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ALL SET FOR 17TH FFSI GLOBAL SALES & MARKETING MEETING
IN QINGDAO, CHINA
MESSAGE FROM CHRIS
WATERSON, FFSI CHAIRMAN—Arrangements for
our 17th FFSI Global Sales
& Marketing Meeting to be
held in Qingdao, China are
well underway.
I had the privilege of visiting the Westin Hotel in
June and can report that it
is of our traditional high
standards. The Hotel is a
smoke-free
environment
although a limited number of smoking rooms are available on
request. It is within easy walking distance of the sea front and
a number of shopping malls. Our Meeting will include a tour
of the Tsing Tao beer factory museum, interesting whether you
are a beer drinker or not, although fresh samples of beer
tasting are included at the end of the tour!
During my visit to Qingdao I also had the pleasure of visiting
both the airport and downtown offices of the headquarters of
Weida Freight. My thanks to Southgate, Bailey and Eric for
their warm hospitality.
Weida will turn 20 years old in 2018 and are excited that
we will visit their “home” city in October and look forward to
offering their assistance with any requirements members have
with regard to invitation letters for their visa applications. Of
course, Ada will supply the same on behalf of FFSI provided
these are requested in good time.
The FFSI Exco met in August and are developing some interesting ideas (as suggested by some members during our
March Conference in Phnom Penh) and look forward to sharing these with you during our Meeting.
Of course we will also be recognising our Top Gun stars at
our Meeting. By the time of issue of this edition of eNews, all
results will have already been submitted by you and Ada will
be busy with preparation of the awards.

Elsewhere in this issue you will read of the opening of a new office
in Egypt by MYCS, and we wish them success with this.
As a word of caution, please do take note of the fact that any
transactions with their Egypt office are not covered by the FFSI
Guarantee Fund unless they apply for full
membership of FFSI in Egypt.
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MEMBERS ANSWER THE QUESTION: “WHY FFSI?”
For over 35 years, Feta Freight Systems International has been very careful in selecting its members. As a matter of fact, there
are companies who have been members of FFSI for over 35, 30, 25, 20, 15, and 10 years. Why did they join FFSI? Why did they
stay members for so many years? We have asked two FFSI members for over 30 and 10 years to answer the question: Why
FFSI? They were generous and cooperative in sharing their experiences through the years and in giving their advice to other
FFSI members.
Why did you join FFSI?
30 years ago, TYN
Ramirez had already been
working with a couple of
FFSI partners for some
time, and following their
advice we decided to join
the group because we felt
it would certainly be the
best for us in three different ways:


Business could be increased in some geographical areas
where we were not that strong.



A powerful network with a strong policy would protect our
money in case of serious issues with partners.



Worldwide meetings would ensure our knowledge of other
partners face to face

Why until now you are still a member of FFSI?
Our expectations were completely fulfilled from the very first
meeting we had the chance to attend to. As the network grew, so
did our business volumes with the FFSI partners. Always having in
mind that we are a middle size company, of course.
With time, most partners have become friends, and some others
have even reached the “adoptive relatives” status. This is one of
the most important FFSI strengths. We veterans know each other
for some years now, while recent partners are immediately accepted, involved and introduced into our “family”, so it’s very
easy to work and co-operate with them. Partners are people with
names, faces, likes and dislikes, not just “cold” companies on the
other side of the world. And we all, as human beings, prefer
trusting in people with a recognizable face and own personality
rather than just companies. It’s in our DNA.
This leads to the need to attend not only all the Worldwide Conferences but the Sales and Marketing Meetings as well. It’s the
only way to get in touch with the real people behind the e-mail
addresses we write messages requesting rates every now and
then. We may discuss our professional needs or issues and search
for new markets with the assistance of our partners during the
meetings, but the thing is that we also socialize with them and get
to know each other quite well.
What advice can you give to our members in building more
business to one another and in continuing their FFSI membership?
As mentioned above, attending the meetings is the most important
thing to do as an FFSI member. It’s the only way to develop new
business because you are face to face with your partners. It’s not
only about the 30 minutes sitting in a one on one, where the main
items are discussed; we can also find them around for some days,
during the lunch, the break or even the dinner times, and that’s
very important in order to concretize what we started before at
the table.

Why did you join FFSI?
The foundation of our company goes back to 1987
and from the beginning we
were partners in Brazil for
multinational freight forwarders, but these cooperations came to a stop in
2007. Some known executives and friends of other
forwarding companies with whom we worked on bilateral basis
then recommended that we join FFSI and we attended the Worldwide Conference in 2007 in Rio de Janeiro as observers and afterwards joined as Members. Our customers needed from us a
worldwide coverage and therefore we are happy to have joined
the FFSI worldwide group of freight and logistics professionals.
Why until now you are still a member of FFSI?
We know that multinationals have severe service problems when it
comes to a worldwide level comparison. This is for us at the FFSI
group a big advantage because we have top professionals and
competitive companies as Members throughout the FFSI Network
and together with them as partners we have successfully developed new profitable business. We can count on real partnerships
because we feel as friends and as a family where also mutual
trust and human and professional ethics are of highest importance.
What advice can you give to our members in building more
business to one another and in continuing their FFSI membership?
Strengthen the bilateral relationships by actively participating at
both the yearly held S&M Meeting and the WWC and develop
joint sales strategies. Exchange constantly qualified sales leads
and strive for fast replies and transparent net cost quotations. This
demonstrates to the client and the market that we are a strong
and competitive network and that we can get more and more
business from the other players.

Any other positive and encouraging message to the members.
We are really happy to have joined FFSI and are looking forward to do a lot more business together in the future. Joint success
is our target, let us constantly move towards it !

Once everybody has come back home, the main items must be
followed up monthly so that the fruit of the discussions finally get a
result.
Therefore, perseverance and attendance are a must if we want to
increase our business to one another.
Any other positive and encouraging message to the members.
Keep knowing your partners; it’s a daily work, I know, but it will
produce business in the end. FFSI has what it takes: professional
people around the world, strong policy and seasonal meetings to
discuss your real needs.
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KNOW MORE ABOUT OUR NEW FFSI DIRECTORS
Professional Summary: To test my Selling
skills
I flirted with a few industries including Industrial
Automation, Electronics and
Consumer
good manufacturers of
repute in India. I was
accidentally initiated
into
International
Freight forwarding in
the year 1990 .

I joined Contract
Forwarding in 1999
as the Forwarding
Supervisor
and
through the years
have filled the positions of Forwarding
Manager, Operations Manager and
Client Relationship
Manager before my
appointment to the
Board of Directors
on 25th April 2012
as the International
Director.

It was like an Eureka
moment as I found out
that I have finally uncovered my interest
and was ready to
build my career in this
domain.

I was appointed
Chief Operating
Officer on 5th February 2013 and
then Chief Executive
on 1st February
2016.

I
was fortunate to
work for a State
owned enterprise M/s.
T. P. RAJKUMAR, DIRECTOR
Balmer Lawrie where I
was offered several
opportunities to build my skills in multiple areas of the supply
chain industry viz. Marketing &Sales, Global partnership management, Projects Management, Operations, Process mapping
and standardization.

I believe that particularly in our highly competitive industry,
one needs to be mindful and cautious about not becoming
static in an ever changing world.

In the year 1997, I was offered an opportunity to be a part of
the management team that founded Union Transport ( which
later became UTI) in India and I found in it the perfect recipe for
changing gears for growth within the Supply Chain industry.

As Jim Rohn once said “If you are not willing to risk the usual,
you will have to settle for the ordinary”.

What’s more, it also offered me new challenges to learn several
management skills in the creation of an India office for
a Global corporation from inception which was enriching.
In 1999 Bax global offered a unique opportunity to rebuild their
Sales and Marketing team in Chennai even as I double up to
develop their Ocean Import Product as a separate offering .
I served BAX GLOBAL for around 24 months and then came the
opportunity of a lifetime to create the India operations for
a young American Enterprise based out of New york .
Without moving an eyelid, I along with Bala and Veeru negotiated the deal with them and started Worldwide Logistics in
India in the new millennium.
We have not looked back since then and have established a stable and successful enterprise of repute in India and have close to
one thousand employees across the three companies of WWL
group and 25 branches pan India.

VANDA PORTELAS, DIRECTOR

Remaining open to a change in ideas, views and strategies
enables each of us to learn, talk, and grow more experienced
on a daily basis.

Professional Memberships:
Present:
Member in the Confederation of Indian Industry(CII).CII
is a national forum that works to create and sustain an environment conducive to the growth of industry in India, partnering industry and the state alike through advisory and consultative processes.
Past:
Was the President of Toast Masters Club(part of Toast Masters International, USA).
Educational Qualification: Bachelors in Science, Masters in
Public Administration and Business Administration
Personal Information:

Professional Skills: Have developed and honed my skills in all the
areas of International Supply Chain domain. Has a bias towards
Marketing and Sales and Project Management.

Happily married for twenty one years . Offsprings: A son
and a daughter aged 20 and 17 respectively.

Personal and Social qualities: Very passionate, Motivated, Loquacious, with keen interest to learn and contribute in thought
leadership. Involved in a few community development programs.

Reading, Playing and watching Cricket( A big sport in India),
spending time with family , Hanging out with friends

Other areas of interest:

Volume 12 Issue 2 (Issue covers May—August 2017)

4

MEMBERS NEWS
CHINA
GOLDEN FAME SHIPPING LTD.

MOROCCO
MYCS

PROVIDING SUPERIOR LOGISTIC SERVICES

PROMOTION ANNOUNCEMENT & BRANCH OPENING

At Golden Fame, we are
dedicated to providing superior logistic services as well
as creative and adaptive
logistics solutions worldwide
since 1994.
To enhance our clients’ performance & profitability, we
focus on cost reduction while
maintaining efficiency, and
continuously investing in the
improvement of our company
to enable consistent & dependable services.
Our Services:
 International Multimodal Transport & Logistics (Ocean freight,
Air freight, Land)
 In-land Transportation between Hong Kong & South China
 Worldwide CFS Consolidation & Distribution
 Trucking & Logistics Warehouse
 Custom Clearance & Insurance
 Logistics Finance Solution
With a vision of more than a company that only sells transportation, we are constantly looking for new opportunities to bring the
world closer by teaming with different brands and companies to
meet our clients' changing needs. Contact us to learn more today!

It’s with an immense pleasure that we
announce the designation of Soundouss
KHERBACH as Deputy General Manager
of MYCS.
Soundouss has held the position of Operations Manager and she brought a
wealth of experience and energy to
MYCS team.
« Soundouss’s promotion is the result of her hard and committed
work. It is her strong management abilities and dedication to customer service which allowed her to prove her position in the company », states Moundir BEN MANNSOUR, General Manager of
MYCS.
Please join us in congratulating Soundouss on her new role and
wishing her all the success in her new challenges !

Golden Fame Shipping Limited
Email: contact@gamma-corporation.com
Website: http://www.gammalogistics-corporation.com/

JORDAN
MAJLAN INT’L. CARGO SERVICES
SUCCESSFUL PROJECT

Majlan Int’l. Cargo Services is proud
to announce they are moving
around 191 Ton by air to Doha on
the plane which considered the biggest plane in the area during June
and July.
More successful projects to come!!!
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MEMBERS NEWS
U. K.
EUROPA WORLDWIDE LOGISTICS LTD.
WAVES OF NEW BUSINESS FOR EUROPA SEA
Europa Air & Sea - a
division of ambitious
logistics operator, Europa Worldwide Group –
has recorded its best
ever month in June for
import growth within its
seafreight operation.
The team, based at Europa Worldwide Group’s Birmingham site
in Minworth, has doubled in size over the last two years having
heavily invested in its sales team, by appointing dedicated Account Managers and Business Development Managers to help
grow its offering.
In the last month, the team has recorded its all-time record results
for TEU imports and has seen a particular spike in new business
enquiries from China and the USA.

“In particular, we’ve seen a 60-70 per cent increase in enquiries
from India in the last 6-8 months as well as a wave of demand
from the USA. With the recent alliance changes, there has been a
big shift in the services and transit times available from the USA
which has translated into an opportunity for us to broaden our
presence in those markets and grow our reputation as an extremely reliable and flexible operator.
“I’d like to say a big ‘well done’ to our ambitious and fiercely competitive Sea team and look forward to seeing them smash more of
their targets throughout Q3 and Q4 of 2017.”
Europa is a member of the FETA Freight Systems International Network (FFSI), a global agent network of companies offering the full
spectrum of transport services.
As well as its successful Air & Sea freight operation, Europa Worldwide Group also provides specialist road, warehouse and
showfreight services. The business, which is this year celebrating its
50th anniversary, is operating at around 25 per cent growth across
the board and recently broke through the £100m turnover barrier.

ARE YOUR COMPANY DETAILS UP TO DATE?

National Seafreight Manager at Europa Worldwide Group Rebecca Jenkinson said despite the uncertainty caused by the reorganisation of the alliances formed by the global shipping lines
earlier this year, her team had seen its busiest four-week period
to date in June.
She said: “The changes to the alliances meant that there was a
squeeze on space, which we were prepared for and saw as an
opportunity to be in constant communication with our customers.
We pride ourselves on our customer service and believe this is
why we’ve developed such strong relationships in our sector – but
at a time of uncertainly it is even more important to ensure your
customers are reassured and regularly updated.
“This approach, combined with our new appointments during the
first quarter of the
year, meant we
were able to target customers who
might have been
let down by their
current forwarder
and also grow our
existing accounts.”
Air and Sea Director at Europa
Worldwide Group
Angus Hind added:
“I’m thrilled to see
these outstanding
results from our
Sea team.
All team members
have
embraced
our improved operational and cost efficiencies introduced following the restructuring of the business in 2013 and adapted in order to create a firm foundation for growth. We’re now reaping
the rewards.

This is an appeal to the Member Admin of all members to please
take a few minutes to update your Company Profile on the FFSI
website. This cannot be done by FFSI, only by you.

You simply login to the website and go to your Company Profile.
Here you will find who of your staff have been listed as 1) Accredited Representative/s (there should be no more than 2 per member; 2) AR-in-Charge (the staff member responsible for submission
of the monthly AR Report); and 3) Top Gun-in-Charge (your staff
member responsible for submission/sign-off of all Top Gun challenge returns).
We are increasingly finding that, when we send a broadcast email
to any/all of the above, we receive many messages that “this
email address no longer exists” or “this person is no longer a member of staff” etc. The end result is that your company may not receive important messages and worse, that your company could not
submit a report or register for a meeting because no-one has been
allocated to receive or respond to such messages.
Your urgent attention to this would be greatly appreciated. Should
you find any difficulty in updating your records you are welcome
to contact Joy of our NSO who will guide you but who is unable to
perform this on your behalf.
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“TOGETHER, WE CAN MAKE IT BETTER”

FETA FREIGHT SYSTEMS INTERNATIONAL
CORPORATE HEADQUARTERS—HONG KONG
Address : Unit 1318 13/F, Block B

Regent Center, 70 Ta Chuen Ping St.
Kwai Chung, N. T., Hong Kong
Telephone : (852) 26276026
Fax
: (852) 23558715
Contact : Francis Ng, Chief Finance Officer
(Mobile: (852) 9482 4625)
E-mail
: fng@ffsintl.net
Contact : Ada Lai, Chief Operating Officer
Email
: alai@ffsintl.net

NETWORK SERVICES OFFICE—PHILIPPINES
Address : Feta Freight Systems International
P.O. Box No. 208
Las Piñas Central Post Office
1740 Las Piñas City
Telephone : (63) 28233641 / 24040003
Fax
: (63) 28317837
Contact : Joy Mortel, Administrator
Email
: jmortel@ffsintl.net

CHAIRMAN’S OFFICE—SOUTH AFRICA
Address : 49 Director Road
P.O. Box 2592
Kempton Park 1620, South Africa
Telephone : (27) 113922002
Fax
: (27) 865244348
Contact : Chris Waterson, Chairman
E-mail
: chris@ffsintl.net

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.
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.

