
Despite tough operating conditions the 
freight forwarding company has weathered 
the storm by focusing on what it does best.

While some operators have been battling for 
survival amid the unpredictable global markets 
and uncertain social and economic conditions 
of the past 18 months, others have thrived 
under the pressure.

TransGlobal, the largest independent 
UK-based freight forwarder and cargo 
consolidator, has continued to flourish despite 
the challenges thrown at it.

Group Finance Director Barry Ruck says 
Brexit has had only a fairly minimal on the 
company, whose key markets are the Middle 
East, Australasia and the US, with traffic from 
Europe accounting for only 5% of its business.

“Nothing much has changed for us 
operationally due to Brexit, other than we now 
have to carry out additional customs clearance 
for a small proportion of our business, and 
even that has provided an opportunity for us 
through our customs clearance service,” he 
says.

The pandemic factor
The vast majority of TransGlobal’s customers 
have continued trading through the Covid-19 
crisis, but have, of course, faced a huge rise in 
air and sea freight rates. 

“The lack of available flights quickly pushed air 
transport fees through the roof and severely 
curtailed capacity. That created a bit of a 
logistical headache for us, although we’re now 
seeing air freight capacity at last beginning to 
return and this should lead to a reduction in 
rates,” says Barry. 

In contrast, he says the massive hike in sea 
freight costs took longer to gain momentum 
but is still having a major impact. “We’ve had 
to change the way we work. Securing space 
today requires a lot more forward planning – 
previously we could book capacity quickly and 
easily – now there’s a two-week lead in.

Focusing on service quality and retaining the personal touch
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“Ironically, higher rates have been good 
for us commercially, since we don’t have 
fixed contracts with anyone and charge a 
margin on freight fees. Despite having fewer 
transactions, we’ve seen better margins per 
container for each shipment. The higher sums 
involved increase our financial risk, so we 
need more working capital than before but it’s 
manageable.”

“For now, we’re relatively happy with that 
situation,” adds Barry, but he acknowledges 
that it is unsustainable longer term and could 
potentially damage the economy, pushing up 
inflation and potentially reducing demand for 
imports and exports. 

At the same time, the headline-grabbing lack 
of HGV drivers has both created a level of 
operational unpredictability for TransGlobal 
and driven up costs for customers. However, 
Barry believes the issue can only be resolved 
by market forces pushing up salaries and 
improving working conditions to attract more 
people into driving.



The personal touch
The company’s ability to gain and retain 
customers facing rising and fluctuating 
costs, Barry believes, comes down to the 
relationship-building skills and individual client 
knowledge of its people. 

“Freight forwarding pricing is always short term 
and has always fluctuated heavily – just not 
at the current high levels we’re seeing today. 
Ultimately this is a service-driven industry 
that’s not only interested in prices but also 
reliability and quality of service – customers 
need to trust you with their business.” 

Barry highlights TransGlobal’s low client 
turnover, particularly of larger organisations, 
and says he doesn’t see that changing. 
“Everyone is facing the same issues – 
essentially lack of freight space and shortages 
of people – and they want to stick with 
someone they know will provide them with a 
good service.

“We know the market and our customers well 
and the reason clients continue to use us in the 
current challenging economic environment is 
because we understand what works for them 
operationally and in terms of pricing.”

TransGlobal provides additional support for 
clients In the complex Chinese and Indian 
markets, where it has partners on the ground 
through a specialist ‘liaison’ office in Shanghai 
and six offices in the Sub-continent.

“They’re run by local people and expats who 
really understand the nuances of the local 
market. Their support and invaluable inside 
knowledge, on impending port closures, for 
example, offers added value and comfort for 
customers.”

“Everything is centred around personal 
contact with customers, so while we’re happy 
to embrace tech that makes administration 
more efficient and enables our staff to spend 
more time looking after clients, it’s not really a 
major driving force.”

Looking to the future
Although primarily concentrating on 
freight forwarding and consolidation 
activities, TransGlobal also has a burgeoning 
e-commerce function enabling it to capitalise 
on changing consumer buying habits.

“We work with major express delivery players 
clearing goods from Europe and provide 
storage and picking services for their direct-
sell websites or for submitting to Amazon.

“E-commerce is proving a strong-performing 
and growing area, so it’s something we will be 
exploring further.”

Summing up, Barry says: “At the end of the 
day we’re reliant on a strong and vibrant global 
economy. For now at least, consumers and 
businesses around the world are continuing 
to spend and I feel fairly confident that as a 
business we will probably do well in 2021 and 
2022. After that, it’s much harder to say.” 
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