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Motivation

 Logistics service providers (LSPs) are 
an integral part of any disaster 
relief operation [1]

 Specific challenges exist when 
outsourcing logistics in disaster relief

 Many aid agencies fail to build 
successful collaborative 
relationships with LSPs [2] [3]

Result: twelve best practices recommended by experts

Ensure both compliance and 
efficiency in the procurement process
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Alignment of procurement procedures with 
donor requirements & strict derogation process

Research question

What are best practices of aid 
agencies for ensuring the success of 

outsourcing logistics to commercial 
LSPs in disaster relief?

Approach

Delphi study with 38 experts from aid 

agencies and LSPs:

 Round 1: Qualitative online survey

 Round 2: Quantitative online survey

 Round 3: Face-to-face workshop

Participants from DRC, Handicap 

International, ICRC, IFCR, IMC, Islamic 

Relief Worldwide, MSF, Oxfam, People 

in Need, Red Cross, UN Mission South 

Sudan, UNHCR, WFP, World Vision, 

Damco, Kühne+Nagel and seven other 

organizations
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Scale: 1 – Not important | 2 – Somewhat important | 3 – Important | 4 – Very important

Use a detailed written contract 
as safeguard

Ø 3.63

Be detailed in the request for 
proposal or request for quotation

Ø 3.56

Prepare for the engagement of LSPs Ø 3.37

Take actions to ensure selection of the 
right provider for the right task 

Ø 3.33

Set up and maintain a plan for the 
engagement of LSPs

Ø 3.33

Avoid unnecessary liabilities and risks Ø 3.30

Run a formal process for 
performance evaluation

Ø 3.19

Build mutual understanding and
trust with provider

Ø 3.11

Work with provider as integrated team Ø 3.11

Design engagement as win-win
situation

Ø 2.89

Set up financial incentives to align 
goals of service provider

Ø 2.85

Context, scope, supplementary responsibilities, 
service level agreements, insurance, penalties, 
fees, provisions for termination, …

Context, bidding & selection process, 
attachment of draft contract, bid template, …

Documentation, training, templates, framework 
agreements, market assessments, …

Extensive invitation, information from network, 
bid presentations, background checks, …

Requirement analysis, multiple sourcing, risk 
assessment, involvement of provider, …

Cautious use of long-term contracts, data 
privacy measures, avoidance of impression of 
favouritism due to close personal relationships, …

Inspections, audits, performance reviews based 
on KPIs, peformance record, …

Partnership spirit, long-term contracts, repeated 
collaboration with same providers, …

Face-to-face work, frequent communication, 
joint solutions for issues, joint training, …

Cost-plus contracts, index-based price 
adjustments, letters of acknowledgement, …

Performance-based service fees, open-book 
contracts, documentation as prerequisite for 
payments, no payments in advance, …
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