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	Offeror Questionnaire – 

Qualifications
	STATE OF ARIZONA

	
	
	Agency:      Arizona Dept. of Administration

                   State Procurement Office (ADOA/SPO)

	
	
	Customer:  WSCA participating states; AZ Statewide

                   (state agencies & cooperative partners)

	Description:  WSCA Software Value-Added Reseller
	



Instructions: Complete each item, using attachments where necessary.  Attachments shall indicate the item number and heading being referenced as it appears below.  Please note: Please respond to all questions, even if your answer may be ‘Not Applicable’.  Label your response "Questionnaire-Qualifications-companyname" and indicate the question number that is being addressed.  Your narrative response is limited to 15 pages.  All attachments under this header should be labeled, “Questionnaire-Qualifications-companyname–Attachments”.  Attachments are not included as part of the page total.  Responses should be comprehensive but concise, addressing specifics with minimal extraneous information. Charts and graphs may be utilized to outline specific information, such as an organization chart or current client list, where appropriate.  All materials must be in electronic format that can be received in ProcureAZ, the State of Arizona’s electronic procurement system (See Special Instructions).  ANY NARRATIVE LANGUAGE RECEIVED IN EXCESS OF THE PAGE QUANTITY INDICATED WILL NOT BE CONSIDERED AS PART OF THE PROPOSAL.    

QUALIFICATIONS: 

1. Provide an overview of the organization, including its structure, number and location of offices. Include an organizational chart to show the lines of responsibility at the highest levels.  Provide a short history of your organization.  Include number of years in business, industry awards, and corporate trade affiliations (publisher certifications are addressed in #2).   This solicitation is for the products and services offered by a Software Value-Added Reseller (SVAR (Yes/No)).  Is your organization a SVAR?  If not, please describe the nature of your business (e.g., LAR) 

Onix Networking Corp. is headquartered in Westlake, Ohio. Since 1992, we have been a trusted information technology supplier to the federal, state, and local government, and large commercial, non-profit and educational organizations. Onix has experience helping all of these various organizations meet their strategic IT and organizational goals, and our dedicated team of professionals is motivated by achieving successful deployments for our customers. 

Onix Networking has been a Google Enterprise Partner since 2002, and was the first Google partner to hold a GSA Schedule. Onix was one of the first Google partners invited to the initial Google Apps Partner Advisory Board, and is the only partner to sell and support the entire spectrum of Google products, including Google Earth and Maps, Google SketchUp, Google Search, Google Apps, Postini and Google Message Encryption. Onix Networking has built a business around Google Enterprise Solutions that is unmatched in the market. We have the depth of knowledge, resources and relationships to help every one of our Google clients succeed in delivering Google Enterprise solutions to their users. As demonstrated by our satisfied and repeat clients, Onix Networking is able to provide the highest quality and value products and services.

Effective July 1, 2010, Onix merged with Salvair LLC. Salvair is a top-tier Google partner specializing in helping enterprise-level companies evaluate and implement Google Apps and Postini. Salvair’s CEO, Tony Bianco, is the President of Google Apps for Onix, and brings his experience with some of Google’s largest-ever deployments to Onix.  Both Onix and Salvair are members of Google’s Partner Advisory Board since its inception in January 2010, which denotes the key relationship each partner plays with Google, and the combined strength of Onix and Salvair.

So, the net-net of the solution is that you have the reliability and infrastructure support of a multi-billion dollar name-brand company like Google, along with the specialized services and support of a reputable Google partner like Onix.  You can feel secure using the system knowing that DC Government (led by Salvair) with 37,000 users, City of Los Angeles, and many other large government organizations have moved to Google.  

Onix Networking recently entered into a partnership with Rhiza Labs, a new company offering software that enhances the Google Earth Platform. Rhiza Insight is a web-based GIS platform for creating engaging interactive portals around geographic data. Users can aggregate existing data or collect new data via the web or mobile devices and then easily create map based visual analyses in a collaborative web-based environment. Customers may host Rhiza Insight on their network or choose the cloud-based (SaaS) solution option. 

Onix Networking is a long standing Alcatel-Lucent and now Genesys Partner. Genesys software directs more than 100 million customer interactions every day for 4,000 companies and government agencies in 80 countries. These companies and agencies can leverage their entire organization, from the contact center to the back office, to improve the overall customer experience. As a result, Genesys helps stop customer frustration, drive efficiency, and accelerate business innovation. Genesys is a current WSCA contract holder.

Onix Networking is a Value Added Reseller (VAR) for both COTS hardware and software products (SVAR). We currently employ 39 employees and are continuing to expand. Many of our engineers and project managers are located in major cities throughout the United States. The following organization includes our sales staff, project managers, and engineers. Our support staff (Accounting, Billing, Order Processing, Property Manager, etc), are not included in the chart, however they all directly report to Tim Needles.
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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. 

For the most part, it is very easy to become a vendor of multiple publishers and produce a ‘technology store/catalog’. Our past approach was not to obtain a vast amount of reseller licenses, but yet to put all of our effort into creating successes with our chosen relationships. We actively market and sell our products for our vendors, rather than waiting for the vendors to pass us leads. This being said, the best value we can provide for our vendors is to limit our focus to a select few and steer business to them, so that it is more of a two-sided relationship where we truly add value to their company.

We should preface this however, as we also work hard to satisfy our key customers and provide them with everything they desire. This being said, we will seek out all of the appropriate Software Publisher relationships for this contract if we are chosen. We agree that there are no software publishers with whom we would refuse to do business if the Software Publisher is willing to do business with us.

3. Describe the company's experience and expertise providing the following services. 

a. License Management- Onix Networking maintains records of licenses sold via the Onix Portal described in the Methodology attachment, including the software keys and expiration dates. Some of our vendors, e.g. Google, offer ‘Gold Keys’ for some of their offerings which also make license management very simple. There is one key provided for the organization regardless of how many users the organization has on the software agreement.

b. Account Management (assume ‘accounts’ as equivalent to a state contract, and to a using municipality)- We have been in this line of business since 1992 and have some of the most experienced Account Managers on staff. Many of our Account Managers have been working with our company, or similar Information Technology companies for years. Our annual employee  turnover is less than 1%, so you can feel confident that your Account Manager is reliable and dedicated to Onix Networking. We currently hold several state contracts (in addition to several federal contracts and BPA’s):

· Ohio State Term Schedule (STS) 
Schedule Number: 533376-2 
Contract Period: 4/26/2005 through 6/14/2013

This state term contract may be used by any state agencies, as well as properly registered political subdivisions, as defined in Section 125.04(B) of the Revised Code. Additionally, state universities, vocational schools, community colleges, and other institutions of higher education may use this contract. 

· Texas Multiple Award Schedule (TXMAS) 
Contract No. TXMAS-6-70070
TXMAS, Texas Multiple Award Schedule, provides Texas state agencies and all authorized local public entities an efficient and effective means of procuring Google products from Onix Networking at federally-negotiated GSA pricing. 
 http://www.onixnet.com/txmas
http://www.dir.state.tx.us/store/commodity/cisv-txmas.htm
· California Multiple Award Schedule (CMAS) 
Contract Number: CMAS # 3-06-70-1614B 
Contract Period:   5/28/2009 through 09/30/2013

California Multiple Award Schedules (CMAS) offer a wide variety of commodity, non-IT Services, and information technology products and services at prices which have been assessed to be fair, reasonable and competitive. The use of these contracts is optional and is available to both California State and Local Government agencies.

· MyFloridaMarketPlace
MyFloridaMarketPlace is the state's eProcurement system that connects state agencies (buyers) with vendors. The MyFloridaMarketPlace system creates an online, statewide marketplace for government buyers and vendors to conduct business, which results in increased opportunities and operational efficiencies. All Florida executive branch agencies, local governments, universities, colleges, and public schools have the opportunity to participate. 
c. Training- We have an extensive and thorough training program. We typically target the following groups for specialized communications: Executives, Executive Assistants, End-Users, Help Desk Agents, Google Guides, Site Coordinators and Field Service individuals. For our Google Apps projects, we typically create a training website for our customers that will be used as a central knowledge repository for anyone using the Google Apps system.  It will contain FAQs, training materials including recorded training, How-To guides, a project timeline and various other pieces of information related to the rollout.
We offer the following delivery channels.

· On Site, Instructor Led – This is traditional classroom training.  Typically, we have 40-50 people in a class, however, we have conducted classes with up to 200 students in an auditorium.  The only limiting factors are room size and desired level of interactions with students.  The bigger the class, the fewer questions we are able to take during the presentation to ensure we get through all the materials.

· Webinar, Instructor Led – This is one of the most popular methods for larger rollouts because we can cover a larger audience (up to 1,000 students per class) via a webinar, and it allows students to attend from anywhere they happen to have an internet connection.

· Self-Paced Recordings – We have taken our classes and recorded the content, breaking them down into small, 5-10 minute topics.  This allows users to listen to them as they have time and even jump to particular modules for reference instead of having to listen to things they may already know.  This is essential to have in any Google Apps rollout because there is usually a large percentage of users who either cannot make the offered training dates/times or who like to do self-paced learning and this provides that avenue for them.

· Labs-Based Learning – In this offering, we set aside time with an instructor to walk through some exercises using the products.  The students walk through the exercises and are able to ask the teacher questions along the way.  This is very helpful for kinetic learners; however it also costs more than traditional methods because class sizes need to be 40 students or less.  This is usually delivered via a virtual classroom on the web, however, we can do them as on site labs too.

· Embedded into a Learning Management System (LMS) – Our materials can be put into your LMS if you want to track student progress and understand what materials have been reviewed by particular students.  This is useful for organizations that may already have a training team, LMS system and process by which to use training materials provided by third parties.

d. Software Consultation- Our pre-sales activities help to ensure that our solutions or those of another vendor will meet our customers’ needs.

e. Other (Specify)- Implementation, Deployment, Configuration, Change Management- We hope you give appropriate weight to the fact that not every organization has the skills or even the basic structure to provide technical and organizational assistance to ensure projects goes smoothly.  The organizational change management, communications, and training pieces are critical to a successful project, and we have personnel who have delivered these services to large scale customers.

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. 

As mentioned previously, Onix has been working with the federal, state, and local governments since 1992. We have established many strong relationships with several agencies. The following are just a sampling of the most recent projects and the length of the relationship as it relates to that specific project.

	Government Client
	Services
	Length of Relationship

	Princeton Plasma Physics Laboratory
	Full Scope Google Apps Project: Software, Training, Communications, Deployment, Support
	3 years

	New Mexico Attorney General
	Google Apps
	1 year

	National Oceanic and Atmospheric Administration
	Software
	8 years

	City of Bloomington
	Google Apps
	1 year

	City of Wooster
	Google Apps 
	1 year

	Monroe County
	Full Scope Google Apps Project: Software, Training, Communications, Deployment, Support
	1 year

	City of Rochester Hills
	Full Scope Google Apps Project: Software, Training, Communications, Deployment, Support
	1 year

	Washington County, OH
	Software, Training, Communications and deployment assistance
	1 year

	Department of Treasury


	Google Apps
	4 years

	Medicaid and CHIP Payment and Access Commission
	Google Apps
	Less than 1 year

	Department of State
	Software
	3 years

	Office of Personnel Management
	Software
	1 year

	State of Alaska
	Google Search
	3 years

	State of Alabama
	Google Earth
	3 years

	State of Oregon
	Google Search and Google Maps
	9 years

	Texas Department of Criminal Justice
	Google Maps
	3 years

	LA County
	Google Search and Google Maps
	5 years

	Texas Department of Public Safety
	Google: Search, Earth, and Maps
	5 years


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

We have gained many government projects over the last three years that include option years, but we are making the assumption that by contracts, you are not referring to any one particular project/sale but specifically long-term contracts to market and sell our solutions to multiple customers and agencies.  With this assumption, we have gained one Government BPA in the past 3 years:

GSA SmartBUY- Geospatial BPA

BPA No. GSQ0009AE0027
Contract Term: 09/15/2009 – 09/14/2014

Onix Networking was chosen for this BPA as the exclusive Google Geospatial Provider. We offered the best price and technically acceptable and appealing products to win the award.

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.

Following similar assumptions to the question above, we have not lost or resigned from any government contracts. The government projects we have lost in the past three years were either lost due to a different product brand was chosen or another partner of the same vendor was chosen as representing the best value for the offer based on the customer’s evaluation criteria.

d. If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. - 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.

Kevin Krajewski- City of Rochester Hills 
Deputy Director of MIS

1000 Rochester Hills Drive, Rochester Hills, MI 48309
krajewskik@rochesterhills.org
248-841-2479

Wietze deVries- MeadWestvaco (MWV)

Principal IT Architect

(804) 327-6289

wietze.devries@mwv.com
Bryan Mundy – City of Westerville

Network Operations Manager

64 E. Walnut Street, Westerville, Ohio  43081

bmundy@westerville.org
614-423-9454

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.  

Onix Networking has several contracts in place with the cost-plus-percentage pricing model and so has the systems in place to maintain this model for WSCA. These contracts include a GSA Schedule and various state term contracts.  Onix will provide (and publish on the portal) a Customer Price List to WSCA based on the Master Price Agreement, using our current cost from publishers and applying the percentage markup as agreed. This price list is the basis for quotes to authorized purchasers and the resulting invoices are then based on the quote prices.  Onix has systems in place so that when updated pricing is received from publishers, the Customer Price List is modified to reflect the changes in cost.  If special pricing is obtained for a specific opportunity, the quote will reflect the reduced price and that will carry through to the invoice.
b. Provide a sample invoice (of a product sold under a similar pricing model). 

Please refer to the attached invoices titled “Sample Services Invoice’ and ‘Sample Product Invoice’.

c. Describe your cost accounting system for tracking employee hours on an hourly service rate invoice, and provide a sample hourly-rate invoice.  

The Onix Networking Professional Services team has in place a system to track and monitor all billable hours.  A weekly report of hours is submitted to the Onix Project Manager by each professional services employee.  The Project Manager reviews the report and in turn submits a report to the accounting department.  The Onix Project Manager will also submit a weekly status report to the Authorized Purchaser outlining the hours used and remaining available during the term of the engagement. At the frequency (weekly, bi-weekly, monthly) determined in the Statement of Work a detailed invoice is provided to the AP.  
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. 

Onix Networking monitors our billing accuracy through monthly reports in both our purchasing and accounting departments. As determined by the MPA or PA we will provide specialized reports to the Participating Entities. As we currently do for our existing contracts, Onix will work closely with WSCA to assure that all goals for accuracy and savings are met.  We will cooperate fully with a Participating Entity in conducting a purchase audit.
6.
Provide Key Personnel Information for this contract as a whole, and, as feasible, for any States who indicated their Intent to Participate, including brief biographies.  Explain how the redundancy of account management will cover vacations, illness or resignations. 


Many sales organizations have their own unique method for account distribution. Most of our accounts are divided by state however, a few of our Account Managers share states dependant on the products being considered. Rather than provide you a contact list for you to have to ‘navigate’ it would be easiest for you if we streamline all communication to one POC for this effort. You may contact Courtney Phillips, our Business Development Manager for any inquiries regarding this contract her information is as follows, email: Courtney@onixnet.com and phone: 440-835-9377. If we are chosen as a SVAR for this contract, we will also create a group email, for example WSCA@onixnet.com where inquiries could be sent. This group email would be monitored by all of the appropriate sales staff for the participating states, in addition to management and a controller who would ensure that all replies are responded to promptly, in addition to providing account management coverage in circumstances of vacations, illnesses, or resignations. The following are our sales representatives for the participating states:

	State
	Google Apps and Postini
	All other solutions

	Alaska
	George Davisson
	Keith Karaba

	Arizona
	George Davisson
	Keith Karaba

	Colorado
	George Davisson
	Keith Karaba

	Delaware
	Brian Mansell
	Dana Kuan

	Hawaii
	George Davisson
	Keith Karaba

	Louisiana
	Paul Campbell
	Tim Hunt

	New Mexico
	Tim Hunt
	Keith Karaba

	Montana
	George Davisson
	Dave Bryson

	Nebraska
	George Davisson
	Tim Hunt

	North Dakota
	George Davisson
	Tim Hunt

	Ohio
	John Shihadeh
	Keith Karaba

	Oregon
	George Davisson
	Keith Karaba

	South Dakota
	George Davisson
	Tim Hunt

	Utah
	George Davisson
	Dave Bryson

	Vermont
	Brian Mansell
	Brian Mansell

	Washington
	George Davisson
	Keith Karaba


	Account Manager
	Brief Biography

	George Davisson
	George Davisson has over twenty-five years of successful sales and sales management of software and services. His experience with large and small companies, along with his MBA, provides him the business acumen to understand the company needs and IT issues. George brings a wealth of experience and achievement over his career in software and services sales and sales management. His success has always been based on a good understanding of the prospects/customers’ needs, the buying decision process, hard work, and strong product knowledge. George has been instrumental in starting local user groups that provide benefit directly to his customers. His customer relationship is the best in the industry.  Every account he has sold will gladly welcome him back into their company.

	Brian Mansell
	Brian Mansell has been with Onix Networking for three years.  Brian started out in a Business Development role for Onix Networking’s Federal Government Group.  During his first ten months in a business development role, Brian proactively uncovered new opportunities resulting in $983K in net new business.  Over the past 2 years, Brian has worked in an Account Management role, with a territory covering Private Sector and State and Local government accounts throughout 12 States.  Brian’s current duties include business development, lead generation, strategic marketing, event planning, project management, and account management.  Brian is a subject matter expert in Google's Enterprise solutions, and he often speaks at Google's Marketing Events.

	Paul Campbell
	Paul Campbell is an account manager at Onix Networking.  Paul started in an inside sales role at Onix Networking and was quickly promoted to manage and develop medium to large accounts in Florida, Texas, Louisiana and all of Canada.  Paul is currently working with three of the largest organizations in Canada.  In addition to business development and managing his accounts, Paul is also one of a few people at Onix that leads our presentations at executive events across North America.

	John Shihadeh
	John Shihadeh has 3 years of IT Sales Experience. He has worked with several large international accounts (10,000+ employees) and has an extensive background in coordinating C-level marketing events/dinners. John has working relationships with several State and Local government agencies throughout Ohio, Indiana and Tennessee.

	Tim Hunt
	Tim Hunt has been selling IT solutions for Onix Networking Corp for over 16 years. He is the Onix National Account Manager for State and Local Government.  Tim has proven experience in territory planning and managing multiple accounts in the State and Local Government arena, as well as in the Commercial and Educational markets. He currently manages a number of procurement contracts in his capacity at Onix Networking. Tim offers his State Government customers years of experience and expertise in Software sales, implementation, customization and Software management.  

Customers appreciate his insight into not only their IT needs, but also their business needs.  His strong communication skills compliment his knowledge in this dynamic high tech environment.

	Keith Karaba
	Keith Karaba has over 22 years of experience in the computer hardware/software industry with the last 15 years at Onix Networking as an account manager. Keith’s duties include state contract management and development, strategic sales and market planning, key account relationship management and project management.  Keith developed and currently manages Onix's Ohio State Term Schedule for all Onix GSA products and conducts business on Onix's CMAS contract for State of California.

	Dave Bryson
	Dave has been providing IT Solutions to the Federal Government at Onix Networking for the past 9 years. Prior to Dave's arrival at Onix, he provided telecommunication and networking solutions for several years to commercial organizations and has a total of 15 years of Sales Experience.


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. 


Onix Networking is a privately held company in excellent financial standing.  We do not provide our financial information publicly or electronically.  If we are considered to be a finalist in your effort we will work together to provide you with the additional information you may require to verify our solid financial standing. Onix Networking is a profitable business with no substantial long-term debt, and which is in excellent position with its prime financial institution.   We have an excellent financial reputation; that reputation has been earned by managing our business with honesty and integrity, and has led to our excellent financial position. Onix has never had a negative accounting issue in sixteen years of doing business with the federal government. Onix has a credit facility with Ingram-Micro (largest IT distributor in the world) that is in the top one-percent of all their customers. In addition, over the past five years Onix has conducted over one-hundred million dollars worth of transactions with Google without any significant issues.

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.  


We are not proposing any subcontractors for this contract.
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