OFFICE OF THE CITY ATTORNEY

CHARLES PARKIN, City Attorney
411 West Ocean Boulevard, 9th Floor

Lona Beach. CA 90802-4664

O oo N OO O W N -

[ T S R | R G B L B 1 S L e e T e T . T S S ¥

AGREEMENT
36294

THIS AGREEMENT is made and entered, in duplicate, as of June 13, 2022
for reference purposes only, pursuant to Resolution No. RES-22-0081 adopted by the City
Council of the City of Long Beach at its meeting on May 24, 2022, by and between
COMPUTER AID, INC., a Pennsylvania corporation (“Contractor”), whose address is 1390
Ridgeview Drive, Allentown, Pennsylvania 18104, and the CITY OF LONG BEACH (“City"},
a municipal corporation.

WHEREAS, Section 1802 of the Long Beach City Charter permits the City to
make purchases under the purchasing contracts of other governmental agencies when
authorized to do so by a resolution; and

WHEREAS, the City desires managed services for information technology
and staff augmentation; and

WHEREAS, Sourcewell, a State of Minnesota local government unit and
service cooperative, has a contract with Computer Aid, Inc. for IT Managed Service
Provider and Staff Augmentation Solutions, Contract No. 071321-CAl (“Scurcewell
Contract’); and .

WHEREAS, Resolution No. RES-22-0081 authorizes thé City to provide
managed services for information technology and staff augmentation on an as-needed
basis by virtue of the Sourcewell Contract;

NOW, THEREFORE, in consideration of the mutual terms, covenants, and
conditions in this Agreement, the parties agree as follows:

1. The Sourcewell Contract with Contractor, attached hereto as Exhibit
“A”, is incorporated by this reference as if fully set forth, and the same terms and conditions
contained in the Sourcewell Cbntract shall be applicable here except as follows:

A. Wherever the Sourcewell Contract refers to Sourcewell, it
shall be deemed to refer to the City of Long Beach.

B. In Section 11, Indemnity and Hold Harmless, the last
1
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sentence is hereby deleted.
C. Section 14, Governing Law, Jurisdiction, and Venue, is
hereby deleted and replaced with the following:
“This Agreement shall be construed in accordance with the laws of the
State of California, and the venue for any legal actions brought by any party with
respect to this Agreement shall be the County of Los Angeles, State of California for
state actions and the Central District of California for any federal actions.”

2. Contractor shall sell, furnish and deliver to the City managed services
for information technology and staff augmentation of the same kind identified in the
Sourcewell Contract, in a total annual amount not to exceed One Million Two Hundred Fifty
Thousand Doltars ($1,250,000), until the contract expires on September 10, 2025, with the
option to renew for as long as Sourcewell Contract No. 071321-CAl is in effect, at the
discretion of the City Manager. To the extent that the Sourcewell Contract and this
Agreement are inconsistent, the following priority shall govern: (1) this Agreement and (2).
the Sourcewell Contract.

3. Payment for the managed services for information technology and
staff augmentation purchased from Contractor by the City shall be made by the City on
defivery to and acceptance of the managed services for information technology and staff
augmentation by the City and submittal of an invoice to the City. Payment is due thirty (30)
days after the date of the invoice.

4, All warranties shall accrue to the City of Long Beach.

5. The term of this Agreement shall commence at midnight on June 13
2022, and shall terminate at 11:59 p.m. on September 10, 2025, with the option to renew
for as long as Sourcewell Contract No. 071321-CAl is in effect, at the discretion of the City
Manager.

6. Neithér this Agreement nor any money that becomes due to
Contractor under this Agreement may be assigned by Contractor without the prior written

consent of the City Manager or his designee.
2
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7. Any notice given under this Agreement shall be in writing and
personally delivered or deposited in the U.S. Postal Service, return receipt, and shall be
delivered or mailed to Contractor at the relevant address first stated above, and to the City
at 411 West Ocean Boulevard, Long Beach, California 90802 Attn: City Manager. Notice
shall be deemed given three (3) days after deposit in the mail.

8. The terms appearing on the Sourcewell Contract are incorporated in
this Agreement.

9. Contractor shall cooperate with the City in all matters relating to self-
accrual of use tax. Contractor shall contact the City Treasurer for additional information
regarding self-accrual.

10.  This Agreement and all documents which are incorporated by
reference in this Agreement constitute the entire understanding between the parties and
supersede all other agreements, oral or written, with respect to the subject matter of this
Agreement.
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IN WITNESS WHEREOQF, the parties have caused this document to be duly

executed with all formalities required by law as of the date first stated above.

COMPUTER AID, INC., a Pennsylvania
corporation

June 20 2022 By ? g

Name Abs Hun;uer
Title Executive Vice Prasident
R W \J
 June 20 . 2022 By v/ 7
Name* Linda Lsiby ¢
Title  Vice President

“Contractor”

CITY OF LONG BEACH, a municipal

corporation
M 25 2022 By enilee G Tatlesr
7 EXECUTED PURSUANT  City Manager

1O SECTION 301 OF
THE CITY " @NARIER,

This Agreement is approved as to form on Auw e 2.9 , 2022.

CHARLES PARKIN, City Attorney

/
B ”’ . S
Deputy,”
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Sourcewell Ba

Solicitation Number: RFP #071321

CONTRACT

This Contract is between Sourcewell, 202 12th Street Northeast, P.O. Box 219, Staples, MN
56479 (Sourcewell) and Computer Aid, Inc., 1390 Ridgeview Drive, Allentown, PA 18104
(Supplier).

Sourcewell is a State of Minnesota local government unit and service cooperative created
under the laws of the State of Minnesota (Minnesota Statutes Section 123A.21) that offers
cooperative procurement solutions to government entities. Participation is open to eligible
federal, state/province, and municipal governmental entities, higher education, K-12 education,
nonprofit, tribal government, and other public entities located in the United States and Canada.
Sourcewell issued a public solicitation for IT Managed Service and Staff Augmentation
Solutions from which Supplier was awarded a contract.

Supplier desires to contract with Sourcewell to provide equipment, products, or services to
Sourcewell and the entities that access Sourcewell's cooperative purchasing contracts
{Participating Entities).

1. TERM OF CONTRACT
A. EFFECTIVE DATE. This Contract is effective upon the date of the final signature below,
B. EXPIRATION DATE AND EXTENSION. This Contract expires September 10, 2025, unless it is

cancelled sooner pursuant to Article 22. This Contract may be extended one additional year
upon the request of Sourcewell and written agreement by Supplier.

C. SURVIVAL OF TERMS. Notwithstanding any expiration or termination of this Contract, all
payment obligations incurred prior to expiration or termination will survive, as will the
following: Articles 11 through 14 survive the expiration or cancellation of this Contract. All
other rights will cease upon expiration or termination of this Contract.

2. EQUIPMENT, PRODUCTS, OR SERVICES

A. EQUIPMENT, PRODUCTS, OR SERVICES. Supplier will provide the Equipment, Products, or
Services as stated in its Proposal submitted under the Solicitation Number listed above.

Rev. 3/2021 1
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Supplier’s Equipment, Products, or Services Proposal (Proposal) is attached and incorporated
into this Contract,

All Equipment and Products provided under this Contract must be new and the current model.
Supplier may offer close-out or refurbished Equipment or Products if they are clearly indicated
in Supplier’s product and pricing list. Unless agreed to by the Participating Entities in advance,

Equipment or Products must be delivered as operational to the Participating Entity’s site.

This Contract offers an indefinite quantity of sales, and while substantial volume is anticipated,
sales and sales volume are not guaranteed.

B. WARRANTY. Supplier warrants that all Equipment, Products, and Services furnished are free
from liens and encumbrances, and are free from defects in design, materials, and workmanship.
In addition, Supplier warrants the Equipment, Products, and Services are suitable for and will
perform in accordance with the ordinary use for which they are intended. Supplier’s dealers
and distributors must agree to assist the Participating Entity in reaching a resolution in any
dispute over warranty terms with the manufacturer. Any manufacturer’s warranty that extends
beyond the expiration of the Supplier’'s warranty will be passed on to the Participating Entity.

C. DEALERS, DISTRIBUTORS, AND/OR RESELLERS. Upon Contract execution and throughout
the Contract term, Supplier must provide to Sourcewell a current means to validate or
authenticate Supplier’s authorized dealers, distributors, or resellers relative to the Equipment,
Products, and Services offered under this Contract, which will be incorporated into this
Contract by reference. It is the Supplier’s responsibility to ensure Sourcewell receives the most
current information.

3. PRICING

All Equipment, Products, or Services under this Contract will be priced at or below the price
stated in Supplier’s Proposal.

When providing pricing quotes to Participating Entities, all pricing quoted must reflect a
Participating Entity’s total cost of acquisition. This means that the quoted cost is for delivered
Equipment, Products, and Services that are operational for their intended purpose, and
includes all costs to the Participating Entity’s requested delivery location.

Regardless of the payment method chosen by the Participating Entity, the total cost associated
with any purchase option of the Equipment, Products, or Services must always be disclosed in
the pricing quote to the applicable Participating Entity at the time of purchase.

A. SHIPPING AND SHIPPING COSTS. All delivered Equipment and Products must be properly

packaged. Damaged Equipment and Products may be rejected. If the damage is not readily
apparent at the time of delivery, Supplier must permit the Equipment and Products to be

Rev. 3/2021 : 2
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returned within a reasonable time at no cost to Sourcewell or its Participating Entities.
Participating Entities reserve the right to inspect the Equipment and Products at a reasonable
time after deiivery where circumstances or conditions prevent effective inspection of the
Equipment and Products at the time of delivery. In the event of the delivery of nonconforming
Equipment and Products, the Participating Entity will notify the Supplier as soon as possible and
the Supplier will replace nonconforming Equipment and Products with conforming Equipment
and Products that are acceptable to the Participating Entity.

Supplier must arrange for and pay for the return shipment on Equipment and Products that arrive
in a defective or inoperabie condition.

Sourcewell may declare the Supplier in breach of this Contract if the Supplier intentionally
delivers substandard or inferior Equipment or Products.

B. SALES TAX. Each Participating Entity is responsible for supplying the Supplier with valid tax-
exemption certification(s). When ordering, a Participating Entity must indicate if it is a tax-
exempt entity,

C. HOT LIST PRICING. At any time during this Contract, Supplier may offer a specific selection
of Equipment, Products, or Services at discounts greater than those listed in the Contract.
When Supplier determines it will offer Hot List Pricing, it must be submitted electronically to
Sourcewell in a line-item format. Equipment, Products, or Services may be added or removed
from the Hot List at any time through a Sourcewell Price and Product Change Form as defined
in Article 4 below.

Hot List program and pricing may alsc be used to discount and liquidate close-out and
discontinued Equipment and Products as long as those close-out and discontinued items are
clearly identified as such. Current ordering process and administrative fees apply. Hot List
Pricing must be published and made avaiiable to ali Participating Entities.

4. PRODUCT AND PRICING CHANGE REQUESTS

Supplier may request Equipment, Product, or Service changes, additions, or deletions at any
time, All requests must be made in writing by submitting a signed Sourcewell Price and Product
Change Request Form to the assigned Sourcewell Supplier Development Administrator. This
approved form is available from the assigned Sourcewell Supplier Development Administrator.
At a minimum, the request must:

» [dentify the applicable Sourceweil contract number;

e Clearly specify the requested change;
¢ Provide sufficient detail to justify the requested change;

Rev. 3/2021 3
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s [ndividually list all Equipment, Products, or Services affected by the requested change,
along with the requested change (e.g., addition, deletion, price change}; and

* Include a complete restatement of pricing documentation in Microsoft Excel with the
effective date of the modified pricing, or product addition or deletion. The new pricing
restatement must include all Equipment, Products, and Services offered, even for those
items where pricing remains unchanged.

A fully executed Sourcewell Price and Product Change Request Form will become an
amendment to this Contract and will be incorporated by reference.

5. PARTICIPATION, CONTRACT ACCESS, AND PARTICIPATING ENTITY REQUIREMENTS

A. PARTICIPATION. Sourcewell’s cooperative contracts are available and open to public and
nonprofit entities across the United States and Canada; such as federal, state/province,
municipal, K-12 and higher education, tribal government, and other public entities.

The benefits of this Contract should be available to all Participating Entities that can legally
access the Equipment, Products, or Services under this Contract. A Participating Entity’s
authority to access this Contract is determined through its cooperative purchasing, interlocal,
or joint powers laws. Any entity accessing benefits of this Contract will be considered a Service
Member of Sourcewell during such time of access. Supplier understands that a Participating
Entity’s use of this Contract is at the Participating Entity’s sole convenience and Participating
Entities reserve the right to obtain like Equipment, Products, or Services from any other source.

Supplier is responsible for familiarizing its sales and service forces with Sourcewell contract use
eligibility requirements and documentation and will encourage potential participating entities
to join Sourcewell. Sourcewell reserves the right to add and remove Participating Entities to its
roster during the term of this Contract.

B. PUBLIC FACILITIES. Supplier’s employees may be required to perform work at government-
owned facilities, including schools. Supplier’s employees and agents must conduct themselves
in a professional manner while on the premises, and in accordance with Participating Entity
policies and procedures, and all applicable laws.

6. PARTICIPATING ENTITY USE AND PURCHASING

A. ORDERS AND PAYMENT. To access the contracted Equipment, Products, or Services under
this Contract, a Participating Entity must clearly indicate to Supplier that it intends to access this
Contract; however, order flow and procedure will be developed jointly between Sourcewell and
Supplier. Typically, a Participating Entity will issue an order directly to Supplier or its authorized
subsidiary, distributor, dealer, or reseller. If a Participating Entity issues a purchase order, it
may use its own forms, but the purchase order should clearly note the applicable Sourcewell

Rev. 3/2021 4
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contract number. All Participating Entity orders under this Contract must be issued prior to
expiration or cancellation of this Contract; however, Supplier performance, Participating Entity
payment obligations, and any applicable warranty periods or other Supplier or Participating
Entity obligations may extend beyond the term of this Contract.

Supplier’s acceptable forms of payment are included in its attached Proposal. Participating
Entities will be solely responsible for payment and Sourcewell will have no liability for any
unpaid invoice of any Participating Entity.

B. ADDITIONAL TERMS AND CONDITIONS/PARTICIPATING ADDENDUM. Additional terms and
conditions to a purchase order, or other required transaction documentation, may be
negotiated between a Participating Entity and Supplier, such as job or industry-specific
requirements, legal requirements {e.g., affirmative action or immigration status requirements),
or specific local policy requirements. Some Participating Entities may require the use of a
Participating Addendum); the terms of which will be negotiated directly between the
Participating Entity and the Supplier. Any negotiated additional terms and conditions must
never be less favorable to the Participating Entity than what is contained in this Contract.

C. SPECIALIZED SERVICE REQUIREMENTS. In the event that the Participating Entity requires
service or specialized performance requirements not addressed in this Contract (such as e-
commerce specifications, specialized delivery requirements, or other specifications and
requirements), the Participating Entity and the Supplier may enter into a separate, standalone
agreement, apart from this Contract. Sourcewell, including its agents and employees, will not
be made a party to a claim for breach of such agreement.

D. TERMINATION OF ORDERS. Participating Entities may terminate an order, in whole or
in part, immediately upon notice to Supplier in the event of any of the following events:

1. The Participating Entity fails to receive funding or appropriation from its governing body
at levels sufficient to pay for the equipment, products, or services to be purchased; or

2. Federal, state, or provincial laws or regulations prohibit the purchase or change the
Participating Entity’s requirements.

E. GOVERNING LAW AND VENUE. The governing law and venue for any action related to a
Participating Entity’s order will be determined by the Participating Entity making the purchase.

7. CUSTOMER SERVICE
A. PRIMARY ACCOUNT REPRESENTATIVE. Supplier will assign an Account Representative to

Sourcewell for this Contract and must provide prompt notice to Sourcewell if that person is
changed. The Account Representative will be responsible for:

Rev. 3/2021 5
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* Maintenance and management of this Contract;
» Timely response to all Sourcewell and Participating Entity inquiries; and
¢ Business reviews to Sourcewell and Participating Entities, if applicable,

B. BUSINESS REVIEWS. Supplier must perform a minimum of one business review with
Sourcewell per contract year. The business review will cover sales to Participating Entities,
pricing and contract terms, administrative fees, sales data reports, supply issues, customer
issues, and any other necessary information.

8. REPORT ON CONTRACT SALES ACTIVITY AND ADMINISTRATIVE FEE PAYMENT

A. CONTRACT SALES ACTIVITY REPORT. Each calendar quarter, Supplier must provide a
contract sales activity report {Report) to the Sourcewell Supplier Development Administrator
assigned to this Contract. Reports are due no later than 45 days after the end of each calendar
quarter. A Report must be provided regardless of the number or amount of sales during that
guarter {i.e., if there are no sales, Supplier must submit a report indicating no sales were
made).

The Report must contain the following fields:

» Participating Entity Name {e.g., City of Staples Highway Department);
» Participating Entity Physical Street Address;

o Participating Entity City;

» Participating Entity State/Province;

s Participating Entity Zip/Postal Code;

e Participating Entity Contact Name;

» Participating Entity Contact Email Address;

» Participating Entity Contact Telephone Number:

» Sourcewel!l Assigned Entity/Participating Entity Number;

e [tem Purchased Description;

e i{tem Purchased Price;

» Scurcewell Administrative Fee Applied; and

* Date Purchase was invoiced/sale was recognized as revenue by Supplier.

B. ADMINISTRATIVE FEE. In consideration for the support and services provided by Sourceweli,
the Supplier will pay an administrative fee to Sourcewell on all Equipment, Products, and
Services provided to Participating Entities. The Administrative Fee must be included in, and not
added to, the pricing. Supplier may not charge Participating Entities more than the contracted
price to offset the Administrative Fee.

The Supplier will submit payment to Sourceweil for the percentage of administrative fee stated
in the Proposal multiplied by the total sales of all Equipment, Products, and Services purchased
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by Participating Entities under this Contract during each calendar quarter. Payments should
note the Supplier’s name and Sourcewell-assigned contract number in the memo; and must be
mailed to the address above “Attn: Accounts Receivable” or remitted electronically to
Sourcewel’s banking institution per Sourcewell’s Finance department instructions. Payments
must be received no later than 45 calendar days after the end of each calendar quarter.

Supplier agrees to cooperate with Sourcewell in auditing transactions under this Contract to
ensure that the administrative fee is paid on all items purchased under this Contract.

In the event the Supplier is delinguent in any undisputed administrative fees, Sourcewell
reserves the right to cancel this Contract and reject any proposal submitted by the Supplier in
any subsequent solicitation. In the event this Contract is cancelled by either party prior to the
Contract’s expiration date, the administrative fee payment will be due no more than 30 days
from the canceliation date.

9. AUTHORIZED REPRESENTATIVE
Sourcewell's Authorized Representative is its Chief Procurement Officer.

Supplier’s Authorized Representative is the person named in the Supplier's Proposal. If
Supplier’s Authorized Representative changes at any time during this Contract, Supplier must
promptly notify Sourcewell in writing.

10. AUDIT, ASSIGNMENT, AMENDMENTS, WAIVER, AND CONTRACT COMPLETE

A. AUDIT. Pursuant to Minnesota Statutes Section 16C.05, subdivision 5, the books, records,
documents, and accounting procedures and practices relevant to this Agreement are subject to
examination by Sourcewell or the Minnesota State Auditor for a minimum of six years from the
end of this Contract. This clause extends to Participating Entities as it relates to business
conducted by that Participating Entity under this Contract.

B. ASSIGNMENT. Neither party may assign or otherwise transfer its rights or obligations under
this Contract without the prior written consent of the ather party and a fully executed
assignment agreement. Such consent will not be unreasonably withheld. Any prohibited
assignment will be invalid.

C. AMENDMENTS. Any amendment to this Contract must be in writing and will not be effective
until it has been duly executed by the parties.

D. WAIVER. Failure by either party to take action or assert any right under this Contract will
not be deemed a waiver of such right in the event of the continuation or repetition of the
circumstances giving rise to such right. Any such waiver must be in writing and signed by the
parties.

Rev. 3/2021 7
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E. CONTRACT COMPLETE. This Contract represents the complete agreement between the
parties. No other understanding regarding this Contract, whether written or oral, may be used
to bind either party.For any conflict between the attached Proposal and the terms set out in
Articles 1-22 of this Contract, the terms of Articles 1-22 will govern.

F. RELATIONSHIP OF THE PARTIES. The relationship of the parties is one of independent
contractors, each free to exercise judgment and discretion with regard to the conduct of their
respective businesses. This Contract does not create a partnership, joint venture, or any other
relationship such as master-servant, or principal-agent.

11, INDEMNITY AND HOLD HARMLESS

Supplier must indemnify, defend, save, and hold Sourcewell and its Participating Entities,
including their agents and employees, harmless from any claims or causes of action, including
attorneys’ fees incurred by Sourcewell or its Participating Entities, arising out of any act or
omission in the performance of this Contract by the Supplier or its agents or employees; this
indemnification includes injury or death to person(s) or property alleged to have been caused
by some defect in the Equipment, Products, or Services under this Contract to the extent the
Equipment, Product, or Service has been used according to its specifications. Sourcewell’s
responsibility will be governed by the State of Minnesota’s Tort Liability Act (Minnesota
Statutes Chapter 466} and other applicable law,

12. GOVERNMENT DATA PRACTICES

Supplier and Sourcewell must comply with the Minnesota Government Data Practices Act,
Minnesota Statutes Chapter 13, as it applies to all data provided by or provided to Sourcewell
under this Contract and as it applies to all data created, collected, received, stored, used,
maintained, or disseminated by the Supplier under this Contract.

13. INTELLECTUAL PROPERTY, PUBLICITY, MARKETING, AND ENDORSEMENT

A. INTELLECTUAL PROPERTY

1. Grant of License. During the term of this Contract;
a. Sourcewell grants to Supplier a royalty-free, worldwide, non-exclusive right and
license to use thetrademark(s) provided to Supplier by Sourcewell in advertising and
promotional materials for the purpose of marketing Sourcewell’s relationship with
Supplier.
b. Supplier grants to Sourcewell a royalty-free, worldwide, non-exclusive right and
license to use Supplier’s trademarks in advertising and promotional materials for the
purpose of marketing Supplier’s relationship with Sourcewell.

2. limited Right of Sublicense. The right and license granted herein includes a limited right

of each party to grant sublicenses to their respective subsidiaries, distributors, dealers,
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resellers, marketing representatives, and agents {collectively “Permitted Sublicensees”} in
advertising and promotional materials for the purpose of marketing the Parties’ relationship
to Participating Entities. Any sublicense granted will be subject to the terms and conditions
of this Article. Each party will be responsible for any breach of this Article by any of their
respective sublicensees.
3. Use; Quality Control.
a. Neither party may alter the other party’s trademarks from the form provided
and must comply with removal requests as to specific uses of its trademarks or
iogos.
b. Each party agrees to use, and to cause its Permitted Sublicensees to use, the
other party’s trademarks only in good faith and in a dignified manner consistent with
such party's use of the trademarks. Upon written notice to the breaching party, the
breaching party has 30 days of the date of the written notice to cure the breach or
the license will be terminated.
4. As applicable, Supplier agrees to indemnify and hold harmiess Sourcewell and its
Participating Entities against any and all suits, claims, judgments, and costs instituted or
recovered against Sourcewell or Participating Entities by any person on account of the use
of any Equipment or Products by Sourcewell or its Participating Entities supplied by Supplier
in violation of applicable patent or copyright [aws,
5. Termination. Upon the termination of this Contract for any reason, each party, including
Permitted Sublicensees, will have 30 days to remove all Trademarks from signage, websites,
and the like bearing the other party’s name or logo {excepting Sourcewell's pre-printed
catalog of suppliers which may be used until the next printing). Supplier must return all
marketing and promotional materials, including signage, provided by Sourcewell, or dispose
of it according to Sourcewell’s written directions.

B. PUBLICITY. Any publicity regarding the subject matter of this Contract must not be released
without prior written approval from the Authorized Representatives. Publicity includes notices,
informational pamphlets, press releases, research, reports, signs, and similar public notices
prepared by or for the Supplier individually or jointly with others, or any subcontractors, with
respect to the program, publications, or services provided resulting from this Contract.

C. MARKETING. Any direct advertising, marketing, or offers with Participating Entities must be
approved by Sourcewell. Send all approval requests to the Sourcewell Supplier Development

Administrator assigned to this Contract.

D. ENDORSEMENT. The Supplier must not claim that Sourcewell endorses its Equipment,
Products, or Services.

Rev. 3/2021 ‘ 9
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14. GOVERNING LAW, JURISDICTION, AND VENUE

The substantive and procedural laws of the State of Minnesota will govern this Contract. Venue
for all legal proceedings arising out of this Contract, or its breach, must be in the appropriate
state court in Todd County, Minnesota or federal court in Fergus Falls, Minnesota.

15. FORCE MAIJEURE

Neither party to this Contract will be held responsible for delay or default caused by acts of God
or other conditions that are beyond that party’s reasonable control. A party defaulting under
this provision must provide the other party prompt written notice of the default.

16. SEVERABILITY

If any provision of this Contract is found by a court of competent jurisdiction to be illegal,
unenforceable, or void then both parties will be relieved from all obligations arising from that
provision, If the remainder of this Contract is capable of being performed, it will not be affected
by such determination or finding and must be fully performed.

17. PERFORMANCE, DEFAULT, AND REMEDIES

A. PERFORMANCE. During the term of this Contract, the parties will monitor performance and
address unresolved contract issues as follows:

1. Notification. The parties must promptly notify each other of any known dispute and
work in good faith to resolve such dispute within a reasonable period of time. If necessary,
Sourcewell and the Supplier will jointly develop a short briefing document that describes
the issue(s), relevant impact, and positions of both parties.

2. Escalation. If parties are unable to resolve the issue in a timely manner, as specified
above, either Sourcewell or Supplier may escalate the resolution of the issue to a higher
level of management. The Supplier will have 30 calendar days to cure an outstanding issue.
3. Performance while Dispute is Pending. Notwithstanding the existence of a dispute, the
Supplier must continue without delay to carry out al! of its responsihilities under the
Contract that are not affected by the dispute. If the Supplier fails to continue without delay
to perform its responsibilities under the Contract, in the accomplishment of all undisputed
work, the Supplier will bear any additional costs incurred by Sourcewell and/or its
Participating Entities as a result of such failure to proceed.

B. DEFAULT AND REMEDIES. Either of the following constitutes cause to declare this Contract,
or any Participating Entity order under this Contract, in defauit:

1. Nonperformance of contractual requirements, or
2. A material breach of any term or condition of this Contract.

Rev. 3/2021 10



BPocuBign Envelope (D) 77£75B46-2D6F-4A47-807B-C33819712F55

071321-CAl

The party claiming defauit must provide written notice of the default, with 30 calendar days to
cure the default. Time allowed for cure will not diminish or eliminate any liability for liquidated
or other damages. If the default remains after the opportunity for cure, the non-defaulting
party may:

e Exercise any remedy provided by law or equity, or
* Terminate the Contract or any portion thereof, including any orders issued against the
Contract. :

18. INSURANCE

A. REQUIREMENTS. At its own expense, Supplier must maintain insurance policy(ies) in effect
at all times during the performance of this Contract with insurance company(ies) licensed or
authorized to do business in the State of Minnesota having an “AM BEST” rating of A- or better,
with coverage and limits of insurance not less than the following:

1. Workers’ Compensation and Employer’s Liability.
Workers’ Compensation: As required by any applicable law or regulation.
Employer's Liability Insurance: must be provided in amounts not less than listed below:
Minimum limits:
$500,000 each accident for bodily injury by accident
$500,000 policy limit for bodily injury by disease
$500,000 each employee for bodily injury by disease

2. Commercial General Liability Insurance. Supplier will maintain insurance covering its
operations, with coverage on an occurrence basis, and must be subject to terms no less
broad than the Insurance Services Office (“ISO”) Commercial General Liability Form
CG0OO001 (2001 or newer edition), or equivalent. At a minimum, coverage must include
liability arising from premises, operations, bodily injury and property damage,
independent contractors, products-completed operations including construction defect,
contractual liability, blanket contractual liability, and personal injury and advertising
injury. All required limits, terms and conditions of coverage must be maintained during
the term of this Contract.

Minimum Limits:

$1,000,000 each occurrence Bodily Injury and Property Damage

$1,000,000 Personal and Advertising Injury

$2,000,000 aggregate for Products-Completed operations

$2,000,000 general aggregate

3. Commercial Automobile Liability Insurance. During the term of this Contract,

Supplier will maintain insurance covering all owned, hired, and non-owned automobiles
in limits of liability not less than indicated below. The coverage must be subject to terms
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no less broad than ISO Business Auto Coverage Form CA 0001 (2010 edition or newer),
or equivalent.

Minimum Limits:

$1,000,000 each accident, combined single limit

4. Umbrella insurance. During the term of this Contract, Supplier will maintain
umbrella coverage over Employer’s Liability, Commercial General Liability, and
Commercial Automobile.

Minimum Limits:

52,000,000

5. Network Security and Privacy Liability Insurance. During the term of this Contract,
Supplier will maintain coverage for network security and privacy liability. The coverage
may be endorsed on another form of liability coverage or written on a standalone
policy. The insurance must cover claims which may arise from failure of Supplier’s
security resulting in, but not limited to, computer attacks, unauthorized access,
disclosure of not public data — including but not limited to, confidential or private
information, transmission of a computer virus, or denial of service.

Minimum limits:

$2,000,000 per occurrence

$2,000,000 annual aggregate

Failure of Supplier to maintain the required insurance will constitute a material breach entitling
Sourcewell to immediately terminate this Contract for default.

B. CERTIFICATES OF INSURANCE. Prior to commencing under this Contract, Supplier must
furnish to Sourcewell a certificate of insurance, as evidence of the insurance required under this
Contract. Prior to expiration of the policy{ies}, renewal certificates must be mailed to
Sourcewell, 202 12th Street Northeast, P.O. Box 219, Staples, MN 56473 or sent to the
Sourcewell Supplier Development Administrator assigned to this Contract. The certificates must
be signed by a person authorized by the insurer(s) to bind coverage on their behalf.

Failure to request certificates of insurance by Sourcewell, or failure of Supplier to provide
certificates of insurance, in no way limits or relieves Supplier of its duties and responsibilities in
this Contract.

C. ADDITIONAL INSURED ENDORSEMENT AND PRIMARY AND NON-CONTRIBUTORY
INSURANCE CLAUSE. Supplier agrees to list Sourcewell and its Participating Entities, including
their officers, agents, and employees, as an additional insured under the Supplier's commercial
general liability insurance policy with respect to liability arising out of activities, “operations,” or
“work” performed by or on behalf of Supplier, and products and completed operations of
Supplier. The policy provision(s} or endarsement(s) must further provide that coverage is
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primary and not excess over or contributory with any other valid, applicable, and collectible
insurance or self-insurance in force for the additional insureds,

D. WAIVER OF SUBROGATION. Supplier waives and must require (by endorsement or
otherwise) all its insurers to waive subrogation rights against Sourcewell and other additional
insureds for losses paid under the insurance policies required by this Contract or other
insurance applicable to the Supplier or its subcontractors. The waiver must apply to all
deductibles and/or self-insured retentions applicable to the required or any other insurance
maintained by the Supplier or its subcontractors, Where permitted by law, Supplier must
require similar written express waivers of subrogation and insurance clauses from each of its
subcontractors.

E. UMBRELLA/EXCESS LIABILITY/SELF-INSURED RETENTION. The limits required by this
Contract can be met by either providing a primary policy or in combination with
umbrella/excess liability policy(ies), or self-insured retention.

13. COMPLIANCE

A. LAWS AND REGULATIONS. All Equipment, Products, or Services provided under this
Contract must comply fully with applicable federal laws and regulations, and with the laws in
the states and provinces in which the Equipment, Products, or Services are sold.

B. LICENSES, Supplier must maintain a valid and current status on all required federal,
state/provincial, and local licenses, bonds, and permits required for the operation of the
business that the Supplier conducts with Sourcewell and Participating Entities.

20. BANKRUPTCY, DEBARMENT, OR SUSPENSION CERTIFICATION

Supplier certifies and warrants that it is not in bankruptcy or that it has previously disclosed in
writing certain information to Sourcewell related to bankruptcy actions, If at any time during
this Contract Supplier declares bankruptey, Supplier must immediately notify Sourcewell in
writing.

Supplier certifies and warrants that neither it nor its principals are presently debarred,
suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs
operated by the State of Minnesota; the United States federal government or the Canadian
government, as applicable; or any Participating Entity. Supplier certifies and warrants that
neither it nor its principals have been convicted of a criminal offense related to the subject
matter of this Contract. Supplier further warrants that it will provide immediate written notice
to Sourcewell if this certification changes at any time.
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21. PROVISIONS FOR NON-UNITED STATES FEDERAL ENTITY PROCUREMENTS UNDER
UNITED STATES FEDERAL AWARDS OR OTHER AWARDS

Participating Entities that use United States federal grant or FEMA funds to purchase goods or
services from this Contract may be subject to additional requirements including the
procurement standards of the Uniform Administrative Requirements, Cost Principles and Audit
Requirements for Federal Awards, 2 C.F.R. § 200. Participating Entities may have additional
requirements based on specific funding source terms or conditions. Within this Article, all
references to “federal” should be interpreted to mean the United States federal government.
The following list only applies when a Participating Entity accesses Supplier’s Eguipment,
Products, or Services with United States federal funds.

A, EQUAL EMPLOYMENT OPPORTUNITY. Except as otherwise provided under 41 C.F.R. § 60, all
contracts that meet the definition of “federaily assisted construction contract” in 41 C.F.R. § 60-
1.3 must include the equal opportunity clause provided under 41 C.F.R. §60-1.4(b), in
accordance with Executive Order 11246, “Equal Employment Opportunity” (30 FR 12319,
12935, 3 C.F.R. §, 1964-1965 Comp., p. 339), as amended by Executive Order 11375, “Amending
Executive Order 11246 Relating to Equal Employment Opportunity,” and implementing
regulations at 41 C.F.R. § 60, “Office of Federal Contract Compliance Programs, Equal
Employment Opportunity, Department of Labor.” The equal opportunity clause is incorporated
herein by reference.

B. DAVIS-BACON ACT, AS AMENDED {40 U.5.C. § 3141-3148). When required by federal
program legislation, all prime construction contracts in excess of $2,000 awarded by non-
federal entities must include a provision for compliance with the Davis-Bacon Act (40 U.S.C. §
3141-3144, and 3146-3148) as suppiemented by Department of Labor regulations (29 C.F.R. § 5,
“Labor Standards Provisions Applicable to Contracts Covering Federally Financed and Assisted
Construction”). In accordance with the statute, contractors must be required to pay wages to
laborers and mechanics at a rate not less than the prevailing wages specified in a wage
determination made by the Secretary of Labor. In addition, contractors must be required to pay
wages not less than once a week. The non-federal entity must place a copy of the current
prevailing wage determination issued by the Department of Labor in each solicitation. The
decision to award a contract or subcontract must be conditioned upon the acceptance of the
wage determination. The non-federal entity must report all suspected or reported violations to
the federal awarding agency. The contracts must also include a provision for compliance with
the Copeland “Anti-Kickback” Act {40 U.5.C. § 3145), as supplemented by Department of Labor
regulations (29 C.F.R. § 3, “Contractors and Subcontractors on Public Building or Public Work
Financed in Whole or in Part by Loans or Grants from the United States”). The Act provides that
each contractor or subrecipient must be prohibited from inducing, by any means, any person
employed in the construction, completion, or repair of public work, to give up any part of the
compensation to which he or she is otherwise entitled. The non-federal entity must report

all suspected or reported violations to the federal awarding agency. Supplier must be in
compliance with all applicable Davis-Bacon Act provisions.
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C. CONTRACT WORK HOURS AND SAFETY STANDARDS ACT (40 U.S.C. § 3701-3708). Where
applicable, all contracts awarded by the non-federal entity in excess of $100,000 that involve
the employment of mechanics or laborers must include a provision for compliance with 40
U.S.C. §§ 3702 and 3704, as supplemented by Department of Labor regulations (29 C.F.R. § 5).
Under 40 U.5.C. § 3702 of the Act, each contractor must be required to compute the wages of
every mechanic and laborer on the basis of a standard work week of 40 hours. Work in excess
of the standard work week is permissible provided that the worker is compensated at a rate of
not less than one and a half times the basic rate of pay for all hours worked in excess of 40
hours in the work week. The requirements of 40 U.S.C, § 3704 are applicable to construction
work and provide that no laborer or mechanic must be required to work in surroundings or
under working conditions which are unsanitary, hazardous or dangerous. These requirements
do not apply to the purchases of supplies or materials or articles ordinarily available on the
open market, or contracts for transportation or transmission of intelligence. This provision is
hereby incorporated by reference into this Contract. Supplier certifies that during the term of
an award for all contracts by Sourcewell resulting from this procurement process, Supplier must
comply with applicable requirements as referenced above.

D, RIGHTS TO INVENTIONS MADE UNDER A CONTRACT OR AGREEMENT. If the federal award
meets the definition of “funding agreement” under 37 C.F.R. § 401.2(a) and the recipient or
subrecipient wishes to enter into a contract with a small business firm or nonprofit organization
regarding the substitution of parties, assignment or performance of experimental,
developmental, or research work under that “funding agreement,” the recipient or subrecipient
must comply with the requirements of 37 C.F.R. § 401, “Rights to Inventions Made by Nonprofit
Organizations and Small Business Firms Under Government Grants, Contracts and Cooperative
Agreements,” and any implementing regulations issued by the awarding agency. Supplier
certifies that during the term of an award for all contracts by Sourcewell resulting from this
procurement process, Supplier must comply with applicable requirements as referenced above.

E. CLEAN AIR ACT (42 U.S.C. § 7401-7671Q.) AND THE FEDERAL WATER POLLUTION CONTROL
ACT (33 U.S.C. § 1251-1387). Contracts and subgrants of amounts in excess of $150,000 require
the non-federal award to agree to comply with all applicable standards, orders or regulations
issued pursuant to the Clean Air Act (42 U.S.C. § 7401- 7671q) and the Federal Water Pollution
Control Act as amended (33 U.S.C. § 1251- 1387). Violations must be reported to the Federal
awarding agency and the Regional Office of the Environmental Protection Agency (EPA).
Supplier certifies that during the term of this Contract will comply with applicable requirements
as referenced above,

F. DEBARMENT AND SUSPENSION (EXECUTIVE ORDERS 12549 AND 12689). A contract award
(see 2 C.F.R. § 180.220) must not be made to parties listed on the government wide exclusions
in the System for Award Management {SAM), in accordance with the OMB guidelines at 2 C.F.R.
§180 that implement Executive Orders 12549 (3 C.F.R. § 1986 Comp., p. 189) and 12689 (3
C.F.R. § 1989 Comp., p. 235), “Debarment and Suspension.” SAM Exclusions contains the names
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of parties debarred, suspended, or otherwise excluded by agencies, as well as parties declared
ineligible under statutory or regulatory authority other than Executive Order 12549, Supplier
certifies that neither it nor its principals are presently debarred, suspended, proposed for
debarment, declared ineligible, or voluntarily excluded from participation by any federal
department or agency.

G. BYRD ANTI-LOBBYING AMENDMENT, AS AMENDED (31 U.S.C. § 1352). Suppliers must file
any required certifications. Suppliers must not have used federal appropriated funds to pay any
person or organization for influencing or attempting to influence an officer or employee of any
agency, a member of Congress, officer or employee of Congress, or an employee of a member
of Congress in connection with obtaining any federal contract, grant, or any other award
covered by 31 U.S5.C. § 1352, Suppliers must disclose any lobbying with non-federal funds that
takes place in connection with obtaining any federal award. Such disclosures are forwarded
from tier to tier up to the non-federal award. Suppliers must file all certifications and
disciosures required by, and otherwise comply with, the Byrd Anti-Lobbying Amendment (31
U.S.C. § 1352).

H. RECORD RETENTION REQUIREMENTS. To the extent applicable, Supplier must comply with
the record retention requirements detailed in 2 C.F.R. § 200.333. The Supplier further certifies
that it will retain all records as required by 2 C.F.R. § 200.333 for a period of 3 years after
grantees or subgrantees submit final expenditure reports or guarterly or annual financial
reports, as applicable, and all other pending matters are closed.

f.  ENERGY POLICY AND CONSERVATION ACT COMPLIANCE. To the extent applicable, Supplier
must comply with the mandatory standards and policies relating to energy efficiency which are
contained in the state energy conservation plan issued in compliance with the Energy Policy
and Conservation Act.

J.  BUY AMERICAN PROVISIONS COMPLIANCE. To the extent applicable, Supplier must comply
with ali applicable provisions of the Buy American Act. Purchases made in accordance with the
Buy American Act must follow the applicable procurement rules cailing for free and open
competition,

K. ACCESS TO RECORDS {2 C.F.R. § 200.336). Supplier agrees that duly authorized
representatives of a federal agency must have access to any books, documents, papers and
records of Supplier that are directly pertinent to Supplier’s discharge of its obligations under
this Contract for the purpose of making audits, examinations, excerpts, and transcriptions, The
right also includes timely and reasonable access to Supplier's personnel for the purpose of
interview and discussion relating to such documents.

L. PROCUREMENT OF RECOVERED MATERIALS (2 C.F.R. § 200.322). A non-federal entity that is

a state agency or agency of a political subdivision of a state and its contractors must comply
with Section 6002 of the Solid Waste Disposal Act, as amended by the Resource Conservation
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and Recovery Act. The requirements of Section 6002 include procuring only items designated in
guidelines of the Environmental Protection Agency {(EPA) at 40 C.F.R. § 247 that contain the
highest percentage of recovered materials practicable, consistent with maintaining a
satisfactory level of competition, where the purchase price of the item exceeds $10,000 or the
value of the quantity acquired during the preceding fiscal year exceeded $10,000; procuring
solid waste management services in a manner that maximizes energy and resource recovery,
and establishing an affirmative procurement program for procurement of recovered materials
identified in the EPA guidelines.

M. FEDERAL SEAL(S), LOGOS, AND FLAGS. The Supplier not use the seal(s), logos, crests, or
reproductions of flags or likenesses of Federal agency officials without specific pre-approval.

N. NO OBLIGATION BY FEDERAL GOVERNMENT. The U.S. federal government is not a party to
this Contract or any purchase by an Participating Entity and is not subject to any obligations or
Habilities to the Participating Entity, Supplier, or any other party pertaining to any matter
resulting from the Contract or any purchase by an authorized user.

0. PROGRAM FRAUD AND FALSE OR FRAUDULENT STATEMENTS OR RELATED ACTS. The
Contractor acknowledges that 31 U.S.C. 38 (Administrative Remedies for False Claims and
Statements) applies to the Suppliet’s actions pertaining to this Contract or any purchase by a
Participating Entity.

P. FEDERAL DEBT. The Supplier certifies that it is non-delinquent in its repayment of any
federal debt. Examples of relevant debt include delinguent payroll and other taxes, audit
disallowance, and benefit overpayments,

Q. CONFLICTS OF INTEREST. The Supplier must notify the U.S. Office of General Services,
Sourcewell, and Participating Entity as soon as possible if this Contract or any aspect related to
the anticipated work under this Contract raises an actual or potential conflict of interest (as
described in 2 C.F.R. Part 200). The Supplier must explain the actual or potential conflict in
writing in sufficient detail so that the U.S. Office of General Services, Sourcewell,

and Participating Entity are able to assess the actual or potential conflict; and provide any
additional information as necessary or requested.

R. U.S. EXECUTIVE ORDER 13224. The Supplier, and its subcontractors, must comply with U.S.
Executive Order 13224 and U.S. Laws that prohibit transactions with and provision of resources
and support to individuals and organizations associated with terrorism.

S. PROHIBITION ON CERTAIN TELECOMMUNICATIONS AND VIDEO SURVEILLANCE SERVICES OR

EQUIPMENT. To the extent applicable, Supplier certifies that during the term of this Contract it
will comply with applicable requirements of 2 C.F.R. § 200.216.
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T. DOMESTIC PREFERENCES FOR PROCUREMENTS. To the extent applicable, Supplier certifies
that during the term of this Contract will comply with applicable requirements of 2 C.F.R. §
200.322.

22. CANCELLATION

Sourcewell or Supplier may cancel this Contract at any time, with or without cause, upon 60
days’ written notice 1o the other party. However, Sourcewell may cancel this Contract
immediately upon discovery of a material defect in any certification made in Supplier’s
Proposal. Cancellation of this Contract does not relieve either party of financial, product, or
service obligations incurred or accrued prior to cancellation.

Sourcewell Computer Aid, Inc.

%éusidﬁ‘eﬁ‘fw‘f:-. 7 . _né_h_esmrkéaiiv:"_

By: > CORD2A SU0RAaS... By: 2E2POPAERTIANT,.,

Jeremy Schwartz David A. Hunter
Title: Chief Procurement Officer Title: Executive Vice President

9/8/2021 | 4:58 PM CDT 9/8/2021 | 4:38 PMm CDT
Date: Bate:
Approved:
e QiicitSighed by

By: iy %é@za&%&é%é@ébm' '

Chad Coauette
Title: Executive Director/CEO
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Date:
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Specifications
Table 1: Proposer identity & Authorized Representatives

General Instructions (applies to all Tables) Sourcewel| prefers a brief but thorough response to each question. Do not merely attach additional documents to your
response without also providing a substantive response. Bo not leave answers blank; respond "N/A” if the question does not apply {o you (preferably with an
explanation).

1 Proposer Legal Name (one fegal entity only): (in the {Computer Ald, Inc.
event of award, will execule the resuling contract «
as "Suppliel")

A,

: 1denti!y ‘. subsidlaly. antrttas of the Proposer: whose -
pme d grilces. ars c&u&ed m ‘the’

3 ldenti!y aii appllcable assumed names or DE!A names ICAl has operated as Computer Aid, Inc. (CAl) for its entire history. However, when the name

of the Proposer or Proposers subsidiaries in line 1 Computer Aid, Inc., was already in use in certain locations, we had {o register with an altemate name,
of Line 2 above. shown below:
Arkansas: CAll, Inc.
Maryland: C.A. Systems Company AK/A Computer Aid, Inc. x

Minnesota: CAl, Inc.

New Hampshire: Computer Aid, Inc. DBA CAll
New Jersey: Computer Ald, inc. DBA CAl, Inc.
New York: CAlf

Texas: Computer Ald, inc. DBA CA Systems, Inc,
Proposar Phyiical Address: SOOI 11380 Ridgeview Drive, Allentown, PA 18704 3 R '
Proposer website address (or addresses) www.cal.io *
Proposer's Auﬂ‘;orized Rapresemaﬁve {riame, e {Davit A Hunter. ¢ - :

7 Proposer's primary contact for this proposal [name, Lincia Leiby

titte, address, email address & phone): Vice President, Contingent Workforce Solutions
1390 Ridgeview Drive, Alentown, PA 18104 *
IInda.Leiby@ecaiio
717-651-3080 (o)

|Christopher- Tiley. =
Dlrgctor, Confing

“{717:8513138 (o)

Table 2: Gompany Information and Financial Strength

9 Provide a brief history of your company, including your [CAl is an $875M leading business technology services firm committed to helping public sector and
campany’s core values, business phliosophy, and private organizations dhve value, mprove productivity, and enhance the custorner experience. We
industry longevity related to the requested equipment, speclalize in contingent workforce solutions and staffing services, alongside helping customers digitally
products or services. transform thelr enferprise with services that include application management, strategy and consufting,

inteligent aulomation, IT service rmanagement ((ITSM), and business analytics. Founded in 1981 and
headguartered in Allentown, PA, CAl is a privately held company with offices throughout the Unitad
States and the Asla-Pacific region. We are a diverse and innovative global team known for providing
right-sized strategy, solutions, and ongoing sugport for ow customers.

CAl has been a prime vendor on the Sourcewell IT Managed Service and Staff Augmentation
Solutions contract since 2017. We have enrolied multiple Paricipating Entities nationwide, and with
Sourcewsli's collaboration, have enrolled the State of lowa as a state-level participant in the
Sourcewell program. This program has generated $16.3M revenue to date plus a further $68.1M for
the State of lowa program.

CAl's Public Sector division has been supporiing state, city, and local govemment since 1994 and
aceounts for 68-70% of CAl's annual revenus. We launched our first MSP In the Commonwesith of
Pennsylvania in 2004, and our Contingant Woridorce Solutions {CWS) practice was hom. As one of
the first MSP programs for stafe government, the successful program CAE buiit with Pennsylvania has
been mirrored In many of the state MSP programs that followad. CAl's CWS praclice focuses solely
on public sector cliants, supporting custorners across state and focal government, non-profit, and
education sectors with IT staff augmentation services aligned with the requirements of the Sourcewell
contract and its Paricipating Entiles. Since its inception, our CWS porifolio has generated revenuss
over $2.68 following the same baest practices that Sowrcewsll and Its Members receive under the
currant contract and will continue to do so under a new agreement,

For CAl to achleve this mission as a leading MSP, and that of an 1T eader in the public seclor, we
must continually develop and implemant plans and programs that will enable us to achieve finandial
sirength {fiscat health), strong eulture (associate morate), and defighted custormers (custorner
satisfaction). CAl is commitied to being purpose-driven, priofitizing client success and employee well-
being, and serving the community. We recognize that to be truly engaged, you must fesl valued for
who you are and what you contribute. We are commitied to achleving excellence through celsbrating
our differences and collaborating on opportunities. Empowering our associates to share different
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ideas, perspectives, and expetiences s a driving force for elevating our success.
These are owr Guiding Values.

Devoid of Status-lsm and Bureaucracy

CAl Is a company devoid of stafus-ism. Each associate's role constitutes a necessary part of the
whole. We cannot achieve our misslon uniess all associates are performing their roles with a high
degree of effectiveness. We must recognize the important and worthiness ‘of each other's work.
CAl 1s a compary devoid of bureaucracy. Decision making, wherever possible, is fo be made by
those partles most infimately involved with the resulis of the decision. Learning to seek out advice
from leadershlp and when {o move forward independently s the mutual responsibility of CAFs
asscclates and thefr managers, .

Collegial

The word “collegial’ conjures wp many different pictures. One of the most important pictures it paints
is the concept of respect for differing thoughts and ideas. College is a place where exlsting patterns
of thinking are often challenged. This process of being challenged can help us recognize the
importance of each person’s role and contdbutions. We want this aspect of the word “colleglal® to
define our culture. Other aspects of a collegial environment like camaraderis and fun shoutd also
defire our workplace. We befieve these workplace qualities are foundational to building strong and
healthy teams.

Drven to Pursue Knowledge, fo Learn and Grow

The pursult of knowladge must be viewed a3 a lfe-ong joumey rather thar a single event. This Is
especially true of professionals within the information Technology (IT) industry, an industry that is
constantly evolving. CAl associates must accept responsibiiity for the ongoing development of their
skill sets. We must also actively seek to receive and transfer knowledge to our team members and
the company whetever possible.

Goals for Self-improvement

CAl is committed to the philosophy that every assoctate Is responsible for the development and
management of their career. Personal initiative, self-reltance, and ownership of one’s development
plan, work, and reiafionships are a direct result of living out this value. As assoclates and
professionals, we must be committed to the expenditure of personat time and ensrgy outside the
workpiace. We must also recognize that each day presents leamning opportunities,

Continuous lmprovement

The pace at which the IT indusfry and our business is changing, coupled with the expectations of our
customers, requires each associate and the business to be dissatisfled with the way they cumenty
perfortn thelr responsibiliies. We must continually focus on improving our business practices and
processes to meet the demands of a giobally competitive markeiplace. Continuous improvement of
CAl's business, as well as the businesses of our customers, will ensure a long and prosperous future
for ali of us.

High Achievemant Results in High Reward

CAl assoviates are focused on their personal performance. They are aware that the quality of thelr
contributions will determine whether we meet our gverriding business goals. Associates are also
aware that helping the company achieve its goals will result in achievement of thelr perscnal goals,
particuladly as it pertains to personal reward and the recognition of their peers.

Commitment to Excellence

Our belief that every assoclate must be committed to the pursult of excelience in his or her work
goes hand In hand with owr beiief that we must pursue improvement through change, The fact that
change is inevitable and necessary for sustained business health tefis us that there is always a belter
way of doing business. To find this belter way of doing business, each assoclate must ba committad
{o the personal pursuit of excellence. We must ask ourselves what we can do fo improve the quality
and quantity of our personal work product. We must aiso ask the same questions of our feams, cost
centers, regions, and the company.

Serve the Community

If our focus stops with Improving the quality of our personal lives and the business of which are a
part, we are a self-serving group of professionals who miss the bigger picture. With this kind of
focus, we will see the demise of our communities, and the demise will affect our personal (ives as
well. CAl balleves the business and Its associates have an obllgation to serve their communities so
that they are stronger, healthisr places in which to five and work, This service can take on many
different faces. As a CAl associate, you will have many different opportunities to serve the community
o large as part of the CAl team. We also encourage you to find local service opportunities through
communify groups, churches, tempies, and synagogues.

CAl's experience In contingent workforce management, our proven record of Implernenting and
delivering successiat MSP programs, our ability to adapt our programs to changes in the industry and
the needs of each Sourcewell Member, and cur knowtedge of Sourcewell and their goat “io help
government, aducation, and nonprofits work more efficiently” are unparalieled by other MSP providers.

Bid Number: RFP 071321 Vendor Name: Computer Aid, Inc
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S What are your mmpanfs fons in i int of: ] CAl implemented. the first Sourcewsl] (fonnedy NJPA} 1T Managed Service and Staff Augrentation
: ; Salutions contract In 2017; - program that has seen-continuous growlh espadialy with the sucoosshy -
effort 10 bring the  State of lowa's, state-wide 1T steffing program under the Sourcewsll -banner, - Thls'
‘{success IS, the 'slgn. of a well-developed: and. wall implsmented golution 1hat onginated zhmugh :
{completion of key lasks ‘at award, ‘séfing & strong ‘precedent, .
o ensure contintialion under the new. contract, CA! must complate a numhef of steps whila" Ievezagmg R
‘| the ‘saime ‘great reiaﬁunshlps, processes. and bas! pracﬁcss clmanly m place that wil ensure. another il
;| stuccessful five: years.:
| Qe post award . plannlng starls wnth Con!ract Hckoff meehngs Tms wm Hna!:ze all contrac!uai
“|documentation between. Sourcewel! and CAL .- New confractual reguirerments -may-becore part-of ﬂow
“|down terms {o ‘existiig Members, and - users of the pragram_too, under the Paricipating. Addendum
| We :wit- réview. the : Markeﬂng Plan, Altactment-C. —-CAl Marketing Plan, 1o discuss the- pmposed
-|ouireach i new and .existing Members, as - wall as ad}ust anything that may. be required. The : -
Matketing ‘Plan plays & Key fole in Jong-term’ progrant. SUCCess o that CAE fay . collaborate with -
| Sourgewell“to -ensure It meets needs, targeted: demographlics, -and is ‘2 valuable product. . We. will
leonciuds. the: sessions with undmtanding Sourcewall's spacific partlcipation and activities to promate -
:|the. program,-who relevant contact points are, ‘and whal immetidte, and Iung«tenn goals-the  program .
has:.. The. Confract Kickelf mecting will happen within 10" days of ‘award. it will include key - CAl:
:Ipersoonel, - We will provide an.agenda. - Foliowing - the. meeting, CAY will provide minutas and -
“idostiment: any kiy. decistons mads “that may forri: part of the ‘contract 6n sgrsenent, - X
‘| The secand :task fs: developing ‘and ‘conducling Communicalions, * As an Ingumbsent we are ahead in
\his task. - We have the: relationships In place’ with existing” program  usefs and-we will work with. our
: current Perticlpating Entifies: to 'be: prepared 1o complete. new. contract iasks, extending: the current
‘| period-of perfofmance, and: managihg extensions of -contracted. Résources. 5o they can- comp!eie thsir :
-|tasks under {hs new’ program, - With years of . -experience in ransitioning’ programs . from -old: contract
|terms to new tenms, we-understand ihe ‘chalienges ‘and. ‘can manage any potenfial dism;)ﬂon with
expetience and. & séamless changaover We will update dosumentation and. the websites” referending
|the new contract:and rew terms of - engagsment as appropnatﬁ and ws%! corru'nun!oate mese changes .
fo.our- carrent conlract Bolders, . :
A third, and o Jeas important iaak is the oonﬁguration ‘of ‘e Vectorvia®. app%tca:ion Revisad .
documentaﬁon. backgrotnd and ‘serooning fosks; changes to Compliandce: Managar needsd at Mermibar
: :and g hdst of.other actions wif need to. e performed based on the-terms of e new. contagt.” |-

. {helr clents a5 -another procurement optlan
'_ Trainfng will:be, pmvlded 1o -these sales teams “for. any naw. requirements based. upon: the. agrea
Acontract, s well ‘as any changes “within Saurcewell that can.be =, ‘beneﬁt' shared i the ‘sales p
e ammarize; key. tasks nglucles 0T : .
Contract. KIckof -Mueting :with Sourceweit ;
:Fingfize confract documents -and pimis "
+.0 Review-Marketing Plan
“ Distuss ‘Souresiell participati i - ;
- Communication io: Existing Parﬁclpatmg Enﬂﬂes and Coniractors S ;
- Alert Participating- Eniias: and. Gontractors under. o cument Soumewell :mtrar:t to new awafd
- Dlscusy staps to’move o new contract
- Communleation  to Potential Paricipating: Eﬂl!tlEB and Cuntractors
Lipdate' websités and documentation Teferencing- new commct :
Kiuk off. farketing efforls anncuricing new nanhact e
Configiration of VeclorVM3® Tool = &+
Conflgure aocortilng to new’ contram mqusrements and fate card :
= Training
~-Davelop’ and conduct trainfng on the naw Souroawall onmracl for CAI salas staﬂ’

" Demonstrate your financial strength and stability with CA! has provided a copy of financlal statements for 2019 and 2020, Attachment B — CAE Finanma%
meaningful data. This could include such itlems as Staternents,

financiai statements, SEC filings, cradit and bond
rafings, fefters of credit, end detaiied reference letters.
Upload supporting docurmnents (as applicabla) in the
documen: upload sactian of your response

T |CAL cuxrenﬂy provides ‘MSH sermces, a8 the, prirme contracter, o the following 10 states ‘and enfiies.
|Based lpon pumber of states, 50, ‘CAl has 18% market share of potenhal staﬁe—level MSP bustne
Vlrgmia information. Techanigy Agency

-'.-'Stais ufMEchlgan 3
-, State’of New : Jersey

L Tistict of Golumbia
- Siate of fowa {delivered d
- State..of Delawai :
CBlate of. Arkensas -
127 Soufcawell. - nationwide

13 What is your Canadlan markat share for the solutions |CAl has provided staffing senvces o Canadian emjtles howevar wa do nat prowde a full MSP

that you are proposing? service to a Canadian entity at present. We have a Canadian contractor providing services to the *
State of New Hampshire through our current Sourcewell contract.

o Has:y:mr busmass ovar peutiahed for. bankruptoy -

FiNo
Hon? i s0;. explain. in datall
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How Is your organization best described: is It a
manufacturer, a distributor/dealer/reseller, or a service
provider? Answer whichever guestion {either a} or b)
just below) best applies fo your organization.

a) If your company is best described as a
distributor/dealat/reseller (or similar entity}, provide your
wrilten authorization to act as a
distributor/dealer/reselier for the manufacturer of he
products proposed in this RFP. If applicable, Is your
dealar network independent or company owned?

by  If your company is best described as a
manufacturer or service pravider, describe your
refationshlp with your sales and service force and with
your dealer netwark in delivering the products and
senvices proposed In this RFP. Are these individuals
your employees, or the employees of a third party?

CAl is best described as a service Confractor. The following describes our CA! Sales Staff,
Contractor Network, and Account Management services and how they will parform on behaif of
Sourcewell, ensuring the Members achieve thelr goals, and are driven by best practices for great
results.  With over $16.3M in current staff augmentation and SOW sales supporting Members through
the Seurcewell contract in addition to the $69.1M In sales through the lowa Sourcewell conlract, CAl is
condident we got our approach cormrect in the initial contract term and we look forward fo buliding
further upon that.

CAl Sales Staff

CAl is a leading provider of MSP services and [T staff augmentation servicas, as well as IT services,
to natlonwide public sector clients. CAl will be seliing the IT MSP Contract to Sourcewsll Membars
through its large nationwide network of sales staff and sales leaders, all of whom are full-lime
amplayees. CA! views all staff that form part of our leadership forum as ‘sales’, this expands our
reach to market and ability to sell the Sourcewell contract; more than 150 advocates for the
Sourcewell pragram promises strong growth. CAl has offices in offices in 11 cities and is registered
to de business in 47 states. We have intemnational offices in Indla and Phllippines. ©ur corporate
office is In Alientown, PA.

Qur fu-iime staff Is based natlonwide which allows us {o have a good fee!' for local market
conditicns when supporting our clients.

Contractor Network

CAl has developed a nationwide network of more than 2,400 Gontractors through iis term of service
as an MSP. Each specific MSP program has iis own Contractor pool made up of existing suppiters
who bring the right capability and credentials to support the cllent. Contractors can be in multiple
networks, creating growth and revenue opporfunities for themselves. We particularly encourage small
and disadvantaged businesses to fake advantage of these opportunifies, CAl has an established
Contractor pool under the current Sourcewell program but will continually add to it through the
enroflment process. CAl has processed more than 18,500 engagements across 528 state and local
agencies through our MSP programs. This provides an indication of how successful we are in
managing such a large suppller base,

Qusiified candidates are provided to Member organizations via this networic of Confractors, whe are
governed by a Subcontractor Agreament (SA) that defines the refafionship between CAl and how the
Contractor is to support our customers. The SA includes specific service level agreements and
performance metrics that will be tled to the specific Member agreement so that the Contractar
understands what thelr expeciations are In terms of performance, delivery, payment, and other
contraciual obligations.

CAlF Account Managemeant

The success of an [T MSP program staris with the Account Management Team. The misslon of the
CAl Account Management Teem 5 fo work alongside the Membsr, develop a trusted partnership, and
be proactive in the management of the service. As full-ime employees our Account Managers are
dedicated {o this service for Sourcewsll ang its Member community. The initial Account Management
Team — which wil manage and maintain each Member — is a highly experienced group of IT and
staffing professionals. Owr core team wii be led by Linda Leiby, Vice President Contingent Workdorce
Soldlons.  In support of Ms. Lefby, will be Christopher Tilley, Director, Contingent Workferce Soitflons,
and Account Managers, Scott Edwards and Amy Maclionald. CAE has a farge Account Management
tearn and Operations Support team fied to our CWS practice. This provides the flexibility needed to
support growth of the Sourcewell account. As more Members onboard under the program, CAI will
assign ether Mr, Edwards or Ms. MacDonald, or if needed an account manager from our larger team.
Experience is the most critical element fo ensure a team's success in managing an IT M$P

progrant.  Having Account Management Teams that possess IT experience based on industry best
practices adds value af all phases of the process, frem requirement qualification and candidate
screaning through on-boarding.

CAl's Account Management Teamn Is comprised of experienced IT professionals who possess excellent
comimunication skifls, an understanding of the broad range of iT mles and their requirements gained
through In-fleld experience, and who are dedicated fo alleviating the tlme -consuming task of hiring
contingent T Resources,

They are involved in every part of our sofution including:

| Meeting with Member Program Managers to consult regarding needs and to assist with
requirement preparation

1 Screaning Resources and performing interviews

| Working with Contractors to Improve thelr ability to respond to requests

| On-boarding Resources (rescurce support}

I Closing out engagements

1 Resolving performance and supplier issues for the Member

I Conducting review maefings for state purchasers

| Holding Contractor meetfings and calls to provide program information and review dashboards and
metrics

| F’ro\'ldlng feedback and cusiomer sahsfactlon

apptk:ahla - provide’ & detaﬂad explanallon buthnirig 2
and.

jes and subcontraclors that you Use)
business contempfa !

ed in gach: mdﬁrtdaaﬁ requimrne_
vidithe VMS. - CAl will work: with -each ‘Mambisr 1o’ idarrﬁfy ‘g ‘nead for] ;
antl:add: these reqiirements o (he - VMS Compliance Manag ]

-|and. through the provision-of -documented proof, the: Menber ¢
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Provide all "Suspension ar Debarment” information that
has applied to your organization during the past ten

years.

CAJ has not been suspended or disbamed during the last 40 years

Bid Number: RFP 071321
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Table 3: industry Recognition & Marketplace Success

Describe any relevant industry awards or recognition
that your company has received in the past five years

CAl has been fortunate enough fo receive the following awards, reoognitlon, and ocmmenda&ons over
the last five years.
2021 "Top Workplace in the Lehigh Valley” by the Moming Call
2020  “Top Workplace In the Lehigh Valley” by the Moming Call
Lutron ~ Help Desk Dalivers During Pandemic
Bristol Myers Squibb - A2W (Autism2Work) Team Exceeds
Expectations Commendation
Adam Heavner Memorial Award
“Top Workplace in the Lehigh Valiley" by the Morning Call
Women in Technology Award Finafist Awtumn Frantz
CIO of the Year (Phifia), Nominee Steve Heilanman
AZ2W recognition by Highmark
2018 Torch Award for Marketplace Ethics
Florida Department of Transport - Prudential Productivity Award
Florida Turnpike Enferprise - IBTTA's 2018 Tool Excellence
Award for Oparations
Women in Technology Award o Cheryl Tichonevicz
*Top Workplace in the Lehigh Valley” by the Moming Call
2017 Torch Award for Marietplace Ethics
PA Excellence in Technology Award
“Top Workplace In the Lehigh Valley' by the Moming Call
Etliot O. Grosvenor Food Safety Award
NASCIO Nomination — Cross-Boundary Gellaboration and
Partnerships
AFDO/AFA Award Nomination
"Top Workplace in the Lehigh Valley” by the Moming Call
NASGIO Longevity Award
SmarlCEO Executive Management Award, Steve Heilenman
Bast Growth Manager by Lehigh Valley Business, Andy Mcintyre
“Tup Workplaca in the Leh:gh Vai!ey’ by the Momlng Gali

2019

2018

2017

2016

2015

What ‘percentage. of your sales. are o' the’
govervnental sector i the past three. years

What percentage of your sales are fo the education
sector In the past three years

To date we have made 581 placements, iotaling

CAl's MSP programs support the educafion secfor.

332 SM This represents 1% of public sector MSP sa!ss to Educatlon

I\irginia- fd :
'1$120,599,829. 85 (2920)

22

List any GSA contracts ar Sianding Qffers and Supply

Amangements (SOSA) that you held. What is the
annual sales volume for each of these contracts over

the past three years?

CAl does not hold a GSA confract or SOSA contract, .

Table 4: References/Testimonials

Line ftem 23, Supply reference information from three customers whe are efigibie to be Sourcewell participating entities.

New Hampshire Department of lnformatlun Technology

Stean J. Kelleher, Director of Govemance and Strateglc F’Iannmg

" (@03) 223.5708 0

Ofange County Fire Authorly:

= *ITadd Maillenburg,- IT- Assistant-Manager -

Cl714) B79-6442 (o)

State of lowa Execulive Branch

Neil Shah, Chief Information Officer, lowa Workforce Deve}opment

(515) 725-3884 (o)

Table 5: Top Five Government or Education Customers

Line item 24. Provide a list of your top five government, education, ar non-profit customers {entity name is optional), inciuding entity type, the state or provinge the
entlty is located in, scope of the project(s), size of transaction(s), and dollar volumes from the past three years.

Bid Number: RFP 071321
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Commonweaith of
Virginla, Virginia
Information
Technology

Agency (VITA)

Bid Number: RFP 071321

Government

Virginia - VA

CAl provides the MSP solution and
contracior mandgement sendces o
provide [T contingent labor to the
Commonwealth of Virginla, VITA. CAi
has supported the VAITICL contract for
15 years and through successful
recompetes of the confract. We provide
T&M staff augmentation services as well
as Statement of Work (SOW) services
via a network of 549 Contractors.
Headcount as of July 1st, 2021, is 920
Resources, with a further 23 Resources
engaged cn fixed price projects, We
currendly work with 57 agencies across
the Commaonweslth, supporting thoss
agencies with 50 discrete labar
categories that are further broken into
four skill avels. The rate card is also
divided Into two regions: Northern
Virginia, which takes info consideration
the market effecis of the Capital area;
and the remainder of the
Commonwealth. The rates are “nof to
exceed' rates,

The program [s driven by Service Level
Agreaments (SLAs) and Key
Pedormance Indicators (KPls) which
include like requlrements such as
Resume Submittal Response Time,
Rountd 1 Fli Rate, Attrtion Rates, and
Customer Satisfaction Surveys, along
with Accurate Biliing and System
Avallability, CAl has maintained SLA
fargefs, often exceeding In many
instances. These are measured on a
quarterly basis. Custorner satisfaction
and subcontractor performance are also
measured. We use automated
processes driven by the VMS so that
feedback can be provided independent
of CAl, ensuring the integrity of the
results.

On June 28, 2021, CAl was awarded a
new contract providing a continuation of
setvices for a further five years, with an
option of a further five years.

Please note that the Commonwealth of
Virginia has alsc readlly agreed to act
as a further reference. Please contact
Sonia Hicks, VAITCE Category Manager,
(804) €635-5138.

3,882 engagements

$310.43M

Vendor Name: Computer Aid, Inc
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- |Narth Caroling - NC-

CA! holds the :contract to provide &t - 2
tampoarary AT staff. augmentation. .-

Resources’ i the_ State. of North
Carolina via an-MSP solidion,-whidh |
meets contractual SLAS, KPis, and
reporiing targéts; and provides -
continuous Emprovement and: quality
management ot the core “of Its servige,
We work with ‘a Contractor network, *:
pslabishad rates; and use the -
VectoiVMS®: ool to ‘Supply quallfied
candidates 10" Biring managers on a -
tifnely basig.

Resources. angagad.
Contraciors is sizable, with 546 eurrently
enraliad. - "Cur_performance. Is measurad
through. & series of SLAS that target -
ilems. sisch g8 approval lime, resume -
submission’ o agency. fime, -invoiging -
accuraty, payrmen! accuracy, and VIS
system avallabifity. With CAPs pmgram
the-time -t takes 16 il each role has ®
been reduced ‘fram two'to- three months
to.about-six ‘wesks.-(including PO -
création. and candidate notice to- curren
enptoyar}, and’ the raporbng capabwes

applications.
The MSH: mqulms CAl:to provide:

agency. consultation -and job, description™

creation, response: managemen: angd -
performance’ oversight, candidate
evaluation; interview, faciitation; invo cing,
and-help gk support- as éeded. " We -
are working - wilh-a large.user: =0

i | aatisfackion remain. on-terget.

gommundly, a high volures of Cohtractors, .

and ‘many ‘agencies.’ "The State. -
struggled ;with capaclty 1 manage the
MBP-Itsalf, “with -shortfalls:in - Resaumes,
extended time o Tire, a5 welf as no -
baslc:data collection: lo-maasure. growth
anh success - of its program. - CAL -7 00
provided this capabiity from. Day 1,

. lexopsding newly. imposed: metres 1n the'”
. Hirst year.and - relalning that. perforrmanoe
- Havat ﬁhmughout. ‘Wa have oreated

PrOGOSSES, impiemented the | 0
VeotorVMS®: platform, improved quailiy
year-on year, and ‘established monthly.

ahd Auartery review .mesfings t0: ansure - o

{hat: program -goals: and wstornar

3,771 engagements 7 - - -

State of Michigan | Government

Michigan « M[

CAl provided the MSP solution and
contractor management setvices to
provide T contingent labor to the State
of Michigan. We managed Contractors;
provided reporting and account
management; managed and maintained
the VectorVMS® application; provided
stpport and escalation; screened and
interviewed; and ensured contractual
compliance, SLAs, and KPls were met,
Our contract came fo an end on June
30th, 2021, with a headcount of 532
Resources working across 44 State
Agencies through a network of 602
Contractors.

2,483 engagements

$267.08M

State" of New -
ota

Bid Number: RFP 071321

= [Contractors. -

‘|provide IT: condingant fabor 10-the State =

~iseivices 1o’ fhe Stals of New- Jersey..
: ihrough various -

CAl ‘provides the MSP. snluhon cand .
canfractor. manegément: services to:

of New -Jorsoy, :We have provided -

confracts
since 2008 ufilizng a: ‘nebwork. of 242

provide reporting and:account ..
management;, ‘manage and. maintaln the
VectorMS®- applicahun ‘provide support

“:1and ‘escalation; screen and-interview; - -
&nd. ensure oan\ractuai Lompiance, - -
ISLAS, dnd KPis are met  Headeotint *

--jas of:dulyAst, 2021,.1s 629 Resoumes
“across 31 State Agencies.

Ve manage Gnnﬁ*actors :

12,354 ‘engagements.. ..

R AT
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Disfrict of
Columbla

Government

District of Columbia
C

CAl provides the MSP solution and 1,717 engagemants $133.11M
coniractor management services to
pravide IT contingent labor to the District
of Columbia. We manage Contractors;
provide reporting and account
management;, manage and maintain the
VeclorVMS® application; provide support *
and escalafion; screen and interview;
and ensure contyactual compliance,
SLAs, and KPls are met. Headcount
as of July ist, 2021, is 363 Resources
across 21 District agencies thioegh a
network of 228 Contractors.

Table 6: Ability to Sell and Deliver Service

Describe your company’s capabitity to meet the needs of Sourcewell parficipating entifies across the US and Canada, as applicable. Your response should address
In detail at least the following areas: locations of your network of sales and service providers, the number of workers (full-time equivalents) invoived in each sector,
whether these workers are your direct employees (or employees of a third party), and any overlap between the sales and service functions.

25 Sales force.

CAl is a ieading provider of MSP services and IT staff augmentation services, as well as IT sarvices,
to naticnwide public secior clients. Our experiance providing these services places us in an extremely
able position to support Members with a broader range of capabllity than a staffing or recruitment firm
might be able to offer. CAl will be selfing the Scurcewell IT MSE cooperative Contract to Sourcewsl|
Members through its natlonwide network of more than 200 sales staff and advacates nationwide, 2l of
whom are full-ime employees. CAl has offices in offices in 11 ¢ities and Is registered to do business
in 47 states. CAl's structure is such thal all leaders, sales staff, and client-facing delivery staff are
considared ‘sales’ staff. As an example, CAl's delivery team — non-sales — supporting the Pennsylvania
Tumplke Cormmission (PTC) has made sales through the Sourcewell program, having used the
cooparative contract as a tool for PTC o procure staff that # would otherwise not have had access fo, |
We have intemational offices in Indla and the Philippines. Our head office Is In Allentown, PA, and we
have cffices In Wyomissing and Canonshurg, PA; Newark, DE; Richmond, VA; Tallahasses and Cocorut
Creek, FL; Chicago, iL; Des Molnes, IA; Norhville, M; and Invine, CA — a tofal of 11 US offices.

A distinclly unigue approach, CAl is also werking with our Contractors to ‘sell the program to their
existing clients. CAl has daveloped an approach to assist our Contractor network iarget their
customers, explain the speed and benefits of the Scurcewell cooperative contract 1o the entity, and then
help them better Jeverage their existing Sourcewell membership or become a Sourcewell Member to
procure those professional services. With our network of more than 2,400 Confraclors across the
United States and Canada, qur sales reach increased sxponentially.

JCAl-inderstands the: challanges of malnkaining - access o, potenllai candldates, Arcess 1o

{Is drivan: by ‘many facto Ipph -and. dernand for. 1T talent, the “capability: o “Contradtons, o
;-and. opporiunities for. Coniraclors 'so” thay Invest in | T

Confractar network for the: Member. community. which provides: Reso

JIulfill thislr stafl augmentalion need

Ouir-medd] Increases: reach to qualiiy talen b yaHnetin

{Contractors, Because ‘meny Par

TWith a: ;:racﬂoe-w: g network _of
‘twell: positionsd to

Taood - managem_ it by me' S
Members: _‘rhe graphlc fot

I Piease note ihat; al graphics grein 4 separate upload: entitied Attdchme
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é? Service force.

CAP's CWS practice is a mature organization with well established, proven processes and practices for
managing [T contingent fabor. Our large, dedicated team of 34 is comprised of seasoned professionals
with substantial expertise in pregram management, 1T staffing, and MSP operalions. The team is
spread across the United States, supporting the various confracts in cur programs. Our leadership
feam has significant experience dellvering CAl's MSP programs, with an average CAl tenure of more
than seven years.

QOur contract management team provides the day-to-day support of the Members utilizing the contract
providing them guidance on submitting the requirsmant into the VMS, screening submitted candidates,
and completing all steps to onboard the selected resource. We provide an expetienced back-office
{eam, which manages administrative functions such as subcontractor enroliment and compliance,
timesheets and invoicing, and analytical support services, Al steps in the process are facilitated
through our VMS which provides the abillty to provide detailed reporting across thousands of individuat
daia points to ensure the program operates preductively and efficlently for Sourcewed and its Membars,
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285 Descrlbe She ordering pridess. orders wi%i be- "I The MSP: program- deploys ‘an irategrated ‘scommerce model that provides ‘sasy’ access. o ccnﬂngent
: B thei“ Habor, > A Full diagram. of .the. enfire ‘procass appears In Alachment E - Graphics Book; Figure 7 <
| intbgratad. Worldow for Temporary - Statling. - This nafrative. describes ordering steps in tha' ;Jrucess.
CAl fs-responsible: for the full Sycle of obtalning slaff, confiming their: competancies, completing -

scresning -activity, and - Confirming: all ‘'onboarding tasks ‘ara templeted.”. We work -with- Contrastors. 16 -
maka sure all tequlrements to the order-fiave bean mef, and the start uf the ‘engagerment is:an ﬁm
Wie-have provided ‘an overview -of the wholé-process in response. to. Question’ 68;-however, thls '

réisponse: aligns ‘with: the follovwng steps: 1. inftiate: Contact, 2. Create . Requlssimn, 3. Obtain Approvai
These steps assume' e enilty ls already an: actsve Sourcewell Memher

Mgrrber comacts ‘CAl. to. confirn job c!asmﬁcaﬁon, -dlscuss fequ:reﬂ'rerﬁs S
The Member. contacts ‘CAL to Tiscuss, the_uptaming tequisition prior ‘to suhmltﬁng i, If degirad. ::
some cases, this involves' interathivie - discussion .on thé -most | apprapﬂate jab classification, espealally
when, muitlple classiﬂmﬂms may. e ‘sulable for the work: at_harid, - We.can advise the Mamhm-_m
How 1o treate ‘a’ cleat “and: complate. ;o% dascripunn and pomt {0 -any relevant templates within e M;
raanagement system. " Our fole 18 10 ensure the. oidering process has' anough tnfmmaﬂon to suppurt the*
Contractnzs search for candldates 85 wetl a3 expedite the proces& i

: 2. Create Requis{ﬂon -': ’ o
- IMeniber creates -requirament: in VectoNMS@ blocks cnff time for Eniemewmg e

- The. Mamber is. tesporsible for- creating the requisition. - The YMS guides them in creating the
~frequisiion with ‘a sequential series..of ‘screns,.” Thé Irnags st Aftachment E - Graphics ‘Bogk; - Figure
3.~ Create’ ‘Requisttion. Werkfow as viewad I’ VeclorVM$ appears across these 5oroens so: e’ ussr
can . easlly. see their: progress in” completing -all_requiired : components’ of the' requitsition. i
Key -information ‘such-as duratlon of ‘the- assignment,- desarlptlon of the day to—day expectation ai
requlred ‘skilis ;ara. detaxlad in the requsstﬂon Hthe WMSB3, -0

2 Obtalr Appi (Op
An add;tior;al Membeat approver Iogs mtﬁ \fectoNMS@ and approves the requisiﬂon, lf raquired Many i
Mfembars; roquite’ an ‘additional approval for ‘staffing requlisitiohs. We. will configure the VMS™ fo suppn
:{this,  based on requiremnants; Je lhe prooess witt drffer baaed an the Member fmm onelog
anﬂtyto ;anather:\ 5 ; L
it -addition, - Members will naed t pmwde CAI iff appmved fundmg souroe document such-asa’
Plirchase Order.(PO).  Wa racommand: that Members obialn an ‘approved PO priar-t6 compiating the
requisition; ~From expetience, we hava leamed thal Members may be disappointed to intervlew 4
andidate, face: 2 ‘dalayin o mmg PO appmval and aubsaqnen!!y ﬁnd i'he didaba i

Oricé the sbove oidering steps hava fiaen: completed wer ralaase the rec;uirermmt 10 the Contractor e
]r;emork “who wil respond wlth appmpriata sandidates In: iha hma speciﬁed The mmalnder ‘of wandtow

29 Pescribe in detail the process and procedure of CAi Icienllﬂes four key compunants that enable the Suurcewei[ Parbclpat:ng Enhty fo fully utilize the

your customer service progran, I applicable. MSP to its utmost capability with high safisfying results. The key components are Account

inciude your response-ime capabilities and Management, Operations Support, Help Desk, and esiablished Service Levels. These components form
commitments, as well as any incentives that halp the basis of our customer service and supporf program. CAl's experience in contingsnt worldorce
your providers meet your stated service goals or management, our proven record of implementing and delivering successful MSP programs, eur abiity to
promises. adapt our programs to changes in the industry, and our commitmant to industry best practices is

unparalteled by other MSP Contractors.

Account Management,

We have Account Management teams at region, state, and local Sourcewell Member levels — when
designated — who provide the advice and guidance in using the MSP service, how to develop position
requirements that are accurate and priced correclly, detall extra information so that our supplier pool
can find the right candidates, and provide necessary screening and testing of Resources as the
supplier pool presents them before being submitted to the Sourcewell Member. As well as these
functions they are also the first point of contact for the Sourcewell Member. Each Sourcewell Member
will have a dedicated Account Manager. They will also ensure any contractual SLAs and metrics are
being met and identify resolutions if those service levels are falling short. The {eam wif work alongside
the client, develop a trusted partnership, and be proactive in the management of the service.

In addition tc the dedicated Account Managemen{ Teams, CA! also can leverage a leam of seasoned
Account Managers in Harrisburg, PA, as well as team members in other states. With this approach,
we can manage and support your day-to-day business while having access to additional Resources
during peak pericds of activity.

Operations Support

From ar operational sfandpoint, the contract is supported by the CWS3 Operaticns feam made up of
three distinct teams: Anaiytics, Engagement, and Vandor Management.

I The Vendor Management team processes enrollments and verlfies compliance of Contractors
enrolfed In the progrars, responds to subcontractor questionsirequests, and confirms audit and
maintenance of Contractor compilance items. The team serves as a contact point for these fims
throughout the confract lifecycle,

| The Engagement team supports the Gontract and Account Managers by supporting the tasks
associated with the cverall contract workflow. The team creates and manages ail data within the VMS,
ensures weekly timecards are complata and accurate, monifors spend against Purchase Orders, and
responds 1o customer requests. The team also manages a confractspecific help desk for confract
users which is detailed below.

I The Analytics team provides both required contract reports and ad-hoc customized analytics
solutions to users of the contract. The team is responsible for VMS configuration and reporting,
meonitors ER! wage data and rate cards, performs account receivable fracking, and responds to
subcontractor requests for immigration requests for evidence (RFE), The feam is comprised of report
writing experts, skilled at using data points from within the VMS fo create detailed mefrics.

Help Desk

Our Help Desk offers Sourcewell Participating Enfities and suppliers technical help and support in using
the VMS todl.

CAl's Operations team provides Level 1 support for Help Desk calls, logging and tracking issues, and
questions from the Sourcewell Participating Entities and supplier users, The team is highly skiflad,
having provided suppott across our entire MSP confracts for many years. They have extensive
knowledge of the procedures related to these types of contracts, so their responsiveness is quick and
accurate, and based upon lessons learned,
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They can answer general guestions on how lo uiiize the condract but escalate to the Jocal Account
Managers, as necessary. The team also has deep experience with the VectorVMS® tooi and can
answer “how 10" questions related to the use of the too! from the agency, supplisr, and candldate
perspectives. They can provide ad hoc training over the phone when needed, le., talking to the user
and walking them through a process. Requests are tracked on our Help Desk tickeling system and
include the following:

I Reporting requests

I Password resets

| User profife addittons/changes

I Vector'VMS® menlaring/training

I VectorVMS® functionality issue resolution

i Invoicing inguiries

Service Levels

Each Sourcewell Participating Entity, through its Parficipating Addendum of the Sourcewe cooperative
contract, can work with CAl to create SLAs based upon thelr unique business needs. The reason we
do this is to ensure that the service level reflects the size and scope of eash Sourcewefl Participating
Entity, and their anticipated usage. The SLAs are reviewed quarterly, and changes can be made fo
type, scope, and frequency if the SLA or melric does not present the right information that ths
Sourcewell Parficipating Entity needs. In some instances, the Sourcewell Participating Erdity may wish
fo adopt the default Sourcewell contract SLA, rather than negotiate their own SLAs and performance
metrics, This is ideaf for those Enfities who may engage only one or two Resources as opposed fo a
large volume Participating Entity. CAIl and Sourcewell will develop a defauit SLA that can be used in *
those instances. )

CAl has significent experience creating and defvering agalnst SLAs and will provide fnput and
feadback during the kickoff meefing so that the Sourcewell Participating Entity can make an informed
decision.

Response Tkne Capabiliies and Commitments

CAls average time to fill a requirement, from receipi of requirement through to Day 1 is 3.5 weeks.
This is from receipt of requisition through to the resource reporting for work on tha first day of
employmert, This includes all interviews, screening and background checks, systern administration, and
any contractual Information to be completed by all parties, as appropriate.

Although there are similarifies across service provisions, each of our cument MSPs for state government
have specific requirements to be met and each program is a tafiored solution., As such, CAl will work
with and customize the SLA fo meet the needs of the Sourcewell Parficipating Entity. This will be
agreed upon and documented as part of the SLA.

CAl provides its customers with average time to fi#l reports on a quarterly basis as required by their
conkracls.  Any placements that exceed the average are reviewed both internally and with clients to
defermine ihe factors behind the defzyed placement. Recommendations and changss to procass are
considered if this |s the reason for signfficant delay. [If the anomalies are oulliers, we look fo
understand the causes to prepare for similar eventualities. Outliers are most asscciated with technology
skills or security requirements — technology as In the requirement is bleeding-edge, or conversely for a
product that is extremely dated and so the skill set is hard to focale; and security requirements,
particuiarly in the Federal arena, have major impacts to timeliness when working with secure agencles
or secure environments,

Contractor Incentives

CAl is committed to the success of our Contractor network. Our first and most consistent driver Is to
make sure that we provide the support and Resources needed to each Contracior so that they can
succead. A program with limited support and high rates of atirition does not encourage participation
from the Contractor communily, so CAl's goal Is to esiablish clear engagement parameters for joining
the network and then work closely with sach Contractor and monitor their performance to help them
succaad,

We meet regularly with Confractors fo provide insight to in-demand skiils used by the Socurcewell
Participating Entity and to provide best practices for recruiting and presenting candidates. Our Vendor
Management team provides quarierly web training on how to use the VectorVMS® tool for newly
enrolied Conlractors or those fhat want a refrash. We send weekly updates to all Contractors regarding
the status of open requisitions, upcoming needs, and helpfil tips for success; and our Account
Managers dedicate time to mentoring Contractors to aid their success in the program. This feval of
additionai support Is not provided by every MSP Contracter. CAl's mentoring and support remains a
tangible value add in each of our programs.

Some Members may have disadvaniaged business commitments. those Contractors who qualify with
those designations are placed in a Tier which gives them advanced notice of requirements. This
allows them extra time to ldentify and secure candidates before those companies with larger recruiting
capabilities.

CAF encowrages our succaessful Contractors to join the networks of our other programs.  This opens
them up to new revenus opporiunites.

CAl also provides mentoring and support to the Confractor, This is an importart task. Spending the
time helping a Contracter through the process encourages them fo participate in the program, it
therefore creales a rellable workstream for those that are successful. These are the companies we
want to work with in our network as they undersfand the value they bring to the Member, which In tum
provides the securify for the individual contingent warker. This cannot be overiooked and has been a
significant parl of CAl's success to date with the current prograr,

As a large organization with more than 70% of our business supporting the public sector, the benefits
o parlicipating in CAl's Sourcewsll program — on award — are significent for the growth and
development of small-, minority-, woman -, veteran-, and disabled veleran-, owned businesses, as well
as other socio-economically disadvantaged businesses. CAJ operates 10 MSP programs and
cooperatives across the country. Each program requires a network of providers that can offer a broad
range of services to support the end client. The programs are subject 1o enroliment for staff
augmerdation providers and a more limited enroliment approach for SOW requirements. CAl will make
these programs avallable to current Confractors in our Sourcewel network based upon meeting each
prografn’s anroliment criteria.  This is a significant opportunity for businesses fo davelop and grow,
They undersiand our MSP programs and can be effective Immadiately. This reinforcas a strong
retention for Contractors within the Sourcewell network.

The other areas that will benefit Contractors is our modeilled approach to developing the capabilities of
our pariner praviders. The CAl Account Managernent team provides ongoing oversight and mentoring
o our Contractors to make sure we are meeting the business needs of Members. We meet regularly
with Contractors to provide Insight to in-demand skills used by Membars and to provide best practices
for recruiting and presenting candidates. Our Vendor Management team provides quarterly web training
on how to use the VectorVMS® tool for newly envolled Contractors or those that want a refrash. We
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send weekly updates to all Contractors regarding the status of open requisitions, upsoming neads, and

“[helpful tips for success; and our Account Managers dedicate time to mentoring Contracfors to ald their

success in the program. This lavel of additional support is not provided by every MSP provider. Caf's
mentoring and support remains a fanglble value add in each of our programs.

“|CAl will $ully ‘Support all geographic areas: of the -United States, “Including Hawal and ‘Alaska. . We have
& niationwide presence’ as a toinpany, and-with a supplier' base of ‘more-than 2400 registered

‘Isuppiiars available to “us '8t this - ms, we -are ‘fully confident we' cart_mee! requlremems AGIOSS
| Participating Enity sectors:as well a5 . a0ross the: United : States,. -

products and services to Sourcewelt pariicipating
entities in Canada.

31 Dascriba ycﬁr ability and willngness to provida your {CAl is willing to provide its services to Canada. As a multi-national organlzahon we have provrdad

services globally,. We have a Contractor Jocated in Canada who provides services under our cursent
contract and will also support requiremenis originating In Canada as they arise. We will build upon our
contractor network, adding new Confraciors across the provinces that will provide full coverage. CAl
has a Canadian rate card in place for those Canadian Parficipating Entities thet on-board to the
Soumewe" MSP

or- Canadéa that: vou 'wil
 the” propused: contrack,

identiy. any geographic: areas of ine United States: =

Identify any Sourcewsll participating enllty sectnrs
will NOT be fully serving through the proposed
company have only a regiocnal presence, or do o

cocoperative purchasing contracts limit your ability
promaote another contract?

CAL will fidiy support all Sourcewsl Participatiﬁg Enﬁtyr éectors Including govermment, education, and not-

{i.e., government, educetion, not-for-profit} that you for-profit.  We have a nationwide presence as a company, and with a supplier base of more than

2,400 registered suppliers avallable to us at this time, we are fully confident we can meet requiremants

contract, Explain in detaf. For example, does your across Participating Entity sectors as well as locations.

ther
fo

Defirie ‘Any: specific contract’ requlrements o
restrictions ‘that would ‘apply o

: paricipy
anfities in‘ Hawall and. Alaska; and in s Tar:ltorlss

Table 7: Marketing Plan

35 Describe your marketing strategy for promoting
this contract apportunity. tipload
representalive samples of your markefing
materials (if applicable) In the documant
upload section of your response.
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CAl has significant experlence developing successful IT MSP contracts nationwide. We understand how to
drive business to the IT MSP because we clearly present the features, benefits, and value of an MSP
program in a way that resonales with the Sourcewell Member.

CAf understands that Sourcewell works closely with its vendors {o promote and educate both the vendor and
the Scurcewell Member on the benefits and use of the contract. We understand that Sourcewell advertises
awarded contracts in select specific publications; includes the award in the Contract Directory so Sourcewelt
Members know who we are and how to contact us; attends exhibifions with the awarded vendor; maintains a
wab presence; and conducts other stratagic activities.

CAl's marketing strategy will be to continue fo collaborale with specific activities and execute further
complimentary tasks that reach the Sourcewell Member verticals with a tallored approach that gains Interest
and a new active T MSP user. This approach has been contributed to our successes to date. Such
verticals will inciude state and local government, education, and non-profit enfities, among others. As new
verticals arlse during the contract, CAL wilt develop new strategies to reach those markets. Our discovery
process will identify marketing tactics in addition fo those discussed below, as well as identify ways to
improve and quantify the success of the marketing strategy.

To ensure succass, CAI will continue to educate our sales rapresentatives so that they fully understand and
promote the cooperative way of salling, and the value that brings {0 the Member and procurement process.
A cooperative approach benefits each Member through increased purchasing power; CAl's goal will be fo
increase the number of Members in the IT MSP. This will be measured and reported during the lifecycle of
the contract, so that Sourcewell can see an upward growth curve.

As mentioned previously, CAl has also developed a sales approach that utilizes our Gontractor networi

1o “self the program to their existing dlients, as well as target new customers, explain the speed and benefits
of the Sourcewell cooperative contract to the entity, and fhen help them better leverage their existing
Sourcewell membership or bacoma a Sourcewell Member to procure those professional services.

CAl has deep experience working with ceiling-based pricing. We will continue fo work with Sourcewell
Members to provide pricing that is within their reach, adjusting accordingly {o the envircnment. Our pricing
madel is ttered, targefing specific rates to the focation and economic cliend of the Member, This offers a
broad solution to onboarding new Members and getting them active within the IT MSP confract. We can
further tailor pricing at the individual level when needed.

In conjunction with this fexibility, CAl Is also able to tailor terms and conditions per the individual Member via
a specific Parficipating Addendum. This affiows us {o work with specific service levels or perfermance
metlrics, local or sfate iaw, or national laws that benefit the Member and the way they are governed.

Part of CAl's marketing strategy will be to develop existing Sourcewell Members intc users of the [T MSP
contract. A strong markeling approach will promote the benefits and advantages to cooperative purchasing
so that the rewards are clear to Sourcewell, We will farget existing Sourcewell Members, and prospect
entities that are not cument Sourcewelt Members. Our marketing will present the benefits of Sourcewsll
Membership as well as the use of the Sourceweflt IT MSP contract to bring them onboard. CAl and Ifs
patiners have established cfients and potential clients that would ba part of cur inifial market targeting. This
will also include targeting new verticals to expand the colleclive reach of the IT MSP comdract as much as
possible.

CAl has a disfinct advantage as a current Sourcewell [T MSP provider. We continually develop, leara, and
understand new markat and technology trends through our existing customers and marketing efforts.  This
allows CAl to recognize & trend or change in the IT Industry that will Impact existing or future customers ang
gives us the ability to prepare for future needs pricr to the customer addressing thelr own requirements and
processes. These traits make CAl an invaluable partner — using our experience and capability fo guide a
customer's navigation of the IT Industry as a time and cost saving exercise.

Vendor Name: Computer Aid, Inc




DocuSign Enveiope ID: 77E75B46-206F-4A47-8078-C33B18712F55

38

A8 meﬁta, ‘metadata ta: tisage) o
ettor !

Deswlbe‘yﬂur e of iechnology and dighal CALwill- use its advanced :contact. managemeni toos to targel new Membiers; koap durrent Members Inforrned; - '

ang pmmote fhe oun!ract and to update ‘Menibers .oh . Important infmmation, opportunilles, and offers ralatad ﬁo.-
i frain .

The Msrkaung Managar has aMarka!mg mols such as. ActOn Lucld Pfess ESansa. anc! Oktuposi o manage
1With ‘the'aid of: CAls extensive “echnical staff, the marketing wianager also has, the lools fo set upiand:.
: wudtmg with

‘{CAL targets a vafiety

{Facabook :providss & ‘casual bug broad- -reaching - shvironment.. We developed' a ‘business page that will :

: ia

fullow tweaters within the Sourcowell Memiber “community, industry, or related figlds, and galrt & sicady slrearn
ot followss ‘In’ refumi. . We-willoffér &
{updates with ‘some fun -and ‘quirky tweets; facts; and other jtema ‘o ‘appeal to the Sourcewel Member
Jeammunily, " An ‘affective ‘way to ‘gain A'good Foliowing 1s to re-tweet whah a Sourcewell Membar Has -

spcial-media . marketing: tao revolves around dislol a

'_ Tike-minded Individizas. e wil entotraga cuslomers. to .racommend the [IT -MSE 28 ‘a developed Linkedin’
: proﬂla :

g _opporlunilies,. manege

Hno!s, em Theae tools ‘are. o cussad below

large scalo-emai ‘and ‘Soctal media -contact with ‘Members. . They can track leads In ol Salgsforce. :nstanca; i

maintaln’a’ website dedicated a_servicing Sowrcewell Mambers,: CAE will: reguiaﬂy_pmmois the ad\nantages
to-enco rage ‘partic] d e fd:

Sogial Madla,
claE media p1atfarms when develuping [ sociai mema s!tategy
stablished. présence ‘On Most 4dnd: are’ Idaking to . develop Google+ a3 another optich. .

aricentrate ‘on the Visual aspect, inviting viewers fo. Interaict and Jollow'-the page, - it wil Inthde industry K
ated arficles, images;: videds, dnd other Tems ihat. promote the-se_ of tha IT ‘MSE, “The-ldna Is light with '
acei:«aok ermouraging feedback and mnw;rsatson so mat We o, unde;stanﬂ ths aucfsenca better..

il now:. deveiopment task for CAI ;n?laiiy Al por-Facebook, |
it' promotes tha same. fun, casual ‘aimosphefe.: |On . Google+ we can upload and share” photos, videos, finks,
and view +1s’ which: broadens’ the ‘reach. “We can take ‘advaniage of Google+ aiicles, which. sllows us fo

; mto maﬂer gruups nabling you tc share mfo;maﬁon with some foﬂowers wh;ka banmg

Guogie+ S a Faoebook cnmpe{itor.

rke!mg ‘fool-that aHnws CAE 1o, braadcast updates Py the web “We wilf

I of. official-lated tweels- about spaciels; discounts, aind rews .

something Good to ‘say about the TT:MSP; this bulids_confidence in the user comminity. - Using - Twitter as
oommumcaﬂon. 80.we wﬂl intaract_as’ much as.

bl

ring ‘info 2 pfofassionai didlog wnth,people in_siilar industiies; it pruvzdes 2 place 10 share content with -

emmmendaﬁorm ‘make thé 1T Msfi appear fmore credsble and_rellable fur new cus!omal's

st .Ybu'ruhe channel 10, dlssemlnale mrormatl on -abuut' severai uf aur services includlng aur Leaming
CAF Cares, and Autism2Work.: - We also post information  concaming awards -and interviews with -
_have perfnrmed Wetl “With clc_ fs and deliverad’ omstandlng oon!ribanons m the workspace,

hitps: i, youtube wmfuserfcomputerﬁud]nu'mdeos

a7

in your view, what is Sourcewel's role in
promoting contracts arising out of this RFP?
Haw wilt you integrate a Sourcewell-awarded
contract Into your sales process?
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Sowrcewsll and CAl will act in partnership 1o promole the lT MSF' Gontract o its Pamc!patmg Enimes With
access to more than 80,000 perspective entities and having done business with 50,000 registered entities
throughout 2021, Sourcewell can help CAl get in front of #s customer base to promole the new T MSP
Contract as the right cholce for IT services and steff augmentation over and above their existing avenues of
procurement. We would look for Sourcewsl — through its typical communications such as social media,
exhibitions, and other ouireach aclivities — o promote the banefits of the Confract and sociafize the GAl
name as the prime vendor and peint of contact, As a parinership, promoational activity must be two-way to
be successful: Sourcewed| can provide contact opportunities and CAl can drive revenue to the {T MSP where
Sourcewsl! will gain revenue in refurmn.

CAl will work with Sourcewsll to develop new marketing collateral and presentations so that in the first
instance Sourcewell has the right material af hand to present the features and benefits to the '|T procurement'
organization or individual when an opportunity arises. CAl will use the existing Scurcewsll Participating Entity
base to reaffirm its contact list fo create the opporiunity to present the full capabiiity of the IT MSP. By
enrclling new entities, # provides CAl with the opporiunity to grow the IT MSP Contract and therefore
continually build on the premise of collective purchasing and the rewards that offers to Participating Entities.
Secondly, the award needs to be scclalized throughout CAPs Sales and Marketing Teams, account
management, and contingent labor directors. As part of our internal process, on award, CAl wilt provide
iraining and education for our personnel. The training wilk reach all our Sales, Marketing, and Account Teams
and offices nationwide. This will create the maximum opportunity for CAl personnel to promote the new [T
MSP Contract to our clienis and polential new clients. We will provide our personnel detailed information on
the specific services we are offering under the IT MSP, how sach Scurcewell Member operates once on-
boarded o the IT MSP, and what the fees and service levels are, Because we have an established contract
with Sourcewsll, and Members are famiar with the availability of the program, the new contract will be
seamiess o our Sales and Account Management Teams. I will be easy for them fo continue to manage,
promiote, and sell. This ensures Sourcewsll gets the most benefit quickly and efficiently; we have litte to ro

ramp up and our staff understand the MSP concept and how best 1o present it.
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*|Ves.: CAL.proposes the' continued uge of the VeclorVMS® e-procurerent application, a tried and understoed. [

technalogy thal-both Sourcowslt. and s Mambers aré famillar, with. -l has been Utiized In 19, separate MSE -

solutions and is the plaiform used by 528 dis¢réte’ agencles and -entities nationwide. This inciudes. state and - :| -

local. favernment. as well’ 26 ‘education and. igher-teaming enfities, and nom-profits. 4 Isa vorified 6«2

commerce. system: that- facilitatés: Instant sommunication: batwesn slakeholders and serves a5 a common - -

repostiory- for informiation. telated to engagements created . through the MSP :program. . ‘Uniiks. cumpeﬂtars 1n N B

- |this space; the VeclorVMS® application i ‘Section 508 compliant 10 WCAG 2.0 AA standards, :

| Sourcewsll and ‘its ‘Members will have access to multiple. dashboirds, ‘allowing 'managers to easily 864 -

- ;| performance melrics, status of specific. requisitions, . and timesheet information for assigned. temporary staff
| Workliow:Is provided to allow the. Member-to-approve resource. houzs, reimbursable expenses, and. .

daliverables (if: applicable) pridr to-invoice subnission. -The’ VMS iy 3 rohuat system which _automa!es ths

resoures ‘and - project engagamant. process 1o ‘sach: Mernber : =™ -

A full list of feafures 16 iliustrated in. the cﬁagram at Attanhmant E Graphtcs Ba

: Fig%_]re 3x _\_fectgr_ vms, |

mponant iriggers eiectrofsss ao!iﬂnaﬂons to impactad smkeholders based oft. husiness ru%as -
For example; when:a: Member releases 4. statﬁng ‘request fhrough our electronic. requisiion procegs, the VIS,
rioffies: mujliple ‘GAl represertatives, “and cani. be corfigured 1o also. alert ather Mombier, stakeholder, cr-entity |
staff. GAL wifl_reviewlgonfim ‘the toquest and reldase It 1o the pudi(s) of pmwders, hasad o Ehe ju%: positlon

ion. This instantly. noﬂﬂes reglstenod : providers of the. epportunity. -

Res e Rev}ew . :

As providers’ respand with resumes and pmfesslonalibiagraphic data an !heir avaﬂai:le sfaff %hs VMS notiﬂas
CAl” managers: - Nofifications oceurin -the  fofm of .email which stakehoiders can view . from thelr PC o

:mnbl!a evics, via a specific mobile applicalion avallable fur 108 and: Android, | Members ‘can”'also log :

Girectly -intp” 1he VMS ‘at any time to-see the stalus ‘of ‘staffing Tfequeats, avallabiity of candidates, m’tarvzews

snhedufed and paﬁomame repurts -glo,. The VMS provides tmnsparemy inbo tha enﬂm _lucuramenl process. |-

SOW Bro al Revie and Rankmg g : :
Our VMS: system can provide. Members with: rankmg sblrmes when Contractors submit proposats far ;Jroject
work.: - The Member:manager nmdy. re rid 5 ach: proposal wlthin the system o deﬁ urmg mrhaz
conﬁgurauon of the: VMS appl!catiu -

ubmisslon an& T rao;kmg :
Time ‘is_ recorded In, the: VNS anid. approved: by tha Memher Hinng Managar lf additional overslght is:
rofylired . on Yims: approval, the VMS 'can Bccommodata the task and rdute -as.appropriale,- caplurifg the': @
additional approval, -, Invoidng is genersted from compteﬂon of. time appmval steps, atyd we use, ihe VMS and
appreval taaks 2s.the baseline for any: discfepanclss or rssues :

- 1We. can 9rnvide summary reporting on an agreed upon baals LA example of repori uontent may |nc{ude
summary of sales for.-{he fast period, subﬂtotale agency wltl't current hcmfs am! il rates. a uahmtmn

fpof ant an’ SLA schievement report.: ' R,
These-raposs, “based -on xisling cllent :data, ‘claarly show the repnrhng eapabllmes that GA a. - )
VeclorVMSE® can effer We wiil praduce ‘atcurate and ‘substantive information -that descrbas the: valua of
the-Seurcewsll program . and - includes ‘active network Goniractors, ‘pending network Confractors; nactive.
networic: Contractors, blisiness trends, MWBE 'arid -$et ‘aside -and. parficipation, contract. utillzation by: Mémber
“1and ‘job category, and marke! rates and confract hourly reviews. - We tan aiso feview SLA parformance =
““jiwhiere. we: have exceeded expec{aticns and _how we_ mighi knpmve incicators. sholld trends e Identified. -

: R:r%umng ma:; b;ngupeciﬁc e B raqmrements and dahvered as ‘and wheh needed anmrdiag tothe,

: ¢ N

Purd'lase -OrderIResoume!PmJect ‘l“recklng : . k :
T TaM SOW. thraugh a serias of raporis via the-VMS: Business b
i depend o how.dhe Member defines business rules for usmg
it ] be farmally fracked; GAl-would tss ‘our-exisiing milestons :
poH;  this - report in dicates whether ‘milestones are bamg delivared and. approved per-the .confractual -
schedide deﬁned In ihe SOW."We an also develop Feparts to drack. T&M hours agalnst specifiic milestones .| -
or notfa-excead hours as defined ‘in:the SOW. . Should & SOW include -8 cap. on. TEM houss, ws track hours |
agains’t this eap just: as we wiuld with "siaff augmentaﬂon engagament -where we monitor houfa -ageinst @ |
o ta»axaead ik : S e

The: VactanMS@@ itas Inteﬁacad wlﬂi all’ ma}or ERP systems as weli as accounting sya!ems and vafious
project. management lools.: Some 'of the mare comrien inchide SAP, PeoplaSoft, Clarity, Ariba; Oragle, ;-
Kronos,”and Lawson. “The VMS ‘has d- bulitin integration -sngine which suppnrss XML HRXML, fiat: ﬁies FTP

and upsjfor seamiessr data: exnhange with ot?:er anterpnsa app!:::aﬁuns s :

Assistan : - -
The Mermber will be provided. witti 8 beam whu wlii admtnlster ‘and- acnﬁgura ﬁie VMS This. taam wi!i S
managa dcpess 1o the, VMS ‘instance ‘thraugh iser profile: creation and maintenanice. Fachuser hads hisfher
own -user:profile within the~VMS. “The ‘user. profile is. the 'basis for the. VMS ‘authorities granted 1o each:
individial user. - An-uniimited :numbet of user Tolés Gan be’ créated. Within' fhe. VMS which are then' ised for
approval Workflows, ‘data access, and. reporling capabififies, - Demographlc |nformat:on such 5 emall addfess
rofe desciption, “and phohe ‘humbers ‘are. also stored i the User- profie. L 2

Table 8: Value-Added Attributes
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39 Describe any preduct, equipment, Having delivered multiple MSP programs over the years, each of which have required thelr own unique
maintenance, or operafor training deployment and training plans, CAl has a tested methodology for enswing that training is relevant, current, and
programs that you offer to Sourcewell ongoing throughout a program's Ifecycls.
parficipating entities. Include detafls, such |CAl will conduct infroductery sesslons for each new Parlicipating Entity that presents an overview of the
as whether training is standard or coniract, Infroduces CAl, describes the managed staffing services process, and stresses the benefits of this
optiohal, who provides training, and any new confract. The presentation can be fine-uned, depending upon the audience, to stross higher-fevel aspects
costs that apply. or 'how-to' details.

The training for program Pardicipating Entities focuses on key topics. Our approach to presenting these toples
Is taliored {o requirements and availability of Participaling Enfity staff. We can present topics sequentially in
one session covering the entire workfiow, ar as individual sessions for users who want to focus on a particular
point in the workflow or who may have fime restriclions and are unable to si through several hours of training
at ona time. CAl has experience with Microsoft Teams and uses this sofftware as our primary internal
communications tool. Saveral methods of training delivery are offered:

| Training with real-ime webinars using Microsoft Teams

[ In person, hands-on {rining of individuals or groups — scheduled as nesded, and within COVID-13
guidelines that are applcabla at the fims of training sessions

I 24x7 access to fraining materials, which includes online training guides and recorded fralning videos

CAl wilt offer reallime training webinars to the client user community focusing on the key topics shown below.

Training Plan for Participating Entities

I VeclorVMS® Navigation — Users are irained on how fo navigate through the pages in VectorVMS®.

| Creating a Reguirement ~ Users who submit requisitions are frained on the process of creating a
requirement within VectorvVMS®.

| Approving 2 Requirement — Approvers who have approvailreiection authority of submitted requirements are
trained on the process of reviewing and approving! rejecting 2 reguirement within VectorVMSHE.

| Selecting Candidates — Users are tralned on the processes CAl Account Managers follow to select the
candidates forwarded on for consideration, as weli as the processes they follow to review and select a
candidate for engagements within VectorVMS®.

I Approving Fxpenses — Users who authorize expense reimbursements on thelr requisitions are trained on
the process of reviewingfappraving/rejecting expenses within VectorVMS®.

| Approving Timesheets — Time approvers are frained on the process of reviewing/ approvinglrejesting .
timeshesis within VectorYMS®.

| Evaluatng a Candidate — Users with engaged Resowrces are frained on the process of evalusling the
engaged candidate within VectorvMS®.

| Reporting — Users can learn how to run andfor create their own reports within VectorVMS®.

As we complete the Initial training tasks, the program will be augmented by a User Guide to assist the
individual as they work with the VMS as well as the broader program in general. It will describe how they
angage Resources, how to create a requisition, user roles, approving time, creating an interview request, and
other key tasks. A sample User Guide has been Included within Aftachment O — Standard Transaciion
Document Samples.

Training Plan for Contractors

Trairing for Contractors will fokow a similar plan:

I VectorVMS® Navigation — Users are trained on how to navigate through the pages in VectorVMS®.

1 Reviewing a Requilsition — Contractors are frained on the Information provided by Users on a reguisition

and the key data poinls within VectorVMS®.

| Submitting a Candidate — Contractors are trained on the process of submitfing candidates In VectorVMS®.

1 Submitting Timeshests — Contractors and engaged candidates are trained on the process of submitting

fmesheets within VeclorVMS®.

| Submilting Expenses — Confractors and ehgaged candidates are Fained on the process of submitting

expenses within VectorlVMS®,

To accommedate the schedules of Contractors, different methods of training dellvery are offered:

| Tralning with real-fme webinars using Microsoft Teams

| Online training guides available to the providers stored in VectorVMS®

CAl's goal is to provide iraining so that all users within the program are fully cognizant of the features and

capabliiies of the VeclorVMS® system and the MSP program itself so that they can take full advantage of

avaitable functionality.

Training will be avaitable throughout the life of the program, Inciuding both self-driven training through the

recorded videos Participating Entity and Contractors User Guides, as well as regularly scheduled real-time

training webinars. Training materials will be refreshed whenever changes are implemeanted in the program.

CAl's Confract Management team Is also avaifable to provide one-on-one fraining to new users or anyone wha
naeds additional guidance o the fealuras of the program

510 oisurs -that latest Teleases of the: spplication woult
: ‘VactorVMS®. platform ‘has achleved: WOAG: 2.0: compliance,
meeting state,’ Eocat “and: aducahon guldeiines ‘tor-accessibility reguiremints,
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41

Describe any "greer” initiatives that relate
to your company or fo your products or
sarviees, and include a list of the
cerlifying agency for each.

CAl is committed to demonstrating good stewardship regarding our environment. We recognize the impact our
organization and our associates can have on the environment due fo our diverse incations, our resource
consumption, and our interactions worldwide with individuals, businesses, and other government agencies.

As an organization, CAl is commifted to:

| complying with all applicable local, state, national, and infemnational polices as they relate to environmental
management and our business practices

I infegrating environmental management principles into our business plans and activities

I minimizing the impacts of our activiies on the environment as much as possible

I raising awareness of, and commitment to environmental management among our associates though
recycling programs, community activities, and corporate policies

I reduced paper usage — VectorVMS® and our [T staff augmentation solution reduce paper usage to almost
zera, preferring to invoice, frack, audit, and exchange data and information elacironically .
VectorVMS® and Its parent company, LTG plc, operate environmental bost practices to reduce negative impact
{o the environment, as well as ensure sustainabllity, be ethically responsible, and meet fabor and human rights
laws. As a company they are Ecovadis cerlified.

“GALIs not. proposing. any

43

Describe any Women or Minorty
Business Enfity (WMBE), Small Business
Entity (SBE), or veteran owned business
cerdifications that your company or hub
partners have obtained. Upload
documentation of certification (as
applicable} in the document upload
section of your response.

Bid Number: RFP 071321

Wa understand the significance and value of WMBE, SBE, and veteran-owned businesses as part of a
government entity's approach {o equal opporlunities. CAl's current Contractor network, and that of our network
under the proposed new program, will be heavily augmented by such businesses. CAl has disadvantaged
business commitmentis in many of its programs, such as the District of Columbla which requires a 95% locally
certified business target for example.

CAl's nationwide Contractor pool has over 16% of businesses who certify themselves as a small-, woman-,
minosity-, veleran-, disadvantaged, or other, business. This number increases as we build new Contractor pools
to support new and existing programs,
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CAl's success in the MSP space has been based on a.superior combinaflon of value and quality-of servlces

| Our long-ferm strategy within the- MSF ‘market remalns consistent; we will 'seek. partnerships with clents that. /.0
? | plece an. emphasis ‘on-bast value and. quality ‘service; using hlghly disveloped tools, heavy_dlient, interaction eud: [
. Tpartidpation, ‘and. an ongolng . comimitment 1o, continuolis improvemant. .-The-CWS practice will sty sbreastof -

pa o
What makaa your propoged: solutlons
‘iredh uatry as. it appllas {0
.r.l it

lour: pmgrams. and we cominug o evaiaate our intermnal bac!wfﬁue processes, on: an ongoing basls, o .
1o

5.: implainiont the solution for ‘& Parﬂcipaﬁng Entlty. “Speed: o markei ts key.. The [T ¢andidate market s . now

| GAPS Analytics-team, - As in the cuvant: -program,:we will continte tu prov!de our: ana!yﬂca servlees, lncludirsg

“ {aceuracy of ‘cur tasks:-

contingent workdforee {rands end innovations Hrough Inslght provided via® ol memberships. with Staffing Industry [+
Analysts (SIA) and .Garner. . Wa will help drive irnprovaments and anhancements wnth tha Ioal thmugh our ssat. 1
on.thelr. Clien{ Advisory Board (GAB) i
Out-long-term, strategic plan_for our. MSP oﬁenng has bean shaped by our: axpenennes over the iast 17 years
a5 well a8 our analysis of trends within the ‘MSF taiket. " CAPs MSP practick. has and witt continuie to - 70
irvestigate and implemant process chafiges.and take. advantage of lechnologles deemed to b beneﬂciet 1o our i
c:vera!i sarvica. Three Key components: of our' MSP. program’s future vision -and -stratenic plan are:

- Increased ‘automation; by’ tesearching and: integraung Ber\m:aNow Rohotm Procass Automauon {RPA)
Arﬂﬂciat In!eﬂlgence (A} Into our:MSE mnde; L :
1.7 Leveraging the talent ecosystam, by offérh g amp[oyer—of-raoozdlpaymlﬁng emces and nvasﬂgaﬁng dfrect
saurcing optioris - ; . M
CITMS: enhanoemems hy revlemng bots axxsilﬂg and new functso
a traamllnad and ‘efficient womffuw

CAlls: heavuy inves%egi n Sewicewaw and. has a pmven. erv:ceNow pracﬁue Ssrvxoean prov:des ptatfurm
‘2 service! solulions: that,“among ofter: thlngs. Jmiprove seivice mariagement ‘and enhance, workfows for
organizations, . With . qur. imcrw!edga ‘and experience increaling: ServiceNow  soltions nationwide, we-have
developed ‘and. implemented a_neiw Supplier Managemert Portal for: olir- MSP programs. - The néw: Porial
provides” our; Condractors with "2 'solff-service: platfornt that straamllnas the program : ‘atroliment workfiow, snhiance
Interactions with ‘the CAJ Vandoer- Mabagernent 1 m, ar:d aiiows aur Contractors to be aclive parhmpanss in.
maintaining -thelr contractual dactimentation, .5

ollowing : pgom:ry cf;atums were: part of thep ﬂrsi release of the_Portal In Q4 uf 2020' ;

NJ!i?ty i Gon!ractdrs to se!f—managa ihe:r ir:ternal users. \Mth;n tha appllcaﬂon
:Alrtorhatic. notifications” to - Contractors about. explfing documenlaﬂon
Aulomtatien 1o store. documantahon En SharaPcmt Oniine a8 weii as rairiava ducumenis withcut CAI staﬁ

forma. of Al GAE ourrenﬂy' _sas'AI tn Gir: District.of Coiumbla MSP 1o automate the submigsion of: involoes 5 &
diractly: into. DC's systams; - We also Use Al o' sulomate our back-office: process of ‘auditing the -dala. stored ia
the VWS aiid our financlal .sistem;: Workday. - ‘Robotics ‘are used tg. validete. the rates ‘on both agency and -
supplier invoices, redidng ‘e’ potential for: ‘human ‘arror, - These RPAs. have improvad stouracy” and speed: for

Spaed to. Market :
A'key focus:for CAL: and The slicoess f fis “sxibling. Sourcewell program is ‘the. speed w:th Which we tan

driven by the. candidstes; demand 18 high.- CAl's solution sees a few Parficipaling Entlty able ta.use tha
solution -hesame day ‘the’ participaling: atidendum’is signed.:"Once. approved, the -applicaion is Bvallubis: and
mady o be: used Via gy browser; " The ‘réulirémenits, raty. cards, ‘and other téms are built info the ‘system and
ready-to- go. --Specific Information for. e antity 'may be required to be amended. or created, but the ‘solution is -
avallable :for_the: entify 4o uss, and -fully: Suppoﬂed-hy ‘CAl staff as 1hey gm to knaw thé : pmgram :

Ermployer: of Record/Pajrolling - ;
Tabalafice the dinamic: shift in‘workfores shgagement-an e everwchangmg needs of o d;ents CAl s,
seive a3 'a worker's . Employer.of . Record .{EOR),- placing "Us In-a positien of heing lagally responsibie for-paying
an-employée who _is performing ‘work for & Parfigipating Entlly ‘assuming - conditions are right fo do’ so. " More -
than Just‘payroliing’, ‘an Employer. of Recond has the' responsibliity 1o, manage taxes, bahefits, Insurance; and
perforin onboarding -and. compliance. activifies, ‘and’ oiher adminisirative tasks, - CAl: :

candidates referred -from-a. Member, for ‘candidates: with - previous ‘service reluming fo"a ‘Parlicipating ' Enthy,
for - Paﬁldpaimg Entily érriployses converting to 1009 status.

VNES Enhaneaments -
; ' sers o -adopt, Bnd (Ilke an
Is-k _constanliy “valuate the market -and implement new. &mu’honalﬂylenhancaments 10 benefll its -
customars CA! ‘ratogrizes that we_need {0 :continialy ‘examine both the néw-featires’ being offered a wali
ex:sttn -applccahon mncuonality that may not be cun*enﬂy uﬂlized and: evaluate thelr valia o the: Parﬁcipa!iﬁg

Ilke to" butid thair naporhs - This: new acoess: wif suppiement the. ‘data reportmg suppe:t already: provided: by

hag’ lgniﬁoanlly pwgressed in- ’me ique - features xts MSF‘ pmgmnm now oﬂ‘er :

] We have bullt tpen lechnuloglcal capabiiiies; as ‘well. as those tasks-and features ihat are
Intms:c o everyday use, “making Hhemi :mors praclicaland functonal, - We' have devalofied new ‘ways of
enhanding the’ hiag pwc&ss ior oun&ngent !abor and hav used tenhnology to impmve the efﬂeiency and S 3
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Table 9: Performance Standards or Guarantees

Describe in detall your performance standards or guarantees, including condifions and requiremenis to qualify, claims procedure, and overall structure. You may
upload representative samples of your performance materials (if applicabte) in the documesnt upicad section of your response in addition to responding to the
guestions below.

45 Describe any performance standards of guarantees . Measuring and seiting perforrmance expectations is key fo the success of the contract. Smess
that apply to your services criterfa can come In various forms, however what is relevant o each Is the pattems and trends that
they produce so that we can see where we are successful or where we need to address challenges
to improve.

CAl takes the approach that program safisfaction is a great indicator of success. Often, we leamn
things through subleciive feedback that a data sef might not highlight.  This consultative feedback and
fransparency really enable CAl to focus on the program and each user within the program so that we
can bring the value Sourcewell expects for ifs Member commamify.

CAl may conduct quarterly performance reviews with the Member community. We will present the
recorded metrics and discuss the factors around the data gathered, how it came about, what influences
might have affected the data, if corective action is required for any measured area, known ar
upcoming changes that right affect measured areas, as well as any other items for discussion,

We also utilize the internal touch poinis of our VM3 fool to capture the raw metrics for our services.
The basic business rules for our MSP* engagements align on identical attributes, i.e., speed, quality,
and accuracy. As & resuit, we create a custom dashboard for each Member and use Microsol Office
" iproducts o produce our charls and graphs. CAIl measures customer safisfaction through automated
Candidate Surveys.

Measuring Custormner Satisfaction with Placed Resources
The CAl Aceount Team reviews and analyzes the results of onfne surveys provided to Authorized User
feedback for trends and areas for improvement with respect to the contracted Resources placed in
agencies and other organizations through the MSP contract. An example of the evaluation screen is
shown in Aftachment E — Graphics Book, Figure 6 — Resource Evaluation Screen.

i An online survey form is sent after the first month of an engagement. This survey provides
inforration on early delection of issues with misplaced Resources.

i An online survey form is sent after the end of an engagemeni. This survey measures how well
the resource performed, which s an Indication of a good skills match, quality of work delivered, and
customer satisfaction with the hiring process. ’

i Agency users of the contract with engaged Rescurces are asked to complete automated
evaluations at various (configurable} points throughout a resource’s engagement. These evaluations are
fully customlzable within the VMS system. An example of the evaluation screen appears in Attachment
E — Graphics Book. The scores for complated evaluations are stored In the VMS system, and can
be reported on (much like ali other data in the system}.

I In some cases, a Customer Salisfaction service level agreement (SLA) is included in the

contract. We then complle the results of surveys and report them on a guarterly basis along with the
meirics on aff contract SLAs.  Question 46 describes customer petformanoe metrics m further detazi

:|CAl's mathodology provides ongoing - quantitative ‘and’ quahtauve nalysis ‘of our, MSP:
erformance  standards Tall within ‘four. categories: SU\s, and: KPls, Customer Satlsfa
‘|Pertormance; and Program. ManagementiGo Quankitative. w

[ d ¥ ‘ectol led. ty

pmosss parformsrsce ‘gndior prugram' improvemant.  Exampl
ro: stalf augmentation . hidng - cyci_ fimes, SOWErequlsm
e

the: program g "Ratos of ‘candi
toa firm's ablllty:tu

- |oandidates are interviewlng Tor. and_receiving. mﬁ%!lpl offors.
GCAl'uses the Venidor: {Contractor) Scorecard to 1 %
scarecard highlights speicific: paints.

ontractors: to. disclss:their performance: and provide ‘coac|
- Jwhere. a Contractor i8 “parforming wall_or-may be struggling:

Table 10: Payment Terms and Financing Options
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47

Daescribs your payment terms and accepted payment
methods?

isubject to a discount of one percent (1%} of the invoice amount to be retained by the Contractor,

CAl's standard payment terms are Net 30. However, we understand that Scurcewell Paticipating Enlities may
have diffeing requiremnents for payment terns and therefore we are flaxdble dependent on Entity purchasing
guidelines or requiremenis. Payment terms will be finafized in each Participating Addendum.

CAl prefers electranic payment, fo ensure accuracy and expedite the process. However, we can
accommodate payment by check should it be required or necessary in unusual circumstances.

Standard Payment Terms Language

Contractor is nol required to submit invoices to the MSP {CAl). Contractor shall use its best efforts to pay all
approved ttme for the month seven days from the receipt of payment from the Paricipating Entity. (Exarmnple:
Payment from Particlpating Entity for ime from May 1 through May 31 was received by CA} on July 1st.
Payment to Contractor would be pald by July 8ih).

3%/ Net 2 Day Option - Subconfractor shali have the option fo be paid no lafer than the 10th day of the
subsaquent month for the previous month's labor thet is approved in tha VMS no later than the Bth day of the
subsequant month, subject to a discount of three percent (3%) of the invoice amount o be retained by the
Contrastor,  All fime not approved by the Customer in the VMS by the 5th day of the subsequent month but
approved by the 19t day of the subsequent month shalt be pald on the 23rd day of the subsequent monih,
Al time
not approved by the Customer In the VMS by the 15th day of the subsequent month shall be assigned an
invoice date of the approval date and be paid 15 days after the approval date, sublect fo a discount of one
percent (1%) of the involce amount fo be retained by the Confractor. Once the 3%/2 Day option is selected
by the Subcontractor, it cannot be changed by the Subcondractor for a perfod of six months, To be clear, i
the Subcontractor selects the 3%/2 Day option, the Contractor has the option for each Payment Cycie, fo
accept the 3% discount and pay on the 8th day of the subsequent month as previously described or to forego
the discount and pay the full invoice amount on the 45th calendar day following invoice date at its sole
discration.

1%/ Net 15 Day Option - Subcontractor shall have the option fto be paid on the 23rd day of the subsequent
month (15 days from invoice date} for the previous month's lebor that Is approved in the VIS by the #8th
day of the subsequent month, subject to & discount of one percent (1%} of the invoice amount to be retained
by the Contractor. All ime not approved by the Customer In the VMS by the 19th day of the subsequent
month shall be assigned an invoice date of the approval date and be paid 15 days after the approval date,
subject to a discount of one perceni (1%} of the invoice amount to be retained by the Contractor. Once the
1%/15 Day oplion s selected by the Subcontractor, it cannot be changed by Subcontractor for a perfod of six
months. To be clear, if the Subcentractor selects the 1%/15 Day option, the Coniractor has the option for
each Payment Cycle, to accept the 1% discount and pay on the 15th day after invoice date as previously
descrived or to forego the discount and pay the full invoice amount on the 46th calendar day following Invoice
date at iis sole discretion.

The 3%/Net 2-day cption and 1%/net 15-day opticn are only applicable to T&M payments and not SOW fixed

Dasorbe any:wasihg or inancing ‘op
tiss: by-aducational. of govammerlal arlities,

price projects.
Net applicable to

Dascribe any standard fransaction documents that you
propose to use in connection with an awarded contract
{order forms, ferms and conditions, service level
agreemerts, etc.). Upload a sample of each {as
applicable) in the document upload section of your
response,

CAl has provided several sample documaents that will form part of the standard fransaclion package that we
use for each Parlicipating Entity, uploaded to the Standard Transection Documents seclion in the portal.
Dacuments are oftan customized to each Participating Entity's requirements when they sign a participating
addendum. Documents will also be tallored for a new contract fa include any new terms as part of the
agresment,

Sourcewsll Subconfractor Agreement
The Subcontractor Agreement defines the terms, processes, compensation for Resources, insurance, and
payment; it afso hcludes the latest rale card according to agreed condract between Sourcewel and CAlL. The
Subcontractor Agreement is subject to change throughout the confract period showld terms between Sourcewall
and CAl change. The Subcontractor Agreement ensures the Contractor is protected, treated fairly, and
understands the obligations on thern as well as the obligations of CAl to them,
I GCAl Sourcewell Statement of Requirements (SOR) Template
The SOR template affows the Participating Entity to define the requirements for a2 project that they wish to
have completed, via outsourcing to a Contractor fo complete. The femplate defines all the key tasks that
need fo be met, the questions to be asked, and provides sieps to describe the requirements so that each
Confractor can provide a complete response and be faity evaluated against other Contractors.
| CAl Sourcewell Statement of Work (SOW) Template
The S0W template provides the Contracior the opporfunity to offer confingent workers who will dellver a
projact requiring multiple skill sefs to complste it, in a given time frame. The work products will be in the
form of deliverables, and payments may be made against complstion of those defiverablas or progress
against the project. The document provides guidance for all information to be completed so that Contractors
who can respond to SOW tasks have enough information to provide an SOW response and pricing o deliver
the work, Our SOW workflew can be found at Atiachment E — Graphics Book, Figure 13 — Statermnent of
Work Workflow.
i  Example Service Level Agreement — State of lowa (Sourcewell)
CAl has provided a copy of Service Level Agreement mefrics created specifically for the State of lowa.
State of lowa engaged CAl under the Sourcewell program. Working in collaboration with the State, our
metrics are driven by best practices as well as aiming to sef a high standard of service for lowa. The
performance standards target industry benchmarks such as Resume Submiltal Response Time, Round One Fill
Rates, Accurate Bllling, and Customer Satisfaction, among athers.
For example, Resume Submittal Response Time is the measurement of tme from receipt of request to
delivery of candidate resumes. We set the Standard as 4 business days to provide top 3-5 candidates from
our Gentractars.  The Performance Target is to meet this criterion a minimum of 80% of the time, measured
across a Quarter.
| Exampie Policy Decument — Sexual Harassment Acknowledgement
CAl is cognizant of its responsibllity to treat everyone in the workforce with dignity and respect. To that end
we have developed multiple policies which set the standard of how we interact with each other, our peers, our
coworkers, our customers, and our partners. We set a high standard.  Contalned within: Attachment I —
Standard Transaction Documnent Samples is the Georgia Statewide Sexual Harassmani Acknowledgement; tha
State of Georgla requested that all CAl employees and Confractor employees review and agree to comply
with Georgia's staiewide Sexust Harassment Prevention Polficy. In addilion, training was also required to be
comnpleted on a yearly basis, The attached document is the attesiation form provided to aff CAl employess,
Contractors, and Contractors’ employees to be complated. CAl will develop somsthing similar for each
Parficipating Entity dependent upon thelr requirements according to state and local law, as well as individual

The
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Table 11: Pricing and Delivery

Provide detailed pricing information: in the questions that follow below. IKeep in mind that reasonable price and product adjustments can be made during the term of
an awarded Contract as described in the RFP, the template Cantract, and the Sourcewell Price and Product Change Request Form.

51 Describe your pricing modet (eg line-itern discounts or product-category (We propose a pricing model using research data gathered by the Economic
dscounds). Provide detailed pricing data (including standard or list Research Institute (ERF) that is competitive and realistically refiects local labor
pricing and the Sourcewell discounted price} on all of the items that you |compensation requirements across the regions and states. We also propose a
want Sourcewell 1o consider as part of your RFP response. if applicable, [pricing model that allows Sourcewell to support its Canadian Participating

provide a SKD) for each item In your proposal. Upload your pricing Entites. There is no industry standard pricing, so therefore, no Sourcewell
materials {if applicable} in the document upload section of your response. [discouned price is offered.

CAl uses salary data from ER| as a means of determining haseling wages, The
ERI is an independent research firm whose algorittyns and data have been in use
for the past 30 years; it does not offer consulfing services, i.e., it has no salf-
directed incentive for modifylng Hs metrics. In our many years of providing MSP
services fo various government agencies, we have found the ERI data to be
extramely accurate for estimating salaries by position description and geographic
focation,

CAl then determines the vendor rafe by deriving the markup on the wage rate that
covers all costs and obfigations that any employers must pay prior to calcuiating a
profit. In developing a subcontractor markup for the contract, we created a
formula fo cover their payroll costs, employee benefits, contract expenses, and
modest pre-lax profit. This becomes the rate per hour that the vendors are paid
for their selecied Resources.

It Is upon this vendor rate, or jabor rate per hour, that the MSP service fee is
applied and becomes the bill rate to our customers. The MSP service fee covars
the cost of doing business for CAl. These are reasonable costs for doing
business, such as our own labor costs as well as administrative fees for the VMS

CAl analyzes the ER! data and makes recommendations to our customers
regarding Increases or decreases {o the contract rates. The final decision on *
changes fo rafes rests with the custorner; CAIl adheres to those dedisions. We

will continue to conduct these revisws on a frequency accepiable to the customer.

Canadian Pricing Model
CAl's developed pricing model has minor differences between Canada ang the
US. The concept — an hourdy rate allinclusive of fees — remains the same. The
hotrly rate is mulfipied by number of hours required to meet the requisiicn. To
develop the proposed rates, CAl has used data from ERI which provides conclse
and accurate defaff of markef rates both within the U.S and Canada.

The slgnificant difference in pricing models that CAE proposes is the vadation in
country cumency and exchange rate, and the applicable tax vary for each country,
and each slate or province within each country, depandent on currency used, and
national and local tax laws and employment laws by state or province. For
example, GAl will work with the each Sourcewsll Parlicipating Entity and suppiler
to establish the process regarding overtime and overtime pay. Overtime rules are
driven by the employing crganization and are dependent on stale or provinciat
laws. Ws will establish up front how this is to be operated and # will be Included
in the subcontractor agreement with the supplier who represents the resource
performing the wark.

For a contract that s used to acquire Resources to perform services, items are
not associaled with & SKU but a job title. CAl proposes a Bst of industry relevant
job files grouped by functional area that are broad enough fo encompass the
needs of any IT organlization, Parficipating Entitles will select one of three

pricing 'financial tiers’ which will allgn them more closely with pricing for their
focation,

GA: has'pmwded a tailored'"ric:ng snluﬁon for Soumawaii With 2 notto-incead
The i T&M -and i to i

CAl can provide discounts based on voEume of engagements Upon reaching
specific threshoids, CAl can provide a rebale for usage. This will be determined
during the kickoff with each Sourcewell Parficlpating Entity so that we can set the |,
thresholds based on expected requirements,

The rebates will be retumned at the highest organization level and the crganlzation
wlll relmburse the partlcutar Parhclpaﬁng Entlty 1hat used ihe service

1Pa zﬂcfpaﬁng Enhty u hng 0 Tiar
ar. - Wa will: ask tha supp!ler who repreger
ngE- i 313

Bid Number: RFP 071321 Vendor Name: Computer Aid, inc



CocuSign Envelope ID: 77E75B48-2DBF-4A47-8G7B-C3a3B19712F55

B5 ldentify any element of the fotal cost of acquisition that is NOT inciuded Al pricing Is included in the pricing proposal for standard services dentified in the
in the pricing subrmitted with your resporse. This includes afl addional  jSourcewsE contract. Mo additional costs associated with any standard services for
charges assoclated with a purchase that ars not directly identified as implementation akd installation, training, delivery, or otherwise are to be expested.
freight or shipping charges. For example, list costs for items like pre- Additional one-fime costs may be incurred by the Member if thay add additional *
dellvery inspection, Installation, set up, mandatory training, or initial requirements or tasks via their Participating Addendum such as integrations.

inspection. Identlfy any paries that irmpose such costs and their
rslatlonshsp to the F'roposer

deﬂvery program

57 Specifically describe freight, shipping, and dehvery terms or programs To provide the proposed sefvicas, CAf's procass only differs in that Canadian
avafiable for Afaska, Hawall, Canada, or any offshore delivery. delivery requires a change in payment and billing activity due to the value of the
Canadian dollar.

Provision of services to Alaska and Hawaii may be affected by the ability to find
local staff that have the skit sefs to meet the Sourcewell Participating Entity
requitements. I some instances, the Sourcewsfl Parlicipating Ently will have o
allow for a travel budgst or for the Resource to work remotely to find the comect
skill set. Travel expenses can be submitted to aliow for auditing and Participating
Enilty policy requirements for travel and reimbursemant.

As the RFP refiects the potentiad interest and usage by Canadian provinces, CAl
has established a ‘provisional rate card based upon the same proposed iabor "
categores for the U.S. market, but using current Canadian fabor rates. However,
CAl would suggest that an approach to Canadian and forelgn markets would be
o agree to a currency exchange rate at the start of each participating addendurn
which wili then be in place throughout the period of performance. Should a
participating addendum be renegotiated, exdended, or change In requirements be
requested, CAl and the Sourcewell Participating Entity will reevaluate the exchange
rate to ensure that the rate is being best reflected. This approach allows for
fluctuafion in fhe currencies being used and wiif serve the bast Interest of the
Sourcewell Participating Enfity, who may not wish to be locked into set rafes for
the entire four years,
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Table 13: Audit and Administrative Fee

Speclﬁcally describe any seﬂ audﬁ process or program that vou plan o employ
to verify compliance with your proposed Contract with Sourcewsll. This process
Includes ensuring that Scourcewell parlicipating entities obtain the proper pricing,
that the Vendor reporis all sales under the Coniract each quarier, and that the
Vendor remits the proper adminisirative fee to Sourcewsll. Provide sufficiant datail
te support your ability to report quarerly sales to Sourcewell as desctibed in the
Contract template,

the quaner based on the approved Ume in 2he VMBS

CAl has self-audit methods used throughout our procass o ensure
compliance to our contract,

Rate Validation - The coniractual rates are loaded info the VeclorVMS®
application and will prefili on the requirements when they are submitted.
This ansures no deviation from the rates associafed with the various Job
fles per our contract with the Sourcewell Participating Enfities. Wheh a
requirement proceeds through the approval workflow, the CAl Account
Marager once again vaelidates the rates based on the selected job fitle.
A requirement will be rejected and returned if the rata is out of v
compliance. Finally, when a rescurce is selected and engaged within the
WMS, the rafes are once agein validated to ensura both the Sourcewsll
Participating Endity is being charged at the contraciual rates and the
vendor supplying the resource is being paid at the confractuat rates.

The adminlstrative fee paymants are generated from CAl's fimanciai
system, Workday. The payments are validated by comparing the detall
generated from Workday against detailed reporis generated from the
VMS, confirming the fee is being paid agains% the revenue generated for

n ven
tha workflows deveicped: spec;lﬂt:aity for: C' :
intemnaly revlewed e measured o’ that
of

affilont: wilh “Hoeountabllity for. sidcass heid'hy s-nlor-..rnanagamnt
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Identify & proposed administrative fee that you will pay to Sourcewell for
facifitating, managing, and promoting the Sourcewell Contract in the event that
you are awarded a Contract, This fee s typically calculated as a percentage of
Vendor's sales under the Contract or as a per-unit fee; It Is not a line-ltem
addiion fo the Member's cost of goods. (See the RFP and femplate Contract for
additional detalls.)

CAl ts proposing 8 1% Sourcewell administrative fee fo be caloulated as
a percentage of Vendor's sales under the Conkract.

Table 14A: Depth and Breadth of Offered Equipment Products and Services

R iz
Provide a delalied descnpilon of the eqmpment
products, and services that you are offéring in your
proposal.

Bid Number: RFP 071321

i e =
CAl offers a fulkservice model of IT Managed Services and Staff Augmentation Solutions to
Sowrcewell, Members, and our Contractors. This means defining the business processes for procuring
contingent fabor as well as managing the supply chain through the MSP. We automate the supply
chain, configuring the VectorVMS® tool — retaining our exisfing platform — to support the Members’
goals and objectives. CAl will evaluate each Member Independently as we engage with them and
determine the requirements for account managemeni on & case-by-case basis. Our Account
Managers' role will be to provide the consultation needed to ensure that the process is operating
smoothly and that suppliers are getting the correct information so that they can provide Resources
able to perform in the required roles. The growth we have sesn with the City of Long Beach, CA, Is
a prima example of the imporiance and success of the account management function.
describe the key components that make up our service.

Terapotary staffing across 143 discrete positions, nationwide.
sarvices for IT professionals based on specific requirements from the requesting Member agency. We
will 6l positions via a nationwide subcontractor nefwork established that has already been established
for this contract. Sourcewell and its Member community will continue to benefit from a range of
Rasources that can meet unexpected short term nieeds through {o longer engagements.

Our goaf throughout has been to support the Member community with qualified staff who ean engage
quickly and bring the needed value, experience, and skiis.
since 2017, we have developed &n understanding of Member requirements, what their expectations
are, and how best to meet them. This is met with high retention rates, first fime fills, compsfitive

Below we

We wilf provide lemporary staffing

Having managed the program successfully
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rates that the Member can support, and strong account management that can translate Member
inforration and needs into a statement of requirements that the resource understands, and the
subcontracior nefwork can fill.

We are also prepared fo supply additional {ypes of labor should Sourcewell and its Members identify
further needs not covered under the new contfract but driven by new technologles as the contract
progresses Into later years.

Network of Contractors across the nation. CAl has served as a partner to Sourcewel, and by
exiension, a partner to those Members who have used our services fo date. This is evident based
upon the spend driven by such Members as City of Long Beach, CA, and Orange County Fire
Authority, CA, who have significant spend through the program. However, what really proves the
- |program's success are those Members who have engaged for smaller, unlgue requirernents. This was
a didver in the original program: providing services fo local and county government who could not
participate in a large state-wide MSP program due to higher fees, difficulties with approvals, or the
simple need for very short-ferm engagements that do not align weli with a major pragram.
We will continue to use a process designed fo provide Members with qualified, cost-effective
conlingent staff. The curent subconiractor network has proven agile and flexible when supporiing
Member requirements to date. CA} will review the cwrrent networl, ansure that current Contractors ara
adding vaiue, and make recommendations and changes fo Increase the value and capability of the
netwark.

Contractor Information Site and Self-Service Management Portal. CAl has maintained a public-facing
website for each MSP program with contract data and rate information since signing our first MSP
vonfract in September 2004, This will continue for Sourcewell and #ts Members throughout the new
contract. Our initlal goal was fo ensure consistent communications with the suppiier network, but the
portat has sihce tumed Into a "one stop” location for ali key information related fo any MSP program.
As a partner with cur public sector cllents, we are also pledged to trensparency across the
precurement chain. Suppliers can easily see detalled Information about all contracts, job categories,
labor rates, etc. This includes performance metrics on themselves and all other vendors — a form of
absolute transparency across the supplier community.

CAl also provides a hosted self-service portal where suppiiers can provide their enroliment information,
inchiding documentation required for the specific state contract. it serves as a repository for contract
and compliance documents.

Engagement with the smaff and diverse business community. For diverse suppliers, we have
confinad their credentials. Our goal Is lo act as an Incubator or mentor to swnall, diverse business,
encouraging their participation and promoting their usage where appropriate. We will review this
information with Sourcewell as part of contract development, identify relevant fiow down requirements,
and develop a standard subcontract for use by afl participating Contractors. We will ther uflize this
for the life of the contract with the supplier community. This provides a fully {fransparent means of
scrutinizing suppliers and broadening the number of Contractors who may wish to participate after
contract execution,

Account Management. We wil conhtinue to provide an account management team for the Sourcewel
ptogram. Jur account management team wiil continue to be spread mationwide fo service Members
as nesded. Our account management team Is further supported by our CWS Operations and
Analytics teams as well as CWS leadershlp in Harisburg, PA, This afiows CAF to be responsive and
tesolve questions and issues quickly, placing the Member at the cenfer of the process. CAl's staffing
plen ensures a deep understanding of Membsr specific needs by assigning dedicated account
managers as the program grows. Our Account Managers are tasked with working closely with
Members to fully understand their IT environment, IT projecis, needed IT skl sets, cultural environment,
procuremant, and financial processes.  Our indepth knowledga of the agency, IT, procuremant, and
fnancial processes enables us fo deliver better qualy staff augmentation Resources and SOW
projects {aster and more efficiandly.

Our staffing plan further Improves defivery of the Account Manager's experience and knowladge of staff
augmentation and SOW requirements for the Members. Our Account Managers have years of
oxporience in the IT staffing industry and have afl served as IT recrulters. They have broad
knowledge of the IT markets, local staffing fims, and local [T talent. They understand the challenges
our suppliers face in delivery because they have been in that role themselves; as a result, they can
provide coaching and mentoring to our partner firms on how to be successfid under the program.

This all adds up to a better, faster service, for Membars and Sourcewell.

Comprehensive MSF management sysiem, available 24x7. OQur solution also includes an integrated
set of software toois fo manage the process with which Sourcewell and its Members are already
familiar. The continuation of understood and proven technology stack adds value to Sourcewell. t is
eagy for Sowcewsll to sell senices they understand and are famflar with; the Members know how to
engage with the system and do not have to manage change to a new product; and both Sourcewedl
and Members know that it integrates with thelr current environment. CAl Is offering continuity and
frexibllity In & seamless fransfer from cne contract fo another; a value that will be felt by Sourcewell
Members. All components of the VectorVMS® application operate in a highly secure cloud
environments located in the U.S. These include the following:

Woridfiow/Contract Management Tool. We will continue to utilize VectorviM3®, an industry-leading VM3
that allows us to streamiine the entire requisition process. it is a cloud-based ecommerce site
avaffable 24x7 to all Members. This is the primary tool that Members wiff use for documenting
requirements for contingent staff, i.e., requests for |IT professional staff, reviewing resumes; and
approving timesheets. It is avaitable via web browser as required. Hidng agents can also use the
mobile app, if deskred, fo perform routine functions such as approving timesheets, requisitions, and
BXPONSes.

Financial and Accounting (F&A) System. VeciorVMS® has a direct inferface with our enterprise
resource plenning (ERP) system, Workday, which is the source of finandial fransactions for our
business. Contractors can than easily track upcoming Invoice payments for labor performed by thair
employees. We generate thelr invoices 1o CAl directly aligned with the invoices we send o state
agencles, We alsc generate this data electronically fo enable them to easlly balance involces within
their own FRA systems.

Reparting. The core VectorVMS® module has 115 standard reports. Many reporis contain both
representalive data and summary graphfcs. The sections below depict some of those we befieve are
most relevant to Sourcewell and s Members. These examples are generated using configuration
information relovant to Sourcewell based upon current contract detalls or based upan example
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information from anather MSP program to ilestrate e point; please note we have madified the
content to prevent disciosing information on specific individuals or vendors.

Marmber Overview, We can provide Sourcewel with a Member Overview report, Aftachment E —
Graphics Books; Figure 8 — Member Overview Report. |t Is a high-level view of the contract across
all members, locations, requisitions, and Confractors, as summarized in the accompanying example.

Manager Dashboard. The Member Manager Dashboard ~ Attachment E ~ Graphics Bock, Figure
9 — Member Manager Dashboard — provides summary statistics on all engagements and opsan
requisitons. It also provides analytics data on the engagements, timesheets for ali engagements, and |~
the status of open and pending requisitions. The boitom half of the dashboard shows vendor
utillization ir filling the engagsments.

Other Frequently Used Reporis. Other popular reports inchade:

PO Audlt Report. This shows hours and dollars left on the PO, compared to hours and dollars within
the MSP management system. [f uses color coding to highlight engagements where there is an
imbafance between hours/dollars on the requisitions and hours/dollars on the PO. This enables the
hiring manager fo adjust the PO in a timely fashion.

Candidate Compliance ltems. This Ests candidates and the various documents/cerfifications required
for their engagement.

Overtime Timesheels Report. This shows candidates with overtime hours on their ttmeshset for a
given reporting perod.

Supplier Documenfation Report. Many of our contracts have documentation requirements specific for
disadvantaged business enterprise (DBE) fiems. This repori tracks the expiration date of cerifications
on file and enables us to proactively contact vendors 1o obtain renewal certificates. Requlrements vasy
by state and given the nationwide approach to the Sourcewell cooperative, CAl will track that
information within the VMS to assist Sourcewell.

Ad-hoc Reporiing. We will provide Sourcewell and lts Members with direct access {0 ad hoc reporting,
as fequired. Members can take advantage of advanced editing capabilities ta create reports andfor
create new versions of existing reporis (“clones”). They can creale a report directly frorm any
Summary page within VectorVMS®. For instance, they might see a summary page fisfing all their
engaged Resources, Using this baseline data, they can addiremove columns, then quickly export this
summary info an Excel spreadsheet. As noted earlier, their access fo spacific data elements is
based on their role: Sourcewsll has access to all data, and Members have access to their own
agency’s data.

Customer Satisfaction and Performance. Cur approach to customer satfsfaction Is discussed In
Qluestion 61, above.

Biling and involcing. The standard process is to produce a single invoice per PO with the data
sublotaled by PO line lem and Resource, generated monthly, CAl provides invoice detait reports
before the final invoice is sent, which an agency can use {o validate the information being invoiced.
CAl audits every invoice before it is sent o the agency by comparing the approved timeshaet
information from the VMS against the invoices generated from our financial system.

If & PO contains multiple fine items fo accommodate multiple funding sources, separate timesheat
projects are configured in the VMS allowing the Resources to enter fime agalnst the specific Ine
items that are then refiected on the Involce.

CAl uses the integration provided via the VMS fo download approved timaesheet data into ow
Workday financlal system. The timeshest detall is segregated by Member, PO number, line item, and
Resource; this allows us fo generate an Invoice with as much detail and summarization as specified
by each agency for each PO. These invoices can be emailed direclly to any specified agency
representative.

Resources use the MSP management sysfem o submit their timesheets on a weekly basis. They do
this using PCs or the browser interface on their smart phones. Contractors also have proxy authority
to submit imeshests on behalf of their Resource.

The process for approvals is also fully automated. For Sourcewell Members, this includes four major
functions:

Timesheets, Hiring Managers should approve timesheets on a weekly basis for alf temporary staff
working under their supervision. They can also delegate this authority, such as coverage when they
will be out of the office or on vacation.

Requisitions. Hiring Managers must create the orginal staffing request. Depending on configuration,
the requisition itself may require other approvals prior to release to CAlL

Engagerments, Affer reviewing candidate proffes {and conducting ienviews, if desired), the hiring
manager must accept the designated candidate by formally requesting himther,

Expenses. The MSP management system also allows for processing expense reports, [.e., occaslons
when temporary staff submit expenses for reimbursement.  Any reimbursable expenses will fofiow state
or local guidelines and require preapproval by the Participating Entity.

Members can easfly perform these approvals directly from thelr dashboard In the online interface,
Atlachment E ~ Graphics Book, Figure 10 ~ My Tasks Screen. When they click on the icon, the
MSP management tool launches a page with the ltems requiring action. In thls example, the open
action items awaiting approval are new requisitions, requisition with a candidate awailing review, and
timesheels for curmenfly deployed temporary staff.

Security. The VMS uses role-based securlty fo defermine which reports, screens, data, and portions
of the system each Member user may access. Each role In the systemn is determined by Sourcewsil
and configured during implementation. The roles are then assigned to Member users based on thelr
required privileges. For example, when creating ad-hoc repotts, the Member user iz only allowed {o
access their dafa.

CAl has summarized the benefifs of its solution below.

Provide a reliable and easily accessible Managed Service Solution

Wa wili utilize VectorVMS® as the technical MSP solution. It is available 24x7x365 In a hosted
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environment, incdiuding mobile access, and is direcily accessible to both Sourcewell and its Member
community.

Ensure that siaffing Resources are avallable natlonwide

in bidding, we have retained and added 1o & large diverse suppiier community avallable to supply staff
across all proposed labor categories nationwide.  Our solution is a highly integrated government- and
customer-focused solution that brings best practice for engaging staffing Resources into the Member
{community.

Provide quaffled personnel based on job description

We will load the VMS ool with job titles, narrative descriptions, and rates. We will creale templates
to enable Members to easily develop accurate requirements for the specific opportunity and require
suppliers to respond item by item fo each requiremend. The VectortVMS® provides dashboards to
enable CAl and Members the ability o compare candidates and how closely they match specific
requirements.

Aid Members to resolve employment issues or replace personnel

CAl serves as first POC for issues related to the contingent Resources and thelr performance. We
will work directly with the Member and the individual to resolve issues, providing a responsive
resolution. This may Involve removing the individual from their assignment, for example, or it may
involve facilifating thelr reassignment to another Condractor. We will also amange for replacement
personnel if needed.

Processing Member requirements

We wilt work with afl parties to ensure fhat requirements are clear and to provide qualified Resources
as quickly as possible. We will confirm details of the workflow described throughout this proposal,
Including integration with Member-specific requirements. Our objeclive is fo implement a highly
facused, easy-to-use process that provides Members with immediate access to a wide variety of
temporary workers across the nation.

tnvoicing and recelpts

We will create and distribute invoices that are timely and accurate. Resources will record thelr hours

in VectorVMS®, and Members can approve imesheets elecironically via mobile phone or web browser
interface.  This maintains an audlt trall for invoice data. During kickoff we will finglize the details and
format of invoices, tailored to Member requirements.

i Typical ‘subicategory. tiles may inciud

T - Staif . Augmentaion
i+~ Recritment Sarvicas 100

Table 14B: Depth and Breadth of Offered Equipment Products and Services

Indicate below if the listed types or classes of equipment, products, and services are offered within your proposal. Provide additional comments in the text box
provided, as necessary.

Services related to the offering of the solutions described in :
Line 64 and 65

Table 15: industry Specific Questions

- e

ks S R R FERT BRI
68  jDescribe your contractor candidate recruitment, Our proposed sclution is an integrated acommerce wordlow, with touchpaints for 2 staksholders relevant to
scresning, sefection, and refention capabifties and (their role in the confingent staffing process. At the heart of this is an MSP management system configured
processes. for Sourcewall and its Member community. During transition fo the new contract, we will load it with the job
titles and rates defined in the contract and create worldflow documents and other training materials for
stakeholders, [f appropriate, Sourcewell can inciude these as reference material for Members. The image in
Attachment E — Graphics Book, Figure 2 — Infegrated Workflow for Temporary Staffing is & high-level view of
the procurement process, from the initial requisition by & Member until the point where the IT contingent
worker begins their assignment, Email and automated nofifications occeur throughout the process based on
avents, i.e., release of a requisition to the supplier network, avaiakiliy of candidates for inferview, atc.
VacterVMS® maintains timaestamps on notifications, approvals, and other transactions. These In turn provide
the data points needed for performance reporting.

Contractor Candidate Recruitment

CAl and its network of Contractors will each have a sfightly different approach to recruiting Resources.  CAl
does not dictate the secruiing practices of #s Contractor network. However, we do define the expectations
placed upon the Condractor for participation in the network, and that includes ths careful resourcing,
screening, and selectlon of potential candidates to be presented to the Member for each role, When a
Confractor has resourced, screened, interviewed, and completed the various checks required by either the
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Sourcewell confract or by CAl, the Contractor will submit the candidate into the VMS. The VMS has built in
checkpeints — Compliance Manager — which we can configure to ensure that we caplure all necessary
Informatlon: for an individual to work for 8 Member, i the Contractor Is unable to provide that information ~
be #t a document estifying © a requirement, a checkbox that suggesis completion of a drug test — the
sysiem glerts both GAl and the Contractor. The Contractor is unable to complete the submission ¥ all
requirements are not complete. The CAl Account Manager works with the Confractor 1o assist, helping them
I it Is a shnple administrative issus, or coaching them through hew to complete the process if they are, for
example, a new supplier. Our geal is to make sure that candidate submission is risk free, as cleary defined
as possible, and encourages participation from Contractors — but most imporlantly provides the benefit to the
Member and Sourcewell so that repeat business adds value to the program. The Subcontractor Agreement
captures the expectations from the Confractor, and our support materials and Account Managers provide the
addiional assistance necded.

Soreening

The first responsibliity for screeningfevaluating candidates falls to the staffing Contractor. Successful
Contractors in the program become familiar with the skills commonly requested by Members and bulld
pipelines of passive candidafes that have been fully vetted for future state opporfunities. Our Contractor's 1T
recruiters are responsible for 'closing' both aclive and passive candidates on thele requirements for pay rate,
opportunity, avaiiability, and fravel and/or relocation. Contractors must validate a candidate’s resume and
technically screen for proficiency with specific technologies. When a Confractor submits a candidate through
VectorVMS®, there Is a series of check boxes or input fleids for affirnation of key data, such as the skills
the candidate possesses and hisfher availability. The Condractor must respond to each raquired and desired
skill and note the candidate’s years of experience In each ona. The Contractor can use a free form text
field to provide relevant information as to why they believe thelr candidale Is qualfied for the specific
position. Foflowing submission, the CAl Account Manager conducts phone screening calls and verbally
screens before forwarding each candidate to the agency as parl of our standard process. This adds an
additional layer of validation to cur quality driven approach regardless of the number received.

During that screening, the CAl Account Manager validates the submitting vendor; the candidate’s interest leval,
skills match, communication skills, and timing for avatlability; other opportunities they are cumrently interviewing
for, and in soma cases, the end date of their cument engagement  Through this screening process, the top
candidates — a minimum of three — are selected and forwarded to the Agency User through the VMS. The
Compliance Menager will require evidence that the candidate meets residence requirements for the petiod of
the engagement. Resumes will be submitted befween two {0 four days depandent upon the SLA.
Attachment E - Graphics Book, Figure 11 — Compliance Manager Screen Example lists the required/desired
skills from the requisition and the candidate's years of experience for each, it also shows the candidate’s
answers {0 any questions asked in the requisition,

When screening candldates, CAl Account Managers assesses a candidate’s depth of experience using a
particutar skill through an extensive discussion of a candidate's work history — the projects they worked on,
thelr roles or those projects, and how each technlcal skill was used on the project. The Account Manager
then determines if the candidate’s skills match those required for the specific DAS position.

When necessary, CAl Account Managers conduct an additional screening of fechnical fit before forwarding any
candidate to the agency. Information is gathered in the VMS, so that the Agency User can further evaluate
feedback provided by the CAl Account Manager. This information can be expanded upon at any fime.

Selection of Candldates

To bulld on the screening process and enable candidate selection to be efficient and compliant, CAl uses the
i power of the VMS fo provide candidate-compare and scoring data. VeclorvVMS® calculates a Composite
Score for avery candidate submitted. A candidate's Composite Score is a measure of how closely the
candidate meets the neceesary expetience ievels for the skills listed on a specific requisition. If a candidate
meets the experience level for sach listed skifl, the candidate’s Composite Score wilk be 100%. The
Composite Score Is decreased if the candidate does not meet the experience level for one or more listed
skilis, and the Composite Score Is increased if the candidate exceeds the experience level for one or more
isted skiis. The Candidete Compare screen in Aftachmant E — Graphics Book, Figure 12 — Candidate
Compare Screen provides a side-by-sida comparison of selected criteria,

VeclorVMS® supports candidate ranking and candidate compariscn through the Candidate Compare
Tundctionality. Candidate Compare expands candidate screening and reviews well beyond deployable ratings
and composite scores. Candldales are reviewed side by side initially using the default critesia, or sach
reviewer can apply their own set of criterla.

Candidate Compare allows CAl Account Managers to narrow the set of candidates submified to a contingent
requisition according to aftributes that meet their needs. Candidates can be compareditanked using
individual required/desired skiffs, composite scores, configured rates, globat skills, previous Sourcewell ar
Member employment indicatars, screening indicators, and a ‘deployable rating’. The ‘deployable rating’
function allows the Account Manager to rank candidates from 1 {worst) to 10 (best). In fimes of high
demand or surge, we use this feature as a subjective measure of the submitted candldates’ abilities following
their review. The process allows for faster shorlisting, filtering candidates based on a subjective ranking to
present the top candidates quickly.

Once candidates are submiltted against the requisition, the Account Manager can choose to compare the
candidates' skills and experience, as demonstrated by the Candidate Compare feaftre. After clicking on

the "Compare Candidates" button, the user is directed lo & page that matches the candidates/Resources side-
by-side, based on the selected criteria. The Agency User can also use this functionallty to compare the
candidates received from CAl. *
While the Candidate Compare functionality is a valuable toof in the screening process, it is important to note
that candidate ranking Is not a replacement for the phone screening but & complementary aclon that is
rapidly improving with the potential integration of Al-based screening sclutions that hefp the process.
Curmrently automated candldate ranking functionality may be limited to either candidate qualfication information
provided by the Contractor, or to information provided within a candidate's resume.

The Candidate Compare functionality and Composite Scores can be helpful in an initial pass of submitted
candidates, especially considering CAl often receives more than 100 submissions for each requirement. A
fve phone screen by an experienced GAl Account Manager can flesh out whether a candidaie's presented
skills/fexperience information is legitimate. A phone screen helps determine communication skills, confirm
candidate availability, and any other opportunities they are pursuing. During the phone sereening we also
evaluate skills and experience and make sure the candidate responses are aligned to their resume. This
means that by the time the candldate is submitted to the agency, the composile score is as accurafe as
possible.

Relention

Retaining quality Resources is a real challenge in today's glebal labor market. While everyone is personally
motivated by different offerings, we believe that competitive salary, good benefils, and the opportunity to learn
and grow are our best instruments for keeping cur candidates engaged, as well as ensuring the MSP
program is compefiive to our Contractors so that they can onboard and retain their best staff.

H Provide compefitive compensation
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Candidates receive competitive salaries/hourly rates according fo fair market value. CAl will provide a rate
card and labor categories that allow each Contractor o pay their resource faily. Wa will pay the Contractor
when pald by the Member. Our Subcontractor Agreement has a net B-day payment clause to pay the
resource following the Contractor being paid by CA;.  For contingent labor this is the most practical and
required retenfion straiegy.

| Provide ideresting, fulfiliing work

In our experience, most technical staff enjoy working in an envirenment where they can creatively problem-
soive by executing technical tasks. We want to help create a fulfiling work environment by estabiishing the
framework for executing thelr 1asks, such as the controls I place for defining and assigning work; completing
assignments; and seeing the benefit within their technical and business environment. We work with the
Member Hiring Managers to reach this goal wherever possible.

| Foster a supporiive environment

CAl Account Managers have the responsibility for staff retenfion of those onboarded through the Staff
Aucgmentation. While these Resources are not CAl Resources, we take the approach that work satisfaction
is key and so will engage with-Contractors o malke sure their staff are fully supported. it is the providers
and CAl's responsibiiy fo ensure team members have the tools, training, and support fo be engaged,
salisfied, and productive. We maintain a high |ob safisfaction rating by providing the right ndividuais with the
proper tools and recognition. We value all our associates and make sure they are aware of this fact
Candidate Compare allows CAI Account Managers to narrow the set of candidates submitted to a contingent
requisition according fo attributes that meet their needs, Candidates can bs comparedfranked using
individuat requited/desirad skills, composite scores, configured rates, global skills, previous Sourcewsll or
Member employment ndicators, screening indicators, and a 'deployable rating’. The ‘deployable rating'
function allows the Account Manager to rank candidates from 1 (worst) fo 10 {best}. 1n fimes of high
demand or surge, we use this feature as a subjective measure of the submilted candidaies’ abllities following
their review. The process allows for faster shortfisting, fifiering candidates based on a subleclive ranking to
present the top candidates guickly.

Once candidates are submitted against the requisition, the Account Manager can choose to compare the
candidates’ skills and experience, as demonstrated by the Gandidate Compare feature. After clicking on

the “Compare Candidates™ button, the user is directed to a page that matches the candidates/Resources side-
by-side, based on the selected criteria. The Agency User can aiso use this functionality to compare the
candidates received from CAl

While the Candidate Compare funcfionality is a valuable tool in the screening process, it is imporiant fo note
that candidate ranking is not a replacement for the phone screening but a complementary action that is
rapidly ¥nproving with the potential integration of Al-based screening solutions that help the process,
Currantly automated candidate ranking functionality may be Hmlied to slther candldate qualification Information
provided by the Gontractor, or {0 information provided within a candidate's resume.

The Candidate Compare functionality and Composite Scores can be helpfuf in an initial pass of submitied
candidates, especially considering CAl often recelves more than 100 submissions for each requiremeni. A
live phone screen by an experienced CAl Account Manager can flesh out whether a candidate’s presanted
skills/experience information is legitimate. A phone screen helps determine communication skiis, confirm
candidate avalabiiity, and any other opporiunities they are pursuling. Durng the phone screening we also
evaluate skifls and experience and make sure the candidaie responses are aligned to their resume, This
means that by the time the candidate is submitted to the agency, the composite score is as accurate as
possibie.

Retention

Retaining quality Resources is a real challenge in tcday's giobal labor mariet. While everyone is personally
motivated by different offerings, we balieve that competitive salary, good benefits, and the opporiunity to feam
and grow are our best instruments for keeping our candidates engaged, as well as ensuring the MSP
program is competitive to our Contractors so that they can onboard and retain their best staff,

| Provide competitive compensation

Candidates receive competitive salafiesthourly rates according to fair market value. CAl will provide a rafe
card and fabor categories that aliow each Contractor to pay their resource faily. We will pay the Contractor
when paid by the Member. Qur Subconiractor Agreement has a net 5-day payment clause to pay the
resource following the Coenfractor being paid by CAl.  For contingent labor this is the most practical and
required retention strategy,

] Provide interesting, fulfilling work

In cur experience, most technical staff enjoy worklng In an environment where they can creatively problem-
solve by executing technical tasks, We want to help create a fulfiling work environment by establishing the
framework for execuling their tasks, such as the contrels in place for defining and assigning work; completing
assignments; and seeing tha benefit within their technical and business environment. Wa work with the
Member Hiring Managers to reach thfs goal wherever possible.

| Foster a supportive environment

CAl Account Managers have the responsibility for staff retention of those onboarded throtugh the Staff
Augmentation, While these Resources are not CAl Resources, we take the approach that work safisfaction
is key and so will engage with Coniractors to make sure thelr staff are fully supported. it is the providers
and CAl's responsibility to ensure team members have the tools, training, and support to be engaged,
safisfied, and productive. We malntain a high job satisfaction rating by providing the right individuals with the
proper fools and recognition. We value afl our associates and make sure they are aware of this facl.
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- Ainthe fultowmg namative, CAl has provided. detalf-conceming the development of plans. and. proessses jhat
‘|define the, success of the Sourtewsll confract, snd how we will engage esch Par!lclpating Entity o rfa!ivar
'the best posslble servloe as -we have demonstra!ed over the East ﬁve yeafs R S

; Statement of Wovk :

-1 A8 we angaga with vach ‘Participating Entity, CAI treats the few: angagemen! as a few. imp]amenta:ion
|Each Memberhas ‘specific ‘demands to be met through the ‘program and internally. “-In each case CAl.

‘| performs ‘2 need :analysis, ‘gefing to know what s and s ‘not. required, sharing- best. practice ideas,
‘| collaborating with: Hie ‘ciistorner, and. ynderstanding what their expectations are from {he service pravided
Junder the Soumewall contfact. " Thase: spaulﬂc terms arg’ then. Edentlﬂed and axer:uted vla & Statement of

Degcribe: your: process for development of -
g entil _"‘tsafwodcsawice
18, -ang-performance

‘lCAL-understands hat each. Member or Parﬁclpatmg Entity 1 Lhave a need tc éevelop lta own sat of sarvlce: 1
{evels ‘based upon s need to:maet Eegisiﬁﬁve ‘raquirements and procuramaent requirerents. ©A small, :locat-:
nmy might have: very minknai requlremems basad slmp!y oh lha voiuma of conﬁrlgenl Iabar it nssds are

nt unlquely, has set 18 from uur compeﬁtion ; I ]
-|As-an-exampls, CAl sngaged at stas-ovel with: the. Sta nf lowa in uu!ize tha Suurcewen oomrach Bnrvgix:g‘ H)
:Jour: oW experience: and: best pm(:tsc,as and taking the time 1o listen-and ‘undarstand what the State: headed; -
Jwe  collaborated fo° de\te[op a.sorios of 9 imeasurable service lavels, - Thesd .are idantifled. iri Aﬁachmen{ E
| Graphics Book, Figire -7.— State of-lowa: {Sourgewell) SLA Targets; ' CAl- heiped the. State: of lowa -
nderstand what: thay need; why it should be fetorded, the reporting period,‘and how: e sendos. level can'..
*| help With growth and ‘siccess. of the- program. - For exafviple, lodking at the Rotnd.-1 Fill Rale, the State had |-
‘high ‘demanda in terms: of new requirements 1o, mast Stata’IT-chjectivas. . i nesded tha candidates submiled. |-
“{to b quakfled- ahd able 16 perforin’the Job guickly. - Therefore, GAl-suggested 4. servics level . that targeted.” 1
the ‘néed far. pasifions_io be:flled by ihe first round 'of candidates submitted by Contraciors, The:Stats dad e
{riot “Have he fims or Resoumes 1o wade through milfiple rounds of candidate submitials fo find the best -
candidate. In targeting a high, 50% first- rolind il rate, CAl had to coliaborate with the State o gather all
the nsuessaly information; far-the. role and ouHabara:e wlﬁx the Contragtor. community to. ke sure they had - -
fall the Information they needed, reafistic. rates,"and 8. target start. date.In belng’ well. prepared, :CAL was able |
s|ta et the “suggested target. - This. provides the State with_three ;:iecas of Information that are used ® 0
-} verify: the success-of the metric: the position- develapment process. is accurate because-the Fill Rate s high"
= |sesondly, becauss of tha acourate Tevel. of inforration balng -provided. to-Contragiors. they can resburca: the
Hdeal: B candidates based upon ihe pa 'isrs pmwded and thirc!iy. thls shows thy Contrackar network is
‘Jworkirig: well and respofisive, i .
|CAL will follow this progess, ng some or =l of ihe examples, or other cntena a8 neected in werk wrth
each:Paricipating Enlity and buaid -sorvice leval' which drive the: suocass of ihalr pamclpaﬁon |n Eha W
.Snurceweuoontract R o e '

. Cluallly Coniml Piannlng : : i
CAl-follows the Project Managament Institites {F‘ME} gusdanoe on gmject quaiily control acmss all- facets ‘of ils |-
delivary.: Our ‘MSPs are ‘subject -to-1he_same rigors. We have developed. a series’of ‘pians and documents. - |’
that define hiw we' spproach duality management hrolighout the engagement with the Parlicipating Entity.
Tha ‘processes angnad 1o PMImay - Ineluds : Quallly - Planning,. Quallty Assuranes, and/or Quality. Gandrol, : Usin
‘o axperiance, ‘lesson. isamed,: and Tampiates ‘1o: assist, we will develop approprlate pians fnr each
-|Partidpating: Entity. . the -approach kels the . standards for good performance, - :
LA such,: we have developed. vaiious . processes ‘and technigues 1o implarmant and malntam a Quality-.’
surance -Plan throughaut program ‘dellveiy .that wii be 1ailored on.& case-tiy-case: basis for edch
|Participating Entity. - As Is tndustry.standard; CAFs stratagy: when Impiementing quality. practices follows the
‘[Deming madet. Gompnsad Of Plan, Do, Check, Act (PDCA), as weli a5 slemenis. from: ofher:industry . ;
“Tatandards such as PMBOIKC and ITiL,.“This confinuous feedback loop places guality in- each acﬁv:ty that ns
dong, fathier than ‘relegating quality 1o one speclﬁc ‘phése ‘or vole in an iniflative: Or. projest, .
“LAn exampls of, bur- quallly control. protess is. argeted al candidata review prar fo submission o 8 Memha
“1User...CAV's ‘ptofect team. or. acoounit - iahager reviews submitted. resurnes that have:met specific ciitrla
befora: re!easiﬂg Ahose. tesumes ‘10 the Membar via the VMS, A key step In tha feviéw procass Ts Thé -
“iphone-soreen, . This.is an important-qualify control point.: It ‘allows ‘us 1 gauge fhe candidate's tmehiical ;
- ability, "avafiability, communication ‘skills, manage: fraudultent mlsrepreaemation, evaluate ‘right fit'='le;, wﬂl Ihey -1
Twol well In“the new environment, and verlfy -cerlificafiors and: otber: claims made. - Adding - this step KR
Helongside the Complmnce Managet tool in’the VMS prowdes quai;ty coritrol thatis not’provided by other
: MSPs who mgy ‘aven, use__tha sarts VMS ln scraan_or reiy antlraly on. their submntmctor nalwurk fo: ‘gat It

o wilh each Partlclpaﬂng Entlty o nfusa quaﬁty in the semce of dallvary, iniﬂaﬂve. and IREIDES
f An angagamenl exscuted with ‘a service-first mentality — ounoemed about the quallty and resuits 1
of our processes - maans -batter cutcomes for. each Member. : S

70 (Desoibe the range of IT MSP or Staff The following [nfonnatlun provides detaills on the range of IT MSP Staff Augmentatlon ccnlracts currently
Augmentation service contracts (as applicable) being managed by CAl:
that you have completed in the govemment sector I Our largest dient is Virginia Information Technology Agency, with total $896.3M spend.
(smallest, fargast, average). I Our smallest contract is Scurcewel, with $16.3M spend. However, note that the State of lowa is

dellvered via the Sourcewell confract, adding another $186.2M 1o the fotal Sourcewell value.
| Our average MSP contract average to date Is $315.96M in tolal spend.

Describe: the rangs of 1T MSP or Siaff - -1 The following provides’ defatis ‘on, ihe fange of Educa!ion—mlated ssrvlces pmvlded undar our MSP Staff SR
! 0 -gontracts (as appiicable) _Augmeniahun contracts cumenlly being managed by CAl; el
Vi oompiniad 13 the eGucallon sector. |l - Virginta-Information: Technalogy Agency  MSP has. spsnt $13 BEM acruss the Eduua!ion sectm‘
- The State ‘'of New Jersey has $17,367.80. spend across the Education sector. ™
-Our average spand: across the ‘education sector ‘under ‘our MSP: programs ls 84, 03M
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Table 16: Exceptions to Terms, Conditions, or Specifications Form

Line ftem 72, NOTICE: To identify any excaption, or fo request any modification, to the Sourcewel termplate Contract terms, conditions, or specifications, a Proposer must subirit the
exception or requested modification on the Exceptions fo Terms, Conditions, or Specifications Form immediately below. The contract section, the specific text addressed by the
exception or requested modification, and the proposed modification must be identified In detall. Proposer's exceptions and proposed modifications are subject to review and approval of
Sourcewell and will not automatically be included in the contract.

Documents

Ensure your submission document(s) conforms to the following:
1. Documents in PDF format are preferred. Documents in Word, Excel, or compatible formats may also be provided.

2. Doguments should NOT have a security password, as Sourcewell may not be able to open the file. It is your sole responsibility to ensure that the uploaded
document(s) are not either defective, corrupted or blank and that the documents can be opened and viewed by Sourcewsll.

3. Sourcewell may reject any response where any document{s} cannot be opened and viewed by Sourcewall.

4. If you need to upload more than one {1) document for a single tem, you should combine the documents into one zipped fite. ¥ the zipped file contains more than
one (1) document, ensure each document is named, In relation to the submissien format item responding to. Far example, if responding to the Marketing Pian
category save the document as "Marketing Plan."

¢ Priging - Aftachment A - Pricing.xisx - Friday July 09, 2021 12:57:40

 Finandlal Strength and Stability - Attachment B - CA! Financial Statements.pdf - Friday July 09, 2021 12:68:09

» Marketing Plan/Samples - Attachment C - CAl Marketing Plan.pdf - Friday July 09, 2021 14:37:01

» WMBE/MBE/SBE or Related Certificates (optional)

s Warranty Information (optionat)

» Standard Transaction Document Samples - Attachment D - Standard Transaction Doc Samples.pdf - Friday July 09, 2021 13:16:27
» Lipioad Additional Document - Attachment E - Graphics Bool.pdf - Friday July 09, 2021 13:16:42
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Addenda, Terms and Conditions

PROPOSER AFFIDAVIT AND ASSURANCE OF COMPLIANCE

| certify that | am the authorized representative of the Proposer submitting the foregoing Proposal with the fegal authority to bind the Proposer to this Affidavit and
Assurance of Compliance:

1.

10.

1.

The Proposer is submitting this Proposai under its full and complete fegal name, and the Proposer legaily exists In good standing in the jurisdiction of its
residence.

. The Proposer warrants that the information provided in this Proposal is true, correct, and reflable for purposes of evaluation for contract award.

. The Proposer, including any person assisting with the creation of this Proposai, has arrived at this Proposal independently and the Proposat has been created

without colluding with any other person, company, or parties that have or will submit a proposal under this solicitation; and the Proposal has in all respects been
created fairly without any fraud or dishonesty. The Proposer has not directly or indirectly entered inta any agresment or arrangement with any person or
business in an effort to influence any part of this solicitation or operations of a resulting contract; and the Proposer has not taken any action in restraint of free
trade or competitiveness in connection with this solicitation. Additionally, if Proposer has worked with a consultant on the Proposal, the consultant (an individual
or a company) has not assisted any other entity that has submitted or wili submit a proposal for this solicitation.

. To the best of its knowledge and bellef, and except as otherwise disclosed in the Proposal, there are no relevant facts or circtimstances which coutd give rise to

an organizational conflict of interest. An organizational conflict of interest exists when a vendor has an unfair competitive advantage or the vendor's objectivity
in performing the contract is, or might be, impaired.

. The contents of the Proposal have not been communicated by the Praposer or its employees or agents to any person not an empioyee or legally authorized

agent of the Proposer and will not be communicated to any such persons prior to Due Bate of this solicitation.

. if awarded a contract, the Proposer will provide to Snﬁrcewell Participating Entifies the equipment, products, and services in accordance with the terms,

conditions, and scope of a resulting condract.

. The Proposer possesses, or will possess before delivering any equipment, products, or services, ail applicable licenses or certifications necessary to deliver

such equipment, products, or services under any resulting contract.

. The Proposer agrees to deliver equipment, products, and services through valid contracts, purchase orders, or means that are acceptable to Sourcewsl!

Members. Unless otherwise agreed to, the Proposer must provide only new and first-quality products and related services to Sourcewell Members under an
awarded Coniract.

. The Proposer wiil comply with all applicable provisions of faderal, state, and local laws, regulations, rutes, and orders.

The Proposer understands that Sourcewelf will reject RFP proposals that are marked "confidential” (or “nonpublic,” etc.), either substantiaily or In their entirety.
Under Minnesota Statutes Section 13.591, subdivision 4, all proposals are considered nonpublic data until the evaluation is complete and a Confract is
awarded. At that peint, proposals become public data. Minnesofa Statutes Section 13.37 permits only certain narrowly defined data to be considered a "rade
secret,” and thus nonpublic data under Minnesota's Data Practices Act.

Praposer its employees, agents, and subcontractors are not:

1. Included on the “Specially Designated Nationals and Blocked Persons” list maintained by the Office of Foreign Assets Control of the United States
Depariment of the Treasury found at: hitps:/iwww treasury goviofag/downigads/sdnlist. pdf;

2, included on the government-wide exclusions lists in the United States System for Award Management found at; hitps://sam.gov/SAMY; or

3. Presently debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs operated by the State of Minnesota;
the Unilted States federal government or the Canadian government, as applicable; or any Participating Entity. Vendor cerfifies and warrants that neither it
nor its principals have been convicted of a criminal offense related to the subject matter of this solicitation.

& By checking this box | acknowiedge that | am bound by the terms of the Proposer's Affidavit, have the legal authoriy to submit this Proposal on behalf of {he
Proposer, and that this electronic acknowiedgment has the same legal effect, validity, and enforceability as if | had hand signed the Proposal. This signature will not
be denied such legal effect, validity, or enforceabliity solely because an electronic signature or electronic record was used in its formation. - D. Abraham Huntar,
Executive Vice President, Computer Ald, Inc.

The Proposer declares that there is an actual or potential Conflict of interest relating to the preparation of its submission, and/or the Proposer foresees an actual or
potential Conflict of Inferest in performing the contractual obligations contemplated in the bid.

2 Yes & No

The Bidder acknowledges and agrees that the addendum/addenda below form part of the Bid Document.

Bid Number: RFP 071321 Vendor Name: Computer Aid, Inc
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Check the box in the column "l have reviewed this addendum” below to acknowiedge each of the addenda.

Addendum_16_IT_MSP_statt_Augmentation_RFP_071321 P 4
Mon July 5 2021 12:18 PM ’
Addendum_15_IT_MSP_5taff_Augmentation_RFP_071321 P 1
Fii July 2 2021 10:01 AM

Addendum_14_IT_MSP_Staff_Augmentation_RFP_071321 a7 2
Tue June 28 2021 06:05 PM

Addendum 13_IT_MSP_Sfaff Augmentation RFP_071321 W 1
Mon June 28 2021 05:20 PM

Addendum_12_IT_MSP_Staff Augmentation_RFP_071321 B 1
Fri June 25 2021 03:26 PM

Addendum_11_IT_MSP_Staff_Augmentation RFP_071321 ¥ "
Thu June 24 2021 04:11 PM

Addendum_10_IT_MSP_Staff_Augmentation_RFP_071321 FE 3
Tue June 22 2021 04:50 PM

Addendum_9_IT_MSP_Staff Augmentation_RFP_071321 o 1
Fri June 18 2021 05:25 PM -
Addendum_8_IT_MSP_Staff_Augmentation_RFP_071321 IE 3
Thu June 17 2021 06:57 PM

Addendum_7_IT_MSP_Staff Augmentation_RFP_071321 B 3
Wed June 16 2021 06:14 PM ’
Addendum_6_IT_MSP_Staff_Augmentation_RFP_071321 g 3
Mon Junse 14 2021 09:42 AM

Addendum_5_IT_MSP_Staff_Augmentation_RFP, 071321 W 2
Fd Junae 11 2021 09:10 AM ’
Addendum_4_IT_MSP_Staff Augmentation_RFP_071321 B 4
Wad June 9 2021 04:03 PM

Addsndum_3_IT_MSP_Staff Augmentation_RFP_§71321 K 9
Mon June 7 2021 04:38 PM )

Addandum_2 IT_MSP_Staff Augmantafion RFP _B71321 K 1
Thet June 3 2021 05:13 PM )
Addendum_1_{T_MSP_Staff Augmentation_074321 1 2
Tue Junae 1 2021 08:46 AM "
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