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From; Jim Dudenhoefer <jimdude@apple.com>

To: Alisa Morningstar <Alisa. Morningstar@cobbk12.org>

Date: Tue, Sep 7, 2004 2:54 PM

Subject: Re: RFP 25-04, Power To Learn, Pre-Qualification Response
Alisa;

Enclosed is a copy of the Gartner Research Note M-10-7944/22 May 2000. The
note defines Gartnerlls change in their PC Vendor Tiering Model. Please

review Note 1, where Gartner list Apple as an *Enterprise Tierll vendor and
concludes that the new Tiering Model is only for customers who are comparing
multiple PC vendors.

Gariner today stili uses this new Tiering Model and considers Apple to be an
*Enterprise Tierl) vendor.

This document is Apple Confidential and should not be shared outside of
Apple or Cobb County without written permission.

If you have any other questions, please do not hesitate lo contact me
directly.

Please confirm receipt of this email,
Thank you,

Jim

From: Alisa Morningstar <Alisa.Momingstar@cobbk12.org>

Date: Fri, 03 Sep 2004 12:14:49 -0400

To: <jimdude@apple.com:>

Cc: Alisa Morningstar <Alisa.Morningstar@cobbk12.0rg>, Charles Sprayberry
<Charles.Sprayberry@cobbk12.org>, Cheryl Hungerford

<Cheryl. Hungerford@cobbk12.org>, Cheryl Rowley <Cheryl. Rowley@cobbk12.0rg>,
Donna Oliver <Donna.Oliver@cobbk12.0rg>, Gail May <Gail.May@cobbk12.0rg>,
Jill Vestal <Jill. Vestal@cobbk12.org>, John Graham

<John.Graham@cobbk12.0rg>, Linda Morrell <Linda.Morrell@cobbk12.org>
Subject: RFP 25-04, Power To Learn, Pre-Qualification Response

Jim,

In response to requirement number 5.1.21 "Provide Current Gartner Group
Tier Ranking including proof of ranking {or equivalent qualifications)",

Apple references a Gartner Research Note M-10-7944/22 May 2000. CCSD
cannot locate this document in Apple's response and requests that this
document be provided no [ater than 3:00 p.m. on Tuesday, September 7,
2004. In addition, CCSD requests that Apple provide any more current
documentation supporting an equivalency to Gartner Ratings or
confirmation that none is available no later than 3:00 p.m. on Tuesday,
September 7, 2004.

Please confirm receipt of this email.

Thank you, STATE’S
EXHIBIT

m
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Alisa Morningsiar - Re: RFP 25.04, Power To Learn, Pre-Qualification Response

Alisa Morningstar

Purchasing Agent

Cobb County School District
6975 Cobb International Blvd.
Kennesaw, GA 30152
Phone: 770-590-4592

Fax: 770-426-3371
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The information transmitted is intended only for the person or entity
to
which it is addressed and may contain confidential, proprietary, and/or

privileged material. Any review, retransmission, dissemination or
other

use of, or taking of any action in reliance upon, this information by
persons or entities other than the intended recipient is prohibited.
If you received this in error, please contact the sender and delete
the material from all computers.

cC: Charles Sprayberry <Charles.Sprayberry@cobbk12.0rg>, Cheryl Hungerford
<Cheryl.Hungerford@cobbk12.0rg>, Cheryl Rowley <Cheryl. Rowley@cobbk12.0rg>, Donna Oliver
<Donna.Oliver@cobbk12.org>, Gail May <Gail. May@cobbk12.org>, Jill Vestai

<Jill. Vestal@cobbk12.org>, John Graham <John.Graham@cobbk12.0rg>, Linda Morrell
<Linda.Morrell@cobbk12.org>
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Markels, M-10-7044
K. Knox

Research Note
22 May 2000

Vendor Tiering: Uses, Abuses and an Update

When used correctly, vendor tiering is an effective ool that
helps enterprises select a desktop and laptop hardware
supplier. However, users must take the time to understand
the model and how it is used in order to reap its benefits.

Core Topics

Hardware & Operaling Systams: End-User
Computing Systems — Verclr Evalugions
IT Managament: PC/Laptop —
Procuremert, Mainterance and
Obsolescance Stratogies

Kay lssue

How can arganizations sefecl the
appxocrizte vandor for end-user computing
systems given the rapid evohudion of end-
user andd orgenizational requirem ents and
the corresponding am ergance of remy
criteria for vendor selection?

Note1
Old Tiers Do Not Map
Tiers 1, 2 and 3 do not map o the

Enlerprise, Midde (now Regicnal-Business,

Educalion and Goverrment) and Specialty-
o Segmenl-Focused tiers, respactively,
Since the definiliona of the liers heve
changad, ther'e is no carrdation between
the old and the new desigratians. W have
also limied the iaring modal o PC
vendars, Whila we do recognize Apple
Computer as an enlerprise lier vendar, the
decisian process in salecting en Apple ar
FC platfarm should rernain separets, The

Appie or PC dacision should be made
before the tiaring modal is used
Note 2

Specidty- or Seg L-F f Tier

Examples of Spacialty- or Segmeni-

Fooused Tier classifications inchude, bt are

ol limited tor

O Ruggedized notabotks

U Vertical-marked focus {e.g., retail)

0 Goverhmenl and educalion e the county,
staka or city level

Gartner’s Tier 1, 2 and 3 designations are dead. Although some
enterprises continue to use them in their bid processes, this is a
misuse of tiering that can result in inappropriate vendor sefection,
invalid procurement processes and, it some cases, legal
exposures. Tiers 1 and 2 are no longer supported or endarsed by
Gartner and have not been since 1998. At that time, Gartner
significantly modified the desktop and laptop tiering models.
Inslead of referring te Tier 1, 2 and 3 vendors, we disaggregated
the mode! into Enterprise, Middle and Specialty- or Segment-
Focused liers. Organizations not currently using the new tier
designations should immediately modify existing processes to
indude them and eliminate al references 1o Tiers 4, 2 and 3.

Despite the temptation to map the old tier structure 1o the new,
there is no relationship {see Note 1). The purpose of the model is
the same as it always was: to provide a framework for assessing
risk levels in seleding desktop and notebook hardware vendors,
Historically, a vendor classified as Tier 1 or Tier 2 represented
acceptable levels of risk, whie a Tier 3 vendor generally
represented unacceptable levels of risk. We now avoid such a
rigid numerical classification, recognizing that today the biggest
and most powerful, influential or newsworthy vendors in the
market are not necessarily the most acceptable in all situations.

A key goal of the new designations is to better match vendor
capabililies with organizational requirements. Al vendors are not
equal, nor are any two organizations’ requirerments the same. For
this reason, we strongly discourage the use of the liering model
as a means of simply imiting the number of bids received, This is
a blatant misuse of the model that will kely result in a suboptimal
vendor selection. Each tier is represented by a name that
captures the general sel of capabilities possessed by its vendors.
To further this point, we are changing the name of the Middle
Tier to the Regional-Business, Education and Government Tier,

GartnarGroup
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Moled

Tiaing Mode! Use

The deskiop and notebook vendar tiering
models are for the exclusive use of Gartner
clierds. Noenclienl use of this model is
unsupporied by Gariner and likely o resuit
inan Invalid procurement process. Garlner
Is commitiad o updating the lisring modsl
wherever changes dictate The laes]
warsions of the deskiop and lapicp modals
includa several changes 1o both modals.
For e more detailed analysis and
explanation of fiering, organizatians should
consult Srategic Analysis Reports R-04-
8641, "Deskiop Vandor Thering The Nexd
Generalion™ and R-06-1699, “Noleboak
Vendor Tiering The Nexi Generalion. ~

Figure ¢
Desidop Vendor Tiering

Futsu Siemans [AF] [WE|
Gatway [NA]
NEC |AP] [NAT [WE]
Micyan [NA)

Gammaph: Kay:

[AP] = Asla Paciic
[LA) = Latin Aumevics
[NA] = Norm America
[WE| = Wisiam Eurape

* Gariner does not 1rack Lhe wendors
wilhin Ihis Ber bl Goes hawve crerin
aveilkable for seif-avaktion.

Source: Gartner
Figure 2
‘Notehagk Ve Trering

E]
Gateway |

A]
Hewkett-Packard E
NEC [AP] IMA] W) ]

Gengraphic Key:

[AP] = Asia Padic

LAl = Lutin Amenica
[NA) = Narih Amarc
{WE] = Westem Europe

* Garinor doss nol frack the vendars
wilkin 1his ter bul does have aieria
wvalable for saFevalration

Saurce: Gartrer

which betler describes the true capabilities of these vendors.

Enterprise Tier: Enterprise Tier vendors are the largest and
generally the strongest vendors in the market, They all have the
well-developed infrastructure and programs required 1o serve a
variety of customer constituencies. Enterprise Tier vendors are
suitable for most types of desktop and laptop hardware
procurements, and they are particularly well-suited for large-
volume, multinational or global purchases, enterprisewide
deployments, centralized procurement initiatives, and situations
where high-end services are required. However, Enterprise Tier
vendors are nol always able or motivated lo match the
capabilities and offerings of the vendors within ihe other tiers,

Regional-Business, Education and Govemment Tier
Regional-Business, Education and Government Tier vendars
possess many of the same capabiliies and characteristics of the
Enterprise Tier vendors, but only for a particular geographic or
major market segment. Annual shipment volumes are lower, and
thus vendor reach and capability are more consirained.
Regional-Business, Educalion and Government Tier vendors are
suitable for region-spedific deployments, departmental or
locationffunction-specific initiatives, state and local municipaliies,
educational  institutions  and most  federal government
requirements. RegionalBusiness, Education and Government
Ter vendors are only qualified for the geographies where they
have demonstrated the abilty to meet the needs of thai region.

Specialty- or Segment-Focused Tier: Specialty- or Segment-
Focused Tier vendors are smaller than the Regional-Business,

Education and Government Tier and Enterprise Tier vendors and

generally represent greater overall risk in a market that

increasingly rewards economic scale. Those in the Specialty- or

Segment-Focused tier, however, are defined by a differentiated

value proposition resulting from a focus on a particufar market
segment or cuslomer type, technology solution, service, or
vertical-markel orientation (see Note 2). In thess cases, the
additional risk in dealing with Spedalty- or Segment-Focused

Tier vendors may be justified by the differentiation delivered.

Bottom Line: We encourage the use of fiering as a dedision
framework in vendor seleclion, but al the same time we caution
cients lo awoid using it as a subslitute for a detaied
requirements definition exercise or as a way simply to restrict the
number of responses (see Note 3). The updates in Figure 1 and
Figure 2 should immediately replace any other versions of the
model, espedally those st il using the old tier designations. As
always, we urge enterprises to conduct a comprehensive vendor
suitability exercise and consult Gartner analysts when evaluating
commercial desktop and notebook vendors.

®

GatnerGroup RAS Services M-10-7B44
Copyrighl & 2000 2 May 2000
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