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ATTACHMENT D

(USC SUPPLIER QUALIFICATIONS RESPONSE)

Commitments

U.S. Communities views the relationship with an awarded Supplier as an opportunity to
provide maximum benefit to both the Participating Public Agencies and to the Supplier.

The successful foundation of the partnership requires commitments from both U.S.
Communities and the Supplier. U.S. Communities requires the Supplier to make the four
commitments set forth below (Corporate, Pricing, Economy, Sales) to ensure that
Supplier is providing the highest level of public benefit to Participating Public Agencies:

Corporate Commitment.
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The pricing, terms and conditions of the Master Agreement shall, at all times, be
Supplier’s primary contractual offering of Products and Services to Public
Agencies. All of Supplier’s direct and indirect marketing and sales efforts to
Public Agencies shall demonstrate that the Master Agreement is Supplier’s
primary offering and not just one of Supplier’s contract options.

Supplier’s sales force (including inside, direct and/or authorized dealers,
distributors and representatives) shall always present the Master Agreement
when  marketing  Products or  Services to Public  Agencies.

Supplier shall advise all Public Agencies that are existing customers of Supplier
as to the pricing and other value offered through the Master Agreement.

Upon authorization by a Public Agency, Supplier shall transition such Public
Agency to the pricing, terms and conditions of the Master Agreement.

Supplier shall ensure that the U.S. Communities program and the Master
Agreement are actively supported by Supplier’s senior executive management.

Supplier shall provide a national/senior management level representative with
the authority and responsibility to ensure that the Supplier’s Commitments are
maintained at all times. Supplier shall also designate a lead referral contact
person who shall be responsible for receiving communications from U.S.
Communities concerning new Participating Public Agency registrations and for
ensuring timely follow-up by Supplier’s staff to requests for contact from
Participating Public Agencies. Supplier shall also provide the personnel
necessary to implement and support a supplier-based internet web page
dedicated to Supplier’s U.S. Communities program and linked to U.S.
Communities’ website and shall implement and support such web page.

Supplier shall demonstrate in its procurement solicitation response and
throughout the term of the Master Agreement that national/senior management
fully supports the U.S. Communities program and its commitments and
requirements. National/Senior management is defined as the executive(s) with
companywide authority.
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Where Supplier has an existing contract for Products and Services with a state,
Supplier shall notify the state of the Master Agreement and transition the state to
the pricing, terms and conditions of the Master Agreement upon the state’s
request. Regardless of whether the state decides to transition to the Master
Agreement, Supplier shall primarily offer the Master Agreement to all Public
Agencies located within the state.

Pricing Commitment.
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Supplier represents to U.S. Communities that the pricing offered under the
Master Agreement is the lowest overall available pricing (net to purchaser) on
Products and Services that it offers to Public Agencies. Supplier’s pricing shall
be evaluated on either an overall project basis or the Public Agency’s actual
usage for more frequently purchased Products and Services.

Contracts Offering Lower Prices. If a pre-existing contract and/or a Public
Agency’s unique buying pattern provide one or more Public Agencies a lower
price than that offered under the Master Agreement, Supplier shall match that
lower pricing under the Master Agreement and inform the eligible Public
Agencies that the lower pricing is available under the Master Agreement. If an
eligible Public Agency requests to be transitioned to the Master Agreement,
Supplier shall do so and report the Public Agency’s purchases made under the
Master Agreement going forward. The price match only applies to the eligible
Public Agencies. Below are three examples of Supplier’s obligation to match
the pricing under Supplier’s contracts offering lower prices.

1.0.3.2.1 Supplier holds a state contract with lower pricing that is available to
all Public Agencies within the state. Supplier would be required to
match the lower state pricing under the Master Agreement and make
it available to all Public Agencies within the state.

1.0.3.2.2 Supplier holds a regional cooperative contract with lower pricing that
is available only to the ten cooperative members. Supplier would be
required to match the lower cooperative pricing under the Master
Agreement and make it available to the ten cooperative members.

1.0.3.2.3 Supplier holds a contract with an individual Public Agency. The
Public Agency contract does not contain any cooperative language
and therefore other Public Agencies are not eligible to utilize the
contract. Supplier would be required to match the lower pricing
under the Master Agreement and make it available only to the
individual Public Agency.

Deviating Buying Patterns. Occasionally U.S. Communities and Supplier may
interact with a Public Agency that has a buying pattern or terms and conditions
that considerably deviate from the normal Public Agency buying pattern and
terms and conditions, and causes Supplier’s pricing under the Master Agreement
to be higher than an alternative contract held by Supplier. This could be created
by a unique end-user preference or requirements. In the event that this situation
occurs, Supplier may address the issue by lowering the price under the Master
Agreement on the item(s) causing the large deviation for that Public Agency.
Supplier would not be required to lower the price for other Public Agencies.

Supplier’s Options in Responding to a Third Party Procurement Solicitation.
While it is the objective of U.S. Communities to encourage Public Agencies to
piggyback on to the Master Agreement rather than issue their own procurement
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solicitations, U.S. Communities recognizes that for various reasons some Public
Agencies will issue their own solicitations. The following options are available
to Supplier when responding to a Public Agency solicitation:

1.0.3.4.1 Supplier may opt not to respond to the procurement solicitation.
Supplier may make the Master Agreement available to the Public
Agency as a comparison to its solicitation responses.

1.0.3.4.2 Supplier may respond with the pricing, terms and conditions of the
Master Agreement. If Supplier is awarded the contract, the sales
would be reported as sales under the Master Agreement.

1.0.3.4.3 If competitive conditions require pricing lower than the standard
Master Agreement pricing, Supplier may submit lower pricing
through the Master Agreement. If Supplier is awarded the contract,
the sales would be reported as sales under the Master Agreement.
Supplier would not be required to extend the lower price to other
Public Agencies.

1.0.3.4.4 Supplier may respond to the procurement solicitation with pricing
that is higher (net to buyer) than the pricing offered under the Master
Agreement. If awarded a contract, Supplier shall still be bound by all
obligations set forth in this Section 3.3, including, without limitation,
the requirement to continue to advise the awarding Public Agency of
the pricing, terms and conditions of the Master Agreement.

1.0.3.4.5 Supplier may respond to the procurement solicitation with pricing
that is higher (net to buyer) than the pricing offered under the Master
Agreement and if an alternative response is permitted, Supplier may
offer the pricing under the Master Agreement as an alternative for
consideration.

Economy Commitment. Supplier shall demonstrate the benefits, including the
pricing advantage, of the Master Agreement over alternative options, including
competitive solicitation pricing and shall proactively offer the terms and pricing
under the Master Agreement to Public Agencies as a more effective alternative
to the cost and time associated with such alternate bids and solicitations.

Sales Commitment. Supplier shall market the Master Agreement through
Supplier’s sales force or dealer network that is properly trained, engaged and
committed to offering the Master Agreement as Supplier’s primary offering to
Public Agencies. Supplier’s sales force compensation and incentives shall be
greater than or equal to the compensation and incentives earned under other
contracts to Public Agencies.

1.0.3.6.1 Supplier Sales. Supplier shall be responsible for proactive direct
sales of Supplier’s Products and Services to Public Agencies and the
timely follow-up to sales leads identified by U.S. Communities. Use
of product catalogs, targeted advertising, direct mail and other sales
initiatives are encouraged. All of Supplier’s sales materials targeted
towards Public Agencies shall include the U.S. Communities logo.
U.S. Communities hereby grants to Supplier, during the term of this
Agreement, a non-exclusive, revocable, non-transferable, license to
use the U.S. Communities name, trademark, and logo solely to
perform its obligations under this Agreement, and for no other
purpose. Any goodwill, rights, or benefits derived from Supplier's
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use of the U.S. Communities name, trademark, or logo shall inure to
the benefit of U.S. Communities. U.S. Communities shall provide
Supplier with its logo and the standards to be employed in the use of
the logo. During the term of the Agreement, Supplier grants to U.S.
Communities an express license to reproduce and use Supplier’s
name and logo in connection with the advertising, marketing and
promotion of the Master Agreement to Public Agencies. Supplier
shall assist U.S. Communities by providing camera-ready logos and
by participating in related trade shows and conferences. At a
minimum, Supplier's sales initiatives shall communicate that (i) the
Master Agreement was competitively solicited by the Lead Public
Agency, (ii) the Master Agreement provides the best government
pricing, (iii) there is no cost to Participating Public Agencies, and
(iv) the Master Agreement is a non-exclusive contract.

1.0.3.6.2 Branding and Logo Compliance. Supplier shall be responsible for
complying with the U.S. Communities branding and logo standards
and guidelines. Prior to use by Supplier, all U.S. Communities
related marketing material must be submitted to U.S. Communities
for review and approval.

1.0.3.6.3 Sales Force Training. Supplier shall train its national sales force on
the Master Agreement and U.S. Communities program. U.S.
Communities shall be available to train regional or district managers
and generally assist with the education of sales personnel.

Participating Public Agency Access. Supplier shall establish the following

communication links to facilitate customer access and communication:

1.0.3.7.1 A dedicated U.S. Communities internet web-based homepage
containing:

(1) U.S. Communities standard logo with Founding Co-Sponsors
logos;

(2)  Copy of original procurement solicitation;

(3) Copy of Master Agreement including any amendments;

(4)  Summary of Products and Services pricing;

(5)  Electronic link to U.S. Communities’ online registration page;

and
(6) Other promotional material as requested by U.S.
Communities.

1.0.3.7.2 A dedicated toll-free national hotline for inquiries regarding U.S.
Communities.

1.0.3.7.3 A dedicated email address for general inquiries in the following
format: uscommunities@(name of supplier).com.

Electronic Registration. Supplier shall be responsible for ensuring that each
Public Agency has completed U.S. Communities’ online registration process
prior to processing the Public Agency’s first sales order.

Supplier’s Performance Review. Upon request by U.S. Communities, Supplier
shall participate in a performance review meeting with U.S. Communities to
evaluate Supplier’s performance of the covenants set forth in this Agreement.




1.0.3.10 Supplier Content. Supplier may, from time to time, provide certain graphics,
media, and other content to U.S. Communities (collectively "Supplier Content™)
for use on U.S. Communities websites and for general marketing and publicity
purposes. Supplier hereby grants to U.S. Communities and its affiliates a non-
exclusive, worldwide, perpetual, free, transferrable, license to reproduce,
modify, distribute, publically perform, publically display, and use Supplier
Content in connection with U.S. Communities websites and for general
marketing and publicity purposes, with the right to sublicense each and every
such right. Supplier warrants that: (a) Supplier is the owner of or otherwise has
the unrestricted right to grant the rights in and to Supplier Content as
contemplated hereunder; and (b) the use of Supplier Content and any other
materials or services provided to U.S. Communities as contemplated hereunder
will not violate, infringe, or misappropriate the intellectual property rights or
other rights of any third party

1.0.3.11 U.S. Communities Administration Agreement

The Supplier is required to execute the U.S. Communities Administration
Agreement unaltered (attached hereto as Exhibit 4) prior to the award of the
U.S. Communities contract. The Agreement outlines the Supplier’s general
duties and responsibilities in implementing the U.S. Communities contract.

The executed U.S. Communities Administration Agreement is required to
be submitted with the supplier’s proposal without exception or alteration.
Failure to do so will result in disqualification.
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SUPPLIER WORKSHEET FOR NATIONAL PROGRAM CONSIDERATION

Suppliers are required to meet specific qualifications. Please respond in the spaces provided after each
qualification statement below:

A

State if pricing for all Products/Services offered will be the most competitive pricing offered by
your organization to Participating Public Agencies nationally.
YES NO

Does your company have the ability to provide service to any Participating Public Agencies in the
contiguous 48 states, and the ability to deliver service in Alaska and Hawaii?
YES NO

Does your company have a national sales force, dealer network or distributor with the ability to call
on Participating Public Agencies in at least 35 U.S. states?
YES NO

Did your company have sales greater than $50 million last year in the United States?
YES NO

Does your company have existing capacity to provide toll-free telephone and state of the art
electronic, facsimile and internet ordering and billing?
YES NO

Will your company assign a dedicated Senior Management level Account Manager to support the
resulting U.S. Communities program contract?
YES NO

Does your company agree to respond to all agency referrals from U.S. Communities within 2
business days?

YES NO
Does your company maintain records of your overall Participating Public Agencies’ sales that you
can and will share with U.S. Communities to monitor program implementation progress?

YES NO

Will your company commit to the following program implementation schedule?
YES NO

Will the U.S. Communities program contract be your lead public offering to Participating Public
Agencies?
YES NO

Submitted by:

(Printed Name) (Signature)

(Title)

(Date



Target Completion

New Supplier Implementation Checklist After Award

1. First Conference Call One Week
Discuss expectations
Establish initial contact people & roles
Outline kickoff plan
Establish WebEXx training date

2. Second Conference Call One Week
Review Contract Commitments

3. Administrative Agreement Signed One Week
Lead Public Agency agreement signed

4. Supplier Login Established One Week

Complete Supplier initiation form
Complete Supplier product template
Create user account & user ID - Communicate to Supplier
5. Initial Sr. Management Meeting Two Weeks
Review commitments
Discuss National Account Manager (NAM) role & staff requirements
Discuss reporting process & requirements
Review kickoff plan
Determine field sales introductory communication plan
6. Initial NAM & Staff Training Meetings Two Weeks
Discuss expectations, roles & responsibilities
Introduce and review web-based tools
Discuss sales organization & define roles
Review with NAM
Review process & expectations with NAM and lead referral person
Discuss marketing plan and customer communication strategy
Discuss Admin process/expectations & provide admin support training
7. Review Top 10 Local Government Contracts Two Weeks
Determine strategies with NAM

8. Program Contact Requirements Two Weeks
Supplier contacts communicated to U.S. Communities Staff
Dedicated email
Dedicated toll free number
Dedicated fax number

9. Web Development

Initiate IT contact Two Weeks
Website construction Three Weeks
Website final edit Four Weeks

Product upload to U.S. Communities site Four Weeks




10. Sales Training & Roll Out

Regional Manager (RM) briefing - Coordinate with NAM One Week
Initial remote WebEX training for all sales - Coordinate with NAM Two Weeks
Top 10 metro areas - Coordinate with NAM & RM Four Weeks
Initiate contact with Advisory Board (AB) members Four Weeks
Training plan for other metros
11. Marketing
General announcement
1 Page Summary with Supplier contacts
Branding of program
Supplier handbook
Announcement to AB and Sponsors
12. Green Initiative
Identify Green Products Two Weeks
- Certifications
- New product identification
Identify green expert
Green reporting Six Weeks
Upload product to U.S. Communities website Four Weeks
- Product description
- Picture
- SKU
Green marketing material Six Weeks

- Approved by U.S. Communities

- Printed/ Images

- Articles/ Best Practices/ Supplier internal green practices
- Workshops

- Green tradeshows

- 3rd Party green Contractors
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SUPPLIER INFORMATION

Please respond to the following requests for information about your company:

Company
1. Total number and location of sales persons employed by your company in the United States;
Example:
NUMBER OF SALES CITY STATE
REPRESENTATIVES
13 Phoenix AZ
6 Tucson AZ
10 Los Angeles CA
12 San Francisco CA
6 San Diego CA
5 Sacramento CA
3 Fresno CA
Etc. Etc.
Total: 366
2. Total number and location of technical resources employed by your company in the United
States;
Example:
NUMBER OF
TECHNICAL CITY STATE
REPRESENTATIVES
13 Phoenix AZ
6 Tucson AZ
10 Los Angeles CA
12 San Francisco CA
6 San Diego CA
5 Sacramento CA
3 Fresno CA
Etc. Etc.
Total: 366

Number and location of offices in the United States (if applicable);

Number and location of support centers (if applicable);



5. Annual sales for 2009, 2010 and 2011 in the United States; Sales reporting should be segmented

into the following categories:
SUPPLIER ANNUAL SALES IN THE UNITED STATE FOR 2009, 2010, AND 2011
Segment 2009 Sales 2010 Sales 2011 Sales
Cities
Counties
K-12 (Pubic/Private)
Higher Education (Public/Private)
States
Other Public Sector and Nonprofits
Federal
Private Sector
Total Supplier Sales

6. Submit your current Federal Identification Number and latest Dun & Bradstreet report.

7. Provide a list with contact information of your company’s ten largest public agency customers.
U.S. Communities Advisory Board Members are to be excluded from the list provided. Provide a
list with contact information of five public agency customers that your company has lost in the
last twelve months.

8. Identify all other companies that will be involved in Oracle Products, Services and Solutions
provided to the end user.

9. Describe your partnership with Oracle. Include length of time as an Oracle Partner and status as a
Platinum or Diamond Partner.

10. If applicable, describe your company’s ability to do business with manufacturer, dealer,
distribution or service organizations that are small or MWBE businesses as defined by the Small
Business Administration.

Marketing

1. Outline your company’s plan for marketing the Products to state and local government agencies
nationwide.

2. Explain how your company will educate its national sales force about the Master Agreement.

3. Explain how your company will market and transition the Master Agreement into the primary
offering to Participating Public Agencies.

4. Explain how your company plans to market the Master Agreement to existing government

customers and transition these customers to the Master Agreement. Please provide the amount of
purchases of existing public agency clients that your company will transition to the U.S.
Communities contract for the initial three years of the contract in the following format within
your proposal.



a. $ .00 will be transitioned in year one.
b. $ .00 will be transitioned in year two.
C. $ .00 will be transitioned in year three.

Explain how your company proposes to resolve any complaints, issues or challenges.

Please submit the resume of the person your company proposes to serve as the National Accounts
Manager. Also provide the resume for each person that will be dedicated full time to U.S.
Communities account management along with key executive personnel that will be supporting the
program.

Products, Services and Systems

1.

Quality

5.

Provide a description of the Products, Services and Systems to be provided by the major product
category set forth in Paragraph 2.1 of the RFP. The primary objective is for each Supplier to
provide its complete product, service and solutions offerings so that Participating Public Agencies
may order a range of product as appropriate for their needs.

Provide a description of any Related Products, Services and Systems offered by Supplier. Include
any associated costs in Supplier’s Cost Proposal.

Describe any special programs that your company offers that will improve customers’ ability to
access Products, Services or other innovative strategies.

Describe the capacity of your company to broaden the scope of the contract and keep the product
offerings current and ensure that latest products, standards and technology for Workforce

Management System: Including Time, Attendance, Leave, Scheduling and any Other Related
Products, Services and Systems.

Describe your company’s customer support capabilities. Include information on whether any
functions of customer support are in-house, outsourced or subcontracted.

Describe your company’s quality control processes.
Describe your problem escalation process.

How are customer complaints measured and categorized? What processes are in place to know
that a problem has been resolved?

Describe and provide any product or service warranties.

Administration

1.

Describe your company’s capacity to employ EDI, telephone, ecommerce, with a specific
proposal for processing orders under the Master Agreement. State which forms of ordering allow
the use of a procurement card and the accepted banking (credit card) affiliation.



2. Describe your company’s internal management system for processing orders from point of
customer contact through delivery and billing. Please state if you use a single system or platform
for all phases of ordering, processing, delivery and billing.

3. Describe your company’s implementation and success with existing multi-state cooperative
purchasing programs, if any, and provide the entity’s name(s), contact person(s) and contact
information as reference(s).

4. Describe the capacity of your company to report monthly sales under the Master Agreement by
Participating Public Agency within each U.S. state.

5. Describe the capacity of your company to provide management reports, i.e. commaodity histories,
procurement card histories, green spend, etc. for each Participating Public Agency.

6. Please provide any suggested improvements and alternatives for doing business with your
company that will make this arrangement more cost effective for your company and Participating
Public Agencies.

Financial Statements

The Supplier shall include an audited income statement and balance sheet from the most recent reporting
period in its proposal.

National Staffing Plan

A staffing plan is required which describes the Supplier’s proposed staff distribution to implement and
manage this contract throughout the term of the contract. The staffing plan should indicate a chart that
partitions the time commitment of each professional staff member across the proposed tasks and a
timeline. It is mandatory that this section identify the key personnel who are to be engaged in this
contract, their relationship to the contracting organization, and amount of time to be devoted to the
project.

Environmental

1. Provide a brief description of any company environmental initiatives, including your company’s
environmental strategy, your investment in being an environmentally preferable product leader,
and any resources dedicated to your environmental strategy.

2. Describe your company’s process for defining green products or sustainable processes.

Additional Information

Please use this opportunity to describe any/all other features, advantages and benefits of your organization
that you feel will provide additional value and benefit to a Participating Public Agency.



