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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). 

Response: We would line up meetings with the Central Procurement Office to discuss the contract with them and how they would VLCM to best meet their needs. Furthermore, we would also meet with the individual entities and be sure they are well aware of the contract.
· DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State. 

Response: We would invite everyone to a seminar hosted by VLCM in order to discuss the finer points of the contract and how it relates to them. In that seminar we would go into detail of which products could be purchased under contract and how the procurement cycle would work. We also have an in-house call center which we could leverage in order to do a call campaign to ensure that these points are understood.

· DESCRIBE your outreach to State and Cooperative Partner users.   

Response: We outreach to State and Cooperative Partner users by both inviting to informative seminars and  also individual meetings to discuss needs.

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

Response: www.vlcmtech.com

· On line tutorials 

Response: Our website does not currently offer online tutorials.  However, the vendors that we work with have many of these services already available to end-users.

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

Response: Our website has a site where all of our products can be searched on-line and priced out.

· Links

Response: WE have links to our vendors on our website.

· 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).  

Response: Each state will be assigned to a VLCM Inside Sales Rep who would be at their disposal for any reports/information needed.

· How website is monitored, kept current and accurate

Response: Done automatically in coordination with our distribution partners.

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

Response: VLCM currently does not have a database that can be searched for these records.  WE utilize the database that our manufacturers already have in place.  End users can also access this information.

· The information you track on behalf of Participating Entities.  

Response: WE receive notifications from our manufacturers and we pass all of this information on to our end users.

· 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.  

Response: WE receive notifications from our manufacturers and we pass all of this information on to our end users.

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.

            Response: See above

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. 

Response: Done through Inside Sales Rep via email/delivery.
· Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.

Response: Done through Inside Sales Rep. Copies can be emailed/delivered same day.

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

Response: Done through Inside Sales Rep via email/phone.

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.

Response: WE work closely with the manufacturer and the end user to assure that the best pricing is being presented.
· 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.

Response: Done through Inside Sales Rep  

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

Response: WE are constantly working with the customers on these contracts so that we are aware of opportunities that we can group together to receive the best discount possible.

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

Response: WE are constantly working with the customers on these contracts so that we are aware of opportunities that we can group together to receive the best discount possible.

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

Response: Done through Inside Sales Rep

· 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.  

Response: Assistance is free through Inside Sales Rep and our Technical Support Team.  WE also bring in the manufacturer to most deal to assure that the best resource is being utilized.

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

Response: We are constantly meeting with the end user and educating them on different contract and how to best use them.  WE find that some entities don’t use contracts as often as we do so we can be a great value add.

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?

Response: By partnering with the best of breed as new technology is presented. VLCM has had a history of doing just this and will continue to do so.

· 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. \

Response: Done automatically. The more certifications we have the better relationships we have with each partner. VLCM has always strived to have the most certification a particular vendor offers.

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

Response: VLCM has worked with Procurement Officers in the past and have always been able to adapt to any changes that come forth.

· 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?  

Response: VLCM has an in-house contact center that would be able to provide much needed value in order to contact beyond our reach.

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.


Response:  We have a crm system that helps us manage our customer relationships.  We are constantly tracking our projects with customers and how they are handled both pre and post sales.
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.  


Response: VLCM has a team of Pre-Sales Engineers that would be at our disposal for such solicitations. Pre-Sales Engineering is free to the end-user up until the point of purchase. 
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