

	
	Offeror Questionnaire – 
Qualifications
	STATE OF ARIZONA

	
	
	Agency:      Arizona Dept. of Administration
                   State Procurement Office (ADOA/SPO)

	
	
	Customer:  WSCA participating states; AZ Statewide
                   (state agencies & cooperative partners)

	Description:  WSCA Software Value-Added Reseller
	



Instructions: Complete each item, using attachments where necessary.  Attachments shall indicate the item number and heading being referenced as it appears below.  Please note: Please respond to all questions, even if your answer may be ‘Not Applicable’.  Label your response "Questionnaire-Qualifications-companyname" and indicate the question number that is being addressed.  Your narrative response is limited to 15 pages.  All attachments under this header should be labeled, “Questionnaire-Qualifications-companyname–Attachments”.  Attachments are not included as part of the page total.  Responses should be comprehensive but concise, addressing specifics with minimal extraneous information. Charts and graphs may be utilized to outline specific information, such as an organization chart or current client list, where appropriate.  All materials must be in electronic format that can be received in 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.    

QUALIFICATIONS: 

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

Response:

Company Data:
Legal Name:  			En Pointe Technologies Sales, Inc.
Headquarters:	18701 S. Figueroa Street
Gardena, CA 90248-4506
	Ph: (310) 337-5200
Fax: (310) 725-5240

Year Founded:			1993
State/Date of Incorporation:	Delaware, August 25, 1997
Federal Tax ID:			95-4650291		
Dun & Bradstreet DUNS #:		80-009-0219
Delaware Corp. Register #:	8624057

Number of Employees:

In FY 2010 En Pointe employed approximately 233 individuals including:
· 29 Executive, First/Mid Officials & Mgrs
· 23 Professionals
· 58 Technicians and Service
· 35 Sales Workers
· 88 Administrative Support

Many of these individuals work across multiple lines of business, geography and departments.  

Sales and Service Offices: 
En Pointe maintains with a physical presence in over twenty major U.S. markets








Company Overview

En Pointe Technologies Sales, Inc. is a national, dynamic, flexible technology company focused on delivering the most effective solutions for the acquisition, configuration, deployment, maintenance and disposal of IT hardware and software assets.  En Pointe is one of the nation's largest resellers of computer products and services.  Our team of service, sales and operations employees provides our customers with a wide range of technology solutions and capabilities.  

En Pointe provides fulfillment services for I.T. hardware, software licensing (a National Software LAR), and offers a comprehensive portfolio of services. Our goal is to provide cost savings to you through the sourcing of products and services best matched to your current and future plans. We do this by helping you select, optimize, secure and manage your I.T. infrastructure.

En Pointe is one of the few companies in the country that has national core competencies in each of the four disciplines listed below and can flexibly provide a client with a single point of responsibility to span asset and service delivery anywhere in the U.S.  Additionally, our ability to leverage spend dollars in these different lines of business often helps us add additional cost savings for our customers.

	Hardware Fulfillment
	Software Licensing
	Consulting Services
	Cloud

	· Procurement 
· Integration 
· E-Business 
· Logistics 
· Configuration 
· Asset Management 

	· Licensing 
· Contracts Management 
· Vendor Management 
· Compliance 
· SAM 

	· Virtualization 
· Service Desk 
· Security 
· Systems and Storage
· Networking
· Messaging

	· Hosted Virtual Desktop
· Hosted Servers
· App Virtualization
· Hosted Voice and Video
· Cloud Storage




Corporate History

Bob and Naureen Din founded the company that became En Pointe in 1993 in the garage of their Manhattan Beach, CA home.  En Pointe developed a DOS based application that tied directly into the systems of the six largest IT distributors of that time.  The corporate purchasing goal was to reduce costs and delivery times.  This ‘Virtual Warehouse’ model was pioneered by En Pointe and enabled us to shop for customer product across many distributors, based on best price and availability.  This new business model provided the benchmark for supply chain best practices and quickly propelled us to a nationally competitive IT company.  We grew to $300M in the first three years of our existence, strictly by bringing on new clients – no acquisitions.

In 1996 we went public and changed our name to En Pointe Technologies Sales, Inc. (In 2009, we became a private company again). We invested in an integration facility in Memphis, TN that enabled us to provide our customers with basic integration services, conveniently located near Fed Ex for easy shipping.  We began building a services business that was solidified by our investment in Clarify as our service management tool in 1997.

In 1998, En Pointe invested $10M to procure and develop an ISO9001:2000 integration facility that provided us with 126,000 sq. ft. of warehousing and configuration space.  We also built a component level repair facility to enable our engineers to save our customers money by diagnosing and repair issues down to the chip level.  In 1999,  we invested $12M in SAP, allowing us to more effectively manage our business as well as easily develop EDI links with our manufacturer and distributor partners and our customers.  

At the time we were implementing SAP, we were also merging the two applications that we provided to our customers to make their buying experience easier.  One was a web based procurement tool, and the other was a tool to allow our customers to build requisitions on-line, and have them flow through their internal work flow electronically.  We ended up spinning this new product off into a separate company called Supply Access.  Supply Access received venture capital from companies like Microsoft, Peregrine and Tech Data, and was positioned to compete against Ariba and Commerce One in the web procurement space as a low cost, easy to implement alternative.  We renamed the tool AccessPointe, and give this tool to our clients to provide them with a simple way to automate their requisition through acquisition process.

En Pointe continued to focus on growing our services business and began acquiring small IT companies in strategic markets or with strategic positioning.  We bought Tabin Corporation in Chicago in 2002 to expand our presence in the Chicago market.  In 2004 we purchased Viable Links of Seattle to expand our presence in Seattle, Portland and Boise, and to expand our professional services offerings.  In 2006 we purchased Software Medium of Dallas to expand our presence in Dallas and Austin, and to acquire a sophisticated security practice.

Over the past six years, En Pointe has been focusing on growing our software and service business.  We have been a Microsoft LAR for nearly ten years, but we have recently invested in the services side of our Microsoft business to attain Microsoft Gold status.  Additionally, we have invested in our SAP system to develop modules that allow us to better manage software contracts (as opposed to manage distribution of physical assets).  We have grown our services business to $50M annually and our goal is to become a $100M service business within the next five years.  We grow predominantly through our large, national, outsourced service engagements for help desk, desk-side support, maintenance services, asset recovery services, and installation services.  We have also invested greatly in the Professional Services side of our business with certified practices in Networking/Communication, HP, Systems Management, Security, Microsoft, Systems and Storage, and Virtualization/Cloud (dinCloud).

En Pointe Organization Chart





Recent Microsoft Accomplishments

· Awarded “Operational Excellence Award 2010”, 3nd consecutive year
· Recognized in the Pacific Northwest for "Best Practices or Excellence in Competency" and “Top Partner Depth Alignment Program” (PDAP) 
· En Pointe ranked in the Top 2 out of 22,500 partners on the Microsoft Partner Solution website, derived from customer testimonials www.pintpoint.microsoft.com
· 90% Software Assurance Benefits Activation for existing customers (all levels A-D)  
· Leading Microsoft LAR to conduct Infrastructure Optimization Assessments to identify cost savings opportunities for client
· 1 of only 4 companies designated as SI LAR (System Integrator Large Account Reseller)

Recent Major Accomplishment: En Pointe ranking by Microsoft #2 as of March 23, 2011

Microsoft, 2 years ago released a solution website that ranked all partners in the United States.   Pinpoint helps business customers find technology experts, licensing experts, software applications, and professional services that solve specific business issues and support long-term goals. Since its conception En Pointe has been ranked in the Top 10 as a company and the services it provides. (Rankings change on a daily basis per Microsoft and Customer Reviews)

www.pintpoint.microsoft.com



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

Response:
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. 

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

En Pointe carries over 1600 publishers.  We have included our certifications on the Questionaire-Qualificaitons, RepPublishers’ attachment and are including our Letters of Authorization as a separate attachment as well.

En Pointe affirms that there are no software publishers with whom we refuse to do business.  If we are currently not authorized, we will work with the Publisher to understand authorization requirements or other ways to procure their product for the requesting agency.

Our Letters of Authorization are included as attachments to this response.


3. Describe the company's experience and expertise providing the following services. 
a. License Management
b. Account Management (assume ‘accounts’ as equivalent to a state contract, and to a using municipality)
c. Training
d. Software Consultation
e. Other (Specify)
Response:

a. License Management

Managing software licensing contracts is getting more complex. Each publisher has a different set of programs. Tracking what you bought, what you own, and what you are using can be an overwhelming undertaking. En Pointe Software Licensing Services eliminates complexity by helping you manage your publisher relationships. 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 our SAP (ERP backend) and AccessPointe (online application) to deliver tools for procurement and robust reporting to manage contracts. Managing to software license contracts can be complicated. En Pointe removes the complexity and serves as a trusted advisor to your organization. 

En Pointe’s Licensing Program Includes:
· License Program Analysis and Comparisons
· Online Catalog Standards and Bundles Management
· Publisher Contract Negotiations
· Publisher Incentive Dollar Negotiations (money to assist with deployments or assessments)
· Pro-active notifications of renewals and contract expirations
· Budget Planning and Forecasting
· Assistance with License Transfer and Consolidation during M&A’s
· Compliance Reviews and Audit Consulting
· Subscription-based and Ad-Hoc Reporting
· Self-Service P&A, Ordering and Reporting
· Media duplication, Electronic Software Distribution
· Software Asset Management

Software License Monitoring

En Pointe can additionally help with the State’s license management through our SW Asset Management (EAS) offering providing Software License Monitoring services.

Software License Monitoring pulls software inventory, software usage and purchasing information together to provide consolidated software license reporting. This service enables customers to easily identify under-utilized software, over installed software, unauthorized software and potential software license compliance issues.

Services
· Track software deployed across organization
· Track usage of software
· Track un-authorized software
· Track Software License Purchases through customer provided data
· Compare Purchases (Allowed) to In-Use consumption
· Track un-used software
· Track License Contract Renewals
Note: Harvesting and re-distribution of un-used licenses requires Software Distribution Module (fee based)

Monthly Reporting
· Installed software on managed devices
· Usage of software installed on managed devices
· New software installed on managed devices
· Unauthorized software installed on managed devices
· Software Contracts due to expire, up for renewal in next ninety (90) days
· Software Usage Report (purchased licenses, installed, frequency of use)
· Un-used software

Capturing licensing information at the time of purchase and allocation information at the time when the software is installed provides an accurate ownership and allocation database. Reconciling the licensing information with discovery data provides for a "checks and balances" process to ensure data validity for compliance purposes.

Account Management

En Pointe’s customer support model includes dedicated field and inside support personnel working as a team to service ForestCity.  This primary account team will also manage additional En Pointe personnel on your behalf, both local and national.  Between the primary account team and additional En Pointe personnel, En Pointe’s teams are Subject Matter Experts on all of the different licensing models from each of our publishers.  There are technical resources available to WSCA PE’s as well, aided by groups of engineers and vendor specific support teams.

Account Team Commitments:
· Participation in En Pointe eConnect 
· Assist with vendor cost analysis and licensing program comparisons 
· Provide opportunities for cost-savings through evaluation of purchasing trends  
· Provide technical resources for project planning, assessments, or deployments 
· Hold (at minimum) quarterly meetings to evaluate the partnership, processes and upcoming initiatives
· Quarterly QBRs 
· Ensure software assurance  benefits utilization by assisting with set-up/processes
· Customize the AccessPointe tool and provide training to utilize its capabilities to the fullest
· Provide local vendor engagement and single point of escalation for issues
· Proactively inform you of all local events, seminars and workshops 
· Implement true-up tracking system/process (if desired); to assist with budgeting and management

Training

Your account manager will work with our partner Publishers, training vendors and En Pointe licensing specialists to provide a detailed and comprehensive plan to train and implement the use of the SW Reseller products contract with WSCA.  Details of this plan include:

1. On-site presentations or assistance visits where required
1. Select/Enterprise Agreement/SA Benefits training presentations
1. Training on product use
1. Roles, responsibility, and compliance verification of agencies
1. AccessPointe online 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.  


Software Consultation
En Pointe has extensive experience in providing software pre-sales licensing advice, acquisition, reporting, deployment and support. We can add tremendous value by helping State Agencies understand your buying volume and asset utilization for products and licenses.  

En Pointe provides advice you can rely on from experts in volume license agreements and software programs.  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) 
· 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.
· Pro-active renewal notifications – En Pointe will provide 60-day advance notice of all volume licensing renewals.
· Tracking/POD/Compliance on ESD software – En Pointe can set up an email alias and receive all ESD deliveries in one central location – forwarding on to you with PO or other ref#, to facilitate proper “receipt of goods.”
· En Pointe Asset Services (EAS) offers an affordable, highly configurable cloud‐based software asset management solution that will enable the State Agencies 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

Specifically En Pointe will work with the WSCA States to determine the most appropriate licensing structure for your needs.  This typically includes a customized cost analysis – analyzing spend, 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.

Other (Specify)

In addition to what we believe to be the high standards of reseller offerings, En Pointe has many key services that may result in a collective cost savings as well as a heightened customer experience:

1. Enterprise Agreement Tracking:  En Pointe can offer comprehensive management of contract agreements.  This offering provides a uniform purchase process, tracking of EA product deployments and also provides access to EA pricing for inter-department bill-back as well as additional contract details.  
1. Electronic Software Delivery (ESD), Microsoft Products:  By setting up a secure server at our ISO certified configuration center and delivering software electronically, your organization could be eligible to save significant hard dollars by not having to pay sales tax.   Although many of the Microsoft titles are available for download on the MVLS website, not all are available and new release updates generally run slow (as much as 30 days after release), by utilizing En Pointe ESD, our clients have access to a complete library when needed.
1. Electronic Software Delivery (ESD), other publishers:  En Pointe, as part of our practice, establishes an email alias for customers so that emails from the publisher arrive back to En Pointe. This allows us to manage to the SLA’s agreed to with the customer for all orders and delivery.  With En Pointe’s unique offering, you would also receive products with all other pertinent information (PO #, cost center, end user information etc.) to allow proper receipt of product while En Pointe manages the responsibility.  This would allow a simpler and more efficient receiving process on all ESD products.
1. [bookmark: _Toc145816927][bookmark: _Toc145897803][bookmark: _Toc283808295]AccessPointe:  AccessPointe is not just another web portal for purchasing but a extremely robust application (38 million invested by SAP, Peregrine, Tech Data etc.) that allows the best possible integration with your current procurement system as well as the ability to punch out to all of you other suppliers with electronic catalogs.  This would give you one portal for all of you on-line procurement needs.
1. Support for Electronic Software Download:  En Pointe can effectively reduce costs by leveraging the electronic distribution of software products.  We can review your existing process while applying tax strategies that utilize exemptions for intellectual property.  By fully leveraging electronic software delivery, our clients realize cost savings while having immediate access to software via an En Pointe maintained Image Library.  Your data images can contain all relevant programs including network and security settings for a variety of departments functions within your organization so that desktop deployments and upgrades are seamless and without technical complications.
1. Systems Integration: As a Systems Integrator Large Account Reseller (SI LAR), En Pointe has the expertise to go beyond procurement of licenses to provide planning, deployment, full or partial management and retirement of your Microsoft and other Publisher technologies. Overall, En Pointe’s goal is to ensure that you are maximizing your investment in Software technology.  Our SAM consultants have vast and varied experience consulting and designing SAM programs, hold SAM certifications from Microsoft, ITIL and IAITAM organizations. 


4.	Clients 
a. Provide information on your current government client list.  In addition, explain the services you provide to each client and how long you have been working with each one. 
b. List government contracts you have gained over the past three years and provide an explanation of why your company was chosen.   
c. List government contracts you have lost or resigned over the past three years and provide an explanation of why your company lost or resigned these accounts.
d. If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. 
e. Provide the agency/company name, contact name, email address and telephone number for three client references.  Providing this information shall constitute your permission for the Procurement Officer to contact the clients to discuss your work and your working relationship with them.

Response:

a. Current Government client list:


En Pointe has over 3000 clients across the nation, providing various types of IT equipment and service and we manage over 200,000 seats from various managed services contracts.   We deliver our products and services to a wide range of customers in a wide range of industries and geographies.    Worldwide our outsourcing and managed services contracts include over 100 customers. 

En Pointe maintains several large government contracts including specialized services for individual Counties, Cities, Health Departments and Government Funded Educational Institutions across the U.S.  Such clients utilize our deployment, configuration, maintenance, help desk, and software management competencies while receiving leveraged discounts through larger contracts.  We provide support and sales for GSA, WSCA, E-Rate, HIPAA and other government programs.

The below represent several of our long time contracts:

· State of California – Since 1999
· State of Montana – Since 1997
· State of Utah – Since 1998
· County of Riverside – Since 1996
· City of Los Angeles – Since 1995
· County of Los Angeles – Since 1995
· State of Alabama – Since 1998
· County of San Francisco – Since 2005

Attached with this Questionnaire is a list of our current Government Contracts and Description of Service.


b. New Government Contracts

Through competitive bid process, the following are several of our new contracts acquired over the past 18 months. 

· State of New Jersey – Misc. Software
· Commonwealth of Massachusetts – SW Reseller
· State of Maine – SW Reseller
· State of Vermont – SW Reseller
· State of New York – Misc. Software
· State of Rhode Island – SW Reseller
· State of North Carolina – MS Academic
· State of Wisconsin – MS Academic
· State of Washington- Symantec SW and Services
· State of Missouri – Microsoft and Adobe (as subcontractor)
· Connecticut State University Systems – HW, SW, Services
· University of Washington - Lenovo



c. Government Contracts Lost

Any State contract would have been lost through competitive bid process, majority based on price.


d. N/A

e. References

	Utah Reference
	Mike Freeland 
mike.freeland@slcgov.com
801-535-6115
Salt Lake City – Information Management
349 S 200 E, Suite 300
SALT LAKE CITY UT 84111-2836
The City has been a Customer for 10 year’s
	Elaine Oaks
eoaks@utah.gov
801-538-3462
State of Utah –Department of Technology Services
1 State Office Building Floor 6
Salt Lake City, UT 84114
The State of Utah has been a customer of En Points for 8+ years


	Vermont Reference
	John McIntyre, 
Purchasing Agent
State of Vermont
BGS Financial Operations Division
Office of Purchasing and Contracting
10 Baldwin Street 
Montpelier, VT 05633-7501
phone (802) 828-2210 -  fax (802) 828-2222
john.mcintyre@state.vt.us
This is a new contract for SW Licensing. 
	

	State of Maine
	Howker, Thomas N. [mailto:Thomas.N.Howker@maine.gov]
Purchasing/Contracts Manager
State of Maine
(207( 624-8878
Division of Purchases 
111 Sewall Street 
Burton M. Cross Building
4th Floor
9 State House Station 
Augusta, ME 04333-0009
This is a new contract for SW Licensing.

	

	TIPS/TAPS Cooperative Agreement
	[bookmark: _Toc289847014][bookmark: _Toc289847348][bookmark: _Toc289875197][bookmark: _Toc289876952]The Interlocal Purchasing System
[bookmark: _Toc289847015][bookmark: _Toc289847349][bookmark: _Toc289875198][bookmark: _Toc289876953]Kim Thompson
Cooperative Coordinator
903 575-2608
kthompson@reg8.net
[bookmark: _Toc289847016][bookmark: _Toc289847350][bookmark: _Toc289875199][bookmark: _Toc289876954]$10M MS LAR Contract for Government/Education in Texas/Arkansas

	

	California
	Karen Buehler
Los Angeles County ISD
Purchasing & Contracts Analyst II
1100 N. Eastern Ave. – RM G115
Los Angeles, CA 90063
kbueherl@isd.lacounty.gov
323 267-2468
Contract for SW.  En Pointe has been a customer with LA County for 15 years.


	Mathew Alger
City of San Diego, Dept. of Information Technology
Information Systems Analyst
1010 2nd Ave., Suite 500-E
San Diego, CA 92101-4998
malger@sandiego.gov
619 533-3489

SW contract





5.	Accuracy in Quotes and Billings; Audits.  Pricing for software in this contract is largely based on pre-order, firm quotes, which in turn are based on a contract rate multiplied by your cost from publishers.  Such quotes may be automatically provided online, or may – as a result of SVAR’s negotiation with the publisher for reduced cost – be less than a price that would be automatically calculated.  
a. Describe your system and controls to ensure your actual costs to obtain the product are used as a basis for the quotes and resultant invoices.  
b. Provide a sample invoice (of a product sold under a similar pricing model). 
c. Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice.  
d. Describe how you audit your billings for accuracy.  Explain how you would work with a Participating Entity (PE) who is conducting an audit of their purchases through you.  e cost Provide information on your current government client list.  In addition, explain the services you provide to each client and how long you have been working with each one. 
Response:

a. System for Quotes and Invoices


En Pointe has invested in our state-of-the-art systems and facilities like our fourth generation E-Procurement System AccessPointe™ ($38M) and SAP ERP System ($10M to build the foundation of our Supply Chain Infrastructure. En Pointe’s Supply Chain Integration is tightly coupled with Distribution partners where we get daily reports and numbers of products, their pricing and availability all the way to the individual warehouses. 

Our Enterprise level system, Oscar, is integrated with all industry leader distribution partners and handles millions of records to update parts, pricing, Government Pricing, Education Pricing, Promotional Pricing and Special Bids type pricing is available and applicable. En Pointe has a road map in place to upgrade this system to the latest infrastructure including hardware, software, services (xml calls etc) and other features like Catalog Syndication and Content Management System. Details are available if needed.


We proactively maintain Microsoft’s and other top tier publishers licensing programs within our system.  This allows 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.  Customers can automatically receive accurate invoices when they’re due.  We can also provide our customers reporting on when and how much their invoices will be.

En Pointe invoices carry following information:

· All items billed are mentioned in itemized form, to identify the specific item(s) being billed.
· All items are identified by name, model number, and/or serial number.
· Delivery tracking numbers are mentioned on the invoice if applicable.
· En Pointe invoices clearly identify addresses for Sold to Party, Ship to Party and Bill to Party.
· Remittance information is clearly marked on all En Pointe invoices.
· En Pointe invoices clearly describe unit price, quantity, taxes (if any), freight charges (if any) and invoice totals.
· Customer PO#, Billing date, PO date, En Pointe Invoice# and En Pointe AE are also identified on the invoice.
· En Pointe Invoices are also marked with special instructions (If required).


b. Sample Invoice

Please refer to attachment for a sample software invoice.


c. Cost Accounting System for hourly service rates
En Pointe is using the Timesheet application designed to help us track time, and bill our clients easily and quickly creating professional invoices. Timesheet tracks client information such as names, addresses, and hourly rates and creates fully customizable settings for invoice generation.
Our Time Tracking software records activity periods, expenses, clients, projects, billing time and the dollar rates we charge to our clients. Using the built-in Timesheet Wizard we can instantly print or email PDF time sheets which accompany invoices we send out.

Our hourly rates tracking software holds the below features:
1. Maintain custom billing rates, client details and project details. 
1. Record start & stop activity dates / times to the second. 
1. Timesheeting - Produces client time sheets to accompany the hourly rate service invoice via our built in wizard. 
1. Instant breakdown of charges and rates. 
1. Flexible Report templates allowing printing, emailing or exporting to many different electronic formats.
A copy of a Service Invoice can be found in the Attachments.

d. Billing audit

En Pointe’s SAP accounting system provides precise calculation of customer pricing throughout the life of the contract.  

Your Account Manager will establish a price profile for your account that dictates costs calculations based on variables per category.   Such rules include margin, dollar amount, markup, and fixed calculations set at the manufacturer name, product group (hierarchy), manufacturer part number, or at a blanket threshold.   Established pricing complies with the customer contract.  

Management and Monitoring

En Pointe’s systems are design to continuously monitor pricing transmitted from our key partners daily.  Our ability to tabulate costs, rebates, and commissions are all interdependent on capturing current and accurate pricing from our supplier partners as well as any variants.   Such deviations from their own prior price catalog are noted within our Goods Issue /Receipt Module and trigger internal alerts and discrepancy reports for our Vendor Statusing Teams.  En Pointe Buyers and Rebates personnel also have visibility to such changes.   Customer costs are automatically updated without human intervention all based on daily, auditable costs adjustments. These changes in price directly affect all customers hence our ability to manage and validate costs are critical.  

Auditing and Contingency Management

En Pointe Account Managers are required to verify contract pricing monthly or as often as needed to ensure customer contract compliance.   Based on your cost profile, your dedicated manager can easily search within SAP or our on-line portal AccessPointe to validate calculations as well as immediately compare our captured costs to the pricing provided to us from the supplying vendor.

In addition, our accounting department independently audits contract compliance for contractual customers.  En Pointe is happy to provide a Participating Entity with any necessary history reports to support their audit requirements.

6.	Provide Key Personnel Information for this contract as a whole, and, as feasible, for any States who indicated their Intent to Participate, including brief biographies.  Explain how the redundancy of account management will cover vacations, illness or resignations. 

Response:

The States participating in this WSCA contract will be provided the highest level of customer satisfaction and account coverage.  En Pointe achieves this by assigning a single point of contact for overall contract supervision and escalation.  En Pointe maintains an office in Boston, MA that houses an experienced team of Software Specialists that will be leveraged for this contract.  En Pointe will also provide a full support team that will be knowledgeable around all areas of the engagement between our two organizations.  

The dedicated En Pointe team will consist of the following roles:
1. An Overall Contract Account Executive 
1. Outside F2F Account Manager for each awarded PE
1. An  Inside Sales Representative
1. 10 Member Customer Support Team (all States)
1. Software License Specialist assigned to support the account team

The States will also be provided a dedicated 1-800 telephone, fax hotline and email ID that will be routed to all pertinent individuals within En Pointe.  There will always be a live person to take the calls from 8:00 am to 8:00 pm EST available on this 1-800 number ready to support any caller. Email and telephone queries and request for quotes will be responded within four hours in addition to real-time quote-formulation, order-placing and order tracking capabilities available around the clock through En Pointe’s e-Procurement solution.

Contract Manager Role/Account Manager:

· Ensuring the States’ contract needs are met for ongoing quality control processes, customer satisfaction, technical support, expert account management, licensing services, and procurement expertise
· Developing strong working/selling relationship with Publisher representatives and the State agencies
· Consulting on Publisher volume license agreements with the State users and ensuring seamless processing of OEM enrollment forms, quotes, orders, invoices, reports, etc.   
· Conducting account performance and service reviews on a periodic basis in accordance with the contractual requirements outlined in the RFP
· Coordinating OEM Publisher and contract related meetings, product demonstrations and product evaluations with the State agencies.
· Reviewing work flow structure to ensure quality and efficiency for order processing.
· Communicating with the State goals, strategies, and policies to all members of the En Pointe account team.
· Communicating the State contractual pricing for all license contracts and other products to the all users involved.
· Suggesting best procurement practices based on regular review of purchase activity and other reports to identify purchasing trends and patterns. 

Inside Sales Roles:

· Support the State through the 1-800 toll free number, email and fax for orders, quotes, reporting, sending out marketing collateral, etc.
· Ensure timely and correct order processing along with proactive calls to inform users about order status, invoicing and any other issues of concern
· Review agencies’ business needs, present Software Publishers including Microsoft offerings 
· Monitor service levels through proactive customer contact
· Continually survey customer base regarding their business needs, product requirements, operational issues, A/R conflicts and reporting timeliness
· Provide complete information on software products, licensing programs and services
· Manage pending/on-hold orders
· Manage customer account setup information including, but not limited to (EC, EDI, SAP).
· Resolve customer orders and license issues
· Stay current with customer requirements

Customer Support Team Roles:

· Act as resource to the Account Manager for help with processing of orders, enrollment forms and other contractual agreements. 
· Proactive information sent to the States through the Account Manager regarding special Microsoft  and other Publisher offers and updates
· Proactive information sent to the State regarding SW licensing programs and products, including new product releases. 
· Review the States’ business needs, work in conjunction with the account manager to present En Pointe offerings from a licensing perspective.
· Work to resolve any SW license issues for each State.
· Stay current with customer requirements.

Software License Specialist Role:

En Pointe’s Software Licensing Specialists will be primarily responsible for providing pre-sales licensing advice and support for ALL Software Publishers including Microsoft products. The Team comprises of software licensing specialists that have solid knowledge of the offerings of Software Publishers including Microsoft software, various license agreement programs and are experts in quoting, ordering, resource utilization, and system functionality with a strong commitment to customer satisfaction – proactively identifying and resolving customer issues.  Services include:
 
1. Publisher, Product, and Program Information 
1. Program Awareness and Needs Analysis 
1. Software Publishers including Microsoft License Program Recommendation and Justification 
1. Software Procurement Process Consulting

We have included an organization chart depicting overall account management supporting the PEs as well as BIOs from the Account Executive team.


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

Response:

WSCA can be assured that En Pointe is financially capable of performing the Services described in this RFP.  Since our inception in 1993, we experienced rapid growth in net sales, employees and branch offices.    In 2010, we continued on a path of growth with the following achievements: 

1. Employee Headcount: 38% Growth
1. Total Revenue: 39% Growth
1. GMD: 24% Growth
1. Professional Service Business: 200% Growth
1. Software Business: 41% Growth
1. Product Business: 20% Growth

Other accomplishments of note are:
1. Our balance sheet is healthy and strong.
1. En Pointe Technologies has earned an unqualified audit opinion on its FY 2010 consolidated financial statements.
1. We have established an “internal audit department” to ensure business policies/standards and controls remain in place. 
1. We have successfully obtained a credit line of $45 million to finance our business initiatives.

Our largest customers include JP Morgan Chase, Met Life, IBM, Los Angeles County, and State of MN, all of whom can also provide references for us.

As a private corporation our financials are confidential.   We are happy to provide confidentially at time of down select. 

Please see below En Pointe’s DNBi Rating:

D&B Rating: 		ER3
PAYDEX® :		80
Commercial:		Credit Score Class 1
Financial Stress:		Class 3


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

En Pointe is not anticipating any subcontractors required for fulfillment of this contract.  En Pointe Technologies was certified in 2002 by the National Minority Supplier Development Council (NMSDC) as its first minority-owned company.  En Pointe has reciprocal certification with 15 regional NMSDC councils across the U.S.
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