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RFP FOR SURPLUS ONLINE AUCTION AND RELATED SERVICES


RFP No.:
Issue Date:
Submission DEADLINE:

1.	SCOPE OF WORK 
1.1	Vendor To Supply Internet-Based Auction Services  
The Vendor shall supply a fully functional Internet Auction Service Site for the purpose of selling surplus property, real estate, and tax-seized assets.  The Vendor shall provide an Internet Auction Service Site that includes:  
A. All hardware, software, servers, and Internet connections needed to provide the service; 

B. Independent Vendor hosting of the Auction Service Site;  

C. All maintenance and upgrades to the hardware and software that the Vendor provides over the term of the Blanket P.O. shall be made at no cost to the Agency.  The Agency will not pay the Vendor for any required Auction Service Site upgrades that occur over the term of the Blanket P.O.;  

D. All operating software and applications needed for the Auction Service Site to properly function;  

E. All connectivity to the Internet is such that it is accessible to all Using Agencies and Auction Bidders through industry-standard Internet connections, web browsers, and email.  The site must allow access for both Windows-based systems and Apple-based systems.  The site provided must not require the installation of special software on the computer systems of all Using Agencies or Auction Bidders where Using Agencies or Auction Bidders use a standard Windows or Apple-based operating system;  

F. All maintenance and support, including email and telephone support, needed to operate the Auction Service Site. Live customer service support must be available Monday through Friday between the hours of 8:00 A.M. and 4:30 P.M. E.S.T.;  

G. Simple and uniform methods for Auction Bidders to register, log in, view photographs of Auction items, view descriptions of Auction items, and view technical specifications of Auction items;  

H. Simple and uniform methods for Auction Bidders to submit Auction Bids and have the highest Auction Bid price to date posted on the Auction Service Site for all Auction Bidders to see.  It shall also have a process to notify an Auction Bidder if the Auction Bidder’s Auction Bid has been rejected, and such notification shall identify the reason for such rejection.  Acceptable reasons for rejecting an Auction Bid shall include, but are not limited to, failure to submit a Minimum Bid Increment or a Minimum Opening Auction Bid.  The Vendor shall supply DSS with a standard list, subject to DSS approval, of reasons for rejecting Auction Bids and the statements that shall be sent to Auction Bidders regarding rejection of Auction Bids;   

I. Clearly displayed date and time to the end of Auction Bidding;  

J. A capability for Using Agencies to set a Reserve price and have that Reserve price either hidden from Auction Bidders or available to Auction Bidders for viewing at the discretion of the Using Agency;  

K. A capability for the Using Agency to set a Minimum Opening Auction Bid price and a Minimum Auction Bid Increment;  

L. An internal method of recording all Auction Bids, including a method of identifying the winning Auction Bidder to the Using Agency, that shall be capable of identifying the second highest priced Auction Bidder if the winning Auction Bidder reneges on completing the sale;   

M. A record of Auction Bids must be provided to the Using Agency upon request within ten (10) calendar days;  

N. All security systems, anti-virus, and firewalls shall be capable of preventing the hacking of any Auction information, capable of preventing the assimilation or distribution of viruses and other programs, and capable of preventing any Auction Bidder from learning the identity of any other Auction Bidder;  

O. Contingency plans to backup all Auction Service Site information and recover all information as needed.  The Vendor shall have a disaster recovery plan covering Internet failure, electricity failure, or system failures. This plan must be provided to the Agency Contract Manager within ten (10) business days of the Blanket P.O. award;  

P. Interfaces that are easy to use for posting Auctions and that allow the Using Agency to have control over the Auction. The site must allow for easy modification of the listing by Using Agencies while the Auction is active;  

Q. A method for each Using Agency to withdraw and cancel an Auction without penalty.  The Vendor shall only be paid the Auction Listing Price (if any) in such instances and shall not be entitled to any other payment, commission, or premium from the Using Agency.  Upon request by the Using Agency, the Vendor shall describe for approval its system of notifying Auction Bidders if an Auction has been withdrawn and canceled;    

R. A mechanism to automatically extend an Auction (dynamic closing) if an Auction Bid is received within the last few minutes of the Auction to allow for a counter Auction Bid, if available;   

S. A mechanism that allows each Using Agency to utilize the language from a prior Auction (cut, paste, and edit) for the description of a new Auction within the Auction Service Site; 

T. A mechanism to post standard sale closing requirements on the Auction Service Site, including, but not limited to, the following examples:  

i. “Payment must be made within five (5) business days”; 
ii. “All sale items must be picked up by the winning Auction Bidder within ten (10) business days”; and  
iii. “A $40 storage surcharge shall be imposed on the winning Auction Bidder if the sold Auction items are not picked up within ten (10) business days”;     

U. A Vehicle Identification Number (VIN) verification database to ensure that posted vehicles or other motorized, titled assets are correctly entered, and a database that allows you to search for sold assets by full or partial VIN;  

V. The capability to identify Auction Bidders that have defaulted on past Auctions, and prevent them from submitting Auction Bids on subsequent Auctions;  

W. All Using Agencies shall have the option to direct the Vendor to impose a Buyer’s Premium and accept funds directly from the Auction Bidders; and

X. All questions regarding the item or lot being sold shall be forwarded to each Using Agency, and the Auction Service Site shall provide a method for each Using Agency’s reply to be funneled back to the questioner.  
  
1.2	Auction Procedures That Are Prohibited  
The Vendor is prohibited from including the following in any Auction:  
A. The Vendor shall not respond directly to Auction Bidders concerning a question regarding specific Auction Bids, other than procedural questions on the mechanics of Auction Bidding;  

B. The Vendor, its parent(s), subsidiaries, and affiliates shall be prohibited from Auction Bidding;

C. Any employees and family members of employees of the Vendor, its parent(s), subsidiaries, and affiliates shall be prohibited from Auction Bidding;  

D. The Vendor shall have internal procedures restricting Auction Bidding in accordance with this section of the Bid Solicitation; 

E. The Vendor shall not reveal the identity of the Agency Contract Manager to any Auction Bidder during the Auction Bidding process. All questions shall follow the question and answer procedure specified by Section 3.1; and 

F. The Vendor shall be prohibited from utilizing or interfacing with any hardware, software, computer component, Internet connection, or database related to any Agency computer system. The Auction Service Site shall be a web-based system.  
  
1.3	Payment By Winning Auction Bidder 
At the close of the Auction, the Vendor shall identify the winning Auction Bidder and associated contact information and provide it to the Using Agency via email. It will be the responsibility of all Using Agencies to contact the winning Auction Bidder, collect payment from the winning Auction Bidder, and arrange for the winning Auction Bidder to pick up the sale items or lots.  If the Buyer’s Premium option is exercised, the Vendor shall be allowed to collect electronic payments from the winning Auction Bidder.     
1.3.1	Billing And Invoicing   
By the 10th calendar day of each month, the Vendor shall submit an invoice to the Using Agency for payment for Auctions that have closed the previous month. The invoice shall include, at a minimum, the Auction identification number, Auction description, date Auction closed, winning Auction Bid price, Vendor commission fee, and any debits or credits. When the electronic payment option is utilized, the Vendor shall be responsible to pay the Using Agency, minus any fees, no later than twenty (20) calendar days following the pickup of the asset. A detailed invoice shall accompany the reimbursement.  
1.3.2	Auction Bid Deposits  
For aviation, real estate, high-value, or unique/special items, Using Agencies may require a deposit in order to participate in the Auction. The Vendor must have procedures in place to notify Auction Bidders that an Auction Bid deposit is required, perform the collection and recording of the Auction Bid deposit, and return the Auction Bid deposits after Auction Bid closing. The Auction Bid deposit of the winning Auction Bidder shall be forwarded to the Using Agency as part of the overall winning Auction Bid payment.  
1.3.3	Auction Bidder Prescreening  
For certain assets, Using Agencies may require that Auction Bidding be restricted to Auction Bidders of a certain legal age, holding a specialty license, or engaged in a business that requires proof of business registry, dependent on State law. The Vendor shall ensre all potential Auction Bidders are notified of and screened for special Auction Bidder requirements.  
1.3.4	Advertising And Marketing  
  
The Vendor shall provide additional advertising and marketing strategies for high-value assets such as aviation units, real estate, antiques, and specialty equipment. The Vendor shall provide a list of specialty, trade, industry, professional, or other publications as requested by the Agency and provide a summary of their email notification methods for advertising and marketing these types of assets at no additional cost. All advertising costs will be paid by the Using Agency.  
1.4	Commission Based On Actual Sale Price  
At the close of the Auction, the Vendor shall invoice the Using Agency per the Auction sale price and the percentage of the sale commission price.  The percentage of the sale commission shall be based on the actual sale price.  If the Auction is completed and the winning Auction Bidder reneges on the sale, the Vendor shall provide the identity of the second highest Auction Bidder to the Using Agency, and they shall have the option to award to the second-highest Auction Bidder, or may choose not to complete the sale.  If the sale is completed with the second-highest priced Auction Bidder, the commission paid to the Vendor shall be based on the actual sale price to the second-highest priced Auction Bidder.  
1.5	Training  
The Vendor shall be ready and able to provide, within five (5) business days, at no additional cost, on-site training to DSS on how to utilize the Auction Service Site and a written procedures manual to DSS that describes how to use the Auction Service Site.  The Vendor shall provide individual or group training and assistance to other Using Agencies as needed.  
1.6	Handoff of Auction Responsibility  
1.6.1	At Blanket P.O. Award   
The Vendor shall perform all new Auctions that are needed starting 30 calendar days following the date of the Blanket P.O. award.  Auctions that are posted on the incumbent Contractor’s Auction Service Site before new Auctions are posted on the Vendor site will be completed by the incumbent Contractor.   
1.6.2	At Blanket P.O. Termination and Replacement    
A. It is anticipated that a replacement Blanket P.O. will be awarded prior to the end of this Blanket P.O. or any extension thereof.  The Agency reserves the right to award a replacement Blanket P.O. during the last six (6) months of the Blanket P.O. or any extension of the  Blanket P.O. and terminate the placement of new Auctions on the Vendor auction site on the date of award of the replacement Blanket P.O.;   

B. If a replacement Blanket P.O. is awarded to a different Contractor at the end of this Blanket P.O., the Vendor shall complete Auctions started prior to the award of the replacement Blanket P.O., but shall not receive any new Auction work after the award of the replacement Blanket P.O.; and  

C. If the Vendor is awarded the replacement Blanket P.O., the Vendor shall complete all Auctions started under this Blanket P.O. under the terms and prices of this Blanket P.O., and shall perform all new Auctions that are posted after the award of the replacement Blanket P.O. at the terms and prices of the replacement Blanket P.O.    
1.7	Failure To Close A Sale   
It is possible that an Auction does not result in a sale.  The reasons for failing to close a sale include, but are not limited to, no Auction Bids, Auction Bids that do not meet the Reserve requirements, Auction Bids that do not meet the Minimum Opening Auction Bid, and removal and cancellation of an Auction by DSS or Using Agencies after it has been posted.  In such an instance, the Vendor shall be paid per the Auction Listing Fee (if any), but shall not be paid the percentage of sale commission.  
The Vendor shall not be paid any money, including the Auction Listing Fee, if a failure to close a sale was caused by Vendor error.   
1.8	Cooperative Purchasing Partners  
This Blanket P.O. shall be extended to the Agency’s Cooperative Purchasing Partners.  The Vendor shall deal directly with each Agency Cooperative Purchasing Partner and assist that partner in utilizing the Auction Service Site, including how to register. 
1.9	State Agencies 
Unless approved otherwise in writing by the Division of Purchase and Property, State Agencies requiring the services provided by this Blanket P.O. must direct all requests through the appropriate Division of the Department of the Treasury.   
i. Surplus Property – Department of Social Services; 
ii. Real Estate/Land – Division of Property Management and Construction; and
iii. Tax Seized Assets – Division of Taxation. 
All checks received by State Agencies from winning Auction Bidders must be made out to the “Treasurer, State of XXX”, unless approved otherwise in writing by the Division of Purchase and Property, and be deposited in accordance with all applicable State rules and regulations. 



2.	EVALUATION CRITERIA
2.1	Experience
How many other public sector entities utilize the respondent?  How many state governments?  How many government-specific surplus assets have been sold on their site in the past 12 months?  What is the total dollar volume earned by their government clients within the past 12 months?  What do clients say about the respondent’s service and ability to help agency’s to efficiently sell auction surplus with minimum overhead and maximum revenue?  
2.2	Market Reach
2.2.1	Website traffic (i.e., unique visitors)
Logically, it can be argued that more registered bidders and higher traffic on a respondent’s website will lead to a greater ratio of successful auctions for a wider variety of asset types and a higher return for most assets.  Ask for this data from the respondents and then use an independent website traffic measurement tool to validate their responses and credibility.
2.2.2	International Bidders
Due to their age or wear, some surplus assets may be obsolete in the U.S and/or no longer meet certification requirements, OSHA standards, etc.  These limiting factors may not affect their appeal to international buyers.  Thus, an international bidder base adds significant value.  Buying used medical and industrial equipment, etc., from U.S. government entities is a cost-effective way for international buyers to acquire much-needed assets.  Ask respondents to share the number of registered international bidders they offer and the tools they will use to effectively function as a liaison between you and these international bidders, should this be warranted. 
2.2.3	Bidder Vetting and Management
Will the respondent’s bidder vetting process stand up to scrutiny if an asset purchased from you is used for nefarious purposes?  Have respondents explain their bidder vetting process in explicit detail?  Ask how they ensure individuals identified as high risk (on terrorist watch list, no-fly list, from prohibited countries) are not permitted to bid on your assets.  Do they allow buyer restrictions by asset type (law enforcement agencies only, restrictive license, or certification holders only, etc.)?  Does the respondent manage Federal Firearms Licensees (FFLs) for government firearms sales?  How will they handle bidder non-compliance with your auction terms and conditions?  What are the consequences of non-compliance, and who enforces these consequences? 
2.2.4	Marketing and Promotion
What will the respondent do to promote the assets you have posted on their website?  Will they conduct activities to ensure targeted bidders are aware of your assets to increase competition and generate a higher return for your assets?  Have respondents describe the techniques, methods, and activities they routinely engage in to promote assets posted on their website. Do they charge an additional fee for asset promotion?  Require that respondents provide actual examples/proof of prior efforts they have engaged in to enable their clients to earn a higher return for their assets.  
2.3	COST OF SERVICES
2.3.1	FEE
When determining a respondent’s proposed fee, require they detail all fees they will charge to buyers (buyers’ premium, licensing fee, transaction fees, etc.) as well as all fees they will charge you, as the seller.  A combination of fees charged to buyers and sellers indicates the revenue the respondent will earn should they be awarded.  Before contracting, have the selected respondent verify, in writing, that they have disclosed all charges to buyers during the contract timeframe, so you are not surprised by an unanticipated buyers’ fee.  Bidders factor in all fees they will be assessed when determining how much they can bid for an asset; therefore, fees paid by buyers are relevant to your return.
2.3.2	Revenue Producing Contracts 
You are evaluating a revenue-producing contract, therefore revenue-producing potential (net auction results) is the key element that should be measured.  A 10% fee is more advantageous than a 5% fee if the provable net return ability of the respondent with the 10% fee is, on average, at least 5% higher than that of the respondent proposing 5%.  One suggestion for determining potential net return is to provide vendors with a randomly created list of surplus assets and to require they provide recent sales results for similar assets auctioned by their clients to include links to the actual auction, so you can verify both comparability and results (a web-based solution will have the ability to provide links).  Additionally, go to respondents’ websites and conduct your own analysis.  Comparing assets sold in a similar time period will provide a good measure of net return.   
2.3.3	Additional Financial Considerations
Does the vendor offer any financial incentives?  For example, a reduced fee for reaching certain annual sales volumes.  A reduced fee for higher value assets, etc. 
2.4	Transparency
2.4.1	Reporting
Does the respondent provide thorough reporting and a complete end-to-end audit trail? Are reports available in real time, or do you have to wait until the end of a reporting period? Can you look up a past sale from two years ago, or view payment details from a bidder payment six months ago? Transparency and audit-level reporting are essential since governments must be accountable to their budgets, leadership, and constituents. A vendor that relies on a monthly invoice or spreadsheet leaves government agencies at risk of failing an audit or not being able to answer questions from officials.
2.4.2	Accounting Capabilities
Can the respondent collect auction proceeds on behalf of the Agency?  Does the respondent assume the risk/liability associated with electronic payment (fraud, charge-backs, etc.)?  Does the respondent delay payment of proceeds until the window of liability has elapsed to avoid actual assumption of any risk/liability?  Is the vendor PCI compliant?  Will the respondent’s accounting and reporting processes satisfy your Agency’s accounting requirements and the scrutiny of a potential audit?    
2.5	Functionality and Support
2.5.1	Bidder Website
How user-friendly is the respondent’s bidder website?  Can bidders quickly locate desired asset types and easily compare like assets from various sellers?  Can bidders limit asset searches to a desirable radius?  Can bidders create proactive alerts by seller name, asset types, etc.  Can buyers place automatic/proxy bids?  Is the site transparent in terms of providing detail about current bids as well as historical auction details?
2.5.2	Seller Tools
How user-friendly are the respondent’s seller tools, resources, and functionality?  Will you maintain control of your own auction process, or must control be relinquished to the respondent?  Can you create your own auctions, monitor activity throughout your auction process, and access completed auction details indefinitely?  Can you access real-time auction data and create ad hoc and standard reports containing real-time data 24/7/365, or does the respondent control all data access and reporting?  Can sellers delegate tasks to remote staff members while maintaining centralized control of the process by matching system access levels to assigned tasks?
2.5.3	Supporting Your Success
After the award, how much support will the respondent provide to ensure your success?  How much staffing does the respondent dedicate to the following tasks: initial training; ongoing support; auction quality oversight; management of your agencies’ expectations; resolution of bidder issues; promotion of assets; contract management; periodic reviews and best practice recommendations; addressing your current and future mandates; functionality improvements and enhancements; enabling API/interfaces for improved efficiencies and data continuity?
2.5.4	Satisfying Government-Specific Mandates
Does the respondent understand that governments often have specific requirements, such as internal reallocation and restricted sales to specific audiences (local governments, non-profits, etc.) prior to public sales?  Does the respondent offer functionality to address your specific requirements, or will you be required to meet your requirements outside of their functionality?  Are they willing to enhance their functionality = to address your requirements?  If yes, how much time will enhancements take and what is the cost?
2.6	Sustainability
Does the respondent offer services to address sustainability initiatives?  For example, can assets be reallocated and auctioned in-place as opposed to being transferred to regional or central sites?  Transportation and storage of assets aren’t sustainable solutions and the associated overhead impacts return on investment. 	 
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