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Abstract
Performance-based logistics (PBL) represents a support strategy for weapon systems
and manifests in contracts that focus on the delivery of outcome performance not
process outputs. Despite the high research interest in the underlying theory, only few
studies address the question how PBL is actually used. Some quantitative studies have
researched this question by evaluating the perceptions of involved management
people. Other data, such as prices, contract terms, or performance indicators, are
often only available in form of qualitative case studies. Therefore, the purpose of this
research is to report on a number of PBL cases and to provide a holistic view on their
characteristics and the effectiveness as a support strategy. The analysis identified a
high number of more than 100 cases that are reported in the literature. Filter methods
are used to identify heterogenous case examples. The chosen cases are described and
analyzed considering contract terms, price mechanisms and performance indicators.
The findings show the wide range of PBL applications in international weapon system
support. This guides this research to a number of research and practical propositions.
Keywords: Performance-Based Logistics; Weapon System Support; Case Study;
Lessons Learned
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1.

INTRODUCTION
Already in 2001 the Department of Defense of the United States of America
(US-DoD) described performance-based logistics as the “preferred approach to
product support” (US-DoD, 2001, p. 4). Since then, PBL has been used to increase
availability and reliably of weapon systems while sustainment costs were stabilized
or even reduced (Lucyshyn and Rigilano, 2019). A couple of studies already
evaluated the effectiveness of PBL and provide empirical evidence on the positive
effects of PBL, when properly implemented (e.g. Gansler and Lucyshyn, 2006;
Guajardo et al., 2012; Boyce and Banghart, 2012; Lucyshyn et al., 2016).
PBL changes the traditional “pay for parts and services” approach of weapon
system support towards a contract that is linked to expected performance outcomes
(Mooney and Sanders, 2018). The details of the PBL approach are reviewed below,
but what is of interest here is that PBL is not only a topic for the US-DoD. Since its
emergence, the concept is used and implemented by a number of other countries.
In particular, the United Kingdom or Australia are mentioned with specific
incentive strategies that support PBL effectiveness (Mooney and Sanders, 2018).
Case examples are reported from Germany (Kleemann et al., 2013), India bought
Rafale fighter jets from France with PBL support (Walia, 2019), and the concept is
also discussed in the context of Nordic countries (Listou et al., 2019).
The first passages of this article refer to the effectiveness of PBL and its
applicability to various contexts. This reasoning is generally positive. However,
some PBL pitfalls exist. First, PBL in the US-DoD is backed and encouraged for
many years, but PBL contracting in the USA is still relatively rare and PBL contract
numbers appear to decline since its peak in 2005 (Lucyshyn and Rigilano, 2019;
Mooney and Sanders, 2018). This could be a warning signal that despite empirical
evidence of PBL effectiveness, the concept might be outdated or at least the
“hype around PBL” has reached a peak. The question is, if this is due to a lack of
effectiveness.
Second, studies revealed that PBL is implemented in quite different ways (Glas et
al., 2013). Thus, there is not only “one” PBL, but several configuration alternatives.
For example, US DoD uses financial incentives in form of financial rewards or
penalties, but also uses PBL in form of fixed-price contracts and surprisingly even
cost-plus or pain-gain-share agreements (Hunter et al., 2018). Besides financial
incentives, also time-based incentives are applied, because for a supplier the
continuation of a business relationships is a main issue. This incentive is found to
be a primary PBL incentive in some countries, e.g. Australia (Hunter et al., 2018).
Overall, the diversity of PBL configuration alternatives might confuse and provokes
the question which configuration fits best to a specific weapon system.
Both aspects guide this article to investigate how PBL is actually used. As
already mentioned, some studies have researched this question (e.g. Lucyshyn and
Rigilano, 2019). Often studies focus on the perceptions of involved management
people (e.g. Glas and Kleemann, 2017; Gelderman et al., 2017). In addition,
contract data of defense projects, such as prices, contract terms, incentives or
performance indicators, are hardly available. This is why this article focuses on
reported qualitative case studies. Therefore, the purpose of this research is to report
on a number of PBL cases and to provide a holistic view on their characteristics
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and the effectiveness as a support strategy. By applying this method, this research
investigates the following research questions in accordance with case study research
approaches (Yin, 2014). The first research question is addressing the effectiveness
of PBL incentives, while the second question is focusing on time dynamics of PBL
development.
				 RQ1: Why incentives lead to an increase in effectiveness in the PBL case?
				 RQ2: Why usage of PBL may have stalled and how will its application
						develop in the future?

Effectiveness is a measure for how well a goal is achieved. PBL usually aims
at achieving performance goals which are operationalized with indicators such as
availability, reliability, robustness, lead time etc. (Glas et al., 2018). This work is focusing on effectiveness, not on efficiency. Efficiency is measure for how much effort
is required to achieve a goal. Already by its name PBL is performance-oriented. Thus,
it is plausible to examine PBL from an effectiveness perspective. If effectiveness is
not achieved, any other discussion about efficiency would be obsolete.
The remainder of the paper is organized as follows: We first give insights into
PBL and its main characteristics in section 2. Next, the applied methodology of
case study research is explained in section 3. This is followed by the case insights
in section 4. Section 5 combines the insights to a meta-perspective. This is also the
basis for the discussion and implications section 6. Finally, we provide conclusions
and give details on limitations in section 7.

2.

PERFORMANCE BASED LOGISTICS IN WEAPON SYSTEM
SUPPORT
In weapon systems support, PBL is often sold as a completely new approach.
However, roots of the approach can be traced back to the 1960s (Glas et al., 2013).
Research is addressing the phenomenon, but the discussion uses several terms
to describe it: “performance contracting”; “outcome-based contracting”; “performance-based logistics”; “performance-based payment”; “availability-contracting”;
“incentive contracting” etc. (Selviaridis, 2011; Glas et al., 2013).
The essence of PBL stands for “outcomes are acquired through performancebased arrangements that deliver [weapon system] requirements and incentivize
product support providers to reduce costs through innovation” (Defense
Acquisition University, 2016, p. 6). The outcome is usually defined in form of metrics (e.g. availability, reliability, operability). In PBL we see a separation between
the performance expectations (outcome goal), and the supplier´s way of implementation and how this goals is achieved (Kim et al., 2007). Thus, supplier efforts
must focus on the achievement of the given goals. “The key to a successful PBL
arrangement is the use of incentives to elicit desired behaviors and outcomes from
the [supplier…]” (Defense Acquisition University, 2016, p. 11).
Every contract is providing a specific form of incentive to a supplier. Recent
research, following Hunter (2018), has shown that in PBL financial incentives, but
also time-based, scope-based or relational/other incentives are feasible. Thus, PBL
includes monetary reward or penalty systems (bonus/malus payments), but also
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incentives that are related to the extension of a contract duration or the extension
of the contract size and scope. This research work is fully aware that incentives in a
contract are a complex topic. The insights into the cases will show that time-based
incentives (e.g. options for additional contract duration) are used together with
financial incentives. However, this article focuses on financial incentives and tries
to evaluate how these incentives effect supplier behavior.
Supplier behavior then leads to contract outcomes. The contract outcomes in
PBL are often not only influenced by the supplier. Other influencing factors are simply how often, how intense and under which conditions weapon systems are used.
Nevertheless, outcomes are measured via performance indicators that are related to
requirements in the contract. These metrics are availability, reliability, operability
and Glas et al. (2018, table II and III) provide overviews with already used key
performance indicators. Management control is also an (relational) incentive.
However, it is assumed that financial incentives which are linked to performance
metrics are the main source for motivation effects on supplier behavior. It is stated
that the most challenging element of a PBL is the pricing model (University of
Tennessee and Supply Chain Visions, 2012). This is why the focus in this article is
on financial incentives.

3.

METHODOLOGY OF CASE ANALYSIS

3.1

Brief insights into case study research
This research applies case study research as the major methodology. A case study
is defined as an “empirical inquiry that investigates a contemporary phenomenon
(the "case") in depth and within its real-world context, especially when the boundaries between phenomenon and context may not be clearly evident” (Yin, 2014, p.
16.). Thus, it is the aim to better understand the phenomenon in its context.
This suits very well to the topic of PBL, which is a phenomenon often discussed
as a single concept or strategy, but in fact it has a diversity of configurational
alternatives. Furthermore, weapon systems and weapon system support systems
differ from country to country. Therefore the exploration of PBL through case
study research is justified.
Often case study research is examining a single case. However multiple-case
design have increased in frequency in recent years and according to Yin (2014)
multiple-case designs have specific advantages in comparison to single case
studies and in comparison to quantitative survey. First, the evidence derived from
multiple cases is perceived more robust and external validity is enhanced. Second,
multiple cases allow to cross-evaluate and combine findings. In contrast to multiple
respondents in a survey, insights from multiple cases is not testing a cause-effect,
but allows to examine a cause-effect in-depth in different contexts. The examination
of a phenomenon in multiple cases is also called replication design.
This suits very well to the aims of this research. PBL is an innovation as it provides
new approaches to weapon system support. Countries /armed forces adopt PBL for
individual weapons systems in a specific manner and in a specific configuration
setting. Therefore, each PBL can be subject of an individual case study, but the
study as a whole covers several PBL and thus uses a multiple case design (see also
Yin, 2014, p. 56).
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3.2

PBL case population: An initial quantitative view
Before examining cases in order to address the research questions, this section
focuses on the overall population of PBL cases, of which data is available. PBL has
its routes in the USA, so we have a strong look on the situation in the USDoD. PBL
is described as the preferered product support strategy, but surprisingly “PBL is not
being aggressively pursued” (Lucyshyn and Rigilano, 2019, p. 345). The number of
PBL has decreased since its peak in 2005 of around 200 PBLs in place to around
half the number of 87 PBLs in 2012 (Erwin, 2013). This means that “only 5 percent
of the (US) military´s maintenance work is performed under such deals“ (Erwin,
2013). Figure 1 shows that PBL contract obligations of the USDoD gradually
declined after its peak in 2013 (data extracted from Hunter et al., 2017).

Figure 1: PBL contract obligations in billion US-$ (constant 2016), Data from Hunter et al. (2017)

Besides the PBL in the USDoD, the author of this article has identified in his
research another 100 PBL contracts. The collection of cases was an initial step of
this research approach. Of these cases, some are from the public sector (e.g. police
equipment, rail maintenance, infrastructure), but there are also PBL for weapon
systems in other countries. The cases have been identified through publications
in academic journals (e.g. Priva Datta, 2011 with two cases on aircraft spares or
Kleemann and Eßig, 2013 with five cases). However, most cases are only presented
with vague or very limited data. This prohibits a quantitative cross-case analysis
with all cases.
However, both figures (87 reported contracts of the USDoD and 100 identified
international cases from the literature) point to the same issue: In face of hundreds
or thousands of other contracts (it is mentioned above that PBL in the USA has a
share of 5%), PBL seems to be a niche approach, as the number of contracts is relatively low. This fits to the argument that each PBL is unique and PBL is customized
because “one size does not fit all” (Geary and Vitasek, 2008; Glas et al., 2013).
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The configuration of PBL depends on how incentives are understood (Mooney
and Sanders, 2018). Some voices acknowledge that every contract provides a
specific incentive structure, but propose to focus the PBL discussion on contracts
that use a bonus/malus payment scheme (Glas et al., 2013). Other voices describe
PBL as an approach that can use the whole range of price mechanisms: Cost plus,
(firm) fixed price, and incentive price scheme (Lucyshyn and Rigilano, 2019, p.
350). Through the incentive mechanism, a PBL supplier is getting a specific
profit opportunity and takes over a specific amount of contract risk. Therefore,
the understanding of incentives is crucial for PBL. Data on the use of incentive
schemes show that the majority of PBL in USDoD are firm fixed price (68% of all
contracts, Hunter et al., 2017). Besides the payments scheme, there are also timebased or relational incentives available to configure PBL. Contract continuation
and more intense cooperation are to mention here. However, those incentives are
often not strong, because the level of competition for PBL contracts is low. Hunter
et al. (2017) showed that 78 percent of USDoD PBL contract obligations have been
awarded without competition. In a single source situation contract continuation
for weapon system support is not a strong incentive, because the supplier is more
or less set. Competitors are often not entering the market, because they would
need to establish a new supply chain. Therefore, the core configuration variable
of a PBL is the price incentive mechanism and this research will show how this is
executed in the cases. Obviously, suppliers in a non-competitive market are risk
averse, thus reluctant to PBL. Defense acquisition officials are also risk averse. Thus
the implementation of the incentive structure is a key challenge than needs to be
overcome as a good PBL should be in the interest of both parties.
The initial quantitative view on PBL cases reveals that PBL is seemingly a niche
strategy for weapon system support, while on the other hand there is a range of
configurational alternatives to form PBL. The major variable is the price incentive
mechanism. Both aspects (niche strategy and PBL diversity) might explain, why the
literature is still fragmented and most research addresses the topic with abstract
mathematical modeling or in-depth single case study methodologies (Selviaridis
and Wynstra, 2015).

3.3

PBL case selection
Following the multi-case study research design, it is the purpose to select cases
that have the same phenomenon, of course, but differ in their context and content.
Yin (2014, p. 58) recommends to select around 4 cases or more to investigate
contrasting insights for assumed cause-effects. The guiding two research questions
aim clearly to explore different and contrasting reasons, why incentives increase
effectiveness of weapon system support and why PBL implementation has stalled.
To get valid and objective answers, the selection of cases in multiple-case study
research designs is quite similar to how an experiment is designed. In a series
of an experiment several observations are taken with a dependent variable that
is influenced by independent variables. In an experiment some observations are
taken without and some with a change in the independent variables (stimulus). If
the dependent variable changing, then the experiment has shown the cause-effect
form the stimulus to the dependent variable. Similarly, case selection in multiple
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case study designs aims to identify cases that have clearly different contexts and
case contents. Then, it might be possible to identify reasons why results in the cases
differ, because the differentiating factors are known.
The following figure 2 illustrates the chosen cases. It is depicted that case
background is located either in the USA or in Germany. Besides, the level of
application differs and ranges from parts/components to the system level. In
addition, the case context differ, because object of analysis (recipient of PBL
service) is also heterogenous and ranges from single to multiple aircraft fleets and
also includes a land-based rocket launcher system. Furthermore, the case content
also differs. Contract duration and incentive structures as well as fleet size and
other characteristics differ. The characteristics of each case are presented in more
detail in the analysis section.

Figure 2: Cases and contexts analyzed in this research.

3.4

PBL case data
Data for the case analysis has been collected by means of literature analysis. For
each case at least one major source of information has been identified. The data
presented in the source is enriched with other data from academic literature on the
same case. General data of the weapon system and on its usage life-cycle are also
added from other publications. Overall, this research did not collect primary data
on the cases, e.g. through interviews, observations or other empirical methods.
Data gathering is following the analysis of secondary data.
Secondary data is the analysis of data that was collected by someone else
for another purpose (Johnston, 2014). The use of existing data provides several
opportunities for researchers, e.g. saving of time and resources but also simply
getting access to a specific phenomenon. This is relevant here, because research
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in defense economics is generally challenged by confidentiality requirements
and limited data access. However, analyzed secondary data had initially another
focus. Therefore, “secondary analysis of data requires a systematic process that
acknowledges challenges of utilizing existing data” (Johnston, 2014, p. 625).
This research generally follows the generic procedure according to Johnston
(2014): (1) Develop the research questions, (2) Identifying the dataset, (3) Evaluating the dataset and assessing the quality with regards to consistency, reliability,
validity, objectivity.

4.

CASE PRESENTATION AND ANALYSIS

4.1

Case 1: Navy Aircraft Tires
This case refers to Navy aircraft tires. The major source of information of this
case is the report of Lucyshyn and Rigliano (2019). The case context has been
enriched with other publicly available sources.
Traditionally, aircraft tires have been bought in bulk on basis of contracts for
individual types of tires. Then, the tires were stored until they were needed, what
resulted in large inventory stocks. On the other hand, specific tires still were scarce
and stock-out was a severe risk. Tire availability was 81% before entering into the
PBL, what was perceived as a severe bottleneck.
The Navy developed and implemented a PBL on component level. It started
with an initial firm-fixed price contract starting in April 2001 and now lasts on
until today. Contract duration was five-years with two five-years options. The first
supplier, Michelin Aircraft Tires Corporation, was responsible to supply all types
of aircraft tires that the Navy used. The contract had two extensions in 2005 and in
2010, so the PBL contract ended in 2016 after 15 years. The follow-up contract was
competitively awarded to another supplier, Lockheed Martin. It was also a firmfixed price contract and contract duration of three years with two options of six
months each. Contract values have been $67.4 million (1st phase), $92 million (2nd
phase), $101 million (3rd phase), and $131.3 million (4th phase with new supplier).
The contract requirements were to achieve a 95% on-time fill rate within 48
hours in the US and within 96 hours outside the US, while also other objectives
are mentioned, e.g. reduction of inventories, demand flexibility of up to twice the
monthly demand rate, if required.
The source provides data, that the contract was effective, because all requisitions
were filled. In 2011 over 289,000 tires have been delivered worldwide and the
supplier Michelin Aircraft Tires Corporation managed to consistently exceed the
on-time delivery metric with a level of around 98.5%. Customer wait time was
32.1 hours within the US and 59.5 hours outside the US. Also Lockheed Martin
managed to exceed the on-time delivery metric consistently with 98.2% within the
US and 98.7% outside the US.
To achieve the set contract requirements, suppliers established specific management and execution structures, e.g. data exchange was established that allowed
real-time demand status monitoring. Also, a service center that is available 24/7 was
established. Besides, a monitoring system was established that provided insights
into delivery times, inventory accuracy, and order fill time as well as transport
carrier performance.
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These are indications that the supplier is incentivized through the firm-fixed
price to invest in reliability improvements, thereby reducing future costs. But the
incentive is framed by the contract duration. “Generally, PBL contracts of shorter
duration will not incentivize significant contractor investment since the contract
must be long enough for the contractors to recoup their investments” (Lucyshyn
and Rigliano, 2019, p. 368).

4.2

Case 2: Spares availability
The next case refers to the weapon system EUROFIGHTER and a specific
support contract. The major source of information for this case is a joint position
paper of the German aerospace industry association (abbreviated BDLI) and the
German Bundeswehr (BLDI, 2018). However, presented data to the case is limited
in that source. Besides, additional information to the case context is given by
several reports of the German-Ministry of Defense (D-MoD), e.g. D-MoD (2019
and 2020).
Traditionally, the responsibility for all tasks related to the supply of the weapon
system with parts and components was on the side of the German Bundeswehr.
These tasks included the management of parts and components, procurement,
storage, transport, and the planning and monitoring of the cycle of replacement
parts. Other countries that use the weapon system have specific support contracts
in place, which focus on availability. In particular, the United Kingdom awarded
in 2009 a “contracting for availability” PBL support for their fleet to BAE systems
(BAE Systems, 2020). That support in the UK also comprises logistics services such
as the monitoring and management of all day-to-day operations to deliver spares
and repair services (BAE Systems, 2012). The German Bundeswehr was confronted
with challenges in the supply of the weapon system. Official publications mention
“problems in the operational readiness” (D-MoD, 2015) and public media frankly
talk about lacking spare parts (Gebauer, 2015). Thus, the Bundeswehr implemented
a PBL contract to address this problem.
The contract (Eurofighter Vertrag C#3) has a duration of five years, but the
source from 2018 mentions that the PBL just has been started. The contract
situation is still in the transition phase. The supplier is taking over all supply chain
management task (transport, storage, repair and overhaul of replacement parts).
The contract requirements were to meet a material availability KPI, which is
measured in response time frames of one hour, one day and 30 days. Within the
30-days timeframe, the objective is set to achieve a material availability of 99%.
Similar to the above mentioned approach in United Kingdom, the contractor is
also providing services on air force bases with own personnel. The main source
of information is not providing any indications how the payment and incentive
scheme is implemented in the case. But there are some general remarks on PBL
in that paper: “It is ideal solution for PBL to link outcome-oriented KPIs with
economic incentives” (BDLI, 2018, p. 7). Following the classification that the
EUROFIGHTER-PBL is seen as PBL in the narrower sense, it is assumed that there
is a reward scheme implemented in the case (bonus linked to material availability).
Overall, the case shows positive effects of PBL. In an official report, the
Bundeswehr states that PBL in the EUROFIGHTER case has significantly in-
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creased the availability of ready for operation aircrafts (D-MoD, 2020, p. 9). More
specifically, that report mentions that the EUROFIGHTER fleet saw an increase in
the fleet availability ratio of +60% (D-MoD, 2020, p. 4).

4.3

Case 3: Turn-around-time
This case refers to a rocket launcher weapon system called HIMARS (Highmobility Artillery Rocket System). The major source of information for describing
the case is the report of Lucyshyn and Rigliano (2019).
HIMARS entered prototype production in 1999 and series production in 2003.
The system is referred to as the most advanced artillery system in the U.S. arsenal.
It is a wheeled and thus very mobile rocket launcher on basis of an armored
truck. Already in 2004, when the first HIMARS launchers entered into service,
a first PBL contract has been awarded by the Army to Lockheed Martin (around
195 launchers), while HIMARS at the Marine Corps (around 40 launchers) was
supplied outside that contract. The objective of the PBL was to optimize or reduce
costs while having flexibility in operational requirements. Compared to the weapon
system support for the preceding system M270 MLRS, inventory management,
reserve stock, repair and overhaup, depot maintenance etc., was not executed by
the military, but by the PBL supplier.
The first HIMARS contract had a duration of three years (one base year and
three option years). The volume was $96 million. In a second contract, Army and
Marines systems were supported. That contract lasted for three years (one base
year with two option years) and had a volume of $90 million. A third contract
extended the PBL support until 2014 and had a volume of 158 million. Then,
USDoD decided to transition weapon system support for HIMARS to a traditional
cost-plus contract. This transition is of peculiar interest.
The supplier took over the full support responsibility. This included on the
one hand side even the optimization of HIMARS usage. Data analysis revealed
already in the first contract, that HIMARS launchers are used very different.
Categorization in less used systems with low operational support tempo, and more
used systems with high operational support tempo helped to reduce costs. On the
other hand, the supplier efforts also referred to personnel embedded at military sits
(called field service representatives). That personnel had a number of tasks, but a
major advantage was to repair HIMARS very quick. Branded “Fix Forward”, field
representatives repaired around 50% of all HIMARS on-site. In addition, logistics
costs were saved, because field representatives were trained to open replacement
components. So only parts or components need to be shipped instead of the whole
replacement component.
The PBL was a firm-fixed price contract with performance incentives for stateside operations. If performance requirements were met, an additional fee was paid
to the contractor. For overseas operations a cost-plus fixed fee contract was used.
The PBL contract contained three metrics: system readiness, response time for
part delivery, and repair turnaround time. System readiness objective was 92% in
the first contract, and 90% in the second one. This metric was not include in the
third contract. Delivery time was measured in percent of delivered parts within a
timeframe and priority group. For example, demands in in priority group 1 had to
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be fulfilled within 48 hours within USA and 96 hours outside USA in more than
92% of cases (see Lucyshyn and Rigliano, 2019 for more details).
The third metric is of peculiar interest here. It is turnaround time and specified
the time period for completing repairs for replacement parts. The requirement was
set in working days (see table 1). In other words, 65% of all replacement parts have
a turnaround time less than 36 days, and 92% of all replacement parts a turnaround
time less than 80 days.
Table 1: Metric calculation in the rocket launcher case (data from Lucyshyn and Rigliano, 2019).

Band

Repair turnaround time

Requirement
(percentage of total repairs)

1

1-7 days

≥18%

2

8-35 days

≥47%

3

36-80 days

≤27%

4

81-90 days

≤8%

5

91 days

1%

Overall, it seems as if the PBL was successful. System readiness was 99%.
Spare parts delivery time was 14 hours within the USA and thus far below the
requirement of 48 hours. Turnaround time in the field (by the field representative)
took 1.2 days, only. Repairs at the site of the supplier took on average 34 days.
The source of information also reports on calculations which measured total cost
avoidance – only due to improved planning of operational tempo. Cost avoidance
was $8.6 million. Therefore, the contract seemed to be a success.
The major source of information further explains how and why the contract
was changed towards cost-plus. This is also of peculiar interest for RQ2. It is
mentioned that USDoD aimed to have more control. Direct control over stocks by
the government and given stock objectives should help to achieve this. However,
the source also provides some indication that supplier lost flexibility by this new
arrangement (no optimized order quantities with sub-suppliers, no incentive to
further invest into the program). Nevertheless, the source also acknowledges that
performance under the cost plus agreement is still good. All metric requirements
are (still) on a high level.

4.4

Case 4: Training helicopter
This case refers to the training helicopter system EC135 of the Bundeswehr and
its support contract with the industry. The major source of information originates
in a reader book on PBL from 2014 (Eßig and Glas, 2014) with specific chapters
that describe the case (Haindl and Hänger, 2014; Muntz, 2014). Similar to case 2,
additional information is added from reports of the German Ministry of Defense.
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The helicopter fleet of 14 EC135 is located at one training center location.
The helicopter is not for combat training but basic training, thus EC135 is also a
commercial helicopter with around 1,000 systems sold in the world. The problem in
this case was, that the budget for the operation of aircraft fleets in the Bundeswehr
is of course limited. Even if the budget increases over time, it often does not keep
pace with the general cost increase (Muntz, 2014, p. 170). A solution to the problem
for the Bundeswehr was to concentrate on core tasks and efficiently execute noncore tasks. Training helicopters such as the EC135 are not within the core tasks, this
is why Bundeswehr searched for a solution to economize costs while at the same
time have the helicopters available in a very flexible manner.
The solution was a PBL contract in which the industry, namely Eurocopter
(today Airbus helicopters), takes over the whole responsibility for the helicopter
fleet. This included spare supply management, maintenance, repair and overhaul,
tooling, inspections, documentation and other tasks. Only fuel-filling and usage
(flying) are tasks that are performed by military personnel. All support processes
are at the supplier side. The contract started in 2005 and had an initial duration
of five years. In several extensions (five years, five years, seven years), the contract
is now agreed until 2022. The contract payment scheme is “pay-per-unit”, a fixed
price per flight hour (BDLI, 2018).
Overall, performance of the training helicopter is positively mentioned in the
sources. The long-term ratio of mission-ready aircraft provision is above 80%
(D-MoD, 2020). In a specific analysis, the ratio goes up to 99.4%, when not executed
missions due to bad weather conditions or illness of pilots are not regarded (Haindl
and Hänger, 2014). But the main objective was also to economize fleet operation
costs. Information on this issue are rare, but Haindl and Hänger (2014) mention,
that costs are far below (-50%) compared to the costs for a flight hour of the previous training helicopter BO-105. Thus, also this case shows positive effects of PBL.

5.

DISCUSSION AND IMPLICATIONS

5.1

Cross-case comparison
Before we discuss the findings, this section summarizes the cases and provides a
meta-view. Overall, the case analysis shows four PBL examples, two from Germany,
and two from the USA. Case selection focuses on two PBL examples on parts/
components level and two examples on system level.
In every case, a severe initial bottleneck situation is mentioned and the PBL
approach shall address this issue. For navy aircraft tires and the spares availability
case, the bottleneck is the low availability of spares, while stocks are existent but
often not with material that suits demand. A different bottleneck exists for the
other two cases. There, new systems are introduced and PBL shall help to avoid or
at least stabilize weapon system support costs on the one hand side. On the other
hand, PBL shall provide an instrument to safeguard a high contract performance
even in changing conditions. In both cases, flexibility is provided and incentivized.
The cases from the USA show long overall contract duration with many
contracts or contract option. In case one, two contracts with three options are
identified through the main source of information. In case three, we see three
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contracts and the first two contracts with an additional option. This is an indication
that time-based incentives are also used to motivate the supplier, not only financial
incentives. The same can be seen in the German cases, however, single contract
terms are not below 5 years.
Every PBL has an key performance indicator, which is operationalized in several
aspects. Navy aircraft tires measures on-time-delivery in hours and differentiate
the area (USA, non-USA). In the EUROFIGHTER case, material availability is
differentiated in three timeframes (one-hour, one-day, 30-days). The cases with
the rocket launcher is the only one in this sample that uses several KPIs (system
readiness, response time for part delivery, and turn-around time).
The KPIs are linked to a specific contract type/price mechanism. The range
is from firm-fixed price (navy aircraft tires) to pay-per-unit-price (training helicopter), while the other two cases add financial incentives to other price mechanisms. All regarded cases are perceived as effective and successful. Three PBL are
ongoing. Only one contract has seen a transition away from PBL towards cost-plus
(see Table 2).
Table 2. Overview on the four cases.

Navy Aircraft
Tires

Spares
Availability

Turn-AroundTime

Training
helicopter

Country

USA

Germany

USA

Germany

Level

Parts /
Components

Parts /
Components

System

System

Initial
bottleneck
situation

Problems in
Low availability the readiness of
but high stocks the fleet (due to
lack of parts)

Cost
avoidance
while need
for flexibility

Cost
avoidance
while need
for flexibility

Duration
(years)

(5+5+5) +
(3+0,5+0,5)

(5+5)

(1+3) + (1+2)
5+5+7
+3

10 (ongoing)

10 (transition
to cost-plus)

17 (ongoing)

Material
availability

Turn-aroundtime (besides
system
readiness and
response time
part delivery)

Missionready
aircraft
preparation

Price
Firm-fixed
mechanism /
price
contract type

Financial
inventive is
used

Financial
incentive is
used

Fixed price
per flight
hour

PBL
effectiveness

Yes

Yes

Yes

Sum duration
19 (ongoing)
(years)

KPI

On-timedelivery

Yes
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5.2

Implications referring to RQ1: PBL incentives and effectiveness
Referring to the first research question, why and how incentives lead to an
increase in effectiveness, the findings from the PBL cases support previous
observations in academic and practice literature on the topic. First of all, it is to
state that all observed cases have been effective. This is not surprising. Typically,
PBL are reported as successful. E.g. Defense Acquisition University (2016) reports
on 21 analyzed PBL, of which 20 have been effective and the sole program without
improvements is marked with a footnote that malperformance is not due to the
PBL arrangement, but due to other causes. The US Governmental Accounting
Office published several critical reports on PBL, but usually it criticized badly
implemented PBL (without good business case analysis, GAO, 2008) or the
criticism was too early. In 2005 a report of GAO mentions that only 1 out of 15
analyzed programs showed improvements.
As we see in our case of the navy aircraft tires, it took quite a while in the case
to achieve the performance goals. But overall, sources from the US indicate that
PBL is effective. In the same manner, the German MoD is arguing. Considering
the political tenor of the report, the preliminary conclusion to PBL is very positive
(D-MoD, 2020). It is stated that PBL is another possibility to increase the operational
availability of weapon systems. Furthermore that report clearly points out that PBL
was successful for all mentioned cases in that report (e.g. EUROFIGHTER, engine
NH90 helicopter, EC135 training helicopter, LUH SOF helicopter). This provides a
clear indication that PBL is not only effective in the USA but also in Germany.
Overall, it seems as if the use of incentives and management by outcomeobjectives is key for PBL effectiveness. However, we see that it is not only a financial
incentive that is of relevance. Only two cases use these bonus systems. The other
cases use fixed prices and link them with the effectiveness ratio. Combined with
time-based incentives (contract extensions), this is also a suitable approach to
incentivize a supplier to improve its PBL services for the Armed Forces.

5.3

Implications referring to RQ2: The future of PBL
Referring to the second research question, why the usage of PBL may have
stalled and how its application will develop in the future, we have two different
observations. To answer this question, we also refer to the “hype” and “business
maturity” – issues that are used to assess new technologies or new business concepts
(Fenn and Roskino, 2009; Dedehayir et al., 2016).
In the USA, only few percent of the (US) military´s maintenance work is
performed under PBL (Erwin, 2013). Recent studies indicate that PBL is required,
because there is still demand for reliable technology. However, PBL is not being
aggressively pursued throughout the USDoD (Lucyshyn and Rigliano, 2019).
However, it is the “preferred approach to product support” (US-DoD, 2001, p.
4). Overall, it seems as if PBL was and still is a niche strategy for specific weapon
system (support challenges).
Challenges for PBL come from two main directions: First, criticism in early
PBL-days focused on a potentially higher risk of security of supply and reliability
(Gansler et al., 2011), but this did not prove to be founded. PBL supported systems
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even operated in very dynamic conditions and companies did not per refuse to
further support them. “PBL-supported systems operating in stressful environments
have met or exceeded performance requirements” (Lucyshyn and Rigliano, 2019,
p. 346). Second, critics of PBL focus a bit more on the effectiveness and efficiency
of that weapon support strategy. This is in line with the reasoning mentioned by
Selviaridis and Wynstra (2015), who question if performance-based incentives in
long-term contract relationships are sustainable over time, because supplier ability
to learn and to use innovation for service improvements become more and more
marginal. That logic is convincing, because often the initial situation is characterized
by very severe bottlenecks. Thus, PBL can achieve high initial improvements. As
PBL is applied in the USA for more than 15 years, now, the question is, if PBL must
achieve continuous improvements or sustainable high performance. If the latter is
possible, then PBL is not stalled but focuses in its application fields of challenging
niches of weapons system support.
In Germany, PBL is of course a niche strategy. The German MoD reports on only
four explicit PBL applications for weapon system support, out of 68 major weapon
systems (D-MoD, 2020). Referring only to these figures, then 5.8% of all weapon
system support contracts are PBL in Germany, but there might be a dark figure of
unreported cases (at subsystem level or for systems not counted as major weapon
system. However, the PBL niche strategy is gaining momentum in Germany as it is
considered as a future solution for industrial weapon system support in the German
military aerospace strategy (D-MoD, 2016). Considering the high variability of the
availability ratio per weapon system (new systems between 30% and 93%), mature
systems (60 to 100%) and old systems (26 to 89%) it seems as if there are still
weapon systems with significant deficiencies in their availability, what could be a
starting point for a PBL weapon system support approach. There are no indications
that Germany already reached a “peak” or “stalled” PBL implementation. Contrary,
more and more official documents refer to PBL and recent papers explicitly give
top-level support. For example, the German Air Force strategy (D-MoD, 2016)
states that PBL is ground-breaking and international PBL experiences are paving
the path.
Coming back to “hype” and “business maturity”, one could say that PBL in USA
has still strong support, but the initial hype is over. On the other hand, PBL gained
a higher level of business maturity. Methods and instruments to plan, arrange,
execute, and monitor PBL are in place in the USA, e.g. PBL guidebook (Defense
Acquisition University, 2016). This is why PBL is focusing on more specific fields of
application, there. In Germany, it seems to be the other way round. PBL is gaining
momentum, it is in a “hype”. On the other hand, PBL in Germany profits from
foreign experiences. Business maturity of German PBL is quite high and similar
to other international examples. Overall, German “enthusiasts” and USA “realists”
have different perceptions of PBL to solve generally weapon system support
problems, but in the USA as well as in Germany PBL still gains business maturity
relevance or popularity (Stanley-Lockman, 2020). The findings of this analysis
imply that the relevance is for specific and notably challenging weapons system
support situations.
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6.

CONCLUSIONS AND LIMITATIONS
This article reports on PBL, if and why it is effective and if PBL is also a concept
for the future. The case examples show that PBL is implemented in a heterogeneous
way, what is named as PBL concept diversity. Nevertheless, all cases are effective,
even if PBL implementation is different from case to case. This is also a potentially
interesting field for future research. Next, the analysis and discussion show that
even after decades of PBL existence (in the USA), the concept still gains relevance
for future applications. In Germany many systems still are not treated with PBL,
so only specific systems have been addressed up to now. In the USA, availability
problems of a range of systems have been addressed in the past, so the future of PBL
could address in more focused and sharpened application for more challenging
performance objectives.
However, this research is also facing a number of limitations. First, empirical basis
is limited with only four cases and each case builds on main sources of information.
Second, the observed PBL may represent sub-types. More cases would enable a
more fine-grained analysis on incentives and their effectiveness. Third, most cases
are from aircrafts and only one case is from a ground-based system. A navy case is
missing. Fourth, most PBL are very long-term projects. Every evaluation of their
effectiveness is biased by time dynamics. Overall, future research should further
investigate and elaborate the main finding of this work: PBL is effective, but it is a
niche strategy for which the concept has a future!

LITERATURE
BAE Systems (2012), Typhoon Support, Available at: https://www.baesystems.
com/en-uk/download-en-uk/20151124120311/1434555368052.pdf, accessed:
22.06.2020.
BAE Systems (2020), Supporting Typhoon for the frontline, Available at: https://
www.baesystems.com/en-uk/product/supporting-typhoon-for-the-frontline,
accessed: 22.06.2020.
BDLI (2018), Positionspapier: Performance Based Logistics (PBL) für fliegende
Waffensysteme der Bundeswehr im Inland, available at: https://www.bdli.de/
sites/default/files/2018-10/Positionspapier_PBL.pdf, Accessed: 21.06.2020.
Boyce, J., & Banghart, A. (2012). Performance based logistics and project proof
point: A study of PBL effectiveness. Defense AT&L: Product Support Issue.
Available at: http://dau.dodlive.mil/files/2012/03/Boyce_Banghart.pdf
Accessed: 16.06.2020.
Dedehayir, O., & Steinert, M. (2016). The hype cycle model: A review and future
directions. Technological Forecasting and Social Change, 108, 28-41.
Defense Acquisition University (2016), Performance based logistics: A program
manager’s product support guide, Available at: https://www.dau.edu/
guidebooks/_layouts/15/WopiFrame.aspx?sourcedoc=/guidebooks/Shared%20
Documents/PBL%20Guidebook.pdf&action=default, accessed: 29.06.2020.
D-MoD (Bundesministerium der Verteidigung, 2019), 9. Bericht des
Bundesministeriums der Verteidigung zu Rüstungsangelegenheiten, Available
at: http://www.bmvg.de/resource/resource/MzEzNTM4MmUzMzMyMmUzM

114

TM1MzMyZTM2MzEzMDMwMzAzMDMwMzAzMDY5NmU2YjM4Njg2Nj
cyNjYyMDIwMjAyMDIw/RüB Frühjahr 2016 Teil 1.pdf, Accessed 23.06.2019.
D-MoD (Bundesministerium der Verteidigung, 2020), Bericht zur materiellen
Einsatzbereitschaft der Hauptwaffensysteme der Bundeswehr I/2020, Available
at: https://www.bmvg.de/resource/blob/263912/1733864006a669c2cb588aec
e6e25bc2/20200609-download-bericht-materielle-einsatzbereitschaft-data.pdf,
Accessed: 23.06.2020.
D-MoD (Bundesministerium der Verteidigung, 2016), Militärische
Luftfahrtstrategie, Available at: https://www.bmvg.de/resource/blo
b/11504/3e76c83b114f3d151393f115e88f1ffb/c-19-01-16-downloadverteidigungsministerium-veroeffentlicht-militaerische-luftfahrtstrategie-data.
pdf, Accessed: 20.06.2020.
D-MoD (Bundesministerium der Verteidigung, 2015), Bericht des
Bundesministeriums der Verteidigung zu Rüstungsangelegenheiten - Kapitel 1,
Available at: https://www.bmvg.de/resource/blob/15374/76e8ee4f2b4be5d1a5
b97b0f1eab74d0/b-07-01-02-download-2-ruestungsbericht-data.pdf, Accessed:
23.06.2020.
Erwin, S. I. (2013, March). Industry and government butt heads over weapons
maintenance contracts. National Defense Magazine. Available at: http://www.
nationaldefensemagazine.org/archive/2013/march/Pages/IndustryandGovern
mentButtHeadsOverWeaponsMaintenanceContracts.aspx, accessed: 17.06.2020.
Eßig, M. & Glas, A.H. (2014), Performance Based Logistics: Innovatives
Beschaffungsmanagement für die Streitkräfte, Springer Gabler, Wiesbaden, 2014.
Fenn, J., & Raskino, M. (2008). Mastering the hype cycle: How to choose the right
innovation at the right time. Harvard Business School Press.
Gansler, J., & Lucyshyn, W. (2006). Evaluation of performance based logistics.
College Park, MD: Center for Public Policy & Private Enterprise, University of
Maryland College Park.
GAO (Government Accountability Office. (2005). DOD Needs to demonstrate
that Performance-Based Logistics Contracts are achieving expected benefits –
Report, GAO-05-966 (September).
GAO (Government Accountability Office, 2008), Defense Logistics: Improved
Analysis and Cost Data Needed to Evaluate the Cost-Effectiveness of
Performance Based Logistics. United States Government Accountability Office
- Report, GAO-09-41(December).
Geary, S. and Vitasek, K. (2008), Performance-Based Logistics, A Contractor’s
Guide to Life Cycle Product Support Management, Supply Chain Visions,
Stoneham, WA
Gebauer, M. (2015), Neue Mängel beim Kampfjet „Eurofighter“, Available at:
https://www.spiegel.de/politik/deutschland/eurofighter-der-bundeswehr-neuemaengel-beim-kampfjet-a-1057456.html, Accessed: 22.06.2020.
Gelderman, C. J., Semeijn, J., & Van Strien, J. (2017). Performance-based
contracting in military supply chains and the willingness to bear risks. Journal
of Defense Analytics and Logistics, Vol. 3 No. 1, pp. 83-107.
Glas, A. H., Henne, F. U., & Essig, M. (2018), Missing performance management
and measurement aspects in performance-based contracting. International
Journal of Operations & Production Management, Vol. 38 No. 11, pp. 2026–2095.

115

Glas, A.H./Hofmann, E./Eßig, M. (2013), Performance-based Logistics, Portfolio
for Managing Military Supply, in: International Journal for Physical
Distribution and Logistics Management, Vol 42, No. 2, pp. 97-115.
Glas, A.H./Kleemann, F.C. (2017), Performance-based contracting: Contextual
factors and the degree of buyer-supplier integration, in: Journal of Business &
Industrial Marketing. Vol. 32, No. 5, pp. 677-692.
Guajardo, J. A., Cohen, M., Kim, S., & Netessine, S. (2012). Impact of performance
based contracting on product reliability: An empirical analysis. Management
Science, 58(5).
Haindl, G. & Hänger, M. (2014), PBL als Lösungskonzept für die Bereitstellung
von Helikoptern, in: Eßig, M. & Glas, A. (Eds.), Performance Based Logistics:
Innovatives Beschaffungsmanagement für die Streitkräfte, Springer Gabler,
Wiesbaden, pp. 245-259.
Hunter, A./Sanders, G./Ellman, J./Howe, A./McDonald, G. (2018), Use of
incentives in performance-based logistics contracting, A report of the CSIS
Defence Industrial Initiatives Group, CSIS/Rowman & Littlefield, Lanham.
Johnston, M. P. (2014), Secondary data analysis: A method of which the time
has come. Qualitative and quantitative methods in libraries, Vol. 3 No. 3, pp.
619-626.
Kim, S., Cohen, M. A., & Netessine, S. (2007). Performance Contracting in
After-Sales Service Supply Chains. Management Science, Vol. 53, No. 12, pp.
1843–1858.
Kleemann, F. C., & Essig, M. (2013). A providers’ perspective on supplier
relationships in performance-based contracting. Journal of Purchasing and
Supply Management, Vol. 19 No. 3, pp. 185-198
Kleemann, F. C./Glas, A. H./Eßig, M. (2013). Performance‐Based Logistics in
Germany: Case Studies from Defence Procurement, in: Khi V. Thai (Ed.),
International Public Procurement IPPC 5, Boca Raton, PRacademics, pp.
209-232.
Listou, T., Skoglund, P., & Ekström, T. (2019), Performance Based Logistics:
Lessons from the Nordic countries, In: The 31st Annual NOFOMA
Conference: Supply Chain Designs and Sustainable Development of Societies
- Extended abstracts, Oslo: BI Norwegian Business School; Norwegian Defence
University College , 2019, p. 32.
Lucyshyn, W., & Rigilano, J. (2019). An Evaluation of Mature Performance-Based
Logistics Programs.
Lucyshyn, W., Rigilano, J., & Safai, D. (2016). Performance-based-logistics:
Examining the successes and challenges when operating in stressful
environments. Monterey, CA: Naval Postgraduate School.
Mooney, S. & Sanders, G. (2018), The use of incentives in performance-based
logistics, Commentary. Available at: https://www.defensenews.com/opinion/
commentary/2018/06/25/the-use-of-incentives-in-performance-basedlogistics/, accessed 16.06.2020.
Muntz, H. (2014), Anforderungen der Streitkräfte an PBL-Lösungen, in:
Eßig, M. & Glas, A. (Eds.), Performance Based Logistics: Innovatives
Beschaffungsmanagement für die Streitkräfte, Springer Gabler, Wiesbaden,
pp. 167-184.

116

Priya Datta, P. and Roy, R. (2011), "Operations strategy for the effective delivery
of integrated industrial product‐service offerings: Two exploratory defence
industry case studies", International Journal of Operations & Production
Management, Vol. 31 No. 5, pp. 579-603
Selviaridis, K. (2011). Performance-Based Contracting : State of the Art and
Future Directions. In IPSERA Conference (pp. 514–534).
Stanley-Lockman, Z. (2020). Revisiting the Revolution in Military Logistics:
Technological Enablers Twenty Years on. In Disruptive and Game Changing
Technologies in Modern Warfare (pp. 197-222). Springer, Cham.
University of Tennessee and Supply Chain Visions (2012), The tenets of PBL,
Second Edition, A Guidebook to the Best PRactioces Elements in Performance
Based Life Cycle Product Support Management, Available at: https://www.dau.
edu/cop/pbl/DAU%20Sponsored%20Documents/Learning%20Asset%20
PBL%20Tenets%20Guidebook%20Second%20Edition%20June%202012%20
Final.pdf, accessed: 29.06.2020.
US-Departement of Defense (DoD, 2001), Product support for the 21st century,
A program manager's guide to logistics, available at: https://www.secnav.
navy.mil/rda/OneSource/Documents/Program%20Assistance%20and%20
Tools/Handbooks,%20Guides%20and%20Reports/Page%205/1101pblguide.
pdf?ID=502, accessed 16.06.2020.
Walia, S. (2019), Deconstructing the Rarale ambiguity, Indian Defence Review,
34(1).
Yin, R. K. (2014). Case Study Research: Design and Methods (5th ed.). Los
Angeles, London, New Delhi, Singapore, Washington DC: Sage.

117

