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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: 

· 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) 

SHI Response:

Yes, SHI is a Software Value Added Reseller, as well as a value added reseller for IT hardware and peripherals.

Constantly growing in response to the needs of our customers in all sectors and verticals, SHI has transformed itself from a $1 million "software-only" regional reseller into a $4 billion+ global provider of information technology products and services.From software and hardware procurement to deployment planning, configuration and data center optimization, SHI offers custom IT solutions for every aspect of your environment.  

In 1989, Thai Lee and KoGuan Leo, the current owners, purchased and incorporated SHI International Corp. in the state of New Jersey.  SHI is a privately held company and is the largest Minority and Woman-owned company in the United States.  As the majority owner of SHI, Thai Lee is President and CEO and is involved in the day-to-day operation of the company.   SHI ‘s status as both a  minority business enterprise (MBE),  as well as a woman business enterprise (WBE), provides an additional benefit to those companies that wish to recognize both MBE and WBE spend in their diversity programs.   

Dynamic, scalable, innovative solutions delivered with world class customer support have made us the complete IT solution provider we are today.  SHI’s dramatic growth is completely organic and the result of long-term relationships forged with our customers.  We continue to receive the highest of customer satisfaction ratings because we deliver Innovative Solutions and World Class Support.

SHI has held State-Wide Software and Hardware Contracts for the past 20 years. From our first award;  the State of Texas Wordperfect Contract to our most recent, becoming a Software VAR for the Commonwealth of Massachusetts 6-State Consortia Contract, SHI is continually improving our offering for State and Local Government Customers.  SHI has held many large State-Wide Contracts for over 5 years and some more than 10 years.  We have long standing relationships with the States that we are chosen to work with and we create partnerships with these states to help identify their needs and build custom support plans to provide the IT Solutions that their agencies, cities and school districts need.  We understand that your reseller must meet the needs of the State Contract Procurement Office and the needs of each individual agency, city, county or municipality.  Instead of making the procurement needs of the state fit our offering, we customize our procurement offering and resources depending on your needs.  

SHI’s President/CEO, Thai Lee, takes an active role in running the company.  Additionally, she has empowered the Directors to make executive level decisions and the Account Executives to make decisions that affect the support of their accounts.

While SHI operates with a relatively flat organizational structure, allowing the Account Executives to manage their customers, SHI provides a dedicated and specialized organization for the support of our State & Local Government and Education Customers.  The Account Team structure ensures tht SHI supports the requirements at the statewide level and upholds the contract terms and conditions, while meeting the unique needs of the local entities.  Each of the Account Executives and Business Development Managers specializes in supporting a specific type of customer , whether a State Agency, Local Government, K-12, or Higher Education.  
The following organizational chart provides an overview of the structure.  SHI provides details of the Account Teams for the WSCA states in the appropriate area of our proposal.
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Worldwide Locations

	Headquarters

33 Knightsbridge Rd.

Piscataway, NJ 08854


	Integration Center/Warehouse

200 Varga Lane

Somerset, NJ 08873


Satellite Sales Offices
	Atlanta, GA
	Austin, TX

	Boston, MA
	Chicago, IL

	Dallas, TX
	Denver, CO

	Houston, TX
	Indianapolis, IN

	Kansas City, KS
	Los Angeles, CA

	Minneapolis, MN
	Nashville, TN

	Philadelphia, PA
	Phoenix, AZ

	Reston, VA
	San Diego, CA

	San Francisco, CA
	Seattle, WA

	St. Louis, MO
	Tampa, FL

	
	


Awards & Recognition

2011

· Wolters Kluwer Maximum Value Award 
2010

· Boeing Silver Performance Excellence Award

· 2010 Dell Partner of the Year

· McAfee 2010 Corporate Reseller Partner Award

· Forbes List of America’s Largest Private Companies

· Supplier of the Year, PA-NJ-DE Minority Supplier Development Council

· Distinguished IT Supplier:  SHI Canada, Business People’s Choice Award, 2010

· RSA SecureID Partner of the Year 

· Outstanding Commitment to Websense, 2010 Websense All-Star Partner Awards

· DiversityBusiness.com’s Largest Diversity Owned Business in the United States Award

· HP’s Partner in Excellence Award for Enterprise Storage, Servers, and Networking Cross-Portfolio Revenue Growth

· Microsoft Excellence in Operations Award

2009

· Symantec LAR of the Year

· Microsoft Operational Excellence Award

· Panasonic Reseller of the Year

· Verizon Supplier of the Year

· Verizon Supplier Recognition Award:  Green Sustainability

· Canada’s Business People’s Choice Award—Distinguished IT Solution Provider 

· Forbe’s List of Top 500 Largest Private Companies

2008

· Verizon Supplier Excellence Award, in recognition of overall executive of and achieved cost-savings  through implementation of our asset disposal program

· HP New Value Award for delivering thought leadership to Global Supply Chain Services with innovative services that provide value to HP.

· Microsoft DDPS Award in recognition of our ongoing commitment to performing DDPS engagements and our excellence with desktop deployment services for customers worldwide.

· Microsoft Excellence in Operations Award 

· Marketing Excellence Award from Microsoft Public Sector Summit

· NY/NJ SMS&P Partner Enablement Award from Microsoft

· NY/NJ SMS&P General Manager Award from Microsoft

· O C Tanner Outstanding Supplier in Software/Hardware Category based on criteria such as on-time delivery, quality of product, participation in cost savings, & overall customer service

· The City of Jersey City, Dept of IT/Telecomm gave SHI Best Score Rating

· SHI ranked 39th out of 500 on the VAR Business 500

· Boeing Pride Award for outstanding customer service

· Minority Supplier of the Year from the NY/NJ Minority Supplier Development Council

· 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. 

SHI Response:

SHI agrees with the requirement.  We will not refuse to do business with any Software Publisher that is willing to do business with SHI and agrees to the standard reseller agreement.  SHI has completed the Questionnaire-Qualifications, RepPublishers document and included the Letters of Authorization certififying SHI as a reseller.  There are only a few Publishers which SHI is not currently authorized to resell their products.  We will continue to work with these Publishers to become authorized for the WSCA Contract after award of contract.

· 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)

SHI Response:
a. License Management
SHI has been providing software fulfillment since our inception in 1989.  We were among the first of the software resellers to develop the tools and resources needed to support the Publisher Volume Licensing Programs and have been selling the Microsoft Select and other software volume license programs since they were introduced.  Today, SHI provides a team of more than 75 dedicated Licesning and Software Product Specialists.
SHI’s Help Program was introduced to ease the burden many organizations face in the management of the varying requirements of the Publisher’s Volume License Agreements.  SHI understands that there is more involved to successfully implementing a Volume Program than just signing the contract.  Each publisher has a different set of terms, conditions and requirements, leaving the customer with the burden and expense of putting resources in place to manage their license programs.

The goal of our program is to allow our customers to realize the benefits and cost savings from these agreements without having to change their internal processes and/or workflow.  Help will incorporate any of your pre-existing license agreements with license programs from smaller publishers in order to establish a single source of information and minimize your license tracking requirements.  Help will integrate the requirements of the Publisher’s Licensing Agreements with your procurement process to maximize the benefits.

SHI manages the various licensing agreements for our State and Local Government and Education customers through the integration of our systems and working with our Software Volume Licensing Team.  When SHI acquires a new existing contract, we obtain the detailed information about the agreement and contracts from the Publisher.  That information is input to our EMS System (Entitlement Management System), where important information about the Contract is verified and stored and utilized for the entire sales process.  SHI’s Contract Catalog is created from the EMS information, based on your Contract Price Markup.  The EMS System is also integrated with our Order Entry System (AX) to ensure validation of agreements and enrollments at the time each order is processed.  

Detailed & Accurate License Tracking:  

Our tracking abilities will relieve your burden of managing your purchases.  We understand that without the processes and checks and balances that we have in place, the opportunity for error in tracking license purchases is tremendous.  SHI’s license tracking system and workflow have been automated to enforce purchasing rules and to minimize errors.  

The process begins with the creation of part numbers within SHI’s system.  Each of SHI’s SKU numbers have various attributes associated with them—among them are Product Type, Manufacturer Name, Program Name, Program Level, and Pool.  These attributes trigger the license purchase process within our order entry system.  So, our system knows that products that have Types of “License Only”, “Maintenance Only”, or “License with Maintenance” are non-deliverable items.  In addition, each SKU is identified according the manufacturer name, Licensing Program name, Purchasing Level, and Pool, as applicable.  An example is Manufacturer=Microsoft, Licensing Program=Select Plus, Purchasing Level=D, Pool=Systems.  The price for this SHI SKU will always reflect the current price for the product purchased under the Microsoft Select license at purchasing level D.

The next step within the process is to identify those customers within our order entry system who have License Agreements.  Once the contract has been processed with the manufacturer, the SHI Licensing Representatives link the customer’s account key in SHI’s order entry system to the appropriate licensing agreements, including the contract number, enrollment number, purchasing level, the anniversary dates, and the maintenance dates.  The customer’s Account Executive works with the Licensing Representatives to ensure that all contract data is accurate.  By identifying this information at the account level, SHI ensures the accuracy of our data capture and reporting to both the customer and the Software Publisher.  

Once those steps have been completed, your SHI Inside Account Manager can process orders within SHI’s systems.  Using the data described above, SHI’s order entry system compares the customer account to the SHI SKU and validates that the order is being entered correctly.
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Once the order entry system has verified the data, it will present the IAM with the appropriate agreement and enrollment numbers for that customer.  The IAM simply selects the correct agreement and enrollment, eliminating the opportunity for a data entry error.  In addition, the system will populate the appropriate price for the customer’s purchasing level, again eliminating the possibility for invoice errors.

Additionally, Maintenance Expiration Dates are tracked, to give prompt, pro-active notification to each agency for Maintenance Renewal purposes.  SHI supports and can track Maintenance Programs that have co-terminus expiration and are pro-rated, or non co-terminus programs.  Maintenance Tracking and Renewal Notification is implemented for all Programs or Maintenance purchases made through SHI, whether supported by a Volume License Program, or other maintenance program.

SHI’s License Tracking System, combined with the knowledge and experience of our Inside Account Managers, ensure that each agencies orders are processed and reported to the manufacturer accurately.  If a customer submits an order to SHI for a product under the incorrect licensing program, your Inside Account Manager will work with the customer to correct the order.  In addition, if the customer submits an order for a license that is covered under an Enterprise-type Agreement, your Inside Account Manager will explain to the end user that he is already licensed and how to obtain the media or a download of the product. 
From our AX System, individual license confirmations are sent and the data is feed to our BI system which outputs our customer’s software asset management reports.  
b. Account Management

SHI has always held the Dedicated Account Team as the core of an effective customer service strategy.  Each State has a dedicated Account Executive and Inside Sales Team that understands the organization of the state and it’s contracts and procedures.  SHI started out 20 years ago with a  1:1 team dedicated to the entire state, and we have expanded our State Government and Education teams to better support the needs of the state, as well as each individual agency and entity.  In most states, SHI will have a Government and an Education Field Account Executive who will meet with the State and its entities to discuss and review their software licensing agreements and changes to the programs, their purchasing rules and regulations and their processes.  The Account Executive is responsible for the overall relationship with the customer and putting together a support plan for the team to execute.  SHI has also developed Regional Directors/Managers who mentor and support the Field Account Executives.  These Regional Directors/Managers have been with SHI for an average of 10-12 years supporting State and Local Government and Education customers.
SHI currently has an Account Executive for every state, but if awarded a contract with WSCA, we would further develop these teams to support the needs of each individual customer, as we have in our largest contract states, Texas (over 10 Account Executives), Florida (over 12 Account Executives), New York (3 Account Executives), California (5 Account Executives).  These Account Executives support one vertical (State, Local, K12 or Higher Education), and a particular region of the state. 

The Inside Sales Teams are responsible for the day to day transactions of the state’s agencies and entitites: Pre-Sales Support and Product Advice, Quotes, Processing Orders, Order Status, Website Walkthrough’s, Customer Support and Returns, Product Key and Media Support, and all other Customer Service inquiries.  Our Inside Sales Teams consist of a dedicated or lead IAM and a team to support the state.  Our SLA’s for our Inside Sales Teams are a 4-hour response or requests or inquiries, 24 hour follow up notifications or items or issues that take a longer time to resolve, and 24 hour processing on all orders.
SHI has created email alias for most state teams to track and monitor the day to day flow of requests and inquiries and SHI’s response to our customer’s requests.  This system ensures and first in – first out response and allows our Inside Sales Managers to monitor their teams performance.

SHI’s Inside Sales Teams have regional Managers that support, train and assist our Inside Account Managers with escalations or issue resolvement.  SHI currently has 5 Inside Sales Managers that support 75 Inside Account Managers.

c. Training

For the past 20 years, SHI has been providing training services surrounding our services, the volume license programs, our web site, and IT procurement. 
· One to One Meetings – SHI’s field Account Executives meet with our customers on a regular basis to discuss SHI’s Systems and Services, and the Software Volume Licensing Agreements and Changes.  The onsite meeting is our most regularly practiced training environment.  These meetings regularly include the Publisher Representative or Technical Engineer who can supply additional technical expertise to the customer.  

· Events and Trade Shows – SHI conducts trainings at State-Wide events and Vendor Shows.  These trainings include SHI’s Systems, Deep Dive into a Publisher Licensing Program, and Technology Discussions around Virtualization Offerings, Security, and  the Cloud.

· SHI Newsletter – SHI provides two newsletters to our customers which provide ongoing information about Products and Solutions, Promotions, Program Changes, and Technology Advancements.

· Webinars—Volume License Programs, Product Releases, customized for the State
· Web Site Training – monthly training conducted to assist customers with how to set up an account, search for products, filter their results, create quotes, purchase online, track their purchases and download reports.
· Quarterly Business Review Meetings – SHI has created a QBR format which allows our Account Teams to meet with customers monthly, quarterly, or annually to discuss their current spend and contracts, changes to Publisher programs or IT initiatives that may present new opportunities for cost savings.
Additionally, SHI provides product training through our valued partner network.  SHI’s partners are part of our ecosystem with our customers, and we work closely with our partners to provide information to our customers about upcoming partner-led events and showcases.  
d. Software Consultation

SHI’s core competence is being a Software Licensing Advisor to our customers.  SHI’s State and Local Government and Education practice is over 70% Software Volume Licensing.   SHI’s Account Executives and Software Volume Licensing Team assist our customers in fully understanding their current agreements and to identify opportunities to negotiate new Software Volume Licensing Agreements.  By understanding our customer’s current and future needs for products and solutions and areas for growth, we are able to make suggestions, create proposal and comparisons of publisher’s programs, and assist our customers in negotiating enterprise-wide agreements with publishers.  SHI tracks quote and purchase history on a regular basis to identify opportunities for an specific agency or entity, as well as the cumulative effect of the entire state’s quotes and purchases to identify opportunities for consolidation of purchases to reach a higher level purchasing program. 

 For an individual agency, SHI would review the requests for quote that we receive.  If the purchase qualifies for a volume license program not identified by that agency, we would advise the agency how to qualify for the program, along with any contracts needed to enroll in that program.  An example would be a customer that requests Adobe Licensing under the TLP Program, but the purchase would qualify for the Adobe CLP Program, which would give them a higher discount.  We would show them the two program quotes, and supply the information for how to enroll in the CLP Program.  For programs like the Microsoft Enterprise Agreement, we would provide a report analysis of the customer’s spend under the MS Select Agreement, and show the pro’s and con’s of each program.  We would also identify certain times when the MS Enterprise Agreement may be of more interest :  upgrading desktops to a new version of software,  software assurance renewal, etc.  
For the State Procurement Office, SHI would review the state’s quotes and purchases on a regular basis and through our Quarterly Business Reviews, identify areas of the contracts where the state can leverage their purchasing power to negotiate higher discounts on their current agreements, or identify new quoting activity that if consolidated could allow the state to enter into a new licensing program that could save them money and better manage their purchases and renewals.  SHI, being the center spoke of your IT Software Purchases, can gather information and intel across the entire state’s purchasing departments (state agencies, cities, counties and education entities) to present options for collaborative purchasing.  An example would be where SHI captures data to show that a few entities have asked for a quote on a particular softare item.  Individually, those items purchased do not receive a discount, but if purchased together, would qualify for a volume license program or a larger discount level.  SHI would discuss the opportunity with the State Procurement Office and assist in the bundling of the the purchases to the publisher to qualify for the discount.  SHI identifies new or growing publisher lines and third party publishers  that are used by multiple agencies to present and assists the state in negotiating and setting up new programs that all entities can use for their purchases.
For WSCA, SHI’s goal is to delivery the same SVAR services in identify opportunities to individual agencies within a state, identifying opportunities State-Wide, and identifying opportunities and negotiating contracts with the publishers for WSCA to reach higher level discounts with these programs.  Today, publishers have various Software Volume Licensing Agreements and Discount levels with each state.  For this WSCA Software Contract to be most successful, SHI would need to identify opportunities for WSCA to negotiate better agreements with each publisher, or negotiate that the best Volume License Agreement currently offered for one state can be utilized for any state participating in the WSCA contract.  
e. Other - Services

SHI has been providing Services to our customers since inception.  The initial services entailed assistance with procurement processes, reporting of license purchases and customization for each customer for the procurement of their standards with customer specific catalogs, e-commerce solutions, reporting, order processing and invoicing per the unique requirements of each customer.

In the last 10 years, SHI has evolved as a Services Organization.  Today, our ESS organization provides services to our customers to assist with Assessments, Pre-Sales Consulting, Integration of Soultions, and Cloud Services.  SHI has provided the following services for our State and Local and Education Customers:  Security and Virtualization Assessments, Onsite Integration Services for Exchange and Sharepoint Implementations, Seat Management,  Software Asset Management, Configuration of VDI Solutions, and many others.
7. 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. 

SHI Response: 
SHI was incorporated in 1989 and we been working with State and Local Government Agencies since 1992.  Our first state contracts were with State of New Hampshire, State of Connecticut and State of Texas, and we continue to be a prime vendor for these states today.  Over the past 20 years we have built a significant business and contract base with State and Local Governments.  Today, SHI holds IT Contracts with over 30 States, a majority of these contracts are for SVAR Services.  Attached is SHI’s current list of State-Wide or Education Consortia IT Contracts.
	Customer
	Contract Number
	Contract Name
	Manufacturers Included
	Number of Years Working with SHI

	State of Alabama
	T040
	T040
	Microsoft
	4

	State of Arkansas
	SP-09-0208
	Software LAR
	Microsoft, Adobe, CA, Corel, IBM/Lotus, McAfee, Oracle, Symantec, Trend Micro
	9

	Regents of the University of California
	 
	Regents of the University of California
	Microsoft, Adobe, Symantec, McAfee, FileMaker, & all other software titles
	4

	State of California
	SLP-08-70-0003P
	Microsoft SLP
	Microsoft
	10

	State of Califronia
	 
	Riverside Enterprise Agreement
	Microsoft
	10

	CT Community Colleges System
	S0-52-08
	CT Community Colleges System All Software
	All Software
	15

	University of Connecticut
	UC-10-B001652-3
	Network and Security Software
	All Software
	15

	State of Delaware
	GSS10228
	GSS10228-SOFTWARE
	All Software excluding Microsoft
	1

	State of Delaware
	GSS10228
	Microcomputer Software Contract GSS10228
	Microsoft
	1

	State of Florida
	252-001-09-1
	252-001-09-1 (Microsoft License, Maintenance, and Services)
	Microsoft
	11

	State of Florida
	252-030-09-ACS
	252-030-09-ACS (Commercial Off-The-Shelf Software)
	Adobe, Corel, McAfee, Oracle, Symantec, Trend Micro
	2

	State of Idaho
	SBPO1290
	Microsoft Enterprise Software Advisor
	Microsoft
	3

	State of Kansas
	7359
	Software LAR
	All Software
	6

	State of Kentucky
	MA7581100000301
	Enterprise Software Agreement
	All Software
	1

	State of Louisiana
	01E61790
	01E61790 (Microsoft Enterprise Agreement)
	Microsoft
	8

	State of Louisiana
	01H35303
	01H35303 (Microsoft School Agreement)
	Microsoft
	8

	State of Louisiana
	01S63345
	01S63345 (Microsoft Select)
	Microsoft
	8

	State of Louisiana
	125797
	125797 (Novell MLA)
	Novell
	8

	State of Louisiana
	3-DF63DL
	3-DF63DL (McAfee)
	McAfee
	8

	State of Louisiana
	5040342
	5040342  (Microsoft Select)
	Microsoft
	8

	State of Louisiana
	92346
	92346 (IBM Software)
	IBM Software
	8

	MEEC
	MEEC 85123
	MEEC 85123 (Symantec)
	Symantec
	6

	State of Maryland
	060B9800011
	060B9800011 (COTS Software Master)
	All Software
	8

	NERCOMP
	N/A
	NERCOMP
	Microsoft, Adobe, Parallels, Nuance
	10

	State of Massachusetts
	ITS42
	ITS42
	All Software (except MS)
	1.5

	MHEC
	MHEC MC10-F04
	MHEC MC10-F04
	All Software and Hardware
	10

	State of Minnesota
	436392
	436392 (Computer Hardware, Software and Maintenance)
	All Software and Hardware
	11

	State of Montana
	SPB07-1408F
	SPB07-1408F (Microsoft Select)
	Microsoft
	5

	State of Montana
	SPB10-1788J
	SPB10-1788J (Software Reseller)
	Adobe, RIM/Blackberry, ESET, Hummingbird, Mindjet, Techsmith, VMware, Symantec, Citrix, Quest, and Red Hat
	2

	State of Montana
	N/A
	Adobe CLP
	Adobe
	2

	State of Montana
	N/A
	Microsoft Academic Select
	Microsoft
	5

	State of Montana
	N/A
	Microsoft Student Select
	Microsoft
	5

	State of New Hampshire
	855238
	855238 (All Software)
	All Software
	18

	State of New Jersey
	ITS 42
	ITS 42
	All Software (except MS)
	1 year with this contract, but we have held contracts for the last 15 years

	State of New Jersey
	77560
	M-0003 Misc Software
	All Software except Microsoft
	2 year with this contract, but we have held contracts for the last 15 years

	State of New York
	S960275E.1
	S960275E.1 - IT Services
	Services
	8

	State of New York
	CMT 339A
	CMT 339A (Consulting, Systems Integration and Ongoing Services)
	Services
	8

	State of New York
	PS59097
	PS59097 (McAfee)
	Mcafee
	8

	State of New York
	PT65193
	PT65193 (Misc Software)
	Multi-vendor Software (exludes CA, Citrix, HP, IBM, Trend Micro, Microsoft, Novell, and others)
	8

	State of New York
	PT64417
	PT64417  (Novell)
	Novell
	8

	State of North Carolina
	208H
	208H (Microsoft)
	Microsoft
	6

	State of North Carolina
	208M
	208M (EndPoint Security Software)
	Symantec, McAfee
	6

	North Dakota University System
	N/A
	Higher Ed (Microsoft Select/Campus, Adobe, McAfee)
	Microsoft, Adobe, McAfee
	 

	North Dakota K-12 Edutech members
	N/A
	K12 Districts (Microsoft Select/School)
	Microsoft
	 

	State of Ohio
	0A07004
	0A07004 (Microsoft)
	Microsoft
	8

	State of Ohio
	UN10-047
	UN10-047 (Microsoft Select and Campus Agreement)
	Microsoft
	8

	State of Oklahoma
	SW70120
	Microsoft
	Microsoft
	8

	State of Pennsylvania COSTARS
	006-090
	COSTARS Software Contract
	Misc Software
	2

	PEPPM
	52193
	PEPPM (M86 Security, Inc. and General Software and Hardware)
	M86 Security, Inc. and General Software and Hardware
	2

	PASSHE
	Unknown
	Microsoft - Academic Select Enrollment Agreement
	Microsoft Select 
	2

	PA K12 Charter Schools
	N/A
	PA Charter School Consortia
	Microsoft
	2

	State of Rhode Island
	MA-227
	MA-227 Software Reseller
	All Software
	1

	State of South Carolina
	4400000323
	4400000323 (Microsoft)
	Microsoft
	6

	State of South Carolina
	4400000147
	Software License Manager
	Adobe, Autodesk, Attachmate/WRQ, BMC, Borland, B.O., Corel, Diskeeper, Embarcadero, Filemaker, Humminbird, LANDesk, NetIQ, Netmanage, Quest, RedHat, RSA, Symantec, Trend Micro, Websense
	3

	State of South Dakota
	N/A
	Microsoft, Adobe, Symantec
	Microsoft, Adobe, Symantec
	4

	ESC Region 19 Coop
	Sep-24
	ESC Region 19 Microsoft
	Microsoft
	15

	State of Texas
	DIR-SDD-1009
	DIR-SDD-1009 –Software Products and Related Services (2069 software publishers included)
	Misc Software (2069 publishers)
	15

	State of Texas
	DIR-SDD-1034
	DIR-SDD-1034 – Novell and IBM Products and Related Services
	Novell, IBM
	15

	State of Texas
	DIR-SDD-600
	DIR-SDD-600 – Symantec Products and Related Services
	Symantec
	15

	State of Texas
	DIR-SDD-908
	DIR-SDD-908 – Deliverables Based IT Services
	No Manufacturers - all deliverables-based IT Services (DBITS)
	15

	TCCTA
	Unknown
	TCCTA Adobe CLP
	Adobe
	10

	State of Texas
	P00114
	PACE
	All software, hardware, and IT services including Microsoft Select (Gov & Acad). Adobe CLP (Gov only), and Nuance Advantage (Acad only)
	5

	Harris County Department of Education Purchasing Coop
	Harris County Dept of Education
	RFP 10/009LB-11
	Multi-Vendor
	15

	State of Utah - Academic
	MA1694
	MICROSOFT SOFTWARE (ACADEMIC ONLY)
	Microsoft 
	8

	State of Utah (non-Academic)
	AR2081
	MICROSOFT SOFTWARE (NON-ACADEMIC SELECT 6.1 AGREEMENT)
	Microsoft Select 
	8

	State of Vermont
	17915
	Software /Software Services
	All software
	1

	State of Vermont
	ITS42
	ITS42
	All Software (except MS)
	1

	State of Virginia
	VA-090202-SHI
	VA-090202-SHI (COTS Software, Toshiba Laptops and Misc Peripherals)
	COTS Software, Toshiba Laptops and Misc Peripherals
	5

	State of Virginia
	VA-070907-SHI
	VA-070907-SHI (Microsoft Select, Academic Select, EA, Campus Agreement)
	Microsoft
	5

	Washington State Board for Community and Technical Colleges (SBCTC)
	60331
	060331 (Microsoft)
	Microsoft
	7

	State of West Virginia
	ENTPRZ
	ENTPRZ08 (Micorsoft EA Only)
	Microsoft
	7

	CICPG (Big 10 Conference Schools)
	GPF010607CICPC
	CICPG, Big Ten Conference Schools GPF010607CICPC (Symantec)
	Symantec
	4

	State of Wisconsin
	15-20800-501
	15-20800-501 (All Software)
	All Software
	4

	State of Wisconsin
	15-20890-605
	15-20890-605 (Websense Software)
	Websense
	4

	State of Wyoming
	N/A
	Adobe CLP
	Adobe
	6

	State of Wyoming
	N/A
	Microsoft Academic Select
	Microsoft
	6

	State of Wyoming
	N/A
	Microsoft Student Select
	Microsoft
	6


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

SHI Response:

State of Massachusetts ITS14 Contract – October 2009.  SHI was added to the Commonwealth of Massachusett’s ITS 42 Software Reseller Contract during the final year of this contract.  SHI was awarded based on our response to the original RFR, pricing and service levels and experience.

State of Massachusetts ITS42 Contract – July 2010.  SHI was awarded a contract when the Commonwealth of Massachusett’s went out to RFR in 2010 for a new Software Reseller Contract.  SHI was awarded again based on our pricing, experience, service levels, and references.
State of New York ITS42 Contract – July 2010.  SHI was re-awarded a contract with the State of New York OGS Division for Software Reseller, based on the Commonwealth of Massachusetts Contract.  SHI had been a vendor for the State of New York since 2002, and we were re-awarded the contract based on our Pricing, Support, Experience and Software Volume Licensing Expertise.  

State of New Jersey M0003 Contract – July 2010.  SHI was awarded a contract with the State of New Jersey based on the Commonwealth of Massachusetts Contract.  SHI had been a software reseller for the State of New Jersey on previous contracts:  Corel Licensing Agreement, Novell MLA Agreement, Microsoft Enterprise Agreement over the previous 10 years.  These contracts were consolidated when the State of New Jersey chose to use the Commonwealth of Massachusetts Contract in the fall of 2008.  The State of New Jersey chose to do a multiple award with the new contract rather than sole source and added SHI as their Software VAR.  SHI was chosen based on our previous relationship and work with the State of New Jersey, experience and pricing.

State of Vermont – ITS42 Contract – Fall 2010.  SHI was added to the State of Vermont Software Reseller contract based on the Commonwealth of Massachusetts.  SHI was chosen based on our local presence and experience in working with surrounding states software agreements, pricing and support.

State of Rhode Island – ITS42 Contract – Fall 2010.  SHI was added to the State of Rhode Island Software Reseller contract based on the Commonwealth of Massachusetts.  SHI was chosen based on our local presence, pricing and experience.
Commonwealth of Kentucky - MA7581100000301 – Fall 2010.  SHI was awarded the sole source contract for Software Reseller for the Commonwealth of Kentucky.  SHI was awarded based on experience within Kentucky, pricing, support, Software Asset Management, relationship with Publishers and expertise.

State of Delaware - GSS10228 – 2011.  SHI was awarded a contract with the State of Delaware for Software Reseller, based on our contract with the State of Wisconsin.  SHI was awarded this contract based on our experience, pricing and support and references.

State of Utah - AR2081.  SHI was awarded the Microsoft Software Reseller Contract with the State of Utah in 2010.  SHI was awarded this contract based on price, support and our experience in working with the State of Utah.

State of Florida - 252-030-09-ACS.  SHI was awarded a contract for all Software Volume License Agreements (in addition to the Microsoft LAR Contract that we currently held) . SHI was awarded this contract to assist the State with their other Volume License Agreements.  SHI was awarded based on our exceeding the needs of the State of Florida with their MS Agreements, Support and Software License Advisor and Procurement support.
State of Wisonsin - 15-20800-501 Software. SHI was re-awarded a Software Reseller Contract for the State of Wisconsin.  SHI had previously held a contract for software titles, but not including the Microsoft Agreements.  With this new contract win in 2010, SHI was awarded a contract for Microsoft and All Other Software.  SHI’s experience in working with the State of Wisconsin, our Customer Service, Account Management and Licensing Expertise were the reasons that we were awarded.

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.

SHI Response:

State of New Jersey Micrsoft Enteprise Agreement (June 2004 – September 2008).  SHI held the first Microsoft Enterprise Agreement in the State of New Jersey.  After four years, the State of New Jersey decided that they needed to consolidate all of their Software Contracts and determined they wanted to use the Commonwealth of Massachusetts Software ITS14 Contract to consolidate.  SHI’s contract was terminated for convenience, not service.  SHI was re-awarded a Software Contract with the State of New Jersey in July 2010 under the new ITS42 Software Reseller Contract.

SHI has not lost or resigned any other active Government Contracts in the last three years.
d. If you have no government clients, note this in your response and answer questions A, B, and C based on non-government clients. 
SHI Response:

Not applicable.  SHI has a specific vertical business dedicated to Government and Education clients.  We have provided the list of our Government Contracts above.
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.

SHI Response:

· State of Virginia – Virginia InformationTechnologies Agency
Gregory Scearce, Strategic Sourcing Specialist

804-416-6166

Gregory_Scearce@vita.virginia.gov
· Microsoft contract (Sole Source) awarded 9/07 and PC/COTS (Multi Vendor) awarded 2/09

· LAR contract average at 1.6 million per month. PC/COTs average at $100,000.00 per month.

· SHI has helped VITA to maintain and renew their current CLP which is open to all Government customers who are choosing to use it. In addition, we have recently facilitated a meeting with VITA and Adobe to talk about further consolidation.

· SHI works to add new vendors to the COTS Contract as requested by customers as well as proactively adding them.

· SHI has a custom website for Virginia where relevant contract information is posted and catalogs reside that are specific to those contracts.

SHI acts as a go to for VITA and is relied upon to provide pricing, information and technical support/presales help to customers of the Commonwealth. SHI actively markets the contracts, sponsors and participates in local events in Virginia and schedules regular meetings with the contract administrators to provide suggestions and support.

SHI has over 2,000 Publishers on Contract with VITA.

SHI has sourced and provided 370 Publishers to the State of Virginia, Government and Education entities.

· State of Texas – Department of Information Resources

Phyllis Benitez

· SHI has been a Software Volume License Reseller for the State of Texas for the past 17 years.

· We currently are named on a number of IT Contracts for Software, Hardware and Services

· SHI’s Software Contract lists over 2,000 Publishers

· SHI managed the State of Texas Microsoft Agreements for 10 years – recently re-bid and we were unsuccessful based on price discounts.

· SHI assisted the State in negotiating higher level volume agreements:  Adobe CLP, Microsoft EA
· SHI has a tenured field Sales Team – 10 Local Account Executives and 12+ Inside Sales Representatives support the State of Texas IT solutions and procurement.

· State of Arkansas – Office of State Procurement

Camber Thompson, IT Buyer

501-683-0084

Camber.Thompson@dfa.arkansas.gov
· SHI has held the State of Arkansas Software Reseller Contract since 2002.  Our current contract includes:  CA, Corel, Adobe, Novell, Symantec, McAfee, Microsoft, Oracle, TrendMicro and IBM

· SHI assisted the State to achieve higher level discounts with their Licensing Agreements:  Microsoft Level C to Level D, Adobe TLP to a CLP Level 3 Agreement.  SHI assisted the State with negotiating special pricing for Endpoint and Encryption Software with Microsoft, TrendMicro, Symantec and McAfee.

· SHI assists each individual agency with their own purchase history and license decisions.  Assisted individual agencies decide if the Microsoft Select or EA Agreement was more beneficial based on their license history and needs.

· SHI is currently assisting the State negotiate an Adobe CLP Level 1 for K12, Microsoft EES for Education, Adobe Statewide Agreement for Acrobat/Live Cycle.
· SHI has set up over 280 Publishers and sold their products to the State of Arkansas. 

· State of Wisconsin Department of Administration
Karen Aasen, IS Comprehensive Administrator

Bureau of Procurement
(608) 267-4506 (phone)
karen.aasen@wisconsin.gov
SHI currently holds an All Software Contract for the State of Wisconsin.  This is a 5 Multi-Vendor Contract.  SHI understands that  we capture over 50% of the State’s spend under this contract based on customer support satisfaction.

Some examples of how SHI assisted the State in saving money during a difficult Budget year:

· Dept of Workforce Development, HP wanted a direct order for $51,000 SHI provided a price of $35,357.60 saving the State more than $16,000.00

· Dept of Workforce Development renegotiated a Informatica renewal order saving the State $6,000 bringing the renewal price back to the price in 2009.

· Dept of Administration worked with VMware to have reinstatement fees waived, saving the State $1,584.18

· Dept of Administration Blackberry support renewal, vendor proposed a solution of $21,000, SHI provided an alternative support level for $13,314.00.

· Worked with multiple vendors to co term maintenance renewal dates making customers yearly renewals seamless, saving time and money. 

· Last year SHI has set up reseller agreements with the following vendors on behalf of the State of Wisconsin: Software Engineering Of America, Genus Technologies, Keytrain, Accent Business Solutions, Inc., QAS, Latitude Geographics Group, Computers & Structures, Inc., Safe Software Inc., TMA Systems, Urchin, Telligent Inc., Avepoint, TSM Manager, Fenestrae Inc., BP Logix, Inc, SNMP Informant, Cetan Corp.

· SHI worked with over 400 Publishers in 2010 to support the needs of the State of Wisconsin. SHI has offered more unique publishers than any other reseller on contract. SHI has been the States go to partner for all third party software.

Quote from Karen Aasen: 

“Thanks for the wonderful work you do, especially Steve, who has been cooperative, service oriented and responsive.  We appreciate your willingness to provide some additional cost savings.”  

· State of Montana – InformationTechnology Services Dept (ITSD) Procurement & Contract Management Services Bureau

Michele Burchett, Contract Manager

406-444-0109

mburchett@mt.gov
SHI is the sole source Microsoft Reseller for the State of Montana (since 10/1/2006). We are also the sole source Software Reseller since 6/1/2010.  This contract includes 11 Publishers: Adobe, Blackberry,Citrix,ESET,Hummingbird, Mindjet, Quest, Red Hat,Symantec,Techsmith and, VMware.
· State of New York – Office of General Services

Stephanie Laffin

518-473-9440

Stephanie will accept a phone reference, but will not correspond in email.

SHI has been a vendor on the Miscellaneous Software Catalog contract for NY since December of 2003.  This was under 2 separate contracts: the 1st (PT6062) ran from 12/23/2003 through 6/30/2010, and the 2nd (PT65193) started on 7/15/2010 and is scheduled to run through 7/14/2015.  The contract covers all software titles not named on the state’s “prohibited software list.”

SHI was added to the Massachusetts Contract by the State of New York soon after the original award in 2003.  This was a multiple award contract with Dell and SHI.  SHI was reawarded the contract in 2010 as a multiple award vendor.

SHI has 3 local Account Executives:  State and Local Government, K12, and Higher Education to provide individual support to all entities within the State of New York.  SHI managed over $25 Million / Year with the State of New York (without holding the Microsoft Agreement)
· State of Florida - Agency for Enterprise Information Technology
Lori Potts Alberstadt, MBA, CPPO, PMP, CSM, FCPA, FCPM, FCCN, FCCM

Senior IT Business Consultant, Enterprise IT Procurement Lead

850-413-0003

SHI has been the exclusive Microsoft LAR to the State of Florida since April 2000.  Since then, SHI has managed over $40 million annually in Microsoft business for the State.  In 2009 SHI was awarded Sole Source on the State’s COTS contract, which covers Oracle, Symantec, McAfee, Adobe and Trend Micro Software.  In addition, SHI is a State contract vendor of IT Services and a named reseller for HP Hardware.

SHI currently has a team of 11 local field Account Executives managing the State of Florida’s IT Agreements and Purchases.  SHI ‘s Account Team manages manages State, Local Government agencies, K12 and Higher Education customers.  By building a large local team, SHI is able to suppor the Contract needs of the State, while supporting the invididual IT Projects and Licensing Agreements of every individual entity within the State of Florida.

· City of Phoenix, Arizona
Larry Jue, Senior Buyer
Purchasing Division
602-262-7188

larry.jue@phoenix.gov
While SHI has not held the Software Reseller contract in the State of Arizona, SHI has been working with local government customers on their non-contract purchases.  Please feel free to contact Larry Jue to understand SHI’s commitment to service in Arizona.

· Cherry Creek School District No. 5, ISF #208

Jason Koenig, PMP, Director - Information Systems
720.554.5595
jkoenig6@cherrycreekschools.org
While SHI has not held the Software Reseller contract in the State of Colorado, SHI has been working with local government agencies and education entities within the State of Colorado.  Please feel free to contact Jason Koenig to understand SHI’s support and commitment to service in Colorado.

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.  

b. Provide a sample invoice (of a product sold under a similar pricing model). 

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

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.  e cost 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. 

SHI Response:

SHI has developed a Contract Catalog System that is tied to all SHI systems that would interface with our customers.  SHI creates a contract catalog for our State-Wide Contracts with the specific pricing guidelines set forth in our RFP response, with a markup percentage applied to each individual publisher.  SHI’s Contract Catalog is used for our SHI.COM website and any custom websites created for our customers.  This catalog is also used by SHI’s Internal Quote Tool when a Sales Team creates a quote for that customer.  SHI’s Order Entry System is built on AX.  The AX System pulls in the data from the created quote, online quote or customer catalog.  SHI creates the quotes directly from the customer’s customized product catalog, ensuring accurate contracted pricing.  For those products that are non-catalog items, the Inside Account Manager will source the product, obtain the SHI cost and will apply the contracted rate.  Additionally, SHI’s product catalog is updated daily with pricing changes from our distributors and publishers, so the customer’s price is always reflected accurately.  In order to ensure accurate shareing of contract and pricing information, the sales team uses documents shared on SHI’s SharePoint site.

SHI understands the importance of maintaining accuracy in our pricing.  SHI’s Director of Public Sector will create the WSCA Softare Contract Catalog and work with each individual Sales Team to manage each individual State’s Catalog,  ensuring adherence to contract terms and conditions.  SHI monitors the accuracy of our contracts through regular reporting on the State’s Contract.  SHI’s AX System is designed to track Contract purchases.  We use this system today to track State’s Contract Purchases for Monthly and Quarterly Reports, Administration and IFF Fees, and Audit Requirements.  
All hourly SHI employees will submit timesheets for a customer contact to sign either on a weekly or monthly basis (depending on the length or requirements of the services work order).  Signatures are required by the customer in order to start the invoicing process.  Invoices for hourly rate employees are generated monthly via invoice summary.  Each line item will show the total number and the details of the hours the consultant worked in the week.

 SHI commits to upholding the agreed upon cost plus mark-up percentage.  In order to allow the Participating Entity to verify the pricing structure, SHI will provide reports that include the SHI cost and the invoiced price to you.  Additionally, the Participating Entity will have the right to audit SHI's records relating to SHI's invoicing and costs in order to verify compliance with the terms and conditions of our agreement.  SHI permits no more than one audit per calendar year during the term of the contract and requires 30 days' advance notice.  
Please see the attached sample invoices-one for a product and the other for a Service billed at an hourly rate (Sample Invoices-Product and Hourly Rate – SHI.pdf).
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. 
SHI Response:

SHI’s Senior Director of Public Sector Sales, Katie O’Kane is the main point of Contact for the WSCA Contract.  Katie has been working at SHI for 16 years, focused on supporting and growing our Public Sector business.  Katie manages the Field Account Teams and is responsible for hiring new Account Executives and transitions .  Katie relocated to SHI’s Dever, Colorado office in March 2010 to focus on building SHI’s West State and Local Government and Education team and business. 

SHI has 15 years experience in supporting the needs of State Government Contracts and developing teams to support all segments:  State, Local, K12 and Higher Education.  SHI’s Account Teams consist of a local Account Executive or multiple Account Executives covering a state, and an Inside Sales Team dedicated to that state or region to support the day to day business requests and customer service needs. 

SHI currently has 75 State, Local Government and Education Account Executives throughout the US, supporting all 50 states.  Depending on the contract(s) and opportunity within the state, SHI hires one or multiple Account Executives for each state.  SHI’s Account Executives may cover all SLED within a state, or just a vertical market (State, Local, K12 or Higher Education).  Upon award of a new State Contract, we analyze the business growth and opportunity and hire additional Account Executives quickly to manage and grow the business.  SHI currently has 10 Local Field Account Executives supporting Texas and 11 Local Field Account Executives supporting Florida.  Last year, when SHI was awarded the Commonwealth of Massachusetts Software Reseller Contract, we increased our Field Account Executives to 10 to support the states where SHI was named on the contract.
If awarded the WSCA Contract, SHI would review our Field Account Teams in the West Region, and where needed, hire additional Account Executives to support the growth of our business. 

SHI’s Account Executives have some of the longest tenure in the industry.  Our Account Executives average 8 years in sales with SHI with the same territory.  Our State of Texas Account Executives have up to 16 years experience with SHI, and 20 years in IT Sales, Florida Account Executives have 10+ years with SHI, and the Massachusetts Consortia Account Executives managing the States have 15+ years experience with SHI.  
SHI Account Executives are required to have the following Publisher Certifications:

Microsoft Sales Specialist

· MCP 070-672 Designing & Providing Microsoft Licensing Solutions to Large Organizations

· MS 70-673 TS: Designing, Assessing, and Optimizing Software Asset Management (SAM).

VMware VSP Certification

McAfee Sales Professional : System Security

HP ESSN Sales Certification

 Our Inside Sales Teams are set up so that each state has a team of Account Managers that understand their contracts, and can support the clients requests.  These teams typically also have a Lead Account Manager for that state who acts as the primary account manager.  The Inside Sales Team has worked well for our customers, as they will always have support during vacation, sick leave, promotions or resignations.
We have attached the Field Account Team Territory Maps, and the Public Sector Field and Inside Team Roster.  We have also included a file for resumes of the Account Executives that are currently managing the 15 states that have signed the Intent to Participate.
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. 

SHI Response:

SHI is a privately owned, financially stable company.  We have been profitable every year since our current owners purchased the company in 1989.  SHI is including a copy of our audited financial statements with our proposal.

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.  
SHI Response:

SHI is currently not proposing any subcontractors for this contract for SVAR Services.  SHI is able to provide all the services requested within this RFP directly.  SHI delivers Software License Management, Software Asset Management Services with Discovery, and Consulting Services.  SHI is a woman-owned, minority-owned company registered with the National Minority Business Council.
SHI’s Diversity Business Development initiative seeks to enhance business opportunities with companies whose corporate objectives include supplier diversity. As both a minority owned (MBE) and woman-owned (WBE) enterprise, SHI is the county’s largest MWBE provider of information technology products and services. SHI also maintains its own internal supplier diversity program and seeks to engage MBE and WBE suppliers to meet SHI product requirements and operational needs.
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