





We Can Be Successful Problem Solvers

Tom Peeler, Executive Director
Mohave Educational Services Cooperative, Inc.

The online Merriam-Webster dictionary defines "Problem" as: a) A question raised for inquiry,
consideration or solution; b) An intricate unsettled question; and c) A source of perplexity,
distress or vexation. A problem occurs each time one must proceed from a given state to a
desired outcome. Therefore, I believe a practicable alternative definition is "Something to be
addressed."

Using my alternative definition, problems come in several forms.

e A "traditional” problem: Something wrong, bad, broken, or undesirable that must be
fixed.

s A "roytine” problem: Something arising from normal operations or activities that needs
addressing.

msp- A "planned" problem: A task or process to be defined, analyzed, resolved and
implemented.

Problem solving occurs each time one goes from a given state to a desired outcome. It is
one of the most complex of all undertakings. Problem solving requires effective application of
many skills including: listening, analysis, decision-making, communication, planning, and
action. Fortunately, we have been provided with the world's most powerful problem-solving
computer -- the human brain.

It is reported that the human brain is capable of 10 quadrillion instructions per second.
Compare that to the recognized world's fastest computer, IBM's Roadrunner, at 1 quadrillion
calculations per second.

The Roadrunner occupies 6,000 square feet of space, uses 57 miles of fiber optics and
weighs 500,000 pounds. It consists of 6,948 dual-core computer chips and 12,960 cell
engines. The Roadrunner has 80 terabytes of memory housed in 288 connected refrigerator-
sized racks. The cost was $100M.

Our brains fit inside our skulls and sit on top of our shoulders. Even with inflation, the cost
never approaches $100M. And we still out perform Roadrunner 10 to 1. Therefore, we have
more than enough brainpower for successful problem solving.

Listening is the most important of all problem-solving skills because it is the key to
understanding. Through listening we obtain the required information, get the facts straight,
properly identify the players, analyze the emotional quotient, and gain the confidence
required to solve a problem. Hearing is not synonymous with listening.

Hearing is the science of perceiving or apprehending sound by the ear. It is controlled by
the auditory system. Hearing requires no education or training, no conscious effort, no
understanding, and no action.

Think about a commercial on TV. Isn't it easy to tune out? You hear it. You know something
is being said. But it's basically just noise to you. Many times we don't even know what
product was being pitched.

Listening is an art. It is a voluntary activity. It requires hearing, focus, commitment,
openness, understanding, and action. Effective listening is a learned behavior requiring
most, if not all, of the following.

mep A conscious decision to listen to the other person and to stay focused on the
situation.

I Shutting out other activities and looking directly at the person.
e Hearing without interrupting.
e Stay objective and avoiding jumping to conclusions.

I Being engaged in the conversation and letting the other person know you are
listening.

Tom Peeler, Executive Director




L 4 Being conscious of body language and staying positive.

Stakeholders are the most important problem-solving resource. They have the most
knowledge of the situation, the most riding on the outcome, and are in the best position to
provide useful feedback. Stakeholders will also be the first to let you know that you missed
the boat.

A successful problem solver will include stakeholders early and often in the problem solving
process. This builds good will, conserves resources, facilitates success, and helps eliminate
the need to rework the solution.

There are many approaches to problem solving. However, I believe successful problem
solving involves some variation of the following steps.

Step 1: Define the problem

Step 2: Determine the outcome

Step 3: Develop and implement the solution
Step 4: Measure the results

Following the steps does not ensure a successful outcome. The success of the outcome will
be tied directly to the quality of work in each step.

You can't fix what you don't understand. Therefore, step 1 of the problem solving process is
to define the problem.

Problems are often defined during a time of emotion. This often results in less than complete
understanding. Misunderstanding often results in negative feelings and multiple attempts to
achieve a successful outcome. Invest sufficient time in this seemingly mundane step.

Useful steps to successfully identify a problem include the following:

mep-  Confirm that there is a problem through direct observation, research, complaints,
comments, suggestions, or requests.

mep  Get a handle on the problem by asking questions to determine the what, why, where,
when, how, and with whom.

e \\rite the problem down to ensure proper understanding.

msp Break complex problems into smaller problems to keep the process manageable and
to set priorities.

msp Verify that you understand the problem by reviewing your description with
stakeholders, team members, peers, and supervisors.

s Determine your role in the problem to help determine your proper role in problem
solving.
Problem solving is like taking a trip. You must determine where you're going before you can
get there. Getting on the highway to see where it takes you will probably lead to nowhere.
However, getting on the highway to go to Disney World in Orlando, Florida, should result in
a nice vacation. Without a conscious decision on a specific destination, you're aimlessly
wandering instead of traveling. Therefore, the second step in successful problem solving is
to determine the outcome.

It is essential that problem-solving focus on the outcome, not the solution. The outcome is
what stakeholders use or live with at the end of the process. Determining the outcome has
several steps.

e Begin at the end to determine the desired outcome.

s dentify the causes.

e dentify and analyze the alternatives.

s  Choose an outcome.

The next step in problem solving is to develop and implement the solution. The solution
is the action taken to get to the desired outcome. It includes tasks, schedules, measurement
criteria, etc. Developing and implementing a successful solution will involve key stakeholders
to do the following.

e Sclect the team that will develop and implement the solution.

L 2 Develop a clear understanding of the outcome.

mep Develop the solution and write it down.

s Obtain the required resources.

mep-  pyblish the solution.

msP  Tmplement the solution.

A successful implementation will comply with the written solution. Determine compliance by
monitoring progress. Monitor progress according to task completion criteria, timelines and
milestones. Immediately address issues with the implementation team, stakeholders and
management. Revise tasks, completion criteria, timelines, and milestones, as required. Write

down all applicable data. Issue periodic updates.

The final step in successful problem solving is to measure the results. Testing and
measurement are the only means to determine if the solution is on track, if it achieved the



desired outcome, or if the appropriate outcome was selected.

In my experience, measurement is the most commonly omitted step in successful problem
solving. It is commonly and erroneously assumed that the outcome was a success. Effective
measurement will include the following.

s Testing in accordance with the requirements in the implementation plan and
documenting the results.

I Analyzing test results to determine if the solution is on track to achieve the desired
outcome or if adjustments are required.

I Rolling out the solution with appropriate instructions and an efficient means for
stakeholders to get questions answered or to provide feedback.

I Performing post roll out testing and monitoring to ensure that the proper outcome
was selected.

m  Closing out the problem solving process by determining what was learned and
appropriate actions to avoid or to address similar problems in the future.

Problem solving is part of our personal and professional lives. We cannot avoid it. However,
we can be prepared to successfully solve any problem. While a viable process is important,
there are other things to remember about problem solving.

e Not all problems are bad. Some problems are routine needs that require a solution.

e problems are normal occurrences. They are not punishment for something you did or
did not do.

msP At a minimum, denying the existence of a problem only perpetuates it. It may also
make the problem more difficult or costly to solve.

s \ou can always do something, even if the outcome is less than optimal.

e problems often surface with emotion that results in less than optimal preconceived
solutions.

e Get past the emotion by taking time to gain proper understanding before determining
an outcome and developing a solution.

I People are quick to implement their own ideas. It may take a lot of effort to get the
same buy-in for a different solution.

s Be open-minded. You may be the one who needs to accept an alternative outcome
and solution.

msp-  Solve the problem, not the symptoms.

meP Take time to ensure the proper outcome was achieved. Otherwise, your time may
have been wasted.

Like it or not, we are all problem solvers. I trust this article provided you useful information
to better prepare you for this reality of life. Thank you for your time and thank you for
supporting Mohave.

7/10/08, JTP
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A successful implementation will comply with the written solution. Determine compliance by
monitoring progress. Monitor progress according to task completion criteria, timelines and
milestones. Immediately address issues with the implementation team, stakeholders and
management. Revise tasks, completion criteria, timelines, and milestones, as required. Write
down all applicable data. Issue periodic updates.

The final step in successful problem solving is to measure the results. Testing and
measurement are the only means to determine if the solution is on track, if it achieved the
desired outcome, or if the appropriate outcome was selected.

In my experience, measurement is the most commonly omitted step in successful problem
solving. It is commonly and erroneously assumed that the outcome was a success. Effective
measurement will include the following.

mep  Testing in accordance with the requirements in the implementation plan and
documenting the results.

P Analyzing test results to determine if the solution is on track to achieve the desired
outcome or if adjustments are required.

L 4 Rolling out the solution with appropriate instructions and an efficient means for
stakeholders to get questions answered or to provide feedback.

L 2 Performing post roll out testing and monitoring to ensure that the proper outcome
was selected.

mePp  Closing out the problem solving process by determining what was learned and
appropriate actions to avoid or to address similar problems in the future.

Problem solving is part of our personal and professional lives. We cannot avoid it. However,
we can be prepared to successfully solve any problem. While a viable process is important,
there are other things to remember about problem solving.

e Not all problems are bad. Some problems are routine needs that require a solution.

msp  problems are normal occurrences. They are not punishment for something you did or
did not do.

At g minimum, denying the existence of a problem only perpetuates it. It may also
make the problem more difficult or costly to solve.

e You can always do something, even if the outcome is less than optimal.

s problems often surface with emotion that results in less than optimal preconceived
solutions.

P Get past the emotion by taking time to gain proper understanding before determining
an outcome and developing a solution.

- pPeople are quick to implement their own ideas. It may take a lot of effort to get the
same buy-in for a different solution.

mep  Be open-minded. You may be the one who needs to accept an alternative outcome
and solution.

s Solve the problem, not the symptoms.

e Take time to ensure the proper outcome was achieved. Otherwise, your time may
have been wasted.

Like it or not, we are all problem solvers. I trust this article provided you useful information
to better prepare you for this reality of life. Thank you for your time and thank you for
supporting Mohave.

7/10/08, JTP
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Teamwork Brings in Fiscal Year 2009

Julia Tribbett, Director of Business and Operations

Sliding into the FY09 year. How did we get to July 2008? It seems that January and activating
the new process change for Mohave was just last week. My time does fly when we're having fun!

Mohave staff has spent the past six months cleaning up old process purchase orders, purchase
orders made out to Mohave, and working on modifications of our new processes. We are currently
working to make sure all invoicing on old process POs is complete.

Please note that in FY09 only lease and E-Rate purchase orders will be made out to Mohave and
the admin/transaction fee invoiced by Mohave. Maintenance/Service Rental orders have been
incorporated into the direct order process starting 7/01/08. Vendors will be billing you for the
admin fee on the contract items and will be remitting it back to Mohave.

If you have orders that are continuing from one fiscal year into the next, Mohave strongly
recommends referencing the original purchase order on your new year purchase order. This makes
future auditing much easier and will help vendors to process billing of the continuing project.

All Mohave staff appreciates the time and energy both members and vendors have exerted to
make the direct order process transition a success. Although our roles have changed a bit with the
new process, we continue to be committed to making information and usage of our contracts
available and an option in meeting procurement needs of our members.

Mohave procurement specialists will continue to review your direct order purchases orders and
annotate the pricing file on your purchase orders before stamping and sending them on the
member and the vendor. Our accounting staff will continue to audit closed purchase orders for
contract compliance. Mohave's IT department will insure our website offers all available updated
Mohave information and is user friendly. The Mohave contracts team will continue to administer
and manage contracts, approve pricing and promos, and work to ensure that Mohave contracts
are a good choice.

From all at Mohave, thank you for a successful step into the future. We will continue to be
available for questions and suggestions as we move into FY09.

7/8/08, JET
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What Do I Do Now?

Sue Watts, Accounting Manager

The end of the fiscal year has come and gone, the district should have received everything on the
purchase order by June 30, and now the vendor needs to be sure to bill for the product or service
so the member can pay it within the encumbrance period.

Things to remember, if you are the vendor:

1. You can only bill for product or service that was provided by June 30. If there was product
on either the Mohave purchase order (under the old process) or the member purchase
order (under the new process,) that the member did not receive by June 30, be sure to
contact the member to be sure they are going to issue a new year purchase order before
you ship any additional product.

2. Any Mohave purchase order still open at June 30 will be cancelled, and any replacement
purchase order must come from the member under the new process. Mohave will not
transition any purchase orders into the new fiscal year.

3. The member needs to receive an invoice in time to process payment. If the purchase
order came from Mohave, you must invoice Mohave, and we will bill the member and
pursue collection of the invoice. If the purchase order was addressed to you by the
member and came to you from Mohave with "MESC Reviewed" stamped on it, the member
must be billed direct. According to the USFR, the encumbrance period is 60 days after end
of the fiscal year. Be aware, however, that some districts make an effort to close their
books earlier than that, so the earlier they are billed, the earlier they can process
payment.

Things to remember, if you are a member:

1. If your purchase order was made out to Mohave, you should wait for an invoice from
Mohave. If you have received the product, but have not received a Mohave invoice, please
contact Mohave so that we can pursue getting an invoice from the vendor. If you have
received a vendor invoice, please forward a copy to Mohave and wait for a Mohave
invoice; sometimes the invoice goes direct to the member and we have not received a
copy.

2. If your purchase order was made out to the vendor and sent to Mohave for review, you
will have received confirmation from Mohave that the purchase order has been reviewed
and forwarded to the vendor. Payment on purchase orders that were made out to the
vendor should be paid direct to the vendor, even though your district is using the Mohave
contract.

3. If there is a problem with an invoice, whether it is a Mohave invoice or a vendor invoice, if
you have not received the product, if the product is not what you ordered, or if the
product is damaged, notify the purchase order addressee immediately. Sometimes the
member needs to take the first step to resolve issues and frequently, the person at
Mohave or at the vendor who can help, doesn’t know there is a problem until they hear
from you.

I hope that the process change that went into effect on January 1, 2008, has been successful for
both the vendor and the member. Mohave has tried to keep everyone informed of the process
change but if you missed out, please visit our website, www.mesc.org.

As always, Mohave is here to help you use our contracts. If you have questions or problems, give
us a call. We are always happy to help.

6/27/08, SW
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Process Change and the Effect on Price Updates

Mark DiBlasi, Contract Specialist II

Our process change officially took effect on January 1st of this year. Now that we are several
months into the process, the contracts team has begun to address secondary issues that have
arisen since then.

In our continual review of price files, the contracts team has come across some common problems
that can be easily addressed by our vendors. The first involves allowable state rates for mileage
reimbursement. We are finding that some contracts are still using the older rate of $.375 per
mile. The rate was updated to $.445 on 11/15/06. If your contract pricing is still utilizing these
older rates, you are entitled to increase your mileage rate to the newer rate of $.445. In-state
lodging and meal and incidental rates were also updated in January 2008. Contact your Contract
Specialist, and they can assist you in these changes.

Another common issue that we have encountered with the electronic price lists is with the Excel
workbooks not using simple formulas to calculate prices. Electronic price updates must include at
minimum the following: part numbers, descriptions, firm-fixed pricing or MSRP price along with
discounts and the final Mohave price. For price lists that are submitted in the Excel format a
simple formula can be used to calculate the Mohave prices. Using the following formula will ensure
that any changes to the MSRP price, or pre-approved increases in the discount offered will
calculate a proper and correct Mohave price. The formula is: MOHAVE PRICE=MSRP*(1-
DISCOUNT).

For a sample of the above formula, contact your Contract Specialist. You may contact me at
mark@mesc.org or (928) 718-3220. Nancy Colbaugh can be reached at nancy@mesc.org or (928)
718-3228.

The contracts team always likes to hear from our members. To request a contract go to the
Solicitation Request page http://www.mesc.org/solicitation request.html. To give us feedback on
our contracts, go to the vendor performance report http://www.mesc.org/performance report.html.

Rev. 7/14/08, MD
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KINGMAN
625 E. Beale St.
Kingman, AZ 86401
(928) 753-6945

PHOENIX
5225 N. Central Ave. #218
Phoenix, AZ B5012
(602) 277-4290

TUCSON
4750 N. Oracle Rd. #2116
Tucson, AZ B5705
(520) 888-9664

From Outreach and Education...

Members...please help us serve you better...take the time to complete our new contract
survey! Your input will help decide what type of contracts Mohave adds to the
cooperative.

The survey was designed to take less than 30 minutes to complete, and your input is critical to
our future partnership and success! Also, for the first time, Mohave sent out a survey to our
Education members (K-12, universities, colleges, and other education related) geared towards
their needs and a separate survey to our Government members (cities, counties, and other
government). We know that to be successful we must understand the unique needs and
differences of our education and other government entities.

We are asking that you complete this survey by July 31, 2008. We only require one input
per organization. If your organization did not receive the survey, please contact me, and I will
forward the survey link to you.

At this time, Mohave is also surveying a Member Focus Group on some additional initiatives, and
we will be doing the same with our Vendor Focus Group in August.

Our intention for this survey is to send the results (and analysis) to all individuals who complete
the survey.

In case you haven't heard it from your boss lately, thanks for all you do! You are making a
difference.

Mark A. Kinsey

Director of Outreach and Education

Mohave Educational Services Cooperative, Inc.
5225 N. Central Ave. #218

Phoenix, AZ 85012

Email: markk@mesc.org
Phone: (602) 277-4290

P.S. Our annual customer service survey will be going out in August to both our members
and vendors.

7/9/08, MAK
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News from ASPIN Food Services

Bette Thompson, Director of ASPIN
Our new contracts have been awarded for the 08/09 school year.

Food and Supplies
Shamrock Foods Company, Mohave Contract #08C-SFC-0701

Bread and Bakery Products
Holsum Bakery, Mohave Contract #08D-BAKE-0701

Milk and Dairy Products
Shamrock Dairy, Mohave Contract #08C-SHAM-0701

Produce
Rainbow Produce, Mohave Contract #08C-RAIN-0701
Shamrock Foods Company, Mohave Contract #08C-SFC-0701

We are busy working with our members to clean up any FYO8 receivables. We want to thank our
members for their timely payment of ASPIN invoices. Steven Gord is working with all members to
receive new purchase orders for the 08/09 school year. We have run our year end numbers and
have notified members of their 08/09 ASPIN Maintenance fees. In the next couple of weeks, we
will be reviewing each ASPIN members holding fund and requesting adjustments as necessary.

We will start working on our project to have the nutrition information for all of our contracted
products available to our members online. In the meantime, if our members need nutrition
information, they can contact their ASPIN representative, and we will forward the information.

In the next few weeks, we will be gathering usage information from our members. Schools will be
placing large orders in late July and August. The more information we can give our vendors
regarding usage, the more prepared they will be for the large demand on products.

We want to welcome the Fowler Elementary District and the Nogales Unified District to ASPIN.
Both districts will begin ordering in July.

We are looking forward to a successful and exciting school year!

7/11/08, BT
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A "Training: It's for Dinner!"

Mark Kinsey, Director of Outreach and Education

During my 25+ year professional career, I have discovered and many authors have
commented on the need for organizational training. By my statement above, I am trying
to convince you that it is critical that you allocate the proper time and resources to
training (just like the careful planning that goes into making a great dinner, right?)
both your internal and external customers.

This past year, the Mohave staff has spent considerable time in training and providing
training to members and vendors. For the most part, this training was geared at
incorporating the new process change; however, Mohave has also spent a great deal of
time training the staff in other areas such as our most recent "general problem
solving."

Our Executive Director, Mr. Tom Peeler, went in depth in researching how individuals
and organizations can better problem solve. He examined the many facets of problem
solving to include a great section called "on the go" problem solving. We even ended by
analyzing a specific real-world scenario the leadership at Mohave was dealing with.

The point of this discussion is that all organizations must take the time to
examine their key weaknesses and develop a training plan to correct those
weaknesses. My experience is that organizations that don’t take the time to analyze
their deficiencies and train for those areas end up with far larger problems down the
road.

Among the many things that Mohave Educational Services Cooperative prides itself on is
its recognition of the value of training its staff. We know many of you do similar things
in this area.

If you need help planning your organization's "dinner" (..I mean training plan) in the
areas of procurement or cooperative purchasing...please give me a call, I would love to
offer some additional insight and possibly some Mohave training options.

Finally, a pitch for the training you will receive at Mohave Expo 2008. If you have
not signed up for Mohave Expo 2008, you really need to. Whether you are a member or
vendor there is some really great training that is going to take place. For members,
there is also the great opportunity to see and ask questions about the many great
Mohave contracted vendors. For all attendees, there is one afternoon session where
members and vendors jointly discuss the importance of proper communication and
documentation. In the other afternoon session, Mohave staff walk attendees through the
revised Mohave website. If you want using Mohave contracts to be easier, you must
attend this Expo. See you there!
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New Contracts
RFP 08C-0508 awarded July 1, 2008:

Category 4 - Fresh Produce

Rainbow Produce Company 08C-RAIN-0701
Rainbow supplies and delivers fresh produce. ASPIN members only.

RFP 08C-0508 awarded June 17, 2008 (Contracts effective July 1, 2008):

Category 1 - Food and Related School Cafeteria Supplies and
Category 4 - Fresh Produce

Shamrock Foods Company 08C-SFC-0701
Shamrock supplies and delivers food, fresh produce, and related cafeteria supplies. Must be a member of
ASPIN to participate.

Category 3 - Milk and Dairy Products

Shamrock Farms 08C-SHAM-0701
Supplier of milk and dairy products. Must be a member of ASPIN to participate.

Note: Category 2 (Bread and Baked Goods) rebid as RFP 08D-0604. See award below.

For information about these contracts, please contact Director of ASPIN Bette Thompson at (520) 888-9664 or (800)
552-3534.

RFP 08D-0604 (Bread and Baked Goods) awarded June 17, 2008 (Contract effective July 1, 2008):

Holsum Bakery, Inc. 08D-BAKE-0701
Holsum supplies and delivers baked goods. Must be a member of ASPIN to participate.

For information about these contracts, please contact Director of ASPIN Bette Thompson at (520) 888-9664 or (800)
552-3534.

RFP 08B-0328 (Facility Electronic Systems to include Security, Fire, Intercommunications, Video Surveillance,
Multimedia Presentation/Distribution, Permanent Sound Systems and Master Clocks) awarded May 28, 2008:

Climatec Building Technologies Group 08B-CLIM-0528

Climatec provides planning, design, installation, and maintenance for fire detection and suppression,
security alarms, intercoms, clocks and media management. Brands include: GE, Dukane and more.L-16
Fire Protection System LicenseL-39 AC and Refrigeration LicenselL-11 Electrical License

Contact: Bob King (602) 944-3330

Commercial Systems Technology, Inc. 08B-CST-0528

CST provides security, fire alarms, intercoms, media management/distribution, clocks, monitoring services
and more. Brands include: Bogen, Siemens, Bosch and Blonder Tounge and more.L-67 License

Contact: Dennis B. Edwards (480) 890-2260

Detection Logic, Inc. 08B-DLI-0528

Detection Logic, Inc. sells and installs Facility Electronic Systems, Security, Fire, Intercommunication,
Video Surveillance, Multimedia Presentation/Distribution, Permanent Sound Systems, monitoring services
and Master Clocks. Brands include: Teradon, Notifier, Bosch and more.Licenses: L-11, L16, L67
Contact: Mitch Dubin (623) 872-1570

Fire Security Electronics and Communications, Inc. 08B-FIRE-0528

Fire Security provides security, fire alarms, intercoms, media management/distribution, clocks, monitoring
services and more. Brands include: Bosch and Telcor and more.L-67 License

Contact: Curt Thurman (602) 564-7770

Netsian Technologies Group 08B-NTG-0528

Netsian Technologies Group sells and installs voice, security, fire alarms, intercoms, media
management/distribution, clocks. Brands include: Gamewell, Blonder Tounge, Rauland, Pelco and
more.Licenses: L-67, K-11, L-05, A-17, KB-01, L-39

Contact: Paul deAlva (480) 505-6871

Network Infrastructure Corporation 08B-NIC4-0528

NIC installs intercoms, media management/distribution, clocks and more. Brands include: Bogen,
Panasonic, Blonder Tounge and more.L-11 LicenseA-E LicenseB-01 License

Contact: Brent Graves (800) 696-6915 x2304

Safeguard Security and Communications, Inc. 08B-SAFE-0528



Safeguard provides planning, design, installation, and maintenance for fire detection and suppression,
security alarms, intercoms, clocks, media management and monitoring services. Brands include: Notifier,
Rauland, Pelco and more.L-67 License

Contact: Michael Cain (480) 609-6272

Contract Cancellations and Expirations
The following contracts were cancelled by Mohave on June 30, 2008:

Darcomm Network Solutions 050-EDAR-1222
Munis, Inc. 04W-MUNIS-0929

The following contracts expired on June 1, 2008, having run their full term:

Shamrock Dairy/Shamrock Foods 03B-SHAM-0326
Holsum Bakery, Inc. 03B-BAKE-0326

Rainbow Produce Company 03B-RAIN-0326
Shamrock Foods Company 03B-SFC-0326

The following contracts ran their full term and expired on May 20, 2008:

Commercial Systems Technology, Inc. 03A-CST-0321 (Replaced with 08B-CST-0528)

Compel, LLC 03A-CMPL-0321

Fire Security Electronics and Communications, Inc. 03A-FIRE-0321 (Replaced with 08B-FIRE-0528)
Johnson Controls, Inc. 03A-]JCI-0321

Netsian Technologies Group 03A-NTG-0321

Network Infrastructure 03A-NIC4-0321 (Replaced with 08B-NIC4-0528)

Safeguard Security and Communications, Inc. 03A-SAFE-0321 (Replaced with 08B-SAFE-0528)
World Wide Technology/IKON IT Source 03A-WWTI-0321

Procurement Schedule

RFP 08E-0801 (Issued 7/2/08, open 8/1/08, award needed by 9/24/08)
Buses and Bus Parts (Replacement for 03C)

RFP O8F (Regions set 3/28/08, initial drafts 6/16/08, final draft 6/27/08, issue 7/11/08, pre bid 7/15/08, open 8/8/08,
projected award date 9/19/08)
Architects and Engineering Services -- by Region (New)

RFP 08G (Issue 6/20/08, open 7/18/08, award needed by 11/6/08)
Professional Consulting Services: IT, Purchasing (potential for other disciplines) (Replacement for 03C)

RFP 08H (Issue 7/3/08, open 8/8/08, award needed by 1/20/09)
Indoor Signs (Replacement for 03D)

RFP 08I (Issue 7/11/08, open 8/8/08, award needed by 11/6/08)
Project Management (Replacement for 03C)

RFP 08J] (Issue 8/29/08, open 9/26/08, award needed by 1/26/09)
Leasing (Replacement for 03D)

RFP 08K (Issue 9/12/08, open 10/10/08, award needed by 1/27/09)
Furniture, Lockers, Cafeteria Tables (Replacement for 03D)

RFP 08L (Issue 10/3/08, open 11/7/08, award needed by 1/28/09)
CAD/CAM Software (Replacement for 03D)

RFP 08M (Issue 11/14/08, open 12/12/08, award needed by 1/28/09)
Mini Computers/IBM iSeries (Replacement for 03D)

List Updated 7/14/08





