
Offeror Questionnaire – Qualifications
QUALIFICATIONS: 
1. Provide an overview of the organization, including its structure, number and location of offices. Include an organizational chart to show the lines of responsibility at the highest levels.  Provide a short history of your organization.  Include number of years in business, industry awards, and corporate trade affiliations (publisher certifications are addressed in #2).   This solicitation is for the products and services offered by a Software Value-Added Reseller (SVAR (Yes/No)).  Is your organization a SVAR?  If not, please describe the nature of your business (e.g., LAR) 
Insight Response:	Insight Public Sector, Inc. (Insight) understands that the solicitation process is a critical step in awarding a contract. We are happy to participate as it gives us the opportunity to demonstrate our capabilities and show the State of Arizona and WSCA just how much participating entities will benefit by partnering with Insight.  After carefully reviewing the solicitation requirements, we are prepared to offer you our full suite of software products and services.  As we hope you will agree, Insight has the depth of resources and range of experience that will enable participating entities to maximize the value they get out of their software expenditures.  Simply put, Insight can deliver the products and services you need at the best prices and with the lowest risk.
Insight’s Advantages
Before any vendor can demonstrate experience delivering a solution, they must have successfully implemented similar solutions in the past. In order to accomplish this, the vendor must have a strong organization in place with well-established best practices. Insight has these qualities. Participating entities will benefit from our 20-plus of experience in the software business and the kind of substantial and sophisticated infrastructure an organization with $4.8 billion in annual sales can build to best serve its customers.
Insight’s business model is that of being a total solutions provider to its clients. Our vision is to become your trusted advisor, helping you enhance your business performance through innovative technology solutions. Our continued success is proof this model works for our clients’ organizations. From initial consulting, assessment and procurement through strategic planning, deployment and implementation, Insight streamlines the process by providing all the products, services and expertise our clients need to optimize their technology — all from a single, reliable source. 
Insight Public Sector is a Value-Add Reseller of IT hardware, software and services and one of the world’s largest SVAR’s.
We would like to highlight that Insight as a company sells more than $2.5 Billion in software titles and licenses annually and our public sector team currently holds or is named as a software publisher reseller agent on software contracts in 28 states, which include state and local government agencies, educational institutions and non-profit organizations. 
Insight software licensing experts can help you effectively manage software licensing requirements for your organization.  We’ll help you explore all of your software licensing options, weed through the legalese and cut through the complexities to attain the best software licensing value.  We will help you find a software licensing solution that works for your organization.
Insight has vested relationships with the industry’s leading software publishers. These established relationships mean clients have access to a wealth of licensing programs and over 10,000 software titles to meet their software needs.
When a client purchases software licenses from Insight, they also have access to a complete range of support services including cost analysis, financing, software migration services, software reporting and tracking, integration services, contract administration and much more.
Insight offers a complete range of software licensing services to support you throughout the life of your agreement:
· Baseline Inventory - Helps you complete software publisher licensing qualifications
· Cost Analysis – Compares volume licensing to OEM and shrink-wrap options so you can make the most effective purchasing decisions
· Contract and License Rights Consulting – Helps you understand contract requirements to minimize costs of compliance
· Financing – Provides flexible payment options
· Implementation Plan – Develops detailed strategy for maximizing the effectives of your volume licensing agreement
· Software Deployment and Migration Services – Simplifies deployments of new applications or version migrations and minimizes business disruption
· Software Tracking – Helps you track contract and renewals to ensure compliance with all software licensing requirements
· Advanced Integration Lab – Pre-installs software to ensure consistent and complete configuration of your systems
· License/Contract Administration – Reports all software consumption on your behalf to your software publishers, reducing volume-license administrative costs.
In summary, Insight delivers cost-savings guidance through contract interpretation, licensing deployment, and comprehensive reporting.  Ultimately, we are here to improve the lifecycle management of all your software assets.  We understand how difficult these intangible products can be for any organization to manage. Insight Public Sector’s 20-plus years of experience, systems, tools, and staff are dedicated to making this task easier for you, and to save you money while we’re doing it.  The takeaway here is that the State, WSCA and PEs will save time, money and resources, which in turn gives you more time, money, and resources to conduct your business and serve your constituents.
ORGANIZATIONAL CHART
Please see Insight’s organizational chart below that indicates the lines of responsibility at the management level to support WSCA and its’ various Participating Entities (PE).  Additional information regarding our key personnel and sales teams are included in our response to #6.

About Insight
Insight Enterprises Inc., one of the nation’s premier providers of information technology products, software and advanced IT services, was founded in 1988 and became a publicly traded company in 1995, selling its stock on the NASDAQ under the ticker symbol NSIT.  Our business is to provide technology solutions, products and services to Fortune 500 corporations, small and medium businesses, government, education, non-profit agencies and other major organizations.  As a single source solutions provider we also deliver a full range of advanced services and have the expertise to help businesses, the public sector, and non-profit organizations make the most of their technology investments.   
The combined Insight companies and their subsidiaries represent a $4.8 billion global enterprise and are the largest single source solution provider of computer technology and services in the USA, as well as a leading provider in Canada and the United Kingdom. It is interesting to note, 416 of the global Fortune 500 companies are Insight clients. Insight is ranked number 502 on Fortune Magazine's 2010 Fortune 1000 list. 
Insight Public Sector, Inc. (Insight), a subsidiary of Insight Enterprises, was incorporated in 1994 and has become one of the nation’s leading computer resellers and trusted technology partners of educational institutions and federal, state, and local governments by providing quality products, competitive pricing and comprehensive service and support.  Insight offers the benefits of working with an industry leader along with the personalized service that builds lasting partnerships. Insight Public Sector holds over 150 federal, state, local, education and non-profit contracts. Insight currently maintains federal contracts with agencies such as the General Services Administration.  In addition, our participation in many state contracts gives us a solid market share of government technology sales.  We are currently listed on statewide agreements in 28 states.  Insight also holds local government and education contracts for computer equipment and services in 27 states.  Highly specialized teams are dedicated to each market offering customized solutions that range from initial consulting, procurement and product delivery to maintenance and support.  
	Insight Enterprises Corporate Headquarters:  
	
Tempe, AZ

	IPS Regional Offices:
	Bloomingdale, IL; Tampa, FL; Cupertino, CA; Spokane, WA; Atlanta, GA; Boston, MA; Minneapolis, MN; Columbus, OH; Plano, TX; Dallas, TX; Madison, WI; Milwaukee, WI; Pittsburgh, PA; Rockville, MD; Liberty Lake, WA; Chantilly, VA

	Total Personnel:
	Over 5,000 worldwide



Today, Insight has become an industry leader with a single-source business model that provides complete IT product and service solutions based on clients’ business-driven needs.  Insight acts as an extension of a client’s IT department by assisting with total product and service solutions that can be applied across the full technology life cycle to maximize return on investment.  Insight offers vendor-neutral IT product choices with the broadest selection available in the industry, complemented by advanced service and custom configuration capabilities, all through a single point of contact.
Insight maintains strong relationships with the industries’ leading manufacturers including Microsoft, Adobe, CA, VMware, Symantec, Cisco, Hewlett-Packard, IBM, as well as all of the major distributors including Ingram Micro, TechData, and Synnex. With over 40 buyers in Insight’s purchasing organization, we will explore every avenue of negotiation to establish a reseller partnership with your publisher of choice.
Insight’s facilities include 440,000 square feet of distribution and warehouse space, as well as ISO 9001:2008 certified configuration, advanced integration labs, and seventeen branch offices around the country.  Typically, Insight has over $100 million of on-hand inventory for fast availability, in addition to our unparalleled ability to source hard-to find technology products. 
Insight’s e-commerce site provides 24x7 access to thousands of name brand products at competitive prices.  Clients have the ability to track orders, view account status, order history and much more. Insight Public Sector’s website may be viewed at www.ips.insight.com.  In addition, we can customize an e-commerce site designed exclusively for the way each company or organization does business. 
Central to Insight’s continued growth and success is our focus on offering a comprehensive menu of service solutions. There are more than 530 Insight employees in our U.S. Technical Services division. These include field engineers, systems engineers, consultants, repair lab and configuration lab technicians, technical support, administration, sales and an Internet implementation team.  Our technical service company supports our clients nationwide.
Industry Recognitions and Awards
Insight has received numerous industry awards and recognition over the past two decades from our partners, OEMs, publishers, clients and various other independent organizations that measure resellers in the computer industry. We have been recognized for Operational Excellence and received client recognition awards for Supplier Performance, Strategic OEM/Publisher Partner Awards, and environmental awards. 
· Microsoft has honored Insight with numerous awards over the past several years including the prestigious Operational Excellence Award for 2010. Insight was chosen out of a field of top North American Microsoft Partners for delivering market-leading operational excellence in support of Microsoft technology. This marks the sixth year that Insight has garnered this award. 
· Insight was the first global software reseller to become a Microsoft Gold Partner for License Delivery and Software Asset Management (SAM) and the first software reseller to become an Authorized Service Provider License Agreement (SPLA) Provider.
· The Software & Information Industry Association (SIIA) recognizes Insight as meeting their strict criteria for accuracy and completeness of our record keeping processes. Because we are a Premier Reseller, you can be secure knowing that our reports can be used to quickly reconcile license purchases during an audit. Many of our competitors do not share this recognition.  
· Insight was recognized in 2010 by VMware as a winner of both the Americas and Global VMware Partner Network Awards in the Corporate Reseller category. The awards were presented at the VMware Partner Exchange 2010. VMware Partner Exchange is the marquis global event for virtualization partners, offering more than 150 sessions and an extensive exhibitor pavilion to demonstrate how partners can best accelerate their virtualization business.
· Insight was recognized by Everything Channel as one of North America’s top technology integrators. Named to the prestigious VAR 500 list, Insight placed number 28 in the 16th annual ranking.  The VAR500 list details the leading producers among technology integrators and technology solution provider organizations in North America.
· Insight was ranked the No. 1 Computer Retailer in the 2009 Ranking Arizona and the Phoenix Business Journal Book of Lists 2009.
· Insight was ranked 502 in Fortune Magazine’s 2010 “Fortune 1000” list.
· At the 2010 Cisco Partner Summit was the recipient of four awards: National Technology Excellence Partner of the Year - Advanced Technologies; Public Sector Higher Education Partner of the Year; Collaboration Partner of the Year - South; and Cisco Capital Partner of the Year - West.
· At the inaugural CRN Tech Elite 250, Insight was recognized as a best-of-breed integrator who has invested in technical know-how and earned premier certifications in the areas of data center and infrastructure for North American customers. The Tech Elite 250 serves as the industry's definitive list of VARs with both deep technical expertise and premier certifications. 
· Insight was named a VIP Premier partner of the Virtual Computing Environment (VCE) coalition, formed jointly by Cisco and EMC with VMware. This certification authorizes Insight to augment, resell and deliver the Vblock™ Infrastructure Package.
· At the SAP Pinnacle Awards Insight was awarded the 2010 Volume Business Unit for Distribution Partners - SAP Pinnacle Awards is SAP's global partner award program which recognize SAP partners who have excelled in developing their partnership with SAP and our mutual business by providing quality products, solutions, and services to our customers.
Corporate Trade Affiliations
Insight actively participates in the Arizona Technology Council, the Greater Phoenix Chamber of Commerce, and the Tempe Chamber of Commerce.
                      
2. Using Excel file ‘Questionnaire–Qualifications, RepPublishers’, please advise of the publisher accounts for which you are an authorized reseller.  Using this same Attachment, advise of those publishers for which you are not an authorized reseller, and briefly explain why you are not a reseller for those publishers.  A contract requirement states that the Contractor must agree that there are no software publishers with whom they would refuse to do business if the Software Publisher is willing to do business with them.  Please affirm that you agree with this requirement or state your objection and provide an explanation for requesting a modification of this requirement, providing names of publishers your organization would not represent and the reasons why.    Provide written proof of your reseller status (certifications) with individual publishers as attachments to your response. 
Insight Response	Insight has provided the Excel file ‘Questionnaire–Qualifications, RepPublishers’ to indicate those publishers for which we are an authorized reseller.  Using this same attachment, Insight has also listed those publishers for which are not an authorized reseller, with a brief explanation of why.  
In reviewing the list in the Key Itemized and Other Itemized Publishers, Insight has identified several publishers that have traditionally conducted business under a direct (to the client) model almost exclusively.  While Insight does not today have a formal relationship with these publishers, we would be delighted to work with any publishers listed should those publisher(s) so desire.  We will gladly work with the State, WSCA and/or any PEs to discuss the contract and its value to these publishers to help convince them, if needed, to alter their existing business models to accommodate the SVAR model proposed under this opportunity.
Insight currently resells some publishers’ titles through distribution channels. We will be happy to work with those publishers to establish direct reseller relationships as long as the publisher allows such arrangements.
Insight also wishes to clarify that while we will gladly work with any publisher that wishes to work with us on this contract, in order for these relationships to be established and/or maintained, the Publisher must be willing to work within Insight’s business policies and accept Insight’s standard or negotiated legal and fiscal terms, including specific contractual terms and conditions flowed down from this agreement, if applicable.  Insight cannot guarantee nor be held liable in cases where publishers will not abide by these conditions.  
As an additional value-add, Insight provides special sourcing and letters of agreement for non-standard, hard-to-find software products, as follows:
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 acquisitions costs and maximize 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 publishers of choice.
Written proof of our reseller status has been provided in three attached files: Key Itemized, Other Itemized and Distribution.  
[bookmark: OLE_LINK7][bookmark: OLE_LINK8]As our Microsoft authorizations and certifications are too numerous to list in the spreadsheet, we have elected to outline those capabilities here:
Microsoft Authorizations
Insight is a leading Large Account Reseller (LAR), Enterprise Software Advisor (ESA), Authorized Education Reseller (AER), Authorized Direct Reseller (ADR), the first software reseller to become an Authorized Service Provider License Agreement (SPLA) Provider and the first Microsoft Gold Certified Partner. We hold Global LAR status to support our international clients. As Microsoft’s most experienced worldwide reseller, we bring a wealth of knowledge and expertise to managing Microsoft’s license programs.
Microsoft Gold Certified Partner: Microsoft Gold Certified Partners are the elite Microsoft Business Partners who earn the highest customer endorsement. Microsoft Gold Certified Partners have passed the highest level of requirements from Microsoft and have demonstrated the most robust, efficient and scalable implementations of Microsoft technologies in demonstrated enterprise customer deployments or an onsite Microsoft assessment. Insight is a Microsoft Gold Certified Partner with expertise in the following tracks: 
· Desktops
· Portals and Collaboration
· Server Platform
· Small Business Specialist Community
· Software Asset Management
· Virtualization
· Volume Licensing

Enterprise Software Advisor: As a Microsoft Enterprise Software Advisor (ESA), we go far beyond selling software. Insight provides complete software management solutions—from licensing services to license consulting, software asset management and real-time reporting to ensure participating entities receive greater returns on their software investments.
3. Describe the company's experience and expertise providing the following services. 
a. License Management
b. Account Management (assume ‘accounts’ as equivalent to a state contract, and to a using municipality)
c. Training
d. Software Consultation
e. Other (Specify)
Insight Response:	WSCA and its Participating Entities (PE) can benefit from partnering with Insight to support your objectives. As an experienced worldwide reseller and the leading global software solutions provider, Insight brings a wealth of knowledge and expertise to managing your software license programs. Our license management and support solutions are designed with you in mind. Based on your RFP objectives, we offer WSCA and PE’s the following services:
License Management
Because of the ever-evolving nature of the software industry and the sheer number of software publishers today, Insight has invested in systems and resources to manage a wide variety of software licenses for its client base. Our account management teams have saved clients significant amounts of money through our knowledge of software products, programs and experience with other factors such as tax considerations, anti-piracy rules and safeguards, and corporate governances.
Insight acts as a liaison between you and software publishers to help ensure license compliance. We utilize our internal contract management database and license compliance tools to assist you in becoming and remaining compliant. We also offer 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
Product and Licensing Education and Strategic Advice: Insight is committed to providing WSCA and PEs with software product and licensing education and advice. To keep you informed and up to date, we offer:
· Software Alerts: Software Alerts are posted on the homepage of your customized Insight software web portal. This gives you direct access to publishers’ websites for updated product and program information.
· Online & Onsite Seminars and Training: Insight conducts informational seminars and webinars to introduce new products and answer your questions regarding enrollment, software maintenance, and product information. Insight provides free training on the use of our online tools, products, and licensing programs. 
· Product Updates: The www.insight.com/software  (log in required) web portal makes it easy for you to find software patches and drivers available for download from publishers. By creating one central location for direct links to publisher sites, you will have immediate access to many popular publisher sites to quickly obtain product updates.
· New Product Announcements and Other Release Information: Insight proactively provides you with upcoming product updates and new release information during onsite quarterly business reviews, through regular email broadcasts to your participants and by hosting licensing seminars. Vested relationships with publishers allow us to obtain the latest product and program information and roadmaps to share with you.
· Licensing and Software Management Guides: Insight produces licensing documents and software management guides that are customized to your participants’ unique environments. These customized guides outline your publisher contracts, Insight contact information, and rules of engagement. Guides are distributed to your Insight account team and to your key contacts.
· Total Cost of Ownership (TCO) Tools: Insight understands that you want to make educated decisions when deciding on licensing programs and determining the value of software maintenance packages. We have created a tool to assist in projecting costs, as well as a Microsoft Software Assurance Benefits Calculator.
· Key-Code Database: Insight understands the management of key codes and software media are an important part of the success of any licensing program. Insight will keep a database of key codes for Microsoft as well as for those of your other software publishers. These access codes will be released to your authorized users.
Online Transaction and Support Services: Insight provides you with a dedicated software web portal that makes it easy to find, buy and manage software assets. This online tool gives you a single electronic source for managing all the aspects of your account in real time.
Custom Reporting and Invoicing: We’ve spent years refining our reporting capabilities, and we offer, hands down, the best reporting available when you need to analyze and understand your IT expenditures. Reports are available online, on-demand, and in real time as a self service, through your dedicated account team, or can be automatically delivered to you on a regularly scheduled basis.
Software Asset Management (SAM) Advice: Insight delivers strategic business value by streamlining IT management to reduce your costs. Insight provides free advice before and after the sale to help you become and remain compliant. 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.
Free SAM Tools & Services: Insight’s free Software Asset Management (SAM) services include: account management services and support to ensure you get the most out of your IT purchases; customer services that include a toll-free telephone number to your dedicated inside software solutions representative, who is backed by a team of professionals to promptly answer calls and respond to requests; a dedicated, customizable software web portal that features a custom software catalog and ordering system; volume license management services that help you become and remain compliant; historical data tracking and Software & Information Industry Association (SIIA)-certified purchase activity reports that can be used for software audits.
Fee-Based SAM Tools & Services: Our fee-based SAM Workshops, License Reconciliation and Assessment Services and other SAM tools can help you determine your entitlement and utilization rates, reconcile any differences, and then proactively track, analyze, and manage your Software Asset Portfolio from procurement to retirement.
Account Management
Insight utilizes a sales model with both field and inside representatives.   Assuming “accounts” as equivalent to a state and/or municipality contract, Insight would assemble a sales and support team consisting of highly tenured and technically proficient people who would be directly involved in every aspect of the contract. This would include an experienced sales team, led by a seasoned Territory Account Executive, inside sales team, order processing team, service sales/solutions team, technical services seam, software specialists, Microsoft specialists, publisher representatives, a Business Development Manager and a Contracts Manager.   The Territory Account Executive develops account strategies and programs unique to each client to ensure that communication with Insight and the delivery of products and services meet client expectations.  The Territory Account Executive meets frequently with the State or municipality, IT staff and end-users and serves as a single point of contact for any issues.
Insight also has Publisher Support Specialists extensively trained and knowledgeable in their specific fields.  These specialists train not only our sales staff on the latest technology, but will also accompany sales representatives on calls to educate our customers. 
Insight has the ability to dedicate additional resources to the State in order to maintain the highest levels of client satisfaction.
We have provided additional information on our sales model in #6, Key Personnel.
Software Consultation
Software, Contract and License Rights Consulting: For more than twenty years, we have been providing clients with access to expert volume license and software consulting. We can help you understand contract requirements to minimize the costs of compliance.
Audit Assistance: Insight provides audit consulting services and support around software asset management. We act as a liaison between you and the software publishers to help ensure license compliance. Proof of license documents and SIIA-certified reports are easily available online to get you the information you need in real time.
Help Desk Support: Insight offers you pre-sales, post-sales, and product support for the software that we sell. Insight account managers will work with you throughout the entire software lifecycle to ensure you have the support you need by working with our extensive resources. These resources include Inside Software Solutions Representatives, who ensures your day-to-day needs are met, manufacturer sales specialists, Licensing Help Desk, and Technology Advisory Services sales engineers.
Inside Software Sales: As a free service to you, our license-certified Inside Software Sales Representatives act as a first line of technical support for frequently asked questions from end users. They are highly-trained experts on software products and programs and are supported by our publishers’ sales specialists and Licensing Help Desk. Through your dedicated account team, you have access to these resources for questions on publishers’ products and programs.
Licensing Help Desk: Our licensing specialists understand the nuances of every licensing program that we offer. They handle complex licensing questions such as how to work with special program offers, how to handle several contracts that expire at different times and what your best plan is going forward. 
Technology Advisory Services: For your internal technical people, we have technical sales engineers who provide free support and advice on software applications and services. Our Technology Advisory Services (TAS) certified engineers offer unbiased technical explanations, evaluations and recommendations regarding popular or emerging software and services. For help uncovering the best solution options, clients are welcome to engage TAS engineers at the pre-sales stage.
Training
Training Services: Insight provides free training on our tools, products, and licensing programs. 
· Website Training: We provide free training on how to take advantage of your customized website and software catalog, 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.
· Microsoft Webinars and Seminars: We also provide free training in cooperation with Microsoft. You may choose from a variety of complimentary seminars on the latest software offerings, upgrades, and industry trends. We will also notify you about free web seminar series designed to help educate your users. 
· Other Publisher Webinars and Seminars: Insight works with other publishers to coordinate any applicable training for end-users.
4.	Clients
a. Provide information on your current government client list.  In addition, explain the services you provide to each client and how long you have been working with each one. 
Insight Response:  	Insight is one of the largest technology providers to public sector entities in the United States selling more than $500 Million of products and services to Federal, state, local and educational clients annually.  Since 1994, we have been fortunate enough to work with tens of thousands of different government and education clients throughout every State in the Union. Specific to our SLED business, during the last 12 months, Insight has:
· More than five thousand active SLED public entities in the United States as clients
· 47 out of the 51 state governments, including D.C., as clients
· Sold more than $100M of technology products & services to state government entities alone
· More than 150 public sector contracts across 32 different states  
One of Insight’s strengths is our ability to adapt to both changing technologies, as well as our clients’ needs.  As one of the world’s largest software providers, Insight has extensive experience in providing software to clients throughout the country.  We are currently a state software contract holder for one or more publishers in Colorado, California, Iowa, Maryland, Texas, Washington, Illinois, Wisconsin, Mississippi, Delaware and Pennsylvania.  And yet to many of our clients, Insight is known as their networking provider; and the company that holds every Cisco certification available.  To other states and clients, we are their personal computing provider, while still others know us as a company that has a terrific website and great prices on peripherals.  Public Safety clients know us as one of the largest providers in the country of tactical technology solutions aimed at protecting those who serve.  
In the Federal arena, Insight is a strong and strategic partner to many federal agencies.  Insight is the sole provider of US Dept of Veterans Affairs Microsoft Enterprise License Agreements.  We do that with two program managers – one responsible for Services, and the other responsible for license, maintenance and media.  They both have direct accountability to the account manager. As part of those responsibilities, Insight manages Microsoft licenses and media along with design, development and technical support for 310,000 desktops and laptops, and 12,000 servers under the Microsoft Enterprise Agreement for the US Department of Veterans Affairs.
Insight is also the sole provider of US Department of Transportation Microsoft Enterprise License Agreements.  As part of that responsibility, Insight manages their Microsoft licenses and media and supports their 60,000 desktops, laptops, and servers.
Just as each of our clients is unique, our work with each of them varies depending upon their needs and, in some cases, our contractual relationships.  We pride ourselves on being trusted advisors to our clients; helping them understand and secure the best possible technology solutions for their organization’s needs.
b. List government contracts you have gained over the past three years and provide an explanation of why your company was chosen.   
Insight Response:	Given that Insight has won well over 100 term (6-months or longer) state/local/education contracts in the last three calendar years, we have elected to provide the State and WSCA with a short list of key contract acquisitions from 2008 onward as proof of our experience in supporting public sector clients.  Should the State desire further confirmation of Insight’s experience in this area, we would be happy to provide additional information.
	State of Tennessee
	Attachmate Software, Maintenance
	Start Date: 03/15/11

	Insight Public Sector was recently awarded a contract with the State of Tennessee for their contract #25315, Attachmate Software Licenses, Maintenance and Support.  Through this contract, we are able to offer Tennessee state and local governmental agencies and higher education institutions Attachmate licenses and maintenance.  The term of the contract is three years.  This is a blanket, open-end, statewide contract

	County of Los Angeles
	Software Contract
	Start Date: 04/01/11

	Insight Public Sector was recently awarded a contract with the County of Los Angeles for their contract #MA-IS-1140260, Software Contract.  Through this contract, we are able to offer the County and other governmental entities various software publishers.  The term of the contract is three years.

	State of Wisconsin
	Microcomputer Software
	Start Date: 09/10/10

	Insight was one of several LAR resellers awarded software contracts by the State in 2010.  Insight was one of the incumbent contract holders having held a software contract with Wisconsin since 2005.  We believe we were awarded this contract because of our pricing, ability to meet the State’s SLAs and other requirements, as well as the state’s familiarity and comfort in Insight’s ability to execute.  Insight has been a state contract holder of some type in Wisconsin since 1999.

	State of California
	Separate Contracts for Notebooks, Tablets, Desktops, and Monitors
	Start Date: 06/11/09

	Insight, as part of a legal partnership with Hewlett-Packard and a local partner, hold four separate state-sourced contracts for specific computing product categories.  These contracts are mandatory for all state agencies.  We believe we were awarded these contracts because of our past experience with the State and our partnership’s proven ability to execute to the State’s unique requirements, as well as our pricing and technical solutions.   The same partnership had won several of the original CSSI contracts in 2005.  These contracts were the rebids.  

	Lancaster-Lebanon Intermediate Unit 13 (IU13), Pennsylvania
	PA Academic Select Plus Contract
	Start Date: 12/21/2009

	The PA Department of Education has established a Microsoft Select Plus contract on behalf of all K-12 school districts within the Commonwealth of Pennsylvania. Lancaster-Lebanon Intermediate Unit 13 has been requested by the DOE to coordinate and manage this contract.  Insight has been a contract holder for IU13 since 2004.  We believe we were awarded this latest contract because of our strong working relationship, our price models and the additional services and support offered IU13. 

	State of Michigan
	In-Car Video Systems
	Start Date: 02/15/2011

	Through this contract, we are able to offer agencies in the State of Michigan and NASPO members Panasonic’s in-car video systems, along with installation, warranty, and training.  These systems are typically used by police, fire and EMS units.  We believe we were awarded because of our extensive technical experience in this area (awarded Panasonic’s Reseller of the Year award for this technology area three years in a row), the strength of our relationship with Panasonic, as well as our pricing and ability to serve clients throughout the United States.

	State of Texas (DIR)
	Software Contract
	Start Date: 06/05/2009

	Insight provides specific publishers’ software products and related services to the State of Texas through this contract.  We believe that pricing, as well as our ability to meet the State’s SLAs and terms are the reason for our award.

	Marine Corps
	MCCS Microsoft EA
	Start Date: 02/26/11

	We believe our growing market share and reputation within the Department of Defense regarding Microsoft Enterprise Agreements and software advisors helped us win this contract. We have developed a reputation with the DOD team at Microsoft as well as with the federal government for efficient execution of these contracts.  

	US Postal Service
	USPS Software Services
	Start Date: 03/24/08

	Due to our expertise on how software COTS contracts should be managed and priced, we proposed a different cost strategy and solution to the USPS other than what they had on their RFP. They reviewed and agreed it made more sense.  Pricing was also a factor in this win.

	US Navy
	DoD Adobe Enterprise Software Agreement
	Start Date: 06/04/08

	While this contract was awarded it to all Adobe GSA authorized resellers, there are only a handful of LAR’s (including Insight) that Adobe allows selling their GSA licenses.  Because of our long standing   relationship with Adobe, we were named by the Navy on this contract.  


c. List government contracts you have lost or resigned over the past three years and provide an explanation of why your company lost or resigned these accounts.
Insight Response:	As with any company focused on public sector clients, contracts are both acquired and lost.  Just as with section b, rather than compile a list of every lost contract, we have elected to provide a representative selection of contracts we have lost.
	CA MULTIPLE AWARD SCHEDULE (CMAS) Contracts (two different contracts)

	In 2009, the State of California stopped its previous business practice of allowing vendors to develop CMAS (negotiated) contracts with the State based upon contracts not held by the vendor directly.  Insight had two contracts that fit within this category.  Insight continues to hold several CMAS schedules based on contracts held directly by Insight.

	Mohave Educational Services Cooperative (AZ) Contract for selected manufacturers

	In 2009, Insight elected to not renew this contract for another year with this regional cooperative because of the cooperative’s ongoing internal management and other related issues.  We further elected to not pursue new business with the cooperative for the same reasons.

	City of Atlanta (GA) Panasonic Computers and Accessories contract

	Insight held this contract for two years.  We lost the replacement bid on price to another reseller in 2009. 


	State of Oregon Laptop Contract

	Insight held this contract with the State for four years.  It ended in early 2011.  The State, as far as Insight is aware, did not issue a rebid, but has transitioned to using the appropriate WSCA contracts instead.

	State of Delaware Software Contract

	Insight had been the State of Delaware’s software contract holder since 2002 (through three contracts).  Our last contract ended in late 2010 and the State (as you know) is electing to pursue utilization of this contract for its software sales in the future.  In the interim, Delaware is “piggy backing” off of several different software contracts, including one held by Insight.

	State of North Dakota Digital In-Car Video System

	Insight held this contract for two years.  It ended in 2009.  Insight lost the rebid, but we never received notification as to cause of loss.  We believe that it was price related, but cannot be sure.


d. If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. 
Insight Response: 	Not Applicable
e. Provide the agency/company name, contact name, email address and telephone number for three client references.  Providing this information shall constitute your permission for the Procurement Officer to contact the clients to discuss your work and your working relationship with them.
Insight Response: 	Insight has listed three references below. Insight holds over 150 federal, state, local, education and non-profit contracts. Our participation in many state contracts gives us a solid market share of government technology sales.  We are currently listed on statewide agreements in 28 states.  Insight also holds local government and education contracts for computer equipment and services in 27 states. 
	Agency
	Contact Name
	E-mail Address
	Telephone Number

	State of Delaware - Department of Tech & Information
	John Cook
	John.cook@state.de.us
	302.739.9679

	State of Colorado - Governor’s Office of Information Technology, 
	Peter Van Ronk
	peter.vanronk@state.co.us
	303-764-7938 

	City and County of Denver, Colorado 
	Gene Humphries
	gene.humphries@ci.denver.co.us
	720-913-4330


5.	Accuracy in Quotes and Billings; Audits.  Pricing for software in this contract is largely based on pre-order, firm quotes, which in turn are based on a contract rate multiplied by your cost from publishers.  Such quotes may be automatically provided online, or may – as a result of SVAR’s negotiation with the publisher for reduced cost – be less than a price that would be automatically calculated.  
a. Describe your system and controls to ensure your actual costs to obtain the product are used as a basis for the quotes and resultant invoices.  
Insight Response:	Insight’s systems are designed to ensure accurate client pricing. Our contract management database ensures the correct publisher program, associated costing and contract pricing is made available to the correct eligible clients, so that in all cases, clients receive the correct products, at the correct price, using the correct cost.  Any special costing that is available to a client outside of a license program is handled in a similar fashion. Insight has a proven, audited, procurement and license program management system that uses a variety of human and system driven checks and balances to ensure appropriate access to publisher programs, that the correct cost is used for each entity, and that we calculate the contracted sell prices correctly. Every client’s account is individually classified and segmented in a variety of different ways to ensure our systems work correctly. Pricing is driven at the account level. This includes any client-based web experience, so clients can be assured their pricing is the same online as through their sales team.  
All our contract-related sales are audited by our contract management team for compliance and should any material overcharges occur, they are issued a client credit.  This is a standard business practice at Insight.  Our entire system and processes are also subject to audits by our corporate internal audit team and are compliant with various industry laws such as Sarbanes-Oxley. With billions of dollars in commercial and public sector contracts managed through our ERP systems, we have developed and continuously update and improve our systems to ensure that we meet our contractual obligations. 
Our costing for software comes into Insight via a variety of sources, including EDI feeds, publisher’s confidential dealer cost price lists, special costing letters, etc.  Insight has a proven, audited methodology to ensure that clients receive the correct and best cost available to them.  We also have a team of over 60 employees within our purchasing group who are tasked with ensuring Insight receives the lowest possible pricing overall. 
b. Provide a sample invoice (of a product sold under a similar pricing model). 
Insight Response: 	Insight has provided a sample invoice as an attachment to our response.
c. Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice.  
Insight Response: 	Insight bills for services after work has been performed.  We utilize an automated time system, integrated into our ERP system, in which the engineers post their time against a given contract.  The time posted is the action that initiates the client invoice process.  This data is compared against engineer-submitted hardcopies of timesheets in order to validate service times before an invoice is sent to the client. Insight has provided a sample invoice as an attachment to our response.
d. Describe how you audit your billings for accuracy.  Explain how you would work with a Participating Entity (PE) who is conducting an audit of their purchases through you.  
Insight Response:	Insight Public Sector currently holds a Federal GSA Schedule 70 contract, state government-level contracts in 28 states and more than 150 public sector contracts nationwide. Through the years, we have developed a very advanced and robust collection of tools, processes and procedures to ensure that we meet our contractual obligations. Insight's enterprise-wide systems include very sophisticated tools that control our contract pricing; ensuring compliance at an item/quote/order level. With specific regard to audits, Insight conducts internal auditing reviews on four separate and distinct levels. These levels are: 
1. At a Contract Administrative Team Level: The contracts administrator for each contract is tasked with conducting ongoing reviews of each of the contracts they administer to ensure contract requirements are being met. These reviews occur on a weekly and monthly basis.
1. At a Contracts Manager Level: Insight’s Contracts Manager conducts an internal audit on randomly selected contracts on a bi-monthly basis. These audits include very detailed reviews of contract sales activity and verification of contract pricing methodologies to ensure compliance.
1. At an Internal Audit Department Level: Insight has an internal audit department that reports directly to Insight's Chief Financial Officer. This department conducts internal audits of Insight’s public sector contracts on at least an annual basis. These audits include complete contract reviews of numerous state/local/education contracts that have been chosen on a random basis. 
1. At a Compliance Office Level: Insight maintains a compliance department that is housed in the company’s legal department. This department is tasked with ensuring and verifying Insight’s compliance to laws and regulations, as well as ensuring our contractual obligations are met and maintained. They are tasked with ensuring we are conducting business in an ethical manner and is charged with enforcing our company code and policies. 
1. At an External Audit Level: Insight employs several companies that perform company-wide audits on its performance and compliance with its contractual obligations.
1. At a Board of Director Level: Insight maintains a Whistle-Blower Hotline where concerned teammates can vocalize any concerns related to non-compliance. The hot-line is managed by an independent third-party company. All instances reported must be investigated by Insight's Internal Audit team and the results of which must be shared with Insight's Board of Directors 
In the event a PE is conducting an audit of their purchases through us, Insight’s Contract Manager would work closely with the PE to ensure the PE has the appropriate information to conduct the audit in accordance with the guidelines outlined within this bid and/or general company policies. In general, we would provide the required data documentation related to any verification necessary for the PE to be reasonably satisfied with the audit’s results. When necessary, we would engage and coordinate assistance from other internal departments and third parties’ as needed.  
6.	Provide Key Personnel Information for this contract as a whole, and, as feasible, for any States who indicated their Intent to Participate, including brief biographies.  Explain how the redundancy of account management will cover vacations, illness or resignations. 
Insight Response: 	As Insight has over 3200 teammates in the U.S., we have elected here to give brief biographies of our sales management personnel, and a general overview of sales and support team responsibilities. Additionally, we have included a summary of Insight Public Sector personnel as an attachment, which gives a more in-depth view of our sales teams. 
FIELD MARKET MANAGER – EAST 
	Bill Raitt

	EDUCATION
Northern Essex Community College, AA, Business Administration, 1979
	CERTIFICATIONS
Trained in many manufacturer and publisher programs
	EXPERIENCE
Over 12 years sales management experience in all vertical markets including SLED, Federal and Corporate accounts.


FIELD MARKET MANAGER - CENTRAL
	Kevin Hallihan

	EDUCATION
ISU, BA, Political Science, 1990
DePaul Univ., MA, Education, 1995

	CERTIFICATIONS
Trained and certified to support major manufacturer and publisher programs
	EXPERIENCE
Joined Insight in 1999 and manages a territory consisting of 12 states selling to state, local, higher education, K-12 and manages the Public Safety business for the U.S.


FIELD MARKET MANAGER - WEST
	Brian Louderback

	EDUCATION
ASU, BA, Bachelor of Science, Marketing Major, 1999
	CERTIFICATIONS
Trained to support most major manufacturer and publisher programs
	EXPERIENCE
Over 12 years of sales experience in the government IT sales.  Brian has management responsibility for the western states and the CA PC Goods contract which is currently Insight’s largest public sector contract.


INSIDE SALES MANAGER
	Dave Deppisch

	EDUCATION
University School, 1993; Miami University, 1995 – English Major

	CERTIFICATIONS
Trained and certified to support most major manufacturer and publisher programs
	EXPERIENCE
Joined Insight in 1997 and has over 14 years in sales and management exclusively serving public sector clients.  Currently leads a team of 17 SLED inside sales professionals.


INSIDE SALE MANAGER
	Steve Smith

	EDUCATION
ASU, BA – Interdisciplinary Studies, 2008

	CERTIFICATIONS
Trained to support most major manufacturer and publisher programs
	EXPERIENCE
Steve has 12 years sales experience in the technology field and eight years in public sector. He leads a team of 17 inside professionals supporting the eastern region.


MANAGER – SALES SUPPORT
	Ken Richter

	EDUCATION
Mesa Community College – 1984-1985 - Business

	CERTIFICATIONS
Trained and certified to support major manufacturer and publisher programs
	EXPERIENCE
Ken joined Insight in 1999 and is currently responsible for managing 17 inside sales professionals in the central and eastern regions of the U.S, covering all SLED agencies.


MANAGER – SALES SUPPORT
	Vanessa Karman

	EDUCATION
Washington State University, Bachelor of Sciences, 2000 

	CERTIFICATIONS
Trained and certified to support all major publishers programs
	EXPERIENCE
Vanessa joined Insight in 2002 and is the sales support manager for western and federal sales teams.  Vanessa has extensive experience in software licensing and contracts.


Additional Resources:
· Todd Sebring - Senior Manager – Business Development
· Ellen Farnum - Director of Sales – IPS Software Market
· Erica Falchetti - Manager – Contracts


Sales Staff
Insight utilizes a sales model with both field and inside representatives.  We cross train, shift and scale these teams with resources already on staff as needed to meet demand and provide redundancy for vacations, illness or resignations.
Dedicated Account Executives will serve as the primary contacts for the PEs. PEs will also have access to a government and education dedicated inside sales team that serves as a central resource for daily account activities. They understand the nuances of each account, are experts in license and contract management, and have key relationships with software partners to facilitate communication and provide clients with best-buy advice. The inside sales team consists of client service professionals who work together to process orders, estimate delivery dates, and answer inquiries regarding product pricing, availability, and licensing. They are available through email, fax and toll-free phone.
Roles and Responsibilities: Sales representatives provide the following services:
	· Ordering and order status
· Product pricing, information and availability
· Help with your order management website
· Quality check, process and follow up of orders
· Liaise with all departments to ensure prompt client issue resolution
· Odd product searches and sources
	· Volume licensing information
· New version and upgrade information
· Handle invoicing queries
· Backorder management
· Support clients in both official languages
· Telephone and email support 


Sales Support Staff
Additional sales support is provided by an order processing team, service sales/solutions team, technical services seam, software specialists, Microsoft specialists, publisher representatives, a Business Development Manager and a Contracts Manager.
Publisher Specialists:  This team consists of over 50 software-focused representatives in multiple locations covering all time zones.  Their responsibilities and accomplishments include:
· Long industry tenure and low turnover 
· Extensive knowledge and consistent quality in client interactions
· Employed by Insight - not publishers
· NOT a commissioned sales force - they provide unbiased opinions with the client’s best interest in mind
· For Microsoft, we have more onsite resources than any other reseller
· Insight also has other publisher representatives onsite. While these specialists are employed by publishers, they work out of Insight offices and are available to assist our teammates and clients.
Insight also has publisher representatives’ onsite.  While these specialists are employed by the publishers, they work out of Insight offices and are available to assist our teammates and clients.
Issue Resolution Process: Insight’s client service is monitored by our management team to ensure ongoing client satisfaction and to quickly and effectively correct any issues that may arise. Quality control functions within different departments measure critical client service factors and recognize individuals and teams based on stringent quality and client service measurements. 
Problem Prevention: Your account management team conducts periodic onsite performance reviews with you. These meetings give us the opportunity to discuss your relationship with Insight, resolve any outstanding issues, and rate our performance relative to established goals. They may also include reviews of purchasing options, acquisition trends, and new industry developments.
7.	Provide information which demonstrates your organization’s financial stability, such as independent audited financial statements from the last three (3) years. The State may request additional information pertaining to your financial stability as deemed necessary.  Proposals which do not include sufficient information regarding the organization’s financial stability may be negatively impacted. 
Insight Response:	The combined Insight companies and their subsidiaries represent a $4.8 billion global enterprise and is the largest single source solution provider of computer technology and services in the USA.  While remaining small enough to service our public sector clients with personal attention, Insight Public Sector has the resources of the Insight family of companies behind us to support our efforts. 
Insight has the depth of offerings and a balanced portfolio that ensures our survival and mitigates the risk some lesser established companies could face during these challenging economic times. Since 1988 we have evolved to become a leading provider of a broad range of top name-brand IT computing products, software, and advanced IT to a majority of Fortune and Global 500 companies in 191 countries. 
Insight is a publicly traded company and adheres to general accounting practices and principals. Please see the Attachments section of our proposal for copies of our past three annual reports as well as the link to our website below, where you can find electronic versions of our financial information.
https://www.insight.com/pages/investor_relations.web?source=investorrelations 
8.	Provide information on any subcontractors you propose to use on this contract, including approximate percentage of work directed to subcontractor, proposed work that subcontractor will perform, subcontractors’ Minority or Woman-Owned Business status, resumes of their key personnel, etc.  
Insight Response: 	At this is time Insight does not foresee utilizing subcontractors on this opportunity. Should the need arise at a future date, subcontractors may be added upon approval of the Participating Entity. Please note Insight does not consider software publishers to be subcontractors under this contract.
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