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Tab 1 – Master Agreement General Terms and Conditions 
 
♦ Customer Support 

 The vendor shall provide timely and accurate technical advice and sales support. The vendor shall 
respond to such requests within one (1) working day after receipt of the request. 

22nd Century read, understands and acknowledges the statement. We assure the Region 14 ESC and NCPA that we are 
capable to provide timely and accurate technical advice and sales support. 22nd Century respond to such requests 
within one (1) working day after receipt of the request. 
 
♦ Disclosures 

 Respondent affirms that he/she has not given, offered to give, nor intends to give at any time hereafter 
any economic opportunity, future employment, gift, loan, gratuity, special discount, trip, favor or 
service to a public servant in connection with this contract. 

 The respondent affirms that, to the best of his/her knowledge, the offer has been arrived at 
independently, and is submitted without collusion with anyone to obtain information or gain any 
favoritism that would in any way limit competition or give an unfair advantage over other vendors in 
the award of this contract. 

22nd Century read, understands and acknowledges the statement. We affirm that we have not given, offered to give, 
nor intends to give at any time hereafter any economic opportunity, future employment, gift, loan, gratuity, special 
discount, trip, favor or service to a public servant in connection with this contract. We affirm that, to the best of our 
knowledge, the offer has been arrived at independently, and is submitted without collusion with anyone to obtain 
information or gain any favoritism that would in any way limit competition or give an unfair advantage over other 
vendors in the award of this contract. 
 
♦ Renewal of Contract 

 Unless otherwise stated, all contracts are for a period of three (3) years with an option to renew for up 
to two (2) additional one-year terms or any combination of time equally not more than 2 years if agreed 
to by Region 14 ESC and the vendor. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Funding Out Clause 

 Any/all contracts exceeding one (1) year shall include a standard “funding out” clause. A contract for 
the acquisition, including lease, of real or personal property is a commitment of the entity’s current 
revenue only, provided the contract contains either or both of the following provisions: 

 Retains to the entity the continuing right to terminate the contract at the expiration of each budget 
period during the term of the contract and is conditioned on a best efforts attempt by the entity to obtain 
appropriate funds for payment of the contract. 

22nd Century read, understands and acknowledges the both statements. 
 
♦ Shipments (if applicable) 

 The awarded vendor shall ship ordered products within seven (7) working days for goods available and 
within four (4) to six (6) weeks for specialty items after the receipt of the order unless modified. If a 
product cannot be shipped within that time, the awarded vendor shall notify the entity placing the order 
as to why the product has not shipped and shall provide an estimated shipping date. At this point the 
participating entity may cancel the order if estimated shipping time is not acceptable. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Tax Exempt Status 

 Since this is a national contract, knowing the tax laws in each state is the sole responsibility of the 
vendor. 
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22nd Century read, understands and acknowledges the statement. 
 

♦ Payments 
 The entity using the contract will make payments directly to the awarded vendor or their affiliates 

(distributors/business partners/resellers) as long as written request and approval by NCPA is provided 
to the awarded vendor. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Adding authorized distributors/dealers 

 Awarded vendors may submit a list of distributors/partners/resellers to sell under their contract 
throughout the life of the contract. Vendor must receive written approval from NCPA before such 
distributors/partners/resellers considered authorized. 

 Purchase orders and payment can only be made to awarded vendor or distributors/business 
partners/resellers previously approved by NCPA. 

 Pricing provided to members by added distributors or dealers must also be less than or equal to the 
pricing offered by the awarded contract holder. 

 All distributors/partners/resellers are required to abide by the Terms and Conditions of the vendor's 
agreement with NCPA. 

22nd Century read, understands and acknowledges all the statements given above. 
 
♦ Pricing 

 All pricing submitted shall include the administrative fee to be remitted to NCPA by the awarded 
vendor. It is the awarded vendor’s responsibility to keep all pricing up to date and on file with NCPA. 

 All deliveries shall be freight prepaid, F.O.B. destination and shall be included in all pricing offered 
unless otherwise clearly stated in writing 

22nd Century read, understands and acknowledges the statement. 
 
♦ Warranty 

 Proposals should address each of the following: 
 Applicable warranty and/or guarantees of equipment and installations including any conditions 

and response time for repair and/or replacement of any components during the warranty 
period. 

 Availability of replacement parts 
 Life expectancy of equipment under normal use 
 Detailed information as to proposed return policy on all equipment 

22nd Century read, understands and acknowledges the statement. 
 
♦ Indemnity 

 The awarded vendor shall protect, indemnify, and hold harmless Region 14 ESC and its participants, 
administrators, employees and agents against all claims, damages, losses and expenses arising out of or 
resulting from the actions of the vendor, vendor employees or vendor subcontractors in the preparation 
of the solicitation and the later execution of the contract. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Franchise Tax 

 The respondent hereby certifies that he/she is not currently delinquent in the payment of any franchise 
taxes. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Supplemental Agreements 
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 The entity participating in this contract and awarded vendor may enter into a separate supplemental 
agreement to further define the level of service requirements over and above the minimum defined in 
this contract i.e. invoice requirements, ordering requirements, specialized delivery, etc. Any 
supplemental agreement developed as a result of this contract is exclusively between the participating 
entity and awarded vendor. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Certificates of Insurance 

 Certificates of insurance shall be delivered to the Public Agency prior to commencement of 
work. The insurance company shall be licensed in the applicable state in which work is being 
conducted. The awarded vendor shall give the participating entity a minimum of ten (10) days’ 
notice prior to any modifications or cancellation of policies. The awarded vendor shall require all 
subcontractors performing any work to maintain coverage as specified. 

22nd Century read, understands and acknowledges the statement. 
 

♦ Legal Obligations 
 It is the Respondent’s responsibility to be aware of and comply with all local, state, and federal laws 

governing the sale of products/services identified in this RFP and any awarded contract and shall 
comply with all while fulfilling the RFP. Applicable laws and regulation must be followed even if not 
specifically identified herein. 

22nd Century read, understands and acknowledges the statement. 
 

♦ Protest 
 A protest of an award or proposed award must be filed in writing within ten (10) days from the date of 

the official award notification and must be received by 5:00 pm CST. Protests shall be filed with Region 
14 ESC and shall include the following: 
 Name, address and telephone number of protester 
 Original signature of protester or its representative 
 Identification of the solicitation by RFP number 
 Detailed statement of legal and factual grounds including copies of relevant documents and the 

form of relief requested 
 Any protest review and action shall be considered final with no further formalities being considered. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Force Majeure 

 If by reason of Force Majeure, either party hereto shall be rendered unable wholly or in part to carry 
out its obligations under this Agreement then such party shall give notice and full particulars of Force 
Majeure in writing to the other party within a reasonable time after occurrence of the event or cause 
relied upon, and the obligation of the party giving such notice, so far as it is affected by such Force 
Majeure, shall be suspended during the continuance of the inability then claimed, except as hereinafter 
provided, but for no longer period, and such party shall endeavor to remove or overcome such inability 
with all reasonable dispatch. 

 The term Force Majeure as employed herein, shall mean acts of God, strikes, lockouts, or other 
industrial disturbances, act of public enemy, orders of any kind of government of the United States or 
any civil or military authority; insurrections; riots; epidemics; landslides; lighting; earthquake; fires; 
hurricanes; storms; floods; washouts; droughts; arrests; restraint of government and people; civil 
disturbances; explosions, breakage or accidents to machinery, pipelines or canals, or other causes not 
reasonably within the control of the party claiming such inability. It is understood and agreed that the 
settlement of strikes and lockouts shall be entirely within the discretion of the party having the 
difficulty, and that the above requirement that any Force Majeure shall be remedied with all reasonable 
dispatch shall not require the settlement of strikes and lockouts by acceding to the demands of the 
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opposing party or parties when such settlement is unfavorable in the judgment of the party having the 
difficulty 

22nd Century read, understands and acknowledges the statement. 
 
♦ Prevailing Wage 

 It shall be the responsibility of the Vendor to comply, when applicable, with the prevailing wage 
legislation in effect in the jurisdiction of the purchaser. It shall further be the responsibility of the 
Vendor to monitor the prevailing wage rates as established by the appropriate department of labor for 
any increase in rates during the term of this contract and adjust wage rates accordingly. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Miscellaneous 

 Either party may cancel this contract in whole or in part by providing written notice. The cancellation 
will take effect 30 business days after the other party receives the notice of cancellation. After the 30th 
business day all work will cease following completion of final purchase order. 

22nd Century read, understands and acknowledges the statement. 
 
♦ Open Records Policy 

 Because Region 14 ESC is a governmental entity response submitted are subject to release as public 
information after contracts are executed. If a vendor believes that its response, or parts of its response, 
may be exempted from disclosure, the vendor must specify page-by- page and line-by-line the parts of 
the response, which it believes, are exempt. In addition, the respondent must specify which exception(s) 
are applicable and provide detailed reasons to substantiate the exception(s). 

 The determination of whether information is confidential and not subject to disclosure is the duty of the 
Office of Attorney General (OAG). Region 14 ESC must provide the OAG sufficient information to 
render an opinion and therefore, vague and general claims to confidentiality by the respondent are not 
acceptable. Region 14 ESC must comply with the opinions of the OAG. Region14 ESC assumes no 
responsibility for asserting legal arguments on behalf of any vendor. Respondent are 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. 

22nd Century read, understands and acknowledges the statement. 
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Evaluation Criteria 
 
♦ Pricing (40 points) 

 Electronic Price Lists 
 Products, Services, Warranties, etc. price list 
 Prices listed will be used to establish both the extent of a vendor’s product lines, services, 

warranties, etc. available from a particular bidder and the pricing per item. 
 
♦ Ability to Provide and Perform the Required Services for the Contract (25 points) 

 Product Delivery within participating entities specified parameters 
 Number of line items delivered complete within the normal delivery time as a percentage of line items 

ordered. 
 Vendor’s ability to perform towards above requirements and desired specifications. 
 Past Cooperative Program Performance 
 Quantity of line items available that are commonly purchased by the entity. 
 Quality of line items available compared to normal participating entity standards. 

 
♦ References (15 points) 

 A minimum of ten (10) customer references for product and/or services of similar scope dating within past 
3 years 

 
♦ Technology for Supporting the Program (10 points) 

 Electronic on-line catalog, order entry use by and suitability for the entity’s needs 
 Quality of vendor’s on-line resources for NCPA members. 
 Specifications and features offered by respondent’s products and/or services 

 
♦ Value Added Services Description, Products and/or Services (10 points) 

 Marketing and Training 
 Minority and Women Business Enterprise (MWBE) and (HUB) Participation 
 Customer Service 

 
22nd Century acknowledged. 
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Signature Form 
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Tab 2 – NCPA Administration Agreement 

 

July 1, 2020

July 1, 2020
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Tab 3 – Vendor Questionnaire 

 



RFP #12-20 
Staffing Services and Related Solutions 

14 | P a g e  
 

 













RFP #12-20 
Staffing Services and Related Solutions 

24 | P a g e  
 

• Full Staff Automation: 22nd Century provides the competitive tools for full staff automation which help to reduce 
time-to-hire. Engage the right candidates and make more placements within one integrated system. 

• Domain Specified Recruitment Team: 22nd Century has a team of 150+ recruiters (across levels & domains) 
with a mix of resourcing background. 

• Dedicated Account Management Team: 22nd Century’s account management approach for handling staffing 
contracts ensures that contract requirements and goals are well supported. For Region 14 ESC, we will assign a 
local team to ensure the right delivery of services.  

• Financially Stable: 22nd Century is a well-established and financially stable company, having annual revenue as 
$265 M for the year 2019. 

• Sourcing Methodologies: Our sourcing methodologies has helped us develop a tuned process to get a diverse pool 
of qualified and equipped candidates meeting the client’s needs. Our search capability entails all necessary industry 
experience, strong relationships at the national level and wide access to a database of candidates. 

• Brand Recognition: Because of our excellent past performance and D&B rating, 22nd Century has greater aided 
building brand consciousness in the industry than other staffing firms. 

• E-On-Boarding: E-On-boarding of candidates are managed by Applicant Tracking System (JobDiva) owned by 
22nd Century. During this phase, we share the candidates’ document with the client and coordinate start date, 
security check and other formalities with the client and candidate. During this phase, we will also conduct a new 
hire orientation, ethics training and we interact with the employees to educate about our work culture and benefits.  

 
♦ Describe how your company will market this contract if awarded. 

22nd Century has collectively have served over 200 public Agencies and have strong relationships with their 
Contracting Officers, and Program Managers at agencies. We have developed a comprehensive Marketing Plan 
(MP) that focuses on primarily targeting agencies where we have existing relationships to obtain business under 
Program. As a part of this Marketing Plan, we have designated a dedicated Account Manager (AM) who will be an 
important part of our PMO Advisory Council and will work very closely with our clients to market our services 
under Region 14 ESC program.  

Our marketing efforts will include personal meetings with the contract officers, and PMs highlighting our Unique 
Selling Position (USP) to them as well as the benefits of procuring their services that they need through the Region 
14 ESC contract. We will regularly follow-up on our meetings and ensure that we know of the upcoming 
engagements at these agencies in advance. This will enable us to plan our execution beforehand including an 
effective transition plan to ensure continuity of business operations. We will apply innovative technical solutions 
like video-conferencing, and Customer Relationship Management (CRM) software to track and manage each 
potential agency client lead, detailing their need, time-frame of procurement, competitive analysis, budget, follow-
ups, TO release dates, and sales prospects and customer management. The AM’s compensation will be in part tied to 
the success of his/her marketing efforts on Region 14 ESC contract and this will serve as an incentive for him/her to 
successfully market the Region 14 ESC contract. The Region 14 ESC will be most effectively marketed by 22nd 
Century by using a system to identify, pursue, and execute TOs. 
 
Since 22nd Century has experience of managing similar programs, we expect our management strategy varies 
greatly from that of any other potential awardee. Working with other programs, we will uncover and resolve 
roadblocks to the mutual satisfaction of all contract stakeholders; tackle the typical growing pains associated with a 
new contract; and fine-tune the contract management process. Examples of this problem resolution include adding 
and implementing services rates to the contract and adding nonprofit agencies to the contract user group. This 
familiarity allows us to improve upon processes where other vendors would be starting from scratch. We continue to 
participate and collaborate marketing efforts. 22nd Century’s marketing and sales coordination includes more than 
just glossy marketing flyers. We know customers are more likely to respond to live contact, and therefore focus our 
marketing campaign on this mindset, complimented by publications and advertisement. We work with our partners 
to keep our account managers trained on our available contracts. For this contract, we pair internal training, such as 
teaching Account Managers how to enroll customers and pointing out the contract documents allowing customers to 
ensure compliance with their procurement regulations. Often, when a 22nd Century customer utilizes the contract, it 
is a direct result of their Account Manager informing them of the benefits of the agreement. Additionally, as part of 
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our internal Sales Enablement drive, 22nd Century will initiate a quarterly “PLAY” campaign, which targets low 
spend member accounts. This campaign, will be develop and maintain internally by a team of 22nd Century leaders 
from sales enablement, product partner management, sales, business intelligence, and marketing. The program 
provides Account Managers insight to the specific contract benefits to their targeted customers. Information Account 
Managers are armed with includes an overview of the customer target; the contract details to discuss; a guide on how 
to create the conversation, including how to start the conversation, talking points, qualifying questions, and 
overcoming objectives; a product guide; supporting documents; and a contact list of subject matter experts and 
internal resources who can aid. 
 
Based upon our experience, we are very much aware of ways and strategies to market and sell services to eligible 
customers. We will have a dedicated marketing team in place to interact with Region 14 ESC eligible customers. 
The team will prepare a document of our expertise on projects with various departments of other states like projects 
for Departments of Labor and Industries, Licensing, Transportation, Employment Security, Health and Human 
Service, Department of Early Learning, Education and many more. Based upon this information, the team will 
prepare a list of the probable agencies that might need the services under the contract. Once these details are 
finalized, our marketing team will fix up meetings with key stakeholders of relevant departments. During these 
meetings, 22nd Century will give presentation of our capabilities on work done for the agencies in other states, ways 
in which agencies can gain from our experience, ascertain the requirements of the agencies and propose the solution 
to address their needs. We are confident that based upon our vast experience on delivering similar services with 
other states, we will be able to provide valuable services to the eligible Region 14 ESC customers to their utmost 
satisfaction. 
 
During the term of the Master Agreement 22nd Century will provide marketing, sales, partnership development and 
administrative support that directly promotes the Supplier’s products and services to Participating Public Agencies 
through multiple channels, each designed to promote specific products and services to Public Agencies on a national 
basis. Region 14 ESC develop a comprehensive strategy to promote the Master Agreement and will connect the 22nd 
Century with appropriate stakeholders within Region 14 ESC including, Sales, Marketing, Contracting, Training, 
Operations & Support. Our marketing team will work in conjunction with Region 14 ESC to promote the Master 
Agreement to both existing Participating Public Agencies and prospective Public Agencies through channels that 
may include: 
A. Marketing collateral (print, electronic, email, presentations) 
B. Website  
C. Trade shows/conferences/meetings 
D. Advertising 
E. Social Media 
 
Our sales teams will work in conjunction with Supplier to promote the Master Agreement to both existing 
Participating Public Agencies and prospective Public Agencies through initiatives that may include: 
A. Individual sales calls  
B. Joint sales calls 
C. Communications/customer service 
D. Training sessions for Public Agency teams 
E. Training sessions for Supplier teams 
 

♦ Describe how you intend to introduce NCPA to your company. 
22nd Century Technologies Inc. (www.tscti.com) incorporated in 1997 is a Staff Augmentation and IT services 
provider to various K12, College Districts, Universities, Local, State and Federal government customers. We bring 
in more than twenty-three (23) years of capability in delivering and managing staffing and payrolling projects in a 
timely manner (often ahead of schedule). Since our inception, we have successfully acquired, managed and 
delivered a variety of IT based and Staffing Projects (the majority of these being very similar to the Region 14 
ESC’s requirements). 22nd Century has experience in providing staffing services in various areas including but not 
limited to the Engineering & Technology, Accounting & Finance, Human Resources, Office, Clerical & 
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• ISO 9001:2015, ISO 20000-1:2011, ISO 27001:2011 and CMMI Level 3 
 

Awards 
• Washington Technologies ranks 22nd Century 12th fastest-growing Government Business 
• 10th Time Inc. Honor Roll Award 
• Inc. 500 rank 22nd Century 86th fastest growing NJ company 
• CRN 100 fast growth 
• 10-Time Inc. 500 Honor ROLL Award 
• Top 500 Global Software Magazine award for Fastest growing company 
• Forbes Best Software company to work 
 

Our Alliances 
22nd Century has developed key partnerships to deliver the best of breed solution to its clients. We have alliances with a 
number of leading technology companies: Microsoft, AWS, HP, Oracle, Juniper, Solarwinds, Cisco, VMWare, Dell, and 
IBM. We are Microsoft Certified Gold Partner, Oracle Certified Gold Partner and have developed strategic partnerships 
with leading providers of open-standard software platforms, which have enabled us to provide premium-quality services 
to our clients through early access to new technologies as well as preferred access to training and technical support. 
 
22nd Century will 
1. Provide a comprehensive competitively solicited and awarded national agreement offering the services covered by 

this solicitation to Participating Public Agencies; 
2. Establish the Master Agreement as the Supplier’s primary go to market strategy to Public Agencies nationwide; 
3. Achieve cost savings for Supplier and Public Agencies through a single solicitation process that will reduce the 

Supplier’s need to respond to multiple solicitations and Public Agencies need to conduct their own solicitation 
process; 

4. Combine the aggregate purchasing volumes of Participating Public Agencies to achieve cost effective pricing. 
 

♦ Describe your firm’s capabilities and functionality of your on-line catalog / ordering 
website. 
22nd Century ordering website functionality helps constantly seeking motivated, bright individuals who would like 
to work at leading-edge technologies, services, and projects. There are several openings on our online catalog 
across our U.S. offices, offering possibilities to work on our large Federal, State Government agencies and Fortune 
500 client projects. 22nd Century always creates a dedicated email support, website advertisement and helpline for 
project. Example is given below. 
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♦ Describe your company’s Customer Service Department (hours of operation, number of 
service centers, etc.) 
22nd Century has a customer service department operated Monday to Friday from 08.00 AM EST to 06:00 
PM PST. We have multiple service centers and will appoint a special local account management team for this 
contract. For any emergency or weekend requirement, 22nd Century will provide the personal contact 
details of our Account Managers.  
 

♦ Green Initiatives 
 As our business grows, we want to make sure we minimize our impact on the Earth’s 
climate. We are taking every step we can to implement innovative and responsible 
environmental practices throughout NCPA to reduce our carbon footprint, reduce waste, 
energy conservation, ensure efficient computing and much more. To that effort we ask respondents 
to provide their companies environmental policy and/or green initiative. 

22nd Century works with a wide variety of clients but it especially seeks out businesses that are committed to values 
beyond profit. It’s our goal to do business the way we live: by using no more than we need, respect those around us and 
tread lightly with a small footprint. Although this is hard to accomplish in the modern world; we believe that design, 
creativity and innovation can drive change, generate new ideas and leave things in a better state than the way we found 
them. Through its Go Green Polices, 22nd Century is committed to save the environment and contribute towards 
making Earth a better place to live in. Outlined below is green code of practices that we follow: 
• Electricity and save energy: Turn off lights and air conditioners whenever not in use and when leaving the office 

or conference room. It is of primary attention to save energy while we are not using it. Prior to logging out, 22nd 
Century employees must unplug electronic devices and shut down systems to save energy. 

• Day Lighting: Use natural light at the office whenever possible. 
• Recycling: We recycle waste papers and reuse materials at every opportunity. 
• Partners: 22nd Century commits to align with green suppliers and partners. 
• Saving miles/ gas/ petrol: We encourage employees to have virtual meetings, web conferences rather than 

traveling to meetings. 
• Save Trees/ Paper: 22nd Century encourages using emails instead of using paper; using e-method to note things; 

minimize the amount of printed materials & direct mail we use. At 22nd Century we use minimalistic printing and 
embed the following into our email signatures to remind us and others of saving trees. “Please consider the 
environment before printing this e-mail”. When paper is necessary, we photocopy on both sides and use old 
papers for scrap paper. 

• Digital/ Cloud storage: To cut down paper usage and reduce clutter, digital/ cloud storage solutions are followed 
across 22nd Century. 

• Avoid Plastic Bags: Our employees use bags that can be recycled, preferably reusable cloth bags instead of 
plastic bags. 

• Bi-annual Green Earth Campaign: At 22nd Century we conduct an awareness campaign aligned with our Go 
Green policy twice in a year. 

• Training: Every quarter we train our staff on how to be responsible corporate green citizens. 
• Save water: 22nd Century employees are mindful of utilizing water in the best manner possible. 
• Conduct Annual Go Green Surveys: 22nd Century employees are encouraged to make suggestions on how we 

can be “Greener and environment friendly” company and to use natural resources efficiently and effectively. 
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♦ Vendor Certifications (if applicable) 
 Provide a copy of all current licenses, registrations and certifications issued by federal, state 

and local agencies, and any other licenses, registrations or certifications from any other 
governmental entity with jurisdiction, allowing respondent to perform the covered services 
including, but not limited to, licenses, registrations, or certifications. Certifications can include 
M/WBE, HUB, and manufacturer certifications for sales and service. 

 



RFP #12-20 
Staffing Services and Related Solutions 

31 | P a g e  
 

 



RFP #12-20 
Staffing Services and Related Solutions 

32 | P a g e  
 

 



RFP #12-20 
Staffing Services and Related Solutions 

33 | P a g e  
 

 



RFP #12-20 
Staffing Services and Related Solutions 

34 | P a g e  
 

  



RFP #12-20 
Staffing Services and Related Solutions 

35 | P a g e  
 

Tab 5 – Products and Services 
 

22nd Century would like to bid on the all below mentioned categories.  
 

 Full-Service Contingent Staffing and Direct Placement 
 Everify 
 Background Checks 
 Drug Screens 
 Reference Checks 
 Candidate Screening 
 Multiple Labor Categories 

• IT 
• Administrative and Clerical 
• Call Center 
• Light industrial manufacturing 
• Facilities 
• Ground Maintenance 
• Warehouse 

 Payroll Services of Agency Identified/Referred Talent 
 Managed Service Provider (MSP) for: 

 Contingent Staffing 
 Statement of Work (SOW) 
 1099/Independent Contractors (1099/IC) 
 Learning and Development (L&D) 
 Healthcare 

 Vendor Management System (VMS) 
 1099/Independent Contractor Verification and Management 
 Recruitment Process Outsourcing (RPO) 
 Human Resource Outsourcing (HRO) 
 Benefit Administration 
 Onboarding New Hires 
 Workers Comp Management 
 Payroll Administration 
 Unemployment Management 
 IT Software Solutions 
 Miscellaneous Services 
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Tab 8 – Value Added Products and Services 
 
Marketing and Training 
22nd Century will exceed this requirement. Our Public Sector Account Managers are actively marketing the contract to 
their customers and are very familiar with the nuances of the contract. This is an enormous benefit to the Region 14 ESC. 
With 22nd Century, there is no need to start from scratch, familiarizing a completely new management team and 
educating a new group of Account Managers to a foreign contract. Even after training is complete, other vendors are 
likely to experience a period of growing pains as they acclimate their sales staff to the offering. This ramp-up time will 
undoubtedly have a negative effect on contract sales. With 22nd Century, all aspects of transitioning to the new contract 
will be seamless. The Region 14 ESC does not have to worry about member confusion or orders lost during training and 
setup time. Instead, business continues as usual and training time is used as a refresher, providing contract updates and 
focusing on strategies to increase business. 
 
Based upon our experience, we are very much aware of ways and strategies to market and sell services to eligible Region 
14 ESC customers.  We will have a dedicated marketing team in place and the team will prepare a document of our 
expertise on projects with various departments of other states like projects for Departments of Labor and Industries, 
Licensing, Transportation, Employment Security, Health and Human Service, Department of Early Learning, Education 
and many more. Based upon this information, the team will prepare a list of the probable agencies that might need the 
software development services under this contract. Once these details are finalized, our marketing team will fix up 
meetings with key stakeholders of relevant departments. During these meetings, 22nd Century will give presentation of 
our capabilities on work done for the agencies in other states, ways in which agencies can gain from our experience, 
ascertain the requirements of the agencies and propose the solution to address their needs. We are confident that based 
upon our vast experience on delivering similar services with other states, we will be able to provide valuable services to 
the eligible Region 14 ESC customers to their utmost satisfaction. 
 
Before the first day 
• Before the first day and going onto the first 30 days the aim is to learn and understand both new role and the business. 

Put a negotiation plan together to provide for operating resources. 
• Understand the current work, process and priorities 
• Do research and gain insight into the business, its customers and competition. 
• Proactively try to meet with the analysts 
• Informally assess the quality of the company’s resources and operational effectiveness. 
• Create an operating hypothesis of your role. 
• Plan for early operational wins and team engagement. 
 
By the 30th day  
• Have a well-rounded knowledge of the business, brand and product (including the mission, values, value proposition, 

goals, customers, suppliers and competition).  
• Understand the business’s marketing-specific priorities and objectives.  
• Have a clear view of the state and responsibilities within the marketing department.  
• Evaluate the marketing team and fill skill gaps.  
• Discuss roles, expectations ideas with the marketing team.  
• Put marketing technology systems in place to ensure productivity.  
• Meet with external resources (i.e. Public Relations and Advertising agencies) and ensure that they are the right 

partners moving forward.  
• Familiarize yourself with current work processes and priorities.  
• Map the desired process  
• Examine current lead-flow and pipeline.  
• Assess existing marketing budget and planned expenses.  
• Meet with all department heads to understand objectives and areas of urgency.  
• Align with team in terms of defining a lead, how sales follow-ups on new leads, and how leads can be tracked.  
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• Put a feedback loop between sales and marketing in place.  
 
By the 60th day  
• Establish short-term goals, expectations and deliverables.  
• Identify objectives, KPIs and key milestones.  
• Perform a SWOT Analysis to uncover the strengths and weaknesses of the product and/or business, relative to the 

market, along with any opportunities and threats that may affect its sale/uptake.  
• Look at the current processes and plan how to improve these.  
• Perform an exhaustive brand awareness review - including looking at the website and search engine optimization 

(SEO) and identifying current perceptions of the business in the marketplace and levels of customer satisfaction. 
 
By 90th days  
• Our team will set up and understand their vision, expectations and responsibilities.  
• The Marketing department’s short-term goals will be communicated to all departments.  
• Sales and success metrics will be analyzed and marketing campaigns adapted accordingly.  
• Initial marketing plans and budgets will be developed.  
• Return on investment (ROI) metrics and systems to monitor success will be implemented.  
• Success of current campaigns will be measured against goals and customer feedback.  
• Convey progress to our team, related departments and superiors.  
 
 
Minority and Women Business Enterprise (MWBE) and (HUB) Participation 
22nd Century will utilize the services of Infodat International, Inc. as a Minority and HUB subcontractor with the 
minimum goal of 05%. Infodat has 20 years of experience in providing staffing services and solutions. 22nd Century is 
also utilizing Accellux which provides IT services to support the digital transformation and sustained differentiation of 
customers. The minimum goal for the Accellux would be 05%. Accellux services help organizations achieve their highest 
transformation objectives, making step-changes in their performance. Its mission is to provide IT services to help 
organizations create, deliver and realize value as fast as their customers and markets need. Founded in 2008, Accellux 
provided project management, sourcing and procurement support to natural resources companies. Since they've expanded 
into information technology in 2016, they've provided and expanding range of IT services to private and public companies 
in the natural resources and medical devices industries. Headquartered in Katy, TX. 
 
Accellux Certification and Listings 
EIN: 26-2680431 
DUNS: 838323744 
CAGE Code: 86U60 
CMBL: 12626804319 
SBA Status: Small Business 
HUB: Certified by Texas Statewide Procurement Division 
 
Infodat Certification and Listings 
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22nd Century recognizes that a diverse supplier base is integral to company profitability and strategic objectives 
solidifying the connection between customer satisfaction and winning in the marketplace. 22nd Century’s supplier 
diversity program expands purchasing opportunities for businesses owned and operated by Under-represented Minorities, 
Women, Lesbian, Gay, Bisexual and Transgender (LGBT), Veterans and Service-Disabled Veterans, and People with 
Disabilities. Building and maintaining a community of diverse suppliers increases 22nd Century’s opportunity to hear new 
ideas, apply different approaches, and gain access to additional solutions that respond to customer needs. Such 
collaboration helps 22nd Century deliver innovation, quality products, and world-class service to a growing marketplace. 
We always consider engaging qualified subcontractors to fulfil requirements received under our contracts. Our assigned 
Account Manager is responsible for effectively managing & utilizing the subcontractors and meet the overall contract 
goal. We proactively identify suppliers who can augment our business based of the following: 

• Diversity Status 
• Supplier office should be located in the City, County or State where the contract is based 
• Acceptance of the state contract terms and conditions 
• Preferred - state or any public sector contract experience 

 
Process for coordination and integration of the subcontractor’s efforts into the 22nd Century 
22nd Century uses industry best practices to coordinate and manage our subcontractors. Central to our approach is our 
emphasis on treating our team members as full partners and members of an integrated team. 22nd Century team works as 
a single team and follows single Quality Management System for the contract to achieve the performance requirements of 
the contract. Our Account Manager is fully responsible for all aspects of this contract and there will be total flow-down 
responsibility to subcontractor/ teaming partner. The Account Manager applies extensive management experience and 
leadership to the program, while our Team members will provide critical experience and expertise as they work toward 
providing high quality and performance. Our collaborative organizational structure provides subcontractor leads with 
input into high-level management problem solving, conflict resolution, quality control, resource management, staffing, 
task order monitoring, financial performance monitoring, and coordination of task orders. We use SharePoint based 
collaborative tool that will be integrated with our Resource Management Database and complete staffing process. Only 
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skilled personnel after going through the complete screening process will be submitted to the Client. Account Manager 
and Account Executive coordinates with the clients for submittal, interviews, on-boarding and other contractual needs. 
Our Account Manager work closely with subcontractor and the 22nd Century contract team to ensure a smooth on-
boarding process. 
 
22nd Century is committed to assisting other small businesses; it is a standard practice of ours to seek out and mentor 
emerging business whenever possible. When selecting partners, we first consider partnerships with certified Minority- 
Owned, HUB-Zone, Service-Disabled Veteran-Owned, Veteran-Owned, and 8(a) small businesses. 22nd Century also 
believes in maintaining close ties to our community; contributing to non-profit and community organizations and 
participating in various charitable events are integral to our corporate philosophy to make a positive impact on those 
around us. We regularly seek out and establish partnerships with emerging companies local to the contract's place of 
performance. We continuously attend HUB, SBE, and M/WBE, SDVOSB events to find strategy partnerships for future 
business endeavors and look for strengths in service offerings to augment and supplement our own and also create 
stringent subcontracting goals for ourselves, regardless of contractual requirements.  
 
22nd Century diversity outreach & mentoring plan.  
22nd Century have been a mentor to many diversity or Small Businesses and helping them grow their business and 
achieving the revenue goals. We select our business partners/subcontractors based on the following criteria: 
• Valid S/D/M/WBE Certifications 
• Availability of single point of contact (POC) interact with our team assigned to the contract 
• Subcontractor relevance of services offered as to those required in the awarded contract 
• In-house talent, responsiveness and fast turnaround time 

 
Subcontracting Process – 22nd Century has an established and documented subcontracting process for selecting 
suppliers, our process is as follows: 
1. On-boarding qualified Sub-contractors (based of following qualifications) 
 SBE/WBE/MBE Status - as requested in the awarded contract 
 Accepts all the terms and conditions of the contract 
 Prior any Public Sector experience 
 Defined recruitment processes 
 Availabilities and Quality of subcontractor resources 
 Establishing Suppliers Rate Card for the contract 

2. Training: 
 Sub-contractors are provided periodic training on the contract. 
 Assigned and trained recruiters are aware of the contract terms and conditions 
 Setting up right expectations for submissions 
 Submission: Resume, Candidate Reference Form as per process.  

3. Proactive Sourcing: 
 Candidate from Sub-contractor are proactively available for the Client. 
 Resources are pre-qualified for typical positions based on the Client needs. 

4. Reactive Recruitment: 
 Active Requirement is available in Applicant Tracking System – Jobdiva and notification is sent to sub-

contractors. 
 Top three candidates are requested for submission and evaluation. 

 
The following Subcontracting Plan in currently utilized with several states and it has been successfully implemented 
over the years.  
• New requirement is posted by the client goes to the subcontractors within 1-2 hour. 
• Sub-contractor is given 1 hour to respond with the acceptance: yes, or no. If sub-contractor accepted the requirement, 

22nd Century agrees to not contact any other diversified company. 
• Evaluation of sub-contractor candidate includes: technical competency, billing rate, candidate’s location/proximity to 

the client location, etc.  
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• Complete transparency regarding rates and candidate submission status (presented or not). 
• Provide constructive feedback (if available from the client) to the sub-contractor  
• Rights to determine their candidate’s billing rate. 
• Short-listed candidate goes through our grooming process, preparation for the interview, etc. If needed, we could pay 

for the travel and/or relocation expenses of the candidate on a case-to-case basis. 
• Training is available to the subcontractor’s candidate 
 
Customer Service 
22nd Century’s services, solutions, and methodologies are framed around leading technologies and industry best practices, 
enabling us to provide the best services and solutions to our customers. We bring in more than twenty three (23) years of 
capability in delivering and managing projects in a timely manner (often ahead of schedule). We intend to utilize an 
approach based on several successful efforts of similar size and scope: Local, State, and Federal incorporating the best 
practices from both the Government and Industry, and at the same time delivering quality through our CMMI Level 3 and 
ISO 9001:2015 compliant quality processes. 22nd Century provides customer support to its clients in following ways: 
 
• 22nd Century assigns one Account Manager for every individual client/account it holds. The Account Manager is 

responsible for handling routine activities or issues related to the project with our client and ensure the smooth 
functioning of the project on a daily basis. As a healthy practice, our Account Manager interacts with the CO/COTR 
by holding one to one meeting on a weekly or monthly basis with the permission of the client, and addresses problems 
and concerns affecting the project as well as shares other relevant information. 

• For key projects, with significant involvement of 22nd Century Resources, our Account Managers collaborate with 
the client to attend stakeholder meetings at least every fortnight. 

• If necessary, 22nd Century uses the Red Flag report system, which is a system that identifies critical variances in 
staffing or any identified lapse in service related to resources. Flag thresholds are initially set at a low, or “yellow 
alert” level. The responsible manager reviews each stable yellow alert item every day until it reverts to a green or 
stable level. If the variance or problem continues or increases over time, it enters the “orange alert” level, in which the 
manager is required to take firm appropriate action to lower the level, and report his action upwards to management. 
Any orange-level problem or variance that continues to increase is immediately posted in a Red Flag report and 
escalated for immediate remedial action. This yellow-orange-red process ensures that variances and problems are 
noticed, investigated, and remedied before they become critical and provide for rapid corrections and eliminate long-
term problems. All flag actions are immediately copied to the Client Account Manager for information or action. Flag 
status and mitigation plans are shared with our Management, HR/Resourcing Teams as well as clients at status review 
meetings. 

 
As mentioned earlier, we have received numerous awards from our clients on our contributions to their work programs. In 
addition, as reported in the latest Dun & Bradstreet Open Ratings report, our Overall Performance Rating stands at 
93%. All our individual scores on each of nine factors were 91% or higher. No individual item of feedback received was 
negative: they were mainly positive, mixed with a small number of neutral ratings. Three pertinent ratings are as follows: 
• Customer Support: 93% 
• Business Relations (Ease of doing business): 94% 
• Personnel (Satisfaction with attitude, courtesy and professionalism of staff): 93% 
 
22nd Century’s value addition in providing Customer Service Support: 
• High Retention: 22nd Century continues to maintain a team of Trainers and Techno-Functional experts since the last 

four years with zero turnover 
• Financial Management: 22nd Century worked closely with the Program Manager in ensuring continuity of mission 

critical resources on a low budget 
• Customer Focus: We have always given precedence to the County’s success over company profitability 
• Higher Skilled Labor: 22nd Century’s resources have been more qualified than the mandatory requirements 
• Turnaround Time: Resource replacements, whenever required, were provided within 24 hours 
• Training: We have provided Trainings on CMMI processes, new technologies and achieved Certifications 
• High Availability: 22nd Century has ensured 24x7 availability of the client interfacing team 
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Tab 9 – Required Documents 
♦ Clean Air and Water Act / Debarment Notice 
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♦ Contractors Requirements 

 
  



RFP #12-20 
Staffing Services and Related Solutions 

49 | P a g e  
 

♦ Antitrust Certification Statements 
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♦ State Notice Addendum 

 




