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1. Introduction 
 
1.1. Intended audience 
 
This document was prepared for the European Commission and iCars contacts database 
including the group of contact persons on pre-commercial procurement.  
 
 
1.2. Structure of the document 
 
The document consists of the fnal roadmap for the pre-commercial procurement of ITS. 
It includes a presentation of the pre-commercial procurement process. This is followed by 
a presentation and discussion of the key questions to be considered for a contracting 
authority to embark in pre-commercial procurement. Then several potential cases of PCP 
in the field of ITS are analysed in the framework of this roadmap, including integrated 
ticketing, impaired driving and truck parking.  

 
 
1.3. Objective of the document 

 
The objective of the document is to provide a reference for introducing the key 
challenges for pre-commercial procurement of ITS; it is a roadmap for this procurement. 
The roadmap contains the key steps and phases to go through while preparing and 
running a pre-commercial procurement process.  
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2. Draft roadmap for the pre-commercial procurement of 
ITS  

 
2.1 The pre-commercial procurement process 
 
The European Union published a communication on Pre-commercial Procurement: Driving 
innovation to ensure sustainable high quality public services in Europe in December 2007 (COM 
(2007) 799 final).  
 
Pre-commercial procurement of innovation refers to the procurement of technological innovation up to 
and including a first pre-commercial volume batch of products and / or services validated via field 
tests. Pre-commercial procurement of innovation involves direct public R&D investment in the first 
three phases (pre-commercial part) of a typical R&D project life cycle.  
 
The pre-commercial procurement process is best described by the graph below.  
 

 
 

 

A sequence for a pre-commercial procurement process 
 
The first phase of the pre-commercial procurement consists of the publication of the 
tender. Respondents to the tender make proposal to answer the challenge and address 
the question. They do not carry out research at this stage. A panel of evaluators assesses 
those proposals and selects the ones it considers the most promising.  
 
Obviously, the number of companies selected mainly depends on the quality of the 
proposals and the budget allocated to the next phase. This next phase consists of funding 
feasibility studies for the proposals selected. After the feasibility study, a small number of 
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bidders are invited to continue and they receive some funding to develop prototypes and 
test them. Finally, one or more winners are invited and funded to produce a small series 
of innovative products or solutions to answer the challenge proposed in the tender. 
 
Many variations are possible within this process. Depending on the objective of the 
authority, the expected response to the tender, the nature of the question raised and the 
budget available for the process, the number of phases can vary. But a minimum of two 
phases is necessary to give sense to pre-commercial procurement.  
 
This roadmap address some key questions about this process when applied to Intelligent 
Transport Systems, for instance the questions related to the number of phases, the 
evaluation of proposals and bidders at each phase of the process, the budget, etc.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
NB: In above table, business case (not cxase); relating (not relate) 

 

2.2 Objectives 
 

The definition of roadmaps for the pre-commercial procurement within iCars has been 
carried out to illustrate the challenges and practical questions that any procurers should 
address when applying PCP in the ITS sector. 

Identifying the market and the 
potential busness cxase (possible 
IPRs) 

        Identifying objectives and formulating the tender 

Identifying the type of procurement 
to shape the PCP process 
(innovation matrix) and  relate it to 
the innovation cycle 

      Identifying missing or exploratory research 

      Choosing the procurer 

      Identifying the target groups 

Adjusting the budget allocated to 
the PCP process. 
 
Organising the evaluation and 
choosing the evaluators.

Roadmap for the pre-commercial procurement of ITS 
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The ITS roadmap identifies key questions to be considered by procurers at the various 
stages of the PCP process. It also addresses some challenges which are more specific to 
Intelligent Transport Systems, intending to establish a stronger link between the R&D 
efforts in the ITS sector and the potential customers in the public sector who might profit 
from being engaged in the innovation process. 

 

These questions are: 

- what type of PCP, what objective and what role for the public authority / the 
procurer? 

- how to formulate the tender? 

- what type of public authority should be the procurer ?/ what level of governance?/ 
joint procurement? 

- what is the target group? 

- how to balance risk sharing? 

- who should own the intellectual property rights?  

- what is the corresponding master plan? 

- what is the cost of the process and what budget should be foreseen?  

- who are the evaluators? 

 

Based on the selection of potential cases for the PCP of challenges in the transport sector 
involving ITS, the questions identified in the general roadmaps for ITS are considered in 
relation to each of these specific potential cases. 

 

2.3 Selection of the potential cases for PCP  
 
The potential cases for the pre-commercial procurement of challenges related to the ITS 
sector have been selected through a multi-stage process. The process was based on 
some guiding principles and recommendations for the use of pre-commercial 
procurement and it led to a feasibility analysis of several ITS topics that accord to the 
idea of PCP.  

It is deemed specifically relevant to address a specific problem of society or 
governments, or when the government wants to trigger change, when no obvious 
solutions are available. It is also useful to speed up the development of new products and 
services, and when one aims at a solution to a problem. 

 

Two workshops enabled a discussion of some of the main challenges in the transport 
sector related to ITS and led to the identification of some first potential challenges for 
which PCP could be used. Several ITS experts were contacted and interviewed to assess 
their views on the potential of PCP to support innovation and deployment in the ITS 
sector and to identify some challenges that they believed could be usefully addressed by 
PCP. Following this process, a list of potential cases was established. The list was further 
refined by the iCars partners, who selected the most interesting cases. The selection was 
based on the extent to which each case illustrated the key points to be addressed for the 
PCP of ITS-related challenges. One of the most important questions considered while 
selecting the cases was the degree to which research in innovation was expected to play 
a role in the development and deployment of solutions. 
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2.4 The roadmap: addressing some key questions about PCP 
regarding intelligent transport systems 

 

2.4.1 The challenge of formulating the question supports the PCP process  
 

One of the tests to assess whether a challenge can be best addressed by pre-commercial 
procurement consists of defining the ability to express the questions that will support the 
tender clearly and concisely. 

 

The tender should mainly consist of the question that explains the problem to which 
respondent are expected to propose a solution. The question should be as open as 
possible to encourage the broadest possible range of solutions, thus stimulating 
innovation. The question should allow non-traditional players to consider developing 
solutions. It should also allow for the technological transition between sectors, attracting 
players from other sectors, and for the integration of technologies into new solutions. 
Obviously, the question in the tender should be sufficiently clear to ensure that answers 
will exclusively address the challenge posed, thus maximising the relevance of the 
answers.  

 

The procurer should decide how much technological guidance it wants to give. The 
question will be formulated differently depending on whether the procurer wants to be 
entirely technologically neutral or wants instead to stimulate answers from a specific 
sector or to suggest a technology. This is of course an important consideration for this 
roadmap since it refers to the potential use of PCP to stimulate ITS. This means that 
answers using a certain type of technology coming from the ITS sector are encouraged. 
The challenge then becomes formulating the tender so that it remains open enough to 
stimulate innovation and a new approach to the problem while encouraging intelligent 
transport solutions to the specific problem.  

 

The pre-commercial procurement of a new system to monitor dikes in the Netherlands is 
an example of a successful pre-commercial procurement tender. The formulation of the 
tender has allowed the emergence of new solutions, hi and low tech, from various sectors 
previously not involved in this type of activity. 

The tender contained the following text:  
 
“The Ministry of Transport and Water Management invites 
companies to submit proposals for feasibility studies on new 
monitoring techniques for dike and dam management and for early 
warning systems on weak spots in order to prevent damages to 
dikes and dams and thus to prevent disasters.  
The most promising proposals will get a contract to perform a 
feasibility study.” 

 

When you transfer this approach to define a tender in the area where ITS could be 
applied, it is important to highlight those demands that are to be solved only by an ITS 
solution. This can be done without preferring a certain technological solution or even a 
certain supplier if the mix of demands involves the overall picture of benefits.  

The requirements could include the need for a solution representing a sustainable 
strategy and based on a wide impact or cost-saving potential with regard to the 
developments in similar infrastructure systems (ICT). This would still allow conventional 
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solutions to participate in the competition or be part of the final proposal, but the tender 
highlights the advantages that only ITS are able to provide. 

Still, it is important to foresee the different benefit potentials of several ideas competing 
in a PCP process when setting up the tender since the procurement laws are intended to 
protect an objective selection and should not be undermined.  

The synergies of both the objective procurement decision and the research and 
innovative potential of ITS solutions in joint approaches are one crucial point of this form 
of cooperation between ITS suppliers and procurers. 
 

2.4.2 The innovation matrix: defining a strategic mix of pre-commercial 
procurement and R&D funding 

 

The main issue in the public procurement of innovative technology in general is why the 
public stakeholder, i.e. the government and its direct and indirect sub-level institutions 
(e. g. road operators, coordinating & monitoring institutions), should intervene in an 
ongoing innovation process and consider a committed funding  

While R&D funding on a specified topic is a common approach to provide orientation, PCP 
may be more efficient; the final outcome is a precise application because the implicit 
problem-solving process and the resources in it are more focused – not least because of 
the challenge of ideas in the several PCP stages.  

But this main advantage is related to the risk of spending time and money on options 
that are later sorted out, whereas the common procurement approach has an early focus 
on strong collaboration with one single supplier. This leads to the need for a preliminary 
assessment of the scenario that determines the allocation within the range of options 
that could shape the strategic behaviour of a public actor. if a high investment is 
necessary and the synchronous coordination and commitment of several actors is 
needed, it is especially important to define the scenario. 

Driven by the interest in achieving promising benefit potentials, the public interest might 
help overcome obstacles for innovating companies even before the question of a 
profitable market deployment arises. Thus, technologies not yet existing can compete 
with established options and profit from public spending before specific products are 
developed - even more so if a promising future market and high benefits are expected 
and favoured by the public authority considering PCP.  

By formulating open questions that allow a broad field of answers (“How can safety be 
increased?”), this constellation where PCP is applicable might be identified. But before 
initiating PCP activities, the scenario requires further analysis. In case of ITS, this 
analysis also includes an overview on the supplier side of the technological status quo 
and expectable proceedings. This first analysis of the initial situation needs to address 
the two main subjects: 

• What type of procurement or public research funding is considered appropriate for 
the selected business case? 

• In what early stage of the innovation process of an ITS should the PCP process 
start? 

In its “Flanders Action Plan – Public Procurement of Innovation”, the Belgian IWT 
proposed solving the question of whether or not public actors should intervene in a 
market and ongoing research by establishing innovation platforms that provide a 
benchmarking of the different ways to answer the identified challenge and finally decide 
whether PCP is the best suitable instrument to provide the innovative solution. 

The responsible public authority – in this case the IWT – identifies the challenges for 
which it is possible to offer a solution. Potential contributors may react by submitting 
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proposals of their ideas, which is the step necessary to participate in the innovation 
platform.  

To ensure an open and transparent procedure, the publicity innovation platform is set up 
as broadly as possible and follows a specified process that includes an analysis of the 
state-of-the-art knowledge, a market consultation and a dialogue between the 
participants, all leading to a conclusion on the follow-up trajectory. 

For the PCP roadmaps that allow a successful deployment of ITS, these innovation 
platforms seem to be a fair and efficient way of integrating several stakeholders into a 
common solution and of generating commitment to the decision to start a PCP tender. 
But the risk for ITS solutions should be addressed by giving an orientation of the PCP 
initiative to avoid an inefficient and misleading development:  

• When compared to other options to solve the identified challenge, the benefits of 
ITS should be taken into account – starting by requirements, e.g. with a focus on 
innovative technology. 

• When analysing the different PCP options and ways of creating a strategic policy 
mix containing PCP, the complexity of ITS solutions should not lead to overall 
disadvantages, but it can be addressed by integrating R&D funding and 
procurement into a synchronised innovation strategy. 

 

The ‘Innovation Matrix’ as seen in Figure 1 helps to illustrate the different types of 
relationships between procurement and the R&D process. Depending on the strength of 
the connection between the innovation process and the procuring authority, which is 
possibly interested in the further development of an innovation, there are different ways 
to get procurement involved in the early stages of innovation. 

Three types of relationships can be differentiated by the ‘policy rationales’, which are the 
basic argumentation of why a PCP intervention is considered needed: 

• Direct procurement: This means the government is the sole end user, causing a 
strong intrinsic interest of the policymaker in the whole innovation process toward 
successful innovation. If the benefit potential, e.g. preventing a distinct number of 
harmful accidents, is considered high and obvious, this may result in direct PCP 
funding during the idea & concept generation phase since the demand side of the 
not yet existing market might consist only of the procurement of a public actor. 
Still, the recognition of such a strong connection between a raw concept and a 
procurement strategy is influenced by technological complexity and uncertainty. 

• Cooperative procurement: This type means that the public and private parties 
may both be end users of an ITS innovation. Intelligent vehicle safety systems 
such as autonomous brake assists may be used in private cars as well as in police 
cars. But is also possible that the private and public sector need to provide 
complementary parts of an innovation, such as V2I safety systems. By choosing a 
cooperative procurement approach, vehicle manufacturers on the vehicle side and 
road operators on the infrastructure side could support the complex progress on 
cooperative safety systems. 

• Catalytic procurement: The public actor acts on behalf of private users but is itself 
not a final end user. To identify this type of procurement, the procurement 
strategy might include spending activities that have indirect effects on 
technologies that need catalytic support in the early stages of innovation. 
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With respect to ITS, the main field of action is the state-run infrastructure system and its 
needs to maintain and improve safety, efficiency and sustainability. These objectives can 
be broken down into a broad set of further economic, ecologic and societal questions that 
have to be solved while under the pressure of a challenging resources and capacity 
situation. 

Because of the collusion between the public authority and, for example, road operators 
aiming for an ITS option, pre-commercial procurement in this sector is probably more 
likely to be associated with a cooperative procurement process than in sectors where the 
public authority is not at the same time a major actor. Based on this typology, the 
possible options throughout the innovation process need to be evaluated to find ways to 
implement PCP that match the policy rationales of the different public procurers related 
to this specific field of innovation. For this purpose, PCP can cover the first phases only of 
the innovation cycle (basic and applied research) or all the phases of the innovation cycle 
until pilot demonstrations.  

The decision might also include the option of combining a PCP approach in a certain field 
of action with the planning of direct procurement in another field of action. ITS-like 
cooperative systems include subsystems or components that could be procured by 
different authorities in a joint effort if the interests are linked.  

The described draft approach leads to a short and effective analysis of whether PCP is an 
option or if other approaches seem suitable. Based on this general direction and an 
approximate classification, the PCP initiation needs a framework that leads to the final 
PCP project with the associated concept design and selection process.  

Since challenges related to ITS are more comprehensive compared to smaller-scaled, 
single-product procurement activities, the innovation matrix leads to further preparation 
regarding 

• Content: what exploratory research is crucial for the final procurement? 

• Structure: is there a business case for the potential parties involved in PCP and to 
what extent do different parties need to be part of the PCP project?  
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2.4.3 Description of existing or missing exploratory research  

 

It is unlikely that pre-commercial procurement will address a challenge that is entirely 
new and that has never been considered before. There should not be existing satisfying 
solutions, but any solution will build upon some existing knowledge.  

Before the launch of the tender, the procurer must make an overview of the missing and 
exploratory research. This will provide information on how the issue has been addressed 
so far, what potential paths have been explored and proved wrong or promising. This will 
enable to procurer to better define the limits of the tender and better formulate the 
question to ensure that it addresses the whole challenge.  

Obviously, knowledge about missing and existing research is also useful in building the 
business case and for several of the other questions mentioned here that will be 
addressed by the procurer.  

It helps to identify the potential actors interested in developing a solution and to 
estimate the number of potential players. This is important to see how much funding 
should be invested in the process to keep the level of risk acceptable to interested parties 
so that it justifies investments on their part. The quality and amount of available 
research is important information for this purpose. 

Finally, the investigation and description of existing and missing research, possibly 
beyond only exploratory research, allows a sound evaluation to be made about how 
much more research is needed, in particular in relation to the amount of 
integration/adaptation of existing solutions which could provide a desired solution to the 
challenge.  

This process contributes to validating the choice of pre-commercial procurement to 
address the question. Indeed, if this task concludes that most of the necessary research 
and innovative thinking has already taken place and that what is needed is an innovative 
way to integrate and/or adapt existing solution, then probably the case considered is not 
fit for pre-commercial procurement. Indeed, in this case there is most probably not 
enough research to resort to a legal framework outside of the procurement directives.  

 

2.4.4 Making the business case: identifying stakeholder   

 

Following the basic decision that procurement should intervene in the pre-commercial 
phase of innovation, the analysis of missing research delivers the framework on content. 
The next step moves from testing the feasibility of available PCP options to drafting the 
specific link-up of the on-going R&D and procurement activities.  

Regarding ITS, one sole stakeholder might not be capable of or interested in bearing the 
cost of development and needs the commitment from similar or additional institutions to 
decide for the PCP approach. 

The business case depends on who is the procurer. Therefore, the public authority that 
initiated the PCP analysis – or brought up the question of PCP as an option -   coordinates 
the process of identifying the best placed procuring entity. .  

The definition of the potential procurer should cover the following aspects: 

• What type of public authority should be the procurer?  
The estimated socio-economic benefit which makes certain PCP options feasible 
for ITS in general has to be adjusted to the budget options and policies of 
particular institutions. By refining the PCP concept, the proposed activities should 
address those requirements and accord to them. 

• What level of governance should support the PCP of ITS? 
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There could be local, national or European procurement activities involved in the 
innovation of ITS so it is very important to keep in mind on which level the final 
outcome of the innovation process is considered best, taking only realistic options 
into further account. 

• Is joint PCP desirable? Should it involve authorities from different countries? 
 In traffic policies, an open question which is expected to be solved by ITS often 
 occurs in different regions or countries. By aiming for a wider set of procuring 
 authorities, the risk of failed innovation can be reduced by a more cost-
 efficient business model, i.e. higher demands of several procurers, but may cause 
 a more complex PCP process because of the influences on the planning and  more 
 difficult IPR questions. 

• What characteristics constitute the target group? 
When deciding about a PCP concept, the ITS innovation to be achieved needs to 
be described as a solution for a certain type of end user, which is also linked to 
the question of whether an ITS requires direct, cooperative or catalytic PCP. 

Summing up these questions, which authorities acting as procuring actors should be 
addressed, hence whose procurement budgets seem adequate to invest in a ITS solution 
supported by the PCP business case? This may require strategic adjustments, influencing 
the choice and mode of options addressed by the PCP concept. 

 

2.4.5 Definition of the PCP project   

 

The developing market for an ITS which should be supported by the PCP is the next step 
when analysing a PCP concept. Up to this stage, the possible procurers and budgets 
should have been decided upon. This narrows the focus on market characteristics such as 
region, involved institutional types, number of actors and estimation of market size and 
structure.  

The economic perspective on the pre-commercial use of procurement resources now 
requires a more detailed analysis of the possible business cases, taking into consideration 
the distribution of risks, incentives and costs (capital and running costs) for the procuring 
authority and the suppliers.  

Risk sharing 

While traditional procurement acts only on the demand side of an already defined market 
– the vendor provides a product or service, while the procuring authority accepts or 
negotiates the “ready-to-deliver” good –, the involvement of the public side during the 
early innovation phases implies that there are certain technological and financial risks. 
These risks need to be shared, making it necessary for the public sector to get involved 
and help the R&D to succeed with strategically appointed resources.  

An ITS option proposed in a PCP process should result in a risk analysis that clarifies 
whether or not the risk may and should be shared and that provides a solution of how 
this can be done between.. 

• ..the supplier and procurement side; 

• ..the potential partners on the ITS supplier side; 

• ..the potential different procuring entities on the demand side. 

While reducing the uncertainty of a proposal, the complexity resulting from the different 
options is a problem for ITS. But it is an advantage for the distribution of risks since the 
risk for the individual party will be lower once the PCP activities have started. 
Additionally, the different competences of the parties involved help them to be more 
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aware of possible risks, which results in appropriate pressure on all parties involved to 
commit to the PCP project. 

Intellectual Property Rights 

Another aspect of the PCP-influenced market is the distribution of IPR which are not 
automatically clearly assigned to the supplier, the ITS innovator.  

Preferably, the development of ITS leads to a clearly defined IPR situation in which the 
innovating actor retains control over the IPR and compensates for the risk taken by the 
public authority in another way. However, there might be cases where the legal or 
operable perspectives on an innovation would require a further involvement of the 
authority in the later innovation stages of an ITS, which could also mean a partial 
acquisition of the IPR could be useful to retain the control over private activities, e.g. 
guarding consumer rights or data privacy by simply not allowing a R&D turnaround in the 
strategic direction of ITS. This would simplify the involvement of other funding and save 
the effort of legally balancing private and public interests.  

The procurer may also be interested in keeping part of the IPR to ensure it will retain 
control over a potential upgrade of the system and not be entirely dependent on 
developments and conditions of the initial supplier for this. 

This means that an adequate solution for most pre-commercial procurement cases would 
keep as many IPR as possible with the supplier and would transfer only those rights to 
the contracting authority that it needs in order to satisfy and safeguard its strategic 
goals. Key influences are the expected possible strengths and weaknesses of the demand 
and supply sides, defining the need to partially obtain IPR in the PCP process. 

Estimations on development costs & running costs 

While risk assessment and considerations of legal consequences of PCP involvement are 
general planning activities in the PCP process without a specific partner, cost assessment 
defines the very specific, operative part of a PCP business case and has to be calculated. 

ITS may be complex constructs of both physical products and services so that several 
cost dimensions must be considered. The analysis of these cost components should 
consider: 

• development costs of ITS in total & share of the R&D costs covered by PCP 
funding  

• running costs of ITS: summing up the total costs which occur on the procurement 
side, it is highly important to see the overall picture, taking risks and possible 
technological and market development into account. 

This step of the analysis of the business case requires input from possible R&D partners, 
meaning that the pure testing of feasibility does not suffice to evaluate the business case 
in an abstract, general form.  

 

2.4.6 Identifying the relevant political environment and Master Plan 

 

According to the OMC-PTP manual, the master plan is an input provided by the 
contracting authority. It acts as a guide to help find a way to achieve the desired 
outcome with regard to a problem starting from the actual situation. A business case can 
further be developed into a master plan with more detail about the long-term strategy 
and important milestones in order to achieve the final goal starting from the actual 
situation. 
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The master plan is the broader framework in which the PCP process takes place. It is the 
framework within which the public authority address the challenge which is then 
considered in the pre-commercial procurement process. The master plan is part of a 
policy strategy and the framework which allows turning policy into practice.  

In the case of the pre-commercial procurement of ITS, the master plan may support the 
implementation of two different policy strategies. It can focus on the deployment of ITS 
systems and therefore aims at stimulating the market for a product and the solutions it 
can provide. It can also - and this is more likely - focus on the challenge related to 
transport that the public authority wants to address. This challenge can consist of the 
reduction of road fatalities and be related to policy initiatives on the topic, on the 
reduction of transport-related CO2 emissions, on the reduction of congestion, etc.  

 

2.4.7 Evaluation: costs and identification of key partners in the evaluation process 

The master plan contains the relevant characteristics of the PCP concept, representing 
the currently available state of knowledge on the question to be solved, possible ITS 
being the options to solve that problem and a model of how this demand and offer could 
possibly come together in a PCP-driven market. 

But the field of action has to be considered as complex and uncertain, making it 
necessary to evaluate the proposed actions further before the committed authorities can 
come to an official “pre-procurement” decision. Depending on the time perspective, the 
technology focus and several boundary conditions such as the existence of analogous 
markets or several as yet undecided options of PCP involvement, this evaluation may be 
extensive. 

This leads to a particular need for planning this evaluation since this may require 
research resources and cause evaluation costs: 

• Who should be associated with the evaluation process? 
Apart from the supplier and the authority, evaluators who can assess the financial 
sustainability of the proposed solutions (business plan) such as for instance venture 
capitalists, and the degree of innovation in these solutions should also be involved.  
How to use high knowledge in the process?  
The challenge consists in bringing the required knowledge in the evaluation process 
while it may lie to a lare extent with potential suppliers involved in answers to the 
PCP tender.  
This must be anticipated for the procurer to avoid depending exclusively on the 
information provided by the suppliers.  
 

• What are the elements to take into account about the evaluation process that must 
be budgeted for this process by the contracting authority? 

If these key issues are solved, the actual evaluation of the PCP proposal can conclude 
whether or not the assumptions and expectations regarding the innovative ITS may be 
validated and whether or not the involvement in ITS R&D by PCP is wanted. A strategic 
orientation following the described roadmap might help to link procurement resources in 
the transport sector with R&D efforts in this field, overcoming restrictive budget policies 
and setting the course for new markets where ITS could be deployed more easily. 

 
 
 
3. Draft roadmap for the pre-commercial procurement of 

Integrated ticketing 
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3.1 Objectives and formulating the challenge   

 

The case considered here is the development of an integrated ticketing system at the 
local level where there is a very high degree of complexity in the system.  

 

There are around 30 different public transport operators operating in the region. These 
operators are not franchised.  

 

Currently, the take up of paper based integrated ticketing is limited. 
There is a desire to move on to a smarter platform to increase flexibility of the product 
offering and to reduce operating costs 
 
There is a paper based single ticket scheme, operated by a public entity on behalf of the 
operators, which operates on an integrated basis across different operators and modes. 
The return to operators is decided on their share in the scheme. Otherwise each operator 
sells its own tickets on board vehicles. 
Currently, the ticketing system has a turnover of £2 million with 10% operating cost. 
 
The objective is to increase the uptake of the single ticket product by making it smarter 
and easier to purchase. The solution needs to be acceptable to the private operators and 
there needs to be a mechanism to validate tickets, record the transaction and to improve 
clearing between operators. The ticket has to be a personal ticket.  
 
It must be taken into account that smart card readers have been installed on all buses as 
part of a government initiative. 
 
The challenge consists mainly in bringing together the various operators and associated 
actors to cooperate and accept an innovative single integrated ticketing scheme in the 
framework where the public authorities who have interest in this can only create 
incentives but not impose the scheme on the operators.  
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3.2  The innovation matrix 
 
 
 
 
 
 
 
 
 
 
 

The interest of the public authority in this case consists in stimulating the development of 
a product and a service, the integrated ticketing scheme, which would be then taken up 
by the transport operators.  

We are therefore here looking at a catalytic procurement process where the public 
authority acts on behalf of private users but is not itself a final end user. It is however 
strongly interested in the innovative product and service resulting from this process.  

So much so that the favoured solutions would bring together the operators and as in the 
current setting, they would delegate to the public authority the management of the 
integrated ticketing scheme. But the operators would be the owners of the scheme. 

The interest in catalytic pre-commercial procurement process here is specifically related 
to the provision of a service of general interest in the framework of a deregulated 
market. The public authority is interested in a scheme which would make public transport 
more attractive, which would contribute to achieve its policy objectives, and helps to 
bring a better return on investments in new public transport services such as a new tram 
in this particular case. 

However, it does not operate public transport services, and could therefore not directly 
implement this scheme. Nor can it make it mandatory for operators to adopt smart 
integrated ticketing.  

As the public authority is not the end user and customer of the integrated ticketing 
scheme, but the manager of the scheme and/or the transport operators are, their 
interest must be carefully considered in the evaluation of the solutions proposed. 

Catalytic pre-commercial procurement is therefore in this framework a tool to bring on 
the market an innovative solution, carefully considering the incentives of the various 
players thus encouraging its market take up.  

 

Considering the role of the public authority, the pre-commercial procurement process 
should cover the concept proposals, feasibility studies, prototype development and pilot 
phase of the innovation process.  

 

A first phase should consist in the publication of the tender, which should be answered 
with concept proposals.  

 

The selected proposals should be funded to develop feasibility studies for three to five 
proposals.  
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Two among those should be funded to develop both prototypes and test them in pilot 
demonstration schemes.  

 

The inclusion of the pilot demonstration is important as it would offer the opportunity to 
engage some transport operators in the test and implementation of the schemes, thus 
validating or invalidating their interest in the scheme and the structure of their incentives 
which would secure their participation in the deployment of integrated ticketing.  
 

3.3 Description of existing or missing exploratory research 

 

Ticketing systems are readily available on the market but as yet there are no systems 
available off the shelf that can accommodate multi operator applications. The concept 
that is required may be similar to the clearing system operated by the banking 
system. The research is required to come up with a solution that meets the multi user 
needs.  

We are looking for the supplier market to come up with innovative ways of achieving 
the objectives. The solution may not be limited to traditional hardware and software 
products but should look at the wider back office applications.  

For example might there be a solution using bank contactless card or mobile phone 
technologies? Whilst the development could be undertaken for the Edinburgh city 
region One Ticket system the solution may be suitable for other transport operations 
and allow cross border integration.  

There is also a strong challenge in creating the proper cooperation framework and 
incentive structure to bring together the transport operators of the region and the 
public authority. Important innovation, supported by appropriate technologies (back 
office, clearing, data exchange, etc.) is required.  

  

3.4 Main actors 
 

The objective is to reach the situation where the public authority operates the scheme 
and the scheme is owned by the operators.  
 
The public authority funds PCP through revenues of existing schemes or from 
government grant. 
 

3.4.1 Who should be the procurer?  
 

The procurer should be the one ticket company which is owned by the operators but 
operated by the public authority. The funding would come from the public authority 
which at the initial stage has the strongest interest in the development of the scheme.  

 

3.4.2 Target groups  

 

The end consumers of the integrated ticketing schemes are the travellers: current and 
future public transport users.  



 
WP1 – Pre-commercial public procurement 

D1.3.4 – Final roadmap 

 

 Page 18 of 35 Version 1.1 
 

Intermediary actors are essential in this case, as they are the public transport operators 
which will cooperate to enable the integrated ticketing scheme while they operate in a 
commercial environment.  

 

Potential and desired suppliers are smart card suppliers, telecom operators and banks. 
Transport operators are unlikely to be leading suppliers and bidders to answer the pre-
commercial procurement tender.  

 

Obviously, the public authority, and its various relevant components (traffic and mobility 
department, environment department, innovation and development agency, purchases, 
etc.), as catalyst part in the process, is a key actor.  

 

3.5 Finding a market 
 

The pre-commercial procurement process should be built in such a way that it allows for 
the scalability of the system, at least at the regional level, beyond the initial territory 
considered.  

This should contribute to help addressing the interoperability incentives and challenges 
for a further deployment of the system. The way this will be addressed largely depends 
on the supplier, their nature and market of reference, and the partners in the winning 
consortia.  

The allocation of intellectual and property rights can encourage to take interoperability 
into consideration. 

They would stay with the procurer for the local implementation of the scheme, but be left 
to the supplier for the implementation of the scheme elsewhere.  

This would encourage the suppliers to consider interoperability. It would also create an 
incentive to encourage bidders, as they would receive funding for developing an 
innovative product locally that they would be able to sell elsewhere. 

This allocation of intellectual and property rights is also designed to limit the amount of 
public funding to invest in the pre-commercial procurement process, as the potential 
market take up elsewhere is an incentive beyond the proposed funding for suppliers to 
take part to the process. 

 

On the side of the procurer, retaining intellectual and property rights locally is a 
guarantee that running and operating cost will be kept under control. In particular, the 
procurer will keep control over the opportunity and price of upgrading the system and 
will not depend exclusively for this on the price proposed by the supplier of the system. 
The procurer will also keep opened the option to bring in other suppliers for the upgrade 
of the system. This option would be much more limited if the IPRs would stay entirely 
with the initial supplier.  

 

3.6 Political environment and Master Plan 

 

The development and implementation of a smart integrated ticketing system in this area 
is part of the broader mobility strategy in many respects. 

It is a tool to support the use of public transport, and therefore contribute to a better 
urban and local mobility. It is also as such contributing to local environmental objectives, 
such as the improvement of air quality and reduction of CO2 emissions from transport.  
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Finally supporting public transport is contributing to improve mobility locally and 
decrease congestion.  

All these elements are the heart of local policy strategies. As a consequence, smart 
integrated ticketing ranks highly on the agenda of the public actors.  

These objectives are shared with the national level, which therefore also support such a 
scheme. This increases the chances of funding and support for the pre-commercial 
procurement process on this issue.  

 

The lighthouse project of this area in terms of mobility is the building of a new tram 
system, which attracts great public attention. The smart integrated ticketing scheme 
would be consistent with this project and would help to better integrate the new tram 
system in the local mobility system as well as encourage the use of this tram system. It 
would therefore contribute to the success of this investment in public transport. This is of 
course of great important for the local council which would give it a high priority for this 
reason.  

The smart integrated scheme does not however rank very high on the agenda of the local 
transport operators, until it is demonstrated that it would be at least neutral for them, or 
that they would gain from it.  

 

3.7 Evaluation and identification of key partners in the 
evaluation process 

 

Who should be associated to the evaluation process? 

The evaluation process of the proposals should be led by the procurer, which is the 
operator of the current one ticket system. The evaluation panel should include a majority 
of representatives of the local authority as they have the strongest interest in the 
system.  

The evaluation should bring together the right set of competencies, in particular to 
assess the technical potential and feasibility of the solution proposed but also the 
relevance and strength of the cooperation and incentive model supporting the business 
case for further deployment of the proposed solution.  

The main challenge is to define the extent to which transport operators should be 
associated to the evaluation process.  

Those associated to one or the other bidding consortium should be excluded from the 
evaluation team. However, they will remain collectively represented as co-owner of the 
procuring authority… 

This is mainly down to the role of the operators in the pilot demonstration of the scheme.  

As a consequence, one could imagine a mechanism in which operators are excluded from 
the first phase which consists in the submission of concept proposals but take part to the 
evaluation of these concept proposals. One the selection is done, and some proposals are 
funded for feasibility studies, operators are allowed to join bidding consortium but are 
not anymore associated to the evaluation process.   

This could be a solution to use the required knowledge in the process while guaranteeing 
its fairness.  

The budget of the pre-commercial procurement process should foresee a few hundred of 
thousands euros, up to 300,000 euros, to fund feasibility studies.  
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It should then fund the development of prototypes and the demonstration of the 
innovative scheme, with a total budget of up to 2 million euros.  

 
 
4. Draft roadmap for the pre-commercial procurement of 

solutions to address impaired driving 
 

4.1    Objectives and formulating the challenge 
 

 
The objective is to encourage the emergence of new approaches and new solutions to 
detect impaired driving behaviours to prevent drivers in dangerous conditions to drive 
and increase the risk of accidents.  
 
Impaired driving behaviours are for instance driving under the effects of alcohol, drug, 
medication, tiredness, etc.  
 
Impaired driving should be better detected and drivers in these conditions should be 
prevented to drive or driving conditions should be changed. Once abnormal behaviour is 
detected, the maximum speed limit is reduced to 50 km/h for instance. 
 
This is at the moment an acute challenge in countries which have otherwise among the 
best records in road safety, such as Sweden and Finland. 
 
Risk factor under these circumstances is hundredth of time higher than in “normal 
conditions” (from 0.3 % to 25% risk in Sweden), there must therefore be a way to detect 
this. 
  
The question in the pre-commercial procurement tender should remain opened.  
 
It should consist in encouraging ‘solutions to detect impaired driving behaviour and 
trigger proper actions to prevent dangerous behaviours from impaired drivers.’ 
 

4.2 The innovation matrix  
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There is a strong interest of the local authorities in systems detecting, controlling and 
preventing impaired driving.  
Pre-commercial procurement is therefore a tool to bring on the market solutions to this 
challenge. It will mainly be up to the market to take up these solutions, by end 
customers, fleet operators and vehicle manufacturers. 
For this purpose, the procuring authority is interested by the catalytic procurement 
approach.  
 
But through their own public fleet, the public authorities can also stimulate the market 
and lead by example by equipping their vehicles, fleets or drivers – depending on the 
winning solution(s). In this role, they would not only support the development of new 
solutions, they would also play an active role in their deployment on the market.  
 
Overall, their interest is therefore in cooperative procurement, including pre-commercial 
procurement and possibly in a second phase the commercial procurement of one of the 
winning solutions. 
 
For this reason, and to support as much as possible the uptake of the solutions by the 
market, the pre-commercial procurement process would cover the innovation cycle from 
the concept proposals to the early integration of the solutions in fleets. 
 
Following the publication of the tender and the submission of concept proposals, around 
five to seven of them will be selected and funded to develop a feasibility study.   
Out of these, three to five will be invited to build prototypes to demonstrate their 
solutions, and two pilots will be funded for the larger scale demonstration of the most 
promising solutions, allowing each of them to be brought to the market. 
The demonstration and larger scale pilot can demonstrate one or the other solutions, 
possibly both. 
 
However the equipment of a larger part of the public fleets to stimulate the market will 
be done through a commercial procurement process, in the framework of which the two 
solutions developed through pre-commercial procurement will most probably compete. 

 

4.3 Description of existing or missing exploratory research 
 
Several type of research and products development are currently carried on to prevent 
impaired driving. Some products are available on the market. 
 
The most common one is the alcolock, which requires the driver to test the rate of 
alcohol in the blood. If the result is positive (above the legal limit) the vehicle can not be 
started by this driver. Many public fleets are equipped with this product which is 
commercially available.  
 
The alcolock does not allow detecting other types of driving impairment or cases when 
alcohol is consumed while driving. 
 
Some research activities are considering other paths for the detection of driving 
impairment.  
One strand of research is looking at detecting driving behaviours which would correspond 
to a high probability of driving impairment, such as lane departure detection, etc.  
 



 
WP1 – Pre-commercial public procurement 

D1.3.4 – Final roadmap 

 

 Page 22 of 35 Version 1.1 
 

Another strand of research is focusing on the detection of driving impairment via the 
monitoring of eye movement.  
This involves video camera monitoring the eye movement in the vehicle, and detecting 
patterns translating high probability of driving impairment.  
 
None of these later solutions is available on the market. Nor are they associated to 
actions to prevent impaired driving.  
 
The pre-commercial procurement process would therefore be aiming at stimulating new 
approaches, associating detection and reaction to prevent impaired driving, which could 
be brought to the market. 
 

4.4 Main actors 

There are multiple actors related to the detection and prevention of impaired driving, 
which can interact on a market for solutions to address this challenge in various ways. 

The end users and main actors on the long term on the market are the vehicle owners. 
Their interest in the solutions is related to its ability to increase the safety of driving. The 
main uncertainty is their willingness to pay for an additional feature on their vehicle.  

The vehicle manufacturers have also a major role ton play. Indeed, the solutions are 
more likely to be brought to the market if they are offered in the vehicles by the vehicle 
manufacturer. It is also important that their retailer sell this feature of the vehicles. This 
is to be taken into account in the consideration of the various possible business models. 

The vehicle suppliers must of course cooperate and join the pre-commercial process to 
test the manufacturing of the products and their insertion in the vehicles. 

One of the key challenges is to use the suppliers knowledge during the pre-commercial 
procurement process while they could be answering the tender 

Finally research institutes and technology are expected to play a leading role, together 
with automotive suppliers, in answering the pre-commercial procurement tender.  

 

4.5 Finding a market 

The leading authority for the pre-commercial procurement process is the national 
authority in charge of road safety, or the innovation agency in close cooperation with this 
authority.  

The national level is the proper one to stimulate innovation for a product of interest for 
all road authorities across Europe.  

As road safety is high on the policy agenda of all authorities across Europe, it could be a 
joint effort of several national road safety authorities.  

The intellectual and property rights for such a system, to the extent that it does not 
involve investment and equipment on the infrastructure side, should entirely stay with 
the supplier. If it requires roadside equipment or the cooperation with the road 
infrastructure, some IPR should stay with the procuring authority for the local market.  

There is therefore a great incentives for suppliers to bring a solution to this challenge if 
they secure some funding as part of the pre-commercial procurement process for 
developing a new solution. 

As the interest for suppliers is rather obvious and exist in the current situation, where no 
solution is yet commercially available, the goal of the pre-commercial procurement 
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process is to encourage new approaches to the challenge and to bring in new actors, as 
the market as failed to stimulate the traditional ones. 

 

4.6 Political environment and master plan 

The challenge of detecting and preventing impaired driving ranks high on the agenda of 
all public road authorities. Indeed, road safety ranks very high on the policy agenda 
across Europe. 

The better the road safety record in a country the more important this challenge is , as it 
is a difficult one to tackle, that automatic enforcement can not easily address, and that 
education does not answer in an entirely satisfactory way.  

The European Union had set the objective of halving the number of road fatalities by 
2010. This objective has not been reached, though substantial progresses have been 
made. A new European road safety action plan is being drafted in 2010 which will confirm 
the importance of improving the European road safety record.  

At national levels, countries such as Sweden with its ‘vision zero’ have made road safety 
a priority and are actively working on methods to achieve marginal gains in their road 
safety record which is already the best in Europe. The Netherlands are on the same path.  

Many other countries, though with different road safety records, such as France, are also 
putting this challenge very high on their political agenda.  

Many local authorities are embarking in the draft and implementation of road safety 
plans. This is for instance the case in Spain.  

European and national road safety action plan, completed by local ones, are creating the 
master plan of which the pre-commercial procurement of solutions to detect and prevent 
impaired driving would be implemented.  

 

4.7 Evaluation and identification of key partners in the 
evaluation process 

 
 
Who should be associated to the evaluation process?  
 
The evaluation process should be led by the procurer. The challenge is to bring in the 
evaluation process the expertise and the knowledge of some of the actors, in particular r 
the automotive suppliers.  
 
It could be considered that they would be brought in the first phase to evaluate the 
concept proposals. Then, once the bidders receive funding to prepare feasibility studies, 
and later prototypes, the suppliers are not associated to the evaluation process but can 
join some of the bidding consortia.  
 
This could allow to address the challenge of bringing in new comers but also to use the 
knowledge of the suppliers, both on the evaluation side, alongside the public procuring 
authority, and on the supplying side to develop and test prototypes and a first volume of 
innovative products/solutions.  
 
This would reinforce the validation of the process and therefore its chances to lead to the 
successful development of marketable solutions.  
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As there may be very different concept proposed to address this challenge, their need for 
funding for the feasibility study, the development of prototypes and the demonstration in 
pilots and on a larger scale may differ greatly. The evaluation should therefore allow 
differentiating the various levels of funding offered to each individual selected bidder 
according to the need of the solution proposed.  
 
 

5. Draft roadmap for the pre-commercial procurement of  
a pan-European information and booking system for 
truck parking 

 
 

5.1 Objectives and formulating the challenge 
 
 
The objective is to stimulate the emergence of a pan-European real-time information and 
booking system for truck parking in Europe.  
 
This is aimed at facilitating the implementation of the EC directive on driving hours for 
lorry drivers through a truck parking system.  
 
This system should allow truck drivers to know where there are parking facilities 
available, what are the services offered on each parking site and to book parking slots.  
 
The service should at least be available on the transeuropean road network and have the 
capacity to be extended to further part of the European road network.  
 
The service should be accessible to the largest possible number of truck drivers and 
transport operators across Europe/ 
 
The multiplicity of parking operators, of road operators, road authorities, and information 
system on the European network creates a situation where hardly any actor apart from 
the public authority is in a position to take the lead in providing this service.  
 
It is interesting, for the purpose of designing this roadmap, that the challenge and the 
questions are very similar to related challenge also currently considered in some 
countries.  
 
For instance, it is rather similar to the challenge of creating urban, regional, and probably 
above all national information and booking parking system for private vehicles. The 
creation of a common information system on parking is for instance considered  in the 
Netherlands.  
The challenges of bringing together various operators, authorities and systems is close, 
as far sa the formulation of the challenge is concercned, to the challenge related to truck 
parking. Only the panEuropean dimension does not appear for the creation of such 
system at national level. 
Obviously, if such a systel was to be considered at the European level, it would also 
share this issue with the challenge of truck parking. However in this case the complexity 
of a pan European system would be much greater that for truck parking.  
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5.2 The innovation matrix  
 
 
 
 
 

 

 

 

 

 

 

 

 

The public authorities have a strong interest in stimulating the provision of an answer to 
the challenge of truck parking. However, they do not have, most probably, the mission of 
managing the system once it will be running.  

For this reason one should consider that a catalytic pre-commercial procurement process 
should be considered to address this challenge. 

The pre-commercial procurement process should lead to a pilot demonstration of the 
solution, probably on a smaller scale that what is required for the full system. The pilot 
demonstration can be limited to a  few European countries (2-3) or even to neighbouring 
regions from several countries.  

During the preparation phase, the option to consider several pilots with different systems 
in different regions of Europe could be considered to stimulate competition. 

If again one considers the creation of a single  parking information system at the national 
level, catalytic procurement is also likely to be the preferred approach. The pre-
commercial procurement process would also involve pilot demonstrations. 

 

5.3 Description of existing or missing exploratory research 
 
Information or booking systems as such are available or nearly available. 
 
The missing research consists rather in the challenge of integrating different information 
systems across countries and between various types of operators. The great diversity of 
operators is a challenge for this purpose. 
 
Various research activities may be needed depending on the type of solutions considered. 
For instance detection of parking occupancy to provide real time accurate information can be 
done through various technologies. 
 
The development of cooperative systems applications are also options for this type of 
system.   
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5.4 Main actors 
 
The actors are numerous and heterogeneous, which represents a significant challenge for 
the deployment of such system. 
 
Road authorities are key actors. They are local, regional and national road authorities 
involved in the management of the road network considered. They are also the same 
authorities in their role of regulators with varying competencies according to the segment 
of the network considered or according to the countries.  
 
Parking operators, sometimes coupled with gas station managegers, are a second 
important group of actors.  
Their cooperation is important, though not essential depending on the solutions 
proposed, for the provision of the information. 
 
Information and service providers are key actors which are expected to develop business 
models allowing the long term financial sustainability of the solutions offered.  
 
Finally transport operators and users are key as users of the system.  
 
In the case of a national information parking system, local authorities are additional 
actors as their parking policies are key elements of their mobility policies. They have 
therefore a strong interest in the communication of the correct information on parking for 
the efficient implementation of their policies.  
 

 
5.5 Finding a market 
 

 
 The procurer should ideally be representative of the key road operators and public 
authorities which have the strongest interest in providing a comprehensive, efficient and 
financially sustainable solution to the challenge of truck parking across Europe.  
As the cross border aspect of the system is essential, it should therefore be a joint 
procurement exercise.  
 
 The IPR should be left to the suppliers to support their business case. However, 
the requirements of the pre-commercial procurement process, should ensure that the 
procurer(s) is as little as possible locked in a technology and that upgrades of the system 
remain independent from the supplier. The system should be opened enough to allow 
upgrade form other suppliers and to provide tools to migrate with more advanced 
technologies in the future (from satellite navigation only to more diversified 
communication environment for instance).  
 

5.6 Political environment and master plan 
 
European regulations foresee strict rules on resting time for truck drivers.  
 
A further growth of heavy goods vehicle (HGV) traffic of around 50 % is predicted until 2020. 
The enforcement of driving and the resting times for truck drivers is important for road safety.  
 
There are an estimated lack of tens of thousans of truck parking slots across Europe to 
answer to the current demand and absorb the expected growth of traffic.  
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The situation is very unequal between the Member States, as some have serious shortage of 
parking spaces and other have over capacities.  
 
Experience and studies show that when  they do not find places in parking areas, drivers 
tend to park on dangerous and not designated areas when they are not exceeding their 
maximum driving time.  
 
The challenge related to truck parking is therefore related to several major policy objectives 
and initatives at the European level.  
 
It is related to the objective of the European Union in terms of road safety. It is also related ot 
the efficient implementation of truck drivers driving time. Finally, this is a challenge related to 
the future challenge of the EU to cope with the expected growth of traffic volumes.  
 

5.7 Evaluation and identification of key partners in the 
evaluation process 

 
 
The key partners in the evaluation proves should mainly represent two group of 
stakeholders, i.e. the road authorities and the transport operators. 
 
Evaluators representing the road authorities can assess that the solution suggested by 
the bidders do answert eh challenge and offer reliable prospects of being implemented on 
the networks in the future.  
 
The transport operators can validate part of the business plan, assessing whether the 
solutions considered answer the need of the drivers and of the operators. They can 
therefore contribute to confirm or not whether the solutions considered would be likely to 
find a market.  
 
Business experts can also validate further the business plans which could emerge from 
the various solutions developed in the answers to the pre-commercial procurement 
process.  
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6. Towards a roadmap for the pre-commercial procurement of 
cooperative mobility solutions  

 
 
One of the major challenges for the ITS sector consists of preparing, promoting and 
accelerating the deployment of cooperative systems.  
 
The potential of pre-commercial procurement to support this goal must be considered 
carefully. The challenge in this case is to assess how pre-commercial procurement can be 
used to trigger solutions involving cooperative mobility to address mobility problems. 
Since a pre-commercial procurement process is expected to be most useful when it 
remains as technology neutral as possible, the challenge of using PCP to support 
cooperative mobility can not be answered easily.  

 
A careful assessment of current research and activities on cooperative systems shows 
that there must be enough innovation to develop cooperative mobility applications 
answering a specific mobility challenge to go through pre-commercial procurement. 
Possible approaches require that the desire for cooperative mobility solutions be 
encouraged in the tender document. This could be done by formulating the challenge in a 
way that encourages cooperative mobility. It could also be done through requirements 
published with the tender.  
 
The requirements encouraging cooperative mobility solutions could be written in different 
ways: 

- they could specify that the solutions proposed in answering the call must be 
cooperative. This assumes that a definition of cooperative mobility is provided in 
the requirements. This definition could focus on the cooperation between actors 
via an exchange of data rather than technology. In this case it would specify that 
the solution should rely on the exchange of data between at least two 
travellers/vehicles or between travellers/vehicles and the infrastructure and that 
there should be a full cycle of data exchange with data sent to the first originator 
of the data in reaction to the data received. 

- they could also specify that the solution should be complementary and fit into a 
broader architecture relying on cooperative systems, for legacy reasons for 
instance. 

 
Further work is required to attempt to define if and how a pre-commercial 
procurement process, and especially a tender, can be designed to encourage 
cooperative mobility solutions. 
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7. Policy recommendations on the use of pre-commercial 
procurement in transport and in particular for 
Intelligent Transport Systems 

 
The iCars thematic group on pre-commercial procurement has carried out an extensive 
overview of the potential of pre-commercial procurement for Intelligent Transport 
Systems. This work has been done through events and a large number of contacts with 
procurers, PCP experts and ITS experts. It has highlighted several challenges related to 
the pre-commercial procurement of ITS which are not parts of roadmaps. 
 
For this reason, some recommendations, mainly elaborated for the European policy level, 
have been formulated and form part of the conclusion of iCars’ work on pre-commercial 
procurement.  
 
 

7.1 Overcoming mixed messages related to legal 
uncertainty and pre-commercial procurement 

 
Concerns have been expressed by various institutions about the legal validity of some 
pre-commercial procurement processes. Two main concerns seem to emerge. The first 
one relates to the real possibility of remaining outside the scope of the procurement 
directive with pre-commercial procurement. This has sometimes been challenged by the 
persons with whom we have been in discussion. Because it is also possible to procure 
innovation within the framework of the procurement directives, it is likely that a risk-
adverse public administration will be tempted to chose what they perceive to be safer 
legal options and avoid pre-commercial procurement, even if it is argued to be better 
fitted in some cases to help them reach their objectives.   
 
A second element of legal uncertainty is related to the amount of innovation required to 
qualify as a pre-commercial procurement process and fall outside the scope of the 
procurement directives. This amount was debated between experts during the meeting of 
the iCars thematic group. It was also debated how much organisational innovation could 
be considered as the innovative part of the solutions provided to answer a pre-
commercial procurement process. This is important because in many of the cases 
considered in relation to intelligent transport systems, there is as much organisational 
innovation as technical innovation required, and sometimes even more.  
 
Finally, there was much debate about the extent to which transitional technologies, i.e. 
the use of technologies applied to another sector but applied to the transport sector to 
provide an innovative answer to the challenges set, can also be considered to be 
innovative solutions. No clear conclusions were reached.  
 
For these reasons as well, public authorities may resist the temptation to resort to pre-
commercial procurement.  
 
It would therefore be extremely useful for the EC to release legal arguments and further 
information regarding the legal aspects of pre-commercial procurement. It would also be 
useful to publicise any legal decision taken in Europe validating pre-commercial 
procurement processes.  
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7.2 Overview of the procurement of innovation in the 
transport sector 

 
The European Commission has released a document on the procurement of innovation in 
Europe. 
 
A similar document focusing on the transport sector, including several well developed 
concrete examples of the procurement of innovation in transport, would be most 
welcome. It should aim at providing an overview of the various processes and legal tools 
available for funding innovation in Europe. It should also provide elements to establish 
comparisons between these possible processes and explain in what situation and for what 
purpose one process (pre-commercial procurement, lead market, etc.) can be preferred 
to another?  
 
This would greatly help communication on this topic with transport authorities in Europe 
and experts from the ITS sector. iCars probably constitutes a first small step in this 
direction.  
 

7.3 Increasing awareness and training public authorities 
 
Beyond the iCars thematic network, further efforts at the European level are required to 
promote pre-commercial procurement in the transport sector. The opening of a call for 
proposal as part of the FP8 work programme to fund pre-commercial procurement 
processes is likely to significantly contribute to this. However, beyond this, training public 
administration, at least at the national level, and dedicated communication efforts 
towards public actors and experts in the sector are much needed.  
 
The experts and public authorities contacted in the framework of iCars often expressed 
concerns about the fact that in spite of their personal convictions and interest in PCP, it 
would be very difficult for them to convince their institutions to use PCP because of the 
lack of knowledge. Further European communication efforts in this direction would 
certainly help. 
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8. Conclusion 
 
This document illustrates the challenges of implementing pre-commercial procurement in 
the ITS sector. It does so by describing the various questions and challenges to be 
considered by the procuring authority while embarking on a pre-commercial procurement 
process. Questions and challenges related to all phases and aspects of pre-commercial 
procurement are addressed, and the specificities of ITS are considered.  
 
This document then illustrate how these questions can be concretely addressed with the 
example of three possible pre-commercial procurement tenders related to ITS.  
 
The last two chapters open the way towards further work on pre-commercial 
procurement in the transport sector. The challenges related to using pre-commercial 
procurement to support the development and deployment of cooperative mobility are 
explained with hints on possible paths forward. 
 
Finally, as a result of the intensive exchanges which have taken place in the iCars 
thematic network on this topic, some recommendations have been formulated about 
further supporting and spreading information about pre-commercial procurement. 
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Intelligent Cars 
Thematic Network 

iCars Network on Pre-commercial Procurement 
 
 
This is a list of persons who have either attended the workshops of Thematic Group 1 
(TG1), been consulted interviewed and informed about the deliverables or contributed 
with information to this TG.  
 
They are the main targets of iCars TG1 dissemination efforts, together with the local 
authorities - members of Polis, national authorities - members of CEDR and the members 
of ERTICO. 
 
 
First name Family name  Organisation 
Elina Aittoniemi VTT 

Ramona Apostol Asser Instituut 
Fabrizio Arneodo 5t 
Jaume Barcelo Universitat Politècnica de Catalunya ● BarcelonaTech 
Anne  Baril Canadian ministry 
Piero Barzanti Autostrade Brescia-Padova 
Herbert Baum University of Cologne 
Ingo Baumann BHO Legal 
Marek Blazka Research and Development Council  
Vincent Blervaque ERTICO - ITS Europe  
Bert Blom Gemeente Helmond 
Martin Boehm Coopers 
Gerben Bootsma RWS 
Lieve  Bos Euroopean Commission, DG INFSO 
Wil Botman FIA European Bureau 
Alain Bouffioux NXP Semiconductors 
Jacques  Boussuges Sociétés d’autoroutes 
Roberto Brignolo Safespot 
Ariane Brusselmans ERTICO - ITS Europe  
Axel Burkert PTV, CVIS 
Gianfranco  Burzio Eurofot, Festa, eSafety RTD WG 
Fritz Busch Munich Technical University 
Oliver Carsten Leeds University, FESTA 
Marco Cecchetto Autostrada Venezia-Padova 
Stéphanie Chaufton ERTICO - ITS Europe 
Martial  Chevreuil Egis mobilité 
Henning Christiansen North Denmark Region 
Anna Clark Polis 
Robert Cone PIARC FISITA joint task force 



 
WP1 – Pre-commercial public procurement 

D1.3.4 – Final roadmap 

 

 Page 33 of 35 Version 1.1 
 

Stefan Covers COVERS 
Ivo  Cre POLIS 
Cleao Davies Ile de France Europe 
Martijn  de Kievit TNO 
Carla Dekker Ministry of Economic Affairs/Agentschap NL 
Jan Dobberstein University of Cologne 
Isabelle Dussutour ITS Brittany - conseil général des Côtes d'Armor 
Lars E Thomsen NT 
John Erceg Main roads Western Australia 
Asa Ersson Swedish Road Administration 
Aria Etemad Eurofot 
Enrico Ferrante Autovie Venete 
Maxime Flament ERTICO 
Michel Fond Orange 
Giovanni Foti 5t 
Stig  Franzen Chalmers University 
Joep  Frijdal Virage Environment  and Management 
Masao Fukushima NISSAN Japan 
Vincenzo Galdi University of Salerno-Dep. Of Engineering of Information 
Jacques  Garcin Orange 
Torsten Geissler  University of Cologne 
Roberto Gerin Trieste Trasporti SpA 
Frans Gerritse Senter Novem 
Paolo Giorgi Autostrade per l'Italia 
Igor Grabec  Amanova 
Alain Griot vice-director of innovation, French ministry 
Bengt Hallstrom Swedish Road Administration 
Zwijnenberg Han TNO 
Andrea Handrovic ACEA 
Sylvain Haon POLIS 
Malcom Harbour European Parliament 
Sven-Eric Hargesgkog VINNOVA 
Michaela Harrich Kapsch TrafficCom AG 
Richard Harris Logica 

Hideo  Hatakenaka 
Japan National Institute for Land and Infrastructure 
Management 

Seamus     Healy     tie limited 
Bjorn Hedlund CLEPA 
Tommy Henriksen North Denmark Region 
Sarah Hiple Nissan USA 
Suzanne Hoadley POLIS 
Wim Holleman Ministry of Transportation, Public Works and 

Watermanagement/Rijkswaterstaat-Markt en Inkoop 
Nik Airina Nik  Jaffar Plus Expressways 
Kari Karessuo  Finnish Road Administration 
Hironao Kawashima kawashima@ae.keio.ac.jp 
Hamish Keith Transport for London 
Jim Keller Honda 
Dirk Kessler BMW 
Daniel Klein European Commission,  
Gerbrand  Klijn province of North Brabant 
Melanie Kloth POLIS 
Paul Kompfner Ertico, coordinator CVIS 
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Sander Korz TNO Mobiliteit & Logistiek 
Ingo Kossman BASt 
Olga Kristofíkova Ministry of Transport 
Risto Kulmala VTT 
Masao  Kuwahara Tokyo Unversity 
Klara Kvasnickova Ministry of Transport 
Giuseppe Langer Autostrade per l'Italia 
Jane Lappin US DOT, USA 
Peter Larsen North Denmark Region 
Morten Lemvigh North Denmark Region 
Anders Lie VV, Swedish Road Administration 
Filip Linhart TELEFONICA O2 CZECH REPUBLIC  
Mari-Louise Lundgren Trafikverket 
Kristian  Magnusson Gatubolaget, city of Göteborg 
Jonathan Martin Rowelt PIARC-FISITA joint task force 
Vito Mauro Mizar 
Kenneth McLeod tie limited 
John Miles Ankerbold 
Terje Moen SINTEF 
Toine Molenschot city of the Hague 
Henk Mom Ministry of Transportation, Public Works and 

Watermanagement/Directoraat Mobility 
Petri Mononen VTT 
Bart Monster Vialis Infratechniek 
Sébastien  Mure ERTICO - ITS Europe 
Lars Nautrup North Denmark Region 
Michael Noblett Connexis 
Anne Beate Nudalen Norwegian Road Administration 
Fabio Nussio Atac (Agency of Mobility in Rome) 
Peter    Öhman   Lindholmen Science Park 
Michael Palmer European Commission, DG INFSO 
Nicola Pascale Regione Campania/Road Safety Agency 
Ana Paul CTAG 
Viola Peeter Technopolis 
Barry Pekilis Canadian administration 
Donato Pellegrini ISIS 
Heiko Peters  BASt 
Reinhard Pfliegl Austriatech 
Alexio Picco CAP 
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Pavla Polechova Ministry of Education, Youth and Sport 
Pavel Pribyl TNK136 
Pirkko Rämä  VTT 
Michael Regan INRETS 
Wolfgang Reinhardt ACEA 
Andrea Ricci ISIS 
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Andre Roos Ministry of Economic Affairs 
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David  Sánchez  CTAG 
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Hans Joachim Schade Siemens 
Ab Schoof Ministry of Economic Affairs 
Gerben Schuhmacher  
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Maartje Stam Logica, CVIS 
Søren Stautrup Rambøll Management 
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Johnny Svedlund Swedish Road Administration 
Franc   Švegl  Amanova 
Miroslav Svitek SDT/ITS&S 
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Maurizio   Tomassini  ISIS 
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Marieke van Putten Ministry of Economic Affairs/PIANOo  
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Sytre Ven der Vlugt TNOI 
Trent Victor Chalmers University 
Peter  von Heidenstam Swedish Road Administration 
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Catrin Wallinder Swedish Road Administration 
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