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Kieran Ring CEO at the Institute, speaking at the formal presentation of 
the accreditation to Klaus and Jost Hellmann at the worldwide meeting of 
Hellmann Worldwide Logistics in Singapore, said: 
 
“I am delighted to announce Hellmann Worldwide Logistics (HWL) 
as the recipient of the Global Institute of Logistics inaugural 
“Global LSP of the Year 2006-2007” accreditation. 
 
It is our considered opinion that HWL are the finest example of a 
relationship driven global logistics service provider and evidently 
meet with the specific criteria set down by the Institute’s Council 
in the naming of this award.  
 
When we voted to adopt the promotion of ‘Relationship 
Orientation’ in global supply chain as the key tenet of the 
Institute’s ongoing educational work, we agreed to set up a 
research module to identify the globally operating LSP’s who put 
relationship excellence at the heart of their business and to 
ultimately accredit one as the world’s leading relationship driven 
logistics service provider. 
 
Our investigations concluded that for HWL relationships are key to 
every aspect of their work, as a family owned and operated 
business Hellmann has survived and prospered for four 
generations since its foundation in Osnabrueck in Germany in 
1871, by putting the customer first and placing integrity and trust 
at the heart of every single relationship both within and outside 
the organization. 
 
Businesses are shaped by their leaders and speaking at the 
opening of HWL’s operation in Kuwait this year, Jost Hellmann said 
in a press statement: - "Only those who take on responsibility can 
truly create an atmosphere of mutual trust and we at Hellmann 
feel responsible for the business success of our customers: helping 
clients reach their goals that's how we define success,"; we knew 
we were on the right track in pursuit of a relationship driven “role 
model” for the Industry 
 
Mr Hellmann was speaking for an organization that has 15,000 
employees and 300 offices worldwide with annual sales of some $3 
Billion Dollars, there had to be something unique about Hellmann’s 
corporate DNA to make such a statement and we were determined 
to find out just what that was.  
 
I travelled through-out the organization, meeting the “We” Mr 
Hellmann had referred to, the people who had the responsibility 
for the execution of this ideal and at the end of my primary 
research and the secondary “back office research” of my 
colleagues we concluded Mr Hellmann was sincere in what he said 
 
The more I travelled the more I became convinced that Hellmann’s 
formula, its approach to the logistics task was unique and 
laudable, each and every individual I met and interviewed across 
the organization was solution driven, taking personal 
responsibility for delivering their part in the overall process. 
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But it was in speaking with the companies customers that I really 
got in touch with the essence of Hellmann, for instance in the case 
of a recent customer win for the organization the Supply Chain 
Director responsible for the multi million dollar contract said  that 
at  the RFQ stage, he and his colleagues were determined to work 
with two global LSP’s but in the end opted just for one, Hellmann, 
when I asked him why he said: 
 
‘What set Hellmann apart more than anything else was the 
entrepreneur spirit that starts at the top and permeates through 
the company.  This convinced us that they could react locally and 
quickly to meet our needs’. 
  
So how exactly do you nurture and develop a community of 15,000 
entrepreneurs? I finally worked out that it was all about trust, and 
that trust is something that is easily developed provided that there 
is passion, a genuine passion in every man and woman in the 
organization to do the very best on behalf of the customer, and of 
course a certain modesty in realizing that logistics after all is a 
service business and that’s the business that Hellmann is in. 
 
At the other end of the scale I spoke with Hellmann customers who 
were renewing their contract and were entering into their 17th 
year in partnership with Hellmann, when I asked why, they said it 
was simply a case of continuing a long and prosperous 
relationship, the two brands had grown together and now China 
which has long been a Hellmann preserve was open to them, 
Hellmann would open the doors to make the rapidly growing China 
market a reality for them and there product. 
 
On behalf of the Global Institute of Logistics, may I extend my 
sincere congratulations to owners, directors and staff of Hellmann 
Worldwide Logistics across the world, the logistics industry is all 
the better for your presence, I would like to wish you all continued 
success and prosperity.” 
 
Responding to the announcement Mr Jost Hellmann said: 

“We are very pleased to receive the Global LSP Award from a well 
known and reputable institution (the Global Institute of Logistics). 
We are exceptionally proud since the most important criteria used 
in the selection was ‘Relationship Orientation’ and as you all know, 
we are in the business of relationships! The success of the 
Hellmann Network has been, and will continue to be, based on 
successful relationships; amongst our people and partners, and 
above all, with our customers. The two wild geese in our logo 
illustrate our strong belief in building long-term partnerships. 
Communication and relationship are certainly the most important 
ingredients in achieving this. At Hellmann, we strive to understand 
our customers’ needs and we aim to grow through our customers’ 
growth”. 

Press Information > Presse-Information
Dossier Presse > Communicato Stampa

The Global Institute
of Logistics



 

And Mr Klaus Hellmann added: 

"This Award recognizes what all our colleagues do so well. It 
would not be possible to achieve our goals and this sort of 
recognition without our people all around the world. 
Entrepreneurial spirit, open and honest communication both 
internally and externally is what makes us successful and we are 
very proud that this is being recognized in today’s competitive 
market. Thank you!” 

The full report from the Institute’s research programme will be published 
as part of the Annual Report and as a whitepaper “Relationship 
Orientation, the Critical Factor in Successful Global Logistics” which 
will be available to download from the Institute’s web site. 
 
The Institute has defined relationship orientation as ‘a philosophy of doing 
successful business that promotes an organizational culture that puts the 
buyer-seller relationship at the center of a firm’s strategic and operational 
thinking’. It is the proactive creation, development and maintenance of 
relationships that result in both mutual exchange and fulfillment of 
promises at a profit. 
 
Relationship orientation may be further defined as consisting of six factors;  
 

1. Trust,  
2. Bonding,  
3. Communication,  
4. Shared value,  
5. Empathy  
6. Logistics service quality.  

 
Other leading academics have discussed and examined the importance of 
strong relationships in business. Rowe and Barnes (1998) have recognized 
that a company’s strategic ability to develop long-term committed, 
trusting associations is ‘value creating’ because it results in a complex 
phenomenon that would be very difficult and costly to imitate.  
 
Berry and Parasuraman (1991) have associated relationship marketing 
with the achievement of competitive advantage arising from inimitability. 
In this context, the ability to initiate, develop, nurture and maintain 
relational exchanges may be viewed as organizational capabilities that 
according to the resource -based view (e.g. Collis and Montgomery, 1995) 
may lead to sustainable competitive advantage.  
 
In fact, relationship orientation is a high-order resource or competence. 
Research exploring the value of this competence (e.g. Day, 1995; Hunt, 
1997) found that possessing it will maximize the competitive advantage 
potential of the entities. 
 
The Institute, in accord with the academic community, asserts that the 
higher the level of relationship orientation achieved between partners, the 
greater the operational logistics service quality improvements that will be 
enjoyed by all; and as a consequence of this, better economic 
performance.  
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The task of identifying the No 1 relationship driven LSP in the world has 
been one of the most challenging undertaken by the Institute since its 
inception. 
 
Up to now, examination of logistics performance has mainly been focused 
on operational measures. There has been less attention placed on the 
influence of organisational factors, despite the advocated need for greater 
inter-organizational integration among supply chain partners.  
 
Our research examined the influence of relationship orientation in third-
party logistics and its impact on logistics service quality and performance. 
 
RESEARCH CRITERIA: 
 
Addressing the current global business climate, Siobhan Kelly, Managing 
Director of the Institute who was responsible for all secondary research or 
back office work done in conjunction with the programme said, writing in 
the foreword to Institutes White Paper “Relationship Orientation, the 
Critical Factor in Successful Global Logistics” which will be published 
later this year : 
 
“After 10 years work studying the machinations and the workings of the 
outsourced logistics model, we as an Institute together with a great 
majority of academics and thought leaders around the world have finally 
agreed in 2006 what it is that makes great global supply chains work and 
why.  
 
For a long-time we all believed that the key criteria would have to be a 
confluence of operational abilities, which combined added up to the 
essential DNA for the perfect outsourced logistics solution.  
 
We thought that the list would include things like geographical reach, IT 
Support, product knowledge etc, and of course great supply chains are 
built on all these things, but that’s not what makes them work.  
 
In the final analyses the truly great supply chains are built on people and 
their individual and corporate ability to approach each solution with 
passion, and that goes for shipper and Logistics Service Provider alike. 
 
Ms Kelly went on to outline some of the key research criteria identified by 
her team in consultation with the wider academic and logistics community 
which were used to identify the most likely candidates for the title of the 
worlds NO1 Relationship Driven LSP:  
 
“Taking into consideration the broad scope of logistics within the modern 
context permeating every vertical and every corner of the globe, the 
Institute believed that the ideal candidate would be supported by a family 
of offices with very strong working relationships.-A culture of cooperation 
& collaboration must operate between the regions. 
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 When examining this factor in the context of the other criteria, the 
Institute concluded that if the organisation chosen as leading global 
provider had its history in very strong forwarding network it would already 
have established relationships built on mutual respect and profit. As the 
logistics part of the global transport freight revolution took hold, this 
mutuality would serve the organisation well in that its foundation would 
have been built on the basis of developing and nurturing relationships. 
 
 The Institute believed that the ideal candidate could boast long-term 
strategic relationships with its shipper customers. One of the critical 
elements in identifying the best logistics service provider against the 
relationship criteria was to judge the longevity of the relationships that 
they enjoyed in their business.  
 
This criterion gave a very strong indication of the commitment between 
partners, inevitably tested over the years and by virtue of having stood 
the test of time a testament to the quality of the relationship itself and in 
particular to the teams ability to problem solve and recover from the 
inevitable traumas which are part of any relationship. It is these recovery’s 
which do more to deepen relationships more than anything else 
 
The Institute believed that the ideal candidate could demonstrate a long 
history of organic growth and have achieved its global footprint through 
network development rather then just through M&A.  
 
By satisfying this criterion we believed we could do two things. 
 
 Firstly this type of growth is pro-relationship and much more synergistic, 
organizations which develop organically don’t have the same challenges 
with fit and culture that aggressively aggregated organizations have, 
particularly in the post M&A stage and therefore organically grown global 
LSP’s provide a consistency in relationship which is critical in developing 
trust. 
 
And at this time of unprecedented consolidation and aggregation in the 
logistics service provision industry, anecdotal evidence from the shipper 
community would suggest a growing disquiet at the growing challenges 
associated with managing relationships in a constantly changing corporate 
landscape. 
 
In essence executives report that increasingly they cannot be sure that 
they will be dealing with either the same people or the same brands 
through-out the lifetime of a contract in their relationship with their 
current logistics service providers.  
  
This in itself is not negative; the Institute recognises that in the interests 
of scalability and efficiency that this type of growth is both important, 
inevitable and for a large part welcome.  
  
However, as in all things for every action there is an equal and opposite 
reaction, and in this case that reaction has been to undermine the critical 
ingredient in the outsourcing revolution, that of “trust”. 
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So by including” Organic Growth” as one of the criteria, the Institute was 
keen to send a signal to the shipper community that there are providers 
who haven’t come to public attention through aggregation and merger and 
acquisition, but  are privately and steadily getting on with the business of 
developing services in keeping with shipper demand rather than 
shareholder value etc. 
 
Another very welcome by-product of the organically grown model is that 
there tends to be a more long term view on R.O.I.,and in an era when 
LSP’s are as much about winning new markets for their clients as servicing 
existing ones it is important that the LSP can take a longer view than a 
quarter or year: generally speaking publicly quoted or listed LSP’s are very 
results oriented and also very quarterly driven, this can lead to a very 
short term view on a particular account or even a vertical and can lead to 
“rushing” or “dumping” of the more long term projects, some of which 
may actually be growing new verticals for the LSP Industry overall. 

 
The Institute believed that the ideal candidate could demonstrate a 
commitment to good corporate citizenship. If relationship orientation is at 
the heart of an organisation, this will manifest in strong relationships 
between that organisation and its community and will demonstrate itself in 
a strong environmental and sustainability policy. 
 
The right combination of these factors within a business creates a culture 
in which relationship becomes the primary driver. If a company is found to 
be strong in all of these elements of relationship then by deduction the 
overall culture of the organisation will reflect this tradition of relationship 
excellence.  
 
In this analysis great importance is placed on the supposition that the 
organization highlighted would be entirely built on relationships; that at 
the highest executive level the organisation would enjoy strong 
relationship proven over a long period allowing  the Institute to create a 
benchmark identifying a logistics service provider, which has heritage, 
scale, ability and a history of long and lasting business relationships.” 
 

 
About Hellmann Worldwide Logistics 
 
Hellmann Worldwide Logistics, the global logistics network, operates from 
341 cities in 134 countries and employs in excess of 15,000 dedicated 
people to serve our customers worldwide. Hellmann is one of the worlds 
largest privately and family owned logistics provider in operation since 
1871. 

 
Media contact: 
Global Marketing Board  
GMB@hellmann.net 
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About the Global Institute of Logistics 
 
The Global Institute of Logistics is a community of logisticians and supply 
chain professionals drawn from the global business community who support 
the Institutes objectives of creating end-to-end integration and visibility in 
the global supply chain. 
 
The Institute acts as a bridge between the academic world and the world of 
business, educating the global supply chain community on the latest in 
academic thinking while at the same time balancing and correcting the 
various hypothesis emanating from the academic community with the real 
experience of early adopters. 
 
The Institute actively fosters and promotes relationship orientation as its key 
change agent and catalyst in pursuit of these objectives. 
 
Relationship orientation refers to the proactive creation, development and 
maintenance of relationships between global supply chain partners resulting 
in mutual exchange and fulfilment of promises at a profit. 
 
It is the Institutes assertion that the greater the level of relationship 
orientation between stakeholders, the greater the operational logistics 
service quality improvements that will result. 

 The Institute acts in a binary fashion to bring stakeholders together through 
thought leadership. 

This leadership finds expression through RELAY is the Institute’s Official 
Business Quarterly Magazine and www.globeinst.org the Institute’s online 
news and research portal, which archives best practice and also through the 
various Councils chaired and organized by leading professional and 
populated by industry experts.  

  

The Institute promotes logistics in mainstream media  in pursuit of its stated 
aim of achieving board level status for the profession of logistics and supply 
chain. We are an accredited news provider to all of the world’s leading 
search engines including GOOGLE and Yahoo. In the past year, press 
statements issued by the Institute have been accessed more than 500.000 
times on the World Wide Web detailing achievements of the world's best 
3PLs. 

 

Media Contact: 

Siobhan Kelly 

 
              Global Institute of Logistics 

245 Park Avenue 
24th and 39th Floors  
New York, NY 10167 
USA 
 
Tel: (+1) 212 672 1846 
Fax: (+1) 212 792 4001 
 
mediadirector@globeinst.org 
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