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FRANCHISE TAX BOARD

EXECUTIVE SUMMARY



Franchise Tax Board (FTB) demonstrates a proactive approach to contracting
with Small Business Enterprise and Disabled Veteran Business Enterprises
(SB/DV).  The percentages for mid-year 01/02 fiscal year were 17.21% for
certified small business participation and 2.03% for the certified disabled
veteran business participation which is just below the mandated goals.  FTB
anticipates that we will exceed the goals at the close of the 01/02 fiscal
year.

FTB Goals:

·    Increase SB/DV purchases and 
        contracts in the technology
        area.
·    Pursue opportunities to create 
        small business and large 
        business partnerships.
·    Provide large technology 
        purchase opportunities.

FTB Outreach Program: 

·    Conducts workshops to educate 
        small businesses about the 
        expectations of our Department.
·    Maintains a small business 
        enterprise database for 
        Departmental access.
·    Works with SB/DV to improve 
        relationships with FTB.
·    Advises SB/DV regarding various 
        business opportunities within 
        FTB.
·    Developed and distributed a 
        list of SB/DV and is currently 
        in the process of adding this 
        information to the FTB intranet.
·    Distributes information to 
        small businesses on how to 
        apply for small business 
        certification with the State of 
        California.
·    Makes presentations to 
        executive staff and provides 
        information in our forums in an 
        ongoing effort to raise the 
        awareness of SB/DV. 
·    Assigned a SB/DV advocate who 
        acts as a liaison between FTB,
        DGS and the suppliers, prepares
        reports for DGS and the 
        legislature, attends forums and
        workshops and shares 
        information with staff.

Our foremost accomplishment has been to be proactive in encouraging
partnerships between large businesses and certified small businesses.  We
will continue to explore successful opportunities such as these.


Written Nomination: STATE AGENCY RECOGNITION AWARDS 2002

FRANCHISE TAX BOARD

NOMINATION


The Franchise Tax Board (FTB) is submitting a nomination for the State
Agency Recognition Awards 2002.  Throughout the 01/02 fiscal year, FTB has
actively pursued opportunities to use Small Businesses and Disabled Veteran
Business Enterprises (SB/DV).  The following is an example of our success in
obtaining a SB/DV participation on a large technology contract:

Cisco Maintenance Contract

Ten purchase orders for maintenance on FTB's Cisco routers, switches,
firewalls, local directors, and switch probes were to expire over a
six-month period.  The orders were combined onto one order.  A CMAS market
survey was sent to Cisco partners. 

In the past, Network Management Bureau (NMB) would only allow Gold Partners
to participate in the bidding or market survey on the Cisco equipment for
help in planning and configuration of the network equipment.

FTB procurement staff was told, by a small business reseller of Cisco
equipment, that they could provide the same direct maintenance support to
Cisco as a Gold Partner.

The Procurement staff felt there was an opportunity to include SB/DV
businesses.  They set up a meeting with two Cisco representatives, the NMB
and procurement staff to discuss Cisco's procedures.  The Cisco
representatives explained that Cisco resellers are either Gold, Silver or
Premier partners.  This is determined by the volume of Cisco equipment and
services each company sell.  The higher volume companies are Gold.  The Gold
partners are given a larger discount from Cisco which could be passed on to
the reseller's customers, making it more beneficial and a greater cost
savings to do business with a large supplier.

Regarding the maintenance service, the Cisco representative explained that
the Cisco SmartNet branded maintenance service could be provided by any
reseller.  Cisco SmartNet branded maintenance service is a direct service to
Cisco, the reseller is only a pass-through.  This is the only maintenance
service FTB purchases on their Cisco equipment as FTB programs are mission
critical and cannot suffer any down time.   All Cisco resellers, even small
businesses, have the technical expertise and are registered with Cisco to
resell any product or services. 

The IT procurement staff convinced NMB that a Silver or Premier partner
could provide the services that would result in a win-win situation.  They
also encouraged Cisco to consider Silver or Premier SB/DV businesses.  Cisco
agreed that if FTB could find a Silver or Premier SB/DV business partner,
with the technical expertise to provide quality maintenance service, they
would embrace the SB/DV business and upgrade their partnership status to
Gold.

On December 18, 2001, a market survey was sent to seven suppliers, one was a
SB and another was a SB/DV business.  On December 21st, five price quotes
were received and one was certified as a SB and other was certified as a
SB/DV.   The price quotes were taken to NMB staff for evaluation.
References were checked and the contract was awarded to DVBE Tech.

FTB's accomplishments were as follows:

1.    Researched and found a 
        qualified SB/DV business that
        could provide technical 
        maintenance services.

2.    Facilitated the use of a 
        certified SB/DV when Gold 
        Partners were always used in 
        the past.

3.    Researched and located a SB/DV 
        business that was qualified to
        provide the technical 
        maintenance service for this 
        agreement.

4.    Met with Cisco and NMB and 
        explained the Department's 
        goals regarding the SB/DV 
        Program.

5.    Encouraged Cisco to use the 
        SB/DV business like a Gold 
        partner.

The final results of this project are as follows:

1.    This was the first time DVBE 
        Tech had contracted with FTB
        and it opened the door for 
        future IT contracts.  

2.    It helped them to become more 
        competitive with large 
        businesses.

FTB will continue to consider opportunities such as these partnerships in an
ongoing effort to increase SB/DV participation.
