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1.00  
BACKGROUND

Founded in 1922, The Richard Ivey School of Business (“Ivey”) at The University of Western Ontario (“Western”) is a full service faculty offering undergraduate, graduate, post-graduate degrees and non-degree Executive Development courses. Ivey’s web site is at http://www.ivey.uwo.ca .

Ivey has a rich tradition of offering first-class business education in Canada.  The school’s approach to business education is well known for its’ Case Method approach to teaching and student learning (Ivey is the 2nd largest producer of cases in the world after Harvard and the #1 producer of Asian case studies internationally).  The school recently launched a new strategy which impacts how faculty research is approached and how cases are taught in class – this strategy is called “Cross-Enterprise Leadership”. (http://www.ivey.uwo.ca/cel/).  Ivey is considered the premier business school in Canada with the most influential Alumni network in the country.  

Ivey is facing more intense competition in the market place and awareness of the school’s benefits and competitive edge has become increasingly important.

1.01  Facts & Figures

· The Ivey School of Business is located in London, Ontario where it offers undergraduate and graduate business education.  In addition to this campus, Ivey has two executive teaching facilities: Ivey's Toronto campus located in the Exchange Tower in the financial district of Toronto and Spencer Hall, located a short distance from the London, Ontario campus.  Ivey also has a campus in the Hong Kong Convention and Exhibition Centre where it offers an Executive MBA and Executive Development programs.

· Programs offered at The Richard Ivey School of Business include:

· Full-time undergraduate Honors Business Administration (HBA)  (the HBA has 4 sections of 70 students for each year of the 2 year program).

· Full-time graduate degree programs (MBA and PhD)  (MBA 2 year program has 180 students, our new MBA 12-month program has 2 intakes/year of approx. 70 students)

· Executive MBA (EMBA) program in 2 locations: Downtown Toronto (Exchange Tower main floor) and  Hong Kong (our Toronto EMBA program has 2 intakes/year of 65 students and our EMBA HK has 50 students/year)

· Pre-business Courses (3) 

· Executive Development (core program plus custom programs for corporations) 
· Ivey Alumni:
· Ivey has over 18,000 degree alumni and 15,000 Executive Development alumni in over 80 countries.
· Two in five of the school's over 16,000 graduates carries the title of Chair, President, CEO, Vice-Chair, Vice-President, Managing Director/Partner of their companies. 
1.02 The Ivey Brand 

· Ivey’s Mission Statement:  

· “Ivey’s mission is to develop business leaders who think globally, act strategically and contribute to the societies within which they operate.”

· The Ivey Brand Represents:  

· A long tradition of innovation and a rich history of ‘firsts’:  

· Ivey is the first Canadian school of business administration.

· Ivey offered the first MBA and PHD program in business administration in Canada.

· Ivey launched the first executive development program.

· Ivey pioneered international business studies.

· Ivey is the first Canadian business school to establish a campus in Asia.

· A culture of excellence and an innovative approach to teaching and research. 

· A commitment to leadership and thought leadership with an exceptional faculty focused on relevant research with practical applications.

· A focus on general management education with a new objective to build “Cross-Enterprise Leaders”.

· Action-oriented individuals with a pre-disposition to informed decision making and “C” level leadership potential.    

· A clear sense of individual responsibility and the individual’s role and responsibilities within the broader community.

1.03 
The current Ivey web site is largely a content site but also has a small e-commerce component (Ivey Publishing & Ivey-branded merchandise).  

1.04
Ivey has historically focused marketing efforts on printed material (brochure ware), print advertisements and the Ivey reputation to drive interest in Ivey and attract highly qualified candidates.  However, the web has now been identified as a primary recruitment vehicle and an important representation of the brand internationally.
2.00  
PURPOSE OF REQUEST FOR INFORMATION
2.01
Ivey is seeking a digital agency of record to be our strategic web partner and assist in the areas of web strategy planning, web design and development and web marketing.  The purpose of this RFI is to identify and potentially select the ideal web partner for Ivey for a period of three (3) years with an option to extend an additional two (2) years.  
2.02
The Richard Ivey School of Business wishes at this time, with this web partner, to assess and evaluate its web-presence, map future design and development needs as well as prioritize and cost these.
2.03
 Although it is our intention to proceed into an implementation phase, in keeping with our requirements, with the web partner arising out of the RFI process, Ivey reserves the right to proceed to a Request For Proposal (RFP) at the end of the above evaluation and assessment phase (refer also 4.03.1 below).
3.00 
GENERAL CONDITIONS AND PROPONET INSTRUCTIONS

Proponents must respond to all sections of the RFI by indicating the reference number (3.01 through 7.04) for each response.

3.01
Proponents must acquaint themselves with the terms and conditions and clearly identify, by clause, any exceptions. Failure to do so will be deemed that all terms and conditions have been accepted by your organization. Submitting your organizations standard terms and conditions will not be acceptable to fulfill this requirement.

3.02
Proposals should be received no later than 12 noon as indicated by the stamp clock in room 232 Stevenson-Lawson Building on January 23, 2007.
Mailing and 
The University of Western Ontario

Delivery
Purchasing Department

Address
Room 232 Stevenson Lawson Building

London, Ontario N6A 5B8

Attention: Bob Moore

Email: finrhm@uwo.ca

3.03
All communications regarding this RFI must be directed to Jill Tiviluk (jtiviluk@ivey.uwo.ca) in writing or via e-mail. Violation of this directive will result in the disqualification of the vendor from the RFI process.  

3.04
Proponents interested in submitting a response to RFI must provide their primary contact email address to Jill Tiviluk (jtiviluk@ivey.uwo.ca), immediately upon receipt of the RFI documents. All questions and answers during the RFI preparation period will be communicated by email with the primary contacts as well as posted on WEsternBUYs (http://www.westernbuys.uwo.ca).

3.05
Responses to questions and requests for clarification will be distributed to all proponents, through the proponent’s primary contact via e-mail, in a timely fashion. Questions pertaining to this RFI must be received no later than seventy-two (72) business hours prior to closing time and date. Please note that the University is shut down between Dec 23rd 2006 and January 1, 2007
3.06
Submissions received after the closing time and date will be returned unopened to the sender. Proposals submitted by facsimile or e-mail will not be accepted.

3.07
No amendments or change to proposals, except as arising from 7.03, will be accepted after the closing date and time.

3.08 Four (4) bound hard copies and one electronic copy in Word or PDF format, must be submitted and enclosed in a sealed envelope bearing the name and address of the proponent and clearly marked: “Proposal for the Supply of Web Strategy, Design and Development Services”. Please number pages.
3.09
If information within this submission is proprietary or confidential, Ivey will sign a non-disclosure agreement if required.

3.10
Submissions must be prepared in accordance with the conditions outlined in this and any associated documents.  Failure to comply may result in the disqualification of the proposal.  

3.11
Ivey is not responsible for any expenses incurred by a supplier in preparing and submitting a response to this RFI.

3.12 Proponents may not use any Western or Ivey’s name or markings for any external marketing purposes without express written permission from the institution.

3.13 The complete submission document and any attachments shall become part of any contract entered into between the successful supplier and Ivey.

3.14 Unit prices will govern where arithmetical errors may occur in the extension of prices.  Where it appears the supplier may have made a major mistake in calculation, Ivey shall consider the intent of the supplier and may accept the proposal for consideration and subsequent correction.

3.15 Pricing shall be irrevocable for ninety (90) days following the closing date of the RFI.

3.16 Ivey reserves the right to terminate the Request for Information process at any time and to withdraw from discussions with any or all of the proponents who have responded.

3.17.
The successful proponent(s) shall provide:

(i)
Proof, from the Broker, of current casualty liability insurance of at least $2 million per occurrence;

(ii) A Certificate of Clearance from The Workplace Safety and Insurance Board (WSIB) or equivalent. http://www.wsib.on.ca/wsib/wsibsite.nsf/public/home_e 

3.18
The successful proponent(s) shall be in compliance with the Occupational Health and Safety Act of Ontario and its regulations  http://www.gov.on.ca/LAB/english/hs/ohsaguide/
3.19
Ivey reserves the right to open submissions privately and to reject any or all proposals received.  

3.20
Ivey reserves the right in its sole discretion to request clarification and/or further information from one or more proponents after closing without becoming obligated to offer the same opportunity to all proponents.

3.21 All submissions must be signed by an authorized company representative (see Appendix B).
3.22 Any terms or conditions, which cannot be fulfilled, should be clearly stated in your submission.

3.023 Proponents acknowledge that Ivey is subject to the Ontario Freedom of Information and Protection of Privacy Act (“the Act”). Information provided to Ivey as part of a submission may be subject to requests for access received from third parties under the provisions of the Act. Proponents may mark as “Confidential” any information of a proprietary or confidential nature contained in the submission.

3.023.1 Ivey Western shall use all reasonable efforts to hold confidential or proprietary information received from the Proponent in strict confidence. The Proponent should be aware, however, Ivey is required to respond to requests for access to information in accordance with the provisions of the Act.

3.023.2 Any decision by Ivey with respect to access to information under the Act may be appealed to the Information and Privacy Commissioner, in which case the Proponent shall be responsible for all costs associated with asserting its own confidentiality requirements.

3.24
If the successful Proponent fails to carry out the agreement satisfactorily in accordance with the terms, Ivey will, by giving written notice, specify the default(s) requiring remedy. In the event that the specified default(s) is/are not remedied within ten (10) calendar days from giving such notice, Ivey reserves the right to terminate the agreement immediately.
3.25
All rights, designs and code remain the property of Ivey.

4.00
REQUIREMENTS/SPECIFICATIONS

4.01
Business Objectives for Ivey’s Web Presence
4.01.1
Offer an ‘audience-driven’ attractive and engaging on-line presence to expand our market reach and attract the most highly qualified candidates for each of our programs/product offerings (high academic achievement, high EQ, excellent communication skills and “C” level leadership potential).
4.01.2 Create a consistent look/feel across all of Ivey.ca to assist in building the brand but flexible enough to allow programs/business areas to distinguish their unique attributes that resonate with their unique audiences.
4.01.3 Create a site design with the site administrator being a “business user” and minimize reliance on IT development resources and support for website maintenance.

4.02
Ivey’s website must serve the following purposes:

4.02.1
Support Ivey’s brand positioning and communicate Ivey’s unique brand attributes (and Ivey’s distinct position in the market place). 

· Highlight Ivey’s product offerings and the Ivey experience in a compelling way;

· About Ivey (corporate information),
· HBA, MBA, EMBA (Hong Kong & Toronto), Executive Development,
· Campus/Student life:  London, Hong Kong, Toronto,
· Profile Ivey faculty, current faculty research & Ivey publishing.

· Highlight Ivey in the Media & important events taking place at Ivey. 

4.02.2 Drive conversion for Ivey programs:

· Capture Leads

· The site should assist programs in capturing highly qualified leads for prospective students. 

· The site should act as a filtering mechanism for prospective students – so programs can focus one-to-one efforts on high potential leads.

· Facilitate Program Sales Cycle (from 3mths – 2 years)

· Information Gathering/Program comparison for prospective students

· Initial expression of interest (e.g. signing-up for info sessions, requests for brochures, newsletters, request for resume assessment etc.) 

· Commencement of online application

· Final sale is closed offline:  (through one-to-one interviews, phone calls etc.)

4.02.3 Engage Ivey alumni and facilitate online ‘gifting’.

· Offer an online ‘community’ for alumni that will build school spirit & instill a sense of school pride.   Allow graduates to connect with classmates, find out about special alumni events, take advantage of special services offered to Ivey alumni (career services, alumni network directory, practitioner focused research etc.).

· Leverage the success of Ivey alumni to connect with prospective students who are eager to achieve (i.e. profile Ivey alumni).

4.02.4 Generate revenue through Ivey store (selling Ivey branded products).

4.02.5 Facilitate case sales for Ivey Publishing.

· Drive revenue through Ivey Case Sales & reach of Ivey research to outside faculty/students through case sales.

4.02.6 Communicate with Ivey’s internal community.

4.02.7
Keep internal community informed of: 

· Events taking place at Ivey

· Ivey in the media

· Important news & announcements

· A reference for up-to-date program information, faculty information etc.

4.03 Scope of Services Required
4.03.1 Strategic Planning Phase:   In this initial phase of engagement, Ivey will work with a web partner to take stock of our current web assets, evaluate Ivey.ca within our competitive landscape, prioritize future stated needs and build a strategic plan. The initial evaluation phase will be a fixed and guaranteed price (see 5.02). After the initial evaluation phase, Ivey requests estimates of the associated implementation costs and demonstration of a business case (ROI) that bridges the gap in a phased approach.
Upon completion of the above phase, Ivey will assess next steps for proceeding with the additional scope of services.

4.03.2 Website design & development.  (Ivey will host the site on Ivey servers). 

4.03.3 On-line marketing including e-mail (not necessarily the distribution); search engine marketing (organic search engine optimization and pay-per-click search engine marketing campaigns if determined an appropriate means of customer acquisition).  

4.03.4 Content development ideas, incisive copywriting and (possibly – not necessarily) creation of multi-media presentations (when it’s the most effective way to deliver content).
4.03.5 Account management.

4.03.6 Design and Creative services.
4.03.7 Production / development services.

4.03.8 Consulting.
4.04 Performance Indicators:
Our measures of success will be: 
. Increased qualified traffic to the site (internal and external).
. Improved brand perception.

. Ivey.ca rated as a key contributor in the recruitment process as measured through student and candidate surveys.
. Decreased amount of time required by IT & internal staff to manage and maintain the site. 
4.05   Current Systems Architecture

The points outlined below describe some known operational requirements for any web project with Ivey: 

4.05.1 The current Richard Ivey School of Business infrastructure is based on a Microsoft Framework.  
4.05.2 Windows 2003 running IIS6 – v. 2003 and v. 2006
4.05.3 SQL Server – 2005  
4.05.4 Ms Exchange – 2003
4.05.5 Microsoft Commerce Server – 2002 
4.05.6 The core web authoring tool is Microsoft FrontPage 2003 soon to be sharepoint designer 2007
4.05.7 Backend systems are a mix of in-house developed software based on the asp.net 2 framework and third party systems such as Maximizer CRM and JSI Millennium. 
4.05.8 All websites must integrate seamlessly into our infrastructure.
4.05.9 Web analytics package is Livestats 
4.05.10  Any web design/development must adhere to Western’s accessibility guidelines, for reference, please see:  http://communications.uwo.ca/about/web_standards.htm
4.06 Vendors are requested to include the following information as part of their response:
4.06.1 A brief overview of your company organization (including the year your firm was established), principle locations and number of employees.  Provide a company organization chart depicting functional areas and head counts.
4.06.2 A description of your company’s services/product offering.
4.06.3 Primary and secondary contact names and roles (including phone numbers and email addresses) at your firm.

4.06.4 Professional biographies detailing qualifications of representative personnel who may work on the Ivey account and a description of any sub-contractors or partners you might need to employ to service Ivey.

4.06.5 A list of any awards and recognition your firm has received within the past 3 years.

4.06.6 A description of your website development and creative process.

4.06.7 A description of your process for knowledge gathering & understanding your clients’ needs and organizational challenges.  Please provide examples of any relevant experience and/or team experience with academic institutions or government bodies.

4.06.8 Your firm’s gross revenue and net income figures for the last 3 years (2003-2006).
4.06.9 List of your firm’s top five clients, citing services rendered and percentage of your business represented by each firm.

4.06.10  Three case studies that demonstrate your ability to deliver on the opportunity described. Format of the case studies should be as follows:

Business challenge

Project timeline

Approach / methodology

Solution

Results (how did this impact the client’s business e.g. % increase in sales) 

Please include URLs or design assets produced during the project

4.06.11 A description of your firm’s experience working with the technologies employed   in Ivey’s technical infrastructure.
4.06.12 Your preliminary observations / critique of the Ivey.ca site and how you would       improve upon it.

4.06.13 Two or three relevant customer references, including customer contact name and role, telephone number / email address and description of project(s) completed.
Please note: Key Dates

	Event
	Date

	RFI Sent to Vendors
	November 30, 2006

	Intent to Return Submission 
	December 7, 2006

	RFI Submission Date 
	January 23, 2007

	Notification of Vendor Qualification to Short-list
	February 9, 2007

	Vendor Presentation Dates
	To be arranged in February 


5.00
PRICING

5.01
Pricing must be in Canadian dollars, PST and GST extra.
5.02 Prices offered are to be fixed and guaranteed for the initial evaluation phase  outlined in 4.03.1. 
5.03 Proponents are to outline your pricing options, rates and future rate scaling including a breakdown of typical staff rates by skill area e.g. creative design, Project Management, etc.
6.00
PAYMENT TERMS

6.01
Normal payment terms are net 30 days after installation and acceptance.  Please specify in your proposal any payment terms that may differ e.g. 2% 10days.  

6.02
Western will not consider any prepayment terms.

7.00
SELECTION CRITERIA

7.01
The following criteria will be used to evaluate the proposals submitted:

1) Vendor Capabilities – includes depth of knowledge and resources, professionalism, creativity, references, company stability, track record, quality of response etc.
55%

2) Value - includes cost, fee structure, maintenance requirements, etc

25%

3) Service and Support







20%

7.02 Ivey will require a presentation from the short listed proponents.

7.03 Following evaluation of all submissions, Ivey also reserves the right to enter into negotiations with the Proponent(s) who offers the best overall value to them.  During such negotiations (if any), the scope of may be refined, responsibilities will be delineated, implementation issues clarified and the final terms and conditions of any contract will be determined.

7.04 If negotiations with the selected Proponent are unsuccessful, Ivey reserves the right in its sole discretion to enter into negotiations with any other Proponent(s).

Appendix A
IVEYRFP01-06
Questionnaire to be returned with your proposal
	No.
	Questions to be answered and returned with your quotation.
	Tick

if YES
	Tick if 

NO
	Comments

	1
	Have you provided notification per 3.04?
	
	
	

	2
	Have you responded to all sections?
	
	
	

	3
	Price Schedule provided?
	
	
	

	4
	Is your proposal valid for at least 3 months?
	
	
	

	5
	Have you enclosed a list of references?
	
	
	

	6
	Is your firm involved with any legal Proceedings?  If so, please provide a brief description as to their nature.  


	
	
	

	7
	Are there any owners or employees of your firm employed at Ivey or Western?
	
	
	

	8
	Have you included an authorized signature and all documents and the required copies?
	
	
	

	9
	Have you marked "Confidential" all aspects so considered?
	
	
	


Appendix  B,  IVEYRFP01-06
ACKNOWLEDGEMENT

SUBMITTED BY (Company): 
________________________________________  
Name:



_________________________________________

Address:


_________________________________________





_________________________________________





________________________________________

Telephone:


_________________________________________

Facsimile: 


_________________________________________

Email:



_________________________________________

I/We the undersigned are duly authorized to execute this Proposal on behalf of:



Name of Proponent


Authorized Signature



Name



Position

Dated at the 












City / Province

This 

  Day of ____________, 2007.
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