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COMPANY PROFILE 
 

Overview 

 

MathPOWER, originally founded as Boston Algebra in Middle School (AIMS) Project in 1989 

is located at Northeastern University in Boston, MA. Its mission is to create more effective ways 

to teach mathematics to urban children in the Boston area. The organization’s goals are to 

equalize the quality of educational opportunities for all children and to promote advanced 

mathematical learning in urban schools. 

Mission Statement 

MathPOWER is dedicated to taking a comprehensive approach to developing both proficiency in 

advanced mathematics and personal resiliency as vehicles to bring about transformational change 

in the lives of urban youth. MathPOWER’s mission isn't just about students succeeding in 

mathematics; it is also about launching students on successful paths to pursue and complete a 

post-secondary education. MathPOWER envisions a world in which all students achieve 

competency in advanced mathematics which serves as a gateway to lifelong learning and a 

productive career. 

Vision 

MathPOWER envisions a world in which all students achieve competency in advanced 

mathematics, a toolkit that is essential for a productive career and for lifelong learning. 

MathPOWER Programs and Services 

Coaching and Professional Development – aims to train teachers in skills necessary to improve 

their students learning in mathematics; emphasizes the five strands leading to math proficiency: 

understanding, computing, applying, reasoning, and engaging. 

Algebra Plus Summer Academy – opportunity for students grades 6-9 to gain confidence and 

competence in their mathematical skills, acquire a love for learning, and spend time engaging in 

educational activities to prepare for postsecondary education or career entry. 

Math*STARS Serve and Return after school program - aims to provide children tutoring on their 

homework as well as instruction on more advanced math to prepare children for the upcoming 

school year. 

Mathematics Intervention Program - aims to provide teachers with pedagogical strategies in an 

effort to promote a deeper understanding of mathematics in Boston public schools; teachers 

develop tools to assess the success rate of new teaching methods and to enhance professional 

judgment about class content and student’s abilities. 
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BUSINESS NEED 

 

Context 

MathPOWER is a community based organization that is focused on promoting education of 

mathematics in urban schools. One way they accomplish this is through Math*STARS, their 

afterschool tutoring program. This program is designed to help middle school students achieve 

academic success. On their Web site, people can find out more information about their programs, 

make donations, apply to be a volunteer, and look through pictures of the students.  

Business Need 

The business need for MathPOWER is the need for higher traffic to the organization’s web site. 

Supporting Facts 

MathPOWER is unaware of the amount of visitors their web site receives. They also do not 

know where the traffic they do receive is coming from.  

Assumptions 

MathPOWER will be able to effectively track the traffic to the organization’s Web site. 

Approvals 

 

Deniece Washington      Date 

Office and Operations Manager 

 

Cindy Stevens      Date 

Project Sponsor   

 

 

 

 

 



3 
 

PROJECT CHARTER 

 

Executive Summary 

MathPOWER currently has a web site that is not very functional and appears chaotic. There is an 

opportunity to acquire technology that can help them improve their website, therefor helping 

their organization expand.  

Business Need 

The business need for MathPOWER is to: 

 Know if current and/or new users are visiting the site 

 Identify how users find the MathPOWER website 

Project Objectives 

 Assess, acquire, and apply technology to help meet MathPOWER’s need to track the 

traffic to the organization’s web site. 

Impact Assessment 

Our proposed solution will hopefully have a big impact to MathPOWER. With a better web site, 

they could increase traffic to their web site, therefor increase donations and volunteers for the 

programs. With a more functional web site, MathPOWER takes one step in the direction of their 

mission of helping promote the advancement of mathematics in urban schools. 

Measures of Success 

This project will be considered successful if MathPOWER is able to track 100% of the site 

traffic. 

Scope 

This project addresses MathPOWER’s need to track their website traffic. 

Risks 

The risk is being unable to find an easy-to-use, effective, and inexpensive tracking system. 

Time Constraints 

This project must be completed by the end of the fall semester. 
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Project Stakeholder and Sponsor Approvals 

 

Deniece Washington      Date 

Office and Operations Manager 

 

Cindy Stevens      Date 

Project Sponsor   
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Key:  

Description Points % of

Points Score Points Score Points Score Points Score Points Score Points Score Points

Functionality 30

User Friendly 35% 2 5.3 2 5.3 3 7.9 3 7.9 0 0 3 7.9

Ease of Access 35% 3 7.9 2 5.3 3 7.9 3 7.9 1 2.6 3 7.9

Informative 30% 4 9.0 4 9 2 4.5 2 4.5 3 6.8 4 9

Technology 20

Compatability with Windows OS 100% 4 20 4 20 4 20 4 20 4 20 4 20

Stategic Partnership Potential 20

Vendor Profile 20% 2 0.5 4 1 3 0.8 1 0.25 4 1 4 1

Training 10% 4 2 4 2 3 1.5 1 0.5 1 0.5 3 1.5

Support 20% 3 0.8 4 1 2 0.5 3 0.8 1 0.25 3 0.8

Experience 10% 3 1.5 4 2 2 1 0 0 4 2 4 2

Thought Leadership 10% 3 1.5 3 1.5 2 1 1 0.5 3 1.5 4 2

Customer References 30% 4 6 2 3 3 4.5 2 3 3 4.5 3 4.5

Costs 30

Start Up Cost 25% 4 7.5 4 7.5 4 7.5 4 7.5 4 7.5 1 1.9

Maintainence Cost 25% 4 7.5 4 7.5 4 7.5 4 7.5 4 7.5 0 0

Ongoing Cost 25% 4 7.5 4 7.5 4 7.5 4 7.5 4 7.5 0 0

Miscellaneous Cost 25% 4 7.5 4 7.5 4 7.5 4 7.5 4 7.5 0 0

Total Score 100

MathPOWER Decision Scoring Matrix

12.3 10.5 9.3 5.1 9.8

22.2 19.6 20.3 20.3

3-Strongly meets expectations   4-Exceeds expectations

GoingUp Google Open Web Omniture iWebTrack Yahoo!

0-Doesn't meet expectations 1-Barely meets expectations   2-Meets expectations   

11.8

9.4 24.8

20 20 20 20 20 20

30 30 30 30 30 1.9

84.5 80.1 79.6 75.4 69.2 58.5
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Request for Proposal (RFP) 

October 20, 2010 

LETTER OF TRANSMITTAL 

 

Dear Prospective Vendors, 

For a technology acquisition course, Wentworth Technology Consulting (WTC) is working to 

propose a means to address the business need of an organization.  

MathPOWER, a nonprofit tutoring organization, is in need of a partner who could provide an 

effective, inexpensive way to track and analyze traffic on their web site. 

MathPOWER is dedicated to taking a comprehensive approach to developing both proficiency in 

advanced mathematics and personal resiliency as vehicles to bring about transformational change 

in the lives of urban youth. Their mission isn't just about students succeeding in math; it is about 

launching students on successful paths to pursue and complete a post-secondary education. 

MathPOWER envisions a world in which all students achieve competency in advanced 

mathematics which serves as a gateway to lifelong learning and a productive career. 

MathPOWER currently has no means of determining their site traffic levels, and where there 

web traffic is coming from.  

Also, as an entirely grant funded nonprofit organization, cost is an important factor in the 

decision process. The technology must be easy to use, and customer support is equally important.  

MathPOWER would like to see more applications being filled out for their programs. To see 

how they can later address this, they must see where their web traffic is coming from, and the 

amount of web traffic that they are receiving.  

The web site tracking technology is anticipated to provide MathPOWER with the following: 

 An easy way to track web site traffic. 

 Strategic partnership with a leading edge web analytics vendor. 

 Vendor assisted technology transitions and solutions. 

 Cost effective solution. 

This RFP is meant to define and document our functional needs and also establish a consistent 

basis on which web analytic software can be judged. We will be evaluating all proposals.  

This RFP and all materials submitted by Wentworth students are to be treated as strictly 

confidential. As a prospective web analytics vendor, you must not forward any such materials or 
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otherwise disclose their content to any third party for evaluation or for any other purpose without 

our consent. 

Please carefully review the guidelines for Proposals established in the RFP. Your proposal 

should describe in detail your application’s functionality, technological merit, competitive 

costing, ease of use, technical assistance plans, as well as specify all associated costs. 

Prospective web analytic vendors should develop and present their cost with the intention that 

represents the “last final and best” price. Your ability to meet clearly and precisely the needs 

outline in the RFP will directly impact our evaluation process. We reserve the right to modify the 

general scope of the RFP prior to proposal submissions. 

Vendors who apply creativity and flexibility, along with their resident in-house knowledge and 

expertise, will enhance the consideration of their proposal receives. Multiple solutions scenarios 

or variations on a theme may be offered. The requirements outlined in Sections I and II must be 

met. 

For informational purposes, the RFP and your proposal will also be provided to MathPOWER. 

We appreciate your consideration and assistance in this matter and look forward to receiving 

your proposal. 

Sincerely, 

 

Wentworth Technology Consulting 

Aaron Goldblatt 

Rebecca Chu 

Jessica Cutler 
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Request for Proposal (RFP) 

1. General Information 

1.1 Purpose of the RFP 

1.2 RFP Communications 

1.3 Timeline 

1.4 RFP Preparation 

1.5 Vendor Responses 

1.6 Effective Dates of Pricing 

1.7 Vendor Site Visits 

1.8 Evaluation Criteria 

1.9 Right to Reject 

1.10 Marketing References 

2. Vendor Guidelines 

2.1 RFP Response Format 

2.2 Expectations to the RFP 

2.3 Confidentiality 

3. Product Information 

4. Functionality Requirements 

4.1 Instructions 

4.2 Forecasting 

4.3 Scheduling 

4.4 Reporting 

4.5 Real-Time Adherence  

5. Technology Requirements 

5.1 Client 

5.2 Network Architecture, Scalability, Extensibility 

6. Strategic Partnership Potential 

6.1 Vendor Profile  

6.2 Training 

6.3 Support 

6.4 Experience 

6.5 Implementation Plan 

6.6 Though Leadership 

6.7 References 

7. Costs 

7.1 Initial Costs 

7.2 Long-Term Costs 

7.3 Payment Options 
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1. General Information 

1.1 Purpose of the RFP 

The purpose of the Request for Proposal (RFP) is to establish the functional, operational, 

and technical for the procurement of a web tracking system that best meets 

MathPOWER’s requirements. 

1.2 RFP Communications 

Please direct all communications/correspondence regarding this RFP to: 

Wentworth Technology Consulting 

Rebecca Chu (chur@wit.edu) 

Web tracking vendors failing to observe this policy may be eliminate from the final 

evaluation. 

1.3 Timeline 

RFP submission date    October 20, 2010 

Proposal due date    November 1, 2010 

Vendor Selection    November 7, 2010 

1.4 RFP Preparation 

The prospective vendors will absorb all costs incurred in the preparation and presentation 

of an RFP. In the event that modifications or additions to the RFP become necessary, 

prospective vendors will be notified in writing. All supporting materials submitted with 

the proposal will become property of Wentworth students unless otherwise requested by 

the prospective vendors at the time of submission. 

1.5 Vendor Responses 

Prospective vendors are required to submit six (6) copies of their proposals. Send all 

copies to Rebecca Chu no later than November 1, 2010. All supporting materials and 

documentation must be included with the proposal. 

1.6 Effective Dates of Pricing 

Prospective vendors should state writing that all furnished information, including pricing, 

will remain valid and applicable for a minimum of one hundred twenty (120) days from 

the date their proposal is received by the Wentworth students. 

mailto:chur@wit.edu
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1.7 Vendor Site Visits 

WTC reserves the right to inspect any and all vendor facilities, which will be used to 

support the proposed web tracking solution. This includes the facilities of any contractor 

or outside support organization that will be used. 

1.8 Evaluation Criteria 

Prospective vendor proposals will be evaluated using the following general criteria: 

 Ability to satisfy functional business requirements 

 Ability to satisfy technical and integration requirements 

 Strategic partnership potential 

 Cost 

 

1.9 Right to Reject 

WTC reserves the right to accept or reject any and/or all submitted proposals and request 

additional information from all prospective vendors. Our project team specifically 

reserves the right to negotiate a contract with the selected vendor(s). The vendor’s 

response to this RFP will be included in whole or by reference in the final contract. Any 

contract that is eventually awarded will be made to the organization who, based on the 

evaluation of all responses, applying all criteria and oral interviews (if required), is 

determined to be the best qualified to provide the requested solution and support. 

1.10 Marketing References 

Prospective vendors may not make any references to the project in any literature, 

promotional material, brochures or sales presentations, or make any other commercial use 

of MathPOWER’s name and/or this RFP, without the express written consent of our 

project team.  

 

2. Vendor Guidelines 

2.1 RFP Response Format 

Prospective vendors should make every attempt to use terminology in their proposal that 

is consistent with that of our project team and this RFP. Comparable terminology may be 

substituted, where appropriate, if the prospective vendor provides clear and concise 

definitions. Prospective vendor proposals should address the requirements outlined in this 

RFP as directly and concisely as possible. Extraneous information with no apparent 

connection to the RFP could detract from the proposal scoring. 
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The information furnished should be in specific response to this RFP. Specific answers 

are required to specific questions where asked. Supplemental information should be 

prepared on standard 8 ½ x 11 inch paper. 

Vendor responses to this RFP will become a part of the final contract between WTC and 

the vendor. 

Prospective vendors are requested to provide their proposal in the following format: 

Letter of Transmittal 

The letter of transmittal should be no longer than two (2) pages and should include the 

following: 

 A brief statement of the vendor’s understanding of the mission-critical nature of 

the site traffic technology to MathPOWER’s business and market position. 

 A brief statement of the services to be provided. 

 A statement of commitment to provide the services requested within the time and 

manner specified. 

 The names of personnel authorized to represent the vendor, including titles, 

addresses, phone and FAX numbers. WTC would prefer to deal with a single 

representative. 

 A summary of the prospective vendor’s qualifications to perform this type of 

engagement. 

Table of Contents 

The table of contents should include a clear and complete identification of the materials 

submitted by section and page number. 

Product Overview 

Prospective vendors should follow the instructions in the Product Overview section of 

this RFP. 

Functional Requirements 

Prospective vendors should follow the instructions in the Functional Product Information 

section of this RFP. 

Technical Requirements 

Prospective vendors should respond to all technical information requested in the Strategic 

Partnership Potential section of this RFP. 
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Cost Requirements 

Prospective vendors should provide the information requested in the Cost Summary 

section of this RFP. 

Appendix 

Prospective vendors may provide any other information that the vendor considers 

appropriate for this proposal in an Appendix. 

2.2 Exceptions to the RFP 

Prospective vendors may find instances where their operations do not function in a 

manner consistent with the specifications in the RFP. In such cases, it is permissible to 

take exception to portions of the RFP. The exceptions should be clearly identified. If 

necessary, attach an additional page describing the scope of the exceptions, any 

additional costs, and a summary of any advantages these exceptions represent to our 

project team. 

2.3 Confidentiality 

This RFP and all materials submitted by WTC must be considered confidential. The 

project team requests that this RFP not be copied and not be forwarded to any third party 

for evaluation or for any other purpose without express written consent of the project 

team. All prospective vendor personnel should note that they are under a signed, mutual 

confidentiality agreement. 

When submitting confidential material to the project team, prospective vendors must 

clearly mark it as such. 

 

3. Product Information 

Prospective vendors should include an overview of their total web analytics solution. Define 

each product offered by your organization and provide a brief description of its role in your 

total solution. Vendors may include screen examples and/or diagrams in this section.  

 

4. Functionality Requirements 

4.1 Instructions 

WTC will be aggressive and comprehensive in its product/service demands. It is incumbent 

upon the vendor to provide measurable, accurate, and reliable answers based upon the 

vendor’s proposed product solution specific to the dependencies of release level and features 
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of both the vendor’s and other vendor’s products. When your product does not meet a 

requirement, a clear statement to that effect would be the most prudent approach. For each 

requirement, the solutions capability should be identified as follows: 

 

NA Not Available 

 

MJ Major Modification 

This could be in the form of modifying the code of the product. This response will require an 

explanation specifying the amount of effort required in “person days.” 

 

MN Minor Modification 

Minor modifications include customization of a tool or report. Minor modifications should be 

demonstrable. 

 

FR Future Release 

The requirement will be addressed in a forthcoming revision of the product. These responses 

require listing scheduled release dates in the explanation column. 

 

CR Current Release 

The requirement is met in the current release and can be demonstrated. 

 

TP Third-Party Solution 

The functional requirement is not offered by the company but can be seamlessly integrated 

into the package using a third party’s product. The explanation should specify the third-party 

vendor and integration, and this function should be demonstrable where possible. 

 

Requirements that are given a capability rating of MJ, MN, FR, or TP must have a brief 

description regarding how the requirement will be met. Those responses not answerable on 
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the explanation area of the RFP should be identified by business area with the requirements’ 

sequence umber on a separate document. Vendors may add additional items or sections if 

there is functionality provided by their product that isn’t represented in the following 

sections. 

4.2 Forecasting 

General Requirements 

 

# Requirement     Rating      Response 

1 Forecast site traffic   

2 Ability to forecast and track on a 

monthly, weekly, and daily basis 

  

 

Forecasting Overall Demand 

 

# Requirement        Rating         Response 

1 Forecast overall site traffic   

 

      Forecasting Staffing Requirements 

 

     # Requirement         Rating                Response 

1 Forecast Demand Level: 

 With site traffic demand 

 Without site traffic demand 

  

2 Forecast by Skill: 

 For all sites 

 By site 

  

 

4.3 Scheduling 

General Scheduling Requirements 

 

# Requirement        Rating       Response 

1 Accommodate scheduling of WTC   

2 Accommodate the Eastern Time Zone   

 

Scenarios 

 

# Requirement     Rating       Response 

1 Create and save multiple what-if 

scenarios 

  

2 Compare various scenarios   
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4.4 Reporting 

Reporting Requirements 

 

# Requirement     Rating        Response 

1 Report and optimize on a daily basis 

because of unplanned changes in: 

 Demand 

 Net staffing 

 Service levels by site 

  

2 Provide original daily forecast, revised 

forecast, and actual result comparisons 

  

 

4.5 Real-Time Adherence 

Real-Time Adherence Requirements 

 

      # Requirement     Rating       Response 

1 Display comparison of schedule 

information with data for individuals on a 

real-time basis. 

  

2 Allow many simultaneous clients to 

administer schedule expectations 

reporting on a real-time basis. 

  

 

5. Technology Requirements 

5.1 Client 

# Requirement     Rating       Response 

1 Is the software compatible with Windows 

OS? 

  

 

5.2 Network Architecture, Scalability, Extensibility Scalability 

 

# Requirement     Response 

1 Describe the smallest expandable system 

configuration possible with your system. 

 

2 Can the software be implemented easily? 

Please explain. 

 

3 Can your software transfer data from 

other vendor systems? If yes, which ones 

and describe the process. 

 

4 How many concurrent users and 

maximum users will support the system? 

 

5 Can your software system support  
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multiple locations? Please describe 

typical multisite implementations. 

6 Can your software system support remote 

access? Describe the method in which 

this is accomplished. 

 

 

Architecture 

 

# Requirement     Response   

1 Describe the technology base and 

architectural platform of the proposed 

system. 

 

2 Does the system employ true 

client/server technology? Please describe 

how this is accomplished. 

 

3 What network operating systems are 

supported by your system? What 

certifications does your company have? 

 

4 Define the planned enhancements and 

upgrades to the hardware platform for the 

next five years. Detailed plans are 

required for the next two years, with 

summary plans accepted for the 

remaining three years. Include migration 

path from the current products to the 

planned ones as part of your response. 

 

 

System Performance, Reliability, and Redundancy 

 

# Requirement     Response 

1 Describe the design strategies that have 

been incorporated in your proposed 

system to ensure 24/7 availability. 

 

2 The vendor shall identify any routine or 

preventative maintenance activities that 

require the system to be less than fully 

available for normal operations. Describe 

the nature and extent of system outage 

required for these functions. 

 

3 The vendor must identify the average 

time required to completely initialize the 

system. This time shall be calculated to 

include the interval from command 

issuance until all system functionality has 

been restored. 

 

4 What processes are the most time and  
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resource intensive and why? Which 

processes affect the performance when 

the maximum number of users are using 

the system and how do they affect the 

performance? 

5 Describe how recoverable the proposed 

solution is if a power failure occurs on 

the workforce management system 

hardware platform; on the application 

server. Will the in-transit data be lost? 

Offer the likely scenarios and describe 

how the proposed solution will react in 

the failure. 

 

6 Can your system automatically send out 

emails when a problem occurs using MS 

Outlook or MS Exchange Mail? 

 

 

Automated Execution 

 

# Requirement     Response 

1 Does the application startup or shutdown 

require any operator replies? 

a) Explain the sequence of events 

that constitutes a startup 

b) Explain the sequence of events 

that constitutes a shutdown 

 

2 Can the system be “trained” to perform 

routine tasks in an unattended mode such 

as generating/printing reports? 

 

 

Data Flexibility 

 

# Requirement     Response 

1 Please provide a list of the data elements 

that are reported on 

 

2 What DBMS are supported by your 

system and what versions? What are your 

DBMS plans for the future? 

 

3 What DBMS options are available or 

required with your system? 

 

4 How flexible and expandable is the 

DBMS? Can we add other data to the 

DBMS? 

 

5 Does the DBMS include any internal 

security mechanisms? 

 

6 Does the DBMS include distributed  
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capabilities? 

7 Does the product include a complete set 

of utilities for managing the database? 

Please describe the user interface to these 

utilities 

 

8 Is all the data in your system stored in a 

DBMS? If so, which one(s)? If not, what 

other file structures are used to store 

data? 

 

9 What operating system(s) does the 

DBMS run under? 

 

10 Describe how your system 

supports/maintains data integrity. 

 

 

Communication & Connectivity 

 

#   Requirement     Response 

1 What is the minimum recommended 

local bandwidth for the product? What is 

the optimum recommended bandwidth?  

 

2 Does the product require a specific 

transport to communicate to the desktop 

device? If so, which one(s)? 

 

3 What protocol(s) does the product use to 

communicate to the client workstation? 

Please list all that apply 

 

4 Can the desktop workstations reside on a 

general population LAN, or is a separate 

network required? If so, what software is 

required? 

 

5 What is the maximum bandwidth 

available for downloading data from the 

server(s)? What is the recommended 

bandwidth? 

 

6 Can data updates be downloaded 

periodically, or must all information be 

downloaded at one time? 

 

7 WAN Connectivity: Local servers shall 

support router interface; indicate 

experience with various router protocols 

 

 

Security  

 

#   Requirement     Response 

 

1 Describe the information security  



19 
 

features of the product 

a) How are user sign-ons controlled? 

b) How is access to programs, files, 

databases, objects, folders, etc., 

controlled? 

c) How is security administered? 

d) What are the audit 

features/capabilities? 

2 Networking between PCs must comply 

with a recognized and approved LAN. 

Describe how the system complies with 

this requirement. 

 

3 Multiple levels of security access are 

required for different functions. These 

security requirements apply to real-time 

and historical information. 

 

 

Software Recoverability 

 

#   Requirement     Response 

1 Does the system allow for daily 

unattended backup 

a) Describe manual interventions 

required (if any) 

b) Does the system provide for host 

backup capability? 

c) Does the system allow for both 

full and incremental backup? 

 

2 What backup/restore techniques does 

your system support? 

 

3 Does the system provide for the 

automatic backup of magnetic disk for 

disaster recovery purposes? 

 

4 Does the vendor offer any special 

disaster recovery software? 

 

5 Is the proprietary hardware or software 

required? If yes, please identify. 

 

6 Identify potential environmental hazards 

to the system 

 

7 Does the system automatically perform 

rollback processing during restart after a 

system-wide failure? 

 

8 Can the system provide for full 

recoverability in a 24/7 operating 

environment? 

 

9 Are there any remote site backup  
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capabilities to be used for disaster 

recovery? 

10 Are UPS options and connectivity 

available with your system? 

 

 

Testing 

 

#  Requirement     Response 

1 Does your product offer application 

testing capability? What tools are 

available for testing application changes? 

 

2 How are new, multiple, and test 

applications brought on-line in a system 

that is fully operational? 

 

3 Does our system provide any tools to 

facilitate testing? Please describe.  

 

 

5.3 Integration 

 

#   Requirement     Response 

1 Internet/Intranet Integration 

Describe how your system integrates 

with Internet/Intranet technologies. 

 

2 Client/Server Systems Integrations 

Describe how we might integrate our 

existing client/server applications with 

your system. 

 

3 Imaging Integration 

Describe your system’s ability to 

integrate with imaging systems. Describe 

the typical method of integrating wit 

imaging technology with your system. 

 

4 Reporting Integration 

What third-party reporting systems can 

use the data in your system? 

 

5 Host Integration 

Describe your system’s ability to 

integrate with host systems describe the 

typical method of integrating host 

technology with your system. 

 

6 Client Software Integration 

Will your system integrate with 

Windows OS? If yes, please describe the 

method of integration. 
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6. Strategic Partnership Potential 

6.1 Vendor Profile 

Prospective vendors must provide the following information: 

 Describe your company’s background and relationship to the web analytic 

industry. Please state historical dates, parent company if any, and mode of 

operation. 

 Is this your company’s only business? If no, please list other industries your 

company is involved with. 

 What are your future plans in the web analytics arena? 

 Provide annual reports and/or financial statements for the years 2008 and 2009. 

State timing of fiscal year end. 

 List any special relationships with other companies that improve your ability to be 

a leader in the web analytics market. 

 List any pertinent association memberships. 

 Describe any legal issues or constraints that could conceivably affect a 

relationship with MathPOWER.  

 

6.2 Training 

Prospective vendors must provide the following information: 

 Describe in detail your standard training program as well as installation assistance 

provided with your system. 

 What system documentation is available and included in the price of the system? 

 What additional training does your program offer? 

 Do you have a certification process for your system? If yes, describe the process. 

 

6.3 Support 

Prospective vendors must provide the following information: 

 Describe your system warranties. 

 Describe maintenance plans available with your system. 

 What are your response times? 

 Describe the assistance that is available through your help desk, and during which 

hours it is available. 

 How frequently are preventative maintenance checks performed? Is there any 

preventative maintenance that MathPOWER will have to perform? 
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 Describe your company’s policy and capabilities regarding system upgrades, new 

releases, and enhancements. Please state what is covered under your maintenance 

and support agreements and what portions are not. 

 Describe in detail your available support options.  

 Does your company support a User’s Group? Describe the relationship of your 

company with the User Group. How often per year do they meet? 

 How often does your company publish a newsletter? 

 Provide a complete description of how your company will provide 

implementation and support services to international locations. 

 

6.4 Experience 

 

Briefly (in one page or less) describe your largest or most significant installation 

to date and the experience it provided you that you can leverage with 

MathPOWER. Your answer should indicate the initial size of the installation, the 

amount of integration, and your specific role in the installation (including 

resources allocated). 

 

6.5 Implementation Plan 

Prospective vendors must provide the following information: 

 Describe your system implementation planning process. 

 Describe your installation/implementation procedures. 

 What is a typical implementation time frame? Please show individual events and 

time frames for each. 

 What are the risks associated in this time frame, and how can the time frame be 

adjusted to meet the required objective? 

 What role would you play in the implementation? 

 How much of the system could be installed by January 1? 

 

6.6 Thought Leadership 

Because web analytic technologies are important to the success of the MathPOWER 

program, explain how you could provide leadership to MathPOWER by providing 

advanced web analytic software. How do you remain “ahead of the curve” in staying 

abreast of innovative features and functions? 

 

 



23 
 

6.7 References 

Please provide a minimum of three customer references. The following characteristics are 

desired: 

 Functionality 

 Customization 

 Integration with other technologies 

 

7. Costs 

7.1 Initial Costs 

 

Initial Pricing Scope 

 

The initial proposal should outline a price quote and all pricing options available. 

Complete pricing schedules should be provided that represent the complete cost 

of ownership for each proposed solution. This schedule must detail specific 

products and support to be provided as well as the amounts and timing of 

payments.  

  Additional Services 

Vendors should provide pricing data for any services not included as part of the 

software of support purchase. These may include training, implementation 

support, ongoing consultation, and so on. 

7.2 Long-Term Costs 

Support and Other Long-Term Costs 

Please state all costs in dollars not percentages. Assume 24 x 7 support and explain the 

nature of this support (e.g., pager, third party, etc.). Document basis for support cost 

increases and maximum increases for the next five years. 

 Fixed annual rate 

 System upgrades 

 Bug fixes 

 Onsite support rates 

Please provide all other long-term costs associated with maintaining this technology. 

7.3 Payment Options 

 

Prospective vendors are encouraged to include payment option information. 
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VENDOR REFERENCE CALLS 
 

Vendor reference calls allows Wentworth Technology Consulting (WTC) to ascertain the 

quality of the software by evaluating what the vendor’s customers have to say about the vendor 

and the effectiveness of its technology. The Vendor Reference Call research method enables 

WTC to gain an objective view of the tracking software by conversing with people who have no 

stake in this technology acquisition project.  

The three Vendor Reference calls to Google, GoingUp, and OpenWeb Tracking 

Consumers were conducted on October 28, 2010. The calls lasted approximately 30 minutes 

each, and gained valuable insight into the experiences of the vendor’s customers.  

 

GOOGLE 

The first consumer confirmed to our project team that the Google web analytic 

technology is compatible with Windows OS and was easily installed within their small business. 

The consumer mentioned that Google offers tutorials which are helpful, and their experience and 

reputation is what drew the consumer to choose Google.  

 

The second consumer found the Google web analytic tracking software to be effective, 

but difficult for a new business person to navigate. The consumer mentioned customer service as 

an area that is could use improvement. Much of the customer support and troubleshooting is 

computer automated, which is not as helpful to the user. 

 

The third and final consumer has had an overall positive experience with Google’s web 

tracking system.  This consumer was pleased that Google presents the information and data in 

easy to read and understand charts and graphs. The solution proved effective for this consumer’s 

small business, as they have seen a consistent increase in sales for the past four years.  

 

GOINGUP 

The first consumer is pleased with the overall quality of GoingUp. This person says that 

GoingUp is very informative and easy to use. In addition, this person is pleased with the friendly 

and helpful customer service that GoingUp offers.  
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The second consumer was also pleased with the quality service offered by GoingUp. This 

consumer found GoingUp to be very functional, as it has helped this consumer’s web site 

increase traffic.  

The third and final consumer was pleased with the reliability of the GoingUp software. 

This consumer also confirmed that this system is compatible with Windows OS and is free. They 

also offer great technical support, which is also included free.  

 

OPENWEB 

The first OpenWeb consumer WTC talked to was disappointed on the lack of information 

OpenWeb provided in regards to web analytics. The consumer expected more, and the system 

showed to be minimally effective for this consumer.  

 

The second consumer confirmed that OpenWeb is compatible with Windows OS and it is 

free. This consumer was pleased with the free 24 hour support that OpenWeb offers. This has 

come in handy, as this consumer is a new business owner.  

 

The third and final consumer has had a neutral experience with OpenWeb’s tracking 

system.  This consumer was pleased that OpenWeb displays the information in easy to read 

charts and graphs, but mentions that the quality of information could be improved upon. This is 

indicative of OpenWeb’s lack of experience in the web analytics industry. 

 

CONCLUSION 

Vendor reference calls gives WTC the ability to determine the product's capabilities and 

strengths from an objective viewpoint. WTC was able to obtain valuable information through 

this research process that has proved useful in choosing a final vendor. After reviewing the 

Vendor Reference Calls for these three vendors, WTC has chosen Google and GoingUp web 

analytics to conduct benchmarking and pilot processes.  
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BENCHMARKING/PILOT 
 

Categories Google Analytics GoingUp 

User Friendly    

Informative    

Accuracy    

Support    

Reliability    

Overall Quality    

 

 

On November 5, 2010, Wentworth Technology Consulting pilot tested Google Analytics and 

GoingUp. We found that Google Analytics was easy to use and offered quality technical support. 

The site was easy to navigate, and they offered video tutorials to help guide us through the 

process. GoingUp was more informative with the product description. It also provided current 

up-to-the-minute statistics that were reliable and accurate. These statistics were in easy to read 

graphs and charts. This benchmarking process had led WTC to conclude that GoingUp is a more 

effective solution to meet MathPOWER’s business need. 
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CHANGE MANAGEMENT CHART 

 

 

 

 

 

 

 

Date of Change Description of Change Reason for Change 

9/29 Fixed Performance Evaluation Doc. The initial categories were too 

general. 

9/29 Fixed Business Need Document Realized that the business need 

should not be a solution to a 

problem. 

9/31 Fixed and Updated Project Charter 

Document 

Met with Deniece from 

MathPOWER, and gathered 

supporting facts, as well as collect 

new information on the business 

need. 

10/13 Fixed Business Need Document The business need was too vague. 

10/13 Scoring Matrix Fixed Changed the scoring matrix to 

make it based on the new business 

need. 

10/20 Revised Business Need and Project 

Charter 

Business Need was still too vague. 

Measure of Success and Project 

Scope needed to be changed.  

10/20 Edit RFP Shouldn’t refer to ourselves as WIT 

students. 

11/10 Edit RFP Fix errors. 

11/15 Reorganize project report Place appropriate documents as 

appendices. 
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NEGOTIATION STRATEGY 

 

1. Summary 

Wentworth Technology Consulting has selected GoingUp as the vendor of choice. 

Google Analytics was a close second, and we feel that both companies would be able to 

achieve the objectives for this project. For this reason, the negotiation team has full 

authority to negotiate the best software package with either of the two vendors. 

2. Initial Terms 

The initial terms of the deal from the vendor proposals are listed below: 

 Ability to track where site traffic is coming from 

 Ability to track site navigation 

 Free services 

3. Agendas 

WTC Agenda: 

 Negotiate the best software package 

 Complete software negotiations as efficiently and timely as possible 

Vendor Agenda: 

 Provide most effective and appropriate software package 

 Increase marketability 

4. Leverage 

WTC Leverage: 

 Name recognition 

 Information about competition 

 Ability to walk away from the table 

Vendor Leverage: 

Time 

5. Objectives 

Negotiate the best software package with either of the two remaining vendors. 
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6. Strategy 

Leverage the fact that both vendors are capable of meeting our project objectives and that 

the software package will be the determining factor in who gets the deal. 

7. Potential Tactics 

 Give both vendors a last chance to sharpen their pencils and improve their software 

package. Then select one vendor and work on improving the package. Inevitably, the 

vendor who wasn’t selected will respond with a significant price reduction as an 

incentive to bring them back into the game. Use this information to improve the deal 

with the selected vendor. 

8. Negotiation Team and Roles 

 Purchasing Lead: Act as the bad cop and strive for the most aggressive deal 

 Project Manager: Act as the good cop and facilitate continued communications 

 Business Lead: Communicate the potential future business to the vendor 

 Legal: Negotiate with vendor legal staff and advise negotiation team 
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IMPLEMENTATION/OPERATION 

 

The first vendor selected by Wentworth Technology Consulting (WTC) to provide 

MathPOWER with the service of web analytics is GoingUp. The GoingUp vendor is easily 

implemented and utilized by MathPOWER because of its Windows OS compatibility. It will be 

implemented by MathPOWER signing up on the GoingUp web page for a free account.  

WTC later furthered their research and found that the GoingUp site was easy to navigate. 

This device was informative with the provided product description. It also provided current up-

to-the-minute statistics that were reliable and accurate in the form of easy to read graphs and 

charts. 

GoingUp is very thorough when filling out the application and beginning the account, 

with features such as customizing the home page to immediately show the user what information 

they are most concerned with tracking and analyzing. They offer the ability to change these 

settings at any time to make the operation of this product user friendly and direct. 

WTC found that GoingUp requires minimal maintenance after the account is created and 

product implemented. The concerns going forward after the device is put into place are things 

such as viruses, spam and firewalls. The only reason those operation threats exist, are because 

they are only discussed when this product is used in the open web and is susceptible to all 

internet activity.  
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PROJECT PROPOSAL 

 

 
The purpose of this project is to assist MathPOWER by meeting a business need through the 

acquisition of technology. More specifically, our team will be assessing, researching, and 

acquiring technology to help MathPOWER track site traffic to their web site. By the end of the 

project, we hope to have thoroughly evaluated and provided a solution, which meets this 

organizational need. 

We will begin the project by doing an understanding of MathPOWER’s organization, and 

determining the most effective and appropriate research methods. Our project team will perform 

research on potential vendors, and suggest the best solution for MathPOWER. 

 

Our team will: 

 Start the initiation process; determine the goals of our team as well as consider the project 

sponsor, project manager, and the project stakeholders. We will also clearly define the 

business need and project charter. 

 Plan our course of action for the duration of the project. 

 Research potential vendors that can assist us in reaching our project goals. 

 Evaluate the research we have conducted. Also, assess the current state of the 

organizational need. 

 Work to negotiate with the potential vendors, if applicable. 

 Collaborate with group to begin the implementation process of the acquired technology. 

 Ensure that the solution in place will be effective for as long as it needs to be. 
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Wentworth Technology Consulting Agenda 

 Aaron Goldblatt, Rebecca Chu, Jessica Cutler  

 

 

Week of October 6
th

:  

 

As a Group 

 Discuss and finalize team members roles 

 Discuss and verify project plan 

 Discuss decision scoring matrix 

 Discuss the evaluation phase of technology acquisition project 

 Re-direct any conflicts/delays on works to realistic dates on project schedule 

 Human resources 

 Change 

 Risk Management Documents 

 Quality 

 Project charter/Business Document 
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Wentworth Technology Consulting 

 Aaron Goldblatt, Rebecca Chu, Jessica Cutler  

 

 

Week of October 20
th

:  

 

As a Group 

 RFP- most important 

 Discuss and verify project plan 

 Discuss decision scoring matrix 

 Discuss the evaluation phase of technology acquisition project 

 Re-direct any conflicts/delays on works to realistic dates on project schedule 

 Human resources 

 Change 

 Risk Management Documents 

 Quality 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

34 
 

Wentworth Technology Consulting Agenda 

 Aaron Goldblatt, Rebecca Chu, Jessica Cutler  

 

 

Week of October 27
th

:  
 

 RFP- most important 

 Re-direct any conflicts/delays on works to realistic dates on project schedule 

 Discuss research 

 Narrow down to realistic and most applicable tracking systems 

 Assign who will do further research on each one 

 Discover what vendor research methods are most applicable 

 Compile all sections into one document 

 Start cover letter, context, tables, figures and appendix 

 Re-direct any conflicts/delays on works to realistic dates on project schedule 

 Review work done thus far 

Reference calls for GoingUp, Google and OpenWeb 

 Begin benchmark/pilot process 

 Determine next steps of the project 

 Compile all sections into fewer documents. 
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Task Name Duration Start Finish Predecessors Resource Names 

Project Schedule 56 days Wed 9/22/10 Wed 12/8/10 
  

Start Date 1 day? Wed 9/22/10 Wed 9/22/10 
  

Initiation Phase 3 days Wed 9/22/10 Fri 9/24/10 
  

Define a Business Need 1 day Wed 9/22/10 Wed 9/22/10 
  

review business need 1 day Thu 9/23/10 Thu 9/23/10 4 
 

Approval  0 days Wed 9/22/10 Wed 9/22/10 2 
 

Finding Project Charter 1 day? Fri 9/24/10 Fri 9/24/10 5 
 

Schedule meetings 0 days Fri 9/24/10 Fri 9/24/10 
  

Hold Charter Meeting 0 days Fri 9/24/10 Fri 9/24/10 
  

Develop Project Charter 1 day? Fri 9/24/10 Fri 9/24/10 9 
 

Project Charter Approval 5 days Fri 9/24/10 Thu 9/30/10 8 
 

Planning Phase 0 days Fri 9/24/10 Fri 9/24/10 10 
 

Define/Assign Project 
Manager 

1 day? Wed 9/22/10 Wed 9/22/10 
  

Company Profile 3 days Wed 9/29/10 Fri 10/1/10 
  

Develop Project Plan 0 days Fri 10/29/10 Fri 10/29/10 
  

Meet with contact 1 day? Fri 10/1/10 Fri 10/1/10 11 
 

Develop Scoring matrix 2 days Fri 10/1/10 Mon 10/4/10 
  

Establish core criteria 0 days Fri 10/1/10 Fri 10/1/10 16 
 

Send for Approval 1 day? Fri 10/1/10 Fri 10/1/10 
  

Research Phase 10 days Wed 9/29/10 Tue 10/12/10 
  

Complete RFP 8 days Wed 9/29/10 Fri 10/8/10 
  

Consolidate Content 8 days Wed 9/29/10 Fri 10/8/10 
  

Functional Requirements 2 days Wed 9/29/10 Thu 9/30/10 
  

Technology Requirements 2 days Wed 9/29/10 Thu 9/30/10 
  

Cost Requirements 0 days Thu 9/30/10 Thu 9/30/10 24 
 

Meet with contact 1 day? Fri 10/8/10 Fri 10/8/10 
  

Review Project Charter 3 days Fri 10/1/10 Tue 10/5/10 25 
 

Create Performance 
evaluation document 

2 days Mon 10/4/10 Tue 10/5/10 
  

Create Scoring Matrix 2 days Mon 10/4/10 Tue 10/5/10 
  

Continue to Draft 
Business Need 

6 days Mon 10/4/10 Mon 10/11/10 
  

Begin organization of 
project process 

2 days Mon 10/4/10 Tue 10/5/10 
  

Categorize Elements of 
Assessment into a 
Portfolio for Pre-
submission 

6 days Tue 10/12/10 Tue 10/19/10 31 
 

Begin drafting report 7 days Wed 10/13/10 Thu 10/21/10 20 
 

Meet with contact 1 day? Fri 10/22/10 Fri 10/22/10 34 
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Create Final Report 25 days Mon 11/1/10 Fri 12/3/10 
  

Prepare for Presentation 3 days Fri 12/3/10 Tue 12/7/10 
  

Present final project 0 days Tue 12/7/10 Tue 12/7/10 37 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

37 
 

Project Management Plan 
 

The following represents the steps we will take to manage this project: 

 

1. Initiation: define project need and project charter 

 

2. Planning: project planning, requirements definition, prioritization, the solution, and 

identifying and contacting vendors 

 

3. Research: external research, external assessment, request for proposal (RFP), vendor site 

demo, vendor on-site demo, vendor reference calls, vendor customer site visit, vendor 

conference, and benchmark/pilot 

 

4. Evaluation: structured research methods, unstructured research methods, decision-

making, and communicating results to vendors 

 

5. Negotiation: negotiation strategy, negotiation planning, and negotiations 

 

6. Implementation: design, development, testing, and deployment 

 

7. Operation: fixes and enhancements, support, and project closure 

 

Risk Management Plan 

Wentworth Technology Consulting (WTC) will be managing the risk throughout this project by 

identifying them, and communicating these risks with stakeholders to gain a better understanding 

of the nature of the risk, and how it can best be avoided.  
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Issue Management Plan 

Wentworth Technology Consulting (WTC) will be managing the issues that arise throughout this 

project by identifying them, closely communicating among members of the project team, and 

delegating issues to be closely tracked by specific project members.  

 

 

Change Management Plan 

Wentworth Technology Consulting (WTC) will be managing the change that is needed 

throughout the course of the project by recording them in the table below, and by immediately 

posting revised documents to Wentworth’s blackboard database.  

 

Quality Management Plan 
 

We will assure quality throughout the project creating and updating a project schedule. This will 

keep us updated on where we should be in the project at any given time. It will keep us on track 

and help guide us to the solution. In addition, we will ensure quality by using appropriate 

research methods in the Research stage of the project.   

 

Product Management Plan 
 

Modifications to the vendor’s product will be tracked and managed in the program database. 

There will be a weekly product change review meeting with the vendor. 
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Release Management Plan 
 

There is no need for an extended release management plan for this project. 

 

Human Resources Management Plan 

 
The chart below illustrates the methodology for managing the human resources throughout the 

course of this project. The human resources in this project include the project sponsor, the 

project team members, and additional stakeholders. To more efficiently manage the human 

resources, each project team member has a specific role. One team member is responsible for 

overseeing the project scope and ensuring the productivity throughout the project. Another team 

member will act as a liaison between the team members and the stakeholders. The last team 

member is responsible for keeping the meetings running smoothly, and ensuring that the project 

team is on track with the project schedule. 
 

 

                MathPOWER 
 
 

  

              Project Sponsor  Project Stakeholders 
        

       Project Team 
 
 
Project  Communicator Scheduler 

Management 

Lead 
 
 
The roles and responsibilities of each team member are as follows. 

 

Project Management Lead (Aaron Goldblatt) 

 Organize project plans and activities 

 Communicate to group members about overall project progress 

 Plan tasks for group members 

 

Communicator (Rebecca Chu) 

 Primary liaison between Project Team and outside organization (MathPOWER) 

 Communicate plans with MathPOWER for site visits 

 Communicate plans for visits to group members 

 

Scheduler (Jessica Cutler) 

 Create agendas for all on and off-campus meetings 

 Create and update project schedule on a regular basis 
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Project Sponsor (Professor Stevens) 

 Support the Project Team 

 Communicate issues to the Project Team 

 Provide resources to the Project Team 

 

Project Stakeholder (Deniece Washington) 

 Office and Operations for MathPOWER 

 Point of contact throughout the project 

 

Cost Management Plan 
 

There is no need for a cost management plan because any of the viable solutions for 

MathPOWER will be free.  
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PERFORMANCE EVALUATION 

 

NAME OF PERSON BEING EVALUATED: 

 

Work Quality 

Category Score (please circle) 1=poor 10=excellent 

Preparedness/Research, level of insight      1     2     3      4      5     6      7     8     9      10 

Demonstrated initiative on individual work      1     2     3      4      5     6      7     8     9      10 

Work is well organized      1     2     3      4      5     6      7     8     9      10 

Added unique perspective to the project      1     2     3      4      5     6      7     8     9      10 

Quality of Final Presentation      1     2     3      4      5     6      7     8     9      10 

 

Work Quality Total = _____/50 

Team Aspects 

Category Score (please circle) 1=poor 10=excellent 

Communicated well with the rest of the team      1     2     3      4      5     6      7     8     9      10 

Demonstrated initiative in team setting      1     2     3      4      5     6      7     8     9      10 

Showed an understanding of his/her role      1     2     3      4      5     6      7     8     9      10 

Meetings- Attendance and Quality of input      1     2     3      4      5     6      7     8     9      10 

Timeliness      1     2     3      4      5     6      7     8     9      10 

 

Team Aspects Total = _____/50 

 

Overall Score = _____/100 

 


