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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).  

Sirius Response: As stated in the cover letter, Sirius’ primary objective to this WSCA response is to establish itself as the primary IBM software SVAR for WSCA Participating Entities.  With above understanding Sirius will take the following steps for each PE and the Central Procurement Office:

1. Introduce the Sirius Account Manager to the key PE contacts via an on site meeting.

2. If desired, schedule a License Review of the IBM software installed and rationalize that with IBM’s current perceived installed base for that  PE.  Sirius will produce a report that identifies where the PE may be under-installed, or over-installed on certain products, as well as identify any part numbers that may be approaching or have approached an End-of-Life status.  Sirius will also provide a recommend plan to resolve any uncovered issue in this review.

3. Sirius will educate key PE contacts on how they can obtain IBM software pricing, configuration, demonstrations, and product information from Sirius.  PE key contacts will also be educated on how to place orders for IBM software with Sirius.

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

Sirius Response:  The above process will be the same even if Sirius is the first SVAR for that PE.

· DESCRIBE your outreach to State and Cooperative Partner users.   

Sirius Response:  The respective Sirius Account Managers will own the process of reaching out to the PE, State and Cooperative Partner key contacts.

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

Sirius Response: These state specific web pages will provide the following: 1. Contact information for key Sirius personnel including that State’s Sirius Software Account Manager. 2. Link to the software vendors that Sirius is representing in this response online catalogs. 3. Details on the full software procurement lifecycle process, including: a. Finding relevant presales information, architects and resources. b.  Finding pricing. c. How to issue a PO. d.  Key contacts in Sirius Accounts Payable department. e.  Payment remittance.  f.  Implementation services assistance.  g.  Renewal notification

· On line tutorials 

Sirius Response: For the online tutorials resources will be provided: 1. Webcast on Demand of the introduction to Sirius and orientation to who the key contacts are and the software procurement lifecycle (these can be reviewed at the leisure of a PE’s key contacts). 2 Links to ISV online training for the software vendors that Sirius will represent in this contract.

· Product catalog (include searchable fields, which products you would include, how VLA information is provided)

Sirius Response:  Sirius will provide links to the vendors online catalogs that Sirius represents in this response.  

For example, the IBM Software catalog can be found at http://www-01.ibm.com/software/info/app/ecatalog/index.html

· Links

Sirius Response: N/A

· 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).  

Sirius Response: Sirius will register and setup a separate IBM PPA (Passport Advantage) site for each PE.  Each key contact from a respective PE will be able to log onto their IBM PPA site and see what products they have been licensed for and their quantities.  On request, Sirius will also be able to provide a printed report of what software has been procured via Sirius for each PE within a date range.

· How website is monitored, kept current and accurate

Sirius Response:  The website is owned and managed by the same Sirius team that manages our company web site (www.siriuscom.com).  The Sirius IT organization will ensure the infrastructure is up and running, while the Sirius PR team will ensure the content is current and relevant.

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

Sirius Response:  For IBM Software, Sirius will set up a separate PPA site for each PE.  IBM will then keep the records of what each PE has acquired along with associated renewal dates.  Key contacts at each PE can log onto their PPA site via Passport Online (IBM site) and review these records.  IBM also automatically sends renewal notices directly to the PE for each IBM licensed software roughly 60 days prior to the anniversary date (ie due date of the renewal payment).

Sirius also offers a license review service where Sirius IBM Software experts will engage and inspect what has been installed at a PE and rationalize that against what they are licensed for.  This will give the PE the opportunity to either procure additional licenses if they are over-installed, or reduce the amount they are renewing if they are under-installed.  This service is scheduled and performed by request.

· The information you track on behalf of Participating Entities.  

Sirius Response:  Sirius tracks the following information on behalf of PE:

1. Product Part Numbers purchased

2. Product Quantities purchased

3. Unit Price of products purchased

4. Extended Price of products purchased.

5. Invoice Dates

6. Amount Paid

7. Date Paid

· 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.  

Sirius Response: Sirius account managers work closely with PE key contacts to proactively communicate in-person and electronically on significant dates, milestones and purchase plateaus. 

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.    

Sirius Response: Any additional information would have to be acquired from the ISV (ie IBM).

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. 

Sirius Response: Proof of License (ie Proof of Entitlement) are automatically supplied to the PEs from IBM.  PE’s can also log onto Passport Online to review and print their POEs.

· Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.

Sirius Response:  IBM maintains them online and they can be obtained at will on the Passport online site.

· Describe how you partner with a PE to demonstrate accuracy of licensing information to a publisher (e.g., True Up). 

Sirius Response:  As described previously, Sirius has a Software License review offering for IBM software whereby Sirius IBM Software experts review a PE’s infrastructure, identify what the PE has installed and rationalizes that against what the PE paid for.

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. 

Sirius Response:  Sirius will leverage their intimate knowledge of the IBM software procurement programs and all participating PEs software needs to maximize discounting and ROI on PE software purchases.

· 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.

Sirius Response: Sirius will leverage their intimate knowledge of the IBM software procurement programs and all participating PEs software needs to maximize discounting and ROI on PE software purchases.

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

Sirius Response: Sirius will leverage their intimate knowledge of the IBM software procurement programs and all participating PEs software needs to maximize discounting and ROI on PE software purchases.

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

Sirius Response: Often times part numbers are retired and replaced with new products/part numbers.  During the software renewal quote process, Sirius reviews historical purchases and flags part number replacements and discusses those replacements with designated contacts from the PEs.

· 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.  

Sirius Response:  Sirius has in-house software configuration knowledge for the IBM software stack.   Sirius also has access to additional IBM and distributor resources.

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

Sirius Response:  Sirius Account Managers will continuously meet with designated contacts at the PE throughout the year (Sirius has 300+ Account Managers supported by dozens of IBM software specialists that are skilled in IBM software programs and the related contracts.)

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?

Sirius Response: Over the past 3 decades Sirius has grown from a regional player to becoming IBM’s largest software reseller in the entire world.  This has been accomplished via strategically investing and scaling our business to meet the needs of our customers.  Should the PE’s require additional IBM software resources to keep up with the demand being generated via the PE’s, Sirius will use the same prudence around resource investing that it has used over the past 3 decades.

· 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. 

Sirius Response:  Sirius has consistently invested in the IBM software certification requirements.  Sirius is one of the few SVARs in the world that has achieved an IBM Business Partner Technical Vitality ranking of 100% across the entire IBM software stack, and is capable of reselling the entire certification stack.  Sirius has an internal compliance team that manages our certifications and resource training plans to ensure that Sirius continues to retain that 100% technical vitality ranking.  This is measured and reported upon on a weekly basis.

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

Sirius Response:  Via scheduled meetings with Procurement Officers the Sirius Account Managers will continuously and consistently understand each PE’s needs as well as IBM possible program changes.  Sirius actually has representation on the IBM Software Group Advisory Council and is privy to and often provides guidance for IBM software program changes very early in the process. These meetings are typically on a quarterly basis and are a great vehicle to ensure 2 way communication of possible changes to publisher programs and the needs of a PE.

· 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?  

Sirius Response:  Since Sirius is one of the very few IBM Software VARS that has national coverage with resources across all US geographies, including those of possible WSCA PE’s, Sirius will be able to not only understand the needs of a PE, but aggregate those needs across multiple PE’s and potentially provide a federated view of what other PE’s are doing to both IBM and participating PE’s.  This can help in the areas of technology standardization, sharing of best practices, as well as expanding the scope of a purchase to possibly get better terms as opposed to a scenario where a PE acts alone.

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.  

Sirius Response: Sirius annually has a 3rd party conduct a customer satisfaction survey.  Sirius has consistently received a customer satisfaction grade in excess of 90%.  Any issues uncovered during those surveys are addressed, resolved and hopefully removed from future surveys.  The consistent involvement of Sirius Account Managers in the PE’s IBM software needs also gives Sirius personnel an early warning of any dissatisfaction that can be addressed throughout the year and prior to the formal survey.

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.  

Sirius Response: N/A
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