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Leverage products
◼ alternative sources of supply 

available

◼ substitution possible

Competitive bidding

Strategic products
◼ critical for product’s cost price

◼ dependence on supplier

Performance based partnership

Routine products
◼ large product variety

◼ high logistics complexity

◼ labor intensive

Systems contracting + 

E-Procurement solutions

Bottleneck products
◼ monopolistic market

◼ large entry barriers

Secure supply + search

for alternatives

Purchasing’s 

impact on

Business 

value

Low

Low

High

HighSupply risk
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A performance-based contract emphasizes the value of the

transaction for the customer, and not the costs for the

supplier, and relates to this (a part of) the compensation of the

supplier. This customer value or performance can be measured

in non-monetary units (such as uptime of a machine), or in

monetary units (such as the turnover generated with the use of

that machine).

Selviaridis, K. and Wynstra, F. (2015). Performance-based contracting: a literature review and future 

research directions. International Journal of Production Research, 53 (12): 3505-3540.
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Stimuleren van innovatie

• Gebruik van functionele specificaties

• Lange-termijn contract, zodat leveranciers initiële investeringen kunnen 

terugverdienen

• Proces innovatie (bijv. onderhoud van gevechtsvliegtuigen) vs. product innovatie 

(bijv. LED verlichting voor snelwegen)

Verbeteren van de kwaliteit van prestaties

• Functionaliteit, kwaliteit, duurzaamheid..

• Aanbesteder moet de juiste KPI’s kunnen

definiëren en meten

Verlagen van kosten

• Potentiële spanning: minder omzet leverancier
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National Audit Office (2007). Transforming logistics support for fast jets. 

Report by the comptroller and auditor general. 
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By Matt Morgan. 

https://commons.wikimedia.org
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“If you want to build a ship, don't drum up the men to gather

wood, divide the work and give orders. Instead, teach them

to yearn for the vast and endless sea.” 

Antoine de Saint-Exupery, “The Wisdom of the Sands” 

Gratis e-boek:

https://www.nevi.nl/nieuws/vrijh
eid-over-prestatiecontracten-
door-finn-wynstra-blog
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Performance pay

introduced, but 

quickly suspended

Performance pay

reinstated

More information 

sharing, better

operational

coordination

Source: Franke, Nullmeier & Wynstra, working paper.
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KPN behaviour that affects possibilities for AO to perform is made measurable and accountable:

• Business services like these are highly interactive, and supplier performance is highly dependent on 

client behaviour, e.g.: 

• Clarity and timely availability of specifications 

• Transparency of anticipated customer demand fluctuations (that can affect demand for server 

capacity) 

• Compliance of the business with the single sourcing contract with provider (non compliance will 

affect economy supplier) 

Some clients will let suppliers rate client’s behaviour (“supplier satisfaction surveys”) but typically: 

• One-off, ad-hoc

• Not tied to specific service/product but entire relation 

• Not tied to financial incentives for supplier/penalties to client 
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Total amount of money at stake: a million Euro number with double digits 

Source: Akkermans, Van Oppen, Voss & Wynstra, 2019.
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