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Line Comm Ln Desc Qty Unit Issue Unit Price Ln Total Or Contract Amount
1 Microsoft Licensing - See Pricing Page 0.00000 EA 0.000000 0.00

Comm Code Manufacturer Specification Model #
43230000    

Commodity Line Comments: Please refer to SHI responses attached.
1) Microsoft Catalog - Pricing Page
2) SHI Response to CRFQ0212_SWC2400000005_WV_Purchasing Division.

Extended Description:
Microsoft Licensing and Services:
**Note: Vendor shall use Exhibit A Pricing Page(s) for bid pricing.
If vendor is submitting a bid online, Vendor should enter $0.00 in the Oasis commodity line.
Vendor shall enter pricing into the Exhibit_A Pricing Pages and must attach with bid. 
See section 18 of Instructions to Bidders.
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March 29, 2024 

 

Toby L Welch  
toby.l.welch@wv.gov  

 

Dear Toby L Welch: 

The public sector empowers our schools, improves our government infrastructure, and supports health 
care services. As the digital world continues to rapidly change, the State of West Virginia needs a partner 
that can help you stay ahead of the technology curve and confirm your infrastructure, data, and people 
are protected. SHI can help.  

By leveraging our broad range of authorizations and manufacturer relationships, we are confident that we 
are expertly positioned to align with your goals and uniquely qualified to support the requirements 
contained in this RFQ. SHI’s extensive catalog and focus on prioritizing your needs mean we can: 

• Transform your organization with next-generation infrastructure. 

• Optimize and simplify your IT investment. 

• Prioritize employee experience with modern workplace solutions. 

• Protect your employees, data, and infrastructure. 

We appreciate the opportunity to participate in your Solicitation No: CRFQ-0212-SWC2400000005 
LAR24 - Statewide Contract for Microsoft Licensing. We believe our proposal illustrates why we are best 
qualified to meet the needs of the State of West Virginia, providing evidence of our ability to deliver the 
highest quality solutions at the best possible cost. Should you have any questions regarding our 
response, or if you require additional information, please contact at Moitrayee_Majumdar@shi.com or 
858-232-2931 or your SHI Account Executive, Cara Ross at Cara_Ross@SHI.com or 614-537-0973. 
Thank you for your consideration, and I look forward to sharing with you all SHI has to offer.  

Respectfully, 

 
Moitrayee Majumdar 

Senior Proposal Specialist. 

  

 

mailto:toby.l.welch@wv.gov
mailto:Moitrayee_Majumdar@shi.com
mailto:Cara_Ross@SHI.com
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SIGNED FIRST PAGE 
SHI Response: 

Signed RFQ document first few pages are attached below. 
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ADDITIONAL INFORMATION
Addendum No 1 is issued for the following reasons:

1) To publish a copy of vendor questions with responses

2) To modify the bid opening date from 3/27/24 to 3/29/24.

---no other changes---

INVOICE TO SHIP TO

ALL STATE AGENCIES STATE OF WEST VIRGINIA

VARIOUS LOCATIONS AS 
INDICATED BY ORDER

VARIOUS LOCATIONS AS 
INDICATED BY ORDER

  

No City WV No City WV

US US

Line Comm Ln Desc Qty Unit Issue Unit Price Total Price
1 Microsoft Licensing - See Pricing Page 0.00000 EA

Comm Code Manufacturer Specification Model #

43230000    

Extended Description:
Microsoft Licensing and Services:
**Note: Vendor shall use Exhibit A Pricing Page(s) for bid pricing.

If vendor is submitting a bid online, Vendor should enter $0.00 in the Oasis commodity line.

Vendor shall enter pricing into the Exhibit_A Pricing Pages and must attach with bid. 

See section 18 of Instructions to Bidders.

SCHEDULE OF EVENTS
Line Event Event Date
1 Questions are due by 2:00 p.m. 2024-03-20



Document Phase Document Description Page 
3

SWC2400000005 Final Addendum No1 LAR24 - Statewide 
Contract for Microsoft Licens
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INSTRUCTIONS TO VENDORS SUBMITTING BIDS 
SHI Response: 

SHI noted the RFQ instructions and can comply. 



General Terms and Conditions 
 

  

C R F Q - 0 2 1 2 - S W C 2 4 0 0 0 0 0 0 0 5 -  S t a t e  o f  W e s t  V i r g i n i a  PAGE  6 

GENERAL TERMS AND CONDITIONS 
SHI Response: 

All terms and conditions are reviewed, and SHI has provided exceptions to the terms and conditions in 
the RFP. Please refer to below table for our proposed exceptions. 

34. VENDOR NON-CONFLICT 

SHI Response: 

SHI acknowledges the requirements and will comply. 

35. VENDOR RELATIONSHIP 

SHI Response: 

SHI acknowledges the requirements and will comply. 

37. NO DEBT CERTIFICATION 

SHI Response: 

SHI has a financially stable and robust business model that has proven itself over time. We are privately 
owned, operate with no debt. SHI is not currently in default on any loan agreement or financing 
agreement with any bank, financial institution, or other entity. 

Within the last five years, (a) SHI International Corp. has not been involved in any investigations or 
litigation, whether civil or criminal, that are material to its business or financial condition or that pertained 
to failures in its business relationships, and no such investigation or litigation is currently pending, and (b) 
SHI International Corp. has received no claims pertaining to significant contractual failures, whether 
actual or alleged, and has not entered into any settlement agreements relating thereto. 

38. CONFLICT OF INTEREST 

SHI Response: 

With the best of my knowledge and belief, there are no conflicts of SHI or any key employees regarding 
the services proposed under this RFQ response. 

43. INTERESTED PARTY SUPPLEMENTAL DISCLOSURE 

SHI acknowledges the requirement, and a disclosure will be provided prior to beginning of work under this 
contract if required. 

46. ISRAEL BOYCOTT 

SHI Response: 

SHI acknowledges the requirements and will comply. 
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PROPOSED EXCEPTIONS 
If SHI is a candidate for award, we will work with State of West Virginia Governor's Office of Technology 
finalize a contract based on mutually agreeable terms and conditions. For your consideration, we have 
noted specific exceptions below. However, any existing contract between WV-Governor's Office of 
Technology to these offerings may be used to avoid conflicting terms and expedite the contract process.   

REF. 
CUSTOMER TERMS AND 

CONDITIONS 
SHI REDLINE 

SHI 
EXPLANATION 
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The Vendor expressly warrants 
that the goods and/or 

services covered by this 
Contract will: (a) conform 

to the specifications, 
drawings, samples, or 

other description 
furnished or specified by 

the Agency; (b) be 
merchantable and fit for 

the purpose intended; and 
(c) be free from defect in 

material and 
workmanship. 

RESERVED 

As a reseller, SHI 
does not warrant the 
third party products 
and services that we 
resell. The warranty 
will come from the 
OEM and we will 
forward any such 
OEM warranties on 
to you. Since this is 
the case, SHI asks 
that this section be 
reserved. 
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The Vendor agrees to 
indemnify, defend, and 
hold harmless the State 
and the Agency, their 

officers, and employees 
from and against: ( 1) Any 

claims or losses for 
services rendered by any 
subcontractor, person, or 

firm performing or 
supplying services, 

materials, or supplies in 
connection with the 
performance of the 

Contract; (2) Any claims 
or losses resulting to any 
person or entity injured or 
damaged by the Vendor, 
its officers, employees, or 

subcontractors by the 
publication, translation, 
reproduction, delivery, 
performance, use, or 

disposition of any data 
used under the Contract 

in a manner not 
authorized by the 

The Vendor agrees to indemnify, defend, and hold 
harmless the State and the Agency, their 

officers, and employees from and against: ( 
1) Any third party claims or losses for 

services rendered by any subcontractor, 
person, or firm performing or supplying 

services, materials, or supplies in connection 
with the performance of the Contract; (2) Any 

claims or losses resulting to any person or 
entity injured or damaged by the Vendor, its 
officers, employees, or subcontractors by the 
willful misconduct, violation of law, or gross 

negligence publication, translation, 
reproduction, delivery, performance, use, or 

disposition of any data used under the 
Contract in a manner not authorized by the 
Contract, or by Federal or State statutes or 

regulations; and (3) Any failure of the 
Vendor, its officers, employees, or 

subcontractors to observe State and Federal 
laws including, but not limited to, labor and 

wage and hour laws. 

As a reseller, SHI 
cannot warrant non-
infringement in third 
party products. We 
will indemnify you 
for infringement in 
products that we’ve 
created. SHI can 
agree to indemnify 
you for third party 
claims arising from 
our negligence, 
willful misconduct, 
or violation of law. 
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Contract, or by Federal or 
State statutes or 

regulations; and (3) Any 
failure of the Vendor, its 
officers, employees, or 

subcontractors to observe 
State and Federal laws 
including, but not limited 
to, labor and wage and 

hour laws. 

A
D

D
 

 

Limitation of Liability 

NEITHER PARTY WILL BE LIABLE FOR ANY 
SPECIAL, PUNITIVE, INDIRECT, INCIDENTAL 
OR CONSEQUENTIAL DAMAGES INCLUDING, 
BUT NOT LIMITED TO, LOSS OF OR DAMAGE 
TO DATA, LOSS OF ANTICIPATED REVENUE 

OR PROFITS, WORK STOPPAGE OR 
IMPAIRMENT OF OTHER ASSETS, WHETHER 
OR NOT FORESEEABLE AND WHETHER OR 
NOT A PARTY HAS BEEN ADVISED OF THE 

POSSIBILITY OF SUCH DAMAGES.   

EXCEPT IN THE CASE OF BREACH OF EACH 
PARTY’S LIABILITY FOR PERSONAL 

INJURY/PROPERTY DAMAGE, EITHER 
PARTY’S TOTAL CUMULATIVE LIABILITY 
TO THE OTHER IN CONNECTION WITH 

THIS AGREEMENT, WHETHER IN 
CONTRACT, TORT OR OTHER THEORY, 
WILL NOT EXCEED THE TOTAL AMOUNT 
OF FEES ACTUALLY PAID OR PAYABLE 
BY THE AGENCY TO VENDOR UNDER 

THIS AGREEMENT FOR THE YEAR 
PREVIOUS TO THE INCIDENT WHICH 
GAVE CAUSE FOR SUCH LIABILITY. 

If awarded, SHI 
would like this 
clause added to the 
final contract 

A
D

D
 

 

Force Majeure: 

Neither party shall be liable to the other for any 
failure or delay in performing its obligations 

hereunder, or for any loss or damage resulting 
therefrom, due to: (1) acts of God or public 

enemy, acts of government, riots, terrorism, fires, 
floods, strikes, lock outs, epidemics, act or failure 

to act by the other party, or unusually severe 
weather affecting the County, the offeror or its 

subcontractors, or (2) causes beyond their 
reasonable control and which are not foreseeable 
(each a “Force Majeure Event”). In the event of 

any such Force Majeure Event, the date of 
delivery or performance shall be extended for a 

period equal to the time lost by reason of the 
delay. The party experiencing the delay shall be 

prompt in restoring normal conditions, 
establishing new schedules and resuming 

operations as soon as the event causing the 
failure or delay has ceased. The contract shall 

notify the Agency promptly of any such delay and 
shall specify the effect on the product as soon as 

practical. 

If awarded, SHI 
would like this 
clause added to the 
final contract 
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A
D

D
 

 
All returns shall be subject to the contractor’s 

return policy at www.shi.com/returnpolicy 

If awarded, SHI 
would like this 
clause added to the 
final contract 

A
D

D
 

 

WARRANTY DISCLAIMER:  

EXCEPT AS OTHERWISE EXPRESSLY 
PROVIDED IN THIS AGREEMENT, 

CONTRACTOR HEREBY EXPRESSLY 
DISCLAIMS ALL WARRANTIES EITHER 

EXPRESS OR IMPLIED, INCLUDING, BUT NOT 
LIMITED TO, ANY WARRANTY OF 

MERCHANTABILITY OR FITNESS FOR A 
PARTICULAR PURPOSE, WARRANTY OF 

NONINFRINGEMENT, OR ANY WARRANTY 
RELATING TO THIRD PARTY PRODUCTS. 

If awarded, SHI 
would like this 
clause added to the 
final contract 
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SPECIFICATIONS 
QUALIFICATIONS 
3.1 Vendor must be an authorized Microsoft Licensing Solution Provider (LSP). 

SHI Response: 

Since we began partnering with Microsoft in 1992, SHI has consistently invested in a dedicated Microsoft 
practice that includes 400 Microsoft dedicated specialists. Over the past 30 years, SHI has worked 
closely with Microsoft to deliver their products to thousands of customers. 

As one of Microsoft’s largest authorized Licensing Solution Providers (LSP), as well as one of a small 
handful of Microsoft partners who have attained the Azure Expert MSP designation, SHI offers a vast 
range of services, solutions, and tools designed to help State of West Virginia  transform, collaborate, 
protect, and optimize your environment. SHI is well-versed and experienced in handling cloud 
subscriptions and Microsoft licensing agreements and helping advise you on deploying and managing 
software license assets. We have received many awards from Microsoft for SHI’s dedication to a robust 
Microsoft practice. Our team of Microsoft licensing specialists is ready to help you understand your 
agreements and optimize enrollment benefits in Microsoft’s licensing program.  

SHI offers the complete end-to-end Microsoft solution to our customers through our in-house Microsoft 
experts. Through our demonstrated technical capabilities and the depths of our Microsoft Services 
practice, SHI has achieved all six solution partner designations through the new Microsoft Cloud Partner 
Program. These designations include Infrastructure (Azure), Data and AI (Azure), Digital and App 
Innovation (Azure), Business Applications, Modern Work, and Security. 

In addition to our Microsoft Cloud Partner Program designations, SHI maintains advanced specializations 
in Microsoft Windows Virtual Desktop, Adoption and Change Management, Teamwork Deployment, and 
Modernize Endpoints. SHI is actively pursuing additional specializations, further demonstrating our 
Microsoft cloud technical expertise. 
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Microsoft enables digital transformation for the era of an intelligent cloud and an intelligent edge in its 
mission to empower every person and organization to achieve more. SHI’s three-decade transformative 
relationship with Microsoft puts us in a unique position to guide your organization’s Microsoft business. 
Our licensing expertise and strategic services are designed to support you in migrating, modernizing, 
optimizing, and managing your Azure and modern workplace environment to help you achieve the full 
value of your Microsoft investment. We handle your Cloud subscriptions and Microsoft licensing 
agreements, your software license assets, and the deployment of those assets throughout your 
organization. No other Microsoft Licensing Solutions Provider (LSP) has received as many awards from 
Microsoft as SHI to recognize outstanding license tracking and program management. Our team of 
Microsoft licensing specialists is ready to help you understand your agreements and optimize enrollment 
benefits in Microsoft’s Licensing Program. 

Key Differentiators 
• We support customers through all their Microsoft purchases with expert guidance on Open Value, 

Select, Select Plus, Microsoft Products and Services Agreement (MPSA), Cloud Solution 
Provider Program (CSP), Academic - Enrollment for Education Solutions (EES), and School 
Agreements, and Enterprise Agreements. 

• We offer 400 in-house Microsoft resources for licensing advisory services and all process and 
operational functions.  

• We are an authorized LSP for North America, United Kingdom, and France. 

• We manage 38,000 Microsoft agreements. 

• 9,000 Enterprise Agreements concurrently for over 3 decades. 
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What An Effective Microsoft Licensing Provider Looks Like 
With over 34 years ' experience of Microsoft customer success under our belt, we know what it takes to 
be an effective partner and while many Microsoft licensing providers are downsizing their Microsoft 
licensing and support teams, SHI continues to add additional resources and expertise to our Microsoft 
practice. 

The Ideal Microsoft Partner Your Reseller SHI 

Assess your current licensing entitlements & advise on 
impact to future requirements ? Yes 

Explore program and cost models to guide you through 
selecting the most desired outcomes ? Yes 

Mitigate risk of non-compliance through licensing 
knowledge transfer and guidance ? Yes 

Offer access to a network of licensing experts ? Yes 

Optimize cloud initiatives through extended product use 
rights and SA Benefits ? Yes 

Deliver customizable tools which provide insights to pricing 
and licensing ? Yes 

Provide guidance on navigating complex operational 
processes to ensure timely and accurate transactions 

 
? 

 
Yes 
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3.2 Vendor must have at least five (5) years of experience in providing Microsoft Enterprise licensing to 
an entity of similar size (25,000 users) with at least three (3) years being consecutive. Vendor must 
provide attestation upon request. 

SHI Response: 

SHI will be happy to provide the requested references if we are selected for a potential award for this 
opportunity. SHI respects and protects our customers privacy and will do the same for you as our valued 
customer.  

The SHI Public Sector team is proud to support customers throughout the country, equally, regardless of 
size or location. We have a dedicated Public Sector Field and Inside team to ensure sales support within 
SHI. Through technology, SHI enables state, local, and tribal government, K-12, higher 
education, public healthcare, and federal entities, to better serve their communities and optimize their 
services. Our largest Public Sector top ten States, in order of spend, are: 

 
3.3  Vendor must be authorized to sell the entire Microsoft catalog for all current, existing, and new 
Microsoft products and subscriptions. 

SHI Response: 

SHI’s Microsoft Competencies 
Microsoft bestows its competencies on an organization that it deems worthy of ensuring the customer’s 
needs by being a Microsoft-certified solution provider. A silver competency demonstrates consistent 
capability and commitment. A gold competency demonstrates best-in-class capability within a Microsoft 
solution area. 

SHI currently holds several Microsoft Competencies - including Cloud Platform and Security: 

• Gold - Application Development 

• Gold - Application Integration 

• Gold - Cloud Platform 

• Gold - Cloud Productivity 

• Gold - Collaboration and Content 

• Gold - Communications 

• Gold - Datacenter 

• Gold - Data Analytics 
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• Gold - DevOps 

• Gold - Enterprise Mobility Management 

• Gold - Enterprise Resource Planning 

• Gold - Messaging 

• Gold - Project and Portfolio Management 

• Gold - Security 

• Gold - Small & Midmarket Cloud Solutions 

• Gold - Windows and Devices 

• Silver - Data Platform 

 

SHI’s Microsoft Authorizations 
Microsoft awards their certified solution providers' authorization levels designating them as an expert 
resource in a specific product or service. SHI is proud to hold the following authorizations: 

• Authorized LSP in the US, Canada & UK 

• Authorized AER in the US, Canada & UK 

• Authorized SPLAR in the US & Canada 

• Authorized MOSP Partner in US & Canada 

• Authorized Global Surface Reseller 

• Authorized Government Integrator in US 

• GSA & DISO Authorized 

• Authorized Azure Expert MSP 
 

More Microsoft Awards 
SHI is proud of our record of success and our relationships with Microsoft. In recognition of our accuracy 
and attention to detail, Microsoft recently awarded SHI with its twelfth consecutive Operational Excellence 
Award in Microsoft Licensing. Microsoft once again rewarded SHI for its proficiency in following its strict 
guidelines around the processing of new and renewal contract paperwork, order reporting, and returns 
processing. 

• 2021 U.S. Surface Transformation Partner of the Year 

• 2021 U.S. Top Surface Hub Revenue YOY Growth - Reseller 

• 2021 Microsoft Partner of the Year - Microsoft Surface Hub Reseller of the Year 

• 2021 Microsoft U.S. (MSUS) Partner Award in Modern Endpoint Management 

• 2021 North American Partner of the Year - Windows 10 

• 2021 North American Digital Marketing Partner of the Year - Strategic Device Reseller Award 
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• 2020 Worldwide Surface Resiliency Partner of the Year (This Global Award was given to the 
partner that demonstrated the most comprehensive response to the device market during the 
Covid-19 Crisis). 

• 2020 US Device Sales Growth Partner of the Year 

• 2019 MSUS Partner Award for Modern Workplace - Modern Desktop 

• 2018 Top Windows Client Commercial Revenue 

• 2017 Microsoft State & Local Government Channel Partner of the Year 

• 2017 Microsoft Top Windows Client Commercial Revenue Partner 

• 2017 Microsoft Operational Excellence Award Winner (14th Consecutive Year, 16th Overall, Last 
year Microsoft offered this award) 

• 2016 Microsoft US NASPO Top Partner 

• 2016 Top Windows Client Commercial Revenue 

• 2016 Microsoft Operational Excellence Award Winner (13th Consecutive Year, 15th Overall) 

• 2016 Worldwide Volume Licensing Partner of the Year Finalist (Top 3) 

• 2015 Microsoft US Channel Partner of the Year for EDU (four consecutive years) 

• 2015 Microsoft US Channel Partner of the Year for SLG 

• 2015 Worldwide Volume Licensing Partner of the Year Finalist (Top 3) 

• 2014 Microsoft US Public Sector-EDU Partner of the Year 
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SHI recently received the Microsoft Surface Hub Reseller of the Year and 2021 Microsoft US (MSUS) 
Partner Award in Modern Endpoint Management. The two awards acknowledge the leading role SHI has 
played in helping organizations across North America and beyond adapt to hybrid working models and 
support remote employees. This work is continuing as more organizations now consider their strategies 
for return-to-office and other Microsoft technologies available to help future working models. SHI is 
committed to providing a proactive customer-first approach that adds efficiency, expertise, and world- 
class support to each stage of the technology lifecycle. 

Total Value Commitment 
SHI's proactive customer-first approach adds efficiency, expertise and world-class support to each stage 
of the technology lifecycle. We understand that our customers expect more of their Microsoft LSP than 
aggressive pricing. At SHI, we align resources to support your Microsoft licensing program to optimize 
your Microsoft Agreement to achieve your business and IT objectives. When SHI manages your Microsoft 
Licensing agreement, our customers benefit from a truly proactive approach to account management, 
structured renewals management processes, built-in cost optimization, complementary training and 
deployment services and an ever-present eye on security. 
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Microsoft Letter of Authorization 
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GENERAL REQUIREMENTS 
4.1 Mandatory Eligible Item Requirements: Eligible Items must meet or exceed the mandatory 
requirements listed below. 

4.1.1   Vendor must abide by State of West Virginia's existing Enterprise, Select, and Volume Licensing 
Agreements. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

Microsoft provides access to the Volume Licensing Service Center (VLSC) site since it is a secure 
customer portal offered by Microsoft. Microsoft provides customers with a VLSC registration email to the 
notices contact listed on your agreement with registration directions. Once the registration process is 
complete, Microsoft grants access. 

4.1.2 Vendor is responsible for establishing, signing, and maintaining Enrollments. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

4.1.3 After award, the winning Vendor must initiate and execute for each of the State's Enrollments a 
Change of Channel Partner (CoCP) agreement with Microsoft, if applicable. 

SHI Response: 

SHI’s knowledge and insights around renewals create a solid foundation to support our customers’ 
renewal efforts. Our support teams and licensing executives (LEs) have the experience necessary to 
understand what needs to be done. —from renewal opportunity management, program cost comparisons, 
and forecasting to the operational aspects. 

Starting with Microsoft renewal planning, SHI helps build the framework to support your organizational 
goals and optimize benefits. As an experienced Microsoft partner, we understand the “big picture” and 
can deliver unified and consistent planning. Our renewal planning process has six stages: kick-off 
meeting, strategy discussion, evaluation cycle, contract execution, and agreement submission. Your LE 
works with you throughout the renewal process. 

To successfully plan and optimize a customer’s renewal, timing is everything. Ideally, our sales teams 
engage customers 18 months before EA expiration to help them budget for their upcoming renewal costs, 
including any additional requirements. 



Specifications 
 

  

C R F Q - 0 2 1 2 - S W C 2 4 0 0 0 0 0 0 0 5 -  S t a t e  o f  W e s t  V i r g i n i a  PAGE  21 

 

4.1.4 Vendor must provide the licensing in a timely manner upon receiving an order from the State. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

4.1.5 Vendor must work with points of contact for each Enrollment in order to provide renewals, updates, 
additional licensing, savings opportunities, and other opportunities advantageous to the State. 

SHI Response: 

SHI acknowledges this requirement and will comply. SHI Account Executive, Cara Ross will be the point 
of contact at Cara_Ross@SHI.com or 614-537-0973.  

Cara works closely with internal resources to achieve customer business objectives by leveraging SHI's 
internal network of technical expertise, sales support resources, as well as our vast OEM partner network. She 
is acutely focused on implementing strategies and solutions that will drive innovation, collaboration, and 
security across your organization—all with cost optimization as the top priority. Responsibilities include 
establishing a customized service and support plan, developing customer relationships, and other topics critical 
to account development. Your dedicated account executive serves as your primary point of contact, ensures 
that SHI is meeting expectations, and aligns SHI’s value in support of West Virginia’s IT roadmap.  

SHI will pass on any included manufacturer warranties at the time of purchase. In addition, we will 
educate the end-user on all available updates, renewal, maintenance, and service programs at the time of 
quote.   

Please see below for SHI’s process map for quote, order, and renewal fulfillment process.  

mailto:Cara_Ross@SHI.com
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4.1.6 Vendor must provide both subscription and perpetual licensing options. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

4.1.7 Vendor must provide licensing support, such as Microsoft Unified Support. 

SHI Response: 

The SHI Microsoft team includes Microsoft account executives, customer success specialists, license 
executives (LEs), Microsoft inside account managers, operations specialists, advisors, a contracts team, 
and a licensing support desk. These resources receive continuous training on Microsoft contracting, 
licensing, processes, and tools to keep their skills and knowledge current.   
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SHI customers can access experienced LEs to provide an extensive review of the customer’s agreement 
structure and licensing. State of West Virginia’s  LE addresses process rules and policies, agreement and 
contract terms, and product licensing. Averaging five years’ tenure, our LEs have extensive experience 
managing complex licensing, program, and operational scenarios. SHI's LEs review the agreement 
structure and associated enrollments, including any applicable amendments, to help ensure the customer 
understands how these terms impact requirements to transact and manage licenses.    

Upon request, SHI’s LE can provide in-depth reviews. Working with the customer to understand their 
needs, the LE designs a session that drills down on specific topics that directly impact their decision-
making process. When designing this type of consultation, SHI focuses on addressing existing gaps in 
knowledge or current pain points, providing foundation knowledge on key principles of Microsoft licensing, 
ensuring we deliver the content to the right stakeholders, and identifying actionable outcomes to ensure 
proper follow-up. We find that customers gain the most value from these sessions when they define the 
contents of the agenda since large organizations almost always have a unique set of pain points, they 
need to address.   

SHI maintains proactive communication with State of West Virginia  through a monthly Microsoft licensing 
update email. SHI Microsoft experts carefully curate the content to ensure customers fully understand the 
implications of any changes. The email includes information and updates on programs, products, and 
processes. The monthly update email enables customers to continue to manage their program 
agreements and products effectively. The SHI Microsoft Support team assists the Sales team with getting 
answers to customer questions. The topics include product use rights, SKU questions, volume license 
keys, tool and portal support, issue EA Enterprise Update Statements, etc. Your SHI sales team can 
escalate requests and ensure they are promptly routed to the proper team.   

Upon customer request, your Sales representative can request a Microsoft License Statement (MLS) from 
the Microsoft Support team. This MLS report from Microsoft represents their understanding of software 
titles and the number of licenses or license entitlements the customer has purchased. As part of this 
process, your Sales representative can schedule a call for the LE to walk State of West Virginia  through 
the MLS and review the organizations and enrollments included in the MLS, Software Assurance renewal 
paths, and available entitlements.   

The SHI Microsoft Contracts team assists the sales representative and the LE with ensuring contract 
documents are accurate, complete, and processed to Microsoft promptly. The contracts team is an 
internal resource that helps document pre-signature and soft copy requests.   

The SHI Microsoft Operations team assists the Sales team with ensuring customer orders are processed 
correctly to Microsoft. The Operations team can also help with questions about billing or invoices for 
products like Azure. This team is responsible for processing order credits, reductions, online reservation 
reconciliation, and part approval and creation in our system.    

4.1.8 Vendor must allow for True-Up and True-Down in accordance with the terms set forth in the 
Enterprise Agreement. 

SHI Response: 

The True-up process is related to a Microsoft Enterprise Agreement. SHI Sales and Licensing Executives 
engage 90-120 days before your EA Anniversary to assist you with the process. For years 1 and 2, the 
True-up window is 60-30 days before the anniversary, and for Year 3, it is 30-1 days before the 
anniversary. SHI provides Microsoft True-up quotes to customers as part of their annual True-up 
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requirement or as needed throughout the year, depending on the customer’s internal reconciliation 
process. As True-ups are based on the current year’s deployment, our customers either manage their 
assets and report usage, or through leveraging SHI’s ITAM managed services or a one time optimized 
license position assessment we can provide them with their usage data. In either case, SHI provides 
pricing to the customer based on one of two scenarios: 

Scenario 1: 

Pricing has been established on their Channel Price Sheet (CPS) based on True-up years 1, 2, or 3. This 
pricing is recorded in either their initial CPS or through a supplemental CPS established after the initial 
CPS creation. 

Scenario 2: 

Pricing has not been established on their CPS; however, the product was previously ordered as an 
additional product. In this scenario, the true-up pricing was locked in on the price list for the month when 
the additional product was initially ordered. 

If a customer has nothing to True-up for the current year, an Enterprise Update Statement or zero True-
up form is provided. The customer is asked to acknowledge by signing the form and returning it to SHI. 

To support True-up quotes, State of West Virginia can rely on SHI software asset management (SAM) 
managed services. Regardless of the ITAM platform chosen, SHI can tailor our ITAM services to suit 
nearly any customer need, from fully managed SHI-outsourced programs to primarily customer-operated 
scenarios where SHI supports the underlying technologies and feature development and everything in 
between. Our SAM managed services are designed from the ground up to be flexible so our services can 
grow, evolve, and change as our customers’ business goals and the ways they leverage technology 
change. 

Customizable both in features and service levels, the automated, continuous compliance and optimization 
services include hardware and software asset management, license usage optimization, process and 
policy best practices guidance, audit risk mitigation, and much more. Data collection from various sources 
is automated across the environment and then aggregated, processed, and presented in a single place, 
allowing our advanced, rules-based compliance and optimization engine to continually look for the least 
costly, most efficient way to license the environment. As the environment changes, the usage of license 
entitlements changes as well. 

SHI also offers a one-time optimized license position assessment of a publisher or publishers that 
identifies trends in your current licensing, surplus license opportunities, and licensing deficiencies to be 
reconciled. Using this baseline, you can make informed decisions regarding license contracts, 
maintenance renewals, and software procurement for cost savings, reduced risk, and recycled software 
assets. SHI executes over 350 optimized license position engagements annually, helping customers 
prepare for true-ups, renewals, mergers/acquisitions/divestitures, etc. 

4.1.9 Vendor must provide software maintenance and support for both new and existing Microsoft 
licensing, including but not limited to updates, upgrades, patches/fixes, etc. 

SHI Response: 

SHI acknowledges this requirement and will comply with the terms set forth in EA.  

SHI commits to communicating product updates and changes as we are made aware. Our sales teams 
and dedicated product specialists hold regular meetings with the manufacturers to understand the 
direction and planned changes of the manufacturer's offerings. To streamline communication with our 
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customers, State of West Virginia’s SHI account team is responsible for sharing monthly licensing 
updates with you. In addition to these updates, SHI can provide licensing changes and recommendations 
for discussion as part of the regular meetings your AE sets up and through the SHI Newsletter and 
articles created by SHI subject matter experts on the SHI HUB. We keep our customers informed by 
communicating the direction of the industry along with information regarding essential contract dates, 
product releases or changes, and upcoming events. In addition to these updates, SHI discusses planned 
product changes, the potential impact, and recommendations in quarterly business review meetings. 

SHI offers a wide range of value-added services to help our customers get the most value out of your 
software spend. Many of these services are available to our customers at no cost, and for customers who 
wish to take advantage of enhanced service levels, we do offer fee-based services as well. Due to our 
breadth of service offerings, and our desire to evolve along with our customers’ changing needs, this is 
not a comprehensive list, but rather a snapshot of available value-added services. 

VALUE-ADDED 
SERVICE DESCRIPTION 

Software Expertise 
and Advice 

Customers have a dedicated, experienced account team with access to a broad 
range of resources. We provide expertise and advice to help them make the right 
decisions to save money and to achieve best value for their software spend. Our 

expertise and advice allow our customers to save money and to achieve best 
value from their purchases.  

Technical 
Advisement 

Customers can depend on a vendor-neutral approach to help them find the right 
technology and then access to tremendous range in choosing the ideal products 

and services for their unique needs. 

Pre-Sales 
Licensing Support 

Customers have SHI software licensing team support for their licensing needs. 
Pre-sales support helps ensure customers maximize the benefits of their volume 

license agreements. Throughout the contract term, we partner with our customers 
to track licenses, provide detailed reporting, and proactively assist with budgets, 
renewals, and compliance. Leveraging the reporting and our PRO Renewal tool, 

we help customers gain insights into their software purchases. 

Contract Training 
and Education 

Software options can be complex and overwhelming, and available products and 
buying alternatives change frequently. SHI offers initial and ongoing training and 
communications to help customers use the contract effectively and make smart 

choices for their software spend.  

Negotiation 
Assistance 

SHI’s top-tier status with our publisher partners gives us a strong voice in the 
industry, and our extensive experience gives us keen insight into the range of 

available software options for customers across the country. We leverage these 
strengths to help our customers negotiate favorable pricing and terms. 

Fine Print 

SHI Fine Print is a contract management and indexing system that allows our 
customers to review a set of publicly available EULAs on our website. Fine Print 

organizes agreements by separating contract text into standardized clause types, 
identifies which terms apply to various products and use cases, and then 

organizes the data into an easy to find format. 

Software 
Solutions Services 

Our Solutions team helps customers identify the right software tools and 
technology, and then (if desired) executes the implementation of in-scope 

services to help accelerate their time to productivity and value. Depending on the 
scope of the implementation there may be fee-based services involved. 

ITAM Services 
To help customers manage the complex task of finding, tracking, and managing 

the hardware and software across their IT environment, SHI offers a range of 
highly cost-effective IT asset management services to help you weed out 
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unwanted costs, while also improving utilization and governance. Depending on 
the scope of the implementation there may be fee-based services involved. 

Training Services 

Adoption and use of new technology does not happen automatically. There is a 
people side to change. SHI offers a range of customizable technical, end-user, 
and professional development training resources to equip users with the skills 

and information they need to drive increased adoption and employee satisfaction. 
Depending on the scope of the program required there may be fee-based 

services involved. 

4.1.10 Vendor will act as a liaison between the State and Microsoft, as needed. Vendor will be 
responsible for: assisting the State in selecting the appropriate software; explaining the licensing and 
licensing agreements; ensuring savings and compliance; and working with all parties to ensure most 
efficient and cost-effective solution. 

SHI Response: 

SHI understands the intricacies of implementing and maintaining a software contract across multiple 
entities. We take great care to understand each requirement and implement support and service plans to 
meet the needs of each contract user. 

To ensure the success of our agreement and to maximize the value to all contract users, we engage with 
customers for the term of the new contract to help identify opportunities to increase the value they realize 
from the services we provide. 

Following are a few of the onboarding and management areas SHI supports: 

Account Management and Training 

All SHI customers are supported by a dedicated account team lead by an AE. SHI uploads entities 
capable of using the contract in our CRM system to manage the relationship between the customer and 
SHI. AEs establish a relationship with purchasing agents/buyers and IT administrators within the 
organizations they support, to discuss the contract, provide contact and website information, and cover 
contract guidelines for working with SHI. 

The AEs meet with stakeholders to set the timeline for implementation of the new contract and discuss 
specific procurement and policy initiatives. Our AEs also meets with contract users to better understand 
their goals and objectives, purchasing policies, existing agreements, volume licensing management, and 
key code/order confirmation distribution policies. 

Leveraging SHI’s single-source procurement platform, SHI.com, to simplify the procurement process, the 
account team and SHI's eCommerce team work together to create customized online product catalogs 
tailored to each participating entity’s needs. SHI updates the custom product catalog according to the 
contracted pricing and the contract requirements for product inclusion. 

SHI’s AEs regularly meet with individual entities to train them on the new agreement (including any 
individual customer requirements) and ensure everyone understands the terms and conditions. SHI has 
also developed a Customer Business Review designed to inform entities about their purchasing history 
and identify opportunities for consolidation or more efficient use of pricing agreements. 

Licensing Programs 

When SHI sets up new volume licensing agreements, our software licensing team is fully engaged with 
the AE and the participating entity to ensure a smooth process. We perform extensive analyses to help 
each customer understand the different volume licensing agreements available and the cost savings 
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between the various publisher agreements, and then assist with any publisher paperwork necessary to 
implement the agreements. 

SHI regularly reviews all volume licensing agreements programs to ensure that they are all up to date. 
We meet with software publisher representatives for each state to discuss current and future business 
initiatives and meet with key publishers and individual entities to discuss purchase history, program 
changes, and any current or upcoming promotions. 

Working with Vendors 

SHI adds vendors and products to our databases every day. Our flexibility, breadth of offering, and 
willingness to evolve along with our customers’ changing needs are unique strengths that SHI happily 
leverages for our customers. Upon award of a new contract, SHI collaborates with each named publisher 
to ensure a smooth transition to the new contract. We help contract users navigate the processes for any 
paperwork or signatures that the publishers require of the customers. Additionally, we reach out to new 
vendors to identify opportunities and initiatives on behalf of contract users. 

Marketing 

SHI's implementation/transition plan for a new contract provides a smooth and seamless experience for 
participating entities. We understand that continued growth in participation brings added benefits to all 
contract users, and we put an emphasis on educating all potential users about the advantages of the 
contract and facilitating any necessary steps to using the contract. 

SHI’s marketing or outreach to contract users is a multi-prong approach: 

• SHI’s AEs are proactive in their approach with our customers and prospects, and they regularly 
engage in onsite meetings and joint phone calls with our publisher representatives. 

• Members of a customer’s account team walk individuals through our procurement portal, SHI.com, 
where customers can create quotes, purchase items, get order status, and generate reports of their 
purchases. 

• SHI subscribes new CRM contacts to our monthly newsletter, which contains helpful information on 
SHI’s publishers, new products and promotions, changes to programs, and industry news. 

• SHI works with each customer to create timely and meaningful Tech Days for individual state and 
local entities to attend to learn about new solutions for their IT environments. 

4.1.11 Vendor must continuously work with State and Microsoft to ensure the best cost to the State, as 
well as apply software assurance credits to realize cost savings. 

SHI Response: 

SHI best practices include your account team establishing quantifiable cost-savings engagements that 
help State of West Virginia realize the actual value of your volume license program portfolio. Throughout 
the term of your agreement, State of West Virginia has access to a team of Microsoft volume license 
subject matter experts and Microsoft programmatic support. 

SHI collaborates with customers to identify the main components for establishing volume license pricing, 
including your organization’s ability to standardize on products, forecast new purchases to software 
publishers, commit to long-term software maintenance, and procure strategically, when possible, instead 
of just-in-time.  

SHI core software offerings include: 
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• Organization-wide training, education, reporting, and milestone tracking 

• Performance metrics and customized reporting 

• Standardizing purchasing to achieve contract compliance and expiration tracking 

• License confirmations and proof-of-purchase documents 

4.1.12    Vendor must provide a main point of contact (Account Manager) for the State. While others may 
be necessary for implementation and usage of the contract, the Account Manager will be the single point 
of contact for the State. The Account Manager will be expected to respond to the State's requests and 
questions within a maximum of two (2) business days. The State reserves the right to request, and the 
Vendor must provide, a new Account Manager for any reason. 

SHI Response: 

SHI account executive: Cara Ross at Cara_Ross@SHI.com or 614-537-0973. 

SHI’s Microsoft licensing team has years of experience. Our Licensing Executives (LEs) support our 
business across all customer segments—small and medium, enterprise, global, and public sector. We 
maintain current professional certifications required by Microsoft and work to achieve new ones. 

SHI’s Certified Microsoft Resources 
SHI provides dedicated and certified resources to our customers to assist with managing their Microsoft 
Licensing Agreements. All these resources are available both to you and your account team to provide 
support and answer any of your Microsoft questions. 

• Microsoft Enterprise Solution Group – are dedicated to delivering the right solutions to 
customers by focusing on customers’ needs first. SHI has classified our solutions, products, and 
services into three distinct practices: End User Computing, Datacenter and Infrastructure, and 
Security. We reference End User Computing to include the systems and tools that enable 
Knowledge Workers to create, communicate, collaborate, consume, and compute. Datacenter 
implies the operations and infrastructure that enables the core IT systems to provide services to 
end users. Finally, Security will focus on protecting the end user systems and the infrastructure 
that enables them. 

• Microsoft License Executives – are available to assist you with managing your Microsoft 
Agreements and determine the right solution to fit your needs. SHI’s Licensing Executives have 
unmatched experience and offer objective interpretation of licensing usage and rights, and can aid 
with understanding industry trends, licensing strategy, financial impact. 

• Microsoft Contracts Team – helps guide our Customers, Licensing Executives, and 
Account Executives on completion and execution of contractual documents, provides pre-sales 
and post-sales support for the contract process, and performs compliance checks on the contract 
package prior to submission to Microsoft. These steps expedite the contract process and reduce 
the risk of error. 

• Microsoft Operations Team – manages all license transactions: EA true-up orders, 
additional orders, credits, Select Plus/MPSA license purchases, etc. SHI’s Microsoft Operations 
Team has O365 dedicated resources for license reservation and reconciliation support. 

mailto:Cara_Ross@SHI.com
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• Microsoft Support Team – consists of certified Licensing and Product Specialists and assists 
SHI’s Account Executives and our customers with product licensing, product key, volume 
licensing questions and more. 

We create customer value through a consultative approach. We provide our customers with the 
knowledge and expertise to make confident business decisions. Our goal is to help optimize the 
acquisition and management of our customer's licensing estate. 

Our Licensing Executives 

Our Microsoft licensing team has years of experience, and we value principles of discipline, integrity, and 
teamwork. Our team consists of 48 Licensing Executives that support our business across all customer 
segments – small and medium, enterprise, global, and public sector. We maintain current Microsoft 
Professional Certifications required by Microsoft, and we work to achieve new certifications. 

 

4.1.13 Software and products must be secure and adhere to security standards such as FedRAMP, NIST, 
CSA, SOC 2, ISO, etc. 

SHI Response: 

SHI is supplying Microsoft products; hence this does not apply to SHI. 

4.1.14 Vendor must provide the State with the ability to apply, manage, track, reserve, and remove 
licensing through a centralized portal. Each Enrollment will only need to see its licensing, so multiple 
accounts must be created and/or continued to ensure appropriate separation. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

4.1.15 For Executive Branch agencies, the Vendor must not fulfill any orders from this agreement without 
approval from the West Virginia Office of Technology. 

SHI Response: 
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SHI acknowledges this requirement and will comply. 

4.1.16 At the request of the State, the Vendor must provide a quote showing the cost of the licensing, 
including, at a minimum, product SKU, list price, discount amount, and total cost. Costs must reflect the 
agreed upon percentage discount or a greater-than- agreed-upon discount. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

4.1.17 Vendor must provide an online catalog portal where pricing can be verified by the State. At a 
minimum, the catalog must contain the following: 

4.1.17.1 Microsoft Part Number 

4.1.17.2 Item Description 

4.1.17.3 List Price 

SHI Response: 

Yes, with thousands of manufacturers represented, your product catalog is fully customized to reflect 
contracted pricing available through SHI, as well as special pricing programs for which you are eligible, 
such as licensing programs or other volume programs. The catalog can be as broad or as narrow as you 
need to fit your needs. 

SHI.com’s catalog system has over 470,000-part records to choose from. Using product, product line, and 
category includes/excludes, our standard approach is to create a customized catalog specific to the 
customer's needs. We review customer standards, license agreements, location, etc. A typical catalog will 
range from 1-100,000 items.    

SHI.com is SHI’s single-source procurement platform available to all SHI customers. From the comfort of 
your office, State of West Virginia can access the most recent catalog features, customization options, 
approval routing, workflow, reporting, order status, and our Polaris Renewal Organizer (PRO) Timeline. 

With over 470,000 products available, our eCommerce team will ensure State of West Virginia’s site 
contains only approved products. This requires no additional work for State of West Virginia: We review 
your company standards, license agreements, and location to ensure we only offer products that meet 
your requirements. 

Self-Service 

The platform is designed to support self-service functions, including the registration of new users — of 
which there is no limit. As an IT company, we take privacy and security seriously. Your information will not 
be shared with software publishers or third parties without explicit permission. 

SHI's catalog includes all the features State of West Virginia should expect every procurement website to 
have — advanced search capabilities, real-time reporting, permission levels for different user groups 
(approval routing), and more. State of West Virginia can also customize the landing page to show your 
company logo and a news and announcements section. 
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Seamless Integration 

Our open architecture system allows us to integrate with most ecommerce platforms, whether through 
market leaders or a proprietary solution. In addition to supporting the following punch-out types, SHI 
regularly updates this list as we continue to work with new applications. 
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Regardless of your IT procurement needs, SHI’s web catalog can meet the challenge. And with the option 
of eight currencies and four languages, State of West Virginia has limitless opportunities to expand. 

Training 

To better help your organization use the many features SHI.com has to offer, SHI's ecommerce 
specialists provide training to employees authorized to access Your Home @ SHI.com. We will work with 
State of West Virginia to determine the training program and schedule that works best for you. SHI can 
grant anyone necessary access to the site via URL. Once they create a login, they will be able to access 
catalog information, pull reports, and get analytical data from the dashboards available 24x7. 
 
State of West Virginia authorized users will access your catalog with SHI by logging into their accounts on 
SHI.com. There is no limit to the number of users I.D.s or passwords. Each authorized user within State 
of West Virginia will have a user I.D. and password that will automatically link them to the approved State 
of West Virginia catalog with your contracted pricing. User permission called Manager with Employee 
Admin can allow a user to create and disable user accounts. SHI.com has a reset password URL that 
would allow users to reset their passwords. 

For major license agreements that are standard, both License Agreement and Product Use Rights terms 
are available via the Fine Print tool accessible via shi.com. SHI can grant anyone the necessary access 
to the site via URL. Once they create a login, they will be able to access catalog information, pull reports, 
and get analytical data from the dashboards available 24x7.   

4.1.17.4 Discounted Price to the State (factoring in discount percentage) 

SHI Response: 

SHI is pleased to offer State of West Virginia  a percent discount of off MSRP not SHI Advertised list price 
for all software products. 

4.1.18 The State may require the ability to make either monthly or quarterly payments on yearly total cost. 

SHI Response: 

Upon award, quarterly payments for EA annual billings could be established with mutually agreed terms 
and conditions. SHI will provide monthly payments for Azure overages. 
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CATALOG 
6.1 Submission. Vendor must submit its Catalog prior to award of this Contract for evaluation purposes. 
Vendor shall also mail the Catalog free of charge to any Agency desiring to use this Contract if the 
Catalog is not eletctronically entered into wvOASIS. Vendor may be required to input its Catalog data into 
wvOASIS utilizing the format required by wvOASIS. Copies of the Catalog may also be requested in an 
electronic format. Vendor's Catalog, or data from the Catalog entered into wvOASIS will be used by 
Agencies to order Eligible Items under this Contract. 

Vendor should identify all items listed on the Pricing Pages by circling or highlighting those items in its 
Catalog and earmarking, tabbing, or listing the pages for those items, to assist in the evaluation and 
verification of the bids and pricing. If any discrepancies exist between the Pricing Pages and the actual 
price listed in the Catalog, the actual price shall prevail and the Pricing Pages may be corrected by the 
Purchasing Division buyer for evaluation purposes. 

SHI Response: 

SHI acknowledges this requirement and will comply. 
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ORDERING AND PAYMENT 
7.1 Ordering: Vendor shall accept orders through wvOASIS, regular mail, facsimile, e- mail, or any other 
written forms of communication. Vendor may, but is not required to, accept on-line orders through a 
secure internet ordering portaVwebsite. If Vendor has the ability to accept on-line orders, it should include 
in its response a brief description of how Agencies may utilize the on-line ordering system. Any on-line 
ordering system must have the capability to restrict prices and available items to conform to the Catalog 
originally submitted with this Solicitation. Vendor shall ensure that its on-line ordering system is properly 
secured prior to processing Agency orders on-line. Vendor shall provide the Purchasing Division with 
access to its internet ordering portal/website, if one will be used under this Contract, to allow the 
Purchasing Division to ensure that the requirements of this Contract are being met. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

7.2  Invoicing and Payment: Vendor shall indicate the discount received on each invoice submitted for 
payment. Vendor shall accept payment in accordance with the payment procedures of the State of West 
Virginia. Methods of acceptable payment must include the West Virginia Purchasing Card. Payment in 
advance is not permitted under this Contract. 

SHI Response: 

SHI acknowledges this requirement and will comply with mutually agreed terms between SHI and the 
State of West Virginia, after award. 
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DELIVERY AND RETURN 
8.1 Delivery Time and Place: Vendor shall deliver standard orders within five (5) working days after orders 
are received. Vendor shall deliver emergency orders within two (2) working days after orders are 
received. Vendor shall ship all orders in accordance with the above schedule and shall not hold orders 
until a minimum delivery quantity is met. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

8.2  Late Delivery: The Agency placing the order under this Contract must be notified in writing if orders 
will be delayed for any reason. Any delay in delivery that could cause harm to an Agency will be grounds 
for cancellation of the delayed order, and/or obtaining the items ordered from a third party.  

Any Agency seeking to obtain items from a third party under this provision must first obtain approval of 
the Purchasing Division. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

8.3  Delivery Payment/Risk of Loss: Standard order delivery shall be F.O.B. destination to the Agency's 
location. Vendor shall include the cost of standard order delivery charges in its bid pricing/discount and is 
not permitted to charge the Agency separately for such delivery. The Agency will pay delivery charges on 
all emergency orders provided that Vendor invoices those delivery costs as a separate charge with the 
original freight bill attached to the invoice. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

8.4  Return of Unacceptable Items: Items that Agency deems unacceptable shall be returned to Vendor at 
Vendor's expense and with no restocking charge. Vendor shall either make arrangements for the return 
within five (5) days of being notified that items are unacceptable, or permit the Agency to arrange for the 
return and reimburse Agency for delivery expenses. If the original packaging cannot be utilized for the 
return, Vendor will supply the Agency with appropriate return packaging upon request. All returns of 
unacceptable items shall be F.O.B. the Agency's location. The returned product shall either be replaced, 
or the Agency shall receive a full credit or refund for the purchase price, at the Agency's discretion. 

SHI Response: 

SHI acknowledges this requirement and will comply. 

8.5 Return Due to Agency Error: Items ordered in error by the Agency will be returned for credit within 30 
days of receipt, F.O.B. Vendor's location. Vendor shall not charge a restocking fee if returned products 
are in a resalable condition. Items shall be deemed to be in a resalable condition if they are unused and 
in the original packaging. Any restocking fee for items not in a resalable condition shall be the lower of the 
Vendor's customary restocking fee or 5% of the total invoiced value of the returned items. 

SHI Response: 

SHI acknowledges this requirement and will comply. 
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SUPPORTING DOCUMENTS 
MINORITY OWNERSHIP STRUCTURE 
Breakdown of SHI's ownership structure: 

• 52% majority shareholder, Thai Lee 

• 40% minority shareholder, KoGuan Leo 

• 8% held in trust.   

As a minority-owned and woman-owned enterprise, SHI is the country's largest privately-owned minority 
and woman business enterprise provider of information technology products and services. We place a 
high value on customer satisfaction and have fostered strong business relationships, leading to an array 
of certifications and recognitions. These most recent certifications and recognitions underscore SHI's 
dedication to our customers and our commitment to upholding the highest standards as an organization. 
They include: 
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NATIONAL CERTIFICATES 
SHI is proud to be the largest Minority/Woman Owned Business Enterprise (MWBE) in the United States.  

Minority-Owned Business Certificate (MBE): This official document certifies that SHI 
International Corp has met the requirements for the National certification as defined by the National 
Minority Supplier Development Council (NMSDC) and our home regional affiliate – New York and New 
Jersey Minority Supplier Development Council as a bona fide minority owned company in conjunction 
with our Ethnic Business Classification - Asian-Pacific American. 

 
Woman-Owned Business Certificate (WBE): This official nationally recognized document 
certifies that SHI International Corp has met the requirements for the National certification as defined by 
Women’s Business Enterprise National Council (WBENC) and our home council – WPEO - NY, a regional 
WBENC Regional Partner Organization in conjunction with our Female Owned Business Classification - 
Woman-Owned. 
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CERTIFICATE OF GOOD STANDING- ACTIVE STATUS 
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RFQ DOCUMENT AND SIGNED ADDENDUM 
SHI Response: 

RFQ document and signed Addendum are attached below. 
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SHI International Corp.
290 Davidson Ave.

Somerset
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614-537-0973 NA

Same as above
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Kristina Mann, Sr. Manager - Contracts

290 Davidson Ave. Somerset, NJ 08873

732-5648-536

Kristina_Mann@SHI.com

SHI International Corp.

Moitrayee Majumdar, Senior Proposal Specialist

858-232-2931

Moitrayee_Majumdar@SHI.com

SHI has provided exceptions to the terms and conditions in the RFP.  Please refer to SHI exceptions in page 7 above.
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VENDORS SHOULD COMPLETE ALL COLUMNS

Item #
Product 
Category Description Part # LIST PRICE Discount 

Percentage
Discount 
Amount

Discounted 
Unit Price

Unit (For 
Calculation 
Purposes)

Estimated 
Unit Qty

Discounted 
Unit Price Item Total Cost

I.

1 Licensing
Project Standard ALng SA 

076-01912 $154.00 18% $27.77 $126.23 Each 8 $126.23 $1,009.87

2 Licensing
Visual Studio Ent MSDN ALng SA 

 MX3-00117 $1,287.00 18% $232.05 $1,054.95 Each 81 $1,054.95 $85,451.27

3 Licensing
Visual Studio Pro MSDN ALng SA 

77D-00111 $369.00 18% $66.53 $302.47 Each 14 $302.47 $4,234.57

4 Licensing
Azure DevOps Server ALng SA 

125-00124 $76.00 18% $13.70 $62.30 Each 21 $62.30 $1,308.24

5 Licensing
CIS Suite Datacenter Core ALng SA 2L 

9GS-00135 $200.00 18% $36.06 $163.94 Each 384 $163.94 $62,952.96

6 Licensing
CIS Suite Standard Core ALng SA 2L 

9GA-00313 $43.00 18% $7.75 $35.25 Each 5970 $35.25 $210,425.19

7 Licensing
SQL CAL ALng SA User CAL

359-00961 $43.00 18% $7.75 $35.25 Each 727 $35.25 $25,624.64

8 Licensing
SQL Server Enterprise ALng SA 

810-04760 $1,855.00 18% $334.46 $1,520.54 Each 7 $1,520.54 $10,643.80

9 Licensing SQL Server Enterprise Core ALng SA 2L 7JQ-00343 $2,968.00 18% $535.13 $2,432.87 Each 125 $2,432.87 $304,108.70

10 Licensing SQL Server Standard ALng SA 228-04433 $194.00 18% $34.98 $159.02 Each 8 $159.02 $1,272.17

11 Licensing SQL Server Standard Core ALng SA 2L 7NQ-00292 $774.00 18% $139.55 $634.45 Each 275 $634.45 $174,473.15

12 Licensing System Center Standard Core ALng SA 2L 9EN-00198 $22.00 18% $3.97 $18.03 Each 8 $18.03 $144.27

13 Licensing Win Remote Desktop Services CAL ALng SA UCAL 6VC-01254 $29.00 18% $5.23 $23.77 Each 464 $23.77 $11,029.88

14 Licensing Win Server DC Core ALng SA 2L 9EA-00278 $304.00 18% $54.81 $249.19 Each 209 $249.19 $52,080.46

15 Licensing Win Server Standard Core ALng SA 2L 9EM-00270 $24.00 18% $4.33 $19.67 Each 648 $19.67 $12,747.97

16 Licensing Win E3 ALng Sub MVL Per User AAA-10787 $6.20 18% $1.12 $5.08 Each 1,568 $5.08 $7,968.80

17 Licensing Win E3 FSA ALng Sub Per User AAA-10766 $66.00 18% $11.90 $54.10 Each 3,032 $54.10 $164,031.81

18 Licensing Win G5 Step-up use w/GCC Sub TSP-00001 $5.60 18% $1.01 $4.59 Each 8 $4.59 $36.72

Bid Total CalculationDiscounted Unit Price CalculationPricing Page Eligible Item Description
All references to brand names are for illustration purposes only and vendors may bid the brand listed or an 
equal product

MICROSOFT LICENSING
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VENDORS SHOULD COMPLETE ALL COLUMNS

Item #
Product 
Category Description Part # LIST PRICE Discount 

Percentage
Discount 
Amount

Discounted 
Unit Price

Unit (For 
Calculation 
Purposes)

Estimated 
Unit Qty

Discounted 
Unit Price Item Total Cost

Bid Total CalculationDiscounted Unit Price CalculationPricing Page Eligible Item Description
All references to brand names are for illustration purposes only and vendors may bid the brand listed or an 
equal product

19 Licensing EMS G3 GCC ALng Sub Per User AAD-32907 $10.60 18% $1.91 $8.69 Each 4,600 $8.69 $39,968.57

20 Licensing  M365 G3 Unified FSA GCC Sub Per User  AAD-34700 $33.70 18% $6.08 $27.62 Each 15,392 $27.62 $425,186.91

21 Licensing  M365 G5 FSA GCC Sub Per User AAL-48033 $57.40 18% $10.35 $47.05 Each 8 $47.05 $376.41

22 Licensing O365 G1 GCC Sub Per User U4S-00002 $10.20 18% $1.84 $8.36 Each 4,600 $8.36 $38,460.32

23 Licensing GitHub Enterprise Sub Per User PEY-00002 $19.70 18% $3.55 $16.15 Each 10 $16.15 $161.48

24 Licensing Visio P2 FSA GCC Sub Per User 9K4-00003 $12.00 18% $2.16 $9.84 Each 131 $9.84 $1,288.57

25 Licensing  Visio P2 GCC Sub Per User P3U-00001 $14.10 18% $2.54 $11.56 Each 20 $11.56 $231.16

26 Licensing Azure prepayment 6QK-00001 $1,500.00 18% $270.45 $1,229.55 Each 30 $1,229.55 $36,886.50

27 Licensing D365 Case Management GCC Sub Per User NUY-00001 $42.70 18% $7.70 $35.00 Each 8,097 $35.00 $283,404.64

28 Licensing D365 Customer Service Chat GCC Sub Per User AO R3S-00001 $66.00 18% $11.90 $54.10 Each 20 $54.10 $1,082.00

29 Licensing D365 Customer Service GCC Sub Per User NVG-00005 $104.50 18% $18.84 $85.66 Each 40 $85.66 $3,426.35

30 Licensing D365 Team Members GCC Sub Per User MTL-00001 $8.80 18% $1.59 $7.21 Each 30 $7.21 $216.40

31 Licensing M365 F3 Unified GCC Sub Per User AAD-63092 $8.60 18% $1.55 $7.05 Each 1,300 $7.05 $9,164.25

32 Licensing M365 F5 Security GCC Sub Add-on 918-00004 $8.60 18% $1.55 $7.05 Each 1,300 $7.05 $9,164.25

33 Licensing M365 G5 Security GCC Sub Per User 8ZZ-00001 $13.20 18% $2.38 $10.82 Each 19,992 $10.82 $216,314.24

34 Licensing Power BI Premium EM3 GCC Sub HK6-00002 $2,332.90 18% $420.62 $1,912.28 Each 1 $1,912.28 $1,912.28

35 Licensing Power BI Pro GCC Sub Per User DDJ-00001 $9.40 18% $1.69 $7.71 Each 46 $7.71 $354.44

36 Licensing Project Online Essentials GCC Sub Per User 3PN-00001 $6.60 18% $1.19 $5.41 Each 9 $5.41 $48.69

37 Licensing Project P3 CAO GCC Sub Add-on to Project Standard 7E4-00004 $10.50 18% $1.89 $8.61 Each 8 $8.61 $68.85
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38 Licensing  Project P3 FSA GCC Sub Per User 7E7-00001 $23.90 18% $4.31 $19.59 Each 11 $19.59 $215.50

39 Licensing Project P3 GCC Sub Per User 7MS-00001 $28.10 18% $5.07 $23.03 Each 40 $23.03 $921.34

40 Licensing AzureprepaymentG ShrdSvr ALNG SubsVL MVL Commit 
Provision J5U-00003 $0.00 18% $0.00 $0.00 Each 1 $0.00 $0.00

$2,198,397.61

DISCOUNT PERCENTAGE

I 18%

Vendors should complete the contract coordinator Information below:

Licensing

Total Bid Cost

Category

MANDATORY INFORMATION: List of Discount Percentages:

VENDOR     SHI International Corp.                                                                                           732-564-8536
NAME:_____________________________________________                                                          PHONE:____________________________

CONTRACT   Kristina Mann                                                                                                     NA
MANAGER:___________________________________________                                                      FAX:_______________________________

(Please print)
EMAIL:____Kristina_Mann@SHI.com_______________

AUTHORIZED                                                                                                                   03/28/2024
REPRESENTATIVE:_______________________________________________                                            _____________________

(Signature)                                                            (Date)
AUTHORIZED                  Moitrayee Majumdar
REPRESENTATIVE:___________________________________

(Print)

Page 3 of 3


	3.pdf
	Table of Contents
	Signed First page 1
	Instructions To Vendors Submitting Bids 5
	General Terms and Conditions 6
	Specifications 10
	Qualifications 10
	Key Differentiators 11
	What An Effective Microsoft Licensing Provider Looks Like 12
	SHI’s Microsoft Competencies 13
	SHI’s Microsoft Authorizations 14
	More Microsoft Awards 14
	Total Value Commitment 16
	Microsoft Letter of Authorization 17

	General Requirements 20
	SHI’s Certified Microsoft Resources 28


	Catalog 33
	Ordering and Payment 34
	Delivery And Return 35
	Supporting Documents 36
	Minority Ownership structure 36
	National Certificates 37
	Certificate Of Good Standing- Active Status 38

	RFQ Document and Signed Addendum 39
	Signed First page
	Instructions To Vendors Submitting Bids
	General Terms and Conditions
	Specifications
	Qualifications
	Key Differentiators
	What An Effective Microsoft Licensing Provider Looks Like
	SHI’s Microsoft Competencies
	SHI’s Microsoft Authorizations
	More Microsoft Awards
	Total Value Commitment
	Microsoft Letter of Authorization

	General Requirements
	SHI’s Certified Microsoft Resources
	Self-Service
	Seamless Integration
	Training



	Catalog
	Ordering and Payment
	Delivery And Return
	Supporting Documents
	Minority Ownership structure
	National Certificates
	Certificate Of Good Standing- Active Status

	RFQ Document and Signed Addendum
	Final_CRFQ_0212_SWC2400000005_2_WV_CRFQ_FORM.PDF
	1
	1





