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	DEPARTMENT OF THE AIR FORCE

HEADQUARTERS STANDARD SYSTEMS GROUP (SSG)

MAXWELL AIR FORCE BASE GUNTER ANNEX ALABAMA




MEMORANDUM FOR BPA INVITEE





21 Sep 04

FROM: HQ SSG/AQIH

501 East Moore Drive

Room 1400M (Bldg 884)

Maxwell AFB-Gunter Annex, AL 36114-3218
SUBJECT:  General Services Administration (GSA) Federal Supply Schedule (FSS) Blanket Purchase Agreement (BPA) Letter of Invitation for the Desktops, Laptops and Servers (DLS) Supplier Market Category (SMC)

1. The Air Force has developed and coordinated an enterprise strategy which includes requirements for a broad range of products in the Desktops, Laptops, and Servers (DLS) Supplier Market Category (SMC). Small business OEMs are invited to compete for a Blanket Purchase Agreement (BPA) which will hold the right to compete in future “quarterly enterprise buy” cycles and e-commerce AFWAY sales. The Air Force will make a best value analysis to determine which response(s) will result in issuance of a BPA(s).  This is not a formal solicitation under FAR Part 15 or a FAR Part 13 Simplified Acquisition, but an invitation to compete for a BPA under the terms of your GSA FSS contract in accordance with FAR Subpart 8.4.

2. HQ SSG intends to issue one small business OEM BPA to GSA FSS holder whose core business includes all categories of this DLS SMC under this solicitation.  Teaming arrangements are acceptable.  The Government reserves the right to issue one or more, or no BPA(s) at all, depending on the quality of responses and a best value analysis. The total length of this agreement will not exceed five years provided your (and your partner’s) GSA contract remains in effect; however, the BPA will be reviewed annually to evaluate BPA performance and Air Force requirements. BPAs may be discontinued, added or recompeted following this review. The Government estimates, but does not guarantee, that the total volume of purchases through the small business BPA(s) will have an aggregate value of $100M over 5 years.  There is no guaranteed minimum or ceiling; the Government will be obligated only to the extent of purchases actually made.

3. Responses will be evaluated to determine which company response(s) represent(s) the best value to the Government as explained in the Best Value Plan (Attachment 5).  It is the Government’s desire to establish BPA(s) with suppliers with a core OEM competency in this market supplier category and who has financial stability and capacity to deliver. Associated services, demonstrated strong past performance, quality products at significantly discounted prices, worldwide delivery, and successfully managed worldwide warranty support are other desired factors.  BPA(s) may be entered into after completion of a best value analysis.  OEM offerors must propose at least one desktop system and at least one laptop system, as specified in the Pricing Workbook. (Attachment 3). There are 6 (six) total mainstream configurations specified in the pricing workbook and only one product may be submitted for each configuration. For the OEM offerors, bidding on the server, tablet and the remaining desktop and laptop configurations are encouraged, but optional.  The Air Force expects to have direct purchase agreements with Dell, MPC, Gateway, and HP.  Your proposal shall not include core personal computing or server systems products from these companies.  The Government reserves the right to issue BPA(s) for all or some of the products proposed.
4. The BPA is at Attachment 1.  It includes Tabs A, B, and C.  An individual authorized to legally bind your company must sign the signature block located at the end of the BPA.

a. Tab A contains the Approved Products List (consolidation of Attachment 3) and details of the AFWAY requirements. 

b. Tab B contains the Delivery Order Status Report (DOSR) required by the BPA.

c. Tab C contains the Customer Usage Fee Check Report (CCR) required for this BPA.

Submit only one response to this BPA Invitation.  The response should include items a-f below. Deliver three hard copies of entire response to Anna Jackson, HQ SSG/AQIH (Attn: Anna Jackson), 501 East Moore Drive, Room 1400M (Bldg 884), Maxwell AFB-Gunter Annex, AL 36114-3218.  Include one electronic version of all documents (Microsoft Word format or Microsoft Excel format) using the prescribed naming conventions below on either a CD or 3.5” floppy disk.  Your response is due by 1200 CST hours on Friday, 8 Oct 04.  All information received will be safeguarded from unauthorized disclosure, in accordance with Federal Law.  Please ensure any sensitive information is clearly marked as such.   

a.
Signed Attachment 1, BPA (including Tabs A-C), (your company name_BPA.doc)
b. Completed Attachment 2, Questions and Answers (your company name_QA.doc)
c. Completed Attachment 3, Pricing Workbook. (your company name_Price.xls.)  The Product Configuration Spreadsheets in this workbook are not to be altered except when adding information requested in this paragraph.  Under the “Proposed Configuration” column, enter the configuration of your system for each “Minimum Desired Configuration”.  If the “Minimum Desired Configuration” says “specify”, then annotate the appropriate answer (“yes”,  “no”, or a very short description) according to the characteristics of your proposed system.  Under the “Upgrades/Variations” section, insert the GSA price with the GSA product number if applicable.  If an item is not available, insert “not available” or “NA”.  You may add additional items to the "Additional Offeror Proposed Upgrades/Accessories" section of Attachment 1, Tab A.  Addition of accessories to aid the handicapped is encouraged.
d. Completed Attachment 4, Past Performance Worksheet (your company name_PP.doc).  Return the completed Past Performance Worksheet to enable us to keep track of the surveys that we should expect to receive.   It is your responsibility to ensure that the Government receives seven past performance surveys from at least five different, relevant contracts, preferably.  All surveys must be sent to anna.jackson@gunter.af.mil or fax to 334-416-5796 DIRECTLY from the references provided, NLT 1200 CST, 18 Aug 04.
e. If desired, a two-page single-sided executive summary may be submitted, but do not include technical literature or attachments. (your company name_ES.doc)
f. A copy of the Terms and Conditions of your (and your partner’s) GSA contract(s) as well as proof the products you propose are on contract (e.g. a copy of your GSA catalog(s), or the approved product list directly out of the GSA contract(s).).  Include the name and phone number of the GSA point of contact.  (your company name_FSS.doc/xls)
INCOMPLETE SUBMITTALS OR FAILURE TO COMPLY WITH THESE INSTRUCTIONS MAY RESULT IN YOUR RESPONSE BEING ELIMINATED FROM FURTHER CONSIDERATION.

YOU MUST SUPPLY EVIDENCE THAT THE PROPOSED PRODUCTS ARE ON YOUR (OR IF PARTNERING, YOUR PARTNER’S) GSA FSS AT THE TIME OF PROPOSAL SUBMITTAL. 
5. Mistakes may be corrected by the contracting officer prior to BPA issuance if:  (1) an offeror requests permission to correct a mistake, (2) clear, convincing evidence establishes both the existence of the mistake and what the response actually intended, and (3) the correction will not result in displacing one or more lower offers (such a correction shall not be made unless the existence of the mistake and the response actually intended are ascertainable substantially from the invitation and the response itself).  Pricing errors discovered post BPA issuance will be handled as a mistake in your response in accordance with FAR 14.407-4, and will result in termination of the BPA if the corrected price significantly exceeds the original submission price.

6. All questions and clarifications regarding the invitation package shall be submitted via e-mail until 1200 CST, Friday, 8 Oct 2004.  Please ensure that there is no proprietary information in your question, since we intend to make the questions and answers available to all potential offerors via https://herbb.hanscom.af.mil/. If you have any questions, contact me at (334)416-2330 or via e-mail at anna.jackson@gunter.af.mil.  The fax number is (334)416-5796.



//SIGNED//








Anna Jackson

 






Contracting Officer

Attachments

1. BPA (Tab A, B, C)
2. Questions and Answers

3. Pricing Worksheet

4. Past Performance Information

5. Best Value Plan

6. Fee Calculation Worksheet

BLANKET PURCHASE AGREEMENT

A. Pursuant to General Services Administration (GSA) Federal Supply Schedule (FSS) Contract Number (Insert GSA Schedule Number) Blanket Purchase Agreement (BPA) provisions, a BPA is being entered into between «Organization», having its principal office at «Address», «City», «State»  «Zip», and Headquarters Standard Systems Group (HQ SSG)/AQ intending to be legally bound, agree as follows:

1. Main Emphasis.  This BPA will encompass DLS SMC that includes all non-ruggedized Desktop, Laptops, Tablets, Client Computing Devices, Departmental Servers, additional storage for existing SANs, associated peripherals, replacement parts, and associated services and accessories from your GSA FSS.   At any time during the duration of this BPA, the BPA holder may add any item currently available for ordering on its GSA FSS within the SMC; however, the Air Force (AF) reserves the right to direct immediate removal.  Open market micro-purchases will be allowed on this BPA.  Total micro-purchases on a single order shall be limited to items in direct support (adjunct items) of items being purchased and to the micro-purchase threshold.  Authorized purchasing offices will negotiate open market terms and conditions prior to order placement and identify them on the order.

2. BPA Term.  This BPA will be in effect for five years from award provided your GSA FSS contract remains in effect; however, the BPA will be reviewed annually to evaluate BPA performance and Air Force requirements.  BPAs may be discontinued or recompeted following this review. HQ SSG reserves the right to discontinue and replace this BPA at any time by 30 days written notice.

3. Authorized Users.  Authorized users include (1) The Department of Defense (DoD) (2) Other Federal agencies approved in writing by the HQ SSG Contracting Officer (3) DoD Contractors on contract to fulfill government requirements when authorized under the Federal Acquisition Regulation (FAR) Subpart 51.100 and the HQ SSG Contracting Officer. The BPA holder shall not accept orders from other Federal civilian agencies or contractors unless the order is accompanied by written authorization to order from the HQ SSG Contracting Officer.  

4. Obligation of Funds.  This BPA does not obligate any funds.  The Government will be obligated only to the extent of authorized purchases actually made under the BPA. 

5. Products.  Tab A contains the items that may be ordered at this time.  Other products and services may be added based on HQ SSG’s business plans and the BPA holder’s GSA FSS contract. 

All equipment shall be dual-voltage capable (where applicable), include all power and connection cables, and be ready for immediate use at the offered prices.  Any special voltage requirements will be appropriately annotated on individual orders.  Documentation shall be included with all equipment.

6. Pricing.
a. Tab A contains current prices for approved products and services.  Prices may be voluntarily reduced at any time.  The BPA holder shall immediately implement price reductions by applying the reduced price to all orders booked after price reductions occur.  New price reductions shall be published on AFWay, the AF Information Technology (IT) e-commerce website, and provided electronically to HQ SSG. 

b. All products and services, throughout the life of this BPA, shall include all fees due GSA and HQ SSG.   

c. Prices shall include shipping charges to destination.

d. Guaranteed Future Minimum Discounts (attachment 3)

e. A price indexing tool from a 3rd party may be incorporated into future pricing processes

7. Ordering.

ORDERS

a. Orders shall be processed via all of the following methods:  AFWay, facsimile, mail, and by email. Payment shall be made via Government Purchase Card (GPC) and Government payment offices.  This BPA will be used for all Air Force sales.

b. There are no minimum or maximum order requirements.

PROCESS

c. Vendor will participate in Air Force purchasing strategies and conform to all timelines and AFWay loading procedures and requirements to support the enterprise buy and purchasing strategy.

d. Complete product catalogs to include any modifications, additions, and deletions shall be submitted in the template format delineated in the AFWay Instructions detailed at Tab A.  BPAs will be terminated if the AFWAY catalog is not maintained.

e. All orders will be placed directly with the BPA holder.

f. All valid orders shall be accepted via AFWAY within two business days after receipt.  If the order was not placed via AFWay notification of acceptance shall be provided via direct electronic notification to the customer.  A valid order is defined as an order that requires no modification in order to process.  If an order requires modification, the BPA holder shall notify the ordering activity (via AFWAY for all AFWAY orders) within two business days after receipt. 

REPORTING

g. The vendor shall maintain status reporting on AFWay (order accepted, declined, shipped, delivered, complete invoice paid).  Entries shall be timely and accurate.

8.
Delivery.

a. All orders, both CONUS and OCONUS, shall be F.O.B. Destination; Ordering Contracting Officers may elect an APO shipping address for OCONUS locations in lieu of a commercial address.  

b. All shipments will be accompanied by a delivery ticket containing the following information:

(1) Name of supplier

(2) GSA FSS Contract Number

(3) BPA Number

(4) Model Numbers

(5) Order Number

(6) Date of Purchase

(7) Date of Shipment

(8) Nomenclature (e.g. itemized list of supplies or services to include quantity, unit price, and extension of each item).  Note:  unit prices need not be shown when incompatible with the use of automated systems, provided that the invoice is itemized to show the information.

(9) Name, title, and phone number of person placing order.

c. Delivery time of products to both CONUS and OCONUS locations are to be in accordance with the requirement of the GSA FSS following acceptance of a valid order. The BPA holder further agrees to the following Delivery times:  __________ CONUS (after receipt of a valid order) and __________ OCONUS (after receipt of a valid order).

d. Upon shipment of product(s), the Contractor shall e-mail notification to ordering Contracting Officer, the individual placing the order or the individual the order will be shipped to (if an e-mail address is provided).  The e-mail shall include when the order was shipped, the tracking number used by the common carrier, a WWW "hot-link," and/or toll-free number to the common carrier, if possible.

e. With “quarterly enterprise buys”, staggered shipping may be required and additional cost shall be included in “quarterly enterprise buy” bids.

9.
Invoices.  In the event of an inconsistency between the provisions of this BPA (including Federal Law, Federal Court, and Comptroller General Decisions) and the Contractor’s invoice, the provisions of this BPA will take precedence.  The requirements of a proper invoice are as specified in the GSA FSS contract.  For orders submitted via a Standard Form (SF) 1449 (Solicitation/Contract/Order for Commercial Items), invoices shall be submitted to the payment address specified in Block 18a of the SF 1449.

10. Payment.  The provisions of FAR 52.213-1 FAST PAYMENT PROCEDURE (FEB 1998) and FAR 52.232-33 PAYMENT BY ELECTRONIC FUNDS TRANSFER--CENTRAL CONTRACTOR REGISTRATION (MAY 1999) are incorporated into this Agreement.  These clauses are available in full text and located at http://farsite.hill.af.mil/.  NOTE:  In accordance with FARS, Subpart 213.4, FAST PAYMENT PROCEDURE, this provision is limited to orders less than $25,000.00.
11. Administrative Fees.

a. In addition to the .75% GSA Administrative Fee, the Contractor agrees to collect a usage fee on behalf of HQ SSG (currently 1.3%).  The agreement will be modified as necessary to reflect any changes in either the GSA or HQ SSG fee.  The HQ SSG usage fee shall be based on the actual value of those products shipped (not ordered) in the prior month.

b. Usage fee for open market items shall be based on the billed unit price.

c. Fee payment shall be made monthly to the AF by check or Automated Clearinghouse (ACH).  Checks shall be received no later than the 10th of the month following the monthly reporting period.  A Customer Usage Fee Check Report (CCR) shall be provided electronically, as described in Tab C.

d. Payment shall be made to:


DFAS OPLOC/PE


130 West Avenue, Suite A


Bldg. 603-2, Code FD


Pensacola, FL 32508-5120

e. Checks shall be marked “BPA Usage Fee – BPA # TBD”

f. The AF Program Manager, HQ SSG, shall be notified in writing of the check number, amount of payment, and date payment was transmitted, within one working day of the transmittal.

g. For DoD participation in the QEB, the 1.3% HQ SSG Fee will be shared. The AF will retain 1.0% and rebate 0.3% to ESI member organizations (USA, USN, DISA, DLA, DIA). Contractor is responsible to send rebate payment to member organization under these circumstances.
12. Reports.  The Contractor shall provide reports to HQ SSG combining sales for all items purchased under BPA # TBD.  The data shall be provided electronically in the Delivery Order Status Report (DOSR) detailed at Tab B, which shall be submitted twice per month covering the following periods:  from the 1st - 15th and from the 16th - end of month.  This report is due ten calendar days following the end of each reporting period.  The CCR detailed at Tab C, is due by the 10th day of each month for fees collected the previous month in accordance with Paragraph 11c.

Required metrics to be reported quarterly are:

(a) Percentage of associated services provided by small business

(b) Percentage of small business participation in day-to-day operations (services, supplies, etc.)

(c) Non AFWAY sales

(d) Average Delivery Time

13. Representations and Certifications.  The Contractor hereby certifies:

All software ordered shall be furnished with a perpetual, transferable, right-to-use license.  All software shall be furnished with no fewer rights than those provided to commercial customers.  The Air Force has an enterprise license agreement which supplies software upgrades for all active Air Force, Air Force Reserve and Air Force National Guard organizations including acquisition programs.  Excluded from this enterprise agreement are the Air Force Academy, Air University and Air Force Medical Services using academic or DoD license agreements.  Also excluded are purchases for computers that are not Intel-compatible (e.g. Apple).  Therefore, all software purchased with Air Force computers shall meet minimum requirements only.  Any pricing for hardware items shall not include duplicate costs for software other than the minimum requirement.
The Contractor is a small business at time of proposal submission.

14. Warranty and Maintenance.  All Desktops, Laptops and Servers shall carry 3-year warranties.  Additionally, the focal point for all warranty support shall be the BPA holder.  Individual product warranties are listed in the APL detailed at Tab A.  For warranty calls, xxxxx.
15. Product Proposals and Technical Refreshment - Product Changes.  

GSA Product Proposals:  The Contractor shall send electronic notification to HQ SSG of any technical refreshment to the product(s) available for ordering under this BPA at the same time the change is submitted to the GSA FSS for evaluation.

Technical Refreshment:  Proposed additions and substitutions shall be submitted electronically direct to AFWay.  No product/service shall be included which has not been formally added to the BPA holder’s GSA FSS, determined to be within the scope of the SMC, and conforms to the terms and conditions of the BPA (including pricing arrangements).  The BPA holder shall be responsible for:

1) Temporary removal and suspension of orders within 24 hours for any product/service challenged by the SSG/AQ Contracting Officer as nonconforming.

2) Immediate and permanent removal of any product determined by the SSG/AQ Contracting Officer as nonconforming or not on the GSA FSS.

i) Orders containing nonconforming items not accepted: The BPA holder shall immediately notify the customer that the item is not available for purchase.

ii) Orders containing nonconforming items accepted but not shipped:  The BPA holder shall immediately pull the item from processing and notify the customer the item is not available. 

iii) Orders containing nonconforming items already shipped:  The BPA holder shall immediately provide the order numbers, quantity, date shipped, total dollars, and the name and address of the customer to the HQ SSG Contracting Officer. 

16. Additional Value Added Features.  Include value added that you plan to provide the government under the terms and conditions of this BPA. Items included in the Questions and Answers of your proposal are also considered part of this BPA.
a. Disposition Services

b. Installation Services

c. Image Management

d. Asset Tagging

e. Help Desk Support

f. Promotion of Government Buying Standards

g. Ability to ship to OCONUS locations from OCONUS facilities to reduce shipping costs.

h. Warranty response times.

i. AFWay functionality.

By execution hereof, the person signing for the company below certifies that he/she is duly authorized to execute this agreement on behalf of the company.

_________________________________


__________________________

Signature/Date


Signature/Date

(Insert Name of Individual Authorized


Contracting Officer

to Bind the Company, Including Title)

APPROVED PRODUCTS LIST (APL)

IF OFFERED A BLANKET PURCHASE AGREEMENT (BPA), THIS SECTION WILL BECOME A PERMANENT PART OF THE AGREEMENT.  IT WILL CONTAIN THE APPROVED PRODUCTS FROM THE PRICING WORKBOOK (ATTACHMENT #4).

AFWay, the Air Force (AF) Information Technology (IT) e-commerce website, allows the AF and other qualified Government buyers to search, compare, configure, and purchase IT products and services directly from vendors. To facilitate the process of maintaining vendor product catalogs, we have developed a standardized Microsoft Access database.  The database allows you to submit a complete product catalog and indicate those items that are additions, modifications, or deletions. The format allows vendors to define a bundle product offering and include features, updates to features, and options for configuring a bundle online.

The instructions for uploading your product catalog onto AFWay are detailed at Tab A, Page 2.  To facilitate the catalog upload, we have included some database tips detailed at Tab A, Page 3 as well as validation rules for the tables, which are detailed at Tab A, Pages 4 – 5.

AFWAY INSTRUCTIONS

You have received a copy of an Access database to be uploaded to AFWay, the Air Force (AF) Information Technology (IT) eCommerce website.  The database is frequently updated and the most recent version is available under the “Vendor Docs” link.  This is how the product catalog will be entered.  

1. Log on to AFWay at https://afway.af.mil and create an account. 

2. Contact AFWay Customer Support at (334) 416-1185 to get assigned vendor privileges. 

3. Next time you log in, a link will appear on your user profile that will allow you to load your file to the server for processing.

4. Each night, the product files will be processed into the store and become your current catalog.  Note:  Each submission should contain your total product listing because it will replace everything that currently exists on the store.

There will be no approval process before your catalog is loaded on the store.  

This process contains validation rules that ensure a proper upload.

· Using the Access Form, you will not be allowed to enter a product that will not load into the store.  Also, when you upload the file, your products will be validated again.  Errors will be returned to your browser window.

· If you populate the Access database directly, your products will be validated when you attempt a file transfer.  Errors will be returned to your browser window.

Validation errors received while uploading will not allow the file to be processed.  You should correct the errors and resubmit the file.

The following validation rules will be enforced.

1. All desktops, laptops, servers, and workstations must have at least a processor, memory, and hard drive listed as a bundle.  These bundles must have parametric values.  

2. Printers are now treated as bundle items if they are configurable.  This means subcategories are now memory, NIC, etc.  The old subcategory (Laser, Inkjet) must be entered as a parametric unit.

3. Product ID, Unit of Issue, Prime Category, OEM, OEM Part Number, Description, Short Description, Contract Source, and Price are mandatory for all items.

4. Item Type, Product ID, Prime Category, Secondary Category, OEM, OEM Part Number, Description, Short Description, Contract Source, and Price are mandatory for bundles.  DO NOT add categories that aren’t currently listed without coordination with AFWay.

If you have any problems, please contact your Program Manager, AFWay Customer Support at (334) 416-1185 or e-mail webmaster.afway@gunter.af.mil.

AFWAY DATABASE TIPS

The Access database should be populated using your existing business system through a stored procedure, batch job, etc.  Once written, you could fire off the job anytime you needed an updated product catalog.  Someone from your Information Technology (IT) department should be able to write the job.  Here are some things, which you should be aware when populating the database.

tblAPL is the identifying information for the contract that you are reporting.  You assign ContractID and Mod_No.

tblProduct

APLID is assigned by you and is used to track the modifications to your catalog.

Product_rec no is the primary key for the table.  You assign it, and it must be unique.

Prime and Secondary Categories are from the tblCAT table - DO NOT ADD additional categories.

Unit of Issue is usually EACH.

Contract Source is always APL.

Parametric Unit and Parametric values are needed if the product doesn't have bundles associated with it.  For example, a hard drive sold by itself would have something like parametric unit GB and a parametric value of 40.

tblBundle

PRN is the foreign key (Product_Rec_no) from tblProduct

Bundle_Rec_NO is the primary key for the table and must be unique.

Item_Type is either Feature, Upgrade, or Option.

Parametric Unit and Parametric Values are required for all processors, hard drives, and memory. 

tblCAT, tblITEM_TYPE, tblOEM, and tblPARAMETRIC_UNIT are lookup tables for the values you need to populate tblProduct and tblBundle.

VALIDATION RULES FOR tblProduct

1) PRODUCT_ID (Part Number) is required.

2) UNIT_OF_ISSUE is required.

3) GENERAL_CAT_NAME, PRIME_CAT_NAME, SECONDARY_CAT_NAME, AND TERTIARY_CAT_NAME must be valid categories.  These will be validated against our master list of categories.

4) If GENERAL_CAT_NAME is “COMPUTERS” then PRIME_CAT_NAME must be “DESKTOP COMPUTERS” or “NOTEBOOK COMPUTERS” or “WORKSTATIONS” or “SERVERS” or “RUGGED LAPTOPS.”

5) If GENERAL_CAT_NAME is “COMPUTERS” then there must be bundles records with each of the following SECONDARY_CATEGORIES:  PROCESSOR, MEMORY, HARD DRIVE, VIDEO CARDS, NETWORK CARD, CD ROMS/DVD, WARRANTY, MONITORS, and (LAPTOPS ONLY) MODEMS.

6) If GENERAL_CAT_NAME is “PRINTERS” then a PRIME_CAT_NAME is required and a PARAMETRIC_UNIT is required.

7) If GENERAL_CAT_NAME is “ACCESSORIES” and PRIME_CAT_NAME is “HARDWARE” then a SECONDARY_CAT_NAME is required.

8) OEM is required and must be a valid spelling.  It will be validated against our master list of OEMs.

9) OEM_PART_NO is required.

10) DESCRIPTION is required.  Maximum length is 500.

11) CONTRACT_SOURCE is required.

12) CONUS or OCONUS price is required.  CONUS price must be lower than GSA.

VALIDATION RULES FOR tblBundle

1) ITEM_TYPE is required.  Must be either FEATURE, OPTION, or, UPGRADE.

2) PRODUCT_ID (Part Number) is required.

3) GENERAL_CAT_NAME, PRIME_CAT_NAME, SECONDARY_CAT_NAME, AND TERTIARY_CAT_NAME must be valid categories.  These will be validated against our master list of categories.

4) If GENERAL_CAT_NAME is “COMPUTERS” then PRIME_CAT_NAME must be “DESKTOP COMPUTERS” or “NOTEBOOK COMPUTERS” or “WORKSTATIONS” or “SERVERS” or “RUGGED LAPTOPS.”

5) If SECONDARY_CAT_NAME is “HARD DRIVE” then the PARAMETRIC_UNIT must be “GB.”

6) If GENERAL_CAT_NAME is “COMPUTERS” then the following SECONDARY_CAT_NAMEs must have a TERTIARY_CAT_NAME:  ADDITIONAL HARD DRIVES, ADDITIONAL PROCESSOR, CD ROMS/DVD, FLOPPY DRIVE, HARD DRIVE, KEYBOARDS/KEYPADS, MEMORY, MODEMS, MONITORS, MOUSE, NETWORK CARD, PROCESSOR, SOUND CARDS, TAPE DRIVES, VIDEO CARDS, WARRANTY, SOFTWARE – OPERATING SYSTEM, and SOFTWARE – APPLICATION.

7) There can be only one FEATURE per SECONDARY_CAT_NAME per product.

8) A SECONDARY_CAT_NAME that has a bundle record with the ITEM_TYPE of FEATURE can only have an ITEM_TYPE of UPGRADE for the other bundle records with the same SECONDARY_ CAT_NAME.

9) A SECONDARY_CAT_NAME that does not have any bundle records with an ITEM_TYPE of FEATURE can only have an ITEM_TYPE of OPTION for all the bundle records that have the same SECONDARY_CAT_NAME.

10) If SECONDARY_CAT_NAME is “MEMORY” then the PARAMETRIC_UNIT must be “MB”

11) If SECONDARY_CAT_NAME is “PROCESSOR” then the PARAMETRIC_UNIT must be “MHZ”

12) If GENERAL_CAT_NAME is “PRINTERS” then a PRIME_CAT_NAME is required and a PARAMETRIC_UNIT is required.

13) OEM is required and must be a valid spelling.  It will be validated against our master list of OEMs.

14) OEM_PART_NO is required.

15) DESCRIPTION is required.  Maximum length is 500.

16) SHORT_DESCRIPTION is required.  Maximum length is 15.

17) CONTRACT_SOURCE is required.

18) If ITEM_TYPE is “FEATURE” then CONUS, OCONUS, and GSA price must be set to zero.

19) CONUS price must be less than GSA price.

MISCELLANEOUS INFORMATION

1) In tblProduct, PRODUCT_REC_NO must be a unique number.

2) In tblBundle, PRN must be equal to PRODUCT_REC_NO in tblProduct so the bundle records can be associated with the correct products.

3) In tblBundle, BUNDLE_REC_NO must be a unique number.

4) In tblAPL, CONTRACT_NO is required.

DOSR
Format is located in Microsoft Excel file “DOSR Instructions (New).xls”

CUSTOMER USAGE FEE CHECK REPORT (CCR)

The Headquarters Standard Systems Group Acquisition Directorate (HQ SSG/AQ) requires all contract vendors to provide the following information on a monthly basis.  This data must be provided electronically as a Microsoft Excel Spreadsheet and emailed to ssg.ito@gunter.af.mil by the 10th of the month for the previous month’s order activity.  A scanned copy of the check must accompany the e-mailed CCR.  HQ SSG/AQ must receive data for all Customer Usage Fees paid.

Concept of Operations:

1. CCR will be submitted monthly and will contain a line for every order paid by the check.

2. Orders that have returns (credits) after the usage fee has been paid and reported will contain a credit entry (negative number) of the amount of the credit.

Table below is for each order:

	ITEM
	DATA ELEMENT
	DESCRIPTION
	TYPE
	LENGTH

	1
	Contract Number
	The number assigned to the contract by the HQ SSG Contracting Officer (CO).  Same as Item #1 on the DOSR.

Required.
	CHAR
	18

	2
	Order Number
	The order number as shown in Item #2 on the DOSR  

Required.
	CHAR
	20

	3
	Check Number
	The number of the check that was mailed to the Government for the Customer Usage Fee for the orders identified in Item #2.

Required.
	CHAR  
	12

	4
	Usage Fee for the Order
	Enter the usage fee for this order.

Required.
	DECIMAL
	8.2

	5
	Total Amount of Order
	The total value of the entire delivery order.  Same as Item #12 on the DOSR.

 Required.   
	DECIMAL
	8.2 


QUESTIONS AND ANSWERS

Request that each offeror submit answers to all of the questions listed below.  Your total response to questions 1-23 must be no more than 11 pages, single-sided, on standard 8.5” by 11” paper.  Responses will be used to further clarify each offeror's business practices.  Items in the answers below that are determined to be of value to the Government are subject to inclusion in the BPA (paragraph 16) if issued.

1. Describe any technical pre/post order support you currently provide or propose to supply to customers using this BPA.  Identify the level of support including methods of assistance, available times, etc. to be provided to customers including installation services.

2. What type of computer trade-in programs, disposal rebates or other disposal programs do you have available for use with this BPA?

3. Discuss your ability to provide image management for products offered. (i.e. loaded software configuration and desktop standardization ) Also discuss how you would interface with a central Air Force office that determines enterprise image requirements. (Note: that the Air Force has an enterprise agreement for Microsoft products that will be used for Microsoft software installed on computers.)
4. Asset tagging and inventory management are requirements of the Air Force. Discuss your ability to deliver asset tagging, RFID tags and other asset management capabilities.

5. The reporting requirements and participation in the AFWAY as described in the invitation are mandatory.  For Air Force spend analysis purposes, please identify any additional “no-cost, on-demand” type reporting and sales data you will provide. What types of additional data are available and how would the data be available? (Examples of desired data: detailed system configuration, mainstream vs non mainstream configuration reporting, price, delivery location, etc.)
6. The Air Force anticipates the need for vendors to be able to provide proposal responses within 5 business days from time to time. Discuss your ability to facilitate timely proposal response times. 

7. Discuss your strategy for communicating the availability of this BPA to Air Force customers and your efforts to direct business to this BPA. 

8. The Air Force buying standards (configurations) are now being updated on a quarterly basis. Discuss your ability to understand, track and then promote these current standards to your government customers. Describe how you will participate in the ITCC buying processes and strategy?  How will you support the Air Force’s objectives to (1) maximum purchases of mainstream configurations; (2) maximize use of the Quarterly Enterprise Buy process; and (3) maintain technical currency of the mainstream configurations considering price/performance/Air Force needs
9. Indicate how you would participate in Air Force road mapping discussions and your willingness to work in the planning and partnership activities with the Air Force Information Technology Commodity Council (ITCC). Also, indicate your willingness to participate in a future 3rd party price index process which may be implemented by the ITCC.

10. Identify the total annual GSA sales data for each category (desktops, notebooks, and severs) for the past twelve months.  Also include your anticipated projected annual sales goals for each.

11. How long has your company been in the desktop computer retail business and what is your future outlook for your company (1 year horizon)?  (Attach a copy of your company’s balance sheet for the most recent quarter. The attachment does not count toward the Q&A page restriction.)

12. What is your current available line of credit?

13. Describe your teaming arrangement, if any, and your plan to ensure sufficient availability of products and/or services to satisfy customer requirements.  How long have you worked with these partners in the Desktop, Laptops, Servers and/or Tablets markets? (Include a copy of your teaming arrangement. The attachment does not count toward the Q&A page restriction.)

14. Describe your proposed CONUS and OCONUS delivery methods and times for this BPA.  If you are teaming, identify your process to ensure compliance with these times.

15. The Air Force may require a large order to be delivered in staggered shipments. Discuss your warehousing capabilities and your ability to ship staggered delivery.

16. Discuss your total production capacity and your ability to meet a very large order of (example: 10,000) computers within a 30 day period and a 60 day period.

17. Describe your warranty response time(s) connected with this BPA.  Additionally, describe how you will provide worldwide onsite warranty support for these products, and the length of time you have been providing this service. Identify differences in warranty support for different products (desktops, laptops, servers and tablets).

18. For small businesses, affirm that you are currently certified as a small business. Discuss your ability to use small businesses for various products and services associated with the requirements of this BPA.

19. New systems should meet at a minimum, Intel’s Stable Image Platform Program (SIPP), Wired for Management (WfM) and Desktop Management Interface (DMI) specifications. Discuss your company’s adherence to these standards for use in products offered through this BPA.

20. What other certifications does your company have for the Desktop, Laptop and Server market? Discuss your certifications and relationships to major providers (eg. Microsoft, Intel).

21. Describe your ordering practices and ability for order fulfillment procedures including those proposed for this BPA. Describe how you will interface with AFWAY. Also, discuss your experience with on-line ordering.

22. The Air Force desires to reduce the number of Desktop Configurations that it manages at an enterprise level. Discuss your product stability and elaborate on your SIPP program practices.

23. What evidence of product quality can you offer? (examples: awards for product quality,  statistics of product failure rates, etc.)

*End of Questions Section*

Request that each offeror fill-in a reply to each of the following questions listed below.  Responses will be used to assist the contracting officer in filling out the DD 350.

CONTRACTOR IDENTIFICATION NUMBER:     
Enter your 9-position Data Universal Numbering System (DUNS) number assigned by Dun and Bradstreet Information Services to identify your unique business entities.

CAGE CODE:     
Enter your 5-position Commercial and Government Entity (CAGE) code that identifies the contractor plant or establishment.

CONTRACTOR NAME AND DIVISION NAME:     
Self-explanatory.

CONTRACTOR ADDRESS:     
Enter your address as stated in the BPA to include street address (and/or PO Box), city/town, state/country, and ZIP code, if applicable. Do not enter foreign postal codes.

TIN:     
Enter your 9-digit Tax Identification Number (TIN).  The number required by the IRS to be used by the offeror in reporting income tax and other returns.

PARENT TIN:     
Enter your parent company TIN, if applicable

PARENT NAME:       
Leave blank if there is no parent company TIN

PRINCIPAL PLACE OF PERFORMANCE:     
Enter the name of your principal place of performance (i.e. offeror home office, final assembly point for supply Software Publishers, and subcontractor’s location for supply where shipment is made from a subcontractor's plant).  When there is more than one location enter your home office.

TYPE OF BUSINESS:     
Enter one of the following codes: 

Code A - Small Disadvantaged Business Performing in U.S.

Code B - Other Small Business Performing in U.S.

Code C - Large Business Performing in U.S.

WOMAN-OWNED:
Yes
No




 FORMCHECKBOX 

 FORMCHECKBOX 

PRICING WORKBOOK

Located in Pricing Workbook DLS_1.xls (Microsoft Excel file)

PAST PERFORMANCE WORKSHEET

The Government highly prefers that you submit your company’s 7 most recent (relevant to this SMC) references, 5 should be Government references.  The Government references must be a Contracting Officer and a Program Manager or equivalent.  Relevance is determined by considering the products provided, dollar value, and worldwide delivery and warranty support capabilities.   Please refer to paragraph 6 of the Memorandum for BPA Invite Letter for more details.  Attached is the Past Performance Survey that must be returned NLT 1200 18 Aug 04.  The survey must be completed and returned by the past performance points of contact indicated in the charts below.  If any information changes you must notify Anna Jackson at anna.jackson@gunter.af.mil or call at 334-416-2330 immediately.  In addition, discuss any contractual vehicles (contracts, delivery orders, etc) terminated for default by a Contracting Officer affecting your company (or teaming partner) within the past five years.  Also, identify and describe all instances of a past debarment/suspension case and the outcome.  Failure to comply with these instructions may result in elimination from further consideration.

Reference #1

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #2

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #3

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #4

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #5

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #6

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #7

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #8

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #9

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


Reference #10

	  Procurement vehicle title/contract number:
	     

	  Type (e.g., ID/IQ, BPA, etc.):
	     

	  Period of Performance:
	     

	  Prime or sub:
	     

	  Description of products and services:
	     

	  Original procurement vehicle $ value:
	     

	  Sales to date $:
	     


	Primary points of contact 
	Name
	Agency
	DSN Phone
	Commercial

Phone
	Commercial

Fax
	E-mail

Address

	1. Program Manager:
	     
	     
	     
	     
	     
	     

	2. Contracting Officer:
	     
	     
	     
	     
	     
	     


4.  Identify all the performance awards or certifications received over the past five years, i.e. GSA Regional, 8(a) Company of the Year, the Malcolm Baldridge Quality Award, other Government quality awards, and private sector awards or certifications.

	2000
	2001
	2002
	2003
	2004

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


    (expand if necessary)

5.  The vendor may provide information on problems encountered on the contracts and subcontracts identified above and corrective actions taken to resolve those problems.  Companies should not provide general information on their performance on the identified contracts.  General performance information will be obtained from the references.

PLEASE ENSURE ALL THE ABOVE REFERENCED INFORMATION IS CORRECT.  
PAST PERFORMANCE QUESTIONNAIRE

DESKTOPS, PORTABLES, AND SERVERS SUPPLIER MARKET CATEGORY

The Air Force's Standard Systems Group in Montgomery, AL is inquiring about the performance of ___________.  They are doing an acquisition for Desktops, Portables, and Servers.  If you don't mind, please assist us by answering a few questions about our performance.

When responding to the following descriptive statements, select the letter that most accurately describes the contractor's performance or situation.  If the contractor has no record of past performance relevant to a particular question, select “Neutral”.

	E
	V
	S
	M
	U
	N

	Exceptional
	Very Good
	Satisfactory
	Marginal
	Unsatisfactory
	Neutral

	Performance met all contract requirements and exceeded many to the Government’s benefit.  Problems, if any, were negligible and were resolved in a timely, highly effective manner.
	Performance met all contract requirements and exceeded some to the Government’s benefit.  There were a few minor problems which the contractor resolved in a timely, effective manner.
	Performance met contract requirements.  There were some minor problems, and corrective actions taken by the contractor were satisfactory.
	Performance did not meet some contractual requirements.  There were problems, some of a serious nature, for which corrective action was only marginally effective.
	Performance did not meet contractual requirements.  There were serious problems, and the contractor’s’ corrective actions were ineffective.
	No record of past performance or the record is inconclusive.

Not Applicable 


**Please Use Comments Section on Page 2 to elaborate on any question**
1. How would you rate the quality of this company’s products and services?  

E   V   S   M   U   N  
2. How would you rate the company’s efforts to maintain current/up-to-date 

 
technology/products on contract? 






E   V   S   M   U   N
3. How would you characterize the pricing of new products in relation to the original 

discounts offered?  (ie. Controlling price creep?)





E   V   S   M   U   N
4. How would you rate the contractor’s overall ability to meet delivery schedules?  

E   V   S   M   U   N
5. How would you rate the contractor’s ability to meet special needs for delivery 

requirements? 









E   V   S   M   U   N
6. How would you assess the overall quality of customer service/assistance rendered? 
E   V   S   M   U   N
7. How would you characterize the quality of the company’s warranty service?

E   V   S   M   U   N 

8. Have you ordered any products from the contractor’s web site? (If “No” Skip to 11)
(  ) Yes  (  ) No

9. How would you rate the quality of web site containing information about available 

products / services?   








E   V   S   M   U   N
10. How would you rate the ease of ordering products/services from web site?  

E   V   S   M   U   N
11. How would you rate this company’s overall performance if recommending to others? 
E   V   S   M   U   N







12. Please provide any other information that may be significant on the space provided.

COMMENTS:

__________________________________________________________________________________________________

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Please fill in the information below and fax or e-mail the completed questionnaire to 334-416-5796.  If you have any questions or concerns please feel free to contact the HQ SSG Team at 334-416-2330 or e-mail at anna.jackson@gunter.af.mil. Thank you for your cooperation.

_________________________________
____________________________________

PERSON CONTACTED 


COMPANY/ORGANIZATION

_________________________________
____________________________________



PHONE NUMBER



EMAIL
BEST VALUE PLAN
FOR
Desktops, Laptops, and Servers Supplier Market Category

Small Business OEM

This best value plan outlines the evaluation criteria that HQ SSG will use to issue a small business OEM BPA for the Desktops, Laptops, and Servers (DLS) Supplier Market Category (SMC).

 

Assumptions:  

The Government reserves the right to issue a BPA(s) for all or some of the product categories proposed.

      We intend to issue one mall business OEM BPA, but we reserve the right to issue one or more or no BPA at all.

Evaluation Criteria:  

Responses will be evaluated to determine which products proposed and which overall company’s response represents the best value to the Government.  

Issuance of a BPA(s) will only be made to the offeror whose response complies with all the requirements of law, regulations and conditions set forth in the invitation.  The offeror’s response must demonstrate a clear understanding of the nature of the requirement.  The decision authority will determine which response(s) provides the best overall value to the Government.  Each offeror’s response will be evaluated against the criteria defined within the following areas in descending order of importance:

1. Management –  (Items a.i. through a.v. will be evaluated based on offeror’s current commercial practices)
a. Global Customer Service and Technical Support 
i. Data On Demand/Reporting 

ii. Image Management 

iii. Installation Services and Pre/Post Support

iv. Disposal 

v. Asset Management (including asset tagging and RFID) 

vi. Proposal response times

vii. Support/Interface with the Air Force ITCC and Desktop MGT Office

1. Communication

2. Promotion of Government Buying Standards

3. Willingness to support Government’s use of 3rd party price indexing tool

b. Market Viability Risk/Financial Stability 

i. Length of time in DLS Business and Future outlook.

ii. Balance Sheet (most recent quarter)

iii. Credit Line Available

iv. Teaming Arrangements

c. Production and Delivery Capacity 
i. Delivery Times and Methods

ii. Shipping Capacity (Staggered Delivery)

iii. Production Capacity

d. Warranty Support 
e. Strength of Small Business Performance and strategy 
f. Certification with Major Providers (e.g. Microsoft, Intel) 
i. Certified to Meet Intel’s Specifications for:

· Stable Image Platform Program (SIPP)

· Wired for Management (WfM)

· Desktop Management Interface (DMI)

g. Integration with AFWAY; e-commerce Maturity 
2. Past Performance – 
a. 7 total Relevant Surveys from 5 different contracts 
3. Technical 
a. Meet Minimum Configurations in the Pricing Workbook 
b. Product Stability 
c. Quality of Products 
4. Cost – 
a. Bid 1000 Desktops Config#1 
b. Bid 1000 Desktops Config#2 
c. Bid 500 Notebooks Config#1 
d. Bid 500 Notebooks Config#2 
e. Bid 100 Tablets 
f. Bid 25 Servers 
g. Guaranteed Future Minimum Discounts

1. MANAGEMENT:  The management evaluation criterion encompasses the offeror’s ability to manage and deliver various requirements and various associated services to the Air Force through this BPA. The offeror’s financial stability and capacity to deliver are of high concern to the Air Force. Associated services, worldwide delivery, certifications and successfully managed worldwide warranty support are other desired factors. Offeror’s will be evaluated on their ability to deliver requirements and services, including the quality and completeness of their responses in the proposal. 
2. PAST PERFORMANCE: A variety of sources may be used to evaluate past performance.  Sources may include Contractor Performance Assessment Report (CPAR) information and past performance interviews/surveys with customers and Government Agencies who hold or have held contractual vehicles with the company.  The Government will evaluate the relevance of the references submitted to this particular SMC emphasizing the products provided, worldwide delivery and warranty support provided, and the dollar value of the contract.  Using the above results from the various past performance sources a rating will be assigned to each offeror reflecting the Government’s confidence in the ability of the offeror to perform if issued a BPA. 
3. TECHNICAL: All responses SHALL ensure that the proposed configurations MEET EACH COMPONENT OF THE MINIMUM DESIRED CONFIGURATION for the six configurations in the pricing workbook. Additionally, the Government may consider any enhancements to a component(s) that may significantly exceed the minimums required, but a cost/technical trade-off will not be performed to adjust the prices.  The Government may consider the quality, completeness, product stability and technical sufficiency of the products offered in response to the invitation.  Furthermore, the Government may also consider the capability of a product to integrate into our current inventory, to include compatibility with other hardware and the availability of supplies. To determine this, the Government may use a variety of information sources including, but not limited to, the offeror’s response, technical reports, industry rankings, magazine articles, and commercial literature. 

4. PRICE:  For evaluation purposes, the offeror has submitted bids on all six product configurations in the pricing workbook. Price submissions will be evaluated by performing an integrated price assessment using the information contained in the Pricing Workbook, Attachment 3.  The Desktops, Laptops, Tablets and Servers price quotes will be evaluated and ranked along with the Guaranteed Future Minimum Discount offered off of GSA FSS Price. 
A cost technical trade off will NOT be performed during the price evaluation.  For instance, if an offeror exceeds the minimums on a component(s) of a desired configuration, those enhancements will NOT be accounted for in the price evaluation.  The companies’ prices for upgrades/variations will NOT be evaluated in the cost evaluation area.  However, prices for these items may be used in the other considerations area when applicable if they provide significant benefit or detriment to the Government.  Additionally, the Government may perform other types of price analyses in the price assessment.  Only products CURRENTLY on an offeror’s (or their partner’s if teaming) GSA FSS will be evaluated.

Best Value Determination:  

Our goal is to issue a BPA to the supplier that offers the best overall value to the Government.  The Government reserves the right to issue one or more or no BPA(s) at all, depending on the quality of responses submitted, in addition the Government may award for some or all of the products proposed. The Government also reserves the right to issue to other than the lowest priced offeror and to include all or some of the products proposed by the offeror.  In determining whether a technically superior, higher priced response is the best overall value, the decision authority may consider qualitative (those benefits to which a dollar figure cannot be assigned) as well as quantitative discriminators.  The selection of a higher priced, technically superior response will represent a discretionary judgment by the decision authority, which may not be offset by quantifiable discriminators.
FEE CALCULATION WORKSHEET 

(Example)

The following example illustrates how to derive BPA prices, to include HQ SSG and GSA fees.    

The assumptions used in this example are as follows: 

An item’s GSA price is $1,000.00

Base price = GSA price – offered percent off GSA price

HQ SSG's fee is XXX%

GSA's fee is XXX%

Final BPA price of item = Base price + HQ SSG fee + GSA fee

	
	 A 
	B
	C
	 D 
	E 
	 F 
	 G      

	
	
	GSA PRICE
	% OFF GSA PRICE
	BASE PRICE


	1%

GSA

FEE
	1.54%

HQ SSG

FEE
	BPA

PRICE



	1
	 Base Price = B1-(B1*C1)
	$1,000.00
	85%
	$150.00
	
	
	

	2
	 Derive HQ SSG fee = (D1*.0154) 
	
	
	
	
	$2.31
	

	3
	 Derive GSA fee = (D1*.01) 
	
	
	
	$1.50
	
	

	4
	 Derive BPA Price = (D1+E3+F2) 
	
	
	
	
	
	$153.81
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