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I. Overview: 

Blue Lake Sporting Goods Inc. hereafter referred to as BLSG, desires to increase 

operational efficiencies by upgrading their Servers and Network Systems. BLSG believes 

that replacing current systems will improve efficiency by reducing: space requirements, 

power consumption and maintenance and support.    

BLSG is committed to ensuring that equipment procurement is performed in an effective 

and efficient manner that provides open and free competition, and in compliance with the 

provisions of applicable federal, state and local statutes and executive orders. BLSG has 

established and maintains appropriate procedures addressing the procurement of goods 

and services to accomplish this objective. 

BLSG is currently soliciting bids from qualified vendors who can provide the 

components and expertise necessary to complete this project. 

Vendors responding to this RFP will be responsible for the timely acquisition and 

delivery of the equipment detailed in this document.  In addition, respondents must have 

the necessary expertise and technical staff to support the requirements stipulated in this 

RFP. 

 

The selected vendor will be responsible for providing the following: 

 

1.  Project related equipment 

2. Installation, configuration, and post installation certification of system. 

3. Warranty support 

4.  Extended warranty and maintenance support of purchased hardware 

 

 

 

 

 

 

 

 



 

 

II. General Issues  

Description of IT systems 

BLSG currently has one site that services about 35 employees and over 1,000 

customers. The BLSG network Local Area Network (LAN) is connected to the 

Internet via a 128 kbps Integrated Services Digital Network (ISDN) connection.  
 

The BLSG network has a professionally installed data network infrastructure. All 

devices connect to a single Cisco Catalyst 2950 10/100 48-Port Switch.  This Cisco 

Catalyst 2950 10/100 48-Port Switch is connected to a Cisco PIX 515e Firewall which 

is connected to a Cisco 2621XM Router that allows the entire LAN to have Internet 

access.  

 

The BLSG server infrastructure consists entirely of HP Proliant DL300 and DL500 

series hardware running Windows 2003 Server which needs replacing.  Two of the HP 

Proliant DL300 series servers sit in the DMZ.  Of these two servers one serves as an 

Oracle Order Entry and Fulfillment Web Server that services customers and the other 

is a MS Exchange 2003 Server that has a Single Storage Group of 35 mailboxes and 

takes about 90GB of hard drive space.  The other two HP Proliants serve as a 

Windows 2003 Active Directory domain controller and DNS and the other a Windows 

2003 file server. 

Project Description 

BLSG is seeking to upgrade our network infrastructure from old obsolete Cisco 

switches, routers and PIX firewalls to their latest counterparts.  BLSG desires that all 

Cisco devices have the proper IOS level that is patched at the time of implementation.  

BLSG is also seeking to upgrade our server infrastructure from Windows 2003 servers 

to Windows 2008 R2 servers.  BLSG desires the most up-to-date and stable version of 

Windows 2008 R2 Server available at the time on implementation. 

Description of Organization 

BLSG was founded in 1998 by five graduate students from Southern Polytechnic State 

University in Marietta, Georgia. The company specializes in the e-commerce of 

sporting goods equipment for various individual and team sports, as well as outdoor 

activities such as hunting, fishing, and hiking.  Blue Lake Sporting Goods also offers a 

wide variety of brand name sporting apparel and footwear such as Nike, Colombia, 



and Adidas. The company currently serves online customers throughout the United 

States and is looking to expand to Canada and Mexico within the next two years and 

globally within the next five years. 

Proposal Requirements 

The winning bidder will best (and at the least cost) fulfill the below requirements for 

planned servers for the following items along with any associated costs identified in 

the Proposal document:  
 

1.  Network Server Specification: BLSG requires 4 new Windows 2008 R2 

Enterprise Edition servers as specified below  

 Server will operate as DNS servers/domain controllers.  

 Server will operate as an Oracle Order Entry and Fulfillment Web Server  

 Server will operate as a file server 

 All servers should have robust Intel x64 multiple multi-core processors, 

minimum 1.4GHz per core  

 BLSG desires no larger than 5U rack-mount servers (all servers must be rack-

mountable)  

 RAID 1 or 5 configuration with greater than 300GB of usable hard disk space  

 16 GB of RAM or greater 

 Need no monitors, keyboards or mice for these servers (unless already 

included in package) 

2. E-mail Server Specification: BLSG requires 1 new Windows 2008 R2 server 

specified below  

 server will operate as e-mail server for MS Exchange 2010 Enterprise Edition 

 The server should have robust Intel x64 multiple multi-core processors, 

minimum 1.4GHz per core 

 MS Exchange Server 2010 Enterprise Edition with SP2 or later  

 16 GB of RAM or greater   

 Need no monitors, keyboards or mice for these servers (unless already included 

in package)  

3. Cisco Equipment Specification: BLSG requires all new Cisco equipment as 

specified below 

 2 gigabit 24-Port PoE Switches (w/ appropriate Cisco IOS level) for the LAN 

 gigabit 24-Port Switch (w/ appropriate Cisco IOS level) for the DMZ 

 1 edge router (w/ appropriate Cisco IOS level) for Internet access and capable 

of multiple T1s, CSU/DSUs and bandwidth greater then 3mbps 

4. Internet Bandwidth Specification: BLSG requires an Internet bandwidth upgrade 

from ISDN as specified below 

 Upgrade from a 2-channel 128k ISDN to bonded T1s capable of 3.0mbps  

5. Windows Server 2008 R2 Ent. & Exchange Server 2010 Ent. MS CAL licenses:  

 Windows Server 2008 R2 Ent solution, need 50 Client Access Licenses 

(CALs)  

 Microsoft Exchange Server 2010 Ent CALs for 50 users  



6. Installation and Configuration: Install and configure all software and physical  

devices at the BLSG site location. Configure each component in coordination of 

BLSG’s standard operation procedures. 

7. Documentation: Describe what documentation will be provided about the entire 

system for maintenance, troubleshooting, changing configurations and other necessary 

functions.  

8. Vendor Experience: Describe your organization’s experience installing network 

and server infrastructure.  

9. Service and Warranty: Describe warranties, guarantees, help desk offerings and 

support that will be available during and after this project. Supply a detailed list of 

service level agreements offered by vendor. Please include a description and charges 

for providing a yearly service contract to support and maintain the new systems.  
 

    

 

Discussion of Where Business Operates 

BLSG operates in one location.  However, BLSG currently serves over 1,000 

customers online throughout the United States and is looking to expand to Canada and 

Mexico within the next two years and globally within the next five years. 

Mission Statement 

The Mission of this project is simple and that is to use technology to add value to our 

company and to give our customers the best experience possible while doing business 

with BLSG. 

Implementation Approach 

Describe the approach to be taken on this project.  Provide the steps and actions you 

will take to accomplish the project described in this RFP.  Provide a proposed schedule 

for delivery of the major task milestones and indicate management approach to be 

used when addressing key issues of the project.  Proposers should describe the 

methodology to be used to assess, procure and implement the technology 

infrastructure providing an implementation timeline.  This timeline need not include 

specific implementation dates, but should include the time required for each phase of 

implementation beginning with completion of contract negotiations.  Proposals should 

also include a description of the resources of both the Proposer and BLSG staff 

required in order to ensure a successful implementation. 

 

 

 



 

 

 

Terms and Conditions 

BLSG reserves the right to request additional information and/or presentations, if 

clarification is needed.  

Failure to supply required information is likely to cause the proposal to be non-compliant, 

and therefore disregarded. 

BLSG may terminate the RFP process at any time without prior notice, and without 

liability of any kind. BLSG reserves the right to initiate additional RFP processes in 

search of the same types of products. BLSG reserves the right to cancel the award after 

the award has been made. This cancellation shall be at no fault, cost, or liability to the 

company. 

BLSG will reject all Proposals submitted after the closing date and time. 

BLSG is under no obligation to select the Proposal indicating the lowest price. 

 

Vendor Understanding of the RFP 

The Vendor accepts full responsibility to understand the RFP, and is encouraged to make 

inquiries to BLSG as needed. BLSG reserves the right to determine whether the Vendor 

has exhibited understanding, and may  exclude Vendors who demonstrate a lack of 

understanding.   

Specific Proposal Requirements 

BLSG considers any Proposal to be the best-and-final offer. Failure to comply with 

requirements may result in the rejection of the proposal. 

Every proposal must include, in detail, the following. 

1. A table of contents with section numbers for each of the required components 

2. Numbered pages 

3. Proposal must be organized in a manner that facilitates evaluation  

4. A brief history of your agency, including experience in providing Servers and 

Network Systems to companies similar to BLSG. 

5. Explanation of  Servers and Network Systems “Volume Purchasing” program,  if 

one exists, in detail 



6. Description of how support, training and other resources would be provided, if 

they are provided. 

7. Additional supporting data, as needed or requested 

 

Vendor Qualifications 

BLSG reserves the right to ascertain as to whether the Vendor exhibits the necessary 

abilities, capacities and resources that are required to fulfill any contract resulting from 

this RFP. The company may request additional information in order to assess the Vendors 

qualifications and its capacity to deliver the requested products. BLSG has the right to 

reject any Proposal for which this information has not been provided. The information 

may include but is not limited to: 

 Resources: financial, personnel, physical 

 Internal operating, quality assurance, policies  

 References 

 Disclosure of complaints, or pending legal action 

Proposal Submission  

BLSG will open and document the date and time on all Proposals, at the stated closing 

date and time. No immediate decision will be made. BLSG will not disclose information 

contained in any Proposal until after formal notice of award and execution of contract.  

BLSG will hold all Proposals received after the closing date and time. These Proposals 

will not be considered. BLSG reserves the right to retain or dispose of late Proposals at 

its discretion. They may be returned to their related Vendor, at the Vendor's request and 

at no cost to BLSG. 

 

Vendors shall submit a clearly marked original plus two copies of the proposal.  

Proposals shall be received by the BLSG Purchasing Department no later than 5:00 PM, 

December 31, 2012 at which time the names of those firms submitting proposals will be 

made public.  No other public disclosure will be made until after the contract is awarded.  

 

      

Transmittal 

 

Sealed bids will be received by until 5:00 P.M., E.D.T., Wednesday December 31, 

2012 

All submitted bids will be considered the property of BLSG.  All proposals should 

include copies of product descriptions for the proposed equipment. The bid 

opening will be public. 

Name a coordinator for your RFP response, and for any activities or processes 

which may be necessary. 



 

 

 

Submit the sealed original, via registered mail to: 

  

, CIO 

Information Technology Department 

Blue Lake Sporting Goods 

123 Any Street 

Marietta, Georgia 30060 

Phone: 770-555-3456 

Fax: 770-555-4567 

  

 

Sealed proposals will be opened by the CIO at the address time and date indicated. Faxes 

will not be accepted. 

 

Please entitle the outside of the proposal package:  

RFP X6374 BLSG Server and Network Systems, submitted by (Name of Contractor) 

 

Withdrawal of RFPs 

Vendors may withdraw their Proposals at any time prior to the RFP closing date. 

Suppliers may request to withdraw their Proposals after the closing date and before notice 

of award, and BLSG has the authority to grant or deny the request. BLSG has the right to 

withhold future issuance of RFPs to these Vendors. 

 

Notification  

BLSG is not required to notify Vendors whose responses were not selected. If it is 

decided to notify such Vendors in writing, notifications will be sent to the address 

indicated in the Vendor’s Proposal 

 

 

Evaluation Criteria 

BLSG reserves the right to establish the criteria for evaluating the Vendor’s Response. 

This criteria will determine only the most capable and qualified Vendors. 

 

 

Disqualification of Proposals 

The company reserves the right to consider as acceptable only those proposals submitted 

in accordance with all requirements set forth in this RFP and which demonstrate an 



understanding of the scope of the work.  Any proposal offering any other set of terms and 

conditions contradictory to those included in this RFP may be disqualified without further 

notice. 

 

 

Communications and Inquiries between the Company and Vendors 

Vendor inquiries and requests for clarification related to this RFP should be directed to:  

 

, Network Administrator  

Information Technology Department 

Blue Lake Sporting Goods 

123 Any Street 

Marietta, Georgia 30060 

Phone: 770-555-3458 

Fax: 770-555-4567 

  

 

BLSG reserves the right to conduct discussions with all vendors; BLSG will not disclose 

any information derived from the proposals or from discussions with other vendors. Once 

an award is made, the proposals contained, are in the public record and will be disclosed 

upon request. 

 

BLSG may request that any proponent clarify or supplement any information contained 

in any Proposal. Vendors are required to provide a written response within ten (10) 

business days of receipt of any request for clarification by BLSG.  

 

Pricing  

Pricing shall be indicated in the appropriate areas provided in the RFP. If the Proposal is 

an "All or None" offer, it will be clearly indicated as such. 

 

BLSG will believe and hold all pricing as the Vendors’ final offer. The company reserves 

the right to hold offered pricing as effective for the duration of the intended contract 

period. BLSG may accept or reject wholly, or in part, the Vendor’s pricing when such 

offers are not on an all-or-none basis. BLSG prohibits the changing of pricing after the 

RFP closing date and time and reserves the right to reject a Proposal in which the pricing 

does not conform to the approved method. 

 

The payment terms must be clearly stated in the bid specifications.  No verbal agreements 

will be considered during the bid process.  The quality of the response to the RFP will be 

viewed as an example of the vendor’s capabilities.   

 



References 

Please provide at least five references from organizations where the Vendor has provided 

similar Servers and Network Equipment, as described in this RFP, particularly references 

from companies similar to BLSG in size and structure. 

 

Review of References: Each vendor is required to provide a list of references as requested 

above with which it has provided solution and services similar to the one in this RFP. 

Please include name, title, and telephone number of a primary contact person at each 

company. BLSG reserves the right to contact any organization or institution and review 

the system installed and implemented by any vendor as a reference. 
 

III.  Description of the organization seeking to acquire the IT system or service 

Company Background 

Blue Lake Sporting Goods, Inc., or BLSG, was founded in 1998 by five graduate students 

from Southern Polytechnic State University in Marietta, Georgia. The company 

specializes in the e-commerce of sporting goods equipment for various individual and 

team sports, as well as outdoor activities such as hunting, fishing, and hiking.  BLSG also 

offers a wide variety of brand name sporting apparel and footwear such as Nike, 

Colombia, and Adidas. The company currently serves online customers throughout the 

United States and is looking to expand to Canada and Mexico within the next two years 

and globally within the next five years. 

 

Purpose 

BLSG is requesting proposals from individuals or organizations interested in providing 

new servers and network systems.  The Information Technology Department, hereafter 

referred to as IT, is the core of BLSG’s existence. In order to sustain plans for e-

commerce growth, it is crucial that IT stays up-to-date with equipment.   

The current servers and network systems will soon be out of date and no longer 

support BLSG and IT’s desired functionality and operational goals for imminent 

growth. 



 

 



 

IV. Requirements definition – request for information about IT product or service 

  

Since one of the major roles of the RFP is to give the acquisition team information about 

the vendor and its products or services, it will not come as a surprise that an important 

element in any RFP consists of requests for information about the IT product or service 

that the vendor is proposing. 

   Different RFPs take different tracks when it comes to specifying the format for the 

answers that the vendor is expected to include in its bid. Some simply list the questions 

and invite the vendor to use as much space as needed to answer the question. Some 

include detailed questionnaires and force to select one option from a limited number. 

   There are advantages and drawbacks associated with each option. Allowing the vendor to 

use whatever amount of space needed to answer a question has the advantage that the vendor 

can provide all the relevant information. Moreover, simply generating a list of questions is 

considerably more straightforward and less time consuming than creating a good 

questionnaire. On the other hand, if the bids consist of open ended answers by the vendors, 

then comparing the bids submitted by different vendors to each other becomes more time-

consuming.  

     Because of the drawbacks and advantages of each option, many RFPs combine the two, 

and include a questionnaire together with a limited amount of space for the vendor for 

additional comments.  

    The actual questions that this section of the RFP includes again depend heavily on what IT 

product of service the buyer is seeking to purchase. However, in all cases, the vendor will be 

asked to state to what extent its product or service can meet the requirements the buyer has 

identified. While the answer to the question whether a product satisfies a particular 

requirement is typically straightforward in the case of hardware, it may become more 

complex in the case of software. For example, it is possible that the current release of the 

software does not satisfy a particular requirement, but that the required functionality will be 

incorporated in a future release. Or, the software may not exactly satisfy the requirement as it 

has been formulated but it may contain a set of features that allow users to obtain the same 

functionality, perhaps in a more straightforward manner. Certainly in the case of software, it 

is therefore important to formulate the various questions very carefully and to give the 

vendor a larger range of possible answers than simply “yes” or “no”.  

     RFPs for software systems tend to be considerably longer than RFPs for hardware as there 

are probably a lot more issues that the acquisition team has to obtain information on for 

software. One set of questions concerns the process and data model built in the software. The 

acquisition team may want to see a hierarchical decomposition of the application processes 

supported by and embedded in the software and the relationship between them. It may for 

example want to know whether a module that supports the processing of leave applications is 

included in the financial module or in the human resource module. Similarly, it may want to 



see a description of the data model supported by the software. Assuming that the software 

runs on top of an underlying database, the acquisition team may want to know which data 

entities are supported and what their attributes are. Also, it may want to know how easy it 

would be to change the structure of the underlying data base through the inclusion of 

additional attributes in some tables. For example, a university that is considering the 

purchase of a generic human resource management system and many of whose staff 

members are also students at that university may want to include some additional information 

with each employee record indicating whether the employee is a student and what their 

current academic standing is. 

     The primary objective of these questions is to determine how well the processes 

embedded in the software match the organization’s current processes and which processes, if 

any, would have to be redesigned. Since vendors have a better understanding of the processes 

embedded in their software products, many RFPs also explicitly ask vendors to judge the 

goodness of the fit between the organization’s current processes and those embedded in the 

software. Clearly, acquisition teams would be well advised not to rely solely on the vendor’s 

judgment on this issue, but since vendors will have a much better understanding of their 

software, it is likely that their input can be extremely valuable as the acquisition team 

ponders the quality of the fit. 

      Another set of questions that are certainly relevant for software but may also be relevant 

for some hardware acquisition is the issue of interfaces. It is likely that the new IT product to 

be purchased will have to interface with IT systems that the organization currently has in 

place. The RFP may therefore contain a set of questions on how easy it is to interface the 

new system with the systems that the organization already has in place. 

      In the case of software, the RFP may also contain a set of questions regarding user 

interfaces. For example, can the user interface be customized, and, if so, can it be done by the 

organization’s own IT staff, or a third party or will the buyer have to rely on the vendor for 

this type of customization? In the case of complex software systems, the acquisition team 

also has to obtain information about the typical IT infrastructure that the software runs on. 

What type of hardware, network configuration, systems software, and database management 

system, if any, does the new software require running as efficiently as desired? Are there any 

other tools or systems that the organization has to purchase in order for the software to run 

appropriately? Related to this may be a set of questions about the placement of modules on 

the IT infrastructure. Will modules reside on and run on a server, or will they have to be 

downloaded to the workstations of individual users? Clearly, in the latter case, there may be a 

set of additional questions about the type of workstations that are needed to run the software. 

     Again, the objective of this list of questions will be clear. The answers will help the 

acquisition team determine how well the organization’s current IT infrastructure fits the IT 

infrastructure required by the software, and, as in the case of the fit of business processes, 

many RFPs explicitly ask the vendor to make an assessment of this as well. 



     Many RFPs will also contain a set of questions about any assistance that the vendor may 

give in the implementation and integration of the IT product under consideration. Such 

questions are certainly appropriate when the product is a complex software system, but they 

may also be appropriate when it comes to an expensive piece of hardware or networking 

equipment. Thus, the acquisition team may want to know whether the vendor would be 

prepared to assist in the configuration of the IT product and in the training of the 

organization’s IT staff. In the case of software, there may also be a set of questions regarding 

support for customization. The acquisition team will also want to know whether these 

support services are part of the price quoted by the vendor or whether they come at an 

additional cost. 

     If the new IT product is to replace an existing product, there may also be questions about 

conversion. Thus, if the organization is considering a replacement for one of its servers, it 

may want to know whether it is possible to convert the applications that running on the old 

server to the new server, and, if so, how much effort would be required. Similarly, if it is 

considering the purchase of a software system to replace an existing application, the 

acquisition team will need to know how much effort is required in converting the information 

from the old application to the new one. 

A final set of questions may concern cut-over strategies. As we shall see in a later 

chapter in which we discuss implementation and integration, there are a variety of ways in 

which an organization can cut-over from using the old system to the new, ranging from direct 

cut-over in which the organization switches directly from using the old system to using the 

new, to parallel conversion, a strategy that requires the old and the new system to run in 

parallel for some time. As we shall see, each cut-over strategy has its own strengths and 

weaknesses and as part of its planning process the acquisition team may have decided that it 

would prefer one particular cut-over strategy. If so, it would be useful to know which, if any, 

cut-over strategy the vendor recommends for its product. 

RFPs for IT services often include a set of questions about the personnel that the 

vendor proposes to use in providing the service. For example, for many consultancy 

assignments, the buyer wants to know the educational and professional backgrounds of the 

personnel that will be assigned to the project and whether they have conducted similar 

assignments before. Such RFPs therefore often ask the vendor to submit detailed resumes of 

the proposed project personnel 

 

 

 

 

 

 

 

 



V. Vendor Requirements and Qualifications 

1. Please provide an overview of your company, emphasizing its qualifications and major  

organizational strengths. 

2. What type of team will be assigned to this project?  What will each person’s role be?  

Please include a brief background summary for each key staff member assigned to this 

project 

3. Briefly describe your company’s project management process. 

4. Please discuss your testing and support plan. 

5. Please explain your service level agreement (SLA) structure. 

6. Provide an estimate of the time that will be required to begin IT Network and Server 

Services. 

7. Please provide a monthly cost and for the rendering of services and clearly specify if any  

additional expenses will be charged to Blue Lake Sporting Goods Inc. 

8. Do you use third party providers for service? If so, list the company and number of techs 

you have certified to work on the included equipment. 

9. Provide a copy and/or details of warranty terms, conditions,  

what is covered, etc. for all products offered under this RFP. (i.e. best use, warranty 

exceptions, claims). 

10.  Provide any additional cost associated with warranty (i.e. provide a cost to  

extend warranty at time of purchase). 

11. Describe the Maintenance in terms of: Scheduled (preventative) and  

unscheduled (troubleshooting) process and associated costs.    
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