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Abstract 

 
Bachelor thesis in Logistics Management, School of Management and Economics, Växjö 
University, EKL 361, Spring 2006-05-24 
 
Authors: Jesper Ericsson, Olov Nordgren, Henrik Frick 
Tutor: Åsa Gustafsson/ Helena Forslund 
Examiner: Helena Forslund 
 
Title: Road cabotage in the Swedish haulage industry  
 
Author supplied keywords: Transportation, European Union, Haulage Company, Road 
Cabotage, Five Forces Model and Generic Strategies. 
 

Background: In 1998 the European Union introduced the concept of free road cabotage. The 
concept implies that haulers from different Member States are allowed to perform domestic 
transportation in another Member State as long as it is conducted on a temporary basis. The 
introduction of cabotage has given rise to new competitive conditions on domestic markets 
within the European Union. Not all haulage companies within the European Union have the 
same competitive prerequisites. Swedish haulers have a high cost structure in comparison 
with foreign haulers and therefore it is interesting to see how they are affected by cabotage. 
 
Research Questions: 

 

o How do Swedish haulers perceive cabotage in their industry and how do they 
manage it today? 

 
o Which improvements can be achieved strategically to sustain and/or improve 

Swedish haulers’ competitive situation towards foreign haulers?  
 
Purpose: The objective of this bachelor thesis is to investigate how Swedish haulers’ are 
affected by competition concerning road cabotage. Depending on how they are affected by 
road cabotage we also intend to present strategic improvements that can sustain and/or 
improve their competitive ability.  
 
Methodology: Survey on three haulage companies 
 
Theoretical Framework: For our first research question we have chosen to present the 
concept of cabotage to enlighten readers. To be able to understand what characterises the 
Swedish haulage industry we have chosen Porter’s Five Forces Model as a foundation. The 
results from the Five Forces Model are used as inputs to the theories concerning Porter’s 
generic strategy. 
 
Conclusions: Through this bachelor thesis we have concluded that Swedish haulers are in 
different ways affected by road cabotage. Depending on their type of business, they are more 
or less affected by cabotage. Through differentiation Swedish haulers can sustain and improve 
their competitive situation. The differentiation should be focused on issues regarding markets, 
customers, and specific service characteristics that are difficult for foreign competitors to 
imitate.    
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1 Introduction 

 

“Know the enemy and know yourself; in a hundred battles, you will never be defeated. When 

you are ignorant of the enemy but know yourself, your chances of winning or losing are 

equal. If ignorant both of your enemy and of yourself, you are sure to be defeated in every 

battle” 1 

 

The knowledge that an organisation may gain from this famous ancient quote is the 

importance of self awareness and the understanding of competitors’ actions. If the 

organisation knows its own strengths and weaknesses as well as their competitors’, they will 

be successful.  

 

1.1 Background 

 

To remain competitive in an industry it is important to be aware of changes and developments 

that affect the industry. One industry that has gone through changes during its thousand year 

old history is the transportation industry.  

 

Mankind has for thousands of years been transporting goods through the use of waterways 

and by land. The different modes have evolved along with the technological development and 

today there are five main modes of transportation. These are shipping, rail, pipeline, airfreight 

and road. The different modes of transport are cost efficient depending on the type of goods 

being transported. Transports by sea are cost efficient due to the large storage capacity and the 

low variable costs during transportation.2 An alternative to transporting large amount of goods 

by sea is to use the second most cost efficient transportation mode, i.e. the use of railway3.  

The most expensive mode of transport is the use of air freight. Goods transported by air 

freight are usually of high value, thus making the variable cost per transported unit not of 

greatest importance for the transport buyer.4 The pipeline movements in Europe are not worth 

                                                 
1 Tzu, 1998, p. 26  
2 Lumsden, 1998, p. 138 
3 Lumsden, 1998, p. 103 
4 Lumsden 1998, p. 168 
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mentioning in this context, since the amounts of goods through pipelines are very small5. The 

fifth mode of transport is the one by road. Transportation by road has increased dramatically 

during the last 25 years. The reason for this is mainly the increased demands for fast and 

effective transports. The use of road transport enables transportations to be carried out from 

door to door, which reduces the need for changing mode of transport during the 

transportation.6 In Sweden, the relationship between the main modes of transport can be 

illustrated by the following figures; shipping approximately 3 percent, rail approximately 15 

percent and road approximately 82 percent7.  

 

The competition between the different modes is based on the value of the transported goods. 

Hence, rail and shipping are competitors since they carry goods with the same average value. 

Road and rail do not compete head on since they generally carry goods with different average 

value. Transports by air compete with road transport on shorter distances.8 Much of the goods 

intended for airfreight are in fact transported by road because of the time consuming terminal 

handling within air transports.9   

 

In 1951 the European Union was established and through the European Act of Unity in 1986, 

the establishment of the free market within the European Union saw its first light. The free 

market was further developed through a program in the white book. The main issue of the 

white book was the insurance of free movement of services and capital among the Member 

States. To enable this, the European Union had to remove barriers and one of these was the 

barrier concerning the right of establishment.10 Sweden was accepted as a Member State of 

the European Union in 1995, thus having to comply with the policies within the union.11 

 

As a consequence of the free movement of services within the European Union, free road 

cabotage was established in 1998. The term cabotage is originally derived from shipping, and 

today it is used in every mode of transport with the exception of rail and pipeline. Cabotage is 

commonly used to describe domestic transportation carried out by foreign transport 

                                                 
5 Lambert, Stock, Ellram, 1998, p. 226 
6 Lumsden, 1998, p. 87 
7 Internet 1 - www.akeri.se 
8 Enarsson, 2006, p. 48 
9 Lumsden, 1998, p. 185 
10 Bernitz, Kjellgren, 2002, p. 13f 
11 Bernitz, Kjellgren, 2002, p. 19 
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organisations.12 The establishment of road cabotage in 1998 gave haulers within the European 

Union the opportunity to operate domestic transportation in foreign countries13. This is 

possible with a purchase of a licence which gives the foreign hauler permission to operate on 

other domestic markets14. The expansion of the European Union in 2004 made it possible for 

haulers in countries like Poland, Estonia and Latvia to compete on the market within the 

European Union with their services15. 

  

1.2 Problemizing 

 

Cabotage concerning road transport has contributed to unequal competitive conditions, mainly 

as a result from the introduction of east European haulers, on the European road transport 

market. This is evident in the Swedish haulage industry, since the cost structure of Swedish 

haulers is much higher than its counterparts in Eastern Europe.16   

 

The introduction of road cabotage in the European Union has both a positive and a negative 

side. Road cabotage coincides very well with fundamental statements within the European 

Union, i.e. the free movement of goods, services, people and capital. The negative aspect 

concerns the issue that, from a competitive point of view, not all member states have the same 

basic conditions and thus they do not compete on the same terms.17  

 

The main problem with the perception of road cabotage among Member States is the unclear 

definition of the concept given by European Union. The unclear element concerning the 

definition is that road cabotage is defined as transportation carried out on a temporary basis. 

The main question is; what is a temporary transport? According to some member states there 

is a need for clarification of the concept of temporary cabotage. The Swedish authorities point 

out that the current definition is of little help, since it is very hard for the judicial system to 

determine whether or not there has been a violation of the concept of cabotage.18  

 

                                                 
12 Lumsden, 1998, p. 172 
13 Internet 2 – www.akeri.se 
14 Björklund, Tjäder, Wiberg, 2000, p. 29 
15 Enarsson, 2006, pp. 34 
16 Enarsson, 2006, pp. 32 
17 Enarsson, 2006, p. 35 
18 Ecorys Transport, 2004 p. 41 
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There has been a great increase in foreign haulers operating on the Swedish transport market 

since the establishment of free road cabotage. Between 2000 and 2003 Estonian licences have 

increased by 157 percent, Lithuanian by 267 percent and Latvian by 390 percent.19 These 

three countries are however not allowed, according to the Swedish government, to perform 

free road cabotage until earliest 2008 on the Swedish transport market.20 The increase of 

foreign haulers operating in Sweden is the result of differences in cost structures and other 

non-harmonised rules within the European Union. For haulage companies, the highest costs 

are the wages of its drivers. These wages differ among haulers in different member states, 

thus making the competitive situation difficult for certain member states such as Sweden. 

When comparing the drivers costs as a percentage of the total cost between Swedish (41, 5 

percent) and Polish haulers (24, 9 percent) the differences are substantial. The aim of the 

European Union is to eliminate any competitive barriers that inhibit the free competition 

within the Union.21 However, there are some issues that are not governed by the European 

Union. As mentioned above there are differences in wages between haulers in different 

countries. The wage policies are not administrated by the Union, since it is considered to be a 

matter of national self governs.22  

 

Another issue that affects the cost structures between haulers in different member states is 

fuel taxes. The European Union states that membership countries shall have a minimum tax 

fee on diesel fuel. However each member state has the right to set a higher level on the tax 

fee, which is the situation in Sweden who has high taxes on fuel as a result of environmental 

concern.23 Furthermore the haulers in Sweden are subject to harder control since the 

applications of some EU rules are stricter in Sweden. Foreign haulers are more often excluded 

from the penalties that they should receive in Sweden.24 

 

After the introduction of road cabotage, Swedish haulers compete on a market with seemingly 

different competitive prerequisites, i.e. different cost structure.25 This is a situation the 

European Union has created and hence the problem should be solved at this level through 

harmonisation. However as we stated above, the Union does not intervene in what it regards 

                                                 
19 Enarsson, 2006, p. 35 
20 Internet 3 – www.akeri.se 
21 Björklund, Tjäder, Wiberg, 2000, p. 17 
22 Björklund, Tjäder, Wiberg, 2000, pp. 17 
23 Björklund, Tjäder, Wiberg, 2000, p. 30 
24 Björklund, Tjäder, Wiberg, 2000, p. 20 
25 Internet 4 – www.akeri.se 
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as national concerns. The Swedish government cannot deny foreign competition as a result of 

its membership in and the acceptance of the European Union. At the present Swedish tax 

policies are relatively higher than other member states. This results in as we stated that 

Swedish haulers get a higher cost structure then many of its foreign competitors.  

 

As we have stated above, Swedish haulers do not compete on the same competitive terms as 

haulers from other Member States. The introduction of free road cabotage has given foreign 

haulers, especially haulers from Eastern Europe, a competitive edge over Swedish haulers on 

the European transport market. This coincides well with Michael E Porter’s generic strategies 

and in particular his theory regarding cost leadership, which states that the organisation that 

can provide the goods or services at the lowest cost will obtain cost leadership on the topical 

market.26  

 

How is cabotage perceived in the Swedish haulage industry today and what can be done to 

sustain or improve Swedish haulers’ competitive position on the European Union’s internal 

transportation market. This has led us to the following two research questions regarding our 

thesis. 

 

1.3 Research questions 

 

o How do Swedish haulers perceive cabotage in their industry and how do they 

manage it today? 

 

o Which improvements can be achieved strategically to sustain and/or improve 

Swedish haulers’ competitive situation towards foreign haulers? 

 

 

 

 

                                                 
26 Gaik Eng, 1994, p. 43 
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1.4 Research objective 

 

The objective of this bachelor thesis is to investigate how Swedish haulers’ are affected by 

competition concerning road cabotage. Depending on how they are affected by road cabotage 

we also intend to present strategic improvements that can sustain and/or improve their 

competitive ability. 

  

1.5 Delimitation 

 

For this bachelor thesis we have focused on haulage companies that employ more than 20 

people. The reason for this is that we do not believe that small haulage companies have the 

same strategic awareness as do larger companies. Furthermore we have chosen to focus on 

companies situated in or near port areas. Studies have implied that these companies are more 

likely to be affected by cabotage. 
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2 Methodology 

 

2.1 Scientific point of view 

 

Positivism and hermeneutics are two scientific approaches which propose different rules and 

guidelines for scientific research work27.  

 

The positivistic approach to research has the same goals as natural sciences when it comes to 

objectivity, i.e. the researcher must keep his or her distance and maintain impartial towards 

the research objective. If research is conducted according to these principles the results can be 

considered genuine, precise, and as exhaustive laws for human behaviour. This implies that it 

is possible to generalise the results from one observation so that statements can be made about 

the population as a whole.28    

 

The hermeneutic approach emphasizes the importance of interpretation29. As oppose to 

positivism, the hermeneutic approach allows the researcher to be involved directly in the 

research process. Hermeneutic researchers prefer more qualitative methods like for example 

participating observations and focused interviews. 30 The hermeneutic view claims that an 

objective approach to research is impossible to maintain and is not desirable in all situations. 

The goal with hermeneutic research is to interpret and understand the studied phenomenon.31    

 

Concerning this thesis we have chosen a positivistic approach and our ambition is to remain 

completely objective during our empirical data collection. Furthermore we want to be able to 

generalise our results. The hermeneutic approach suggests interpretation which might result in 

that our values and believes affects the outcome of the research.  

 

                                                 
27 Thuren, 2003, p. 14 
28 May, 2001, p. 20 
29 Mårtensson, Nilstun, 1988, p. 37 
30 May, 2001, p. 26 
31 Lundahl, Skärved, 1992, pp.44 
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2.2 Scientific approach  

 

Induction and deduction are two ways of reaching a conclusion. Inductive research is 

concerned with creating new theories in contrast to deductive research whose primary aim is 

to test existing theories.32  

 

The inductive approach presupposes a quantification of empirical data from which 

conclusions are drawn33. The following example illustrates the inductive approach: All human 

beings known through the history of mankind have been mortal, I am a human being, and 

therefore I am mortal.34  

 

The deductive approach implies that conclusions are derived from the prerequisites that are 

presented in the research35. The deductive approach is illustrated through the following 

example: All human beings are mortal, I am a human being, and therefore I am mortal.36 

Deduction implies reaching a logical conclusion. The conclusion is considered valid if it is 

logically coherent. This means that a deductive conclusion does not have to be coherent with 

reality, it just have to be logically coherent with the prerequisites.37  

 

We have based this thesis on a deductive approach, since we are basing our research on 

relevant existing theories. Our ambition is not to establish new theories through our empirical 

research; therefore we will not base this thesis on an inductive approach.   

 

                                                 
32 Gummesson, 2000, p. 64 
33 Thurén, 2003, p. 19 
34 IBID 
35 Mårtensson, Nilstun, 1988, p. 21 
36 Thuren, 2003, p. 23 
37 IBID 
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2.3 Scientific method 

 

When conducting research there are mainly two methods to choose from, qualitative and 

quantitative. The methods are best suited for different research situations and they both have 

their pros and cons. The choice of which of the two methods to use is usually based on the 

research question.38 Another way to diverse between the two methods is to look at the data 

that is to be collected during the research. Qualitative research uses data in the shape of 

values, attitudes, and perceptions. The quantitative method uses data that can be quantified, 

and from that quantified data conclusions can be drawn.39 

 

The basic difference between the qualitative and the quantitative method lies in how the 

collected data is handled and analyzed. In quantitative research the data is transformed into 

numbers and then statistically analyzed, while qualitative research bases its analysis on the 

researchers’ understanding and interpretation of the collected data.40 

 

A Qualitative method gives the researcher a holistic picture of the situation, whereas the 

quantitative method gives a representative picture of the population from observing a part of 

the population. Furthermore the two methods differ in how the observations are structured. 

The quantitative method represents a highly structured observation, whereas the qualitative 

method offers a more flexible approach to conducting observations. In a qualitative 

observation the researcher must be flexible towards how the respondent acts so he can follow 

up answers with relevant questions or if he or she has to correct some questions during an 

interview. The strength in having a highly structured observation lies in the ability to 

generalize the results to be valid for a larger population. When gathering information 

concerning the research the quantitative method does this in a manner characterised by 

distance and selection. The qualitative method gathers information close to the respondent to 

get a picture of the respondent’s person and his or hers situation.41 

 

Our thesis is based exclusively on a qualitative approach. We have chosen the qualitative 

approach since we sought comprehensive information concerning a small number of 

                                                 
38 Holme,  Solvang ,1997, p. 75 
39 Lundahl, Skärved, 1992, p. 82 
40 Holme, Solvang, 1997, p. 76 
41 Holme, Solvang, 1997, pp. 78 
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respondents. A quantitative approach demands statistical analysis, which we chose not 

conduct in this thesis since the thesis is concentrated more on qualitative data. 

 

2.4 Research strategy 

 

There are several research strategies to use when performing research. These are experiment, 

case study, survey, history, and archival analysis.42 The case study and the survey are most 

appropriate for our chosen research objective and will therefore be explained as follows.  

 

When only one or a few objectives are to be examined it is usually done through a case study. 

Through this the examination of the objective is more thoroughly done and in several 

dimensions. The purpose of a case study is often to formulate hypothesis, develop theories, 

illustrate and exemplify. The case study can also be used to develop and test theories.43 

 

A survey is a non-experimental research method which is applied through a random sample of 

the population. The purpose of the survey is primarily of a describing or an explanatory 

character. When conducting a survey, the researcher does not manipulate nor does he 

standardize during his or her work and has limited control options. A weakness when 

conducting a survey is that the data collection only occurs once at each occasion, this limits 

the ability to form a comprehensive explanation of the phenomena.44  

 

For this thesis we chose to do a survey during our research. During our empirical data 

collection we have interviewed respondents at three different haulage companies. This results 

in a survey, since we cannot conduct a more thoroughly examination at every research 

occasion.  

 

                                                 
42 Yin, 2003, p. 5 
43 Lundahl, Skärvad, 1992, p. 151 
44 Rosengren, Arvidson, 2002, pp. 278 
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2.5 Data collection  

 

We have used two types of data collection, secondary and primary. Secondary data is the use 

of theoretical data and the primary data is the use of empirical studies. The data collection 

section is divided into two parts, theoretical and empirical. 

 

2.5.1 Theoretical data 

 

The theoretical data is the use of secondary data, i.e. the use of books and scientific articles. 

We have experienced difficulties in finding relevant peer reviewed material regarding road 

cabotage and specific competitive strategies for haulage companies. Keywords for secondary 

data: “road cabotage”, “competitive condition and road cabotage”, “haulage industry and road 

cabotage”, “haulers and cabotage”, “EU and cabotage”, “cabotage and transport strategy”, 

”cabotage”, “Eastern European haulers and cabotage”, “porter generic strategy haulage”, 

“competitive transport strategies”, “porter generic strategies”, and “five forces model”. 

 

2.5.2 Empirical data collection 

 

Our empirical data was collected through interviews. An interview is a method where data is 

collected through a dialog between the data collector/interviewer and a person. The 

interviewer receives data through the questions that he or she presents during the dialog. The 

answers that the interviewer receives during the dialog will be the raw data of the research.45  

 

A common way to separate different types of interviews is to study the degree of 

standardisation. If the questions and the order of the questions have been established in 

advanced the interview is regarded as standardised. The formulation of the questions and the 

order of the questions are the same during all of the interviews. A Non-standardised interview 

is characterised by greater liberty than the standardised type of interview. The interviewer 

may choose randomly among the questions and the formulation of questions may differ. This 

                                                 
45 Lundahl, Skärvad, 1992, p. 91 
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type of interview is much more flexible then its counterpart and can better adapt to the 

situation.46 

 

It is important to realise that there are interviews that cannot be categorised by the two 

divisions stated above. Semi-standardised interviews are characterised by both standardised 

and non-standardised questions. The interviewer has in advance established a formulation of 

questions which are presented to all respondents (standardised interview) but some of the 

questions are only directed to certain respondents (non-standardised questions).47 

 

The main purpose of the standardised interview is to enable quantitative analysis. The 

advantage of using a non-standardised interview is that the answers become more 

comprehensive. The non-standardised interview will unable the usage of quantitative analysis, 

as a result of the structure of the non-standardised interview. The interviewer must take this 

into consideration when choosing type of interview, since the nature of the compilation 

differs.48 

 

The standardised interview is most suitable when theory and hypothesis are tested while the 

non-standardised interview is most suitable in theory developing studies.49 

 

In this bachelor thesis we have used the method of standardised interview. The reason for this 

is that we wanted to have standardised questions which we could use for several respondents 

and being able to compare the results between the different haulage companies and thereby 

get a holistic and comprehensive picture of the industry. Furthermore the use of standardised 

interviews enabled us to compile the data more easily. 

 

                                                 
46 Lundahl, Skärvad, 1992, p. 91 
47 Lundahl, Skärvad, 1992, p. 92 
48 IBID 
49 IBID 



 16 

2.6 Choice of respondents/population 

 

The word population emphasizes all survey units that are defined in a certain way. It can be 

all companies in a country or a group of employees at a company. If a total survey is 

conducted, all units included in the defined population are observed. Another type of survey is 

the random sample survey, this method only examines specific units within the population.50 

 

 

           Figure 2.6-1: Explanation of population versus selection 

           Source: Denscombe, 1998, p. 18 

 

There are several reasons why you cannot always carry out a total survey, mainly because of 

the extensive data collection and the difficulty analysing the data from a population as a 

whole. The establishment of a population and being able to draw a random sample are two 

important aspects when conducting a survey. The determination of a population is a 

prerequisite in the ability to draw a representative random sample.51 It is therefore of great 

importance that the random sample has the same characteristics as the population52. There are 

many ways of making a selection, but they can be divided into two main groups; probability 

selection and non-probability selection. Due to the nature of non-probability selection it is not 

possible, to draw any statistical generalisations, therefore it is preferred to do a probability 

selection. This is not always possible, as will be explained later in section 2.6.2.53 

 

                                                 
50 Lundahl, Skärvad, 1992, p. 142 
51 IBID 
52 May, 2001, p. 118 
53 IBID 

Population 
All units included 

Selection 
Unit of the entire population 
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There are 627 haulage companies in Sweden that employ more then 20 people.54 Since our 

thesis concerns haulage companies that have at least 20 employees, the 627 haulage 

companies represent the total population for our thesis. For obvious reasons and as explained 

in the first sentence in note 53, it is not possible for us to conduct a total survey. Therefore a 

selection has been made; this is explained further in section 2.6.2    

 

2.6.1 Probability selection  

 

In this type of selection, it is possible to reach mathematic conclusions about the populations 

preferences by examining the results of the selection. One important aspect is that every 

individual within the population has the same chance to be included in the selection. 

Regardless of the population there has to be a complete list on the population members. This 

list is called, selection domain, and from this domain a random selection is made. The word 

random in this case does not imply that the random selection is made on an arbitrary basis. 

The selection is made upon the basis of mathematical randomness. This means that every 

individual in the selection domain is given a specific number or number combination, based 

on this number/numbers a mathematical random selection is made.55 

 

One type of probability selection is systematic selection and this is a type of random selection. 

It works under the same principles as the random selection, with the difference that the 

researcher adopts a systemised approach selecting the research objectives, i.e. choosing the    

n-th person on a list, e.g. if a list contains 100.000 names and the selection shall embrace 1000 

names, this is easily achieved by choosing every hundred name on the list.56 

 

2.6.2 Non-probability selection 

 

While the probability selection depends on that the researcher has some form of selection 

domain, the non-probability selection does not. This is often the case when doing a survey, in 

many cases it is as simple as, it do not exist or it is not accessible. In this case the researcher is 

forced to use a non-probability selection. Especially in the case of theory building the ability 

                                                 
54 Internet 4  - www.par.se 
55 May, 2001, p. 119 
56 Denscombe, 2000, p. 19 
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to make generalisations is of minor importance, therefore the need for mathematic sustained 

results decrease. The same can be said about market surveys, here the statistic precision of the 

survey is of minor importance, the main issue is that the survey fulfils its purpose.57 Under 

these circumstances the absolute feature of a non-probability selection, regardless of its shape, 

is that the people or occurrences that are a part of the selection are not chosen upon the basis 

of random selection.58 

 

One form of non-probability selection is the subjective selection, here the selection is 

specially selected for the survey. This term is used when the researcher has some knowledge 

about the research objective, and that he or she thinks that the specific selection will provide 

the most adequate information or data. The advantage with this type of selection is that it 

allows the researcher to come closer to the phenomenon that he or she believes will provide 

the most useful information for the research.59 

 

There are some other methods of non-probability selection, when performing a selection. 

These methods will only be mentioned briefly due to the low relevance to our study. One is 

called theoretical selection; here the selections of units are made gradually as work 

continuously proceeds and new theory develops. Another is, selection by coincident, based on 

the convenience of the researcher, the selection is made on “the first best thing”. This can be 

explained due to the often limited resources (time and money) available to the researcher.60 

  

For this thesis we have chosen to use a non-probability selection. Concerning our knowledge 

prior to this thesis it is most suitable to use the subjective selection method, since we believe 

that this method will provide us with the most adequate information. The objective is to 

investigate how Swedish haulers’ are affected by competition concerning road cabotage. 

Since cabotage is more likely to be an evident factor in port areas we have in our subjective 

selection chosen three haulage companies situated in or near Helsingborg. Helsingborgs 

harbour is the fifth largest harbour in Sweden, and in the second quarter of 2005 the volume 

handled was 1700 tonne.61 Based on the preceding fact we consider that this region is of 
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interest and adequacy when studying the effects of road cabotage62. To be more specific the 

respondents and companies selected for our study is:  

 

 

Figure 2.6-2: Compilation of respondents 

Source: Our own 

 
  

2.7 Scientific Credibility 

 

There are two ways of judging scientific credibility, these are validity and reliability. The 

term validity refers to in what extent the research is really focusing on its objective.63 The 

problem with validity is more evident in quantitative studies than in qualitative studies. There 

are however problems with validity during qualitative methods concerning how the researcher 

should act when collecting his or hers data. The researcher must choose if an active or a more 

passive approach is appropriate when collecting the data he or she requires. There is also a 

risk that the respondent adapts his or hers behaviour to fit what he or she thinks is conform to 

the researchers objective. It is therefore important that the researcher is aware of these 

potential circumstances.64 To secure validity in the results it is important to make sure that the 

respondents are chosen on reasonable and evident grounds according to the research 

                                                 
62 Ecorys Transport, 2004 p. 19 
63 Thurén, 2000, p. 22 
64 Holme, Solvang, 1997, p. 94 
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objective. It is also important that the researcher makes certain that he or she has investigated 

any alternative explanations to the problem.65 

 

The term reliability refers to in what extent the research can be performed by another 

researcher and if he or she will get the same results as the original study. This is more 

complicated to achieve when conducting qualitative studies since the researcher can affect the 

respondent with his or her presence, which implies that the research results can be somewhat 

subjective.66 

 

The objective of our thesis is to investigate how Swedish haulers’ are affected by competition 

concerning road cabotage. Since cabotage is more likely to be an evident factor in port areas 

we have in our subjective selection chosen three haulage companies situated in or near 

Helsingborg. This strengthens our validity. Concerning our respondents, we can not guarantee 

that they have answered our questions completely objective, since Swedish haulers act on a 

market where cabotage exists. The reliability regarding our thesis may be dependent on the 

geographic location of the respondents, since cabotage may be more evident in port areas as 

stated above. 

                                                 
65 Denscombe, 2000, p. 251 
66 Denscombe, 2000, p. 250 
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2.8 Methodology Compilation 

 

The truck below carries our methodological approach for this thesis.  

 

 

Figure 2.8-1: Figure 2: Methodology compilation 

Source: Our own 
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3 Theoretical framework 

 

For our first research question we have chosen to present the concept of cabotage to enlighten 

readers. To be able to understand what characterises the Swedish haulage industry we have 

chosen Porter’s Five Forces Model as a foundation. The results from the Five Forces Model 

are used as inputs to the theories concerning Porter’s generic strategies.  

 

3.1 Road Cabotage within the European Union 

 

The concept of road cabotage within the European Union was introduced as a mean to reduce 

the number of trucks running empty on cargo on their return trips from conducting 

international transports between Member States67.  

 

“According to article 1 of Council Regulation 3118/93 any road haulage carrier who is 

holder of the Community authorisation is entitled to operate national road haulage services 

for hire and reward in another Member State without having registered office or other 

establishment therein, provided these services are performed on a temporary basis.”68 

  

The definition of road cabotage presented by the European Union is somewhat unclear 

regarding the term temporary. There is no precise definition of what is to be considered as a 

temporary service.69 The reason that the European Union has defined road cabotage as being 

something carried out on a temporary basis is to make a distinction between the freedom to 

provide services and the freedom of establishment70. This unclear definition has given rise to 

individual definitions by certain Member States like France, Italy, and the United Kingdom, 

who have implemented their own legislative interpretation of what is temporary road 

cabotage71. The French government has stated that foreign haulers may only carry out 
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transport operations on French territory for 30 consecutive days or 45 non-consecutive days in 

a calendar year72.  

 

The unclear definition of temporary road cabotage has brought uncertainty to the haulage 

industry, and as a result from this and along with the request from Member States the 

European Union formed four criteria with the intention of making the definition somewhat 

more clear73. The four criteria are:74  

 

• Frequency. This criterion refers to the number of cabotage operations carried out by a 

hauler per month or per year.   

• Duration. This criterion assesses the duration in which the cabotage transport is carried 

out, i.e. weeks or months. The criterion is closely linked to the criterion concerning 

frequency. 

• Periodicity. This criterion assesses whether a cabotage transport is carried out on a 

regular or an occasional basis.  

• Continuity. This criterion assess to what extent a haulier is exclusively engaging in 

cabotage transport.  

  

In Sweden, road cabotage has a small but growing share in commercial transport operations. 

The Swedish government is considering complementing the Council Regulation 3118/93 with 

certain regulations:75  

 

• Cabotage transport is only allowed on Swedish territory if a foreign hauler enters 

Sweden with a loaded truck or if he leaves the country with a loaded truck. 

• It is not allowed for foreign haulers to conduct cabotage transport on Swedish territory 

for the same company or industry repeatedly.   

  

To ensure that foreign haulers follow regulations when performing road cabotage on Swedish 

territory, the Swedish police force and Swedish customs carry out random roadside controls. 

If a hauler is violating the Council Regulation 3118/93 this may lead to penalties in the form 

                                                 
72 Ecorys Transport, 2004, p. 35 
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of fines. The police and customs also have the authority to stop further transport and send the 

vehicle straight out of the country.76  

 

The European Union presented in 1985 the Council Regulation 3820/85 which deals with 

social legislation concerning road transport77. The regulation addresses issues such as:78  

 

• Minimum age. The minimum age of drivers is 18 if the vehicle weighs less than 7, 5 

tonnes. Concerning heavier vehicles the minimum age is 21.  

• Driving times. A driver may drive for nine hours a day, this can be extended to ten 

hours two days a week. The weekly driving periods are limited to six days.  

• Resting periods. A driver must take a break after driving for four and a half hours. A 

rest period must consist of eleven consecutive hours in each period of 24 hours. Nine 

hours are also accepted but not more than three times a week. Every week a driver 

shall have 45 consecutive hours of rest. 

  

To assure that that haulers comply with the social legislations, the Council Regulation 

3821/85 was established parallel with the regulation concerning working conditions. Council 

Regulation 3821/85 involves a demand for haulers in Member States to install and use 

recording equipment. This helps national authorities in their control of the haulers’ 

compliance with driving time and resting time.79 In March 2002 the European Council 

presented the Directive 2002/15/EC which further specified and directed the working time of 

persons occupied in the haulage industry80. 

 

The social legislation and the recording equipment have been implemented with the objective 

of improving the social conditions for haulers and to balance the competition between haulers 

from different Member States. The Member States are obliged to check at least one percent of 

the drivers working days each year.81   

 

The introduction of road cabotage within the European Union gave domestic markets new 

prerequisites concerning competition and limited Member States’ ability of restricting the 
                                                 
76 Ecorys Transport, 2004, p. 42 
77 Ecorys Transport, 2004, p. 12 
78 Internet 8 – http://www.europa.eu.int 
79 Internet 9 – http://www.europa.eu.int 
80 Internet 10 – http://www.europa.eu.int 
81 Björklund, Tjäder, Wiberg, 2000, p. 33 
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appearance of international competition on their domestic markets. Road cabotage has given 

transport buyers the opportunity to choose from both domestic and foreign haulers when 

buying transportation services.82 

 

                                                 
82 Knill, 2001, pp. 216 
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3.2 Porter’s Five Forces Model 

 

A company’s industry can be analysed and understood with the use of Michael Porter’s Five 

Force Model83. All industries and sectors have a fundamental structure that give rise to five 

competitive forces. It is the collective strength of these five forces that ultimately determines 

the profit potential of an industry. Depending on the industry, different forces dominate and 

hence shape the competition. The five forces model is relevant for both service- and 

production companies. The five forces provide a company with information concerning how 

to position itself in a favourable position in its industry or sector. This information lets the 

strategist know his or her company’s strengths and weaknesses and points out areas where 

strategic changes may yield the greatest payoff. The information can also be used to provide 

for information about areas suitable for differentiation.84  

 

 

 

Figure 3.2-1: Porters five forces 

Source: Porter, 1998, p. 22 

                                                 
83 Johnson, Scholes, Whittington, 2005, p. 65 
84 Porter, 1998, pp. 21 
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Competition among existing actors 

The degree of competition among existing actors in a sector or industry is high if:85 

• The industry or sector is characterised by a high amount of competitors who are 

approximately equivalent in size and power. 

• The growth of the industry is slow and the involved companies are engaging in 

struggles over market share. 

• The product that companies supply in the industry is of low differentiation or is 

characterised by low switching costs. 

• Companies incur high fixed costs or the product is unpreserved towards the market. 

This gives companies clear incentives to cut prices. 

• Capacity is normally enlarged in large increments, which disrupts the industry’s 

supply and demand balance. This can lead to overcapacity and price cutting.  

• The industry or sector is characterised by high exit barriers. These exit barriers may be 

dedicated assets or they can be created by management’s loyalty to a certain industry 

or sector.  The exit barriers may force companies to keep a presence in an industry 

although they suffer financially from their presence. Exit barriers further disrupts the 

profitability of existing healthy competitors, since they create excess capacity in an 

industry. 

• The competitors all have their individual strategy, which results in head on 

competition in the industry. 

 

Companies in an industry or sector are forced to accept the existence of these factors but they 

can however improve their situation through strategic considerations. As an example 

companies can make efforts to increase the switching costs or increase the product 

differentiation towards their customers.86  

 

Threat of new entrants 

Companies that enter a new industry or sector add on to the existing capacity, which disrupts 

the profitability for the established companies. How serious the threat from new entrants is 
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perceived by the established companies is dependent on the existing entry barriers in the 

industry or sector:87 

 

• Established companies might be producing at such volumes that they can produce at 

low unit costs, i.e. economies of scale. This forces new entrants to enter into the 

industry on a large scale or accept the cost disadvantage. Economies of scale can also 

be apparent in distribution, finance, marketing, and research.  

• Product differentiation among established companies forces new entrants to spend a 

lot of time and money to persuade customer’s loyalty towards their brand. 

• The new entrant might be forced to invest heavily to become a significant competitor 

within an industry. These financial requirements can be used for advertising, research 

and development, inventories, and for absorbing start-up losses.  

• Established companies might have cost advantages that are untouchable to new 

entrants. These advantages can be derived from experience, access to strategic 

resources, government funding, patents, or strategically important locations.  

• New entrants to an industry must secure relevant distribution channels. This can be 

difficult and incur high costs, since they have to either establish new channels or 

overtake existing channels through promotions or intense selling efforts. 

• Access to an industry can be hindered by the government through license requirements 

or control of admission to strategically important resources. Governments can also 

affect the entry barriers through environment policies and safety regulations.  

• If established companies have sufficient resources to counter possible new entrants’ 

moves into the industry, this is also to be considered an entry barrier for companies.  

• Established companies are prepared to lower their prices to keep new entrants from 

entering into the industry. 

• If the industry growth is slow, this will affect its capability to take on new entrants.   

 

Bargaining power of buyers 

If buyers bargaining power is high or increases this can affect the profitability of an industry. 

Powerful buyers can affect the price level, demand higher quality, and play competitors off 

against each other.88  
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Buyers are powerful if:89 

• If the group of buyers is concentrated or purchases in large volumes. Buyers of 

large volumes are especially important for companies in industries characterised 

by economies of scale production. 

• The products that the companies offer are standardised or undifferentiated. This 

implies that a buyer can easily switch supplier, since they all offer similar 

products. 

• The product is part of the buyers’ product and the cost of the product makes out a 

large part of the total purchasing expenditure for the buyers. 

• The buying group brings in low profits, which makes them wanting to reduce the 

purchasing price. 

• The product offered by the companies in the industry is of minor significance for 

the quality of the buyers’ final product. The more dependent the buyers’ are on the 

quality of the industry’s products, the less sensitive they are to adjustments in 

price.  

• The buyer does not save money by using the industry’s product. 

• The companies in the industry are aware of that the buyers are able to integrate 

backwards. 

 

Suppliers bargaining power 

Companies in an industry can be affected by suppliers with high bargaining power through 

higher prices or reduced quality on purchased products. This influences the profitability in the 

industry, since the affected companies cannot transfer the higher costs incurred onto their 

buyers. 90 

 

Suppliers are powerful if:91 

• If the supplier group consists of a few companies and the group is more 

concentrated than its target industry.  

• The companies that make out the industry are not critical customers to the 

suppliers.  
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• The companies in the industry are aware of that the suppliers are able to integrate            

forwards. 

• The suppliers’ products are exclusive or differentiated. This also implies if the 

suppliers’ products are linked to high switching costs.  

• There are no direct threats from substitute products from other suppliers in the 

industry. 

 

Threat of substitute products 

Substitute products limit the potential of profit within an industry, since they affect the ability 

to set prices. Companies in the industry must therefore improve quality or differentiate their 

product to reduce the effects from substitute products.92  

 

Using the five forces when formulating strategy 

From the five forces analysis, a company receives information about their strengths and 

weaknesses relative to the underlying sources of each force. This information can be used to 

form a plan of action including:93 

 

1. Positioning the company 

2. Influencing the balance of the five forces 

3. Anticipating shifts in the sources underlying the forces 

 

“Strategy can be viewed as building defences against the competitive forces or as finding 

positions in the industry where the forces are weakest”94  

 

Positioning the company implies matching a company’s strengths and weaknesses against the 

structure of its industry. Knowing a company’s strengths and weaknesses, gives information 

about in which areas competition should be confronted and where to avoid it.95    

 

A company can form a strategy that influences the balance of the five forces. A company can 

for example invest in marketing to strengthen their brand, which leads to stronger entry 
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barriers for new entrants to the industry. The balance of the forces is however only to a certain 

degree in the company’s control.96 

 

It is important for a company to anticipate and analyze trends and changes that may alter the 

existing forces in the industry. Changes may affect the sources of competition and is therefore 

of strategic significance.97  

 

3.3 Porter’s Generic Competitive Strategies 

 

An important question when talking about competitive strategies is the company’s relative 

position within its competitive market. When determining a company’s position on its 

competitive market, the company’s profitability is compared with the industry average i.e. 

below or above. A position above the industry average will generate higher rates of return 

than the average firm. Thereby the company can stay competitive even though the average 

profitability in the industry is modest.98 

 

To achieve an “above average” performance in the long run the company must have a 

sustainable competitive advantage. The competitive advantages can be divided into two 

different types: low costs and differentiation. These two competitive types differ in their 

extent depending on how well the company copes with the five forces compared to its 

competitors. Combining the two types of competitive advantage with the scope of activities 

for which the company seeks to achieve those leads to three generic strategies for attaining 

above-average performance: cost leadership, differentiation, and focus. Whereas the focus 

strategy can be divided in two different types, cost focus and differentiation focus.99 

Companies that attempt to attain both differentiation and cost leadership will become “stuck 

in the middle”, since a differentiation strategy is cost intensive and a company therefore 

looses focus on the coast leadership100.  
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             Figure 3.3-1: Three generic strategies 

             Source: de Wit, Meyer, 2002, p. 350 

 

3.3.1 Cost leadership 

 

The clearest of the three generic strategies is the one on cost leadership. Here the company 

sets out a goal to be the low-cost producer in its industry. A company with a cost leader 

position has a broad scope and therefore can serve many industry segments, and they are able 

to operate in other related industries. The source of the cost advantage may depend on a 

variety of factors that all depend on the structure of the industry. Some evident factors of the 

industry structure include the pursuit of economics of scale, proprietary technology, special 

access to raw materials, and other factors.101  

 

For a company to be an above-average actor in its industry the company must achieve and 

sustain an overall cost leadership. If this is achieved the company can command prices at or 

near the industry average. If prices are lower than its competitors the cost leader’s low-cost 

position will render in higher returns compared to its competitors. Although a cost leader must 

take in consideration the fact of differentiation. If customers do not perceive a product as 

comparable or acceptable the cost leader will be forced to discount the product well below 

competitors’ to gain sales. This fact may undermine the cost leader’s favourable position. A 
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cost leader must achieve similarity or proximity in the bases of differentiation to be an above-

average relative to its competitors, although it relies on cost leadership for its competitive 

advantage.102 A company pursuing cost leadership must ensure that its customers are willing 

to accept a lower degree of differentiation. If they are not, cost leadership is not the 

appropriate generic strategy103. 

 

The strategic logic of cost leadership is that only one firm is the cost leader, and not several 

companies vying for this position104. Recent studies have however found that there can be 

more than one cost leader in an industry105. If a company does not recognise this fact they will 

make serious strategic errors. In an industry with two or more cost leaders, rivalry is severe 

between the companies because every little bit of market share is crucial.106  

 

3.3.2 Differentiation 

 

“In a differentiation strategy, a company seeks to be unique in its industry along some 

dimensions that are widely valued by users”.107 For a company to differentiate within its 

industry it needs to know what customers perceive as important and based on this, position to 

meet these needs. When a company is unique on its market the reward is often a premium 

price.108 

 

Differentiation differs depending on the industry. Differentiation can be based on the product 

itself, characteristics of the supply chain wherein the product is distributed and sold, how it is 

marketed, and a lot of other factors.109  

 

“A firm that can achieve and sustain differentiation will be an above-average performer in its 

industry if the price premium exceeds the extra cost incurred in being unique”.110 Therefore 
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the search for a differentiation that will lead to a price premium greater than the cost of 

differentiation is of great importance111. 

 

The strategic logic of the differentiation strategy requires that the company choose features 

for its products that differentiate from those of competitors. The features must be perceived by 

the customers as unique and special and thereby they are willing to pay a premium price. 

There can be more than one successful differentiation strategy in an industry if there are a 

wide variety of attributes valued by customers.112 

 

3.3.3 Focus 

 

The third and final generic strategy is the focused strategy. In a focused strategy a company 

selects a segment or a group of segments within the industry for which a strategy is tailored. 

The purpose is to serve this segment exclusively. The aim of a focus strategy is to achieve a 

competitive advantage in the selected segment and not a competitive advantage overall. There 

are two different types of focused strategies: cost focus and differentiation focus. In the case 

of cost focus the firm seeks to achieve an advantage in the selected segment by reducing 

costs, while a company with a differentiating focus tries to achieve differentiation within the 

chosen segment. Both these focus strategies relies on that there is a difference in the selected 

target segment and other segments in the industry, e.g. buyers have unusual needs.113 

 

A focus strategy takes advantage of sub-optimisation by largely targeted competitors. 

Competitors may be underperforming in meeting special customer needs in the segment, this 

opens up the possibility for differentiating focus. If competitors has broad targets they might 

be over-performing in meeting customer needs in the segment, this leads to higher costs than 

necessary for serving the segment. This opens up the opportunity for a cost focus strategy in 

just meeting the needs of such a segment and no more.114  

 

The most important factor for a focus strategy to be successful is that the focuser’s target 

segment is different from other segments within the industry, if a company focuses on a 
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segment similar to others the focus strategy will not succeed. “If a firm can achieve 

sustainable cost leadership (cost focus) or differentiation (differentiation focus) in its 

segments and the segment is structurally attractive, then the focuser will be an above-average 

performer in its industry.”115 Some segments in the industry are more profitable than others, 

hence the importance of structural attractiveness when choosing segment116. 

       

3.4 Analysis model 

Figure 3.4-1: Analysis model 

Source: Our own 
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4 Empirical data 

We have interviewed managers at three haulage companies Mohlins Åkeri AB, Börje 

Jönssons Åkeri AB and Möllers Åkeri AB. We will hereafter refer to them as Mohlins, BJ and 

Möllers. 

 

4.1 Mohlins Åkeri AB 

 

Mohlins is situated in Örkelljunga in Skåne. The company was established in 1977 and is 

currently employing about 70 people and has a fleet of 30 trucks. Above this they also hire 

extra trucks during peak season to cope with the increased demand. According to Susanne 

Mohlin the company’s present turnover is approximately 100 million SEK.  

 

Their main business constitutes transports to Norrland. They conduct 45 to 50 trips a week on 

the Norrland route and it is mainly thermo transports concerning provisions and vegetables. 

However they also transport general goods. Mohlins performs both national and international 

transports. International transports are carried out in Southern Norway with two trailers and 

one truck combination. The company also has one truck running to Holland each week.  

 

Mohlins’ view on cabotage 

Susanne Mohlin does not believe that Mohlins have been affected financially after the 

introduction of cabotage in 1998. Her opinion is that the types of transport that the company 

performs are not the kind of transport which is affected directly by cabotage. She states that 

foreign haulers cannot cope with the conditions in Northern Sweden, due to the harsh 

conditions during the winter months. They lack sufficient vehicle equipment such as the right 

type of tires and they also lack vital knowledge. Susanne says that “If they [read foreign 

drivers] come to Norrland one winter, they will never come back”. Mohlins has not done any 

cutbacks in staff since 1998. When asked “Do you believe that the competitive climate in the 

Swedish haulage industry have changed since the introduction of cabotage?” Susanne 

Mohlin cannot give an answer, since she believes that she has limited experience of the 

industry as a whole. 

 



 37 

Concerning the question “What do you think about the current national and European 

legislation concerning cabotage?”  Susanne could not give a good answer since she believed 

that she did not have sufficient knowledge on the matter. However, Susanne Mohlin believes 

that the authorities should perform more controls of foreign drivers. According to her the 

controls should be performed tougher. She also says that foreign haulers do not know the 

proper way of securing the goods. Susanne believes that harder controls will clean up among 

haulers not following the rules. 

 

Susanne Mohlin does not believe that there are any barriers of entry within the Swedish 

haulage industry. She does not perceive cabotage as being a threat to their business. This is, 

according to Susanne Mohlin, mainly because of their route to Norrland. At present Mohlins 

does not do anything to deal with issues concerning cabotage because they do not have 

sufficient time.  Susanne believes however that it is possible for them to take advantage of 

cabotage in their business. She can consider partnering with foreign haulage companies, for 

example in Holland. “They [read foreign haulers] may have goods that need to be carried to 

Norrland and then we carry down goods. This is something that we are planning to do more 

in the future”. They are not marketing Mohlins abroad. They do not even have a webpage, but 

Carina Armbäck in the financial department is on to it and will have it up and running soon. 

They believe that this is important.  

 

Mohlins’ perception of the industry 

When asked how she would describe the Swedish haulage industry, Susanne Mohlin 

described it as booming. ”For the moment it feels like everyone has work”. In former years 

the industry has had financial hardship, however she feels that there are now opportunities for 

the industry and that the growth of the industry is positive. Mohlins claims that there are not 

many performing thermo transports on Norrland. They further believe that it takes time to 

establish a continual traffic on Norrland. Susanne Mohlin states that Mohlins is the best at 

what they do. She claims that the company is quite strong in the segment concerning their 

transports on Norrland. They only have two main competitors in that segment. However 

Susanne says that competition is not very intense, since “right now it feels like there is an 

endless supply of goods”. She further states that Mohlins can choose the goods they want and 

get reasonably paid for it.  

 



 38 

Mohlins’ typical customer is Swedish and purchases in large volumes. The type of business 

varies among their customers. The three largest customers are Lime Frukt och Grönsaker, 

Ecofon, and Westwood. Furthermore, many of their customers are forwarders situated in the 

Malmö region. Susanne also mentions Frigoscandia as a big customer, for which they 

transport on Norrland. Mohlins has their largest customers in Skåne, but since they need 

return cargo they also have customers in Norrland as well. These customers are situated in the 

eastern part of Norrland. According to Susanne Mohlin it is associated with high costs for 

their customers to switch supplier since in some cases Mohlins and their customers have a 

mutual dependency. The company’s relations to their customers are mostly of long duration. 

Some of their present customers have been their customers since the start of the company. As 

an example Susanne Mohlin mentions Swedoor that has been a customer for almost 30 years. 

She further states that some customers would have difficulties in finding a similar solution 

from another hauler. “There are always customers that are willing to pay and there are those 

who only look at the price, however we are a bit lucky since we have customers that consider 

quality as well”. 

 

The company has sensed an increase in demand for odd provisions from foreign customers 

since the introduction of cabotage and they believe that this trend will continue in the future. 

Susanne Mohlin has not noticed any differences in preferences or buying behaviour with their 

customers since the introduction of cabotage. However Mohlins states that the flow of goods 

has changed. This has however also increased the competition among haulage companies. The 

amount of goods transported is less but the transports are performed more frequently. The 

customers do not want to carry any inventory in warehouses, instead the inventory is carried 

by Mohlins’ trucks. Since Mohlins often transports goods over long distances Susanne 

Mohlin believes that the cost of transportation constitutes a large part of their customers’ final 

costs of their product. According to Susanne Mohlin the quality of their service is important 

for Mohlins’ customers. Susanne says that “it is important that we secure the goods and load 

the vegetables so that when they open the doors in Norrland it does not fall over them”.  

 

The customers of Mohlins have not presented any direct demands concerning security but 

some customers have demanded environmental certification. The company plans to be 

certified by this coming summer. The certification concerns issues like fuel usage, choice of 

tires, and issues regarding exhausts and such. Susanne believes that this will not be difficult 

for them since they have such a modern truck fleet. 
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Mohlins’ competitive situation 

Mohlins differentiates through being “the little haulage company” concerning the direct 

communication with their customers. Susanne illustrates this with an example “If you call 

companies like DHL or DFDS then you might end up in a switchboard or you can end up in 

Luleå or Stockholm. You will not get the direct communication, this however I think will be 

our strength in the future. That is a big and important factor against competitors today”. 

Susanne says that it is important to have a close proximity to your customers, since this will 

enable them to provide a better service. Susanne Mohlin believes that Mohlins is associated 

with quality and have a competitive advantage through their truck fleet. They have new and 

modern trucks. She believes that Mohlins has a technical and environmentally modern truck 

fleet compared to haulers from other EC countries.   

 

Susanne Mohlin believes that their strength towards foreign haulers is their Swedish drivers, 

and their ability to communicate in different languages with their customers. Susanne Mohlin 

believes that Swedish haulers carry a good reputation abroad, since they are known for their 

loyalty. She thinks this because Swedish people are loyal. Furthermore she claims that 

Mohlins has a nice and well functioning truck fleet. The main weakness according to Susanne 

Mohlin is that foreign haulers compete with lower costs, i.e. the Swedish haulers do not have 

the same prerequisites as their foreign competitors. She also claims that Mohlins are not able 

in any sense to lower their prices. 

  

Mohlins used to experience a threat from substitute products when they were more focused on 

wood transports from Norrland. Susanne does not believe that when transporting goods like 

provisions they are experiencing any threats from substitute products. This is mainly because 

the narrow time schedule. “If you take for example Umeå, it used to be a two day delivery, but 

nowadays you have to deliver on the afternoon during day one so train has nothing no…”. 

Mohlins has employed people in Northern Sweden to manage the narrow time schedules. This 

enables them to secure the working time. Susanne illustrates this with an example “They [read 

the company’s drivers] are down here in Skåne and they have an apartment and sleeps here 

and we load the truck and they drive it up to Hudiksvall. Then they step of the shift and the 

next man takes it up to Luleå or Umeå and unloads and loads and drives down to Hudiksvall 

and they switch again”.  
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4.2 Börje Jönssons Åkeri AB 

 

BJ has their base of operations in Helsingborg in Skåne. The company was founded in 1954 

and currently employs approximately 300 people. Their truck fleet is made up of about 200 

vehicles. According to Jonas Bengtsson, BJ has a total turnover for the entire group of 

approximately 400 million SEK.  

 

BJ conducts all kind of road transports, with the exception of wood and the like. They 

perform both national and international transports. The international transports concern the 

western part of middle Europe.  

 

BJ’s view on cabotage 

Jonas Bengtsson states that the new EC Member States from the East have affected their 

business rigorously. Mikael Nilsson says that large haulage companies like DHL are currently 

using Heisterkamp, a Dutch haulage company, who operates on the Swedish market. That is 

how cabotage indirect affects BJ. According to Jonas Bengtsson the costs have increased 

yearly and at the same time revenues have diminished. The last ten to fifteen years the flow of 

goods out of Sweden has gradually decreased. Jonas further states that at the present all 

transports out of Sweden are conducted with a loss as a result from the added supply 

concerning trucks. Jonas Bengtsson says that there are many East European haulers which 

have a completely different cost situation and the customers can get transport services at a 

very low price. Jonas Bengtsson states that “you take what you can get” which summarises 

their view on the competitive conditions. Börje Jönsson had to make cutbacks in staff for the 

first time in the company’s history and dismissed ten international drivers. Jonas Bengtsson 

states that the competitive climate in the Swedish haulage industry must have changed to the 

worse since the introduction of cabotage. 

 

When asked the question “What do you think about the current national and European 

legislation concerning cabotage?” Jonas Bengtsson and Mikael Nilsson stated that the 

legislation is currently inadequate since no one can define what constitutes as cabotage. 

Mikael Nilsson says that “As long as Brussels cannot do it, neither can we”.  Jonas Bengtsson 

illustrates their problem with an example “ Just look at the Öresunds bridge, Finnish and 

Danish vehicles which transported gravel and moved it within Sweden, in my point of view 
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that is direct cabotage, but you cannot accuse them for that”. Concerning the question “Do 

you regard the Swedish authorities as doing enough to control that the rules concerning 

cabotage are maintained by haulage companies” the management of BJ believes that the 

Swedish government must agree upon the rules concerning cabotage. “They [read Member 

States] also talked about domestic transportations that are permitted, which are temporary. 

What is temporary? You get tired when you hear of it!” Mikael Nilsson regards the controls 

of foreign haulers regarding driving time, resting time and cargo safety as being insufficient 

and he further says that the Swedish police force have limited authorities to do something 

about it. “They [read Swedish police force] have for example no authorities to stop a vehicle, 

to fine at the spot, as we are treated in Europe. If we are caught we are forced to pay the fines 

there, otherwise we may not move our vehicle. You do not have to do anything in Sweden.” 

Jonas Bengtsson mentions an example with France and Sweden. “In France, if you have made 

a traffic offence, and you are not able to make things right at the spot, then you will be 

standing there. It is that easy. Here you get a ticket, and the driver just keeps going, he just 

crumples the ticket and throws it away”. Mikael Nilsson describes the risk of getting caught 

as follows: “Moreover, it is commonly known that in Sweden it is a very very very slight risk 

of getting caught by the police. Here one drives on a calculated amount. The risk of getting 

caught is non-existent. Our drivers in Europe are inspected on average once or twice a week, 

all of our vehicles. Here you are lucky if you are inspected once a year, less then that. It is 

almost non-existent and that is not the police’s fault. It is the system”.  

 

Both Jonas Bengtsson and Mikael Nilsson believe that there are not any barriers of entry 

within the Swedish haulage industry. Jonas says that it is fairly easy to establish a haulage 

company and gain market shares through cheap transportation. “In the end, the truth will 

catch up. The proportion of liquidation is high within the industry […]”. Mikael Nilsson 

further states “It is not hard to start a haulage company, you  only need  to attend a five days 

course at the haulage association, 5000 SEK and then any idiot can become a hauler”. 

Mikael Nilsson believes that in the long term cabotage will be a threat to the company’s 

business. He further believes that Swedish haulers are protected against foreign competition 

through their route system. However he believes that cabotage mainly is a threat to the large 

simple goods flows. The expansion of free road cabotage to countries in Eastern Europe will 

further increase the threat. The management at BJ does nothing to deal with cabotage at the 

present since they feel that it is a matter of judicial concern. “If the legislation cannot say yes 

or no, neither can we”. When asked whether or not they can use cabotage in their business 
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Mikael Nilsson says they are already performing cabotage, but not in any greater extent. Jonas 

Bengtsson points out that BJ has the same possibilities as other haulage companies. BJ 

markets themselves abroad through their new and clean trucks with their own logo painted on 

the trucks. Thereby potential foreign customers see them when they are conducting 

international transports. Jonas Bengtsson says that “Börje Jönsson, it is he with the nice and 

clean vehicles and pleasant drivers who you can communicate with, and who can speak 

English, Swedish and German”. He further believes that one of the bigger problems today is 

the language barrier between the customer and the driver.  

 

BJ’s perception of the industry 

Concerning the question “How would you describe the Swedish haulage industry’s financial 

health in general?” the respondents at BJ describes the industry’s current health as being 

terribly ill and they believe that the Swedish international traffic under present circumstances 

will die out. According to Mikael Nilsson only one and a half percent of Swedish drivers are 

conducting international traffic. “[…] and the flagging out of Swedish drivers is enormous and 

it [read international Swedish drivers] will not exist in a couple of years”. When asked to 

describe their competitive situation Jonas Bengtsson says that the customers demand more 

and more, however they are not willing to pay for it. “We have tried to be patient with our 

customers and explain to them that we are not able to lower the price any more and some 

change just for a small percentage on the bottom line, which the company has calculated. I 

usually tell them, that the percentage that they believe are saving money costs more in the end 

and I often have right when I say that to them. Moreover there is always someone who wants 

to earn money on something and on the paper the sum of one is always smaller than the sum 

of two.” According to Jonas Bengtsson BJ has limited competition from Swedish haulers, 

however on the European transport market they are exposed to a high degree of competition.  

 

BJ’s typical customer is Swedish with extra requirements concerning reliability and service 

flexibility. The company’s customers are mainly concentrated to Skåne in the southern part of 

Sweden and along the west coast, they purchase goods in large volumes. Jonas Bengtsson 

does not believe that it is associated with high costs for customers to switch suppliers. “It is 

easy; there are no contracts since there are no major investments done in an undertaking.”  

Customers change supplier frequently and there are those who make a living from constantly 

changing supplier. According to Jonas Bengtsson they have some long-term customer 

relations. In recent time they have had an increase in the demand from short-term recurring 
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customers. The short-term customers are trying to force down prices. Since the company 

cannot lower its prices to that extent, the customers then often choose another haulage 

company. This reoccurs when the customers receive a lower quotation from another haulage 

company. Jonas Bengtsson further claims that it is common for customers to change 

transporter.    

 

BJ has not noticed any increase in demand from foreign customers since the introduction of 

free road cabotage in 1998. This is because, according to Jonas Bengtsson, as a Swedish 

hauler you have the wrong cost situation and the geographic proximity favours haulers from 

East Europe. Regarding the question “Have you noticed any differences in preferences or 

buying behaviour from your customers since the introduction of cabotage?” Jonas Bengtsson 

says that they have noticed it through their customers demand for lower prices. However he 

claims that they cannot lower their prices since this would be a catastrophe. Jonas Bengtsson 

further states that this implies for foreign haulers as well. He also believes that the 

transportation cost is an important part of customers’ total costs. Moreover Jonas Bengtsson 

believes that their service constitutes an important factor for the quality of their customers’ 

final product.  

 

According to Jonas Bengtsson the demands concerning security from their customers vary 

depending on the product. Different factories have different demands concerning the security, 

for example demands concerning protective clothing and so on. Mikael Nilsson says that it 

also depends on the nature of the goods. If the customers have any special safety demands the 

company always complies with these demands. Concerning environmental demands Mikael 

Nilson states that “It is often just for show, in the early stage, the big customers have, in their 

inquiries, requirements that we are ISO-certified and so on. In the end it does not matter”. 

Jonas Bengtsson further says that “Even here the control of observance is non-existing. There 

are big companies that we have been negotiating with who demands ISO-standardisation 

which is easy to prove, you just have to walk out in the yard and look at the vehicles, for 

example if you have chosen low price, it goes without saying - you get what you pay for. 

However on the paper you can have it as a requirement, it is much verbal diarrhoea”. 

 

BJ’s competitive situation 

BJ differentiate through being the best. They focus on quality, service, and flexibility. “The 

demand is high on these issues, however few are willing to pay for it”. The company, 
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according to the management, has a good and renowned reputation, on the other hand they are 

also considered to be more expensive than other haulage companies. However Jonas 

Bengtsson says that you get what you pay for. BJ believes that they have a modern truck fleet. 

“We were very early in Euro classification, much earlier then it was statutory. We have 

always been very advanced in environmental thinking”. BJ’s truck fleet is classified as Euro 

3. The first Euro 4 vehicles are soon arriving. The company follows the developments and 

changes in technology concerning their business, but sometimes they regard the development 

as unnecessary and Jonas Bengtsson says that most of the demand is created by the industry in 

an attempt to attract and maintain customers. 

 

BJ states that it is the drivers that are their strength towards foreign competition. Jonas 

Bengtsson further claims that Swedish quality is renowned in countries like Germany. 

Regarding the question “Can you describe what separates you from foreign competitors, 

concerning your weaknesses?” Jonas Bengtsson states that the cost situation is a heavy 

burden for them. 

 

When asked whether or not BJ is threatened by substitute products Jonas Bengtsson puts it as 

follows “...neither option can survive on its own and I would like to say that the truck always 

has to do something”. He further states “without the truck Sweden will stand still and the rest 

of Europe as well”.  
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4.3 Möllers Åkeri AB 

 

Möllers was established in 1951, and they are situated in Höganäs in Skåne. In the 1960th the 

company started conducting transports for Höganäs AB’s oil company SOLF, this is when the 

company became a “pure haulage company”. The company currently employs 25 people and 

the company’s turnover is according to Göran Lundström 40 million SEK. The company has 

18 trucks at their disposal. 

 

In 1962 the company started their international traffic and this is today their main business. 

The international traffic is conducted throughout Western Europe.  

 

Möllers’ view on cabotage 

According to Göran Lundström they are not affected of what he describes as the “pure 

cabotage”. However he mentions that they are affected in the extent that the market has 

opened up for foreign competition and thereby their company is affected, but based on 

cabotage he cannot say that the company in any way has been financially affected. Göran 

believes that haulers who conduct domestic transportation is foremost affected. Further the 

company has done no cutbacks in their workforce since 1998.  

 

Göran Lundström believes that the current legislation is very confusing. “That’s probably the 

least you could say, because it is interpreted and applied different in different countries, 

officially it should be homogeneous but this is not the case”.  He also believes that the 

authorities are doing very little to control that rules concerning cabotage are maintained. 

When being asked, “What do you think about the control of foreign haulers regarding driving 

time, resting time, cargo safety etcetera” Göran answers, that the control of foreign hauler is 

as good as the control of Swedish haulers, and in the southern part of Sweden where Möllers 

is situated, controls are frequent and the authorities makes no difference in nationality.   

  

When being asked “Are there any barriers of entry for new actors within your industry, if so 

which are they” Göran says, “No, the only barriers that exist for a company who wants to 

start a new haulage company, is that they need to participate and pass a course called “eget 

på väg” and further they need the funding required to receive the license, other than this 

there are no barriers of entry”. Göran believes that cabotage, is not perceived as a threat if it 
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is performed on the same basis throughout the European Union. Möllers is not doing anything 

today to deal with road cabotage, this is mainly since they according to Göran Lundström are 

not experiencing any problems with it. Göran Lundström further states that they can use 

cabotage in their business, “Yes, when we perform transports to foreign countries such as 

Germany we search for gods that is to be moved between unloading- and loading-locations in 

the different countries, instead of driving with an empty trailer we try to find gods to 

transport. The search for these specific gods is easily done through different search engines 

on the internet where you also can get hints and at the same time build a business related 

network”. Möllers does not actively market their company abroad, instead they use well 

established channels, from these channels they come in contact with new customers and they 

also get hints from existing employers. 

 

Möllers’ perception of the industry 

Regarding the question “How would you describe the Swedish haulage industry’s financial 

health in general” Göran says that the general health of the industry is reasonable and there 

are many actors on the market. Further Göran at Möllers says that the competitive situation 

within the industry is very tough, especially in relationship to foreign haulage haulers. 

 

Möllers’ typical customer is Swedish and is situated in the manufacturing and forwarding 

industry.  They also have German customers in the forwarding business. These customer 

relations are often of long duration. Göran Lundström further states that their present 

customer is situated in the southern part of Sweden. Göran believes that they have 

approximately 75 percent of their Swedish customers in southern Sweden. Their main foreign 

customer is German. Möllers has no statistics on purchased volumes. Regarding the question 

on the art of the customer relations “If on spot basis - Is this typical for the haulage industry” 

Göran Lundström cannot say if this is typical for the industry, but he says that they occur. 

“Sometimes the customer has a demand that quickly arise, a demand they normally cover 

with another hauler, which at the time is currently unavailable, this scenario is not 

uncommon, but I do not know if it is common for the industry”. Göran also says that it is 

neither complicated nor associated with high costs for their customers to switch supplier.   

 

Möllers has not experienced any increase in the demand from foreign customers since the 

introduction of cabotage. Göran Lundström believes that the main reason for this is that 

costumers mostly seek transportation locally, and that this is even more evident abroad. “It is 
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difficult to motivate a German company to actively initiate contact with foreign haulers, and 

this is the case, even in other European countries”. He further says that the Swedish transport 

buyer is more willing to seek transports solutions abroad. Göran Lundström states, that the 

Swedish customer has become aware that there are many new options concerning transport 

solutions, through the marketing efforts made by foreign haulers on the Swedish market. He 

further says that Swedish customers’ collect quotations and prices and these often become a 

weapon of argument in the negotiation with different companies. The prices provided by 

foreign hauler are often lower than those provided by Swedish haulers and are therefore a 

powerful weapon towards Swedish haulers. Furthermore Göran Lundström says that the cost 

associated with freight is becoming more and more important since costs have risen. Göran 

believes that many deals are highly dependent on the freight cost. Therefore Göran believes 

that the cost associated with freight is of great importance to the customer. He also says that 

their service constitute an important factor for the quality on their customers’ final product. 

 

Göran believes the environmental demands from their customers varies substantially, “those 

customers that are environmental certified search for an environmental certified hauler or 

one that has a pronounced environmental policy; this also coincides with the company’s own 

interests, driving an environmental adapted vehicle often involve lower fuel consumption and 

such, so it is of mutual interest”. Regarding the question, if their customers have any specific 

security demands, Göran says, today almost every costumer states demands on safety and that 

the cargo is secured before the vehicle drives away. 

 

Möllers’ competitive situation 

Möllers is not differentiating in any way, and according to Göran “We do not perform any 

direct unique transport services”. Göran further says that it has not been in the company’s 

interest to differentiate in a specific way. When answering the question “Do you believe that 

you have unique competitive advantages towards your competitors, like brand or reputation” 

Göran Lundström says that brand and reputation in some cases can be of importance, and that 

the company name and reputation in some cases can constitute confidence and seriousness, 

these things might be decisive factors when a customer chooses a transport solution, but this 

is nothing specific for our company. Göran Lundström states that there are no evident 

differences between their company and foreign haulage companies, regarding, technical and 

environmentally modern truck fleet in comparison to other EC-countries. “One advantage 

Swedish haulers have had for many years, is that they use environmental diesel, and this has 
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been unique to Swedish haulers in the past, nowadays environmental diesel is more and more 

common used by hauler throughout the European Union”. Göran further says that new 

member states have upgraded their truck fleet and that this has been made possible through 

the funding and support they gained from the EU. To summarise Göran says that the 

conditions overall are the same between the different countries. Moreover Möllers does not 

actively follow the technology development.  

 

Regarding the question “Can you describe what separates you from foreign competitors, 

concerning your strengths” Göran says it is hard to answer in a general manner, however he 

believes that Swedish haulers’ strengths has always been their good equipment and their 

highly involved co-workers. When being asked the same question concerning Möllers’ 

weaknesses, Göran says it is the cost situation, foreign haulers have a lower cost structure. He 

believes that lowering the prices to be able to compete with foreign transporters is only 

possible in theory. “If we were to do that [read lower the prices] we will not be able to 

survive. To be able to lower the prices, our costs must be harmonized and adapted towards 

the level of foreign competitors”. When talking about Swedish haulers reputation abroad, 

Göran Lundström believes that Möllers has a good reputation abroad, he also says that this is 

the general opinion of other Swedish haulers. This reputation has been gained through that 

Swedish haulers provide high quality in their service and that they are reliable. Furthermore 

Göran says “Swedish haulers distinguish themselves through their drivers and the 

commitment of all involved personnel. The Swedish driver has always been involved in the 

loading and unloading of gods and not only in the transport of the vehicle, this is not always 

the case in other countries”.    

 

According to Göran Lundström the company is not experiencing any threats from substitute 

products, Göran believes that they could be a threat, but the situation today disables them to 

oppose as a real threat. “The railway for example has been impoverished, there are a lot of 

discussions concerning the railway but no real actions are taken to improve its position”. 
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5 Analysis 

 

First we will analyse the three haulage companies’ perception of cabotage. Furthermore we 

present the haulers perception of their industry through the use of Porter’s Five Forces Model. 

We have excluded the section regarding bargaining power of suppliers since we do not 

perceive this as being a relevant factor for our analysis. Our analysis section is concluded with 

a discussion.  

 

5.1 How do Swedish haulers perceive cabotage in their industry 

and how do they manage it today? 

 

Cabotage 

Both Mohlins and Möllers claim not to have been affected by cabotage in their businesses. 

However BJ believes that haulers from Eastern Europe have affected their business 

dramatically, since they have added to the capacity of the market and hence lowered the 

prices. Only BJ has made any cutbacks in their staff since 1998. Regarding the legislation 

concerning cabotage, both Möllers and BJ stated that it was insufficient and confusing since it 

is interpreted and used differently and no one can give a clear definition of what constitutes as 

cabotage. This concurs with the theories that we have presented concerning the unclear 

definition of the concept of cabotage. The four criteria that the European Union presented to 

assist the definition of cabotage, which are presented in our theoretical chapter, do not seem to 

have clarified the issue that much for the haulers. Mohlins did not even have sufficient 

knowledge regarding the legislation on the subject. However they insisted on, along with 

Möllers, that Swedish authorities should do more to control cabotage transports. BJ further 

believed that the Swedish authorities must agree upon what constitutes as temporary to be 

able to control cabotage transports.   

 

The Swedish authorities’ controls of foreign drivers according to Council Regulation 3820/85 

concerning social legislation presented in our theoretical section and the control of cargo 

safety were deemed insufficient by Mohlins and BJ. Möllers regarded the controls as being 

sufficient. As stated in our theoretical section Swedish authorities carry out controls to secure 

that rules concerning cabotage are withheld and are they able to fine haulers who do not 
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comply. These controls and fines are according to BJ somewhat irrelevant for foreign haulers 

operating in Sweden. There are according to them a lack of incentive for foreign haulers to 

pay the fines and they drive on a “calculated amount” since the risk of getting caught is 

minimal.  

 

Neither Mohlins nor Möllers believes that cabotage represents a threat to their businesses 

today and is currently not doing anything to deal with the issue. Mohlins claims that they do 

not have the time and Möllers does not perceive cabotage as being a problem and hence they 

do not act on the issue. BJ however believes that cabotage will become a threat in the future, 

especially when East European countries are set free on the European transport market. 

However BJ is not doing anything today to act on the problem since they regard cabotage as 

being a legislative problem.  

 

BJ and Möllers are currently performing cabotage transports in their business. Möllers is 

conducting cabotage transports because they want to have cargo in their trucks at all time. 

Möllers is therefore performing cabotage according to the concept’s original objective; to 

reduce the number of trucks running empty on cargo on their return trips from conducting 

international transports. Mohlins can consider performing cabotage in their business through 

cooperation with foreign haulers.  

 

In our theoretical section we stated that cabotage gives domestic markets new competitive 

conditions. Concerning the competitive climate in the Swedish haulage industry BJ claims 

that it has worsened as a result of cabotage, since prices has gotten lower. Möllers states that it 

has changed because there are now more foreign haulers on the Swedish market. Mohlins has 

no opinion in the matter. 

 

Neither BJ nor Möllers has noticed any increase in the demand for their services from foreign 

customers. Möllers believes that this is the result of transport buyers choosing local haulers.  

BJ claims that it is the cost situation and the East European haulers’ geographic proximity. 

However none of the companies is actively marketing their companies abroad. Göran 

Lundström states that Swedish customers have become aware of the added supply from 

foreign haulers through their marketing in Sweden. Mohlins states that they have noticed an 

increase in foreign demand, mainly because of raised demand for the products they transport. 

They further say that they have not noticed any changes in their customer’s preferences or 
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buying behaviour, which is the case for both BJ and Möllers who sense it in the demand for 

lower prices. 

 

Impact of cabotage in the three haulage companies 

 

 

          Figure 5.1-1: Impact of cabotage in the three haulage companies 

          Source: Our own 

 

 

The haulers’ perception of the industry based on Porter’s Five Forces Model 

Porter states that if an industry is characterised by a high amount of competitors the 

competition among existing actors is high. According to Mohlins they have a limited number 

of competitors who compete for the same customers. BJ claims to have a small number of 

Swedish competitors, but when viewing all actors including foreign haulers the competition is 

fierce. This should according to Porter’s theory indicate that competition among existing 

actors in the industry is limited. Möllers’ perception concerning the competition within the 

industry is somewhat different than the opinion of Mohlins. Möllers describes the situation as 

harsh and made up mainly of foreign competitors. This description points out what Porter 

describes as a high degree of competition among existing actors. 

 

If the growth of the industry is slow this indicates according to Porter that there is a high 

degree of competition among existing actors. Mohlins states that the health in the industry is 

well and that there are currently work for everyone. The statement presented by Mohlins 

concerning the growth of the industry indicates, according to Porter’s five forces, that the 
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competition among existing actors is low. BJ’s opinion of the growth in the industry is that 

the market will grow; this will however not include Swedish haulers. Their perception of the 

market growth coincides well with what Porter states as high degree of competition among 

existing actors. Möllers’ statement concurs with the opinion of BJ concerning the growth of 

the market, i.e. Swedish haulers are excluded from the potential growth of the market. 

 

Mohlins and their customers have a mutual dependency, this implies according to them that 

the switching costs are rather high. If switching costs are low this indicates according to 

Porter that the competition among existing actors is high. Thereby the competition in the case 

of Mohlins is rather low. BJ’s opinion in the matter is that there are no high switching costs 

since their business does not consist of any large mutual investments. Möllers does not 

believe that their customers incur high switching costs nor is it complicated to switch supplier.  

This indicates according to Porter that in both cases the competition is substantial. 

 

Mohlins differentiates through being “the little haulage company” which enables them to 

keep a close and more personal communication with their customers. We further claim that 

their thermo transports gives Mohlins a higher level of differentiation. BJ differentiates 

through a focus on quality, service and flexibility. However they further state that “The 

demand is high on these issues, however few are willing to pay for it”.  Porter states that to 

manage a successful differentiation a company must know what the customers perceive as 

important. If customers are not willing to pay for the service they do not consider it as 

important. Therefore the level of differentiation is low. If the product that a company supplies 

is of low differentiation this will result in that the competition within the industry is high, thus 

according to this BJ incur high competition. Möllers does not differentiate at all and therefore 

they should according to Porter experience an even higher level of competition.  

 

According to Porter, Mohlins’ perception of the competition among existing actors regarding; 

amount of competitors, market growth, differentiation, and switching costs indicates that the 

competition in the industry is low. BJ’s and Möllers’ perception of the competition coincides 

well with one another concerning; amount of competitors, market growth, differentiation, and 

switching costs. Their perception underlines what Porters describes as a high degree of 

competition within the industry. To summarise, the way in which the haulers perceive the 

competition among established actors differ.  

 



 53 

Porter states that if established companies lower their prices they will establish barriers of 

entry. None of the haulage companies believes that this is possible. Jonas Bengtsson claims 

that lowering the prices would lead to catastrophe.   

 

Porter states that if there are economies of scale within an industry there would be entry 

barriers in the industry or sector. Mohlins claims that there are no entry barriers. However 

they are conducting approximately 50 trips to Norrland each week, this is according to us 

what Porter refers to as economies of scale. Neither BJ nor Möllers mentions anything that 

would imply them having economies of scale in their business. They perform different kind of 

transports, and are not specialised in any segment. They are conducting transports all over 

Sweden and Western Europe.  

 

Some goods carried by Mohlins requires a truck combination thermo, this coincides with one 

of Porters statements concerning barriers of entry; “The new entrant might be forced to invest 

heavily to become a significant competitor within an industry”. This may imply that there are 

in fact barriers of entry in their segment. BJ claims that with very little resources one can 

establish oneself as a hauler on the market. According to BJ’s statement there are no needs for 

heavy investments, this coincides with Porters theory concerning low entry barriers. Möllers 

also believes that only small efforts and limited resources are needed for new entrants to 

establish themselves on the market.  

 

All three haulage companies states that they have a good reputation concerning quality of 

their service. According to Porter new entrants may have to spend a lot of resources to 

persuade customer loyalty towards their brand. The main opinion of the three studied haulage 

companies is that there are no barriers of entry. However some of the statements made by 

Mohlins are according to Porter of such nature that would imply that there are in fact barriers 

of entry. 

  

Mohlins’ typical customer is Swedish and situated in the southern part of Sweden. The 

costumers are concentrated and purchases in large volumes, this would according to Porters 

theory imply that buyers are powerful. BJ’s typical customer is Swedish and is located 

foremost in Skåne and along the west coast. Their customers furthermore purchases in large 

volumes. This situation is similar to the one of Mohlins’ and thereby the bargaining power of 

their costumer is high. Möllers’ main customers are Swedish customers in the manufacturing 
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industry as well as Swedish and German forwarders. Moreover 75 percent of their customers 

are concentrated to Skåne. Comparing this with Porter’s theory the bargaining power of 

Möllers’ customers is high. 

 

Many transports conducted by Mohlins are on Norrland and thus the freight cost constitutes a 

large part of the customers’ final costs of their products. If the cost of the product makes out a 

large part of the total purchase expenditure for the buyers, then according to Porter the buyers 

are powerful. The same applies for both BJ and Möllers. 

 

Porter states that the more dependent the buyer is on the quality of the service, the less 

powerful they are. In the case of Mohlins many of their customers are dependent on the 

quality of Mohlins’ services to be able to offer high quality products to their customers. This 

situation emphasises that customers have less bargaining power according to Porter’s theory. 

The management at BJ also believes that their service constitutes a significant part concerning 

quality of the final product for their costumers. Möllers also emphasise the great importance 

of their service concerning the quality of the customers’ final product. 

 

To recapitulate, the predominant perception of the three haulage companies according to 

Porter is that the bargaining power of their buyers is high.  According to our empirical section 

many of Mohlins’ customers are somewhat dependent on the transport solution provided by 

them. Mohlins stated that many of their customers will have difficulties finding a comparable 

transport solution. Therefore the bargaining power of their buyers is limited.      

 

Porter states that the potential of profit within an industry is limited by substitute products. 

Mohlins does not at present sense any direct threat from any substitute products. They believe 

that the current time-pressure in the industry, created by its customers, disables any use of 

substitute products such as train on the goods they carry. BJ believes that the different modes 

of transport are living in what can be seen as a symbiosis, i.e. neither option can survive on its 

own. He further states that, in the end, the truck always has to do something. According to 

Göran Lundström at Möllers, the company is not experiencing any threats from substitute 

products, Göran further believes that they could be a threat, but the situation today disables 

them to oppose as a real threat. Neither company perceives substitute products as an evident 

threat to their business if compared with the Five Forces Model.  
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Compilation of the haulers view of the industry based on Porter’s Five Forces Model 

 

 

   

Figure 5.1-2: Compilation of the haulers view of the industry 

Source: Our own 

 

5.2 Which improvements can be achieved strategically to sustain 

and/or improve Swedish haulers’ competitive situation towards 

foreign haulers?  

 

According to Porter’s generic strategies a company that tries to establish oneself as unique 

and valued by its users should use a differentiation strategy. Mohlins differentiates their 

service through that they are “the little haulage company” and that they conduct thermo 

transports. This enables them to have a close connection and a direct communication with 

their costumers. For a company to differentiate itself it has to gain knowledge what costumers 

perceive as important according to Porter. Mohlins’ proximity to their customers enables them 

to gain knowledge and understand what the customer believes is vital. BJ differentiates 

through providing high quality service and flexibility. Jonas Bengtsson says as follows “the 

demand is high on these issues, however few are willing to pay for it”. Therefore it is of great 

importance to know what customers prefer, furthermore this should be the main consideration 
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if to be successful in differentiation, according to Porter. Möllers is presently not 

differentiating in any specific way. 

 

In our theoretical section Porter describes the importance of the price premium exceeding the 

extra cost incurred in being unique. If this is not done a company cannot sustain the 

differentiation and being an above average performer. The preceding theory is in some extent 

true in the case of BJ “the costs have increased yearly and at the same time revenues have 

diminished” and they have for the first time since the start of the company made cutbacks in 

their workforce. This would imply that that BJ’s differentiation is not perceived as important 

by their customers. Mohlins and Möllers on the other hand have not been affected financially 

after the introduction of free road cabotage, and they have done no cutbacks in their 

workforce. 

 

According to Porter, differentiation can be based on several characteristics. One way of 

differentiation for Swedish haulage companies could be, according to us, the use of new 

technology. In our empirical section, it is stated that neither BJ nor Möllers follow the 

development of technology concerning their line of business.  

 

Both Mohlins and BJ do believe that they have a modern truck fleet compared with foreign 

haulers. However, Möllers does not perceive that the difference between a Swedish and a 

foreign truck concerning the modern standard of it as being that great. According to Möllers 

the Swedish haulers have for many years had an environmental concern which has shown by 

their use of environmental diesel. This has however changed according to Göran Lundström 

at Möllers, nowadays the use of environmental diesel is common throughout the European 

Union. Hence, this may imply if comparing with theories of Porter that in the future it will 

become harder for Swedish haulers to differentiate themselves by its environmental trucks.   

 

Mohlins, BJ and Möllers all believe that their main strength against foreign haulers is their 

Swedish truck drivers. Susanne Mohlin at Mohlins states that is of great importance that their 

drivers can communicate in different languages. Göran Lundström at Möllers believes that 

their highly involved co-workers are a great strength to them. Differentiation can according to 

Porter be done through the product itself. Since all three companies conduct transportation, 

their drivers are a part of the service, i.e. the product. Hence all three companies can 

according to Porter differentiate themselves through the quality of their co-workers.  
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The aim of a focus strategy is to achieve a competitive advantage in one selected segment and 

not a competitive advantage overall. This generic strategy differ from the other in the extent 

that it focuses on a narrow competitive scope, the reason for this is that the company can 

serve this segment solely. Through the empirical data collected Susanne states that they 

conduct thermo transports to and from Norrland 50 times each week. She further states that 

foreign haulers have difficulty in coping with the conditions in northern Sweden. The reason 

for this is that they lack vital vehicle equipment and knowledge. As stated earlier Mohlins is 

differentiated through being “the little haulage company” as well as they conducts thermo 

transports, furthermore they conduct these transports on Norrland, this fact presents, 

according to Porter’s theory, that they are focused differentiated. In the case of BJ one cannot 

say that they in any way are focusing on a specific segment, or a specific type of transports, 

since they as Jonas Bengtsson says, only are moving goods from A to B and transporting 

almost all types of goods. The same applies for Möllers. 

 

Porter states that the company that produces its goods or services at the lowest cost will be 

cost leader. Moreover, he states that the cost leader is able to operate in other related industry 

segments. Mohlins, BJ and Möller consider their cost situation as their main weakness against 

foreign competitors. This would, according to Porter indicate that they are competing against 

foreign haulers that act as cost leaders. All three haulage companies claim that it is not 

possible for them to lower their prices, to be able to stay competitive against foreign 

competitors. 

 

5.3 Discussion 
 
According to our analysis Mohlins’ customers have low bargaining power towards the 

company. This implies that Mohlins’ customers lack sufficient power to influence 

negotiations concerning relevant terms regarding the service. The customers are somewhat 

dependent on the solution provided by Mohlins and cannot receive the same transport solution 

from another hauler, especially not a foreign one performing cabotage in Sweden. BJ 

considers the service that they provide as being one of a simple nature, i.e. moving goods 

from A to B. Therefore according to our analysis the bargaining power of their buyers is high 

and they have the power to choose freely among similar transport options. This gives foreign 
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competitors, through cabotage, opportunities to compete for the same customers since they 

can offer similar services. The previous part coincides with Möllers’ business since they 

exploit the opportunities with cabotage in their international transports. Through the use of 

online databases they are able to locate goods on their return trips.  

 

Mohlins claims that there are no barriers of entry, however as our analysis show there are in 

fact barriers of entry and hence their line of business is protected against new entrants. 

Mohlins is protected to some extent against new competitors as our analysis shows. This 

limits foreign haulers’ opportunities of performing cabotage on Mohlins’ route and within 

their customer segment. According to our analysis the other two companies are threatened by 

new entrants. This implies that they are vulnerable to cabotage traffic. According to our 

analysis both BJ and Möllers perceive their industry as being one of high competition. When 

taking this into consideration the threat of cabotage makes the competitive climate even 

tougher. Mohlins however perceives the competition within the industry as rather low because 

of their type of business. Both BJ and Möllers are today performing cabotage through their 

international traffic. As stated in our empirical section Mohlins is presently not taking 

advantage of cabotage in their international transportations.  

 

Mohlins believes that in their line of business competition is not harsh. This is a result of that 

they are a large transporter on Norrland, that they perform thermo transports and that they do 

not have any direct competition in that segment. Hence cabotage does not possess any threat 

towards Mohlins. In the case of both BJ and Möllers the competition within the industry is 

according to our analysis high. This implies that there are several opportunities for cabotage 

to be performed by foreign haulers and thus compete over the same customers that BJ and 

Möllers have. Both BJ and Möllers believe that it is fairly common within the industry to 

purchase transportation services on a spot basis. Cabotage as it is defined by the European 

Union can only be performed on a spot basis since it has to be conducted on a temporary 

basis. Mohlins believes that their customers would incur high switching costs if they were to 

change supplier, since they are characterised of long term and mutual dependency. Thus 

Mohlins is somewhat protected against cabotage.  

  

None of the haulage companies perceive substitute products as a threat to their business and 

they do not believe that any of the modes of transport can survive on its own. The truck is the 

most independent mode of transportation and always has to conduct complementary 
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transports to the other modes, i.e. sea, air and rail. Thus in most cases substitute products are 

principals instead of competitors. This result in, that Swedish haulers are able to concentrate 

their competitive efforts solely on as well domestic as foreign haulers. 

 

Mohlins is not threatened by cabotage and we believe that the main reason for this is their 

type of business. Mohlins is, as we have stated earlier, mainly performing thermo transports 

on Norrland. This gives them protection from cabotage and they are according to us focus 

differentiated in that they serve one segment with the differentiation of thermo transports. BJ 

and Möllers are not in the same extent focus differentiated since they conduct almost all types 

of transports, and we claim that this makes them much more vulnerable towards cabotage. 

Mohlins has through their differentiation been able to establish a route of 50 trips to Norrland 

each week and through this they can offer their customers a reliable and ongoing 

transportation operation, which no foreign driver through performing cabotage can match.  

 

Mohlins claims to have a modern truck fleet which differentiates them from foreign 

competitors. However Göran Lundström at Möllers believes that there are no differences 

between haulers from different EC-countries regarding the vehicles. We therefore believe that 

this cannot be considered as an alternative for differentiation among Swedish haulers. 

Mohlins stated that foreign drivers did not have sufficient equipment to cope with the 

conditions when transporting to Norrland. Möllers is performing international transports and 

uses cabotage in their business. BJ does not in the same extent as Möllers perform 

international transports but regard cabotage as an opportunity, although limited since they 

regard the competitive conditions as being in East European haulers’ favour. Mohlins is as we 

stated above focus differentiated. This shows according to us, that the segment that they are 

currently acting within affects the effect of cabotage. This perception of Swedish haulers 

within the European Union is according to us one reason why Möllers is not affected in the 

same extent as BJ. Thereby cabotage shall not solely be seen as a threat towards the Swedish 

haulage industry.  
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6  Conclusions 

6.1 How do Swedish haulers perceive cabotage in their industry 

and how do they manage it today? 

 

Swedish haulers are affected by cabotage depending on what type of transportations they are 

conducting. They may be affected in that they are threatened by it or in that they use it 

themselves in their business. None of the respondents are doing anything today to handle 

cabotage that affects their business. The passivity is mainly due to haulers’ belief that it is up 

to Swedish authorities to clarify the issue of cabotage and harmonise the competitive 

conditions resulting from it. This however will not help the haulage companies’ current 

situation and as we stated in our empirical section, one of our respondents has been forced to 

make cutbacks in staff since the introduction of cabotage. Although the threat was not evident 

and perceived by all three haulage companies, they all claimed that controls regarding 

cabotage should be performed tougher by the Swedish authorities. This will not however help 

their current situation since cabotage does not have to be performed illegally to present a 

threat to Swedish haulers’ business. It is not foremost that foreign drivers are conducting 

illegal cabotage transports or that they break rules concerning social legislation and cargo 

safety that makes them a threat. It is the un-harmonised competitive conditions regarding 

costs that are the main problem for Swedish haulers. This problem cannot be reduced by 

tougher and more frequent controls since it is a problem that must be solved on EC-level.  

 

In 2008, the remaining East European haulers such as Estonian, Lithuanian, and Latvian will 

be able to perform free road cabotage on the Swedish market. This will result in a further 

enlarged supply of transportation capacity and from what we believe the prerequisites will not 

change. Therefore we believe that it is time for haulage companies that are affected negatively 

by cabotage to act on it today and not point all responsibility at the authorities. Through our 

study we have found that with differentiation a haulage company can incur protection from 

foreign haulers and cabotage.    
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6.2 Which improvements can be achieved strategically to sustain 

and/or improve Swedish haulers’ competitive situation towards 

foreign haulers?  

 

We began our bachelor thesis by presenting a famous quote by Sun Tzu that reads: 

 

“Know the enemy and know yourself; in a hundred battles, you will never be defeated. When 

you are ignorant of the enemy but know yourself, your chances of winning or losing are 

equal. If ignorant both of your enemy and of yourself, you are sure to be defeated in every 

battle”  

 

As stated above one of the main problems regarding cabotage perceived by Swedish haulers is 

the unclear definition of the concept and according to the quote, if you do not know your 

opponent and your own capabilities it is difficult to fight and stay competitive. Swedish 

haulers are aware of that foreign haulers compete with a different cost structure. Foreign 

haulage companies are not able to further lower their prices. This fact makes it nigh possible 

for Swedish haulers to establish themselves as cost leaders. If one cannot be a cost leader an 

option is to differentiate oneself. We claim that this is the main option for Swedish haulage 

companies, since they are not able to compete with prices against foreign haulers acting as 

cost leaders.  

 

We think that Swedish haulers should make more efforts to make their presence known on the 

European transport market. Swedish haulers have as stated in our analysis a very good 

reputation abroad. We claim that abroad, Swedish haulers can use their good reputation 

regarding quality in a much greater extent than on their domestic market. In the case of BJ, 

they have for many years differentiated themselves through quality. Since the introduction of 

cabotage we believe that Swedish customers’ preferences have shifted towards a request for 

lower freight prices. We believe that this is one explanation to why BJ is more affected by 

cabotage than the other two. None of our respondents were marketing their companies 

actively abroad. Of course marketing efforts can be very expensive but seeing as this is a 

common interest for Swedish international haulers we believe that this could be conducted on 

an industry level. 
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We believe that Swedish haulers must focus on building strong relationships with their 

customers and create a mutual dependency. A mutual dependency makes it harder for the 

customer to buy transportation on spot basis since other competitors cannot offer the same 

solution when it is purchased on these premises. This disables cabotage performers’ ability to 

compete solely on the basis of price. Swedish haulers can therefore through this, shift some of 

their customers’ focus from price issues to a focus on the quality of their services and make 

them see that in the long run they benefit financially from choosing transportation services 

that offer superb quality.      

 

Finally, customers that are solely focusing on price are hard to keep or engage in business 

relations with, since foreign haulers’ cost situation is lower, therefore Swedish haulers should 

concentrate on those who are willing to pay for quality and reliance. Through our study we 

have realised that these two features are commonly associated with Swedish drivers. The 

price is always an important negotiation factor, but surely not the only one. Today the 

business climate has toughened and haulers who can provide a service with reliable deliveries 

and who are flexible towards customer demands should although be able to compete with 

competitors with lower costs. At the bottom line the price on the “paper” is not always the 

final price for the service, due to eventual delays and extra costs that may occur when a hauler 

fails to meet delivery times and such. This might be hard to explain to the customer since as 

Jonas Bengtsson stated “the sum of one is always smaller than the sum of two.” However we 

think that efforts have to be made to enlighten this fact, otherwise the remaining option for 

Swedish haulers threatened by cabotage is to flag out to be able to stay competitive.   
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6.3 Criticism towards our bachelor thesis 

 

We believe that this thesis could have been further improved through the use of 

complementary theories regarding pure transportation strategy. However we have not been 

able to find any such theories. The ability to draw general conclusions for the Swedish 

haulage industry based on our findings may be somewhat limited, since our selection of units 

is geographically concentrated to a port area in Southern Sweden. We can not for certain 

claim that haulers in other parts of Sweden who are not located in or near port areas have the 

same perception of cabotage as our study has found. 

 

6.4 Suggestions on further research     

 

An interesting aspect for future research would be to investigate if customers’ preference has 

changed when purchasing transportation service since the introduction of free road cabotage. 

Furthermore we believe that it would be interesting to see what will happen in the Swedish 

haulage industry when all East European Member States are allowed to perform free road 

cabotage in Sweden.  
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8 Appendix 

 
General information 

1. When was your company established? 

2. How many employees do you have today? 

3. How big is your truck fleet? 

4. What is your current turnover? 

5. What kind of transports do you perform? 

6. Are you performing both national and international transports? 

 

Their view on cabotage 

7. Have your business been affected financially by the introduction of free road 

cabotage? 

8. Have you been forced to do any cutbacks in staff since 1998? 

9. Do you believe that the competitive climate in the Swedish haulage industry have 

changed since the introduction of cabotage? 

10. What do you think about the current national and European legislation concerning 

cabotage? 

11. Do you regard the Swedish authorities as doing enough to control that the rules 

concerning cabotage are maintained by haulage companies? 

12. What do you think about the control of foreign haulers regarding driving time, resting 

time, cargo safety etcetera? 

13. Are there any barriers of entry for new actors within your industry, if so which are 

they? 

14. Do you perceive cabotage as being a threat to your business and how does this show? 

15. Are you doing anything today to deal with cabotage? 

16. Is it possible for you to use cabotage in your business, and if so how do you use it? 

17. Are you actively marketing your company abroad? 

 

Their perception of the industry 

18. How would you describe the Swedish haulage industry’s financial health in general? 

19. If you where to describe your current competitive situation based on number of 

competitors and the relative strength between them? 
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20. What is your typical customer, nationality and business? 

21. If you where to describe your present customer groups concerning geographic 

concentration and purchase volume, how would you describe it? 

22. Is it complicated and associated with high switching costs for your customers to 

switch supplier? 

23. How would you describe your customer relationships? 

24. If on spot basis – Is this typical for the haulage industry? 

25. Have you noticed an increase in the demand from foreign customers since the 

introduction of free cabotage? 

26. Are you able to lower your prices? 

27. Have you noticed any differences in preferences or buying behaviour from your 

customers since the introduction of cabotage? 

28. Does your service constitute an important part of your customers total cost on their 

product? 

29. Does your service constitute an important factor for the quality of your customers’ 

final product? 

30. What demand concerning security have you received from your customers? 

31.  What environmental demands have you received from your customers? 

 

Their competitive situation 

32. How do you differentiate your company towards your competitors? 

33. Do you believe that you have unique competitive advantage towards your competitors, 

like brand or reputation? 

34. Do you believe that you have a technically and environmentally modern truck fleet 

compared to haulers from other EC-countries? 

35. Are you continually following the developments and changes in technology 

concerning your business, for example Track and Trace and RFID? 

36. Can you describe what separates you from foreign competitors, concerning your 

strengths? 

37. Can you describe what separates you from foreign competitors, concerning your 

weaknesses? 

38. Do Swedish haulers have a good reputation abroad? 

39. Are you experiencing any threat from substitute products concerning your services and 

so which are they? 


