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April 20, 2010 

 

 

Jason Wickel 
Director of TCPN 
The Cooperative Purchasing Network 
7145 West Tidwell Road 
Houston, Texas 77092 

Dear Mr. Wickel: 

On behalf of XEROX CORPORATION, we are pleased to submit this response to the Request for Proposal 
Number 10-02. I have been designated by Xerox as the person responsible for the development of the 
Proposal and the person with authority to negotiate and execute the contract if awarded to Xerox. My contact 
information is as follows: 
 

XEROX CORPORATION 
Danny Harris 
Account General Manager for Texas and Oklahoma 
8700 Freeport Parkway 
Suite 120 
Irving, Texas 75063 
 
danny.harris@xerox.com  
214-277-6095 
 

Our proposal will remain in effect for 180 days after the Proposal Opening Date of April 20, 2010.  
 
Xerox Corporation is a $17 billion technology and services enterprise that is financially strong and well 
positioned to support this contract both now and well into the future.  
 
J.D. Powers and Associates 2009 Office Copier Usage and Customer Satisfaction Study has now ranked 
Xerox as number 1 in customer satisfaction for the fourth straight year. 
 
In addition to providing high quality equipment at the terms requested by TCPN in the RFP, Xerox is 
uniquely positioned to sustain a high level of support after the order. Xerox is organized around our public 
sector customers.  We have a dedicated Public Sector Operation (PSO) throughout the United States. This 
alignment insures that the support staff is extremely knowledgeable concerning the customers we support and 
the PSO specific solutions we bring to the market.  In Texas alone we have approximately 150 Sales 
Representatives dedicated to the Public Sector, 364 Customer Service Engineers, 23 Technical Service 
Specialists, 38 Analyst, 544 on-site DocuCare Associates and 15 first line Service Managers all adding value 
to our customers’ environments. 

Having a dedicated Public Sector Organization provides Xerox with a distinct advantage in quickly and 
effectively deploying the strategy and support necessary for successful implementation and ongoing support 

XEROX CORPORATION 
Danny Harris 
Account General Manager 
for Texas and Oklahoma 
8700 Freeport Parkway 
Suite 120 
Irving, Texas 75063 
 
danny.harris@xerox.com  
214-277-6095 
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of a contract of this nature.  This organization already understands the customers they support. They are 
accustomed to working with and understanding the value of a state contract.  Additionally, the 
communication process is already in place to deliver the necessary training on the scope and terms of the 
contract, if awarded.  

 At Xerox, sustainability is our way of doing business. We have aligned our goals for the environment and 
health and safety in five key areas to make an impact across our value chain worldwide. Together with our 
suppliers, customers, and stakeholders we strive to maintain the highest standards to preserve our 
environment and protect and enhance the health and safety of our employees and communities. 

The Xerox Environment Health and Safety (EH&S) organization ensures company-wide adherence to 
Xerox’s environment health and safety policy. The governance model we use to accomplish this includes 
clearly defined goals, a single set of worldwide standards, and an audit process that ensures conformance to 
these requirements. Our EH&S governance and policy, adopted in 1991, forms the foundation of our 
environmental leadership program. 

You can be confident in Xerox’s ability to perform the Services required by this contract with excellence if 
awarded a contract by TPASS.  Again, on behalf of Xerox, thank you for your consideration of our offer.  We 
look forward to discussing our proposal in greater detail in the near future. 

 

 
 
Danny G. Harris 
 
Account General Manager, 
State of Texas and Oklahoma 
Public Sector Operations 
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Executive Summary 
New Offerings for TCPN RFP: 

 
Xerox is expanding its offering to include all states in the United States!! 

 
In addition to Purchase and Lease options, Xerox is expanding our offering to include a rental option 

that includes the ability to cancel for any reason in 30 days!! 
 

Xerox is also pleased to include the capabilities of Affiliated Computer Services (ACS ) a Xerox 
company!!  Xerox has been known for managing documents and now we have enhanced our 

offerings in managing imaging, document creation, workflow, business processes, etc! 
 

 ACS is a $6.5 billion company with revenue growth of 6 percent and new business signings of $1 billion in 
annual recurring revenue during its fiscal 2009.  The company’s 74,000 people support thousands of 
multi-national corporations and government agencies. They’re an impressive, well-run company and 

a great fit with ours.  
The size of the acquisition should get your attention, but it’s a small part of the significance of today’s news.  
Here’s a little more background. 

Background on ACS 
Although you may not recognize the ACS name, chances are you or people you know have been touched by 
the company.  ACS’s expertise is in managing paper-based work processes and providing specialized BPO 
and information technology services for industries that range from telecommunications, retail and financial 
services to healthcare, education and transportation.  Consider this: 

• They process over 1 million credit card applications annually. 
• �They process $3 billion in electronic toll collections annually, including the popular E-Z Pass 

system in the U.S. 
• They handle insurance claims for 36 million people annually. 
• They process $170 billion in student loans each year. 
• �hey handle 1 million phone calls a day to provide support in areas like H.R. administration and 

customer service. 

You get the point.  They are the largest provider of managed services to government entities in the United 
States and a major player in just about every sector of business and industry.  You might want to check out 
their Website and this video link, which gives a great overview of ACS’s business. 

Business process outsourcing is estimated to be a $150 billion market, growing at a rate of 5 percent per year.  
All market trends and emerging customer demands point to BPO as a highly attractive market for companies 
like ours. 

Good for Xerox, Good for ACS, Great for TCPN, Great for our Customers! 
By acquiring ACS, we will triple our revenue from services, from $3.5 billion in 2008 to an estimated $10 
billion in 2010.  And of course, we will become a much larger company - - boosting revenues to $22 billion, 
$17 billion of which is recurring revenue from multi-year contracts.  
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In addition, Xerox will continue to provide these other outstanding benefits! 
 
Xerox has 255+ sales representatives across the State of Texas with K-12 and 
other governmental entities in their assignments! 
 
Approximately 120+ of the representatives are exclusively dedicated to the Public 
Sector and are highly skilled in government applications and solutions! 
 
All Xerox products and value added services are included in this offering, and 
any non Xerox products or services that comprise a Xerox solution are also 
included. 
 
Xerox has a proven record of success in partnering with TCPN and the 
government entities using the TCPN contract! 
 
Xerox is the number 1 revenue producing vendor on the TCPN contract 
producing in excess of 18 million dollars in sales in 2009! 
 
We have attached our latest financial report for your review. Xerox’s financial 
position is strong. Our revenue and profits continue to meet or exceed analyst 
expectations, as evident by our escalating stock performance. According to 
financial analyst, many companies in this industry are struggling financially 
while Xerox continues to flourish. We attribute this to having the best product 
and services offering in the industry. Xerox provides the best value. 
 
You will find a price schedule for Xerox products and value added services. Our 
Sales Representatives will be empowered to pass through any additional 
discounts available such as trade-in promotions, local and national and 
temporary promotions, and special financing promotions. 
 
Xerox will add any new products and services as soon as they are offered.  This 
will provide the users of the TCPN contract with the latest technology. 
 
Xerox has no product gaps in their technology, and provides benchmark 
products from printers to customized solutions. 
 
Xerox has customized enterprise solutions designed for government customers 
(i.e. school to career, Imaging, Xerox Office Services, Xerox device management, 
Enterprise print management, Xerox production services, etc.)  
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Xerox has more than 6,000 Service Representatives.  Xerox offers the largest, 
best trained and best equipped service organization in the Document Processing 
and Systems industry! 
 
Xerox is the only vendor that provides a separate controller for each function 
(i.e. copy, print, fax, and scan) of our multi function units.  This provides these 
units with the ability to produce different jobs at the same time (i.e. copy and 
scan, print and fax, etc.)  Please see the BLI Productivity Test Results.  This also 
provides greater uptime as well! 
 
Xerox is the highest rated technology leader on the Gartner Research: Magic 
Quadrant for Multifunction Products! 

 
Xerox provides you with one vendor who is responsible for manufacturing, sales, 
service, financing, billing, etc.! 

 
Xerox spends in excess of 1.5 billion dollars each year in Research and 
Development.  Because of this expenditure, Xerox has replaced 95% of all of our 
units in the past two years and continues to lead the industry! 
 
Xerox backs all of this up with an award winning Xerox Total Satisfaction 
Guarantee that states: 
 

 “If you are not totally satisfied with any Xerox equipment ordered under 
this Agreement, Xerox will, at your request, replace it without charge with 
an identical model or, at the option of Xerox, with a machine with 
comparable features and capabilities. 
 
This guarantee will be effective for 3 years following initial Equipment 
delivery, unless the equipment is financed by Xerox for more than 3 years, 
in which event it will be effective during the entire term of Xerox financing 
(except for certain previously-installed models which receive coverage for 
one year). This guarantee applies only to equipment which has been 
continuously maintained by Xerox or its authorized representatives under 
a Xerox express warranty or Xerox Maintenance agreement.” 
 
 

In summary, Xerox provides TCPN and our customers with “Best in Class” in 
every area! 
 
The following brochure outlines key Xerox advantages. 
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Tab 1:  Vendor Contract & Signature 
Form  
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SIGNATURE FORM 

The undersigned hereby proposes and agrees to furnish goods and/or services in strict compliance with 
the terms, specifications and conditions at the prices proposed within response unless noted in writing. 
The undersigned further certifies that helshe is an officer of the company and has authority to negotiate 
and bind the company named below. Prices are guaranteed: 180 days 

Company name: Xerox Corporation 

Address 8700 Freeport Parkway 

CityIStatelZip Irving, TX 75063 

Telephone No. 214 277-6095 

Fax No. 512 343-5629 

Email address Dannv.harris@xerox .com 

Printed name: Danny Harris 

Position with company: Account General Manager 

Authorized signature G. & 

Accepted by The Cooperative Purchasing Network: 

Term of contract 6 81 IO 

Unless otherwise stated, all contracts are for a period of one (1) year with an option to renew 
annually for an additional four (4) years if agreed to by TCPN and the awarded vendor. Awarded 
vendor shall honor all administrative fees for any sales made based on a TCPN contract whether 
renewed or not. 

Director of TCPN Date - 
6 A,L@ 
Date 

Print Name 

TCPN Contract Number 6 5036 



 

18 

Xerox Terms & Conditions 
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Xerox Managed Services Terms & Conditions 
This document becomes confidential when filled out. 
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Xerox Service & Solutions Agreement 
This document becomes confidential when filled out. 
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Corporate Board Authorization for Danny Harris 
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Tab 2: Questionnaire 
Please provide responses to the following questions that address your company's operations, 
organization, structure and processes for providing products and services. 

• States Covered 
Bidder must indicate any and all states where products and services can be offered. Please indicate the 
price co-efficient for each state if it varies. 

   All States (Selecting this box is equal to checking all boxes below) 

Alabama Montana 
Alaska Nebraska 
Arizona  Nevada 
Arkansas New Hampshire 
California  New Jersey 
Colorado  New Mexico 
Connecticut New York 
 Delaware North Carolina 
Florida  North Dakota 
Georgia Ohio 
Hawaii Oklahoma 
 Idaho Oregon 
Illinois  Pennsylvania 
Indiana Rhode Island 
 Iowa South Carolina 
 Kansas South Dakota 
 Kentucky Tennessee 
Louisiana  Texas 
Maine Utah 
Maryland  Vermont 
 Massachusetts  Virginia 
Michigan  Washington 
Minnesota West Virginia 
Mississippi  Wisconsin 
Missouri Wyoming 

• Minority and Women Business Enterprise (MWBE) and (HUB) Participation 

It is the policy of some entities participating in TCPN to involve minority and women business 
enterprises and historically utilized businesses (HUB) in the purchase of goods and services. 
Respondents shall indicate below whether or not they are an M/WBE or HUB certified. 

a .  M i n o r i t y / W o m e n  B u s i n e s s  E n t e r p r i s e  Respondent certifies that 
this firm is an M/WBE   Y e s   N o  

b .  H i s t o r i ca l l y  Un d er u t i l i ze d  B u s i n es s e s  Respondent certifies that 
this firm is a HUB            Y e s   N o  
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•  R e s i d e n c y  Responding company's principal place of business is in the city of  

Norwalk         State of  Connecticut 

• Felony Conviction Notice 
Please check applicable box: 

         A publicly held corporation; therefore, this reporting requirement is not applicable.  

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

 Is owned or operated by the following individual(s) who has/have been convicted of a 
felony. 

• If the 3rd box is checked, a detailed explanation of the names and convictions must be 
attached. 

• Processing Information 

Company contact for: 

Billing  

Contact Person: Lisa Sowell_______________________________________ 
Title: Contract Administrator ______________________________________ 
Company: Xerox Corporation _____________________________________  

Address: 6836 Austin Center Blvd. Suite 300  

City: Austin, State:  Texas,  Zip: 78731 ______________________________   

Phone: (512) 343-5646 ___________ Fax: (512) 343-5705_____________  

Email: lisa.sowell@xerox.com______   

Purchase Orders 

Contact Person: Lisa Sowell_______________________________________ 
Title: Contract Administrator ______________________________________ 
Company: Xerox Corporation _____________________________________  

Address: 6836 Austin Center Blvd. Suite 300  

City: Austin, State:  Texas,  Zip: 78731 ______________________________   

Phone: (512) 343-5646 ___________ Fax: (512) 343-5705_____________  

Email: lisa.sowell@xerox.com______   

Sales and Marketing 
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Contact Person:  Danny Harris_____________________________________ 
Title: Account General Manager ___________________________________ 
Company: Xerox Corporation _____________________________________  

Address: 8700 Freeport Parkway  

City: Irving________________ State:  TX ___________ Zip: 75063 ____  
Phone: 214 277-6095 _____________Fax: (512) 343-5705 _____________   

Email: danny.harris@xerox.com  
 

•  Distribution Channel: Which best describes your company's position in the 
distribution channel: 

     Manufacturer direct  Certified education/government reseller 

 Authorized distributor  Manufacturer marketing through reseller 
 Value-added reseller  Other __________________________________  

7. Pricing Information 

1. In addition to the current typical unit pricing furnished herein, the Vendor agrees to offer all 
future product introductions at prices that are proportionate to Contract Pricing.  

        Yes  No 

If answer is no, attach a statement detailing how pricing for TCPN participants would 
be calculated. 

2. Pricing submitted includes the required TCPN administrative fee.     Y e s  N o  

 Vendor agrees to remit to TCPN the required administrative fee.      Y e s  N o  

 Additional discounts for purchase of a guaranteed quantity?    Y e s  N o  

8. Cooperatives 

List any other cooperative or state contracts currently held or in the process of securing 

 

 

Cooperative / State Agency Discount 
Offered 

Expires Annual 
Sales 
Volume 

Buyboard – Texas Local Gov’t Purchasing 
Cooperative – Texas and Oklahoma 

Yes 8/31/13 248,750 
Xerox 
confidential

Mohave Educational Services Cooperative (MESC) 
- Arizona 

No n/a     n/a 

Texas Procurement and Support Services (TPASS) Yes various n/a 
Department of Information Resources (DIR) - 
Texas 

Yes 5/13/10 n/a 
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Western States Contracting Alliance (WSCA) No 6/30/14 n/a 
    

 

Tab 3: Company Profile 
Information About Your Company 

Please provide the following: 

1. Company's official registered name. 
Xerox response 
Xerox Corporation 

2. Brief history of your company, including the year it was established. 
Xerox response 
Xerox was founded in Rochester, NY in 1906 as Haloid Company to manufacture and sell photographic 
paper.  In 1938 the first xerographic image was produced, and in 1942 the patent for electro photography 
(xerography) was granted.  In 1948 the word “Xerox” was trademarked, and in 1949 the first xerographic 
copier was introduced.  In 1961 the company’s name was changed to Xerox. In 1969 Xerox moved its’ 
corporate headquarters from Rochester, NY to Stamford, CT, and in 2007 moved its’ headquarters to 
Norwalk, CT.  In 1970 Xerox opened its’ world renowned Palo Alto Research Center (PARC) where the first 
PC, the first WYSIWIG editor, the first commercial use of a mouse, the GUI, and the bit-mapped display 
were all invented.  In 1983 Xerox launched Leadership Through Quality, and in 1989 and 1997 won the 
Malcolm Baldridge Award, Xerox also received several other quality awards around the globe.  On March 2, 
2009 Xerox was ranked the world’s most admired company in the computer industry by FORTUNE 
magazine’s annual reputation survey. Xerox jumped to number one from last year’s industry ranking of 
number four.  
 
Customer satisfaction is critical for any business. In a highly competitive environment such as the printer and 
multi-function industry, vendors MUST provide both great prices and great customer satisfaction to earn the 
business. Xerox consistently provides both. Xerox was recently awarded its forth consecutive J. D. Power & 
Associates “Outstanding customer service award. Details about our last award can be found at 
http://www.xerox.com/go/xrx/template/inv_rel_newsroom.jsp?ed_name=NR_2006Jan16_JDPowerCertificati
on&app=Newsroom&view=newsrelease&format=article&Xcntry=USA&Xlang=en_US. This award 
describes our overall corporate service process and organization. Xerox was also awarded the top device 
customer satisfaction award from J. D. Power & Associates. This comparison was a head to head end-user 
satisfaction survey pitting the leading vendors in the industry against each other. The chart below compares 
the various vendors’ satisfaction scores.  
Additional details of the study can be located at 
http://www.jdpower.com/corporate/news/releases/pdf/2008079.pdf 

3. Company's Dun & Bradstreet (D&B) number. 
Xerox response 
Dunn & Bradstreet # ................................................................................... 049591852 

4. Company's organizational chart of those individuals that would be involved in the contract. 
Xerox response 
Please reference the Organizational Charts in the Xerox Attachment 1 for the Xerox support information. 
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5. Corporate office location. 
Xerox response 
Xerox corporate office is located in Norwalk, Connecticut.  

a. List the number of sales and service offices for states being bid in solicitation. 
Xerox response 
Please reference the Service Organizational Charts in the Xerox Attachment 1 for the Xerox support 
information. Danny will be the point of contact for the Master Sales agreement between TCPN and Xerox. In 
Attachment Two are the Xerox locations to support TCPN members on a national basis. 

b. List the names of key contacts at each with title, address, phone and e-mail address. 
Xerox response 
Please reference the Organizational Charts in the Xerox Attachment 1 for the Xerox support information. 
Danny Harris will be the first point of key contact 

6. Define your standard terms of payment. 
Xerox response 
Xerox standard Terms of Payment are Net 30 

7. Who is your competition in the marketplace? 
Xerox response 
Gartner Group has published a research document entitled "Gartner Research: Magic Quadrant for 
Multifunction Products".  In this document it states, "It depicts Gartner's analysis of how certain vendors’ 
measure against criteria for that marketplace, as defined by Gartner".  The following vendors are ranked and 
shown in this research by Gartner Group as follows: (1) Xerox, (2) Canon, (3) Ricoh, (4) Konica Minolta, (5) 
HP, (6) Oce, (7) Lexmark, (8) IBM, (9) Kyocera Mita, (10) Sharp, and (11)Toshiba. 
  
The actual Gartner document is shown as follows: 
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8. What is your market share? 
Xerox response 
According to a Bloomberg report, "Xerox is the largest maker of color copiers that also print, scan, and fax.  
Xerox has approximately 25 percent of the $8.6 billion multifunction color copier market by shipments." 
  
Xerox approximate 2009 A-4 unit market share is as follows:  
  
11-90 ppm Mono 12% 
Light Production Mono 28%  
HECS 91+ 73%  
Mono CF 30%  
1-41+ ppm Color 16% 
41+ Production Color 45%   

9. Are you gaining market share, losing market share, or maintaining market share? 
Xerox response 
Xerox Public Sector Major Accounts MIF (Machines in Field) growth is as follows: 
  
6/07 to 6/08 Xerox market share grew 1.1%! 
  
6/08 to 6/09 Xerox market share grew 2.2%! 
  
As you can see, Xerox market share in the Public Sector continues to increase! 
 The following data is from the third Quarter 2009. 
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•{GARTNER an independent third-party research organization 
– High-end A4 Copier/MFP installs exhibit significant growth in US; Mono 31-90 grows at 55% YOY while 
Color 21-40 grows at 118% YOY 
• International Data Corporation (IDC) is the premier global provider of market intelligence, advisory 
services, and events for the information technology, telecommunications, and consumer technology 
markets–  
Xerox #1 in Production Color 41ppm+ >$300K installs for 4th straight quarter in US, gaining 15 share pts as 
all other vendors decline 
– Xerox #1 in Production Color 41ppm+ $100K+ installs gaining 15 share pts, primarily at Canon’s expense 
– Xerox has significant US Production Mono Cut-sheet 91ppm+ $100K+ install share gains of 12pts with 
71% share at expense of Canon 
– Xerox has significant US Production Mono CF 351ppm+ install share gains of 8 pts at 26% share at 
expense of Océ 
– Xerox Worldwide Total Equipment Sale Revenue flat YOY at 19% ranking close 2nd to Ricoh in Total 
ESR leadership 
– Xerox Worldwide Total Color Equipment Sale Revenue flat YOY at 23% ranking close 2nd to Ricoh in 
Total Color ESR leadership 
 
For Copiers/MFPs’ 
Based on the market research information from Gartner’s “ Printer, Copier and MFP Quarterly Statistics 
United States: Database” , November 17, 2009, and as of the end of the 3rd Quarter of 2009, Xerox has 
a 17% market share for Black and White (B&W) copier/multi-functional devices within the 31- 90-ppm 
segments. Xerox's market share ranks us as number 2 out of 17 companies that were evaluated by Gartner in 
this segment. 
Additionally, Gartner market research as of the end of 3rd Quarter of 2009 shows Xerox with a 15%market 
share for Color copier/multi-function devices within the 21- 40-ppm segments. Xerox's market share ranks us 
as number 2 out of 16 companies that were evaluated by Gartner in this segment. 

Production Mono/Color Devices 
Based on the market research information from IDC (“U.S. Hardcopy Peripherals Tracker, Q3 2009” ), as 
of the end of the 3rd Quarter of 2009, Xerox has a 71% market share for High-end Cut Sheet 91+ ppm 
($100K+) monochrome devices. Xerox's market share ranks us as number 1 out of the 5 companies that were 
evaluated by IDC within the High-end Cut Sheet 91+ ppm devices ($100k+) speed range. 
Additionally, IDC market research as of the end of 3rd Quarter of 2009 shows Xerox with a 45% market 
share for Color 41+, greater than $100K devices. Xerox's market share ranks us as number 1 out of the 7 
companies that were evaluated by IDC within the 41+ ppm speed range. Color 41+, less than 
$100K devices, shows Xerox with a 13% market share, and rank us as number 4, out of the 9 companies that 
were evaluated by IDC. 

10. What is your strategy to increase market share? 
Xerox response 
Xerox has four planks in our growth strategy. Each builds on our core competencies. Each responds to 
customer need with customer value. Each is designed to fuel our annuity stream through long-term contracts. 
And each is yielding good results. Here’s a snapshot of how we’re doing in each of our four growth strategies. 
 
The first is to lead in color. We’ve been investing heavily in leading with the transition to color in the office 
and in expanding our leadership position in the production market. 
 
Our second strategic platform for growth is what we call the New Business of Printing. It’s a market where 
Xerox is competitively advantages. Our customers in this space are typically commercial printers, marketing 
and graphic arts companies and large enterprises. They depend on digital printing to print on demand, produce 
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short runs on books, personalize documents as they come off the press and leverage the power of our digital 
technology in a myriad of other ways. Our digital presses, sophisticated workflow capabilities and expanding 
set of solutions and applications help our customers grow their business. 
 
Our third strategy for growth is to lead in services in our major accounts – and here, too, we’re making good 
progress. Our services signings last year were up over 15 percent from the previous year. Customers who are 
entrusting us to mange large enterprise systems include the likes of Medco and Honeywell, the University of 
Calgary and Microsoft, OfficeMax and United Technologies and more. 
 
Our forth plank in our growth strategy is to aggressively attach the small and medium business (SMB) 
market. It’s a 44 billion opportunity where our presence has been modest. Segments of the market however 
are growing - especially in developing countries, in color and in multifunction devices. 
 

11. What differentiates your company from competitors? 
Xerox response 
The Productivity Difference 
Xerox multifunction printers outperformed comparably rated products from other vendors by a wide 
margin as noted by BLI. Most vendors make some impressive claims, but network print speed in the 
showroom often has little to do with real-life print speed on your network. More than just printing, Xerox 
beats the competition because it combines outstanding print speed with intelligent queue management. 
 
 
 
Superior multitasking 
Xerox controllers enable true multitasking, performing raster image processing (RIP), receive, program 
ahead, process queue and transmit functions. As a result, they outperform the competition on productivity, 
reliability and performance. Xerox multifunction’s devices have separate controllers for all functions (copy, 
print, fax, & scan). This is the reason that Xerox units are more productive than any others units in the market 
place. 
  
Xerox MFPs keep working, no matter what comes across the network. Xerox multifunction printers are 
unrivaled in their ability to concurrently process job data from multiple users.  
 
•  Do more operations simultaneously. Xerox’s powerful technologies allow its MFPs to perform these 

tasks concurrently, with virtually no delay. 
•  Program Ahead. Xerox MFPs have the ability to schedule copy, scan or fax jobs in advance while 

keeping print queues flowing smoothly. 
•  Manage queues. Xerox MFP controllers excel at intelligent management of job scheduling, allowing 

users to promote, delete and manage jobs from the print queue. 
•  Print Around. The Xerox WorkCentre®’s intelligent controller will set that job aside and immediately 

go to the next job in the queue, returning to the stalled job 
 

The Integration Difference 
Xerox MFPs make it easier to manage enterprise print resources with tools that allow you to map and check 
device status from the desktop, and intelligently route a job based on cost, resources and proximity. 
Exceptional printing and print management wherever you go, using Xerox and non-Xerox devices. Our 
MFPs come with advanced print drivers that reduce costs and simplify IT management and support. 
 
•  Bidirectional print capabilities 
•  Consistent interface 
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•  Xerox Global Print Driver 
•  Xerox Mobile Express Driver 
 
Unparalleled cost control 
Xerox MFPs make it easy to minimize document costs. Xerox engineers excel at building cost conscious 
design into every multifunction device, giving you innovative ways to save on energy, toner and paper. We 
add management tools that help you monitor and control device usage. 
• Auditron manages usage analysis and billing for non-networked devices. 

Administrators can track user activity and limit output ranges at account or department levels download 
data to a PC and develop reports and invoices. 

• Xerox Standard Accounting (XSA) increases your control of ten or fewer networked devices, allowing 
you to manage device usage and set quotas remotely via web-based interface. 

• For larger networks, Network Accounting integrates Xerox MFPs with accounting software from 
Equitrac, Copitrack, Pharos and other Xerox Alliance Partners. These solutions allow you to access 
analyze and manage device usage. 

• Selective color access lets you define color printing access for groups and individuals. For example, you 
can customize our print drivers to default to black and white printing, or lock out color printing entirely. 

• Rules-based printing lets you manage color costs intelligently by defining rules around what can and 
cannot be printed in color, and automatically send jobs to the most cost effective device. 

 
The Technology Difference 
Superior print quality 
New technologies from Xerox make it possible to print faster and with higher quality, more 
consistently, than the competition. 
• Emulsion Aggregation High Grade (EA-HG) Toner uses smaller, more uniform particles that are 

“grown,” not crushed, to produce richer, truer color or black and white print. Resulting images are crisper, 
more defined and consistent from print to print, and can be made “high gloss” without streaking. It also 
reduces resource and energy consumption over conventional toner. 

• Intermediate Belt Transfer (IBT) prints all colors in a single paper pass, reducing the time it takes to 
print, eliminating most color registration problems, and making it harder for paper to jam in the device. 

• Trickle charge development ensures consistent high-quality printing on every page of a job, even when 
toner is running out. 

• Belt nip fusing helps toner adhere better to media. As a result, printing looks better and lasts longer on 
the page.  The technology also allows the MFP to operate at lower fuser temperature, cutting down on 
power usage and minimizing paper curl. 

•    Vertical Cavity Surface-Emitting Laser (VCSEL) technology improves print speed quality and 
resolution. It employs a 32-beam laser (as opposed to the standard 2-beam laser) for 2400 x 2400 x 1 
resolution, sharper text and better mid-tones. The additional sets of laser beams dramatically increase the 
speed of color laser printing. Xerox Strengths as a Multi-function System Regardless of the device class, 
Xerox multi-function devices have a wide array of features that bring a great benefit to the customer and 
differentiate us from the competition. 
 

Common Product Design across multiple models 
•  Features in common. The walk-up user interface is nearly identical across models. The print driver has an 

identical look and feel and the administrative interface and tool set are the same across models. 
• From an end-user perspective, once a user learns one Xerox system, they know how to use all of them 

greatly reducing training requirements and enabling greater adoption of the productivity saving features. 
Also if the organization wants to deploy a distributed scanning application across the enterprise, then 
virtually any Xerox model would support the application. From a desktop perspective, having a common 
look and feel to the print driver again reduces training requirements and facilitates adoption of printing to 
multi-function systems saving the customer money relative to network printers. From an IT support 
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perspective, utilizing a common web server based administrative tool means that it is easier to configure 
and support a fleet of mixed models 

 
Single Print Driver with Leadership Features for all Systems 
• Global Print Driver (GPD) and Mobile Express Print Driver (MEPD). This is a single piece of software 

that supports all current and future products.  
• The Global Print Driver provides the following benefits: 

 Single piece of software on the desktop that works with all products both Xerox and non- Xerox, 
multi-function and/or network printer. This avoids the IT task of loading a unique print driver to each 
unique product or model. 

 The print driver automatically configures itself to the features of the Xerox device ensuring users 
have full access to productivity saving features and relieving IT of the responsibility of having to 
configure each device individually 

 The print driver has a Xerox-unique bi-directional capability. The bi-directional communication 
shows the end-user the real-time status of the device from within the print driver. Users can see the 
features of the device, what type of paper is loaded, the current status of consumables as well as the 
pending job queue on the device. 

 The print driver has an embedded fax driver built into the single piece of software compared to most 
competitors that not only have a unique print driver for each device but also a unique fax driver piece 
of software. This saves both end user and IT from having to load and launch multiple pieces of 
software from each desktop. 

 The print driver also contains money saving features such as default application settings. For 
example, Microsoft Outlook printing can be defaulted to Black and White so that printed mail notes 
which include a blue URL or a color user logo are not printed as an expensive color page. 
 

The Mobile Express Print Driver (MEPD) has the same benefits as GPD plus:  
• The ability to automatically discover new output devices when attaching to a new subnet. This means 

users don’t need to hunt down the local IT administrator to start printing when they go to a different 
facility. 

• The ability to automatically configure the print driver to the features of the Xerox device means that users 
automatically have knowledge of and access to all the features of the machines such as color and 
advanced finishing options. 

• The ability to work with competitive devices. 
 
Superior Concurrency & Contention Management 
Xerox offers devices that are true multi-tasking, not just multi-function. The Xerox equipment design includes 
a unique processor for each function (as opposed to a single controller board) and offers essentially unlimited 
concurrency.  Most customers understand the financial savings of an asset consolidation strategy that reduces 
the number of document devices. However, in order to reduce the number of document devices, the remaining 
systems must handle additional load both in output volume as well as the requirement to simultaneously 
support copy, print, fax and scan jobs. The robust Xerox product design with unique processors for each 
function means that customer organizations can implement an asset consolidation strategy with Xerox and not 
impact end user productivity. Additionally, the Xerox design provides function independence. If the fax 
function fails for some reason then it will not bring the system down. Since each function has its own 
processor, the other features will continue to operate minimizing downtime for end users. 
 
Superior Network Productivity 
• Xerox systems provide superior Network productivity in comparison to any other Multi-function vendor. 

Buyer’s Labs, Inc., one of the leading independent authorities in the Multi-function industry evaluated a 
wide range of vendors. They wanted to test if vendors’ equipment performed in practice at the same speed 
as the brochure reports. The chart below shows the results of their tests. They submitted a range of network 
print jobs (PDF, Word, PowerPoint, email, etc.) to multiple devices in order to simulate a busy network 
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office. They timed the devices from the first job to the last and then divided by the number of pages to 
determine actual speed vs. rated speed. 

 
For example a Xerox device rated at 65 PPM performed the test at an average speed of 57 PPM. A Canon 
device rated at 65 PPM performed the test at an average speed of 19 PPM. Even though both machines are 
rated at the same speed, in a real world setting, the Xerox Example performed at 3X the speed of the Canon 

 
The Xerox devices perform at a superior rate due to a superior product design. The processor speed is faster 
and software/hardware is designed to maximize job processing speed and minimize slow downs between 
jobs, during finishing and when switching paper trays. 

 
Reliable SMARTkits Design 
•  Xerox products use SMARTkits for the Developer and Fuser assemblies. These are the two high wear 

components in the paper path responsible for depositing the image on the paper and fusing it. These parts 
are designed to be replaced at periodic intervals so that the machine will perform reliably and consistently 
over its entire life. Xerox ships these modules to the customer site and they are as easy to change out as an 
ink jet cartridge. There is no charge and they automatically included in the per page cost. 

• SMARTkits help maintain high reliability and exceptional output quality throughout the life of the 
equipment. In many cases, a customer problem can be fixed by replacing the SMARTkits without having 
to wait 4 hours for the technician. 

 
 

12. Describe how your company will market this contract if awarded. 
Xerox response 
 
Marketing Support Plan 
 
Goals and Objectives 
Over the years Xerox has enjoyed an excellent relationship with government accounts in the State of Texas. 
By all estimates we are currently the largest provider of Document Management Solutions in the State. Much 
of our success has come from the K-12 market, a primary market that this contract is intended to serve. We 
believe our existing customer base would benefit immensely from an all encompassing contract of this nature. 
It would be our intent to use this contract as a tool to migrate our existing customer base to new technology 
and services. 
 
We believe the market is now positioned and is moving toward Enterprise Document Management Services. 
With networks now in place, school districts, as well as other government organizations, are re-engineering 
their Document Management Systems to take advantage of the ability to move the document throughout their 
organization digitally. This contract would be the only vehicle available to achieve their re-engineering 
initiatives from a single source with total accountability for operational excellence. It would be our intent to 
leverage this unique contracting tool to solidify business relationships with our existing customers as well as 
capture new customers. 
 
Tactical Actions 
Internal Communications and Training:  Xerox has approximately 255 sales representatives across the 
State of Texas with K-12 and / or government agencies in their selling assignments. Once Xerox receives 
notification of award, a communication document will be sent to each representative and their manager which 
will outline the scope of the contract and how to use the contract in their assignment. The communication 
document will establish a point of contact within Xerox for any questions or clarifications necessary to 
successfully market our goods and services from this contract. 
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Approximately 150 of those sales representatives are exclusively dedicated to the Public Sector and are highly 
skilled in enterprise re-engineering and government applications. Upon notification of award, we would begin 
scheduling 2-3 hour training sessions conducted during their monthly team meetings. In those meetings we 
would review the scope of the contract, the process to purchase goods and services from the contract and 
begin targeting selected major accounts that would benefit most from the contract. 
 
External Communication and Awareness: In addition to having our direct sales representatives contact 
accounts within their selling assignment, we are prepared to establish an outbound telemarketing campaign in 
conjunction with a direct mail campaign. Xerox would fund and staff this program. We would work with the 
staff of the Texas Cooperative Purchasing Network to develop the script and mail -out collaterals. 
Xerox would consider developing and funding special marketing collaterals unique to this contract offering. 

13. Describe how you intend on introducing TCPN to your company. 
Xerox response 
As a current TCPN vendor, Xerox has demonstrated the ability to work with TCPN in a proven partnership.  
Our 330+ sales representatives are thoroughly trained on the TCPN contract and use the TCPN contract as the 
contract of choice and are best able to educate our customers and explain the benefits of using the TCPN 
contract. 
 
 

14. Describe your firm's capabilities and functionality of your on-line catalog/ordering website. 
Xerox response 
Please see attached marketing support plan which is being implemented with over 330 local sales 
representatives.  In addition we are actively involved in all TCPN sponsored customer events across the states 
using the TCPN contracts and is part of our education of the customers on the benefits of TCPN.  Please see 
an attached listing of some of those events that we have supported and sponsored.  In addition, Xerox 
sponsors their own customer events focusing on customized solutions and services for governmental entities. 

15. Describe your company's Customer Service Department (hours of operation, number of 
service centers, etc.) 

Xerox response 
Requests for Service can be placed by phone or submitted via the web. If the call is placed via the web, a help 
page is accessible. An email acknowledgment is sent. For problems that seem resolvable without waiting for a 
technician, a suggestion is emailed to the requester after the call is initiated in our system. If the call is placed 
by phone, the call center rep is trained to assist the customer to resolve simple problems. A phone response 
from a technician will occur within one hour. During the phone response, additional assistance may be offered 
by the technician.  
 
Service calls are paged out directly to the technician. The technician or one of the fellow members of the 
Customer Support Team will respond.  
 
When repairing the machine, the technician will check for parts that may need attention, cleaning or 
replacement. The machines monitor wear item through internal counters notifying the technician when actions 
are due. Technicians have access to electronic documentation and a searchable knowledge database that is 
developed through input of all technicians and engineers that work on the product to improve resolution time 
and reduce downtime.  
 
Much of the normal maintenance is done when replacing the Customer Replaceable Units. Instead of cleaning 
components that degrade, those components are replaced as part of the CRU.  
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For difficult problems, escalation support is provided by phone by Field Engineers and by Technical 
Specialists for onsite assistance. Networking support is provided at no additional cost through the service 
hotline.  
 
Technicians carry parts in their vehicles and store additional parts. Remote parts supply is provided from 
District or Regional Parts Centers. The Parts Centers have access to inventory world-wide. Parts delivery for 
urgent situations can be delivered directly to the customer’s site if needed. Most Emergency Orders arrive 
early the next day.  
 
 All activity performed at the machine is documented and input into our measurement system. Machine 
performance is monitored at the individual level for reliability and uptime. Machines that do not perform are 
identified and addressed.  
 

16. Has your company been debarred by the Federal Government?   Y e s      No.  

If yes, has it been lifted and if so, when? 
17. Has your company been debarred by State Governments?  Y e s     N o .  

 If yes, has it been lifted and if so when? 

 
 
 
Green Initiatives 

• We're committed to helping to build a cleaner future! 
According to the U.S. Census Bureau, the world population is expanding at a mind-boggling rate. 
The world reached 1 billion people in 1800; 2 billion by 1922; and over 6 billion by 2000. It is 
estimated that the population will swell to over 9 billion by 2050. That means that if the world's 
natural resources were evenly distributed, people in 2050 will only have 25% of the resources per 
capita that people in 1950 had. 

The world has a fixed amount of natural resources - some of which are already depleted. So as 
population growth greatly strains our finite resources, there are fewer resources available. If we 
intend to leave our children and grandchildren with the same standard of living we have enjoyed, we 
must preserve the foundation of that standard of living. We save for college educations, orthodontia, 
and weddings, but what about saving clean air, water, fuel sources and soil for future generations? 
As our business grows, we want to make sure we minimize our impact on the Earth's climate. So 
we're taking every step we can to implement innovative and responsible environmental practices 
throughout TCPN to reduce our carbon footprint, reduce waste, energy conservation, and 
ensure efficient computing and much more. To that effort, we ask respondents to provide their 
companies environmental policy and/or green initiative. 

Xerox response 
Xerox is a world leader in environmental sustainability 

 
Xerox focused on environmental sustainability LONG before it was popular. Environmental sustainability is 
just the way we have been, and will continue to do business. 
 
We actually walk the talk, and have been doing so for decades.  We have been actively involved with the 
leading organizations working on slowing down environmental impact. 
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• Our manufacturing plants and products are waste-free 
• At the end of 2006, Xerox’s carbon emissions were 18% lower than 2002 levels 
• Xerox has pledged to reduce total emissions 25% by 2012 
• Xerox reduced its manufacturing air emissions by 94% between 1991 and 2006 
• Xerox eliminated the use of ozone depleting substances in Xerox processes and services in 1992 

 
Xerox has been an innovator in environmental technology for our customers 
 
• The ENERGY STAR program was initiated in 1993 by the U.S. Environmental Protection Agency with 

Xerox as a Charter Partner, as a way to certify products with specific energy saving attributes. 
 

Xerox Energy Star products enable 600,000 tons of avoided CO2 emissions annually 
 

• Xerox pioneered the remanufacturing and recycling of office equipment 
• Xerox offers the industry’s most comprehensive returns program for spent imaging supplies 
 
Together, these programs have diverted over 2 billion pounds of waste from landfills since 1991 
 
• Our EA Toner requires less energy to produce and to print (60-70% combined savings in 

energy/page) 
• Our Solid Ink Color in Phaser Printers generates 90% less waste and conserves raw materials 

 
Xerox is one of the world’s largest brand distributors of cut-sheet paper 

• Environmental requirements for suppliers 
• Recycled Paper 
• High Yield Paper:  

o 51% less wood,  
o 69% less greenhouse gas emission,  
o 35% less wastewater,  
o 18% less energy,  
o 76% less hazardous air pollution 

• Xerox paper and packaging are recyclable, except ream wrappers 
 

 
Xerox Suppliers: We enforce strict requirements on all of our suppliers as well to make sure that they are 
good stewards of the environment and have policies in place that protect our natural resources. 
 

• Adhere to sustainable forest management standards 
• ISO 14001 3rd party certified - ensures environmental impacts are managed and reduced 
• Elemental Chlorine Free 

 
Xerox equipment is designed for efficient use of paper: 

• Xerox pioneered two-sided (duplex) copying and printing and our technology enables customers to 
set duplex printing as the default which can cut paper use in half. 

• Electronic documents: Our print on demand and document management services significantly reduces 
the amount of paper that gets printed each year. 

• Recycled paper runs reliably: We design our products so that recycled paper performs with excellent 
image quality and reliability.  

 
A sampling of Xerox’s environmental awards since 2000: 
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• 2007 – Recognized by US EPA for Achievement of Carbon Reductions 
• 2007 — FT / Citi Private Bank Environmental Award for Carbon Footprint reduction 
• 2007 — Named to the Dow Jones Sustainability Index — North America 
• 2007 Xerox was #49 on the list of 100 Best Corporate Citizens, Corporate Responsibility Officer 

magazine 
• 2006 / 2007 — Five Xerox facilities accepted in the EPA “National Environmental Performance 

Track Program” 
o Decreased energy consumption  
o Increased solid waste recycling  
o Elimination of hazardous materials from products  
o Decreased water consumption  

• 2003/2005 US EPA Climate Leaders program recognition 
• The 2004 Industrial Achievement Award for pollution prevention  
• The 2003 Arizona Mexico International Green Organization (AMIGO) Award  
• INFORM's 2000 Corporate Environmental Vision Award  
• The Princes’ Award Foundation’s 2000 Millennium Award  

 
Xerox’s Environmental Partnerships:  
 

• U.S. Climate Action Partnership 
• U.S. E.P.A. Climate Leaders 
• U.S. E.P.A. ENERGY STAR 
• U.S. E.P.A. National Environmental Performance Track 
• U.S. E.P.A. WasteWise  
• International Leadership Council of The Nature Conservancy 
• Business Roundtable Climate Resolve 
• Business Roundtable S.E.E. (Society, Environment, Economy) Change 
• Business for Social Responsibility 
• California’s Climate Action Registry 
• Advisory Board of Golisano Sustainability Institute at Rochester Institute of Technology 
• Advisory Board of the Center for Sustainable Systems at the University of Michigan 
• Sustainable Energy Ireland 

Vendor Certifications (if applicable) 

• Provide a copy of all current licenses, registrations and certifications issued by federal, state and local 
agencies, and any other licenses, registrations or certifications from any other governmental entity with 
jurisdiction, allowing respondent to perform the covered services including, but not limited to licenses, 
registrations or certifications. Certifications can include applicable M/WBE, HUB, and manufacturer 
certifications for sales and service. 

Xerox response 
In 1983 Xerox launched Leadership Through Quality, and in 1989 and 1997 won the Malcolm Baldridge 
Award, Xerox also received several other quality awards around the globe.  On March 2, 2009 Xerox was 
ranked the world’s most admired company in the computer industry by FORTUNE magazine’s annual 
reputation survey. Xerox jumped to number one from last year’s industry ranking of number four.  
 
Customer satisfaction is critical for any business. In a highly competitive environment such as the printer and 
multi-function industry, vendors MUST provide both great prices and great customer satisfaction to earn the 
business. Xerox consistently provides both. Xerox was recently awarded its forth consecutive J. D. Power & 
Associates “Outstanding customer service award. Details about our last award can be found at 
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http://www.xerox.com/go/xrx/template/inv_rel_newsroom.jsp?ed_name=NR_2006Jan16_JDPowerCertificati
on&app=Newsroom&view=newsrelease&format=article&Xcntry=USA&Xlang=en_US. This award 
describes our overall corporate service process and organization. Xerox was also awarded the top device 
customer satisfaction award from J. D. Power & Associates. This comparison was a head to head end-user 
satisfaction survey pitting the leading vendors in the industry against each other. Additional details of the 
study can be located at 
http://www.jdpower.com/corporate/news/releases/pdf/2008079.pdf 
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State of Texas Registration 
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MWBE/Subcontracting Letter 
April 20, 2010 

 

The Cooperative Purchasing Network 
Jason Wickel 
Director 
7145 West Tidwell 
Houston, TX  77092 
 
Dear Mr. Wickel: 
 
Xerox Corporation has an approved Company-Wide Subcontracting Plan with the United States General 
Services Administration. Our Subcontracting Plan for Small and Small Disadvantaged Business utilization is 
in compliance with Section 211 of Public Law 95 - 507 and Federal Acquisition Regulations 52-219.9 and 52-
219.8. 
 
Our Minority/Female/Veterans/Service Disabled Veterans Supplier Diversity Program includes annual 
business utilization goals and objectives with a major focus on achievement of year-over-year improvements 
in increased business opportunities for Minority/Female/Veterans/Service Disabled Veterans firms. Our 
program activities and outreach efforts include the following support: 

• National member of the National Minority Supplier Development Council (NMSDC) 
• Investment in the NMSDC Business Consortium Fund 
• Active membership on Diversity Information Resource Board of Directors. This organization is the 

publisher of Minority/Women/Veterans Business Directory and Sponsor of “Best Practices in 
Supplier Diversity Strategies and Initiatives Training/Seminar.  Participation in minority business 
opportunity fairs, workshops, seminars, and conferences sponsored by: federal, state, and local 
government agencies; NMSDC regional affiliates; Minority Business Development Centers; Women 
in Business; and other local, regional, and national M/WBE organizations 

• Placement of Xerox Supplier Diversity Program advertisements in print media such as: 
Minority/Female/Veterans/Service Disabled Veterans business publications, Diversity Information 
Resources Purchasing People Directory, Fortune Magazine, and the Wall Street Journal 

• Networking with: government agencies; other companies; NMSDC affiliates; national, regional, and 
local M/WBE organizations to source potential suppliers 

• Supplier development support to selected suppliers consisting of: management, technical, financial, 
production, training in quality/cost/delivery improvement processes, partnering, joint venture, 
sponsorship to the Minority Executive Program at Amos Tuck School of Business, Dartmouth 
College . 

 
Our Small and Small Disadvantaged Business utilization results are reported to the federal government in 
accordance with our approved annual plans, including specific divisional subcontracting plans that are 
applicable to U. S. Department of Defense contracts in accordance with Public Law 99 - 661. 
If you have questions and/or comments, please contact me. 
 
Respectfully, 
 
 
Danny  G. Harris  
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Manager, State of Texas and Oklahoma Governments 
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Tab 4: Products / Services 
A. Special Terms and Conditions 
1. Product and Service Offerings 

TCPN intends to offer its participating members a wide range of Document Management 
Technologies and Services. TCPN is seeking a supplier that can support the entire life cycle of a 
document with technology, operational support and consulting support. 
This contract is for document services agreements, equipment both multi-function and single 
function devices along with support services. All equipment supplied shall be by national and 
international manufacturers and re-labeler manufacturers, sold as new equipment (realizing that 
manufacturers recycle many components). This contract is not for used or remanufactured 
machines, except those remanufactured by the OEM (original equipment manufacturer). All equipment 
sold must have new serial numbers. This contract will be for sale, rental, lease, and/or lease purchase. 
However, equipment under lease may be purchased at the end of the lease or if the price is listed in this 
proposal if both parties agree. Equipment under rental agreements may also be purchased at the end of 
each 12 month renewal if the price is listed in this response if both parties agree. 

2. Leases 
Equipment may be leased increments of 24, 36, 48, 60 months. Leases will allow for fiscal funding 
clauses annually. The equipment may be purchased during and at the end of the lease at the TCPN 
participating entities description. If the vendor wishes to offer this, they will include the depreciation 
schedule with their proposal to TCPN. 
 

3. Rentals 
If the Vendor wishes to offer a rental option the rates for this will be included with their proposal. 
Many agencies have expressed a desire for renting equipment on a monthly and annual basis rather 
than executing a lease arrangement. 
 

4. Information Technology Consulting Services 
The ability to analyze and document the current work flow, technologies and processes 
surrounding document management within an organization or enterprise and make 
recommendations on how changes could improve productivity and reduce cost. 
 

5. Inter/Intranet Services 
Provide innovative solutions using web-based technologies that will improve process and make 
documents more accessible and effective. This may include products, software and services intended 
for web-based applications. 
 

6. Network Services  The design, installation, maintenance and administration of local and 
wide area networks. 

 
7. Office and Work Group Products and Services 

Provide a wide range of products and services intended to support the office or workgroup environment 
in the creation, management, production, and distribution of documents. This may include hardware, 
software and services for such things as personal workstations, printers, fax and copiers. 

8. Centralized Production Products and Services 
Provide a wide range of products and services intended to support an organization's data center, print 
shop, quick copy, production mail, and fulfillment centers. This may include products and services such 
as printing equipment, high-speed laser printers, high-speed duplicators, production mailing 
equipment and finishing equipment. 
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9. Document Storage and Retrieval Products and Services 
Provide a wide range of products and services intended to support the needs of an organization to store, 
manage and retrieve critical documents. This may include products and services such as scanners, 
imaging systems, bar coding technology, and software designed for this purpose. 

10. Certificates of Insurance 
Provide each member the statutorily required Workers Compensation Insurance or Equivalent. 
Certificates of Insurance, name and address of Vendor, the limits of liability, the effective dates of each 
policy and policy number shall be delivered to the TCPN participant prior to commencement of work. 
The insurance company shall be licensed in the particular State the work is being performed and 
shall be acceptable to, the TCPN participant. The Vendor shall give the TCPN participant a minimum of 
ten (10) days notice prior to any modifications or cancellation of policies. The Vendor shall require all 
subcontractors performing any work to maintain coverage as specified by the State in which the 
work is being performed. 
The following is an example of insurance for the State of Texas. 

Contractor's Liability Insurance  Minimum Coverage 
Employer's insurance: 

Worker's Compensation Statutory 
Employer's liability: 

Bodily injury by accident 
Each Occurrence $100,000.00 

Bodily injury by disease 
Each Employee $100,000.00 
Policy Limit $1,000,000.00 

Commercial General Liability 
Includes Independent Contractor's Liability; Contingent Liability; Contractual Liability; Completed 
Operations and Products Liability, all on the occurrence basis, with Personal Injury Coverage, Owner's 
Indemnity, and broad form Property Damage without the XCU exclusions. Maintain Completed 
Operation Liability for at least two years after the date of final completion. 

Combined limits of bodily and personal injury and property damage: 
Single limit $500,000.00 
Unimpaired aggregate $500,000.00 

Comprehensive automobile liability: 
Include non-ownership and hired car coverage as well as owned vehicles. 

Bodily damage 
Each Person $250,000.00 
Each Occurrence

 $500,000.0
0 Property damage 

Each Occurrence $250,000.00. 
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B. Definitions for Proposal 

Analog copier: a copy method that uses lens and mirrors to electronically duplicate an original. Each copy 
requires a separate scan. 
Anamorphic zoom: only available on digital copiers; permits enlarge/reduce by differing amounts on the 
horizontal/vertical axis. 
Back-up: a guarantee that if the copier is down more than one day, the vendor will provide a reasonable 
substitute loaner at no cost. 
Controller: a device that upgrades a digital copier into a multifunctional device with a printer function. 
Dedicated outlet: a copier that requires 15 or more amps usually needs a circuit specifically dedicated to the 
equipment permitting no other electrical appliance on the same line. 
Digital copier: a copy method that scans a document, stores the image digitally, and makes copies. 
Documents can be stored for on-demand printing. 
Duplex: copying on both sides of a page. 
Energy Star: an energy efficiency approval from the US Environmental Protection Agency. Factory-
Produced New Model: equipment that has been converted to a new model status by adding functions not 
available on the older equipment. The new model contains new, recycled and/or remanufactured parts that 
fully meet new specifications. 
First Copy: the number of seconds it takes to make the first copy after the unit is warmed up and the print 
button is pressed. 
High-volume copier: a copier that reliably duplicates 50 copies per minute and up and suitable for over 
30,000/40,000 copies per month. 
Low-volume copier: a copier that reliably duplicates below 20 copies per minute and a maximum of 8,000 
to 10,000 copies per month. 
Manufacturer: a vendor that markets new or newly remanufactured units as an OEM; companies that 
contract with an OEM to manufacture a unit under their nameplate will be considered a re-labeler 
manufacture 
Mid-volume copier: a copier that reliably duplicates 20-49 copies per minute and a maximum of 30,000 
to 40,000 copies per month. 
Multifunctional devices or products: a digital copier that also may serve as a fax machine, printer, and 
perhaps scanner as one piece of equipment, usually serving in a network environment. 
Multiple copies: the maximum number of copies per minute the unit is capable of when printing a single 
side of an original letter-size document. 
Newly Manufactured Equipment: equipment that has been assembled for the first time which may 
contain no more than 20% used/recycled components or as defined by BLI. 
OEM: Original Equipment Manufacturer. The actual company that makes a machine no matter what brand 
name it is sold under. 
Plain paper fax: a fax machine that can serve as a copier that uses ink jets, thermal transfer, LEDs, lasers to 
print on plain paper. 
Re-labeler manufacturer: companies that have other manufacturers put their label on a copier. OEMs will be 
considered the actual company that makes the equipment. [For example, Pitney Bowes is not an OEM, but a 
re-labeler manufacturer of copiers built by Minolta and Panasonic.] 
Remanufactured Equipment: equipment that has been disassembled and then reassembled at the OEM 
manufacturing facility, using new and/or recycled parts to bring the machine to an equal status with a new 
machine including warranty. 
Remote diagnostics: the ability to extract a machine's condition over a phone line hooked to the copier. 
Service coverage: how quickly a vendor will respond to service a copier. This must be stated in business 
hours. 
Single Function Device: Any device that allows for printing but may not perform other functions that a multi-
function device would perform. 
Software-Controlled Units: equipment that has software or up-gradable ROM chips as a part of the  
unit. 
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Start-up supplies: Necessary supplies to start up the copy machine (toner, developer, etc.) that come with the 
machine for initial operation at the time of installation. 
Total satisfaction guarantee: a guarantee that the buyer may have a copier replaced permanently if not 
satisfied during the term of the agreement. The buyer makes the decision, not the manufacturer or dealer. 
Used copiers: a secondhand copier that has been refurbished for resale. This contract will not permit sale of 
used copiers. 
Warm up: the time it takes a unit to reach operating temperature from a cold start in minutes and seconds. 

 
Please reference the TCPN Insurance Certificate in Attachment Three 
 

Xerox Services Offerings 
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Xerox ColorQube 
Suppose I told you that we had a new multifunction device that: 
 
Cuts the cost of color pages by 62 percent - - making it virtually the same as black-and-white for most 
applications. 
 
Creates 90 percent less waste from supplies and reduces storage space as well. 
 
Uses 10 percent less energy to operate, meeting the U.S. Environmental Protection Agency’s rigorous new 
ENERGY STAR requirements. 
 
·Produces about 12 percent fewer greenhouse gases than comparable laser equipment. 
 
·Has a dazzling array of diagnostics, applications and security features. 
 
·And, oh yes, does it all - - prints, scans, faxes and copies - - without compromising print quality one iota. 
 
Well, I’m writing to share the news that we do!  It’s called ColorQube and it’s a series of advanced solid 
ink MFPs launching in the United States today.  It will be available in Europe later this year and other 
markets in 2010.  This is a big deal for our customers, our industry and our company and I wanted to make 
sure you heard about it from Xerox before you start to read about it in the media. 
 
Rave Reviews for Breakthrough Technology 
The breakthrough technology behind ColorQube is a stunning testimony to the caliber of people in our 
research, engineering and development communities.  Developed by Xerox in Rochester, N.Y., Wilsonville, 
OR., and Welwyn Garden City, U.K., ColorQube’s final engineering was completed working side by side 
with customers who provided invaluable input.  They helped us create a product family that is not only 
technically superior, but is also easy to use, significantly minimizes the impact on the environment (think 
green!) and provides the type of customer value no one else can match. 
 
Customers who have used it are giving us rave reviews and so are the industry experts.  Angele Boyd, vice 
president of IDC, and widely respected for her views on our industry, puts it succinctly: “The ColorQube 
9200 series represents technology that will reshape the future of printing in the office.  Going green and 
saving money - - it’s what every customer wants to do.” 
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Tab 5: References 
Provide a minimum of ten (10) customer references for product and/or services of similar scope dating 
within the past 3 years. Please try to provide an equal number of references for K12, Higher Education 
and City/County entities. Provide the following information for each reference: 
• Entity Name 

• Contact Name and Title 

• City and State 

• Phone Number 

• Years Serviced 

• Description of Services 

• Annual Volume 

Xerox response 

 

Experience and References – Cities, Counties, 
Political Subdivisions 
Xerox Corporation recognizes the unique requirements and processes associated with government entities and 
in response created the Public Sector, a national division of Xerox.  In order to better understand these 
distinctive criteria, Xerox has dedicated teams focused solely on government offices.  As a result, we have 
experienced unparalleled success in developing partnerships with city and local governments, state agencies 
and education entities nationally and throughout the State of Texas. The information below is a partial list of 
successful Xerox partnerships with cities, counties, and political subdivisions and the services and 
technologies provided.   
 
Reference No. 1 City of Houston 901 Bagby Houston, Texas  

Calvin Wells, City Purchasing Agent, Strategic Purchasing Division 
Calvin.Wells@cityofhouston.net (713) 247-1684 

Xerox is currently providing the City of Houston fleet management & production publishing services and has 
successful partnered with the City for more than twelve years.  The City has more than six hundred Xerox 
units including DocuTech production publishers, color and convenience units.  More than three hundred of 
these units are connected to the City’s network and provide the ability to print, scan, fax and copy.  The Xerox 
implementation has transitioned the City from analog copiers to digital multi-functional devices and 
integrated a document enterprise strategy.  The City of Houston’s fleet is supported by several on-site 
DocuCare associates.  These on-site associates not only provide day-to-day troubleshooting and supply 
inventory management; they also download print drivers, connect digital equipment to the network and train 
on all areas of the equipment.   Upon implementation of the digital  

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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technology, the continuing task is to reengineer and design workflow processes around the digital 
environment.  The migration from analog to digital has shown to be a cost-effective move for the City of  
 
Houston.  In addition to the cost-savings, the City has experienced significant productivity improvements.  
Xerox continues to assess the needs of the City and make appropriate recommendations regarding its 
document strategy.   
 
 
Reference No. 2 City of Dallas 1500 Marilla L2ES Dallas, Texas 75201 

Donna Moore, Business Development and Procurement Services Express Business 
Services Manager 
Donna.Moore@dallascityhall.com (214) 670-5883 

Xerox is currently providing the City of Dallas fleet management, asset consolidation, 5 DocuCare associates, 
help desk, CentreWare web, Xcounter, and production publishing services. Xerox has successful partnered 
with the City of Dallas for these services and we have been the vendor of choice for more than four years.  
The City now has more than five hundred Xerox connected digital units including DocuTech production 
publishers, color, and multifunction convenience units.  Most of these units are connected to the City’s 
network and provide the ability to print, scan, fax and copy.  In addition the City of Dallas has two highlight 
color DocuTech’ to print their water bills.  
The Xerox implementation has transitioned the City from analog copiers to digital multi-functional devices 
and integrated a document enterprise strategy.  The City of Dallas fleet is supported by five on-site Xerox 
DocuCare associates.  These on-site associates not only provide day-to-day troubleshooting and supply 
inventory management; they also download print drivers, connect digital equipment to the network and train 
on all areas of the equipment.  Upon implementation of the digital technology, the continuing task is to 
reengineer and design workflow processes around the digital environment.  The migration from analog to 
digital has shown to be a cost-effective move for the City of Dallas.  In addition to the cost-savings, the City 
has experienced significant productivity improvements.  Xerox continues to assess the needs of the City and 
make appropriate recommendations regarding its document strategy.   
 
 
Reference No. 3 County of Galveston  722 Moody Galveston, Texas 

Bruce Hughes - Director of Purchasing 
bruce.hughes@co.galveston.tx.us  (409) 770-5372 

Xerox is currently providing Galveston County fleet management and production publishing services and has 
successfully partnered with the County for more than three years.  The County has more than seventy-five 
Xerox units including a DocuTech production publisher, color and more than seventy convenience units 
installed throughout the County.  These Xerox multi-functional devices were installed enabling print, copy, 
scan and fax. Implementation of the multi-functional devices facilitated the County of Galveston in 
developing a complete document management strategy.  Phase I of the strategy allowed end users to fax from 
their desktops through Right Fax, a network faxing solution.   DocuShare and FlowPort were also 
implemented to take the hard copy documents into a digital environment, building a web-based document 
repository.  The County has a full-time on-site DocuCare associate, who is responsible for day-to-day 
troubleshooting and supply inventory, as well as downloading print drivers, connecting digital equipment to 
their scan-to-DigiPath program and training on all areas of the equipment.     The County’s Xerox solution 
also includes a systems architect on staff who is providing on-going implementation of the solution, as well as 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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planning for the next phase of the document enterprise strategy.  This systems architect is working closely 
with several departments to reengineer and design  
 

workflow processes around the digital environment.  The migration from analog to digital has shown to be a 
cost-effective move for the County of Galveston.  The impression cost for documents moving through the 
organization has been reduced by 23%.    Cost savings were also down in the area of print cost via scanning to 
print center and providing color capabilities in-house 
 
Reference No. 4 University of Texas Medical Branch at Galveston  

Logistics – Contract Administration 
1902 Harborside Drive, 1st Floor, 2nd Entrance  
Galveston, Texas 77555-0905 
Bermuda A. Brittingham, Senior Acquisition Specialist 
(409) 747-8015 

Xerox is currently providing the University of Texas Medical Branch at Galveston fleet management, asset 
consolidation, on 4 site DocuCare associates, and services. Xerox has successfully partnered with the 
University of Texas Medical Branch at Galveston for these services and we have been the vendor of choice 
for more than five years.  The University of Texas Medical Branch at Galveston now has more than five 
hundred Xerox connected digital units.  Most of these units are connected to the UTMB network and provide 
the ability to print, scan, fax and copy.  The Xerox implementation transitioned the City from analog copiers 
to digital multi-functional devices and integrated a document enterprise strategy.  The University of Texas 
Medical Branch at Galveston fleet is supported by four on-site Xerox DocuCare associates.  These on-site 
associates not only provide day-to-day troubleshooting and supply inventory management; they also 
download print drivers, connect digital equipment to the network and train on all areas of the equipment.  The 
migration from analog to digital has shown to be a cost-effective move for the University of Texas Medical 
Branch at Galveston.  In addition to the cost-savings, UTMB has experienced significant productivity 
improvements.  Xerox continues to assess the needs of the UTMB and make appropriate recommendations 
regarding its document strategy. 
 

Experience and References – K-12 
Xerox Corporation recognizes the unique requirements and processes associated with government entities and 
in response created the Public Sector, a national division of Xerox.  In order to better understand these 
distinctive criteria, Xerox has dedicated teams focused solely on government offices.  As a result, we have 
experienced unparalleled success in developing partnerships with city and local governments, state agencies 
and education entities nationally and throughout the State of Texas. The information below is a partial list of 
successful Xerox partnerships with school districts and the services and technologies provided.   
 
Reference No. 1 Houston ISD  4400 W. 18th Street,  Houston, Texas  77092 
   Maria Cruz-Goldman, Buyer   

 mcruzgol@houstonisd.org, 713-556-6522 
   Louis Trevino, District Wide Fleet Copier Management Program 
   Ltrevin1@houstonisd.org, 713-556-6028 
 
Xerox is currently providing Houston ISD fleet management and has successfully partnered with the District.  
The District has more than 400 low, mid, and high volume Xerox units in the teacher workrooms and other 
convenience units throughout the campuses. 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Reference No. 2 Fort Worth ISD 100 N. University Drive, Fort Worth, Texas  76107 

 Ed Spears, Manager, Business Support Services 
edward.spears@fwisd.org (817) 852-1144 

Xerox is currently providing Fort Worth ISD fleet management, production publishing and color and has 
successfully partnered with the District for more than fifteen years.  The District has more than 250 units  
 
including 2 DocuTech production publishing system, production color, including networked units in the 
teacher workrooms and convenience units throughout the campuses.  The District is also utilizing web 
document software in order to maximize the print shop production.  Xerox’s DocuCare program provides on-
site support for all school sites for minor equipment repairs, supply delivery and additional on-going training. 
 
Reference No. 3 Brownsville ISD 1900 Price Road. Brownsville, Texas  78521 
   Rosie Rena, Director of Purchasing 
   Cesar Lopez, Senior Buyer   

colopez@bisd.us (956) 548-8000 
Xerox is currently providing Brownsville ISD fleet management and production publishing and has 
successfully partnered with the District for more than twenty years.  The District has more than 300 low, mid, 
and high volume Xerox units including 2 DocuTech production publisher units, 130+ high-volume copiers in 
the teacher workrooms and other convenience units throughout the campuses.   
 
Reference No.4  Plano ISD  2700 W 15th St. Plano, Texas  75075 
   Susan Lenox, Distribution Services Manager 
   slenox@pisd.edu (469) 752-1585  
Xerox is currently providing Plano ISD fleet management and production publishing services and has 
successful partnered with the District for more than twenty years.  The District has more than one hundred 
Xerox units including seventy five teacher workroom high-volume digital copiers, 8 DocuTech production 
publishing systems, production color and other convenience units installed throughout the campuses.  The 
District is also utilizing web document submission software.  Through implementing Xerox’s solution and the 
ability to scan documents needed directly to the print center, the District’s teachers no longer need to stand in 
line to use the copiers in the mornings and are able to spend additional time with students in the classroom.  
Significant cost savings were achieved in the area of print cost reduction by scanning to the print center and 
providing color capabilities in-house. 
 
Reference No. 5 Cypress Fairbanks ISD 10300 Jones Rd Houston, Texas  77065 

 Joe Parker, Director of Printing and Publication 
joe.parker@cfisd.net (281) 897-4132 

Xerox is currently providing Cypress Fairbanks ISD fleet management, production publishing and color and 
has successfully partnered with the District for more than twenty years.  The District has more than two-
hundred units including a DocuTech production publishing system, seventy-one high-volume production 
copiers in the teacher workrooms and convenience units throughout the campuses.  The District is also 
utilizing web document software in order to maximize the print shop production.  Xerox’s DocuCare program 
provides on-site support for all school sites for minor equipment repairs, supply delivery and additional on-
going training. 
 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Reference No. 6 Goose Creek ISD 1415 Market St. Baytown, Texas  77251 
   Terry Cook, Director of Support Services  

 tgcook@goosecreek.cisd.esc4.net  (281) 420-4817  
Xerox is currently providing Goose Creek ISD with fleet management, production publishing, convenience 
copying and has successfully partnered with the District for more than fifteen years.  The District has more 
than one hundred Xerox units including production digital copiers in the teacher workrooms and convenience 
units throughout the campuses.  Goose Creek ISD also has two DocuTech production publishers in its print 
shop.  Xerox supports the District through its Managed Services Help Desk. 
 
 
 
Reference No. 7 Brazosport ISD 301 W. Brazoswood Dr. Clute, Texas  77531 
   Mike Abild, Director Business Services  

mabild@brazosportisd.net  (979) 730-7003 
Xerox is currently providing Brazosport ISD fleet management and production publishing and has 
successfully partnered with the District for more than fifteen years.  The District has more than fifty Xerox 
units including a DocuTech production publisher, high-volume copiers in the teacher workrooms and 
convenience units throughout the campuses.  Xerox is also managing the District’s print shop and mailroom 
with on-site Xerox support. 
 
Reference No. 8 Duncanville ISD 802 South Main, Duncanville, Texas 75137 

 Vicki Smith, Director of Information Technology 
vsmith@duncanvilleisd.org (972) 708-2000 

Xerox is currently providing Duncanville ISD fleet management, production publishing and color and has 
successfully partnered with the District for more than twenty years.  The District has more than 75 units 
including a 2 DocuTech production publishing system, copiers in the teacher workrooms and convenience 
units throughout the campuses.  The District is also utilizing web document software in order to maximize the 
print shop production.  Xerox’s DocuCare and break fix management program provides on-site support for all 
school sites for minor equipment repairs, supply delivery and additional on-going training. 
 
Reference No. 9 Garland ISD 501 S. Jupiter Road, Garland, Texas  75042 
   Mark Booker, Director of Purchasing  

 mabooker@garlandisd..net  (972) 494-8501  
Xerox is currently providing Garland ISD with fleet management and convenience copying and has 
successfully partnered with the District for more than ten years.  The District has more than one hundred 
Xerox units including copiers in the teacher workrooms and convenience units throughout the campuses. 
   
Reference No. 10 Hurst Euless Bedford ISD 1849 Central Drive, Bedford, Texas  76022 

 Fred Laux, Director of Purchasing 
lauxf@hebisd.edu (817) 283-4461 

Xerox is currently providing Hurst Euless Bedford ISD fleet management, production publishing and color 
and has successfully partnered with the District for more than fifteen years.  The District has more than 70 
units including 1 DocuTech production publishing system, color, units in the teachers’ workrooms and 
convenience units throughout the campuses. 
 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Additional References 
 

Organization Name Xerox Technology Provided Xerox Services Provided 
K-12 Xerox Business 
Services:   

Brazosport ISD 25+ Teacher Workroom Units, DocuTech, and 30+ 
Convenience Units 

• Xerox Business Services 
• Xerox Staffed Print Shop 
• Production Publishing 
• Asset Management  

Channelview ISD 20+ Teacher Workroom Units, 40+ Convenience units • Xerox Business Services 
• Asset Management 

Clear Creek ISD 38+ Teacher Workroom Units, 60+ Convenience units • Xerox Business Services 
• Asset Management 

Cypress-Fairbanks ISD 68+ Teacher Workroom Units, DocuTech & Color, + 200 
Convenience Units 

• Xerox Business Services 
• Asset Management  
• Student Records Scanning 

Dallas ISD 28+ Teacher Workroom Units, 2 DocuTech, and Printing 
System units. 

• Xerox Business Services 
• School to Career 
• Production Publishing 
• Production IT 
• Asset Management 

Duncanville ISD 40+ Teacher Workroom Units and DocuTech. 

• Xerox Business Services 
• DocuCare  
• Asset Management 
• Production Publishing 

Fort Bend ISD 42+ Teacher Workroom Units, 50+ Convenience Units, 2 
DocuTech & Color 

• Xerox Business Services 
• Asset Management 
• Production Publishing 

Frisco ISD 16+ Teacher Workroom Units,  Production Publishing 
unit, +65Convenience units, and color 

• Xerox Business Services 
• Asset Management  
• Production Publishing 

Goose Creek ISD 30+ Teacher Workroom Units, DocuTech & Production 
Color, 39+ Convenience units 

• Xerox Business Services  
• Asset Management 
• Production Publishing 
• Integrated Print to Mail 

Leander ISD 3 DocuTechs, Web Document Submission, 100+ 
Convenience and Teacher Workroom Units 

• Xerox Business Services 
• Scanning to print shop 
• Production Publishing 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 

 



 

86 

Organization Name Xerox Technology Provided Xerox Services Provided 

 

Northwest ISD  DocuTech, Printing Systems,  & Color 

• Xerox Business Services 
• Production Publishing 
• Production Color 
• DocuCare 

Region 4 Education 
Service Center DocuTechs, Networked Multi-Function Devices & Color 

• Xerox Business Services  
• Asset Management  
• Production Publishing 

Region 11 Education 
Service Center 

Production B&W, Networked Multi-Function Devices & 
Color 

• Xerox Business Services 
• Asset Management  
• Xerox-staffed Print Shop 

Richardson ISD 2 DocuTech & Color 
• Xerox Business Services 
• Production Publishing 
• Production Color 

K-12 Direct Business:   

Abilene ISD 60+ Teacher Workroom Units, DocuTech , + 90+ 
Convenience Units 

• Asset Management  
• Production Publishing 

Allen ISD 20+ Teacher Workroom Units, 30+ Convenience Units, 
and Production Units in Print Shop. 

• Asset Management  
• Production Publishing 

Birdville ISD 8+ Teacher Workroom Units, + Convenience Units • Asset Management 

Brownsville  ISD 112+ Teacher Workroom Units, DocuTech,  Production 
Color + 88+ Convenience units 

• Asset Management  
• Production Publishing 

Carroll ISD 20+ Teacher Workroom Units, and 25+ Convenience 
Units • Asset Management 

Crowley ISD 5+ Teacher Workroom Units, and 16+ Convenience Units • Asset Management 
Eagle Mountain 
Saginaw ISD 15+ Teacher Workroom Units and color. • Asset Management 

Edgewood ISD 34+ Teacher Workroom Units, and Color  • Asset Management 

Fort Worth ISD 225+ Teacher Workroom Units, 2 DocuTech, Production 
Color 

• Production Publishing  
• Production IT 
• Asset Management  
• Production Color 

Galena Park ISD 42+ Teacher Workroom Units, DocuTech & Production 
Color, + Convenience units 

• Asset Management  
• Production Publishing 

Garland ISD 50+ Teacher Workroom Units and Convenience Units • Asset Management 

Grand Prairie ISD 100+ Teacher Workroom Units, Production Units in Print 
Shop, + Convenience units, 

• Asset Management  
• Production Publishing 

Harlingen  ISD 39+ Teacher Workroom Units, + Convenience units • Asset Management  

Humble ISD 30+ Teacher Workroom Units, Multi-Function Devices & 
Color 

• Asset Management  
• Production Publishing 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Organization Name Xerox Technology Provided Xerox Services Provided 

 
Hurst Euless Bedford 
ISD 

29+ Teacher Workroom Units, Nuvera Production and 
multifunction units in Print Shop 

• Asset Management  
• Production Publishing 

Irving ISD DocuTech and  Color • Production Publishing 
• Production Color 

Keller ISD 36 Teacher Workroom Units, 60+ Multi-Function 
Devices, DocuTech, & Color 

• Asset Management  
• Production Publishing 

La Joya ISD DocuTech • Production Publishing 
Lamar Consolidated 
ISD 2 DocuTech and 32+ Convenience Units • Asset Management  

• Production Publishing 

Lancaster ISD 40+ Teacher Workroom Units, Nuvera, and Color • Asset Management  
• Production Publishing 

Longview ISD 10+ Teacher Workroom Units, DocuTech, 40+ 
Convenience units 

• Asset Management  
• Production Publishing 

McAllen ISD DocuTech  • Production Publishing 

Midland ISD 125+ Teacher Workroom Units, DocuTech, and Other 
Production Units 

• Asset Management  
• Production Publishing 

North Forest ISD 17+ Teacher Workroom Units, DocuTech & Production 
Color, + Convenience units 

• Asset Management  
• Production Publishing 

Northside ISD DocuTech • Production Publishing 
• School to Career 

Pflugerville ISD 15+ Teacher Workroom Units, color, and Convenience 
units • Asset Management 

Plano ISD 45+ Teacher Workroom Units, DocuTech,  Production 
Color, and Convenience Units 

• Xerox Business Services 
• Fleet Management  
• Integrated Print to Mail 
• Production Publishing 

Region 10 Education 
Service Center 

Production B&W, Networked Multi-Function Devices & 
Color 

• Production Services 
• Fleet Management 

Region 20 Education 
Service Center 

Production B&W, Networked Multi-Function Devices & 
Color 

• Production Services 
• Fleet Management 

South San Antonio ISD 13+ Teacher Workroom Units, 2 DocuTech, Color  • School to Career 
• Production Publishing 

Tyler ISD 25+ Teacher Workroom Units, 2 DocuTech, Production 
Color + 90+ Convenience units 

• Asset Management  
• Production Publishing 

Ysletta ISD 2 DocuTech • Production Publishing 
Cities and Counties:   

Arlington, City of Nuvera, Highlight Color, and Color in Print Shop.  Water 
bills.  

• Production Publishing 
• Production Color 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Organization Name Xerox Technology Provided Xerox Services Provided 

 

Austin, City of 200+ Networked Multi-Function Devices & Color.  Sole 
vendor of choice. 

• Xerox Business Services 
• Asset Management 
• DocuCare 

Dallas, City of 
350+ Networked Multi-Function Devices, DocuTech 
Production B&W and Color, customized software.  Sole 
vendor of choice. 

• Xerox Business Services 
• Production Publishing 
• Asset Management 
• DocuCare 

Ector County 70+ Units and Color • Asset Management  
• Production Publishing 

El Paso, City of DocuTech • Production Publishing 

Galveston County 80+ Networked Multi-Function Devices & Color 

• Xerox Business Services 
• Production Publishing 
•  Asset Management 
• DocuCare 

Houston, City of  648+ b/w Networked Multifunction units, 53+ Networked 
units.  Sole vendor of choice. 

• Xerox Business Services 
• Asset Management 
• DocuCare 

Irving, City of  30+ Units, production b&w, and color. • Asset Management  
• Production Publishing 

Lubbock, City of 80+ Networked Multi-Function Devices and 2 Nuvera 
Production 

• Asset Management  
• Production Publishing 

Mesquite, City of Production Color in print shop. • Production Color 

Plano, City of  20+ Units, production b&w, and color. • Asset Management  
• Production Publishing 

Taylor, County of 80+ Units • Asset Management 

Political Subdivisions:    

Bexar County Hospital 
District 

Nuvera Production, Production Color, and Engineering 
unit 

• Xerox Business Services 
• Production Publishing 
•  Asset Management 
• DocuCare 

Dallas County Hospital 
District 80+ Networked Multi-Function Devices 

• Xerox Business Services 
• Production Publishing 
•  Asset Management 
• DocuCare 

Dallas Fort Worth 
Airport 

Production B&W Devices and Production Color in Print 
Shop 

• Production Publishing 
• Production Color 

Harris County 
Appraisal District DocuTech • Production Publishing 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Organization Name Xerox Technology Provided Xerox Services Provided 

 

Harris County Hospital 
District DocuTech, Networked Multi-Function Devices & Color 

• Xerox Business Services 
• Production Publishing 
• Asset Management 
• DocuCare 

North Central Texas 
Council of Governments DocuTechs, Networked Multi-Function Devices & Color 

• Xerox Business Services 
• Production Publishing 
• Asset Management 
• DocuCare 

Parker County Hospital 
District 40+ Networked Multi-Function Devices 

• Xerox Business Services 
• Asset Management 
• DocuCare 

Tarrant County Hospital 
District  50+ Networked Multi-Function Devices •  

  •  

Higher Education:   

University of Texas at 
Arlington 40+ library vend units and copy center 

• Xerox Business Services 
• Library Vend Units 
• DocuCare 

Central Texas College - 
Killeen 2 DocuTech and Production Color • Production Publishing 

• Production Color 

McMurray College 10+ Units, Production Unit, and DocuShare. • Asset Management 
• Production Unit 

North Texas University 150+ Units on Campus • Asset Management 
Texas A&M University - 
Commerce 60+ Units on Campus • Asset Management 

Texas State Technical 
College 15+ Units, DocuTech, and Color. 

• Asset Management 
• Production Publishing 
• Production Color  

Texas Tech University 50+ Units on Campus and print shop. 
• Asset Management 
• Production Publishing 
• Production Color 

Texas Women’s 
University 50+ Units on Campus and Color • Asset Management 

• Production Color 
University of Texas Pan 
America 20+ units • Asset Management 

   
 Additional references available upon request!  

 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Tab 6: Pricing 
Electronic Price Lists 

1. Respondents must submit products, services, warranties, etc. in price list. 
2. Prices listed will be used to establish the extent of a manufacturer's product lines, services, 

warranties, etc. that are available from a particular bidder and the pricing per item. 
3. Electronic price lists must contain the following: 

• Manufacturer part # 
• Vendor part # (if different from manufacturer part #) 
• Description 
• Manufacturers Suggested List Price and Net Price 
• Net price to TCPN (including freight) 

4. Media submitted for price list must include the respondents' company name, name of the 
solicitation, and date on CD, DVD or Flash Drive (i.e. Pin or Jump Drives). 

5. Please submit price lists in electronic format only 
 
Not to Exceed Pricing 

1. TCPN requests pricing be submitted as not to exceed for any participating entity. 
2. Unlike fixed pricing the awarded vendor can adjust submitted pricing lower if needed, but cannot 

exceed original pricing submitted for solicitation. Volume or spot market conditions may allow 
for one time discounts for participating entities. 

3. Vendor must allow for lower pricing to be available for similar product and service purchases under 
the same market conditions. 

Pricing 
1. It is the intent of TCPN to always provide the best price and value to its participants. The Vendor 

must be able to provide a pricing methodology for its products and services that will insure that TCPN is 
always getting the best and most competitive price available. 

2. The products and services provided by this contract may be acquired utilizing many different 
methods by the participating members of TCPN. The Vendor must offer acquisition vehicles for 
technology and services such as Outright Purchase, Lease and Solution-Based Contracts. 

3. Interested Vendors must provide proposed pricing methodology that would insure the best price and 
include all methods available for acquisition. 

4. Maintenance of equipment is required. 
5. Any maintenance contract is between the buyer (TCPN member) and the contractor and must be signed 

by the ordering agency and the contractor. No maintenance contract will be automatic. 
6. Maintenance contracts shall include all parts, labor, travel, service, and preventative 

maintenance. Supplies (consumables) may be offered if more cost effective. 
7. If a vendor is offering equipment that has software or upgradeable ROM chips as a part of the unit, 

vendor will certify that the most current OEM software or ROM microchips are installed with the unit 
at time of delivery. OEM upgrades released during the first year of operation are to be installed within 
45-days of release at no cost to the buyer; upgrades of software and ROM's after the first year must be 
available as part of any maintenance agreement within 45-days of release and installed at no additional 
cost to the buyer. 

8. Any and all contracts for maintenance shall be at the discretion of the ordering agency. 
9. Technician response time will be within eight working hours in the metropolitan areas and next-day 

in other areas of the State, if called in by 9:00 A.M. of the previous day. Preventative 
Maintenance (PM's) will be scheduled, as needed. 

10. Contractor must agree to provide maintenance to keep the equipment in first class operating 
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condition and provide service during normal business hours (8:00-5:00, excluding legal holidays, 
Saturdays and Sundays. 

11. All defective or unserviceable worn parts shall be replaced with parts approved by the 
manufacturer for replacement and carry the manufacturer's standard warranty. Any claim by the 
contractor that equipment breakdown is the result of the use of independent copier supplies must be 
supported by written documentation from the manufacturer and/or the servicing technician that clearly 
states the direct cause of the breakdown. Use of independent copier supplies shall not void warranty 
or service maintenance agreements. 

12. PM's shall include all cleaning, lubrication, adjustments, and parts replacements as 
recommended by the manufacturer, and using the manufacturer's timetable for preventative maintenance. 
Using agency may purchase supplies used in PM's from the contractor, but are not required to do so. 

13. Guarantees and warrantees are required. 
14. Any total satisfaction guarantee must permit the user to decide if the copier needs to be replaced during 

any replacement period offered by the vendor. 
15. If a total satisfaction guarantee depends on the copier operating within manufacturer 

specifications, those specifications must be included in the warranty. The specifications will 
include copy quality, unacceptable number of jams, and unacceptable number of service calls or down 
time. 

16. A total satisfaction guarantee will be in effect during the entire lease period, if the lease was 
provided by the manufacturer or a division of the manufacturer. 

17. Low-volume copiers with a three-year warranty are preferred. 
18. Any prepayment for a service contract must give a discount to the buyer; no prepayments that exceed one 

year will be allowed. 
19. Unless vendor offers independent proof that the data is incorrect, TCPN will use the evaluation 

information published by Better Buys for Business, and Buyers Laboratory Incorporated to 
evaluate individual copiers offered by vendors. In the event an offered model is not described in either of 
these sources, TCPN reserves the right to use other independent sources, including telephone interviews 
with current users of the equipment. 

20. Any equipment that is remanufactured must be remanufactured by the OEM and must be equal to the 
same quality standards as a newly manufactured machine. Design changes that have been introduced 
since the original unit was first produced are to be incorporated, including software or ROM upgrades. 

21. All copiers sold will have all necessary start-up supplies, except for paper. 
22. Demonstration units may be sold only under the following conditions: 1) the price is reduced based 

on the number of copies run on the equipment; and 2) the unit carries the same full warranty as a 
unit that has not been used for demonstration. 

23. Energy Star compliant copiers and multifunctional machines will be preferred. The vendor must identify 
current copiers that are Tier 1 Energy Star Compliant and, after July, 1997, those that are Tier 2 
compliant. 

The latest editions of Buyers Laboratories Incorporated, Copier Specification Guides and supplements 
will be used to determine the operational specifications of all models of copiers. The BLI's productivity 
charts, rather than manufacturer's advertised performance, will be used to determine productivity and 
efficiency data to compare machines proposed. 

 
 
 
 
 
Pricing Examples 
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Typical Unit #1 - Low-Volume Copier (below 20 copies/minute and a max. of 8,000-10,000 
copies/month) 

Specifications 
In the space provided, insert specification, if applicable. Otherwise, state YES or NO. 

Please duplicate form for not more than three units to best meet the typical needs of 
participating agencies. P 
 
Xerox response 
The following Specification tables are an example of the Xerox products available to TCPN members. 
Xerox full product line is available for TCPN members; please see the pricing workbooks for the products 
available. 
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Xerox response 
The following embedded files contain the Xerox pricing. “All consumables” does not include paper and 
application products. These same files are included in hard copy on the following pages.  
 

TCPN Lease with 
Staples

  

TCPN Lease with 
Staples

TCPN Rental With 
Consumables

TCPN Rental 
Metered Products

TCPN State & Local 
Pricing
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Tab 7: Miscellaneous 
Additional Services 
Bidder will supply information, including pricing, for additional services offered. This may include 
technical services, managed print services, managed copier services or any other service related to this 
proposal. 
Please include any additional products and/or services not included in the scope of the solicitation you 
think will enhance and add value to this contract for TCPN participating agencies. If your firm does 
document managed services please include this here and how your firm performs this and the rates it 
charges. Any other type of services or products that are related but not listed in this RFP should be 
included in this section. 
Xerox Response 

ACS/XEROX a Xerox Company 

 
  

 
Chances are, ACS/XEROX already touches your day-to-day life in ways you may not notice, from health plan 
administration to debit card transactions to package tracking. ACS/Xerox’s extensive service offerings helped 
it become the world’s largest diversified business process outsourcing (BPO) firm, and the biggest supplier of 
managed services to government entities in the U.S.  
 
ACS/XEROX provides BPO and IT outsourcing services for processing:  

 More than 1 million credit card applications each year  
 Over 1 million phone calls per day in 140 customer care centers  
 Around $3 billion in electronic toll collections annually  
 Claims from 36 million Medicaid recipients a year 

 
Like Xerox, ACS built its successful reputation by delivering strategic value, measurable results and 
operational gains to clients around the world. Together we form the new Xerox — the world’s leading 
enterprise for business process and document management.  
 
In addition to leading-edge document technology, software, services and supplies for production 
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environments and workplaces of all sizes, we provide essential back-office support in areas that include:  

 HR benefits management  
 finance and accounting  
 customer care  
 IT help desk, network, server and desktop support  

Our 130,000 employees in 160 countries offer end-to-end solutions for your entire document and business 
process needs. Through our commitment to innovation and service, we give you the freedom to focus on what 
matters most: your real business.  
 
ACS/XEROX/Xerox ITO Service Offerings 
ACS/XEROX delivers flexible IT services, solutions, and expertise to FORTUNE 1000 companies, as well as 
government organizations, with information environments of all sizes and requirements. IT outsourcing from 
ACS/XEROX empowers clients to focus on applying IT strategy to their core business. ACS/XEROX 
provides the seamless solutions needed to release the power of IT as a strategic business asset. 
 
Clients are at the center of the ACS/XEROX IT delivery and governance model. Our approach to delivering 
IT solutions is based on intentional teaming and collaboration with our clients through every aspect of our 
programs. Our goal is to deliver a full set of services wherever and whenever needed. As a FORTUNE 500 
company with people and facilities worldwide, ACS/XEROX teams with clients daily to capably and 
consistently consolidate IT environments, addressing technology challenges and opportunities with the 
following offerings: 
 

• Application Solutions—ACS/XEROX provides application services that match a specific client’s 
business requirements with the most appropriate software solutions. We identify desired deliverables, 
review available tools, and determine the most appropriate approach to fulfilling business information 
needs. The packages we apply span the full spectrum, from common off-the-shelf applications to 
highly customized systems developed specifically for individual clients. Additionally, we have a 
specialized Application Management Services (AMS) unit within our larger applications group that 
provides solutions to clients for whom highly configured applications—such as Oracle, SAP, 
PeopleSoft, JD Edwards, and Lawson enterprise applications, as well as Microsoft Exchange, Sun 
ONE, Lotus Domino, and Message Control messaging solutions—are most appropriate.  

 
• Data Center Management and Operations—ACS/XEROX operates 15 data centers in the United 

States and 24 facilities internationally. These operations are built around the ITIL ISO/IEC 20000 
standard. ISO/IEC 20000 is the recognized global standard for data center operations. ACS/XEROX 
has an unmatched commitment to the highest order of quality; we were the first company in the 
United States to receive the BS15000 certification (March 2005) for the Hillsboro, Oregon, Data 
Center, and were the first in the United States to receive ISO/IEC 20000 across six locations. 
ACS/XEROX also was the first in the world to achieve ISO/IEC 20000 certification across multiple 
data centers for both domestic and international locations.  

 
Security Services—ACS/XEROX delivers uncompromised safety and security for information assets. 
Our defense-in-depth strategy for information security delivers the following: 
• Policy improvement and development services, aligned with ISO17799 security strategy and best 

practices ISO 9000 documentation standards 
• Threat management services, including risk and compliance services, with support for regulatory 

compliance and government laws; vulnerability management services, including assessments and 
remediation plans; and advanced penetration testing  

• Network-based and host-based firewall deployment and management, and intrusion detection systems 
• Security Operations Center, incorporating 24x7 managed monitoring services 
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• Virus and spam protection 
• User identity and password management solutions 
• Robust authentication solutions, using SmartCard and 2-factor methodologies 

 
Service Desk—Our Service Desk support includes installation, maintenance, user support, training, and 
image design, as well as support for the associated infrastructure. We perform systems management, 
including configuration management, version management (such as software patches and releases), and 
client standardization. ACS/XEROX’ service desk support solution focuses on the following key 
management elements: 

• Desktop image management 
• Electronic software distribution of applications—patches—security updates 
• Desk side support 
• Break/fix 
• Install, move, add, change (IMAC) 
• Configuration management 
• Backup or restore (during IMAC activities) 
• Training 

 
Disaster Recovery—ACS/XEROX approaches DR as a multidisciplinary function. Our DR programs are led 
by a services group representing key areas throughout the extended information enterprise. We start by 
assessing specific enterprise requirements to avoid or minimize downtime in the event of an incident. 
Understanding these needs, ACS/XEROX can deploy the solution—or solutions—that are most appropriate 
for a particular client environment, from routine offsite storage of backup data to full-scale duplicate sites that 
can be hot-switched on a moment’s notice. 
 
ACS/XEROX Healthcare Experience 
With more than 20 years of experience, ACS/XEROX Healthcare Solutions is the leading provider of 
consulting services, analytic solutions, revenue cycle management, and transformational outsourcing services 
and solutions to the healthcare industry. We offer a full suite of healthcare solutions perfected and proven to 
consistently achieve clinical transformation and financial improvement. 
 
We serve more than 4,000 clients in all 50 states and throughout the world. Our highly qualified staff of 
nearly 2,000 dedicated healthcare employees is skilled in all aspects of healthcare delivery, is experienced in 
virtually all applications, and understands the industry’s regulatory, financial, and administrative 
environment. Many of our professionals have served as CEOs, COOs, CFOs, and CIOs, as well as clinical 
practitioners and directors. 
 
ACS/XEROX serves private, non-profit, and public entities, providing healthcare or reimbursement of 
healthcare expenses, including state Medicaid and elated health program agencies, and managed-care 
organizations. We deliver healthcare services and benefits to the disadvantaged and vulnerable populations, 
including children, the elderly, and the poor. We provide specialized solutions for children’s health insurance 
programs, prescription drug benefits management, decision support systems, program management and policy 
consulting. We also deliver full IT outsourcing services to leading hospitals and health systems, process 
enrollments and claims for payers, as well as install and support a full suite of clinical solutions. 
 
ACS/XEROX has the following healthcare experience: 

• IACS/XEROX supports 37 states and the District of Columbia with government healthcare services 
• ACS/XEROX processes nearly half of all Medicaid claims nationwide totaling more than $47 billion 

in annual payments 
• We provide services for eight of the top 20 BlueCross BlueShield companies 
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ACS/XEROX processes more than 36 million forms annually for a leading healthcare provider, increasing 
claims processed-to-completion in one cycle from 30 percent to 70 percent 

• Alliances with all major suppliers, including HP, IBM, HDS, Lawson, Siemens Medical Systems, 
Motion Computing, and ICA/Vanderbilt 

• Nation’s leading provider of risk pool, TPA, CHIP, Health and Human Services benefit systems 
• Nation’s leading provider of MMIS, DSS, fraud and abuse, PBM, and integrated care management 

systems 
 
ACS/XEROX differentiators in healthcare include the following: 

• Full suite of Midas+ medical information management tools 
• Comprehensive online-Health plan Workflow Solution 
• Flexible support alternatives 
• Global capabilities 
• HIPAA-compliant 
• Enhanced online security and confidentiality 
• Capital investment conservation 

 
ACS/XEROX’ comprehensive, high-value solutions enable clients to maximize and build on their existing IT 
investments and leverage digital technology to achieve improvement in clinical outcomes and patient safety; 
redesign of their enterprise systems for greater efficiency; compliance with the Health Insurance Portability 
and Accountability Act (HIPAA) and other federal and industry requirements; enhancement of online security 
and confidentiality; and conservation of capital investments. 
 
Our highly qualified consultants know every aspect of healthcare delivery, are experienced with virtually all 
applications, and understand the industry’s regulatory, financial, and administrative environment. We invest 
in active research and publication to keep our clients and staff abreast of healthcare economics, regulation, 
business practices, and information systems trends. 
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ACS/Xerox Terms & Conditions  
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Examples of Xerox Sponsored Events 
A sample of Past Xerox Sponsorships and Participation in Customer Events in Texas including 

Conferences, Symposiums, Customer Education/Training, etc. 
 

Xerox Sponsored TCPN 
Event 

Customer  Xerox 
Presenter/Location

Update/Support Required 

American Association of 
School Administrators  

K-12 
Administrators 

San Antonio  
 

Provided a booth and a luncheon on 
2/12/05.  Attended workshops.  

Houston Competitive Road 
Show focusing on BLI test 
reports 

Local governments Houston 
 

Participate in sessions. 

Dallas Competitive Road 
Show focusing on BLI test 
reports 

Local governments Dallas 
 

Participate in sessions. 

Lubbock Competitive Road 
Show focusing on BLI test 
reports 

Local governments Lubbock 
 

Participate in sessions. 

Texas Association of School 
Administrators 

Texas K-12 
Administrators 

Austin Marriott 
 

Participate in sessions. 

Nigp – Southeast Texas 
Association of Public 
Purchasing 

Local Governments Galveston 
 

Participate in sessions.  Have 
Galveston County representative 

discuss their partnership with Xerox.  
TCPN / Regions Customer 
Events 

Local Governments Various locations 
 

Participate in TCPN / Region 11 
customer event. 

Texas Association of Govt 
IT Managers  

Local government 
IT Managers 

San Antonio Participate in event.  

Production printing 
customer event 

Local Governments Dallas  Participated in customer event 
featuring production printing. 

Frisco ISD Education 
Foundation 

Frisco ISD Frisco  
 

Participate in event 

Northwest ISD Education 
Foundation 

Northwest ISD Fort Worth 
 

Participate in event 

Texas County and District 
Clerks Association Annual 
Conference 

Texas County and 
District Clerks 

South Padre Island 
 

Participate in annual conference and 
sponsor event.   

Tasb/Tasa Annual 
Conference 

K-12 Fort Worth Participate in sessions. 

National Purchasing 
Institute 

Local Governments Las Vegas Provide sponsorship of event 

TBPC Vendor Advisory 
Council 

TBPC  Austin 
 

Ongoing. 

Government Technology 
Conference 

Mainly State Of 
Texas Agencies 

Austin 
 

Participate in sessions 
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Xerox and Document Security 
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Xerox Services 
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A. CONTRACTOR FINGERPRINTING REQUIREMENTS 
 

Contractor Certification 
 

CONTRACTOR'S EMPLOYMENT ELIGIBILITY 
By entering the contract, Contractor warrants compliance with ARS subsection 41-4401, ARS subsection 
23-214, the Federal Immigration and Nationality Act (FINA), and all other federal immigration laws and 
regulations. The Contractor further warrants that it is in compliance with the various state statues of the 
states it is will operate this contract in. 
 
Participating Government Entities including School Districts may request verification of compliance from 
any Contractor or subcontractor performing work under this Contract. These Entities reserve the right to 
confirm compliance in accordance with applicable laws. 
 
Should the Participating Entities suspect or find that the Contractor or any of its subcontractors are not in 
compliance, they may pursue any and all remedies allowed by law, including, but not limited to: 
suspension of work, termination of the Contract for default, and suspension and/or debarment of the 
Contractor. All costs necessary to verify compliance are the responsibility of the Contractor. 
 
The offeror complies and maintains compliance with FINA, ARS 41-4401 and 23-214 which 
requires compliance with federal immigration laws by State employers, State contractors and State 
subcontractors in accordance with the E-Verify Employee Eligibility Verification Program. 
 
Contractor shall comply with governing board policy of the TCPN Participating entities in which work 
is being performed 

 
 
Signature of Respondent  
 
 
Date April 12, 2010 
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B. FINGERPRINT &  BACKGROUND CHECKS 
 

If required to provide services on school district property at least five (5) times during a month, contractor 
shall submit a full set of fingerprints to the school district in accordance with 15-512 of each person or 
employee who may provide such service. Alternately, the school district may fingerprint those persons or 
employees. An exception to this requirement may be made as authorized in Governing Board policy. The 
district shall conduct a fingerprint check in accordance with ARS 41-1750 and Public Law 92-544 of all 
contractors, subcontractors or vendors and their employees for which fingerprints are submitted to the 
district. Contractor, subcontractors, vendors and their employees shall not provide services on school 
district properties until authorized by the District. 

The offeror shall comply with fingerprinting requirements in accordance with ARS 15-512 and any other 
statutes in the state in which the work is being performed unless otherwise exempted. 

Contractor shall comply with governing board policy in the school district or Participating Entity in 
which work is being performed 

Signature of Respondent   

Date April 12, 2010 
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C. BUSINESS OPERATIONS IN SUDAN, IRAN 
In accordance with A.R.S. 35-391 and A.R.S. 35-393, the Contractor hereby certifies that the contractor does 
not have scrutinized business operations in Sudan and/or Iran. 

Signature of Respondent   

Date April 12, 2010 
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D. CERTIFICATE OF CONTRACTOR 

             PURSUANT TO SECTION 1861 OF THE LABOR CODE 

I am aware of the provisions of Section 3700 of the California Labor Code which requires every 
employer to be insured against liability for workers' compensation or to undertake self-insurance 
in accordance with the provisions of that code, and I will comply with such provisions before 
commencing the performance of the work of this contract. 

 
 

Dated: April 12, 2010 
 

Signature   

License No./Expiration Date_____________________________ License Classification 
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E. NON COLLUSION AFFIDAVIT 

TO BE EXECUTED BY RESPONDENT AND SUBMITTED WITH PROPOSAL 
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F. Exceptions to Terms, Conditions and Specifications 
Company Name __________________________________________________________________  
Note: This is a sample form. Actual data must be provided on disk, and printed. Original must be 
signed and inserted in the bid after it is printed. Any exceptions to the Terms, Conditions, 
Specifications or Bid Forms contained herein shall be noted in writing and included with the bid 
submittal. 

Page 
Number 

Outline 
Number or 
Paragraph 

Term, Condition or 
Specification 

Exception 
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Xerox Attachments 
Attachment One: Xerox Organizational Charts 

 

 

 

 

 

 

 

 

This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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exclusive use of the governmental entity listed in this proposal. 
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This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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exclusive use of the governmental entity listed in this proposal. 
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exclusive use of the governmental entity listed in this proposal. 
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This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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This information is “Xerox confidential information” and is provided only for the 
exclusive use of the governmental entity listed in this proposal. 
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Attachment Two: Xerox Locations (Nationally) 
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Global Imaging Services (GIS) Locations 
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Attachment Three: Xerox Insurance Certificate 
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Attachment Four: Case Studies 
Enterprise Print Services 
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County of Galveston 
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Clovis United School District 
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Fulton County 
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Manatee County School Case Study 
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Lincoln Public Schools 
By MARGARET REIST / Lincoln Journal Star  
Lincoln Public Schools officials hope to save close to half a million dollars a year on the 91 million pieces of 
paper it spits out of copiers, faxes and printers through a new contract with Xerox.  
The district also hopes the new system will improve the way it does business by giving teachers more 
options and reducing the time they spend in front of copy machines. 
 
"Certainly cost is part of it, but we're also talking about a better way, a smarter way, a more efficient way to 
do things,'' said LPS Purchasing Director Dwayne Odvody. 
 
To get there, the district must  spend an estimated $828,000 — although officials think it will end up being 
less — to get out of existing lease agreements with  three vendors.  
That buyout is included in the five-year Xerox contract, which means the company will pay off the existing 
vendor agreements and include that cost in its contract with LPS. 
 
The district looked at phasing in a new system and allowing existing contracts to expire. 
 
"If you don't commit to this program and do it on a total district basis, the savings will slip away from you,'' 
Odvody said. "To put into place a program that can save you that kind of money and provide you the 
services you need, you have to draw a line in the sand.'' 
 
As part of the agreement, Xerox will take the copiers and some computer printers owned by the district. 
Some printers will stay at schools.  
 
The project will centralize much of the copying teachers do each day and reduce the number of machines in 
each school. 
 
LPS plans to replace 375 copy machines, 80 fax machines and about 1,350 printers with 334 new 
devices that combine much of that technology. Such a system is possible because of the district's 
computer and fiber optics infrastructure. 
 
"What we're adding is a convergence of those things — technology that allows us to think of things 
differently,'' Odvody said. 
 
Printers in computer labs and media centers — where they are an integral part of students' work — will 
remain, Odvody said. 
 
But for teachers and administrators, a central part of the project is a print shop that will operate out of the 
district office. 
 
Teachers will be able to request print jobs online, and district officials hope they eventually will send as 
much as 50 percent of their work to the shop. Orders in by 3:45 p.m. will be delivered to the school by 7:15 
a.m. the next morning. 
 
Teachers will still use machines at their schools, but the print shop will, in addition to printing and copying, 
do the time-consuming tasks of collating, stapling and folding, Odvody said. Now, nearly all work is done at 
schools. 
 
The program is being piloted at Maxey and Randolph elementary schools, Mickle Middle School and 
Southwest High School. 
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"Overall, it's just been a positive experience,'' said Maxey Principal Patrick Decker. "It makes it easier for 
teachers and us because you don't have to stand over the copy machine.'' 
 
So just how much do the mounds of paper copied and faxed and scanned and printed cost the district? 
 
The answer is a complicated combination of costs for printing, faxing and copying and supplies, 
maintenance and technology.  
 
"It really comes down to the cost per impression,'' Odvody said. "Whether it goes up or down will help us 
stay the course.'' 
 
LPS estimates it spends $2.27 million a year on printouts, copies and faxes, a price that factors in 
depreciation and replacement costs of the machines. 
 
That translates into an average of 2.5 cents a copy, Odvody said. 
 
With the new system, he estimates that cost will be reduced by half a cent per copy — a $450,000 savings a 
year on those 91 million copies. 
 
 Although Xerox's base contract is for $1.4 million a year, Odvody estimated LPS would probably pay more 
like $1.8 million. 
 
That higher price includes more copies than Xerox's required minimum, estimates of higher-cost color work 
needed in some cases and the possibility of adding more machines, Odvody said. 
 
"Personally I  have some concerns about whether there are enough machines in the buildings,'' he said. 
 
Those machines, called multifunctional devices, or MFDs, can scan, print from computers, copy and fax. 
 
District officials say the machines will allow LPS  to make more use of double-sided copying and eliminate 
the need to print "junk'' faxes, Odvody said. 
 
Because of continually increasing demands, it remains to be seen whether the district will actually reduce the 
number of copies it makes, Odvody said. 
 
"This monster is growing on us,'' he said. "I'm hopeful we will be able to hold the line or reduce it." 
 
The new system would offer savings in other ways, Odvody said. 
 
n Time for teachers. 
 
n A fax system that uses fewer phone lines. 
 
n Elimination of maintenance, repair and replacement costs on outdated printers owned by the district. 
 
Any savings the district realizes will go back into the schools' supply budgets. 
 
 "This is not something the central office said, 'Here's something we can put on schools to make their lives 
miserable,''' Odvody said. "Here's principals saying, 'The cost of supplies and paper is killing my budget, 
what can you do to help me out?''' 
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The benefits, though, will come at a loss of some convenience for teachers, a bigger issue at the larger 
secondary schools.   
 
At Mickle, said Principal John Neal, many teachers had printers in their rooms. Now, to print out one copy 
for a student, they have to go to a central location in the school. 
 
"It affects some real immediate needs,'' he said. 
 
Some teachers used printers more than others, and the overall effect is still unknown, he said. 
 
Southwest Principal Jerry Wilks said the changes require teachers to plan differently. 
 
"I think personally it's improved things,'' he said. "It's just a change in how staff operates.'' 
 
One positive, Neal said, is improved quality. 
 
"The options you have for printing are remarkably better,'' he said. 
 
At Randolph, the program has been popular with teachers, said Principal Wendy Bonaiuto. 
 
"They're loving it,'' she said. 
 
And Bonaiuto hopes it will free up money for other needs. Last year, she said, she paid about $2,500 for 
copies teachers made above what was included in her supply budget. 
 
Schools will continue to have a say over how things run, Odvody said. They'll be able to keep additional 
printers, but the district won't maintain them.  
 
"You as a building can decide whether to spend money and supplies on those,'' he said. 
 
Two Xerox employees are assigned to the district for training and maintenance, Odvody said. 
 
During the pilot process, both Xerox and district officials have been accessible and helpful, principals said. 
 
The pilot programs, which allowed the district to test software and equipment, are winding down and the 
district plans to begin phasing in the system next month. 
 
The question, Bonaiuto said, is what happens when all the schools are on board. 
 
"The question I have for this pilot is one of scale. This is working wonderfully,'' she said. "What's it going to 
be like when there's 60 schools?''  
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Attachment Five: Xerox Total Satisfaction 
Guarantee 
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