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Do you have a practical example?
After the shipping line Delmas was fully 
integrated in CMA CGM we neverthe-
less wanted to maintain our know-how 
in West and East Africa. The result: we 
created cargo track- ing notes, 
which are required 
for imports to cer-
tain  African coun-
tries and which we 
continue to offer our 
customers.

How have relation-
ships between ship-
ping lines and agen-
cies changed in re-
cent years?
Today, there is close 
collaboration and 
open dialogue – in 
contrast to the past. 
We know this cus-
tomer segment well 
and can develop the market together. 
That’s the key to success, as is precise 
knowledge of our clients’ needs.

«We’re a leading 
pharmaceuticals export provider.»

Pharmaceutical products are an impor-
tant niche. How does Brunoni adapt to 
these goods’ special requirements?
We identified the potential of the mar-
ket early on and consider ourselves to 

be one of the leading providers in this 
export segment. Handling is demanding, 
but – our employees are trained, many 
lines are certified and in come cases, for 
Hamburg Süd for instance, we have set 
up our own team. We’re currently seeing 

a trend away from airfreight and more 
towards seafreight.

What’s your company profile?
Our 27 employees and four apprentices 
generate annual sales in the high eight-
digit figure range. We’re delighted that 
virtually all our colleagues remain loyal 
for long periods of service.

And finally – what is your motto?
When things get really tight, we always re-
member our mantra – we enjoy shipping!

What foundations did Oskar Brunoni lay 
for the agency’s activities in 1946?
Our founder Oskar Brunoni used the 
links existing at the time and established 
the company in the then core market of 
general cargo transport. Today, we natu-
rally deal mainly with container services, 
above all in our day-to-day business.

Do you feel that today, 70 years on, you 
live in a similar era of change?
Everything is in motion. In the light of 
brand erosions, 2016 will not be easy for 
any players, particularly not for shipping 
lines. For instance the rates for the trans-
port of various categories of goods, such as 
coffee, are as low this year as never before.

But we’re nevertheless supported by 
Switzerland’s strong position as a place to 
do business. Global traders based in Zug, 
Baar or Geneva, for example, play a major 
role in the business. What’s more, cross-
border transhipments are also on the rise.

You represent a broad portfolio of six 
shipping lines. What is your overall 
 approach to business?
Flexibility remains a key element. We need 
to offer good services, not just transport 
around the world. For instance, the en-
tire field of documentation is becoming 
an increasingly important component 
with added value for our customers. This 
mens that there is no question of us even 
considering the outsourcing of services to 
India or any other popular place for such 
measures. Our clients want Swiss contacts.

Shipping agency O. Brunoni celebrates 70th anniversary

«Everything is in motion»
The shipping business has been in choppy waters recently. Shipping agencies have also been strongly affected by recent changes. 

In an interview with Christian Doepgen, Peter Furian and Nenad Milutinovic, managing directors of the Zurich-based agency 

O. Brunoni, explained their expectations for the financial year and the market challenges and opportunities the currently face.

Nenad Milutinovic and Peter Furian (on the right).
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Jadroagent International | Worldwide shipping agency
Pristaniška ulica 45 | 6000 Koper | Slovenia

E-mail: sales@jadroagent.si  | Phone: +386 5 664 51 00
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Reach your destination faster with us


