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1.  RFP ADMINISTRATIVE INFORMATION   tc \l1 "1.  RFP ADMINISTRATIVE INFORMATION
	RFP Title:
	IT Project Manager, Strategy & Technical Lead for the Enterprise Systems Roadmap Program

	RFP Project Description:
	This procurement will follow the Best Value Performance Information Procurement System (PIPS) developed by Dr. Dean Kashiwagi and the Performance Based Studies Research Group at Arizona State University.

	RFP Lead:
	Nancy Schwend, Sr. Buyer
Mailing Address:  

1910 University Drive
Boise, ID  83725-1210
Physical Address:

1129 Euclid Avenue

Boise, ID  83706

Email address:  nschwend@boisestate.edu 
Phone:  208.426.3363               Fax:  208.426.1152

	Purchasing Dept. Website (all RFP information and updates will be posted to this website):

	http://www.boisestate.edu/finad/purchasing/ 

	Validity of Proposal:
	Bid proposals are to remain valid for 120 calendar days after the scheduled RFP Closing Date.  Proposals submitted with a validity period of less than this will be found non-responsive and will not be considered.  

	Initial Term of Contract:
	Approximately June 27, 2010 through December 31, 2013.

	Vendor Best Value PIPS Training and Informational Session (not mandatory but STRONGLY suggested you attend.  This replaces the Pre-Proposal Conference):
	April 14, 2011,  9 a.m. – 11 a.m.

Boise State University Student Union Building

1910 University Drive

Jordan C Ballroom

Boise, Idaho

Corner of University Dr. and Lincoln Avenue



	Deadline To Receive Questions:
	April 19, 2011, 5 p.m. Mountain Time 

	RFP Closing Date:
	May 6, 2011, 5 p.m. Mountain Time

	RFP Opening Date:
	10:30 a.m. Mountain Time the following work day after closing.

 

	Vendor Interviews: 
	May 23, 2011 at Boise State University

	Prioritized Best Value Vendor Notified:
	May 24, 2011 

	Pre-Award Kick-Off Meeting:
	May 25, 2011 at Boise State University

	Anticipated Date of Contract Signing:
	June 24, 2011

	Start of Service:
	June 27, 2011


2.  PURPOSE / BACKGROUND
2.1
 
PURPOSE


Boise State University (University) is seeking an IT Project Manager, Strategy & Technical Lead, to



assist with their Enterprise Systems Roadmap projects/programs addressing planning, project 


management framework, communication, overall strategy and technical direction for various 


components of the Roadmap.


 
The University shall only consider proposals from proposers with a proven, successful 

 
background in the areas listed.  Each proposer shall furnish the required documents in the 

 
required format as outlined in this RFP in order to be considered responsive.

The procurement will follow the Best Value Performance Information Procurement System (PIPS).  Training in-person is strongly recommended and replaces the pre-bid conference.  The University expects to award this project to the Best-Value proposer based on the requirements in this RFP.  The proposer selected for award will be the proposer whose proposal is responsive, responsible, and the most advantageous to the University, as determined solely by the University.
2.2
BACKGROUND
 
2.2.1

Boise State University is a publicly-supported, multi-disciplinary institution of


higher education recognized by the Carnegie Foundation for outreach and 

community engagement.  The University has the largest student enrollment of any 

university in Idaho, with enrollment of 19,993 for the Fall semester of 2010.  The 

University’s main campus is located in Boise, Idaho with convenient access to the 

governmental institutions and commercial and cultural amenities located in the 

capital city.  The metropolitan area has a population of approximately 570,000.  

The University employed approximately 4,100 faculty and staff (including 1,500 


student employees) as of December 31, 2010.  The University administers over 125 baccalaureate, 73 masters and 4 doctoral programs through seven colleges.  The University is fully accredited by the Northwest Association of Schools and Colleges, and a number of the University’s academic programs have also obtained specialized accreditation.  Boise State is Idaho’s fastest growing research university and is the home of over 50 research centers and institutes, including the Center for Health Policy, the Center for Public Policy and Administration, the Environmental Science and Public Policy Research Institute, the Global Business Consortium, the Raptor Research Center, and the Hemingway Western Studies Center.  Sophisticated auxiliary units include athletics, housing, the student union, food services, the student health center, the student recreation center, Taco Bell Arena, the Morrison Center, and the bookstore. 

 



2.2.2
Boise State implemented its current ERP systems, PeopleSoft Financials and PeopleSoft 

Human Resources/Campus Solutions (PS-FS and PS-HRCS, respectively), in 

1998.   At the time, particularly in the case of Campus Solutions, core functionality 

was not fully developed and/or delivered by PeopleSoft.  Boise State met this challenge 

with a large number of customizations to meet business needs.  The systems 

have been upgraded several times since the original implementation.  Although 

the delivered core functionality is now stable and mature, Boise State has continued to 

remain highly customized.

2.2.3
The following chart depicts the current modules in use by the University.

	Boise State University  EAS Summary

	Enterprise Application System
	Version
	Modules Implemented

	Campus Solutions (combined database/application with Human Resources through v9.0)
	9.0
	Campus Community, Admissions, Financial Aid, Academic Advisement, Student Records, Student Financials

	Human Resources (combined database/application with Campus Solutions through v9.0)
	9.0
	Human Resources, Base Benefits, Payroll, Time & Labor, Workforce Admin, Personal Portfolio,  eProfile, ePay

	Financials
	8.8 (on extended support)
	General Ledger, Expenses, Accounts Payable, Asset Management, Purchasing


2.2.4
The University has a multi-platform environment consisting of eight IBM RS6000 servers (using AIX 5.2 and Oracle 11g) which run the University’s PeopleSoft development, test, and production database and application servers.  During fiscal year 2012, the University will upgrade the infrastructure for the PeopleSoft enterprise systems to Intel-based platforms running Red Hat operating systems, with Oracle 11g for the databases.  OIT also manages and supports a Win2003/2008 server network which is highly virtualized using VMWare.  There are approximately three thousand PCs running with Windows 2003/2007, and Windows XP, as well as approximately six hundred Apple workstations on campus.  The University has standardized on Microsoft desktop applications for the business of this University.


2.2.5
With Oracle’s move to a continuous release model for maintenance and “Feature Packs (FPs)”, it has become critical that the University manage their systems with an eye towards limited and strategic customization to ensure that delivered upgrades and enhancements can be applied regularly, efficiently and as soon as possible after release from Oracle so as to retain the value of the University’s investment.  


2.2.6
In addition, all business processes that integrate at any point with the ERP systems need to be reviewed for best practices and efficiency in order to maximize the limited resources of the University while supplying superior customer service to the Campus.

2.3
ENTERPRISE SYSTEMS ROADMAP

2.3.1
For the reasons stated above, the University is embarking on an Enterprise Systems Roadmap Program over the next three years.  This RFP is for the IT Project Manager, Strategy & Technical Lead for the program and components potentially requiring PeopleSoft functional and/or technical consulting that has been defined at a high level as follows:



Phase 1: Foundations – to be completed by March of 2012

· Financial Chart of Accounts (Requirements & Design)

· HR Core (Requirements & Configuration Design)

· SOA Infrastructure and Development

· Research Management System (Requirements & Identification)

· Campus Solutions (Student) Training & Process Assessment 


Phase 2: Building – to begin in 2012 and be completed by the end of 2013

· PeopleSoft Finance 9.1 Project

· PeopleSoft HCM 9.1 & Separation from Student Project 

· Campus Solutions Core (Process, Configuration & Requirements)

Phase 3: Implementing – to begin in 2012 and be completed by the end of 2013

· Research Management System Implementation

· Finance 9.1 Go-Live

· HCM 9.1 Go-Live

· Campus Solutions 9 Project & Go-Live

2.4
SPECIFICATIONS / STATEMENT OF WORK – IT PROJECT MANAGER, STRATEGY AND TECHNICAL


LEAD

Details for this consulting job are identified in Exhibit 1.
3.  PROPOSAL REQUIREMENTS AND EVALUATION CRITERIA
Following the Best Value Performance Information Procurement System (PIPS) proposals will be evaluated based on the criteria outlined in this section.  The University reserves the right to add/delete/modify any criteria or requirement if the University deems it to be in their best interest (at the University’s sole discretion).  All addenda will be issued on the University’s Purchasing Dept. website (http://www.boisestate.edu/finad/purchasing/).

The University shall only consider proposals from financially responsible firms presently engaged in the business of providing IT project management consulting.  The vendor selected for award will be the vendor whose proposal is responsive, responsible, and is the most advantageous to the University, as determined by the University in its sole discretion. 
The University reserves the right to contact any Vendor to clarify any information in its proposal.  The University also reserves the right to request additional information not described in this RFP (such as detailed information about the financial strength/health of a company).  Vendors that do not, or cannot provide the requested information shall be considered non-responsive.
3.1
THE PROCESS
The client is applying a best value process to this selection.  The best value process consists of three (3) primary phases: 
1. Selection 

2. Pre-award period (agreement on scope, description of services using performance measurements if applicable, creation of contract w/ Weekly Risk Reports (WRR), Risk Management Plan (RMP), and all legal conditions)

3. Management by Risk Minimization (vendor manages and controls project using WRR/RMP) Client does quality assurance (ensure the vendor is using quality control, risk management program (WRR/RMP)).
Client’s quality assurance personnel are not limited to quality assurance, but can inspect the project on a periodic basis to assist the vendor.

3.2
The Selection Process
3.2.1
Submittals and Rating of Submittals Upcoming 

The first phase of the best value PIPS delivery is the selection phase. The selection phase uses six criteria, of which only four are rated by the selection committee.  The criteria are (See Attachments C & D):

1. Past Performance Information (PPI) of (5) similar projects (submitted by the bidder) and not rated or seen by the selection committee. (See Attachment D)

2. Technical Risk (TR) submittal (maximum of 2 pages).  Identify risk of other bidders on this project, and explain why bidder does not have the risk.  Identify impact.  Rated blind.  Document cannot have bidder’s name or any name or evidence that can identify the bidder.  TR submittal should have items that are supported with performance measurements (number of times, customer satisfaction ratings, time and cost deviation rates, safety record, difference from other bidders) (See Attachment C)

3. Non-Technical risk (NTR) submittal (maximum of 2 pages).  Identify risk that bidder does not control on the project, and how the bidder will manage and minimize the risk.  Identify impact.  Rated blind. NTR should have items that are supported with performance measurements (number of times, customer satisfaction ratings, time and cost deviation rates, safety record, difference from other bidders or key personnel.)  (See Attachment C)

4. Value Added (VA) submittal (maximum of 2 pages).  Identify what the client may have not included in their intended scope, and list cost, time, and quality impact.  Rated blind. All items which are above the minimum required intent of the owner should be listed in the VA submittal.  All items should be listed in terms of time, cost, or quality (service period or customer satisfaction numbers).  All items should be listed in terms of percentage of project cost. (See Attachment C) 

5. Cost Proposal. Cost Submittal broken out by major areas.  Not rated or seen by selection committee. (See Attachment E)
6. Interview of key project manager and others, proposed for the project.  Rated by the selection committee.  Boise State university will shortlist (if necessary) the top rated bidders based on the collected information (Cost, Milestone Schedule, Non-Technical Risk (NTR), Technical Risk (TR), and Past Performance Information (PPI).  The shortlisted Respondents will be required to participate in an interview period:

· Project Manager

Boise State University will interview individuals separately.  No other individuals (from the Respondents) will be allowed to sit in or participate during the interviews. Boise State University may request additional information prior to interviews.  

3.2.2
Important Notes

*All proposed team members must be available in person for interviews on the date specified in this solicitation.  No substitutes, proxies, phone interviews, or electronic interviews will be allowed.  Individuals who fail to attend the interview will not be given a score, which may jeopardize their competitiveness.  If awarded the project, all interview statements will become part of the final contract.

*All individuals that will be interviewed must be the same people that the bidder turned in past performance information on.
In order to minimize any bias, the TR,NTR and VA plan must NOT contain any names that can be used to identify who the Bidder is (such as company names, personnel names, project names, or product names). The TR, NTR, and VA, will be rated separately, but will be seen as a package by the raters.

Rating scheme: the rating scheme uses the concept of dominance.  The rating scheme is (1-10, 10 shows dominant information of performance, 1 shows dominant information that bidder is not a performer, and 5 shows that rater did not see dominant information to be able to predict performance.  For each rating, the procurement/contracting officer has the ability to check for dominance (but not required), and if there is no dominance, can change all ratings to a 5.  The definition of dominance means the use of performance measurements or relative measurements that predicts the future outcome.  Dominance can also be described as simple, easy to see, creates consensus, stands out from the normal submittal.  

It is not the responsibility of the selection committee to create differentials through ratings by using their bias or technical expertise.  It is the responsibility of the bidders to prove best value by describing capability and impact of their expertise in simple, dominant terms of cost, time, and quality.  If there is any doubt of the selection board member, the default rating is “5” if there is not dominant information that identifies high relative performance and value.     

Past Performance Information (PPI) shall be collected by the bidder on all key elements, and averaged based on the preset spreadsheet.  The forms shall be signed and rated by the appropriate rater.  

All raters will rate individually, and sign a statement that they have no prior information on any of the submittals or connections with any of the parties in the competition.  

The contracting officer shall collect the ratings and input the ratings into a selection matrix.  

If there are too many bidders in the competition, a short-listing will take place using the information collected to this point.  The number of short-listed bidders is up to the discretion of the contracting officer. 
3.2.3
Weights
The weighting of the selection criteria is in the following importance: 

1. (400 pts.) Interview.

2. (100 pts.) NTR.

3. (100 pts.) TR.

4. (100 pts.) VA.

5. (100 pts.) PPI.

6. (200 pts.) Cost.

The best value is the best value for the lowest cost.

Sub-bidders should submit their packages to the general bidder using performance and quality measurements also.  If submitted in the proper way, bidders will not be able to shop their solutions, because the only person who would know what the actual solution/or how the solution will be implemented is the creator.  In the pre-award phase, the client’s technical representatives will ask for this information.  

3.2.4
Dominance Check
The contracting officer (CO) will take the prioritization matrix of all the bidders and do dominance check.  The CO sees all the information and can do the following:

1. Check if the top prioritized bidder is within the budget.  If the bidder is not within the budget, the CO can eliminate the bidder, unless there is dominant information that convinces the CO otherwise.  

2. Check if the top prioritized bidder is within the predetermined percentage in cost to the next prioritized bidder.

3. Check if the top prioritized bidder’s price is lower than 10% below the average submitted cost.  If it is, unless there is dominant evidence shown, the CO can eliminate the bidder.  

Looking at the prioritization matrix, and all the submitted information, the CO can write-up a justification to go with the top prioritized or another bidder based on dominant information.  The CO is responsible to write up the justification, and can override the selection committee’s prioritization.  If the CO decides to change the prioritization, the CO must reprioritize the bidders, and give a simple explanation why the CO reprioritized the bidders.

The CO will lean toward the low price if no dominant information is available.  

3.3
Pre-Award/Clarification Phase

3.3.1
The steps of the pre-award or clarification phase are (See Exhibit 2):
1. The top prioritized bidder shall be notified and given a list of risks and concerns.  The identified Best Value (BV) bidder shall combine their own submitted risks and the new risks and identify the proactive method to minimize the risk, and if the risk happens, what will the bidder do.

2. The BV bidder shall coordinate with all appropriate critical elements, and also with the client’s technical PM or other experts to reconfirm costs, schedule, and quality.  

3. The BV will divide what will be delivered, and what is outside the scope of the project and how the risk will be treated.  

4. The BV bidder will identify a pre-award schedule, and a project schedule.

5. The BV bidder will create a WRR/RMP for the pre-award schedule, and for the project.  If the BV bidder cannot deliver a contract by the pre-identified date, they need to show dominant information that the pre-award period needs to be extended.

6. The BV bidder will organize a PA kickoff meeting, and give their proposal to the client.  

7. The BV bidder must now make a decision if they can deliver.  If they can, they will put together the contract, address any issues by the client’s technical staff, and send the draft contract for review and signature by buyer/owner.  

3.4
Management by Risk Minimization and Performance Measurement

3.4.1
Weekly Risk Report System
The Weekly Risk Reporting (WRR) is composed of all potential contacts, basic contract information, milestone schedule, risk sheet, modification/deviation tracking, risk management plan (RMP), and overview report.  It is a standardized format of PIPS that is a requirement of the project.  

The purpose of the WRR is to allow the Bidder to manage and document all risks that occur throughout a project.  Risk is defined as anything that impacts project cost, quality or project schedule.  This includes risks that are caused by the Bidder (or entities contracted by the Bidder), and risks that are caused by the client (scope changes, unforeseen conditions, etc).  The client's project \manager may also require the Bidder to document risks that may impact customer or the client satisfaction. (See ATTACHMENT E) 
4. SUBMITTAL FORMAT 

4.1
SUBMITTAL FORMAT 

All submittal documents must be on standard 8½” x 11” paper.  The proposal should be stapled (and not bound) to facilitate easy handling, photocopying, and reading by the Evaluation Committee.    No faxed or emailed proposals will be considered.   The proposal must be received by 5 p.m. Mountain Time on the date listed in Section 1 of the RFP.  Late submittals will not be considered.  

The proposal must be mailed or delivered in a sealed package.  Please make sure to submit the “Proposal Form” in a sealed envelope marked “Confidential Cost Proposal” along with the other required submittals. The package must contain the following information on the outside of the package:

1. Vendor’s Name

2. Vendor’s Address

3. RFP Project Name

4. RFP Number

Mail or deliver one (1) signed package, plus one (1) electronic copy on a CD or USB Drive to the RFP Lead at the address listed in Section 1.  Word or Excel format is required. The format and content must be the same as the manually submitted proposal.  The electronic version must NOT be password-protected or locked in any way.  If your proposal contains trade secret information which you have identified, also submit a redacted copy of the proposal with all trade secret information removed or blacked out as described in Paragraph 32, “Public Records,” State of Idaho’s SOLICITATION INSTRUCTIONS TO VENDORS.  http://adm.idaho.gov/purchasing/TCs/Solicitation_Instructions.pdf  The electronic file name should contain the word “redacted.”  
4.2
QUESTIONS AND INQUIRIES

The person listed as the RFP Lead Section 1 shall be the only contact for all communication regarding any aspect of this RFP process and its requirements. 

No phone calls will be accepted.  Responses to questions which involve an interpretation or change to this RFP will be issued in writing by addendum. All such addenda issued by the University shall be considered part of this RFP and posted at the website listed in Section 1.
Only formal written addenda shall be binding. Oral and other interpretations or clarifications, including those occurring at the Pre-Proposal Conference, site visits, etc. will be without legal effect.  Do not contact any University employee or representative regarding this RFP.



All questions must be submitted to the RFP Lead by the date and time noted in the tentative schedule, Section 1.    Questions must be submitted using Attachment F via email to the RFP Lead.  Official answers to all questions will be posted on the University’s website as an amendment as indicated in Section 1 of this RFP.


Questions regarding the State of Idaho Standard Contract Terms and Conditions found at http://adm.idaho.gov/purchasing/purchasingrules.html and incorporated in this RFP by reference must be submitted by the deadline to receive questions from the bidder, stated on Section 1 of the RFP.  The University will not negotiate these requirements after the date and time set for receiving questions.   Questions regarding these requirements must contain the following:


4.2.1.

The term or condition in question;  


4.2.2.

The rationale for the specific requirement being unacceptable to the bidder (define the 



deficiency); 


4.2.3 

Recommended verbiage for the University’s consideration that is consistent in content, 



context, and form with the University’s requirement that is being questioned; and


4.2.4.

Explanation of how the University’s acceptance of the recommended verbiage is fair 



and equitable to both the University and the vendor.

Proposals received that qualify the offer based upon the University accepting other terms and conditions not found in the RFP or which take exception to the University’s terms and conditions  will be found non-responsive, and no further consideration of the proposal will be given.  
If a vendor fails to notify the University prior to the proposal due date of a known error in the RFP or an error that reasonably should have been known to the Vendor, and if a Contract is awarded to that vendor, the vendor shall not be entitled to additional compensation or time by reason of the error or its correction.
5. GENERAL INFORMATION 

5.1
DISQUALIFICATION  

Carefully read the information contained in this RFP and submit a complete response to all requirements, specifications and instructions as directed.  Please be advised that failure to comply with all of the requirements, specifications and instructions in this RFP will be grounds for disqualification.

5.2
PROPOSAL VALIDITY 

The vendor’s proposal is a valid, firm, and irrevocable offer which the University may accept within 120 days from the proposal’s Due Date as stated in Section 1. The proposal, if accepted, shall remain valid for the life of the contract.
5.3
CONTRACT EXTENSION  

This RFP is based on providing services for an approximate 2-1/2 year period (mid-2011-2013).  The University may extend the IT Project Manager, Strategy & Technical Lead position provided the resource is still available.  The University shall provide written notice to the vendor of its intent to extend this contract at least thirty (30) days prior to the end of the initial term.  If the vendor does not desire to extend the contract, the vendor shall so notify the University in writing no later than ten (10) days after the date of the University’s notice of intent under this paragraph.  Any extension shall be under the same terms and conditions as the final year of the initial term of the contract unless otherwise negotiated and agreed to by the parties.
5.4
OWNERSHIP OF PROPOSALS 

All submittal contents become the property of the University, and may become a part of any resulting contract. Award or rejection of a proposal does not affect this right.  All TR/NTR/VA Plan risks will be made available to the potential Best-Value Vendor and to all vendors once an award has been made.  All TR/NTR/VA Plans risk solutions and value-added ideas will be kept confidential and will not be made public. 
5.5
PROPOSAL EXPENSE 

Under no circumstances shall the University be responsible for any proposal preparation expenses, submission costs, or any other expenses, costs, or damages of whatever nature incurred as the result of a vendor’s participation in this process. 
5.6
CLARIFICATION 

The University reserves the right to clarify, or seek clarification, on any submittal (this includes, but is not limited to, contacting past clients to verify performance, interviewing key personnel, performing additional investigating on the firm’s performance history, and requiring additional documentation or information to respond to any performance findings). 

5.7
CONSIDERATION OF PROPOSAL 

The Vendor selected for an award will be the Vendor whose proposal is responsive, responsible, and is the most advantageous to the University, as determined by the University in its sole discretion. The University anticipates that all vendors will have a fair and reasonable opportunity to provide service.
The University intends to award a contract, subject to the terms of this RFP, to the Best-Value Vendor.  The University may add, delete, or modify any requirement or statement in this solicitation if the University deems that it is in the best interest of the University.

The University reserves the right to reject any or all proposals and to reject a proposal not accompanied by any required data, or to reject a proposal that is in any way incomplete or irregular. The University shall reject all submittals from vendors where there has been collusion among the vendors. 
Any final analysis or weighted-point score does not imply that one vendor is superior to another, but simply that in the University’s judgment the Vendor selected appears to offer the best overall solution for the University’s current and anticipated needs. 
The University shall have the right to waive any non-material informality or irregularity in any proposal received and to advertise for new proposals where the acceptance, rejection, waiving, or re-advertising is determined by the University to be in its own best interest. The successful Vendor shall comply with all employment laws and regulations. 
5.8
CONFLICT OF INTEREST 

No employee, officer or agent of University shall participate in the selection, the award, or administration, of the contract if a conflict of interest, real or apparent, would be involved. Such a conflict would arise when one of the following has a financial or other interest in any firm proposing on or selected for the award:
1) The employee, or an officer or agent of the employee;

2) Any member of the employee’s immediate family;

3) The employee’s business partner; or

4) An organization which employs, or is about to employ any of the above.

The University’s officers, employees, or agents shall neither solicit nor accept gratuities, favors, or anything of monetary value from proposers, potential proposers, subcontractors, or other parties to sub-agreements whereby the intent could reasonably be inferred as influencing the employee in the performance of his or her duties or was intended as a reward for any official act on his or her part.

5.9
ACCEPTANCE OF RFP TERMS 

All terms and conditions contained herein shall become part of any subsequent contract that is awarded from this RFP. A proposal submitted in response to the RFP shall constitute a binding offer.
5.10
CERTIFICATION OF INDEPENDENT OFFER 
By submitting a proposal, the vendor certifies that in connection with this RFP:

a. The proposal has been arrived at independently, without consultation, communication or agreement with any competitor for the purpose of restricting competition.
b. Unless otherwise required by law, the offer cited in this RFP has not been and will not be knowingly disclosed by the Vendor prior to opening directly or indirectly to any other vendor.
c. No attempt has been made nor will be made by the vendor to induce another person or firm to submit or not submit a proposal for the purpose of restricting competition.

5.11
PROPOSAL SIGNATORY AUTHORITY 
Each person signing this proposal certifies that they are the person in the vendor's firm authorized to make the decision to make the offer.

5.12
TERMINATION 
The University may terminate the contract by providing the vendor with written notice thirty (30) calendar days prior to such date.  Vendor must complete the term.  
5.13
INSURANCE REQUIREMENTS
Vendors are required to maintain Worker's Compensation insurance as required by Idaho Statute for all employees engaged in the service, Commercial General Liability (CGL), Automobile Liability, and Professional Liability when applicable.  Minimum coverages for CGL are:  Each Occurrence/Annual Aggregate - $1,000,000/$2,000,000 endorsed to apply separately to each job site or location.  Automobile Liability minimum is:  Combined Single Limit (CSL) - $1,000,000.  Professional Liability minimum is - $5,000,000.  Upon request by the University, the vendor is required to provide a Certificate of Insurance with a minimum sixty (60) day cancellation notice, from an insurance company licensed to do business in the State of Idaho, with a minimum AM Best rating of A-, and signed by an authorized agent.  The certificate must show Boise State University and the State of Idaho as additional insured.  

5.14
UNIVERSITY MARKS / NEWS RELEASE / PROMOTIONS
University Marks-Boise State University’s registered trademarks, as well as other names, seals, 
logos, college colors and other indicia (“University Marks”) that are representative of the 
University may be used solely with permission of Boise State University.  Notwithstanding the 
foregoing, the University logo may be used in the RFP response for illustrative purposes only.  
No use may be made of University Marks in any document which implies any association with or 
endorsement of the services of the bidding company or any other third party.

5.15
ADVERSE INTERESTS
During the term of this contract and any extensions, the vendor will not provide services nor enter into any agreement to provide services to a person or organization that has interests that are adverse to the University (as defined by the University).  If the University believes that the vendor is violating this paragraph, the University will notify the vendor in writing by certified mail.  The University and the vendor will meet and discuss the alleged violation within thirty (30) days of such notice.
5.16
INDEPENDENT STATUS
This contract does not constitute and shall not be construed as constituting a partnership or joint venture or an employee-employer relationship or one of principal and agent, it being understood that the vendor and the University are, and shall remain, independent contractors in all aspects.
5.17
APPEALS
 An appeal by a vendor of a bid specification, a non-responsiveness determination, or the award of a bid is governed by the Boise State University Purchasing Appeals Process, and must be filed in accordance with that process, which can be found on the Internet at http://www.boisestate.edu/finad/purchasing/docs/purchasingappealsprocess.pdf
5.18
DEFINITIONS  

· Bidder – Firm or organization that is submitting a proposal in response to this RFP
· BV – Best Value

· Client – Boise State University

· CO – Contracting Officer

· IT – Information Technology
· NTR – Non-Technical Risk

· PA – Pre-Award

· PIPS – Performance Information Procurement System

· PM – Project Manager

· PPI – Past Performance Information

· Proposer – Company or organization that is submitting a proposal in response to this RFP

· TR/NTR/VA Plans – Technical Risk, Non-Technical Risk Plan and Value-Added Plan

· RFP – Request for Proposal

· RMP – Risk Management Program

· State – State of Idaho
· TR – Technical Risk
· University – Boise State University
· VA – Value Added

· Vendor – Company or organization that is submitting a proposal in response to this RFP
· WP – Work Plan

· WRR – Weekly Risk Report

· WRRS – Weekly Risk Reporting System 
5.19
ATTACHMENTS & EXHIBITS
	ATTACHMENT A
	RFP COVER PAGE

	ATTACHMENT B
	PROPOSAL FORM/SIGNATURE PAGE

	ATTACHMENT C
	TR, NTR AND VA SUBMITTAL

	ATTACHMENT D
	PAST PERFORMANCE INFORMATION (PPI) GUIDE

	ATTACHMENT E
	COST PROPOSAL

	ATTACHMENT F
	IT PROJECT MANAGER, STRAGEY AND TECH LEAD QUESTION FORM

	ATTACHMENT G
	QUALIFICATION QUESTIONNAIRE

	
	

	EXHIBIT 1
	STATEMENT OF WORK

	EXHIBIT 2
	PRE-AWARD PHASE AND WEEKLY RISK REPORT (WRR) GUIDE


ATTACHMENT A
RFP COVERPAGE
The Vendor must complete and submit this Attachment.  This Attachment shall be the cover page for the Vendor’s Proposal.  

	Project Number:
	RFP #

	Project Name:
	


	Vendors Name:
	

	Address:
	

	City:
	

	State:
	

	Zip Code:
	

	Point of Contact for this RFP:
	

	Phone:
	

	Fax:
	

	Email:
	


The following documents are required for this proposal (please mark off each document to acknowledge that you have submitted the document in the proper format):
	 FORMCHECKBOX 

	Attachment A
	Complete and staple as cover page in your proposal (no binders)

	 FORMCHECKBOX 

	Attachment B
	Fill in all required information on Proposal Form

	 FORMCHECKBOX 

	Attachment C
	Complete and submit Technical Risk Plan

	 FORMCHECKBOX 

	Attachment C
	Complete and submit Non-Technical Risk Plan

	 FORMCHECKBOX 

	Attachment C
	Complete and submit Value Added Plan

	 FORMCHECKBOX 

	Attachment D
	Email a “Reference List” for each critical component

	 FORMCHECKBOX 

	Attachment D
	Compile and submit surveys for each critical component

	 FORMCHECKBOX 

	Attachment E
	Cost proposal form
	

	 FORMCHECKBOX 

	Section 3.2.1
	Cost breakout

	 FORMCHECKBOX 

	Attachment G
	Complete all required information


ATTACHMENT B

PROPOSAL FORM
The Proposal Form must be submitted in a sealed envelope marked “Confidential Cost Proposal.”

SECTION 1 - CRITICAL TEAM MEMBER
	Name of Vendor:
	

	Name of IT Project Manager, Strategy & Technical Lead*:
	


* If awarded the contract, this individual cannot be switched for the duration of the contract unless permitted by the University’s Project Director.
[image: image2.png]



SECTION 2 – ADDENDA ACKNOWLEDGEMENT 

Vendor acknowledges receipt of the following addenda, and has incorporated the requirements of such addenda into the proposal (List all Addenda issued for this RFP):
	No.  
	Date 
	
	No. 
	Date 
	
	No.  
	Date 

	No.  
	Date 
	
	No. 
	Date 
	
	No.  
	Date 


[image: image3.png]



SECTION 5 – DISCLOSURE PURSUANT TO EXECUTIVE ORDER 2007-09, STATE OF IDAHO

Applies to Bids, Quotes or Proposals offering services or the development, sale or lease/licensing of software.  If you Bid, Quote or Proposal does not involve one of these, do not complete.  

Name of Vendor:_____________________________________________________________

BID or RENEWAL NUMBER:_________________________________________________ 

Pursuant to Executive Order 2007-09, the vendor named above hereby discloses: 

By Vendor: Services under any resulting contract, or related to the development sale or lease/licensing of computer software under any resulting contract will be performed by vendor in the following countries (including the United States): 

Country                                                                                           Description of work 

	 
	
	 

	 
	
	 


By subcontractor(s): Services under any resulting contract, or related to the development, sale or lease/licensing of computer software under any resulting contract will be performed by subcontractors of vendor in the following countries (including the United States): 

Country                                               

Description of work and subcontractor name 

	 
	
	 

	 
	
	 


The selected exceptions to Executive Order 2007-09 should apply. 

_____The vendor or its subcontractor provides a unique service or software and no comparable domestically provided service or software can adequately match the unique features of that provided by the vendor or its subcontractor; or 

_____The vendor or its subcontractor is a foreign firm hired to market Idaho services or products to a foreign country; or 

_____The vendor or its subcontractor maintains a significant business presence in the United States and will perform only a de minimus portion of work under the contract outside the United States. 

Please provide a brief narrative to explain each of the exceptions identified. Add additional pages as necessary.
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SECTION 6 – SIGNATURE
The person signing this Proposal certifies that they have the authority to make the offer for their firm.  The signature must be an original signature signed in blue ink.

	

	Name of Company


	Street Address
	
	State
	
	Zip Code



	Company Website

	
	
	

	Printed Name of Company Representative
	
	Federal Tax ID

	
	
	

	Signature of Company Representative
	
	Date

	
	
	
	
	

	Email
	
	Phone
	
	Fax



<< Please make sure to submit this Attachment in a SEALED Envelope along with the other required Attachments >>
ATTACHMENT C
Technical Risk (TR), Non-Technical Risk (NTR) and Value Added (VA) Submittal

1
Addressing the TR, NTR, and VA Submittal
The format for the TR, NTR, and VA plan is attached.  The submittals should clearly address the following items in a simple, dominant manner using performance measurements, relative performance information, quality in terms of customer satisfaction, longevity, minimize level of maintenance, etc:
The TR and NTR Plans should:
1. List and prioritize the major risk items.  Include a cost ($), time, service or quality differential for every risk.

2. Explain how the Vendor will minimize the risk items.  The selection committee is looking for differences.  Client will assume that all cost related items identified in the TR and NTR portion of the submittal have already been included within the vendor’s bid amount.   

The VA Plan should clearly address the following item:

1. Propose any options that could increase the value (expectation or quality) of the Vendor’s service.  List any value or differential that the Vendor is bringing to the project, it size or impact to the level of value, and how the Vendor will measure the value added during the course of the service to ensure it is meeting its proposed levels. Client will assume that all cost related items identified in the Value Added submittal have not been included within the vendor’s bid amount (financial proposal).

REMEMBER No names!!!  In order to minimize any bias by the client, the all submittals must not contain ANY names (such as firm name, supplier names, personnel names, project names, product names, or company letterhead). The submittals should not contain any marketing information. If a submittal contains any names, it could result in penalties or disqualification.

REMEMBER Length!!!  The client’s goal is to make the selection process as efficient as possible.  Efficiency is to minimize the effort of all participants. The submittals should not exceed the page limit specified in section 7.  

2
TR and NTR Template

All cost impacts associated with these risks/solutions must be included in your base cost.

	Risk 1:  
	

	Solution:  
	

	Impact:
	


	Risk 2:  
	

	Solution:  
	

	Impact:
	


	Risk 3:  
	

	Solution:  
	

	Impact:
	


	Risk 4:  
	

	Solution:  
	

	Impact:
	


3
VA Template
All cost impacts associated with this value added options must NOT be included in your base cost.

	Item 1:  
	

	Impact: 
	Cost ($)
	
	
	
	


	Item 2:  
	

	Impact: 
	Cost ($)
	
	
	
	


	Item 3:  
	

	Impact: 
	Cost ($)
	
	
	
	


	Item 4:  
	

	Impact: 
	Cost ($)
	
	
	
	


ATTACHMENT D
Past Performance Information (PPI) Guide

SECTION 1 – PPI PROCESS SUMMARY

To assist the client in identifying the highest past performance of a vendor or individual, the following process will be used (as outlined in the figure below):

1. The Vendor will prepare a list of past clients that will be sent surveys (called a “Reference List”)

2. The Vendor will prepare survey forms and send them to their past clients

3. The past clients will send their surveys back to the Vendor. 

4. The Vendor will compile all of the surveys and submit the surveys with their proposal

5. The ratings will then be averaged together to obtain a firm’s past performance rating

[image: image1]
Figure 1: Survey Process
SECTION 2 – CREATING AND SUBMITTING A REFERENCE LIST
1. All critical key components (Vendor and Individuals) must create a list of past clients that will evaluate their past performance.  This will be referred to as a “Reference List”.
The “Reference List” must be submitted on a MS Excel spreadsheet.  A template is provided on the internet and can be downloaded at: http://cayusecreek.boisestate.edu/purchasing/purchasing_bidopportunities.php
2. The following are the critical components that will be evaluated (or those that most closely match the intended positions identified by Client):
	Key Component
	# of Surveys

	The Vendor
	5

	The Project Manager
	5


3. The Vendor is responsible for selecting their team, selecting the list of past clients, and for the performance ratings of their critical key components.

4. The reference list should include the firms “best” projects.  Credit will be given to Vendors with more high performing surveys from different individuals.

5. The Reference List must include the following (All fields are required.  If you do not submit all the information required, there will be no credit given for the reference).

	CODE
	A unique (different) number assigned to each project 

	FIRST NAME
	First name of the person who will answer customer satisfaction questions.

	LAST NAME
	Last name of the person who will answer customer satisfaction questions.

	PHONE NUMBER
	Current phone number for the reference (including area code).

	FAX NUMBER
	Current fax number for the reference (including area code). 

	CLIENT NAME
	Name of the company or institution that the work was performed for

	PROJECT NAME
	Name of the project

	PROJECT DURATION 

[MM/DD/YYYY] to [MM/DD/YYYY] 
	Duration of project

	Project Description
	Brief description of the type of project

	Project Size
	

	COST OF PROJECT
	Overall cost of project. 


6. The data in the reference list must be submitted in electronic format on a MS Excel spreadsheet file. (See Section 4)
7. The reference list must contain different projects.  You cannot have multiple people evaluating the same project/service.  However, one person may evaluate several different service projects.

8. The past projects may contain completed past projects and on-going projects.

9. Please save the file as the name of the company (or individual) followed by “Ref List”.  For example, if you are submitting a reference list for “ABC Service Provider”, you should save the file as “ABC Service Provider Ref List”.

10. All key components/managers must submit their reference list in separate Excel files. 
SECTION 3 – PREPARING THE SURVEYS

1. After a “Reference List” is completed, the Vendor will be required to:

a. Prepare a survey questionnaire for each of their past clients (on the reference list)

b. Send the survey questionnaires to their past clients

c. Receive the survey questionnaires from their past clients

d. Submit the completed survey questionnaires to the client with your proposal

The following steps will assist you in completing the aforementioned tasks.

2. Each key component is responsible for sending out a survey questionnaire to each of their past clients. The survey questionnaire is provided in this document and can also be downloaded.

3. Each key component should enter the required information on the survey questionnaire:
a. Survey ID (Code)

b. Past clients contact information

c. Project information 

d. Name of the firm and/or individual being surveyed

The information must match the data submitted in the “Reference List” (see Figure 4).
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Figure 4: Example of Survey Form.  The information must match the excel file.

4. Vendor should modify the return information at the bottom of the survey with a contact person and an accurate fax number.  Remember, the survey will be sent from your past client to your firm (so you must enter a valid fax number).
5. All returned surveys should be evaluated and signed by the past client.  If a survey is not signed, it might NOT be counted.
6. Each key component is responsible for making sure that their past clients receive the survey, complete the survey, and return the survey back to the Vendor.

7. The past client must evaluate and complete the survey (you cannot have other consultants or third parties evaluate your performance).  The past client must sign the survey form to prove that they completed the survey.

8. All of the returned surveys should be packaged together and submitted with your proposal.  The scores of the submitted surveys will be used to compile the average Past Performance Information rating for the critical key components.

9. Client may contact the reference to clarify a survey rating, check for accuracy, or to obtain additional information.  If the reference cannot be contacted, the survey will be deleted and no credit given for that reference.

SECTION 4 - Sample Reference List

                                               
Survey Questionnaire – Boise State University
 (IT Project Manager, Strategy & Technical Lead)


	Survey ID
	

	To:
	
	

	
	(Name of person completing survey)

	Phone:
	
	Fax:
	

	Subject:   Past Performance Survey of:
	

	
	(Name of Company)

	
	

	
	(Name of Program Administrator)


 

Boise State University is implementing a process that collects past performance information on vendors and their key personnel.  The vendor/individual listed above has listed you as a client for which they have previously performed work on.   The University greatly appreciates your time in completing this survey. 

Rate each of the criteria on a scale of 1 to 10, with 10 representing that you were very satisfied and 1 representing that you were very unsatisfied.  Please rate each of the criteria to the best of your knowledge.  If you do not have sufficient knowledge in a particular area, please leave it blank.

	Client Name:
	
	Date Completed
	

	Project Name:
	
	
	


	NO.
	CRITERIA
	UNIT
	

	1
	Ability to meet client’s expectations
	(1-10)
	

	2
	Ability to provide technical direction
	(1-10)
	

	3
	Ability to provide project and strategic direction
	(1-10)
	

	4
	Ability to develop resources within the project(s)
	(1-10)
	

	5
	Ability to communicate 
	(1-10)
	

	6
	Ability to identify and minimize the user’s risk 
	(1-10)
	

	7
	Leadership ability (minimize the need of owner/client direction)
	(1-10)
	

	8
	Your comfort level in hiring the company/individual again based on performance
	(1-10)
	

	9
	Ability to address and manage change
	(1-10)
	

	10 
	Quality of work – Service and Product
	(1-10)
	


	
	
	

	Printed Name (of Evaluator)
	
	Signature (of Evaluator)


Thank you for your time and effort in assisting University in this important endeavor.  

Please fax the completed Survey to: XXX-XXX-XXXX
ATTACHMENT E

Cost Proposal Form
SECTION 1 – COST PROPOSAL
Total Cost (not to exceed, fully burdened rate): __________________ 

SECTION 2 – COST PROPOSAL OF VALUE-ADDED OPTIONS 
Provide the information below for potential Value-Added Options listed in Attachment E.  Indicate the increase or decrease to the fully-burdened Total Cost for Services for the items below:
	No
	CRITERIA
	Hourly
	Total Cost

	1
	
	$ 
	$ 

	2
	
	$ 
	$ 

	3
	
	$ 
	$ 

	4
	
	$ 
	$ 

	5
	
	$ 
	$ 

	6
	
	$
	$

	7
	
	$
	$ 

	8
	
	$
	$


ATTACHMENT F
IT PROJECT MANAGER, STRATEGY AND TECHNICAL LEAD QUESTION FORM
PLEASE DO NOT IDENTIFY YOUR NAME OR YOUR COMPANY’S NAME OR PRODUCT NAMES OF INTELLECTUAL PROPERTY IN YOUR QUESTIONS.

ADD ROWS BY HITTING THE TAB KEY WHILE WITHIN THE TABLE AND WITHIN THE FINAL ROW.

The following instructions must be followed when submitting questions using the question format on the following page.

1. DO NOT CHANGE THE FORMAT OR FONT.  Do not bold your questions or change the color of the font.

2. Enter the RFP section number that the question is for in the “RFP Section” field (column 2).  If the question is a general question not related to a specific RFP section, enter “General” in column 2.  If the question is in regard to a State Term and Condition or a Special Term and Condition, state the clause number in column 2.  If the question is in regard to an attachment, enter the attachment identifier (example “Attachment A”) in the “RFP Section” (column 2), and the attachment page number in the “RFP page” field (column 3).

3. Do not enter text in column 5 (Response).  This is for the University’s use only.

4. Once completed, this form is to be emailed per the instructions in the Section 1, RFP Administrative Information.  The email subject line is to state the RFP number followed by “Questions.”
ATTACHMENT F
IT PROJECT MANAGER, STRATEGY AND TECHNICAL LEAD QUESTION FORM
(Title of Service)

	Question
	RFP Section
	RFP Page
	Question
	Response

	1
	
	
	
	

	2
	
	
	
	

	3
	
	
	
	

	4
	
	
	
	

	5
	
	
	
	

	6
	
	
	
	

	7
	
	
	
	

	8
	
	
	
	

	9
	
	
	
	

	10
	
	
	
	

	11
	
	
	
	

	12
	
	
	
	

	13
	
	
	
	

	14
	
	
	
	

	15
	
	
	
	

	16
	
	
	
	

	17
	
	
	
	

	18
	
	
	
	

	19
	
	
	
	

	20
	
	
	
	


ATTACHMENT G
QUALIFICATION QUESTIONNAIRE

	No.
	Criteria
	Response

	1
	How many years has your company been continuously active in project and strategic management consulting (under the current business name)?
	

	2
	Provide the number of projects where the proposed resource has provided project management and technical direction for system implementations.
	 

	3
	Identify the number of ERP implementations where the proposed resource has served in a lead capacity (project or strategic management)
	 

	4
	Has the proposed resource implemented data warehouse and business intelligence applications in a University setting?
	  FORMCHECKBOX 
 Yes

  FORMCHECKBOX 
  No

	5
	Has the proposed resource implemented PeopleSoft ERP suites (Finance, Campus Solutions or HCM) in the last 5 years?
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	6
	Has the proposed resource implemented web applications or a portal in a University environment?
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	7
	Are you or your company currently disqualified, de-listed or barred from doing business with the State of Idaho or Boise State University?  (If you answer “Yes” your proposal will be disqualified)
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	8
	Are you or your company currently disqualified, de-listed or barred from doing business with any federal or state agency?
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	9
	Have you or your company provided similar project management consulting for other colleges or universities?
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	10
	Identify the number of similar project management consulting jobs that you or your company has managed:
	 FORMCHECKBOX 
 None

 FORMCHECKBOX 
 1-5

 FORMCHECKBOX 
 > 6 

	11
	Have any claims been made or lawsuits filed against you or your company for non-performance or inadequate performance as a project management consultant?  
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No

	12
	Is the proposed resource well versed in regulations that must be maintained within the ERP systems in Higher Education such as FERPA, HIPPA, GASB and others?
	 FORMCHECKBOX 
 Yes

 FORMCHECKBOX 
  No


EXHIBIT 1
STATEMENT OF WORK
IT Project Manager, Strategy & Technical Lead
1.
SERVICES TO BE PROVIDED

1.1  The services to be provided by COMPANY pursuant to this SOW are:

Task 1: COMPANY will provide a consultant to assist the UNIVERSITY in its Enterprise Systems Roadmap projects/programs to address planning, project management framework, communication, overall strategy and technical direction for the following components of the Roadmap: 

· Financial Chart of Accounts (Requirements Gathering & COA Design)
· HCM Core Review (Requirements, Process & Configuration Design)
· Academic Needs Assessment (Requirements, Priorities)
· Student (End User) Assessment
· iStrategy DW Implementation
· Document Imaging (Identification & Implementation)
· Unified Web Experience
· Documentation Repository
· Security and Identity Management
· IT Infrastructure Changes
· Research Management System (Identification & Implementation)
· PMO Establishment
· Finance 9.1 Upgrade
· CS Core (Process Assessment and Re-engineering, Configuration Review, & Requirements Definition)
· Campus Solutions 9 Project
NOTE on Task 1:  Each project above will require a separate project plan to be developed as well as communication and strategy.  The deliverables for this engagement will be to produce the stated plan, project management framework, communication plan, strategy and technical direction for each of the stated projects/programs.


Task 2:  COMPANY will provide documentation on any work completed by the 

Consultant.

Task 3: COMPANY will provide appropriate knowledge transfer for any work completed.  Knowledge transfer will be conducted with assigned UNIVERSITY staff members and will be reviewed by UNIVERSITY management to insure that all necessary information and items have been provided and are understood to the UNIVERSITY’S satisfaction.

Task 4: COMPANY will provide project management services for assigned projects.  Tasks expected in the management of assigned projects include but are not limited to:

· Management of the Project Resources
· Plan and Task Management

· Budget Management

· Running Team Meetings and Project Sessions

· Insuring Resources are Managed Effectively and Requested as needed

· Running or Managing user sessions and testing sessions

· Identifying scope changes and presenting those to the project leadership team

· Insuring that projects are delivered on time and budget

· Managing communications with the project leadership team, project team and the campus community

Task 5: COMPANY will provide technical consulting in the form of strategy and planning for core/foundational projects.  These projects would include items that are central to the roadmap and campus initiatives.  These projects include but are not limited to:

· Data Warehouse, Reporting and Business Intelligence

· Oracle User Productivity Kit

· Document Imaging and Management

· Service-Oriented Architecture and PeopleSoft Integration

· PeopleSoft Delivered Services, such as Equation Engine, 3C’s, and Process Scheduler

· PeopleSoft Security

· Web Application Integration with ERP


1.2  Unless otherwise specified in the Contract or arranged with the UNIVERSITY, a standard 


work week consists of forty (40) hours, typically delivered Monday through Thursday and 


excludes travel time.

· The Services described in this SOW will be provided at the UNIVERSITY location in Boise, ID or remotely as approved by the UNIVERSITY.

1.3  Out-of-Scope



Tasks established outside of the above-state projects and related tasks will be considered 


out-of-scope.  The UNIVERSITY will address alterations to the scope of this SOW through 


formal written change requests or addendum to this SOW.

2.
PROJECT COMMUNICATIONS

Status reports shall be submitted weekly.  A project status report will provide a:

· Summary of accomplishments

· Summary of planned items for the next period

· Summary of issues and change requests (if any) and general comments

· Summary of hours worked by resource

· Outstanding Questions or Tasks that require UNIVERSITY response.

3.
ADDITIONAL UNIVERSITY RESPONSIBILITIES
3.1  The UNIVERSITY shall be responsible for the overall project management, the technical 

infrastructure, and support during the implementation including, without limitation, 

knowledge and experience of the operating environment and database.  The UNIVERSITY 

shall be responsible for the technical architecture design, deployment, performance tuning 

and operations to support the Software including, without limitation, server hardware, 

database platform, operational procedures, and networking.

3.2  The UNIVERSITY shall provide input, review, and participation during performance of the 

Services, including, without limitation, requirements gathering, design, working sessions, 

and day-to-day engagement tasks.  The UNIVERSITY shall ensure that its employees make 

time available, and provide COMPANY personnel access to key users and technical 

personnel within the UNIVERSITY’S organization as it relates to the performance of Services.
3.3
The UNIVERSITY shall review and comment on draft materials prior to general publication in 


a timely manner.

3.4  The UNIVERSITY shall be responsible for establishing and following such change control 


procedures as it deems appropriate for this engagement.  The COMPANY shall be entitled to 


reply on any change order given to it by the UNIVERSITY, regardless of the form of such 


change order, as long as approval has been granted by the University Project Director.
4.
ACCEPTANCE CRITERIA

Deliverables and services under this SOW shall be deemed as accepted by the UNIVERSITY on 


the date of delivery unless the COMPANY receives written notice from the UNIVERSITY 


specifying the reason for non-acceptance after completion of the service.

5.
Expectation


The University expects the vendor to have the same individual on this project full time (5,520 

hrs over the course of 3 years)  
EXHIBIT 2
Pre-Award Phase and Weekly Risk Report (WRR) Guide

1
Overview

The Pre Award Phase is carried out prior to the signing of the contract.  The client’s objective is to have the project/service completed on time, without any cost increases, and with high customer satisfaction.  At the end of the project, the client will evaluate the performance of the Vendor based on these factors, so it is very important that the Vendor preplans the project to ensure there are no surprises.

It is the Vendor’s responsibility to ensure it understands the client’s subjective expectations.  It is not the client’s responsibility to ensure that the Vendor understands what their expectations are.  The Vendor is at risk, and part of the risk is understanding the client’s expectations.

The Pre Award Phase provides the Vendor with a final opportunity to protect itself, by allowing the Vendor to carefully pre-plan the project before an award is made.  The pre-planning should include all coordination and identification of all risks that cannot be controlled by the Vendor.

In many cases, one of the Vendor’s biggest risks (in terms of delivering the service with high satisfaction) is the client themselves.  Therefore, it is in the Vendor’s best interest to identify any issues or concerns ahead of time during the pre-award phase.  The Vendor should minimize their risk by creating documentation that puts them in control and eliminates any outside interference that could hinder them from performing.

2
Pre-Planning and Coordination

Once you are notified that you are the potential best-valued Vendor, you will receive a list of all risks identified by the other Vendors that proposed.  You may also receive an additional list of any client issues or concerns.

The client requires that the a Pre-Award Kick-Off Meeting is held after the client has reviewed and sent back comments on the Vendor's required Pre-Award Documents. The Vendor is expected to perform the following functions during the Pre-Award period:

· Re-visit the site to do any additional investigating.

· Coordinate with all parties that will be involved with the project.  Identify what concerns they have and determine solutions to resolve their concerns.  This may include consultants, subcontractors, and material suppliers to ensure that there are no inconsistencies with the requirements or delivery schedules.

· Identify where the risk lies on the project and make sure that all identified risks can be minimized.

· Identify any actions required by Client or client’s representatives.

· Identify all risks that the vendor does not control with a plan to mitigate the risks.

3
Pre-Award Documents
The objective of the Vendor’s Pre Award Document is to identify risk that the Vendor does not control or risk that is impacted by factors that the Vendor does not control.  The Vendor must also identify how they will attempt to minimize the risk.  If the Vendor does not identify the risk that they do not control, then the Vendor is stating the risk (stated or not stated) is under their control and a part of their contract to meet the intent of the client.  

The client will send the vendor the following information to prior to starting the pre-award period:

1. A preliminary milestone schedule for the pre-award period

2. A list of risks that other Vendors' submitted in the Selection phase

3. A list of client concerns and comments

4. Contact information for all major client personnel involved in the project. 

5. A summary of accepted/rejected/contemplating accepting value added items.

6. Weekly Risk Report template

The Vendor will then be expected to send back to the client for review the following Pre-Award documents:

1. A project financial summary.

2. A complete project milestone schedule.

3. A adjusted pre-award milestone schedule

4. Risk Management Plan (A list of all the risks/concerns given to the Vendor from the client and solutions to minimize each of the risks. The Vendor has the capability to combine risks that are duplications or explain why a risk is not valid).

5. A client action item list with dates the client must perform them by.

6. Performance measurements that will be used to determine performance.

7. Scope of Work

8. Weekly Risk Report

It is only after the Vendor turns in the Pre-Award documents and the client sends back comments to the Vendor on the documents that a pre-award kickoff meeting will be held. After the pre-award kickoff meeting is held the Vendor has then officially entered into the pre-award period and is expected to finalize all Pre-Award documents and complete all actions identified in section 2.

4
Pre-Award Meeting

The pre award meeting is held at the end of the pre award phase and is used to present a summary of what was developed and agreed upon during the pre award phase.  The pre-award meeting is not a question and answer session.  The Vendor must not wait for the meeting to ask questions. All coordination and planning with the client should be done prior to the meeting.

The Vendor should give a presentation, which walks the client through the entire project and summarizes all of the coordination/planning done during the pre-award period.  The Vendor should bring their team and all the documents specified in the Pre Award Document.  The Vendor should come with documents explaining what the client is responsible for in this project and should identify exactly what they want from the client with due dates.  The Vendor must convince the client that they have minimized all risks and will not be surprised once the project begins.  The pre-award meeting presentation (and meeting minutes, if applicable) will become part of the contract along with the other documents stated the Pre-Award Document.
5
Weekly Risk Report (WRR)
The Weekly Risk Report (WRR) is a tool for Client in analyzing the performance of the service based on risk.  The WRR is expected to take minimal effort.  The WRR does not substitute or eliminate weekly progress reports or any other traditional reporting systems or meetings that the Vendor may do.

The purpose of the WRR is to allow the Vendor to manage and document all risks that occur throughout a project.  Risk is defined as anything that impacts project cost or project schedule.  This includes risks that are caused by the Vendor (or entities contracted by the Vendor), and risks that are caused by the University (scope changes, unforeseen conditions, etc).  The Client may also require the Vendor to document risks that may impact customer or client satisfaction.

SUBMISSION
The weekly report is an excel file that must be submitted on Friday of every week.  The report is due every week once the Notice To Proceed is issued, until the project is 100% complete (and final payment is made).  Please contact the University Project Director if you have not received an electronic version of the spreadsheet (once the Notice To Proceed has been issued).  The report must be emailed to:

University Purchasing:  

nancyschwend@boisestate.edu 
University Project Director: 
scottaylor2@boisestate.edu 
University AVP IT:

maxdavis-johnson@boisestate.edu
Arizona State University:
jacob.kashiwagi@asu.edu 

The completed report must be saved using the date and name of the project given by the client (Format: YYMMDD_ProjectName; For example, ‘IT Project Manager, Strategy & Technical Lead’ for the week ending Friday, August 12, 2011, should be labeled ’110812_ITPMStrategyTechLead’).  Weekly Reports are to be emailed by midnight of each Friday.

REMEMBER:  The Pre Award Phase provides the Vendor with a final opportunity to protect itself, by allowing the Vendor to carefully pre-plan the project before an award is made.  If the Vendor does not identify a risk or risks that they do not control, then the Vendor is stating the risk (stated or not stated) is under their control and a part of their contract to meet the intent of Client.
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