
Bid Checklist 
 
 
Proposal:     
 
Awarded Vendor(s):   
 
Award Date:             Contract Number:  
 

Copy of Public Notice/Legal Ad(s) 

Copy Of Release (via Public Purchase) 

Copy of Bid Specifications (includes Q&A, addenda if issued) 

Copy of Closing (via Public Purchase) 

Notification Report 

Access Report (via Public Purchase) 

Opening Record 

Copy of Bids Received 

Evaluation Compilation/Executive Summary 

Copy of Award Letter 

Copy of Rejection Letter 

Copy of Signed Contract(s) 

Board Acceptance of Bid 

RFP #21.1 - Sound Amplification Solutions

Lightspeed Technologies & Marco Technologies

June 9, 2020 21.1 - LST & 21.1 - MCO















From: Public Purchase
To: Lisa Truax
Cc: Melissa Mattson
Subject: Release Successful on Bid RFP #21.1 - Sound Amplification Solutions
Date: Monday, April 20, 2020 9:04:43 AM

Lisa M Truax:

Bid  "RFP #21.1 - Sound Amplification Solutions"
Status: Release Successful on Apr 20, 2020 8:04:32 AM MDT

You can check the released bid by going to the following address:
http://www.publicpurchase.com/gems/bid/bidView?bidId=127368

If you have any questions regarding this bid, please contact our Customer Support Staff at
agencysupport@publicpurchase.com

Thank you for using Public Purchase.

MK= 2NuCYNIXELMOoVbjIxaI2Q==
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I. Introduction   

II. Solicitation Procedures 
A. Vendor Qualifications 

B. Required Securities  
Bid Bond: 



Performance Bond (for construction and/or installation related projects): 

 



C. RFP Timeline:
Date/Time Event 

May 20, 2020, at 10:00 a.m. CT Deadline for Submission 

D. Non-Required Conference Call:

.   
Dial-in Number:   
Meeting ID:  

 
E. RFP Submission 

Public Purchase:  

 
 
Submission of Proposals:  

F. RFP Particulars 
Correction of RFP Documents:

 
Addenda:

 



Interpretations: 

Modifications or Withdrawal of a Proposal:

Opening of Proposals (Opening Record):

 
G. Solicitation Evaluation 

Factor Guidance 

 
 <Vendor A> 

Criteria Points Average Points Awarded 



Total Technical Points 240 0 

Total Pricing Points 260 0 
Total Score 500 0 

 
Rejection of Any or All Proposals:  

 

H. Contract Award 
Binding Contract:  

Notification of Intent to Award: 

 
Contract Term:  

 
Administrative Fee:  

  

Sales Reports Required of the Vendor: 



Contract Development:  

Audit Packet:

III. Technical Specifications  
Scope of Work:

Objective:

 

B. Quantity History: 

 
 



 
 

C. Terms and Conditions:   
General:

Equipment and Supplies: 

Pricing: 



 
Freight and Delivery: 

Design Layout and/or Installation Services: 



Quality Assurance, Warranty & Maintenance Plans: 

 

 

 
 

 
 

 
 

 

 
 

Training:



 
Advertising and Marketing:

 

  



Appendix A: Sales Report Template 



Appendix B: New Vendor Implementation Checklist – Sample 

Task Description Target Completion  Completed By 
1. CPC Vendor Orientation 

2. Vendor/Supplier Login Established – Express 
(if applicable) 

3. Sales Training and Roll Out 

4. Web Development/Express Store (if 
applicable) 

5. Marketing 

*All materials will be approved by Vendor before 
disbursement 

6. Marketing – Vendor 

*All materials will be approved by CPC before 
disbursement 

7. Management Strategies 
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General Terms & Conditions 

Assignment

 
Amendments: 

.

Audit:

 
Awarded Vendor:

 
Awards:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Byrd Anti-Lobbying Amendment:

 
Collusion:

 
Confidential Information: 

 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

Costs of Preparation:

 
Debarment and Suspension: 

 
Default Contract: 

 
Defects:  

 
Delivery:  

 
Express Online Marketplace:  

 
Entire Agreement:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Federal Requirements:

Federal Uniform Guidance:

 
Fiscal Year:

 
Force Majeure:  



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Governing Law:  

 
Governing Venue:

 
Hold Harmless: 

 
Insurance:  

 
 
Leasing and Rental Agreements:

 
Marketing and Promotion:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

Minority and Women-Owned Business:

 
New Agency Notification:

 
Non-Discrimination:

 
Notices:  

 
Ordering:

 
Patent Indemnification: 
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Participating Agency:

 
Party: 

 
Payment: 

 
Payment; Invoices:

 
Prompt Payment:

Protests:

 
Qualified Respondent:

 
Recalls:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

Relationship of Parties:

 
Respondent:

 
Rights and Obligations Upon Termination:

 
Risk of Loss:

 
Safety Data Sheet (SDS):

 
Sales Representation and Marketing:

 
Sales Tax:

 
Severability:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Substance Use and Conduct:

 
Substitutions:  

 
Termination:

 
 
Tri-State Area: 

 
Value Added Attributes:

 
Vendor Orientation (CPC 101):

 
Waiver: 



Vendor Questionnaire 
RFP #21.1 – Sound Amplification Solutions 

Instructions 

Vendor Questionnaire – Name of 
Company

The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”: 
 

 
   

 
 

 
 

 

 
 
 
 
 
 
 
  



 
Name of Company: 
 
Company Address: 
 
City, State, Zip code: 
 
Website: 
 
Phone:  

Provide the following company contacts that will be working with this anticipated contract.  Include name, email and 
phone number(s). 

Name Email Phone 
General Manager 
Contract Manager 
Sales Manager 
Marketing Manager 
Customer Service Manager 
Account Manager(s) 

List will be responsible for receiving updated membership lists.   
Name Email Phone 

List who will be responsible for submitting sales reports and administrative fee payments every quarter. 
Name Email Phone 

List who will be responsible for conducting audits as requested by CPC. 
Name Email Phone 

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status. 

x Business Type/Classification x Business Type/Classification

Company Information 



1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.). 

2. Provide evidence of what your organization is doing to remain viable in the industry. 

3. Describe your customer retention (i.e. customers who are served that continue to be repeat customers).   

4. Describe the number of agencies your organization, on average, provides sound amplification solutions for 
each year in CPC’s tri-state area of Minnesota, North Dakota and South Dakota? 

5. Is your organization able to service all areas within CPC’s tri-state area?  
 
  Yes  No 
 
If NO, explain why your organization is not able to service a particular area and/or state.  

6. List the other contracts you have in place that could be accessed by our membership for your products (e.g. 
other consortiums) in the tri-state area?   

7. Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
tri-state area. 

8. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
through your company. 

9. List the agencies, if any, you would exempt from this contract (i.e. current agencies that you are currently 
serving that will be exempt from pricing submitted with this proposal). 

1. Describe how your company markets directly to potential customers.

2. Describe marketing collateral and sales campaigns that have been successful for your organization in the past.  
Describe how your organization plans to utilize your marketing staff with this anticipated contract.   

3. Describe your organization's ability to participate in conference tradeshows and how you will position the 
contract at those tradeshows.  List all, conference tradeshows that your organization has attended in the last 
three (3) years. 

4. Describe how your company will position this contract to CPC’s participating agencies if awarded. 

5. Describe how you plan to inform and train your personnel on the details and promotion of the contract. 

1. Describe how your organization works with agencies to determine payment terms. 

Qualifications & Experience (45 points) 

Marketing & Partnership (25 points) 

Financials & Level of Support (30 points) 



2. Does your company accept payment by procurement card?  If so, is the participating agency assessed a fee for 
purchasing with a procurement card? 

3. Describe your proposed order process for this proposal and contract award.  Specify if you will be including a 
dealer network and how they will be involved. 

4. Indicate the level of support your company will offer on this contract category. 
 

 

If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums:

5. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years? 

 
  Yes  No 
 
If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services. 

6. Has your company been disbarred and or suspended in doing business within the United States? 
 
  Yes  No 
 
If YES, list what states, the reason for debarment and/or suspension and its effective dates. 

1. Describe your company’s ability to provide maintenance and support services for the proposed products.  
Describe how a participating agency would seek maintenance and obtaining required pieces should equipment 
fail. 

2. Describe your warranty program, including any conditions and requirements to qualify claims procedure and 
overall structure. 

3. Do all warranties cover all products/equipment parts and labor? 
 
  Yes  No 
 
If NO, describe the exceptions to coverage.  

4. Do warranties impose usage limit restrictions? 
 

Yes No
 
If YES, describe the restrictions.

5. Do warranties cover the expense of technicians' travel time and mileage to perform warranty repairs? 
 

 Yes  No 

Warranty (35 points) 



 
If NO, describe why travel and mileage are not covered.  

6. List any additional limitations or circumstances that would not be covered under your warranty? 

7. List any geographic areas within CPC’s tri-state area for which your organization cannot provide a certified 
technician to perform warranty repairs.  How will CPC participating agencies in these areas be provided service 
for warranty repair? 

1. Provide a narrative description of the products and services you are offering in your proposal. 

2. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology and product line.  

3. Describe the power/source connection for your proposed sound amplification solution(s).  Describe any 
additional connection features that your solutions provide (i.e. multimedia connectivity, ADL outputs).  

4. Describe the type of frequency used by your sound amplification solution(s) and how feedback and other 
frequency waves are mitigated from cutting in or over a sound wave.  Describe if Bluetooth connectivity is 
possible and if there are any concerns to be addressed with your proposed solution.  

5. Describe how and if your solution can integrate with current facility sounds solutions and to what extent.  

6. Describe if your sound amplification solutions require software to operate and run the system.  Describe all 
costs associated with this software/service.  

7. Describe how your sound amplification solutions coordinate or work in conjunction with life safety 
requirements (i.e. emergency notifications).

8. Describe in detail how the installation is performed by your employees or by subcontractors.  Describe any 
required certifications, etc. require for installation. 

9. Describe any unique applications of your sound’s amplification solutions. 

10. Describe in detail your proposed exchange and return program(s) and policy(s). 

11. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC. 

1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP. 

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions: 

RFP section number and page number 
Describe the exception 

Industry Specific Information (100 points) 

Exceptions & Deviations (10points) 



Explanation of why this is an issue 
A proposed alternative to meet the needs of participating agencies and the cooperative 

Provide three (3) references that have purchased products and/or services that apply to the scope of this proposal.  
A contact name, phone number and email will be required. 

Reference #1 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 
 
Reference #2 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 
 
Reference #3 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 

1. Exhibit A – Marketing Plan – Name of Company (15 points) 

References  

Additional Requirements  
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Vendor Forms & Signatures 
RFP #21.1 – Sound Amplification Solutions 

Instructions 

Vendor Forms & Signatures – Name of 
Company

The following sections will need to be completed prior to submission and submitted as one single PDF 
titled “Vendor Forms & Signatures – Name of Company”: 
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Instructions:  

Acknowledgment:  

Addendum Numbers Received : 
 

Authorized Signature 

Date  

Acknowledgment: 
  

Authorized Signature 

Date  

Addendum Acknowledgement 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

Instructions: 
 

Part I: Vendor 

 
Business Name 

 
Date 

 
Address 

 
City, State, Zip 

 
Contact Person  

 
Title 

 
Authorized Signature 

 
Title 

 
Email 

 
Phone 

Part II: CPC 

 
Awarding Agency 
 
Authorized 
Representative 
 
Name Printed or Typed 
 
Awarded this 

 
day of 

 
Contract Number 

 
Contract to Commence 

Contract Offer & Award 
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Instructions:  

1. Violation of Contract Terms and Conditions 

2. Termination for Cause of Convenience 

3. Equal Employment Opportunity

Uniform Guidance “EDGAR” Certification Form 
200 CRF Part 200 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

4. Davis Bacon Act 

5. Contract Work Hours and Safety Standards Act 

6. Right to Inventions Made Under a Contract or Agreement 

7. Clean Air Act and Federal Water Pollution Control Act 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

8. Debarment and Suspension 

9. Byrd Anti-Lobbying Amendment 

10.Procurement of Recovered Materials 

11.Profit as a Separate Element of Price 

12.General Compliance with Participating Agencies 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

By initialing the table (1-12) and signing below, I certify that the information in this form is true, 
complete and accurate and that I am authorized by my business to make this certification and all 
consents and agreements contained herein. 
Vendor Certification (By Item) Vendor Certification: 

YES
NO,

Initial 

Name of Business 

Signature of Authorized Representative 

Printed Name/Title 

Date
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Instructions:

Subcontractor Utilization Form 
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Your organization’s uploaded proposal should include the following submitted and correctly labeled 
documents: 

X Document Title How to be Submitted 

  

 
 

Signatures Required 

 

IMPORTANT:  must be
will not be accepted

Authorized Signature 

Printed Name/Title 

Date

Solicitation Checklist 







From: Public Purchase
To: Lisa Truax
Cc: Melissa Mattson
Subject: Addendum Release Successful on Bid RFP #21.1 - Sound Amplification Solutions
Date: Monday, May 4, 2020 11:19:40 AM

Lisa M Truax:

Bid  "RFP #21.1 - Sound Amplification Solutions"
Status: Release Successful on Apr 20, 2020 8:04:32 AM MDT

You can check the released bid by going to the following address:
http://www.publicpurchase.com/gems/bid/bidView?bidId=127368

If you have any questions regarding this bid, please contact our Customer Support Staff at
agencysupport@publicpurchase.com

Thank you for using Public Purchase.

MK= BXJwXN7K2Rxsreqqeit3RA==







From: Public Purchase
To: Lisa Truax
Cc: Melissa Mattson
Subject: Addendum Release Successful on Bid RFP #21.1 - Sound Amplification Solutions
Date: Monday, May 4, 2020 2:28:57 PM

Lisa M Truax:

Bid  "RFP #21.1 - Sound Amplification Solutions"
Status: Release Successful on Apr 20, 2020 8:04:32 AM MDT

You can check the released bid by going to the following address:
http://www.publicpurchase.com/gems/bid/bidView?bidId=127368

If you have any questions regarding this bid, please contact our Customer Support Staff at
agencysupport@publicpurchase.com

Thank you for using Public Purchase.

MK= 7Zg2TLweb4lX9PuGvuHUOQ==







From: Public Purchase
To: Lisa Truax
Cc: Melissa Mattson
Subject: Addendum Release Successful on Bid RFP #21.1 - Sound Amplification Solutions
Date: Friday, May 8, 2020 8:34:10 AM

Lisa M Truax:

Bid  "RFP #21.1 - Sound Amplification Solutions"
Status: Release Successful on Apr 20, 2020 8:04:32 AM MDT

You can check the released bid by going to the following address:
http://www.publicpurchase.com/gems/bid/bidView?bidId=127368

If you have any questions regarding this bid, please contact our Customer Support Staff at
agencysupport@publicpurchase.com

Thank you for using Public Purchase.

MK= lHkQleqQjNM31SIKMOLC+Q==







From: Public Purchase
To: Lisa Truax
Subject: Public Purchase - RFP #21.1 - Sound Amplification Solutions Closed Notification
Date: Wednesday, May 20, 2020 10:00:04 AM

Lisa M Truax:

The bid RFP #21.1 - Sound Amplification Solutions has closed on May 20, 2020 9:00:00 AM MDT

To see more details on this bid go to

http://www.publicpurchase.com/gems/bid/bidView?bidId=127368

Thank you for using Public Purchase.

MK= wWgGLHFS9eexrVDpYTyk+g==



Notifications Report
Agency Cooperative Purchasing Connection
Bid Number 127368
Bid Title Sound Amplification Solutions

Vendor Name State Invitation Date Email Reason











Access Report
Agency Cooperative Purchasing Connection
Bid Number 21.1
Bid Title Sound Amplification Solutions

Vendor Name Accessed First Time Most Recent Access Documents
Most Recent Response

Date
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Completed Marketing Plan.pdf
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Insurance Documents.pdf
SAFE Concept Flyer DC-40420 Print.pdf
Signed Bond.pdf
Signed Vendor Forms.pdf
UT-Certificate of Good Standing 2020.pdf
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ANY PROPRIETOR/PARTNER/EXECUTIVE
OFFICER/MEMBER EXCLUDED?

ADDL SUBRINSR
LTR INSD WVD

DATE (M M/DD/YYYY)

CONTACTPRODUCER NAME:
FAXPHONE
(A/C, No):(A/C, No, Ext):

E-M AIL
ADDRESS:

INSURER A :
INSURED INSURER B :

INSURER C :

INSURER D :

INSURER E :

INSURER F :

POLICY EFF POLICY EXP
TYPE OF INSURANCE LIMITSPOLICY NUMBER (M M/DD/YYYY) (M M/DD/YYYY)

AUTOMOBILE LIABILITY

UMBRELLA LIAB

EXCESS LIAB

WORKERS COMPENSATION
AND EMPLOYERS' LIABILITY

DESCRIPTION OF OPERATIONS / LOCATIONS / VEHICLES (ACORD 101, Additional Remarks Schedule, may be atta ched if more space is required)

AUTHORIZED REPRESENTATIVE

EACH OCCURRENCE $
DAMAGE TO RENTED

CLAIMS-MADE OCCUR $PREMISES (Ea occurrence)

MED EXP (Any one person) $

PERSONAL & ADV INJURY $

GEN'L AGGREGATE LIMIT APPLIES PER: GENERAL AGGREGATE $
PRO-

POLICY LOC PRODUCTS - COMP/OP AGG $JECT
$OTHER:

COMBINED SINGLE LIMIT $(Ea accident)
ANY AUTO BODILY INJURY (Per person) $

OW NED SCHEDULED BODILY INJURY (Per accident) $AUTOS ONLY AUTOS
HIRED NON-OW NED PROPERTY DAMAGE $(Per accident)AUTOS ONLY AUTOS ONLY

$

EACH OCCURRENCE $OCCUR

CLAIMS-MADE AGGREGATE $

$DED RETENTION $
PER OTH-
STATUTE ER

E.L. EACH ACCIDENT $

E.L. DISEASE - EA EMPLOYEE $
If yes, describe under

E.L. DISEASE - POLICY LIMIT $DESCRIPTION OF OPERATIONS below

INSURER(S) AFFORDING COVERAGE NAIC #

COMMERCIAL GENERAL LIABILITY

Y / N

N / A
(Mandatory in NH)

SHOULD ANY OF THE ABOVE DESC RIBED POLICIES BE CANCELLED BEFORE
THE EXPI RATION DATE THEREOF, NOTICE WILL BE DELIVER ED IN
ACCORDANCE WITH THE POLICY PROVISIONS.

THIS IS TO CERTIFY THAT THE POLICIES OF INSURANCE LISTED BELOW HAVE BEEN ISSUED TO THE INSURED NAMED ABOVE FOR THE POLICY PERIOD
INDICATED. NOTWITHSTANDING ANY REQUIREMENT, TERM OR CONDITION OF ANY CONTRACT OR OTHER DOCUMENT WITH RESPECT TO WHICH THIS
CERTIFICATE MAY BE ISSUED OR MAY PERTAIN, THE INSURANCE AFFORDED BY THE POLICIES DESCRIBED HEREIN IS SUBJECT TO ALL THE TERMS,
EXCLUSIONS AND CONDITIONS OF SUCH POLICIES. LIMITS SHOWN MAY HAVE BEEN REDUCED BY PAID CLAIMS.

THIS CERTIFICATE IS ISSUED AS A MATTER OF INFORMATION ONLY AND CONFERS NO RIGHTS UPON THE CERTIFICATE HOLDER. THIS
CERTIFICATE DOES NOT AFFIRMATIVELY OR NEGATIVELY AMEND, EXTEND OR ALTER THE COVERAGE AFFORDED BY THE POLICIES
BELOW. THIS CERTIFICATE OF INSURANCE DOES NOT CONSTITUTE A CONTRACT BETWEEN THE ISSUING INSURER(S), AUTHORIZED
REPRESENTATIVE OR PRODUCER, AND THE CERTIFICATE HOLDER.
IMPORTANT: If the certificate holder is an ADDITIONAL INSURED, the policy(ies) must have ADDITIONAL INSURED provisions or be endorsed.
If SUBROGATION IS WAIVED, subject to the terms and conditions of the policy, certain policies may require an endorsement. A statement on
this certificate does not confer rights to the certificate holder in lieu of such endorsement(s).

COVERAGES CERTIFICATE NUMBER: REVISION NUMBER:

CERTIFICATE HOLDER CANCELLATION

© 1988-2015 ACORD CORPORATION. All rights reserved.
The ACORD name and logo are registered marks of ACORDACORD 25 (2016/03)

CERTIFICATE OF LIABILITY INSURANCE
Policy Number:

9858 S 6150 W
West Jordan, UT 84041

Troy G. Ricks Insurance Agency

2030 W 5400 S

Taylorsville, UT 84129

(801)964-0099

Date Entered:

(801)955-1200

tayler.tricks@farmersagency.com

Farmers Insurance Group

Audio Enhancement Inc.

76-06590-28-34 05/14/2020

A

   2,000,000

76-06590-28-34 6/15/2019 6/15/2021

   2,000,000

   1,000,000
Per Project

   1,000,000

     100,000

       5,000

   1,000,000

B 76-06590-28-34 6/15/2019 6/15/2021

B     3,000,000

76-60477-55-59 6/15/2019 6/15/2021

C 76-B06077263 6/24/2019 6/24/2021
   1,000,000

   1,000,000

   1,000,000

Certificate holder listed as addtional insured.

Cooperative Purchasing Connection
1001 East Mount Faith Ave
Fergus Falls, MN 56537

21652

21687

5/15/2020

Mid Century Insurance Company
Truck Insurance Exchange

1,000,000

B Leased Equipment 76-06590-28-34 6/15/2019 6/15/2021 $50,000

$500.00

LIMIT

DEDUCTIBLE

Prof. E & O 

B Cargo Coverage 50,000
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Vendor Questionnaire 
RFP #21.1 – Sound Amplification Solutions 

Instructions 
Contained herein is a questionnaire required by the Cooperative Purchasing Connection (CPC).  Please note, while 
some information is merely informational, some will be used during the evaluation and vetting process. 
 
To submit the required forms, follow these steps: 

1. Read the document in its entirety. 
2. Respondents must use the Vendor Questionnaire to its capacity.  Attached exhibits and/or supplemental 

information should be included only when requested (i.e. Marketing Plan). 
3. Complete all questions. 
4. Save all pages in the correct order to a single PDF format titled “Vendor Questionnaire – Name of 

Company”. 
5. Submit the Vendor Questionnaire, along with other required documents in Public Purchase.   

 
 
The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”: 
 

1. Company Information 
2. Qualifications & Experience   
3. Marketing & Partnership   
4. Financials & Level of Support   
5. Warranty   
6. Industry-Specific Information 
7. References 
8. Additional Requirements* 
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Name of Company: 

Audio Enhancement Inc. 

 
Company Address: 

 
9858 South Audio Drive  

 
City, State, Zip code: 

 
West Jordan UT 84081 

 
Website: 

 
www.AudioEnhancement.com 

 
Phone:  

 
800-383-9362

Provide the following company contacts that will be working with this anticipated contract.  Include name, email and 
phone number(s). 

 Name Email Phone 
General Manager Tim Beekman Jr.  Tim.Beekman@AudioEnhancement.com  800-383-9362 
Contract Manager Stacey Lignell  Stacey.Lignell@AudioEnhancement.com 800-383-9362 
Sales Manager Denton Anderson  Denton.Anderson@AudioEnhancement.com 800-383-9362 
Marketing Manager Chris Farnworth Chris.Farnworth@AudioEnhancement.com 800-383-9362 
Customer Service 
Manager 

Britney Swartzwelder Britney.Swartzwelder@AudioEnhancement.com 800-383-9362 

Account Manager(s) Samantha Jones Sam.Jones@AudioEnhancement.com  800-383-9362 

List will be responsible for receiving updated membership lists.   
Name Email Phone 
Stacey Lignell  Stacey.Lignell@AudioEnhancement.com 800-383-9362

List who will be responsible for submitting sales reports and administrative fee payments every quarter. 
Name Email Phone 
JillCrane  Jill.Crane@AudioEnhancement.com  800-383-9362 

List who will be responsible for conducting audits as requested by CPC. 
Name Email Phone 
Mindy VanBibber Mindy.VanBibber@AudioEnhancement.com 800-383-9362 

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status. 

x Business Type/Classification  x Business Type/Classification 
 8(a)          8(a) Qualified Business  SDB                Small Disadvantaged Business 
 DBE          Disadvantaged Business Enterprise   SDVOB          Service-Disabled Veteran Owned Business 
 HUB          Historically Underutilized Business Zone   SECTION 3   Section 3 Business Concern 
 MBE          Minority-Owned Business Enterprise   SSV                 Sole Source Vendor 
 MWBE      Minority Women-Owned Business Enterprise   VBE                Veteran-Owned Business Enterprise 

SBE           Small Business Enterprise  WBE               Woman-Owned Business Enterprise
 Other; list name:  x None Apply  

 

Company Information 
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1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.). 
Audio Enhancement was founded in 1978 by Claudia Anderson around the simple idea that “learning begins with hearing.”  
Having two hearing impaired children; the first Audio Enhancement systems were designed specifically for the hearing 
impaired.  Early in our history, technological advancements made it possible to also provide whole classroom sound 
systems, benefiting all students.  Audio Enhancement has been the innovator and leader in this field.  

Audio Enhancement is committed to providing the highest level of customer service and support at every step in the 
process. From the initial school walkthrough and scope of work creation, to the final teacher in-servicing and training. 
Audio Enhancement is not just interested in being a technology provider. 

2. Provide evidence of what your organization is doing to remain viable in the industry. 
Audio Enhancement continues to add many products that support K-12 education. In 2009, we launched the SAFE system, 
which allows the teacher, and admin staff to discreetly send an alert in the event of a classroom emergency. This system was 
developed from educators requests for a solution to support them in the event of an emergency, whether it be a fight that 
breaks out in their class, medical issues, to an intruder. The SAFE System provides them with the peace of mind and 
knowledge that their alert has been seen, and help is on the way.  

In 2010, we again added a products that support teachers to be able to share lessons, improve teaching practices, and 
facilitate professional development.  From this the VIEWpath System was born. VIEWpath (Video, Interaction, Education, 
Window) is designed to allow the teacher to set a recording schedule, record on the fly, or remote into another classroom for 
instruction. The VIEWpath system has made the “flipped classroom” an achievable methodology for all teachers. It has also 
allowed teachers to reflect on their teaching, and to share their lessons with their peers, and their Professional Learning 
Committees. One invaluable piece of the VIEWpath system is the Administrative staffs’ ability to conduct evaluations via 
video, without changing the classroom dynamic. Through utilizing their VIEWpath video technology, evaluations can 
become more flexible with the potential for improving the evaluation process.  

In 2015, Audio Enhancement introduced Intercom, Paging and Bells into our product line up, with the EPIC System.  
Through the integration of our MS500 Amplifier schools have a full duplex paging system in every classroom, as well as the 
benefit of the teacher voice sound amplification. This digital system is easily navigated, and makes adjusting your Bells, and 
emergency alerts seamless, and hassle free. 

3. Describe your customer retention (i.e. customers who are served that continue to be repeat customers).   
Audio Enhancement has been lucky to work with hundreds of school districts across the US, and Canada.   Keeping our 
customers happy is a top priority for Audio Enhancement, we do this by providing a strong product, with a great warranty.  
Our customers return to us for the quality they can expect from Audio Enhancement.  We continue to support these 
customers by providing upgrade programs when new technology is available, assisting in design for new school sites in 
their district, and making sure their systems stay up and running with available yearly “health checks” of their audio, safety, 
and intercom products.  

4. Describe the number of agencies your organization, on average, provides sound amplification solutions for 
each year in CPC’s tri-state area of Minnesota, North Dakota and South Dakota? 

Within these states Audio Enhancement provides audio systems and services to over 70 districts between the states listed.  

5. Is your organization able to service all areas within CPC’s tri-state area?  
 
 x Yes  No 
 
If NO, explain why your organization is not able to service a particular area and/or state.  

 

Qualifications & Experience (45 points) 
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6. List the other contracts you have in place that could be accessed by our membership for your products (e.g. 
other consortiums) in the tri-state area?   

Sourcewell 
PEPPM  
NASPO 
Tips Taps

7. Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
tri-state area. 

Sourcewell
PEPPM  
NASPO 
Tips Taps 
UT State Contract  
NY State Contract  
MS State Contract  
OETC Contract  
MEEC Contract  
REMC 

8. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
through your company. 

Working directly with a manufacturer can provide significant advantages. Audio Enhancement has been leading the 
classroom sound enhancement market for more than forty years.  With this experience and reliability, Audio Enhancement 
can provide two key benefits for those using the CPC.  First, Audio Enhancement is in full control of the warranty service 
and repair experience.  This support can be provided both on site and when a product needs to be returned to our repair 
facility.  Should there be a need for any repairs/replacement on any of the Audio Enhancement products, Audio 
Enhancement will carry out those repairs directly, not relying on a contract facility.  
 
Another key advantage of working with Audio Enhancement as the manufacturer is that we are constantly focused on 
future development.  Audio Enhancement is always looking for the next innovative idea or need within K-12 education.   
 

9. List the agencies, if any, you would exempt from this contract (i.e. current agencies that you are currently 
serving that will be exempt from pricing submitted with this proposal). 

N/A  

1. Describe how your company markets directly to potential customers.
Audio Enhancement is committed to the Njorth Dakota, South Dakota, and Minnesota market. We have full-time sales 
representatives, Tim Beekman Jr. and Samantha Jones, plus a dedicated sales engineering team. The primary focus of that 
team is to provide a high level of customer service to our customer base, as well as engineering services, and support where 
needed. Part of the territory repsentatives responsibilities will be to visit schools and other education entities in person. 
Provide Mailing campaigns where appropriate, and attend local and state trade shows. Through this process, we receive a 
high number of positive referrals, and names of others that are interested in the Audio Enhancement concept. 

2. Describe marketing collateral and sales campaigns that have been successful for your organization in the past.  
Describe how your organization plans to utilize your marketing staff with this anticipated contract.   

Audio Enhancement has a variety of How to Videos,Postcard Mailers, Email Campaigns, Social Media Blast/Events, 
Specification Sheets, Brochures, and Catalogs.   Our Marketing staff is available to collabotrate on specific campaigns, 
marketing materials, and events requested of them for the CPC Contract.  
 
 

Marketing & Partnership (25 points) 
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3. Describe your organization's ability to participate in conference tradeshows and how you will position the 
contract at those tradeshows.  List all, conference tradeshows that your organization has attended in the last 
three (3) years. 

Below is a list of tradeshows that Audio Enhancement attends in the tri-state area as a vendor or with a reseller that is a 
vendor. Specific marketing brochures and pieces will be designed to highlight Audio Enhancement’s partnership with the 
Cooperative Purchasing Contract. 
 
North Dakota: 

- North Dakota Associate of Technology Leaders (NDATL) 
- North Dakota Council of Educational Leaders (NDCEL)  

South Daktoa: 
- Technology & Innovation in Education (TIE) 

Minnesota: 
- Impmact Education Conference (Sourcewell Technology)  
- Minnesota Associate of Secodary School Principals (MASSP) 
- Minnesota School Boards Association (MSBA) 

4. Describe how your company will position this contract to CPC’s participating agencies if awarded. 
Audio Enhancement will provide specific CPC information to K-12 customers as well as our reseller network within the 
territory. This will be completed through direct communication with the customer or reseller and different marketing 
platforms. Postcard mailers are sent to school districts to inform them that the contract has been awarded. Email blasts will 
be sent out quarterly. Email blasts would feature the CPC Logoand the Audio Enhancement CPC number.  

5. Describe how you plan to inform and train your personnel on the details and promotion of the contract. 
In the event of an award Audio Enhancement will prepare all those who are supporting the contract with the following 
training: contract details, reporting requirements, and marketing plans. Trainings will be scheduled quarterly to ensure 
each member supporting an awarded contract is up to date on all contract requirements.  

1. Describe how your organization works with agencies to determine payment terms. 
Audio Enhancement works with School Districts and resellers extending them 30 day Net terms for payment. We accept CC, 
P-Card, and Purchase Orders as forms of order requests.  

2. Does your company accept payment by procurement card?  If so, is the participating agency assessed a fee for 
purchasing with a procurement card?

Audio Enhancement charges a credit card processing fee for all orders over $5,000.00. The credit card fee will include: 
  
Visa/Mastercard – 2%  
American Express – 3%  
Discover Card – Not Accepted  

3. Describe your proposed order process for this proposal and contract award.  Specify if you will be including a 
dealer network and how they will be involved. 

Orders can be placed with a Purchase Order Number or Credit Card to Audio Enhancement through the following options: 
1. Phone – 800.383.9362 
2. Fax – 801.254.3802 
3. Mail – 9858 South Audio Drive West Jordan, UT 84081 
4. Email – Orders@AudioEnhancement.com  

Order Verification: Audio Enhancement has order and shipping/tracking confirmation receipt that is automatically sent to 
the email provided by the customer upon entering of Purchase Order and Shipping/Tracking information. 
 

Financials & Level of Support (30 points) 
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Audio Enhancement will allow for sales via our Resale Partners-Audio Enhancement requires that all resellers attend 2 
separate training courses. The first is a 3 day sales course, and product training. The second is for their technical staff to 
become certified for installation services of the Audio Enhancement product line. – Please see attached reseller list. 

Reseller success is currently measured by sales volume. Each dealer is assigned a quota yearly, and pricing is based around 
their ability to meet that quota amount. 

In the event that a dealer becomes inactive, or needs to be removed from our authorized reseller list, they are informed in 
writing via a De-authorization letter.  

We currently support our dealers with marketing material, webinars, and attending sales calls with them to ensure the 
product features and functions are accurately displayed to all customers.  

Audio Enhancement has a 24hr support service for customers, and resellers. This support generates a service ticket, and 
based on the need a technician, or technical support agent will reach out for assistance. 

4. Indicate the level of support your company will offer on this contract category. 
  
 Pricing is the same as offered to individual education, government, and nonprofit agencies. 
 Pricing is the same as offered to cooperative purchasing organizations or state purchasing departments. 
X Pricing is better than what is offered to individual education, government, and nonprofit agencies. 
X Pricing is better than what is offered to cooperative purchasing organizations or state purchasing departments. 
 Other, please describe 
  
If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums:  

5. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years? 

 
  Yes X No 
 
If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services.  

6. Has your company been disbarred and or suspended in doing business within the United States? 
 
  Yes X No 

If YES, list what states, the reason for debarment and/or suspension and its effective dates. 

1. Describe your company’s ability to provide maintenance and support services for the proposed products.  
Describe how a participating agency would seek maintenance and obtaining required pieces should equipment 
fail. 

Audio Enhancement has a dedicated team of Support Staff available to troubleshoot all product needs. In the event that a 
product is deemed “broken” this team will work with the customer to provide a replacement. Customers can also call the 
support line or open a support chat via the website.  

2. Describe your warranty program, including any conditions and requirements to qualify claims procedure and 
overall structure. 

90 Days – Batteries 
 

Warranty (35 points) 
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1 Year – All cabling and Audio Enhancement installs, EPIC System Hard Drives, EPIC System Touchscreen Monitor, EPIC 
System Paging Microphone, Classroom Wall Box, ITC-1, Uninterrupted Power Supply (UPS), Mic360™, SD Card for 
EduCam360, general electronics 
 
3 Years – EduCam360, SAFE Controller, MS-1000, Audio Enhancement AV Components (AVConnect), EPIC System NUC, 
SAFE System NUC, EPIC System Server, MS-500, MS-300 
 
5 Years – CA-30A, CA-60A, GL-300, BEAM, XDSolo, microphones, chargers, speakers, and power supplies 

3. Do all warranties cover all products/equipment parts and labor? 
 
 X Yes  No 
 
If NO, describe the exceptions to coverage.  

4. Do warranties impose usage limit restrictions?
 
  Yes X No 
 
If YES, describe the restrictions.  

5. Do warranties cover the expense of technicians' travel time and mileage to perform warranty repairs? 
 
 X Yes  No 
 
If NO, describe why travel and mileage are not covered.  

6. List any additional limitations or circumstances that would not be covered under your warranty? 
If a product is exposed to abuse, misuse, faulty voltage, or environmental mishaps it would not be covered under warranty

7. List any geographic areas within CPC’s tri-state area for which your organization cannot provide a certified 
technician to perform warranty repairs.  How will CPC participating agencies in these areas be provided service 
for warranty repair?

N/A 

1. Provide a narrative description of the products and services you are offering in your proposal. 
Audio Enhancement believes that learning begins with hearing and each solution we offer is built upon that foundation. The 
audio solutions create an environment where student’s can be seated anywhere in the classroom and teachers don’t have to 
rely on projecting their voice to do their job successfully. 
 
Our SAFE System uses that same teacher microphone to give our staff the ability to call for assistance quickly and discreetly 
from any place in the school. The EPIC System allows that audio to integrate as a Paging, Intercom, and Bell System. This 
reduces certain infrastructure and decreases costs for school districts. The last system is VIEWpath which ties a camera to 
the audio system allowing teachers to record their lessons for Professional Development, flipped classrooms, homebound 
students, etc. 

2. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology and product line. 

Audio Enhancement began the classroom sound amplification market and has continued to evolve it over the past 40+ 
years. Our sales staff includes many former teachers, who are passionate about helping other teachers engage their students 
with classroom technology. Our technicians and install crews are dedicated to making sure the systems we provide are 
installed with precision and accuracy. The Audio Enhancement technology is designed to elevate learning and provide ease 
of use to those who have the systems in their K-12 buildings.  

Industry Specific Information (100 points) 
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3. Describe the power/source connection for your proposed sound amplification solution(s).  Describe any 

additional connection features that your solutions provide (i.e. multimedia connectivity, ADL outputs). 
The Mini, Sentinel, BEAM, and GL 300 Systems all utilize a 24 VDC power supply.  The Optimum system is powered via 
POE.  The amplifiers have connectors which create automatic switching between the front and rear panel inputs. Also, 
included are up to four additional 3.5 inputs (with dedicated volume controls). The Sentinel, BEAM, GL-300 and Optimum 
Amplifiers also have a connection for Assisted Listening Devices. 
 
All amplifiers utilize an RJ45 connection for the XD Receiver (provides both audio and power). Any of the Audio 
Enhancement Systems include a PA Override feature the connects to the Public Address System and mutes the amplifier 
during building announcements. An additional Accessory Port on each amplifier can also accept our Remote Wall Plate that 
provides an additional input or ALD output. 

 
4. Describe the type of frequency used by your sound amplification solution(s) and how feedback and other 

frequency waves are mitigated from cutting in or over a sound wave.  Describe if Bluetooth connectivity is 
possible and if there are any concerns to be addressed with your proposed solution. 

The Audio Enhancement systems utilize DECT Technology between the wearable teacher microphone and the 
installed XD Receiver. The XD Receiver comes equipped with two microphone channels and a dedicated media channel 
for broadcasting media wirelessly to the classroom audio system. The system frequency is 1.9 GHz and can be adjusted 
to accommodate coverage in small classrooms all the way to larger cafeteria, gym and media center spaces.   

 
5. Describe how and if your solution can integrate with current facility sounds solutions and to what extent. 
The Audio Enhancement Systems have the option to include a universal adaptor. This allows it to integrate with any 
preexisting audio solution.  Our EPIC Intercom Paging and Bell System functions similarly. Any existing 70 or 25V PA 
System can be retrofitted while leaving the majority of its infrastructure in place.   

 
6. Describe if your sound amplification solutions require software to operate and run the system.  Describe all 

costs associated with this software/service. 
The Audio Enhancement systems do not require software in order to use. We have a free Lecture Capture software available 
for customers to download. Teachers can create audio and video recordings to share with their students. This is windows 
based and accessible to download at https://audioenhancement.com/.   
 
Our EPIC, SAFE, and VIEWpath systems are browser based and thus, do not require any software maintainance in order to 
access the system. (Marketing Materials Attached) 

 
7. Describe how your sound amplification solutions coordinate or work in conjunction with life safety 

requirements (i.e. emergency notifications). 

Any of our systems can include or be advanced to our SAFE system. The SAFE system allows staff members to initiate an 
emergency alert via a wall plate, or by holding two buttons on the teacher microphone. This action sends a notification to a 
front office monitor plus text message and email notifications, to designated personnel. The notifications include a link 
displaying the live location of the staff member that has requested assistance. 
 
With integration of the EPIC System it also has the ability to integrate with Mass Notification solutions such as lockdown 
systems and any weather alerting systems. Lastly, with an open API’s or contact closures we can tie into other Crisis 
Management solutions such as CrisisGo and Mutualink. 

 
8. Describe in detail how the installation is performed by your employees or by subcontractors.  Describe any 

required certifications, etc. require for installation. 
Audio Enhancement installation crews, field engineers, and commissioning staff are required to attend and pass multiple 
training courses, as well as indicate their level of skill in practical application. These certifications are required before the 
Audio Enhancement staff, as well as our Resale partners are able to install and commission on their own without the 
assistance of an AE Senior Installer or Engineer.  
 
The installation of the Audio Enhancement systems is done after hours, or during school closures/breaks.  This allows for 
little to no distruption of the classroom environment.  Wires will be pulled through the ceiling grid, and attached to 
structure to ensure the 4 speakers placed in the ceilings are structurally sound.   The amplifier is installed close to an 
available outlet, or within the Audio Enhancement classroom in a box unit.  The XD Receiver can be installed as a ceiling 
mounted unit, or a wall mount based on classroom layout, and customer preference.  
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9. Describe any unique applications of your sound’s amplification solutions. 
The standard installed system for our classroom sound systems are within classrooms of 30x30. Though, these systems 
have been used to provide sound in larger areas such as gymnasiums, cafetoriums, and library spaces. The solutions have 
also been installed in smaller learning areas and conference rooms. 

10. Describe in detail your proposed exchange and return program(s) and policy(s). 
Within 30 days of original invoice date the customer may return equipment to Audio Enhancement in new or like new 
condition for full credit. All returns must be accompanied by an RMA number issued by Audio Enhancement. If the return is 
a result of our error we will pay the return shipping costs (customer received an incorrect or defective item, etc). 

Damaged equipment that is not ‘like new’ condition will not be accepted. Products returned later than 30 days after invoice 
date will not receive full credit and may not be accepted. If this is the case, items have a 10% restocking fee applied. 

11. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC. 

Audio Enhancement will conduct Quarterly Audits of the project to ensure compliance with the program is being met by all 
staff members who participate in the support of the contract.  
 
This audit will include an accounting of the required contract reporting, and updating the staff on any changes or updates 
that need to be addressed surrounding the contract.  

    
 

1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP. 
N/A 

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions: 

RFP section number and page number 
Describe the exception 
Explanation of why this is an issue 
A proposed alternative to meet the needs of participating agencies and the cooperative 

N/A 

Provide three (3) references that have purchased products and/or services that apply to the scope of this proposal.  
A contact name, phone number and email will be required. 
 
Reference #1 – Business Name Mandan Public Schools
Product/Service Purchased Classroom Amplification and Installation Services Districtwide 
Year of Purchase 2016-Current 
Reference Contact Jeff Rerick 
Phone  701-751-6500 
Email Jeff.rerick@msd1.org
  
Reference #2 – Business Name South Washington School District  
Product/Service Purchased Classroon Sound Amplification Systems and Installation Services in Mutliple Sites 
Year of Purchase 2018- Current  
Reference Contact Bob Berkowitz 
Phone  651-425-6300 
Email rberkowi@sowashco.org 
  

References  

Exceptions & Deviations (10points) 
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Reference #3 – Business Name Aberdeen School District 
Product/Service Purchased Classroom Sound Amplification Systems and Installation Services Districtwide 
Year of Purchase 2019- Current 
Reference Contact Josh Jensen 
Phone  605-725-7137 
Email Joshua.jensen@k12.sd.us 

As required by CPC, submit the following additional items as individual PDFs as outlined below: 
1. Exhibit A – Marketing Plan – Name of Company (15 points) 

Submit a marketing plan that would describe, at a minimum, the following: process on how the contract will 
be launched to current and potential agencies, the ability to produce and maintain full-color print 
advertisements in camera-ready electronic format, including company logos and contact information, 
anticipated contract announcements, planned advertisements, industry periodicals, other direct, or indirect 
marketing activities promoting the awarded contract, and how the contract award will be displayed/linked 
on the Vendor’s website. 

Additional Requirements  
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Sound Amplification Solutions 
 Marketing Plan 

Vendor Name: Audio Enhancement Inc. 
 

Marketing Plan 
 
Goals and Objectives: 

 
Audio Enhancement Inc. is committed to the success of the CPC Contract, and has dedicated full-time 
staff members, Tim Beekman Jr. and Sam Jones, on the sales team, as well as Tyler Schick as our area 
field engineer as a part of our contract support team. The primary focus of that team is to provide a high 
level of customer service to our customer base, as well as engineering services, and support where 
needed. Part of the territory reps’ responsibilities will be to visit schools and other education entities in 
person. Through this process, we receive a high number of positive referrals, and names of others that 
are interested in the Audio Enhancement concept. 

 
Contract Launch: 
 
Audio Enhancement will provide information to K-12 customers which is our current target audience, as 
well as our reseller network within the territory, informing them of our CPC Contract. This will be done 
through the following combination of marketing data: 

 
 Postcard mailer sent to schools/Districts to inform them of award of contract. 

 
 Email blast will be sent out quarterly starting in July 2020. These email blast will showcase 

the Contract # and products available through its use. 
 

 Website Product Review: This will be a page on the Audio Enhancement website, and will allow 
customers to review product specifications, components, and options for the awarded CPC 
items. It will also give them access to a quote request feature that will put them directly in contact 
with the sales support staff at Audio Enhancement.
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Conference Exhibits: 

Other marketing efforts include attending trade shows, nationally as well as local events. We will also 
attend other vendor events, with our focus being the K-12 educational market. Specific marketing 
brochures and pieces will be designed by our marketing department focusing on the product lines and 
services.  

 
The overall goal for presence at shows in the CPC territory will be to attract new customers by 
showcasing our products available through the contract. We will also use these shows to grow our 
current relationships and meet colleagues of our current customers at neighboring school districts. 

 

 
 
Product Information: 

Additional product information will be available through the Audio Enhancement website  
www.AudioEnhancement.com. This site is maintained and updated periodically, by our marketing 
department, with the most up to date and current product listings. Current and potential customers are 
directed to our site to view our product line, find specification sheets, review “how-to” guides, and to 
learn more about Classroom Amplification Systems, and the impact they have in the teaching 
environment. 

 
Lunch and Learns: 

 
Audio Enhancement will offer and hold lunch and learn sessions to both our k-12 customers, as well as 
resellers. This lunch and learn sessions will consist of sharing information about our company, the 
products we offer, and the customers ability to purchase all items through the CPC Contact.  These 
lunch and learn sessions would also allow Audio Enhancement to refresh our subcontractors on 
current product features.  

 

Marketing Budget: 
 

Audio Enhancement has set aside a designated amount for all shows, and coop opportunities in the 
region.   This budget will be used to assist in the financial obligations required to attend local 
educational conferences, host lunch and learn activities, hold reseller training events, and provide 
manufacturers support to local districts.  

 
 

 



Cooperative Purchasing Connection
Tabulation Report RFP #21.1 - Sound Amplification

Solutions
Vendor: Lightspeed Technologies, Inc.

Page  of 1 1

General Comments: We had very beautifully loaded these in the order noted on your bid checklist, and have included a
cover letter listing the same. However, upon upload this system reordered (alphabetized) the
documents instead. Sorry for the inconsistency.

General Attachments: Additional Information - Lightspeed Technologies.pdf
Bid Bond - Lightspeed Technologies.pdf
Certificate of Insurance - Lightspeed Technologies.pdf
Exhibit A - Marketing Plan - Lightspeed Technologies.pdf
Pricing Schedule - Lightspeed Technologies.xlsx
Vendor Forms - Signatures - Lightspeed Technologies.pdf
Vendor Questionnaire - Lightspeed Technologies.pdf  
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MARKETING PLAN 

 
Lightspeed employs a mix of different sales and marketing strategies to promote our solutions and reach prospective 
customers. Through each of these tactics, the promotion of our contracts is integral, providing our customers with the best 
value through a seamless purchasing experience. 
 
Contract Launch: 
This will be a challenge in this season as we are experiencing school districts heavily focused on issues related to COVID-
19, distance learning and unique key activities that are required in this season – and rightly so. Simply put, we are 
experiencing districts not want to hear from us unless it is related to help and solutions in this crisis. As we are sensitive to 
our relationships and perception of customer service, we are respecting the space requested. However, as our Territory 
Manager has many and long relationships in the region, sales are still occurring and some contact is requested we will seek 
opportunities to let customers know we have been re-awarded this contract as appropriate. 
 
 
Direct Sales Force as “Marketing”: 
As noted in our Vendor Questionnaire, Lightspeed not only designs and manufactures industry-leading products, we also 
have a highly professional and effective direct sales and marketing organization that we consider a “key marketing tool.” 
This team gives Lightspeed both a strong national presence and a localized strategy to best fit each region, including 
identification and partnerships with key contracts. The territory managers are constantly meeting and networking with 
school administrators, principals and purchasing agents, providing opportunities to actively promote our CPC contract.  
 
We want our customers to maximize their investment in technology. To that end, our territory managers work to provide 
them with the best value possible through great pricing and terms, promoting our CPC contract as a primary resource 
available to them. Territory Managers engage in: 
 

• Face to face meetings with school Administrators, Principals, Purchasing Agents and other decision-making 
staff – approximately 500 per year. Territory managers introduce Lightspeed’s solutions, provide guidance to 
help identify the best solution to fit their needs, and promote contracts as a seamless purchasing method. 

 
• Many large national trade shows (such as CEFPI, FETC, TCEA, NCCE, ASCD and ISTE) and more than 150 

regional trade shows annually. At these events we actively promote Lightspeed's contracts, as relevant to the 
region and/or customers visiting. 
 

• Presentations with school districts, architects and technology consultants such as “Lunch and Learn” events 
– approximately 30 per year. 

 
 
Inside Sales Support: 
The next key opportunity to promote the contract occurs when customers call Lightspeed direct. Many orders, inquiries or 
requests for quote come to Lightspeed through our Sales Support Department. All members of the sales support group are 
well versed in available contracts for each geographic region and have easy access to terms and conditions. When a 
customer calls, there is an intentional effort to find the customer the best price/terms opportunity and offer it to them. It’s 
just how we do things. As a result, when customers call from the tri-State area with a contract need but without a contract 
preference, they are going to be offered use of the CPC contract.  
 
 
 



 
    

 

Website and Social Media: 
Thought Lightspeed does not list our actively held contracts on our website, we do have a strong and active web and social 
media presence.  

• Regular social media posts on Twitter, Facebook, and LinkedIn 
• Weekly blog posts from thought leaders, customers, and employees 
• Email campaigns that deliver monthly messages to approximately 30,000-40,000 customers and prospects 

depending on content and prior interest levels. (See attached example of our May 2020 eNewsletter.) 
• Quarterly training and informational webinars hosted by Industry experts and happy customers 
• Tools and Resources: Web-based product training sessions available on-line for Customers to learn about 

Classroom Audio Technology. See www.lightspeed-tek.com/support. 
 

 
Marketing Collateral Materials: 
We are able to produce top-quality literature in partnership with CPC, if needed. In the Additional Information upload, we 
have included two examples of this: Myth of the Teacher Voice and 6 Benefits flyers.   











POWER OF  ATTORNEY 

KNOW ALL MEN BY THESE PRESENTS: That Travelers Casualty and Surety Company of America, Travelers Casualty and Surety Company, and St.
Paul Fire and Marine Insurance Company are corporations duly organized under the laws of the State of Connecticut (herein collectively called the
"Companies"), and that the Companies do hereby make, constitute and appoint  of ,

their true and lawful Attorney-in-Fact to sign, execute, seal and acknowledge any and all bonds, recognizances,
conditional undertakings and other writings obligatory in the nature thereof on behalf of the Companies in their business of guaranteeing the 
fidelity of persons, guaranteeing the performance of contracts and executing or guaranteeing bonds and undertakings required or permitted in any 
actions or proceedings  allowed by law.
IN WITNESS WHEREOF, the Companies have caused this instrument to be signed, and their corporate seals to be hereto affixed, this  day of uary,
201 .

State of Connecticut 
By: ___ ____________________________________

 Robert L. Raney, Senior Vice President City of Hartford ss. 

On this the  day of uary, 201 , before me personally appeared Robert L. Raney, who acknowledged himself to be the Senior Vice President
of Travelers Casualty and Surety Company of America, Travelers Casualty and Surety Company, and St. Paul Fire and Marine Insurance Company, and 
that he, as such, being authorized so to do, executed the foregoing instrument for the purposes therein contained by signing on behalf of 

by himself as a duly authorized officer.

I , I hereunto set my hand and official seal.

My Commission expires the 30th day of June, 2021 _____________________________________ ___
, Notary Public

    

This Power of Attorney is granted under and by the authority of the following resolutions adopted by the Boards of Directors of Travelers Casualty and
Surety Company of America, Travelers Casualty and Surety Company, and St. Paul Fire and Marine Insurance Company, which resolutions are now in full 
force and effect, reading as follows: 

I, Kevin E. Hughes, the undersigned, Assistant Secretary of Travelers Casualty and Surety Company of America, Travelers Casualty and Surety
Company, and St. Paul Fire and Marine Insurance Company, do hereby certify that the above and foregoing is a true and correct copy of the Power of
Attorney executed by said Companies, which remains in full force and effect. 

Dated this day of , .  

________________________________________ 
 Kevin E. Hughes, Assistant Secretary 







Vendor Questionnaire 
RFP #21.1 – Sound Amplification Solutions 

Instructions 

Vendor Questionnaire – Name of 
Company

The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”: 
 

 
   

 
 

 
 

 

 
 
 
 
 
 
 
  



 
Name of Company: 
 
Company Address: 
 
City, State, Zip code: 
 
Website: 
 
Phone:  

Provide the following company contacts that will be working with this anticipated contract.  Include name, email and 
phone number(s). 

Name Email Phone 
General Manager 
Contract Manager 
Sales Manager 
Marketing Manager 
Customer Service 
Manager 
Account Manager(s) 

List will be responsible for receiving updated membership lists.   
Name Email Phone 

List who will be responsible for submitting sales reports and administrative fee payments every quarter. 
Name Email Phone 

List who will be responsible for conducting audits as requested by CPC. 
Name Email Phone 

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status. 

x Business Type/Classification x Business Type/Classification

Company Information 



1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.). 

2. Provide evidence of what your organization is doing to remain viable in the industry.

Continuous Improvement Steering Team (CIS).

Monthly Customer Surveys. 

3. Describe your customer retention (i.e. customers who are served that continue to be repeat customers).   

4. Describe the number of agencies your organization, on average, provides sound amplification solutions for 
each year in CPC’s tri-state area of Minnesota, North Dakota and South Dakota? 

5. Is your organization able to service all areas within CPC’s tri-state area?  
 
    X Yes  No 
 

Qualifications & Experience (45 points) 



 

If NO, explain why your organization is not able to service a particular area and/or state. 
 

6. List the other contracts you have in place that could be accessed by our membership for your products (e.g. 
other consortiums) in the tri-state area?   

COPIER/PRINTER 

 
DATA 

 
VOICE 

7. Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
tri-state area. 

COPIER/PRINTER 

 
DATA 

 
VOICE 



8. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
through your company. 

9. List the agencies, if any, you would exempt from this contract (i.e. current agencies that you are currently 
serving that will be exempt from pricing submitted with this proposal). 

1. Describe how your company markets directly to potential customers.

2. Describe marketing collateral and sales campaigns that have been successful for your organization in the past.  
Describe how your organization plans to utilize your marketing staff with this anticipated contract.   

3. Describe your organization's ability to participate in conference tradeshows and how you will position the 
contract at those tradeshows.  List all, conference tradeshows that your organization has attended in the last 
three (3) years. 

4. Describe how your company will position this contract to CPC’s participating agencies if awarded. 

5. Describe how you plan to inform and train your personnel on the details and promotion of the contract. 

Marketing & Partnership (25 points) 



1. Describe how your organization works with agencies to determine payment terms. 

2. Does your company accept payment by procurement card?  If so, is the participating agency assessed a fee for 
purchasing with a procurement card? 

3. Describe your proposed order process for this proposal and contract award.  Specify if you will be including a 
dealer network and how they will be involved. 

4. Indicate the level of support your company will offer on this contract category. 
 

 

If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums: 

5. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years? 

 
  Yes     X No 
 
If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services. 

 

Financials & Level of Support (30 points) 



6. Has your company been disbarred and or suspended in doing business within the United States? 
 
  Yes     X No 
 
If YES, list what states, the reason for debarment and/or suspension and its effective dates.

 

1. Describe your company’s ability to provide maintenance and support services for the proposed products.  
Describe how a participating agency would seek maintenance and obtaining required pieces should equipment 
fail. 

 client support portal

2. Describe your warranty program, including any conditions and requirements to qualify claims procedure and 
overall structure. 

3. Do all warranties cover all products/equipment parts and labor? 
 
  Yes     X No 
 
If NO, describe the exceptions to coverage. 

Warranty (35 points) 



 

4. Do warranties impose usage limit restrictions? 
 
  Yes     X No 
 
If YES, describe the restrictions. 

 

5. Do warranties cover the expense of technicians' travel time and mileage to perform warranty repairs? 

  Yes     X No 
 
If NO, describe why travel and mileage are not covered. 

 

6. List any additional limitations or circumstances that would not be covered under your warranty? 
 

7. List any geographic areas within CPC’s tri-state area for which your organization cannot provide a certified 
technician to perform warranty repairs.  How will CPC participating agencies in these areas be provided service 
for warranty repair? 

1. Provide a narrative description of the products and services you are offering in your proposal. 

2. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology and product line. 

 

3. Describe the power/source connection for your proposed sound amplification solution(s).  Describe any 
additional connection features that your solutions provide (i.e. multimedia connectivity, ADL outputs). 

Industry Specific Information (100 points) 



 

4. Describe the type of frequency used by your sound amplification solution(s) and how feedback and other 
frequency waves are mitigated from cutting in or over a sound wave.  Describe if Bluetooth connectivity is 
possible and if there are any concerns to be addressed with your proposed solution. 

 

5. Describe how and if your solution can integrate with current facility sounds solutions and to what extent. 

 

6. Describe if your sound amplification solutions require software to operate and run the system.  Describe all 
costs associated with this software/service. 

 

7. Describe how your sound amplification solutions coordinate or work in conjunction with life safety 
requirements (i.e. emergency notifications). 

 

8. Describe in detail how the installation is performed by your employees or by subcontractors.  Describe any 
required certifications, etc. require for installation. 

Customer Kick-Off: Phone Call or Web Conference 

Site Survey Scheduled: Email or On-site 

Status Update Notification: Email 

Installation by Certified Engineers: On-site 

Training: On-site or Remote 



Physical Security Training: 

Audio/Visual Training: 

Project Completion: Email 

9. Describe any unique applications of your sound’s amplification solutions. 

10. Describe in detail your proposed exchange and return program(s) and policy(s). 

11. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC. 

1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP. 

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions: 

Exceptions & Deviations (10points) 



RFP section number and page number 
Describe the exception 
Explanation of why this is an issue 
A proposed alternative to meet the needs of participating agencies and the cooperative 

Provide three (3) references that have purchased products and/or services that apply to the scope of this proposal.  
A contact name, phone number and email will be required. 

Reference #1 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 
 
Reference #2 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email
 
Reference #3 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 

Reference #4 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 

References  



1. Exhibit A – Marketing Plan – Name of Company (15 points) 

Additional Requirements  
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EXHIBIT A – MARKETING PLAN 

1. Exhibit A – Marketing Plan – Name of Company (15 points) 
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Printed Materials 

Social Media Campaign 

Email Campaign 













 

 

Vendor Questionnaire 
RFP #21.1 – Sound Amplification Solutions 

 
Instructions 

Vendor Questionnaire – Name of 
Company

The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”: 
 

 
   

 
 

 
 

 

 
 
 
 
 
 
 
  



 

 
Name of Company: 
 
Company Address: 
 
City, State, Zip code: 
 
Website: 
 
Phone:  

Provide the following company contacts that will be working with this anticipated contract.  Include name, email and 
phone number(s). 

Name Email Phone 
General Manager 
Contract Manager 
Sales Manager 
Marketing Manager 
Customer Service Manager 
Account Manager(s) 

List will be responsible for receiving updated membership lists.   
Name Email Phone 

List who will be responsible for submitting sales reports and administrative fee payments every quarter. 
Name Email Phone 

 
List who will be responsible for conducting audits as requested by CPC. 

Name Email Phone 

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status. 
 

x Business Type/Classification x Business Type/Classification

Company Information 



 

1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.). 

2. Provide evidence of what your organization is doing to remain viable in the industry. 

3. Describe your customer retention (i.e. customers who are served that continue to be repeat customers).   

4. Describe the number of agencies your organization, on average, provides sound amplification solutions for 
each year in CPC’s tri-state area of Minnesota, North Dakota and South Dakota? 

5. Is your organization able to service all areas within CPC’s tri-state area?  
 
 X Yes  No 
 
If NO, explain why your organization is not able to service a particular area and/or state. 
N/A 

6. List the other contracts you have in place that could be accessed by our membership for your products (e.g. 
other consortiums) in the tri-state area?   

7. Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
tri-state area. 

8. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
through your company. 

9. List the agencies, if any, you would exempt from this contract (i.e. current agencies that you are currently 
serving that will be exempt from pricing submitted with this proposal). 

1. Describe how your company markets directly to potential customers. 

Qualifications & Experience (45 points) 

Marketing & Partnership (25 points) 



 

2. Describe marketing collateral and sales campaigns that have been successful for your organization in the past.  
Describe how your organization plans to utilize your marketing staff with this anticipated contract.   

3. Describe your organization's ability to participate in conference tradeshows and how you will position the 
contract at those tradeshows.  List all, conference tradeshows that your organization has attended in the last 
three (3) years. 

4. Describe how your company will position this contract to CPC’s participating agencies if awarded. 

5. Describe how you plan to inform and train your personnel on the details and promotion of the contract. 

1. Describe how your organization works with agencies to determine payment terms. 

2. Does your company accept payment by procurement card?  If so, is the participating agency assessed a fee for 
purchasing with a procurement card? 

3. Describe your proposed order process for this proposal and contract award.  Specify if you will be including a 
dealer network and how they will be involved. 

4. Indicate the level of support your company will offer on this contract category.  
 

 

If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums: 

5. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years? 

 
  Yes X No 

Financials & Level of Support (30 points) 



 

 
If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services. 
N/A 

6. Has your company been disbarred and or suspended in doing business within the United States? 
 
  Yes X No 
 
If YES, list what states, the reason for debarment and/or suspension and its effective dates. 
N/A 

1. Describe your company’s ability to provide maintenance and support services for the proposed products.  
Describe how a participating agency would seek maintenance and obtaining required pieces should equipment 
fail. 

2. Describe your warranty program, including any conditions and requirements to qualify claims procedure and 
overall structure. 

3. Do all warranties cover all products/equipment parts and labor? 
 
  Yes X No 
 
If NO, describe the exceptions to coverage. 
Parts are covered but labor, mileage and/or travel time is not. 

4. Do warranties impose usage limit restrictions? 

Warranty (35 points) 



 

 
  Yes X No 
 
If YES, describe the restrictions. 
N/A 

5. Do warranties cover the expense of technicians' travel time and mileage to perform warranty repairs? 
 
  Yes X No 
 
If NO, describe why travel and mileage are not covered. 
Relative distance between trained technicians and end users. 

6. List any additional limitations or circumstances that would not be covered under your warranty? 

7. List any geographic areas within CPC’s tri-state area for which your organization cannot provide a certified 
technician to perform warranty repairs.  How will CPC participating agencies in these areas be provided service 
for warranty repair? 

1. Provide a narrative description of the products and services you are offering in your proposal. 

2. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology and product line. 

We have local sales, tech and engineering staff at three locations throughout your service area, and as such will be able to 
handle those needs wherever they may be. 

3. Describe the power/source connection for your proposed sound amplification solution(s).  Describe any 
additional connection features that your solutions provide (i.e. multimedia connectivity, ADL outputs). 

       
The Mini, Sentinel and GL 300 Systems require a 24 VDC power supply. The inputs include: Line 1, Line 2, Line 3, as well as 1 
Traditional variable gain line output with front panel volume control. The Sentinel includes connection for ALD device 
connection. 
 
All amplifiers include an RJ45 input for XD Receiver (provides both audio and power), Rear panel line level out, with level 
control for the PA connector to tie into the Public Address System and mute the amplifier during announcements. An additional 
accessory port is available for a remote wall plate that provides an input with level control and ALD output with level control. 
Lastly, the amplifiers have connectors which create automatic switching between front and rear pane inputs. 
 
The only POE powered amplifier provided by Audio Enhancement is the Optimum system which is powered via POE.
                            

4. Describe the type of frequency used by your sound amplification solution(s) and how feedback and other 
frequency waves are mitigated from cutting in or over a sound wave.  Describe if Bluetooth connectivity is 
possible and if there are any concerns to be addressed with your proposed solution. 

    The system frequency with Audio Enhancement is 1.9 GHz and is adjustable for optimal coverage from typical classrooms to 
cafeterias, gymnasiums, and other large areas in a school.  
 

Industry Specific Information (100 points) 



 

All amplification systems utilize this XD Technology with the Audio Enhancement microphones and the XD Receiver that is 
installed. The XD Receiver comes with two microphone channels and a dedicated media channel for broadcasting media 
wirelessly to the classroom audio system.  
 

5. Describe how and if your solution can integrate with current facility sounds solutions and to what extent. 
                           The Audio Enhancement systems are designed to tie into existing classroom sound amplification solutions, 
allowing it to include the teacher, student, and/or mic360 microphone.  
 
The EPIC System (paging/intercom/bells) can integrate with existing speakers, amplifier, and headend. 

6. Describe if your sound amplification solutions require software to operate and run the system.  Describe all 
costs associated with this software/service. 

       Software is not required to operate and run any of the classroom amplification systems. With the Optimum System amplifier 
there is the capability to login to the amplifier to make volume changes.     

7. Describe how your sound amplification solutions coordinate or work in conjunction with life safety 
requirements (i.e. emergency notifications). 

       The Audio Enhancement systems have the ability to integrate with the SAFE system which allows safety alerting throughout 
a school. Staff utilize this feature with an emergency wall plate or by holding two buttons on the teacher microphone to initiate 
an alert. These alerts send a notification to the office console as well as text message and email notifications. The EPIC System 
has the ability to integrate with Mass Notification solutions such as Lockdown and Weather alerting systems. 
 
With an open API or contact closure we can integrate with other Crisis Management solutions such as app based systems or 
automatic door locking solutions. 

8. Describe in detail how the installation is performed by your employees or by subcontractors.  Describe any 
required certifications, etc. require for installation. 

9. Describe any unique applications of your sound’s amplification solutions. 

10. Describe in detail your proposed exchange and return program(s) and policy(s). 

11. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC. 

1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP. 

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions: 

RFP section number and page number 
Describe the exception 

Exceptions & Deviations (10points) 



 

Explanation of why this is an issue 
A proposed alternative to meet the needs of participating agencies and the cooperative 

Provide three (3) references that have purchased products and/or services that apply to the scope of this proposal.  
A contact name, phone number and email will be required. 

Reference #1 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 
 
Reference #2 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 
 
Reference #3 – Business Name 
Product/Service Purchased 
Year of Purchase 
Reference Contact 
Phone  
Email 

1. Exhibit A – Marketing Plan – Name of Company (15 points) 

References  

Additional Requirements  
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1. Exhibit A – Marketing Plan – Name of Company (15 points) 



Evaluation Committee Report 

RFP #21.1 – Sound Amplification Solutions

 

 
 

Audio Enhancement

Summary of Evaluation Committee Activity 

Evaluation Results 

Committee Discussion & Overview 



Lightspeed Technologies 

Marco Technologies

Connecting Point Computer Center



Recommendation



Exhibit A 
 
RFP #21.1 - Sound Amplification Solutions
RFP Evaluation; Master Score Sheet

Criteria Points  

Total Technical Points 240  

Total Pricing Points 260  
Total Score 500  

Audio 
Enhancement 

Lightspeed 
Technologies Marco 

Connecting 
Point 

Criteria Points 
Average Points 

Awarded 
Average Points 

Awarded 
Average Points 

Awarded 
Average Points 

Awarded 

Total Technical Points 240 204 221 185 156 

Total Pricing Points 260 153 212 205 0 
Total Score 500 357 433 390 156 

 
 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

June 9, 2020 

Lightspeed Technologies, Inc. 
Attn:  Melissa Williams, Bid & Contract Manager 
11509 SW Herman Road 
Tualatin, OR 97062 

Award Decision, RFP #21.1 – Sound Amplification Solutions 

Dear Melissa Williams:  

The Cooperative Purchasing Connection (CPC), using the weighted criteria outlined in the Request 
for Proposal (RFP), have completed their review of the proposals received.  Evaluation criteria 
included qualifications and experience, quality and variety of product selection, pricing, services 
and support, and ease of ordering.  

We are pleased to announce that your proposal received a recommendation for award.  This 
decision is subject to approval of the Cooperative Purchasing Connection and the North Dakota 
Educators Service Cooperatives Boards of Directors and the successful negotiation of a mutually 
acceptable contract. 

I will be contacting you in the near future to finalize a contract for the awarded goods and/or 
services.  Thank you for submitting your proposal; the Cooperative Purchasing Connection looks 
forward to working with you. 

Regards,  

 
Lisa M. Truax | Procurement Solutions Coordinator 
Cooperative Purchasing Connection 

CC:  Ken Engstrom, Territory Manager 
 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

June 9, 2020 

Marco Technologies, LLC 
Attn:  Brenda Wall, Technology Advisor 
2906 Morrison Ave, Suite #1 
Bismarck, ND 58504 

Award Decision, RFP #21.1 – Sound Amplification Solutions 

Dear Brenda Wall:  

The Cooperative Purchasing Connection (CPC), using the weighted criteria outlined in the Request 
for Proposal (RFP), have completed their review of the proposals received.  Evaluation criteria 
included qualifications and experience, quality and variety of product selection, pricing, services 
and support, and ease of ordering.  

We are pleased to announce that your proposal received a recommendation for award.  This 
decision is subject to approval of the Cooperative Purchasing Connection and the North Dakota 
Educators Service Cooperatives Boards of Directors and the successful negotiation of a mutually 
acceptable contract. 

I will be contacting you in the near future to finalize a contract for the awarded goods and/or 
services.  Thank you for submitting your proposal; the Cooperative Purchasing Connection looks 
forward to working with you. 

Regards,  

 
Lisa M. Truax | Procurement Solutions Coordinator 
Cooperative Purchasing Connection 

CC:  Dan Pflepsen, Sales Manager 
 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

June 9, 2020 

Audio Enhancement, Inc. 
Attn: Stacey Lignell 
9858 South Audio Drive 
West Jordan, UT 84081 

Award Decision, RFP #21.1 – Sound Amplification Solutions 

Dear Stacey Lignell:  

The Cooperative Purchasing Connection (CPC) would like to thank you for your time, effort, and 
interest in supplying a response for Request for Proposal (RFP) #21.1 – Sound Amplification 
Solutions.   

The cooperative purchasing team, using the weighted criteria outlined in the RFP documents, have 
completed their review of the proposals received.  Evaluation criteria included qualifications and 
experience, quality and variety of product selection, pricing, services and support, and ease of 
ordering. The evaluation team did not select your proposal for award. 

CPC would like to thank you for your proposal and the interest in this RFP.  CPC will look forward 
to your participation in future RFP’s for similar engagements. 

Should you have any questions about this matter, please feel free to contact me. 

Regards,  

 
Lisa M. Truax | Procurement Solutions Coordinator 
Cooperative Purchasing Connection 

CC: Tim Beekman Jr., Regional Sales Director 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

June 9, 2020 

Ultra Inc, dba Connecting Point 
Attn: Greg Cornell, Education Sales 
504 Jenson Ave SE 
Watertown, SD 57201 

Award Decision, RFP #21.1 – Sound Amplification Solutions 

Dear Greg Cornell: 

The Cooperative Purchasing Connection (CPC) would like to thank you for your time, effort, and 
interest in supplying a response for Request for Proposal (RFP) #21.1 – Sound Amplification 
Solutions.   

The cooperative purchasing team, using the weighted criteria outlined in the RFP documents, have 
completed their review of the proposals received.  Evaluation criteria included qualifications and 
experience, quality and variety of product selection, pricing, services and support, and ease of 
ordering. The evaluation team did not select your proposal for award. 

CPC would like to thank you for your proposal and the interest in this RFP.  CPC will look forward 
to your participation in future RFP’s for similar engagements. 

Should you have any questions about this matter, please feel free to contact me. 

Regards,  

 
Lisa M. Truax | Procurement Solutions Coordinator 
Cooperative Purchasing Connection 

CC: David Lewis, Education Manager 
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