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Webinar Topics

What is a third-party logistics provider?

Selecting 3PLs

Negotiating Strategies

Contract Structure and Key Content

Customs and Trade Content and Considerations
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Webinar Topics

Measuring Performance

Terminating 3PL Relationships

Common 3PL Contract Pitfalls

Issues Created by COVID-19
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What is a 3PL?

 A 3PL is an entity who provides outsourced logistics services 
but is not an asset-based carrier (i.e., motor carrier, airline, 
railroad, or vessel-operating common carrier)

 3PLs offer various types of services, including:
– Arranging transportation with a carrier
– Warehousing
– Order fulfillment
– Inventory management
– Customs brokerage
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Types of 3PLs

Asset based: 
Provide services 
primarily with 

their own 
warehouses, 

equipment, etc.

Non-asset based:
Use management 
and technology to 

outsource to 
logistics providers 

with assets 

Asset-light:
Use some of their 

own assets but 
also rely heavily 

on outsourcing to 
logistics provider 

with assets
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Selecting 3PLs: Identify Your Needs

 What are the services you need now? In the future?
 What are your goals?

– Reduce costs
– Faster network speed
– Expanded network

 How complex are your logistics operations? 
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Selecting 3PLs: Identify a 3PL Partner

 What services does the 3PL provide?
 Does the 3PL have expertise with your type of logistics 

network?
 Is the 3PL financially stable?
 Can the 3PL scale to your changing needs?
 Does the 3PL have assets and partners strategically located 

for your logistics network?
 Does the 3PL have the necessary technological capabilities?

12



Contracting Strategy

 Collaborative approach
– What is the desired outcome for both sides?
– Balance risks and rewards
– Set a collaborative tone for your relationship

 Avoid generic purchasing approaches
 Identify and prioritize your objectives
 Identify your bottom line
 Communicate objectives and disconnects at the start
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Contracting Strategy: For Purchaser

 Identify and prioritize your contracting objectives
– price stability
– on-time performance
– capacity
– limiting risk / liability
– efficiencies and optimization of supply chain

 Control the playing field
– develop your own contract form tailored to meet your business 

objectives
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Contracting Strategies: For Purchaser

 Look for ways to increase leverage
– maximize contract volumes by including affiliates
– geographic scope / global agreement
– integration of multiple services
– shipment forecasting / volume commitments

 Engage in competitive bidding process & include your 
contract form 

 Relationships matter but do not be afraid to move your 
business
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Contracting Strategies: For the 3PL

 Identify and prioritize your objectives
– limiting risk / liability
– strategic vs tactical solution
– protecting technology and poaching of employees
– expand business

 Increase leverage
– Cost-savings commitment
– Technological solutions
– Performance standards
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Contract Structure

Agreement with Appendixes Master Services Agreement with
Service Level Agreements

Works well where:
• Few services
• Purchasing entity will be responsible 

for services obtained by affiliates
• Unlikely to add new services

Works well where:
• Affiliates will be responsible for 

services they obtain
• Desire scalability across business and 

service types
• Want to avoid renegotiation of 

general legal terms
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Term of Agreement

 Will there be a set Term?
 Will there be separate Terms for Appendixes or SLAs
 Can the contract be renewed?

– Automatically
– With notice
– Only for a set number of renewal periods vs. continued renewals?
– If automatic and continuous renewals, include a procedure to stop 

renewals, i.e. typically a written notice of non-renewal
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Termination

 Termination for convenience 
 Termination for cause

– breach, with the right to cure?
– insolvency?
– force majeure?
– other?

 What notice period should 
apply?
– Do you have enough time to find a 

replacement provider?
– Can you exit fast enough if things 

go wrong?
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Termination: Additional Provisions

 Completion of services and payment upon termination
 Transition to new provider; need for cooperation
 Consequences for early termination, including

Startup costs Lost profits Equipment 
expenses
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Volume Commitments

 Is 3PL entitled to certain volume of services?
– Higher commitment can increase purchaser’s leverage
– Address even if there is no volume commitment

 Define the commitment clearly
– Origins/Destinations
– Commodities
– Objective quantity measurement
– Measurement period
– Exceptions for 3PL’s fault, etc.

 Identify the consequences of breach
– Damages
– Pricing changes
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Exclusivity

 Address whether the purchaser may purchase the services 
from another provider 

 Define any exclusivity clearly
– Does it apply to certain origins/destinations?
– Does it apply to certain services?

 Identify the consequences of breach
– Damages
– Pricing changes

22



3PL’s Standard of Care

 Issue: the law may not provide a remedy if the provider 
does not act reasonably

 Solution: include a standard of care 
– Reasonable diligence
– Common/best practice in the industry
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Carrier Selection

 Issue: 3PLs can use motor carriers that do not have an 
FMCSA safety rating or have a conditional rating
– Unrated means FMCSA has not yet issued a rating; it is not an 

indication of safety
– Conditional means FMCSA found carrier does not have adequate 

safety management controls necessary to avoid certain safety risks

 Limit use of carriers to those with:
– Appropriate operating authority, permits, etc.
– Satisfactory safety rating or unrated
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3PL Liability for Cargo Losses: Int’l Ocean

 Freight Forwarding: 3PL typically liable for its negligence in 
booking shipments with ocean carriers and preparing 
shipment documentation

 NVOCC services: 
– US COGSA: for shipments moving to/from US, minimum liability is 

$500 per package or customary freight unit
– Hague-Visby: for most other international movements, minimum 

liability is 666.67 SDRs per package or 2 SDRs per kilogram 
– Typical to agree on minimums
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3PL Liability for Cargo Losses: Int’l Ocean

 Define “package”
– Smallest unit increases claim recoveries
– Larger unit reduces recoveries 

 May define measure of damages, subject to liability limits
– Manufactured cost
– Market value at the origin

 Contract may void the liability limit for willful or reckless 
conduct
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3PL Liability for Cargo Losses: Air

 International Air Transportation
– Montreal Convention applies to 

most international shipments
– Limit for loss, damage, and delay 

is 21 SDRs/kg

 Domestic Air Transportation
– As specified by carrier, often $0.50 

per pound
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3PL Liability for Cargo Losses: Ground

 Multimodal/international movements: 
– Air or ocean liability typically is applied to ground movement
– Mandatory law may set liability
– BUT include default provision in case it is not covered

 U.S. truck movements: No 3PL liability unless
– 3PL agrees; or
– 3PL acts as a trucking freight forwarder (i.e., 3PL provides assembly 

and consolidation or break bulk and distribution; and assumes 
responsibility for the transportation)
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3PL Liability for Cargo Losses: U.S. Ground

 Carmack Liability: 
– Carrier and freight forwarders responsible for all loss and damage 

during transportation
– 5 exceptions if no carrier or forwarder fault: act of God, public 

enemy, public authority, inherent vice of the goods, or act of the 
shipper

– No liability limit unless agreed upon or shipper selects limited 
liability rate among rates with varying liability limits

 Common for truckload carriers to agree to $250,000 per 
truckload as liability limit

 Contract Issue: Should 3PL assume carrier liability or act as 
claims agent?
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3PL Liability for Cargo Losses

 Warehousing and Consolidation 
Services
– Usually based on negligence and 

subject to a cap
– Cap should reflect the volume of 

goods handled at warehouse / 
consolidation location at any 
particular moment
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Claims

 Treaties/mandatory law may apply, but may permit parties to 
extend deadlines
– Air (Montreal Convention):

• 14-day filing period for loss/damage claims (21 days for delay) (compulsory)
• 2 years to commence suit

– Ocean (COGSA/Hague-Visby Rules):
• Immediate notice (3 days for latent damage) (not compulsory)
• 1 year to commence suit 

– Inland:
• 9-month standard under U.S. law
• 2 years to commence suit

 3PLs have limited flexibility because they usually must file the 
claim with the carrier within the mandatory period
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Delay Liability

 Issue: Generally, providers and 
carriers not liable for delay

 Specify applicable delay 
damages
– Expedited transportation
– Chargebacks
– Shutdown costs

 Liability limits are common in 
any delay liability provision
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Rates

 Spot-buy shipments
– Will there be spot buys?
– How will parties agree on the spot-buy rates and terms (e.g., by e-

mail, by contract amendment, order)?

 Rate adjustment
– Will there be an opportunity for adjustment (e.g., annually)?
– Will adjustments be automatic on a set schedule or per negotiation?
– Should the parties have an option to terminate if an adjustment 

cannot be agreed upon?

 Application of tariff charges, pricing circulars, etc.
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Responsibility for Payment

 “The bedrock rule of carriage cases is that . . . the carrier 
gets paid.”

 Address 3PL’s payment of carriers and contractors
– Requirement to timely pay
– Indemnity from 3PL against payment claims
– Requirement to mark all bills of lading as “bill to third party” and 

sign “nonrecourse” provision
– Require 3PL to obtain carrier’s waiver of payment except by 3PL
– Exceptions for nonpayment of 3PL by shipper
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No Liens

 Issue: The law generally gives carrier 
a lien on cargo for unpaid freight

 Consider a “no lien” provision that 
prohibits 3PL and carrier from 
asserting lien

 For ocean transportation, common 
for carriers to retain lien rights for 
general average and salvage
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Indemnity

 Indemnity: a duty to cover loss, damages, or liability of 
another

 Obligation to defend: duty to cover defense of another 
against claims

 Obligation to Hold Harmless: duty to cover paid costs and 
expenses and advance unpaid costs and expenses

*We’ll refer to these obligations collectively as indemnity
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Indemnity Issues

 Mutual vs. One-Way
 Direct vs. third-party 

claims
 Causes of action

– Negligence
– Breach
– Failure to comply with law
– Any acts or omissions

 Conduct of carriers and 
contractors

 Exclusion for indemnified 
party’s fault

 Duration
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Insurance

 Identify scope and amount of required insurance coverage
 Occurrence vs. claims-made basis
 Specify whether carriers and subcontractors must hold 

coverage
 Address whether insurance coverage acts as liability cap
 Involve your risk management team
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Non-Solicitation

 Prohibits one party from seeking to 
hire or offering employment to the 
other party’s personnel 

 Generally benefits 3PL
 Issues

– Duration
– Defining restricted persons
– Tracking personnel of protected party
– Anticompetitive effect
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Confidentiality

 Mutual vs. One-Way
 Scope of Confidential Information

– Typical exclusions: public information, already available to recipient, 
received from third party, independently developed

 Exceptions for disclosures to attorneys, auditors, and 
contractors and/or required by law

 Access Limits (e.g., need to know)
 Level of protection
 Duration
 Return or destruction
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Force Majeure

 Excuse for a party’s non-performance caused by an event 
beyond its reasonable control

 Scope of force majeure events can be open-ended or limited
 Notice is often required to invoke
 May provide termination right for force majeure
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Material Adverse Change

 Party may avoid certain obligations because of a material 
adverse change in circumstances

 Scope should cover events that would substantially 
undermine the agreement
– E.g., change in business assumptions, 

 Specify whether it enables renegotiation or termination
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Miscellaneous, But Important

 Shipping papers
– Effect of terms and conditions
– Requirement to provide bill of lading and delivery receipt

 Affiliates
– Address responsibility for payment
– Address responsibility for purchaser obligations

 Priority of Terms 
 Applicability of tariffs, rate circulars, etc.

43



Regulatory Requirements: NVOCC Services

 Services include international water transportation of cargo 
to/from the US

 Provider must act as an NVOCC for the transportation:
– Purchases vessel capacity from a steamship line and resells capacity 

as a carrier
– Issues a house bill of lading covering the transportation
– For through movements, arranges and pays for transportation
– Assumes responsibility for the transportation
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Regulatory Requirements: NVOCC Services

 NVOCC Services Arrangement (NSA): 
– Shipper commits to provide minimum volume of freight
– Parties agree on rate and service terms

 Required terms

• Origins
• Destinations
• Commodities
• Minimum Volume
• Service Commitments
• Line-haul rate

• Liquidated damages for non-
performance (if any)

• Duration, including effective and 
expiration dates

• Identification of parties
• Description of shipment records
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Regulatory Requirements: NVOCC Services

 Negotiated Rate Arrangement (NRA): Agreement on rates 
for a specific quantity of cargo

 Required terms
– Rates
– Cargo quantity
– Applicable shipments
– Surcharges, assessorial charges, and any general rate increases

 Optional: non-rate economic terms
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Customs Issues

Overview

Negotiating the Terms of the Customs Broker Agreement

General Customs Considerations When Obtaining 3PL Services

Considerations When Negotiating Customs Bonded Warehouse Services
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Customs Broker Services Agreements

 Typically, the Customs Broker 
will want to use its form 
agreement
– The Agreement is made up of 2 

documents:  
• The Power of Attorney and 

• Customs Broker’s terms and 
conditions
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Customs Broker Services Agreements

The Power of Attorney
 The POA is critical
 CBP will not permit the Customs Broker to represent the importer 

on any matter before CBP unless there is a POA
 Consider the Scope of the Services
 Examples of the types of services appearing in a typical POA:

– Make, endorse and certify customs entries, withdrawals, declarations, 
AES records, bills of lading, drawbacks, and any other documents 
required in connection with the importation, exportation or 
transportation of the merchandise;

– Perform any act or condition required by law or commercial practice in 
connection with merchandise delivered to you;
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Customs Broker Services Agreements

Examples of the types of services appearing in a typical POA 
(continued):
 Transmit or file data relating to the Importer Security Filing for 

merchandise destined to the United States;
 Sign, seal and deliver bonds required for entries, withdrawals, 

exports (with or without drawbacks), or voluntary bonds;
 Authorize the issuance of a “sub-POA” to other customs brokers 

to act as BE’s agent; 
 Generally, to transact Customs business, including filing of claims 

and protests;
 Have full power and authority to do anything necessary within 

the scope of “Customs business” as defined under the Customs 
regulations.
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Customs Broker Services Agreements

Examples of the types of services appearing in a typical POA (continued):
 “Customs business” means those activities involving transactions with 

CBP concerning the entry and admissibility of merchandise, its 
classification and valuation, the payment of duties, taxes, or other 
charges assessed or collected by CBP on merchandise by reason of its 
importation, and the refund, rebate, or drawback of those duties, taxes, 
or other charges. 

 “Customs business” also includes the preparation, and activities relating 
to the preparation, of documents in any format and the electronic 
transmission of documents and parts of documents intended to be filed 
with CBP in furtherance of any other customs business activity, whether 
or not signed or filed by the preparer.

 However, “customs business” does not include the mere electronic 
transmission of data received for transmission to CBP and does not 
include corporate compliance activity.  19 C.F.R. § 111.1.

51



Customs Broker Services Agreements

The Power of Attorney (Continued)
 All POAs must state the period of validity
 Under most POAs, the Customs Broker has the right to authorize 

(sub) customs brokers to act as the customer’s agent.
 Wholly owned subsidiaries not covered
 Certification that all information provided to Customs Broker is 

true and correct.
 Payments to the customs broker do not relieve you of liability for 

Customs charges 
 You may have the option to pay Customs charges with a separate 

check made payable to “U.S. Customs and Border Protection”  
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Customs Broker Services Agreements

Terms and Conditions 
Incorporated by Reference
 Pay strict attention to terms 

and conditions
 Claims Provisions
 Third parties

53



Customs Broker Services Agreements

Terms and Conditions Incorporated by 
Reference (Continued)
 Customer is ultimately responsible for 

all of the filings and representations 
the customs broker provides to CBP

 Liability Limitations
 Indemnification
 Recordkeeping
 General lien in all customer property 

subject to the customs broker services
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Trade Issues to Consider When Obtaining 3PL Services

Under many 3PL Arrangements:
 Supplies Arrive from Various Global Sources via ocean or air 

carrier, 
 Transported inland to a customs bonded warehouse near a 

manufacturing facility, 
 Stored at the warehouse until they are requested for 

release,
 Enter the customs territory of the manufacturing facility.
 Consider:

– where you need the supplies to be shipped and stored 
– customs rules that allow for reduced rates for duties
– Are duties and other costs prohibitive at that location
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Trade Issues to Consider When Obtaining 3PL Services

 Other costs that may be 
prohibitive

 Free Trade Agreements
– Countries of origin for 

supplies/components
– Destination

 Drawbacks
 Anti-dumping or 

Countervailing duties
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 Requirements Due to the Nature of Your 
Supplies
– Expiration dates
– Hazardous Materials
– Entire warehouse dedicated to your goods 

only? 
 Insurance
 No Lien
 What happens in the event of 

termination?
– Designated transition period
– Option to assume operations

Negotiating Customs Bonded Warehouse Agreements
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Negotiating Customs Bonded Warehouse Agreements

Key Performance Indicators

Lost Goods

Inventory and Audits
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Measuring 3PL Performance

 Importance of performance measurement
– Set performance expectations
– Identify opportunities for improvement
– Trigger incentives/penalties
– Provide clear basis for termination

 Approaching performance measurement
– Identify performance metrics (often called “Key Performance 

Indicators”)
– Identify how you will score performance
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Defining KPIs: Be Clear!

 What data will be used?
 What is the measurement 

period?
 How will you calculate 

performance with the data?
 What is the target?

60



Key Performance Indicators

 KPIs are often tied to the purchaser’s commercial needs 
– On-time performance
– Shipment accuracy
– Inventory accuracy
– Cargo loss/damage frequency
– Claims processing time

 KPI’s also may relate to cost-sharing programs
– Value of cost savings ideas
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Handling KPI Failures

 Conference with right to cure deficiencies
 Contract termination

– Consider impact of recurring failures

 Bonus/malus: reward and/or penalty for strong/poor 
performance

62



Terminating 3PL Agreements: Key Questions

Does the contract provide a termination right?

Does the law provide a termination right?

Do early termination damages apply?

What are the 3PL’s transition obligations?

What are the commercial implications?
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Contractual Termination Rights

“For Convenience” right

 Allows termination for any reason
 Generally requires advanced 

written notice
 Terminating party may be subject 

to early termination damages

“For Cause” right

 Allows termination in certain 
circumstances

 May require a “cure” period if 
reason is for breach

 Force majeure and material 
adverse change clauses may allow

 Notice periods generally are short
 Terminating party may be entitled 

to damages

64



Contract Law Termination Rights

 Material Breach
– Generally, a breach that strikes at the essence of the contract

 Impracticability
– Performance made impracticable by an event that the parties had to 

assume would not occur
– Impractical = extreme and unreasonable difficulty and/or expense

 Frustration of Purpose
– Party’s principal purpose substantially frustrated by unanticipated 

event parties had to assume would not occur
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Termination: Commercial Implications

 For Shipper
– Hiring new 3PL can take 

months
– Disruption to supply chain

 For 3PL
– Lost revenue
– Impact on volume discounts 

from carriers
– Redeploy equipment
– Staffing adjustments
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Common 3PL Contract Pitfalls

 3PL’s liability for underlying transportation and services is 
misunderstood
– 3PL generally is only liable for the 3PL services it agrees to perform
– “Provider shall” vs. “Provider shall contractually require”

 3PL liability for cargo loss and damage
– 3PL generally is not responsible for cargo loss and damage
– 3PL not responsible for filing claims unless agreed upon

 Liability Limits
– Dollar limit on overall or specific liability
– Limitations on certain types of damages (consequential, incidental 

damages, lost profits)
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Common 3PL Contract Pitfalls

 Difficult to measure damages for certain types of breach
– Avoid by using liquidated damages

 Unclear or inadequate termination rights for agreements 
with volume commitment/exclusivity

 Exclusive agreements that fail to address purchaser’s 
acquisition or sale of business lines or assets

 Scope of volume commitment/exclusivity is unclear
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Common 3PL Contract Pitfalls

 Liability for startup costs and dedicated equipment/facilities 
on termination
– Termination liability does not account for a party’s fault
– Owned and leased equipment/facilities treated the same
– Unclear how to calculate early termination damages

 Incorporation of tariffs and other standard terms and 
conditions
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Common 3PL Contract Pitfalls

 Poorly defined KPIs
 Cost savings calculation is poorly defined
 3PLs agreeing to carrier requirements that are not in their 

carrier agreements
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COVID-19 Impacts:  Transportation Markets

 Swings in freight volumes
 Capacity fluctuations
 Equipment imbalance
 Port congestion
 Airline distress
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COVID-19 Impacts:  Gov’t Response and 
Commercial Relationships

 Regulatory compliance
 Rethinking supply chains
 Rethinking contractual terms
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Trade Issues Created by COVID-19

 Brazil
– Import Taxes Reduction: Medical equipment import taxes were reduced to 0% 

until September 30th, and the import procedures will be expedited.
– Medical Equipment and Hygiene Items Export Prohibited: On April 24th the law 

13.993 was published forbidding Medical Equipment and Hygiene Items from 
being exported from Brazil. 

– Tax exemption of Import Taxes levied upon the importation of medical devices 
and products necessary to prevent/combat COVID-19. The Chamber of Foreign 
Trade’s resolution was published on April 30th. 

– Time for importation approval: Law No. 14.006 establishes a period of 72 hours 
for the National Health Surveillance Agency (Anvisa) to authorize the import and 
distribution of any health-related materials, medicines, equipment and supplies 
registered by a foreign health authority and authorized for commercial 
distribution in their corresponding countries.

– Import Taxes Reduction: Comex Chamber’s Resolution 67/20 listed medication 
and their packing machines import taxes were temporarily reduced to 0%.
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Trade Issues Created by COVID-19

 Canada
– Medical supplies required for the COVID-19 emergency may qualify 

for duty and tax relief if imported temporarily on behalf of 
governmental entities, medical and other first responders or public 
or private long-term care residences. Certain PPE products, 
imported on after May 5, 2020, may be eligible for duty relief. 

– Effective until December 31, 2020, Certain legislated time limits for 
some Special Import Measures Act trade remedy proceedings have 
been extended, such as: final determination of dumping/subsidizing 
and injury, expiry review, and redeterminations. Extended time 
limits will only be used for the duration that is necessary and only 
where there is difficulty in obtaining the necessary evidence as a 
result of COVID 19. 
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Trade Issues Created by COVID-19

 China
– For exports of the covered medical devices (Disease Test and Detection Kits, Medical Masks, 

Medical Protective Suits and Other Garments, Ventilators, Infrared Thermometers), China 
Customs, as of April 1, requires the exporter to provide a declaration certifying the products have 
been duly registered in China and conform with the importing country’s quality standards. 

– As of April 26, 2020, for products only obtaining foreign authentications or registrations, China 
Customs requires the exporter to provide a written Export Declaration of Medical Supplies and 
will only allow those products on a white list (MOFCOM white list) to be exported.

– On April 10, China Customs announced a new measure of statutory inspection process for exports 
of 11 types of medical devices (including: medical masks, medical protective suits, infrared 
thermometers, medical ventilators, surgical caps, medical goggles, medical gloves, medical shoe 
covers, medical disinfection wipes, medical disinfectants, patient monitors) under the covered HS 
codes. Such statutory inspections are mainly to ensure that the products meet the state quality 
standards. 

– As of April 26, 2020 (including sales under a contract signed before April 26th), for non-medical 
masks, China Customs requires the exporter to submit a Joint Declaration of the Exporter and the 
Importer and will only allow products (if declared as meeting a foreign standard) on a white list 
(MOFCOM white list) to be exported, and prohibit those un-qualified on a black list (SAMR black 
list) from exports.
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Trade Issues Created by COVID-19

 Germany
– The EU Commission’s Implementing Regulation (EU) 2020/568 of 

April 23, 2020 (In effect since April 26, 2020) which implemented an 
export licensing requirement for the export of medical protective 
equipment (including protective spectacles and visors, mouth-nose-
protection equipment, protective garments) to countries outside 
the EU and which was applicable for 30 days, has not been extended 
or replaced by new measures. Therefore, the export licensing 
requirement has been lifted.
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Trade Issues Created by COVID-19

 India
– Since March 2020, the Government has inter alia taken the following steps to 

boost exports: (i) The validity of the Foreign Trade Policy has been extended up 
to March 31, 2021; (ii) Extension of export obligation period in respect of 
Advance Authorizations and Export Promotion Capital Goods authorizations; and 
(iii) Interest Equalization Scheme on pre and post shipment rupee export credit 
has been extended till March 31, 2021. 

– The Ministry of Commerce and Industry Directorate General of Foreign Trade has 
lifted the export restriction on: (i) 12 active pharmaceutical ingredients and its 
formulations; (ii) the export of Paracetamol APIs; and (iii) anti-malarial drug 
Hydroxychloroquine API and formulation; (iv) 2/3 ply surgical masks, medical 
coveralls of all classes and categories including medical coveralls. 

– The coveralls are not freely exportable. Medical goggles continue to remain in 
the restricted category and Nitrile/NBR gloves continue to remain prohibited.

– A monthly quota of 5 million PPE medical coverall for COVID-19 units has been 
fixed for issuance of export licenses to the eligible applicants.
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Trade Issues Created by COVID-19

 Japan
– Import Tax Exemption and Expedited Processes: For businesses 

importing certain goods deemed as emergency necessities, customs 
will be expedited, and tax exemptions will be made.

– Import and Export Certificate Validity Extensions: Validity of import 
and export certificates will be extended if delays are caused by 
COVID-19. 

– In addition, some import and export certificate and stamping 
requirements will be relaxed. 

– Deadlines for import and export tax filings and payments may also 
be extended. 
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Trade Issues Created by COVID-19

 United Kingdom
– On 21 March 2020, the Department of Health and Social Care of the United 

Kingdom added 82 goods to the medicines that cannot be parallel exported 
from the UK list. The export ban was introduced on the subject goods due to 
anticipated shortages in the country in response to the COVID-19 outbreak. 
Among the medicines that cannot be parallel exported from the UK list are 
adrenaline, insulin, ketamine, paracetamol and morphine.

– PPE: On 28 and 31 March 2020, the Business Secretary announced a relaxation 
of certain administrative requirements and barriers to imports for PPE and hand 
sanitizer. This includes the waiver of import taxes on medical equipment crucial 
to the fight against coronavirus (including ventilators, coronavirus testing kits 
and protective clothing) and providing new guidance for local authorities and 
ports and borders enforcement officers on the import and safety testing of hand 
sanitizer. It was announced on 26 June 2020 that you no longer have to apply for 
an export licence to export personal protective equipment (PPE).

– On 1 April HM Revenue and Customs published changes to customs border 
processes, moving goods and clearing customs during the COVID-19 outbreak. 
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Trade Issues Created by COVID-19

 For information on additional restrictions or measures, and 
on other countries, visit:

 ThompsonHineSmarTrade.com

 A resource for key international trade issues. 

80



Questions?
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