Region 4 Education Service Center (ESC)
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II.
III.

Appendix A: Vendor Contract
Offer and Contract Signature Form
Supplier’s Response to the RFP, incorporated by reference

APPENDIX A
DRAFT CONTRACT
December 17

This Contract (“Contract”) is made as of __________, 2019 by and between EC America, Inc.
(“Contractor”) and Region 4 Education Service Center
(“Region 4 ESC”) for the purchase of Software Solutions and Services (“the products
and services”).
RECITALS
WHEREAS, Region 4 ESC issued Request for Proposal Number 19-09 for (“RFP”), to which
Contractor provided a response (“Proposal”); and
WHEREAS, Region 4 ESC selected Contractor’s Proposal and wishes to engage Contractor in
providing the services/materials described in the RFP and Proposal;
WHEREAS, both parties agree and understand the following pages will constitute the Contract
between the Contractor and Region 4 ESC, having its principal place of business at 7145 West
Tidwell Road, Houston, TX 77092.
WHEREAS, Contractor included, in writing, any required exceptions or deviations from these
terms, conditions, and specifications; and it is further understood that, if agreed to by Region 4
ESC, said exceptions or deviations are incorporated into the Contract.
WHEREAS, this Contract consists of the provisions set forth below, including provisions of all
attachments referenced herein. In the event of a conflict between the provisions set forth below
and those contained in any attachment, the provisions set forth below shall control.
WHEREAS, the Contract will provide that any state and local governmental entities, public and
private primary, secondary and higher education entities, non-profit entities, and agencies for the
public benefit (“Public Agencies”) may purchase products and services at prices indicated in the
Contract upon the Public Agency’s registration with OMNIA Partners.
1) Term of agreement. The Contract is for a period of three (3) years. Region 4 ESC shall have
the right to renew the Contract for two (2) additional one-year periods or portions thereof.
Region 4 ESC shall review the Contract prior to the renewal date and notify the Contractor of
Region 4 ESC’s intent renew the Contract. Contractor may elect not to renew by providing
three hundred sixty-five days’ notice to Region 4 ESC.
2) Scope: Contractor shall perform all duties, responsibilities and obligations, set forth in this
agreement, and described in the RFP, incorporated herein by reference as though fully set
forth herein.
3) Form of Contract. The form of Contract shall be the RFP, the Offeror’s proposal and Best and
Final Offer(s).
4) Order of Precedence. In the event of a conflict in the provisions of the Contract as accepted
by Region 4 ESC, the following order of precedence shall prevail:
i.

This Contract
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ii.
iii.
iv.

Offeror’s Best and Final Offer
Offeror’s proposal
RFP and any addenda

5) Commencement of Work. The Contractor is cautioned not to commence any billable work or
provide any material or service under this Contract until Contractor receives a purchase order
for such work or is otherwise directed to do so in writing by Region 4 ESC.
6)

Entire Agreement (Parol evidence). The Contract, as specified above, represents the final
written expression of agreement. All agreements are contained herein and no other
agreements or representations that materially alter it are acceptable.

7) Assignment of Contract. No assignment of Contract may be made without the prior written
approval of Region 4 ESC. Contractor is required to notify Region 4 ESC when any material
change in operations is made (i.e. bankruptcy, change of ownership, merger, etc.).
8) Novation. If Contractor sells or transfers all assets or the entire portion of the assets used to
perform this Contract, a successor in interest must guarantee to perform all obligations under
this Contract. Region 4 ESC reserves the right to accept or reject any new party. A change
of name agreement will not change the contractual obligations of Contractor.
9) Contract Alterations. No alterations to the terms of this Contract shall be valid or binding
unless authorized and signed by Region 4 ESC.
10) Adding Authorized Distributors/Dealers. Contractor is prohibited from authorizing additional
distributors or dealers, other than those identified at the time of submitting their proposal, to
sell under the Contract without notification and prior written approval from Region 4 ESC.
Contractor must notify Region 4 ESC each time it wishes to add an authorized distributor or
dealer. Purchase orders and payment can only be made to the Contractor unless otherwise
approved by Region 4 ESC. Pricing provided to members by added distributors or dealers
must also be less than or equal to the Contractor’s pricing.
11) TERMINATION OF CONTRACT
a) Cancellation for Non-Performance or Contractor Deficiency. Region 4 ESC may terminate
the Contract if purchase volume is determined to be low volume in any 12-month period.
Region 4 ESC reserves the right to cancel the whole or any part of this Contract due to
failure by Contractor to carry out any obligation, term or condition of the contract. Region
4 ESC may issue a written deficiency notice to Contractor for acting or failing to act in any
of the following:
i. Providing material that does not meet the specifications of the Contract;
ii. Providing work or material was not awarded under the Contract;
iii. Failing to adequately perform the services set forth in the scope of work and
specifications;
iv. Failing to complete required work or furnish required materials within a reasonable
amount of time;
v. Failing to make progress in performance of the Contract or giving Region 4 ESC
reason to believe Contractor will not or cannot perform the requirements of the
Contract; or
vi. Performing work or providing services under the Contract prior to receiving an
authorized purchase order.
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Upon receipt of a written deficiency notice, Contractor shall have ten (10) days to provide
a satisfactory response to Region 4 ESC. Failure to adequately address all issues of
concern may result in Contract cancellation. Upon cancellation under this paragraph, all
goods, materials, work, documents, data and reports prepared by Contractor under the
Contract shall immediately become the property of Region 4 ESC.
b) Termination for Cause. If, for any reason, Contractor fails to fulfill its obligation in a timely
manner, or Contractor violates any of the covenants, agreements, or stipulations of this
Contract Region 4 ESC reserves the right to terminate the Contract immediately and
pursue all other applicable remedies afforded by law. Such termination shall be effective
by delivery of notice, to the Contractor, specifying the effective date of termination. In such
event, all documents, data, studies, surveys, drawings, maps, models and reports
prepared by Contractor will become the property of the Region 4 ESC. If such event does
occur, Contractor will be entitled to receive just and equitable compensation for the
satisfactory work completed on such documents.
c) Delivery/Service Failures. Failure to deliver goods or services within the time specified, or
within a reasonable time period as interpreted by the purchasing agent or failure to make
replacements or corrections of rejected articles/services when so requested shall
constitute grounds for the Contract to be terminated. In the event Region 4 ESC must
purchase in an open market, Contractor agrees to reimburse Region 4 ESC, within a
reasonable time period, for all expenses incurred.
d) Force Majeure. If by reason of Force Majeure, either party hereto shall be rendered unable
wholly or in part to carry out its obligations under this Agreement then such party shall
give notice and full particulars of Force Majeure in writing to the other party within a
reasonable time after occurrence of the event or cause relied upon, and the obligation of
the party giving such notice, so far as it is affected by such Force Majeure, shall be
suspended during the continuance of the inability then claimed, except as hereinafter
provided, but for no longer period, and such party shall endeavor to remove or overcome
such inability with all reasonable dispatch.
The term Force Majeure as employed herein, shall mean acts of God, strikes, lockouts, or
other industrial disturbances, act of public enemy, orders of any kind of government of the
United States or the State of Texas or any civil or military authority; insurrections; riots;
epidemics; landslides; lighting; earthquake; fires; hurricanes; storms; floods; washouts;
droughts; arrests; restraint of government and people; civil disturbances; explosions,
breakage or accidents to machinery, pipelines or canals, or other causes not reasonably
within the control of the party claiming such inability. It is understood and agreed that the
settlement of strikes and lockouts shall be entirely within the discretion of the party having
the difficulty, and that the above requirement that any Force Majeure shall be remedied
with all reasonable dispatch shall not require the settlement of strikes and lockouts by
acceding to the demands of the opposing party or parties when such settlement is
unfavorable in the judgment of the party having the difficulty.
e) Standard Cancellation. Region 4 ESC may cancel this Contract in whole or in part by
providing written notice. The cancellation will take effect 30 business days after the other
party receives the notice of cancellation. After the 30th business day all work will cease
following completion of final purchase order.
12) Licenses. Contractor shall maintain in current status all federal, state and local licenses, bonds
and permits required for the operation of the business conducted by Contractor. Contractor
shall remain fully informed of and in compliance with all ordinances and regulations pertaining
to the lawful provision of services under the Contract. Region 4 ESC reserves the right to stop
work and/or cancel the Contract if Contractor’s license(s) expire, lapse, are suspended or
terminated.
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13) Survival Clause. All applicable software license agreements, warranties or service
agreements that are entered into between Contractor and Region 4 ESC under the terms and
conditions of the Contract shall survive the expiration or termination of the Contract. All
Purchase Orders issued and accepted by Contractor shall survive expiration or termination of
the Contract.
14) Delivery. Conforming product shall be shipped within 7 days of receipt of Purchase Order. If
delivery is not or cannot be made within this time period, the Contractor must receive
authorization for the delayed delivery. The order may be canceled if the estimated shipping
time is not acceptable. All deliveries shall be freight prepaid, F.O.B. Destination and shall be
included in all pricing offered unless otherwise clearly stated in writing.
15) Inspection & Acceptance. If defective or incorrect material is delivered, Region 4 ESC may
make the determination to return the material to the Contractor at no cost to Region 4 ESC.
The Contractor agrees to pay all shipping costs for the return shipment. Contractor shall be
responsible for arranging the return of the defective or incorrect material.
16) Payments. Payment shall be made after satisfactory performance, in accordance with all
provisions thereof, and upon receipt of a properly completed invoice.
17) Price Adjustments. Should it become necessary or proper during the term of this Contract to
make any change in design or any alterations that will increase price, Region 4 ESC must be
notified immediately. Price increases must be approved by Region 4 ESC and no payment for
additional materials or services, beyond the amount stipulated in the Contract shall be paid
without prior approval. All price increases must be supported by manufacturer documentation,
or a formal cost justification letter. Contractor must honor previous prices for thirty (30) days
after approval and written notification from Region 4 ESC. It is the Contractor’s responsibility
to keep all pricing up to date and on file with Region 4 ESC. All price changes must be
provided to Region 4 ESC, using the same format as was provided and accepted in the
Contractor’s proposal.
Price reductions may be offered at any time during Contract. Special, time-limited reductions
are permissible under the following conditions: 1) reduction is available to all users equally; 2)
reduction is for a specific period, normally not less than thirty (30) days; and 3) original price
is not exceeded after the time-limit. Contractor shall offer Region 4 ESC any published price
reduction during the Contract term.
18) Audit Rights. Contractor shall, at its sole expense, maintain appropriate due diligence of all
purchases made by Region 4 ESC and any entity that utilizes this Contract. Region 4 ESC
reserves the right to audit the accounting for a period of three (3) years from the time such
purchases are made. This audit right shall survive termination of this Agreement for a period
of one (1) year from the effective date of termination. Region 4 ESC shall have the authority
to conduct random audits of Contractor’s pricing at Region 4 ESC's sole cost and expense.
Notwithstanding the foregoing, in the event that Region 4 ESC is made aware of any pricing
being offered that is materially inconsistent with the pricing under this agreement, Region 4
ESC shall have the ability to conduct an extensive audit of Contractor’s pricing at Contractor’s
sole cost and expense. Region 4 ESC may conduct the audit internally or may engage a thirdparty auditing firm. In the event of an audit, the requested materials shall be provided in the
format and at the location designated by Region 4 ESC.
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19) Discontinued Products. If a product or model is discontinued by the manufacturer, Contractor
may substitute a new product or model if the replacement product meets or exceeds the
specifications and performance of the discontinued model and if the discount is the same or
greater than the discontinued model.
20) New Products/Services. New products and/or services that meet the scope of work may be
added to the Contract. Pricing shall be equivalent to the percentage discount for other
products. Contractor may replace or add product lines if the line is replacing or supplementing
products, is equal or superior to the original products, is discounted similarly or greater than
the original discount, and if the products meet the requirements of the Contract. No products
and/or services may be added to avoid competitive procurement requirements. Region 4 ESC
may require additions to be submitted with documentation from Members demonstrating an
interest in, or a potential requirement for, the new product or service. Region 4 ESC may reject
any additions without cause.
21) Options. Optional equipment for products under Contract may be added to the Contract at
the time they become available under the following conditions: 1) the option is priced at a
discount similar to other options; 2) the option is an enhancement to the unit that improves
performance or reliability.
22) Warranty Conditions. All supplies, equipment and services shall include manufacturer's
minimum standard warranty and one (1) year labor warranty unless otherwise agreed to in
writing.
23) Site Cleanup. Contractor shall clean up and remove all debris and rubbish resulting from their
work as required or directed. Upon completion of the work, the premises shall be left in good
repair and an orderly, neat, clean, safe and unobstructed condition.
24) Site Preparation. Contractor shall not begin a project for which the site has not been prepared,
unless Contractor does the preparation work at no cost, or until Region 4 ESC includes the
cost of site preparation in a purchase order. Site preparation includes, but is not limited to:
moving furniture, installing wiring for networks or power, and similar pre-installation
requirements.
25) Registered Sex Offender Restrictions. For work to be performed at schools, Contractor
agrees no employee or employee of a subcontractor who has been adjudicated to be a
registered sex offender will perform work at any time when students are or are reasonably
expected to be present. Contractor agrees a violation of this condition shall be considered a
material breach and may result in the cancellation of the purchase order at Region 4 ESC’s
discretion. Contractor must identify any additional costs associated with compliance of this
term. If no costs are specified, compliance with this term will be provided at no additional
charge.
26) Safety measures. Contractor shall take all reasonable precautions for the safety of employees
on the worksite and shall erect and properly maintain all necessary safeguards for protection
of workers and the public. Contractor shall post warning signs against all hazards created by
its operation and work in progress. Proper precautions shall be taken pursuant to state law
and standard practices to protect workers, general public and existing structures from injury
or damage.
27) Smoking. Persons working under the Contract shall adhere to local smoking policies.
Smoking will only be permitted in posted areas or off premises.
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28) Stored materials. Upon prior written agreement between the Contractor and Region 4 ESC,
payment may be made for materials not incorporated in the work but delivered and suitably
stored at the site or some other location, for installation at a later date. An inventory of the
stored materials must be provided to Region 4 ESC prior to payment. Such materials must be
stored and protected in a secure location and be insured for their full value by the Contractor
against loss and damage. Contractor agrees to provide proof of coverage and additionally
insured upon request. Additionally, if stored offsite, the materials must also be clearly identified
as property of Region 4 ESC and be separated from other materials. Region 4 ESC must be
allowed reasonable opportunity to inspect and take inventory of stored materials, on or offsite,
as necessary. Until final acceptance by Region 4 ESC, it shall be the Contractor's
responsibility to protect all materials and equipment. Contractor warrants and guarantees that
title for all work, materials and equipment shall pass to Region 4 ESC upon final acceptance.
29) Funding Out Clause. A Contract for the acquisition, including lease, of real or personal
property is a commitment of Region 4 ESC’s current revenue only. Region 4 ESC retains the
right to terminate the Contract at the expiration of each budget period during the term of the
Contract and is conditioned on a best effort attempt by Region 4 ESC to obtain appropriate
funds for payment of the contract.
30) Indemnity. Contractor shall protect, indemnify, and hold harmless both Region 4 ESC and its
administrators, employees and agents against all claims, damages, losses and expenses
arising out of or resulting from the actions of the Contractor, Contractor employees or
subcontractors in the preparation of the solicitation and the later execution of the Contract.
Any litigation involving either Region 4 ESC, its administrators and employees and agents will
be in Harris County, Texas.
31) Marketing. Contractor agrees to allow Region 4 ESC to use their name and logo within
website, marketing materials and advertisement. Any use of Region 4 ESC name and logo
or any form of publicity, inclusive of press releases, regarding this Contract by Contractor must
have prior approval from Region 4 ESC.
32) Certificates of Insurance. Certificates of insurance shall be delivered to the Region 4 ESC
prior to commencement of work. The Contractor shall give Region 4 ESC a minimum of ten
(10) days’ notice prior to any modifications or cancellation of policies. The Contractor shall
require all subcontractors performing any work to maintain coverage as specified.
33) Legal Obligations. It is Contractor’s responsibility to be aware of and comply with all local,
state, and federal laws governing the sale of products/services and shall comply with all laws
while fulfilling the Contract. Applicable laws and regulation must be followed even if not
specifically identified herein.
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Appendix B
TERMS & CONDITIONS ACCEPTANCE FORM
Signature on the Offer and Contract Signature form certifies complete acceptance of the terms
and conditions in this solicitation and draft Contract except as noted below with proposed
substitute language (additional pages may be attached, if necessary). The provisions of the
RFP cannot be modified without the express written approval of Region 4 ESC. If a proposal
is returned with modifications to the draft Contract provisions that are not expressly approved
in writing by Region 4 ESC, the Contract provisions contained in the RFP shall prevail.
Check one of the following responses:
Offeror takes no exceptions to the terms and conditions of the RFP and draft Contract.
(Note: If none are listed below, it is understood that no exceptions/deviations are taken.)
 Offeror takes the following exceptions to the RFP and draft Contract. All exceptions must
be clearly explained, reference the corresponding term to which Offeror is taking exception
and clearly state any proposed modified language, proposed additional terms to the RFP
and draft Contract must be included:
(Note: Unacceptable exceptions may remove Offeror’s proposal from consideration for
award. Region 4 ESC shall be the sole judge on the acceptance of exceptions and
modifications and the decision shall be final.
If an offer is made with modifications to the contract provisions that are not expressly
approved in writing, the contract provisions contained in the RFP shall prevail.)
Section/Page

RFP Page 10,
Section 22
(Samples)

Term, Condition, or
Specification
Upon request, samples shall
be furnished, free of cost,
within seven (7) days after
receiving notice of such
request. By submitting the
proposal Offeror certifies that
all materials conform to all
applicable requirements of
this solicitation and of those
required by law. Offeror
agrees to bear the costs for
laboratory testing, if results
show the sample does not
comply with solicitation
requirements. Submissions
may no longer be considered
for failing to submit samples
as requested.

Exception/Proposed Modification

Accepted (For
Region 4
ESC’s use)

Because we are providing commercially-available
hardware and software, there would be no samples
that require laboratory testing. Rather, evaluations
of the software may be provided. Additionally,
because the products are commercial items,
conformance should be to the manufacturer’s
documentation or as otherwise mutually agreed
between the parties.
Accordingly, we propose the following
modifications, with deleted language struck through
in red and added language in blue:

Upon request, samples evaluation software shall be
furnished, free of cost, within seven (7) days after
receiving notice of such request as mutually agreed
between Contractor and Participating Agency. By
submitting the proposal Offeror certifies that all
materials conform to all applicable requirements of
this solicitation and of those required by law the
manufacturer’s documentation for such materials.
Offeror agrees to bear the costs for laboratory
testing, if results show the sample does not comply
with solicitation requirements. Submissions may no
longer be considered for failing to submit samples
as requested.
RFP Page 12,
Contractor must allow for
It is unclear what objective factors would apply to
Section IV.2 (Not lower pricing to be available determine whether a product or service is “similar”
to Exceed Pricing) for similar product and service enough to require equal or lower pricing. Also, our

ACCEPTED

Section/Page

Term, Condition, or
Specification
purchases.

Exception/Proposed Modification

Accepted (For
Region 4
ESC’s use)

pricing is based on discounts from each
manufacturer’s commercial price list. Because
manufacturers typically offer the same discounting
for the items in the same product families, we could
establish that as an objective factor in determining
whether items are similar enough to require equal
or lower pricing.
Accordingly, we propose the following
modifications, with deleted language struck through
in red and added language in blue:

“Contractor must allow for lower pricing the same
discounting to be available for similar products and
services offered by the same manufacturer under
the same product categories purchases.
Contract Page 4, Conforming Product shall be Shipping of hardware products varies by
Section 14
shipped within 7 days of
manufacturer and may be subject to configuration
(Delivery)
Receipt of Purchase Order. If or other requirements that would make 7-day
delivery is not or cannot be
shipping of hardware infeasible.
made within this time period,
the Contractor must receive Accordingly, we propose adding the following
authorization for the delayed language in blue:
delivery. The order may be
canceled if the estimated
Conforming software Products shall be shipped
shipping time is not
within 7 days of Receipt of Purchase Order and
ACCEPTED
acceptable.
conforming hardware Products shall be shipped
within 30 days of Receipt of Purchase Order. If
delivery is not or cannot be made within this time
period, the Contractor must receive authorization for
the delayed delivery. The order may be canceled if
the estimated shipping time is not acceptable.
Contract Page 4, If defective or incorrect
For revenue recognition purposes, we would like to
Section 15
material is delivered, Region 4 more clearly define acceptance.
(Inspection &
ESC may make the
Acceptance)
determination to return the
Accordingly, we propose adding the following
material to the Contractor at language in blue, which we have in several contract
no cost to Region 4 ESC. The vehicles, including the GSA Schedule:
Contractor agrees to pay all
shipping costs for the return The Contractor shall only deliver those items
ACCEPTED
shipment. Contractor shall be ordered that substantially conform to the
responsible for arranging the requirements of this contract and the applicable
return of the defective or
manufacturer’s documentation. Therefore, items
incorrect material.
delivered shall be deemed accepted upon physical
delivery to Region 4 ESC’s designated receiving
facility, or for software, once the software is made
available to Region 4 ESC via electronic download
by provision of a license key, link to a website, FTP
site, or similar site from which Region 4 ESC can
electronically download or otherwise access the
software. Region 4 ESC reserves the right to
inspect or test any equipment that has been
delivered. If defective or incorrect material is
delivered, Region 4 ESC may make the
determination to return the material to the
Contractor at no cost to Region 4 ESC. The
Contractor agrees to pay all shipping costs for the
return shipment. Contractor shall be responsible for
arranging the return of the defective or incorrect
material. Region 4 ESC may require repair or
replacement of nonconforming equipment at no
increase in contract price. Region 4 ESC must
exercise its post-acceptance rights (1) within the
applicable warranty period; and (2) before any

Section/Page

Term, Condition, or
Specification

Exception/Proposed Modification

Accepted (For
Region 4
ESC’s use)

substantial change occurs in the condition of the
item, unless the change is due to the defect in the
item.
Contract Page 4, Payment shall be made after Because we are providing software, hardware, and
Section 16
satisfactory performance, in services, it is unclear what would constitute
(Payments)
accordance with all provisions “satisfactory performance” of each.
thereof, and upon receipt of a
properly completed invoice. Accordingly, we propose striking this section in its
entirety and replacing with the following:
Payment for hardware, software, and
maintenance/support as a product shall be made
after delivery. Payment for services other than
maintenance/support as a product shall be made
after performance in accordance with the applicable
services terms of this contract. In any event,
payment shall only be made upon receipt of a
properly completed invoice.
Contract Page 5, Pricing shall be equivalent to This should be consistent with the pricing
Section 20 (New the percentage discount for requirement under RFP Page 12, Section IV.2 (Not
Products/Services) other products.
to Exceed Pricing).

ACCEPTED

Accordingly, we propose deleting this sentence in
its entirety and replacing with the following
language in blue:
Contractor must allow for the same discounting to
be available for products and services offered by
the same manufacturer under the same product
categories.
Contract Page 5,
Section 22
(Warranty
Conditions)

ACCEPTED

All supplies, equipment and Because the manufacturer will perform most of any
services shall include
services, the labor warranty should be in
manufacturer’s minimum
accordance with the manufacturer’s standard
standard warranty and one (1) warranty, unless otherwise agreed to in writing.
year labor warranty unless
otherwise agreed to in writing. Accordingly, we propose the following
modifications, with deleted language struck through
in red and added language in blue:
All supplies, equipment and services shall include
manufacturer’s minimum standard warranty,
including manufacturer’s standard and one (1) year
labor warranty, unless otherwise agreed to in
writing.

ACCPETED

Contract Page 6, Contractor agrees to allow
Region 4 ESC’s use of our logo should be
Section 31
Region 4 ESC to use their
consistent with any usage guidelines we provide to
(Marketing)
name and logo within website, Region 4 ESC.
marketing materials and
advertisement.
Accordingly, we propose adding the following
language in blue:
Contractor agrees to allow Region 4 ESC to use
their name and logo within website, marketing
materials and advertisement, provided Region 4
ESC’s use of Contractor’s logo is in accordance
with any usage guidelines provided by Contractor.
Contract Page 6, Certificates of insurance shall It may not be operationally feasible to provide 10
Section 32
be delivered to the Region 4 days’ prior written notice of any change to or
(Certificates of
ESC prior to commencement cancellation to our insurance policies. However, we
Insurance)
of work. The Contractor shall can provide notice with 30 days of such changes or
give Region 4 ESC a
cancellations. Additionally, the insurance
minimum of ten
requirements are not specified, so we propose

ACCEPTED

Section/Page

Term, Condition, or
Specification

Exception/Proposed Modification

Accepted (For
Region 4
ESC’s use)

(10) days’ notice prior to any subcontractors be required to maintain the
modifications or cancellation coverage in their standard COIs unless additional
of policies. The Contractor
coverage is mutually agreed between the parties.
shall require all
subcontractors performing any Accordingly, we propose the following
work to maintain coverage as modifications, with deleted language struck through
specified.
in red and added language in blue:
Certificates of insurance shall be delivered to the
Region 4 ESC prior to commencement of work. The
Contractor shall give notify Region 4 ESC a
minimum of ten (10) days’ notice prior to within 30
days of any modifications or cancellation of policies.
The Contractor shall require all subcontractors
performing any work to maintain coverage as
specified set forth in their standard COIs, unless
additional coverage is mutually agreed between the
parties.

ACCEPTED

Tab 2 – Products / Pricing
immixGroup, Inc.

August 8, 2019

Tab 2 – Products / Pricing

Response to Section IV (Evaluation Process and Criteria), Paragraph 2(a) of the RFP:
i. Offerors shall provide pricing based on a discount from a manufacturer’s price list or catalog, or
fixed price, or a combination of both with indefinite quantities. Prices listed will be used to establish
the extent of a manufacturer’s product lines, services, warranties, etc. that are available from Offeror
and the pricing per item. Multiple percentage discounts are acceptable if, where different percentage
discounts apply, they different percentages are specified. Additional pricing and/or discounts may be
included. Products and services proposed are to be priced separately with all ineligible items identified.
Offerors may elect to limit their proposals to any category or categories.
immixGroup has provided the Excel file “immixGroup Price List 08082019.xlsx” (the “Price List”) as
part of its response to this RFP and included on the electronic copy flash drive. The Price List includes
all fields as required by the RFP and includes a table of our proposed discounts broken out by
manufacturer, and if applicable, product group.
For the manufacturers immixGroup has included as part of its proposal response, their product solutions
and services cover the following five technology categories, as assigned by immixGroup:
• Cybersecurity
• Business and Operations
• IT Infrastructure
• Enterprise Mobility
• Big Data and Analytics
ii. Include an electronic copy of the catalog from which discount, or fixed price, is calculated.
Electronic price lists must contain the following: (if applicable)
• Manufacturer part #
• Offeror’s Part # (if different from manufacturer part #)
• Description
• Manufacturers Suggested List Price and Net Price
• Net price to Region 4 ESC (including freight)
• Media submitted for price list must include the Offerors’ company name, name of the solicitation, and
date on a Flash Drive (i.e. Pin or Jump Drives).
immixGroup has provided the Excel file “immixGroup Price List 08082019.xlsx” (the “Price List”) as
part of its response to this RFP and included on the electronic copy flash drive. The Price List includes
all fields as required by the RFP and includes a table of our proposed discounts broken out by
manufacturer, and, if applicable, product group.
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Tab 3 – Performance Capability
immixGroup, Inc.

August 8, 2019

Tab 3 – Performance Capability
Appendix D – Requirements for National Cooperative Contract
Exhibit A – Response for National Cooperative Contract
3.0 Supplier Response
3.1 COMPANY
A. Brief history and description of Supplier.
immixGroup, founded in 1997 and purchased by Arrow Electronics, Inc. in 2015, was established
to serve as a bridge between government customers and commercial IT manufacturers and service
providers. Today, immixGroup is recognized as one of the largest value-added distributors of
enterprise IT products for U.S. federal, state and local government agencies and educational
institutions. We are a public sector innovator, developing and delivering programs designed to
ensure the success of large government programs and contract vehicles such as NASA’s SEWP
V, GSA’s Multiple Award Schedules, DoD ESI BPAs, and a variety of state and local
government contracts such as Ohio STS, California CMAS, Texas DIR, NCPA, and NASPO
Value Point, to name a few.
The public sector represents 99% of immixGroup’s business. Since our founding, immixGroup
has sold over $12 billion in technology products and services to government agencies and has
established industry and manufacturer partnerships with more than 250 leading original
equipment manufacturers (OEMs) and 1,200 technology resellers and service providers spanning
every socio-economic category and technology specialization. In contrast with typical
contractors, immixGroup is an agile, ISO 9001:2015-certified business focused almost entirely on
product delivery and services solutions. Our extremely low overhead costs allow us to provide
optimal strategic sourcing to serve the needs of the public sector.
Furthermore, as part of our comprehensive Supply Chain Risk Management (SCRM) plan,
immixGroup’s proprietary Trusted Supplier Program guarantees the authenticity of every product
we deliver while meeting legal and regulatory requirements to ensure our government customers
can buy with confidence, mitigating the risk of receiving counterfeit or potentially tainted
products and parts.
Consistent with our dedication to public sector customers, immixGroup maintains a top-secret
facility clearance, is certified to the International Organization for Standardization's (ISO)
9001:2015 standard without design, and complies to a strict, proprietary quality management
system (“immixGroup Quality Management System” or “iQMS”) built around our core business
processes, such as price list maintenance, providing quotes to our government customers,
processing purchase orders, invoicing and confirming customer satisfaction. We have deep
knowledge and experience supporting all phases of the government acquisition life cycle. We
specialize in providing contracting models, systems and services to complex enterprise
technology companies and the government agencies they serve. Our rapid growth, leading
reputation and diverse capabilities are the result of highly efficient operations and a business
model focused on empowering partners. Our consistent, significant year-over-year revenue
growth is a prime indicator of immixGroup’s financial strength and stability.
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immixGroup’s staff is widely respected and relied upon for its professional, ethical business
approach. Our success is based upon the leadership of a highly experienced management team
and our ISO-certified processes for training new professionals to support our growth. Our current
staff has deep expertise in meeting each customer’s specific requirements and in the technology
required to satisfy those needs.
It is this dedicated focus on serving the government that makes immixGroup the partner of choice
for nearly every federal government agency, numerous state and local agencies, and a growing
number of leading IT vendors.
Products and Solutions
immixGroup continually expands its offerings by establishing and growing relationships with
leading technology companies. immixGroup delivers specialized resources and an expertise that
technology companies need to increase their revenue, support their demand creators and operate
efficiently in the complex public-sector IT market. These include industry-specific market
intelligence services, marketing, lead generation, channel development, a government business
infrastructure, technical resources and integration and logistics capabilities.
We prioritize direct, authorized and strategic relationships with these technology partners,
allowing us to offer our government customers a remarkable range of technical capabilities and
customizable solutions spanning a full range of IT products and services. Our direct manufacturer
relationships are led by manufacturer-focused account management teams assigned by sector.
Dedicated sector teams support our largest manufacturers such as IBM, Cisco, Oracle, Dell EMC
and Symantec. Other sectors focus on best-of-breed technology portfolios including
cybersecurity, business process management, product lifecycle management, data management
and emerging technologies.
In addition to the OEMs identified in our proposal, immixGroup maintains strong relationships
with more than 250 manufacturers that are continually developing new technologies. As our
customers’ technology needs expand, immixGroup is prepared to offer such technologies at
competitive prices.
Reseller Partners
Contract management is our forte, streamlining the time required to provide critical technology to
government end users at reduced prices through a wide range of government contract vehicles,
including but not limited to GSA Schedule contracts, NASA SEWP, ESI BPAs, NASPO Value
Point, Ohio STS, California MAS and Pennsylvania PEPPM. immixGroup serves as a
relationship manager for our network of more than 1,200 solution providers and resellers to
ensure the government’s requirements are successfully met and our reseller partners understand
what those requirements encompass.
As a small business success story our self, we understand the importance of working with small
businesses in serving the government’s procurement needs. immixGroup supports its small
business reseller partners by providing business infrastructure, technical resources and financing
options.
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Parent Company
immixGroup’s parent company, Arrow Electronics, Inc. (NYSE: ARW), headquartered in
Centennial, Colorado, is a global distributor of products, services, and solutions to industrial and
commercial users of electronic components and enterprise software. Arrow Electronics guides
innovation forward for more than 200,000 of the world's leading manufacturers and service
providers of technology used in homes, business and daily life. Through a network of more than
349 locations worldwide, Arrow brings electronics and information technology to enterprises in
industrial and commercial markets including aerospace and defense, transportation, finance,
health and manufacturing. Arrow distributes products across many categories including lighting,
power management, data center infrastructure, cloud services (public, private, hybrid, virtual) and
the many new technologies of the internet of things (IoT). As the public sector arm of Arrow,
immixGroup is able to leverage Arrow’s manufacturer and partner relationships and its extensive
operational efficiencies to deliver state-of-the-art technology to government agencies.
B. Total number and location of sales persons employed by Supplier.
All immixGroup resources are 100% dedicated to the U.S. Public Sector market. immixGroup
employs nearly 200 employees, the majority of which are based in McLean, VA just outside of
Washington, DC. Our parent company, Arrow Electronics, is based in Centennial, CO and
employs over 17,000 professionals in over 80 countries globally with end to end technical and
logistical resources in Colorado, Arizona, and Georgia.
immixGroup has a sales team of about 100 individuals who are aligned by vendor. There are 12
Marketing personnel at immixGroup supporting partners and manufacturers. The Market
Intelligence team employs 5 Public Sector Analysts and 11 Lead Development Associates with
subject matter expertise around technology categories such as: Security, Edge and IoT, Cloud,
Agile Operations, Data Intelligence, and Next Generation Data Center. Market Intelligence
Analysts are also aligned via specific government agencies in order to maximize their level of
expertise. Between these organizations, immixGroup offers industry best capabilities to vendors
and partners to service every Federal agency and thousands of SLED accounts across the country.
C. Number and location of support centers (if applicable) and location of corporate office.
immixGroup’s corporate office is located at 8444 Westpark Drive, Suite 200, McLean, VA
22102. This office will be the only location supporting the Master Agreement.
D. Annual sales for the three previous fiscal years.
REDACTED
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E. Submit FEIN and Dunn & Bradstreet report.
immixGroup’s FEIN and DUNS # is as follows:
• FEIN: 52-2085893
• DUNS: 01-757-3259
immixGroup has also included, as part of this Tab 3 response, a Dunn & Bradstreet report, titled
“ECA DNBi – 7.31.2019.pdf”.
F. Describe any green or environmental initiatives or policies.
immixGroup adheres to the green initiatives established by its parent company, Arrow
Electronics, Inc., in their efforts to bring environmental sustainability to technology and
electronics. The Arrow Environmental Policy, part of our umbrella Corporate Social
Responsibility program, is focused on using technology to prevent environmental damage and
allow us to live more sustainably. Examples of this policy in action include work with the Denver
Zoo to sponsor recycling of technology products and the sponsorship of DigiTruck, a mobile
classroom that can operate off-grid in remote areas. Further, immixGroup offices are located in a
LEED green certified office building. For a full accounting of the Arrow Corporate Social
Responsibility program, including our Environmental Policy, please visit
https://www.arrow.com/en/about-arrow/corporate-social-responsibility.
G. Describe any diversity programs or partners supplier does business with and how
Participating Agencies may use diverse partners through the Master Agreement. Indicate
how, if at all, pricing changes when using the diversity program.
immixGroup fully intends to enable our channel partners to access and utilize the Master
Agreement. As such, the partners will act as an extension of our sales force that will assist in the
promotion and marketing of the Master Agreement.
immixGroup has a dedicated Partner Alliances Organization to help enhance and promote our
manufacturers’ partner programs. We manage our own set of top performing partners, as well as
strategic growth partners. We have detailed profiles of these partners, outlining each organization,
their key points of contact and organizational charts, business size, socio-economic status,
agency and technology expertise, and other unique differentiators.
We have the partner relationships to enable our end user public sector customers to meet or
exceed their diverse vendor goals, such as Small Businesses, Service Disabled Veteran Owned
Small Business, Veteran Owned Small Business, Woman Owned Small Business, Minority
Owned Small Business, etc. As mentioned above, our detailed partner profiles enable us to work
with our end user customers to find the ideal small minority-owned business with which to work
Furthermore, our Proprietary Market Intelligence database utilizes real-time procurement data to
provide holistic, timely, and accurate insights into the partner landscape and agency relationships.
This database can also be used to identify partner strengths in different technologies and overall
government initiatives (e.g. cloud, IoT, etc). This actionable information feeds into our lead
development team to provide smart lead generation to support our joint partner and manufacturer
mission.
By leveraging and enabling our partners to access and utilize the Master Agreement, Public
Agencies will see the benefit of added competition which may result in lower pricing.
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H. Describe any historically underutilized business certifications supplier holds and the
certifying agency. This may include business enterprises such as minority and women
owned, small or disadvantaged, disable veterans, etc.
Not applicable.
I. Describe how supplier differentiates itself from its competitors.
After two decades in the public sector market, immixGroup is a well-known and highly regarded
industry veteran with a comprehensive, customizable array of offerings designed and proven to
enable government procurement professionals to gain access to and more easily transact with
technology providers. immixGroup built, and continues to build, its track record of success by
leveraging four core competencies; Government and Technology Knowledge, Strategic Supplier
Relationships, Depth and Breadth of Enterprise IT Product Portfolio, and Automation. These core
competencies have driven our success on contracts we currently hold and will enable us to deliver
value for Region 4 ESC/OMNIA Partners and its customer base. Each competency is described
below.
Government & Technology Industry Knowledge
immixGroup is a thought leader in the federal and state/local level technology markets and brings
a unique perspective to industry discussions as a distributor of complex, enterprise level IT
products. Our executives frequently participate on industry panels, train managers from leading
technology companies, and write articles on the issues affecting the Government IT landscape.
These include technology and acquisition trends, the impacts of budget tightening on Government
agencies and contractors, and new delivery and licensing models (such as XaaS and cloud-based
utility license models). Our internal team of market intelligence consultants and analysts
researches the Government’s business and technology requirements to identify likely fits between
the Government’s needs and the COTS products we represent. We analyze this information, align
it with product and procurement trends, and systematically share it with our Government
customers and manufacturers. This facilitates a productive dialogue between buyers and sellers
and ensures products are acquired with future needs in mind.
This unique perspective has resulted in direct relationships between immixGroup and hundreds of
leading and emerging technology manufacturers - the critical vendors that can meet the
requirements of Region 4 ESC/OMNIA Partners’ customers and deliver the flexibility,
functionality, and performance the Government needs for the future. Our thought leadership is a
foundational competency that serves as a key differentiator in helping cash-strapped customers
with complex requirements secure the necessary technologies under new usage and licensing
models. We expect a continued need for this expertise in the future and see the Region 4
ESC/OMNIA Partners program as a key contract vehicle for accessing such technologies and
solutions for state and local government customers.
Strategic Supplier Relationships
immixGroup sees significant value in securing direct relationships with its manufacturer partners
instead of working through third-party distributors for product access. While immixGroup has
access to more than 250 different IT manufacturers, it is our direct relationships with key vendors
that bring a heightened level of manufacturer access and the accompanying capability to support
Region 4 ESC/OMNIA Partners’ purpose and drive value to its customer base. As the owner of
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the Intellectual Property involved, the manufacturer is uniquely positioned to drive product
roadmaps in sync with ever-evolving commercial standards in the industry. By working directly
with the manufacturer, immixGroup establishes an accurate and timely flow of information to
communicate details on product descriptions, functionality, warranties and support, and other key
characteristics such as energy savings and accessibility. We gather and maintain this information
through our ISO-certified business processes and share it with our Government customers as they
plan and execute their mission-critical procurements. These direct relationships also ensure
traceability throughout the supply chain and guarantee authenticity and remediation in the event
counterfeit or damaged products are discovered. immixGroup has taken a leading role in
developing a program to meet the Government’s emerging standards in this area.
The manufacturer-provided intelligence also includes product install-base details and historical
sales across both products and customers; immixGroup leverages this data to identify
opportunities to work with customers to deliver strategic sourcing opportunities. This may
involve consolidation of purchases to achieve greater discounts from manufacturers, co-terming
warranty and support to reduce multiple procurement cycles and provide enhanced support to all
users (usually at no additional cost), and product upgrades to ensure enterprise systems are
interoperable and current.
Depth & Breadth
immixGroup presently has active distribution and reseller agreements with large, established
manufacturers, as well as many smaller and emerging manufacturers and service providers. We
prioritize direct, authorized, and strategic relationships with these technology partners, allowing
us to offer our customers a remarkable range of technical capabilities and customizable solutions
spanning a full range of IT products and services. Our direct manufacturer relationships are led by
manufacturer-focused account management teams assigned by technology groups. Dedicated
teams support our largest manufacturers such as IBM, Symantec, Palo Alto, NetApp, and HPE.
Other Sectors focus on best-of-breed technology portfolios including Cloud Computing, Cyber
Security, Business Process Management, Product Lifecycle Management, Data Management, and
Emerging Technologies.
We leverage our market intelligence analysts, executives, and account management teams to
identify new technologies and work diligently to secure their products within our product
portfolio offerings. Our success now leads to many new manufactures proactively seeking
relationships with immixGroup, often as complimentary products to those offered by existing
manufacturers, as well as to position new technologies within the market. Over the past five years
we have averaged approximately 30 new supplier relationships per year.
Automation
immixGroup leverages automation to deliver efficiency and high standards of customer service
while maintaining quality and lowering transaction costs. Automation is at the heart of every
immixGroup ISO-certified process, including price list updates, technology refreshes, quoting,
order processing, tracking, invoicing, customer satisfaction, and payment.
Our e-Commerce Strategy is built around two principles. First, we electronically transmit the
business documents that support the procurement and fulfillment process (such as quotes,
purchase orders, and invoices) between immixGroup and our manufacturer partners. This is our
proven, scalable business-to-business (B2B) operation. Second, we provide product information
(such as technology specifications, pricing, shipment information, order status, and open
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invoices) in near real-time through immixGroup’s Web portal. Our Web portal architecture
allows us to rapidly set up and customize a portal to provide the needed documentation to
authorized portal visitors.
immixGroup’s core competencies, as well as our successful track record and deep experience
with public sector contracts, align well with Region 4 ESC/OMNIA Partners. We strongly believe
a contract award to immixGroup will drive achievement of the objectives set forth in this RFP,
and we look forward to establishing a mutually beneficial relationship.
J. Describe any present or past litigation, bankruptcy or reorganization involving supplier.
immixGroup has never been the subject of a bankruptcy or reorganization. Likewise, it has never
been a party to any material litigation. As a federal contractor holding certain GWACs, however,
immixGroup is subject to and has been a party to contract audits carried out by GSA’s Office of
Inspector General.
K. Felony Conviction Notice: Indicate if the supplier
immixGroup, through its parent company, Arrow Electronics, Inc., is a publicly held corporation
and this reporting requirement is not applicable.
L. Describe any debarment or suspension actions taken against supplier.
immixGroup has had no actions taken against it related to debarments or suspensions.
3.2 DISTRIBUTION, LOGISTICS
A. Describe the full line of products and services offered by supplier.
immixGroup holds partnerships with over 250 manufacturers. For the purposes of this Master
Agreement, immixGroup is initially proposing the following manufacturers, for which we hold
Letters of Authorization:
1. A10 Networks
8. Code42
15. Palo Alto Networks
2. AINS, Inc.
9. Commvault
16. Smartbear Software
3. Authentic8
10. Duo
17. Symantec
4. BlueCat
11. Fortinet
18. Tanium
5. Centrify
12. LogRhythm
19. Tenable
6. Chef Software
13. MariaDB
20. Thycotic Software
7. Citrix
14. MobileIron
21. Veeam
Post-award, immixGroup will continue to market the Master Agreement across its growing list of
manufacturers so that we can ensure Public Agencies have a broad range of products and services
to meet their mission objectives. As such, immixGroup will work with Region 4 ESC/OMNIA
Partners to continue adding new manufacturers to the Master Agreement catalog.
To see a list of all manufacturers currently offered by immixGroup, visit the following URL:
https://www.immixgroup.com/government/products/all-brands/
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B. Describe how supplier proposes to distribute the products/service nationwide. Include any
states where products and services will not be offered under the Master Agreement,
including U.S. Territories and Outlying Areas.
For those products that are not simply delivered via a download from a supplier's FTP site,
immixGroup fully intends to market and distribute the offered products/services across all 50
states, including U.S. territories and outlying areas. Between the immixGroup sales force and its
authorized partners that are located across the U.S., immixGroup will be able to market and
provide access to all products and services available under this Master Agreement to all eligible
Public Agencies. Because immixGroup leverages manufacturers for shipping all items ordered
by customers, immixGroup is able to ensure distribution of all items offered under this Master
Agreement to any location, including territories and outlying areas, within the U.S.
In addition, immixGroup has a network of over 1,200 solution providers that span across every
state. The Program Manager for this Master Agreement will utilize the immixGroup Partner
Alliances organization to help promote, onboard, and drive business against this Master
Agreement through our solution provider network. immixGroup’s Partner Alliances Team is
continuously consulting with our internal sales teams and the partners sales team to ensure total
and complete alignment. Sales enablement includes but is not limited to Market Intelligence and
Lead Generation, and Solution selling.
C. Identify all other companies that will be involved in processing, handling or shipping the
products/service to the end user.
immixGroup will be involved in the order flow for the majority, if not all, orders placed against
the Master Agreement. immixGroup will be involved in quoting, order processing, and billing.
However, immixGroup does plan to utilize additional parties as part of this process. The parties
include:
•

Manufacturers will be responsible for shipping or otherwise delivering (e.g., uploading)
items directly to the end user customer. Upon receiving an order by a customer for this
Master Agreement, immixGroup will issue a purchase order to the manufacturer of the
products or services being purchased. The manufacturer will then ship/deliver the
products/services to the customer. In some instances, where services are needed,
immixGroup may utilize the manufacturers trained personnel to perform such services.
Manufacturers will also perform product support and warranty services.

•

Partners will be enabled to utilize the Master Agreement and sell on immixGroup’s
behalf specific manufacturer products and services for which they are authorized. In this
scenario, the partner will quote to the end user customer directly and process the order.
The partner will be required to source the products and services through immixGroup so
that immixGroup can fulfill through the manufacturer. In some instances, where services
are needed, immixGroup may utilize the partner’s trained personnel to perform such
services.
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D. Provide the number, size and location of Supplier’s distribution facilities, warehouses and
retail network as applicable.
Aside from its corporate office located in McLean, VA, immixGroup does not maintain
distribution facilities, warehouses, or a retail network. Rather, immixGroup utilizes its
manufacturers to “drop ship” and deliver products and services directly to the end user customer
upon receiving a purchase order from immixGroup. Again, given the nature of software and cloud
services, often no distribution facilities or warehouses are required, as the items may be delivered
simply through an electronic download.
3.3 MARKETING AND SALES
A. Provide a detailed ninety-day plan beginning from award date of the Master Agreement
describing the strategy to immediately implement the Master Agreement as supplier’s
primary go to market strategy for Public Agencies to supplier’s teams nationwide, to
include, but not limited to:
i.
Executive leadership endorsement and sponsorship of the award as the public sector
go-to-market strategy within first 10 days
ii.
Training and education of Supplier’s national sales force with participation from
the Supplier’s executive leadership, along with the OMNIA Partners team within
first 90 days
immixGroup’s implementation plan includes action items across multiple business units designed
to boost engagement and speed up the customers’ ability to leverage or access the contract.
Sales Teams
• Meet with awarded manufacturers to design and execute a tailored SLED strategy
• Engage with current prospects and funnel existing sales pipeline towards the Region 4
ESC/OMNIA Partners vehicle
Partner Alliances
• Work to strengthen depth and breadth of initial award: liaise with partners and service
providers in our channel network to add eligible dealers to the contract
• Publicize award in monthly partner newsletter
Contracts/Programs
• Work to strengthen depth and breadth of initial award: liaise with additional
manufacturers on the immixGroup line card to add eligible suppliers to the Region 4
ESC/OMNIA Partners vehicle
• Establish reporting and fee remittance workflow in immixGroup systems
• Set up contract profile and pricelists in immixGroup systems
• Work with marketing team to develop and launch contract brochure, dedicated webpage
in our corporate website
• Create training curriculum and present materials to sales team, manufacturers, and
partners
Sales team training in the immixGroup organization is centralized through our award-winning,
ISO-certified corporate training program, immixUniversity. immixUniversity offers instructor-led
training along with 24/7/365 access to online courses and organizational knowledge banks.
Continuous learning is a highly valued practice at immixGroup and upon award, the immixGroup
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Contracts/Programs team will develop a curriculum to educate the salesforce, including
authorized partners, on how to market the new contract. This course will serve to raise awareness
of the Region 4 ESC/OMNIA Partners contract, instruct reps in how to drive revenue through the
vehicle, and ensure compliance on all orders received under the contract.
Refer to the “immixGroup 90-Day Implementation and Marketing Plan.pdf” document
enclosed within this Tab as part of its response to this Section.
B. Provide a detailed ninety-day plan beginning from award date of the Master Agreement
describing the strategy to market the Master Agreement to current Participating Public
Agencies, existing Public Agency customers of Supplier, as well as to prospective Public
Agencies nationwide immediately upon award, to include, but not limited to:
i.
Creation and distribution of a co-branded press release to trade publications
ii.
Announcement, contract details and contact information published on the
Supplier’s website within first 90 days.
iii.
Design, publication and distribution of co-branded marketing materials within first
90 days
iv.
Commitment to attendance and participation with OMNIA Partners at national (i.e.
NIGP Annual Forum, NPI Conference, etc.), regional (i.e. Regional NIGP Chapter
Meetings, Regional Cooperative Summits, etc.) and supplier-specific trade shows,
conferences and meetings throughout the term of the Master Agreement
v.
Commitment to attend, exhibit and participate at the NIGP Annual Forum in an
area reserved by OMNIA Partners for partner suppliers. Booth space will be
purchased and staffed by Supplier. In addition, Supplier commits to provide
reasonable assistance to the overall promotion and marketing efforts for the NIGP
Annual Forum, as directed by OMNIA Partners.
vi.
Design and publication of national and regional advertising in trade publications
throughout the term of the Master Agreement
vii.
Ongoing marketing and promotion of the Master Agreement throughout its term
(case studies, collateral pieces, presentations, promotions, etc.)
viii.
Dedicated OMNIA Partners internet web-based homepage on Supplier’s website
with:
• OMNIA Partners standard logo;
• Copy of original Request for Proposal;
• Copy of contract and amendments between Principal Procurement Agency
and Supplier;
• Summary of Products and pricing;
• Marketing Materials
• Electronic link to OMNIA Partners’ website including the online
registration page;
• A dedicated toll-free number and email address for OMNIA Partners
We understand that the ultimate success of this contract will heavily depend on marketing efforts.
immixGroup has an experienced marketing department which will actively market the Region 4
ESC/OMNIA Partners contract directly to customers, manufacturers, and partners with a rollout
of activities to include, without limitation:
•
•

Co-branded press release
Hosted and recorded informational webinar to be made available to our manufacturer and
partner community on-demand introducing the contract
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Dedicated contract website
Product-specific educational webinars
Social amplification through immixGroup’s SLED team
Customer- and Vendor-facing electronic brochure (PDF downloadable version on
immixGroup’s website)
Participation at trade shows and industry events
Conference-specific hard copy handouts
Social and Public Media outreach such as promoting the contract, events, and/or news on
LinkedIn, Facebook, and Twitter

immixGroup’s process emphasizes marketing information through the channel because our
partners are entrenched in the customer community and we amplify our market presence by
supporting their efforts. We will provide marketing kits to partners to help them promote the
contract vehicle with specific messaging approved by Region 4 ESC and OMNIA Partners; the
kits will include sample tweets, a contract FAQ, customer talking points, a link to the contract
website, and a press release for the partner to publish. We will begin implementing these
activities within 90 days of award and continue to execute these marketing plans throughout the
life of the contract to maintain a high level of awareness within the industry.
Refer to the “immixGroup 90-Day Implementation and Marketing Plan.pdf” document
enclosed within this Tab as part of its response to this Section.
C. Describe how Supplier will transition any existing Public Agency customers’ accounts to the
Master Agreement available nationally through OMNIA Partners. Include a list of current
cooperative contracts (regional and national) Supplier holds and describe how the Master
Agreement will be positioned among the other cooperative agreements.
immixGroup will work with Public Agencies on the variety of contract options that they can
utilize for their procurement, including the Master Agreement. The Master Agreement will be
positioned as immixGroup’s preferred cooperative agreement for eligible Public Agencies to
utilize. The immixGroup sales force will be educated and provided materials to be able to
provide eligible Public Agencies with the needed information on how they can utilize the Master
Agreement and the benefits. Ultimately, however, the Public Agency will decide which contract
vehicle it prefers to utilize and immixGroup will respond to that Public Agency accordingly.
immixGroup currently holds the following cooperative agreements:
Contract Title:
GSA Schedule IT70 (via Cooperative Purchasing)
NASPO Valuepoint – Cloud Solutions
National Cooperative Purchasing Alliance (NCPA)
• Systems and Information Management Software
• Data Storage, Cloud, Converged and Data Protection
• Software Products and Services
Texas Department of Information Resources (Tx DIR)
• Software Products, Software Services, Software as a Service
(SaaS), and Enterprise Resource Planning (ERP) Software
Modules Products and Services.

Contract Number:
GS-35F-0511T
AR2496
01-75
01-83
01-88
DIR-TSO-4315
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Contract Number:
528899-134
529561-030
529561-074
528897-118

D. Acknowledge Supplier agrees to provide its logo(s) to OMNIA Partners and agrees to
provide permission for reproduction of such logo in marketing communications and
promotions. Acknowledge that use of OMNIA Partners logo will require permission for
reproduction, as well.
immixGroup acknowledges and agrees to provide its logos to OMNIA Partners and agrees to
provide permission for reproduction of such logos in marketing communications and promotions
in accordance with immixGroup’s logo usage guidelines, which will be provided to OMNIA
Partners. immixGroup acknowledges that the use of OMNIA Partners logo will require
permission for reproduction, as well.
E. Confirm Supplier will be proactive in direct sales of Supplier’s goods and services to Public
Agencies nationwide and the timely follow up to leads established by OMNIA Partners. All
sales materials are to use the OMNIA Partners logo. At a minimum, the Supplier’s sales
initiatives should communicate:
i.
Master Agreement was competitively solicited and publicly awarded by a Principal
Procurement Agency.
ii.
Best government pricing.
iii.
No cost to participate.
iv.
Non-exclusive contract.
immixGroup confirms that it will be proactive in direct sales of offered manufacturers goods and
services to Public Agencies nationwide and will timely follow up leads established by OMNIA
Partners. In addition, immixGroup will ensure relevant sales materials include the OMNIA
Partners logo and relevant sales initiatives will communicate, at a minimum, the information
regarding the Master Agreement and its benefits set forth above.
F. Confirm Supplier will train its national sales force on the Master Agreement. At a
minimum, sales training should include:
i.
Key features of Master Agreement
ii.
Working knowledge of the solicitation process
iii.
Awareness of the range of Public Agencies that can utilize the Master Agreement
through OMNIA Partners
iv.
Knowledge of benefits of the use of cooperative contracts
immixGroup confirms that it will train its sales force on the Master Agreement, and at the
minimum will educate them on (1) the key features, (2) the solicitation process, (3) the range of
Public Agencies that can utilize the Master Agreement, and (4) the benefits.
All immixGroup employees go through immixUniversity training upon starting at immixGroup.
immixUniversity offers a wealth of educational resources, including instructor-led training,
24/7/365 access to thousands of online courses, a learning repository and other helpful job aids.
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The learning and development team formulates an initial 90-day learning plan for all new
employees. immixUniversity also offers diverse development programs such as "Ask the Expert"
learning sessions, cross training programs, curated monthly curriculums and many other tools for
employees to enhance their sales skills. Leaders in the company are also offered the opportunity
to become an immixUniversity instructor and participate in a Train-the-Trainer program.
Learning is a highly valued practice within immixGroup. The executive team supports continuous
learning as an asset for employees to effectively accomplish business objectives as well as
personal growth. Education of the Master Agreement will be created and incorporated into our
training curriculum on an ongoing basis for new and existing employees to the sale force.
G. Provide the name, title, email and phone number for the person(s), who will be responsible
for:
i.
Executive Support
v.
Financial Reporting
Troy Fortune
Hannah Xiu
Vice President and General Manager
Senior Finance Manager
Troy_Fortune@immixgroup.com
Hannah_Xiu@immixgroup.com
703-752-0610
703-462-6276
ii.

Marketing
Janna Neequaye
Marketing Communications Manager
Janna.Neequaye@arrow.com
571-355-3639

vi.
Accounts Payable
Mané Poghosyan
Supervisor, Accounts Payable
Mane.Poghosyan@arrow.com
720-709-3312

iii.

Sales
David Tong
Senior Sales Director
David_Tong@immixgroup.com
571-405-2958

vii.
Contracts
Adam Hyman
Director, Government Programs
Adam.Hyman@immixgroup.com
571-384-2829

iv.

Sales Support
Stephanie Donofrio
Inside Sales Associate Manager
Stephanie.Donofrio@immixgroup.com
703-639-1547

Chauncey Kehoe
Contracts Manager, SLED
Chauncey_Kehoe@immixgroup.com
703-639-1565

H. Describe in detail how Supplier’s national sales force is structured, including contact
information for the highest-level executive in charge of the sales team.
immixGroup has divided its sales team into four business units: Infrastructure Systems Group
(ISG), Enterprise Software Group (ESG), Cyber Security Group (CSG), and Enterprise Cyber
Group (ECG).
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Figure 1 – immixGroup’s Business Structure

immixGroup’s sales organization is designed to efficiently and effectively identify, manage, and
close business opportunities for our suppliers. The sales team includes:
•

Director of Sales: sets direction for sales organization to exceed sales goals and grow
vendor and partner relationships; holds key executive relationships with manufacturers
and partner community
o Highest-level executive in charge of the sales team:
David Tong
Senior Sales Director
David_Tong@immixgroup.com
571-405-2958

•

Sales Manager: oversees Supplier Manager, Inside Sales Manager and Renewals
Manager to execute against business plan and ensure growth of the business and
alignment to overall corporate strategic initiatives and objectives

•

Supplier Manager; overall business owner and primary point of contact for
manufacturers; oversees day-to-day activities of the team and ensures sales and
marketing activities are in alignment with the manufacturer’s initiatives

•

Inside Sales Manager: oversees operational processes to ensure quality management,
SLAs, and pipeline management; manages Insides Sales Representatives and provides
career development and coaching

•

Inside Sales Representatives: execute the quoting, order processing, and pipeline
management of the account; able to work with partners to submit deal registrations;
provides pipeline reporting on a regular cadence to manufacturers

•

Channel Development Representatives: coordinate channel value activities and execute
sales for the account; identify and recruit net new partners; plan enablement activities for
both sales focused and technical focused events

•

Lead Development Associates: set meetings for manufacturers’ sales reps and partner
ecosystem in target accounts; work with manufacturer team on proper training and
messaging
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•

Renewals Manager: manages the renewals business for manufacturers and helps
coordinate strategic cross-sell and upsell campaigns

•

Renewals Inside Sales Representatives: execute the renewal quoting, order processing,
and pipeline management of the account; quote opportunities 120-180 days before POP
end date; identify and position upsell/cross sell opportunities

•

Marketing Manager: overall owner for strategic marketing plan and initiatives with
manufacturers; aligns closely with manufacturer’s marketing team

•

Marketing Coordinators: execute marketing campaigns and logistics in conjunction with
partners and manufacturers

I. Explain in detail how the sales teams will work with the OMNIA Partners team to
implement, grow and service the national program.
immixGroup will have a dedicated Program Manager to support the Master Agreement and all
activities related to marketing, training, and agreement administration. The Program Manager
will work directly with the OMNIA Partners team to coordinate on various applicable activities
related to the agreement roll-out and marketing plans, as detailed in this response. Further the
Program Manager will ensure that the sales teams within immixGroup receives the required
training on the Master Agreement and understand how to market the agreement to eligible Public
Agencies; including any marketing materials for their own use and external distribution to our
manufacturers, partners, and customers.
While the immixGroup sales team will not work directly with the OMNIA Partners team,
immixGroup ensures that the team will be provided clear guidance and information on how to
implement this Master Agreement into the various sales related activities that immixGroup
currently utilizes to help drive business. Such activities include a digital marketing strategy, lead
generation, usage of our market intelligence team and data, participation at various tradeshows,
etc.
J. Explain in detail how Supplier will manage the overall national program throughout the
term of the Master Agreement, including ongoing coordination of marketing and sales
efforts, timely new Participating Public Agency account set-up, timely contract
administration, etc.
immixGroup’s core business model is based on managing and fulfilling major product contract
vehicles of a similar size and scope to this OMNIA Partners Master Agreement. immixGroup,
originally founded as a contract management company, is a recognized leader in providing
procurement and contract management solutions to IT manufacturers and delivering smooth
procurements to government entities. We have more than two decades of experience teaming with
our industry partners to fulfill the programmatic and operational requirements of a prime
contractor on major public sector contract vehicles. As an industry-leading technology distributor
with extensive public sector experience, deep and broad manufacturer relationships, and a secure
global supply chain, immixGroup delivers reliable access to the technology products and
solutions defined in the RFP.
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At the heart of the immixGroup team’s capabilities are its ISO 9001:2015-certified business
processes. Our corporate principles have long focused on quality management and continuous
improvement, which are represented in our proprietary immixGroup Quality Management System
(iQMS). The core business processes covered under iQMS are well aligned with the OMNIA
Partners Master Agreement operational demands, and they leverage a range of state-of-the art,
paperless technology systems to deliver capabilities such as:
• Maintaining a price list of products for different government contract vehicles.
• Quoting to the government on behalf of technology manufacturers.
• Processing purchase orders from our government customers.
• Delivering purchase orders to our technology manufacturer partners.
• Creating invoices for government customers for goods delivered by our technology
partners.
• Paying our technology partners once they deliver the requested goods to our government
customers.
• Confirming customer satisfaction with the procurement process.
• Ensuring contract compliance.
The immixGroup team’s management approach delivers the framework, procedures and controls
necessary for effective operation and open communication with Region 4 ESC/OMNIA Partners.
It integrates experienced and qualified personnel, established ISO 9001:2015 ISO business
processes, quality oversight and all internal and external communications necessary for proven,
sustained and reliable program management. Our framework provides communication,
scalability, change management, continuous improvement and innovation throughout the
lifecycle of the contract. We successfully implement and manage the contract via adherence to
the following critical program management components:
Commitment – A culture of commitment to the contract, our OEM partners and contract
stakeholders.
Communication – Open communication channels with all stakeholders.
Compliance – All employees held accountable for operational excellence, supported by an
environment of honesty, openness, adherence to ethics and safeguarding confidential information
entrusted to us.
immixGroup is comprised of proven program management, including an OMNIA Partners Master
Agreement program manager with primary responsibility for all contract work performed and
highly trained operations personnel, including delivery order managers, to ensure all operational
requirements are fulfilled successfully and in accordance with our ISO-certified business
processes. Our team stands ready to operationalize the program and fulfill the contract’s
requirements immediately following contract award. We will use our continuous improvement
model to maintain the highest service levels with regards to responsiveness, customer
communication and satisfaction, problem resolution and reporting.
Organizational Structure
The immixGroup team for the OMNIA Partners Master Agreement has been assembled and
structured with clear lines of authority and distinct roles for all members. Our leadership is
committed to keeping the Region 4 ESC/OMNIA Partners vision in view while also encouraging
innovation and delivering high-quality products.
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As indicated in our organization chart in Figure 2 below, the immixGroup team’s chain of
command is direct and unambiguous. To enable real-time decision making, our OMNIA Partners
Master Agreement Program Manager, Chauncey Kehoe, has the authority to oversee all day-today aspects of the contract and has a direct line to immixGroup’s executive leadership on all
program and contractual issues. Effective use of team personnel, real-time decision authority, and
value-added staffing support minimize performance risk by governing how we communicate,
track finances and monitor orders and deliverables. In addition, we are prepared to hire additional
resources to support this contract program as necessary to ensure continued success as the
program grows.
Figure 2: The immixGroup team’s organizational structure is aligned with OMNIA
Partners Master Agreement requirements.

Program Manager
(PM)

Assistant Program
Manager

Supplier Manager

Business
Operations
Manager

Business
Technology Group

(BOM)
Inside Sales
Representative
(ISR)

We have found this structure to be highly effective in meeting program requirements and
establishing and maintaining well-defined communications channels, both internally within the
immixGroup team and externally with government customers. Our team has integrated key ISO
9001:2015 corporate processes to provide visibility, improve contract performance and ensure
that we support our customers reliably. Our unified team is committed to continuity of operations
and dependability.
Roles & Responsibilities
The roles and responsibilities of each component of the Program Management Office (PMO) are
detailed as follows:
Program Manager
The Program Manager (PM) is responsible for the overall success including, the relationship
between immixGroup and the OMNIA Partners office, overseeing the development, maintenance,
and overall performance of the PMO’s risk management, problem resolution, resource
management, communications management, customer support, and quality assurance strategies.
Additional activities include, but are not limited to, attending meetings with the OMNIA Partners
Program Office and ensuring the delivery of all program-related deliverables.
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Upon award, the PM:
• Coordinates the initial Master Agreement training for sales and contract staff with the
OMNIA Partners Program Office;
• Assembles and submits technology refresh requests and monitors pricing compliance
with the Master Agreement;
• Assures compliance with identified processes;
• Supervises the quoting and ordering processes;
• Provide component briefings and participation in annual product review meetings;
• Ensures metrics are collected at the manufacturer level in order to monitor procedural and
operational effectiveness; and
• Is responsible for reporting requirements under the Master Agreement contract.
Assistant Program Manager
In order to most reliably serve the OMNIA Partners program, the proposed immixGroup team
includes an Assistant Program Manager (Assistant PM). The Assistant PM is responsible for all
of the PM’s roles and responsibilities when the PM is unavailable.
Supplier Manager
The immixGroup Supplier Manager (SM) leads the sales team and is responsible for interacting
with the manufacturers, our sales partners, and government customers to ensure the customers
have access to and receive the products they require. The SM develops and executes
immixGroup’s Master Agreement business plan and is responsible for the marketing strategy and
customer outreach. The SM also provides Inside Sales Representative leadership and supervision
and is the primary interface to the other support resources within the immixGroup and
manufacturer teams, including legal, contracts, business operations, marketing, sales, and market
intelligence.
Inside Sales Representative
The Inside Sales Representative (ISR) is responsible for all aspects of direct communication and
participation by customers. The ISR monitors and responds to customer RFQs and is responsible
for generating Sales Quotations in accordance with the Master Agreement terms and conditions.
The ISR is also responsible for Order Processing of newly received customer purchases and
executes our ISO-certified procedures for ensuring the accuracy and completeness of the purchase
details. Finally, the ISR proactively surveys customer satisfaction to ensure the PMO’s
continuous process improvement.
Business Operations Manager
immixGroup’s Business Operations Manager (BOM) has complete oversight of immixGroup’s
Business Operations. The BOM oversees the processes of verifying availability of current
products and terms and facilitates updates and technical refreshes as necessary. The BOM further
provides large transaction support and credit facilities as necessary to support the business. In
addition, the BOM serves as the assistant Security Officer and leads the efforts for maintaining
immixGroup’s ISO certification.
Business Technology Group
immixGroup’s Business Technology Group (BTG) supports the automation function of our
proposed solution. Foundationally, BTG has developed and maintains the immixGroup Price List
Management (iPLM) system and the corresponding point of sale (iPOS) reporting systems.
These tools ensure current accurate products and pricing.
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K. State the amount of Supplier’s Public Agency sales for the previous fiscal year. Provide a
list of Supplier’s top 10 Public Agency customers, the total purchases for each for the
previous fiscal year along with a key contact for each.
REDACTED
immixGroup’s top 10 Public Agency customers in 2018 are as follows:
Customer Name
Wake County Public School System
State of Connecticut
Charlotte-Mecklenburg Schools
State of Ohio
New Hanover County Schools
Onslow County Schools
Robeson County Public Schools District
Chapel Hill-Carrboro City Schools
Nash-Rocky Mount School District
Davidson County Schools

2018 Purchases Total ($)
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED
REDACTED

Key Contact Name
Francine Pearce
Daniel Melesko
Jennifer Sinclair
Kevin Hampton
Kelly Judd
Jeff Pittman
Everette Teal
Doug Noell
James Williams
Anna Miller

L. Describe Supplier’s information systems capabilities and limitations regarding order
management through receipt of payment, including description of multiple platforms that
may be used for any of these functions.
immixGroup Operations is committed to
facilitating business growth across the channel
and doing everything possible to ensure we
close and complete deals on time.

immixGroup Order Management
Brings Significant Value to Region 4
ESC/OMNIA Partners

immixGroup Operations positions itself to
achieve operational excellence by leveraging
immixGroup's financial offerings, contract and
pricing proficiencies, and B2B and robotic
automation capabilities.

▪ ISO-certified order management process
ensures process improvement and
customer satisfaction
▪ Proven ability to accommodate end of
quarter, end of year, and surge orders
▪ B2B integration
▪ SLA driven response times ensures
predictable, efficient order management

Furthermore, the Order Management Process is
ISO-certified. immixGroup has established a
Government-facing Order Management Team that is focused on driving efficiency and
optimization for this process by continually assessing and aligning resources and systems to
increase ease of doing business with all its customers and manufacturers. immixGroup’s systems
and processes have been refined and proven successful for more than 20 years.
The Order Management Process
immixGroup has established a tactical Order Management process, detailed in Figure 2 below, to
maximize efficiencies. Once our Inside Sales Teams create quotes in the system:
• immixGroup receipt/consumption of manufacturer quotes into immixGroup quoting tool;
• our Inside Sales Representative creates a complete quote returning to the customer via
email;
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immixGroup, if necessary, can provide technical resources to assist the partner to build
the right solution/quote to meet the customer’s requirements;

immixGroup currently executes orders for our customers via a line card of 250+ suppliers. We
execute these orders via use of immixGroup and manufacturer tools, processes, and automation
wherever possible.
The order process includes the following:
• immixGroup inside sales receives in bound purchase orders via email or standard B2B
messaging
• immixGroup acknowledges receipt of purchase orders via email or standard B2B
messaging
• immixGroup inside sales completes internal order validation (end user name, reseller PO,
price, configuration, ship to address, credit, requested schedule date, special delivery or
entitlement requests)
• immixGroup system creates a purchase order to the manufacturer for the specific order
and transmits to supplier via manual/automated email or standard B2B
• immixGroup inside sales confirms manufacturer receipt, processing, and schedule date of
the order or renewal if no B2B message is enabled with the manufacturer
• immixGroup system provides customer with automated order status via manufacturer
received information if customer signs up for the notification.
• immixGroup receipts manufacturer invoice, ship notice, and/or proof of entitlement
• immixGroup invoices customer per the agreed to price of the product shipped or entitled
Figure 2 – immixGroup’s Order Management Process
REDACTED
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The immixGroup Sales Operations Representative will:
• Complete PO receipt to order service/entitlement/delivery
• Provide backlog Management and interface to supplier fulfillment/supply chain
• Manage post order changes, expedites, billing or proof of entitlement issues
Accommodating Surges in Orders and Processing Late Orders
immixGroup’s Service Level Agreement from receipt of a PO from the customer through
booking and submission of the order to our manufacturer is normally four hours or less.
immixGroup constantly works with our manufacturers to simplify order flows through the
following methods:
• B2B integration
• Timely communications
• Proactive catalog and price book consumption
• Quick resolution of any failing orders
Additionally, we work closely with our manufacturers to ensure a faster cycle time/cadence for
critical end of fiscal period orders. A proactive approach is taken to align extended hour and on
call support during this time to include west coast customers.
M. Provide the Contract Sales (as defined in Section 10 of the National Intergovernmental
Purchasing Alliance Company Administration Agreement) that Supplier will guarantee
each year under the Master Agreement for the initial three years of the Master Agreement
(“Guaranteed Contract Sales”).
$0.00 in year one
$0.00 in year two
$0.00 in year three
To the extent Supplier guarantees minimum Contract Sales, the administration fee shall be
calculated based on the greater of the actual Contract Sales and the Guaranteed Contract
Sales.
immixGroup agrees to pay the administration fee based on the net prices for actual sales made
against this Master Agreement. immixGroup does not guarantee minimum sales.
N. Even though it is anticipated many Public Agencies will be able to utilize the Master
Agreement without further formal solicitation, there may be circumstances where Public
Agencies will issue their own solicitations. The following options are available when
responding to a solicitation for Products covered under the Master Agreement.
i.
Respond with Master Agreement pricing (Contract Sales reported to OMNIA
Partners).
immixGroup will respond to the Public Agency’s solicitation with prices that are equal to
or below the catalog prices that have been set for the Master Agreement. For all
purchases against the Master Agreement, immixGroup will ensure all sales are reported
to OMNIA Partners.
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If competitive conditions require pricing lower than the standard Master
Agreement not-to-exceed pricing, Supplier may respond with lower pricing through
the Master Agreement. If Supplier is awarded the contract, the sales are reported as
Contract Sales to OMNIA Partners under the Master Agreement.
immixGroup will respond to the Public Agency’s solicitation with prices that are equal to
or below the catalog prices that have been set for the Master Agreement. For all
purchases against the Master Agreement, immixGroup will ensure all sales are reported
to OMNIA Partners.

iii.

Respond with pricing higher than Master Agreement only in the unlikely event that
the Public Agency refuses to utilize Master Agreement (Contract Sales are not
reported to OMNIA Partners).
While immixGroup will promote the Master Agreement as the preferred contract that the
Public Agency utilize, should the Public Agency prefer to use a contract other than the
Master Agreement, immixGroup will adhere to the pricing obligations of that contract,
which may result in prices that are equal to or below the catalog prices that have been set
for the contract. Sales not placed against the Master Agreement will not be reported to
OMNIA Partners.

iv.

If alternative or multiple proposals are permitted, respond with pricing higher than
Master Agreement, and include Master Agreement as the alternate or additional
proposal.
While immixGroup will promote the Master Agreement as the preferred contract that the
Public Agency utilize, should the Public Agency prefer to use a contract other than the
Master Agreement, immixGroup will adhere to the pricing obligations of that contract,
which may result in prices that are equal to or below the catalog prices that have been set
for the contract. Sales not placed against the Master Agreement will not be reported to
OMNIA Partners.

Detail Supplier’s strategies under these options when responding to a solicitation.
immixGroup has responded to each option above.
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iii. Offer extensive robust line of top manufactures
immixGroup holds partnerships with over 250 manufacturers. For purposes of this contract, immixGroup
is initially proposing the following manufacturers, from which we have received Letters of Authorization:
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.

A10 Networks
AINS, Inc.
Authentic8
BlueCat
Centrify
Chef Software
Citrix
Code42
Commvault
Duo
Fortinet
LogRhythm
MariaDB
MobileIron
Palo Alto Networks
Smartbear Software
Symantec
Tanium
Tenable
Thycotic Software
Veeam

For the manufacturers immixGroup has included as part of its proposal response, their product solutions
and services span across five technology categories, as assigned by immixGroup:
•

Cybersecurity
To enhance the resiliency of public sector cybersecurity defenses and protect systems against
internal and external threats, government agencies and their business partners need rapid,
reliable access to the strongest cybersecurity tools available -- and the expertise to help them
choose the right products. immixGroup represents an unmatched array of technologies from
more than 90 top cybersecurity vendors. We understand the complex security challenges
threatening our nation’s government and critical infrastructure and the relevant initiatives that
are driving technology acquisition.

•

Business and Operations
To do more with less while accomplishing your mission, you need technology solutions that
create efficiencies, enable collaboration, eliminate redundancy, streamline business processes,
and ensure integrity of operations. immixGroup’s broad portfolio of enterprise solutions from
more than 120 vendors helps you better manage resources, budgets, programs, assets, and
operations to assist you in addressing complex business challenges.
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•

IT Infrastructure
With network consolidation and data center optimization initiatives taking hold across the
government, many agencies are struggling to modernize aging IT infrastructure and address
issues related to network performance, availability, disaster recovery, and security. They need
solutions to help them reduce data center footprints and improve efficiencies through the
virtualization of everything from servers to storage; from workloads to data centers; and from
desktops to mobile end-user devices. immixGroup provides the COTS solutions government
agencies and their business partners need to optimize IT infrastructures.

•

Enterprise Mobility
Comprehensive mobility strategies enable government agencies to securely access systems,
applications, content, and data in real-time from anywhere on any device. Successful
implementation of those strategies requires solutions that provide for comprehensive security and
management of mobile applications, content, devices, and policies.

•

Big Data and Analytics
Data is increasingly recognized as the most valuable asset in your organization. Often overused,
the term “Big Data” encompasses everything from business intelligence to data analytics, from
managing structured to unstructured data, from business data to machine-generated data, etc. To
move beyond the hype, you need big data tools and expertise to transition from acting on instinct
to managing by insight. immixGroup provides a reliable source for best-of-breed big data
technologies to harness your data through:
o Data integration and transfer
o Data storage and management
o Data search and access
o Data analytics
o Data visualization and outcomes

immixGroup presently has over 250 active distribution and reseller agreements with large, established
manufacturers, as well as many smaller and emerging manufacturers and service providers. We prioritize
direct, authorized, and strategic relationships with these technology partners, allowing us to offer our
customers a remarkable range of technical capabilities and customizable solutions spanning a full range of
IT products and services. Our direct Supplier relationships are led by supplier-focused account
management teams assigned by technology groups. Dedicated teams support our largest manufacturers
such as Palo Alto, Symantec, Citrix, and Tanium. Other teams focus on best-of-breed technology
portfolios including Cloud Computing, Cyber Security, Business Process Management, Product Lifecycle
Management, Data Management, and Emerging Technologies.
Post-award, immixGroup will continue to market the contract across its growing list of manufacturers so
that we can ensure customers have a broad range of products and services to meet their mission
objectives. As such, immixGroup will work with Region 4 ESC/OMNIA Partners to continue adding
new manufacturers to the contract catalog.
To see a list of all manufacturers currently offered by immixGroup, visit the following URL:
https://www.immixgroup.com/government/products/all-brands/
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iv. Is pricing available for all products and services?
immixGroup confirms that pricing will be available for all products and services for those manufacturers
it has included as part of this proposal response.
v. Describe any shipping charges
Standard shipping charges are included in the net price being offered. Any shipping requirements that are
not considered standard (e.g. overnight, 2-day, etc.) will be subject to shipping charges which will be
provided to the customer in a quote.
vi. Provide pricing for warranties on all products and services.
The manufacturer’s standard commercial licensing terms, support, and warranties will apply for
applicable products and services offered and all standard warranties are provided at no additional cost.
Any extended warranties, if offered by the manufacturer, shall be purchased by the customer at the
pricing set forth in the immixGroup catalog price list.
vii. Describe any return and restocking fees.
The manufacturer’s standard commercial licensing terms, support, and warranties will apply for
applicable products and services offered. This includes any return and/or restocking fee policies of a
manufacturer.
viii. Describe any additional discounts or rebates available. Additional discounts or rebates may be
offered for large quantity orders, single ship to location, growth, annual spend, guaranteed quantity,
etc.
immixGroup may offer customers additional discounts or rebates at the order level when the
circumstances justify (e.g. competitive landscape, quantity/volume of potential purchase, etc.). Any
additional discount may vary by opportunity and circumstance, as well as by manufacturer and product.
ix. Describe how customers verify they are receiving Contract pricing.
immixGroup has developed compliance tools across multiple facets of its business. Compliance begins
with an automated system for ingesting, analyzing, and preparing modifications to price books.
Leveraging our years of price book management experience and well over one million products managed
under our contracts, we developed our proprietary immixGroup Price List Management (iPLM) system.
The iPLM system ingests a manufacturer’s commercial price book, analyzes it for changes, and, once
changes are acknowledged by the manufacturer, creates the requisite modifications to the various price
books immixGroup manages for the manufacturer. These modifications are then submitted to the
government agency for approval. Once approved, government price books are released to a dedicated
web page, the manufacturer’s sales team, the authorized partners, and any distributors involved. The
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iPLM system is able to render the current price book, a price book at any given date in history, or a
history of price changes for a given part. The iPLM system is ISO 9001:2015 certified and completely
auditable. iPLM is also linked to our immixGroup quoting system to ensure our sales team provides the
not-to-exceed prices to customers based on the contract selected for that quote.
Coupled with the iPLM system is immixGroup’s Point of Sale (POS) reporting system, which is also ISO
9001:2015 certified. As part of each of its channel programs, immixGroup collects sales reports on a
monthly basis. These reports are run through the POS system to determine that: 1) all parts reported are
on contract at the time of the sale; 2) the prices charged are not in excess of the contract ceiling price at
the time of sale; and 3) all extended prices are calculated correctly. Discrepancies are resolved on an
ongoing basis by a dedicated channel compliance team. Issues are tracked to ensure resolution within
allowable timelines.
The compliance team also oversees initial partner boarding to ensure all partners can properly quote and
deliver needed reports. Mandatory partner training is conducted on an annual basis and ad hoc as
necessary, based on issues discovered during discrepancy resolution. Quote and order packages are
gathered monthly to verify on-going compliance and government-facing quote and order compliance.
Where discrepancies are unresolved or reports are not provided in a timely fashion, cure notices are
issued. Outstanding cure notices are resolved on an ongoing basis by the compliance team. Unresolved
cure notices result in suspension from the program.
x. Describe payment methods offered.
immixGroup can accept payment by electronic funds transfer (EFT), which is the preferred method of
payment. immixGroup can also accept payment using a Mastercard, American Express, or VISA credit
card.
xi. Propose the frequency of updates to the Offeror’s pricing structure. Describe any proposed indices
to guide price adjustments. If offering a catalog contract with discounts by category, while changes in
individual pricing may change, the category discounts should not change over the term of the Contract.
immixGroup consistently strives to ensure its contract catalogs are current with the manufacturer’s
commercial offerings. When a manufacturer provides an updated commercial price list, immixGroup
utilizes its iPLM system to capture changes (e.g. price changes, additions, deletions, etc.), and provide
updates for one or more manufacturers to Region 4 ESC/OMNIA Partners on a monthly basis, at a
minimum. Frequency will vary since manufacturer timelines vary as to when they make any updates to
their commercial price lists. For those manufacturers already listed on the contract catalog price list,
immixGroup will honor the discounts that were used. Should an existing manufacturer offer a new
product line, immixGroup will work with Region 4 ESC/OMNIA Partners to negotiate an update to the
catalog that may require a new discount.
xii. Describe how future product introductions will be priced and align with Contract pricing proposed.
For those manufacturers already listed on the contract catalog price list, immixGroup will honor the
discounts that were used. Should an existing manufacturer offer a new product line, immixGroup will
work with Region 4 ESC/OMNIA Partners to negotiate an update to the catalog that may require a new
discount.
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For new manufacturers that immixGroup will propose for addition, immixGroup will work with Region 4
ESC/OMNIA Partners to negotiate pricing/discounts.
xiii. Provide any additional information relevant to this section.
immixGroup has access to a vast portfolio of over 250 manufacturers providing customers with a widerange selection of technologies that:
•

Provide competitive pricing for software solutions, services, and other items that are in high
demand within the public sector marketspace.

•

Offer the manufacturers’ latest updated or new technologies through the systems and process of
immixGroup updating the contracts price list catalog in a timely manner.

•

Provide customers the assurances in knowing that all items purchased through immixGroup will
be supported by the manufacturers standard commercial warranties and support policies and
resources.
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Tab 3 – Performance Capability
Response to Section IV (Evaluation Process and Criteria), Paragraph 2(b) of the RFP:
i. Include a detailed response to Appendix D, Exhibit A, OMNIA Partners Response for National
Cooperative Contract. Responses should highlight experience, demonstrate a strong national presence,
describe how Offeror will educate its national sales force about the Contract, describe how products
and services will be distributed nationwide, include a plan for marketing the products and services
nationwide, and describe how volume will be tracked and reported to OMNIA Partners.

immixGroup has provided its response to Appendix D, Exhibit A, OMNIA Partners Response for
National Cooperative Contract, which is enclosed as part of Tab 3.a, Performance Capability titled
“immixGroup Tab 3 Performance Capability_Appendix D-Exhibit A.pdf.”
ii. The successful Offeror will be required to sign Appendix D, Exhibit B, OMNIA Partners
Administration Agreement prior to Contract award. Offerors should have any reviews required to sign
the document prior to submitting a response. Offeror’s response should include any proposed
exceptions to OMNIA Partners Administration Agreement on Appendix B, Terms and Conditions
Acceptance Form.

immixGroup will sign Appendix D, Exhibit B, OMNIA Partners Administration Agreement prior to
Contract award and has completed all reviews required for signature. Proposed exceptions to the OMNIA
Partners Administration Agreement on Appendix B, Terms and Conditions Acceptance Form is enclosed
as part of Tab 1, Draft Contract and Offer and Contract Signature Form (Appendix A), of this proposal
response.
iii. Include completed Appendix D, Exhibits F. Federal Funds Certifications and G. New Jersey
Business Compliance.
immixGroup is including within Tab 3.a of its proposal response the completed Appendix D, Exhibits F
(Federal Funds Certifications) and G (New Jersey Business Compliance), titled “immixGroup Exhibit F
- Federal Funds Certifications.pdf” and “immixGroup Exhibit G - New Jersey Business
Compliance.pdf.”
iv. Describe how Offeror responds to emergency orders.

immixGroup will follow similar procedures it currently uses for Federal DPAS rated purchase orders,
which are issued as a result of an emergency. The purpose of DPAS is to assure the timely availability of
industrial resources to meet current national defense and emergency preparedness program requirements
and to provide an operating system to support rapid industrial response in a national emergency.
1. An Emergency flagged order is received by immixGroup
a. The sales team verifies the emergency flag and notes such flag on the Customer Purchase Order
(PO).
b. Inform immixGroup Order Operations Team that an emergency order has been submitted.
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2. Processing the Emergency Order
a. Include notes on the Internal comments of the PO calling out the emergency flag.
b. Include notes on the External comments of the PO calling out the emergency flag so the Vendor’s
Order Operations team can place priority.
3. Sending the Emergency Order to Vendor
a. Once the PO is processed internally at immixGroup and an immix PO number has been assigned
to the order, the sales team contacts the Vendor to inform them of an emergency order is in route
so that priority is taken on that purchase order
v. What is Offeror’s average Fill Rate?
As part of immixGroup’s oversight of ISO-certified processes, we keep track on a monthly basis the
percentage of purchase orders that we issued to and were accepted by our manufacturers. REDACTED.
immixGroup’s value-added order processing program uses an automated workflow system, using the
OnBase software platform, that allows scaling of our order processing production, which currently
exceeds 20,000 orders per year. This system, built using business management software, ensures a high
degree of accuracy by moving the order through various stakeholder queues based on the customer’s
purchase order. For example, simple product-based orders move through a minimum number of queues,
while more detailed product-related services move through additional queues, including one monitored by
a program manager to ensure the customer’s need is accurately reflected on the resulting order without
undue delay.
Additionally, it has been immixGroup’s experience that order processing and timely production of
invoices spikes throughout the course of the year during various fiscal year ends. As such, immixGroup
uses a cross-trained workforce to adapt to these high-volume workloads to meet the time constraints and
service level needs of our customers.
vi. What is Offeror’s average on time delivery rate? Describe Offeror’s history of meeting the shipping
and delivery timelines.

immixGroup has a strong record for ensuring on time delivery of products to our customers. We work
directly and closely with our manufacturers in ensuring orders placed are processed in a timely manner
and product is delivered within the time requirements that customer requested within its purchase order to
immixGroup. immixGroup tracks all shipments and delivery of orders, and before invoicing, must
receive a Proof of Entitlement (POE) and/or Proof of Delivery (POD) from the manufacturer. To the
extent that there will be a delay in delivery, immixGroup will communicate such delays to the customer in
a timely manner and work with the manufacturer and customer to provide a timeline for expected
shipment and delivery.
vii. Describe Offeror’s return and restocking policy.

immixGroup does not have a return and restocking policy. Rather, the standard commercial return and
restocking policies in the applicable manufacturer’s commercial terms and conditions will apply.
viii. Describe Offeror’s ability to meet service and warranty needs.
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immixGroup has a direct relationship with its manufacturers to provide the manufacturers’ standard
commercial warranties and technical support offerings, which may include support via email, on-line
chat, and telephone. Should a customer contact immixGroup personnel directly, immixGroup will route
to the appropriate manufacturer technical resources. Manufacturers’ technical support contact
information may be found on the immixGroup website.
ix. Describe Offeror’s customer service/problem resolution process. Include hours of operation,
number of services, etc.
immixGroup’s commitment to customer satisfaction is demonstrated throughout its core business
processes, from order processing and tracking to invoicing and beyond. All customers who have product
delivered to them through immixGroup are tracked in our ISO-certified Quality Management System,
iQMS. immixGroup maintains several work instructions and policies surrounding customer service and
customer satisfaction. On a monthly basis, we measure our efforts regarding follow up with customers to
ensure receipt of product, ensure satisfaction with order processing, and offer assistance where
appropriate. In all cases our metrics are on target and better than industry standards.
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Figure 1 – immixGroup’s Customer Satisfaction Flowchart

REDACTED
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immixGroup is committed to providing customers the following support services free of charge:
• Timely and accurate quarterly sales reports, based on current offerings and prices
• Timely dispatch of up-to-date hard and soft copy ordering guides
• Commercially available technical specifications, either on-line or in hard copy form, for any
product available on our contracts, per a customer’s request
• Configuration analysis to determine the suitability, correctness and availability of our offerings to
the customer’s requirement
Further, immixGroup account teams provide acknowledgement within four (4) business hours of receipt
of a quote request or purchase order and validated purchase orders are generally processed within 24
hours. Order receipt methods include mail, phone, and electronic means such as facsimile, e-mail, or other
internet-based communications. Order status reports are available on-demand by contacting your account
manager.
The standard hours of operation for our customer service department are 8:30-5:30 EST, Monday through
Friday. However, it has been our experience that the processing of orders and the need for customer and
technical service spikes throughout the course of the year, reflecting various fiscal year ends. As such, we
use a cross-trained workforce to adapt to high-volume workloads and provide extended coverage when
needed to ensure that resources are available to customers as-needed during non-work hours, especially
during End of Month (EOM) and End of Quarter (EOQ).
x. Describe Offeror’s invoicing process.
immixGroup’s team of billing specialists are responsible for creating customer invoices, following any
specific invoicing instructions set forth in the customer’s purchase order. Invoices meet any and all
requirements outlined in the RFP and are submitted by mail or email, whichever is preferred by the
customer. Our billing specialists ensure all invoices are submitted within the time period provided.
immixGroup accepts payment by electronic funds transfer (EFT), Mastercard, American Express, or
VISA credit cards.
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Figure 2 – immixGroup’s Customer Invoice Procedure
REDACTED
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Furthermore, given our extensive public sector experience, our billing specialists understand that state and
local governments are generally exempt from Federal excise taxes and other related taxes.
Specific to invoices for software and other product, immixGroup generally issues invoices upon receiving
confirmation from the manufacturer that the software and/or product(s) has been electronically delivered
or customer confirmation that the software and/or product(s) has been received. Once our billing
specialists have received confirmation of receipt of the software and/or products, we generate the invoice
to be submitted to the customer.
In most cases, Installation and Training Services will be invoiced monthly in arrears unless specified
otherwise by the customer.
Specific to invoices for software maintenance, immixGroup generally issues invoices upon receiving
confirmation from the manufacturer that the customer has access to the software maintenance, but in no
event will a customer be invoiced prior to the start of the period of performance as indicated on an
applicable purchase order.
xi. Describe Offeror’s contract implementation/customer transition plan.

immixGroup has included a detailed implementation and marketing 90-day plan (“immixGroup 90-Day
Implementation and Marketing Plan.pdf”) that it will initiate upon award of a contract and Master
Agreement.
Marketing
We understand that the ultimate success of this contract will heavily depend on marketing efforts.
immixGroup has an experienced marketing department which will actively market the Region 4
ESC/OMNIA Partners contract directly to customers, manufacturers, and partners with a rollout of
activities to include, without limitation:
•
•
•
•
•
•
•
•
•

Co-branded press release
Hosted and recorded informational webinar to be made available to our manufacturer and partner
community on-demand introducing the contract
Dedicated contract website
Product-specific educational webinars
Social amplification through immixGroup’s SLED team
Customer- and Vendor-facing electronic brochure (PDF downloadable version on immixGroup’s
website)
Participation at trade shows and industry events
Conference-specific hard copy handouts
Social and Public Media outreach such as promoting the contract, events, and/or news on
LinkedIn, Facebook, and Twitter
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immixGroup’s process emphasizes marketing information through the channel because our partners are
entrenched in the customer community and we amplify our market presence by supporting their efforts.
We will provide marketing kits to partners to help them promote the contract vehicle with specific
messaging approved by Region 4 ESC and OMNIA Partners; the kits will include sample tweets, a
contract FAQ, customer talking points, a link to the contract website, and a press release for the partner to
publish. We will begin implementing these activities within 90 days of award and continue to execute
these marketing plans throughout the life of the contract to maintain a high level of awareness within the
industry.
Contract Roll-Out/Implementation
immixGroup’s implementation plan includes action items across multiple business units designed to boost
engagement and speed up the customers’ ability to leverage or access the contract.
Sales Teams
• Meet with awarded manufacturers to design and execute a tailored SLED strategy
• Engage with current prospects and funnel existing sales pipeline towards the Region 4
ESC/OMNIA Partners vehicle
Partner Alliances
• Work to strengthen depth and breadth of initial award: liaise with partners and service providers
in our channel network to add eligible dealers to the contract
• Publicize award in monthly partner newsletter
Contracts/Programs
• Work to strengthen depth and breadth of initial award: liaise with additional manufacturers on the
immixGroup line card to add eligible suppliers to the Region 4 ESC/OMNIA Partners vehicle
• Establish reporting and fee remittance workflow in immixGroup systems
• Set up contract profile and pricelists in immixGroup systems
• Work with marketing team to develop and launch contract brochure, dedicated webpage in our
corporate website
• Create training curriculum and present materials to sales team, manufacturers, and partners
Sales team training in the immixGroup organization is centralized through our award-winning, ISOcertified corporate training program, immixUniversity. immixUniversity offers instructor-led training
along with 24/7/365 access to online courses and organizational knowledge banks. Continuous learning is
a highly valued practice at immixGroup and upon award, the immixGroup Contracts/Programs team will
develop a curriculum to educate the salesforce, including authorized partners, on how to market the new
contract. This course will serve to raise awareness of the Region 4 ESC/OMNIA Partners contract,
instruct reps in how to drive revenue through the vehicle, and ensure compliance on all orders received
under the contract.
xii. Describe the financial condition of Offeror.
immixGroup’s parent company, Arrow Electronics, Inc. (Arrow), is a publicly traded company. In 2018,
Arrow reported $29.7 billion in sales and currently is #109 on the Fortune 500 rankings. Financial results
can be found at: https://investor.arrow.com/financials/financial-results/default.aspx.
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xiii. Provide a website link in order to review website ease of use, availability, and capabilities related
to ordering, returns and reporting. Describe the website’s capabilities and functionality.

immixGroup will create a dedicated page off our public corporate website, www.immixgroup.com,
providing customers access to key contract details such as, but not limited to:
•
•
•
•
•

Manufacturers supported on contract
Real-time pricing access
Key contact information and ordering instructions
Authorized participating dealers
A copy of the awarded contract and any amendments

immixGroup will handle all orders through mail, phone, facsimile, EDI, XML, or email communication.
xiv. Describe the Offeror’s safety record.

immixGroup and its parent company, Arrow Electronics, Inc., is committed to ensuring a safe
environment for its employees and customers alike. Arrow maintains a Code of Business Conduct and
Ethics to which all employees must agree and adhere. Such policies include, but are not limited to,
ensuring the workplace is free from discrimination and harassment, integrity of Arrow and customer
records, maintenance of confidential information, compliance with anti-bribery and corruption laws, and
protection of physical assets and intellectual property. In addition, Arrow maintains a 24-hour a day,
seven days a week “AlertLine,” which provides a method for reporting to the Chief Compliance Officer
and, where appropriate, Arrow’s Board of Directors with complete anonymity.
xv. Provide any additional information relevant to this section.

immixGroup understands how to support, market, and sell into the public sector market. The foundation
of our entire business has been built around serving the public sector. By partnering with immixGroup,
Region 4 ESC, OMNIA Partners, and the Public Agencies will see the benefits of:
•

Over two decades of proven success supporting the public sector

•

The size and market reach to ensure sales opportunities are identified, managed, and closed most
efficiently

•

Business model 100% focused on the public sector

•

Innovative public sector marketing and lead generation programs

•

Experienced sales support team

•

ISO 9001:2015-certified business processes ensure order management efficiencies
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Tab 3 – Performance Capability

Response to Appendix D, Exhibit A, OMNIA Partners Response for National Cooperative Contract,
Section 3.3(A) and Section 3.3(B) of the RFP:
immixGroup 90-Day Implementation and Marketing Plan
Type of Value
Name /
Description

SLED-Facing
Flyer

Marketing
and/or Sales
Focus

Implementation
and Marketing

Type of
Marketing
Effort

Audience

Printed
Material

state & local
governments;
educational
institutions
(SLED)

Awareness

X

Education

X

Vendor-Facing
Flyer

Implementation
and Marketing

Printed
Material

immixGroup
manufacturer
Clients

X

X

immixGroup
all staff
internal
announcement

Implementation
and Marketing

Press
Release

immixGroup
staff

X

X

Press Release

Marketing

Press
Release

media outlets

X

Dedicated
Website Pages

Implementation
and Marketing

Web-based

SLED;
industry

X

X

Face-toFace
Networking

Lead
Gen

Notes

Flyer will outline the
products available through
immixGroup on the
contract, how public
agencies can leverage this
contract, and the benefits
of doing so.
Flyer will outline the
benefits to manufacturers
of working with
immixGroup to leverage
the contract nationwide
towards public agencies.
Executive leadership
announce award of
contract and the
leaderships support of it
being immixGroup's
flagship SLED contract
vehicle.
Press release will be
written by immixGroup,
and if approved by the
immixGroup parent
company, co-branded with
OMNIA partners and
distributed through PR
Web and select trade
publications.
Page will include
appropriate information
with contract details and
contact information that
includes a tollfree number
and email, available
product lines and pricing,
and if applicable, links to
external sites to Region 4
and/or OMNIA partners
websites. Such website
will include appropriate
logos, marketing
materials, and a copy of
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Type of Value

Name /
Description

Marketing
and/or Sales
Focus

Type of
Marketing
Effort

Audience
Awareness

Education

Face-toFace
Networking

Lead
Gen

Notes

the contract (with any
amendments).
Social Media
Announcement
immixGroup
Sales Team
training

Marketing
Implementation
and Marketing

Web-based

Training

SLED;
industry
immixGroup
sales team

"How to
Leverage the
OMNIA
Partners
contract to
Build Pipeline
and Drive
Revenue"

Implementation
and Marketing

Webinar

Manufacturers
and Solution
Providers

Client
Relationship
Outreach

Implementation
and Marketing

Phone / InPerson
Meetings

Manufacturer
Clients

Commitment
to attend and
participate at
national,
regional and
supplierspecific trade
shows,
conferences,
and meetings.
Commitment
to attend and
exhibit at the
NIGP Annual
Forum
immixGroup
Government IT
Sales Summit

X

LinkedIn and Twitter

X

Coordinate with OMNIA
Partners for immixGroup
sales team training on the
contract, including how to
leverage and market.

X

X

Marketing

Conference
/ Trade
Show

e.g., NIGP
Annual
Forum, NPI
Conferences,
etc.

X

Marketing

Conference
/ Trade
Show

state & local
governments;
educational
institutions
(SLED)

X

Marketing

Conference
/ Trade
Show

Manufacturers
and Solution
Providers

X

X

X

X

Following the model
immixGroup has used for
other contracts, this
webinar will help
manufacturers and
partners better understand
how the contract works
and how to use it to best
meet the needs of public
agencies.

X

X

Ongoing outreach efforts
to individual manufacturer
Clients to reinforce the
benefits of the contract.

X

X

Coordinate with OMNIA
Partners on national
and/or regional trade
shows, conferences, and
meetings to attend. Will
need to work with
OMNIA Partners to
discuss estimated budget
for such events.
Participation will be
dependent on the amount
of budget set aside.

X

X

Dependent upon
participation by
immixGroup Clients to
help defray costs.

X

Will include printed
marketing materials, and
live session to include
awareness of this contract
and how to leverage.

X

X

X

NOTE: Additional activities may be added dependent upon which manufacturer Clients are added to the contract as
well as in coordination with OMNIA Partners
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Tab 4 – Qualification and Experience

Response to Section IV (Evaluation Process and Criteria), Paragraph 2(c) of the RFP:
i. Provide a brief history of the Offeror, including year it was established and corporate office location.
immixGroup, founded in 1997 and purchased by Arrow Electronics, Inc. in 2015, was established to
serve as a bridge between government customers and commercial IT manufacturers and service providers.
Today, immixGroup is recognized as one of the largest value-added distributors of enterprise IT products
for U.S. federal, state and local government agencies and educational institutions. We are a public sector
innovator, developing and delivering programs designed to ensure the success of large government
programs and contract vehicles such as NASA’s SEWP V, GSA’s Multiple Award Schedules, DoD ESI
BPAs, and a variety of state and local government contracts such as Ohio STS, California CMAS, Texas
DIR, NCPA, and NASPO Value Point, to name a few. immixGroup’s corporate office location is in
McLean, VA, just outside of Washington, D.C.
Parent Company
immixGroup’s parent company, Arrow Electronics, Inc. (NYSE: ARW), headquartered in Centennial,
Colorado, is a global distributor of products, services, and solutions to industrial and commercial users of
electronic components and enterprise software. Arrow Electronics guides innovation forward for more
than 200,000 of the world's leading manufacturers and service providers of technology used in homes,
business and daily life. Through a network of more than 349 locations worldwide, Arrow brings
electronics and information technology to enterprises in industrial and commercial markets including
aerospace and defense, transportation, finance, health and manufacturing. Arrow distributes products
across many categories including lighting, power management, data center infrastructure, cloud services
(public, private, hybrid, virtual) and the many new technologies of the internet of things (IoT). As the
public sector arm of Arrow, immixGroup is able to leverage Arrow’s manufacturer and partner
relationships and its extensive operational efficiencies to deliver state-of-the-art technology to
government agencies.
ii. Describe Offeror’s reputation in the marketplace.
immixGroup is recognized as one of the largest value-added distributors of enterprise IT products for U.S.
federal, state and local government agencies and educational institutions. We are a public sector
innovator, developing and delivering programs designed to ensure the success of large government
programs and contract vehicles such as NASA’s SEWP V, GSA’s Multiple Award Schedules, DoD ESI
BPAs, and a variety of state and local government contracts such as Ohio STS, California CMAS, Texas
DIR, NCPA, and NASPO Value Point, to name a few.
The public sector represents 99% of immixGroup’s business. Since our founding, immixGroup has sold
over $12 billion in technology products and services to government agencies and has established industry
and manufacturer partnerships with more than 250 leading original equipment manufacturers (OEMs) and
1,200 technology resellers and service providers spanning every socio-economic category and technology
specialization. In contrast with typical contractors, immixGroup is an agile, ISO 9001:2015-certified
business focused almost entirely on product delivery and services solutions. Our extremely low overhead
costs allow us to provide optimal strategic sourcing to serve the needs of the public sector.
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immixGroup’s staff is widely respected and relied upon for its professional, ethical business approach.
Our success is based upon the leadership of a highly experienced management team and our ISO-certified
processes for training new professionals to support our growth. Our current staff has deep expertise in
meeting each customer’s specific requirements and in the technology required to satisfy those needs.
We are a top ten Information Technology (IT70) GSA Schedule contractor with sales in Fiscal Year 2018
of over $340 million. We consistently receive awards and recognition for accomplishments in the
technology industry, including most recently being named a Washington Technology Top 100 and
Training Top 125. In 2018, immixGroup’s parent company, Arrow Electronics, Inc., reported $29.7
billion in sales and currently is #109 on the Fortune 500 rankings.
iii. Describe Offeror’s reputation of products and services in the marketplace.
immixGroup continually expands its offerings by establishing and growing relationships with leading
technology companies. immixGroup delivers specialized resources and an expertise that technology
companies need to increase their revenue, support their demand creators and operate efficiently in the
complex public-sector IT market, all leading to mission-driven results. These include industry-specific
market intelligence services, marketing, smart lead generation, channel development, compliance
programs, technical solutions, integration and logistics capabilities, and capital solutions.
We prioritize direct, authorized and strategic relationships with these technology partners, allowing us to
offer our government customers a remarkable range of technical capabilities and customizable solutions
spanning a full range of IT products and services. Our direct OEM relationships are led by manufacturerfocused account management teams assigned by sector. Dedicated sector teams support our largest OEMs
such as IBM, Cisco, Palo Alto, Dell EMC and Symantec. Other sectors focus on best-of-breed technology
portfolios including cybersecurity, business process management, product lifecycle management, data
management and emerging technologies.
In addition to the OEMs identified in our proposal, immixGroup maintains strong relationships with more
than 250 OEMs that are continually developing new technologies. As our customers’ technology needs
expand, immixGroup is prepared to offer such technologies at competitive prices.
iv. Describe the experience and qualification of key employees.
immixGroup understands the importance of ensuring the awarded contract is implemented quickly,
marketed to our entire channel of manufacturers, partners, and eligible customers, and utilized by the
sales teams. This is why immixGroup has assigned the key employees listed below to be focused and
dedicated to this contract. These key employees hold a successful track record in their area of expertise,
all of which will be vital for the overall usage and success of this contract:
Troy Fortune
Vice President & General Manager
Mr. Fortune was named vice president and general manager of immixGroup in July 2018. He brings with
him over 30 years of channel sales leadership experience in both commercial and public sector markets.
Since joining immixGroup’s parent company, Arrow Electronics, in 1995, Mr. Fortune has distinguished
himself as a highly effective sales executive with a proven track record in growing channel business and
enabling partners to streamline and grow their businesses. He spent many years focusing on the storage
business and was an integral part in establishing a dedicated storage business unit at Arrow. After Arrow
Electronics' acquisition of immixGroup in 2015, Mr. Fortune was asked to lead immixGroup’s
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infrastructure systems business and the overall channel organization. His industry knowledge, strong
leadership skills and visionary approach have contributed greatly to the growth and expansion into new
business areas in the public sector.
David Tong
Senior Sales Director
David Tong was named senior sales director in June 2016 and oversees the infrastructure systems and
enterprise cyber organizations at immixGroup. He brings with him over sixteen years of channel and sales
leadership experience in the public sector. Since joining immixGroup in 2011, he has consistently
demonstrated his ability to develop and lead high-performance sales teams and expand partner business.
A former U.S. Marine, Mr. Tong leads by example and strongly believes in trust and accountability. His
industry knowledge, strong relationship skills and team-first approach have made him a valued asset to
immixGroup, and the partners he supports.
Jeff Ellinport
Division Counsel
Jeff Ellinport manages legal and compliance functions and oversees the immixGroup team that manages
over 40 public sector contract vehicle programs. He is responsible for reviewing the ongoing
engagements with original equipment manufacturers, software publishers, cloud service providers and
their partners. He has deep knowledge and experience in government contract vehicles, federal
procurement regulations, IT licensing, cloud services, subcontract agreements, government relations and
federal contract claims. Prior to joining immixGroup in 2006, Mr. Ellinport held senior corporate counsel
positions with companies including Qwest Communications Corp. (Century Link), Inktomi (Yahoo!), and
Siebel Systems (Oracle). Mr. Ellinport has a bachelor’s degree in political science from Bates College and
a JD from George Washington University.
Ann Cassar
Manager, Partner Alliances
Ann Cassar joined immixGroup in 2015 and soon after was named Partner Alliance manager to oversee
its Channel development organization. She and her team are responsible for the overall management and
execution of our public sector partner growth strategy aligning our solutions and services with their go-tomarket initiatives. She brings with her over 10 years of business management and sales leadership
experience and is a valuable asset to the company, her team and partnerships she supports.
Adam Hyman
Director, Government Programs
Adam Hyman brings over 15 years of knowledge and experience in public sector contract administration
and program management to the immixGroup team. He is presently serving as the Director of
Government Programs for all the immixGroup companies. Mr. Hyman and his team of Compliance
Associates and Contract Specialists are responsible for the overall management and compliance of
acquisition contract vehicles held by immixGroup, such as GSA Schedule 70, NASA SEWP V,
NETCENTS II-Products, DoD ESI BPAs, and a variety of others including multiple State and Local
contracts.
Chauncey Kehoe
Contracts Manager, SLED
Chauncey Kehoe brings over seven years of knowledge and experience in public sector contract
administration to the immixGroup team. She is presently serving as the Contracts Manager for the State,
Local and Education contracts for all the immixGroup companies. Ms. Kehoe is responsible for the
overall management and compliance of contract vehicles held by immixGroup, such as NASPO, NCPA,
Ohio STS, Texas DIR and a variety of others State and Local contracts.
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v. Describe Offeror’s experience working with the government sector.
immixGroup, originally founded as a public sector contract management company, is a recognized leader
in providing procurement and contract management solutions to IT manufacturers and delivering smooth
procurements to government entities. We have more than two decades of experience teaming with our
industry partners to fulfill the programmatic and operational requirements of a prime contractor on major
public sector contract vehicles. As an industry-leading technology distributor with extensive public sector
experience, deep and broad manufacturer relationships, and a secure global supply chain, immixGroup
delivers reliable access to the technology products and solutions defined in the RFP.
The public sector represents 99% of immixGroup’s business. Since our founding, immixGroup has sold
over $12 billion in technology products and services to government agencies and has established industry
and manufacturer partnerships with more than 250 leading original equipment manufacturers (OEMs) and
1,200 technology resellers and service providers spanning every socio-economic category and technology
specialization.
vi. Expertise working with the public sector and understanding of the unique technical and regulatory
requirements.
immixGroup’s organization’s core infrastructure is based on managing and fulfilling major public sector
product contract vehicles such as our various GSA IT Schedule 70 contracts, NASA SEWP, NASPO
ValuePoint, NCPA, Texas DIR, etc. Our ISO-certified processes and systems are second to none in
providing public sector-focused procurement and contract management solutions to IT manufacturers.
Our extensive understanding of the government procurement process, drawn from decades of experience
working with government contracting officers on behalf of a variety of commercial technology suppliers,
allows our suppliers to maintain compliance and focus their resources on growing their business.
The immixGroup staff, which includes multiple government contracts attorneys and a team of compliance
analysts and dedicated contract and program managers, is widely respected and relied upon for its
professional, ethical business approach. Our success is based upon the leadership of a highly experienced
management team and human resources processes for hiring and training new professionals to support our
growth. Our staff has deep expertise in government requirements and regulations as well as our clients’
go-to-market strategies and specific business requirements. This blend of government and commercial
knowledge has led to thousands of approved contract actions.
immixGroup continually keeps up to date on compliance and contracting issues through numerous
association memberships, actively participating in all the associations that are involved in government
contracting issues including the American Bar Association (ABA), the National Contract Management
Association (NCMA), and the Coalition for Government Procurement. These associations play different
roles in the legislative, regulatory, and policy-making processes and immixGroup personnel have
participated at all levels, helping to draft comments to proposed rules, as well contributing numerous
articles and lectures on government contracting regulations including the FAR, DFARS, and GSAR for
the benefit of commercial companies. Further, immixGroup offers internal training to its staff with
courses such as Government 101, Legal Fundamentals, Federal Contracting Basics, and multiple
compliance courses specific to its major contract vehicles such as GSA, NASA SEWP, and various SLED
contract vehicles. Additionally, all immixGroup employees are required to take annual compliance
training on topics such as anti-bribery, ethics, non-discrimination, and business integrity.
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As a long-standing government supplier of commercial items to the public sector, immixGroup is familiar
with all relevant FAR, GSAR, and DFARS regulations bearing on its performance as a Prime contractor.
Additionally, immixGroup’s Legal team reviews all regulations and requirements in immixGroup’s state
and local contracts to ensure compliance.
Examples of specific regulatory compliance focuses on management of the following primary areas:
•

Size status – immixGroup is a large business.

•

Trade Agreement Act – Our immixGroup Price List Management (iPLM) system maintains a
database of approved country codes. An item is flagged if it is entered into the system with an
unapproved country code. Each individual item must be supplied by the manufacturer with a
country code. Per our agreements with manufacturers we seek notice of any changes to the point
of manufacturer for any item.

•

HR-related matters - immixGroup is an equal opportunity employer. It maintains an affirmative
action plan and all required outreach programs needed pursuant to EEOC, VETS-100, and
Affirmative Action Plans.

•

Pricing changes – immixGroup seeks timely updates to pricelists and any significant changes to
the manufacturer’s sales practices to ensure all needed modifications are provided to the
government.

•

Reporting requirements:
o Contract Fees – The immixGroup Point-of-Sale (POS) system tracks all monthly sales of
items on contract, the special item number corresponding to each item, and the amount
paid by the customer. Fees are collected from the partners or the manufacturer (based on
the specifics of the manufacturer program) on a monthly basis. On a quarterly basis,
immixGroup prepares a report for its applicable contract vehicles and remits the requisite
fee to the appropriate contracting office.

vii. License to do business in all 50 states.
immixGroup can conduct business in all 50 states and has all necessary licenses as required by applicable
state law.
viii. Describe past litigation, bankruptcy, reorganization, state investigations of entity or current
officers and directors.
To the best of our information, knowledge and belief, immixGroup or its officers and directors do not
have any past material litigation, bankruptcy, reorganization, or state investigations against them.
ix. Provide a minimum of 10 customer references relating to the products and services within this
RFP. Include entity name, contact name and title, contact phone and email, city, state, years serviced,
description of services and annual volume.
Refer to Tab 4a (“immixGroup Tab 4a References.pdf”) for immixGroup’s response to this section.
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x. Provide any additional information relevant to this section.
Since its founding over twenty years ago, immixGroup’s focus has been, and continues to be, the public
sector. Partnering with immixGroup will provide confidence to Region 4 ESC/OMNIA Partners and
customers in knowing that immixGroup:
•

Brings a wealth of knowledge and expertise in marketing and selling into the public sector
marketspace.

•

Has the experience and subject matter experts to lead large, highly complex contract vehicles
while ensuring compliance and managing a comprehensive pricelist that includes thousands of
line items.

•

Will provide a dedicated staff of key individuals to ensure the overall success and management of
this contract.
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Tab 4a – References
Response to Section IV (Evaluation Process and Criteria), Paragraph 2(c)(ix) of the RFP:
ix. Provide a minimum of 10 customer references relating to the products and services within this
RFP. Include entity name, contact name and title, contact phone and email, city, state, years serviced,
description of services and annual volume.

immixGroup has a significant history of successfully managing large contract procurement programs
similar in size and scope to that contemplated under the Software Products and Services vehicle.
immixGroup’s core business model is based on managing and fulfilling major product-based contract
vehicles; we are focused on providing procurement and contract management solutions to IT
manufacturers as well as delivering reliable, competitively priced technology product solutions to
Government entities. Ten past performance examples are provided below for review:

Past Performance I: Texas Department of Information Resources
Through its Cooperative Contracts Program,
the Texas Department of Information
Key Performance Details: Texas DIR
Resources (DIR) assists state agencies and
Contract Number:
DIR-TSO-4315
local governments with cost effective
Contact Name:
Vania Ramaekers
acquisition of their information resources by
Contracting Officer
negotiating, managing, and administering
Contact
(512) 475-4624
contracts with information technology
Information:
vania.ramaekers@dir.texas.gov
providers. Customers include any Texas
Austin, TX
state agency, unit of local government, or
Years Serviced:
1 (ongoing)
institution of higher education.
Annual
Volume:
REDACTED
immixGroup holds a Texas DIR contract
representing multiple vendors offering
Software Products, Software Services, Software as a Service (SaaS), and Enterprise Resource Planning
(ERP) Software Modules Products and Services. This contract was awarded in February 2019, however,
immixGroup has held several Texas DIR contracts since 2010. The Texas DIR contract involves:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Contract website for access to easier ordering
• Custom contract reporting and fee remittance on a monthly basis
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
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Past Performance II: Ohio State Term Schedule
The State of Ohio establishes and maintains State Term Schedules with vendors for various supplies and
services, including enterprise technology products. The contract may be used by any state agency, as well
as properly registered educational entities and political subdivisions.
Key Performance Details: Ohio STS
Contract Number:
534103, 534339
Contact Name:
Jim Sutton
Procurement Analyst
Contact Information: (614) 644-8350
Jim.Sutton@das.ohio.gov
Columbus, OH
Years Serviced:
10 (ongoing)
Annual Volume:
REDACTED
•
•
•
•

immixGroup holds two Ohio STS contracts
for nearly 20 suppliers. The contract
involves:
• Multi-year indefinite delivery, indefinite
quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of
organizations leveraging a single purchasing
cooperative
• Constant product refresh to keep product
line current and competitive
Defined, systematic process to add new products to contract
Specific ordering and billing procedures that must be followed
Custom contract reporting and fee remittance on a monthly basis
High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support

Past Performance III: National Cooperative Purchasing Alliance
The National Cooperative Purchasing Alliance (NCPA) is a leading national government purchasing
cooperative working to reduce the cost of goods and services by leveraging the purchasing power of
public agencies in all 50 states. NCPA
works with a lead public agency who
Key Performance Details: NCPA
competitively solicits master contracts.
Contract Number:
01-75
Contracts are awarded based on quality,
01-83
performance and, most importantly, pricing.
01-88
The solicitation contains language that
Contact Name:
Jonathan Applegate
allows the contract to be accessible
Director of Operations
nationally to public agencies in states whose
Contact Information: (832) 477-3475
laws allow for intergovernmental contract
japplegate@ncpa.us
use (also known as "piggybacking" or
Houston, TX
"adopting").
Years Serviced:
1 (ongoing)
Annual Volume:
REDACTED
immixGroup holds three NCPA contracts
for Systems and Information Management
Software (01-75), Data Storage, Cloud, Converged and Data Protection (01-83), and Software Products
and Services (01-88). These contracts involve:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Custom contract reporting and fee remittance on a monthly basis
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
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Past Performance IV & V: GSA IT Schedule 70
immixGroup responded to the standing RFP released by the General Services Administration (GSA) for
an IT GSA Multiple Award Schedule 70 Contract. This resulted in the award of two separate five-year
contracts, each with three five-year options which have been exercised every time the contracts come up
for renewal. Schedule 70 is comprised of IT products and product-enabling services including hardware,
software, cloud solutions, and product warranty, maintenance and support. Annual sales through this
contract vehicle exceed $300M per year.
The GSA IT Schedule 70 is similar to the Software Products and Services RFP in many ways:
• Multi-year IDIQ contract vehicle for IT
• Wide product scope: schedule includes
Key Performance Details: GSA IT Schedule 70
hundreds of systems, software, cloud
Contract
Number:
GS-35F-0511T
solution, and IT accessory
Contact Name:
Deborah McCray
manufacturers
Contracting Officer
• Compliance with NIST cloud
Contact
Information:
(703) 605-2734
standards is a major element of GSA
Deborah.McCray@gsa.gov
compliance
Washington, DC
• Constant product refresh process to
Years Serviced:
13 (ongoing)
keep product line current and
Annual
Volume:
REDACTED
competitive
• Defined, systematic process to add
Key Performance Details: GSA IT Schedule 70
manufacturers and products to contract
Contract
Number:
GS-35F-0265X
• Specific ordering procedures with
Contact Name:
April Crowder
custom contract reporting supervised
Contracts Specialist
by a dedicated Contract Manager
Contact Information: (202) 302-0066
• High transaction volumes with
April.Crowder@gsa.gov
periodic surges in demand for rapid
Washington, DC
quoting, order processing, and
customer support
Years Serviced:
9 (ongoing)
Annual Volume:
REDACTED
immixGroup also operates a variety of
supplementary Blanket Purchase Agreements (BPAs) pursuant to this GSA Schedule contract,
demonstrating our team’s flexibility in negotiating additional terms and conditions with any number of
entities that may request additional terms. A partial list of these BPAs includes the following:
• Symantec Products BPA
• Bureau of Census BPA
• SPAWAR ITC COTS (OOAD) Tool Suite
• NSA Maryland Procurement Office
• Department of Veteran’s Affairs
• Department of Commerce Oracle BPA
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Past Performance VI: NASA SEWP V
Effective May 1, 2015 immixGroup was awarded a contract in Groups A and D for the Solutions for
Enterprise-Wide Procurement (SEWP V), a multi-award Government-Wide Acquisition Contract
(GWAC) vehicle focused on IT products
and product-based services. SEWP V’s
Key Performance Details: NASA SEWP V
period of performance runs until April of
Contract Number:
NNG15SC16B
2025.
NNG15SC39B
Contact Name:
Joanne Woytek
immixGroup maintains a SEWP V product
Program Manager
portfolio of nearly 400 commercial
Contact Information: (301) 286-1478
technology manufacturers of the critical
Joanne.Woytek@nasa.gov
hardware, software and services needed to
Greenbelt, MD
address the increasingly difficult, complex
Years Serviced:
4 (ongoing)
and changing set of Government-wide and
Annual Volume:
REDACTED
NASA-specific scientific and engineering
problems. immixGroup achieved a position
within the top thirty of contract holders (out of 147) based on revenue, with over $160 million in total
sales over the life of the contract thus far. The similarities between SEWP and the present RFP include:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Custom contract reporting and invoicing for each agency customer
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
As part of our SEWP V program management, we consistently broadened our offerings for mission
critical support, including cloud-based delivery models and XaaS solutions, and worked closely with the
Government on several occasions to examine our processes and change our systems to provide more and
better information for contracting officers making procurement decisions. For example, we modified our
quoting tools to reflect line items that are not TAA-compliant, established new processes for the inclusion
of cloud-deployed products, and implemented a Trusted Supplier Program that helps the Government
reduce the impact of counterfeit commercial products and comply with new acquisition regulations at no
additional cost. Our impeccable execution on these types of mid-contract improvements ensures that
Region 4 ESC/OMNIA Partners can rely on us to maintain pace with technology upgrades as they
develop over the lifetime of this Master Agreement.
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Past Performance VII: DoD IBM Enterprise Software Initiative
The U.S. Army and immixGroup entered into a Department of Defense-wide Enterprise License
Agreement managed by the Enterprise Software Initiative for IBM Rational software development
solutions to support DoD’s Enterprise Architecture initiatives. Established as a schedule-based BPA, this
Enterprise Software Agreement must be
Key Performance Details: DoD IBM ESI
considered by both DoD agencies and their
Contract Number:
DABL01-03-A-1006
contractors for the purchase of IBM
Contact Name:
William Huber
products, updates, and support. Due to the
Contracting Officer
overwhelming acceptance of and use by the
DoD procurement community, in early 2016
Contact Information: (717) 605-3210
the Army extended the initial 10-year
William.huber@navy.mil
agreement that established this BPA for
San Diego, CA
another five years. In February 2018, the
Years Serviced:
15 (expired)
agreement was transferred from Army to
Annual Volume:
~$25M
SPAWAR Systems Center Pacific.
immixGroup worked with IBM to establish better-than-GSA-schedule pricing to allow Government
customers competitive pricing and alternative routes to procuring those products that were in such high
demand. The contract provides:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: 50+ organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Contract website for access to easier ordering
• Custom contract reporting
• Inclusion and management of percentage-based contract fees
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
This BPA requires particularly detailed sales and contract-fee data reporting unique to DoD’s strategic
sourcing initiatives for software and vital to the government’s quarterly reporting process; DoD officials
have praised immixGroup’s program management team many times over the course of the contract as
being particularly reliable and accurate in its reporting of sales and ACT fees. The same care and
expertise lauded by those customers will be applied to all reporting of Region 4 ESC/OMNIA Partners
administrative fees and cost data associated with any awards received as a result of this RFP.
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Past Performance VIII: DoD Oracle Enterprise Software Initiative
immixGroup responded to a competitive RFP released from the U.S. Army CHESS office for Oracle’s
complete software catalog (both cloud and on-premise solutions). This resulted in multiple awards of
schedule-based BPAs for Oracle products
and services. This BPA must be considered
Key Performance Details: DoD Oracle ESI
by both DoD and Civilian agencies and their
Contract Number:
W91QUZ-08-A-0001
contractors for the purchase of Oracle
Contact Name:
Jill Sommer
software products, updates, and support.
Contracting Officer
immixGroup worked with Oracle to
Contact Information: (309) 782-3582
establish better-than-GSA-schedule pricing
Jill.M.Sommer.civ@mail.mil
to allow Government customers competitive
Rock Island, IL
pricing and alternative routes to procuring
Years Serviced:
8 (expired)
these products that were in such high
Annual Volume:
~$14M
demand. This resulted in four separate
schedule-based BPAs for Oracle products
and services, with fixed discounts at the transactional level and flexibility for greater discounts when
necessary to establish fair and reasonable pricing in unique customer situations. The contract involves:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Contract website for access to easier ordering
• Custom contract reporting
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
As Prime Contractor, immixGroup resolved numerous challenges over the many years of managing the
Oracle ESI BPA. We commonly encountered technical requirements that varied widely from customer to
customer, despite the same defined technical specifications with the Oracle COTS software. Our
organization excelled at tackling these challenges because of our standardized, phase-by-phase
implementation approach, with well-timed management and integration checkpoints to deliver integrated
solutions that meet even the most complex business information requirements. This Project Planning
approach is on-going throughout the life of the project, ensuring a level of quality and consistency that
maximizes the likelihood of success for software implementations. With these business processes well
established and time-tested, immixGroup is prepared to serve Region 4 ESC/OMNIA Partners with a
personalized solution development approach regardless of each customer’s current level of solution
deployment and technological sophistication.

Past Performance IX: DoD PTC Enterprise Software Initiative
In the spirit of the Federal Acquisition Streamlining Act, SPAWAR Systems Center Pacific (SSC PAC),
on behalf of the U.S. Department of Defense (DoD) Enterprise Software Initiative, entered into a contract
with immixGroup to provide PTC-branded software. This BPA must be considered by both DoD and
Civilian agencies and their contractors for the purchase of PTC software products and maintenance. This
BPA was awarded in April 2019, essentially extending a previous PTC BPA that immixGroup held since
2012.
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Key Performance Details: DoD PTC ESI
immixGroup worked with PTC to establish
better-than-GSA-schedule pricing to allow
Contract Number:
N66001-19-A-0054
Government customers competitive pricing
Contact Name:
Dennis Fellin
and alternative routes to procuring these
Contracting Specialist
products that were in such high demand.
Contact Information: (717) 329-6588
This resulted in fixed discounts at the
Dennis.fellin@navy.mil
transactional level and flexibility for greater
Mechanicsburg, PA
discounts when necessary to establish fair
Years Serviced:
5 (ongoing)
and reasonable pricing in unique customer
Annual Volume:
REDACTED
situations. The contract involves:
• Multi-year indefinite delivery, indefinite quantity (IDIQ) contract vehicle for IT
• Wide procurement scope: hundreds of organizations leveraging a single purchasing cooperative
• Constant product refresh to keep product line current and competitive
• Defined, systematic process to add new products to contract
• Specific ordering and billing procedures that must be followed
• Contract website for access to easier ordering
• Custom contract reporting on a monthly basis
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support

Past Performance X: Department of Homeland Security McAfee ESS BPA
The DHS McAfee ESS BPA was a competitively sourced enterprise-level BPA awarded by the
Department of Homeland Security to immixGroup for the McAfee product line. The BPA involves a
seven-year period of performance and is scheduled to expire in 2019.
The DHS ESS BPA is product-based and
Key Performance Details: DHS McAfee ESS BPA
centrally managed by a PMO located within
Contract Number:
HSHQDC-11-A-00043
DHS headquarters. The BPA is designed for
Contact Name:
Phorsha Peel
enterprise COTS cyber security transactions
Contracting Officer
within DHS and its various components. It
Contact Information: (202) 447-5224
provides:
phorsha.peel@dhs.gov
• Multi-year indefinite delivery,
Washington, DC
indefinite quantity (IDIQ) contract
Years Serviced:
7 (expired)
vehicle for IT
Annual Volume:
~$9M
• Security based products
• Constant product refresh to keep product line current and competitive
• Specific ordering and billing procedures that must be followed
• Custom Contract Reporting
• High transaction volumes with year-end surges in demand for rapid quoting, order processing,
and support
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Tab 5 – Value Add

Response to Section IV (Evaluation Process and Criteria), Paragraph 2(d) of the RFP:
i. Provide any additional information related to products and services Offeror proposes to enhance and
add value to the Contract.
Reliable Access to Technology Products
Technology is an integral part of government and essential for carrying out agency missions and
initiatives. With the rapid evolution of technology and migration from the traditional data center to cloud
services, government needs to be able to acquire the solutions it chooses in a timely and efficient manner.
Public Sector Expertise
Since 1997, immixGroup, an Arrow company, has been deeply committed to serving the government
marketplace. We thoroughly understand the complex acquisition process and how to comply with
government rules and regulations. Public sector organizations of all sizes trust immixGroup and our
network of manufacturers and solutions providers to deliver the critical technology that enables
government to achieve their mission.
A Broad Range of Enterprise Technologies
immixGroup represents technology manufacturers – from emerging companies to industry leaders – to
offer products and services that provide the best value for the government. Our catalog includes more
than 250 leading vendors across an array of technologies in demand across the government.
Guaranteed Product Authenticity
As the complexity of the technology supply chain increases, the risk posed by counterfeit or potentially
tainted products and parts has never been greater. immixGroup’s Trusted Supplier Program guarantees the
authenticity of any product delivered while meeting legal and regulatory requirements – at no additional
cost – so you can buy with confidence.
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Open Records Policy Exceptions
Page Number and
Section
Tab 3 Performance
Capability, Page 2,
Section v.

Information to be
Redacted
“immixGroup’s most
recent 12-month
average is 93% purchase
order acceptance.”

Applicable Statutory
Exception
552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 3 Performance
Capability, Page 4,
Section ix.

Figure 1 – immixGroup’s
Customer Satisfaction
Flowchart

Tab 3 Performance
Capability, Page 6,
Section x.

Figure 2 – immixGroup’s
Customer Invoice
Procedure

Tab 3 Performance
Capability, Appendix D
– Exhibit A, Page 3,
Section 3.1 (D)

Annual Sales Table

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION
552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION
552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 3 Performance
Capability, Appendix D
– Exhibit A, Page 19,
Section 3.1(K)

“In 2018, immixGroup
did $142M in State,
Local, and Educational
(SLED) business, which
represents 12% yearover-year growth
compared to SLED
business in 2017.”
And

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Rationale
Our fill rate is
commercial
information that we
do not disclose
publicly and our
competitors are not
privy to such
information.
This figure shows in
detail our process
for managing
customer
satisfaction issues,
which we consider a
trade secret.
This figure shows in
detail our process
for managing
customer invoices,
which we consider a
trade secret.
Our annual sales are
not disclosed
publicly at the
subsidiary level.
Rather, for public
disclosure, our sales
are consolidated
with our parent
company’s sales.
We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
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Tab 3 Performance
Capability, Appendix D
– Exhibit A, Page 20,
Section 3.3(L)

Information to be
Redacted
The entire column
labeled “2018 Purchases
Total ($)”
Figure 2 – immixGroup’s
Order Management
Process

August 8, 2019
Applicable Statutory
Exception

Rationale

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION
552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

This figure shows in
detail our process
for order
management, which
we consider a trade
secret.

Tab 4a, Page 1, Past
Performance I

“Annual Volume: ~$5M”

Tab 4a, Page 2, Past
Performance II

“Annual Volume: ~4M”

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 4a, Page 2, Past
Performance III

“Annual Volume: ~$1M”

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 4a, Page 3, Past
Performance IV & V

“Annual Volume:
~$150M”

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF

And

We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
We do not publicly
disclose sales
information at this
level of detail.
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“Annual Volume:
~$200M”
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Applicable Statutory
Exception
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 4a, Page 4, Past
Performance VI

“Annual Volume:
~$40M”

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 4a, Page 7, Past
Performance IX

“Annual Volume: ~$3M”

552.110. EXCEPTION:
CONFIDENTIALITY OF
TRADE SECRETS;
CONFIDENTIALITY OF
CERTAIN COMMERCIAL
OR FINANCIAL
INFORMATION

Tab 6c, Document 3,
Authorized agent’s
552.101. EXCEPTION:
Certificate of Interested address and date of birth CONFIDENTIAL
Parties Form 1295
INFORMATION.

Rationale
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
We do not publicly
disclose sales
information at this
level of detail.
Rather, our overall
sales are
consolidated with
our parent company
sales, which are then
reported publicly.
This information
constitutes personal
identifying
information.
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Tab 6e – Any additional agreements Offeror will
require Participating Agencies to sign
Response to Section III (Instructions to Offerors), Paragraph 7 of the RFP:

7. Additional Agreements: If an Offeror requires additional agreements, a copy of the proposed
agreement must be included with the proposal.
All quotes provided by immixGroup to Participating Agencies against this contract will be subject to the
terms and conditions of the applicable manufacturer’s standard terms and conditions, except to the extent
they conflict with applicable law, which will be included as an attachment to immixGroup quotes.
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