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	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:

Hewlett-Packard (HP) is a technology solutions provider to consumers, businesses and institutions globally. The company’s offerings span information technology (IT) infrastructure, personal computing and access devices, global services, and imaging and printing. The basic business purpose of HP is to invent, engineer and deliver technology solutions that drive business value, create social value and improve the lives of customers.

With annual revenue of $126 billion (USD), HP ranks 10th on the U.S. Fortune 500, ranks 26th on the Global Fortune 500, and is one of the world’s largest technology companies. HP provides sales and services in more than 170 countries and employs approximately 304,000 employees worldwide. HP corporate headquarters are located in Palo Alto, California.
A pioneer in California’s Silicon Valley, HP was founded in 1939 by Stanford University classmates Bill Hewlett and Dave Packard. Throughout its 72 year history, HP has enjoyed an enduring reputation for excellence in quality, reliability, service, and support. HP is a publicly held corporation with stock traded on the New York Stock Exchange under the ticker symbol HPQ.
HP is composed of three primary businesses, each of which is charged with driving the development and sale of related products and services to targeted markets.

· The Personal Systems Group brings to market leading HP business and consumer PCs, mobile computing devices and workstations.

· The Imaging and Printing Group applies its expertise to inkjet, LaserJet and commercial printing, printing supplies, digital photography and entertainment.

· The HP Enterprise Business draws from a world-class portfolio of business products including servers, storage, networking, outsourcing services and software.

The relationship between the businesses and HP corporate functions is presented in the following organization chart.
The HP Executive Team are experienced professionals—a blend of long time HPers who know and understand the company culture and others who bring a fresh, new perspective to set and deliver upon our strategy 
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HP market leadership spans a broad range of solution areas. With a number-one market share ranking in several key IT product segments, HP holds a formidable competitive position that is unmatched in the industry. Additionally, HP’s longstanding commitment to quality and customer satisfaction has earned widespread recognition from customers, trade publications and industry associations. An acknowledged leader across the full spectrum of IT products and services, the growth and success of HP are based on the extraordinary loyalty of over one billion customers worldwide. Recent recognition of HP corporate leadership in the areas of quality, environmental protection, supplier performance, communication and business strategy can be found at: http://www.hp.com/hpinfo/newsroom/.
In addition to designing, marketing and selling its own products (Publisher), HP is also an SVAR and in some instances as LAR (Microsoft).

Information concerning the various HP Software offerings can be found at:

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

Response:

HP agrees to work with publishers to establish the required business relationships necessary to support this solicitation and the anticipated contract that will follow upon award with the following exceptions:

· HP, at its discretion, would like to respectfully decline working with any publishers that may not meet acceptable standards of business conduct.

· HP, at its discretion, as a publisher would like to respectfully decline working with any tier one publisher that is considered a direct competitor to HP unless there mutual agreement between HP and that publisher to conduct business.
· HP reserves the right to select and determine what software publishers it will do business with. This objection is taken on the basis that not all software publishers meet our business or quality requirements or objectives, and such agreements are subject to separate reseller agreements that meet our separate mutual interests.
Upon award, HP in ‘good faith’ will work to obtain the required resale authorization from publishers listed in this solicitation (where no agreement exists today) or for any publishers added later at the request of the State or any of the authorized purchasing entities.
3.
Describe the company's experience and expertise providing the following services. 

a.
License Management
Response:

HP as a LAR/SVAR—HP Software Licensing Management Solutions

For more than 30 years, HP Software Licensing Management Solutions (SLMS) has helped organizations maximize their software investments.

Today, companies make substantial investments in software needed to run their businesses efficiently, but few take control of their software environment. This leads to unauthorized purchases, and incomplete knowledge of the software in use, an inability to track compliance, and knowledge of when to renew licenses. The complete HP SLMS portfolio will help solve these issues. 

HP SLMS offers a comprehensive portfolio of solutions to help you acquire and manage software. Our portfolio of these Value-Added Services is divided into three service categories: 

· Software Licensing Services

· Consulting Services

· Comprehensive License Management Services—HP’s Software Asset Management (SAM) solution

· License Management Services—HP’s Software Asset Management (SAM) solution

HP has established strategic relationships with many publishers including Microsoft. Since 1993, HP has been classified as a Microsoft Large Account Reseller and Enterprise Software Advisor. Microsoft recognizes HP as having an unsurpassed set of accreditations within the industry such as Microsoft Gold Certified Partner with nearly 200 HP sites enrolled worldwide. In 2007, the HP Microsoft LAR Operations were audited by Deloitte & Touche on behalf of Microsoft, and HP achieved a 99.997% performance rating for accuracy of transaction processing. This included an assessment of over 105,000 customer transactions processed to Microsoft over the last three years. This performance represents a strong endorsement of the significant investment that HP has made to the Microsoft business and support of our customers.

The HP and Microsoft partnership is one of the oldest of its kind in the industry with more than 25 years of combined marketplace leadership. HP is a Microsoft(-designated Large Account Reseller, Enterprise Software Advisor, Authorized Government Reseller, Academic Reseller, Authorized Student Select Reseller and SPLA Reseller.

Other Software Licensing relationships are shown in the graphic below:
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The complete list of software publishers HP represents can be found at www.hp.com/buy/go/slms. 

For more information regarding the HP Software Licensing Management Solutions (SLMS), please review Questionnaire-Qualifications-HP-Attachment 1 New_SLMS_Brochure.pdf.

For more information regarding the HP License Management Service (LMS), please review Questionnaire-Qualifications-HP-Attachment 2-New_LMS_brochure.pdf.
HP as a Publisher (HP Enterprise Software) 
HP provides software solutions to simplify, automate and secure IT for business. HP offers a broad portfolio of software solutions:

· Business Technology Optimization Software

· Business Information Optimization Software

· HP Security and Risk Intelligence Software

· Printer, Server, Storage and Workstation Management Software

HP Software approach:

· World-class in category, integrated portfolio

· Focus on business applications & information

· End-to-end visibility and management

· Enterprise oriented

· Flexible in platform, installed base & consumption model

· Leverage our services and converged infrastructure hardware leadership

A complete listing of Software licenses can be found at http://welcome.hp.com/country/us/en/prodserv/software.html
For more information regarding the HP Software Licensing Guide, please review Questionnaire-Qualifications-HP-Attachment 3-hpsw-license-guide-customer-letter-ams.pdf.

For more information regarding the HP Software Support, please review Questionnaire-Qualifications-HP-Attachment 4-HP_Software_Customer_Support_Handbook.pdf.

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

HP has the sales, technical, and managerial resources available to support WSCA/NASPO and each participating state and participating entity in meeting objectives and achieving the lowest overall total cost of ownership and highest level of customer satisfaction.

HP is applying a leveraged program management and assignment team model to support this contract. By using shared resources to respond to each State and participating entity requirements, HP is able to focus the efforts of an integrated cadre of program management professionals in a coordinated way, sharing knowledge, expertise, and resources. This approach eliminates the inefficiencies inherent in isolated-style models, which requires costly infrastructure and operates in isolation from core processes and key contacts within the larger organization.

As part of the HP’s commitment to the WSCA/NASPO contract, HP will continue to provide a Program Management team specifically to support WSCA/NASPO and the participating states and/or Purchasing Entities. This team is in addition to the dedicated resources available through HP’s State and Local Government and Education (SLED) assigned teams. (Please see the Proposal Summary and Section d. Organization for further information.) The Program Management team is a dedicated team of project management professionals who provide support resources specifically for this contract and each participating state and Purchasing Entity. 

Field Sales, Sales Specialists, and Solutions Architects

HP has a widely distributed field team throughout the U.S. that provides a focus on commercial and public sector customers. Included in these teams are Sales Account Managers, Product Sales Specialists (such as for Client Products, Servers, Storage, Software Products), and pre-Sales Solutions Architects. The SLED team has over 100 Field Account Managers in the U.S. and they draw upon many resources in the entire HP field force to provide consultation and product/services focus with the public sector customer. In addition, each Field Account Manager (AM) has a supporting Inside Sales Representative (ISR) to assist with product information, quotes and to provide back-up support, when needed.
Please see the organization chart included as Questionnaire-Qualifications-HP Attachment 10-WSCANASPO-AZ_Software Sales.pdf which summarizes key support resources available to the State of Arizona to support the anticipated WSCA/NASPO Software contract. Key contacts supporting the contract will be posted to the contract website in a similar manner to the WSCA/NASPO Personal Computer contract (www.hp.com/buy/arizona)
HP will provide additional contacts (services, order management, etc.) as well as a process for escalations.

As a result of HP’s vast experience and expertise in implementing and managing large State and Local Government and Federal programs, HP developed and implemented a Program Management Office (PMO) specifically to support State Government in 2004. The State Government Contract Program Management Office works with Senior Management, District Managers, Sales teams (Account Managers/Inside Sales Reps and Managers), Solutions Architects, Area Customer Service Managers, Order Management (CSR), Service teams and each and every resource tied to the contract implementation and procuring entity purchase experience.

HP understands that cultivating a successful long-term relationship with WSCA/NASPO and each participating state and procuring entity requires a knowledgeable account team. We believe one of our key differentiators is our commitment to professional account management. HP utilizes the unique characteristics of our program management and field team, and the strength of the HP experience, to effectively link our organizations together as a team to enhance our working relationship, ensure contract compliance, and promote technological developments within the business. 

Part of HP’s management style is that all levels of management and operations become involved with our State and Local Government and Education Accounts. HP is keen to promote the development of strong relationships at all levels of our organization within the Personal Systems, Enterprise and Printing and Imaging teams that support the WSCA/NASPO contract. 

The HP/WSCA Primary Account Representative, Sales Account Manager and Contract Program Manager’s role is to address both tactical and strategic issues directly with WSCA/NASPO, a Participating State and/or procuring entity covering an awarded and executed contract. Following is a summary of select roles assigned to support WSCA/NASPO, Participating States and procuring entities through an assigned team, state by state, on an awarded and executed contract.
	Assigned Team

	Contract Program Manager
	The State and Local Government and Education Contract Program Manager is the post-award Management lead for implementation of the contract vehicle and is the primary HP interface with the assigned Contract Procurement Officer(s). The Contract Program Manager manages the contract to ensure compliance with terms and conditions and acts as the escalation point of contact. 

	Sales Account Manager
	There is a Sales Account Manager for the Personal Systems Group, the Enterprise Group and the Imaging and Printing Group. Each Group may have multiple sales Account Managers specifically supporting State and Local Government, K-12 and Higher Education or named accounts, providing more of a focus on the product and market. This individual would be the primary point of contact for procuring entities. The Sales Account Manager works closely with the Insides Sales Representative and the procuring entities covering special pricing request, availability to new product and road maps. The Account Manager calls on the procuring entity as appropriate to wield Corporate resources as a “Customer Advocate.”

	Inside Sales Representative (ISR)
	The ISR is a member of the area sales team and serves as the point of contact for quotes and product information when the Account Manager is unavailable. The ISR assists the account with any questions or product information and solutions needs. This person also provides problem resolution, demonstration equipment requests, product availability and delivery questions.

	Order Management and Customer Services Representative
	There are two roles in Order Management—Order Entry and Customer Service support. The Customer Service Representative (CSR) is the initial point of contact for post-sales issues (order status, delivery, billing, product return and replacement, product transitions, warranty issues). The CSR is also the primary contact for internal HP departments that are involved in the processing of orders. The CSR will oversee the fulfillment activities from point of order entry and acceptance, to invoicing and delivery.

	Technical Solution Architect (SA)
	The SA assists the Account Manager and procuring entity on a consultative basis for project and technology planning. In addition, the SA acts as an escalation point for technical issues and trends. 

	Management for each team above 
	Each Manager is an escalation point and the Contract Program Managers work closely with management on escalations and quality improvement processes to ensure customer satisfaction and contract compliance.

	Director of Inside Sales
	The Director is an escalation point for issues effecting contracts and State and Local Government and Education accounts by the Personal Systems Group, Enterprise Group and Printing and Imaging Group. The Contract Program Managers work closely with management on escalations and quality improvement processes to ensure customer satisfaction and contract compliance.

	District Sales Manager (DSM)
	The DSM is responsible for sales Account manager and is an escalation point of contact. The Contract Program Managers work closely with management on escalations and quality improvement processes to ensure customer satisfaction and contract compliance.

	Vice President


	The Vice President is an escalation point for issues effecting contracts and State and Local Government and Education accounts by the Personal Systems Group, Enterprise Group and Printing and Imaging Group. The Contract Program Managers work closely with management on escalations and quality improvement processes to ensure customer satisfaction and contract compliance.

	e-Business Consultant
	The eBusiness Consultant works with the customer to develop an electronic purchasing process that best suits the customer’s needs. This solution may be a web site or integration into the customer's eProcurement tool. This team member works closely with the PMO to ensure the site meets contract compliance.

	Technical Support  
	Available 24 hours per day, 365 days per year.

	HP Authorized Service Providers (ASP)
	An ASP provides the agency with expert warranty repairs by highly trained service engineers that are fully accountable and have direct access to HP spare parts and technical information.

	Resellers Agents 


	HP Reseller Agents are local specialists who can provide agencies with expert advice, guidance to customize solutions for specific technology needs, pre and post sales support, and customer service support. Agents work closely with the HP team members to ensure each customer receives the highest quality of customer satisfaction.


HP sees the PMO as a dynamic entity flexible to meet the special demands of the WSCA/NASPO contract, including each Participating State. Because the PMO is critical to the continued success of this contract, HP has the entire PMO team supporting territories to cover each Participating State’s specific needs and deliverables. Each Contract Program Manager will work with assigned HP support staff to effectively manage and drive the contract deliverables for each Participating State.

c.
Training
Response:

HP Software Education Services is an innovative learning organization producing world-class training and delivering it globally via 100+ HP training centers, customer sites and online virtual courses. We transfer knowledge to IT professionals using the most appropriate delivery options and curriculums that fit their business needs, enabling them to extract greater sustained value from their HP software investments. Our certified instructors bring experience in industry and product support, ensuring end users can bridge the gap between technical expertise and effective real-life use of technology. HP Software Education Services produce amazing outcomes by bringing innovation to life in the workplace.
HP Software Partners have the ability to resell HP-branded services as well as provided additional training programs themselves.
d.
Software Consultation
Response:

HP as a LAR/SVAR (HP SLMS)

HP Consulting Services delivers multiple services within the various stages of the software lifecycle and leverages years of best-practice scenarios. Our consulting service is broken into modules, so you can select the solutions that best fit your needs.

· Licensing Efficiency Study—Our consultants will work with you to identify the best licensing program for your needs. 

· Software Asset Management (SAM) Review—Our team will map the current processes that make up the SAM lifecycle and will provide recommendations based on best practices. 

· SAM Savings Analysis—This service builds on the information learned during the SAM review to detail a financial business case for improving software management. 

· Business Process for Effective SAM—his service is designed to help an organization develop and implement processes based on the findings of the SAM review. These recommendations are built from years of best practice experience in helping customers achieve their software management goals.

Please review Questionnaire-Qualifications-HP-Attachment 5-sam-brochure-us.pdf.

HP as a Publisher (HP Services)
HP Software Professional Services drive transformation across information technology (IT) competencies and domains. Determined to lower costs, improve quality, and increase agility, HP Software Professional Services can focus our customers’ technology on strategic goals. HP has over 20 years of experience, thousands of services professionals worldwide, more than 1,200 ITIL certified specialists, and a large partner network. Most importantly, HP provides a single point of accountability. The advantage for our customers is the ability to leverage the most extensive portfolio of products and services from the most advanced technology platform: HP.

e.
Other (Specify)

Response:

HP as a Publisher (The HP Software Business Partner Program)

The HP Software Business Partner Program sets the standard by which accredited partners are measured and rewarded, enabling you to make an informed choice about who can meet your specific requirements.

In selecting an accredited HP Software Business Partner, you are assured that your chosen partner holds the requisite level of certification in HP Software solutions. Members of the HP Software Business Partner Program have undergone extensive education, qualification or certification in HP software solutions and have experts on their staff that understand your issues and find the right solution for you. Ask for their HP Certified Consultants! 

Silver partners have proven their HP Software expertise and commitment by excellent customer sales and service, or by providing focused technical expertise and implementation skills in a specific area of the HP Software portfolio. Our Gold partners have satisfied the next level of requirement and are able to provide increased breadth of expertise. Our Platinum partners have a mature and proven business relationship with HP Software, and are able to provide the highest level of consulting expertise across multiple HP Software produce centers. Across all of the above categories, an additional “Business Class Partner” insignia indicates that the partner also specializes in HP Software Value Path solutions, HP’s IT management offering for medium-sized enterprises.

To find an HP Software Business Partner visit: http://h20229.www2.hp.com/partner/directory/find-a-partner.html
7. 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. 

Response:

HP is a global company and has multiple contracts with government and private sector commercial clients. The nature of these engagements and transactions are considered Confidential between HP and the client. We respectively decline providing the requested detailed proprietary and/or confidential information.
Hewlett-Packard counts nearly all of the global Fortune100 companies as customers and is proud to serve as the preferred vendor of information technology products and services to literally thousands of large customers worldwide. HP is a proven, reliable supplier of technology and software solutions.

Companies entrust HP to power their critical operations
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 Enables more than 100 million 

mobile phone subscribers

 Handles two out of three credit-

card transactions

 Powers 106 of the world’s

120 stock exchanges

 Supports 95 percent of the world’s 

securities transactions

 Provides LAN-based carrier 

communications for 

18 million people

 Ships approximately 1 million 

printers per week

Did you know that HP…

Powers

Ships

Enables/Handles

Supports/Provides


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

HP is a global company and has multiple contracts with government and private sector commercial clients. The nature of these engagements and transactions are considered Confidential between HP and the client. We respectively decline providing the requested detailed proprietary and/or confidential information.
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.

Response:

HP is involved in lawsuits, claims, investigations, and proceedings which arise in the ordinary course of business. There are no such matters pending that HP expects to be material to the fulfillment of the opportunity under consideration. Matters that are material to HP’s business or financial results are reported in our 10K and other appropriate public filings. HP's SEC filings can be accessed at the following website: http://h30261.www3.hp.com/phoenix.zhtml?c=71087&p=irol-sec
d.
If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. 

Response:

HP is a global company and has multiple contracts with government and private sector commercial clients. The nature of these engagements and transactions are considered Confidential between HP and the client. We respectively decline providing the requested detailed proprietary and/or confidential information.
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:

HP offers the following references:

	
	Reference 1
	Reference 2
	Reference 3
	Reference 4

	Agency / Company Name
	State of Texas, Department of Information Resources (DIR)
	State of Iowa—DAS Procurement
	State of North Dakota,  Information Technology Department
	State of Minnesota
IT Standards and Resource Management

Office of Enterprise Technology

	Contact Name
	Aiko Morales, Contract Manager
	Debbie O’Leary, Division Administrator
	Patrick Forster, CPPB

Policy & Planning Division
	Greg Peterson, Director



	Email Address
	aiko.morales@dir.state.tx.us
	debbie.oleary@iowa.gov
	pforster@nd.gov
	greg.peterson@state.mn.us

	Telephone
	512-475-0515
	515.281.8384
	701-328-1992
	651-556-8016


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.  

Response:

As required, HP has provided WSCA with pricing that will be calculated as above or below cost (for those publishers where HP is acting as a reseller) or as a discount off of published list price (for those products being sold direct where HP is the publisher). 

Upon contract award, HP sets up the price file in the system, based upon the agreed to Software Licenses (Product) and standard Support Services fixed prices and fixed percentage discounts. These price files are then reviewed by contract and pricing operations for accuracy as part of HP’s contract compliance and pricing management business processes. 

These same reviews and approvals occur each time a product is added, or a contract modification is received that impacts either the standard configurations, or fixed percentage discount price files. 

The web-based pricing is generated systemically from the WSCA approved contract price files, in combination with the then current U.S. commercial list price, which is the baseline used for WSCA contract discounting.  

When changes occur to the referenced published price listing, these changes are updated in real time and applied to the website automatically. 

As a normal course of business operations, HP performs spot checks on invoices to verify invoicing is contractually compliant.
b.
Provide a sample invoice (of a product sold under a similar pricing model). 

Response:

A representative sample invoice is included as Questionnaire-Qualifications-HP-Attachment 6-Sample Product Invoice.pdf.
c.
Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice. 
Response:

HP has an internal application that tracks time for determining our overall utilization for tracking employee hours. In addition to customer hours (onsite, meetings, etc.), HP also uses it to track internal meetings, travel, etc. The system allows Project Managers (PMs) to track and manage their project engagements. This tool is an integrated financial project accounting and control system that collects revenue and costs as well as reports and controls project performance throughout the lifecycle of the engagement.
Functions of this system include:

· Project Cost and Revenue Planning

· Order Processing

· Procurement and Project Inventory Control

· Labor Time Tracking

· Expense Tracking

· Customer Invoicing

· Project Accounting and Revenue Recognition

· Quality and Analytical Information

· Project and Business Financial Reporting

The tool encompasses a project lifecycle that describes the end-to-end usage of the system. The six stages are listed below:

1
Design Project WBS

2.
Plan Revenue, Cost, and Time

3.
Enter sales order and generate invoice

4.
Accumulate costs and revenue

5.
Perform project accounting

6.
Report Results

A representative sample hourly tracking report is included as Questionnaire-Qualifications-HP-Attachment 7-Sample Report.bmp.
A representative sample invoice hourly rate invoice is included as Questionnaire-Qualifications-HP–Attachment 8-Sample Hourly Rate Invoice.pdf.
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:

The Contractor agrees to assist the State of Arizona Contract Administrator or designee with web site product and pricing audits based on mutually acceptable procedures.

The product audit will closely monitor the products and services listed on the website to insure they comply with the approved products and services. The addition of products or services not approved by the WSCA/NASPO Contract Administrator will not be tolerated.

Upon request, the Contractor agrees to assist Participating Entities with invoice audits to ensure that the Contractor is complying with this Agreement in accordance with mutually agreed procedures set forth in the Participating Addendum.
System controls are in place to match PO, quote and invoices to ensure accuracy. We are able to provide all commercially reasonable documentation to the PE pertaining to an audit.
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:

HP has an entire dedicated team to support State and Local Government and Education for Contract Negotiations and Contract Program Management. Select HP Contracting personnel are listed below with a narrative of each individual’s experience in Government contracts and supporting/managing State Government contracts.
	Primary Contact
	Backup Contact

	Mary Friese (Contract Program Manager)
Mary has over 10 years in corporate quality and compliance, with the last 5 years being dedicated to leading projects in global field surveillance that delivered quantifiable process improvements. Mary received her Bachelor's Degree in Science from Bradley University, and worked for Baxter International for ten years in various positions from customer support, through training, and ultimately, to the global compliance divisions. She has considerable experience dealing with the sales force, related to customer complaints and contract compliance. Mary was responsible for process improvement and standardization and received her Six Sigma Engineer certification from Baxter in May 2006. Mary joined HP in 2011 and provides support for the HP/WSCA/NASPO PC contract.
	Debra Lee (Contract Program Manager)
Debra began her career in procurement in 1979, transitioning to departments and other companies from facilities, banking, technical services, services, finance and then to marketing from 1981 to 1985. In 1985 Debra began her career in the IT industry supporting State Government specifically focused in marketing and sales, taking a position as a Contract Administrator for several years prior to moving to Digital Equipment Corporation. At the beginning of 1996, Debra held a marketing and sales position and subsequently took on the role as Contract Manager in 1998 and was a backup in supporting the first Compaq/HP WSCA contract. In 2004, Debra took a new position as Contract Program Manager and shortly thereafter took on the lead supporting the HP/WSCA/NASPO PC contract. In 2011, Debra took the role as Team Lead for the Program Management team. Debra has over 20 years experience in the technology industry supporting State and Local Government and Education, and has a major in Communications. Debra has over 10 years experience in contracts with over 10 years in sales/marketing and program management.

	Joe Perugini (Contract Program Manager)
Joe has over 16 years of technology experience in sales, sales operations, pricing, proposal management and contracts, with the last 7 years supporting State and Local Government and Education customers. After graduating with a Bachelors in Business Administration from the University of Texas at Austin, his professional career includes time with the U.S. Army, Compaq Computer Corporation and now HP. Joe has also provided direct support as a Contract Program Manager for the HP/WSCA/NASPO PC contract for the Western United States
	Jane Lacy (Contract Program Manager)

Jane has over 14 years of technology experience in sales, sales operations, pricing, proposal management and contracts, with the last 4 years supporting State and Local Government and Education customers. After graduating with a Bachelors in Business Administration from Kennesaw State University, her professional career includes time with British Telecom, ARCO, Digital Equipment Corporation, Compaq Computer Corporation and now HP. Jane currently manages HP’s Enterprise Business State/Local Government and Education contracts for HP.


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:

The growth and consistently strong financial performance of HP are the result of a fiscally conservative management strategy that has proven its validity over the years. The company’s success also reflects the faith that customers have placed and continue to place in HP to solve their business technology requirements. HP has achieved excellent revenue and order growth in fiercely competitive markets, and growth is well balanced between public and private sectors, both domestic and international.
Annual HP Financial Results Show Stability and Growth
[image: image4.emf]       

Notes: 

• Figures stated as USD in millions

• Cost of sales includes cost of products, cost of services and financing interest
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Please refer to Questionnaire-Qualifications-HP-Attachment 9-HP Annual Report 2010.pdf for HP’s 2010 Annual Report which includes audited financial statements reflecting the last three years. HP annual reports for the past 10 years can be accessed at http://.www.hp.com/Annual-reports
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:

HP’s use of subcontractors would be on a per-order basis, subject to the prior written approval of the purchasing entity. 

HP agrees with restricting subcontracting, by either party, being subject to the prior written approval of the respective parties under the respective PA. HP seeks to further carve out the permissible use of Contractor OEM authorized service providers without obtaining prior written approval and will provide that Contractor will remain solely responsible for performance of the Agreement/Order in such instances. And, for purposes of purchases of HP Enterprise Software (if allowed), HP requests that this section shall not be construed as prohibiting the Contractor’s right to assign receipt of orders, order fulfillment, and payment to Contractor OEM authorized resellers identified and permissible under respective Participating Addendums.
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