnes AG

Logistics service provider. Founded in 1808 as com-
pany for shipping and coal mining. After acquir-

ing Schenker AG in 1997, Stinnes AG was in turn
acquired by Deutsche Bahn AG in 2002. Renamed to
DB Mobility Logistics AG in 2008.

> Supply chain management (SCM)

Management method that aims at improving
operational efficiency. It links all steps of a flow

of products or services from procurement of raw
materials and parts to the end customer. Supply
chains connect various companies like raw material
suppliers, parts makers, manufacturers, retailers,
logistics companies or maintenance service
providers and are mostly constructed around big
companies which take the lead. Therefore: SCM is

a method that aims on the optimization of entire
supply chains by managing the flow of services
and products based on the exchange of information
between all parties involved.

> Telex

Service for international transfer of messages
through a secure network of teleprinters connected
to a system of switched exchanges.

» Third-party logistics (3PL)

Outsourcing parts—or all —of a company’s logistics
operations to improve efficiency. 3PL companies are
experienced logistics professionals that plan and
execute logistics activities on behalf of the shipper
to avoid or resolve issues arising from conflicts of
interest between the shipper and the forwarder.

INDEX OF NAMES

> Abe, Hideyuki

Becomes vice-president of newly formed joint ven-
ture Schenker-Seino Co, Ltd. in 2002, after serving as
managing director at Seino’s air & sea cargo division.

» Abe, Shinzo
Twice-elected prime minister of Japan (2006-2007,
2012 to present).

» Andratschke, Arno S.
One of the first Schenker delegates in Japan. Becomes
vice-president of Japan Schenker in 1981.

» Fujioka, Kiyoshi
President of Mitsui Aviation Service in 1975.

» Fukuda, Kinji
Employed at the Mitsui Aviation Service office in
Dusseldorf in 1975.

» Glaser, Klaus
Becomes vice-president of Japan Schenker in 1985.

» Herbst, Franz
Originally from Austria, started the Global Projects
business of Japan Schenker in 1979.

» Hirsch, Moritz
Co-founder of Schenker & Co.in 1872.

» Holzer, Marcell Moritz

[talian-born executive of Schenker & Co. who estab-
lished Berlin as the new HQ in 1919 and created a
network of branches in Germany that remains the
organizational backbone of the company.

> Huels, Joe (Josef)
One of the first Schenker delegates in Japan.

» Imura, Masanari
Becommes president of Japan Schenker in 1985.

» Karpeles, Moritz
Co-founder of Schenker & Co.in 1872.

> Karpeles-Schenker, Emil
Son of Moritz Karpeles, becomes sole managing
director of Schenker & Co.in 1914.

» Klein, Dr. Joachim

Head of Product Management Logistics Services at
Schenker AG from 1998 until 2000. Part of the team
that negotiated the joint venture with Seino.

> Knappik, Klaus
Vice-president for newly established Japan Schenker
Co,, Ltd.

» Lieb, Dr. Thomas C.
Chairman of the board of Schenker AG since 2008.

» Ogiwara, Tadashi

President of M.O. Air Systems, Inc. prior to 2001 ter-
mination of longstanding joint venture agreement
with Schenker.

» Schenker, Gottfried
Swiss co-founder of Schenker & Co. in 1872.

» Schenker, Michael
Ex-guitarist of the famous German hard rock band
“Scorpions”.

> Schenker-Angerer, Dr. August
Adopted son of Gottfried Schenker and his successor
as managing director of Schenker & Co.

» Schlausch, Hans Jiirgen
Arrives in Japan as executive vice-president of Japan
Schenker in 1993.

» Villinger, Ulrich
Chief executive officer of Schenker Asia Pacific from

1995 until 2002.

» Yoshida, Keiichi
First president of Japan Schenker Co., Ltd.
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The past 50 years for DB Schenker in Japan were shaped not only by the movement of the
market or the changes in the industry. It- was mainly the people — customers, partners
and staff — who made the company what it is right now. A major player in the Japanese
transport and logistics market.

- Sy T s =
This book captures the sp1r1t the passion, the know-how and the resourcefulness of the
foundezs, leaders and staff — along with perspectives of customers and partners.
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