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	One CDW•G Way

230 N. Milwaukee Avenue

Vernon Hills, Il 60061

Phone: 847.371.5600

Fax: 847.465.6800

Toll-free: 800.800.4239

CDWG.com
	

	
	April 15, 2011

Ms. Maureen McGovern

State Procurement Office

100 N. 15th Avenue

Phoenix, AZ 85007

Subject: CDW Government (CDW•G) Response to WSCA Request for Proposals (RFP) ADSPO11-358 

Dear Ms. McGovern and Members of the Evaluation Committee:

CDW•G is honored to submit its proposal in support of the Western States Contracting Alliance (WSCA) and this Software Value-added Reseller solicitation. We understand the significance and importance that this vehicle carries for WSCA, its Participating Entities and the value-added reseller community. We have worked diligently in preparation for this solicitation and are eager for the opportunity to join WSCA and its member states as a named software reseller.

In compliance with the expectations and requirements detailed in the solicitation, you will find that we have demonstrated evidence of CDW•G’s standing as the nation’s leading IT reseller. Our organizational structure, resources, and software licensing tools will ensure that WSCA’s vision for this contract is realized. CDW•G has maintained a long-term commitment to government and education procurement and carries a contract portfolio that spans all public purchasing entity types and sizes. CDW•G is honored to be chosen by our manufacturer partners and WSCA member states as an active authorized reseller on over sixty WSCA contracts; we already understand and successfully satisfy WSCA’s unique needs and requirements.

Should you have any questions regarding our proposal, we ask that you contact Zach Hammer, Proposal Manager, at (312) 705-9381 or by way of e-mail at zachham@cdwg.com. 

Thank you for providing the opportunity for CDW•G to participate on this solicitation.

Sincerely,
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Tara Barbieri

Director, Program Sales

CDW Government


Table of Contents

1Offer and Acceptance


2Acknowledgement of Solicitation Amendments


3Offeror Questionnaire—Qualifications


18Offeror Qualifications, Attachment—Represented Publishers, Certifications


19Offeror Questionnaire—Methodology


39Exceptions


48Pricing




Offer and Acceptance
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Acknowledgement of Solicitation Amendments

CDW•G is in receipt and acknowledges all of the amendments issued. These amendments are listed below:

[image: image2.png]Amendment Date

Amendment Note

03022011
o01:1321 Pl

A system error resuted n a failure o send out emal noffications o vendors wih the infial release of the solctation. The purpose of this amendment is to trigger that emai
nofifcaton

032011
024920 Pl

“The folowing documents were added: answers o questons submited as of /11 (ether submited through QA tab in ProcureAZ or submied as emals to Procurement Officer);
the State of Washington's Intent to Partcpate; coples of the legal notce and the publsher's confirmation. A revised Table of Contents was added; the previous version was deleted.
Aftachment Changes: Header 1. Fie Post.release-vendorquestions-030311.doc' il Post.release-vendorquestions-030311.doc’added . 2. Fle Table of Contents.pdf: F Table of
‘Contents.pdf deleted . 3. Fle ‘SVAR-Table of Contens-030811.doc: Fie 'SVAR-Table of Contents-030511.doc’ added . 4. Fi Legalotice-PRL030111.pdf: Fi Legaotice-PRL-
030111.pf added _ 5. Fie ‘OrderCon'-legalad.pdf: Fie ‘OrderConf-legalad.paf added .. Fie 2P-Washington.pdr: Fie '2P-Washington paf added

03112011
12:47:04 P

Correction of Pre-Bid Conference fne, changing tim of Pre-Bid from beginning at 2:00 o 1:00; Agenda for Pre-Bid Aftached: Lis of Questions and Answers expanded fo nclude.
Questons received 35 o 3/11; New clause (3.10) added to Special Terms and Condiions, ofher than the addiion of 310 - Electronic or Information Technology clause, there were
10 other language changes tothe STAC; new copy of STAC and of Table of Contents attached to show this addition. Previous versions of revised documents were delefed. Header
1. Pre-Bid Conference changed from “Arizona Dept. of Administration; 100 N. 15th Avenue in Phoenix, AZ, Room 300 on March 1, 2011 beginning at 200 pm.” to "Arizona Det. of
‘Adminstration; 100 N 15th Avenue in Phoenix, AZ, Room 300 on Harch 16, 2011 beginning at 100 pm-". Atiachment Changes: Header 1. e Pos.release-vendorquestions-

030811 doc" File Post-release-vendorquestions-030811.doc' delted 2. Fll Pre-Bid-Agenda-031611ppt: Fl Pre-Bid-Agenda-031511 ppt added 3. Fle'SVARTable of Contents-
031011 doc" File 'SVAR Table of Contents-031011 doc added 4. il ‘Post-release-vendorquestions-031111.doc" il Post-release-vendorquestions-031111.doc' added 5. Fll.
'SVARTable of Contents-030811.doc: Fie'SVAR-Table of Contents-030811.doc’ deeted .5. Fl ‘Special Terms and Conditons-031111.pdf: Fie Special Terms and Condiions-
031111.997 added . 7. Fle ‘Special Terms and Condiions paf-: il ‘Special Terms and Conditons.pdf deleted

03152011
025305 Pl

Updated fist of Questions and Answers - as of farch 15, 2011. Attachment Changes: Header 1. Fl Post.release-vendorquestons-031511.doc" Fie Post.release-vendorguestons-
031511 doc' added 2. Fie Post.release-vendorquestons-031111 doc* Flle Post.release-vendorguestions-031111.doc’ deeted.

oas201t
040458 PUt

‘Sign-in sheets from Pre-Bid added; Due date extended from 46811 o 4/15/11; other dates adjusted accordingy (deadine for questons remains at 3130 < 3:00); G8A divided nfo two
fles;new questions and answers included;amendments to SOW (changes siow o atfachment 'SVAR-StatementofiVork-03251 T in biue font); amended Special Terms and
‘Conditions (changes show on attachment ‘SVAR-SpeciallC-032511- added 3.11 Warrantes); amendments to WSCA T & C (changes show on attachment WSCA TC-032511' n bue.
font) amended Qualfications-Questonnare (removing language added i error). O versions of documents removed. Header 1. Custom Fiek: Amendment Issued changed from ™ o
“03/2512011 05:30:00 PIF". 2. Custom Field: Award changed from “04720/2011 04:30.00 PII”to “0S/0812011 03:00:00 PII" 3. B Opening Dafe changed from "04/06/2011 03.01:00 PA*
10704/1512011 03:01:00 PII" 4. Custom Fiel: Evaluation Hesfing changed from"04/182011 08:30:00 AW to 042872011 03:30:00 A" 5. Custom ek Custom Field changed from
“D4/0812011 0300:00 PII o “04/15/2011 03:00:00 PI". Attachment Changes: Header 1. i Post.release-vendorquestions-through031511 doc” Fie Post.release-vendorguestions-
through031511 doc’ added 2. Fie 'SVAR-Statementofiork-032511.doc' Fl 'SVAR-Statementofiork-032511 doc’ added 3. Fie 'SVAR-Questonnaire-Quaifications-032511 doc”
File 'SVAR-Questionnare-Qualfications-032511.doc added . . Flle ‘Statement of Work-1 pgf- Flle ‘Statement of Work~1 paf deleted _S. Fie Pre-Offer-Sign-n Sheets.pdf: Fie Pre-
Offer-Signn Sheets.pdf added 6. Fle 'SVAR-WSCA Terms and Condiions-032511 doc” Fle ‘SVAR WSCA Terms and Conditons-032511 doc added 7. Fl Post-release-
vendorquestions-0316-0325~2.doc" Fie Post.release-vendorguestons-0316-0325-2 doc added . . Fle ‘Questionnaire-Qualfications doc” i ‘Questionnaire-Qualfications doc”
Geleted 9. Fle WSCA Terms and Conditons.pf: Fle WSCA Terms and Conditons.pdf delefed . 10. Fl ‘SVAR-SpecialC-032511.doc' Fie 'SVAR SpeciallC-032511 doc' added

11. Fie Post.release-vendorauestons-031511.doc' Fi Post.release-vendorquestons-031511 doc’deleted

0312011
021422 Pl

‘Scope and Pricing Offer sheet amended to delete “Soluions Software”; current Questionnaire-Qualfications form posted (showing renumbering); current Table of Contents affached;
Final Questions and Answers fle atached. Allother solictation terms and conditions remain unchanged. Attachment Changes: Header 1. Fie 'SVAR-Table of Contents-031011 doc*
File 'SVAR-Table of Contenfs-031011.doc deleted . 2. Fie 'SVAR-Table of Contents-03311.doc’ Fie ‘SVAR-Table of Contenfs-033111.doc’ added . 3. Fle ‘SVAR-Questionnaire-
Qualfications-032511~1.doc: Fl 'SVAR-Questionnaire-Qualfications-032511~1.doc' added . 4. Fle ‘SVAR-Questionnaire-Qualfications-032511.doc". Fie 'SVAR-Questonnare-
Qualfications-032511.doc’ deleted . 5. Fle 'SVAR-Offeror-Pricing-033111'. Fie 'SVAR-Offeror-Pricing-033111.xs" added . 6. Fe Post.release-vendorquestions-0326-0330.doc"
Fie ‘Post.release-vendorquestions-0326-0330.doc’ added . 7. il ‘SVAR Statementofiork-032511.doc" Fie 'SVAR-Statementofiork-032511.doc' deleted . 8. Fle ‘SVAR-
Statementofiork-033111.doc" Fie 'SVAR-Statementofiork-033111.doc’ added





Offeror Questionnaire—Qualifications 

1. Provide an overview of the organization, including its structure, number and location of offices. Include an organizational chart to show the lines of responsibility at the highest levels.  Provide a short history of your organization.  Include number of years in business, industry awards, and corporate trade affiliations (publisher certifications are addressed in #2).   This solicitation is for the products and services offered by a Software Value-Added Reseller (SVAR (Yes/No)).  Is your organization a SVAR?  If not, please describe the nature of your business (e.g., LAR).

Yes, CDW•G is a SVAR. The story of our genesis as a business and enduring values follows.

CDW – Short History and Overview

In 1982, Michael Krasny sat down at his kitchen table, reached for his copy of that day’s Chicago Tribune and thumbed to the Classified section. Searching each page and ad with anticipation, he finally found what he was looking for. In a small corner of the paper was his ad; he was selling his personal computer. Krasny’s computer sold quickly, and with that sale, he realized the potential value that IT solutions could bring him and countless others.

The technology bubble was rapidly expanding and with the sale of his computer, Krasny saw an opportunity. He knew technology was playing an increasingly integral role in business. With the money he received from his computer and with an idea to use technology to help people and organizations achieve their goals and own expectations, Krasny founded CDW in 1984. 
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Like many entrepreneurs, Krasny had not found success with other business ideas. What would make CDW different would be that it was to be built on a successful foundation: a commitment and dedication to customers and coworkers. This premise would soon come to be known as The Circle of Service, which after 27 years in business, remains the basis of CDW’s approach to customer relationships. From humble beginnings, CDW has become the nation’s largest technology reseller. Although we have grown and there have been changes, CDW continues to adjust and evolve while putting our customers and their investment in technology first.

In response to the specific needs and processes unique to public purchasing entities, CDW founded CDW Government (CDW•G) in 1998. Within CDW•G, our account teams are further specialized into segments of K12 Education, Higher Education and State & Local focus.  Each type of public entity has intricacies to their business which are better served by coworkers who focus solely on their segment.  CDW•G currently has twenty-three locations nationwide and one location in Canada. Our locations are organized geographically in order to provide regional coverage. 

Organization Structure – Lines of Responsibility

Although CDW•G is a large company, you can see from the organization chart below that we have direct lines of communication between the highest levels of executives and the specialized resources that are dedicated to the WSCA states:
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Figure 2: CDW•G Organization Hierarchy – This diagram shows the account and contract management hierarchy that CDW•G has in place to service purchaser.
Industry Awards

CDW•G boasts the highest honors and awards offered by the software industry’s leading manufacturers. In 2010 alone, we earned the: 

· Microsoft Worldwide Large Account Reseller Partner of the Year Award 

· Core Infrastructure Solutions

· System Management Partner of the Year Award

· VMware America’s Small & Medium Business Partner of the Year

· RedHat Large Account Reseller of the Year

· CommVault Top Partner

· McAfee’s Top Channel Reseller 

2. Using Excel file ‘Questionnaire–Qualifications, RepPublishers’, please advise of the publisher accounts for which you are an authorized reseller.  Using this same Attachment, advise of those publishers for which you are not an authorized reseller, and briefly explain why you are not a reseller for those publishers.  A contract requirement states that the Contractor must agree that there are no software publishers with whom they would refuse to do business if the Software Publisher is willing to do business with them.  Please affirm that you agree with this requirement or state your objection and provide an explanation for requesting a modification of this requirement, providing names of publishers your organization would not represent and the reasons why.    Provide written proof of your reseller status (certifications) with individual publishers as attachments to your response. 

Please find CDW•G’s completed ‘Questionnaire—Qualifications, RepPublishers’ listed as a separate attachment to our ProcureAZ proposal. As a premier partner with many of the named publishers, we are able to leverage our relationships with each manufacturer in order to provide WSCA states with matchless purchaser service and punctual software consultation. In compliance with WSCA’s requirements, there are no software publishers with whom we would refuse to do business, without reasonable cause, if the Software Publisher is willing to do business with us. We screen all potential manufacturer partners prior to reselling their products and would only refuse to do business with a publisher if it were in the customer’s best interest.

CDW•G’s ‘Questionnaire—Qualifications, RepPublishers’ document and proof of our reseller status are provided as a separate attachments on ProcureAZ. 

3. Describe the company's experience and expertise providing the following services. 

a. License Management

At CDW•G, we understand how cumbersome license management can be for centralized and decentralized state agencies alike. Our software practice cumulatively has hundreds of years of experience and is widely recognized for their expertise managing licensing. Our software license specialists have access to and regularly review customer’s manufacturer licensing reports, using the information gathered to make recommendations to purchasers. The knowledge base built around these reports helps us to notify purchasers of pending agreement expirations and prepare for renewals. With access to a purchaser’s licensing path, we can provide a road map for that purchaser’s license agreement and the software life cycle attached to the agreement. We perform this work with every software title that we support—it isn’t simply a one-time event. CDW•G offers proprietary tools, which have been designed to offer multiple levels of license management, affording WSCA states greater control over their software investments. 

CDW Software Asset Manager (SAM)

CDW•G currently has 101 Software Asset Manager certified specialists, each with an average of 5 years of experience. SAM provides automation of many of the best practices which are outlined in the ISO 19770-1 SAM Standard. This tool addresses the fundamental requirements of SAM, from the initial identification and inventory of software through creating license compliance records.

By using SAM, WSCA state agencies will optimize their software investment by ensuring accurate license counts, and ultimately by having the ability to identify underused assets. The bottom line is, by deploying SAM, WSCA states will:

· Automatically discover all software on the network

· Accurately track software usage

· Create a full audit trail of license entitlements

· Reconcile deployed software against license entitlement

CDW Software License Manager

CDW•G’s License Manager is a free, value-add tool provided to software purchasers. It serves as a one-stop location for purchasers to view all their software purchasing records and to maintain and track active or pending software agreements. The system provides direct alerts of upcoming license expirations and allows state agencies to upload additional information from other partners. License Manager provides ease of mind and a clear line of sight into purchaser’s current, previous and future software licensing assets.

b. Account Management (assume ‘accounts’ as equivalent to a state contract, and to a using municipality)

As a leading national SVAR, CDW•G has thirteen years of experience managing state contracts in centralized, decentralized, and hybrid environments. For instance, in service of both our Microsoft and Software Express (other software titles) contracts in the State of Mississippi, we ensure complete account coverage, fast response times to purchaser questions and proactive issue prevention by maintaining consistent communication and consultation from the account manager to purchasers and end users. Our success on this vehicle has made CDW•G one of the premier value-added resellers in the State of Mississippi. This same coverage model is replicated across every account nationwide, ensuring that WSCA entities participating in this contract receive personalized attention from an account team that understands the issues and trends that are specific to their state, legislature, and infrastructure.

CDW•G has adequate numbers of professional coworkers on staff and commits to maintain the necessary account management structure to service the WSCA software contract. We currently have over 600 account managers responsible for government, K-12, higher education and healthcare accounts. When an award is made to CDW•G, these account managers receive comprehensive contract training to ensure each is well versed on the benefits of the contract. 

In addition to segmentation, another key to the success of CDW•G’s account management philosophy is our geographically-based model. Account managers are placed into teams that have assigned regions. Aside from the inside teams, we also have coworkers in the field who support purchasers and who are available for face-to-face consultations.

CDW•G is a strong SVAR because we establish resources around the primary points of contact to support the WSCA entities. Each account manager is teamed with software licensing specialists and engineers to build a software solution that meets each Agency’s environment and expectations. CDW•G’s software specialists have, on average, ten years of experience working with software licensing programs.

c. Training

CDW•G’s consultative process helps purchasers make the most of their budget dollars by ensuring their technology investments are appropriate to their environments and needs. Purchasers expect to leverage our technical resources to recommend the right solution, arrange demonstrations, and provide ongoing support for the life of the product.  Training falls into two categories: ongoing education and educational events. 

Ongoing Education: Microsoft

CDW•G was the proud recipient of the coveted Microsoft Worldwide LAR Partner of the year award in 2010. Our staff of Microsoft professionals counsel and educate state agency personnel throughout research and deployment, and provide ongoing training and professional development post sales.

Research and Product Selection

CDW•G’s belief is that an informed purchaser is better prepared to navigate the complex Microsoft licensing systems. CDW•G works closely with Microsoft to engage and educate purchasers. Specific product and program education can be conducted one-on-one with CDW•G Licensing Specialists but often takes the form of webinars and seminars. CDW•G frequently presents seminars on Open licensing, Select licensing for government and academic purchasers, and Enterprise and Campus agreements. Additionally, CDW•G has an expansive library of webinar trainings that allows state purchasers to attend trainings at the time that is most convenient for them.

Deployment and Professional Development

For larger Microsoft agreements, such as Enterprise Agreements, CDW•G will alert agencies to training opportunities that may be particularly useful for their needs, plans, or historic purchases. Large agreements come with a set number of credits included in first year costs. Our purchasers count on us to assist them in managing their training credits. We track the number of training credits that are available and work with the entity to ensure that they take full advantage of the benefits that their software licensing agreement provides—including training. Applications for credits include advanced training for IT administrators, deployment services, and end user trainings.

Software Lifecycle Management

CDW•G excels in transitioning from one type of Microsoft software agreement to another and in renewing agreements. Many considerations are made to ensure compliance and to maximize the state’s existing investment, including current environment and procurement guidelines. CDW•G Licensing Specialists take an active role in educating decision-makers of the total costs and cumulative benefits of their Microsoft purchases.

Educational Events: Pennsylvania Classrooms for the Future

In the fast moving world of modern technology, a static curriculum is quickly outdated. CDW•G works with purchasers to determine their needs and then gathers vendor support and third-party educational resources to custom create a training program. The 5-month series of educational events CDW•G planned and executed for the Pennsylvania Department of Education provides a perfect example of this process in action.

When Pennsylvania Department of Education selected CDW•G to organize and roll out their multi-year Classrooms for the Future program, they had ambitious goals. They wanted to fundamentally change how students learned and increase the technical competency of staff. To achieve these goals, they purchased over 80,000 notebooks, over 4,000 interactive whiteboards, Adobe Creative Suite and a myriad of other tools for over 250 high schools in just a few years time. To ensure the staff and students were able to get the most benefit from the investment, they called upon CDW•G to create a custom educational program.

CDW•G rallied its team, leveraging educational resources from technology partners Promethean, Polyvision, Adobe, and Lenovo, as well as a third-party educational group. The professional development packages we created for Pennsylvania were rolled out to each school, with the Principal/Superintendent taking the lead in establishing the pace. 


An online tool, available to CDW•G and school leaders, provided a baseline of each school’s competency on day one. It then tracked the progress and provided reporting as educational efforts were implemented across the faculty. The events themselves focused on three key points of knowledge transfer--coaches, teachers, and Pennsylvania’s technical team.

Coaches

A group of educators, chosen for their advanced skill level with IT equipment, served as technology mentors for their peers. This group completed multiple “train the trainer” courses on 21st century lesson plans, utilizing interactive white boards and making the most of Adobe’s Creative Suite.

Teachers

CDW•G used equipment un-boxing events to introduce teachers to the new equipment. The basic functions of projectors, white boards, and notebooks were demonstrated, and educators were encouraged to use the products and ask questions. 

After this introductory period, teachers engaged in multi-day trainings, led by their coaches. The trainings staged real-life approaches to integrating technology into daily lesson plans and classroom activities. Progress was loaded into the online reporting tool, giving school leadership and the communities of Pennsylvania visibility to their teachers’ new capabilities.

Technical Personnel

IT staff at each school received a full day of support training on Lenovo ThinkVantage technologies. The unique capabilities of these notebooks were highlighted and IT staff learned how to maintain the notebooks for peak performance despite heavy usage.
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Figure 3: Training Timeline – This diagram shows the standard Classrooms of the Future training timeline.

d. Software Consultation

The key to making the process of software procurement as smooth as possible is having purchaser-loyal, vendor-neutral software licensing specialists to consult on the options, benefits and conditions of programs available through our portfolio of software partners.

Software consultation comes in many forms, from meeting specifications of a basic license all the way to large product roll-outs. CDW•G will provide WSCA participating entities with multiple levels of software consultation. We leverage software license management tools to provide purchasers with current licensing assessments and analysis of current and future needs. CDW•G provides entities ongoing licensing strategy meetings, where we work together to map out immediate needs and future software trends and requirements

Many of CDW•G’s purchasers maintain multiple software packages, and, more often than not, they will have very detailed and custom questions for their SVAR. While some SVARs can become over-saturated by consultation calls and questions, CDW•G welcomes purchaser questions. On a weekly basis, roughly 300 software specialists field between 15-20 consultation calls each, adding up to roughly 4,500 software consultations per week. CDW•G has the bandwidth to provide purchasers with reliable and timely software consultation. Beyond our internal CDW•G specialists, we have field licensing specialists able to visit state agencies and consult with purchasers before a software procurement.

Another benefit of our software consulting is that we literally work side by side under the same roof with our software partners. We have Elite partnerships with many of the premier publishers listed on this solicitation. At many of our primary sales offices, nationwide, CDW•G maintains “Vendor Rows,” which are designated areas for our onsite manufacturer partners. With these manufacturers representatives so close to our account managers, we are able to provide extremely quick turn-around time for purchaser questions and can even bring them into telephone for consultations, often with no advance notice or planning.

One success story, demonstrating the depth of CDW•G’s experience with software consultation, is our contract with the County Commissioners Association of Pennsylvania (CCAP). CCAP currently has 37 Enterprise Agreements (EA) with CDW•G. Prior to receiving this contract, CCAP was under contract with another SVAR, and its purchasers were displeased with the service that they were receiving. Wanting an SVAR capable of advising them in complex licensing situations, CCAP partnered with CDW•G. 

Our value proposition extends from software transactions to consultation and customized quarterly training. Our representatives visited all 37 EA-holding purchasers and provided consultations around all of the products and services that both Microsoft and CDW•G offer. What’s more, CDW•G worked with CCAP administrators to develop a customized report to show the status of software assurance benefits. These benefits extend to training, pricing, and road maps. At the conclusion of the initial three-year agreement, CCAP renewed their EA with CDW•G. Based on the success of the Microsoft EA program, CCAP developed a follow-on Adobe licensing program, which was also awarded to CDW•G. 

e. Other (Specify)

Each entity’s custom contract web page, termed by CDW•G as an “Extranet,” has a Purchase Authorization System (PAS) that helps streamline, manage and control IT purchases with automated, rules-based approvals and workflows. PAS enables state agencies to automate approvals in order to save time, reduce paperwork and manage spending. PAS can be accessed from the Manage Your Account tab on the My Account Extranet home page.

PAS enables the authorized administrator to restrict employees’ purchasing power and to set up automated approval processes. PAS eliminates the laborious step of having purchasing administrators personally place each order.  PAS allows for multiple levels of approval, as well as multiple approval systems to accommodate decentralized organizations.

The PAS provides dynamic reporting to track orders that have moved through the required approval processes.  Purchasers and approvers can keep up to date on approvals; online reports can quickly display approved, denied and pending orders. 

For a tour of the CDW•G Extranet capability, including the PAS function, please visit:

CDW Extranet Tour
With CDW•G’s standing as the top partner for the industry’s largest manufacturers, we receive relevant software information well in advance of many other partners. Due to upcoming changes in Microsoft’s Core CAL program, we hosted webinar trainings to express the changes directly to our customers. These changes do not come into effect until August of this year; however, because of our relationship with Microsoft, we have been able to offer training to our enterprise agreement purchasers months in advance. It is important for us to not only prepare ourselves for change, but to also arm our clients with as much information as possible. The message was to inform purchasers of the benefits that the new Core CAL program had, and how partnering with CDW•G will benefit them and their organizations.

4. Clients 

a. Provide information on your current government client list.  In addition, explain the services you provide to each client and how long you have been working with each one. 

Our client portfolio is expansive, and, as such, we are not able to discuss every client in this space. However, we have customers of all sizes within our portfolio. This includes some of our largest State & Local customers, such as Fairfax County Public Schools to the District of Columbia and as far away as the State of Alaska. Each of these customers have been loyal CDW•G customers for over a decade and their technology reach expands the realm of CDW•G’s technology offering. This includes software and hardware procurement, as well as configuration. We serve customers with the highest level of integrity, regardless of size. This principle stands for customers who spend more than $100M annually, down to those which spend $100. We value all of the relationships that we have and work diligently to make all of them as important as the next. 

CDW•G has been a top tier government contractor for years—providing solutions ranging from software and hardware, to professional services and consultation. We do business in all 50 states, touching all of the verticals named on this vehicle. We have resources dedicated to every public and private entity. CDW•G currently hold hundreds of contracts with government clients. Although we have held government contracts for over twenty years, CDW•G was not founded until 1998 when we decided to have dedicated personnel assigned to specifically handle government procurement. Since that time, CDW•G has not only built a sales force but also an experienced team of contract management professionals and software licensing specialists to keep our organization compliant with contracts at all times.

b. List government contracts you have gained over the past three years and provide an explanation of why your company was chosen.   

Over the past three years, we have maintained a portfolio of hundreds of government contracts, promoting them to our purchasers on a daily basis. While we are not able to discuss all of these contracts, we would like to provide a bit of insight into a particular vehicle that displays our strength as an SVAR:

Illinois Department of Central Management Services (IL CMS)

CDW•G was awarded this contract by establishing itself as the SVAR with the structure and relationships available to support the many purchasers who use this vehicle. CDW•G currently holds the State’s Microsoft Enterprise & Select Agreements, as well as the Adobe Contractual Licensing Program (CLP). To date, CDW•G currently has 98 Enterprise and 589 Select enrollments covered under this contract, spanning thousands of users. 

With the on-time, accurate and easy to manage reports we provide, State purchasers are able to better manage licenses and to conduct internal audits against the reportable material which we submit. CDW•G Program Managers understand the way States do business and adjust our processes to accommodate the State’s wishes.

Even before the release of the IL CMS solicitation, CDW•G account teams were prepared for the contract opportunity. By understanding the State agencies’ environments, they used the knowledge to leverage relationships with both Microsoft and Adobe. CDW•G put the right pieces in place for the contract to succeed far ahead of an award being announced. Now that we hold the contract, account managers have become experts on the vehicle and the environments that contract users have in place. Account Managers have appropriate focus to ensure that purchasers are happy and that the State is pleased with the performance of this vehicle. While some software resellers struggle in managing their partners, CDW•G stands apart in that we have made ourselves integral to our publisher partners’ license deployment processes. With these relationships, account managers are able to manage their purchasers’ software agreements and promote best practices associated with each program.
c. List government contracts you have lost or resigned over the past three years and provide an explanation of why your company lost or resigned these accounts.

There are many circumstances, both positive and negative, that result in vendors losing government contracts. We understand procurement rules and regulations and appreciate diligence in using the appropriate processes to find the best value for taxpayer money.

As is the circumstance with most SVARs, We analyze our losses to improve our value proposition and prepare ourselves for future opportunities. 

As recently as 2010, CDW•G held a Microsoft Enterprise Agreement with the State of Wisconsin. In Wisconsin’s service, we provided a comprehensive account management model, including field presence, software specialists, Program Management and on-time reporting. As their Enterprise Agreement neared expiration, the State of Wisconsin issued a new solicitation—establishing an SVAR-type of contract. Based upon our success with the contract’s previous iteration, we were very confident in our proposal—a strong offer to continue providing outstanding service and in conjunction with state and educational software licensing. We were not selected to provide Microsoft products on the new vehicle, as a result of the State’s required 5% concession for small and minority-owned businesses. CDW•G offered the second lowest evaluated price. Although we were not a named reseller of Microsoft, we still hold 30% of Wisconsin’s Enterprise Agreements and remain the State’s chosen vendor for Adobe and other major software publishers. We continue to provide our purchasers in the State of Wisconsin with the best possible SVAR experience using the vehicle that we do hold, and even though we cannot sell Microsoft through the State contract, many loyal Wisconsin purchasers still purchase Microsoft from CDW•G via other available contract vehicles. We have earned their loyalty by providing the industry’s best software consultation and fast response times to questions.

Another contract that CDW•G lost was issued by the Commonwealth of Massachusetts in early 2010. The multiple publisher contract was to be used by five states. Since CDW•G has experience managing nationwide contracts, we viewed this as an opportunity to bring our significant resources to bear in the northeast United States to make this contract successful. Throughout our proposal, we built a solid business case based upon available resources, partnerships and advantageous pricing. However, during debrief discussions, we discovered that while CDW•G was able to prove its ability as an organization with significant resources available to support the contract, the Commonwealth viewed the number of resources and the cost associated with those individuals as a disadvantage. The Commonwealth preferred a single point of contact for all account management issues across the contract. We felt as if the price that was offered was fair and indicative of the support required by the multiple contract users. If we had known that the evaluation committee preferred fewer resources, we would have limited the number of people dedicated to the vehicle, resulting in a lower overall cost. CDW•G works hard to promote its value to all of our customers. Although we were disappointed by the State’s final determination, we were able to use the information gathered in the debrief meeting to better define a single point of contact for issue resolution on future opportunities. 

d. If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. 

CDW•G currently manages a portfolio of thousands of government accounts, therefore this section is not applicable.

e. Provide the agency/company name, contact name, email address and telephone number for three client references.  Providing this information shall constitute your permission for the Procurement Officer to contact the clients to discuss your work and your working relationship with them.

	Reference #1
	Reference #2
	Reference #3

	Mississippi Department of Information Technology Services

Jane Woosley, EPL Team Leader, ISS Division

E: jane.woosley@its.ms.gov
P: (601) 432-8081
	Virginia Information Technologies Agency (VITA)

Gregory Scearce, Strategic Sourcing Specialist, SCM

E: gregory.scearce@vita.virginia.gov 

P: (804) 416-6361
	Premier Healthcare Alliance

Josh Hedrick, Contract Manager, IT/Telecom and Human Resources

E: josh_hedrick@premierinc.com 

P: (704) 516-5760


5. Accuracy in Quotes and Billings; Audits.  Pricing for software in this contract is largely based on pre-order, firm quotes, which in turn are based on a contract rate multiplied by your cost from publishers.  Such quotes may be automatically provided online, or may – as a result of SVAR’s negotiation with the publisher for reduced cost – be less than a price that would be automatically calculated.  

a. Describe your system and controls to ensure your actual costs to obtain the product are used as a basis for the quotes and resultant invoices.  

As our purchaser references will corroborate, CDW•G excels in providing timely reports and maintaining pricing accuracy. Once a contract is awarded based on the proposed pricing, we upload this pricing into our proprietary contract management (Contract Editor) system. The system locks in pricing and will not allow any representatives to inadvertently price above that number. If an attempt is made to price above the contract pricing, the account manager will receive an automated prompt notifying them that the pricing entered is out of compliance with the contract pricing structure. This method has proven itself to be highly effective in identifying and speeding resolution for any pricing issue that may arise during the quotation stage. 

b. Provide a sample invoice (of a product sold under a similar pricing model). 

The sample invoice pictured below is an illustration of how WSCA participating entities will be invoiced. Many of the fields displayed on the invoice are customizable and reflect the information that is needed to manage procurement on the state level. 
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Figure 5: Sample Invoice – Purchasers can pull invoices such as the one above from their Extranet page to help manage procurement.
c. Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice.  

CDW•G uses Changepoint, a Professional Service Automation (PSA) tool, to track coworker hours and billable rates. All billable rates are configured within the tool according to the agreed-upon Statement of Work (SOW) terms. All time that is submitted into Changepoint requires managerial approval, and all invoices are reviewed and approved at the managerial level. All of the processes that we use to control our Changepoint system follow the guidelines laid out by the Sarbanes-Oxley Compliance legislation.

Included below is a sample invoice which is generated by our Changepoint system for services performed:
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d. Describe how you audit your billings for accuracy.  Explain how you would work with a Participating Entity (PE) who is conducting an audit of their purchases through you. 

There are many avenues which CDW•G takes to ensure that we quote our purchasers at the correct, mutually agreed-upon price. Many of the processes are automated systems which provide guidance to our Program Managers and Account Managers. Our Contract Editor tool allows Program Managers to enter contract pricing into our sales system so that all quotes issued against the contract stay within the framework of the agreement. Once a new contract request is entered into our system, we require two sets of executive approvals in order for that contract pricing to “go live.” These parties will cross-check the terms of the contract against the pricing and other contract factors. If the request for approval is denied due to a discrepancy, the request returns to the Program Manager for repair. Once repaired and approved, the contract is live.

If a product is priced above the agreed upon pricing terms, our system will auto-generate an error message and will not allow the sale to proceed. To proceed, the pricing has to be lowered to meet, at a minimum, the maximum price allowed by the contract.

We have access to historical contract purchases and use such information to ensure compliance throughout the life of the vehicle. The Program Manager conducts trainings prior to contract launch so that account managers are fully aware of the terms of the contract and understand the pricing structure. These trainings allow for account managers to be familiar with the vehicle, pricing, regulating body and the products being offered. 

CDW•G has participated in and successful completed third-party audits in the past. When we receive a request for audit, we work with the purchaser to determine the scope of the audit. If required, we solicit third-party auditors and work with them to provide all of the materials that are required to complete a successful audit. We will also work directly with the participating entity to conduct reviews. These situations call for CDW•G to audit recent purchases against the contract and manufacturer pricing. If a state agency requests this type of audit, our Program Manager works directly with them to ensure that they receive the financial deliverables that they anticipate.
6. Provide Key Personnel Information for this contract as a whole, and, as feasible, for any States who indicated their Intent to Participate, including brief biographies.  Explain how the redundancy of account management will cover vacations, illness or resignations. 

This contract vehicle holds certain historical value and is a monumental undertaking for WSCA and its participating entities. CDW•G has put some of its best resources behind this opportunity; all understand the unique opportunities and challenges that this contract provides. Listed below are brief biographies of some of these key stakeholders:

David Hutchins—Director of State & Local Sales, David has 18 years of experience with CDW and is responsible for the staffing, productivity and strategic direction of the State & Local team. He has seven Sales Managers who collectively manage all of the United States.  His main responsibility is to ensure that his sales teams are fully trained on how to promote this contract so that it will achieve the full potential that WSCA expects. 

Joe Kurtz—Director of K-12 Education Sales, Joe’s role is similar to David’s. He currently manages five Sales Managers who are segmented across the United States. Joe will work with software publishers to ensure that partner relationships continue to prosper, ultimately leading to purchaser satisfaction. 

Tony Sivore—Sales Manager for the West Region, Tony is the primary sales contact for WSCA and is very experienced working under the manufacturer-held WSCA contracts. He has been with CDW•G since 1997, serving in a number of sales roles. Tony will lead the promotion of this contract to his and the other sales teams calling. 

Tara Barbieri—Director of Program Sales, Tara is responsible for leading proposal preparation and the program management team, ensuring that we adhere to our contract commitments for all State, Local, Education, Healthcare, and commercial agreements.  Tara and her team work very closely with the vendor partners represented on each of the vehicles owned by CDW•G as well as our inside sales team, marketing, technical services. 

Wilson Garcia—Program Manager, Wilson manages contracts with Government entities and manufacturers for our State & Local team, including current WSCA agreements. He is responsible for ensuring contract compliance with pricing, customer eligibility, reporting and other deliverables outlined in our agreements.  He also trains our sales teams about the contract deliverables.  

As a national SVAR, CDW•G is organized to serve purchasers throughout the United States. CDW•G is headquartered in suburban Chicago and has offices both in and around the Chicagoland area. However, we also have local offices around the nation. Listed below is a graphic which depicts our national reach:
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Figure 6: CDW•G Coverage Map – CDW•G currently has resources in the following areas. We have coverage throughout the entire United States.
CDW•G has account management coverage for each of the States which have already submitted Intent to Participate agreements. By using historical WSCA participation information, we also can affirm that we have coverage in WSCA states that remain as potential participants. If a state agency’s dedicated account manager is unavailable or out of the office, the purchaser has access to a back up account manager who works with the dedicated account manager to retain familiarity with the purchaser and their environment. This planned redundancy ensures that, even during extended and/or unexpected absences, each agency’s needs are met by an account manager who understands their history, goals, and plans.  

7. Provide information which demonstrates your organization’s financial stability, such as independent audited financial statements from the last three (3) years. The State may request additional information pertaining to your financial stability as deemed necessary.  Proposals which do not include sufficient information regarding the organization’s financial stability may be negatively impacted. 

CDW’s S4, in its entirety, can be found via the following link:
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  Link to CDW•G's SEC Filing
Sales Growth

The following table depicts both CDW and CDW•G’s sales revenue for the past three years:

	Year
	CDW Sales (billions)
	CDW•G Sales (billions)

	2010
	$8.80
	$3.56

	2009
	$7.16
	$3.03

	2008
	$8.07
	$2.89


8. Provide information on any subcontractors you propose to use on this contract, including approximate percentage of work directed to subcontractor, proposed work that subcontractor will perform, subcontractors’ Minority or Woman-Owned Business status, resumes of their key personnel, etc.  

CDW•G does not anticipate the need for a subcontractor at this particular point in time. However, if a situation arises where a subcontractor is needed we will use our subcontracting partner database to find the most appropriate partner. By working with an SVAR such as CDW•G, states will have the ability for all the work associated with their contract to be performed under one roof. This will facilitate more frequent consultation discussions and contribute to general contract efficiency.

When a solution requires very specialized support skills that CDW•G internal resources are not in the position to provide, we reach out to our network of service providers with whom we have long term, ongoing relationships. Currently, CDW•G has strong alliances with approximately 200 national services providers, who provide consultants and engineers to complement CDW•G-badged services projects. We choose our partners carefully, enabling us to focus on developing strong relationships with only the most competent providers. A majority of our partners are organizations you will recognize: IBM, Microsoft, Oracle, Adobe.  

Offeror Qualifications, Attachment—Represented Publishers, Certifications

CDW•G’s ‘Questionnaire-Quals-RepPublishers’ document is provided as a separate attachment in ProcureAZ.

Offeror Questionnaire—Methodology

1.
Assume you recently received a contract as the sole Software Value-Added Reseller in a State (serving that State and its cooperative partners).  Further assume:  the State has multiple state agencies and multiple municipalities using that State’s contract; the State and cooperative partners have separate volume license agreements and existing perpetual licenses; the State has an existing contract with a personal computer (hardware) provider which provides equipment already loaded with basic distributed software products. 

· DESCRIBE the actions you would take to establish yourself as that State’s SVAR, with the central procurement office, and with individual using entities (e.g., a state agency and a coop partner such as a city).  

CDW•G has resources around the nation, who will promote this opportunity to WSCA states. We will use our segmented resources, marketing capabilities and manufacturer partnerships in order to make WSCA PEs aware of our WSCA Master Agreement. Many States currently have separate software contracts; however, we will use education these states on  the ease of contract and incremental benefits that this vehicle will yield. 

CDW•G representatives will work with WSCA officials to determine how SVARS should discuss the contract portfolio with PEs. We intend to set this contract up according to the methodology that WSCA and the individual states desire. Since CDW•G will be responsible for knowing and managing all the differences from to state to state, WSCA will save time keeping track of the details involved in managing individual state requirements. 

In the scenario outlined within this question, CDW•G believes the best approach to launching the contract will be the step-by-step process outlined below.

1. We will conduct an initial meeting with the Procurement Office to establish expectations and goals for the State. Occasionally, there are specific areas of concern, and we will need to know those up front. We will also want to learn about the State’s level of involvement in regulating purchasing at the Agency, Local and cooperative levels.

2. CDW•G will request a knowledge transfer from the previous/current contract holder in order for the contract to transition in a clean manner.  If the contract holder is willing to agree to a knowledge transfer, then gathering up a core dataset should be reasonably simple; in addition to meeting with the previous contract holder, CDW•G will work the software publishers to gather any data they may have.

3. Agencies and cooperative partners need to be educated about the new agreement and encouraged to share information with CDW•G by the State.

4. The State or contracted hardware provider should confirm the types of licenses that are currently being installed with the master image they load onto their PC’s. CDW•G’s software licensing specialists will be able to make recommendations regarding efficiencies in purchasing any software, outside of the standard operating system. 

5. Quantities and types of licensing need to be recorded for CDW•G to recommend a go-forward strategy with volume license products that will benefit the State.

In general, CDW•G’s process is to contact each State’s contracting office to introduce the contract and collect instructions based on that State’s preferred contract methodology. We firmly believe that it is imperative to gather the State’s expectations of both the contract and CDW•G. When our software licensing specialists and the program manager has a proper understanding of the State’s goals and plan, those key contacts will provide training to the account team around best practices when promoting and selling the contract to participating entities. Once the contract is underway, CDW•G will set up open tutorial webinars for the purchasers, on a frequency determined by the State. In these webinars, we will review how many licenses have been procured, the status of reporting and any follow-on training that the licenses require. An example of this process is our involvement with the State of California. We understand that California’s software contract administrator keeps all of the terms & conditions of their license agreements in-house. In order for a California entity to receive this language, CDW•G facilitates direct contact with the contract administrator. By acquainting ourselves with each State’s contracting protocol, we can give entities specific instructions for any software-related questions that they may have.

When awarded, we will contact each manufacturer named on our contract. We will verify information regarding appropriate manufacturer contacts in each region and establish an on-going communication processes. By maintaining frequent contact with the manufacturer partners, we have the ability to provide an additional escalation channel should the State or purchaser have any issues. 

· DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State. 

If we are working with a State that does not currently have an SVAR contract, there are two main variances in the standard approach described above:

1) Training for agencies, departments and cooperative purchasers needs to be increased because they will be less familiar with the process of using a centralized model to acquire their software.

2) Data collection is typically more difficult. Without an existing SVAR, there likely are fewer consolidated agreements in place. This is a significant opportunity to the State to save money; the pace at which the savings are recognized may be delayed depending on the cooperation level of all the purchasing parties in the State.

CDW•G will provide granular consultation based on current manufacturer programs and procedures that exist at the State contracting level. We will set up knowledge transfer meetings with software manufacturers, who based on their sales goals may have some data in a consolidated format about the State’s current environment, procurement history and technology roadmap. We will use that information to recommend specific licensing paths appropriate for the goals of the State. CDW•G has an in-depth view into the license agreement process. This graphic below depicts the steps that we will take in order for PEs to best manage their license agreements.









· DESCRIBE your outreach to State and Cooperative Partner users.   

In the previous two bullets, within this section, we discussed how CDW•G would implement an SVAR contract based on the scenario outlined CDW•G has a highly organized approach to outreach to State agencies and cooperative partners for new contracts. The account management team assigned to the State will have meetings with purchasers from each department and cooperative partner to tailor our methodology based on the input that we receive in those discussions. We will continue to hold these meetings throughout the life of the contract and will work with them individually to develop a contract plan based on current contract performance. For the departments that are using the contract a great deal, we will conduct business review meetings. For agencies that are not using the contract, we will have follow up meetings to determine if they have any upcoming projects where they may use the contract and remedy any issues that may be causing them not to purchase via the SVAR contract. 

The fastest way to advertise the new WSCA SVAR contract to potential and participating entities is through mass marketing channels. CDW•G’s marketing team has many avenues to promote the WSCA contract to the public. CDW•G publishes multiple technology periodicals, which are written specifically for the client segments included in this solicitation. By leveraging these in-house publications, EdTech and GovTech, we will advertise the WSCA Master Agreement and provide information about the contract benefits to thousands of agencies and sub-agencies nationwide. 

Our professional account managers average roughly 42,000 unique purchaser touches per day (in and out-bound calls, Extranet and Internet orders) into State & Local and Education agencies. Account Managers, Account Executives, Licensing Account Executives and marketing resources will work to educate the end users on the benefits of the contract. It is highly important for an SVAR to build rapport in States that have limited experience procuring off this type of contract. CDW•G has the existing relationships with such States to make the education and marketing process easier and more effective. 

We will set up webinars for potential cooperative partners. CDW•G uses this format to introduce benefits of working with us and answer questions about the contract. Further, we can tailor these trainings specifically for the needs of the purchaser to include web usage, reporting tutorials or eProcurement integration. As a case in point, if the state already purchases off of a statewide software agreement, we will show them the differences between their current contract and the WSCA SVAR contract and promote the benefits that the WSCA SVAR contract provides. After they have made a decision to transfer to their software contract to the WSCA SVAR contract, we will work directly with the contracting officer to ensure that the transition goes smoothly.

On the manufacturer front, we will hold “WSCA Days”—a series of meetings for WSCA, CDW•G and key manufacturer representatives. We will discuss contract progress, new initiatives and next steps in the contract life cycle. We recognize the importance of involving all pertinent stakeholders throughout the contract process to determine opportunities for the contract to enjoy additional success. 

With teams in place and equipped with an understanding of government procurement, CDW•G has the resources and the “know how” to make this contract highly successful for all parties involved.

2.
Contractor is required to provide a website for each participating state.  Describe the website you would establish for a State and that website’s functionalities or special features.  You can supplement this response with illustrative page shots (no more than 10) from one of your existing websites.  Please address, at a minimum:      

· Home page appearance and information

· On line tutorials 

· Product catalog (include searchable fields, which products you would include, how VLA information is provided)

· Links

· Downloadable standard reports, if any.  Include how information is controlled and sorted (e.g., how can Tempe, AZ obtain only their information, how can Procurement Officer of contract obtain a purchasing profile for users and volume in State).  

· How website is monitored, kept current and accurate

Home Page for the Contract


States will have access to a customizable Extranet site, which will display software products listed at the contract price. Most states currently have their own Extranet site; however, we can create this type of site for any purchaser level (municipal, school district, etc.). The goal of the purchaser Extranet is to facilitate product research, procurement, and order tracking. By using a home page that displays highlighted products, states will be able to purchase products faster and with minimal searching and hassle.
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Figure 8: CDW•G Extranets - This is an existing WSCA Printers Premium Page. Once the WSCA SVAR contract is live, we can load featured software products to display on the landing page.
The State’s home page features highlighted products and gives purchasers an opportunity to view all of the contracts that are available to the individual agency. By selecting a specific contract, the purchaser sees the pricing and products available to them under that particular contract. Alternatively, the purchaser can search for products across all available contracts. Another function of the home page is that purchasers are able to view the contact information and real-time availability of their dedicated account team, should they have any questions regarding a quote, an order or a product. This functionality is displayed visually in figure 9.

Online Tutorials On Demand


CDW•G provides the necessary Extranet training to the State initially upon contract launch and, as needed, throughout the life of the contract. Should a purchaser encounter issues or questions, the account manager will facilitate additional trainings to ensure that the question is resolved. We have the resources at hand to customize training to the individual purchasers and guarantee they receive a complete understanding of the eProcurement functionality to maximize their purchasing efficiency. In addition to providing online tutorials based on Extranet functionality, we will also provide access to product tutorials right from the entity’s site.

Product Catalog Always Current


In our response to Qualifications 5.d., we presented the process used by the Program Manager to authorize and load a contract into our system. Once contract pricing is approved, we launch it—making it available to be seen by the purchasers. The contract links, located on the State’s Extranet home page, display the software catalog. As changes are made to the catalog throughout the life of the vehicle, CDW•G’s Program Manager pushes the updates through the system and the changes appear instantly. If the purchaser has any questions relating to the catalog, the account manager serves as the primary contact for resolution and will escalate through the proper channels, if necessary. 

Customizable Links

States can provide CDW•G with specific URLs, such as the pages on the .gov site that give basic information on the contract, and we load them to the Contract Landing page as reference material for the purchasers using the contract. Our eCommerce environment allows CDW•G to customize material that is relevant to each particular purchaser. We can display links to other WSCA product contracts that are available to the purchaser. CDW•G understands that each purchaser has specific needs, according to their particular procurement methodology, and will work with them to ensure that they have the proper content available to their site.

Standard Reporting Available

Because we understand transparency obligations and the need for purchasers to receive information around their procurement, we have included reporting functionality on the Extranet site. Purchasers are able to view historical activity for up to three years. There are numerous customizable fields which give purchasers instant access to reports. We encourage our purchasers to utilize this tool as a benefit to managing the contract. States can use the report information in order to verify pricing and products throughout the life of the contract. 

In the scenario of a PE pulling standard reports, the Purchase Authorization System (PAS) will allow for customer-specific reports to be downloaded. PAS will protect purchasers as it keeps all of their procurement accessible in one place. City of Tempe purchasers will have access to their purchases only and can query the system in order to pull reportable information relevant to them alone. The State of Arizona, as a “parent account” will have visibility to the all municipalities’ purchasing history, including the City of Tempe’s. This reporting structure can even be extended to WSCA at the nationwide level, so that key WSCA administrators can run reports on SVAR contract usage by State or across all the participating entities.

Web Page Maintenance

CDW•G is one of the top ten retailers on the web.  We transact approximately $2.8 billion in web sales annually.  With an average of over three-million total site visits to our company’s Web site each month, it is apparent that CDW•G performs exceptionally in terms of eCommerce. We have adjusted seamlessly when promoting ourselves on the web and will continue to emphasize the importance of online procurement.

Both the CDW•G and customer Extranet sites are maintained by CDW•G resources so that purchasers can see accurate pricing and contact information. We have real-time product specification and pricing feeds from industry resources, including directly from some manufacturers. States can rest assured that their Extranet will remain safe, secure and accurate. 

For reference, we have included a few screen shots to display some of the functionality that can be expected from a purchaser Extranet site:
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Figure 9: Extranet Landing Page – This is the format of a purchaser landing page.
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Figure 10: Extranet Contract Page – This page displays all available procurement contracts for the participating entity.
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Figure 11: Item Description – This page displays the software product at the contract price. Purchasers can purchase directly from this type of page.
3.
Describe your method for tracking software licenses and ensuring that Participating Entities (PE) receive timely notifications of renewals or are advised of volume agreements opportunities or vulnerabilities, etc.  Please address, at a minimum:  

· The standard sort-able data fields you establish for these records

· The information you track on behalf of Participating Entities.  

· How reminders of significant dates or volume plateaus are triggered and how your organization, as a partner with a PE, works with the PE to ensure no deadlines are missed or opportunities unexplored.  

Method for Tracking

CDW•G has two options for allowing purchasers to track software licenses. These tools—Software License Manager and Software Asset Manager—both have been designed to provide ease of use for the purchaser and to help users along the way. Software License Manager and Software Asset Manager are individual tools that purchasers can utilize to track their licenses, regardless of manufacturer. Purchasers will have access to agreement expiration, available licenses and proof of licensing. These tools allow for ease of management and reporting for entities with all sizes of agreements.

Sortable Data Fields

Purchasers are able to pull sort-able data based on the following fields: manufacturer code, contract code key word function, amongst others. The Extranet alone allows purchasers to query contract and license agreement expiration and renewal information.

CDW•G Tracks on behalf of Participating Entities

The information that CDW•G tracks is based on interactions with the purchaser. We actively track all purchase orders, purchase history, product type, brands, etc. We use all of this information to provide the best consultation to our purchasers. By tracking all license agreements, regardless of manufacturer, we have access to key expiration dates, which enable us provide reminders, using the SAM tool described above, to help keep purchaser agreements active. Having a view into this information allows CDW•G to notify purchasers personally of expiration dates, keeping their technology roadmap and agreements in compliance and up to date. If an agreement is expiring, we provide information around the benefits of renewing based on upgrades in software technology.

Sensitive Date Reminders

CDW•G’s licensing tools allow purchasers to set up customizable reminders based on significant dates. Purchasers are able to set reminders for 30, 60, or 90-days prior to key dates. The most significant dates are agreement expirations. By setting up reminders, purchasers will receive an auto-generated e-mail, on the notification date requested, of any upcoming expirations or significant dates. Furthermore, the purchaser’s account manager is also aware of important dates tied to the agreement. Once the account manager receives notification of an upcoming expiration, they will reach out directly to the purchaser to guide them through the renewal process. Account managers receive communication from the software manufacturer agreement expirations. 

Additional Functionality

Software License Manager will give purchasers insight into their software purchasing records through CDW•G. Participating entities will have access to historical purchases dating back to January 1, 2007. Purchasers will also benefit from the functionality to import and upload purchasing records in real time. The benefit of using this tool is that states can see agreement start and expiration dates, as well as complete software purchase information. The ultimate value of the Software License Manager is the fact that it allows PEs to receive comprehensive information about their software agreements in a fast manner. PEs can compare software information, as they have it recorded, against the reports provided by Software License Manager and are able to true-up their inventory accordingly. This tool also provides valuable information, such as downgrade rights. We understand that not all software licenses have been purchased via CDW•G and are prepared to accommodate purchasers so that all of their information can still be stored in a single place. The Software License Manager will import any licenses that the purchaser has purchased—whether through CDW•G or not—and will note key dates, key codes, and other relevant information regarding those specific licenses.

As compared to the Software License Manager, CDW•G’s Software Asset Manager (SAM) is different on multiple levels. For one, software consultation has been viewed as a burden for purchasers lower than the Enterprise level (roughly 2,000 seats). The SAM tool works to assist purchasers with software agreements of all scopes and sizes. SAM is the industry’s most powerful IT audit and software license management solution. It identifies, catalogs, and tracks all hardware and software on the customer’s network so that IT assets can be understood and managed more efficiently. This tool allows for an unprecedented level of asset and resource control for WSCA state agencies, helping to simplify management, control costs, reduce risk and plan ahead.

The following graphic is just a sampling of the potential benefits the SAM tool provides:
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Figure 12: Software Asset Manager (SAM) – SAM is a CDW•G tool which helps purchasers maintain a detailed view of their licensing environment.
4.
Describe standard reports which you can generate for a PE (other than downloadable reports addressed earlier) and provide sample reports as examples.  Describe and provide examples of Optional Reports which you could provide and provide pricing in the Offeror – Pricing attachment.    

Standard Reports

One area in which CDW•G excels is in our management of large scale government contracts which require accurate and timely contract reporting. Our Program Management team is comprised of esteemed professionals who have years of experience managing technology contracts. Program Managers routinely generate reports based on line-item invoice data; this will enable States to track and account for software expenditures accurately. The reports are customizable and can include information such as: Invoice Number, Invoice Data, Shipping Information, Manufacturer Part Number, Quantity, and Item Cost, among others.

Optional Reports

Our Program Managers understand the need for occasional custom reports and have both the resources and experience to provide valuable ad hoc information to public agencies. Information can be presented in a variety of formats to track most popular manufacturer, most active participating agencies in the state and contract growth quarter-by-quarter. Program Managers will work with each State to generate optional reports based on their unique requirements.

The attachment below is a representative example of a type of optional report that States can request through CDW•G’s Program Management team.
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5.
Explain your method of ensuring a PE will receive and can provide proof of licenses.  Include in your response:  

· Describe how you provide a Proof of License certificate to a buyer. Also, provide sample(s) of a Proof of License such as you would provide. 

· Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.

· Describe how you partner with a PE to demonstrate accuracy of licensing information to a publisher (e.g., True Up). 

Proof of License

All proof of license certificates are available instantly on the State’s volume licensing web site. For initial purchase, proof of license differs from publisher to publisher. On most occasions, purchasers will be able to pull the proof of license directly from the invoice submitted by the manufacturer. It is at the purchaser’s discretion as to how initial proof of license is to be delivered—electronically or via hard copy. We have provided a proof of license below:


[image: image15.emf]License  Certificate.pdf


Back-up copies

Back-up copies are available immediately upon request. The purchaser can contact their CDW•G account manager to provide a back-up copy, or they can utilize their software license management tool to pull proof of licenses. Regardless of the circumstance, CDW•G’s account managers should be the first step in providing any proof of license.

Licensing Accuracy

A benefit of Purchasers opting to use the CDW•G’s SAM tool is that it displays a Gap Analysis based on the purchaser’s license agreement(s). If SAM detects that there may be a discrepancy based on proof of license and license agreement, CDW•G will work with the purchaser and publisher to address and document additional licenses within the agency/state or provide strategies to make the software environment whole.

As an SVAR, CDW•G works with the publisher to obtain proof of license. We know that procurement officials are heavily burdened with projects in these tough budget years; our primary job is to make the purchaser’s job easier. 

6.
Describe how you work with a PE and publisher to maximize the Entity’s value in obtaining products and services under this contract.  Description is to address, but is not limited to, the following:  

· Working with a PE and a publisher to assist the Entity in best managing their volume or enterprise license agreements. 

· Working with a State and publisher to maximize the leverage created by the total sales volume from a State and its cooperative partners to ensure best value to all PE’s.  

· Working with a publisher to maximize the leverage created by the total sales volume overall resulting from this contract.

· Working with a PE and publisher to obtain the best quote on a high volume purchase.  

· If, and how, you use historical purchase information to provide targeted assistance to a PE.  

· Assuming a software configuration is not within the knowledge or authority of your organization, describe how you could   assist a PE in finding a solution (i.e., helping PE obtain needed configuration assistance from the publisher or designee.)  Explain how you would ‘price out’ such assistance.  

· Explain the training you could provide (other than online tutorials) to assist PE’s in using this contract and obtaining best value from it. 

In order for WSCA and its entities to realize the benefits of this contract, there must be an SVAR in place who understands the connection between software licensing and partner relations. In many situations, CDW•G can use large volume purchases to negotiate advantageous pricing that extends deeper than the initial contract offer. 

Working with PEs to Manage Volume/Enterprise License Agreements

CDW•G will sit with each participating entity in order to gain a clear understanding of  their current environment and future purchasing plans. Once a snapshot of the environment is taken, we will work with both the PE and the publisher to build a roadmap that could allow for deeper pricing discounts to be extended based upon planned bulk purchases. CDW•G licensing specialists will provide consultation on how licenses should be organized in order to receive the benefit of volume incentive discounts. When available, CDW•G will utilize its position and industry relationships to obtain any promotional pricing available from the publisher.

Our licensing specialists also have access to historical licensing information. For certain publishers, we can show a purchaser an upgrade path. When purchasers have a slim perspective on what they own, an upgrade path can prove to be a vital asset. One of our current purchasers—Dallas County, Texas—had a very limited knowledge of what they currently owned. By showing them a purchase history and an inventory of what they owned, we were able to give them a roadmap of future purchases and keep their costs down by leveraging their current license agreement. We also worked with the publisher to ensure that Dallas County was not overpaying for licenses which they already owned. 

Working with the State and Publisher to Leverage Sales Volume


CDW•G is organized to handle all levels of procurement. We will support purchases of all sizes and have resources dedicated to support a breadth of agreements. If a customer is purchasing a large volume of licenses, their CDW•G account manager will immediately contact the publisher to inquire about any volume incentive programs available. In many situations, when a customer wishes to procure software in volume, or to set up an agreement, we are able to leverage our relationship with the publisher to get something of additional value for the customer in relation to the volume purchase. Value, in this situation, may be defined as better pricing, training credits, new product trials and/or more frequent product upgrades. Our software practice understands how to properly manage volume purchases and to get the most out of our manufacturer relationships. Once we gather the proper information from the publisher, we will present the information to the purchaser and present our value proposition. Just as is the case with CDW•G, manufacturers recognize their top software users. Many times, they will work directly with CDW•G to provide additional value to customers of all scope. Our job is to make sure that purchasers understand the leverage that we have and give them the best value that we can. 

Assisting on Software Purchases outside our Expertise

CDW•G’s relationships do not end with the manufacturer. We recognize the abundance of software solutions that are available—some of them even outside of our normal catalog. Furthermore, we know that States have individual needs when maintaining their day-to-day functions. The chosen SVAR needs to have flexibility and neutrality in working with publishers. We have built excellent relationships with distribution partners who will assist us in obtaining more obscure software titles. If an entity requires a software title that we do not carry, we would start by researching the publisher itself. We would reach out to our distribution partners to query acquisition possibilities for that product. If the distributor is unable to obtain the title, we would then approach the manufacturer directly to build a relationship and potentially procure resale rights. If this course of action is unsuccessful, then we will facilitate the relationship directly between the software publisher or that publisher’s approved reseller and the purchaser. Even though CDW•G would not be a party to that sale, our top aim is ensuring that our customers receive the solution they need.

Training “Live” and on the Web

Our training model is built on purchaser need. We are able to leverage internal and external resources to provide essential trainings, as needed by WSCA states. CDW•G offers many different trainings, these include: webinars, CDW•G engineer visits, licensing specialist-led trainings and consultations, manufacturer-led trainings and third party trainings. Many of our publisher partners prefer to provide their own trainings. CDW•G will serve as the primary point of contact to facilitate any training that is required by the PE.

7.
This contract has a maximum life of five (5) years, the technology field is a fast evolving one, and the potential volume under this contract is beyond any single entity contract.  

· How would you improve the value of this partnership, over time, during the life of the contract?

CDW•G knows that things constantly change in the IT industry. That’s why we put such significance on staying at the forefront of technology. We prepare ourselves for new product roll-outs by attending manufacturer trainings and trade shows. We use this information to enhance our purchaser’s understanding of emerging trends and how it may affect their environment. CDW•G will extends a series of webinars annually that will outline the changes in the industry and how these changes will impact PEs.  We will leverage our engineers to drive content specific to licensing programs or vendor-agnostic updates in technology. 

CDW•G participates in Microsoft’s Technology Adoption Program. This program allows for CDW•G to utilize beta versions of upcoming Microsoft releases so that we are able to learn about the product well before it reaches the purchaser. It gives CDW•G an opportunity to build familiarity with the program and to structure support assets around the product so that we can be fully prepared when it is released.

As the contract grows, reportable information will provide States with purchasing trends so that they are able to make procurement decisions based on the purchases that have or will be made. CDW•G will use this information in order to provide recommendations at the State level, enhancing both CDW•G and WSCA’s role in the vehicle. CDW•G will be diligent about reviewing volume at every level to identify when additional incentive programs are available. If the potential volume begins to materialize, CDW•G and WSCA can approach partners to negotiate additional concessions in renewal periods. 

· We require the successful contractor(s) to retain publisher certification levels, to improve upon them, to work to reduce their costs to obtain publisher products, etc.  Explain your processes to meet these requirements. 

In order to achieve the highest certification levels with our partners, CDW•G is required to retain specific certifications and support in the quantities mandated by the publisher. Our current Microsoft Practice consists of over seventy-five people, located both onsite and in the field. Aside from those individuals, CDW•G currently has resources with the following engineering certifications:

· 167 Microsoft Certified Systems Engineer (MCSE) Certifications

· 98 Microsoft Certified Systems Administrator (MCSA) Certifications

· 14 Project Management Professional (PMP) Certifications

· 4 Microsoft Certified Data Base Administrator (MCDBA)

· 3 Microsoft Certified Application Developer (MCAD)

· 3 Citrix Certified Integration Architect (CCIA)

Certifications don’t simply stop once received. In order for CDW•G to retain the highest levels, our engineers are required to complete frequent trainings, updates and examinations. Our business is built on our ability to provide our purchasers with the best pricing and support, so keeping certifications updated is something that we take extremely seriously.

· How would you partner with the Procurement Officer and Participating States to adapt to changes and keep the contract viable?

Because our industry is fast-paced, most long-term contracts need to be modified or updated at some point.  The program management team will work with WSCA and the PEs to address and update the vehicle based on industry changes that may occur. These changes include new participating addendums, new software programs or publishers, changes in contact information, etc. Promoting this vehicle is a top priority for CDW•G; we are invested in its long-term success and would never want to see it become less relevant to the entities who will likely come to depend on it. Additionally, to address trends in public procurement that may happen tangentially to technology advancements, CDW•G  welcomes the opportunity to conduct quarterly business reviews with WSCA to discuss the contract, PE needs for additional language, and ideas to provide additional value to PEs moving forward.

· As this is a contract which is expected to be used by many states, there is potential for a level of value and partnership – considering market information, volume, extended relationships with publishers, shared standards, etc. – beyond that provided by a single State or PE contract.  What extra services or value do you feel you could provide given this expanded user and volume base?  

CDW•G is recognized nationally as a value-added reseller. We have attained this level of standing by continuing to receive praise from both our purchasers and the manufacturer community. While we are proud to hold high esteem on a national level, we realize that in order to achieve this reputation we have had to build relationships at the local level first. We don’t ever restrict purchasers based on size of entity and our human capital is organized to meet the needs of purchasers of all sizes.

CDW•G’s software practice is segmented into groups which are organized to give purchasers the best look into that product. These segments include consultation, design and implementation. Our segmented software practice can guide a purchaser through the layers of software procurement all the way through successful implementation and back-end consultation and training.

CDW•G’s value doesn’t merely end at the point of sale. Many software products on this vehicle point to the more advanced reaches of technology; this is something that we do well and help our purchasers understand. Virtualization is a trend which has made its way into the vocabulary of many technology professionals. CDW•G has a virtualization team in place to provide PE consultations. We want to ensure that purchasers are fully aware of the technology and its functions prior to purchase. Our pre-sales team is available to provide PEs with answers to questions from functionality as it pertains to their environment down to simple product explanation and demonstrations. For questions that require a deeper understanding, a PE’s account manager will involve a technical specialist who has the knowledge to provide a more in-depth understanding of the solution.

Clearly, if the resulting contract realizes or exceeds the projected volumes proposed, CDW•G will undoubtedly recruit additional resources to ensure the level of support we presently provide is not eroded through volume.  Our business model places significant focus on purchaser experience, it is a requirement we have of ourselves to ensure we exceed purchaser expectations for professionalism and sound advice.

8.
What performance measures would you establish to ensure yourself and users of this contract that you are, at a minimum, meeting the requirements of this contract, providing cost-savings solutions, and realizing a high level of purchaser satisfaction.    Describe your methods of defining and tracking your performance against specific measurable objectives.  Provide copies of any reports you may have developed that communicate your performance levels to purchasers.  

CDW•G is a proven software Value-Added reseller, currently listed as a WSCA reseller in 31 states for 14 manufacturer-held WSCA contracts in a direct-fulfillment model. We are well aware of the high standards WSCA expects of its contract holders, and in the case of manufacturer-held contracts, also the named resellers. Manufacturer partners enjoy working with us due to our professionalism, disciplined contract management and timely and accurate reporting.   CDW•G conducts monthly internal reviews of the contract control system with our Vice President for each Program Manager, and we participate in quarterly contract business reviews to monitor trends under each program we support.  Program Managers review activity using several methodologies, including manufacturer and state-by-state; we also review top clients to spot anomalies in the data and address any issues identified quickly.  We do not typically deliver these internal reports to purchasers, though we are willing to develop a format to be used by WSCA to monitor activity under the contract, if you desire.  We have never been debarred, suspended or terminated for cause on any public sector contract.  At CDW•G, proper contract management is mission critical to delivering our value proposition as a trusted supplier to our clients and vendors.

At the macro level, and owing to the level of attention to contract activities, we can spot trends in certain manufacturers or categories of products that may allow us to leverage better programs for price competitiveness.  When these opportunities can be leveraged, they are easy to measure in updates to the contract and as a benchmark from existing contract pricing.

At the micro level, ensuring cost savings is the hallmark of our account management model; our sales force is trained to deliver best of breed solutions that maximize precious budget dollars for public agencies.  These savings are difficult to quantify in dollars not spent on inferior solutions but can be measured by the next metric in this response—purchaser satisfaction.

CDW•G regularly employs a third party firm to survey purchasers and determine the performance of our account managers; we refer to these as Purchaser Loyalty Surveys. More than just “information to have,” we use the survey results to determine certain promotion capabilities and financial incentives for our Account Managers; this accountability helps to reinforce the importance CDW•G places on making every purchaser interaction the best it can be for the client. CDW•G would like to utilize this method for the WSCA SVAR contract and conduct a survey of the PEs on an annual basis. By appraising our performance based on this feedback, we will have the valuable knowledge to address trending issues and develop a strategy to resolve them prior to any widespread impact. 

	Performance Standard
	Measurement
	Measurement period
	% Level
	Service Price
	Remedy

	Contract Adherence
	Schedule and conduct quarterly review meetings
	Quarterly
	100%
	0%
	If CDW•G does not attain the measurement of the SLAs within the levels that are mandated in the ‘Measurement Period’ listed, we will gather Sr. Management on a quarterly basis to work with WSCA and the PE to resolve the issue and prevent future recurrences.

	Contract Report
	Reporting completed and submitted in the timeframe specified.
	Quarterly
	100%
	0%
	

	Website and Extranet Functionality
	CDW•G maintains that the PE will have limited issues surrounding website and purchaser extranet functionality. 
	Quarterly
	90%
	0%
	


Figure 13: Sample Performance Measures – CDW•G will work with each PE to build reportable performance measures, if necessary.
For performance measures that are more subjective (as in the diagram above), we will use the results of purchaser surveys to determine an acceptance success rate. Subjective material will be presented on a basis which satisfies WSCA.

9.  
We have requested information about optional reports (Question #4), about functions you could serve to assist in more complicated configurations (Question #6), and in providing extra value possible given the potential magnitude of this solicitation (Question #7).  Please use this item as an opportunity to describe other value-added services you can provide that were not specifically required in this solicitation, but are consistent with its intent.  Please advise the cost for the services you describe in the Offeror – Pricing attachment, or advise if they are included at no additional cost.  

Dedicated Account Management 

One of the most valuable aspects of selecting CDW•G as the SVAR in support of a critical initiative is the dedicated account manager, who manages all aspects of a purchaser’s IT needs. Their accessibility and accountability comes at no additional cost; yet we consistently hear that the support of a dedicated and knowledgeable account manager is one of the CDW•G offerings most highly valued by our customers. These account managers are backed by specialized resources to ensure the proper selection of solutions that are not too much, too little, or inappropriate for each customer’s individual environment.  From situation assessment, product function, compliance and ordering, to tracking and future support, our purchasers rely on their account manager to be the primary point of contact to own and manage the process.  

Microsoft Practice

Our Microsoft Practice is one of the most vested partnerships within CDW•G, and we understand that Microsoft will play a significant role in the SVAR contract. In recent years, Microsoft has been CDW•G’s number one product category based on volume. CDW•G and Microsoft work together to deliver complete software and services solutions while achieving a high level of customer satisfaction. Our relationship with Microsoft will lead to higher quality service engagements under the SVAR contract. The increase in quality comes at no additional cost.

CDW•G is a Microsoft authorized LAR/ESA and National Systems Integrator, recognized as a Go-to partner for the Microsoft field organization for early adopter programs and licensing. As a result, we have a dedicated Microsoft Practice with more than 250 Microsoft-focused engineers and specialists, including volume licensing specialists, technical pre-sales specialists and over 150 Microsoft certified engineers/consultants for customer facing service engagements. 

In addition to our software licensing expertise, CDW•G has achieved the following core competencies in the Microsoft Gold Certified Partner Program:

· Information Worker 

· Unified Communications 

· Server & Security 

· Monitoring & Management 

CDW and CDW•G have been a certified Microsoft Large Account Reseller (LAR) since 1999 with a combined 16,000-plus active Microsoft Agreements. In addition, CDW•G is an Authorized Microsoft Enterprise Software Advisor (ESA), Software Asset Management (SAM) Partner, Authorized Direct Reseller (ADR) for Open Value licensing programs and Authorized Education Reseller (AER) in all 50 states and Canada. 

CDW and CDW•G have successfully implemented thousands of solutions across many technologies for customers nation-wide. Our Microsoft services and licensing experience is staggering, having completed more than:

· 2,000 Microsoft services engagements

· 200 joint Microsoft/CDW engagements

· Over 200 Data Protection Server (DPS) engagements since 2005: Vista and Office

In addition, CDW•G is:

· One of the Top 5 Microsoft Partners for Voice Pilot deployments

· The leading Desktop Deployment Planning Services (DDPS) provider in the world

Leading Hardware and Software Partner

Software does not work in and of itself. It must be loaded to hardware of some sort to have a purpose. While there are many vendors that focus exclusively (or nearly exclusively) in software, WSCA will benefit by partnering with a vendor that has developed strong experience and expertise in both hardware and software. As a reseller named to WSCA hardware contracts across the nation, CDW•G is frequently go-to contact for both hardware and software purchases at the State agency level. Our customers experience increased efficiencies when we are the source for both the hardware and the software licenses that are a part of the image we will install on their PC’s, servers, or other hardware prior to deployment. State agencies that have the option to use CDW•G to procure licenses, hardware, and complete imaging receive their products, ready to use right out of the box, faster. They also have a more comprehensive view of all their IT assets available in a single place.

Conclusion

This contract vehicle will have a profound impact on how software procurement and management is approached by the WSCA participating members.  CDW•G takes this responsibility seriously, and we fully expect that a committed and expert approach combined with our reach and scale, will result in a successful, broadly accepted method to improve efficient software procurement. 

Exceptions

Please indicate as appropriate:
OFFEROR:

(  
TAKES NO EXCEPTIONS TO THE REQUIREMENTS OF THE SOLICITATION

(
TAKES EXCEPTIONS TO THE STATEMENT OF WORK OF THE SOLICITATION

Please insert language; identify section, clause number (where applicable) and exception(s).

Page 5 – Section 4.5 Software Publishers, General Representation - 4.5.1 Excluded Software Publishers – CDW•G takes pride in screening its suppliers for liquidity and longevity and therefore proposes the following clarification: 

The Reseller must agree that there are no software publishers with whom, absent just cause, they will refuse to do business if the Software Publisher is willing to do business with them. 
( 
TAKES EXCEPTIONS TO THE FOLLOWING TERM(S) AND CONDITION(S) OF THE SOLICITATION

Please insert language; identify section, clause number (where applicable) and exception(s).

Uniform Terms and Conditions

CDW•G, acting as a reseller and not the manufacturer of any proposed products, proposes the following clarifications:

Page 2 – Section 3.6 Facilities Inspection and Materials Testing

The Contractor agrees to permit access to its facilities, subcontractor facilities and the Contractor’s processes or services, at reasonable times for inspection of the facilities or materials covered under this Contract. The State shall also have the right to test, at its own cost, the materials to be supplied under this Contract. Neither inspection of the Contractor’s facilities nor materials testing shall constitute final acceptance of the materials or services. If the State determines non-compliance of the materials, the Contractor shall be responsible for the payment of all costs incurred by the State for testing and inspection.

Page 2 – Section 3.7 Property of the State

Subject to third party licensing limitations, aAny materials, including reports, computer programs and other deliverables, created under this Contract exclusively for the State and identified as “Deliverables” in a statement of work are the sole property of the State. The Contractor is not entitled to a patent or copyright on those materials and may not transfer the patent or copyright to anyone else. The Contractor shall not use or release these materials without the prior written consent of the State. The Contractor shall maintain ownership of its pre-existing work (meaning materials that existed prior to the creation of the Deliverables and were not already owned by the State). 

Page 2 – Section 3.8 Ownership of Intellectual Property
Subject to third party licensing limitations, aAny and all intellectual property, including but not limited to copyright, invention, trademark, tradename, service mark, and/or trade secrets created or conceived pursuant to or as a result of this contract and any related subcontract uniquely for the State and identified as a “Deliverable” in a statement of work (“Deliverables Intellectual Property”), shall be work made for hire and the State shall be considered the creator of such Deliverables Intellectual Property. The agency, department, division, board or commission of the State of Arizona requesting the issuance of this contract shall own (for and on behalf of the State) the entire right, title and interest to the Deliverables Intellectual Property throughout the world. Contractor shall notify the State, within thirty (30) days, of the creation of any Deliverables Intellectual Property by it or its subcontractor(s). Contractor, on behalf of itself and any subcontractor (s), agrees to execute any and all document(s) necessary to assure ownership of the Deliverables Intellectual Property vests in the State and shall take no affirmative actions that might have the effect of vesting all or part of the Deliverables Intellectual Property in any entity other than the State. The Deliverables Intellectual Property shall not be disclosed by contractor or its subcontractor(s) to any entity not the State without the express written authorization of the agency, department, division, board or commission of the State of Arizona requesting the issuance of this contract. The Contractor shall maintain ownership of its pre-existing work (meaning materials that existed prior to the creation of the Deliverables and were not already owned by the State).

Page 4 – Section 6.2.3 Indemnification – Patent and Copyright

The Contractor shall pass through to the State, as permitted, any manufacturer protection that indemnifiesy and holds harmless the State against any liability, including costs and expenses, for infringement of any patent, trademark or copyright arising out of Contract performance or use by the State of materials furnished or work performed under this Contract. The State shall reasonably notify the product manufacturer Contractor of any claim for which it may be liable under this paragraph. If the contractor is insured pursuant to A.R.S. § 41-621 and § 35-154, this section shall not apply.

Page 5 – Section 7 Warranties - Section 7.2 Quality

Unless otherwise modified elsewhere in these terms and conditions, the Contractor shall pass through to the State, as permitted, all manufacturer warranties, including those that warrants that, for one year after acceptance by the State of the materials, they shall be: (a) of a quality to pass without objection in the trade under the Contract description; (b) fit for the intended purposes for which the materials are used; (c) within the variations permitted by the Contract and are of even kind, quantity, and quality within each unit and among all units; (d) adequately contained, packaged and marked as the Contract may require; and (e) conform to the written promises or affirmations of fact made by the manufacturer Contractor.

Page 5 – Section 7 Warranties - Section 7.3 Fitness

The Contractor shall pass through to the State, as permitted, all manufacturer warranties, including those that warrant that warrants that any material supplied to the State shall fully conform to all requirements of the Contract and all representations of the manufacturer Contractor, and shall be fit for all purposes and uses required by the Contract.

Special Terms and Conditions

CDW•G, acting as a reseller and not the manufacturer of any proposed products, proposes the following clarifications:

Page 4 - Section 3 – Contract Administration – 3.11 Warranties

The Contractor  shall pass through, as permitted, any manufacturer provision which warrants that, per the period of time established in the Standard Publisher’s Warranty, the materials shall be:  (a) of a quality to pass without objection in the trade under the Contract description; (b) fit for the intended purposes for which the materials are used; (c) within the variations permitted by the Contract and are of even kind, quantity, and quality within each unit and among all units; (d) adequately contained, packaged and marked as the Contract may require; and (e) conform to the written promises or affirmations of fact made by the manufacturer Contractor.
Page 6 - Section 6 – Risk and Liability – Indemnification
This section is not subject to any monetary limitations of liability in this Master Agreement or in any other document executed in conjunction with this Master Agreement.

Page 6 - Section 6 – Risk and Liability – Insurance – A. Minimum Scope and Limits of Insurance 

The policy shall be endorsed to include the following additional insured language. “The [Participating State, e.g., the State of Arizona], its departments, agencies, boards, commissions, universities and its officers, officials, agents, and employees shall be named as additional insureds with respect to liability arising out of the activities performed by or on behalf of the Contractor, involving automobiles owned, leased, hired or borrowed by the Contractor.

Page 7 - Section 6 – Risk and Liability – Insurance – E. Verification of Coverage – Second Paragraph

 All certificates and endorsements are to be received by the Participating State before work commences.

Page 7 - Section 6 – Risk and Liability – Insurance – E. Verification of Coverage – third paragraph

Subject to confidentiality and in the event of a claim, Tthe State of Arizona reserves the right to require complete, certified copies of all insurance policies required by this Contract at any time.

WSCA Terms and Conditions

CDW•G proposes the following mutual limitation of liability provision for the benefit of all parties

Neither party shall be liable for any indirect, consequential, punitive or special damages. Except for any indemnity obligations, a party’s liability shall be limited to the greater of the amounts paid for the specific product(s) giving rise to the claim or $2 Million. 

In addition, CDW•G, acting as a reseller and not the manufacturer of any proposed products, proposes the following clarifications:

Page 4 - Section 11 – Indemnification – Final sentence

This section is not subject to any monetary limitation of liability in this Master Agreement or in any other document executed in conjunction with this Master Agreement.

Page 4 - Section 12 – Indemnification – Intellectual Property - first sentence of the section

The Contractor shall pass through, as permitted, any manufacture intellectual property indemnification provision, including that which  defends, indemnifiesy and holds harmless WSCA, the Lead State and Participating Entities along with their officers, agencies, and employees as well as any person or entity for which they may be liable ("Indemnified Party") from and against claims, damages or causes of action including reasonable attorneys’ fees and related costs arising out of the claim that the Product or its use, infringes Intellectual Property rights ("Intellectual Property Claim").  In addition, CDW•G, acting as a reseller, proposes the following clarification to the last sentence of the section:  If the manufacturer Contractor fails to vigorously pursue the defense or settlement of the Intellectual Property Claim, the Indemnified Party may assume the defense or settlement of it and the manufacturer Contractor may shall be liable for all costs and expenses, including reasonable attorneys’ fees and related costs, incurred by the Indemnified Party in the pursuit of the Intellectual Property Claim. This section is not subject to any monetary limitations of liability in this Master Agreement or in any other document executed in conjunction with this Master Agreement.

Page – 6 - Section 15 – Insurance – Paragraph 4

Prior to commencement of the work, Contractor shall provide to the Participating Entity a certificate written endorsement to the Contractor’s general liability insurance policy that (i) names the Participating Entity as an additional insured, (ii) provides that no material alteration, cancellation, non-renewal, or expiration of the coverage contained in such policy shall have effect unless the named Participating Entity has been given at least thirty (30) days prior written notice, and (iii) provides that the Contractor’s liability insurance policy shall be primary, with any liability insurance of the Participating Entity as secondary and noncontributory. 
Page 7 - Section 17 – License of the Pre-Existing Intellectual Property 

Contractor grants to the Participating Entity a nonexclusive, perpetual, royalty-free, irrevocable, unlimited license to publish, translate, reproduce, modify, deliver, perform, display, and dispose of the Intellectual Property, and its derivatives, used or delivered under this Master Agreement, but not created under it (“Pre-existing Intellectual Property”).
Page 8 - Section 26 – Standard of Performance and Acceptance - CDW•G proposes to modify this section to apply to services only since product acceptance is covered in the Returns provision of the Statement of Work

The Standard of Performance applies to all Productservices(s) purchased under this Master Agreement, including any additional, replacement, or substitute Productservice(s) and any Productservice(s) which are modified by or with the written approval of Contractor after Acceptance by the Participating Entity.  The Acceptance Testing period shall be thirty (30) calendar days after delivery or other time period as may be mutually agreed to and included in the Purchase Order or any statement of work. Upon receiving notification of rejection, the Contractor will have fifteen (15) calendar days to cure the Standard of Performance issue(s). If after the cure period, the Product service still has not met the Standard of Performance Participating Entity may, at its option: (1) declare Contractor to be in breach and terminate the Order; (2) demand replacement Product from Contractor at no additional cost to Participating Entity; or, (3) continue the cure period for an additional time period agreed upon by the Participating Entity and the Contractor. Contractor shall pay all costs related to the preparation and shipping of Product returned pursuant to the section. No Product shall be accepted and no charges shall be paid until the Standard of Performance is met.  The warranty period will begin upon Acceptance.

Page 9 - Section 30 – Warranty

The Contractor warrants for the period established per the publisher’s standard warranty from the date of Acceptance that Contractor shall pass through, as permitted, warranties which provide  that: (a) the Product performs according to all specific claims that the manufacturer Contractor made in its response to the solicitation, (b) the Product is suitable for the ordinary purposes for which such Product is used, (c) the Product is suitable for any special purposes identified in the solicitation or for which the Participating Entity has relied on the manufacturer’s Contractor’s skill or judgment, (d) the Product is designed and manufactured in a commercially reasonable manner, and (e) the Product is free of defects.  Upon breach of the warranty, the Contractor will assist the Lead State or Participating Entity in utilizing the manufacturer warranty.  repair or replace (at no charge to the Participating Entity) the Product whose nonconformance is discovered and made known to the Contractor.  If the repaired and/or replaced Product proves to be inadequate, or fails of its essential purpose, the Contractor will refund the full amount of any payments that have been made. The rights and remedies of the parties under this warranty are in addition to any other rights and remedies of the parties provided by law or equity, including, without limitation, actual damages, and, as applicable and awarded under the law, to a prevailing party, reasonable attorneys’ fees and costs. Contractor disclaims all other implied and express warranties.
Participating States’ Terms and Conditions

OHIO

Intent to Participate – Ohio Specific Terms and Conditions – Section 2.1, Audits

During the term of this Contract and for three years after termination, on reasonable notice and during customary business hours, the State may audit the Contractor's records and other materials that relate to the Deliverables and to the pricing representations that the Contractor has made to acquire this Contract. This audit right also will apply to the State's duly authorized representatives and any organization providing funding for any Deliverable.

Unless it is impracticable to do so, all records related to this Contract must be kept in a single location, either at the Contractor's principle place of business or the facilities where the Contractor substantially performed under this Contract. If this is not practical, the Contractor must assume the cost of collecting, organizing, and relocating the records, along with any technology needed for accessing the records, to its office nearest Columbus, Ohio whenever the State or any entity with audit rights requests access to the records. The Contractor must do so within 15 days of receiving the State's written notice of its intent to audit the Contractor's records and must notify the State as soon as the records are ready for audit. 

If any audit reveals any material misrepresentation or overcharge to the State the State will be entitled to recover its damages, and if such overcharges exceed five (5), also including the cost of the audit. Unless otherwise required by law, no audit shall occur more frequently than once per year.

Intent to Participate – Ohio Specific Terms and Conditions – Section 2.2, Insurance 

The Contractor must provide the following insurance coverage at its own expense throughout the term of this Contract:

a. Workers' compensation insurance, as required by Ohio law, and if some work will be done outside Ohio, the laws of the appropriate states where work will be done. The Contractor also must maintain employer's liability insurance with at least a $1,000,000.00 limit. 

b. Commercial General Liability insurance coverage for bodily injury, personal injury, wrongful death, and property damage. The defense cost must be outside of the policy limits. Such policy must designate the State of Ohio as an additional insured, as its interest may appear. The policy also must be endorsed to include a blanket waiver of subrogation. At a minimum, the limits of the insurance must be:

$ 2,000,000 General Aggregate

$ 2,000,000 Products/Completed Operations Aggregate

$ 1,000,000 Per Occurrence Limit

$ 1,000,000 Personal and Advertising Injury Limit

$ 100,000 Fire Legal Liability

$ 10,000 Medical Payments

The policy must be endorsed to provide the State with 30·days prior written notice of cancellation or material change to the policy. And the Contractor's Commercial General Liability must be primary over any other insurance coverage.

a. Commercial Automobile Liability insurance with a combined limit of $500,000. 

b. Professional Liability insurance covering all staff with a minimum limit of $1,000,000 per incident and $3,000,000 aggregate. If the Contractor's policy is written on a "claims made" basis, the Contractor must provide the State with proof of continuous coverage at the time the policy is renewed. If for any reason the policy expires, or coverage is terminated, the Contractor must purchase and maintain "tail" coverage through the applicable statute of limitations.

All certificates must be in a form that is reasonably satisfactory to the State as to the contents of the policies and the quality of the insurance carriers. All carriers must have at least an "A·" rating by A.M. Best.

In addition, CDW•G, acting as a reseller and not the manufacturer of any proposed products, proposes the following clarifications:

Intent to Participate – Ohio Specific Terms and Conditions – Section 2.5, Recalls

If to Contractor’s knowledge a Deliverable has been is recalled, seized, or embargoed, or if the Contractor, a manufacturer, packer, processor, or regulatory body finds that a Deliverable has been misbranded, adulterated, or is unsafe, the Contractor must notify the State, through the Department of Administrative Services, Office of State Purchasing, as well as all agencies that have ordered the Deliverable, within ten business days after the Contractor learns of any of the above events. At the option of the State, the Contractor must either reimburse the State for the purchase price of each affected Deliverable or provide an equal or better replacement for each Deliverable at no additional cost to the State, The Contractor also must remove and replace all affected Deliverables within a reasonable time, as determined by the State, Further, at the option of the State, the Contractor may be required to reimburse the State for storage costs and handling fees, which the State may calculate from the time of delivery of each affected Deliverable to the Deliverable's actual removal. Furthermore, the Contractor must bear all costs associated with the removal and proper disposal of the affected Deliverables, The State will treat any failure to refund the purchase price or provide a suitable replacement within a reasonable time, not to exceed 30 days, as a default.

Intent to Participate – Ohio Specific Terms and Conditions – Section 3.1, Acceptance

The acceptance procedure for services Deliverables will be an informal review by the agency acquiring the Deliverables to ensure that each Deliverable meets the warranties in this Contract. The State will have up to 30 days after the performance of services installation to do this. The State will not issue a formal letter of acceptance, and passage of 30 days will imply acceptance, though the State will issue a notice of noncompliance if a Deliverables does not meet the warranties in this Contract. 

If the State issues a noncompliance letter, the Contractor will have 30 days to correct the problems listed in the letter. If the Contractor fails to do so, the Contractor will be in default without a cure period. If the State has issued a noncompliance letter, the Deliverable will not be accepted until the State issues a letter of acceptance indicating that each problem noted in the noncompliance letter has been cured. If the problems have been fixed during the 30-day period, the State will issue the acceptance letter within 15 days after alt defects have been fixed.

Intent to Participate – Ohio Specific Terms and Conditions – Section 4, Intellectual Property 

As used in this section. "Commercial Material" means anything that the Contractor or a third party has developed at private expense and that is commercially available in the marketplace, subject to intellectual property rights, and readily susceptible to copying through duplication on magnetic media, paper, or other media. Examples include the written reports, books, pictures, videos, movies, computer programs, source code, and documentation.

Any Commercial Material that the Contractor intends to deliver as a Deliverable must have the scope of the license granted in such material disclosed to the State upon its request prior to incorporating the Commercial Material into a Deliverable, if that scope of license is different than the scope of license contained in this section for Commercial Materials.

Except for Commercial Material that is software ("Commercial Software"), if the Commercial Material is copyrighted and published material, then the State will have the rights permitted under the federal copyright laws for each copy of the Commercial Material delivered to it by the Contractor.

Except for Commercial Software, if the Commercial Material is patented, then the State will have the rights under the federal patent laws for each copy of the Commercial Material delivered to it by the Contractor.

For Commercial Software, the State will have the rights set forth in the end user license agreements provided by the manufacturer.  following, perpetual rights, subject to the next paragraph. The State may:

(1) Use and copy the Commercial Software for use in or with the computer or computers for which it was acquired, including use at any State installation to which such computer or computers may be transferred;

(2) Use or copy the Commercial Software for use with a backup computer for disaster recovery and disaster recovery testing purposes or if any computer for which it was acquired is inoperative;

(3) Reproduce the Commercial Software for archival, image management, and backup purposes;

(4) Modify, adapt, and combine the Commercial Software with other computer software, provided that the modified, combined, and adapted portions of the derivative software incorporating any of the Commercial Software will be subject to same restrictions on use;

(5) Disclose to and reproduce the Commercial Software for use on behalf of the State by support service contractors or their subcontractors, subject to the same restrictions on use; and

(6) Use or copy the Commercial Software for use with a replacement computer.

In the case of any other scope of license (e.g., MIPs, tier, concurrent users, enterprise, site, or otherwise), the foregoing will apply except as expressly modified by the applicable license description. If the contractor provides greater license rights in an item included in the Contract to its general purchaser base for the Software's list price, those additional license rights also will be provided to the State without additional cost or obligation. No license description may reduce the rights in items 1 through 6 above; it may only define the extent of use, if the use is other than a CPU license.
The State will treat any Commercial Software as Confidential Information, in accordance with the requirements of the Confidential Information section of this Contract, if the Commercial Software is clearly and conspicuously labeled as confidential or secret.

Intent to Participate – Ohio Specific Terms and Conditions – Section 4, Intellectual Property – Paragraph 2

The Contractor grants the State a worldwide, non-exclusive, royalty-free, perpetual license to use, modify, sell, and otherwise distribute internally all Pre-existing Materials that are incorporated in any custom-developed Deliverable. The Contractor may not include in any custom Deliverable any intellectual property unless such has been created under this Contract or qualifies as Pre-existing Material. If the Contractor wants to incorporate any Pre-existing materials in a custom Deliverable, the Contractor must disclose that desire to the State and obtain written approval from the State for doing so in advance. On the request of the Contractor, the State will incorporate any proprietary notice that Contractor may reasonably want for any Pre-existing Materials included in a custom Deliverable in all copies the State makes of that Deliverable.

Intent to Participate – Ohio Specific Terms and Conditions – Section 6, Warranties and Liabilities – Section 6.1, Warranties – First 2 paragraphs

The Contractor warrants that the recommendations, guidance, and performance of the Contractor and all Deliverables in the performance of services under this Contract will:

(a) Be in accordance with the sound professional standards and the requirements of this Contract and without any material defects for a period of twenty (20) days;

(b)Any identified Deliverables developed uniquely for the State will N not infringe on the intellectual property rights of any third party;

(c) Be the work solely of the Contractor, unless otherwise provided in this Contract; and

(cd) Be merchantable and fit for the particular ordinary purpose for which the Deliverables were acquired. 

Intent to Participate – Ohio Specific Terms and Conditions – Section 6, Warranties and Liabilities – Section 6.2, Software Warranties – Final 3 paragraphs

For Commercial Software developed by the Contractor or licensed from a third party, the Contractor shall pass through, as permitted, any and all warranties and representations of the software manufacturer. represents and warrants that it either has the right or has obtained a binding commitment from the third party licensor to make the following warranties and commit to the following maintenance obligations. During the warranty period described in the next paragraph, the Contractor must:
(a) Maintain or cause the third-party licensor to maintain the Commercial Software so that it operates in the manner described in its documentation; 

(b) Supply technical bulletins and updated user guides;

(c) Supply the State with all updates, improvements, enhancements, and modifications to the Commercial

Software and documentation and, if available, the commentary and the source code;

(d) Correct or replace the software and remedy any material programming error that is attributable to the

Contractor or the third-party licensor; and

(e) Maintain or obtain a commitment from the third-party licensor to maintain the Commercial Software so that it will properly operate in conjunction with changes in the operating environment for which it was designed.

PC based servers and costing more than $10,000.00 per license or per copy, the warranty period will be the longer of one year after acceptance or the licensors standard warranty period. For Commercial Software designed for PC or PC-based servers and costing less than $10,000.00 per license or per copy, the warranty period will be the longer of three months after acceptance or the licensor’s standard warranty period. For PC and PC-based servers, the warranty will not include updates, improvements, enhancements, or modifications to the Commercial Software and documentation, if such are not provided as part of the licensor’s standard warranty or license fee. Software documentation means well written, readily understood, clear, and concise instructions for the software's users as well as a system administrator. The software documentation must provide the users of the software with meaningful instructions on how to take full advantage of all of the capabilities designed for end users. It also means installation and system administration documentation for a system administrator to allow proper control, configuration, and management of the software. Source code means the uncompiled operating instructions. The Contractor must provide the source code in the language in which it was written and must include such commentary or annotations as would allow a competent programmer proficient in the source language to readily interpret the source code and understand the purpose of all routines and subroutines contained within the source code.

Intent to Participate – Ohio Specific Terms and Conditions – Section 6, Warranties and Liabilities – Section 6.4, Indemnity

The Contractor must indemnify the State against all liability or expense resulting from bodily injury to any person (including injury resulting in death) or damage to property arising out of its performance under this Contract, provided such bodily injury or property damage is due to the negligence or other tortious conduct of the Contractor, its employees, agents, or subcontractors. The Contractor also must pass through to indemnify the State, if permitted, any manufacturer protection against any claim of infringement of a copyright, patent, trade secret, or other intellectual property rights based on the State's proper use of any Deliverable under this Contract. This obligation of indemnification will not apply where the State has modified the Deliverable and the claim of infringement is based on the modification. The State will give the manufacturer Contractor notice of any such claim as soon as reasonably practicable. If a successful claim of infringement is made, or if the Contractor reasonably believes that an infringement claim that is pending against the manufacturer may actually succeed, the Contractor will do one of the following four things representing its sole and obligation in the event of alleged third party intellectual property infringement:

(a) Modify the Deliverable so that it is no longer infringing; 

(b) Replace the Deliverable with an equivalent or better item;

(c) Acquire the right for the State to use the Deliverable as it was intended for the State to use under this Contract; or

(d) Remove the Deliverable and refund the fee the State paid for the Deliverable and the fee for any other Deliverable that required the availability of the infringing Deliverable for it to be useful to the State.

Notwithstanding any language to the contrary, the State does not agree to indemnify the Contractor for any type of claim, loss, liability, costs, or expenses (Including attorney's fees).

Intent to Participate – Ohio Specific Terms and Conditions – Section 6, Warranties and Liabilities – Section 6.5, Limitation of Liability 

NOTWITHSTANDING ANYTHING TO THE CONTRARY CONTAINED IN THIS CONTRACT OR ANYTHING INCORPORATED BY REFERENCE INTO THIS CONTRACT, THE PARTIES AGREE AS FOLLOWS:

(a) NEITHER PARTY WILL BE LIABLE FOR ANY INDIRECT, INCIDENTAL, OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY KIND, INCLUDING BUT NOT LIMITED TO LOST PROFITS, EVEN IF THE PARTIES HAVE BEEN ADVISED, KNEW, OR SHOULD HAVE KNOWN OF THE POSSIBILITY OF SUCH DAMAGES.

(b) THE CONTRACTOR WILL BE LIABLE FOR ALL DIRECT DAMAGES DUE TO THE FAULT OR NEGLIGENCE OF THE CONTRACTOR OR ITS BREACH OF ANY PROVISION OF THIS CONTRACT UP TO THE GREATER OF THE AMOUNTS PAID FOR THE SPECIFIC PRODUCT(S) GIVING RISE TO THE CLAIM OR $2 MILLION.

Intent to Participate – Ohio Specific Terms and Conditions – Section 7, Maintenance – Section 7.1, Software Maintenance

Additionally, the Contractor will make (or obtain a commitment from the third-party licensor to make) maintenance available for the software for at least five years after the warranty period. If the licensor, whether it is the Contractor or a third-party, is unable to provide maintenance during that period, then the licensor must do one of the following things: (a) give the State a pro rata refund of the license fee based on a five-year useful life; or (b) release the source code for the software to the State for use by the State solely for the purpose of maintaining any copies of the software for which the State has a proper license. The State will treat the source code as Confidential Information under the Confidentiality Section of this Contract. In the case of third-party Commercial Software, the Contractor warrants that it has legally bound the third-party licensor to the obligations of this Contract or that the Contractor has the right to make these commitments directly to the State.

Intent to Participate – Ohio Specific Terms and Conditions – Section 7, Maintenance – Section 7.2, Software Upgrades - Final paragraph

The foregoing will not apply to Commercial Software for PCs and PC-based server software with a license fee of less than $10,000.00, unless the Contractor or third-party licensor makes upgrade packages available for the Commercial Software to other purchasers. If PC or PC-based server software upgrades are available, the State will be entitled to the most favorable license fee on which such are made available to other most favored purchasers or dealers, as appropriate.
Participating States’ Terms and Conditions

VERMONT

Intent to Participate – State of Vermont Additional Terms and Conditions to the NASPO Terms and Conditions and Required Forms – Section 3, Independence, Liability

The Contractor shall defend the State and its officers and employees against all claims or suits arising in whole or in part from any negligent or willful act or omission of the Contractor or of any agent of the Contractor. The State shall notify the Contractor in the event of any such claim or suit, and the Contractor shall immediately retain counsel and otherwise provide a complete defense against the entire claim or suit.

After a final judgment or settlement the Contractor may request recoupment of specific defense costs and may file suit in Washington Superior Court requesting recoupment. The Contractor shall be entitled to recoup costs only upon a showing that such costs were entirely unrelated to the defense of any claim arising from an act or omission of the Contractor.

The Contractor shall indemnify the State and its officers and employees in the event that the State, its officers or employees become legally obligated to pay any damages or losses arising from any negligent or willful act or omission of the Contractor.

(  
TAKES THE FOLLOWING EXCEPTIONS TO OTHER REQUIREMENTS OF THE SOLICITATION:

Please insert language; identify section, clause number (where applicable) and exception(s).

Pricing

CDW•G’s ‘Questionnaire-Offeror-Pricing’ document is provided as a separate attachment in ProcureAZ.

Western States Cooperative Alliance (WSCA)


Software Value-Added Reseller





CDW Government


230 N. Milwaukee Avenue


Vernon Hills, IL 60654


April 15, 2011





		Figure � SEQ Figure \* ARABIC �1�: Circle of Service – Everything we do 			revolves around the customer.





		Figure � SEQ Figure \* ARABIC �4�: Purchase Authorization System – 		Ensure compliance with internal procurement 		requirements.





Figure � SEQ Figure \* ARABIC �7�: Software Technology Roadmap - PEs can expect CDW•G to work with them throughout the life of their software agreements and beyond. We use this method to help our purchasers manage their agreements.





Deployment Planning, Technology Road Map, Annual Review and True Up





Conducted within 9 months of agreement kick-off





Review of Software Assurance Benefits and Planning





Conducted 15 months after kick-off





Software Assurance Benefits 





Conducted within the first 90 days of agreement kick-off
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Report of Independent Registered Public Accounting Firm

To the Board of Directors
and sharcholders of CDW Corporation:

In ocur opinion, the accompanying consolidated balance sheets and the related consolidated statements of operations, of shareholders’
equity (deficit) and of cash flows present fairly, in all material respects, the financial position of CDW Corporation and its subsidiaries
-at December 31, 2009 and December 31, 2008, and the results of their operations and their cash flows for each of the two years in the
period ended December 31, 2009 and for the period from October 12, 2007 to December 31, 2007 in conformity with accounting
principles generalty accepted in the United States of America. In addition, in our opinion, the financial statement schedule for the years
ended December 31, 2009 and December 31, 2008 and for the period from October 12, 2007 to December 31, 2007 presents fairly, in
all material respects, the information set forth therein when read in conjunction with the related consolidated financial statements, These
financial statements and financial statement schedule are the responsibility of the Company’s management. Our responsibility is to
express an opinion on these financial statements and financial statement schedule based on our audits. We conducted our audits of these
statements in accordance with the standards of the Public Company Accounting Oversight Board (United States). Those standards
require that we plan and perform the audit to obtain reasonable assurance about whether the financial statements are free of material

. misstatement. An audit includes examining, on a test basis, evidence supporting the amounts and disclosures in the financial statements,
assessing the accounting principles used and significant estimates made by management, and evaluating the overall financial statement
presentation. We believe that our audits provide a reasonable basis for our opinion.

As discussed in Note 2 to the consolidated financial statements, the Company changed the manner in which it accounts for the fair
value of financial assets and liabilities in 2008.

/s PricewaterhouseCoopers LLP

PricewaterhouseCoopers LLP

Chicago, Tllinois

March 3, 2010, except for Note 16 and Note 20, as to which the date is September 1, 2010

E-2
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CDW CORPORATION AND SUBSINMARIES
CONSOLIDATED BALANCE SHEETS
(in millions, except per share amounts)

Page 193 of 305

December 31,
2009 2008
Assets
Current assets:
Cash and cash equivalents $ 880 $ 944
Accounts receivable, net of allowance for doubtful accounts of $6.3 and $6.4, respectively 1,006.7 8714
Merchandise inventory : 2578 2426
Miscellancous receivables 127.8 142.5
Deferred income taxes 40.0 40.8
Prepaid expenses and other 37.5 275
Total current assets 1,557.8 1,4192
Property and equipment, net 165.8 2023
Goodwill 2,2074 2,442.0
Other intangible assets, net 1,9514 2,116.4
Deferred financing costs, net 91.2 96.2
Other assets 24 0.2
Total assets $ 59760 $ 6,276.3
Liabilities and Shareholders’ (Deficit) Equity
Current liabilities:
Accounts payable $ 2923 $ 2240
Current maturities of long-term debt and capital leases 22.6 15.8
Fair vaiue of interest rate swap agreements 68.7 66.0
Deferred revenue 28.9 17.1
Accrued expenses:
Compensation 63.5 64.8
Interest 50.0 64.1
Sales taxes 19.9 17.3
Advertising 16.3 139
Income taxes — 4.1
Other 724 54.5
Total current liabilities 6346 541.6
Long-term liabilities:
Debt and capital leases 4,599.3 4.617.7
Deferred income taxes 694.7 780.5
Fair value of interest rate swap agreements 1.9 319
Accrued interest 45.5 12.5
Other liabilities 44.7 209
Total long-term liabilities 5,386.1 5472.5
Commitments and contingencies — —
Shareholders’ {deficit) egnity:
Class A common shares, $0.01 par value, 100,000 shares aunthorized, issued, and outstanding — —
Class B common shares, $0.01 par value, 1,900,000 shares authorized; 907,346 and 00,102 shares
issued and outstanding, respectively — —
Paid-in capital 2,1554 2,140.8
Accumulated deficit (2,178.8) (1,805.4)
Accumulated other comprehensive loss (21.3) (73.2)
Total shareholders’ (deficit) equity (44.7) 262.2
Total liabilities and shareholders’ (deficit) equity $ 5,976.0 $6,276.3
The accompanying notes are an integral part of the consolidated financial statements.
F-3
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Net sales
Cost of sales

Gross profit

Selling and administrative expenses
Advertising expense
Goodwill impairment

(Loss) income from operations

Interest expense, net
Other income, net

Loss before income taxes

Income tax benefit

Net loss

CDW CORPORATION AND SUBSIDIARIES

CONSOLIDATED STATEMENTS OF OPERATIONS

{in millions)

Page 194 of 305

The accompanying notes are an integral part of the consolidated financial statements.

F-4

Period from
October 12,
2007 o
Years Ended December 31, December 31,
2009 2008 2007
$7.162.6 $ 8,071.2 $ 1,8002
6,029.7 6,710.2 1,505.8
1,132.9 1,361.0 2944
821.1 894.8 2218
101.9 141.3 27.0
241.8 1,712.0 —
(31.9) (1,387.1) 45.6
(431.7) (390.3) (104.6)
2.4 0.2 0.2
(461.2) (1,777.2) (58.8)
87.8 12.1 18.5
$ (373.4) $ (1,765.1) $ (40.3)
05/08/2010
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CDW CORPORATION AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF CASH FLOWS

Cash flows from operating activities:
Net loss

Adjustments to reconcile net loss to net cash provided by (used in) operating

activities:

Goodwill impairment
Depreciation and amortization
Equity-based compensation expense
Deferred income taxes
Allowance for doubtful accounts
Amortization of deferred financing costs
Realized loss on interest rate swap agreements
Net (gain} loss on sales and disposals of assets
Changes in assets and labilities:

Accounts receivable

Merchandise inventory

Other assets

Accounts payable

Other current liabilities

Long-term liabilities

Net cash provided by (used in) operating activities

Cash flows from investing activities:
Capital expenditures

Cash settlements on interest rate swap agresments

Purchases of marketable securities
Redemptions of marketable securities
Proceeds from sale of assets

Acquisition of CDW Corporation, net of cash acquired

Net cash used in investing activities

Cash flows from financing activities:
Proceeds from issuance of long-term debt
Repayments of long-term debt.

(in millions)

Preceeds from borrowings under revolving credit facility
Repayments of borrowings under revolving credit facility

Principal payments under capital lease obligations

Investment from CDW Holdings LL.C

Forfeitures refated to MPK Coworker Incentive Plan I

Payment of deferred financing costs

Net cash (used in) provided by financing activities

Effect of exchange rate changes on cash and cash equivalents

Net {(decrease) increase in cash
Cash and cash eguivalents — beginning of period
Cash and cash equivalents — end of period

Supplementary disclosure of cash flow information:
Interest paid, including cash settlements on interest rate swap agreements

Taxes paid, net

Non-cash investing and financing activities:
Investment in Singlewire Software, LLC
Equipment obtained under capital lease

Page 197 of 305

Period from

October 12, 2007
Years Ended December 31, to December 31,
249 2008 207
$ (373.4) $ (1,765.1) 3 (40.3)
241.8 1,712.0 —_
218.2 2184 46.3
15.9 17.8 4.2
(94.9) (35.9) (12.6)
0.2) 0.4 0.1
16.2 38.6 13.4
103.2 18.6 —
1.7 0.5 —
(131.3) 116.7 45.3
(15.0) 78.6 83
3.2 (3.8) 10.4
67.4 (199.1) (151.5)
3.9 (28.9) (100.7)
447 11.4 5.9
08.5 174.2 (171.2)
(15.6) (41.1) 8.0
(72.2) (19.2) —
(20.0) — —
20.0 — —
52 — —
— — (6,391.6)
(82.6) (60.3) (6,399.6)
— 150.0 4,180.0
(11.0 (190.0) —
— 1,126.7 844.2
— (1,072.8) (406.7)
0.6) (0.5) —
0.1 1.3 2,071.7
— (3.8) —
(11.3) (45.5) (102.7)
(22.8) (34.6) 6,586.5
0.5 (0.5) 0.1)
6.4) 78.8 156
04 .4 15.6 —_
$ 880 $ 044 $ 15.6
$ 3688 $ 3466 § 21.2
$ 117 $ 31 $ 0.1
$ 1.9 $ — b —
5 — $ 2.3 $ —
09/08,2010
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Management Investors roll-over of existing CDW equity 5 — $ — $ 421
Issuance of Deferred Units 8 — $ — 3 8.6

The accompanying notes are an integral part of the consolidated financial statements,

F-7
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CDW CORPORATION AND SUBSIDIARIES
CONSOLIDATED BALANCE SHEETS
(in millions, except per share amounts)

(unaudited)
June December 31,
__ 2010 2009
Assets
Current assets:
Cash and cash equivalents $ 261 $ 88.0
Accounts receivable, net of allowance for doubtful accounts of $5.0 and $6.3, respectively 1,118.3 1,006.7
Merchandise inventory 3124 2578
Miscellaneous receivables 154.0 127.8
Deferred income taxes 28.5 40.0
Prepaid expenses and other 51.1 375
Total current assets 1,690.4 1,557.8
Property and equipment, net 1527 165.8
Goodwill 2,207.1 22074
Other intangible assets, net 1,869.8 1,951.4
Deferred financing costs, net 81.5 91.2
Fair value of interest rate cap agreements 2.4 —
Other assets 1.9 24
Total assets $ 6,005.8 $ 5,976.0
Liabilities and Shareholders’ Deficit
Current liabilities:
Accounts payable $ 5910 $ 2023
Current maturities of long-term debt and capital leases 22,7 22.6
Fair value of interest rate swap agreements 39.0 68.7
Deferred revenue 41.7 289
Accrued expenses:
Compensation 76.3 63.5
Interest 62.0 500
Sales taxes 19.3 19.9
Advertising 233 16.3
Income taxes 8.2 —
Other 81.5 72.3
Total current liabilities 965.0 634.5
Long-term liabilities:
Debt and capital leases 4,340.2 4,599.3
Deferred income taxes 665.6 694.7
Fair value of interest rate swap agreements — 19
Accrued interest 36.0 45.6
Other liabilities 484 447
Total long-term liabilities 53,0802 5,386.2
Commitments and contingencies . _— —_
Shareholders’ deficit:
Class A common shares, $0.01 par value,
100,000 shares authorized, issued, and outstanding — —
Class B common shares, $0.01 par value,
1,900,000 shares authorized; 908,279 and 907,346 shares issued and outstanding,
respectively — —
Paid-in capital 2,163.1 2,1554
Accumulated deficit (2,183.6) (2,178.8)
Accumulated other comprehensive loss (28.9) {21.3)
Total shareholders’ deficit {49.4) 44.7)
Total liabilities and shareholders’ deficit § 6,005.8 $ 39760
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The accompanying notes are an integral part of the consolidated financial statements.
P71
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CDW CORPORATION AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF OPERATIONS
(in millions)

(unaudited)
Six Months Ended June 30,
2010 2009

Net sales $ 41574 % 32347
Cost of sales 3,491.7 2,705.7
Gross profit 663.7 529.0
Selling and administrative expenses 454.0 396.1
Advertising expense 44.8 51.9
Goodwill impairment . — 235.0
Income (loss) from operations 166.9 (154.0)
Interest expense, net (183.5) (209.1)
Gain on extinguishment of long-term debt 9.2 —
Other income, net 0.1 2.3
Loss before income taxes (7.3} (360.8)
Income tax benefit 2.5 49.7
Net loss 3 4.8) $ (31LD

The accompanying notes are an integral part of the consolidated financial statements.
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CDW CORPORATION AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF CASH FLOWS
(in millions)

(unaudited)
Six Months Ended
June 30,
2010 2009
Cash flows from operating activities:
Net loss $ 4.8 SGI1LD
Adjustments to reconcile net loss to net cash provided by operating activities:
Goeodwill impairment — 235.0
Depreciation and amortization 105.1 109.9
Equity-based compensation expense 8.4 8.2
Deferred income taxes (29.3) (39.4)
Allowance for doubtful accounts (1.3) 1.0
Amortization of deferred fmancing costs 0.0 79
Realized loss on fnterest rate swap agreements 12.8 417
Mark to market loss on interest rate cap agreements 35 —
Gain on extinguishment of long-term debt . 9.2) —
Gain on sale of assets — 2.1
Changes in assets and liabilities:
Accounts receivable {110.8) 716
Merchandise inventory (54.7) (31.9)
Other assets (39.3) (12.7)
Accounts payable 298.9 233.8
Other current liabilities 61.6 (29.7)
Long-term Labilities 10.4 17.2
Net cash provided by operating activities 260.3 209.4
Cash flows from investing activities:
Capital expenditures (10.5) (8.3)
Cash settlements on interest rate swap agreements (39.4) (22.2)
Premium payments on interest rate cap agreements 5.9 —_
Proceeds from sale of assets — 5.2
Net cash used in investing activities (55.8) (25.3)
Cash flows from financing activities:
Payments to extinguish long-term debt (18.6) —
Repayments of long-term debt (11.0) (4.5)
Proceeds from borrowings under revolving credit facility 249.8 —_
Repayments of borrowings under revolving credit facility (486.1) —
Principal payments under capital lease obligations 0.3) (0.3)
Investment from CDW Holdings LL.C — 0.1
Net cash used in financing activities (266.2) 4.7
Effect of exchange rate changes on cash and cash equivalents (0.2) 0.2
Net {decrease) increase in cash and cash equivalents (61.9) 269.6
Cash and cash equivalents — beginning of period 88.0 94.4
Cash and cash equivalents — end of period $ 261 $ 3640

The accompanying notes are an integral part of the consolidated financial statements.
F-74
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Remit To:

CDW

Box 88626

Milwaukee WI 53288-0626
United States

Company ABC
Accts Payable
123 W Ist Street

City, State 12345

United States

Page: 1

Invoice No: ND1234567
Invoice Date: 08/31/2010
Due Date: 09/30/2010
PO: B12345

Client Number: 11223344

Expenses

Project: Company ABC-10JUL-Wireless Site Survey
Task: Hotel (Assessment/Design)

Chris Engineer

Date Item Description Price UOM QTY Net Amount
Professional Services
Project: Company ABC-10JUL-Wireless Site Survey
Task: Engineering

Chris Engineer
08/09/2010 WSS 180.00 HR 8.00 1,440.00
08/10/2010 WSS 180.00 HR 8.00 1,440.00
08/11/2010 WSS 180.00 HR 8.00 1,440.00
08/12/2010 WSS Doc 180.00 HR 5.50 990.00
08/13/2010 WSS Doc 180.00 HR  4.50 810.00
Subtotal for: Chris Engineer 34.00 6,120.00

Scott Engineer
08/09/2010  Wireless Site Survey 180.00 HR 8.00 1,440.00
08/10/2010  Wireless Site Survey 180.00 HR 8.00 1,440.00
08/11/2010  Wireless Site Survey 180.00 HR 8.00 1,440.00
08/12/2010  Wireless Site Survey Docs 180.00 HR 5.50 990.00
08/13/2010  Wireless Site Survey Docs 180.00 HR 4.00 720.00
Subtotal for: Scott Engineer 33.50 6,030.00
Subtotal for: Engineering 67.50 12,150.00

Task: Travel

Chris Engineer
08/09/2010  Travel 85.00 HR 3.50 297.50
08/12/2010  Travel 85.00 HR 3.50 297.50
Subtotal for: Chris Engineer 7.00 595.00

Scott Engineer
08/09/2010  Travel 85.00 HR  4.50 382.50
08/12/2010  Travel 85.00 HR  4.50 382.50
Subtotal for: Scott Engineer 9.00 765.00
Subtotal for: Travel 16.00 1,360.00
Subtotal for: Company ABC-10JUL-Wireless Site Surve 83.50 13,510.00





Page Contd..... Page:
Company ABC Invoice No: ND1234567
Invoice Date:
‘ Date Item Description Price UOM QTY Net Amount
08/12/2010  Hotel 249.21 EA 1.00 249.21
Subtotal for: Chris Engineer 1.00 249.21
Scott Engineer
08/12/2010  Hotel 249.21 EA 1.00 249.21
Subtotal for: Scott Engineer 1.00 249.21
Subtotal for: Hotel (Assessment/Design) 2.00 498.42
Task: Meals (Assessment/Design)
Chris Engineer
08/09/2010  Dinner 34.25 EA 1.00 34.25
08/09/2010  Breakfast/Lunch 19.53 EA 1.00 19.53
08/10/2010  Dinner 28.29 EA 1.00 28.29
08/10/2010  Breakfast/Lunch 15.91 EA 1.00 15.91
08/11/2010  Dinner 41.77 EA 1.00 41.77
08/11/2010  Breakfast/Lunch 17.26 EA 1.00 17.26
08/12/2010  Water/Ice/Snacks for the week 22.16 EA 1.00 22.16
Subtotal for: Chris Engineer 7.00 179.17
Subtotal for: Meals (Assessment/Design) 7.00 179.17
Task: Mileage 2009 (Assessment/Design)
Scott Engineer
08/12/2010  Mileage 332.75 EA 1.00 332.75
Subtotal for: Scott Engineer 1.00 332.75
Subtotal for: Mileage 2009 (Assessment/Design) 1.00 332.75
Subtotal for: Company ABC-10JUL-Wireless Site Survey 10.00 1,010.34
Professional Services 13,510.00
Expenses 1,010.34
SubTotal: 14,520.34
Sales Tax: 0.00
| AMOUNT DUE 14,520.34 |

SALES AND SERVICES MAY BE GOVERNED BY A SIGNED AGREEMENT YOU MAY HAVE WITH A CDW ENTITY. IF NO
SEPARATE AGREEMENT IS APPLICABLE, THE TERMS AND CONDITIONS OF SALES AND SERVICES ARE LIMITED TO
THOSE CONTAINED IN THE “TERMS & CONDITIONS” LINK AT WWW.CDW.COM. BY ORDERING OR ACCEPTING
DELIVERY OF PRODUCTS OR BY ENGAGING A CDW ENTITY TO PERFORM OR PROCURE SERVICES, YOU AGREE

TO BE BOUND BY AND ACCEPT THOSE TERMS AND CONDITIONS. ANY ADDITIONAL OR DIFFERENT TERMS OR
CONDITIONS IN ANY FORM DELIVERED BY A CUSTOMER ARE HEREBY DEEMED TO BE MATERIAL ALTERATIONS,
AND NOTICE OF OBJECTION TO THEM AND REJECTION OF THEM IS HEREBY GIVEN.

For billing questions, please call:

608.288.3000

or eMail: BillingQuestions@cdw.com
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One CDW Way

200 N. Milwaukee Avenue
Vernon Hills, IL 60061
800.800.4239

CDW.com

License Purchase Certificate

Thank you for choosing CDW for your software needs. This document is your proof of purchase for this
software license. Please retain a copy of this document for your records. If you have questions or need further
assistance, please contact your CDW account manager.

Customer Information: Customer PO #:

Enter customer info here Customer PO
Customer Contact:

Customer Contact

CDW Order #:
CDW order # here

Invoice Date:

Invoice Date



http://www.cdw.com/
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License Purchase Certificate

CDW ltem# Manu Pin # Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW ltem Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW ltem Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments

CDW Item Manu Pin# Qty Description Comments
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License Purchase Certificate

CDW ltem# Manu Pin # Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW ltem Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments
CDW Item Manu Pin# Qty Description Comments

CDW Item Manu Pin# Qty Description Comments
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		Description23: Description

		Comments23: Comments

		CDW Item#24: CDW Item

		Manu Pin #24: Manu Pin#

		Quantity24: Qty

		Description24: Description

		Comments24: Comments

		CDW Item#25: CDW Item

		Manu Pin #25: Manu Pin#

		Quantity25: Qty

		Description25: Description

		Comments25: Comments

		CDW Item#6: CDW Item

		Manu Pin #26: Manu Pin#

		CDW Item#26: CDW Item

		Quantity26: Qty

		Description6: Description

		Description26: Description

		Comments6: Comments

		Comments26: Comments

		CDW Item#27: CDW Item

		Manu Pin #27: Manu Pin#

		Quantity27: Qty

		Description27: Description

		Comments27: Comments

		CDW Item#28: CDW Item

		Manu Pin #28: Manu Pin#

		Quantity28: Qty

		Description28: Description

		Comments28: Comments

		CDW Item#29: CDW Item

		Manu Pin #29: Manu Pin#

		Quantity29: Qty

		Description29: Description

		Comments29: Comments

		CDW Item#30: CDW Item

		Manu Pin #30: Manu Pin#

		Quantity30: Qty

		Description30: Description

		Comments30: Comments

		CDW Item#31: CDW Item

		Manu Pin #31: Manu Pin#

		Quantity31: Qty

		Description31: Description

		Comments31: Comments

		CDW Item#32: CDW Item

		Manu Pin #32: Manu Pin#

		Quantity32: Qty

		Description32: Description

		Comments32: Comments

		CDW Item#33: CDW Item

		Manu Pin #33: Manu Pin#

		Quantity33: Qty

		Description33: Description

		Comments13: Comments

		CDW Item#34: CDW Item

		Comments33: Comments

		Manu Pin #34: Manu Pin#

		Quantity34: Qty

		Description34: Description

		Comments34: Comments

		CDW Item#35: CDW Item

		Manu Pin #35: Manu Pin#

		Quantity35: Qty

		Description35: Description

		Comments35: Comments

		CDW Item#36: CDW Item

		Manu Pin #36: Manu Pin#

		Quantity36: Qty

		Description36: Description

		Comments36: Comments

		CDW Item#37: CDW Item

		Manu Pin #17: Manu Pin#

		Quantity37: Qty

		Manu Pin #37: Manu Pin#

		Description37: Description

		Comments37: Comments

		CDW Item#38: CDW Item

		Manu Pin #38: Manu Pin#

		Quantity38: Qty

		Description38: Description

		Comments38: Comments

		CDW Item#39: CDW Item

		Manu Pin #39: Manu Pin#

		Quantity39: Qty

		Description39: Description

		Comments39: Comments

		CDW Item#40: CDW Item

		Manu Pin #40: Manu Pin#

		Quantity40: Qty

		Description40: Description

		Comments40: Comments








Local Presence; National Coverage

We don’t just ship boxes off for delivery — although we can — we also have sales representatives and systems engineers ready from coast to coast
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Local Presence; National Cov






_1364369867.xls
Kellogg Sales

		WSCA #XXXX Contract Sales Report 1.1.2011-3.31.2011

		Customer Number		Customer Name		Customer P.O.		Ship To Customer Description		Ship To Address		Ship To Department		Attention:		Ship To City		Ship To State		Ship To Postal		Order #		Invoice Date		Invoice Number		Item Number		Item Type Description		Manufacturer Description		Manufacture Part #		Item Description		Quantity		Total Sales

		Customer Number		Customer Name		Customer P.O.		Ship To Customer Description		Ship To Address		Ship To Department		Attention:		Ship To City		Ship To State		Ship To Postal		Order #		Invoice Date		Invoice Number		Item Number		Item Type Description		Manufacturer Description		Manufacturer Part Number		Item Description		Quantity		XXX

		XXX		COUNTY HEALTH DEPARTMENT		076373		COUNTY HEALTH DEPARTMENT		111 NORTH COUNTRY FARM RD		IT		JAN SMITH		CITY NAME		XX		XXXXX		WGT2531		1/4/11		VZW9991		1955589		Software (S)		Microsoft Enterprise Agre (MEA)		269-12442-DCHDR		MS EA OFFICE PROFESSIONAL PLUS ALL L		700		XXX

		XXX		COUNTY HEALTH DEPARTMENT		076373		COUNTY HEALTH DEPARTMENT		111 NORTH COUNTRY FARM RD		IT		JAN SMITH		CITY NAME		XX		XXXXX		WGT2531		1/4/11		VZW9991		1955590		Software (S)		Microsoft Enterprise Agre (MEA)		66J-00580-DCHDR		MS EA WINDOWS VISTA BUSINESS ALL LNG		700		XXX

		XXX		COUNTY HEALTH DEPARTMENT		076373		COUNTY HEALTH DEPARTMENT		111 NORTH COUNTRY FARM RD		IT		JAN SMITH		CITY NAME		XX		XXXXX		WGT2531		1/4/11		VZW9991		1955591		Software (S)		Microsoft Enterprise Agre (MEA)		W06-01072-DCHDR US		MS EA CORE CALCLIENT ACCESS LIC ALL		700		XXX

		XXX		COUNTY HEALTH DEPARTMENT		076373		COUNTY HEALTH DEPARTMENT		111 NORTH COUNTRY FARM RD		IT		JAN SMITH		CITY NAME		XX		XXXXX		WGT2531		1/4/11		VZW9991		1955592		Software (S)		Microsoft Enterprise Agre (MEA)		76A-00004-DCHDR		MS EA ENTERPRISE CAL ALLLNG SASTEPUP		700		XXX

		XXX		COUNTY INFO TECHNOLOGIES		2011-00000106		COUNTY INFO TECHNOLOGIES		719 S BATAVIA AVE				BILL HILL		CITY NAME		XX		XXXXX		WGP9432		1/5/11		WBD7386		1668192		Software (S)		Microsoft Enterprise Agre (MEA)		W06-01063-KACAN1		MS EA CORE CAL CLIENT ACCESS LIC A/L		1275		XXX

		XXX		COUNTY INFO TECHNOLOGIES		2011-00000106		COUNTY INFO TECHNOLOGIES		719 S BATAVIA AVE				BILL HILL		CITY NAME		XX		XXXXX		WGP9432		1/5/11		WBD7386		1668194		Software (S)		Microsoft Enterprise Agre (MEA)		312-02257-KACAN1		MS EA EXCH SRV A/L SA Y1 ANNUAL		1		XXX

		XXX		COUNTY INFO TECHNOLOGIES		2011-00000106		COUNTY INFO TECHNOLOGIES		719 S BATAVIA AVE				BILL HILL		CITY NAME		XX		XXXXX		WGP9432		1/5/11		WBD7386		1668205		Software (S)		Microsoft Enterprise Agre (MEA)		395-03039-KACAN1		MS EA EXCH RSRVENT A/L SASU		1		XXX

		XXX		COUNTY INFO TECHNOLOGIES		2011-00000106		COUNTY INFO TECHNOLOGIES		719 S BATAVIA AVE				BILL HILL		CITY NAME		XX		XXXXX		WGP9432		1/5/11		WBD7386		1668209		Software (S)		Microsoft Enterprise Agre (MEA)		392-01918-KACAN1		MS EA SHAREPOINT DESIGN SA		1		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4959		1/10/11		WBZ4393		1712341		Software (S)		Microsoft Enterprise Agre (MEA)		P73-00226-HRSRN		MS EA WIN SRV STD SA F/HOUSE REP		6		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4988		1/10/11		WBZ4406		1712328		Software (S)		Microsoft Enterprise Agre (MEA)		W06-01071-HRSRN		MS EA CORE DCAL L/L SA F/HOUSE		150		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4988		1/10/11		WBZ4406		1712329		Software (S)		Microsoft Enterprise Agre (MEA)		66J-00582-HRSRN		MS EA VISTA BUS LIST SA F/HOUSE REPU		150		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4988		1/10/11		WBZ4406		1712332		Software (S)		Microsoft Enterprise Agre (MEA)		269-12444-HRSRN		MS EA OFFICE PRO PLUS L/L SA F/HOUS		150		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4988		1/10/11		WBZ4406		1712335		Software (S)		Microsoft Enterprise Agre (MEA)		312-02257-HRSRN		MS EA EXCH SRV STD A/SA F/HOUSE REPU		2		XXX

		XXX		LEGISLATIVE INFORMATION SYSTEMS		HRS0000007		HOUSE REPUBLICAN STAFF		400 N STRATTON OFFICE BLDG		PURCHASING		BEN POWERS		CITY NAME		XX		XXXXX		WHT4988		1/10/11		WBZ4406		1712341		Software (S)		Microsoft Enterprise Agre (MEA)		P73-00226-HRSRN		MS EA WIN SRV STD SA F/HOUSE REP		6		XXX

		XXX		COMMUNITY COLLEGE		P0069152		ELGIN COMMUNITY COLLEGE		1700 SPARTAN DR				JEFF BEJCEK		CITY NAME		XX		XXXXX		WJF8796		1/13/11		WDC7318		2223987		Software (S)		Adobe CLP 5.0 Academic (AE5)		65084160AB03A21		AVL ACROBAT PRO 2Y MNT 21M L3		1		XXX

		XXX		COMMUNITY COLLEGE		P0069152		ELGIN COMMUNITY COLLEGE		1700 SPARTAN DR				JEFF BEJCEK		CITY NAME		XX		XXXXX		WJF8796		1/13/11		WDC7318		2223886		Software (S)		Adobe CLP 5.0 Academic (AE5)		65083691AB03A00		AVL ACROBAT PRO 10 WIN L3		1		XXX

		XXX		CENTRAL MANAGEMENT SERVICE		CPC1577560		BCCS AIM VENDOR MANAGEMENT		120 W JEFFERSON ST FL 3				PRV#272		CITY NAME		XX		XXXXX		BWWC739		1/13/11		WCZ6905		2219756		Software (S)		Adobe CLP 5.0 Government (AG5)		65086303AC02A00		AVL ACROBAT 10 WIN L2		10		XXX

		XXX		CENTRAL MANAGEMENT SERVICE		CPC1577560		BCCS AIM VENDOR MANAGEMENT		120 W JEFFERSON ST FL 3				PRV#272		CITY NAME		XX		XXXXX		BWWC739		1/13/11		WCZ6905		2219750		Software (S)		Adobe CLP 5.0 Government (AG5)		65085495AC02A06		AVL ACROBAT 1Y MNT 6M L2		10		XXX

		XXX		CENTRAL MANAGEMENT SERVICE		CPC1577560		BCCS AIM VENDOR MANAGEMENT		120 W JEFFERSON ST FL 3				PRV#272		CITY NAME		XX		XXXXX		BWWC739		1/13/11		WCZ6905		2219608		Software (S)		Adobe CLP 5.0 Government (AG5)		65083691AC02A00		AVL ACROBAT PRO 10 WIN L2		15		XXX

		XXX		CENTRAL MANAGEMENT SERVICE		CPC1577560		BCCS AIM VENDOR MANAGEMENT		120 W JEFFERSON ST FL 3				PRV#272		CITY NAME		XX		XXXXX		BWWC739		1/13/11		WCZ6905		2219598		Software (S)		Adobe CLP 5.0 Government (AG5)		65083234AC02A00		AVL ACROBAT PRO 10 WIN UPG L2		10		XXX

		XXX		CENTRAL MANAGEMENT SERVICE		CPC1577560		BCCS AIM VENDOR MANAGEMENT		120 W JEFFERSON ST FL 3				PRV#272		CITY NAME		XX		XXXXX		BWWC739		1/13/11		WCZ6905		2219694		Software (S)		Adobe CLP 5.0 Government (AG5)		65084278AC02A06		AVL ACROBAT PRO 1Y MNT 6M L2		25		XXX

		XXX		COUNTY BOARD OFFICE		2011-00000238		KANE COUNTY BOARD OFFICE		719 S BATAVIA AVE		BLDG A 3RD FL				CITY NAME		XX		XXXXX		WJR7377		1/13/11		WDC6934		2219608		Software (S)		Adobe CLP 5.0 Government (AG5)		65083691AC02A00		AVL ACROBAT PRO 10 WIN L2		4		XXX

		XXX		DEPT OF TRANSPORTATION		11-0027/VC BOBS		ILLINOIS DEPT OF TRANSPORTATION		2300 S DIRKSEN PKWY RM 107				BILL OESTERREICH		CITY NAME		XX		XXXXX		BWZM194		1/14/11		WDK3045		2219756		Software (S)		Adobe CLP 5.0 Government (AG5)		65086303AC02A00		AVL ACROBAT 10 WIN L2		2		XXX












