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Eating the Elephant 
 

Successful logistics planning starts with breaking down a 

complex whole into manageable, actionable, and 

accountable parts.   



Developing World Logistics 
 

BUYERS:  

 

•Private Companies  

•National Government Aid 

Programs 

•NGO Programs 

• International Organization 

Programs 

•Developing Country 

Government Entities 
DESTINATION COUNTRY 

CONSIDERATIONS 

 

• Import documentation 

requirements 

•Pre-shipment inspection 

requirements 

•Product registration or import 

approvals 

SHIPPING: 

 

•Airfreight or Ocean freight? 

•Flag requirements 

•Reverse route planning  

• Insurance 

 



HOW DOES YOUR BUYER WANT YOU 

TO GET THE PRODUCT TO THEM? 

 

Distribution STARTS with the buyer  because 

INCOTERMS are all dependent on the terms of sale 

or donation.  INCOTERMS outline your responsibility 

for completion of sale. 

General Commercial Sales 

Commercial sales normally are ex works (EXW 

or FOB origin) with no shipping involved but 

can be door to port or airport only where a 

local distributor or buy takes control (CFR or 

CIF) or door to door (DDP or DDU).  

INCOTERMS are set by invoice and/or letter of 

credit.  Duties/taxes apply.  

Public – Foreign Government or 

Organization funded purchase 

Donated material distributions are largely 

dictated by contracts and/or purchase orders.  

These can also vary from ex works to door to 

door but all parties must participate in taking 

the necessary steps for duty/tax free entry.   

Public – End User Purchase 

Local government sales are dictated by tender.  

Most will be to destination port or airport only 

to allow use of local contracts and influence 

for waiver of duties and tax. 

 

Buyers 



WHAT DOES THE DESTINATION 

CUSTOMS WANT YOU TO DO TO 

IMPORT?  

 

Import issues MUST always be addressed prior to 

the shipment departing from origin.   

 

Omissions and changes WILL cost. 

 

Delays will ALWAYS entail demurrage if past free 

time at a port or airport. 

 

An extra day to clarify requirements will save a week 

in customs at destination. 

Import Documentation 

Commercial sales generally require only 

commercial invoices and packing lists but 

donation shipments will require more  

(certificates of donation, certificates of quality 

compliance, certificates or origin or other 

documents) to be presented at the time of 

entry.  Documentation may also be required 

by the local MOH or end user directly to local 

customs.  .  

Pre-shipment inspection  

Many developing countries require shipments 

be inspected and certified prior to leaving 

origin. Customs will reject non-inspected 

goods presented for clearance. Pre-inspection 

services take time. 

Product registration/import approval 

Many local customs have specific import rules 

for specific product groups such as medical 

items, bulk products, food, etc.   

Destination Country Considerations 



HOW DO YOU GET YOUR PRODUCT 

TO YOUR CUSTOMER? 

Communication breakdowns between sales and 

shipping departments can sacrifice the profit of the 

sale. 

Always talk about insurance. 

Air Freight or Ocean Freight? 

Transit times will vary far more for ocean 

freight than for air freight to the developing 

world.  In some circumstances ocean freight is 

not an option at all, in others just a longer 

transit option.  

Flag requirements 

Shipments funded by the US government 

directly or indirectly must utilize US flag 

carriers by FAR contracting rules. 

Reverse route planning 

Cargo configuration needs to be dictated by 
the types of aircraft available to destination.  
Large pallets may not be possible to certain 
destination or may increase cost. 

Insurance 

All risk insurance including war risk is available 

for any type of INCOTERM shipping liability.  

 

Shipping 



IATA FREIGHT STATISTICS SHOW: 

• 2015-16 World Airfreight up 5.1 Z% 

• World Trade Volumes up only 0.1% 

• Africa – LATAM down 6.4% 

• Africa-LATAM under 5% of WW total 

Africa Airfreight 



Africa Oceanfreight 
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United Nations 2015 study data: 
• Africa-LATAM represent 18.8% of WW container trade 
• Overall growth Africa volumes increasing 6.9% per year 
• Africa – Asia TEUs increasing 12.7 to 15.6 % per annum 



Africa Air Freight Trends  

Airfreight hub shift: 
• Historically European 
• Now IST, DXB, and ADD 
•  EK now has 19 dests 
• TK now has 33 dests 
• ET now has 41 dests 
 
ALL CAPTURE FROM EU  
AND ASIA ORIGINS 
 

Star Alliance backing of ET 
• 28 aircraft in 2003 
• 85 aircraft today 
• 3 fold increase 

• 36000 T freight in 2003 
• 187,000 T in 2014 
• 5 fold increase 



Africa Ocean Freight Trends  

Vessel Rotation changes 
• Historically European hubs 
• Services to West and southern Africa from Europe 
• Now Service to East Africa now mostly from mid east ports 
• Now Service from Asia to both east and west Africa 



Africa Freight Challenges 

•Embargoes 

•Limitations of infrastructure 

•Common tariffs but not common 
markets 

•Emergency cargoes get priority 

•Lack of backhaul trade in cold chain 
 

 

 



Thank you! 

If You Can’t See It, You Can’t Move It 
 

•Every hurdle is an opportunity 

•Small numbers are growth potential 

 

     Questions? 


