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Strategy European Continent – Home Market 

Leadership in Market Segments 

Enlarging our market position in our key markets 

Expanding our presence in Europe 

New Products / Services 

Diversifying our service portfolio  

Reducing dependency from traditional economy 

M&A Strategy 

 Market 

 Process 

 Opportunities 
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European logistics market in 2010 

The European logistics market 
has a volume of 930bn € - one 
quarter of it is the German 
market. 

The outsourcing potential is still 
very high. 

The average growth rate is 
around 5% per year. 

Strategic goal is to benefit from 
this dynamic market. 
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Europe’s Top 10 Logistics have a market share of 12 % 

DHL has only a market share 
of 2.5%. 

The Top 10 have a market 
share of 12% together.  

The average growth rate is 
around 5% per year. 

The market is still highly 
fragmented.  

Strategic Goal is to be part of 
the consolidation process. 
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African and European continents will remain our home markets  

Why going international and participating in fast growing markets?  

Following the Customer 

Industries are going international (resourcing & selling market) 

Focus is on fast growing markets 

Home market will become more competitive  

 

 
Expansion to Emerging Markets 

Expertise can be transferred to emerging markets 

Benefiting from high dynamic and growth potential  

Reliable partners are required 

Opportunities 

 Customers request our services in dedicated niche markets 
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Which Economies are the most dynamic? 

The BRIC countries (Brazil, 
Russia, India, China) are 
supposed to be the most 
dynamic countries in the 
world. 

Brazil, India, Russia will even 
not come closer to the 
leading world economies with 
their current growth dynamic. 

Only China has a strong 
potential to reach the GDP of 
the leading economies like 
the USA and Europe in 20 
years. 

China needs an average GDP 
growth rate of 8% to catch up with 
the world economies in 20 years! 

With only 6% GDP growth rate 
per year they would never catch 

up the leading economies! 
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Foreign Trade is the Driver for Europe’s Industry  

Europe‘s trade volume is 
about 41% of world trade. 

Followed by Asia with 28% 
and North America with 
13%. 

Even not counting the 
intra-regional trade, Europe 
will remain Number one 
with 31% of international 
trade.  
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Example: World automobile market: volume vs. value? 
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Following the customer 


