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Conclusions and recommendations
Consolidation solutions improve the logistic system and therefore the
liveability of the urban area in terms of pollution and disturbance

The solutions improve efficiency for the transport operator and receiver.
Though, these stakeholders are often not willing to participate, pay or
share their benefit.
A more equal and transparent distribution of costs and (social) benefits is
essential.
Key for successful implementation:
UCC: Participation of receiver, shipper and transport operator and
transparency of costs and benefits.
Mobile depot: support from city authority
Buffer storage: shipper / transport operator should take part in the
investment, transparency of costs and benefits.
Integration of IT supports operational performance.

