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PURPOSE

Maximize Department of Defense (DoD)
buying power and take advantage of the
significant cost savings and management
efficiencies that result from acquiring and
managing commercially available software
on a DoD-wide basis. Simply stated, the
vision of the ESl is “point and click informa-
tion technology shopping at lowest cost.”

ESI METHODOLOGY

The ESI Working Group is comprised
of members from the major DoD Compo-
nents, and is chaired by a member of the
OASD (C3I/CIO) Information Technology
Investment and Acquisition Directorate. DoD
Component executive agents appoint a Soft-
ware Product Manager (SPM) to consolidate
requirements and develop a business case,
negotiate best-value deals for DoD ESA in
ESI product categories, and administer the
resulting agreements.

DoD ENTERPRISE SOFTWARE
INITIATIVE TEAM

U.S. Marine Corps U.S. Air Force

OSD Comptroller

“The ESI's effectiveness in meeting its
objectives lies in its ability to increase the
number of DoD organizations using DoD
ESA, achieve significant cost reductions
from current prices, satisfy DoD organiza-
tions’ requirements, and locate funding to
support DoD enterprise software agree-
ments.”

-Department of Defense (DoD) Chief Information
Officer (CIO) Guidance and Policy Memorandum No.
12-8430-July 26, 2000 — Acquiring Commercially
Available Software

Why use Enterprise Agreements?

* Best prices in DoD

» Aggregation of software requirements
brings big savings

» Market leading, high-demand commercial
software products

* JTA compliant products promote
interoperability

* Encourage competition among software
OEMs and resellers

» ESAs should be used in contractor
acquisitions authorized under FAR 51.101

NEW DoD-WIDE POLICY BASICS

e Acquire &manage commercial software as
DoD asset

» Aggregate component requirements for
commercial software buys

» Compare pricing, T&Cs on ESI agreements
before buying from other sources, or
creating new ESAs

* Buy from existing inventory first

» ESI Software Product Managers recoup
admin costs

* Check www.don-imit.navy.mil/esi for latest
agreements
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Oeeratin(.] gstems DISA

SUCCESS STORIES

» Microsoft server products discounts begin at
15% off GSA FSS prices.

* Oracle available at up to 28% off GSA FSS
pricing; much greater discounts for “special
offers” (spot quotes).

-USAF-wide options at 86% off GSA FSS prices.
-PM GCSS-Army saved 63% off GSA FSS.
-OSD (Health Affairs)/Tricare earned 82%
discount off GSA FSS.

» Sybase ASE products available at 64% off
GSA FSS pricing.

» MS Visio products available at about 50% off
GSA FSS schedule pricing.

* Corel savings of up to 69%.

* Novell products available at 48% off GSA
FSS.

e ESI wins IRMCO 1999 Team Award as the
best information technology team in the
federal government.
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