
Offeror Questionnaire – Methodology
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).  
Insight Response:	Insight has extensive experience in successfully launching new contracts.  Over the years, our contracts management team has developed a specific methodology that has allowed us to successfully launch hundreds of contracts, including some of the largest contracts in the SLED marketplace.  We believe our approach ensures the State and the PEs receive the best possible care during the launch experience.  Given the nature of this specific scenario, Insight would establish an internal working team consisting of key sales management resources, operations support management, the software licensing team, contract management,  and our marketing and web teams to ensure that all aspects of the contract launch are identified and correctly followed through.  This working team would be led by a member of the contract management team with 15 years of contract launch experience. 
Given the variety of efforts involved in this hypothetical scenario, we’ve kept detail at a high level given our space considerations.  We would be happy to provide WSCA and the State with additional information, including a complete implementation plan if desired. Additionally, while the items below are listed in sequential order for ease of presentation, many of these activities rely on or overlap with each other in some fashion and would be occurring in parallel.  Finally, all launches are specific to each client’s desires and internal processes and a real launch would reflect this fact.  We strive to make contract launches quick and painless for our clients and we adjust our processes whenever possible to make things easy for them.
Based upon our experiences, we believe that we need (at a minimum):
1. Develop a Contract Implementation Plan
0. Using information from the bid, our previous experience with the State (if any), and our initial meetings with the State, Insight would work with the State to understand their timeline and goals related to the contract launch.  We would also work with the State and publishers to gather the various information necessary for a smooth transition, including appropriate contact information (state, vendor and partners), information concerning license programs in place, etc.  Gaps, if any, would be identified and the information sourced through alternative methods. 
0. Utilizing accepted project management standards (ref. Project Management Body of Knowledge, PMBOK Guide) Insight would work with the State Procurement Office to develop an implementation plan specific to their own environment.  This methodology is widely accepted as the best way to ensure requirements are determined, dependencies are investigated and planned for, and timelines are known by all parties in the project. This process helps to ensure deliverables meet expectations. As with any project there is the continual need to evaluate progress and make adjustments where needed in order to successfully complete the project. The project team has the responsibility to complete all the process steps required, adhere to the methodology outlined, and complete the project deliverables within the agreed-upon timeframe.
0. Key participants would agree on a contract implementation timeline to follow, specific to this implementation.
1. Internal Actions:
1. Among the activities undertaken by Insight during the launch of a contract similar to this scenario, we would include:
0. Assignment of a Contract manager to own and manage the contract roll-out process. This ensures continuity for all parties during the launch phase. 
0. Set up of the public sector and software publisher program contracts within our systems. Together these will drive various parts of our execution and ensure our compliance with the contract as well as the publisher agreements in place.
1. This set up controls pricing, client level web experience, eligible client inclusion/exclusion, product inclusion/exclusion, audit of set up, documentation and reference guides and more.
1. Note that our Contract Management database (CMD) is designed to manage all license programs and will ensure compliance (pricing, ordering, maintenance, etc), as well manage program levels, notifications of “clips or gates”, drive clients’ web experience and other deliverables as needed.
0. Conduct all needed internal training and communication plans to all sales, services and support personnel.
0. Have an independent audit conducted of the contract setup for accuracy and compliance.
0. Ensure that any state-level contract reporting and use fees are set up and operational.
0. Coordinate with our software specialists and clients to conduct any change of LARs as needed for license programs.
0. Conduct initial license program audits to both understand structure and look for “quick hits” of consolidation and other factors that would aid eligible clients.
6. Work with the State, other members holding license agreements, and the different publishers to review whether other license program options, such as state-wide agreements, may be desired and more cost-effective.
1. Establish Contract Web site:
2. Typically in the early days of a contract launch, the contract’s website is used most heavily by clients to understand how to conduct business with Insight, as well as the details surrounding the contract.  The contract website provides a centralized place for clients to see information regarding the contract itself, Insight sales and other contacts, FAQs, demos/how to’s, information about webinars, and other relevant information.
1. Coordinate with Previous LAR:
3. As allowed and as much as the previous LAR(s) will cooperate, coordinate with them (and the publishers and the clients, if needed) to identify open issues, blanket PO’s, leases, etc. that typically extend beyond contract time periods.  Prioritize and execute.
3. As allowed, receive and utilize historical license sales activity for program analysis.
1. Coordinate with Hardware Vendor:
4. Contact and establish operating processes and procedures for sales and inclusion of licenses typically installed in the basic distributed products.
4. Ensure appropriate ordering processes, receive approvals as needed for order processes (some publishers require this), establish credit, set up accounts if needed, etc.
4. Establish appropriate reporting, financial terms, and escalation paths as needed.
1. Coordinate with Vendor Community:
5. Contact the vendor community, especially the top publishers that represent the bulk of the previous contract’s sales activity, and ensure that:
0. If needed, the appropriate contact information is gathered and introductions occur.  As necessary, ensure local contacts are familiar with Insight’s capabilities
0. Understand their issue list on existing business and programs. 
0. Work with them to prioritize key client meetings, reviews and other items of interest.
0. Ensure they receive any needed reporting for their internal processes.  (Most of this is automated at a company-level, but occasionally it’s handled manually).
1. Core State Level Team (Procurement and possibly the IT organization, depending upon the State’s design):
6. Establish a specific communication cycle and methodology for the key participants to ensure the contract launch goes smoothly.
6. Provide feedback relative to goal achievement; help needed, review of communication and other deliverables.


1. Client Related (State agencies and cooperative members) holding separate license agreements
7. Ensure appropriate contact information through the State (if available) or via publishers.
7. Contact them to introduce Insight, the contract, and to discuss their unique licensing agreements and needs.
1. External Demand Generation - Customer Focused Activities
8. Webinar
0. Insight would work to develop a webinar designed to build awareness around the WSCA Software contract. The purpose of this webinar would be to educate all eligible purchasers and related users (i.e. IT staff) about the significance of the contract as well as how to best leverage it for their specific needs. 
0. Insight has had very good success using webinars as a means of educating clients about the new contract, about our ability to help them save money, and to help them understand how to utilize our website. We typically launch a series of webinars with the State’s support during the first month of the contract and archive at least one session for use later through the contract’s web site.
8. Direct Mail
1. Insight would execute at least two targeted direct mail pieces directed to employees that purchase and deploy software solutions to state agencies. Direct mail messaging can focus on products and services the state selects if desired
8. Road and/or Trade Shows:
2. Depending on the State and the cycle of public sector trade shows in the region, Insight would look at conducting informative sessions at industry-related trade shows (local NIGPs, IT-related, etc), as well as possibly launching our own series of road shows in conjunction with key publishers and joined by the State, if they would like.  These would create an opportunity for Insight to showcase the WSCA Software agreement and to discuss software products and services to state agencies and cooperative partners.
8. Brochure/Contract Order Guide
3. Insight would create a literature piece to help generate awareness of our relationship with WSCA and the contract’s details. This summary flyer will contain information about the contract, how to order, examples of the products that are available under the contract, and where to go (online, phone, fax, etc.) to place an order. This flyer will be available for distribution via email and will be printed to hand out at events or meetings. 
8. Question and Answers - FAQs:
4. Insight will work with the state agencies and Participating Entities to develop questions and answers for areas that cause the most confusion. The clarifications will be reviewed and published on our website as FAQs.
8. Sales Contact:
5. Insight is a sales company and therefore contact our primary method of contact is through our sales teams.  During a contract launch, Insight would strive to reach all of our existing clients within the State that are eligible for the contract, as well as rely on other data sources (such as the State) for others to contact as well. 
DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State.
Insight Response:	While Insight is not aware of any cases where States have not used SVARs previously, the primary difference in our approach to this scenario versus a change in SVAR would be surrounding our educational effort.  We would need to ensure that the value of the license programs was understood by the eligible clients, as well as communicating their design, limitations (and quirks).  In addition, we would increase our educational and informative communications, especially face-to-face, webinars and related client contact approaches.  Both cases work best with very close cooperation and communication with the key State procurement and IT personnel.
DESCRIBE your outreach to State and Cooperative Partner users. 
Insight Response:	The objective of the outreach proposal is to generate awareness of the contract awarded to Insight, ultimately driving demand for software purchases through the WSCA Software Agreement.
Proposed Outreach Activities:
1. External Demand Generation- Customer Focused Activities
0. Webinars
0. Insight would work to develop a webinar designed to build awareness around the WSCA Software contract. The purpose of this webinar would be to educate all eligible purchasers and related users (i.e. IT staff) about the significance of the contract as well as how to best leverage it for their specific needs. 
0. Insight has had very good success using webinars as a means of educating clients about the new contract, about our ability to help them save money, and to help them understand how to utilize our website. We typically launch a series of webinars with the State’s support during the first month of the contract and archive at least one session for use later through the contract’s web site.
0. Direct Mail
1. Insight would execute at least two targeted direct mail pieces directed to employees that purchase and deploy software solutions to state agencies. Direct mail messaging can focus on products and services the state selects if desired

0. Road and/or Trade Shows:
2. Depending on the State and the cycle of public sector trade shows in the region, Insight would look at conducting informative sessions at industry-related trade shows (local NIGPs, IT-related, etc), as well as possibly launching our own series of road shows in conjunction with key publishers and joined by the State, if they would like.  These would create an opportunity for Insight to showcase the WSCA Software agreement and to discuss software products and services to state agencies and cooperative partners.

0. Brochure/Contract Order Guide
3. Insight would create a literature piece to help generate awareness of our relationship with WSCA and the contract’s details. This summary flyer will contain information about the contract, how to order, examples of the products that are available under the contract, and where to go (online, phone, fax, etc.) to place an order. This flyer will be available for distribution via email and will be printed to hand out at events or meetings. 
0. Question and Answers - FAQs:
4. Insight will work with the state agencies and Participating Entities to develop questions and answers for areas that cause the most confusion. The clarifications will be reviewed and published on our website as FAQs.
0. Sales Contact:
5. Insight is a sales company and therefore contact our primary method of contact is through our sales teams.  During a contract launch, Insight would strive to reach all of our existing clients within the State that are eligible for the contract, as well as rely on other data sources (such as the State) for others to contact as well. 
2.	Contractor is required to provide a website for each participating state.  Describe the website you would establish for a State and that website’s functionalities or special features.  You can supplement this response with illustrative page shots (no more than 10) from one of your existing websites.  Please address, at a minimum: 
· Home page appearance and information
· On line tutorials 
· Product catalog (include searchable fields, which products you would include, how VLA information is provided)
· Links
· Downloadable standard reports, if any.  Include how information is controlled and sorted (e.g., how can Tempe, AZ obtain only their information, how can Procurement Officer of contract obtain a purchasing profile for users and volume in State).  
· How website is monitored, kept current and accurate
Insight Response:	Insight’s eProcurement website provides a total solution for conducting product search and purchase. In addition, we offer best in class tools that will streamline the way the Participating Entities (PEs) manage procurement activity throughout the system. 
For each participating state, Insight will develop and support a website specific to that State, with content approved from the Contract Procurement officer and/or State Procurement Officer as appropriate, based on content.  Insight’s customized websites are user friendly, allowing for quick and easy access and use. A URL for the website will be supplied to the participating state and the contract Procurement Officer within 60 days of execution of the PA.
Insight will also provide web-based training regarding the use of our website and will be available online, or via email or phone to assist during the State’s standard working hours.  
Insight wishes to clarify that while our website meets many of the desired attributes requested for ADA compliance, it is has not been certified as being ADA compliant.  Insight will gladly provide reasonable contract related information via alternative means if requested by any client.  Further, all claims of ADA compliance by publishers or any other entities providing goods and or services under this contract are not verified or guaranteed by Insight.
The following are highlights of what we can offer to WSCA and its PE’s, but this is not exhaustive.  We would welcome the opportunity to present a demonstration of our system, showing how it could be tailored to your requirements.  Insight has provided an attachment with illustrative page shots of our website capabilities in the Attachment section of our response.
· Insight.com Home Page
· Custom Home Page: Insight continues to make significant investments in systems and tools that help you control costs, and our customizable online account center is at the center of this strategy. Here, you’ll find features that help you centralize software procurement, while giving individual departments or affiliates the flexibility they need. Also on the home page, you can post your own company news to keep your end users informed of new programs, processes, or other important information to aid in the procurement process. 
· 
Welcome Screen
· Online Tutorials
· Training and Assistance: Your dedicated website contains helpful user manuals in multiple languages. Ordering on Shop.Insight.com is intuitive requiring little or no training to search for products, complete an online order, perform order tracking and run purchase history reports; however, training and assistance on the website features are also available from a website specialist.
· Online Customized Price Lists
· Custom Catalogs: Enforce company standards, reduce maverick spending, and leverage your buying power. Your customized web portal supports multiple agreements, product lists, and pricing structures, seamlessly integrating all the various facets of your enterprise into one centralized system. This enables you to leverage the buying power of your entire organization, while restricting the level of purchasing and negotiating authority you may require.


· Comprehensive Product Searches
· Streamlined product searching and ordering: We continue to make improvements to our website, so performance is faster than ever! Our full text search engine lets you search by keyword, description, manufacturer, and more. Visuals and box shots draw your eye quickly to the products you’re looking for, and you can now click and add to your shopping cart directly from the search results page.
· Powerful Search and Product Display: Flexible and powerful search engine performs basic search, keyword search, category-based search and parametric options (using filters) to help you find products fast. You can compare up to three products side by side to speed your purchasing decisions.

Product Search Results
· Contract & General Information
· Review Your Contracts & Available Products: Information regarding all your volume license agreements, as well as the programs that pertain to them, is always available. You can easily browse the products available under each license agreement for each PE.
· Company Favorites: Based on your custom catalog, your Company Favorites Administrator can create a list or lists of products to display to other users within the organization. Use Company Favorites to help control maverick spending, indicate a company standards list, or simply help point your user base in a product direction.
· Flexible Administration: It’s simple to create unique user profiles when you need to control access to your online account by job function, purchasing authority, or other criteria. You can also customize separate account centers to serve the needs of various business units or geographic regions.
· Instant Messaging and Chat Features
· Instant Messaging and Support: Insight can offer secure instant messaging to the Participating Entities (PE) and authorized entities via AOL, MSN Messenger, or Microsoft Office Communicator. In addition, users can obtain support or ask questions via an automated online form on insight.com. Users can quickly and easily get help from the right Insight team on a variety of subjects—from account setup to billing/shipping, order or quote request status, user access rights, technical issues and more.


· Online Quoting
· Review & Save Online Quotes: Your customized website allows you to add items to your shopping cart, save these items as a quote, print, update, empty, or purchase your products later. All quotes created in the system can be converted into a PO with a single mouse click.
· Secure Online Ordering
· Online Security Features: Insight understands the importance of online security. We use Secure Sockets Layer protocol with real-time encryption (SSL 3.0/PCT1), the industry standard for security. In addition, we run the most current anti-virus software continually on all Insight computers and systems.
· Saved Carts
· Review Shopping Cart Details: Your customized website allows you to print, update, empty, or add items to your shopping cart. If you’re not ready to place your order, you can save these items as a quote and purchase your products later. 

Shopping Cart Details
· Online Order Status
· Order Status & Tracking: Your customized website puts you in charge from the time you place an order. Track orders and their estimated ship dates, request returns online—even change or cancel orders before they close, and link to carrier’s tracking systems.
· Online Tier One Product Support
· Industry-Leading Product Information: Insight’s website gives you the most complete and current product information available. Data is presented in an organized template format, and features license and technical specifications and requirements. We provide an automated product request form that is submitted directly to the Insight Account Team in case a user requires further information about a product or is unable to find the desired product in the online catalog. Insight’s website also gives you the ability to compare products side by side.
· Downloadable Updates
· Your dedicated website makes it easy for you to find software updates, patches, and drivers available for download from the publishers. From one central location with direct links to publisher sites, you have immediate availability to many popular products.
· Electronic Commerce Capabilities
Online Security Features: Insight understands the importance of online security.  We use Secure Sockets Layer protocol with real-time encryption (SSL 3.0/PCT1), the industry standard for security.  In addition, we run the most current anti-virus software continually on all Insight computers and systems.
Insight’s dedicated website includes multiple levels of redundancy that are built into the architecture as follows:
1. Web Server Farm:  We use four separate servers that are connected to a hardware load-balancing switch.  If a problem occurs on one Web server, customers are seamlessly redirected to another.
1. Multiple Points of Presence:  We have established points of presence (POPs) in Dallas, Texas; Spokane, Washington; Munich, Germany; and Sydney, Australia.  Users can be redirected as necessary in the event of a local emergency at any one site.  The Texas and Washington sites are each prepared to serve as disaster recovery agents as well.
1. Monitoring:  All customer websites are monitored around the clock with internal tools that test each server to verify that they are functioning properly.  We employ Keynote Systems, Inc., an expert in performance measurement, for external observation and rapid incident alerts.
· Online Systems Integrations: Insight’s online software portal can integrate with any electronic ordering tool that meets industry standards for eProcurement. Through your customized website you can obtain client-specific products and pricing; place and track your orders; obtain certified invoice copies; view, print, or order a wide variety of detailed and summary reports in a format to fit your needs; and receive automatic email notifications that confirm our receipt of your order and the shipment of your order.
· Third Party E-Commerce Experience: With more than 150 third-party e-commerce implementations, we have significant experience with eProcurement integrations, as well as significant relationships with the leading B2B solution providers—including Ariba, Perfect Commerce, i2, PeopleSoft, Oracle, and SAP. In fact, we were the first software reseller to earn Ariba Ready and Commerce One RoundTrip distinctions. These important milestones are proof of our long-standing relationships with the leading e-procurement companies and serve as a testament to our expertise.
Insight will gladly work with each state to meet their specific requirements if at all possible.  Enhancements are made to our website on a quarterly basis and Insight’s business policies and procedures are designed to ensure that underlying client functionality is maintained throughout the improvement process.  Insight builds into its sites unparalleled client-level customization which allows clients to utilize our site as they wish.
3.	Describe your method for tracking software licenses and ensuring that Participating Entities (PE) receive timely notifications of renewals or are advised of volume agreements opportunities or vulnerabilities, etc.  Please address, at a minimum:  
· The standard sort-able data fields you establish for these records
· The information you track on behalf of Participating Entities.  
· How reminders of significant dates or volume plateaus are triggered and how your organization, as a partner with a PE, works with the PE to ensure no deadlines are missed or opportunities unexplored.  
Insight Response: 	
Sortable Data Fields: You can track and report on 33 standard data fields and up to 22 customizable SmartTracker fields—streamlining PO-to-invoice reconciliation. SmartTracker is a feature in our ordering system that provides custom tracking and reporting on your orders for analysis by any type of criteria. Easily allocate purchases to specific cost centers, business units, departments, projects, affiliates and more. 
Our Detailed Data File Report allows you to sort 33 standard data fields plus 22 optional SmartTracker fields for analysis by any type of criteria. Our summary reports provide you with consolidated reporting for goods and services provided to your organization enterprise wide.
Data Fields available
	1. Ops Center
	1. Parent ID
	1. Parent Name
	1. Account ID

	1. Account Name
	1. Invoice #
	1. Inv Date
	1. Manufacturer

	1. Manufacturer Part ID
	1. Part ID
	1. Product Description
	1. Version

	1. Category
	1. Language
	1. Media
	1. Product Type

	1. # of Users
	1. Quantity
	1. Invoice Currency
	1. Exch. Rate

	1. Unit Price
	1. Sales Amt
	1. List Amt
	1. Date Shipped

	1. Customer PO #
	1. Order #
	1. Ship To Attn
	1. Ship-To

	1. Ship To Address 2
	1. Ship To City
	1. Ship To Location
	1. Postal Code

	1. Ship To Country
	1. 22 SmartTracker Fields (for custom data)


Tracking Purchase Activity—Insight monitors your volume purchasing contracts with major publishers and, on a monthly, quarterly and annual basis, notifies you of any approaching expiration dates to ensure you have time to prepare for renewals and new agreements.  We use our database of customer contracts to track your milestones, or current standings in relation to your commitments, and advise you on your options for staying compliant with your forecasts. LicenseRight is an internal tool developed by Insight that allows us to track expiring enrollments, as well as contractual and transactional maintenance by expiration date to help you stay current and legal with your software license and maintenance agreements.  Insight is able to report as far back as two years and up to three years forward on any of your renewals. 
Reports detailing expiring maintenance and agreements can be provided to state and PE users at whatever frequency each one specifies.  These reports can include information specific only to each entity, or on a state-wide basis.  At a minimum, these reports include original purchase order number, publisher name, part number, expiring product description, maintenance start and expiration dates, contract type and enrollment number (if applicable), and original purchase price.  In addition to these reports, Insight proactively provides a quote for maintenance renewal for each line that is expiring 45 days in advance to assist with the procurement process.
Licensing and Software Management Guides: Insight produces licensing documents and software management guides that are customized to your participants’ individual environment. Our customized guides outline your publisher contracts, Insight contact information, and rules of engagement. Guides are distributed both internally within Insight and to your key contacts.
License View Tool: Insight has created a new online tool that provides centralized access to valuable information on your license agreements, available services, as well as helpful tips for maximizing the value of your relationship with Insight. License View is accessible from your software web portal and allows you to view all of your contracts, information on media and license keys, programs, Insight contacts, custom content, a quick reference guide on insight.com, and more.

License View
1. 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.    
Insight Response:	Insight currently has our own on-line procurement system that has been developed in-house.  Insight places products and information at the end-user’s fingertips with our Valued Insight Partner website, Insight’s eProcurement system that is both comprehensive and easy to use.  WSCA’s and the PE’s end-users will have unlimited access 24 hours a day, 365 days per year.  
The Reports You Need—On Demand: Your Insight shop.com website’s reporting capabilities are unsurpassed, offering accurate, clearly formatted reports when you need them. So it’s easy to analyze and understand your software expenditure. Twenty three pre-formatted reports are available on demand 24 hours a day, seven days a week, and the SmartTracker feature lets you customize your data even further—streamlining PO-to-invoice reconciliation. Easily allocate purchases to specific cost centers, business units, departments, or projects.  
Insight has provided an attachment with samples of the available reports PE’s can generate from our website in the Attachment section of our response.
Insight acts as a liaison between you and the software publishers to help you ensure license compliance. We utilize our own internal contract management database and license compliance tools to assist you in becoming and remaining compliant. We also offer you customizable online software order management tools that allow:
· Historical and customized data tracking,
· Easy access to real time purchase activity reports that are SIIA certified
· Workflow approval rules that match your approval process
· Zero-dollar tracking SKUs 
· User-defined tracking fields for cost-center tracking and detailed reporting
· Software inventory reports
· SIIA-Certified Reports: Insight reporting is SIIA compliant and meets all requirements to maintain our certification. Insight provides both standard and customized reports on 33 standard data fields and up to 22 customizable SmartTracker fields, so you can you customize your data even further—streamlining PO-to-invoice reconciliation. Easily allocate purchases to specific cost centers, business units, departments, projects, affiliates, and more.
· Standard and Special Reports: Below is a list of our 23 preformatted reports and the typical business issues they solve.
	Business Requirement
	Standard Report

	Division charge backs/project charge backs
	D1-Detail by Account with Customer PO

	Tracking back orders
	D2-Open Orders by Ship-To Location

	All purchase activity detail fields for sorting
	D3-Detail Data File

	Enforcement of standards
	D4- Purchase Activity Detail Report

	Tracking of Purchase Orders
	D5- Detail by Customer PO

	To complete purchase cycle
	D6-Order Confirmation

	Budgeting/P.O. placement
	PL-Customer Price List

	Maintenance renewals
	S1-License Contract Summary

	Budgeting/forecasting
	S2-Summary by Manufacturer Name

	Publishers’ milestone reporting / Combine totals to reach higher discount levels
	S3-Product Totals by Manufacturer

	Inventory in graphical detail
	S4-Snapshot Report

	Renewals
	S5-Product Totals by Quantity

	Charge backs
	S6-Product Totals by Account and Ship-To Location

	Budgeting
	S7-Top Manufacturer Summary

	Budgeting/forecasting
	S8-Total Sales by Year and Month

	Purchase detail savings
	X1-Cost Savings

	Summary by Account and Manufacturer
	X2-Product Totals by Bill To and Manufacturer

	Inventory purposes
	X3-Maintenance Accumulation

	Training
	X4-Returns Report Summary

	Training
	X5-Returns Report Detail

	Validation of licensing
	X6-Net Fill: Days to Ship Detail and To Ship Summary

	Unfiltered Data dump in Excel
	X7-Detail Data File without SmartTracker

	Planning license renewal
	X8-License Contract Detail




· Reporting On Demand Screen Shot

Reporting on Demand Main Screen
5	Explain your method of ensuring a PE will receive and can provide proof of licenses.  Include in your response:  
· Describe how you provide a Proof of License certificate to a buyer. Also, provide sample(s) of a Proof of License such as you would provide. 
· Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.
· Describe how you partner with a PE to demonstrate accuracy of licensing information to a publisher (e.g., True Up). 
Insight Response:	Insight provides Proof of License certificates that list the licenses you own by program name, manufacturer part number, enrollment number, invoice number, purchase order number, purchase date, and quantity purchased. License Proofs can be issued for any program to help you account for the software licenses you have purchased and reconcile that number with the licenses you have deployed on your desktops.
These Proof of License certificates are generated by our system during the invoicing process and are automatically emailed to the client as desired (some clients do not wish to receive them).  Insight also retains copies of the certificates as part of our IT systems capabilities.  They are included in our corporate back up strategy and are available as is any other company document (quotes, invoices, etc).  Clients can request copies as needed from their sales & support teams.  Additional (duplicate) copies can also be generated by users themselves from Insight’s website (client must have a login).  There is no system or procedural delay in providing these certificates.
Insight uses several methods to track licenses and can easily assist a PE with providing accurate information to a publisher.  Our license tracking methodology is based on maintenance of historical data.
Reporting: We will capture and retain all purchase history from the start of the agreement, and this data is available through 23 reports, online, in real time, 24/7/365 (except for scheduled maintenance) by enrollment or by organizational hierarchy. 
· Smart Tracker Fields: A method to track more detailed licensing information. We have 22 fields of data that can be customized, reported on, and tracked. For example, many governmental agencies use Smart Tracker fields for tracking organizational codes and divisions. 
· Entitlement Services: Insight will analyze publisher records and state or cooperative partner procurement records to identify gaps.
Contract Management Database: Insight tracks overall volume licensing contracts. This methodology is important because it helps you track milestones, commitment levels, track discount levels, and expiration dates.
Insight acts as a liaison between you and the software publishers to help you ensure license compliance. We utilize our own internal contract management database and license compliance tools to assist you in becoming and remaining compliant. We also offer you customizable online software order management tools that allow:
1. Historical and customized data tracking
1. Easy access to real-time purchase activity reports that are SIIA certified
1. Workflow approval rules that match your approval process
1. Zero-dollar tracking SKUs to track items such as Microsoft True Ups throughout the year 
Insight has provided a sample Proof of License in the Attachments section of our proposal.
Hardware /Software Coordination: Insight will contact and establish operating processes and procedures for sales and inclusion of licenses typically included in the basic distributed products. We will also ensure appropriate ordering processes, receive approvals as needed for order processes (some publishers require), establish credit, set up accounts if needed, etc. Additionally, Insight will determine and administer any appropriate reporting, financial terms established, and escalation paths as needed.
Product Installation Assistance: Insight can provide assistance with software installation within eight business hours of a request.  Insight would be happy to provide a quote upon request for the total cost of services should the installation prove to be more complicated, such as in installation requiring limited configurations.
Upon request, Insight also has the capability to remotely install software through standard best practice software distribution methods such as SMS, LANDesk, Zen Works, etc.  Insight will work with the PEs to determine the best methodology for software deployment across the State's enterprise, should they so desire.
Insight will also be happy to assist a Participating Entity in developing a separate agreement with the publisher or designee, should an installation or configuration require their services.
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. 
Insight Response:	Insight has more than twenty years of experience with software licensing. As the most experienced provider of computer software, we are the premier volume-licensing expert. We will work closely with each PE and the software publishers to match the Entity’s business objectives with software products and programs that best match their objectives with the most cost-effective solutions.
As an Insight client, PEs will have access to software and licensing program solutions from thousands of software publishers, leveraging our longstanding publisher relationships to negotiate the best deals possible for your organization. In addition, we can manage and track non-standard software license agreements, reducing the risk, overhead, and delay associated with acquiring and maintaining software from emerging publishers.
Special Sourcing: Insight works with software publishers to bring you the most cost-effective licensing programs and negotiate for non-standard products on your behalf. Not only will we assist you in identifying new buying trends, we will employ the most cost-effective measures possible to reduce your cost of acquisition and secure your return on investment.
Letters of Agreement: For smaller publishers that may not have an existing reseller policy in place, we will issue a Letter of Agreement that will allow us to buy products on your behalf. We will explore every avenue of negotiation to establish a sales partnership with your publisher of choice.
· 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.  
Insight Response:	The designated Insight Account Managers assigned to this account will work with each State and software publisher to maximize the leverage created by the total sales volume to ensure the best value to all PEs. We will help each State conquer the complexities of volume licensing by guiding them through each step of the software lifecycle—enabling them to develop a software management strategy that keeps them legally compliant and boosts their return on investment. Insight will guide each State through the necessary steps to trim per-unit prices, standardize software products, and take advantage of volume license and maintenance (VLM) agreements.
· Working with a publisher to maximize the leverage created by the total sales volume overall resulting from this contract.
Insight Response:	Insight will work with the software publishers on the PE’s behalf to help them reduce their software costs and maximize their return on investment. We offer software and licensing program solutions from thousands of software publishers, leveraging longstanding relationships to negotiate the best deals possible for our clients. Our vast experience in managing publisher contracts with other clients gives us the leverage and experience to help negotiate better terms with the publishers.
· Working with a PE and publisher to obtain the best quote on a high volume purchase.  
Insight Response:	Insight will work with the PE and publisher to obtain better pricing on high-volume purchases by leveraging our longstanding relationships and experience with other clients. The PE’s software requirements will be supported by the Insight Account Team and our in-house experts, including publisher sales specialists.
Account Management Support: Insight provides dedicated Account Managers who negotiate with software publishers on your behalf to secure discounts for large quantity purchases. Our established relationships with software publishers give us an advantage when negotiating pricing terms for you.
Publisher Sales Specialists: Our publisher sales specialists, whose positions are each partially funded by the associated publisher, are in-house to administer our relationships with the software publishers. They help us in providing you with timely communication regarding product releases, volume license program changes, technology guarantees, proactive contract expiration information, and special offers available directly through the publishers. These specialists assist us with customer issue escalation and resolution, technical product knowledge, licensing program expertise, and more. They hold the highest levels of certification offered by the publishers and are available free of charge to offer you pre- and post-sales support on the software product and licensing solutions of interest to you.
· If, and how, you use historical purchase information to provide targeted assistance to a PE.  
Insight Response:	Insight does use historical purchasing information to provide cost-saving opportunities and targeted assistance. For example, we currently perform consolidation and trend analysis using purchasing information that is pulled from history that we maintain for the State of Colorado. To assist in identifying cost-saving opportunities, we review this information both at the State and at the individual department level. This method has proven successful in many ways.
Quarterly Business Reviews: Experience has taught us that communication is a key factor in a successful partnership. Our quarterly business reviews provide an opportunity to identify spending trends, receive recommendations on cost-saving solutions, and discuss new products and programs that may be of interest to you. These reviews also provide an opportunity to discuss our quality service goals to ensure your ongoing satisfaction with our services.
· 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.  
Insight Response:	As a software reseller, Insight works closely with software publishers and will help the PE obtain configuration assistance from the software publishers, as available. As a free service, we help you obtain product updates through our publisher sales specialists, as mentioned above. We also track your software purchases including software versions through our free reporting and tracking tools, offer free technology advisory services, and fee-based professional services: 
Reporting and Tracking Tools: Insight’s software reporting and tracking tools ensure that you have the options you need to effectively manage your software assets. These tools include: 
· Invoice History Reporting: Obtain 24-hour access to your software licensing history
· Customized Client Purchasing Reports: View reports online or download to a database application
· Contract & Renewal Tracking: Easily maintain compliance with all licensing requirements
· Historical Data Tracking: We can store data from your previous reseller and run reports that provide purchase history as far back as needed
Technology Advisory Services: For unbiased, technical explanations and evaluations of popular or emerging software and services our experienced sales engineers offer free pre-sales advice. They can assess what you already have in place and help draw up a short list of solutions for your own team to consider. While their job is not to replace your internal evaluation team, they can provide critical insight at the beginning of your search and objective feedback throughout the evaluation process.
Professional Services Offerings: We currently offer a suite of fee-based professional and consulting services with an array of technical expertise and capabilities to help identify, acquire, implement and manage technology solutions to allow our clients to address their business needs via our own field service personnel, augmented by service partners to fill gaps in our geographic coverage or capabilities. These technology practice groups are responsible for understanding client needs and, together with our technology partners, customizing total solutions that address those needs. These groups are made up of industry- and product-certified engineers, consultants and specialists who are current on best practices and the latest developments in their respective practice areas.
· Explain the training you could provide (other than online tutorials) to assist PE’s in using this contract and obtaining best value from it. 
Insight Response:	As an Insight client, PE’s will obtain free training to assist in using this contract and obtaining the best value. Designated Insight teams with specific areas of expertise will be assigned to perform training and guidance which will include the following services:
· Provide license consulting, Webinars, and onsite seminars at PE’s key locations. Topics for these seminars will be established jointly by the PE and your Insight account team. Frequency of these seminars will be at the discretion of the PE.
· Deliver cost-effective guidance through contract interpretation, licensing deployment, and comprehensive reporting. Insight will work with the software publishers to uncover cost-saving opportunities throughout the agreement. These findings will be discussed with you during quarterly business reviews.
· Provide Software Assurance Benefits training, implementation, and advice through a Software Assurance Benefits Specialist assigned to the PE.
· Provide training and assistance with Microsoft Volume Licensing Service Center (VLSC) website to guarantee successful implementation of Software Assurance benefits, licensing key allocation and media downloads, MSDN/TechNet administration, license history, and more. Insight will host online workshops to your key personnel.
· Website Training through either onsite demonstrations or web-based training that focuses on the features that will help your staff maximize the benefits of their web experience. We provide free training on how to take advantage of your customized website and software catalog, online tools, products and licensing programs
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?
Insight Response:	Insight will work closely with the State, WSCA and PEs to improve the value of our mutual partnership throughout the life of this contract.  Software procurement in the SLED marketplace has always been fragmented and while States have successfully consolidated volumes and promoted best license practices, we believe there remains potential for continued improvements in a variety of areas, including:
1. Aggregated (contract-wide) joint negotiations with Publishers by WSCA and the LAR community.  We believe there is the possibility of continued improvements in publisher costing in the future as publishers will now be able to look to one contract and the aggregated volumes across a significant portion of the country.  Such a structure lowers their cost of doing business; something that should be shared with the participating members.  Insight would gladly work with the states, as well as other SVAR/LARs on the contract, to help WSCA and PEs better understand its collective spend and work arm-in-arm with to compel publishers to establish a better costing structure. 
1. Another problematic area we believe the collective team can work on improving is the lengthy and involved legal process surrounding terms and conditions.  We know that both publishers and clients would like an easier path regarding the legal terms of licensing agreements and we believe that this contract and WSCA’s strength and experience can help drive improvements in this area that would benefit all public sector entities utilizing this contract.
1. Insight believes we can drive improvements for clients via B2B and EDI solutions for ordering, invoicing and payment, as well as for contract pricing within a state’s eProcurement tools.
1. We believe we can aid each State with overall software strategies – acquisition, usage, etc – to ensure they are both utilizing their software licenses effectively, and also that their license program approaches are the best for each PE’s specific environments.  Of special note are the vast virtualization efforts being initiated throughout the country and their particular ability to reduce a member’s baseline license requirements.  (Note that some solutions contained within this area have separate costs, but costs that are offset by related savings). 
1. Specific to costing, as has been described elsewhere, Insight, because of its size buys at the highest tiers with our partners.  The key to future cost reduction for WSCA will come in areas such as:
· Effective management of the license programs, especially in identifying over-purchase of licenses, which will reduce acquisition cost 
· Data analysis and development of license programs (or expansion of same) of publishers outside of the top tier.
· 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. 
Insight Response:	Insight understands it is critical to our business strategy to maintain and grow our software relationships and certifications – especially given that we currently provide software products and services to 80% of the Fortune 500.  Insight’s sales teams and software specialists take continuing education through our internal training portal, Insight University, and through courses and certification classes offered by our publishers and will continue to do so.
Insight is also currently investing millions of dollars into our IT systems to further enhance our already best-in-class software license management tools and develop even greater efficiency in the acquisition and management of licenses for our clients. 
As one of the largest software providers in the world, Insight works with software publishers to bring you the most cost-effective licensing programs and negotiate for non-standard products on your behalf. Not only will we assist you in identifying new buying trends, we will employ the most cost-effective measures possible to reduce your cost of acquisition and secure your return on investment. We offer software and licensing program solutions from thousands of software publishers, leveraging longstanding relationships to negotiate the best deals possible for our clients. 
Insight has a VP-level relationship team solely dedicated to Software.  This management team is responsible for defining and executing on our software acquisition, management and relationship development with our software publisher partners.  Each key publisher is assigned one or more relationship owners and is backed by a team of technical and licensing resources that focus solely on that publisher’s programs and capabilities and supports the various technical services that surround the publisher’s product set.  Insight projects years in advance to understand where and how the software community is changing in order to be prepared for the future.  The State can be confident of our ability surrounding this request, because our success as a company demands it.
· How would you partner with the Procurement Officer and Participating States to adapt to changes and keep the contract viable?
Insight Response:	Insight believes that in this fast-paced world of technology, communication with the contract management team, WSCA membership, PEs, as well our peers and publishers is critical to ensuring the contract is successful for all parties.  Given the possible length of this contract term, we believe flexibility in Insight’s, WSCA’s and the PEs approach to this contract will further its effectiveness.  We also believe that quarterly calls with a working team to discuss key industry changes, review consolidated (cleaned) data analysis concerning trending, publisher volumes, etc. will allow the various SVAR/LARs to work closely with the State’s and its peers regarding key contract improvements.  We believe that to maximize this contract’s effectiveness, not only do we need to work with each member state at their level, but at an overall WSCA level as well.
· 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?  
Insight Response:	Insight believes our strong history and experience in software and license program management is one of the key values that we bring to the State, WSCA and all Participating Entities.  Single programs are complex in their own right; managing many different programs by so many different publishers requires the right infrastructure, skill set, understanding and resources.  Insight brings all of that and more to this contract.  We are truly one of the world’s leading software LARs selling software products and services into more than 100 countries and eighty percent of the Fortune 500.  Insight also brings the complete story to this contract. We don’t just “talk” software, but are one of the largest providers of IT hardware and services/solutions in the United States.  This understanding and our depth of technical expertise allows us to truly advise our clients of the best solutions for their circumstances.  We also have the size, personnel, experience and geographic footprint to ensure that the Participating Entities throughout the United States are represented by local sales & services teams.  In the United States, Insight has more than 3,100 teammates living and working in 39 states, as well as 30 physical offices located in 17 different states.
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.  
Insight Response:	Insight uses CRM tools and processes to ensure your complete and ongoing satisfaction with our services. Experience has taught us that communication is a key factor in a successful partnership. As part of our CRM process, we determine together the information you need to help you to manage your software assets.
· Customer Relationship Management Processes and Tools:
· Customer Relationship Tool: Insights internal tool for customer relationship management gives all our teams and departments a complete view of each client’s preferences. This allows us to respond quickly and accurately to your specific needs around the world.
· Contract & Maintenance Tools & Services: Insight monitors your volume purchasing contracts with major publishers and, on a quarterly basis, notifies you of any approaching expiration dates to ensure that you have time to prepare for renewals and new agreements. We use our database of customer contracts to track your milestones, or current standings in relation to your commitments, and advise you on your options for staying compliant with your forecasts. LicenseRight is an internal tool developed by Insight that allows us to track expiring enrolments, as well as contractual and transactional maintenance by expiration date to help you stay current and legal with your software license and maintenance agreements.
· Quarterly and Annual Business/Performance Reviews: In addition to holding regular onsite meetings, Account Executives conduct quarterly and annual business reviews with you. These reviews provide an opportunity to identify spending trends, discuss recommendations on cost-saving solutions and new products and programs that may be of interest to you. These meetings also gives us the opportunity to discuss your relationship with Insight, resolve any outstanding issues you may have, and rate our performance relative to established quality service goals to ensure your ongoing satisfaction with our services.
· Consolidation and Trend Analysis We currently perform consolidation and trend analysis using purchasing information that is pulled from history that we maintain. To assist in identifying cost-saving opportunities, we review this information at both the State and at the individual department level. 
· Service Level Goals: The service level goals for Insight’s sales teams and onsite support representatives are regularly reviewed by management to maintain our industry-leading standing. The teams’ average hold time is less than 30 seconds and their abandonment rate is 5% or less. Insight’s fulfillment goal is to deliver 95% of all orders within two business days. The objectives set for North America are as follows:
	Service Level Goals
	Metrics

	Respond to voicemail messages
	within four business hours

	Respond to e-mail messages
	within eight business hours

	Enter orders into processing system
	within 24 hours

	Confirm orders online
	immediately

	Confirm orders offline
	within 24 hours

	Provide standard price quotes online or by telephone
	immediately

	Provide standard price quotes by hardcopy
	within four business hours

	Answer standard product questions
	within four business hours

	Respond to odd product questions
	within eight business hours

	Fill report requests online
	immediately

	Fill report requests offline
	within one business day

	Respond to return authorization requests
	within two business days


· Monitoring Service Levels: Insight uses several systems to ensure that our goals for service are consistently met, including the following: Our phone system automatically manages incoming calls and tracks hold times, abandoned calls, and call durations for statistical reports.
1. Supervisors perform daily reviews of telephone and email response times and weekly reviews of problematic orders.
1. Inside Software Solutions team supervisors use our telephone monitoring tool to record the teams’ conversations with customers and identify areas of improvement.
1. We track incorrectly filled and outstanding orders for each week, month, and quarter.
1. We employ Six Sigma methodologies to improve operational efficiencies and deliver excellent services across our organization. To ensure your satisfaction with our services we utilize an escalation path, service level goals, monitor our services, provide reports, and hold performance reviews. 
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.  
Insight Response:	Insight provides a variety of services at no charge that will assist with some of the common challenges that many states and cooperative partners face.
Total Cost of Ownership (TCO) Tools: Insight understands that you want to make informed, educated decisions when deciding on Select vs. EA enrolments, and determining the value of Software Assurance. We have created a Select vs. EA tool to assist in projecting costs, as well as a Software Assurance Benefits Calculator to help you ascertain your license entitlements and maximize your benefits.
Key-Code Database: Insight understands the management of key codes and software media can be an important part of the success of any licensing program. Insight will keep a database of key codes for Microsoft as well as your other software publishers. These access codes will be released to your authorized users. 
Software Assurance Benefits Administration Guidance and Assistance
Insight understands how important it is for you to take advantage of the “extras” that Microsoft offers. We have invested in multiple resources to help you reap the full benefits you are entitled to under your Microsoft Agreement. 
1. SA Benefits Activation Assistance: We offer Software Assurance (SA) Benefits Activation assistance to walk you through your SA benefits. Insight is dedicated to sorting through the ocean of information that comes from Microsoft to help you take advantage of additional Microsoft offers such as home use programs, training, etc.  We can also assist you in managing your agreements on the Microsoft Volume Licensing Service Center website if desired.
1. SA Benefits Calculator: We offer you an SA Benefits calculator to help you ascertain your license entitlements and maximize your benefits.
Insight also offers very simple to very complex software professional services that are customized based on size and scope.  Below we have provided an outline of these services.  Fees for these are based on the individual scenario and a statement of work provided, due to that we are unable to provide standard pricing for these services.
Business Optimization and Business Productivity
Insight can help you standardize your software environment while reducing costs and limiting risk through optimal license use. We are the only software provider offering comprehensive product selection and proven global capabilities, and our global licensing and Software Asset Management services are unmatched in the market.
We can also help you enhance business productivity through messaging and collaboration and simplify the deployment of Microsoft core infrastructure technologies – from the desktop to the data center.
As a Microsoft Gold Certified Partner, Insight can assess your messaging and collaboration environment and provide expertise around delivery of and support for key Microsoft toolsets including Exchange, Office and SharePoint. 
Core Infrastructure
Modern business requires reflexive yet cost-effective adaptation to change. So the capacity to centrally manage and alter your software environment from the core is vital.
Improve the agility, security and manageability of your environment with Insight Core Infrastructure solutions for identity and access management, desktop and server deployment and operation, and more. As a Microsoft Gold Certified Partner, Insight can assess your environment and provide expertise around delivery of and support for key Microsoft toolsets including Forefront, Office and Windows. Core Infrastructure solutions from Insight can help you quickly and cost-effectively adapt to business change.
Software Asset Management
Whether you operate locally or globally, Software Asset Management presents a truly unique set of risk and cost challenges. Acquire too many entitlements and watch your budget slowly dry up. Under-invest and risk the cost of achieving compliance after a failed audit and significant unbudgeted liabilities
Insight can help you determine your entitlement and utilization rates, reconcile the difference, and then proactively track, analyze, and manage your Software Asset Portfolio from procurement to retirement.
More than just after-the-fact license utilization reporting, Insight’s full lifecycle Software Asset Management solutions give you visibility into and control of your Software Asset Portfolio while allowing you to manage your entitlements and compliance in real-time to overcome the challenges of software asset management. 
The table below lists our full capabilities surrounding software professional services. 
	Software Professional Services

	Business Productivity
	Core Infrastructure
	Software Asset Management/Licensing Services

	Collaboration and Messaging Strategy
	Windows Desktop Strategy
	Software Asset Management Strategy

	Collaboration and Messaging Assessment
	Windows Server Strategy
	Licensing Management Strategy

	Exchange Implementation
	Virtualization Strategy
	Global Licensing Strategy

	SharePoint Deployment and Implementation
	Optimized Desktop Assessment
	Software Asset Management Assessment

	Software as a Service (SaaS)
	Server Assessment
	Insight:License Advisor Assessment

	
	Virtualization Assessment
	Insight Reconciliation Services

	
	Windows 7 + MDOP Deployments
	License Maintenance Services

	
	Server Implementation
	Global Software Implementation

	
	Server Systems Management
	


Insight:LicenseAdvisor™ 
Insight:LicenseAdvisor™ Overview
Insight:LicenseAdvisor is a fee-based dynamic software asset management (SAM) framework and process solution that gives companies the ability to track, analyze and manage their software assets from procurement through deployment—allowing companies to increase the utilization of all assets within their software agreements.
Since Insight:LicenseAdvisor oversees every aspect of the software purchasing, distribution and management processes, you can track how licenses are being used, reused and retired within your organization. Insight:LicenseAdvisor fits seamlessly into existing software asset management environments and integrates with existing software asset management tools. It provides end-to end communication and workflow while simultaneously providing visibility into overall software spending.
Insight:LicenseAdvisor allows you to take advantage of always-current entitlement and consumption information to help eliminate overbuying and maverick software purchasing. This information enables organizations to accurately consolidate licenses across departments, offices and business units.
Insight:LicenseAdvisor™ Benefits
For organizations with a short-term need, our team of licensing experts provides you with an initial license audit to achieve a baseline count of existing software assets. With this, you automatically gain visibility into existing software licenses and entitlements—a powerful solution to meet a need like a forthcoming license negotiation or audit.
Once this information has been compiled, it can be propagated into Insight:LicenseAdvisor, where reports and usage trends are monitored. This process gives you the ability to reassign licenses to employees, gain visibility across multiple business units, monitor software usage and harvest unused licenses.
Insight:LicenseAdvisor enables integration of procurement data, inventory data, distribution technologies, end-user requests and workflow to provide you with an overall picture of the software lifecycles within your organization. Most enterprises face the challenge of reclamation and reallocation of licenses as employees shift within an organization and acquisitions and mergers occur. Insight:LicenseAdvisor allows those licenses to be accounted for and redistributed, so organizations can maximize the lifecycle of their software purchases and meet regulatory and license compliance requirements.
1
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