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Dell Response Question #1:
Dell was founded in 1984 by Michael Dell, the longest-tenured executive to lead a company in the computer industry.  The company is based on a simple concept: by selling computer systems directly to customers, Dell could best understand their needs and efficiently provide the most effective computing solutions to meet those needs.  Dell has acted as a Software Reseller since 1984.   Dell acquired ASAP Software in 2007.  ASAP Software was also founded in 1984, as an Illinois corporation.  ASAP Software had also acted as a Software Reseller since 1984.  The combined qualifications and experience of Dell and ASAP Software far surpass other industry offerings.  Dell’s acquisition of ASAP Software combined the strengths of two industry leaders to deliver unsurpassed value to customers. Dell’s legacy of delivering top-notch hardware solutions was paralleled by ASAP Software’s experience in delivering top-notch software licensing solutions. As a result, Dell provides best-of-breed IT solutions that help simplify IT for our customers.
Dell's corporate headquarters are in Round Rock, Texas, the company's birthplace. Central Texas is also the home to Dell Americas, the regional business unit for the United States, Canada, South America and Latin America. Dell has regional headquarters in Bracknell, England, for Europe, Middle East and Africa and in Singapore to serve the Pacific Rim, including Japan, India, China, Australia and New Zealand.
At the end of Fiscal 2010, we had approximately 96,000 total employees (consisting of 94,300 regular employees and 1,700 temporary employees).
Any software reseller can take an order, but Dell goes beyond taking orders and partners with our customers to provide advice for money-saving opportunities and long-term solutions. Dell also looks beyond the existing programs and analyzes what programs will best meet the needs of our customers moving forward. We have grown and evolved along with our various State and Local Government customers, and we have worked with many similar customers where we hold contracts to analyze new volume license agreement offerings and identify which of those make sense for them. We also monitor existing agreements to make sure these VLAs, as well as the services we offer in conjunction with them, are still meeting our customers’ needs.  
The Dell Software Account Team
The Account Teams for Dell customers are customized for your direct needs, and may include the following members:
	1. Account Executive
1. Software Account Executive
1. Inside Sales Representative - Hardware
1. Inside Sales Representative – Software
	1. Technical Sales Representative
1. Technical Sales Representative
1. Publisher resources


Account Executive - The Account Executive (AE) is responsible for Dell’s Account Team and be will held accountable to WSCA customers and Dell management for the total satisfaction of the WSCA contract as it relates to your relationship with Dell.  The Account Executive will provide WSCA customers with ongoing account management and strategic planning assistance. In addition, your Dell Account Executive is responsible for building and managing the necessary Dell Software Account Team described herein.  After defining each participating State’s requirements, the Account Executive(s) will select and develop the Dell Software Project Team.  While WSCA customers will work directly with various members of Dell’s team, the Dell Account Executive provides single-point accountability for performance of Dell’s products and services at each State.
Software Account Executive - The Software Account Executive (SW AE) works directly with the AE and provides expertise on software related matters, ensuring that each WSCA customer’s software needs are understood and met. As a direct resource to WSCA customers, the Software Account Executive will provide these customers with strategic planning assistance for software products.  These Software AEs are located across the country to best serve participating WSCA states, and they specialize in software for State and Local Government and Education customers.
System Consultant - The System Consultant (SC) is a member of Dell’s technical sales team. The SC’s primary responsibility is to work with WSCA customers to provide “best in class” solutions to meet business requirements. The Dell System Consultant also works closely with your technical teams, keeping them up to date on changes and additions to Dell Enterprise Systems capabilities.
Inside Sales Representative - The Inside Sales Representative (ISR) is an Austin-based resource who will be responsible for the ordering and delivery of Dell products and services.  The ISR will ensure that Dell delivers properly configured systems and solutions to the right location at the right time.  General questions from any WSCA customer about product specifications, system availability, or order status can be directed to your Dell ISR.
Software Inside Sales Representative – The Software Inside Sales Representative (SISR) is based in Buffalo Grove, Illinois and is responsible for coordinating software product procurement and deployment, including software and related services.  The SISRs who will be working with WSCA customers are software experts who work only with State and Local Government and Education customers.
Technical Sales Representative - The Technical Sales Representative (TSR) are both Austin-based and Buffalo Grove-based resources who can be engaged by the ISR to provide deep technical product expertise for the ordering and delivery of Dell products and services to WSCA customers, as well as provide professional expertise on software products features and requirements.
Dell Software Specialists – The Software Specialists are Austin and Nashville-based resources who provide professional expertise on licensing programs. Trained and certified, they answer your licensing questions and help you navigate complex licensing options to optimize your enrollments and ensure their compliance.
Publisher Resources – When needed, Dell Software can engage publisher resources to provide additional input on software products in order to best meet WSCA customer needs.  We also have an internal marketing department staffed with publisher-specific resources to answer questions, provide product and licensing program expertise, and to engage publisher resources as needed for complex inquiries.
Below, we are including an organizational chart that shows how our resources are aligned to deliver software solutions to our State and Local Government customers.  Note that we did not list specific names of our sales team members, since the account teams will vary for WSCA customers across the country.


Awards
Our Online Order Management system and our asset management tool, eSMART, have been recognized many times over our history by industry partners, publications and organizations.  We are also frequently recognized by our publisher partners for the value that we deliver to our mutual customers.  Specific to Microsoft, we have received such awards as the Microsoft “Operational Excellence” Award, the Microsoft “June Challenge” Award, and the Microsoft “Software Asset Management Advocate of the Year” Award.   
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As you will see in detail throughout this proposal, Dell has the software relationships and expertise necessary to make this contract a success for all participating WSCA customers.  We provide software publisher information as requested within this proposal.  Within this section, we would also like to offer an overview of some of our key software alliances.  From Microsoft to Linux; from Oracle to Novell to SAP; from Citrix to VMware, WSCA customers’ software runs well with Dell because it’s supported by knowledgeable software partners who know how to help you maximize its performance. And high software performance means high productivity for high enterprise value.
Microsoft
Together, Dell and Microsoft deliver comprehensive solutions designed to make it easy to build, manage, and deploy powerful enterprise infrastructure and business solutions with factory pre-installed software and custom configured solutions delivered direct to customers. Through the Dell Microsoft Alliance, we have announced and committed to significant joint development activities around new technologies such as cloud computing.  In July, 2010, Dell and Microsoft announced a joint commitment to the development of a Dell Azure Platform Appliance enabling turn-key cloud implementations.
Dell is proud to be one of only five Pan-EMEA Microsoft Large Account Resellers (“LARs”) and has been participating in the Microsoft Select Program since 1994. Dell is now Microsoft’s largest reseller globally in terms of combined sales of licensing and OEM distribution. 
Dell continues to lead the industry transition on Microsoft products. This gives Dell the unique opportunity to provide customers with special SELECT capabilities which traditional software-only resellers are unable to provide.
Dell holds the following licensing authorizations with Microsoft:
· LAR – Large Account Reseller, allowing Dell to offer the Select Volume Licensing program to end users.
· ESA – Enterprise Software Advisor, allowing Dell to service and support Microsoft Enterprise Agreements (EA).
· ADR – Authorized Direct Reseller, allowing Dell to offer the Microsoft Open Value agreement to end users.
· AER – Authorized Education Reseller, allowing Dell to offer Microsoft Academic products to our education customers.
· GPA – Government Partner Authorization, allowing Dell to provide licensed software and software assurance to Public customers.
· SPLA – Services Provider License Agreement reseller, this authorization allows Dell to offer licenses which can be hosted for commercial purposes by Services Providers.
Oracle
For over 20 years, Dell and Oracle have continued to strengthen their strategic partnership, providing customers with integrated solutions. Oracle develops and tests its software on Dell PowerEdge servers as a primary development platform and also relies on over 10,000 Dell Linux servers to power key elements of its Global IT operations. At Dell, we entrust several of our mission-critical business systems to PowerEdge servers running Oracle Database 10g - including our European order management and supply chain management systems. Dell recently became a Specialized Oracle Platinum Partner, the highest level in Oracle’s new partner program. By attaining this specialization, Oracle recognizes Dell for its in-depth skills and expertise in Oracle’s Database 11g product and excellence in serving global customers. This specialization demonstrates Dell’s leadership and success in selling, developing, and implementing world-class database solutions. It also validates the innovative engineering efforts between Oracle and Dell - giving customers even more confidence in the strength of the partnership and value of joint solutions.  The partnership has grown even stronger after Dell acquired Perot Systems in 2009. In addition to integrated solutions, Dell has created the Dell Services Oracle Practice which provides end-to-end services for a comprehensive range of Oracle technologies. The Dell Services Oracle Practice is charged with helping customers remove cost and complexity from their IT infrastructure. Developed based on best practices gained through joint engineering between Dell and Oracle, the Dell Services Oracle Practice provides a portfolio of services offerings designed to enhance data availability while lowering total cost of ownership. This practice includes some 1,100 professionals and a network of Oracle-specific centers in Brazil, China, India, Mexico and the United States. Dell Services brings extensive expertise in Oracle applications, middleware, and databases, supported by a cost-effective global delivery model. 
Novell
Novell and Dell have teamed since 1991 to consistently deliver innovative and robust solutions for Novell and SUSE Enterprise Linux environments. PowerEdge servers and PowerVault storage solutions combined with Novell's world-class software products provide cost effective and reliable solutions.  In addition, the professional service offerings of both Novell and Dell deliver a complete and comprehensive set of consulting, technical support and training solutions.  With Novell’s acquisition of SuSE, Dell and Novell are furthering their partnership and commitment to excellence by providing one of the industry’s leading Linux solutions on industry-leading server hardware platforms from Dell.
Red Hat
Dell offers Red Hat Enterprise Linux with integrated, vendor-supported software and hardware. Dell products are fully certified to run with Red Hat Enterprise Linux operating systems, and Dell preloads Red Hat Enterprise Linux on select Dell PowerEdge servers for a convenient, one-stop shopping experience.  Perhaps the most strategic component of the Dell and Red Hat alliance is the companies’ continued commitment to joint innovation. This collaboration extends to an in-depth roadmap, which helps ensure that customers receive the most compatible, integrated solutions possible. Dell and Red Hat customers benefit from the performance, flexibility and low cost of enterprise Linux systems that are optimized for success. Dell is the leading IA server platform for Linux in the United States. Dell offers Red Hat Enterprise Linux with integrated, vendor-supported software and hardware. Dell products are fully certified to run with Red Hat Enterprise Linux operating systems, and Dell preloads Red Hat Enterprise Linux on select Dell PowerEdge servers for a convenient, one-stop shopping experience. Perhaps the most strategic component of the Dell and Red Hat alliance is the companies’ continued commitment to joint innovation. This collaboration extends to an in-depth roadmap, which helps ensure that customers receive the most compatible, integrated solutions possible. Dell and Red Hat customers benefit from the performance, flexibility and low cost of enterprise Linux systems that are optimized for success.
Brocade
Brocade and Dell have enhanced their OEM partnership by expanding the portfolio of Brocade networking products and technologies that will now be available Dell Branded to customers worldwide through Dell and its channel partners. Brocade and Dell have also committed to collaborate on jointly developing unified fabric and virtualization solutions. Brocade and Dell have enjoyed a long and productive partnership. Dell has been a valued OEM partner for Brocade, and Brocade is a strategic supplier for Dell.
SAP
Every enterprise wants technology that delivers minimum TCO with maximum ROI. Dell and SAP address that challenge by providing a flexible, reliable, and scalable IT environment for your business. Choosing Dell and SAP solutions means that you can rely on an infrastructure that is easy to manage, easy to maintain, and easy to scale - while sustaining value over time.  Collaborating with SAP, Dell provides high-performance; standards-based solutions that can help cut IT costs and promote dynamic growth within your business.  Our optimized solutions can simplify your IT operations through three established means: 
	Standards-based technologies 
	Scalable, modular components 
	Award-winning services and support


Dell offers a unique, simplified approach to deploying and managing SAP solutions, from the desktop to the datacentre. Dell has focused its efforts on technical enablement for SAP through the Dell SAP Competence Centers, which help to provide application validation, performance characterization and sizing configurations. This allows customers to experience ease of configuration, ease of acquisition and ease of deployment for Dell and SAP solutions. Together with the open, collaborative e-business platform from SAP, Dell offers a powerful, scalable enterprise environment that can put the advantages of our direct model to work for your business.
VMware
The strengths of Dell and VMware combine to deliver joint solutions for small, medium, and large organizations across all industries and sectors.  Dell integrates OpenManage software with VMware VirtualCenter to initiate VMotion technology. VMotion enables the live migration of virtual machines from one physical machine to another with zero impact to the end user. This means that server hardware maintenance can take place during the business day and have no effect whatsoever on the business operation. As part of Dell’s strategy for the Scalable Enterprise, and working in partnership with VMware, Inc., a leader in virtual infrastructure software for Intel processor-based systems, Dell offers a series of server virtualization solutions based on Dell PowerEdge servers, VMware ESX Server virtualization software, VirtualCenter virtual machine management and VMotion virtual machine migration technology. Dell recommends deployments of VMware ESX Server built on multiple 2-way and 4-way industry-standard server building blocks, instead of larger proprietary SMP systems. By deploying VMware ESX Server on multiple 2-way and/or 4-way servers and leveraging the VMotion virtual-machine migration technology, Dell’s solution aims to deliver a more flexible, scalable and lower risk approach to virtualization than solutions deployed on larger symmetric multi-processing (SMP) systems.
Citrix
Dell, a Citrix Global Systems Integrator partner, offers a complete range of products for server-based computing environments—from servers and thin-client computers to Citrix software, consulting services and technical support.  Dell has partnered with Citrix to bring the benefits of the Dell direct business model to customers looking to implement Citrix in their IT environment: low acquisition, deployment and systems management costs, quick time-to-deployment and a single point of accountability.
CommVault
CommVault information management solutions are fully tested and validated with Dell | EMC and Dell | PowerVault storage products and support DAS, NAS and SAN configurations. They offer high-performance disk-to-disk and disk-to-tape backup functionality. CommVault seamlessly integrates with Microsoft Exchange, SQL and MOSS in addition to Oracle and NetWare environments.  In addition to Dell | CommVault’s data protection capabilities, customers can take advantage of our archive, replication and enhanced searching benefits from a single management interface. 
Symantec
Dell is Symantec's top revenue performing channel partner worldwide. Dell sells more Symantec software than any other partner, behind Microsoft. In addition, Symantec and Dell have extended their partnership to co-build the next generation of Dell OpenManage applications based on the Altiris Management Platform, from Symantec.  The Dell Management Console (DMC), powered by Symantec is a joint solution, designed to address everything from basic hardware management applications to advanced enterprise management.  Dell Management Console, powered by Symantec, is a systems management solution designed to provide a central console offering features from basic hardware management to advanced enterprise functionality. DMC provides a single view into the deployment, inventory, monitoring, and updating of your IT infrastructure - including servers, storage, desktops, notebooks, network devices, printers, and other non-Dell devices - and creates a foundation for more advanced management functionality.
Dell’s Commitment as a WSCA Software Value Added Reseller
Dell is a Software Value Added Reseller, and we are excited to offer software products and value added services to WSCA customers under this contract.  Dell has had the privilege to work closely with many of the States who have issued Intent to Participate in this contract.  We currently administer statewide software contracts in 35 States across the country.  We are very familiar with the unique needs of State and Local Government and Education customers as well as the software publisher programs available to this customer set.  We offer value added services that help our customers in support of their missions, and our services continuously evolve to ensure we are meeting our customers’ changing needs.
Dell Response Question #2
Dell will work with any publisher who is willing to do business with us according to Dell normal business practices. Dell has included the Excel Spreadsheet (Questionnaire–Qualifications, RepPublishers’). Dell has included our letters of authorization as a separate attachment.
Dell Response Question #3
[bookmark: ContentExport_83428]License Management
Working with Dell, WSCA customers will have access to a wide range of software licensing programs – as well as the license management tools needed to maximize the benefits of those purchases.
Extensive publisher selection and volume licensing expertise help you choose the best software for your needs under some of the most favorable licensing programs 
2000+ publishers and 150,000+ title software catalog for convenient one-stop shopping 
Certified software licensing specialists are available to explain licensing options and help you choose the right solution 
Dell negotiates directly with publishers to deliver excellent pricing 
Custom Factory Integration (CFI) and flexible distribution options help you configure and deploy software quickly and easily 
CFI and Image Management help ensure your systems arrive from the factory ready to deploy 
Electronic Software Distribution (ESD) and CD distribution streamline deployment on existing systems 
Software deployment and training services help shorten implementation time and get users up and running sooner 
Online procurement, inventory reports, and asset management tools help support your ongoing software license management 
Online purchasing can be customized to your organization’s structure and procurement standards 
Online, on-demand SIIA-certified reports can simplify true-ups, audits, and cost allocations 
Online, SaaS IT asset management tools like eSMART help streamline ongoing software license management 
[bookmark: ContentExport_6854]Dell understands that when our customers put software Volume Licensing Agreements in place, the process is really just beginning.  In order to reap the benefits of any software Volume License Agreement, each Eligible Entity needs to be educated about what that agreement really means to their organization. They need to be able to compare and contrast licensing alternatives. They need to understand the costs, benefits, and ongoing obligations associated with maintenance purchases.  They also need to understand the timeframe in which they must make decisions.  Dell partners closely with our government customers - both at the state level and at the individual agency or department level - to make sure that each entity has access to the best purchasing options available, and to help them make informed decisions from among those options.  It is our responsibility, and a very important part of our role, to help customers determine the most cost-effective strategies.  
For example, if a customer asks for a quote for Microsoft Office under the Microsoft Select Agreement, rather than just providing a quote for Office we would want to work with the customer to determine:
Which version of Microsoft Office is appropriate for their needs?
Do they have access to installation media?
Do they want a standalone License, or would it make sense for them to purchase Software Assurance (maintenance) as well, since Software Assurance must be purchased at the same time as the License?
If appropriate, to assist in this decision, we would offer an explanation of Software Assurance benefits, SA timeframe and payment options, and an overview of when it is generally beneficial to consider SA based on such factors as: budget, frequency of software upgrades, future technology direction, hardware capabilities and refresh cycle, etc.
If appropriate, and if the customer has indicated that they would like to consider Software Assurance, we would continue this discussion from an organizational perspective to determine whether the customer should consider the Microsoft Enterprise Agreement rather than License plus Software Assurance purchases under the Microsoft Select Agreement. 
Once an organization is fully informed about purchasing options and has made a decision about how to proceed, we understand that they still need assistance with the details. We know that licensing paperwork and implementation procedures can seem complex to customers. Dell will provide expertise and tools that will make the enrollment process easier.
So that we are ready and able to assist our clients with Volume License Agreement options and advice as described above, each sales and customer service representative at Dell Software is required to complete both initial and ongoing training on software licensing programs. Each software sales representative must also complete industry-designed and independently administered certifications for various software publishers. In addition, every field Software Account Executive at Dell is required to complete the SIIA’s Certified Software Manager program. This curriculum focuses primarily on the legal issues of software licensing, which allows our Software AEs to help ensure that your PCs are in legal compliance with your software Volume License Agreements. Our software team can also draw upon a wealth of internal and publisher-based resources to make sure we understand each publisher's licensing programs and that we stay up to date on the offerings.
In short, any software reseller can take an order, but Dell goes beyond taking orders and partners with our customers to provide advice for money-saving opportunities and long-term solutions. Dell also looks beyond the existing programs and analyzes what programs will best meet the needs of our customers moving forward. Because we have a department that focuses on State and Local Government and Academic accounts specifically, Dell’s account teams for WSCA customers are very aware of the special programs, offers, promotions and discounts available for you. Dell's offerings have grown and evolved along with our various government contract customers, including many of the States included in this RFP. Under the new contract, we will continue analyzing the various publishers' Volume License Agreement offerings and helping each customer to identify the best options. Dell Software offers services to help you get the most value from your volume license agreements through our VLA Implementation Program. For example, depending on a specific customer’s needs, we may:
Help customers understand VLA purchase options
Help customers understand various product licensing options
Offer asset management solutions and services that help customers with discovery of devices and licenses throughout the organization, and can be instrumental during software licensing renewal processes
Provide cost analysis for all agreement options and product license options
Help customers engage with publishers’ account management teams 
Review and fully execute agreements
Offer Dell Software Deployment Services to ensure that you benefit from full and immediate use of your software investment
Register and educate your personnel for any benefits related to your volume licensing agreement
Provide reporting and tracking that is especially important for calculating an accurate true-up in the case of Enterprise type agreements.
Update customers regarding new technology releases
Update customers regarding VLA program changes and/or VLA benefit enhancements
Provide our eBusiness reporting, pricing, and ordering system to help you maximize your ROI
[bookmark: ContentExport_83423]Many organizations rely on multiple suppliers to meet software, hardware, and services requirements. This can increase IT complexity and inhibit strategic growth. By offering a full solution, Dell can help simplify IT maintenance, allowing you to pursue more innovative business initiatives. Dell has a reputation for offering best-of-breed hardware solutions. We complement that with an industry-leading software offering. Our software publisher selection and licensing expertise enable you to get software that meets your needs and budget — all from one source. This can help streamline IT processes so you can save time and money on IT assessment, acquisition, and maintenance. 
At Dell, we enable fast, easy software deployment and flexible scaling of IT solutions. We provide complementary tools for software, system, data, and application management. 
Account Management
The Account Teams for WSCA Software customers will be customized for your direct needs, and may include the following members:
	Account Executive
Software Account Executive
Inside Sales Representative - Hardware
Inside Sales Representative – Software
	Technical Sales Representative
Technical Sales Representative
Publisher resources



Account Executive - The Account Executive (AE) is responsible for Dell’s Account Team and be will held accountable to WSCA customers and Dell management for the total satisfaction of the WSCA contract as it relates to your relationship with Dell.  The Account Executive will provide WSCA customers with ongoing account management and strategic planning assistance. In addition, your Dell Account Executive is responsible for building and managing the necessary Dell Software Account Team described herein.  After defining each participating State’s requirements, the Account Executive(s) will select and develop the Dell Software Project Team.  While WSCA customers will work directly with various members of Dell’s team, the Dell Account Executive provides single-point accountability for performance of Dell’s products and services at each State.
Software Account Executive - The Software Account Executive (SW AE) works directly with the AE and provides expertise on software related matters, ensuring that each WSCA customer’s software needs are understood and met. As a direct resource to WSCA customers, the Software Account Executive will provide these customers with strategic planning assistance for software products.  These Software AEs are located across the country to best serve participating WSCA states, and they specialize in software for State and Local Government and Education customers.
System Consultant - The System Consultant (SC) is a member of Dell’s technical sales team. The SC’s primary responsibility is to work with WSCA customers to provide “best in class” solutions to meet business requirements. The Dell System Consultant also works closely with your technical teams, keeping them up to date on changes and additions to Dell Enterprise Systems capabilities.
Inside Sales Representative - The Inside Sales Representative (ISR) is an Austin-based resource who will be responsible for the ordering and delivery of Dell products and services.  The ISR will ensure that Dell delivers properly configured systems and solutions to the right location at the right time.  General questions from any WSCA customer about product specifications, system availability, or order status can be directed to your Dell ISR.
Software Inside Sales Representative – The Software Inside Sales Representative (SISR) is based in Buffalo Grove, Illinois and is responsible for coordinating software product procurement and deployment, including software and related services.  The SISRs who will be working with WSCA customers are software experts who work only with State and Local Government and Education customers.
Technical Sales Representative - The Technical Sales Representative (TSR) are both Austin-based and Buffalo Grove-based resources who can be engaged by the ISR to provide deep technical product expertise for the ordering and delivery of Dell products and services to WSCA customers, as well as provide professional expertise on software products features and requirements.
Dell Software Specialists – The Software Specialists are Austin and Nashville-based resources who provide professional expertise on licensing programs. Trained and certified, they answer your licensing questions and help you navigate complex licensing options to optimize your enrollments and ensure their compliance.
Publisher Resources – When needed, Dell Software can engage publisher resources to provide additional input on software products in order to best meet WSCA customer needs.  We also have an internal marketing department staffed with publisher-specific resources to answer questions, provide product and licensing program expertise, and to engage publisher resources as needed for complex inquiries.
Training
Dell understands that the WSCA customers are decentralized and communication can be difficult, which means that the role of your selected SVAR in informing contract users about this contract is especially important.  How well and how often the message about the benefits of purchasing off software volume license agreements is presented to participating WSCA entities will make a major difference in the success of this contract.  Dell looks forward to educating WSCA entities - both formally and informally, and both initially and over time - on each of the topics described in this RFP, as well as other pertinent topics. While some communications efforts may be effective for all organizations, Dell also provides customized efforts designed for specific organizations.  We recognize that each participating WSCA State has its own unique needs, and its own reasons for participating in this contract, and each may require customized communications designed to address their specific needs and procedures.  We further understand that in a decentralized state government environment, we will need to be flexible in our methods of communication.  We look forward to coordinating with the each participating State regarding methods of communication, dates and locations of on-site visits, and video conferencing options.
Dell intends to be a partner for WSCA and for each participating State and customer, and communication is one of the keys to creating and maintaining this partnership.  Your Dell account team will be available for regular onsite visits with WSCA customers.  We would also like to provide Quarterly Business Reviews for WSCA and for participating States.  At these meetings, we would present the quarterly contract activity, go over results of any customer satisfaction surveys, make suggestions of any new contract options or benefit implementation we would recommend for participating States, and also gather feedback from participants in this contract on our performance and any suggestions to enhance WSCA customers’ experience using the contract.
Software Consultation 
Our extensive software catalog features 150,000+ software titles from more than 2,000 publishers. With this robust offering, you’ll find everything you need from the industry’s top-tier products to special-order titles. Dell software licensing specialists assess your needs and review licensing options to recommend the licensing program that is optimal for you through:
Needs Analysis that considers your purchase history and growth strategy to customize licensing solutions 
Cost/Benefit Analysis of software licensing program options 
Situation Audit of your software inventory, if needed, using our eSMART asset management experts to perform a complete inventory discovery
In addition to the savings you receive when you negotiate a software licensing agreement, consolidating your software spend with Dell can be more cost effective than dealing with each publisher individually. Dell negotiates directly with the publishers to get you a great price. Financing and leasing programs through Dell Financial Services and publisher-sponsored financing programs can help you manage your software costs.
Our clients often turn to us for assitance with products to meet a particular need.  Our responses in these instances are very customized based on the particular customer making the request.  Sometimes we are able to direct a customer to a statewide or organization-wide standard or preference (e.g. Your agency already has a volume license agreement in place with special pricing for your preferred flow-charting package, or antivirus solution, etc.).  
In other instances, when a customer is researching a product with no history or preference within the organization, we have various ways in which we can assist.  Because we work with a wide variety of software publishers, our representatives are often able to identify several alternatives based on their own hands-on experience.  We also have software categories and sub-categories identified within our internal systems, and we can run reports based on those categories.  In Dell Software Online, a customer may also search for software by category, sub-category, or brand, and may narrow the search by price or other available filters. Once we have identified alternatives that the customer wishes to consider, we work with our internal resources and/or the various publishers to provide product comparisons in terms of features, cost, market share, frequency of purchase in the particular agency or state, etc.
Part of the reason that Dell Software is able to respond to these types of requests efficiently is due to the publisher-specific resources in our organization who support the WSCA states account teams behind the scenes.  These roles include: Software Licensing Specialists who are experts in a specific publisher's VLA offerings; publisher-specific Product Managers and Product Champions within our marketing department; and publisher Operations specialists within our purchasing and contracts departments.  The people in these roles specialize in the unique terms of the individual publishers' Volume License Agreements, and they are readily available to help educate the Dell sales teams so that we can help customers make informed choices.  Furthermore, the Dell Software account team has immediate access to a wealth of publisher information, VLA terms and conditions, product information, as well as the latest pricing and versions, all posted on an internal database of software information.
Other (Additional Services)  
Dell is pleased to offer WSCA software customers a wide range of value added services to help make your SVAR contract a success.  The following matrix describes some of the additional services we will provide, beyond those required in the WSCA RFP.  Unless otherwise indicated, all of the services below will be provided to the WSCA customers at no additional charge; working with Dell, you will not have to sacrifice service for price.

	Service
	Brief Description / Benefit

	License Confirmation Certificates
	Sent automatically in hard copy or .PDF for software volume licensing orders, these certificates will give WSCA contract users confidence that their orders have been placed with the software publisher and that they are legally licensed.

	SIIA Approval of all Online Reports
	Our processes were inspected and approved by the SIIA so our customers are protected in the event of an audit.

	eNewsletters and Webinars
	Dell keeps our customers informed of industry happenings so that contract users can stay on top of technology changes in these times of change and organizational uncertainty.

	Purchasing Options and Enrollment Support
	WSCA customers have access to many different purchasing options.  Not only will Dell work with each participating entity to help them understand their full range of options, we will also walk them through the necessary paperwork to make sure they meet their IT needs and achieve licensing compliance, and at the lowest possible price. 

	Ongoing Support for Publisher Licensing Program Requirements
	Many software licensing programs contain annual or periodic commitments such as True-ups under the Microsoft Enterprise Agreement or annual maintenance.  Dell will work with WSCA customers to help them understand these requirements, budget for them, and remain compliant with the VLA terms.

	Assistance with the MVLS Site and Microsoft Software Assurance Benefit Administration
	Microsoft offers many benefits to Software Assurance customers via the MVLS site.  However, customers need to understand the site in order to access and take advantage of the benefits.  Dell will work proactively with Kentucky contract users to provide assistance and training on the MVLS site and available benefits.  If an agency wishes to assign us administration rights, we can also perform MVLS functions on their behalf.
Note: While this particular offering is associated with Microsoft licensing specifically, this is representative of our efforts to be an advocate for our contract customers in helping them maximize the benefits of their software purchases.

	CSM Certified Account Executive
	Your field Software Account Executive is required to achieve Certified Software Manager status, which helps our customers achieve legal compliance with the software publisher licensing requirements. 

	Customer Satisfaction Surveys
	Dell proactively conducts customer satisfaction surveys and monitors service levels to ensure the satisfaction of our contract customers.

	Quarterly Contract Review
	Dell would like to present WSCA and each participating State with a quarterly contract review, presenting activity from the quarter before and asking for feedback and suggestions to further enhance our service under the contract.

	Reporting capabilities that exceed RFP requirements
	WSCA customers will have access to many types of standard and customized reports via our website.  We make it easy for our customers to access the information they need to simplify the purchasing and administration of volume licensing.

	eSMART Asset Management
	Dell is pleased to offer our customers a fee-based asset management solution called eSMART.  eSMART works in conjunction with our TRACKER license management system to help our customers compare what’s been purchased with what’s being used.  This helps our customers with VLA compliance and often reduces unnecessary spending.


Dell Response Question #4
As requested, Dell is also providing information on our State Government software business, including government contracts gained over the past three years.  In nearly all cases, these contracts were a result of competitive software RFP or bid processes and Dell was selected based upon our value added services, licensing expertise, and/or pricing criteria.  Many of the state contracts listed below are similar in scope and complexity to the contract that WSCA and the participating states intend to put in place.  
	State
	Publisher(s) Included on Statewide Software Contract
	Term (years)
Total # of Years Dell | ASAP has been a Software Contractor for State
	Did current award take place within the last 3 years?

	State of Alabama (multiple award)
	Microsoft
	1
	Yes

	State of Alaska
	Various publishers
	5
	

	State of Arizona
	All software
	15
	

	State of California (multiple award)
	All software
	14
	

	State of Connecticut
	Microsoft
	14
	

	State of Georgia
	Various publishers
	4
	

	State of Hawaii
	Various publishers
	6
	

	State of Indiana
	Various publishers
	8
	

	State of Louisiana (multiple award)
	Microsoft
	6
	

	State of Maine (multiple award)
	All software
	14
	Yes

	Commonwealth of Maryland
	Novell
	4
	

	Commonwealth of Massachusetts (multiple award)
	All software
	14
	Yes

	State of Mississippi (multiple award)
	Various publishers
	11
	Yes

	State of Montana
	Microsoft Enterprise
	2
	Yes

	State of Nebraska
	Various publishers
	9
	Yes

	State of Nevada
	Microsoft, Adobe
	7
	Yes

	State of New Jersey (multiple award)
	All software
	2
	Yes

	State of New Mexico
	Microsoft
	14
	

	State of New York (multiple award)
	Various publishers
	14
	Yes

	State of North Carolina (multiple award)
	Various publishers
	2
	Yes

	State of North Dakota
	Microsoft
	1
	Yes

	State of Ohio (dual award)
	Microsoft
	9
	

	State of Oregon
	All software
	10
	Yes

	Commonwealth of Pennsylvania
	All software
	5
	Yes

	State of Rhode Island (multiple award)
	All software
	14
	Yes

	State of South Carolina (multiple award)
	Microsoft
	7
	

	State of Tennessee
	All software
	5
	Yes

	State of Texas
	Microsoft
	2
	Yes

	State of Utah
	Adobe
	1
	Yes

	State of Vermont (multiple award)
	All software
	14
	Yes

	Commonwealth of Virginia (multiple award)
	Various publishers
	6
	

	State of Washington
	Microsoft
	3
	Yes

	State of West Virginia
	Microsoft
	1
	Yes

	State of Wisconsin (multiple award)
	Various publishers
	11
	Yes

	State of Wyoming (dual award)
	Microsoft
	11
	


Each of these states represents a wide collection of purchasing entities with diverse needs. Dell has worked with each state to identify their unique needs, help negotiate and implement software Volume License Agreements, as appropriate, and then designed communications / educational campaigns to reach that state’s eligible customers.  Each state has its own story of why they selected Dell — in many cases not just once but through several renewal processes.  Over the past 3 years, we have lost a government contract selling Microsoft software to the Commonwealth of Kentucky.  However, we believe Kentucky would provide a strong reference regarding their experience working with Dell for their Microsoft needs.  As you can see from the list above, we have had a history of successful contract retention for our state government software customers. All of the contracts described above represent Dell’s commitment to administering software licensing agreements for complex, decentralized government organizations.  We would be pleased to supply the State with many references – both within the WSCA participating states and across the country – who can attest to our ability to effectively and efficiently manage a contract of this nature. A few such references are below:
References from a Few of the States for which Dell Manages Statewide Software Contracts
The State of New Jersey
	Contact: Marianne Bixler
Title:	Sub-Team Leader, Information  Technology Procurement
Organization Name: State of New Jersey, Division of Purchase and Property
Address:  33 West State Street, 8th Floor Trenton, NJ  08625
	Phone:	609-292-2194
Fax:	609-633-3634
Email:	
marianne.bixler@treas.state.nj.jus



The Commonwealth of Massachusetts
	Contact: Marge MacEvitt
Title:	Procurement Manager – IT Software and Services
Organization Name: Commonwealth of Massachusetts
Address: One Ashburton Place, Room 1017 Boston, MA 02108
	Phone:	617-720-3121
Fax:	617-727-4527
Email: marge.macevitt@osd.state.ma.us


The State of Texas
	Contact: Aiko Morales
Organization Name: State of Texas, Department of Information Resources
Address: 300 West 15th Street Austin, TX  78701
	Phone:	512-475-0515
Email:	aiko.morales@dir.state.tx.us



The State of Mississippi 
	Contact Person: Jane Woosley
Organization Name: State of Mississippi, Department of Information Technology Services
Address: 301 N. Lamar Street, Suite 508 Jackson, MS  39201
	Phone:	601-359-2081
Fax:	601-354-6016
Email:	woosley@its.state.ms.us 



The State of Nevada
	Contact Person: Marti Marsh
Title: Purchasing Officer
Organization Name: State of Nevada, Department of Administration
Address: 515 E. Musser Street, Suite 300 Carson City, NV 89701
	Phone:	775-684-0180
Fax:	775-684-0188
Email:mmarsh@purchasing.state.nv.us



The State of Montana
	Contact Person: Michele Burchett
Title: Contracts Manager
Organization Name: State of Montana, SITSD
Address: 910 Helena Avenue Helena, MT 59620
	Phone:	406-444-0109
Email:	mburchett@mt.gov 



Dell Response Question #5
At Dell, we have a bulletproof system of locking in our customers’ contract-specific software pricing for every order they place.  We set pricing up in our database at the parent account level, and each child associated with that parent account receives the same pricing rules.  The order entry team cannot override the contract pricing to charge more than the contract price—not even by a penny, and not for any reason.  And because the pricing available online in Dell Software Online is a real-time reflection of our backend database, you can be confident that all WSCA customers will have access to accurate contract pricing.
Provide a sample invoice (of a product sold under a similar pricing model). 
Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice.  
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.  
Dell has included a sample invoice as a separate attachment. Generally, for Audit, Dell will provide the entity with their PO and copy of Dell Invoice to Customer.  We provide audit rights for areas related to the customer data or related processes. An integral part of an organization’s information security framework is the provisions for performing audits and a continual cycle of testing and remediation of identified compliance issues. Compliance includes both internal and external.  Internal compliance deals largely with adherence to corporate policies, standards, and procedures, but may also include a quality improvement program or industry certification efforts.  External compliance refers to a customer‘s ability to meet relevant regulatory or industry demands, such as the SOX. We will assist customer in its performance of logical security audits. Our corporate audit organization will perform periodic audits, which will include a review of security policies.
Dell Response Question #7:
Working with Dell, WSCA will have many resources at your disposal.  Dell is pleased to provide a highly knowledgeable and responsive team of State and Local Government and Education Software AEs supporting WSCA and the States who indicated their Intent to Participate.  In order to streamline our customers’ experience, we are presenting you below with a team of software representatives who will be your main points of contact under this contract.  Their roles, and roles of supporting resources within our organization, are described below.
WSCA Software Account Executives
Each of the Dell Software AEs listed below are experienced professionals. They all understand the major software publishers’ licensing programs, as well as the unique needs of State and Local Government and Education customers.  These Software AEs will meet with WSCA customers regularly and will help analyze license usage and recommend purchasing options in line with the each organization’s standards, goals and budgets; arrange and attend publisher seminars; attend WSCA or State events as appropriate; and provide fast, knowledgeable product and pricing information.  They will also be able to provide accurate license tracking and reporting, as well as educate WSCA customers on Dell Software Online, our online ecommerce application, to enable you to access your contract and purchase information 24 hours a day, 7 days a week.  
In addition to Dell’s extensive initial and ongoing training regimen, every Software Account Executive at Dell must complete the SIIA’s Certified Software Manager program. This curriculum focuses primarily on the legal issues of software licensing, which allows these Software AEs to help ensure that your PCs are in legal compliance with your licensing agreements.  Like all of Dell’s software sales and customer service representatives, they are also required to achieve and maintain the latest sales certifications from the major software publishers, including Microsoft.  
The following Software Account Executives are currently assigned to each of the participating WSCA States:
	WSCA Participating State
	Dell Software AE
	Software AE Tenure with Dell

	Alaska
	Erin McShane
	3 years

	Arizona
New Mexico
Colorado
	Lynn Farmer
	9 years

	Delaware 
Vermont
	Bill Kluth
	20 years

	Hawaii
Oregon
Utah
	Doug Howard
	Y years

	Louisiana
	Darren Lewis
	17 years

	Nebraska
North Dakota
	Lori Kolo
	4 years

	Ohio
	Lynn Tumen
	9 years

	South Dakota
Washington
Montana
	Andrea Keno
	4 years


Alison Turner—Senior Sales Manager, Software - Education, State and Local Government
Alison is the Senior Sales Manager-Software for Dell Software’s Education, State and Local Government group. Alison has been with Dell Software since 1994 and has spent that entire period of nearly 17 years working with state and local government and academic customers.  Alison manages the field Software Education, State and Local Government team in the Western U.S., including most of the Software AEs named above. She is aware of the unique challenges facing education, state and local government organizations. She has worked with publisher representatives across the country and has helped ensure the success of many complex academic licensing agreements.  Alison has had the privilege of working closely with many of the States who have indicated their Intent to Participate in this contract, and she looks forward to making the WSCA SVAR contract a success. For day to day administration of this contract, the above Software AEs will work closely with Software Inside Account Managers.
Based in our Buffalo Grove, Illinois offices, our software inside sales team is instrumental in handling the day-to-day operations of our state and local government and education contracts.  Dell will assign specific Software Inside Sales Representatives to each of the WSCA Software Participating States based upon their estimated volume under the contract with Dell, once the SVAR awards have been made and States have determined how they will implement Participating Addenda.  Each of these individuals will back up the Software Account Executives, and back up each other, in the event of vacations, illnesses or resignations. Easily accessible during our customers’ business hours via a direct, toll-free phone number, fax, or email, the Software Inside Sales Representatives are readily available to meet your needs.  They are experienced members of a team that works exclusively with state and local government and academic accounts.  Each will partner with your field Software Account Executives to ensure that WSCA customers’ day-to-day needs are taken care of accurately and efficiently.
Dell Response Question #7
[bookmark: _Toc276361637][bookmark: ContentExport_158708][bookmark: ContentExport_5438]FY11 Financial Performance
The information provided below reflects the performance of Dell Inc. and is represented in millions (USD).  As a publicly listed company, Dell publishes a wealth of information pertaining to its financial performance that can be reviewed by visiting dell.com/investors. 
	Financial Information
	FY08
	FY09
	FY10
	FY11

	Net Revenue
	$61,133
	$61,101
	$52,902
	$61,494

	Gross Margin
	$11,671
	$10,957
	$9,261
	$11,396

	Net Income
	$2,947
	$2,478
	$1,433
	$2,635

	EPS (basic) 
	$1.33
	$1.25
	$0.73
	$1.35


Dell’s expanding strength as an enterprise solutions provider and continued strong execution during the fiscal fourth quarter drove record results and one of the company’s most successful financial quarters ever.
Summary of Results for FY11
Revenue in the fourth quarter was $15.7 billion and totaled $61.5 billion for the fiscal year, an $8.6 billion or 16 percent increase from the previous fiscal year, including the impact of acquisitions. 
The company had its highest operating income in five years. GAAP operating income was $1.1 billion, or 7.3 percent of revenue. Non-GAAP operating income was $1.3 billion, or 8.2 percent of revenue. 
GAAP earnings per share was a record 48 cents; non-GAAP EPS was 53 cents. 
GAAP gross margin in the fourth quarter was 21 percent and 18.5 percent for the year. Non-GAAP gross margin was 21.5 percent in the fourth quarter and 19.1 percent for the year, the result of record profitability in the enterprise solutions and services business, lower component costs and strong commercial execution. 
Cash flow from operations was $1.5 billion, and Dell ended the fourth quarter with $15 billion in cash and investments.
Dell Response Question #8:  
Dell does not intend to use subcontractors in fulfillment of this contract.
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