[image: image84.png]Washington State Department of

Enterprise Services









 Current Contract Information 
 Issued:  April 12, 2016
Master Contract 05914 – Organizational Development Consulting Services 
	Scope of Contract: 
	Organizational Development Consulting Services.  See below service description for more details. 

This contract is awarded to multiple contractor(s) with annual open enrollment opportunities

	Purpose:
	As a result of Open Enrollment Opportunity #1, add forty five contractors to the contract effective February 15, 2016 (those noted with an “asterisk” on the attached). Five existing contractors resubmitted, several with revised rates.
Note: If needed, please contact DES for a copy of a specific contractor’s “Master Contract”.  Embedding in this document exceeds size limits. 

	Contract Start date:
	February 1, 2015

	Current Term: 
	February 1, 2015 through January 31, 2017

	Maximum Term:
	January 31, 2021

	Open Enrollment Schedule: 
	Following the initial Solicitation, DES may post the original requirements of this Solicitation to WEBS providing the opportunity for additional Bidders to respond for qualification in accordance with the projected performance schedule below. DES reserves the right to revise this schedule in any fashion necessary.
Enrollment Periods

December 1, 2015 – February 1, 2016 (completed)
December 1, 2016 – February 1, 2017

December 1, 2017 – February 1, 2018

December 1, 2018 – February 1, 2019

December 1, 2019 – February 1, 2020


	Contractors & Pricing:
	Please refer to the attached

	Authorized Users: 
	With respect to use of this Contract, Washington State agencies, including but not limited to institutions of higher education, boards, commissions and political subdivisions (e.g., counties, cities, school districts, or public utility districts) as set forth in the Inter local Cooperation Act, chapter 39.34 RCW, public-benefit nonprofit corporations and State of Oregon Cooperative Purchasing members are eligible to receive services under chapter 39.26 RCW.

	User Guide: 
(For ordering and second tier process)

Second Tier Solicitation and amendment forms:
	
[image: image1.emf]Two Tier User  Guide.doc
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	DES Master Contract Contact information:
	Veronica Field
Email: veronica.field@des.wa.gov        Visit our Internet site: http://www.des.wa.gov    
Phone: (360) 407-7949

Fax Number: (360) 586-2426




Service Description:  This contract offers Organizational Development Consulting Services. Organizational development consulting services shall include, but is not limited to, services with a primary focus on providing recommendations and assistance in common organizational development consulting service areas such as establishing and aligning individuals and organizational objectives, setting expectations, assessments, designing and improving such things as discipline processes, feedback mechanisms, recognition programs, and effective methods of dealing with performance issues.    

For the first tier solicitation, consultants were required to have active certifications, the knowledge and ability to assist customers in the following activities or initiatives as a minimum but not limited to: 
· At least two (2) years of experience providing Organizational Development Consulting Services for a similar governmental type entity, relative to the service description (as outlined in the solicitation).
· Proposed consulting firm can provide the required proof of insurance upon request, have the knowledge to perform, and must meet all insurance/bonding requirements for Organizational Development Consulting Services as outlined in the solicitation.
· Minimum of one staff member that has obtained and holds an educational achievement/degree and/or subcontractors who meet the mandatory requirements specified in this submittal. A minimum of one educational achievement/degree is required. 
· Bidders must include, for a minimum of one staff member, a copy of an educational achievement/degree and/or for subcontractors who meet the mandatory requirements specified in this submittal. A minimum of one educational achievement/degree is required.

The following describes the types of services available:
	Coaching
	A process for individuals or teams to interact with a professional coach designed to address specific learning and performance needs.  (See “Leadership Development” and “Team Development” above for typical activities.)  The keys to effective coaching are alignment on expectations, roles, process, and feedback protocols.  The training or development process via which an individual is supported while achieving a specific personal or professional competence result or goal. Facilitating the coaches to discover answers and new ways of being based on their values, preferences and unique perspectives.  Facilitate the exploration of needs, motivations, desires, skills and thought processes to assist the individual in making real, lasting change

· Observe, listen and ask questions to understand the client's situation

· Use questioning techniques to facilitate client's own thought processes in order to identify solutions and actions rather than takes a wholly directive approach

· Support the client in setting appropriate goals and methods of assessing progress in relation to these goals

· Creatively apply tools and techniques, which may include one-to-one training, facilitating, counseling & networking.

· Encourage a commitment to action and the development of lasting personal growth & change.

· Maintain unconditional positive regard for the client, which means that the coach is at all times supportive and non-judgmental of the client, their views, lifestyle and aspirations.

· Ensure that clients develop personal competencies and do not develop unhealthy dependencies on the coaching or mentoring relationship.

· Evaluate the outcomes of the process, using objective measures wherever possible to ensure the relationship is successful and the client is achieving their goals.

· Encourage clients to continually improve competencies and to develop new developmental alliances where necessary to achieve their goals.

· Work within their area of personal competence.

· Possess qualifications and experience in the areas that skills-transfer coaching is offered.

· Manage the relationship to ensure the client receives the appropriate level of service and that programs are neither too short, nor too long.

	Leadership
	Leadership Development; The Role of the Leader: Hiring the right people for the right position, setting clear expectations, facilitating, listening, coaching, mentoring and recognition.  A customized development process by which leaders actively participate in recognizing their strengths and their key learning opportunities and the most effective steps for increasing their leadership capability and improving their individual performance. Tasks often include: 
· Conduct and receive feedback from a 360-degree assessment 
· Creation and implementation of an individual development plan (with input from the leaders’ manager and a coach)
Note: Development activities are often centered around a mix of activities targeted for maximum results. Examples include on-the-job application, mentoring and coaching, workshops and reading.

· Conduct periodic progress reviews and modify development plan as needed

· Conduct wrap up session with the leader and his/her manager to agree on ongoing support  

	Team Development
	Helping a group of people understand what teaming is and helping them develop their ability to work more effectively together through sharing a common purpose, common goal/s, a common approach for working together and holding each other mutually accountable.  A customized developmental process focused on team dynamics and the functions of high-performing teams.  Areas of focus are often communication, prioritization, decision making, trust building, respect, conflict management, problem solving, risk management, planning, budgeting, resource management, and other functions.  These efforts are focused on improving the performance of a team. Tasks often include: 
· Assess team dynamics, work style preferences, strengths, and opportunities for improvement
· Create a team development plan and support the team’s learning through the sharing and teaching of best practices and tools
· Conduct periodic progress reviews and modify development plan as needed

Conduct wrap up session with the leader and their manager to agree on ongoing support

	Change Management & Organizational Change (OD)
	Working with organizations, divisions, etc. to help plan and implement significant changes such as business process redesign or work reorganization, (i.e. Lean Principles), or moves and space changes.  A thorough assessment of an impending change and the development of the plan and communication will need to be supporting of an effective change.  Tasks may include: 
· Assess the business case for change, the magnitude and scope of the change, organizational readiness for change, and the needs of diverse stakeholders, and impacted employees. 
· Development of change implementation plans including sponsorship, communications (target audiences, key messages, timing, desired outcomes, delivery vehicles, & senders), training plans, and reinforcement.  
· Ongoing gathering of data and evidence to support how effectively the change is being implemented and supported by stakeholders and impacted employees with adjustments made as needed 

	Effective Communication
	Developing and honing listening skills – clarifying and confirming, empathizing, giving feedback in a positive form.  The application of best practices and skills needed to transfer information, knowledge, and opinions to others, as well as to gather and comprehend the same from others.  Communication basics including recognizing the vast variables involved, such as communication vehicles (oral or written, for example), audience frame of reference, situational needs, cultural differences, work style preferences, and the use of rhetoric and facts.  Tasks associated with effective communication skill-building may include: 

· Training – both individual and “critical mass” “Critical mass” trainings are designed to introduce a specific skill broadly in an organization so that all employees adopt the behavior

· Inventories/assessments designed for self-awareness

· Facilitated stretch assignments

	Strategic Planning
	Helping organizations with their Visioning, Mission/Purpose, Goals, and Key Strategic Initiative Development.  The development of an organization’s strategic and tactical initiatives to be resourced and implemented over a given period of time, such as one to three years, in order to achieve intended long-term goals and results.  Tasks often include facilitating a team to do the following for each initiative: 
· Document an objective as a concise statement of the desired outcome

· Describe the current situation and the obstacles preventing achievement of the objective and the opportunities that if seized might help achieve it

· Document strategies for what needs to be accomplished in order to achieve the objective

· Describe specific and quantifiable targets and sub-targets as measure of success in order to achieve the strategies 

· Document a work plan for executing against the strategies, and put in place processes to track progress and sustain implemented changes


	Vendor
	OMWBE/

Certification #
	Contact Name
	Email
	Phone
	Fax
	NTE Hourly Rate 
	Amendment #1

	A & I Consulting Group*
	
	Shamso Issak
	Shamso.issak@hotmail.com
	(206) 802-4122
	n/a
	$57.00
	n/a

	Accenture LLP
	
	Peter Hutchinson
	Peter.c.hutchinson@accenture.com

	(206) 277-5604
	(206) 839-2008
	$1,100.00
	
[image: image4.emf]Accenture LLP  A1.pdf



	Achieve Consulting Team, Inc.*
	
	Raymond North
	dt@act.vocmail.com 
	(360) 943-1171 ext 300
	(360) 943-1181
	$250.00
	n/a

	Adekoya Business Consulting LLC*
	M3M0023304
	Andrew Adekoya
	Andrew@adekoyabusinessconsulting.com 
	(206) 817-9773
	(253) 517-9080
	$245.00
	n/a

	ATL Labs
	
	Joe Estey
	jestey@atlintl.com

	(509) 375-4200  X 224
	(509) 375-4277
	$ 250.00
	
[image: image5.emf]Advanced  Technologies and Laboratories (ATL) International, Inc. A1.pdf



	Agile Transformation Inc.
	
	Paul Lucas
	paul.lucas@agiletraining.com

	(402) 315-0157
	(402) 502-1999
	$ 764.67
	
[image: image6.emf]Agile  Transformation, Inc. A1.pdf



	The Alford Group
	
	Karen Rotko-Wynn, CFRE
	krwynn@alford.com
	(206) 548-0451 X 12
	(206) 548-0150
	$ 350.00
	
[image: image7.emf]The Alford Group  A1.pdf



	Allenbaugh Associates, Inc
	
	G Eric Allenbaugh, Ph.D.
	eric@allenbaugh.com

	(503) 635-3963
	(503) 635-3664
	$ 700.00
	
[image: image8.emf]Allenbaugh  Associates, Inc. A1.pdf



	Alvarez & Marsal Business Consulting LLC
	
	John Rossman
	jrossman@alvarezandmarsal.com

	(206) 664-9000
	(206) 664-8901
	$ 395.00
	
[image: image9.emf]Alvarez & Marsal  Business Consulting LLC A1.pdf



	Amex Technologies
	
	Brian Browning
	brian.browning@ameexusa.com

	(804) 920-1956
	No Fax
	$ 90
	
[image: image10.emf]Ameex Technologies  Corporation A1.pdf



	Anthro-Tech, Inc.*
	
	Scott Boyd
	scottboyd@anthro-tech.com
	(360) 584-9151
	(707) 692-1411
	$185.00
	n/a

	Armstead Consulting, Inc.*
	W2F0021948
	Karen Armstead
	Karen@armsteadconsulting.com 
	(425) 444-2618
	n/a
	$242.00
	n/a

	The Athena Group, LLC
	
	Faith Tremble
	faitht@athenaplace.com

	(360) 790-4910
	(360) 252-6555
	$ 300.00
	
[image: image11.emf]The Athena Group,  LLC A1.pdf



	B+H Advance Strategy


	
	Bryan Croeni
	bryan.Croeni@bharchitects.com
	(206) 604-0352
	(206) 260-3900
	$ 250.00
	
[image: image12.emf]B+H Advance  Strategy A1.pdf



	Back Loop Consulting*
	
	S Fisher Qua
	fisher@back-loop.com 
	(206) 734-7385
	n/a
	$250.00
	

	Barbara Grant Consulting Group
	
	Joyce Allen
	joyce@bgrantgroup.com

	(206) 713-8733
	N/A
	$ 210.00
	
[image: image13.emf]Barbara Grant  Consulting Group LLC A1.pdf



	Barbelo Group LLC
	
	Charina L Flores, HR
	charina.flores@barbelogroup.com
	(206) 388-3065
	(206) 388-3065
	$ 240.00
	

	Berk Consulting Group


	
	Michele Eakins-TeSelle
	Michele@berkconsulting.com

	(206) 324-8760
	(206) 324-8965
	$ 250.00
	
[image: image14.emf]BERK Consulting,  Inc. A1.pdf



	Boundless Results*
	W2F0020946
	Jan Dwyer Bang
	jan@jandwyerbang.com 
	(253) 891-1609
	(253) 891-4039
	$350.00
	n/a

	BPM Advisors, LLC
	
	Ahmad Iqbal
	info@bpmadvisors.com

	(818) 745-0963
	(818) 249-1852
	$ 165.00
	
[image: image15.emf]BPM Advisors, LLC  A1.pdf



	Bridge Partners LLC
	
	Told Vold
	info@bridgepartnersconsulting.com
	(425) 761-1797
	(866) 861-3445
	$ 220.00
	
[image: image16.emf]Bridge Partners, LLC  A1.pdf



	Bright Spring Strategy Consulting
	W2F0024219
	Meg Halverson
	meg@brightspring.com 
	(206) 708-4739
	n/a
	$210.00
	n/a

	Bryan & Bryan Associates*
	W2F0012867
	Martha Bryan
	marthabryan@bryanandbryanassoc.com
	(425) 337-1838
	(425) 338-4509
	$150.00
	n/a

	Business Coaching and Consulting, Inc.
	
	Peggy J. Nugent
	Peggy@businesscoachingandconsulting.com
	(360) 455-4790
	No Fax
	$ 295.00
	
[image: image17.emf]Business Coaching  Consulting, Inc. A1.pdf



	Cambria Solutions, Inc.*
	M5M0022193
	Kari Gutierrez
	kgutierrez@cambriasolutions.com
	(916) 326-4446
	(916) 492-9081
	$238.00
	n/a

	Campbell Consulting
	
	Nancy Campbell
	nancy@nmcampbell.com
	(253) 503-0684
	(270) 633-0754
	$ 200.00
	
[image: image18.emf]Campbell Consulting  A1.pdf



	Carnegie Rowe Inc.
	
	Christopher J Dempsey
	cdempsey@carnegierowe.com
	(925) 922-2368
	No Fax
	$ 150.00
	
[image: image19.emf]Carnegie Rowe, Inc  A1.pdf



	Career Growth Associates, Inc.*
	
	Dixie Grow
	dixiegrow@careergrowth.com 
	(602) 370-7990
	(520) 212-6851
	$650.00
	n/a

	Cedar River Group, LLC
	
	John A Howell


	john@cedarrivergroup.com
	(206) 223-7660 x102
	(206) 223-7665
	$ 250.00
	
[image: image20.emf]Cedar River Group,  LLC A1.pdf



	Center for the Support of Families
	
	Vernon Drew
	vdrew@csfmail.org
	(301) 587-9622
	(301) 587-9620
	$ 250.00
	
[image: image21.emf]Center for the  Support of Families A1.pdf



	CGR Management Consultants LLC
	
	James B Ayers
	jayers@grcmc.com
	(310) 922-6720
	(877) 247-4656
	$ 250.00
	
[image: image22.emf]CGR Management  Consulting, LLC A1.pdf



	Chuck Davis Consulting*
	
	Chuck Davis
	Chuck.davis613@gmail.com 
	(425) 443-4122
	n/a
	$225.00
	n/a

	Clarified Concepts*
	W2F5521538
	Karen Lane
	Karen@clarifiedconcepts.com 
	(206) 661-9553
	n/a
	$225.00
	n/a

	Collective Wisdom, Inc.
	
	Robert Brown
	bob@collwisdom.com
	(206) 714-1417
	No Fax
	$ 250.00
	
[image: image23.emf]Collective Wisdom,  Inc. A1.pdf



	Communication Resources Northwest, LLC*
	W2F5110742
	Margaret Winch
	megw@communication-resources.com 
	(426) 316-8300
	(425) 337-8802
	$150.00
	n/a

	Conscio, LLC
	
	Tammy Zinsmeister
	tammy@conscio.com
	(971) 506-3553
	No Fax
	$ 240.00
	
[image: image24.emf]Conscio, LLC A1.pdf



	Coraggio Group
	
	Trever Cartwright
	trever@coraggiogroup.com 
	(503) 493-1452
	(503) 284-1311
	$ 275.00
	
[image: image25.emf]Coraggio Group  A1.pdf



	CPS HR Consulting
	
	Michael DeSousa
	mdesousa@cpshr.us
	(916) 471-3311
	(916) 561-8419
	$ 150.00
	
[image: image26.emf]CPS HR Consulting  A1.pdf



	CRE8 Inc.*
	
	George Dunn
	dunn@cre8inc.com 
	(206) 257-7347
	(425) 562-6673
	$295.00
	n/a

	Customer Centric Consulting Group C3G
	
	Patricia Peterson
	patriciapeterson@c3g.biz

	(425) 301-9886
	(253) 549-4321


	$ 190.00
	
[image: image27.emf]Customer Centric  Consulting Group C3G A1.pdf



	Dale Carnegie Training
	
	Travis Daniel
	Travis.Daniel@dalecarnegie.com
	(425) 453-8822
	(425) 635-1124
	$ 1,000.00
	
[image: image28.emf]Dale Carnegie  Training A1.pdf



	DatamanUSA, LLC*
	
	Nidhi Saxena
	contact@datamanUSA.com 
	(720) 248-3110
	(720) 248-3200
	$475.00
	n/a

	David C Hager and Associates, LLC*
	
	David Hager
	david@davidhager.com
	(206) 855-9373
	n/a
	$250.00
	n/a

	Deloitte Consulting LLP*
	
	Benush Venugopal
	bvenugopal@deloitte.com 
	(916) 288-3214
	(916) 288-3564
	$255.00
	n/a

	Diverse Community Connectors, LLC
	
	JMarie Johnson-Kola
	jmarie@diversecommunityconnectors.com
	(425) 903-0614
	No Fax
	$ 125.00
	
[image: image29.emf]Diverse Community  Connectors, LLC A1.pdf



	ECO Resource Group, LP
	
	David Sale
	team@ecoresourcegroup.com
	(206) 855-0590
	(206) 855-0591
	$ 195.00
	
[image: image30.emf]ECO Resource  Group, LLP A1.pdf



	Envision Consulting*
	
	Linda Reeder
	lindareed@msn.com
	(206) 306-3992
	(206) 365-0542
	$160.00
	n/a

	Experience4Hire

	
	Lynda Ring-Erickson
	Lynda.ring-erickson@x4h.com
	(360) 229-8898
	(866) 438-7063
	$ 500.00
	

	Fast Track Communication*
	
	Tena Crosby
	tena@fasttrackcommunication.com
	(360) 424-9616
	n/a
	$325.00
	n/a

	FCS Group*
	
	Scott Bash
	scottb@fcsgroup.com
	(425) 867-1802 ext 223
	(425) 867-1937
	$275.00
	n/a

	Fired-up! Culture
	
	Joe Macias, Jr.
	jmacias@firedupculture.com
	(206) 755-2531
	No Fax
	$ 250.00
	
[image: image31.emf]Fired-up! Culture  A1.pdf



	First Data Government Solutions, LP
	
	Mary Myers
	mary.myers@firstdata.com
	(404) 890-2455
	(404) 890-2360
	$ 185.00
	

	FlatWorld, LLC
	
	John Swannack
	Jswannack@comcast.net
	(360) 481-2879
	(360) 786-1752
	$ 265.00
	
[image: image32.emf]FatWorld, LLC  A1.pdf



	Framework LLC*
	W2F0010455
	Linda Lewis
	lglewis@frameworkllc.com 
	(360) 571-0842
	n/a
	$155.00
	n/a

	George F. Walker Consulting Services, LLC*
	
	Barbara M. Valentine
	rivcor@msn.com
	(925) 258-4001
	n/a
	$150.00
	n/a

	Global Business Development LLC*
	M3M0024061

W2F5917003
	Lynn French
	lynndfrench@live.com
	(206) 786-2780
	(253) 277-3382
	$250.00
	n/a

	Helping Human Systems
	
	Steven M. Byers
	smbyers@comcast.net
	(360) 259-0340
	No Fax
	$ 187.50
	

	Honsha Inc.*
	
	Leslie Russ
	Lruss1020@gmail.com
	(859) 321-0533
	n/a
	$300.00
	n/a

	HTAK Consultng LLC*
	
	Holly Mangum
	Holly.mangum.HTAK@gmail.com
	(310) 707-8402
	n/a
	$195.00
	n/a

	iCompass Compliance Solutions, LLC
	W2F0023309
	Deborah M Todd
	Debbie@icompassllc.com 
	(360) 910-5053
	no fax
	$ 300.00
	
[image: image33.emf]iCompass Compliance  Solutions, LLC A1.pdf



	Impact Consultancy LLC*
	
	Christian Anibarro
	Christian@impactconsultancy.com
	(206) 372-3326
	n/a
	$250.00
	n/a

	Informatix, Inc.

	M5M0020080
	Michele Blanc

	procurement@informatixinc.com
	(916) 830-1400
	(916) 830-1403
	$ 173.00
	
[image: image34.emf]Informatix, Inc.  A1.pdf



	Integris Performance Advisors
	
	Brett Cooper
	Brett.Cooper@IntegrisPA.com 
	(609) 630-0601
	No Fax
	$ 400.00
	

	Intercultural Leadership Executive Coach
	
	David Whitfield
	dr.d.whitfield@ilexcoach.com

	(360) 584-9415
	(360) 584-9415
	$ 350.00
	
[image: image35.emf]Intercultural  Leadership Executive Coach A1.pdf



	Invista Performance Solutions
	
	Donald Sosnowski
	dsosnowski@invistaperforms.org
	(253) 583-8860
	(253) 583-4320
	$ 290.00
	
[image: image36.emf]Invista Performance  Solutions A1.pdf



	James Bird Guess Success Academy*
	
	James Guess
	james@internationalsuccessacademy.com
	(888) 369-1339
	(888) 369-1339
	$300.00
	n/a

	Jentex Training & Consulting, LLC*
	
	Dawn Shedrick
	dawn@jentektraining.com
	(631) 231-4704
	(631) 231-4658
	$150.00
	n/a

	JHarrison Solutions
	
	Jan Harrison
	jan@jharrisonsolutions.com
	(360) 340-2195
	No Fax
	$ 500.00
	
[image: image37.emf]JHarrison Solutions  A1.pdf



	JJA Consultants, Inc.
	
	Wanda Savage-Moore
	wsavagemoore@jjaconsultants.com
	(703) 359-5969
	(703) 359-5971
	$ 299.00
	
[image: image38.emf]JJA Consultants,  Inc. A1.pdf



	Johnnie McKinley Associates LLC
	M3F9322468
	Dr. Johnnie McKinley
	docjay@thejmagroup.com
	(206) 302-0063
	(206) 302-0064
	$ 175.00
	
[image: image39.emf]Johnnie McKinley  Associates, LLC A1.pdf



	KnightVantage Consulting, LLC*
	
	Carole Knight-Wallace
	carolkw@knightvantage.com 
	(253) 565-8598
	(253) 565-4654
	$200.00
	n/a

	Lore Joplin Consulting
	
	Lore Joplin
	lore@lorejoplin.com
	(503) 706-5262
	No Fax
	$ 185.00
	
[image: image40.emf]Lore Japlin  Consulting A1.pdf



	Kathryn Leslie Consulting
	
	Kathryn Leslie
	kathrynleslie8@gmail.com
	(206) 604-6594
	No Fax
	$ 250.00
	
[image: image41.emf]Kathryn Leslie  Consulting A1.pdf



	Kauffman & Associates, Inc.
	
	Jo Ann Kauffman
	joann.kauffman@kauffmaninc.com
	(509) 747-4994
	(509) 747-5030
	$ 273.18
	
[image: image42.emf]Kauffman &  Associates, Inc A1.pdf



	KB & Associates, LLC
	
	Kindra Benavidez
	kindra@kbandassociates.com
	(360) 561-5239
	(360) 438-0860
	$ 175.00
	
[image: image43.emf]KB & Associates, LLC  A1.pdf



	Kellogg Consulting Inc.
	
	Natasha Walker
	Natasha@tamiekellogg.com
	(425) 420-8272
	(206) 508-3581
	$ 199.00
	
[image: image44.emf]Kellogg Consulting,  Inc. A1.pdf



	KLMayer Consulting Group Inc.
	
	Kristina L. Mayer
	kris@klmayer.com
	(360) 379-3667
	No Fax
	$ 195.00
	
[image: image45.emf]KLmayer Consulting  Group, Inc. A1.pdf



	Kone Consulting LLC
	
	Alicia Kone
	Alicia.kone@koneconsulting.com
	(425) 275-2895
	No Fax
	$240.00
	
[image: image46.emf]Kone Consulting, LLC  A1.pdf



	Liberum, LLC
	
	Brett Carr
	bcarr@liberumsolutions.com
	(425) 999-4526 X 201
	(425) 999-4256
	$250.00
	
[image: image47.emf]Liberum, LLC A1.pdf



	Mason Coaching*
	
	Brian Mason
	brian@masoncoaching.com
	(206) 595-8421
	n/a
	$195.00
	n/a

	Mass Ingenuity LLC
	
	Kelly Ferguson
	kferguson@massingenuity.com
	(877) 705-6920
	(206) 374-2542
	$ 225.00
	
[image: image48.emf]Mass Ingenuity, LLC  A1.pdf



	MAXIMUS Human Services, Inc*
	
	Paula Wales
	paulwales@maximus.com
	(303) 285-7136
	(303) 295-0244
	$350.00
	n/a

	McKinsey & Company, LLC*
	
	Nick Leach
	Nick_leach@mckinsey.com
	(202) 662-3338
	(202) 824-5218
	$699.00
	n/a

	Meta Management Group, LLC
	
	Karen Porterfield
	kporterfield@metamanaging.com
	(206) 851-4423
	No Fax
	$ 225.00
	
[image: image49.emf]Meta Management  Group, LLC A1.pdf



	Milepost Consulting, Inc.
	
	Ric Cochrane
	ric@milepostconsulting.com
	(206) 992-7233
	No Fax
	$ 215.00
	
[image: image50.emf]Milepost Consulting,  Inc. A1.pdf



	MLC & Associates, Inc.
	
	W. Robert Takemura
	bob.takemura@MLCHQ.com
	(253) 857-3124
	(949) 651-8220
	$ 200.00
	
[image: image51.emf]MLC & Associates,  Inc. A1.pdf



	Key Principles To Success: Norman-Dickson Associates LLC
	
	David N. Norman
	normandnn@comcast.net

	(360) 791-8514
	No Fax
	$ 100.00
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	OTB Solutions Group, LLC*
	
	Shelley McDermott
	Shelley.mcdermott@otbsolutions.com 
	(360) 789-9747
	(877) 855-7937
	$225.00
	n/a

	Open Window Consulting, LLC*
	
	Jim Cerenzia
	jim@openwindowconsulting.net
	(406) 624-6972
	n/a
	$150.00
	n/a

	Organizational Resource Group, Inc.
	
	Richard Kramer
	rkramer@orggroup.com

	(360) 352-5104
	(360) 352-5104


	$ 160.00
	
[image: image53.emf]Organizational  Resource Group, Inc. A1.pdf



	Pcubed, Inc.
	
	David Sanguin
	david.sanguin@pcubed.com
	(425) 615-1805
	No Fax
	$ 320.00
	
[image: image54.emf]Pcubed, Inc. A1.pdf



	Peace Enforcement LLC*
	
	Paul Figueroa
	paulf@peaceenforcement.com
	(206) 650-5364
	n/a
	$400.00
	n/a

	Peak View Performance Solutions, Inc.*
	
	Karen Baerlocher
	Karen@pvpsolution.com
	(208) 608-6676
	n/a
	$125.00
	n/a

	PeopleFirm LLC


	W2F0021494
	Alan Borgida
	aborgida@peoplefirm.com
	(206) 462-6462 Ext 122
	(888) 651-1976
	$ 250.00
	
[image: image55.emf]PeopleFirm LLC  A1.pdf



	PLS Consulting
	
	Alan C Lindsay
	alan.lindsay@pls.net
	(503) 291-7825
	No Fax
	$ 150.00
	
[image: image56.emf]PLS Consulting  A1.pdf



	Point B, Inc.
	
	Monica Croy
	mcroy@pointb.com
	(206) 686-5874
	(206) 686-5874
	$ 350.00
	
[image: image57.emf]Point B, Inc. A1.pdf



	Public Consulting Group,Inc.
	
	Carrie Kaplowitz
	ckaplowitz@pcgus.com 
	(800) 210-6113
	(617) 426-4632
	$ 285.00
	
[image: image58.emf]Public Consulting  Group, Inc. A1.pdf



	Public Knowledge, LLC


	
	Jennifer Vachon
	jvachon@pubknow.com
	(360) 790-6637
	No Fax
	$ 195.00
	
[image: image59.emf]Public Knowledge,  LLC A1.pdf



	Public Works, LLC
	
	Eric Schnurer
	eschnurer@public-works.org
	(610) 296-9443
	(610) 296-9434
	$ 210.00
	
[image: image60.emf]Public Works, LLC  A1.pdf



	Relevant Strategies, LLC
	
	Porsche Everson
	Porsche@RelevantStrategies.com

	(866) 577-5899
	No Fax
	$ 185.00
	
[image: image61.emf]Relevant Strategies,  LLC A1.pdf



	Respect at Work
	
	Mary Dallman
	mmdallman@msn.com
	(360) 870-5120
	No Fax
	$ 150.00
	
[image: image62.emf]Respect at Work  A1.pdf



	RHA, LLC


	
	Patrice Miller
	Patrice@teamRHA.com
	(602) 493-1947
	(602) 275-2972
	$ 198.70
	
[image: image63.emf]RHA, LLC A1.pdf



	Rough-Mack Consulting


	
	Debbie Rough-Mack
	debbieroughmack@aol.com

	(360) 259-4285
	No Fax
	$ 200.00
	
[image: image64.emf]Rough-Mack  Consulting A1.pdf



	Sadlouskos Consulting Services
	
	Dianna Sadlouskos
	dianna@sadlouskos.com

	(310) 779-5170
	No Fax
	$ 200.00
	
[image: image65.emf]Sadlouskos  Consulting Services A1.pdf



	Salish Consulting
	
	Lori Daniels
	Lori.daniels@comcast.net
	(360) 371-9034
	No Fax
	$175.00
	n/a

	Schumaker & Company, Inc*
	
	Patricia Schumaker
	pschumaker@schuco.com
	(734) 998-5550
	(734) 998-5590
	$295.00
	n/a

	Scontrino-Powell

	
	Jevon Powell
	jevon@scontrino-powell.com

	( 206) 933-6355
	(206) 933-6355
	 $350.00
	                                
[image: image66.emf]Scontrino-Powell  A1.pdf

                                                                                                                                                                                                                   

	Seraphim Consulting and Training LLC
	
	Linda Callecod
	Linda@SeraphimConsulting.net
	(425) 877-4576
	(206) 718-2888


	$ 450.00
	
[image: image67.emf]Seraphim Consulting  and Training LLC A1.pdf



	Sightline LLC


	
	Kathleen Nolte
	Kathleen@sightlinellc.com
	(360) 264-7715


	No Fax


	$ 185.00
	
[image: image68.emf]Sightline LLC A1.pdf



	Slalom, LLC
	
	Randy Tan
	randyt@slalom.com
	(650) 804-6136 
	(206) 438-5686
	$ 297.00
	
[image: image69.emf]Slalom, LLC A1.pdf



	Solid Ground Consulting*
	
	Allison Handler
	Allison@solidgroundconsulting.com
	(503) 249-0000
	(503) 249-0054
	$250.00
	n/a

	Solvington LLC*
	M4F0024144
	Ganga Subramanian
	Ganga.subramanian@gmail.com
	(916) 320-8540
	n/a
	$225.00
	n/a

	Solutions At Work


	
	Marsha L Fraser
	marshaf@aol.com
	(360) 888-3286


	No Fax
	$ 200.00
	
[image: image70.emf]Solutions At Work  A1.pdf



	Stellar Associates, LLC
	
	Julie Boyer or Melanie Roberts
	julieb@stellar-associates.com 
	Julie 
(360) 280-2791

Melanie 
(360) 790-7809
	(360) 352-2418
	$ 250.00
	
[image: image71.emf]Stellar Associates,  LLC A1.pdf
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	Strategic Programs, Inc.
	
	Jessica Gados
	bids@strategicprogramsinc.com

	(303) 389-9004
	(303) 477-0509
	$ 330.00
	
[image: image73.emf]Strategic Programs,  Inc. A1.pdf



	Strategica, Inc.


	
	David Howe
	dhowe@strategica-usa.com 
	(425) 427-5269
	No Fax
	$ 180.00
	
[image: image74.emf]Strategica, Inc.  A1.pdf



	Strong-Bridge Consulting LLC*
	
	Heather Brewer
	Heather.brewer@strong-bridge.com
	(206) 905-4631
	(206) 905-4631
	$200.00
	n/a

	Talbot, Korvola & Warwick LLP
	
	Brad Rafish
	brafish@tkw.com
	(503) 274-2849
	(503) 274-2853
	$195.00
	
[image: image75.emf]Talbot, Korvola &  Warwick LLP A1.pdf



	Terracon Consultants, Inc.
	
	Rob Ziegler
	rtziegler@terracon.com
	(425) 771-3304
	(425) 771-3549
	$150.00
	
[image: image76.emf]Terracon  Consultasnts, Inc. A1.pdf



	Thrive Coaching & Consulting
	
	Barbara McAllister
	mcallisterbarbara@comcast.net
	(206) 799-9446
	No Fax
	$250.00
	
[image: image77.emf]Thrive Coaching &  Consulting A1.pdf



	Trafton International Consulting Group, LLC*
	M3M002958
	Dr. Solomon Uwadiale
	sol@trafton-group.com
	(253) 590-3411
	n/a
	$198.00
	n/a

	Treinen Associates, Inc.
	
	William Treinen
	wtreinen@treinen.com
	(360) 455-5168
	(360) 292-7484
	$175.00
	
[image: image78.emf]Treinen Associates,  Inc. A1.pdf



	Triangle Associates, Inc.
	
	Evan Lewis
	elewis@triangleassociates.com
	(206) 583-0655
	(206) 382-0669
	$185.00
	
[image: image79.emf]Triangle Associates,  Inc. A1.pdf



	TripleNet Technologies, Inc.
	
	Hans Gomez
	hansgomez@triplenettech.com
	(206) 354-5648
	(206) 260-8998
	$145.00
	
[image: image80.emf]TripleNet  Technologies, Inc. A1.pdf



	TRUSYS, Inc.
	
	Yvonne Cartwright
	Yvonne.cartwright@trusys.com
	(800) 905-6810 x414
	(800) 905-6810
	$425.00
	
[image: image81.emf]TRUSYS, Inc. A1.pdf



	Vaudrin Associates*
	
	Donna Vaudrin
	donna@vaudrinAssociates.com
	(425) 774-8933
	n/a
	$225.00
	n/a

	Versoria, Inc*.
	
	Terry Taylor
	terry@versoriaonline.com 
	(360) 789-3711
	n/a
	$375.00
	n/a

	Workplace Resolutions, LLC d/b/a Betsy BeMiller, LLC
	
	Betsy BeMiller
	Betsy2resolve@msn.com
	(253) 941-0822
	(253) 941-0822
	$195.00
	
[image: image82.emf]Workplace  Resolutions, LLC dba Betsy BeMiler, LLC A1.pdf



	Zamora Consulting, LLC
	
	Leona Zamora
	Leona@zamoraconsultingllc.com
	(206) 852-2831
	No Fax
	$150.00
	
[image: image83.emf]Zamora Consulting,  LLC A1.pdf
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Contracts and Legal Services Division ( Master Contracts and Consulting Unit

1500 Jefferson St. SE ( Olympia, WA 98501 http://www.des.wa.gov

User Guide


Contract #05914 Organizational Development  



Purchaser’s Current User Guide for DES Two Tier Contracts 

Contract # 05914 Organizational Development

A. Process Overview

When services are required under this contract, your tasks as a user will be to:

1. Define and determine your job requirements

2. Develop an estimated  job value


		Small Project Process

If job is at or below $10,000

* Purchaser reviews options and selects provider that best meets the need


* Places order with the selected provider using own PO

If job is at or below $13,000, please reference Contract language regarding


Purchases from small, minority, women or veteran owned business





		Competitive Process

If job is greater than $10,000 


* Purchaser completes a Second Tier Solicitation (Work Request) describing their project using the tools in this guide (see embedded file next page).

* Second Tier Solicitation will include a detailed scope of work, clear deliverables, and request for firm’s qualification/experience, commitment to meeting needed schedule. Do not include proprietary language and terms. Be sure the work elements requested are commonly used terms.


* Second Tier Solicitation will include detailed evaluation criteria 


* Purchaser posts the completed Second Tier Solicitation to venders in the prequalified WEBS pool entitled “Contract 05914 Organizational Development” 

* Responses are emailed to the purchaser


* Purchaser evaluates responses using published criteria

* Purchaser selects successful  Contractor


* Purchaser notifies and documents successful Contractor in WEBS


* Purchaser provides debriefing to unsuccessful bidders, and processes protests in   accordance with DES-170-00 Policy .


* Purchaser places order with the selected Contractor using own PO





B. Beginning the Process


In defining the job requirements, consider several factors; complexity of work, available timeframe, sensitivity of the issue, location, on-going need and any other factor that will affect the final cost.

Using this information and the posted pricing for contract providers, estimate the value of the work. 

Using the estimate, select the appropriate procurement process. If the anticipated ed value is below $10,000, you may use the small project process (small project process).  


If you call a prequalified vendor to place your order and after a conversation you discover before you have issued your PO that the work will exceed $10,000….stop, do not complete the transaction. Tell the vendor the price exceeds $10,000.  Utilize the competitive process. 

Small Project Orders (small project process)

In selecting the provider, look back to the requirements considered in the estimation process. Consider best value. That is, what is in the state’s best interest for a particular application or set of circumstances?  Sometimes, hiring a more costly provider may result in more overall value once you consider the critical service components necessary to obtain your desired outcome.  


When you place your order, use your own PO format and tracking number. 


C. Competitive Orders


Competitive orders utilize a Second Tier process. The tool for completing this process is the Second Tier Solicitation (Work Request) form (See embedded form). 



[image: image1.emf]Second Tier  Solicitaion Form.docx




The form has a section where you will provide a description of the work you need to have completed. This Scope of Work section should include any details you would later check. These might include: additional competencies and approaches. When you are finished, take a look at your work and ask yourself, if a provider could meet all the requirements you have identified; would you accept them without reservation? If you cannot say you would approve just anyone that met those requirements, think again about what else it would take to insure that the work would be performed to your necessary requirements.

Next, think about how you will determine the capability of bidders to be certain they can/will provide the functionality and reliability you have required. Set these measures down as your detailed evaluation criteria. Include these when you publish your Work Request.  


The Second Tier Solicitation will be published to the second tier vendor pool. These vendors have not had their pricing evaluated. The competition for price will occur when the contractors respond to your opportunity.  


Allow time from the date of posting for the contractors to respond. Two weeks is reasonable. Document when the responses arrive by having vendors respond via email.  When the response due date has passed, evaluate all responses based on your pre-established criteria. Do not evaluate one vendor against another; evaluate each in relationship to your requirement.  

Post the Solicitation


Solicitations are posted to Washington’s vendor notification system (Washington Electronic Business Solution or (WEBS). Login at https://fortress.wa.gov/ga/webscust/ and go to “Manage Solicitations” and then click “ADD NEW SOLICITATION”

a. Step 1: Complete all required fields.

Complete all required fields in this section while remembering to choose “Selective” in the “Open/Selective” dropdown box.

In the Description field, reference the Contract 05914 master contract number specified in the “List Name” and the category name specified in the “List Description” for proper management and administration of the program.

b. Step 2: Select a county. 

While you will be selectively posting your solicitation to a prequalified pool of vendors (see next step), the WEBS system requires this field to be populated in order to advance to the next step. Only vendors listed within the 05914 prequalified list that you select in the next step will receive the notification. Again, this is simply a system requirement. 

c. Step 3: Select the PREQUALIFIED LIST in WEBS; NOT commodity codes.

Select the “Prequalified List” tab and then select “05914 – Organizational Development”.  This will notify all vendors in the prequalified list

In accordance with the intent of RCW 39.26 to promote open competition and transparency for all contracts for goods and services entered into by state agencies, DES recommends that all vendors are selected within the prequalified lists and will not recommend a minimum number of vendors to notify. Should you choose to select fewer than all vendors within a prequalified list, you may be required to substantiate your award decision if requested by an auditor.

d. Step 4: Upload the Solicitation document.

a) Review all previous steps


b) Browse out to and upload the solicitation document


c) Click “Post Solicitation” at the bottom of the screen

Measure and Refine (if necessary)


Contractors from the prequalified list which you have chosen in WEBS will download and read your solicitation. Some will endeavor to submit proposals and some will have questions.


Feedback from the vendor community may result in solicitation amendments. Draft up amendments as appropriate and post to WEBS under the original solicitation number. There is a section toward the bottom of the page dedicated to amendments just below where you posted the solicitation. You browse out to and upload amendments just as you did the original solicitation.


Note: Make sure you post amendments in the “Amendment” section; not the “Solicitation” section. (See Imbedded Amendment form)




 

[image: image2.emf]Second Tier  Amendment.docx




Evaluate Proposals


Contractors will submit proposals.



Evaluate proposals and select apparently successful bidder (ASB) in accordance with your evaluation process detailed in the solicitation.

ASB Notification


Notify all Bidders of ASB selection via WEBS.


Note the complaint and protest (DES-170-00) requirements detailed in the Procurement Reform Policies.

Award


Negotiate and execute an order document (Second-Tier Contract) with ASB (Contractor upon execution).  Templates are available on the Contract 05914 webpage. Upon execution of a second-tier contract, work may commence. 

        






Performance


Contractor performs work and submits proper invoices for payment in accordance with contract terms. Upon completion of work, Customer may complete a DES Vendor Performance Report. A template is provided on the Master Contract 05914 webpage. DES may track performance for administrative purposes and share with other Customers.


D. Finalizing the Award 


If the project is straight forward, one time work, use your own PO process to order the work, referencing the bid submittal. If the project will be on-going or unusually complex, finalize the process by using the Second Tier Solicitation and the winning vendor’s response to create a Second Tier Contract file.  Get all needed signatures prior to start of work. 

E. Documentation Requirements

When the expected total cost of the job/service is at or below $10,000, no special documentation is required. Follow the requirements of your procurement office for normal procurement documentation. 


When the expected total cost of the job/service is greater than $10,000, the solicitation and selection process must be documented and the file retained for audit purposes. At a minimum, user will maintain a copy of:

 1.   The Second Tier Solicitation posted to the contract provider pool

 2.   The responses submitted as a result of the request


 3.   The evaluation criteria and process utilized to determine the awarded vendor

 4.   The order as sent to the selected vendor 


 5.   Any other documentation that adds clarity to the procurement.
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			This Second Tier Solicitation (Work Request) is issued under 


Master Contract 05914 Organizational Development.








			Second Tier Solicitation Number: (customer fill in)


			Date Issued: (customer fill in)





			Number of business days to respond to this request:


			(customer fill in)





			Responses are due by Close of Business on:


			(customer fill in)





			Please have your response submitted via email to:


			(customer fill in)





			Expected Work Period is projected to from/to:


			


(customer fill in)





			Late submissions cannot be considered.











 


			  Purpose and Objectives: 


(Customer fills in purpose and objectives) 











			Relevant Background Information: 


(Customer fills in background) 











			Scope of the Work: 


(Customer fills in scope of work)











			Timeline and Work Period of Performance:


(Customer fills in milestone requirements for when work be completed by or identify the period of time for maintenance services) 











			Experience, Qualifications and additional Certifications : 


(Customer fills in the specific capabilities the vendor must have to provide the services identified in this checklist) 	


Mandatory:


· 


Highly Desirable: 


· 





			References (OPTIONAL):


(Customer fills in the types of references requested.   This is an optional use field to be used at the customer’s discretion.) 	 















			Evaluation Criteria:


(Customer fills in the specific capabilities the vendor will be evaluated on and assign a weight to each capability.    (Examples of typical evaluation capabilities have been provide, customer should customize to fit their requirements and business needs.) 











			Capabilities (Examples below):


			Weight Assigned 





			Qualifications and experience of vendor staff


			(Customer fills in) 





			Qualifications and experience of the vendor


			





			Costs/Price


			





			Approach, methodology and availability of proposed staff 


			





			Oral Presentations and Interviews (if applicable)


			





			References 


			





			


			








  





			Performance Measures:


(Customer fills in any  additional measures specific to their business needs that apply) 











			Debriefs and Protests :


Recommended: Review enabling Legislation RCW 39.26.170 and Policy # DES-170-00 


(Customer fills in additional debrief and protest procedures)

















			Agency / Customer Information 





			Project Manager: (Customer fills in all fields)


			


			Date:





			Phone:


			Email:


			Fax: 















			(This section is an example and can be used at the customer’s discretion.)


Instructions to Vendors:  Please ensure that you have included the following information in your response, as these are the items that will be used to evaluate your response:








			


1. In X or fewer pages (normally 3), describe your proposed solution, methodology and overall approach to the customer’s defined Scope of Work.  Include all of the following in your response:








			2.  The number of hours required for you to complete the Scope of Work;
Hourly rate proposed for consultant(s) to complete the work.  A firm, fixed cost for completing the Scope of Work;





			3. A detailed project plan and schedule to complete the Scope of Work.





			4.  In 2 or fewer pages, describe a similar project completed in the last 3 years by the consultant(s) submitted for this Second Tier Solicitation.  Include the outcomes achieved for the customer.  Identify this customer and provide contact information (name, telephone, email, etc) for this customer





			5.  Number of staff that will be available for this Second Tier Solicitation.





			6. Affirm that proposed consultant will be available to begin work no later than DATE. Indicate any known staff scheduling issues during the proposed project period including but not limited to other project engagements and holidays.





			7.    Commit that the staff proposed for this work will actually perform the contracted services. The bidder, by submitting a proposal, agrees that he/she will not remove the selected staff person without the prior approval of Project Manager. If removal is permitted, the bidder agrees that it will submit the name of the proposed replacement, who must meet the qualifications/experience requirements, for Project Manager’s review and approval before the individual is assigned responsibility for services of any Second Tier Contract awarded as a result of this Second Tier Solicitation.





			8. Résumé for each staff person submitted for this project, including subcontractors if applicable (include company names and phones numbers worked for past three years for each individual).





			9.  Availability of staff for possible interview with customer.





			10. Vendor's contact information for this Second Tier Solicitation.  Include project lead name, title, email, phone & fax numbers.





			A Second Tier Contract number will be assigned, and formal Purchase Order issued, after a vendor is selected to perform from this solicitation.

















			


Please indicate Second Tier Solicitation # Customer fill in when responding to this solicitation.  
If you have any questions please either email Customer name at Customer email 
or you may call customer phone# (___) ___-____.

















Vendor to complete and return the following reference information with your response: XXX references are required.


			Company name for whom this reference applies:___________________________________





(Note: Vendor submission of this form constitutes permission for Customer to contact the reference indicated herein.)





			Contact Name of Reference:


			Contact's E-mail:





			Contact's  Phone Number:


			Name of the Vendor’s Consultant(s) who are known to this contact:








			Time Frame of Services Provided:


			Budget for Services Performed by Vendor:





			Description of Services Performed:








			(This space reserved for Customer use)
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			This Second Tier Solicitation (Work Request) is issued under 


Master Contract 05914 for Organizational Development








			Second Tier Solicitation Number: (customer fill in)


			Date Issued: (customer fill in)





			Solicitation Amendment Number:


			(customer fill in)





			Number of business days to respond to this request:


			(customer fill in)





			Responses are due by Close of Business on:


			(customer fill in)





			Please have your response submitted via email to:


			(customer fill in)





			Expected Work Period is projected from/to:


			


(customer fill in)





			Late submissions cannot be considered.











 


			  Purpose: 


(Customer fills in purpose of Solicitation Amendment, changes,  additions or Q & A Information ) 











			Amendment (must be or need not be) signed and returned with proposal. All other Terms, Conditions, and Specifications remain unchanged. (Customer chooses if amendment is required or not). 











			For Contractor: 





Contact name, Contractor name


Phone


Address


City, state, zip


email.address@company.com








Signature ___________________________________





Date _______________








			For Customer:





Customer Procurement Coordinator name, Agency, Division 


Phone


Address


City, state, zip


email.address@agnency.wa.gov








Signature ___________________________________





Date _______________
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[Agency/Customer Logo]Contract # 05914 

 Organizational Development









		This Second Tier Solicitation (Work Request) is issued under 

Master Contract 05914, Organizational Development



		Second Tier Solicitation Number: (customer fill in)

		Date Issued: (customer fill in)



		Solicitation Amendment Number:

		(customer fill in)



		Number of business days to respond to this request:

		(customer fill in)



		Responses are due by Close of Business on:

		(customer fill in)



		Please have your response submitted via email to:

		(customer fill in)



		Expected Work period is projected from/to:

		

(customer fill in)



		Late submissions cannot be considered.







 

		  Purpose: 

(Customer fills in purpose of Solicitation Amendment, changes,  additions or Q & A Information ) 







		Amendment (must be or need not be) signed and returned with proposal. All other Terms, Conditions, and Specifications remain unchanged. (Customer chooses if return of amendment is required or not). 







		For Contractor: 



Contact name, Contractor name

Phone

Address

City, state, zip

email.address@company.com





Signature ___________________________________



Date _______________





		For Customer:



Customer Procurement Coordinator name, Agency, Division 

Phone

Address

City, state, zip

email.address@agency.wa.gov





Signature ___________________________________



Date _______________
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[Agency/Customer Logo]Contract # 05914 

Organizational Development 









		This Second Tier Solicitation (Work Request) is issued under 

Master Contract 05914 Organizational Development.





		Second Tier Solicitation Number: (customer fill in)

		Date Issued: (customer fill in)



		Number of business days to respond to this request:

		(customer fill in)



		Responses are due by Close of Business on:

		(customer fill in)



		Please have your response submitted via email to:

		(customer fill in)



		Expected Work period is projected from/to:

		

(customer fill in)



		Late submissions cannot be considered.







 

		  Purpose and Objectives: 

(Customer fills in purpose and objectives) 







		Relevant Background Information: 

(Customer fills in background) 







		Scope of the Work: 

(Customer fills in scope of work)







		Timeline and Work Period of Performance:

(Customer fills in milestone requirements for when work be completed by or identify the period of time for maintenance services) 







		Experience, Qualifications and additional Certifications : 

(Customer fills in the specific capabilities the vendor must have to provide the services identified in this checklist) 	

Mandatory:

· 

Highly Desirable: 

· 



		References (OPTIONAL):

(Customer fills in the types of references requested.   This is an optional use field to be used at the customer’s discretion.) 	 










		Evaluation Criteria:

(Customer fills in the specific capabilities the vendor will be evaluated on and assign a weight to each capability.    (Examples of typical evaluation capabilities have been provided, customer should customize to fit their requirements and business needs.) 







		Capabilities (Examples below):

		Weight Assigned 



		Qualifications and experience of vendor staff

		(Customer fills in) 



		Qualifications and experience of the vendor

		



		Costs/Price

		



		Approach, methodology and availability of proposed staff 

		



		Oral Presentations and Interviews (if applicable)

		



		References 

		



		

		





  



		Performance Measures:

(Customer fills in any  additional measures specific to their business needs that apply) 







		Debriefs and Protests :

Recommended: Review enabling Legislation RCW 39.26.170 and Policy # DES-170-00 

(Customer fills in additional debrief and protest procedures, or uses DES’s version)











		Agency / Customer Information 



		Project Manager: (Customer fills in all fields)

		

		Date:



		Phone:

		Email:

		Fax: 










		(This section is an example and can be used at the customer’s discretion.)

Instructions to Vendors:  Please ensure that you have included the following information in your response, as these are the items that will be used to evaluate your response:





		

1. In X or fewer pages (normally 3), describe your proposed solution, methodology and overall approach to the customer’s defined Scope of Work.  Include all of the following in your response:





		2.  The number of hours required for you to complete the Scope of Work;
Hourly rate proposed for consultant(s) to complete the work.  A firm, fixed cost for completing the Scope of Work;



		3. A detailed project plan and schedule to complete the Scope of Work.



		4.  In 2 or fewer pages, describe a similar project completed in the last 3 years by the consultant(s) submitted for this Second Tier Solicitation.  Include the outcomes achieved for the customer.  Identify this customer and provide contact information (name, telephone, email, etc) for this customer



		5.  Number of staff that will be available for this Second Tier Solicitation.



		6. Affirm that proposed consultant will be available to begin work no later than DATE. Indicate any known staff scheduling issues during the proposed project period including but not limited to other project engagements and holidays.



		7.    Commit that the staff proposed for this work will actually perform the contracted services. The bidder, by submitting a proposal, agrees that he/she will not remove the selected staff person without the prior approval of Project Manager. If removal is permitted, the bidder agrees that it will submit the name of the proposed replacement, who must meet the qualifications/experience requirements, for Project Manager’s review and approval before the individual is assigned responsibility for services of any Second Tier Contract awarded as a result of this Second Tier Solicitation.



		8. Résumé for each staff person submitted for this project, including subcontractors if applicable (include company names and phones numbers worked for past three years for each individual).



		9.  Availability of staff for possible interview with customer.



		10. Vendor's contact information for this Second Tier Solicitation.  Include project lead name, title, email, phone & fax numbers.



		A Second Tier Contract number will be assigned, and formal Purchase Order issued, after a vendor is selected to perform from this solicitation.











		

Please indicate Second Tier Solicitation # Customer fill in when responding to this solicitation.  
If you have any questions please either email Customer name at Customer email 
or you may call customer phone# (___) ___-____.











Vendor complete and return the following reference information with your response:

		Name of 05914 Personnel Investigations for whom this reference applies:



(Note: Vendor submission of this form constitutes permission for Customer to contact the reference indicated herein.)



		Contact Name of Reference:

		Contact's E-mail:



		Contact's  Phone Number:

		Name of the Vendor’s Consultant(s) who are known to this contact:





		Time Frame of Services Provided:

		Budget for Services Performed by Vendor:



		Description of Services Performed:





		(This space reserved for Customer use)
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