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	Offeror Questionnaire – 

Methodology
	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. 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).  

Response:

HP would take the following actions assuming receipt of a contract as the sole Software Value-Added Reseller for the State and its cooperative partners:

· Complete new contract implementation; final signatures, certifications, updated pricing and finalize the website to ensure availability on day-one of the agreement.

· Coordinate a meeting between the State Procurement office and HP Sales and Contracts to provide an overview of the overall contract, review of the website, available training and key contacts for product information, quoting and issue escalation. It is also critical for HP to clearly communicate our organization structure since HP has is both a Publisher and SVAR/LAR for software licenses and support. The meeting should result in a clear set of actions (as needed) as well as commitments for follow-up to ensure the State is comfortable with the implementation of the new agreement.

· Schedule additional follow-up meetings, as needed, and include representation from key Publishers (example:  Microsoft), if needed. Also, ensure that there is an agreement for a follow-up meeting/conference call between the State and the HP Contract Program Manager within the first six months of the contract implementation to ensure reports are on time and websites are functioning properly. Also, identify any areas for improvement to ensure maximum efficiency and customer satisfaction.

· Facilitate communications (announcements surrounding the new agreement) with HP Sales and our partner facing resources to increase awareness surrounding the new contract. As a minimum these communications should cover the basics of the contract (scope, pricing, website, etc.). Ensure there are links to the new contract on key landing pages (hp.com).

· HP currently holds an existing WSCA/NASPO contract for personal computer (hardware). This provides an added benefit for the State and its cooperative partners both in reducing overall workload associated with increasing awareness concerning HP/new agreement and the ability to provide a complete solution (hardware, software and services) to the State and its partners.
(
DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State.
Response:

Beyond the steps noted above, it is critical that the State (if implementing their first SVAR contract) have a clear understanding of the additional requirements needed to ensure software licenses and support are acquired in a cost effective manner. In addition, it is important that HP gain an understanding on day one of the status of software that is currently implemented throughout the State and to help the State maintain compliance with vendor/publisher licensing requirements.

It will also be important to spend additional time initially, orienting the State with key tools available from HP (as both a publisher and SVAR/LAR) so the State clearly understands the processes and contacts to request product information, quotes, activate licenses and suppor,t and access reports to assist in the management of their license and support acquisitions.

Contract reviews may need to be more frequent initially to ensure any issues are identified early so they can be rectified quickly.

Effective communication between HP and the State will be very important.
(
DESCRIBE your outreach to State and Cooperative Partner users.   

Response:

HP has a large team of Sales Professionals and Value-added Resellers that understand the entire HP product, software and support portfolio. In addition, these groups have access to a wide array of tools and other resources (example:  solutions architects). In addition, HP has many strategic relationships with key vendors (Microsoft, Intel, etc.) that can be included in any PE engagement. Effective communication between to these two teams and the State’s cooperative partners concerning the new contract details will ensure that awareness is high and that PE requirements are being met.
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

Response:

HP will set up an online ordering portal for this opportunity in compliance with the WSCA contract that is similar in appearance and functionality to the current WSCA/NASPO Personal Computer ordering site. HP has included an overview of the existing WSCA/NASPO portal site in place for State of Nevada, including screen shots, for your review in Questionnaire-Methodology-HP Attachment 1-WSCA/NASP Portal Site.ppt. The site set up for State of Arizona should be similar in nature.
(
On line tutorials 

Response:

HP provides online informational help available to State end users. Additionally, at the top of the purchasing site is a link to “HP Support & Drivers” which will take users to a “Create & Explore” page where they can sign up for free online learning, tutorials on home projects, tips on photo printing and sharing, etc.—all available to State end users free of charge. HP has provided a screenshot of options on this page for your review below.
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(
Product catalog (include searchable fields, which products you would include, how VLA information is provided)

Response:

Those products available for resale (like Microsoft, Adobe, etc) through our HP Software License and Management Solutions (SLMS) as part of the WSCA/NASPO Software contract will be accessible on the ordering site. The home page has a direct link to product standards, as well as the ability to search for products by product type or by part number. The site will contain a link to a pdf file containing price lists for HP Enterprise (client) Software and Support.
(
Links

Response:

The online ordering site contains numerous links, including links to technical support, ordering contacts, CarePack registration, and WSCA price lists, just to name a few. Please refer to Questionnaire-Methodology-HP Attachment 1-WSCA/NASP Portal Site.ppt or visit the WSCA/NASPO purchasing site to view an example of the wide array of useful links available from the home landing page that will be available on the ordering portal set up for this opportunity:
Website:
www.hp.com/buy/wscaiii
(
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).  

Response:

Designated State personnel will have access to HP’s online order status and reporting tool, which will allow you to generate and receive a wide range of procurement reporting. State personnel will be able to obtain a profile and demonstration of the reporting tool upon award, and Questionnaire-Methodology-HP Attachment 1-WSCA/NASP Portal Site.ppt contains details about standard reports that are available to the State.

(
How website is monitored, kept current and accurate

Response:

HP maintains our web tools proactively with the highest degree of up time. HP is always working to keep the information fresh, and the HP hosted B2B sites are feed information continuously. The purchasing site will also be updated as changes are made to the contractual price list, terms, or product standards, or as requested by the State of Arizona.
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:  

HP as a LAR/SVAR (HP SLMS)
Where the Channel (HP) is included in the proprietary contract information, this requirement can and is maintained. Further, notifications are generally sent from said software publishers 30-60-90 days prior to volume plateaus, maintenance renewal and significant contract dates. HP in turn is responsible for providing appropriate purchase reports on behalf of the PE to given software publisher(s). These purchase reports will be measured against forecasted volume purchases as they pertain to contracted levels. For example, Microsoft Select agreement levels have milestone forecasts which must be met in order to maintain contract levels. HP will provide weekly reports to Microsoft, who in turn will measure procurements against forecast minimums.

HP SLMS provides registered customers with real-time access to its worldwide transactional system through the Web portal HP SLMS Online Services (OLS). OLS offers an infrastructure to assist customers with the purchase and management of their desktop and server software licenses. OLS can be accessed at any time and from any location that is linked to the Web. The tool, which was designed based on customer requirements, aims to support customers who a) have one or more Volume License Agreements in place with software publishers, and b) have named HP SLMS as their designated Large Account Reseller (LAR).

Please review the attached Online Services Brochure included as Questionnaire-Methodology-HP Attachment 2-OLS_brochure.pdf for more information.

HP SLMS also offers fee-based solutions that provide additional capabilities to help PEs reduce overall costs, gain control and end license compliance concerns. Specifically, HP offers client-based License Management Solutions (LMS) and Software Asset Management (SAM) Professional Services.
HP as a Publisher (HP Enterprise Software)

The HP Software Customer Support Handbook contains detailed information to manage licenses and support for HP Enterprise Software (please review Questionnaire-Qualifications-HP Attachment 4- HP_Software_Customer_Support_Handbook.pdf for additional details). The hand book provides information for the following license management functions:

· Manage Licenses (License Tracking)

· License Moves (to a new or different piece of equipment)

· License Transfers (system changes ownership into used marketplace)

· Lost Entitlement Certificate (Right-to-Use Certificate)

The Management License feature is part of Webware at www.webware.hp.com provides the following functionality for HP Enterprise Software purchased:

· Report against any deployed licenses on behalf of your entire PE

· Review the inventory across all PE sites

· Manage licenses simultaneously, using the same log-in information (for example, move a license key to another server by changing the IP addresses)

A complete guide to the Webware License Management guide can be found at www.webware.hp.com (» Webware User Guide - New Languages!)
(
The standard sort-able data fields you establish for these records

Response:

HP as a LAR/SVAR (HP SLMS)
Please refer to Questionnaire-Methodology-HP-Attachment 3-Quarterly Reporting Fields.xlsx for a list of report fields and their descriptions.
HP as a Publisher (HP Enterprise Software)

Please refer to Questionnaire-Methodology-HP-Attachment 4-Sample HP Software Asset Report.pdf for a sample report.
Webware "manage license" process provides full deployed license reporting along with other license management features.

Website:
www.webware.hp.com 
[image: image2.emf]
(
The information you track on behalf of Participating Entities. 
Response:

Please refer to the response above.
(
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:

HP as a LAR/SVAR (HP SLMS)

Where the Channel (HP) is included in the proprietary contract information, this requirement can and is maintained. Further, notifications are generally sent from said software publishers 30-60-90 days prior to volume plateaus, maintenance renewal and significant contract dates. HP in turn is responsible for providing appropriate purchase reports on behalf of the PE to given software publisher(s). These purchase reports will be measured against forecasted volume purchases as they pertain to contracted levels. For example, Microsoft Select agreement levels have milestone forecasts which must be met in order to maintain contract levels. HP will provide weekly reports to Microsoft, who in turn will measure procurements against forecast minimums.
HP as a Publisher (HP Enterprise Software)

Support renewal contracts are systematically triggered for new quote creation 180-days prior to current support term expiration. This is to allow the contracting team ample time for verifying pricing, asset configurations, etc. Renewal quotes are then made available to the Software Renewal Rep in order to deliver the quote to the customer 90-days prior to support expiration. Additional follow-up attempts are made until support renewal for the next period of performance is received or it is deemed to be canceled/not renewed.

HP offers a support tool called Software Solutions Online at www.webware.hp.com by selecting the » HP S/W Support Online link. E-mail notifications for Driver, Patch, Security and Support alerts:

Proactive Patch Notifications
Our e-mail notification system will send you a message, to the e-mail address in your HP Passport profile, when a new patch is released for the product(s), version(s) and platform(s) you specify. Your customized requests are stored and can be reviewed and modified in your personalized HP Passport profile. 

Change Request Notifications
A change request is the result of a known problem (defect) or enhancement request. Our e-mail notification system will send you a message, to the e-mail address in your HP Passport profile, when the change request has been updated. Your customized requests are stored and can be reviewed and modified in your personalized HP Passport profile.

Monthly reports are also run by HP Order Management, which trigger action concerning upcoming activities which need to occur. Key support personnel are notified of any actions required to be discussed with the PE.
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:

There are several reports that can be provided as part of the anticipated agreement that will result from this solicitation and response. Reports can be generally classified in the following two categories:
· Contract reports for WSCA/NASPO contract administrator:  Quarterly purchase volume report which will contain contract purchase volumes by State/PE. This report will be used to track purchase volume for licenses and services purchased under the anticipated agreement resulting from an award in response to this solicitation. This report will also provide the necessary documentation to record and pay required administration fees in support of the agreement. Please refer to Questionnaire-Methodology-HP-Attachment 3-Quarterly Reporting Fields.xlsx for a list of report fields and their descriptions.
· Order Status and Reporting Tool Reports as described in Section 2 above (PE requested reporting from website).

HP as a LAR/SVAR (HP SLMS)

All PE order transactions and vendor P.O. transactions are managed on a worldwide integrated end-to-end transactional system that enables all customer and vendor reference and related order and invoice transactions to be managed on one database. 

HP Online Services (OLS) is a real-time reporting tool that gives PE quick online access to summary data about software license purchases and usage. Order information is available for either one PE site or a number of PE sites, depending on the user profile.

This single repository provides the key data from which HP SLMS generates information about buying trends and run rates which can be used by HP licensing experts to develop knowledge of the PE account, which in turn helps the PE determine and drive strategy for cost reduction and improved control.

Comprehensive real-time reporting tools enable the PE to gain visibility of its global licenses real time from global or regional levels down to business units and cost centers. Advanced reporting options and the expertise to use this information leads to greater visibility which in turn drives improved control, more accurate decision making and better leveraging of volume procurement by negotiating with software publishers based on actual spend data and trends, not estimates. 

Each PE business can be registered on OLS, and all licenses procured are assigned to each business unit/affiliate. The extensive HP online reporting capability allows customers to have a real-time view of purchase history and trends and compliancy reports. 

Customers will also be able to view agreement information and details on billing and shipping locations.

Six reporting formats are available to the PE for download using OLS.

· Order History Report—Pre-generated report displaying the purchase order history for the Licensing Agreements for which HP is the LAR/SVAR.

· Pricelist Reports—Generated on a per-request basis. They contain all part numbers with pricing in local currency, available to the PE under the Licensing Agreements for which HP is the LAR/SVAR.

· Customer Reports—SLMS offers the PE the facility to post once-off static order reports as provided by you from a previous reseller. These reports can be in .cvs or .pdf formats.

· Summary Spend by Software Developer—Flexible report that provides the PE summary spend data for a particular software publisher, with further drill-down detail on product families, part numbers, and ordering sites.

· Summary Spend by Affiliate—Flexible report that provides the PE summary spend data by ordering location, with further drill-down on software publisher, product families and part numbers.

· Software Publisher License Usage Report—Flexible report that provides the PE the number of points/units received in specific a software licensing program. This information would be most relevant for Microsoft Select customers. There is additional drill-down capability for further information on this report as well.
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Please review the attached Online Services Brochure included as Questionnaire-Methodology-HP Attachment 2-OLS_brochure.pdf for more information.

HP as a Publisher (HP Enterprise Software)

Reporting options are available via www.webware.hp.com for PEs. Reporting includes, but is not limited to the following:

· The PE can generate reports for order information summary:

· Last order redeemed—The order number dropdown only lists the last order used to generate licenses.

· Order numbers redeemed last seven days—The order number dropdown lists order numbers used during the previous week.

· Order numbers redeemed in the last 30 days—The order number dropdown lists order numbers used during the previous 30 days.

· Orders redeemed this year—The order number dropdown lists order numbers used during the current year.

· All order numbers redeemed—The order number dropdown lists all order numbers that you have used previously.

· The PE can generate a report of license certificate information:
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Webware has the capability of saving reports in .xls format, as desired by the PE.
5
Explain your method of ensuring a PE will receive and can provide proof of licenses.  Include in your response:  

HP as a LAR/SVAR (HP SLMS)

HP SLMS will provide a license confirmation for any purchases under Microsoft Open License. This confirmation directs customers to the Microsoft-provided VLSC site which houses the legal licenses and allows customers to track license purchases and download media. All other vendors provide licenses or confirmations directly to customers and are therefore not provided by HP. However, HP can assist the PE in requesting proof of license from the license/publisher in question.
HP as a Publisher (HP Enterprise Software)

The HP Software Support Handbook provides instructions concerning proof of licenses.

Once the PE has purchased HP Enterprise Software products, your support relationship begins with HP. Your initial set of media will be delivered to your agency as either a physical shipment or an electronic delivery, depending upon the type of delivery you have selected. Many of the HP Software products are secured and you will need to request a license key in order to unlock the bits. If the product is secured, you will receive an Entitlement Certificate. If the product is unsecured you will receive a Right-to-Use Certificate. Most HP Enterprise Software products ship with an "instant on" capability to enable you to implement your product for 60 days. Upon expiration, you will be prompted to deploy your permanent license key. A license key is a string of characters that gives you access to the full functionality of the software. This license key could be tied to a specific system ID. If the product you purchased is secured by a license key, you have a number of options for retrieving the license key.

Your Entitlement or Right-to-Use Certificate contains your HP order number, as well as HP Enterprise Software products purchased. While an Entitlement or Right-to-Use Certificate is not required to request a permanent license, you should retain any certificates for your own reference and for compliance reasons. However, you must have a valid HP order number in order to request your permanent license key. In case you lose your Entitlement or Right to Use Certificate and require a copy, please submit an incident at www.hp.com/go/hpsoftwaresupport/casemanager/submitcase and select non-technical/business for the type of case, and Electronic Product Delivery as the problem category. If possible, please also provide your HP order number.
(
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. 
Response:

HP as a LAR/SVAR (HP SLMS)

HP SLMS will provide a license confirmation for any purchases under Microsoft Open License. This confirmation directs customers to the Microsoft-provided VLSC site which houses the legal licenses and allows customers to track license purchases and download media. All other vendors provide licenses or confirmations directly to customers and are therefore not provided by HP. However, HP can assist the PE in requesting proof of license from the license/publisher in question.
HP as a Publisher (HP Enterprise Software)

The PE will receive an electronic delivery receipt with a link to access product key(s) online. Proof of license certificates are emailed to the PE after purchase when permanent license keys are requested (www.webware.hp.com).
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(
Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.

Response:

HP as a LAR/SVAR (HP SLMS)

HP’s database will retain copies of the Microsoft Open License confirmations which are sent to customers as mentioned above and would be available for resend through the HP Account Manager. HP can also provided proof-of-purchase by providing a certified copy of the invoice associated with a particular PE PO/License purchase. License confirmation resends for emails sent directly from a vendor can be facilitated through HP as well through the HP Client Services Representative (Order Management).

HP as a Publisher (HP Enterprise Software)

In case the PE loses the Entitlement or Right to Use Certificate and require a copy, they can submit an incident at www.hp.com/go/hpsoftwaresupport/casemanager/submitcase and select non-technical/business for the type of case, and Electronic Product Delivery as the problem category. If possible, PE should also provide the applicable HP order number.
(
Describe how you partner with a PE to demonstrate accuracy of licensing information to a publisher (e.g., True Up).

Response:

HP as a LAR/SVAR (HP SLMS)

Upon request, HP can provide a report to reconcile with the vendor(s) report to ensure accuracy of licenses. This report should be requested through the HP Account Manager. Additional reports can also be generated via the HP Online Services (OLS) website by the PE for license information. Please see the response to question 4 above for additional information regarding (OLS).
HP as a Publisher (HP Enterprise Software)

Upon request, HP can provide a report to reconcile accuracy of licensing information (as the Publisher) for purchased licenses and support. This report should be requested through the HP Account Manager. Additional reports can also be generated by the PE via Webware website for detailed license information. Please see the response to question 4 above for additional information regarding (OLS).
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.
Response:

HP as a LAR/SVAR (HP SLMS)

HP will help WSCA/NASPO purchase, manage and consult with its cooperative partners to maximize software investments for a wide-range of third-party software publishers:

· HP Software Licensing Services

Single source for hundreds of software publishers

Advise on national/global licensing models

Act as Client advocate with software publishers

Determine the best pricing structure

· Provide online ordering via a robust OLS tool

· HP Consulting Services (fee-based)

· Recommend best go-forward strategy post Licensing Efficiency Study

· Leverage Software Asset Management (SAM) review to establish a comprehensive software asset management approach

· Build a detailed financial business case for improving SAM

· HP License Management Services (LMS) (fee-based/per client)

Enhanced Software Recognition

Application of complex licensing rules

Software compliance

Maximize return on investment

· Be in control
HP as a Publisher (HP Enterprise Software)
HP as a trusted partner can help transform your existing IT organization. WSCA/NASPO and its cooperative partners face unique challenges in: 

· Implementing repeatable, enforceable change processes to reduce cost and risk

· Automating impact analysis, change execution and compliance

· Reducing cost and risk of change

· Aligning portfolios and resources with organizational objectives

HP Change, Configuration and Release Management solutions can: 

· Increase change management process efficiency—Standardizing on best practices allows IT to handle more changes through normal and standard processes while also making better use of CAB member’s time.

· Increase effectiveness—HP solutions can increase percentage of successful changes and optimize associated costs.

· Reduce risk—HP solutions can reduce the number of emergency changes and reduce self-inflicted problems due to ineffective change. Audit evidence can be produced more quickly.

HP understands that every challenge is different. Deploying technology to help WSCA/NASPO meet your organizational goals is what we do best. Whatever the challenge, one thing remains certain: when WSCA/NASPO selects HP, you gain a reliable and innovative solution of people, services, and technology. Together, we work toward transforming your existing IT organization and develop an integrated solution to meet your requirements.
(
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. 
Response:

HP will assist in managing and selecting the optimal purchase strategy based on PE requirements, VLA options and any available special programs offered by individual publishers to ensure the best value and license compliance. In addition, HP can provide the necessary consulting, training and support services required to keep your business up and running.
(
Working with a publisher to maximize the leverage created by the total sales volume overall resulting from this contract.

Response:

One of HP’s key strengths is our well document strategic relationships with key partners (Microsoft, Intel, etc). Our sales teams are poised to work with and even provide joint visits with PEs to ensure that the best solution is provided at the best value.
(
Working with a PE and publisher to obtain the best quote on a high volume purchase.  

Response:

As mentioned above, HP will work with both the PE and the Publisher to maximize value and obtain the best possible quote within the stated guidelines of the VLA.
(
If, and how, you use historical purchase information to provide targeted assistance to a PE. 
Response:

HP will absolutely review historical purchase information (when available) to determine if there is a better program available within the stated guidelines of the VLA. More importantly, HP can look at total purchase volume that the PE does with HP (hardware, software and services) to help maximize value for WSCA/NASPO and its cooperative partners.
(
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. 
Response:

HP has a large group of highly trained sales professionals and technical specialists to assist in assessing the PE in determining the best solution at the best value. In addition, HP has access to resources from key vendors/publishers (like Microsoft and Intel) that can offer required assistance a well. Assistance from our sales teams that includes product/solution information, quotes, issue resolution, etc. is provided at no charge to the PE. We do however provide fee-based assistance for those opportunities that require it in the form of packaged HP Care Pack Services and HP Professional Services and Training which provides access to our large force of highly trained Services personnel. Finally, HP has many web-based self-help tools, white-papers, blogs, etc. to help the PE by providing information and assistance.

Please see the HP Software Solutions Community online forum (http://h30501.www3.hp.com/) as an example of the resources available to the State and its cooperative partners.
(
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:

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 has a large number of HP Software Partners that can provide training as well.
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?

Response:

HP will ensure that we continue to add additional publishers to best support the requirements of the State and its cooperative partners. In addition, HP will continue to maintain and increase vendor required certifications at the highest levels. Finally, HP will ensure regular communication to solicit feedback from the State to ensure that issues and opportunities are addressed in a timely manner.

HP will also work to leverage our existing hardware contracts (WSCA/NASPO) to provide a single point of contact for larger opportunities that require hardware, software and services.
(
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. 

Response:

HP works with numerous software vendors (annually) to ensure that staying current on all certifications is adhered to. HP is also willing to obtain other certifications, as needed, to support PE requirements for additional publishers to be added to the agreement.
(
How would you partner with the Procurement Officer and Participating States to adapt to changes and keep the contract viable?

Response:

HP will ensure that we continue to add additional publishers to best support the requirements of the State and its cooperative partners. In addition, HP can also leverage its other WSCA/NASPO agreements (Personal Computer, etc.) as well as its broad portfolio of products and services, professional services and training to offer complete solutions for WSCA/NASPO customers. HP will work with the WSCA/NASPO Contracting Office during periodic review meetings to identify opportunities and to resolve issues and implement changes, if necessary. HP is open to discussion (mutual agreement) with the WSCA/NASPO Contracting Officer to discuss additional steps that can be taken to offer additional value and savings to the State and its customers.
(
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:

The WSCA/NASPO Software Value-Added Reseller contract, once awarded, will provide HP the ability to compliment its existing set of WSCA/NASPO contracts already in place (Personal Computers, Networking, etc) and provide a ‘One-stop Shop’ to supply WSCA/NASPO and its cooperative partners access to the entire HP portfolio of products and services. WSCA/NASPO can also benefit from the expertise and local presence of the large number of qualified HP Resellers.
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:

HP agrees in ‘good faith’ to establish a mutually and agreed set of Performance Standards at the time of the award with the MPA Procurement Official (example:  Key HP contacts return phone calls or respond to emails within two business days).
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:

HP Software Professional 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 WSCA/NASPO’s and its cooperative partners’ 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 WSCA/NASPO is the ability to leverage the most extensive portfolio of products and services from the most advanced technology platform: HP. Please refer to Questionnaire-Methodology-HP Attachment 5-HP_Software_Professional_Services.pdf for more information.
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