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9TH FFSI GLOBAL SALES AND MARKETING MEETING

Our 9th Sales & Marketing Meeting held in Kuala Lumpur in October
2009 started with the traditional Quick Quiz. Participants were split
into Groups to answer the questions and, as usual, there was no winner
able to achieve a 100% pass rate! Anyway, fun was had by all and
everyone was able to learn a little bit more about FFSI through the quiz.
We continued our SEX (Selling; Effortlessly; X – where you sign) theme
with a new slant on good sex. Last
year we agreed good sex
needed a good partner but this
year decided good sex may
need:
Vision; Initiative; Application;
Goals; Recognition; Achievement VIAGRA!
FRANCIS NG & NISHAT AHMED
GOLD AWARDEE

Those who had worked with good
partners or who had also taken
“VIAGRA” in the 12 months since
the last S&M Meeting were then
suitably rewarded with Top Gun
Achievement Certificates.

We also recognized our first recipient of the new “MOST MOA
AWARD” which was Excel Freight
Systems before presenting our top
3 awards to M&M Beijing
(Bronze);
Flynt
International
(Silver); and Excel Freight Systems
FRANCIS NG & FLYNT INT’L TEAM (Top Gun Gold for 2008/2009).
Congratulations to all the recipiSILVER AWARDEE
ents!!

Groups were also asked to discuss
the question of future Sales & Marketing Meetings in the current
global economic climate and majority consensus was certainly that
these should continue if at all possible. One-on-one meetings also revealed that members believe that
the worst of the economic crisis is
behind us and that 2010 will surely
FRANCIS NG AND
see something of a recovery in
CHRISTIAN KOEPPEL
world
BRONZE AWARDEE
markets
leading to a return to some semblance of
Inside This Issue
improved business activity. Participants
were reminded to complete and submit
new MOA agreements for the 2009/2010
Top Gun Challenge by 30th November.
Messages
Participants also enjoyed a great day of 2
sightseeing around Kuala Lumpur with
29th FFSI
some even braving the many steps to the
Worldwide
“Cave Temple” or the dizzy heights of the
Conference
tower with magnificent views over KL.
3-7

We concluded the S&M Meeting with the
presentation of an Appreciation Plaque to
our hosts, Professional Freight Systems and 8
an invitation to all members to join us at
our next Annual Worldwide Conference to
be held in Athens, Greece to be hosted by
Gevatrans Ltd.

Members’
News
FFSI Code of
Ethics
Vision &
Mission
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MESSAGES
Dear Members,
The year is just about to end and Holidays
will soon be upon us with all the joy and
festivities of the Season!
Despite the global economic crisis, FFSI
continues to be optimistic for growth in the
years ahead by strengthening our number
of members all over the world.

FRANCIS NG

May we also continue to build a stronger
foundation on our partnership and friendship and to focus more on what good we
can offer to one another.

I wish all of you and your families good health and prosperity!
Merry Christmas and Happy New Year!
With my warmest personal regards,
Francis Ng
FFSI Chairman

Dear Friends and fellow Members,

Dear friends and colleagues,
One can scarcely believe that we are
already approaching Christmas and the
end of 2009. I am sure we will all be
pleased to see the date turn from 2009
to 2010 and to put the economic challenges of the year behind us. Let us hope
that 2010 will see a return to normality
insofar as business activity is concerned
and may we all experience much growth
and success in the coming year. Of course
CHRIS WATERSON
we also have our Annual Conference in
Athens to look forward to and I know that
Maria and Angeliki and the entire team at Gevatrans are already
working on making this one of our most successful Conferences ever.
What a great opportunity for us to meet in the shadow of the Acropolis as we renew friendships and plan together for our continued successes.
As we close the year of 2009 I would like to express my sincere thanks
to our "support team" who have done so much hard work for us during
the year. To Ada, Joy, Polly and Mike a huge "thank you" for the professional and enthusiastic way in which you have kept the wheels of
FFSI turning and in ensuring the highest levels of communication and
quality arrangements for our Conference and S&M Meeting. My
thanks also to the Board of Directors for your time and effort when
called upon to vote on various issues. And last, but certainly not least,
to the Exco members for your unfailing dedication to the affairs of
FFSI. FFSI is indeed fortunate to enjoy the support of Lawrence and
Dan and, most especially of our Chairman, Francis, whose guiding
hand and unrivalled expertise in our Industry ensures that we remain a
worthwhile Association not to mention one of the oldest still in existence
- I think I am correct in mentioning that we are now the 2nd oldest surviving Global Association of Freight Companies!!

We are very happy and honored To close, I wish you and your families a Blessed Christmas time and
to host the 29th FFSI Worldwide happiness, health, safety and success in the year ahead.
Conference 2010.
With my best personal regards,
We are excited to welcome you in
Athens Greece and we hope we Chris Waterson
will be able to achieve the best FFSI CEO
possible hosting facilities for every
MARIA AND ANGELIKI ZISSI
one of you. Our goal is to provide
29th FFSI Worldwide Conference
an exciting and successful Conference where all of our Members
Athens, Greece
should feel like home.
18-20 March 2010
Host: Gevatrans Int’l. Forwarders Ltd.
Professionally, Athens was always the incubator of Philosophy and
(Night Shot of the Acropolis, Athens)
Free Spirit and we are hoping that all this knowledge will pass along
to our meetings.
For any travel arrangements before or after the conference, soon we
will provide you all the contact details of a reliable Tourist Office that
our company is using for the past 10 years so anyone who would like
to take the opportunity of a short break could make travel arrangements
Thank you for your time and we are at your disposal for anything you
may need.
Best regards,
Maria and Angeliki Zissi
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MEMBERS NEWS
FRANCE, MADAGASCAR, MAURITIUS, MOZAMBIQUE
VELOGIC (Formerly ROGERS LOGISTICS)

CHINA
FANS TRANS INTERNATIONAL LTD.

VELOGIC BRINGS A NEW IDENTITY AND FURTHERS THE INTERNATIONAL DEVELOPMENT AMBITION OF ROGERS LOGISTICS

THE CAPACITY CRUNCH SITUATION OF AIR FREIGHT MARKET
IN CHINA AND HONG KONG

Velogic is the new brand for the
logistics division of the Rogers
group. It now integrates the
various services offerings found
within that division and the former logistics brands of Rogers
Group of Companies: Cargo
Express, Transworld Cargo,
Rogers IDS, ACS, CEL and
Rogers Shipping.
Adopting this unique branding is
the logical conclusion to a divisional integration strategy in line
with its renewed international
IAN CLAXTON
ambition. With this optimized
management and processes across the whole array of the logistics
activities, Rogers brings its logistics operations to a new level on the
international scene.

WALLY TSANG
in freight capacity.

We would like to inform you the capacity
crunch situation in China and Hong Kong.
The situation is becoming extremely critical
and uncontrollable. Many of you may have
forgotten about peak season as we have
not had a peak season in the past 2 years.
However, this year the market has caught
everyone including the carriers by surprise.
Due to airlines' heavy losses and near bankruptcies in the beginning of the year, many
airlines have retired old aircrafts or parked
a bulk of the aircrafts in the Arizona desert.
This capacity reduction between Jan to Aug
has totaled to approximately 40% reduction

In Aug and Sep, most overseas importers and retailers started to replenish their inventory for Thanksgiving and Christmas and caused a
sudden surge in demand of both ocean and air cargo capacity. Naturally, ocean freight in Jul and Aug were extremely full and the effect
has spilled over to the airfreight market. Carriers are using this opportunity to make up their losses and airfreight rates have surged between 70-100% depending on origins and routes since Aug. Rates
have been increasing on a weekly basis and every increase was between 10-15%. This situation is affecting all routes including N. America, S. America, Europe, Middle East and Australia. Many carriers have
been selling extra capacity beyond regular allotments or what they
called VIP space at a premium. This week, the premium between Block
Space Agreement rates and VIP rates for some carriers are as high as
70%.

Airlines recommend the agents to book space 1-2 weeks in advance.
Many carriers are holding over 1 week of backlog cargo on hand and
is putting an embargo on accepting new cargo. Some agents are actually paying rates higher than what the carriers are selling in order to
move their cargo first. We expect this situation to continue until end of
Nov or first week of Dec and rates will be very likely to increase further in Nov. We expect there will be another 25-30% increase in
Velogic was officially launched on Friday 9th October 2009 at the rates from major gateways such as Shanghai, Shenzhen, Beijing,
Freeport Operations Mauritius (FOM) Exhibition Centre in Mer Rouge, Guangzhou , Qingdao, Xiamen and Hong Kong.
Port Louis by Ian Claxton (Managing Director for Velogic and Rogers
Logistics) and Philippe Espitalier Noel (Chief Executive Officer of We have been trying very hard to update our net rates to all overRogers & Co. Ltd) in the presence of Xavier-Luc Duval (Vice-Prime Min- seas agents in the past 5 weeks, but rates are changing so rapidly
ister and Minister of Tourism, Leisure and External Communications) that we may not be able to reflect the actual increases all the time.
and some 400 guests.
Please kindly avoid securing new customers or cargo which are palletized at this time because we can only give priorities to long-term supThanks to the very positive legacy of Rogers Logistics, Velogic has a porting customers. Please hold on to your new customer leads or sales
well-established presence internationally as it benefits from the repu- call until first or second week of Dec when rates starts to drop and
tation built up by its offices in France, Madagascar, Mauritius, Mozam- space starts to ease because some new customers may only use our
bique and India as well as from its membership of the FFSI agents service during this critical period as a backup space support and renetwork spanning over five continents. Velogic employs over 650 vert back to their regular agent when the market slows down.
people worldwide. Through the support of all these collaborators, Velogic will strive to move forward towards global coverage.
Hope this gives a clear picture to you and please try your best to explain this situation to the customers. Please also try to increase your
From now on, all documents exchanges will bare Velogic’s identity and selling rates to reflect the market situation, you can suggest to cross
legal entities details will remain unchanged. Additionally existing e- check the update cost with our Branch Managers or your regular conmail addresses will remain active for the time being and new Velogic tacts for further updates.
e-mails addresses will be communicated through the FFSI contact list.
Velogic offers extended and integrated supply chain services in line
with client’s needs. Its expertise covers freight forwarding, customs
brokerage, warehousing, domestic transport, container services and
ship agency services. Velogic logistics services spans over various industry verticals, as well as a broad range of product lines.
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MEMBERS NEWS
CHINA
DAYSUN EXPRESS (BEIJING) LTD.

AUSTRALIA
INTERNATIONAL CARGO EXPRESS PTY. LTD.

CELEBRATIONS ON THE SIXTH ANNIVERSARY OF DAYSUN

FREIGHT FORWARDING WITH A SMILE
International Cargo Express Pty Ltd is
proud to announce the sponsorship and
transport of the inaugural shipment of
“gifts boxes” to the children of the
Jinja Orphanage, located in Kampala,
Uganda.

November 10th 2009 was the 6th Anniversary of Daysun and a special day for all of the staff. Besides our own staff, we had the distinguished guests coming from far away. They were Mr. Deon Heyns,
Managing Director of Barloworld Logistics (Far East), Mr. Raymond
Lee, Regional Manager of Barloworld Logistics and Mr. Hu Huaming,
General Manager of DPS Consulting Co., Ltd. etc.
Mr. Peter Zhu, our Managing Director delivered a keynote speech
titled “Better Prepared to Achieve New Objectives”. He reviewed 6
years of arduous struggles that Daysun had experienced and recounted how to face up “external challenges” while dealing with
“internal company problems”. Through the efforts made by all of its
employees, Daysun smoothly underwent a chaotic period caused by
SARS in 2003 and it was in that year, Daysun was established and
started operation.
This year, under the background of global financial crisis, it was also
by its people’s persistence and hard work that Daysun was able to
tide over all the difficulties without laying off one employee. In the
aspect of business management, like other companies, Daysun also
went through “internal company problems” concerning sales & marketing, staff mobility and general management, etc. Peter Zhu
stressed that Daysun was becoming more mature than ever before,
Daysun had successfully passed by the toughest time during its 6-year
pioneering period and now was ready to step into its development
period. As for the next five-year development strategy, Peter Zhu
emphasized the expansion of domestic network. It was definitely a
good beginning that Daysun established a subsidiary in Tianjin in
October, 2009. In order to make his staff keep pace with the development of the company, Peter Zhu charted a path for his employees’
career planning, saying that “integrity first and then business” should
be taken as the principle of conducts, which is very important for each
person’s career development.
This celebration party also offered a good opportunity to give out
awards to our colleagues. “Loyalty Awards” were handed out to
those employees who have been working for Daysun for more than
five years. Our party reached another climax when the song
“TOMORROW WILL BE BETTER” was delivered by all of the staff.
Just like the song goes, we wish Daysun’s tomorrow will be better. The
celebration party ended with a great success and our guest Mr. Deon
Heyns could not help complimenting it. He said it was the first time he
took part in an anniversary celebration party held by a Chinese company, which was really an eye-opening experience and would facilitate the buildup of corporate culture and teamwork spirit. He would
share with his employees that corporate culture could be advocated
in this way.

This will be the first time any of these 57 children will receive a Christmas gift and all this was made possible by the good nature of the
people of the Plenty Valley Baptist Community Church, including Colleen and Vincent Kelly and team from the International Support Aid
for AidCare4Kids Uganda. We also thank the Rev Glynis J Dickin for
her appreciation and caring letter and whilst this is just a small gesture
on behalf of International Cargo Express Pty Ltd, we hope it lifts the
spirit of those less fortunate than ourselves.
We are pleased to have been part of the logistics chain, having supported a worthy cause in ensuring all 57 children wake up on Christmas day, with a big smile on their face.
On Monday the 16th November, International Cargo Express was participating in a
Charity Golf event for Lifeline. Lifeline is a support organisation run entirely by
volunteers, providing people
with support over the phone in
times of need.

SHANE FRANCIS & DANIEL RUPPAS

International Cargo Express is
a major sponsor of Lifeline.
Through our sponsorship we
were able to send both
Daniel Ruppas and Shane
Francis, our ICE Sydney golf
pro’s as our representatives
to this very worthwhile event.
The Golf day was held at
Pymble Golf course. It is
magnificent course and currently ranked 90th best Golf
course in Australia.

Despite being 35+ degrees
Celsius and everyone walking
the course, it was an enjoyable day. By the end of the
day though everyone was
dehydrated beyond belief
and looking forward a few brown ales in the beautiful club house.
There were many prizes available for teams who played brilliant golf.
Unfortunately the ICE crew did not win any of the prizes or the event,
but we still won, because of our participation in this charitable event.
After the golf game there was a charity dinner attended by both
Ronald Spahr (Managing Director of ICE) and the retired Peter
Timmermann. We are proud to announce that ICE participated in raising over AUD 60,000.00 for Lifeline and possibly helped numerous
people in dire straits.
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MEMBERS NEWS
INDIA
WORLDWIDE LOGISTICS (INDIA) PVT. LTD.

SWITZERLAND
LAMPRECHT TRANSPORT LTD.

WWL-INDIA OPENS A BRANCH OFFICE IN AHMEDABAD

NEW WEBSITE FOR LAMPRECHT TRANSPORT

WWL-India proudly announces establishment of a new branch office in Ahmedabad which is one of the important industrial towns in the Western part of India
well known for Textiles and Pharmaceuticals. This office is fully functional from 1st
October 2009. With the addition of a
new branch in Ahmedabad, WWL have
increased their offices network in India in order to cater to the requirements of Network Partners and valuable Customers. WWL look forward to continued support and cooperation from all network partners.
Worldwide Logistics (India) Pvt. Ltd.
Office No.: 202 Cabin No.4 Aniket Complex
Girish Cold Drinks C.G. Road
Ahmedabad-380 009, Gujarat, India
Email: all.ahd@go2wwl.com
Mr. Reynol D’ Cruz, General Manager, Western Region
Mobile: +91 9870001141, Email: reynold@go2wwl.com
Mr. Pravesh Gadhvi, Branch In-charge
Mobile: +91 9925237293, Email: mundra@go2wwl.com
Mr. Praful, Customer Coordinator
Mobile: +91 9979855750, Email: all.ahd@go2wwl.com

WWL CONDUCTED THEIR BUDGET MEETING AT BANGKOK

The new website will be activated on December 1, 2009 and the
new company presentation of Lamprecht Transport Ltd. Is now available on the FFSI Website.

SOUTH AFRICA
CONTRACT FORWARDING
MEET THE NEW CONTRACT FORWARDING CEO
I joined Contract Forwarding,which
was established in 1983, in January
1985 and have been with Contract
Forwarding for almost 25 years.
During those 25 years, I have been
fortunate to grow with the company
and gain valuable experience and
knowledge in all aspects of the
Freight Clearing and Forwarding at
both junior and later management
levels.
DOROTHY KYNASTON
I love the challenge of making the
impossible possible, meeting un-realistic deadlines and inter acting
with our many new and long standing clients.
I am a firm believer that knowledge should be shared and I do so at
every opportunity.

U. S. A.
AIR-SEA FORWARDERS, INC
A group of 12 important functionaries from all over India along with 3
Directors of the company were flown to Bangkok on 12th November
for finalising the company's budget for the year 2010. The budget
meeting was held at the Ambassador Hotel, Bangkok, on the 12th and
13th of November. The budget proposals presented by the Regional
Heads were discussed in detail and the meeting went on till 9 p.m. on
the 13th. After facing the heat for 2 days during hectic meeting sessions the team was tired and got relieved of their fatigue by spending
fun filled week end leisure days in Pattaya Beach. Team Worldwide
returned back to India on the 16th November after successful completion of this important annual exercise.
This was the first
time WWL conducting their budget meeting in an overseas location
and it turned out to be a grand success. This was a two in
one accomplishment for the torch bearers of the company combining an important official work with a pleasant holiday in an overseas
location.

CHICAGO OFFICE CHANGE OF ADDRESS
Please note that Air-Sea Forwarders, Inc. Chicago Office has
moved to a new facility. Their
new details are as follows:
Air-Sea Forwarders, Inc.
755 N. Route 83, Suite 202
Bensenville, IL 60106
Tel: 630-787-6250
Fax: 630-787-6255
Web Site: www.airseainc.com
If you have any questions, please do not hesitate to contact Air-Sea
Forwarders office.
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MEMBERS NEWS


The Ljubljana Airport is small in its size but very favorably located
and flexible with sufficient potential for enlargement of the airport and its facilities in the future. Possibility for direct manipulation aircraft-truck and a faster transit time.
MORE THAN 60 YEARS OF SUCCESSFUL OPERATION
 Thorough and excellent distribution on a daily basis to service the
entire area. Long lasting experience in operations with Central
The Intereuropa Group as a global logistics service is the leading
and East Europe, in particular the former Yugoslav countries.
supplier of complete logistic services in Slovenia and South-Eastern
Europe and a successful logistics group with great development poten-  Door-to-door deliver on the serviced area. After arrival at the
tial. Intereuropa offers complete logistics solutions in the field of land
airport, the consignments need not remain in the bonded waretransport, seafreight and airfreight and performs all terminal, customs
house: you can order delivery/collection to the customer’s site
and other logistics services necessary for the free flow of goods from
(door-to-door) and v.v., including all additional operations.
the producer to the customer. The Intereuropa Group also consists of  Slovenia has been a EU Member State since 2004 and has got
18 subsidiaries in 11 countries where it has its own companies with the
excellent connections with Southern and South-Eastern Europe.
network of business units and logistics terminals. For ease of operation  Professional, motivated and experienced staff of Intereuropa d.d.
in the Southern and Southeastern Europe, we developed a new Air –
and Ljubljana Airport corporation-Aerodroma Ljubljana d.d. offer
Road product , which offers the optimal logistic solutions for this part
added value to customers.
of world. Take advantage of Ljubljana Airport as HUB for South East  The corporation Intereuropa d.d. is a member of international
Europe. The Airport Ljubljana is located at an outstanding
organizations IATA and FIATA and holds the ISO 9001:2000
geographical position to link the North of Europe to the South, and
Quality Certificate for logistics.
East to the Westof Europe. In addition to that, the junction of the For details, contact Mr. Dalibor Stojanov
European Corridors 5 and 10 and the vicinity of the North-Adriatic Email: dalibor.stojanov@intereuropa.si
ports is an excellent opportunity for development of intermodal and
multimodal transport.
TURKEY
TRANSORIENT INT’L. FORWARDING LTD.

SLOVENIA
INTEREUROPA LTD. CO.

CLINICAL TRIALS SHIPMENTS AND BIOPHARMACEUTICAL
INDUSTRY
Transorient Int’l Forwarding Ltd.,
has debuted on the Clinical Trial
Shipments (CTS) scene on February 2009, launching a new range
of services dedicated solely to
cold-chain logistics, temperature &
time sensitive pharmaceuticals and
movement of blood & plasma
samples between Universities/
Hospitals in Turkey and main
laboratories around the world! As
of today, Transorient - who is identified as a ‘premium carrier’ in this
niche market handles 50% of Clinical Trial Shipments for Bio studies
conducted in Turkey!

The Air-Road Service combines two transport modes in order to optimize the cost of transportation. A further advantage of this service is
With this new platform dedithat a shipment/consignment is not left behind at the airport and no
cated to CTS, Transorient is
precious time is lost: the consignment is delivered to the door of conable to arrange dry-ice, refrigsignee. Air-Road offers a service that is both competitive and timeerated and ambient shipments
optimized. Speed, efficiency and effectiveness are the three key adto/from anywhere in the globe
vantages of shipping cargo by air. Besides ensuring that the three key
within 24-48 hours, provide
advantages are successfully met the logistic center at Ljubljana Airpackaging solutions as per IATA
port pays special attention to the security and examines all the cargo
regulations, arrange deliveries/
with the most up-to-date X-ray machines. Modern technological equipcollections within anywhere in
ment and effective work organization ensure effectiveness of freight
Turkey on temperature conshipping. Modern security system, video-surveillance and information trolled vehicles as well as offering exclusive prompt customs clearance
technology ensure fast and undisturbed flow of cargo, data and infor- services. Transorient offers storage services for ambient & temperature
mation in all directions.
controlled shipments in own facilities in a dedicated temperature controlled area. Goods are transported with Temp Tale Devices providing
Advantages:
drug manufacturers with a real-time temperature reading of their ship Competitive prices for airfreight services and distribution over ments – a value added service no other logistics provider in Turkey
other European airports (value for money).
currently offers! On November 10th Transorient has been granted Full
 Excellent geographical position of the Ljubljana, at the heart of Membership to CCA (Cool Chain Association) which is an association
Europe: your link to the North and South, East and West. The junc- founded in Feb 2003 with the common goal to establish an association
tion of the Fifth and Tenth European Corridors, and vicinity of the that can harmonize the global movement and handling of perishables
North-Adriatic ports offer excellent connections and prospects for and temperature sensitive products (PTSP) to the benefit of the consumer and the supply chain participants.
development of intermodal and multimodal transport.
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MEMBERS NEWS
PAKISTAN
EXCEL FREIGHT SYSTEMS (PVT) LTD.
HOW TO SELL LIKE A TOP GUN

Winning “Top Gun” among FFSI members is not only a fun but also it
was a great experience, especially to bring home gold, I mean Gold
Medal, the Top Gun Award.

Step 4. Mentally rehearse the
call. Jet pilots always “chair fly”
a mission, multiple times, envisioning the entire mission, including the effective handling of
unexpected events and the final
outcome. This acclimatizes the
mind to successful execution in
the real world. In sales, this
means envisioning the call in
your mind, delivering your value
proposal, asking the right questions, and rebutting their concerns.

MUHAMMAD HASSAN

However, as I know usually such medals contains average 90% silver
and rest gold, so no wonder, we are so damn rich!

Step 5. Brief the mission. Immediately prior to a mission, jet pilots
always review and confirm their mission objectives, roles and responsibilities, latest intelligence, and contingencies. In sales, spend at
least fifteen minutes prior to any sales call going over everything
you know about the customer, your overall plan for the sales call,
your responses to objections and (this is important) the condition of
your equipment.

Despite its worth, every year members put their best efforts to win
and receive this award during annual sales and marketing conference. This competition is not only a motivational tool within member
company’s sales staff to achieve targets but also encourage members
to sign and achieve maximum MOAs to show something during annual
S&M conference.

Step 6. Build situational awareness. Jet pilots know that the success
of a mission depends upon their Situational Awareness (SA), which is
their ability to perceive such as weather, enemy threat, airspeed,
location of wingmen, fuel state, and terrain. In sales, SA means listening to the customer. Ask questions based upon research, listen to
the responses and adapt your approach accordingly.

I came across a beautiful information and guide about successful Top
Guns on an international web site and I would like to share with you
all; to be a TOP GUN!

Step 7. Document what happens. Jet fighters always have flight
recorders that track exactly what happened at every moment of the
mission. This allows a pilot to more easily replicate success and
avoid future problems. In a sales call, your “flight recorder” is your
record of every important detail of the call. You’ll need this intelligence to refer to next time you contact that customer for a followup.

My colleague, Nishat can express the feeling; having gold around his
neck! But some people were wondering about the medal, either made
of real gold or something else. I leave it to the NSO and FFSI BOD
about the contents of medal.

QUOTE
This morning I introduced you to Lt. Col. Rob “Waldo” Waldman, author of the newly published book “Never Fly Solo”. About three years
ago, I spent an hour with Waldo, being “trained” to fly on “sales
missions”. Here is how to use the lessons of successful fighter pilots (i.e.
Top Guns) in your sales process:
Step 1. Achieve the right attitude. In combat, “The Right Stuff” is the
attitude of confidence that a jet pilot needs to strap himself or herself
into a vehicle that moves faster than the speed of sound and then
start dodging missiles. In sales, “The Right Stuff” comes from knowing
your objective for the call, relentlessly preparing for the call, and
getting focused on the primary mission objective, which is helping the
customer.
Step 2. Gather intelligence. Before any flight mission, pilots gather
every bit of information they can about the environment into which
their jets will be flying not just enemy positions, but every aspect of
the situation that might have an effect on the mission. In sales, you
gather intelligence by studying the customer’s website, press releases,
current vendors, and your competition.
Step 3. Devise contingency plans. The “fog of war” means that the
real world and combat conditions are likely to change, sometimes
radically, from moment to moment. In sales, you build a contingency
plan by asking yourself “what if” questions: What if they challenge
me with price? What if they are currently engaged with another vendor? What if they ask for a referral? Have answers to these objections ready and waiting.

Step 8. Make your go/no-go decision. There comes a point in every
flight mission where the fighter pilot needs to decide whether the
mission, if pursued, will succeed or fail. Same is true in sales. When
your objective is met or when you feel the prospect is no longer willing to listen, end the call. But be sure you come up with a follow-on
objective/plan for what to do after the call.
Step 9. Debrief the mission. Fighter pilots always debrief a mission,
in order to determine what can be learned and how the team can
improve. After every sales call, take off your “rank” so that everyone is on an even playing field. This facilitates open communication
and allows you (and your support team) to admit their mistakes.
Review the positive and negative events that took place and draw
lessons from them.
Step 10. Execute the follow-through. Fighter pilots complete their
mission by filing a report, requesting service on the aircraft, expanding their training commitments, and so forth, to make each mission part of a process of constant improvement. In sales, the followthrough is doing whatever it takes to develop the ongoing customer
relationship. Most of all, it means delivering on your promises!
UNQUOTE
Powerful stuff and good advice.
By Muhammad Hassan
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“FFSI - LOCAL KNOWLEDGE, GLOBAL COVERAGE”

FETA FREIGHT SYSTEMS INTERNATIONAL
CORPORATE HEADQUARTERS—HONG KONG
Address : Newport Centre, Phase 2, Flat 1-3
3/F., 116 Ma Tau Kok Road
Tokwawan, Kowloon, Hong Kong
Telephone : (852) 26276000
Fax
: (852) 27640664
Contact : Francis Ng, Life Chairman
Mobile
: (852) 9482 4625)
E-mail
: francisng@flynt.com.hk
ffs@netvigator.com
Contact : Ada Lai, Secretary General
E-mail
: ada@flynt.com.hk
Contact : Polly Chan, Co-ordinator
E-mail
: polly@flynt.com.hk

CHIEF EXECUTIVE OFFICER’S OFFICE—SOUTH AFRICA
Address : Eastside Corporate Close
807 Richards Drive
Midrand, South Africa
Telephone : (27) 11 5649701
Fax
: (27) 866 325455 (direct)
Contact : Chris Waterson, Chief Executive Officer
E-mail
: watersonc@khuseti.com

FETA FREIGHT SYSTEMS INTERNATIONAL (FFSI ) is a global network of freight forwarding companies rendering the full spectrum of transport services including multimodal, logistics and other specialised cargo handling related activities.

NETWORK SERVICES OFFICE—PHILIPPINES
Address : Gedcor Square, Suite 6, Irasan Street
Corner Ninoy Aquino Avenue
Parañaque City, Philippines 1700
Telephone : (63) 2 8206355
Fax
: (63) 2 8292752
Contact : Dan Angeles, Chief Operating Officer
Mobile
: (63) 920-9082404)
E-mail
: dangeles@ffsintl.net, dangeles@ffsi.info
Contact : Joy Mortel, Network Services Administrator
Email
: jmortel@ffsintl.net, jmortel@ffsi.info
Contact : Mike Garcia, Network Systems Administrator
E-mail
: mgarcia@ffsintl.net

FETA was organised in 1982 by a group of Far East Asia-based freight forwarders with
the objective of seeking reliable, aggressive and locally managed companies to form a
strong strategic global network of alliances. In 1989, a core of FETA members incorporated FETA FREIGHT SYSTEMS INTERNATIONAL LTD.
Its objective is to form strong strategic alliances with prospective parties in potential
countries trading under a unique name called FETA FREIGHT SYSTEMS. They will cater to
the challenges of a globalising industry by offering the highest level of international
freight forwarding and logistics services to the customers.
Any qualified forwarder who wants to develop and expand their network can be part
of FETA FREIGHT SYSTEMS INTERNATIONAL

We’re on the web:
www.ffsintl.net

FFSI CODE OF ETHICS….
1.

MAINTAIN HONESTY, INTEGRITY AND CONSISTENCY.

2.

COMPLETE TASKS AND OBJECTIVES ON TIME AND KEEP TO YOUR PROMISES .

3.

REACH DECISIONS AFTER EFFECTIVE OPEN COMMUNICATION, LISTENING & CONSULTATION.

4.

UNDERSTAND, TOLERATE AND RESPECT CULTURAL, RELIGIOUS AND OTHER DIFFERENCES.

5.

ADD VALUE TO ALL YOUR PARTNERS.

6.

PROMOTE A STRONG TEAM SPIRIT.

7.

LEARN FROM MISTAKES.

8.

BE INNOVATIVE AND CREATIVE; TAKE THE INITIATIVE.

9.

CELEBRATE SUCCESS.

10. TO DISPLAY, EXPLAIN AND ENDORSE THIS CODE OF ETHICS TO ALL COMPANY STAFF

FFSI VISION & MISSION
VISION

To create a Global Network of largely independent and highly professional Freight
Forwarding & Logistics companies operating in harmony worldwide.

MISSION

To provide, through our Network Offices, the highest standards of competitive service
delivery based on the principle of utmost integrity and offering personalised solutions
to meet with every customer's requirements.

