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30years

Always  
by your side

Scortrans Srl



When Arto Hyödynmaa from 
Kangasala, Finland, met Dario 
Scortegagna from Vicenza, Italy 
in Tampere in 1989, a unique 
partnership was founded that has 
continued to this day. Their mutual 
trust was so strong that their 
collaboration only had to be sealed 
with a firm handshake. Thirty years 
later, this has not changed. 

W
hen Tampereen Express-
H u o l i n t a  O y  s t a r t e d 
operations in 1984, the world 

was very different from the one we do 
business in today. The leather industry 
and shoe and bag sectors were blooming, 
particularly in Pirkanmaa and Satakunta 
regions in western Finland. There were 
more than 20 shoe factories there that 
needed high-quality leather, and Italy 
was famous for producing the best raw 
materials. 

is the key to successful collaboration
Trust

Dario Scortegagna, a young and ambi-
tious employee in a forwarding company 
in Vicenza, decided to make the most 
of his networks and expertise, and he 
founded his own company. Scortrans Srl 
started its operations in 1989, and the 
company operates under the same name 
today. 

Arto and Dario met through their 
common contacts, and they soon became 
friends. This was the beginning of a uni-
que collaboration that was based on the 
mutual respect between the two men, 
and the vision, values and common goals 
that the two family-owned businesses 
shared. 

In 2003, the companies decided to 
further strengthen their excellent colla-
boration and form a new, equally-owned 
company called ScortExpress that also 
continues its operations today. 

A few years ago, Dario Scortegagna 
died, and his son Manuel took up the lea-
dership of the company. 

The verbal agreement between two 
gentlemen from Italy and Finland has 
proven fruitful. The collaboration has 
survived several financial crises, eco-
nomic fluctuations and changes in the 
industry over the past 30 years. The 
leather industry has declined in Finland, 
but the needs for logistics services has 
remained high. Today, the shoe industry 
only has a minor role in imports from Italy, 
which mainly consist of various kinds of 
parcelled goods.

Tampereen Express-Huolinta Oy chan-
ged its name to the more international 
Lago Logistics Oy. Italy still has a major 
role in the company’s transport opera-
tions, but it has also significantly increa-
sed its presence in Poland.

2

EXPRESS



International  
co-operation
Our long and unique collaboration with Italian ScortExpress 

Srl is based on expertise and, most importantly, mutual trust. 

Successful collaboration required that we learn about Italian 

customs and work culture, and vice versa. We Finns are often 

silent and rigid, whereas Italians are lively and exuberant. 

However, our international operational environment has 

given us a good basis for accepting and understanding our 

differences and respecting everyone. When my late wife and 

business partner Kaija and I started this collaboration, we felt 

like we were part of Dario’s family. Our business operations 

were based on gentlemen’s agreements and acting honourably. 

After more than 30 years, we continue working this way. The 

warm and welcoming atmosphere and the strong bedrock of our 

collaboration manifested themselves particularly clearly a few 

years ago. I introduced my new wife Hannele to the Scortegagna 

family, who runs the company, and their employees in Vicenza, 

Italy. At the company’s annual gala, Managing Director Manuel 

Scortegagna delivered a wonderful speech and ceremoniously 

welcomed Hannele into the Scortegagna family. I don’t think 

anything like this ever happens in Finnish business life. I think 

it’s important to cherish this kind of collaboration and promote 

it in Finland as well.

Arto Hyödynmaa

Managing Director
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Customer satisfaction in the services encouraged the 
company to set its sights on other European countries and 

on other sectors such as maritime and air traffic. All these new 
opportunities gave a start to the development of Scortrans, 
which is still growing, and which makes the company one of 
the leaders in its sector.

Scortrans wants to be a partner for its customers. In fact, 

Scortrans srl, an international transport and 
forwarding company, was founded in 1989. It initially 
specialized in transport to and from the Nordic 
countries, a sector in which its founder Mr Dario 
Scortegagna and his closest colleagues boasted 
decades of experience.
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we always try to offer tailor-made service 
and offer continual assistance.

Our group includes a company in Fin-
land, ScortExpress, founded in 1997 to 
handle transports to and from the Nordic 
countries even better, and two branches 
in Milan and Florence to offer an efficient 
service all over Italy

We have been ISO 9001-certified since 
2003 and AEO-certified since 2011 to 
guarantee all our stakeholders – custo-
mers, suppliers and partners – an obje-
ctive level of quality and safe customs 
procedures.

Today Scortrans offers all services 
related to international transport, inclu-
ding banking, insurance, customs and 
legal advice, in Italy and abroad. With 
a team of 70 direct and very experien-
ced employees, Scortrans can meet any 
demands in international transport and 
logistics services.

Scortrans wants 
to be a partner 
for its customers
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Regina Balzarin is undoubtedly 

one of the most important people 

in Scortrans. She has worked in 

the company since it was founded, 

that is, for 30 years, and her tacit 

knowledge of the company is 

second to none. 

M
any things, including her role 
in the company, have changed 
in the past 30 years. At first, 

she was involved in all of the operations 

of the company, whereas today she is 

responsible for sales in Scandinavian and 

Baltic countries.

First employee

Regina Balzarin was, in fact, the very first 
employee to be hired by Scortrans. The 
founder and owner Dario Scortegagna’s 
charming and convincing personality first 
sparked her interest in the company.

“This company is definitely going to be 
something,” she remembers thinking. And 
she was right: the company has grown in 
a controlled manner, and it is now in the 
safe hands of the second generation after 
Dario died a few years ago.

Rapid changes  
in the operational environment

Thirty years ago, information technology 
was nowhere near the level of today, and 

One of the founding members
Regina Balzarin
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Regina’s tasks included a lot of manual 
processing of documents and forms. 
Constant amendments to legislation and 
in the EU have changed the routines at the 
office and other business operations, and 
control is tighter than before. In Regina’s 
opinion, the pace of changes has speeded 
up in the past 10 years. Sometimes it 
feels like a rule or regulation is replaced 
by a new one as soon as it is learnt. A 
company that manages international 
transport is naturally also affected by 
major international events, such as 
Brexit. “There is a lot more uncertainty 
around these days,” she says.

Good atmosphere,  
nice colleagues

There have been ups and downs in the 
economy during her long career, and 
she could tell a story or two. However, a 
good sense of humour and quick thinking 
have always helped her through thick and 
thin. Regina says that she has never even 
considered looking for another job.

“I still love my job,” Regina says. “We 
have an excellent atmosphere and good 
leadership culture in our company. Col-
leagues are also always ready to help 

each other out, and teams work together 
beautifully. I have also had the chance to 
develop my professional skills and reach 
my career goals,” she says.

In the course of years, her tasks and 
responsibilities have moved towards 
sales, and now she is responsible for 
the company’s sales in Finland, Norway, 
Estonia, Latvia and Lithuania.

In her leisure time, Regina spends time 
outdoors, travels with her family, plays 
with her dog, enjoys music and dance and 
watches sports. She is particularly fond 
of football and volleyball.

I still love my job
Regina Balzarin“
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A familiar partner knows your needs

Intervent

Intervent is an expert in high-
quality air conditioning systems 
and industrial fans that has an 
extensive portfolio of products 
for air conditioning solutions in 
industrial, public and residential 
buildings.

T
he company delivers large numbers 
of air conditioning devices and 
industrial fans to its customers, 

with ScortExpress as its chosen logistics 
partner since 1997. During this long 
partnership, ScortExpress has mostly 
transported goods from Italy, and 
occasionally from the Netherlands.

We talked to Meri Lahti, who is res-
ponsible for customer service and spare 
parts at Intervent Oy, about the compa-
ny’s logistics needs and partnership with 
ScortExpress.

What kind of logistic challenges does 
the transportation of air conditioning 
devices present?

We import industrial fans manufactured 
by F.lli Ferrari Ventilatori in Italy. Some 
of the fans are small, and several of 
them can be loaded on one pallet, but 
the larger fans are several metres 
tall, which obviously makes them 
more challenging to transport. 

What do you expect of  
a good logistics partner for 
your company?

The most important factors in the 
operations of a logistics partner are 
reliability and smooth communication. 
We value the way ScortExpress informs 

us about delivery times honestly and 
reliably. They inform us about the arrival 
times of our deliveries weekly, and always 
update us on any abnormalities quickly 
and accurately.

What is your collaboration like  
on an everyday level?

Your contact person plays a key role in 

the success of a logistics partnership. 
We are extremely pleased with our long-
term collaboration with Teemu Ylisalmi 
and Johanna Pöntinen, his holiday 
substitute. Long-term partnerships are 
beneficial. We each know how the other 
operates, which makes collaboration 
easier and smoother in many ways. 
The communication and collaboration 
between the dispatch department at our 
Italian customer’s site and ScortExpress’s 
Italian office also works extremely well. 
Our logistics partner also represents us, 
which is why timely transports and clear 
communication towards our customers 
are of utmost importance. This is what 
ScortExpress excels at.

Is there any particular transport  
that you will never forget?

I must say that I am pretty impressed 
that you have transported the wines we 
give our customers for Christmas from 
Bardolino for years without a single bottle 
breaking! 

Teemu Ylisalmi, Traffic Manager at 
ScortExpress, how would you  
describe this partnership?

Thanks to our long partnership, Intervent 
Oy is a particularly important customer 
for us and we always want to ensure 
that they receive first-grade customer 
service. For instance, Intervent has 
hosted various customer events in Italy, 
and we have organised bus transfers 
from the airport to vineyards and on to 
Intervent’s customer’s sites with the help 
of our agents. We also want to offer our 
customers more personalised service.
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Johanna Pöntinen

After 15 years at ScortExpress, Sales Manager 
Johanna Pöntinen is one of the company’s 
longest-serving employees. She has fond 
memories of the beginning of her career at 
Express-Huolinta, as the company was then 
called.

“
My mother had had a job interview at the company 
in the 1980s. Even though she was not hired, she had 
formed a positive impression of the company. It was 

her who advised me to apply for a job here when I was 
studying international trade at the university of applied 
sciences. In the job interview, we spent an hour and a half 
talking about dogs and travelling, among other things,” 
Johanna says with a smile.
“Arto could have not hired me, because I did not have any 

previous experience in sales, but I did manage to get the 
job. On the third day, I decided to pick up the phone and 
start selling. At first my voice was trembling with anxiety, 
but it all went well right from the start.”
At the moment, Johanna is mostly engaged in sales, and 
she clearly enjoys what she is doing.
“Day after day, my wonderful colleagues at the office 
motivate me in my work. I also love the chance my 
job gives me to meet so many different people. I am 
curious by nature, and I am interested in my customers’ 
personalities as well,” Johanna says of her take on her job. 
Johanna’s family consists of her husband Henri, their 
10-year old son Matias and 8-year old daughter Ronja. 
They have also got three guinea pigs called Nöpö, Nuusku 
and Nipsu. 
“My leisure time activities include reading and playing 
floorball. At the moment, we plan our holidays on our 
children’s terms. Last summer, we visited Crete. It was a 
lot of fun and the children loved it too.”
But does Johanna also have some dreams that she would 
still like to make come true?
“It would be great to see a Premier League match live, 
and I would also like to visit the D-Day landing sites in 
Normandy.”

Interview with Sales Manager
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A 
road transport liability insurance 
policy covers the liability of the 
carrier under the Finnish Road 

Transport Act or CMR convention for 
damages to goods during transport 
in Finland and abroad. The insurance 
also covers costs arising from delayed 
deliveries. 

Typical claims related to road transport 
damages concern goods damaged during 
transport due to sudden braking, poor 
load binding or, in the worst case, driving 
off the road. 

Disposal of damaged  
cargo included

Recently, there has also been discussion 
about compensating damages that 
arise from disposing of damaged cargo 
or caused by incorrect temperatures. 
Insurers have differing views about the 
compensation of these additional costs. 
Some insurers may not extend their 
cover, others may sell additional cover 
for damage due to temperatures or 
disposal costs, and some companies have 
extended their basic insurance policies to 
cover these costs. 

Pohjola Insurance belongs to the latter 
group: its insurance cover includes the 
costs of disposing of perished goods as 
well as damages caused by incorrect tem-
peratures, without the need for additional 
coverage for increased premiums.

Minimizing the damages

Measures to prevent accidents and 

limit damages are also important. In the 
most typical case, the transportation is 
interrupted for one reason or another, and 
the goods must be taken to the nearest 
warehouse until they can be transported 
further to the destination. 

The protection and guarding of goods 
at the site of an accident is another 
example of these measures. Joonas Mak-
konen remembers a case in which a lorry 
loaded with a batch of perishable foods-
tuffs drove off the road. In that case, the 
priority was to organise the rescue and 
recovery of the cargo, ensuring that the 
cold chain remained unbroken. Only 
after this did the experts at Pohjola start 
processing the actual damage compen-
sation tasks. 

LAGO Logistics places its trust in the 
extensive insurance cover that Pohjola 
Insurance offers and values collaboration 
with such an experienced expert partner.

Pohjola road 
transport liability

No matter how carefully and cautiously you handle 
and transport cargo, accidents cannot always be 
avoided, which is why comprehensive insurance 
cover benefits all parties involved. We talked to 
Insurance Manager Joonas Makkonen, Pohjola 
Insurance Ltd, who provided us with background 
information for this article.

insurances

Insurance Manager Joonas Makkonen of Pohjola Insurance Ltd.
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Cosmopartner&ScortExpress
You have collaborated with 
ScortExpress for five years now. How 
would you describe your relationship 
and what has it been like to work with 
a Finnish partner?

Our collaboration has been excellent! I 
would say that we are friends rather than 
just business partners, and I must say that 
Finns are easy and uncomplicated to work 
with.

What kinds of characteristics and 
qualities do you value in your foreign 
partners, such as ScortExpress?

Professionalism, experience and good, 
personal service. These make for smooth, 
trusting collaboration.

How do you expect your collaboration 
with ScortExpress to develop in the 
future?

ScortExpress is such an excellent partner 
to work with that I firmly believe that our 
collaboration will grow and thrive in the 
future as well.

TEEMU YLISALMI 
Traffic Manager 
ScortExpress Oy

How exactly did you expand 
ScortExpress’s business to Spain?

We started transports to and from Spain 
from scratch. In 2014, Antti Hyödynmaa 
and I visited Spain to meet local agents, 
and CosmoPartner felt like an excellent 
option for us from the very beginning. 
Their manner of operation was very 
similar to that of our long-time Italian 
partner that we have  
always been extremely  
happy with.

How has your collaboration 
developed?

Business has improved and transport 
volumes have grown constantly. After 
five years, we can say that we are one of 
the well-known operators between Spain 
and Finland.

How would you describe your 
collaboration with CosmoPartner?

O ur collaboration is close, and 
co m m unic atio n f low s sm o othl y. 
CosmoPartner is a stable and reliable 
partner that we can trust with our 
transports in Spain. 

What are the transport volumes from 
Spain like and what kinds of goods do 
you transport?

We usually transport 1 to 3 truckloads 
of cargo a week, which contains various 
kinds of industrial goods and furniture,
for example. Imports are increasing 
steadily, and I am very confident about 
the future of our operations to  
and from Spain.

In 2015, ScortExpress Oy 
expanded its operations to Spain  
in collaboration with 
CosmoPartner S.A.

Founded in 1978 and headquartered in 
Barcelona, CosmoPartner is a logistics 
company that operates on land, sea and 
in the air. The company also has offices 
in Tarragona, Valencia and Hong Kong. 
After five years of collaboration, it is time 
to look back at how it all works and hear 
the managers’ opinions. 

SERGI BORRELL 
Managing Director 
CosmoPartner S.A.

How is your company doing at the 
moment and how has 2019 been for 
you so far?

While we still have a couple of months 
to go this year, we can already say that 
this year’s results will be better than 
last year’s. Our business has grown in all 
areas, and we will complete about 1,200 
transports more this year than in 2018.  

How is the Spanish economy 
performing and how has the situation 
influenced your business?

Annual economic growth has been about 
2.5% since 2016, and both export and 
import have grown at a rate of about 5% 
annually. This has obviously had a positive 
impact on our business.
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ITALY

Vicenza

Florence

Milan

Rostock

By Baltic Sea

By Train

It all begins, when our customer 
contacts us and we begin the planning 
of the transportation. We will collect 
the batch of goods from the customer, 
which, in case it is a full truck load, 
will continue towards a harbour. 
If the batch is a half truck load 
or a parcel, the cargo will 
go through our terminal in 
Tampere, where we will fill 
the truck. We aim always 
to forward full trucks, as it 
is more cost-efficient and 
ecological.

The route to Italy

The route from Finland to Italy 
depends on urgency and targeted 
cost level. The route can differ, if a 
thermo transportation is required or 
transported goods are hazardous. A 
common route for road cargo from 
Finland to Italy is Via Baltica. The cargo 
travels from Helsinki to Tallinn by sea, 
and continues trough eastern Central 
Europe to Italy. Often an intermodal 
transportation is used. There, the 
cargo leaves from Hanko harbour to 
Rostock, Germany, where it is loaded 
on train. When the train reaches 
freight station in Italy, the 
cargo is unloaded on a truck, 
which will deliver it to the 
destination.

We know the drill

Decades of experience 
together with established 
partners make us a reliable 
forwarder. In case you 
have a shipment from 
Finland to Italy, we are 
here to help you.

The way of the 
freight - from  
Finland to Italy
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Do you need 
help with 
your cargo?FINLAND

ITALY

Vicenza

Rostock

Tallinn

By Via Baltica

By Baltic Sea

By Train

HelsinkiHanko

Germany, Netherlands and 
Belgium import and export: 
Petteri Toivonen

petteri.toivonen@lagologistics.fi

+358 500 620 121

Italy, Spain import: 
Johanna Pöntinen 

johanna.pontinen@scortexpress.fi

+358 400 580 810

Poland import and export,  
Italy and Spain export
Patryk Lejman

patryk.lejman@scortexpress.fi

+358 50 466 6698

Let us help you!
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LAGO Logistics Oy has recently 
opened a new office in Espoo, near 
Helsinki, with the goal of gaining a 
firm foothold as a logistics service 
that covers all parts of Finland.

T
he office will be managed by a 
highly experienced expert who is 
esteemed in the industry, Petteri 

Toivonen . He has solid know-how, 
extensive experience and a vast network 
of contacts in the cargo sector in central 
and western Europe to offer.

The next logical step in LAGO’s growth 
strategy is to expand to the Helsinki area, 
and now that step has been taken by ope-
ning new premises there. The goal is to be 
a provider for the whole of Finland that 
has strong and reliable contacts around 
Europe. To help us achieve this goal, 
we have appointed Petteri Toivonen to 
manage the new office. He has 30 years 
of experience in the industry, and strong 
expertise in the cargo transport sector in 
western Europe. Petteri’s entire career 
has been in cargo service sales, which 
has helped him build extensive contacts 

LAGO to expand operations to the

Metropolitan area
among the operators in the sector around 
Europe. In the past 20 years, he has also 
sold transport services for LAGO, and 
the collaboration sparked his interest in 
the company. The interest was mutual, 
which led to his appointment as Business 
Development Manager in LAGO’s new 
Helsinki office. 

“I think LAGO is in a good phase of 
growth for expansion to western Europe. 
The company has the right facilities, ope-
rations and personnel to make this a rea-
listic goal. My main task at the moment 
is to build a strong partner network for 
LAGO in central and western Europe 
using my existing contacts. At the same 
time, we will naturally start finding new 
customers in the SME sector and among 
larger operators,” Petteri Toivonen says 
of his first tasks in his new job. 

Expansion offers  
strong customer benefits

LAGO is seeking growth to be able to 
serve its customers even better. With 
a more extensive service offering, 
we can meet our customers’ needs in 
western Europe more effectively and 

comprehensively. Growth and expansion 
also mean more visibility for the company, 
which helps it gain more recognition and 
awareness in the Helsinki region. This in 
turn will help us win more new customers. 
LAGO will continue to follow the winning 
combination it has always followed: 
excellent personal customer service, 
effective communications and flexibility. 
Petteri agrees with these principles 
completely:

“Growth is important, but customer is 
always number one. The cargo must be in 
the right place at the right time, and the 
customer must have the feeling that they 
were treated as a premium customer.” 

The newest member of the LAGO 
family is from Espoo, meaning he only has 
a short commute to his new job. Petteri is 
married with two grown-up children that 
have already moved away from home. He 
is a business-like yet easy-going 50-year-
old Finnish man who is determined to 
make his new employer LAGO one of the 
most highly recognised operators in the 
European cargo transport sector.
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Are you looking for a reliable partner for 
freight transportation between Finland and 
the rest of Europe? We can offer safe and 
precise transport services at competitive 
prices. Our services cover all types of road 
transport of parcelled goods, partial loads 
and full truckloads across Europe. We can also 
handle express and specialist haulage tasks.

We always want to offer the best possible 
service to our customers. The only way to 
achieve that is to be a pioneer in the industry 
and to constantly look for new solutions to 
our customers’ needs. Our experience of more 
than 30 years forms a solid foundation for 
understanding current and future challenges  
in managing parcel flows.

LAGO LOGISTICS OY – FORERUNNER IN ROAD TRANSPORTATION
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LAGO LOGISTICS OY – FORERUNNER IN ROAD TRANSPORTATION

FINLAND

LAGO LOGISTICS OY

Tampere 
Mätäsperä 3 C
33100 Tampere
FINLAND
Tel. +358 10 30 93 600 
Email: lago@lagologistics.fi
www.lagologistics.fi

Helsinki 
Pihatörmä 1 A 
02240 Espoo
FINLAND
Tel. +358 500 620 121
Email: petteri.toivonen@lagologistics.fi

POLAND 

LAGO LOGISTICS SP. Z O.O.

Gdynia

Adres: ul. Hutnicza 53C 81-061 Gdynia
Adres korespondencyjny: 
ul. Hutnicza 53C, 81-061 Gdynia
POLSKA
Tel. +48 12 259 24 82 
Email: gdynia@lagologistics.pl
www.lagologistics.pl
 
Bielsko-Biała

Adres: ul. Michałowicza 60, 43-300 
Bielsko-Biała
Adres korespondencyjny: 
ul. Michałowicza 60, 43-300 Bielsko-
Biała
POLSKA
Telefon komórkowy: 00 48 720 828 494 
Email: bielsko-biala@lagologistics.pl


