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Figure 3 – Development of the business case 
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Rail Franchising Director

Key Programme functions:

1. Ownership, maintenance , governance &
assurance of the franchising process

2. Establishment and maintenance of the Franchise
Competition Schedule

3. Engagement with the Market

4. Franchise design

5. Resourcing of the Programme and its Projects

6. Initiation of individual Franchise Competitions
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Figure 6 – Alignment between the competition process and the business case 
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the standard Franchise Agreement in order that relevant 
aspects of the specification are properly contractualised. 



 

 

 

 

 



 

 

 



 

 

 

 
 
 

 
Figure 9 - Bidder prequalification 
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Business case stage 3 – full 
192 Figure 12 illustrates the steps from evaluation to award. 

Figure 12 
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Figure 13 – Mobilisation
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Glossary  

Acronym Name Definition 

n/a Affordable 
A Proposition that can be funded within the Department’s agreed funding envelope with HM Treasury 
throughout the life of the franchise. 

n/a Applicant 
An organisation that is seeking to achieve Bidder status, having submitted a completed Pre-Qualification 
Questionnaire. 

BRP Benefits Realisation 
Plan 

A plan that identifies the specific benefits to be achieved by the franchise and shows how these are 
incorporated into the propositions, the Specification and the Franchise Agreement. 

n/a Bid An offer made by a pre-qualified Bidder in response to the Invitation to Tender 

n/a Bidder 
An organisation which the Department deems fit to be invited to tender for a franchise.  Fitness has been 
demonstrated by means of the Pre-Qualification process. 



 

 

 

 

 

 

Acronym Name Definition 

CQ Clarification Question 

A question submitted by 

 an applicant requesting additional information to clarify (but not change) an aspect of a 
document in the PQQ pack; or 

 a Bidder requesting additional information to clarify (but not change) an aspect of a document 
in the ITT pack; or 

 the evaluation team requesting additional information to clarify (but not change) an aspect of 
the PQQ response or Bid. 

n/a Conditions Precedent 
Those conditions that must be met by the incoming franchisee prior to commencement of operations of 
the franchise. 

CP Control Period 
For financial and other planning purposes, Network Rail works within 5-year "Control Periods", each one 
beginning on 1 April and ending on 31 March to coincide with the financial reporting year.  CP4 runs from 
2009 to 2014. CP5 runs from 2014 to 2019. 

n/a Data Site 
The secure data on-line room established to enable the controlled and auditable sharing of specific 
information and documents relating to the competition. 

n/a Department “the Department” and “Departmental” refer to the Department for Transport. 

EoI Expression of 
Interest 

A business expression indicating intent to bid.  Not to be confused with a formal response to the PQQ. 

n/a Franchise Agreement The contract struck between the Department and the winning Bidder. 



 

 

 Acronym Name Definition 

n/a Franchise Agreement 
Review Group 

A group composed of representatives from the Department, the rail industry and external advisers who 
are active in the industry which meets on a regular basis to discuss possible improvements and updates 
to the standard Franchise Agreement 

FBC Full Business Case 
(Stage 3) 

The third and final stage of development of the business case for the franchise.  See Transport Business 
Case. 

HLOS High Level Output 
Statement 

The statement made by the Secretary of State in accordance with the Schedule 4 to the Railways Act 
2005 (the High Level Output Specification 2012) and now termed the Rail Investment Strategy. 

n/a Incumbent 
The organisation for the time being holding the contract for the franchise in question.  Information 
provided by the incumbent is of critical importance to the conduct of the competition. 

ITT Invitation to Tender 
A document inviting Bidders to submit bids for the provision of specified services on specified commercial 
terms and in accordance with specified requirements. 

n/a Lead Bidder 
The Bidder emerging at the end of the evaluation and contractualisation process as the one that subject 
to satisfactory audit and approval will be recommended as the winning Bidder. 

n/a LEAN 
The strategic approach to procurement recommended across Government departments by the Cabinet 
Office Government Procurement Service. 

n/a Market 
A generic term used to describe all those organisations that may have a commercial interest in the 
opportunities offered by the franchise programme. 

n/a Metadata The data that defines the information that is required to be placed in the Data Site for access by Bidders. 

https://www.gov.uk/government/publications/transport-business-case�
https://www.gov.uk/government/publications/transport-business-case�
https://www.gov.uk/government/publications/high-level-output-specification-2012�
http://eur-lex.europa.eu/LexUriServ/LexUriServ.do?uri=OJ:L:2005:257:0001:0126:EN:PDF�


 

 

 

 

Acronym Name Definition 

ORR Office of Rail 
Regulation 

The independent safety and economic regulator for Britain’s railways. 

OJEU Official Journal of the 
European Union 

TED (tenders electronic daily) is the online version of the Supplement to the Official Journal of the 
European Union dedicated to European public procurement. 

OJEU 
Notice OJEU Notice Common parlance for the contract notice sent to the Official Journal. 

OBC Outline Business 
Case (Stage 2) 

The second stage of development of the business case for the franchise.  See Transport Business Case. 

PPD Pre-Qualification 
Process Document 

The document setting out the rules for Applicants to follow in preparing and submitting their applications 
for Bidder status via completion of the Pre-Qualification Questionnaire. 

PQQ Pre-Qualification 
Questionnaire 

The questionnaire devised to elicit information from an Applicant enabling them to demonstrate that they 
are fit to receive an invitation to tender for the franchise. 

PIN Prior Information 
Notice 

A notice published to alert the Market to commercial opportunities described in that notice. 

n/a Programme The rail franchising programme. 

n/a Programme Team 
Departmental staff and relevant advisers who together develop and maintain the environment from which 
individual franchise competitions are initiated and supported throughout. 

n/a Project A Project initiated by the Programme for the specific purpose of delivering a new franchise. 

http://www.rail-reg.gov.uk/�
http://www.rail-reg.gov.uk/�
http://ted.europa.eu/TED/main/HomePage.do�
https://www.gov.uk/government/publications/transport-business-case�


 

 

 

 

Acronym Name Definition 

n/a Project Team 
The team of people together with their internal and external expert advisers, led by the Project Director, 
whose task it is to establish the Proposition, prepare the specification and procure against that 
specification. 

n/a Proposition 
The fully developed concept for the franchise, capturing both commercial and passenger / rolling stock / 
operational aspects and subsequently translated in to the Specification for procurement. 

n/a Rail Commercial 
Directorate of the Department for Transport responsible for managing rail franchise contracts from 
contract award through operation to closure. 

SRO Senior Responsible 
Owner 

The individual responsible for ensuring that a project or programme of change meets its objectives and 
delivers the projected benefits.   

n/a Shadow Bid 
The Shadow Bid is developed from the Baseline Model by the Technical Adviser to give additional 
confidence of affordability. The Shadow Bid sets out the Technical Adviser’s view on what the Market 
would reasonably be expected to bid against the published ITT. 

SMEs Small and Medium-
sized Enterprises 

As defined by the European Commission Guide. 

n/a Specification 
A translation of the Proposition into terms on which the Department will invite Bidders to construct their 
Bids. 

n/a Standstill period 
A period, usually lasting a minimum of 10 calendar days, commencing on the day after unsuccessful 
Bidders have been notified of the outcome of the competition, and ending on the day that the contract is 
awarded. 

http://ec.europa.eu/enterprise/policies/sme/files/sme_definition/sme_user_guide_en.pdf�


 

 

 

 
 

Acronym Name Definition 

SOBC Strategic Outline 
Business Case 

The first stage of development of the business case for the franchise.  See Transport Business Case. 

TSR Train Service 
Requirement 

The baseline service pattern, first and last train etc, with which the Bidder must demonstrate compliance 
in their Bid. 

VfM Value for money 

One of the criteria to be met by the business case, value for money considers the level of costs and 
benefits we can expect from a proposal. A VfM assessment includes a range of impacts that transport 
interventions may have and, based upon these, gives advice to ministers about whether a proposal 
should go ahead. 

https://www.gov.uk/government/publications/transport-business-case�
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