
Apr 26, 2024, 2:06 PM

MA 18P 24021200000000000078 State of Maine
NEW

Master Agreement
Expiration Date: 05/31/25Effective Date: 06/14/24

Master Agreement Description: Technology Products, Solutions and Related Services

Buyer Information
Justin Franzose 207-624-7337 ext. justin.franzose@maine.gov

Issuer Information
Derek Mullens 207-624-8803 ext. derek.mullens@maine.gov

Requestor Information
Derek Mullens 207-624-8803 ext. derek.mullens@maine.gov

Agreement Reporting Categories

Authorized Departments

ALL

Vendor Information

Vendor Line #: 1

Vendor ID Vendor Name
VC0000267771 WORLD WIDE TECHNOLOGY LLC

Alias/DBA

Vendor Address Information
1 WORLD WIDE WAY

ST LOUIS, MO 63146
US

Vendor Contact Information
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Apr 26, 2024, 2:06 PM

CAROL HARTING
314-995-6103 ext.
CAROL.HARTING@WWT.COM

Commodity Information

Vendor Line #: 1

Vendor Name: WORLD WIDE TECHNOLOGY LLC

Commodity Line #: 1

Commodity Code: 20600

Commodity Description: Technology Products, Solutions and Related Services
Commodity Specifications:  
Commodity Extended Description: Subject to Omnia contract #: R210407

Quantity Unit Price
0.00000 0.000000

Delivery Days

Contract Amount Service End Date
0.00 05/31/25

Catalog Name

UOM

Free On Board

Service Start Date 
06/14/24

Discount
0.0000 %

Discount Start Date Discount End Date

Commodity Terms and Conditions

Vendor Line #: 1

Commodity Line #: 1

T&C #: 165

T&C Name: Payment Terms

T&C Details: Net 30

Please see authorized signatures displayed on the next page
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MA 18P 24021200000000000078

Apr 26, 2024, 2:06 PM

Each signatory below represents that the person has the requisite authority to enter into this Contract. 
The parties sign and cause this Contract to be executed.

State of Maine - Department of Administrative and Financial Services

Signature Date

David Morris, Acting Chief Procurement Officer

Vendor

Signature Date

Print Representative Name and Title
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6/14/2024

VP Public SectorGregory Brush

6/14/2024

Nicholas Marquis Acting CIO.

6/14/2024



IT MASTER AGREEMENT 

DEPARTMENT AND PROVIDER POINT OF CONTACT 

AGREEMENT ADMINISTRATOR: The following person is designated as the Agreement Administrator 
on behalf of the Department for this Contract.   

NAME: Derek Mullens

EMAIL: derek.mullens@maine.gov TELEPHONE: 207-620-6554 

ADDRESS: 51 Commerce Drive    

CITY: Augusta   STATE: ME ZIP CODE: 04330     

PROCUREMENT SERVICES MA MANAGER: The Procurement Services MA Manager manages 
the MA contract documents. All other communication is to be with the agency the services were 
provided to. 

NAME: Justin Franzose     

EMAIL: justin.franzose@maine.gov TELEPHONE: 207-624-7337 

VENDOR CONTACT: The vendor contact person will help consumers place orders, inquire about 
orders that have not been delivered, all shipping issues, quality issues and any issues pertaining to the 
Master Agreement (MA) contract. All orders not submitted through a Delivery Order will be sent through 
the vendor contact person. The vendor contact person for this MA is: 

NAME: Carol Harting   

EMAIL: carol.harting@wwt.com TELEPHONE: 314-995-6103 

ADDRESS: 1 World Wide Way   

CITY: St. Louis    STATE: MO  ZIP CODE: 63146  

Any changes to the individuals identified above may be changed at any time through written notice by 
either party. 
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TABLE OF RIDERS 

The following riders are hereby incorporated into this Contract and made part of it by 
reference.  
☒ Rider A – Specifications of Work to be Performed 

☒ Rider B-IT – Payment and Other Provisions 

☒ Rider C - Exceptions 

☒ Rider G - Debarment, Performance, and Non-Collusion Certification 

☒ ATTACHMENT C – Price Sheet 

☐ ATTACHMENT D – Participating Addendum 

☒ ATTACHMENT E – Master Agreement with Omnia Partners #R210407 
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RIDER A: SPECIFICATIONS OF WORK TO BE PERFORMED 

TABLE OF CONTENTS 

I. INTRODUCTION/OVERVIEW
II. CONTRACT PERIOD
III. AUTHORIZED USER
IV. ORDERIGN PROCEDURE
V. TECHNICAL REQUIREMENTS

I. INTRODUCTION/OVERVIEW:
The purpose of this master agreement (MA) is to procure technology solutions, products, and
services from World Wide Technology. This master agreement is subject to OMNIA Partners
contract #R210407, which is attached and hereby incorporated into this contract. All formal
price quotations and delivery orders will be subject to the prices, terms, and conditions of this
master agreement.

II. CONTRACT PERIOD:

Start: June 14th, 2024 through May 31st, 2025.

Following the initial term of the contract, This MA has an option to renew for two additional one-

year periods through May 31, 2026.
☒ Initial Term

☐ First Renewal
☐ Second Renewal

III. AUTHORIZED USER:

State of Maine departments authorized to utilize this MA contract:

All State of Maine Departments, Agencies

Municipalities, political subdivisions and school districts in Maine:
☐ Are NOT permitted to utilize this MA.

☒ Are permitted to utilize this MA as written.
☐ Are permitted to utilize this MA with the following conditions:
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Delivery Orders (DO) will be created in AdvantageME for all orders from State Agencies.  All 
DOs must include a quote for the commodities and/or services provided.  For a quote that 
includes implementation services, a project specific Statement of Work may be required to be 
attached to the Delivery Order (delete if not applicable). DO’s over $5,000 will be emailed to 
the vendor’s email address referenced on the MA as a .pdf file.  

Public school systems and/or municipalities will handle their own orders and will be 
responsible for all payments. 

V. TECHNICAL REQUIREMENTS:

A. ACCESSIBILITY: All IT products must be accessible to persons with disabilities and must
comply with State Accessibility Policy and Standards and the Americans with Disabilities
Act. All IT applications must comply with the Digital Accessibility Policy
(https://www.maine.gov/oit/sites/maine.gov.oit/files/inline-
files/DigitalAccessibilityPolicy.pdf).

B. STATE IT POLICIES: All IT products and services delivered as part of this Agreement must
conform to the State IT Policies, Standards, and Procedures
(https://www.maine.gov/oit/policies-standards) effective at the time this Agreement is
executed.

IV. ORDERING PROCEDURES:
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RIDER B-IT: METHOD OF PAYMENT AND OTHER PROVISIONS 

1. BENEFITS AND DEDUCTIONS: If the Provider is an individual, the Provider understands and
agrees that he/she is an independent contractor for whom no Federal or State Income Tax will be
deducted by the Department, and for whom no retirement benefits, survivor benefit insurance,
group life insurance, vacation and sick leave, and similar benefits available to State employees
will accrue. The Provider further understands that annual information returns, as required by the
Internal Revenue Code or State of Maine Income Tax Law, will be filed by the State Controller
with the Internal Revenue Service and the State of Maine Bureau of Revenue Services, copies of
which will be furnished to the Provider for his/her Income Tax records.

2. INDEPENDENT CAPACITY: In the performance of this Agreement, the Provider shall act in the
capacity of an independent contractor and not as an employee or agent of the State.

3. CHANGES IN THE WORK: The Department may order changes in the work, the Agreement
Amount being adjusted accordingly. Any monetary adjustment or any substantive change in the
work shall be in the form of an amendment signed by both parties and approved by the State
Purchases Review Committee. Said amendment must be effective prior to the execution of the
changed work.

4. SUBCONTRACTORS: The Provider may not enter into any subcontract for the work to be
performed under this Agreement without the express written consent of the Department. This
provision shall not apply to contracts of employment between the Provider and its employees.

The Provider is solely responsible for the performance of work under this Agreement. The
approval of the Department for the Provider to subcontract for work under this Agreement shall not
relieve the Provider in any way of its responsibility for performance of the work.

All Subcontractors shall be bound by the terms and conditions set forth in this Agreement. The
Provider shall give the State immediate notice in writing of any legal action or suit filed, and
prompt notice of any claim made against the Provider by any Subcontractor, which may result in
litigation related in any way to this Agreement, or which may affect the performance of duties
under this Agreement. The Provider shall indemnify and hold harmless the Department from and
against any such claim, loss, damage, or liability as set forth in Section 16, State held Harmless.

5. SUBLETTING, ASSIGNMENT OR TRANSFER: The Provider shall not sublet, sell, transfer,
assign, or otherwise dispose of this Agreement, or any portion thereof, or of its right, title, or
interest therein, without the written approval of the Department. Such approval shall not in any
case relieve the Provider of its responsibility for performance of work under this Agreement.

Page 8 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



6. EQUAL EMPLOYMENT OPPORTUNITY: During the performance of this Agreement, the
Provider certifies as follows: 

1. The Provider shall not discriminate against any employee or applicant for employment
relating to this Agreement because of race, color, religious creed, sex, national origin,
ancestry, age, physical or mental disability, or sexual orientation, unless related to a bona
fide occupational qualification. The Provider shall take affirmative action to ensure that
applicants are employed, and employees are treated during employment, without regard to
their race, color, religion, sex, age, national origin, physical or mental disability, or sexual
orientation.

Such action shall include but not be limited to the following: employment, upgrading,
demotions, or transfers; recruitment or recruitment advertising; layoffs or terminations; rates
of pay or other forms of compensation; and selection for training including apprenticeship.
The Provider agrees to post in conspicuous places, available to employees and applicants
for employment, notices setting forth the provisions of this nondiscrimination clause.

2. The Provider shall, in all solicitations or advertising for employees placed by, or on behalf of,
the Provider, relating to this Agreement, state that all qualified applicants shall receive
consideration for employment without regard to race, color, religious creed, sex, national
origin, ancestry, age, physical or mental disability, or sexual orientation.

3. The Provider shall send to each labor union, or representative of the workers, with which it
has a collective bargaining agreement, or other agreement or understanding, whereby it is
furnished with labor for the performance of this Agreement, a notice to be provided by the
contracting agency, advising the said labor union or workers' representative of the
Provider's commitment under this section, and shall post copies of the notice in conspicuous
places, available to employees and applicants for employment.

4. The Provider shall inform the contracting Department’s Equal Employment Opportunity
Coordinator of any discrimination complaints brought to an external regulatory body (Maine
Human Rights Commission, EEOC, Office of Civil Rights, etc.) against itself by any
individual, as well as any lawsuit regarding alleged discriminatory practice.

5. The Provider shall comply with all aspects of the Americans with Disabilities Act (ADA) in
employment, and in the provision of service, to include accessibility and reasonable
accommodations for employees and clients.

6. Contractors and Subcontractors with contracts in excess of $50,000 shall also pursue in
good faith affirmative action programs.

7. The Provider shall cause the foregoing provisions to be inserted in any subcontract for any
work covered by this Agreement so that such provisions shall be binding upon each
Subcontractor, provided that the foregoing provisions shall not apply to contracts or
subcontracts for standard commercial supplies or raw materials.

7. EMPLOYMENT AND PERSONNEL: The Provider shall not engage on a full-time, part-time or
other basis during the period of this Contract, any executive employee who participated in any
way in the solicitation, award or administration of this Agreement according to MRS Title 5 §18-A,
2 and in harmony with MRS Title 17 §3104. Any contract made in violation of these sections is
void.
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8. NO SOLICITATION: The Provider certifies that it has not employed or contracted with any 
company or person, other than for assistance with the normal study and preparation of a proposal, 
to solicit or secure this Agreement, and that it has not paid, or agreed to pay, any company or 
person, other than a bona fide employee working solely for the Provider, any fee, commission, 
percentage, brokerage fee, gifts, or any other consideration, contingent upon, or resulting from, 
the award of this Agreement.  For breach or violation of this provision, the Department shall have 
the right to terminate this Agreement without liability or, at its discretion, to otherwise recover the 
full amount of such fee, commission, percentage, brokerage fee, gift, or contingent fee. 

 
9. ACCOUNTING, RECORDS, AND AUDIT: 
 

1. The Provider shall maintain all books, documents, payrolls, papers, accounting records, and 
other evidence pertaining to this Agreement, including interim reports and working papers, 
and make such materials available at its offices at all reasonable times during the period of 
this Agreement, and for a period of five (5) years following termination or expiration of the 
Agreement.  If any litigation, claim or audit is started before the expiration of the 5-year 
period, the records must be retained until all litigation, claims or audit findings involving the 
agreement have been resolved. 

 
2. Unless the Department specifies in writing a shorter period of time, the Provider agrees to 

preserve and make available all documents and records pertaining to this Agreement for a 
period of five (5) years from the date of termination of this Agreement. 

 
3. Records involving matters in litigation shall be kept for one year following the termination of 

litigation, including all appeals. 
 

4. Authorized Federal and State representatives shall have access to, and the right to 
examine, all pertinent documents and records during the five-year post-Agreement period. 
During the five-year post-Agreement period, delivery of, and access to, all pertinent 
documents and records will be at no cost to the Department.  

 
5. The Provider shall be liable for any State or Federal audit exceptions, if applicable, that 

arise out of any action, inaction, or negligence by the Provider. In the event of an audit 
exception for which the Provider is liable, the Provider shall have thirty (30) days to remedy 
that exception.  If the Provider fails to remedy that exception within this time period, the 
Provider shall immediately return to the Department all payments made under this 
Agreement which have been disallowed in the audit exception.   

 
6. Authorized State and Federal representatives shall at all reasonable times have the right to 

enter the premises, or such other places, where duties under this Agreement are being 
performed, to inspect, monitor, or otherwise evaluate, the work being performed. All 
inspections and evaluations shall be performed in such a manner that will not compromise 
the work unreasonably. 

 
7. ACCESS TO PUBLIC RECORDS - As a condition of accepting a contract for services under 

this section, a contractor must agree to treat all records, other than proprietary information, 
relating to personal services work performed under the contract as public records under the 
freedom of access laws to the same extent as if the work were performed directly by the 
department or agency. For the purposes of this subsection, "proprietary information" means 
information that is a trade secret or commercial or financial information, the disclosure of 
which would impair the competitive position of the contractor and would make available 
information not otherwise publicly available. Information relating to wages and benefits of 
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the employees performing the personal services work under the contract and information 
concerning employee and contract oversight and accountability procedures and systems 
are not proprietary information.  The Provider shall maintain all books, documents, payrolls, 
papers, accounting records and other evidence pertaining to this Agreement and make such 
materials available at its offices at all reasonable times during the period of this Agreement 
and for such subsequent period as specified under Maine Uniform Accounting and Auditing 
Practices for Community Agencies (MAAP) rules.  The Provider shall allow inspection of 
pertinent documents by the Department or any authorized representative of the State of 
Maine or Federal Government, and shall furnish copies thereof, if requested.  This 
subsection applies to contracts, contract extensions and contract amendments executed on 
or after October 1, 2009. 

 
10. TERMINATION: The performance of work under this Agreement may be terminated by the 

Department in whole or in part, whenever, for any reason the Agreement Administrator shall 
determine that such termination is in the best interests of the Department. Any such termination 
shall be effected by the delivery to the Provider of a Notice of Termination specifying the extent to 
which the performance of work under this Agreement is terminated, and the date on which such 
termination becomes effective.  The Agreement shall be equitably adjusted to compensate for 
such termination and modified accordingly. 

 
Upon receipt of the Notice of Termination, the Provider shall: 

 
1. Stop work under this Agreement on the date and to the extent specified in the Notice of 

Termination; 
 

2. Take such action as may be necessary, or as the Agreement Administrator may direct, for 
the protection and preservation of the property, information, and data related to this 
Agreement, which is in the possession of the Provider, and in which the Department has, or 
may acquire, an interest; 

 
3. Terminate all orders to the extent that they relate to the performance of the work terminated 

by the Notice of Termination; 
 

4. Assign to the Department in the manner, and to the extent directed by the Agreement 
Administrator, all of the rights, titles, and interests of the Provider under the orders so 
terminated, in which case the Department shall have the right, at its discretion, to settle or 
pay any or all claims arising out of the termination of such orders; 

 
5. With the approval of the Agreement Administrator, settle all outstanding liabilities and 

claims, arising out of such termination of orders, the cost of which would be reimbursable in 
whole or in part, in accordance with the provisions of this Agreement; 

 
6. Transfer title to the Department (to the extent that title has not already been transferred) and 

deliver in the manner, at the times, and to the extent directed by the Agreement 
Administrator, equipment and products purchased pursuant to this Agreement, and all files, 
source code, data manuals, or other documentation, in any form, that relate to all the work 
completed, or in progress, prior to the Notice of Termination; 

 
7. Complete the performance of such part of the work as shall not have been terminated by 

the Notice of Termination; and 
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8. Proceed immediately with the performance of the preceding obligations, notwithstanding 
any delay in determining or adjusting the amount of any compensation under this section. 

  
Notwithstanding the above, nothing herein shall limit the right of the Department to pursue any 
other legal remedies against the Provider. 

 
11. GOVERNMENTAL REQUIREMENTS: The Provider shall comply with all applicable governmental 

ordinances, laws, and regulations. 
 
12. GOVERNING LAW: This Agreement shall be governed by, interpreted, and enforced in 

accordance with the laws, statutes, and regulations of the State of Maine, without regard to 
conflicts of law provisions. The provisions of the United Nations Convention on Contracts for the 
International Sale of Goods and of the Uniform Computer Information Transactions Act shall not 
apply to this Agreement. Any legal proceeding against the Department regarding this Agreement 
shall be brought in the State of Maine in a court of competent jurisdiction. 

 
13. STATE HELD HARMLESS: The Provider shall indemnify and hold harmless the Department and 

its officers, agents, and employees from and against any and all claims, liabilities, and costs, 
including reasonable attorney fees, for any or all injuries to persons or property or claims for 
money damages, including claims for violation of intellectual property rights, arising from the 
negligent acts or omissions of the Provider, its employees or agents, officers or Subcontractors in 
the performance of work under this Agreement; provided, however, the Provider shall not be liable 
for claims arising out of the negligent acts or omissions of the Department, or for actions taken in 
reasonable reliance on written instructions of the Department. 

 
14. LIMITATION OF LIABILITY: The Provider’s liability to the Department, for damages sustained by 

the Department, as the result of Provider’s default, or acts, or omissions, in the performance of 
work under this Agreement, whether such damages arise out of breach, negligence, 
misrepresentation, or otherwise, shall be the greater of any actual direct damages, up to the limits 
of the insurance required herein, or three times the value of the Product or Service that is the 
subject of this Agreement, up to a maximum of $25,000,000, but not less than $400,000. 

 
For instance, if this Agreement is valued at $15,000,000, then the Provider's liability is up to 
$25,000,000. But if this Agreement is valued at $100,000, then the Provider's liability is no greater 
than $400,000. 

 
Notwithstanding the above, Provider shall not be liable to the Department for any indirect or 
consequential damages not covered by any of the insurances required herein. 

 
15. NOTICE OF CLAIMS: The Provider shall give the Agreement Administrator immediate notice in 

writing of any legal action or suit filed related in any way to this Agreement, or which may affect 
the performance of duties under this Agreement, and prompt notice of any claim made against the 
Provider by any Subcontractor, which may result in litigation related in any way to this Agreement, 
or which may affect the performance of duties under this Agreement. 

 
16. APPROVAL: This Agreement must be approved by the State Controller and the State Purchases 

Review Committee before it can be considered a valid enforceable document. 
 
17. INSURANCE REQUIREMENTS: The Provider shall procure and maintain insurance against 

claims for injuries to persons, or damages to property, which may arise from, or in connection to, 
the fulfillment of this Agreement, by the Provider, its agents, representatives, employees, or 
Subcontractors. The insurance shall be secured by the Provider, at the Provider’s expense, and 
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maintained in force, at all times during the term of this Agreement, and, for any claims-made (as 
opposed to occurrence-based) policy(ies), for a period of not less than two (2) years thereafter. 

 
1. Minimum Coverage 

a) Errors & Omissions, or Professional Liability Insurance, or Insurance by any other 
name, covering the following: 

 
A. All acts, errors, omissions, negligence, infringement of intellectual property 

(except patent and trade secret) in an amount not less than $1,000,000 
per occurrence, and as an annual aggregate; 
 

B. Network security and privacy risks, including, but not limited to, 
unauthorized access, failure of security, breach of privacy, wrongful 
disclosure, collection, or other negligence in the handling of confidential 
information, related regulatory defense, and penalties in an amount not 
less than $1,000,000 per occurrence, and as an annual aggregate;  

 
C. Data breach expenses, in an amount not less than (see NOTE below and 

insert the appropriate limit based upon the number of Personally 
Identifiable Information records) $(Amount will vary and will be equivalent to 
the total cost of the given purchase order), and payable, whether incurred by 
the Department or the Provider; for and on behalf of the Department, 
including, but not limited to:  
C.1)   Consumer notification, whether or not required by law;  
C.2)   Forensic investigations; 
C.3)   Public relations and crisis management fees; and 
C.4)   Credit or identity monitoring, or similar remediation services. 

 
The policy shall affirm coverage for contingent bodily injury and property 
damage arising from the failure of the Provider’s technology services, or an 
error, or omission, in the content of, and information from, the Provider. If a sub-
limit applies to any element of the coverage, the certificate of insurance must 
specify the coverage section and the amount of the sub-limit.  
 
NOTE: Personally Identifiable Information (PII) is information that can be used 
to identify a single person, such as name, social security number, date and 
place of birth, mother's maiden name, driver's license, biometrics, etc. Maine 
State law also has a more specific definition in 10 M.R.S. §1347(6). 
The Data Breach component of the Insurance (per occurrence) is pegged to the 
number of PII records that are the subject of this Agreement. 
 

Number of PII Records Insurance per 
Occurrence 

1 through 3,000 $400,000 
3,001 through 100,000 $1,000,000 
100,001 through 1,000,000 $5,000,000 
Greater than 1,000,000 $10,000,000 

 
b)  Workers’ Compensation and employer’s liability, as required by law; 
c)  Property (including contents coverage for all records maintained pursuant to this 

Agreement): $1,000,000 per occurrence; 
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d)  Automotive Liability of not less than $400,000 per occurrence single limit if the Provider 
will use vehicles to fulfill the contract; 

e)  Crime, in an amount not less than $(Amount will vary and will be equivalent to the total cost 
of the given purchase order), (The total monetary amount potentially at risk due to this 
contract; or Cash Currency and Negotiable Securities actually entrusted to this 
Provider); and 

f)  Business Interruption, in an amount that would allow the Provider to maintain operations 
in the event of a Property loss. 
 

2. Other Provisions - Unless explicitly waived by the Department, the insurance policies shall 
contain, or be endorsed to contain, the following provisions: 
a) The Provider’s insurance coverage shall be the primary and contributory. Any insurance 

or self-insurance maintained by the Department for its officers, agents, and employees 
shall be in excess of the Provider's insurance and shall not contribute to it. 

b) The Provider's insurance shall apply separately to each insured against whom claim is 
made or suit is brought, except with respect to the limits of the insurer's liability. 

c) The Provider shall furnish the Department with certificates of insurance, and with those 
endorsements, if any, affecting coverage, required by these Insurance Requirements. 
The certificates and endorsements for each insurance policy are to be signed by a 
person authorized by the insurer to bind coverage on its behalf. All certificates and 
endorsements are to be received and approved by the Department before this 
Agreement commences. The Department reserves the right to require complete, 
certified copies of all required insurance policies at any time. 

d) All policies should contain a revised cancellation clause allowing thirty (30) days notice 
to the Department in the event of cancellation for any reason, including nonpayment. 

e) The Department will not grant the Provider, or any sub-contractor of the Provider, 
“Additional Insured” status and the Department will not grant any Provider a “Waiver of 
Subrogation”.  

 
18. NON-APPROPRIATION: Notwithstanding any other provision of this Agreement, if the 

Department does not receive sufficient funds to pay for the work to be performed under this 
Agreement, if funds are de-appropriated, or if the State does not receive legal authority to expend 
funds from the Maine State Legislature or Maine courts, or the federal government (if applicable), 
then the State is not obligated to make payment under this Agreement.    

 
19. SEVERABILITY: The invalidity or unenforceability of any particular provision, or part thereof, of 

this Agreement shall not affect the remainder of said provision, or any other provisions, and this 
Agreement shall be construed in all respects as if such invalid or unenforceable provision or part 
thereof had been omitted. 

 
20. INTEGRATION: In the event of a conflict between the documents comprising this Agreement, the 

Order of Precedence shall be:  
  Rider C Exceptions  
  Rider B-IT Terms and Conditions 
  Rider A Scope of Work 
  Rider G Debarment, Performance, and Non-Collusion Certification 
ATTACHMENT A:  Price Sheet   
ATTACHMENT B: OMNIA Participating Addendum     
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  ATTACHMENT C:  Master Agreement with OMNIA Partners #R210407  

21. FORCE MAJEURE: Either party  may be excused from the performance of an obligation under 
this Agreement in the event that performance of that obligation by a party is prevented by an act of 
God, act of war, riot, fire, explosion, flood, or other catastrophe, sabotage, severe shortage of fuel, 
power or raw materials, change in law, court order, national defense requirement, strike or labor 
dispute, provided that any such event, and the delay caused thereby, is beyond the control of, and 
could not reasonably be avoided by that party. Upon the occurrence of an event of force majeure, 
the time period for performance of the obligation excused under this section shall be extended by 
the period of the excused delay, together with a reasonable period, to reinstate compliance with 
the terms of this Agreement. 

 
22. SET-OFF RIGHTS: The State shall have all of its common law, equitable, and statutory rights of 

set-off. These rights shall include, but not be limited to, the State’s option to withhold for the 
purposes of set-off any monies due to the Provider under this Agreement, up to any amounts due 
and owing to the State with regard to this Agreement, any other Agreement  with any State 
department or agency, including any Agreement for a term commencing prior to the term of this 
Agreement, plus any amounts due and owing to the State for any other reason including, without 
limitation, tax delinquencies, fee delinquencies, or monetary penalties relative thereto. The State 
shall exercise its set-off rights in accordance with normal State practices including, in cases of set-
off pursuant to an audit, the finalization of such audit by the State agency, its representatives, or 
the State Controller. 

 
23. INTERPRETATION OF THE AGREEMENT: 
 

1. Reliance on Policy Determinations - The Department shall determine all program policy. The 
Provider may, from time to time, request the Department to make policy determinations, or 
to issue operating guidelines required for the proper performance of this Agreement, and 
the Agreement Administrator shall respond in writing in a timely manner. The Provider shall 
be entitled to rely upon, and act in accordance with, such written policy determinations and 
operating guidelines, unless subsequently amended, modified, or changed in writing by the 
Department, and shall incur no liability in doing so unless the Provider acts negligently, 
maliciously, fraudulently, or in bad faith. Nothing contained in this Agreement, or in any 
agreement, determination, operating guideline, or other communication from the 
Department shall relieve the Provider of its obligation to keep itself informed of applicable 
State and Federal laws, regulations, policies, procedure, and guidelines, to be in complete 
compliance and conformity therewith. 
 

2. Titles Not Controlling - Titles of sections and paragraphs used in this Agreement are for the 
purpose of facilitating ease of reference only and shall not be construed to imply a 
contractual construction of the language. 

 
3. No Rule of Construction - This is a negotiated Agreement and no rule of construction shall 

apply that construes ambiguous or unclear language in favor of or against any party. 
 
24. PERIOD OF WORK: Work under this Agreement shall begin no sooner than the date on which 

this Agreement has been fully executed by the parties and approved by the Controller and the 
State Purchases Review Committee. Unless terminated earlier, this Agreement shall expire on the 
date set out on the first page of this Agreement, or at the completion and acceptance of all 
specified tasks, and delivery of all contracted products and services as defined in this Agreement, 
including performance of any warranty and/or maintenance agreements, whichever is the later 
date. 
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25. NOTICES: All notices under this Agreement shall be deemed duly given: 1) upon delivery, if
delivered by hand against receipt, or 2) five (5) business days following posting, if sent by
registered or certified mail, return receipt requested. Either party may change its address for
notification purposes by giving written notice of the change and setting forth the new address and
an effective date.

26. ADVERTISING AND PUBLICATIONS: The Provider shall not publish any statement, news
release, or advertisement pertaining to this Agreement without the prior written approval of the
Agreement Administrator. Should this Agreement be funded, in whole or in part, by Federal funds,
then in compliance with the Steven’s Amendment, it will be clearly stated when issuing
statements, press releases, requests for proposals, bid solicitations, and other documents: (1) the
percentage of the total cost that was financed with Federal moneys; and (2) the dollar amount of
Federal funds.

27. CONFLICT OF INTEREST: The Provider certifies that it presently has no interest and shall not
acquire any interest which would conflict in any manner or degree with the performance of its
services hereunder. The Provider further certifies that in the performance of this Agreement, no
person having any such known interests shall be employed.

28. LOBBYING:

1. Public Funds - No Federal or State-appropriated funds shall be expended by the Provider
for influencing, or attempting to influence, an officer or employee of any agency, a member
of Congress or State Legislature, an officer or employee of Congress or State Legislature,
or an employee of a member of Congress or State Legislature, in connection with any of the
following covered actions: the awarding of any agreement; the making of any grant; the
entering into of any cooperative agreement; or the extension, continuation, renewal,
amendment, or modification of any agreement, grant, or cooperative agreement.  Signing
this Agreement fulfills the requirement that Providers receiving over $100,000 in Federal or
State funds file with the Department on this provision.

2. Federal Certification - Section 1352 of Title 31 of the US Code requires that funds
appropriated to a Federal agency be subject to a requirement that any Federal Provider or
grantee (such as the Department) certifies that no Federal funds will be used to lobby or
influence a Federal officer or member of Congress.

The certification the Department has been required to sign provides that the language of
this certification shall be included in the award documents for all sub-awards at all tiers
(including sub-agreements, sub-grants, and contracts under grants, loans, and cooperative
agreements) and that all sub-recipients shall verify and disclose accordingly.  The
certification also requires the completion of Federal lobbying reports and the imposition of a
civil penalty of $10,000 to $100,000 for failing to make a required report. As a sub-recipient,
the Provider understands and agrees to the Federal requirements for certification and
disclosure.

3. Other Funds - If any non-Federal or State funds have been or will be paid to any person in
connection with any of the covered actions in this section, the Provider shall complete and
submit a “Disclosure of Lobbying Activities” form to the Department.

29. PROVIDER PERSONNEL:
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1. The parties recognize that the primary value of the Provider to the Department derives
directly from its Key Personnel assigned in the performance of this Agreement.  Key
Personnel are deemed to be those individuals whose résumés were offered by the Provider
in the Proposal. Therefore, the parties agree that said Key Personnel shall be assigned in
accordance with the time frames in the most recent mutually agreed upon project schedule
and work plan, and that no re-deployment or replacement of any Key Personnel may be
made without the prior written consent of the Agreement Administrator. Replacement of
such personnel, if approved, shall be with personnel of equal or greater abilities and
qualifications.

2. The Department shall retain the right to reject any of the Provider's employees whose
abilities and qualifications, in the Department's judgment, are not appropriate for the
performance of this Agreement.  In considering the Provider's employees' abilities and
qualifications, the Department shall act reasonably and in good faith.

3. During the course of this Agreement, the Department reserves the right to require the
Provider to reassign or otherwise remove any of its employees found unacceptable by the
Department. In considering the Provider's employees' acceptability, the Department shall
act reasonably and in good faith.

4. In signing this Agreement, the Provider certifies to the best of its knowledge and belief that
it, and all persons associated with this Agreement, including any Subcontractors, including
persons or corporations who have critical influence on or control over this Agreement, are
not presently debarred, suspended, proposed for debarment, declared ineligible, or
voluntarily excluded from participation by any Federal or State department or agency.

5. During the course of this Agreement, the Department reserves the right to require a
background check on any of the Provider’s personnel (employees and Subcontractors) that
are in any way involved in the performance of this Agreement.

30. STATE PROPERTY: The Provider shall be responsible for the proper custody and care of any
Department or State-owned property furnished for the Provider's use in connection with the
performance of this Agreement, and the Provider will reimburse the Department for its loss or
damage, normal wear and tear excepted.

31. PATENT, COPYRIGHT, AND OTHER PROPRIETARY RIGHTS:

1. The Provider certifies that all services, equipment, software, supplies, and any other
products provided under this Agreement do not, and will not, infringe upon or violate any
patent, copyright, trade secret, or any other proprietary right of any third party. In the event
of any claim by a third party against the Department, the Department shall promptly notify
the Provider and the Provider, at its expense, shall defend, indemnify, and hold harmless
the Department against any loss, cost, expense, or liability arising out of such claim,
including reasonable attorney fees.

2. The Provider may not publish or copyright any data without the prior approval of the
Department. The State and the Federal Government, if applicable, shall have the right to
publish, duplicate, use, and disclose all such data in any manner, and for any purpose
whatsoever, and may authorize others to do so.

32. PRODUCT WARRANTY: The Provider expressly warrants its products and services for one full
year from their final written acceptance by the Department. The responsibility of the Provider with
respect to this warranty is limited to correcting deficiencies in any deliverable using all the
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diligence and dispatch at its command, at no additional cost to the Department. The Provider is 
also responsible for correcting and/or updating any documentation affected by any operational 
support performed under this warranty provision. 

33. OPPORTUNITY TO CURE: The Agreement Administrator may notify the Provider in writing about
the Department’s concerns regarding the quality or timeliness of a deliverable. Within five (5)
business days of receipt of such a notice, the Provider shall submit a corrective action plan, which
may include the commitment of additional Provider resources, to remedy the deliverable to the
satisfaction of the Agreement Administrator, without affecting other project schedules. The
Department's exercise of its rights under this provision shall not be construed as a waiver of the
Department's right to terminate this Agreement  pursuant to Section 13, Termination.

34. COVER: If, in the reasonable judgment of the Agreement Administrator, a breach or default by the
Provider is not so substantial as to require termination, and reasonable efforts to induce the
Provider to cure the breach or default are unavailing, and the breach or default is capable of being
cured by the Department or by another contractor without unduly interfering with the continued
performance by the Provider, then the Department may provide or procure the services necessary
to cure the breach or default, in which event the Department shall withhold from future payments
to the Provider the reasonable costs of such services.

35. CONFIDENTIALITY:

1. All materials and information given to the Provider by the Department, or acquired by the
Provider on behalf of the Department, whether in verbal, written, electronic, or any other
format, shall be regarded as confidential information.

2. In conformance with applicable Federal and State statutes, regulations, and ethical
standards, the Provider and the Department shall take all necessary steps to protect
confidential information regarding all persons served by the Department, including the
proper care, custody, use, and preservation of records, papers, files, communications, and
any such items that may reveal confidential information about persons served by the
Department, or whose information is utilized in order to accomplish the purposes of this
Agreement.

3. In the event of a breach of this confidentiality provision, the Provider shall notify the
Agreement Administrator immediately.

4. The Provider shall comply with the Maine Public Law, Title 10, Chapter 210-B (Notice of
Risk to Personal Data Act).

36. OWNERSHIP:

1. All data (including Geographical Information Systems data), notebooks, plans, working
papers and other works produced, and equipment and products purchased in the
performance of this Agreement are the property of the Department, or the joint property of
the Department and the Federal Government, if Federal funds are involved. The State (and
the Federal Government, if Federal funds are involved) shall have unlimited rights to use,
disclose, duplicate, or publish for any purpose whatsoever all information and data
developed, derived, documented, or furnished by the Provider under this Agreement, or
equipment and products purchased pursuant to this Agreement. The Provider shall furnish
such information and data, upon the request of the Department, in accordance with
applicable Federal and State laws.
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2. Upon termination of this Agreement for any reason, or upon request of the Department, the
Provider agrees to convey to the Department good titles to purchased items free and clear
of all liens, pledges, mortgages, encumbrances, or other security interests.

37. CUSTOM SOFTWARE: For all custom software furnished by the Provider as part of this
agreement, the following terms and conditions shall apply:

1. The Department shall own all custom software. The Department shall grant all appropriate
Federal and State agencies a royalty-free, non-exclusive, and irrevocable license to
reproduce, modify, publish, or otherwise use, and to authorize others to do so, all custom
software. Such custom software shall include, but not be limited to, all source, object and
executable code, operating system instructions for execution, data files, user and
operational/administrative documentation, and all associated administrative, maintenance,
and test software that are relevant to this Agreement.

2. A fundamental obligation of the Provider is the delivery to the Department of all ownership
rights to the complete system, free of any claim or retention of rights thereto by the Provider.
The Provider acknowledges that this system shall henceforth remain the sole and exclusive
property of the Department, and the Provider shall not use or describe such software and
materials without the written permission of the Department. This obligation to transfer all
ownership rights to the Department on the part of the Provider is not subject to any limitation
in any respect.

38. OFF-THE-SHELF (OTS) SOFTWARE: For all OTS software purchased by the Provider as part of
this Agreement, the following terms and conditions shall apply.

1. This Agreement grants to the Department a non-exclusive and non-transferable license to
use the OTS software and related documentation for its business purposes. The
Department agrees that the Provider may, at its own expense, periodically inspect the
computer site in order to audit the OTS software supplied by the Provider, installed at the
Department’s site, at mutually agreed upon times. In the event that a separate license
agreement accompanies the OTS software, then the terms of that separate license
agreement supersede the above license granted for that OTS software.

2. This Agreement does not transfer to the Department the title to any intellectual property
contained in any OTS software. The Department will not decompile or disassemble any
OTS software provided under this Agreement, or modify any OTS software that bears the
copyright notice of a third party.  The Department will make and maintain no more than one
archival copy (for back-up purpose) of each OTS software, and each copy will contain all
legends and notices, and will be subject to the same conditions and restrictions as the
original.

3. If the CPU on which any OTS software is licensed becomes temporarily unavailable, use of
such OTS software may be temporarily transferred to an alternative CPU until the original
CPU becomes available.

39. SOFTWARE AS SERVICE: When the software is fully owned, hosted, and operated by the
Provider, and the Department uses said software remotely over the Internet, the following terms
and conditions shall apply:
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1. The Provider, as depositor, shall enter into an escrow contract, upon terms acceptable to 
the Department, with a recognized software Escrow Agent. The escrow contract must 
provide for the Department to be an additional party/beneficiary. The Provider shall deposit 
with the Escrow Agent the software, all relevant documentation, and all of the Department’s 
data, and all updates thereof (the “Deposit Materials”), in electronic format. Deposits will 
occur no less frequently than once a month. 

2. The escrow contract shall provide for the retention, administration, and controlled access of 
the Deposit Materials, and the release of the Deposit Materials to the Department, upon 
receipt of a joint written instruction from the Department and the Provider, or upon receipt of 
written notice from the Department that: 

a) The Provider has failed to carry out its obligations set forth in the this Agreement; or 

b)  A final, non-appealable judicial determination that the Provider has failed to continue 
to do business in the ordinary course; or 

c)  The Provider has filed a voluntary petition in bankruptcy, or any voluntary proceeding 
relating to insolvency, receivership, liquidation, or composition for the benefit of 
creditors, or becomes subject to an involuntary petition in bankruptcy, which petition or 
proceeding is not dismissed or unstayed within sixty (60) days from the date of filing; or 

d) The Provider is in material breach of its maintenance and support obligations and has 
failed to cure such breach within thirty (30) days from the date of receipt by the Provider 
of written notice of such breach; or 

e) A condition has occurred that materially and adversely impacts the Provider’s ability 
to support the software and the Provider has failed to cure such condition within thirty 
(30) days from the date of receipt by the Provider of written notice of such condition. 

3. The Provider is responsible for all fees to be paid to the Escrow Agent. 

4. The Escrow Agent may resign by providing advance written notice to both the Department 
and the Provider at least thirty (30) calendar days prior to the date of resignation. In such an 
event, it is the obligation of the Provider to establish a new escrow account with a new 
Escrow Agent. 

40. PRICE PROTECTION: 
  

1. The Provider shall ensure that all prices, terms, and warranties included in this Agreement 
are comparable to, or better than, the equivalent terms being offered by the Provider to any 
present customer meeting the same qualifications or requirements as the Department. If, 
during the term of this Agreement, the Provider enters into agreement(s) that provide more 
favorable terms to other comparable customer(s), the Provider shall provide the same terms 
to the Department. 

 
2. If Federal funding is used for the acquisition of products and/or services under this 

Agreement, interest cannot be paid under any installment purchase or lease-purchase 
agreement entered into as a part of this Agreement. 

 
41. ENTIRE AGREEMENT: This document contains the entire Agreement of the parties, and neither 

party shall be bound by any statement or representation not contained herein. No waiver shall be 
deemed to have been made by any of the parties unless expressed in writing and signed by the 
waiving party. The parties expressly agree that they shall not assert in any action relating to this 
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Agreement that any implied waiver occurred between the parties which is not expressed in writing. 
The failure of any party to insist in any one or more instances upon strict performance of any of 
the terms or provisions of this Agreement, or to exercise an option or election under this 
Agreement, shall not be construed as a waiver or relinquishment for the future of such terms, 
provisions, option, or election, but the same shall continue in full force and effect. Use of one 
remedy shall not waive the Department’s right to use other remedies. Failure of the Department to 
use a particular remedy for any breach shall not be deemed as a waiver for any subsequent 
breach. No waiver by any party of any one or more of its rights or remedies under this Agreement 
shall be deemed to be a waiver of any prior or subsequent rights or remedies under this 
Agreement. 
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RIDER C: EXCEPTION TO RIDER B-IT 
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Rider C 

1. Notwithstanding anything to the contrary in the agreement (including Sections 31, 32,
38, 39 of Rider B-IT), with respect to third-party original equipment manufacturer
(“OEM”) products sold by Contractor hereunder, Contractor’s sole obligation with
respect to warranties shall be to pass through to the Division the applicable OEM
warranty for such product.  Purchases OEM product hereunder shall be subject to
the applicable OEM’s end use terms, as provided by such OEM. Section 39 of Rider
B-IT shall not apply to the sale of OEM Products, though such obligations may be
provided for by the OEM in such OEM’s applicable OEM’s end use terms.

2. Section 14 of Rider B-IT is amended and restated as follows:

“LIMITATION OF LIABILITY: The Provider’s liability to the Department, for damages
sustained by the Department, as the result of Provider’s default, or acts, or omissions, in
the performance of work under this Agreement, whether such damages arise out of
breach, negligence, misrepresentation, or otherwise, shall be three times the value of the
Product or Service that is the subject of this Agreement, up to a maximum of
$25,000,000, but not less than $400,000.

For instance, if this Agreement is valued at $15,000,000, then the Provider's liability is up
to $25,000,000. But if this Agreement is valued at $100,000, then the Provider's liability
is no greater than $400,000.

Notwithstanding the above, Provider shall not be liable to the Department for any indirect
or consequential damages not covered by any of the insurances required herein.”

3. Section 17(2)(c) of Rider B-IT is amended and restated as follows:

“c) The Provider shall furnish the Department with certificates of insurance, and with
those endorsements, if any, affecting coverage, required by these Insurance
Requirements. The certificates and endorsements for each insurance policy are to be
signed by a person authorized by the insurer to bind coverage on its behalf. All
certificates and endorsements are to be received and approved by the Department before
this Agreement commences.”

4. Section 29(1) of Rider B-IT is amended and restated as follows:

“The parties recognize that the primary value of the Provider to the Department derives
directly from its Key Personnel assigned in the performance of this Agreement. Key
Personnel are deemed to be those individuals whose résumés were offered by the
Provider in the Proposal. Therefore, the parties agree that said Key Personnel shall be
assigned in accordance with the time frames in the most recent mutually agreed upon
project schedule and work plan, and that no re-deployment or replacement of any Key
Personnel may be made without the prior written notice to the Agreement Administrator.
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Replacement of such personnel, if approved, shall be with personnel of equal or greater 
abilities and qualifications.” 

5. Section 40(1) of Rider B-IT is amended and restated as follows:

“The Provider shall ensure that all prices, terms, and warranties included in this Agreement
are reasonably comparable to the equivalent terms being offered by the Provider to any
present state or local governmental customer meeting the same qualifications or
requirements as the Department for Agreements of the same size and scope. If, during the
term of this Agreement, the Provider enters into agreement(s) of the same size and scope
with state or local governmental customers that are not reasonably comparable to such
terms, the Provider shall provide the same reasonably comparable terms to the
Department.”
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By signing this document, I certify to the best of my knowledge and belief that the aforementioned 
organization, its principals, and any subcontractors named in this proposal: 

a. Are not presently debarred, suspended, proposed for debarment, and declared ineligible or
voluntarily excluded from bidding or working on contracts issued by any governmental
agency.

b. Have not within three years of submitting the proposal for this contract been convicted of or
had a civil judgment rendered against them for:

i. fraud or a criminal offense in connection with obtaining, attempting to obtain, or
performing a federal, state or local government transaction or contract.

ii. violating Federal or State antitrust statutes or committing embezzlement, theft,
forgery, bribery, falsification or destruction of records, making false statements, or
receiving stolen property;

iii. are not presently indicted for or otherwise criminally or civilly charged by a
governmental entity (Federal, State or Local) with commission of any of the offenses
enumerated in paragraph (b) of this certification; and

iv. have not within a three (3) year period preceding this proposal had one or more
federal, state or local government transactions terminated for cause or default.

c. Have not entered into a prior understanding, agreement, or connection with any
corporation, firm, or person submitting a response for the same materials, supplies,
equipment, or services and this proposal is in all respects fair and without collusion or
fraud. The above-mentioned entities understand and agree that collusive bidding is a
violation of state and federal law and can result in fines, prison sentences, and civil damage
awards.

• Failure to provide this certification may result in the disqualification of the Bidder’s
proposal, at the discretion of the Department.

To the best of my knowledge all information provided in the enclosed proposal, both programmatic 
and financial, is complete and accurate at the time of submission. 

Name: Title: 

Authorized Signature: Date: 

RIDER G: Debarment, Performance, and Non-Collusion Certification 

Page 25 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5

VP Public Sector

6/14/2024

Gregory Brush



 

 

  

ATTACHMENT A: PRICE SHEET 
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2.0 Products/Pricing 

Product Price List 

i. Offerors shall provide pricing based on a discount from a manufacturer’s price list or catalog, or 
fixed price, or a combination of both with indefinite quantities. Prices listed will be used to 
establish the extent of a manufacturer’s product lines, services, warranties, etc. that are 
available from Offeror and the pricing per item. Multiple percentage discounts are acceptable 
if, where different percentage discounts apply, they different percentages are specified. 
Additional pricing and/or discounts may be included. Products and services proposed are to be 
priced separately with all ineligible items identified. Offerors may elect to limit their proposals 
to any category or categories. 

WWT is offering a variety of Manufacturers which fall into the 6 Categories posed in the RFP, 1. Computer 
Systems, 2. Monitors, 3. Network Equipment, 4. Services, 5. Peripherals, 6. Software and Licensing. We 
have displayed the pricing by OEM and product category in the below listed chart. Additionally, as a Value- 
Add WWT is offering all other OEM’s available at a 2% Discount off List. 

WWT will be offering the following product and services pricing, which is a fixed discount percentage off 
Manufacturers List prices (MSRP). 

 

Palo Alto Networks Discount off List 

Hardware 20% 

Subscriptions 15% 

Support 10% 

RedLock, Twistlock & Demisto 5% 

Labor / Professional Services 0% 

Cisco Discount off List 

Hardware and Software (on premise) 35% 

Cloud Services 10% 

Service Packages (i.e., Maintenance, etc.) 10% 

Training 0% 

Non-SOW Cisco Services (i.e. Advanced, etc.) 0% 

Netapp Discount off List 

Hardware 16.50% 

Services/Subscriptions 16.50% 
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Pure Storage Discount off List 

Hardware 41% 

Services/Subscriptions 13% 

Planar Discount off List 

LED Video Wall 10% 

LCD Video Wall 10% 

Large Format 10% 

Transparent OLED 10% 

Desktop & Touch 5% 

Rear Projection Wall Video 10% 

Media Player 10% 

Software Players 10% 

IR Prognosis Discount off List 

Subscription Software 15% 

Services 0% 

Stress Test Services 5% 

ISI Discount off List 

Subscription 1 yr 10% 

Subscription 3 yr 12% 

Subscription 5 yr 14% 

Cinnemassive Discount off List 

Core Product 5% 

Core Services 5% 

Additional OEM’s Discount off List 

All other OEM’s available from WWT 2% 
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Additionally, WWT is offering the following categories for Professional and Integration Services. WWT 
reserves the right to review and evaluate labor and integration rates on an annual basis for price 
adjustments. 

 

WWT NAIC Rates for Staging, Configuration, Imaging, Asset tagging and Testing 

Service Per Device Cost 

NAIC Integration Base charge for Laptop, PC, Tablets (Up to first 20 devices) $127.45 

NAIC Integration Add-On charge for Laptop, PC, Tablets (additional devices when purchased 
with the first 20) 

 
$43.55 

NAIC Integration Base charge for Smart Devices (Access Point, IP Phone, Smartphone, Printer, 
IOT) (Up to first 20 devices) 

 
$110.30 

NAIC Integration Add-on charge for Smart Devices (Access Point, IP Phone, Smartphone, 
Printer, IOT) (additional devices when purchased with the first 20) 

 
$26.45 

NAIC Integration Base charge for UPS, Router, Switch, Server, Appliance, Storage Up to 9RU 
per Device (Up to first 10 devices) 

 
$366.40 

NAIC Integration Add-on charge for UPS, Router, Switch, Server, Appliance, Storage Up to 9RU 
per Device (additional devices when purchased with the first 10) 

 
$198.80 

NAIC Integration Base charge for UPS, Router, Switch, Server, Appliance, Storage 10RU+ per 
Device (Up to first 5 devices) 

 
$627.00 

NAIC Integration Add-on charge for UPS, Router, Switch, Server, Appliance, Storage 10RU+ per 
Device (additional devices when purchased with the first 5) 

 
$291.60 
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ATTACHMENT C: MASTER AGREEMENT WITH STATE OF TEXAS 
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Region 4 ESC 
Contract # R210407 

for 

Technology Solutions, Products, and Services 

with 

 
World Wide Technology 

 

Effective: June 1, 2021 

  

Page 31 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



The following documents comprise the executed contract between the 
Region 4 Education Service Center and World Wide Technology, effective 
June 1, 2021: 

I. Appendix A; Supplier Contract 
II. Offer & Contract Signature Form 
III. Supplier’s Response to the RFP, incorporated by reference 
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Receipt of Addendum No. 1 Acknowledgement 
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Appendix A
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April 27, 2021
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Region 4 Education Service Center 
Technology Solutions, Products and Services 

Solicitation Number 21-04 
January 19, 2021 

Appendix A – Draft Contract Page | 17 

Offer and Contract Signature Form (Appendix A) 

R210407

June 1, 2021 May 31, 2024

Margaret S. Bass

Linda Tinnerman

4/27/2021

4/27/2021
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Appendix B – Terms and Conditions Acceptance Form 
APPENDIX B 

TERMS & CONDITIONS ACCEPTANCE FORM 

Signature on the Offer and Contract Signature form certifies complete acceptance of the terms and 
conditions in this solicitation and draft Contract except as noted below with proposed substitute language 
(additional pages may be attached, if necessary). The provisions of the RFP cannot be modified without 
the express written approval of Region 4 ESC. If a proposal is returned with modifications to the draft 
Contract provisions that are not expressly approved in writing by Region 4 ESC, the Contract provisions 
contained in the RFP shall prevail. 

Check one of the following responses: 

☐ Offeror takes no exceptions to the terms and conditions of the RFP and draft Contract.

(Note: If none are listed below, it is understood that no exceptions/deviations are taken.)

☒ Offeror takes the following exceptions to the RFP and draft Contract. All exceptions must be clearly
explained, reference the corresponding term to which Offeror is taking exception and clearly state any
proposed modified language, proposed additional terms to the RFP and draft Contract must be included:

(Note: Unacceptable exceptions may remove Offeror’s proposal from consideration for award. Region 4 
ESC shall be the sole judge on the acceptance of exceptions and modifications and the decision shall be 
final.) 

If an offer is made with modifications to the contract provisions that are not expressly approved in writing, 
the contract provisions contained in the RFP shall prevail.) 

Section/Page Term, Condition, or 
Specification 

Exception/Proposed Modification Accepted 
(For Region 4 

ESC’s use) 
APPENDIX A 
DRAFT CONTRACT 
Page 16 

11) TERMINATION OF
CONTRACT, a) Cancellation
for Non-Performance or
Contractor Deficiency

Upon receipt of a written deficiency notice, 
Contractor shall have thirty (30) days to provide a 
satisfactory response to Region 4 ESC. 

APPENDIX A 
DRAFT CONTRACT 
Page 17 

11) TERMINATION OF
CONTRACT, b) Termination
for Cause

If, for any reason, Contractor materially fails to 
fulfill its obligation in a timely manner, or 
Contractor violates any of the covenants, 
agreements, or stipulations of this Contract Region 
4 ESC reserves the right to terminate the Contract 
upon thirty (30) days written notice and pursue all 
other applicable remedies afforded by law. 

APPENDIX A 
DRAFT CONTRACT 
Page 17 

11) TERMINATION OF
CONTRACT, d) Force Majeure 

The term Force Majeure as employed herein, shall 
mean acts of God, strikes, lockouts, or other 
industrial disturbances, act of public enemy, 
orders of any kind of government of the United 

  Accepted

Accepted

Accepted
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Section/Page Term, Condition, or 
Specification 

Exception/Proposed Modification Accepted 
(For Region 4 

ESC’s use) 
States or the State of Texas or any civil or military 
authority; insurrections; riots; outbreaks, 
quarantines, epidemics or pandemics; landslides; 
lighting; earthquake; fires; hurricanes; storms; 
floods; washouts; droughts; arrests; restraint of 
government and people; civil disturbances; 
explosions, breakage or accidents to machinery, 
pipelines or canals, or other causes not reasonably 
within the control of the party claiming such 
inability. 

APPENDIX A 
DRAFT CONTRACT 
Page 17 

11) TERMINATION OF
CONTRACT, e) Standard
Cancellation

Region 4 ESC may cancel this Contract in whole or 
in part by providing written notice. The 
cancellation will take effect 60 business days after 
the other party receives the notice of cancellation. 
After the 60th business day all work will cease 
following completion of final purchase order. 

APPENDIX A 
DRAFT CONTRACT 
Page 18 

17) Price Adjustments Contractor is a reseller of third-party products and 
services and sells pursuant to the manufacturer’s 
terms, conditions, and by way of a pre-negotiated 
discount (“Discount”) to the manufacturer’s 
suggested retail price (“MSRP”).  Contractor shall 
offer Region 4 ESC any published Discount during 
the Contract term. 

APPENDIX A 
DRAFT CONTRACT 
Page 18 

18) Audit Rights Upon thirty (30) days written notice, Region 4 ESC 
shall have the authority to conduct random annual 
audits of Contractor’s pricing at Region 4 ESC's sole 
cost and expense. Notwithstanding the foregoing, 
in the event that Region 4 ESC is made aware of 
any pricing being offered that is materially 
inconsistent with the pricing under this 
agreement, Region 4 ESC shall have the ability to 
conduct an extensive audit of Contractor’s pricing 
at Contractor’s sole cost and expense. 

 

APPENDIX A 
DRAFT CONTRACT 
Page 18 

22) Warranty Conditions All supplies, equipment and services shall include 
manufacturer's minimum standard warranty. 
Contractor will pass through to Region 4 ESC any 
warranty extended to Contractor by the 
manufacturer.  Contractor further warrants that 
the deliverables provided by Contractor 
professional services will be of the kind and quality 
designated in an applicable Statement of Work 
(“SOW”) and that the Contractor professional 
services will be performed in a professional and 

 

Accepted

Accepted

Accepted

Accepted
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Section/Page Term, Condition, or 
Specification 

Exception/Proposed Modification Accepted 
(For Region 4 

ESC’s use) 
workmanlike manner.  EXCEPT AS SET FORTH 
HEREIN OR IN AN APPLICABLE SOW, THE 
FOREGOING ARE THE SOLE AND EXCLUSIVE 
WARRANTIES GIVEN BY CONTRACTOR AND ARE IN 
LIEU OF AND EXCLUDE ALL OTHER EXPRESS OR 
IMPLIED WARRANTIES OR CONDITIONS ARISING 
BY OPERATION OF LAW OR OTHERWISE, 
INCLUDING WITHOUT LIMITATION, WARRANTIES 
OF MERCHANTABILITY, FITNESS FOR A 
PARTICULAR PURPOSE, AND NON-INFRINGEMENT.  
CONTRACTOR DOES NOT WARRANT THE RESULT 
OF ANY PROFESSIONAL SERVICE OR THAT THE 
PROFESSIONAL SERVICE WILL MEET REGION 4 
ESC’S REQUIREMENTS OR THAT ANY DELIVERABLE 
BE ERROR-FREE. 

APPENDIX A 
DRAFT CONTRACT 
Page 20 

30) Indemnity Contractor shall protect, indemnify, and hold 
harmless both Region 4 ESC and its administrators, 
employees and agents against all claims, damages, 
losses and expenses arising out of or resulting 
from any third party claims of death, personal 
injury or property damage resulting from the gross 
negligence or willful misconduct of the Contractor, 
Contractor employees or subcontractors in the 
preparation of the solicitation and the later 
execution of the Contract. Any litigation involving 
either Region 4 ESC, its administrators and 
employees and agents will be in Harris County, 
Texas.  In no event shall Contractor’s aggregate 
liability to Region 4 ESC under this Agreement or in 
any Statement of Work or Purchase Order issued 
hereunder exceed the total amount paid by Region 
4 ESC to Contractor for the products or services 
giving rise to the claim. SUBJECT TO THE 
FOREGOING LIMITATIONS, IN NO EVENT SHALL 
EITHER PARTY BE LIABLE TO ANY PERSON FOR 
LOST BUSINESS OR LOST PROFITS OR ANY 
INDIRECT, INCIDENTAL, SPECIAL, PUNITIVE OR 
CONSEQUENTIAL DAMAGES, HOWEVER ARISING, 
EVEN IF SUCH PARTY HAS BEEN ADVISED OF THE 
POSSIBILITY OF SUCH DAMAGES.  

Accepted
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2.0   Products/Pricing 
Product Price List 

i. Offerors shall provide pricing based on a discount from a manufacturer’s price list or catalog, or
fixed price, or a combination of both with indefinite quantities. Prices listed will be used to
establish the extent of a manufacturer’s product lines, services, warranties, etc. that are
available from Offeror and the pricing per item. Multiple percentage discounts are acceptable
if, where different percentage discounts apply, they different percentages are specified.
Additional pricing and/or discounts may be included. Products and services proposed are to be
priced separately with all ineligible items identified. Offerors may elect to limit their proposals
to any category or categories.

WWT is offering a variety of Manufacturers which fall into the 6 Categories posed in the RFP, 1. Computer 
Systems, 2. Monitors, 3. Network Equipment, 4. Services, 5. Peripherals, 6. Software and Licensing. We 
have displayed the pricing by OEM and product category in the below listed chart. Additionally, as a Value-
Add WWT is offering all other OEM’s available at a 2% Discount off List.  

WWT will be offering the following product and services pricing, which is a fixed discount percentage off 
Manufacturers List prices (MSRP). 

Palo Alto Networks Discount off List 

Hardware  20% 

Subscriptions 15% 

Support 10% 

RedLock, Twistlock & Demisto 5% 

Labor / Professional Services 0% 

Cisco Discount off List 

Hardware and Software (on premise) 35% 

Cloud Services 10% 

Service Packages (i.e., Maintenance, etc.) 10% 

Training 0% 

Non-SOW Cisco Services (i.e. Advanced, etc.) 0% 

Netapp Discount off List 

Hardware 16.50% 

Services/Subscriptions 16.50% 
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Pure Storage Discount off List 

Hardware 41% 

Services/Subscriptions 13% 

Planar Discount off List 

LED Video Wall 10% 

LCD Video Wall 10% 

Large Format 10% 

Transparent OLED 10% 

Desktop & Touch 5% 

Rear Projection Wall Video 10% 

Media Player 10% 

Software Players 10% 

IR Prognosis Discount off List 

Subscription Software 15% 

Services 0% 

Stress Test Services 5% 

ISI Discount off List 

Subscription 1 yr 10% 

Subscription 3 yr 12% 

Subscription 5 yr 14% 

Cinnemassive Discount off List 

Core Product 5% 

Core Services 5% 

Additional OEM’s Discount off List 

All other OEM’s available from WWT 2% 
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Additionally, WWT is offering the following categories for Professional and Integration Services. WWT 
reserves the right to review and evaluate labor and integration rates on an annual basis for price 
adjustments.  

WWT NAIC Rates for Staging, Configuration, Imaging, Asset tagging and Testing 

Service Per Device Cost 

NAIC Integration Base charge for Laptop, PC, Tablets (Up to first 20 devices)  $127.45 

NAIC Integration Add-On charge for Laptop, PC, Tablets (additional devices when purchased 
with the first 20) $43.55 

NAIC Integration Base charge for Smart Devices (Access Point, IP Phone, Smartphone, Printer, 
IOT) (Up to first 20 devices) $110.30 

NAIC Integration Add-on charge for Smart Devices (Access Point, IP Phone, Smartphone, 
Printer, IOT) (additional devices when purchased with the first 20) $26.45 

NAIC Integration Base charge for UPS, Router, Switch, Server, Appliance, Storage Up to 9RU 
per Device (Up to first 10 devices) $366.40 

NAIC Integration Add-on charge for UPS, Router, Switch, Server, Appliance, Storage Up to 9RU 
per Device (additional devices when purchased with the first 10) $198.80 

NAIC Integration Base charge for UPS, Router, Switch, Server, Appliance, Storage 10RU+ per 
Device (Up to first 5 devices) $627.00 

NAIC Integration Add-on charge for UPS, Router, Switch, Server, Appliance, Storage 10RU+ per 
Device (additional devices when purchased with the first 5) $291.60 

Please note that the Professional Services hourly rates provided below are based on not to exceed and 
additional discounts maybe available based on duration and other factors. 

WWT NTE Labor Rates 

Category Role Hourly Rate 

Architect Solution Architect - All Technologies  $284.00 

Network 

Network Engineer  $197.00 

Network Engineer > 6 months FTE  $148.00 

Sr. Network Engineer  $264.00 

Sr. Network Engineer > 6 months FTE  $199.00 
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WWT NTE Labor Rates 

Category Role Hourly Rate 

Cloud 

Cloud Engineer  $195.00 

Cloud Platform Architect  $234.00 

Cloud Application Architect  $217.00 

Data Center 

Data Center Engineer  $197.00 

Data Center Engineer > 6 months FTE  $148.00 

Sr. Data Center Engineer  $257.00 

Sr. Data Center Engineer > 6 months FTE  $194.00 

EUC 

End User Computing Engineer  $166.00 

End User Computing Engineer > 6 months FTE  $142.00 

Sr. End User Computing Engineer  $201.00 

Sr. End User Computing Engineer > 6 months FTE  $173.00 

Security 

Security Engineer  $204.00 

Security Engineer > 6 months FTE  $157.00 

Sr. Security Engineer  $268.00 

Sr. Security Engineer > 6 months FTE  $202.00 

Security Consultant  $265.00 

Principal Security Consultant  $339.00 

Wireless 

Wireless Engineer  $204.00 

Wireless Engineer > 6 months FTE  $154.00 

Sr. Wireless Engineer  $236.00 

Sr. Wireless Engineer > 6 months FTE  $178.00 

Voice Unified Communications Engineer  $204.00 
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WWT NTE Labor Rates 

Category Role Hourly Rate 

Unified Communications Engineer > 6 months FTE  $154.00 

Sr. Unified Communications Engineer  $261.00 

Sr. Unified Communications Engineer > 6 months FTE  $197.00 

Sr. Contact Center Engineer  $300.00 

Sr. Contact Center Engineer > 6 months FTE  $226.00 

PMO 

Program Manager  $273.00 

Program Manager > 6 months FTE  $210.00 

Project Manager  $229.00 

Project Manager > 6 months FTE  $176.00 

Project Coordinator  $111.00 

Project Coordinator > 6 months FTE  $86.00 

Technology & Business 
Advisory 

Technology Advisory Services - Enterprise Architect $302.00 

Technology Advisory Services - Consultant $211.00 

Technology Advisory Services - Lead Consultant $299.00 

Technology Advisory Services - Principal Consultant $316.00 

Business Analytics Advisor - Consultant $190.00 

Business Analytics Advisor - Data Scientist $160.00 

Business Analytics Advisor - Sr Consultant $278.00 

Chief Technology Advisor $350.00 

Digital Strategy 

Digital Strategy - Digital Client Director  $270.00 

Digital Strategy - Strategist  $294.00 

Digital Strategy - Technologist  $213.00 
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WWT NTE Labor Rates 

Category Role Hourly Rate 

Digital Strategy - UX Creative Consultant  $119.00 

Digital Strategy - UX Creative Directory  $203.00 

Training & Adoption 
Services 

Trainer  $117.00 

Sr. Trainer  $237.00 

Layer 1 Layer 1 Technician  $135.00 

Application 
Development 

Agile Business Analyst  $170.00 

Agile Coach  $306.00 

Agile Delivery Manager  $327.00 

Agile Delivery Lead  $254.00 

Agile Delivery Staff  $88.00 

Agile Software Engineer  $207.00 

Agile UX Consultant  $154.00 

Agile UX Frontend Engineer  $167.00 

Agile UX Mentor  $229.00 

Agile QA Analyst  $142.00 

Agile QA Engineer  $160.00 

Agile Product Owner  $255.00 
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Electronic Catalog 

ii. Include an electronic copy of the catalog from which discount, or fixed price, is calculated.
Electronic price lists must contain the following: (if applicable)

 Manufacturer part #
 Offeror’s Part # (if different from manufacturer part #)
 Description
 Manufacturers Suggested List Price and Net Price
 Net price to Region 4 ESC (including freight)

Media submitted for price list must include the Offerors’ company name, name of the 
solicitation, and date on a Flash Drive (i.e. Pin or Jump Drives). 

WWT is offering this following OEMs with the included price files. 

• Palo Alto

• Cisco

• Netapp

• Pure Storage

• Planar

• IR Prognosis

• ISI

• Cinnemassive

Pricing Availability 

iii. Is pricing available for all products and services?

WWT is providing pricing as a percentage off MSRP for all OEM products and services listed in section 2.0 
Products/Pricing. Additionally, WWT is offering OMNIA Partners pricing for all manufacturers we have 
access to resell via our OEM partners and Distribution channels.   

Lease/Rental Options 

iv. Describe lease/rental options available including financing information

WWT offers competitive leasing options with reasonable end-of-lease terms and conditions providing the 
flexibility to efficiently acquire, update and replace equipment. These options enhance customer business 
value by bridging the gap between technology requirements and fiscal planning.  

World Wide Technology Financial Services provides our largest enterprise and public sector customers 
with customized payment structures based on their current business strategies and future visions. Our 
programs include payment plans for hardware, Enterprise License Agreements (EAs), software, services 
and maintenance. We take into consideration cash flow, annual budget availability and in-production 
timelines.  We partner with large strategic OEM funding partners, banks and independent partners.  
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Program Basis: 

• Funding Commencement based upon capital outlay vs. budget/revenue realized

• Terms: 24 months to 60 months

• Payment Terms: monthly, quarterly or annually

• Transaction Size: $250K to $300M

• Available Structures: Capital, FMV-Refresh, Delayed Payment Start Dates and Step Payments

• Reorganization of Capital: Payment Options for Pre-Purchased IT hardware, maintenance and EAs

• Simplified Documentation

• WWT coordinates all aspects of the transactions

Shipping Charges 

v. Describe any shipping charges.

Shipping point is FOB Destination, except for Hawaii and Alaska, which is Origin. Shipping charges will also 
be added for expedited shipping.  

Pricing Warranties 

vi. Provide pricing for warranties on all products and services.

All supplies, equipment and services shall include manufacturer's minimum standard warranty. Contractor 
will pass through to Region 4 ESC and OMNIA Partners any warranty extended to Contractor by the 
manufacturer.  Contractor further warrants that the deliverables provided by Contractor professional 
services will be of the kind and quality designated in an applicable Statement of Work (“SOW”) and that 
the Contractor professional services will be performed in a professional and workmanlike manner.  Except 
as set forth herein or in an applicable SOW, the foregoing are the sole and exclusive warranties given by 
contractor and are in lieu of and exclude all other express or implied warranties or conditions arising by 
operation of law or otherwise, including without limitation, warranties of merchantability, fitness for a 
particular purpose, and non-infringement.  Contractor does not warrant the result of any professional 
service or that the professional service will meet Region 4 ESC’s requirements or that any deliverable be 
error-free. 

Return and Restocking Fees 

vii. Describe any return and restocking fees.

Products may only be returned or cancelled in accordance with the applicable manufacturer’s return 
policy.  Out of Policy requests are subject to acceptance by OEM and a restocking fee may apply. In the 
event of approval of a return request, (i) any allowed outgoing prepaid freight costs will apply, (ii) all 
returns must be shipped freight prepaid at Customer’s expense, and (iii) Customer must pay WWT’s return 
charge.  Customer may cancel orders only upon reasonable advance written notice and upon WWT’s 
approval and payment to WWT of WWT’s cancellation charges which include, among other things, all 
costs and expenses incurred, and to cover commitments made by WWT and a reasonable profit thereon.  
WWT’s determination of such cancellation charges shall be conclusive. 
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Additional Discounts or Rebates 

viii. Describe any additional discounts or rebates available. Additional discounts or rebates may be
offered for large quantity orders, single ship to location, growth, annual spend, guaranteed
quantity, etc.

WWT will strive to offer additional quantity or volume discounts on various manufacturers. We will work 
with procurement officers as well on specific large projects based on the details, customization and 
potential for discounted pricing based on large volume. Payment Methods and Contract Pricing 

ix. Describe how customers verify they are receiving Contract pricing. Describe payment methods
offered.

Each quote provided to customer will include the assigned Omnia contract number listed. Each quote will 
also be validated by a dedicated Inside Sales Representative to confirm pricing is current, accurate, and 
compliant with the contract.   

An example of this process is provided below of how the contract will be set up in ORCHA our internal 
quote system.  

WWT will accept payments via Purchase order or credit card. 

Each customer's quote will reference the contract number as shown below. 
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Our quote output will show the discount provided at the line-item level per manufacturer on a contract 
quote.  

Frequency of Updates to Pricing Structure 

x. Propose the frequency of updates to the Offeror’s pricing structure. Describe any proposed
indices to guide price adjustments. If offering a catalog contract with discounts by category,
while changes in individual pricing may change, the category discounts should not change over
the term of the Contract.

WWT proposes a catalog contract with discounts by product category that we will hold firm for the term 
of the contract. Upon request for quote under the contract, we will meet the minimum discounts and 
provide additional discounts as appropriate. We will follow a technology refresh process to add new 
product categories and new proposed minimum discounts to the catalog. 

Future Product Introductions 

xi. Describe how future product introductions will be priced and align with Contract pricing
proposed.

WWT will align pricing for any new product introductions in comparison to the established pricing 
structure per category type. If new product categories are created that are not in the current category 
pricing structure, WWT will work with Region 4 ESC and OMNIA Partners and the manufacturers to 
determine a category discount that follows the current price structure and will continue to be the same 
or better than pricing offered to other Public Agencies. 
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Additional Information 

xii. Provide any additional information relevant to this section.

Not to Exceed Pricing. Region 4 ESC requests pricing be submitted as not to exceed pricing.
Unlike fixed pricing, the Contractor can adjust submitted pricing lower if needed but, cannot
exceed original pricing submitted. Contractor must allow for lower pricing to be available for
similar product and service purchases. Cost plus pricing as a primary pricing structure is not
acceptable.

WWT agrees to provide Not to Exceed pricing to Region 4 ESC for the term of this OMNIA partners 
contract.  Pricing will not be fixed and will not be cost plus pricing. 
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Appendix D, Exhibit A – Response for National Cooperative Contract 
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3.0   Appendix D – Supplier Response  
3.1     Company Information 

 Brief History and Description 

A. Brief history and description of Supplier to include experience providing similar 
products and services. 

Founded in 1990, as a Minority Owned Business, World Wide Technology (WWT) has grown from a small 
product reseller into a global systems integrator with $13 billion in annual revenue and more than 6,000 
employees throughout the world. WWT brings an innovative and proven approach to how organizations 
explore, evaluate, architect and implement multi-vendor solutions. With limited resources and the 
continuous evolution of technology, organizations’ IT staff members are often constrained to evaluating 
one-off, emerging technology products. WWT recognized this problem and built an IT innovation 
ecosystem to eliminate the pain of evaluating new technology and help our customers reach their desired 
outcomes.  

For more than 30 years, we have educated companies on how technology can drive efficiency and scale 
within their organizations. Our early experience with architecting complex infrastructure solutions 
established credibility within organizations, but it was our willingness to look beyond the technology and 
drive to an organization’s desired business outcomes that solidified WWT as a trusted consultative 
partner. This shift has resulted in WWT taking the lead on transformation initiatives for numerous Fortune 
500 companies and government entities.  

Below is an outline of WWT’s full services portfolio.  
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Our Principal Capabilities 
Core Partnerships 
Region 4 ESC and OMNIA Partners will benefit from WWT’s partnerships with the world’s leading 
technology manufacturers and maintain the highest levels of certification to offer customers hardware 
and software solutions that drive and improve their business. These manufacturers can be evaluated in 
our Advanced Technology Center (ATC) and range from Silicon Valley heavyweights like Cisco, VMware, 
NetApp, Dell EMC, HPE and several others, to emerging technology players like Tanium and Dedrone. 
Individually these companies are impressive, but when integrated with WWT, we create game-changing 
solutions for Region 4 ESC and OMNIA partners. 

Our top OEM partners are listed below: 

   

#1 Global Partner #1 Partner #1 Partner 
   

   

Core Technology 
Networking 

Never before has the customer’s network been so closely tied to a company’s business outcomes. 
Employees and customers must be able to securely and seamlessly access applications and data—
anytime, anywhere, regardless of where those applications and data live. WWT takes a holistic approach 
to networking that simplifies the complex, maximizes IT investment which will help Region 4 ESC and 
OMNIA Partners thrive in environments that demand constant connection. This focus area includes: 

• Application Delivery Controllers 

• Campus and LAN Switching 

• Cloud Networking 

• Data-center Networking 

• Software-defined WAN (SD-WAN) 

• Wireless Access and Mobility 

 

Data Center 
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The data center concept is undergoing radical transformation. Exponential data growth and the need to 
process and deliver larger volumes of data across organizations requires a new approach. Region 4 ESC 
and OMNIA Partners can benefit from smarter solutions for optimizing on-premise workloads and scaling 
infrastructure while reducing their data-center footprint and simplifying IT operations. This focus area 
includes: 

• Cloud Data Management 

• Converged Infrastructure 

• Hyper-converged Infrastructure (HCI) 

• Primary Storage 

• Secondary Storage 

• Server Infrastructure 

Automation and Orchestration 

IT operations, development and cloud teams need a better way to work together. Automation and 
orchestration can help teams overcome the roadblocks that lead to inefficient service delivery. Region 4 
ESC and OMNIA Partners are able to eradicate human error, achieve new levels of efficiency and reclaim 
time for innovation. This focus area includes: 

• Application Performance Monitoring and Artificial Intelligence for IT Operations (AIOps) 

• Cloud Management 

• Infrastructure Automation 

Digital Strategy 

Through digital strategy, Region 4 ESC and OMNIA Partners can differentiate and transform their business 
with software that produces improved user experiences, attracts new clients and increase customer value. 
Region 4 ESC and OMNIA Partners can adopt a more data-driven culture that uses robust data sets to 
inform decision making, resulting in a more agile organization that swiftly maneuvers to meet market 
demand. This helps organizations to seamlessly integrate data and insights into new business policies and 
processes to enhance productivity and security. This focus area includes: 

• Data Analytics and Artificial Intelligence (AI) 

• Internet of Things (IoT) 

• Software-delivery Processes 

• Software Engineering 

Digital Workplace 

As Region 4 ESC and OMNIA Partners create work experiences that are connected, collaborative and 
productive, WWT is ready to assist. Supporting today’s always-on and highly mobile workforce means 
more than just equipping employees with desktops, laptops and mobile devices configured with the latest 
software and tools. To create sustainable improvements in workforce productivity, organizations must 
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invest in modern workspaces, enable next-generation meeting capabilities, understand and support 
agility, and aspire to a vision of collaborative and secure teamwork. This focus area includes: 

• Contact Center 

• Desktop Migration 

• End-user Computing 

• Next-generation Meetings 

• Unified Communication and Collaboration 

Multicloud Architecture 

Realizing near- and long-term value from Multicloud solutions requires a combination of strategy, agile 
software development and implementation services that span private, hybrid and public cloud 
environments. WWT will help Region 4 ESC and OMNIA Partners safely migrate and modernize critical 
workloads and data centers at any stage of their cloud transformation journey. This focus area includes: 

• Cloud Services Strategy 

• DevOps 

• Hybrid Cloud Platforms 

Security Transformation 

WWT will enable Region 4 ESC and OMNIA Partners protect their reputation, business assets and 
intellectual property with a holistic security approach. You will have the ability to connect business goals 
and objectives to technical solutions, mature your security posture to prepare for new and existing 
threats, and achieve more effective outcomes while aligning with overall enterprise-architecture efforts. 
This focus area includes: 

• Cloud Security 

• Endpoint Security Architecture 

• Enterprise Segmentation 

• Identity and Access Management 

• Next-generation Firewall Platforms 

• Security Architecture 
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Core Services 
WWT leverages the Idea-to-Outcome methodology to deliver services. The central premise is to establish 
an environment that allows Region 4 ESC and OMNIA Partners to push themselves past the status quo 
and disrupt their legacy way of doing business. WWT first helps stakeholders to articulate their ideas, then 
refines the scope to a viable solution, and finally creates a business and technology roadmap to quickly 
deliver the desired results and fully optimize the investment. 

 

This is WWT’s unique value—the ability to lead organizations through the planning and execution phases 
of their transformation. 

WWT has aligned our services offerings with our core technology disciplines. Using our proprietary tools 
and methodology, we deliver high-quality technology solutions with seasoned professionals who have 
years of field experience and hold the top certifications from major OEMs. Our professionals will consult 
with Region 4 ESC and OMNIA Partners, perform assessment and design work, develop and deploy 
complex solutions, and work with Region 4 ESC and OMNIA Partners to fully adopt the technology and 
maximize business outcomes. 

Supply Chain and Integration Services  

Rapidly deploying technology is a must for Region 4 ESC and OMNIA Partners to keep up with customer 
demands. We work at each step of the supply chain lifecycle to delimit product lead times, provide just-
in-time availability, reduce on-site integration and allow for visibility throughout the project lifecycle. 
WWT can deploy complex multi-vendor solutions at scale for Region 4 ESC and OMNIA Partners whenever 
and wherever needed. We offer the following services:  

• Configuration and Imaging  

• System and Data Center Staging  

• Custom Cabling  

• Rack and Stack  

• Burn-in and Testing  

• Custom Crating, Packaging and Asset Management  

Maximizing the use of capital investments at your organization is the best way to deliver returns among 
your workforce and your customers. Simplifying IT deployments at the procurement and staging phase of 
your project is the best way to achieve that goal.  
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Infrastructure Services  

WWT’s global infrastructure planning and deployment services deliver thousands of projects each year. 
From employing industry-standard methods at hundreds of sites to leveraging complete enterprise design 
services, customers trust our infrastructure experts to assess the technology they have today and design 
the solutions they need for tomorrow. Region 4 ESC and OMNIA Partners will benefit from access to 
WWT’s 24/7/365 Command Center and certified engineers to execute seamless multi-site, complex IT 
implementations. 

• Site Surveys 

• On-site Deployment 

• Project Management 

• Detailed Project Documentation 

Supported technologies: 

• Network Solutions 

˗ Application Delivery Controllers 
˗ Cloud Networking 
˗ SD-WAN 
˗ Campus and LAN Switching 
˗ Data Center Networking 
˗ Wireless Access Mobility 

• Security 

˗ Cloud Security 
˗ Enterprise Segmentation 
˗ Next-generation Firewall Platforms 
˗ Endpoint Security Architecture 
˗ Identity and Access Management 
˗ Security Architecture 

• Data Center 

˗ Cloud Data Management 
˗ Hyper-converged Infrastructure (HCI) 
˗ Primary Storage 
˗ Secondary Storage 
˗ Converged Infrastructure 
˗ Server Infrastructure 

• Collaboration 
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˗ Contact Center 
˗ End-user Computing 
˗ Desktop Migration 
˗ Next-generation Meetings 

Consulting Services  

WWT will help Region 4 ESC and OMNIA Partners meet strategic goals, align assets to business value and 
increase their return on technology investments. These services are provided for:  

• Digital Strategy  

• Business Analytics and Artificial Intelligence  

• Enterprise Architecture  

• Multicloud  

• Security  

ATC Lab Services  

Our Advanced Technology Center is a testing and research lab like no other. Region 4 ESC and OMNIA 
Partners can use our ATC and associated lab services to quickly test and evaluate products from thousands 
of manufacturers in secure, customized environments. Our virtual lab connects our engineers to the ATC 
when they are working at your site. This portal makes it easier for your team, WWT engineers and our 
partners to collaborate, design and test solutions in sandbox environments that are available 24/7. 
Services offered include:  

• Product Comparisons  

• Product Benchmarking  

• Design Validation  

• Functionality Testing  

• Lab as a Service  

• Proof of Concept  

Users can cut their proof-of-concept time from months to weeks, if not days, by leveraging the ATC's 
testing and automation infrastructure.  

Application Services  

Region 4 ESC and OMNIA Partners will be able to attract and retain customers and employees with custom 
software and applications. Our outcome-based approach delivers customer value early and often, 
captures feedback to guide decision making, and produces solutions that positively and measurably 
impact your business. Available services in this area include:  

• Agile Software Development  

• Platform Integration  
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• Agile Coaching and Technical Mentoring  

• DevOps  

• Cloud-native Application Services  

• Software Staffing  

WWT can help you work collaboratively to find the optimal way to create software and software teams 
that deliver value early and often. The applications are easy to use, well-architected and organized to 
maximize future expandability.  

Strategic Staffing  

WWT has more than two decades of experience finding the right people to work on projects that span 
every aspect of our customers’ business. We know that sourcing the right talent is about more than filling 
gaps. That is why we take the time to meet with the hiring team to understand the role needed and your 
organization's culture. We find fully screened consultants quickly and efficiently, and our consultants are 
backed by advanced technology engineers and our 24/7/365 Technical Service Center. Features of our 
staffing services include:  

• Global Resource Pool  

• Technical Evaluation by Resident Engineer  

• Ongoing Resource Training and Development  

• Reachback to Technical Labs and Engineers  

• WWT or Customer-managed  

• Access to Cleared Resources for Secret and Top-Secret Programs  

WWT is ready to deliver pre-screened, trained IT professionals, and ready to meet the mission-critical 
objectives for Region 4 ESC and OMNIA Partners.  

Who We Serve 
Region 4 ESC and OMNIA Partners can be confident you are choosing a partner with the experience and 
dedication necessary to provide the requested services. In support of our vision to be the best technology 
solution provider in the world, WWT dedicates resources and tailors products and services to meet the 
needs of commercial enterprises; federal, state and local government agencies; educational institutions; 
and service providers. We continue to stand by our goal of building and developing WWT intellectual 
property, products and reference architectures to create differentiated value for our company, customers 
and partners. 

Global Commercial Enterprise  

WWT conducts business with more than 70 Fortune 100 companies, ranging from financial institutions 
and healthcare providers to manufacturers, retailers, and utility companies.  
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Public Sector  

Federal Government  

WWT offers IT procurement, logistics, software development, and program management to a range of 
federal agencies and departments, including the Department of Justice and the Department of Defense. 
For 30 years, WWT has fulfilled products and services for a range of public engagements governed by 
Blanket Purchase Agreements; Indefinite Delivery, Indefinite Quantity contracts; GSA Multiple Award 
Schedules and various other agency-specific contracts.  

State and Local Government  

WWT has more than 30 years of experience helping state and local government agencies to innovate. Our 
experience spans a variety of agency functions and missions, including transportation, social services, 
public safety, administration, and information technology. We hold numerous state contracts for the 
procurement of products and services.  

Education  

WWT works with K-12 school districts and higher education institutions nationwide to provide advanced 
technology solutions ranging from remote learning and collaboration to high-speed wireless networks 
that support mobile devices across campuses. We also provide network and physical security solutions to 
promote student and staff safety and security. WWT works on E-rate and non-E-rate-funded projects. 

 Total Number and Location of Salespeople 

B. Total number and location of sales persons employed by Supplier. 

 Number and location of Support Centers 

C. Number and location of support centers (if applicable) and location of corporate 
office. 

WWT’s main office is our global headquarters at 1 World Wide Way, St. Louis, MO 63146. Over the course 
of this project, we may have resources from different satellite offices nationwide that will perform work. 
WWT has more than 25 offices located throughout the country, including in Alaska and Hawaii, which we 
would be able to leverage as needed to provide more localized resources. On the following page, please 
find a list of our top 13 support centers and a headcount of our sales staff.   
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 Location Address Phone Number of 
Sales Persons 

1.  WWT Global  
Headquarters 

1 World Wide Way, St. Louis, MO 
63146 

314-569-7000 ~50 

2.  Phoenix, AZ  2231 E. Camelback Rd. Suite 100 
Phoenix, AZ 85016 

602-472-7300 ~40 
 

3.  Tampa, FL Highwoods Bay Center I 
5426 Bay Center Drive, Suite 750 
Tampa, Florida 33609 
 

813-421-6000 ~40 

4.  Anchorage, AK 3800 Centerpoint Drive  
Suite 901 
Anchorage, Alaska 99503 

907-770-8300 ~20 

5.  Honolulu, HI 55 Merchant Street, Suite 2810 
Honolulu, Hawaii 96813 
 

314-569-7000 ~20 

6.  Nashville, TN 1550 W McEwen Dr, Suite 375 
Franklin, Tennessee 37067 
 

314-569-7000 ~20 

7.  New York, NY 1 Penn Plaza, Suite 2200 & 2228 
New York, New York 10119 
 

646-264-2000 ~50 

8.  Bellevue, WA 500 108th Ave NE, Suite 1800 
Bellevue, Washington 98004 

425-635-1200 ~30 

9.  Annapolis Junction, MD 10170 Junction Drive, Suite 400 
Annapolis Junction, MD 20701 

410-379-9800 ~30 

10.  Denver, CO 6200 S. Syracuse Way  
Suite 220 
Greenwood Village, Colorado 80111 
 

314-569-7000 ~30 

11.  San Antonio, TX Concord Plaza Tower 
200 Concord Plaza Drive  
Suite 600 
San Antonio, TX 78216 

210-491-9123 ~30 

12.  Costa Mesa, CA 3200 Park Center Drive  
Costa Mesa, California 92626 

800-432-7008 ~40 

13.  Washington, DC 575 7th Street Northwest  
Washington, District of Columbia 
20004 

202-772-2801 ~30 
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a. Submit FEIN and Dunn & Bradstreet report. 

FEIN: 43-1912895 

WWT’s D&B rating is 1R3. We have provided a copy of a recent D&B report, included in the Additional 
Attachments section following our proposal. This report is confidential and should not be disclosed to the 
public.  

 Green/Environmental Initiatives 

E. Describe any green or environmental initiatives or policies. 

Building a better, cleaner future is a priority for WWT. WWT is committed to sustainability initiatives and 
addressing the daily impact our business has on the environment. With a focus on energy and waste 
reduction, water conservation, and end-of-life product planning, WWT works to protect our planet while 
providing business value for our customers.  In the last year, WWT has committed to: a continued 
investment in LED and motion detected lighting in our facilities; improvements in the efficiency of 
ventilation and air conditioning equipment; the utilization of ENERGY STAR® certified equipment in our 
facilities across the globe; and reducing solid waste that cannot be disposed of in an environmentally 
responsible manner through the implementation of cardboard, wood, plastics, and single-stream 
recycling. In 2020, WWT purchased over 10,000 MWh of renewable wind energy, accounting for 20% of 
WWT’s electricity usage. Our pledge is to invest in the continued development and expansion of 
renewable energy sources through the purchase of Renewable Energy Certificates. 

WWT is a respondent to the Carbon Disclosure Project for both Climate Change and Water Security.   

WWT is a participant of the EcoVadis platform. WWT was awarded the 2020 EcoVadis silver medal. You 
may request a full copy of WWT’s scorecard through the platform. 

For more information, please review the section ‘Preserving our Environment’ in our Corporate Social 
Responsibility Annual GRI Report that has been recognized as ‘In Accordance-Core’ to the GRI (Global 
Reporting Initiative) standards, which can be found at the link included below.  

 https://www.wwt.com/api/attachments/5f9b3a957e0f69008ed074c4/file.   

 Diversity Programs 

F. Describe any diversity programs or partners supplier does business with and how 
Participating Agencies may use diverse partners through the Master Agreement. 
Indicate how, if at all, pricing changes when using the diversity program. If there 
are any diversity programs, provide a list of diversity alliances and a copy of their 
certifications. 

WWT is a nationally certified Minority-owned Business Enterprise (MBE), which allows customers and 
suppliers to achieve Tier-1 minority spending credits. 

Supplier Diversity 

Program Overview 

We believe investing in supplier diversity activities is a critical component of our company’s success. WWT 
has developed this program from the same foundation as the rest of our business – our clearly defined 
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core values, corporate vision and mission. These principles provide transparency and visibility into our 
business and define how we engage employees, partners and customers. 

Program Vision  

To partner with value added diverse organizations to provide our customers with revolutionary products 
and services around the globe, while ensuring that our partners and suppliers meet WWT’s high standards 
with regard to ethics, labor, health and safety, diversity and positive environmental impact as well as 
supporting community outreach initiatives. 

Program Mission 

To help develop and sustain diverse and socially responsible 
business relationships, one contract at a time. 

Leadership Commitment 

The advantages are clear. When we are able to contribute 
to the success of small, minority, and woman-owned 
businesses, we benefit directly from a broader selection of 
competitively priced goods and services. Our customers 
benefit from the increased opportunity to provide them 
with the best solution and the community benefits through 
job creation and quality-of-life improvements. 

Additionally, when we work with our partners and suppliers 
to ensure the highest possible standards are met with regard to ethics, labor, health and safety, diversity 
and environment, we are able to improve our overall social and environmental impact. This commitment 
to supplier diversity moves us closer to our objective to be recognized as a corporate social responsibility 
leader in our industry and a Great Place to Work. 

Supply Chain CSR Performance 

We have a responsibility to hold ourselves, our partners and our suppliers to high standards of behavior 
with regard to social, environmental and ethical issues. We are committed to working with our partners 
and suppliers across the supply chain to ensure measures are being taken to positively impact our 
community and the environment. 

WWT has established a Supplier Code of Conduct (please see Additional Resources below). that provides 
guidelines for performance and compliance with critical social, environmental and ethical issues and 
expects its suppliers to acknowledge and adopt this code. 

Program Goals 

This program is designed to help train and integrate qualified and certified minority, women and disabled 
veteran-owned suppliers into the provisioning of products and services for our commercial and 
telecommunications customers.  It is designed to strengthen minority, woman and disabled veteran-
owned businesses and provide knowledge sharing opportunities and support. Our goals are simple: 

• Provide supplier with direct access to procurement opportunities 

• Provide mentoring and counsel regarding subcontracting opportunities and procurement 
procedures 

Diversity & Inclusion 

“WWT’s Core Values are at the center 
of our culture and our Diversity & 
Inclusion (D&I) program. Listening to 
understand and celebrating our unique 
qualities makes us better individually, 
collectively and ultimately drives 
business innovation and success.” 
 
Bob Ferrell, VP of Diversity & Inclusion 
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• Advocate for suppliers internally 

• Participate in business opportunity workshops, minority, women and veteran business enterprise 
seminars, events and trade fairs 

Diverse Supplier Requirements 

A qualified business enterprise must be certified by a local, state, regional or national agency and be at 
least 51 percent owned, operated and controlled by one or more of the following: 

• Minority Business Enterprise (MBE) – a for-profit enterprise, regardless of size, physically located 
in the United States or its trust territories, which is owned, operated and controlled by minority 
group members. “Minority group members” are United States citizens who are Asian, black, 
Hispanic or Native American. Ownership by minority individuals means the business is at least 51 
percent owned by such individuals or, in the case of a publicly-owned business, at least 51 percent 
of the stock is owned by one or more such individuals. Further, the management and daily 
operations are controlled by those minority group members. 

• Women Business Enterprise (WBE) – a for-profit enterprise, regardless of size that is at least 51 
percent owned by one of more women or in the case of publicly owned businesses, at least 51 
percent of the stock of which is owned by one or more women. The owner must be involved in 
the day-to-day activities. 

• Disabled Veteran Business Enterprise (DVBE) – a for-profit enterprise, regardless of size that is at 
least 51 percent owned by one of more disabled veterans in the case of publicly owned 
businesses, at least 51 percent of the stock of which is owned by one or more disabled veterans. 
The owner must be involved in the day-to-day activities. 

Our Supplier Diversity team also encourages participants to take a leadership role within their community 
and help identify and mentor other minority business enterprises. 

Small Business Enterprise 

WWT agrees to meet the principles of Public Law 95-507 and the Federal Procurement Regulations, 
including the Federal Acquisition Regulation, and to ensure that our business practices conform to these 
regulations. 

As a successful graduate of the Small Business Administration (SBA) 8(a) Business Development Program 
and the largest African American–owned technology business in the country, WWT has a profound 
appreciation for the assistance it provides to small and disadvantaged companies during their formative 
and early growth years. In our own case, with support from SBA and mentoring support from larger 
companies, WWT is now recognized as one of the top 50 Federal contractors. Our experience has 
encouraged us to offer similar support to other small and disadvantaged firms. We know it is good 
business as well as good corporate citizenship. 

WWT’S Commitment To All Small Business Enterprises Includes: 

• Participation in business opportunity workshops, federal procurement conferences 

• Ensuring WWT subcontracting procurement “packages” are well-designed to be compact and 
simplified to encourage the maximum possible participation of firms on the list. 
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• Ensuring small businesses are made aware of subcontracting opportunities and how to prepare 
responsive bids to WWT. 

• Providing assistance and counsel to small business concerns regarding subcontracting 
opportunities set aside opportunities and procurement procedures. 

• Small Business Requirements: 

• Self-certify as a small business in SAM, but must meet the Federal government’s definition of a 
small business. 

Small Business Classifications: 

• 8(a) Business Development Program 

• Small Disadvantaged Business (SDB) 

• Woman-Owned Small Business (WOSB) 

• HUBZone (Historically-Underutilized Business Zone) 

• Veteran-Owned Small Business (VOSB) 

• Service-Disabled Veteran-Owned (SDVOSB) 

• Historically Black College and Universities and other Minority Institutions (HBCU/MI) 

• Native American–owned (NA) 

• Alaskan Native–owned Corporations (ANC) 

• Native Hawaiian–owned Corporations (NHOC) 

Copies of certifications held at an individual level can provided upon request. 
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Key D&I Initiatives 

Like our core values and culture, a set of key programs will serve as building blocks that make WWT a 
great place to work for all and be foundational to our long-term success — both from a business and D&I 
perspective. 

Diversity & Inclusion Outcomes 

Our D&I program is a commitment to continuously invest in a culture of inclusion that drives shared value 
across our people, business and community. When we invest in our people, we enable them to deliver 
tangible business outcomes and better themselves while creating a force multiplier for our collective 
ability to impact the communities in which we work. 
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 Certifications 

G. Indicate if supplier holds any of the below certifications in any classified areas and 
include proof of such certification in the response: 

a. Minority Women Business Enterprise 

☐Yes   ☒No 

If yes, list certifying agency: ___________________________________ 

b. Small Business Enterprise (SBE) or Disadvantaged Business Enterprise (DBE) 

☐Yes   ☒No 

If yes, list certifying agency: ___________________________________ 

c. Historically Underutilized Business (HUB) 

☐Yes   ☒No 

If yes, list certifying agency: ___________________________________ 

d. Historically Underutilized Business Zone Enterprise (HUBZone) 

☐Yes   ☒No 

If yes, list certifying agency: ___________________________________ 

e. Other recognized diversity certificate holder 

☒Yes   ☐No 

If yes, list certifying agency: ____________________________________ 

 

Mid-States Minority Supplier Development Council 
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 Relationships with Subcontractors 

H. List any relationships with subcontractors or affiliates intended to be used when 
providing services and identify if subcontractors meet minority-owned standards. If 
any, list which certifications subcontractors hold and certifying agency. 

WWT utilizes a global ecosystem of subcontractors across all technology domains, which will be available 
to assist on projects for Region 4 ESC and OMNIA Partners. We have listed some of our key subcontractors 
along with their diversity certifications, if any, below.  

• Bridgewater Consulting Services 

• Entelligence LLC 

• Foresite 

• GMI 

˗ Certified Diversity Supplier 
▪ National Minority Supplier Development Council (NMSDC) 

˗ The Women’s Business Enterprise National Council (WBENC) 
▪ The Supplier Clearinghouse 

• MatchPoint 

˗ Certified Women/Minority Business Enterprise 
▪ WMBE Clearinghouse 

• Norwin Technologies 

• Speridian Technologies 

• VTS Group 

˗ Texas Historically Underutilized Business (HUB) 
▪ Texas Comptroller of Public Accounts 

˗ Disabled Individual Business Enterprise (DIBE), Hispanic American Business Enterprise (HABE), 
Minority Business Enterprise (MBE), Veteran-Owned Business Enterprise (VBE) 
▪ South Central Texas Regional Certification Agency 

˗ 8(a) Certified Business 
▪ U.S. Small Business Administration 

• ZeroDay 

 Supplier Diffentiators 

I. Describe how supplier differentiates itself from its competitors. 

Region 4 ESC and OMNIA Partners will be serviced by our dedicated SLED team. WWT  verticalized SLED 
within the Public Sector business segment in 2019. By the completion of 2020 our SLED sales was over 
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$300M in revenue with a goal of $1B in 3 years. There are currently 40+ dedicated account teams in SLED 
as we continue to build the business across the U.S.  

SLED is divided into two teams, SLED East led by Vice President Shawn Rodriguez, and SLED West led by 
Area Vice President Matthew Jenkins. A brief bio, responsibility focus area, and team organization charts 
for each team follows. 

Shawn Rodriguez 

Vice President East, State & Local Government and Education 

Shawn leads the development and execution of all go-to-market strategies and activities including field 
sales hiring and enablement, integrated field marketing, contract capture, vertical business development, 
partner and solution execution, and overall growth. 

Prior to joining WWT, Shawn served in similar leadership capacities at Forescout Technologies and Splunk. 
He started his sales career in various sales and leadership positions, all state & local government and 
education focused. 

Matthew Jenkins 

Vice President West, State & Local Government and Education 

Matthew is responsible for the development and execution of all go-to-market plans including sales team 
hiring and development, marketing and events, contract capture, business development and vertical 
solutions.  

Prior to WWT, Matthew spent 15 years at Cisco Systems in leadership positions in both systems 
engineering and enterprise account management. 

On the following pages, we have included graphics depicting the structure of our national SLED teams. 
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The Omnia Partners contract will be the strategic contract vehicle to grow our SLED vertical in the 
coming years.  
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 Litigation, Bankruptry and Reorganization 

J. Describe any present or past litigation, bankruptcy or reorganization involving 
supplier. 

WWT does not comment on the details of pending litigation. At this time there are no actions, suits or 
proceedings, pending or threatened, that are material to our organization, our financial stability or our 
ability to perform the business contemplated by this RFP. 

 Felony Convictions 

K. Felony Conviction Notice: Indicate if the supplier 

a. is a publicly held corporation and this reporting requirement is not 
applicable; 

b. is not owned or operated by anyone who has been convicted of a 
felony; or 

c. is owned or operated by and individual(s) who has been convicted of 
a felony and provide the names and convictions. 

WWT is not owned or operated by anyone who has been convicted of a felony. 

 Debarment and Suspensions 

L. Describe any debarment or suspension actions taken against supplier 

WWT does not comment on the details of pending litigation. At this time there are no actions, suits or 
proceedings, pending or threatened, that are material to our organization, our financial stability or our 
ability to perform the business contemplated by this RFP. 

3.2     Distribution, Logistics 
 Description of Full Line of Products and Services 

A. Each offeror awarded an item under this solicitation may offer their complete 
product and service offering/a balance of line. Describe the full line of products and 
services offered by supplier. 

WWT will offer to Region 4 ESC and OMNIA Partners a full range of IT Manufacturers. Since WWT is the 
top reseller for most of the larger OEMs, we have access to premier pricing and availability of products. 
WWT categorizes our partners by levels, Strategic, Advantage, Select, and Approved. A full listing can be 
found at this link. https://www.wwt.com/about/partners. 

WWT Services portfolio includes these categories, Consulting, ATC Lab, Application, Supply Chain and 
Integration, Infrastructure, Enterprise Agreements (EA), and Strategic Staffing. More information can be 
found at this link https://www.wwt.com/services. 

Please see Section 3.0 Appendix D – Supplier Response, above, for an outline of the products and services 
provided by WWT.  A catalog of OEM product SKU’s and services rate card has also been provided in this 
proposal response. 
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 Proposed Distribution 

B. Describe how supplier proposes to distribute the products/service nationwide. 
Include any states where products and services will not be offered under the Master 
Agreement, including U.S. Territories and Outlying Areas. 

WWT utilizes OEM’s for direct distribution as well as the largest Technology distributors, Tech Data, 
SYNNEX, EC America/ImmixGroup/Arrow, Ingram Micro.  WWT also provides innovative supply chain 
solutions through our global Integration Centers.   

WWT is able to leverage a combination of our Integration Centers along with our relationships with these 
industry leading distributors to provide world class logistics and distribution capabilities.   Our ability to 
build and customize solutions enables us to meet customer specific challenges in product lead time, 
configuration, reducing delivery delays and shortening time-to-market for their products.   

WWT is also able to provide full services capabilities across all U.S. Territories and Outlying Areas. 

 Auditing Value Chain Pricing 

C. Describe how Participating Agencies are ensured they will receive the Master 
Agreement pricing; include all distribution channels such as direct ordering, retail or 
in-store locations, through distributors, etc. Describe how Participating Agencies 
verify and audit pricing to ensure its compliance with the Master Agreement. 

WWT will manage the order process for all orders done on the OMNIA Master Agreement. Whether we 
source the product direct from the manufacturer or from a distributor, the order will pass through our 
system for contract validation and pricing confirmation. 

 Partner Companies 

D. Identify all other companies that will be involved in processing, handling or shipping 
the products/service to the end user. 

All products provided on this contract will be shipped direct from the manufacturer or from WWT 
integration or distribution centers. There are no partner companies in our offering.  

 Distribution Facilities 

E. Provide the number, size and location of Supplier’s distribution facilities, 
warehouses and retail network as applicable. 

WWT’s global presence revolves around our strategic integration centers located in the United States, the 
Netherlands, India and Singapore. Our integration centers are climate-controlled production 
environments with advanced networking, secure remote access and certified procedures specifically 
designed for staging, kitting and configuring the latest advanced technology solutions. They are staffed 
with certified engineers with logistical and technical expertise to help reduce the risk, cost and complexity 
of IT deployments. 

Supply Chain and Integration Services 

Rapidly deploying technology is a must for organizations to keep up with customer demands. We work at 
each step of the supply chain lifecycle to delimit product lead times, provide just-in-time availability, 
reduce on-site integration and allow for visibility throughout the project lifecycle. WWT can deploy 
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complex multi-vendor solutions at scale for our customers whenever and wherever needed. We offer the 
following services: 

• Configuration and Imaging 

• System and Data Center Staging 

• Custom Cabling 

• Rack and Stack 

• Burn-in and Testing 

• Custom Crating, Packaging and Asset Management 

Maximizing the use of capital investments at your organization is the best way to deliver returns among 
your workforce and your customers. Simplifying IT deployments at the procurement and staging phase of 
your project is the best way to achieve that goal. 

In addition to our four large integration centers, WWT also operates 30 distribution centers across the 
globe.   Our four integration centers are: 

• North American Integration Center (NAIC):  The NAIC is located outside of St. Louis, MO and totals 
more than 4 million square feet. 

• European Integration Center (EIC-AMS):  The EIC-AMS is located in Amsterdam and is a 65,000 
square foot facility. 

• Asian Integration Center – Singapore (AIC-SGP):  Located in Singapore, this facility is 20,000 square 
feet in size 

• Asian Integration Center – Mumbai (AIC-Mumbai): The Mumbai Integration Center is 10,000 
square feet in size 

3.3     Marketing and Sales 
 90-Day Plan for Go-to-Market Strategy 

A. Provide a detailed ninety-day plan beginning from award date of the Master 
Agreement describing the strategy to immediately implement the Master 
Agreement as supplier’s primary go to market strategy for Public Agencies to 
supplier’s teams nationwide, to include, but not limited to: 

i. Executive leadership endorsement and sponsorship of the award as the 
public sector go-to-market strategy within first 10 days 

Executive Leadership Sponsorship Within First 10 days 

WWT Executives for SLED East and West Regions are committed to developing a go-to-market strategy to 
effectively leverage the OMNIA Partners contract upon award. Initial steps include sponsoring WWT SLED 
Marketing representatives to develop an awareness rollout plan across all SLED Sales Teams. Below, we 
have included an overview of our rollout activities for the OMNIA Partners contract. 
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• Reach out to OMNIA Partners Business Development team to obtain all information relevant to 
contract and marketing information for internal distribution SLED sales teams 

• Scheduling training presentations for WWT SLED Sales Team to provide knowledge and awareness 
of contract and encourage usage 

• Develop internal tracking and reporting capabilities on the OMNIA Partners contract to monitor 
adoption and usage. 

ii. Training and education of Supplier’s national sales force with participation 
from the Supplier’s executive leadership, along with the OMNIA Partners 
team within first 90 days 

During the first 90-days, WWT will provide training that entails training, marketing collateral, PowerPoint 
presentations and onsite visits to conduct Q&A. Training is an ongoing process scheduled throughout the 
year via webinars, onsite training and industry events. Resellers will be given access to the WWT contract 
website, marketing collateral, and instruction on the processes of obtaining quote/orders and contract 
pricing.  All aspects of the contract, from end-user marketing to customer service to tech support, must 
be fully explained and expectations identified.  A bid-desk, dedicated to providing quote assistance to 
WWT OMNIA Partners-authorized resellers will be employed to assist our partners to ensure OMNIA 
Partners’ agencies receive timely, accurate, and contract complaint quotes. 

 90-Day Plan for Marketing Master Agreement 

B. Provide a detailed ninety-day plan beginning from award date of the Master 
Agreement describing the strategy to market the Master Agreement to current 
Participating Public Agencies, existing Public Agency customers of Supplier, as well 
as to prospective Public Agencies nationwide immediately upon award, to include, 
but not limited to: 

i. Creation and distribution of a co-branded press release to trade 
publications.  

WWT Marketing will create a Press Release with their Public Sector PR agency to announce the award on 
all WWT social media platforms. The contract award will be posted on WWT Public Sector’s LinkedIn page 
https://www.linkedin.com/showcase/world-wide-technology-public-sector/ 
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ii. Announcement, Master Agreement details and contact information 
published on the Supplier’s website within first 90 days.  

WWT Marketing will work with the Creative Services Marketing Team to make sure all announcements  
are posted on the platform/website.  

iii. Design, publication and distribution of co-branded marketing materials 
within first 90 days.  

WWT Marketing will work with the Creative Services Marketing Team to create a brochure specific to the 
WWT and OMNIA Contract. Once complete, WWT Marketing will then distribute electronically  to all sales 
members. 

iv. Commitment to attendance and participation with OMNIA Partners at 
national (i.e. NIGP Annual Forum, NPI Conference, etc.), regional (i.e. 
Regional NIGP Chapter Meetings, Regional Cooperative Summits, etc.) and 
supplier-specific trade shows, conferences and meetings throughout the 
term of the Master Agreement.  

WWT Marketing will make sure WWT registers for any national, regional and/or supplier-specific trade 
shows, conferences and meetings throughout the agreement term.  

v. Commitment to attend, exhibit and participate at the NIGP Annual Forum 
in an area reserved by OMNIA Partners for partner suppliers. Booth space 
will be purchased and staffed by Supplier. In addition, Supplier commits to 
provide reasonable assistance to the overall promotion and marketing 
efforts for the NIGP Annual Forum, as directed by OMNIA Partners.  

WWT Marketing will attend and exhibit  at the NIGP Annual Forum. We will have an OMNIA contract 
plaque in the booth as well as collateral. If virtual, we will have the OMNIA Contract image in the virtual 
booth as well as content around our partnership. WWT Marketing will follow the social media guidelines 
set by the user agreement to help promote the tradeshow. 

vi. Design and publication of national and regional advertising in trade 
publications throughout the term of the Master Agreement. 

WWT Marketing will assist in the design and advertising in trade publications.  

vii. Ongoing marketing and promotion of the Master Agreement throughout its 
term (case studies, collateral pieces, presentations, promotions, etc.)  

WWT Marketing will work with the sales teams to create promotion of the contract including case studies, 
collateral, presentations and social media. 

viii. Dedicated OMNIA Partners internet web-based homepage on Supplier’s 
website with: 

• OMNIA Partners standard logo;  

WWT Marketing will work with WWT Creative Services Marketing to add the OMNIA contract logo to our 
contracts page. 
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• Copy of original Request for Proposal;  

WWT Marketing will work with Creative Services Marketing to add a copy of the original Request for 
Proposal to the webpage. 

• Copy of Master Agreement and amendments between Principal 
Procurement Agency and Supplier;  

WWT Marketing will work with Creative Services Marketing to add a copy of the Master Agreement and 
amendments between Procurement Agency and Supplier to the webpage. 

• Summary of Products and pricing;  

WWT Marketing will work with Creative Services Marketing to ensure the Summary of Products and 
pricing is on the webpage.  

• Marketing Materials.  

WWT Marketing will work with Creative Services Marketing to create brochures, content, social media 
and Press Releases are uploaded and promoted on the webpage.  

• Electronic link to OMNIA Partners’ website including the online 
registration page; 

WWT Marketing will work with Creative Services Marketing to create a hyperlink to the OMNIA Partners’ 
website including the online registration page.  

• A dedicated toll-free number and email address for OMNIA Partners. 

WWT Marketing will work with Creative Services Marketing to make sure the toll-free number is available 
on the webpage. 

Immediate Marketing activities within the first 90 days include: 

• Press releases coordinated with OMNIA Partners across strategic publications; 

• Identifying resellers to authorize to promote & sell off of this contract; 

• Reseller recruitment and training; 

• Multiple training webinars for both internal and external sales teams; 

• Dedicated OMNIA Partners web page development; 

• Social Media awareness campaign and collaboration; 

• Development of customized OMNIA Partners marketing materials; 

• Attendance at industry events and table top shows, virtual trade shows and events; 

• Attendance at NIGP events with OMNIA Partners information on display; 

• Ongoing reseller recruitment efforts and internal sales training; 

• End-user demand generation team to drive awareness with end-users on behalf of our resellers; 

• Customized events to create awareness for the contract; 
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• Specific plan developed & collaborated with our partners; 

• Reseller call campaign to reach out to resellers to inform of the contract; 

• Customer visits from our Account Managers to evangelize the contract; 

• Reseller Partner Live Webinar Series; 

• “Educate and Inform” stage to ensure reseller customers are aware of the contract; 

• Conference calls and webinars to inform customers of OMNIA Partners; 

• Email campaign at the Account Manager level. 

Contract Management Summary Award 

• Create Terms and Conditions summary; develop pricing calculator; 

• Communicate contract requirements internally and with each manufacturer line; 

• Determine rules of engagement, assign responsibility roles Recruitment; 

• Identify Resellers: Vendor lists, WWT  Point  of  Sale  reports,  Sales  Managers  and  Outside  Sales  
reps; 

• Social Media announcement and collaborative efforts with OMNIA Partners on award; 

• Training: onsite, online, webinars; 

• Establish eligibility requirements; 

• Sign participation agreement ensuring contract compliance Contract Management; 

• Monthly contract review by WWT contracts team  

• Monthly status calls with each participating reseller; 

• Quarterly cadence calls with the contractor community; 

• Ongoing calls with participating manufacturers to update/revise strategy. 

 Transition Strategy of Existing Public Agency Customers to the Master Agreement 

C. Describe how Supplier will transition any existing Public Agency customers’ 
accounts to the Master Agreement available nationally through OMNIA Partners. 
Include a list of current cooperative contracts (regional and national) Supplier holds 
and describe how the Master Agreement will be positioned among the other 
cooperative agreements. 

WWT has a significant amount of experience owning and managing Public Sector contracts. In fact, WWT’s 
business was largely built upon servicing Federal procurement contracts.  We understand these vehicles 
require substantial investment in sales and demand generation to make them successful.  

Our plan will include several facets addressing both resellers and end-users. Although we do not sell 
directly to end-users, we have a team that provides end-user demand generation through call-out 
campaigns, print/mailers, e-mail, website contract landing page, and an electronic storefront offering.  
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For our resellers, we will pull our historical procurement data per awarded vendor line to identify the 
most viable resellers selling into state and local government, K-12, and higher education nationwide. 
Likewise, we will do this globally and include higher education institutions and state and local government 
sales. This will ensure we have the correct personnel engaged in all areas covered by Region 4 ESC and 
OMNIA Partners.  

With this select group of resellers, we will implement regular trainings to ensure they understand the 
Region 4 ESC and OMNIA Partners contract and the target audience and that the contract receives top 
priority. Ongoing efforts will include establishing regular sales meetings to review sales efforts, pending 
opportunities, and identify any issues.  

Manufacturers and their local sales teams will likewise be engaged to identify opportunities and special 
pricing. We will provide support for table-top shows, collateral and web landing pages for our participating 
resellers.  

Ultimately, we see our role as an IT distributor to provide all the tools a reseller will need to increase their 
sales on this contract and help develop the partnership with the vendor and their field sales teams. WWT 
can also make available our extensive technical support team and 24/7 customer service call center to 
ensure exceptional customer support. 

WWT holds more than 170 contract vehicles in 30 States, this listing can be found at the below link.  

https://www.wwt.com/state-contracts 

Additionally, WWT has been added to 11 NASPO and 24 other Direct, or Distribution held contracts in 
2020, which are included below.  

State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

Alaska NASPO Cisco NASPO 
ValuePoint Data 
Communications 
Products and Services 
2019-2026 

Master Agreement: AR3227; 
State Participating Addendum: 

2020-DATACOM-0001 

6/9/2020 

Alaska NASPO Carahsoft NASPO 
ValuePoint Cloud 
Solutions 2016-2026 

Master Agreement: AR2472; 
State Participating Addendum: 

NVP-2018-CLOUD-0002 

3/27/2020 

Alaska NASPO Cisco NASPO 
ValuePoint Cloud 
Solutions 2016-2026 

Master Agreement AR2477; 
State Participating Addendum: 

NVP-2018-CLOUD-0001 

7/29/2020 

California NASPO Juniper Networks 
NASPO ValuePoint Data 
Communications 
Products and Services 
2014-2019 

Master Contract AR229 
Participating Addendum 7-14-

70-08 

7/13/2020 

California Direct California Multiple 
Award Schedule 
(CMAS) 
Information 
Technology Goods & 
Services - Cisco, 

Base GSA Schedule: GS-35F-
0511T; Contract Number: 3-20-

70-0729J 

9/17/2020 
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State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

Fortinet, Tanium, 
Veeam  

California Direct 
(Reseller) 

State of California 
Databricks Software 
Licensing Program 

Contract Number: SLP-20-70-
0155D 

6/29/2020 

California NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

7-20-70-47-02 

7/17/2020 

California Direct California Multiple 
Award Schedule 
(CMAS) 
Information 
Technology Goods & 
Services - Rubrik 

Base GSA Schedule: 
47QTCA20D0019; Contract 

Number: 3-20-70-0729H 

6/7/2020 

Colorado NASPO HP Enterprise NASPO 
ValuePoint Computer 
Equipment, Peripherals 
& Related Services 
2015-2020; Band 4 - 
Server, Band 5 - 
Storage 

Master Agreement: MNNVP-
134; State Participating 

Addendum: 
20160000000000000103 

3/24/2020 

Colorado NASPO NetApp NASPO 
ValuePoint Computer 
Equipment, Peripherals 
& Related Services 
2015-2020 

Master Agreement: MNWNC-
121; State Participating 

Addendum: 
20160000000000000113/NASPO 

6/23/2020 

Colorado Direct City and County of 
Denver – Denver 
International Airport 
VCE/Dell/EMC 
Hardware and 
Software with Support 
Master Purchase Order 

Master Purchase Order: SC-
00004252 

3/19/2020 

Colorado NASPO Palo Alto Networks 
NASPO ValuePoint Data 
Communications 
Products and Services 
Master Agreement 
(2019-2026) AR3229  

Master Agreement: AR3229; 
State Participating Addendum: 

AR3229 

7/31/2020 

Colorado NASPO Carahsoft NASPO 
ValuePoint Cloud 
Solutions 2016-2026 

Master Agreement: AR2472; 
State Participating Addendum: 

139963 

8/28/2020 

Florida Direct 
(Reseller) 

State of Florida Dell 
Technology Refresh 
Program 

Contract Number: 53AHF 4/13/2020 
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State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

Florida NASPO Carahsoft NASPO 
ValuePoint Cloud 
Solutions 2016-2026 

Master Agreement: AR2472; 
State Participating Addendum: 

43230000-NASPO-16-ACS  

Early 2020 

Florida NASPO Dell NASPO ValuePoint 
Computer Equipment, 
Peripherals & Related 
Services 2015-2020 

Master Agreement: MNWNC-
108; State Participating 

Addendum: 43211500-WWSCA-
15-ACS 

Early 2020 

Florida NASPO HP Inc. NASPO 
ValuePoint Computer 
Equipment, Peripherals 
& Related Services 
2015-2020; Band 1 - 
Desktop, Band 2 - 
Laptop, Band 3 - Tablet 

Master Agreement: MNNVP-
133; State Participating 

Addendum: 43211500-WSCA-
15-ACS 

Early 2020 

Hawaii NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

20-11 

2/19/2020 

Idaho NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

PADD20210466 

7/6/2020 

Kansas NASPO Palo Alto Networks 
NASPO ValuePoint Data 
Communications 
Products and Services 
Master Agreement 
(2019-2026) AR3229  

Master Agreement: AR3229; 
State Participating Addendum: 
0000000000000000000048499 

11/19/2020 

Kansas  NASPO Cisco NASPO 
ValuePoint Data 
Communications 
Products and Services 
2019-2026 

Master Agreement: AR3227; 
State Participating Addendum: 
0000000000000000000047258  

9/22/2020 

Kentucky Direct Commonwealth of 
Kentucky KETS 
Enterprise Server 
Storage Hardware 
Services 

Contract#: MA-758-2000000719 12/18/2020 

Louisiana NASPO Cisco NASPO 
ValuePoint Data 
Communications 
Products and Services 
2014-2019 

Master Agreement: AR233; 
State Participating Addendum: 

4400003810 (Networking) 

1/17/2020 

Louisiana NASPO Cisco NASPO 
ValuePoint Data 
Communications 

Master Agreement: AR233; 
State Participating Addendum: 

4400016086 (UC) 

1/17/2020 
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State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

Products and Services 
2014-2019 

Maryland Direct State of Maryland CATS 
+ (Consulting and 
Technical Services) 
Contract 

060B2490023 2/12/2020 

MHEC Direct 
(Reseller) 

HP Inc Midwestern 
Higher Education 
Compact Contract 
(MHEC) 

MHEC-06012015 6/15/2020 

MHEC Direct 
(Reseller) 

HPE Midwestern 
Higher Education 
Compact Contract 
(MHEC) 

MHEC-10012015 6/15/2020 

Missouri Direct SOM Management 
Consulting Services 
QVL Contract  

Contract Number: CS201311045 3/31/2020 

Missouri NASPO Cisco NASPO 
ValuePoint Data 
Communications 
Products and Services 
2019-2026 

Master Agreement: AR3227; 
State Participating Addendum: 

AR3227-MO 

10/13/2020 

NCPA Direct 
(Reseller) 

NCPA Immix Systems 
and Information 
Management Software 

Master Agreement: 01-75  7/28/2020 

NCPA Direct 
(Reseller) 

NCPA Immix Software 
Products and Services  

Master Agreement: 01-88  7/28/2020 

NCPA Direct 
(Reseller) 

NCPA Immix Data 
Storage, Cloud, 
Converged and Data 
Protection 

Master Agreement: 01-83  7/28/2020 

New 
Mexico 

NASPO Dell NASPO ValuePoint 
Computer Equipment, 
Peripherals & Related 
Services 2015-2020 

Master Agreement: MNWNC-
108; State Participating 

Addendum: 60-000-15-00008AH 

7/14/2020 

New 
Mexico 

NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

00-00000-20-104AC 

8/28/2020 

North 
Carolina 

Direct North Carolina 
Statewide IT Term 
Contract 204A For HP 
Microcomputers, 
Peripherals, and 
Related Services 
Contract; ITS-400203 

Contract #204A/ITS-400203 11/23/2020 
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State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

North 
Carolina 

Direct State of North Carolina 
Department of Public 
Instruction E-Rate 
Contract - Synnex #40-
RQ22294323 

Contract #40-RQ22294323 3/23/2020 

QUILT Direct 
(Reseller) 

The Carashoft Quilt 
Consortium Contract 

Contract Number: 
MSA05012019-F 

8/16/2020 

Tennessee NASPO EMC NASPO ValuePoint 
Computer Equipment, 
Peripherals & Related 
Services 2015-2020 

Master Agreement: MNWNC-
109; State Participating 

Addendum: 50436 

2/7/2020 

Tennessee Direct State of Tennessee 
Department of General 
Services Resources F5 
Networking Equipment 
& Services Contract 

 
#0000000000000000000066355  

5/5/2020 

Tennessee NASPO Dell NASPO ValuePoint 
Computer Equipment, 
Peripherals & Related 
Services 2015-2020 

Master Agreement: MNWNC-
108; Participating Addendum: 

MNWNC-108-TN 

12/17/2020 

Texas Direct 
(Reseller) 

State of Texas, 
Department of 
Information Resources 
(DIR) - Hitachi Products 
& Related Services 
Reseller Agent Contract 

Contract Number: DIR-TSO-4357 2/19/2020 

Texas Direct 
(Reseller) 

State of Texas, 
Department of 
Information Resources 
(DIR) – Pure Storage 
Data Storage Products 
and Related Services 
Reseller Agent Contract 

Contract Number: DIR-TSO-4331 6/24/2020 

Texas Direct 
(Reseller) 

State of Texas, 
Department of 
Information Resources 
(DIR) – EMC Data 
Storage, Data 
Communications & 
Networking Products 
Reseller Agent Contract 

Contract Number: DIR-TSO-4299 6/26/2020 

Texas Direct 
(Reseller) 

State of Texas, 
Department of 
Information Resources 
(DIR) – Juniper 
Networks Data Storage, 
Data Communications 

Contract Number: DIR-TSO-4240 9/21/2020 
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State NASPO 
or Direct 

Contract Name Contract Number/ID Date WWT 
Added 

& Networking Products 
and Related Services 
Reseller Agent Contract  

Utah NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

AR3189-UT 

2/3/2020 

Virginia Direct 
(Reseller) 

Virginia 
Commonwealth 
University VASCUPP 
Contract for Cisco 
Products and Services 

Contract Number: 7365172JC 1/31/2020 

Virginia NASPO NetApp NASPO 
ValuePoint Computer 
Equipment, Peripherals 
& Related Services 
2015-2020 

Master Agreement: MNWNC-
121; State Participating 

Addendum: UVA1639592 

5/20/2020 

Virginia 
(Henrico 
County) 

NASPO NetApp NASPO 
ValuePoint Computer 
Equipment, Peripherals 
& Related Services 
2015-2020 

Master Agreement: MNWNC-
121; State Participating 

Addendum: MNWNC-121 

6/2/2020 

Washington NASPO Dell NASPO ValuePoint 
Computer Equipment, 
Peripherals & Related 
Services 2015-2020 

Master Agreement: MNWNC-
108; State Participating 
Addendum: 05815-003 

1/17/2020 

Washington NASPO Cradlepoint NASPO 
ValuePoint Data 
Communications 
Products and Services 

Master Agreement: AR3189; 
State Participating Addendum: 

05819 

8/28/2020 

Washington Direct City of Seattle Unified 
Communications & 
Contact Center 
Replacement 

Contract Number: 
000000000005078 

9/21/2020 

Washington NASPO Carahsoft NASPO 
ValuePoint Cloud 
Solutions 2016-2026 

Master Agreement: AR2472; 
State Participating Addendum: 

05116 

3/27/2020 

Washington Direct City of Seattle Google 
Cloud Platform and 
Services 

Contract Number: City of Seattle 
Google -- AR2472 

11/13/2020 
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 Promoting OMNIA Partners Logo 

D. Acknowledge Supplier agrees to provide its logo(s) to OMNIA Partners and agrees 
to provide permission for reproduction of such logo in marketing communications 
and promotions. Acknowledge that use of OMNIA Partners logo will require 
permission for reproduction, as well. 

WWT acknowledges and agrees. 

 Proactive Direct Sales 

E. Confirm Supplier will be proactive in direct sales of Supplier’s goods and services to 
Public Agencies nationwide and the timely follow up to leads established by OMNIA 
Partners. All sales materials are to use the OMNIA Partners logo. At a minimum, the 
Supplier’s sales initiatives should communicate: 

i. Master Agreement was competitively solicited and publicly awarded by a 
Principal Procurement Agency 

ii. Best government pricing 

iii. No cost to participate 

iv. Non-exclusive 

WWT confirms. 

 Training National Sales Force on Master Agreement 

F. Confirm Supplier will train its national sales force on the Master Agreement. At a 
minimum, sales training should include: 

i. Key features of Master Agreement 

ii. Working knowledge of the solicitation process 

iii. Awareness of the range of Public Agencies that can utilize the Master 
Agreement through OMNIA Partners 

iv. Knowledge of benefits of the use of cooperative contracts 

WWT confirms. 

 Key Personnel 

G. Provide the name, title,  and phone number for the person(s), who will be 
responsible for: 

i. Executive Support  

ii. Marketing  

iii. Sales  

iv. Sales Support  

v. Financial Reporting  
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vi. Accounts Payable  

vii. Contracts  

Executive Support Executive Support 

Bryan Thomas Matthew Jenkins 

Senior Vice President Area Vice President – SLED West  

Bryan.thomas@wwt.com   Matthew.Jenkins@wwt.com  

703-467-5362 808-599-7052 

Executive Support Contracts 

Shawn Rodriguez Carol Harting 

Vice President – SLED East Business Development Manager - SLED 

shawn.rodriguez@wwt.com  Carol.Harting@wwt.com  

804-683-2342 314-995-6103 

Marketing Sales - Texas 

Amanda Kwon Grant Isaminger 

Public Sector Marketing Manager Client Executive 

Amanda.Kwon@wwt.com   Grant.Isaminger@wwt.com  

314-995-6109  832-286-7894 

Sales - Washington Sales - Oregon 

David McDaniel Mike Hicks 

Client Executive Client Executive 

David.McDaniel@wwt.com Michael.Hicks@wwt.com  

425-635-1205 808-599-7053 

Sales Support Financial Reporting  

Monica Helling Megan Nieder 

Sales Operations Manager - SLED Senior Business Unit Controller 
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Monica.Helling@wwt.com  Megan.Nieder@wwt.com  

 314-301-2436  314-995-6140 

Accounts Payable  Accounts Receivable 

Heather Lewis Ashley Ison 

Accounts Payable Manager Accounts Receivable Manager 

 Heather.lewis@wwt.com   Ashley.Ison@wwt.com  

 314-809-0443 314-655-6698 

 National Salesforce Training 

H. Describe in detail how Supplier’s national sales force is structured, including contact 
information for the highest-level executive in charge of the sales team. 

Region 4 ESC and OMNIA Partners will have access to more than 400 WWT SLED national sales team 
members who possess deep experience and functional knowledge. Our sales team will work together to 
comprehensively address Region 4 ESC and OMNIA Partners requirements.  

WWT SLED has two dedicated geographical breakdowns. SLED East is led by Shawn Rodriguez, and SLED 
West is led by Matthew Jenkins. A detailed map is shown in Section I – Supplier Differentiator. 

Contact information is provided below: 

Shawn Rodriguez 

Vice President East, State & Local Government and Education 

Mobile: 804.683.2342 

Email:  shawn.rodriguez@wwt.com 

 

Matthew Jenkins 

Vice President West, State & Local Government and Education 

Mobile: 808-599-7052 

Email:  Matthew.Jenkins@wwt.com 
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 Strategy to Grow and Implement the National Program 

I. Explain in detail how the sales teams will work with the OMNIA Partners team to 
implement, grow and service the national program. 

WWT is fully invested in a dedicated SLED Vertical within our Public Sector space. Our long term growth  
strategy is securing a large nation-wide contract such as OMNIA partners. Therefore, the SLED sales teams 
will focus on implementing, growing, and servicing this national contract.  

Please see above Section 3.3  Marketing and sales Plan for outline of steps WWT will be undertaking to 
create and implement a strategy for grow the program nationally. Below, we have included graphics 
depicting our plans to continually invest and grow our SLED market. 
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 Strategy for Managing National Program 

J. Explain in detail how Supplier will manage the overall national program throughout 
the term of the Master Agreement, including ongoing coordination of marketing 
and sales efforts, timely new Participating Public Agency account set- up, timely 
contract administration, etc. 

As a $13 billion, 7,500+ employee, large global solutions provider, we are accustomed to delivering on 
large, complex projects for the public sector government, both state & local and federal, educational 
entities, global enterprises, and service providers. Through years of successful design and delivery, we 
have developed a consistent formula for success that applies across use cases, vertical markets, and size 
of customer: 

• Employees – We hire and develop industry experts that understand the needs and goals of the 
customer, cross functionally, and demonstrate they can operate collaboratively as a high-
performing team. They must possess the highest of values that align to our corporate culture 
catalysts. 

• Enablement – Once we are awarded a project or a contract, we assemble a team of proven 
functional experts from that employee base and enable them on the unique and specific 
requirements and deliverables of the program, focusing on time to value and compliance. 

• Execution – Once our high-performing team has been enabled, we put structured cadence and 
processes in place that align, manage, and measure the impact of WWT and our team members 
to the desired outcomes of a specific customer project and the overall program. 

The state & local government and education market is a strategic focus for WWT. As a result, we have 
made substantial investments in building a high-performing team of experienced field resources and 
industry experts to support the mission of constituent-based outcomes. We have over 100 sales, 
operational, and technical resources dedicated to the state & local government and education market 
that would support this agreement as participating addenda are executed with states across the country. 
These resources are distributed in markets across the entire country to make sure when at all possible we 
have our people as close as possible to the customers. Many of our state & local government and 
education resources are deeply experienced in the market and have joined us from some of the very 
publishers in this solicitation, as well as from hardware OEM partners who also leverage OMNIA Partners 
as the preferred path to market. Therefore, we have a tremendous amount of OMNIA Partners 
experienced assets on the team to make sure we can deliver on our promise of world class execution. 

In support of a resulting contract to WWT, we would provide all of the functional roles below from a field 
organization to support OMNIA Partners, participating states, and respective customers in their 
comprehensive software needs: 

• Client Manager(s) – Manages the overall business relationship with each OMNIA Partners 
participating entity and their unique customers. 

• Consulting Systems Engineer(s) – Develops the ongoing technical and solution partnership with 
each OMNIA Partners participating entity and their unique customers. 
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• Regional Sales Manager – First-line field leadership to build relationships with the senior 
leadership of the OMNIA Partners participating entities and each unique client and serves as an 
escalation point in times of such need. 

• Chief Technology Advisor – Serves as a forward-looking innovation and strategy consultant to 
OMNIA Partners and clients to explore the evolution of and introduction of new software and 
SaaS technology that bring value to constituents. 

• Chief Digital Advisor – Helps each individual client explore the external digital outcomes they are 
leveraging software to achieve and develops a methodology and process to get there, which 
includes coaching, ideation identifying, and involving all key stakeholders. 

• Services Consultant(s) – Owns, collaboratively with client managers and consulting systems 
engineers, the relationship with each client, all scoping efforts and activities, the delivery and 
execution of the statement of work, and high-level engagement with the client through the 
delivery of the project. 

• Vice Presidents, State & Local Government and Education – WWT will provide two Vice 
Presidents — one for the East and one for the West — who together serve as the most senior 
business leaders focused on the state & local government and education market at WWT. They 
will also function as executive sponsors of OMNIA Partners and participating states, and the most 
senior points of engagement and escalation for the client to within WWT. 

Through the successful completion of many strategic projects, and in looking at best practices with our 
most substantial client partnerships within the government and education markets, we could suggest and 
deliver at a minimum and, if desired, the following key regular activities with our aligned resources: 

• Introduction and relationship kickoff meeting(s) to identify and introduce key resources 
supporting the OMNIA Partners program for WWT 

• Comprehensive overview and enablement of the wwt.com platform and our Advanced 
Technology Center providing a wealth of lab service, workshops, documentation and knowledge 
transfer, much of which is free, for the customer’s unique and innovative technology needs 

• Upon request, discuss capabilities and discuss “art of the possible” overview with key program 
resources 

• Schedule regular relationship management cadence meetings or calls with program owners and 
project leaders for specific projects with unique customers 

• Schedule optional quarterly technology and business briefings for all interested stakeholders at a 
participating state or a unique customer 

• Offer an annual business review of all progress and key action items with the OMNIA Partners 

Above and beyond our dedicated field resources, WWT would also provide additional high-value 
resources to the program to make sure program and individual customer projects are as efficient as 
possible through delivery and continuing all the way to customer delight. These would include, but would 
not be limited to: 
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• Contract Manager – A dedicated WWT contract manager accountable for the ongoing 
management, enablement, and administration of the OMNIA Partners program. 

• Legal Counsel – The point of contact to support OMNIA Partners, and our internal contract 
manager on the initial contract execution of the master agreement, and any future modifications 
to the contract from a legal perspective. 

• Sales Operations Manager – Leads a team of sales operations representatives that would 
facilitate and execute the quote to invoice process for each unique order associated with OMNIA 
Partners contract. 

• Director, Partner Strategy – Serves as the WWT liaison between our contract management team, 
our field client teams, and the publishers represented on the contract for any supporting 
documentation and future adds or changes at the request of the OMNIA Partners contract. 

We are confident about what you see here and will see throughout our response: WWT is heavily invested 
in the state & local government and education market, and has the appropriate resource expertise to 
execute on the scope in a manner that drives best-in-class, value-based outcomes with any resulting 
master agreement. We are committed to building a strategic partnership with the OMNIA Partners 
contract that focuses on your desired goals as the program and market evolves. 

 Public Agency Sales and Largest Customers 

K. State the amount of Supplier’s Public Agency sales for the previous fiscal year. 
Provide a list of Supplier’s top 10 Public Agency customers, the total purchases for 
each for the previous fiscal year along with a key contact for each. 

Closing out December 2020 WWT SLED  has 40+ dedicated account teams in the field. Our 2020 SLED 
revenue was $300M with anticipated goal of $1B in three years.  
 
Below is several of our top customers and contract by revenue.  

WWT Top 10 Public Agencies – 2020 
 Agency Purchases Contact 
1. University of Florida Foundation $29,559,287.84 

 
David Christie 

2. City of Seattle $14,059,929.25 Don Behrend 
3. University of Texas at San Antonio $12,615,000.00 Kendra Ketchum 
4. HMSA (Hawaii Medical Service Association) $9,652,188.07 Peter Lewis 
5. University of Missouri - Columbia, MO $5,309,328.00 Heather Reed 
6. City of Phoenix $5,283,151.60 Steen Hambric 
7. Denver International Airport $5,095,179.66 Steve Cooker 
8. State of Colorado - Office of Information 

Technology 
$4,792,707.20 Cody Scott 

9. University of South Florida $4,617,307.98 Alex Frias 
10. University of Arizona 

 
$4,112,987.00 Derek Masseth 
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Information System Capabilities 

L. Describe Supplier’s information systems capabilities and limitations regarding order 
management through receipt of payment, including description of multiple
platforms that may be used for any of these functions.

WWT uses a home built quoting system called ORCA, then order are won and pass through Oracle for 
processing. WWT does accept Purchase orders and credit cards.  

WWT offers operational metrics and reports generated from our ERP and eCommerce systems and can 
be developed in accordance with agreed upon contract requirements. To support tactical needs, our 
operational reports provide transaction level information. For strategic planning, our metrics and 
statistical reports use the same data to provide analysis, trending and performance information related 
to a particular function over a period of time.  

The following is a list of customizable reports that WWT can provide. These reports are available as soon 
as WWT starts leveraging the OMNIA contract and can be delivered per agreement. 

• Quote Metric Report. This report provides quote header and line level detail providing visibility
into your open opportunity pipeline.

• Booked Order Report:  This report provides header and line level detail providing visibility into
your booked orders.

• Order Tracking Report. This report provides both shipped and open line level information for each 
order booked.

• Monthly and Quarterly Spend. This report provides customer invoice data for a specific time
period.

 

This Section Intentionally Omnitted
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Strategy for Converting Agency-Generated Solicitations 

N. Even though it is anticipated many Public Agencies will be able to utilize the Master
Agreement without further formal solicitation, there may be circumstances where
Public Agencies will issue their own solicitations. The following options are available 
when responding to a solicitation for Products covered under the Master
Agreement.

i. Respond with Master Agreement pricing (Contract Sales reported to OMNIA 
Partners).

Agreed and confirmed. 

ii. If competitive conditions require pricing lower than the standard Master
Agreement not-to-exceed pricing, Supplier may respond with lower pricing
through the Master Agreement. If Supplier is awarded the contract, the
sales are reported as Contract Sales to OMNIA Partners under the Master
Agreement.

Agreed and confirmed. 

iii. Respond with pricing higher than Master Agreement only in the unlikely
event that the Public Agency refuses to utilize Master Agreement (Contract
Sales are not reported to OMNIA Partners).

WWT will always provide the customer the best pricing option possible. Regardless if the OMNIA Partners 
contract is not being used.  

iv. If alternative or multiple proposals are permitted, respond with pricing
higher than Master Agreement, and include Master Agreement as the
alternate or additional proposal.

WWT will always provide the customer the best pricing option possible. Regardless if OMNIA Partners 
contract is not being used.  

Detail Supplier’s strategies under these options when responding to a solicitation. 

The product discount structure and services rate card outlines are intended to provide a starting point for 
pricing framework.  There are multiple factors that may further impact the discount structure including: 

• Volume and size of product orders

• Competitive solicitations resulting in further OEM pricing discount structure

• OEM special pricing incentives for products

• Duration and  size of services resource requirements or project size.

The above factors will impact the final pricing to customers. 

Contract Reporting Capabilities 

We can also identify multiple contracts through our robust reporting capabilities for our SLED contracts. 
We generate hundreds of reports monthly and quarterly for each one of our SLED contracts. Each is 
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uniquely developed based on the contract requirements. The amount of data we collect from our ordering 
systems allows us to have the ability to customize the reports for more granular content.  

Here are just some of the categories of data we collect and report from. 

Page 103 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 104 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



 Appendix D, Exhibit D and F 

i. Include completed Appendix D, Exhibits F. Federal Funds Certifications and G. New Jersey 
Business Compliance. 

Appendix D, Exhibit F are included on the following pages. WWT will not offer products or services in New 
Jersey and has not included Exhibit G. 

 

Page 105 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 106 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 107 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 108 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 109 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 110 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 111 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 112 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 113 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 114 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 115 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 116 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 117 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 118 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 119 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 120 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 121 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 122 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



Page 123 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



 Emergency Orders 

iv. Describe how Offeror responds to emergency orders. 

Upon receipt of an order that has been deemed an emergency, WWT will process the order with the 
OEM/Vendor and utilize our partner relationships request the product be expedited for manufacturing 
and or shipping to provide the best possible date based on OEMs material availability. 

 Average Fill Rate 

v. What is Offeror’s average Fill Rate? 

WWT resells OEM equipment and does not stock or manufacture equipment. Immediate product 
availability is determined on the manufacturer or vendors stock/lead time at the time WWT places the 
order. 

 Average On Time Delivery Rate 

vi. What is Offeror’s average on time delivery rate? Describe Offeror’s history of meeting the 
shipping and delivery timelines. 

WWT resells OEM equipment and does not stock or manufacture equipment. Immediate product 
availability is determined on the manufacturer or vendors stock/lead time at the time WWT places the 
order. WWT works with the OEM to have product delivered as soon as possible based on the customer’s 
timelines. Once the product is in transit with a carrier it could be subject to COVID impacts. 

 Return and Restocking Policy 

vii. Describe Offeror’s return and restocking policy. 

Return Material Authorization (RMA) Policy: WWT deals with many manufacturers and products, many of 
which have specially mandated return policies. By referencing specific program contracts to find any 
variations to these guidelines, the WWT program manager will work with the appropriate resources to 
determine the correct return policy when necessary. Our standard practice is to assist our customers in 
engaging the product manufacturer and associated support services to resolve any issues that may arise. 
As part of the program management team, the WWT inside sales procurement specialist dedicated to 
your program will have the necessary skills and knowledge to handle all Return Material Authorization 
(RMA) requirements. Customer satisfaction is our number one priority. Our goal is to ensure that every 
order is received intact by the customer, exactly as ordered. WWT recognizes that products may not arrive 
as expected for a variety of reasons, and the following general guidelines have been implemented to 
facilitate the return of the product to WWT.  

Claims or Discrepancies in Shipments: Materials delivered via carrier from WWT should not be accepted 
from the carrier without the proper notification on the carrier documentation of any damage discovered 
upon receipt. Following receipt of damaged material, our customer service or contract administrator 
should be notified within a mutually agreed-upon timeframe of damage discovery. Failure to note damage 
within the agreed-upon timeframe will result in the assumption that WWT has fulfilled its obligation to 
deliver such products in acceptable condition. All claims or discrepancies in shipments must be made 
within five business days of the customer’s merchandise receipt.  

Customer-Initiated Returns: All return requests, which can be initiated via telephone or our online RMA 
form accessed from WWT's Order Tracking application, should be made within the agreed-upon time 
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frame of receipt of merchandise. The material should not be returned without prior advance authorization 
from WWT’s customer service representatives. WWT will grant an RMA for any non-conforming shipment 
(product that is either damaged or does not otherwise conform to the specific ordering instructions 
provided with the customer's order). Return authorization for all other returns not fitting into the non-
conforming category or returned after the initial agreed-upon timeframe shall be at WWT's sole 
discretion.  

Once contacted, the customer service representative will provide an RMA number and designated ship-
to for the returned merchandise. The RMA number should be clearly visible on the packing slip and the 
outside of the carton or envelope to be returned. C.O.D. returns will not be accepted. The RMA number 
will be honored for only one order and must match the product authorized for return. The RMA number 
will be valid for 30 days from the date WWT issued the RMA. Merchandise should be returned in its 
original packaging, along with any certifications, instructions, etc. The burden of return shipment costs 
will be in accordance with the resulting Master Service/Product Agreement. 

Process for Issuing Credits: Once WWT approves an RMA, the customer returns the product. WWT issues 
credits once we receive credits from the OEM being utilized, so the timeline and restocking fee depends 
upon the OEM. 

Products may only be returned in accordance with the original manufacturer's RMA policy. 

Items returned after 30 days of receipt may not be returnable due to vendor restrictions. 

 Warranty Beyond Manufacturer’s Standard 

viii. Describe Offeror’s ability to meet service and warranty needs beyond manufacturers standard. 

Warranties 

a. Products: WWT is a reseller of information technology products, which includes hardware, 
software and firmware (“Products”). Buyer understands that WWT is not the manufacturer of the 
Products purchased by Buyer hereunder, and the only warranties offered are those of the 
manufacturer, not WWT. In purchasing the Products, Buyer is relying on the manufacturer’s 
specifications and services descriptions only and is not relying on any statements, specifications 
in brochures, photographs or other illustrations representing the Products that may be provided 
by WWT.  

In certain situations where a bulk order is being placed and WWT is providing staging and logistics 
for project rollout leveraging our Integration Centers,  WWT can work with the customer and OEM 
to insure that the product warranty start dates align with customer receipt of product for 
installation. 

b. Services: With respect to any services provided by WWT (“WWT Services”), WWT represents and 
warrants that the WWT Services will be performed in a professional and workmanlike manner, in 
accordance with industry standards. Buyer acknowledges and agrees that, in some instances, WWT 
may act as a reseller of certain original equipment manufacturer (“OEM”) services, such as 
maintenance, support and advanced services (“OEM Services”). WWT is not the provider of the 
OEM Services, and OEM Services are purchased pursuant to the terms and conditions offered by 
the provider of such services. Upon Buyer’s request, WWT will obtain a copy of such terms from 
the provider. The OEM Services providers are not agents of WWT. The third party service provider 
is the only party responsible for providing OEM Services to Buyer. Buyer will look solely to the third 
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party service provider for any loss, claims or damages arising from or relating to the purchase or 
provision of the OEM Services. Buyer hereby releases WWT and affiliates from any and all claims 
arising from or relating to the purchase or provision of any OEM Services. Services may be subject 
to tax. 

 Customer Fulfillment Process 

ix. Describe Offeror’s customer fulfillment process 

Once Region 4 ESC and OMNIA Partners has identified what they would like to purchase from WWT, they 
will reach out to their WWT Inside Sales Representative for a price quote. WWT will provide a quote for 
the customer that will be turned into a customer Purchase Order. The WWT Inside Sales Rep will work 
with the WWT Procurement team to process the Purchase Order with the OEM. OEM will manufacture 
product and send it directly to the customer’s ship to address specified on their Purchase order. 

 Customer Service/Problem Resolution Process 

x. Describe Offeror’s customer service/problem resolution process. Include hours of operation, 
number of services, etc. 

World Wide Technology is committed to the highest standards of quality and customer satisfaction and 
problem resolution, utilizing a quality management system that is comprised of integrated processes 
around leadership, planning, support, operation, performance evaluation and improvement.   

The key to customer service support and problem resolution is to assign and Account Team within each 
market to align with each customer.  The Account Team is comprised of the following; 

Account manager 

As the primary point of contact, the Account Manager (AM) serves as the customer advocate and is 
responsible for understanding customer requirements and coordinating business solutions. The AM leads 
the internal support team and works with OEM representatives to propose the optimal technology or 
platform to meet the customer’s needs.  The AM will be responsible for problem resolution, escalation, 
pricing and meeting with customers for review and planning meetings.  

Consulting Systems Engineer  

Pre-sales engineer that translates customers networking, collaboration, video, wireless, storage, server, 
virtualization, data center and security business requirements into specific product and/or service 
solutions.  

Services Consultant  

Meets with customer managers to discuss existing projects, timelines, resourcing gaps within the 
organization and possible solutions.  

Project Coordinator 

Assist with or manage the oversight of all aspects of project life cycle to include initiation, planning, 
execution, controlling and closing; taking project through final implementation. Manage changes to the 
project scope, project schedule, and project costs. 
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The following is a sample organizational chart of team that will support: 

 

 
 

 Invoicing Process 

xi. Describe Offeror’s invoicing process. Include payment terms and acceptable methods of 
payments. Offerors shall describe any associated fees pertaining to credit cards/p-cards. 

WWT will invoice customer upon shipment of product from the OEM, and payment terms are net thirty 
(30) days from date of WWT’s invoice.  

WWT does take Credit Cards and P-Cards and there could be up to a 3% fee for each transaction. 

 Contact Implementation/Customer Transition Plan 

xii. Describe Offeror’s contract implementation/customer transition plan. 

Section 3.3  Marketing and Sales, above, outlines the implementation and transition plan for rolling out 
the Region 4 ESC OMNIA Partners contract to new and existing customer base. 

 Financial Condition 

xiii. Describe the financial condition of Offeror. 

WWT's revenue was nearly $13 billion in 2020. WWT is privately owned and has been for our entire 30-
year history. WWT is an exceptionally stable company, with an uncommonly large $2 billion line of credit. 
A testament to WWT’s financial strength, this ample credit line provides WWT with the ability to fulfil 
orders immediately, and it enables us to remain a reliable partner for years to come. 
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 Website Capabilities and Functionality 

xiv.Provide a website link in order to review website ease of use, availability, and capabilities 
related to ordering, returns and reporting. Describe the website’s capabilities and functionality. 

WWT can provide a web portal for on-line order management as required for each customer. This would 
not be generic web-based ecommerce site but a custom portal specific to each customer needs. 

A complete listing of WWT’s SLED contracts can be found on this page.  

https://www.wwt.com/state-contracts 

We list all of the SLED contracts by State. If you click each State, you can see the list of contracts available 
per State. Example below is the available contract for Ohio.  

 
Below is an example of how a WWT Held Direct contract can be listed on our website. 

State of Texas Department of Information Resources IT Security Products & Services Contract 
#DIR-TSO-4135 
DIR-TSO-4135 – IT Security Products & Services 

Please see the DIR contract website for more information. 

Contract Overview 

World Wide Technology offers information technology security (ITS) hardware, software and services, for several brands 
through this contract. This Contract may be used by the state and local government, public education, other public entities in 
Texas, as well as public entities outside the state. Visit the DIR’s Cooperative Contracts page for more information on customer 
eligibility requirements and customers outside the State of Texas. This contract does not allow for resellers. 
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Contract Documents 

DIR-TSO-4135 Contract 

DIR-TSO-4135 Amendment 1 (see Associations below) 

DIR-TSO-4135 Appendix A Standard Terms and Conditions 

DIR-TSO-4135 Appendix C Pricing Index (per Amendment 1)  (see Associations below) 

How to order 

For product and pricing information, contact Carol Harting at (314) 995-6103 

Generate a purchase order made payable to World Wide Technology. You must reference the DIR Contract Number DIR-TSO-
4135 on your purchase order. 

E-mail or fax your purchase order and quote form to Carol Harting. 

Manufacturer Specifications and Pricing 

Bomgar/BeyondTrust (See associations below) 

CA Technologies (See associations below) 

Fortinet (See associations below) 

McAfee (See associations below) 

MicroAssist (See associations below) 

Palo Alto (See associations below) 

Riverbed (See associations below) 

RSA (See associations below) 

Semper Feye (See associations below) 

Spinsci (See associations below) 

Splunk (See associations below) 

Symantec (See associations below) 

Tanium (See associations below) 

Product Warranty and Return Policy 
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WWT is a reseller of third party products and sells pursuant to the manufacturer’s warranty. Customer 
understands that Vendor is not the manufacturer of the Products or the provider of any OEM Services. Vendor will 
ensure that all Products sold hereunder are new and are covered by the manufacturer’s standard warranty as 
made available by the manufacturer. To the extent transferable, Vendor will pass through to Customer any 
warranty extended to Vendor by the original manufacturer. 

Return Policy: Products may only be returned or cancelled in accordance with the manufacturer’s return policy. 

Manufacturer Warranty Policies (see Policy Below) 

Contract details 

Vendor ID: 1431912895600 

HUB Type: Non HUB 

DIR Contract Number: DIR-TSO-4135 

Contract Term End Date: 5/2/2021 

Contract Exp Date: 5/2/2022 

Contact World Wide Technology 

Carol Harting 

Phone: (314) 995-6103 

Fax: (314) 919-1470 

Electronic and Information Resources (EIR) Accessibility 

Information regarding Electronic and Information Resources (EIR) accessibility of this vendor’s offerings is included 
in the contract. Agencies purchasing products or services are responsible for complying with Texas EIR Accessibility 
statute and rules, as defined in TGC 2054 Subchapter M, 1TAC 206, and 1 TAC 213. For additional information, visit 
the Vendor Website or contact the vendor directly. 

Additional Resources 
Bomgar/BeyondTrust 
CA Technologies 
Fortinet 
McAfee 
MicroAssist 
Palo Alto 
Riverbed 
RSA 
Semper Feye 

Page 130 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5

mailto:carol.harting@wwt.com
https://www.wwt.com/api/attachments/5d49c265efbd2a0089397263/file
https://www.wwt.com/api/attachments/5d49c27eba111400865087c4/file
https://www.wwt.com/api/attachments/5d49c79651b15e008ae25198/file
https://www.wwt.com/api/attachments/5d49c81964713d0083002773/file
https://www.wwt.com/api/attachments/5d49c8e851b15e008ae251e1/file
https://www.wwt.com/api/attachments/5d49c99751b15e008ae251ed/file
https://www.wwt.com/api/attachments/5d49cab151b15e008ae2520c/file
https://www.wwt.com/api/attachments/5d49cb5151b15e008ae25219/file
https://www.wwt.com/api/attachments/5d49cbe151b15e008ae25243/file


Spinsci 
Splunk 
Splunk 
Tanium 

Contract and Warranty Resources 

• DIR-TSO-4135-AMD-1.pdf 
• DIR-TSO-4135_Appendix_C_Pricing_Index_per_Amendment_1.pdf 
• Manufacturer-Warranty-Policies_v2.pdf 
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 Safety Record 

xv. Describe the Offeror’s safety record. 

Occupational Health and Safety 

We maintain a comprehensive, corporate-wide occupational health and safety compliance assurance 
program based on global regulatory requirements, industry standards and best practices to provide a safe 
and injury-free workplace for our employees. Health and safety training help employees understand their 
safety responsibilities and covers information needed for specific jobs (such as ergonomics and electrical 
safety). 

Our Occupational Health and Safety Program includes: 

• Continuous assessment of occupational health and safety risks 

• Training and promotional activities to raise employee safety awareness 

• Thorough investigation of incidents to determine root causes and take actions to prevent 
recurrence 

The company continues to work toward a goal of a reduction in incidents year over year through focused 
analysis of incident history, work place safety inspection results and employee engagement to determine 
actions necessary to improve performance. This information is reviewed and actions determined during 
regularly scheduled safety steering committee meetings that include representation from executive 
management and all affected areas of the company 

Injuries and Lost Time Reporting WWT has maintained an injury and lost time rate at or below the average 
rate for organizations within the same NAIC code for the past three years: 

Injuries and Lost Time 

 2017 2018 2019 

TIR/TRCR 0.5 0.84 0.81 

LWCR 0.27 0.52 0.44 

DART 0.36 0.64 0.61 

ERM 0.51 0.51 0.45 

TIR/TRCR:  Total Recordable Care Rate = (Total Recordable Cases X 200,000)/Hours 

LWCR:  Lost Workday Case Rate = (Number of Lost Workday Cases X 200,000)/Hours 

DART: Days Away from work, job Restrictions, and/or job Transfers = Total # of injuries & 
Illnesses w/Days Away + Total # of Injuries & Illnesses w/Restricted Work/Hours 

EMR: Experience Modification Rate (adjustment of annual workers’ compensation insurance 
premium based on previous loss experience) 
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  Additional Information 

xvi.Provide any additional information relevant to this section. 

No further details. Section above provides requested details.
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4.0   Qualification and Experience 
 Company History 

i. Provide a brief history of the Offeror, including year it was established and corporate office 
location. 

World Wide Technology: History and Mission 

Founded in 1990, World Wide Technology (WWT) has grown from a small product reseller into a global 
systems integrator with nearly $12 billion in annual revenue and more than 6,000 employees throughout 
the world. WWT brings an innovative and proven approach to how organizations explore, evaluate, 
architect, and implement multi-vendor solutions. With the continuous evolution of technology, 
organizations’ IT staff members are often reduced to evaluating one-off, emerging technology products. 
WWT recognized this problem and built an IT innovation ecosystem to eliminate the pain of evaluating 
new technology and help our customers reach their desired outcomes. 

For more than 30 years, we have educated 
companies on how technology can drive 
efficiency and scale within their organizations. 
Our early experience with architecting complex 
infrastructure solutions established credibility 
within organizations, but it was our willingness 
to look beyond the technology and drive to an 
organization’s desired business outcomes that 
solidified WWT as a trusted consultative partner. 
This shift has resulted in WWT taking the lead on 
transformation initiatives for numerous Fortune 
500 companies and government entities. 

Our Vision, Mission and Core Values 

At WWT, culture is key to our long-term success 
as a company. We develop our culture in support 
of our vision to be the best technology solution 
provider in the world. Culture is also the driving 
force of our mission to create a profitable growth 
company that is also a great place to work. 

As we grew, WWT developed a set of core values 
to act as a path for our collective attitudes, 
beliefs and behaviors that define who we are, 
how we act and how we make decisions. 
Following our core values, individually and 
collectively, helps us to make better decisions for 

our customers and guides our decisions as a responsible corporate citizen. 

 

 

WWT Fast Facts 

• Business partner for more than 70 Fortune 100 
companies 

• More than 4 million square feet of global 
warehouse space dedicated to supply chain 
solutions 

• Consistently ranked on Fortune's "100 Best 
Companies to Work For" list 

• Received Glassdoor's "Employee Choice 
Award" for being one of the best places to 
work 

• Recognized as a best workplace for Women, 
Diversity, Millennials and Parents 

• Ranked #11 on Great Place to Work's "Best 
Workplaces in Technology" list in 2019 

• Ranked #27 on Forbes' "America's Largest 
Private Companies" list 

• Strong financials: $2 billion credit line; 
compound annual growth rate averaging 15% 

• ISO 9001:2015- and TL9000:2016-certified 
facilities 

• Nationally certified Minority-owned Business 
Enterprise (MBE) 
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 Company Reputation 

ii. Describe Offeror’s reputation in the marketplace. 

At WWT, culture is key to our long-term success as a company. We develop our culture in support of 
our vision to be the best technology solution provider in the world. Culture is also the driving force of 
our mission to create a profitable growth company that is also a great place to work. 

As we grew, WWT developed a set of core values to act as a path for our collective attitudes, beliefs 
and behaviors that define who we are, how we act and how we make decisions. Following our core 
values, individually and collectively, helps us to make better decisions for our customers and guides 
our decisions as a responsible corporate citizen. 

 
 

As listed in section above, WWT enjoys a stellar reputation in the marketplace as indicated by the 
following recognitions: 

• Consistently ranked on Fortune's "100 Best Companies to Work For" list 

• Received Glassdoor's "Employee Choice Award" for being one of the best places to work 

• Recognized as a best workplace for Women, Diversity, Millennials and Parents 

• Ranked #11 on Great Place to Work's "Best Workplaces in Technology" list in 2019 

• Ranked #27 on Forbes' "America's Largest Private Companies" list 
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 Company Reputation of Products and Services 

iii. Describe Offeror’s reputation of products and services in the marketplace. 

WWT partners with the world’s leading technology manufacturers and maintain the highest levels of 
certification to offer customers hardware and software solutions that drive and improve their 
business. These manufacturers can be evaluated in our Advanced Technology Center (ATC) and range 
from Silicon Valley heavyweights like Cisco, VMware, NetApp, Dell Technologies, HPE and several 
others, to emerging technology players like Tanium and Dedrone. Individually these companies are 
impressive, but when integrated with WWT, we create game-changing solutions. 

Our top OEM partners are listed below: 

 

 

 

 

#1 Global Partner #1 Partner #1 Partner 

   

   

#1 U.S. Partner 

#1 
Partner 
North 

America 

#1 National Premier 
Partner 

 

 Key Personnel Experience 

iv. Describe the experience and qualification of key employees. 

Please see “Section 3. Appendix D, Sub-Section G – Key Personnel” for a list of personnel who are 
responsible for manage the OMNIA Contract. 

WWT will also assign highly qualified and experienced key personal in each market to work with customers 
to leverage and grow the OMNIA contract.  The following provides all of the functional roles description 
from the field organization to support Region 4 ESC and OMNIA Partners, participating states, and 
respective customers in their comprehensive technology needs:  

• Client Manager(s) – Manages the overall business relationship with each 4 ESC participating entity 
and their unique customers.  

• Consulting Systems Engineer(s) – Develops the ongoing technical and solution partnership with 
each OMNIA Partners participating entity and their unique customers.  
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• Regional Sales Manager – First-line field leadership to build relationships with the senior 
leadership of the OMNIA Partners participating entities and each unique client and serves as an 
escalation point in times of such need.  

• Chief Technology Advisor – Serves as a forward-looking innovation and strategy consultant to 
OMNIA Partners and clients to explore the evolution of technology and business needs.   

• Chief Digital Advisor – Helps each individual client explore the external digital outcomes they are 
leveraging to achieve and develops a methodology and process to get there, which includes 
coaching, ideation identifying, and involving all key stakeholders.  

• Services Consultant(s) – Owns, collaboratively with client managers and consulting systems 
engineers, the relationship with each unique client, all scoping efforts and activities, the delivery 
and execution of the statement of work, and high-level engagement with the client through the 
delivery of the project. 

• Vice Presidents, State & Local Government and Education – WWT will provide two Vice 
Presidents — one for the East and one for the West — who together serve as the most senior 
business leaders focused on the state & local government and education market at WWT. They 
will also function as executive sponsors of OMNIA Partners and participating states, and the most 
senior points of engagement and escalation for the client to within WWT.  

Above and beyond our dedicated field resources, WWT would also provide additional high-value 
resources to the program to make sure program and individual customer projects are as efficient as 
possible through delivery and all the way to customer delight. These would include, but would not be 
limited to:  

• Contract Manager – A dedicated WWT contract manager accountable for the ongoing 
management, enablement, and administration of the OMNIA Partners program. 

• Legal Counsel – The point of contact to support OMNIA Partners, and our internal contract 
manager on the initial contract execution of the master agreement, and any future modifications 
to the contract from a legal perspective. 

• Sales Operations Manager – Leads a team of sales operations representatives that would 
facilitate and execute the quote to invoice process for each unique order associated with OMNIA 
Partners contracts. 

• Director, Partner Strategy – Serves as the WWT liaison between our contract management team, 
our field client teams, and the publishers represented on the contract for any supporting 
documentation and future adds or changes at the request of the OMNIA Partners contract.  

We are confident about what you see here and will see throughout our response: WWT is heavily invested 
in the state & local government and education market, and has the appropriate resource expertise to 
execute on the scope in a manner that drives best-in-class, value-based outcomes with any resulting 
master agreement. We are committed to building a strategic partnership with the OMNIA Partners 
contract that focuses on your desired goals as the program and market evolves. 
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 Experience Working with Government Sector 

v. Describe Offeror’s experience working with the government sector. 

The state & local government and education market is a very strategic focus for WWT. As a result, we 
have made substantial investments in building a high-performing team of experienced field resources and 
industry experts to support the mission of constituent-based outcomes. We have over 100 sales, 
operational, and technical resources dedicated to the state & local government and education market 
that would support this agreement as participating addenda are executed with states across the country. 
These resources are distributed in markets across the entire country to make sure when at all possible we 
have our people as close as possible to the customers.  

Who We Serve 

In support of our vision to be the best technology solution provider in the world, WWT dedicates resources 
and tailors products and services to meet the needs of commercial enterprises; federal, state and local 
government agencies; educational institutions; and service providers. We continue to stand by our goal 
of building and developing WWT intellectual property, products, and reference architectures to create 
differentiated value for our company, customers, and partners. 

Global Commercial Enterprise 

WWT conducts business with more than 70 Fortune 100 companies, ranging from financial institutions 
and healthcare providers to manufacturers, retailers and utility companies. 

Public Sector 

Federal Government 

WWT offers IT procurement, logistics, software development and program management to a range of 
federal agencies and departments, including the Department of Justice and the Department of Defense. 
For 20 years, WWT has fulfilled products and services for a range of public engagements governed by 
Blanket Purchase Agreements; Indefinite Delivery, Indefinite Quantity contracts; GSA Multiple Award 
Schedules and various other agency-specific contracts. 

State and Local Government 

WWT has more than 20 years of experience helping state and local government agencies to innovate. Our 
experience spans a variety of agency functions and missions, including transportation, social services, 
public safety, administration, and information technology. We hold numerous state contracts for the 
procurement of products and services. 

Education 

WWT works with K-12 school districts and higher education institutions nationwide to provide advanced 
technology solutions ranging from remote learning and collaboration to high-speed wireless networks 
that support mobile devices across campuses. We also provide network- and physical-security solutions 
to promote student and staff safety and security. WWT works on E-rate- and non-E-rate-funded projects. 

Global Service Providers 

At WWT, our goal is to fundamentally transform the service-provider industry. Through our Idea-to-
Outcome-based approach and global fulfillment, WWT enables service providers to deliver next-
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generation technology platforms faster. WWT supports service providers by managing the planning, 
procurement and deployment of their technology and associated supply chain requirements. 

 Assistance with E-Rate Funding 

vi. Describe in detail what level of assistance will be provided to a Participating Agency to secure 
e-rate funding. Identify how much effort will be required in obtaining this funding. Specify the 
services available to the agency for project planning, specialized program assistance, and other 
services provided to the agency dealing with the e-rate program. 

WWT has been assisting School Districts across the nation since practically the inception of the E-rate 
program.  Although we cannot help the District secure E-rate funding, as this action may be against E-rate 
program rules, we at WWT employ staff with over 25 years of experience working within the program.  
Several of them have held leadership positions as applicants, solution providers and manufacturers. 

As a solution provider, WWT has the capability to assist the applicant as they submit the supporting 
documentation portion of the E-rate form 471 as well as assisting with common place E-rate performance 
Integrity Assurance (PIA) reviews and invoicing inquiries. 

In terms of project planning, as it relates to an E-rate project, WWT, once again has the highly skilled 
resources to plan and implement an E-rate project and coincidently this is an eligible E-rate service. 

In conclusion, WWT has the solutions, resources and expertise to assist you in a variety of ways as you 
utilize the E-rate program to fund your technology needs.     

 Past Litigation, Bankrupty, Reorganization and State Investigations 

vii. Describe past litigation, bankruptcy, reorganization, state investigations of entity or current 
officers and directors. 

WWT does not comment on the details of pending litigation. At this time there are no actions, suits or 
proceedings, pending or threatened, that are material to our organization, our financial stability or our 
ability to perform the business contemplated by this RFP. 

 Customer References 

viii.  Provide a minimum of 10 customer references relating to the products and services within this 
RFP. Include entity name, contact name and title, contact phone and email, city, state, years 
serviced, description of services and Annual Volume. 

One of the leading indicators of our success as a products and professional services provider is the clients 
we serve, and how these clients feel about their experience with us. We encourage you to contact each 
reference to obtain their thoughts on our industry knowledge, collaborative approach, and overall level 
of professionalism. 
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Reference 1 

Customer Information 

Entity Name: State of Missouri, Office of Administration 
– ITSD 

Contact Name/Title: Steve Siegler, Deputy CIO 

Customer Address: Jefferson City, MO 65101 Contact Phone: 573-751-9406 

Contact Email: steve.siegler@oa.mo.gov  

Project Information 

Years Serviced: 5 

Annual Volume:  

Description of Service: 
WWT provides to the State of Missouri the full line of Cisco networking products and services including presales 
support; installation; engineering help desk, telephone, and electronic support; Cisco SMARTnet branded 
maintenance; training and professional services for agencies in the State of Missouri.  
WWT provides professional services to support the design, acquisition and implementation of the State’s 
network and network applications and in concert with the provision of Cisco hardware and software products 
acquired by the State.  
WWT provides pre-sales design and engineering support to the state agency to allow the state agency to 
process an order, including current and new product information, configuration assistance and product pricing. 
WWT provides pre-sales design and engineering support on-site, by telephone and by email. WWT assists in 
providing available Cisco certified training, when requested by the state. WWT provides SMARTnet maintenance 
services for hardware and software on-site in accordance with Cisco’s coverage areas within the State of 
Missouri (both during and after the warranty). WWT provides advanced parts replacement not involving on-site 
personnel.  
WWT provides a range of other services including electronic ordering, electronic invoicing, procurement, 
staging, configuration, shipping, deployment, and reverse logistics as needed to support the above activities. All 
activities are managed by the Missouri-based Client Management Team.  
Project Examples:  
Office of Administration – Unified Communication Encryption Engagement  
The State of Missouri requested WWT to perform a configuration change to their Cisco UC and UCCE 
infrastructure to add end-to-end encryption for data in transit and at rest. This project was required by the State 
of Missouri, so they are compliant with the IRS Encryption Requirements of Publication 1075.  
Key Team Members included Sr. Voice Engineer, Sr. Voice Engineer UCCE, Sr. Project Manager, Command 
Center Architect, Client Manager, Consulting Systems Engineer. 
Missouri State Highway Patrol – Unified Communications Upgrade and Migration  
MSHP requested WWT’s assistance upgrading their current UC environment from version 10.5(2) to 
recommended version 12.5SU1 or latest agreed-upon version. MSHP requested support of an experienced Cisco 
Voice Engineer to assist in planning and performing the Cisco UC upgrade alongside the MSHP voice team 
providing knowledge transfer throughout.  
Key Team Members include Sr. Voice Engineer, Project Manager, Command Center Architect, Client Manager, 
Consulting Systems Engineer. 
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Missouri Lottery – Cisco Security Configuration Services  
The Missouri Lottery requested WWT’s assistance with configuring and fully operationalizing their Cisco Security 
technologies. These technologies include Cisco Firepower Threat Defense with FTD and ASA devices, Cisco 
Identity Services Engine, Cisco Stealthwatch Cloud (Private Network Monitoring), Cisco Umbrella, Threat 
Defense Dashboard, and AMP. All these technologies are deployed, but not configured to take full advantage of 
the product capabilities pertinent to the customer’s requirements.  
Key Team Members: Sr. Security Engineer, Project Manager, Command Center Architect, Client Manager, 
Consulting Systems Engineer 

Reference 2 

Customer Information 

Entity Name: Denver International Airport (City and 
County of Denver) 

Contact Name/Title: Steve Coker, Sr. Manager of 
Voice & Data Infrastructure 

Customer Address: Denver, CO 80249 Contact Phone: 303-513-0468 

Contact Email: Steve.coker@flydenver.com  

Project Information 

Years Serviced: 5+ 

Annual Volume:  

Description of Service: 
Scope and deliverables, include number of resources engaged in multiple projects, timelines as follows:  

• Multi-year, Enterprise LAN/WAN Refresh, 2017-2019: All Cisco Network solution designed and 
deployed throughout Denver International Airport in a four-phase deployment. Utilized the WWT 
North American Integration Center (“NAIC”) for configuration and optimization of the hardware and 
software. Multiple deployment engineers on site throughout each phase of the deployments including 
Project Manager and Project Coordinator used for this project.  

• Hybrid VBlock Converged Solution for two Active/Active data centers including VMAX, Isilon Block 
Storage; Data Center Networking; Security & Virtualization. Project began in 2015 and concluded in 
2016. Utilized WWT NAIC for configuration and optimization of all solutions. Deployment engineers on 
site throughout delivery as well as a Project Manager.  

•  Networking for Gate Expansion Project, 2019 – 2020: All Cisco Network solution designed and 
deployed in Concourse A, Concourse B, Concourse C, De-icing Stations, and NOC. Utilized the WWT 
NAIC for configuration, optimization, and asset tagging of all hardware and software for the project.  

• Enterprise Wireless Solution for Main Terminal, Concourses, Underground Trains, Land Side, Out 
Buildings, Hangars and 54-mile campus at Denver International, 2012-ongoing: Full design and 
deployment. Utilized the WWT NAIC for configuration and optimization of the hardware and software. 
n-site deployment engineers; Project Manager, Project Coordinator staffed the deployment of this 
project.  

• Great Hall Remodel Network & Data Center capacity add, 2020: Capacity add to Dell/EMC V-blocks & 
Isilon in the Data Centers, Network Capacity add for the Great Hall/Main Terminal area. Utilized the 
WWT NAIC for configuration and optimization of the hardware and software as well as for asset 
tagging of the hardware.  
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Reference 3 

Customer Information 

Entity Name: City of Seattle Contact Name/Title: Don Behrend, Sr. Vendor 
Manager 

Customer Address: Seattle, WA 98104 Contact Phone: 206-684-4571 

Contact Email: don.behrend@seattle.gov  

Project Information 

Years Serviced: March 2020 to present 

Annual Volume:  

Description of Service: 
Scope and deliverables, include number of resources engaged in project as follows:  
After a lengthy RFP process, WWT was selected as the Prime Contractor for the City of Seattle’s Unified 
Communications and Contact Center (UCCC) program. The scope of this program is to replace 14,500 telephone 
lines on an aged Nortel PBX to a modern Cisco IP Telephony system. It also included the replacement of 38 
contact centers with modern Cisco/Google technology for IVR, Agent & Supervisor management and Artificial 
Intelligence-based chatbots. WWT provided the full solution design as well as the procurement for all software 
and hardware on this program. While the City planned a three-year timeline for this program, WWT expects to 
have the major deliverables finished within 18 months. Ongoing support will continue for up to five years. WWT 
has 13 dedicated resources on this program and has accomplished several major milestones thus far, including 
the full build out of the new architecture.   
Scope of resources include: 

• Program Manager  
• Sr. Project Manager (x2)  
• Project Manager  
• Collaboration Solutions Architect  
• Unified Communications Sr. Architect  
• Contact Center Sr. Architect  

• Contact Center Business Consultant  
• Adoption Services Learning Consultant  
• Adoption Services Trainer  
• Operational Support Help Desk Agent (x2)  

Technologies utilized to supplement services include a custom WWT online store for procurement of additional 
hardware and software tools, automated provisioning tools, and advanced E911 location tracking tools to 
ensure customer compliance and success. 
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Reference 4 

Customer Information 

Entity Name: New York City Department of Information 
Technology and Telecommunications 

Contact Name/Title: Available for contact only if 
down selected, per customer advisement. 

Customer Address: New York City, NY Contact Phone: Available for contact only if down 
selected, per customer advisement. 

Contact Email: Available for contact only if down 
selected, per customer advisement. 

Project Information 

Years Serviced: 2019 to 2020 

Annual Volume:  

Description of Service: 
Scope and deliverables include number of resources engaged in project as follows: 
WWT executed a complete migration of over 100,000 mailboxes at 45 city agencies across New York City to 
Microsoft Office 365. The WWT scope also included education and adoption around Microsoft Teams, 
Sharepoint online, One Drive, Pro Plus, and Exchange. Over nine months, WWT project management and 
services team members delivered on or ahead of time on nine milestones focused on Agency readiness, active 
directory readiness, Office Pro Plus and mailbox migration and associated mobile deployments. The TARGET 
mailbox count for each milestone ranged between 6,400 and 10,000.  
Positions provided, and technologies utilized to supplement services: 

• Sr. Systems Engineer (F/T) – 36 weeks  
• VMware AirWatch Engineer (F/T) – 36 weeks  
• VMware Air Watch Technician (F/T) – 8 weeks  
• Microsoft O365 migration Engineer – Migration (F/T x 2) – 36 weeks x 2  

• Digital Workspace Senior Consultant (P/T) – 36 weeks  
• Project Manager (P/T) – 36 weeks 

Reference 5 

Customer Information 

Entity Name: State of Hawaii Judiciary Contact Name/Title: Lance Kajiwara, IT Manager 

Customer Address: Honolulu, HI Contact Phone: 808-538-5383 

Contact Email: Lance.k.kajiwara@courts.hawaii.gov  

Project Information 

Years Serviced: 3 years 

Annual Volume: $1M to $2M/yr. 

Description of Service: 
WWT provided the State of Hawaii Judiciary an Enterprise Agreement (EA) for their collaboration services.  The 
project began with advisory services, which helped create a model that considered the customers’ challenges of 
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managing their licenses, the financial impacts of growth, and their planned technology initiatives. Once the EA 
was purchased via the NASPO contract, our Onboarding & Integration team provided the customer with a 
detailed description of their software entitlements and created a customer success roadmap. The customer 
success roadmap was built based on the customer’s desired critical business outcomes of ensuring the platform 
supporting the collaboration services was deployed based on best practices. In addition, WWT provided a 
Customer Success Manager that shares best practices, insights, and guidance with the customer through the life 
of the EA. 

Reference 6 

Customer Information 

Entity Name: City & County of Honolulu Contact Name/Title: Kevin Sugimoto, IT Manager 

Customer Address: Honolulu, HI Contact Phone: 808-768-7845 

Contact Email: ksugimoto@honolulu.gov 

Project Information 

Years Serviced: 3 years 

Annual Volume:  

Description of Service: 
WWT provided the City & County of Honolulu (C&C) an Enterprise Agreement for their WebEx services. The 
project began with advisory services to ensure the EA aligned with their business objectives of standardizing on 
one platform for video conferencing/remote meetings and having it widely adopted amongst their employees. 
Once the EA was purchased via the NASPO contract, our pre-sales team provided the customer with a detailed 
description of their software entitlements. At that time, we also engaged our Adoption Services team to work 
with the customer to develop training for their end users, as one of the significant risks to purchasing new 
software is adoption. It is critical to ensure end users understand the purpose the technology and are 
comfortable utilizing it daily. Thus, the customer and our Adoption Services team have been working on putting 
together WebEx training documents that will be shared with their end users. 

Reference 7 

Customer Information 

Entity Name: City of Phoenix, Information Technology 
Services 

Contact Name/Title: Steen Hambric, Deputy CIO 

Customer Address: Phoenix, AZ Contact Phone: 602-261-8785 

Contact Email: Steen.hambric@phoenix.gov  

Project Information 

Years Serviced: 5 years 

Annual Volume:  
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Description of Service: 
The City of Phoenix needed a partner to upgrade 30-year-old Unified Communication and Contact Center 
systems to a new system that could be designed, installed, and maintained by the partner, and that was scalable 
to meet the growing demands of the fifth largest city in the United States.  
The $36 million project was awarded to WWT and is currently in its third year of a five-year contract. The 
contract covers the modernization of the network, unified communications, and the call centers for all city 
employees and sites. This included the Licensing Management of the Cisco-based Unified Communication and 
Contact Center systems.  WWT provided licensing management consultation and management that contributed 
to a 15% cost savings of the overall licensing cost for the solution.   
WWT provides a staff of 25 to manage the City’s 14,000 phone handsets and more than 40,000 network ports to 
keep the City operating efficiently. The WWT staff covers the areas of project management, licensing 
management, installation engineers, and Managed Services support staff.  
The Modernization project included replacing all network switches, complete phone system replacement to a 
VoIP-based Cisco Unified Communications platform, and a Cisco Contact Center for inbound calls to various city 
agencies that support the citizens of Phoenix. 

Reference 8 

Customer Information 

Entity Name: U.S. Department of Agriculture (Federal 
Government Agency) 

Contact Name/Title: John Pretti, Contracting 
Officer 

Customer Address: Washington DC Contact Phone: 970-295-5613 

Contact Email: John.pretti@stl.usda.gov  

Project Information 

Years Serviced: 5 years 

Annual Volume:  

Description of Service: 
The USDA CTS struggled with system management for Unified Contact Center Enterprise (UCCE), WebEx, and 
Jabber and required expert resources for their upgrade. WWT migrated the USDA from their traditional CUCM 
cluster to a Cisco Hosted Collaboration Solutions – Large Enterprise (HCS-LE) platform. The HCS-LE is designed 
for customers that want to become a service provider over their own business units containing more than 
10,000 users. 
This new HCS-LE model represents the largest ever deployed in the public sector from Cisco.  
WWT reviewed the current clusters and sizing while the USDA was continuing its day-to-day migration into their 
EVoIP environment. The USDA was quickly reaching maximum capacity on its UC clusters. As the USDA was the 
first to explore such a large HCS-LE solution, a learning curve was expected between Cisco and WWT, and we 
experienced some issues with the initial deployment. WWT worked with USDA and Cisco through these 
concerns and has internalized the experience into lessons learned and best practices for future deployments. 
This deployment is relevant as the USDA is able to oversee their agencies as a service provider, allowing 
simplified and scalable management of the environment, reducing operations expenditures and offsetting 
assets, and providing the ability to access voice services via a software client (softphone) on any USDA-approved 
device, as well as voice, video, and Instant Message/chat presence functionality. 
WWT analyzed various solution choices for the USDA (e.g., on-premise, cloud-based, hybrid) to address 
scalability and support through several workshops that included: 
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• Prime Collaboration 
• Unified Domain Manager-Voss  
• Capacity Planning and Resource Allocation of Cisco UCS 
• Demonstration and Overview of Cisco’s new 88XX phones — this was received very well and impacted 

the USDA’s direction with HCS-LE 

Reference 9 

Customer Information 

Entity Name: US Military Entrance Processing Command Contact Name/Title: Dorothy McCormick, 
Contracting Officer 

Customer Address: North Chicago, IL Contact Phone: 502-824-8062 

Contact Email: dorothy.r.mccormick.civ@mail.mil  

Project Information 

Years Serviced: 4 

Annual Volume:  

Description of Service: 
The project is outlined below: 

• Has taken place within the past five years 
• Total installed switch count for this project was 154 across 63 sites 
• The maintenance services for the below project included hardware/ software maintenance, systems 

services maintenance from installation through test and acceptance, and transition to MEPCOM 
personnel 

The US Military Entrance Processing Command (MEPCOM) partnered with WWT to manage the development 
and implementation of MEPCOM’s Cisco 4500E Switch Installation solution.  
WWT provided design, project management, configuration, deployment, testing, and onsite equipment rack, 
stack and replacement services to support the replacement of the Cisco 6500 series chassis Ethernet switches at 
approximately sixty-three (63) sites across the US, including testing, troubleshooting and day-after technical 
support services. To support this effort, WWT served as the onsite project team, providing the following services 
listed below: 

• Rack and Stack Services: 
˗ Installation of approximately eighty (80) Cisco 4507s and eight (8) Cisco 4510s across sixty-three (63) 

sites located throughout the US 
˗ Installation of approximately fifty-four (54) Cisco 3750s across sixty-three (63) sites located 

throughout the US 
• Prior to change window: 
˗ Inventoried all equipment and material for site cut-over 
˗ Identified and labeled up to thirty (30) cables that were required to be tracked and plugged into 

specific ports 
˗ Reviewed the Port Mapping document for re-cabling the connections as provided by the customer 

• During Change Window: 
˗ Unplugged all connections into the switches 
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Customer Information 
˗ Removed existing Cisco 6500 Chassis and set aside for disposal by others 
˗ Installed new Cisco 4500 Chassis 
˗ Set aside the labeled connections 
˗ Connected labeled connections into designated switch ports per Port Mapping document provided by 

the customer 
˗ Connected patch panel connections into switch 
˗ Utilized all cable management provided, and professionally dressed each connection 
˗ Loaded base configurations per the customer’s provided process 

• Post Migration: 
˗ Provided availability for any cabling questions and troubleshooting 
˗ Provided availability to assist with connectivity to switch console, per the engineer’s instructions 
˗ Provided availability for one (1) day of post-cut support (first day live) 

• A complete inventory of all equipment and material removed and installed onsite, including part and 
serial numbers when applicable 

• Before and after photos of replaced equipment and cabling 
• Collection and packaging of replaced equipment for shipment 
• General – Project Management and Planning  
˗ WWT staffed this effort with a Project Manager to work in conjunction with the customer to ensure 

successful delivery of the project. WWT’s Project Managers followed a methodology that 
incorporates project management best practices based closely on the Project Management Institute’s 
Project Management Body of knowledge and is controlled by the WWT project governance model. 

WWT provided both oral and written reports that highlighted milestones, action items, issues, risks, and 
schedule. The reports were provided per customer requirements, and highlighted items such as potential 
delays, impacts to the timeline, service impacts, or any ad hoc reporting as requested by the customer.  
Design Engineering Support   
WWT developed the design and implementation plan in accordance with the customer’s specifications for 
solution deployment across multiple customer locations. A Bill of Materials (BOM) was included as part of the 
plan.  
Equipment Procurement Support 
WWT leveraged its partnerships and supply chain strengths to conduct procurement activities on behalf of the 
customer, and to accurately deliver the components listed in the BOM.  
WWT provided the following training:  
WWT provided knowledge transfer of new equipment installation, configuration, and the product line. 
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Reference 10 

Customer Information 

Entity Name: Defense Information Systems Agency 
(DISA) 

Contact Name/Title: Debra Powell-Schaffer, 
Contracting Officer 

Customer Address: Scott Air Force Base, IL Contact Phone: 618-229-9467 

Contact Email: debra.l.powell-schaffer.civ@mail.mil  

Project Information 

Years Serviced: 5 

Annual Volume:  

Description of Service: 
The project is outlined below: 

• This project has taken place within the past five years 
• The customer (DISA) has approximately 10,000 employees  
• The maintenance services for the below project took place for 1 year and included hardware/ software 

maintenance, systems services maintenance from installation through test and acceptance and 
transition to DISA to personnel 

WWT designed and Deployed a secure Cisco IP based hosted/centralized Voice/collaboration architecture and 
deployed it within the DISA data center facilities (DECCs) to offer services to DoD customers across the NIPRnet 
backbone.  
The EVoIP communications infrastructure was secured through segmenting collaboration network traffic from 
DoD data traffic, encrypting call paths over Virtual Private Network (VPN), and monitoring of traffic passed 
between DoD and EVoIP networks. WWT deployment engineers hardened both servers (virtualization layer and 
operating systems) and appliances following DoD (STIG) and Industry regulations for required services to be 
allowed through the firewalls and disallow all other traffic. In addition to the network, servers, and application 
security, WWT deployed the Cisco collaboration technology using DoD required certificate-based encryption for 
media, as well as two-factor identity management for desktop deployed soft client devices at the sites. WWT 
provided training to DISA resources through knowledge transfer sessions.  
This deployment included: 

• Furnished all Cisco Voice Servers, Hardware, Cisco Voice Gateways, Cisco Phone Sets, Cisco software, 
licenses, and Cisco hardware/software maintenance. 

• WWT Provided professional services around Consulting, Design, Project Management, installation and 
maintenance of Cisco Unified communications services applications, Voice messaging systems, Soft 
Clients, Voice Gateway’s, IP phones sets, Session controllers, Voice Gateways. 

• WWT used its Integrated Technology Center Lab (ITC) to stage and integrate products prior to 
deployment. The staging required significant integration and configuration from multiple vendors to 
make the system operational under strict deployment schedule set by the customer. 

• Training was provided by holding knowledge transfer sessions with identified DISA personnel. 
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 Additional Information 

ix. Provide any additional information relevant to this section. 

We do not have additional information to include. 
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5.0   Value Add 
 Additional Information on Products and Services 

WWT’s high level Value Add proposition for Region 4 ESC, OMNIA Partners, and Participating Public Agencies 
will benefit from: 

• A dedicated SLED sales team to service and support this OMNIA Master Agreement, and a nationwide 
team of Account Managers to support the sales efforts. 

• Consulting Systems Engineers that act in a pre-sales role to help customers fully understand the technical  
solution sets. Also, to help support, design and, configure of complex systems being proposed to the 
OMNIA Partners customers.  

• Access to World Wide Technology’s Advanced Technology Centers (ATC) lab environment and access to 
WWT facilities for Executive and Customer briefings, including trainings and workshops. 

• For any technical solutions utilizing our ATC, we can provide demonstrations, proof of concepts, 
and sandbox testing to match the customers’ existing environment.  

WWT knows every organization has a different approach to training employees on new products and 
content. Through a variety of flexible training options, WWT’s Advanced Technology Center (ATC), global 
engineering talent, media production expertise, and highly skilled field trainers, we will work to ensure 
your new technology purchase is successfully adopted.  

WWT’s ATC is a B2B platform built on a collection of physical labs, virtualized to create a collaborative 
innovation ecosystem to design, build, educate and deploy innovative technology products, integrated 
architectural solutions, and digital business outcomes for our customers, partners, employees, and 
communities around the globe. This platform is open and available to all partners and customers at 
www.wwt.com.   

WWT experts can host briefings or workshops with the individuals focused on improving the employee 
experience — human resources, IT, C-Suite, end-user computing practitioners — around topics like 
collaboration, end-user computing, security, enterprise architecture, or the overall digital workspace. 
These workshops will allow collaboration to identify gaps and desired outcomes while providing 
recommended next steps. In addition, customers can use our ATC to benefit from demonstrations of 
multi-vendor architectures, labs for mission-critical technology designs, and tech briefings on emerging 
and competing technologies.  

WWT leverages the Idea-to-Outcome methodology to deliver services. The central premise is to establish 
an environment that allows companies to push themselves past the status quo and disrupt their legacy 
way of doing business. WWT first helps  stakeholders to articulate their ideas, then refines the scope to a 
viable solution, and finally creates a business and technology roadmap to quickly deliver the desired 
results and fully optimize the investment. 
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This is WWT’s unique value—the ability to lead organizations through the planning and execution phases 
of their transformation.  

WWT has aligned our services offerings with our core technology disciplines. Using our proprietary tools 
and methodology, we deliver high-quality technology solutions with seasoned professionals who have 
years of field experience and hold the top certifications. Our professionals can consult with customers, 
perform assessment and design work, develop and deploy complex solutions, and work with customers 
to fully adopt the technology and maximize business outcomes. 
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Advanced Technology Center 
WWT has invested in the Advanced Technology Center (ATC) to give our customers opportunities to 
evaluate multiple OEM technologies in a single, integrated, remotely accessible environment. Using the 
latest data center, collaboration, security and networking technologies, WWT engineers design and 
integrate systems to solve business and technical challenges facing public and private organizations. 

More than 3,000 engineers and 
technical resources are available to 
perform product demonstrations 
in a virtual environment accessible 
from anywhere around the world. 
Our engineers stay current with 
the latest technology 
developments through continuous 
training and close working 
relationships with OEM personnel. 

The ATC ecosystem is defined by 
the combined experience of WWT 
consulting systems engineers, IT operations and professional services engineers, along with the 
knowledge of peers from manufacturing partners and customers. Our engineers are constantly developing 
new ways to integrate technology, test products as they are introduced to market and define new 
architectures that address today’s biggest business challenges. 
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Powered by a multi-tenant private-cloud infrastructure, the ATC is organized into four groups of labs for 
research and development, testing, training and integration. Key capabilities and benefits of the ATC 
include: 

• An architecturally independent, multi-vendor view of technology and solutions, allowing 
customers to make the right choice for their specific technology environments 

• Easy access to multiple 
software- and hardware-based 
demonstrations 

• Remote or on-site access 
• WWT engineers can perform 

product demonstrations in a 
virtual environment from 
anywhere around the world 

• Customer evaluations, proofs 
of concept and pilot projects 

• Features include technology infrastructure from leading OEMs, more than 250 racks of 
equipment, sandbox testing environments and a hands-on solution showcase center 

 Past Performance 

i. Past Performance: An Offeror’s past performance and actions are relevant in determining 
whether or not the Offeror is likely to provide quality goods and services; the administrative 
aspects of performance; the Offeror’s history of reasonable and cooperative behavior and 
commitment to customer satisfaction; and generally, the Offeror’s businesslike concern for the 
interests of the customer may be taken into consideration when evaluating proposals, although 
not specifically mentioned in the RFP. 

Past Performance Examples 

With a 30-year history of providing professional services and products to government agencies, we 
understand your unique challenges. WWT successfully provides professional services and products to 
numerous government, public, and private sector customers. Our professionals possess the skills, 
experience, technical acumen, and commitment to consistently deliver successful engagements across all 
markets. We have included some examples of our engagements for your review.  

State of Missouri, Office of Administration – ITSD 

WWT provides to the State of Missouri the full line of Cisco networking products and services including 
presales support; installation; engineering help desk, telephone, and electronic support; Cisco SMARTnet 
branded maintenance; training and professional services for agencies in the State of Missouri.  

WWT provides professional services to support the design, acquisition and implementation of the State’s 
network and network applications and in concert with the provision of Cisco hardware and software 
products acquired by the State.  

WWT provides pre-sales design and engineering support to the state agency to allow the state agency to 
process an order, including current and new product information, configuration assistance and product 
pricing. WWT provides pre-sales design and engineering support on-site, by telephone and by email. WWT 
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assists in providing available Cisco certified training, when requested by the state. WWT provides 
SMARTnet maintenance services for hardware and software on-site in accordance with Cisco’s coverage 
areas within the State of Missouri (both during and after the warranty). WWT provides advanced parts 
replacement not involving on-site personnel.  

WWT provides a range of other services including electronic ordering, electronic invoicing, procurement, 
staging, configuration, shipping, deployment, and reverse logistics as needed to support the above 
activities. All activities are managed by the Missouri-based Client Management Team.  

Project Examples:  

• Office of Administration – Unified Communication Encryption Engagement: The State of Missouri 
requested WWT to perform a configuration change to their Cisco UC and UCCE infrastructure to 
add end-to-end encryption for data in transit and at rest. This project was required by the State 
of Missouri, so they are compliant with the IRS Encryption Requirements of Publication 1075.  

• Missouri State Highway Patrol – Unified Communications Upgrade and Migration: MSHP 
requested WWT’s assistance upgrading their current UC environment from version 10.5(2) to 
recommended version 12.5SU1 or latest agreed-upon version. MSHP requested support of an 
experienced Cisco Voice Engineer to assist in planning and performing the Cisco UC upgrade 
alongside the MSHP voice team providing knowledge transfer throughout.  

• Missouri Lottery – Cisco Security Configuration Services: The Missouri Lottery requested WWT’s 
assistance with configuring and fully operationalizing their Cisco Security technologies. These 
technologies include Cisco Firepower Threat Defense with FTD and ASA devices, Cisco Identity 
Services Engine, Cisco Stealthwatch Cloud (Private Network Monitoring), Cisco Umbrella, Threat 
Defense Dashboard, and AMP. All these technologies are deployed, but not configured to take full 
advantage of the product capabilities pertinent to the customer’s requirements.  

Denver International Airport (City and County of Denver)  

• Multi-year, Enterprise LAN/WAN Refresh, 2017-2019: All Cisco Network solution designed and 
deployed throughout Denver International Airport in a four-phase deployment. Utilized the WWT 
North American Integration Center (“NAIC”) for configuration and optimization of the hardware 
and software. Multiple deployment engineers on site throughout each phase of the deployments 
including Project Manager and Project Coordinator used for this project.  

• Hybrid VBlock Converged Solution for two Active/Active data centers including VMAX, Isilon Block 
Storage; Data Center Networking; Security & Virtualization. Project began in 2015 and concluded 
in 2016. Utilized WWT NAIC for configuration and optimization of all solutions. Deployment 
engineers on site throughout delivery as well as a Project Manager.  

•  Networking for Gate Expansion Project, 2019 – 2020: All Cisco Network solution designed and 
deployed in Concourse A, Concourse B, Concourse C, De-icing Stations, and NOC. Utilized the 
WWT NAIC for configuration, optimization, and asset tagging of all hardware and software for the 
project.  

• Enterprise Wireless Solution for Main Terminal, Concourses, Underground Trains, Land Side, Out 
Buildings, Hangars and 54-mile campus at Denver International, 2012-ongoing: Full design and 
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deployment. Utilized the WWT NAIC for configuration and optimization of the hardware and 
software. n-site deployment engineers; Project Manager, Project Coordinator staffed the 
deployment of this project.  

•  Great Hall Remodel Network & Data Center capacity add, 2020: Capacity add to Dell/EMC V-
blocks & Isilon in the Data Centers, Network Capacity add for the Great Hall/Main Terminal area. 
Utilized the WWT NAIC for configuration and optimization of the hardware and software as well 
as for asset tagging of the hardware. 

City of Seattle 

• WWT was selected as the Prime Contractor for the City of Seattle’s Unified Communications and 
Contact Center (UCCC) program for a 3-year contract in March 2020. The scope of this program is 
to replace 14,500 telephone lines on an aged Nortel PBX to a modern Cisco IP Telephony system. 
It also included the replacement of 38 contact centers with modern Cisco/Google technology for 
IVR, Agent & Supervisor management and Artificial Intelligence-based chatbots. WWT provided 
the full solution design as well as the procurement for all software and hardware on this program. 
While the City planned a three-year timeline for this program, WWT expects to have the major 
deliverables finished within 18 months. Ongoing support will continue for up to five years. WWT 
has 13 dedicated resources on this program and has accomplished several major milestones thus 
far, including the full build out of the new architecture. 

Additional Product Availablity  

As noted in Section 2.0 Products/Pricing WWT is offering all products we have access to for the OMNIA 
Partners contract.  A sample listing of our top manufacturers can be found here.  

https://www.wwt.com/atc/explore/partners 
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    6.0   Appendix C – Additional Required Documents 
 Document #1: Acknowledgment and Acceptance of Region 4 ESC’s Open Records 

Policy 

 

January 13, 2021 

X 

Vice President 
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 Document #2: Antitrust Certification Statements (Tex. Government Code § 
2155.005) 
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 Document #3: Implementation of House Bill 1295 Certificate of Interested Parties 
(Form 1295) 

 

Page 163 of 169

DocuSign Envelope ID: 80752C5B-E2E0-4B75-84A1-976BD3DE3CC5



 Document #4: Texas Government Code 2270 Verification Form 

 
 

January 13, 2021 

Gregory Brush 

World Wide Technology, LLC 
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 Additional Agreements 

Please see the additional links to  agreements specific to several Manufacturers. 

Cisco 

https://www.cisco.com/c/en/us/about/legal/cloud-and-software/end_user_license_agreement.html 

Palo Alto Networks 

https://www.paloaltonetworks.com/content/dam/pan/en_US/assets/pdf/legal/palo-alto-networks-end-
user-license-agreement-eula.pdf 

Pure Storage  

https://www.purestorage.com/content/dam/pdf/en/legal/pure-enduser-agreement.pdf 
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Certificate of Insurance 
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World Wide Technology 
1 World Wide Way 
St. Louis, MO 63146 

314-569-7000 
www.wwt.com 
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October 27, 2023 

Carol Harting 

Contracts Manager 

World Wide Technology 

1 World Wide Way 

St. Louis, MO 63146 

Email: Carol.Harting@wwt.com  

 

 

Re: Renewal Award of Contract # R210407 

Dear Ms. Harting: 

Per official action taken by the Board of Directors of Region 4 Education Service Center on 

October 24, 2023, Region 4 ESC is pleased to announce that World Wide Technology has been 

awarded an annual contract renewal for the following, based on the sealed proposal submitted to 

Region 4 on January 19, 2021, and subsequent performance thereafter: 

Contract 

 

Technology Solutions, Products, and Services 

 

The contract will expire on May 31, 2025, completing the fourth year of a five-year term contract.  

The contract is available through OMNIA Partners, Public Sector.  Your designated OMNIA 

Partners, Public Sector contact is Deborah Bushnell, at (713) 554-7348 or 

deborah.bushnell@omniapartners.com .  

 

The partnership between World Wide Technology, Region 4 and OMNIA Partners, Public Sector 

can be of great help to participating agencies.  Please provide copies of this letter to your sales 

representative(s) to assist in their daily course of business. 

Sincerely, 

 

Robert Zingelmann 

Chief Financial Officer, Finance and Operations Services 
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