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nssc Mission Statement

NASA Shared Services Center

= Enterprise License Management Team (ELMT) Mission:
o Establish new Enterprise Software Agreements for NASA

o Seek best value procurements that will realize cost avoidance/savings opportunities and
beneficial terms & conditions for the Agency

o Provide NASA the means to make informed decisions concerning Enterprise License
management through:

v’ Centralized Contract Management
v Asset Inventory

v'Financial Transparency
v"NASA Strategic Sourcing

FINANCIAL
TRANSPARENCY

INVENTORY

CENTRALIZED
CONTRACT MGMT

NASA STRATEGIC

SOURCING
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NSSC ELMT Services

NASA Shared Services Center

= The ELMT has the capability of providing the following services through the ELMT
managed agreements:

SOFTWARE

LICENSED MAINTENANCE
PRODUCTS & SUPPORT SERVICES
- —

—

CLOUD SOFTWARE AS A SERVICE - SaaS

- a

)\ /
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NnSsSC

NASA Shared Services Center

Vendor Management

Vendor management is a strategic approach leveraged by the ELMT for managing and optimizing software vendor

relationships across NASA

Strategic Vendor
Analysis & Planning

Objective: Develop best
practice management
strategies tailored to the
vendor to optimize
opportunities

Key Outcomes:
» Increased Visibility
=  Market Intelligence

= Cost Avoidance /
Savings Potential

Objective: Engage vendor
to identify improvements
for enterprise agreements
and to develop/enhance
relationships
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Acquisition & Strategy

Implementation

Objective: Implement the
vendor management
strategies & acquisition
activities related to
enterprise agreements

Key Outcomes:

=  Mature Market
Analysis

= Positive Negotiations

=  Communications and

Change

Management Focus

= Reduced Agency
Procurement
footprint

LM

Objective: Maintain &
continuously improve
vendor management
internal processes and
vendor relationships




nssc NASA Strategic Sourcing

NASA Shared Services Center

= NASA’s Strategic Sourcing lays the Core Characteristics
foundation for ELMT services and
capabilities by:
o Leverage analytical and collaborative stakeholder
processes that integrate a deep knowledge Engagement
of internal demand drivers, processes and
requirements with a comprehensive
understanding of supply market dynamics

o Applying management approaches,
processes and strategies that seek to
optimize supply relationships, reduce total
lifecycle costs, maximize quality, enhance
mission capability, and fulfill socioeconomic

Capture
benefits of
all NASA
urchasing

goals
o “It's more than cost savings/avoidance”; CEREET] SEIG
- - Management strategies
strategic sourcing focuses on the total cost T
of ownership (TCO) and yields enhanced
business intelligence, management Vendor
‘L : . Management
efficiencies, and regulatory compliance B Rl
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NnssC Balancing Act

NASA Shared Services Center

= The ELMT seeks to negotiate NASA-wide software license agreements for commercial off
the shelf (COTS) software that will reduce buying cycle time and risk with terms and
conditions that support many NASA objectives and promote industry best practices

= Securing the correct contract type is essential to providing NASA a best valued approach

to support mission needs; however, the Agency must understand both the short-term and
long-term impacts of the contracting approach

= Factors the ELMT considers when structuring agreements:

o NASA customer desires to acquire products at a good price and have flexibility to adjust
requirements as priorities change

o When establishing an Agency agreement, it is difficult for the customer community:
v'to agree on a common set of requirements

v provide accurate account of software inventory to establish the foundation of an
agreement and

v"identify funding to secure a new contract agreement

o Software Publisher is in the business of making a profit to meet its corporate goals and
objectives

o Any agreement must align with goals and objectives set forth by NASA Headquarters

The Balancing Act
Minimum Flexibilit Higher Price ($
Flexibility Price_
Maximum Flexibility
ELA &
BPA
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nssc Balancing Act (Cont.)

NASA Shared Services Center

The Balancing Act (ELA)

Minimum Flexibility PROS

Q Lessrisk to the Software
Publisher thus the Software
Publisher is incentivized to
provide optimal pricing for
ongoing maintenance for
base agreement

Q Typically provides deep
discounts for new licenses

0O Reduce procurement
activity due to standardized
requirements

A,
Y%

[ Lover Price )]

Choosing an Enterprise License Agreement
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nssc Balancing Act (Cont.)

NASA Shared Services Center

The Balancing Act (BPA)
PROS

Q Less risk to NASA,

Q Allows for items to be de-
scoped from the agreement W
without major re-price

Q Allows for the tracking of
consumption/utilization

O Does not require consensus
and simple contract to
execute

O No major purchase is
typically required

Q Allows NASA to buy what is
needed

O Facilitates strategic planning

Maximum Flexibility

Choosing an Blanket Purchasing Agreement
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NSSC ELMT Managed Agreements

NASA Shared Services Center

ELMT Provides the Heavy Lifting
Required to Secure Managed Agreements

= ELMT managed agreements are in alignment with
applicable Federal Law, the FAR, and Agency Policies
o NASA Form (NF) 1707 — Special Approvals and Affirmations
of Requisitions
v Information Systems
v" Internet Protocol Version Six (IPv6)
v" NASA FAR Supplement (NFS) 1807.70 — Coordination
with ELMT

v Electronic & IT Accessibility (EITAC) Section 508
% Voluntary Product Accessibility Templates (VPAT)
+ Undue Burden or Unavailability Waiver

o Justification for Other Than Full and Open Competition
(JOFOCQC), Limited Source Justification (LSJ)

o Independent Government Cost Estimate (IGCE)

o NF 1787 — Small Business Coordination

o NF 1823 — Request for Investigation (RFI)/IT Product
Source Assessment or confirm product is on Office of the
CIO (OCIO) Assessed and Cleared List (ACL)

o Acquisition Plan, if applicable
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NSSC  ELMT Managed Agreements Benefits

NASA Shared Services Center

Adobe EULA

= Commercial List Pricing
= Non-transferrable
= EULA s binding

= Click Wrap (By using the
software, user agrees to terms)

= Publisher can audit compliance

= Publisher can acquire end user
IP address

RENEASEDRRrinteddocumentsimaybe obsolete; validate prior to use.

Adobe Enterprise and Desktop

A Case for ELMT Managed Agreements

NASA Agreements

An ETLA average discount of 27.95%
off Commercial List

Transferability

FAR / Federal Law & NASA policy
take precedence over EULA

NASA reports inventory annually

Publisher cannot acquire IP address
or remotely access computer

Most Favored Customer — promote
competitive pricing

Spot Discounts
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NSSC

NASA Shared Services Center

FY11

# of Contracts at
Year End - 14

Contracts
14

FY12

# of Contracts at
Year End - 20

Unplanned
Opportunities
— Completed -

6

Contracts
14

43%
Growth
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FY13

# of Contracts at
Year End — 25

Planned
Opportunities
— Completed -

5

Contracts
20

25%
Growth

Historical Growth

%
(4]

FY14

# of Contracts at
Year End — 42

AA
& ’LQ

Unplanned
Opportunities
Completed
10

Planned
Opportunities
— Completed -

7

Contracts
25

68%
Growth

FY15

# of Contracts at
Year End — 50

7 Unplanned
Opportunities
- Completed -
2
Planned
Opportunities
Completed
6

Contracts
42

16%
Growth
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NASA Shared Services Center

nssc ELMT Portfolio Entry Points

STEP 1: STEP 2: STEP 3:

NASA Internal Request

> Customer Request
(Agency / Center / Program

—

Acquisition Process

> ELMT Lesson’s Learned

Initial Market Research

Obtain Formal Approval

Prioritization Against FY Plan

Contract Implementation & Administration
V

> Software Publisher
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nSSC ELMT Portfolio:

RAd/ St orveos o Tvoe of Reauest - Step

« Types of Request:
— NASA Internal Request

» IT Asset Managers (ITAMs), Customer Request (Agency / Center / Program), and ELMT Website Form
submit inquiries to ELMT to investigate securing a specific enterprise license agreement to provide:

— Reallocation of unused and underutilized software licenses across the Agency
— Opportunities for cost savings through bulk buys and/or consolidating contracts
— Tracking software inventories for their Center and/or Programs

— New purchasing through an Agency vehicle

— Centralized software provisioning

» ELMT Lessons Learned may generate a request from the contract administration of an existing
agreement that may warrant NASA considering alternative solutions to an existing agreement.

— Official Equipment Manufacturer (Publisher) requests are normally received in the form of an
Unsolicited Proposal or a request to replace an obligation and/or consolidate existing contracts.
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nssec ELMT Portfolio: )%

Initiate Market Research — Step 2

« Market Research / Business Case Development / Approvals:

— Initial Market Research includes a preliminary assessment of the request to determine whether
or not the request should move into business case development by the ELMT.

— Prioritization Against Fiscal Year Plan entails the review of the new license request against the
planned fiscal year activities.

— Business Case Development & Initial Review occurs when ELMT further refines the initial
market research. Initial reviews of the business case assess clarity of the requirements and
assumptions and assess the accuracy of the estimates.

— Formal Approvals are obtained from the requesting organization and/or the cognizant governing
organization which provides the ELMT authorization to proceed to the Acquisition Process or
True-Up / Renewal activity.
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nSSC ELMT Portfolio:

Acquisition Process — Step 3

« Acquisition Process:
— Contracting Staff:

» Review requirements,
» Determine the best acquisition approach (GSA Schedule, SEWP, Open Market),
» Determine whether to set-aside for small business,
» Obtain appropriate acquisition approvals and prepare solicitation documents.
— ELMT Service Providers (SPs):
» Assist with gathering customer requirements,

» Assist writing the statement of work,
» Develops preliminary asset database to track Center quantities
» Supports developing in-house government estimates for all procurements

» Assist with developing the customer preliminary funding requirements for planning
purposes.
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nssc ELMT Portfolio:

Implementation — Step 3

« Contract Implementation:

— Contracting Staff:
» Release solicitation,
» Manage questions and answers,
» Receive proposals or quotes,
» Evaluate proposals or quotes,
» Determine best value,
» Ensure sufficient funding to award,
» Award contract,
» Notify losing offerors, debrief losing vendors if necessary,
» Distribute contract,
» Ensure funds get obligated

— ELMT SPs:

» Prior to contract award, refine the asset database to reflect Center customer changes in
requirements

» Assist the ELMT Contracting Officer (CO) with preparing the customer’s funding
requirement which helps the customer complete the purchase request (PR) needed to
forward funding for the final award
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nssc ELMT Portfolio: True-Up/Renewals — Next %

— Ster

« Contract ongoing Administrative activities:
— Contract Administration:

» Incrementally fund (if necessary) make modifications, negotiate changes, assist with
contract closeout

» ELMT SPs track each contract’s list of customer assets to reflect any changes in
requirements. SPs also assist the ELMT Contracting Officer (CO) with preparing the
customer’s funding requirement that assist the customer with completing purchase
request (PR) to forward the funding for final award.
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Contact Us

Please contact the ELMT with questions at
NSSCELMT@mail.nasa.qgov

Or

ViSit our website at

http://www.nssc.nasa.gov/elmt
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NASA Shared Services Center

RELEASED - Printed documents may be obsolete; validate prior to use. 20



