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Winners of the JUDGED categories of the 2017 Global Freight Awards:

The first issue is to make sure their 
people understand that value and 
price are not the same, because too 
often we allow customers to think of 
them as the same thing. When price is 
the only thing the customer is focused 
upon, everyone loses. 

Value is far more than price. It’s 
the benefit the customer receives, 
and everyone on your team needs to 
start thinking about value. It’s about 
moving the focus away from basic 
service elements to more considered 
elements like routing, planning, and 
additional services.

So what matters isn’t merely the 
freight cost, but the outcome that is 
accomplished.

– Does delivering directly to the 
customer save handling costs at their 
DC?

– Has your loading method simpli-
fied handling and consequently cut 
cost?

– Does your efficiency increase 
their customers’ satisfaction?

It’s outcomes like this that will 
differentiate you. Talking to your 
customers will be invaluable in high-
lighting the things they really value. 
You can filter this feedback into your 
communications.

Undertaking quantitative cus-
tomer research allows you to use 
benchmark indicators that provide 

evidence of the service value levels 
delivered in areas like service, effi-
ciency, and reliability. Once started, 
you can track trends, enhancements 
and performance against targets. All 
this measurement adds more credibil-
ity to the data.

Whatever happens in the added-
value debate, a lack of customer 
satisfaction is a sure-fire way to lose 
them, so be totally and utterly fixated 
on continuous improvement. Solic-

The shipping industry is undergoing an 
evolution as it moves inexorably to a 
technology-centric approach, with the 
advent of groundbreaking technolo-
gies like AI and Blockchain.  

Digital freight forwarders are 
deploying their proprietary technol-
ogy solutions, in a differentiated offer 
for shippers, providing a fast, simple 
and effective experience of shipping 
that they are marketing aggressively. 
And while it may be fair to say that 
traditional freight forwarders have 
been slow to adopt the customer-fac-
ing technologies that would counter 
these new market entrants, it would be 
wrong to suggest that forwarders lack 
innovation.

Forwarders work tirelessly to sup-
port shippers and deliver a lot of value 
to the customers they serve. Yet, with-
out taking effective action to highlight 
that value, the impact of new market 
entrants and technological changes 
will continue to erode confidence in 
the whole sector.

With a limited service, the digital 
players focus on price, may accelerate 
the effects of commoditisation, under-
mining long-term market stability. It is 
possible to counter the impact of com-
moditisation by moving focus from 
price to value, and there are a number 
of tactics that forwarders can deploy to 
demonstrate the value they add.

Your true strength
To counter the potentially commoditizing effects of digitalisation, forwarders need to move 
the focus from price to value – the benefit the customer receives – writes freight and logistics 
marketing expert Paul Kelly

Paul Kelly
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...continued from F3 helps develop relationships, so that 
you can connect on more senior lev-
els that don’t follow simply getting the 
sale. Memorable customer experience 
adds further intangible value, with per-
sonalised service, attention to detail, 
and showing a sense of urgency by 
addressing issues as they arise.

Expertise is added-value too. How-
ever, in order for you to provide value, 
you need to provide a level of advice 
that is significantly higher, more 
sophisticated, and a lot more valuable 
than that of your competition. What 
this means is a higher level of knowl-
edge, wisdom and understanding about 
what it is that you do.

Consider chartered membership of 
the CILT to showcase your knowledge 
and expertise. (Joining the freight for-

warding forum’s a good benchmark 
too!)

It’s not easy to get customers to 
open up about the value of the ser-
vice they receive. But keep pushing 
and you will get feedback you can 
use for testimonials, case studies and 
trade awards.

Paul Kelly is founder of Actualis 
Design & Marketing and has more 
than 20 years’ experience supporting 
business growth in the freight, sup-
ply chain and logistics sectors. He is 
chair of the CILT’s Freight Forwarding 
Forum, and is committed to raising the 
sector’s profile by promoting the pro-
fessionalism of forwarders.

http://actualismarketing.com/

iting honest feedback through F2F 
(face to face) and remote surveys will 
keep your finger on the pulse of your 
customers’ needs and monitor your 
progress in the market.

There are plenty of free online 
survey tools that offer easy-to-use 
templates and reporting.

Forwarders that provide positive 
customer experiences are more likely 
to benefit from repeat purchase, 
referrals, positive reviews, and better 
retention rates.

Consider all touch points, from 
quote to service reviews, and how the 
experience can be enhanced for the 
customer throughout the process.

Building a customer experience 
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TOP STORIES FROM LLOYDSLOADINGLIST.COM
SHIPPERS ADVISED TO LOCK 
IN SEA FREIGHT RATES NOW
Shippers should lock in container ship-
ping rates now or face higher prices 
later this year, according to logistics 
investment analysts Stifel.

Based on conversations with Brian 
Nemeth and Henry Pringle of consult-
ing group AlixPartners, Stifel said box 
rates were likely to trend upwards at 
some point later in the year despite 
being bearish for much of 2018 on 
major trades including Asia-Europe 
and the Asia-US West Coast.

“As Alix helps its shipper customers 
negotiate their contracts, year-to-date 
indications are that the market remains 
soft relative to the same period last 
year,” said Stifel. “For the most part, 
shippers are well-advised to lock in 
a majority of their volumes at cur-
rent levels, as carriers may spend the 
remainder of the year attempting to 
claw back rates and create spot mar-
ket volatility for the remainder of the 
year.”
Published:  Tuesday, 22 May 2018

ROAD FREIGHT PRICES 
RISING RAPIDLY THIS YEAR
European road hauliers’ operating 
costs are likely to increase further in 
2018 as a result of rising fuel prices and 
a truck driver shortage, according to 
the latest quarterly Transport Market 
Monitor (TMM) published by technol-
ogy and consulting group Capgemini 
and cloud-based logistics software 
provider Transporeon, which tracks 
transport market dynamics.

The study also noted that after a 
seasonal recovery in capacity at the 
beginning of the year, in March ship-
pers “once more had significantly 
less free loading space available”, 
while first-quarter (Q1) transport costs 
increased by more than 7% when 
compared to the same period in 2017. 
Published: Wednesday, 23 May 2018

CONTAINER LINES 
PRIORITISE MARKET SHARE 
OVER YIELDS
Fearful of losing market share, con-
tainer line executives are choosing 

lower freight earnings in preference to 
cutting back capacity, according to one 
leading analyst.

Examining the first-quarter (Q1) 
financial results of major carriers, 
when the majority of lines posted neg-
ative earnings, Alphaliner said carriers 
had been faced with difficult strategic 
options.
Published: Wednesday, 23 May 2018

MSC APPLIES BUNKER 
SURCHARGE AMID 30% 
JUMP IN FUEL PRICES
Mediterranean Shipping Co is impos-
ing a bunker surcharge as it battles a 
sharp jump in fuel prices.

“Fuel prices are up more than 30% 
this year, and almost 70% since last 
June. Prices in Europe exceeded $442/
mt last week. With crude oil today 
hovering around $80 a barrel — the 
highest since 2014 — the situation is 
no longer sustainable without emer-
gency action,” the container shipping 
line explained.
Published:  Wednesday, 23 May 2018

Lloyd’s Loading List 4th June 2018
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higher.
“Service issues may get worse 

instead of better, because, with the 
rise of alliances, a high-service carrier’s 
customer cargo may wind up on a low-
service partner vessel, disincentivising 
any investments in service differentia-
tion,” said Stifel. “Contingency planning 
is more important than ever: alternate 
carriers, alternate modes, alternate 
ports of loading.

“Even very large shippers that have 
historically dealt directly with the car-
riers for 100% of their cargo may be 
well-advised to diversify some of their 
business with freight forwarders, who 
have access to the entire global oper-
ating fleet.”

Stifel also said that the increased 
deployment of ultra-large 13,000+ TEU 
vessels was adding to strain on port 
and terminal infrastructure, leading 
to yet further potential disruption for 
shippers, while the impact of protec-
tionist trade policies still threatened to 
dampen demand.

“At the beginning of the year, fore-
casts had been calling for a more 
balanced capacity environment, but 
part of that rested on an assumption 
of  around 5% trade growth,” said Stifel. 
“As it stands, protectionist rhetoric 
could have as much as a 2.5% negative 
impact on the trade outlook, meaning 
a 50% reduction in forecasted global 
container flows.”

Shippers should lock in container ship-
ping rates now or face higher prices 
later this year, according to logistics 
investment analysts Stifel.

Based on conversations with Brian 
Nemeth and Henry Pringle of consult-
ing group AlixPartners, Stifel said box 
rates were likely to trend upwards at 
some point later in the year despite 
being bearish for much of 2018 on 
major trades including Asia-Europe and 
the Asia-US West Coast.

“As Alix helps its shipper customers 
negotiate their contracts, year-to-date 
indications are that the market remains 
soft relative to the same period last 
year,” said Stifel. “For the most part, 
shippers are well-advised to lock in 
a majority of their volumes at cur-
rent levels, as carriers may spend the 
remainder of the year attempting to 
claw back rates and create spot market 
volatility for the remainder of the year.”

As reported in Lloyd’s Loading List, 
liner reliability continued to decline in 
the first quarter (Q1) of 2018, and Stifel 
said the trend should be a major factor 
in shipper ocean contracting strategies.

“Spot rate volatility and dwindling 
service reliability are making things 
difficult for shippers, and multi-carrier 
strategies and greater use of freight 
forwarders are an effective way to 
meet some of these challenges,” said 
the analyst.

Where possible, it advised shippers 
to avoid the traditional single carrier 
spot rate strategy and instead adopt a 
multi-carrier strategy to help avoid the 
impact of void sailings and slow steam-
ing as lines seek to soak up excess 
capacity and drive fleet utilization 

Shippers advised to lock in sea 
freight rates now
Rates volatility and falling service reliability this year mean cargo owners should use multi-
carrier strategies and greater use of freight forwarders, analysts say, reports Mike King
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European road hauliers’ operating costs 
are likely to increase further in 2018 
as a result of rising fuel prices and a 
truck driver shortage, according to the 
latest quarterly Transport Market Moni-
tor (TMM) published by technology 
and consulting group Capgemini and 
cloud-based logistics software provider 
Transporeon, which tracks transport 
market dynamics.

The study also noted that after a 
seasonal recovery in capacity at the 
beginning of the year, in March shippers 
“once more had significantly less free 
loading space available”, while first-
quarter (Q1) transport costs increased 
by more than 7% when compared to the 
same period in 2017.

“We see a direct correlation with the 
rising fuel and driver shortage across 

Europe,” said Capgemini’s supply chain 
manager Lars Vitters. “Add to this the 
expected salary increases of drivers 
which are being negotiated across 
Europe. We therefore expect transpor-
tation costs will further rise throughout 
the year.”

Compared to Q1 2017, the TMM’s 
capacity index value was 2.4% lower 
this year.

Turning to rates, the TMM price index 
showed a decrease of 14.7% compared 
to the peak season fourth quarter of 
2017. Within the quarter, the index 
followed “a declining, but fluctuating 
pattern,” with January down 9.3% on 
December 2017 and February dropping 
8.3% on the previous month. In contrast, 
March was up 7% on February.

 And in a year-on-year comparison to 

Q1 2017, the price index increased by 
7.1%.

“This (increase in rates, year on year) 
could indicate expectations of the 
service providers that capacities will 
again become scarcer during the year, 
as they already did in 2017,” explained 
Transporeon’s director of business 
development Oliver Kahrs. “This 
assumption is supported by our most 
recent internal figures, as well as by 
statements of the European Commis-
sion, which continue to forecast robust 
economic growth in Europe.”

The TMM’s diesel price index was 3% 
higher than both the previous quarter 
and Q1 2017, while its European trade 
flow index, which monitors the volume 
of commercial activity, is expected to 
show an increase of 7.7% on Q1 2017.

Road freight prices rising rapidly 
this year
European hauliers’ operating costs set to continue increasing amid fuel inflation and driver 
shortages and wage negotiations., reports Stuart Todd

Shutterstock.com



When a long, tall or heavy product is delivered by Wallenius Wilhelmsen Ocean,  
it’s not just another handover. It’s the last in a series of tailor-made solutions 
designed to perfection. It’s about providing the right vessels and specially 
designed equipment to enable smooth transitions between land and ocean. 
And it’s about combining decades’ worth of handling expertise with a truly 
global network. Whether you need reliable shipping from A to B or door-to-
door solutions, we work with you to create value at every handover.

Through this approach we help our customers reduce transport risks and increase delivery precision. 
Find out more about how we can create value together at bit.ly/WWLcustomercases
For quotes and enquiries please contact us on: +44 (0)2380 237 711 | UK@2wglobal.com

CREATING 
VALUE 
AT EVERY 
POINT OF 
TRANSFER



Always at your side. 
We learned a long time ago that above all, customers need a 

friend. Someone with the personal concern needed to take extra 

care, and who delights in pleasing you. That kind of relationship 

is built up over a long time. It requires personnel continuity on 

the part of the carrier – meaning a low staff turnover. It takes 

commitment on the part of the shipper too. Hamburg Süd  

treasures that kind of relationship. How about you? 

www.hamburgsud-line.com

A friend in the business.
Hamburg Süd.

No matter what.

MANCHESTER HEAD OFFICE   QUOTATIONS   BOOKINGS
Latin America / Caribbean   +44 (0)161 873 6923   +44 (0)161 873 6905
USA – East Coast   +44 (0)161 873 6592   +44 (0)161 873 6584
USA – West Coast   +44 (0)161 873 6566   +44 (0)161 873 6955
Mediterranean   +44 (0)161 873 6921   +44 (0)161 873 6576
India, Pakistan and Middle East   +44 (0)161 873 6934   +44 (0)161 873 6572
Australia / New Zealand   +44 (0)161 873 6923   +44 (0)161 873 6916
Far East Import / Export  +44 (0)161 873 6577 / 6581  +44 (0)161 873 6576
Non Far East Imports  +44 (0)161 873 6913 / 6951

SCOTLAND
Hamburg Sud (Glasgow)
+44 (0)141 332 9777

NORTHERN IRELAND
G. Heyn & Sons Ltd (Belfast)   
+44 (0)2890 350000

REPUBLIC OF IRELAND
International Maritime Agencies (Dublin) 
+353 (1) 832 0709
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Impact of logistics disruptors 
‘overstated’
Existing major freight players are already developing best-in-class internal systems, concludes 
Barclays’ study, reports Stuart Todd & Will Waters

requirements, fast growth, and tech-
nology-driven innovation” who stand 
to gain significant market share from 
incumbents with much lower margins.

“However, we find many of the cur-
rent large logistics stocks to be driving 
innovation in the sector, with com-
panies such as XPO, C.H. Robinson, 
Expeditors and J.B. Hunt all developing 
and improving upon internal systems, 
arguably best-in-class for each busi-
ness,” it said.

With disruption fears often centred 
on the threat of an ‘Uber for freight’, 
including from the eponymous com-
pany itself through its Uber Freight 

business, Barclays Research compared 
the economics of the ridesharing plat-
form to the margins of established 
truck and freight brokerage firms.

“The results were surprising, with 
Uber gross margins (sell versus buy 
rates) similar to those of domestic US 
freight brokers, suggesting that a loss-
leader type market share strategy from 
a disruptive start-up may not be on the 
horizon anytime soon.”

It continued: “Productivity is clearly 
higher for a ridesharing platform, 
but we note the business-to-business 

A US-based market analyst has joined 
the fierce debate about the impact 
of disruption in the logistics sector, 
playing down the likely role of new 
entrant disruptors and concluding that 
the existing major freight players are 
already doing a good job developing 
best-in-class internal systems that can 
compete with any new players.

In its paper, ‘Debating Freight 2018’, 
Barclays Transportation Research 
noted that many investors fear today’s 
current logistics providers could be 
‘disintermediated’ by future ‘disrup-
tive’ new software platforms, with 
their “high-returns, limited-asset 

Shutterstoc.k.com
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often repeated”, to believe that legacy 
forwarders are not innovative. “They 
have been implementing, adapting and 
evolving technology for decades and 
will survive this latest turmoil,” Walker 
added.

“Forwarders already replicate much 
of what the digital forwarders are doing 
with online quoting and booking, track 
and trace, and supply chain analytics.”

During the debates, digital-driven 
players such as iContainers and Freigh-
tos claimed that as the “Millennial” 
generation increasingly makes freight 
purchasing decisions, the proportion 
of “transactional” freight that requires 
little human input will be managed 
electronically.

But traditional forwarders, accept-
ing that some freight would go that 
way, argued that a significant propor-
tion of freight and its customers would 
remain available for some time to tradi-
tional players. And Walker said existing 
players were capable of adapting.

Walker concluded: “There is no doubt 
that global transportation is undergoing 
profound change, and freight forward-
ing will look very different in five or 10 
years. The most exciting technologies 
will be those that arrest commoditisa-
tion and add value for carriers, shippers 
and forwarders. The industry is awash 
with data and technologies like Block-
chain that are capable of offering a 
positive future vision.”

nature of the freight brokerage business 
requires significantly higher ‘touch ser-
vice’ compared to a consumer hailing a 
taxi. Further, returns in the business are 
at or even above levels achieved over 
a decade ago, as incumbents leverage 
technology-driven efficiencies.”

Barclays Research underlined that 
investors often cite superior employee 
productivity and greater transaction 
volume at Uber as cause for concern. 
But the study highlights “the drastic dif-
ference” in average transaction price 
with Uber’s being $9 versus $1,000+ for 
freight.

It also said the importance of 
employee productivity on operating 
profitability was very different for the 
passenger and freight models.

Barclays Research concluded: “We 
understand the market remains cau-
tious on the long-term return potential 
in the sector given fears around new 
entrant disruption, but with companies 
like Expeditors driving an industry-
leading technology solution, we think 
concerns could be a bit overstated.”

The topic was the subject of fierce 
debate during discussions at last 
month’s Multimodal event in the UK. As 
reported in Lloyd’s Loading List, a simi-
lar view was also articulated by SWG 
Global founder Steve Walker, a former 
DSV board director and founder of SBS 
Worldwide, who believes the idea that 
‘digital’ freight forwarders will take 
over the market is a delusion, despite 
the billions being invested into them 
by investors. He argued that digital 
‘disruptors’ face the same problems 
as traditional freight forwarders, with 
digital-only solutions often ineffec-
tive when space tightens and deals are 
required to secure capacity.

Walker continued: “The ‘digital’ for-
warders are forwarders, just the same 
as all the rest − which means that 
they are serving businesses that will 
judge their service not by its market-
ing or interface but by its reliability 
and cost.” He claimed it was “a mistake, 

Shutterstock.com



Europe, Middle East and AfricaSTATISTICS
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Box rates
Freight rates published on these pages come from 
the China Containerised Freight Index (CCFI) which 
is collated and published by the Shanghai Shipping 
Exchange weekly. The prices shown are all-in rates 
reflecting actual spot and contract prices for the 
entire shipping route, as opposed to the port-to-port 
rate graphed on the front cover. The percentages 
shown here reflect changes over the previous week. 
These figures, in common with all others on the 
following pages, are correct on the Wednesday prior 
to publication.

Port statistics
Port volume statistics are collated by Lloyd’s List 
Intelligence and relate to 2016. Some are estimates.

Manufacturing PMI
Purchasing Manager Index (PMI) data is published 
monthly by Markit Economics and HSBC. All PMIs here 
relate to manufacturing, other than the UAE's which is 
a composite PMI.

 A PMI in excess of 50 is often considered indicative of 
economic growth.

A NOTE ON THE NUMBERS

CHINA  
TO W.E. AFRICA

$631

Top 10 Euro/Middle East ports teu

1  Dubai 14.8m

2  Rotterdam 12.4m

3  Antwerp 10m

4  Hamburg 8.9m

5  Bremerhaven 5.5m

6  Algeciras 4.8m

7  Valencia 4.7m

8  Khorfakkan 4.3m

9  Felixstowe 4m

10  Jeddah 3.9m 0.3%

3.8%

CHINA  
TO S. AFRICA

$677

-2.8%

3.3%

UAE
PMI: 55.1

Russia
PMI: 51.3

UK
PMI: 53.9

Germany
PMI: 58.1
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CHINA  
TO EUROPE

$1024

CHINA  
TO MED

$1043
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Liverpool 
0151 519 0770

Manchester 
0161 834 6444

Hull 
01482 325781

Felixstowe 
01394 285 591

London 
01375 888 192

Plymouth 
01579 563980

E X P E R T S  I N 

SHIPPING AND 
LOGISTICS 

S I N C E  1 8 3 3

www.johngood.co.uk  |  shipping@johngood.co.uk

Worldwide Import and  
Export Consolidation 

Services

0161 639 0143

sales.uk@nvoconsolidation.com

www.nvoconsolidation.com

Freight Forwarding 
Liner & Port Agency 

Airfreight    •    Road Haulage    •    Customs Clearance

Call 0845 272 2456 or visit www.cardinalmaritime.com

Land, Sea 
or Air!
Whatever kind of freight 
you have, we’ve got 
it covered! 
Find out about our 
new Air Freight & 
Road Freight services.

WIN A WORLD CUPFOOTBALL SHIRT!
See cardinalmaritime.com for details.

www.cardinalmaritime.com

Cardinal Lloyds ad 120x180 May 2018.indd   1 08/05/2018   16:43
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Asia and AustralasiaSTATISTICS

China
PMI: 51.1

CHINA TO  
AUSTRALIA/NZ

$811

CHINA  
TO S.E ASIA

$663

CHINA  
TO KOREA

$613

Top 10 Asian ports teu

1  Shanghai 37.1m

2  Singapore 30.9m

3  Shenzhen 24m

4  Ningbo 21.6m

5  Busan 19.9m

6  Hong Kong 19.8m

7  Guangzhou 18.9m

8  Qingdao 18m

9  Tianjin 14.5m

10  Port Klang 13.2m

-1.7%

-1%

-1.1%

1.3%

India
PMI: 51.6
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AmericasSTATISTICS

US
PMI: 56.5

CHINA TO  
US WEST COAST

$651

-0.9%

CHINA TO  
S. AMERICA

$530

CHINA TO  
US EAST COAST

$852

Brazil
PMI: 52.3

-3%

2.7%

Top 10 Americas ports teu

1  Los Angeles 8.9m

2  Long Beach 6.8m

3  New York/New Jersey 6.3m

4  Savannah 3.6m

5  Seattle/Tacoma 3.6m

6  Santos 3.4m

7  Colon 3.3m

8  Vancouver 2.9m

9  Balboa 2.8m

10  Virginia 2.7m

1
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Please visit our website for our 
current sailing schedule

www.tgfml.com
Greenhithe:         +44 (0)845 337 6500               Dublin:             +353 1 401 6732                    Manchester:   +44 (0)1706 694200
Basildon:            +44 (0)1268 530199                Edinburgh:       +44 (0)131 317 8000              Sheffield:        +44 (0)114 261 1133
Birmingham:       +44 (0)845 337 6595               Exeter:              +44 (0)1392 362122               Stoke:             +44 (0)1782 664898
Bridgend:            +44 (0)1656 864885                Heathrow:        +44 (0)845 337 6400              Sunderland:   +44 (0)191 516 6555
Dover:                  +44 (0)1304 211399                Halifax:             +44 (0)1422 230509                                       

SERVICES: USA - MIDDLE EAST - FAR EAST - AUSTRALASIA - SOUTH AMERICA - ISRAEL - MAURITIUS - EUROPE 

offices also in Shanghai, Mumbai, Delhi, Chennai, Bangalore and Kolkata



Award winning rail freight haulage

To see what Freightliner can do for 
you, please contact:

enquiries@freightliner.co.uk 
+44 (0)207 200 3974

www.freightliner.co.uk
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TRADE HUB

  Pakistan  
Pakistan is a developing market with a 
young and growing population of around 
186 million.
About 55 million live in urban areas. It’s 
estimated that Pakistan’s cities generate 
up to 78% of national Gross Domestic 
Product (GDP), with Karachi alone con-
tributing about 20%. The growing/ 
aspirational middle class has an appetite 
for creative, innovative and high quality 
goods and services.
Pakistan is ranked 128th by the World 
Bank in its Ease of Doing Business Index, 
higher than India and Bangladesh.
www.gov.uk

FEATURED DESTINATION SPONSOR

ECU Worldwide UK Ltd
Woodside Road
Eastleigh
Southampton 
SO50 4ET

 : +44 (0)2380 626500
@ : uksales@eculine.com

 : www.ecuworldwide.com
   
Karachi 
ECU Worldwide. Market leaders for ISC offering 
comprehensive wholesale sea freight services 

• Weekly direct LCL Import service ex Karachi to  
  Felixstowe. Transit 21 days 
• NEW Fortnightly direct LCL Export service to Karachi.  
  Transit 23 days
• Fast unpacks – Container KPI to devan with 48 hours  
  of container discharge 
• Offering competitive door delivery services and  
  customs clearances
• Competitive FCL services

  
  
 

 

DESTINATION FOCUS

UK exports to 
Pakistan (2017)

£686 million

UK imports from 
Pakistan (2017)
£1.2 billion
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