Instructions: Complete each item, using attachments where necessary.  Attachments shall indicate the item number and heading being referenced as it appears below. Label your response "Questionnaire-Methodology-companyname" and indicate each question number as it is being addressed.  Your narrative response is limited to twenty-five (25) pages, 8.5" x11", with one‑inch margins and no smaller than Times New Roman number 12 or Ariel 9 font.  Attachments are not included as part of this total.  All materials must be in electronic format that can be received by ProcureAZ, the State of Arizona’s electronic procurement system (see Special Instructions.)  ANY NARRATIVE LANGUAGE RECEIVED IN EXCESS OF THE PAGE QUANTITY INDICATED WILL NOT BE CONSIDERED AS PART OF THE PROPOSAL.  

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).  
· DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State. 
· DESCRIBE your outreach to State and Cooperative Partner users.   

Response:

If En Pointe has been chosen as a sole Software Value-Added Reseller in a State (serving that State and its cooperative partners), the process begins with an initial planning session or “On Boarding” meeting(called eConnect), where State’s team of IT stakeholders will be introduced to the dedicated En Pointe team and receives an overview of our product and services. With your En Pointe Account Executive and the entire virtual team involved, we’ll discuss how En Pointe can best assist you in managing and administering your SW licenses. We’ll also explore your objectives, goals and timelines for deploying the technologies in which you’ve invested.  By establishing this long term, proactive relationship, we’ll be better able to assist you throughout the term of the contract and the lifecycle of the products included in it. 

The benefits of e-Connect: 

En Pointe’s experienced Software licensing team can either advise you or do the heavy lifting on ongoing management and administration of your SW llicencing procurements.
· Strategy discussion sessions help develop an understanding of your technology roadmap and allow En Pointe to keep you informed of offerings and promotions targeted to your specific needs. In many cases, we can assist in negotiations with manufacturers and publishers for project-related purchases.
· As a Services LAR (SLAR), En Pointe has the expertise to go beyond procurement of licenses to planning, deployment, full or partial management and retirement of software publishers’ technologies. 

Sample En Pointe eConnect Standard On Boarding Call Agenda

· Intro’s
· Software Management, overview of En Pointe’s offerings and options
· Confirm HUP and EPP kits received, discuss launch day offering.
· DDPS discussion 
· Deployment/PSO/MSO introduction/Q&A 
· Quick review of EA – touches on status/plans for each technology.                               
· AccessPointe – e-Procurement tool
· Introduce EA Management Guide deliverable  
· Discuss relationship roadmap (lic+svcs), QBR schedule and participants

Sample Software/LAR Transition Task List

· Complete Setup of Customer Account – 21 days
· Request Customer Purchase History (CVS/XLS format) – 7 days
· Upload Purchase history and information from other resellers – 3 days
· Microsoft Contracts: Sign Change of LAR Forms and process through MSLI – 7 days
· Other Contracts: Work with other publishers to upload contractual information – 14 days
· Load Contracts into En Pointe’s SAP ERP system – 2 days
· Setup Customer Standards in AccessPointe – 3 days
· Rollout AccessPointe to Buyers, Staff and End-users – 1 day


Communication Plan to Create Outreach to State and Cooperative Partner users.

PURPOSE: En Pointe will develop an operations set of guidelines and metrics specific to the needs of each State.  Our account managers are expected to measure deliverables and personnel using detailed reporting systems and scheduled conference calls (weekly) and when necessary a monthly visit with designated end-users, buyers, managers, etc.  We will respond and deliver according to your expectations and adjust our operations accordingly.  En Pointe will dedicate a Transition Manager to assist in defining key success criteria for both implementation and steady state support. Upon contract award, these resources will be assigned and will work with the State to finalize the Statement of Work, define the Customer vision and formalize the transition plan. 

OBJECTIVES: The well-trained and dedicated support Account Team will be primarily responsible for providing advice and knowledge of the Software license products.  

1. Conducting account performance and service reviews on a periodic basis in accordance with the contractual requirements outlined in the RFP
1. Coordinating OEM and contract related meetings, product demonstrations and product evaluations with the various State Departments/Agencies
1. Reviewing work flow structure to ensure quality and efficiency for the State’s order processing
1. Communicating the State’s goals, strategies, and policies to all members of the En Pointe account team
1. Communicating the contractual pricing for all license contracts and other products to all users involved
1. Training for State and Agency Purchasing on En Pointe’s Web Tools

GOALS & TASKS:  
1. Develop regular/ongoing communications schedule
1. Develop communication review/approval process
1. Create a special email address & mailbox to send all approved communications and receive all community responses/questions
1. Develop inquiry response guidelines
1. Coordinate with OEM meetings, webinars, training and seminars

AUDIENCE:   
1. State Purchasing Staff
1. Agency End Users
1. Computer Directors
1. Others as Defined

TOOLS AND TIMETABLES:
Tools that will be utilized to communicate information to the State will include:

1. Company Intranet
1. Email
1. PowerPoint presentations

The tools will be used in combination with each other for maximum communication affect and community exposure.  
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

Response:
En Pointe will work with each State to create a customized website for this contract that includes leading online procurement capabilities.   We provide this today for many of our State contracts.  

Appearance & Links:  We design informative, fast loading, and contextual websites for our customers that entails local/global navigation & ease of information retrieval bringing intuitive and easy to understand Site organization, Links and labels, content groupings are very easy to understand, modern searching techniques are employed, ease of information retrieval, readability and sufficient depth/breadth of content offerings are the main features of our customer based websites.
En Pointe can customize the content of the web site, so it meets the requirements with information relative to the specifics of the contract.   A well-designed link directory will be maintained that will be relevant and useful to the State and State agencies.The home page can be a welcome page for new users with links to how to contact the En Pointe Account team, contract details, news and information, and links to our eProcurement online ordering and catalog. 
The below screen shot shows an example of the State of Minnesota Home page: http://minnesota.enpointe.com/

Online Tutorials : Online tutorials will be provided to provide access to a wide range of detailed, useful and accessible information.   As an example, on the Commonwealth of Massachusetts website, in the eProcurement link, we provide a link for a demo, with a demo user id and password.   Once on the site, there is an included user guide that takes the user through the features and use of the web site.  We have included the user guide as an attachment to this section.
Commonwealth of Massachusetts, ITS42 Misc. SW Contract Web site, link to eProcurement tool/instructions: http://www.enpointe.com/massachusetts/eprocurement.asp

Once on the AccessPointe URL, users can sign in with a demo id.   Below is a screenshot of the demo that was set up for the Commonwealth of Massachusetts.   We have provided the User Guide as an attachment.  The evaluation team is able to sign on as a Demo User to this site.   En Pointe is also able to create a flash demo of the site, should States desire that feature.
The below example AccessPointe demo site from the Commonwealth of Massachusetts can be found at the following link:   http://www.accesspointe.com/appl/main.aspx

 

Product Catalog: En Pointe provides a catalog management system with a variety of flexible, modular and scalable features. En Pointe’s e-procurement system, AccessPointe helps create, communicate and enforce corporate standards with customized catalogs containing contracted pricing. Electronic Product Catalogs are transmitted and hosted behind your firewall using a variety of methods including: XML, cXML, EDI, TXT, DB, XLS, etc.
Catalog Support is a service En Pointe has provided to a large segment of our customers. Managing content and catalogs is a daily task at En Pointe. We have built comprehensive tools utilizing complex processes that can filter, format, cleanse, and enhance data from any source and publish this data to any system capable of receiving it. 
En Pointe can provide an on‐line catalog of available software with the following features:

· The ability to search VLA and Non-VLA products by various search options.
· Each State can have it’s own pricing in the Catalog if variation based on Publisher pricing
· Pricing rules can be updated at anytime based on the States policies.
· Catalog for each State includes only software which the reseller has not been restricted from selling by that State
· The catalog will enforce the state's policy by restricting products from the catalog
· AccessPointe allows flexible management of each catalog
· AccessPointe allows ability to further restrict users to certain SW within a State

Searchable Fields:
Our Search Engines are tailored for the products En Pointe sells and can intelligently assist in finding products amongst a catalog of hundreds of thousands of products. Customers can search for products using one of two methods, a basic keyword search where any keyword or phrase can be conveniently entered into the search box, and an Advanced Search option which allows for more complex requests.  Advanced Search will allow for combinations of different criteria to be used for the result, as well as powerful filters that will help delineate non-desired results.   More details on searchable fields can be found in the Demo Guide.

Figure 1: Sample Product Search View
Downloadable standard reports: Standard Reports are available online, free of charge, as a subscription or on an ad-hoc basis that will be integrated to your own website:
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· Report of Outstanding Orders
· Detail Report by Manufacturer
· Detail Report by Customer PO#
· Detail Report by Ship To Location
· Raw Data File (all fields captured)
· Summary Totals by Product Name
· Sales and Backorder Report 
· Summary Totals by Manufacturer
· Customer-Specific Price List
· Snapshot Report – graphical summary of purchase activity data
· License Consumption Report
· Purchase Activity Detail Report
En Pointe can create parent/child administrative rights.  A State Contract Manager can pull standard and custom reports for the entire state and be provided admin rights for eligible entities.   See the Demo guide for more details on how to create reports and report features in AccessPointe.
Website Monitoring/Updates: En Pointe has a dedicated online marketing manager who has a team of web and graphics developers that all they do is monitor all aspects of the site.  They also work with the Account Teams to make sure requirements for the site are kept up to date.  Each site can also be set up with a ‘Contact Webmaster’ should users need to provide feedback.   
Actionable alerts are set that let us resolve issues before customers are impacted and trending data allows us to optimize uptime/performance and help us setting up escalation levels. Our software track website failures and logs detailed reports of the uptime/downtime of website each month. Your website will be kept with latest product lines, prices, news and other important information. We are also employing Google analytics for website monitoring;
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.  

Response:

License Tracking

Our license tracking works by actively maintaining all licensing agreements customers have with software publishers (both contractual agreements as well as transactional software volume discount agreements). This enables us to ensure customers are purchasing products in compliance with any agreements they have, and prevents accidental quotes and/or orders for products at prices outside of any agreement terms. Because every license is individually recorded against a customer-specific agreement, we can easily track license purchases for customers and record them against contractual milestones to assist customers in recognizing how to take best advantage of any agreements they have entered into.  The below screenshot shows a summary of the various Publisher contracts and standard reports.


Renewal Notification:

En Pointe provides pro-active notifications of renewals and contract expirations as part of our SW Account Management program.  We maintain a dedicated renewals team that tracks all expirations, renewals and provides notification to your account management team.

Our Renewal Team ensures accuracy and timely delivery of information to the customers by converting the data into useful information. The team understands the importance of time for every tier involved in the process by making sure that all the relevant and pertinent information flows through the channel. Our team is equipped with the necessary skill set that is required for clients and customers satisfaction. Support dimension covers the customer services and management of services for the State so that they face no problem in getting the required Services. Moreover, Renewal Reporting helps in generating a projection of the potential business through Renewals in the upcoming 90 days and more for coming year.

Below is a sample of the type of information that we can send.  Moreover we can customize the data to match what you require.




The standard notifications are sorted by;

1. Customer Name
2. Manufacturer Name
3. EnPointe Purchase order number
4. EnPointe Sales order number
5. Expiring SKU (Part number of the expiring License. Can be one or many)
6. Expiring Part Description (explanation of expiring licenses)
7. Expiration Date (the date when part gets expired)
8. Renewal SKU (Part number of the new service)
9. Opportunity amount (The list price customer will pay to renew)
10. AE name (who has been assigned to the customer)

Key Services of Renewal Team:

1. Renewal Process Management
2. Random Renewal Opportunities
3. Upgrade Promotions
4. Renewal Outsourcing
5. Renewal Repository

Renewal Reporting:

Reporting is one of the most critical parts of the renewal process that shows the results of a complete renewal activities performed in a particular quarter. Different reports are generated of which the most important is the Business Analysis Report (BAR) that determines the total potential renewal business per quarter. Apart from the business analysis report, a weekly report is also prepared that specifies the number of opportunities sent and followed up per week and the progress of the renewal opportunities. 


General Notifications & Product Awareness:

We receive regular product announcements, anniversary dates, safety information and notifications, product compatibility information, new product highlights, pre-loads, product end-of-life and alliances information on all products from our publishers. The purpose is to communicate to the PEs, future product directions, discuss how it will affect your current standards and illustrate the migration from current platforms to future products several months in advance. Product announcement notifications generally start about 4 months prior to end of production or any product lead time issues (i.e. Constraint, manufacturers defect, etc.) and products are flagged in En Pointe's system with the appropriate status. Based on the State and PE catalog we will be able to alert you when there are any product announcements so we can assist in product transition decisions or alternative product acquisitions. In addition, your En Pointe account team will have regular meetings with manufacturers to discuss roadmap and product transitions. Quarterly updates on roadmap can be delivered to you via reporting/meetings where evaluation products can be provided to your technical evaluation teams.


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.    

Response:

En Pointe has a variety of purchase activity reports available to you via the web, electronically (through email), and/or directly from your En Pointe account team. Our reports can track buying at every level and break down spend by division, parent, ship-to location, etc., to give you a clear view of your purchasing patterns.  

Our raw purchase activities reports capture over 100 points of data, which can be sorted by authorized users and allow them to view information in any manner they choose.  These reports provide a snapshot of your licensing & purchasing patterns by affiliate, location and (or) your entire organization.  Your affiliate locations may access reports for their specific location and can be automatically e-mailed to the requestor.  Your purchasers and administrators may access the following reports, 24 hours a day, 7 days a week, via a secure login utilizing En Pointe’s AccessPointe.  Reports will also be provided by means of your En Pointe account manager or inside account team as required in the terms.

En Pointe’s e-commerce solutions provide for comprehensive reporting for details of each and every transaction conducted between En Pointe and its valued customer base. Our reporting tools are both intuitive and powerful utilizing excel file formats, scheduling engines, and the ability to customize every aspect of your report. 

Systems Sales Reports

Standard Reports are available online, free of charge, and in the following formats as a subscription or on an ad-hoc basis:

· Report of Outstanding Orders
· Purchase History
· Detail Report by Publisher
· Detail Report by Customer PO#
· Raw Data File (all fields captured)
· Summary Totals by Product Name
· Summary Totals by Publishers
· Customer-Specific Price List
· Snapshot Report – graphical summary of purchase activity data
· Purchase Activity Detail Report
· Sales and Backorder Report

Premium Reports

En Pointe offers additional reports for customers who would like to track licenses, maintenance consumption, or view non-standard purchase activity.  The following Premium reports are available:

· License Consumption Report
· Maintenance Accumulation Report
· Global Report
· Total Sales By Month
· Purchase Activity Detail Report
· Summary Mfg Total by Dollars
· PAR by Mfg/Product
· Product Totals by Description
· Units Shipped/Units Returned
· Sales Orders Report
· Customer Contract Listing
· Cost Savings
· Return Activity
· Publisher Account Guide

En Pointe will provide these reports free of charge.

Software License Management Reporting: 

Know what software your company is purchasing.  Know where that software is being used.  En Pointe offers a variety of purchase activity reports to help you:

· Identify cost-saving opportunities
· Get the best price
· Apply allocation costs
· Budget for future needs
· License Compliance
	
Custom Reports:

For reporting requirements not covered by our standard reports, En Pointe’s reporting team can create customized reports to capture any customer-specific data management field in a format that meets your needs.  Custom reports are typically fee based depending on the complexity and manual effort required to create and distribute the report.  

Two of the main reports that we offer to assist with licensing and renewals management are as follows: 

Contract Expiration Reporting:  This will allow us to report back to PE when contracts will be expiring so we can proactively renew without any lapse in coverage. 

Future billing reporting:  This will allow us to proactively maintain the annual offerings by our publishers.  One single order is keyed into the system which creates future billing events based on contract anniversary dates.  The PE will automatically receive accurate invoices when they’re due.  We can also provide reporting on when and how much your invoices will be.

Sample standard reports have been included in a supplementary attachment.


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). 

Response:

En Pointe will provide a License Certificate that will substantiate Proof of Purchase for each type of license purchased under this contract. Additionally a duplicate copy of License Certificate will also be sent to the ordering agency. This License Certificate will contain all the necessary information.   Typically the customer’s order confirmation could be a possible proof of purchase for license certificate.  For example, MS legally will not let us send any kind of certificate and it would not be a proof of purchase, whereas Adobe has licenses certs.  Below is a standard order confirmation that can be used for proof of purchase.





Proof of License Database:

When En Pointe receives the customer’s Purchase Order our Customer Support Representative (CSR) places the order in our system through SAP to our vendors.  The order is then confirmed by the vendor electronically and the product is shipped directly to the customer. Shipment confirmation is sent to purchasing who then closes the order and adds shipping information in case of POD requests. Customer is then electronically invoiced and all licensing proof of purchase data is recorded in AccessPointe our e-Procurement tool.  Proof of purchase documentation requests can then be satisfied quickly through inquiry into the AccessPointe account database.

En Pointe will provide and archive reports that keep track of the number of licenses purchased which will support our response to any compliance inquiry or audit. 

You can request reports via subscription or ad-hoc for all licenses purchased from En Pointe.  For many of our software customers we have established a process where En Pointe receives all proof of licenses forwards them to the client and then also stores them electronically for future reference.  

Accuracy of licensing information/True-ups

En Pointe’s Software Licensing Team offers licensing expertise, creative and cutting edge software management practices, and the benefits that come with well-established publisher relationships

En Pointe continues to follow up with timely renewal notices, updates on publisher licensing programs and policies, True-Up, all product related notifications, on-site business reviews and consulting.

En Pointe makes it our #1 priority to ensure our customers are getting the most out of their IT spend while continuously looking for savings opportunities and accuracy of information.  A true-up analysis as well as volume license agreements are reviewed during client quarterly and annual account reviews. For example, En Pointe has successfully renegotiated a Microsoft Enterprise Agreement after only 1 year resulting in a $9 million savings for a “major computer manufacturer”.  This is an important part of the En Pointe commitment that demonstrates proactive client advocacy with proven success.

   Licensing Sales Support Examples:

•	Proactive contact with Publishers to arrange annual or quarterly True-Ups when possible 
•	Proactive contact with Publishers to co-term renewal dates to be consistent with the State budgets and requirements
•	Risk Mitigation through pro-active tools and process management
•	Consultations on best negotiation tactics with vendors including direct relationships 
•	ROI analysis
•	Promotions Analysis customized to customer’s environment and business drivers
•	En Pointe potential service dollar supplement 
•	Road Map planning
•	True-Up worksheets and planning
•	Regular customized promotions and changes notification specific to the State’s needs
•	Regular review of purchases to ensure best practices are being utilized
•	Pro-Active re-harvesting of license to reduce total spend
•	Contract Amendment Negotiations and Management
•	Contract and Agreements form management including pre-filled out forms and instructions for process

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. 


Response:

License Agreement Management
While Volume License Agreements lower software asset-management costs significantly and ease compliance worries, some organizations are reluctant to implement them because they can be complex. It is easy to be intimidated by confusing terms and conditions, a plethora of product and purchase options, and ongoing reporting requirements. En Pointe Technologies works with our clients to make sense of their volume license agreements. We deliver cost-effective guidance through contract interpretation, licensing deployment, and comprehensive reporting.  

First, we review the purchases you have made within the last few years.  We examine upcoming projects you are planning, as well as acquisition and divestitures, to predict future needs. Then we look at the licensing programs publishers provide, and decide how to set up each program so that your future purchases will be the most economical as well as fit best into your procurement processes.  

Our initial assessment will determine where improvements are needed, if any.  That will provide us a stable platform to pro-actively engage with your software publishers on your behalf to increase cost savings, increase compliancy and reduce risk to our customers.   

We can uniquely bring significant cost savings to your organization because of our service support and relationship with publishers. Our software specialists work directly with publishers and are well versed in programs to help your organization select the optimum program.

En Pointe has made significant investments in systems such as SAP (ERP) and AccessPointe (web-based application) to deliver tools for procurement and robust reporting to manage contracts.

Managing software license contracts can be complicated. En Pointe removes the complexity and serves as a trusted advisor to your organization.

Our license consulting services include the following: 
 
· Publisher, Product, and Program Information – En Pointe will proactively deliver key information customized to your environment to help you make informed decisions 
· Program Awareness and Needs Analysis – En Pointe will help you understand its options for acquiring software based on your business objectives and needs and provide analysis to justify those business decisions (excel cost summaries, executive analysis, etc).  
· We excel in the area of "One-Off" software research and sourcing.  Our SW specialists will work with a PE in finding a solution for a particular requirement and facilitate researching and negotiating with the Publisher on behalf of the PE.  We provide this consulting service at no charge.   
· Pre-Sales Engineering engagements would be billable activity.
· Volume License Program Recommendation and Justification – En Pointe licensing managers and license contract specialists will advise you on license programs, contract structure, industry trends and strategy.  
· Software Procurement Process Consulting – En Pointe will provide advice on how to put administrative advantages of licensing programs into use to save time and money including providing access up to and including facilitating customer oriented seminars and open discussions.  Much of this advice will be derived through our experience, key relationships with the software publishers and our ability to track licenses and licensing contracts and then produce a total solution to the needs defined.
· Publisher and Contract Facilitation/Negotiation – En Pointe will work directly with software publishers to negotiate favorable terms and conditions on your behalf.
· En Pointe Asset Services (EAS) offers an affordable, highly configurable cloud‐based software asset management solution that will enable the State to quickly and easily determine exactly what software is installed on their network, servers and end point devices in order to reconcile/manage their license position and address entitlements. All forms of software are discovered and inventoried as well as hardware including non networked printers and monitors.

· Increase the ROI of software and hardware assets.
·   Eliminate Software overspending
·   Allow underutilized software licenses to be redeployed
·   Discover lost hardware assets
·   Reduce Support costs
· Reduce Security Risk.
·   Restrict the use of unauthorized Software or Hardware that may contain harmful viruses or malware
· Eliminate Compliance Risk
·   Know what software is installed and where it is located on a “real time” basis
·   Software negotiations: Stop an audit before it starts

The En Pointe Account Executive will validate all contracts and high volume purchases as part of our initial integration plan as well as ongoing account maintenance. We will compare current and future programs including contract and licensing changes to gain the most aggressive terms available for each PE under this agreement. We will also monitor internal growth (projected and M/A) to re-work contracts when appropriate.

Specifically En Pointe will work with each PE to determine the most appropriate licensing structure for your needs.  This typically includes a customized cost analysis – analyzing spends, product lifecycle, software assurance value, estimated end-user usage, and total ROI.  Furthermore, we will include best practices given our expertise with other customers.  Overall through understanding your business priorities and IT initiatives, we will derive a plan that best meets your strategic objectives.  In doing this we will help you to control costs, improve productive and accelerate agility.

Historical purchase information to provide targeted assistance to a PE:
Access Pointe, web-based procurement tool, allows us to provide a real-time depository of software license information such as key-codes, purchase history, software assurance benefits, etc. Access Pointe will show purchase history (including prices), allow the management of all software agreements (not just Microsoft) and provides for the online direct purchase of products. En Pointe can benefit you in many ways, maintaining the historical purchases and carefully managing this data, this includes;
· Better forecast your annual software budget and manage costs
· Gain greater control over your product upgrade cycle
· Effectively plan for new software deployments
· Ensure good corporate governance
In addition to that;
· We consolidate software purchase history reports collected from your software vendor, your own internal accounting processes, and from resellers you may be buying software from, to determine what software license you have purchased, and what are you legally entitled to be running. This is very helpful to us in managing your licenses.

· In addition to helping you determine what software you really need, En Pointe specialist help you better understand the full capabilities of what you have already got. This avoids unnecessary buying and enables to make better use of your software to solve additional business problems. 

· Based on your purchase history and software asset discovery, we determine whether the software you are actually running is all properly licensed or whether at risk of non –compliance. We recommend ways to achieve compliance that best fit your situation and implement fixes as requested.

· Access Pointe allows Purchase Order History to be analyzing by variety of criteria including all Purchase Orders with receipt discrepancies.
A detailed report may be printed that contains the Purchase Order history grouped by Purchase Order number and includes all the line item data.


Sample screenshot of EA deployment on Access Pointe





Customer Letter acknowledging the better management of software licenses on basis of purchase history maintained by En Pointe:




Lower Cost Purchasing Alternatives: En Pointe has the ability to offer a number of lower cost purchasing alternatives to save PE’s budget.

· Multi-Vendor Sourcing: Ability to source lower cost or complementary 3rd party option alternatives. Our partners provide a wealth of resources to En Pointe.  We have access to technical information and support staff at no cost to En Pointe which allows us to provide a level of service that is greater than the manufacturer direct model.  We have the ability to build and configure hardware from “non-like” brands where clients can build a fully customized solution through En Pointe in one unique shipment.  

· Promos: Leverage 40,000+ promos monthly from distribution to offer lower cost alternatives.  (Example: On a recent order we saved our customer IBM $41,825 on a PO valued at $997,595 by utilizing a promo available from distribution.)

· Special Bid Audit: Ability to audit OEM special bid prices and help prevent ‘price creep’ over contract life.

· Single Account Management: 
We provide you with a single point of contact for all vendor products & services.
Training:

En Pointe has many certified service professionals who are fully authorized to install, upgrade, repair and train on all major publisher partners like Microsoft, Adobe, Symantec, VMWare, McAfee, Novel, just to name a few. 
 
· On-Site Training - One to one training can be arranged as well as classroom environment training.  Our training professionals and partners can accommodate these scenarios both on- and off-site.
· Off-Site Training- En Pointe is certified by all major software titles. We can offer on-site or off-site training in any software capacity.  We have provided training in software to a large number of customers.  This training ranged from beginner level end users to high level IT professionals.  


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

Response:

Each PE will benefit from our long-standing strategic partnerships with our publisher partners.

En Pointe is an authorized reseller and integration partner for dozens of software publishers, including Microsoft (LAR/ESA), Symantec, IBM/Lotus, Computer Associates, McAfee, Trend Micro, Altiris, Citrix, and all other major publishers. We also excel in the area of "One-Off" software research and sourcing. 

[bookmark: _Toc287612214]Software Certifications:

En Pointe holds high level certifications from many of our key suppliers.  Only a small number of distributors receive these distinctions from hardware manufacturers and software publishers.  En Pointe has earned these certifications through intensive education and training, product support programs, customer satisfaction and sales performance.  Certification assures the PEs that En Pointe is a well-qualified supplier and partner who is focused on the delivery of quality support and service after the sale.   

We maintain a dedicated Vendor Partner Relationship team who manages our Publisher relationships.  We work directly with the Publisher on certifications required to keep the highest level of authorizations or through authorized distributors.  In other cases, we can utilize teaming agreements to provide SW that we may not be authorized for.  Should we not be authorized for a certain publisher that is required, we can work with the publisher on understanding the requirements and costs to become authorized – typically based on projected volume of the contract.                                                         

En Pointe carries over 1600 publishers, including the following key certifications:





Our technical certifications afford En Pointe additional discounts and rebates from other publishers that the “software only” companies do not receive.  En Pointe will build these discounts and rebates in to your pricing resulting in additional hard dollar savings. In addition, many other publishers provide additional discounts or rebates for the reseller service partner that can provide more than transactional services.  This includes being able to consult, deploy, and migrate their technology as En Pointe has the capabilities to do.  A good example is Symantec and Microsoft.  We are one of only a handful of resellers who maintain the technical certifications and engineering team to provide complimentary services around these product publishers.  

En Pointe has had and continues to grow a strong partnership with these and other software publishers.  With decades of combined industry experience, our Software Account Managers offer licensing expertise, creative and cutting edge software management practices, and the benefits that comes with well-established publisher relationships.

[bookmark: _Toc140913747]Multi-year or volume-based discounts:

En Pointe will leverage our vendor relationships and programs to ensure the PE will always be presented with multi-year discount options and when evaluating bulk purchases including maintenance.

Cost Saving Solutions on a Volume Basis:

En Pointe can reduce total cost of ownership by offering following value adds;
· En Pointe’s deal registration and contract management processes ensure capture of rebates and discounts from publishers.
· If a special bid is not in place, En Pointe can assist the PE with the orchestration of competitive bid
· [bookmark: _GoBack]En Pointe can provide an ongoing pricing benchmark check point/audits to validate that each PE is receiving the best prices from the publishers.  We can ensure the same price concessions are being made to each PE.
· En Pointe will identify any promotions or rebate programs made available by the manufacturer or any other supply source.  You’ll be provided all product savings that qualify for rebates or promotions.  
· A company that delivers competitive pricing by leveraging the flexibility of our multiple product sourcing partners.
· Our unique value added offerings and services are aimed at making our customer’s lives easier, lowering life cycle costs and improving efficiencies.
· Reporting, customer satisfaction and continuous improvement initiatives help us support you in best achieving your requirements.
· For PE to obtain the lowest acquisition price, it’s our experience that this is first obtained through a volume special bid with the OEM manufacturer.  En Pointe can provide the following benefits with this process:

· Our reports help clients track SW assets, track cost savings, and assess status against volume licensing and purchasing commitments.
· End of life, discontinued or constrained products are to be identified clearly in any quote response. Frequency of such pricing actions to be provided in accordance with the scheduled catalog updates

PE Communication and Marketing of Contract

The En Pointe Account Team will maintain regular communication with the PEs in order to enhance and improve the viability of this contract.   En Pointe is committed to your satisfaction and to ensuring that you have resources, both sales and technical, who understand your business and that your team can rely on when needed. Our customers should expect that their En Pointe team will be knowledgeable about the industry and able to provide guidance on solutions and technologies from various partner publishers and manufacturers portfolios that make sense for our customers.  In conjunction with quarterly updates and audits, we can establish customer satisfaction surveys to help us identify issues, resolve obstacles and improve on methods of supporting the contract.

En Pointe can also provide a number of marketing activities to further support and add value to this program. We believe these to be critical in helping our customer further establish itself as a comprehensive program and at the same time adding value to its partners. 
 
Marketing Collateral: Brochure 

If awarded this purchase contract, En Pointe will immediately begin collaboration on an En Pointe-branded brochure highlighting our customer strengths and En Pointe‘s solutions for them. This brochure will be widely distributed to the entire business sector in your area of influence. In addition, the brochure will be available for download from En Pointe‘s Web Site www.enpointe.com. 

Marketing: Newsletter 

En Pointe publishes a quarterly solution newsletter that we will include your organization on our distribution list. The Newsletter highlights upcoming events, webinars, technology spotlights, funding opportunities and other technology articles of interest to your business sector. 

Marketing: Flyers 

The En Pointe team will maintain a distribution list of your organizations contacts and periodically send out communication spotlights with promo‘s, events and pricing lists. Our customers particularly like monthly updated pricing lists for products like Microsoft, Adobe, Symantec/McAfee and VMware. 

Onsite Technology Updates 

En Pointe will work with your organization to host vendor technology fairs, updates and lunch and learns to help keep abreast of the latest technologies and solutions to maintain your competitiveness, life cycle cost improvements and enhanced learning opportunities for their employee base. 




Value Add Partnership Offerings Summary 

Our Software Licensing Account Executives and their internal counterparts are able to provide the following services for each of our software publisher partners: 
· Simplify complex program details
· Analyze and propose best programs
· Coordinate publisher's technical resources
· Assist with contract negotiations
· Streamline and ensure timeliness of renewals
· Communicate pertinent product and program changes
Our software specialists can help you understand what you are licensed for and what you are entitled to.  We offer Services from Pre-Contract through Post Contract LifeCycle.

Pre-Contract Services:

· Review of existing software platform & buying trends 
· Comprehensive cost analysis 
· Customized business proposal outlining specified objectives 
· Technology planning and roadmap sessions 
· Long-term budget planning & forecasting 
· Contract interpretation & simplification 
· Proposal of quantifiable software & satisfaction assurance 
· SAM assist to lay the foundation for best practices 

In-Contract (Training/Management):

· Facilitate Software Assurance Benefit activation 
· MVLS site training & benefit administration 
· Provide customized departmental training on MSDN and TechNet 
· Manage TechNet subscriptions: Add all new TechNet users and subscription benefits 
· Manage MSDN subscriptions: Add all new MSDN users, assign appropriate subscriptions/benefits, transfer/modify current subscriptions, send monthly user report 

In-Contract (Processes):

· Set-up AccessPointe 
· Implement EA tracking system 
· Plan for deployments/migrations 
· Provide License harvesting & audit consulting 
· Track to SAM processes for yearly True-up 
· Schedule subscription based/ad-hoc reporting 
· Monthly Microsoft (and other Publishers) Newsletter 
 
Post-contract:

· Enterprise Agreement /software assurance ROI  summary 
· SLA scorecard breakdown and vendor performance overview 
· Technology initiatives and roadmap analysis 
· Asset management support  
· Assistance with license transfers 
· Proactive contract re-negotiations with Microsoft and other Publishers
 

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 customer 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 customers.  
Response:

En Pointe is more than a software reseller. A significant portion of our revenues are derived from services engagements, all of which are driven and governed by very tight Service Level Agreements (SLA).  We create, track, monitor and report on mutually agreed upon SLA’s at which time specific staffing levels and timelines for deliverables are also established in conjunction with the customer’s requirements and expectations.  We take this “best practices” approach and applied it across all aspects of our business – hardware delivery, services deployment, software sales and licensing and total customer expectation management.

Once specific Service Level Agreements are established, we monitor and report on them to the contracting agency on a regular basis.  Typically, these metrics are measured through our electronic ordering system (AccessPointe), our ERP financial system (SAP), our call management system (Clarify), or any combination thereof.  We can report on attainment of SLA’s as frequently as the State desires:  daily, weekly, monthly, or quarterly.  At a minimum, we will conduct QBR’s (Quarterly Business Reviews) and ABR’s (Annual Business Reviews), during which we’ll formally present SLA attainment metrics for the previous period.  

While performance metrics and SLA’s are (and should be) unique to each En Pointe customer, detailed below are several service level objectives requested by our larger customers.  We look forward to discussing what specific service level expectations you have and how En Pointe can exceed these expectations:

Order Metrics
· Delivery time
· Order accuracy
· Standard vs. rush orders
· RMA’s – processing time, % of orders RMA’ed
Price Quote Metrics
· Quote accuracy
· Turnaround time – standard, rush
Invoice Metrics
· Invoice accuracy
· Invoice timeliness
Call Response Metrics
· Calls answered 
· Calls returned 


Spend Monitoring:

System tools will allow En Pointe to monitor your spend to take advantage of additional discounts and contracts. In addition the Enterprise Account Executive will validate current contracts on an on-going basis to ensure current market discounts.

Project Improvement:

En Pointe utilizes ITIL best in practice methods and processes.  We utilize our Project Management Organization to facilitate process improvements across various functions of the organization.  For this purpose we also use scorecards. En Pointe utilizes several systems to monitor and track performance.  We run our business on SAP and this system is used extensively to track and manage important aspects of our business.  We have developed a number of custom applications in SAP for specific aspects of our business, such our Logistics Management System (LMS) that helps manage customer owned inventory.  En Pointe also utilizes Clarify extensively to help manage our service engagements with our customers.  The data entered into these systems is used to derive weekly, monthly, quarterly and yearly reports. These reports range from SLA’s reports to inventory reports, from operations staff reports to executive reports. These reports are derived from customer SLA’s and key measurement points that define our day to day business.

Many customers have unique needs that require our functional departments to perform in a specific or nonstandard way.  In these cases, En Pointe develops an internal Operational Level Agreement (OLA) for different departments to adhere to.  

In addition to the internal OLA, En Pointe also develops Operation Guides for our customers.  These guides can be brief outlines of a basic how to do business with a particular customer, or for our large and/or complicated engagements, these guides are quite extensive and include all aspects of doing business with a customer.  The Operations Guides contain all processes performed by the account teams with detailed documentation and flow charts.  

Certified MBE Minority Status:
En Pointe Technologies is a Certified MBE and able to support existing minority objectives and initiatives of PE. We can also integrate with other Minority Vendors a Diversity Trading Exchange with the ability to receive management and vendor spending reports from a single source.

En Pointe Continuous Improvement Program: 
En Pointe values client feedback and communications and realizes satisfied clients are loyal clients.  Ongoing communications are essential for straightforward, two-way exchanges that keep both the client and En Pointe informed regarding performance and client requirements.  

To ensure continuous and open communications, En Pointe will implement a formal process of weekly and monthly communication and quarterly reviews with varying levels of our clients’ management team.  En Pointe considers this a best practice for the review of service performance and overall client satisfaction. 

Weekly & Monthly Reviews: are conducted to review all the activity related to ramping up an engagement. Establishing SLA’s, metrics, processes, procedures and support plans are key discussion items for these meetings.  In addition, these meetings are a forum to discuss performance and results, address any issues that may arise, track quality improvements, and plan for any changes required in response to the ongoing engagement implementation. 

Quarterly Reviews: occur once an engagement has entered the on-going or maintenance phase.  SLA’s, metrics, and performance parameters are now established for the engagement and support is on-going. These meetings are to review past performance, successes and areas of improvement, as well as plans for improvement in the next quarter, changes planned to occur in the environment, and to provide open communication on the satisfaction of service provided by En Pointe.

Included in an attachment are samples of QBR reports we have created with other customers.

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.  
Response:
[bookmark: _Toc284492246]
En Pointe Technology Solutions Offerings

En Pointe’s core engineering staff is centered on implementation of the strategic products of our major partners: Microsoft, Cisco, Citrix, VMWare, HP, IBM, EMC, NetApp, Symantec, LANDesk and others.  Outside of implementing our own Call Center and our Cisco VoIP telephone system across 1000 employees in 7 U.S. sales branches as well as a private Desktop Virtualization Cloud for internal I/T, En Pointe has principally delivered projects which integrate multiple technologies in partnership with companies that specialize in each category.

En Pointe’s Professional Services/I.T. Consulting Services practice maintains centers of excellence for the following technology areas:

· Microsoft
· Networking
· Storage, Servers, and Virtualization
· Security (McAfee, Symantec)
· Systems Management (LANDesk)
· Cloud Solutions (Off Premise and On-Premise)

Our Practice Areas help our customers with solutions in the following areas:

· Consolidation (data center, servers, images, storage, and network)
· Convergence (infrastructure: server, storage and network)
· Automation (hardware, software, and end-to-end)
· Virtual / NG Datacenter (integration of converged infrastructure and delivery)
· Service delivery (automated management and monitoring, audit and compliance, metering, and governance)
· Facilities / Green Initiatives (power and cooling, green technologies, metering, monitoring, and resilience)


Microsoft Services Include:

· 
· Microsoft Consulting   Staff Aug
· System Management Solutions
· Virtualization Solutions
· SharePoint Infrastructure
· Desktop & Office Deployments
· Lync / OCS Implementations
· Email Migrations
· Desktop Virtualization
· Cloud offerings and migrations
· Active Directory Solutions
· Software Asset Management
· Software Metering
· Server Deployments
· Datacenter Virtualization 


LANDesk Services Include:
· Infrastructure Onsite Consulting
· LANDesk Deployments, Upgrades and Express Upgrades
· LANDesk Health Checks

· Operational Onsite Consulting
· Software License Management
· OSD, HII, & Provisioning
· Design Workflows 
· Internal Processes

· Project Planning Services

	Security Consulting Services Provided:

	Specializations

	· Architecture & Design
· Implementation
· Optimization
· Project Management
· Statement of Work Scoping 
· Presales
· Training
· Proof of Concepts
· Risk Assessments
· Health Checks

	· Enterprise Security
· Endpoint Management 
· Data Loss Prevention
· IT Compliance
· Data Protection
· High Availability
· Storage Management
· Archiving and eDiscovery 
· Managed Security Services
· Authorized Product Program
· Hosted Services Partner




Cisco Services Provided
En Pointe is able to support all the following services: 

· Network, Voice and Security Implementation
· Deployments, Upgrades and Support
· Assessments and Health Checks

·  Onsite Consulting and Staff Augmentation
· Onsite Engineering Support
· Design
· Technician and engineering short and long term placement

· Project Planning Services
· Design and Planning 
· Formal  Project Management Services

· Technology Training
· Certified Cisco Technology Training
· Custom admin  and user training built into projects
[bookmark: _Toc284492247]
Cloud Offerings

En Pointe offers five cloud solutions for our customers to virtualize their environment to the cloud.  Our solutions can be on or off premise.  These include:

· Cloud Desktops 
· Cloud Servers 
· Cloud Voice/Video 
· Cloud Storage: Ours, Amazon, Iron Mtn 
· Cloud Apps: VDI / Web / Mobile (www,ipad,android) 



Our service engineering rates are included in the pricing attachment.
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Cust Name Mfr name Contract#PO# Exp Sku/Service Description Qty Exp Date Expiring Sku/Service Program Description

SAIF CORPORATION VMware, Inc. 75006864 6051809VIRTUAL CENTER MNGMT SVR FR INFRA\MNT 1 10/31/2009 VI-VCMS-P-SSS-C-8M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 ENTERPRISE\MNT 1 10/31/2009 VI-ENT-P-SSS-C-8M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 ENTERPRISE\MNT 3 10/31/2009 VI-ENT-P-SSS-C-7M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 ENTERPRISE\MNT 1 10/31/2009 VI-ENT-P-SSS-C-4M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809VMOTION\MNT 3 10/31/2009 VI-VMOT-P-SSS-C-1M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 STANDARD\MNT 1 10/31/2009 VI-STD-P-SSS-C-23M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 STANDARD\MNT 1 10/31/2009 VI-STD-P-SSS-C-7M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 STANDARD\MNT 1 10/31/2009 VI-STD-P-SSS-C-2M VMWare

SAIF CORPORATION VMware, Inc. 75006864 6051809INFRASTRUCTURE 3 STANDARD\MNT 1 10/31/2009 VI-STD-P-SSS-C-1M VMWare

SAIF CORPORATION VMware, Inc. 75005423 6056713INFRASTRUCTURE 3 STANDARD\MNT 1 31-Dec-09 VI-STD-P-SSS-C VMWare
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