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   Corporate Compliance:  JAS Wor ldwide Management Inc.    



by mary Welch

A desk cAn say a lot about a person, 
and a quick look into the office of Marco 
Rebuffi, president and ceO of JAs 
Worldwide Management, is telling. In 
terms of clutter, there is very little, but on 
the bottom left corner is a book: “Anti-
bribery Leadership” by Thomas Fox. 

“That’s all you need to know about 
how important compliance is in this 
company,” says Bruce Jackson, who 
left Arnall Golden Gregory in 2011 to 
become JAs’ first general counsel and 
chief compliance officer.

JAs, with world headquarters in sandy 
springs, is a privately owned interna-
tional freight forwarder and logistics pro-
vider. It has a presence in more than 83 
countries providing full turnkey logistics 
services in several industries including 
automotive, government, fashion, energy, 
mining and live animals.

Jackson, with his executive assistant 
Pam Mackey, is in charge of JAs’ regu-
latory compliance, which means its 
anti-corruption and international trade 
sanctions compliance. With five lawyers 
worldwide and two support staff, Jackson 
is responsible for making sure that the 
tons of cargo carried by JAs complies 
not only with U.s. laws but also those of 
other countries in which they do busi-
ness. some of those countries, including 
Russia, china, India and Indonesia, face 
rampant corruption.

The team must also make sure that 
cargo they are shipping is not diverted 
to the government’s five blocked coun-

tries—Iran, cuba, syria, north korea 
and the Republic of sudan.

“compliance is of utmost importance 
for us. We have a code of ethics within 
the company that must be respected and 
honored at all times. We operate world-
wide and some of these countries are 
considered risky,” says Rebuffi. “dif-
ferent cultures and local habits are the 
constant challenges we face. We make 
sure that our policies and procedures 
of this office are followed and adhered 
to 100 percent, and Bruce has done an 
exemplary job.”

Jackson puts it succinctly. “I had some-
one tell me they were 90 percent compli-
ant, and I told them that they were not 
compliant. There’s no such thing as 90 
percent compliant.”

Jackson came on board to ramp up the 
company’s compliance department as it 
ventured into higher risk countries and 
industries, such as gas and oil. “We’ve 
done some pretty complex international 
contracts, litigation management as nec-
essary and the compliance and corporate 
governance of about 40 entities—operat-
ing companies or management compa-
nies, and to maintain the governance 
structure of those companies is quite a 
job,” Jackson says. “Otherwise, we just 
deal with the crisis du jour.”

Jackson admits that much of the work 
is administrative—filling out import-
export licensing, customs documents, 
which all must be done correctly. Jack-
son only becomes involved if any of his 
direct reports has a question or issue. The 
hornet’s nest involves what is not on the 
forms—such as any bribery of officials 
or people [who are] trying to get around 
trade sanctions.

Trade sanctions prohibit a U.s. com-
pany from doing business in five blocked 
countries, lists of people whose names 
are published by the various federal 
agencies and government agencies in the 
U.k., eU and elsewhere.

“Anti-bribery is the hot button for the 
last eight years, and increasingly so, and 
a subset of that is trade sanctions. They 
will put you on notice that you have 
a heightened sense of due diligence,” 
Jackson says. “Generally one does not 
do business with Iran, but several times a 
year we ship a lot of baby chickens from 
Alabama to Iran and we do it perfectly 
legally because we get the special licens-
ing. same with Republic of sudan.”

Michael Golden, a partner in Arnall 
Golden Gregory, says that Jackson’s 
military background—in addition to his 
legal—makes him perfect for the job. 
“He was in the military for four years, 
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and he’s schooled in what the military 
has to offer—strong leadership, clear 
communications and clear expecta-
tions of behavior. You know what you 
have to do and what is expected,” he 
says. “It sounds simple and it’s not. His 
military background is simpatico with 
the business he’s in.”

knowing the ins and outs of the inter-
national regulations is the tough part of 
Jackson’s job; the tougher part is training 
all his people to know the law and obey it.

“A lot of these laws were in place 10 
years ago, but no one paid any attention 
to it. now the government expects us to 
be the enforcer, the policeman, espe-
cially with third parties that we do busi-
ness with,” Jackson says. “The U.k.’s 
laws are stricter than ours. In the U.k. 
if you train a third party that commits 
unlawful bribery, your only defense 
against criminal charges is for you to 
show that you took adequate measures 
to prevent it. If you can show that you 
took reasonable measures to prevent 
something like bribery, you might get a 
break [from the government].”

education is a huge part of Jack-
son’s job description. The company 
has a comprehensive FcPA and anti-
corruption policy that is based on the 
company’s code of Business conduct 
and ethics, which includes a related 
compliance manual. 

Jackson provides global training to all 
necessary employees plus their contract-
ed agents worldwide. Policy updates are 
given via intranet, training and personal 
presentations. They have online training 
portals with two third-party vendors plus 
in-house training.

Mackey earned TAsA certification (a 
TRAce Anti-bribery specialist accredi-
tation), which is administered by TRAce 
International, a nonprofit that is consid-

ered the authority on best practices in the 
anti-corruption compliance area.

In addition, JAs is a TRAce-certi-
fied commercial Intermediary, which 
means it subjects itself globally to a com-
prehensive due diligence investigation. 
With that certification, they can repre-
sent to potential clients that they don’t 
have any issues that would cause any 
questioning of its compliance.

The key, Jackson says, is communi-
cation so that everyone knows what’s 
expected and to keep them on their toes. 
“When they’re moving cargo, they need 
to have that voice in the back of their 
head always thinking about compliance 
and looking for red flags,” he added.

“That’s part of our training obliga-
tion—to teach employees to look for 
red f lags and cargo diversions,” he 
says. “We have to look for times when 
people seemingly are shipping legiti-
mately, but there is some evidence that 
it might be an attempt to ship it to an 
unlawful destination.”

One example is when a new York state 
company shipped used pump parts to 
Germany. But something in the paper-
work and the way the signee acted sent 
a signal that maybe not all was what it 
seemed. “The paper said the parts were 
ultimately going to Turkey and there’s not 
a market for old spare pump parts there,” 
he says. “But the Iranians are known for 
repairing and maintaining parts because 
they can’t buy new. so the consignee was 
acting as a front for another company 
that was on the special licensing watch-
list. We notified the department of com-
merce and the cargo was seized.”

Alice Hsieh, associate of advisory 
services at TRAce, says that JAs’ com-
pliance program is “very sophisticated. 
They do an amazing job of communicat-
ing with and training intermediaries and 

clients every month. That’s no simple 
feat and a lot of companies don’t do that. 
sometimes there is strong pressure not 
to maintain these same controls or there 
will be pushback. But now with JAs and 
Brucem, they have a strong zero toler-
ance policy and they have buy-in from 
their business units.”

Jackson agrees that his job is made 
easier because of the support at the top. 
“I report directly to the global ceO and 
independently to the board at my discre-
tion. I do what I do and I’ve been given 
the independence to do it. I’ve never been 
interfered with and I’m given the resourc-
es to do what we need to do.”

Jackson plans eventually to grow and 
decentralize his department. He’s think-
ing of bringing on an attorney in Argen-
tina to take over some of the third-party 
vetting and maybe another attorney to 
take on another region. “We’re too central-
ized in Atlanta, and I think a regionalized 
approach is better,” he said. “And, then our 
go-to law firm is Arnall Golden Gregory. 
We probably use 40 firms around the world 
but AGG is at the top of the pyramid.”

While Jackson says his job “isn’t rock-
et science,” he is surprised by his new 
role as a member of the new business 
sales team. JAs recently made a new 
business presentation to Halliburton, 
the Houston-based oil company. When 
the head of JAs’ oil shipping division 
began his presentation he was stopped. 
The people at Halliburton said they 
were aware of JAs’ capabilities; what 
they really wanted to hear about was its 
compliance program. Jackson had the 
floor for the next 30 minutes.

“That’s not the only time that hap-
pened,” he says. “The surprise is par-
ticipating in the sales efforts, because 
that’s what these multinationals want to 
know about.”  DR
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