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We have grown from simple pioneering beginnings 
where we ‘made do’, to an efficient organisation that 
has forged its presence across the nation.

Half a century ago we offered just basic freight 
forwarding services. Today we provide sophisticated 
supply chain solutions across many industry sectors: 
electronics, industrial, automotive, healthcare, 
consumer, arts and retail transportation. And proudly 
on our résumé are landmark projects like the Sydney 
Olympics and the Commonwealth Games, as well as 
billion dollar resource and infrastructure projects in 
Western Australia.

This book tells a story of how DB Schenker contributes 
to all Australians in ways that touch every facet of their 
lives and will leave us all impressed.

It is also a story of the enduring inspiration of our 
people, past and present. Despite everything else 
changing, their commitment to finding a way to deliver 
value to our clients remains constant. Their dedication, 
even during times of difficulty, is the reason for our 
success today.

Yet, DB Schenker today in Australia is not dwelling on 
the past – we are looking forward to an exciting future, 
which is why the title of the book is ‘Moving Beyond 
Tomorrow.’ Our past gives us faith that we can embrace 
new challenges, open new doors and do new things. 

This has all been made possible through the 
commitment, support of a great many people: our 

dedicated employees, our loyal customers, business 
partners, suppliers and stakeholders.  We are very 
proud of many enduring relationships that have helped 
DB Schenker navigate the path to the achieving this 
important 50 year milestone in Australia. 

Tomorrow we start a journey of more new beginnings; 
each day our history continues to evolve. If this book 
describes what we have achieved in 50 years, then what 
are the future possibilities? 

We invite you to celebrate with us the journey so far, 
and join us on the journey to come.

Ron Koehler 
Chief Executive Officer AU/NZ
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Celebrating 50 years in Australia



PRE
-LUDE

The late 1800s was a vastly 
different time, and would define 
the next century with revolutions 
in philosophy, industry and society.

In 1873, 
Jules Verne pioneered the  

science fiction genre, becoming 
renowned for novels such as  

Around the World in Eighty Days.

You’ve got to start somewhere
1872–1962 

In a time well before the high-speed travel  
of today, he imagined globe-spanning journeys 
that were the stuff of fantasy. 
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The prototype telephone was not patented until 1876, 
while Edison did not invent the commercial electric light 
bulb until 1880, only a few years after his invention of the 
record player. 

The year 1871 saw the unification of Germany, and the 
country had began to catch up with its neighbours in 
the industrial race kick-started by the English Industrial 
Revolution. The invention of the steam engine truly 
transformed economies and societies first across 
Europe, and then across the world. It completely 
changed the way products were constructed and the 
way employees worked. This was a huge step forward 
in the globalisation of trade, previously unimagined in 
the cottage industries of early manufacturing. Mass 
production meant that entrepreneurs began to expand 
their customer base by increasing production volumes 
and heading into foreign lands. However, the problem 
remained of how the increased volumes would reach 
the expanded markets that were so ripe for the picking. 
In July 1872, Gottfried Schenker, Moritz Karpeles and 

Moritz Hirsch 
met in Vienna, 
the heart of 
the newly 
formed Austro-
Hungarian 
Empire, a dual 
monarchy that 
reigned as one 

of the world’s great powers until its dissolution at the 
end of World War I in 1918. These three men decided 
to provide a solution to that problem, and created 
a business. 

Thus, they formed Schenker & Co. The aim of the 
business was to fulfil the growing public appetite 
for goods emanating from all corners of Europe. At 
a time when steamboats and steam-powered trains 
supplemented general transportation by horse 
and cart, their vision was recognised immediately 
and irrevocably.

The creation of their business capitalised on the 
technology available at the height of the Second 
Industrial Revolution, otherwise known as the 
Technological Revolution. A second phase of the first 
revolution, this saw steam power overtaken by the 
internal combustion engine, and later by electrical 
power generation. Before then, it was the effectiveness 
of steam-powered ships and the proliferation of railways 
that had begun to bring the world closer together. 
While the Industrial Revolution had the biggest impact 
in Great Britain, the Technological Revolution had a 
massive impact on continental Europe. Germany, for 
instance, had only become a unified nation in 1871, 
but in 1880, it had 9400 locomotives pulling 43,000 
passengers and 30,000 tons of freight, enforcing 
its status as the leading economic power in the 
region above France and the Austro-Hungarian 
Empire. Indeed, it was a new dawn in the world 
of transportation.

Schenker & Co. had had a prosperous start, increasing 
its network through strong relationships with 
government divisions and transport network providers. 
Then in 1880, it first made contact with a fledgling 
nation under British control. It was a country many 
miles away at the other end of the world, and even 
though its federation was not official until 1901, it had 

Schenker & Co. provided  freight-forwarding services 
for the Australia’s Centenary Celebration Fair in 1888, 
which was not dissimilar to the World Fair hosted 
eight years earlier in the same city. Later, the World 
Fair would come to be called the World Expo, but the 
purpose remained the same – provide an opportunity 
to enhance and encourage global trade and relations 
between countries, something Schenker & Co. knew 
plenty about. 

One hundred years after the Centenary Fair, Australia 
celebrated its bicentenary with many events, including 
Brisbane’s World Expo 1988. Schenker undertook 
the transportation for the Austrian, Thai and Mexican 
stands at the global event.

DID YOU KNOW?

been called Australia since white settlers put down 
roots in 1788. In 1880, the town of Melbourne would 
host the World Fair and it was a huge global event, 
requiring tonnes of equipment to be shipped using 
long-haul transportation from all over Europe to the 
festival. Schenker’s Fairs and Exhibitions business was 
created to fulfil a need rather than by design, and so 
was its initial connection with Australia.

The turn of the century saw Europe bustling its way 
through steam-led economic prosperity. The Trans-
Siberian railway was completed in 1904, a new 
lightweight material called plastic was invented, 
mass-produced cars began rolling off the production 
lines at the Ford plant in America and cities boomed. 
However, growing social disharmony threatened the 
glow of prosperity. World War I commenced in 1914 
after years of social disquiet growing throughout the 
continent. Hostilities were triggered by the assassination 
of Archduke Franz Ferdinand of Austria, heir to the 
Austro-Hungarian Empire. All of a sudden, the increased 
connectivity and transport networks between nations 
were used to support the mechanics of war rather than 
global trade. Of course, to debilitate the opposition, the 
warring parties made a point of bombing train lines, 
bridges, and manufacturing facilities. 

The importance of transport agents had become widely 
recognised in the theatre of war, and its importance was 
strengthened once the war was over and the rebuilding 

Gottfried Schenker,  
our founder
Gottfried Schenker was born 
in Däniken, a small village in 
Switzerland, on February 14, 1842. 
The son of a locksmith, he moved 
beyond his generational home 
territory to study law at Heidelberg 
University, and later took up a 
post as an official with the Swiss 
Central Railway in Basel in 1865. 
In 1866, he moved on to join a 
private transport company, Braff 
& Eckert, which was an agent for 
the French Eastern Railway. Braff 
& Eckert sent Gottfried to Vienna 
to supervise a grain shipment in 
1867, but several disputes with 
his superiors and difficulties in obtaining railroad 
cars brought him to the point of exhaustion. After 
a period in the hospital at the end of 1867, he 
left the company to take over the Vienna office 
of forwarding agents Elkan & Co. of Hamburg. 
Here, he organised large rail consignments for 
the company, ensuring the most efficient and 
profitable use of goods capacity. His talent was 
evident when, in one instance, he had the acumen 
to send railway construction materials from 
France via Switzerland to Austria and shipments 
of tobacco and food returning in the opposite 
direction to maximise transportation capacity.

By 1871, Gottfried had married and settled in 
Vienna but was looking for a bigger challenge 
than was available at Elkan & Co. Full of dreams 
and ideas, he met Moritz Karpeles and Moritz 
Hirsch early in 1872, who were both in their thirties 
and the owners of a freight forwarding company. 
The men were impressed by Gottfried’s plans for 
expanding the international forwarding business 
into south-eastern and western Europe, and for 
moving into ocean freight via Trieste and Fiume. 
The three decided to start a company together. 
Schenker & Co. was founded on July 1, 1872 and 
officially incorporated that year at the Austro-
Hungarian Commercial Court in Vienna. 

1

3

1.  A container being moved in the days way 
before safety was a consideration. 

2. Packing label for the 1888 Centennial 
International Exhibition’ in Melbourne.

3.  The way things were done in the very 
early days when pallets hadn’t even 
been invented.
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1787

1964

process began. As the dust settled in Europe in 1919, 
Schenker & Co. decided to place its business in Germany 
under German management, and as an autonomous 
company with close ties to its parent in Vienna. The 
control of all German businesses along with some 
other foreign branch offices in the Netherlands, Poland, 
Russia, Scandinavia and America was now all assigned 
to the headquarters in Berlin and run under the name 
Schenker & Co. Berlin. In those years, Schenker & Co. 
Berlin started creating a relationship with Deutsche 

Reichsbahn (DR) – the German State Railway Company 
– in a move that secured the operations and sent 
Schenker & Co. on a path of growth.  

In 1919, Schenker & Co. Berlin had around 290 
employees in over 16 offices in Germany. In total, the 
Schenker & Co. Group had 4141 employees in 1926 and 
in 1930, it consisted of 174 companies, with numerous 
branches in some twenty countries, including six 
offices in the Baltic countries and five in Great Britain.

In the mid-1920s, inflation was rife throughout 
Europe, but the banks extended Schenker huge 
loans and the company continued to grow. In the 
midst of the Great Depression, Schenker & Co. Berlin 
survived with financial loans and by strengthening its 
relationship with the German State Railway Company. 
More importantly, Schenker & Co. Berlin earned a 
transportation contract that granted them a monopoly 
over train line access. With public backlash to the 
decision, in 1931 DR made a reluctant move that 

ensured Schenker & 
Co. Berlin’s survival by 
acquiring the freight 
forwarder for themselves 
and for the public good.

In 1939, the world was 
plunged into another 
world war, this time 
with far more capacity 
to destroy transport 
networks through intense 
aerial bombardments. 
Germany sat at the heart 
of the proceedings. 
During the war, Schenker 
& Co. mainly transported 
food, coal and 
machinery. After the war, 
most of Germany’s main 
railways and rail stations 
had been destroyed and 
whilst roads were by and 
large still usable, horses 
and carts replaced cars 
and trucks as the main 
mode of transport due 
to the scarcity of petrol. 
German assets in other 
countries were seized, 
and the creation of the 
Iron Curtain that split 
Germany into East and 
West also geographically 
split Schenker & Co.’s 
operations. 

But the economics of 
world trade could not be held back for long. Despite 
the severe difficulties for Germans as their country 
was divided and occupied by the four allied powers 
with different agendas, in the decade after World War 
II, West Germany in particular bounced back with 
admirable fortitude. In this environment of European 
rebuilding and development, the Schenker business 
grew new legs. New commercial transport networks in 
rail, sea and even air were created, and Schenker was 
at the hub of it all. In 1947, the first commercial airlines 
began flying into Germany again and Schenker opened 

modest offices at all ten airports, as well as agencies 
throughout mainland Europe.

When Deutsche Bundesbahn (DB) was founded in 
1949 as the West German State Railways, the East 
German Government kept the old DR name. Both 
organisations were federal state institutions directly 
controlled by their respective transport ministries. 
At the same time, previously separate management 
entities of the West allied zones were brought 
together and centralised under Schenker & Co. GmbH 
in Frankfurt.

The fifties became a time of consolidation and 
rebuilding as western Europe surged into a bold 
new future, and the sixties saw larger international 
expansion. Early in the sixties, Schenker & Co. made 
tentative steps forward into Asia-Pacific, setting up 
its first office in the region in 1962. In a small, leased 
office in Sydney, Schenker was set up as the long arm 
of German industry in Australia, created to service 
Schenker & Co.’s band of increasingly global-thinking 
German clients. It is here that our story begins. 

Transportation history overview

1783 The Montgolfier brothers invent the first hot air balloons

1787 Steamboat travel is invented but it takes a few decades before it replaces sail as the chief method of shipping

1790 The modern bicycle is invented

1801 Richard Trevithick invents the first steam powered locomotive designed for roads

1807 The first steamboat with regular passenger service is invented

1814 George Stephenson invents the first practical steam powered railroad locomotive

1862 Jean Lenoir makes a gasoline engine automobile

1868 George Westinghouse invents the compressed air locomotive brake, enabling trains to be stopped with fail-safe accuracy

1908 Henry Ford builds the Model T Ford and soon improves production to bring the car to the masses, cheaply

1926 The first liquid-propelled rocket is launched

1940 The modern helicopter is invented

1947 The first supersonic jet flight takes place

1964 Bullet train transportation is invented

1970 The first jumbo jet soars through the skies

1769 Nicolas Joseph Cugnot invents the  first self-propelled road vehicle

1867 The  first motorcycle  is invented

1903 The Wright Brothers invent and fly the  first airplane powered by an engine

1969 The first successful manned  mission (Apollo) to the Moon  takes place

1885 Karl Benz builds the  world’s first practical automobile to be powered by an internal combustion engine

1.  An early promotional 
piece for the business.

2.  Early Schenker & Co. 
facilities in Berlin 
show the scale of 
the operation – 
though there may be 
just a little artistic 
licence taken with 
the illustration!

3.  Schenker & Co. Berlin 
at the Berlin airport.

4.  State of the art for 
the time!

1
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In 1961, 

The early sixties was 
a time of change.

the Berlin Wall was erected, and the Soviets 
launched the first man into space.

CHAP
1-TER

Finding its feet
1962–1972 
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The Vietnam War was well and truly under way by 
the 1960s, and over the decade, thirty-two African 
nations gained independence from their European 
colonial rulers. 

The social upheaval did not miss Australia. 
Young people began challenging the traditional values 
of their parents’ generation and started opposing many 
official decisions. There were calls for gender equality, 
racial equality and  consideration of the environment. 
There were also peace demonstrations against the 
Vietnam War, the practice of conscription, and the 
nuclear industry.

Many protests were part of wider social movements 
taking place in other western countries, news of which 
spread through television, the new media of the time. 
Revolutionary ideas and voices of dissent could now 
be rapidly and visually transmitted around the globe. 
The world was becoming a smaller place.

At the same time, the hippie movement was growing 
as people opted out of materialism, finding freedom in 
sexuality and creative expression.

Amid the unrest, Australia’s population increased 
considerably throughout the decade and European and 
British migrants continued to arrive in their thousands. 

While many of the migrants were from central Europe, 
changes to the White Australia Policy later in the decade 
permitted skilled Asian migrants to settle in Australia 
as well. There was plenty of work available Down Under, 
and the growing population and stable political and 
economic conditions became increasingly appealing for 
multinational businesses. Australia was coming of age.

Even so, as a massive island a long way from the rest 
of the world, Australia’s tyranny of distance meant that 
the importance of logistics was - and still is - felt more 
keenly in our nation than perhaps many other countries 
in the world.

So how would large businesses access the new 
opportunities for growth, maximising the wealth and 
the aspirations of the Australian people? How would 
European manufacturers benefit as Australia developed 
as a nation?

Schenker & Co. answered the call. On November 
23, 1962, Schenker & Co. (Australia) Pty Ltd was 
formed, becoming the first Schenker entity in the 
Asia-Pacific region. 

A local lawyer was set up as Trustee for Schenker & 
Co., Germany, and in the beginning, his offices were 
used for meetings and legalities relating to Head Office 
affairs. The first, intrepid ‘employee’ is believed to be 
local customs agent David Cupid, selected to be the 
on-the-ground representative to service various German 
manufacturers who were already clients of Schenker & 
Co. GmbH in Frankfurt. The first ‘office’ was opened in 
Taylor Street, Sydney, followed soon after by a move to a 
pokey space at 26 O’Connell Street in the city. 

No silver spoon in the mouth
The business, among others, was formed to service the 
country’s fledgling automotive industry. The VW beetle 
was a massive hit in Australia in the early sixties, and 
Volkswagen had already set up a manufacturing and 
parts facility in Melbourne. Bosch, another German 
multinational business, was successfully manufacturing 
and supplying parts to the domestic industry. Other 
German companies such as Hoechst, Siemens, Bayer 
and BASF were clients that utilised Schenker Australia’s 
customs services in the early years. 

The business generally 
completed air freight 
services for import. 
Although volumes were 
modest, they provided 
enough for Schenker to 
struggle through its first 
few years of operation 
Down Under.

It would be misleading 
to equate the prestige 
of those successful 
German businesses 
with early success 
for Schenker & Co. in 
Australia. In its fledgling 
years, the operation 
earned just enough 
to survive, and even 
that is being generous. 

It could not rely on its big German clients to send 
more work its way as most of them managed all their 
forwarding from their home nation – the focus was on 
Customs agents giving the incoming goods a tick of 
approval rather than on considering any other ways to 
bring the loads in that may be more efficient or cost 
effective. The notion of complete goods management 
and consolidation already entrenched in Europe was 
unknown in Australia. Registered customs agents 
were kings, and importers considered the processing 
work the agents completed as an unavoidable cost of 
business. On top of that, Australia was still developing 
its export industry, so very little product was going 
back the other way; it wasn’t exactly an easy time to be 
setting up a freight forwarding company in Australia.

Australian importers had no idea who Schenker & Co. 
was, let alone how to pronounce its name. However, 
you don’t make it to fifty years in business without 
weathering some storms along the way.The office and 
processing space in those early days was a nest of dark 
corridors, rented in an old Ansett air hangar to service 
air freight imports. Meanwhile, another office that was 
used to process ocean freight imports was little more 

than a few desks in a small, musty and nondescript city 
building. Staff numbers hovered around four or five at 
the time. 

Then in 1966, a man called Folker Krueger, who had 
followed the hippie trail in a shared VW beetle from 
Germany to Australia, landed in the business. It was 
the same year that Australia replaced the pound and 
started using its current form of decimal currency when 
Folker assumed the title of Sales Manager, an overly 
glamorous moniker for a man who basically had to walk 
the streets requesting appointments with importing 
companies he had found in the Yellow Pages.

Folker soon started to elevate the Schenker name and 
make it better understood in the Sydney business 
world. By that time, the dusty old Ansett hangar was 
a thing of the past, and the Air Freight ‘Division’ had 
moved up to another previously disused hangar owned 
by Qantas.

Without a list of blue chip German clients served up on 
a platter, Folker had to work hard to find new clients and 
untapped markets to keep the doors of the business 
open. The work was tedious and difficult, but there was 
enough adventure to keep Folker going.

With very little revenue, staff like Gudrun Marshall had 
to pester the few clients the company had to pay their 
bills on time so that employees could be kept on payroll. 
There was a single telex machine and single telephone 

– communication with Head Office in Germany was 
sporadic. Phone calls were a major event when they 
happened. Even so, the isolation fostered a determined 
entrepreneurial spirit. It remains the bedrock of today’s 
DB Schenker in Australia some fifty years later.

Customs agents were king
Folker not only had to convince prospective new 
clients of Schenker’s capabilities and European 
heritage, but he also had to convince them that 
utilising freight forwarders added some valuable 
benefits and cost savings; that Schenker could 
act as a valuable intermediate to them by finding 
the most economical, reilable and safe method 
of shipment for their goods. 

As Australia grew, the government was determined 
to protect their fledgling economy from the threat 
of internationally produced and imported products. 
They devised barriers to entry that ranged from high 
tariffs that made imported goods very expensive to 
local consumers, to a raft of paperwork, customs, 
duties and quarantine regulations that made 
sending European products to Australia much more 
complicated than before.

Registered customs agents were required to clear 
products’ entry into Australia. Thus, local agent 
David Cupid was employed to assist in setting 
up Schenker & Co. Australia in 1962. His local 
knowledge and connections were seen as a vital part 
of commencing operations in Australia.

In 1967, Schenker & Co. Australia’s operations 
were moved to a Qantas custom’s agent building, 
where the majority of the state’s customs agents 
were housed under one roof. This created a 
competitive marketplace for their services where 
loyalty was a scarce commodity. 
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To break down the entrenched position of customs 
agents, Folker had to convince importers of Schenker’s 
ability to positively impact a client’s bottom line, 
whilst also providing peace-of-mind. What Schenker 
proposed was to take a step back, analyse the cargo 
and consolidate shipments, which would save time and 
money. It was nothing new to anyone experienced in 
European freight forwarding, but it was a completely new 
concept in Australia. Many importers were set in their 
ways and required considerable convincing.

Commercial activity in Australia continued to grow 
throughout the decade, but the country lagged 
behind most developed economies in terms of its 
manufacturing capacity. Exports were rare, and it was 
still primarily agricultural, or as some called it, still ‘riding 
the sheep’s back’. 

In this environment, Schenker & Co. Australia began to 
slip backwards from an already tenuous position, and its 
glaring losses drew the concerned attention of the Head 
Office in Germany.

Hans, Edmund and Ross
Young Folker Krueger became the most senior person 
by default after some disagreements in positions above 
him left a gaping hole in the four-person operation (plus 
a contracted truck driver called Jack who worked on 
request but was never available on a Saturday when the 
horse races were on). 

Senior Management in Germany recognised something 
needed to be done to breathe life into its new subsidiary 
in Australia. In an emergency move in 1967, it sent Hans 
Kasperzyk, a man experienced in ‘troubleshooting’ 
problem areas in the Schenker business, to see what 
could be done. He had to evaluate whether the company 
had any potential to keep going, or whether Schenker 
should cut its losses and bring the adventure to a close.

Considering the challenges the fledgling business was 
facing, Hans and Folker buckled down for two months. 
They worked intensely during the period, with the aim 

•	 Until 1966, Australia used the pound as its 
currency. Decimal currency was introduced on 
Valentine’s Day (February 14) that year.

•	 It was not until 1967 that Australians agreed via 
referendum to allow Aboriginal people the right 
to vote.

•	 Robert Menzies served as Australia’s Prime 
Minister until 1966, when he was replaced by 
Harold Holt. In December 1967, Holt presumably 
drowned whilst swimming near Portsea, Victoria. 
However, his remains were never found and 
numerous conspiracy theories surround the 
disappearance. Russian submarines? Aliens? 
Personal escape from public life? Suicide? No-one 
will ever know.

•	 The White Australia Policy ensured that migrants 
to Australia were European, and therefore 
considered to be a better fit with the Australian 
way of life. The policy was gradually phased out 
from March 1966, but it was not until 1973 that the 
Whitlam Government effectively removed it.

DID YOU KNOW?

Tariff protection
In Australia, tariff levels averaged 36 per cent on 
imported products in 1969, but dropped to average 
9 per cent by 2001. By 2010, protection fell to an 
average of 3.5 per cent, with many categories 
having no protection at all. The main decrease 
occurred in the mid to late 1970s. It signified that 
Australia had become a liberal, economically 
mature nation fit to stand on its own two feet. The 
local manufacturing industry suffered for many 
years as a result, feeling the heat of immediate 
and effective price cuts from their overseas 
competitors.  Yet imports skyrocketed, having a 
positive impact on freight forwarding companies 
like Schenker & Co. Australia.

of giving Head Office a recommendation for a path 
forward, if indeed one could be found.

Initial reports back to Head Office about the potential 
were positive enough, highlighting a need for an 
experienced, driven manager with the charisma to 
represent Schenker & Co. Australia. There was hope.

The man chosen to inject direction and guile into the 
Australian office was Edmund Schultz. His career with 
Schenker had begun in 1952. He had worked his way 
into senior roles including international postings, and 
though reluctant to travel so far from Europe at first, 
the thrill of a challenge, along with Australia’s natural 
charms, won him over. He agreed to move to Australia 
for five years and do what he could. Schenker had a five-
year reprieve in Australia in which to turn an operation 
on life-support into a viable, ongoing business.

Edmund arrived in January 1968. Despite already 
understanding the poor financial state of the Australian 
operations, he was surprised by how fragile and perilous, 
and how far behind its European counterparts the 
Australian transportation industry was. 

Shortly after Edmund’s arrival, Hans left to solve 
problems in another corner of the Schenker globe, which 
left Edmund Schultz with the mammoth task of reviving 
the business. The report that he and Folker had created 
was detailed and precise, but its foundation was simple 
– to win more clients. 

Without an able support network, including a registered 
customs broker of enviable reputation, the plan would 
be over before it started. Thus, Mr Monaghan and Ross 
Gilholme were employed as Senior Customs Agents in 
a small office near Circular Quay. In the ensuing years, 
Ross became a key sales tool for Edmund and Folker as 
they renewed their search for new clients. In those early 
years, any business won – German or otherwise – was 
good business. Slowly, Schenker Australia’s small list of 

clients began to grow.

Early expansion – Melbourne and Perth
Despite the initial financial woes of Schenker & Co. 
Australia – or perhaps because of them – Schenker & 
Co. GmbH agreed to support Edmund and his team 
as they planned for expansion through the pursuit of 
new business.

A glowing opportunity existed for extended work with the 
large German companies of Hoechst, AGFA, Siemens 
and Bosch. Since many large European businesses were 
based in Victoria, it made sense for Schenker Australia to 
set up a presence there as well. In 1968, the year before 
man walked on the moon, Schenker’s first branch in 
Melbourne had already been opened, albeit with much 
less acclaim or fanfare. 

It was a box-like office in the Australian Forwarders, 
Customs Agents and Brokers (AFCAB) building, which 
functioned as a co-operative of industry participants kept 
in close quarters and within easy reach of the airport and 
Customs House. Its walls had brown panelling, it was 
sparsely furnished with a few desks, big black phones 
and the odd typewriter, and perfumed by a constant haze 
of cigarette smoke. Despite all that, the building was a 
competitive, bustling place.

Schenker & Co. Australia purchased a 3.6 per cent share 
of the building. Folker Krueger, the business’s first Sales 
Manager, spent many hours driving to and from Sydney 
to work closely with major clients and build a solid 
business south of the Victorian border.

In that same year, 1968, Edmund Schultz stopped off 
in Perth on the way back from an overseas trip. He was 
struck by the opportunities there, in the most isolated 
capital city in the world. When he arrived back on the 
east coast a few days later, his already enthusiastic 
demeanour was bubbling over with excitement about the 
next step in expansion.

His excitement rubbed off on Folker, who, used to long 
drives by now, agreed to take his VW Kombi (he’d 
upgraded from the old hippie-trail Beetle) across the 
Nullarbor, which still had over 800 kilometres of unsealed 
road to navigate at the time. In June 1969, Folker made 
the trip and became the first General Manager for 
Western Australia. To get the business off the ground, 
the company collaborated with Quartermaine, a shipping 
agent and entrepreneurial business with a strong 
reputation in Fremantle. Folker got back onto the sales 
trail, immediately targeting the mining and construction 
industries, which brought about a productive period.

By this time, Schenker & Co. in Germany had sent a 
talented man named Fritz Heinzmann to head up a team 
of three, including himself, in Melbourne. The two new 
branches were relatively independent from the direction 
of Edmund Schultz and the office in Sydney. There was a 
culture of trust in the ability of staff to take responsibility 
for their own areas, and that has stood the test of time 
within the business.

Schenker & Co. Australia’s burst of activity paid off. In 
1970, about two years into Edmund Schultz’s five-year 
plan, the company finally broke even. This was cause for 
a small celebration shared with the twenty people then 
employed by the business.

The sales push continued, with more clients now on 
the books. There was now a wider understanding of the 
value of freight forwarding in Australia and work began 
to flow in more steadily.

In 1971, the Sydney office was moved into new 
premises on Coleman Street. This was later superseded 
by new offices and a small warehouse at 19–21 Church 
Street, Mascot, which became known as ‘Schenker 
House’ and was the headquarters for Schenker 
Australia in years to come.

Before that move, however, Edmund Schultz resumed 
his globetrotting ways and moved on. When he had 
started, there had barely been ten employees. By the 
time he left, there were approximately eighty, working 
out of facilities in Sydney, Melbourne and Perth. He had 
led the business turnaround that brought in an enviable 
list of clients, many of which would remain long-term 
partners of Schenker Australia.

Schenker & Co. Australia had struggled through a 
troubled infancy and into a more confident childhood.
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The 1960s were a time of social change and new 
thinking. Television became ubiquitous and images 
from all corners of the globe suddenly entered 
living rooms around the developed world. It lit a fire 
underneath many global thinkers – businessmen 
and backpackers alike!

Folker would later become a key figure in the early 
development of Schenker & Co. Australia, but back in 
the sixties, he fit more into the backpacker category. 
‘I did my apprenticeship with Schenker in Berlin. 
When that finished I went to a different company 
in Switzerland, and then to England to improve my 
English. I made an Australian friend who talked about 
driving from London to Australia, which, to me, was 
a crazy but brilliant idea. I returned to Switzerland for 
a bit, working in air freight, consolidating for various 
airlines and freight forwarders. It was like some sort of 
share market trading back in those days as people tried 
to on-sell space to other forwarders to help them get 
bulk discounts. But in 1965, my Australian friend was 
heading off in his VW Beetle, and I decided to join him.’ 

‘We had a tent and some supplies, and embarked on 
our adventure. We traveled east through Europe, the 
old communist states, Yugoslavia, through Afghanistan 
and into Pakistan, camping next to police stations or 
army camps to try and be safe in the desert. We went 
through the Khyber Pass and into Lahore but got stuck 
in Karachi and couldn’t go any further because of the 

Folker 
Krueger Industry Consultant

Former Sales Manager, Sydney & General Manager, WA

tensions between India and Pakistan. We had no money 
then. I guess my experience in freight forwarding came 
in handy – we had to get ourselves on a boat somehow 
to get out of there. We were the cargo! We looked 
for a vessel for two weeks and had to set up our own 
little market stall to sell my typewriter and socks and 
whatever else. Finally we got on the MS Carpentaria, 
which set sail for Sydney and the heat of January 1966.’

Folker had a vague idea that there was a Schenker & Co. 
office in Sydney, so he looked them up to see if any work 
was available upon his arrival. At that stage, the business 
was nothing more than a fledgling operation working as 
a small arm of Schenker & Co. GmbH in Germany. There 
was no work available because the company could barely 
afford to pay the four people they had. ‘It was tough and 
I was stone cold broke. I worked on a jackhammer and 
did whatever I could. I got a job at Qantas processing 
ticket codes for international travel out of necessity. After 
three months, Schenker got in touch with me, saying they 
needed a sales representative. I was shy about that kind of 
thing, but I agreed.’

Folker became Air Freight Sales Manager in the second 
half of 1966. ‘It sounds like an impressive title, but 
Schenker & Co. Australia was far from impressive and 
freight forwarding hardly even existed in the country at 
the time. Customs brokers were kings and businesses 
didn’t understand why forwarders would even be of 
any use to them. I had to sell the fact that forwarders 
could save money through consolidation, and sell 
Schenker after that. Our offices were in a small part 
of an old Ansett hangar. It was an old shed that was 
dark and grey and housed five of us at capacity. 

Warehouse space was 
at the airlines, but it 
was tiny. Soon, we got 
some space in a Qantas 
hangar, but that was only 
a little bit better.

‘I got the Yellow Pages, 
looked for importers 
and knocked on their 
doors. We had one telex 
machine and using the 

one phone was the big event of the day! I had a little 
VW Beetle, which was not the same one that took us to 
Karachi, and drove around Sydney trying to sell. I was 
shy and it was very difficult for me. Once, I came across 
a pub that was open at 6am for nightshift workers, and 
I went in for a beer before hitting the road. It wasn’t a 
good idea and I never did it again. I remember one of 
my first victories was with an opal seller who wanted to 
ship some opals to Germany to sell on consignment. 

It was only a small bag but it had a high value – there 
were no invoices and everything was done on trust. 
It was such a relief to get some work, no matter how 
small, and it reinforced the importance of relationships 
in this industry.’

At the time, the concept of freight forwarding was 
well entrenched in Europe but as in many things 

‘It was like some sort of share market trading back in those 
days as people tried to on-sell space to other forwarders to 
help them get bulk discounts.’

at the time, Australia lagged behind developments 
overseas. ‘Everything had to be done through customs 
agents and we had Dave [Cupid] who acted as ours 
but he eventually left as he had plenty of other job 
opportunities. We were floating about and Schenker 
& Co. in Germany were justifiably worried. In an 
emergency move they sent out a guy called Hans 
Kasperzyk in 1967 to see what could be done. He 
worked like a maniac for two months and together we 
did a business assessment to prepare a business plan. 
By then, we had Heide Kemmler, Gudrun Marshall, and 
someone named Barry in the team, and I’d become 
in charge by default. The business plan had enough 
substance to be interesting to Germany, and we had 
enough thought invested to prepare for a new manager 
to make the plan happen. His name was Edmund 
Schultz and he arrived in early 1968.’

‘We were still a small operation there to service the 
German Head Office business, but once Edmund 
arrived our plans started to kick into gear. We employed 
a new customs broker called Mr Monaghan and an 
ocean freight office was opened near Customs House, 
Circular Quay where a guy called Ross Gilholme was 
employed as a compiler reporting to Mr Monaghan. 
Then Gilholme received his broker’s license, and 
Monaghan went to Melbourne to help with the start-up 
there in 1968. Most of our major clients were down 
there at the time and I spent lots of time up and down 
the Hume Highway, which was no autobahn I can tell 
you, visiting AGFA, Bosch and Siemens, and some of 
the German chemical companies like Hoechst.’ 

‘Edmund was a born leader and I found the time developing 
the business with him fascinating.’
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A turning point for the small Sydney operation was 
securing the prestigious Sandvik account, but it 
didn’t come easily. ‘Edmund was a born leader and 
I found the time developing the business with him 
fascinating. He was meticulous with all the files on 
his desk, all of them neatly in order so he knew where 
everything was. He was fun too, and sales trips with 
him were much less stressful for me than they were 
for him. We had been dealing with a manager of 
Sandvik, who needed a large wooden trunk arriving 
with his personal effects. It became essential to 
deliver it to his home on time, which meant we had 
to get it through Customs and to him in a day, a feat 
basically unheard of at the time. We had an old tray-

truck operated daily by a driver called Jack, except 
for Saturdays when the horse racing took priority. We 
were lucky the delivery wasn’t on a Saturday, but not 
for long, as the old van started blowing steam on the 
way to the northern suburbs and we broke down. We 
had no time to get another truck and crane to transfer 
the cargo, so Edmund, Jack and I bought chewing 
gum, and chewed madly until it was soft enough to 
plug the hole in the radiator. Jack wasn’t much help 
though – he only had about two teeth! It worked, we 
delivered on time, and soon after we secured the 
whole Sandvik account.’

One day in 1968, Edmund stopped off in Perth after 
a trip to Europe. Folker met him upon his arrival to 

‘Perth is an isolated place and we were a long way from the 
Head Office in Germany, with only a few phone calls and 
letters to communicate, so everyone in the business had the 
drive to prove themselves.’

WE ARE STILL A 
SERVICE INDUSTRY 
AND THAT MEANS 
PEOPLE ARE 
STILL THE MOST 
IMPORTANT THING.

the office. ‘He was excited and determined to make 
the plans for Schenker work in Australia. He said, “I 
think we should go to Perth. In fact, I think you should 
go.” So in June 1969 I got into my VW, which was 
a Kombi this time, and drove across the Nullarbor, 
which still had about 800 kilometres of unsealed road 
at the time. At first we partnered with Quartermaine in 
Fremantle because they were a freight forwarder and 
had valuable connections in the state. I was the only 
Schenker employee there, and had to do everything to 
try and open the market for us. I earned AUD 400 per 
month and had to pay for fuel driving my own Kombi 
around Perth trying to woo clients. The Quartermaine 
relationship only lasted a year though. But we became 
the first forwarder to open a little office near the 
airport and slowly we grew from there. Perth is an 
isolated place and we were a long way from Head 
Office in Germany, with only a few phone calls and 
letters to communicate, so everyone in the business 
had the drive to prove themselves. It was only up 
to us to get things done. Certainly Edmund was 
determined to show Germany that Schenker could 
work in Australia and for like-minded people, that was 
a big motivation.’

Edmund Schultz was only going to stay in Australia for 
five years and when he left in 1972, Folker was asked 
to take up the General Manager position. He declined 
because he wanted to take his Australian wife to 
Germany, and Eno Stoltenberg entered the business 
as a joint Director with Ross Gilholme. ‘I actually 
think I needed a change then, and ended up joining 
Lufthansa for a few years before moving over to Asia. 
I never did get back to Germany.’ 

Folker’s adventures continued in Singapore, Taiwan 
and then Hong Kong, when he joined a company 
called Rhenus AG in 1987. ‘Rhenus was a Stinnes 
company and in 1991 Stinnes bought Schenker 
from Deutsche Bundesbahn, the German Federal 
Railway, which meant that Rhenus and Schenker 
were competitors but were also brothers. In the 
early nineties the two actually joined and I became 

a Schenker employee once again, this time moving 
to Indonesia where I stayed for nine years. During 
that time I went to Schenker in Brazil for a couple 
of months to do some trouble-shooting, then back 
to Perth in 2004 where I actually had a desk! I was 
employed by Regional Head Office to develop logistics 
solutions for oil and gas projects in the Asia-Pacific 
region. Briefly, I became General Manager of the Perth 
branch until Frank Vogel started in 2005.’

Folker retired in 2008 after accumulating twenty-
seven years with Schenker Australia, leaving an 
indelible mark on a business that has grown from 
four staff members in Australia to around 1100 in 
fifty years. ‘I’m proud to have played a part in the 

growth of the business under people like Schultz and 
Villinger, and am so impressed with the operation 
today. Probably the biggest change I’ve seen came 
right at the start when we had to actually help start 
the forwarding industry in Australia, educating 
importers about the cost savings of consolidation. 
I’ve seen communication completely change with 
the introduction of computers, but no computer can 
produce anything without the correct input from 
people. The industry can never forget the people factor 
– no matter how much technology there is, we are still 
a service industry and that means people are still the 
most important thing.’  
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Gudrun was just seventeen when she embarked on 
a logistics and freight forwarding career that has 
spanned almost fifty years. Her first employer was 
a company called Danzas in Germany where she 
completed an apprenticeship. Freight forwarding 
was exciting at the time, and the global aspect of the 
industry fascinated her. In 1967, she joined Schenker 
& Co. GmbH and she’s never looked back.

‘Schenker’s global Head Office was in Frankfurt in 
Germany in those days and it was a busy, active place. 
We had telex machines, phones and typewriters 
everywhere. We were owned by the German Railway 
Company so you always got a sense of security – I think 
clients understood that too.’ 

At the time, Australia was just a tiny speck on the 
company’s world map, but the idea of living in Australia 
was very alluring to many people – Gudrun included. 
‘When I first joined Schenker in Frankfurt in 1967 I 
was placed in Product Management Air Freight to 
learn all about air freight before taking up a position 
in the consolidation office at the airport. I worked 
mainly for Hans Kasperzyk who was a terrific teacher 
and after he went to Sydney for some months to do 
some troubleshooting for the business he told me 
on his return what a wonderful place it is. I was quite 
intrigued and after Edmund Schultz had taken up the 
position as Managing Director and was looking for staff 
to oversee the air freight operation, Hans suggested 
I take up the offer. Not knowing all that much about 
Australia I thought it sounded exciting and applied for 
a visa. I arrived later in 1970 but was clueless about the 
background of the business back then. I was young, 
inexperienced and up for an adventure!

‘It was a shock when I arrived though. We worked out 
of an old shed at the airport and by then there were 
probably eight or nine employees. There was one telex 
machine and only a couple of phones. Compared to 
the office in Germany, I thought this place seemed 

Gudrun Marshall
backward and small. I’d never even seen a company 
cheque when I was working in Germany – everything 
was just paid for and sorted out in the background. 
But when you are in a small place you experience 
everything. After working for three weeks, I was told the 
next day was pay day. Instead of cutting us cheques 
however, they said, “We don’t have any money, so you 
had better start ringing up clients to get the money they 
owe us, or we can’t pay everyone here.” My English was 
barely sufficient, but I got to it – I needed the money!’

In a short space of time, Edmund Schultz injected his 
enthusiasm and ambition into the plan Hans and Folker 
had developed, and Schenker Australia began to grow 
beyond its teething stage. It was a time of maturity for 
Australia as a nation as well, as multiculturalism began 
to take root. ‘We mostly worked with German clients 
like Schwarzkopf and Deutz as well as some other 
European companies like Sandvik and OPSM to name 
a few – it was all in imports. Mostly, we were there to 
help service the German clientele in Australia, but 
through the late sixties and early seventies, we began 
to stand on our own two feet as well. A small branch 
was opened in Melbourne in 1968 and another in Perth 
in 1969, and we even started to get into the shipping 
of some small products for export. In 1971, the Sydney 
office moved into a new office on Coleman Street, 
which to us was a palace after being in the cramped 
airport shed. I remember the first Italian restaurant 
opening in Kings Cross around the same time – foreign 
food wasn’t available anywhere and you couldn’t even 
get proper coffee. But that quickly changed and we 
started to grow at almost the same speed. It was a 
really exciting time to be in Australia.’

Gudrun had to return to Germany for two years once 
her visa had expired, but she always knew she’d return. 
In 1974, the Sydney office moved into new premises on 
Church Street. A year later, Gudrun managed to secure a 
visa to return, this time to Melbourne. ‘While the Sydney 

office was enjoying the palace-like facilities on Church 
Street, I had to go back to something resembling the 
old shed in Sydney! Schenker Melbourne had bought 
a tiny space in the AFCAB [Australian Forwarders, 
Customs Agents and Brokers] building. It was part 
of a community of brokers and forwarders that was 
controlled by Customs in Melbourne in a limited 
space. The building resembled a rabbit warren and 
was packed with brokers running up and down the 
halls with the paperwork. There were always several 
carbon copies of typed up forms, and endless queuing 
for clearance. Each forwarder had at least one full-
time runner, and it would take about three days to 
organise clearance. 

‘Volumes were small back then. While we have fifty 
or sixty shipments in consolidation these days, we 
would’ve been lucky to have ten back then weighing 
in at 500 kilograms. We had a tiny store, but as we 
grew through the seventies, it became totally useless. 
I remember when Siemens brought out its Commander 
phone, shipments began coming in tonnes rather 
than kilos. We had to sort the stock outside, all while 
persuading the Customs people that we wouldn’t be 
long! We had a single ancient forklift and an ancient 
truck, so we had to make do and move shipments as 
best as we could.’

Fritz Heinzmann led the sales push in Melbourne, but 
the company remained predominantly tied to large 
German clients until Ulrich Villinger came in the 
mid-eighties and the economic growth in Asia began. 

Branch Compliance Officer 
Tullamarine, VIC

IT’S A SMALL 
MIRACLE, 
THINKING 
ABOUT HOW 
BIG WE’VE 
BECOME

‘Uli was a wonderful man who always had time for 
people. You never felt silly asking him anything, and 
he could get you to do the impossible because he 
genuinely believed in you. This gave many people 
the confidence to strive for more and get more done. 
Having said that, both he and Fritz are from the 
Stuttgart area of Germany, which is renowned as the 
“Scotland of Europe” because people are careful about 
money. That’s how Schenker Australia has always been 
controlled and run. Perhaps that’s why we’ve been so 
successful in recent times. It’s a small miracle, thinking 
about how big we’ve become when I remember where 
we started.’

Gudrun remembers another small miracle – the time 
when Schenker Australia caught on to the importance 
of IT in the workplace. ‘I don’t think it was because 
they didn’t realise the power of computers as IT took 
over workplaces in the nineties. I think it was the belief 
that if we were managing without computers, there 
was no need to change anything. We had to struggle 
to work just as quickly without computers to make 
sure we kept customers happy. Over time though, it 
became impossible. It wasn’t until January 1995 that 
we finally implemented operational software across 
the business.’

Gudrun has worked three days a week since 2009, and 
when you add it up, she’s been involved with Schenker 
Australia for nearly forty-four of the company’s fifty 
years. ‘Reaching fifty years is incredible when you 
think about how we used to wonder how we’d get paid 
each week in those early years, working out of a shed 
with hardly any clients. It makes me proud to think 
that I have played my part in some small way, but I 
see the success of Schenker Australia as a reward for 
all the work its people have put in. People like Folker 
Krueger, Edmund Schultz and Uli Villinger set the tone 
for Schenker Australia today, with a continuity and 
stability in management ever since. Our basic values 
have remained the same. We’ve gotten to where those 
early managers envisioned we could, and perhaps even 
surpassed those dreams. I’m not sure how often that 
happens in life, and that’s why it is worth enjoying.’ 
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In the years 1962 to 1968, Schenker Australia battled 
through a difficult infancy. In those first six years, 
the business struggled to break even with hardly 
any clients. The situation was grim.

The Australian branch was created to service the 
customs clearance needs of Head Office clients 
in Germany. Our big island isolated thousands of 
kilometres away in the Southern Hemisphere was an 
important market though, with its growing population 
and natural resources appealing to an increasing 
number of multinational businesses. So Schenker & Co 
GmbH in Frankfurt decided to give Schenker Australia 
the life-supporting boost into adolescence that it so 
desperately needed. They sent a man named Hans 
Kasperzyk out to support Folker Krueger in reviewing the 
opportunities and creating a plan of attack. Then, they 
persuaded a man called Edmund Schultz to head Down 
Under and activate that plan.

Edmund stayed in Australia from 1968 until 1974 
and left an indelible mark on the early history of the 
business. He is a globetrotting Schenker & Co. man, 
with over forty-four years of service in various entities. 
These days he is retired and living in a village close to 
Kaiserslautern, Germany. 

‘I am sorry,’ Edmund says as he begins our phone 
conversation, ‘but I have not spoken much English 
since living in Australia all those years ago. What about 
French, Russian or German?’

‘I know a little Italian.’ I replied, hoping he wouldn’t know 
the language and test my skills.

‘English it will have to be then.’ Phew.

Edmund 
Schultz Former Managing Director 

Edmund began life with Schenker & Co. in Berlin in 
1952 and worked his way into various senior positions 
until one day, he was asked if he’d like to go to 
Australia. ‘I was reluctant, I can tell you that. Australia 
was a long way from anywhere familiar, and Schenker 
in Australia was miniscule on the Schenker globe... 
My wife and I got talking, and we thought, “Why not?” 
I committed to five years.’

Edmund arrived on 10 January 1968, and only then 
did he realise the size of the task ahead of him. ‘There 
were ten staff working in a make-shift shed, and the 
company was not financially viable. I did not know that 
the water I had jumped into was so cold. At the time 
Australia had a unique customs clearance process 
and the Government there made importing difficult by 
putting up protective barriers and tariffs. Experienced 
customs brokers were a necessary addition to the 
business, and we got in Ross Gilholm, who became 
very important for us.’

As the culmination of two months of hard work 
and considered thinking, Hans and Folker created 
a comprehensive, detailed plan, Edmund could 
break it down to something very simple. ‘We did not 
have enough customers, so we needed to win more 
business! I hit the streets, walked around Sydney and 
made calls to New Zealand as well. We had to get 
bigger and that is what we focused on. Our largest 
clients became Siemens and Bosch out of Melbourne, 
so we opened a branch down there in 1968 and soon 
after we opened one in Perth. We still weren’t making 
profits but Frankfurt [Head Office] gave us the support 
we needed. By late 1970 we finally broke even, and we 
built it upwards from there.’

Schenker Australia developed and grew in line with 
the growth in the economy at the time, as well as the 
impact of multiculturalism and increasingly global 
trade. If you keep in mind that the Sydney Opera 
House was only opened to the public in 1973, you start 
to get a picture of the times. By the time Edmund left 
Schenker Australia in June 1974, the Opera House 
had already become a globally recognised Australian 
icon and the company he had led had become a 
viable, ongoing outfit with one hundred staff and a list 
of solid, growing multinational businesses as clients. 

‘I have to give credit to the Australian attitude at 
making things happen. We were so small and 
insignificant but the people here wanted to make 
something of Schenker Australia and I am proud of 
what we managed to do. When I left, Ross Gilholm 
made a certificate that read: “Edmund Schultz took 
on the unenviable task of reorganising the business 
of Schenker Australia and succeeded.” Of course, 
it was not just about me, but the message he wrote 
was of the success that all of us had achieved. Since 
then there have been people in Schenker’s history 
like Fritz Heinzmann, and of course, Uli Villinger who 
led the business onto even bigger and better things. 
It is wonderful to see where the company has arrived 
after fifty years. There should be congratulations to 
everyone involved in its success.’  

THE PEOPLE 
HERE WANTED 
TO MAKE 
SOMETHING 
OF SCHENKER 
AUSTRALIA 
AND I AM 
PROUD OF 
WHAT WE 
MANAGED 
TO DO

Edmund (right) presenting an award during his time 
in Australia.
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CHAP

2
-TERSocial change and political 

drama continued in the 1970s. 

Powering into adolescence
1972—1991

 At the same time, the full 
abolition of the White Australia 

Policy in 1974  led to an influx of 
multicultural migrants,

who brought new ties to new countries 
and eventually, trade links to match.
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Although life in Australia was known to be inexpensive 
and easy, new road taxes were implemented despite 
heavy protests, and oil prices skyrocketed when a raft of 
Arab nations started to restrict the sale of oil to western 
countries in late 1973. This had a significant impact on 
car owners, and many in the transport industry felt the 
cost increases acutely.

Upon Edmund Schultz’s departure, Eno Stoltenberg 
and Ross Gilholme became Joint Directors and General 
Managers to develop the business further.

The increase in revenue and workload created 
in the previous five years was welcome, but also 
accompanied by inherent challenges. One of these 
was cash flow. Schenker & Co. Australia had grown 
much larger and required more resources. Senior 
Management in Germany recognised its progress and 
the potential to grow even further, and hence provided 
the required bank guarantees. The German parent also 
increased the working capital by purchasing a new 

block of shares, which injected AUD 300,000 to fund 
future growth.

In 1974, the Western Australian branch moved into 
new offices in Fremantle in response to a minerals 
boom. In the early part of 1976, the first Queensland 
branch opened in Brisbane. By then, the importing 
and exporting industry understood and appreciated 
the role of freight forwarding and the management 
of cargo. In turn, competition for freight forwarding 
contracts intensified. Schenker & Co. Australia was 
up for the challenge, and continued its geographical 
diversification by opening a new office in South 
Australia in 1977.

Led by Gloria Harris, Schenker & Co. Australia was the 
first multinational forwarder to set up under its own 
name in Adelaide, although it did not make a great 
difference to the entrenched collection of customs 
brokers there, who were mostly ignorant to Schenker 
& Co.’s global might. Schenker’s South Australian 

branch continued as a small operator with five or 
six staff until 1983, when the company bought an 
established business named RF Olson in order to 
expand its operations.

While Schenker & Co. Australia was not publicly 
listed, a business called Transkontinent Holding AG 
(Germany) purchased a significant portion of its shares 
from the Schenker parent company in Europe in 1977. 
However, these shares were not significant enough to 
give Transkontinent Holding more than a representative 
influence over the operations. This company remained 
involved with Schenker in Australia until 1991.

DID YOU KNOW?
1972 –  On September 1, the unit of measurement for 

temperature, Fahrenheit, is replaced by Celsius.

1972 –  The Snowy Mountain Scheme is officially 
opened on October 6.

1972 –  In December, Gough Whitlam becomes the first 
Labour Prime Minister in twenty-three years.

1974 –  Cyclone Tracy devastates Darwin on Christmas 
morning, killing seventy-one people and 
destroying 70 per cent of its buildings.

1977 – World Series Cricket is launched.

1979 –  Mad Max is released. Mel Gibson becomes an 
international star.

The Spider Room
Through the late seventies and eighties, in the 
back of the Schenker building on Church Street in 
Mascot, there was an unwelcoming place called 
the Spider Room. 

The room was a small, stand-alone shed made 
from corrugated metal. It was old and rusty, and 
leaned to one side. It was dark inside, extremely 
smelly and unbearably hot in the summer. 

The shed’s official purpose was to be part of 
Schenker’s archives storage facility. Important files 
were kept safe in moisture-absorbing cardboard 
boxes, especially ones that might win arguments 
with carriers, the airlines or the customs audit. 
The files were also guarded from rank smells, 
mice, cockroaches, and spiders. Success at work 
depended on whether you had the courage to 
venture in – and people rarely did! 

The Spider Room entered company folklore, and 
remains a key part of the memories of the longer-
serving Schenker staff.

1 3

4

2

1.  Preparing for an event at the Sydney Opera House. 
High-vis workwear nowhere to be seen!

2. Yellow and green and the old logo of the seventies 
and eighties.

3. Luckily it wasn’t raining that day!

4. Preparing for an event in the early days

5. Airfreight transport preparing for an Opera House event.

6. Moving large, awkard loads has always been embraced 
as a challenge.

5 6
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Ulrich Villinger: 
Our pioneer

Ulrich Villinger started his career with Schenker & Co. 
in 1962 as an apprentice in Stuttgart, Germany. By the 
time he arrived in Australia in 1978 to assume the role 
of Managing Director, he had already been working 
for Schenker in Teheran then as the General Manager 
in Kuala Lumpur, Malaysia. He became Managing 
Director of Schenker Australia in 1978 and remained in 
the role until 1995, when he became CEO of Schenker 
International Asia Pacific and set up a Regional Head 
Office in Singapore. In the same year, he was also 
appointed to the Management Board of former Schenker 
International AG, responsible for the Asia Pacific region. 

Uli, as he was affectionately known, retired as Asia 
Pacific CEO in 2002, but subsequently consulted to the 
business until 2007. His passing due to serious illness 
in 2008 was a great loss to the Schenker family, but his 
legacy will always live on.

Upon arrival in Australia in 1978, Uli inherited a business 
with a growing reputation for reliability and efficiency, 
but one that was not recognising its potential. It was 
lagging behind in terms of information technology 
and its Sydney facility was well-worn and tired. Uli 
injected great passion and enthusiasm to Schenker 
& Co Australia, enhancing the company’s stubborn 
willingness to succeed by adding a strong vision to the 
business. Uli and his devoted team led the business 
to become a mature, professional and successful 
operation, and one of the most profitable Schenker 
country organisations in Asia Pacific.

Uli was a mentor to many colleagues and took personal 
interest in fetching talent from Germany to work for 
him in Australia. Many of those people are still with 
DB Schenker today and have enjoyed a successful 
career, such as Ron Koehler, who is now the CEO of 
DB Schenker in Australia and New Zealand. Uli is 
commonly remembered as a fair and even-tempered 
boss who made well-considered decisions, listened 
carefully to other’s ideas and suggestions, was open 
and approachable for employees – he lead by example 
and was a role model that people were happy to 
follow. His forward-thinking business approach and 
personable yet strict leadership style have set the tone 
for DB Schenker’s proactive and team-based culture in 
Australia today. Ulrich Villinger, relaxed on the job in Sydney.

‘He was dedicated to his work and the people around 
him and in his spare time he enjoyed socialising with 
customers, suppliers and colleagues. He loved the 
adventure of travelling; his job also required him to 
travel a lot. And then came food, there was nothing 
better than a good meal and a fine drop of wine.’

(Yvonne Villinger)

Importantly, Uli was among the first to recognise that 
as Australia welcomed more citizens to its shores from 
Asian nations, trade lanes back to those countries 
would surely become more prolific. Australia’s relative 
wealth and strategic proximity to Asia was undoubtedly 
going to be a big advantage in the long term, so he set 
in place strategies to prepare for that. He also strongly 
supported the notion that Schenker Australia should 
buy and own its facilities - a radical idea at the time that 
required many negotiations and late night calls with 
his colleagues at Head Office in Germany. As a true 
Swabian he was thrifty and rigorous and did not see why 
to pay rent for a building when the investment could be 
a clever move for long-term growth. Among others, DB 
Schenker’s headquarters in Alexandria and the current 
facilities in Adelaide were bought way back when he 
was at the helm of the company and have proven to be 
outstanding  assets.

Many people have left their mark on the development of 
DB Schenker in Australia over fifty years, but it’s difficult 
to argue that any of them had (and still has!) such an 
influence as our Ulrich Villinger.
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Acquisitions and Investments
By 1981, Schenker & Co. Australia’s profits had risen 
to AUD 53,707 thanks to Uli Villinger’s cost scrutiny 
coupled with slow, steady revenue growth. At the same 
time, Head Office in Germany also recognised the need 
to manage each geographical region separately, and 
restructured operations into four distinct regions. 

A – Europe

B – America and Australia 

C – Africa and Asia

D – Near East

This positioning proved especially prudent once the 
Australian dollar was floated in December 1983, which 
encouraged Australian producers to become exporters. 
Asian nations became increasingly significant trade 
partners as a result – a situation that has only improved 
ever since.

Corporate Australia ballooned through the eighties, 
and Schenker & Co. Australia experienced its own 
period of growth as the decade unfolded. By 1983, 
profits had zoomed up to AUD 243,285, followed 
by AUD 328,858 in the following year. 

The 1983 acquisition of RF Olson in South Australia 
was one reason for the boost in growth. RF Olson was 
selected for its long-standing reputation and culture-
match with Schenker & Co. Australia, and the move 
proved successful for all parties involved.

At the same time, the booming Melbourne branch had 
outgrown its space in the AFCAB building. Victorian 
General Manager Fritz Heinzmann set to work to find a 
new location to match his innovative approach to the 
process. He wanted Schenker & Co. Australia to own 
its facilities.

Schenker has always been a conservative, well-
structured organisation that maintains the view that 
if a proposal can be justified, support will be provided 
– anything is possible, but nothing is done on a whim. 
Fritz was experienced enough to know what he needed 
to do, and with the blessing of his open-minded boss, 
Uli Villinger, he set to work. He had received approval 
from Head Office by the time he found the perfect spot 
in 1986. Lot 7, 10 International Square was purchased 
for AUD 389,235, supported by a twenty-year loan. 
The Melbourne branch managed to pay it off within 
two years, and the facility provided the foundation for 
growth from that point on.

1. Lunchtime at the 1988 Managers’ Conference.

2. Ulrich Villinger (left), Fritz Heinzmann (centre) and Greg 
Goh (right) soak up a management meeting.

3. The official paperwork marking the start of Schenker’s 
development in Melbourne.

4. The Melbourne facility with the first branding on the left 
and a more recent incarnation in the late 1990s.

5. On the road in the early eighties.

6. An official party in the late seventies. From left; German 
Chamber CEO, Ulrich Villinger, Consul General, 
Edmund Schultz (who had come back to visit), Victorian 
Government trade representative, Fritz Heinzmann.

7. Marlen Gorman (left), Gudrun Marshall (centre) and Peter 
Gloor enjoy the opening of the Melbourne branch.

8. Enjoying another social ocassion. Greg Goh, Stan Levin 
and George Rod.

3
Schenker & Co. Australia invested in its first mainframe 
micro-processing computer in 1987. Purchased for the 
Accounts Department, it came with 40MB of memory, 
which equates to perhaps ten songs on a music player 
today. Technologically advanced companies and 
governments had started investing in microprocessing 
technology as early as the 1960s, but Schenker & Co. 
Australia was still catching up in this department, and 
would do so slowly over many years.

The company was growing and achieving high profit 
margins, but economic difficulties in wider Asia-Pacific 
in the late eighties placed pressure on the Australian 
operations. Growth stalled, but this did not stop Uli 
Villinger as he encouraged his staff to forge ahead. 
In 1991, the company Schenker & Co. (NZ) Limited 
was registered with the Companies Office of the New 
Zealand Government. Until this point, Schenker & 
Co. Australia had been dabbling in the New Zealand 
market, but this step was a clear indication of the 
company’s ambitions for the future.

8
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Fairs, Exhibitions 
and Special 
Events
Back in the 1880s, 
Schenker provided 
freight services to 
various European 

countries preparing to display at the ‘Centennial 
International Exhibition’ in Melbourne. When 
the World Expo ’88 came to Brisbane a century 
later, Schenker’s international connections gave 
Schenker & Co. Australia a boost. 

The event shone a spotlight on Australia as not only 
a place of renowned natural beauty and tourism 
potential, but also as an important site of international 
trade. Not only did Schenker provide freight 
forwarding services for the event, it also benefitted 
from the occasion’s reputation, and its client base in 
Australia increased as a direct result.

The business also managed the freight services for 
the inaugural 1988 Australian International Airshow. 
While this event was originally held in Richmond, 
NSW, as a part of the celebrations for Australia’s 
bicentennial, it later moved to Avalon, Victoria where 
it has been ever since. Schenker’s own Ron Koehler 
(CEO), who had recently arrived from Germany to 

AMDFA and the 
the Australian 
International Airshow 
In the mid-eighties, the 
Australian Government 
decided it would be a good 
idea to run an airshow as a 
key feature of the country’s 
bicentennial celebrations. A 
little aero club at Schofield 
in western Sydney, NSW, had 
been running a successful 
gathering of enthusiasts for 
a few years, and the RAAF 
recommended they would be 
the best group of people to 
assist with the event.

There were three leading 
international air shows at the 
time, two in the UK and one 
in the USA. Each of them had 
a different focus, appealing 
to enthusiast flyers, trade 
audiences, and those attracted 
by the power of military aircraft. 
The Schofield team ran with the idea of combining 
all three aspects in their 1988 event, and set to work.

Schenker UK had been the logistics partner of one 
of the three events, the famous Farnborough show, 
and through that lead introduced the committee to 
Schenker Australia. 

The 1988 air show was a huge success, and 
the organising committee decided to form an 
organisation called Aerospace Maritime and 
Defence Foundation of Australia (AMDFA) to run 
the Australian International Airshow biennially out 
of Avalon, Victoria, as well as Pacific International 
Maritime Exposition at  Darling Harbour in Sydney.

Schenker Australia has been the logistics partner of 
each of the AMDFA shows ever since, managing the 
freight of many weird, wonderful, and often heavy 
exhibits that make the AMDFA shows so popular.

1.  Showing off an 
unusual load  – not 
sure who looks more 
uncomfortable!

2. Just another unusual 
load for Schenker 
to move.

3. Current CEO Ron 
Koehler has always 
enjoyed his job.

4. Check out that ‘thing’ 
on the desk!

5. A ‘glamorous’ 
site office for an 
early Airshow.

embark on his Australian odyssey, managed its first 
event and many since. 

There were three leading international air shows at the 
time, two in the UK and one in the USA. Each of them 
had a different focus, appealing to enthusiast flyers, 
trade audiences, and those attracted by the power of 
military aircraft. The Schofield team developed the 
idea of combining all three aspects in their 1988 event, 
and set to work.

Schenker UK had been the logistics partner of some 
airshows, including the famous Farnborough show, 
as well as some smaller ones in other parts of Europe. 
Through that work, Schenker UK officials introduced 
the Australian airshow committee to Schenker in 
Australia and the rest, as they say, is history. 

By the end of the decade, the good times were 
well and truly rolling for Schenker & Co. Australia. 
In the late 1980s, the Australian dollar grew in 
strength, providing a direct and positive impact on 
the business’s bottom line revenue statements and 
subsequent contribution to Schenker’s global profit. 
Rising from AUD 428,000 the previous year, the 1989 
profit totalled AUD 1.1 million, and 1990’s soared 
to AUD 1.6 million. Staff numbers totalled almost 
150 by the end of the decade, and continued to rise 
throughout the nineties. 

5
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1985 – Neighbours starts its long reign on televisions 
in Australia and around the world. The show, together 
with Home and Away (1988) and the film Crocodile 
Dundee (1986), has done as much for Australian 
tourism as many advertising campaigns aimed at 
attracting people to visit Australian shores. 

1986 – It is estimated that 4 per cent of the population 
own a CD player – a number that increases to 33 per 
cent by 1993.

1987 – A stock market crash puts the brakes on a 
strident economy that had boomed through the earlier 
part of the decade.

1988 – Australia celebrates the bicentenary of the 
arrival of its first ocean freight import – boatloads of 
people from the United Kingdom!

DID YOU KNOW?

1

5

2
6
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1. Staff shot, circa 1990 outside Church Street, Sydney. 
Ulrich Villinger is in the striped shirt at the front, 
with Fritz Heinzmann on his left. Others within are 
Irene Kaindel, George Rod, Christoph Bernard, 
Tony Wong, Ray Miller, Ian Applebee, Erich Seifert, 
Werner Riesberger and Peter Gloor.

2. Outside the Melbourne facility in 1987.

3. Unloading some air freight.

4. Anna, Peter and Margaret from the Costing Department, 
Church Avenue, Sydney in 1985.

5. The Accounts Department in Church Avenue, 
Sydney, 1987.

6. The Finance Team in 1987.

Being a part of a global organisation had proven 
useful as Schenker & Co. Australia struggled through 
its early years, requiring financial support to fund its 
survival. Then, in the seventies and eighties the support 
helped fund growth as Schenker & Co. Australia 
became a respected, profitable and ongoing concern. 
While there is much more positive than negative in 
being the younger cousin in a big family like Schenker 
& Co., Schenker Australia would continue to cut its 
own path into a bright, profitable future despite various 
corporate machinations and name changes that 
whirled about it.

Schenker & Co. in New Zealand
The Schenker business in New Zealand can be 
tracked back to a company called A.J. Brown 
(Forwarding) Company, which was incorporated 
under the Companies Act of New Zealand in 1980. 
Three years later its name was changed to Denny 
& Roys (NZ), then on March 5, 1991, it became 
Schenker & Co. (NZ) after acquisition by Schenker 
& Co. Australia. 

The business would go on to become Schenker 
International (NZ) in 1996, then Schenker (NZ) 
Limited in 2001.

4
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Fritz Heinzmann has been involved with DB Schenker 
in all its forms for over four decades, and has seen it 
all. He glosses over the topic of freight forwarding but 
enjoys discussing the ancient nature of global trade. 
‘This is one of the oldest industries. Ever since people 
have interacted with each other they have started 
to trade with them – people in today’s logistics and 
forwarding industry are continuing an important 
thing that has been happening for centuries. Horses 
and carts, ships, trains, trucks and planes have 
all helped people buy and sell from each other 
for centuries, and today’s industry is the modern 
amalgamation of those methods. I like that we are 
a part of something that has been a key element of 
societal interaction since people first found ways 
to move.’

Fritz started on his own path in the industry in 1962 in 
Germany, but took an early break from work to travel 
for a while. His main destination was Australia. ‘I first 
came to Australia in 1964 and it was paradise. It was an 
oasis of peace and booming business – there was work 
everywhere and I loved it.’

He returned to Germany in 1968 and joined Schenker 
in Stuttgart to work in freight forwarding. Two years 
later, however, he was back in Australia – this time to 
put down roots. ‘Mr Schultz was the Managing Director 
of Schenker Australia at the time he brought me out. I 
went straight to the Melbourne airport office, a team of 
three in the old AFCAB building [Australian Forwarders, 
Customs Agents and Brokers], in which Schenker 
Australia held a 3.6 per cent share. It was a rabbit 
warren of small offices in a building shared by all sorts 
of freight forwarders and customs agents. There was a 
miniscule transit warehouse we had access to and we 
employed customs agents just like everyone else did. 

To stay competitive, the agents would just walk down 
the hall to another forwarder if their rates were better. 
We had another six or seven people in an office in the 
city, but that was the sum total.

‘As we grew in the early seventies, we had to co-
operate with Qantas where as long as we managed 
to get the goods cleared through customs in time, we 
didn’t have to transfer to a warehouse. We could send 
the shipments straight back out again without them 
ever really leaving the tarmac. It was nerve-wracking 
every time but through the seventies we finally moved 
to bigger spaces, employed more people and grew.’ 
Back then Schenker & Co. Australia was essentially 
the long arm of the German manufacturing industries. 
‘Because there were so many small players around, we 
positioned ourselves as a European freight forwarder 
and played on the generalisation of German efficiency, 
precision and reliability, but only because it was true. 
We had VW [Volkswagen Group] from the day the doors 
opened in Victoria, Bosch since the early sixties, and 
Siemens. When Germany was rebuilt after World War 
II, German manufacturing grew together with our reach 
around the world. German investment in Australia was 
bigger than met the eye. We secured Boeing as a client 
in 1972, but in Melbourne at least, in those early days 
we were almost 100 per cent German.’

The early eighties were a key time for Schenker & Co. 
Australia in terms of its relationship with Head Office 

in Germany. ‘Through the seventies we’d get beaten 
hands down for ocean freight prices because company 
policy meant we had to deal with local importers here, 
telex Germany to get prices from the central office 
over there, and get back to the potential purchasers 
here. It really held us back in becoming more than 
just an outpost of German manufacturing, and I 
remember getting quite frustrated after being beaten 
again because we were too slow to respond with 
competitive market rates. So I strongly recommended 
that we be permitted to wheel and deal with Australian 
shipping, and Head Office in Germany finally agreed. 
It was then that they let us fly solo and grow up as an 
independent business.’

Until well into the eighties under the Hawke-Keating 
Government, Australian Government policy imposed 
significant tariffs on imports that were used to prop up 
the local manufacturing industry. It restricted imports 
to the developing economy, but according to Fritz, also 
had a significant impact on the importance of good 
freight forwarders. ‘Australia pushed for free-trade 
export on agricultural products but maintained tariffs 
around 15 to 25 per cent on most items. Tariffs were as 
high as 157 per cent for luxury cars when included with 
sales tax. It was unsustainable but it had been around 
for decades. We found an advantage in packing goods 
at an overseas supplier, where the risk transferred. This 
led to much lower costs. Knowledgeable forwarders 
could navigate the situation, and therefore became 
indispensible. We won many new clients through first 
managing this advantage, cementing the relationships, 
and then winning long-term forwarding clients.’

In a round-a-bout way, tariff regulation also led 
Schenker & Co. Australia to expand its export business. 
‘Essentially, we used to bring in products from Europe 

Fritz  
Heinzmann Consultant

Former Managing Director & Chairman, VIC

‘Reliability is still more important than track and trace 
technology because track and trace is only information 
while reliability gets the shipment where it needs to be when 
it needs to be there. That was the basis of our success in 
the seventies.’

I FIRST CAME TO AUSTRALIA IN 
1964 AND IT WAS PARADISE 
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WE ARE A PART OF 
SOMETHING THAT HAS BEEN 
A KEY ELEMENT OF SOCIETAL 
INTERACTION SINCE PEOPLE 
FIRST FOUND WAYS TO MOVE

for Australian consumption, but we did very little going 
back the other way. Automotive manufacturers in 
Europe realised that, under the Senator Button plan, if 
they included some Australian made components in 
their cars they could import below the luxury car tax. 
BMW and Mercedes started doing it, and we became 
a key part of their German just-in-time manufacturing 
process, getting Australian-made parts back to 
Germany with huge time pressures. What a pipeline it 
was, but it got us started in exports, and was a massive 
boon for German car sales in Australia.’

Each year was better than the last for the business 
in those early days. ‘We were known as the “German 
squareheads” who didn’t make mistakes, so our 
reputation grew. Reliability was huge factor back then 
because we couldn’t get technology to do the work 
for us – we were even lucky to have a telex machine 
in the early days! All the bills of lading and paperwork 
had to be compiled and then typed by hand, and it 
was vital not to make mistakes. Reliability is still more 

important than track and trace technology because 
track and trace is only information while reliability 
gets the shipment where it needs to be when it needs 
to be there. That was the basis of our success in 
the seventies.’

Business continued so well in Victoria that by the 
mid-eighties there were around forty people to 
accommodate and a much greater capacity required 
for transit freight warehousing. It was time to move. 
‘Our proposal was to buy the new facility rather than 
lease it because land prices were cheap, and we 
recognised the potential in what we were doing. It took 
two years in planning stages, but in 1986 we moved 
into 10 International Square, which at that stage was 
the largest air freight transit warehouse in Melbourne 
at 2000 sqm, which was later increased to 3000 sqm. 
It was unusual to own facilities, but I remember we 
built a good case for it, and when we got a telex from 
Head Office in Germany it only read: “Investments are 
approved.” That’s all we needed. We got a twenty-year 
loan that the company paid off in two. If you calculate 
all the rental payments we saved until moving into 
the current facility twenty-plus years later, it was a 
good decision. Later, the company bought and owned 
facilities in Adelaide and Sydney as well.’

In the eighties, Schenker & Co.’s business in Australia 
was broadly split as one-third Sydney, one-third 
Melbourne and one-third Brisbane, Perth and Adelaide 
combined. The business was going well, but it was still 
small. ‘The Australian business has been profitable 
since 1970 with a good, mature market despite its size. 
From a global Schenker perspective, we were present 
but didn’t really make any waves. But we were on a 
path and we were conscious of growing sustainably 
– lots of competitors mushroomed in the late eighties 
and early nineties and then flopped. Acquisitions 
became common as the industry consolidated, but we 
only made small ones that we controlled ourselves. 
Slowly, our presence in the Asian region grew. By 
the late eighties we had probably 50-50 German and 
non-German customers, which was a huge change 
from a decade earlier.’

Growth continued in the nineties, and in 1995, Fritz 
left the Melbourne office to venture north. ‘I moved 
to Sydney to became Managing Director in 1995, and 
then Chairman in 2002 for a few years. The business 
continued to grow and become more sophisticated but 
despite all the advances in technology and reporting, 
the one financial measure I always looked at as 
fundamental is per head profitability. Any comparison 
has to be about bottom line profitability and we have 
always been very conscious of profitability ratios. 
That’s why, besides the two years after the BAX 
acquisition, we have always been a profitable business. 
We spend a lot of effort analysing and acting on 
profitability statistics.’

As we sit in the plush, modern surrounds of 
Melbourne’s new Tullamarine facility to discuss the 
Schenker Australia of yesterday, it is easy for Fritz 
to drift back to memories of previous offices and 
warehouses. In fact, he urges me to get up at one 
stage and crane my neck to see out a window to see 
if we can see where the previous office was at 10 
International Square. We can’t; things have moved on. 
‘If a business hasn’t moved on, then it’s clear that it’s 
not doing something right. But what stays the same is 

There’s no need to work somewhere else. There are a career’s 
worth of opportunities in one place because of its size around 
the world. 

that DB Schenker is still a major partner in a client’s 
business. It’s not “us and you” – it’s a pool of interest 
and we share the success. That’s always been the 
way it is.’

After forty-two years with Schenker Australia, Fritz acts 
as a consultant these days, still looking sharp in a grey 
suit and dark tie. ‘I was at the bank recently, and the 
teller asked, “So you’re still working then?” I laughed 
with her. I’ve been in Australia for over forty years, 
have a wife, children and five grandchildren to pay for! 
DB Schenker does become a part of your personality 
though. There’s no need to work somewhere else. 
There are a career’s worth of opportunities in one place 
because of its size around the world. People will always 
want to move goods from one country to another, and 
so the industry will continue to remain a vital player on 
the stage of world trade.’ 
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Gloria Harris is a passionate businesswoman who has 
led the charge at DB Schenker’s Adelaide office since 
its inception in 1977. She’s affectionately known as 
‘Boss’ around the place and is justifiably proud of the 
evolution of the business in South Australia. 

Her office is furnished in green leather with black 
trimmings that harks back to a time before DB 
Schenker’s primary colours were changed to red 
and blue. It is symbolic of the heritage of the South 
Australian branch. ‘When I started in 1977 we were 
miles away from having computers or printers. We were 
proud to even have a Gestetner machine that duplicated 
our documents, and when we got a telex, we thought 
we’d discovered a brave new world! We moved into these 
offices [the current branch headquarters] in 1998, when 
the Schenker colours were still green and black. A lot 
has happened since then and we haven’t gotten around 
to changing the furniture yet. But it’s on the list…’

The South Australian branch headquarters are a busy 
and bustling place, and that’s how Gloria likes it. The 
main office is located in Royal Park on the corner of 
Frederick Road and the proudly named Schenker Drive 
– a name Gloria negotiated with the City Council after 
buying the land in 1998. Further down the drive there 
lies Schenker House, where the DB SCHENKERwine 
product suite is managed, with an additional warehouse 
facility closer to the port in Woodville. ‘I started with DB 
Schenker in 1974 as a Sales Manager in Sydney, which 
also included operational work. I was one of the first 
people in Australia to be sent overseas for training in 
air freight, to see the way European ports worked and 
to meet people in the industry as well as colleagues 
from the various European country organisations. It was 
such valuable, practical training, and I forged lifelong 
relationships with so many Schenker staff throughout 
the world that it helped me build the business in South 
Australia. In 1974, for personal reasons, I decided to 
move to South Australia and management suggested 
it would be an opportune time to open a sales office 
in Adelaide.’

Gloria Harris General Manager 
Adelaide, SA

Shortly after opening the Adelaide office, Uli Villinger 
was appointed as Schenker Australia’s Managing 
Director. ‘Uli was a forward thinking maverick and he 
was the single most important business mentor for me 
for almost twenty years. During the eighties he initiated 
many exciting expansion projects in Australia that set 
the tone for the successful company that Schenker 
Australia is today. The early days of building the South 
Australian operations were not without challenges. 
South Australia was a parochial place in which 
to do business in the seventies, particularly in the 
international transport industry. Our first office in St. 
Vincent Street was a two-room storefront in the rough 
part of Port Adelaide. It was feral cat infested and there 
was a regular drunk in our doorway each morning. 

After the novelty and shock wore off, we stopped calling 
the local police to move him along each morning 
and we would simply step over him and go about 
our business. Luckily for us, it wasn’t common at the 
time for our office to be visited by clients – we visited 
them. But it didn’t take long for us to establish a solid 
reputation. We managed to secure a few major clients 
within the first year and our staff count increased from 
two to four full time employees.

‘Uli was a forward thinking maverick and he was the 
single most important business mentor for me for 
almost twenty years.’

‘It became clear that there were only a few women 
in the industry, and certainly none in management 
positions. But I was welcomed even amongst the 
predominantly male old guard of the industry, and 
they soon started inviting me for drinks. I always felt 
confident because I had the backing of the Schenker 
name, which brought with it a lot of respect. I’ve never 
been discriminated against, even in that environment 
thirty or forty years ago.’

Gloria ignored pessimistic predictions about the 
Adelaide business, and over the ensuing five or six 
years, growth steadied and business solidified. It 
was still just a four-person operation and she knew 
something bold had to happen to bring it to the next 
level. ‘Uli Villinger was enthusiastic about growing 
Schenker in Australia, and after a great year in the early 
eighties, he said, “Let’s take the next step. Come back 
to me with ideas for expansion.” He was my mentor 
and always protected people in the company, which 
encouraged me to go out and find solutions. You had 
to do these things on your own though, because every 
profit centre has to be justified in its own right.

‘The main issue was that because the market then was 
relatively provincial, the traditional players had very 
strong, embedded relationships with clients. There 
was little point in us employing twenty new people and 
trying to break up those relationships – we needed to 
buy one of those companies and the clients that came 

WE PROTECT AND GUIDE 
OUR CUSTOMERS THROUGH 
EVENTS THAT COULD MAKE 
OR BREAK THEM
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with them. So I asked the owners of RF Olson out for 
lunch and began to enquire about how they saw their 
future. Within four weeks I went back to Uli with my 
plans and he was responsive. It took about nine months 
to finalise the deal and even though we operated as 
Schenker and Olson for around three years, we bought 
ourselves a much bigger foothold in the industry. We’ve 
never looked back.’

One practical detail of the acquisition also tells a story 
about the culture of DB Schenker. ‘Once the deal had 
been agreed, Uli cut the cheque and sent it to me so 
that I could hand it over. This was Uli’s style; he had 
a very subtle way of making you feel that you had a 
personal stake in the business. More importantly, it 
was so I could stare at all those dollars on that piece of 
paper – that’s when it hit me that my South Australian 
operations had to pay it back! Everyone is responsible 
for making their own actions worthwhile for the 
business. The acquisition was the first of this kind in 
Australia and hence came with a big responsibility.’

Gloria’s Schenker team left the old office and moved 
around the corner into Olson’s less-than-glamorous 
facility in Lipson Street. Around twelve months later, 
operations were moved to Divett Street in a better part 
of Port Adelaide. Gloria was keen to preserve the Olson 
heritage and integrate it with the Schenker culture – it 
was a mixture that worked. ‘The business grew through 
the eighties and nineties. We were doing much more 
work in freight forwarding and similar projects by 
then and started to get more and more international 
visitors to our offices that unfortunately didn’t represent 
us very well. We also needed some room to grow as 
well as have our own custom bonded and quarantine 
accredited facility and warehouse space, so I put a 
business case forward to Head Office in Germany that 
we should buy a new facility. I started looking for space 
in between the port and airport and found a block of 
land for sale, but the owners wanted to sell twenty 
acres while I really only wanted three. We couldn’t 
stretch too far financially then, but now I wish we could 
have! In 1998 we got those three acres and started 
construction on the same building that we’re sitting 

‘We are not an impulsive company; we have a constant focus 
on management and finance, and there’s no reason that 
should change.’

EVERYONE IS 
RESPONSIBLE FOR 
MAKING THEIR 
OWN ACTIONS 
WORTHWHILE FOR 
THE BUSINESS

in today. I managed to get the name, Schenker Drive, 
passed through the Council because it was a new 
estate. I honestly think that it’s kept competitors away 
from what is a perfect location for a business like ours. 
The new facility meant we could physically start doing 
warehousing and logistics work instead of outsourcing 
it, giving us more control and expanding what we 
could offer.’

In 2002, Schenker House was added to the stable, 
bringing another 3000 sqm to the party and allowing 
DB SCHENKERwine the capacity to flourish. ‘We 
have positioned ourselves in the high-end, boutique 
warehousing and global logistics of wines. Our DB 
SCHENKERwine system means that a client can be 
in Europe, ask about availability, look directly into our 
system, place orders and leave their meeting with the 
knowledge that the bottles will be delivered safely and on 
time. What we offer isn’t just practical – it’s also a sales 
tool for our clients.’

In 2007, DB formalised the acquisition of BAX, which 
brought with it another facility to manage. ‘BAX didn’t 
have much of a presence in South Australia and the 
integration was relatively easy for us. But it meant 
we took possession of another 3000 sqm or more in 
Woodville, from which our logistics operation is run. 
The warehouse behind the main office on Frederick 
Road is a customs-bonded warehouse used for items in 
transit. Our business is roughly split 70 per cent freight 
forwarding and 30 per cent logistics. While we have 
always been involved in oil and gas projects, which we 
treat separately, we have also worked consistently on 
major defence projects.

One of Gloria’s career highlights was being awarded the 
South Australian Businesswoman of the Year in 1988. 
Not only did it give her a unique chance to promote DB 
Schenker’s cause, but she was also able to learn from 
other people she wouldn’t have otherwise met. ‘After 
winning the award I began to sit on Boards of other 
companies, which was an excellent insight into broader 
business. Even though I don’t do that as much now, I still 
look to learn from outside influences, and encourage 
everyone to do so as well.

‘Recently, Ron Koehler 
was in my office when 
one of my younger staff 
came in with something 
urgent to tell me. She 
wasn’t sure if she 
should come back later 
but I could see it was 
bothering her, so I told 
her to go for it – she 
could say what she 
liked in front of the CEO. 
“Well, it’s just that you’re 
wrong,” she said, much 
to Ron’s surprise and 
amusement. I asked her 
why and she explained. 
“Well,” I said, “you’re 
right.” The “DB Schenker 

Way” is that if you justify what you want to say or do, 
then you can say or do it, no matter what it is and no 
matter who is in the room… and even if it’s tough for 
me to swallow sometimes!’ 

There have been project highlights and tricky jobs that 
Gloria wears like badges of honour. ‘I’ve never been 
defeated by a shipment; not once. For example, last year 
we had to shift a large amount of mining equipment into 
Townsville by air for a client of ours. We had to get our 
hands on the Antonov 24 –  one of the largest aircrafts 
in the world – to do the job. That’s not a plane that’s 
just readily available in Adelaide, and in fact, we needed 
two within a couple of weeks. I called the DB Schenker 
office near Frankfurt – calling on the strength of the 
DB Schenker network – and they got on the case for 
me because they’d done it many times before. Within 
forty-eight hours we had confirmation of the two aircraft 
we needed and that we’d be able to get the cargo into 
Townsville ahead of the client’s very tight schedule.

‘We needed an Antonov another time as well, with 
even more pressing urgency. We work with a disaster 
management company who’d been called in to help 
after an electrical plant in Malaysia had exploded. We 
were called at 10 pm one night to have the situation 
explained – they needed a particular turbine within 
ten days to keep the plant generating, but it was 
very unique and weighed 100 tonnes. Even though it 
was Christmas time, we managed to source one of 
these turbines in Britain and got the Antonov booked 
in the next day… right in the middle of the worst 
weather Europe had experienced in decades. But the 
plane managed to take off and even with the payload 
weighing around 110 tonnes, including straps and 
packaging, we made it. The small plant in Malaysia 
could receive electricity again.’

Plenty has changed since Gloria began in 1974, but 
some significant features remain the same. ‘We’re a 
part of a massive, multinational company, but within 
that there are lots of little “companies” built on very 
personal relationships. Management mentors and 
passes on information within those teams, and we can 
all learn from the experiences of the wider business. 
We’ve always been cautious and thought through 
things before deciding to act on them. We are not 
an impulsive company; we have a constant focus on 
management and finance, and there’s no reason 
that should change. The German temperament and 
personality is perfectly suited to the freight forwarding 
and international transport business, and that will 
always remain our strength.’

‘We have such a wonderful, educated and experienced 
workforce here that gets a lot done for a team of merely 
forty in South Australia. A fundamental aspect of DB 
Schenker is that we protect and guide our customers 
through events that could make or break them. It’s a 
big responsibility, but a real pleasure not only because 
we succeed, but because we make a difference.’ 
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Richard 
Foreman Warehouse/Transport Manager 

Adelaide, SA
Richard Foreman, or Dick as he is known, has been 
in the industry in Adelaide since 1968, and involved 
with Schenker since the mid-1970s. It was then he 
joined RF Olson, a customs brokering company 
with very strong hold in the market. He’s known as 
the guy who whistles while he works, enjoying his 
job today even more than when he started over four 
decades ago.

Before the years of air freight, the epicentre of freight 
forwarding in South Australia was Port Adelaide. 
While the current DB Schenker branch office is cleverly 
situated halfway between Port Adelaide and the airport, 
historically the industry has always been housed 
down by the water. ‘The Olson offices were on Lipson 
Street, just around the corner from where Schenker 
had offices at the time. Very few companies did freight 
forwarding back then, Schenker included. Most were 
customs clearance agents using transport companies 
to move goods around or do some warehousing when 
it was needed. Most Australia-wide freight forwarding 
was done out of Melbourne and Sydney, and it only 
started creeping into Adelaide in the late seventies and 
early eighties.

‘Back when I started, you could smoke in the offices. 
We didn’t even have calculators because everything was 
done manually. Operations might have been slower than 
what they are today, but I reckon there are probably more 
chances of making mistakes these days with a mere push 
of the wrong button. There weren’t any buttons then! 
Technology has definitely made working life easier though. 
You can get so much more done these days and deal with 
people all around the world instantly. It’s incredible.’

The histories of Schenker and Olson have been 
intrinsically tied since 1983, when Schenker made 
a decisive move in its expansion plans by acquiring 

what was by then the largest privately owned customs 
brokerage house in South Australia. ‘There were 
rumours it might happen, and we began to see Gloria 
[Harris, General Manager, SA] coming in for more and 
more meetings. We knew about Schenker and knew 
they were good operators. When the deal was officially 
announced however, part of me couldn’t believe that 
we had been bought out by such a small company! 
There were only four people at Schenker – how could 
they have afforded us? But Gloria addressed us 
then, explaining that Schenker was actually quite an 
expansive company. She said that Schenker people are 
24/7 people, which was quite different to what us 8.00-
4.30 Olson people were used to!’

Schenker in South Australia retained the Olson name 
for three years, and the company got new, shared 
offices twelve months after the deal went through. 
‘Some people were anxious about what might happen 
next, but I saw it as a great opportunity, especially when 
I realized how big Schenker was in Australia. We moved 
into Divett Street in Port Adelaide, and even got a telex 
machine with a telex operator! The place itself was 
a tin shed with a concrete floor and glued floor tiles. 

There was a bluff rock wall front to the shed to convince 
everyone otherwise, but it was freezing in winter and as 
stuffy as a sauna in summer. Even then, that tin shed 
was central to the shipping lines, and it meant it was 
easy to walk down to the port to discuss the details with 
clients. That’s how it was done back then – the sales 
guys would walk to see the shipping lines at least twice 
a day. Relationships have always been the backbone to 
success in this industry, and even more so for me. I met 
my wife when we were both working at Olson – even 
our son worked at Schenker for five years.’

Another big change for the industry, not just for 
the likes of Olson or Schenker, was the move to 
containerisation of cargo. ‘Until the early seventies 
when containerisation started out of the UK, cargo 
would arrive in bags or on pallets on conventional 
vessels, and it would take five days to unload. 
There were wharfies everywhere, and it was slow 
and expensive. It only took a couple of years before 
everything was in containers and conventional shipping 
died off, and the industry has never looked back.’

After Olson had been absorbed into Schenker, freight 
forwarding began to take greater prominence over 
customs brokerage. There still weren’t any logistics 
activities as we know it until the late nineties, when the 
branch moved into its current headquarters. ‘Moving 
halfway between the port and airport was a big step in 
our development. Suddenly, we had warehouse space 

and could start doing logistics operations for clients. 
I had always been in operations, but only from inside 
an office working with service providers. When we 
moved I became the Warehouse Manager and started 
managing the physical work. It was great to have a new 
personal challenge, and important for the business 
to take the next step. Plus, the new office was right 
around the corner from my house; happy days!’

Even though the South Australian operation only 
entered the world of warehousing and logistics in the 
late nineties, there were already some meaty projects 
underway. One that Dick remembers fondly was for 
BHP Whyalla. ‘We had to bring in their entire process 
line in around ’90 or ’91 for their new smelter. It was 
a real test, and we had things like a 160-tonne ladle 
turret, which is essentially the massive cradle that 
they pour the molten steel out of. We had to ship it in 
and truck it two kilometres to the site, and everything 
had to be constructed with precision. There were 
teams of people doing different tasks, all with different 
expertise but working towards the same outcome. You 
can get a real kick out of that kind of stuff. I remember 
standing on the wharf at one point using the single 
mobile phone the company had at the time, speaking 
to the Melbourne office about something. The thing 
was as big as a shoe, but I remember thinking, “How 
good is this?” I don’t know where the logistics industry 
would be without mobile phones these days, with all 
the complex global operations we do now under strict 
time pressures.’

There’s continuity in the South Australian branch that 
underlines the strength of feeling towards the place. 
‘In 1983, Gloria stood up and addressed all of us at 
Olson. She’s still the boss here, and there are lots of 
guys like me who have stayed on with the business 
as well. When things get tough or tricky, all of us can 
fall back on that continuity, pull together and make 
a difference. We were luckier than other branches 
during the global financial crisis in 2008 because we 
didn’t have to lay anybody off. Every dollar was counted 
then, but we could lean on our collective experience 
and the strong relationships we have both inside and 
outside the company to get through it and now we  
are booming.’ 

‘Technology has definitely made working life easier 
though. You can get so much more done these days 
and deal with people all around the world instantly. 
It’s incredible.’

WE COULD LEAN ON 
OUR COLLECTIVE 
ExPERIENCE AND 
STRONG RELATIONSHIPS
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an average of 100,000 immigrants arrived on Australia’s shores 
annually, with large numbers from Asia, the Middle East and Africa 
overtaking those from the United Kingdom and Ireland. 

CHAP
3
-TER

New owners and more growth
1991–2003

The early 1990s was a difficult 
period for the Australian economy, 
which entered a recession after 
the excesses of the 1980s and the 
stock market crash of 1987. 

During the

1990s,
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The debate about whether Australia should become 
a republic culminated in a referendum in 1999, which 
rejected the proposition. 

As the decade passed, internet penetration continued 
at high speed, and information technology grew in its 
importance to the industry.

In 2000, Sydney held the party of a lifetime as host 
of the Olympic Games in Sydney. The centenary of 
Australian federation was celebrated in 2001, but the 
same year also left the world horrified at the attacks 
on September 11 in USA, triggering retaliation in the 
Middle East. The Bali bombings a year later were an 
aftershock following the first attack, and countries 
banded together to be more security conscious 
and globally aware. In turn, this increased logistics 
challenges for companies like Schenker.

Schenker in Australia continued to be profitable 
throughout however, experiencing a boom in line 
with Australia’s population growth and resultant 
strengthened trade links with more parts of the world. 
In 1993, revenue totalled AUD 72.6 million and by the 
end of 2006, revenue had soared to AUD 247.9 million, 
generated by staff numbering 400.

What’s in a name? Rhenus, Stinnes and 
Schenker International
In 1991, Schenker & Co. (Australia) Pty Ltd, as it was 
officially known, experienced its first name change after 
corporate adjustments at Head Office level filtered down 
to each of the Schenker & Co. subsidiaries. 

The background is complicated, but worth wrapping your 
head around. 

By the late eighties, a large corporate company in 
Germany called Stinnes AG wanted to gain more 
strength in the global freight forwarding industry. Stinnes 
already owned Rhenus AG, a company largely focused 
on domestic warehousing and transportation, but could 
see a bright future in global freight forwarding as well. 
In 1989, Stinnes AG bought a 22.5 per cent share of the 
limited liability company Schenker & Co. GmbH from the 
German Federal Railways – Deutsche Bundesbahn.

Soon after, Schenker & Co. GmbH became Schenker AG, 
and in 1991 Stinnes took majority ownership by buying 
80 per cent of the company’s shares. Schenker & Co. 
was no longer under the control of the German Federal 
Railways – a corporate future awaited.

Schenker’s business was merged with the divisions of 
Rhenus AG and divided into Schenker International AG 
(air and ocean freight), Schenker Eurocargo International 
AG (European land transport) and Rhenus AG 
(warehousing and transshipment). By 1996, these three 
independently managed businesses operated under the 
holding company Rhenus-Schenker AG.

Schenker & Co. had been under the effective control 
of the German Government since the 1930s, and the 
move to private ownership ultimately provided greater 
competitiveness and financial scrutiny. Stinnes bought 
the global operations believing that their experience in 
restructuring and revitalising large organisations would 
reap significant rewards for the Schenker business.

The buyout had significant ramifications for Schenker 
globally, but very little immediately changed for the 
Australian arm of the business. 

By this stage, ocean freight accounted for approximately 
60 per cent of the business, with air freight accounting 
for 37 per cent, and Fairs and Exhibitions business 

making up the final 
3 per cent.

Brain-squeezing stuff to 
process, but the impact of 
the corporate restructure 
on the Australian arm 
of Schenker & Co. was 
simple: the business 
kept its head down and 
continued on, remaining 
on its successful path 
to growth.

As a result of the 
corporate restructure at 
a global level, as time 
passed, the structure of 
the Australian operations 
also changed. In 1995, 
Schenker & Co. Australia 
and Rhenus Transport 
merged to become 
Schenker International 
(Australia) Pty Ltd. A 
new brand was unveiled 
and a bright future 
appeared ensured.

While Transkontinent 
Holdings was still a 
major shareholder 
of Schenker & Co. 
Australia at the time, 
this ownership was not 
something outwardly 

acknowledged, did not have any real impact on 
operations, and was soon to end. Schenker-Rhenus 
AG bought out Transkontinent Holdings’ three 
million shares and Schenker International (Australia) 
continued on its way.

But the global boardroom wheeling and dealing 
continued later in the decade as well. In 1998, the 
Schenker-Rhenus partnership ended after Rhenus 
was sold off. The Australian arm of Schenker remained 
Schenker International (Australia) for another year, 
reflecting the nature of the company’s work in air and 
ocean freight at the time. 

Stinnes – a rich history
Stinnes became an industrial heavyweight of the 
German economy for many years, and a symbol 
of German manufacturing might. The roots of the 
business can be traced all the way back to Mathias 
Stinnes, who set up a shipping and coal trading 
company with his brothers in 1808. 

It was a time of rapid change in the Ruhr Valley 
region in which Mathias was born. With the French 
Revolution and heavily fractured Germanic states 
contributing to an air of unease, Mathias and his 
brothers pushed on with their fledgling entity. By 
the time of his death in 1845, the Stinnes company 
had become the largest owner of inland shipping 
routes in pre-unification Germany. Ahead of its 
time, the business also branched out into other 
areas, with shares in thirty-six coal mines – four of 
which his company had actually built.

The Stinnes company continued in the family 
name after its founder’s death. In 1892, Mathias’ 
grandson Hugo set up his own coal trading and 
transportation company, which was incorporated 
in 1902. Gradually, his business, Hugo Stinnes 
GmbH, assumed control of his grandfather’s 
company. By the time of his death in 1926, his 
business had become the largest in Germany, 
consisting of 4500 businesses employing around 
600,000 workers – an industrial behemoth. In the 
next two years however, Hugo’s son almost ran 
the business into the ground, and two US banks 
intervened, taking up considerable ownership. 
Family issues continued to impede the success of 
the business until 1947, when the bank-appointed 
chairman fired Hugo Stinnes Jr, ending the 
family’s association with the business.

In 1957, Stinnes became wholly German-owned, 
and a period of diversification began. In 1965, the 
German conglomerate called Veba bought 95 per 
cent of Stinnes, which then had owned and ran 
glassworks, coal mines and chemical plants. The 
name and the operations of a famous German 
company would live on.

Then, a year later in 1999, Schenker International 
(Australia) became known as Schenker	Australia	Pty	Ltd – 
the name that remains today - but the name changes of 
those times were only a new paint job on an already-solid 
construction. Unphased and undistracted by who owned 
who and what they were called, the Australian business 
powered through the 1990s on sound footing.

1
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1. Fritz Heinzmann, Ron Koehler and Gregory Goh, 2003.

2. Unloading in Alexandria.

3. A new name to get used to.

4. Schenker International continues to lead the air freight 
industry in the mid-nineties.

4
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A new home for a 
growing business
Amidst the confusing 
high-level corporate 
restructuring and 
swirling name changes, 
Schenker continued to 
grow in Australia. By the 
late 1980s its home in 
Church Street no longer 
adequately serviced its 
needs and by the early 
nineties the situation 
had become dire. The 

building did not represent the growing, professional 
and corporate player the business had become.

Following the lead of Melbourne branch’s successful 
acquisition of a new site in the mid-eighties, 
management decided to head down the same path for 
the Sydney headquarters.

After an exhaustive search, a site was discovered at 72–
80 Bourke Road, Alexandria, which was not far from the 
airport and enjoyed easy access to the city. It covered 
1.2 hectares, which was too big for the company’s 
needs at the time. But management had the foresight 
and ambition to see the company would grow into the 
space, and set about developing a business case.

The site was purchased for AUD 3 million, with another 
AUD 1 million committed to the demolition of the 
existing buildings and the construction of a purpose-
built office building and warehouse. Total expenditure 
reached AUD 10 million. 

Everyone associated with the company, especially those 
working in the Sydney branch, were understandably 
proud of their new workplace. Bank borrowings for the 
investment were very low, and enabled the business 
flexibility with repayments that didn’t weigh down the 
growth in operations. 

To keep up with the trend towards computers 
for information processing and communication, 
Schenker Australia finally adopted an Electronic 
Data Processing (EDP) system, which went live on 
the PROCARS import/export system. The investment 
was AUD 1.5 million, but the company had much to 
catch up on, and this was a significant step in the 
right direction. 

Despite the handbrake of poor information technology, 
the company continued to be successful because of 
the resourceful and dedicated nature of the employees. 
In 1993, revenue topped AUD 130.4 million, with an 
associated profit of AUD 2.4 million. Making hay while 
the sun shone, the business invested AUD 2.2 million in 
capital improvements, resulting in increased efficiency 
and capacity, and profit increasing to AUD 3.1 million 
in 1999.

Changing of the guard
Throughout Schenker’s history in Australia, there has 
been a consistency and longevity in management. 
This core of key people, from Folker Krueger and 
Edmund Schultz to Ross Gilholme and Ulrich Villinger, 
has seen each manager bring his own flavour to the 
top seat in the company, yet rarely veering from the 
core values of his predecessor.

Ulrich Villinger was instrumental in leading the 
growth phase of Schenker Australia, and fostered 
the family-like atmosphere that the company had 
developed in those fragile early years. He understood 
the power of relationships, and his strength in that area 
may have been to the detriment of the technological 
progress of the company whilst he was at the helm; 
why get a computer to do something when people 
could pick up the phone or visit another person? He 
remained unconvinced of the power of computing 
until his later years, when he fully gave in. By then, 
the business he ran had entirely embraced the 
technological revolution.

1991 –  Paul Keating replaces Bob Hawke as Labour 
leader and Prime Minister.

1993 –  Eighty per cent of the population own a VCR, a 
drastic increase from 3 per cent in 1981. Thirty-
three thousand movies are available on VHS.

1995 –  The internet starts a process of intense 
commercialisation. Public email is on the 
horizon. The proliferation of the medium causes 
the greatest change in economies, social 
interaction, freedom of communication and 
wealth creation since the Industrial Revolution.

1996 –  Thirty-five people are killed in the Port Arthur 
massacre in Tasmania.

DID YOU KNOW?

1.  Explaining the Stinnes / Rhenus corporate machinations 
in the staff newsletter, 1992.

2. Building and cars soon after the opening of the new 
Bourke Road, Alexandria offices in 1992.

3. Construction site, Bourke Road office.

4. Before ‘Schenker’ became ‘DB Schenker’.

Ulrich’s departure in 1995 led to questions about what 
might happen next, both internally among staff and 
externally among customers. But as with every other 
transition, there was a plan behind his departure, and 
long-term manager and Director, Fritz Heinzmann, 
seamlessly assumed the role of Managing Director.

But Ulrich Villinger was not totally lost to Schenker. 
Management in Germany had decided to start a 
Regional Head Office to oversee and manage the new 
growth of the Asia-Pacific region. They knew Uli would 
be the best man for the job. The role would be at Head 
Office in Germany, but Uli figured that the best way to 
oversee the region was to be in the region. Therefore, in 
1995, Singapore was deemed the best place to set up 
the facilities. Uli rented office space for a team of four 
to get to work. These days, DB Schenker’s Asia Pacific 
Regional Head Office remains in Singapore, and has 
around 200 staff on its books.

2 3
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During the 2000 Olympics, part of the freight forwarding 
effort involved bringing in all the equipment for the 
radio and television stations to be set up at the main 
media centre. For German broadcasting alone, around 
1000 monitors, 200 recorders, 600 PC workstations, 
and a complete broadcast van all had to be transported 
from Germany to the Sydney International Broadcasting 
Centre where over 700 staff where engaged to bring live 
pictures of the event to Germany.

Schenker & Co. provided small services to the IOC 
in the 1936 Games in Berlin and the 1974 Games 
in Munich, but the huge volume of work for the 
2000 Games – as well as the resultant success and 
profitability for Schenker Australia – encouraged 
Schenker to position itself for more of this kind of 
high-profile work. Schenker’s ensuing global sports 
events work quickly made it the market leader in this 
area, providing services for the 2002 Salt Lake Winter 
Olympics, the 2002 Commonwealth Games and 
the Korea-Japan FIFA World Cup, the 2004 Athens 
Olympic Games, the 2006 Winter Olympics in Turin, the 
Commonwealth Games in Melbourne, the World Cup in 
Germany, and the 2008 Olympics in Beijing.

DID YOU KNOW?

Sydney Olympics and a new confidence

Since Schenker & Co. found its feet in Australia, 
Fairs and Exhibitions, Relocations and related project 
work have been points of strength for the operation. 
From the time the IOC’s Juan Antonio Samaranch 
announced the winning host for the 2000 Olympics 
in 1993 as Sydney, an enthusiastic young manager 
called Ron Koehler started putting the word out that 
Schenker Australia had the capabilities to become the 
freight forwarding and customs service provider for the 
competition. It aimed to provide transportation support 
to some of the teams, or at least the German team. 

Nothing much happened in the ensuing years – 
attention to the pitching process ebbed and flowed 
until it started getting serious in 1997. Then in 1999, it 
was announced that Schenker Australia had won the 
contract for the Games. In fact, they had been contracted 
for the entire event, becoming the official freight 
forwarder and customs clearance partner. In the lead-up, 
Schenker employed at least one Olympics representative 
in many of its country organisations around the world, 
with Schenker in Sydney employing nineteen people 
in Alexandria and another two hundred in the field. 
Athletes from more than 190 countries participated 
in the Olympic Games and the Schenker team was in 
contact with each of them to make the event happen.

Key staff throughout the time, such as Ron Koehler, 
Sabine Schlosser, Yvonne Villinger and their teams 

1. The Schenker Olympics Team in Sydney.

2. The 2000 Olympic Torch. 

3. Signing the contract for the Sydney Olympics.

4.  Schenker Australia’s partnership with the Queensland 
Ballet is a good example of the importance of logistics 
for event providers.

5. No two loads are alike!

6. Bon voyage!

7.  The United Buddy Bears were individually designed by 
artists from 124 member states of the United Nations 
to tour around the world with Schenker Australia.

1
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worked tirelessly until they forgot what sleep was, but 
under the immense pressure, even tighter bonds were 
formed within the workforce. As a result of the success 
of the complex and high-volume work, there was a 
perceptible increase in confidence in the business. The 
bar had been lifted, and the operation set its sights on a 
loftier horizon.

In 2000, revenue was AUD 168.7 million, generated by 
278 staff members. This increased to AUD 247.9 million 
generated by 400 people in 2006.

These days, DB Schenker in Australia also has 
numerous logistics and forwarding contracts 
with many high profile sports and entertainment 
organisations, such as:

•	 Australian Commonwealth Games Association:

•	 Football Federation Australia:

•	 Yachting Australia:

•	 Yachting Victoria and Sail Melbourne:

•	 Royal Queensland Yacht Squadron (RQYS):

•	 Hannover Fairs Australia:

•	 Australian Centre for the Moving Image (ACMI):

•	 Queensland Ballet; and

•	 Melbourne Festival.

The relationship with the Queensland Ballet is a good 
example of how the work started around the year 2000 
has gone on to add a new string to Schenker Australia’s 
bow. Since 2007, the business and Queensland Ballet 
have worked together to send the ballet company’s 
critically acclaimed shows to international stages 
around Asia and Europe.

In Australia, DB Schenker has taken care of the 
international freight forwarding for the company’s 
highly successful performances in Germany, the 
Netherlands, Japan and China for Cloudland (2007) and 
Timeless	Dances (2009).

Here, the business had to do more than just move 
boxes of ballet equipment from one country to another. 
It had to intimately understand the unique needs of 
ballet dancers, from the dry-cleaning of dresses to the 
packing and transportation of make-up, as well as the 
timing demands of shows and the theatres.

But the spurt in growth experienced in the early part 
of the 2000s was not just down to the increased profile 
and confidence brought about by the success of the 
2000 Olympics and the resultant work with other sports 
and events. In 2002, Schenker acquired Acco Transport 
and Acco Logistics so it could test out new waters. 
Acco’s main customer was Nortel Networks, and 
Acco’s experience, along with its facilities in Rydalmere 
and Brookvale, NSW, were primary reasons behind 
the investment. 

5
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1. Adelaide’s most precious street! 
The recently acquired Schenker Adelaide site, opened in 
1998.

2. The newly acquired Acco building in 2002.

3. Acco Transport was acquired in 2002.

1

Schenker City to Surf teams in the early 2000s.
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Back into government hands: Stinnes, 
Veba and DB.
In 1991, Stinnes took control of Schenker but the next 
year, Veba acquired all remaining shares in Stinnes. So 
in effect, Schenker was actually owned by Veba, even 
though it was branded and controlled as Stinnes. 

But in 1999, Veba sold 34.5 per cent of its stake in 
Stinnes to the public and the year after, Veba merged 
with Viag AG to form E.ON AG as a part of a process of 
offloading and restructure they had initiated. 

In 2002, DB made a successful offer for Stinnes, 
assuming control of Schenker and by 2003 the deal 
was complete.

The business that DB AG had acquired had greatly 
benefitted from its time under the corporate guidance 
of the experienced and successful Stinnes. Things were 
good, but nothing that lasts fifty years comes without 
its difficulties. The coming years would arguably be 
the most tumultuous that Schenker Australia had 
experienced since the early 1960s.

1. Regional APAC meeting with Guenter Mueller, Chairman 
of the Board of Management, Schenker International AG.

2. On the road again…

3. Schenker and Qantas have had a strong relationship 
since the start.
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The Villinger name is synonymous with DB Schenker 
in Australia, and indeed the entire DB Schenker 
family. Ulrich Villinger earned his reputation by 
kick-starting Schenker in Iran and Malaysia, and 
continued his legacy by joining Schenker Australia in 
1978 and leading its remarkable development. He left 
the business in 1995 to start the Regional Head Office 
in Singapore and even since his passing in 2008, 
his legacy can be seen in all corners of the region, 
especially in Australia.

The famous Villinger name lives on in a literal sense 
as well. Ulrich’s daughter Yvonne Villinger never 
imagined she’d become a DB Schenker employee. ‘I 
remember when a colleague came back to work after 
giving birth recently, and we all gathered around for a 
little celebration. Someone joked: “Well done – you’ve 
contributed to DB Schenker’s long-term recruitment 
strategy.” It became a running joke whenever there 
was a birth to celebrate. It was only until recently that I 
started wondering if someone had said the same thing 
to my parents when I was born!’

Ulrich Villinger started his career with Schenker in 
Stuttgart in 1962, the same year that the fledgling 
Schenker & Co. Australia was formed. He developed 
a reputation for his innovative, forward-thinking and 
people-oriented management approach. He was also 
a passionate advocate of the logistics industry and 
DB Schenker’s importance within it, values Yvonne 
espouses today. ‘He was completely committed to 
running each Schenker operation as if it was his own 
family business. His dinner parties were famous, and 
he and Mum would put a lot of thought into who to 
invite – not just with business strategy in mind, but 
about what combination of people would make for an 
interesting night. There were always people from all 
corners of the world and various walks of life: CEOs, 

Yvonne Villinger
Director, Development and Projects, Human Resources Management
Regional Head Office, Singapore

politicians, leaders, priests and princes. Mum would 
handle the catering, and I would help by serving 
drinks. I remember what a good time people always 
had. They weren’t wild parties, but they certainly 
were interesting and alive. In fact, I don’t remember 
work being mentioned. It was all about relationships, 
learning and developing the famous Schenker culture. 
People often ask me how long I’ve worked for the 
company, and I can honestly say that I’ve been involved 
my entire life!’

Being born into a ‘Schenker family’ can lead to an 
interesting and even unusual life for a young girl. ‘We 
left Germany when I was three and went to Iran, which 
is a completely different place to live these days, let 
alone in the early seventies. Dad was offered two other 
places to move to before Iran, including Chicago, but 
decided they wouldn’t provide enough adventure. Iran 
fit the ideal of having a true life experience for him. 
Some of my earliest memories are of Dad driving home 
in a car without doors. There were always car crashes 
over there, and no-one ever bothered to report them, so 
you just drove what you had! 

‘When I was seven we moved to Malaysia, and I really 
loved it there. It was Dad’s job to establish the new 
Schenker offices there, and life was really good for all 
of us. Initially I was upset when Mum and Dad told 
me that we were going to move to Australia. I knew I’d 
miss the great friends and my dog who I adored, and 
leaving familiar environments was the biggest difficulty 
in a global upbringing. Even so, I could see Mum and 
Dad were ecstatic, because I knew that they’d always 
wanted to live in Australia at some point.’

Her father’s commitment to developing Schenker in 
Australia was obvious. ‘He’d work long hours, but when 
he was at home, he was there for us, and details of 
work were rarely discussed. I knew that the business 

was growing rapidly through the seventies and eighties, 
but aside from the dinner parties, I hadn’t come into 
any specific contact with Dad’s business dealings 
yet. Plus, I’d set off on my path into the hospitality 
industry, an area that I loved. There was never even the 
suggestion that I’d enter the family business, as we 

jokingly called it. I was working in major hotels right 
up until 2000.’ Yvonne finally joined the business in 
2000, the year of the Sydney Olympics, much to the 
complete surprise of her father. ‘I’d been studying and 
working in Europe until around 1993, when I came 
back to Australia because I missed my family. Soon 
after, Dad told me that he was accepting the task of 
opening the Regional Head Office in Singapore and 
that they were moving away! He had become a Member 
of the Board of Schenker AG by then, charged with 

looking after Asia Pacific. The role was supposed to 
be based in Germany, but Dad thought he needed 
to be closer to the markets he was overseeing, so 
he proposed a Regional Head Office be created in 
Singapore. I considered following him, but stayed 
instead, managing and training people in Sydney’s 
hospitality industry until late 1999. It was then that Ron 
[Koehler] called me. “Come and work for me,” he said. 
I was shocked because I didn’t know what I could offer, 

but his sales pitch was justified. The business had just 
won the Sydney Olympics, and there were up to two 
hundred people from around the world that needed 
organising and training, which was something I was 
already doing on a smaller scale in a different industry. 
I started the Human Resources department for the 
Sydney Olympics and Schenker Australia. I rang Dad 
in Singapore to tell him about the offer and he was 
stunned into silence! Then his fatherly instincts took 
over and he reassured me. “Well, if that’s what you 
want, that’s great!” I’d like to think he was very proud.

‘The first few days at Schenker in Sydney were a little 
strange, but I did understand the culture – it was 
my family’s culture after all. Even so, I missed the 
beautiful five-star working environment I was used to 
in hospitality. I remember one day early on, Ron took 
me over to a window, spread his long arms and told 
me to look whilst happily gesturing outside. “What?” 
I wondered. “Is there some sort of issue?” I was 
confused. All I could see were trucks, vans, containers, 
empty pallets and forklifts. “Isn’t this beautiful?” he 
went on. “That’s money down there. You shouldn’t see 
them as trucks and containers – they are a service, 
and that service makes us money.” I understood it after 
that – logistics is like hotels, just with trucks instead 
of beds.’

The Human Resources team in Sydney grew from one 
person during the Olympics to two, post-Olympics, and 
all the way up to twenty these days. ‘The division has 
grown because of the changing focus on developing 
people, and so a place should change. DB Schenker 
doesn’t reflect Dad’s work as directly as it used to, nor 
should it. It’s much bigger in the number of people, the 
size of the markets and the amounts of money involved. 
However, the core values of inclusiveness and passion are 
just the same. I remember when computers first came 
out, and Dad said, “I’ll never get one of them! They’re 

stupid things that just take up space on your desk!” 
Over the years he ended up travelling the world with 
two laptops, his Blackberry, iPod and all sorts of 
electronic gadgets – it was a nightmare waiting for him 
to clear security at airports! This business can never 
afford to stand still. Even though I’m sure Dad would 
be proud of what the business has achieved over fifty 
years, I’m sure he’d still be pushing for even newer 
methods and approaches to resolve issues today.’

Until 2000, the HR department consisted of one Payroll 
Officer that sat in the finance team. Any training was 
task-orientated, and viewed as a cost to be managed by 
each business area. ‘Fortunately, it didn’t take Ron and 
the management team long to appreciate that training 
and development of staff is an investment rather 
than a cost, which is a rare mindset in this industry. 
Since then, and especially since 2009, DB Schenker 
in Australia has been leading the way in Asia-Pacific 
with learning and development programs. The business 
became well respected for its approach to human 
resources, and that was the real reason why I decided 
to leave my successes in Australia and head for new 
ground in Singapore myself.’

Due to the successful implementation and business 
outcomes of the human resources focus in Australia, 
the Regional Head Office thought it might be a good 
idea to see if a similar approach could be implemented 
in other countries. ‘I started here [in Singapore] in April 
2012, and in a way it felt like I was coming home to the 
fond memories of my childhood years spent next door 
in Malaysia. I didn’t even make the obvious connection 
that I was following closely in my father’s footsteps 
until some old-timers here highlighted it for me. 
After that, I walked into my office and looked at my 
name plate on my office door. It felt like a real privilege 
to be continuing the Villinger legacy at DB Schenker 
and I hope I’m making him proud!’  

‘I understood it after that – logistics is like hotels, just 
with trucks instead of beds.’

‘People often ask me how long I’ve worked for the 
company, and I can honestly say that I’ve been 
involved my entire life!’

I’D LIKE TO THINK HE WAS 
VERY PROUD
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Sabine Schlosser is not easy to pin down. She is 
the kind of person to whom activity is addictive and 
success provides a chance for fleeting reflection 
before she embarks on the next big adventure. The 
planning, list-making and fire-fighting of logistics 
management for big events is her niche, and one 
she adores.

It was an unbelievable girlhood dream that was her 
inspiration for working in Australia. ‘I used to watch 
All	the	Rivers	Run	on German television, and it hooked 
me on Australia. I started watching documentaries 
on the country, and my friends would always buy me 
Australian-related presents. It became something I 
was known for. After finishing a business degree in 
1991, I started a traineeship with Rhenus AG, which 
was just going through a merger with Schenker. 
Most of my training in the first year was in the North 
Sea ports out of Bremen, but by the end of that year, 
I yearned to follow my dream. Australia was a very 
small part of Schenker then, and wasn’t part of the 
trainee scheme. I decided to postpone my second year 
of training so that I could travel for a year. “How about 
you stay in the scheme and do it in Paris?” they asked. 
But I was keen on going to Australia and thought that 
was it. Four weeks later I got a call to say the training 
scheme could be extended to Australia. I could barely 
believe it!’

Sometimes it is best to leave dreams alone – the 
reality can be disappointing. Nothing could have been 
further from the truth for Sabine when she landed in 
Sydney in October 1992. ‘I loved it. It was better than I 
could’ve imagined! I actually remember when we were 
about to land, the lady next to me sighed a little after 
the long trip and said, “It’s good to be home.” I replied 
without thinking, “Yep, it sure is.” That’s what I really 
felt from the start. I was impressed with the office too. 

Sabine Schlosser
Manager, Sports/Fairs/Arts/Defence/Hotel/Relocations/Special Events AU/NZ
Alexandria, NSW

They’d just moved into Alexandria, and the work 
culture in Australia was far less formal. The business 
was going well, with a let’s-get-on-and-do-it attitude 
that suited me perfectly.’

After that year, Sabine had started creating a real niche 
for Schenker Australia in which only around 30 per cent 
of DB Schenker’s country organisations participate. 
‘There was a real opportunity to develop a Fairs and 
Exhibitions logistics business in Australia. It started 
with handling exhibition cargo for our general freight 
clients, and also our relocations program, where we 
looked after everything for anyone moving in and out of 
Australia, a service used by many executives in particular. 

I remember once there was a delay in a move, and Ron 
[Koehler] had to keep a pet guinea pig in his office for a 
while. We all took turns to feed it – it became a bit of a 
mascot! Another time an Argentinean consul who we 
were moving requested I visit North Sydney. He wanted 
to pay us but didn’t have any cheques – credit cards 
weren’t what they are now. He requested that I pick up 

AUD 16,000 in cash to take back to the office. I remember 
perspiring buckets as I drove back over the bridge in my 
old blue Corolla, imagining that everybody that passed 
by knew I had all that cash and were thinking of ways to 
get me!’

Sabine went back to Germany for a while to finish 
the trainee scheme, but didn’t settle into her first 
appointment. However, she was then asked to get 
involved in managing exhibitions at one of the largest 
European fairgrounds, in Hannover, Germany for 
six months. She agreed, and found her calling. 
‘I worked like crazy in those six months but learned a 
lot. Event roles like that can really test you, but I loved it. 
Then I came back to Australia and started getting more 
involved in growing Fairs and Exhibitions. The main 
one at the time was the Australian International 
Airshow at Avalon and the first one I worked on 
was with Ron [Koehler] in 1993. Since then we’ve 
also added many different clients and events to our 
portfolio – Pixar’s 20th anniversary, World Youth Day, 
ballet and opera companies, the Socceroos, Yachting 
Australia, the Commonwealth Games, and of course, 
the Olympic Games.

‘For example, for World Youth Day in Sydney, we had 
assembly lines working for eleven months prior to 
everyone’s arrival. We had to get the product to over 
400 locations in Sydney, and the majority of those 
weren’t used to receiving goods – hardly any of them 
had forklifts. Yet we still had to organise, pack, store 
and deliver 275,000 backpacks and around 1.2 million 
pre-packed meals.

IN THE END IT’S BASICALLY 
THE ADRENALIN THAT KEEPS 
YOU GOING

‘What helped motivate me was the immense wave of public 
happiness that the Olympics brought.’ 

‘Our skill was tested on many other occasions – for example 
hairspray couldn’t be flown in for hairdressing competitions, 
or having to deal with desert conditions in Muswellbrook 
for a mining show and brave the rain in Melbourne for a 
city convention.’
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the event, we had nineteen core staff in Alexandria and 
around 200 people for three months in the field, and 
we were all incredibly busy all the time. We brought 
in eighty containers for the famous beach volleyball 
stadium on Bondi beach because the seating required 
special structuring, with an overall total of over 
500 containers for all seating structures. The pressed 
wood table tennis tables had to be brought in using 
containers that maintained a constant temperature 
or we risked warping them. We also brought in 
tonnes of food particularly for the very finely tuned 
horses in the equestrian sport, and delivered all the 
athletes’ uniforms, food and drinks, restocking food 
supplies each night. Every night postcards were 
printed using photographs of important events of 
the day, and we were tasked with delivering them to 
twenty-three different venues before people woke up 
the next morning.

typewriting a letter which Ron then signed, and sending 
it to the bid committee right away. The letter introduced 
Schenker and proposed speaking with the Organising 
Committee when it was ready. Schenker had managed 
some work for previous Olympics, and we thought we’d 
at least have a chance at the job of moving the German 
teams’ equipment. Four years later the tender came to 
our attention and we started working on it. Mostly, we 
were targeting the international freight aspects of it.

‘It was February 1999 when I was kicking back for a 
minute after another exhausting Airshow, looking 
forward to the trip I’d planned to South America. Next to 
me, Ron took yet another call in the dusty container 
in Avalon. I thought nothing of it until he said to me, 
“You can’t go.” I didn’t know what he was talking about 
until he said, “We just won the tender for the Olympics… 
not for the German team but for all the teams. Everything 
besides domestic warehousing.” So instead of South 
America, I went to a new, empty desk, not sure where to 
start and a mind-boggling amount of preparation to do.

‘The very first test event was mountain biking in April 
1999 where we had to get all the barriers, fencing, 
timing and scoring to the venue at Fairfield City Farm 
in Sydney’s west. Pretty soon our small key group of 
three people grew, and during the peak period closer to 

DID YOU KNOW?
2000 Sydney Olympics Freight

DB Schenker brought in around 2,000 containers of 
ocean freight from overseas and close to 4,000 tonnes 
of air freight. 

‘Another instance was when one of the ballet troupes 
toured, we sent a truck driver with them with a 
container packed perfectly for their stage sets. We 
couldn’t put sweaty dancing gear in the container, so 
we had to make sure to have everything dry cleaned 
overnight, then packed clean and ready for the next 
performance in the next city. Many of those prima-
donna dresses really needed some care! Our skill was 
tested on many other occasions – for example hairspray 
couldn’t be flown in for hairdressing competitions, or 
having to deal with desert conditions in Muswellbrook 
for a mining show and brave the rain in Melbourne for a 
city convention. There were always tests and there were 
never enough hours in a day to solve them, but I loved 
it nevertheless.’

A company’s success is never determined by one act 
alone, but key moments can define what the future 
looks like. The 2000 Sydney Olympics did just that for 
DB Schenker in Australia. ‘As soon as the IOC Chief 
Mr Samaranch announced in 1993 that Sydney had 
had its bid accepted for the 2000 Olympics, I remember 

THE BUSINESS WAS 
GOING WELL, WITH A 
LET’S-GET-ON-AND-DO-IT 
ATTITUDE THAT SUITED 
ME PERFECTLY

‘The American pole-vaulter Nick Hysong broke his lucky 
pole before the final. There was no way we could get him 
another one in time – he’d have to just use a standard 
one that was already there. But working miracles is what 
we love to do, and within twenty-four hours we managed 
to ship another from the States just before he competed. 
He went on to win with that pole, and I still get goose 
bumps just thinking about it.’

When Sabine was rewarded with tickets to the Olympics’ 
opening ceremony, she took a moment to reflect on 
all the hard work the Schenker team had conducted in 
the background to make the event happen. Few people 
think about the logistics requirements of such big 
events, but the hard work behind the scenes is always 
taxing. ‘I worked from 7am to 3am for many days over 
six months. You can try to eat healthily and take vitamins, 
but in the end it’s basically the adrenalin that keeps you 
going. What helped motivate me was the immense wave 
of public happiness that the Olympics brought. Once the 
Paralympics had finished though, I went to bed that 
Friday night and didn’t get up until Sunday morning.’

The success of the event led the International Olympic 
Committee to suggest an ongoing partnership, which 
resulted in DB Schenker being the worldwide freight 
forwarding provider for the organisation at many 
Olympics since. ‘That contract was proudly signed at 
the Schenker Australia office in Alexandria. The next 
Olympics event, the Winter Games at Salt Lake City, 
was managed by DB Schenker in the USA with some 
assistance from our team. Since then we’ve also 
managed World Cups for football, and with many more 
events successfully completed, our standing in Fairs, 
Sports and other Events has risen to being a top provider 
in the world. From a monetary perspective, events equate 
to only about 5 per cent of Schenker Australia’s revenue. 
What is more important though, is the added bonus of 
branding and recognition it brings, as well as increasing 
the scope of services for new and ongoing clients in 
general freight and logistics of our business. We’ve even 
secured contracts with Adidas after the Olympics, and 
with Nokia after various relocation jobs we did. Fairs and 
Exhibitions and Sports, Relocations, Arts, Defence, 
Hotel and other special events access all functions of 
DB Schenker, and continue as a great way to prove how 
we are, after all, a flexible freight forwarding and logistics 
provider across the entire supply chain.’ 

‘I remember once there was a delay in a move, and Ron 
[Koehler] had to keep a pet guinea pig in his office for a while. 
We all took turns to feed it – it became a bit of a mascot!’
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4 -TER

Global acquisitions and tough times
2003–2009

The world was certainly becoming 
a smaller place through the 
nineties and into the ‘noughties’.

The proliferation 
of internet and 

mobile technology 

meant that an overload of information was 
now available at the click of a button anytime 
or anywhere. 
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‘Transparency’ became more important to businesses 
of all shapes and sizes, especially in the logistics 
industry as track and trace technology became well-
used up and down the entire forwarding chain. 

By 2003, Australia was in the throes of its worst 
drought on record, further fuelling debate about 
environmental concerns. Global warming and carbon 
footprints became significant considerations for both 
businesses and households. At the same time, Asia 
was growing as an economic powerhouse, with high 
demand for Australia’s natural resources coming to 
the fore. Mine owners and those associated with the 
resources industry began preparing for what would 
be an extremely lucrative second half of the decade. 
Schenker Australia was one of the auxiliary companies 
positioning itself for a big future by getting ready to 

pitch for large projects such as the Gorgon natural gas 
project in Western Australia.

In mid-2007, a massive credit crunch and resultant 
liquidity crisis sent the world spinning into what 
became known as the GFC (global financial crisis). 
By mid to late 2008, the crisis peaked as consumer 
confidence plummeted. Global trade screeched to a 
near-halt and even though the Australian economy 
weathered the storm better than most, businesses 
relying on global trade suffered, including logistics and 
freight forwarding professionals.

Considering that context, global mergers and 
acquisitions would traditionally be ill-advised, but that’s 
exactly what Schenker Australia experienced in the 
later part of the decade.

Logistics and Freight Forwarding
As the 2000s unfolded, the term ‘logistics’ became 
widely used and an area of strategic growth for 
Schenker Australia. Having already acquired Acco in 
2002, the business evolved into becoming an effective 
extension of their client’s business. By providing 
comprehensive services in warehousing, stock 
control as well as national transport, logistics grew in 
importance due to increased demand by clients who 
were outsourcing those services in larger numbers.

Traditionally, Schenker had a strong offering in 
freight forwarding of goods (ocean and air) but was 
missing out on the opportunity of providing ‘end to 
end solutions’.

Today, DB Schenker’s services extend beyond 
traditional warehousing and include valuable ‘add-ons’ 
such as pick and pack, pick to voice, cross docking, 
inventory management, vendor management, call 
centres to take customer enquiries and arrange delivery 
of goods, a specialised freight division called ‘Sensitive 
Freight’ as well as reverse logistics, which is the return, 
recycling, reuse and resale of goods.

The standard domestic transport services include a 
mixture of owned and sub-contracted fleet providing 
track and trace, online POD imaging and deliveries 
to distribution centres, businesses, homes, hospitals 
and retailers. 

The Sensitive Freight Division specialises in handling 
highly valuable, delicate, fragile, heavy or awkward 
products that require a high degree of project 
management, planning or administration. These 
deliveries are carried out by utilising specialty vehicles 
fitted with air suspension, hydraulic tailgate loaders, 
electric stair climbing machines and purpose built 
materials-handling equipment. Sites may require 
cranes for city deliveries, four wheel drive vehicles 
for rough terrain and even helicopters for some more 
difficult deliveries, whilst barges and ships are used for 
the remote offshore island communities.

Logistics would become a major focus of the company 
as the decade unfolded, especially considering some 
major corporate restructuring that would take place in 
the coming years.

1. Moving a large load for Siemens in the early 2000s.

2. Tackling Australia’s alpine region near Mt Buller, Victoria, 
mid- to late  2000s. 

3. Remote work near lake Eildon, Victoria, mid-2000s.

1

3

2
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Deutsche Bahn, BAX and new horizons
The private enterprise Stinnes AG had begun taking 
effective control of Schenker off the German State 
Railways Company from 1991, adding corporate zeal and 
intense scrutiny to its operations. But as time ticked by, 
Deutsche Bahn AG (DB AG) decided they wanted to add 
the business to their portfolio. 

In 2002, Deutsche Bahn made a successful offer for 
Stinnes, which in turn meant that it took control of 
Schenker. By 2003 the deal was complete, with the 
transaction fee recorded at EUR 2.5 billion. A new 
‘Transport and Logistics Division’ was created that 
included Schenker, whilst for the short term at least, 
Stinnes AG remained involved as the management 
company of that division.

Through this period, Stinnes logos still adorned many 
of Schenker Australia’s trucks and offices, with Stinnes 
still prominent in many areas of the business as the 

change settled. However over time, Schenker remained 
most prominent on branding with the supporting line 
‘DB Logistics’ following below.

At the same time, the forwarding and logistics industry 
was experiencing a period of consolidation and some of 
the largest competitors began acquiring various smaller 
operators to create fewer mega-logistics companies. 
The aim was to improve efficiencies by increasing 
volumes, whilst increasing the depths of relationships 
with clients.

Schenker – and DB as the parent company – noticed 
the trend toward the importance of integrated global 
networks to the future of freight forwarding and logistics 
in an increasingly shrinking world. Decreasing costs 
and improving efficiencies through larger volumes, as 
well as being able to work with increasingly globalised 
clients around the world, meant that if they wanted to 
continue leading the market with a bright future, a bold 
step was required.

1. Christmas party 2007 at Luna Park, Sydney.

2. Susan, Peter and Anna all started in 1981.

3. Lighting up a new future after the DB acquisition.

4. Happy faces in 2005.

5. Auckland, NZ facility.

Celebrating the opening of the new Brisbane facility in 2007. 

1 2

4

5

3

CHAPTER 4     DB SCHENKER75Celebrating 50 years in Australia



BAX and Brink’s
The Brink’s Company was owned by The Pittston 
Company, but in 2003, Pittston decided to change 
its name to Brink’s, recognising the strength of the 
subsidiary and its importance to their business. 

The background of the Pittston and Brink’s 
businesses were in mining and heavy industry 
in the USA as well as home security systems. 
Brink’s also owned a company called BAX 
Global, which had earned a reputation as a world 
leader in freight transportation and supply chain 
management services.

BAX Global began life in 1971 and opened its doors 
in 1972 as Burlington Northern Air Freight, the 
air transport subsidiary of Burlington Northern 
Railroad. In 1982, the company was acquired 
by Pittston, which in turn became known as 
The Brink’s Company.

In 1986, the company changed its name to 
Burlington Air Express. In 1997 it changed again 
to better reflect its global footprint by becoming 
BAX Global.

BAX Global had a heritage in air freight and had 
even owned its own fleet of aircraft in the USA, but 
in 2011 it was sold off after the DB AG acquisition 
in 2006. The company’s heritage was enhanced 
by the German company’s strength in road and 
rail transport.

Enter a company that used to be called Burlington 
Air Express, and Burlington Northern Air Freight before 
that. By this stage in its evolution, however, it was 
known as BAX Inc., and it became the target of an 
acquisition by DB AG.

Owned by the Brink’s Group in America, BAX was a 
commercially driven company with a strong foothold in 
logistics. Schenker’s sole shareholder was the German 
Federal Government despite its commercial focus, 
based in Germany and with a strong European heritage. 

On January 1, 2006, Deutsche Bahn AG paid around 
USD 1.1 billion to acquire BAX, then began the process 
of merging its two logistics entities – Schenker and BAX.

It took time for the acquisition to settle down and 
reverberate around the world but on August 1, 2007, 
Schenker Australia officially assumed management of 
BAX Australia. Staff numbers jumped from 439 to 1015 
over 36 sites around the country. Ron Koehler became 
the CEO of a company that had essentially doubled in 
size overnight, and had to deal with the growing pains 
would prove difficult to live with.

1. New branding on the 
Sydney office following 
the DB acquisition.

1

Project work in Perth for 
Fortescue Metals Group.
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A tough road
Despite the increased automation of processes and 
new communication vehicles such as email, the key 
element of any business comes down to people. DB 
Schenker in Australia has always valued this truism, 
and never more has it been tested than during the 
period of the merger with BAX. 

Schenker Australia was actually a smaller business 
than BAX Australia in terms of staff and facility 
numbers at the time, so in some ways it appeared 
antagonistic to some BAX employees. BAX had 
expertise in information systems and entrenched 
logistics clients. Schenker Australia was seen in the 
industry as a well respected operator with a great track 
record in freight forwarding and special events, with 
iron-strong relationships.

CEO of DB Schenker in Australia, Ron Koehler and his 
management team had their work cut out to bed down 

such a significant merger of cultures and operations. 
There was a double-up of staff positions, an excess 
of warehouse space and facilities with the legacy of 
long lease agreements, and independent systems that 
simply did not ‘talk’ to each other. Customer service 
levels plummeted as the business endeavoured to sort 
itself out. Inefficiency was rife. Trucks were known to be 
backed up along Bourke Road outside the Alexandria 
warehouse, waiting to get their goods processed.

Operations in New Zealand suffered just as much 
as the Australian operations at this time, especially 
with a smaller marketplace and smaller volumes and 
dollar figures. These days, while the New Zealand 
business reports to Ron Koehler as CEO of Australia 
and New Zealand, a dotted line report is also sent 
to the Regional Head Office in Singapore. As with 
DB Schenker’s Australian branches, New Zealand 
is expected to run its own profit and loss and be 
sustainable in its own right. 

1. Sports and Events team in 2006 after starting with no 
people prior to the 2000 Olympics.

2. A team that plays together stays together, 2005.

3. A team that plays together stays together, 2005.

4. A group photo for the SAP team in 2006.

1

2

3 4
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In 2008, DB AG restructured its business divisions into 
three areas: DB Bahn, DB Netze, and DB Schenker. 
The corporate brand that exists in Schenker’s fiftieth 
year in Australia, is the same one initiated at this time; 
DB Schenker had come to life in Australia. 

But DB Schenker in Australia was in trouble. It was 
losing money through inefficiencies brought on by 
maintaining multiple facilities and too many layers of 
management due to the merger. But most significantly, 
the Schenker IT platform could not cope with the new, 
larger identity.

When the impact of the global financial crisis began 
to bite, it created a perfect storm that heaped further 
pressure on the business already suffering. At a local 
consumer level, demand for products dried up, and the 

multinational clients manufacturing the products at 
the time responded by drastically decreasing volumes, 
therefore significantly decreasing DB Schenker’s 
Australian revenue.

In 2007, staff numbers of DB Schenker in Australia 
jumped from 400 to 995 due to the BAX acquisition 
– a number that fell to 919 by 2008 and 838 by 2009. 
Revenue jumped from AUD 247.9 million before the 
BAX acquisition to AUD 421.3 million after, increasing 
slightly to AUD 527.1 million in 2008 before falling to 
AUD 417.8 million in 2009. Coupled with the drop in 
revenue, the more significant plunge in profitability 
meant that in the 2009 financial year, the business 
recorded significant losses – its first negative result 
since the early days in the 1960s. Vacant positions were 
not replaced, spending was monitored closely, and 

everyone had to tighten their belts as a turnaround was 
set in place. 

As the employees’ brows sweated and hearts 
palpitated, management’s soul searching and passion 
for a challenge took root. Change is never easy, but 
change was required – a new DB Schenker in Australia 
was about to take shape.

DB SCHENKERwine became a key part of the South 
Australian business and remains a niche area of strength for 
DB Schenker in Australia.
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In July 2009, the business opened the new Melbourne 
facility a stone’s throw away from Tullamarine 
airport. The facility is modern, impressive, and a 
clear message to the company’s main competitor 
positioned directly across the street – DB Schenker in 
Australia has arrived.

One of the company’s newest distribution centres 
(DCs), it is a happy amalgamation of the freight 
forwarding and logistics elements of the organisation. 
Melinda Wilson, the current manager of the facility, 
has been with the business since early 1999. ‘I started 
with BAX as logistics coordinator in Tullamarine for 
a fashion client. After 18 months, I moved onto the 
contract with Dell. There were only four staff excluding 
me, and we handled Dell’s freight forwarding and 
logistics. Within a year we had nine people on the 
account, and I became supervisor. When we had 
the merger with Schenker in 2007, everything was 
uncertain for a while.

Melinda 
Wilson

Distribution Centre Manager
Tullamarine, VIC

‘There were plenty of meetings around eight months 
before the buyout, so it was tough in many ways. 
But I’m not sure it could’ve been handled any better. 
Schenker wasn’t as strong in logistics as we were, and 
as the cards fell, I ended up as Logistics Manager in 
Melbourne. That was daunting to say the least! I was 
ready for a challenge so the timing was perfect, but 
all of a sudden there was twice the volume of work to 
deal with and twice the number of people to oversee. 
I think it is characteristic of management here that 
they believe in people more than they perhaps believe 
in themselves.’

The merger took a few years to bed down. ‘My first 
impression was that the Schenker people were more 
reserved. It was a more serious place, but we’ve all 
grown together and we have a good mix of cultures 
now. The hardest thing soon after the merger was that 
the company started making losses, and it impacted 
everything we did. Everything was scrutinised down to 
the very last cent and there was a real threat that the 
logistics operations would be shut down. I was told 
to drop six staff from a team of 20, and that was really 
tough. Do you need a new forklift? Too bad, use the one 
you’ve got. Is your mobile phone broken? Too bad, use 
someone else’s. Looking back, it really taught us to be 
better managers of our processes and to take some 
ownership of the profitability of the place. Productivity 
per head, ratios of profitability and business outcomes 
all became issues of focus during that period, and 
after two years, we started zooming ahead. Things are 
fantastic now.

‘We concentrate on doing what’s in our control to 
do well, but it’s great to know we’re clawing back 
ground after the tough times a few years ago. I 
don’t know about everyone else here, but it does 
sometimes give me a little kick to walk by our major 
competitor everyday.’  

As DB Schenker has grown into an integrated, 
end-to-end supply chain provider, the functionality 
of its warehousing, transportation and logistics 

processes has evolved. ‘The idea is that we shouldn’t 
have different divisions doing different parts of the 
process anymore. Of course, there will be specific 
cases where that’s still the best way to go. But for 
the wider business, we’re heading towards the idea 
of a distribution centre with ocean freight, air freight 
and logistics being brought together under one roof 
to share resources and skills. We started integrating 
this way in December 2011, following the Perth and 
Brisbane facilities.’

Melinda is excited at the size of the operation today, 
but her excitement is tinged with amazement. ‘We 
have almost 50 people across the DC, with 20 forklifts 
buzzing around the place. Between 80 to a 100 trucks 
come in and out every day, and that’s interesting and 
challenging for me.’

The size of the operation has changed, and so too has 
the depth of involvement with customers. ‘We’ve always 
had good relationships with customers but in recent 
years, we’ve really started getting close. For example, 
Eli Lilly, a global pharmaceutical company signed on 
with us in January 2011. We had a team that dedicated 
every day until early October to setting up not only the 

warehouse space, but also the systems and processes 
to make sure everything was ready and tailored for the 
customer. For that amount of dedication, you have to 
get to know your customer and find out what they need, 
and I think we do that really well now.’

It’s not just in the strength of relationships with 
customers that there’s been change. ‘The emphasis on 
training and its availability has improved dramatically 
over the last two years. It was brought up as an issue 
from some teams on the floor and in a really short 
space of time, something was done about it. You can 
study while you work. You can have prior experience 
recognised as part of the qualifications you’re going for. 
The business is global and has always been good for 
people who want to have stints interstate or overseas. 
Since the addition of excellent training programs, the 
staff are much more engaged.’

To conclude, Melinda happily showed me the 
warehouse. ‘Those employees down there are the ones 
that make the company look good, and there’s a great 
atmosphere down there. Everyone is proud of what we 
achieve in this place, and I’m more than happy to gloat 
about it! Why shouldn’t we? We’re doing so well!’  

It’s not just in the strength of relationships with customers 
that there’s been change. ‘The emphasis on training and its 
availability has improved dramatically over the last two years. 

EVERYONE IS PROUD 
OF WHAT WE ACHIEVE 
IN THIS PLACE
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Nikki Shields started with Schenker Australia 
in Brisbane on May 31, 1999 and has been with 
the business ever since. She has witnessed such 
significant growth in the Queensland operations 
that she barely recognises the organisation today.

‘I was working for another company in freight 
forwarding and logistics when a friend at Schenker 
Australia asked me to join her there. I was happy to 
have a change of environment, but I knew very little 
about the company besides what she had told me, 
despite being in the industry already. I’d seen perhaps 
one or two trucks about the place, but that was it. At 
the time, they had an office in Newstead, and I met 
Willie Guertler for my interview. He’s still with DB 
Schenker today as Ocean Freight Export Manager.

‘I had gotten the job in ocean and air freight 
forwarding, and my first impression was that it was 
a very small place. For a short time, I wondered if it 
had actually been a good idea to move! There were 
around twelve employees spread out over two levels 
in Newstead, and our warehouse space – if you could 
call it that – was one roller door’s worth of space next 
to the offices. I had no idea how big Schenker actually 
was around the world as there weren’t any internet 
searches in those days, so it was tough to comprehend. 
Anyway, I was too worried about trying to learn ocean 
and air freight forwarding to think too much about that. 
I was overwhelmed for a while but there was plenty 
of support and a culture of just getting on with it, 
so that’s what I did.’

The team of twelve grew to a team of over 130 
employees, and a roller door width of warehouse space 
has grown to 25,000 sqm. There was a step in between 
that Nikki thinks made a significant difference in the 

Nikki Shields Accounts Payable Clerk
Brisbane Airport, QLD

history of Schenker Australia in Brisbane. ‘In between 
Newstead and our current place, we were in Buchanan 
Road, Banyo for a few years and that was a huge step 
up. It was completely refurbished for us with a massive 
warehouse we thought we’d never fill. There were also 
new desks and chairs, and I remember there was a 
huge lift in morale after that move. It was a real symbol 
not just of what we’d achieved, but also where we were 
heading. There were about 25 people in the team by 
then I think, and it brought us all even closer.’

When Nikki joined the company, she was just the 
tender age of 21, and revelled in the family environment 
she insists still exists today. ‘It’s easier to be close like 
that when your team is small. Perhaps it isn’t quite 
the same now that we are so much bigger, but it’s 
still there. My first manager was Peter Gloor, a Swiss 
man who created a real family atmosphere. He had 
the curly Swiss moustache, rode a Harley and had a 
warm, encouraging spirit that made everyone really 
want to work hard for Schenker. The family spirit is the 
same today in Brisbane – even without the moustache 
and Harley.’

Nikki remembers unusual projects like moving 
explosive containers and getting phone calls at 3 am 
from maritime officials making sure every detail of 
the deliveries was in place. She has organised the 
transportation around the world of many urns filled with 
the ashes of the deceased, and fought as many fires as 
any other logistics and freight-forwarding professionals. 
From a business perspective, she acknowledges the 
Sydney Olympics in 2000 as something that brought 
the Brisbane branch to a whole new level. ‘While the 
Olympics were in Sydney, many of the sports teams 
based themselves in Brisbane for their lead-up training, 
requiring us to bring in all sorts of equipment. It was 
exciting to be a part of something like that and to run so 
much freight. I think it changed our team’s perspective 
about what we could achieve up here.’

DB Schenker is a global organisation with existing 
operations that spread far and wide. It may be 
appealing only for some, but the truth is that the 
company can provide opportunities. It is far from being 
the small place Nikki first experienced all that time ago. 
‘I’d say that at least once a week we all get a company 
email notifying us of a job vacancy somewhere in the 
world. But it’s not just that. There is so much more 
on offer in terms of training and development, and in 
recent years people have really been encouraged to 
grab hold of career development. It has really made a 
great difference.

‘I’ve been with Schenker Australia for 13 of its 50 years 
in business. It amazes me how far we’ve come in just 
these 13 years. It’s a major milestone and definitely 
worth celebrating. I often wonder: where will we be in 
another 50 years?’ 

I OFTEN WONDER: 
WHERE WILL WE BE IN 
ANOTHER 50 YEARS?”

‘There is so much more on offer in terms of training and 
development, and in recent years people have really been 
encouraged to grab hold of career development. It has really 
made a great difference.’

CHAPTER 4        INTERVIEWCelebrating 50 years in Australia 85



Security is a major element of today’s work practices 
at DB Schenker in Australia. Before meeting Azra 
Murtic at the company’s massive, shiny Yennora 
facility, there were security checks the airport 
customs offices would be proud of. Everyone I came 
across reminded me that information on the client 
and their products was strictly confidential. Evidently, 
the operation is a serious one.

Yennora is a facility created entirely for two key 
accounts that are the amongst the world’s most 
sought-after consumer electronics brands. At over 

Azra Murtic Logistics Operations Manager
Yennora, NSW

30,000 sqm, the facility is a clear indication of the 
commitment DB Schenker in Australia has to its 
major clients. Space is segregated. Processes and 
systems are created to support the client’s unique 
needs. Behind firmly closed doors, Schenker 
Australia’s logistics services intertwine with the 
client’s business and become an essential cog in 
their machine.

Azra joined BAX in 1998 and is the Operations Manager 
for one such key account. ‘I moved to Australia from 
Bosnia in 1996. I wasn’t thinking so much about 

Australia as I was about getting away from the war 
then. But my sister and family had traveled to Sydney, 
and it was imperative that I leave Bosnia. I arrived 
without knowing any English. I had no job, but I had to 
make something work. The first thing was to learn the 
language, and I spent one and a half years at school. 
Soon I realised that I needed computer skills, because 
everything was starting to digitalise then. So I learnt.

‘Since I needed money, I registered at an HR agency, 
and soon they said they had a two week data entry 
position at a warehouse for BAX. I had never even 

seen a warehouse before then. After two weeks the 
job requirements increased, and they asked me to 
stay longer. After three months they asked me to stay 
permanently. I’m still here!’

The journey from Australia to Bosnia was arduous, 
and the tyranny of distance was difficult to accept at 
first, but the global nature of BAX helped her settle 
in. ‘My first impression of BAX was that everyone was 
incredibly friendly and there were plenty of people 
from all corners of the world just like me. That hasn’t 
changed, and the accepting nature of people here has 
connected me to living in Australia. Friends, social life, 
a purpose… these are the things that make you feel at 
home, and I am so lucky. I have a second life now and 
I love it.’

Her second chance wasn’t just about earning a wage 
and living a secure and happy life. For Azra, it was also 
about the social aspect of making friends with people 
from diverse backgrounds. ‘We have around seventy 
people working in the DB Schenker warehouse just for a 
single client, but that can rise by 100 per cent if there is a 
special product release coming up. In the days following 
up, we could all be working ten to twelve hour days. It 
still is very exciting, with people from all over the world. 
Since being here I’ve met Africans, Canadians, Asians, 
Turkish and Lebanese. I’ve literally come to the other side 
of the world to meet people from all over the world!’

Azra saw her first warehouse only after arriving in 
Australia. She looks back fondly at her past, but to 
her, the future is more important. ‘Schenker Australia 
is growing and we are doing better things for clients. 
We may be still dominated by servicing the electronics 
industry in contract logistics, but that is changing 
and we are growing into new markets like health and 
mining, which is great. When I first saw the warehouse 
at Yennora I could not imagine how we would fill it, but 
we’ve used 30 per cent more space each year since.

‘Our new training programs for staff are excellent, and 
I appreciate what the company has been doing on this 
front. I’ve had such incredible success since coming 
here that I have no idea what to expect over the next 
sixteen years, but I can only imagine it will be good!’

Azra was promoted to Supervisor midway through 
the 2000s and was immediately exposed to the size of 
Schenker Australia’s operations. ‘I always knew it was 
a big, international business, but two things made me 
realise what we were a part of. First, I was sent to an 
international meeting of supervisors to find out what 
other DB Schenker divisions were doing for the same 
client. We met in Japan and here I was a part of this 
global community that was worlds away from Sydney. It 
made me very proud to represent our success. Second, 
I was in Bosnia for a holiday and spoke to my boss in 
Sydney. “How far is Bosnia from Prague?” he asked. It 
wasn’t far, so at the end of my holiday we extended my 
stay by five days, and I visited DB Schenker in Prague to 
learn about the great things they’d been doing. Another 
time, I remember sitting in Vienna waiting for someone 

‘When I first saw the warehouse at Yennora I could 
not imagine how we would fill it, but we’ve used 30 
per cent more space each year since.’

WE ARE GROWING INTO NEW 
MARKETS LIKE HEALTH AND 
MINING, WHICH IS GREAT

when I saw a big DB Schenker truck drive by – it made 
me feel like I was home in Australia rather than in 
Austria, but it showed me how big our family is.’

As the company has grown, Azra has seen the need 
for better communication across departments. 
‘This part of the warehouse at Yennora is completely 
set up for one client, but that doesn’t mean we 
shouldn’t discuss what is good and bad about it for 
other areas. DB Schenker is so big in Australia, with 
so much experience both here and globally that it 
would be a mistake to not communicate with each 
other. We now have a Solutions Team that sits across 
the whole business working on operational excellence, 
and they spend lots of time with us as well. The idea 
is to find improvements we can share with IT, Finance 
and Operations. It’s everyone’s job to find better ways 
to do things, and it always has been. I see it as first 
pleasing the customer and then pleasing DB Schenker. 
I think it’s a brilliant way to keep our business growing 
and to keep our talented staff working with us. It makes 
me proud to think about that.’ 

CHAPTER 3        INTERVIEWCelebrating 50 years in Australia 87



Alain Brard is proof of the multitude of international 
opportunities available in logistics and freight 
forwarding. Born in France, he arrived in Australia in 
2000 after stints in Hong Kong, China, America and 
Mexico, and now calls Sydney home. His speech 
is dominated by his French accent, but sometimes 
verges on ‘international’ or even true-blue Aussie. 
‘Before I came to Australia, I knew nothing about 
it other than the film Mad Max, AC/DC music, and 
that it was one big, red desert. I came out here with 
BAX as an Account Manager for Dell, where we 
managed the complete supply chain, including a 
call centre and seven warehouses.’

There is a back-story to Alain’s arrival Down Under that 
illustrates the richness of experience that fills the floors 
of Schenker Australia. ‘In the early nineties, Burlington 
Air Express (BAX) wanted to do business in China. Back 
then China was highly regulated and hadn’t started on 
its journey of economic growth, but since BAX needed 
a better foothold in Asia to improve its ocean freight 
business, the strategic path was clear. After two years in 
Hong Kong, I had moved to work in Canton when I was 
charged with helping to create a China network for BAX 
in 1994. You had to work with agents in China, so we set 
up in Shanghai and got to work. This meant getting a 
hotel room that also doubled as an office and warehouse 
for the first four or five months!

‘It took at least that long to get our licenses because 
there was so much paperwork – it was really tough to 
get any momentum as a new business in China. While 
we had planned on it taking around a year to establish 
a presence, it became two years. Infrastructure was 
bad back then, but it was a time when the country was 
just opening up to foreign investment and every week 
there’d be hundreds of new businesses trying to start 
up operations in China. Whatever they were doing there, 
they usually wanted to get it back out of the country 
again, which obviously suited us. So we started taking 
note of all the new businesses and made appointments 
to see them. The next two and a half years saw great 
growth, which meant we could stop working out of 

Alain Brard General Manager, Major Accounts
Alexandria, NSW

a hotel room! I had thought I could get by with the 
Mandarin I learnt at school, but I had needed to learn 
basic Cantonese and was now having to get used to 
Shanghainese! The nature of our business is that you 
need to be curious and open, because everything’s 
an adventure!’

One of the clients he had secured was Ford, which was 
in the process of setting up manufacturing in China, 
and required freight forwarding of heavy equipment. 
Surprisingly, that relationship became Alain’s 
connection with Australia. ‘As a part of the deal to work 
in China, Ford agreed to have some Chinese-made glass 
used in their cars somewhere in the Ford network, and 
they looked towards the Australian market. They asked 
me, “Do you guys have any capabilities in Australia?” 
Of course, I agreed, then contacted the BAX Director of 
the Australian subsidiary. He agreed as well, but then 
we had to figure out how to make agreements a reality! 
Including an internationally manufactured product 
into a just-in-time car manufacturing plant in Australia 
was no easy task, so we poured over books to study 
the right management techniques, and somehow we 
made it work. It was a very satisfying time setting it up in 
Australia – and a huge relief when we did!’

It wasn’t satisfying enough to keep Alain in Australia for 
good. ‘The Ford experience introduced me to contract 
logistics. Soon after, I moved to BAX headquarters in 
America, and handled supply-chain management for 
various clients in Atlanta. I was then sent to Mexico to 
work with Apple. Assembly was in Mexicali, Baja and I 
was anxious about dealing in Spanish, but as fate would 
have it, there was a huge Chinese community there, so I 
was right at home!’

One of Alain’s colleagues had been involved in 
business in Australia, and Alain admitted that he had 
become increasingly intrigued about returning for a 
longer stay. In October 2000, Alain was transferred to 
BAX Sydney as Account Manager for Dell. The office 
and warehouse on O’Riordan Street, Alexandria was 
a busy place, but would become even more so after 

DB Schenker acquired BAX in 2007. ‘DB Schenker 
was strong in freight forwarding and BAX was good in 
contract logistics. DB Schenker had a strong European 
heritage with government background, whereas BAX 
was a private entity based out of the USA. I remember 
everyone in Schenker Australia would refer to a certain 
Mr Koehler – most of the management positions were 
filled with Europeans. BAX was much more relaxed and 
the company preferred to employ locals at all levels. 
However, we weren’t the only ones involved in mergers 
or acquisitions at the time. The whole industry was going 
through a period of consolidation then, and now only five 
or six big global players remain. Naturally, we are high up 
in that list.’

Over the years, plenty has changed, but the essence of 
freight forwarding and logistics remains. ‘Our work may 
be behind the scenes but it’s great to be reminded of 
the part we play. For example, we started working for a 
supplier of incontinence nappies, which may not be the 
most glamorous product, but remains a necessary one. 
Nurses have enough worries on their plates, so how do 
we reduce their workload? They wouldn’t want to go to 
the cupboard for nappies and find they have to order 
some. If in stock, they wouldn’t want to have to unwrap 
them from packing plastics and dispose of the waste. 
We learnt about on-site difficulties, and now provide a 

solution by regularly visiting client venues, not just as 
a central delivery point, but also to stock shelves with 
unwrapped, ready-to-go nappies. The nurses now have 
one less worry. We are much better at understanding 
and acting on these kinds of dynamics.

‘We place great emphasis on our major clients. The top 
15 or 20 provide around one third of our total business, 
and most of them have been growing together with 
us for a long time. I can proudly say that after the BAX 
acquisition, what has changed for Schenker Australia 
is that contract logistics became a core competency 
and this has transformed us into a true supply chain 
solutions provider.’

In an industry that relies on big trucks, ships and 
planes, DB Schenker cannot ignore the increasing 
importance society places on environmental concerns. 
Alain was recently appointed as a Team Leader for the 
DB Schenker Sustainability Advantage team and he has 
major personal interest in environmental initiatives. He, 
Carlos Rodriguez and the team have recently rolled out 
usage of 80 per cent post-consumer recycled copy paper 
in all facilities in Australia. ‘Environmental awareness 
has been a great shift in the past few years, and the 
staff is really energised about it. The company is taking 
steps such as recycling pallets and cardboard, using 
solar energy in offices and decreasing rubbish to landfill. 
Our first hybrid truck that runs on an electric motor as 
well as diesel was introduced this year, and the staff-
led Sustainability Advantage team is always looking to 
introduce new initiatives. We’re not just celebrating 50 
years, we are also planning for the future.’ 

‘Environmental awareness has been a great shift in the past few 
years, and the staff is really energised about it. The company 
is taking steps such as recycling pallets and cardboard, using 
solar energy in offices and decreasing rubbish to landfill.’ 

YOU NEED TO BE CURIOUS AND 
OPEN, BECAUSE EVERYTHING’S 
AN ADVENTURE!
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Tanja Schroeter is a German with a soft spot for 
Australia. These days she is part of the global human 
resource development team in the DB Schenker 
Head Office, which is located in Essen, Germany, but 
for eight years she played a key operational role for 
Schenker Australia in Sydney.

Her path to Australia was somewhat unconventional. 
‘I was born in a small village of 700 people in the old 
East Germany. By the time I was in the seventh grade, 
Germany had unified, and many of us had become 
excited about the possibilities of the wider world. 
Our teacher gave the class a presentation one day 
after she had come back from an Australian holiday. 
For two hours she showed off her holiday photos of 

Tanja 
Schroeter Manager, Global HR Development

Schenker AG - Essen, Germany

kangaroos, the outback, koalas, the beaches… It 
sounded so exotic, and I was completely transfixed. 
It seemed like Utopia to me, but I never imagined 
ending up there. Watching the Sydney Olympics on 
television in 2000, I remember being totally amazed by 
the beach volleyball on Bondi Beach – what life there 
was in Australia!’

Shortly after the Olympics, Tanja began her dual 
education training, a common study track in Germany 
where work experience is interchanged with classroom 
studies. ‘I started with DB Schenker Rail in Mannheim in 
late 2000. I was enrolled in a three-year logistics program 
that was a great introduction to the industry. I had a real 
thirst for travel by then and during my studies got an 

opportunity for an overseas appointment in Canada for 
three months with another transportation company. DB 
Schenker figured it was a good experience for me to see 
how another place worked. Once I had finished my three-
year program, the travel bug was a lot stronger again. 
I searched the internal networks for internships, hoping 
for one in Australia. One came up, so I applied and 
within a couple of months, I was on my way to Sydney!

‘Australia was a long way away but it was interesting that 
I wasn’t nervous because it felt like I was going home. 
My sister picked me up in Sydney as she was currently 
spending time in Australia too. I was exhausted, but she 
took me straight to see Coogee Beach, and then dragged 
me around sightseeing throughout the city. I had never 
seen a place so big and I loved it. I had a seven-month 
placement, but within two weeks I knew I wanted to stay 
longer. Within a year, I had taken a permanent role.’

At the time, Sydney’s main office in Alexandria had 
around 130 employees.  Most of the focus was on 
international air and ocean freight, especially for imports. 
‘Australia has a huge import market because essentially, 
it is an island dependent on the many ocean shipments 
that come its way. I had been used to working with 
mainly road and rail transportation previously because 
of its prevalence in Europe, so I had to get used to a new 
marketplace in Australia.’

Her current role gives her a global perspective of the 
culture of the various DB Schenker entities. ‘The first 
thing that struck me when I started in Sydney was 
how friendly and open everyone was, even within the 
hierarchy of roles. There was also an open-plan office, 

which was very unusual in Germany, and within a few 
weeks in Australia I knew everyone – it was a very easy 
and relaxed way to network. There was also a huge 
diversity of nationalities working at DB Schenker in 
Australia – I think there were more than 30 countries 
represented when I was there – and that’s still a pretty 
unique aspect of the Australian business. Another 
aspect that is even more recognisable now than before 
is the quality of the project work being done in Australia. 
On a global scale, Schenker Australia is one of three or 
four subsidiaries regularly given special mention and 
this is largely because of the immense success of its 
project work.’

Sustainability is a word commonly heard up and down 
corridors of DB Schenker offices these days, another 
area wherein Schenker Australia remains a leader. 
‘It’s not just the business but also the country in general. 
While the Scandanavian countries lead the way in this 
area, Australia is fast catching up, and I really noticed 
the difference when I came back to Europe. The new 
green-star rated facility in Melbourne is often referred 
to in global presentations as an example of where DB 
Schenker is heading.’

Despite some of the Australian organisation’s unique 
attributes, one of the key strengths of DB Schenker is 
its global personality. ‘There is a strong entrepreneurial 
spirit evident across all the DB Schenker country 
organisations. That’s not to say decisions are made 
rashly, but more that there are chances to work 
independently and make a difference on your own. There 
is a common empowerment in decision-making and 
that’s always been encouraged – it’s a great way to get 
things done and there’s always been a global spirit for 
that to happen.’

Another common element of the global business is 
the focus on training and development. ‘Individual 
development is a big thing at DB Schenker, but Schenker 
Australia has also had some unique and effective 

programs. DB Schenker continues to run regional and 
global programs that not only are great for networking 
and passing on the DB Schenker culture, they are great 
for personal and professional development.’

Tanja’s own story is testament to the opportunities 
available for a varied and rewarding career within the 
DB Schenker family. She left Australia in 2011 as the 
NSW Customer Service Manager to step into her current 
role in global HR. In fact, it was one of those unique 
training courses that sowed the seeds for her success. 
‘Schenker Australia put me on a year-long regional 
course with three modules in Singapore. It focused on 
leadership skills and personal development, with people 
from all over Asia-Pacific taking part. It was an amazing, 
life-changing experience. I knew I wanted to be more 
involved in managing such talented people. When I saw 
the job opening for my current position a few years later, 
I applied immediately, not worrying much about my 
chances. The wonderful thing about DB Schenker is that 
if you show willingness, you can be given opportunities, 
and I got the job. It meant I had to leave Australia, but I 
love this new role.’

There are seven buildings that make up DB Schenker’s 
global headquarters in Essen, which are collectively filled 
by 550 staff members. Tanja’s current position means 
she’s back in her homeland, taking an office space on 
one of the six levels in the main Head Office building. 
‘I actually miss the pace and excitement of sorting out 
operational issues sometimes – I think logistics people in 
general thrive on that – and I miss Australia’s openness 
and the ease of making relationships there, but there 
are the same kind of passionate people here as there 
are in Australia and in all the DB Schenker subsidiaries, 
actually, and that makes this company a great place to 
work, wherever you are.’  

‘There was also an open-plan office, which was 
very unusual in Germany, and within a few weeks in 
Australia I knew everyone – it was a very easy and 
relaxed way to network.’ 

INDIVIDUAL DEVELOPMENT IS 
A BIG THING AT DB SCHENKER
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Richard Bridge has made his mark at Schenker 
Australia in IT. Specifically, he’s developed 
technology solutions that improve clients’ internal 
efficiencies and outcomes. You’d expect him to 
happily pepper regular conversations with talk of 
mega-bytes, encryptions, data codes and other 
recently-invented words designed to confuse 
IT-illiterate people, but you’d be wrong. ‘When I 
started in the early eighties, I had no idea what 
technology was! A telex was as good as it got, and 
a fax machine came along and blew our minds 
for a while. By 1987 we’d started to get computers 
in accounts, but there was no manual on how 
to use them. Though I was working in imports, I 
could figure the flow of how a computer processes 
information, so I waffled my way through as best as 
I could – just framing it within a logistics mindset. 
I had the idea to hand-write a manual, draw some 
pictures to go with it, and sit it next to the PC we 
had. To be honest, I had thought all this computers 
stuff was just a fad… how wrong I was!’

Like many people working for DB Schenker in 
Australia today, Richard’s heritage with the business 
is with BAX, but Richard’s history goes one step 
further back. ‘In March 1981 I joined a company 
in New Zealand called Colebrook Brothers, which 
was formed in 1908 and was actually the oldest 

customs broker in New Zealand. I was the Imports 
Operations Clerk, and half the day was spent 
playing cards with the other brokers – it was an 
easy introduction to the industry! Colebrook was the 
customs agent for Burlington Northern Airfreight 

Richard Bridge Manager Customer Solutions 
Alexandria, NSW

and in May 1983, it was bought out by the business. 
Suddenly I had a new employer. In 1988 the company 
became known as Burlington Air Express, but the 
only difference was the logo change, and that it was 
easier to say. I became Import Operations Manager 
of New Zealand, as well as IT Manager – both of them 
together. No-one really knew what IT Manager meant!’

In 1991, Richard moved to Sydney after being offered 
a role as Systems Support Coordinator for Australia. 
In 1993 the business became known as BAX Global, 
and Richard was promoted to the position of IT 
Manager Australia. ‘By now it was obvious computer 
system automation was here to stay, and BAX was 
well ahead of competitors at this stage. Mind you, 
the first laptop the company purchased was a 
massive occasion – it was a Honeywell Bull that cost 
a whopping AUD 15,000 and that our operator kept 
close to his person at all times. There were four of 
us in the department that grew to around 30, due to 
ever-increasing demands for technology-based 
solutions and internal infrastructure requirements. 
I don’t consider myself a technical person. Rather, 
I think the department’s success meant that we could 
approach solutions from a needs perspective, and that 
we should govern the use of technology rather than 
the other way around. Over the years we’ve employed 
great propeller heads, as we affectionately call them, 
to implement solutions required for our customers.’ 

As the IT department grew, Richard stepped 
outside of the day-to-day operations and began to 
manage a new area called IT Business Applications, 
further concentrating on needs-based outcomes 
for innovation and technology. Those kind of roles 
continued to evolve as the business grew through 
the BAX sale to DB, with a focus firmly fixed on the 
customer. ‘After the buyout, I was introduced to 
the Schenker Australia systems, which were less 
structured. There were four people in IT whereas 
BAX had 30. When air freight tripled suddenly after 
the acquisition, the situation became extremely 
difficult. Essentially, we adapted the worldwide 

DB Schenker systems, 
but it was a huge job for 
all of us.’

These days, Richard 
is the Manager of 
Customer Solutions 
in freight forwarding, 
where IT is just one 
tool to better manage 
outcomes. ‘The idea is to 
tailor applications that 
are best suited to serve 
our clients. You have 
to sit with them and 
understand the nature 
of  their business before 
you rethink how we 
currently do things. 
We’ve always been 
close to customers, 
but having a business 
unit now focusing 
solely on adding rigour 
and accountability to 

operational processes is achieving great outcomes 
for everyone. We’re still developing lateral, across-
the-business thinking, but it has already become 
a competitive advantage for us. I can see it being 
even more so in the future. It also helps as the wider 
business becomes more clearly positioned as offering 
a full end-to-end supply chain.’

In his 31 years with the business in all its forms, 
Richard has witnessed plenty of change. ‘When you 
compare where we are now to the early eighties when 

‘When I started in the early eighties, I had no idea what 
technology was! A telex was as good as it got, and a fax 
machine came along and blew our minds for a while.’ 

‘I don’t consider myself a technical person. Rather, I think the 
department’s success meant that we could approach solutions 
from a needs perspective, and that we should govern the use of 
technology rather than the other way around.’ 

‘We use IT to do more, to do it quicker and to get better 
outcomes, but IT and electronics companies are also some of 
our major logistics customers.’

we used to handwrite invoices, a mainframe computer 

took up an entire room and major clients had a 

warehouse about the size of a standard boardroom, 

it’s plain to see that state of the art technology has 

become an essential element of our business. We 

use IT to do more, to do it quicker and to get better 

outcomes, but IT and electronics companies are also 

some of our major logistics customers. IT underlines 

everything we do these days and it will be interesting 

to see where it all goes next.’  

THE IDEA IS 
TO TAILOR 
APPLICATIONS 
THAT ARE 
BEST SUITED 
TO SERVE 
OUR CLIENTS
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Roland 
Trapani Warehouse & Transport Operations Manager 

Alexandria, NSW

Roland is not only an Operations Manager but a 
professional musician too. In his formative years 
the musical element of his life dominated, but 
these days, the tables have turned. He still plays 
and loves it, but the opportunities provided by work 
have surpassed those available in music. It is the 
word opportunity that arises as a key feature in 
conversation with Roland. ‘I spent seven days a week 
studying music in my early days, only working in a 
warehouse to earn some extra money. At the same 

time I had three cousins working in warehouses 
and driving trucks for a company called Burlington 
Northern. In 1982 they persuaded me to join them. 
I’d never heard of freight forwarding before then, 
but I got into it, and slowly realised that there was 
opportunity for a decent career in the industry.

‘I wasn’t so sure about this on my first day, though. 
There was a job to pick up from the airport, and as the 
new kid I was sent out there straight away to weigh 

the package and prepare it for the move to its final 
destination. I didn’t know until I got there that it was, in 
fact, a corpse that was literally to be taken to its final 
destination! I panicked a bit, but not as much as Mum 
did when I went by her place for lunch and informed 
her of the dead body in my van outside the house!’

Burlington Northern became Burlington Air Express 
(BAX) not long after Roland joined the fold – not that 
it made any difference. ‘The colours changed, but that 
was about it! All we were concerned about was whether 
there was a good amount of overtime available and 
if it was a good place to work, whatever it was called. 
There was good group of about 100 people working at 
the facility. I began to really enjoy it and started to grow 
with the company. Over time I learned the meaning of 
the word logistics, and I even became an owner-driver 
for a few years.’

Life was good, with gigs on most weekends and 
a developing career in logistics, warehousing and 
transport. Then in 2007 came an announcement 
that Burlington Air Express would no longer exist – 
a company called DB had bought them out. ‘Many BAX 
people were nervous about their jobs and uncertain 
about their future, but I saw that what had happened 
was actually great – it opened up so many new doors.’

Even so, the new doors only creaked open slowly. 
‘You could see that management was trying to break 
down the cultural barriers, but it was a tough task, and 
the lack of common systems and procedures didn’t 
help. I remember that at the beginning Schenker 
didn’t have an accurate location system in Australia 
to quickly locate packages – cargo was stored by the 
last number of the house bill. Traffic management was 
disorganised, with trucks waiting outside in queues. 
After eight months or so, the TransLogix system was 
implemented across the entire new business and 
things looked up from there. I was happy to be patient 
and see things through because the company had 
just doubled in size – surely that meant double the 
opportunities too.’

The graphs reporting company performance have all 
been pointing in the right direction in the following 
years after the BAX acquisition was bedded down. 
‘The biggest changes since 2007 are, firstly, that there 
has been lots of money invested into logistics, an area 
we are so much stronger in, and, secondly, that staff 
training is brilliant now. As well as a new management 
focus on staff well-being, there are high-class 
accreditations you can now get through work, which is 
a big change. The aspects that haven’t changed are the 
desire to improve and innovate, and that relationships 
are still intrinsic to the industry.’

Life is rarely dull in the logistics game, with client 
requests challenging even the most adaptable. ‘In 
2010, we started speaking with a well-known Spanish 
clothing retailer in preparation for their mid-2011 Pitt 
Street Mall opening. As the day approached, it was 
obvious that the opening was going to be bigger than 
anyone expected, so more product was brought in. 
In two weeks, we didn’t have warehouse space left. 

That problem here kicked everyone into gear to find 
solutions. The client trusted us and we got to work the 
day the problem became apparent. We reconfigured 
the Alexandria warehouse over two nights, including 
purpose-built racking, security fences, dust free areas 
and preparation for 120 overseas visitors. There was an 
army of the client’s staff that needed to fix a problem 
they had with their electronic product tagging, and 
we helped out with that as well. It seemed like an 
impossible task, but the launch was hugely successful 
and we continue to warehouse product, stock and 
restock the store. How can that not make anyone 
feel proud?’

Roland officially started receiving his paychecks from 
DB Schenker in 2007, but his first paycheck came 
unofficially seven years earlier. ‘Schenker did a lot of 
work during the Sydney Olympics in 2000, and so did 
my band. We actually had a 15-day residency on a ship 
called the MS Deutschland, which was the social hub 
for the German Olympic team at Darling Harbour. I 
didn’t know it at the time, but Schenker was involved 
and many employees spent time partying on that 
boat. Unfortunately I didn’t get to know any of them – 
imagine some of the dirt I’d have on them now if I had! 
I’ve played at company Christmas parties since 2007 
and charged at full rate of course! I also performed 
at [colleague] Sabine Schlosser’s wedding this year. 
I can’t see Schenker Australia slowing down its growth, 
with professional and personal opportunities growing 
for all of us. I also can’t see the family atmosphere of 
the place changing, and that’s probably the best part.’

So has Roland worked for DB Schenker for five years 
or 30 years? ‘Thirty. I haven’t moved. I’ve just taken 
different positions in a business that has evolved 
around me. My eldest son works here now as well and 
there’s still so much more to achieve. I happened to be 
at a family birthday the other day with my three cousins 
whom I started working with. We all reflected on those 
early days and it struck me how far I’d come – you can 
take your career in this industry pretty much where 
you want to; you just have to know how far you want to 
go at a place like DB Schenker, because here you can 
create your own destiny.’  

‘I panicked a bit, but not as much as Mum did when 
I went by her place for lunch and informed her of the 
dead body in my van outside the house!’

‘I also can’t see the family atmosphere of the 
place changing, and that’s probably the best part.’

HERE YOU CAN CREATE 
YOUR OWN DESTINY
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A new dawn
2009 – 2012

however, 
weathered the storm better than most, due mainly to the success 
of the booming mining and resources sector.

Natural disasters, ongoing drought 
in some parts of the country and 
floods in others punctuated the 
period 2009 to 2012.

Australia’s economy,
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Julia Gillard became Australia’s first female Prime 
Minister in 2010 and introduced a carbon tax some 
18 months later. Environmental concerns were no 
longer a ‘nice to consider’; they had also become a 
financial imperative. 

An assessment of what was working and what wasn’t 
revealed some clear issues. Company culture was at a 
low ebb, there were too many sites to manage, there was 
too much doubling-up of staff positions, but there was a 
clear, easily communicable path forward that staff could 
be excited by. So management enacted their plans with 
a vigour and urgency that plainly indicated what was at 
stake and how the slide could be rectified.

An extensive process of consolidation took place, where 
the 36 sites owned by the business were suddenly 
reduced to twelve. Various long leases were offloaded 
and underperforming sites consolidated with others. 
Current Directors Prem Ramachandran and Ruediger 
Muench were brought in from other Schenker entities 
and appointed to the task of overseeing logistics and 
finance respectively. The business managed to hang 
onto its major clients from both the Schenker and 
BAX sides and by the time shared systems and IT were 
implemented and functional in late 2008, the business 
had already become more efficient. As the following year 
unfolded, gradual progress was evident. The sun began 
to poke out from behind storm clouds – there was hope.

What doesn’t kill you makes 
you stronger
Despite its financial and cultural woes from 2007 to 
2009, management did not diverge from its focus on 
long-term viability and success. It made a massive 
investment of time and money in pursuing the Gorgon 
natural gas project and in 2009, the welcome news 
arrived that DB Schenker had won the contract. 

It was a contract worth over AUD 590 million in revenue 
for a project estimated to run over four years – the 
largest contract for a project won by any DB Schenker 
office in the world. New experts like marine engineers 
and a variety of other specialists joined DB Schenker 
in Australia for the first time, as it assembled the team 
required to manage the worldwide logistics project. 
Due largely to the project, staff numbers increased by 
100 over the course of two years. In 2012, they number 
almost 1100.

Company revenue began moving in the right direction 
again from 2010, increasing from AUD 417.8 million 
in 2009 to AUD 575.3 million in 2011. The figure in the 
fiftieth year surpasses AUD 700 million, indicating 
the success of the consolidation plan implemented 
during the BAX acquisition and the subsequent global 
financial crisis.

The business was in the spotlight throughout the 
period of difficulties, but the attention gave it a chance 
to completely reinvigorate operations and to build the 
foundations for a strong, productive future.

Almost immediately after the merger was implemented, 
in September 2007, the Schenker and BAX facilities in 
Brisbane were combined into a new 25,000 sqm facility 

DB Schenker wins Gorgon 
AUD 590 million Integrated Logistics 
Services contract
On September 23, 2009 DB Schenker was awarded 
the international and domestic Australian Integrated 
Logistics Services (ILS) contract by Chevron 
Australia to transport material and equipment on a 
global basis for the Gorgon Project. 

The ILS contract for the Barrow Island LNG Plant 
is estimated at AUD 590 million over four years. It 
is anticipated that materials in excess of 2 million 
freight tonnes will be moved to module fabrication 
yards in Asia or even directly to Australia.

The Gorgon Project, Australia’s largest resources 
project to date, with a capital expenditure of AUD 
43 billion, underscores DB Schenker’s position 
as a leading logistics provider of project freight 
management services not only in Australia’s energy 
and resource markets, but also in the Australian 
project logistics market. 

Ron Koehler, CEO Schenker Australia Pty Ltd, 
commented: ‘We have a successful track record 
in upstream and downstream oil and gas projects, 
given our ability to deliver services on time and 
within budget. We are proud to be part of such a 
significant project as Gorgon and committed to 
deliver a best in class service. We already have in 
place a core project team, whose numbers will be 
growing significantly following the commencement 
of operations on September 15, 2009.’

DB Schenker is driven by a long-term commitment 
to Australia and an extensive client base in the 
country. To this end DB Schenker has undertaken 
significant investment in purpose-built, state of the 
art logistics facilities. 

Furthermore, a brand new facility in Perth is the 
latest addition to the improved and streamlined 
operations of DB Schenker, which will give the 
logistics provider a strong presence in Australia. 
Across the states, DB Schenker now provides 
more than 100,000 sqm of warehouse space for 
customers from all industries. 

1. An aerial view of the Material Offloading Facility on 
Barrow Island, WA, where DB Schenker brought 
in concrete blocks weighing up to 14.4 tonnes 
from Indonesia.
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on Qantas Drive. The Queensland office prided itself on 
the speed and relative ease of merging its two cultures. 
It is regarded as a benchmark for trading knowledge, 
manpower and services so that freight forwarding 
resources and staff can be put to use in logistics areas 
and vice versa.

As a part of the review of facilities and locations, the 
business opened its first facility in Canberra in 2008 to 
create a better ‘web’ of logistics offerings for clients. 

Then in 2009, a series of new facilities were opened. 
The new facility opened to service the Melbourne 
market is a Green Star-rated, environmentally friendly 
location with over 11,000 sqm of storage space, 
3000 sqm open space and 2500 sqm office space. 
New facilities were opened in Perth in November 

2009, not only due to 
the increased workload 
resulting from the 
Gorgon project, but 
also as the result of 
consolidating four 
facilities into one 
for DB Schenker’s 
growing Western 
Australian operations.

Also in 2009, DB 
Schenker opened a 
new logistics facility 
in Yennora for two key 
electronics clients. 
Two massive warehouses 
are run side-by-side, 
both with their own 
systems, processes, 
IT and security, tailored 
and targeted specifically 
for each client. A 
major investment by 
the company into the 
relationships with the 
two clients, the facility 
is a symbol of how far 
the business has come 
in the world of logistics, 

and how successful the turnaround from the difficult 
days during the BAX merger have been.

Logistics clients became more and more important 
to the business, and once those difficulties of the BAX 
merger were overcome, it was clear that the core reason 
behind the acquisition of the company, to strengthen 
DB Schenker’s Australian operations in logistics, was 
sound despite initial difficulties with implementation. 

1. Preparing for another airshow.

2. Completing some work in the centre of Sydney.

3. Another one of countless pallets that have been brought 
to Australia by DB Schenker and its partners.

2

Opening the new logistics facility in Yennora for two key clients in June, 2009.
1

3
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Samsung: success in the detail
In 2009, Samsung was no longer completely 
satisfied with DB Schenker’s service levels in 
Australia. The company began to question Schenker 
Australia’s operational capabilities and even started 
looking for a new partner to service their supply 
chain. DB Schenker reacted immediately and put 
a thorough process of review and restructure into 
place with the ultimate aim to better satisfy the 
needs of their largest logistics client.

A taskforce consisting of key account management 
as well as operational staff was appointed to embark 
on a root cause analysis and to identify gaps in 
people and system processes. Several key areas for 
improvement were nominated and the team set to 
work to make it happen, all the while working closely 
with Samsung and remaining focused on the 
customer’s specific needs.

As a result of immediate action and ongoing 
continuous improvement initiatives, Samsung not 
only remains as a customer but also rewarded 
Schenker Australia with the ‘Best Logistics 
Partner’ Award in 2010.  Due to their outstanding 
commitment in this turnaround performance, the 
project team shone again in 2011, when it was 
nominated as a finalist for the annual DB Award in 
the area of ‘Customer Focus’.

The successful turnaround performance is a 
testament to the strength of relationships Schenker 
Australia forges by understanding each client’s 
individual needs and striving to exceed expectations. 

Roger Pak, Director – Logistics Division [SCM] 
of Samsung Electronics Australia, sums up 
Schenker Australia’s success in turning around 
their performance: ‘Schenker Australia’s approach 
was very systematic with a focused strategic 
coordination with Samsung across various business 
functions to ensure our end to end supply chain was 
working efficiently and economically.

From process review to development planning and 
execution was accomplished swiftly with both short 
and long term value-add initiatives transparently 
presented to the satisfaction of the Samsung senior 
management team.’

Logistics work is perfectly suited to the culture of 
DB Schenker in Australia. The business has always 
prided itself on striving for a deep understanding of 
clients’ needs and of the marketplace – exactly what a 
successful logistics provider requires. 

Fifty years ago, the pioneers of Schenker & Co. Australia 
had a tough time trying to educate potential customers 
on the merits of consolidation and freight forwarding, 
as well as selling them on the benefits the organisation 
could bring to their businesses. These days, it has 
become an effective extension of its clients’ businesses 
with dedicated program teams to implement cross-
business innovations for major clients. As its clients 
grow, so too does DB Schenker in Australia.

The company was well and truly back in the game.

In November, 2009, the new 
Perth facility was opened.

Samsung National Team at the DB Award ceremony 2011 in 
Berlin, Germany.
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Green is good in Melbourne
The DB Schenker facility in Melbourne comprises 
many green initiatives, including:

•	 using rain water tanks and solar power;

•	 changing 80 per cent of all forklifts to 
electric mode;

•	 reducing waste by 60 per cent through 
own recycling;

•	 staff-led initiatives in recycling and the 
minimisation of waste; and

•	 reducing electricity consumption by  
40 per cent compared to previous footprint.

Social and environmental leadership
DB Schenker in Australia is proud of its achievements 
outside the traditional realm of freight forwarding and 
logistics, and has had great success in recent years 
with human resources innovations and environmental 
initiatives. Both areas are not only considered good 
things to do well, they are also having a direct impact 
on the quality of operational outcomes, happiness 
of employees and customers and the bottom line of 
the business.

With an even more acute understanding of the 
importance of people and relationships to success, 
DB Schenker in Australia embarked on new levels of 
training and development opportunities for staff at all 
levels from 2009. The training was not only job-specific, 
but also included personal development and leadership 
courses that took a more holistic view of the role of 

In August 2009, DB Schenker in Australia was 
appointed as logistics and warehouse provider for 
Downer EDI as a part of the NSW Rolling Stock 
project. The project will deliver 626 new, air-
conditioned Waratah train carriages when complete. 
The company was given the responsibility for the 
transportation of the carriages as well as tonnes of 
critical parts. The contract includes transportation 
services for high quality materials from France, 
Germany, Japan and China via ocean freight and 

air freight as well as train and road haulage of 
partially completed carriages and spare parts to the 
manufacturing facility in Cardiff, New South Wales. 

The logistics model represents years of careful 
planning, consultation and risk assessment with all 
stakeholders to ensure the safe delivery of Sydney’s 
Waratah trains and is a good example of the kind of 
work DB Schenker in Australia now completes in the 
logistics field.

employees in the workplace. Health and wellbeing 
became catchwords of the late 2000s.

Then, in May 2011, Australian Prime Minister Julia 
Gillard acknowldged the company’s commitment to 
supporting nationally recognised training by visiting DB 
Schenker’s headquarters in Alexandria, taking a tour 
through the facilties as well as meeting the employees. 
In the same year, the company won the ‘CILTA National 
Transport & Logistics Industry Excellence Award 
for Professional Development’, reconfirming the 
company’s commitment to developing people.

DB Schenker has assumed a position in striving for 
environmental and sustainability leadership with the 
introduction of a global Eco Program, as well as a 
diverse range of local initiatives. Deutsche Bahn AG 
has launched an integrated strategy across all pillars 
of the business and modes of transport to reduce their 
carbon footprint further and ensure sustainable business 
practices. The goal is now to reduce carbon emissions 
by 20 per cent until 2020. DB Schenker wants to become 
the leading green transport and logistics provider 
globally as well as locally. As part of this strategy, all 
country organisations report environmental figures to 
Head Office in Germany including:

•	 electricity and water consumption;

•	 waste handling;

•	 vehicle fleet and fuel consumption; and

•	 hazardous materials.

In Australia, DB Schenker offers a range of local 
environmental initiatives to reduce its carbon 
footprint and continues to involve staff in site-based 
environmental programs; an example of such initiatives 
is the recent switch to 80 per cent recycled paper in 
all of its facilities. All warehousing facilities belonging 
to DB Schenker in Australia and New Zealand are 
ISO 14001:2004 certified, with a sound Environmental 
Management System to ensure sustainable operations 
as well as minimise risks of harming the environment. 
In early 2012, DB Schenker in Australia deployed its first 
hybrid truck into the fleet, with many more on the way.

The company has won industry awards for its 
environmental leadership and has also become a Bronze 
Partner of the ‘Sustainability Advantage Program’, 

of the NSW Office of Environment and Heritage, 
but isn’t planning to stop there. During 2012, a full time 
Environmental Manager was employed in line with 
DB Schenker’s vision to become a leader in sustainable 
business practices, illustrating the level of commitment 
employees bring to the table. 

The opening of the new Melbourne site in July, 2009.

Ron Koehler accepting congratulations from Prime Minister Gillard for the company’s commitment to training.

Illustrating the New DB Schenker in Australia: Downer EDI Rail
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Frank Vogel General Manager 
Perth, WA

‘One rainy day in Germany in 1996, I decided I wanted to 
go some place where it was sunny, and the wheels were 
set in motion. I managed to get a work visa for Australia 
and on April 1, 1997, I arrived in Sydney. I remember 
on my first day in the hotel, I poured myself a beer and 
decided to watch some television. I thought my English 
was good, but all I could understand were the beer 
commercials! So I decided to watch some sport and 
spent all afternoon trying to understand a game called 
cricket. When I turned the TV on again the next day, they 
were still playing – I found it strange as I was used to my 
sport only lasting 90 minutes!’

On arriving at the Alexandria office, Frank had mixed 
feelings of being impressed and uninspired. ‘The 
building itself was great and the atmosphere was open, 
friendly and professional, but my first assignment was 
in Fairs and Exhibitions, and I did so poorly on my first 

task that I had trucks lining up outside our warehouse. 
That day the police even came to tell us off for being a 
public nuisance because of this!’

Frank’s performance improved quickly, to the point 
that in 2004 he was asked to fly west to the state office 
in Perth. ‘There were eleven or twelve people in the 
operation at that point. Having already handled some 
small projects in the oil and gas industry, the potential 
of this state was instantly obvious to me and I was 
immediately motivated to try to secure these big projects 
that were on the cards in Western Australia. The process 
of trying to position ourselves for the Gorgon project was 
already underway, even though the contracts weren’t 
signed until years later in 2009.’

The years 2007 to 2009 were extremely challenging 
for DB Schenker in Australia, but the company never 
diverted from its desire to secure the logistics contract 

Frank Vogel became a Schenker & Co. Australia 
employee through Rhenus and then Stinnes. These 
days, he heads up operations in Western Australia, 
which of course includes management of DB 
Schenker’s biggest ever piece of work – Chevron’s 
Gorgon liquid natural gas project.

We meet in the impressive new Perth offices and after 
some presentations that attempt to explain the mind-
boggling nature of the Gorgon project, we discuss 
Frank’s roundabout path to his current position. ‘I did 
Army service in Germany and joined Rhenus in 1992 
after that, working for the large transport company 
based in Germany. Schenker had bought Rhenus the 
previous year but nothing had changed for me. Soon 
after, Stinnes, traditionally a large German trading house, 
decided to get into freight and logistics, and bought 
Schenker from the German Railway Company in 1995.

for what would be Australia’s first mega-project, 
dwarfing even iconic projects like the Snowy River 
Scheme. ‘People don’t really appreciate the scope 
of the project, I think, and I don’t know why it’s not 
more widely celebrated by the general public. The 
site’s above-ground part is as big as Perth’s CBD, 
with football stadium-sized containers and processing 
units – and that’s just the above-ground area! There 
are kilometres of pipes and processing on the ocean 
floor and a team of 3000 employees in construction. 
It boggles the mind to imagine the things humans 
can achieve. One of our jobs, for example, was to 
bring in concrete blocks that weigh in at 3.6 and 14.4 
tonnes from Indonesia, and make around 80 trips with 
tugs and barges. The blocks were to reinforce the 2.2 
kilometre long pier because the area was susceptible 
to nature’s wind and wave forces created by the 
cyclonic weather.’

The initial project contract is worth around AUD 590 
million in revenue for DB Schenker in Australia with 
possibilities of increased scope of work. To win a 
project of such magnitude is a massive undertaking in 
its own right. ‘We spent millions on preparing for our 
submission when you include man-hours and travel. 
In the last three weeks, we had what we called a “war 
room” where three of us spent twelve hour workdays. 
In the end, we totaled fourteen lever-arch files of 
information and we all collapsed with exhaustion 
when we submitted them on time!

‘There were a lot of discussions and negotiations from 
that point and we could see everything was pointing in the 
right direction for us. Meanwhile, there was still plenty of 
work for us to do on our day-to-day business, and it was a 
real challenge to not be too distracted. When we got the 
news we had won the contract, there were no streamers 
or fireworks. Instead, I was asked to go to the Chevron 
office to initial the contracts. I remember I was still 
holding back being excited until that step was done, and 
when I got there, I had to initial three 350-page volumes, 
having faith that nothing we agreed had been changed 
– I couldn’t read all that again! By the time I got through 
all the initialing and was ready to sign the three actual 
signature pages, my fancy Mont Blanc pen I had bought 
for the occasion had run out of ink and I had to borrow 
someone’s 20 cent blue Bic instead!’

When Frank joined the Western Australian office 
in 2004, the whole of DB Schenker in Australia was 
turning over around AUD 450 million in revenue, 
and projects accounted for around 5 per cent of 
that amount. These days, the wider business is 
approaching AUD 800 million in revenue, excluding 
the Gorgon project. ‘Because of Gorgon, we have 
around 50 people working in Perth, 40 in London and 
another 25 in Korea. It’s truly an international project 
and it’s all being coordinated out of DB Schenker 
in Perth. However, we are also very conscious of the 
general freight and logistics work we are doing in 
Western Australia that is going very well.’

As well as being a financial game-changer, the 
Gorgon project has impacted DB Schenker in 
Australia in other ways as well. ‘I feel as though 
there’s a different confidence in the place now. 
Everyone can see the kinds of things we can do 
as a company, and it raises the bar of our own 
expectations, as well as the industry’s. We’ve been 
able to employ people like naval architects and marine 
engineers as well as lawyers and other specialists that 
just a few years ago no one would’ve imagined would 
be even remotely connected to a logistics company. 
The Gorgon project is on Barrow Island, which is a 
designated Class A nature reserve and that means the 
environment is number one priority. Cargo needs to go 
through a stringent quarantine process that applies 
to all activities associated with the movement of 
goods, material and personnel arriving on the island.  
For example, every ship we use to move cargo 
needs to be renovated, cleaned and painted fresh 

at a cost of around AUD 8 million. We have to think 
carefully about using them. The ship owners love this 
attention, and abiding by that level of environmental 
commitment has had a wide influence on our whole 
business to make big developments here as well. 
The same can be said for safety too.’ 

In November 2009, the Western Australian office 
moved into its new address, and Frank proudly 
acknowledges a little-known fact about the facility. 
‘I’m happy to say that we are the only Schenker 
Australia facility with an elevator! Moving into 
this place was symbolic of the growth in Western 
Australia because it consolidates the four facilities 
we previously had into one. There is some room to 
grow into the offices, which is great because there 
is plenty of scope for us to grow into more and more 
projects. We’ve become a construction logistics 
company, and if we don’t win more work out of the 
AUD 350 billion investment into 15 new natural 
gas projects in Australia in the next few years, then 
we haven’t made the most of our opportunities. 
The future is very, very exciting.’  

THE FUTURE  
IS VERY,  
VERY ExCITING

DID YOU KNOW?
In 2012, Schenker Australia completed a World 
Record lift of one item for DB Schenker globally. 
One of the world’s largest gas turbines, weighing 
in at a staggering 2400 tonnes, was moved from 
Italy to Barrow Island in remote Western Australia 
on one vessel. The turbine was 58 metres long, 
24 metres wide and 25 metres high. To put it into 
perspective: basically, DB Schenker moved an entire 
office block over the ocean to a new, isolated home off 
the coast of Western Australia, 1500km north of Perth.
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‘Those years were spent overseas in places like 
Indonesia, Singapore, Russia and China, managing 
major construction projects in which logistics was 
only one component. While the nature of massive 
projects is exciting, the responsibility and intense 
nature of around-the-clock construction projects in 
places like that can wear you down.’

Michael’s wife is a Queenslander, but they’d had 
enough of living in tropical climates and chose 
to settle down in the more temperate Tasmania 
instead. ‘The idea was to put my feet up and relax. 
But after three and half months, I got a call from 
an acquaintance in Europe who said, “Since you’re 
bored, I think you should speak to Ron Koehler at 
DB Schenker in Australia. They’re starting to get into 
projects and could do with someone to help.” 

‘I knew of DB Schenker’s European operation 
through previous experience and could imagine the 
possibilities for project construction logistics work 
with the unfolding Australian resources boom. I’d 
been impressed with Schenker Australia’s strategy 
too. I met Ron in Perth, and that same day we went 
to a bid review meeting at Chevron to finalise bid 
qualifications and clarifications for the upcoming 
Gorgon project. 

‘Schenker Australia was already a long way down the 
track with a major bid submission in place already 
but needed more specialised skills during the bid 
clarification phase. Schenker had a real fervor for this 
project, as it was estimated to be worth over AUD 590 
million in revenue – it was to be the largest project 
ever garnered by any DB Schenker office anywhere in 
the world.’

DB Schenker in Australia eventually secured the 
Gorgon Project, but the costs of that success were 
significant. There were two years of prequalification, 
tendering, commercial and technical clarifications, 
and qualifications that required a considerable 
investment in staff time and travel.  The start-up phase 
investment bordered on AUD 3.75 million, with a 

Michael Armstead’s ever-changing role with DB 
Schenker in Australia illustrates the evolution 
of the business in recent years – initially leading 
the Gorgon Project Team in March 2009 and then 
transferring to head the national project’s role in 
September 2009.

Michael’s business card states his office is in Sydney, 
but what it really should say is airports. Whilst his 
home is in Tasmania, he spreads his time across 
the Brisbane, Darwin, Perth and Melbourne offices 
unless he’s off to work overseas. It’s his job to 
navigate the landscapes of major projects across the 
country. ‘I was in shipping and international project 
freight forwarding for 20 years in the early part of 
my career. I then joined the USA construction and 
engineering multinational corporation, Fluor Daniel, 
where I stayed for 13 years with 60 to 70-hour work 
weeks before being promoted to Director, Asia-Pacific 
Logistics & Expediting. 

Michael Armstead National  
Projects Manager

bank guarantee of AUD 59 million required. ‘It was 
my job to kick start the project and hand it over to the 
permanent operations team to implement. Before the 
Gorgon project had even started, Schenker Australia 
had invested around AUD 5.5 million and I couldn’t 
help being impressed by the courage it took to take 
that step, as well as the commitment and support 
of corporate Head Office in Germany. It summed 
up the best aspects about DB Schenker as a large 
business. Perhaps only three or four companies 
in the world could even consider bidding for such 
an all encompassing scope on a mega-project of 
this nature.’

Since securing Gorgon, two major liquid natural 
gas projects have being awarded to DB Schenker 
in Queensland, which now employs 16 people 
in Houston and Brisbane and another 60-plus 
working on Gorgon in Perth and other project 
regional operating centres. 

Perth and Brisbane have become major DB Schenker 
project offices, along with London, Singapore, 
Houston and Duesseldorf. ‘I think the Gorgon project 
has helped change the perspective within Schenker 
Australia about what it can achieve. There had been 
other incoming projects when I joined, but I had the 
feeling that the place was still basking in the glow 
of its success with the Sydney Olympics. Winning 
Gorgon has raised the bar, and our approach to HSS & 
E has improved tremendously, thanks to developing a 
specific company set of project HSS & E procedures in 
compliance with Chevron’s requirements. Additionally 
we now have two experienced marine lawyers 
permanently on staff, our current environmental 
approach is well respected, and our project financial 
management since Ruediger Muench (CFO) joined 
is excellent. 

‘The Gorgon project might be big and glamorous, 
but for me, the successful completion of that project 
is like graduating from university. The test is about 
applying what we’ve learned to further project bids 
and their start-up implementation. There is a need to 
attract more major projects from the success of this 
one and sustain continued growth in project revenues. 
I see many opportunities for major projects not just 
in resources, but also in industries like defence and 
construction. We also continue to look for further 

projects in our near-neighbours in Indonesia and 
Papua New Guinea.

‘Continued passion is important and what Schenker 
Australia is achieving now and what we might achieve 
next is highlighted by DB Schenker being the only 
major project freight forwarder with a substantial 
transit hub and laydown yard facility located within the 
Port of Brisbane. Investing in an initial 14,000 sqm of 
hard stand laydown yard, with an option to grow by a 
further 20,000 sqm, we foresee the need will grow in 
support of major resource developments upcoming 
in Queensland. No other freight forwarder has such 
a facility providing us with a tangible competitive 
advantage in meeting the growing needs of project 
construction logistics – of shipping and heavy haulage 
in mining and construction projects.’ 

It took six months to secure internal approvals for the 
Port of Brisbane investment, but Michael views the 
time taken as a positive step. ‘The chain of command 
spends time analyzing and testing the implications 
of any major decision. In this game, that’s a valuable 
strength. Once the decision is made, you can really 
push on with confidence. Senior management is 
open to change as well. For example, there was a 
recent global edict against vessel time charters 
because it increases liability. Since viable commercial 
opportunities have arisen for us to put pressure on 
that position, we now have around 16 vessels on 
time charter.’

Some of those vessels have been used specifically for 
Gorgon project. ‘The branch in Perth is the Regional 
Operating Centre and oversees the entire project. 
Most heavy equipment is sourced from around 
the world and taken to Seoul, Korea to the module 
fabrication yards for inclusion into the main module 
assemblies for later shipment to Western Australia. 
To illustrate the scope of the project, for example, it 
was necessary to ship five gas turbine generators that 
were fabricated in Italy, each weighing in excess of 
2400 tonnes. Another task was to ship – via a number 
of 110 m by 30 m ocean-going barges – 225,000 
tonnes of concrete armour that would be used to 
protect the berths and jetties from storms.’ 

Michael has witnessed plenty of change in the 
three frenzied years he’s been with DB Schenker 
in Australia, and reflects now on the company’s 50 
years of heritage, from a ‘new boy’ perspective. ‘The 
business once looked at projects to benefit freight 
forwarding, but now it’s flipped around and we have 
kicked off mega-projects that require the services of the 
core Schenker business units, those being ocean and air 
freight.  What I’ve noticed despite that change in focus is 
firstly, the continuity of people and secondly, that personal 
advancements are possible. With a low turnover of people, 
the culture and personality of the business remains strong 
whatever the business focus. That’s the strength of a 
heritage like ours.’  

 

WINNING 
GORGON  
HAS 
RAISED  
THE BAR
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DB Schenker’s Brisbane office is a stone’s throw 
away from the airport’s international terminal. It has 
a facility of 25,000 sqm, and along Qantas Drive at the 
front, the elevated airport train flashes by every 15 
minutes. It is evidently a place buzzing with activity. 
Stuart and I meet in the ‘Lean’ Boardroom, which lies 
directly opposite the ‘5s’ Boardroom – the two terms 
are key pillars to operations up north.

Stuart Mackenzie’s background centres more on 
transport than logistics. Stuart joined BAX in Brisbane in 
2002 as a Transport Manager, working with key logistics 
clients like Samsung. What he knew about DB Schenker 
in Australia was what he saw every day on his way to 
and from work. ‘The Schenker facility was directly across 
the street from us in Banyo. We were in Nudgee Road, 
and our back driveway connected straight to the other 
side of Buchanan Road where Schenker had their place. 
We had 35 people across three sites, one on Nudgee 
Road and two in Buchanan road totalling around 
9000 sqm, whereas Schenker had fewer employees 
and a space of around 2500 sqm with a 6000 sqm 
laydown yard.’

When DB Schenker merged with BAX, its customers 
and all of its facilities in 2007, the Brisbane branch was 
quick to move. ‘Schenker in Brisbane only had about 15 
or 20 people employed at the time. 

‘Very quickly there was collaboration between the two 
organisations. I think this stemmed from the fact that our 
General Managers, Margaret Kelly from BAX and Peter 

Stuart 
Mackenzie Distribution Centre Manager 

Brisbane Airport, QLD

Gloor from Schenker, got along well and set the tone of 
the merger. BAX was more of a spontaneous, flexible 
company, whereas Schenker was more structured and 
orderly, but their characteristics complement each other 
and make a great combination.

‘Freight forwarding and warehousing were operating 
together within a month, and the BAX logistics team 
remained as it was because a logistics department did 
not exist in Schenker Australia. We even had a big golf 
day for staff, suppliers, and customers that made a big 
impact on how well the merger went.’

In September 2007, the branch was moved to its 
current facility as a solution for its growing business in 
Queensland. ‘We cover a whole block here, with 25,000 
sqm of space, and all our products stored under one 
roof. Around 5000 sqm is reserved for freight forwarding 
and warehousing, while the rest is used for high storage 
or high turnover consumer-product logistics clients, 
which now includes Officeworks. We had moved 
everyone in here in two weekends and hadn’t missed a 
single delivery for a client – a fact that we were all very 
proud of.’

DB Schenker in Brisbane experienced difficult financial 
times late in the 2000s, but recent years have resulted in 
booming reports. Stuart foresees there is more to come. 
‘There have been real cultural improvements from a 
strong base. The drive for this program has come from 
Kylie Stapleton and the Senior Management team in 
Brisbane. There are staff engagement programs that 
offer rewards for bringing in new ideas, and amenities 
like a lunchroom with a big TV, comfortable couches, 
and table tennis. We also have monthly BBQs, lunches 
and breakfasts, all of which help to unify people and their 
perspectives on what needs to be achieved.

‘There are 130 people working here now, and I’m proud 
of how the crews are able to work across different 
sections of the operation when they are needed to. We 
are the only branch to have sensitive freight, projects, 
fairs, ocean freight, air freight, logistics and transport all 
under one roof and all working together. We only owned 
one branded truck in 2005 and we now own three and 
have a further 16 contractors all badged in DB Schenker 
livery servicing far outside of the Brisbane area. 
Sometimes we’d even have up to twelve semi-trailers a 
day for logistics.’

Along with encouraging and engaging its workforce, 
the Brisbane branch firmly believes in a process of 

There is also a great continuity and longevity with staff and 
customers. That’s probably the best part of being in a 50-year-
old company – we must be doing something right to have 
lasted so long and built the business we now have.

WE ALSO HAVE MONTHLY BBQS, 
LUNCHES AND BREAKFASTS, ALL 
OF WHICH HELP TO UNIFY PEOPLE 
AND THEIR PERSPECTIVES ON 
WHAT NEEDS TO BE ACHIEVED

continual improvement – hence the names of those 
boardrooms. ‘Prem Ramachandran the Director of 
Logistics & Transport, brought “5s” into the business in 
2010. I wasn’t convinced about the program at first. Then 
I realised how it could improve performance and staff 
well-being and I was sold. A few years ago, if someone 
wanted a site visit, whether it was a customer or a DB 
Schenker employee from another office, I would give 
them an abbreviated version of the tour only in selected 
areas. These days, anyone can visit at any time, and 
I’m completely confident about anything they’ll see. 
Clients have even introduced some of our efficient 
methods into their businesses. This adds brilliantly to 
our symbiotic relationships.’

So what does 50 years in the industry mean? ‘I guess 
it’s symbolic of how far we’ve come. I look back at my 
time and remember that a major client used to have a 
warehouse space the size of our boardroom, whereas 
now we reserve 1,100 sqm for them in Brisbane alone. 
There is also a great continuity and longevity with staff 
and customers. That’s probably the best part of being in 
a 50-year old company – we must be doing something 
right to have lasted so long and built the business we 
now have.’ 
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Oliver Bohm has worked for DB Schenker for 22 
years, starting as an apprentice in Germany. Upon the 
completion of his apprenticeship, the lure of travel 
grew so strong that he started putting his hand up for 
international appointments. In 1993, he ended up in 
Perth, starting a mini-odyssey that has taken him to 
the top chair at DB Schenker in New Zealand.

‘One of the most appealing aspects of working in 
logistics and freight forwarding is its global nature. I was 
attracted to working with businesses from all over the 
world and solving problems for them, and that remains a 
key part of our business even today. Plenty has changed, 
but I still need my adrenaline fix from problem solving 
every day.

‘As my interest in working with people from different 
cultures and backgrounds grew into a passion, I wanted 
to experience another country and in 1993 I travelled 
to Australia, to Perth. The office was only small, but 
had a surprisingly open and honest culture. We were 
already working on oil and gas projects back then, 20 
years before the Gorgon project kicked off. It was clear 
then that all those years of experience would soon pay 
off, and I wasn’t surprised when the Gorgon project was 
announced; only a stable, experienced and focused 
company could consider competing for a contract like 
that. But there has always been a passion for project 
work at Schenker Australia, and it’s become a real 
strength. It really was more a matter of when – and not 
if – we would land a major project in the sector.’

Oliver Bohm Managing Director, New Zealand 
Auckland, NZ

After months out in Western Australia, Oliver was not 
keen on returning to Europe so he moved east to pull 
up a desk chair in Sydney’s Alexandria headquarters. 
‘In early 1995 I moved to Sydney to take up a sales role 
and was struck by the energy and determination. The 
well-laid-out office was professional, and there was an 
attitude of relaxed confidence and “can do” enthusiasm. 
I think a lot of that energy came from Uli Villinger. Uli was 
the kind of man with a presence you could sense without 
looking. When he left to set up the Regional Head 
Office in Singapore there was an efficient succession 
plan, but it was when he passed away in 2008 that a 
turning point for Schenker Australia was marked. People 
grieved, but I think it added to everyone’s resolve to carry 
on his legacy, which in turn added to the strength of 
Schenker Australia.’ 

In 1998, Oliver moved to San Francisco as part of a 
new initiative to concentrate on opening the trade 
lane between the US and Australia. Then, while DB 
Schenker  in Australia was knee-deep in managing the 
freight requirements for the 2000 Sydney Olympics, 
Oliver joined DB Schenker in the USA for advanced 
preparations of the 2002 Salt Lake City Winter Olympics. 
‘After that, I moved to New York to take on the role as VP 
of Air Freight. I was there until 2004, when Sydney called 
again. I was happy to be going back to become GM of 
the Sydney branch because it is so easy to feel at home 
in Australia. The operation was much bigger by then, but 
the same competitive yet laid-back culture was still there. 
I think that’s distinctive to Schenker Australia.’

Oliver remained in the role until January 2007 when 
he was promoted to Director of Operations right in the 
middle of the BAX acquisition.

Before the global acquisition of BAX, Schenker New 
Zealand reported directly to the Regional Head Office 
in Singapore. Afterwards, it effectively became a 
branch of Schenker Australia. ‘BAX New Zealand 
used to be a stand-alone organisation, but now, as 
MD of DB Schenker in New Zealand I report to Ron 
[Koehler] and send a regular dotted line report to 
Regional Head Office. We are an independent profit 
centre and make our own decisions and we have only 
just returned to an even footing after a difficult time 
during the BAX merger and the GFC. We have regained 
market recognition and acceptance, and people want 
to work for us once more. The culture in Schenker New 
Zealand is similar to Australia despite its smaller size. 
If anything, it’s more competitive over here because of 
a smaller market, with many main international players 
fighting over their own turf.’

Fifty years is a long time in life, let alone in business, 
but unlike an aging body, the passing of time in 
logistics has actually increased speed and efficiency. 
‘Technological improvements have made a massive 
difference for the whole industry, not just for DB 

‘I was attracted to working with businesses from all 
over the world and solving problems for them, and 
that remains a key part of our business even today.’

I STILL NEED MY ADRENALINE 
FIx FROM PROBLEM SOLVING 
EVERY DAY

Schenker. We used to deal in weeks, then days, and 
then later on, hours, but now we deal in minutes. 
The efficiency of carriers has also improved. While 
20 years ago, it would take over 24 hours to fly to 
London, it now takes much less. We may not be 
able to deal in nanoseconds, and there can only be 
incremental further improvements in travel times for 
planes, ships and trucks, however there is a chance 
for the next major area of change and I think that is in 
the transparency of what we do. We are already well 
underway with this, actually, and there is a transition 
in business processes, and I foresee that real-time 
cost information for clients will help us provide better 
service and make our relationships even stronger. 
Despite the advancements in technology, the fact that 
people are dealing with others to understand their 
needs and solve their problems will never change. That 
can only be a good thing for DB Schenker in Australia 
and New Zealand because it’s what our businesses 
have always been based on.’  

SCHENKER (NZ) LTD 

The business started in 1976 as AJ Brown 
Forwarding Company Ltd in Auckland and was 
changed to Schenker & Co. (NZ) in 1991 after the 
merger of Schenker and Rhenus. Back then, its 
range of services consisted mainly of customs 
clearance and national transport as well as 
collection and preparation of exports. 

Today, Schenker New Zealand Limited has 
two Auckland based facilities with over 100 
employees and offers integrated logistics 
services, including import and export freight 
forwarding activities.

One specialty area of Schenker NZ is the 
Perishables Division. On a regular basis, the Air 
Export department handles perishable products 
such as eggs, cut flowers, chilled lamb and milk.  
These goods are some of New Zealand’s main 
commodities and require special care such as 
temperature control when being freighted to 
other countries around the globe.
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Today and tomorrow
2012 and beyond

The DB Schenker in Australia 
of today is very different to the 
Schenker & Co. Australia of 50 
years ago.

A team that numbered 
around ten people in 

its first five years now 
approaches 1100.

From rented space in an old Ansett aircraft hangar and a few rickety 
desks in a smoky little office in Sydney, the DB Schenker in Australia of 
today has warehouse space totaling over 140,000 sqm in 16 facilities in 
Australia and two in New Zealand.  
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From losing money in the first few years, the company 
achieved revenue of AUD 700 million in the 2011/2012 
financial year. By any measure, the history of DB 
Schenker in Australia is a story of success. 

The company has caught up in terms of information 
technology and automation. As a result of the 
economising, scrutiny and ‘right-sizing’ that took place 
in the late 2000s, operations are the most efficient they 
have ever been.

DB Schenker the IT Company
Continuing their long-standing partnership, CeBIT 
Australia has again selected DB Schenker in 
Australia to provide integrated logistics support for 
Asia Pacific’s largest business and ICT showcase for 
the eleventh time. CeBIT Australia 2012 was hosted in 
May at the Sydney Convention and Exhibition Centre.

CeBIT Australia features a concentration of decision-
makers from the ICT industry, commerce and 
services, attracting over 500 exhibitors and over 
30,000 highly qualified professional visitors from 
Australia and around the world.

DB Schenker holds a very strong position in 
supplying logistics services to the ICT and consumer 
electronics industries and showcased their services 
at CeBIT this year.

Ron Koehler, CEO of Schenker Australia Pty Ltd 
said during his presentation at the event, ‘While we 
are a transport company, we’re just as much an IT 
company at the end of the day. It’s not just about 
moving goods but just as much about the flow of 
information throughout the supply chain… right to 
the end user.’

E-commerce is now a significant driver of business in 
the Australian market – exponential growth in online 
sales, coupled with rising customer expectations, 
have turned logistics and delivery into a minute-by-
minute service. ‘The fact that 20 per cent of online 
retailers have identified logistics and delivery as the 
single biggest barrier is a wake-up call to everybody,’ 
Mr Koehler went on to say. ‘Another 12 per cent 
nominated warehouse and ranging.’

This was reinforced 
at the DB Schenker 
stand in 2012.  With 
an area of more than 
160 sqm, the stand 
showcased a virtual live 
demonstration of a tailor-
made solution for DELL 
Australia with an on-line 
customer purchase. 
Fulfilling the order 
involved a seamless 
process of global multi-
warehousing, picking, 
packing, transportation 
and consolidation, 
through to assembly and 
door to door shipment. 
The final proof of delivery 
required the customer to 
sign using a glass screen 
portable device. 

DB Schenker’s services satisfy the most complex 
logistics arrangements of their clients, no matter 
how demanding the requirements might be, their 
progressive approach in adopting new technologies 
to provide excellent logistics services is imperative. 

The world appears to be spinning faster today than 
ever before, with global trade boundaries almost 
disappearing – the world is one big marketplace these 
days. The movement of goods needs to be timed exactly 
so that manufacturers can avoid holding stock, while 
consumers expect goods to be just a click away, as 
more and more shopping takes place over the internet. 
The world’s booming population and appetite for 
energy to fuel this growth creates massive demand for 
Australia’s natural resources.
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Behind all of the international trade and construction, 
products still need to be moved around the globe. The 
ancient activity of facilitating trade between people of 
different places continues at even greater intensity than 
at any other time in human history.

DB Schenker in Australia has evolved in line with the 
changes in global demand for freight forwarding and 
logistics to become a major player in the Australian 
economy. No longer is the business just a speck on the 
DB Schenker globe.

Some things have also remained the same throughout 
the company’s history. From the start, people running 
the organisation have needed to be entrepreneurial 
and determined to leave their mark. The difficulties 
of making the new business work, combined with 

Fifty years ago in November
  2 Nov –   The first use of the word ‘personal computer’  

is recorded in the New	York	Times.

16 Nov –   Melbourne	Cup, the first work commissioned 
by the Australian Ballet, premieres in Sydney.

18 Nov –   The 27th Australian Grand Prix motor race is 
held in Caversham, Western Australia.

19 Nov –    A Morse code message is transmitted from a 
planetary radar, directed at the planet Venus.

22 Nov –   The opening ceremony for the 1962 
Commonwealth Games is held in Perth in 
40-degree heat. Almost 300 people are  
treated for heat exhaustion or heart attacks.

23 Nov –   A company called Schenker & Co. Australia 
begins operations.

26 Nov –   The German police ends its occupation of  
the weekly German magazine Der	Spiegel.

29 Nov –   An agreement is signed between Britain 
and France to develop the Concorde 
supersonic airliner.

DID YOU KNOW?

the tyranny of distance, created solidarity in adversity 
among the staff. A family atmosphere within the 
organisation has been passed on and enhanced with 
each generation – DB Schenker in Australia remains a 
people place. 

A key pillar of the business that remains stronger 
than ever is its relationships. This is an industry where 
clients and suppliers need great levels of trust, integrity 
and reliability. Without them, a company could not last 
15 minutes, let alone 50 years.

These days, DB Schenker has positioned itself to be a 
global integrated logistics network and its global brand 
claim ‘Delivering Solutions’ has become ubiquitous. In 
Australia, the company’s vision is to connect the world 
by delivering the best supply chain solutions. Fast, 
Reliable, Efficient.

DB Schenker in Australia’s long term strategy is based 
on the key pillars of  ‘PSPS’, which represent the idea 
that with successful people who work smarter, the 
business continues to grow profitably and sustainably. 

Just as importantly, the structure and focus of the 
business lies in providing distribution solutions to 
industries, rather than the products used to do so. The 
company has become far more customer centric than 
ever before, with particular expertise on the following 
vertical industries:

•	 aeroparts;

•	 automotive;

•	 consumer;

•	 electronics;

•	 healthcare;

•	 industrial; and

•	 oil and gas.

DB Schenker in Australia now has a breadth and depth 
of services it provides to industries, extending past the 
business of air and ocean freight forwarding. Examples 
of areas of specialised services the organisation offers 
are art transportation, wine distribution, sports events, 
special events and project work. The company’s 
investment in logistics has seen it embedded in some 
of Australia’s and the world’s leading businesses. Gone 
are the days of thumbing through the Yellow	Pages 
and knocking on doors looking for work to keep the 
company afloat. Revenue is expected to exceed AUD 
800 million by 2015 excluding major projects. The times 
have most certainly changed.
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DB Schenker in Australia is justifiably proud of the level 
of success it has achieved over 50 years in business. In 
the days of David Cupid, Schenker & Co. Australia’s first 
customs agent in 1962, even the boldest dreamers could 
not have imagined what the business would become. Its 
story of 50 years is far from at its end. For DB Schenker 
staff, the real excitement lies in what comes next and 
where improvements can be made. It always has.

DB Schenker in Australia has built a business on 
continuously striving for improvement and advancement. 

It has created careers and facilitated growth in 
the Australian economy for 50 years, and that’s 
worth celebrating.

For everyone who has worked for and with DB Schenker 
in Australia over the last 50 years: Thank you.

For everyone who looks forward to sharing the ride over 
the next 50 years: Enjoy!

DB Schenker: Moving Beyond Tomorrow.
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The DB Schenker Way
It is common practice for leaders to 
say that the organisation’s people 
are their most important assets, but 
all those who work for DB Schenker 
in Australia and New Zealand know 
this is the case.

The DB Schenker Way outlines 
the key responsibilities and core 
values of each and every leader in 
the business. These values serve to 
foster motivation, performance and 
development of all employees.

The document has evolved since it 
was first developed by the senior 
management team of DB Schenker 
in early 2010. It forms the basis 
of the DB Schenker Strategic 
Leadership Program, through which 
all leaders in Australia and New 
Zealand will pass. 

THE
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Vision (Big Goal)

We will be the integrated global 
logistics network that connects the 
world by delivering the best supply 
chain solutions.
Fast. Reliable. Efficient.

Strategy (How we get there)

With successful people on board who work smarter
not harder we will continue to grow as a sustainable 
profitable business.

2.2 The 2012-2016 DB Schenker Strategy for Australia 

COMPANY

DB Schenker in Australia

PSPS

We have a Vision too!

We will be the integrated global logistics network 
that connects the world by delivering the best 
supply chain solutions. Fast. Reliable. Efficient.

Fast.
Reliable.
Efficient.

Long term 
strategy of 
DB Schenker 
in Australia

Vertical Initiatives
Healthcare, Electronics, Consumer / Retail 
Industrial & Projects

Horizontal Initiatives
Productivity, Sustainability, Cost / Supplier 
Management, Gross Profit Review, Project 
Passion & Project Drive

•	 Develop training 
programs

•	 Highly motivated

•	 Secure workplace

•	 Job security

•	 Rewarded based 
on performance

•	 Implement continuous 
improvement programs

•	 Development of 
individual and 
team KPIs

•	 Innovative Systems

•	 Develop and grow 
1. Healthcare 
2. Electronics 
3. Consumer / Retail 
4. Industrial 
5. Projects

•	 Develop process 
of regular and 
accurate customer 
Gross Profit reviews

•	 Cost / Supplier 
Management

•	 Innovative Products 
and Solutions

•	 Selling Eco Solutions

•	 Environmental 
Risks, Assessment 
and Compliance

CHAPTER 6     DB SCHENKER12
3

Celebrating 50 years in Australia



CHAPTER 6     DB SCHENKER12
5

Celebrating 50 years in Australia



Ron Koehler runs a business with a staff count 
approaching 1500 people and turnover of around 
AUD 700 million. Reporting directly to the CEO of the 
Asia Pacific region, he is a vital part of the logistics 
giant that employs over 95,000 people and is present 
in 130 countries around the globe. 

After a short wait outside the office, I’m welcomed 
in. Ron is generous with his attention – all calls are 
diverted. It’s easy to forget this man’s achievements 
as we fall naturally into conversation. ‘When I came 

Ron Koehler Chief Executive Officer AU/NZ 
Alexandria, NSW

I CAME TO WORK FOR SCHENKER 
IN SYDNEY IN 1985

to work for Schenker in Sydney in 1985 after a 35-
hour flight from Germany, I was met by my manager. 
Once we got outside the airport he said, “Can you 
give my car a push?” The starter motor had failed on 
his dump of a Holden Camira, so there I was, running 
through the airport car park pushing my boss’s car. 
I wondered what I’d done. Getting to the office didn’t 
make me feel any better; my desk only had three legs 
the same size and the fourth was held up by phone 
books. I had arrived at the Schenker Office in Mascot, 
Church Avenue.’

But it wasn’t the first time Ron had visited Australia. 
In fact, he was born Down Under. ‘I’m actually an 
Australian citizen, as well as German. My family left 
Germany in 1955 and settled in Dandenong in Victoria. 
I was born in 1961 and by then we had a fibro house, 
our own VW Beetle and lots of space. Dad worked at 
Holden, and my parents loved this new country and a 
chance for a new start. But before I was five, Dad was 
offered a job to work for Mercedes Benz in Stuttgart 
and we all returned to Germany. Dad is retired now in 
Stuttgart.  Once my schooling finished, I applied for a 

three-year traineeship program with Schenker and got 
it in 1978.  Two thirds of my time was spent studying.   
The rest of the time I was getting practical experience 
in all aspects of the business. I remember in the first 
two months I spent a lot of time filing!’

Gradually though, the program became more involved 
and Ron discovered that he might have found a niche 
for himself. ‘I really liked the international aspect of 
what we were doing, and how there were instant, 
recognisable successes for customers. You got the 
satisfaction of knowing exactly when and where their 
product arrived. It was a good trainee program, and 
even now I gather our trainees together to speak with 
them and make sure that they are having as fulfilling 
an experience as I did. I want to pass that on.’

By 1981, Ron’s siblings had returned to Australia 
to complete their studies. Ron began 15 months of 
German compulsory national service and had to leave 

Schenker during this time. ‘I saw the opportunity to 
learn even more about logistics and volunteered to 
get my heavy truck license. When I came back to 
Schenker, I started work in the specialised Domestic 
Transport, Fairs and Exhibitions area, and I loved it. I 
was in the office, but whenever there was a need, my 
manager would send me out on forklifts, heavy trucks 
and low-loaders. It was a great experience for a young 
guy, but I can also now acknowledge the loneliness and 
challenges of being a long-haul driver. Our drivers are 
our company ambassadors and I really respect what 
they do.’

Ron’s path however, was becoming clearer. Despite 
a growing urge to travel, he threw himself into his 
job, regularly working seven days a week in Fairs and 
Exhibitions, which was the area to be in to gain a 
well-rounded appreciation of the business. That brings 
us back to 1985, and to the start of Ron’s Australian 
story. ‘It got to the point when I really wanted to test 
the Australian passport I had in the bottom drawer 
so asked about any opportunities to move there with 
Schenker. Four weeks later Ulrich Villinger, who was 
Managing Director at the time, rang me to ask if we 
could catch up in Germany. We had a 30 minute 
interview and a few weeks later I got a telex from 
Australia – there wasn’t even fax back then – offering 
me a job.’ 

‘Three months later I landed in Sydney to work in the 
Ocean Freight Export department and a few months 
later became the Ocean Freight Export Manager. The 
business was in a growth phase and pretty soon there 
were eight people in the department.

Even into the mid-eighties and early nineties, the 
business was still German-centric and import-
focused. Europe was still the world’s manufacturing 
heartland and a dominant trading partner for Australia. 
Development of the Asian economies hadn’t yet begun, 
and Schenker Australia’s connection to German 
quality and reliability helped to qualify the business. 
The business was doing well and in 1988, Ron added 
another string to its bow. 

‘In 1988 Australia ran its first Airshow and we won the 
job to be their inaugural logistics provider. It started 
Fairs and Exhibitions for Schenker in Australia, and we 
still have that contract today. Back then the show was 
held in Richmond, Sydney, but since then it’s been 
moved down to Avalon, Victoria, and remains close to 
my heart. We had to run forklifts across uneven wooden 
floors and muddy bogs. There were no mobile phones 
or computers and it was a massive job – sometimes 
I don’t know how we did it. I was 27 years old and 
very green – we were still hand-writing schedules and 
records – but we learnt so much from this experience 
that put us on the map. Events like that cover all of 
our business units and put the wider business under 
a fascinating kind of stress test. I don’t think I slept 
for days leading into that event. I personally ran every 
Airshow since that first one until ten years ago, when I 
had to admit that I couldn’t be so hands-on any more.’

Despite business success and accompanying 
profitability during the late 1980s, technology still 
wasn’t a strong point of the Australian operation. ‘I 
remember visiting the Melbourne office in the mid-
eighties and being shocked to see that they were still 
using telephone switchboards where an operator had 

‘I really liked the international aspect of what 
we were doing, and how there were instant, 
recognisable successes for customers. You got the 
satisfaction of knowing exactly when and where their 
product arrived.’ 

‘It was a good trainee program, and even now I gather 
our trainees together to speak with them and make 
sure that they are having as fulfilling an experience as 
I did. I want to pass that on.’
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Tullamarine, Melbourne, and in Sydney from five or six 
to one in Yennora, and likewise in Brisbane and Perth.’ 

Ron sits back in his chair recounting this period, his 
easy smile replaced with something altogether more 
serious. The challenges of the time were immense, 
but the silver lining was that long-term improvements 
could be made. ‘We called it rightsizing instead of 
downsizing and slowly we started to make incremental 
improvements throughout 2009 because of the success 
of process improvements, the implementation of our 
new IT systems and the bedding down of a new culture 
that took the best from both companies. Accountability 
and profitability returned.

WE SUCCEED OR FAIL BY THE 
QUALITY OF OUR PEOPLE 

to pull plugs in and out of various holes to connect 
callers to the right people. Efficiency meant that you’d 
write a letter and it would arrive in Europe a week later, 
and we only had a single telex lady who you had to 
transcribe your messages to. Even in the late eighties 
everyone would get blue hands because of the blue 
paper reels in the typewriters!’

‘I think it was in 1990 when we got our first computers: 
there was a big Nixdorf mainframe in a room and only a 
couple of screens for the Accounting Department. The 
only upside was that because we were isolated from 
Head Office in Germany it gave us freedom to grow 
by ourselves and create a unique Schenker culture 
in Australia where we were determined to get things 
done. We may be on an island at the other end of the 
world but we’ve earned respect.’

In 1992, Schenker & Co. Australia’s existing 
headquarters were purchased – in cash. ‘The business 
was in a position to invest in its future by purchasing 
the facility in Alexandria as well as a new one in 
Melbourne. Land was cheap at the time and we had the 
office custom built. We only had cargo for around 1000 
sqm but space for 4000 sqm, so we leased out office 
space to two other businesses. Now, we are bursting at 
the seams in Alexandria with five other major facilities 
in Sydney, and can afford to have a good think about 
what to do next.’

In the mid-nineties, a Regional Head Office was created 
in Singapore, and the driving force behind it was 
reason for Schenker International Australia’s success. 
‘Uli Villinger became the CEO of Schenker Asia Pacific 
and it was great to have someone in the new regional 
office with roots back to Australia. He was my mentor 

and he did so much to develop the Australian market. 
Fritz Heinzmann became his successor and I became 
General Manager of the Sydney Branch.’

In 1999, the operation was still very much focused 
on freight forwarding, but it was about to get a shot 
in the arm. ‘Schenker was sold to Stinnes, a private 
company with a track record of performance in a range 
of businesses. It was a global buyout and it changed us 
into an entirely new business, focused on processes, 
people and profitability.’

That same year, Ron was appointed to the Board of 
Schenker Australia and two years later, he became the 
CEO, albeit of a business much smaller than the one 
it is today. ‘The business has always been profitable, 
but to expand beyond freight forwarding and into 
logistics we acquired Acco Logistics, who did some 
warehousing and sensitive freight activities, mostly for 
Nortel. They had a 10,000 sqm facility in Rydalmere 
including a sensitive freight division.  Schenker 
Australia instantly had a foot in the supply chain 
logistics field.’

Schenker Australia was still expanding, but expansion 
took on a whole new meaning in 2007 when DB 
Logistics made the global acquisition of another major 
international player, BAX. 

In Australia, Schenker’s strength was in ocean freight 
and the BAX strength was in air freight forwarding 
as well as logistics.  The merge of cultures was 
problematic and led to the first losses Schenker 
Australia had made since the early 1960s. The 
acquisition meant a double-up of many employee 
positions and also doubling up of facilities at various 
locations. Ron became Chief Executive Officer of what 
had become an organisation twice its size overnight.

‘One of the biggest problems was the integration onto a 
single IT platform.  It took us two years to outsource our 
IT hardware and successfully implement new systems.  
Just as we switched our IT systems over to a new 
platform, the global financial crisis hit and volumes 
decreased 20 per cent. It was the perfect storm, and we 
had no choice but to make tough decisions. We had to 
release employees, which was a horrible experience. 
We also began a process of consolidating our facilities 
to reduce operating costs, from four facilities to one in 

The later part of 2009 
was much more positive, 
especially in being 
awarded the logistics 
provider contract for 
Chevron’s massive 
Gorgon natural gas 
project.  ‘We invested 
heavily although the 
overall financial numbers 
just returned to the black.  
It was a huge win for the 
business and second to 
none in its size, not only 
in Australia but globally 
and has opened doors for 
other natural gas projects 
nationally. Resource 
projects are something 
that we will focus on 
more and more in the 
near future.  This is what 
Australia is all about; it 
has endless resources 

and opportunities and we at DB Schenker want to 
capture them.’

The future looks extremely positive, with business now 
soaring and an 1100-strong team of employees. ‘It’s a 
mature market in Australia, but there are still so many 
undeveloped areas. We really have become an end-to-
end supply chain provider. We have employed industry 
experts in markets we will continue to expand into 
such as health, aerospace, defence and hi-tech, and 
have created a Solutions Team that works across the 
business to share efficiencies within our operations and 
importantly, with our customers. We are now amongst 
the strongest DB Schenker country organisations in 
Asia Pacific, achieving landmark goals.’

‘Schenker was sold to Stinnes, a private company with a 
track record of performance in a range of businesses. It was 
a global buyout and it changed us to being an entirely new 
business, focused on processes, people and profitability.’ 

‘Now, we are bursting at the seams in Alexandria with five 
other major facilities in Sydney, and can afford to have a good 
think about what to do next.’

It’s easy to see that the heritage of DB Schenker in 
Australia is worth a great deal to Ron, and he enjoys 
being at the helm as the company enters its fiftieth 
year. ‘Plenty has changed but one thing has stayed the 
same – we succeed or fail by the quality of our people. 
We have strong relationships within teams in this 
business, and strong relationships with customers. 
There is a great deal of trust underlying those 
relationships and that can only come with continued 
excellent performance over time. Consistency is what 
makes our business successful.’

The ‘DB Schenker Way’ has been developed by 
management, and its key elements such as trust, 
accountability, highest standards, commitment 
and results are amongst the core values which the 
company believes in. ‘Our investment in people in 
recent times through training programs across the 
company will continue to deliver best performance 
from our staff.  Our logistics footprint will grow to 
200,0000 sqm with new state of the art facilities that are 
ecologically sustainable to offer end-to-end solutions 
with best in class IT services to our customers.

‘Further activities in the healthcare and pharmaceutical 
industries will supplement our ambitions, besides the 
already well-established project activities. The core 
business of air freight, ocean freight, logistics and 
domestic transportation will remain the solid backbone 
of the organisation, but also the transportation 
of perishable goods may come into the portfolio.  
The future is bright for DB Schenker in Australia.’   
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Ruediger 
Muench

Chief Financial Officer, AU/NZ 
Alexandria, NSW

Ruediger Muench is a well-travelled man with a 
broad view of the world. His office is adorned with 
miniature cars, trucks and planes with various 
Schenker logos from down the years, including some 
very early truck models painted in Schenker & Co. 
yellow and green. 

You can also see various mini flags, as well as a Hertha 
BSC Berlin football shirt with the DB Schenker logo 
across the front, and a well-used coffee machine. Being 
questioned about the football shirt he admitts with a 
smile that it isn’t his favourite club but that the shirts were 
worn in the better times for Hertha when they qualified 
for the UEFA Europa League. ‘I came to work here in 
Australia in August 2009,’ Ruediger recalls as his little 

coffee machine starts up. 
‘I’d been working in the 
UK entity of Schenker in 
the years prior and got a 
call from Germany – “You 
may be used to working 
on a small island that 
has a large Union Jack. 
How about working on a 
large island with a small 
Union Jack?” I refused at 
first for family reasons, 
but the adventure of it 
slowly began to appeal 
to us. Schenker Australia 
was in a difficult financial 
position at the time, and 
I was interested to see 
if the measures we’d 
implemented in the UK 
could also be successful 
in Australia. Ron [Koehler] 
gave me a very good 
impression of the people 
here, and of course, there 
was also our own curiosity 
about the country itself.’

Freight forwarding and logistics run deep in Ruediger’s 
roots. He studied the industry in Germany, and helped 
to set up a new University chair. His Schenker career 
began when he became a Controller for Stinnes AG 
in Germany in the early nineties. ‘Stinnes was a big 
business, and had refocused its business model as a 
logistics company due to its share market listing by 
the late nineties. I started in the Stinnes Controlling 
Department across a number of those businesses - 
except Schenker. Even so, it was a great period to learn 
the business of freight forwarding and logistics.  2002 
was an important year as our current shareholder 
Deutsche Bahn bought Stinnes to get its hands on 
Schenker again, so I had to look for alternatives as 
DB was divesting the Stinnes Business Units I was 
responsible for. In May 2003, I guess I officially became 
a Schenker man when I took on the role of Assistant 
to the CEO of Schenker AG in Essen, Germany. 
There was a strong global focus that coloured the 
position, and a lot of our time was working on the 
integration of Schenker with DB. It was an interesting 
and challenging process and this period confirmed 
my passion for the business – the turbulent times 
uncovered a kind of DB Schenker spirit to survive and 
to keep the long history going.’

After reading more about Australia and having 
discussions with Australian colleagues, Ruediger finally 
relented. ‘I agreed in May 2009, and on August 1, 2009, 
we landed in Sydney. It happened to be a warm spell 
for August and we took the kids to the beach. Here they 
were in the midst of winter, splashing about and having 
a great time. We could barely believe how lucky I was 
to land this job! But then winter really kicked in and it 
became interesting. I’m used to outdoor temperatures 
of minus five degrees or more in winter, but I’d never 
been colder inside than that first winter in Australia. 
Our house wasn’t heated (we didn’t think we’d need it!) 
and we’d be wearing three layers of clothing inside. It 
was ridiculous.’

Of course, Ruediger and his family didn’t come all 
the way to Australia just to learn about the merits of 

ducted heating – there was a job to do. ‘The business 
had made losses in 2008 and problems were apparent. 
The pressure points in need of review were clear from 
the start: Technical problems, transparency issues with 
systems, and problems with visibility of information. 
Finance is a lot like logistics – information has to be in 
the right place at the right time in the right quality in 
order to shift the business, and that was the thinking 
we needed to bring to the organisation then. At this 
time we had no choice but to consolidate premises 
and operations to better utilise our workforce and bring 
a whole new rigour to the analysis of the figures. We 
started to get some traction and we could see we were 
on the right path pretty quickly. The aftermath of the 
global financial crisis came along, of course, but I think 
all that pressure was actually good for us. The resultant 
drive to improve set us up for a very impressive recovery 
period, we were break even again mid-year in 2010. But 
this was only the first step. What really grabbed me 
was the question of how to grow sustainably as well as 
operating efficiently and profitably within the upcoming 
years after recovery.’

In 2009, the company secured its biggest project ever 
by winning the tender for the international logistics 
activities in the construction of the Gorgon natural 
gas site. The project was in focus but not prioritised 
to overshadow all our other remaining activities. ‘We 
needed to be sure that our core business was running 
well, and treated big projects as the icing on top of 
the cake. You can’t have icing by itself – you need 
something to put the icing on. Even without the project, 
there was still a lot we could do. However, there’s no 
doubt that winning that contract gave our confidence 
a massive boost. The freight forwarding industry is 
still a very fragmented market in Australia, so there 
is still much potential to work with, even with just 
winning work off competitors. In logistics there are new 
opportunities as more and more businesses outsource 
in this area and we still haven’t exploited all potential 
opportunities in internal operations. We are also 
expanding into other vertical markets like healthcare 
and mining, with many more sectors on top of that.’

‘It seems to me that we are entering a new phase of 
the logistics revolution. First there was the general 
geographical exploration that opened trade routes to 
new countries, then the industrial revolution which has 
had a huge impact on the way business was done and 
the kind of manufactured products that needed to be 
moved around as a result. Then there was the internet, 
which has had an immense impact on companies 
aiming for the global marketplace and requiring 
products to be moved even more quickly and repeatedly 
around the world. I think the next stage is the evolution 
into a digitised age. Imagination is the limit as to what 
that can mean for society, and especially for logistics 
providers like us. These are exciting times!’

With the return to profitability comes the chance to 
plan for the future  – a far more satisfying notion than 
worrying about how to pay rent. ‘We have been investing 
money in our people through training programs, and 
improved operational excellence across all divisions in 
search for better harmonisation across our business 
units. We’ve also brought a kind of production mentality 

to what is essentially a service industry – combining that 
makes a powerful mix.’

What does that mean for the company’s financial 
position? ‘Excluding big projects like Gorgon, we plan to 
reach AUD 800 million in revenue by 2015 with our core 
activities. Despite our higher cost basis in Australia, we 
are already in the top four or five countries in the Asia-
Pacific region in terms of profitability, and no longer is 
Australia a small player at the regional DB Schenker 
table – we have made a name for ourselves.’

Plenty has changed during Ruediger’s 13 years in the 
business, and perhaps even more in the three years 
he’s worked at the Australian entity. But it’s clear to 
him that something has ultimately kept it all together. 
‘There is a real, tangible passion in this place. It used 
to surprise me how deep it ran, but if anything, it has 
gotten stronger through the tough times. The position 
of guiding the strategy of the business today has 
become about creating sustainable growth and a safe, 
secure workplace. This industry is always challenging 
and interesting, but if we create the right environment 
for staff and give them the right tools, we will be on 
the way to achieving the financial results we’re all 
after. Most importantly, we can keep that passion alive. 
It might sound simple, but there’s no need to make 
things complicated if you don’t have to! Logos on 
trucks and buildings might have changed in the past 
and may even continue to do so in the next 50 years, 
but the passion of our employees will remain well into 
the future.’   

WE CAN  
KEEP  
THAT 
PASSION  
ALIVE
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Prem commenced with the company (BAX Global 
at the time) in 2000 as Business Unit Manager for 
logistics in Australia, before moving to Regional 
Head Office in Singapore from 2004 to 2009, then 
returning to Australia in early 2009.

Moving to Singapore with the company was a great 
time to broaden his horizons, especially as it was 
during the time of the integration of Schenker and 
BAX. ‘For me, the integration of the two businesses 
provided a great opportunity for our customers and 
our employees. As a combined organisation, we were 
positioned to be a leading provider of supply chain 
services globally, particularly in the Asia Pacific Region, 
this was a massive strength. There may have been a lot 
of work to make the integration work, but to me it made 
complete sense.’

Prem returned to Australia in 2009 to help the business 
along on its next stage of evolution. ‘Coming back 
to Australia in 2009 was a collective decision by the 
management team and myself to help build the contract 

Prem 
Ramachandran Director Logistics and Transport AU/NZ

Alexandria, NSW

logistics business to be a powerful player in the market, 
which also included making some fundamental 
changes to the way we were operating our business 
at the time. We built the change from ground up, 
including investment in people, systems, process and 
infrastructure. It was an exciting time in my career and 
we are all thrilled by how well the change has gone.’

The turnaround, of course, didn’t just happen with a 
snap of the fingers. ‘It took six months to turn service 
levels around to an acceptable level, and thankfully, 

processes. ‘We first undertook a detailed analysis 
of business. Then we integrated 24 sites into twelve 
larger sites to consolidate the work we were doing as 
well as streamline our logistics capabilities. We have 
since grown to 16 sites, with a big new one at Erskine 
Park – 20,000 sqm – that will be operational shortly. We 
are also looking at further consolidating some of the 
Sydney operations into a new mega-hub. We’ll never 
stop analyzing and considering options that can make 
us more effective and profitable.’

The process of innovation is exciting for people like 
Prem, but there should never be innovation simply 
for the novelty of excitement. ‘The best influence in 
any change is the customer. DB Schenker is a flat 
organisation where it’s easy to share experiences 
and learn from what other branches are doing well or 
poorly in. Everything we do must be driven by customer 
needs, not by products. We are a supply chain service 
organisation and have introduced a Solutions Team 
whose job it is to work with customers and find new 
ways to improve what we do for them.’

In recent years, contract logistics has become a key 
element of DBSchenker in Australia’s operations and 
profitability, and there’s no reason why that won’t 
continue. While Prem gets excited about how far 
logistics has come, he gets even more excited about 
where it might go. ‘There are no boundaries here. By 
constantly challenging how we do things, flawless 
execution can evolve along with customer needs – 
where that takes us is only constrained by us.’

‘We are enablers of trade. It’s an ancient industry that 
changes with time and society, and we will always have 
that in mind. It’s old way to think in asking: “There are 
1000 containers, quote me a price.” Of course we can 
do that, but what are the larger business outcomes 
that clients want? What are the pressure points and 
how can we help with them? We are a supply chain 
organisation and when we base our thinking around 
that, we will constantly evolve and improve.’

we managed to retain all of our major clients through 
that period. Success here was also a testament to the 
strong partnership that we had built with the clients 
over a long period of time, in some cases over 14 years. 
After that first six months, everyone knew that change 
needed to be an ongoing process, but it was also the 
management team’s responsibility to keep this going 
as part of our continuous improvement process.’ 

The process of reinvigorating the business was mostly 
about people, but it was also about facilities and 

‘There are no boundaries here. By constantly 
challenging how we do things, flawless execution 
can evolve along with customer needs – 
where that takes us is only constrained by us.’

WE ARE 
ENABLERS OF 
TRADE. IT’S 
AN ANCIENT 
INDUSTRY 
THAT CHANGES 
WITH TIME 
AND SOCIETY, 
AND WE WILL 
ALWAYS HAVE 
THAT IN MIND
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Ulf Barnard Director Air Freight & Ocean Freight  AU/NZ
Alexandria, NSW

In July, 2012, Ulf 
accepted the position of 
Director, Air and Ocean 
and moved into a new 
office in Sydney. He has 
been with Schenker 
Australia since 1995 
and in his most recent 
role, he was Director 
and General Manager 
of Victoria, his corner 
office a part of the 
impressive Melbourne 
facility in Tullamarine. 
Expansive windows 
looked over at a 
competitor on one side 
and over a field of long 
grass on the other. Both 
views kept Ulf focused 
– while there will 
always be the threat of 
competition to keep him 
on his toes, there are 
certainly many exciting 
areas the business can 
to grow into.

‘This has always been 
a brutally competitive 

industry. For example, before I came to Schenker 
Australia in 1995, I worked for a competitor. Schenker 
was a serious threat with a solid platform of iconic 
German customers like Hoechst, Siemens and Bosch, 
and it became one of my goals to try to win some 
clients away from them. But it was almost impossible 
to break the relationships they had. One day, Fritz 
Heinzmann, who was Schenker’s Managing Director 
at the time, asked me out for a coffee. I was intrigued 
and had nothing to lose, so I went along. I was ready 
for a change of scene, so when Fritz asked me if I 

‘I could see Schenker was a solid, well-run business, 
but that there was a chance for expansion into ocean 
freight. I was also intrigued by their work in Fairs and 
Exhibitions as well as Projects.’

‘I am passionate about exemplary customer service 
and am proud that DB Schenker is a customer 
centric organisation.’

IT’S ExCITING TO REACH 
INTO NEW MARKETS AND 
ADAPT OUR ExPERTISE 
AND ExPERIENCE.

was interested in jumping ship, I agreed. I could see 
Schenker was a solid, well-run business, but that there 
was a chance for expansion into ocean freight. I was 
also intrigued by their work in Fairs and Exhibitions as 
well as Projects.’

Ulf has been a Director of the company since 2002, 
when he also became General Manager responsible 
for the Melbourne branch and a corporate portfolio 
covering freight forwarding, customer solutions and 
national customs. ‘We had around 60 people at 10 
International Square, which had been purchased and 
purpose-built. I noticed that the business was very 
professional and I could see why it was so hard for me 
to break those relationships they had – so much time 
was put into maintaining them, including involvement 
of senior management. The logistics activities at the 
company were on a small scale then though. As the 
industry has evolved considerably over the last ten 
years, it has become a point of strength for us now.’

As with many DB Schenker employees, Ulf has an 
interesting international background, slipping easily 
between German and English where the situation 
warrants it. He has acclimatised to Kiwi culture as 
well after spending a few years in New Zealand, but 
he’s neither German nor English. ‘I was born in South 
Africa, and lived with my German mother and South 
African father until I was 13 and moved to Germany. It’s 
always tough going to a new school, let alone whilst 
learning a new language, but you learn to roll with it 
and that’s something people in this industry are good 
at. Once school was finished I could study, join the 
army, or do a traineeship. At that stage my mother 
worked in administration for the cargo section of KLM 
Royal Dutch Airlines. She was the one who suggested 
a freight forwarding traineeship at Duesseldorf airport. 
The global aspect of the industry was appealing, so I 
went for it. It was a three-year course and after it was 
finished, I decided that while further study would be 
beneficial, I wanted to do it back in South Africa. I 

missed the more laid-back lifestyle of the bush and 
signed up for a three year Bachelor of Commerce. It 
was the mid-eighties – a tough political time for South 
Africa. As the situation deteriorated, many people 
migrated, myself included. I had friends in Sydney and 
that’s where I wanted to go as well. In the end I got a 
job in Melbourne, so I got a one-way ticket and became 
Sales Executive for European trade lanes.’

‘Back then, what was called the Asian Millennium 
hadn’t begun, and European manufacturers like 
Germany, Italy and Switzerland were dominant. 
Despite an economic crisis in the early nineties, freight 

forwarding wasn’t as cutthroat as it is now. As the 
decade wore on however, there was a trend towards 
acquisitions and mergers that put the industry under 
real pressure. By then, I was with Schenker, and 

globally, the business decided that it had to keep up. 
Therefore, Deutsche Bahn made the BAX acquisition 
midway through the decade. During that period of 
industry consolidation, there was a shift of economic 
focus towards Asia, which, as long as the merger 
with BAX could be bedded down, perfectly positioned 
Schenker Australia for the future.’

History tells us that merging of cultures and systems is 
not easy. The difficulty in merging was a large reason 
why DB Schenker registered its first ever losses in 
Australia. Ulf was aware of those issues, but would 
have to view them from ‘across the ditch’ as he was 
charged with managing Schenker New Zealand’s 
challenges. ‘I became Managing Director of Schenker 
New Zealand in February 2008. When I arrived there 
were 224 people, of which three-quarters were BAX. It 
meant that the smaller company in the market had just 
bought out the bigger one, and there were all sorts of 
management complications and other human aspects 
that led to tensions. Following the BAX acquisition in 
2007, the staff turnover of 42 per cent was out of the 
ordinary and difficult to manage. Most of the unrest 
came about because there were two teams with two 
different visions. There were legacies like long leases 
on facilities and equipment, and the GFC in late 2008 
to 2009 made it the perfect storm. Every month, money 
was pouring out of the door, so some tough decisions 
had to be made. We put the Christchurch facility under 
an economic stress test, not based around getting 

more clients to foot the bills, but to see if we could 
make the place work with the existing levels of revenue. 
We couldn’t, so we had to close it down and let people 
go. In fact, we had to reduce the number of facilities 
down from five to two. It was an extremely tough period 
but the worst of it was over by early 2010.’

In early 2011, there was a senior management reshuffle 
that saw Ulf return to Melbourne, Ralf Mueller leave 
Melbourne to take up the position as General Manager 
in Sydney and Oliver Bohm leave Sydney for Auckland. 
‘I came back to Melbourne and by then the new facility 
had opened; it’s difficult not to be impressed by it. It 
has all the Green Star ratings, with solar energy and 
waste-water recycling. The facility is big and we are 
considering extending further into the fields behind us; 
it’s great to have that flexibility as Schenker Australia 
continues to grow. 

‘We’ve started looking into new areas and new market 
segments that we haven’t given due consideration 
before. We kicked off work in commodities in early 
2012 to provide logistics services for grain, cotton 
seeds and waste paper. Recently, the Victorian branch 
started working in the healthcare and perishable 
food industries, both of which require investment 
into refrigerated containers and coolrooms. Our 
core business is all about achieving critical mass of 
volumes, and it’s exciting to reach into new markets 
and adapt our expertise and experience. We also 
employ subject-matter experts now, which is a big 
change in response to customer needs. For example, 
we’ve had an aerospace expert for six years and a 
healthcare expert for two, which really gives us an 
advantage in assisting our solutions team to connect 
with customers and understand their needs. I am 
passionate about exemplary customer service and 
am proud that DB Schenker is a customer centric 
organisation. We have to remember the great lessons of 
the hard times in last decade to continue getting better 
at what we do – I’m convinced that will keep happening 
and I’m excited about what the future holds.’   
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Erskine Park (Sydney), NSW
Preparing for fitout midway 
through 2012.

Brisbane facility (Brisbane 
Airport), QLD
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Adelaide facility, SA

Yennora facility  
(Sydney), NSW
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Alexandria facility  
(Sydney), NSW

Office staff in Alexandria, Sydney.
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Perth facility, WA

Tullamarine facility 
(Melbourne), VIC
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Long serving employees
Name Surname Years of 

Service

Richard Foreman 41

Mark Hoare 39

Gloria Harris 38

Gudrun Marshall 37

Anna Moubarak 31

Susan Stojanoska 31

Peter Daniels 31

Robert John Harper 31

Julie Craig 31

Eleanor Whitley 29

Fiodor Eddie Nadjarian 29

Jennifer Roots 28

Joseph Cymbalista 28

Helen Macken 27

Ron Koehler 27

Jesmond Raymond Borg 27

Roza Hamam 26

Claus-Juergen Becker 25

Ian Appleby 24

Sigrid Evans 23

Paul Reid 23

Irene David 23

Hendrik Janssen 23

Yolanda Eugena Raza 23

Roland Trapani 23

Steven John Gibbons 23

Jean Romero 22

Graeme Smith 22

Raynor D’monte 22

Richard Bridge 21

Mark Baeten 21

Wilhelm Guertler 21

Clarissa Budimir 20

Sabine Schlosser 20

Helen Stroner 20

Janice Logan 20

Name Surname Years of 

Service

Peter George Martin 20

Stephen Craig Billows 19

Pat Strzelecki 19

Alain Francois Brard 18

Serge Joseph Deschanel 18

Lina Neoklis 18

Emine Tas 18

Andrew Schie 18

Julie Ann Smith 18

Lyndon Cook 18

Leanne Krcmar 18

Gregory Crawford 17

Nicole Short 17

Roland Joder 17

Robert Guidi 17

Margaret Evalynn Smaller 17

Joanne Therese Medlicott 17

Ulf Barnard 17

Jennifer Ann Smith 17

Grahame Oxley 16

Mohamad Kassir 16

Megan Lea Lyall 16

Fiona Ostoja 16

Mark Christopher Bradley 16

Frank Vogel 15

Jason Sunderland 15

Jens Grovermann 15

Anabela Batista 15

Henry Espinel 15

Kanjana Kumar 15

Robbie John Shearman 15

Lina Vignolini 15

Laurie Haslett 15

Angela Parker 15

Adrian Mcquillan 15

Steven Yin 14

Name Surname Years of 

Service

Despina Tzibas 14

Ivan Voncerva 14

Silvana Kalaboukas 14

Zulfiye Dilber 14

Caterina O’bree 14

Melinda Jane Wilson 14

Robert Jason Grant 14

Brad Herbert 14

Peter Greig 13

Michelle Iona 13

Azra Murtic 13

John Francis Sheehan 13

Megan Taylor 13

Roger Caine 13

Eileen Craven 13

Dawn Elvey 13

Cameron Elley 13

Nicole Shields 13

James Stanley Beard 13

Alan Schacht 13

Richard Holy 12

Andrea Schumacher 12

Brian Alexander 12

Farida Fayad 12

Marietjie Van Zyl 12

Samuel Francis Lwin 12

Hans Bacher 12

Eva Kutka 12

Cheryl Ann Thorburn 12

Rogelio Tanjuan Lalunio 12

Tony Davcevski 12

Thang Quoc Phan 12

Steven Grant Russell 12

Chris Siomos 12

Thinh Van Tran 12

Osman Shihab 12

Name Surname Years of 

Service

Venetia Sampson 12

Filippa Rusec 12

Karen Mackenzie 12

Lia Andreula 12

Paul Davis 11

Krystalla Gilchrist 11

Lachmini Daehler 11

Lourdes Caraig 11

Richard Schoonenberg 11

Daniel Wendt 11

Keith Mani 11

Dong Ming Ling 11

Doris Chan 11

Ruby Belarma 11

Graham Alexander Mcleish 11

David Eyvaz 11

Mark Rea 11

Deanna Borg 11

Paul Talliopoulos 11

Dennis Guy Moore 11

Luisa Sale 11

Kenneth Tolland 10

Anthony Robert Whitby 10

Teruhito Hirahara 10

Jeffrey Wells 10

Sonia Rondario 10

Samuel Peter De Silva 10

Kathryn Mary Guidi 10

Jason John Metcalfe 10

Danielle Lee Kremar 10

Melissa Marie Yovanche 10

Rhys Lawrence Milne 10

Colin Anthony Morse 10

Stuart Ian Mackenzie 10

Gary David Innes 10

Moving	Beyond	Tomorrow is not only about 
acknowledging the past, but also anticipating a 
bright future.

DB Schenker has established itself among the 
world’s leading logistic providers globally, but never 
stops driving the development of innovative logistics 
solutions to ensure sustainable success for the future. 
Through balancing an economically successful, 
customer oriented, progressive, collaborative and 
responsible approach to business, we are perfectly 
positioned as a profitable market leader, a preferred 
employer and a pioneer in environmental and 
sustainable service offerings.

DB Schenker in Australia is proud to be part of and 
contribute to this dynamic global network for the past 
five decades, which has grown to be present in over 
130 countries and over 2000 locations in all of the 
world’s most important economic regions.

Moving	Beyond	Tomorrow is also a tribute to the large 
number of people who have supported the company for 
a substantial amount of time.

Unfortunately, it is not possible to include all of the 
stories of our dedicated employees, valued clients, 
suppliers and other stakeholders in this book, but 
we hope to have captured the essence of what DB 
Schenker’s success in Australia is built upon; the 
determination, commitment, innovation and hard work 
of the people, past and present, who continue to shape 
our company’s story from when it started as a small 
Australian outpost 50 years ago.

The ‘Long serving employees’ list recognises current 
DB Schenker employees who have more than ten 
years of continuous service in Australia. (Sourced from 
DB Schenker’s payroll database, July 2012). 

Thank you, and congratulations for the contributions 
you have made to the company’s success for over 
a decade!
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no one could have dreamed that freight 
forwarding could evolve to this. Who knows 
what tomorrow will bring?

Fifty years ago,
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