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Business Operations 
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Re: D2L Proposal to Region 4 Education Service Center 

Mrs. Crystal Wallace, 

Thank you for the opportunity to respond to Region 4 Education Service Center (ESC)’s RFP for Learning 
Management Software. We know this project is essential to how teaching and learning is supported at the ESC and 
across the country as an OMNIA partner. Our response will demonstrate how we bring both a solution designed to 
help both teachers and students achieve more, along with a set of services to ensure your long-term success. 

Your commitment to student success and supporting teachers is readily apparent in your RFP, and we anticipate 
you will be looking for tools, features, and a partner that can further improve how teaching and learning takes place 
across your organization. D2L brings 21 years’ experience providing our industry-leading learning solution, 
Brightspace. We are experts at setting up organizations with an easy, flexible, and smart platform, and we look 
forward to collaborating with Region 4 ESC and OMNIA to deliver excellence, innovation and efficiencies.  

Our clients choose us for our robust, flexible platform — our extensive suite of tools help better prepare students for 
college and career and fosters 21st-century skills. As you review our response, I am confident you will see that D2L 
continues to push the development of next generation learning. We innovate. We provide the tools for students to 
excel. We help teachers spend less time “managing learning” so they can focus on student needs. Most 
importantly, we listen. Your input is essential to our innovation and ability to remove barriers to learning and 
education. 

We appreciate your review of our proposal and look forward to the opportunity to meet with you and your team and 
demonstrate why Brightspace is the best choice in meeting your goals, now and in the years to come. 

Best regards, 

 
 
 

Sarah Frank        Melissa Howatson 
Account Executive       Authorized Signatory, CFO 
Sarah.frank@D2L.com 
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Executive Summary 
As part of your evaluation process, we 
understand Region 4 ESC and OMNIA must 
assess and select learning solutions to support 
your mission and strategic objectives and 
determine how these solutions will measurably 
improve student success and instructor 
efficiencies. Strategically, as Region 4 ESC 
transforms teaching and learning in response to 
drivers for streamlined professional development, 
increased learner engagement and achievement 
through meaningful data analysis, you must 
navigate these changes, promote student, 
instructor, and parent engagement and try to 
assess how your chosen solution and the vendor 
behind it is able to evolve with your district. At the 
individual level meanwhile, learners and 
instructors are savvy technology consumers in 
their personal lives and are increasingly vocal 
with their demands for personalized, accessible 
and easy to use solutions. 

Many vendors seek to simplify this decision 
landscape and gloss over the need for flexibility, 
assuming schools will appreciate the simplicity 
that comes with a ‘one-size-fits-all’ approach. In a 
world of personalized feeds on every device, 
students need and expect a far more 
personalized and engaging learning experience. 
Districts need to implement solutions that flex to 
how students learn and how instructors teach, 
promoting both ease of use and a ‘one-size-fits-
me’ approach. D2L addresses this complexity – 
technically and also culturally and philosophically 
in the way that we approach partnerships with 
our clients. 

Brightspace Highlights 

· Worry free technology that your users 
love engaging with. 

· Fully integrated platform that works with 
your district systems. 

· A platform that lets your teachers teach 
the way they want to for a personalized 
learning experience 

· Teacher professional development and 
student learning in one place with 
Brightspace 

· Cloud Services with 99.9% uptime for 
anytime, anywhere learning 

· Strong data analytics to make informed 
decisions on student achievement 

· A fully responsive platform for access 
from any device  

· Free Upgrades via Continuous Delivery 
 

 

Achieving Region 4 ESC’s Goals with Brightspace 
We understand the challenges you are looking to address include a fully responsive PreK-12 LMS plus teacher 
professional development. It is in this context we are excited to showcase Brightspace, and how it can build upon 

http://www.d2l.com/products/#releases
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the foundational programs already established at Region 4 and ultimately transform teaching and learning across 
the community. 

REGION 4 GOALS ARE ACHIEVED WITH… 

Reach every learner Learning is not the same for everyone and instructors need to reach 
students where they are. Brightspace makes this easy: 

· Content and activities can automatically release based on learner 
performance and action in a course. You can create a branch for 
students who need extra help, not visible to others. Rather than 
disengage and abandon the learning experience, learners stay in the 
system longer and work through their challenges. 

· Schedule personalized communication to students. Instructors can set 
notifications for student progress or send them a reminder to re-
engage with their learning with an automated notification. This way, 
instructors can reach every student with personalization at scale. 

· Determine learning paths using a pre-assessment. Instructors can 
design a pre-assessment to take inventory of a learners’ incoming 
knowledge, then only release the content they need to focus on. 

Each of these features are part of our purposeful design to help schools 
and organizations increase adoption of the system by providing 
personalized learning moments that meet students on their terms in their 
own personal learning journey. 

Promote parent engagement Parents play a significant role in improving the achievement levels of 
students and they are better supported when they have easy to use tools 
and timely insight to their child’s learning and progress. Brightspace for 
Parents, included in our core platform, provides simple ways for 
instructors to let parents know how their children are doing, what is 
happening in class, and what students have been working on in class. 
Brightspace for Parents help parents and students have more 
meaningful conversations about “what did you learn in school today?” 

Learning anytime, anywhere Learning is not confined to a classroom – or even to a computer. 
Today’s learners want the freedom to access learning at a time and a 
place, and on the device, of their choosing. This is why we take a 
mobile-first approach. This means Brightspace supports mobile 
browsing, regardless of device. This supports Bring-Your-Own-Device 
initiatives and provides mobile access whether your students have older 
devices or the latest technology.  

Other LMS vendors support mobile only through a mobile app approach 
that requires specific devices or browser support to access learning on 
the go. Because we take a mobile-first approach, all users have mobile 
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access and then we develop apps for targeted purposes that take 
advantage of the different learning and engagement opportunities mobile 
development offers (like push notifications). 

Partnership for Success  
What truly sets D2L apart is the way we actively collaborate and partner with our clients after contract signing and 
implementation. D2L does not simply walk away after the formal implementation tasks are delivered. In fact, we 
view implementation as the first stage of our partnership.  

Following implementation, our Customer Success Management team remains by your side, advising you on how to 
make the most of the platform to support your longer-term goals. This team is measured on your success and they 
partner with you to monitor progress in achieving your key performance measures over the duration of the contract. 
Specifically, as collaboration between our organizations deepens over time, we will be on hand to listen, to advise 
and to guide — ensuring that our platform continues to serve your needs well into the future. This approach stems 
from our organizational culture, originated and cultivated by our founder. We strive to be open, responsive and 
committed.  

SUMMARY 

One of the core beliefs that motivates us is that education has the power to transform each learner, which in turn 
translates into a social power capable of positively transforming communities and cities. This understanding brings 
a responsibility to understand the broader social and economic impact of what happens when learners do not reach 
their potential. This responsibility occupies the minds and drives the actions of our employees, from our founder to 
the D2L teams you work with. We put education first because we know that we can help you inspire individual 
learners to see the possibilities of what they can achieve and how they can succeed.  

We have greatly enjoyed learning more about Region 4 ESC through this process and very much hope that this 
response is the first step in a long and beneficial partnership between our organizations as we serve your students, 
teachers and wider communities together. We have already gained the trust of millions of users globally, and we 
are now determined to bring that same focus and leadership to Region 4 ESC. 
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Evaluation Process and Criteria 
1. A committee will review and evaluate all responses and make a recommendation for 
award of Contract(s). The recommendation for Contract awards will be based on the 
predetermined criteria factors outlined in this section, where each factor is assigned a point 
value based on its importance. In evaluating the responses, the following predetermined 
criteria is considered: 

a) Products/Pricing (40 Points) 
b) Performance Capability (30 Points) 
c) Qualification and Experience (20 Points) 
d) Value Add (10 Points) 

2. Offeror’s proposal should, at a minimum, include the following for Region 4 ESC’s 
evaluation: 

A) PRODUCTS/PRICING 

i. Unless otherwise stated , Offerors shall provide pricing based on a discount from a 
manufacturer’s price list or catalog, or fixed price, or a combination of both with indefinite 
quantities. Prices listed will be used to establish the extent of a manufacturer’s product 
lines, services, warranties, etc. that are available from Offeror and the pricing per item. 
Multiple percentage discounts are acceptable if, where different percentage discounts 
apply, they different percentages are specified. Additional pricing and/or discounts may be 
included. Products and services proposed are to be priced separately with all ineligible 
items identified. Offerors may elect to limit their proposals to any category or categories. 

D2L has provided pricing based on a discount from our manufacturers price list. 

ii. Include an electronic copy of the catalog from which discount, or fixed price, is 
calculated. Electronic price lists must contain the following: (if applicable) 

• Manufacturer part # 
• Offeror’s Part # (if different from manufacturer part #) 
• Description 
• Manufacturers Suggested List Price and Net Price 
• Net price to Region 4 ESC (including freight) 
D2L’s Brightspace Platform. 

Version numbers are only used for internal tracking and support issues. As of this writing, we are at version 
20.20.12 which was released on December 3, 2020. However, this will continue to change monthly as we release 
new features and updates. 
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Media submitted for price list must include the Offerors’ company name, name of the 
solicitation, and date on a Flash Drive (i.e. Pin or Jump Drives). 

Acknowledged.  D2L has included our price list on a flash drive enclosed in an envelope with our Company Name, 
Solicitation Number and Date. 

iii. Is pricing available for all products and services? 

D2L has provided pricing for the bulk of our products and services. 

iv. Describe any shipping charges. 

Because Brightspace is a SaaS solution that is deployed and hosted with Amazon Web Services (AWS) therefore 
there are no shipping charges. 

v. Provide pricing for warranties on all products and services. 

Our performance is warranted for all proposed products and services in accordance with the statements below: 
·     the services will achieve in all material respects, the functionality described in the applicable documentation 
·     the services will be performed in accordance with industry standards and with the same level of care and skill as 

we provide to our other customers. 

· the products included support costs to ensure timely customer satisfaction and timely incident response  

Please refer to our Agreement included in our Supporting Documents section which provides further clarifications. 

vi. Describe any return and restocking fees. 

Because Brightspace is a SaaS solution there are no return or restocking fees. 

vii. Describe any additional discounts or rebates available. Additional discounts or rebates 
may be offered for large quantity orders, single ship to location, growth, annual spend, 
guaranteed quantity, etc. 

Discounts and rebates can be found in the pricing section of this response. 

viii. Describe how customers verify they are receiving Contract pricing. 

D2L’s internal system will maintain all customer info and ensure that all listed agencies will receive the proposed 
Contract pricing. 

ix. Describe payment methods offered. 

D2L accepts payment via Visa® and MasterCard® for amounts of less than $20,000.00 USD and via electronic fund 
transfer or cheque for all payment amounts. 



D2L Proposal to Region 4 Education Service Center (ESC), 20-14 

© 2020 D2L Ltd. All rights reserved. This document is confidential to the maximum extent allowed by law and must only be viewed 
by authorized individuals. 

9 

 

x. Propose the frequency of updates to the Offeror’s pricing structure. Describe any 
proposed indices to guide price adjustments. If offering a catalog contract with discounts 
by category, while changes in individual pricing may change, the category discounts should 
not change over the term of the Contract. 

D2L’s confirms that any updates to our pricing structure will not affect the discounts offered by category. 

xi. Describe how future product introductions will be priced and align with Contract pricing 
proposed. 

D2L confirms that any future product introductions to the pricing structure will align with the proposed Contract 
pricing. 

xii. Offerors shall provide pricing per teacher and per student or may choose Tier pricing. If 
offering discount, list price must also be included. 

D2L has provided separate pricing for students and teachers based on the models listed below. 

Students 

Typically, we use a Full Time Equivalency (FTE) model that allows for unlimited use of the system in support of 
student learning. An unlimited number of course shells may be created, even those which are not directly tied to a 
course (student clubs, for example). Students may be enrolled in an unlimited number of course shells for no 
additional cost. instructors, for the purposes of teaching, have access to the system at no additional cost. FTE 
means a count of the highest reported full-time equivalents over the course of a year.  

Teachers (Professional Development) 

The Active User Model defines an “active user” as any user that registers for or is enrolled in one or more courses, 
and/or logs into the system in each consecutive twelve-month period following the Effective Date. An active user 
can be a staff member or teacher. 

xiii. Proposed pricing shall include license, installation, training, service, warranty, 
maintenance, and any other applicable technical and associated cost. 

D2L has provided pricing for licenses, installation, training, service, warranty(support) and maintenance. 

xiv. Provide any additional information relevant to this section. 

None at this time. 
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Not to Exceed Pricing. Region 4 ESC requests pricing be submitted as not to exceed 
pricing. Unlike fixed pricing, the Contractor can adjust submitted pricing lower if needed 
but, cannot exceed original pricing submitted. Contractor must allow for lower pricing to be 
available for similar product and service purchases. Cost plus pricing as a primary pricing 
structure is not acceptable. 

B) PERFORMANCE CAPABILITY 

i. Include a detailed response to Appendix D, Exhibit A, OMNIA Partners Response for 
National Cooperative Contract. Responses should highlight experience, demonstrate a 
strong national presence, describe how Offeror will educate its national sales force about 
the Contract, describe how products and services will be distributed nationwide, include a 
plan for marketing the products and services nationwide, and describe how volume will be 
tracked and reported to OMNIA Partners. 

D2L has provided a detailed response to Appendix D, Exhibit A below. 

ii. The successful Offeror will be required to sign Appendix D, Exhibit B, OMNIA Partners 
Administration Agreement prior to Contract award. Offerors should have any reviews 
required to sign the document prior to submitting a response. Offeror’s response should 
include any proposed exceptions to OMNIA Partners Administration Agreement on 
Appendix B, Terms and Conditions Acceptance Form. 

D2L confirms that we will sign Appendix D, Exhibit B upon successful award. 

iii. Include completed Appendix D, Exhibits F. Federal Funds Certifications and G. New 
Jersey Business Compliance. 

D2L has included a completed Appendix D, Exhibits F and G attached. 

iv. Describe how Offeror responds to emergency orders. 

D2L will work with OMNIA to ensure any emergency orders are action immediately.   

Your dedicated D2L sales representative Sarah Frank will ensure a timely response to any emergency requests. 

v. What is Offeror’s average on time delivery rate? Describe Offeror’s history of meeting the 
shipping and delivery timelines. 

Because Brightspace is a SaaS solution, many parts of implementation don’t require the project team to be onsite 
and are typically performed remotely (e.g. deployment of test and production sites, configuration, status update 
meetings). However, we believe activities like project kickoff are better suited for on-site engagement, because 
project kickoff is the ideal way to launch a long term, successful partnership with Region 4 ESC. This 
ensures onboarding of all key stakeholders, ensures open discussion to ensure alignment on project 
goals, and allows us to address any network nuances or unforeseen complexities. For this reason, we would 
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encourage Region 4 ESC to invite relevant participants from other institutions to participate during this session to 
ensure alignment across your project team. 
While we follow the same methodology for all implementations, we understand that every implementation is unique 
and will work with Region 4 ESC to determine which tasks should be handled remotely and when we’re required 
on-site.  

vi. Describe Offeror’s ability to meet service and warranty needs. 

Our performance is warranted in accordance with the responses below. For products and services proposed, D2L 
can state that as follows: 
·     the services will achieve in all material respects, the functionality described in the applicable documentation 
·     the services will be performed in accordance with industry standards and with the same level of care and skill as 

we provide to our other customers. 
Please refer to our Terms and Conditions of sale included in our Supporting Documents section which provides 
further clarification and definition to the statement above. 
We can provide a description of the proposed professional services team aligned to Region 4 ESC as well as brief 
biographies of the aligned Support Team demonstrate their expertise to fulfill the services noted upon award and 
successful contracting. 

vii. Describe Offeror’s customer service/problem resolution process. Include hours of 
operation, number of services, etc. 

All support packages include the following: 

·     24x7 Brightspace Community access and 
administrator access to a searchable knowledge 
base of technical resources and documentation 

·     Historical case reporting for all submitted issues 

·     Cloud performance dashboard 

·     Monthly product updates and fixes 

·     Access to the Product Idea Exchange to share 
feature requests and enhancements 

When it comes to support, we offer flexible options for Region 4 ESC ’s selection that we believe will meet all of 
your requirements in English, Spanish, or Brazilian Portuguese. Below is a brief description of the support options 
that we offer: 
BASIC SELECT  PLUS PLATINUM 

·     Monday to 
Friday 8 a.m. to 
8 p.m. (local 
time) chat 

·     24x7x365 email 
and web-
based support 

·     24x7x365 chat, 
email, and web-
based support for 3 
Approved Support 
Contacts (ASCs) 

·     Unlimited case 
support 

·     24x7x365 email, chat, 
telephone, and web-
based support for 3 
Approved Support 
Contacts (ASCs) 

·     Unlimited cases per 
month 

·     24x7x365 email, chat, telephone, 
and web-based support for 5 
Approved Support Contacts 
(ASCs) with a dedicated toll-
free number 

·     Unlimited number of cases per 
month 
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for 2 Approved 
Support 
Contacts 
(ASCs) 

·     60 cases per 
year 

·     Monthly case 
reports 

·     Cases can be submitted 
via email or web portal 
24x7x365 

·     Priority follow the sun 
support for P1 issues 

·     Semi-annual reviews of 
support service 
experience 

·     Monthly case reporting 

·     Post Case Summary for 
P1 cases reporting upon 
request 

·     Cases can be submitted via 
email or web portal 24x7x365 

·     Priority queuing and 
major case management 

·     Monthly case and SLO reporting 

·     Quarterly reviews of support 
service experience 

·     Priority follow the sun support for 
P1 issues 

·     Post Case Summary for 
P1 cases reporting upon request 

·     Includes a TAM: a named 
technical contact that provides 
specific technical guidance for 
projects, infrastructure, and 
support issues as well as some 
reports and semi-annual product 
roadmap review meetings 

 
SUPPORT PROCESS 
Our friendly and responsive team of Service Desk professionals are trained to expertly and efficiently address your 
inquiries and needs. We are trained to get things resolved and running as soon as possible. We provide a live, 
interactive, customer-accessible support portal where you can submit and track cases. You can also keep an eye 
on the progress of the status of the issues you have submitted as they are received, in process, and completed. 
Issues are entered and tracked with a ticket number that can be accessed through our Support Web Portal. In the 
email form, end users can select the urgency; for chat and phone, a Customer Service representative will assess 
the issue and set the priority (if required). Approved Support Contacts (ASCs) get notified on ticket status/updates 
via email. Additionally, the Support Web Portal gives you access to cases, requests, FAQs, and documentation 
about the platform. The Support Web Portal is exclusively available to your ASC. To stay in the know, you can also 
access vital system information, discussion forums, and general news regarding our products and systems by 
subscribing to our online Brightspace Community. 
ESCALATIONS 
Our clients are empowered to escalate an issue in circumstances such as a change in the urgency of an issue or if 
a client feels that service expectations have not been met for any reason. In the event that an issue requires 
escalation, customers’ Approved Support Contacts (ASC)s can call, email, or log on to our online support portal to 
request escalation. If you have a TAM, you can reach out to them. 
Once a ticket has been escalated, our Customer Support management team will assign it to appropriate staff 
members for immediate attention. The support teams meet daily to discuss escalated tickets and monitor their 
resolution. The Support Organization is setup to have direct access to subject matter experts when additional 
assistance is needed. 
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viii. Describe Offeror’s invoicing process. Include payment terms and acceptable methods 
of payments. Offerors shall describe any associated fees pertaining to credit cards/p-cards. 

We accept payments via Visa® and MasterCard® for amounts of less than $20,000.00 USD and via electronic fund 
transfer or cheque for all payment amounts.  Standard payment terms are Net 30 days. 

ix. Describe Offeror’s contract implementation/customer transition plan. 

As your partner in learning, our implementation approach is focused on setting you up for success and seeing early 
returns on your investment of both time and resources. We partner with you to help you get up and running quickly 
to see the value of having implemented Brightspace and impacting the learning experience. You’ll hear us talk a lot 
about partnership, but it isn’t just talk. Partnership is central to our implementation approach. We join our expertise 
with yours. You’re the experts in teaching and learning at Region 4 ESC. You know the culture and have 
anticipated the challenges.  

As your partner, we pair your expertise with our Brightspace expertise and over 21 years of implementation 
experience. Having completed hundreds of implementations over our 21 years, we know that for customers, like 
you, implementation needs to be efficient, timely, and address your specific, unique user stories and workflows. 
D2L has more experience than just about anyone in the industry so that we can easily adapt and deliver on what 
you need from an implementation. Our expertise and practical knowledge helps us ask the right questions to scope 
your needs and meet your timelines.  

We’re a learning company first. Our approach is that technology serves learning. We know that what works for one 
customer doesn’t necessarily work for another, so we have built an implementation framework of four phases that 
allows for flexibility and the ability to tailor implementation to your organization. To help you imagine what 
implementation will look like, the following outlines the deliverables you can expect at each phase. 
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Kickoff 

We introduce you to your D2L Project Manager and D2L Implementation Consultant, who will develop a full project 
plan within the first two weeks of your project’s initiation.  

Your PM and IC will work with you to define expectations, scope the project, and establish timelines. At the kickoff 
stage, in collaboration with your team, we establish:  

project timelines 

roles and responsibilities for your team and ours  

set a change management process  

provide access to the Brightspace Implementation 
Center ― a course in your Brightspace instance with 
all implementation workbooks and materials 

Discover and Design 

We listen to what you need, continuing to learn about your organization, background, vision, goals, and strategic 
initiatives. We then partner with you to create your solution portfolio. With this information, we make configuration 
decisions that support what teaching and learning looks like at Region 4 ESC so that from day-one your users see 
the platform as an essential learning tool. 

In discovery with your team, we: 

 establish the various stakeholders who will benefit 
from Brightspace 

 assess and evaluate what systems and tools need 
to be integrated with Brightspace so that Region 4 
ESC gets the most value 

 determine user stories and use cases 

 knowledge share on configuration notes and 
recommendations 
 define business processes 

 set achievement criteria for design and 
configuration 

In designing your solution, we provide: 

 course migration, including: 

 configuring course package converters  

 converting a sample set of courses  

 clear path mapping to success by applying our 
expertise on how to best leverage Brightspace so 
you that you can reap its benefits 

 site design and configuration 
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 enablement to bulk convert hundreds (or 
thousands) of courses at once with no limits or 
additional costs 

 including drag-and-drop course migration (up to 
1GB per course) via the UI from your existing 
system1 into Brightspace  

 well-defined plans for how each integration 
(whether a third-party tool, an authorized system, plug 
and play authentication, or SIS will be integrated with 
Brightspace  

Train and Coach 

We set you up for success by connecting you with an expert D2L Trainer to deliver a tailored training plan and 
create courses for participants to use during training. We don’t just conduct training; we invest in your success.   

In total, you will receive 12 hours of private training in your Brightspace environment that we recommend you tackle 
in a building-block approach of two-hour increments. We find this incremental, building-block approach helps 
participants learn in small intervals, practice what they’ve learned, and return ready to build on the foundations of 
the previous session. This approach keeps the right balance of enough time to process what’s being learned while 
keeping momentum. You can expect us to: 

 train you in your specific, preconfigured 
Brightspace environment 

 tailor training based on your specific, unique user 
stories and business needs 

 deliver training that will cover core teaching 
workflows 

 provide access to a one-year subscription to on-
demand training 

 update your platform configurations based on new 
needs identified in training 

 give access to two seats in an online course on 
optimal course creation for Instructional Designers 

 provide ongoing guidance to your technology 
enablement team through 8 consecutive weeks of 
assistance with answering system questions, 
suggesting enablement materials, and more. 

 

 
1 Blackboard Learn v. 6/7/8/9, Angel Learning v. 7/8, Moodle v. 1.9/2/3, Pearson eCollege, UCompass, Respondus, IMS 
Common Cartridge v. 1.0/1.1/1.2/1.3, IMS Thin Cartridge v. 1.3, SCORM Object 
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Prepare and Launch 

In preparation for launch, we give you the tools and know-how to ensure all technical integrations and workflows 
are reviewed and validated. This is a perfect opportunity to finish loading user and course data. We’re supporting 
right through to launch by: 

assisting with any questions and troubleshooting  

reviewing launch plans and identifying last-minute 
changes 

helping with revised adoption or communication 
strategies 

closing implementation with your approval and sign 
off  

smoothly transitioning you to our Help Desk and 
your Customer Success Manager (CSM) 

Post-implementation, your CSM is your representative and advocate at D2L who partners with you to continue to 
plan, measure, and achieve your vision. Our project team keeps your CSM in the know throughout your 
implementation and provides a full knowledge transfer, so they know your goals, objectives, and adoption and 
communication strategies from day one.  

With D2L as your partner, you can be confident in your decision to choose Brightspace. We’ve got you covered and 
will set you up with a platform that will excite your users. 

Training Plan 

Our training approach is a combination of both cultivating a core group of administrators who will run 
Brightspace as key points of contact at Region 4 ESC, and equipping your staff with flexible online, on-demand 
training. As a learning company, we’ve applied our knowledge of how people learn best to our training approach. 
We’ve found that short, incremental training leads to better knowledge retention and is most successful when 
participants learn something new, try it, and then come back to learn some more. 

Training focused on key workflows 
For instructor-led training, we leverage your configured Brightspace solution to deliver training, so that you’re 
learning Brightspace with Brightspace. We also focus on workflows that highlight the student experience, so you 
can build courses that help drive their engagement. In total, we’ll deliver 12 hours to a core team of participants led 



D2L Proposal to Region 4 Education Service Center (ESC), 20-14 

© 2020 D2L Ltd. All rights reserved. This document is confidential to the maximum extent allowed by law and must only be viewed 
by authorized individuals. 

17 

 

by one of our expert D2L Trainers. We provide 8 hours of training focused on key workflows for teachers for up to 
12 participants and 4 hours of training on key workflows for administrators/tech enablement for up to 8 participants. 
In terms of “administrators”, this can be a broad term with many incarnations. We think of administrators as those 
who are keen to be champions of, and experts in, the system and want to support their peers in successfully using 
Brightspace. We will partner with you during the early days of your implementation project to identify participants 
and to determine how to best time your training in a way that works for your schedule. 

Setting you up for success: an incremental, building-blocks approach 
As a starting point for planning, we recommend delivering administrator training in two two-hour sessions over a 
two-week period and delivering instructor training in four two-hour sessions over a three-week period. We find this 
incremental, building-blocks approach helps your participants learn in small intervals, practice what they’ve learned, 
and return ready to build on the foundations of the previous session. This approach keeps the right balance of 
enough time to process what’s being learned while keeping momentum. We’re able to provide this incremental 
approach via virtual training which delivers the best value. We do have the ability to deliver onsite training; 
however, if onsite is required, training would need to be packed into a tighter schedule since this is subject to 
normal T&E. If needed, additional training blocks can be purchased to a maximum of 3 blocks per day. Each block 
is 2 hours. 
We set you up for success by connecting you with our expert to deliver a tailored training plan, and we you coach 
on instructional design. You can expect us to: 

 tailor training based on your specific, unique 

user stories and organization needs in your 
preconfigured Brightspace environment 

 offer a one-year subscription to on-demand 

training 

 deliver training that will cover key workflows 

that are important to the successful launch of 
your Brightspace environment 

 update your platform configurations based on 

new needs identified in training 

 give access to two seats in an 

online program on optimal course creation 
for instructor champions 

 run “Ask the Trainer”, drop-in sessions 

available regularly over the course of your first 
year 

  provide access to Brightspace Community: A 

personalized, interactive space to find resources, 
network, and share knowledge and ideas 

One-year subscription to on-demand training 
Your training includes a one-year subscription to online, self-paced, pre-recorded training with tracks for beginners, 
intermediate, and advanced users. The short, digestible format makes it easy for users to jump in and out of 
training within their busy schedules and to quickly get the information they need to answer questions, learn a 
feature, or get a refresher. This one-year subscription is available to administrators and instructors. 

Drop-in, online sessions with our trainers 
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We provide “Ask the Trainer” sessions regularly throughout the year for the first year with separate sessions for 
beginners and advanced users. When your users jump into the on-demand training site, they’ll see a calendar, and 
can attend as needed. There is no set agenda for these sessions; it’s a live Q&A with one of our D2L Trainers. 

Teaching and Learning Certificate Program 
We’ve also opened up access to our learning and development expertise with two seats in an online course on 
optimal course creation. We equip course developers, instructional technologists, or content creators to have the 
specific resources and skills that they need to create dynamic, engaging courses in Brightspace. We like taking a 
“train-the-trainer” approach where we equip people to become resident experts at your organization ― what we like 
to call Instructor Champions. This online, self-paced certificate program is intended for those you want to cultivate 
as go-to-experts in course design. These courses give access to the knowledge we’ve gained from our experience 
in creating effective, impactful courses that can be applied in your own courses at Region 4 ESC. Our approach to 
training provides guided pathways to get to know Brightspace and key features that will help them deliver 
exceptional, personalized learning experiences. 

Access across Region 4 ESC to Brightspace Community 
Beyond your initial training, every user has access to the Brightspace Community. It comes stocked with plenty of 
resources, and it’s an excellent place to network with peers, D2L employees (e.g., Instructional Designers, 
Courseware Developers, and members of our Product Management Team), and super users with opportunities for 
professional development. Whether you’re looking to expand what you’ve learned in training by upgrading 
understanding or gaining new knowledge, we’ve got you covered with personalized, easy-to-find resources 
like video tutorials, webinars, a product blog, special interest groups (e.g., Teaching & Learning, K12, and Analytics 
and Data Access), release notes (including previews), documentation, access to the Support Knowledge Base for 
administrators, and the Developer Platform. 
The Brightspace Community serves up personalized, relevant content based on your role and what you’re most 
likely wanting to accomplish with Brightspace based on the time of year (e.g., a playlist of getting started tutorials 
for instructors or Fundamentals for Administrators). 

A training program developed and designed for your success 
By partnering with us, Region 4 ESC can have the confidence that our training program is designed to set you up 
for success with resources that continue to support you into the future. 
Sample Implementation Timeline 

We take pride in building lasting relationships with our customers and endeavor to ensure that every possible 
measure is taken to exceed expectations. After a full review with input from applicable stakeholders is complete, a 
full project plan is developed. Key considerations include detailed requirements gathering, establishing applicable 
roles and steering committee at the customer level, identifying crucial project members at D2L, research 
requirements to determine proper allocation of resources, preparation of agendas for meetings, reporting 
requirements, timelines, change order procedures, etc. 
To give you an idea of what this would look like, we have included a sample implementation plan. Region 4 
ESC can expect a similar implementation plan for your project developed in consultation with you and based on 
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project requirements, timelines, products and services, and resource availability. Each phase and associated 
objectives are outlined below: 

Task 
week 
1 

week 
2 

week 
3 

week 
4 

week 
5 

week 
6 

week 
7 

week 
8 

week 
9 

week 
10 

week 
11 

week 
12 

Key Milestones                         
Project Start                         
Date Access Granted                         
Ready for User Access                         
Go Live Date                         
Kickoff                         
Project Start                         
Project Planning                         
Discover & Design                         
Site Design & Configuration                         
Course Migration & 
Authentication                         
Test Site Installation                         
Train & Coach                         
Private Training                         
Subscription Training                         
Certificate Training                         
Learning & Creative Services 
Deploy Widgets                         
Post Training Office 
Hours/Coaching/Q&A                         
Prepare & Launch                         
Transition to Support                         
Launch                         

K12 Select Implementation Sample Timeline 

x. Describe the financial condition of Offeror. 

The company is well capitalized. Our outstanding company success has resulted in our ability to attract $165M in 
total funding from some of the top tier investors in the Education space. This significant funding provides our clients 
with the comfort of knowing they are buying from a successful organization that has the longevity to ensure their 
success. We are in a strong cash and current receivables position and our balance sheet has minimal debt or long-
term liabilities. These facts, together with our strong client base and recurring revenue model, position us as a solid 
and reliable partner for our clients. 
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While we understand the need for ESC to verify the vitality of our company, as a privately held company, we do not 
disclose financial statements or information. For your convenience, we have included a copy of our financial letter 
endorsed by our Chief Financial Officer which can be found in the Supporting Documents section of this proposal. 

xi. Provide a website link in order to review website ease of use, availability, and 
capabilities related to ordering, returns and reporting. Describe the website’s capabilities 
and functionality. 

www.d2l.com 

D2L’s website is a one stop shop for information regarding our Company, our Brightspace Platform, the various 
Resources that are available and also an area for Blogs and Support.  

xii. Provide any additional information relevant to this section. 

First and foremost, Brightspace has been designed with non-technical users in mind. This is because we want to 
ensure that Brightspace is intuitive and user friendly; after all, a learning platform can’t be considered effective if it’s 
not user friendly for your learners and instructors. To ensure we have a platform that supports ease of adoption and 
to support a broad user population, we have completely refreshed our user interface and underlying architecture 
multiple times. 

Because we know it’s important to engage your users in ways, they are familiar with, this newest version of 
Brightspace has been designed more like the websites your users know and use, like Facebook and Amazon. This 
is a key differentiator for Brightspace as many other LMSs are designed more like CRMs, which by definition, are 
designed to simply manage and administrate. Brightspace on the other hand, goes far beyond administration. It is 
designed to engage and foster learner success. 

We devote more time with our customers on understanding a ‘day in the life’ of their instructors, learners, and 
administrators. Our customers have shared that while big picture innovation is important, they really want us to 
innovate with a focus on their day to day challenges. As an example, our user experience (UX) team uses a 
persona-based approach to ensure Brightspace is designed to meet the needs of different personas including 
learners, instructors, course developers, and system administrators. The following principles guide our team: 

·     provide clear paths for user goals, 

·     make everyday interactions enjoyable, 

·     don't overwhelm the user, 

·     make actions consistent between tools, and 

·     allow users to adapt their environment through 
settings and remembered behavior. 

As a result of this persona-based focused design, we have delivered a platform that includes: 

 Higher scores on the System Usability Scale (SUS) than any other LMS. This is because our usability 
experts conduct comprehensive task-based testing directly with our end users. We ask representative 
users, in a representative context, to try meaningful tasks, and we often employ the think-aloud 
technique to gather additional insights into areas of confusion. 

 A clean and intuitive UI. Brightspace has been purposefully designed to minimize the clutter on pages, 
including generous use of white space to make the user experience an easy one. Big blue buttons guide 

http://www.d2l.com/
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clearly guide users to their next logical step making navigation quick and easy, with new fonts, 
layout, colors, iconography, and animation, for an engaging and accessible experience 

 Functions hidden by role, allowing streamlined access to tools and features 

With founder-led and privately-owned D2L, Region 4 ESC can be confident we will continue to invest your 
investment in us back into our platform to ensure that in 4, 8 or 12 years Brightspace will continue to meet our user 
community’s expectations of a modern, intuitive, interoperable, and secure platform. 

 

C) QUALIFICATION AND EXPERIENCE 

i. Provide a brief history of the Offeror, including year it was established and corporate 
office location. 

D2L is a global leader in educational technology and the pioneer of Brightspace, our learning platform, and aligned 
services. 

Company Ownership: D2L Ltd, a corporation organized and existing under the laws of the State of Maryland, is a 
wholly owned subsidiary of D2L Corporation. D2L Corporation is a privately held corporation organized and existing 
under the laws of the Province of Ontario, Canada. 

Number of Employees: We have over 900 employees.  

Year Founded: Our parent company, D2L Corporation, was founded in 1999. D2L Ltd was founded in 2007, 
leveraging the expertise of our parent company, D2L Corporation. 

John Baker founded D2L in 1999, at the 
age of twenty-two while attending the 
University of Waterloo as a Systems 
Design Engineering student with a vision 
for creating technology to enable better 
learning for a brighter future. John 
envisioned learning software that enables 
transparency between instructors 
and learners with the flexibility to support 
personalized learning to address the 
needs of the individual learner. His vision 
from the beginning, that continues today, 
is to give instructors and learners the 
freedom to teach, learn, develop, and 
grow with the world. This is the vision that 
drives every employee at D2L every day. 
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ii. Describe Offeror’s reputation in the marketplace. 

Learning is more than just a “nice-to-have” for your organization; it needs to be a central business strategy and a 
critical competitive differentiator. Employees expect growth and development opportunities to advance their 
skills and when organizations deliver on this, employees are engaged, improve performance, and are more likely to 
stay with you in the long term. Modern learning technology goes beyond training and compliance allowing you to 
foster learning that’s “always-on”. It’s about inspiring your employees, or your customers, or your leaders: 
supporting them, empowering them, and giving them the tools, they need to succeed. 

What led us here 
We have built a reputation as not only an expert technology provider, but as an expert in 
learning who partners with our customers. With deep experience in education, we leverage this expertise to deliver 
impactful learning tools in the corporate space. Modern learning is a transformative tool and it is what will equip 
organizations like yours to adapt and keep pace with changes in the world of work 
From 1999 to today, and still founder led, our mission has always been to transform the way the world learns. We 
share our passion for learning innovation by helping others use the latest learning tools and experiences as a 
means of driving and adapting to transformative change and supporting innovative learning at world-leading 
companies. 

That’s nice. Tell me about the ROI. 
Everyone has a stake in ROI. It’s still the bottom line and our focus is on helping you maximize it. We’re driven 
by delivering on mission metrics like learning outcomes, completion rates, engagement and adoption, with our 
customers. We partner with you to measure results and drive ongoing improvement. We’ve built our reputation on 
delivering results with our customers. By adopting D2L Brightspace, a new learning engagement platform, our 
customers have been able to go beyond the basics of compliant learning by offering a digital experience that is 
engaging and flexible. 
With the right learning technology and partner, you can adapt with the rate of change, so your 
employees are invested in. Their pride and skills development in their work impact customer satisfaction and ROI 
supporting your organization’s agility and competitiveness in today’s fast-changing workforce. 

iii. Describe Offeror’s reputation of products and services in the marketplace. 

Over our history, D2L has earned a reputation as the most innovative supplier in the LMS market. We are known as 
the supplier that truly partners with its customers to deliver upon their needs. This is a key driver for our market 
leading customer retention rates. Typically, roughly 25-30% of new features released came directly from client input 
via our Product Idea Exchange; we listen, consult and respond. Our record of being first to market with key 
innovations such as adaptive learning and implementing Competency Based Learning are predictors of our ongoing 
commitment to being at the forefront of LMS innovation for Region 4 ESC. Research, development, and forward-
looking innovation are in our DNA. Looking across the LMS global landscape in their Next Generation LMS report, 
leading analyst firm Ovum only awarded one vendor a perfect 10/10 for innovation: D2L. 

As a dynamic company with a vision and mission for reaching every learner, this past year marked an exciting time 
in the K12 space. We are excited about what we have built for education and want to partner with you.  Please see 
below some of D2L differentiators within the K12 marketspace. 
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BRIGHTSPACE FOR PARENTS  
Brightspace for Parents is an easy way for teachers to let parents and guardians know how their children are doing, 
what is happening in class, and what they have been working on. Teachers can even directly email parents from 
Classlist via the context menu of the student's name. To help parents manage and understand their child’s 
schedule, assigned checklist items with due dates and survey activities with end dates display in the Upcoming 
Work and Overdue widgets. 
Since parent engagement can be critical to student success, parents and guardians have the flexibility to access 
Brightspace for Parents from any device with a web browser. This solution also does not require student logins to 
be disclosed to parents, since parent accounts are managed as distinct users within Brightspace. It is easier than 
ever for instructors to keep parents in the loop. For example, parents can increase awareness of work completed 
by their children by downloading their assignment submissions and view rubric feedback from instructors, and 
parents can view their child’s discussion activity in the Upcoming Work and Recent Grades widgets. Parents can 
also view the state of content activities in Upcoming Work and Overdue widgets. Parents stay in the know 
without instructors needing to spend a lot of time, and notes home won’t disappear in a backpack! 

 
Brightspace for Parents │ Keep tabs on what is going on in the classroom 

To support their child's learning, parents now view assignment details in Brightspace for Parents such as the 
assignment name, course name, assignment instructions, date-related information (start date, due date, end date), 
assignment completion status, associated grade item, internal content files, and attachments. Written feedback 
left by instructors displays when parents view Assignment details. To provide more context on the assignment’s 
impact on a student’s final grade, the assignment score, and the grade item value are also visible to parents. 
BRIGHTSPACE PORTFOLIO 
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Portfolio is a way for students to capture evidence of their learning and add reflections. Young students – even non-
readers – can independently share what they have learned in an easy and fun way. Instructors can then easily 
review, approve, comment, and share with parents and guardians. 
For example, blended classrooms can use a shared device (e.g. a tablet) set up with a simplified picture-taking 
process. The app provides helpful verbal prompts as the student takes a picture and records an audio reflection 
(student talks about the item). A simplified sign-in process does not require students to remember/reference/type in 
login credentials. This easy-to-use interface is designed for young students and non-readers. 

 
Brightspace Portfolio │ The answer to “What did you do at school today?” 

ACTIVITY FEED  
Activity Feed is a course homepage widget that provides a central location for instructors to post messages and 
links to course materials. Instructors can post announcements, assignments, and quizzes right to the homepage. 
Activity feeds are a familiar and pervasive concept throughout social media. Through Brightspace’s Activity Feed, 
you can keep on top of the latest activity in your courses. We have empowered students to not only view what is 
happening but to also jump in and comment on activity. However, only instructors can post to the feed so that they 
can direct and guide their class. Among other things, instructors can insert or attach a Google Drive file from a 
personal Google account into Activity Feed and attach a stylized web link to a post. 
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Activity Feed │ Keep everyone in the know without the hassle 

LESSONS  
Lessons offers instructors of blended classrooms a simplified experience for organizing content, aligning to learning 
standards, managing the availability of course materials, automatically scheduling content units via a pacing 
guideline, and easily adding activities (assignments, quizzes, discussions) and documents (including those from 
Google Drive). To promote classroom engagement, the Lessons experience also works with the Activity 
Feed allowing instructors to easily post content materials to a course homepage. Lessons provides the ability to 
import from the Achievement Standards Network, and map content items to those standards. Via 
visualizations instructors can see how course content is aligned to district prescribed standards giving them 
confidence that they are teaching the right things and setting their student up for success on standardized tests. 

 
Lessons │Manage Your Course from one place 
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iv. Describe the experience and qualification of key employees. 

We understand Region 4 ESC’s need to verify the qualifications of the project team that will be working with you. 
However, it is typical in the technology industry to align resources once a contract has been negotiated. As the 
successful proponent, we will align a team to Region 4 ESC at an appropriate time during contract negotiations to 
deliver our solution. What we can offer are profiles that are typical of the personnel resources we have on our 
project team. These illustrate high level descriptions, responsibilities, experience, and qualifications of our team 
members typically involved with a project. We have therefore provided high-level descriptions and details on 
responsibilities, experience, and qualifications for key members of the implementation team which are 
representative of the skill sets of those members. 

Consulting (Sample Implementation Consultant Profile) 

RESPONSIBILITIES 

· Primary technical contact in the implementation 
phase 

· Assesses client technical readiness and plans 
software installation and configuration 

· Conducts requirements analysis with clients to 
establish an implementation and configuration plan 
for the solution 

· Proposes and designs standard product as well as 
custom technical solutions 

· Designs, configures, and deploys integration 
solutions between enterprise systems such as our 
suite of products and SIS 

· Supports client acceptance testing of deployed 
solutions 

· Keeps up to date with new technology trends to help 
facilitate client learning solutions 

· Maintains proficiency with Brightspace APIs to help 
clients design custom integrations 

WORK EXPERIENCE AND QUALIFICATION 

· At least 3 years of relevant experience 

· At least 3 years of experience working with Internet 
technologies, modern web concepts 

· Confident and knowledgeable in Information 
Technology including systems development 
lifecycle, business modeling, systems 
integration/implementation, methodologies, 
estimating, and architecture 

· Familiar with enterprise principles of scalability and 
reliability 

· Familiarity with end-to-end project lifecycle including 
business case definition, requirements and 
architecture through development and 
implementation 

· Working knowledge of enterprise solution 
implementation to business customers 

· Comfortable in communicating with a range of 
technical and non-technical stakeholders to derive 
requirements 

EDUCATION RECOMMENDATIONS 
Bachelor of Computer Science, Applied Science, Engineering, or equivalent 

Project Management (Sample Profile) 

RESPONSIBILITIES 

· Leads a project’s strategic vision from initiation through closure to ensure client success  
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· Leads a project team by facilitating client requirements, translating requirements into operational plans, and 
executing on that plan  

· Organizes an often-complex set of stakeholders to establish overall program governance and communication 
model  

· Develops and manages project plans/charters; obtains appropriate client and D2L approvals and signoffs  

· Determines, monitors, and reviews all project economics to include costs, operational budgets, staffing 
requirements, resources, and risk  

· Identifies and assembles the appropriate blend of resources to meet project needs and requirements; manages 
sub-contractors as required  

· Develops and manages project schedules and budgets in order to deliver the project on-time, on-scope, and on-
budget  

· Creates communication plans, ensuring that appropriate information is exchanged among key stakeholders  

· Plans, schedules, monitors, and reports on activities related to the project; including financial health and status of 
the project; all risks, issues, changes; deliverables; etc.  

· Undertakes regular status review meetings among project team members and clients  

· Prepares and/or presents project status reports to various levels within management and the client  

· Develops project control and reporting procedures and manages changes in operational plans  

· Controls project constraints by applying appropriate change control techniques  

· Establishes appropriate metrics for measuring key project success criteria  

· Identifies and assesses risks, severity and impacts; determines and implements risk mitigation strategies, 
communicates risk to client and internal to D2L as appropriate; manages and mitigates all risks throughout life 
cycle of project  

· Coaches and advises team members to accomplish project goals to meet established schedules, and resolve 
technical/operational issues  

· Effectively manages client expectations by understanding a client’s point of view and needs while simultaneously 
achieving D2L’s goals  

· Promotes a win/win attitude with clients and always follows up proactively with clients  

· Proactively influences clients to apply and/or adhere to standard project methodology  

· Ensures adherence to legally binding requirements  

· Works with sales organization on project proposals, bids, contracts, estimates, and schedules  

· Maintains awareness on emerging technologies and project management techniques  

WORK EXPERIENCE AND SKILLS 

· 5+ years’ experience in a project management environment  

· Ability to multitask many concurrent client projects  
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· Confident and knowledgeable in Information Technology project environment including systems development 
lifecycle, business modeling, systems integration/implementation, methodologies, estimating, and architecture  

· Familiarity with end-to-end project lifecycle including business case definition, requirements and architecture 
through development and implementation  

· Understands the basic practices, procedures and principles of project management, sufficient to analyze detailed 
concepts, and apply these in a range of related subjects or functional areas  

· Strong organizational skills  

· Works proactively and independently  

· Excellent written and oral communication skills 

EDUCATION 

· Project Management certification such as PMP or PRINCE2  

· Post-secondary degree or equivalent experience 

Training Services (Sample Trainer Profile) 

RESPONSIBILITIES 

· Delivers product training to our clients using a 
variety of methods (onsite face to face, virtual, 
recorded) 

· Develops expertise in the entire suite of our products 

· Creates new training material, courses and webinars 

· Enhances training experience for clients by including 
effective practices 

· Develops new training service offerings by 
collaborating with subject matter experts across D2L 

· Keeps current with modern web technologies that 
are used to facilitate eLearning 

WORK EXPERIENCE AND SKILLS 

· Ability to train small or large audiences 

· 2+ years’ experience in training people on complex 
software systems 

· Familiarity in using and training people in modern 
web technologies 

· Experience with teaching in K-12, Higher Education 
or Corporate sectors 

EDUCATION 

· Bachelor’s degree or equivalent experience 

· Many instructors also hold additional qualifications such as experience as classroom instructors, formal 
instructional design experience, or additional language skills. 

v. Describe Offeror’s experience working with the government sector. 

As leaders in the academic, corporate and government learning space, we believe we are uniquely positioned to 
offer a best in class modern learning experience. We have strong roots in education and have used this foundation 
to inform our approach to professional learning. We work with our client to adapt and personalize content for the 
diverse needs of their learners at all stages of their careers, structure personalised learning experiences, enable 
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their subject matter experts to easily create engaging, responsive, and accessible content, and ultimately help each 
association improve outcomes in their respective fields. 

As a leader in learning technology, we provide the government section with the following goals to online learning: 

· encourage pride and excellence in the public service; viewed by authorized individuals. 

· foster a common sense of the purposes, values and traditions of the public service. 

· support the growth and development of public servants. 

· help ensure that public servants have the knowledge, skills and competencies they need to do their jobs 
effectively. 

· assist deputy heads in meeting the learning needs of their organization; and pursue excellence in public 
management. 

We are committed to enabling the U.S public sector customers to adopt cloud computing with confidence, while 
maintaining compliance with applicable privacy legislation. Our system are hosted within the United States with 
Amazon Web Services-AWS. AWS has been providing lower latency to AWS customers in the United States. 
Customers to choose to store data locally and help them to address their data compliance requirements. In 
addition, we have implemented robust safety measures and industry-recognized best practices. We are the only 
primary LMS certified provider with both ISO BIJJF and BIJFH standards for personal data protection in the cloud. 
More details about Brightspace's security features can be found at this link: https://www.d2Gl.com/security/ 

vi. Describe past litigation, bankruptcy, reorganization, state investigations of entity or 
current officers and directors. 

D2L does not have any past litigations, bankruptcy, reorganization, state investigations of entity or current officers 
and directors. 

vii. Provide a minimum of 10 customer references relating to the products and services 
within this RFP. Include entity name, contact name and title, contact phone and email, city, 
state, years serviced, description of services and annual volume. 

We respect and protect the confidentiality of our clients. If ESC becomes our client, we will extend the same 
courtesy to your organization. To honor our clients’ privacy, we encourage ESC to seek information regarding our 
history and current relationships with clients directly from our references. We are including the following references 
to further exemplify our experience providing online learning solutions to institutions similar to ESC. 
We will connect you with these or similarly experienced clients at the appropriate time in the evaluation process. All 
contact with our reference clients should be coordinated through Sarah Frank. 

Reference 1 
South Island Distance Education School  
4575 Wilkinson Road 
Victoria British Columbia, Canada V8Z 7E8 
Contact: Beverly Bastness 
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bbastness@saanichschool.ca 
(250) 704-4967 
Effective date: October 2013 
Licenses: 2000 
Products and Services: Brightspace Core, K12 Select Implementation, Basic Administrator Support 

Reference 2 
Alpena Public Schools 
2373 Gordon Road 
Alpena, MI 49707 
Contact: Matt Poli 
polim@aplenaschools.com 
(989) 358-5170 
Effective date: July 2018 
Licenses: 2,150 
Products and Services: Brightspace Core, Basic Administrator Support, K12 Select Implementation 

Reference 3 
Gwinnett County Public Schools 
437 Old Peachtree Road NW 
Suwanee, Georgia 30024 
Contact: Matt Waymack 
matthew_waymack@gwinnett.k12.ga.us 
(770-843-2410 
Effective date: December 2012 
Licenses: 200,000 
Products and Services: Brightspace Core with Performance Plus, Administrator Plus Support, 1:1 Technical 
Account Manager 
 

Reference 4 
Michigan Virtual 
920 Municipal Way 
Lansing, MI 48917 
Contact: Kristen Crain 
kcrain@michiganvirtual.org 
(517) 664-5450 
Effective date: March 2016 
Licenses: 55,000 
Products and Services: Brightspace Core, Administrator Plus Support, Subscription Training, Additional Training 

Reference 5 
Croswell-Lexington Community Schools 

mailto:xxxxxxxx@xxxxxx.xxxx
mailto:xxxxxxxx@xxxxxx.xxxx
mailto:xxxxxxxx@xxxxxx.xxxx
mailto:xxxxxxxx@xxxxxx.xxxx
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5407 E Peck Rd 
Croswell, MI 48422 
Contact: Donna Barrier 
dbarrier@croslex.org 
(810) 679-1000 
Effective date: June 2020 
Licenses: 2,200 
Products and Services: Brightspace Core, Basic Administrator Support, K12 Select Implementation 

Reference 6 
Temple College  
2600 S. First Street  
Temple, TX 76504 
Contact: Brian St. Armour 
Brian.stamour@templejc.edu 
254-298-8388 
Effective date: 2006 
Licenses: 2,918 
Products and Services: Brightspace Core with Performance Plus 

Reference 7 
Stephan F. Austin University 
2102 Alumni Dr 
Nacogdoches, TX 75962 
Contact: Megan Weatherly 
msweatherly@sfasu.edu 
936-468-1735 
Effective date: 2011 
Licenses: 11,540 
Products and Services: Brightspace Core with Performance Plus 

Reference 8 
Texas Christian University  
2800 S University Dr, Fort Worth, TX 76129 
Contact: Travis Kramer 
Travis.kramer@tcu.edu 
817-257-4277 
Effective date: 2015 
Licenses: 12,000 
Products and Services: Brightspace Core with Performance Plus, Self-directed Training 

Reference 9 
Mid-Western State University 

mailto:xxxxxxxx@xxxxxx.xxxx
mailto:msweatherly@sfasu.edu
mailto:xxxxxxxx@xxxxxx.xxxx
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3410 Taft Boulevard 
Wichita Falls, Texas 76908-2095 
United States 
Contact: Pamela Morgan 
pamela.morgan@mwsu.edu 
940-397-4785 
Effective date: 2012 
Licenses: 5,000 
Products and Services: Brightspace Core, Bongo Premium 
 

Reference 10 
Texas A&M Agrilife 
578 John Kimbrough Boulevard 
College Station, Texas 77843-7101 
United States 
Contact: Megan Homeyer 
megan.homeyer@ag.tamu.edu 
979-458-4383 
Effective date: 2018 
Licenses: 16,500 
Products and Services: Brightspace Core, Course Merchant 
 

viii. Provide any additional information relevant to this section. 

To view customers who have shared their story, illustrating the value that Brightspace and D2L bring to their 
institution, please visit our corporate site to view our Customer Success Stories and Case 
Studies: http://www.brightspace.com/resources/library/. 

mailto:xxxxxxxx@xxxxxx.xxxx
mailto:xxxxxxxx@xxxxxx.xxxx
http://www.brightspace.com/resources/library/
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D) VALUE ADD 

i. Provide any additional information related to products and services Offeror proposes to 
enhance and add value to the Contract. 

Our customers say it time and again: 
D2L is a great partner. Why? 
Because we’re genuinely invested in 
your success. You and the goals you 
want to achieve are our unrelenting 
focus. Some vendors just sell 
technology and then quickly step 
aside. D2L brings a different 
perspective. We’re more than a 
technology company; we’re focused 
on improving learning outcomes and 
access to education, and the 
technology we create helps us 
deliver results. This impacts how we 
see the world and how we work with 
our customers.  

Other folks will probably highlight their account support and customer success resources as the ways they will 
partner with you. You should expect this, but we encourage you to dig deeper on how these resources actually 
collaborate with you day-to-day (i.e., what will they achieve with you and how will they achieve it?), and what 
additional ways will they support your growth and success.  

Committed to Customer Success 

For D2L, our Customer Success team is interested in more than your rapid adoption and satisfaction with 
Brightspace; we’re invested in your improvement and measuring the impact of Brightspace on your learning goals. 
D2L can help you improve adoption in traditional blended or online courses, and importantly, help you support the 
future of teaching and learning with things like game-based learning, adaptive learning, CBE, and video. And your 
learning platform should deliver results on adoption, learning outcomes, retention, engagement, satisfaction scores 
and productivity. You have strategic objectives, and we’re responsible for helping you plan, measure, and achieve 
those results 

Connecting and Collaborating Directly with our Customers 

It’s how we interact with you that makes a difference. At D2L, partnership isn’t just a buzz word, it describes our 
day-to-day approach. One of our techniques is Gamestorming, a set of design practices for co-creation and 
engagement. Gamestorming is one of the ways that we involve customers as co-designers ― helping us prioritize 
between must-have and nice-to-have features. Our customers get to work directly with the people behind the 
technology as we interact with the people, we build Brightspace for. Together, we’re creating the solutions to solve 
real problems. We don’t assume we know what customers need; customers guide design by helping us discover, 
shape, and prioritize features and enhancements.  
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Tailored Solution from our Creative Teams 

We don’t stop there. As your partner in learning, we can support you in ways you might not expect from a 
technology provider. Our in-house Learning and Creative Services team works with our customers to transform 
their learning materials for blended and online learning, promoting engagement, responsiveness and accessibility. 
Our Learning Strategy and Consulting team can help with change management, adoption, and teaching and 
learning strategies. We can help with research grant applications, joint development and thought leadership 
initiatives, and more. Most importantly, we learn from you. The insights, expertise, and creativity from each of our 
customer relationships make us a better partner to all our customers.  

Platform that supports both K12 Users and Professional Development 

The flexibility of Brightspace means you can leverage the same platform that you use for teaching your students for 
training your staff. This provides the best possible solution for your staff since they would already be familiar with 
the technology — avoiding the need for additional ramp up or orientation to a new set of tools. As a result, they can 
readily apply professional development (PD) in their day-to-day teaching activities. You can also incorporate 
content from a range of providers while streamlining systems and administration and work with one vendor when 
you have questions or want to expand your vision. Brightspace also provides you with the ability to combine 
powerful tools to create a robust PD course full of your favorite vetted content that can be housed inside the 
Learning Repository — dynamically linked so that your course always has the most up-to-date content from the 
content library. 
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Supplier Response 
3.1 COMPANY 

A. Brief history and description of Supplier to include experience providing similar products 
and services. 

D2L is a global leader in educational technology and the pioneer of Brightspace, our learning platform. 
John Baker founded D2L in 1999, at the 
age of twenty-two while attending the 
University of Waterloo as a Systems 
Design Engineering student with a vision 
for creating technology to enable better 
learning for a brighter future. John 
envisioned learning software that enables 
transparency between instructors 
and students with the flexibility to support 
personalized learning to address the 
needs of the individual student. His vision 
from the beginning, that continues today, 
is to give instructors and students the 
freedom to teach, learn, develop, and 
grow with the world. This is the vision that 
drives every employee at D2L every day. 

 

A Reputation Built on Partnership 
Building solutions for educational challenges is in our DNA. Over the last 21 years we have consistently 
demonstrated our ability to deliver next generation learning tools that directly address key challenges related to 
successful student engagement and outcomes in a way that is manageable and efficient for instructors. We stay in 
touch with the practical challenges educators and students face through a variety of thought leadership activities. 
We maintain memberships in international organizations, boards and consortiums to increase our exposure to 
market needs and increase our level of account ability to those needs. 

Innovation and Customer Impact 
Most importantly, we are known as a supplier that truly partners with our customers to deliver on their needs. In 
each of our recent releases, at least 25% of product innovations have come directly from client input demonstrating 
that we listen, consult, and respond. Our record of being one of the first to market with key innovations such as 
adaptive learning through Brightspace LeaP, native Competency Based Education features in our core platform, 
and predictive, near real‐time analysis is the best predictor of our ongoing commitment to being at the forefront 
of LMS innovation for Region 4 ESC. Looking across the LMS global landscape, leading analyst firm, Ovum, in their 
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Next Generation LMS report only awarded one vendor a perfect 10/10 for innovation: D2L. Here is a snapshot of 
just some of the ways we have helped our customers transform learning since our founding: 

 
Today, Brightspace is used by students in higher education, K-12, and the enterprise sector, including Fortune 
1000 companies. Our global operations are located across the United States, Canada, Europe, Australia, Brazil, 
and Singapore. 

B. Total number and location of salespersons employed by Supplier. 

D2L has approximately 935 employees globally with 63 employees residing in the United States. 

Your dedicated sales representative Sarah Frank resides in Texas. 

C. Number and location of support centers (if applicable) and location of corporate office. 

Corporate Headquarters 

D2L Corporation 
151 Charles St. West. Suite 400 
Kitchener, ON N2G 1H6 
519-772-0325 
 

U.S Office Location 

D2L Ltd. 
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210 West Pennsylvania Ave, Suite 400A 
Towson, MD 21204 
1-888-773-0325 
 

Support Locations 

Administrator Brightspace Support Services are located at D2L headquarters in Kitchener, Ontario. Additionally, we 
also have support staff located in our office in Melbourne, Australia. 
As a result of the dual support services locations, Brightspace support staff can track and follow support cases 
according to a ‘follow the sun’ workflow. When the day is ending in one office, employees in the other office are 
beginning their day; therefore, ongoing support requests can be transitioned from one office to the other. This 
ensures that our clients can always receive support in their time zone and that cases can be addressed more 
efficiently since they are being worked on around the clock. 
In both the Kitchener, Ontario and Melbourne, Australia locations, customer support employees have the same 
qualifications and are hired according to the same standards. 

D. Annual sales for the three previous fiscal years. 

While we understand the need for Region 4 ESC to verify the vitality of our company, as a privately held company, 
we do not disclose financial statements or information. We will be pleased to share additional financial details under 
a legally binding non-disclosure agreement and at an appropriate time in your process. 
For your convenience, we have included a copy of our financial letter endorsed by our Chief Financial Officer which 
can be found in the Supporting Documents section of this proposal. 

a. Submit FEIN and Dunn & Bradstreet report. 

US FEIN # 26-1163681 

Dunn & Bradstreet # 82-832-2664 

Please see attached D2L’s Dunn & Bradstreet report. 

E. Describe any green or environmental initiatives or policies. 

D2L strives to make responsible and sustainable choices in conducting its business when it comes to protecting the 
environment and encourages its employees to do the same in their daily lives. In furtherance of these objectives, 
D2L has established an Environmental Advisory Committee (EAC) to assist with making sound environmental 
decisions and to promote sustainability, conservation and green attitudes amongst its employees. EAC encourages 
the following to help manage D2L’s impact on the environment:  

• Partnerships and plans that promote alternate transportation methods  

• Recycling and composting initiatives  

• Programs aimed at eliminating wasteful office practices  
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• Responsible procurement practices including preferences for vendors, products and services that boast 
environmental or sustainability certifications or standard compliance  

• Responsible energy use at D2L offices  

• Comply with applicable environmental legal requirements and meet voluntary requirements that are endorsed by 
D2L’s senior leaders  

• Other environmental and sustainability initiatives 

F. Describe any diversity programs or partners supplier does business with and how 
Participating Agencies may use diverse partners through the Master Agreement. Indicate 
how, if at all, pricing changes when using the diversity program. If there are any diversity 
programs, provide a list of diversity alliances and a copy of their certifications. 

D2L is committed to and encourages the principle of equal opportunity. Namely, D2L is committed to a policy of 
equal treatment and opportunity in every aspect of its relations with its employees, and D2L does not discriminate 
based on race, gender and/or gender identity or expression, color, creed, religion, age, national origin, ethnicity, 
disability, unemployment status, veteran or military status, sex, sexual orientation, marital or parental status, 
citizenship status, or any other legally protected basis. 
D2L employs a complaints procedure for any employee or applicant who feels that he or she has been subjected to 
discrimination. All complaints are investigated promptly and thoroughly, and D2L has a policy prohibiting retaliation 
against those who raise, in good faith, a complaint of discrimination. 
Finally, in accordance with applicable guidelines for federal government contractors, D2L has implemented and 
maintains an affirmative action program to assist in assessing its workforce diversity and taking affirmative steps to 
address any underutilization of protected groups. 

G. Indicate if supplier holds any of the below certifications in any classified areas and 
include proof of such certification in the response: 

a. Minority Women Business Enterprise 

Yes   No X 

If yes, list certifying agency: ___________________________________ 
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b. Small Business Enterprise (SBE) or Disadvantaged Business Enterprise (DBE) 

Yes   No X 

If yes, list certifying agency: ___________________________________ 

 

c. Historically Underutilized Business (HUB) 

Yes   No X 

If yes, list certifying agency: ___________________________________ 

d. Historically Underutilized Business Zone Enterprise (HUBZone) 

Yes   No X 

If yes, list certifying agency: ___________________________________ 

e. Other recognized diversity certificate holder 

Yes   No X 

If yes, list certifying agency:____________________________________ 

H. List any relationships with subcontractors or affiliates intended to be used when 
providing services and identify if subcontractors meet minority-owned standards. If any, list 
which certifications subcontractors hold and certifying agency. 

D2L does not intend to use subcontractors for the proposed solution. 

I. Describe how supplier differentiates itself from its competitors. 

Brightspace represents our beliefs, purpose, and focus on progress at the intersection of technology and learning. It 
demonstrates our ongoing commitment going beyond the LMS and simply managing learning to delivering on the 
promise of a brighter future by truly improving it. We offer the reliability, experience and industry know-how that only 
a thought-leader can provide. Our relentless dedication to research and development keeps the 
Brightspace  platform innovative and in sync with the current and future needs of education. Below is a summary of 
the values, features, and capabilities that make a difference: 
·     Mobile-friendly, icon-based navigation helps young learners explore the LMS independently, and works on any 

device: laptop, tablet, or even hand-me-down smartphone. 
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·     Award-winning accessibility features help instructors ensure every student can access course content. 
·     Intuitive course building tool makes it easy for instructors to create lessons aligned to standards using materials 

from publishers, district-developed content, open educational resources (OER), Google Drive™, or Microsoft 
Office 365.  

·     Drag-and-drop functionality makes it easy for instructors to add, change, and arrange content for on-the-fly 
adjustments to their lessons. 

·     Social-like news feed lets instructors share reminders, upcoming assignments, or content from Google Drive. 
·     Simple, fun Portfolio app for tablets guides students through the process of capturing learning experiences and 

posting them to demonstrate evidence of learning. 
·     Dashboard designed for parents gives them a snapshot view into how their children are doing and makes it easy 

for parents to keep tabs on what’s going on in school 
·     Built-in analytics reports give instructors a high-level view of how students are progressing, with the ability to drill 

down into individual performance metrics. 
·     API-based application data allows bi-directional integration of student data with your school’s SIS and other 

systems 

J. Describe any present or past litigation, bankruptcy or reorganization involving supplier. 

D2L does not have any past litigation, bankruptcy or reorganizations involving supplier. 

K. Felony Conviction Notice: Indicate if the supplier 

a. is a publicly held corporation and this reporting requirement is not applicable; 

D2L is a private corporation 

b. is not owned or operated by anyone who has been convicted of a felony; or 

D2L is not owned or operated by anyone who has been convicted for a felony. 

c. is owned or operated by and individual(s) who has been convicted of a felony and provide 
the names and convictions. 

Not applicable. 

L. Describe any debarment or suspension actions taken against supplier 

D2L does not have any debarment or suspension actions. 
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3.2 DISTRIBUTION, LOGISTICS 

A. Each offeror awarded an item under this solicitation may offer their complete product and 
service offering/a balance of line. Describe the full line of products and services offered by 
supplier. 

D2L’s complete product and service offering provided under this solicitation includes the following: 

Brightspace Core: Brightspace Core gives you everything you need to offer a best-in-class, engaging, and 
personalized learning experience to reach every student. Brightspace’s flexibility supports a variety of learning 
models and materials. As the center of your eLearning ecosystem, Brightspace brings together your favorite tools 
through standards and API mechanics such as LTI. With core teaching and learning capabilities and easy-to-
understand analytics, we empower our customers to deliver engaging learning experiences 

Performance Plus: The Performance Plus package is composed of products that help you to make intelligent, 
informed decisions and to further drive student performance as well as organization effectiveness. The analytics 
portion of this package includes advanced analytics, predictive analytics, and self-serve analytics.  

Engagement Plus: Engagement Plus includes Game-based Learning (GBL), Capture, Course Catalog, and the 
Awards Leaderboard. 

Tiered Admin Support: We offer flexible options for Region 4 ESC including Basic (email & web), Select (email, 
web and chat), Plus (email, web, chat and telephone)  and Platinum (email, web, chat and branded telephone) 
Support options. 

Select Implementation: When it comes to implementation, we offer a true partnership relying on our experience 
and expertise to help guide organization through the changes needed to support the adoption and engagement that 
result in ongoing success. We’re a learning company first. Our approach is that technology serves learning. We’ve 
built an implementation framework of four phases (kick off, discover & design, train & coach and prepare & launch) 
that allows for flexibility and the ability to tailor implementation to your organization. 

Services Add On includes: 

Technical Account Manager: TAM Program provides you with a trusted advocate within the D2L organization that 
drives increased engagement of key D2L teams and performance optimization for a client’s implementation to 
better enable them to fulfill their strategic learning goals. 

End User Support: Our end-user support can be added to your administrator support. It includes all end 
users (e.g. parents, students, etc.) who are part of your organization. End users receive support from a live support 
agent who has been trained to address the unique needs of end users.  

Premium Implementation:  In addition to our Select Implementation services, our Premium offering includes extra 
consulting hours (either data, strategy, technical or content design) during the discover and design phase to help 
maximize efficiencies and increase adoption. 
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B. Describe how supplier proposes to distribute the products/service nationwide. Include 
any states where products and services will not be offered under the Master Agreement, 
including U.S. Territories and Outlying Areas. 

Because Brightspace is a SaaS solution, many parts of implementation don’t require the project team to be onsite 
and are typically performed remotely (e.g. deployment of test and production sites, configuration, status update 
meetings). However, we believe activities like project kickoff are better suited for on-site engagement, because 
project kickoff is the ideal way to launch a long term, successful partnership with Region 4 ESC. This 
ensures onboarding of all key stakeholders, ensures open discussion to ensure alignment on project 
goals, and allows us to address any network nuances or unforeseen complexities. For this reason, we would 
encourage Region 4 ESC to invite relevant participants from other institutions to participate during this session to 
ensure alignment across your project team. 
While we follow the same methodology for all implementations, we understand that every implementation is unique 
and will work with Region 4 ESC to determine which tasks should be handled remotely and when we’re required 
on-site.  

D2L’s products and Services are available nationwide.  D2L does not sell or distribute our products to embargoed 
countries. 

C. Describe how Participating Agencies are ensured they will receive the Master Agreement 
pricing; include all distribution channels such as direct ordering, retail or in-store locations, 
through distributors, etc. Describe how Participating Agencies verify and audit pricing to 
ensure its compliance with the Master Agreement. 

D2L confirms that all participating agencies under this master agreement will receive the same pricing.  D2L 
confirms that Region 4 ESC can verify our pricing compliance under this master agreement. 

D. Identify all other companies that will be involved in processing, handling or shipping the 
products/service to the end user. 

Not applicable. Brightspace is a SaaS solution therefore there exists no processing, handling or shipping of 
products and services to the end user. 

E. Provide the number, size and location of Supplier’s distribution facilities, warehouses 
and retail network as applicable. 

Not applicable.  Brightspace is a SaaS solution therefore we do not have distribution facilities, warehouses or retail 
networks. 
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3.3 MARKETING AND SALES 

A. Provide a detailed ninety-day plan beginning from award date of the Master Agreement 
describing the strategy to immediately implement the Master Agreement as supplier’s 
primary go to market strategy for Public Agencies to supplier’s teams nationwide, to 
include, but not limited to: 

D2L will work with OMNIA Partners upon contract award to begin activating the partnership to ensure mutual 
success of pipeline development, reporting and account maintenance.  Our channel and alliances team will work 
with you to ensure OMNIA has access to our deal registration page, partner portal and full production site (if 
desired) and a D2L partner webpage listing, while we mobilize the sales teams and ensure all are trained and ready 
to sell. We envision working directly with OMNIA to build a training program that ensures all reps are ready to sell.  
This may include 1:1 session for account mapping/territory planning or larger team calls for each organization to get 
acclimated to one another.  It will be a requirement that our manages and reps attend training sessions to ensure 
they understand the OMNIA partnership and how to apply that knowledge in the field to generate results.  We also 
envision working with OMNIA to train our technical sales and solution engineering teams, so they’re aligned with 
quota carrying sales reps. 

Upon contract award, D2L marketing will liaise with the OMNIA Partners Director of Partner Development to 
establish a working group of key stakeholders, including appropriate representation from sales and marketing at 
OMNIA Partners and D2L. Together we will develop a comprehensive strategy to communicate and promote the 
master agreement according to our process for onboarding and supporting new channel partners, including:    

1. Announce Partnership (Estimated Timeframe: 10-14 days) 

• Distribute co-branded press release, including endorsement from both parties, and promote on D2L and 
OMNIA Partners websites 

2. Define value proposition and create assets (Estimated Timeframe: 4-6 weeks)  

• Develop co-branded marketing collateral–one pager and slide presentation 

• Launch website landing page 

3. Generate leads (Estimated Timeframe: ongoing from 6-8 weeks) 

• Develop and execute joint marketing programs and activities to promote master agreement, e.g., webinars, 
case studies, events, etc. 

i. Executive leadership endorsement and sponsorship of the award as the public sector go-
to-market strategy within first 10 days 

Confirmed.   

ii. Training and education of Supplier’s national sales force with participation from the 
Supplier’s executive leadership, along with the OMNIA Partners team within first 90 days 

Confirmed 
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B. Provide a detailed ninety-day plan beginning from award date of the Master Agreement 
describing the strategy to market the Master Agreement to current Participating Public 
Agencies, existing Public Agency customers of Supplier, as well as to prospective Public 
Agencies nationwide immediately upon award, to include, but not limited to: 

i. Creation and distribution of a co-branded press release to trade publications 

Confirmed 

ii. Announcement, Master Agreement details and contact information published on the 
Supplier’s website within first 90 days 

Confirmed 

iii. Design, publication and distribution of co-branded marketing materials within first 90 
days 

Confirmed 

iv. Commitment to attendance and participation with OMNIA Partners at national (i.e. NIGP 
Annual Forum, NPI Conference, etc.), regional (i.e. Regional NIGP Chapter Meetings, 
Regional Cooperative Summits, etc.) and supplier-specific trade shows, conferences and 
meetings throughout the term of the Master Agreement 

D2L will plan to participate with OMNIA Partners at as many national and regional events as possible contingent  
upon annual budgets and sales rep availability.   

v. Commitment to attend, exhibit and participate at the NIGP Annual Forum in an area 
reserved by OMNIA Partners for partner suppliers. Booth space will be purchased and 
staffed by Supplier. In addition, Supplier commits to provide reasonable assistance to the 
overall promotion and marketing efforts for the NIGP Annual Forum, as directed by OMNIA 
Partners. 

D2L will plan to participate with OMNIA Partners at the NIGP Annual Forum contingent upon budget approval.  

vi. Design and publication of national and regional advertising in trade publications 
throughout the term of the Master Agreement 

Confirmed 

vii. Ongoing marketing and promotion of the Master Agreement throughout its term (case 
studies, collateral pieces, presentations, promotions, etc.) 

Confirmed  
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viii. Dedicated OMNIA Partners internet web-based homepage on Supplier’s website with: 

• OMNIA Partners standard logo; 

Confirmed 

• Copy of original Request for Proposal; 

Confirmed 

• Copy of Master Agreement and amendments between Principal Procurement Agency and 
Supplier; 

Confirmed 

• Summary of Products and pricing; 

Confirmed 

• Marketing Materials 

Confirmed 

• Electronic link to OMNIA Partners’ website including the online registration page; 

Confirmed 

• A dedicated toll-free number and email address for OMNIA Partners 

Upon contract award, D2L’s customer success team will work with the OMNIA partners to set up a dedicated toll-
free number and email address. 

C. Describe how Supplier will transition any existing Public Agency customers’ accounts to 
the Master Agreement available nationally through OMNIA Partners. Include a list of current 
cooperative contracts (regional and national) Supplier holds and describe how the Master 
Agreement will be positioned among the other cooperative agreements. 

We are certainly interested in moving current customers into the OMNIA contract as they come up for renewal.   
We will be seeking avenues to extend those customers with the best pricing and best available product suite to 
remain committed to D2L.  We have an extensive list of higher education regional consortiums with little coverage 
nationally in higher ed or with K12.  We are interested in leveraging the OMNIA buying vehicle within K12 which is a 
large focus area within our organization.  As you read in section H below, we are a small and growing K12 team 
that could leverage the sales-focused nature of the OMNIA Partners organization.  We envision our teams leading 
with this aggressive pricing will share the below along with the many other benefits that come with being an OMNIA 
Partner.  Our higher education team is a more mature team focused on improving outcomes and learner 
engagement.  D2L started in the higher education market which has been the main source of revenue for many 
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years. There are many regional cooperatives listed below that we leverage when the buyer must use the local 
buying vehicle.  Otherwise, we currently use E&I as we are pursuing business nationally.  Adding OMNIA to the mix 
will provide more choices for our customers.    

Our current list of cooperative contracts are listed below: 

National 

E&I Cooperative Services 

GSA 

Internet2 

Regional (Higher Education) 

 BCNET        British Columbia, Canada 

 University System of Georgia     Georgia 

 California State University System    California 

 Interuniversity Services      Eastern Canadian Provinces 

 Maryland Education Enterprise Consortium   Maryland 

 Minnesota State Colleges & Universities    Minnesota 

 Oklahoma State Regents for Higher Education   Oklahoma 

 Pennsylvania State System of Higher Education   Pennsylvania  

 South Dakota Board of Regents     South Dakota 

Regional (K12) 

 New York City Department of Education    New York City 

 Ohio Department of Administrative Services   Ohio 

 Portsmouth Public Schools     Virginia 

 South Central Service Cooperative    Minnesota 

 T-eLO        Ontario, Canada 

 Washington School Information Processing Cooperative  Washington 

D. Acknowledge Supplier agrees to provide its logo(s) to OMNIA Partners and agrees to 
provide permission for reproduction of such logo in marketing communications and 
promotions. Acknowledge that use of OMNIA Partners logo will require permission for 
reproduction, as well. 

Confirmed  
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E. Confirm Supplier will be proactive in direct sales of Supplier’s goods and services to 
Public Agencies nationwide and the timely follow up to leads established by OMNIA 
Partners. All sales materials are to use the OMNIA Partners logo. At a minimum, the 
Supplier’s sales initiatives should communicate: 

i. Master Agreement was competitively solicited and publicly awarded by a Principal 
Procurement Agency 

Confirmed 

ii. Best government pricing 

Confirmed 

iii. No cost to participate 

Confirmed 

iv. Non-exclusive 

Confirmed 

F. Confirm Supplier will train its national sales force on the Master Agreement. At a 
minimum, sales training should include: 

i. Key features of Master Agreement 

Confirmed 

ii. Working knowledge of the solicitation process 

Confirmed 

iii. Awareness of the range of Public Agencies that can utilize the Master Agreement through 
OMNIA Partners 

Confirmed  

iv. Knowledge of benefits of the use of cooperative contracts 

Confirmed 
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G. Provide the name, title, email and phone number for the person(s), who will be 
responsible for: 

i. Executive Support  

Willem Boom 
Senior Director Worldwide Channel Sales 
458-600-2644 
Willem.boom@d2l.com 

ii. Marketing 

Allison Hallam 
Senior Manager, Product Marketing 
519-722-0325 x3089 
Allison.hallam@d2l.com 

iii. Sales 

Ryan Hively 
Senior Channel Sales & Alliance Manager 
Ryan.hively@d2l.com 
317-504-8003 

iv. Sales Support 

Harris Swainson 
Sales Operations Analyst 
416-414-5849 
Harris.swainson@d2l.com 

v. Financial Reporting 

Emma Brohman 
Senior Manager, Financial Planning 
519-514-0001 

vi. Accounts Payable 

Emily Hops 
Assistant Controller 
519-514-0001 x3482 

vii. Contracts 

John Arnone  

mailto:Ryan.hively@d2l.com
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Assistant General Counsel 
425-518-9860 
John.arnone@d2l.com 

H. Describe in detail how Supplier’s national sales force is structured, including contact 
information for the highest-level executive in charge of the sales team. 

The D2L sales organization is led by Lee Poteck, VP Education North America, and organized by new sales and 
existing sales.  Our new sales organization in higher education for institutions greater than 5,000 FTE is led by 
Michael Beattie with 5 North American senior sales reps reporting to him.  Krystian Grodecki leads a team of 7 
sales reps focused on institutions below 5,000 FTE.  Cory Gaber has a team of 9 Client Sales Executives that work 
throughout North American selling into the existing customer base.  Our K12 Team is led by Howie Bender with 
three sales representatives that sell into the North American market. For all market segments, we employ several 
inside sales representatives that are aligned with each rep to call into accounts to set up appointments for the field 
reps mentioned above. 

Lee Poteck 
VP Education North America 
226-789-8253 
Lee.Poteck@D2L.com 

I. Explain in detail how the sales teams will work with the OMNIA Partners team to 
implement, grow and service the national program. 

Our sales teams are currently selling direct  

I. Explain in detail how Supplier will manage the overall national program throughout the 
term of the Master Agreement, including ongoing coordination of marketing and sales 
efforts, timely new Participating Public Agency account set-up, timely contract 
administration, etc. 

Our Channel and Alliances program is led by our Senior Director of Worldwide Channel sales with an Education-
specific Senior Channel Account Manager assigned to the OMNIA Partners relationship.  The Senior Channel 
Account Manager will maintain all relationships on a day-to-basis and interact with multiple internal business 
segments to drive sustainable growth.  Our Channel Marketing Manager works directly with the Senior Channel 
Account Manager on coordinated efforts to create demand and lead generation. In addition to responding to 
business specific opportunities, our channel team organizes monthly business calls with quarterly business reviews 
on an ongoing basis.  The purpose of these calls is to ensure we are engaged and aligned to ongoing sales and 
marketing efforts including but not limited to sales rep interactions, marketing webinars, marketing co-branded 
press release, case studies or other marketing activities that will drive demand generation. 

J. State the amount of Supplier’s Public Agency sales for the previous fiscal year. Provide a 
list of Supplier’s top 10 Public Agency customers, the total purchases for each for the 
previous fiscal year along with a key contact for each. 

Please see the response to questions VIII C for a list of our top Public Agency customers.  
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K. Describe Supplier’s information systems capabilities and limitations regarding order 
management through receipt of payment, including description of multiple platforms that 
may be used for any of these functions. 

D2L and the OMNIA Partners will work together to provide a seamless order management through receipt of 
payment.  Our internal systems will work together to ensure that there are no limitations on the capabilities for a 
successful order management process. 

L. Provide the Contract Sales (as defined in Section 10 of the OMNIA Partners 
Administration Agreement) that Supplier will guarantee each year under the Master 
Agreement for the initial three years of the Master Agreement (“Guaranteed Contract 
Sales”). 

While we can’t commit to guarantee contract sales, our organization is focused on ensuring our relationship is 
successful and drives long term sustainable business via OMNIA Partners.  Our sales leadership and the teams 
they lead are eager to engage with OMNIA to build pipeline and drive new business.  

$_______.00 in year one 

$_______.00 in year two 

$_______.00 in year three 

To the extent Supplier guarantees minimum Contract Sales, the administration fee shall be 
calculated based on the greater of the actual Contract Sales and the Guaranteed Contract 
Sales. 

Read and Understood 

M. Even though it is anticipated many Public Agencies will be able to utilize the Master 
Agreement without further formal solicitation, there may be circumstances where Public 
Agencies will issue their own solicitations. The following options are available when 
responding to a solicitation for Products covered under the Master Agreement. 

i. Respond with Master Agreement pricing (Contract Sales reported to OMNIA Partners). 

D2L’s Master Agreement Pricing has been included as a separate attachment. 

ii. If competitive conditions require pricing lower than the standard Master Agreement not-
to-exceed pricing, Supplier may respond with lower pricing through the Master Agreement. 
If Supplier is awarded the contract, the sales are reported as Contract Sales to OMNIA 
Partners under the Master Agreement. 

Read and Understood 
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iii. Respond with pricing higher than Master Agreement only in the unlikely event that the 
Public Agency refuses to utilize Master Agreement (Contract Sales are not reported to 
OMNIA Partners). 

Read and Understood 

iv. If alternative or multiple proposals are permitted, respond with pricing higher than 
Master Agreement, and include Master Agreement as the alternate or additional proposal. 

Read and Understood 

Detail Supplier’s strategies under these options when responding to a solicitation.  

D2L will plan to offer pricing as outlined in this proposal to the member institution and will plan to sell the value of 
OMNINA Partners when doing so.  We agree to follow the guidelines in iv.  “If alternative or multiple proposals are 
permitted, respond with pricing higher than Master Agreement, and include Master Agreement as the alternate or 
additional proposal.” 
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Terms and Conditions 
We have provided responses to your specifications and requirements to help illustrate how we provide our products 
and services.  Please note that all of the specifications and requirements of the RFP are subject to the responses 
we have provided.  We agree that the provision and use of our products or services will be governed solely by the 
terms of an agreement which shall be negotiated and signed at a future date. The executed agreement between us 
will be the only agreement that will govern what we’ve agreed to provide to you in our response to the RFP. 

We would like to enter negotiations for this agreement as soon as reasonably possible. We will base these 
discussions on our standard contract documentation (the “D2L Order Terms and Conditions”) which best describes 
our unique models for the benefit of both parties. 

Since there are sections in the RFP that reference other terms, we are itemizing some of the exceptions we have in 
the table in Appendix B. 



 

 

 

About D2L 
D2L is the software leader that makes learning experiences better. The company’s cloud-based 
platform is easy to use, flexible, and smart. With Brightspace, organizations can personalize the 
experience for every learner to deliver real results. The company is a world leader in learning 
analytics: its platform predicts learner performance so that organizations can take action in real-
time to keep learners on track. Brightspace is used by learners in higher education, K-12, and the 
enterprise sector, including the Fortune 1000. D2L has operations in the United States, Canada, 
Europe, Australia, Brazil, and Singapore. 

 

CONTACT US 
Phone:  1-519-772-0325 (Worldwide) 

Toll Free:  1-888-772-0325 (North America) 
 +44-203-695-8580 (United Kingdom and Europe) 
 0-800-452-069 (New Zealand) 
 1-800-778-631 (Australia) 
 0-800-891-4507 (Brazil) 

 

Fax:  1-519-772-0324 
Email:  ContactUs@D2L.com 
Facebook:  facebook.com/D2LInc 
Twitter:  @D2L 
Web:  www.D2L.com 

 

The ideas and images in this document are property of their respective owners. All D2L marks are trademarks of 
D2L Corporation. Please visit D2L.com/trademarks for a list of D2L marks.  

 

As part of the D2L family of companies, D2L Corporation., the proposing entity, draws upon the experience, values and expertise of its parent 
company, D2L Corporation, and shares this with clients throughout Canada. For consistency and clarity throughout this proposal, the collective 
of both D2L Corporation and D2L Ltd. is referred to as “D2L.” The D2L family of companies includes D2L Corporation, D2L Ltd, D2L Australia 
Pty Ltd, D2L Europe Ltd, D2L Asia Pte Ltd, and D2L Brasil Soluções de Tecnologia para Educação Ltda. 



 
 

 

 

Appendix C  
ADDITIONAL REQUIRED DOCUMENTS  

 
 

DOC #1 Acknowledgment and Acceptance of Region 4 ESC’s Open Records Policy 
 

DOC #2 Antitrust Certification Statements (Tex. Government Code § 2155.005) 
 

DOC #3 Implementation of House Bill 1295 Certificate of Interested Parties (Form 1295) 
 
DOC #4 Texas Government Code 2270 Verification Form 



 
 

 

Appendix C, Doc #1  
ACKNOWLEDGMENT AND ACCEPTANCE 

OF REGION 4 ESC’s OPEN RECORDS POLICY 
 

OPEN RECORDS POLICY 

All proposals, information and documents submitted are subject to the Public Information Act 
requirements governed by the State of Texas once a Contract(s) is executed.  If an Offeror 
believes its response, or parts of its response, may be exempted from disclosure, the Offeror 
must specify page-by-page and line-by-line the parts of the response, which it believes, are 
exempt and include detailed reasons to substantiate the exemption. Price is not confidential and 
will not be withheld. Any unmarked information will be considered public information and released, 
if requested under the Public Information Act. 

The determination of whether information is confidential and not subject to disclosure is the duty 
of the Office of Attorney General (OAG).  Region 4 ESC must provide the OAG sufficient 
information to render an opinion and therefore, vague and general claims to confidentiality by the 
Offeror are not acceptable. Region 4 ESC must comply with the opinions of the OAG. Region 4 
ESC assumes no responsibility for asserting legal arguments on behalf of any Offeror.  Offeror is 
advised to consult with their legal counsel concerning disclosure issues resulting from this 
procurement process and to take precautions to safeguard trade secrets and other proprietary 
information.  

Signature below certifies complete acceptance of Region 4 ESC’s Open Records Policy, 
except as noted below (additional pages may be attached, if necessary).  
 
Check one of the following responses to the Acknowledgment and Acceptance of Region 4 
ESC’s Open Records Policy below: 
 
  We acknowledge Region 4 ESC’s Open Records Policy and declare that no information 

submitted with this proposal, or any part of our proposal, is exempt from disclosure under 
the Public Information Act. 

 
 We declare the following information to be a trade secret or proprietary and exempt from 

disclosure under the Public Information Act. 
   

(Note: Offeror must specify page-by-page and line-by-line the parts of the  response, which it 
believes, are exempt. In addition, Offeror must include detailed reasons to substantiate the 
exemption(s).  Price is not confident and will not be withheld. All information believed to be a trade 
secret or proprietary must be listed. It is further understood that failure to identify such information, 
in strict accordance with the instructions, will result in that information being considered public 
information and released, if requested under the Public Information Act.) 

 
 
 
 
         
Date       Authorized Signature & Title

Melissa Howatson, CFO

Dec 11, 2020



 
 

 

Appendix C, Doc #2  
ANTITRUST CERTIFICATION STATEMENTS 

(Tex. Government Code § 2155.005) 
Attorney General Form 

 
I affirm under penalty of perjury of the laws of the State of Texas that: 

 
1. I am duly authorized to execute this Contract on my own behalf or on behalf of the company,  

corporation, firm, partnership or individual (Company) listed below; 
 

2. In connection with this proposal, neither I nor any representative of the Company has violated 
any provision of the Texas Free Enterprise and Antitrust Act, Tex. Bus. & Comm. Code Chapter 
15; 
 

3. In connection with this proposal, neither I nor any representative of the Company has violated 
any federal antitrust law; and 

4. Neither I nor any representative of the Company has directly or indirectly communicated any 
of the contents of this proposal to a competitor of the Company or any other company, 
corporation, firm, partnership or individual engaged in the same line of business as the 
Company. 
 
Company  Contact  

   Signature 

   Printed Name 

Address   Position with Company 

  Official 
Authorizing 
Proposal 

 

   Signature 

Phone 
  Printed Name 

Fax 
  Position with Company 

 
 
  

210 West Pennsylvania Ave., Suite 400A

Towson, MD 21204

Melissa Howatson

Chief Financial Officer

Melissa Howatson

Chief Financial Officer

519-772-0324

1-888-772-0325

D2L Ltd.

/ Mona Vosberg

/ VP, Assistant General Counsel



 
 

 

Appendix C, DOC # 3 
Implementation of House Bill 1295 

Certificate of Interested Parties (Form 1295): 

In 2015, the Texas Legislature adopted House Bill 1295, which added section 2252.908 of the 
Government Code. The law states that a governmental entity or state agency may not enter 
into certain contracts with a business entity unless the business entity submits a disclosure of 
interested parties to the governmental entity or state agency at the time the business entity 
submits the signed contract to the governmental entity or state agency. The law applies only 
to a contract of a governmental entity or state agency that either (1) requires an action or vote 
by the governing body of the entity or agency before the contract may be signed or (2) has a 
value of at least $1 million. The disclosure requirement applies to a contract entered into on or 
after January 1, 2016. 

The Texas Ethics Commission was required to adopt rules necessary to implement that law, 
prescribe the disclosure of interested parties form, and post a copy of the form on the 
commission’s website. The commission adopted the Certificate of Interested Parties form 
(Form 1295) on October 5, 2015. The commission also adopted new rules (Chapter 46) on 
November 30, 2015, to implement the law. The commission does not have any additional 
authority to enforce or interpret House Bill 1295. 

Filing Process: 

Staring on January 1, 2016, the commission made available on its website a new filing 
application that must be used to file Form 1295. A business entity must use the application to 
enter the required information on Form 1295 and print a copy of the completed form, which will 
include a certification of filing that will contain a unique certification number. An authorized 
agent of the business entity must sign the printed copy of the form. The completed Form 1295 
with the certification of filing must be filed with the governmental body or state agency with 
which the business entity is entering into the contract. 

The governmental entity or state agency must notify the commission, using the commission’s 
filing application, of the receipt of the filed Form 1295 with the certification of filing not later 
than the 30th day after the date the contract binds all parties to the contract. This process is 
known as acknowledging the certificate. The commission will post the acknowledged Form 
1295 to its website within seven business days after receiving notice from the governmental 
entity or state agency. The posted acknowledged form does not contain the declaration of 
signature information provided by the business. 

A certificate will stay in the pending state until it is acknowledged by the governmental agency. 
Only acknowledged certificates are posted to the commission’s website. 

Electronic Filing Application:  
https://www.ethics.state.tx.us/whatsnew/elf_info_form1295.htm 

Frequently Asked Questions:  
https://www.ethics.state.tx.us/resources/FAQs/FAQ_Form1295.php 

Changes to Form 1295:  https://www.ethics.state.tx.us/data/filinginfo/1295Changes.pdf 

https://www.ethics.state.tx.us/whatsnew/elf_info_form1295.htm
https://www.ethics.state.tx.us/resources/FAQs/FAQ_Form1295.php
https://www.ethics.state.tx.us/data/filinginfo/1295Changes.pdf


 
 

 

Appendix C, DOC # 4 
 

Texas Government Code 2270 Verification Form 
 
House Bill 89 (85R Legislative Session), which adds Chapter 2270 to the Texas Government 
Code, provides that a governmental entity may not enter into a contract with a company without 
verification that the contracting vendor does not and will not boycott Israel during the term of the 
contract.  
 
Furthermore, Senate Bill 252 (85R Legislative Session), which amends Chapter 2252 of the 
Texas Government Code to add Subchapter F, prohibits contracting with a company engaged in 
business with Iran, Sudan or a foreign terrorist organization identified on a list prepared by the 
Texas Comptroller.  
 
I, ___________________________________________________, as an authorized 
representative of  
 
_____________________________________________________________, a contractor 
engaged by  

Insert Name of Company  
 

Region 4 Education Service Center, 7145 West Tidwell Road, Houston, TX 77092, verify by this 
writing that the above-named company affirms that it (1) does not boycott Israel; and (2) will not 
boycott Israel during the term of this contract, or any contract with the above-named Texas 
governmental entity in the future.  
 
Also, our company is not listed on and we do not do business with companies that are on the 
Texas Comptroller of Public Accounts list of Designated Foreign Terrorists Organizations found 
at https://comptroller.texas.gov/purchasing/docs/foreign-terrorist.pdf.    
 
I further affirm that if our company's position on this issue is reversed and this affirmation is no 
longer valid, that the above-named Texas governmental entity will be notified in writing within one 
(1) business day and we understand that our company's failure to affirm and comply with the 
requirements of Texas Government Code 2270 et seq. shall be grounds for immediate contract 
termination without penalty to the above-named Texas governmental entity.  
 
I swear and affirm that the above is true and correct.  
 
 
 
______________________________________________   ________________ 
Signature of Named Authorized Company Representative      Date  
 

 

Melissa Howatson

D2L Ltd.

Melissa Howatson, CFO Dec 11, 2020

https://comptroller.texas.gov/purchasing/docs/foreign-terrorist.pdf




 

D2L Ltd. | 210 West Pennsylvania Avenue, Suite 400A, Townson, Maryland 21204 
Toll Free: 1 888-772-0325 (U.S. & Canada) | Telephone: +1 519-772-0325 | Fax: +1 519-772-0324 
 
 

April 2020 

RE: Financial Statements 

Please treat the following information as confidential. 

To Whom It May Concern: 

D2L Ltd. is a wholly-owned subsidiary of D2L Corporation (D2L). D2L Corporation, organized and existing 
under the laws of the Province of Ontario, Canada, was founded in 1999. It is a privately-held company. 
Globally, D2L and its subsidiaries employ more than 700 employees.  

We remain relentlessly focused on our mission to transform the way the world learns. This remains our 
singular mission more than 20 years since our founding. Our focus is learner success, which means you can 
be confident we will continue to invest your investment in D2L back into our platform to support the ongoing 
achievement of your teaching and learning goals. Our business strategy is based on sustainable growth and 
product stability. 

Since the founding of D2L Corporation, we have experienced significant revenue growth every year. 
Unquestionably, this growth is attributed to our customer satisfaction and our strong and dedicated team of 
employees who are focused on delivering exceptional value to our customers. 

Our outstanding company success has resulted in our ability to attract $165M in total funding from some of the 
top tier investors in the Education space. This significant funding provides our customers with the comfort of 
knowing they are buying from a successful organization that has the longevity to ensure their success. We are 
in a strong cash and current receivables position and our balance sheet has minimal debt or long-term 
liabilities. Our leadership team carefully balances growth, profit and reinvestment, ensuring heavy investment 
back into R&D and customer services. Combined with our recurring revenue model, these facts position us as 
a stable and reliable partner for our customers for years to come. The innovation this investment helps position 
our customers as leaders in transformational teaching and learning.  

Should you have any further questions, please do not hesitate to contact me directly.  

Sincerely yours, 

 

 
Melissa Howatson  
Chief Financial Officer 
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Risk Assessment

Report as of: 01-30-2020

Tradestyle(s):

Address:

D2L LTD.
(FOREIGN PARENT IS D2L CORPORATION, KITCHENER, CANADA.)

ACTIVE  DOMESTIC ULTIMATE

210 W Pennsylvania Ave Ste 400a, Moved From: 500 York Rd , Towson, Md, Towson, MD, 21204, UNITED STATES

Alerts:

D&B Guidance

Overall Business Risk

Dun & Bradstreet Thinks...

Overall assessment of this company: STABLE CONDITION

Based on the perceived sustainability of this company: LIKELIHOOD OF

CONTINUED OPERATIONS

Based on the payment behavior of this company: LOW-POTENTIAL-FOR-

SEVERELY-DELINQUENT-PAYMENTS

LOW LOW-

MODERATE

MODERATE MODERATE-

HIGH

HIGH

Maximum Credit Recommendation

US$ 135,000

The recommended limit is based on a

low probability of severe delinquency.

PAYDEX® Score Based on 24 months of data

80

Low Risk (100) High Risk (1)

Based on a D&B PAYDEX® Score of 80

Risk of Slow Pay

Low
Payment Behavior

Pays on time

Business and Industry Trends



12/19 - Cash
account

50 - - Between 6 and 12
Months

12/19 - Cash
account

50 - - Between 2 and 3
Months

12/19 Pays
Promptly

- 750 0 0 1

12/19 Pays
Promptly

- 1,000 0 0 1

11/19 - Cash
account

100 - - 1

Keys

PAYDEX® Payment Practices

100 Anticipate

90 Discount

80 Prompt

70 15 Days Beyond Terms

60 22 Days Beyond Terms

50 30 Days Beyond Terms

40 60 Days Beyond Terms

30 90 Days Beyond Terms

20 120 Days Beyond Terms

1-19 Over 120 Days Beyond Terms

Understand My Score

Payment History

View AllTotal Last 24 Months: 33

Date of
Experience 

Payment
Status 

Selling
Terms 

High Credit
(US$)

Now Owes
(US$)

Past Due
(US$)

Months Since Last
Sale



UN Unavailable

Level of risk

Low-Moderate
Probabilty of Delinquency

2.02%
Compared to Businesses in D&B

Database

10.2%

Level of risk

Moderate
Probability of Failure

0.15%
Average Probability of Failure for

Businesses in D&B Database

0.48%

Delinquency Predictor Score

Based on a D&B Delinquency Predictor Percentile of 85

85

Low Risk (100) High Risk (1)

Score

564 --
Class

2

Factors Affecting Your Score:

Limited time under present management control

Higher risk industry based on delinquency rates for this industry

Business and Industry Trends

Financial Stress Score

Based on a D&B Financial Stress Percentile of 66

66

Low Risk (100) High Risk (1)

Score

1505 --
Class

3

Factors Affecting Your Score:

Low proportion of satisfactory payment experiences to total payment experiences

UCC Filings reported

Composite credit appraisal is rated fair

Business does not own facilities

Higher risk legal structure

Business and Industry Trends



Current Rating as of 04-22-2015

10 employees and over

Employee Size

1R :

Risk Indicator

:

Previous Rating

Portfolio Comparison Score Level of risk

Low
Rating Confidence Level

Robust

Supplier Evaluation Risk Rating Based on 24 months of data

1

Low Risk (1) High Risk (9)

Factors Affecting Your Score:

Business and Industry Trends

D&B Rating

10 employees and over

Employee Size

1R :

Moderate

Risk

Risk Indicator

3 :

D&B Viability Rating



Predictions

Probability of becoming no longer

viable

2%

Percentage of businesses ranked with this

score

11%

Average probability of becoming no longer

viable

5%

Viability Score Level of risk

Low

Data Depth Indicator
Rich Firmographics

Extensive Commercial Trading Activity

Basic Financial Attributes

Company Profile

Z

Financial

Data

Trade

Payments

Company

Size

Years in

Business

Not

Available

Not

Available

Not

Available
Not Available

Compared to ALL US Businesses within the D&B

Database:

Financial Data : Not Available

Trade Payments : Not Available

Company Size : Not Available

Years in Business : Not Available

Overall Payment Behavior

0
Pays on time

% of Trade Within Terms

100%

Highest Past Due

US$ 0

Highest Now Owing: Total Trade Experiences:

 

Trade Payments

1

Low Risk (1) High Risk (9)

2

Low Risk(1) High Risk (9)

Probability of becoming no longer viable

2%
Percentage of businesses ranked with

this score

14%

Average probability of becoming no

longer viable

4%

B

Predictive (A) Descriptive (G)

Trade Payments Summary



US$ 100 33

Largest High Credit:
US$ 250,000

Average High Credit:
US$ 50,550

Total Unfavorable Comments :

0

Largest High Credit:
US$ 0

Total Placed in Collections:

0

Largest High Credit:
US$ 0

Trade Payments By Credit Extended Dispute Payments

100,000 - 1 100

50,000 - 99,999 0 0

15,000 - 49,999 0 0

5,000 - 14,999 0 0

1,000 - 4,999 1 100

- 999 3 100

48 - Communications 2 1,000  

4813 - Telephone communictns 2 1,000 100

50 - Wholesale Trade - Durable
Goods

1 250,000  

5045 - Whol computers/softwr 1 250,000 100

73 - Business Services 1 750  

7372 - Prepackaged software 1 750 100

96 - Administration of Economic
Programs

1 250  

9651 - Reg misc coml sector 1 250 100

Range of Credit Extended (US$)  Number of Payment Experiences % Within Terms

Trade Payments By Industry

Industry Category 
Number of Payment
Experiences 

Largest High Credit
(US$) 

% Within Terms (Expand
to View) 



















12/19 - Cash
account

50 - - Between 6 and 12
Months

12/19 - Cash
account

50 - - Between 2 and 3
Months

12/19 Pays
Promptly

- 750 0 0 1

12/19 Pays
Promptly

- 1,000 0 0 1

11/19 - Cash
account

100 - - 1

11/19 - Cash
account

500 - - Between 4 and 5
Months

10/19 - Cash
account

50 - - 1

10/19 - - 50 - - 1

10/19 - Cash
account

100 - - 1

10/19 - Cash
account

250 - - Between 6 and 12
Months

09/19 - Cash
account

50 - - Between 6 and 12
Months

09/19 - Cash
account

100 - - Between 4 and 5
Months

08/19 - Cash
account

50 - - Between 6 and 12
Months

07/19 - Cash
account

100 - - 1

06/19 - Cash
account

50 - - 1

06/19 - Cash
account

50 - - 1

06/19 - Cash
account

50 - - 1

05/19 - Cash
account

50 - - Between 2 and 3
Months

04/19 - Cash
account

50 - - 1

04/19 - Cash
account

50 - - 1

Trade Lines

Date of
Experience 

Payment
Status 

Selling
Terms 

High Credit
(US$)

Now Owes
(US$)

Past Due
(US$)

Months Since Last
Sale



Dispute UCC Filing

04/19 - Cash
account

50 - - 1

04/19 - Cash
account

100 - - 1

04/19 - Cash
account

- - - Between 4 and 5
Months

12/18 - Cash
account

100 - - 1

12/18 Pays
Promptly

N15 750 100 0 1

12/18 Pays
Promptly

N30 250,000 0 0 1

10/18 - Cash
account

50 - - Between 2 and 3
Months

09/18 cash own
option

Cash
account

50 - - Between 6 and 12
Months

08/18 - Cash
account

100 - - 1

08/18 satisfactory - 250 - - 1

06/18 - Cash
account

50 - - Between 2 and 3
Months

05/18 - Cash
account

50 - - 1

04/18 - Cash
account

100 - - 1

Legal Events

The following Public Filing data is for information purposes only and is not the official record. Certified copies can only be obtained

from the official source.

 

UCC Filing - Continuation

Judgments

0
Latest Filing: -

Liens

0
Latest Filing: -

Suits

0
Latest Filing: -

UCC Filings

3
Latest Filing: 03-12-2018

Events



Filing Date 03-12-2018

Filing Number 180312-1941000

Received Date 04-04-2018

Original Filing Date 07-24-2013

Original Filing Number 00000181478155

Secured Party SILICON VALLEY BANK, SANTA CLARA, CA

Debtors D2L LTD.

Filing Office UCC DIVISION, BALTIMORE, MD

UCC Filing - Amendment

Filing Date 04-05-2017

Filing Number 170405-1059000

Received Date 05-26-2017

Original Filing Date 07-24-2013

Original Filing Number 00000181478155

Secured Party SILICON VALLEY BANK, SANTA CLARA, CA

Debtors D2L LTD.

Filing Office UCC DIVISION, BALTIMORE, MD

UCC Filing - Original

Filing Date 07-24-2013

Filing Number 00000181478155

Received Date 08-30-2013

Collateral Negotiable instruments including proceeds and products -
Inventory including proceeds and products - Account(s)
including proceeds and products - Assets including proceeds
and products - and OTHERS

Secured Party SILICON VALLEY BANK, SANTA CLARA, CA

Debtors D2L LTD.

Filing Office UCC DIVISION, BALTIMORE, MD

Special Events



This information may not be reproduced in whole or in part by any means of reproduction.

Ownership

Family Tree

Company Profile

09-04-2018

Business address has changed from 500 York Rd , Towson, MD, 21204 to 210 W Pennsylvania Ave Ste 400a, Towson, MD,

21204.

Members in the Tree

4

Subsidiaries of this Company

2

Branches of this Company

1

 Exclude Branches

D2l Corporation 20-201-8573 Kitchener, Ontario 

D2l Ltd. 82-832-2664 Towson, Maryland 

Desire2learn Inc 01-076-7570 Baltimore, Maryland 

D2l Australia Pty Ltd 75-767-6544 Melbourne, Victoria 

Company Overview

D-U-N-S

82-832-2664

Legal Form

Corporation (US)

Date Incorporated

March 15, 2007

State of Incorporation

Maryland

Ownership

Not publicly traded

Mailing Address

United States

Telephone

(519) 772-0325

Employees

60

Age (Year Started)

12 years (2007)

Named Principal

JOHN BAKER, CEO-PRES

Line of Business

Custom computer programing

Corporate and business registrations reported by the secretary of state or other official source as of:  01-28-2020

This data is for informational purposes only, certification can only be obtained through the Office of the Secretary of State.

Business Registration

 

HQ

S

B

S



Registered Name D2L LTD.

Corporation Type Corporation (US)

Business Commenced On 2007

State of Incorporation MARYLAND

Date Incorporated 03-15-2007

Registration ID D11807757

Registration Status INCORPORATED

Date Status Attained 03-15-2007

Filing Date 03-15-2007

Where Filed SECRETARY OF STATE/DEPARTMENT OF ASSESSMENTS AND
TAXATION/CORPORATE CHARTER DIVISION

Name CSC-LAWYERS INCORPORATING SERVICE

Address COMPANY;7 ST. PAUL STREET;SUITE 820, BALTIMORE, MD, 212020000

Registered Agent  

JOHN BAKER, CEO-PRES

WILLIAM TRICK, SEC-TREAS

BRANDON NUSSEY, CFO

JEREMY AUGER, CSO

ANNA FORGIONE, GEN COUNSEL

MELISSA HOWATSON, CONTRL

DIRECTOR(S): THE OFFICER(S)

Principals

Officers

Directors

The following information was reported on: 09-04-2018

The Maryland Secretary of States business registrations file showed that the D2L Ltd. was registered as a Corporation on March 15,

2007, under file registration number D11807757.

Business started March 2007. 100% of capital stock is owned by Parent Company.

JOHN BAKER. 2007-present active here. February 2000-present active as President of D2L Corporation in Ontarion, Canada.

WILLIAM TRICK. 2007-present active here. January 2004-present active in D2L Corporation in Ontarion, Canada.

Company Events



Government Activity Dispute Government Activity

BRANDON NUSSEY. August 2009-present active here. Prior to joining the company he served as Chief Financial Officer at

Descartes Systems Group.

JEREMY AUGER. March 2007-present active here. 2001-present active in D2L Corporation in Ontarion, Canada.

ANNA FORGIONE. September 2013-present active here. Prior to joining D2L, Anna served as General Counsel Americas for Open

Text Corporation and Assistant General Counsel for Geac Computer Corporation.

MELISSA HOWATSON. June 2013-present active here.

Business address has changed from 715 St Paul St, Baltimore, MD, 21202 to 500 York Rd , Towson, MD, 21204.

Business address has changed from 500 York Rd , Towson, MD, 21204 to 210 W Pennsylvania Ave Ste 400a, Towson, MD, 21204.

AFFILIATES: The following are related through common principals, management and/or ownership: D2L Canada DUNS #202018573.

The following information was reported on: 09-04-2018

Trade Names (FOREIGN PARENT IS D2L CORPORATION, KITCHENER, CANADA.); D2L

Description Foreign parent is D2L Corporation, Kitchener, Canada. As noted, this company is a

subsidiary of Desire2Learn Incorporated, Duns# 20-201-8573, and reference is made to

that report for background information on the parent and its management.

Provides computer programming services, specializing in software development (100%).

Has 500 account(s). Terms are Net 10 days and Net 30 days. Sells to educational

institutions, universities and commercial concerns. Territory : International.

Employees 60 which includes officer(s).

Financing Status Unsecured

Seasonality Nonseasonal.

SIC/NAICS Information

7371 Custom computer programing -

73710301 Computer software development -

541511 Custom Computer Programming Services

Business Activities And Employees

Business Information  

SIC Codes  SIC Description  Percentage of Business 

NAICS Codes  NAICS Description 



Financials

SERV - Services

- Management consulting services Sales & Marketing Solution 2019-10-16

- Elementary and secondary schools D&B Risk Solution 2019-09-25

Borrower(Dir/Guar) No

Administrative Debt No

Contractor No

Grantee No

Party excluded from federal
program(s)

No

8(A) Firm Yes

Labor Surplus Area Yes

Small Business Yes

D&B currently has no financial information on file for this company

Inquiries

Activity Summary 

Possible candidate for socio-economic program consideration 

Inquiries-Summary - 12 Month

Total number of Inquiries

19

Unique Customers

12

Inquiries-Summary

Over the past 12 months ending 1-2020, 19 individual requests for information on your company were received. The 19 inquiries were

made by 12 unique customers indicating that some companies have inquired on your business multiple times and may be monitoring

you. Of the total products purchased, 10, or 52 % came from the Services; 5, or 26 % came from the Public Administration; 2, or 10 %

came from the Retail Trade; 1, or 5 % came from the Manufacturing; 1, or 5 % came from the Finance, Insurance and Real Estate;

SIC/Sector

Type

Date



- Custom computer programming services D&B Risk Solution 2019-09-20

- Elementary and secondary schools D&B Risk Solution 2019-08-29

- Elementary and secondary schools D&B Risk Solution 2019-08-28

- Employment agencies D&B Risk Solution 2019-08-27

- Employment agencies D&B Risk Solution 2019-08-27

- Custom computer programming services D&B Risk Solution 2019-08-07

- Data processing and preparation D&B Risk Solution 2019-07-09

- Management consulting services D&B Risk Solution 2019-06-18

MANUF - Manufacturing

- Electronic computers D&B Risk Solution 2019-05-15

PUBADMIN - Public Administration

- General government, nec D&B Risk Solution 2020-01-27

- General government, nec D&B Risk Solution 2020-01-06

- General government, nec Sales & Marketing Solution 2019-07-08

- International affairs D&B Risk Solution 2019-06-14

- International affairs D&B Risk Solution 2019-06-12

RETLTRD - Retail Trade

- Computer and software stores D&B Risk Solution 2019-09-01

- Computer and software stores D&B Risk Solution 2019-08-31

FIR - Finance, Insurance and Real Estate

- Hospital and medical service plans D&B Risk Solution 2019-03-22

Inquiries Trends - 12 Month

Top-Five-Inquiries

By SIC Sector

Services 10

Public Administration 5

Retail Trade 2



BLACKBOARD INC.

Manufacturing 1 0 0 0 1

Retail Trade 2 0 0 2 2

Finance, Insurance and Real Estate 1 0 0 0 1

Services 10 0 0 8 10

Public Administration 5 2 2 2 5

Peers Inquiries

BLACKBOARD INC. 236 96

Trends

BLACKBOARD INC. 236 420

Manufacturing 1

Finance, Insurance and Real Estate 1

By Report Type

D&B Risk Solution 17

Sales & Marketing Solution 2

All-Inquiries

Industry  Total Inquiries Last 30 Days Last 90 Days Last 180 Days Last 365 Days

Peers Inquiries Summary - 12 Month

Peer Name  Total inquiries  Unique Customers 

Peers Comparison

Peer Name  Twelve Month Inquiries  Year over Year Inquiries 



This information may not be reproduced in whole or in part by any means of reproduction.

©Dun & Bradstreet, Inc. 2020. All rights reserved



The Division of Revenue and Enterprise Services hereby affirms
that the following annual report for D2L LTD was submitted on
10/28/2020 for the year:  2020
 
 
Registered Agent and Office 
 
CORPORATION SERVICE COMPANY 
PRINCETON SOUTH CORPORATE CTR
STE 160, 100 CHARLES EWING BLVD
EWING, NJ 08628
 
 
Main Business Address 
 
201 WEST PENNSYLVANIA AVENUE
SUITE 400A
TOWSON, MD 21204
 
 
Officers and Directors 
 
PRESIDENT 
John Baker 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 
SECRETARY 
Anna Forgione (Corporate Secretary) 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 
SECRETARY 
Bill Trick 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 
TREASURER 
Bill Trick 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 
OTHER 
Melissa Howatson (CFO) 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 
DIRECTORS 
John Baker 
210 West Pennsylvania Avenue  #400A
Towson, MD 21204
 
 

STATE OF NEW JERSEY
DEPARTMENT OF THE TREASURY

DIVISION OF REVENUE AND ENTERPRISE SERVICES
ANNUAL REPORT CERTIFICATE

D2L LTD
0101011836

Continued on next page...

Page 1 of 2



Certificate Number : 2515697058
Verify this certificate online at

https://www1.state.nj.us/TYTR_StandingCert/JSP/Verify_Cert.jsp

IN TESTIMONY WHEREOF, I have
hereunto set my hand and affixed
my Official Seal, this
28th day of October, 2020

Elizabeth Maher Muoio
State Treasurer

STATE OF NEW JERSEY
DEPARTMENT OF THE TREASURY

DIVISION OF REVENUE AND ENTERPRISE SERVICES
ANNUAL REPORT CERTIFICATE

D2L LTD
0101011836

Page 2 of 2



 

Customer Information

Customer Name
LYNDA LEAHY WILMINGTON
ARPF

Company Name Corporation Service Company
Local Reference ID 1262647651
Receipt Date 10/28/2020
Receipt Time 08:28:43 AM EDT

 

Payment Information
Payment Type Credit Card
Credit Card Type MAST
Credit Card Number ******6650
Order ID 129567354
Billing Name Lynda Leahy Wilmington ARPF

Billing Address 251 Little Falls Drive
Billing City, State Wilmington, DE
ZIP/Postal Code 19808
Country US

Phone Number 800-927-9801
This receipt has been emailed to the address below.
Email Address FileStatus_AR_NJ@cscinfo.com

Payment Receipt Confirmation
Your payment was successfully processed.

 

 

Transaction Summary
Description Amount

$78.00

Pay now with New Jersey Government Services $78.00

Please do not reply to this email. This email is sent from an account we use for sending messages only and we will not receive your
reply. Thank you for using the Annual Reports and Change service at the NJ Division of Revenue and Enterprise Services.

 

Billing Information



 

Requirements for National Cooperative Contract 
Page 23 of 68 

  

EXHIBIT F 
FEDERAL FUNDS CERTIFICATIONS 

 
 

FEDERAL CERTIFICATIONS 
ADDENDUM FOR AGREEMENT FUNDED BY U.S. FEDERAL GRANT 

 
TO WHOM IT MAY CONCERN: 
 
Participating Agencies may elect to use federal funds to purchase under the Master Agreement. This form should be 
completed and returned. 
 
DEFINITIONS 
Contract means a legal instrument by which a non–Federal entity purchases property or services needed to carry out the project 
or program under a Federal award. The term as used in this part does not include a legal instrument, even if the non–Federal entity 
considers it a contract, when the substance of the transaction meets the definition of a Federal award or subaward 
 
Contractor means an entity that receives a contract as defined in Contract. 
 
Cooperative agreement means a legal instrument of financial assistance between a Federal awarding agency or pass-through 
entity and a non–Federal entity that, consistent with 31 U.S.C. 6302–6305: 

(a) Is used to enter into a relationship the principal purpose of which is to transfer anything of value from the Federal 
awarding agency or pass-through entity to the non–Federal entity to carry out a public purpose authorized by a law of the 
United States (see 31 U.S.C. 6101(3)); and not to acquire property or services for the Federal government or pass-through 
entity's direct benefit or use; 
(b) Is distinguished from a grant in that it provides for substantial involvement between the Federal awarding agency or 
pass-through entity and the non–Federal entity in carrying out the activity contemplated by the Federal award. 
(c) The term does not include: 

(1) A cooperative research and development agreement as defined in 15 U.S.C. 3710a; or 
(2) An agreement that provides only: 

(i) Direct United States Government cash assistance to an individual; 
(ii) A subsidy; 
(iii) A loan; 
(iv) A loan guarantee; or 
(v) Insurance. 

 
Federal awarding agency means the Federal agency that provides a Federal award directly to a non–Federal entity 
 
Federal award has the meaning, depending on the context, in either paragraph (a) or (b) of this section:  

(a)(1) The Federal financial assistance that a non–Federal entity receives directly from a Federal awarding agency or 
indirectly from a pass-through entity, as described in § 200.101 Applicability; or 

(2) The cost-reimbursement contract under the Federal Acquisition Regulations that a non–Federal entity 
receives directly from a Federal awarding agency or indirectly from a pass-through entity, as described in § 
200.101 Applicability. 

(b) The instrument setting forth the terms and conditions. The instrument is the grant agreement, cooperative agreement, 
other agreement for assistance covered in paragraph (b) of § 200.40 Federal financial assistance, or the cost-
reimbursement contract awarded under the Federal Acquisition Regulations. 
(c) Federal award does not include other contracts that a Federal agency uses to buy goods or services from a contractor 
or a contract to operate Federal government owned, contractor operated facilities (GOCOs). 
(d) See also definitions of Federal financial assistance, grant agreement, and cooperative agreement. 

 
Non–Federal entity means a state, local government, Indian tribe, institution of higher education (IHE), or nonprofit organization 
that carries out a Federal award as a recipient or subrecipient. 
 
Nonprofit organization means any corporation, trust, association, cooperative, or other organization, not including IHEs, that: 

(a) Is operated primarily for scientific, educational, service, charitable, or similar purposes in the public interest; 
(b) Is not organized primarily for profit; and 



 

Version September 29, 2020 
 

(c) Uses net proceeds to maintain, improve, or expand the operations of the organization. 
 
Obligations means, when used in connection with a non–Federal entity's utilization of funds under a Federal award, orders placed 
for property and services, contracts and subawards made, and similar transactions during a given period that require payment by 
the non–Federal entity during the same or a future period. 
 
Pass-through entity means a non–Federal entity that provides a subaward to a subrecipient to carry out part of a Federal program. 
 
Recipient means a non–Federal entity that receives a Federal award directly from a Federal awarding agency to carry out an 
activity under a Federal program. The term recipient does not include subrecipients. 
 
Simplified acquisition threshold means the dollar amount below which a non–Federal entity may purchase property or services 
using small purchase methods. Non–Federal entities adopt small purchase procedures in order to expedite the purchase of items 
costing less than the simplified acquisition threshold. The simplified acquisition threshold is set by the Federal Acquisition Regulation 
at 48 CFR Subpart 2.1 (Definitions) and in accordance with 41 U.S.C. 1908. As of the publication of this part, the simplified 
acquisition threshold is $250,000, but this threshold is periodically adjusted for inflation. (Also see definition of § 200.67 Micro-
purchase.) 
 
Subaward means an award provided by a pass-through entity to a subrecipient for the subrecipient to carry out part of a Federal 
award received by the pass-through entity. It does not include payments to a contractor or payments to an individual that is a 
beneficiary of a Federal program. A subaward may be provided through any form of legal agreement, including an agreement that 
the pass-through entity considers a contract. 
 
Subrecipient means a non–Federal entity that receives a subaward from a pass-through entity to carry out part of a Federal 
program; but does not include an individual that is a beneficiary of such program. A subrecipient may also be a recipient of other 
Federal awards directly from a Federal awarding agency. 
 
Termination means the ending of a Federal award, in whole or in part at any time prior to the planned end of period of performance. 
 
The following certifications and provisions may be required and apply when Participating Agency expends federal funds for any 
purchase resulting from this procurement process. Pursuant to 2 C.F.R. § 200.326, all contracts, including small purchases, awarded 
by the Participating Agency and the Participating Agency’s subcontractors shall contain the procurement provisions of Appendix II to 
Part 200, as applicable. 
 
APPENDIX II TO 2 CFR PART 200 
(A) Contracts for more than the simplified acquisition threshold currently set at $250,000, which is the inflation adjusted 
amount determined by the Civilian Agency Acquisition Council and the Defense Acquisition Regulations Council (Councils) 
as authorized by 41 U.S.C. 1908, must address administrative, contractual, or legal remedies in instances where 
contractors violate or breach contract terms, and provide for such sanctions and penalties as appropriate. 
 

Pursuant to Federal Rule (A) above, when a Participating Agency expends federal funds, the Participating Agency reserves all rights 
and privileges under the applicable laws and regulations with respect to this procurement in the event of breach of contract by either 
party. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(B) Termination for cause and for convenience by the grantee or subgrantee including the manner by which it will be 
effected and the basis for settlement. (All contracts in excess of $10,000) 
 

Pursuant to Federal Rule (B) above, when a Participating Agency expends federal funds, the Participating Agency reserves the right 
to immediately terminate any agreement in excess of $10,000 resulting from this procurement process in the event of a breach or 
default of the agreement by Offeror as detailed in the terms of the contract. 
 

Does offeror agree?   YES   Initials of Authorized Representative of offeror 
 
(C) Equal Employment Opportunity. Except as otherwise provided under 41 CFR Part 60, all contracts that meet the 
definition of “federally assisted construction contract” in 41 CFR Part 60-1.3 must include the equal opportunity clause 
provided under 41 CFR 60-1.4(b), in accordance with Executive Order 11246, “Equal Employment Opportunity” (30 CFR 
12319, 12935, 3 CFR Part, 1964-1965 Comp., p. 339), as amended by Executive Order 11375, “Amending Executive Order 
11246 Relating to Equal Employment Opportunity,” and implementing regulations at 41 CFR part 60, “Office of Federal 
Contract Compliance Programs, Equal Employment Opportunity, Department of Labor.” 
 



 

Version September 29, 2020 
 

Pursuant to Federal Rule (C) above, when a Participating Agency expends federal funds on any federally assisted construction 
contract, the equal opportunity clause is incorporated by reference herein. 
 

Does offeror agree to abide by the above?   YES   Initials of Authorized Representative of offeror 
 
(D) Davis-Bacon Act, as amended (40 U.S.C. 3141-3148). When required by Federal program legislation, all prime 
construction contracts in excess of $2,000 awarded by non-Federal entities must include a provision for compliance 
with the Davis-Bacon Act (40 U.S.C. 3141-3144, and 3146-3148) as supplemented by Department of Labor regulations (29 
CFR Part 5, “Labor Standards Provisions Applicable to Contracts Covering Federally Financed and Assisted 
Construction”). In accordance with the statute, contractors must be required to pay wages to laborers and mechanics at 
a rate not less than the prevailing wages specified in a wage determination made by the Secretary of Labor. In 
addition, contractors must be required to pay wages not less than once a week. The non-Federal entity must place a copy 
of the current prevailing wage determination issued by the Department of Labor in each solicitation. The decision to award 
a contract or subcontract must be conditioned upon the acceptance of the wage determination. The non - Federal entity 
must report all suspected or reported violations to the Federal awarding agency. The contracts must also include a 
provision for compliance with the Copeland “Anti-Kickback” Act (40 U.S.C. 3145), as supplemented by Department of 
Labor regulations (29 CFR Part 3, “Contractors and Subcontractors on Public Building or Public Work Financed in Whole 
or in Part by Loans or Grants from the United States”). The Act provides that each contractor or subrecipient must be 
prohibited from inducing, by any means, any person employed in the construction, completion, or repair of public work, to 
give up any part of the compensation to which he or she is otherwise entitled. The non -Federal entity must report all 
suspected or reported violations to the Federal awarding agency. 
Pursuant to Federal Rule (D) above, when a Participating Agency expends federal funds during the term of an award for all 
contracts and subgrants for construction or repair, offeror will be in compliance with all applicable Davis-Bacon Act provisions. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(E) Contract Work Hours and Safety Standards Act (40 U.S.C. 3701-3708). Where applicable, all contracts awarded by the 
non-Federal entity in excess of $100,000 that involve the employment of mechanics or laborers must include a provision 
for compliance with 40 U.S.C. 3702 and 3704, as supplemented by Department of Labor regulations (29 CFR Part 5). Under 
40 U.S.C. 3702 of the Act, each contractor must be required to compute the wages of every mechanic and laborer on the 
basis of a standard work week of 40 hours. Work in excess of the standard work week is permissible provided that the 
worker is compensated at a rate of not less than one and a half times the basic rate of pay for all hours worked in excess 
of 40 hours in the work week.  The requirements of 40 U.S.C.  3704 are applicable to construction work and provide that no 
laborer or mechanic must be required to work in surroundings or under working conditions which are unsanitary, hazardous 
or dangerous. These requirements do not apply to the purchases of supplies or materials or articles ordinarily available on 
the open market, or contracts for transportation or transmission of intelligence. 
 

Pursuant to Federal Rule (E) above, when a Participating Agency expends federal funds, offeror certifies that offeror will be in 
compliance with all applicable provisions of the Contract Work Hours and Safety Standards Act during the term of an award for all 
contracts by Participating Agency resulting from this procurement process. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(F) Rights to Inventions Made Under a Contract or Agreement. If the Federal award meets the definition of “funding 
agreement” under 37 CFR §401.2 (a) and the recipient or subrecipient wishes to enter into a contract with a small 
business firm or nonprofit organization regarding the substitution of parties, assignment or performance of experimental, 
developmental, or research work under that “funding agreement,” the recipient or subrecipient must comply with the 
requirements of 37 CFR Part 401, “Rights to Inventions Made by Nonprofit Organizations and Small Business Firms Under 
Government Grants, Contracts and Cooperative Agreements,” and any implementing regulations issued by the awarding 
agency. 
 

Pursuant to Federal Rule (F) above, when federal funds are expended by Participating Agency, the offeror certifies that during the 
term of an award for all contracts by Participating Agency resulting from this procurement process, the offeror agrees to comply with 
all applicable requirements as referenced in Federal Rule (F) above. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(G) Clean Air Act (42 U.S.C. 7401-7671q.) and the Federal Water Pollution Control Act (33 U.S.C. 1251-1387), as amended—
Contracts and subgrants of amounts in excess of $150,000 must contain a provision that requires the non - Federal award 
to agree to comply with all applicable standards, orders or regulations issued pursuant to the Clean Air Act (42 U.S.C. 7401-
7671q) and the Federal Water Pollution Control Act as amended (33 U.S.C. 1251- 1387). Violations must be reported to the 
Federal awarding agency and the Regional Office of the Environmental Protection Agency (EPA) 
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Pursuant to Federal Rule (G) above, when federal funds are expended by Participating Agency, the offeror certifies that during the 
term of an award for all contracts by Participating Agency member resulting from this procurement process, the offeror agrees 
to comply with all applicable requirements as referenced in Federal Rule (G) above. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(H) Debarment and Suspension (Executive Orders 12549 and 12689)—A contract award (see 2 CFR 180.220) must not be 
made to parties listed on the government wide exclusions in the System for Award Management (SAM), in accordance with 
the Executive Office of the President Office of Management and Budget (OMB) guidelines at 2 CFR 180 that implement 
Executive Orders 12549 (3 CFR part 1986 Comp., p. 189) and 12689 (3 CFR part 1989 Comp., p. 235), “Debarment and 
Suspension.” SAM Exclusions contains the names of parties debarred, suspended, or otherwise excluded by agencies, as 
well as parties declared ineligible under statutory or regulatory authority other than Executive Order 12549. 
 

Pursuant to Federal Rule (H) above, when federal funds are expended by Participating Agency, the offeror certifies that during the 
term of an award for all contracts by Participating Agency resulting from this procurement process, the offeror certifies that neither 
it nor its principals is presently debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from 
participation by any federal department or agency.  If at any time during the term of an award the offeror or its principals becomes 
debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from participation by any federal 
department or agency, the offeror will notify the Participating Agency. 
 
Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
(I) Byrd Anti-Lobbying Amendment (31 U.S.C. 1352)—Contractors that apply or bid for an award exceeding $100,000 
must file the required certification. Each tier certifies to the tier above that it will not and has not used Federal appropriated 
funds to pay any person or organization for influencing or attempting to influence an officer or employee of any agency, a 
member of Congress, officer or employee of Congress, or an employee of a member of Congress in connection with 
obtaining any Federal contract, grant or any other award covered by 31 U.S.C. 1352. Each tier must also disclose any 
lobbying with non-Federal funds that takes place in connection with obtaining any Federal award. Such disclosures are 
forwarded from tier to tier up to the non-Federal award. 
 

Pursuant to Federal Rule (I) above, when federal funds are expended by Participating Agency, the offeror certifies that during the 
term and after the awarded term of an award for all contracts by Participating Agency resulting from this procurement process, the 
offeror certifies that it is in compliance with all applicable provisions of the Byrd Anti-Lobbying Amendment (31 U.S.C. 1352). The 
undersigned further certifies that: 
(1)   No Federal appropriated funds have been paid or will be paid for on behalf of the undersigned, to any person for influencing or 
attempting to influence an officer or employee of any agency, a Member of Congress, an officer or employee of congress, or an 
employee of a Member of Congress in connection with the awarding of a Federal contract, the making of a Federal grant, the making 
of a Federal loan, the entering into a cooperative agreement, and the extension, continuation, renewal, amendment, or modification 
of a Federal contract, grant, loan, or cooperative agreement. 
(2)   If any funds other than Federal appropriated funds have been paid or will be paid to any person for influencing or 
attempting to influence an officer or employee of any agency, a Member of Congress, an officer or employee of congress, or an 
employee of a Member of Congress in connection with this Federal grant or cooperative agreement, the undersigned shall complete 
and submit Standard Form-LLL, “Disclosure Form to Report Lobbying”, in accordance with its instructions. 
(3)   The undersigned shall require that the language of this certification be included in the award documents for all covered sub-
awards exceeding $100,000 in Federal funds at all appropriate tiers and that all subrecipients shall certify and disclose accordingly. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 

RECORD RETENTION REQUIREMENTS FOR CONTRACTS INVOLVING FEDERAL FUNDS 
 

When federal funds are expended by Participating Agency for any contract resulting from this procurement process, offeror certifies 
that it will comply with the record retention requirements detailed in 2 CFR § 200.333. The offeror further certifies that offeror will 
retain all records as required by 2 CFR § 200.333 for a period of three years after grantees or subgrantees submit final 
expenditure reports or quarterly or annual financial reports, as applicable, and all other pending matters are closed. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror  
CERTIFICATION OF COMPLIANCE WITH THE ENERGY POLICY AND CONSERVATION ACT 

When Participating Agency expends federal funds for any contract resulting from this procurement process, offeror certifies that it 
will comply with the mandatory standards and policies relating to energy efficiency which are contained in the state energy 
conservation plan issued in compliance with the Energy Policy and Conservation Act (42 U.S.C. 6321 et seq.; 49 C.F.R. Part 18). 
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Does offeror agree? YES   Initials of Authorized Representative of offeror 
 

CERTIFICATION OF COMPLIANCE WITH BUY AMERICA PROVISIONS 
 

To the extent purchases are made with Federal Highway Administration, Federal Railroad Administration, or Federal Transit 
Administration funds, offeror certifies that its products comply with all applicable provisions of the Buy America Act and agrees to 
provide such certification or applicable waiver with respect to specific products to any Participating Agency upon request. 
Purchases made in accordance with the Buy America Act must still follow the applicable procurement rules calling for free and 
open competition. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 

CERTIFICATION OF ACCESS TO RECORDS – 2 C.F.R. § 200.336 
 

Offeror agrees that the Inspector General of the Agency or any of their duly authorized representatives shall have access to any 
documents, papers, or other records of offeror that are pertinent to offeror’s discharge of its obligations under the Contract for the 
purpose of making audits, examinations, excerpts, and transcriptions. The right also includes timely and reasonable access to 
offeror’s personnel for the purpose of interview and discussion relating to such documents. 
Does offeror agree? YES   Initials of Authorized Representative of offeror 
 

CERTIFICATION OF APPLICABILITY TO SUBCONTRACTORS 
 

Offeror agrees that all contracts it awards pursuant to the Contract shall be bound by the foregoing terms and conditions. 
 

Does offeror agree? YES   Initials of Authorized Representative of offeror 
 
 

Offeror agrees to comply with all federal, state, and local laws, rules, regulations and ordinances, as applicable. It is 
further acknowledged that offeror certifies compliance with all provisions, laws, acts, regulations, etc. as specifically 
noted above. 
 
Offeror’s Name: ____________________________________________________________________________________________ 
 
Address, City, State, and Zip Code: _____________________________________________________________________________ 
 
Phone Number:___________________________________ Fax Number: ______________________________________ 
 
Printed Name and Title of Authorized Representative:______________________________________________________________________ 
 
Email Address: ____________________________________________________________________________________________ 
 
Signature of Authorized Representative:  ____________________________________Date: _____________________________ 

 
  

Dec 11, 2020

legal@d2l.com

Melissa Howatson, CFO

1-888-772-0325 519-772-0324

D2L Ltd.

210 West Pennsylvania Ave., Suite 400A, Towson MD 21204



 

Version September 29, 2020 
 

EXHIBIT G 
NEW JERSEY BUSINESS COMPLIANCE 

 
  

NEW JERSEY BUSINESS COMPLIANCE 
 
Suppliers intending to do business in the State of New Jersey must comply with policies and 
procedures required under New Jersey statues.  All offerors submitting proposals must complete the 
following forms specific to the State of New Jersey.  Completed forms should be submitted with the 
offeror’s response to the RFP.  Failure to complete the New Jersey packet will impact OMNIA 
Partners’ ability to promote the Master Agreement in the State of New Jersey. 
 
DOC #1 Statement of Ownership Disclosure  
DOC #2 Non-Collusion Affidavit 
DOC #3 Affirmative Action Affidavit 
DOC #4 Political Contribution Disclosure Form 
DOC #5 Stockholder Disclosure Certification 
DOC #6 Certification of Non-Involvement in Prohibited Activities in Iran 
DOC #7 New Jersey Business Registration Certificate 
DOC #8 EEOAA Evidence 
DOC #9 McBride-Principles 
 
New Jersey suppliers are required to comply with the following New Jersey statutes when 
applicable: 
 

• all anti-discrimination laws, including those contained in N.J.S.A. 10:2-1 through N.J.S.A. 
10:2-14, N.J.S.A. 10:5-1, and N.J.S.A. 10:5-31 through 10:5-38; 
 

• Prevailing Wage Act, N.J.S.A. 34:11-56.26, for all contracts within the contemplation of the 
Act; 

 
• Public Works Contractor Registration Act, N.J.S.A. 34:11-56.26; and 

 
• Bid and Performance Security, as required by the applicable municipal or state statutes. 
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DOC #1 

STATEMENT OF OWNERSHIP DISCLOSURE 
N.J.S.A. 52:25-24.2 (P.L. 1977, c.33, as amended by P.L. 2016, c.43) 

This statement shall be completed, certified to, and included with all bid and proposal submissions.  
Failure to submit the required information is cause for automatic rejection of the bid or proposal. 

Name of Organization:_______________________________________________________ 

Organization Address:_______________________________________________________ 

Part I  Check the box that represents the type of business organization: 

Sole Proprietorship (skip Parts II and III, execute certification in Part IV)

Non-Profit Corporation (skip Parts II and III, execute certification in Part IV)

For-Profit Corporation (any type)   Limited Liability Company (LLC)

Partnership Limited Partnership Limited Liability Partnership (LLP)

Other (be specific): ______________________________________________

Part II 

 The list below contains the names and addresses of all stockholders in the
corporation who own 10 percent or more of its stock, of any class, or of all individual
partners in the partnership who own a 10 percent or greater interest therein, or of all
members in the limited liability company who own a 10 percent or greater interest
therein, as the case may be. (COMPLETE THE LIST BELOW IN THIS SECTION)

OR 

 No one stockholder in the corporation owns 10 percent or more of its stock, of any
class, or no individual partner in the partnership owns a 10 percent or greater
interest therein, or no member in the limited liability company owns a 10 percent or
greater interest therein, as the case may be.  (SKIP TO PART IV)

(Please attach additional sheets if more space is needed): 

Name of Individual or Business Entity Home Address (for Individuals) or Business Address 

D2L Ltd.
210 West Pennsylvania Avenue, Suite 400A, Towson, Maryland 
21204, United States 

X

X

D2L Corporation 151 Charles Street West,  Suite 400, Kitchener, ON N2G 1H6, Canada 

DocuSign Envelope ID: 02345738-3979-47B3-B7F5-E5B1E93EFB9E
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Part III  DISCLOSURE OF 10% OR GREATER OWNERSHIP IN THE STOCKHOLDERS, 
PARTNERS OR LLC MEMBERS LISTED IN PART II 

If a bidder has a direct or indirect parent entity which is publicly traded, and any person 
holds a 10 percent or greater beneficial interest in the publicly traded parent entity as of 
the last annual federal Security and Exchange Commission (SEC) or foreign equivalent 
filing, ownership disclosure can be met by providing links to the website(s) containing the last 
annual filing(s) with the federal Securities and Exchange Commission (or foreign equivalent) 
that contain the name and address of each person holding a 10% or greater beneficial interest 
in the publicly traded parent entity, along with the relevant page numbers of the filing(s) that 
contain the information on each such person.  Attach additional sheets if more space is 
needed. 

Website (URL) containing the last annual SEC (or foreign equivalent) filing Page #’s 

Please list the names and addresses of each stockholder, partner or member owning a 10 
percent or greater interest in any corresponding corporation, partnership and/or limited liability 
company (LLC) listed in Part II other than for any publicly traded parent entities 
referenced above.  The disclosure shall be continued until names and addresses of every 
noncorporate stockholder, and individual partner, and member exceeding the 10 percent 
ownership criteria established pursuant to N.J.S.A. 52:25-24.2 has been listed. Attach 
additional sheets if more space is needed. 

Stockholder/Partner/Member and Corresponding 
Entity Listed in Part II  

Home Address (for Individuals) or Business Address 

Part  IV    Certification 

I, being duly sworn upon my oath, hereby represent that the foregoing information and any attachments thereto 
to the best of my knowledge are true and complete. I acknowledge: that I am authorized to execute this 
certification on behalf of the bidder/proposer; that the <name of contracting unit> is relying on the information 
contained herein and that I am under a continuing obligation from the date of this certification through the 
completion of any contracts with <type of contracting unit> to notify the <type of contracting unit> in writing 
of any changes to the information contained herein; that I am aware that it is a criminal offense to make a false 
statement or misrepresentation in this certification, and if I do so, I am subject to criminal prosecution under the 
law and that it will constitute a material breach of my agreement(s) with the, permitting the <type of 
contracting unit> to declare any contract(s) resulting from this certification void and unenforceable. 

Full Name (Print): Title: 

Signature: Date: 

D2L Inc. (owns 100% of  D2L Corporation) 151 Charles Street West, Suite 400, Kitchener, ON, N2G 1H6 , Canada

John Baker (owns >10%  of D2L Inc.) 375 Red Osier Drive, Waterloo, ON, N2V 2W1, Canada

Anna Forgione General Counsel and 
Corporate Secretary

December 10, 2020

DocuSign Envelope ID: 02345738-3979-47B3-B7F5-E5B1E93EFB9E
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DOC #2 
 

NON-COLLUSION AFFIDAVIT 
 

 

STANDARD BID DOCUMENT REFERENCE 
 Reference: VII-H 

 
Name of Form: NON-COLLUSION AFFIDAVIT 

Statutory Reference: No specific statutory reference 
State Statutory Reference N.J.S.A. 52:34-15 

Instructions Reference: Statutory and Other Requirements VII-H 

Description: 

The Owner’s use of this form is optional. It is used to ensure that 
the bidder has not participated in any collusion with any other 
bidder or Owner representative or otherwise taken any action in 
restraint of free and competitive bidding. 

 
 
 



United States 20-14
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DOC #3 

 
AFFIRMATIVE ACTION AFFIDAVIT 

(P.L. 1975, C.127) 
 

Company Name:    
Street:   

 City, State, Zip Code:   
 

Proposal Certification: 

Indicate below company’s compliance with New Jersey Affirmative Action regulations. Company’s 
proposal will be accepted even if company is not in compliance at this time. No contract and/or 
purchase order may be issued, however, until all Affirmative Action requirements are met. 
 
Required Affirmative Action Evidence: 

Procurement, Professional & Service Contracts (Exhibit A) 
Vendors must submit with proposal: 

1. A photo copy of their Federal Letter of Affirmative Action Plan Approval 

  
OR 
 

2. A photo copy of their Certificate of Employee Information Report 

OR 
 

3. A complete Affirmative Action Employee Information Report (AA302)  ________  

 
Public Work – Over $50,000 Total Project Cost: 

A. No approved Federal or New Jersey Affirmative Action Plan. We will complete Report Form 

       AA201-A upon receipt from the  
 
B. Approved Federal or New Jersey Plan – certificate enclosed   

 
I further certify that the statements and information contained herein, are complete and correct to 
the best of my knowledge and belief.  

 
 _______________________  _________________________________ 
 Date                                                                      Authorized Signature and Title  

D2L Ltd.
210 West Pennsylvania Ave., Suite 400A

Towson, MD 21204

Dec 11, 2020
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DOC #3, continued 
 

P.L. 1995, c. 127 (N.J.A.C. 17:27) 
MANDATORY AFFIRMATIVE ACTION LANGUAGE 

 
PROCUREMENT, PROFESSIONAL AND SERVICE 

CONTRACTS 
 

During the performance of this contract, the contractor agrees as follows: 

The contractor or subcontractor, where applicable, will not discriminate against any employee or applicant for 
employment because of age, race, creed, color, national origin, ancestry, marital status, sex, affectional or sexual 
orientation.  The contractor will take affirmative action to ensure that such applicants are recruited and employed, and 
that employees are treated during employment, without regard to their age, race, creed, color, national origin, ancestry, 
marital status, sex, affectional or sexual orientation.  Such action shall include, but not be limited to the following:  
employment, upgrading, demotion, or transfer; recruitment or recruitment advertising; layoff or termination; rates of pay 
or other forms of compensation; and selection for training, including apprenticeship.  The contractor agrees to post in 
conspicuous places, available to employees and applicants for employment, notices to be provided by the Public Agency 
Compliance Officer setting forth provisions of this non-discrimination clause. 

The contractor or subcontractor, where applicable will, in all solicitations or advertisement for employees placed by or 
on behalf of the contractor, state that all qualified applicants will receive consideration for employment without regard to 
age, race, creed, color, national origin, ancestry, marital status, sex, affectional or sexual orientation. 

The contractor or subcontractor, where applicable, will send to each labor union or representative of workers with which 
it has a collective bargaining agreement or other contract or understanding, a notice, to be provided by the agency 
contracting officer advising the labor union or workers' representative of the contractor's commitments under this act and 
shall post copies of the notice in conspicuous places available to employees and applicants for employment. 

The contractor or subcontractor, where applicable, agrees to comply with any regulations promulgated by the Treasurer 
pursuant to P.L. 1975, c. 127, as amended and supplemented from time to time and the Americans with Disabilities Act. 

The contractor or subcontractor agrees to attempt in good faith to employ minority and female workers trade consistent 
with the applicable county employment goal prescribed by N.J.A.C. 17:27-5.2 promulgated by the Treasurer pursuant to 
P.L. 1975, C.127, as amended and supplemented from time to time or in accordance with a binding determination of the 
applicable county employment goals determined by the Affirmative Action Office pursuant to N.J.A.C. 17:27-5.2 
promulgated by the Treasurer pursuant to P.L. 1975, C.127, as amended and supplemented from time to time. 

The contractor or subcontractor agrees to inform in writing appropriate recruitment agencies in the area, including 
employment agencies, placement bureaus, colleges, universities, labor unions, that it does not discriminate on the basis 
of age, creed, color, national origin, ancestry, marital status, sex, affectional or sexual orientation, and that it will 
discontinue the use of any recruitment agency which engages in direct or indirect discriminatory practices. 

The contractor or subcontractor agrees to revise any of it testing procedures, if necessary, to assure that all personnel 
testing conforms with the principles of job-related testing, as established by the statutes and court decisions of the state 
of New Jersey and as established by applicable Federal law and applicable Federal court decisions. 

The contractor or subcontractor agrees to review all procedures relating to transfer, upgrading, downgrading and lay-off 
to ensure that all such actions are taken without regard to age, creed, color, national origin, ancestry, marital status, sex, 
affectional or sexual orientation, and conform with the applicable employment goals, consistent with the statutes and court 
decisions of the State of New Jersey, and applicable Federal law and applicable Federal court decisions. 

The contractor and its subcontractors shall furnish such reports or other documents to the Affirmative Action Office as 
may be requested by the office from time to time in order to carry out the purposes of these regulations, and public 
agencies shall furnish such information as may be requested by the Affirmative Action Office for conducting a compliance 
investigation pursuant to Subchapter 10 of the Administrative Code (NJAC 17:27). 

 

 

________________________________________________ 
Signature of Procurement Agent  
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DOC #4 
 

C. 271 POLITICAL CONTRIBUTION DISCLOSURE FORM 
 

Public Agency Instructions 
 

This page provides guidance to public agencies entering into contracts with business entities that are required to file 
Political Contribution Disclosure forms with the agency.  It is not intended to be provided to contractors. What follows 
are instructions on the use of form local units can provide to contractors that are required to disclose political contributions 
pursuant to N.J.S.A. 19:44A-20.26 (P.L. 2005, c. 271, s.2).  Additional information on the process is available in Local 
Finance Notice 2006-1 (http://www.nj.gov/dca/divisions/dlgs/resources/lfns_2006.html). Please refer back to these 
instructions for the appropriate links, as the Local Finance Notices include links that are no longer operational. 

1. The disclosure is required for all contracts in excess of $17,500 that are not awarded pursuant to a “fair and open” 
process (N.J.S.A. 19:44A-20.7). 

2. Due to the potential length of some contractor submissions, the public agency should consider allowing data to be 
submitted in electronic form (i.e., spreadsheet, pdf file, etc.).  Submissions must be kept with the contract documents 
or in an appropriate computer file and be available for public access.  The form is worded to accept this alternate 
submission.  The text should be amended if electronic submission will not be allowed. 

3. The submission must be received from the contractor and on file at least 10 days prior to award of the contract.  
Resolutions of award should reflect that the disclosure has been received and is on file. 

4. The contractor must disclose contributions made to candidate and party committees covering a wide range of public 
agencies, including all public agencies that have elected officials in the county of the public agency, state legislative 
positions, and various state entities.  The Division of Local Government Services recommends that contractors be 
provided a list of the affected agencies.  This will assist contractors in determining the campaign and political 
committees of the officials and candidates affected by the disclosure. 

a. The Division has prepared model disclosure forms for each county.  They can be downloaded from the “County 
PCD Forms” link on the Pay-to-Play web site at http://www.nj.gov/dca/divisions/dlgs/programs/lpcl.html#12. 
They will be updated from time-to-time as necessary. 

b. A public agency using these forms should edit them to properly reflect the correct legislative district(s).  As 
the forms are county-based, they list all legislative districts in each county.  Districts that do not represent 
the public agency should be removed from the lists. 

c. Some contractors may find it easier to provide a single list that covers all contributions, regardless of the county.  
These submissions are appropriate and should be accepted. 

d. The form may be used “as-is”, subject to edits as described herein. 
e. The “Contractor Instructions” sheet is intended to be provided with the form.  It is recommended that the 

Instructions and the form be printed on the same piece of paper.  The form notes that the Instructions are printed 
on the back of the form; where that is not the case, the text should be edited accordingly. 

f. The form is a Word document and can be edited to meet local needs, and posted for download on web sites, used 
as an e-mail attachment, or provided as a printed document. 
 

5. It is recommended that the contractor also complete a “Stockholder Disclosure Certification.”  This will assist the 
local unit in its obligation to ensure that contractor did not make any prohibited contributions to the committees listed 
on the Business Entity Disclosure Certification in the 12 months prior to the contract  (See Local Finance Notice 
2006-7 for additional information on this obligation at 
http://www.nj.gov/dca/divisions/dlgs/resources/lfns_2006.html).  A sample Certification form is part of this package 
and the instruction to complete it is included in the Contractor Instructions.  NOTE:  This section is not applicable to 
Boards of Education.  

http://www.nj.gov/dca/divisions/dlgs/resources/lfns_2006.html
http://www.nj.gov/dca/divisions/dlgs/programs/lpcl.html#12
http://www.nj.gov/dca/divisions/dlgs/resources/lfns_2006.html
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DOC #4, continued 
 

C. 271 POLITICAL CONTRIBUTION DISCLOSURE FORM 
 

Contractor Instructions 
 

Business entities (contractors) receiving contracts from a public agency that are NOT awarded pursuant to a “fair and 
open” process (defined at N.J.S.A. 19:44A-20.7) are subject to the provisions of P.L. 2005, c. 271, s.2 (N.J.S.A. 19:44A-
20.26).  This law provides that 10 days prior to the award of such a contract, the contractor shall disclose contributions 
to:  
 

• any State, county, or municipal committee of a political party 
• any legislative leadership committee* 
• any continuing political committee (a.k.a., political action committee) 
• any candidate committee of a candidate for, or holder of, an elective office: 

o of the public entity awarding the contract 
o of that county in which that public entity is located 
o of another public entity within that county 
o or of a legislative district in which that public entity is located or, when the public entity is a county, of 

any legislative district which includes all or part of the county 
 

The disclosure must list reportable contributions to any of the committees that exceed $300 per election cycle that were 
made during the 12 months prior to award of the contract.  See N.J.S.A. 19:44A-8 and 19:44A-16 for more details on 
reportable contributions. 
 
N.J.S.A. 19:44A-20.26 itemizes the parties from whom contributions must be disclosed when a business entity is not a 
natural person.  This includes the following: 

• individuals with an “interest” ownership or control of more than 10% of the profits or assets of a business entity 
or 10% of the stock in the case of a business entity that is a corporation for profit 

• all principals, partners, officers, or directors of the business entity or their spouses 
• any subsidiaries directly or indirectly controlled by the business entity 
• IRS Code Section 527 New Jersey based organizations, directly or indirectly controlled by the business entity 

and filing as continuing political committees, (PACs). 
 

When the business entity is a natural person, “a contribution by that person’s spouse or child, residing therewith, shall be 
deemed to be a contribution by the business entity.” [N.J.S.A. 19:44A-20.26(b)] The contributor must be listed on the 
disclosure. 
 
Any business entity that fails to comply with the disclosure provisions shall be subject to a fine imposed by ELEC in an 
amount to be determined by the Commission which may be based upon the amount that the business entity failed to report. 
 
The enclosed list of agencies is provided to assist the contractor in identifying those public agencies whose elected official 
and/or candidate campaign committees are affected by the disclosure requirement.  It is the contractor’s responsibility to 
identify the specific committees to which contributions may have been made and need to be disclosed.  The disclosed 
information may exceed the minimum requirement. 
 
The enclosed form, a content-consistent facsimile, or an electronic data file containing the required details (along with a 
signed cover sheet) may be used as the contractor’s submission and is disclosable to the public under the Open Public 
Records Act. 
 
The contractor must also complete the attached Stockholder Disclosure Certification.  This will assist the agency in 
meeting its obligations under the law. NOTE:  This section does not apply to Board of Education contracts. 
 
* N.J.S.A. 19:44A-3(s):  “The term "legislative leadership committee" means a committee established, authorized to be 
established, or designated by the President of the Senate, the Minority Leader of the Senate, the Speaker of the General 
Assembly or the Minority Leader of the General Assembly pursuant to section 16 of P.L.1993, c.65 (C.19:44A-10.1) for 
the purpose of receiving contributions and making expenditures.”  



 

Version September 29, 2020 
 

DOC #4, continued 
 

C. 271 POLITICAL CONTRIBUTION DISCLOSURE FORM 
Required Pursuant to N.J.S.A. 19:44A-20.26 

 

This form or its permitted facsimile must be submitted to the local unit  
no later than 10 days prior to the award of the contract. 

Part I – Vendor Information 
Vendor Name:  
Address:  
City:  State: Zip: 
 

The undersigned being authorized to certify, hereby certifies that the submission provided herein represents 
compliance with the provisions of N.J.S.A. 19:44A-20.26 and as represented by the Instructions 
accompanying this form. 
 
 
_______________________     _______________________    ________________________ 
Signature      Printed Name        Title 

Part II – Contribution Disclosure 

Disclosure requirement: Pursuant to N.J.S.A. 19:44A-20.26 this disclosure must include all reportable 
political contributions (more than $300 per election cycle) over the 12 months prior to submission to 
the committees of the government entities listed on the form provided by the local unit. 

 Check here if disclosure is provided in electronic form 
Contributor Name Recipient Name Date Dollar Amount 

   $ 
    
    
    
    
    
    
    
    
    
    
    
    
    
    
    
    
    
    
 
 Check here if the information is continued on subsequent page(s)  

D2L Ltd.

210 West Pennsylvania Ave., Suite 400A
Towson MD 21204

Melissa Howatson Chief Financial Officer

Not applicable



 

Version September 29, 2020 
 

DOC #4, continued 
 

List of Agencies with Elected Officials Required for Political Contribution Disclosure 
N.J.S.A. 19:44A-20.26 

 
County Name:   
State: Governor, and Legislative Leadership Committees 
Legislative District #s:  

State Senator and two members of the General Assembly per district. 
 
County:  
 Freeholders   County Clerk  Sheriff 
 {County Executive}  Surrogate   
 
Municipalities (Mayor and members of governing body, regardless of title): 
 
 
 
 
 

USERS SHOULD CREATE THEIR OWN FORM, OR DOWNLOAD 
FROM THE PAY TO PLAY SECTION OF THE DLGS WEBSITE A 

COUNTY-BASED, CUSTOMIZABLE FORM. 
 

  

Not applicable





 

Version September 29, 2020 
 

DOC #6 
 

Certification of Non-Involvement in Prohibited Activities in Iran 
 
Pursuant to N.J.S.A. 52:32-58, Offerors must certify that neither the Offeror, nor any of its parents, 
subsidiaries, and/or affiliates (as defined in N.J.S.A. 52:32 – 56(e) (3)), is listed on the Department 
of the Treasury’s List of Persons or Entities Engaging in Prohibited Investment Activities in Iran 
and that neither is involved in any of the investment activities set forth in N.J.S.A. 52:32 – 56(f).  
 
Offerors wishing to do business in New Jersey through this contract must fill out the Certification of 
Non-Involvement in Prohibited Activities in Iran here:  
http://www.state.nj.us/humanservices/dfd/info/standard/fdc/disclosure_investmentact.pdf. 
 
Offerors should submit the above form completed with their proposal. 
 
  

http://www.state.nj.us/humanservices/dfd/info/standard/fdc/disclosure_investmentact.pdf


 

Version September 29, 2020 
 

DOC #7 
 

NEW JERSEY BUSINESS REGISTRATION CERTIFICATE 
(N.J.S.A. 52:32-44) 

 
Offerors wishing to do business in New Jersey must submit their State Division of Revenue issued 
Business Registration Certificate with their proposal here. Failure to do so will disqualify the 
Offeror from offering products or services in New Jersey through any resulting contract. 
 
https://www.njportal.com/DOR/BusinessRegistration/  
 
 
 
 
 

https://www.njportal.com/DOR/BusinessRegistration/


 

Requirements for National Cooperative Contract 
Page 55 of 68 

  

DOC #8 
 

EEOAA EVIDENCE 
 
Equal Employment Opportunity/Affirmative Action  
Goods, Professional Services & General Service Projects 
 

EEO/AA Evidence 
 

Vendors are required to submit evidence of compliance with N.J.S.A. 10:5-31 et seq. and 
N.J.A.C. 17:27 in order to be considered a responsible vendor. 

 
One of the following must be included with submission: 

 
• Copy of Letter of Federal Approval 
• Certificate of Employee Information Report 
• Fully Executed Form AA302 
• Fully Executed EEO-1 Report 

 
See the guidelines at: http://www.state.nj.us/treasury/contract_compliance/pdf/pa.pdf 
for further information. 

 
I certify that my bid package includes the required evidence per the above list and 
State website. 
 
 
Name:  ______________________________ Title:  _____________________ 
 
 
Signature:  ___________________________ Date:  _____________________ 

 
 
 
  

Melissa Howatson Chief Financial Officer

Dec 11, 2020

http://www.state.nj.us/treasury/contract_compliance/pdf/pa.pdf
http://www.state.nj.us/treasury/contract_compliance/pdf/pa.pdf


 

Version September 29, 2020 
 

CERTIFICATION 

I, the undersigned, certify that I am authorized to execute this certification on behalf of the Vendor/Bidder, that the foregoing 
information and any attachments hereto, to the best of my knowledge are true and complete. I acknowledge that the State 
of New Jersey is relying on the information contained herein, and that the Vendor/Bidder is under a continuing obligation 
from the date of this certification through the completion of any contract(s) with the State to notify the State in writing of 
any changes to the information contained herein; that I am aware that it is a criminal offense to make a false statement or 
misrepresentation in this certification. If I do so, I will be subject to criminal prosecution under the law, and it will constitute 
a material breach of my agreement(s) with the State, permitting the State to declare any contract(s) resulting from this 
certification to be void and unenforceable. 

 

 

 

DOC #9 
MCBRIDE-PRINCIPLES 

 

MACBRIDE PRINCIPALS FORM 

  _____________________ 
VENDOR’S/BIDDER’S REQUIREMENT 

TO PROVIDE A CERTIFICATION IN COMPLIANCE WITH THE MACBRIDE PRINCIPALS 
AND NORTHERN IRELAND ACT OF 1989 

 
Pursuant to Public Law 1995, c. 134, a responsible Vendor/Bidder selected, after public bidding, by the Director 
of the Division of Purchase and Property, pursuant to N.J.S.A. 52:34-12, must complete the certification below by 
checking one of the two options listed below and signing where indicated. If a Vendor/Bidder that would otherwise 
be awarded a purchase, contract or agreement does not complete the certification, then the Director may determine, 
in accordance with applicable law and rules, that it is in the best interest of the State to award the purchase, contract 
or agreement to another Vendor/Bidder that has completed the certification and has submitted a bid within five (5) 
percent of the most advantageous bid. If the Director finds contractors to be in violation of the principals that are 
the subject of this law, he/she shall take such action as may be appropriate and provided by law, rule or contract, 
including but not limited to, imposing sanctions, seeking compliance, recovering damages, declaring the party in 
default and seeking debarment or suspension of the party. 
 
I, the undersigned, on behalf the Vendor/Bidder, certify pursuant to N.J.S.A. 52:34-12.2 that: 

 
CHECK THE APPROPRIATE BOX 

The Vendor/Bidder has no business operations in Northern Ireland; or 

OR 
The Vendor/Bidder will take lawful steps in good faith to conduct any business operations it has in Northern Ireland 
in accordance with the MacBride principals of nondiscrimination in employment as set forth in section 2 of P.L. 1987, 
c. 177 (N.J.S.A. 52:18A-89.5) and in conformance with the United Kingdom’s Fair Employment (Northern Ireland) 
Act of 1989, and permit independent monitoring of its compliance with those principals. 

 
 
 
 
 
 
 
 
 
 
 
 

 

Signature  Date 

Print Name and Title   

STATE OF NEW JERSEY DEPARTMENT OF THE TREASURY 
DIVISION OF PURCHASE AND PROPERTY 
 
33 WEST STATE STREET, P.O. BOX 230  
TRENTON, NEW JERSEY 08625-0230 

BID SOLICITATION #:      VENDOR/BIDDER: 
 

20-14 D2L Ltd.

Melissa Howatson, CFO

Dec 11, 2020



 
 

 

OFFER AND CONTRACT SIGNATURE FORM 
 

The undersigned hereby offers and, if awarded, agrees to furnish goods and/or services in strict 
compliance with the terms, specifications and conditions at the prices proposed within response 
unless noted in writing. 

           Company Name  

                              Address  

                     City/State/Zip  

                   Telephone No.  

                   Email Address  

                   Printed Name  

                                   Title   

          Authorized signature  
 

 
Accepted by Region 4 ESC: 
 
Contract No. ______________ 
 
Initial Contract Term      to       
 
 
                       
Region 4 ESC Authorized Board Member                                             Date 
        
                   
Print Name 
 
                                       
Region 4 ESC Authorized Board Member                                  Date    
 
                                            
Print Name  

D2L Ltd.

210 West Pennsylvania Ave., Suite 400A

Towson, MD 21204

1-888-772-0325

legal@d2l.com

Melissa Howatson

Chief Financial Officer



 

Appendix B 
TERMS & CONDITIONS ACCEPTANCE FORM 

 

Signature on the Offer and Contract Signature form certifies complete acceptance of the terms and 
conditions in this solicitation and draft Contract except as noted below with proposed substitute 
language (additional pages may be attached, if necessary). The provisions of the RFP cannot be 
modified without the express written approval of Region 4 ESC. If a proposal is returned with 
modifications to the draft Contract provisions that are not expressly approved in writing by 
Region 4 ESC, the Contract provisions contained in the RFP shall prevail. 

 
Check one of the following responses: 

 
□ Offeror takes no exceptions to the terms and conditions of the RFP and draft Contract. 

(Note: If none are listed below, it is understood that no exceptions/deviations are taken.) 

□ Offeror takes the following exceptions to the RFP and draft Contract. All exceptions must 
be clearly explained, reference the corresponding term to which Offeror is taking exception 
and clearly state any proposed modified language, proposed additional terms to the RFP 
and draft Contract must be included: 

 
(Note: Unacceptable exceptions may remove Offeror’s proposal from consideration for 
award. Region 4 ESC shall be the sole judge on the acceptance of exceptions and 
modifications and the decision shall be final. 

 

If an offer is made with modifications to the contract provisions that are not expressly 
approved in writing, the contract provisions contained in the RFP shall prevail.) 

 
D2L Response: 
We have provided responses to your specifications and requirements to help illustrate how we 
provide our products and services.  Please note that all of the specifications and requirements 
of the RFP are subject to the responses we have provided.  We agree that the provision and 
use of our products or services will be governed solely by the terms of an agreement which 
shall be negotiated and signed at a future date. The executed agreement between us will be 
the only agreement that will govern what we’ve agreed to provide to you in our response to the 
RFP. 
We would like to enter negotiations for this agreement as soon as reasonably possible. We will 
base these discussions on our standard contract documentation (the “D2L Order Terms and 
Conditions”) which best describes our unique models for the benefit of both parties. 

 
Section/Page Term, Condition, or 

Specification 
Exception/Proposed Modification Accepted 

(For Region 4 
ESC’s use) 

III.22 / p.10 Samples Please delete this; the agreed contract and SLA 

would apply. 

 

III.2.a / p.12 Not to Exceed Pricing Please delete and replace with:  Best and Final 

Offer: Region 4 ESC, in its sole discretion, 

may request Offerors reasonably susceptible 

for award to submit a Best and Final Offer. 

Offerors must submit their Best and Final 

Offers in writing. If an Offeror does not 

respond to the request for a Best and Final 

Offer, that Offeror’s most recent prior 

submission will be considered its Best and 

Final Offer. 

 



 

IV.d).5. p.13 Additional Investigations Please delete this.  

Appendix A 3 

and 4 / p.2 

Form of Contract / Order 

of Precedence 

We request that our standard Order Terms and 

Conditions be added to the contract 

documents. 

 

Appendix A 11.a 

and 11.b / p.2-3 

Termination of Contract Modify item a. Cancellation for Non-

Performance or Contractor Deficiency as 

follows:  Please delete the first sentence.  

Please delete the remainder of a., and all of 

11.b, and replace with:  “This Contract may be 

terminated by either party if the other party 

materially or repeatedly (which in the 

aggregate is material) defaults in performing 

its duties or obligations under this Agreement 

for a period of 30 days after written notice is 

given to the defaulting party, unless the default 

is cured within the 30-day period:” 

 

Appendix A 11.c 

/ p.3 

Termination of Contract Please delete 11.c in its entirety.  Our Order 

Terms and SLA will govern 

 

Appendix A 15 / 

p.4 

Inspection & Acceptance Please delete 15 in its entirety.  Our Order 

Terms and SLA will govern. 

 

Appendix A 17 / 

p.4 

Price Adjustments Please add:  “Contractor’s Order Terms and 

Conditions shall govern the terms of this 

section in the event of any conflict.” 

 

Appendix A 18 / 

p.4 

Audit Rights Please modify this section to limit audits to 

copies of timesheets and invoices, no more 

than once per calendar year and upon 30 days 

prior notice.  Our ISO 27001 certification 

provides sufficient of annual third party audits, 

therefore such certification should suffice for 

any other issues. 

 

Appendix A 19 / 

p.5 

Discontinued Products Please add: “unless justification is provided 

and approved by Region 4 ESC.” 

 

Appendix A 20 / 

p.5 

New Products/Services Please add: “unless justification is provided 

and approved by Region 4 ESC.” 

 

Appendix A 21 / 

p.5 

Options Please add: “in accordance with Contractor’s 

Order Terms and Conditions and Proposal 

response.” 

 

Appendix A 22 / 

p.5 

Warranty Conditions Please delete; warranties are addressed in 

Contractor’s Order Terms and Conditions, 

section 3. 

 

Appendix A 23, 

24, 26 & 28 / 

p.5-6 

Site Cleanup; Site 

Preparation; Safety 

Measures; Stored Materials 

Please delate these sections, as all work will be 

done remotely. 

 

Appendix A 30 / 

p.6 

Indemnity Please delete; indemnity and liability are 

addressed in sections 12 and 13 of the Order 

Terms and Conditions.  Note we will agree to 

TX law and forum. 

 

Appendix A 32 / 

p.6 

Certificates of Insurance Please change 10 days to 30 days to allow for 

adequate certificate delivery time.  We, and 

not our insurer, will agree to notify of a 

material adverse change to insurance. 

 

Appendix D Ex. 

A, 2.1 / p.31 

Corporate Commitment We would like to further discuss the 

requirements in this section, as we are parties 

to other buying agreements. 

 



 

Appendix D Ex. 

A, 2.2 / p.32 

Pricing Commitment We can agree to this requirement only if it is 

stated that pricing is the lowest for similarly-

situated clients who purchase the same 

services in like quantities, for the same 

duration and under the same contract terms. 

 

Appendix D Ex. 

B, 13 / p.41 

Pricing Commitment We normally report on a quarterly basis, 

within the month following the end of the 

quarter, but we are willing to discuss. 
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Order Terms and Conditions  
These terms and conditions, along with any document(s) signed or electronically agreed to by D2L and Client that accompany or reference these terms and 
conditions for D2L Services ("Order"), form the agreement ("Agreement") between the D2L entity signing the Order ("D2L") and the Client identified in the 
Order ("Client"). 
  
1.  Services. D2L will provide the Services set out in the Order: "Services" means the applications made available to Client and/or any other material, duty, 
function or task D2L provides, facilitates, makes available or performs under this Agreement. D2L shall maintain and shall see that its vendors maintain 
commercially reasonable administrative, physical and technical safeguards for the security, privacy and integrity of Client Data (as defined in section 7 below), 
which may include relevant certifications such as ISO 27001 and SSAE 16 SOC 1 and SOC 2. Client acknowledges that Client’s use of Services will involve 
transmission over the Internet and other networks, only part of which may be owned or controlled by D2L. D2L is not responsible for any Client Data which is 
delayed, lost, altered, intercepted or stored during the transmission of any data whatsoever across networks not owned or controlled by D2L. 
  
2. Grant of Use. Upon the start date listed in the relevant Order, D2L shall permit Client to use the Services in a non-exclusive, non-transferable, time-limited 
(revoked upon termination) manner as set forth in the Order by the specified number of users in the Order(s). Client may increase its number of such users 
upon paying the appropriate fee. Should Client not pay, D2L may terminate this Agreement. Client may use or access Services for its use only. No third party, 
other educational institution or business group or entity other than that identified in the attached relevant Order may make use of, or obtain access to, Services 
without a separate agreement. D2L allocates up to 500MB of storage space per user and may charge additional fees of no more than $8.00USD per GB per 
year in excess of the allocated amount. D2L may review the Client’s usage no more than twice a year for the purpose of ensuring compliance by Client with 
the terms of this Agreement. If such review reveals that Client’s use of Services exceeds its permitted use, Client shall pay D2L’s then-current fees and 
reasonable administrative fees. 
  
3. Warranty. D2L warrants that the Services will (i) achieve in all material respects, the functionality described in the applicable documentation, and (ii) be 
performed in accordance with industry standards and with the same level of care and skill as D2L provides to similarly-situated customers. Except as set forth 
in this Agreement, the Services are provided “as-is”, and D2L makes no warranties, representations, or guarantees, express or implied, oral or written, with 
respect to the Services. D2L does not warrant that Services are error-free. D2L makes no warranties of merchantability, fitness for a particular purpose (including 
Client’s compliance with its statutory or regulatory obligations), or arising from a course of performance, dealing, or usage of trade. There is no such thing as 
perfect security, and D2L cannot guarantee or warrant the security of any data that D2L receives and stores. Client assumes all responsibility for determining 
if the Services are sufficient for Client’s purposes. 
  
4.  Confidentiality. No party shall furnish Confidential Information (defined as technical, business, marketing, proprietary, trade secret, personal or other 
information in any form (e.g., oral, written, electronic)) to any unauthorized person or entity. No party shall be bound by confidentiality obligations if the 
Confidential Information (i) is required to be disclosed pursuant to court or regulatory order, provided that, where feasible, the owner of the Confidential 
Information is given a reasonable opportunity to limit the extent of disclosure; (ii) was already rightfully in its possession before the commencement of 
negotiations that led to this Agreement; (iii) is learned from a third party under no apparent duty of confidentiality and is not otherwise protected under law; or 
(iv) becomes part of the public domain other than as a result of a breach of this section and is not otherwise protected under law. If there is a valid Confidentiality 
Agreement ("NDA") in force between the parties, this section shall supersede and replace the NDA. 
  
5. Personal Information. D2L shall not collect, use or disclose Personal Information (defined as any data, either alone or in combination with other 
information, by which a natural person can be identified or located, or that can be used to identify or locate a natural person) except to carry out its obligations 
under this Agreement. D2L shall limit access to Personal Information to those persons who require access in order to provide the Services hereunder. D2L 
shall handle Personal Information it receives from Client in accordance with applicable laws. D2L shall notify Client as soon as commercially practical of any 
inquiries regarding the collection, use or disclosure of Personal Information by D2L. 
  
6. Intellectual Property. D2L retains sole and exclusive ownership of and all intellectual property rights ("IP") in the Services, which include: tools, 
methodologies, questionnaires, responses, and proprietary research, data, requirements, specifications, and code generated in the course of performing the 
Services. The IP is protected by copyright laws and international copyright treaties, as well as other intellectual property laws and treaties. D2L reserves its 
rights and interests in connection with the IP, except as expressly granted to Client pursuant to this Agreement. D2L does not transfer any title to or interest in 
its IP. D2L may render services to others and develop work products that are competitive with, or functionally comparable to, the Services. Client shall not make 
the Services available to anyone outside of Client without the prior written consent of D2L, except Client may share the Services with (i) its outside auditors 
and/or accountants, (ii) third parties who have signed appropriate confidentiality agreements with Client who are engaged by Client to review or implement 
suggestions or to further research the issues contained in the Services (provided such third parties are not competitors of D2L) , and (iii) governmental or 
regulatory bodies as required by law. D2L shall not be restricted in its use of ideas, concepts, know-how, data and techniques acquired or learned in the course 
of performing the Services, provided that D2L shall not use or disclose any of Client’s Confidential Information. 
  
7. Client Data and Branding. Client owns and retains all right, title and interest to, or has appropriate possessory rights in any information, data, results, or 
other materials uploaded to or through the Service ("Client Data"). D2L makes no claim of title or ownership to or in Client Data. Client permits D2L to use 
Client Data to the extent required to provide and perform the Services under this Agreement. D2L will comply with Client’s branding guidelines where Client 
engages D2L to create a Client-branded offering of Services, and Client grants D2L non-exclusive, worldwide permission to use its logo and branding for the 
sole purpose of creating, distributing and maintaining for Client a Client-branded version of Services. D2L will not use Client’s logo and branding for any other 
purpose without the express written consent of Client. If Client provides D2L with materials owned or controlled by Client or with use of, or access to, such 
materials, Client grants to D2L all rights and licenses that are necessary for D2L to fulfill its obligations hereunder. 
  
8. Restrictions. Except as permitted by this Agreement, Client shall not: (i) attempt to decompile, disassemble, modify the source code of, or reverse engineer 
the IP; (ii) use, reproduce, transmit, modify, adapt or translate the IP;(iii) rent, lease, license, transfer, assign, sell or otherwise provide access to the IP on a 
temporary or permanent basis; (iv) use or cause or allow a third party to use the Services in any way to develop competing products or services; (v) alter, 
remove or cover proprietary notices in or on the IP. Any default in Client’s obligations under this section may cause irreparable harm to D2L. If Client takes or 
threatens any action that may infringe on D2L’s IP rights, D2L may seek injunctive or other equitable relief in addition to any damages to which D2L may be 
entitled. 
  
9. Support. Support services are set out at https://www.d2l.com/legal/d2l-support-schedule/ and are coterminous with this Agreement. 
  



 
 

Confidential 
Page 2 of 3 

10.  Service Levels. D2L will use reasonable commercial efforts to make the Brightspace Learning Environment available at least 99.9% of the time. 
Unavailability of the Services ("Downtime") may result in service credits under this section. Scheduled outages, maintenance windows, and other outages 
resulting from events beyond D2L's control are not included when calculating Downtime. Client shall report incidents to D2L Support that it considers Downtime 
immediately, but in no event later than 24 hours from when Client became aware of, or reasonably should have become aware of, the occurrence; failure to do 
so shall disentitle Client to any credit for that incident under this Agreement. In reporting, Client shall provide D2L sufficient information to investigate and 
classify the incident, including date, duration, and description of occurrence. D2L shall investigate and reasonably classify any reported outage/occurrences 
Downtime. In making its classification, D2L shall rely solely upon its own statistics software and monitoring equipment. 
  
11.  Downtime Credit. If after investigation and classification, D2L determines that Downtime during a calendar month was such that availability fell below 
the level stated in this section, Client may claim a credit on cloud hosting ("Cloud Services") fees during the relevant calendar month, calculated on the 
following basis: 
  
  

Availability (x = Availability) Client credit 

99.9% <= x N/A 

99.5% <= x < 99.9% 1% of Client’s Cloud Services fee for that calendar month 

99% <= x < 99.5% 2.5% of Client’s Cloud Services fee for that calendar month 

98% <= x < 99% 5% of Client's Cloud Services fee for that calendar month 

x < 98% 10% of Client's Cloud Services fee for that calendar month 

  
  
For the purposes of calculating downtime credits for which Client may be eligible under this Agreement, the Cloud Service Fees for each Measurement Period 
shall be 1/12 of 20% of all annual Software Fees for the then-current contract year. For clarity, Support Fees are not included in the Software Fees if Support 
is priced separately. Any credit so determined may only be applied against subsequent Cloud Services fees invoiced for the next annual period and shall be 
Client’s sole remedy if that Availability falls below the level stated in this section; provided, however, that if this Agreement or the relevant Order is terminated 
or expires such that the entire credit cannot be applied for Client’s benefit, D2L shall promptly refund such amount to Client. 
  
12. Indemnification.  D2L shall defend Client from any direct costs, expenses, damages, judgments or settlements incurred because of an action or claim 
by third parties alleging that Client’s use of the Services is an infringement of copyright, patent or registered trademark rights of a third party, but only if Client 
(i) promptly notifies D2L in writing of any claim; (ii) allows D2L to control the defense or settlement of the claim; and (iii) takes no action that, in D2L’s reasonable 
judgment, impairs D2L’s defense of the claim. This indemnity shall not apply to the extent that D2L is prejudiced by Client’s delay or failure to notify D2L of a 
claim, or to the extent that the infringement claim results from (a) Client’s unauthorized modification to the Services (b) Client’s failure to install an update that 
would have avoided the claim; (c) the combination of the Services or deliverables with third party products where the third party products are not provided under 
this Agreement; (d) D2L's compliance with specifications furnished by Client; or (e) use of the Services or deliverables in a manner that is not in accordance 
with the documentation or applicable law. If a claim arises, D2L may (x) substitute equivalent non-infringing Services; (y) modify the Services so that they no 
longer infringe but remain functionally equivalent; or (z) if neither (x) nor (y) is reasonably commercially feasible, cancel the Agreement and refund any unused 
pro-rated amounts to Client. This section states the entire liability and obligation of D2L regarding infringement claims. 
  
If a third party claims that any part of the Client Data infringes a copyright, patent or trademark or other intellectual property right of a third party, or there are 
third party claims arising out of Client’s use of the Services in breach of this Agreement, Client will defend D2L against that claim at Client’s expense and pay 
all costs, expenses, damages, and attorney's fees, provided that D2L: (i) promptly notifies Client in writing of any claim; (ii) allows Client to control the defense 
or settlement of the claim; and (iii) takes no action that, in Client’s reasonable judgment, impairs Client’s defense of the claim. 
  
13.  Liability Limitations. Except for (i) a party’s indemnification obligations in section 12 or (ii) Disruptions as defined herein, a party’s maximum aggregate 
liability for damages, costs, losses or expenses provided pursuant to this Agreement, in contract, tort or otherwise is limited to six (6) months of fees paid under 
the relevant Order under which the claim arose. The liability limitation is commensurate with the consideration paid under this Agreement. Neither party is liable 
for indirect, consequential or incidental damages, including loss of revenue, profits or data, even if the other party had advised of the possibility of such damages. 
Client is responsible for the Client Data and the content of its and its user’s transmissions, including Client Data, over D2L’s network. Client agrees that it and 
its users will not cause a "Disruption" defined as use of the Service for illegal purposes, to infringe the rights of a third party, or to interfere with or disrupt the 
Services, including distribution of unsolicited communications or chain letters, defamatory, libelous or offending content, propagation of computer worms and 
viruses, and unauthorized use of the network to enter, or attempt to enter, another system. If a Disruption occurs, D2L may, in its reasonable discretion, 
immediately remove the Disruption, disable the mode of communication, suspend Client’s and/or its user’s access to the Services or terminate this Agreement, 
and Client is liable to D2L for claims arising from Client Data or any Disruption. 
  
14. Payment Terms and Taxes. Client shall pay fees and rates as specified in an Order. Unless otherwise agreed, payment is due within 30 days from 
Client's receipt of invoice. The number of users purchased according to the Order shall be the billable minimum number of such users for the term of the 
Agreement unless otherwise mutually agreed. Overdue amounts not subject to a good faith dispute may incur interest charges at a rate of 1.5% per month or 
19.56% APR. All fees and rates stated in the Order do not include taxes of any kind, which taxes shall be added to Client’s invoices and paid by Client. D2L 
may accept payment from any entity without accepting that entity as Client and without waiving any provision against assignment. D2L may accept partial 
payments for amounts due without waiving its right to payment in full of all outstanding amounts. Annual Fees for any renewal period shall have an annual 
increase of 5% applied unless otherwise indicated on the applicable Order. 
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15. Orders. Optional Products and Services set out on an Order and any other D2L offerings not on an Order may be subject to additional terms and 
conditions. Optional Products may have associated support costs. Travel and per diem expenses are not included in Consulting or Training fees and per diem 
and actual travel costs and will be billed to Client upon completion. The number of users purchased according to an Order shall be the billable minimum number 
of such users for the term of such Order, and the Order is binding for the entire term unless otherwise stated. 
  
16. Analyses. To deliver, develop, test and improve the Services required under this Agreement and provide to its clients generally, D2L may collect, store, 
analyze, and interpret data elements acquired by, associated with, or provided in the use of the Services ("Analysis") All individual data elements of the Analysis 
are property of their respective owners. All usage data related to performance or use of the Services and algorithm, computational, or cumulative results of the 
Analysis are wholly owned by D2L. In the event Client wishes to access or generate any computational or cumulative results from Client Data using certain 
Services with analytic capabilities, additional fees may apply for such additional Services. 
  
17. Term and Termination. This Agreement shall continue until all Orders expire or are terminated as set out in this section ("Term") or may be terminated 
as specified elsewhere in this Agreement. This Agreement may be terminated by either party if the other party materially or repeatedly (which in the aggregate 
is material) defaults in performing its duties or obligations under this Agreement for a period of 30 days after written notice is given to the defaulting party, 
unless the default is cured within the 30-day period. On termination, all rights and obligations of the parties cease except as set out in this section. Client shall 
return all copies of documentation and other materials to D2L within 30 days of termination. D2L will delete or destroy Client Data residing on D2L networks 
upon termination. Prior to termination, Client may use certain export tools within the Services to allow Client to export course content materials in a standard 
packaged format as well as to export grades and other specific data elements in the Services. If Client requires additional support, D2L shall provide such data 
export services for a fee on a time and materials basis under an Order. The Confidentiality, Intellectual Property, Restrictions, Indemnification (to the extent the 
claim arose before the relevant Order was terminated), Liability Limitations, Payment and the General sections shall survive termination of this Agreement, 
regardless of the reason for the termination. 
  
18. Renewal. Unless and until either party notifies the other of its intent to terminate or modify this Agreement at least 60 days before the end of the then-
current Term, at the end of the Term, this Agreement along with any annual fees listed on any Order made under this Agreement and in effect at the end of the 
Term shall be extended for additional consecutive terms equal in duration to the period between the Order start date and Order end date as set out in the initial 
Order made under this Agreement, but in no event shall be less than one year unless otherwise agreed in writing between the parties (each, a "renewal 
term"). Pricing and the terms and conditions in this Agreement are commensurate with the term length, number of users and Services selected under an Order. 
D2L may increase the pricing and/or alter the terms of this Agreement in any renewal term if Client requests changes to the term length, number of users and/or 
Services selected for such renewal term. 
  
19. General. All notices shall be in writing and delivered (a) by hand, (b) by registered mail, postage prepaid, return receipt requested, (c) reputable overnight 
delivery service, or (d) by email, provided that the sender retains proof of successful transmission. All notices shall be deemed effective upon receipt. Notices 
shall be sent to the names, addresses and numbers set out in the Order. All notices to D2L shall include a copy to Legal Department, D2L Corporation, 151 
Charles Street W., Suite 400, Kitchener Ontario N2G 1H6, Canada, or, if sent by email, to Legal@D2L.com. If a party cannot perform any of its obligations 
under this Agreement because of natural disaster, actions of governmental bodies, strikes, lockouts, riots, pandemics or public health emergencies acts of war, 
communication line failures, power failures, hardware failure, hacker attacks, existence or repair of software bug/virus/worm, fires or similar events or 
circumstances outside that party’s control, the party who cannot perform shall promptly notify the other in writing, and shall do everything reasonably possible 
to resume performance. Upon receipt of notice, and except for accrued payment-related obligations, all obligations under this Agreement are immediately 
suspended for as long as the circumstances exist. Client's delays may affect D2L's ability to perform Service under an Order. If D2L is unable to perform the 
Services due to Client's delays, D2L shall notify Client and, if Client is unable or unwilling to remedy the delays within 30 days from notification, all fees and 
related charges under the Order become due and payable and D2L may immediately invoice for such fees. This Agreement is governed by the laws of [in the 
case of a Client in the United States, Maryland; in the case of a Client in Australia, Victoria; in the case of a Client in Singapore, Singapore; in the case of a 
Client in Canada or any other country, Ontario] without regard to its conflict of laws principles. No party may assign, including by operation of law, its rights or 
obligations hereunder, except to an affiliate of or successor by operation of law to D2L, without the prior written consent of the other party, such consent not to 
be unreasonably withheld. No amendment, modification, termination or waiver of any provision of this Agreement is effective unless it is in writing and signed 
by both parties. Any waiver or consent shall be effective only in the specific instance and purpose for which it was given. Terms or conditions that Client purports 
to include in a purchase order or similar instrument are void and of no force and effect. If a court declares void or unenforceable any term of this Agreement, 
the remaining terms and provisions of this Agreement shall remain unimpaired and the invalid term shall be replaced by a valid term that comes closest to the 
intention underlying the invalid term. Neither party is an agent, employee, partner, joint venturer or legal representative of the other, and D2L is an independent 
contractor to Client. Client agrees that D2L may use Client’s name and logo in D2L’s marketing communications in accordance with Client’s guidelines. Client 
agrees to cooperate with D2L to serve as a reference account upon D2L's request. These Terms and Conditions shall supersede the provisions of an Order, 
unless the Order refers to the provision of the Terms and Conditions it supersedes. This Agreement contains the entire understanding between the parties with 
respect to its subject matter. All prior agreements, representations, inducements and negotiations, and any and all existing contracts previously executed 
between the parties with respect to this subject matter are superseded hereby. 



OMNIA Pricing Schedule 
 

D2L Ltd. 
Region 4 ESC RFP# 20-14 for a Learning Management System 

 

Software Tier Pricing (FTE/User) 

FTE Count <2,500 2,500-7,500 7,501-15,000 15,001-25,000 25,000+ 

Higher Ed - Brightspace Core (FTE) $15.00  $14.25  $13.55  $12.90  Call D2L 

 

Software Tier Pricing (Price/User) 

User Count <2,500 2,500-5,000 5,001-7,000 7,001-15,000 15,000+ 

K12 - Brightspace Core (Active Users) $6.50  $5.75  $5.00  $4.50  Call D2L 

 

Software Add-Ons 

Performance Plus* 30% of Brightspace Core Pricing 

Engagement Plus* 30% of Brightspace Core Pricing 

Performance &Engagement Plus 50% of Brightspace Core Pricing 
*Requires minimum Select Administrator Support 

Support Options 

Basic Admin Support Included 

Select Administrator Support 8% of Software Fees (minimum $2,000 per year) 

Plus Administrator Support 15% of Software Fees (minimum $3,000 per year) 

Platinum Administrator Support 30% of Software Fees (minimum $45,000 per year) 

    

Support Add-Ons 

Technical Account Manager 1:10 $30,000/Year 

Technical Account Manager 1:5 $60,000/Year 

Technical Account Manager 1:2 $125,000/Year 

Technical Account Manager 1:1 $250,000/Year 

Basic End User Support $2.25/User or FTE (Minimum $3,000 per year) 

Standard End User Support $3.25/User or FTE (Minimum $15,000 per year) 

Branded End User Support** $4.25/User or FTE (Minimum $45,000 per year) 
**Requires minimum Plus Administrator Support 

Implementation Fees - Higher Education 

FTE Count 0-5000 5,001-12,500 12,501-50,000 50,000+ 

Higher Ed - Select Services $13,500.00  $26,000.00  $33,000.00  Call D2L 

Higher Ed - Premium Services $31,000.00  $31,000.00  $38,000.00  Call D2L 

 



OMNIA Pricing Schedule 
 

D2L Ltd. 
Region 4 ESC RFP# 20-14 for a Learning Management System 

 

Implementation Fees - K12 

Active User Count 0-5,000 5,001-12,500 12,501-25,000 25,000+ 

K12 - Select Services $7,500.00  $12,500.00  $17,500.00  Call D2L 

 

Implementation Add-Ons 

FTE/User Count 0 - 50,000 50,000+ 

Performance-Plus Implementation Options 
Brightspace Insights Implementation $1,300.00 

Call D2L Brightspace S3 Implementation $7,000.00 
Brightspace Leap Implementation $8,000.00 
Engagement-Plus Implementation Options 
Brightspace Capture Implementation $4,000.00 

Call D2L Brightspace Course Catalog Implementation $4,000.00 
Gamification and Interactives Service Package $2,500.00 

 

Training Add-On 

Additional Training Day (3 Blocks) $2,400/ Day 

 

Additional Pricing Terms: 

1. 5-year contract with 2% annual increase during initial contract term, or a 3-year contract with 
5% annual increase during initial contract term. 

2. 25% transition discount for new D2L customers on Annual Fees in Year 1 with a 3 year 
agreement, or 50% transition discount for new D2L customers on Annual Fees in Year 1 with a 
5 year agreement.   

3. Minimum annual fees are set at $15,000 per institution for Brightspace Core with Basic 
Administrator Support. 

4. Existing D2L clients can switch to OMNIA pricing at the end of their current agreement with 
D2L. For existing D2L customers switching to OMNIA pricing from their previous D2L contract, 
the maximum allowed cost reduction will be 10% of the customer’s previous annual fees. 
Customers may add additional products and services to reach this cost threshold. 

5. Pricing tiers are based on the total number of FTEs/Active Users within a single institution or 
purchase. 

6. Multi-institutional consortia are excluded from the above pricing and should contact D2L 
directly for a custom quote to meet their needs for both software and implementation. 

7. Pricing is for blended learning institutions only.  
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