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	Offeror Questionnaire – 

Methodology
	STATE OF ARIZONA

	
	
	Agency:      Arizona Dept. of Administration

                   State Procurement Office (ADOA/SPO)

	
	
	Customer:  WSCA participating states; AZ Statewide

                   (state agencies & cooperative partners)

	Description:  WSCA Software Value-Added Reseller
	



Instructions: Complete each item, using attachments where necessary.  Attachments shall indicate the item number and heading being referenced as it appears below. Label your response "Questionnaire-Methodology-companyname" and indicate each question number as it is being addressed.  Your narrative response is limited to twenty-five (25) pages, 8.5" x11", with one‑inch margins and no smaller than Times New Roman number 12 or Ariel 9 font.  Attachments are not included as part of this total.  All materials must be in electronic format that can be received by ProcureAZ, the State of Arizona’s electronic procurement system (see Special Instructions.)  ANY NARRATIVE LANGUAGE RECEIVED IN EXCESS OF THE PAGE QUANTITY INDICATED WILL NOT BE CONSIDERED AS PART OF THE PROPOSAL.  

METHODOLOGY 

1.
Assume you recently received a contract as the sole Software Value-Added Reseller in a State (serving that State and its cooperative partners).  Further assume:  the State has multiple state agencies and multiple municipalities using that State’s contract; the State and cooperative partners have separate volume license agreements and existing perpetual licenses; the State has an existing contract with a personal computer (hardware) provider which provides equipment already loaded with basic distributed software products.  

· DESCRIBE the actions you would take to establish yourself as that State’s SVAR, with the central procurement office, and with individual using entities (e.g., a state agency and a coop partner such as a city).  

· DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State. 

· DESCRIBE your outreach to State and Cooperative Partner users.   


If we were the sole Software Value-Added Reseller in a state, we would begin first by compiling information from the procurement office and the individual entities regarding the most frequently sought software products and their current goals for their Information Technology Program. We would then seek the appropriate Vendor Relationships based on the information we gather for all of the items we do not currently offer. We would negotiate the best reseller and volume discounts for the agencies with the Vendor, ensuring that not only can they rely on our services and knowledge, but they can also trust that we are truly providing the best cost for their purchase. In addition, we would actively market our offerings and the contract to all of the state agencies through phone calls, emails, and marketing campaigns to raise awareness and drive sales through the contract.


If we were the first SVAR for a State, we would alter our approach by first marketing the contract and providing educational information to spread awareness about the contract and then we would gather the current/future product use information. If the State has not previously held a similar contract, they may not know how it works or what the advantage is for them to use it for all purchases.


Our outreach to State and Cooperative partner users would be through proactive marketing phone calls, emails, webinars, conferences, and their state contract website, in addition to some possible on-site meetings.

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


Onix Networking is committed and prepared to provide an on-line tool capable of performing functions such as on-line ordering, status reporting, product catalogs and warranty reporting for each state.  Once the final requirements for the on-line portal have been established by working with the state, Onix Networking is positioned to quickly and effectively implement the portal technology.  Onix Networking has evaluated several partnerships that will allow Onix Networking to provide each participating state with a comprehensive set of on-line tools for interfacing with Onix Networking that will include, but not be limited to the following:

· On-line ordering 

· Payment options (government credit card and written orders) 

· Order tracking 

· Trouble ticket management 

· Reporting to include

· Spend Management reports 

· Asset Management reports 

· Problem Resolution 

· Warranty reports 

· Performance Measurement reports 

· ITVAR Value Added Services reports 

· Collaborative tools 

In order to provide WSCA with the ability to effectively monitor and review Onix Networking's performance on an awarded contract, Onix Networking will provide a series of data reports.  Access to these reports and related data will be provided to designated state staff.  Onix Networking will implement access control policies on the website in order to ensure that reports are only accessed by authorized personnel.  Onix Networking will work to provide ad-hoc reports from acquisition related data to state personnel as requested. 

As in other aspects of contract execution, Onix will seek continual website improvement over the period of the contract and solicit feedback and suggestions. Enhancements include performance dashboards, web based reporting with drill down capabilities, ad-hoc reporting, and automatic report generation and distribution.  All reporting information will be kept for the duration of the contract for historical purposes.

Our goal is to exceed expectations for the website.  The portal will be a virtual extension of the Onix Networking team and we will make data as readily available as possible in order to facilitate the management of the contract.

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.  

Onix Networking will provide software license tracking via the Onix Networking portal.  Detailed license tracking information will be published by Onix Networking through regularly scheduled renewal reports.  In addition, authorized users will have the ability to query license information.  Because license reporting involves information from different sources (initial orders, vendor systems, etc.) each individual will be responsible for ensuring that accurate information is captured.  Onix Networking has established procedures that enforce cross checking of all information as it is captured to ensure complete and correct data is collected.  During regular internal team meetings, license reporting and the collection of the required data will be covered and checked to ensure each state is getting the most accurate information possible. Reminders of significant dates or volume plateaus will be sent to the PE’s via an auto-generated email, in addition to personal notification by the Account Manager.

4.
Describe standard reports which you can generate for a PE (other than downloadable reports addressed earlier) and provide sample reports as examples.  Describe and provide examples of Optional Reports which you could provide and provide pricing in the Offeror – Pricing attachment.    


Spend Management 


Each PE will have access to spend management reports.  These reports will come directly from the on-line ordering portion of the portal, which captures the detail of every executed delivery order, as well as through ad-hoc reporting capabilities.  Additionally, Onix Networking is capable of creating reports for designated representatives.  This approach to providing reports ensures each state has access to the most up to date spend management information through several avenues. 


Asset Management 


As with Spend Management, Asset Management information will be collected with each delivery order.  Procedures are in place to ensure the proper data is captured at the time of the order and time of delivery so that all asset management information is as accurate as possible.  

Warranty Report


Onix Networking will provide warranty reporting via the Onix Networking website portal.  Detailed warranty information will be published by Onix Networking through regularly scheduled warranty reports.  In addition, users will have the ability to query warranty information 


Performance Measurement Report 


Standard reports will be available monthly (or as agreed upon between Onix Networking and each PE).  

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). 

We do not currently have this practice in place given that the solutions that we offer do not provide proof of license certificates. However, the solutions that we currently offer provide Welcome Letters that include all of the license key information. Once an order is processed, we forward this welcome letter to the customer for their records. We archive all of the welcome letters and include copies of them with the customer order information in our file room. We can provide this information to a customer within a matter of minutes as this information is easily accessible. When we establish relationships with vendors who provide certificates we will follow the same procedure. We would work with the PE to provide any information from our records that they would need to demonstrate the accuracy of licensing information to a publisher.

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. 

· 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.  

· Working with a publisher to maximize the leverage created by the total sales volume overall resulting from this contract.

· Working with a PE and publisher to obtain the best quote on a high volume purchase.  

· If, and how, you use historical purchase information to provide targeted assistance to a PE.  

· 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.  

· Explain the training you could provide (other than online tutorials) to assist PE’s in using this contract and obtaining best value from it. 

Onix Networking would maintain running sales reports that could be sorted by PE and publisher, among many other items. We would monitor these reports so that we could use the sales volumes as leverage for obtaining a better unit price and higher quantity discounts based on previous activity. We would also use the total sales for all PE’s for a particular publisher as leverage to obtain a higher discount for the entire WSCA contract given the sales potential and past purchases. We will obtain special pricing from the vendor on a case by case scenario, especially when large volumes are required.

We are able to focus our efforts better on individual PE’s by assessing their previous purchases and current project initiatives.  By gathering this information, it will allow us to serve each PE and fulfill all of their project needs. We would assist PE’s in software configuration and if it was out of our scope/knowledge we would align them with the appropriate vendor engineer to provide such assistance. It is our duty to provide this assistance to the PE’s and if we do not have this knowledge we obviously would not charge the PE for this assistance but facilitate contact with someone who could. If the vendor charges for providing such assistance than that would be the amount we would charge.

Aside from online tutorials we would also provide PE’s with detailed training materials and an informative website about this contract, in additional to providing Instructor-led webinars.

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?

· 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. 

· How would you partner with the Procurement Officer and Participating States to adapt to changes and keep the contract viable?

· 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?  

Onix Networking is always seeking leading edge technology partnerships and we will continue to seek such relationships even after award of the WSCA contract. One example of such a relationship is ours with Google. Google is a key player in many industries, including Search, Earth, Maps, Collaboration, Software as a Service etc…Yet they are not an itemized provider on the WSCA vendor list, even given their industry leader status and the fact that almost every WSCA participating state has procured at least one of their solutions. We would improve the partnership by adding leading edge technology partnerships such as Google to ensure this contract stays abreast of the latest technology the market is adopting.

Onix Networking Corp. as mentioned previously takes our vendor partnerships very seriously. This is why we previously have not gone ‘vendor shopping’ to create a mass list of vendors in our portfolio. We strive to obtain the highest level of publisher certification levels and to add the most value to their organizations to ensure that we obtain the best costs from them. This of course could not be possible for a small business to do with 60-70 vendors. Although the partnerships are easy to obtain, they would not be able to be sustained and actively worked at such a high level of service. We are open to adding any relationships if we are awarded the WSCA contract and will strive to achieve the highest certifications with them and the best discounts as this is an essential piece of our business model as a SVAR.

We would partner with the Procurement Officer and Participating State to adapt to any changes and keep the contract viable through frequent communications and soliciting their feedback and suggestions and making improvements based on the information they provide.

As mentioned previously, Onix Networking Corp has been working with the Federal, State, and Local Governments since 1992. We have held many state contracts, in addition to our GSA schedule, BPA’s and IDIQ’s. We have experience working in this industry and with government contracts and we have some of the most talented and qualified engineers on staff to complete projects from start to finish and beyond with support. We have a long standing solid relationship with Google and we are the only Enterprise Partner who offers all of their Enterprise products, in addition to providing services around them. We will strive for similar relationships with any new vendors we establish relationships.

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.  


We would use volume of sales, cost savings, and customer satisfaction surveys at a minimum to ensure we are meeting the requirements of this contract, providing cost- saving solutions, and realizing a high level of customer satisfaction. We will track sales and cost savings on a standard report and will strive to achieve a higher and higher level of cost savings to list price percentage as the contract progresses and sales increase. Aside from a standard excel spreadsheet, we do not have a formal report developed at this time, however we will develop a formal report that could be run on demand on the website in addition to providing illustrations and diagrams of the cost saving advantages of the contract.

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.  


The Account Managers at Onix Networking Corp. provide excellent customer service and help each one of our customers to conceptualize their project, bring it to fruition, and make it a success. The following are some of the activities we complete for our customers at no charge up until the last stage:
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All of the services we provide during the project (e.g. migration, set-up, provisioning, training, change management and communications), beginning with the final step in the above diagram, are provided based on our hourly consulting rate.
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